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Class # 1 Receive Your Niche  
 

Andrea: Welcome, everyone, to the first class of Fill Your Coaching Practice With 
Ease. This is one of those historical days. Karen and I started with this 
program in 2011, so we’ve been together for many years now.  

 
 I’d like to introduce Karen. It’s always a pleasure working with her. Enjoy. 
 
Karen: Thank you, Andrea. Thanks for all you do to help get this together. 

Sometimes I think it takes a village.  
 
Andrea: Thank you. 
 
Karen: As Andrea says, this is the fifth year we’re putting this course on. It has 

evolved. New content has been added each time. The first time we did 
this, we just had recordings. Now we have slides, templates, handouts, 
and all kind of things.  

 
 We also have over 100 coaches in this class. Some are brand-new taking 

it for the first time, and some are retaking it. One of my friends who is a 
Harvard lawyer took my course on executive coaching a second time. 
Somebody said, “Didn’t she get it right the first time?” She said, “I got it 
right. I just go deeper every time.”  

 
 If you’re taking this again, congratulations. All of you who are here, as 

long as you stay subscribed to the list, will get an invitation when the next 
course for Fill Your Coaching Practice With Ease occurs. It’s always great 
to revisit the material. 
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 Andrea created the banner, reminder emails, and registration page, and 
she is going to be on all the calls with us to manage the recording and 
monitor the chat window, so I want to give a big shout-out to Andrea. 
She has done the lion’s share of the behind-the-scenes work.  

 
 We also have Jenn I’d like to thank. Jenn is helping get everyone added to 

the Facebook group. I know some of you are not added yet. If you would 
like some help with that, send an email to Info@KarenCappello.com and 
request help with being added to the Facebook group. Jenn will help you.  

 
 We also have Kathy helping out. She is watching over the information at 

the www.KarenCappello.com email address. If you send any questions 
you might have during the course of the program there, you may hear 
back from Kathy. As I said, it takes a village. If you have any questions at 
all, just respond to any of the emails we send out. We want you to have a 
fantastic experience here. 

 
 As we get started into this space, I’d like to read a quote. I’d like you to 

think about it and actually take it in. It’s by Gary Zukav. “Whatever the 
task that your soul has agreed to, whatever its contract with the universe 
is, all of the experiences of your life serve to awaken within you the 
memory of that contract and to prepare you to fulfill it.” 

 
 One of the reasons I’m reading that quote as we start out today is to say 

that you have everything within you to fulfill your goal of your full 
coaching practice. You already have it within you, so we’re going to 
activate it in these next five weeks. 

 
 What are we going to cover during this course? The first thing we’re 

going to cover is five steps to grow your practice. These are the very 
practical doing steps. We’re also going to weave in the being or spiritual 
dimension into each and every step. 

 
 The first step is to receive your niche. We’re going to go over that today. 

I’ve identified 98 possible niches for you on the template just to give you 
an idea of what could work for you. Please don’t let that overwhelm you. 
Just let that look like a lot of choices and pick one out. 

 
 The next thing we’re going to go over in the class is to create your 

signature program. That’s next week. I’ll share a four-step generic 
signature program outline that you can easily plug your program into. 
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This is something that has been added to this course. Last year we added 
it, and people just love it. It will create a lot of ease for you. 

 
 Our next step is to grow your community. That is Week 3. I’m going to 

share a simple process for creating your introductory free offer along 
with a template for your email campaign that follows this up. You’re 
going to receive six emails to send beyond your free offer so you can 
automate giving those valuable resources to your community and 
strengthen the relationships with those who opt in. 

 
 Our next step in Week 4 is to design investment opportunities. In that 

week, you’re going to receive exact pricing templates for common 
investment opportunities, including trainings, group coaching, VIP days, 
and one-on-one coaching programs. You can use these as-is or tweak 
them to fit your basic community. 

 
 Our fifth step is to learn a winning enrollment conversation. In the fifth 

week, we will go through how to have successful enrollment 
conversations with your potential clients where you feel totally aligned 
and they feel totally supported. 

  
 Here’s an important point that I really want to give you today. I want to 

request that you do this at your own pace. Choose to work on a program 
for your niche if you know it or a program for a group of people. Take 
that one program through this process. You can do this for your whole 
coaching practice or one particular program.  

 
 For instance, this Fill Your Coaching Practice With Ease program that 

you’re participating in is the cornerstone in the signature program of my 
coaching practice. I also have a niche around group coaching. That 
includes a different signature program, free offer, pricing of programs, 
and conversations.  

 
 What I’m asking you to do is work on a core program for your niche, or 

work on a program for a segment of your niche. Keep it really simple. 
Take one thing and put it through the paces.  

 
 To give you an example, when I began my coaching practice, I 

participated in the 90-day Product Factory. I don’t think they’re doing this 
anymore. It was a Michael Port and Mitch Meyerson. It was an intensive 
program, to say the least. While others were creating elaborate programs 
which required they learn a lot of new technology, I took myself through 
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the entire process and learned how to do this free ebook. I didn’t get 
overwhelmed, and I was able to use the process again and again.  

 
 If your niche doesn’t come to you in the next few days and you don’t 

know what it is already, take a program you want to create for a certain 
audience through the next four steps. 

 
 Here’s another example of what I’m talking about in an analogy. When I 

was younger, my dad coached hockey and my brother played. My dad 
had a commitment to play all the players on the team every game. While 
the other coaches were only playing their best players because they 
wanted to win, my dad helped all his players get better each and every 
game.  

 
 When they went to the playoffs, the rule was that you had to play all your 

players. The other teams had great players, and some of them weren’t 
that strong because they sat on the bench all season. My dad’s team won 
because all his players were strong. 

 
 I request that you start slow and deliberate. Just play in each game, 

meaning fill in the template I’m going to take you through in each class. 
That template can be found on the download page. If you miss a class, 
listen to the recording as soon as you can and fill in that template. Each 
week, we’ll build on the last week. 

 
 If you fall behind, no worries. The complete set of recordings, transcripts, 

templates, and slides will be available to download now and when the 
class is finished. You’ll be able to go back as many times as you like, so 
please give yourself the gift of going at a pace that is right for you. 

 
 Let’s talk about what’s possible and take a moment to get in touch with 

one or more of the reasons you’re here. I want you to think about this. 
What would be possible for you if you had a program all mapped out, and 
you filled it? What if you knew the way to do this with ease and joy? 
What would that mean to you? What feelings would be present?  

 
 It could be something like relief, power, or joy. Would you take your 

family on vacation? Would you buy a new MacBook Pro? Would you give 
to your favorite charity? I want you to think about what’s possible for you 
when you know how to fill your practice.  

