How To Start Your Own
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Introductio



consultant and the coach to help them create solutions. In other words, they
get advice and experience to push them forward, motivation and brainstorming
techniques when they’re at a standstill, and insight and inspiration to push
them to their highest potential in both their professional and personal life.
This book will provide you with information for both the consulting and
the coaching business and provide you with the information you need to start

your own consulting or coaching business. This book will:

e Explain the differences between consulting and coaching

e Define what consulting/coaching is all about

¢ Introduce different types of consultants/coaches

e Discuss things you need to consider before starting your own
consulting/coaching business

e How to get started

e How to market your consulting/coaching business

e Provide you with consulting/coaching tips

After reading this e-book you will be able to decide for yourself whether

or not the consulting or the coaching business is for you.



Consulting vs. Coaching: The Differences

Both consulting and coaching involve the use of a skilled, trained
professional to assist a client in achieving goals, but each entity is considered a
different form of support.

Coaching involves a client who wants to grow either personally or
professionally and a coach, a trained facilitator, who will guide the client.
Generally a coach works one-on-one with a client but there are times when a
group of people will work together toward a common goal.

Consulting involves services that are provided for a specific topic,
generally on organizational topics. A consultant will provide an analysis and
some recommendations for the improvement of a certain process such as
software selection or workflow design. A consultant will work with either one
individual within an organization or with a group of people within an
organization.

A consultant will provide a solution for the client, such as exactly which
road to take to get somewhere. The coach will ask the right questions so that
the client can arrive at the destination via the road that is personally best for
them. Once the destination, or goal, is reached the consultant leaves the
picture while the coach remains on the scene to continue to encourage the
client to fully reach their goals and dreams.

There are many more differences between a consultant and a coach.

These include:



e Consulting focuses on problem solving, strategies, action plans, and
accomplishing very specific goals. Coaching focuses on learning through
action while using the process of self-discovery to fulfill certain goals
and dreams.

¢ The consultant is the expert and brings the knowledge and expertise to
the situation that makes the difference in the client’s failure or success.
The coach guides the client in a journey of self-discovery through the
use of the right questions.

e Consultants solve the client’s present day problems by providing
teaching to develop knowledge and expertise. Coaches focus on the
client’s biggest dreams and goals, making them come true.

e Consultants sometimes ask the client the question “why”. Coaches very
seldom, if ever, ask the client “why”.

e Consulting generally focuses on the specific question or problem at
hand. Coaching focuses on the client’s entire life.

e Consultants may take care of specific work for the client or provide a
part of the solution. Coaches do none of the work, instead letting the
client focus and take on all the action.

e Consulting is usually businesslike and professional. Coaching is creative

and often has a spirit of adventure.

Depending on what a client’s specific problem is, or what their goal is, they

will be able to find a viable solution by using either a coach or a consultant.



More than likely if you are looking for a solution to a professional, business-like
problem you will want to hire a consultant. If your problem is of a more

personal nature you will likely hire a coach.



An Introduction to the Consulting Business

So, you want to be a consultant, eh? It can be a highly competitive,
extraordinarily difficult, and frustratingly challenging business to be involved
with at times, but the level of freedom and amount of experience in many
facets of the business universe are a very positive trade off for all the hard
work. When handled correctly — and planned with care — a career as a
consultant can yield much more financial and personal freedom for the
professional. An experienced consultant can make several orders of magnitude
more salary for a comparably educated and experienced “company employee”,
and can enjoy many other benefits, such as making your own schedule, working
on challenging and interesting projects within a wide range of companies,
getting responsibilities to match your experience and your technical know-how,
guiding your own career development through obtaining multiple simultaneous
experiences in diverse professional sectors, and increasing autonomy and
responsibility along the entire scope of your career.

Individuals who are attracted to the consultant, professional, styling are
usually described with terms like “self starter” and “go-getter”. Certainly this
type of career decision will demand a certain level of sacrifice, particularly at
the onset of your career. But through the steep experience curve and
unavoidable initial difficulties, many professional have emerged with greatly
satisfying, highly compensated, and most importantly...immensely rewarding

careers in the field(s) of their choice.



Types of Consulting

There are nearly as many types of businesses in the consulting universe

as there are in the realm of traditional business. Nearly every industry under

the sun has spawned a thriving ecosystem of self-starters and professional

gurus who have chosen to make their services available to the highest bidder.

Some of the most active and lucrative industries conducive to supporting a

consultancy career are listed below:

1.

Computer consulting: There are many choices in the realm of
computer consultancy. You can find work repairing, maintaining,
and teaching people how to use various hardware and software,
assist major corporations in maintaining network infrastructure,
serve as a database admin, or any of a number of computer related

consultancies.

. Business: If you are really good at setting up fledgling businesses

(and as a consultancy entrepreneur, it is highly likely you are),
business consultancy might be the right thing for you. This makes
an excellent side business that can work within your existing
paradigm. For example, you may primarily set up your business as
a computer consultancy, but in the process of setting up your
business, discover that you are also a naturally fantastic business
person. In keeping with the multi-pronged approach to business

(which we will go over in more detail later), you may find that



3.

4.

6.

there are times you can “farm out” your peripheral talents in
getting people started in businesses of their own (for a fee, of
course) all the while maintaining your primary technical
consultancy. Utilize your diversity.

Advertising: Advertising firms and freelance designers of all
varieties are being used in a consultant capacity by everyone from
small companies to huge multi national corporations

Accounting: Every company needs someone to “do their books”,
and accountants are the fastest growing segment of the consultancy
class today.

Communications/Public Relations: This is an area commonly
outsourced by companies for whom it is simply not cost effective to
have a full-fledged internal communications or public relations
department. Also, as companies grow, they may find the need to
add on a small staff, over time, to handle these tasks. If finding a
permanent position within an organization via your consultancy is
your goal, then communications/PR consultancy may be just the
field for you.

Auditing: Companies outsource a wide variety of auditing
responsibilities to third parties due to efficiency and lack of bias
that could cloud the judgment of internal employees. One example
of a thriving auditing consultancy is the current booming retail

inventory market, which is currently dominated by the large
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inventory firm, RGIS, but has room for individual entrepreneurs to
generate a fair amount of business.

