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Building a coaching business can give you a 
meaningful career and a flexible schedule so 
you can build the life you want.

Most small business owners desperately need a coach. Small 
business owners tend to be inspiring, risk-taking adventurers 
who are determined to succeed BUT they don’t tend to know 
exactly how to run or grow a business.

That’s where you come in. If you have already succeeded in 
business yourself and have wisdom to offer, that wisdom can be 
incredibly valuable to a small business owner still trying to figure 
it out.

But starting and growing a coaching business can be 
frightening. Like most business coaches just starting out, you’re 
likely wondering:

• How am I going to find new potential clients?
• Where will I get my authority so that I can earn trust?
• What frameworks will I take clients through?
• How much should I charge?
• What “products” will I sell?
• Who can I talk to when I’m not sure I’m doing it right?
• When and how should I take the leap and launch my

coaching business?

I created this 7-step checklist to give you step-by-step 
instructions to start and grow a coaching business.

At my company, Business Made Simple, we have a community 
of hundreds of certified business coaches, and the steps in this 
checklist are the steps we’ve all determined have been the most 
helpful. Of course, if you would like to join our community of 
certified coaches, we would love to have you. Regardless, these 
are the steps you will want to take to ensure your coaching 
business becomes a joy to grow rather than a burden to manage.

To your success,

Donald Miller
CEO of Business Made Simple and StoryBrand
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How to
Build a 
Thriving 
Coaching 
Business
The 7-Step Checklist

Create a Menu of Products 
You Can Sell to Clients 

1

Before launching your coaching business or even making a list of 
potential clients, you will want to create a list of products you intend to 
sell. 

One of the biggest mistakes amateur business coaches make is being 
vague about the value they offer. If you simply offer “weekly coaching,” 
you aren’t offering easily understood, tangible value. You leave clients 
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Protein 

Simple carbs

Fiber

Sugar

Liquids

(all prices vary)

wondering: “Weekly coaching that gets me what? Weekly coaching 
that pays for itself, how?”

You will be much more successful (and confident) if you are specific 
about what you offer and how each item you offer will make your client 
a significant return on their investment. In other words, if you want to 
succeed as a business coach, you need to define each of your services 
as a specific item available for a specific price.

Why does being specific matter so much?

Let’s say you pull up to a drive-through window to order some food, 
and the drive-through menu says this:

Would you be able to place an order? Of course not. Why? Because the 
menu itself is too vague. Restaurants definitely sell protein and simple 
carbs and fiber – but they sell all of that in the form of a cheeseburger.

Most business coaches fail when it comes to defining specific products 
because, honestly, they have not created specific products. Instead, 
they simply sell “coaching,” and what they mean by coaching are paid-
for casual conversations in which custom wisdom is exchanged. That’s 
great, and plenty of coaches make money doing it, but the truth is they 
could make two and three times more if they got specific. When you 
sell “coaching,” it’s the equivalent of selling “protein” through a drive-
through window at a restaurant. You aren’t going to sell much because 
you are making the customer think way too hard. 
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Instead of being vague, make your services and prices specific. Create 
a menu of products you’d like to offer and make sure your offering is 
specific. For example, you might offer…

• 6 months of bi-monthly coaching to overhaul your leadership
strategy ($5,000)

• 12-month mastermind to increase your revenue and profit ($12,500)

• One-day sales training for your sales team ($5,000)

• One-day workshop to create your mission statement and guiding
principles ($5,000)

• 6-month fractional COO consulting to overhaul your operations
playbook ($25,000)

Each of these products (and more) are products Business Made Simple 
Certified Coaches offer. When clients know how much they can pay for 
a specific deliverable, they are much more likely to place an order. 

If your prices vary based on the circumstances, you can always include 
verbiage like “starting at” to cover the necessary price customizations. 
The point is this: create a menu of products and then back that menu 
up with collateral you can deliver. 

Creating a menu of products BEFORE you launch your coaching 
business is going to give you three valuable advantages:

1. You will feel more confident. Even before you launch your
coaching business, you will be clear on how you are going to
make money. You will know, for example, that if you can sell two
fractional COO consultant engagements, four workshops, and five
mastermind registrations, you will be at $95k in revenue.

