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CHAPTER 1: WHO IS THIS BOOK FOR?
WHO IS THIS BOOK FOR?
I wrote this book for coaches in the Red and Orange Zone – who may be starting
out, or have started out for a while now but are unable to generate consistent and
predictable sales. This book is NOT for you if you belong to the green or blue zone.
Which stage in your business are you at as a Coach?
I am not yet a
I am a coach.
I am a coach.
coach but I want
to pursue it.
I have coached
I have a proven
clients before but system to
I am currently
generate a
struggling with
I don't have a
predictable
not knowing how proven system to income, but I am
to start and who I ensure I have
unable to charge
can offer my
clients
premium prices
coaching
consistently.
at the moment
services to.
I have the
I don't have much capacity to take
experience in
on more
sales
coaching clients

I am a coach. I
have premium
clients.
I am looking to
create online
programs to
reach a global
audience

It is for that coach who doesn’t know (yet!) how many leads, appointments,
presentations he needs to do because he doesn’t have a monthly goal to hit and
doesn’t understand closing ratios.
This is for the person who has tried many strategies and while they may have had
some kind of benefit, it hasn’t helped them to generate the consistent source of
income – which is what you need FIRST to survive.
•

This is for professional service providers — Coaches, Consultants, Trainers,
Freelancers and any experts who want to build a scalable online business
model that can enrol premium clients.

•

This is for those professional service providers who are great at what you do
and who can transform others. In other words, you have the idea and pieces
of information in your mind, but you need help with communicating your value
and selling of your services, you want to monetize from your expertise, skills
and knowledge.
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•

This is for those professional service providers who tired with the way you
work and you want to transition from traditional offline business model to an
online business model, where you want can have your freedom while still
running a profitable business online.

•

This is for those professional service providers who already make a great
living but haven't been able to bring your business to the next level.

Now, before we go any further, you may be wondering,

WHO IS VIVEK IYYANI AND WHY SHOULD I LISTEN TO HIM?
Hi, I’m Vivek Iyyani and I help Coaches typically in the Millennial generation to build
a proper sales system so that they can work from the comforts of their home while
providing immense value to their clientele.
When I started coaching, I made $5000 in 4 days and I did it with...
No private Facebook group
No business cards
No Email list
No Website
No Webinars
No Affiliates
No Facebook Ads
No YouTube Channel
No private Facebook group
I did this by identifying people with problems and offering to help them for FREE with
strategy sessions...
On the strategy sessions, I did 3 things..
I listened. I asked smart questions. I gave ideas and solutions and I did not hold back
anything
And if the fit was right, I made a SOFT OFFER.. )would you like me to help you with
that)
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If the fit was not right I gave them 3 things that they should do NOW to get to the
next level.
This simple system led me to over 150 strategy sessions and over 60 clients.
Without being even the least bit pushy. I did not even make an offer to many of them
and many had to ask how to become my client.
Do not wait until you have built the thing. Start helping people and build it as you go.
People need your help now not when you are perfect.
But a lot of us as coaches hate the concept being associated with a salesman.
Especially the types where you go door to door and promote your products or
services. Me too. I couldn’t identify with that kind of an approach and completely
resisted it until my mentor opened up my mind to look at sales from a consultative
approach
Have you ever been to a doctor? How was the experience like? Did he ever have to
sell you anything? Or did he ask you smart questions? And based on your answers
he probably probed further before diagnosing the problem that you had, and then
went on to prescribe the medications you needed to get well again.
Being an introvert who just really loves to coach people, I found this approach more
appealing compared to the more extroverted activities like knocking on every door
and asking for an appointment. And that’s what made me wonder if I could actually
close deals and coach my clients without actually leaving my house – or while
travelling around the world, for that matter.
These days, I regularly help coaches organise their sales system so that they can
attract thousands of leads at a time – and earn at least a 100,000 a year. The best
part? My clients typically book an immediate boost in their sales figures within the
first month of working together with me.
But it wasn’t always this way. In fact, I once struggled to bring in sales as a coach,
like many of you might be struggling right now.
By the time you finish reading this book, you will know the step-by-step system that
can help you generate leads and appointments on a consistent, predictable basis
and convert them into sales… all from the comfort of your home.
I am writing this book… because I started out just like you – making a whole lot of
mistakes based on a whole lot of myths and misconceptions – which made me lose
over tens of thousands of dollars as well as many years by focusing on the wrong
thing.
All the content I share in here is in hopes that you won’t have to lose all that money
and time to excel in your coaching business. There is a lot of noise out there in the
market, and yes, many people are screaming many different things as the only
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solution to bringing in sales for coaches. I know this, because I believed in some of
those things and ended up as a seminar junkie and coach junkie.
I felt stuck, unable to get past the pain and misery not being able to bring in new
coaching clientele because I held on to many myths and misconceptions and made
these mistakes in my entrepreneurial journey. I share these with you in the chapters
to come.
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CHAPTER REVIEW & ACTION PLAN
1. What is your immediate goal for your coaching business?
a. Having a predictable system to get more clients on a consistent basis
b. Branding yourself so that you can charge premium for your coaching
c. Future-Proofing yourself with digital coaching products so that you can
scale your brand and your business.