7. Gardening: A green thumb is a god given talent that not everyone in
the world is gifted with. You can network via golf courses and
social clubs to attain highest visibility amongst those who may wish
to retain the services of an expert gardener

8. Human resources: HR is the perfect fit for those out there with
highly refined people skills. If you have strong communication skills
(both verbal and written) and enjoy working directly with people,
then an HR consultancy is right up your alley. This is also another
common position for companies to outsource, particularly amongst
high tech startups.

9. Payroll management: This is an area that companies commonly do
not wish to handle internally. It requires a skill set that shares
characteristics of accounting and human resources above, and can
be very lucrative if done well.

10. Marketing: Much like we outlined in the Business example above, in
the course of building your own consultancy, you may find that
marketing is a particular strength of yours. Companies will often
hire consultants outside the hierarchy of the internal “org chart” in
the interest of getting a “fresh viewpoint” or “thinking outside the
box” when it comes to marketing a new product or service as well

as kick-starting existing campaigns.
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11. Executive headhunters: These are a common “bounty hunter” type
of consultancy available in the modern corporate world.

12. Writing services: The pen is truly mightier than the sword (and the
word processor can kick the pen’s butt to kingdom come!). If you
have the gift of the scribe, you will be able to find numerous
outlets for your services.

13. Publishing: People are publishing via a variety of methods in
today’s world. Newsletters, articles, Internet, magazines, and
many other varieties of print and digital publishing are very popular
in the corporate sector as well as within the government (the
government is a great client for consultancies, by the way).

14. Taxes: Just like accounting, taxes are another area that companies
often need help with. If you are a tax whiz, this may be your

calling.
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Things to Consider Before You Become a Consultant

There are many items to consider before deciding to make the
commitment of becoming a consultant. When one embarks on the mission to
participate in this career choice one should be clear that they are taking on
many responsibilities that employees within a larger organization may take for
granted. Starting a consultancy is starting YOUR OWN BUSINESS. Although it is
common for consultants to function under the umbrella of a larger corporation,
such participation is typically in a freelance capacity and consultants don’t
always enjoy many of the perks that their colleagues within the corporate
hierarchy do. This is not to say that a career in consultancy does not have its
own set of desirable characteristics, but simply that it is good to be aware that
there exist profound differences at a fundamental level regarding the
disciplines necessary to be successful at a consultancy as opposed to achieving
while inside the comparatively rigid corporate structure.

Among the characteristics that are particular to this type of career
choice is a level a freedom, both personal and professional, which demands a
certain level of discipline to successfully work within. In many ways someone
who has decided to become a consultant has made a decision to allow their
work to become intertwined into their life to a degree that “personal life” and
“professional life” become indistinguishably fused. Unlike working at a “9 to
5” job, the consultant must be prepared to work around others schedules and

must have the capacity to fit into numerous and varied work paradigms.
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Below is a list of some items to consider before taking the plunge into a

professional consulting career.

Is becoming a consultant the right choice for me? The first thing you
want to do is take a sober look at the lifestyle and career paradigm
of a consultant business. Like we noted above, you should be
prepared to make some sacrifices (particularly at the onset of your
career) in both your personal and professional life.

Considerations for education and/or certifications: Depending on
which particular realm of the consulting world you are considering
joining some specific certifications may be necessary to practice in
your chosen field. A certain degree of certified competency is
expected in certain consulting jobs, such as computer consultants.
For example, it is extremely recommended for someone interested in
being successful as a computer hardware consultant to have an A+
Certification. Someone interested in embarking on a career as
Microsoft Windows consultant will want to secure MCSE (Microsoft
Certified Systems Engineer) certification. Although in some cases
certification is recommended, there are others where certification is
mandatory and is legally regulated. Be sure to execute all necessary
due diligence and research potential legal requirements well ahead
of time.

Are you comfortable being in control of and responsible for running

all aspects of a business? When you get involved in the consulting
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business you will be in the captain’s chair of the entire enterprise, as
well as simultaneously being your own secretary (at least in the
beginning). Are you prepared to write your own schedule? Do you
have the desire and the means to be responsible for your own time
management? Are you prepared to market yourself and network
within the professional community to secure contracts for your
blooming business? Are you prepared to do whatever it takes, be it a
12 hour day of cold calls when business is slow or putting in the extra
time to seek out individual clients on a one-to-one basis? If you can
answer yes to all these questions, then you are might be just the

type who will greatly succeed in the type of business model.
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How to Get Started

Once you decided that a career in consulting is right for you, there are a
few things you can take care of from the get go to ensure a smooth transition
into the world of professional consultancy. Like we mentioned earlier,
organization plays a key role in all phases of a consultant’s career. From the
early stages of planning the business structure and types consulting you wish to
engage in, to the execution of daily workflow, to the discipline required to
keep legally sound income and tax records, being a consultant can mean being
efficient and thorough in the areas of organization and planning. Whenever
possible, it is recommended to plan as far ahead as possible for matters that

can be planned ahead for.

e Establish your businesses’ legal/ fiscal foundation. It is in your best
interest to formalize and solidify your business structure right from the
onset. This is in the interest of having a well thought out plan both
legally and for tax purposes. In a nutshell, the three basic ways you can

set up your business from a legal standpoint are:

1. Sole proprietorship: This is the easiest to accomplish from a legal
point and requires the least investment of time and funds to do.
However, it should be noted, that sole proprietors accept all
business related liabilities at a personal level. To put this in

another way, in the eyes of the law, the individual and the
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business are for all intents and purposes the same entity. So, for
example, if in the course of your business dealings you come
under legal scrutiny for any reason (being sued by a client, for
instance), resulting litigation may be able to hold your personal
finances and assets as damages to the plaintiff in the case. To
put it bluntly, you are putting your butt on the line when you
engage in a sole proprietorship.

