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   Index  

 Action: 
 inspired, 93, 94–95 
 as stage of motivation, 78 

 Adobe, 161 
 Adobe.com, 135 
  Advanced Hypnotic Writing  

(Vitale), 158 
 Advertising, 124 

 direct-response marketing 
and, 182–183 

 expense of, 31 
 information not to reveal, 

185–186 
 newspaper ads and, 

184–185 
 sales letters and, 186–187 

  Advertising Headlines That 
Make You Rich  
(Garfi nkel), 158 

 Aesop Marketing, 158 
 Affi liates, 144–145, 168–169, 

195 
 AIDA (attention, interest, 

desire, action), 143 

 Alexa.com, 139 
 All or none thinking, 38 
 Angel investors, 117 
 Annie Jennings PR, 126, 128 
 Anxiety: 

 avoidance and 
 procrastination, 
89, 97–99 

 partnerships and, 112 
 perfectionism and, 100–102 

  Anxious Nine to Five: How to 
Beat Worry, Stop Second 
Guessing Yourself, and 
Work with Confi dence  
(Kase), 37 

 “Any Road” (Harrison), 105 
 Apple Computers, 31 
 Articles, 123–124 
 Association of Coaching and 

Consulting Professionals 
on the Web 
(ACCPOW), 91, 138 

  The Attractor Factor  (Vitale), 
90, 151 
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 Auerbach, Jeffrey E., 6 
 Authenticity, 45–46 
 Autoresponders, 22, 26, 167 
 Avoidance: 

 anxiety and, 89, 97–99, 134 
 avoid avoiding and 

(procrastination 
solution), 99–100 

 fear and, 16 
 of study, 53, 54, 56, 58 

 Balance sheets, 117 
 Beck, Aaron, 37 
 Belief systems: 

 importance of, 44 
 interpersonal support 

and, 95 
 limiting, 44– 45, 93–94 
 McLeod, Angus, advice 

from, 44– 45 
 motivation and, 81 

 Benefi ts of, 31 
 Berra, Yogi, 5–6 
 Blogs, 26, 161, 171 
 Blog Squad, 21, 24 
 Book-keeping, 31 
 Branson, Sir Richard, 32 
 Brochures, 192–193 
 Business Building 

Center, 152 
 Business cards, 174, 192 
 Business coaching, 8, 129 
 Business Network 

International, 153 
 Business plans: 

 computers and, 31 
 discussing with partners, 19 
 investors for, fi nding, 32 
 loan applications and, 117 

 perfectionism and, 101 
 products for, 167 
 start-up and, 31 
 time-management and, 167 

 Capital, 31, 116–117 
  see also  Expenses 

 Career coaching, 8, 49 
 C-Corp, 111 
 Clients: 

 fi nding, 191 
 old, reactivate, 193–194 

 Coach/buddy, 25 
 Coaches: 

 common traits of, 9 
 defi ned, 3 
 types of, 4 

 Coaching: 
 as home-based business, 

3, 6 
 passion for, 4 
 top niches, 7–9 
 vision for, 5–6 
  see also  Success, in coaching 

 Coaching from Spirit.com, 
79, 80 

 Coaching Institute, 19, 57, 
79, 201 

 College of Executive 
Coaching, 6 

 Comprehensive Coaching 
U Brain-Speak 
Program, 41 

 Computers: 
 business plan, as part of, 31 
 necessity of, 32 
 skills, learning, 32–33 
 as time-management aids, 

103 
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 Conditioning: 
 aversive, 98 
 escape, 98–99 

 Constantcontact.com, 169 
 Contemplation (as stage of 

motivation), 77 
 Corporate coaching, 8 
 Corporations, 110–111 
 Credit-card services, 167 
 Customized Newsletter 