 
 Martin, would you like to share what’s possible? 
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Martin: The overwhelming sense is contribution. My experiences have taught me 

one thing. Those attracted to this business have a sense of wanting to 
give more than receive, and paying the bills is a necessary evil. It’s an 
overwhelming sense of being free of the logistics of coaching so you can 
get in the business of helping others. That’s the driver for me. 

 
Karen: Fantastic. Thank you, Martin. You definitely have a contribution to make. 

I know that because you just told us all. Congratulations. 
 
Andrea: Someone asked a question. “Define a program.” 
 
Karen: To me, a program is a series of classes or courses. This program has five 

classes. I use “program” and “course” interchangeably. What I mean by a 
program is a group of classes, courses, or material that will give someone 
a certain type of result. 

 
 There are some logistical things I want to share, but we’ll come back to 

what’s possible. 
 
 We have a class resource download page. You’re going to get reminders 

each week with a link to the class resource page. We know everyone is 
confirmed in our autoresponder. If you’re not getting reminders, send an 
email to Kathy at Info@KarenCappello.com, and she’ll look into it.  

 
 Before you do that, if you wouldn’t mind checking your spam folder, I 

would really appreciate that so we don’t run Kathy ragged on all of this. If 
you can’t find it in your spam folder, reach out to Kathy. She’ll make sure 
there’s a right hookup. Some people signed up with other peoples’ PayPal 
accounts, like a husband or a different address. Our autoresponder 
system doesn’t like if there’s an address that says “Info@,” so we have to 
change it to a personal address. Sometimes emails get lost. If you’re not 
getting things, let us know.  

 
 By Friday, the slides and templates will be uploaded to the page for the 

next week. We have a black and white version of the slides for those who 
want to print them out. We have a color version of the slides for those 
who want to look at them. I personally like color, but I don’t print 
anything. Do whatever is best for you. We also have templates in a Word 
format. The templates are something you can type in or write in. 
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 In each class, we’re going to spend about five minutes on a centering 
exercise at the beginning. Today we did a quote. Then we’re going to 
spend about 40 to 45 minutes on content that I’m going to share with 
you. Then we’re going to open it up for Q&A and coaching.  

 
 Because we had such a strong response to this course, we’re probably 

going to end at 90 minutes. If we’re early at 75, we’ll end then. With all 
the people we have here, I’m pretty sure we’re going to go 90 minutes 
each week.  

 
 If you can’t make the class live or you have to leave before we’re done, 

you’re going to have the recording immediately after the call. If you look 
on the class resource download page, there’s a listening link. As soon as 
the class is done, there will be a recording if you click on that listening 
link. During the class, it will be the slides and the live class. Immediately 
after, it will be the slides and the recording. 

 
 The transcripts we’re going to give you will take a bit more time. We send 

them out, and then we need to upload them. Those will take about 10 
days, and Andrea will post in the Facebook group when the transcripts 
have been uploaded to the page. 

 
 It looks like we have a question from John. 
 
John: My question is regarding the class sessions. You mentioned five sessions 

a little while ago, and that was my understanding when I signed up. On 
the download page, it lists four days in March and two in April, which is 
six according to United States math. 

 
Karen: I’m so glad you asked that question because I was just about to say that. 

We did a bonus call the last time we did this class, and it was on mindset 
and self-care. We decided that instead of doing a whole other call, we’re 
going to give you as a bonus the transcript and audio of Mindset and Self-
care.  

 
 We thought it would be great to do it now because some of you might 

want to listen to that before Week 6. If you’ll refresh your download 
page, you’ll see that as a bonus instead of a call. That’s going to add more 
value because you can access it immediately. 

 
John: That works for me. Thank you. 
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Karen: Thank you, John. You’re reading my mind here. 
 
John: I try to. 
 
Karen: Thank you.  
 
 Next is Slide 5, and I’m going to talk about the Facebook group. This is a 

really important part of the course. It’s a secret group. It’s private. It’s not 
being posted in other places. In fact, it doesn’t even show up on 
Facebook.  

 
 Sometimes I can see groups of other coaches. I can see the names of the 

people who are in the group, but I can’t have access to join. I really want 
to respect everybody’s privacy. There are notifications for these 
Facebook groups, and if you look on this slide, to the right and directly 
below the 2.0 is something that says “notifications.” If you want to 
receive notifications for the group, click on the tab. You can get none. 
You can get your friends. You can get all of them. Put whatever you want 
there on the notifications.  

 
 You should have received an email around the time you registered to join 

the Facebook group. If you haven’t joined, reach out to 
Info@KarenCappello.com. We’ll get those emails to Jenn, and she’ll get 
you into the group. 

 
 If you want a learning partner during this course, ask on the Facebook 

group. Sometimes people like that. There are those who will benefit from 
doing this together. If you want a partner, ask for the qualities of who 
you want. Let people know who you’re looking for. 

 
 With these templates, go through each lesson. Fill out the template 

during each class and during the week following. Be really easy about 
this. If you feel stuck, reach out to the Facebook community or to your 
learning partner. We’re here for you. 

 
 I answer every post on the Facebook group. I may click a like button so 

you’ll know I read it. If for some reason I haven’t answered it within 24 
hours or I haven’t clicked the like button, you can send me a message to 
let me know. Every once in a while, things get a little backed up here, but 
usually I’m pretty much on top of that. I’m committed to it. If you haven’t 
heard, ask again because I really want to support you. 

 

http://www.karencappello.com/
mailto:info@karencappello.com
mailto:Info@KarenCappello.com


 
© Karen Cappello LLC · 6890 Sunrise Drive, Suite 120-200, Tucson, AZ 85750 · P: 520-299-0001 

www.karencappello.com · info@karencappello.com · All Rights Reserved.      8 
 
 

 Please refrain from any constructive criticism when responding or giving 
feedback in the Facebook group. To me, constructive criticism is an 
oxymoron. No criticism. Use “I” statements. Share your perspective, ask 
curious questions, and be acknowledging of what you notice is working 
right. This is a place to really encourage and share with each other. 

 
 Let’s go on to Slide 6 about guidelines and group agreements. We’ll go 

through these group agreements. I’m going to request that you use the 
agreements in the Facebook group, with your learning partner if you have 
one, when typing in the chat, when asking a question, or if there is an 
opportunity for you to get coached in class. The group agreements will go 
for everywhere. 

 
 On Slide 7, we’re going to start with the Standards of Presence. These are 

what we use for the group agreements. At the top of your download 
page, there’s a link to the Standards of Presence, and I’m going to briefly 
share them with you today.  