. Partnership: This approach is similar to sole proprietorship, but
involves two individuals who share legal and fiscal responsibility
for the business together. This partnership can be instituted in a
variety of ways and typically involves the interested parties
negotiating a contract that elaborates legally on the particulars of
the partnership “deal”. For example, there are “silent”
partnerships, which involve certain parties within the contract
holding all legal obligations but not participating in the actual
running of the business.

. Corporation: A corporation is the most legally and fiscally
complicated method of starting a business, but has its benefits as
well. When a business is incorporated it becomes a legal entity of
its own. Incorporation allows for businesses to take greater
strategic risks than sole proprietorships and partnerships because
they provide for a legal and fiscal layer between the corporate

entity and the individuals involved in the business. Under normal
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circumstances, someone starting out in the consulting world will
not have the need or the resources to incorporate, but it is
common for consulting firms (such as Booz-Allen-Hamilton, for

example) to establish their business in this manner.

Build a thorough business plan. It is crucial to have a sound business
plan from the very beginning of your consulting endeavor. A good rule
of thumb is: If you can plan for it ahead of time, by all means do so.

This includes, but is not limited to:

1. Pre-establishing your strategic approach for running the day-to-
day aspects of the business. This includes considering items such
as: Securing a business credit card, establishing standard hours of
operation, deciding whether or not to invest in purchasing certain
tools as opposed to renting services or tools (like choosing
between buying a laser printer or using a service like Kinkos).

2. Marketing your business. Deciding how to market your business in
the most cost effective way possible. Will you need business
cards? Would it be in your best interest to hire someone to design
and develop a website for you? How about radio or television
advertisements? Newspaper ads?

3. Establishing principal funding. Will you be starting this business

from scratch out of your own pocket? Are you interested in
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acquiring funding from an “angel investor”? Do you have friends
or relatives who may be interested in getting in on the ground
floor with an initial investment based on your reputation and
experience, which could later pay off for them in the form of a
return on their money? Perhaps you may want to offset the initial
investment by applying for a small business loan at a financial
institution. You will also certainly want to investigate grants, tax
credits, and loans made available by the federal, state, and
municipal government which are often made available to
individuals starting a new small business (particularly if you live in
the United States, which has many programs available for just this
reason). These are the types of things you may want to take a

closer look at when deciding on how to find your venture.

Decide upon, design, and build your work environment: This is a crucial
part of beginning your consulting business and much care and concern
should be taken with this step of the process. What kind of a work
environment you will need to do business in will vary wildly depending

on many factors including:

. Your budget: How much money you have at the onset will be one

of the major factors in establishing your work environment. If you

are starting this on a very limited budget, you will most likely
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want to build a home office. If you are going to need a lot of
space for equipment you may want to consider clearing out a
garage, spare bedroom, basement, or loft space in your home and
using that area to build you place of business. Any of these areas
will be very useful for a wide variety of consulting business types.
If creatively designed you should be able to accomplish nearly any
type of clerical, development, artistic, or light manufacturing
work in as little as a 10 foot by 10 foot bedroom (or even smaller
if all you need is a computer and a desk). If it is within your
budget after all other elements of your business (such as
equipment, certifications, and licenses, etc.) are funded, and you
absolutely cannot use any space that you currently have access to
for free, you may want to consider renting a small studio or office
space. While it is crucial for you to have a separate area that is
“for business only”, it is also the least efficient usage of funds as
far as getting “bang for your buck”, as real estate is a very
expensive part of the business world and the longer you can put
off having recurring bills such as rent and various utilities, the
better. Remember, when you rent an office, you not only have to
pay rent, deposit and possibly tenancy insurance, but you will also
need to pay for separate phone lines, power, water, and Internet

connectivity (if necessary). When you are at the onset of
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establishing any business your financial mantra should be “is this
the BEST use of the funds | have?”

. The type of business you will be running/the type of equipment
that will be necessary: Most consultants will, at least at the
beginning, only need enough room to house the equipment
necessary for running the “office” portion of the enterprise (i.e.:
computer, desk, phone, filing cabinets, etc.). However, if you
going to be participating in certain types of consulting that will
require a more robust workshop you will want to factor that into
the decision making process. Network engineering consultants,
for example, will want to have enough room to set up a mini-NOC
(Network Operations Center) laboratory for testing configurations
and ideas for clients before rolling them out live. Also, depending
on the type of business, the equipment and facilities as well as
the space will be important as well. If you are going to be doing
any type of computer consulting, you will want to make sure you
have a desktop computer, a laptop computer and broadband
Internet connection, at the very least. If you are going to
perform in a consultant capacity for studio musicians, you will
want to have enough space to house a small-scale music studio.
Thanks to modern technology making things not only more
powerful, but smaller, you should have no trouble fitting a semi-

pro level recording studio in a closet sized area (but more room is
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ALWAYS better). Consideration should also be taken for
equipment you already have. If you are going to be mixing things
you already own with new equipment, take care to ensure
interoperability. There is no point in spending $1,000 for an
expensive electronic tool if it going to make $2000 of equipment
you already own prematurely obsolete in the process do to
interoperability issues. You goal here is to achieve a balanced
synergy between the space you are using, the equipment you
bring to the table, and the new gear you will need to invest in.

Think of it as a kind of business oriented feng-shui process.

So, in a nutshell, the above are some of the major considerations you
should be investing your initial time and effort into when building your
fledgling business. This is by no means an exhaustive list of everything you
should consider or challenges you will likely encounter in the beginning, but it
should serve as a strong outline to prepare you for what you will be getting into

at the ground level of a consultancy, or any small business for that matter.
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Marketing Your Consulting Business

At this point you should have taken care of the basic necessities of
business. You will have decided on a business model, drafted a business plan,
secured initial funding, established a work environment, and are now
effectively ready to do some business. Now your mission is to find some
business.

Even if you have built an ultra efficient state-of-the-art home office,
polished your image with the finest of Armani suits, equipped your self with the
newest cell phone, PDA and laptop, and drafted the most exemplary of
business plans, you are not going to go anywhere in the business world without
some entities to do business with.