Services, 21, 24, 124 

 DiClemente, C. C., 76 
 Distractions: 

 attention wandering, the 
whys of, 63–64 

 external 
 and focusing in spite of, 

68–69 
 and optimal noise level, 

67–68 
 and stimulus control, 66–67 

 family and friends, 16–17 
 identifying, 62 
 internal, 64–66 

 dealing with, summary 
of, 65–66 

 delaying, 65 
 identifying, 64–65 

 scheduled breaks and, 
69–70, 71 

 self-sabotaging, 54–56 
 source of, understanding, 

62–63 
 from studies, 54–56 

 Dotson, Larry, 158 
 Duo coaching, 129 

 E-books: 

 creating, 134–136, 160–161 
 expense of, 158 
 “How to Turn Personal 

Experiences into 
E-Books” (Vitale), 155 

  Hypnotic  series of, 158 
 ISBN requirements and, 

168 
 selling/giving away of,

on-line, 157–159, 161 
 7dayebook.com, 155–156 
 technophobia and, 134–135 

 Edwards, Jim, 155–156, 161 
 Elance.com, 160, 167, 187 
 E-mail: 

 coaching through, 161 
 distraction of, 66–67 
 Microsoft Outlook, and 

time management, 
103 

 spamming and, 135, 169 
  Speak and Send  (software), 

157, 158 
 Emotional reasoning, 39– 40 
 Empowered Spiritual Coach 

(teleseminar), 80 
 Entrepreneurs, 8, 14 
 Excuse-making, 27–28 

 patterns fueled by, 29–31 
 self-sabotage and, 28 
 techniques of, 29 
 technophobia and, 32–33 

 Executive coaching, 6, 8 
 Expenses: 

 for advertising campaigns, 
182 

 for blogs, 26, 171 
 for brochures, 193 
 for business cards, 192 
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Expenses (continued)
 for business coaching, 

128–129 
 for e-books, 158 
 for e-zines, 169 
 fi nancing for, 31, 116–117 
 for mailing lists, 169 
 for marketing, 115, 116, 

188, 195 
 for media placements, 126 
 myths about, 167–171 
 overestimating, 166 
 partnerships and, 19 
 for speaking engagements, 

181 
 for start-up, 16, 31, 117 

 E-zines, 124, 149, 169, 174 

 Fader, Henry C., Esq., 
110–111 

 Failure rate, of small 
businesses, 117 

 Fairley, Stephen, 109, 
152–153 

 Falter-Barns, Suzanne, 140 
 Fears: 

 authenticity and, 45– 46 
 of marketing, 20, 114–116 
 McLeod, Angus, advice 

from, 44– 46 
 money, 165–166 
 overcoming, 15, 48– 49 
 rationalizing, 14–15 
 self-doubt, while training, 

51–55, 56–59 
 of silence, and positive 

aspects of, 45 
 technophobia, 32–33, 

134–136 

  The Feel Good Guide to Prosperity  
(Gregory), 92 

 Financing, 31, 116–117 
 Focus: 

 daily implementation and, 
61–62 

 general vision and, 61 
 improvement strategies 

and, 64–69 
 on mission, 61 
 multitasking and, 70 
 prioritizing tasks and, 

70–72 
 selective attention and, 38 
 staying focused, 50, 54, 61 
 on success, 16–17 
  see also  Distractions 

 Fortune-telling, 39 

 Gabellini, Jeanna, 171–176 
 Garfi nkel, David, 158 
  Getting Started in Personal and 

Executive Coaching  
(Fairley), 109, 152 

 Goal-setting: 
 changeability of, 106 
 SMART goals, 105–106 
 time-management and, 

104–106 
 Google.com, 124, 161, 169, 

170, 171, 197, 198 
 Gregory, Eva, 92–96, 173, 175 

 Harrison, George, 105 
  Harvard Business Review,  8 
 Health insurance, 111 
 Health/wellness/weight-loss 

coaching, 7 
 Hibbler, Bill, 155, 157 
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 Hicks, Jerry and Esther, 96 
How to Use Spiritual Business 

