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Behind the scenes of a successful coaching business, there are so many things happening that
contribute to the results that you see on the outside.
I support coaches who want to grow their businesses with ease and joy, and my
sweet spot is those who come from the corporate world and are working
in the business space — either with leaders, organizations or
small business owners.
And, before I go into my lessons, I want to share a little bit more
about me. Where do I come from and why am I so passionate
about sharing this with you?
Before I came into coaching, I was in the estate planning field and
I was working sixty to seventy hours a week. Yes, I was
successful, and I was also exhausted. all I wanted were
three things.
First of all, I wanted to work less hours, which was easy to do
because I was working so many already.
Second, I wanted to wake up without an alarm clock blaring in
my ears. Third, I wanted to wear comfy clothes instead of
heels and suits. And I wanted to do all this while
maintaining the lifestyle that had I created for myself.
I’m happy to tell you — I’ve done it.
I help coaches who are high achievers and have been
leaders in the corporate world to generate their own
clients and income so they can make an impact on
others. And they want to do this while maintaining
that lifestyle that they’re accustomed to.

Karen Cappello, MCC
karencappello.com

Mindset Shifts
Let’s go into our lesson. In order to be successful in your coaching business, there are some
mindset shifts that will really support you well — and when you don’t make these shifts, it can
take a long time to get your business going. You can go through some detours to get to the
success that you envisioned. Time goes by and you still don’t have the clients and income you
want. You may make some large investments in programs that you’re not really ready for.
Believe me, I’ve done all of this. It shows how committed you are, yet it can be disheartening. I
understand.
But here’s what happens when you do make these shifts. You become visible to your ideal clients.
They seek you out for enrollment conversations. They write to you. They want to work with you.
So you move from being that best kept secret to the go-to person in your niche.

Here are the shifts you need to make
Release your resistance to marketing and sales. Coaches have so much
resistance to marketing and sales. But we are also committed to our own selfdevelopment. Here’s a quote I like to think about, “The dragon is in front of the
door with the most power for you.” So, if there’s a dragon in front of the door of
marketing and sales — that’s good news cause there’s lots of power behind that
door for you.
And in order to shift, just take a new perspective. Here’s a perspective that you could take, “Sales
is transformational.” Just think about that idea: sales is transformational. Coaches love
transformation — and I made this shift a couple years ago. I stopped resisting marketing and
sales so much (I still have a little resistance to it, I must admit). I embraced it as a path to help my
clients. Whatever you resist, persists.

SHIFT
#1

Yet when you see marketing and sales as transformational, you’re going to show up as the
brilliant coach that you are. Your clients are going to get huge ‘ahas’ from your marketing
content and your enrollment conversations — and they’re going to know that you’re the coach for
them. They’re looking for depth. Your clients are looking for as much depth as you want to give.
So, embrace marketing and sales as the transformational coaching experience that it is. Give
them the depth in the marketing and sales process, and your clients will see the real you — and
they’ll hire you.
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When you resist marketing and sales, you’re going to find yourself doing more of it than is even
necessary. When you see it as transactional, rather than transformational, you’re not going to
want to do it. Coaches don’t like to be transactional. We want to go deep. If you see sales as
transactional, it’s going to feel like you’re a commodity. You’re not going to understand your
uniqueness, and you may tend to lower your pricing so that you can get a new client. This is what
happens when you start looking at sales as transactional.