Establishing your clientele can be the most time consuming and
intellectually challenging part of the consultant business. There are many
issues and approaches to consider, and like many other challenges in life, there
is no one single way to go about it. Everyone will have their own methods for
acquiring business that will work well for them, but most businesspeople will
agree that taking a multi-tiered or multi-pronged approach is the best way to
go about it. That is, don’t “put all your eggs in one basket”, so to speak, when
approaching the marketing issue. To be successful, you will need to do “a
little bit of this” and a “little bit of that” as they say.

Here are a few ideas to get you started:

23



Networking. At the onset, this is the absolute most effective
element there is to getting new clients for your consultancy, bar
none. The old saying “it’s not what you know, it’s who you know”
may not be completely accurate when it boils down to long-term
success, but it certainly rings true when beginning a business. You
will want to get the word out about your business in an up close
and personal manner as soon as possible. TELL EVERYONE YOU
KNOW that you are starting a business and tell them EVERYTHING
ABOUT THAT BUSINESS. Now, of course, the art here will be
striking a balance between self-promotion and annoying everyone in
your Rolodex (or your PIM client for the tech-set). Start by letting
friends and family know what you are up to. Feel free to

“practice” on them, as they will be your most forgiving audience.

Word of mouth/referrals. Once you have started getting some
business rolling in, Word of mouth/referrals is an excellent source
of generating more business. Happy clients are bound to want to
refer you to other businesses that could use your talents, so be sure
to keep your clients happy. Don’t hesitate to ask for referrals of
your current clients to other individuals and entities that may be
benefited by your services. You’ll be surprised; some of the most
popular marketing campaigns in the history of marketing have been

through grassroots, word of mouth campaigns. When Steve Jobs
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and Steve Wozniack were first starting Apple Computer in their
garage in Cupertino, some of the best (and only) marketing they
had access to was the word-of-mouth of dozens of satisfied
customers who were amazed at the quality of their work, you can
make this type of testimonial marketing work for you. One
excellent way to maximize from the benefits of this type of
marketing is to facilitate communication between your
past/current clients to potential clients. For example, if you have
a web site for your consultancy, it is a great idea to have a place
for your customers to leave feedback that can be publicly on your
portfolio page(s). You can also have your clients fill out
standardized forms and keep some testimonials on record to how
potential clients through a variety of media, including print, TV,
web and radio advertisements.

Advertising. Although it can be costly in some forms, advertising is
perhaps the most common form of marketing and self-promotion.
Television ads and full-page spreads in mainstream publications will
most likely be out of your reach (unless Donald Trump is funding
your consultancy), but there are plenty of other more affordable
options out there. Like we have mentioned before, it is all about
getting more “bang for your buck”, so it will be in your best
interest to maximize on your advertising dollar. Advertising in local

magazines or the local newspaper can be cost effective when
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addressing certain demographics. Purchasing a short prime time
spot on the radio is another method, but costs several orders of
magnitude more than print to get across its message. When done
properly, radio can be an awesome advertising vehicle (just ask

Howard Stern).

Perhaps the most significant “bang for your buck” outlet for your
advertising dollar is the web. Web sites are very affordable (even
free if you know what you are doing). A web site is an excellent
method of advertising because you can attract many entities on a
global scale (a little search engine optimization can garner 1000s of
page views a day) and you can reach the widest audience possible
(potentially, anyone with an internet connection). Be sure to print
up a healthy portion of business card and in addition to land-line
telephone, mobile phone and fax numbers make sure the URL
(uniform resource locator) for your web site is displayed
prominently on the front of the card.

Cold Calling. This is usually everyone’s least favorite method of
marketing. “Cold calling” refers to the practice of calling a
company or individual “out of the blue” with the intent to sell them
on your services or business. Cold calling is so popular because all
you need is a phone book and a telephone. If you are a computer

consultant, all you need to do is pick up the phone and call every
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tech-related company within driving distance and in an attempt to
sell them you spiel. It is recommended that you establish a format
or basic outline to use for every call. If you find that you have
success using a particular method, it’s a good idea to make a note
of your success so you can apply similar techniques at a later time.
The key to cold calling is to be as articulate and as observant as
possible. You will need to be able to express your level of skill and
talents while simultaneously convincing the person on the other end
why they need someone like you. The goal of a cold call is not to
get a job, but rather simply to get your foot in the door. A cold
call, which leaves you with any more information than you started
with, is a successful cold call. Leaving a cold call with an actual
job offer is nearly unheard of. What you are actually aiming for is
the opportunity to meet in person with the individual responsible
for hiring consultants for the company, but there are a variety of
successful outcomes for the cold calling scenario, such as getting
more information that you otherwise would not have had (phone
numbers or other information regarding potential clients, etc.), or
learning more about the organization you are trying to woo into a
transaction with you. The more you learn about the particular
subject of a cold call, the closer you can get to...

Warm Calling. Warm calling is similar to cold calling, but instead

of contact completely new entities, you are either re-calling past
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cold calls that have given you more information regarding their
business details, which will afford you an easier time turning a
phone conversation into a workable potential client meeting OR you
are calling entities for the first time since another third party has
given you information regarding the called. So-called “warm” calls
are much more desirable that “cold” calls, as the warm variety
does not have the same uncomfortable “breaking the ice” factor
that you have when doing the coldest of cold calls. Furthermore, if
you have more information regarding the business structure of the
called party, you have a much better chance of directing your call
to individuals in a position to give you business.

Volunteer. In the beginning of your consultant career (and, indeed,
potentially throughout your career), you may find it necessary
and/or useful to give away your talents for free. This can be
frustrating, but there are MANY benefits to this approach. For
starters, EVERYONE likes to get something for free, and the
recipient of your good will is much more likely to pass on a positive
reference or otherwise provide free word of mouth advertising. In
addition, if you are an advertising or marketing consultant (or,
indeed one of many different types), you may use volunteer work as
a “portfolio piece” which is another way to draw in more
customers. Perhaps most importantly, by working in any capacity,

even a free one; you will be exposed to a myriad of potential
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clientele within the industry of your choice. All things considered,
volunteer work — when executed properly — can be a win-win

situation.
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Consulting Tips

1. When approaching someone for the first time looking for a potential
client, do not ask for their help or for a job, ask them for advice.
Although there are some charitable folks out there who like to help
people, everyone loves to give advice. You can accomplish the same
thing you would by asking for help, simply by posing your question in
the form of “asking for advice”.