Building Skills to 
Create the Business 
of Your Dreams! 
(home-study kit), 80

 HypnoticMarketingInc.com, 
160 

 HypnoticMarketing
Strategy.com, 159 

  Hypnotic Selling Secrets  
(home-study course), 
159 

  The Hypnotic Writing Swipe File  
(Vitale and Dotson), 
158 

  Hypnotic Writing  (Vitale), 158 
  Hypnotic Writing Wizard  

(software), 158 

 Idea Marketers, 124 
 Impulseinternetmarketing.com, 

156 
 Income: 

 multiple sources of, and 
benefi ts of, 131–132, 
139 

 passive income-producing 
strategies, 125–126, 
131, 134–135 

 yearly averages, 109 
  Intentional Change  (Wilson, 

et al.), 79 
 Intention Creator, 103 
 International Coach 

Federation, 171 
 Internet: 

 blogs, 26, 161, 171 
 e-commerce, 167 

 Internet Compliance Act, 
135 

 marketing, 11, 21, 135, 
155–161 

 piracy, 168 
 seminars, on-line, 161 
  see also  Web sites 

 Investors, 117 
 ISBN (International 

Standard Book 
Number), 168 

 Janota, Amy, 156 
 Jennings, Annie, 126–128 
 Jobs, Steve, 31 
 Joint ventures (JVs), 91, 

136–137 
 benefi ts of, 140 
 Leshinsky, Milana, advice 

from, 138–139 
 partners, what to look for 

in, 138, 139 
 product/project quality 

and, 136–137 
 proposals for, 139–140 
 for stress reduction, 137 
 support and, 91 
 traffi c ratings and, 139 

 Joyner, Mark, 158 

 Kase, Larina: 
 business coaching and, 8 
 on corporations, 

110–111 
 on external noise, 68 
 on joint ventures, 91 
 on passive income-producing 

strategies, 125 
 on technophobia, 135 
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 Kase, Larina  (continued)
 on unhelpful thoughts, 

36, 37 
 weight-loss coaching and, 7 
  see also  Strategic-referral 

partnership (SRP) 
 Keep-in-touch campaign, 

149–150 
 Krakoff, Patsi, Psy. D., 20–25 

 Leading Edge Coaching & 
Training (web site), 92 

 Leshinsky, Milana, 91, 
138–139 

 Levine, Terri, 3, 10 
 business coaching and, 8 
 career coaching and, 8 
 duo coaching and, 129 
 joint ventures and, 91 
 marketing techniques of, 115 
 as mentor, 96 
 motivational stages of clients

and, 77 
 products of (web site), 167 
 weight-loss coaching 

and, 7 
  see also  Terri Levine’s top 10 

marketing secrets 
 Lewis, Charles, 160 
 Lewis, Scott, 156 
 LicensingRevenueSecrets.com, 

140 
 Limited liability, 113 
 Limited liability corporation 

(LLC), 111 
 Limited partnership, 113 
  Living an Extraordinary Life  

(Wilson, et al.), 79 
 Loneliness, 112 

 Magnifi cation, 37–38 
 Mailing lists, 159, 

161, 169 
 Maintenance (as stage of 

motivation), 78 
 Marketing, 4, 7 

 affi liate, 144–145, 
168–169, 195 

 AIDA (attention, interest, 
desire, action), 143 

 buddies, 128–129 
 competition, 170 
 direct-response, 182–183 
 educating yourself in, 116 
 expense of, 115, 116, 

188, 195 
 exposure tips, 128 
 fears of, 20, 114–116 
 Jennings, Annie, on 

publicity, 126–128 
 multitasking and, 70 
 myths, 114 
 niche, 24–25, 170–171, 

178–179 
 patience and persistence 

in, 116 
 perfectionism and, 101 
 of products, 125 
 referrals and, 174 
 self-sabotage and, 115, 