So, a couple of years ago, I did this in a bigger way than I ever had before. I wasn’t quite
resisting marketing and sales, but I was avoiding it. I was lackadaisically marketing and selling.
I did well, as I was already known in many circles. But when I truly started looking at
marketing and sales strategically and, instead of giving information I gave transformation in
my content, things really started to shift for me.
The first time I did a twelve-week sprint of my own — where I was a client — I made $54,000.
The second time I made $75,000, and the third time I hit $100,000 in sales. Even though I
wasn’t an overnight success, I kept doing better and better, and better.
And, I read something that one of my coaches, Caitlyn Doemner, wrote on Facebook and I
thought it was so true of coaches. And I’m actually going to share it.
Let yourself take this in. Caitlyn says, “For those who view sales as
an act of love and service — it requires deep empathy, swift
intelligence, and the highest forms of communication. No matter
what’s going on in our personal lives, no matter how many hours of
sleep we did or didn’t get, no matter what — we have to show up
ready to give our clients the opportunity to change their lives
forever. This is where sales get really transformational — which
requires that we do our own inner work constantly.

Bring
transformation
to your content,
and things
will shift.

There’s no space for ego in sales. There’s no space for limiting beliefs, or patterns of thought, or
any scarcity of any kind. Every conversation we have,” she’s talking about enrollment
conversations, “must be the first conversation with the only person on the planet. A sales
person is a window allowing you to see what’s possible and, when you’re ready, step into your
greatness.” Think about that. You can be a window to their greatness. This is what we love as
coaches.

“I will speak the truth into your life, even when it makes you uncomfortable, and even when it
may cause me a paycheck. Too many coaches complain about the sales process, like it’s a
distraction keeping them from their work, completely missing the fact that it’s on the sales call
where the deepest work is done. It’s on the sales call that your clients will face their deepest
fears. It’s on the sales call they will question — not if you are worth it, but if they are worth it.
It’s on the sales call where they have to decide if they’ll continue making excuses or start
taking action.
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“For an hour, I will hold space for you. I will ask questions no one else cares or dares to ask —
allowing you to discuss your highest aspirations, your deepest fears without judgement —
trusting that God would not have placed those dreams in your heart unless he intended for
you to make good on them. I will use all of my creativity and strategic intelligence to identify
the blocks that have held you back for months, sometimes years, and show you that a solution
is not only possible, but probable, if you’re willing to commit.” This is what coaches love to do.

Getting someone to say yes to themselves is the most powerful transformational work you can
accomplish. Sales people,” and I’ll say coaches in enrollment conversations, “are mid-wives of
dreams — and you would be shocked at how much screaming and labor must be experienced
before someone is willing to release their insecurities and claim their power, and decide to make
a change.
Sales people wrestle with demons for a living. They fight for every potential client they get on a
call with, understanding that they’re not really answering ‘Will this work,’ but they’re answering,
‘Can I really do this? Am I capable of becoming the person I need to be, who is big enough to
accomplish all that I see before me? Am I good enough for the promise land?’
So, coaches, it’s never about you. Never. Get out of the way of doing this divine work. Be the
conduit, the vessel, the sacred pipe through which love wins out.”
This is so beautifully articulated. That’s our first tip — is to have a different perspective on what
you’re doing here, in the sales conversation. In the enrollment conversation, you are being the
transformational coach that you always are — and your client can go deep.

Show up as your best coach-self in every area of your business

SHIFT
#2

Chances are who you’re being in your coaching sessions and who you’re being in
your marketing is different. Stay in your best coach-mode as you market and sell.
When you don’t show up as your best self, in your marketing, your ideal clients
won’t be able to see the real you. They’ll see a more awkward version of you and
awkward clients will start appearing everywhere around you — because we know
that energy creates energy.

Your clients will be needy. They won’t get results. You’ll start to feel even more awkward. It’s
tough. Believe me, this happened to me — and still does, at times. I have my awkward days.
But when you show up as your best coach-self, you’ll find those who are committed to their own
self-development — because you are committed to yours. They’re confident, easy to coach. They
do the work. They’ll get results. This increases your confidence and you’re on the way to an
upward spiral.
To do this, make sure that your energy is clear — as clear for marketing and sales as it is for
coaching. That you’re as fully present for your marketing and sales as you are for your coaching.
Maintain your coaching presence in everything. This energy will draw in your ideal clients.
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I have a story about a coaching client that was working with me — she was a new coach — and
she came into our coaching session one day and she said to me, “You know, when I’m the coach,
and I’m coaching my clients, they get so much out of it. But when I come in to my coaching
session, I’m not getting anything out of it.”

