
“Marcia Bench has created a system to identify your purpose, 
claim your passion, and communicate it in a simple yet powerful 
way that will be a breath of fresh air to would-be thought leaders 
everywhere. I heartily recommend Marcia’s work to anyone who 
wants to make a bigger difference in the world.”

– Ken Dychtwald, Ph.D, author of A New Purpose: Redefining 
Money, Work, Retirement and Success

“To be truly inspirational in your work – so that others will follow 
you, buy from you, and tell their friends, is a rare gift.  In Become 
an Inspirational Thought Leader, Marcia Bench translates this 
seemingly arbitrary process into a science – requiring integration 
of spirituality, internal commitment and external execution.  This 
is a book that skillfully addresses these critical aspects in a way 
that is both motivational and easy to follow.  If you want to make a 
bigger difference in the world – and make great money too – read 
this book.”

– John Assaraf, New York Times Bestselling Author, 
The Answer and Having It All and featured 

in the blockbuster movie, “The Secret”

“If you want a powerful approach to building buzz around your 
conscious business or heart-based program, you must read this 
book! Marcia has turned the wisdom from her years of running 
her own businesses and her mentoring of other conscious entre-
preneurs into a dynamic, step-by-step process. This book will 
transform your life and help you better share your God-given gifts 
– if you apply it!”

– Christine Kloser, Spiritual Guide, Intuitive, author of  
Beyond Mindset and The Freedom Formula
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“Marcia Bench has demonstrated decades of thought leadership in 
her own field. She is an excellent guide to help you share the very 
best of your work with the world in a way that makes meaning, 
builds visibility and creates lasting impact.” 

– Pamela Slim, award-winning author of Escape from Cubicle 
Nation: From Corporate Prisoner to Thriving Entrepreneur 

“We each have gifts we were uniquely born to share and as Marcia 
Bench offers in this book, it’s important to have a system to both 
identify them and share them in a way that provides clarity, focus 
– and ultimately, income too! Marcia is clearly passionate about 
aligning who you are on the inside with what you say – and how 
you say it – on the outside. Doing this is a must for anyone who 
wants to make a difference and change the world with their gifts.” 

– Lisa Sasevich, The Queen of Sales Conversion

“This is the work of a thoughtful leader with decades of experience 
inspiring people to be authentic. If you have a desire to make your 
life count in a purposeful way, you’ll love this book.”

– Richard Leider, best-selling author of 
Repacking Your Bags and The Power of Purpose

“Marcia has written a book that is thought-provoking and infor-
mative. She invites us all to move into conscious and inspired 
leadership.”

– Cynthia James, award-winning author of What Will 
Set You Free and Revealing Your Authentic Essence

 “The world is changing fast and our traditional beliefs about 
leadership and success are being shattered. We are moving into 
a new time of spiritual growth and enlightenment. In her new 
book, Become an Inspirational Thought Leader, Marcia Bench shows 
you how to tap into your true leadership abilities and share them 
with the world. She helps you remove obstacles and step into 
your true power.”

– Joe Nunziata, author of Spiritual Selling and Karma Buster



“When business owners, healers, artists and experts truly feel the 
value of their own gifts, powerful contributions happen! Marcia 
Bench knows exactly how to help individuals discover their 
authentic voice, share with excellence, and make a big difference 
in the world! What a blessing!”

– Rev. Karen Russo, author of The Money Keys

“As nonprofit leaders committed to make a difference, we must 
navigate in a world of continual change and high levels of stress. 
It can be confusing and overwhelming at times! Marcia offers a 
solution for all inspirational thought leaders who what to stay at 
the top of their game, clearly share their passionate message, and 
attract support from a much larger donor base. This book will be 
your guide and companion on your journey to expressing your 
vision as well as guiding others to express theirs.”

– Pam Gaber, Founder and CEO, Gabriel’s Angels and 
author of The Story of the Dog Who Inspired a Revolution

“The pen that writes your life story must be held in your own hand. 
Marcia Bench captures the true essence of the why and how in 
Become an Inspirational Thought Leader. Marcia unleashes exhila-
rating intelligence coupled with the blueprint of awareness for 
achieving beyond limitations, personally and professionally. Now 
is the perfect time to see a new perspective that will positively 
influence all that you are and do in life—this book is for you!”

– Steven Eric Connor, author of Eyes of Love and 
9 Personalities of Influence and Communication

“In her book, Become an Inspirational Thought Leader, Marcia 
Bench offers you a clear, thought provoking guide to becoming 
a thought leader. This is a must read for anyone ready to step up 
and get their message out in the world in a big way!

– Eva Gregory, Master Law of Attraction coach, speaker 
and co-author of Life Lessons for Mastering 

the Law of Attraction with Jack Canfield



“To get more clients, you first need to know who you want to 
serve and what you plan to offer them. That’s exactly what Marcia 
Bench’s book will help you do. If you want to get the word out 
about what you’re doing – even when you’re not quite sure how 
to describe it – Become an Inspirational Thought Leader will give 
you the tools and strategies to reach the audience out there 
waiting for you.”

– C.J. Hayden, author of Get Clients Now!

“Marcia’s universal message is one everyone needs to hear, but 
more importantly, it’s a transformation each of us must experience! 
To be a true ‘Inspirational Thought Leader’ one must fully accept 
that you can change the world around you regardless of your age, 
education, title, wealth, or social status. Marcia’s methods will help 
you move past the power of intention into taking action on your 
vision. Join her and discover how to step into your greatness!”

– Stephen Fairley, Founder & CEO, The Rainmaker Institute 
and international best-selling author

“This book, like the process of building a business, is part how-to, 
part vision-quest and part spiritual meditation. If you are drawn 
to make a significant impact and be a true leader in your business 
and in your industry then this book is a must read! Becoming an 
‘Inspirational Thought Leader’ is a big mission - with this book 
you’ll stay focused on achieving the success that is your birthright 
and impact the people who need you most in a powerful and 
unique way.

– Kendall SummerHawk, Million Dollar Marketing Coach & 
Co-Founder of the International Association of 

Women in Business Coaching

“Are you ready to say “yes” to your heart and soul calling you to 
be the Inspirational Thought Leader you are meant to be? Do 
you know you have a message that WILL make a difference in the 
world? Are you ready to jump in the game of life full force ahead to 
answer your calling and purpose? Then you are ready for Become 



an Inspirational Thought Leader. In Marcia’s newest book, you will 
learn exactly what you can do to claim your stake at becoming 
one of today’s thought leaders. The world needs you and Marcia 
shows you how to show up. In this thought provoking book you 
will discover how to identify and overcome the most common 
fears thought leaders have, how to reach a global market with 
your message and how to leave a lasting legacy. A must read for 
anyone who is ready to make their mark in a positive way.”

– Kathleen Gage, The Street Smarts Marketer

“If sharing your unique message with the world from the deepest 
part of you has been a complex and confusing journey, this book 
will illuminate your path. In Become an Inspirational Thought 
Leader, Marcia Bench guides the way and empowers you to share 
your special gifts to influence and change the world in which we 
live. Marcia’s surprising revelations and eloquence in treating this 
complex subject in reader-friendly terms will keep you eagerly 
turning the pages, and help you put what you discover here into 
immediate action. I’m recommending this book to my family, 
friends—everyone I know who truly wants to make a difference.”

– Viki Winterton, Founder of Expert Insights Publishing 
and PUBLISHED! Magazine

“As director of the Career Thought Leaders Consortium, I was 
intrigued by Marcia’s concept of ‘inspirational thought leadership’ 
and very impressed by how she transformed such a hard-to-
define quality into an achievable set of behaviors. Her book is 
both uplifting and practical.”

– Louise Kursmark, author of Same-Day Resume

“In this ‘Age of Inspiration’ I’ve recently come to realize that as 
much as I’ve tried to ‘fit in’ all of my life, it’s just not in the cards. 
So now, instead of being branded with a ‘scarlet letter,’ and with 
many heartfelt thanks to Marcia’s inspirational thought leader-
ship and coaching, I now use my special gifts to inspire others to 



enlighten their life purpose through the consciousness of color. 
When my core story became clear, my signature system soon fell 
into place, and my business is thriving like never before. I know 
for sure my work would never have manifested at all, without 
Marcia’s inspirational thought leadership and the systems that 
she has articulated so beautifully in this book.”

– Lea Denmark, Life Purpose and Personal Branding Coach

“There is greatness in all of us and Marcia helps you find it, love it 
and capitalize on it. If you are seeking to validate your beliefs and 
tap into your true talents this book will help you find your path to 
greater satisfaction in life and in business.”

– Susan Ratliff, “The Exhibit Expert” and author of Exhibit Like 
An Expert: Sell More, Look Great & Make Money at 

Tradeshows, Consumer Shows and Events

“If you’ve been called to inspire, heal, support, and otherwise 
share who you are and what you do with the world, pick up a 
copy of this book! Marcia Bench has managed not only guide you 
through the practical business of stepping into your leadership 
role, but to connect the mental and spiritual aspects of sharing 
your gifts in your own unique way. I’m truly amazed at how quickly 
I’ve launched my business, thanks to Marcia.”

– Amy O’Brien, author of the award-winning Stuck with Mr. 
Wrong: 10 Steps to Starring in Your Own Life Story

“To make a difference in other people’s lives, you need a message 
and a system. In Become an Inspirational Thought Leader, Marcia 
Bench provides both. I appreciate her easy-to-follow steps to 
building a market and message that resonate with the provider 
and the recipient, coupled with the all-important mindset 
alignment and spiritual principles that put it all in perspective. I 
recommend this book to aspiring leaders from both for profit and 
nonprofit walks through life.” 

– Carla Snyder, Chief Consulting Officer, Powern 1 LLC



“If you’re searching to find a way to be true to who you and 
become a go-to expert in your industry, you’ve found what you’re 
looking for in this book. Become an Inspirational Thought Leader 
is full of inspiration and a simple yet profound process you can 
incorporate to become known as a truly inspirational expert in 
your industry. Leaders of all levels can shift your inner game and 
use proven marketing techniques to get your message out into 
the world.”

– Anastasia Montejano, Bestselling Co-Author, 
Visionary Leaders International
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Welcome to the journey to having more influence, more 
impact, and more income! 

I did not become an Inspirational Thought Leader intentionally…
but it happened as I began to blend my painful but determined 
quest to discover my life’s purpose, the expertise I gained studying 
psychology and law, teaching my first few classes and writing 
my first few books, and my skills as a coach and coach trainer. I 
developed, from humble beginnings in half of a bedroom in our 
home in San Diego in 2001, a worldwide following as the Founder 
and Director of Career Coach Institute, which now has students in 
37 countries. And as I mentored our students in starting their own 
businesses - and my attention began to be more captivated by the 
process of business design than career coaching per se – the prin-
ciples described in this book emerged over the past several years.

This book is intended to be a guide and companion to you as 
someone with a passionate message – a leader with a purpose 
– whether you are an entrepreneur, a CEO, a nonprofit executive 
director, a coach, therapist or consultant, healer or whatever your 
station in life. If you have felt a passion building within yourself to 
not only express something near and dear to your heart – but to 
guide others in supporting that cause or solving that problem or 
achieving that result or vision – then you are in the right place. And 
I believe you were called to this book by Divine design.

I have known how to teach marketing for more than two decades 
– and granted, many other authors have expertise in specific 
marketing strategies such as ezines, teleseminars, social media 
marketing, writing a book, speaking, search engine optimiza-
tion, video marketing, direct response marketing, and more. The 

INTRODUCTION
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question I began to ask myself was, “What is the ultimate benefit 
people are seeking through attending training after training, 
reading book after book, seeking a seemingly elusive “ultimate key’ 
to success?” And for the people who are drawn to work with me 
(including you), the answer is this: they want to be known among a 
community of people they have created as the developer of a solution 
to a problem they have surmounted, which feels authentic and 
important for them to communicate and share, and which those in 
the community also wish to solve. That is what Inspirational Thought 
Leadership is! It may take the form of running a nonprofit you feel 
strongly about, spearheading a corporate or government initiative 
that you believe will solve a critical problem in your community 
or the world, or starting your own business to offer classes and 
mentoring on an issue you know is transformational.

Becoming an Inspirational Thought Leader is simply saying “yes” 
to who your heart and soul are calling you to become – especially 
through the work you do. It means letting your true spirit be 
expressed! “Inspired” literally means “to be infused with spirit” – 
and that means, as what I will call your “Inspirational Message” flows 
through you, you become charismatic, magnetic, and influential in 
all you say and do. Set the tone, lead the way, and be the go-to 
expert in your industry, your neighborhood, or your organization! 
Start your own company or foundation or group – and garner 
support from others who can benefit from what you offer, and/or 
wish to join you in that quest.

The difference between Inspirational Thought Leaders – as I am 
using the term -- and mere experts, is that you do not just want to 
know your message – you want to be your message! Often, with 
the Inspirational Thought Leaders I coach and mentor, the central 
focus of their work comes from hard-won life experiences – often 
painful – over which they have triumphed and now have a solution 
to share.
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Bringing together this unique alchemy of professional expertise 
and personal experience means that you will confront your inner 
doubts, fears and insecurities along the way. And what holds 
you back most may not be any lack of credentials or expertise or 
experience (though your mind may tell you so). More often, it is 
your own lack of confidence in the message you feel so passionate 
about that restrains you most. Therefore, I will guide you first in the 
process of preparing yourself internally for being an Inspirational 
Thought Leader – with introspection, emotional awareness, self-
understanding, and clearing limiting beliefs and energetic blocks 
to your unfoldment. Then, I will share the tactics and strategies that 
are appropriate to share – and gain support for – your unique Inspi-
rational Message. Using the strategies alone without the internal 
preparation will be fruitless – so be sure you read and do both!

The book is arranged in five parts – what I am calling the “Five 
Phases of Inspirational Thought Leadership.” I recommend you 
take them in order, since they increase in scope and complexity 
as your message spreads. They are the principles for sharing your 
“Inspirational Message” with your followers – whether in a for-profit 
or not-for-profit environment. 

Each chapter is titled as a question, so that you know exactly 
what you will walk away with after reading it. Each chapter 
also includes exercises – some in the book, and some in the 
complimentary companion Integration Guide online at www.
inspirationalthoughtleader.com/guide.html – to help you weave 
the principles of the chapter into your own life and Inspirational 
Message. Some also include meditations that will help you use 
your inner processes to become an Inspirational Thought Leader 
from the inside out. 

I have purposely not quoted many outside sources, simply shared 
my truth as it is being revealed…as I was encouraged to do by my 
own teachers and guides. The client stories I share are real, though 
the names have been changed to protect their privacy.
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By reading this book – and doing the exercises and meditations 
provided – I believe you will (1) be recognized as the go-to person, 
the expert, the guru, the leader for a unique solution valued in your 
industry, community, or organization; (2) feel more empowered in 
your life and work as you realize and accept the power of influence 
you have, (3) feel more connected than ever before – with a Power 
greater than yourself, with other people, and with a Purpose bigger 
than you are, and (4) be able to communicate your Inspirational 
Message to the world, online and offline, in a powerful way!

It has been four years since my last book was released, and what 
you will read here is the result of my journey of learning lessons in 
business, energy and spirituality and applying them with clients, 
with students, and in my own life. It is my sincere hope and desire 
that you will be transformed by what you read here, that you will 
fully step into your calling, and that I will be reading about you in 
the national press or on television before you know it!

Remember, Inspirational Thought Leadership is not just for the 
CEO’s and “top dogs” – it’s for anyone who wants to be a force of 
influence, inspiration and impact in their personal or professional 
sphere. It is my blessing and privilege to support and empower you 
in sharing your own unique message with those who are perfectly 
matched to it, and who are seeking the help you offer, right now.

~ Marcia Bench 
April 2012



Since I was a little girl, I always found myself being chosen as 
a leader. From committee chair in Brownies to student choir 

director – and later board president, Executive Vice President, and 
business owner/author/entrepreneur – I have felt irresistibly drawn 
to lead others. 

You too are a born leader, with your own unique style. Every experi-
ence you have had – right up to this moment – has been preparing 
you for something much bigger than you have ever dreamed. You 
have a passion, a unique message, something that you can share 
like no one else. The time has come for you to not only share it, 
but to attract to yourself a community of followers that are also 
passionate about this cause or problem or dream – and want to 
join you in its fulfillment.

You may be a leader in your family, in your neighborhood, in 
your industry or in your field of business. You may feel a global 
calling or simply a desire to contribute a little something extra to 

What is 
Inspirational Thought Leadership – 

and why now? 

CHAPTER 1

“A great many people think they are thinking when they 
are just rearranging their prejudices.” 

~ William James

1
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make the world a better place. But however thought leadership 
has emerged for you, you know that you are not just any kind of 
leader. (In fact, you may not have thought of yourself as a leader 
until now!) You lead from the heart because you have experienced 
profound tragedy, deep loss, or otherwise been called deep within 
yourself to look for more. You may have asked yourself, what is the 
meaning of my life? How do I make sense of what has happened 
to me? Who can I help with the unique message and work I feel 
called to do? And very likely, you draw upon your inner intuition, 
something larger than yourself, a spiritual practice or path, or 
simply a life lesson or philosophy that has special meaning for you 
and has helped you through trying times. 

You recognize that healing from life’s tough moments requires 
not only putting the external pieces of your life back together, 
but doing your inner work too. You may have attended personal 
growth workshops, done energy work, explored international 
travel or Eastern traditions, or simply delved more deeply into 
your traditional beliefs. But this too has brought you where you are 
today. And thousands (or more) of people are longing for you to 
share with them what you have learned. Now is the time to teach, 
offer and share you have learned from the School of Life, the World 
of Business, or whatever your “campus of learning” has been, with 
those just behind you on the path.

Your Power of Influence

Each of us has an incredible power of influence – much more than 
we consciously realize. Every thought you think has the potential 
to become form – if you focus on and add emotion to it. Every 
word you say has a reverberating effect. And you never know when 
someone has overheard you saying something that changes how 
they relate to their family, co-workers and even themselves. Don’t 
discount your own power to affect others – in both positive and 
negative ways! Have you ever walked into an office feeling loving 
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and warm and open, only to find yourself greeted by the heavy 
energy of drudgery, disconnection and unhappiness? It doesn’t 
even necessarily take words to communicate…our very essence 
speaks volumes. What are you saying to those around you today, 
both verbally and nonverbally?

As Inspirational Thought Leader, your power of influence is 
magnified still further. Others are taking your lead, following the 
solution you provide, and modeling your approach. Do you like the 
way you are influencing them?

Opportunity often finds us before we think we are ready…so get 
ready to embrace your growing edge. It will scare you and excite 
you at the same time – but the time is now for you to step up and 
accept your own calling! Inspirational Thought Leadership is one 
of the most dynamic spiritual paths of growth and development 
you can experience – and over time you realize you didn’t find it, it 
found you. And not to pursue it means missing out on your most 
fulfilling and rewarding work of all.

Each of us has an ultimate purpose in life: to navigate the challenges 
life offers us, learn the lessons that are there to learn, and then 
turn back to those a few steps behind us on the path and offer our 
guidance – even if we’re still finishing the learning process! One of 
my fellow students in coaching school was asked by her company 
in week three of our six-month program whether she would teach 
them how to coach. She barely knew how to coach herself! But 
she recognized the opportunity and accepted its challenge, and 
found that she learned even more because she had to teach those 
concepts in her classes…so it accelerated her mastery.

The Era of Inspiration

We are living in a time that is radically different from any others 
in history. And I believe that you have chosen to be living the life 
you are at this precise time. The gifts you offer are exactly what a 
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particular group of people - perfectly matched to your message - 
needs to hear, see and experience now. And regardless of how many 
other Inspirational Thought Leaders, entrepreneurs, CEO’s, leaders, 
healers (or whatever your position) there are, you are the only one 
that can deliver your unique message in the special way you do. 

Much has been written about 2012, the end of the Mayan calendar, 
and what this means to us as individuals, as business people and 
as business owners. The heavy energy that characterized the years 
preceding it, with its economic and existential challenges, is giving 
way to the energy of expression and evolution. I call it the Era of 
Inspiration, because we are now feeling moved both by the life 
lessons we have learned and by what they mean to our future 
work and life.

Notice if you can begin to see your disappointments, painful expe-
riences, and even tragedies of your life in a new way now…and 
how they have prepared you uniquely to share the message you 
have in your heart. Isn’t it beautiful? (And if you can’t, please keep 
reading…the process of developing your Inspirational Message is 
designed to do just that.) 

In fact, you may, at a soul level, have deliberately chosen a painful 
childhood, detached or even abusive parents, tragic losses, illnesses 
or other challenges to assist in developing the soul qualities you 
most need for your work. In my own case, my parents sold the 
farm they had owned for more than 12 years to buy a business in 
an even smaller town in central Oregon when I was just 12 years 
old. Within a year after that move, at age 37, my father died of brain 
cancer, leaving my mother to run the auto parts business – and 
me to run the household! It certainly developed my ability to deal 
with loss and transition, as well as cultivate inner strength and the 
ability to manage time, priorities (and recipe ingredients!) well. 
That in turn served me later as I left the corporate world to become 
an entrepreneur – first part-time, then full-time – as I drew on the 
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strength of character, discipline, and resilience that this painful 
experience honed in me.

Defining Inspirational Thought Leadership 

“Inspirational Thought Leadership” as I define it refers to “the 
willingness:

(1) To passionately stand in one’s truth – as gained from painful 
life experiences - and the lessons, breakthroughs or insights 
that followed.

(2) To influence and connect deeply with others through the 
essence of one’s truth,

(3) To be recognized among an expanding group of people one 
attracts as someone who brings perceptive, groundbreak-
ing or industry-leading ideas, methods, products and/or 
services; and 

(4) To share and promote this truth and its many forms of 
expression with confidence and commitment to the greater 
good.”

See Fig. 1-1 for an illustration of the elements of Inspirational Thought 
Leadership.

What makes “Inspired” Thought Leaders different from “experts” 
is that they are also actively engaged in a path of personal and 
spiritual growth, both in their personal life and as part of the work 
they do. They are a force of inspiration in their work or business, 
expanding their impact each day as they grow personally and 
spiritually. They integrate their spiritual lessons, everyday experi-
ences – and, often, spiritual or energy or motivational tools and 
insights – into their daily business dealings. And that contributes 
to their draw and their uniqueness. 

Let’s take these each aspect of the definition in turn.
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Figure 1-1: Inspirational Thought Leader Elements 

 

(1) To passionately stand in one’s truth – as gained from 
painful life experiences and the lessons, breakthroughs 
or insights that followed.

 Whether you realize it or not, the specifi c family traumas, 
illnesses, setbacks and tragedies in your life have been the 
perfect training ground for your Inspirational Thought Lead-
ership. Consider the possibility that, out of all of the times 
your soul could have chosen to incarnate, you chose to do 
so now in order to help facilitate the growth process of those 
you serve. That is, you are here to help them awaken to the 
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greatness within them, to give their gifts and attention to 
the challenges on the planet that speak to them, and to help 
those they came to help. You may do this in any number 
of ways: helping coaching clients uncover and transform 
self-sabotaging or outdated beliefs, leading a progressive 
company in the release of “green” products, clearing energy 
blocks within clients to help them move toward their goals, 
heading a non-profi t or fund-raising initiative to increase 
research to cure cancer or another disease, or garnering 
support within your neighborhood for a Neighborhood 
Watch program. There are no “lesser” or “greater” levels of 
thought leadership – it appears at every level of society!

 Think back in your own life to a time that was especially 
painful – or maybe a series of similar experiences (for 
example, several relationships that ended badly). What did 
you learn from these times? What will you now be able to do 
better – or avoid – if something similar happens again? That 
is what we will later call your “Core Story” – and it forms the 
basis for what could be your most impactful contribution of 
all. After all, why go through these painful experiences if not 
to learn the lessons in them – and help others going through 
similar experiences to avoid some of the pain you had? 

(2) To infl uence and connect deeply with others through the 
essence of one’s truth.

 To accept the calling to be an Inspirational Thought Leader 
is to agree to share the benefi ts, lessons and even treasures 
of these painful experiences. It may be as a parent doing 
your best to keep your children from making the “mistakes” 
you did. It may be writing a book and building a business 
to share your message. Or it might involve forming a foun-
dation to champion prevention of something that caused 
you pain – like Candy Lightner, founder of Mothers Against 
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Drunk Drivers did after her daughter was killed by a repeat 
drunk driving offender. 

 What is the essential message you want to share with others? 
If you could change anything in the world (or in your life), 
what would it be? Connecting with that is the beginning of 
becoming an Inspirational Thought Leader.

 To connect deeply with others and enlist their support in 
your passionate message requires both that you speak up, 
and that you connect deeply with them by speaking in 
terms they can understand. Yes, it needs to be in simple 
words. But it also needs to connect with their core motiva-
tion and beliefs…and in the communication language they 
understand, of the nine possible languages there are. (We 
will discuss this further in chapter 14.)

(3) To be recognized among an expanding group of people 
one attracts as someone who brings perceptive, ground-
breaking or industry-leading ideas, methods, products 
and/or services.

 Innovation is definitely an element of Inspirational Thought 
Leadership – but it’s not the only one! Innovation without 
inspiration – your connection to yourself, to your experi-
ences, and to those you serve – can be empty, and can fail 
to resonate with those who need what you have to offer. 

 Recognition by others – in your community and outside it 
– will flow naturally as you stand in and communicate your 
truth in an inspired way. People are waiting – right now – for 
you to step up and share what you have learned, to help 
them navigate their current pain, dilemma or self-defeating 
hamster wheel of life experience. 

 And increasingly, in the Era of Inspiration, we are asked 
to not look for external validation of what we are feeling 



9CHAPTER 1

before we say it – but to say what’s true for us and invite 
others who resonate with it to come along. The result can 
be mind-blowing, earth-shattering, quantum leaping, and 
paradigm-shifting. But it starts with your exercising the 
courage to pick up the rod of leadership within your circle of 
influence, to share your message, and to daily invite people 
to accompany you on the journey.

(4) To share and promote this truth and its many forms of 
expression in an inspirational way, with confidence and 
commitment to the greater good.

 The word “inspire” literally means “to be infused with spirit.” 
One of the purposes of this book is to also help you bring 
form to your passionate message and, if desired, build your 
own business, business unit, foundation or neighborhood 
coffee klatch (!) around it so that it becomes a viral buzz 
within the people you are here to serve. Your core life experi-
ences and lessons learned can be turned into a multi-million 
dollar enterprise or worldwide force for change using our 
simple, elegant process. You will learn to extract the stages 
of your experience, identify which group(s) of people are 
currently challenged by what you have gone through, and 
create ways for them to connect with you at varying degrees 
of depth (and, if you are forming a business, at varying price 
points too).

 When you share your painful experience, are you leading 
with your wound, or are you leading with the lesson? Once 
you have transcended the wound and can stand in the 
lesson, a natural confidence forms that empowers you to 
go anywhere, to speak to anyone (yes, even heads of state 
and CEO’s of large companies!) about your cause. You may 
find that you need support or mentoring or coaching in 
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the specifics of giving a talk, appearing in the media, or 
writing an article or manifesto to describe your cause and 
its benefits. But if the passion is there, the skills of sharing it 
confidently can be learned!

 As an Inspirational Thought Leader, you will share your 
work or message selflessly, with a commitment to making 
the world a better place, helping others through what you 
do, and making a lasting positive contribution. Serving 
one’s own purposes only is inconsistent with Inspirational 
Thought Leadership! Yes, you will earn money if you turn 
your Inspirational Message into a business – in fact, you 
may be among the best paid in your field because you 
are perceived as the leader, expert and authority on the 
cutting-edge of this area of knowledge. But doing it just 
for the money, just for yourself, or just to be famous is not 
sustainable. True sustainability comes from creating value, 
living with integrity, and building a community of support 
that lasts long after you have left.

 At one point I championed the formation of a career 
development association in the Northwest U.S. city where 
I lived. I gauged the interest level and willingness of local 
career counselors, outplacement professionals and others 
in the project before proceeding. And in the initial meeting 
I found there was some discord, some unprocessed hurt 
feelings from a prior spoiled attempt to do something 
similar. We had a frank discussion, participants shared their 
intentions to overlook and heal the past, and we proceeded. 
It was a fun and rewarding experience! And after I moved 
away, the entity continued for a number of years afterward. 
Why? Because the board and other key supporters who had 
stepped up to share the leadership with me had sustained 
passion in the association – and their interest kept it going.
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Why Inspirational Thought Leadership

It might seem easier, in many ways, to just keep your passion to 
yourself, go about your life, and let someone else step into lead-
ership. And it is tempting at times, even for the most visible and 
well-known leaders! But you came into this life prewired with a 
burning desire to be and do more than that. Later, we will explore 
the nine primary motivations – or personality types – and see which 
best expresses your heart-based reason for reaching for more.

In our healthy evolution as spiritual beings, we begin by under-
standing how life works and pursuing our own self-interest. But 
once we reach a basic understanding and competency in that 
regard, inevitably we want to share our hard-won wisdom with 
others and pursue a cause, quality of life, or way of being that is 
bigger than ourselves. That is where Inspirational Thought Leader-
ship comes in.

Five Phases of Inspirational Thought Leadership

Your evolution as an Inspirational Thought Leader will go through 
five predictable phases, as illustrated in Figure 1-2.

Phase One, Embracing Your Gifts as an Inspirational Thought 
Leader, helps you to uplevel your mindset and open your heart 
to your calling and role as an Inspirational Thought Leader, and to 
overcome any beliefs or thought patterns or energy blocks to your 
fully embrace this expanded you.

Phase Two, Clarifying Your Inspirational Message and Offerings, 
guides you through a process I have used with hundreds of seminar 
participants and individual clients to clarify exactly what your work 
or business should communicate and focus on, combining both 
head/mental processes and heart/emotional processes. You will 
gain clarity about your life purpose, view your pivotal life experi-
ences differently, and glean the key steps from those experiences 
from which you have benefited – and which you can now share 
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with others through what I call your Purposeful Signature System.™ 
You will even learn how to build a long-term relationship with your 
clients, customers or followers by inviting them to partake in a 
sequence of at least four levels of bundled off erings. (If you run 
a nonprofi t, you will off er four levels of support/donation.) This 
allows you to avoid the feeling of pressure to constantly reinvent 
and recreate new off ers – your Purposeful Signature System makes 
this leveraging process easy and natural. Finally, you will learn how 
to get out of stuck feelings, the places in your journey that question 
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your commitment to your cause and tempt you to give up – to be 
“ordinary” or “normal” instead of the Inspirational Thought Leader 
you are meant to be.

You then arrive at Phase Three, Sharing Your Inspirational Message. 
Whether you are raising funds for a cause or starting and growing 
your own business, the principles are the same: connect to the 
prospective client/customer/donor’s heart, communicate and 
connect with the prospect regarding the message that you and 
they share a passion, and enroll them with authenticity and fl ow 
into your community of followers. You will dispel any confusion 
you may have felt about how to garner support through online 
marketing, social media, your web site, and other outlets, in 
addition to in-person speaking, networking, referral generation 
and more. And if you are not a business owner, you will still want to 
read this section. Thinking like an entrepreneur about your social 
cause will help you create the viral eff ect that makes your cause 
central on everyone’s mind whom you wish to reach! 

Phase Four, Aligning Your Energy and Managing Yourself for Success, 
shepherds you fi rst through the energetic process of aligning who 
you see yourself to be with your Inspirational Message and your 
sharing of it. Then, we get into essential practical considerations for 
you to be an ongoing success as an Inspirational Thought Leader: 
staffi  ng or volunteer support, information and communication 
management, time management, self-care, and handling criticism 
or negative feedback. After all, without your physical, mental and 
emotional health, you won’t be an Inspirational Thought Leader for 
long! You will also learn to stand fearlessly in your truth, authenti-
cally, and without succumbing to stress or pressure, with what you 
learn in Phase Four.

Finally, Phase Five, Expanding and Leveraging Your Inspirational 
Message and Off erings, builds on the fi rm foundation you have 
built in Phases One through Four and helps you access the power 
of quantum physics, accelerated creation, and an even further 
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expanded mindset and heart to embrace the next stage of your 
thought leadership. Various structures to expand your business or 
organization are described, as well as ways to expand your public 
presence through speaking, writing a book, media, and more. As 
you become the go-to person on your area of passion and expertise, 
you will also want to reposition yourself as personally available to 
only the most committed clients or constituents. Offering exclusive 
access to yourself in this way is the topic of chapter 21. Finally, we 
leave you with how to live as an Inspirational Thought Leader 
going forward, how to keep opening to more, avoid self-sabotage 
and transcend perceived limits to your becoming an ongoing 
worldwide force for good.

10 Characteristics of Inspirational Thought Leaders

How do we recognize an Inspirational Thought Leader – and what 
characteristics earmark you as one of them?

1. Passion, passion, passion. The number one characteristic 
of any Inspirational Thought Leader you follow – or of your 
work as you develop your own following – is passion for your 
cause, your business, your solution. You’re excited about it – 
and that excitement is contagious as you talk to others! If it 
doesn’t have passion, it isn’t Inspirational Thought Leader-
ship – no matter how many research studies have proven its 
worth. Inspired passion comes from a deeply felt commit-
ment to something more important to you than life itself. 
And remember, the word “inspired” means “breath of God.” 
That breath flows through you into action as you accept 
your calling and move forward as an Inspirational Thought 
Leader, regardless of your religious preferences.

2. Solid skills and/or experience in their area of passion. 
Notice that I didn’t say you necessarily had credentials in 
your area of Inspirational Thought Leadership. But you have 
skills and/or experience – perhaps honed from how you 
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found your way through your own process – from which 
you can draw. One of the traps or “escape hatches” to which 
Inspirational Thought Leaders can fall prey is hiding behind 
“I don’t have the degree or the certification I need yet” or 
“No one taught me this, I just know that it works because it’s 
worked for me [and perhaps for others you have taught it to 
or shared it with]; I need to get additional education first.” In 
the Era of Inspiration, direct knowing is much more common 
than in prior periods in history. For example, Doreen Virtue, of 
angeltherapy.com, has many educational credentials, but her 
most popular and thought-leading work has been her work 
with angels, which she received directly from the invisible 
realm, not from any university. Many healing techniques have 
spontaneously been revealed to a healer who was open, and 
became world phenomena. So your Purposeful Signature 
System (the steps you took through your difficult experi-
ence) become the only real credentials you need…then you 
simply need to hone the confidence that will enable you to 
share this now proven system with others.

3. Genuine caring for their audience/market/constituents; 
selfless yet engages in nurturing self-care. Thankfully, the 
age of aggressive promotion, marketing and sales techniques 
is gone. As women have become the dominant buying 
force, and the economic implosion has revealed the fallacy 
of using deception and manipulation in sales and business 
decisionmaking, a new, more authentic promotional style 
has emerged. So while Inspirational Thought Leaders do sell 
their products and services, they simply do so in a way that 
is respectful, honors the desires, needs, and sophistication 
of the prospective buyer or constituent, and gives the buyer 
the lead in making the buying decision. Influence is preferred 
over manipulation; giving and serving over taking and lining 
one’s pocketbook. Yet within this authentic, selfless sharing 
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of the Inspirational Thought Leader’s message, he or she is 
also committed to self-care. You can’t be an Inspirational 
Thought Leader for long without your physical health – and 
most of us are called to model healthy personal boundaries 
and self-nurturing so that our community of followers can 
observe and follow that example too.

4. Ability to connect authentically with any personality 
style. Once you have developed a fundamental confidence 
in your own message, you have surmounted a great hurdle! 
But the most successful Inspirational Thought Leaders will 
not only build on that confidence to communicate in terms 
they understand – but learn about the other eight personal-
ity styles that exist (see chapter 4) and how to speak their 
language and connect to what is important to them as well. 
This allows you to develop a kind of natural (yet learned) 
charisma, where everyone you talk to feels heard, honored, 
and valued.

5. Innovation/opportunity thinking; willing to take calcu-
lated risks. Whether you work within a government agency 
or corporation, or are blazing your own trail with your 
own company or foundation, innovation and the ability to 
identify opportunities are key. More than 80 percent of the 
Fortune 500 firms were founded during recessions or other 
economic downturns. People like Andrew Carnegie and 
Henry Ford saw opportunity where others saw disaster or 
tragedy – and leveraged it. Can you do the same? Interest-
ingly, successful entrepreneurs are not people who take the 
“long shot” or the option with the lowest odds. Instead, they 
take calculated risks, after they have thought through the 
pros and cons, decided that they are willing to take the (to 
them, unlikely) chance that things may not work out, and go 
for it. As an Inspirational Thought Leader, you will need to 
many times do the exact opposite of the crowd! Only three 
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percent of Americans exceed $300,000 in income – you can 
bet they didn’t manage their money or their risk the same 
way as the other 97 percent!

6. Excellent verbal and written communicator; asks provoca-
tive questions and is not afraid to stand in their truth. No 
one can follow you unless you can effectively speak and write 
about your Inspirational Message! So whether you come 
by these skills naturally, or you use technology or capable 
administrative help to communicate powerfully, both verbal 
and written communication are important in carrying your 
work forward. There is an energetic connection between 
the heart (fourth/chest chakra), intuition (sixth/third eye 
chakra) and the voice (fifth/throat chakra). When you can 
successfully integrate intuition with heart into your verbal 
and written expression, people will be lined up around the 
block to follow you. (More on how to do this alignment in 
chapter 15.)