2. What are some mistakes you have made along the way as a Coach in
business? Write them down below

3. Reflect on these mistakes. What made you make those mistakes?

4. What made you realise these were mistakes?

5. What impact did these mistakes have on your business? Financially,
Emotionally, Productivity-wise, Socially?
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CHAPTER 2: MYTHS AND MISCONCEPTIONS
MYTH 1: I NEED A WEBSITE FOR MY SERVICES
At some point in your business, you will need it. But not at the beginning, not at the
start. A website only serves a purpose if you’re able to drive people to it
The majority of coaches I have come across can’t build a decent website on their
own and have this belief that their sales will improve once they have a website in
place.
Focus on attracting leads first and instead of a website, invite them to do some
coaching sessions with you for free to try out your service. It will work 100% better
than investing thousands of dollars into a website
FACT 1: A WEBSITE IS A GOOD TO HAVE – A FREE FACEBOOK PAGE IS
ENOUGH WHEN YOU ARE STARTING OUT
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MYTH 2: I NEED TO GET MYSELF CERTIFIED
You won’t believe it… but Anthony Robbins doesn’t have any certifications. Instead,
he provides certifications to others to be a Anthony Robbins Coach. Why? Because
he is known to bring results, and that has become his brand.
The word spread Robbins brings Results.
If you could bring out the same kind of results for your clientele, then you don’t need
any certifications at all. And if you think having more certifications will help you get
more sales, you couldn’t be further away from the truth.
Only people who suffer from the Impostor Syndrome go to get certifications – even
when they don’t need it to bring the results their clients desire. I know this, because I
have been guilty of spending over $10,000 on mere certifications.
Yes, it helped me build my coaching skill, but it didn’t help me land any clients at all –
what a bummer. You don’t need a piece of paper to prove that you deliver results.
You just need legitimate success stories.
FACT 2: CERTIFICATIONS ARE GREAT, BUT REAL RESULTS ARE BETTER CREDIBILITY
INDICATORS THAT HELP YOU TO CLOSE MORE CLIENTS
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MYTH 3: I NEED TESTIMONIALS
Many of the coaches I speak to are stuck because they fear if they go to close a
client, they will be asked for success stories and they will have nothing to show –
and the deal will die on the spot
This doesn’t have to be the case
You, yourself are a success story. You have to start somewhere. If you have the
knowledge and strategies to help them to get where they want, then you need to
showcase that confidence. For you to have that kind of confidence, you must have
delivered some form of results for yourself first.
When you are beginning out, you need to reduce the risk for your potential client, so
make the offer as sweet as possible where the value outweighs the cost by 10 times.
I wish someone told me this when I started out.
FACT 3: CREDIBILITY COMES FROM MANY AREAS – YOUR PERSONAL RESULTS, YOUR
RESEARCH, OTHER PEOPLE’S RESEARCH ETC
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MYTH 4: I SHOULD ONLY SELL HIGH TICKET COACHING
This is crazy. Especially when you are starting out. This is a huge mistake because it
will definitely affect your initial sales.
Can you imagine, you have zero sales for 6 months with no clients because your
price is too high and you can’t convince others that your coaching is worth the
amount.
I’d rather take 500 bucks over nothing, and as a coach, I was able to do 5000 per
month organically from low-ticket offers from the comfort of my home
FACT 4: START WITH HIGHER QUANTITY OF CLIENTS AT A LOWER PRICE
UNTIL YOU CANNOT TAKE ON ANY MORE CLIENTS. THEN IT IS TIME TO
RAISE YOUR PRICE.
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MYTH 5: I NEED TO BRAND MYSELF AND BE AN ‘INFLUENCER’
WRONG!
My students have made close to 10k in a week from a Facebook group they belong
to – which isn’t even their own. I have closed clients weekly from my profile. I hardly
had a brand when I started out. You just need to be good at solving problems for
people.
Being an influencer takes time. Writing social media posts daily won’t bring you
immediate enquiries.
It takes time to build up your skillsets. It takes years to build up a huge following. And
if you are in a survival stage of your business as a coach, pushing out all that content
to become an influencer will not bring you any sales.
FACT 5: YOU DON’T NEED FOLLOWERS, YOU NEED LEADS!
I KNOW OF MANY INFLUENCERS WITH OVER 20,000 FOLLOWERS
STRUGGLING TO MAKE A MONTHLY INCOME OF OVER $500. HOW SAD IS
THAT?
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MYTH 6: I NEED TO WRITE A BOOK
Again, wrong thing to focus on when you are starting out. Yes, it is definitely good to
write a book because it makes you an authority. But the first step in your journey is to
get consistent sales first. If you can’t even sell a low ticket coaching program, then
how will you be able to sell a high ticket coaching program?
People who go on to write books have the hope that the book will help to sell
themselves and they don’t need to be a part of the sales process. I definitely thought
that way when I was writing Empowering Millennials myself.
Writing a book is like Nitrous Oxide – it can only multiply what you already have. If
you have no clients at the moment, chances are very low that you will be able to get
more clients and get to charge premium prices. Write a book once you are ready to
scale your business – not when you are starting out in your business. It is the wrong
strategy to dive into in the beginning phase
FACT 6: WRITING A BOOK IS LIKE NITROUS OXIDE – IT CAN ONLY MULTIPLY WHAT YOU
ALREADY HAVE. WRITING A BOOK WITHOUT HAVING THE RIGHT ELEMENTS IN IT WILL
BE A COMPLETE WASTE OF TIME.
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MYTH 7: I NEED TO BE FEATURED ON MEDIA
The goal is to have consistent sales first before you start charging premium. There is
no point in charging $10,000 for one client and not being able to get any other clients
for the next 6 months. Having media coverage helps but don’t expect it to bring
clientele lining up waiting to work with you.
I remember when I first got featured on TV for the first time, for 5 minutes, I thought I
would be oversubscribed within the next 24 hours.
Didn’t happen. So yeah, don’t spend money on PR consultants on the wrong thing in
hopes of making more sales. It just doesn’t work that way.
FACT 7: MEDIA COVERAGE DOESN’T PUT LEADS INTO YOUR FUNNEL –
ACTIVE LEAD GENERATION ACTIVITIES DO
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MYTH 8: I NEED TO BE PERFECT
All you need is a minimum viable product or service that can help them to get to
where they want to go without fussing about the minute details. This is a problem I
had – I wanted everything to be perfect – and I realised that I always waited for my
products and services to be really good before I released it into the market.
But in that process, I delayed myself, self-doubted myself and let others get ahead in
the game while I watched on with dismay. Don’t let this be you.
Coaching programs are like an iterative skill – you get better as you coach more
people. You don’t necessarily get better at coaching by doing more research and
adding more content.
Think of it this way – when someone has been under the scorching sun for very long,
he doesn’t care too much about distilled water, fizzy water or tap water. He just
wants water – so give him the main thing first. Figure out the minute details along the
way and improve with every client you work with.
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MYTH 9: I DON’T HAVE ANY CLARITY ON WHERE MY BUSINESS IS
HEADING
Believe it or not, even the CEOs of the largest companies struggle with clarity –
because this is a problem you will face at every stage. So does that mean you can’t
sell when you don’t have clarity over where your business is heading?
Of course not. All you need to do is to be clear on how you can help your target
client who used to suffer from the problems you used to suffer from. For example,
when I started out as a coach, I used to struggle with the basic problem of what my
USP is, what makes me different, what makes me a trustable coach and authority –
because I thought once I had clarity over that, business would gush in like a
waterfall.
Wrong.
All I needed to know as a Millennial Coach was how I can help Millennials increase
their confidence and communication skills so that they can get the job that they want.
I only needed clarity on the solutions I could provide to my target clients
FACT 9: AS LONG AS YOU CAN CLEAR THE CONFUSION OF YOUR CLIENTS,
AND YOU HAVE THE SOLUTION TO THEIR PROBLEMS, YOU CAN GET
CLIENTS.
YES, DESPITE YOUR PERSONAL CONFUSIONS ABOUT WHERE YOUR
BUSINESS IS HEADED, IT IS POSSIBLE TO MAKE SALES.

Visit us at www.vivekiyyani.com

Get in touch: info@millennialminds.sg

16

Empowering Millennial Coaches

MYTH 10: I DON’T FEEL WORTHY TO CHARGE TO BE A COACH
This typically happens with the younger coaches in my experience. They don’t take
action because they fear the imposter monster. They feel uncomfortable in charging
a fee to coach others.
If this is you, remember this. Your target audience is not paying you because you are
worthy. Not at all. They are paying you because you have the solutions to their
problems. You are able to bring them from point A to point B – an end result – which
I bet is worth a lot to them.
If you can find out how much that result is worth, and compare it with what your
competition is offering, you will be able to know what the market is willing to pay for
your services. It is not dependent on your self-image or self-worth – rather it is
dependent on the end result that you bring them towards.
This is also why you should NOT offer your services to coach by the hour.
FACT 10: THE BETTER RESULTS YOU PROVIDE, THE MORE YOU CAN
CHARGE.
IT IS NOT BASED ON AGE, EXPERIENCE, NUMBER OF HOURS OR ANY
OTHER LAME METRIC.
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CHAPTER REVIEW & ACTION PLAN
1. What myths and misconceptions did you hold on to previously that
you have decided to let go after reading this chapter? If you did,
please write down how you feel after letting it go?

2. Do you find yourself struggling to let go of certain myths? Get in
touch with me and we can work on your mindset for an hour– at no
charge. This is my way of giving back.

3. Do you know of any other myths or misconceptions that have
slowed your progress in getting more clients? Please share them
with me.
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CHAPTER 3: THE GLOBAL COACH
The year is 2020. Just as we hit the new decade, the world has come to a standstill.
Countries are on lockdown. People are being served stay-home notices.
Quarantines are being placed. All because of a new strain of virus known as COVID19. Although it is not as lethal as the SARS and other similar viruses, it is way more
contagious and there has been no vaccine found for this.
As a result, as infections grow by the hundreds daily, governments are being forced
to enforce laws to keep their citizens at home in order to prevent a community
spread.
What this means for businesses is simple. Many have been disrupted and have no
idea how they can continue businesses while paying their dues. Nature has done a
global reset and everyone is back at the starting line.
The progressive ones who were ahead of their times are the ones who have not
been disrupted by the business because it is mostly online.
They are not affected in any way as they can still continue to serve their audiences in
the best possible way – perhaps in better ways now
As I write, many people are on Zoom calls working with one another. Employees are
on zoom, Entrepreneurs are on Zoom. Everyone around the world is communicating
and working from home. This is truly a remarkable point in time to be alive!
One of the first things that we can start seeing as a shift is the acceptance of real
time meetings as opposed to face to face. The entire world is at your disposal. The
question is, do people know who you are and what you can do for them?
As a global coach, this means that you are able to provide your services to anyone
across the globe. All you need to do is build enough awareness about yourself and
your brand and ensure that you can solve really painful problems they are facing.
All you would need to do is to put into place a specific system that will allow you to
close these prospects as clients.
You can grow your business from the comforts of your home and in the later
chapters, I share more about this in further detail.
You don’t need to waste time with formalities like having a coffee with them to give
them a sense of who you are. Your work online can speak for itself and that’s what
matters in the digital world.
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THE DATING STRATEGY

