Coaching Business Action Plan
Example Business: 
Ellen Golde, MA, Parenting Coach 

A sole-proprietor coach in business six months.
* Please note:  This plan is for educational purposes only. SBV, other business names, and all product names and titles are fictional and created by the authors solely for the purpose of this business plan sample.

Part I: Description of Business 

Executive Summary

Ellen Golde. MA is a life coach who specializes in parenting coaching. As a mother of three with a background in psychology and human development, Ellen is particularly well suited to her coaching niche as a parenting coach. Ellen’s Masters degree is in psychology and she has completed her coach training with a reputable program and is on her way to certification.

Ellen began her coaching business six months ago. While she currently has several clients, the business goal over the next six months is to substantially grow the business. By capitalizing on her core strengths as a parenting expert and parenting coach, Ellen will achieve a 70% growth rate over the next 6-12 months. 
Objectives
1. Develop a parenting training seminar.

2. Define 2-3 specific sub-niches within current niche.

3. Continue and advance positive public relations with the local community and national media.

4. Increase the case load from 5 clients (current) to 12-16 weekly clients within the next 6-12 months.
5. Develop and sell new audio and written products. 
6. Establish at least three powerful referral partnerships.

7. Regularly contribute to a parenting journal. Within 12 months, Ellen will write her own column.

Mission


Ellen Golde’s mission is to provide exceptional coaching to all of her clients, helping them to achieve effective parenting skills and nurturing, satisfying relationships with their children. 

Keys to Success

 Ellen Golde’s keys to business success include the following:
1. A niche type of coaching which is currently in high demand.

2. Working with the media and potential for further media appearances.
3. Passion for her work.

4. Experience raising three children herself.

5. Writing skills and article circulation.

6. Excellent networking and referral opportunities.
Part II: Marketing Plan
Clients and Target Market

Ellen works with the following specific markets of clients:
1. Single, working mothers raising children on their own.

2. Couples with grade school aged children and pre-teens.

3. Business men who want to forge strong relationships with their kids despite a hectic work schedule.
 Coaching Topics


Some of the topics that Ellen coaches her clients on include:

1. How to find time to spend quality time with your kids when you are super busy.
2. How couples can provide consistent, loving, and effective parenting.

3. Ways to find support when you are a single parent. 

4. How nurturing yourself nurtures your kids.

5. Communicating to your children through both your actions and words.

6. Gaining the respect of your pre-teen or teenage children.
Competition 


There are many parenting coaches out there. Ellen Golde works on a national basis, thus her competitors can be located anywhere. Ellen views the fact that there is intense competition as a good thing. This means that there is a strong demand for parenting coaching. Because there are so many niches within parenting coaching, Ellen can further specialize to set her apart from competitors. 

Here is a list of the primary competitors:

Parenting Coaches

This is a national parenting coaching, parent education, and parenting training company. They have been in the media spotlight recently because the owner wrote a book on raising difficult kids which has received a lot of attention from the press. 


This competitor is a large company that does all types of parenting coaching, but they are best known for their work with troubled kids and parents of troubled kids. A weakness of this program is that the coaches are not all well qualified to do the work that they do. In addition, they do not clarify the difference between their work and therapy. This can be confusing for clients and it may make the coaches get into the realm of therapy, which is neither legal nor ethical since it is practicing psychology without a license. 


Therefore, while much of their training and coaching work is excellent, they have not positioned themselves strongly enough to present significant competition. 
Mothering Newborns 


This is a high caliber coaching company consisting of three women who work with other moms with newborn babies.  They focus on providing group coaching and tele-classes, which provides them access to large numbers of clients across the U.S. and now also Australia and New Zealand. Through this effective marketing strategy have grown relatively quickly. 


Because Mothering Newborns has a specific niche with moms of newborns, they do not present a large degree of direct competition. Ellen Golde focuses on working with parents of older children, typically beginning in the first grade. Ellen has sent some referrals to this company and they have reciprocated with a referral for her coaching services.


This company is presented as a potential competitor because there is talk of them expanding to create a sister company catering to older kids, aged 3-10. This market would cross over with Ellen’s market. However, because the market is so big, the threat of competition is not significant.
Linda C. Brehm, Life Coach


Ironically, this is a person who attended graduate school with Ellen Golde. She graduated with her master’s degree in psychology two years ahead of Ellen, therefore, Ellen knows that she has a good background in psychology and child development. She also lives in the same geographical location and shares several networks with Ellen.


Linda C. Brehm is new to life coaching and just put her website up a couple weeks ago. She is doing general life coaching in addition to parenting coaching. This may not be the wisest marketing decision on her part because it dilutes her work as a parenting coach. Linda is, however, very well respected and esteemed in her community and is frequently quoted in the media as a family and parenting expert. 