I just stopped for a minute and I thought, “Oh my gosh. I’ve been coaching her for a month and
she’s not getting anything out of it.” But as you know, it wasn’t really about me and, at that time,
there was a moment of grace for me. I was able to say to her, “Would you like to explore that?”
And she said yes, she would. So I said to her, “Well, what’s happening when you’re the coach and
you come into your coaching session?” She said, “Oh, I get myself ready. I light the candles. I’m in
a quiet place, and I prepare for about fifteen minutes before that session.” I said, “What do you do
when you’re the client?” And she said, “Oh, I just call in.” And all of a sudden, she realized she
wasn’t even being fully present for her own coaching session when she was the client. And that
was a huge aha for her.
So, when you show up as your best coach-self in your business, moments of grace like this can
happen — and when you’re present, everything moves beautifully.
Let’s look at the mindset

Commit to your own self-care

SHIFT
#3

We want to succeed and those around us are not used to us being a coach. And
they’re concerned, and they’re watching. They’re just watching to see if we’re
going to succeed or fail, and they may be skeptical about our coaching business.

When you don’t take care of yourself, and you work really hard on your business, you get tired.
Brain fog sets in. You start thinking, “I’ve got to prove something to all these people.” You no
longer have access to your creativity. You’ve actually recreated another job — rather than being
an entrepreneur with all that freedom that you thought about — you’re a task-master to yourself.
But, when you do take time for self-care, you have the right amount of insight. You take time to
allow the success to come. You loosen the grip. I had a client who was just gripping very tight —
wanted her business to succeed. She really cared but she needed more self-care. Once she took
some time to relax, her business took off.
You really want to take care of yourself. Behind the closed doors of the successful coaching
business, there is so much that can contribute to this. When you take care of yourself, get out in
nature, get a massage, take some time for yourself — your creativity returns. You know what to
do. You are your best self when you are tending to your self-care. Your mindset becomes very,
very strong.
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There are so many things happening that can contribute to your successful coaching business —
and we only talked about a few of them today, in terms of your mindset.

First of all: release your resistance to marketing and sales. Number two: show up as your best
coach-self, in every area of your business. Really be mindful of this. And number three: commit to
your own self-care.
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There are more things we want to talk about behind the scenes of a successful coaching business.
In the next part, I want to talk about the shifts in what you track in your business that lead to
success — and that can sound a little dry, but it really isn’t.

Tracking
In order for you to be successful in your coaching business, there are some very basic things for
you to track. And, of course, we all track income in our business. We need to pay taxes on it, it has
to be tracked. So, these things that I’m going to talk about today, are things that drive that
income.
What creates income in your coaching business? Do you know? What happens when you don’t
track these things? You don’t know where you are. You can get distracted by bright, shiny
objects, and programs, and things that will not really move the needle forward. You waste time,
and then you won’t have the energy to do the things that really count. We want you to be doing
the things that really count.
Here’s what happens when you do track specific numbers in your business. You do the important
things first. There’s that metaphor of the jar with the rocks. If you had a jar with rocks, and you
filled it with the little rocks first, and then you went to add the big rocks in — which are the
priorities — it wouldn’t fit. But if you put the big rocks in first — the priorities — everything else
will fit around them. You want to put the big rocks in first. You want to track the things that will
really move the needle. You get these done, and your momentum is like a wave. You get the
results you want. You can take your business to the next level because you know where that is —
and you know exactly what’s working for you.
What do you need to track? I’m going to give you three things you need to track.

Enrollment conversations

track
#1

Your enrollment conversations are “closest to the money” — as they say. If you
could do only one thing to promote your coaching business, it would be to have
as many enrollment conversations with your ideal clients, as you can, every single
week.