2. Make the advantages of your services easy to understand. Be clear
and concise whenever you are communicating the features and
benefits of your services. Be sure to explain what it is that you can
do, and more importantly, why your client will benefit from securing
your services.

3. Set yourself apart are through great service. Always treat the
customer as #1. Be willing to go the extra mile for your customers.
This will garner you more hat you ill ever know in the realm of word-
of-mouth referrals.

4. Work for referrals. Word of mouth is the least expensive, most
effective way to get new business.

5. Don't try to be everything to everyone. You know what you do well,
and you should capitalize on that. At first it may be necessary to take
jobs that you would rater not be doing, but you will find that shortly

after, if you do the footwork, word of mouth, as well as other forms of
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advertising will carry you to a point where you can pick and choose
your clients. Pick and choose well...

. ..just as customers screen you, you should decide whom you want to
work for. If you have the opportunity to do so (i.e.: enough business),
screen your clients.

. Never sell, help people buy. No one likes to be “sold to”, but it’s all
in the delivery (see tip #1). When you honestly put your client's
interests above your own, you will become a better consultant, a
better partner, and a better team member for your client. When you
put the customer first, you earn a long-term loyalty that is an order of
magnitude more profitable than a one time quick sale, no matter how
large that one sale would be.

. Use online marketing as much as possible. Dollar for dollar, the
Internet is the most cost effective method of advertising. Start with a
web site, but don’t stop there. Targeted e-mail marketing (not
unsolicited, untargeted spam) can work wonders for all kinds of
businesses. Internet message boards are an awesome vehicle for
homegrown grassroots guerilla marketing. For the cost of a broadband
Internet connection, you will have an entire planet of ‘net users to get
the word out to, all it takes is a little experience, and a little skill.

. Partner with other businesses that serve your market. This can be

especially effective when you have two up-and-coming startups that
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service similar, yet not competitive markets. It can also be helpful to
talk to people working for established companies that serving the
demographic you wish to reach.

10. Create free publicity for yourself whenever possible. Even if it means
giving away some of your work for free. There are times when “2
birds in the bush” are worth more than “one in the hand”.

11. Shift the risk to yourself and you will profit. A realistic guarantee
makes it safe for potential customers/clients to try your services.

Very few people will take advantage of a generous guarantee
compared to the extra business it can generate.

12.Be personable. To build relationships you have to build a personal
connection with people. It is critical to be personable without being
phony.

13. Be opportunistic. A career as a consultant means having to be on your
toes and on the lookout for opportunities whenever they may arise.
Always be prepared to do business in a different way and accept things
as they come to you. While you are paying attention to every possible
way to advantage yourself also make sure you are...

14. Flexible. Flexibility is a core quality of all successful consultants.
While you cannot be everything to everybody, it is important some
times to be as “much as you can be” at any given time. Consultants

are not hired on as extraneous staff for “just in case” scenarios.
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15.

Consultants are hired because they are needed right now because they
are the cream of the crop. Consultants get things done and they get it
done yesterday.

Don’t be too proud to give your work away. There will be times,
especially near the beginning of your career that you may find the
need to work a little overtime for free, or perhaps even give away an
entire project or two. While giving away your skills may not seem like
the most cost effective thing to do with your time, if you are
opportunistic (see #13) and have the insight to know when a little
freebie here could potentially mean a lot of paying work at a later

time, it will definitely pay off.
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Consulting Summary

By applying the techniques documented in this e-book, we believe that
anyone out there can become involved in the extremely rewarding, highly
profitable world of consulting. In closing, we just want to emphasize that the
core competencies of the successful consultant are organization, proactive
behavior, and consummate professionalism.

This career choice can be summed up in one word, and that word is
“autonomy”.

If you are interested in taking control of your personal freedom and
professional future, then you should seriously consider a consultant path for
your career. The amount of control you can have is unparalleled in other
career paths, and the benefits, after your “dues are paid” greatly outweigh the
negatives.

For those of you about to take a step to emancipation from the shackles
of the typical corporate ideology, we wish the greatest of luck, and happy

consulting!
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An Introduction to the Coaching Business

Coaching is a process of helping individuals achieve success in
relationships, careers, and life in general. A coach is someone who works on a
personal level with an individual to help them realize their goals and dreams.
A coach is very much like a consultant but the differences are very precise and
distinct. Where a consultant is likely to present individuals with the solution,
the coach is there to ask the correct questions and point clients in the right
direction for the answers. Although the coaching method concentrates on
coaching the individual the final outcome is a benefit to individuals, families,
and organizations.

Coaching focuses on a specific task and encourages individuals to find a
solution. The reason that someone hires a coach is because something in that
person’s life isn’t working. Perhaps they have a lifelong dream or goal that has
not yet been realized. Or perhaps they want to start a business. No matter
what the individual wants the final result to be, a coach is there to help them
make the desired changes to realize the goal.

Coaching helps individuals to become alert and aware of the goals that
they want to achieve. Coaches help individuals to understand that they must
make changes in the way that they think, the way that they act, and the way
that they focus on long-term goals. A “partnership” is formed between the
individual and the coach that promotes a structure of guidance and support.

There are many benefits to individuals considering using a coach to

achieve their goals and dreams. Some of these benefits include:

35



e (larifying what the individual wants from life. A coach will help a
client to recognize what is important in life, where energy is best
focused to realize this importance, and where to begin.

e Setting healthy and motivating goals. A coach helps the client to
recognize what goals and dreams they really want to achieve instead of
focusing on expectations that are often instilled in the individual by
society and family.

e Accelerate business and personal growth. Individuals will learn how to
focus and work towards finalizing their goals.

e Increased communication skills. Individuals will learn how to effectively
communicate their needs and desires both in a professional and personal
environment.

e Set priorities and follow through. Clients will learn to be persistent and
complete a task. They will learn how to become more effective,
efficient, and productive in all areas of life.

e Find a healthy balance in life. Individuals will understand the

importance of having a balanced spiritual, mental, and physical lifestyle.

