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It’s not the cri-c who counts;  
not the man who points out how the 

strong man stumbles,  
or where the doer of deeds could have 

done them be;er.   
The credit belongs to the person who is in 

the arena.   
Whose face is marred with dust and sweat 

and blood;  
who strives valiantly ...  

who at the best knows in the end the 
triumph of high achievement,  

and who at the worst,  
if he fails,  

at least fails while daring greatly …” 
- Theodore Roosevelt (made popular by Brene Brown in her book 

‘Daring Greatly’) 
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I first published this e-book in the early days of the pandemic, many of us were experiencing lockdown and the world was beginning 
to feel like an unfamiliar place to so many of us. Many of my clients were having contracts cancelled, live events that seemed a sure 
thing just a few weeks earlier had suddenly disappeared from view, and coaches all around the world were trying to navigate the 
emerging crisis and stay afloat. This e-book quickly gained momentum and was shared through coaching communiDes online. I 
received lots of posiDve feedback and reading it back 2 years later I find that much of the content remains relevant to business today. 
Of course, there are also some new themes emerging which we need to understand if we want to keep the doors open to our 
coaching businesses. And some of these themes actually impact us at an idenDty level, they may actually challenge who we think we 
are being, the role we are playing in larger society and what we believe is possible for us as coaches who are interested in making a 
meaningful difference in our world. #coacheswhocare 

I am truly grateful that during that Dme my business (that is now almost virtual) conDnued to flow. I couldn’t help but noDce how the 
texture of my coaching conversaDons across industries had changed. Business leaders, from corporate execuDves to small business 
owners and changemakers were realizing that the world was shiMing upon its axis, never to return to the comfort zone of old. We 
were collecDvely entering a growth zone, and how we responded to the challenges ahead would be defining for the years to come.  

I noDced my clients becoming deeply reflecDve. They began quesDoning everything as some of them, for the first Dme, discovered 
that business isn’t “out there’ as they had first thought but actually emerges from the ‘inside-out”. Time away from the office, working 
from home had given them visceral experiences of actually being at home, and they liked the freedom. They could see the benefits of 
geSng rid of the exhausDng commute and although it also presented challenges (especially for working parents) over Dme their 
relaDonship to work evolved. And this didn’t only shiM their relaDonship to work, it also impacted their behavior as consumers.  

And here we are a couple of years later sDll navigaDng the impact of the pandemic and conDnuing to figure out what this means for 
us and our lives, not to menDon our businesses and leadership. It seems to me we’re at an inflecDon point in business, parDcularly 
here in the West. We can no longer ignore the fact that the way we’ve been doing business isn’t working on so many different levels. 
Business has become a waste ground for the soul. OrganizaDons of all sizes need to reclaim their soul - something more than profits, 
more than team development, more than culture change or geSng more clients. There is a need to create a working and business 
environment that can feed the soul. An ecosystem rather than a machine. 

We need to reimagine and redefine business so it resonates for us all, from leaders to employees, to the planet and all its inhabitants. 
The world is longing for change. As are many of us. In fact, we’re demanding it. And when I reflect upon this I realize there is one 
profession that can truly help. One profession that can act as the guides to help usher in a new way of living, to help create the next 
evoluDon of business that brings the humanity back into our working lives… 

…and that profession is coaching. 

All of us are being asked to sacrifice a great deal of our lives for work, whether as an employee or self-employed business owner. We 
hope that sacrifice will ulDmately be worth it. It oMen doesn’t feel that way. But what if there was a bigger role to play as a coach, 
what if you were part of a movement of changemakers being asked to put your coaching in service of us all, whilst also earning a 
profit along the way? What if this were your calling? Your legacy? That’s what I want you to think about. And I know the journey to 
expanding our horizons for change begins with you. If you want to make a difference you need a business that works, a business that 
pays you fairly for your Dme, and has a deeper purpose that is being embodied and lived into in extraordinary ways. Welcome to the 
arena my friend, I hope I can shine some light on the challenges ahead, because your success is no longer just about you… it’s about 
all of us. We need you to bring not just your best work, but your soul work forward so we can all benefit. 

With love and resonance, Jayne xo



WHAT’S ACTUALLY HAPPENING?
We are living in unprecedented 6mes.  

There is so much happening in the world right now, you don’t need me to tell you how crazy life and 
business seems right now.  And as a consequence, if we’re being honest, you might be feeling a 
whole mix of emoDons, from fear to hope, from anxiety to opDmism and everything in between. 

You might be asking yourself: 

What do I do now? 

What is happening with my clients? 

Will my clients be able to stay with me during this Bme of transiBon? 

Should I be selling now? 

How can I be sensiBve to the situaBon and yet sBll stay afloat financially? 

How is business changing? 

How is the coaching industry being affected? 

What is my best path forward, one that works for me AND my clients? 

The quesDons are endless, and in this guide I want to answer as many as I can for you.  

How are you coping right now?  

Before you think I’m feeling fine, good or another plaDtude, please stop yourself, because there is a 
full spectrum of responses available to you, from the emoDonal to the financial, life is preYy unusual 
and stressful right now, and it’s becoming obvious that we’re in this for the long haul, so lean into 
that and ask yourself, how do you feel really? 

The adrenaline that got us through the first six months of the pandemic is now wearing off and I 
have many coaching clients who are feeling stressed, even overwhelmed and burned out.  

There is a lot of suffering happening around the world right now.  

And I just want to pause and acknowledge that, because this is the world we’re all living within right 
now, and the context, might be adding to our sense of dislocaDon.  

I have worked in the change industry as a coach and consultant for over three decades now, for 23 
years I have been running my own business, which means I have survived many market transiDons, 
and if I’m honest, I had an intuiDve sense of what was to come. 

For years, I have been keeping abreast of the changes affecDng the coaching industry and the global 
marketplace in general, and I’ve been preparing for what we are experiencing now.  

Did I know the catalyst would be a pandemic? No, I didn’t, and I didn’t know it would happen right 
now. The truth is, like so many of us, when the pandemic hit, I wasn’t ready.

 WHY DO YOU NEED TO 
FUTUREPROOF YOUR BUSINESS?
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Chances are, like so many of us, you were taken by surprise, and that you don’t have a million dollars in your bank account 
right now.  

Instead you are likely to have a business that is generaDng some revenue, with some months beYer than others, and even if 
you find yourself in a place where you do have a liYle cash leM over, you’re probably unsure what you should do next.  