Imagine you are a single individual who is looking to find your ideal partner, fall in
love and get married. How do you go about and find the right one? Do you meet
them on the first date and ask them to marry you? Of course not.
First, you need to know where you ideal partner would typically hang out at. And
then you need to approach them and make an introduction. If your approach wasn’t
creepy and scary, then you can take it to the next step – exchanging contact details.
Once you exchange contact details, you begin texting one another. You look up each
other on social media. You browse through their past posts and pictures. You get a
feel of the other person and enjoy flirting with one another. Once emotions start
reaching a peak, you ask for a date.
Once you meet up on a date, you spend more time with the person. You get to
understand their personal beliefs, view on life, decision making process and
communication preferences. You basically get to know them on a deeper level.
When do you exactly fall in love?
Simon Sinek says it is somewhere between 7 hours and 7 years. There is no fixed
time. Because it is all about an intuitive feeling that one has about the other. It is the
same with business.
You need to spend a minimum of seven hours with your prospect before they can
actually make a balanced decision on whether they want to work with you. You need
to build that relationship up well before you can If you make any other high-stakes
offer before that, you have a higher chance of failure and rejection.
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THE V + C = P TECHNIQUE
Back when I started out as an Entrepreneur, I was told to join networking
organisations like Business Networking International. They believed in a simple
concept
VISIBILITY + CREDIBILITY = PROFITABILITY
It was based on the concept that you can get referrals to your business if you
improve your visibility to your network. The simple notion was that the more
members see you around for meetings, the more they will begin to trust you and
refer your business to their contacts and database.
What a load of bull.
I spent over a year going for these meetings, volunteering my time and efforts to get
introduced to organisations to conduct leadership team building programs. I used to
believe that it was possible to be referred because all of these business owners were
really capable – I mean they wore business suits and formal attire to their weekly
business meetings and met really early in the morning – 7.30am to be exact in my
case– to refer their friends to one another.
As an entrepreneur starting out, I was naïve. I believed anything and everything that
needed to be done to make my business work. I tried out different things and
realised a lot of it was just bull.
But the concept on its own made sense.
If you take away the networking propaganda behind it, you will see that it does take
visibility for you to appear in front of your prospects and credibility for them to trust
you enough to work with you. The more people you appear in front of and the more
they trust you to solve their problems, the profitable you will become.
This is the formula that brings everything down to its basics. To bring in sales, you
need to have visibility and credibility. It is directly proportional.
So the more visibility and more credibility you have, the more profitability you can
have as well. Likewise, the lesser visibility and lesser credibility you have, the lower
profitability you will have as well.
If your business is online, then it is your job to appear in front of your prospects and
help them with your services as a coach.
This is a cycle that feeds on itself and can either spiral up or spiral down.
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THE BEST FIT TECHNIQUE
When I first started my business, the common question I was asked was “What’s
your USP? What makes you different from others? Why must they choose you?”
To be honest, as a new entrepreneur, everything felt scary and I was so determined
to prove myself that I would implement any and every advice anyone had to offer
me.
Looking back, I now know that I didn’t need to have all the answers to sell my
services. I have reached a point where I have gone full circle – by doing everything I
was told I needed to do – and realising none of those things mattered when I was
starting out.
When you are starting out, what really matters is you know what problems you can
solve for your audience and you have an irresistible offer and make sales. That’s all
that matters.
The problem, however, is that due to a lack of confidence, we tend to look at others
whom we think are doing extremely well in their business and ask them for advice. If
you were to compare yourself on a scale of 1 to 10 with these people, if you are a 1,
then these people that you are asking for advice may be at a 8, 9 or a 10.
The problem with that is they are so far away from your point of view that they
cannot give you advise that is actionable.
Aim to be the kind of coach who will be seen as the BEST FIT. Just like how it is in
dating or friendship – be the kind of coach who can really understand their problems
and solve it for them. That’s it.
Get a marketing team. Do ads. Write a book. Get media attention. Build a good
website and subscribe to the funnel software I told you about. Join a networking
association. Improve your marketing material designs. Create consistent brand
colours. Buy that email list.
All these advice works – but it is not for the person who doesn’t even have a basic
sales system set up for his business. For him or her, the most important thing is to
be able to identify who he can serve the best, how to find them, and giving them an
offer they cannot resist.
Especially when you are starting out because you need to have a number of case
studies to show that you are able to provide real results for your clientele. You need
to put in the reps. Charge low and work with as many clients as possible. At the end
of the day, your clients’ success speaks louder for you.
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THE REBEL TECHNIQUE
But Vivek, what if they compare me with others as well? How do I prove to others
that I am the better option as their coach. Surely they will compare us before they
make a decision?
Yes, definitely they will. You can bet every dollar you earn that they would have
compared you with a whole lot of other coaches before deciding to go ahead with
you.
In order for you to stand out from all that noise, you need to be able to master the
skill of value perception. It is the ability to attract an audience to crowd around you to
listen further to what you have to say.
The only way you can do that is by using what I call “Being a Rebel” technique.
In your industry, there are many common practices and norms that are being
followed. In order to stand out from the crowd, you need to challenge these norms
and offer an alternative perspective – that can help them with their problems.
For example,
1. Many ‘experts’ would mention that you should just block and delete all haters
who comment on your post to bring you down and stop wasting time on them.
2. Some may say that you must defend yourself on social media or you will lose
credibility in your market as a service provider.
3. And others may say that you must focus on engaging with the hater because
you will be able to drive more views for your post with the controversy.
Controversial topics will definitely engage others to share their points of view and
those likes and comments will add fuel to the post – that’s how the algorithm works –
and eventually it will put you in front of your ideal target audience within your niche.
The more differentiated your content, the more you can challenge the norms and
provide a better alternative, the better your visibility amongst your target market.
This is because people are used to the common lessons and hate the clichés.
However, when you come up with an alternate point of view, and validate it with
relevant facts and figures and case studies, people will start to see you as an
authority in that field.
When you give lightbulb moments for your target audience, you immediately rise up
the Leader board.
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THE PRICING CONFUSION TECHNIQUE
The main problem with you face with providing the same service as another coach is
that you will be compared with.
If you don’t stand out as a rebel, and you offer the same kind of services in similar
shapes and sizes, it is natural for your audience to compare what you provide with
the rest of the market.
The problem with that is you are always stuck in the red ocean because of that. To
move into the blue ocean, you need to be able to provide something cannot be
compared with.
It is easy to compare apple to apple. It is easy to compare orange to orange. But it
gets very difficult to compare a bundle to another bundle.
That’s the beauty of the pricing confusion technique. Instead of offer 12 sessions as
a coach, think of making it really complex.
You need to include so much value in different formats in order to create a pricing
confusion to the point your prospect can’t exactly pinpoint a specific value to your
products and services.
For example,
You can include online and offline sessions.
You can include guest speakers and experts on different topics to share their take.
You can include bonuses in the form of books, videos, podcasts, and all other kinds
of material that are NOT created by you.
It can be classic thought leadership content that you feel your clients should
consume – which comes as a cost to you but makes you stand out from your
competition in a number of ways.
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THE LAPS TECHNIQUE
One more technique for you to be successful as a coach in the comfort of your home
is to track your numbers obsessively. There are 4 main categories you need to track.
•

Leads – how many prospects do you have in the pipeline?

•

Appointments – how many of these prospects have agreed to have a call or
meet up with you in person to learn more about your coaching service?

•

Proposals/Presentations – how many commit to the presentation and give you
an opportunity to pitch yourself and present your offer to them?

•

Sales – Out of the total number of Leads, how many booked appointments,
came for your presentations and chose to convert into a client?

I teach my clients to organise their numbers using a CRM system that makes this a
breeze. Track these numbers, and you will know which part of your pipeline is
leaking, and what you need to focus on and repair to have more clients. Have the
mindset of an Athlete and run more LAPS to measure and get more done in your
business.
The problem with most coaches starting out is that they don’t have a proper method
to organise and track their sales activities. As the saying goes,
“What gets measured gets done”
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CHAPTER REVIEW & ACTION PLAN
1. Are you currently a Global Coach? What do you need to do to get to that
stage?

