5
PROVEN STRATEGIES
TO TRANSFORM YOUR
COACHING BUSINESS
Including the Three Biggest Barriers to Success
Faced by Coaches and How to Overcome Them
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WE’RE TALKING ABOUT
CREATING VALUE.
One seemingly simple question that I get asked all the time is "How do I create value?"
Creating value is not actually an easy thing to do sometimes, because it's a bit
counterintuitive, but it actually is not very complicated and that's what this eBook is all
about. To share with you how to go about creating real value for your prospects, leads and
clients.
What I'm going to share with you is truly
one of the most successful strategies I
have worked with for creating value. It's
all about narrowing our focus and not
being so broad, but first, let’s dive into a
few barriers that will get in your way.

3 BARRIERS TO
CREATING
VALUE
I want to briefly cover what I see as the
three biggest mistakes that most coaches
are making when it comes to creating real
value for their prospects, leads, clients,
and in their business.
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#1 NOT CONSIDERING
WHO IT’S FOR
If you're in the process of creating products and services for your business; who is your
business serving? Who is this for? Specifically! That's something we must always consider.
Who is it for? As we go through this report, I want you to consider - Who is it for?

#2 TRYING TO BE
PERFECT
I'm a bit of a perfectionist, and you might see that in yourself as well. What I've learned over
the years, in order to really help people; to truly serve people and to deliver real value to
them, is that you do not have to be perfect.
We're going to dive into that
in a bit more detail, but this
is one of the biggest
mistakes being made.
They’re just trying to be too
perfect. They don't believe
what they've created is good
enough to really help people,
but that's actually, in most
cases, just not true.
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#3 DISTRUSTING
YOUR GUT
I think one of the things that makes a great coach truly great, is that they trust themselves
and that trust of themselves comes from a belief that what they are doing is right; a belief
that they have knowledge, and information, and experiences that can truly help other
people. It's about getting yourself to the point where you really trust your gut, you trust your
instincts and your intuition, so also keep those in mind, as we move forward. All right. Let's
dive into creating value.

2 SIMPLE TRUTHS
#1 HAVE A
CREATIVE MINDSET
Mindset is something we all know about. I've done a lot of work on my own mindset over
many years and one of the most profound things that I worked on developing was to be
more of a creator. I've added this entire section because I think this is at the core of what's
going to help shift your mindset, and it starts with being a consumer versus a creator. A few
years ago, I was introduced to an idea, which I then applied to the creation of products and
started working with it in a very deep way.
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#1 HAVE A
CREATIVE MINDSET
Think about why we consume products, services, or information. I believe every one of us is
a consumer; someone who buys something they want. So, someone who buys products,
services or information is a consumer. But why do they consume it? They have a need or
want, right? Read this statement:

"A consumer is someone
who has needs we can fill.“
Where is the emphasis? I think it's on “we.” We are the creator. So, you start to view other
people as consumers, not just yourself. Most people, whether they actually consciously think
about it or not, consider themselves a consumer. It's what they know.

It's what we have been trained to do; to consume and for a good reason. To learn and to
grow. We consume things to learn more and to grow. One could say you're reading this to
learn more about creating value; to grow yourself and to grow your business. That's why we
consume, to learn and to grow.

It’s all about starting to shift your mindset to other people being the consumers. You're
shifting your mindset, so you are not the consumer, but rather being the creator. That
doesn't mean you will never consume. I don’t think we can get away from that.

COPYRIGHT 2018 ROBERT ANTHONY MARTINEZ. ALL RIGHTS RESERVED.

TM

ROBERT

ANTHONY
MARTINEZ

#1 HAVE A
CREATIVE MINDSET
“We consume because it’s easier.”

This is what developing a Creator Mindset is all about. Shifting from a consumer mindset
where we're constantly looking to learn and to grow; to that of a creator mindset, so we are
creating products, services, and information, which will help other people to grow.