And when you do have conversations with your potential clients, you get to know your potential
clients really well. You get to hear their fears, their aspirations. You find out what they want. You
have a chance to enroll them in coaching and to ask for referrals. There are so many benefits to
these conversations, even if they don’t lead to a sale right away.
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When you go weeks without these conversations, and you don’t have any passive revenue
coming in, your income is inconsistent. No one I know signs up for 1:1 coaching without having a
conversation with their coach. Without those conversations, you don’t have a thriving business.
You can sell low-ticket items, like a $97 e-book, without a conversation, but the income from that
is not going to sustain you.

The statistics in our coaching industry are that 25-60% of enrollment
conversations turn into paying clients. That’s amazing and great news.
Think about it - if you have four conversations, the chances of you enrolling
one paying client are really good. Let’s do the math, if you had four
conversations a week, that’s less than one a day — and you could fill your
calendar with those — the probability of getting a client every week is high.

What gets
measured
gets done.

In order to reach out to people and invite them into conversations, what does it take?
Well, it takes focus, and it also takes courage. Why? I don’t know why it takes so much courage.
Coaching is one of the best things in the world. Everyone should want it — I wanted ever since I
heard about it — but it does take some courage to reach out. So, we want to measure the
number of enrollment conversations — what gets measured gets done — and this is the beauty of
accountability.
One of my clients started measuring just a few things, and enrollment conversations was one of
the key performance indicators. Number of hours worked was another KPI, because she was
working many hours. She had her first five-figure month within a very short time since she began
tracking. So, tracking really works — and tracking those enrollment conversations is the first thing
to track. Making sure that you have conversations booked, every week, and if you don’t — start
reaching out to people to invite them into conversations.

track
#2

The second thing that we want to track is to track the actions that you take to get
into conversations.
You have no control over somebody getting into a
conversation with you — but you do have control over the actions you take.
When you only measure the conversations, alone, you might get a little
discouraged — it takes two people to have a conversation. You don’t have any
control. Someone might not show up for a conversation, or they may decide not
to schedule with you and that can be very disheartening.

When you measure your own actions, you’re in complete control. You can do them. It doesn’t
take another person to say ‘yes’. If it’s 10 p.m. and you’ve committed to posting that day, and you
haven’t done it yet, you can go do it before you go to sleep. It’s all up to you.
With my own coach, we track four actions per week — and we get to see what’s working. For
instance, we track leads. Then we track enrollment conversations. So, if I had five conversations
and I get two sales, I know my numbers.
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If I do this for a few weeks in a row, then I know that I need to generate 20 leads to get 4 sales. It
gives me a path. It makes it a quantifiable journey and connects the dots. It’s really empowering
because I know that my actions have a good chance of leading to sales. I’m not taking a shotgun
approach.

track
#3

The third thing about tracking is that you want to determine which actions
work best for you. In addition to tracking conversations and actions, you want
to know which actions are going to really make the difference. This is the
ultimate leveraging.

When you don’t know what makes the most difference, you may be spending lots of time doing
things that won’t really get you to your goals, you could become exhausted. And you really
haven’t gotten anywhere. You might feel like you’re on a hamster wheel.
Believe me, I have felt this way at different times in my business. When you know which actions
to track, you can move forward daily. And the small steps begin to add up. You get traction.
You can easily test what’s working well, what’s working better, and do more of what’s working.
And you can do less of what’s not working.
In our Coaches Quick-Start Intensive, we have a list of daily actions, with points from one to
three and we commit to taking nine points worth of actions per day. Now, we can always do
more. This brings a little bit of game into it — it makes it fun — and it helps us understand what
we should be doing every day.
What actions do we track? Reaching out to potential referral partners
and asking for introductions to our ideal clients — those are a couple
things that we track. We track writing posts that acknowledge our
clients. This is a beautiful marketing method. You can acknowledge
your clients on social media. And what does that do? That elevates
your clients, but it also shows that you have successful clients. If
somebody is thinking of working with you, they can see that your
clients get results.