For these reasons and because of the common background these coaches share, Ellen is considering finding a way to partner and do some joint ventures with Linda so they can both benefit. 
SWOT Analysis


With the help of a marketing specialist, Ellen completed the following SWOT analysis.

STRENGTHS

Strengths include:
1. Coaching competencies and excellent coach training

2. High level of education and knowledge about parenting

3. Unique coaching niche areas that go beyond the broad “parenting coaching”

4. Successful initial start up with the ability to gain several clients within the first month

5. Excellent website and marketing materials (with help of marketing specialist)

6. Strong local connections in her community since that is where she did her Masters degree

7. Experience with media relations and skills in being interviewed

8. Strong writing skills and interest in writing

9. Personal experience and dedication to her coaching niche
WEAKNESSES


Relative weaknesses include:
1. Apprehension about her marketing and sales skills

2. Not yet certified as a coach

3. Schedule is very busy with her children, allowing only 38 hours per week to devote to building a full time practice

4. Lack of start up capital

5. Ellen sometimes has difficulty working from home due to domestic distractions

6. Nervousness about her abilities to “make it”
OPPORTUNITIES


Some of the excellent opportunities for Ellen Golde as a parenting coach include:
1. Lack of direct competitors in all of her specific niche areas

2. Parenting coaching is growing rapidly. It is receiving a good deal of attention in the media with television shows like Nanny 911 and Super Nanny
3. Visibility for her coaching business through articles and columns written by Ellen

4. Support for growth by an excellent team that Ellen has assembled, including her accountant, attorney, marketing coach, and colleagues (for a peer support group)

5. Increased visibility and public knowledge of coaching in general
THREATS

Some of the threats for Ellen Golde as a parenting coach include:
1. Increasing competition. Because parenting coaching presents so many great opportunities, more professionals are moving out of psychology and social work and into coaching. This can present many well qualified competitors.

2. Many competitors have a higher marketing budget which enables them to produce more materials, hire top publicists, etc.

3. Other coaching companies have multiple coaches with different areas of specialization, allowing them to market to different groups. Currently, Ellen is the sole coach in her company.

Unique Selling Proposition (USP)

Ellen Golde’s USP is that her services are comprehensive, effective, and provided by a qualified coach with a background in parenting and child development. Her coaching is completely customized and she will fly out to her clients to observe them in person to have a true sense of how they are interacting with their children. 
Marketing Materials


Ellen invested her start-up capital in her marketing materials and as a result, has a high quality logo, website, brochure, and business cards. She invested in hiring a marketing coach to help her develop these materials so she would not need to redo them later since they are of high quality. She strategically decided to create high quality marketing materials because she is uncomfortable with marketing, Having nice materials makes her feel more comfortable about going out and marketing her coaching business.
Because her market involves children and families, she would like to branch out into fun, memorable marketing materials. A goal over the next 6-12 months is to develop some additional, creative materials.


Ellen is currently looking into creating some more marketing materials to hand out, such as:

· Calendar magnets

· Mugs

· Sip-ie cups for little kids

· Bookmarks

· Water bottles

· Stickers

· Picture frames

Audio Logo


Ellen’s audio logo is, “I help parents to handle problematic behaviors, develop confidence in their parenting skills and build strong relationships with their kids.”
Product Mix

Ellen is just beginning to get into creating products. She has several articles which she is currently distributing for free to existing clients and her newsletter subscribers. She is currently slowly but surely writing an ebook called The Key to Creating Quality Time for Busy Working Parents.

Within the next six months, Ellen plans to finish this ebook and create one more. She also wants to create a series of audio CDs so working parents can listen to them on their commutes. Within the next 18-24 months, Ellen would like to develop a board game that is specifically designed for preteens to play with their parents.

Active Marketing Strategies

Ellen is generally more comfortable with passive marketing strategies, such as writing. Because she recognizes the importance of active marketing, she will begin by doing a mix of 60% passive strategies and 40% active strategies.
WORKSHOPS


From Ellen’s marketing coach and her colleague coaches in the support group, she knows that workshops are excellent marketing. She is not very experienced with giving seminars and workshops, so she is putting together a couple free workshops to gain practice. She is beginning to market them through local PTA groups and her existing networks.
TELESEMINARS

Ellen just gave her first teleseminar and it went great! She partnered with a wellness coach for the teleseminar Wellness for You and Your Kids. They had 30 people on their call. She had five inquiries about her services result from the call. Ellen was slightly more comfortable giving a teleseminar than a live workshop, so she is already developing several more teleseminars that are joint ventures between her and some of her coach friends.