7. Spiritually centered and aware. Previously, spirituality and 
business were not to be connected – or even spoken of 
in the same sentence. But now, post-recession and solidly 
within the Era of Inspiration, people are hungry for meaning, 
for a sense of higher purpose, and for a connection to 
something greater than themselves. Inspirational Thought 
Leaders are confident in their spiritual beliefs – whether or 
not they embrace a specific religion. They see their message 
as coming through them, not from them. It is their spiritual 
centeredness that creates the inspiration and charisma 
others see within them, and which draws people irresistibly 
to them.

8. Willing to look at and deal with their “stuff” and continue 
to grow and develop; uses life lessons as fodder for their 
writing and speaking. Inspirational Thought Leaders are so 
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compelling because they are willing to be transparent and 
laugh at themselves and their foibles. Learning life lessons 
is one thing; being willing to be vulnerable enough to share 
them is another! And Inspirational Thought Leaders like 
you have developed (or are developing) that ability. The 
best examples you can use in your speeches, books, and 
presentations are the one that bring a smile to your face – or 
elicit tears, as the case may be – from your own experience. 
This allows people to poignantly relate to you – and want to 
know more and experience more of you!

9. Lifelong learners. Inspirational Thought Leaders never stop 
learning and growing. They may or may not have a formal 
degree, but they will continue taking classes, engaging in 
personal growth workshops, reading books and listening 
to audios on their topic, and may even continue accumu-
lating certifications and credentials to be current and stay 
challenged.

10. Charismatic and inspiring – and uses that charisma to 
attract a leadership team and support system – as well 
as followers – that are invested in their vision. Finally, for 
some of the reasons described above, Inspirational Thought 
Leaders are an inspiration to all who come into contact with 
them. Their passion and transparency lead to charisma, and 
they irresistibly attract people who follow and support them. 
Though somewhat intangible, it is an earmark of every well 
known, successful Inspirational Thought Leader. And you 
can develop it too!

Complete the Inspirational Thought Leadership Self-Assessment 
in the Integration Guide at www.inspirationalthoughtleader.com/
guide.html to see how many of these traits you currently have.
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Benefits of Inspirational Thought Leadership 
So how does it benefit you – as well as your followers – to be an 
Inspirational Thought Leader? 

First, if you thought you had a choice in the matter, you really 
don’t! You can try to ignore your calling, to do other seemingly 
more practical things, but ultimately, if you want to be fulfilled in 
your life, you will need to follow your inner urging. Failing to do so 
not only leaves you feeling like something is missing, like you are 
trapped in a role that isn’t big enough to contain what’s in your 
heart – it can even lead to physical illness and unconscious self-
sabotage. 

But here’s the thing: by doing so, and stepping into your role as 
an Inspirational Thought Leader, you can much more easily sell 
your goods and services, since you will already be perceived as the 
recognized expert in your area (depending on which of the Five 
Phases of Inspirational Thought Leadership you have reached).

And other Related Providers (my term for “competitors”) are left 
to simply copy-cat what you have pioneered, again reinforcing 
your positioning, your way of connecting, and your branding in 
the marketplace. You really have no competition, since you keep 
innovating and receiving guided inspiration for new bodies of 
work, new products and services, new ideas for outreach – and no 
one can keep up with that! Your staff love working with you as the 
category leader (and may even see you as a guru). And Inspirational 
Thought Leadership actually creates sustainability as you find new 
ways to offer value around your core Inspirational Message to your 
loyal, inspired clients or followers – and they even help you know 
what you need to develop next through their feedback!

And as you courageously step into your role as an Inspirational 
Thought Leader, you will feel humbled and proud at the same 
time as you sense the inspiration coming through you – not from 
you. You will experience greater satisfaction and fulfillment than 
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you dreamed possible as the very thing you care about most is 
eagerly received by others – and their lives and transformed for 
the better.

An added benefit to your clients, customers, or constituents is that 
through you, they connect with like-minded, like-spirited individu-
als and companies in your community that share their passion and 
values…and for that, they will want to keep coming back!

To begin your emergence into the world of Inspirational Thought 
Leadership, our next chapter will address the fears and doubt you 
may be feeling about why you, why now, and why this topic for 
your personal thought leadership.

P H A S E  O N E



Embracing Your Gifts 
as an 

Inspirational 
Thought Leader

INSPIRATIONAL THOUGHT LEADERSHIP

P H A S E  O N E





I remember my first job as a legal secretary in a large law firm after I 
graduated college, being one among many in the pool of women 

who were very good at providing legal administrative support. I 
got the job – after numerous rejections – by reading a book on 
dressing for success and wearing my very first navy blue suit to the 
interview. After my initial orientation period, I soon realized that I 
was destined to be more than just a secretary, serving someone 
else’s needs from behind the scenes. So I watched as these women 
went about their daily routines, seemingly content to live their lives 
in a routine of driving to and from work, doing what was asked of 
them, getting a raise now and then, getting married and sharing 
holidays with family. 

Not that there’s anything wrong with that…but I knew I was 
destined for more. So I continued to dress like the professional I 
knew I was to become, wearing suits to work instead of dresses, 
seeing myself as a manager or lawyer or some kind of leader, even as 
I got accolades for doing an outstanding job in my current support 

Who am I 
to 

change the world? 

CHAPTER 2

“We must be the change 
we wish to see.” 
~ M.K. Gandhi
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role. Eventually, I went to law school, became an attorney for a few 
years, and then left that role after four years as I realized thought 
leadership through writing, speaking and consulting was a much 
better fit for the worldwide positive difference I wanted to make 
on the planet. (At that time, I actually sold everything and traveled 
for ten months doing seminars around the U.S. and Canada with 
my first book, taking the message to them instead of waiting for 
them to come to me. As a fellow Inspirational Thought Leader, you 
can no doubt appreciate the courage and commitment it took to 
do that, and the rewards that resulted!)

Even as I was making needed transitions in my life and work, I was 
naturally shy and didn’t want to “rock the boat.” I felt “less than” 
others who seemed to easily manage social situations (which 
I didn’t), to achieve their goals with seemingly no effort (while I 
worked hard), and to be willing to share their opinions – even if 
controversial or unpopular (while I stayed silent unless I knew what 
I said would be well accepted). So there were times when I should 
have stood up for myself – or spoken out when I knew a better way or 
when an ethical compromise existed – and didn’t for fear of reprisal. 
It is this unusual combination of leadership capability and drive plus 
low self-esteem and a feeling of being “different” that creates the 
ultimate dilemma for the Inspirational Thought Leader today. 

And you have probably been feeling it for a while too.

Feeling Different

I kept wishing I could fit in better at the legal secretary pool, or 
even be like my boss, a successful partner in the firm who knew 
since high school that he wanted to be a lawyer, went to college in 
pre-law or business, completed law school, got his desired job at a 
Big 10 firm, and planned to retire there.

“Why can’t I just be like everyone else and be content with my lot 
in life?” I kept wondering. 
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But I wasn’t – and I still am not today. I am continually innovating, 
creating, shifting, changing, evolving, reaching for more – both 
internally and externally. I have run my business from an RV for up 
to a year at a time, navigated a yacht up the east coast for several 
months while managing my internet-based enterprise, and chal-
lenged the paradigm of career development by introducing career 
coaching through my coach training company and its unique 
approach. It is my nature to be different. And likely, it is yours too. 
So why not accept it bring all of your gifts to the table?

For you to step into the larger work that you have to do in the 
world – whether you are currently an entrepreneur, a corporate 
executive, a not-for-profit leader, a coach, a minister or other 
passionate professional – you must realize this:

You were never meant to fit in!
That’s right – it is a futile effort to try to be like everyone else, to 
fly under the radar, to fit into the traditional societal mold. You 
were born specifically to carry out a unique purpose in the world, 
through your work and your life. And if you have a passion to make 
a specific kind of contribution to a group of people looking for the 
exact solution you offer, then trying to fit in is the absolute opposite 
of what you want to try to do!

During our journey together, you will come to embrace your 
“differentness” and see it as your most valuable gift. In fact, you 
will see that some of your most painful experiences – perhaps 
where you felt the most different of all – form the basis for your 
most impactful, powerful services and message of all! I will help 
you access your unique motivation, style, and inner resources 
to create a truly unique professional identity and – if desired – a 
business that will serve you and your clients or other audience for 
years to come. You will also learn how to effectively build relation-
ships and an eager community of followers using both online and 
offline methods. Then, with my Shift! technique, you will be able to 
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quickly manifest and experience the professional recognition and 
following you have longed for, so that spreading your passionate 
message becomes effortless, easy, and exhilarating.

MARY’S STORY

My biggest pain or wound in life was not being included, 
feeling different—I mean, honestly. And because I 
was an overweight child, I didn’t date a lot when I was 
younger, I got married, I had a child, and I was quickly 
divorced. And so the pattern continued: I was the 
overweight child not fitting in on the playground, the 
person always picked last for sports, and the woman 
who wasn’t a couple and therefore didn’t get invited to 
social events to be with other couples. I kept feeling like 
something was wrong with me, like I wasn’t accepted, 
and wasn’t included. I started thinking, “maybe if I was 
just a little smarter, maybe if I got my masters degree, 
maybe if I just worked harder, I’ll fit.” 

In my early fifties I was chosen to be one of the people 
who led an organizational development transformation 
in the large company I work in. We partnered with a very 
expensive company to train the leaders, and I was one 
of a handful of staff they chose to go through a very 
intensive facilitation course costing tens of thousands 
of dollars each. I wondered, “why did they pick me?” 
I learned a lot, but when it got to the point where 
they would certify us in order to use their materials, I 
remember going through my certification process and 
their facilitator said, “You know, Mary, you are so moti-
vational we would pay to come see you, but you’re not 
what we need. You need to drop all that.” And all those 
personal feelings I had had of not being accepted and 
included came rushing back. 
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But this time, it became a turning point for me to say 
to myself, “ I am absolutely whole the way I am now. 
Fit is not about me fitting into somebody else’s mold, 
the fit is about me fitting where I want to fit. And how 
I feel about the fit. That’s when I began this journey of 
realizing that all I have to do is be myself, to be authentic, 
and when I am working with another person, I just need 
to be myself. Honestly, my whole world started opening 
up. I mean, not that I’m there; I’m not at Nirvana. I’m 
still doing a lot of work; I’m doing a lot of coaching and 
being coached. But it has totally changed now that I 
realize I am whole and complete – and I have the whole 
world opened to me as opposed to I can’t start until I’m 
accepted. It’s just a totally different outlook.

The Calling

Think back to the earliest time you can remember having the 
thought or the feeling, “I have something big and special to do with 
my life.” Was it in childhood? Adolescence? Or after a near-death 
experience or illness, perhaps? You may have heard a “still, small 
voice,” or you may just have felt a nudging. Or it may have just been 
an intuitive awareness, as though your soul was imprinted with the 
stamp of an Inspirational Thought Leader. This is your Calling – the 
invitation of your soul to fulfill a divine purpose to which you were 
appointed before the beginning of time – whose revelation is now 
perfectly aligned with the needs of the exact people it is intended 
to serve.

You may wonder, “who is calling?” And since we don’t have “caller 
ID” for God (!), you will do well to consider this question. But as long 
as the Calling you hear has no element within it that would cause 
harm to others, if it is devoted to enhancing the lives of others 
and/or of the planet, and it feels deeply passionate to you, it is the 
Calling that beckons you to Inspirational Thought Leadership.
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And by accepting it, as Gregg Levoy states in Callings, “Saying yes 
to the calls means tends to place you on a path that half of yourself 
thinks doesn’t make a bit of sense, but the other half knows your 
life won’t make sense without.” It is not for the faint of heart! But it 
also brings with it the deepest fulfillment you will ever know, the 
satisfaction of knowing that at the end of your life you will have 
completed what you came to do and be.

In the archetype of the Hero’s Journey (which we will return to in 
Phase Two of Inspirational Thought Leadership), every life journey 
and life lesson begins with what is called a “Call to Adventure.” This 
call “signifies that destiny has summoned the hero and transferred 
his spiritual center of gravity from within the pale of his society 
to a zone unknown.” (Joseph Campbell, The Hero with a Thousand 
Faces). In other words, you have been invited to enter a new world, 
ushered in by your pivotal life experience.

The hero (that’s you) then has two choices. You can accept the call 
and be receptive to the guidance that is now available to you in the 
form of a mentor, spiritual insight, a book, class, or other person or 
resource that appears to help you. Or you can refuse the call which 
Campbell says “converts the adventure into its negative.” If you 
feel frustrated, left out, hopeless, or unfulfilled – or have financial, 
physical or emotional challenges – it may be that your Calling has 
come, and consciously or not, you have refused it. Until you fully 
accept your Divinely appointed gifts and purpose as an Inspira-
tional Thought Leader – whether on a small or large scale – you 
will feel stifled and less than fulfilled, in your work and in your life.

Overcoming Small Thinking; The Imposter Syndrome

When I was a child – perhaps like you – I was given the strong and 
repeated message not to be “too big for your britches,” to be “seen 
and not heard,” and not to brag about my achievements. This is 
just another variation of the message to fit into society - and to 
be inauthentic in expressing who we are and what we do. I’m not 
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saying to be obnoxiously boastful, constantly pointing attention to 
yourself. But stepping into the role you are called to will require that 
you stand in your place of truth. What do you really believe? What 
is your philosophy when it comes to your passionate message?

Being a follower is easy – unless you have been gifted with a 
message, a solution, a cause, or special talents or skills that are 
intended to be shared. Then, it simply feels like you’re “selling out” 
if you don’t lead with your natural gifts and passionate siren song. 
(Indeed, many physical ailments and energetic blocks result from 
suppressing our natural gifts and the message of our heart – not 
listening to our feelings, our intuition, our soul. And picking up the 
mantle of the calling later in life can result in so-called “miracles” 
as the energetic block is removed and the physical condition no 
longer has a foundation.)

Even after you accept your Calling, you may find yourself doubting 
if you are really the right person for the job, if you can live up to 
the expectations that go with the role, and if people will somehow 
“find you out.” This is known as the Imposter Syndrome, coined 
by Clance and Imes to describe the phenomenon in which you are 
unable to fully internalize your role or achievement, despite external 
evidence to the contrary (such as a large community of followers, 
record book sales, waiting list for your services, reaching the top 
of your industry, etc.). Reactions can range from mild discomfort to 
full-blown panic attacks when someone fears their lack of expertise 
or qualifications or experience will be discovered.

Another form of the Imposter Syndrome is when Inspirational 
Thought Leaders see themselves as beginners – and prepare to 
charge below-market rates as a result – when they finish their 
training and start their businesses. They may have twenty-plus 
years of industry experience, but feel they must discount that 
because their experience was not doing their new business service 
(e.g., coaching) per se. I encourage them to realize that they are not 
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beginners; they are simply putting their experience and talents to 
a new use – with their newly developed skills – deserves a fee that 
takes all of these factors into account.

Any time you find yourself asking the question “who am I to change 
the world as an Inspirational Thought Leader?,” ask the follow-up 
question too: “how would I feel if I did not step into my thought 
leadership role and share my solution, cause or passion with 
others?” Once you know the frustration and stifling of life energy 
that will inevitably result from not stepping up, it will help you to 
claim your place in the spotlight. 

Complete the exercise “Why I Believe I am an Inspirational Thought 
Leader” in the Integration Guide at www.inspirationalthought 
leader.com/guide.html now. Then, in chapter 3, we will help you 
further adjust your mindset so that your vision will pull you forward, 
instead of frightening you into inaction.



How do I begin – and how do 
I need to expand my mindset – 

to become an 
Inspirational Thought Leader? 

CHAPTER 3

“Your vision will become clear only when you look into your 
heart. Who looks outside, dreams. Who looks inside awakens.” 

~ Carl Gustav Jung

Changing the world begins with an inkling, expands into an idea, 
and morphs into a vision (and perhaps even a movement!), 

fueled by passion – with a strong commitment to making things 
different. To occupy your role as an Inspirational Thought Leader, 
you will need to (a) define your exact, detailed vision of how it will 
look when you achieve it, (b) identify your Big Why – the reason you 
want to make the change you do, and (c) expand your mindset and 
openness to inspiration, support, money, and ease. If you don’t, 
you will get stuck at the proverbial starting blocks.

You may be a so-called “beginner” at thought leadership, social 
entrepreneurship or other business specialty – or you may be a 
seasoned pro looking for more ideas to broaden your following. 
But in either case, know where you are now – and where you want 
to go – and you will be drawn irresistibly to people, resources and 
other forms of support that will help your vision unfold.

31
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Your Vision 
Your vision is the energetic template or container into which the 
change you long to make in the world will flow. And it is the first “leg” 
of your Inspirational Thought Leadership foundation. The clearer 
you are about your vision from the outset, the greater impact you 
can have in the world with your Inspirational Message.

Perhaps you can remember, as I do, childhood Christmases where 
you had a specific toy or item in mind that you really wanted Santa 
to bring you. You cut out pictures of it, told your parents about it, 
wrote a letter to Santa, thought about it all the time, and imagined 
yourself having it, right? It’s that kind of energy we want to feel 
about our vision for changing the world. 

Simply defined, a vision is a vividly imagined picture of the future of 
your life or business, complete with emotions and all other senses incor-
porated into it. Once you articulate your vision, you have something 
you can move “toward,” a compelling force in the future that keeps 
you moving in the direction of its fulfillment. 

As you state your vision, be sure you are not too general, such as, 
“I will be coaching more people soon.” You can have a quantum 
leap in an instant from idea to implementation – but only if you are 
crystal clear, in this case about which people, how many, and what 
timeframe you mean by “soon.” In addition, saying “I will be” keeps 
the realization of your vision in the future instead of the present. 

Scientists are making new discoveries every day about the brain 
and how to engage its power to support us – in learning, in goal 
achievement, in overcoming disease, and more. One proven 
principle is that in the realm of the Absolute, there is only one 
time: now. The brain cannot distinguish between something that 
actually happened in the physical world and something that you 
vividly imagined. Consider this example:

A study conducted by Dr. Blaslotto at the University 
of Chicago was done where he split people into three 
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groups and tested each group on how many free throws 
they could make. After this, he had the first group 
practice free throws every day for an hour. The second 
group just visualized themselves making free throws. 
The third group did nothing. After thirty days, he tested 
them again. The first group improved by 24 percent. 
The second group improved by 23 percent - without 
touching a basketball! The third group did not improve 
at all, which was expected.

Examples of remote healing and reduction of crime when a group 
of individuals is meditating on peace in The Intention Experiment, 
by Lynne McTaggart, and other works of quantum physics as well 
as psychology reinforce these results.

So for our vision statement above, a better way to express it 
would be:

“I am now coaching at least 15 new women business owner 
clients in a service industry who are interested in expanding their 
marketing reach into online channels to reach more people with 
their services.” 

And to make it even more powerful, describe how you feel, what 
you see, what you hear, what you taste, and any other sensory 
input that will be important as you make your vision real – as well 
as how it benefits you.

I recommend that you write out your vision. If you can put your 
ideal life on paper, it will begin to happen! There are several 
benefits of a written vision.

Benefits of a Written Vision Statement 

Psychologists studied the Harvard graduating class of 1954 for a 
20-year period. They analyzed how many of the graduates had 
written goals and plans (which emerge from one’s vision) at gradu-
ation, and three percent did. After 20 years, those three percent 
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had a collective net worth that was greater than the entire rest of 
the class! And they also measured higher on questionnaires about 
life satisfaction and other subjective indicators of success. So your 
vision is worth writing out!

An effective written vision benefits you in that:

seems crazy to you, the beliefs and action you have imagined 
supporting it will in fact not help you reach it – so you will 
need to find or identify others that do. (But if it just stretches 
you a bit, it’s right on target!)

-
tance on the way to its manifestation. This vision gives us the 
power and energy to look for a different way, to see how we 
need to change or transform, because it is worth it.

to your business. It is a necessary next step in making your 
ideal situation real.

use all the adjectives you learned in grade school: who, what, 
where, why, e.g. fulfilling, exciting, etc. The more vivid it is, 
the more quickly it will materialize!

Criteria for a Successful Vision

Your vision statement should satisfy at least five criteria in order to 
be most powerful. It should:

1.  be written in the present tense (“I am” versus “I will”)

2.  be open-ended (“this or something better”)

3.  be sufficiently specific so that you can recognize it when 
you see it (quantify with a timeline, numbers, etc.) 

4.  stretch your rational mind’s beliefs about what is possible 
for you (beyond your current reality but not too far!)
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5.  focus on the feelings you will experience as the vision mate-
rializes (state the emotions you expect to feel)

Example: 

“I am now using my newly acquired MBA degree to 
change the way manufacturing companies in the 
United States do business. I am in demand as a speaker 
to share my proven system and client examples as 
expressed in my best-selling book. I love sharing this 
message with people who are ready to hear it – and 
truly open to a new paradigm. And my clients benefit 
both psychologically and at the bottom line as they 
integrate more sustainable business practices.

“I make $150,000 or more per year from these activi-
ties. I feel energetic and fulfilled. I have time to enjoy 
life with my daughters, going camping, singing, and 
sharing meals together. I am enjoying and support-
ing my daughters through high school. I live in [name 
desired city] with my husband and the family cat. My 
home is peaceful, beautiful, and loving. I am grateful 
for the service I am privileged to offer, and focus daily 
on expanding my influence and reach into new media, 
new client groups, and new programs that will further 
service my soul-matched customers.”

Try writing your own vision in the online Integration Guide here: 
http://www.inspirationalthoughtleader.com/guide.html 

Your Big Why
The second component of your Inspirational Thought Leader foun-
dation is your Big Why. The reason you feel so passionate about the 
area in which you want to make a difference likely stems from an 
obstacle you have overcome in your own life, a painful experience 
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you have traversed, or an injustice or misuse of resources that tugs 
at your soul. It is this Big Why that provides the energetic fuel that 
moves your vision forward.

One way to access this Big Why is to ask yourself the question: “If 
I were totally successful in offering my passionate message and 
gifts to help as many people as I could, what would the ultimate 
result be?”

One of my clients, whom I’ll call Linda, came to me with a passion 
for sustainability and eco-preneurism. She wanted to help people 
and businesses take better care for the earth – and thereby for 
themselves – through business coaching, workshops, and related 
services. She mentioned that she could see a vision of the future 
as it could be – but when I asked if she had ever expressed it in 
writing, she said she had not. As she began to verbally describe it, it 
moved her to tears. And when she later wrote it out in a one-page 
manifesto, it was breathtaking.

Your vision – and the reason you want to bring it into physical 
reality – should move you to tears too! How would the world 
be different if everyone knew what you now know? How would 
people’s lives improve if they implemented the discovery process 
you have mastered? Uncover the transformation you wish to make, 
and the bridge to how to share it with others will emerge as if 
by magic.

Your Expanded Mindset

The final component of your foundation as an Inspirational Thought 
Leader is to expand your mindset and your receptivity so that you 
can enter and stand in your role as a communicator, a leader, and 
an influencer among the people whom you serve.

Clearly one characteristic of a leader is that they lead. But how that 
is done has shifted radically in the past three to five years! Women 
in particular often resist standing up in a group and boldly stating 
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their views, for fear of being ridiculed, feeling minimized, or being 
wrong. As an Inspirational Thought Leader, you will be called to 
speak up! The women who are now assuming political office (even 
positions as heads of countries!) and corporate leadership have 
honed that ability over years. And whether you aspire to such a visible 
public position or simple leadership in your family, community and 
city, it will be critical to learn to stand in your truth.

One of the ways to leap to that stance – instead of going linearly, 
step by step, up to it – is to do this:

Imagine someone that is already having the impact 
you wish to have, earning the income you wish to earn, 
making the difference you wish to make. It could be 
me or another mentor or author or leader you admire. 
Imagine that you can look at the world through their 
eyes – or even unzip their back and step into their body 
to get this perspective. What would then think if they 
looked around your life and environment – would it fit 
them? Who would you need to become to be like them? 
How would you need to think and choose and decide? 
Keep that perspective with you as you make each 
decision re: what you do each day, how you dress, how 
you speak, who you spend time with, etc.

This helps you achieve congruent behavior – i.e., behavior that 
corresponds to the behavior of people already achieving the goals 
you want to achieve. It requires upleveling your lifestyle, consider-
ing your positioning, reconciling your beliefs about money and 
spirituality, letting go of the lesser for the greater, and watching 
your focus.

Uplevel Your Lifestyle

Upleveling your lifestyle might mean increasing your wealth as you 
make more money through doing good work in the world. Or it 
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might simply mean serving more people through your nonprofit or 
volunteer work and have nothing to do with money. But regardless 
of which of these is most true for you, your calling as an Inspirational 
Thought Leader will cause you to question everything in your life 
and to ask: “Does this align with who I’m becoming?” You might 
ask it of what you wear, who you spend time with, where you live, 
the furniture you have, the car you drive, the words you speak, the 
thoughts and beliefs you hold, the church you go to, the television 
you watch, books you read – virtually everything in your life. If it 
does not align, it is holding you back. And if it does, it is helping to 
remove any tension or disconnect between who you are and how 
you live so that your Inspirational Message can be freely shared. 

Consider Your Positioning

You are likely familiar with the concept of positioning when it 
comes to marketing yourself – but did you ever consider personal 
positioning?

Here are a few ideas on personal positioning:

1) Who do people see you to be? You might even ask them 
what they see as your strongest qualities – the answers may 
surprise you! (Don’t dismiss what they say as obvious or that 
“everyone does that” – they can’t!)

2) Name your approach to your widget or service. Simply by 
making who you are, what you do and how you do it more 
tangible with a name – what we call a Purposeful Signature 
System™ – makes your services more tangible to clients and 
increases your conversion rates.

3) Ask yourself what your pricing says about your personal 
positioning. Do you charge $300 per month, $300 per 
hour, or $3000 per hour? Do you solicit $30 donations from 
individuals or $300,000 donations from corporate sponsors 
through fundraising events? Here’s the secret: all three of 
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these types of organizations or individuals may be providing 
exactly the same services – but one has positioned himself as 
an Inspirational Thought Leader and the others have not.

4) Appoint yourself the expert in your field. Many prospec-
tive students in my coach training programs have asked the 
C question: what credentials do I need? Should I become 
accredited? Do I need a college degree to do this? The 
reality is, credentials themselves have little to do with success. 
The training you go through to get them has great value 
however! (An exception might be the brain surgeon where 
having a degree and passing boards is a requirement to 
enter the field…but even then what distinguishes a leading 
brain surgeon from an ordinary one is not their degree but 
the results they attain for their patients.) So what would 
happen if you just appointed yourself the guru of x, the 
“leading expert” in x, and started representing yourself as 
such? Assuming you have value to offer in that area, it is a 
perfectly legitimate way to own your niche. Ask yourself, 
“Who do you think you are?” That is who you become.

Money Versus Spirituality

There is a myth in our culture that people can’t make money and 
be spiritual – that somehow they are mutually exclusive terms. Far 
from it! To be an Inspirational Thought Leader means to fully let 
your Inspirational Message be expressed through your work – and 
that means you will be that much more compelling, that much 
more impactful, and with the droves of people you attract, you 
can be that much wealthier too! So at this point in your journey, 
it’s important to explore your personal beliefs about money and 
be sure they don’t unconsciously restrict the growth of your work 
– and your personal lifestyle and comfort.

Consider your answers to these questions:
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not important at all, yet struggle financially, there may be a 
correlation!)

earning this year? (Net income is what you actually receive 
after overhead and taxes.)

entrepreneur)? Seven-figure? 

tions (if you run a nonprofit) and being paid well for my efforts?

-
ate message – and even my spiritual or healing gifts - and 
earn significant sums of money doing it?

We will return to the notion of aligning your internal beliefs with 
your external goals in chapter 15. For now, just consider whether 
you are inadvertently holding beliefs that either do not serve your 
goals and vision – or may even be in outright conflict with them – 
and open to being willing to change them. What beliefs would you 
prefer to hold that would serve you more fully? Incorporate them 
into your daily repetition of your vision, and you’ll be amazed how 
quickly things can change!

Letting Go of the Lesser in Favor of the Greater

If you know of people, habits, things or patterns in your life that 
do not support an Inspirational Thought Leader Mindset, then you 
need to release them to step fully into your gifts. And this can be 
frightening! What is real to you now can seem certain and predict-
able (e.g., the corporate job you have but are no longer satisfied 
with). To consider letting go of that to create a more suitable vehicle 
through which to express your Inspirational Message (e.g., starting 
your own business or foundation) will bring up feelings of both 
excitement and fear. But if you are no longer suited to work for 
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someone else, the call to entrepreneurship will continue to beckon 
until you heed it.

There is a Zen story about a master who asks for some tea, starts to 
pour it into the cup, and keeps pouring till it overflows. The lesson? 
You cannot continue putting things into a vessel (like your life, 
your home, your closet, or your business) without releasing some 
items that no longer serve you. There just isn’t room for the old 
items that were part of your earlier stage of life in the new you that 
is emerging.

In an energetic sense, you literally clear space for the greater 
to rush in by giving it away, selling it, firing that staff person, or 
whatever. A client of mine recently decided not to pursue what we 
thought was a great opportunity, feeling guided to focus on other 
projects instead – and the minute she let that go, new opportuni-
ties flooded her in box within minutes!

Watch Your Focus

If you spend most of your time watching television (especially 
daily news), bemoaning your fate, feeling trapped by your debt or 
low cash flow, or entertaining fear, doubt or worry, these are the 
opposite of the Inspirational Thought Leader’s mindset. 

When you enter a dark room, you don’t have to work hard to get 
rid of the dark – you just turn on the light. So it is with our mindset: 
“turn on” the mindset of your vision – and get excited about it! – 
and turn off the mindset of doubt, fear and worry. 

Complete the Inspirational Thought Leader Mindset Checklist in 
the Integration Guide at www.inspirationalthoughtleader.com/
guide.html now to assess where you are now.

Critical to your ability to stand strongly in your Inspirational 
Message is to know yourself – your personality style, motivation, 
fears, and more. We will explore that in the next chapter.





How do I leverage 
my strongest personality traits 
and type in my Inspirational 

Thought Leadership? 

CHAPTER 4

“Life is very interesting...  
in the end, some of your greatest pains, 

become your greatest strengths.” 
~ Drew Barrymore

In order to inspire others, you must first understand yourself. If 
you don’t, you risk seeking recognition and support from others 

to feed an unconscious inner need. This in turn can lead to code-
pendent (i.e. unhealthy) relationships with people in your inner 
circle, as well as the community of followers you are building. 

All you need to begin is to cultivate a deeper awareness of who 
you are, what motivates you, and how to connect to the deeper 
motivation of those with whom you live and work. Your choices 
and decisions then come from a conscious, aware place – instead 
of one akin to groping the dark, “hoping” your staff meets your 
expectations, “wishing” your clients would understand and commit 
to your offerings, or feeling “baffled” that your children (or parents 
or coworkers or boss) don’t seem to hear you and you don’t seem 
to be “on the same page” with you.

43
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In this chapter, we will explore how to discover your personality 
type and motivation, and how to access more of your natural 
intuition in your Inspirational Thought Leadership.

The Enneagram Assessment 

I have studied psychology, spirituality, human potential, personal 
growth, motivation and coaching for more than 25 years. And 
while many tools, experiences and principles have been helpful 
in better understanding myself and others, none has been more 
impactful than the 2500-year-old Enneagram assessment. I first 
encountered it in coaching school, where it resonated to some 
extent. But in recent years as I have met and worked with my 
business partner Steven Eric Connor using this tool, I have found 
it absolutely amazing what it can tell me – and you – about how 
you are “wired” internally, what drives you, and how to use that 
to fully embrace your gifts and Inspirational Thought Leadership. 
I am grateful to Steven for the contributions he has made to this 
chapter and throughout the book.

What the Enneagram Is – and Is Not

The Enneagram is a tool for self-discovery, represented by the 
geometric figure in Figure 4-1 that defines nine basic personal-
ity types, their motivation, the interrelationships among the 
types, and their communication styles. It helps us as Inspirational 
Thought Leaders to better understand our unconscious drive to 
make a difference – and the unique form that takes. It also reveals 
the aspects of our business, household or job duties on which we 
should focus more of our attention, as well as those to eliminate or 
delegate. Finally, as we will explore later in the book, the Enneagram 
provides a very useful frame of reference when talking with others, 
writing article or marketing materials, desiring to influence the 
opinion or behavior of another, and more. We simply learn the 
earmarks of each type, identify which is most likely the focus of 
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our prospect or other individual with whom we are interacting, 
and speak their language, which in turn connects with their heart-
felt motivation.  

 
 
 
 
 

 

Fig. 4-1 The Enneagram 

No one type is better or worse than the others — or more or less 
appropriate for Inspirational Thought Leadership. Each of them 
has its own unique assets and liabilities, strengths and weaknesses. 
The real key to using this knowledge eff ectively is: are you using 
it to expand your awareness of yourself and others? And are you 
expressing your type in a healthy way as you share your Inspira-
tional Message?

The Nine Enneagram Types 

Before you read the overview of the nine types below, I recommend 
you take the free version of the Enneagram assessment at http://
tinyurl.com/enneagramfree. Then, considering your highest score 
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on that assessment, review the types below – both for what type 
you are and for what type those around you (family, co-workers, 
and others) may be. 

 is also known as the Perfectionist 
or Judge. They have a high need to be perfect. The Type 
One strives to live up to their high ideals. Everything, no 
matter how orderly, can always be better. The Type One 
is primarily motivated by the desire to do the right thing. 
Their communication style is one of moralizing, teaching, 
preaching, judging, lecturing and correcting. Their inward 
difficulty is being wrong; they react by telling themselves 
they are improving. Their basic desire is being perfect/right; 
their basic fear is being ridiculed or condemned. 

 is also known as the Helpful Giver, 
Nurturing, Considerate, and Independent. They have a 
high need to be needed. The Type Two is sensitive to other 
people’s needs, and are primarily motivated by the desire 
to meet the needs of others. Their communication style is 
complimenting, advising, listening, empathizing, seducing. 
Their inward difficulty is being humiliated; they react by 
manipulating things, people or circumstances. Their basic 
desire is being loved and needed; their basic fear is being 
unloved and unwanted.

 is also known as the Successful 
Performer, Motivator, and Status Seeker. They have a high 
need to succeed. The Type Three is energetic, optimistic, 
self-assured, and goal oriented. They are primarily motivated 
by the desire to achieve a successful image. Their communi-
cation style is self-promoting, inspiring, persuading, selling 
and convincing. Their inward difficulty is being helpless; they 
react by striving. Their basic desire is being accepted; their 
basic fear is being rejected.
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 is also known as the Intuitive, the 
Individualist, Melodramatic, The Artist or The Romantic. They 
have a high need to be special. The Type Four is primarily 
motivated by the desire to express their individuality. 
Their communication style is one of melancholy, idealistic, 
emotional, soulful and dramatic. Their inward difficulty is 
being abandoned; they react by controlling. Their basic 
desire is actualizing self; their basic fear is being inadequate.

 is also known as the Thinker, 
Observer, Intellectual, and Philosophical. They have a high 
need to perceive. The Type Five has a need for knowledge, 
is introverted and insightful. They are primarily motivated by 
the desire to acquire knowledge. Their communication style 
is one of explaining, systematizing, and analyzing; they will 
ask, “where are you going with that?” Their inward difficulty 
is being isolated; they react by withdrawing. Their basic 
desire is to understand everything; their basic fear is being 
overwhelmed.

 is also known as the Questioner, the 
Defender, the Guardian, and the Skeptic. They have a high 
need for security. The Type Six is responsible, trustworthy, 
and value loyalty. The Type Six is motivated by the desire to 
alleviate risk. Their communication style is one of questioning, 
cautioning, doubting, and challenging. Their inward diffi-
culty is being insecure; they react by suspiciously defending. 
Their basic desire is having security; their basic fear is being 
abandoned and alone.

 is also known as the Adventurer, 
the Optimist, and Fun-Lover. They have a high need to avoid 
pain. The Type Seven is an energetic, ideal-seeker, wants to 
contribute to the world. The Type Seven is primarily motivated 
by the desire to see possibilities. Their communication style 
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is one of being talkative, storytelling, speculating, and brain-
storming. Their inward difficulty is being lost; they react by 
planning. Their basic desire is being happy; their basic fear is 
being deprived.

 is also known as the Leader, the 
Boss, the General and the Power-Seeker. They have a high 
need to be against something. The Type Eight is assertive, 
direct, self-reliant, and protective. The Type Eight is primarily 
motivated by the desire to establish self-reliance. Their 
communication style is one of confronting, commanding, 
controlling, threatening, and being direct. Their inward diffi-
culty is being guilty; they react by blaming. Their basic desire 
is being self-reliant; their basic fear is being submissive.

 is also known as the Mediator, 
the Harmonizer, Accommodating. They have a high need to 
avoid conflict. The Type Nine is easygoing, even tempered, 
and supportive. The Type Nine is primarily motivated by 
the desire to create harmony. Their communication style 
is monotonous, rambling, appeasing, and soothing. Their 
inward difficulty is being unlovable; they react by falling 
asleep. Their basic desire is being in union; their basic fear is 
being separated.