Tracking the
actions
that make a
difference
is the ultimate
leveraging.

Message your potential, ideal clients to see if you can help them. That’s outreach and it can
really move your business forward. In fact, one of our members of the Quick-Start Intensive, did
some outreach on LinkedIn — and just sent a message and said, “I work with clients like you,
and maybe I can help you. Would you be interested in having a call?” And the person reached
back and said, “I looked at your website. You’re exactly what we need. Let’s talk.” So, these kinds
of actions can really pay off.

So, for the website, if you don’t have a website right now, just forward your URL to your LinkedIn
profile — and be done with that — it takes a moment. Post about your successes, and your
clients’ successes, rather than inspirational quotes. And write up your quick bio and be done
with it.
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I want to bring your attention to what we don’t track. We don’t track working on your website or
your marketing brochure. We don’t track posting inspirational quotes, only, on social media. We
don’t track getting just the right wording for your bio. Now, there’s nothing wrong with these
actions but they can be distractions — unless there is somebody that says, “I want a bio so that I
can hire you.” That’s an action that’s leading to hiring and income.

Don’t take a lot of time with these things because those are not going to lead you to income.
Those are not going to lead you to making your business profitable and quickly. They’re going to
slow down the process and cost you time and money.
When I started coaching, there was a coach that was a student in coaching class and she was
working on her website. There’s nothing wrong with that. But it turned out, nine months later, I
had 250 hours of coaching, I was applying for my ACC — which took 250 hours back then — and
she was still putting the finishing touches on her website. She didn’t have any clients though. And
she created her website without client input.
You don’t want to slow yourself down by taking actions that are not going to bring in revenue
quickly. You want to speed up the process and talk to people. And, by the way, I didn’t even have
a website when I did those 250 hours of coaching, because I didn’t need it. I was talking to
people. I was enrolling them in coaching. I was coaching them. My business was profitable. Once
I had the income, I could hire others to help me with those.
Behind the scenes of a successful coaching business, there are so many things happen that
contribute to the results that you see on the outside. And tracking is one important piece.
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In our next part, I want to talk about some shifts in the way you’re supported that lead to success.
So, virtual assistance, social media managers, etc. And, I’m always asked — when do I hire
support? What do I hire out? And how much do I pay for it? So, we are going to cover that next.

Support
In order for you to be really successful in your coaching business, you’re going to need
background support — whether it’s technology or people. You really can’t go it alone.
What happens when you don’t have support: you’re going to get tired. You’re going to be doing
everything yourself. Believe me, I know this — it happened to me. You’re going to feel isolated
and alone, sitting in your office all day. You know, even though I love my clients, I also need some
other type of interaction.
And you’re going to spend time doing work that drains you — and
then you’re too exhausted to do the work that counts. I have been
there. But when you do have the background support, and the right
support, you’re going to feel happy. You’re going to get your rest. And
you’re going to do the work that only you can do — your genius work
— and it’s going to energize you. You can spend more time working
on your coaching and doing your own self-development.

Having
the right
background
support
increases
your profits.

So, what’s the support you really need?
The first is Technical Support

support
#1

There are so many great, free, resources out there that can help you do things in
a short amount of time, streamline what you’re doing and save you time. When
you don’t know what the right technology is, you can end up spending enormous
amounts of money on tech that you don’t need. I’ve done this! I’ve been there,
and I’ve seen many coaches who have done the same.

Having tech support that is not necessary eats away at the profit of your business and it causes a
weight on your shoulders. You’ve got to make more money in order to pay for all this tech. When
you do know the right tech to use, you can create a strong foundation in your business, save time
and it doesn’t have to cost a lot of money.
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Here are a few examples, some of my favorites. If you want to do postings on social media, and
you want to schedule that out. For instance, every Monday night, you’re sitting in front of the TV
scheduling your posts. Instead of using something like MeetEdgar, which is an expensive option,
you could use the version of Hootsuite, which is completely free. And then, when you start
generating more money, you can up-level.