If you’re like most coaches, you will feel the need to be cauDous, and yet at the same Dme, as a conscious individual you 
know that living from a place of fear and scarcity doesn’t usually resonate with clients, and that if you could just find the 
opportunity hidden here, you would feel more abundant, and be able to recalibrate your business to inspire, serve and help 
others, at this unique infecDon point in Dme. 

But first, if we don’t know each other, I’m Jayne Warrilow.

What you must realize is that the virus acted as a catalyst, bringing 
forward changes that were inevitable, and already happening at a much 

slower pace, and it has increased the momentum of that -meline.

I have been working as a Business/ExecuDve Coach now for almost 30 
years and have created my own 7- figure coaching businesses. I’ve also 
worked with thousands of coaches, consultants, business leaders, speakers 
and authors, and more than a few of the unnamed heavyweights, with the 
privilege of helping many of them scale their business to surpass 7-figures. 

I’ve worked offline and online, on many different conDnents, I’ve studied 
extensively in a wide range of subjects that affect both coaching and 
business, and I have been mentored by, and in high Dcket masterminds 
with, many of the names you will know in the business growth arena. 

You could say, I know a thing or two about business, and at this point in my 
career I feel I am uniquely posiDoned to be able to help you understand 
what to do next.

Please note: I am not a legal or financial advisor, I can’t predict the future and the advice inside of this document should not 
override your own advisors and mentors, not should it come before what you believe for yourself or what your intui>on tells you. 
I am an advocate for cri>cal thinking, which means you get to decide for yourself what resonates.

THE BIGGER PICTURE

© Copyright 2020 - Jayne Warrilow InternaDonal LLC - All Rights Reserved

When I look at today’s economy and what is happening around the world, it would be easy to say that where we find 
ourselves now is because of the pandemic. 

It’s not, well not enDrely. 

I believe that we were always going to get here. The pandemic triggered a cascade of events that were always going to 
happen in an economy that has been built upon extracDve pracDces, in the pursuit of profit at any cost, living as isolated 
individuals who ignore the bigger picture of the ecosystems we belong to. We are simply over-leveraged.  

We’ve also been indoctrinated by the need to “win” to embrace a short-term perspecDve on business when what we really 
need is more long-range thinking, which is now becoming obvious as we begin to pay the price for decades of misguided 
thinking. 

Over the past few years, the government in the US as been adding a LOT of money into circulaDon, wihile decreasing the



interest rate. All you need to do is watch a movie like The Big Short to see what happens next. 

The truth is, this is not something en6rely new, it has happened before. 

And while the Coronavirus is being blamed for spreading fear and economic collapse, the indicators have been there for 
a while.  

I don’t want to bore you with the details but at this point, even if we do develop a vaccine, or reach herd immunity, or 
even if we find a cure, the core issues of the stumbling economy will remain. Our economy was already on the pathway 
to failure before this happened. However, it didn’t look that way to most of us - it was simply business as usual. We 
were borrowing money, and aligning our businesses with the endless pursuit of growth.  

When I look back over the years, I have worked with countless global brands whose mission statement could have been 
replaced with one word… ‘MORE’. That single word has been put on a pedestal by so many of us, as we strive for, long 
for, compete for MORE without considering the impact we are having as a result of our relentless pursuit of MORE.  

We have created the illusion that more is beYer and we must pursue this at any cost.  

Keep in mind, I am not an economist and this perspecDve is based on my own experiences working globally as a coach/
consultant + research, and everyone has a different opinion. 

There are a few things I think are going to happen in the coming months from a business perspecDve that you need to 
be aware of… 

Trillions of dollars will con6nue to be circulated around the world from government s6mulus packages. 
Borrowing will increase. In the short term this is going to give us a false sense of security as it will feel as though 
nothing much is happening as money conDnues to flow at a slower rate (yes), but it’s sDll flowing. It’s possible that 
payments on loans will be frozen or businesses and individuals will be approved for more loans or credit cards. At 
the Dme of wriDng, something like $4 trillion dollars has been circulated by the US government and I believe more 
will be needed. In comparison, the enDre bail out in 2008 was only around $3 trillion. 

Businesses are going to evolve quicker than ever before. Publicly traded companies have been losing market value 
which will start a ripple effect of jobs being eliminated, people being furloughed and many people being made 
redundant. You will also see business leaders being smarter as they eliminate not essenDal costs, including offices 
and travel, and many will use their credit backed by the banks to take care of addiDonal expenses. Business that 
serve the larger corporaDons will be hurt the most, along with many in the services industry. 

Many jobs will be lost or eliminated because of the previous point. This was going to happen anyway, as many 
corporaDons have been preparing for laying off significant numbers of employees, parDcularly at middle 
management levels due to the increasing reliance on technology. I’ve spoken at closed door leadership conferences 
where this has been the primary theme. And we’re talking here about a LOT of jobs. At first people will simply try to 
get another job, however, as the Dme progresses it’s likely to get harder for them to find something that fits. This is 
the beginning of a great transiDon of people who are going to want to become self-employed, many will be 
aYracted to the field of coaching and consulDng, making the landscape even more compeDDve than it is today. The 
desire for employment will diminish as people realize that those who are self-employed have the ability to use their 
own personal brand to make difference in the lives of others, while also generaDng a substanDal income. 

We will begin to rethink what it means to be human. Society will be different and people will spend money on very 
different things. They will spend less on luxury items, and instead invest in things like educaDon, workshops, 
seminars, coaching, consulDng and for businesses markeDng and adverDsing backed with real-Dme data.

WHAT MIGHT HAPPEN NEXT?
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Businesses will be focused on short-term protec6on versus long term growth. This means that if you’re targeDng 
these businesses, it’s less about inspiring a big vision for the future, and more about what’s happening right here and 
now. This thinking will last for a number of years. We all know that money is the lifeblood of your business and what will 
separate those who survive from those who don’t, is knowing how to create cash quickly, as fuel for doing the work that 
really maYers. 

The pace of change will accelerate. Business leaders will be forced to pivot quickly and innovate at unprecedented 
levels as they look for new opportuniDes, and the ability to create financial security. 

One size does not fit all. Much of the business advice circulaDng these days fails to acknowledge that different 
businesses are experiencing radically different realiDes right now. Many are in all out SURVIVAL MODE, fighDng to stay 
afloat. Others are in ADAPTATION MODE, rapidly adjusDng to the new reality. While cost containment and risk 
miDgaDon may be the first steps, these businesses are also shiMing their operaDng models and client experiences to 
ensure their conDnuity. And some businesses are in OPPORTUNITY MODE evolving to fill an unmet need that’s 
opening up. These evoluDonary businesses are looking at changing the world and seeing new ways they can be of 
service, transforming their businesses to pursue unexpected opportuniDes. 