What is interesting is that not only do we each have Enneagram 
types, but companies, families, associations, and other groups also 
have a predominant Enneagram type. People will be drawn to you 
because you have natural strengths that they lack. For example, 
since I am a Type Three, Achiever, and am naturally gifted with 
getting results quickly, I attract clients who feel scattered, who 
connect well with people but can’t seem to structure their business 
or organize their incoming information (email, calendar, finances 
etc.), or who simply want to step their work or business up a notch 
and need a clear plan and accountability in doing so.
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The Enneagram and Inspirational Thought Leadership 

Each personality type desires to be an Inspirational Thought Leader 
(“ITL)” for different reasons. Consider your type and the reasons 
listed below – do these best describe you or does something else?

 – desires ITL in order to show 
people the “right” solution to a problem; the “perfect” way to 
do something

 – desires ITL in order to help more 
people, expand his/her reach, and have a bigger impact as 
more people “get” the message he/she is sharing

 – desires ITL in order to achieve 
more with less effort, craves the satisfaction of doing more, 
as measured by the number of people following him/her, 
attending sessions, buying his/her books and services, etc. 

 – desires ITL in order to demon-
strate – and obtain external validation of – his/her uniqueness 
and individuality. Without people saying “yes” to what he/she 
offers, he/she feels “less than”.

 – desires ITL in order to showcase 
the in-depth research he/she has done and knowledge, prin-
ciples or system he/she has developed; knowledge is key!

 – desires ITL in order to prove that the 
risk has been alleviated, all possibilities have been explored, 
and “this” (whatever they are pursuing Inspirational Thought 
Leadership in) is the best, safest and most proven, risk-free 
way to proceed

 – desires ITL in order to help 
people have more fun and discover more options than 
they thought they had – no need to be stuck, the Enthusiast 
is here!
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– desires ITL for the sake of 
leader-ship itself; are not afraid to challenge the status quo 
and present a new way of doing something that they can 
champion all the way to conclusion

 – desires ITL in order to help 
people come into harmony with each other; may relate to 
world peace or resolving discord among a group of individu-
als, so that they can experience peace

AMY’S STORY

When Amy took the Enneagram assessment, she 
discovered she was a type Seven, the Enthusiast. She 
is a trainer by profession, but when the government 
agency she worked for needed to reduce its staff, she 
took my career coach training program and acted as a 
career coach for them. She later continued her career 
coaching into her own business. But as she encoun-
tered some challenges in her personal relationships, 
she found herself searching for a new approach that 
would help her learn the lessons that were available so 
she could move on. As she was standing in Target one 
afternoon, the question hit her: “What if my life were a 
movie? Would people be frustrated or inspired by my 
character?” When she began to look at her life this way, 
she saw that our lives flow through three acts, and our 
challenge is to get through act two, the transformation 
phase, in order to come to our happy ending. She even 
studied movie production to better identify the stages 
each character and script goes through in the movie.

Amy wrote a book, Stuck with Mr. Wrong? Ten Steps 
to Starring in Your Own Life Story using this approach, 
and won multiple book awards! But she didn’t want to 
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be a relationship coach – so in our work together she 
leveraged her newfound system for “starring in your 
own life story” to apply to career transition too. She now 
runs a successful online business coaching, teaching tele-
classes and webinars, writing a new book, and leading 
weekend retreats for clients looking to find meaning in 
difficult transitions and confused work direction.

This business works perfectly for her as a Seven 
because it has endless options for new programs and 
delivery methods (which Sevens love), every client’s 
story is different and new, and there’s really never a 
dull moment! Amy is perfectly applying her type and 
bringing the enthusiasm of her personality into her 
brand (as you’ll see if you visit her web site at www.
starinyourlifestory.com.

Keep your Enneagram type in mind as we continue on our journey 
together – and also be aware of the likely type of your clients 
and prospects (more on this in chapter 14) so that you can speak 
their communication language and help them achieve what most 
motivates them.

The Importance of Intuition

A perhaps overlooked aspect of your uniqueness, as it pertains to 
Inspirational Thought Leadership, is your intuition. You must trust 
yourself and your inner wisdom in order to take the courageous 
stand that is being asked of you!

Intuition as defined by Webster’s Dictionary is the capacity of knowing 
without the use of rational processes; keen insight. Of course, in the 
corporate world, knowing has traditionally been valued only if it 
comes through rational (or analytical) processes. If it could not be 
explained and documented, it was discarded. Thankfully, that view 
is changing. 
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As early as the 1980s, books on using intuition in management 
were being circulated among executives. Laura Day’s Practical 
Intuition has taken the mystery out of intuition - no longer is it the 
sole province of women or the specially gifted; now it can be used 
by anyone who takes the time to recognize how intuition manifests 
for him or her. However, when it comes to Inspirational Thought 
Leadership, it is not a matter of either using intellect or intuition, 
but rather of combining both in a strategic way as the situation 
calls for it.

Some of the experiences I wish most I could change (I won’t call 
them mistakes) were times when my intuition was speaking loudly, 
but I refused to follow it. Usually, my rational side won out.

For the Inspirational Thought Leader, intuition is the fuel for innova-
tion, for creating your inspired bodies of work in your business – or 
fundraising campaigns/new program offerings in your nonprofit. It 
is essential to your leadership! 

How Intuition Manifests

Intuition is a very individual thing: each of us experiences it differ-
ently. Here are a few of the ways in which it can emerge. Which 
ones characterize your unique conduit for intuition?

seemingly unrelated to what is being said 

give us about an particular issue

in a part of the body

of sync” with what’s being said—or conversely, that it is in 
sync and authentic

wrong time
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Intuition or Your Own Agenda?

Confusing the issue somewhat is the fact that it is not always clear 
whether you are acting on intuition or from a personal agenda. 
There are no hard-and-fast rules to know the difference, but it is a 
matter of gaining experience with your own intuition and having 
the courage to follow it. It may not be intuition if:

done at his or her expense

On the other hand, intuition often:

of naturally

not normally talk to, attend a new kind of event, or drive home 
a different way than usual), without your knowing where that 
step will lead

Cultivating Your Ability to Use and Trust Your Intuition

So how do you learn to access and trust your intuitive guid- 
ance more?

Most of what blocks your access to it is simply cultural program-
ming, fear of what people may think of your intuitive insight, etc. 
(And depending on your personality type as discussed in the 
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previous section, you may find that you care more about what 
people think than you want to!)

The thing your intuition needs most is an open channel through 
which it can be heard. That may mean you need to get quiet and 
spend a few minutes listening and being calm, not doing anything 
(a rare commodity for many of us in today’s busy world!). Think of 
some “problem” or challenge you are currently feeling challenged 
with, or a project you are seeking a clear vision about. Now, set aside 
at least ten minutes to receive some guidance about it. Have a pen 
and pad beside you. Begin by sitting quietly, getting calm within 
yourself, breathing slowly, and relaxing. Now, bring the question to 
mind that you had identified, ask it in your mind’s eye (and write it 
down if you like), and write down anything you “hear,” any guidance 
you get, any random streams of words or images that your intuition 
shows you. End by thanking your inner wisdom for sharing, and 
review what you have written. Is the solution clearer now?

By frequently inviting your intuition to speak to you in this way – and 
also listening to any guidance you get as you are talking with people 
throughout the day (either in the form of physical indicators as 
described above or in the form of words, images or a dream), heed 
its wisdom! It is a spiritual axiom that “What we focus on multiplies.” 
And that is also true of intuition – using it more often builds its 
strength, just as weight training builds the strength of a muscle.

Summary of Phase One of Inspirational Thought Leadership

Embracing your gifts as an Inspirational Thought Leader involves 
putting aside small thinking and feeling “different;” daring 
to express your Big Vision – and expand your receptivity to its 
expression; knowing yourself including your personality type, 
motivation, and intuition. Now, you are ready for Phase Two: clari-
fying your message and offerings. That part of the journey begins 
in the next chapter.
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What is My 
Inspirational Message? 

CHAPTER 5

“You will recognize when you are 
doing your life’s work by the feelings of vitality 

and aliveness it gives you.” 
~ Sanaya Roman 

Imagine that you are sitting in an auditorium, along with a few 
hundred other people, preparing to hear a seminar or keynote 

presentation by someone you consider to be a “guru” in your 
industry, in your spiritual tradition, in the media, or in your country. 
Notice the excitement you feel. You’re about to learn from the very 
best there is! The person comes on stage and begins to speak, 
and you are absolutely mesmerized by their presentation. You feel 
inspired, touched, and honored just to be in their presence. It is 
as though someone cast a spell over you…and you can’t wait to 
hear more.

That is what your customers, clients, followers, donors or others in 
your particular community of interest will feel when you step onto 
your stage – whether it is in front of hundreds of people, or a smaller 
or larger venue. What are they longing to hear from you? What will 
touch their hearts and provide them with the exact answer they 
are seeking? That is what we call your Inspirational Message – and 
in this chapter you’ll learn how to clarify and communicate yours. 

57
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To be an Inspirational Thought Leader is to recognize that you are 
not a passive participant in life; you are an active creator of every 
moment you experience. And while you cannot control exactly 
what happens to you, you can always choose how you react to 
it – and how much it impacts you emotionally. 

You know that you are on the planet at this time because you 
have something significant to share and contribute. But getting to 
clarity about exactly what that gift is – and finding the uniqueness 
in it – can be challenging. (Indeed, that is what virtually all of my 
clients are grappling with as we begin our work together.)

It is easy to get too close to our own life and preferences, to the 
point that we can’t see the connections that are obvious to a 
neutral observer. A coach or other neutral third party can see the 
forest and the trees – and thus help you discover what is already 
within you but invisible to your predisposed eye.

There is truly “nothing new under the sun.” Many famous Inspi-
rational Thought Leaders simply repackage existing content in 
a new way or with a new name and create tremendous success 
doing so. But there is a way for you to extract from the lifeblood 
of your hard-earned life experiences the words, business specialty, 
job description or community outreach project that will create 
just the right message and sound unique and “just right” to your 
would-be followers. 

LEA’S STORY
Lea came to me with a passion for helping people use 
color in communicating who they are, through their 
image and their environment – especially when taking 
on a new role such as a promotion, a new job, or greater 
visibility. She had received a heightened perception of 
the energy behind color after surviving a serious auto 
accident, and people were already seeking her out for her 
services. The problem was, she didn’t have any system-
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atic way of delivering her services, which was leading to 
her feeling scattered, depleted, and ineffective. 

I asked her a series of questions about what she does 
with her clients, and the benefits they receive. We then 
took the exact steps you are about to read here with her 
offerings, helped her design a new web site and series 
of three levels of services, and she began marketing 
with those levels in mind. Now, people had a predict-
able process to use in obtaining what had otherwise 
seemed like an esoteric service: assessments and 
coaching about color energy and doing hand analysis 
for life purpose discovery. 

People began flocking to her business, and she felt 
such relief that she now had a systematic approach 
to use in enrolling and serving them. (You can see her 
Purposeful Signature System and its expression at www.
vibrationsoflight.com.

The Inspirational Message Design Process
The saying “You’ve got to stand for something or you’ll fall for 
anything” has never been more true than in Inspirational Thought 
Leadership. Your audience or community of followers needs to 
know what cause you stand for – and what they are supporting 
as they stand behind you. Figure 5-1 illustrates the process of 
designing your Inspirational Message, a heart- and soul-based 
message that represents the alchemy of victory and heartache, forged 
through your own life experiences that you can now share with others 
– with a name that perfectly depicts its impact and meaning.

Factors 1 through 4 are required to clarify your Inspirational 
Message; factors 5 through 8 describe the process of connecting 
your Inspirational Message with those it is designed to serve. The 
next few chapters guide you through this proven Inspirational 
Message Design Process I have used with hundreds of clients. This 
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Fig. 5-1 Inspirational Message Design Process 

approach will help you greatly in defi ning your most powerful, 
impactful message – and how to communicate it – whether you are 
an entrepreneur, author or speaker (or desire to be), or a nonprofi t 
or government leader.

Life Purpose

Your Inspirational Message has its foundation in your life purpose: 
why are you here on the earth now, and what are you Divinely 
destined to do and be?

I found myself seeking to defi ne my own life purpose since my 
teens, and the work I have done in the career development fi eld 
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Fig. 5-2 Inspirational Message Design Process  

Factor 1 – Life Purpose 

– as well as with my entrepreneurial clients – over the past 25-plus 
years has its foundation in life purpose as the basis for fulfi llment in 
work (and life). After all, if we came to earth for a purpose and don’t 
fulfi ll it, we will end our life feeling like we fell short of our very 
reason for being.

Defi nition of Life Purpose

What is encompassed by the term life purpose? First, in a broad 
sense, we all have a shared overall purpose, in that we are here 
to discover as much of our true self as we can and to express 
that through our life to the greatest possible extent. We do this 
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through all the experiences we have, the people we relate to, the 
jobs we choose, and the teachers, Inspirational Thought Leaders, 
and mentors, whose message rings true for us.

But when creating your Inspirational Message, we’re referring more 
to your individual life purpose. Life purpose, as I will use the term 
here, refers to a calling, a mission, or an overall theme for your life that 
transcends your daily activities. It is the quality you are here on earth 
to develop, the type of service you are here to render, the way you 
can enhance or improve some segment of the planet. It is much 
broader than simply a job or career; it pervades your entire life.

Qualities of Life Purpose

Fulfi lling your life purpose is fun, joyful, and playful. When you 
are carrying out your life purpose, you will likely fi nd that the time 
goes by unnoticed. Hours pass in pure bliss, complete happiness. 
As a central theme for your life, your life purpose also helps you 
decide whether to accept a particular job, whether to volunteer for 
a particular cause, and which kinds of relationships, professional 
and personal, will best contribute to fulfi lling your purpose. 

The Four-Question Formula
Discover Your Life Purpose/Life’s Work
When I fi rst began leading groups and individuals through the 
discovery of their life purpose, I used a ten-question exercise. 
And while it still works, I have now shortened it to a four-question 
formula that streamlines your ability to clarify it signifi cantly. The 
questions are:

Question 1: What do I love to do?
When you have time off , or when you are thoroughly enjoying 
yourself at work or at home, what types of activities do you 
enjoy the most? List as many as you can.

Question 2: What was my biggest pain or wound in childhood?
Growing up, was there a pivotal event (or a series of them with 
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a common theme, such as unstable family relationships or 
being made fun of at school) that caused you to feel hurt and 
wounded? It may also have been in adulthood. But this event 
or experience was one that later shaped your character – and 
you feel proud of your triumph over it.

Question 3: What are my talents and natural gifts?
What are the things you can do so naturally that others count 
on you to do them – or even expect it? What do you consider 
your key strengths? Feel free to list some of the same things 
you mentioned in question 1 if applicable.

Question 4: Whom do I long to help?
If you could help anyone in the world – any group of individu-
als – solve a problem or overcome a setback or heal in some 
way, who would it be? Don’t worry about money or other prac-
ticalities now – just listen to your heart. If you were fi nancially 
self-suffi  cient (e.g., won the lottery), who would you help with 
your talents?

Please complete this exercise in the Integration Guide at www.
inspirationalthoughtleader.com/guide.html before reading further.

Now, with these answers in hand, use the formula in Figure 5-3 to 
create a draft life purpose statement: 

 
Fig. 5-3 Life Purpose Discovery Formula 

 “I use my talents in [#1 and #3]  

to help [the audience named in #4] 

solve/overcome [the problem/challenge in #2].” 

 

Examples of completed life’s work statements are:

and joy to help would-be novelists overcome their feelings 
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of confusion and holding back so that they can fully express 
themselves and revel in who they are.”

creating harmony to help healers still “in the closet” come 
out and share their gifts in the world.”

and empowering to help eco-preneurs create businesses 
to develop sustainable products and services to restore the 
health of the planet and its people.”

Notice how these statements actually defi ne the focus of the 
business (or role in a nonprofi t or other area) that the person wants 
to fulfi ll – and the talents and gifts expressed will likely also come 
into play in personal relationships and other areas of life.

Your Core Story

Defi ning your life purpose puts you in the “neighborhood” of 
your actual Inspirational Message. What the next step, Core Story, 
does is makes it juicy, inviting, compelling, and emotionally alive. 
It may draw on the second element of the Life Purpose Discovery 
Formula (your biggest pain or wound in childhood) – or it may be 
something else entirely. But whatever this important experience 
is – and the story it led to – have led to you having the passion you 
do to make a widespread diff erence in the world. So it’s important 
to identify what it is. (It will likely become part of the story you tell 
in any presentations you do too.)

What a Core Story Is

A Core Story is a pivotal life experience that infl uences you to such an 
extent that it causes you to want to help others overcome that situation 
or reach a similar goal to something over which you have triumphed.

Core stories usually arise from one of two types of experiences:
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Fig. 5-4 Inspirational Message Design Process 

Factor 2 – Core Story 

ing issue)

You may initially feel like your Core Story is too personal to share, 
too emotional for a business audience, or not relevant to your 
message. On the contrary! What will help your message connect 
to your audience more than anything else is telling your personal 
experience and how it led you to do what you’re doing.



Become An Inspirational Thought Leader66

One of my favorite examples of this is Brene Brown, who shares 
on TED television online (and in her recent book) how she went 
from being a researcher to someone in spiritual crisis – and exactly 
what the awkward moments felt like. She endears herself to her 
audience by doing so – because we can all relate to what she is 
feeling. (You can find the video online.)

My own Core Story begins with the untimely death of my father 
when I was just 13, and continues with my ongoing quest for 
purpose over the next 18 years. It was my angst about the meaning 
of life, work, and goals themselves – and my exploration of various 
psychological, spiritual, and personal growth paths – that led to 
my developing models for life purpose discovery before it was 
well known and recognized in the mainstream. My 24 books, 
four companies, and thousands of followers, clients, readers, and 
seminar attendees worldwide are the direct result of this pivotal 
series of events.

How to Discover Your Core Story

All you need to do to identify your own Core Story is think back to 
when you felt lost or in pain or had the “problem” that you have 
now solved, and write it in story form. Ask yourself the questions 
in Fig. 5-5, the Core Story Checklist, to clarify yours.

Fig. 5-5 Core Story Checklist

1. What were you doing when the problem began – or 
came to your awareness?

2.	 How	did	you	feel	at	first?	

3. What was happening in your life to cause the 
problem?

4. What action did you take to move toward a solution?
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Fig. 5-5 Core Story Checklist (cont.)

5. What resources did you encounter or access (people, 
books,	classes,	groups	etc.)	to	find	a	solution?		

6. What insights did you have during that process?  

7. What challenges did you face?  

8. When did your breakthrough occur – and what caused it?  

9. How were you different/transformed afterward – and 
how did you feel different afterward?  

10. What do you now wish to share with others (what 
we’ll	very	soon	define	as	your	Tribe	or	Soul-Matched	
Clients/Customers) as a result of your transformation?

Overall, you are answering the question: what happened to me 
that created the passion I have to do what I do? Or alternately, if a 
person came to me today with the challenge I faced in my Core 
Story, how would I begin the process of helping them? What would 
I do next? After that?

Write this story out in narrative format, taking one to three pages, 
making sure to bring back the feelings you had at each step along 
the way. (I have provided a worksheet in the Integration Guide at 
www.inspirationalthoughtleader.com/guide.html to help you.)

Whether you choose to share the details of your story with your 
audience or not, articulating your Core Story is critical so that you 
can extract from it the steps you will use in the third and final step 
in the evolution of your Inspirational Message.

Your Purposeful Signature System
What would it be like if:

-
ents wanted – and could consistently provide it to them?
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from those of others?

you most like to talk and write about?

they didn’t fi t your Inspirational Message and Soul-Matched 
Community description?

product even before you had fi nished it?
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Would that feel good to you? It is completely attainable by devel-
oping a “Purposeful Signature System” from your Core Story. Yes, 
this requires some thought and some self-examination. What you 
most want to share, and what your ideal client or supporter most 
wants to receive, must mesh if you are to successfully create a 
following that is loyal to you for the long-term (and a profi table 
business, if you are an entrepreneur). Your services will then simply 
help them apply the solution you are off ering in their everyday 
experience.

Many would-be Inspirational Thought Leaders struggle in marketing 
and selling their services – or enrolling supporters - because their 
off ering is too intangible. It sounds just like what others with the 
same skills off er! Therefore, it becomes hard to convince a customer 
that the person is credible, that they will achieve a specifi c result, 
or even what the process will be to get there in an introductory 
conversation.

The answer to this challenge is a Purposeful Signature System – or 
PSS for short. The PSS gives the prospect a roadmap of the process. 
They know where they are now and where they want to go – but 
PSS lays out the journey for them to attain the exact result they 
were seeking!

For example, one of my Purposeful Signature Systems is the 
Authentic Vocation™ Model of Career Design. People who are 
dissatisfi ed in their jobs – or have been let go – are looking for 
a sequence of steps to take and issues to consider that will lead 
them to their ideal next job. My system has them look at eight 
factors – in order - beginning with life purpose, values, and moti-
vators, and then exploring skills, work experience, job title targets, 
work environment, and fi nally “business reality” – which tests the 
viability of their proposed target including compensation as well 
as number of jobs available. With the results of this process in mind, 
they would then move into the second half of my career coaching 
system – Job Search Mechanics – for their actual job search.
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No longer do they face their search with a vague “I’ve got to get 
a job now!” feeling – and no strategy. And if I were selling them 
career coaching services, I’m not just saying “Trust me, I know what 
you need.” Instead, I can point to the benchmarks they will reach, 
share similar clients’ experiences (protecting client confidentiality 
of course), and then it is easy for them to say “yes” to hiring me (or 
one of my graduates).

In addition to prospective clients or supporters feeling skeptical 
about investing in an intangible service or program, there is another 
challenge if you don’t have a Purposeful Signature System. As we 
saw in Lea’s story, without a system, you will find yourself scattered, 
depleted, and feeling like you are constantly running behind.

What a Purposeful Signature System Is

Stated simply, a Purposeful Signature System is a predictable, repli-
cable model for delivering your services – with a unique name that 
brands the system – to help the client or other user of your system 
reach a desired result and/or solve an important problem.

It is drawn from your Core Story and simply hones in on the steps 
you took to overcome the challenge you faced. 

Using a Purposeful Signature System allows you to have (a) clarity 
about exactly what you are offering and its benefits – which 
energetically opens the channels of flow and draws clients to you, 
(b) the ability to much more easily and clearly communicate your 
offerings, and (c) a greater level of confidence in your services. Your 
prospective customer, client or supporter can then choose which 
of several levels of support are right for them (as we will see in 
chapter 7), and enrolling them becomes effortless. 

An added benefit is by using a named PSS as the focal point for your 
services, you will be building name recognition under that brand, 
which makes it much easier to establish yourself as an expert and 
Inspirational Thought Leader.
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Creating Your Purposeful Signature System: 
Your Own Hero’s Journey

To develop your own Purposeful Signature System from your Core 
Story, read back through it and highlight the key turning points 
that you took in your journey. (Note: these will be the steps you will 
take others through in their journey too!)

If you developed your story using the Core Story Checklist and 
Worksheet, you may find the steps naturally emerging from your 
answers to them.

Virtually every PSS I have helped people create – or have benefited 
from myself! – has followed an archetype or “monomyth” known 
as the Hero’s Journey (see Fig. 5-7) which Joseph Campbell popu-
larized in The Hero with a Thousand Faces as early as 1949, and 
Bill Moyers brought into the mainstream with his PBS television 
interviews of Campbell later on. But it is a cultural archetype that 
is embedded in each of our life lessons – and even more so when 
one is ready for deep transformation of the type you may be facili-
tating with your Inspirational Thought Leadership.

The “Call to Adventure” is the feeling of discontentment – or 
outright pain – that you feel when a change is needed. It could be 
anything from an unfulfilling job to an auto accident or medical 
diagnosis; a frustration with an ongoing series of unsatisfying rela-
tionships to the death of a loved one. Suddenly, life as you knew it 
is no longer enough.

This leads to the Threshold – do you accept the call and be willing to 
look more deeply into its message, or do you reject it? As we discussed 
in chapter 2, rejecting it will lead to even further unhappiness.

Crossing the threshold into the zone of exploration, a Mentor or 
Helper often appears. (Indeed, I may be that mentor or helper for 
you in your Inspirational Thought Leader’s journey!) This person 
models the transformation you desire for you, and helps reassure 
you as you continue going deeper within yourself.
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Fig. 5-7 Hero’s Journey 

You will then encounter numerous Challenges – and perhaps 
Temptations (especially to try to go back to the way things were – 
but the road is no longer open to that!). Some attempts at a solution 
will not work, and you may feel even greater pain and discomfort.

Finally, you hit bottom – you reach the “Abyss.” You realize 
something that absolutely “rocks your world” – and suddenly see 
everything diff erently. You may realize that the accident gave you 
unusual and special insights or gifts, as Lea did. You may fi nd that 
that last in a series of relationship breakups gave you the seeds of a 
new way of processing life changes, as Amy did. Or you may realize 
that what you thought was most important in life really doesn’t 
matter as much as you thought it did – as many people did during 
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the recession of 2009 to 2011 as their job security, mortgage, home, 
and fi nancial reserves disappeared.

This is the turning point. Now you have had a Revelation, you 
have been transformed. And you are ready to begin the upward 
momentum which requires that you integrate your newfound 
awareness into your daily life. If it was a new awareness about 
yourself or your life’s priorities, it may well have a widespread 
change in virtually every area of your life! But whether limited in 
scope or pervasive, this new awareness now becomes part of who 
you are.

The fi nal stage of the Hero’s Journey is the Return. Now that you 
have learned the life lesson you came into your life to learn, and 
have incorporated it into who you are, it’s time to share it with 
others grappling with the same challenge. This is the point where 
you look behind you (fi guratively) and fi nd there are many people 
on their life journey that are now struggling in the way you were. 
Your compassion enables you to share your insights with them – in 
the form of your Purposeful Signature System and Inspirational 
Message – and help shortcut their process, reduce their pain, and 
empower them to move through their journey with your reassur-
ance as their mentor.

We diagram this cycle of transformation as a circle so that we can 
see the progression, downward until the abyss, and back upward 
through the return. But in addition, it can be thought of as a spiral: 
once you complete the Return at one level, it naturally leads into 
the next higher level of Call to Adventure – and your journey 
begins again.

This is why a Purposeful Signature System is not the same as a list of 
bullet points, attributes, or agenda items. A true Purposeful Signature 
System will communicate a process that is transformational. By the 
end of the cyclical process, the person (your customer, client, or 
supporter of your cause) will be diff erent than when they began. 
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Not only will they have the tools they need to solve the problem 
with which they came to you – they will have changed in a deep, 
lasting and profound way.

Example:

For example, consider the process we are using for our journey to 
Inspirational Thought Leadership – see Fig. 5-8.
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Fig. 5-8 Inspirational Message Design Process 

This cyclical pattern follows the Inspirational Thought Leadership 
from initial calling - Life Purpose - through the challenges of their 
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Core Story, learning the lessons from the Revelation which becomes 
their Purposeful Signature System, clarifying who else is facing 
similar challenges – Tribe – and how to communicate the PSS – 
Purposeful Products and Services. It continues in the Return by 
using Mindful Marketing to reach the Tribe, Sacred Client Engage-
ment (aka sales) to enroll the Tribe member into the system, and a 
Leveraged Growth and Expansion Plan to allow the message to 
touch even more Soul-Matched Community members.

In a not-for-profi t setting, the sequence begins with some wrong in 
the world, something that is not in integrity or is causing harm – e.g., 
businesses who shamelessly pollute local rivers with the waste from 
their manufacturing. This is the Call to Adventure – and feeling the 
pain of the results of this “wrong” – e.g., polluted drinking water, 
dying wildlife etc. – creates the challenges and temptations, along 

with the question “what can I, a single individual, do about this?”. 

The would-be Inspirational Thought Leader can become depressed 
and feel hopeless about a solution – until the Revelation answers 
the question: I can change my habits, it’s really about a mindset 
or a piece of legislation or garning community support or funds 
for this for example. And then, the Purposeful Signature System 
emerges from the steps needed to fi nd and/or implement a 
solution. The person clarifi es who else is either aff ected by or 
touched by this problem – Tribe – and how to communicate the 
PSS – with Purposeful Products and Services (which in this case 
will be donation packages or fund-raising/community outreach 
events). It continues in the Return by using Mindful Marketing to 
reach the Tribe and enlist their support, Sacred Client Engagement 
(aka sales) to enroll the Tribe member as a donor or supporter, and 
a Leveraged Growth and Expansion Plan to allow the message to 
touch even more Soul-Matched Community members.

Fig. 5-9 lists the questions you can ask to reveal your Purposeful 
Signature System.
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Fig. 5-9 Purposeful Signature System Checklist

1. How did you do that?

2. What bothers you about the problem you are 
committed to solving?

3. Where did your passion originate?

4. Why did you get into this business or line of 
work initially?

5.	 What	was	the	most	significant	experience	in	your	life?

6. What was your biggest wound in childhood?

7. What would you most love to help others do?

8. What are you most proud of in your life?

9. What was the biggest lesson you have learned in 
life/work?

10. What would you change in the world, if you could 
change anything?

11. What did your parents teach you that you would counsel 
others	to	do	differently,	based	on	your	life	experience?

Please complete the Purposeful Signature System worksheet in 
the Integration Guide at www.inspirationalthoughtleader.com/
guide.html before continuing.

Naming Your Purposeful Signature System 
and Inspirational Message

The final step in defining your Inspirational Message is to give it a 
name. The most successful and well-known Inspirational Thought 
Leaders teach a specific system that represents their solution. 
For example: it’s not just a personal growth process – for Amy it’s 
the Star in Your Own Life Story system. It’s not just any old way 
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to coach – it’s my three-step QuantumShift Coaching System. 
Whether the thought leader’s expertise is finance and wealth 
building (Suze Orman, Dave Ramsey), health and fitness (Andrew 
Weil, Bill Phillips), real estate and business building (Robert Allen, 
John Assaraf), personal growth (Tony Robbins, Wayne Dyer) or any 
other field, what makes them memorable and well known is their 
proprietary – and personally developed –systems.

The ideal name will sound groundbreaking, “cool,” new and 
different (even though it may be ancient wisdom in a new form). It 
may combine existing words in a new way, it may spell an acronym 
(i.e., one word in the system for each letter in the name), or it may 
simply be descriptive. But it will be the identity that your business 
or foundation – and all of its offerings – will be known by. So it 
deserves some careful thought, meditation, and consideration. 

Our higher wisdom actually speaks to us – I believe – through 
domain (web site) names. I have a running list of 150 to 200 names 
I own, buying those that describe ideas for new products, services, 
classes and even businesses as I think of them. The majority do not 
get renewed after one year – but this way I have the identity I want 
for the offerings with which I decide to move forward.

To clarify some of the words you want to consider for your PSS 
name, get a packet of index cards and write one word each on 
several of them. Spread them out on a table and start moving the 
around like jigsaw puzzle pieces – in different combinations – to 
see what new variations emerge. 

Also take some time to sit in meditation, with a pad and pen beside 
you, and ponder what your Inner Self suggests as possible names. 
The name may occur to you in the shower, while driving, or in a 
random moment. It may even come from someone else (as the 
final title for this book did!). There is an energy and a vibration to 
the offering you have – allow it to come to you, instead of forcing 
it or trying to “make it” happen quickly.
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Then, when you have one or more names you would like to use, 
get on http://www.godaddy.com or a similar site and see if the 
.com version of that name is available. If it is not, don’t settle for 
the .net or .biz or .us name – do not use the PSS name unless you 
can buy the .com domain. (Otherwise you can be inadvertently 
helping someone else brand their system and create confusion in 
the marketplace too!)

Domains are inexpensive – a little over $10 each at this writing. Buy 
the one(s) you like, then get feedback on them from your mentor 
or coach, or at least a few friends or colleagues, and be sure the 
meaning you intend is clearly communicated. If they think it means 
something else and you have to explain it, go back to the drawing 
board and find another domain. 

In addition, before you make a final decision as to what to call your 
system, also check Google to see what other businesses or web 
sites or foundations come up in a search for the same keywords 
as your name. And finally, check Amazon’s books section to see 
if anyone has written a book that has a title sounding like your 
system. It’s actually a good thing to find other titles in the general 
subject area – just be sure you can distinguish yours against the 
others in your marketing.

How to Know You Have Found Your Inspirational Message

When you discover the message that for you is your Inspirational 
Message, it will:

you would willingly spend your life promoting or crusading 
for or against

customers, constituents or others who join you in sharing the 
message and supporting the result
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world or some segment of it

-
gious and can quickly become viral)!

-
tion around it – so that it is the predictable system around 
which you develop all of your offerings and platform

It takes courage to stand for something you feel strongly about – 
and particularly if it stems from your deeply felt life experience, as 
your Core Story and Purposeful Signature System likely will! But by 
daring to act on your dream, sharing your passion, and reaching 
out to help others just a few steps behind you on the path, you 
will also experience a fulfillment and satisfaction few have known. 
Next, you will want to define who will most benefit from your 
Inspirational Message, which we will do in the next chapter.





Who am I 
here to serve? 

CHAPTER 6

“Every company’s greatest assets are its customers, 
because without customers there is no company.”

~ Michael LeBoeuf

Do you know the types of people you are best suited to serve as 
your clients, customers, or supporters? One of the great gifts of 

defining your Inspirational Message is the opportunity to decide 
who your ideal clients, donors or followers are (though of course 
they start to find you once the word gets out!). But I use “choose” 
conditionally: in fact, because of your Core Story experience, your 
Tribe of ideal followers and users of your service is already defined 
somewhat by the experiences they are having: they are going 
through exactly what you have experienced. Therefore, there is 
a vibrational resonance between you and them because of this 
common experience – and they will be drawn to you as a result. 

Tribe aka Soul-Matched Community

We call this group of people you are to serve your “Tribe” – 
or another term used interchangeably, your Soul-Matched 
Community of clients, customers or supporters. Why use these 
terms? Because as I have used this process myself and have now 
coached and guided hundreds of people through it, there is a 
kind of apparent Divine Order in your coming into this life with a 

81
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Fig. 6-1 Inspirational Message Design Process 

 Factor 4 - Tribe 

purpose, having the experience of your Core Story, extracting the 
steps into a Purposeful Signature System, and then turning to look 
behind you and seeing people with the exact same issue awaiting 
your guidance. It just couldn’t be completely random!

Therefore, consider the possibility that they may have been 
matched to you at a soul level before you were even born! This 
may seem a bit etheric to you, but we have amazing powers of 
intention and remarkable dimensions of energy and our soul 
that remain untapped in the typical person’s life. Perhaps this has 
happened even though you are not consciously aware of it.
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It has never ceased to amaze me when I was struggling with 
something particularly diffi  cult – and right in the midst of it actually 
– to fi nd that a client calls me that day with that exact issue, looking 
for my guidance on it! So I used to think to myself, “how can I help 
them when I’m still fi guring it out myself?” But I began to see that 
in the process of coaching them through the issue, it resolved my 
challenge too – or at least took it to the next level. So I realized 
there really are no accidents in this process.

Think about it: there would really have been no reason for you to 
experience your Core Story – and to learn the lessons from it as 
articulated in your Purposeful Signature System – unless you were 
designed to share them with others. 

Most people who teach or mentor others in how to defi ne their 
“niche” or “Tribe” ask you to look out into the market, defi ne some 
demographic criteria, and then be sure your message, products 
and services fi t that defi nition. They have it backward!

A fundamental premise of Inspirational Thought Leadership is that 
your most impactful message – that will have the greatest infl uence 
and that will produce the greatest income or overall funds for you or 
your organization – will come directly from your personal experience.
Therefore, it follows that those who will most benefi t from your 
services will be those who are currently experiencing the same 
challenge you went through, and are seeking a solution. And as 
a result, defi ning your Tribe is done, not from the outside in – looking 
at the market to decide who you will serve – but from the inside out – 
identifying those similarly situated to where you were before you had 
your Revelation.

You will still need to defi ne the people you will serve specifi cally 
enough to be able to identify and connect with them when we 
get to Mindful Marketing. But you will do so by continuing to feel 
them as much as see them while you do your research. You will 
sense your connection with them through common experience or 
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passion. And you will let them speak to you – in your mind’s eye – 
instead of trying hard to come up with a bulleted list of the “ideal” 
customers you think have the most money to donate or invest. 

Just the Right Size Tribe

Inspirational Thought Leaders often make the initial mistake 
of trying to be everything to everyone. This is revealed in their 
tendency to take every new client or donor that approaches them 
– regardless of whether they fall within their definition of their ideal 
client or supporter. Logic seems to tell us that in order to generate 
adequate income to our business – or to reach our fundraising goals 
– and generate adequate income, we must present our cause and 
services to the largest possible audience. But even companies like 
Proctor & Gamble with Madison Avenue-size budgets know better 
than this! And if you, like many Inspirational Thought Leaders (both 
for-profit and nonprofit), are starting out operating on a shoestring 
budget, it’s all the more important to focus your resources where 
you will get the best results. 