Instead of Infusionsoft, for your auto-responder, you can start with MailChimp. Infusionsoft is very
expensive and MailChimp is free, so you can send out your free report. You can start your mailing
list with MailChimp and then, as you grow, you can import these into another auto-responder.
Instead of a credit card processor, you can use PayPal subscription payments, so you don’t have to
set up invoices every month. I had a really tough experience with credit card processing. In credit
card processing, there’s a processor, and there’s also a gateway, and there’s a bank. There are
three different companies to work with and pay.
My business started really taking off. I started taking in larger amounts than I was used to taking.
The gateway actually held the money, made me refund it to my people, out of my own pocket,
and then we could try again. It was a cash flow nightmare, and it was very expensive. It’s very
confusing and convoluted, and complicated.
I went right back to PayPal. And PayPal subscription payments that you can just send out a link,
in an email. And it will automatically deduct the payment every 30 days. Takes minutes to set up
and I don’t have to send an invoice every month so it makes everything so much easier. These are
the kinds of things that are very important to know when you’re growing your business. What
kind of tech support do you need? And is it going to be a return on investment, for you?

Let’s look at the second kind of support that you would need — and that is virtual
and web assistance.

support
#2

Unless websites are your genius work you’re going to need help with your
website. When you hire assistance too soon, and you’re not exactly clear on your
ideal client, their challenge and desired result, you can really waste a lot of money
on things that are not revenue producing.

You may find yourself frustrated that you’re paying so much for these services — month, after
month, after month. Believe me, I’ve been there, done that. I’ve wanted to invest in myself and
yet, I really needed to look at this.
When you are crystal clear on your business focus, it is going to be investment — and not an
expense. You’re going to know what you need. You’re going to be thrilled at how it’s paying off.
You’re going to be so happy to pay those fees every month.

page 11

What’s the right time to hire help? It’s after you’ve done some these things yourself — unless you
have a huge capitalization into your business — do some of these yourself. See how long it takes
you. I did this one time. I had hired an assistant to do some email marketing and I prepared the
emails, I sent them to her, and asked her to cue them up.

The right time
to get support is
when your
business
is bringing
in revenue.

It was taking her about twenty minutes to cue-up these emails. I was
paying by the hour — so, she cue-up three emails which was great.
And I was thinking, “Boy, there might be an easier way.” Well, I went
right into my auto-responder and I created the email there — and it
took me ten minutes. Now, is it a good use of my time? Probably not.
But it only took me ten minutes to create the email and it wasn’t even
my genius work. I was paying somebody else for twenty minutes and
I could do it in half the time. That was a disconnect. I understood that
I needed to find somebody who could do this as quickly as I could.

If something seems off to you, do it yourself and see what it takes.
everything but find out what it is and what it takes.

You don’t have to do

The right time to get support is after your business is bringing in money. I started out doing a lot
of things on my own and then, once I was bringing in the income, I was able to invest in other
people doing these. I do have a great support with my website, my social media and other
marketing and sales. I worked up to it, as my business grew and brought in income. Look at what
kind of money is your business bringing in and then, reinvest some of that in the support.
After you’ve coached a lot of paying clients, and you know what they need and want, it makes a
lot of sense to get this support. One of things I see that is not working is coaches creating really
beautiful websites but their niche is not specific and clear. The websites are gorgeous but no
clients are coming in. The website is too vague.
And they’ll come to me and say, “I have this great website but I have no clients — and I’ve spent
thousands of dollars and hundreds of hours on this.” Yes, this is exactly right, because you really
want to get a very clear niche and put content on your website that is going to draw in your ideal
clients. Work with a coach before you do your website — before you do any of your social media
— make sure that your niche is really strong and you understand your ideal client well.