We will re-emerge from this unfathomable moment in Dme, but not as we were before. Despite our insDncts to endure this 
crisis and return to ‘normal’, history has shown us that tragic events (war, famine, disease) alter us in fundamental, irrevocable 
ways. PerspecDves shiM. New beliefs and mindsets take shape. Behaviors and customs evolve. This is true of human beings, 
and businesses. 

We’re entering a Dme of global business transformaDon, and it’s happening quickly. Many companies will tragically be lost to 
the economic fallout of the pandemic, those who are unable to keep their cash flowing won’t survive, and those that do will 
exist in a different form. Those organizaDons and businesses that survive will be far more adaptable and resilient. Distributed 
teams currently thriving with less supervision will crave that same autonomy going forward. Employees will expect their 
business leaders to conDnue leading with transparency, authenDcity, and humanity, which will put increasing pressure on 
leaders to change, do their own inner work so they can show up with empathy and compassion. They are going to need help 
with this, guides they can trust, coaches who can lead the way. 

All business leaders realize that change is inevitable, but great leaders are being intenDonal about the changes, harnessing 
the pressure and conflicDng tensions of this moment to forge new ways of working, new experiences, and new business 
models. They are not waiDng for quieter days when things will have seYled down, as that will prove too late. They know the 
economy isn’t going to bounce back in 3, 6 or 12 months. Like it or not, this is a longer term transiDon that is evolving not 
only what it means to be human, but also HOW we do business.  

Previously, many coaches have been markeDng a longer term vision of what their clients want, however in this landscape our 
message needs to be more short-term focused, to include posiDoning yourself as the guide. Today, more than ever, it’s about 
helping others to stabilize their life/business, giving them back their ground to feel more resilient in these uncertain Dmes. 

Succeeding in this 6me is very different than being successful in the previous “GROWTH’ years. 

This is why I decided to write this guide for you. 
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HOW WILL THIS IMPACT YOU?

Honestly, it’s unlikely that this is NOT going to impact you in some way.  

It probably already has and will conDnue to do so, which is why it’s important you understand the bigger picture of what’s 
happening here so you can decide what you want to do about it. 

The truth is your current clients are going to evaluate the importance of your coaching products, programs and services to 
decide if they need it right now. You need to be prepared for your coaching clients who will fail to renew, or provide more 
value for what someone is paying you. You’re no longer compeDng with other coaches in your industry, you’re compeDng 
with what someone needs their expenses to be. In many places across the world, there will be increased access to available 
capital and loans for businesses who are having difficult Dmes with potenDally lower, short term interest. This means money 
is sDll available but is being spent more intenDonally. 

Your potenDal clients are likely to be spending more 6me researching what they want and need. If you’re using content 
markeDng to guide people towards your products and services this is good, because gaining the aYenDon of people you 
would like to work with will cost less, as people spend more Dme researching you, and the bigger brands reduce their ad 
spend, making more space for smaller business owners to get their content seen at much lower levels of investment.  

What your clients want and need is likely to be different today than it was pre-pandemic. They are more likely to need a 
variety of different products and offers that can help them in different ways.

HOW IS IT IMPACTING THE COACHING 
INDUSTRY?

It’s actually possible that your markeDng and sales strategies 
will have to change completely, including distribuDng more 
value upfront, which means developing more content so you 
are in a good posiDon to earn the sale.  

If you have developed your coaching business to be a ‘vitamin’ 
for your clients, rather than a ‘painkiller’ your clients are likely 
to overlook you. They want soluDons to their problems and 
they are looking for the best person to help them solve their 
greatest challenges. As a coach, you must become their 
“insurance policy”.

Overall, you’re going to see some massive changes over the next 3 years. This is just the start. It’s important you stay aligned 
with the changes as they arise to make sure you’re at the leading edge of what’s evolving. As you might have noDced, I am 
wriDng this guide with the intenDon of discussing how shiMing more of your coaching business online can really help you 
achieve your personal business goals. While I have had plenty of success in the non-online niches of coaching and business, 
more recently I’ve found the majority of my success by using technology to create extraordinary experiences for my clients, 
by developing business systems, and helping my clients to do the same. I believe that coaches who can embrace technology, 
to create digital inDmacy, and place their coaching in service of what their clients (and the world) needs now, they are going to 
be the ones who will experience the highest levels of growth over the next decade. 

In order to help you understand what is going to happen to the coaching industry I want to paint a picture of what I believe 
has been happening, and what will happen over the coming years…
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THE COACHING INDUSTRY IS MATURING

This is what our research, both primary and secondary was showing about our industry from before 
the pandemic hit.  

We have been seeing a maturaDon of the educaDon and coaching markets, with a polarizaDon 
around quality, sustainability and effecDveness, all driven by client expectaDons.  Business had 
already shiMed from being transacDonal to becoming transformaDonal, and now we are experiencing 
the 3rd stage where business transcends the old paradigms. 

I first published the above slide in 2016 and I was surprised to see the 4 challenges I gave to 
coaches then, sDll relevant today: 

The coaching industry is growing so rapidly, it becomes challenging for the profession to keep its 
integrity and professionalism intact.  

Coaching is known to be one of the highest growth industries as more and more people enter the 
profession. Current trends suggest that the profession will conDnue to grow as the number of new 
professional coaches swelling the ranks conDnues to balloon at least unDl unemployment rates come 
down. The number of professional coaches will level off over Dme, with those less-prepared, less-
moDvated coaches dropping out, due to increased compeDDon. I’m someDmes staggered by the 
number of coaches I meet, people who have aYended a weekend course and then call themselves a 
coach.  

Professionalism is key to your success as a coach, as is your commitment to conDnuous 
development. Key coaching organizaDons like the ICF are playing their part to regulate the industry 
and influence the professionalism of the role of coaching both inside and outside of organizaDons. 
You need to develop experDse and knowledge, and an ethics-based code of pracDce. You need to 
get cerDfied with an industry recognizable cerDficaDon and you need to beware of coaching schools 
who set up and run coach cerDficaDon courses with liYle or no experience, and even less credibility. 