Although it is counter-intuitive, the approach that will help you 
grow your community of followers of your Inspirational Message 
most quickly requires two things:

1) Sharing your Inspirational Message – including the “messy” 
details of where you started out and the difficulties along 
the way – in a way that reaches their emotions and their 
soul, and 

2) Clearly targeting your message, services, and marketing to 
those who are currently experiencing the same thing you 
are – not every woman in her 40’s who just had her children 
leave home, or every young salesperson who is looking for 
guidance in how to build leverage into his business. What 
is going on in their lives? What keeps them awake at night? 
That is where you can most quickly reach them – and get 
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them referring you to others with a viral effect. The more 
you can step into the conversation they are already having 
in their mind, the more they will be drawn to you.

Your goal is actually to polarize your audience so they instantly 
know whether they are – or are not – someone that you are 
designed to serve. That again calls for courage – but yields tremen-
dous results.

In the Era of Inspiration, people increasingly want a feeling of 
belonging to something – feeling connected. John Naisbitt foretold 
this in 1980 in Megatrends when he predicted the trend of “High 
Tech, High Touch”: as we use more technology in our daily lives (and 
feel more anonymous and disconnected as a result), we will crave 
more opportunities to connect with others. So your Tribe takes 
on an “x factor” in that your community will be gathering (even 
if virtually) around a common area of interest (your Inspirational 
Message). That is, they want to be connected to other like-minded 
people as much as to be connected to you.

Uncovering Your Tribe’s Primary Problem and Your Solution

You may be the greatest expert in the world, have the greatest stage 
presence of any speaker around, or even be an author of a best-
selling book, but if your customers/clients/readers don’t believe 
you can help them solve the problem that is most important to 
them, they won’t hire you or buy from you. 

You see, your audience is always tuned to the radio station WIIFM: 
“what’s in it for me?” And the more the communication waves get 
cluttered, the more true this is. The average person is exposed 
to 3000 marketing messages per day. So their filters are always 
activated to determine what to pay attention to and what to ignore. 
You have to be sure they realize you have something valuable for 
them to hear!
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The most successful Inspirational Thought Leaders have positioned 
themselves so that they solve their prospect’s “primary” problem – 
the issue that is keeping them awake at night, that would make a 
huge difference if it were solved. 

This approach to service delivery is the most powerful model 
around, because it is not a generic commodity that just anyone 
can provide. Anyone can learn coaching or speaking skills, and 
anyone can pick up the phone, talk with a prospect, and have a 
nice conversation. Indeed, it is not that difficult to learn how to start 
your own internet-based business – of virtually any kind – either. 
But if you really want to set yourself ahead of the competition, you 
will position yourself as the expert that knows how to solve the biggest 
problem that your prospect is facing - then you can share your 
expertise, template or system (your Purposeful Signature System) 
with them. 

Examples of Primary Problems that you might be able to assist 
clients or customers in solving would be things like: 

one’s own business. 

-
ing a person’s existing skills and background.

get around the structure and process typically used by HR to 
screen people out. 

which the prospect wants to work. 

Some of the techniques you can use to supplement your knowledge 
of your own Core Story and transformation and further define what 
your Tribe’s primary problem is include:



87CHAPTER 6

Do keyword research: You can type the keywords that 
represent the issue(s) you think your prospects are facing into 
http://www.goodkeywords.com or a similar site to see how 
many searches on a given term have happened in the past 
week or month. 

These may be online web sites, blogs or podcasts, articles, or 
journals. But be sure to look for trends in the key issues with 
which they are struggling. 

Monitor Linkedin’s “Answers” and “Groups” features: Others 
in your industry are discussing various issues on Linkedin 
each day. But are you following their discussions? Use the 
“answers” section and type in your keywords or the question 
you want to monitor. In addition, use Linkedin Groups, join 
those relevant to your industry, and start participating in 
– and initiating – discussions that will help you learn more 
about your market.

Administer an online survey: Using an online survey program, 
you can ask your Tribe some questions using a survey of any 
length and type. To get best response, keep it to six questions 
or less. When you invite your prospects or clients to fill it, also 
offer them a free gift in exchange. The gift can be a special 
report, access to an audio that you have prepared, a discount 
on a product or other bonus or incentive. 

Do an informal networking survey: Just by asking two or 
three carefully prepared questions of each person you meet 
at a professional or trade association meeting can also give 
you great insights into the needs of your market. 

Conduct a phone survey: One strategy I have used effectively 
in the past is to perform a phone survey, either making the 
calls myself or having a virtual assistant or call center do so, to 
let’s say 100 companies or individuals within my Tribe. They 
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would be asked fi ve questions and given a bonus item for 
participating. In addition, they would be promised and given 
a copy of the report or the results when complete. People 
love to know what other people are thinking. By promising 
them to results of your research, you further position yourself 
as an expert and it encourages them to participate in your 
market research. 

 Once this survey is completed and you have your results 
tabulated and analyzed, you can then provide a summary of 
this report to the local media in the form of a press release. Of 
course, in that press release you would also include a call to 
action to visit a specifi c landing page on your website where 
they can obtain more information or the full report. You may 
charge for the report or not, that is up to you. 

created – about what you believe their needs are. Set it up 
so that you can receive comments from others on your post 
– and pay attention to what they are telling you! 

Two Dimensions of Defi ning Your Tribe

Having an area of expertise or a craft is not the same as defi ning 
a Tribe – or a Purposeful Signature System. You will discover your 
ideal Tribe defi nition at the intersection of your area of expertise 
(e.g., life coaching) and your area of experience that formed your 
Core Story (e.g., learning to communicate in a respectful way to 
resolve confl ict). See Fig. 6-2.

Once you feel your Tribe is adequately defi ned, meeting this inter-
section of your natural gifts/expertise and the transformational 
cycle of your Core Story and PSS, ask yourself these three questions 
to be sure you can reach them in your outreach:

A. Specifi city: Is my market specifi c enough that I can identify 
them? Many of my clients come to me with vague defi nitions
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Fig. 6-2 Ideal Tribe Definition 

 of their Tribe such as “women in transition” or “technology 
professionals.” And while this begins to defi ne the people 
you will serve, it is not specifi c enough to allow you to 
name specifi c associations they belong to, conferences they 
attend, publications or blogs they read, or meetings where 
they gather at which you could speak. The exercises in the 
Integration Guide will help you get specifi c enough so you 
can move to the next step in our journey. (And after all, you 
won’t resonate with all women in transition – ask yourself 
what kind of transition? What age women? What are their 
professions? What transition did I experience that I can 
specifi cally guide them through?)

B. Viability: Are there enough prospective members of my 
proposed Community/Tribe to build a business or fund a 
foundation? There is something to be said for being specifi c 
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– and few of my clients have defined Tribes that are too small! 
But if you narrow your definition too much, you can end up 
without enough people to spread your viral message to. Also 
consider whether the people you feel drawn to serve can be 
reached with a moderate marketing budget. Hopefully they 
are using online methods such as email, Linkedin, Facebook, 
reading blogs, watching youtube and/or listening to internet 
radio. Internet marketing is definitely cheapest and should 
be at least part of your outreach strategy. 

message you are delivering to them – and will they take 
action on it? (You can test this initially by writing a free report 
or record a short video outlining your Purposeful Signature 
System – explaining how it solves a key problem they have 
– and offer it to your Tribe, and noticing whether they opt in 
to read it or not – and whether they comment on it online!)

To define your Tribe, visit the Integration Guide at www.
inspirationalthoughtleader.com/guide.html for some of the exer-
cises I use with my clients. (And in fact, your Tribe may be the very 
people you identified in the Life Purpose Design Formula in chapter 
5, when you asked yourself “Whom would I most like to help?”) 

Analyzing Your Related Providers

There is no competition for your Inspirational Message. None! 
But there will be other providers with similar services that your 
prospective community members or clients will consider before 
choosing yours. And you need to be familiar with them!

Knowing these people or companies – which I call your Related 
Providers – as well as their products/services, their approach, their 
strengths and weaknesses, who they serve, and how they bring 
those products/services to their customers will enable you to better 
define your own Tribe and how to deliver it.. 
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Your competition consists of three types of companies or people. 
Example: let’s say you run a foundation devoted to increasing 
recycling in your city. 

 businesses with a similar mix of 
products and services to yours who are working with the 
same or different markets (example: other recycling lobbying 
and outreach firms)

 businesses offering some 
of the same types of products/services as you, but not all 
-- so there is an overlap with your business (example: a 
foundation that focuses just on plastic recycling, not paper 
or metal)

 businesses offering 
what you offer -- and more (example: a foundation or 
agency that encourages recycling as well as other sustain-
able business practices)

These three types of Related Providers are illustrated in Fig. 6-3, 
Related Providers.

The way to determine whether or not a company is a Related 
Provider is to ask: “Would a person in my Tribe, or in the general 
public, view company x as being in the same or a similar business to 
mine?” If so, you must consider them among the service providers 
your Tribe members may consider – even though clear definition 
of your Inspirational Message virtually eliminates “competition” by 
its nature.

In addition, you will need to compare your business, feature by 
feature, with your key Related Providers to see how you stack up – 
and how to distinguish your business or offering from theirs. 

Finding Your Tribe Within an Organization 
Perhaps you are seeking to become an Inspirational Thought 
Leader within your organization, and your Tribe is actually groups 
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Fig. 6-3 Related Provider Types 

of employees or internal customers. An example would be an Orga-
nizational Development Director who wants to initiate a change 
management initiative or shift the culture of the organization, or a 
new CEO just brought in following a merger or downsizing to turn 
a company around. 

The process of defi ning an internal Tribe is similar to defi ning an 
external one, except you will want to identify what level of lead-
ership or what functional department will be the best place to 
introduce the changes you envision. That way, your initial group 
can in turn become Inspirational Thought Leaders for the rest of 
their own staff  as well as other related departments. 
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9 Enneagram Personalities of Companies

Consider also that just as individuals have Enneagram personality 
types, companies do too! The companies you serve – as well as 
the company you are building, if you are an entrepreneur, or your 
foundation or agency, if you are in a not-for-profi t organization – 
has its own personality!

Here are some examples of representative companies and
their type:

 – Ernst & Young (accountants, business 
consultants); Martha Stewart.com (home décor and related 
products)

 – Harpo Productions (Oprah’s production 
company); Mary Kay (cosmetics)

 – Fedex (overnight delivery); Tony 
Robbins International (personal power coaching and events)

 – Apple (unique computers and 
electronics); Steven Spielberg’s Dreamworks Studio (movie 
production); Pottery Barn (decorating and design advice); Kay 
Jewelers (“every kiss begins with Kay”)

 – Microsoft (computer manufacturer 
that makes “processors”); traditional academic and research 
institutions

 – Allstate Insurance (“we protect you from 
mayhem…are you in good hands?”)

 – TGI Friday’s and Chuckee Cheese 
(restaurants with upbeat, fun atmosphere); Southwest Airlines 
(fl ight attendants joke with passengers, innovative regarding 
seating process, known for fun)

 – Donald Trump International 
(premium real estate, “the board room” etc.); many law fi rms 
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– AT&T, Verizon (telephone 
companies that connect people); United Nations; mediators 

When we get to your outreach and marketing in Phase Three, the 
language and approach we use will vary depending on Enneagram 
type as well as other factors.

So now you have defined the exact people or firms who are matched 
perfectly to your Inspirational Message. They resonate with you – 
they love what you do and have been seeking you out. Next, you 
need to define exactly how you will structure your offerings to 
them so that they can’t wait to become your supporters – and that 
is the subject of chapter 7.



How will I deliver my 
Inspirational Message to my 
Soul-Matched Community? 

CHAPTER 7

“[H]umans never create anything. Our function 
is not to create, but to attract, combine and distribute 

what already exists. Creations are really 
new combinations of already existing materials.” 

~ Dr. Wayne Dyer 

Now you enter the second half of the Inspirational Message 
Development Process: connecting to the people you are 

designed to serve. Delivering your Inspirational Message will take 
many forms, depending on the stage of your relationship to the 
prospect or customer/follower, and what will best serve them at a 
given time. You now know what the essence of your Inspirational 
Message is (your Purposeful Signature System). The next step is 
to take that message and design it into packages of services (or 
sponsorship levels in the nonprofit context) – at various price 
points (more in a minute on the importance of that). This way you 
keep your community members engaged much longer than just 
a single session, a single donation, or a ninety-day engagement, 
and you allow them to connect with you where they feel most 
comfortable. For some, that is “dipping their toe in the water;” for 
others, it is “diving into the deep end” right away! This process is 

95
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called the Purposeful Products and Services Mix (whether for profi t 
or nonprofi t) as illustrated in Fig. 7-1:

 
 

 
 
 
 

1. Life Purpose 

2. Core Story 

3. Purposeful 
Signature 

System 

4. Tribe/ Soul-
Matched 

Community 

5. Purposeful 
Products & 

Services  

6. Mindful 
Marketing 

7. Sacred Client 
Engagement 

8. Leveraged 
Growth and 
Expansion 

Plan 

Fig. 7-1 Inspirational Message Design Process  

Factor 5 Purposeful Products & Services Mix 

As you do so, don’t be afraid to innovate! Innovation goes with 
thought leadership. Think in terms of what levels of connection 
your Inspirational Message can provide for diff erent kinds of people 
within your Soul-Matched Community (versus simply providing a 
service for a single client, or off ering a service through a nonprofi t 
to an interested party). There are many examples of this in daily 
life – hotel rewards program levels of silver, gold and platinum as 
you earn more points; spa packages; ala carte meals in which you 
choose certain items versus full meals with all courses included.
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And when we connect with our prospective followers – in person or 
online – we can use this same packaging strategy to attract clients 
and build your business or community quickly and much more 
easily. The magic that results from thinking in terms of one-to-many 
instead of one-to-one is due to a concept called “leverage.” 

Leveraging Your Purposeful Signature System Into Multiple 
Packages

To leverage in physics is to use a lever to help lift a very heavy object. 
Consider the contrasting approaches depicted in Figure 7-2:

 
 
 
 

 
 
 
 

 

•Get paid 

•Get paid 

•

•

-Create product 1 

-Create product 2 

•Get paid, paid, paid, paid 

 

•Get paid, paid, paid, paid 

-Turn PSS into 
program 1 

-Use PSS to create 
programs 2, 3 etc. 

Fig. 7-2 Non-leveraged vs. Leveraged 

Approach to Product Creation 

The non-leveraged approach is tremendously time-consuming, 
since you must create a whole new program with each off er you 
make, program you present, or contract you execute. And only 
getting paid once for that eff ort does not adequately reward you 
for your eff orts!

With leverage, you create one system, turn it into multiple off erings 
(or what are called “multiple streams of income”) and get paid 
repeatedly for the same information, in varying depths, provided 
to the perfect clients or customers for you.



Become An Inspirational Thought Leader98

The spiritual principle called the Law of Focus applies here too: 
once you are clear as to what you are here to do – and with whom 
to do it – then by keeping your focus on that, and allowing it to 
morph into a range of bundled offerings at differing price points, 
energy keeps building around that focus. And as a result, your 
following builds exponentially in a relatively short period of time. 

Example:

My client Amy has a unique approach to helping women break 
out of being stuck – whether in career, relationships, or just life 
– using the metaphor of creating a movie of one’s experience, in 
third person. By exploring what the characters would do in the 
movie, the participant gets to “Star in their own life story” (which 
is her brand and Inspirational Message). She offers three levels of 
packages to clients who want this service: 

her book as a bonus for $497

and a teleseries for $897

additional between-session support for $1597 

(Note that these prices are current as of this writing and may be 
different at a later time.)

Women in particular love to shop for the services they buy. And 
marketing studies show that two-thirds of prospects will buy the 
middle of three levels when presented with the options, some will 
want to just “get their feet wet” with the bottom level, and ten to 
fifteen percent of prospects only want the best you have – so they 
will choose the top level.

If you are fundraising for a nonprofit, consider the model of the 
PBS – Public Broadcasting System – here. When they feature a 
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guest presenter’s educational session as a fundraiser, you can 
give at one of three levels and get more and more goodies (the 
presenter’s products) the more you contribute. For example, right 
now one station is preparing to air a program on health featuring a 
female author, and there are three levels of gifts with pledge:

with self-assessment for a minimum pledge of $90

levels 1 and 2 (this is important in designing your levels!) plus 
a 5-CD audio set, 2 DVD’s from another related program, her 
book – and a discount coupon for medical testing that would 
normally be twice as much – for a minimum pledge of $195

The thought process for designing your bundled offers will be the 
same, whether you are charging $70 for your bottom tier or $700 or 
more. Your package price should usually be set based on one-third 
to one-half of the total stated value of the items in the package. This 
allows the client or donor to feel that they are getting exceptional 
value for their investment (which they are!).

Leverage and Your Income

It is commonly believed that revenue for Inspirational Thought 
Leaders, speakers, writers and other service providers and Inspira-
tional Thought Leaders is evenly distributed along a bell curve as 
in Fig. 7-3.

In fact, the distribution is a type of bimodal curve like that in Fig. 
7-4, with a small number of people struggling at the low end, a 
similarly small number thriving at the top end, and the majority in 
between.

The differences between the high income earners on the right and 
the low earners on the left are apparent: those earning the higher 
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amounts have moved beyond one-on-one services, or designing a 
new program for each contract, and have elegantly incorporated a 
Purposeful Signature System and Purposeful Products/Services 
Mix into their organization. They share these traits:

System that pervades all they do

focus and do marketing activities every day
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their day

coaching or other services

product, not their service, when marketing

more effective, including referral-based marketing, affiliate 
marketing, writing and speaking

engagements

clients through new products and services (some that they 
create, some offered through strategic alliance partners)

access them at a variety of price points

how each element of their Purposeful Product and Service 
Mix fits together toward their long-term goals

It is much more difficult to rapidly and significantly increase your 
income as an Inspirational Thought Leader delivering services only 
one-on-one. Leverage is the key! 

Ways to Create Leverage

Once your Core Story and Purposeful Signature System are clear, notice 
how many variables can be brought into play to create leverage:
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(which could in turn be bundled with the audio CD’s from 
the recording)

ezine articles

a session from your prior class and have a live question-and-
answer session with you

 
core content

 
core content

Then, we sequence them by price, as you will do in the Purposeful 
Products and Services Mix which follows. This process is similar to 
what others describe as a product “funnel,” but with the notion of 
connectedness around your purpose and the needs of your clients 
or constituents.

Four Stages of Client Engagement

It is critical to understand when to engage a client and what type 
of offer is appropriate for each stage of client engagement. This 
will allow you to increase the value and loyalty of each community 
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member as they work with and/or support you for longer periods 
of time.

After all, you wouldn’t ask someone to marry you that you just met 
at a cocktail party. So why would you ask a client to invest in your 
highest level off ering on their fi rst encounter with you (unless, of 
course, you have set up a black tie fundraising or VIP dinner with 
that expectation!)?

The four stages of client engagement are illustrated in Figure 7-5:
 
 
 
  
 
 

 

Suspect Prospect Customer Evangelist 

Fig. 7-5 Four States of 

Client Engagement 

When someone fi rst meets you – online as a fi rst-time visitor to 
your web site or in a face-to-face context – we call them “Suspects.” 
They are still checking you out to see if your message and energy 
resonates with them. At this stage, you will simply want to gather 
their contact information – often by providing a free sample in 
print, video, or audio - so that you can follow up with them in 
developing the relationship.

They then become a “Prospect” – a prospective user of your service 
or follower of your cause. Now, for those who are a good fi t, you 
want to give them the opportunity to sample you further with a 
low priced item such as your book, a short audio program, or some 
other product priced less than $297.
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When a prospect buys, he/she becomes your “Customer” or 
“Client” (or, in the nonprofit area, a supporter). They have spent 
some money with you to find out more…and how you have a 
range of possible ways for them to get involved as a volunteer in 
your nonprofit - all the way up to the board – or to invest further 
into a program, product or service priced over $297 up to $2500 (or 
in rare cases more).

About ten percent – or more if you are really sharing thought lead-
ership and not just another product or service – of your customers/
clients will become “evangelists” for you. They love what you 
offer, they want – and buy – everything you come out with, and 
they regularly recommend you to others and invite them to join 
the community or cause. The Apple i-phone phenomenon is an 
example of evangelism in action: lines form around the block days 
before for the newest version!

The key here is to be sure that the tone of your conversation and 
what you offer to the individual at each stage of client engagement 
is appropriate at that stage, and not for a later stage.

Creating Your Three Program Levels

To develop your bundled offerings (also known as packages or 
levels of service), begin by identifying all of the possible items to 
include in your packages.

Examples:
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writing, etc. that your clients would need and you may choose 
to provide through a partner

Now, taking the items you plan to include at one of your three 
levels, either write each one on a file card or (easier) write each on a 
sticky-note. Then get a large piece of paper such as a flip chart and 
draw four columns on it: Item, Level 1, Level 2, Level 3. Begin to put 
the sticky notes on the flip chart under the level where they would 
first be provided. Each higher level to the right should include 
everything in the prior levels. Name the levels (common names are 
Silver, Gold, and Platinum or Foundation, Deluxe and Premium), 
and you have your bundled offerings! See example in Fig. 7-6.
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(Note: investment amounts and package elements are for illustration only.)

MARY’S COACHING
 Silver Gold Platinum
SILVER:   
5-week teleseries 
[articulating your 
Inspirational Message] x x x
4 1:1 coaching 
sessions 
(via phone or Skype) + 
recordings: x x x
Topic 1  x x x
Topic 2 x x x
Topic 3 x x x
Topic 4 x x x
FREE copy of Mary’s e-book x x x
GOLD - includes 
4 sessions above 
plus 8 more (12 total):  x x
Topic 5  x x
Topic 6  x x
Topic 7  x x
Topic 8  x x
Topic 9  x x
Topic 10  x x
Topic 11  x x
Topic 12  x x
BONUS: Entire PSS workbook 
and audio kit  x x
12 additional 1:1 sessions 
re: [Your PSS]   x
Value $1,000 $3,500 $6,000
Your Investment $697 $1,997 $3,497

Fig. 7-6 Sample: 3 Levels of Services
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Sequencing Your Offerings

Now that you have the elements of your bundled offerings, study 
the example in Fig. 7-7 of our Purposeful Products and Services Mix 
(NOTE: you would only choose two strategies in each column that 
best fit your business or firm):

“Suspect” 
Lead 

Generation 

(Choose 2-3 only)

report

download

teleclass 
or webinar 
preview

at local 
meeting or 
conference

“Prospect” 
Info 

Products 

(Choose 2-3 only)

package 
Books

(fee)

teleclass

tools (fee)

“Client” 
Core 

Programs 
and Services

(Choose 2-3 only)

package 
Teleclass 
series

coaching/ 
training 
(live or 
virtual)

training

program

system or 
curriculum

information 
products 

“Evangelist” 
Program 

Application 

(Choose 2-3 only)

package 

or other 
coaching 
group

program
-

ship or 
continuity 
program

coaching 
day

program

 $1–$297 $298–$2499 $2500+

Fig. 7-7 - Purposeful Products and Services Mix: Bundling Your Offerings
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Notice how the offers at each level correspond perfectly with that 
Stage of Client Engagement, as discussed above. Whether you 
offer coaching, are raising money, provide graphic design services, 
or any other Inspired Service, this system makes your product 
development easy! (Note: I will help you create your free giveaway, 
e.g., Special Report, in chapter 11.)

Examples – Generating Revenues With Your Purposeful Product 
and Services Mix

If you are looking to create a thriving business based on your Inspi-
rational Message, let’s see how this approach can easily translate 
into cash flow:

should generate multiple leads daily if your web site is properly 
optimized; these become candidates for your other levels

– Entry level info product (2 recorded sessions with tran-
scripts): 10 per month at $197 = $1970

– Silver level coaching program (4 sessions): 4 new clients 
per month at $697 = $2788

– Gold level coaching program (12 sessions): 4 new clients 
per month at $1997 = $7988

– Gold upgrades from Silver: 2 upgrades per month at 
$1300 = $2600

– Platinum level coaching program (24 sessions): 2 new 
clients per month x $2997 = $5994

– Platinum upgrades from Gold: 2 upgrades per month x 
$2000 = $4000
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With these very conservative numbers of new clients and upgrades, 
you have a monthly income of $25,340, which translates to an annual 
income of $304,080.  Imagine, more than $300,000 from a flow of just 
10 new clients per month, with some upgrading because they love 
your services.  And if those numbers still seem unrealistic, consider 
you did half of that – you’d still be earning $150,000.  And all of this 
is from ONE system – your Purposeful Signature System, properly 
packaged to develop your relationship with your clients over time. 
(Consider too how easy it would be to earn more than $500,000 by 
doubling your results and getting 20 new clients per month!)

Now, to sweeten it still further: consider you hold one live event per 
year and 50 people attend at $1997. This adds $49,850 to bottom 
line; optional mastermind group or certification as upsell adds even 
more (as much as $200,000 to $300,000 or more).

Complete the Purposeful Products & Services Mix Worksheet in the 
Integration Guide now to flesh out your program/service bundles: 
www.inspirationalthoughtleader.com/guide.html

This simple yet elegant approach of developing your Inspirational 
Message can not only allow you to influence and impact the 
hundred, thousands, or even millions of people you long to serve – 
it can also afford you ample income and a very comfortable lifestyle 
too. But to stay the course as you incorporate this approach into 
your business – or your nonprofit enterprise – requires that you be 
able to transcend times when you feel stuck – which is the topic of 
the next chapter.





How do I overcome 
times when I feel 

stuck? 

CHAPTER 8

“Leaders must pick causes they won’t abandon easily, 
remain committed despite setbacks, 

and communicate their big ideas over and over again 
in every encounter.” 

~ Rosabeth Moss Kanter  

111

At this point, you may feel triumphant: you have clarified your 
Purposeful Signature System and know how to deliver it to your 

community! Or you may be feeling overwhelmed and frustrated if 
the insights you seek aren’t coming as fast as you’d like.

Whatever your feeling now, rest assured there will be times as you 
launch a campaign or product to lukewarm results, or you can’t 
seem to figure out what to write or speak about next. You feel 
stuck! And at those times, it feels like no amount of effort will get 
you unstuck.

You’re right!

There are at least four causes of stuckness: (a) pushing too hard, (b) 
not honoring the seasons of creativity, (c) energy blocks within a 
chakra, and (d) fear.
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The Paradox of Effort

One cause of stuckness is that you have been pushing too much, 
doing too much, forcing things – and it’s time to take a break. The 
yin and yang in Eastern philosophy is a perfect illustration of this 
balance: the feminine and masculine, passive and active, both 
needed for the whole.

In You2, Price Pritchett points out that:

“Quantum leaps cannot be achieved through incre-
mental steps or through ‘more of the same.’ … Sooner 
or later you’re going to reach the point where you can’t 
try any harder. It may be that your spirit flags, or that 
your physical and mental resources are stretched to 
the limit. And often, well before you come to that set 
of circumstances, you reach the point of diminishing 
return – trying harder and harder starts producing less 
and less. Sometimes, in fact, intensifying your efforts 
produces nothing except bigger problems.”

Perhaps you left a corporate role to pursue entrepreneurship so 
that you wouldn’t feel like you were constantly being asked to 
do more than you could physically do. But are you continuing to 
pressure yourself - now that you are on your own – to work even 
harder, with diminishing results?

Listen to the message your body and soul are sending you.

You are designed to be a dynamic organism, not a productive 
machine! That means there will be phases in your creative cycle 
when you feel the forward momentum and take action with positive 
results, and other times when you feel depleted, or simply need to 
be quiet and receive additional inspiration and renewal. Honor these 
phases! Pushing through them to reach a deadline (note the word 
“dead” within that word!) will diminish your aliveness – and perhaps 
lead to physical illness as your body forces you to take a break.
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We have seen professional musicians collapse on stage from 
exhaustion, and professional athletes lag in performance when 
they have had too much playing time and not enough rest. It 
is hard for people who have a big calling on their lives to take a 
break! But it is a necessary part of our work – as important as the 
communication and delivery of the work itself.

I notice that no matter how focused I am, if I’ll take a day off, go 
for a walk or a drive, or spend some time at the pool, often the 
solution I have been seeking pops into my mind – seemingly by 
magic – as I relax and let go for a while.

Nature’s Lessons: the Seasons of Creativity

Another cause of stuckness is not honoring the seasons of your 
creativity. Wouldn’t it seem strange if flowers bloomed year round, 
trees never shed their leaves, or animals never slept? Nature gives 
us the perfect metaphor for our own creative process: a cycle of 
seasons, each required for the health of the organism. 

The winter of your soul can follow a fall harvest – i.e., the conclu-
sion of a successful campaign – or after a setback or unexpected 
loss, professionally or personally. (For example, a number of my 
clients have enrolled in one of my coach training programs or 
begun to work with me as coaching clients following a divorce, 
care for and death of a parent, or an illness in their life.) During the 
winter season, you are called to be receptive, to journal, to study, 
to meditate, to be open to what is emerging next. If you are empty, 
embrace the emptiness fully. It is here to give you a gift – can you 
receive it?

As the spring unfolds, it carries with it the germination of new 
growth – your next program, product, outreach or body of work is 
sprouting! And if you have had some breakthroughs in Phase Two 
of Inspirational Thought Leadership as you clarified your message 
and offerings, you may well be in the spring of your work. The 
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challenge here is not to keep digging up the sprouts of new ideas, 
impatiently wondering if they are growing fast enough, e.g., “Will 
this class or event fill? Will I have enough new clients or supporters to 
get through this quarter?” Trust that the organism knows its perfect 
timing – even if it doesn’t match the pace you were hoping for!

Summer follows spring, as your program matures, blossoms, and 
reaches the people it is intended to reach. You are on a roll now! 
Your community is growing, you are feeling completely at ease 
with what you are delivering, and your income reflects this growth. 
This too will come to an end. (In the next section, you will learn 
how to open to as much unfolding as possible during the summer 
season.)

Completing the cycle is the fall, when you gather the harvest of 
your sales or donations, turn live events or classes into products, 
glean the lessons learned from your latest corporate initiative, or 
otherwise prepare for the next dormant period. Notice that even 
before the leaves drop from the trees, they turn gorgeous, vibrant 
colors. This is akin to the lessons learned in your work – be sure to 
appreciate it before you move on to the next stage! 

Stuckness is sure to occur if you try to force any of the seasons of 
your work into something they are not ready to become – whether 
you rush the emergence of an idea, hurry through the dormant 
period of invisible growth and renewal, or exert great effort trying 
to sustain your summer blossoming. 

Sometimes it is difficult to know whether to push or whether 
to wait, and to distinguish one season from the other. The past 
several years have been this kind of “in between” period for me as 
my interest and passion broadened beyond the company where I 
had established initial thought leadership – Career Coach Institute 
– but exactly what was to unfold next seemed elusive. I launched 
a new company aimed at entrepreneurs with purpose, held live 
events and teleseries, even did mastermind groups and VIP days 
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with clients on that content – but inside I didn’t feel the same kind 
of momentum and flow that characterizes a natural growth of an 
offering. I wanted to write a book on my approach – but I didn’t 
feel aligned with it. I didn’t know what to do!

I continued to listen within myself for what I was to learn, and for 
what I felt inspired to do next. Various pieces of the content that 
has become this book became clear. I also sought guidance from 
intuitive readers I trust – and without exception they all said I was in 
a process of emptying out and germination, but that the new work 
would not unfold until 2012. So I continued to take inspired action, 
and what happened next was amazing: as 2012 has begun, all of 
the various programs I developed over the past four years have 
come together in this book and the classes and events that will 
follow it! And I sense intuitively that this will be my most powerful 
work to date. I could not have known where it would all lead…but 
everything from the practical to the esoteric was required for me 
to share with you how to become an Inspirational Thought Leader. 
And without it, I would feel like I was starting from scratch.

So the lesson is: be patient with the process, and trust it. Act on 
your guidance as you receive it – you may be getting just a piece 
of what will come together later as something dynamic and trans-
formational. If your intention is to be a messenger of the Divine in 
your work (as mine is), and if your motives are pure and service-
oriented, it will all be revealed in the exact right time.

Stuckness and Your Chakras

You have a magnificent energy system within you known as the 
seven “chakras.” Chakra literally means “wheel” – and each of the 
seven are wheels of energy representing particular qualities in your 
life, as illustrated in Fig. 8-1.

When you feel stuck in your work life – whether money isn’t flowing, 
ideas aren’t flowing, or your intimate relationship(s) are 
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Fig. 8-1: Chakras and Their Qualities

Chakra Physical Location Qualities

1 – Base Base of spine Belonging, tribe, 
  survival

2 – Sacral Stomach/ 4 inches Creativity, sexuality, 
 above base of spine money

3 – Solar Plexus Solar plexus/ Power 
 Diaphragm 

4 – Heart Heart Love 

5 – Throat Throat Communication 

6 – Third Eye Third eye Intuition 
 (between eyebrows) 

7 – Crown Top of head Inspiration direct from 
  God/Source

suffering – it is common to find your second (sacral) chakra is 
blocked. Notice that three different qualities are connected to this 
chakra: creativity, money and sexuality. They are very connected to 
each other – if one isn’t flowing, the rest stop, and if one resumes 
its flow, the rest will resume their flow too.

Bringing this to a practical application means this: when you feel 
blocked in one of these areas, you may find yourself daydreaming 
about painting, singing, doing sculpture, dancing, or something else 
that’s creative. It may seem completely unrelated to your financial 
problems or your apparently dried-up creative well. But it isn’t! A 
few years ago when I was in one of those places, I was drawn to 
get a set of acrylic paints and start painting. Immediately I resisted 
the idea: I had tried to become an artist in college, took all the right 
classes – and was all but asked to leave because I just didn’t have 
the knack for it! So I had a bit of emotional baggage around the 
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whole idea – but I decided to get the paints for myself as a birthday 
present anyway, and started dabbling with them. It was great fun! 
I played with doing multi-media pieces, metaphysical themes, and 
just abstract, colorful art that made me feel good. It had no motiva-
tion behind it other than having fun. And guess what? My finances 
resumed their flow too. Were the two connected? I believe so! And 
when I coach people who feel financially blocked, inevitably they 
also face blockages in the other two issues. Choosing a creative 
outlet that feels good to them helps them be more successful in 
their business venture – and their marriage or intimate relationship 
as well!

Fear and Your Personality Style

A fourth reason you may feel stuck is when you allow fear, doubt 
or worry to stop you. Where you focus most of your thoughts and 
emotional energy each day is building your life for tomorrow. Are 
you creating what you want through your thoughts and feelings?

Cynthia James defines fear as “only energy wanting to be restored 
to its natural state – wholeness”. Doesn’t that take the sting out of 
it? Everything in your life is seeking perfect balance, wholeness 
and alignment. Feeling fear is akin to feeling the “thud, thud, thud” 
of a flat tire – it’s no longer in balance, it needs some air! Feeling 
our way through the fear is the key to transcending it. And I know 
it isn’t always easy!

Stated another way, fear and worry are simply focusing on things 
you don’t want to happen! (Doubt, their close cousin, is a saboteur 
that causes you to question whether you can really carry out your 
vision and mission – and leads to either fear or worry as a result.) 
Each personality style on the Enneagram has its own unique basic 
fear, as depicted in Fig. 8-2.

Notice if the fear you feel fits the one associated with your person-
ality type. And if so, embrace it! Appreciate it for the way in which 
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Fig. 8-2: Enneagram Types and Their Basic Fears

Type Basic Fear

The Reformer (the One) being ridiculed or condemned

The Helper (the Two) being unloved, unwanted

The Achiever (the Three) being rejected

The Individualist (the Four)  being inadequate

The Investigator (the Five) being overwhelmed

The Loyalist (the Six)  being abandoned and alone

The Enthusiast (the Seven)  being deprived

The Challenger (the Eight) being submissive

The Peacemaker (the Nine)  being separated

it is trying to protect you. Then, realize that even if you were, for 
example, abandoned and alone as a Type Six, you would survive, 
analyze the risks, and start anew. Focusing on the fear and letting 
it stop you from moving forward does not serve you – or those you 
are intended to help!

One common fear my clients and other Inspirational Thought 
Leaders express as they prepare to launch their web site and 
actually start sharing their Inspirational Message is the fear of 
being “exposed.” Suddenly, at least some of your most personal 
experiences – your Core Story – is going to be revealed to others 
who may ridicule you, may laugh at you, or worse – may not buy! 

These fears are natural. If you want to know your growing edge, it’s 
where fear and excitement intersect. So if you are excited about 
sharing your new work or cause with the world, but also feel scared 
about how people might react, you’re normal!