I knew someone that I had worked with in a different capacity, and I called her up and I said,
“Would you like to do some work for me? I have a certain amount that I could pay out of my
business.” I can’t remember what it was, but I offered her that amount, and she said yes — which
I was kind of surprised about — but she said yes.
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When I first started, I would do everything I loved to do — and then I would also do some of the
things that I didn’t love because I had time. And then there came a week where I was in a
coaching session with my coach, and I said, “Oh my gosh, I have so many things on my plate. I am
really tired and I don’t know what I need to take off.” And she said, “Well, is it time to hire an
assistant?”

And then she said, “Give me your to-do list,” and I had thirty-two items on that to-do list. They
were weighting down on my shoulders. And within forty-eight hours, she had spent eight hours
and she cleared off all thirty-two of those items. It was amazing. So, when it’s the right time and
you get the right support — it can really be a big, big help.

support
#3

The third type of support that you need for your successful coaching business is a
coach.
Every coach needs a coach. You’ll always hear me this. I really, truly, believe this
— and I’ve always lived by this idea.

When you don’t have a coach, you’re not doing what you’re asking your clients to do — you’re not
investing in yourself and your own self-development. And you don’t have access of your most
creative answers — because your coach will help you with that. And you’re not humbling yourself,
every week, to admit your fears and move past them. That’s what I do every week with my coach.
When you do have a coach, you’re going to find ways to make it an investment, rather than an
expense. Your potential clients are going to sense that alignment within you, and they’re going to
know, and feel very confident in hiring you. It’s an energetic thing.
If you’re not investing in yourself, and in a coach, to the highest level that you can — and I’m not
saying to invest money that you can’t afford – your clients won’t move forward investing in
coaching with you. You don’t want to invest too much, but you want to invest just the right
amount — you want it to be a bit of a stretch, but not something that you’re panicked about.
When you have that coaching session every week, it really helps you to do your best and to move
forward in your business.
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I’ve had at least one coaching session per week, and sometimes even more, every week, since I’ve
been a coach — except holidays and vacations, I will say. I believe in coaching — and that’s why
it’s easier for me to invite people into coaching — because I know the value from being a client.

Behind the scenes of a successful coaching business, there really are so many things happening
that contribute to the results that you see on the outside.
The first is making Mindset shifts that empower you to move forward. The second is tracking
actions that will get you to your goals. And the third is having the proper background support
that helps you do your best but doesn’t eat into your profitability.
These are some of the strategies that will help you to collapse months and years off of having
profitable coaching businesses.
And thanks for being you, and being willing to share your time, your treasure and your talents
with the world, as a coach. You help people grow to their highest potential — and that is such a
sacred trust — and I really cherish my relationship with you, as my colleagues in coaching. Your
presence is really needed in the world!

VIDEOS

TRACKING

SUPPORT

page 14

MINDSET SHIFTS

About

Karen Cappello

Karen Cappello, MCC, BCC is a master certified coach who works with coaches transitioning from
the corporate world to coaching to grow their businesses and create the lives they have dreamed
of.
During Karen’s 30+ years in business; her experiences as a university administrator, president of a
semi-conductor manufacturing company and estate planner utilized her natural coaching
abilities.
Karen received her Associate Certified Coach credential from the International Coach Federation
in 2002, her first year of coaching; accruing 250 hours of coaching in less than 9 months. In 2015,
she earned the Master Certified Coach credential, which is held by only 4% of coaches in the
world.
Karen is the former Chief Learning Officer of International Coach Academy and has trained
coaches for six different coach training organizations. Her own executive coach training program,
Leverage for Leaders, is a founding accredited program with the Center for Credentialing and
Education.
In every area of her business and life, Karen’s passion for both the outer and the inner game is
evident. With her exuberant style and her commitment to living by her own values, vision and
purpose, Karen is a role model for other coaches who want to grow their practices and achieve
success with ease and joy.
Her book, The Clients You are Seeking are Also Seeking You is an Amazon bestseller.
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