 
 We’re going to maintain confidentiality for what we hear in this class, 

especially what other people are sharing. We’ll adopt a stand for 
innocence, so have that beginner’s mind. Practice a positive focus. 
Connect at a deep level with other. Claim your experience as you own. 
I’m going to request that each one of us do that. Listen deeply and with 
honor. Give only authentic and positive acknowledgment and support. 
Practice self-care and self-responsibility, and allow others to do the same. 
Be fully present. I actually want to add one. Be gentle with yourself and 
allow yourself to go at your own pace.  

 
 If you have questions about those or if there are any you don’t agree to, 

please let me know. I want to make sure you’re in the right place and that 
this is right for you and everyone else in the class. 

 
Andrea: John says, “Time to travel with spouse and family along with handling 

bills.” 
 
Karen: This is about the vision. It’s about what’s really possible. 
 
Andrea: Right. Laurel says, “More time with clients and less on administrative 

stuff. Hire an assistant to do the admin stuff.” Another one says, “Donate 
my money to my graduate school at Berkeley Goldman School of Public 
Policy.”  
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Karen: Cool. 
 
Andrea: Another one says, “Take my family, grandchildren, and Andrea to Hawaii 

to the beach for a week.” 
 
Karen: Wait a minute. What about me? 
 
Andrea: I just put myself in there. 
 
Karen: I love it. 
 
Andrea: Fulfillment is another. Another says, “I would go for a week of fasting and 

wellness,” I guess at a spa. It sounds lovely. Erin says, “I would feel so 
fulfilled and grateful.” Kate says, “I would relax and keep going with joy 
instead of hanging on the edge of giving up coaching.” 

 
Karen: Kate, that’s good. We want you to go forward for sure. 
 
Andrea: Murray says, “Have a fulfilling career impacting lives and a reasonable 

living standard.” Another is, “Financial freedom. Pay everything off.”  
 
 There’s a question. “How long are the sessions?” 
 
Karen: They’ll be at least an hour and at most 90 minutes. Andrea, in our 

experience, they always go to the end. 
 
Andrea: Yes. People get going with their questions. We can answer a lot of things. 

Don’t ever go away wondering. 
 
 Shelly asks, “What are the benefits of joining the Facebook group?” 
 
Karen: The benefit of joining the Facebook group is that you can connect with 

other people in the community. If you hear someone ask a question and 
you want to connect with them, you can find them on the Facebook 
group. You can see who’s in the group. There are over 100 coaches in this 
group, so it’s a great place to share. If you say, “Here’s my niche,” or 
“Here’s my signature program. Will somebody look at this?” these are all 
of your coaching colleagues.  

 
 At the top of the Facebook group, there’s a pin post with the phone 

number of this call as a click to the resource page. If you ever can’t find it 
in your email or you forget about it, go right to Facebook and look for it. 
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 You have to be a member of Facebook to get in the group. If you’re not 

and you want to sign up even for this class, get yourself a little account, 
and sign up. You definitely can. 

 
 Let’s go on to our next slide. This is about your vision. What is a full 

practice to you? There are so many different ways this could go. 
 
 First, I want you to know why I’m doing this training. As I’m talking, think 

in the back of your mind about what your full practice would be like. 
What’s your vision? 

 
 You might know my story of how I was working 60-plus hours a week at a 

job where I wore suits every day. All I wanted to do was wake up without 
an alarm clock and wear comfy clothes. I definitely wanted to help others 
and make an impact. I set about creating my practice to serve my life. 
Now I work out of my home. I wear comfy clothes. I connect with clients 
literally all over the world. 

 
 I looked up some numbers because I wanted to share what was possible 

and the vision of my business. Last week, I worked on client delivery for 
nine hours. I had nine coaching sessions. I spent 4.5 hours on marketing. 
All of my assistants on my team together put in 40 hours a month, so 
they give me an extra week each month.  

 
 I got a 90-minute massage last week, and I was able to spend the 

morning at the hospital with a good friend whose husband was going 
through surgery. This is part of what I had for my vision of my coaching 
practice. It was that I could do things like that if needed. I also took Friday 
off of client appointments. I completed my scheduled appointments 
Monday through Thursday by 3:00 p.m. each day.  

 
 That’s my commitment to myself. Every once in a while I’ll take a later 

appointment if it’s somebody from outside the country. I do that on 
Tuesdays only. I have these rules, and they really support me. 

 
 I have one-on-one clients who are amazing people. They are up to really 

big things in the world. I can honestly say I love each one of them dearly. 
Half of these are corporate executives and half are coaches. 
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 In my spare time this week, I started reading a novel by the mystery 
writer Judy Jance. I went to a soft opening of a new restaurant in town, 
and I spent time with friends and family. 

 
 This is the kind of vision I had for my practice years ago, and it really has 

become a reality. If I can do it, you can too. I want you to know what’s 
possible. When I say I have success with ease and joy, I have proven to 
myself that it can be done.  

 
 Now it’s your turn. I’d love you to share your vision. What would you like 

your coaching practice to look like? It can be anything you want to share 
about it. What are the hours you’re going to work? What are the qualities 
of your ideal clients? How much money do you want to make per month? 
What do you want to do in your free time? Any little thing or any big 
thing that’s important to you about your vision for your coaching 
practice, type it in.  

 
 I want to remind you to focus gently on your vision. Fill in the templates 

with me each week that will take the steps toward your goal. We like to 
say the “how” is not your job. The “what” is. As you focus gently on what 
you want on your vision and complete all the steps, the way will appear 
for you. The how will appear for you. There may be some delightful 
surprises and openings you didn’t expect. The clients you’re seeking are 
also seeking you. It’s true. 

 
 Andrea, do we have people sharing their visions? 
 
Andrea: Yes. Someone says, “My vision would be just like yours, Karen.” 
 
Karen: Come on down. I was so tired of high heels.  
 
Andrea: Claudia has one from Germany. Her vision is, “Partnering with challenging 

clients working diligently on their own evolution, and honoring my five 
key rules: generously fill bank accounts without me slaving away; able to 
travel wherever I want, whenever I want, and how I want; exercising 
extreme self-care; and experiencing fulfillment.” 

 
Karen: Claudia, welcome. You really made a commitment to being on this call, 

and we’re happy to have you here. I love your vision. 
 
Andrea: Someone from Los Angeles says, “I would love to be able to coach 

women in need without being worried about money.” 
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Karen: Yes.  
 
 We’re going to Slide 10, Receiving Your Niche. We're going to talk about 

the niche, and as we go forward, we’ll have some time for Q&A. We’ll 
also open it up for any more people who want to share their vision as we 
go on. 

 
 This is our first step of the five-step process. The slide says, “Do you find 

your niche, or does your niche find you?” I have a philosophy that your 
niche finds you or that you receive your niche.  

 
 Some people say “neesh” because they’re from other countries. I say 

“nitch” because I’m from Chicago in the Midwest. Use whatever 
pronunciation you feel comfortable with.  