Coaching used to be a tacDcal industry, where you would coach clients according to prescribed

CHALLENGE #1
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methods of success, working with coaching models and fiSng your clients to the models. I remember those days, and today 
this is no longer enough. Your clients expect way more from you than ever before. Coaching is no longer about ‘just’ 
coaching. It is not about how good you are in your coaching, it is all about your clients, and how quickly and easily you can 
get them to the outcomes they want (which means you have to get out of the way). 

The challenge of listening deeply to your clients, and the flexibility and agility you need to embrace to be successful.  

Your coaching success is no longer limited to what you do with your clients, or even the results that your clients achieve 
(although of course that helps) it is the experience they have with you that shapes their outcomes. Whether you believe in 
them, whether they believe in you, your relaDonship is key and how you show up energeDcally maYers more than you might 
think! It is the bond you create between you, what happens in the space in between where the magic happens, where the 
energy shiMs into resonant wave paYerns (I know I’m geLng a liMle technical here) or whether you shiM into the opposite of 
resonance which is dissonance. I can tell you now dissonance does not deliver a strong ROI for clients! 

Developing trust in an ever-changing and rapidly-growing marketplace.   

Values maYer even more in the context of what’s happening now, as they build credibility, one of the key pillars of trust. If 
people don’t trust you there is no way they will let you coach them. Trust is key to geSng clients, as are professionalism and 
integrity. But how do you embody these values? How do you communicate these messages to your clients without actually saying 
the words? Who do you need to become to be the coach you want and intend to be for your clients? Maybe you are resonaDng 
already, maybe your energy system is in full flow clearly communicaDng to everyone you meet, or maybe you are like most of 
us, you have great intenDons, you say the right words, but at some level you know you could be and do beYer. You have a 
sense your coaching business has unfulfilled potenDal, maybe you’re not resonaDng like you once were? If that is the case 
trust will be a challenge for you, and it is only going to get more important as we shiM into the future business evoluDon 
currently happening within the marketplace. 

Delivering client results.  

There is no doubt to prepare for the future, as is true now, you need to develop strong capabiliDes in coaching skills. You 
have to be able to solve the problems your clients are paying you for. It’s sad to say but this is not what happens with most 
coaching engagements, which is why if you are exceeding your clients expectaDons it will differenDate you in the market. 
Clients will love you, tell their friends and when that happens, business gets a whole lot easier. You benefit from the ease of 
client referrals meaning you are able to keep your costs down as you no longer need to spend as much on filling your 
pipeline, or implemenDng content markeDng strategies that can turn strangers into clients. DifferenDaDon in the marketplace 
enables you to stand out from your compeDtors, to help potenDal clients realize why they would want to work with you as a 
coach, rather than someone else. 

Cash is king.  

Money is the lifeblood of your business and without it you won’t survive. Harsh but true. No maYer what kind of coaching 
you do, it’s inevitable that you’re going to face cashflow issues at one Dme or another, and this might be alive for you right 
now. Knowing how to bring in a fast cash injecDon into your business is going to be invaluable over the coming months and 
throughout 2023. I know because this is the biggest challenge for my coaching clients right now, we’ve been doubling down 
on cash projects for their business to make sure they have what they need to STAY in business.

CHALLENGE #2

CHALLENGE #3

CHALLENGE #4

CHALLENGE #5
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It is upon this ground that I will now help you to think about what you need to do next in order to futureproof your coaching 
business and rise to the challenges we are facing in the current market, challenges we will conDnue to face in the years to 
come.

WHERE SHOULD I INVEST MY TIME AND MONEY?

Right now, tradiDonal investments are not doing as well as they were, which means invesDng in your coaching business so 
you can build a community around your work, and create your own financial stability is likely to be more beneficial than 
invesDng in the stock market or real estate, right now. 

It’s true there are a lot of investment opportuniDes around right now, but I believe the global coaching industry will grow 
faster than many investments I know, unless you are prepared to invest in stock with significant risk.  

Around the world coaching remains the second fastest growing industry. It’s true the pace of growth is different in different 
countries, but the playing field is being leveled with the growing access to technology. For most coaches, if they have a 
laptop and a connecDon to wifi, it is possible to grow a coaching business that can reach clients around the world, meaning 
that many of the geographical restricDons have been eliminated.

The core things for you to focus your aYenDon on are quite 
simple, and you’’ll have heard me talk about this before. In 
every business there is YOU, your COACHING and your 
BUSINESS.  

You need to find balance in all three, and this includes 
building a complete business system to enable you to turn 
strangers into paying clients with a more predictable 
income, delivering a quality business experience to exceed 
client expectaDons, building your brand, developing your 
signature transformaDon and capturing the aYenDon of an 
audience that looks up to you as a trusted authority. Not 
just a coach but a thought leader in your industry. Why? 
Because they want to feel SAFE with you.

The simple truth is, there is a limited amount of Dme to create awareness, and the faster you build that awareness around 
your coaching business, the easier you will find it to create growth in the future. 

If you have a coaching business with a strong online presence and you do not have spare capital to invest, your business 
plan is going to be largely about understanding what your clients need, what can allow them to get even more value, 
generaDng more sales from those leads you have, creaDng more aYenDon and content, along with presenDng more offers so 
you can grow..  

If you’ve just started to take your coaching business online, you’re lucky as this is great 6ming. While it may not feel like 
this, this is an important Dme in the transiDon of helping others generate revenue online. For you, it’s all about focusing on 
conversaDons, building relaDonships and community with digital inDmacy, and helping to solve the problems of those people 
you want to work with so they understand your value. 

If you’re reading this and you want to start a coaching business or transi6on to online, while it may seem daunDng, the 
sooner you start and gain some momentum, the sooner you can enjoy financial stability while helping the world and your 
family. Yes, this is what you might currently feel is impossible, but it isn’t - you can do this. 

Further, inside of this guide, I’m going to share with you what you need to know so that you can use this as an opportunity 
to generate greater profitability, versus, as a Dme to freak out, lose your focus and do nothing producDve.
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The truth is that being able to future proof your coaching business is the core thing you need to do 
right now. It’s not enough to be doing well today, you need to be able to conDnue your success into 
tomorrow. If I am being honest, I think it is more important than trying to grow and scale right now. 

It’s true that despite the challenges menDoned, there is a lot of opportunity around for coaches. 
(and the demand is growing). 

The good news is… whenever there are problems arising in life and business, people need coaches 
to help guide them to beYer. And most coaches are not equipped with the business skills needed 
for their clients to find them online, or when they do find them by some random accident, feel 
confident that the coach can help them. (This puts you in a great posiBon to forge ahead of your 
compeBBon). 