Coaching is becoming more and more popular as people recognize that

they want to change and improve their life. There are several criteria that
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individuals will want to meet before they make the final decision to hire a

coach. These criteria are:

1. They must have at least one goal that can be achieved through the help
of a coach. The individual should recognize the requirement of growth
to reach this goal.

2. They are ready to actively participate in the coach/client relationship.
The client should be committed, willing, and ready to take any action
necessary to begin meeting goals.

3. Be prepared to find a suitable coach. Many times it may take a bit of
effort and time to find a coach with whom the individual feels a sense of
trust and communication.

4. Be dedicated to answering the questions and completing the tasks that

the coach determines are vital to the changing process.

Coaching comes with a lot of flexibility and room for growth. One of the
most important qualities of a good coach is the ability to have an avid interest
in assisting people to achieve their goals. A successful coach cares about each
individual as well as about the outcome of each and every coaching

assignment.
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Types of Coaching

If you are considering becoming a coach one of the many decisions that
you will have to make is to determine what type of a coach you want to be. In
other words, you will want to decide in what area you want to specialize.
Whether you are interested in family, business, careers, relationships, or
work/life balance you will want to find an area that interests you and in which
you will excel.

There are several different types of coaching areas on which you may
consider focusing. These include life/personal coaching, business coaching,
management coaching, leadership coaching, and career coaching. There are
many other areas from which you could choose to direct your energies. Each
area of coaching comes with its own challenges, rewards, and specifications. It

will be up to you to determine in which area you are best suited.

e Life/Personal Coaching. This type of coaching mainly focuses on an
individual’s personal life but a good coach will know that it is important
to integrate the personal life with the professional. Life coaching helps
individuals to recognize their dreams and goals. The successful coach
asks the right questions and lets the individual discover the answers to
those questions. The coach/client relationship is based on trust and
communication, encouraging the client to open up and realize their

potential in a safe environment.
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During this type of coaching the client is taught to set practical goals
and work persistently towards achieving them. The coach’s job is to
help the client come up with innovative and creative ways to find

solutions to different problems.

A good coach helps the client to stay focused, consistent, and
persistent. There may be times when the client is challenged and
frustrated. The coach’s focus is on clearly recognizing this frustration

and working with the client to utilize new solutions and ideas.

The main purpose of life/personal coaching is to motivate the client to
achieve a sense of balance and fulfillment in their personal life so that
they are better able to face the challenges in the entirety of life.
Business Coaching. The concept behind business coaching is simple: to
help the client achieve success in their business life. Clients who are
involved in a business-oriented world are usually trying to develop their
business and succeed. They may need help developing their business or
they may need to learn to become more confident when facing business
challenges and problems. A business coach helps the client to transform
ideas and strategies into viable action while maintaining a high level of

confidence.
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Business coaching will help clients to start a new business, increase their
profits, market themselves effectively, implement new business ideas,
and work more effectively in less time. When a client learns to take
control of their business life they will become more successful and
profitable. Business success affects all areas of a client’s life and helps

to transform their entire lifestyle.

Business coaching is exciting, challenging, and often has immediate
results. A good coach sets a pace for transformation that is set by each
individual client while at the same time pushing them forward towards

precise goals and task.

A business coach will help the client define goals and achieve them,
brainstorm creative and intuitive ideas, and inspire confidence.
Management Coaching. This type of coaching is very specialized.
Coaches are trained to help business managers succeed at their job and
learn new ways to find answers to the management problems. Many
times a coach will help a client who has promoted to the managerial
position and who has no idea what role to play or what challenges will

be met along the way.

Business coaching focuses on the issues that are faced in the business

environment. Managers will learn how to deal with difficult and new
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situations, as well as develop new skills and methods of working with
other employees. A successful manager will be striving towards
increased productivity, improved performance, better staff

communication, and increased profitability.

A good management coach will create a professional coaching
environment that is conducive to developing the company’s vision by
working with business managers in a new and innovative way.
Leadership Coaching. The goal of leadership coaching is to help leaders
become more effective in leading those around them. New leaders will
learn how to prepare for new challenges while experienced leaders will

learn how to be more effective in their leadership role.

During the coaching process a good coach will teach a leader how to
enhance their already existing strengths and how to recognize their
unique contribution to others as a leader. Leaders will learn to become
competent in their role and understand the importance of what they are
trying to achieve.

Career Coaching. This type of coaching helps clients to make the
transition from one career to another. A career coach will often act as
the client’s job search partner, helping them to explore possibilities and
viable options. If there are any personal issues impacting a client’s

career, a career coach can help to identify these issues, isolate them,
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and guide the client in solving them. Another job that the career coach
deals with is assisting the client in developing a realistic and successful

job search campaign.

No matter what type of coaching you decide to specialize in, you will be
certain to find your own personal satisfaction as you watch your clients succeed
and excel in their personal and professional lives.

When you have decided what type of coaching area you would like to focus on,
you may want to determine what kind of an environment you will use for coaching. You
may want to limit yourself to one-on-one coaching where you are working with one client
at a time. Another coaching format is a group environment, where you will be coaching
more than one individual at a time. You will have the same experience as one-on-one

coaching but with the added benefit of having clients share their experiences.
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Things to Consider Before You Become a Coach

The job of a coach is to listen, ask questions, and encourage the client
rather than to advise or give instructions. As a coach you will be committed to
your client’s needs as well as to your own personal growth. It is important that
you believe that all areas of your client’s life are integrated, including their
relationships, careers, finances, and outside interests. You should be of the
firm belief that all areas of a client’s life should be addressed while they are
on their way to achieving their goals.

Before becoming a coach there are several things that you should

consider and ask yourself.