2. You will know how to prepare. Instead of just winging it, you will
know how to prepare to deliver the specific collateral your clients
have purchased.

3. You will increase word-of-mouth referrals. Clients will spread
word about your coaching when they can point their friends to
specific products that can be purchased from you. If you deliver
a “sales training workshop,” your client can tell their friends they
ought to hire you to deliver one for them, too. The more specific
your menu is, the more your clients can tell their friends about what
to purchase and why.
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Once you define exactly what you’re offering at what price, you’ll be 
able to talk to potential clients in a much more effective way about the 
deliverables they will receive. When it comes to pricing and products, 
people want to know exactly what they are going to get and how much 
it is going to cost. That’s how the marketplace works. Restaurants don’t 
list “protein” on their menu, they list “cheeseburgers.” Coaches who 
understand the importance of listing specific items at specific prices 
will grow their coaching businesses.

Create a Potential Client List

2

One of the biggest challenges business coaches face is finding clients. 
In order to fill your pipeline with qualified potential new clients, i.e. 
leads, you need to be proactive about pursuing prospects. But, there’s 
a way to do this without feeling like a door-to-door salesman.

Whether you are just starting out in your coaching business or are well-
established, creating a master list of potential clients and strategically 
reaching out to them is crucial to growing your business.

If you’ve already launched your business, you can still use this model to 
reach out to a group of clients you haven’t tapped into yet.

Here’s a step-by-step list for doing this right:

1. Create a giant brainstorm list of all the people you know that could
use your coaching service
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2. Get out your product list and assign names from your brainstorm to 
the specific products you feel each potential client could use 

3. Send an email letting each person (per menu item) know about 
the product you are now offering and offer to get on the phone and 
discuss it with them (for instance, send an email to everybody you 
know who might need sales training, mission statement workshops, 
life plan creation and so on) 

4. Keep growing your list of potential clients and keep sending 
emails that offer to jump on a call or Zoom meeting to discuss the 
deliverables

While you are generating your list and sending emails about your 
products, you can also host weekly breakfasts with potential clients. 
In those breakfasts, ask probing questions that help you better 
understand their needs. The questions you will want to ask should look 
something like this:

• Do you feel like your business has a clear mission and everybody on 
the team understands their specific role? 

• Could you be closing more sales? 

• Do you believe your marketing message is clear or are customers 
confused about what you offer? 

• Are you operating the business out of a separate checking account 
than your personal account and if so, do you have real-time optics 
into your profit? 

• Do you feel alone in the burden of making sure the business makes 
money every month or do you have a leadership team that carries 
that burden with you? 

• Do you have an operations manager that runs the company so your 
time is free to do what you do best? 

• Are there any products you could bundle together as a package to 
increase the sales of all of those products?

Questions like this serve a single purpose: They help the potential client 
you are talking to realize they need help. Not only this, but when your 
potential client realizes they need help, you have a specific product at a 
specific price you can offer that will help them solve their problem.
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In essence, growing your business is a twofold process:

1. Help potential clients realize they have a problem  

2. Offer a product that solves their problem

This all sounds simple, but in the whirlwind of daily activity, getting 
people to realize they have a problem and then recognizing your 
product as a solution to that problem will require a concentrated 
communication strategy. Start a list of potential clients, create email 
copy to send to them, and start emailing and getting together with 
potential clients soon.

Remember, less than 10% of the potential clients you contact will 
actually do business with you, so your list needs to be robust and you 
need to continue to work it as though you are a full-time salesperson. 
That said, if you keep working your list, word-of-mouth tends to catch 
on and in a couple years, you will not have to work so hard to attain 
clients. 

Get Your Website Right

3

When considering whether to hire you as a coach, potential clients 
are going to visit your website. It’s inevitable. When they do, you’ll 
want them to encounter a clear offer. Your website is a terrific place to 
explain your value, display a menu of products, and close sales. 
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When you get your website right, not only are you presenting a clear 
offer to potential clients, you’re going through an exercise in which you 
clarify your offer to yourself. A good coach knows why they are valuable 
and can articulate that value clearly. And because they can do this, 
they can teach their clients to do the same.

A website is basically a sales pitch on a page. When you get your 
website right, you get your pitch right.