Instead many coaches are held back by their fear of technology, of not wanDng to look like a pushy 
internet marketer, and believing that if they’re a good enough coach, their clients will find them. 
This is a recipe for failure. 

Unfortunately there is way too much noise, too many distracDons on the internet today for that to 
happen without real business strategies, true resonance and a concrete, strategic plan to build the 
business system necessary for survival in today’s uncertain world. 

At the moment, many people feel like the world is falling apart, for you and me however, it’s 
important that we understand our energy, that we understand that we are responsible for creaDng 
the world we live within. I’m talking about what you believe, what you think, and what you feel. 

We’ve created today’s problems and we can uncreate them too.  

I want you to know, if you are struggling for whatever reason today, it doesn’t need to stay that 
way, you can change.  Your business can change when you get intenDonal about it. 

Here’s a Business Empowerment Audit I shared with coaches back in the Business Bootcamp we 
ran earlier this year. 

1. Energy Review  
Health is your #1 priority right now. 

Rate your energy from 1-10 Physically? EmoDonally? Mentally? Spiritually? 

Rate your sleep, food and exercise. 

Look for your strengths, weaknesses. What can you do to strengthen each number? What do you 
need to do differently? Double down on your daily pracDces to keep you in peak condiDon, 
strengthen your immune system, be in your best shape. 

MeditaDon, energizing, dancing, singing, connecDons - what energizes you, fills you up? Do more of 
it. What depletes you? Do less of it. 

Learn how to manage, process and release negaDve emoDons 

Do you have a coach? Get one. No excuses. 

Community of support? Get one.

YOUR BUSINESS 
EMPOWERMENT AUDIT:

YOUR FIVE-STEP PROCESS
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2. Time Review  
Rate your Dme management 1  10. 

Where are you invesDng most of your Dme? Is it where you want to be invesDng your Dme? 

How do you plan your work, your projects? Days, weeks, months, 90days etc? 

How do you track your Dme? Where are your Dme sucks? 

How much Dme do you spend doing admin? In the weeds of your business? Personal life? RelaDonship building? markeDng? 
With clients (billable Bme)? 

What should you STOP doing? What should you START doing? 

What should you do LESS of? What should you do MORE of? 

What tasks are you repeaDng again and again that could be systemaDzed?  

What’s 80/20 for your Dme? 

3. Client and Service Review   
Business is about value - how much value are you creaDng? When you’re not making enough money its usually because 
you’re not creaDng enough value. 

How are you taking a massive stand for current clients?  

How are you creaDng even more value than usual? 

How is every client doing? Are you connecDng and speaking to them? ConnecDng deeper than usual?  

Do you have a way to measure track results/get feedback? 

What can you do to create an amazing business experience alongside the coaching? 

What results are you geSng for your clients? 

4. Money and Financial Review  
Your experience, your relaDonship with money - how is that showing up? 

Are you being paid in direct proporDon to the problems you’re solving? How can you add more value? 

Are you in full integrity with money? Making payments on Dme? 

Are you being the client you want to aYract financially or not? 

Where is your money flowing out? How much is flowing in? Where is it coming from? 

Do you have a clear financial system? So you always know you’re not doing business blindfolded? 

Are you being paid what you’re worth? 

If money is Dght do you know how to create a fast cash injecDon for your business? 

What do you need to do to strengthen your cashflow? 

5. Strategy Review  
What goals do you have for your business? year? Quarterly (90 day projects) ? Monthly, weekly, daily aligned goals? 

How are you doing against your business strategy? 1-10 

What needs to happen for you to survive and lead your business into the future? 

What is holding you back? 

What needs to change? 

Just reflecBng deeply on your answers will help you to gain insights on what needs your aMenBon.
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TAKING CARE OF YOURSELF (ENERGETICALLY)
You don’t need me to tell you how important self-care is right now. Just because everything is changing around you, and 
things are different than you expected, doesn’t mean you can ignore your own needs from a physical, emoDonal, mental 
or spiritual perspecDve. 

You need to create structures in your life that take care of your energy. You are not a machine, so don’t treat yourself 
like one. You are biological system designed to pulse between periods of high acDvity and rest. The truth is you need to 
take care of yourself FIRST, or you won’t have the energy to invest in anyone else. If you pour from an empty cup you 
won’t be effecDve, you will hurt your health and your ability to create the business you want will be compromised. To 
help you, if you don’t have a ritual in place, here’s what I suggest for you to consider each day, but feel free to use 
whatever resonates and discard the rest: 

Do 15 minutes of mindful meditaBon or guided hypnotherapy (you don’t need to be sBll to this, I usually walk or run) 

Complete 30 minutes of exercise (if you combine the two it’s easier as I said above!) 

Enjoy 15 minutes of reading 

Take a 5 minute hot/cold shower 

Eat fresh, organic foods as much as possible 

Drink at least 1 liter of water per day 

Spend 30 minutes doing something you really enjoy 

Process your emoBons using a journal / free wriBng 

Cleanse your energy 

Plan out exactly what you want to do today 

Carve out Bme to sit and DO NOTHING. (This is when insights and inspiraBon emerges) 

The flow comes from the rituals you create for yourself, ones that you look forward to and enjoy. I’ve found when I get 
intenDonal about how I structure my Dme, when I find the Dme to work on developing myself as well as my business, I 
am more producDve, happier and more effecDve in my work. 

In Dmes of stress and anxiety this is even more important. It is so easy to become overwhelmed, and this has a knock-on 
effect because you are not just a coach, you are potenDally leading a team, your clients and your community members, 
as well as impacDng colleagues, family and friends, and they will all noDce if you are not embodying what you coach. You 
are role model whether you like it or not. Your energy defines every single part of your experience on a daily basis. You 
may have never been told this, I certainly wasn’t, but I do know it’s truth because I’ve been there, so take it from me… 
it’s okay to cry in the shower, it’s okay to breakdown and feel all the emoDons, the insecuriDes, to just let it flow and 
pass through you. AMer the storm always comes the confidence and courage to keep on stepping up and out, to make 
the difference that is yours to make. 

It’s not about balancing life and work, it’s the purposeful integra6on, so you become whole. 

It doesn’t maYer what type of coaching you do, right now your clients are likely to feel uncertain, even fearful and they 
don’t know what to do. They need compassion, they need hope and they need your guidance (as well as your coaching). 