2. Which technique did you like the most? Why?
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CHAPTER 4: THE THANO$ METHOD
In the Marvel Movie Universe, the biggest villain that required an entire army of
Avengers to come together was THANOS. And for THANOS to become invincible,
he needed to get hold of the infinity gauntlet and the infinity gems in order to become
as powerful.
So in this chapter, I want to share with you specific gems that will help you become
as powerful as THANOS in getting more coaching clientele

T – Target Audience & Target Avatar
Back when I started my business, I made a huge mistake. And I spent countless
hours, days and months thinking about it. At that time, I was very new to
entrepreneurship and I didn’t know what was the important activity to focus on.
There was just so much information on the internet which is so general in nature that
it may actually guide you in a wrong direction. Here’s what happened. In the first few
months of me starting out as an entrepreneur, I was watching videos on
Entrepreneurship and Business.
Around that time, I came upon Simon Sinek’s Start With Why TED Talk. It was an
amazing talk, and I left feeling really inspired by what he had to share. In fact, the
next few months I found myself thinking about my why. I thought that once I knew my
WHY, I can sell the WHAT. I couldn’t articulate it really well back then and to be
honest, I can’t do it now as well.
But here’s the thing. It doesn’t FREAKING matter.
Not at the start-up phase.
Your WHY doesn’t matter until you discover your WHO.
What matters is WHO you are targeting – and being really, really specific about that.
In order to serve your market, you must be aware of whom you are targeting
specifically. You need to know specific details about them.
Here are the different categories of information you need to know. The more details
you can capture, the better your chances in closing the deal. Here are some
questions you need to get answers to so that you can identify your target avatar.
Demographics.
1. How old are they?
2. Are they male or female?
3. What is their nationality?
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4. What do they work as? Job Title
5. How much money do they earn on average?
6. Are they married, single, widowed, divorced or “it’s complicated”?
7. Do they have any kids?
8. Where do they spend their disposable income?
9. What hobbies do they have?
10. What do they like to do for fun?
11. What social media channels do they use?
12. Whom do they follow on social media? Which pages?
13. Who inspires them?
14. What are their favourite books?
15. What was their last purchase for growth (out of their own pocket?)
Psychographics
1.
2.
3.
4.
5.
6.
7.
8.

What do they think about their industry?
How do they feel about their job/business?
What are they most proud of in life?
Why do they do what they do?
What worries them?
What annoys them?
What stresses them out or keeps them up at night?
What are they sad about?

Additional Questions
1. What would be their dream life? What excites them?
2. If they had a magic wand, what would they wish for in their business?
3. What is the target income they would like to earn?
4. Where do they get their news from?
5. What professional content do they consume?
6. Where do they watch videos? TV or online? Laptop or Mobile?
7. What do they like to watch? What genre? Any specific shows?
8. Do they subscribe to any YouTube channels?
9. What do they like to listen to? Radio or podcasts?
10. What podcasts do they listen to?
11. What do they read more? Magazines or Books or Blogs?
12. What topics do they ready about?
13. What are some of their favourite books/magazines/blogs on their industry?
14. Where do they go to network?
15. What networking associations or clubs do they belong to as members?

How many people must you reach out to and interview before you get a good idea
on your target audience and target avatar?
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The secret number you are looking for is 30. Without interviewing a minimum of 30
people, you don’t have a big enough sample size to understand what your target
audience needs.
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H - Help them solve their problems
After you have identified your target audience, you need to find out about the
problems they face and confirm if you can help them or not.
Here are the key things you need to identify
1. What is the problem they have?
2. Am I passionate and capable of solving this problem?
3. Can they afford to make payment for my products/services?
You must know what problems you can solve, and what problems you would rather
be involved in. Once you have identified this, you will pretty much have an idea of
your target avatar. This step is very crucial so make sure you don’t skip this at all.
Once you have identified this, you must find out the common mistakes they are
making which is preventing them from achieving their desired results. These are
what we call obstacles.
What are the common obstacles they have. This can come in the form of wrong
thinking which leads to wrong actions which leads to poor results.
Now, in some cases, you have to understand that they may be at different stages of
awareness of the problems they have. Sometimes, they may not see it as a problem
at all. Some may simply see it as a way of life.
There are 4 different stages that your target audience may be in when you are in
conversation with them. It is your responsibility to identify where they are at. Here is
how you do it with the OPEN technique
O – Oblivious to the fact that they have a problem. They are unaware, and are not
looking for help.
P – Pondering about the problem. They are noticing the signs and symptoms and
are beginning to realise that they might need help.
E – Engaged. They know they have a problem, and they are shopping around to
weigh the different options and alternatives before they make a decision. They do
realise the problem is severe enough to pay attention to, but they are not looking for
an urgent solution as yet.
N – Needing. They need the solution now or they risk the consequences. It is
worrying for them and they are highly motivated to find someone who can help them
with this problem.
Once you identify the target avatar and the stages they are at, you can customise
the messaging for them in order to bring them to the ‘Needing’ stage. Until and
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unless they come to the stage, they will not be ready buy anything from anybody
regarding their problem.
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A – Attention Grabber
There are many ways to generate attention from your target audience. One of the
most important aspects of generating attention is to focus on the message you want
to push out to them.
How do you generate the message? By understanding the problems that they have,
and sharing key pieces of information that will help to kickstart their journey in
solving their problems. Your job is to take them from the ‘oblivious’ stage to the
‘needing’ stage so that they get to see value in your services.
These are some of the common ways you see businesses use to get your attention
•
•
•
•
•
•

Advertisements
Cold Calling
Cold Emailing
Referrals
Networking Events
Partnerships

For the sake of this book, which focuses on finding clients without leaving the
comforts of your home, you need to be able to generate content that speaks to your
target audience.
Once you generate high quality content that will solve their initial problems, they will
start to come to you to solve other problems they face along the way. That is when
you know that you have generated enough attention in the marketplace and people
are starting to see you as an expert and a solution provider for their problems.
“Once you understand the context of their problem, you will able to generate content
that picks up their attention in an instant”
- Vivek Iyyani
What is the desired result your target audience desires?
•
•
•

To get that promotion?
To get more clients?
To find the ideal life partner?

Understand the context and the content will be easier to generate.
But, what kind of content should I generate?
You need to generate content that match the context of your target audience. Here’s
a quick overview of the different types of content you need to generate.
•

Mistakes
o In thinking (beliefs and mindset)
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•
•
•
•
•

o In action (behaviour)
Consequences of Mistakes
Top Tips
Obstacles and Objections
Success Stories & Case Studies
Goals - The Final Result they can achieve

And in what format should I create these content?
Honestly, it depends on you. What comes easily to you? Can you write easily? Then
write content out in the form or articles, reports, e-books, journals etc.
If you are more of an auditory person, then you should consider doing podcasts.
Create multiple podcasts that answer the common doubts and questions your target
audience will have and share these content with them.
Are you confident to speak in front of a camera? Then do videos! Create a YouTube
Channel and start sharing your thought leadership in the form of videos. Make them
bite sized because attention spans are rather low these days.
Hate speaking in front of a camera? Then do a slide deck and record your laptop
screen and share your thoughts as you go through the slides. It still counts as a
video, and you don’t need to spend time to look good on camera as well. Yay!
My recommendation? Do videos. The best part about videos is that you can
repurpose a video into many other forms of content.
For example, you can make them into pictures, podcasts, slide decks, quotes, etc. 1
video – multiple forms of content.
Do I need to do multiple formats of content?
Please don’t! You want to focus on what works best and go really deep with one
format.
Where do I share my content then? How do I use it to generate attention?
It really depends. Where do your target audience hang out. Refer to your interviews
and look for their answers. If your target audience is a B2B client, go to platforms like
LinkedIn or Twitter or YouTube.
If they are B2C client, you can go to platforms like Facebook and Instagram etc.
Don’t do it on every other platform. Focus on 1 or 2 platforms and go all out on that.
You can even start your own blog for free to share your content.
Why should I create so much of content?
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Thanks to the internet, you now have access to people all over the world who are
online. And with the internet, information is so readily available that people are very
discerning on making a purchase.
They do their research well before they make a decision. And one of the things they
look out for is the quality of content you put out to help them solve their problems. If
you don’t put out content, you will not be able to get their attention.
How much content should I generate?
Enough to want them to get in touch with you. If you do just 1 or 2 articles and you
expect people to line up hoping to get your coaching services, you are in for a rude
shock. You need to put out content and it has to be good.
How do you know it is good? People will tell you. They will comment on your content.
They will email you. They will like it and engage with it.
Or they will simply ignore it and not even bother consuming it. I work with my clients
to ensure that the content they put out is top notch.
Your goal is to generate enough content to make your target audience want to get in
touch with you and set up an appointment. The more time they spend with your
content, the more likely they will be in touch.
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N - Nurture Trust in your Tribe
Now, it may take a while for you to generate attention for your content. Especially
when you are posting on social media sites which isn’t concentrated with your target
audience. So what should you do?
Promote your content!
That’s right. It is your job to give out your content specifically to people who need it. If
you don’t share this with them, then they will probably never know about you and
what you do. In the early stages of your business, until you get a regular and
repetitive monthly income from coaching, it is your job to hustle.
If you know 100 people who fit into your target avatar, send this to them. Keep
sending them content until it builds their trust. Eventually, people will start joining
your tribe. Start with 1 person, then 10, then 100, and aim to build it up to a 1000.
Once you hit a 1000 true fans, you will start to grow organically.

