Article #1: 

Why Business Coaching Is The Next Big Thing…  
By Christian Mickelsen
 
Before any area of business explodes there are always clear signs something big is about to happen. 
 
But, most people don’t see it coming. 
 
Areas like bitcoin, crowd funding, and even online storage explode before most entrepreneurs have a chance to really jump in early and become one of the big winners. 
 
Which leaves many people wondering what the next big thing in business will be, or how they can take advantage of an amazing opportunity they can’t see yet.   
 
So in this article, I’m going to explain why business coaching is the next big thing in the coaching industry, and why anyone including you can take advantage of this massive untapped market. 
 
I’ve been coaching for 18+ years, and have seen trends in this industry come and go. But I’ve never seen or experienced an opportunity in this industry as big or real as business coaching. 
 
Coaching business owners has been a major factor in me creating a company that pulls in $5,000,000.00+ a year – and I started from nothing.  
 
My company has also appeared on Inc. 5000’s fastest growing companies in America for the last three years in a row. I feel confident that we'll make it this year as well. 
 
The last time I saw something this big in the area of coaching, was when the coaching industry itself started to gain popularity around the world. 
 
Business coaching could be the biggest opportunity for you as a coach, or someone that’s just thinking about getting into coaching. 
 
All of that said, here’s why the business coaching industry is booming and why I believe you should jump on this opportunity now.  
 
#1 Demand Is Growing With No Signs Of Stopping  
 
Even though many might think the market is saturated, the business coaching market isn’t. 
 
There are over 28 million small businesses in the US alone. All of which want to succeed and will need some level of advice. 
 
On top of that, there's a 6%+ yearly growth rate in coaching that’s said to continue to at least 2022. 
 
The data alone shows that there are more people than ever that need help from coaches who specialize in various niches, and there are no signs of this growth slowing down any time soon. 
 
Someone will need to coach and advise these people to help ensure they grow successful businesses, and that could easily be you. 
 
#2 Low Overhead Costs & Low Barrier To Entry 
 
Becoming a coach doesn’t require any special certifications, education, or personal connections. All you really need to get started is a willingness to help people who need coaching and good work ethic.  
 
You can, of course, seek coaching certifications, and specialized training (which can help depending on your chosen niche), but it's not a requirement. 
 
Your background and level of experience doesn’t matter either.  You can literally choose to become a business coach today and then start helping people get results.  
 
That said, the costs to get started does include things like a phone and computer (which most people have access to), a website (optional), and the ability to meet people, which you can do virtually. 
 
But, the costs compared to the potential earnings are nominal. 
 
#3 Technology Has Broken Down All Barriers  
 
With technology like free video calling from Skype, WhatsApp, or FaceTime, and easy online billing through PayPal, it’s easier than ever to have coaching sessions with anyone from just about anywhere and get paid instantly.  
 
You can find clients all over the world using online ads, social media, and your website. And you can sell coaching via online programs and webinars - 24/7 and even while you sleep.   
 

#4 You Can Name Your Price  
 
When it comes to business coaching, there’s no limit to how much you can charge, or how many clients you can serve. Technology helps you duplicate yourself, and you can charge just about anything you want.  
 
Of course I encourage my students or anyone I come across to give huge value before charging high fees, but the ball is in your court when it comes to what you ask for.   
 
This is one of the many things that makes being a business coach so great. There’s no one standing in your way, telling you how much you can make.  
 
And the level of freedom you can attain from business coaching is attracting more and more people to get started in this budding industry. 
 

#5 A Way To Build a Sustainable Business

If you’re looking to build a long lasting business, business coaching is a great field to get into.

Approximately 543,000 new businesses open each month (according to Forbes.com), which means there are plenty of potential clients for you to coach. 
 
And because business owners understand and embrace the concept of spending money to make money, they are willing to invest money – if it means you can help them make more money. 

In conclusion...  
 
There’s never been a better time to become a business coach because there’s tons of demand and there's no ceiling on your income potential.
 
If you want to get in on a lucrative business opportunity, business coaching is it. 
 
And if you'd like to learn more about coaching then I encourage you to visit my website at http://christianmickelsen.com/  
 
Here’s to your success!  


Christian Mickelsen is a three time winner of Inc. 5000’s fastest growing companies in America 3 years in a row, and two time #1 bestselling author of GET CLIENTS TODAY and Abundance Unleashed.

With over 18 years of professional coaching experience, he’s a leading authority on business coaching and is one of the highest paid business coaches in the world, appearing in Forbes, Yahoo Finance, and MSN.

He’s taught hundreds of thousands of coaches around the world how to get clients and build successful businesses and currently lives in San Diego, California with his wife and three daughters.
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Article #2: 

How The 80/20 Rule Can Reinvent Your Business & Allow You To Work Less And Make More 
By Christian Mickelsen 

I want to share a principle that can revolutionize how you see your business.  

It can also help you double or triple your income while having more time off. 