 
 I want to take a moment to look at some of the definitions of the word 

“niche.” A niche is a need, opening, nest, or the passion of your ideal 
client. The French word “nest” means making a nest. You can think of 
your niche as a nest. It’s a safe place for your clients to get nourished and 
cared for until they’re ready to fly on their own. That’s a really beautiful 
way of thinking of your niche. 

 
 It’s also an opening. In a grotto, it was within the thickness of a wall for a 

statue or candle. It reminds me of the Catholic Church days that I grew up 
in. If you think of it as an opening in a wall with a candle in it, you can 
think about your light shining out of the opening and being a beacon to 
those you’re meant to work with. The recess in the wall protects that 
light, and you can protect others’ light too. 

 
 A niche can be a need. People are motivated to moving toward what they 

want, what’s needed, or moving away from what they don’t want. Here’s 
the conundrum. Research shows that people are twice as motivated to 
move away from what they don’t want. Fixing a problem is twice as 
strong as offering what’s desired, though we know as coaches that we do 
not fix anybody or anything.  

 
 In marketing language, we might want to think about how we’re meeting 

people where they’re at. In other words, selling a cure for something is 
more motivating than prevention. This doesn’t mean you can’t have a 
niche about prevention. It just means that human nature will be more 
drawn to fixing a problem.  
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 For this course, Fill Your Coaching Practice With Ease, a lot of coaches 

have the challenge or problem of loving to coach but not wanting to 
spend a lot of time on marketing or sales, or they don’t know how to do 
it. This course is an answer to helping fix that problem. 

 
 Those who have a problem are most likely to want to buy something right 

now, so this is something to think about when you articulate your niche. 
If you can articulate it, meet people where they’re at, and talk about how 
you’re going to help them fix a problem or solve a challenge – and solve a 
challenge sounds better in my mind – then once they get in, of course 
you’re going to help them. You’re going to also help them prevent this 
the next time. 

 
 Another thing a niche can be is a passion, something people are really 

drawn to and willing to spend money on. Andrea, I know you like to knit. 
If somebody has a niche of knitting, you might be really excited to meet 
up with them. If you have a vocation or hobby, you can also do that. 

 
 Let’s go on to Slide 11 and look at niches as needs. One of the very 

exciting, compelling kinds of niches is the ones that are needs. This is to 
the client. You’re meeting them where they’re at when they’re first 
starting out.  

 
 Eben Pagan has a report called The Niche Intelligence Report. If you’d like 

to google it, it’s really interesting. He’s done a lot of research, and he 
says, “Look for the customers who are looking for you.” All we’re talking 
about is ease. We’re not talking about anything else. We’re not even 
talking about the clients you’re going to coach because other people will 
come to you.  

 
 For ease, you might want to think about getting psychology on your side. 

In order to receive this niche, you can receive people who are being 
triggered emotionally. Find out where people are being triggered. Find 
out where they’re hanging out. Find out where people are already 
looking for a solution.  

 
 For example, if someone wants to get into a relationship, or people who 

want to be in a relationship aren’t, they’re really motivated to do this. 
This involves taking responsibility for yourself, being empowered, and 
having confidence. All the great things we offer as coaches will help 
someone get into a relationship.  
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 When we focus all of those things on getting into a relationship, it makes 

it easier for our clients to say yes. If we said, “Come to me. As a coach, 
I’m going to help you have confidence,” that is okay and people would 
buy confidence to a degree, but when you put it into “to help you get 
into a relationship” and make it more concrete, even though you’re going 
to help them have confidence, getting into the relationship will pull them 
in to coaching with you. 

 
 We can focus those same skills, taking responsibility, and being 

empowered on being an inspired leader whose team increases their 
performance from last year. We can focus those same skills on the 
person who wants to lose weight to go to their high school reunion. All of 
those different needs will be served by helping someone learn to take 
responsibility, be empowered, and have confidence. Those are things we 
do as coaches, but the more concrete needs will draw people in easier. 

 
 All of your great coaching skills and tools can be focused on a certain 

person who has a certain challenge, which makes it easier for them to say 
yes. 

 
 I was just watching some videos recently, and there was a story of a client 

who narrowed her niche to plus-size women with knee pain, and she has 
a waiting list. It’s a narrow niche, but it’s very clear who she works with. 

 
 We’re going to Slide 12 and the best niches for marketing purposes. 

There are actually two different types of niches that are best for 
marketing purposes.  

 
 The first type is niches where people have a serious issue or problem they 

want a solution to urgently, like they have a health issue or something 
that makes them very unhappy. It could be someone who has been 
recently diagnosed with diabetes, for instance. They have a lot of learning 
to do and a lot of support they need, and they know it.  

 
 The next type of niche best for marketing purposes is where people are 

very passionate and get great pleasure from doing an activity. For 
example, it could be hobby, travels, or pets. For instance, one of my 
clients is doing a travel retreat. There are people who love to travel and 
love self-development. Those people will pay for that kind of travel. 
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 You can also look at a niche at a unique angle that no one else is doing. 
For instance, you could offer weight loss advice to men over 50. We 
always hear weight loss for women, but men are a unique angle, and they 
may want to lose weight too. You could also offer advice to men over 50 
who have heart problems. My father had heart problems, and he went to 
some of these support groups. These people know who they are, and 
other people know who these people are too. 

 
 Your niche is not necessarily who you coach. It’s just who you market to. 

Others will come to be coached by you. Half of my one-on-one clients are 
not in my niche, but they come to me anyway because they’ve met me or 
been referred to me. 

 
 On Slide 13, we’re going to talk about the intersection. Your niche is the 

intersection of your passion, experiences, and ideal clients’ desired 
solution.  

 
 We’re going to use the “Receive Your Niche” template now. I’m going to 

walk you through it. On Slide 14, we’re going to talk about your passion.  
 
 One of my early mentors told us you could take the word “passion” and 

divide it into three words. The first four letters are “pass.” The next letter 
is “I.” The third two letters are “on.” It’s pass I on. Your passion is about 
passing who you really are on into the world.  

 
 One way you can do this is with your essence energy. The reason there is 

an asterisk is because if you only want to use one of these four to 
determine your passion, this is the one I would recommend. It’s in the 
first chapter of my book, The Clients You are Seeking are Also Seeking 
You. I talk about the concept of essence energy, and I believe it’s one of 
the most important aspects to keeping your passion alive.  

 
 What I’ve noticed is that each person has their very own essence energy. 

It’s the energy you exude when you’re feeling empowered and strong. It 
comes from deep within. It’s that feeling you get when you’ve gotten up 
on the right side of the bed, when you think you should go out to buy a 
lottery ticket, or when all the lights have been green as you traveled to 
your destination.  