I have had many people come up to me after I speak and congratu-
late me for the courage to take a stand for being a “spiritual 
businesswoman.” Their experience tells them that those two 
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things do not belong together – that spirituality is too personal 
and “woo-woo” to be brought into the business environment. But 
in the Era of Inspiration, combining seemingly unrelated concepts 
or principles – or products – can lead to the very outcome your 
Tribe is seeking. And blending a heart-felt spiritual connection with 
solid business principles is one of my gifts – my mind just naturally 
wants to find a way to mesh them. So yes, I do stand for that – and 
if there is an area in your own life you would like to bring into your 
business or work, but is isn’t traditional or typical to do so, bring it 
on! Creative combinations are what lead to illuminating inspiration 
in this new Era!

Transforming Fear, Doubt and Worry

Fear has its greatest power when it you refuse to face it. Whether 
you try to ignore it, distract yourself from it through eating, 
shopping, partying or other activities, or even deny it is there, the 
fear will continue until you acknowledge it. That can be frightening 
in itself – what if what you fear comes true?

Several years ago I had a daily experience of fear – which I now 
know was my intuition telling me not to make a major lifestyle 
change and take an extended trip that was my husband’s dream. 
I rationalized and justified, I told myself, “He’s helped me fulfill my 
dreams, it’s my turn to help him fulfill his.” But the fear continued. 
And sure enough, the trip turned out to be the “trip from hell,” and 
I regretted not saying “no” before it started.

In that case, I was willing to face the fear, but chose not to follow 
its guidance. And with it being a repetitive experience, its message 
was even more loud and clear!

Most of the time, however, fear occurs because something you 
have heard, are considering, or are trying to avoid is triggering a 
past wound, disappointment or pain that you have the opportunity 
to be heal now. Alternately, fear arises when you are considering 
something new and your comfort zone is about to expand.
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There is always a calm, still place within you – beneath the fear – 
where you can go to reconnect to your true self, your life purpose, 
and the message the fear wants you to hear. Use the meditation 
in the Integration Guide at www.inspirationalthoughtleader.com/
guide.html whenever you feel fear threatening to keep you from 
moving forward.

You can also ask yourself this question: “If I weren’t afraid right now, 
what would I do?” Once you remove fear from the equation and 
determine what action step is beckoning to you, it may become 
easier to move toward that action and your vision, instead of away 
from the fear.

Trusting the Higher Order

Whenever you write a vision statement for an upcoming project 
or event – or your work as a whole – always include the phrase 
“this or something better.” We don’t always know what’s best for 
ourselves! Trust that you are being drawn to be an Inspirational 
Thought Leader because you have a purpose in being on the earth 
– and that people who need what you have to offer. 

If something does not work out as planned, reminding yourself 
that your higher purpose is being carried out – even if it doesn’t 
look like it! – can help you put things into perspective. I have had 
numerous occasions in my own life when I thought I wanted one 
result, didn’t get it, and found that something even greater wanted 
to emerge instead. 

For example, when I was in my first position as a lawyer, a case 
came into the firm between the buyer and seller of a business 
that soon occupied all of my time plus another associate’s and a 
partner’s. Two courts got involved, and the case seemed to morph 
by the day. I quickly discovered that whereas I thought having 
variety in my work was nice before that, it was actually a core need 
I had – and it wasn’t being met doing one case all the time!



121CHAPTER 8

I used the tools of visioning I have encouraged you to use in 
chapter 3 – despite my fear that there wouldn’t be another position 
as good as that one for someone freshly out of law school. Every 
night, I wrote out (in longhand) my vision for a new what I called 
“work situation” (somehow I knew just a job wouldn’t satisfy me), 
including all of the details of my activities, compensation, and 
surroundings as I desired them to be. 

A company contacted me three times before I agreed to meet with 
them about an open in-house counsel position. (It wasn’t the kind 
of company I saw myself working for at first!) Once we finally did 
meet, it turned out to be more perfect than I could have imagined: 
they wanted 20 hours of my time each week devoted to their work, 
for a stated retainer amount. They provided me with a professional 
downtown office, a secretary, and all the office furnishings and 
equipment I needed. I was free to do what I wanted with the rest 
of the time! This extraordinary opportunity allowed me to expand 
my part-time consulting and speaking business to half time, and 
two years later to sell everything, publish my first book, and take 
a ten-month seminar/book tour around the country. I could never 
have imagined such an opportunity – but because I trusted (with 
a little resistance however!), it turned out to be the catalyst to the 
work I do now.

Please complete the Overcoming Stuckness Worksheet in the 
Integration Guide at www.inspirationalthoughtleader.com/guide.
html now.

Summary of Phase Two of Inspirational Thought Leadership

You can now see that clarifying your Inspirational Message requires 
some soul-searching, and willingness to shift your perspective from 
being a passive participant in your life to an active creator of your 
life. From this vantage point, everything that happens to you has 
a purpose and a design. Gleaning the elements of your Purpose-
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ful Signature System from them so that you can communicate 
your most passionate, heart-felt message with your community 
members is truly a sacred act. Honor the seasons of your discovery 
and creation – and prepare yourself for Phase Three, in which you 
now have the opportunity to share your Inspirational Message 
with your Tribe through a variety of channels.

P H A S E  T H R E E



Sharing Your 
Inspirational 

Message

INSPIRATIONAL THOUGHT LEADERSHIP

P H A S E  T H R E E





How will I 
reach my audience 

with my offerings 
using Mindful Marketing? 

CHAPTER 9

“Our business is about technology, yes. 
But it’s also about operations and customer relationships.” 

~ Michael Dell 

Congratulations on defining your Purposeful Signature System 
and developing it into at least three bundles of services! Inspira-

tion becomes transformational only when it is communicated – so 
it’s now time to market your Inspirational Message it to your Tribe. 
Mindful Marketing is much more than just a series of activities in 
which you engage to get your message out – it is a mindset, a 
“soul-set” if you will, that begins with the intention to be of service. 
It is the energy connection with your Soul-Matched Community 
through which you and they are energized and feel the fit – like 
tongue and groove.

If your Inspirational Thought Leadership is primarily in a corporate 
or government setting, you may not be doing traditional marketing 
of it. However, you may want to use persuasion and online tools to 
build support for it. Depending on your goals and setting, you may 
wish to skip to Phase Four, Aligning Your Energy and Managing 
Yourself for Success. But most readers will want to review Phase 
Three with a fine-toothed comb for both the internal mindset and 
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Fig. 9-1 Inspirational Message Design Process 

Factor 6 Mindful Marketing 

the multiple external strategies that will move your Inspirational 
Message forward.

Nancy Brinker did not begin the Susan G. Komen for the Cure 
foundation with the goal of becoming wealthy, or even of reaching 
a particular fundraising goal. She wanted to do something to 
prevent other women from undergoing the pain her sister Suzy 
went through in her three-year battle with breast cancer, which 
ultimately she did not survive. And that message pervades all of 
their “Race for the Cure” events and other outreach campaigns the 
organization does. The underlying intention is to accelerate the 
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research to fi nd a cure – or at least better treatments – for breast 
cancer. (And I, being a breast cancer survivor myself, am eternally 
grateful!) This is Mindful Marketing at work.

What Mindful Marketing Is

Mindful Marketing, as we will defi ne it here, is the means by which 
you communicate to others (directly or indirectly), with an intention of 
serving who you are and what you do. It is positioning yourself and 
your business in the marketplace. It is diff erent from selling, which 
follows eff ective marketing and constitutes the one-on-one (or 
sometimes one-on-group) discussion about how the off ering applies 
to that customer, and helping them make the commitment to buy
or donate.

I remember when I was a new consultant, and having the common 
misconception that all of my time in my business should be spent 
delivering my services to my clients. Yes, that should be a large 
part of it! But as much as thirty to fi fty percent should be spent 
sharing your Inspirational Message with others who are prospec-
tive buyers or users of it – that is, marketing. It was a relief to learn 
that those promotional activities I kept trying to get rid of were 
actually a core part of my role as a business owner!

Notice that when we use the term marketing here, however, is 
modifi ed by the term “mindful.” To inspire others, you do more 
than just promote a product – your primary intention is to connect 
with them, and to be aware at all times of maintaining a positive 
relationship with your community, mindful of your ethics and the 
values in your business or fi rm, and conscious of the impact your 
services have on the planet, the community at large, and the users 
of the services.

Mindfulness is a Buddhist practice in which you cultivate “a calm 
awareness of one’s bodily functions, sensations (feelings), objects of 
consciousness (thoughts and perceptions), and consciousness itself.” 
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(Wikipedia). Much marketing in the past was anything but mindful! 
It used manipulation, “bait and switch,” and other aggressive and 
sometimes shady practices to get the customer to buy. Thank-
fully, customers have gotten wiser and no longer tolerate such 
practices. And you should not conduct your business or work that 
way either!

The Impact of Meaning When Sharing Your Inspirational Message 

Communicating the meaning behind your marketing message has 
become increasingly important in the Era of Inspiration. In The Hero 
and the Outlaw, authors Margaret Mark and Carol Pearson describe 
it this way:

“There was a time when successfully creating, building, 
and marketing brands required neither endless inspira-
tion nor endless capital. Demand exceeded supply, and 
markets were uncluttered. In the main, products were 
physically different from each other, and brands were 
built on those differences.

“But once competition reached a certain threshold, 
every business – whether a multinational cola company 
or a neighborhood dry cleaner – encountered a new 
challenge. No matter how effective the company’s 
manufacturing and distribution systems, or how state 
of the art its dry-cleaning processes, its competitors 
could imitate or duplicate them. In this circumstance, 
businesses found that they had only two broad strategic 
routes to go: reduce their prices or imbue their products 
with meaning.

“Clearly, the creation and management of meaning was 
the more desirable option…

“The meaning of a brand is its most precious and irreplace-
able asset…Meaning speaks to the feeling or intuitive 
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side of the public; it creates an emotional affinity, 
allowing the more rational arguments to be heard.” 

Ideally, your Mindful Marketing should so completely convey the 
meaning of your brand and message that the demand for your 
services or your cause spreads like wildfire! That only happens 
when people deeply connect – at an emotional and visceral level 
– with your Inspirational Message. People buy based on emotion 
but justify based on logic. Once the connection is there, they 
can hear the logical reasons why your service or program makes 
sense for them, and the features of the different offerings you 
have designed. Until then, you are speaking words that have no 
meaning to them.

In fact, each of the nine Enneagram personality types has its own 
communication language (see chapter 14 for details). In Mindful 
Marketing, you will want to keep these languages in mind – 
addressing those types who are represented in your Tribe – in each 
marketing campaign you do.

The Invisible Dimension of Mindful Marketing

What traditional marketing fails to consider is the invisible, energetic 
aspect of the interaction between marketer and prospective client/
customer/community member. Marketing is not just a physical 
activity – it is an extension of who you are (particularly if you own 
your own business). And all of your beliefs about yourself and what 
you are offering – whether expansive or limiting – will play out as 
you conduct your marketing.

“As within, so without” is the operating principle. And through the 
spiritual Law of Reflection, what you envision, believe and fuel with 
your emotion is reflected in your physical circumstances, relation-
ships, and results. What are your current results telling you about 
what beliefs and ideas you are most focused on?
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Imagine that you got up in the morning, got dressed and ready to 
go to a meeting, and when you looked in the mirror, you noticed 
that there was a spot on your jacket. You don’t start scratching on 
the mirror to remove the spot, right? You either change the jacket 
or use a product that will remove the spot. Then, what you see in 
the mirror reflects what you desire.

Applying this idea to your marketing, if you announce a new 
program and only a handful of people indicate interest, you don’t 
lash out at the rest and say, “Why won’t you buy this product or 
support this cause?” Instead, the best way to respond to such results 
is to look within yourself and ask, “What part of me is disconnected 
from my true feelings or desires? Where am I not showing interest 
in my own well-being? What within me is being reflected here?” By 
asking the question, journaling and/or listening to your intuition 
or Divine guidance for the answer, you will be able to “remove the 
spot” in your beliefs so that the results can improve.

I was told by mentors, intuitives, teachers, and others numerous 
times over the past few years that they couldn’t feel my excitement 
and passion in my offerings, that I seemed disconnected from my 
feelings. I went through some humiliating and painful processes in 
group coaching and personal growth seminars trying to heal that 
disconnection – but still, it was there! And my results reflected it.

Eventually, a mentor was brought into my life that helped me open 
my heart once again, and since that time as I reconnected with 
myself, the flow has resumed and I have a waiting list of clients 
wanting to work with me. It has been nothing short of amazing!

I share this with you to encourage you to look at your motives if 
you find yourself skipping around to the various chapters – even 
in this book – looking for the “magic bullet” marketing strategy 
that will get your business or program flowing once-and-for-all. 
No strategy will do that on its own! All of the marketing strategies 
we will explore together can be learned. You don’t need a degree 
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in marketing or even a natural gift in order to use them! But you 
need to set the right foundation within yourself. Hold an attitude 
of curiosity as to whether something within you is inviting you to 
a healing experience, a reconnection to yourself and your true 
work, before any marketing or community outreach can have an 
optimum effect. 

What Your Mindful Marketing System Should Do

You have likely already experienced a shift to a lighter, more joyful 
way of being simply by clarifying your Inspirational Message and 
how to communicate it. But you haven’t seen anything yet! Thanks 
to the power of the Internet, it is easier than ever to build a global 
community around your Inspirational Message and have people 
enrolling in your business or social cause 24 hours a day, seven 
days a week.

During my early years as Founder and Director of Career Coach 
Institute (my worldwide online training company), my husband 
and I decided to move to a small resort town in Arizona. The only 
reason we wanted to move was because it would be a fun, pleasant 
place to live – and having an internet-based business (since he was 
retired) allowed us to do that! We lived there five years, and the 
business grew rapidly each year in revenue and following, thanks 
in large part to our Internet presence. I built a mid-six-figure 
business, with students and followers in 37 countries around the 
world and a staff of 15, from my home office in that small Arizona 
town – and had no students or clients in Arizona at all! That is the 
magic of having a Mindful Marketing System that can allow you to 
live where you choose, connect with people around the world, and 
share your Inspirational Message with many times more people 
than physical networking or even live speaking could do on their 
own (although they are important strategies). Don’t feel restricted 
by your geography, no matter where you live!
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Ideally, your Mindful Marketing System should:

the exact Soul-Matched Community members you are best 
suited to reach

customers or community members to you 24/7

-
ate for your Inspirational Message, mode(s) of delivery and 
demographics of your Tribe

of using your services or products or contributing to your 
cause

(e.g., minimal steps, easy buy/donate links online, easy 
access to your staff via telephone and email to get questions 
answered)

and offer a sample before people are asked to buy

-
rienced in your Core Story

Stages of Engagement from suspect to prospect to client to 
evangelist – and clearly communicate how to move to the 
next stage in their relationship with you

multiple channels (teleclasses become physical products, 
donor stories become online testimonials, articles get 
compiled into books or Special Reports, etc.)

-
sion, and more) to interview you as a subject matter expert 
for stories they are working on
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through automated opt-in systems as well as in-person 
contact-gathering methods

message re-creation

be managed with ease, yet be personalized so that the client 
connection is always being strengthened

Purposeful Signature System and Inspirational Message every 
day, virtually eliminating “competition”

As you implement the strategies we will share on your web site, 
online marketing, verbal communication, coaching, and other 
strategies to share your Inspirational Message throughout Phase 
Three, you will inherently achieve these goals.

Five Marketing Strategies to Use

Communicating your Inspirational Message (our new term for 
“value proposition” or “USP”) to your prospective Tribe members 
in such a way that they will want to hire you (if you own a business) 
or donate to your cause (if you run a nonprofit) requires that you 
master one or more of these strategies:

 – Online marketing begins with a 
powerful web site (and ensuring it is not a brochure about 
your business but a connection-generating tool that not 
only attracts people to you but brings them into your 
community). Also important to understand and implement 
are how to build your list, how to maintain and market 
effectively to your list/community, how to use ezines, article 
marketing, video, and audio to reach out to and connect 
with your audience.
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2. Speaking – Nowhere are you more highly seen as an expert 
than when you are speaking on your own or someone else’s 
stage (live or virtual). Thankfully, you now have options such 
as teleclasses and webinars for delivery of your talks (and 
indeed, your services themselves!) with lower risk than live 
speaking presents. But live speaking connects with people’s 
hearts to compel them to donate to your cause or invest 
in your services more powerfully than perhaps any other 
medium.

3. Networking, referral-generation and partnering – 
Reaching out to others at professional conferences and 
networking events, as well as cultivating referrals and 
affiliate or joint venture partners are other marketing strate-
gies that are key in your Mindful Marketing System. Learning 
how to use these appropriately, can expand your business or 
community more quickly than you can do alone – but you 
will need to be selective as to who you partner and network 
with to ensure they are aligned with your vision.

4. Coaching, mentoring or consulting – Working one-on-one 
with people to help them solve the problem you surmounted 
in your Core Story can be not only fulfilling, but financially 
rewarding too. Your style of doing this can vary from an 
open-ended, facilitative coaching approach to guided 
mentoring or advice-giving consulting. Exclusive coaching 
offers such as VIP Days and High-End Mastermind Groups 
are also included here. And even in the not-for-profit setting, 
if you can find ways to mentor people in how to implement 
the solution your foundation is formed to solve, it provides 
yet another way of sharing your Inspirational Message.

5. Writing – The final marketing strategy you will want to 
consider is writing articles, blog posts, books, research 
papers, manifestos, online sales letters, and other written 
materials to communicate your Inspirational Message. I 
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believe nearly every Inspirational Thought Leader should 
write their own book eventually. However, it is presented as a 
later-phase strategy in this book because it requires that your 
Inspirational Message be used with a number of constituents 
– and that you feel confident you have honed it to final form 
– before a book makes sense as a marketing tool.

The most well-known Inspirational Thought Leaders use most, if not 
all, of these five main strategies in their Mindful Marketing System. 
Choose one or two to begin with, and expand your channels of 
communication and connection from there.

Determining Your Marketing Priorities

Throughout Phase Three, we will be discussing a range of marketing 
strategies from which you can choose. And I know chances are 
good that you don’t have a marketing staff on board to help with 
your promotional efforts! Therefore, you will want to set some 
clear priorities as to which marketing tactics to use first, and later, 
based on stated criteria.

Some criteria to use in making this decision include:

one whose results will be apparent over time, as with your ezine

See the Marketing Priorities Checklist in the Integration Guide at 
www.inspirationalthoughtleader.com/guide.html to help develop 
your priorities as you go.



Become An Inspirational Thought Leader136

Tracking Your Results

It is a spiritual principle that what you focus on multiplies, and 
money loves attention! So tracking your results – both in terms of 
overall income or donations as well as the conversion rates and 
enrollment rates for specific campaigns – can cause your results to 
be even larger the next time! Throughout your marketing, you will 
be comparing the results you got with the vision you have – and 
adjusting as you go to improve them.

Tracking also gives you very important information about what is 
working and what is not. It tells you where your new community 
members are coming from, what parts of a marketing campaign created 
the largest results, and which are depleting your precious marketing 
and staff resources because they produce relatively low results. 

The shopping cart system I will be inviting you to use in the next 
chapter – as well as others like it that are more or less sophisticated 
– will do most of the tracking you need for online campaigns. And 
when speaking from a live stage, you know what worked and what 
didn’t by the size of the line of people to buy your program or 
donate to your cause! 

You can choose from “low-tech” methods such as tracking all of the 
activities or “sub-products” which lead to a sale (such as number of 
appointments made, attendees at a webinar preview or brochures 
mailed), actual appointments achieved vs. calls made, etc. on a 
manual checklist. And you should also have some more “high-tech” 
methods such as landing pages (special web pages designed to 
track a specific marketing campaign – more on this in chapter 10), 
web counters, coded advertising, and the like in your toolkit. All of 
these become part of your Marketing Tracking System. 

Now that you have the “birds-eye view” of what your Mindful 
Marketing System needs to do – and the ingredients of it. In the 
next chapter, we get into specifics on how to create your online 
presence in the form of a web site and social media.



How will I structure and 
communicate my 

Inspirational Message 
through my website to draw 

additional followers to me 24/7? 

CHAPTER 10

“The mind is a magnet and 
attracts whatever corresponds to its ruling state.” 

~ Raymond Holliwell

When I began working as a consultant, speaker and author, the 
Internet did not yet exist (at least not for public use). What an 

opportunity we Inspirational Thought Leaders have now to reach 
out to people around the world through the World Wide Web – and 
touch them with our Inspirational Message. I never know when I 
open my email each morning where the messages will be coming 
from – and it is fun to feel connected to people from countries I 
have yet to visit!

The Internet allows you to use leverage (as we discussed in chapter 7) 
to an even greater extent than ever, since your web site can be working 
for you, attracting and converting customers or supporters 24 hours 
per day, seven days per week – even while you are sleeping!

However, beginning the process of launching your web site can be 
overwhelming. And there is definitely an effective and a non-effec-
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tive way to structure your site as an Inspirational Thought Leader! 
It, like everything else in your marketing and media approach, must 
connect with the prospect quickly, communicate your Inspirational 
Message powerfully, and create a compelling desire to buy from/
donate to you in a short amount of time. (The average web site 
visitor takes just 1/20th of a second to decide whether to stay on 
the site!) As you will see, there are many parts to this process, all of 
which must be compatible with each other. 

Your Web Site

Think of your web site as a kind of “online marketing symphony” 
in which every instrument is important to the overall performance. 
The web site elements of domain name, logo, “look and feel,” 
navigation, shopping cart/payment links, web copy, search engine 
optimization, mailing list management program, video, and page/
program titles all play a role in creating a web site that creates the 
right platform for your Inspirational Thought Leadership.

Domain Name

You should have already chosen a domain name (or URL) that 
you plan to use from your work in designing your Purposeful 
Signature System in chapter 5. It should clearly speak to the 
benefit of your work – not just what you do (e.g., Amy’s www.
starinyourownlifestory.com versus www.amylifecoaching.com). 
And you should be able to purchase (and already own by now) 
the .com version of your chosen name. If that is not available, keep 
looking until you find one where you can buy the .com! 

In addition to registering the domain name with the online WHOIS 
database, also plan to register it as a trademark with the U.S. Patent 
and Trademark Office. You may even wish to register it as your 
business name with the state or other jurisdiction where you live, 
unless a more general name serves you better for the business 
name. (For example, my legal business name is Marcia Bench 
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Enterprises, LLC, but I have each of my Purposeful Signature Systems 
and divisions named to denote their content, and they are in turn 
assumed business names of my LLC.) See your business attorney 
regarding the best legal structure for your business or foundation.

Logo

Your web site will be linked with a logo that communicates visually 
the essence of your Inspirational Message. You may already know 
what images you want to incorporate into your logo, but if not, sit 
quietly in a meditative space and ask your inner guidance, “what 
images, colors, font styles or other visual elements best represent 
my Inspirational Message?” 

Simplicity is often best here – and sometimes something that 
hints at an image is more powerful than the object itself – e.g., an 
abstract suggestion of a wing could represent a bird, or a yellow 
swish could represent a lighthouse. 

You will likely need to enlist the services of a graphic designer for 
both your logo and your overall web site. See our Million Dollar Re- 
source List in the Integration Guide at www.inspirationalthoughtleader.
com/guide.html for suggested providers.

Overall Appearance and “Look and Feel”

Next, you will need to decide what kind of “look and feel” you 
want to convey through your web site. And this, of course, requires 
knowing not only your Inspirational Message, but your Tribe. Are 
the people in your community:

professionals or web designers)

(e.g., artists)? 
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formats (e.g., executives, accountants)?

To begin developing an idea of the “look” you want for your site, 
begin surfing the Internet and note the URL’s (web addresses) of 
sites that have a look you like – and that you think would appeal to 
your Tribe. Also, visit sites that are commonly used by your Tribe, 
whether of leading companies in that industry, or professional 
associations that serve the industry. Be as objective as you can: 
what do you notice? Write down the URL’s of these sites for your 
designer’s reference. A picture is truly worth a thousand words 
(and can often save you thousands of dollars in wasted design 
time too!) here.

Once you have some general ideas, you may wish to visit a template 
site such as www.thetemplatestore.com or www.templatemonster.
com - or your designer may have a portfolio of web sites they have 
designed on their site to peruse as well. 

Wordpress or HTML?

One decision you will need to make here is whether to use a 
Wordpress (or blog) style web site, or a standard (“static”) html site. 
Generally, html sites have greater capacity for customization, but 
unless they are updated frequently they will not rank as high when 
people are searching for specific terms online as a blog site will.

One benefit of a Wordpress site is that you can post updates to 
the site yourself through the user-friendly administrator platform, 
without the need to invest in any software. So if you expect 
frequent changes, like to be very hands-on with your work, or want 
to economize on your ongoing web design expenses, Wordpress 
is a good option. Most of their templates now include the ability 
to add navigation tabs too, so they look more like traditional web 
sites and are easier to navigate as a result.
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Once you decide on a template, as with other elements of your 
marketing process, I recommend that you obtain the feedback 
of several colleagues or friends on your top three choices before 
finalizing. And the professional opinion of your web designer, if 
any, may also be helpful. 

Navigation Structure

Next, you will need to plan what tabs you want to include in your 
web site to help visitors access the information about your Inspira-
tional Message. This requires that you try to get inside the minds of 
your customers: what will they want to know first, before they go 
further? That should be on your home page – or at least a link to 
that information should appear there. What would be next? What 
are the most important overall topics to feature as “navigation 
tabs,” or basic sections of your web site?

You may wish to draw this out on a piece of paper or arrange and 
rearrange note cards on a table before you begin your design – 
or use Microsoft’s “Smart Art” or flow chart templates to design 
them on your computer. This will also save you money if you use 
a designer, since they often charge based on the number of hours 
they spend – and significant changes in structure can require 
substantial reworking! 

Fig. 10-7 illustrates a navigation plan for a simple site. Only the 
six main headings would show as navigation tabs (home, events, 
services, products, about, contact); the other pages would be 
linked to the main pages within the body of that page:

A basic web site will usually include these sections:

 This is the first page of your web site and it is 
mandatory. It’s also known as the index page. It should clearly 
state what your web site is about. It sometimes includes a 
mission statement and contains links to your “inner” pages. 
Most Inspirational Thought Leaders put a short introductory
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 video here – to give the visitor a taste of their Inspirational 
Message – and invite them to provide their contact informa-
tion to learn more and get the next installment.

 Here you will list any teleseminars, live appear-
ances, events you are speaking at or hosting, or classes you 
have scheduled, linking to a more detailed page that includes 
a full sales letter inviting them to enroll or attend.
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 This page describes your services (whether 
you sell coaching or speaking or training services, or are a 
nonprofi t listing the outreach you do in the community). If 
you have your three levels of services from chapter 7 prepared 
– plus a free gift with subscription (see next chapter) – you 
will link to them here and provide a more detailed page 
describing the levels in detail, with payment links for them 
to purchase and an alternative to contact you for a short 
strategy session/introductory consultation session.

 If you have any physical products such as 
books, CD’s, DVD’s, assessments, or other products, you will 
list them here, with quick links at the top on which the visitor 
can click to get more details.

 Interestingly, the “about” page is least visited 
on most web sites – so we recommend you put it further to 
the right (or bottom) on your navigation sequence. Here, you 
will highlight your Core Story and what your organization is 
all about, both to establish a common connection and cred-
ibility.

 This page includes your contact informa-
tion – or a form through which they can reach you – including 
address, phone number, fax, and email – as well as a fi eld or 
checklist for the person to indicate what kind of information 
they want

 If desired, also 
include a section or page for free information – your articles, 
recommended resources, etc. – that will be of value and 
interest to your Tribe. Search engines love content, so if you 
continue to add to this, it will help your rankings.

Each of these typically constitutes a navigation tab, which you 
can place at the left side of your site and/or the top or bottom. 
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Generally, you should have no more than six or eight main naviga-
tion tabs; you can include hyperlinks to other related pages within 
that actual page once the visitor arrives there.

Opt-in Box

We will discuss ezines (electronic magazines or newsletters) in the 
next chapter, but it is important as you plan your web site design 
that you have what is called an “opt-in box” on every page of your 
site which gives people the opportunity to become part of your 
community. Remember our Four Stages of Client Engagement in 
chapter 7? Your first-time visitor is a “Suspect,” and the action you 
want them to take is to opt in to your community. It is important not 
to make them search for the way to do this! Visit my site at www.
marciabench.com to see how you can incorporate this into the top 
right corner of the web design, or www.transformationalsuccess.
com to see how it can be added as the right column of your main 
pages. You will offer them your free gift – e.g., Special Report or 
free audio or video – when they opt in. (See chapter 11.)

Web Hosting

To give your web site a home on the Internet, once designed, 
you need a company to “host” it and ensure it reflects the latest 
content you have inputted. Check with your web designer on a 
recommended hosting company that allows adequate volume 
for videos, audios, graphics, and the possibility of multiple sites as 
your organization grows. Also ask what kind of traffic surges – and 
large files such as video training – that your site can handle through 
them, so that you are ready for any big launches you may have!

Shopping Cart, Payment Links and List Management

As soon as you begin to have visitors to your site, you will need a 
way to gather them in one place so you can continue the conversa-
tion with them – and follow up to send them your ezine, tell them 
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about new product releases or events, share trends and tips, and 
otherwise communicate with them.

While many mailing list management programs could fulfill this 
purpose, I recommend you start with www.1shoppingcart.com 
– even if you’re not ready for a shopping cart! – because it not 
only manages your list, but also enables you to create program 
payment (or donation) links, group your list into areas of interest 
depending on what they responded to initially, and even track 
commissions due to your affiliates or joint venture partners later 
on. You can expand the service as your organization grows – but 
if you start out with it, you will not lose contacts you might if you 
had to transfer them in from another service.

You will also need to arrange for a “merchant bank” provider to 
fully utilize the payment links feature of the shopping cart to carry 
your customers’ funds from the Internet to your business or organi-
zational bank account. Our recommended shopping cart provider, 
www.1shoppingcart.com, will recommend merchant banks once 
you register for their service. 

Please complete the Web Site Worksheet in the Integration Guide 
at www.inspirationalthoughtleader.com/guide.html to clarify your 
web site plan.

Your Web Site Copy and Content

The actual content or copy on your web site – and the energy 
behind it – will determine whether or not it will do the job you have 
commissioned it to do: attract and enroll new clients, customers, 
donors or other community members. The energetic aspect to this 
cannot be underestimated! If your web pages look pushy, sleazy or 
unprofessional, people will not stay to read more!

So give some thought to what kind of energy you want your 
pages to communicate: upbeat or sedate, practical or intuitive, 
male or female images and energy, soft-spoken or bold, spiritual 
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or down-to earth. What fonts, images, and words convey that 
energy? Be sure they are infused into everything you (or your 
writer) puts on the pages.

If you are not a natural writer, or do not have extensive experience 
writing marketing materials, you may want to hire a professional 
copywriter to do so. However, you will still need to provide them 
with some key points to include in the copy – and they will likely 
provide a questionnaire for you to complete so they can accurately 
and powerfully communicate what you wish to say.

When writing marketing copy for your web site, it is not enough to 
simply describe your services; you must capture the visitor/prospect 
at the emotional level. What keeps them up at night? What do they 
most want? What would make their life easier? What problems are 
they trying to solve? Build the answers to these questions into your 
headlines and your copy.

Also realize that different personality styles will view your web site 
differently. Some will want highly detailed information; others will 
sense an intuitive “yes” and be ready to commit. You want to design 
for both! Provide a detailed FAQ (Frequently Asked Questions) 
page for those who want detail, and an appealing overview for 
those who don’t. You will want to emphasize benefits in both your 
headlines and in other web copy – benefits that will appeal to all 9 
personality types of the Enneagram.

Regardless of the actual content you use, bear in mind that the 
best web sites balance copy with white space, and use a readable 
font type and size. Page after page of text without any sense of 
design or visual interest will be very unappealing to most visitors.

Develop your content from the customer’s standpoint – imagining 
he/she is sitting in front of you dialoging with you as you write. 
What questions would he/she have? What would delight him/her? 
What objections might he/she have?
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Sales Letters

You will need at least one sales letter on your web site to describe and 
sell virtually any product or service you offer (even your nonprofit 
cause as you solicit donations). A sales letter is used to market and 
sell most professional services and info products online.

The best way to learn how to write sales copy, if you will not be 
hiring it out, is to read a lot of it! Watch how others market, and 
emulate their style until you find your own.

The most important things you need to know as you begin to write 
a sales letter are:

 
livered etc.

to be – as a general rule. They can run 20 to 30 pages in some 
cases. However, as people get busier and scan the Internet 
even more quickly, sales pages featuring a video and a small 
amount of copy generally communicate more effectively 
than a long sales page that takes an hour to read through.

Fig. 10-2 contains a Sales Letter Checklist to help you when you 
write these.

Also be sure to put a copyright notice at the bottom of each of 
your web pages – they are your intellectual property and should 
be protected! Just “Copyright © 2012 [Your Name and/or Your 
Company Name]; All Rights Reserved” is sufficient for protection. If 
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Fig. 10-2: Sales Letter Checklist

Your sales letter must include:

1.	 [optional]	definition	of	audience,	e.g.,	“Attention	
Inspirational	Thought	Leaders,	Consultants	…”

2.	Headline	–	make	it	juicy	and	benefits	oriented, 
use a number if you can (7 secrets, give me 3 
days…	etc.)

3.	Subheadline	–	more	benefits	and	why	they	need	to	
read further

4.	The	copy	itself	(written	or	video)	must	describe,	
illustrate	and	explain:

a.	The	problem/pain

b. Headline showing hope/way out

c. How you solved the problem (or your clients did)

d. First order/buy now button

e.	Imagine	what	it	could	be	like…how	life	will	be	
different when they get your solution

f.	 Testimonial(s)

g.	Results	they	can	expect

h. Order button

i. Features – what they get for their investment

j. Your offer

k.	Testimonial

l. What it costs

m. Order button

n. Guarantee

o. Headline creating urgency
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Fig. 10-2: Sales Letter Checklist (cont.)

p. Bonuses

q. Order button

r.	 Optional	FAQ	(frequently	asked/anticipated	
questions/objections)

s. Final summary and close

t.	 P.S.	(or	more	than	one)

you ever need to sue for copyright infringement, you would then 
need to register the copyright with the Library of Congress, but 
that is not required in other cases for protection to accrue.

Optimizing Your Site
While you will hear the term “optimizing” your web site frequently, 
it means different things to different people. We will briefly 
address a few of the most critical aspects of optimization; your 
web designer will have more detailed knowledge about other 
topics such as JavaScript, how the search engines handle “Flash” 
technology, various document formats, hyperlinks, and the like. In 
addition, our discussion of domain names and copywriting above 
are pertinent to web site optimization as well.

1. Keywords: Think about the last time you searched for 
something on the Internet. You probably typed one or 
more key terms into your favorite search engine and clicked 
“search,” right? Your job as a web designer, or business 
owner contracting for a web site design, is to anticipate what 
keywords people will type so that they will be led to your 
site. There are several ways to discover this. One is to make a 
list of what you think the search criteria would be, then test 
them in Google www.google.com. What sites come up? Are 
they like yours?
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 If they aren’t – or even if they are – also go to your Related 
Providers’ sites. What words are predominant in their site 
titles and text (especially on their home page)? Also look at 
the top three web sites that come up on each major search 
engine when you search for the key words you would like to 
have directed to you.

 You now have some idea of the keywords that may generate 
good levels of “traffic” on the web. Now, it’s time to test 
your hypothesis! Use a keyword analysis site such as www.
wordtracker.com or www.goodkeywords.com or Google 
Suggest to input your desired keywords and any related 
to them and see how many hits those keywords have had 
recently. This covers the entire Internet, so it is great prepa-
ration for a powerful site that has excellent rankings!

 Indeed, some people elect to pay per click for the most 
desirable keywords at www.google.com to ensure high 
rankings. This strategy can quickly get expensive, so use 
with caution!

 The two most important uses of keywords are in your page 
titles, and as a group of “metatags” at the top of each page. 
Your designer can help you select the best words to use 
based on your Inspirational Message.

2. Link popularity: You will want to use any and every means 
to drive people to your web site from other channels. A few 
suggestions for your own efforts to optimize your site in this 
way include:

a. Put your web site in your email signature, linked to 
the home page

b. Link back to your site in any articles, blog posts or 
other online communication you do

c. Be sure your web links are in your social media profiles 
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(see next chapter) and in any posts to Facebook, 
Linkedin or other online platforms

d. Periodically monitor your web traffic on your host’s 
platform (or add Google Analytics to your site for 
more detail) as well as at www.alexa.com to see where 
you rank, where your traffic is coming from, and to 
generate ideas for more traffic generation

Promoting Your Blog Site

If you have created your web site as a blog – or decide to have 
a separate blog to post frequent tips and updates on your area 
of expertise – remember that it is also a tool that can spread 
your message. In addition to posting to your own blog, you can 
comment on posts to others and sign up for their “RSS feed” on 
topics that are of interest to you and your clients. This increases 
your visibility, your web site ranking, and thereby the interest by 
prospective Tribe members and by the media. You can check your 
visibility on sites such as www.technorati.com too.

With your web site or blog in place, you are now ready to use online 
marketing and social media to spread the word. Ready? That is the 
subject of the next chapter.