The business of client delivery has changed, nearly overnight, it’s important you know how to adapt.

TAKING CARE OF BUSINESS

TAKING CARE OF YOUR CLIENTS
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Clients need more of your focused aYenDon right now, they need to know you truly care. 

You need to be proacDve with implemenDng the business changes and be the guide for what will come next. 

You need to lead and allow them to follow you, be inspired by your presence and help them create a pathway of hope 

You need to have quicker response Dmes to your clients and if you have support staff, they need quicker support Dmes 
too. 

You need to be able to offer your potenDal clients the opDons to extend payments or have more flexible payment terms, 
especially if you are working in a market where revenues are suffering. 

You need to focus on being able to generate more income from each customer, which means understanding what they 
need, and what they are willing to pay for, and offering that to them. 

You need to over-deliver on what you say you’re going to do, whilst also making sure that whatever you do, it is always a 
‘must’ for your client and customer and not a ‘nice-to-have’. 

You need to celebrate your good news, and share wins with your clients. 

You need to create a community of your clients and lead a mastermind on what they are doing. 

You need to show how you’re helping your clients and what you’re doing to allow for their success (no maMer what it is 
you’re helping them with). 

You need to ensure that you give extra appreciaDon and have upfront and transparent conversaDons with your clients. 
They want to see behind-the-scenes to know they are working with a real-life human who is vulnerable and makes 
mistakes too. 

Show up in every interacDon with them, with nothing to prove. Give them the freedom to make their own choices. 

When the economy is on a downward spiral, it’s really important that people look at you and your coaching as an 
investment, not as an expense. It’s so important that you deliver even more value than usual, so you aren’t just an expense 
they see on their credit card each month. 

It’s 6me to take a stand to be the leader of a truly transforma6onal coaching 
business that provides clarity, real value and resonance for your clients. 

There are many coaches who are already acDve within the online space and are being followed by potenDal clients, perhaps 
you have even created your own communiDes. This brings you both an opportunity and a responsibility. I believe we must 
show up to help our audiences and communiDes grow and evolve during this Dme, which means you need to show up. 

Be honest about what is going on, and be clear sharing ways you know that you can help. Talk about what you know that can 
help them. Tell stories. Share experiences. Inspire them. 

And above all, listen. Listen to yourself, listen to your clients and listen to what wants to emerge through you. When you 
listen that’s when you deepen your purpose, maybe your soul work begins to show itself to you. Perhaps now is Dme for 
your legacy to form? 

If you don’t know what to talk about to your community you can always curate informaDon from others and share it.  

In the coming months, those who are in your audience are going to be looking for answers as they try to grapple with what’s 
going on, to find some clarity. It’s important that you give them hope, and help them to see how they too can take the next 
step, by creaDng the right energy and outlook that will inspire them to pursue what they really need. 

People everywhere are being broken open, which means they are ready to listen to advice from mentors who are stepping 
up to lead us through the uncertainty. There’s no reason why this can’t be you.

TAKING CARE OF YOUR FOLLOWERS/COMMUNITY
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LET’S NOW TALK ABOUT WHAT 
MATTERS MOST

Let’s begin with markeDng. Yeah I know, it’s probably not what you were thinking about when I said what maYers most 
but I want to dive deeper here because it truly maYers…  

Given how everything else is changing right now, it probably comes as no surprise to know that you need to change the 
way you market yourself and your coaching. The biggest thing you need to realize is, if you’re not aligning your brand 
message with what’s happening in the world right now, no-one will hear you. 

People aren’t looking to grow at the moment, they are looking for clarity on how to sustain, how to regain security and 
certainty. Your clients aren’t looking for freedom, they are looking for basic survival, income security and to know that 
they will be okay. They aren’t buying coaching, (in truth they never did!), they are looking for soluDons and the answers to 
their greatest pains.  

People will keep buying pain killers, not vitamins, especially now. 

Everything you have created, from your blogs, arDcles and social media posts, to your ads, funnels and sales pages, in 
fact everything you have created to promote your coaching needs to change to be sensiDve to the environment we all 
find ourselves within. If you don’t you will see lower engagement rates, and any paid markeDng or adverDsing costs will 
skyrocket. Those who adopt and meet their potenDal clients where they are, will have higher profit margins. 

Marke6ng is now about hope, posi6vity and solving the pain more than ever before. 

I’m going to assume you know who you’re working with. Those who are going to buy from you, must see that you are 
confident in who you help, how you help them, and that you have a track record or at least a brand story to back up why 
you do what you do, and what makes you best suited to help them. 

People purchase from those they like and trust, which means they buy from those who create authority. It’s about 
relaDonship first. It’s about relevant value. It’s about actually helping them. Ask yourself: 

Are you posiBoned as a trusted authority? 

Do you have a clear message of who, what and how you can help? 

Does it take less than 10 seconds for others to know how you can help them? 

What can you do to create even more value for your community? 

How can you increase your authority? 

What needs to change in the way you posiBon yourself? 

How do you make it easy for others to do business with you? 

The truth is if you can effecDvely communicate your posiDon you can help anyone get the clear message that they need 
to work with you. In a Dme when so many people are searching for answers, your posiDoning is criDcal. You need to 
know that people are moving through the buying cycle much quicker than normal. Once they know they have a problem 
they want to solve it as easily as possible. When you give them a process and a method, accompanied by your authority 
and the right offer, it will allow them to make the decision to want to work with you. 

Your message is important here.  

Don’t be afraid to be repeDDve. Now isn’t the Dme to be afraid to talk about what you’re doing, what you know that can 
help, and do it over and over again. As long as your message is relevant to your audience, and adds value to their lives, it 
won’t be annoying or considered SPAM.
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INVITATIONS NOT OFFERS
The more Dmes you invite your potenDal clients to work with you either individually or through your programs and services, 
the beYer. 

Most coaches are afraid to tell people how they can help, and in doing so they make it hard for people to decide to work 
with them. You may need to create a lower-end offer or reposiDon your high Dcket coaching to allow for a longer payment 
plan. You might even need to change your audience and completely revisit how you’re helping someone. 

In 6mes like these people need to be able to try things out before making a substan6al purchasing decision. 

The luxury market has a tendency to evaporate in challenging Dmes like these, however the ultra-luxury market doesn’t 
change, because the truly wealthy are not affected. If you’re serving billionaires, keep doing what you’re doing, just do more 
of it. 