These include:
· The Whys of Childhood Rebellion
· What Dads Need to Know About Their Teenage Kids

· Mastering Time Management to Create Time to Play

NETWORKING


Ellen is an active networker. She enjoys meeting other professionals and discussing ways to improve the quality of the services that they offer. 


Some of the networking events that Ellen plans to attend over the coming year include:

· Psychology professional association meetings

· Local coach association dinner meetings

· Allied healthcare association lunches

· Top Tips- A networking and lead generation group that allows only one person per profession

· National coach association conferences (ex, ICF annual conference)
REFERRAL PARTNERS


As mentioned, Ellen already has some established networks including guidance counselors, family doctors, psychologists, consultants, and other coaches. Ellen has only tapped into about 25% of her current network system thus far. She has been working with her marketing coach on some of her apprehensions about asking for referrals. 


Because Ellen still has 75% of her existing network to tap into, it is likely that referrals will be the primary method for growing her business. She has already identified the top four potential referral sources to contact over the next couple months.
Passive Marketing Strategies

Ellen is very skilled in and enjoys passive marketing strategies. She has already received a good deal of response from her articles and media work.

Some of the ongoing passive marketing include the following: 
ARTICLES AND BOOKS

Ellen’s articles: 101 Ways to Build a Great Relationship with your Preteen Son and 101 Ways to Build a Great Relationship with your Preteen Daughter have been very well received. She has received several media interviews as a result of these articles.
Ellen plans to create a series of articles based on this topic, varying the type of child, such as: 101 Ways to Build a Great Relationship with your Teenage Daughter

Or 101 Ways to Build a Great Relationship with your Rebellious Child

Ellen will contribute short articles to a column of a local paper. Some of the topics for articles include:

· Parenting 101 for First-Time, Busy Working Parents

· The Secret to Surviving Life with a Demanding Child

· It’s What Not What You Know, It’s What You Don’t Know That Makes You a Great Parent
· 10 Tips for Creating Quality Time Together
· It’s the Quality Not the Quantity That Counts- Interviews with Kids About What Quality Time Means 

· As a Parent, You Don’t Need to Know it All, But You Do Need to Know This.
ADVERTISING


Ellen recently placed an ad in the yellow pages. She has found it to be useful because when someone sees one of her articles or sees her name in the media, they know how to contact her, but not useful in generating referrals.

Ellen will place ads in the following places:

· A local parenting magazine
· A newspaper dedicated to family life

· A monthly flyer distributed to families in her target market

She will run one ad at a time so she can evaluate the results of the ad. Ellen plans to begin advertising with her local market and then to consider placing internet ads or using Google AdWords.

EMAIL NEWSLETTERS & BLOGS

Ellen Golde knew from her work with the marketing coach that it was important to begin building her newsletter list right away. She currently has 60 subscribers and most of them are good quality. She gets about a 50% opening rate for her newsletters and a click-through (to her website) rank of around 13%. Ellen uses a double opt-in process to ensure that everyone on the list wants to be there and to improve the quality of the list members.
PUBLICITY


Ellen Golde’s work has been featured in a good deal of print media, including The Sacramento Bee, The Orlando Sentinel, and an article with her quote is coming out in Family Circle in a month. 

Ellen plans to continue her print media work. She has recently added a media page to her website and is looking into working with a publicist. Ellen has a draft of her media kit completed and is creating an online media kit as well.


Currently, Ellen is more comfortable with print media than TV or radio. To gain improved skills and confidence, Ellen is considering getting some media training and working with a coach to develop her confidence.
ADDITIONAL PRODUCTS FOR PRODUCT FUNNEL

Ellen is going to capitalize on her writing skills by creating a series of ebooks. She can easily take her articles of 101 Tips… and turn them into ebooks by adding more text, examples, and coaching points. 

She can then turn these ebooks into audio products. Because many of the members of her target market are working professionals, audio products that people can listen to while commuting to work (in the car or on the train) are ideal. If Ellen decides that she is not comfortable with her own voice, she will hire a voice coach or hire someone to read the script for her.
Part III: Operating Procedures 
Business Entity


The business is currently set up as a sole proprietorship. For tax and asset protection purposes, Ellen is considering setting up an LLC in the next year. Because accountancy fees will increase, she will conduct a cost-benefit analysis before moving forward with an LLC.
Time Investment


Because Ellen is a parent of three children herself, she must prioritize time with family in addition to the time she invests in coaching and building her business. As such, she intends to invest 32 hours per week in her coaching business.

Ellen will work during the day while her children are in school. For clients who are unable to meet during work hours, she will reserve three hours on Wednesday evenings for coaching. 


To insure childcare and transportation for her children to school and extracurricular activities, Ellen has secured support from professional, friends, and family. She has been able to stay within her 32 hour work week thus far and grow the business well.