 
 I know a coach whose essence energy is serene heart. When I’m with her, 

I feel genuinely loved in a very secure way. She exudes this energy of 
peaceful, loving kindness.  
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 I also had a friend years ago who taught power yoga. He was able to wrap 

himself into a tiny ball and stand on his head in the middle of the room. 
He had such control of his physical self that he could have been in Cirque 
du Soleil. I would call his essence energy powerful control.  

 
 The way I describe my own essence energy is tender exuberance. There’s 

this love I feel along with a sense of buoyancy when I’m in my essence 
energy. 

 
 As you think about this concept of essence energy, how would you label 

yours? Is your energy peaceful and calm or exuberant and joyful? Is it 
more like a glow or a sparkle? You don’t need to use two words or a 
phrase. You can use a sentence. You can use anything that reminds you 
of this energy. If you have an idea about how to label your energy, record 
it on your template now. Record anything that’s coming to you. That will 
give you a clue for your passion. 

 
 Another part of your passion is your gifts. What gifts do you bring to the 

table? Intuition and listening are gifts that I think almost every coach has. 
What are your other gifts? Are they wisdom, healing, love, kindness, 
being organized, or being good with electronics? Take a moment to 
record one or two of your gifts that you bring. 

 
 Another part of your passion is your values. As coaches, we help our 

clients find their values and use them to make decisions that are aligned 
with who they truly are. My top three values are love, freedom, and joy. I 
hope you can see these values in my work, my website, and everything I 
do. What are your values? Do you know? If you know any of them or your 
top one, two, or three values, or anything that’s important to you, you 
can put them onto the template now. 

 
 The last thing in passion is your talents. Everyone has some special 

talents. What are yours? Are you an artist, writer, speaker, or musician? 
I’m always in awe of the musicians. These talents will be part of your 
passion. Record any talents you have.  

 
 There are a lot of other things we could include to help you determine 

your passion, yet these four will give you a good idea and a good start. 
 
 We’re going to Slide 15, and the second circle is your experiences. In your 

experiences, we have four things we include. Transformation is the first 
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one, and it has an asterisk. That means if you only had your 
transformational experience to help you find your niche, it would be 
enough. 

 
 I’m going to talk about education credentials. These are the things we 

think of when we think about having credibility in a niche. They do count 
for something. Having an education can really help you. If you have an 
MD and you want to coach doctors, that would help you have credibility 
with your niche, and you would have that common language and 
experience. 

 
 Credentials can help. Having a coaching certification does look good on a 

resume or website. I will say that I was the same person the day before I 
received my master certified coach credential as the day after. I guess 
we’re never the same person, but there wasn’t anything really big and 
different about my coaching. Credentials can help, but there are other 
things that help even more. Record your education and credentials on 
your template. Just put them down because some people really like to 
know those. You’ll at least have them. 

 
 The next experience is hobbies. What do these have to do with a niche? 

One of the reasons I put this in your experiences is I know a financial 
planner who says his ideal clients are high net worth individuals who like 
hunting and fishing. He actually loves to fish, and he takes his clients on 
this fishing trip to Alaska. It’s an unwritten part of his niche.  

 
 I know another coach who loves to sail. Part of his coaching program is 

that his clients get a day of sailing with him. This is so much fun for both 
the coach and client, and it allows them to get out of the office and see 
things from a different perspective. Another coach loves to paint, and she 
has painting retreats with her ideal clients.  

 
 Your hobbies connect. They can connect you and help your clients find 

you easily. In fact, there’s one coach who loves riding horses. A lot of the 
people who go to her are people who are riding horses, although she 
works with marketing. What hobby do you have that you could bring into 
your coaching practice to become part of your niche? You might write 
that down on your template. 

 
 Let’s go back to transformation because I want to talk a little bit more on 

this. I believe this is the most important experience you bring to your 
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niche. If you’ve gone through what they’re going through, your ideal 
clients will recognize you and hire you easily. 

 
 The person who lost the baby weight after pregnancy can certainly coach 

someone who wants to do the same. To a mom who wants to lose that 
weight, it probably won’t matter if the coach has a degree in nutrition or 
even a certification of any sort. What matters is that she has been there. 
She has done it. 

 
 The reason my niche found me was that I had clients quickly and other 

coaches around me wanted the same. I didn’t have the highest credential 
in coaching at that time. I didn’t have an MBA. My master’s is actually in 
higher education, but I had clients and I knew how to enroll them. That’s 
what attracted that first group of coaches to me.  

 
 This is the truth about your niche. Most clients will hire you because of 

your transformational experience. It’s about what you’ve accomplished. 
Very seldom will they ask for a credential when they know you’ve 
accomplished what they want to do. Think about your story of 
transformation, and write down a phrase that will remind you what 
you’ve gone through that you can help others with. 

 
 We’re going to Slide 16, your ideal clients’ desired solutions. This is the 

third aspect of receiving your niche. Notice that it comes after your 
passion and experiences. 

 
 In my previous life when I chose to become an estate planner, I started 

with my experiences and the challenges of my clients. I never added in 
my passions. I was really successful, but I was also exhausted. Now I 
recommend that my clients begin with their passions and move outward.  

 
 That being said, there are proven niches where others have helped 

clients and created a profitable business. These have been researched 
already. People are looking for something to fill a need they have in these 
niches: business, executive, health and fitness, relationships, and life.  

 
 Here’s the thing. None of these niches are about empowerment, self-

improvement, or living life on your own terms necessarily. They’re all 
about that, but they don’t say that. They’re very concrete about real-life 
challenges that keep people up at night.  
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 In that life niche, I would include more concrete things. If we think of a 
niche as a need, it will increase our chances of business success. When 
our future clients have a need, they’re looking for us. It makes it easier 
for them and for us.  

 
 I find that many coaches resist receiving a niche that is about fixing a 

challenge. We’re such positive people. We want to help others work on 
bettering their lives. I’m not saying it’s impossible to fill a coaching 
practice based on empowerment or living life out loud. If you have a large 
database or are well-known, it may make it easier. What I’m really talking 
about is ease. You can do anything you want. 

 
 There is one topic that can make a great niche that is not centered on a 

challenge. That’s working on something people get great pleasure doing. 
That would fall under life coaching, a hobby, or travel. If you don’t want 
to build your niche on a challenge, you can build it on something that 
brings pleasure to a group of people. Earlier I talked about the travel 
retreat. That would be an example. 

 
 The reason I recommend helping your clients through a challenge is that 

this is the one that will create an inner sense of urgency in your future 
client and have them out looking for you. One of my mentors used to say, 
“All coaching is life coaching.” Pick a conversation you enjoy having, and 
that can be a clue as to your niche. 