159–160 
 specialists in, 116 
 target audiences, fi nding, 

4, 169, 170–171, 
183, 197 

  see also  Internet; Marketing 
strategies; Terri 
Levine’s top 10 
marketing secrets 
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 Marketing strategies, 
113–114, 120 

 active, 121 
 and networking, 122–123 
 and public speaking, 

121–122 
 list of, 113–114 
 passive, 121 

 and advertising, 124 
 and articles, 123 
 and e-zines, 124 
 and income-producing 

strategies, 125–126 
 and press releases, 127, 

128, 153, 189 
 and publicity, 126–128 

 Markkula, Mike, 31 
 MasterPeaceCoaching.com, 

171 
 McLeod, Angus, 44– 46 
  Me, Myself, My Team: How to 

Become an Effective 
Team Player Using NLP  
(Angus), 44 

 Media placement, 126–127 
 Mentors, 90, 96 
 Microsoft Outlook, 103 
 Microsoft Word, 135, 

160–161 
 Miller, William R., Ph. D., 

76, 77 
 Minimization, 38 
 Motivation: 

 ambivalence, resolving, 76 
 belief systems and, 81 
 energy 

 as a clue to, 74–75 
 physiological variables 

of, 75–76 

 inspiration for, 83 
 lack of, 17–18 
 in marketing, 115 
 stages of, 77–78 
 in training, 54–56 
 understanding, 73–74 
 Wilson, Sharon, advice 

from, 79– 82 
 Multitasking, 70 

 Networking, 122–123 
 Newsletters: 

 Customized Newsletter 
Services, 21, 24, 124 

 mailing lists for, 169 
 NicMedia.com, 91 
 Nielson, Angela, 91 

 O’Bryan, Pat, 155, 160 
 Obsessive-compulsive disorder 

(OCD), 99 
 Optimal noise level, 67–68 
 Overgeneralization, 39 

 Parasympathetic nervous 
system, 100 

 Parent coaching, 8–9 
 Partnerships: 

 benefi ts of, 111–112, 175 
 checks-and-balances system 

of, 111–112 
 expenses and, 19 
 general partner and, 113 
 limited, 113 
 problems with, 112–113 
 silent, 117 
  see also  Strategic-referral 

partnership (SRP) 
 PAScoaching.com, 8 
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 Passive income-producing 
strategies, 125, 131, 
134–135 

 Pay for Placement Publicity 
Program, 126, 128 

 PayPal, 167 
 PDF, 134, 135, 160–161 
 Pepper Hamilton LLP, 

Attorneys at Law, 
110 

 Perfectionism, 100–102 
  Performance Coaching: The 

Handbook for Managers, 
HR Professionals and 
Coaches  (Angus), 44 

 Personal coaching, 6, 8 
 Personalization, 38 
 Personal trainers, 49 
 Ponder, Catherine, 95 
 “The Power of Silence,” 45 
 Precontemplation (as stage of 

motivation), 77 
 Preparation (as stage of 

motivation), 78 
 Press releases, 127, 128, 

153, 189 
 PrimoPDF.com, 135 
 Probability overestimation, 40 
 Prochaska, J. O., 76 
 Procrastination, 15–16, 50–54, 

99–100 
 Proctor, Bob, 96 
 Products: 

 business plans and, 167 
 funneling, 139 
 income from, 131 
 joint ventures and, 136–137 
 lead-in, 187–188 
 list of, 136 

 marketing of, 125 
 Professional coaching, 6 
 Projects, 131, 132, 134–137 
 Proposals and propositions, 

131–132 
 elements of, 132–133 
 for joint ventures, 139–140 
 objectives and, 133 
 pricing, 133 
 qualifi cations and, 