How can I use online marketing 
and social media 

to spread the word 
and connect with like-minded 

people or companies? 

CHAPTER 11

“Many a small thing has been made large 
by the right kind of advertising.” 

~ Mark Twain

Nothing has revolutionized thought leadership more than the 
Internet. And to claim your place in the market and spread your 

Inspirational Message as you desire, you’ll need to use it well!

I have shared with you how I have built not one but four internet-
based training and coaching businesses using the Internet and 
a home office base (and even working from my RV for a year at 
a time – twice – and from a boat for another year!). So the other 
benefit of using online marketing to you is, as Tim Ferris popular-
ized in The Four-Hour Workweek, a flexible lifestyle which generates 
income for you while you sleep, travel, or relax. It also allows you 
to pre-stage and leverage your Mindful Marketing so that your 
marketing starts fresh with each new prospect and customer, and 
continues at the intervals you have designed. It’s like putting your 
marketing on auto-pilot!

153
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In the previous chapter, you learned that web pages have energy 
– and you need to decide and express the energy that best commu-
nicates your Inspirational Message. Your emails, articles, blog 
posts, social media posts, videos and ezine do too! Be sure that 
your chosen “look and feel” from your web site carries through into 
your online marketing so that all is consistent. The reader will then 
feel comfortable with the consistent language and visual palette, 
removing that distraction so they can focus on your offering.

Some of the online marketing tools you will learn in this chapter 
including building your client/community list, using a special 
report to entice opt-ins, ezines, article marketing, online video, and 
social media.

Building Your Client/Community List

The most valuable asset you have in your business, corporation or 
foundation is your list of prospects, followers, clients and support-
ers. If you are new to Inspirational Thought Leadership, you will 
want to start building your “list” (as we will call it for short), even 
before you launch your first program. That way you have someone 
to launch to once you are ready to do so!

Getting onto your list is the first step someone takes to building a 
relationship that you hope will be long-term, with people who will 
ultimately carry your Inspirational Message into the world too. And 
“high tech high touch” – as predicted in Megatrends in 1980 - is 
more true now than ever. The more you can connect your people 
to each other, through whatever means, the more they will love 
your community. Then stay in front of them regularly. You do not 
need big numbers to get big results!

Here are the steps to building your list:

1. Make Your Plan. 
 First, set your vision. Know who you want to attract to your 

list – and define it as specifically as you can. You should be 
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fairly clear about this now after doing the work to define 
your Tribe of Soul-Matched Community Members in chapter 
6. Also give some thought to how big you want your list to 
become – 1000, 10,000, 100,000 or more? The mailing list 
management service we recommend below, 1shoppingcart, 
is effective for up to 10,000 people; above that you will want 
to move to Infusionsoft or a similar program.

 As an Inspirational Thought Leader, you will also want to ask 
yourself, “What do I want my list to accomplish in the world?” 
That will help you also identify other organizations with 
similar or complimentary goals whose members may want to 
join your list in addition to the initial organization’s list.

 Second, create a container for your list. Just as when you 
set a vision for your business, you need to create a business 
structure to hold and carry out the vision, your list similarly 
needs a container. CAN-SPAM laws make it not only imprac-
tical but actually illegal to send unsolicited bulk email 
through Microsoft Outlook or a similar program. Therefore, 
you need a mailing list management service – and we 
recommend 1shoppingcart (www.1shoppingcart.com) as 
your list management tool (and in this case it will also be the 
shopping cart through which people buy from or donate to 
your company).

 I recommend to many of my clients that they simply post 
a shopping cart-generated opt-in form as the only content 
on a new site under development, saying “Coming Soon: 
[describe your project] – Fill in your name and email here 
to be among the first to get the details.” Doing this not only 
builds anticipation for your launch, but gathers the names 
of interested prospects too!

 If your contacts are currently on stacks of business cards 
or on spreadsheets, you will want to gather them into one 
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spreadsheet to prepare for your launch announcement of 
your company or project. It’s a good idea to start this as 
soon as possible!

 Once your web site is designed, it should include an opt-in 
form on every page of the site. It should have an inviting 
headline (not just “join my list”), should only ask for first name 
and email for maximum conversion, and should include a 
simple privacy policy such as “We promise to never sell, rent, 
trade or share your email with any other organization.” This 
reassures people that it is safe to fill in their information. 

2. Invite people to your list.
 Most people are reluctant to sign up for “yet another 

email list” without a compelling reason. So you will want 
to prepare a Special Report (see next section) or audio or 
video training that is theirs free when they opt in. Have this 
prepared – along with your privacy policy – before you send 
out your invitations.

 CAN-SPAM also prohibits importing a list of email addresses 
into a mailing list management software without the customer 
giving permission a second time (what’s called a “double 
opt-in”) to join your list. This is to prevent further spam email 
– spam now comprises sixty percent of all email sent!

 Your invitations to past clients and contacts can be sent via 
regular email, but it needs to send them to your web site 
(even if it is just an opt-in page right now) to input their 
contact information.

 I encourage my clients to promise (and plan to create) an 
ezine (electronic magazine aka newsletter) for the Tribe. This 
way the prospect knows they will be getting useful infor-
mation, tips, trends, insider secrets, or whatever pertains to 
your cause or business, on a regular basis. Because and ezine 
is sent by email – and the prospect doesn’t know you well 
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yet – it helps to make it more tangible by including a graphic 
of the cover of your ezine or a colorful banner like they will 
see in the ezine on your page (see example at http://www.
marciabench.com/newsletter-signup.html). 

 Once you have the groundwork laid and have sent out initial 
invitations, keep doing it! Here are a few ideas to broaden 
your reach:

http://www.ezinelist-
ing.com, http://www.ezine-dir.com/ )

people to from articles, emails, social media, blog posts, etc.

ezine list too!

meeting or at a trade show booth – or mail physical 
copies to your list for passalong effect

appropriate keywords – consider pay per click if you wish

them feature you:

– With an ad in their ezine

– With a guest article in their ezine

– As a guest on their teleseminar

– As a guest at their event

your bio/URL in box at end!):
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– On your site

– In your ezine

– At article directories (http://www.ezinearticles.com, 
http://www.ideamarketers.com, and announcer lists 
like this: http://tech.groups.yahoo.com/group/aabusi-
ness/ 

– On your blog

Offer a teleclass on your topic

– Invite your existing list

– Have them invite people

– Invite related FB and Linkedin groups

– Consider http://www.seminarannouncer.com/

Start an affiliate program and do co-ventures with them

Do a video on your topic, use youtube and viral marketing 
to promote

Cautiously buy/rent subscriber lists (credible services 
include Info USA, Dunn & Bradstreet)

Be interviewed on relevant radio shows

Do press releases, media interviews

Whenever you speak, put your web site and/or ezine 
address in all of your handouts and give away a free 
subscription to all who desire it 

Using a Special Report to Entice Opt-ins

As an Inspirational Thought Leader, one of your roles is to set the 
bar and foresee trends related to your Inspirational Message. You 
know what works and what doesn’t, the secrets and the pitfalls – 
and to initially communicate this so that people understand the 
message and connect with you, they need to sample you.
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When you go to Baskin & Robins ice cream, they have a little pink 
spoon you can use to sample the flavor you think you want. Up to 
80 percent of people who ask for a sample buy something while 
there (even if not the initial flavor). Use this same principle to let 
your prospect “get their feet wet” by sampling your message 
through a Special Report (or through a video, discussed later in 
this chapter). 

Typically, the Special Report is delivered either as part of a product 
launch or as a “gift with subscription” to incentivize someone to 
sign up for your ezine. (Note that I have pioneered the term “gift 
with subscription” as a softer alternative to the former term “ethical 
bribe” for the Era of Inspiration!)

Another alternative to a Special Report can be a Manifesto, in 
which you make the case in an emotional and compelling way – 
with supporting research – as to why the problem deserves their 
attention, and why your approach to it is the best one.

Outline for a Special Report
This is not a venue to be intellectual and academic! Your goal with 
your Special Report is to connect with the reader – your newest 
prospective new client or supporter! – through your Core Story, 
your insider insights on your area of interest, and your suggestions 
as to what they can do next to stamp out this problem or to solve 
the problem they are facing.

Be sure to include the sections listed in Fig. 11-1 in your Special 
Report – in the order given.

Fill in the Special Report Worksheet in the Integration Guide at 
www.inspirationalthoughtleader.com/guide.html to begin writing 
yours now.

Building Buzz and Traffic with Articles on Your Specialty
One way to increase your visibility, attract new followers and 
strengthen your Inspirational Message and its impact is through 
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Fig. 11-1 Special Report Checklist

•	 Compelling	Headline	(“top	3	mistakes”	or	“Inside	
Secrets”	are	great!)

•	 Introduction/credibility	building

•	 Your	Core	Story	–	a	summary	of	what	happened	to	
you that led you to this cause or solution that will 
draw them in

•	 Three	Main	Points	(the	mistakes,	secrets	or	best	
practices – often three points from your Purposeful 
Signature	System	-	with	examples)

•	 Call	to	Action	–	what	should	they	do	next?

•	 Testimonials	(FTC	Compliant)	–	be	sure	your	testi-
monials are used appropriately, e.g. that they pertain 
to	this	specific	offering,	that	they	don’t	imply	others	
will get identical results, etc.

online articles. And you’ll notice that the strategies you use online 
can also be used interchangeably for even more impact, e.g., you 
can use social networking to direct traffic to your articles, and you 
can use your articles to drive traffic to your social media sites!

Keep in mind that you don’t necessarily have to write these from 
scratch! Write an article for your ezine, then post it to article 
distribution sites such as www.ezinearticles.com and www.
ideamarketers.com. Have an audio transcribed, reformat and put 
that up as an article. Create a case study from a client success, post 
it as an article and also feature it in your ezine. Or once you have 
authored a book, use excerpts from its chapters as articles online 
too. The possibilities are endless!

To structure your article, use the same steps as in the section on 
Special Reports above as a guideline.
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Connecting Through an Ezine

Once someone has said “yes, I want to be part of your community” 
by opting in, one of the ways to keep your name (and your Inspi-
rational Message) in front of them is with an ezine – an electronic 
magazine delivered by email on a specific day of the week.

I have used one – publishing weekly, biweekly or monthly at 
various times – since I began my first coach training business in 
2001, and there is no vehicle like it to regularly connect with your 
Tribe, to announce upcoming events and product releases, and to 
build your list. 

You will want to ask yourself these questions as you begin your ezine:

1. For whom am I writing this ezine? Know your customers, 
and design the format and look to appeal to them (even if 
your customers may desire less sophistication, more or less 
detail, or other things different than you would want!).

2. Who is already writing for this audience? You will want to 
review your Related Providers’ ezines, the features and 
format (html vs. plain text, for example; each has pros and 
cons) and determine what you can offer that they don’t.

3. What will you call it? Name is important, as it furthers your 
brand and must also appeal to your readers/prospects. The 
ezine name should foreshadow or directly communicate 
your Inspirational Message.

4. Where will the content come from? Will you write it yourself, 
or will you draw on article banks, other newsletters, and the 
like? Either is fine, though you will better brand with your 
own information – especially as an Inspirational Thought 
Leader setting the bar for your community! 

5. What sections and features will you include? When you have 
successful results with your clients, ask their permission to 
share the story (even if anonymously) in your newsletter. 
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Will you include (besides your welcome message, which is 
a “must”) tips, resources, a question-and-answer “ask the 
expert” column, content-based articles, a spotlight on one 
of your products or services, or other features? 

6. How frequently will you publish? If the newsletter is provided 
free to your mailing list, “periodically” is sufficient – no 
specific intervals are needed. However, at least every two 
weeks is recommended as your goal – you can begin with 
once a month if you wish. Tuesday, Wednesday or Thursday 
are better dates for publication than other days of the week.

7. How will you distribute it? Email distribution is the cheapest 
and easiest medium of distribution, and perfectly legitimate 
if the people on your mailing list have opted in (signed 
up) to receive it. You may also want the ability to print it 
in hard copy to take a few sets to a speaking engagement 
as a leave-behind as well. Do NOT use Outlook or another 
email service to deliver your ezine, even to a small list to avoid 
CAN-SPAM violations (and the potential of your web site being 
shut down)!

8. Submit a link to your ezine to ezine resource sites such as 
http://www.bestezines.com and http://www.ezine-dir.com/. 

Fig. 11-2 provides a checklist for what to include in your ezine.

Fig. 11-2 Ezine Checklist

•	 Greeting/note	from	the	CEO

•	 Upcoming	events

•	 Recommended	resource

•	 Feature	article	or	customer	success	story
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Your shopping cart program will also track open rates for your 
ezine. We also recommend you use html coding (which makes it 
look prettier and allows for images) instead of plain text for your 
ezine for higher open rates. Industry norms currently indicate that 
approximately 17 percent will open your email – so if your open 
rates are in this range or higher, consider yourself fortunate!

You can apply for an ISSN (International Standard Serial Number) 
for your ezine to give it more credibility through this link: 
http://www.issn.org/ 

Use the Ezine Development Checklist in the Integration Guide at 
www.inspirationalthoughtleader.com/guide.html to help you in 
starting your own ezine.

Using Video/ Youtube
Arguably the most powerful medium available today to share your 
Inspirational Message is online video. Who hasn’t watched the 
video of the child prodigies on the television show “American Idol” 
and other viral videos that swept the Internet? There is no reason 
a touching video about your Inspirational Message can’t become 
just as well known!

Here are just a few of the places you can use video in your on- 
line marketing:

 
tional Message

provide their contact information

outreach events or other real-time offerings

key benefits of an upcoming offering or campaign

way (so people can watch at their convenience)
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of a live presentation

 
your site

client or having them speak into the camera and post that 
video to your site

You do not have to have sophisticated equipment to make perfectly 
adequate videos – you can use a basic digital camcorder, a Flip 
camera, or even a webcam on your computer at the beginning. The 
main point to remember is this: when you are creating videos, your 
goals are to teach and to connect with the viewer. Give them content, 
not fluff. (That content can be taught through a skit or slide show 
or on-screen lecture, but be sure there is an ultimate message they 
get from watching, not just promotion and marketing.)

Later, as you have more funds and your organization requires 
more sophistication, you can have professional videos created 
combining live feed with slides and other special effects. Software 
such as Camtasia can be used to do narrated slide shows as well.

One powerful approach is to post video to your site and then 
re-post it on your blog, on youtube.com, on Google video, and on 
your Facebook page for maximum exposure.

Connecting Through Social Media

Social media has become an essential tool in the Inspirational 
Thought Leader’s marketing toolkit. Most important are Facebook, 
LinkedIn and Twitter for business purposes. 
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Facebook

For your business promotion and community building purposes, 
a “fan page” on Facebook will be best, as there is no limit (as there 
is with a standard Facebook page) to the number of people you 
can have following you. The steps are explained on Facebook: you 
simply choose a category that fits your Inspirational Message and 
business, add a profile picture or logo, add the information that 
describes your cause or business, and then start adding supple-
mental content, images, video and more to make it appealing. 

Once you make it live by publishing it, you will want to update 
it regularly. And you can add a plug-in to your web site or blog 
to constantly update the followers you have and your updates to 
the fan page. You may wish to have your web designer or graphic 
designer create a page that has more sophisticated graphics too.

Whenever you are doing a class or event or outreach, you can 
create a Facebook event on it and invite select people from among 
your followers to it. The “groups” and “notes” functions provided 
added venues to gather your followers and post useful informa-
tion to them.

Frequent status updates that are interesting to your followers are 
more important than length – or even grammar and punctuation! 
This interface is designed to be a place for your Tribe to connect 
more personally with you, and your “fan base” will become eager 
to hear about your next new and exciting offering too!

Linkedin

Linkedin is perhaps the most powerful tool you have to build your 
business! It is more business-focused overall than Facebook is, and 
its users are proven to be better educated and have higher incomes 
than Facebook’s. There are a couple of more steps to be approved 
as a connection with someone on Linkedin – for the protection 
of each of its members and their contact information. It also has 
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added features such as groups, events, “answers,” companies, and 
other options that you can use to both share information, find 
information, and locate prospective community members with 
whom to connect.

You will want to first set up your profile, keeping in mind that 
people will search for keywords to find you – so be sure your 
“title” reflects your Inspirational Message! In addition to posting 
your web site, educational background, professional credentials 
and work history, you can add videos, the books you are reading, 
groups you belong to on Linkedin – and your own group too!

As an Inspirational Thought Leader, you will definitely want to start 
your own Group within that area of the site. You are allowed to 
email to them once every seven days (as of this writing) – and most 
importantly, the Group will be a place to aggregate followers of 
your Inspirational Message. They will not only get connected to 
you, but to each other – and your message can grow with viral 
impact this way! 

Start discussions with a Question – there is a Questions and Answers 
section on Linkedin. Search for similar discussions on other Groups. 
Search for Companies that are in your target industry, and get 
connected to their employees.

See who your growing list of contacts already knows within your 
target industry, the key companies, and the like – and what groups 
they belong to (this will give you ideas of where else you need to 
be present on Linkedin!). The main thing is to get started, and then 
expand your activity as you go. 

Twitter

Twitter is another site that allows people to track you through 
your day and which many find helpful for marketing and relation-
ship building. Here, you are limited to just 140 characters for your 
messages, and most people post a few times throughout the day.
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Now you know how to share your Inspirational Message with people 
around the globe through a variety of online methods. And since 
one of the platforms you will want to build is speaking (in person or 
virtual) to reach them, that is the topic of the next chapter.





How can I use 
verbal communication – 

including speaking and networking – 
to share my 

Inspirational Message? 

CHAPTER 12

“The mediocre teacher tells.  
The good teacher explains.  

The superior teacher demonstrates. 
The great teacher inspires.” 

~ William Arthur Ward 

When Karen and I met, she was working six or seven days a 
week, struggling to find clients – let alone get them to 

commit beyond the first session. She was a highly trained nutrition-
ist, but was spending far too much of her valuable energy doing 
paperwork and wondering when things would get better. I helped 
her define her Purposeful Signature System, create a new web site 
that reflected her unique approach of combining energy, chakras 
and traditional nutrition to create health “from the inside out.” 

I taught her how to bundle her services as a Purposeful Products 
and Services Mix, and she made her first introductory presentation 
at the office she shared. A group of about 25 women attended. 
As Karen shared the startling statistics and common issues her 

169
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audience was struggling with, the solution she had found and how 
they could obtain it, they practically mobbed her at the end of the 
presentation to sign up! Most wanted her highest of the three tiers 
of service, and stayed with her through that 90 days and beyond. 

She made over $7,000 that night – more than she had in several 
months before! She was thrilled…and her business was on its 
way to thriving. (And as a postscript, just a few months later, she 
improved her cash flow and increased her client base so dramati-
cally that she was able to lease her own healing center and contract 
space to other wellness professionals too!)

Karen’s story illustrates the magic that can come from clarifying 
your Inspirational Message, packaging it, and sharing it in a work- 
shop or seminar. It can literally transform your business or founda-
tion – and exponentially increase your community size! What you 
speak with your voice – whether to one other person or to a group – 
expresses the intersection of what’s in your heart and what’s in your 
mind. What do your words (and the related nonverbal body language) 
say about you? Are they congruent with the message you want 
to convey?

You: Professional Speaker?

Speaking is literally one of the top five most lucrative professions 
- as well as the most impactful – because people are influenced so 
significantly by the words they hear. And they are always looking 
for good news and inspiration amidst the challenges of their day-
to-day life!

Speaking can be both an additional profit center for your business 
and an opportunity to build your expert reputation and develop 
referral business. But since most people fear public speaking more 
than death itself (!), it is important to overcome fear to be able to 
take advantage of this outlet. One of the ways to do so is simply to 
learn more about it.
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When my clients are preparing to do their first presentation on 
their Inspirational Message, they often feel somewhat nervous (or 
very nervous!), anticipating the thought of sharing what is most 
near and dear to them. But inevitably, if you follow the Inspirational 
Presentation Checklist and the Worksheet in the Integration Guide 
I am about to share, you will discover that people appreciate your 
candor, they resonate with your passionate cause, and they want 
to join you in it!

Developing Your Speaking Skills

If you are new to public speaking, it is definitely a skill you will want 
to cultivate if you want to be an Inspirational Thought Leader. I 
learned speaking largely by doing it – carefully observing other 
good speakers, then selling everything and taking my ten-month, 
65-city seminar tour around the U.S. with my first book. You can bet 
the 65th seminar was quite an improvement over the first one!

To learn speaking, consider joining a local Toastmasters group – 
which are in every city, hiring a private speech coach, or simply 
becoming more active in your professional association. Attending 
and getting involved with the National Speakers Association 
chapter in your area is also a wonderful place to gain “nuts and 
bolts” tips on not only becoming a successful speaker, but 
marketing yourself too. 

Venues to Use Your Speaking Skills

You can use your new or well-honed speaking skills in multiple 
venues as you develop confidence and experience, and overcome 
your fear of speaking (if any) through practice. The outlets include 
teleseminars, webinars, guest keynotes, live workshops, and 
multi-day events, among others. 

Regardless of whether you speak virtually (teleseminar, webinar or 
video) or live (keynote, workshop or event), the structure of your 
talk will be very similar. (Multiple day events are simply a series of 
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talks organized much the same way we will explain below, and are 
covered in more depth in chapter 21.)

You already have the foundation of your talk: your Inspirational 
Message and the embedded Purposeful Signature System! Each 
talk you do, each article and report you write, each class you teach, 
and each coaching, mentoring or other group you offer will be 
based on that same core theme.

Let’s look at an example. In this book, you’re learning my Inspira-
tional Thought Leader System. Here are several ways I could use 
this content (and likely will!) in speaking venues:

at my web site

System to lead into coaching

one or two training videos from me each month for a set 
monthly fee

Expert in Your Subject – with Inspiration and Heart”

Into Your Gifts as an Inspirational Thought Leader Now”

-
rational Thought Leader Now and Change the World With 
Your Gifts”

You can speak on one element of your Purposeful Signature 
System, as in the second bullet above, or do a talk on the whole 
system, as the last three bullets do. (And that isn’t even consider-
ing the written products, coaching groups, multimedia online/
home study kits, and other media into which we could develop the 
same message!)
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Structuring Your Speech 

Remember, the goal of any speech, preview class, video or 
workshop you do is to create desire in the attendees so they want 
to join your community, support your cause, or attend your paid 
series or event. “Give them the sizzle, not the steak,” meaning you 
focus primarily on the “what” but not the “how” – the “how” to 
do what you speak on is what you get paid for! This is a fine art 
that you will need to cultivate to balance appropriately – especially 
when the purpose of your talk is a marketing one leading into paid 
coaching or classes or other opportunity.

Plan on about five to ten minutes for welcome/intro, ten to fifteen 
minutes per main point, and five to ten minutes for closing. We 
recommend that you do not take questions during the call/preview, 
but handle them in individual follow-up calls or at the back of the 
room at your order table if in person.

To plan the content of your talk, use the Inspirational Presentation 
Checklist in Fig. 12-1 (and notice how it resembles the outline of 
your Special Report and articles in the previous chapter!).

Teleseminars

Teleseminars, or classes taught by phone over a free conference 
line called a “bridge” line, are a cost-effective way to reach a wide-
spread audience with your content. They are also a low-risk way to 
get started!

They are relatively simple to organize, require no fancy software to 
produce (as opposed to webinars) and can be highly effective. And 
if you record them, they can be “time shifted” so the listener can 
listen at his/her convenience too.

If you plan to teach a virtual class (such as we do in my coach 
training programs – several weeks of 60- or 90-minute telesemi-
nars), you will want to use a sample preview call to give people 
initial information and to foreshadow the benefits they will get by 
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Fig. 12-1 Inspirational Presentation Checklist

1. Design a catchy title that communicates your Inspira-
tional	Message,	is	benefits-oriented,	and	ideally	uses	
a	number	if	possible	(“7	secrets	to…”	or	“5	common	
myths”	or	“the	untold	story	about…”	for	example).	

2. Begin with an introduction, usually a portion of your Core 
Story	and/or	some	statements	that	build	credibility	with	
the audience (e.g., number of clients you have worked 
with, geographic scope of your community, credentials 
if	relevant,	etc.;	and	as	part	of	your	intro,	share	that	“I’ll	
just be able to give you a taste tonight but will share 
other	resources	as	appropriate	along	the	way,	ok?”

3. Body of your talk:

a. Point 1:
•	 Pain/why	it’s	important
•	 Promise/what’s	possible
•	 Proof/story	or	example
•	 Preview	–	what’s	coming	later	[in	your	offer]	related	

to this

b. Point 2:
•	 Pain/why	it’s	important
•	 Promise/what’s	possible
•	 Proof/story	or	example
•	 Preview	–	what’s	coming	later	[in	your	offer]	related	

to this

c. Point 3:
•	 Pain/why	it’s	important
•	 Promise/what’s	possible
•	 Proof/story	or	example
•	 Preview	–	what’s	coming	later	[in	your	offer]	related	

to this



175CHAPTER 12

Fig. 12-1 Inspirational Presentation Checklist

4. Close with call to action: what do you want them 
to	do	next?		Fill	out	the	forms	you	are	distribut-
ing (or on your web site) to donate? Call you for 
a	complimentary	intro	session?	Go	to	a	specific	
web page and enroll in a class?  (In this case, 
it’s best to actually give them a verbal tour of the 
class	on	the	preview	call,	or	explain	it	with	slides	
if in person).  If they need something in their 
hands to follow your directions, be sure to tell 
them that in advance, or pass out forms or cards 
that	they	can	use,	along	with	a	pen	to	write	with!

investing in your paid event. And while this requires several steps 
of preparation, it will become a comfortable rhythm over time.

There are four steps to successfully running, filling and converting 
prospects from a teleseminar:

1. Prepare

2. Promote

3. Present

4. Productize

1. Preparing for Your Teleseminar
 Before you even begin inviting people to your teleseminars, 

you will have to have several services and pages on your 
web site in place:

-
rational Message, using the Inspirational Presentation 
Checklist in Fig. 12-1)
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in the Million Dollar Resource List in the Integration Guide 
at www.inspirationalthoughtleader.com/guide.html) and, 
depending on which you choose, you may also need 
a software program to record the call (such as Audio 
Acrobat) or a program to convert it to the mp3 format 

means of online payment to collect tuition from people 
who want to enroll.

www.1shoppingcart.com) 

-
sizing benefits the participant will gain by attending (this 
can be quite short)

www.1shoppingcart.com) to put 
on the preview web page so that interested prospects can 
register and be collected into one group for follow-up 
purposes. (Note that this is a different opt-in form than 
the one you use for your ezine.)

taken once they register, that includes the number to call, 
date and time. 

you are previewing on the teleseminar

paid program, event or product that thanks them for 
their purchase and gives them any relevant details

 Refer to the tips on copywriting and sales letters in chapter 
10 for help with your pages.

2. Promoting Your Teleseminar
 About two to four weeks before your call, start to drop hints 
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– but not specific details – that something big is coming.

 Then, about ten to fourteen days before your call, you will 
begin promoting in earnest. Don’t forget to invite your 
affiliates, joint venture partners if any, clients and others that 
may be willing to spread the word about your call.

 Use a compelling subject line on each email you send – its 
goal is to get them to open the email, then you will want to 
load up the email itself with benefits too. Get creative! And 
don’t hesitate to use a short video – either by itself or at the 
top of a sales page – to promote your call (and later, your 
course or event). 

 Email your list at least every few days until the last four days, 
then daily – even twice the last day – building the sense of 
urgency and desire to attend. Use bracketed subheadings 
so they can sort through what each email is about, e.g., 
[YOUR PROGRAM Attendees] [Teleseries] [YOUR PROGRAM 
Affiliates] etc.

 You will also get better results if you use the shopping cart’s 
code that inserts the person’s first name into the email, both 
subject line and body.

 Also use Facebook, Linkedin and Twitter posts to build 
urgency and spread the word. Optional: create a Facebook 
and/or Linkedin event and invite your followers that way too.

 On the last day, also send a reminder email to just the group 
of attendees who have signed up for your teleseminar (which 
1shoppingcart keeps in a separate “autoresponder” group), 
giving them the call information gain – and keep marketing 
up to the time you start. 

3. Presenting Your Teleseminar
 When presenting a teleseminar, you will have to adjust to the 

feeling of isolation of just you standing in your office with a 
headset, talking to people on the phone line! A tip for your 
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first teleseminar is to have a friend or colleague interview 
you on your topic, so it is more like a live conversation.

 Hold the call, making sure you control the bridge line to keep 
the sound clear for all. Your bridge line provider will have 
guidelines to follow. I recommend you keep the participants 
muted during a preview call and take questions via email 
in the days that follow, although in a paid class the line will 
usually be open for interaction at least part of the time. 

 Follow the outline in the Inspirational Presentation Checklist 
in Fig. 12-1.

 Important: be sure to include on your preview a “fast action,” 
tonight only discount, bonus or incentive – e.g., an extra 
session with you, a special gift from a JV partner, an audio 
you have just created, or something similar – if they sign up 
that night. You can have preferred “early bird” pricing going 
longer than that night, but give the extra incentive and 
urgency of a “just in time” bonus. Tell them the number of 
people you are limiting this to, that early bird pricing expires 
in 5 days, whatever creates that sense of “I had better act 
now to get in on this.”

 Despite all of these incentives, typically only a small number 
of people will sign up right on the call. Don’t be discour-
aged! They will need additional time to process what you 
have shared, and perhaps to arrange their finances to buy 
the product, donate to the cause, or invest in the program 
you are offering. Therefore, within 24 hours of the call, be 
sure to send a follow-up email to those registered for the 
call. Many will not attend the live call despite having interest 
in your content – attendance rates are typically about 20 to 
25 percent of registrants. Continue sending emails every 
few days to this focused list to remind them of key deadlines 
such as early bird pricing, a payment plan ending, etc. Also 
use Facebook, Twitter etc. to keep promoting.
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 Once you announce the paid offering, you can tell your full 
list about it too – but require that they provide their name 
and email at your preview opt-in page (now changed so that 
they get the audio mp3, not the call information), and more 
will want to listen to the preview audio.

 Follow up by phone with as many attendees as you (or your 
staff) can to answer their questions and enroll them by 
phone. Then, when it’s time, start your paid class!

4. Productizing Your Teleseminar
 After you have taught a teleseries (series of teleseminars), 

you can realize additional revenue and reach more people 
by bundling the recordings with transcripts of the classes 
into a home study kit or online course which you sell at the 
same price point as the live teleseries. Some Inspirational 
Thought Leaders also offer “implementation classes,” 
in which they require participants to listen to a module 
from a prior teleseminar before a live session, and in the 
live session they coach, mentor and answer participants’ 
questions. These can be priced even higher than the initial 
offering, since participants are getting greater access to your 
expertise (e.g., teleseries for $997, implementation class for 
$1997 to $2497).

Webinars
The guidelines in the previous section for teleseminars apply 
equally to webinars, with three exceptions:

1.  You will use the webinar provider’s software (e.g., gotomeet-
ing.com) to hold the session and its content, 

2. The webinar provider’s software will generate automatic 
reminder notices to the attendees

3. The webinar provider’s software will record the session – if 
you record it – for you to retrieve



Become An Inspirational Thought Leader180

The primary benefit of a webinar is that it provides something 
for listeners to see (slides or video) while they listen, which can 
sustain interest more easily. The drawback for you as the presenter 
is it takes much more preparation to do slides and manage the 
webinar platform in addition to delivering your content, especially 
if you are new to speaking on virtual platforms.

One of the most accessible webinar platforms for Inspirational 
Thought Leaders to use is gotomeeting.com. 

Guest Keynotes

Professional speakers earn from $1000 to over $100,000 (for celeb-
rities) for a one-hour or one-day program! To obtain this kind of 
opportunity, you will need to have an online media kit on your 
web site, including video of you speaking to another group. You 
may want to have an assistant help you identify opportunities to 
respond to requests for proposals or calls for presentation in groups 
where your Tribe is in attendance, as well as larger conferences and 
events that are seeking an inspirational opening or closing keynote 
speaker. (These are great opportunities to sell your books, once 
you have written them – see chapter 20.) 

Speakers’ groups on Linkedin, on the web sites of trade associations 
that serve your Tribe’s industry, and sites such as speakermatch.
com are all useful to find keynote speaking opportunities.

Once you gain some experience, you may want to use a speakers 
bureau to schedule engagements for you. They collect a percent-
age of your speaking fee as their compensation.

Live Workshops

You can also use your expertise to present workshops, to teach 
classes at a local college, to speak at a service club or professional 
association meeting, or to provide a training program on-site at 
one of your client businesses. 
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Unless you are already known among your Tribe, we recommend 
that you arrange to be sponsored by a trade association, corpora-
tion, or other organization for your presentation. This costs you 
nothing and gives you the credibility of the sponsor’s reputation 
as well as these benefits: 

(mailings, advertising, room rental, any food served, etc.)

equipment, arranging room set-up, registration, etc.)

the sponsor organization

To find a sponsor, ask “Whose customers or clients would benefit 
from my topic/area of expertise?” 

Example: health care consultant using hospital as sponsor

Once you have clarified your topic idea, simply add exercises, 
in-person “hot seat” style coaching, and other activities to flesh 
your core talk into a workshop lasting from one to several days.

And in your own workshops – as well as any handouts you distrib-
ute at guest keynotes or other events – be sure your name, address, 
email and phone number appear on each page you distribute!. 
Microsoft Power Point is a wonderful tool for this – you create slides 
which can be used as overheads or in an electronic presentation 
driven by your computer, and the program also allows you to print 
those slides as handouts, with space for notes next to them, for 
the attendees.

Then follow a similar protocol to inviting people to a teleseminar 
– perhaps supplemented by in-person networking or direct mail – 
and have fun delivering your workshop!

Be sure to visit the Integration Guide at www.inspirationalthought
leader.com/guide.html to complete the Inspirational Presentation 
Worksheet and prepare your live or virtual presentation. 
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In chapter 20, we will discuss how to host your own live multi-day 
events and do media interviews, both advanced strategies that 
can cause a huge leap in your Inspirational Thought Leadership 
once you are ready.

Strategic Networking

One of the best ways to build your community and attract followers 
is through networking – but you need to be selective and strategic 
to avoid wasting time, money, and valuable energy in fruitless 
contacts or uninteresting meetings.

Think in terms of where the people that fit the definition of your 
Tribe are gathering – and plan to be there to meet them! (E.g., a 
coach attending a meeting of other coaches is not doing strategic 
networking, but spending time with colleagues – unless coaches 
are his/her Soul-Matched Clients!; strategic networking would be 
attending a meeting of engineers or graphic designers or women 
executives, if that were the Tribe definition.)

And to turbo-charge your strategic networking, also volunteer for 
boards and committees in the organizations your Tribe attends. 
Nothing speaks thought leadership better than being a leader in 
their professional association!

Some other tips for strategic networking include:

gatherings of your tribe’s trade association locally. Seek out 
the three most influential people in the room…and connect 
with them both at the meeting and afterward for coffee or 
lunch. 

industry leaders or heads of your Tribe’s trade associations – 
introduce you to others meeting the definition of your Tribe.

conferences, apply to present a workshop (the document 
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will be called an RFP – request for proposals – or request 
for workshop presentations, and usually comes out three 
to twelve months in advance). Plan your workshop to lead 
naturally into a call to action to sample your services.

groups, you can also form your own group of networking 
colleagues who share leads with each other regularly. Consis-
tency is key to success, so you would plan to meet weekly 
or biweekly and give incentives for providing leads to each 
other in that context.

know more before you meet, and if you haven’t connected 
online before you meet, request to connect with them 
afterward. Join the Linkedin Groups they belong to also.

meet, and they will want to reciprocate with similar contacts 
and information for you.

person, and you will soon become known as the go-to expert 
in your market.

Now you understand how you can use speaking – in person or 
virtually – and networking to build your community of Soul-Matched 
Clients or Constituents. Yet another method to deliver your services 
is individual services, which is the topic of the next chapter.





How can I use coaching, 
mentoring, and consulting 

to guide others in implementing 
my Inspirational Message? 

CHAPTER 13

“Do not wait for leaders; 
do it alone, person to person.” 

~ Mother Teresa 

To be an Inspirational Thought Leader is to be sought out for help 
in your area of expertise. My consulting business started more 

than 25 years ago when people in my seminars and workshops 
asked me for one-on-one sessions to help them apply what we 
had covered.

Whether you use coaching, mentoring or consulting as your meth-
odology, individual or small group services can be yet another 
element of your Purposeful Products and Services Mix as well as 
another revenue stream for your transformational business or 
foundation. All that people are looking for is individual help in 
putting your solution to work in their own life or business – and 
you already know how to do that! What you may not know is 
specifically how to structure coaching, mentoring or consulting – 
and how the three differ from each other. 