 
 Here’s another example. I love the aspect of helping coaches growing 

their businesses. That conversation is one I thoroughly enjoy. One of my 
colleagues loves helping coaches get certified, but she’s not at all 
interested in the conversation about growing the business. She has built 
her business around helping people get certified. These are both 
challenges the coaches have and are looking for help with, but each of us 
chose the challenge we are most passionate about. 

 
 Let’s look at Page 2 of the template. There are a lot of examples of 

profitable niches. You can check off the box in front of the niche you feel 
most closely aligned with. In business, there are niches like starting a 
business: a yoga business, a home-based business, or a coaching 
business. There’s also growing a business. There’s growing a business for 
CPAs or realtors, or growing family businesses. There are also online 
marketing businesses.  
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 There’s time-management under business. I looked this up. There are 
27,000 internet searches a month on time management. Somebody is 
looking for help with this. That would be a really great niche. You could 
do time management for mompreneurs or mid-level managers. You could 
do it for almost any group.  

 
 Career is another niche. You could help people get their next promotion, 

like executive women or mid-level managers. You could help people get a 
new job, like millennials, women in their 40s, or people who have been 
laid off. There are many different ways of doing this. 

 
 In the executive niche, you could work with retaining talent of newly 

hired high potentials. You could work with effective teams or that newly 
promoted manager with a technical proficiency. You could help in 
business with increased sales, conflict management, or bullies in the 
workplace. There’s a whole big thing about that. 

 
 In health and fitness, you could work with weight loss. There are 201,000 

searches per month on weight loss. This is a big one. You could do weight 
loss after pregnancy. Some people are coaching people through weight 
loss with bariatric surgery. You could help people with the last 10 pounds. 
You could help people run a marathon. You could do stress management. 
There’s stress management for moms or corporate leaders.  

 
 There’s healthy eating. You could do any eating plan. You could coach on 

the Paleo diet, the gluten free diet, or emotional eating. You could coach 
on natural healing of sleeping or headaches, or any specific health 
problem. 

 
 I mentioned diabetes earlier. There are 1 million searches a month on the 

internet on diabetes. It’s a big problem. Fibromyalgia has 368,000 
searches. 

 
 Let’s look at relationships and the solution there. There’s finding a 

relationship. There are men finding women, women finding men, men 
finding men, and women finding women. There are relationship 
challenges like communication between men and women. What about 
relationship challenges when your spouse becomes ill?  

 
 In relationships, there’s also something about getting married or getting 

into a relationship. There are parenting relationships, new parents, and 
parents of teens. Here’s a funny one. Potty training got 74,000 searches a 
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month. I don’t know if you want to coach on that, but it shows you some 
of the different things you could do.  

 
 For relationships, there’s getting divorced, how to tell your children, 

single moms, single dads, and blended families. There are relationships 
for youth and how to get into the right college.  

 
 There’s life coaching. You could coach on self-development. You could 

coach on self-love, confidence, and self-care. I know a coach here in 
Tucson who is making a business out of this. It depends on who you 
know.  

 
 You could coach on travel adventure, women in their 60s, or men’s trips 

to the wild. Another thing in life coaching is empty nesters, grieving when 
your kids aren’t at home anymore, or changing your relationship with 
your spouse.  

 
 Retirement coaching is a huge coaching niche in life coaching. There’s 

building a business in retirement or what to do with your free time. You 
could coach on divorce, expats in life, adjustments for spouses, or 
adjustment for children.  

 
 You could coach on seniors who have to go into assisted living, or 

growing children making decisions for parents. You could coach on 
money, like sudden wealth. Coach lottery winners. Help them keep their 
money. You could coach on inheritance.  

 
 There are a lot of different niches. I hope I haven’t overwhelmed you, but 

I wanted to show how you could slice and dice all the different things. 
 
 I’m going to stop here. Do we have any questions? 
 
Andrea: Yes. There’s one thing I want to address. Someone mentioned that there 

are multiple versions of the same resource page. There is a new resource 
page for each program offering. If you’ve done the program before, it will 
be a different page because we make a new page for each program. You 
may have a link from the first time you took the program. There is a new 
resource page created each time. 

 
Karen: Yes. The new link is on all the reminder emails and posted to the top of 

the Facebook group. 
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Andrea: Someone says that what would be great about their thing is enjoying the 
ride and helping others stay on the ride. 

 
 Linda’s ideal clients include individuals, teams, organizations, and 

agencies working in services for the greater good in the world. 
 
 Someone says, “I’d like one or two contracts with nonprofit organizations 

to help their managers and executives. I’d like six to 10 individual client 
meetings per week. I’d like Fridays off, and I’d like to feel successful 
enough to donate a fifth of my coaching to nonprofit groups.” 

 
Karen: That’s really clear. 
 
Andrea: Another vision is to empower clients in their careers to have awareness 

and significant actions to really flourish in all that they do. “I’m doing this 
while earning a very comfortable salary and reaching my own career 
fulfillment.” 

 
 Kate says, “I want to make $5,000 a month. I want six clients a week, a 

workshop every other month, one speaking engagement a month, to 
work from home, working with others who want to get unstuck and 
discover purpose with joy for women, and travel and volunteer.” 

 
Karen: That’s fantastic. I love these. You’re giving me ideas. 
 
Andrea: Iris says, “I have exactly the same about serving women. I want to coach 

those who truly need and want my help whether they can pay much or 
not, so I want more people who can pay full fees.” 

 
 Todd says, “Financial and time freedom to fully experience life and 

relationships, family, and friends. I want a variety of ways to make a 
positive difference in the lives of business leaders. I want to do individual 
and group coaching, speaking, etc. I want an amazing business model 
that attracts ideal clients with ease and in abundance.” 

 
 We have an essence energy here of sparkle and joyful inspiration. 
 
Karen: Ooh! 
 
Andrea: Asita from Switzerland asks, “Could you please talk a bit more about what 

you mean by transformation?” 
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Karen: Great question. I think every coach has a transformational story. 
Transformation to me means you’re in one place, and you’ve shifted to a 
whole different place. My transformation was working 60 hours a week, 
being exhausted, and transforming into a home-based business with ease 
and joy. It’s being on one side of an equation and transforming into 
something else.  

 
 Transformation is about becoming a different person than you were 

before. I find that most coaches have some type of transformational 
story. I’m thinking of Rob Stringer. He works with parent coaching. He 
wanted to work with the youth, but he wasn’t doing that as much as he 
wanted. He had this aha moment that if he could get to the parents, they 
would help him get to the youth. That was a transformational moment 
for him. He started talking to parents about their concern for their youth, 
so that was a bit of a transformation for him.  