However, if you’re serving the mid-market, it might be Dme to try out a few new offers, or even try lower end products or 
programs that will support your coaching clients too. You can sell them separately to allow for more profitability, and for 
people to feel safe when working and buying from you. Another opDon is to provide assessments, psychometrics or audits 
for a reduced fee, allowing you to open up the energy of someone becoming a paying client without it feeling too much of a 
stretch. 

You might want to consider massively reducing any coaching/training programs you have created - perhaps reduce the cost 
from $495 to $49. Buying goodwill will allow you to help someone solve their major problems later as their coach.  

I don’t however recommend discounDng your coaching unless you have a very high profit margin, you must conDnue to value 
your Dme and the last thing you want to do is discount in such a way that it undermines your coaching brand. It is much 
beYer to create a transformaDonal business model that has offers at different levels of commitment and resources, meaning 
different price points to protect your coaching as a back-end high-Dcket offer. 

Your brand story need to give people hope, security and certainty. If you are authenDc and real, more people will follow you. 
The more emoDon you bring to your content, the more you’re going to magneDze others to follow. The more facts, 
informaDon and social proof you can provide, the more people will believe you and look to your for answers. It’s a holisDc 
perspecDve that will expand your reach stories that appeal to the emoDons + data and logical evidence that will appeal to 
the intellect. Both maYer. 

No more pushy sales just value-driven invita6ons to your community through conversa6ons, relevant content and 
trusted connec6ons. 

And now we need to talk about money, I’ve seen a lot of coaches get very uncomfortable with this, and if this is you, don’t 
worry, we’ll take it step by step.  

Just in case you haven’t heard, the number one rule in business? Don’t run out of money! 🤪 

A healthy cashflow is the lifeblood of your business. 

Since we need money to live in today’s world, we need to be aware of the money flowing in and out of our business. The 
most important elements of reviewing your financials and cash at the moment, come down to the following: 

INCOMING CASH  - This is based upon what cash is coming in given what has been invoiced, on monthly subscripDon 
payments or signed contracts with payments about to be made. It’s important you know this plus the payment dates so 
you know as closely as possible when the money is coming in. This enables you (or one of your team) to send reminders 
and make contact with anyone making payments to confirm payment dates and if that date sDll works for them. Lack of 
cashflow is a major reason why so many small businesses don’t survive beyond the first 3 years.
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OUTGOING EXPENSES - This includes all the expenses you know will be outgoing, again I would track these 
on a weekly basis. This will give you an overview to ensure that expenses won’t go past your bank balance, 
versus the revenue that is incoming. If there are issues contact those who you have outstanding payments 
with, move the date or extend the payment terms. Don’t put your head in the sand, manage any financial issues 
as they arise. 

RUNWAY - Simply put, this is the number of days, weeks or months in which you have the capital to keep 
running your business. It’s important to keep track of this number as whenever you add revenue or expenses 
you are increasing or decreasing the amount of Dme you can run the business successfully. 

PROJECTED REVENUE - Projected revenue is revenue you have projected that is not signed, while I don’t 
recommend this to judge the growth of your coaching business or how to spend money growing the business, I 
tend to keep track of all projected and simply weight the totals (with a % chance of obtaining that revenue) to 
keep an understanding of what money might be coming into the business. 

AVAILABLE CREDIT - Keeping an eye on what available credit you have access to, along with what credit you’ll 
use first is important for your financials. 

As a rule of thumb, you want to use longer term credit for things that will take longer to pay and credit cards or 
higher interest credit for more immediate or short-term investments or purchases.  

Cashflow is extremely important at the moment so make sure you are tracking your numbers and if you need more 
cash-flow, it’s Dme to move into acDon and bring in more money. 

No maYer what kind of business you’re in, it’s inevitable that you’re going to face cash flow issues at one Dme or 
another. You might experience a jump in expenses or a profit shorzall. Sudden changes in the market (like we’re 
experiencing now) can affect your boYom line or, as a small business owner just geSng started for the first Dme, you 
might find that you’ve slipped up on your planning and now you’re out of cash. 

Since cash flow woes are bound to happen, you should have a plan for effecDvely dealing with them to miDgate the 
hassle and damage they cause. There are many creaDve ways to combat this problem. 

Here are a few ways to bring a fast cash injecDon into your coaching business: 

Host a sale. Businesses oMen run sales when they need a quick boost of cash. You can offer select customers a 
special, one-Dme discount on a product or service to get extra income immediately. 

Make A VIP offer. It’s easy to see how lowering prices with a sale can result in fast cash, but there are also 
methods where charging more can actually earn you short-term money. One way to do this is to make a VIP 
offer where you present a higher-value item to select members of your audience. 

Add upsells to your shopping cart. You can sell more by adding upsells to your shopping cart. This is a 
technology soluDon that’s automated so you can boost your sales without any extra effort on your part. 

Improve your payment plans. You’ll get more sales if you offer more ways for customers to buy from you. If 
you only offer limited payment methods, this could be a barrier to sales. Instead, offer mulDple ways of paying 
and make it easier with payment plans. 

Raise your prices. Many business owners underprice their offers. You may not realize that your customers will 
pay more for your products and services if they offer unique value. We tend to err on the side of cauDon and 
lower prices in order to undercut compeDtors. A small raise in your rates can make a huge difference to your 
boYom line. Even a couple of dollars added to each purchase could grow to be hundreds or thousands with a 
volume of orders. For you, raising your prices means you get compensated more for the hard work you do. 
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Now is the Dme to be giving even more value. 

It’s the Dme to be giving added value to your clients. (Don't just give them stuff, make sure it’s relevant and will 
accelerate their process towards their goals) 

It’s the Dme to be calling them and offering addiDonal support. (Don’t just ask them what they need, they probably 
don’t know, be strategic and think through what would be truly helpful, and offer them that) 

It’s the Dme to be contacDng them and taking their quesDons more seriously. (If your Bme is short, run a group call for 
your coaching clients where they can ask you anything) 

It’s the Dme to be helping your clients create a strategic plan their own life and business. (Always help your clients 
with strategies before tacBcs) 

It’s the Dme to start a mastermind with your clients. (Building mulBple income streams will improve your profitability and 
help your clients learn from each other)  

It’s the Dme to be helping them with anything you can. (I bet there is more you could be doing right now, just listening 
gives huge value to so many people) 

It’s the Dme to see opportuniDes for them. (Put yourself in their shoes and help them to create the impossible) 

It’s the Dme to give them your strategic response and not just reacDon. ( Be strategic yourself first and intenBonally 
plan your response to these Bmes) 

Right now everyone is cuSng back on anything that isn’t giving them a clear ROI. In my experience it’s much beYer to 
be upfront with your clients, you might need to extend their payment plans, or even downgrade their coaching with you. 