185
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Distinctions Between Coaching, Mentoring and Consulting

Each of these ways of working with individuals are similar in the 
sense that they are intended to facilitate change and progress. 
However, they vary in their definition and, importantly, their degree 
of directedness:

Coaching is an interactive process of exploring client behavior, 
beliefs and identity—leading to effective action—in which the 
coach acts as both a catalyst and facilitator of individual and, 
in turn, organizational development and transformation 
[source: adapted from Marcia Bench, Career Coaching: An 
Insider’s Guide]

Mentoring normally consists of teaching, giving feedback, 
coaching on the job, counseling through change, and structuring 
ongoing contact over a designated time period [source: Great 
Circle Learning, “Mentoring for Performance Improvement” 
http://www.gclearning.com/]

Consulting is defined as providing advice based on one’s subject 
matter expertise, as well as performing analysis, writing reports, 
and making recommendations.

Fig. 13-1 compares these three skills on a continuum of directedness:

Fig. 13-1: Comparing Helping Roles

One of the factors that will help you decide which type of individual 
services is best for you is whether you prefer to advise people – as 
consultants do – or to engage in more of an open-ended facilitation 
and discovery process – as coaches do. I find that both can work well, 
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depending on the setting. And my “curriculum-based coaching” 
approach (explained below) blends coaching and consulting in an 
exciting way that gets stellar results for my clients.

Coaching vs. Consulting

The simplest way to distinguish coaching from consulting is this: 
coaching focuses on asking the right questions, while consulting 
focuses on providing the right answers. Coaching and consulting 
can overlap, but they are not synonymous. Consultants are subject 
matter experts in a specific topic area and are paid to provide 
advice, do analyses, write reports, and make recommendations 
within that subject area. Consultants typically have business expe-
rience and/or education in a client’s business or in the discipline 
about which they are consulting (marketing, operations efficiency, 
etc.). Coaches, on the other hand, need not have had experience 
in the client’s business at all. The primary experience they need is 
training and in coaching using an articulated model that leads to 
clients obtaining their desired results. 

Coaching vs. Mentoring

Mentoring is a related skill to coaching that nevertheless can 
be distinguished in several ways. Mentoring—which usually 
involves passing information or knowledge from the mentor to 
the mentee—is somewhat more directive than coaching. However, 
because the ultimate goal is to help mentees act independently, 
the mentor may use coaching techniques and questions to help 
mentees think for themselves about the skills or situations at issue.

Curriculum-Based Coaching

My preference in working with clients is to have a proposed agenda 
for the number of sessions we plan to do together, always subject 
to change if a more urgent issue arises. This has benefits both 
for client and coach. You as the coach benefit because you have 
a predictable process (based on your Inspirational Message) to 
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take clients through – which minimizes stress and smooths client 
progress. You also benefit by being able to present your services 
in a way that sounds more tangible, of greater value, and with 
specific results and benchmarks (hint: they parallel your PSS steps!), 
as opposed to a certain number of dollars per session, presented in 
an open-ended way as many coaches do.

The client or prospect benefits in that they feel more comfortable 
with the process since it is proven and predictable. It has instant 
credibility with them as you explain how it has emerged through 
a combination of your own experience and that of other clients 
you have worked with who faced similar issues. Therefore, they 
are more likely to buy – especially if you give them three levels 
to choose from as we suggested in chapter 7 – so the benefit 
flows right back to you as your revenue and conversion rate from 
prospect to client increases.

A nonprofit organization may find that it can offer mentoring to the 
beneficiaries of its services as another way of carrying its message 
forward. For example, if a foundation is dedicated to literacy in 
Africa, mentoring of native people there could be another way of 
helping them achieve basic literacy, in addition to funding outreach 
and teaching classes. 

If you do decide to offer coaching services, it is highly recom-
mended that you complete a coach training program in order to 
master the unique skills of coaching. I can tell you from personal 
experience that they are quite different from consulting, and take 
some practice to develop! (See Million Dollar Resource List in the 
Integration Guide at www.inspirationalthoughtleader.com/guide.
html for coach training programs we recommend.)

Models for Delivering Your Individual and 
Small Group Services
The traditional model of delivering coaching was to make appoint-
ments with individuals, a half hour or more in length, and spend 
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the time strictly with them one-on-one. This approach has its 
drawbacks, in that your income is limited to the number of hours in 
the day – and you can get tired coaching this way! (Client turnover 
is more frequent too.) For this reason, we recommend packaging 
at a minimum, and various kinds of group coaching at best, as the 
structure to deliver your services.

There are at least six models for delivering individual services in 
the Era of Inspiration: 

1. Packaging one-on-one coaching with collateral products 
and services: While individual coaching sessions alone do 
not create a high-income, high-profit business, it can be an 
appropriate element of your services if packaged along with 
other related products and services. Frequency and length 
of sessions can be determined by you, with the norm being 
three to four sessions monthly, 30 minutes each. Amy has a 
great example of this in delivering her services, combining 
coaching with bonus admission to her teleseminar and a 
copy of her book: www.starinyourownlifestory.com 

2. Membership community: Once you have identified your 
Inspirational Message and use it as the centerpiece of your 
marketing and services creation strategy, you will essentially 
be involved in attracting and gathering a community around 
a common theme. Why not set it up as a community they can 
join for a set monthly fee (which generates recurring income 
for you too)? They get to connect with people of like mind 
and common interest, and you can provide a free forum, 
bulletin board or discussion group (e.g., googlegroups or 
yahoogroups) where they can exchange ideas and support 
each other. You can offer a monthly information coaching 
call, just-in-time coaching with a coaching gym (see below) 
and other features. Membership site fees range from $10 
per month and up. Your shopping cart can be set up for 
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automatic recurring monthly billing, so once someone has 
joined, there is no need to manually manage charging them 
the monthly recurring fees. You might consider making the 
community free to begin with and then introduce a fee once 
the value is firmly established.

3. Group coaching: One way to leverage your time as well as 
to provide coaching to clients in groups (via teleconference 
or in person), which has the added benefit of the group 
starting to coach and provide resources to each other, in 
addition to what you share. To do this, you would announce 
the availability of a coaching group and a start date, along 
with the issues the group will focus on (tying into areas of 
pain or challenge you know are shared by your Tribe ). 

 Each week, a different person in the group gets to be on the 
“hot seat” and be coached by you on an issue of their choice. 
The rest of the group listens in (and may provide input and 
ideas at a designated time if you wish) and benefits vicari-
ously by listening. 

 As 
you become more confident in your coaching skills, your 
sessions can become shorter, allowing you to earn increas-
ingly high fees for each hour you coach. Laser sessions of 5, 
10 or another number of minutes shorter than the standard 
30-minute session can be packaged along with a paid 
teleseminar series, a career direction discovery course, or 
similar services you offer. I make three two-hour time slots 
available once a month during some of my programs and 
clients call in on a first come, first served basis.

5. Month-by-month renewable (potentially lifetime) 
contract: Instead of simply offering your client a standard 
90-day coaching package as most coaches do, consider 
making the coaching engagement open-ended. After all, 
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when you establish a relationship with a physician, there is 
no expiration date for it (unless you decide his/her services 
no longer meet your needs of course). Why should Inspira-
tional Thought Leaders inherently limit the length of their 
engagements by setting up expectations that they will only 
work with the client for 90 days? This is akin to a retainer 
agreement in consulting and law.

6. Mastermind groups: Yet another coaching model is the 
“mastermind group,” a group of people who work with 
you for six months to one year and support each other in 
achieving goals around a common topic. This is an advanced 
strategy discussed in more detail in chapter 21.

Whichever of these models you choose to use, offering some type 
of coaching along with your other services will be of high value to 
your clients. Indeed, since adding coaching as a follow-up to training 
is proven to quadruple the improvements that are implemented, it 
is a powerful combination that shouldn’t be overlooked!

What to Charge for Coaching or Consulting

In determining what you will charge, it may be tempting to 
calculate your hourly rate at your last job and base your fees on 
that amount. That approach does not consider the additional 
overhead costs associated with owning your own business – and 
can put you in a negative cash flow situation before you know it! 
Charging an arbitrary amount – or simply pulling any figure out of 
the air – is not the best way to set your fees!

There is actually a formula for fee-setting that will assure you that 
you can pay yourself what you want to earn from the business, 
meet your business expenses and taxes, and make a profit as 
well. But before we get to that, let’s discuss some recommended 
practices regarding pricing of coaching fees.
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Fee-Setting Guidelines

1. Bill by the month (versus consultants, who charge by the 
hour). A “month” of coaching can consist of either three (if 
you work a three-week month) or four 30- to 45-minute 
sessions over the phone. Some coaches work face-to-face, 
but it is a minority.

2. Request a minimum of a 90-day commitment for the initial 
engagement. If the client’s needs are met before the 90 days 
expires, a pro rata refund is sometimes given, depending on 
the coach’s policies.

3. Do not fall prey to the trap of charging far below market 
fees when you are starting out. It is much too difficult to 
double or triple your fees when you decide you’re ready to 
be “official”! Instead, coach a few people for free while you 
are getting your coach training; then charge at market rates 
once you begin coaching for a fee. Be sure your net income, 
overhead and profit margin are met – but don’t be afraid to 
charge what the market will bear too! Being an Inspirational 
Thought Leader often means charging premium fee levels, 
not beginner level.

4. Make it convenient for clients to pay their fees:

marketing, web design, bookkeeping, etc.)

income per hour 

 
hourly rate
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give prospective clients choices about the services they 
receive – and to increase your conversion/close rate!

See the Integration Guide at www.inspirationalthoughtleader.
com/guide.html for a Fee Setting Formula for Inspirational 
Thought Leaders that will guide you in determining both what 
your working hourly rate is (since most coaches charge in bundles 
and consultants charge project rates) and to play with different 
scenarios – e.g., do you need 24 clients at $1000/month to reach 
your goal, or would you prefer 12 clients at $2000/month?

How To Collect What You Earn

Setting your fees is one thing; collecting them can be another! 
Since coaching is viewed as an intangible service, it is critical that 
you stay very alert to collecting fees for your coaching as you go. 
The following suggestions will help.

using one of the forms provided later and reviewed by your 
attorney.

least the first month’s fee before your first meeting.

for each client. At first, you can use a sheet inside your client’s 
file on which you note the payment date and each com- 
pleted coaching session date. A preferred approach is to use 
– from the outset of your practice – practice management 
software, an email manager, database program or bookkeep-
ing program to generate reminders as to when your clients 
owe you for the next coaching interval, whether ninety days 
or a month. Alternatively, use automatic recurring billing.
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merchant bank processor (or use PayPal www.paypal.com) 
so payment can be made and verified immediately.

to inquire about payment.

both regarding status of account and status of work.

claims or other court to collect balances due.

When And How To Raise Your Fees

Just as with every other aspect of your business, you will want to 
be strategic about raising your fees. Two key factors are how busy 
you are (you want to raise your fees when you’re too busy to keep 
up!) and several timing factors from your clients’ standpoint. 

excellent time to raise your fees. Companies and individuals 
will not find it unusual and will simply take the new fees into 
account in their budgeting in most cases. 

provide at least 30 days (or more) of notice to existing clients. 
Encourage them to prepay and/or commit to future coaching 
and other services before the new rates go into effect – it 
provides an incentive to them and helps your cash flow too!

Our final topic in Phase Three Inspirational Thought Leadership 
is client enrollment aka sales – which is the subject of the next 
chapter.



How will I enroll clients, 
customers or supporters for my 

Inspirational Message 
with Sacred Client Engagement?  

CHAPTER 14

“Stop selling. Start helping.” 
~ Zig Ziglar 

If you’re like many Inspirational Thought Leaders, you are not a 
natural salesperson – and perhaps have been jaded by the “used 

car salesperson” mentality of being pushy and manipulative to 
close a sale. Thankfully, the era of aggressive – even downright 
dishonest – selling tactics has come to an end! 

The customers, constituents or clients that will resonate with your 
message or cause will not tolerate such an approach. So in the 
pages that follow, I’ll share with you a new approach to sales – 
which I call “Sacred Client Engagement” – to bring new followers 
into your community.

The Role of Selling in Inspirational Thought Leadership

Selling follows effective marketing and constitutes the interaction 
(again, direct or indirect/virtual) with a specific individual client/
buyer through which they have the opportunity to purchase or 
donate to your product, service or cause. 

195
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1. Life Purpose 
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3. Purposeful 
Signature 

System 

4. Tribe/ Soul-
Matched 

Community 

5. Purposeful 
Products & 

Services  

6. Mindful 
Marketing 

7. Sacred Client 
Engagement 

8. Leveraged 
Growth and 

Expansion Plan 

Fig. 14-1 Inspirational Message Design Process 

Factor 7 – Sacred Client Engagement 

Ideally, selling will simply be an outgrowth of an authentic conver-
sation with your prospective community member or client. 

Remember, selling is distinguished from marketing in that marketing 
gets you and your off erings in front of the prospective followers, 
whereas selling (or Sacred Client Engagement) is the one-on-one (or 
sometimes one-on-group) discussion about how the off ering applies 
to that customer, and helping them make the commitment to buy or 
donate. We refer to it as “Sacred Client Engagement” because it is 
in fact a sacred act: it is assisting the prospect to commit to him/
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herself and his/her higher growth and expansion through using 
your services or supporting your cause!

If you sell your own skills, you will use your natural customer service 
skills or acquired coaching skills in the questions you ask through-
out the process. After a while, you may choose to delegate this 
function to a sales representative that not only knows how to sell 
in an authentic way, but can communicate your Inspired Message 
in a way that emerges from their own transformation from hearing 
and heeding it. (Note, however, that often Inspirational Thought 
Leaders need to master the best questions to ask, sequence of 
questions, objections and their responses, fi rst, before they can 
delegate that to a salesperson or sales manager.) And to the extent 
you use internet marketing in your business, the sales page and 
follow-up email, video and social media marketing will in many 
cases do the selling for you! Often, when I market my programs, 
I end up having specifi c conversations with only a relatively small 
percentage of the people who end up buying my services, or 
enrolling in my programs, and they have just a few questions to be 
answered before enrolling.

The emerging style of both marketing and sales is a much more 
intimate one, beginning with your Core Story (see chapter 5). 
In this new intimacy-based marketing, the primary objective 
is making a meaningful connection with the prospect – not just 
“closing them,” which was characteristic of the former transaction-
oriented approach. To connect so requires that you be connected 
with yourself fi rst, so that you can share with the prospect from an 
unattached, healthy mindset and energy.

The principle that people by from those they “know, like and 
trust” still applies in the Era of Inspiration. But there is an added 
dimension to the purchasing decision: they not only want to know, 
like and trust you, they want to feel a resonance and connection
with you. They want to know that you will be there for them as 
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long as they want you to, and will continue to delight them with 
new opportunities to interact and contribute. 

The Energy of Sales

Before you can master the mechanics of the sale – and the personali-
ties you will encounter in the process – you need to understand the 
way energy prepares you to sell, determines your result, and stays with 
you even after you have left the conversation with the prospect.

Preparing to sell

I know from personal experience that if you are in any way discon-
nected from your product, service, cause or message, sales will 
dwindle. I began losing interest in the services offered by one of 
my companies after the launch stage (which is the most exciting 
for me, as it is for many entrepreneurs). And as I pondered my 
options, tried to sell it (six different prospective buyers said no), 
and then experimented with offering different services through 
another company. Sales continued to dwindle. There was just 
enough to sustain me and my staff, just enough to hold small 
classes, but not the flow and the upward momentum we had felt 
in the beginning.

The energy of disconnection can also negatively affect sales when 
you are first launching a business or program. You’re still figuring 
things out, perhaps getting the training you need in the skills you 
will be offering, or in how to run your business or foundation. 
You can’t be connected to it if you don’t yet have a full picture of 
what it is and how it will benefit people! And those you attract will 
highlight your areas of greatest uncertainty. That is why, when a 
prospective client approaches me and “just” wants to have help 
with their web site, I inevitably take them back to the foundation 
of what is their purpose, what is their Core Story, what Purposeful 
Signature System naturally flows from it, who is their Tribe, and 
what are the natural bundled offerings comprising their Purposeful 
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Products and Services Mix? Without 100 percent clarity on those 
elements, no web site or marketing campaign or social media blitz 
– or sales conversation – will lead to the results you want.

And what it takes to open up that connection once again can be 
surprising! In both chapters 8 and 15, we explore this in more depth 
– including the principle that since money, sexuality and creativity 
all flow from your second chakra, starting a new creative activity can 
awaken both your financial flow and your sexual expression too!

A few questions to ask yourself to determine if you are energeti-
cally aligned with the product, service, cause or program you are 
about to discuss with a prospect are:

love and feel passionate about this organization? About 
the program, product or service I am selling? (And if not, 
what do I feel passionate about? Is there a way to bring that 
passion into this sales role?)

people who are interested in this product/service/cause? Can 
I communicate it through my Sacred Client Engagement?

excited about getting to do what I do another day? 

family and close friends - and get excited about doing so?

If you cannot answer “yes” to most of these questions, it is time to 
return to chapter 5 and examine – at a personal level – what your life 
purpose and passion really is, and make any needed adjustments!

Energy and Your Sales Results

Each of us is equipped with a very strong “B.S. detector” that 
can sense inauthenticity immediately. So if you go into a sales 
conversation with any hidden agenda, any doubts, any feelings of 
disconnection from your offering, or any fears (e.g., about being 
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rejected, facing financial difficulties if you don’t close this sale, etc.), 
your prospect will sense it right away!

It is said that people buy based on emotion, not on logic. And 
actually, they buy based on their intuition, energetic connection 
and vibrational resonance with you too – all of which are even at a 
deeper subconscious level than emotion. So all the logical expla-
nation in the world – especially if it is an attempt to cover up your 
fear, doubt or insecurity – will not convince the prospect at depth 
that they should say “yes.” 

You have an infinitesimal amount of time to get someone to stay 
on your web site long enough to learn more, and people immedi-
ately form a first impression of you in a phone call, Skype session 
or in-person sales appointment. What impression do you give?

If your primary intention is to “get” the sale – to take something 
from them in a sense – the B.S. detector will pick up on this and say 
“no” (even if they aren’t sure exactly why). Inspirational Thought 
Leaders who are successful in Sacred Client Engagement have 
the primary intention to serve or “give” to the prospect. They ask 
themselves constantly, “How can I best serve this person?” The 
freedom in adopting this attitude of service is that you have a 
genuine desire to connect and be of benefit, the prospect’s B.S. 
detector isn’t activated – so they are engaged in the conversation – 
and you can say, without attachment, “It sounds like our program/ 
our organization is not the right fit for you – let me refer you to x, I 
think they would serve you better.” And you can just as easily say, 
“It sounds like what we offer is a perfect fit, let’s get you enrolled.”

The Eastern principle of nonattachment is as applicable in Sacred 
Client Engagement as it is in meditation. You hold the intention to 
serve, but are not attached to the form it takes. You trust that the 
right people are coming to you, the right people say yes, and that 
for those who say no, there is a higher purpose at work.
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The principle of integrity is also critical for Sacred Client Engage-
ment. You must be true to your own values, purpose, and calling 
for you to authentically enroll others in your community, program 
or cause. Just today I was enrolling a client, and realized I really 
needed to give her four additional sessions for the amount she 
was preparing to invest, so that her program was on par with other 
similarly situated people in my client base – since a special rate 
was being offered to others. She would have bought just the eight 
sessions we were discussing, because she trusts me! But I knew I 
needed to make it a twelve-session program to stay in integrity 
with my values.

The Energy that Stays With You

When your enrollment session ends with someone saying “yes,” you 
will feel good about it – as will they – when you use the authentic 
techniques of Sacred Client Engagement. The excitement you 
feel may carry through one or more days as you float on its 
positive energy. 

Similarly, when someone says no, it can negatively affect your 
emotions and your energy – if you let it. Our message – and the 
forms it takes in the programs, products and services we sell – as 
Inspirational Thought Leaders is much more personal and mean-
ingful to us than a mere widget or impersonal business service is 
to salespeople in other contexts. One thing we all need to learn 
in selling such a personal offering it that when the prospect says 
no, it does not reflect negatively on you. That can be a hard concept 
to swallow!

In The Ultimate Sales Machine, Chet Holmes skillfully points out that 
of any given group of people – even when well qualified - often 
only three percent of them are ready to buy now, six to seven 
percent are open to it, but the remaining ninety percent are really 
not prospective buyers, for various reasons. Wouldn’t it be a shame 
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to take the behavior of that ninety percent personally, when they 
really weren’t prospects to begin with – or just aren’t ready to buy/
donate yet?

Steps in Sacred Client Engagement

If you have built your Inspirational Message and organizational 
foundation well, Sacred Client Engagement will not be difficult. 
People will be approaching you – through referrals of satisfied 
community members, through reading your content online or 
in your book or a trade publication, through hearing you speak 
at an association meeting, talk or seminar, or in the media. They 
are already predisposed to joining your community or buying 
what you are offering – all you have to do is establish (1) that your 
organization really is what it appears to be (i.e., show credibility 
and integrity) and (2) that it is right for them. Showing them the 
options in your Purposeful Products and Services Mix and helping 
them choose which one is best completes the sale – easily and 
effortlessly!

See Fig. 14-2 for the steps in Sacred Client Engagement.

Realize too that objections – reasons the prospect says he/she 
cannot or will not buy – are invitations to continue the conversation. 
By understanding how the various Enneagram types approach a 
buying decision (see next section), you will more easily be able to 
help them overcome those objections and make the commitment 
they really came to make in the first place.

Selling with the 9 Enneagram Personality Types in Mind

The more you can identify what personality type your prospect 
resonates with, the better you can communicate in their “language.” 
Help them see your offer through the lens of their communication 
language, and they will find themselves irresistibly saying “yes” to 
you. Following is a summary of the nine communication languages 
by type, courtesy of my business partner, Steven Eric Connor:
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Fig. 14-2 Sacred Client Engagement Checklist

1. Receive contact or question from prospective client 
(from	ongoing	Mindful	Marketing	campaigns)	

2.	 Schedule	time	to	discuss	options	(make	it	convenient	
for both parties)

3. Request that before the session, prospect has read 
any sales page or other collateral material about the 
company and/or program

4.	 Start	the	meeting	by	stating	that	the	purpose	of	the	
meeting is to get the prospect’s questions answered 
and to determine whether the program, cause or other 
offering	is	a	good	fit	for	them	–	and	at	what	level

5.	 Answer	their	questions	and	respond	to	any	objections

6. Review the three levels of service or support from your 
Purposeful	Products	and	Services	Mix

7. Walk them through the payment process – either take 
credit card information over the phone or (preferred) 
stay on the line as they use your online payment links

8. Congratulate them on making this commitment to 
themselves and/or to the audience your foundation 
serves

9.	 Tell	them	what	next	steps	will	be

10.	Send	a	brief	thank-you	via	email	and	ensure	they	get	
everything they need

– Their communication style is one 
of moralizing, teaching, preaching, judging, lecturing and 
correcting. You will hear them use words such as right/wrong, 
black/white, skeptical, control, orderly, perfect, everything 
has a place. To successfully interact with them, be on time, 
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stay on schedule, ask “what if?” questions, and avoid power 
struggles. Help them find the “right” option for them, and to 
be in control of the process.

 - Their communication style is one of 
complimenting, advising, listening, empathizing, seducing. 
You will hear them use words such as help, nurture, compas-
sion, love, connecting, how can I help? To successfully interact 
with them, never humiliate a Two; never take them for granted 
when they have been generous in doing something for you; 
speak from your own real needs; tell them exactly what you 
want and they will brilliantly figure out how to help you get 
it; use encouragement and approval to move them forward 
into action; “tough love” approach is usually ineffectual.

The Achiever (the Three) - Their communication style is one 
of self-promoting, inspiring, persuading, selling; convincing. 
You will hear them use words such as achieve, get it done, 
“respect me first, like me later,” accountability (do your part), 
looks good, image, efficiency, “I am what I do.” To successfully 
interact with them, appeal to the bottom line, effectiveness, 
image, winning, power and influence with others; demon-
strate commitment and do what you say you’ll do; remember 
that Threes want respect and audience approval far more 
than they want to be personally liked.

 - Their communication style is one 
of melancholy; idealistic; emotional; soulful; dramatic. You 
will hear them use words such as feeling, depth, individual-
ity, what’s unique and special about that, misunderstood, 
creativity, artistic; “how do you feel?” vs. “what do you think?” 
To successfully interact with them, appeal to their creativity, 
self-expression, unique contribution, depth, power, imagina-
tion, intellect, extraordinary feelings; remember they decide 
by searching their feelings and intuition, going deep within, 
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relying on their own instincts and talents and determining 
what’s real and what’s best; never minimize a Four’s feelings; 
don’t try to get them to “lighten up;” cheerleading a Four 
stresses them.

 - Their communication style is one of 
explaining, systematizing, and analyzing. You will hear them 
use words such as think, logic, premise, intellectual depth, 
knowledge, what do I need to know?, understand, credentials, 
agenda (in advance), preparation; no surprises, plan ahead; 
“what do you think?” vs. “how do you feel?” To successfully 
interact with them, appeal to intelligence, scientific method, 
theories, logic, privacy, wisdom, and ideas; don’t appeal to 
feelings, enthusiasm, emotionality, spontaneous impulses, 
conventional thinking, intimidation, immediate responsive-
ness; establish clear structures for meetings; if possible, get 
information to Fives beforehand; tell them in advance who 
will be there, what will happen, what will be asked of them, 
what must be decided.

The Loyalist (the Six) - Their communication style is one of 
questioning, cautioning, doubting, and challenging. You will 
hear them use words such as what’s the risk?, is that safe?, 
doubt, skeptical (re: safety), be equal but not in charge, 
loyalty, anxiety, tough, fear-based To successfully interact 
with them, appeal to preparing for battle, enhancing surviv-
ability, taking calculated risks, what’s really happening under 
the surface, eliminating uncertainty; remember they tend to 
resist new ideas at first; newness involves unforeseeable risks; 
their doubts are a really a projection of their own internal 
issues; be patient; keep your word; demonstrate that you 
mean what you say and have integrity; but don’t expect to 
be trusted immediately; Sixes look for congruence between 
words and actions.
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 – Their communication style is 
one of being talkative, storytelling, speculating, and brain-
storming. You will hear them use words such as options, 
freedom, fun, exciting, love to travel and experience new 
things, no limits, don’t tell me what to do. To successfully 
interact with them, appeal to their sense of adventure and 
opportunity, and plan to carry it through yourself; Sevens 
sign on for the ideas, not the work required to realize them; 
they’ll gladly plan and create with you; align with their dream; 
let them share their vision and enthusiasm; support their 
individuality, experimentation and creativity; Sevens have 
an inner sense of their own capability and high self-esteem; 
they measure themselves against others to keep their sense 
of self alive; positive self-image can be deflated fast by 
negative feedback.

 – Their communication style is 
one of confronting; commanding, controlling, threatening, 
and direct. You will hear them use words such as control, 
take charge, strength, mastery, tough, insensitive at times, 
determined, driven, challenge, and the voice of reason. To 
successfully interact with them, expect to be challenged; 
Eights are not afraid to test your integrity, strength or convic-
tion; don’t try and put the squeeze on them and force a 
decision; this is the Eight’s domain, and they will laugh your 
efforts away; don’t back down and be weak either; they’ll 
protect the noble weak, but are annoyed by anyone they feel 
is a whiner or a wimp; in a vacancy of leadership, an Eight 
won’t hesitate to take charge.

 – Their communication style is 
one of rambling, appeasing, soothing, and can be monoto-
nous. You will hear them use words such as harmony, unity, 
togetherness, team, us/we, chameleon, go with the flow, 
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don’t make waves, peace. To successfully interact with them, 
don’t appeal to competition, one right way, your authority, 
their authority, deadlines, policies, power, taking a stand, 
pressure to choose; Nines need to know exactly what you 
expect of them, what their part is; they also need to know 
how their part is contributing; when they feel valued, they 
can become great performers; Nines also value the relation-
ship with you more than anything; assure them of continuing 
connectedness; then demonstrate it; don’t be controlling or 
domineering, Nines will resist; work towards collaboration.

Upselling, Cross Selling, and Reactivating

Many Inspirational Thought Leaders miss opportunities to increase 
the value of their sale by using these strategies:

 – selling existing customers into the next step 
in their Purposeful Products and Services Mix – or offering 
them another item or program at the time they are already 
purchasing (the best time)

 – selling existing customers in one program 
into another you offer

 – checking in with past customers to see if they 
have current needs you could serve

Don’t miss out on these relatively easy ways to build sales, add 
value, and reconnect with your customer, client or donor. 

Summary of Phase Three of Inspirational Thought Leadership

Thanks to the Internet and virtual media, supplementing the “tried 
and true” in-person speaking and networking methods, sharing 
your Inspirational Message and becoming an Inspirational Thought 
Leader is easier than ever! But the marketplace is also more crowded 
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than ever…so having clarity about your offerings and being aligned 
with your message is critical for your work to stay in the minds and 
on the hearts of your Soul-Matched Community. Next, to be sure 
you don’t get overtaxed in the process of sharing your Inspirational 
Message, we will address self-care and self-management for you as 
an Inspirational Thought Leader.

P H A S E  F O U R



Aligning Your Energy 
and Managing 

Yourself for 
Authentic Success

INSPIRATIONAL THOUGHT LEADERSHIP

P H A S E  F O U R





How do I align myself 
internally and externally, 

clear energy blocks and take 
effective action to move 

most quickly toward my goals?  

CHAPTER 15

“You exist that Divine feeling, fire, imagination and 
creativity may be expressed through you. 

The Spirit comes to you with a new and fresh creativity. 
You need not ask what others have done or how they 
have done it. Be yourself and express life as you find it. 

Never imitate. Trust the self. 
Find the self in God and God in the self.” 

~ Ernest Holmes 

The work that you are called to do as an Inspirational Thought 
Leader is about much more than tactics, strategies and bottom-

line results. It is about having a transformational impact in the 
world – and that requires not only that you do the right things, 
but that you be the right kind of person for the task too. And the 
good news is, the right kind of person is who you authentically are 
anyway – it may just need to be brought into clearer focus for you 
to be your most impactful in sharing your Inspirational Message!

For this reason, what I am sharing with you throughout this book 
is a carefully woven blend of mindset and marketing, spirit and 
strategy, energy and execution. I am taking you on a journey of 
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awakening to all of the levels of your true self, and both discover-
ing and sharing the key lessons you have been given to share with 
others. 

Aligning All Aspects of You with Your Inspirational Work

There are at least fi ve aspects of yourself that you will need to 
understand and become aligned through in order to do your best 
work: physical, mental, emotional, energetic and spiritual. You can 
think of these as your fi ve “bodies” if you will – and if any one of 
them is uncooperative or headed in a diff erent direction from the 
rest, your Inspirational Message will not resonate as deeply as it 
would when you are aligned. We will explore them in reverse order, 
since they aff ect each other in that way, as shown in Fig. 15-1:
 
 
 
 
 
 
 

 

Spiritual 

Energetic 

Emotional 

Mental 

Physical 

Fig. 15-1: Five Aspects of Inspirational 

Thought Leadership 
Fig. 15-1: Five Aspects of Inspirational Thought Leadership

1. Spiritual
 To be aligned with your work spiritually means to under-

stand and appreciate the fact that you have been granted 
God-given talents and experiences to share, and that your 
Higher Power – whether you call it God or something else 
– is guiding and supporting you in getting it out to your 
Soul-Matched Community. 
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 Alignment at this level requires meditation – to connect 
with this sense of a Higher Power – and/or prayer or other 
spiritual practice through which you align yourself with 
what is in your best interest, and that of those you serve, 
asking that you be guided in what you create and express in 
the world.

2. Energetic
 You also need to be sure you are aligned energetically 

with what you do. Remember our discussion of the seven 
chakras in chapter 8? Each of them will need to be open 
and allowing energy to flow freely for you to share your 
most powerful message. In the next section, we will discuss 
how to clear energy blocks in your chakras. But whenever 
you begin a day in which you will be serving others or 
speaking, doing a guided meditation to clear your chakras 
– such as that provided in the Integration Guide at www.
inspirationalthoughtleader.com/guide.html - will help you 
be all that much more effective.

 If you struggle with chronic illnesses of any kind, they can 
often be traced back to an energetic imbalance. I have 
experienced four years of chronic fatigue related to candida, 
as well as addiction, breast cancer and chronic colds in the 
past, each of which had an energetic origin. Had I known 
then what I now know about energy and how to clear it, 
perhaps I would not have had to experience those illnesses!

 You may find, as I did recently, that as an Inspirational Thought 
Leader with a Divine Calling, you are exceptionally sensitive 
to the energy of others. Perhaps you experience seemingly 
unexplainable sensations or emotions that actually stem 
from your ability to feel the energy of the collective – your 
community or the population at large – so that you can 
do your part in healing and realigning the larger “us.” For 
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example, on 9/9/09, I can remember feeling very sensitive, 
somewhat depressed, and a bit anxious, and didn’t know 
why. Nothing that was happening in my life would have 
logically caused such a reaction. But then a friend passed 
along to me the insight that it was a very special and unusual 
power day with all of the nines in the date, and that many 
light workers and thought leaders were feeling similar aches 
on behalf of the collective. If this happens to you, remember 
to ask yourself if that might be the cause of your angst when 
no logical reason seems to explain it. Then, through whatever 
prayer or meditation tradition is meaningful to you, send 
out a blessing and express gratitude that you have that kind 
of sensitivity to energy and the privilege of helping others 
every day through your work.

3. Emotional
 Whatever your current life circumstances, relationships, 

lifestyle, work and health, they have an emotional resonance. 
Ask yourself: “what is the dominant emotion I feel each 
day?” Notice if that emotion is reflected in your lifestyle. For 
example, if your dominant emotion is depression, you will 
find that your work is unsatisfying, your body feels sluggish 
and overweight, your relationships are routine, and overall 
you feel a lack of optimism and hope. You can change that! 
But awareness is the first step to change.

 The Shift! Model of Manifesting below will introduce you to 
the Energy Blueprint which will recalibrate your emotions 
(and your energy) when needed to help you accelerate the 
achievement of an important goal.

4. Mental
 Your mental body must also be aligned with your message. 

This is, of course, your thoughts, ideas, and knowledge 
about your area of inspiration. Thoughts flow directly from 
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emotions, and when combined they form a powerful union 
that is unstoppable when it comes to manifesting. Watch 
the thoughts you are thinking – especially those that are 
recurring or occupy the bulk of your focus. They will mate-
rialize – so be sure they are the ones you want to emerge in 
your physical, day-to-day experience!

5. Physical
 Finally, your vision and your work must align at the physical 

level. This includes your physical body image, how you 
dress, and your overall appearance, as well as your voice 
and communication style, eye contact, body language, and 
the energy that radiates through you as you speak. Can you 
emanate a smile to your audience, using not just your mouth 
but your entire body?

Clearing Your Energy Blocks

CATHY’S STORY

Cathy came to me with complaints of constant colds, 
and a somewhat scratchy quality to her voice that she 
couldn’t seem to overcome. She shared that her mother, 
dad, aunt and grandmother shared the problem of 
having constant respiratory problems, and indeed her 
mother died of one. It was clear to me that there was an 
inherited energetic block in her throat area – and it had 
been stopping her from acting on her dream of being 
a coach and speaker. Instead, she stayed in an adminis-
trative support role, awaiting the time she could “come 
out” and share her God-given message.

I did an energy clearing process with her such as you will 
find in the Integration Guide for this chapter, clearing 
her second and fifth chakras, and in just a few minutes, 
which brought her to tears as the energy was released 
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from its long-standing blockage. In just a few minutes, 
generations of blocked communication energy were 
cleared, and she reported that she felt lighter, happier, 
and clearer than she had in years. She is now in the 
process of developing her coaching and speaking 
business, with a strong voice and an open heart. 

This is an illustration of how simply clearing a block in your energy 
system can make all the diff erence in your ability to speak your 
truth, lovingly and powerfully, to those who are ready to hear it.

I encourage you to use the Chakra Clearing Meditation in the Inte-
gration Guide at www.inspirationalthoughtleader.com/guide.html 
to help you open up to your Inspirational Message at an invisible, 
internal level of energy. And do share the results of doing so with 
me through our web site, won’t you?

The Shift! Method of Manifesting with
Your Inspirational Message

Once you feel aligned at all fi ve levels between you and your 
message, you are ready to move toward specifi c goals you have 
set – in your vision (see chapter 3) or as one of the initiatives or 
sub-goals that bring your vision into form.

There are ten steps in the process, but in fact as you master the 
process you can complete them in minutes – or even seconds. 
What this Shift! process will help you do is help you more quickly 
manifest (i.e., bring into physical form) what you desire – often 
without the requirement that you go step by step to do so. It accel-
erates your results!

Most people simply start taking action toward a goal without 
working in the invisible realm of energy and desire fi rst. They may 
or may not get their desired result – it is like rolling the roulette 
wheel when they approach it this way!
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Spending time to create the right mental, emotional and energetic 
environment for your goal to materialize makes any action you 
take more likely to succeed.

1. State your desire – what you want to create – and clarify 
your big “why.” As you know from chapter 3, nothing you 
desire will happen in your life until you defi ne what you 
want to create – and why you want to create it! Do you want 
to fund a cure for AIDS? Help 10,000 people become million-
aires? Teach 100,000 people to become literate? Stop crime 
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in your neighborhood? All of these goals are possible – and 
many more too! 