 
 Every coach has a transformational story. It’s kind of your before and 

after. Most of the time, it’s what brought you into coaching. Most 
coaches have had some type of transformation that brought them in. For 
instance, maybe somebody had a diagnosis of diabetes or something and 
changed their diet, exercise, and everything, and they became a different 
person at the end. That’s what I’m talking about with transformation. 

 
Andrea: Todd has a question that leads in to that. “You said most prospects will 

hire you based on your personal transformation having been in their 
shoes. I’ve carved out what I consider a fairly broad niche working with 
independent financial advisors. I’ve been coaching in this space for 
almost a decade, and there are an increasing number of competitors in 
this niche, many of which are financial advisors that have decided to 
coach other financial advisors.  

 
 “I have not actually been in their shoes as a financial advisor, only as an 

entrepreneur running several different businesses. How can I compete 
more effectively in this niche? Should I consider an even tighter niche 
within the niche or another niche all together?” 

 
Karen: Here’s the thing, Todd. You’ve been doing this for many years. I would 

say that you have helped a lot of financial advisors transform their 
businesses. You’ve helped them make more money and become more 
profitable, or whatever you’ve done. You’ve been able to do this. 
Because you have all this experience, you could easily say, “I am a coach, 
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and I have experience working with people just like you and helping them 
get to places you want to go.”  

 
 If you were just starting out and didn’t have any of this experience, it 

could make it a little bit more difficult since you haven’t been a financial 
advisor. You have all this experience under your belt, you could easily say 
this. I always say this. “I am trained as a coach. My expertise is about 
asking questions, listening, and helping you find your most creative 
solutions to your most challenging problems. Even though I’m not an 
expert in your field, like I haven’t been a financial advisor, I’ve worked 
with so many financial advisors. I’ve also been trained in coaching. This is 
what I would say to people. 

 
 By the way, this is a true story from Karen Cappello. I’ve spent more 

money and time on my coaching certification than on my master’s 
degree. Coaching is a very specific methodology. Y you could sell it that 
way. You’re an expert at coaching, and you have all these years of 
working with people. What I would do is have someone call all those 
people and get really strong testimonials. 

 
 Since we’re on this, I’m going to talk about testimonials. You could get 

someone saying, “Before I started working with Todd, here was my 
challenge. Here is what was happening. My experience working with 
Todd was,” whatever it was. Then the third part is, “The results I got were 
this.”  

 
 The more quantitative the results can be the better. “We had 30 percent 

more productivity. I got 10 new clients. I made thousands more dollars.” 
If you get those kind of testimonials and you have one after the other on 
your website, it gives you a lot of credibility. I would say don’t change 
now because you’ve already done this. 

 
Andrea: Something that came to my mind is that you’ve had so much experience. 

If you’re a financial advisor advising other ones, they may be limited in 
what they ask and how they do it. They know one way. With your 10 
years of experience, your experience is much deeper. You can elaborate 
on that as opposed to being one financial advisor and advising people in a 
way to do it. You’d have a lot more curiosity questions and observations 
you might make. That would be so valuable. 

 
Karen: I was raised Catholic. People were always asking, “How can a priest 

counsel a married couple? He’s never been married.” I would say, “He’s 
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the best person because he’s not bringing any baggage to the table.” He 
doesn’t have his own perspective. He doesn’t have his own triggering 
events. He can see things a little more clearly.  

 
 That’s kind of what we’re saying about this thing with Todd. You have a 

perspective that is very broad because you work with a lot of different 
clients versus the one financial advisor who’s only been successful in one 
way. 

 
Andrea: He may have had a triggering story so brings that to his experiences with 

other financial advisors. Maybe his transformational story is not as 
pleasant.  

 
 There’s another question here. “I found that when talking with potential 

clients, as soon as I say my niche, “high-potential corporate clients who 
have recently been promoted to a new role,” the discussion comes to a 
halt. ‘We only do executive coaching.’ How do you keep the conversation 
going when your niche doesn’t seem to be a focus of the company you’re 
meeting with?” 

 
Karen: Where are the companies that have this challenge already identified?  
 
 The other thing is you could get industry specific. Engineers are notorious 

in this. They’re notorious for being highly proficient technically but 
maybe not as good at people skills and leading teams.  

 
 The other thing you could do is prepare a white paper, maybe two or 

three pages, nothing big, with some statistics about how much money is 
lost in companies by people who are promoted and don’t have the 
proper skills to do that. I think a real case could be made for that.  

 
 There’s a book out there called Your First 100 Days. There are a lot of 

things people need to do when they first start out to get on the right 
foot. I’ll bet somebody has done research on the costs, either time or 
money, to an organization.  

 
 If you had some hard data when they said, “We only pay for executive 

coaching,” you could say, “Are you aware of some of the data and some 
of the problems that could be going on even in your own company? Are 
you aware of the financial and time leaks that could be happening?” you 
might get their attention. 
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Andrea: John asks, “How do you winnow down when you have several possible 
niches in different areas?” 

 
Karen: That’s a great question, John. I always say that rather than doing them 

concurrently do them consecutively.  
 
 Here’s a football analogy. Let’s say you’re on one side of a football field, 

and you’re trying to move three or four footballs down the field. If you 
use the same amount of energy and you have four footballs, you’re only 
going to be able to move those footballs 25 percent of the way. If you 
only have two, you’re going to be able to move them 50 percent. If you 
have one, you can move it 100 percent with the same amount of energy.  

 
 I would say pick the niche you really enjoy that has the challenge we’ve 

been talking about, that has your passion, and that has your experience. 
Pick the intersection of those three, the one that has the most likelihood 
of getting off the ground the quickest, and start there. Once you start and 
get known for something, you can go into another one. 

 
 I started coaching entrepreneurs in the financial services field because 

that’s where I came from. Then the coaches asked me to help them, and I 
started coaching coaches. After a while, I was given an executive 
coaching gig for the executive leadership program at Ford because I had 
experience coaching coaches, and I also had experience in business as a 
businessperson. You don’t really know who you’re going to coach. The 
niche is who you’re going to market to. Just pick one group, and focus 
your marketing there. 

 
Andrea: That’s good advice. What I see when people try to build one website that 

covers both is that it’s not clear who the ideal client is. They don’t 
recognize themselves. They see different things, and they don’t feel as 
connected. You need to have two websites, and then it starts to be a lot 
of work. 

 
Karen: Right. It’s double the work. 
 
Andrea: Here’s another question. “Do you recommend that you start with a broad 

niche, e.g. business or corporate coaching, and then neck it down to 
reach your specific niche, like coaching rising women leaders in a for-
profit corporate setting?” 
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Karen: I think it would be easier to start more specific and broaden out. The 
more specific you are, the easier it is for people to find you. Carolyn Myss 
and Deepak Chopra can sell self-development, but it’s not as easy for me 
to sell self-development as it is to sell growing your business. Do I deliver 
self-development to my clients? Of course I do. If you can start narrower, 
especially if you have some experience and credentials in that market, or 
you have a transformational story, start narrower. 