Here is my recommended structure for your website:

The header should offer immediate value and also explain how that 
value can be delivered. While using very few words, this header offers 
to make the small business owner more revenue and offers to do it 
through coaching, workshops, and masterminds. Also, the initial CTA is 
clear: Book a 30-minute intake call. There is no confusion about what 
this coach does and how they do it.

The Header
SECTION 1
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The Stakes
SECTION 2

Now that you’ve offered our potential client extreme value, you need to 
let them know that if they don’t take us up on that value, there are very 
real consequences. The stakes section of your landing page should go 
next to remind your customers of the problems and negativity that you 
can help them overcome.
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The Value Proposition
SECTION 3

Think about all the value you’ve communicated so far on this landing 
page. You’ve made a clear offer, told the potential client what you are 
saving them from, and you’ve invited them to take a small, easy step 
toward purchasing our services. Most coaching websites (that is, if the 
coach even has a site) aren’t this clear, and yet you aren’t even finished!

Now that you’ve let them know what you offer and what you are saving 
them from, let’s spell out the value in practical terms so they know 
exactly what their life is going to look like if they hire you as a coach.

Tip: feel free to put a testimonial or two in this section. Social proof 
goes a long way in establishing credibility.
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The Plan
SECTION 4

At this point, your pitch is going great. Your potential clients know 
exactly what you offer, exactly why it matters to them, and exactly what 
they need to do in order to buy it. But they still aren’t going to make a 
purchase. Why? Because change is scary. And this is a big expense.

When you include a 3-step plan, you break down the process of 
working with you into 3 baby steps that make the transition to working 
with a coach more clear and less intimidating.
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The Explanatory Paragraph
SECTION 5

Your landing page is solid and it’s going to work. Still, there are a few 
clients out there who like to do due-diligence before spending the kind 
of money it takes to hire a coach. What you need, then, is a section 
of your landing page that gives them a long-form, conversational 
explanation of why working with you as a coach is so important.

The example paragraph we recommend for our certified coaches 
uses The Customer is the Hero Sales Framework, which is the sales 
framework we teach our coaches and they turn around and teach to 
their clients. The explanatory paragraph, then, is yet another sales pitch 
designed to close more coaching deals. Here it is:
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This simple landing page will help you communicate your offer clearly. 
Potential clients are wondering what you will offer as a coach and if 
you send them to this page, they will know exactly what you offer and 
will be more likely to hire you as their coach. If you become a Business 
Made Simple Certified Coach, we will teach you how to create a 
website just like this. The point is this: Get your sales pitch into a digital 
format you can share with potential clients and your coaching business 
will grow.

After you know what products you are going to offer, have a list of 
potential customers, and have clarified your offer in the form of a 
website, you’ll want to follow up with leads by sending out automated 
emails. 

The reason you need to collect leads and follow up with them through 
an automated email campaign is because hiring a coach is not an 
impulse decision. And because it’s not an impulse decision, you’ll want 
to earn trust with potential clients. 

All relationships, including business relationships, move through three 
phases. The first phase is curiosity, the second phase is enlightenment, 
and the third phase is commitment. 

When a client hires you as their coach, they have moved into 
the commitment phase of a relationship, but they will not move 
into commitment without first passing through curiosity and 
enlightenment.

Follow Up With Leads

4
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Casual conversations, along with the offer you communicated on 
your website, will definitely pique your customer’s curiosity. This, in 
turn, will make them want to seek enlightenment. When I say “seek 
enlightenment,” I mean that your potential client will want to know 
more. Specifically, they will want to know how the relationship will 
work, what exactly they will gain, who else has gone through your 
coaching (anybody like them?), and how much it will cost.

Your automated email campaign needs to be designed to enlighten 
potential clients by informing them, one email at a time, how a 
coaching relationship with you works and what they will get if they 
sign up.

The content you send out, then, is important. Timing, however, is also 
important. Your potential client needs to receive these emails from you 
for weeks, if not months. Why? Because trust is built by offering value 
over time. And nobody is going to hire you until they trust you.