133–134 
 value, and SRPs, 146–147, 

149, 178 
 PR Web Release Newswire, 

128 
 Publicists, 126–127 
 Publicity, 126–128 
 Public relations: 

 press releases and, 127, 128, 
153, 189 

 spreading your fame, 190 
 Public speaking, 121–122 

 elevator speeches and, 
177, 178 

 expenses for, 181 
 lead generation from, 182 
 seminar promotion tips 

and, 181 

 Referrals: 
 cross, 149 
 fees, 125, 142, 148, 152 
 frequent-referrers program, 

150 
 from friends and family, 92 
 giving, 151 
 keep-in-touch campaign 

and, 151 
 marketing and, 174 
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 partners, 62, 120, 122 ( see 
also  Strategic-referral 
partnership (SRP)) 

 Resources, limited: 
 creating abundance 

with, 174 
 Gabellini, Jeanna, advice 

from, 171–176 
 group support and, 173 
 money and, 164–166 
 myths concerning, 167–171, 

173–174 
 start-up and, 163–166 
 time and, 163–164, 167 

 RichCoachPoorCoach.com, 
138 

 Rohn, Jim, 96 
 Rollnick, Stephen, Ph. D., 

76, 77 

 Sales coaching, 8 
 Sales letter, 186–187 

 P.S. system and, 186, 195 
 S-Corp, 111 
  Seeing the Light: What 

Organizations Need to 
Know about Executive 
Coaching: The 2005 State 
of the Coaching Industry 
Report  (Auerbach), 6 

 Selective attention, 38–39 
 Self-confi dence: 

 lack of, 25, 116 
 quality of “being” and, 46 

 Self-sabotage: 
 distractions and, 54–56 
 excuse-making and, 28 
 EndSelfSabotage.com,

160 

 family and friends, infl uence 
on, 88–89 

 marketing and, 115, 159–160 
 perfectionism and, 101 
 training and, 56–59,

114–115 
 Self-talk, negative, 13–15 
 Seligman, Martin, Dr., 21 
 Small businesses, 8, 117 
 Sole proprietorships, 110 
  Speak and Send  (software), 

157, 158 
 Spiritual coaching, 79–82 
 State variable, 75 
 Stimulus control, 66–67 
 Strategic-referral partnership 

(SRP): 
 affi liates and, 144–145 
 becoming one, 151 
 benefi ts of, 142–143, 147–148 
 creating, and being 

memorable, 149–153 
 described, 141–142 
 Fairley, Stephen, advice 

from, 152–153 
 fi nding, 145–146, 152 
 selecting, 143–144 
 value propositions, 146–147, 

149, 178 
 STRENGTH Weight Loss & 

Wellness™, 7 
 Success, in coaching: 

 advice 
 from Gabellini, Jeanna, 

171–176 
 from Gregory, Eva, 92–93 
 from Krakoff, Patsi, Psy. 

D., 20–25 
 from McLeod, Angus, 46 
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 Success, in coaching  
(continued)

 fi nding a niche, 25, 49 
 inhibiting factors 

 and distractions from 
outside, 16–17, 54–56 

 and education, too much 
or not enough of, 23 

 and excuse-making, 
27–33 

 and negative self-talk, 
13–14 

 and procrastination, 
15–16, 50–54, 99–100 

 and self-confi dence, lack 
of, 25 

 and self-motivation, lack 
of, 17–18 

 and support, lack of, 
18–20 ( see also  Fears) 

 and technophobia, 32–33 
 qualities essential for, 22–23 
 silence and, 45 
  see also  Thoughts, and 