Begin building trust with Micro Investments
The trick to make this process simpler is to let them know that you have a WhatsApp
group, or a Facebook group, or a LinkedIn group or an email list, where you share
even better content – which you don’t share as openly to the public. And all of this
can be set up for free!
This is what you call a content upgrade. This is where you form your tribe. This is
where you nurture your potential clients by giving them targeted content – based on
the doubts that they have.
Engage with your tribe. You spend more time focusing on your target audience’s
immediate doubts and questions. You can do simple actions like a LIVE video, or
answer all questions in the comments or share relevant sources of information
around the web to help them in their journey.
The key is to be the person who really cares for your target audience and share as
much information as possible.

Don’t be stingy with your information
Many people are stingy with what they know, thinking that if they share that, they
won’t get any more clientele. But the truth of the matter is that the more you share,
the more you build your profile amongst your target audience.
They will know you better, like you more, and trust you even more. Your target
audience will notice you for the information you provide, but they will pay you for your
insights. People will willingly pay you for the transformation, not for the information.
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“Insight is what you cannot find on Google”
-

Vivek Iyyani

For everyone who gets in touch with you, make sure you spend at least 7 hours of
time with them to help them familiarise themselves with you, your concepts and your
content. Don’t jump in straight away for the sale. Give them the time to consume
your content before you invite them to take the next step. Your next steps can be
1.
2.
3.
4.

Join my group
Join my email list
Subscribe to my channels
Attend my webinars

If they haven’t already.

It’s kinda like dating
I know I mentioned this earlier. But it’s worth repeating. Think of it like in terms of
dating. You head to a party and find spot someone you like. You feel really attracted
to her, and you would love to get to know her to see if she would be interested in you
as well.
So you decide to approach her and get acquainted. You have light conversations
and small talk with her first and try to establish rapport. You look for similarities and
play those up and downplay all the differences.
After spending a good amount of time in conversation with her, you decide to exit,
and you ask her for her number to stay in touch. Since the conversation was
mutually good, she agree.
The next few days, you text her on a regular basis. Conversation with her is fun and
flirty at this stage. You can sense the emotional high – and that’s exactly when you
ask her out on the date. And she says yes, because she has grown comfortable with
you.
On your date, you plan some really great activities and spend 3 to 5 hours with her,
while surprising her and delighting her all the time. This happens for the next few
dates and before you know it, you have grown closer as a couple.
Yes, I know this seems pretty idealistic in many cases – but hear me out. If you are
good at what you do i.e. confident in what you have to offer – then your journey to
finding clients will be somewhat similar. But will all your approaches have a happy
ending? Of course not. Some will not be a good fit, and that’s okay.
Your job is to approach everyone who fits your target profile and have an interaction
with them. They need to know you exist, and if ever they need your services, you will
be available. In many scenarios, it may not be the right time, or the right place, but
because they met you and heard about you, they will keep you in the back of their
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mind. It is also your job to stay in touch with them regularly so as to ensure you
remain top of mind as well.
The whole point of the analogy is this – you don’t go to a party, meet someone really
attractive – approach them and ask them to marry you. It just doesn’t work that way.
You have to build the relationship from the ground up.

The power of Signals
Signal Out
You share your basic content on social media based on your target audience’s
problems on a regular basis. You find a Facebook or LinkedIn group where they
exist and share that content for free there. You are getting attention from your target
audience.

Signal In
Your target audience takes notice, and thanks you for it in the form of a like or a
comment. They check out your own profile or website or google you.
Signal Out
You keep on sharing content that gets you more likes and comments because it is
good content that you are sharing. On your own profile, you have indicated that you
have your own Facebook group, or your own email list or they can subscribe to your
YouTube channel so that they can get more advanced content. You are beginning to
build trust with your target audience. O
Signal In
They are curious and join your group, email list or subscribe because they want to
learn more from you
Signal out
With their email address, you are able to send them content that others cannot
access. As you give value from your private channel, you are sending out signals
that you are able to help them.
Signal In
Based on the response you receive, you are getting feedback if you are doing the
right thing or not. You can track how many people open your emails, and respond to
it. The more engagement you get, the more signals you are getting back, the more
you know you are delivering value.
Signal Out
After sharing about 3 hours of content over the next few days, you send out a signal
to join you for a webinar, or a call, where you can help them with their personal
problems – this is a personalised content upgrade from sending them common tips
and strategies because this becomes personal – based on the issues you are facing
currently in your business.
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Signal In
They respond to your signal by signing up … or ignoring it. They either move on to
fix an appointment… or they don’t
Signal Out
You share valuable content during your call or webinar by answering their doubts.
After finishing your sharing, you let them know that in the next 15 minutes, you will
give them an offer and they can choose to continue working with you or they can
choose to leave or choose to stay - no pressure. For those who stay - you share all
details with them over the call.
Signal In
They indicate their interest based on what you have to offer and make a decision if
this is what they are looking for.
You need to build a relationship with them, and keep adding value to the
relationship. Otherwise, you will never be able to secure clients without earning a
bad reputation and brand. People will always talk about the creep who did a cold
approach and asked for someone’s hand in marriage without even having developed
a relationship in the first place. You should always be thinking of adding value to
your client.

What systems should you use?
There are many systems you can use… but stick to the free ones until you have a
proof of concept. Do a trial and error until you know you are able to close clientele
through a specific approach and then proceed to invest in technology and systems to
help you optimise the process
Don’t subscribe to any paid email campaign services or landing page services just
because people are advocating it. You need to be sure your method works flawlessly
before you start creating another pipeline. For now, use your basic emails or start a
group that doesn’t cost you anything until you have a working proof of concept.
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O - Create an irresistible OFFER
If you have managed to create your content, set up your systems and move your
prospects from the lead phase to the appointment phase to the presentation phase..
well done! This is the last stage that you need to master before you can start
counting the moolah dropping into your bank accounts.
However, for that to happen you must first make sure that what you have to offer is
of value, and it excites your prospects. Because at the end of the day, people
purchase value for value. It is your responsibility to make your prospects see the
value in what you have to offer.
Ideally, you need to offer 10X value for the amount you are charging. If your
coaching services cost $1000, you need to be offering a $10,000 value in return to
excite your target audience.
If you fail to do that, you will not be able to close your clients on a regular basis.
People will not see your worth and they will merely compare you with many other
options they have and go with the one that offers the best value for money.
Find out what your competitors in the market are charging and stay within the range
of pricing that is already out there in the market. Don’t be too cheap or too
expensive.
This does not mean that you need to be cheap in any way. Not at all. It just means
that you must give so much of value that is tied to their transformation. Don’t
overload your clients with information either.
It has to be delivered to them in a digestible manner so that they can implement what
they learn into their lives and achieve the transformation they want.
In order to create an irresistible offer, you need these 4 things

Bonuses
If you go to the McDonalds to buy just a burger, the first thing the cashier at the
counter asks you is this – would you like to make it a meal? Why do they do that?
Because they know that the burger alone might not be enough to satisfy your
hunger.
After eating the burger alone, you might feel thirsty. Or you might feel you are still
hungry and have space for some more food. That’s why having some fries and a
drink will definitely help you in this aspect.
Similarly, think of what kind of bonuses you can offer so that they can get excited
about your core offer. What else would they need to make your offer complete? List
them down so that you can offer this to them. And only share 70% of what’s included
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in your brochures. Let the remaining 30% be a bonus for them to find out after they
have made the purchase

Discounts
Everyone likes a discount. One way you can encourage your prospects to take
action is to make available a coupon that entitles them to a discount for a certain
period of time. If they want to take up the offer, the coupon can entice them to take
action. In fact, this could be a fast-action-taker discount that could seal the deal for
you.