Trust can be built through an automated email campaign. Once you 
have a potential client’s email address, you should start sending them 
automated emails. Here’s a list of the kinds of emails you can send that 
will enlighten your clients, earn trust, and encourage them to commit:

1. The Problem/Solution Email - This email will define a specific  
 business problem your clients deal with before they start working  
 with you and then detail how exactly you help clients solve this  
 problem. 

2. The Testimonial Email - Send potential clients a case study and  
 testimonial from an existing client who has experienced success  
 from your coaching. If you are just starting out, feel free to use  
 a generic testimonial about coaching in general and then when  
 you have a success story, replace the testimonial with one that is  
 specifically about your coaching. 

3. The Free Value Email - In this email, you will want to offer free value.  
 Perhaps you can list the steps it takes to become more productive,  
 or explain the formula for the perfect mission statement. The  
 idea here is to give your potential clients a taste of what it’s like to be  
 coached by you. 

4. The Sales Email - In this email you are going to explain what  
 products you offer and ask potential clients to schedule an intake  
 call so they can find out what coaching products are best for them.  
 This is a commitment email and you will want to place these emails  
 in the sequence every three or four emails.



16

These four emails, sent out once each week, and repeated in the same 
order for three months will grow your coaching business.

If you decide to become a Business Made Simple Certified Coach, 
and we hope you do, you’ll have a great deal of cut-and-paste content 
to use for nurture emails. Our business-as-an-airplane framework 
provides unlimited content, and you could also use our weekly 
Business Made Simple podcast and simply share your takeaways every 
week. 

Not only this, but we provide our coaches with lead generators they 
use to actually get new email addresses in the first place. Our coaches’ 
favorite lead generator is the assessment we provide for them at 
MyBusinessReport.com. Each of our coaches have a specific affiliate 
link and when they send potential clients to MyBusinessReport.com, 
they get to collect that email address and follow up with that lead after 
they take the assessment. The assessment itself is designed to help 
potential clients understand the weaknesses in their business, allowing 
the coach to follow up with specific product recommendations that 
they can offer to solve the client’s problems.

If you’re growing your coaching business, you want to see yourself as a 
part-time marketing and sales person. If you put about five hours per 
week into generating, following up, and closing leads, your coaching 
business is sure to succeed.

Now that you have a menu of products, a list of potential clients, a 
clear offer on your website, and automated emails to follow up with 
potential clients, let’s set some sales and revenue goals for your 
coaching business.

When you set sales and revenue goals, you will be motivated to 
engineer the accomplishment of those goals. 

Set Realistic Goals and Expectations

5
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You should set goals in three major areas:

1. Client Pipeline - If you would like to coach 20 clients per month 
either one-on-one or in a small group, you will likely need about 10 new 
leads per month to build to that goal within the first year. That is, if you 
start building a relationship with about 120 qualified, potential clients, 
15 of those will become paying clients by the end of the year. You can 
count on a little over or under 10% of your qualified leads to hire you 
on a consistent basis. This journey gets easier the longer you maintain 
your coaching business because word-of-mouth and successful case 
studies make growing your marketing business easier. That said, it all 
starts with leads and you will want to establish a monthly lead goal and 
work toward that goal every month. 

2. Base Salary - You will be much more motivated to grow your 
coaching business if it pays you well. If this is the first year you’re 
growing your business, you may want to set three salary goals. You will 
not want to take too much out of the business at first, so you may only 
pay yourself $6k per month for the first three months. Then when you 
are more than covering your own salary, you can give yourself a raise 
and continue giving yourself raises until you reach your long-term 
goal, which may be $150k or more. If you use the Small Business Cash 
Flow Made Simple Playbook from Business Made Simple, you will be 
able to save plenty of money and invest even more so your money 
starts working for you. Regardless, set a personal salary goal and begin 
working toward that goal every day. You will find that the personal 
salary goal is especially motivating as it will inspire you to build your 
coaching business even faster.

3. Client List - Of course your revenue and salary will only grow if you 
are able to acquire and maintain clients. Once you establish a way (or 
several ways) of acquiring leads, you will want to convert those leads to 
paying clients. The best way to do this is to identify the problem they 
are struggling with and then offer them a coaching product that solves 
that problem.