1. Do you have the right qualities to become a coach? There are several
qualities that are important for you to have so that you can succeed at
coaching. The most important quality is the ability to listen to your

client. This leads to communication skills. You need to be able to
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2.

communicate effectively with your client so that you understand their
needs and goals, as well as interpret their fears and discover their
weaknesses. You must be able to communicate in a way that builds up
trust and confidence in the coach/client relationship. Another quality is
the ability to build a strong rapport with your client. Other qualities
that you should have are flexibility, curiosity, motivation, and
inspiration. You should be able to understand what motivate your client
and believe that everyone has the capability to achieve more.

Are you willing to be self-employed? The coaching profession is very
flexible and allows you to set your own hours as well as decide how
many clients that you want to handle at one time. You need to ask
yourself if you are willing to deal with some of the disadvantages that
come along with being self-employed. Are you willing to be proactive
when it comes to marketing your business? Are you able to budget well
to ensure that you have finances available when your business is slow?
You need to be certain that you are willing to take the good with the

bad.

. Do you have the qualifications to become a coach? Generally being a

coach means that you are a specialist in the job of coaching. You will
want to consider attending a program offered by a college or other
educational institute to become qualified and experienced in the
coaching profession. If you are going to specialize in a certain type of

coaching, such as business coaching, you may want to consider taking
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some business courses to familiarize yourself with some of the business
implications you may encounter, but this isn’t necessary. As a coach you
will be trained in the skills needed to make changes in the lives of your
clients. You may be able to earn your coaching certificate in one year to
six months.

. What are the start-up costs for you to start your coaching business? You
should do some research and make sure you understand exactly what is
involved in setting up your own coaching business. You will want to
make sure that you are aware of all the finances and other implications
involved so that after you complete your coaching certification you are

ready to start working.

. How much does a coach earn? You will want to have some idea of how

much a coach makes per client so that you are aware of your financial
needs and expectations before starting your own business. Find out
what the low pay is at the bottom of the scale and what the higher scale
of profit is.

. What is the average time spent with a client per contract? Find out how
long you will be spending with a client. Most times the commitment is
for a 3 to 6 month period. The more informed you are about what is
expected of you the less you will be surprised when you have started

your own coaching business.
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Before considering a career as a coach you should also consider the

challenges you may encounter. The more aware you are of all aspects of the

coaching business the more successful you will be. Challenges include:

Listening skills. As mentioned previously listening skills are a very
important quality that you should have to become a coach. Listening
skills may also be a challenge when it comes to working effectively with
your client. Many times you will have to adapt what you have learned
about listening to a particular client. No client will be the same and you
will have to learn to become adept at reading body language and
interpreting signals.

Learn to avoid giving advice. Sometimes it may be difficult for you not
to offer your advice and personal wisdom. Your job as a coach is to
guide and ask the right questions so that your client can experience the
process of making discoveries for themselves. Once you start giving
advice you are crossing the line between being a coach and being a
consultant.

Self-employment. As mentioned previously, being self-employed can be
an advantage to being a coach or it can be a great challenge. When you
have your own coaching business you are relying entirely upon your own
resources not only to start your own business but also to maintain it.
You may have to be prepared to experience a lull in your business from

time to time.
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If you are considering becoming a coach be sure to research carefully
before making an abrupt career change. There are many aspects of coaching
that you should be fully aware of so that you are prepared for the advantages
and disadvantages of coaching. Hire your own personal coach to get a feel for
how the process works and what is involved. Ask plenty of questions and take
notes. Take the time to take a good look at your own personal qualities to
decide if you have what it takes to start your own professional coaching
business.

If you are looking for educational institutes where you can earn your
coaching certificate be sure to find a school that is accredited. If you are
spending time and money for your coaching education you will want ensure
that you will be receiving an accredited coaching certificate at the end of all

your hard work.
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How to Get Started

When you are ready to start your own coaching business there are
several steps that you will have to take. One of the things that you may
consider is finding a qualified mentor coach that can take you under their wing.
This coach should be someone that you can work well with and communicate
easily. By finding a mentor coach you will be able to earn experience for your
own coaching business while learning from someone who already has
established a coaching business. Your coaching mentor may be able to help
you set up your own coaching practice and develop your own marketing ideas.

Once you have earned your certification and have decided on what area
of consulting you want to focus on it is time to gather material and resources if
you have not already done so. There will likely be many resources available at
the institute where you earned your coaching certificate. Some of these

resources include:
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e (Coaching exercises. These exercises can be given to individuals and
groups so that you can prioritize goals or rate the satisfaction of the
client with his/her various areas of life.

e (Coaching instruments. These coaching instruments can include tests to
measure leadership, stress, personality, and goals.

e Guidelines on how to rate and access a prospective client. This is an
important tool so that you can learn to determine what types of clients
you want to work with.

e Software. There are many types of software that are available for you

to use as a resource for your coaching business.

After you have collected tools and resources that you will use in your
coaching business it is time to begin the process of operating your business.
There are many legal and financial decisions that you will have to make to
ensure that everything goes smoothly. The most important thing you will want
is a solid business plan to follow and adhere to. Without a business plan you
will be making hasty and uninformed decisions that may interfere with the
success of your coaching business.

If necessary seek the advise of a business consultant to make sure that
you have taken the correct steps for formulating a successful business plan and
have not missed any important items along the way. You should know how you

are funding the startup of your coaching business. If you are financing your
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business startup be sure that you have all the paperwork and money in place
before proceeding further.

Your business plan should include startup costs, overhead costs,
expenses, and revenue. Since it is not likely that you will be able to accurately
project what your revenue from clients will be, it is acceptable for you to
include your pricing fees per client in the business plan. This will give you a
solid idea of what you can expect from prospective clients.

Once you have a solid business plan you are able to start coaching. You
will have to pay attention to many small details to make sure that your

business is successful. This includes:

Marketing your coaching business.

Information packages, informing potential clients of your services.

Pricing information.

Follow-up referral services.