If clients come to you for help, saying “it's in the contract” isn’t typically going to work well. Many coaches are stretching 
their cashflow and would rather keep a client, make them happy and generate some revenue, than wait 12 months for a 
collecDons agency to get it. 

In business, it’s not always about what’s right or fair, but rather what works best in the current situaDon. So be kind, be 
compassionate and do what you can to help. It always pays in business to pay-it-forward (as long as you don’t bankrupt 
yourself in the process!) 

In general, you know what to do; over-deliver, be nice and understanding, communicate and help out your clients 
wherever you can.

YOUR TEAM MEMBERS

While you may have to make some tough choices over the coming months with your team about those who can’t create 
enough return quickly enough to pay you, it is important that you communicate with your team and be transparent. 

Share with them the opportuniDes you have before you to make a real difference in people’s lives. You need everyone 
rowing in the same direcDon, at the same pace. 

If you are struggling financially, you might have to have some difficult conversaDons, you might need them to pull more 
weight than they’re used to, along with reducing how much you normally pay them or deferring a part of their payment. 

It’s so important you don’t keep things from them, they need to believe in you and your ability to lead them into the 
future. Now is the Dme for quick meeDngs, giving them access to you while helping them to realize their responsibiliDes 
too. You can also encourage them to share ideas to generate more revenue and profit, how you can opDmize and really 
ensure not only your survival but that your business thrives. 

Create 360 degree value for all stakeholders personally, socially and professionally.
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And just in case you need them, here are a few Dps that can help you to keep the money flowing in your business: 

If one of your clients becomes overdue call them, most clients want to do what’s right and get things handled 
they’re just embarrassed to be in this situaDon. If you let Dt go unchecked clients won’t come knocking at your door 
telling you that they owe you money, but if you remind them, if they can, they’ll most likely pay. 

Get your products/service completed faster so you can get the remaining payments. Speed things up on the 
delivery side will get clients to their soluDons quicker and you free up your Dme for new projects. 

Get paid more ogen, instead of being paid quarterly, be paid monthly.  

When speaking with poten6al clients offer longer term contracts first but be flexible to accommodate their needs. 
Breakdown your coaching packages and allow people to schedule just one ‘strategy’ session with you, for example 
or allow them to buy a bundle of coaching sessions to be used within 6 months, giving them ulDmate flexibility. 

Strategize ways to improve your profit margins. 

Focus on reten6on, it’s cheaper than the cost to acquire a new client. Call up your clients and ask them how you 
can best support them, then provide more value so you are indispensable and they sDck around. 

Hire an accountant to help see where the opportuniDes are. 

Make sure you are aware of your cash flow at all Dmes, having this level of clarity will help you to make the best 
decisions possible for your business. You need to have at least 6 months of runway in savings, to help you navigate the 
coming months. If you don’t, it’s Dme to brainstorm how you can get a fast cash injec6on in your business to help you 
feel financially secure and make sure you stay in business for the long term. 

Despite everything that is going on right now, I want you to know this. I am very confident in our ability as coaches to 
do what it takes to not only survive in the coming months and years but to actually thrive. 

When I look out at our world, I see challenges everywhere. People need our help. 

They need help in business, in their relaDonships, parenDng, leadership and just generally, in life. WE need help with 
everything, even the rise of consciousness… 

We need to bring the humanity, the soul back into business. 

And it is my belief that you and I are here to help.  

We’re on the Transi6on Team helping others to redefine what it means to be human and how we choose to live our 
lives on this incredible planet we call home. 

Change is now mainstream, and coaching is the most effecDve process for sustainable change that I know, which means 
we’re well posiDoned to make a meaningful difference by fulfilling our purpose and building a profitable and resilient 
coaching business that can see us through difficult Dmes. 

I welcome you to our new reality, my friend, I’m excited to be here with you, to help you, and to stand with you through 
this Dme.  

And don’t forget, if things feel overwhelming, as my husband Nick once told me, “This too shall pass”.

SUMMARY
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I know I’ve given you a lot to think about in this document, however my best advice is to make sure 
you know what to do. Create a plan, start generaDng more money, be in a supporDve community 
and simply get to work. 

In order to help you, I have a few things that might interest you…

WHAT SHOULD I DO NEXT?

I’ve developed a variety of coaching programs designed for where 
your business is and what you’re looking to achieve. 

Since we don’t know you and your parDcular circumstances we don’t 
know if we can help you, because we might not be a good fit. We 
have a parDcular approach to business that inspires soul-deep 
transformaDon.  

We work with coaches, consultants and changemakers who are 
looking to transform their business with purpose-driven profits. We 
don’t work with those who just want to chase the money at any cost. 
We’re reimagining business with less stress and more soul. 

Our clients want to do well AND do good. Those who want to 
deepen their purpose, build a sustainable business, and make a 
meaningful impact in our world.#coacheswhocare 

In short, we are bringing the soul back into business which is why my 
new book (coming out Spring 2023) is called “Soul Business 
RevoluDon”. 

If our approach resonates with you, and you would like to explore 
how we might be able to help you start, grow or scale your coaching/
changemaker business, you can complete our applicaDon form using 
the link below. 

Once you submit your applicaDon we will write to you to let you 
know if and how we might help. At this point we will share what feels 
like a good fit. It might be one of our programs or it might be working 
with Jayne as a private client. We will align your needs with a 
strategy we feel will work best for you to help you grow and scale. 

There is no pitch. No countdown Dmers. You get to decide whether 
to take the next step. At that point you can book a call to talk with us 
directly or you can follow the link in your email to get more details on 
the program or direcDon we think will work for you.  

Our process is designed to resonate with our soul, as well as yours. 
We’re looking forward to learning more about you and your business.

CLICK HERE TO APPLY

PS. We’re thinking about 
you and sending you lots 
of love. We are going to 
get through this 
together. When the 
world turns chaoMc, the 
real coaches show up 
and are ready to help.
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Enjoying this? 
Make sure you join  
our newsleDer. We 
share lots of free 
resources…

CLICK TO JOIN

https://form.typeform.com/to/F14DTu0n
mailto:support@coachesbusinessschool.com?subject=Please%20add%20me%20to%20your%20newsletter