Your client goals should be broken down per product. For instance, 
your goal list might look like this:

Monthly Mastermind - 12 clients
Sales Training Workshop - 4 clients
Leadership Strategy Workshop - 4 clients
One-On-One Bi-Monthly Coaching - 6 clients 

If this coach reaches their client goals per product, they will receive 
approximately $9,600 per monthly mastermind attendee at $800 per 
month, $10,000 for each Sales Training Workshop, $10,000 for each 
Leadership Strategy Workshop, and $1,500 per month for each one-on-
one coaching client. This brings their annual revenue to $303,200. It will 
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take 24 to 36 months for a new coach to build their client list up to this 
level but it is certainly doable if you follow the steps in this guide.

When you set expectations, make sure they are realistic. If you’re 
looking to build a multi-million dollar coaching business, it will take 
time to organize your offering, clarify your message, grow your client 
list, hire coaches to work under you, and learn how to operate such a 
business. Don’t expect extreme success overnight. That said, business 
coaches are in demand. If you work diligently on building your 
business, you will reach your goals.

If you want to build your business faster, consider becoming a Business 
Made Simple Certified Coach. Our Coaches: 

• Use our frameworks to create their product offerings

• Generate leads from their list in our Coach directory at  
 HireaCoach.com

• Get year-round support and coaching from the Business Made  
 Simple team

Most coaches get into coaching because they have a knack for 
business. They may have been an executive at a company, a certified 
coach through some sort of association, or perhaps a business 
educator. But none of these experiences offer a robust enough 
understanding of small business to empower a coach to speak into all 
areas of a small business owner’s responsibilities.

Not only this, but “winging it” with business intelligence alone will 

Offer Repeatable, 
Dependable Frameworks

6
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not give the client enough clarity of value to inspire top-tier pricing. 
Without repeatable, dependable frameworks, most clients will begin to 
feel like their coach is nothing more than an expensive friend.

What do we mean by frameworks? We mean systems, processes, and 
playbooks small business owners can install in their small businesses 
that ease tension, increase productivity, increase throughput, increase 
clarity, raise company morale, generate orders, generate revenue, and 
generate profit.

At Business Made Simple, we certify our coaches to install six 
frameworks and playbooks into their clients’ small businesses. They 
can work with their clients to install each framework individually, or 
work with them to overhaul their entire business and install all six. If 
they work with a client to install all six, the process can take up to a 
year.

The six frameworks we certify our coaches to install are all explained 
and promoted in my book called How to Grow Your Small Business 
and are best understood through the metaphor of the airplane. The 
metaphor reveals that businesses work like an airplane and that when 
you master the six parts of the airplane, your small business will fly far 
and fast.

https://www.amazon.com/How-Grow-Your-Small-Business/dp/1400226953/ref=tmm_hrd_swatch_0?_encoding=UTF8&qid=1661436795&sr=1-1
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The Business on a Mission Framework allows coaches to help their 
clients create an effective mission statement and also define their key 
characteristics and critical actions. Once complete, a small business 
owner will have their guiding principles on one sheet of paper offering 
them clear vision and direction to reach their financial goals. All 
leadership begins with a vision.

The Business on a 
Mission Framework

THE COCKPIT: LEADERSHIP

Business Made Simple Certified Coaches are licensed to teach 
the StoryBrand 7-Part Messaging Framework to their clients in 
masterminds and private coaching. The framework comes from the 
bestselling book Building a StoryBrand and will help a small business 
owner clarify their marketing message so all their marketing will 
produce better results. 

Sales training bills for more than five billion dollars per year. Business 
owners invest in sales training for one obvious reason: It will get them 
a large return on their investment. Business Made Simple Certified 
Coaches can deliver The Customer is the Hero sales training in a one-
on-one, mastermind, or workshop environment. Sales training is an 
in-demand product that sells at a premium price.

The StoryBrand 7-Part 
Messaging Framework

The Customer is the 
Hero Sales Framework

THE RIGHT ENGINE: MARKETING

THE LEFT ENGINE: SALES
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One of the most important responsibilities of a business coach is to 
help their clients make more money, and one of the best ways for any 
business to make more money is to optimize their product offering. 
Business Made Simple’s Product Optimization Playbook allows our 
Business Made Simple Certified Coaches to take clients through the 
product optimization process and increase revenue quickly.