This is so important, because this alone is what stops most coaches from really succeeding
and really creating true value in the world. Don't misunderstand me. We will never get
completely away from being a consumer because we are, and must remain lifelong learners,
but when we're in business, things related to our business need to have a slightly different
focus. What do you think that focus would be?
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#1 HAVE A
CREATIVE MINDSET
It's having a return on your investment, because in business, if we're not focused on having a
return on every investment we make, with money or time, we're not going to be in business
very long, because your investment dollars and/or time are going to expire. You're going to
exhaust your available revenue to invest long before you get a return - unless you're focused
on getting a return. You need to evaluate your investments based on a real return
opportunity.

Now, many times, it might be a spiritual return, which is fantastic. Many times, it might just
be an enjoyment return, but my hope is that you work hard and you actually create a
product that is marketable and that will help you make an impact on your business, i.e. grow
your list, grow your following, or make you money, but ultimately get a return.

If that's the consumer side, then let's talk about the creator side. You cannot create value if
you're not a creator, yet I get the question all the time, "How do I create value?

When I say, "You need to become a creator", it's like it lands on deaf ears. "Huh? What?”
Many coaches don't understand that you can't just create value because it's something you
want to do. You have to shift who you are, shift your thinking and your approach to that of
being a creator. So, what do you need to be a creator and how do we get there?
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#1 HAVE A
CREATIVE MINDSET
It's ideas. You have to be a relentless creator of ideas. Ask yourself: “what could I possibly do
next that could deliver value?", or, "what idea could I come up with?" Constantly create ideas.
Ideas usually come in the form of, "What kinds of problems can I solve?" Then, once you
have an idea ... just gave that away.
Next, you need to become a creator of solutions. You now have
all these ideas but remember you won't create products or
solutions around every idea. That wouldn't be possible, but
you should have an exhaustible number of ideas, so you need
to be a creator of ideas, and then think about, "What's a
solution? What is a solution that I could create that would
ultimately deliver value, and then of course, how do I create
that solution and that value in the form of a product? Why does it have to be in the form of a
product?" Because that's what other people will consume. People can't just consume your
ideas or your solutions unless you package it up and make it available to them.

This is what the Creator Mindset is all about. You have to shift your thinking from being a
consumer all the time, to that of being a creator. You do have it within you to be a creator,
you just have to make the decision, and have the belief, faith and understanding that what
you have inside of you can help other people. You just have to be a creator of ideas,
solutions, and products, and you're be well on your way.
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#1 HAVE A
CREATIVE MINDSET
OK, I'm going to say it, shifting from being a consumer to creator is not a hard thing to do,
you just have to decide that is what you want to do. You then need to understand who or
what determines the value of what you create. I would pay close attention here, as I know
this is going to strike you as counterintuitive.

There are many coaches out there who absolutely refuse to believe that what I'm about to
share with you is true, yet, but the large majority who do believe it and goes down this path,
actually start to make a bigger impact in the world, and that's what we all want.

#2 HAVE A TARGET
MARKET
Creating massive value starts with having a target market. It starts with choosing a target
audience; an avatar client, however you want to say it. If you want to create real value, you
have to narrow your focus more and more and more. Much more than you believe you need
to or have to, but narrow it, narrow it, narrow it,
and you just can't help but to create more value
for that market. It's almost impossible to not
create value, assuming that what you're bringing
to that market is valuable, meaning, you have
something inside of you that is relevant to them.
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#2 HAVE A TARGET
MARKET
As an example, I was walking with a prospective client in New York City a few years ago, a
fairly new coach. We were walking through Times Square. Traffic was crazy.

We were in in a taxi but jumped out because we just weren't moving and decided to walk the
remaining 15 - 20 city blocks. Along the way we chatted about her business goals. For the
first 15 blocks, we were talking about nursing; about how she really wanted to help nurses to
be better with their patients, and ultimately make an impact on how the medical community
trains their nurses and so forth.