 
Andrea: Todd says, “That’s helpful and reassuring.” He has a great question which 

I think we can put in the Facebook group or make a template for. “Is the 
testimonial a template?” I think we could create one, pop it on the 
resource page, and put it in the Facebook group as well. 

 
Karen: Excellent. We can definitely do that. 
 
Andrea: Anthony has a huge overall vision which would take me a long time to 

read. It’s very specific. Congratulations on that. He has it down to days, 
weeks, what days he works, and special projects. 

 
Karen: Anthony, I would love if you could post that to the Facebook group 

because I’d like to see that. I think that would give everyone something 
to think about. 

 
Andrea: It’s very specific. He uses powerful words. 
 
 There’s a note. “This is just a note on how I received my niche. I was a life 

coach and suddenly found that all my clients came to me with career 
challenges. I’m now rebranding as a career coach specifically. It’s good to 
look at what you are attracting as clients or interest.” 

 
Karen: That’s another really good point. Thomas Leonard said, “Coach 100 

people.” I think that’s way too many, but even if you coach 10 people for 
free and see who’s coming to you and what their common challenges are, 
that’s brilliant. 

 
Andrea: Often, it is a person with coaching. I’ll meet my spin instructor or 

something. I’ll say, “You cook really well. Maybe you can help me with 
that,” just because I like them and want to be with them. It’s not their 
expertise, but we’ve connected somewhere else.  

 
 I think what Karen says about the marketing is even though you market 

to one thing, other people will be attracted to you just because it’s a 
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kindred spirit or that out-of-body recognition that you’re a person they 
want to work with. 

 
Karen: Yes. I’m on Slide 17. That’s your home play. I want you to choose to work 

on a program related to your niche for the next four weeks, plus today. 
Think about what you like to do. Be easy. Use it as a learning experience. 
Post what you’re working on in the Facebook group for support and 
acknowledgment if you’d like. When we see what other people are 
posting, it gives everybody an idea.  

 
 I did not put this on the slide, but I will put it on the Facebook group. 

Nichole Santoro, who’s working with me on my Facebook ads, has a Blog 
Talk Radio show. Her mission is to help coaches get a little famous. She is 
willing to interview any coach, no matter who you are. I think you would 
probably need to know a little bit about your niche so she could interview 
you on her radio show.  

 
 If you want to take a look at her website, it’s www.IMarketingSalon.com. 

Her email is Nichole@IMarketingSalon.com. We can put that in the 
Facebook group. If you want to get interviewed, you could have Nichole 
interview you. She puts it on the radio. You have a link. Then when you 
do your website or blog, you can put this link there. If you have clients 
and you don’t have a website, you can send them this interview.  

 
 I think everyone should take advantage of this. It’s a great opportunity. 

It’s all free. You could pick a date in April or May and get on Nichole’s 
calendar to do an interview. That may really give you the momentum to 
get all this done. That’s a really nice offer Nichole has made to us. 

 
 Assignments are on Slide 18. Make sure you’re confirmed in AWeber. 

Make sure you’re getting the reminder emails. If not, let us know. Get 
connected to the Facebook group. If you’re not, let us know. Ask for a 
learning partner in the Facebook group if you want. Share your 
takeaways from this class in the Facebook group if you’re inspired. In 
between classes, that will be our way of communicating.  

 
 If there are any questions not answered in class if we run out of time, 

Andrea and I will ask you to post those in the Facebook group. If they 
haven’t been answered to your satisfaction and you have follow-up, post 
them in the Facebook group. This is the way we can communicate. Send 
an email to Info@KarenCappello.com for any questions or support that 
you need. 
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 Do we have any more questions? 
 
Andrea: Kasha wants to connect with Claudia. Kasha is in Frankfurt, so you two 

can connect on the Facebook group. 
 
Karen: See? 
 
Andrea: Yes. There’s another great question here. “I keep feeling called to work 

with executives on leadership as a spiritual practice, but many of my 
communities say not to use the S word. Do you have any thoughts on 
this?” 

 
Karen: I would say that if you are aligned with it, it will work. A lot of people 

don’t like to use the S word. There was a guy here in Tucson, Sterling Van 
De Moortel. He might be in Portland by now. He used to work with what 
he called souls in suits. He had a clientele.  

 
 It depends on how you feel about it where you’re going to find these 

people. For instance, I used to go to sweat lodges on the weekends in the 
‘90s, and there were a lot of professional women in these sweat lodges. If 
I was working with professional women who had a spiritual side, I could 
probably find them there. You might be able to find these women at a 
Deepak Chopra or Anthony Robbins event.  

 
 If you can find them somewhere in a spiritual space, I would say yes. It 

would make it harder if you’re trying to meet them in a company and 
bring in the spiritual aspect. If you meet them in a spiritual space and find 
out they’re working in a company, I would say yes. 

 
 Are there companies that already have a spiritual space as part of their 

mission? I’m thinking of Ben & Jerry’s. I don’t know if they use the S 
word, but it could be a company like that. You could look at their mission 
and find that. Find those companies that want to. Nowadays, it’s much 
easier to do it than it was 10 years ago. It’s getting more popular. 

 
Andrea: John has one. “What strategies would help me decide which niche has 

the greatest possibility of fastest success beyond the strong 
transformational story and credentials in that area?” 

 
Karen: Look at these niches, and do a search. See if you can find out what people 

are searching for. If you can find a strong challenge people are out 
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looking for, that’s the big deal. Do some research on the internet and find 
out what challenges people are looking for. If you have two or three 
challenges, find out which ones people are most hungry to have solved. 

 
Andrea: We have one more question we’re not going to be able to get to, but I 

will post it in the Facebook group. 
 
Karen: Thank you, Andrea. 
 
 Let’s go to Slide 20. Next week, we’re going to create your signature 

program. You’ll receive the template with the four steps to create your 
program. The slide deck and template will be available on the download 
page every Friday. Andrea might even put them up earlier. They’ll be 
there by Friday at the latest. 

 
 I’d like to leave us with a closing quote. It’s the same as the opening 

quote. You’re ready for this. You’re here. You were brought to this class 
for a reason. Talk about the S word. There’s a spiritual reason you’re 
here.  

 
 “Whatever the task that your soul has agreed to, whatever its contract 

with the universe is, all of the experiences of your life serve to awaken 
within you the memory of that contract and to prepare you to fulfill it.” 

 
 Thanks so much for being here today. Thanks to the whole team for 

making this possible. Thank you, Andrea, for helping us. We’ll be back 
again next week. Thank you, everyone. 
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