Guarantees
One of the best ways to increase trust is to give a guarantee to your prospects who
are on the fence about working with you.
Giving them a guarantee will allow them to feel safe that they are investing in the
right person and the right program. There are 2 main types of guarantees
1. Money back guarantee – 2X your sales or your money back
2. Results based guarantee – Make your investment back or extend the
coaching by another full term
Use this guarantee to allay any fears they have on the investments they are about to
make and you will be able to convert more interested prospects into paying clients

Scarcity
Another way to encourage your prospects to take action is to let them know how
many slots are left. You should always think about how many clients you can delight
instead of how many clients you can handle.
Yes, you probably could handle 30 clients at one go but can you delight them
equally? Will they be raving fans who loved your service or angry clients who
complain about the lack of information or quality in your service?
Being selective on who you choose to work with, and having a smaller group to work
with will entice them to work with you.
Imagine 100 prospects listening to your offer and you are only taking up 10 clients
who are really serious about taking action. You will be oversubscribed – and that’s
an ideal place to be working from.
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Urgency
Make sure that the bonuses and discounts you offer expire within 24 to 48 hours.
Yes, people may need time to think, make some calls, consult few people before
they fix their finances and commit to your coaching.
Let them do it, but don’t let them take their own sweet time as well. If they are
serious, they will do it within the stipulated time allotted by you.

The God Father Offer
I’m going to make you an offer you cannot resist
-

Vivek

If you really want to bring you’re A-Game to the table, make sure you include ALL of
these elements when you are doing your presentation.
If you have qualified all your prospects and they are in the needing stage, your offer
will too good to resist when you add in these factors.
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$ – Sell them your best service possible
Yay! You made it to the last step. Bringing your prospects to this stage means you
definitely have something to offer them that they are interested in. However, you will
definitely find window shoppers along the way who are just doing their market
research.
You will also find some people who will fall through the cracks along the process. All
of these people are valuable as they are potential prospects. It is important for you to
follow up with them and help them get back into the sales process.
Leads à

Appointments à

Presentations à

Sales

When you have a visual like this, you know very clearly who has indicated their
interest to follow you and explore what you have to provide them with.

Follow Up
When a lead becomes inactive, then it is your responsibility to follow up to see how
you can help them. Perhaps they were overwhelmed with the content. Or they
needed to get a solution quickly to solve their problems.
Or their problems vanished due to different circumstances. It is your responsibility to
find out and help them in whatever way possible.
How many times should you follow up?
I would suggest you follow up with a minimum of 4 times over a period of 2 weeks
between each follow up. People tend to get busy with life and will forget things. It is
our duty to remind them about us in a nice and entertaining manner.
You can keep following up beyond that, but probably space it out so that you don’t
come across as annoying.

Always Add Value
Make sure that you are always adding value when you do a follow up. Don’t just ask
them “how are you doing?” and end the conversation once they answer your
questions. Make sure you have something of value to offer to them for FREE
It could be any of these three things or more.
1. A introduction to someone you know
2. A gift like a new piece of content like a relevant article or video
3. An invite to an event either online or offline – which they would be excited to
attend
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Rejections
Of course, even after following up multiple times and doing your best, some people
will fall out of your funnel. That’s normal.
You will be rejected over and over and over again when you are in business. The
only way to not feel bad about it is when you have an ever-growing list of leads.
However, if you are talking to your first lead and you do happen to get rejected,
feeling bad is inevitable because you don’t have other leads to follow up with.
It is your duty to make sure that the pipeline is full of leads so that you don’t have to
feel rejected even when someone finds that your product or service is not the best fit
for them.

Track your Objections
Out of all your prospects in your pipeline, some will be on the fence and may still
need time to think about making a decision to make a purchase. They will be the
ones who throw their objections at you to see if you are really the best choice they
should go ahead with.
It is your duty to record each objection and come up with a powerful response to
those answers. The more objections you record, the better you will become at
objection handling.

Know your Numbers at the back of your Fingertips
From a sales person’s point of view, you need to know your numbers at the back of
your fingertips. It is common knowledge that Sales is a numbers game.
Out of every 10 prospects you attract or approach, 3 will be interested to learn more
about what you have to offer. Out of the 3, only 1 might purchase your product or
service.
So the ratio looks like this
10: 3: 1
Based on this ratio, you can determine micro goals for your business at every single
stage. Here are a few questions to help you understand your numbers
How much do you want to earn on a monthly basis?
$15,000
How much does your core offer cost in total?
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$5000
How much does it tally up to on a monthly basis?
$500
How many clients must you onboard to hit that monthly goal?
15,000 / 500 = 30 clients per month
How many prospects must you approach or attract per month to hit your sales
targets?
Since the ratio is 10:1, I must have 30 X 10 = 300 prospects in my leads stage per
month.
Per week, I need to have 75 prospects entering my sales funnel.
Per day, assuming I work 20 days in a month, I would need about 15 prospects
added into my sales funnel daily.
How many prospects must I set appointments and do presentations with?
Since the ratio is 3: 1, I must have 30 X 3 = 90 appointments and presentations
Per week, I need to have roughly 23 appointments
Per day, that would be about 5 appointments
You must know your numbers at the back of your hand as the business owner. Once
this is clear, you know how much of work is left for you to accomplish moving
forward.

How do I know if I have set the right sales target?
You never will know for sure, until you apply yourself and put yourself into action. A
rule of thumb you can use is to make sure you can
1. Pay off your expenses
2. Repeat the same number of sales per month without feeling stressed
For example, if you are able to bring in 3 sales consistently every month, which totals
$500 a month for up to a year, then your sales goals start at $500 X 3 = $1500
Once you are able to repeat this success for 3 months consecutively, you can focus
on pushing the sales targets higher.
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Better Every Quarter
Do a review every 3 months. Look into your people, your products and your
processes and ask yourself, how can I optimise all of these to bring in more sales.
When this becomes a regular routine within your business, you will inevitably do
better because what gets measured, gets done.

Value Ladder
Based on your offering, you need to create a value ladder. If your coaching service is
selling for $5000, then you need to create multiple offers.
The best coaches don’t sell one product, they sell an entire ecosystem of products
and services. You need to decide what you can sell on each level
$5 product/service
$50 product/service
$500 product/service
$5000 product/service
$50,000 product/service
Continuity service
Once you have an item for each level, you will be able to attract more clients as well
and you will be better off financially. Eventually, you want to have a service that they
can keep paying for on a monthly basis so that it can contribute to your cashflow.
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CHAPTER REVIEW & ACTION PLAN

1. Write down your Target Audience and their profile here

2. How can you help them with their problems?

3. How can you get their Attention?

4. How do you plan to nurture them with your content?

5. What will be your irresistible offer?

6. What is your Sales target?
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CHAPTER 5: ISSUES TO EXPECT
Simple and Powerful… but will you succeed?
What I have shared with you may seem simple. I’ve given you the exact blueprint to
focus on. Never underestimate the power of simplicity.
You’ll start to see this formula everywhere now that you know it. You’ll see top
coaches have the basics perfected to the T.
Once you start acting, you will find that you will gain clarity, credibility, visibility,
scalability and profitability along the way. Over the next twelve months I can
guarantee you that my inbox will be full of people emailing me their success story as
a coach because they followed the steps laid out in this book.
I already know what they will say. Their email will tell me that they did the work,
pushed through their limiting beliefs, made the time and did all the steps in order (it’s
very important that you do the steps in order).
They will then tell me that just as I had promised, opportunities started to come their
way, more money began to flow and they started to have more fun.
They will tell me they experienced three big benefits after doing the work set out in
this book:
1. They earn more money with less stress and struggle
2. They enjoy greater status and recognition as a coach and are selective of
whom they choose to coach
3. They attract more opportunities that are right for them
Sincerely, I want you to be in that group. I want your story in my inbox, telling me that
you have followed these exact steps, made yourself an opportunity magnet, had
more fun and created more success.
Sadly, there’s a good chance you won’t be. People can get addicted to the struggle
and let complexity get in the way of simplicity; the unimportant stuff replace the most
important stuff or worse, the desire for immediate quick win creep in.
Over the last five years, I have studied people’s decision-making habits like a hawk.
As a coach, I am insatiably interested in human behaviour and watching how people
make decisions and take action for their business and their life
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In the next chapter, I will share with you some of the things I have noticed when
watching highly successful people make decisions, versus people who are
perpetually frozen in the headlights of life.
The next chapter will offer some ideas on how you can overcome the obstacles and
build your coaching business from the group up in your chosen field and without as
many struggles.