The Product 
Optimization Playbook

THE WINGS: PRODUCT 

The majority of overhead comes from the cost of labor. But if your labor 
is as efficient and productive as possible, your overhead is effectively 
streamlined. Our Business Made Simple Certified Coaches teach the 
Management and Productivity Made Simple Playbook, allowing small 
business owners to manage their entire operation using only five 
meetings. 

Without fuel, an airplane can’t take off. If an airplane runs out of fuel, 
it will crash. The same is true of a small business. If a small business 
owner runs out of cash, the business will crash. But most small 
business owners are using guesswork and wishful thinking when it 
comes to managing their small business cash flow. Our Business Made 
Simple Certified Coaches teach their clients to manage their small 
businesses cash flow using five checking accounts that ensure they 
have clear optics on their money and never run out of cash.

The Management and Productivity 
Made Simple Playbook

The Small Business Cash 
Flow Made Simple Playbook

THE BODY: OVERHEAD AND OPERATIONS

FUEL TANKS: CASH FLOW 
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Small business owners need a playbook to grow their small 
businesses, and Business Made Simple has created that plan for 
them. When you hand your client the Small Business Flight Plan, 
you hand them a robust plan that covers all six frameworks. They 
can create their flight plan alone, of course, but most people will 
want to work with a coach.

The Small Business Flight Plan allows you, as a coach, to offer 
extreme value to your clients – value that is easy to understand as 
soon as they see and understand the flight plan.

Most coaches offer their clients a “black box investment,” 
meaning the client doesn’t know exactly what they are going 
to get out of the relationship, increasing the sense of risk and 
reducing the probability they will hire the coach in the first place. 
Business Made Simple Coaches are able to articulate their value 
easily and deliver on that value through the flight plan process.

It can take a coach six months to a year to take a client through 
the Small Business Flight Plan, depending on how the coach and 
client choose to go about the process.

If you want to grow your coaching business, offer your clients a 
plan to grow their business and playbooks and frameworks that 
will help you deliver on that plan.

The Small Business Flight Plan

ONE SMALL BUSINESS GROWTH  
PLAN TO RULE THEM ALL
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If you want to grow your coaching business, and you want to grow 
it the right way, consider joining our community of Business Made 
Simple Certified Coaches. When you don’t have other business 
coaches to collaborate with, you are cutting yourself off from vital 
support. Instead of learning through trial and error, Business Made 
Simple gives you access to mentorship and companionship that will 
help you get more done in less time.

Wouldn’t it be nice to have…

• A community of the world’s best small business coaches - 
Through our monthly webinars, dedicated Slack community, and 
annual retreat, our coaches never feel alone. If you’re ever stuck 
behind one of your client’s unique problems, you won’t be stuck 
for long. With hundreds of coaches to support and encourage you, 
whatever problem you are dealing with has certainly already been 
solved by one of our coaches. Not only this, but our coaches share 
best practices on products to sell, prices to charge and marketing 
that works. Business Made Simple Coaches enjoy the camaraderie 
and encouragement needed to grow their coaching business and 
grow themselves.

Don’t Build Your 
Coaching Business Alone

7
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• The authority of best-selling authors and best-selling books - 
Business Made Simple Coaches enjoy the immediate authority of 
bestselling business books like Building a StoryBrand, Business 
Made Simple, Marketing Made Simple, and more. Our frameworks 
are recognized globally as leaders in the small business education 
space and only our coaches are licensed to teach them.

• Ongoing training to grow your coaching business - Business 
Made Simple Certified Coaches get access to monthly training 
events where we share best practices, success stories, and tips 
for building your coaching business. Our team is also available to 
hop on a call and help you with any part of building your coaching 
business.
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Many of our coaches have scaled their coaching businesses to six-
figures within the first couple years of receiving their certification. And 
they didn’t do it alone. Learning how to market, prepare for, and deliver 
good coaching goes much quicker when you have a community of 
coaches to lean on.

If you’re building your coaching business alone, stop. Join our 
community and you’ll have the help, support, and products you need 
to succeed. Our community is hundreds strong, but it’s going to get 
even stronger when you join us!

CERTIFICATION TRAINING – Your three-day certification training will 
introduce you to all six frameworks and will equip you with the tools 
you need to grow your coaching business.