At one point, I literally stopped dead in my tracks, I looked at her and I said, "Wait, wait,
you’re telling me you're not a nurse? You've never been a nurse? You've never been in the
medical field.” This was a complete mismatch of who she was; all her experience, education,
and background; to the target audience that she had chosen. It would have been extremely
difficult, if not impossible, for that audience to ever see her as an expert.

So, we are talking about choosing a target audience, but not just arbitrarily deciding
something like; "I don't know anything about space travel, but I want to help astronauts learn
how to live better in a zero-gravity environment."
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#2 HAVE A TARGET
MARKET
Your target market has to be very focused and be somewhat related to your expertise. You
have to be able to be seen as the expert in that market. There's some critical factors in
determining how to choose that market. The first is your past. Identify what has gone on in
your past, good, bad, whatever you can think of. Perhaps major life events, but just bring it
all to the forefront and document it.

Second, you want to identify what you are passionate about? Just jot down different things
that you're passionate about. You may find a target audience in a personal passion around
knitting, or crochet, or golf, or bicycle repair. You just never know, but your past and your
passion are critically important to helping you identify a really good target market; a really
good niche for you to focus on.

The third is your purpose. Have you done any real work around understanding your life
purpose. To really check in with yourself and see what your true-life purpose is? If your
purpose is really to teach, to be a teacher, then your past and your passion will help you
figure out.

These critical factors will really help you identify a target audience, and it's targeting that is
going to lead you to creating more value. It's not really complicated to create value when you
know who they are, because if you know who they are, you can figure out what they want,
and more specifically, what they think they want.
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#2 HAVE A TARGET
MARKET
And remember, what they think they want is never what you think they need, and there's a
real fine line between the two. Many, many coaches try to market their services based on
what they know somebody needs versus trying to understand what they (the target) really
think they want; from their perspective.

“What is it that they want from their perspective?" Not yours!

This is so critically important to helping you do a number of things in your business. The first
is going to help you identify all the different areas that they would want help in, something
that they're looking to do or accomplish in their lives. It's from their perspective.

This is where you, being the creator of ideas comes into play, by focusing on your
prospective client’s, from their perspective.

"What is it that they want?“
"What are they struggling with,
tired of, ready for?”
“What do they value, or what do
they have an urgent need for?”
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#2 HAVE A TARGET
MARKET
Almost take yourself out of it as a coach, and really just try to get into that person’s head
and/or heart. Now, here's a kicker. If you are that person; the divorced mother of a down
syndrome child, as an example, and your target audience is divorced mothers of down
syndrome children, guess what? You are your target; therefore, you could easily come up
with 20 or 30 responses to every single one of the above questions.

If you think through these questions, it's really going to give you a lot of ideas that you can
then turn into products, which will deliver immense value.

If you’d like one-on-one help putting these strategies to work
in your coaching business, click the button to schedule your
free 30-minute Business Accelerator Strategy Session.

SCHEDULE
NOW
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ABOUT YOUR COACH
Robert Anthony Martinez is a Coaching Business
Success Mentor, Consultant and Coach; he is
passionate about working with Coaches and other
experts, helping you to identify and design an Internet
strategy and online presence, so you can reach more
people, share your expertise, and multiply your
business results.

Robert is a former Chief Information Officer and is the
Founder and President of Manifestation Technology, a
company that delivers and supports automation
solutions for the Coaching Industry.
Robert is also the creator of the Coaching Business Success Academy and the Coaching
Business Success Club. Coaching Business Success Academy is an online video training
academy where Robert breaks down the mystery of the automation tools you need to help
grow your business. He explains technology in a way that helps you understand and retain
what you need to know.

Coaching Business Success Club is a private online community where you get to interact
directly with Robert, and other successful Coaches, to get your most pressing product
creation, technology automation, and implementation questions answered.
Even if you don’t have a clue about technology.
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8924 E Pinnacle Peak Rd Ste G5-637
Scottsdale, Arizona 85255
EM: Robert@ManifestationTechnology.com
PH: 888-245-3002
RobertAnthonyMartinez.com
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