When you are successfully operating your coaching business it is
important that you continue to pay close attention to the business details of
your business. It may be easy to get wrapped up in the day-to-day enjoyment
of working with your clients, but you must be certain to take care of business.
If you find that you either don’t have the time to spend taking care of business
details or that you lack the inclination or expertise, it may be advisable for you

to hire someone to take care of this side of your coaching business for you.
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Marketing Your Coaching Business

When your coaching business is up and running you will want to make
certain that it keeps running smoothly by spending time and effort taking care

of business. Some of these business matters that require your attention are:

Develop a marketing style

Identify target markets

e Recognize your key clients

Re-establish and manage your business plan

The success of your coaching business depends upon you creating a
vision for yourself, designing a plan, and then following through with the plan
to ensure success. It is important to be creative and to adapt your business
plan whenever the circumstances for change are ripe. This includes adapting
your business plan to suit not only your own needs but also the needs of your
clients.

You will need to learn how to market yourself and your coaching

business. You will need to market yourself by using:

Advertising

Networking

Giving seminars and speeches

Publicity
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You may have to learn how to implement other ways to make money in
your coaching business besides coaching clients. Perhaps you will have to
consider holding online coaching classes or e-classes. You may want to think
about producing and selling your own coaching products including tapes and
CDs, books, booklets, e-books, and newsletters.

Encourage your clients to refer any new clients to your coaching
business. Offer a discount to compensate for any referrals that you receive. It
is important to learn to network among your clients and in the business
community. The more you get your name out there in the corporate and

business world, the more clients will approach you for their coaching needs.
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Coaching Tips

Following are some general tips and advice for increase the success of

your coaching business:

1. Don’t start coaching a client until you have a working relationship with
them. The goal is to build a strong rapport with the client so that you
are able to work together to clearly define goals, dreams, and
solutions for both.

2. Avoid giving your client advice. You want your client to be a part of
the process of finding answers for themselves. Once you start giving
your client advice and suggestions you crossing over into the field of

being a consultant.
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. If you are upset or frustrated you should delay or reschedule the
coaching session so as not to take your mood out on your client. This
always works the other way. If your client is overly upset try to calm
them down in a reasonable amount of time. If necessary you may have
to cancel the coaching session and reschedule.

. Always have a back-up plan. There will be times when the plans you
have made for a coaching session fall through due to one circumstance
or another. Be flexible and have a back-up plan waiting to take over.
This way you won’t be stumbling through a session and won’t appear
unprepared.

. Follow up after the coaching contract with the client is completed.
This will help you learn from mistakes and also will show your progress
as a coach. There is always something that you can learn from each
and every client. You should be flexible and always willing to consider
alternatives to methods you are already using. Following up with a
client after the coaching contract is over is also a good way to obtain
client referrals.

. Admit when you don’t know the answer to a question. It is important
to be honest about your own failures. You should be setting an
example to your clients by showing them that even you need to seek
answers.

. Learn to ask for help from other coaches and co-workers if you need
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advice or assistance. Networking with other coaches will help remain
current with new coaching information as well as promote your
business.

. It is important to develop mentoring guidelines for you and any of your
staff to follow. These guidelines are in place to ensure that there is a
certain standard that you expect to meet with each and every one of
your clients.

. Try to be available to clients during off-hours, either in person or by
phone. This will not only establish a strong relationship between you
and the client, it will also help to build your reputation as a caring and

conscientious coach.

10. Make sure that you are prepared for each coaching session. This will

be a reflection of your interest in the client and show your

professionalism.

11.When coaching in a group session, be sure to acknowledge each person

presence and thank them for their participation in the coaching
session. This encourages client’s to participate in the group when

they might otherwise be reluctant to speak up.

12. Always make sure that your goal in a coaching session is to focus

conversations on a specific task or goal to be accomplished. This will

give the client a sense of accomplishment.
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Coaching Summary

There are many things that you need to consider when deciding to start
your own coaching business, from education to business plans to marketing. All
you need to remember is to plan and stick to your plan.

One of the most important things that you need to decide is if the
coaching business is for you. You can have all the business sense in the world
to start a coaching business but if you have no skills or qualities to be a coach
none of the business know how will matter.

The coaching business is becoming more and more popular all the time.
Most people do not handle change very well if they don’t have a clear vision of
what the change is all about, how it will be implemented, or what the final
outcome will be. It is the job of the coach to help the client to strongly
visualize what is happening and what is going to happen.

Coaches can work on wellness goals as well as business and personal
goals. Wellness goals are the recognition of improving a client’s overall health,
both mental and physical. Anytime someone hires a coach they are benefiting
from simply taking the action to change and reach their goals.

There are many more types of coaches than the short list mentioned in

this e-book. Other types of coaching include:

e Executive coaching. This type of coaching concentrates on clients in the

professional and executive area of business.
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e Performance coaching. Clients looking for this type of coaching are
trying to enhance their performance experience. This can include
actors, artists, and anyone who appears in the public eye.

e Skills coaching. The goal of skills coaching is to focus on the skills that a

client requires to successfully perform their job.

No matter what type of a coach a client is looking for there is sure to be
one to fulfill the need. You can specialize in one area of coaching or you may
want to consider combing one or more coaching types together.

There are many tools and methods that a coach can use to get clients to
recognize their goals and find solutions their own solutions to realizing those
goals. This is the key feature of a coach: to ask the right kinds of questions to

steer the client in the right direction to find their own answers.
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Final Words

Although consulting and coaching are essentially two different methods
of helping individuals to recognize and realize change, they employ the same
ideology of helping the client achieve success and find a well-balanced
lifestyle. No matter area of consulting or coaching that you choose to focus on
you will be assured of great personal success and satisfaction. By now you will
likely have found that your interests lean towards either consulting or
coaching. It is simply your individual preference and your own unique qualities
that will be your deciding factor as to what direction you will take.

Starting your own consulting or coaching business will be a career choice
that you will never regret. You will find personal satisfaction as you help
individuals and corporations meet their goals. You will experience your own
level of personal growth while you grow more and more confident in your
consulting or coaching techniques. You will face many professional as well as

personal challenges along the way.

Isaac Johnson is an Information Technologies Consultant. He has designed and
implemented computer based system for the past 25 years. He is currently the
Primary marketing, sales and contracting consultant for Isaac’s Enterprises, Ltd.
Visit us at:
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