Nope, I’m not talking about some strange marketing gimmick. 

I’m talking about the 80/20 rule.  

It’s a rule that states that 80% of your results come from 20% of your efforts, and 20% of your results comes from 80% of your efforts.  

Many business owners are familiar with this rule…but few actually put it into practice in their business.  

That’s because they’re too busy reacting to the short-term needs of their business. 

They never step back and catch a big picture view of their business and determine where to focus their efforts…

…and what to ignore. 

This article is going to help you apply the 80/20 rule to your business so you can make more money, be happier and get more time off. 

How The 80/20 Rule Applies To Your Customers And Your Marketing Efforts.  

Most people see their customers as equal. 

They use the same marketing, the same message, and the same approach when attracting these people.  

The problem is this cannot be further from the truth!  

There are customers who will not only hire you, but do business with you over and over again and refer their friends.  

Depending on your business, you could get 20, 50 or 100 customers or MORE from one customer!  

Also, when you calculate the lifetime value of your customer, they could be worth $100,000 or more—depending on how many times they buy from you and refer their friends. 

Now let’s take a look at a regular customer that buys one of your products through, say, a Facebook ad.  

They make their purchase, but they never consume the product so they don’t get the transformation they desire. 

So they never tell their friends about you, or refer you customers. 

Not only that, but they don’t open up your emails, engage with you on social media or buy another product from you. 

As you can see, customers are not created equal. So why in the world would we treat them the same? 

Chet Holmes wrote the excellent book, The Ultimate Sales Machine, several years ago where he talked about approaching your “Dream 100” customers or clients.  

These are customers or clients that, if you were to land them, could forever change your business. 

In fact, this is how he got Tony Robbins to work with him for a while.  

Did he use the same marketing tactics to attract these Dream 100 clients? 

Did he get them to opt-in for a free report and then plug them into a canned autoresponder sequence?  

Nope. He used some pretty outrageous tactics to get the attention of these high-paying clients.  

They included sending them beach balls and pre-recorded messages from celebrities.  

He understood the 80/20 principle when it comes to attracting clients. 

He also understood that not all customers or clients are created equal.  

So why should we treat them as such? 

The 80/20 Rule When It Comes To Managing Your Time And Deciding What To Do (And What To Delegate).  

It’s amazing how many entrepreneurs and small business owners spend their time doing low-value tasks throughout their day.  

When I teach people to become great coaches, I recommend they charge $1000/month for their coaching as a minimum.

That’s $500/hour if the coach holds two coaching sessions per month. 

Yet many of them do low-value work like futzing around with websites, cold prospecting, and running around town going to the post office and buying office supplies… 

…things that can easily be outsourced to someone else.  

Your goal is to become excellent at whatever your core competency is so that the value of your time is $500, $1,000 or $10,000 per hour, or more.

Why? Because you can only be excellent in so many areas. 

For you, it could be copywriting, consulting, planning your business, or speaking on stage.  

Once you’ve decided how much your time is worth, then you get someone else to do all the things that you don’t love to do, and aren’t the best use of your time. 

One of the biggest investments you can make in your business is hiring a personal assistant.  

This is someone you can easily outsource all that low-value work that's keeping you from maximizing your income. 

They could be answering emails, organizing between you and your clients and doing everyday busywork.  

Sure, many business owners experience breakthroughs in marketing that allow them to attract more customers and clients in their business. 

But many breakthroughs happen when it comes to delegation.  

It’s the difference between earning $100,000 and working 80 hours/week with no free time, and earning $500,000 with more time with family and less stress.  

Plus imagine how much you can earn when you’re doing $500 to $1000/hour work every day?   

The possibilities are endless!  

Now’s The Time To Put The 80/20 Rule To Work In Your Business. 

I know the first thing most people should do is hire a VA after reading this article, if they are trying to do it all in their business, by themselves.

It’s something I should have done early in my business career, but I was afraid to delegate. 

Then you can look at your marketing and your customers and apply the 80/20 rule to streamline your marketing.  

It can transform your business and remove some of the stress you’re experiencing right now.  

It can also double or triple your income. 

So take some time from the everyday grind of your business and figure out how you can apply the 80/20 rule to your business.  

You’ll be glad you did!

Christian Mickelsen is a three time winner of Inc. 5000’s fastest growing companies in America 3 years in a row, and two time #1 bestselling author of GET CLIENTS TODAY and Abundance Unleashed.

With over 18 years of professional coaching experience, he’s a leading authority on business coaching and is one of the highest paid business coaches in the world, appearing in Forbes, Yahoo Finance, and MSN.

He’s taught hundreds of thousands of coaches around the world how to get clients and build successful businesses and currently lives in San Diego, California with his wife and three daughters.
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Article #3: 


5 Easy Steps To Hire Your First "VA" 
By Christian Mickelsen

 
What do you do when you've got a business to run, a million tasks to finish, fires to put out, and only 24 hours in a day to do it? 
 