Merry go-round of distractions
When you learn and implement the strategies I share in this book, you will go
through a whole new experience. Like most new entrepreneurs, you too will get
energised and do lots of work and expect that this work will pay off this time in the
long run.
After a while, you become a bit tired and it feels like hard work with less of the spark.
You meet other coaches in this new industry who say things like,
“It’s hard work in this industry; I’ve been at it for years and I still haven’t seen the big
rewards yet”
Then, you start looking around for the next big thing that will provide an easy win. As
this continues, you get further and further away from pursuing your passion by
constantly chasing the next easy win
This opportunistic behaviour is the very thing that prevents opportunities from
flowing. Resist the temptation to chase the new thing and keep taking steps closer to
the inner circle of the industry you love.
Stop looking elsewhere and focus on implementing what I’ve taught you in this book
instead.

I don’t have the time
There’s no such thing as you don’t have the time. Truth is, you don’t prioritize this
work enough. It is hard work, and it takes longer than most techniques to bring you a
steady stream of income.
It is a technique that is slow, but steady. Once you master this technique, you don’t
have to worry about bringing in sales and coaching clientele. You know the process
inside out. All you need to do is prioritize these activities every single day so that the
numbers make sense.
When left alone, most people become distracted, bored, discouraged, and
uninspired; they will not complete the work designated in this book to achieve their
full potential under the excuse of ‘No time’.
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The power of best practices
Unfortunately, most people who attempt to achieve a breakthrough on their own
make costly mistakes. They procrastinate and waste time and too often they create
an inferior version of the process that fails to create the desired outcome. It may
even work against what you are currently doing.
In every industry there are cutting edge strategies and methods that form the basis
of current best practices. These practices evolve over time. When I started in
business, a best practice for my industry was to market my business by attending
networking events; today the best practices relate to content generation and content
marketing strategies.

Leveraging experts
A mentor once said to me, ‘As soon as you figure out that it’s worth paying for great
people to work on your business, everything goes to a new level’
It’s possible to access and learn from almost anyone on the planet. Experts are
available to help you implement best practices and apply them to your specific ideas.
Some people who struggle in their coaching business hate paying for help – which
confuses me.
They try to do it all themselves: they try to build their own website, design their own
brochures, do up their own accounts, and devise their own marketing plans.
It’s not how the pros do it
People who are high achievers ensure they are surrounded by experts who can help
them to implement their vision. They instruct people who do know what they are
doing and work with them to implement transformation.
They don’t risk making painful mistakes that someone else has already made. There
are people who have achieved the goals you have set for yourself and they can help
you get there faster, cheaper and at a higher standard.
For every project that I am involved in, I surround myself with the experts in that field.
I use top coaches, lawyers, accountants and advisors.
I’m surrounded with people who help build my business. If I am working on a pitch, I
want to work on it with a mentor whose pitches have built dream teams and made
millions in profit.
Give yourself the gift of leveraging the success of others and make sure you get
yourself some support and guidance from the people with results while you are on
your entrepreneurial journey.
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It is possible to make more money but you can never make more time. If you get the
chance to speed up your results – take it – because the value of your time is too
precious. Other than your time, most resources are more freely available than ever

An Illusion of a Lack of Resources
Professor Paul Zane Pilzer, a senior economic advisor and internationally acclaimed
author, says that a resource is only defined by our ability to use it. Effectively, there
are no resources without resourcefulness.
The only reason oil is a resource, is because we are resourceful enough to use it for
so many things. Before we understood it, it was nothing more than black sludge.
Chances are that you are already standing on an ‘oil well’ of opportunities that are
just waiting for you to become resourceful enough to see them.
If you don’t believe me, try to imagine what would happen if tomorrow morning
Anthony Robbins swapped lives with you for a year. He would get your house, your
car, your friends, your family, your challenges and even your bank account
Imagine that he would even take on your name and appearance. In twelve months,
when you swap back, do you think there would be some noticeable changes in your
life?
Of course, there would! He would spot opportunities that you had overlooked. He
would pick up the phone and have conversations you would not have had. He would
start to introduce himself more powerfully than you currently do.
What about poor Anthony Robbins when he has to go back to his life a year later? If
you hadn’t been as resourceful as him, he might find that his island might be
repossessed, his planes grounded, his management team had all quit and his
seminars have stopped running.
We all want Anthony Robbins’ resources but very few people are willing to get even
a little bit more resourceful than they currently are. After reading this book, I
sincerely hope you are willing to stretch yourself and do what it takes to bring in
more clients in your industry.
No matter what you need in your business or your life, getting it will be a function of
your resourcefulness rather than whether the resource is available. Of course, they
are available.
The three biggest factors that determine your resourcefulness are:
• The questions you ask
• The people you know
• Your willingness to stretch into the unknown
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CHAPTER REVIEW & ACTION PLAN

1. Identify the milestones you need to achieve and design your Roadmap here

2.What routines do you need to prioritize for your coaching business?

3. Who do you need to reach out to, to gain momentum for your business?

4. What are some ways you will keep yourself motivated and resilient?

5. What resources can you tap on to accelerate your journey?
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CHAPTER 6: A PIPE DREAM?
Here is a story worth sharing that helped me realise early on what I should prioritise
in my business.
It is a story that has stuck with me for the longest time and in this final chapter, I want
to share this with you.

ONCE UPON A TIME LONG LONG AGO, two ambitious young cousins name Pablo
and Bruno lived side by side in a small Italian village. The young men were best
buddies. And big dreamers.
They would talk endlessly about how some day, some way, they would become the
richest men in the village. They were both bright and hard working. All they need was
an opportunity. One day that opportunity arrived.
The village decided to hire the two men to carry water from a nearby river to a water
tank in the town square. The job went to Pablo and Bruno. Each man grabbed two
buckets and headed to the river.
By the end of the day, they had filled the town water tank to the brim. The village
elder paid them one dollar for each bucket of water. “This is our dream come true!”
shouted Bruno. “I can’t believe our good fortune.”
But Pablo wasn’t so sure. His back ached and his hands were blistered from carrying
the heavy buckets. He dreaded getting up and going to work the next morning. He
vowed to think of a better way to getting the water from the river to the village.
Pablo, the Pipeline Man “Bruno, I have a plan,” Pablo said the next morning as they
grabbed their buckets and headed for the river. “Instead of lugging buckets back and
forth for few dollars a day, let’s build a pipeline from the river to the village.”
Bruno stopped dead in his tracks. “A pipeline! Whoever heard of such a thing?”
Bruno shouted. “We’ve got a great job, Pablo. I can carry 100 buckets a day. At a
dollar a bucket, that’s a dollar a day! I’m rich!
By the end of the week, I can buy a new pair of shoes.
By the end of the month, a cow.
By the end of the six months, I can build a new hut.
We have the best job in town. We have weekends off and two weeks’ paid vacation
every year. We’re set for life! Get out of here with your pipeline.”
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But Pablo was not easily discouraged. He patiently explained the pipeline plan to his
best friend. Pablo would work part of the day carrying buckets and then part of the
day and weekends building his pipeline. He knew it would be hard work digging a
ditch in the rocky soil. Because he was paid by the bucket, he knew it his income
would drop at first. He also knew it would take a year, possibly two, before his
pipeline would start to pay big dividends.
But Pablo believed in his dream, and he went back to work. Bruno and the rest of the
villagers began mocking Pablo, calling him “Pablo the Pipeline Man.” Bruno, who
was earning almost twice as much money as Pablo, flaunted his new purchases.
He bought a donkey outfitted with a new leather saddle, which he kept parked
outside his new two storey hut. He bought flashy clothes and fancy meals in the inn.
The villagers called him Mr. Bruno, and they cheered when he bought rounds at the
tavern and laughed loudly at his jokes.