Work-Life Balance


The biggest challenge for Ellen in balancing her work and family life is refraining from working on her computer in the evenings. She really enjoys writing articles and her newsletter and frequently finds herself gravitating to her computer in the evenings while her children do homework and after they go to bed. To live a balanced life, she will try to keep this computer time that is beyond her 32 hour work week to a minimum.

Fortunately for Ellen, many extracurricular enjoyable family activities are also learning experiences for her to observe parenting skills of other parents and note what works and what doesn’t work. When she goes to her children’s sports games, parent-teacher conferences, and other events, she is able to see parenting skills and communication in action.

Business Insurance 


Ellen does not currently have insurance for her business, but is looking into it.
Technology


Ellen Golde typically fears technology. In fact, she almost did not begin the business because she was worried about her inability to handle technology. She has dealt with her technophobia by hiring appropriate people to help her. She is very satisfied with her web designer who has helped her tremendously with her site, setting up a blog, and managing her email. 


Through her support group of other coaches, Ellen has learned how to rent a free bridge line for her teleclasses, and how to implement other technology that can assist coaches. Fortunately, there is a coach in this group who is excellent with technology. 
Support Team:  Hiring Employees  

There is not currently a plan to hire any full time employees. Ellen is thinking about hiring a part-time virtual assistant who can help her implement technology and keep track of her schedule. There is a virtual assistant that one of her coach colleagues uses who is very good. The budget for hiring an assistant will be reevaluated at the end of the year.
Coaching Team: Hiring Other Coaches


Ellen Golde does not intend to hire other coaches. Her vision for the company is to create exceptional coaching services to a limited number of clients (i.e., those who she can work with in the time she allocates to her business) and does not include hiring other coaches.
Outsourcing


Ellen has outsourced her technology department for the most part. She has also outsourced her tax accounting services but not her bookkeeping. Ellen currently does her own marketing (with the assistance of her coach) and daily operations. One exception to her doing her own marketing is the design of marketing materials which is done by professionals.

Hiring Professionals 

Ellen Golde has hired professionals who were referred to her by coach colleagues, including:
· An accountant

· A marketing coach 

· A marketing materials designer

· A website design and hosting company

Ellen would like to line up the following professionals for future references:

· An attorney specializing in intellectual property (to perhaps trademark one of her programs).

· A business consultant and/or attorney to advise her on her company’s entity and discuss the pros and cons between the different options (i.e., sole proprietorship, LLC, S-Corp, C-Corp).

· A publicist

· A coach or therapist specializing in anxiety and confidence

· An editor who freelances and can edit her articles and ebooks

· An editor with a major publisher (with the goal of getting a book deal)

Part IV: Financial Plan
Loans and Start-up Financing


 Ellen began the business with only $2,000 of start-up capital. She has been able to do this by keeping her costs very low. She did not take out loans and does not plan to.
Investors


Ellen Golde does not intend to seek capital from outside investors. 
Capital Equipment and Starting Expenses

Ellen used her existing capital equipment to begin the business. These expenses included her:
Computer

Printer

Telephone

Fax Machine

Office Furniture

Palm pilot
To begin the business, she then purchased:

Telephone Headsets: $24
Ergonomic Office Chair: $320

Office decorations: $118
Miscellaneous: $400

Office and Expenses
Estimated fixed monthly costs for the first year of business: 
Website: $1,250

Brochure Design: $700

Business Card Design: $150

Logo: $310

Website Hosting: $15

Internet: $29

Email Newsletter: $9
Estimated variable monthly costs for the first year of business: 
Printer and fax machine ink: $20

Paper: $10

Telephone and fax service: $75
Brochure Printing: $40

Business Card Printing: $15

Networking group entrance fees: $79
Postage: $12

Marketing: $72
Ongoing Coaching Trainings: $110

Business Coach: $380

Additional monthly expenses to include when business is profitable:
Publicist: $890

Virtual Assistant $500

Additional Marketing Materials: $200
Advertising: $300

What to Charge


Ellen offers coaching packages at the rate of $350/month. Fees may increase as she builds the business. She sometimes offers reduced rates to gain more clients, create word-of-mouth advertising, and get testimonials to include in her marketing.
Breakeven Analysis 


P & L statements show that the business passed the breakeven point (with negligible profitability) after just the first quarter in business.
Target Growth


Growth is targeted at a rate of 50% over the first year and 25% over the second and third years. After target business is achieved, the growth rate will slow down to a rate that maintains Ellen’s target client list of 12 clients per week.
Pro-forma income projections (profit & loss statements)

Ellen keeps track of her accounting in the program Quickbooks, which computes her P & L statement. At the end of her first quarter in business, she had surpassed her break even point—and very good start-up rate. The second quarter shows that a small profit is likely.