Well, actually less hours than that, because you have to make time for sleep.   
 
A great solution that a lot of people look over is hiring a virtual assistant (also known as a “VA”). 
 
In recent years, VAs have become very popular because they make life for entrepreneurs a lot easier. They help you get organized and perform a number of tasks, so you can “create more time” and focus on things that will really help your business grow. 
 
You want to hire a VA because... 
 
· They save you time and energy you can put directly into the business 
· You save money because it cuts out the expense of having to hire an on-site employee 
· You get to do more of the things you enjoy because you can simply delegate any non-critical or repetitive tasks to the VA 
· Overall you increase productivity and avoid burnout - giving your business a better chance of thriving in the long-term 
 
But, hiring a great VA isn't always easy. It's just like hiring an in-person assistant. You need to know the person is competent, responsible, and able to help keep you on track. This person should be an asset, not a liability.   
 
So, here are 5 easy steps to help you hire your first VA (or, if you've hired one before, and want to get better at finding a good one): 
 
Step #1: Document the processes you want to outsource 
 
The mistake a lot of people make when working with VAs is outsourcing things that aren't properly documented. This can lead to wasted time, money, effort and a lot of frustration for you and the VA. 

For example, say you always have a questionnaire that new customers fill out before they receive a certain service. You should list the entire process from start to finish.   
So be sure to document your processes from A to Z first, so when your VA does the task, they have a clear procedure to get the job done correctly and efficiently. 

As an added bonus, this helps you get clear about what to expect from your VA, which is important for step 2.  
 
Step #2: Create a job description 
 
When creating your job description, you want to attract the right people, and be clear about what you want done. 
 
Be sure to include things like: 
 
· What kind of company you have 
· What technologies and applications you use (for example MS Word, Adobe Illustrator, Google docs, Slack, etc.) 
· The kinds of things they’ll do for you 
· Whether you have language preferences 
· Hours per week they need to be available 
· And any other keywords you believe the right candidate might search for 
 
Step #3: Post your job description 
 
Once you have a good job description, it’s time to get it out there for VAs to see!  
Some websites you can look into are: Indeed, Upwork, Fancy Hands, Fiverr and others. 
 
These are well known websites for finding off-site virtual workers and they have good tools for searching VA profiles as well. 
 
Step #4: Give applicants a little test 
 
Your business is important to you, so you’ll no doubt want to make sure you work with people who bring their best to the table.  So before you hire anyone, I suggest you give them a little test to ensure they’d be a great fit. 
 
For example, if you find an applicant you like, you could ask them to do something really simple like 1) proofread a document and 2) to send it back to you by a certain time and date. 
 
Something simple like this will give you the opportunity to see what their working style is like and whether they mesh well with your working style. 
 
Step #5: Have a trial period 
 
Now that your candidate has passed the test, it’s time to start working with them. 
 
But before you make any big commitments, I suggest you have a trial period with them. Somewhere between 1 and 3 months is good. This will give you an opportunity to see what their working habits and results are longer term without committing fully. 
 
Once you do this and find someone that works well with you, you’ve arrived at working with a great VA and can simply repeat the process when you need more people. 
 
Moving forward...   

Using a VA will give your business a chance to thrive more because they help you get much more done in less time and they also help you avoid burnout. 
 
If you’re a small business owner and you continue doing everything yourself, you could jeopardize the quality of your work, the satisfaction of your customers or clients, and the overall survival of your business. 
 
Tasks To Give Your VA 

Here are some examples of tasks you can outsource to a virtual assistant… 
 
· Content research 
· Setting up email autoresponders and other marketing systems 
· Managing your daily schedule and appointments/meetings 
· Helping you with your hiring process (filtering resumes) 
· File management 
· Transcribing voice recordings or other content you want to repurpose and sell 
· Creating content pieces such as blog posts from other materials you’ve already created
· Answering support tickets and emails 
· Following up with clients and customers (sending thank you and instructional messages) 
 
To get a real feel for what’s out there, head over to a website like Upwork and do a search on some of the above tasks or others that you’re interested in outsourcing. 
 
It’ll give you a chance to see what the rates are, where your VA might be located, and what to expect when you place your job posting on one of these kinds of websites. 
 
If you’re a small business owner or just start out as a coach and don’t have a big team yet, using VAs is a great way to expand your business and also give you the room to focus on what you’re best at so your business has the best chance of success. 
 
So get started now, and I wish you success in finding a great VA! 

Christian Mickelsen is a three time winner of Inc. 5000’s fastest growing companies in America 3 years in a row, and two time #1 bestselling author of GET CLIENTS TODAY and Abundance Unleashed.

With over 18 years of professional coaching experience, he’s a leading authority on business coaching and is one of the highest paid business coaches in the world, appearing in Forbes, Yahoo Finance, and MSN.

He’s taught hundreds of thousands of coaches around the world how to get clients and build successful businesses and currently lives in San Diego, California with his wife and three daughters.
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