90-DAY ON-RAMPING – We don’t just certify you and walk away. After 
training, you’ll join a small cohort with an experienced coach to guide 
and support you during your first 90 days.

LIVE RETREATS AND MEET-UPS – Our coaches enjoy getting together 
in person or virtually for regional meet-ups, ongoing trainings, and our 
annual Made Simple Summit.

YEAR-ROUND SUPPORT – Business Made Simple’s Certification Team 
is ready to help you succeed. We are just an email or phone call away.

LISTING AT HIREACOACH.COM – When your clients want to confirm 
that you are indeed a Business Made Simple Coach, they can simply 
visit HireACoach.com where you will be listed in our directory.

AFFILIATE LINK TO MYBUSINESSREPORT.COM – Our certified 
coaches enjoy the use of a robust assessment allowing small business 
owners to analyze their own companies and optimize their business for 
revenue and profit. Coaches get their own affiliate link to the report so 
that when a potential client takes the assessment, they also get a copy 
of their report and can follow up with a sales conversation.

AS A BUSINESS MADE SIMPLE COACH, YOU GET:
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LICENSING TO COACH CLIENTS THROUGH ALL BUSINESS MADE 
SIMPLE FRAMEWORKS – Business Made Simple has six proprietary 
frameworks and playbooks that are extremely helpful to small business 
owners. These six frameworks and playbooks, if installed in a small 
business, will optimize that business for revenue and profit. Business 
Made Simple Certified Coaches are the only coaches licensed to coach 
clients through these frameworks. In addition, the frameworks are 
popularized through bestselling books, giving our coaches immediate 
authority in the market.

If you would like to grow your coaching business, apply to 
become a Business Made Simple Certified Coach today at 
CertifiedBusinessCoach.com. 

If you decide to become a Business Made Simple Certified Coach, you’ll 
also get access to our New Coach Onboarding Checklist, which gives 
you step-by-step plans for your first 90 days, as well as an onboarding 
coach who will help you implement it! All of our onboarding coaches 
are members of our certified coach community. They have successfully 
built their own businesses using our frameworks and will be a great 
resource for you. Interested in becoming one of our coaches? Apply 
today HERE.

“I more than doubled my investment in 3 
weeks. I have closed $2,500 in workshops, 
signed 3 one-on-one coaching clients, and 
just signed a $15,000 contract today (8/20). I 
have totally received my investment back.”

Deanna C.

https://businessmadesimple.com/coaching-certification/?utm_medium=leadgenerator&utm_source=coachingbusinesschecklist&utm_campaign=becomecoach&utm_term=&utm_content=lastpage
https://businessmadesimple.com/coaching-certification/?utm_medium=leadgenerator&utm_source=coachingbusinesschecklist&utm_campaign=becomecoach&utm_term=&utm_content=lastpage
https://businessmadesimple.com/coaching-certification/?utm_medium=leadgenerator&utm_source=coachingbusinesschecklist&utm_campaign=becomecoach&utm_term=&utm_content=lastpage
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“Within 30 days of becoming a Certified Business 
Made Simple Coach, I was able to apply the 
content to existing clients which made me look 
like a professional and win their trust. I was 
also able to win a high ticket contract using the 
Proposals Made Simple method and template, 
which increased my revenue by 30%. Now, I 
use all the Business Made Simple tools in my 
business and my clients rave about the content 
and support they receive. BMS makes me stand 
out far above other coaches and my clients 
make massive improvements in their business 
and personal lives. I feel that I have the right 
toolbox to help my clients learn the concepts 
they need about business leadership, while I 
get to stand out as a guide who helps them 
implement this new knowledge and truly make 
progress towards their goals. My clients refer me 
to everyone and that makes me feel confident 
that I’m doing the right things for them.”

Aundrea D.

“As a Business Made Simple Certified Coach, I 
allow the online courses to teach the content 
so I can be a valuable coach to my clients. This 
has saved me tons of time and energy because 
I don’t have to create the content myself. Being 
associated with BMS has given me authority 
with business leaders I didn’t have. The certified 
coach community has been so supportive and 
I have met several other amazing coaches. And 
most importantly I’m finally starting to see my 
business take off.”

Glen S.
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