control of 
  The Successful Therapist  (Kase), 

111 
 Support, interpersonal, 

85–88 
 compensation for, 90 
 of family and friends, 19–20, 

31 
 and negative infl uences of, 

88–90 
 Gregory, Eva, advice from, 

92–96 
 joint ventures and, 91 
 mentors and, 90 
 prosperity and, 94–96 

 using wisely, 91–92 

 Taxes, 110, 111 
 Technophobia, 32–33, 

134–136 
 Terri Levine’s top 10  

marketing secrets, 
177–195 

 on advertising, 182–187 
 and direct-response 

marketing, 182–183 
 and information not to 

reveal, 185–186 
 and newspaper ads, 

184–185 
 and sales letter, 186–187 

 on elevator speeches, 
177, 178 

 on fi nding clients fast, 
190–191 

 on lead-in products, 
187–188 

 on learning sales and 
marketing, importance 
of, 188 

 on niche marketing, 178–179 
 and income levels, 

attracting, 179–180 
 on public relations, getting 

free, 188–190 
 and fame, spreading, 190 
 and press releases, 189 

 on public speaking 
engagements, 180–182 

 and lead generation, 182 
 and seminar promotion 

tips, 181 
 on self-promotion, other 

forms of 

bindex.indd   220bindex.indd   220 7/12/2006   7:20:09 AM7/12/2006   7:20:09 AM

htt
p:/

/w
ww.pb

oo
ks

ho
p.c

om



INDEX

221

 and affi liate programs, 
setting up, 195 

 and brochures, 192–193 
 and business cards, 192 
 and credentials, using, 191 
 and frequent-referral 

programs, 194 
 and old clients, reactivate, 

193–194 
 Testimonials, 134, 186 
 “Think and Grow Rich 

Workbook” (O’Bryan), 
160 

 30 Days to Creating Success 
from the Inside Out! 
(home-study kit), 80 

 Thoughts, and control of: 
 challenging, 42–44 
 cognitive distortions 

 and all or none thinking, 
38–40 

 and emotional reasoning, 
39–40 

 and fortune-telling, 39 
 and magnifi cation, 

37–38 
 and minimization, 38 
 and overgeneralization, 39 
 and personalization, 38 
 and probability 

overestimation, 40 
 and selective attention, 

38–39 
 negative 

 and changing, through 
affi rmations, 41–42 

 and identifying, by 
recording, 36–38, 40 

 and labeling, 37, 40 

 positive, instilling through 
affi rmations, 41–42 

 Time management: 
 business plans and, 167 
 computers and, 103 
 e-mail, and Microsoft 

Outlook, 103 
 goal setting and, 104–106 
 limited time and, 

163–164, 167 
 perfectionism and, 100–101 
 prioritizing and, 54, 70–72 
 schedules, structuring and, 

102–104 
 Training, 4–5, 25, 49 

 distractions in, 54–56 
 Empowered Spiritual Coach 

(teleseminar), 80 
 exams, and self-sabotage, 

56–59, 114–115 
 home-study coaching kits, 

51, 53, 80, 159 
 motivation in, 54–56 
 prioritizing and, 54–56 
 for sales and marketing, 188 
 self-doubt, overcoming, 51–54 
 studying, and 

 procrastination, 50–54 
 of thoughts, 42 

 Trait variable, 75 

 United States Small Business 
Administration (SBA), 
117 

 Universal Laws of Energy, 79 

 Venture capitalists, 117 
 Virgin empire, 32 
 Virtual assistants, 31, 49, 103 
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 Vision, 6, 61 
   see also  Focus 

 Vitale, Joe, 10, 11, 37, 116 
  The Attractor Factor,  90, 151 
 on e-books, and technology 

myths, 135 
 “How to Turn Personal 

Experiences into 
E-Books” (Vitale), 155 

  Hypnotic,  products of, 
158–160 

 Intention Creator, 103 
 internet marketing secrets 

of, 155–161 
 joint ventures and, 91 
 on marketing, 120, 170 
 passive income sources 

and, 125 
 on referrals, 151 
 sale letters and, 187 

 Vitale, Nerissa, 156 

 Wakeman, Denise, 21, 22 
 Web cam coaching, 161 
 Web sites: 

 benefi ts of, 31 
 designing, 25, 159–160 

 freelancers for, 167 
 expense of, 167–168 
 e-zine services for, 169 
 GoDaddy.com, 168 

  What’s Stopping You? How 
to End Self Sabotage for 
Aspiring E-Book 
Authors  (Vitale and 
Kase), 135 

 Wilson, Sharon, 79–82, 174 
 Wozniak, Steve, 31 

 Yahoo.com, 171  
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