Small Actions Equal Big Results
While Bruno lay in his hammock on evenings and weekends, Pablo kept digging his
pipeline. The first few months Pablo didn’t have much to show for his efforts. The
work was hard – even harder than Bruno’s because Pablo was working evenings
and weekends, too.
But Pablo kept reminding himself that tomorrow’s dreams are built on today’s
sacrifices. Day by day he dug, an inch at a time. “Inch by inch it’s a cinch,” he
chanted to himself as he swung his pickaxe into the rocky soil.
Inches turned into one foot… then 10 feet… then 20… 100… “Short-term pain
equals long-term gain,” he reminded himself as he stumbled into his humble hut
exhausted from another day’s work.
He measured his success by setting and meeting his daily goals, knowing that, over
time, the results would far exceed his efforts. “Keep your eyes on the prize,” he
repeated over and over as he drifted off to sleep accompanied by the sounds of
laughter from the village tavern. “Keep your eyes on the prize…”

The Tables Are Turned
Days turned into months. One day Pablo realized his pipeline was halfway finished,
which meant he only had to walked half as far to fill up his buckets! Pablo used the
extra time to work on his pipeline.
The completion date was advancing faster and faster. During his rest breaks, Pablo
watched his old friend Bruno lug buckets. Bruno’s shoulders were more stooped than
ever.
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He was hunched in pain, his steps slowed by the daily grind. Bruno was angry and
sullen, resenting the fact that he was doomed to carry buckets, day in and day out,
for the rest of his life.
He began spending less time in his hammock and more time in the tavern. When the
tavern’s patron saw Bruno coming, they’d whisper, “Here comes Bruno the Bucket
Man,” and they giggle when the town drunk mimicked Bruno’s stooped posture and
shuffling gait.
Bruno didn’t buy rounds or tell jokes anymore, preferring to sit alone in a dark corner
surrounded by empty bottles.
Finally, Pablo’s big day arrived – the pipeline was complete! The villagers crowded
around as the water gushed out from the pipeline into the village water tank! Now
that the village head a steady supply of water, people from the surrounding
countryside moved into the village, and it grew and prospered.
Once the pipeline was completed, Pablo didn’t have to carry buckets anymore.
The water flowed whether he worked or not. It flowed while he ate. It flowed while he
slept. It flowed on the weekends when he played. The more water flowed into the
village, the more the money flowed into Pablo’s pockets!
Pablo the Pipeline Man became known as Pablo the Miracle Maker. Politicians
lauded him for his vision and begged him to run for mayor. But Pablo understood
that what he had accomplished wasn’t a miracle. It was merely the first stage of a
big, big dream.
Pablo planned to build pipelines all over the world! Recruiting his friend to help the
pipeline drove Bruno the Bucket Man out of business, and it pained Pablo to his old
friend begging for free drinks in the tavern.
So, Pablo arranged a meeting with Bruno. “Bruno, I’ve come here to ask you for your
help.” Bruno straightened his stooped shoulders, and his dark eyes narrowed to a
squint. “Don’t mock me,” Bruno hissed. “I haven’t come here to gloat,” said Pablo.
“I’ve come here to offer you a great business opportunity.
It took me more than two years before my first pipeline was complete. But I’ve
learned a lot during this two years! I know what tools to use. Where to dig. How to
lay the pipe.
I kept notes as I went along, and I’ve developed a system that will allow me to build
another pipeline… and then another… and another.” “I could build a pipeline a year
by myself. But that would not be the best use of my time.
What I plan to do is to teach you and others how to build a pipeline… and then have
you teach others… and have each of them to teach others… until there is a pipeline
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to every village in the region… then a pipeline in every village in the country… and
eventually a pipeline in every village in the world!”
“Just think,” Pablo continued, “we could make a small percentage of every gallon of
water that goes through these pipelines. The more water flows through the pipelines,
the more money will flow into our pockets. The pipeline I built isn’t the end of a
dream. It’s only the beginning!”

Pipeline Dreams in a Bucket Carrying World
Years passed. Pablo and Bruno had long since retired. Their worldwide pipeline
business was still pumping millions of dollars a year into their bank accounts.
Sometimes on their trips throughout the countryside, Pablo and Bruno would pass
young men carrying water buckets.
The childhood friends would pull over and tell the young men their story and offer to
help them build their pipeline. A few would listen and jump at the opportunity to start
a pipeline business.
But sadly, most bucket carriers would hastily dismiss the notion of a pipeline. Pablo
and Bruno heard the same excuses over and over. “I don’t have the time.”
“My friend told me he knew a friend of a friend who tried to build a pipeline and
failed.” “Only the ones who get in early make money on pipelines.” “I’ve carried
buckets all my life. I’ll stick with what I know.” “I know some people who lost money
in a pipeline scam. Not me.”
It made Pablo and Bruno sad that so many people lacked vision. But both men
resigned themselves to the fact that they lived in a bucket-carrying world… and that
only a small percentage of peopled dared to dream pipeline dreams.

You have all it takes to build your pipeline
I’ve given you the tips, tools, tricks and techniques to build your pipeline in the
fastest way possible. Now it’s all about taking action

The Power of Momentum and Inertia
I hated learning physics at school. I remember thinking: what a completely pointless
subject. What possible use will I have for this in the future?
Then I saw the two rules of the universe
Rule 1: The Law of Inertia – An object at rest will stay at rest, until acted upon by
an outside force.
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And its opposite

Rule 2: The Law of Momentum – An objection in motion will stay in motion, until it
meets a resisting force
These two universal laws have stuck with me since school and reminded me that
when I feel the motivation and spark to do something, I should act on it right away.
Momentum is too previous to lose. It’s a gift that comes far too rarely.
If you feel compelled to act, then go for it. As you get going, you will find that you
gather pace and you get enormous amounts accomplished. Often, I am happy to sit
up until 3am working on something, just so I don’t break the momentum.
Of course, if you don’t act you become controlled by the law of inertia. You become
an object at rest, destined to stay at rest until you get a big kick up the ass. Far too
often the outside force that gets you to eventually act comes in the form of pain.
You realise that you’ve not achieved any of your goals in two years. You lose a job.
You lose a client. You lose a relationship.
Inertia weighs you down and it takes more and more effort to get moving. Momentum
is feeling of being in flow. It’s a rush and it’s the domain of creativity.
Why am I telling you this?
Because if you have rad this far, then deep down inside something is telling you to
take action. You have an important message to share, you have amazing knowledge
and content within you, you have a valuable product to produce and all the resources
in the world to get you started.
You live in a remarkable time in history. It’s time to stretch and make the most of it.
It’s time to invest time, energy, and money doing the highest value activities for you.
It won’t be easy, but it will be worth it.
You’ve read this book for a reason and that reason is to act. You’re here to do it, not
learn about it. Enough with the learning: now is your time to prove yourself as a
Coach and earn a decent living within the comforts of your home.
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About Empowering Millennial
Coaches Program
The Empowering Millennial Coaches Program is a twenty-five-week program
designed specifically for coaches to implement the best practices for their business
to take off.
It is designed to help you project-manage the six key areas covered in this book, tap
into a peer group and learn from world class coaches.
Hundreds of coaches around the world have used the program to dramatically shift
the performance of their business and their life
The program runs for a global audience on a virtual basis. The process is fast-paced
and results orientated. It’s about implementation and transformation, not ideas.
The Empowering Millennial Coaches Program provides resources to speed up your
progress. After working with thousands of people, I’ve discovered many strategies
that create faster results in this field of coaching.
It’s not about the information
What’s the difference between DIY (do it yourself) and DWY (done with you)?
Access
It is not the tactic, or the strategy or any kind of information. It is the ability to have
access to me. To ask me questions. To know how to overcome sticky situations. To
brainstorm anything from ideas to business models. To troubleshoot stuff that is
acting up as an obstacle.
Implementation
When you work with someone else, you get to your desired result faster. Because
you have put your skin in the game. You have invested in yourself. And you have
someone to chase you until you get things done. So you not only have all the
information you need – you get shit done. You implement what you learn and taking
action is the key. As the sayings go –
“ Clarity comes from Action, not Thought”
and
“Motivation comes from Momentum”
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Vivek is a Millennial Coach and the Founder of Millennial Minds. As the author of the
book Empowering Millennials, he works with coaches in his generation to attract,
nurture and close clients within the comforts of their homes.
He brings with him over a decade of experience working with Millennials since 2007
from institutes of Higher Learning and High Schools. At the age of 25, Vivek forayed
into the realm of Entrepreneurship by forming his own outfit YOU Training &
Development to empower students with leadership skills after working 7 years as a
freelancer in the training and education industry.
He has been featured on ASEAN regional media such as Channel NewsAsia’s First
Look Asia program, Vasantham’s Neeyum Naanum program, National Radio
stations such as MONEY FM, Oli 96.8FM, SME Entrepreneur Magazine and multiple
online blogs. His articles have been published in various national media such as
Straits Times, Business Times, CNA radio and lifestyle magazines.
He is a certified NLP practitioner and also a Psychological Behaviourist with
personality profiling certifications in MBTI and TetraMap, which he uses to coach
Millennial employees and entrepreneurs.
He has recently been commissioned by Penguin Random House to write 3 books on
the Millennial Generation
His vision is to empower Millennials to build a lifestyle of Fun, Freedom and Fortune
so that they can go to work daily with a smile on their face
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