 Decide what you want, and intend to have it. In Working 
with the Law, Raymond Holliwell says “‘No desire is felt until 
the supply is ready to appear.’ No mind can be conscious of 
a need or of a desire unless the possibility of its fulfillment 
exists.” Therefore, no matter how impossible something you 
dream of may seem, Holliwell is saying that you could not 
even form the desire in your mind – which is moving the 
ever present random particles of creation into the form of a 
vision – unless it was ready to appear. By writing out not only 
what you want, but why you want it – and how it will benefit 
you in all areas of your life – it will create energetic leverage 
to accelerate its manifestation. 

 The 
next critical principle in the Shift! process is to recognize you 
are a hologram of God, the Universe, the Ultimate Creator. In 
other words, divine creative essence is constantly available 
to you – and not only available, but it is you – it is contained 
in every cell of your body, every thought you think (even if 
latent at this time). Ask yourself: “What would I set my mind 
and intention to create if I knew, without a doubt, that I 
could create it?” You can! 

 Indeed, you can feel more freedom to be creative if you 
realize you are simply a conduit through which the creative 
ideas flow. Have you ever given a talk or held a coaching or 
consulting session, and listened as wisdom came out of your 
mouth that you didn’t know you knew? That is an example 
of the Creative Connection you have – and you can choose 
to use it deliberately to enhance your Inspirational Thought 
Leadership, as well as to expand it to its next generation.
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3. Take virtual action toward your goal – try on different 
“orbits.” No, I’m not asking you to float into outer space 
here! I’m simply referring to the principle that scientists have 
discovered in quantum physics: when a particle is preparing 
to change form, it tries on – simultaneously – hundreds of 
different possible orbits, or paths it could take. These are 
called “virtual transitions,” and they provide an excellent 
role model for us. Ladies, imagine you could go into a store 
and try on 250 outfits within just seconds and know which 
was right for you!! 

 When you have a goal in mind, simply by focusing on your 
desired destination will activate these virtual transitions: 
a perhaps infinite number of possible ways you could, 
for example, turn your annual income into your monthly 
income, cure cancer, form your spiritual center, or touch 
1000 times more lives with your Inspirational Message than 
you do now. The more you can open your mind and heart 
to the possibilities, the greater the likelihood you will be 
able to find one that is, as Price Pritchett states it in You2, 
“characterized by simplicity, precision, efficiency, neatness. 
It won’t be as complex or time-consuming as your present 
struggle. Overall, it will be less demanding of your energies 
and emotions. And it probably will not be familiar to you.” In 
other words, successful manifestation of your goals can be 
much easier than you think!

4. Identify the obstacles – physical and energetic – to your 
goal. In the ideal world, once you thought of something it 
would instantly occur. That is exactly what happens in the 
realm of the invisible! The more you get clear and remove all 
resistance to what you want, it really can manifest instantly. 
But more often than not, there is a gap of time between 
thought and physical reality. That gap will be longer if there 
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are obstacles to the manifestation, such as fear, limiting 
beliefs, resistance, questioning (“Can I really have that?” “Do 
I deserve that?” etc.), shifting your focus back to the lack of 
what you want, and impatience. When you plant a garden, 
you won’t get much of a crop if you keep digging up the 
seeds to see if they have sprouted yet! You have to trust 
the growth is occurring beneath the surface, in the invisible 
dimension of the soil and the seed. And the same is true with 
your goals! Just because they have not materialized yet does 
not mean things are not happening toward that realization. 
To quote Price Pritchett again, “Absence of evidence is not 
evidence of their absence.” 

 The first step to removing an obstacle is to identify it. Ask 
yourself, “what, if anything, within me is getting in the way 
of my goal manifesting?” Then, the next step – and the 
quickest way to accelerate your progress – is to refocus your 
attention on your goal, read your vision statement, and 
know that it is being done.

 If fear is your obstacle, see chapter 8 for tips on transforming 
it into your ally. If there are physical obstacles – e.g., if you 
had that many new clients you need a place to serve them 
or a new assistant to coordinate their services and schedul-
ing with you – then begin actively resolving those, “acting 
as if” you already have the thing you desire. Caution: this is 
not a free license to run up all of your credit cards, pretend-
ing you are wealthy! But take the action that you can take, 
within reason and with a bit of a stretch on your resources, 
being open to the right people, money, time, ideas and 
other resources coming to you in perfect time.

 And you find limiting beliefs are in the way, use the process 
in Fig. 15-3 to transform them. 
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Fig. 15-3 Transforming Beliefs

1.	 Write	out	the	current	belief	(e.g.,	“I	do	not	believe	I	
deserve	to	earn	$1	million.”),	

2.	 List	the	beliefs	that	support	that	core	belief	(e.g.,	“Rich	
people	are	selfish,”	“Money	doesn’t	grow	on	trees,”	
“People	like	me	don’t	get	rich”),	

3.	 List	the	beliefs	that	are	opposite	of	your	current	beliefs	
– that is, the beliefs that someone would hold who 
had	the	traits	or	was	in	the	situation	you	desire	(e.g.,	“I	
deserve	to	be	wealthy;	I	can	earn	$1	million	this	year.”),	

4.	 Use	consistent	repetition	of	the	new	beliefs	to	
reprogram	your	subconscious	through	affirmations,	
visualization,	and	similar	processes	-	within	21	to	30	
days, your new belief will be as natural to you then as 
your	current	one	is	now!

 If you find that it is still recurring after completing this 
process, it might be helpful to have energy work done – as 
I did with Cathy in the example earlier in the book – to clear 
deeper-seated blockages to your goal.

5. Create your “Energy Blueprint.” When a builder builds a 
house, he begins with a blueprint – a drawing of what the 
house will look like, including minute detail down to where 
the electrical outlets and wiring goes. To attain a quantum 
shift in your income, your impact, or your influence – or to 
achieve any other important goal – you will need to create 
a similar blueprint of the energy state you desire to move 
toward. Imagine for a moment that you already have that 
$1 million income or that 1-million-person following, or 
have funded the discovery of a cure for cancer. How will you 
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feel when you have reached that result? What one word or 
phrase best describes that feeling? (E.g., in the example in 
item 4 above, the feeling might be “freedom” or “exhilara-
tion.”) Notice that by concentrating on it, you can feel it now, 
just as though it has already happened! That is the untapped 
power of your mind, emotions and energy in creating the 
life and impact you desire.

of your goal. Now, to turn the Energy Blueprint into the 
manifestation of your goal, write that word or phrase you 
identified in step 5 on file cards or sticky notes, program it 
as your computer screensaver, record it, and put it anywhere 
you will see it regularly! Embody that feeling as often as you 
can throughout the day, simultaneously visualizing yourself 
in the new situation you desire. Combine this technique 
with reinforcing your desired beliefs in step 4 and you have 
an irresistible combination!

 A couple of years ago I used these steps (and those that 
follow) to attract nearly $100,000 worth of business in just 
30 days. I was launching a high-end Mastermind group (as 
described in chapter 22) and had become crystal clear about 
what the first meeting would look like. I not only visualized 
the U-shaped table, flip chart in front of the room, number 
of participants and the feeling both they and I had while we 
were there – I drew a picture of that meeting and kept it on 
my desk every day. I embodied the feelings of gratitude and 
delight that I know would result from this coming true. (See 
step 7 for what I did next.)

7. Take inspired purposeful action. Now, having built this 
energetic foundation for your desired outcome, the action 
you take can bear fruit more quickly. Read your vision 
statement each morning, ask for Divine guidance, and then 
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be open to taking action on each step you feel led to take. 
It may not make logical sense! You may feel guided to drive 
a different way to an appointment and find a resource or 
person you needed but didn’t know was there. You may 
feel led to call someone you haven’t talked to for years to 
reconnect, only to find out they are working in the exact 
company you wanted to approach. You never know what 
the specifics will be – but you can be assured they will move 
you toward your desired outcome!

 In the case of my mastermind group, inspired purposeful 
action meant holding an introductory teleclass about the 
group (or you could do a video or host a live event if desired), 
having a web page and downloadable invitation people 
could access to learn more and sign up, and following up the 
teleclass with phone calls with each person who expressed 
interest. In addition, I had my staff arrange a hotel where we 
could meet and begin preparing the instructional email we 
would send them, just as though it was already completed. 
By the time we had the meeting, the exact number of people 
I had visualized was there, and I had generated nearly 
$100,000 in 30 days.

 What is amazing about taking a physical action step toward 
your goal is that the Creative Power often immediately 
responds with validation. Within the past month, one client 
who had agonized over whether to upgrade her coaching 
program with me finally did so, and the next day a client 
she hadn’t worked with for more than two years called and 
engaged her for $11,000 worth of work. Another got five 
new clients the night she committed to work with me. That 
was validation that they were on the right path!

8. Connect and communicate with expectation. Have you 
noticed that there are different ways to prepare for and 
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hold a phone conversation with someone? If you are a 
salesperson in a company that holds you to a quota, many 
of your calls may be rote and routine, just trying to “make 
your numbers.” (And if they are, by the way, you are not 
highly likely to be successful in that role!) Contrast being a 
purposeful business owner who is eager to connect with 
like-minded, Soul-Matched Clients that are looking for what 
you have to offer. Might you approach the calls just a little 
bit differently? 

 When you are acting with intention and deliberate action 
toward an important, heart-felt goal, understand that a 
higher order is at work. You are Divinely appointed to do 
the work that you are called to – and as you reach out to 
connect with people that may want it, you will find the 
doors open quickly and easily when you are aligned. Expect 
that you will meet the right people today. Know that you 
are being guided. Communicate in their communication 
language (see chapter 14), and trust that you will connect 
(perhaps more deeply than you know!) with each and every 
person you touch. And remember that the first person you 
need to feel connected to is yourself.

9. Live in congruence with your new state of being (see 
chapter 22). You will not improve your financial situation 
by constantly worrying about your bills! To step into a goal 
– versus strive toward it – you need to begin, as much as 
possible, to live in congruence with your desired state now. 
Don’t wait for x to happen before you can feel happy – 
choose to feel happy now! If you desire to touch a million 
people, don’t wait till it happens to feel grateful for your 
work. Be delighted when you touch ten, 100, and 1000 too! 
And be grateful each day that you have the privilege and 
pleasure of doing this work at all – in many countries, they 
could be persecuted for doing so.
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10. Look for evidence of manifestation. Finally, be on the 
lookout for evidence that your goal is beginning to “sprout,” 
like the first green shoots coming up through the ground 
in the spring from that seed you may have planted months 
ago. Finding something unexpectedly on sale that you were 
going to buy anyway, having a larger than usual response 
to an email invitation, or having someone approach you 
for a service you weren’t even offering at the moment (but 
had in the past) can all be evidence that things are moving, 
you are attracting more and bigger results than before. 
Acknowledge it, be grateful for it, and keep opening up to 
more! (We’ll discuss the so-called “Upper Limits” Problem 
in chapter 22 and how to avoid inadvertently stopping the 
flow just when it’s getting going!) Remember the principle 
that “what you focus on multiplies” – so focus on the results 
you want, not on the things that have yet to appear.

You have a dynamic, virtually unlimited power within you to create 
the life you desire – and reach the people you long to reach. Use 
these steps to do so more quickly and with greater ease than you 
thought was possible. And be the Inspirational Thought Leader 
you know you are designed to be!

And the good news is, you don’t have to do it alone. In the next 
chapter, we will explore what kinds of support you need in your 
business, program or corporate initiative, and how to spread the 
excitement throughout your team as they support you in carrying 
your Inspirational Message to the world.
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What staff and vendor support 
do I need to support me, 

and how do I 
manage them effectively?   

CHAPTER 16

“Management is about arranging and telling. 
Leadership is about nurturing and enhancing.” 

~ Tom Peters 

It is a mistake to try to do your Inspirational Thought Leadership 
alone, whether you run a for-profit business, a foundation, or 

a program within a corporation. Not only will you find yourself 
unable to keep up with the demands as your following grows, 
as you try to wear multiple “hats” of responsibility – but it also 
deprives those who would long to help you of the opportunity 
to join their energy with yours in sharing your message! (Not to 
mention that many of your prospective Soul-Matched Community 
members will appreciate the fact that you have a support network 
around you, such as one or more assistants, to help you manage 
and organize work.) You then are perceived more favorably, and 
when you personally connect with someone, teach a class, give 
a talk or send an email, they will see it as a great privilege to hear 
from you personally.

The challenge for many Inspirational Thought Leaders is that they 
are often launching their business or initiative on a shoestring 
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budget, or within severe financial constraints of an organizational 
budget. So you may wonder, “What is the right time to hire a staff 
person?” “Do I need to hire someone full-time?” “Should they be 
employees or contractors, and what is the difference?” “How do I 
effectively find and use volunteer staff?”

Even in the face of relatively unlimited funding, most Inspirational 
Thought Leaders – even those with seven- and eight-figure 
incomes - find that three to five staff are perfectly adequate to 
serve a growing community. Those who have “staffed up” and 
brought 15 or 20 people on to serve them later came to regret the 
overhead and administrative burden they can create.

The secrets to success in the staffing/vendor aspect of your 
business are:

1) Staff early, don’t over-staff, and use contractors and virtual 
assistance as much as possible

2) Cultivate the ability to let go of the responsibilities and tasks 
you should not be doing, so that you can excel at what you 
do that has the highest value

3) Be aware of your staff’s personality style and communica-
tion language, and manage with that in mind

4) Reward and encourage excellence and initiative-taking, and 
when corrections are needed, communicate with love and 
respect

5) Carefully guard the people who are in your “fav 5” inner 
circle of influence

Let’s look at each in turn.

1) Staff early, don’t over-staff, and use contractors and virtual 
assistance as much as possible. 

 In The E-Myth Revisited, author Michael Gerber points out 
the importance of building your business as though it were 
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a prototype for 1000 like it. And one of the key aspects of 
doing that is writing out an organizational chart – with a job 
description for each role – at the outset (even though you 
may be filling nearly all of those roles initially!). Doing this 
makes it easy to delegate when the time comes, as you will 
know which positions to let go of and what functions that 
role is to play.

 Staffing from the beginning of your business gets you into 
the habit of not doing the administrative, bookkeeping, and 
other routine tasks that are essentially $20 an hour jobs. You 
won’t get rich – or reach the thousands or millions of people 
you wish to reach – doing $20 an hour jobs!

 Thankfully, a whole virtual support industry has emerged 
over the past decade that makes it possible to hire part-time, 
specialized staff and vendors to do specific functions in 
your business, without taking on the burden of a full-time 
employee and payroll taxes. When I started my coach 
training company in 2001 – my first internet-based business 
– I hired a virtual assistant within the first sixty days to handle 
class scheduling, class notices, enrollment details, and other 
“behind-the-scenes” functions. I believe I only used her 
about ten hours per week or less at first, and she was able to 
grow with the company until she (and her successors) were 
putting in as much as 30 or 35 hours per week supporting 
the company.

 Using virtual staff can seem strange at first – I have had some 
contractors on my staff for five, eight or more years that I 
have never met in person! But by choosing them based on 
referral from a colleague, reviewing references, and reviewing 
a portfolio of work if applicable (e.g., with a graphic or web 
designer), you can make an informed choice even from a 
distance.
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 There are some sites that feature primarily overseas labor at 
lower-than-market rates. And while they may work for some 
functions, I have personally found the language barrier to be 
insurmountable with most of these – let alone the time zone 
differences. Be extra cautious if you decide to use overseas 
contractors in your values-oriented Inspirational Thought 
Leader business or program!

 The primary benefit of using contract workers instead of hiring 
employees is the flexibility they bring – they get to work from 
home, provide their own office equipment, internet connec-
tion and phone, work around any family commitments they 
have (such as caring for young children), and work the hours 
that suit their and your mutual convenience. If they are in a 
time zone ahead of you (e.g., west coast business owner hires 
east coast virtual assistant), they can provide broader access 
to your customers and get a jump on the work flow before 
you get up – another plus!

 The advantage of using contractors is that, if they meet 
government standards as independent contractors, you 
need not deduct payroll taxes from their compensation or 
pay taxes on their wages to the government. However, due 
to abuse of this status by some businesses, the IRS and other 
governmental entities are quite strict in their definition of an 
“independent contractor.” The factors relied upon by the IRS 
in determining whether or not someone is an independent 
contractor include those listed in Fig. 16-1:

Fig. 16-1: Independent Contractor Factors

A.		Behavioral	control:		Are	there	facts	that	show	whether	
the business has a right to direct and control how 
the work is done, through instructions, training or 
other means?  
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Fig. 16-1: Independent Contractor Factors (cont.)

B.		Financial	control:		Are	there	facts	that	show	whether	the	
business has a right to control the business aspects of 
the	worker’s	job?	This	includes:

1.	 The	extent	to	which	the	worker	has	unreimbursed	
business	expenses

2.		The	extent	of	the	worker’s	investment	in	the	
business

3.	The	extent	to	which	the	worker	makes	services	
available to the relevant market,

4. How the business pays the worker, and

5.	The	extent	to	which	the	worker	can	realize	a	profit	
or loss.  

	 The	kinds	of	facts	that	demonstrate	the	type	of	relation-
ship according to the above factors include the presence 
of written contracts describing the relationship; whether 
the	business	provides	the	worker	with	employee-type	
benefits	such	as	insurance,	pension,	vacation	or	sick	
pay;	the	permanency	of	the	relationship;	and	the	extent	
to which the services performed by the worker are a key 
aspect of the company’s regular business.  For more 
information	including	many	examples,	see	IRS	Publica-
tion	15-A	and	your	state’s	Labor	Guidelines.

 If you use volunteers, your main concern will be ensuring 
that they (a) are excited about the organization’s mission and 
enthusiastically share that through what they do with you, (b) 
are clear about what they are responsible to complete and 
the standards for success, and (c) have released the organiza-
tion from any liability for personal injury in the course of their 
volunteer duties.
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 Secrets to Effective Delegating

 One of my favorite quotes is from John Assaraf: “Hire people 
who play at what you have to work at!” If you are trying to 
learn Quickbooks and Word and Excel and Dreamweaver 
yourself so you can do all of the functions of your business 
or program yourself, you’re overtaxing yourself! There are 
trained contractors who would love to do these things for 
you, freeing you up to do what you’re best at: speaking, 
writing, marketing, media interviews, planning and other 
tasks that get your Inspirational Message out to those who 
need to hear it.

 As you begin to delegate, keep your Enneagram personality 
style in mind – and hire people that have complimentary (but 
not identical) styles. For example, a Seven – the Enthusiast 
– excels at starting things and brainstorming fun ideas and 
options, but does not excel at follow-through. Bringing on a 
One – Reformer – as a Virtual Assistant or bookkeeper would 
be someone that wants everything in its place, wants to dot 
the I’s and cross the T’s. Don’t expect them to be exceptionally 
creative – but for detail work, they are perfect. Eights – Chal-
lenger – can be wonderful Online Business Managers as long 
as you both understand each other’s personalities.

 The Pyramid of Delegation

 What you delegate – and when – follows a predicable cycle I 
call the Pyramid of Delegation (see Fig. 16-2).

 Administrative Delegation

 At the administrative level (bottom) – when your business or 
program has just started – you need virtual assistant support. 

 A virtual assistant (“V.A.”) is an administrative specialist. This 
person can implement the many tasks needed to manage 
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Strategic, Creative, Some 
Service Delivery 

Managerial 

Administrative 

Fig. 16-2 Pyramid of Delegation 

 the day-to-day duties of running an online business. V.A.’s 
provide these services from their homes and generally 
work on a hourly rate. The tasks can vary from simple email 
management to setting up and maintaining total business 
automation with the various systems needed; handling such 
routine tasks as scheduling appointments, seminars, speaking 
engagements tentatively (subject to confi rmation with you); 
answering phone inquiries about your services; setting 
appointments; assembling press kits and sending new client 
welcome kits; preparing press releases and proposed ad or 
fl yer copy; monitoring and managing social media; making 
travel arrangements, and the like. 

 You can begin with a few hours – or even a test project to 
see how you work with them – and work up to anything less 
than 40 hours per week (when they are likely to be deemed 
an employee and payroll taxes could be assessed).
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 Managerial Delegation

 After two or three years of growth, you will reach the 
managerial level and need a business manager – or Online 
Business Manager. You will find yourself spending an inor-
dinate amount of time interfacing with each of several VA’s 
you have, coordinating work flow among them, and creating 
policy as you go. It can be overwhelming!

 An Online Business Manager will step in to interface between 
you and the staff and vendors, coordinate projects, helping you 
plan program launches and design overall strategy, and the like. 
For more about Online Business Managers, see www.online-
businessmanager.com which my friend Tina Forsyth runs.

 Strategic, Creative and Some Service Delivery

 The items at the top of the pyramid – strategy setting, 
creative work, and service delivery to elite clients – should 
remain with you as the Inspirational Thought Leader and 
business owner or program leader. These are your “revenue-
generating activities,” your sweet spot, the places where you 
excel most. We say “some” service delivery because you may 
choose to work personally with the top tier of your customers 
or donors, and train staff members to mentor or otherwise 
work with other clients in your community.

 Use a similar approach to delegating responsibilities to 
volunteer staff as you would with paid staff: keep the strategic 
tasks for yourself and delegate as much of the rest as you can!

 Hiring Employees
 When you want someone completely devoted to your 

business as a full-time staff person, you will usually need 
to characterize them as employees. This triggers a whole 
set of additional registration and legal requirements. These 
requirements are summarized below.
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 Employee tax requirements

 Your first step is to register with the applicable tax authori-
ties as an employer. To obtain your Employer Identification 
Number, you must complete and submit Form SS-4 (available 
at the IRS web site at http://www.irs.gov). This form registers 
you with the IRS, Social Security Administration, and the U.S. 
Department of Labor. You will then be sent quarterly payroll 
tax report forms and other relevant information. In addition, 
you should complete a form for each employee as they are 
hired. The IRS offers streaming video classes as well as Power 
Point presentations on its web site regarding employee tax 
compliance. Most employers must also register with their 
state authorities.

 You will also need to obtain workers compensation insurance 
if you are not exempt. Such coverage can be obtained from 
a private carrier, or you can often self-insure depending on 
your state’s workers’ compensation requirements. It is worth 
your while to compare rates under each option for your type 
of business, as the rates can vary substantially.

 Immigration law requirements

 You must complete an I-9 form for each employee hired, 
whether full-time or part-time. Immigration law prohibits 
the hiring illegal aliens and prohibits discrimination on the 
basis of national origin or citizenship status. The necessary 
forms are available at the Bureau of Citizen and Immigration 
Services web site at http://www.uscis.gov/portal/site/uscis 

 Completing the I-9 form requires the employee, within three 
days of hire, to produce certain required documents. Either 
one of the documents in List A of the form, of one each of 
those listed in Lists B and C, must be provided. If the employee 
cannot produce the documents within three days, he/she 
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must produce a receipt showing that he/she has applied for 
the document, and the document itself must be produced 
within 21 days of hire. You are not required to keep copies 
of the documents produced, but you may wish to do so for 
future verification in the event of an audit. You are required 
retain the I-9 forms for three years after hiring the employee 
or one year after their termination, whichever is later.

 Safety and environmental requirements

 You should also check state and federal safety and health 
administration (OSHA) requirements to become familiar 
with any job safety and health regulations applicable to your 
business. While most Inspirational Thought Leaders will not 
have such requirements, it may be wise to peruse the OSHA 
web site at http://www.osha.gov/ to be sure.

 Civil rights laws

 Depending on the number of employees in your business, 
you will be required to comply with state and federal non-
discrimination and civil rights laws. Federal laws generally 
apply to employers with 15 or more employees; state laws 
may apply to smaller businesses than that, depending 
on their provisions. These laws prohibit discrimination by 
employers, employment agencies, or unions in any aspect of 
employment, including selection, hiring, discipline, promo-
tions, benefits, and termination. This means that you cannot 
discriminate against someone in employment on the basis 
of their race, color, national origin, sex, religion, association 
with a protected class, age, marital status, family relation-
ship, disability, injury on-the-job, opposition to health or 
safety conditions, or for testifying in a legislative or judicial 
proceeding, among other bases. You may wish to consult 
with a lawyer familiar with these laws to obtain an overview 
of the ramifications of them.



237INTRODUCTION

 Wage and hour laws

 Finally, you need to become familiar with the wage and hour 
laws in your state. These laws cover such things as minimum 
wage required, when you must pay overtime, preparatory 
and concluding activities that must be compensated, rest 
and lunch periods, deductions from pay, final paychecks, 
and whether or when you can validly engage someone as an 
independent contractor. Failure to comply with these laws 
can be costly. 

2) Cultivate the ability to let go of the responsibilities and 
tasks you should not be doing, so that you can excel at 
what you do that has the highest value.

 You will not be able to use staff effectively – even at the 
administrative level – if you insist on micromanaging 
everything they do. The best staff will be initiative-takers, 
so that if something arises that is outside their specific job 
responsibilities, or something needs to be done that no one 
is addressing, they will either bring it to your attention or will 
do it themselves and let you know the result. These people 
make your life much easier, saving you time, money, and 
headaches! But they are not the run-of-the-mill administra-
tive staff or volunteers. Once you find one of these, hang 
onto them!

 You need to develop a level of trust in the people who work 
for/with you – which can be strengthened by ongoing proof 
as they follow through, take initiative, and help your business 
or program become even better.

3) Be aware of your staff’s personality style and communi cation 
language, and manage with that in mind; when corrections 
are needed, communicate with love and respect.

 As you bring staff on board, refer back to the summary of 
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each Enneagram type’s communication language in chapter 
14. Remember their communication language as you ask staff 
to do something in the business, when you seek to motivate 
and incentivize them, and even when you give criticism or 
something needs correcting. If you help them do what they 
already want to do – and are motivated by – through their 
contribution to your program, they will be loyal, happy staff 
members for years to come!

 To the extent that your staff members interact with each 
other, participate in meetings together, or work on projects 
together, they also need to be aware of each other’s person-
ality style, motivation and fears – as well as communication 
language – so that they can work congenially together, and 
know how to resolve any conflicts that arise. (Contact my 
company if you would like a training for your staff on the 
Enneagram to help them function better as a team!)

 If you only heard from your boss or friend or spouse when 
they wanted something from you – or when you had done 
something wrong – you would come to resent their approach-
ing you, right? The same is true with your staff. Look for ways 
to acknowledge their special gifts every day, including not 
only when they have done something well, but just for being 
who they are!

 Upon completion of a big project or launch, throw a party if 
your staff live geographically close together, or send them a 
gift card or flowers or other gift to thank them for their service. 
Also, if they take the initiative to solve a problem or soothe an 
upset customer, client or constituent, thank them – this kind 
of act keeps the lifeblood of the organization flowing!

 By regularly connecting, in a deliberate way, with them – not 
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just about work topics but even knowing a bit about their 
personal lives – you will build not just a business relationship, 
but a personal connection that will foster their loyalty too.

5) Carefully guard the people who are in your “fav 5” inner 
circle of influence.

 Take a moment now to consider who the top five people 
are that you spend either time or thought with (a) in your 
personal life, and (b) in your business life. Realize that your 
key staff members become part of your inner circle of 
people too!

 Studies show that you will rarely earn more money than the 
people in your inner circle, you will rarely depart from the 
beliefs and vibration your inner circle exudes, and you will be 
influenced more by them than by anyone else. How are they 
influencing you? Are they the people you would choose to be 
in your inner circle, if you were starting fresh right now? And 
if not, who do you need to gently remove from the circle, and 
with whom would you like to replace them?

 People do not need to get all the way into that circle for you 
to feel their energy and to serve them. Honor them, respect 
them, love them and connect with their essence – but only 
let those you deliberately choose into that inner circle.

 Please complete the Staff Support Checklist in the Integration 
Guide at www.inspirationalthoughtleader.com/guide.html to 
see what staff you need, now and in the immediate future.

Now that you know how to staff your business or program so that 
you and your Inspirational Message are supported, let’s look at 
how you can more effectively manage your incoming communica-
tion, information and time – and take good care of yourself too 
– to enable you to spend as much as time focused on serving your 
Soul-Matched Community. We will explore this in chapter 17.





How do I manage 
incoming communication, 

information and time 
with ease and grace?   

CHAPTER 17

“Success usually comes to those 
who are too busy to be looking for it.” 

~ Henry David Thoreau 

If there is one refrain I hear more frequently than anything else 
from my clients and colleagues, it’s that “I’m so busy! I don’t know 

when I’ll be able to catch up!” Life gets busier all the time – and with 
electronic communication and the Internet, it has sped up even 
more. As an Inspirational Thought Leader, your constituents will 
expect you to model healthy boundaries not only in your physical 
health, but in your time management, information management 
and responsiveness, and personal self-care. 

To master these critical aspects of your life, work and business, you 
will need to understand what time management means today, the 
steps to translate your beautiful vision into practical action and 
results, how to use “power hours” to multiply your productivity, 
and implement critical information management systems and 
equipment along with personal boundaries and healthy self-care.

241
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“Time Management”?

The most precious resource you have within which to share your 
Inspirational Message while on the earth plane is time. And while 
the culture and media bombard you with messages of scarcity 
and “not enough-ness,” rest assured that you have all the time you 
need to complete the work you are here to do. Ask yourself: “Am I 
fully using the time I have to share what is in my heart?”

While time is a resource, it can no longer be “managed” in the 
way you have been taught in the past. Even Stephen Covey’s four 
generations of time management from 7 Habits of Highly Effective 
People have now passed their useful life. He suggested that the 
first generation was the use of notes and checklists as reminders, 
the second was planning with a calendar or appointment book, 
third was scheduling by prioritizing (like that works today!), and 
fourth, being efficient and proactive by distinguishing between 
urgent and important (but not urgent) tasks and setting policies, 
preventive structures, and delegation in place.

It’s not that those are bad things – in fact, they can be useful tools 
at times. But your life today is more complex than ever before, 
with constantly shifting priorities and information overload a 
constant experience for many. Instead of trying to manage time, 
try using intention and conscious choice to decide what to do 
next, tapping into your natural gifts and adjusting based on your 
Enneagram type.

For example, if you have 20 things to do today, the old approach 
would be to prioritize them as to what was most important, do 
that first, and then move to the next thing. In a typical day today, 
however, three other things will likely have taken you off course by 
then, right? And before you were aware of your personality type, 
you would have chosen based on what would further your motiva-
tion most (e.g., a 2 would choose what would be most helpful, a 9 
what would cause the most harmony, etc.). 
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The problem is, by the end of a day or week, choosing uncon-
sciously and acting out your hard-wired motivation, or juggling 
priorities based on the intervention of still more tasks to do, leaves 
you no closer to your goals than when you started the week. If 
you are expressing your Inspirational Message through your own 
business, you may feel the added frustration that you left the 
corporate world to fi nd freedom and fl exibility, and you feel more 
trapped than ever!

Translating Your Vision into Action

One thing that will be a relief to you is that I’m not going to ask you 
to spend every minute of every day in productive time – it is not 
reasonable, or even possible! Instead, use the steps which follow 
to translate your heart’s desire into actualized activities. Think of it 
like a funnel, as in Figure 17-1:
 
 
 
 

 

Celebrate 

Power Hours 

Inspired Action 
Plans 

Insights 

Repetition 

Emotion 

Vision 

Fig. 17-1 Translating Vision into Action Fig. 17-1: Translating Vision into Action

1. Vision: Pull out your vision statement from chapter 3. (And 
if you haven’t written it yet, do it now, using the guidelines 
that are there.) What is it that you really want to accom-
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plish – this month, this quarter, this year, and beyond? Be 
specific, and be sure your vision connects your mind – your 
mental and logical thought process – with your heart – your 
emotions and passion. What will make your heart sing when 
it happens? 

2. Emotion: Add vivid language to your vision about the scene 
(so you can actually imagine yourself there), the people you 
are with, and how you feel as your vision is manifesting. This 
is very important! Psychologists have found that the mind 
cannot distinguish between what is vividly imagined and 
what has actually happened. So make it juicy!

 Read – or hand write – your vision statement 
every morning, when you first arise, as well as last thing at 
night before you go to bed. The morning process sets a 
foundation for your day to unfold in a way that supports 
your vision. Know that even if things that seem the very 
opposite of your desired vision happen, they are bringing to 
the surface things that need to be released before you are 
fully aligned with your manifested vision.

 The evening reading or writing of your vision invites your 
subconscious mind and your invisible guides to work on 
the unfolding of your vision while you sleep. The truth is, a 
lot happens while you are asleep, especially in the invisible 
realm. And it ultimately either slows or accelerates the 
unfolding of your desired life.

 The morning and evening work together integrates the 
vision into your being, into your energy, into your DNA – and 
your physical reality must reflect this alignment.

 As I described earlier, I carried out this process exactly as I 
am laying it out here when I was miserable in my last role 
as a lawyer, becoming part-time in-house counsel for a 
company that provided me with a secretary, an office, all the 
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equipment and services needed to run my business – and 
required only 20 percent of my time! 

4. Insights: Be receptive to the flashes of insight, ideas, inspi-
ration, people to contact, and ideas to implement insights 
you begin to receive as you integrate your vision into your 
being. Sit quietly in a meditative mindset in the morning 
and ask your Higher Self, “what steps can I take, ideas can I 
focus on, or people can I approach today to move my vision 
into action?” Capture them – and act on them! Write them 
in an Idea Book you carry with you, or send yourself an email 
when inspiration hits.

5. Inspired Action Plans: From this inspired state, you can begin 
to translate your vision into action. It is a higher kind of action 
than simply thinking of the best idea and writing it down – 
it taps into your Higher Wisdom and ultimately saves you 
unnecessary steps. You might choose to use a spreadsheet, a 
checklist, or a mind map (clusters of related ideas sketched out 
on a blank sheet of paper). Bring fun and high energy to this 
process, and it will infuse your vision with even more energy!

Then, bringing the process down to your daily 
activities, set aside between one and four “Power Hours” as 
described in the next section to bring focused activity to 
your most important tasks of the day. You’ll be manifesting 
in record time!

7. Celebrate Your Success: Too few committed profession-
als take the time and focus to reward themselves for their 
success. If you reach your goal halfway through the day or 
month, take the rest of the day off! Don’t just set a new goal 
and keep your nose to the grindstone. Design your reward 
in advance, whether time with your children, a spa day, a 
trip, or a new outfit. Acknowledging success creates more of 
it – and you deserve to celebrate!
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Power Hours

Many executives and entrepreneurs do not have even one single 
hour during each day in which they have uninterrupted revenue-
generating time (or, in the case of a nonprofit or government 
Inspirational Thought Leader, uninterrupted time to focus on 
what programs and activities will broaden your reach and overall 
contributions/cash flow). But even the busiest person, by using 
the power of intention and the practice of Power Hours, can find 
untapped potential for exponential increase in results, whatever 
your vision.

The idea is that you will have one or more hours each day when 
you are 100 percent focused on the most important tasks of your 
day. Studies have shown that multitasking reduces productivity by 
as much as 40 percent – so even if you multitask on non-power 
hours, you will have some time during the day when you do not!

What you will need to begin using this approach is a portable timer 
(if you have a smart phone you can use the one on it if you wish) 
and a place you can be undisturbed.

1. Task List. Begin by spending a few minutes now writing all 
of the tasks that you would like to accomplish, from your 
Inspired Action Plan and from your free-flowing thoughts. 
They can be personal or work-related, urgent or simply 
important, small or large (and if large, will need to be broken 
down into the steps of accomplishing that goal). I like to 
do my task list in Word so I can easily rearrange things as 
needed; you may prefer the task list feature in Outlook or 
Google calendar, or a paper list. Be sure there are no more 
than 15 key tasks in any one day – if you have more than 
that, simply move them to another day on your list.

2. Cluster Tasks by Type. Now, cluster the tasks by type – so 
you have phone calls together, emails together, copywriting 
or other program creation or creative projects together. It 
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takes a tremendous amount of energy (which most people 
underestimate or don’t realize) to switch from one type 
of task (such as phone calls) to another (like answering an 
email) and back again. By clustering them you will optimize 
your effectiveness and feel more flow in your day. I also like 
to list mine under the day I intend to do them – clustered 
within that day – for ease of reference. If you have errands to 
run, organize them in geographic sequence so that you can 
move smoothly from one to the other.

 Decide which two hours of your 
day will be your Power Hours. The first hour of the day should 
be one, since you are usually least likely to be disturbed or 
distracted then – and then you choose another – perhaps 
right after lunch. 

 To hold your first Power Hour, 
shut your door, close your email and any instant messenger 
or chat programs that could distract you, and tell everyone 
in your office, household or other location that you will be 
busy the next hour. (Yes, you can shut off your email and 
phone for an hour – there are very few things that really 
can’t wait an hour to be responded to!) Set your timer for 
55 minutes. Having the clock running creates a positive 
pressure that keeps you focused!

 Take the first five things on your master to-do list, and do 
only those things during this hour. Don’t answer phone calls 
or emails or text messages or any other kind of inbound 
communication during this time; just stay focused on your 
tasks. Let yourself enter into the creative flow. Then, when the 
timer rings, stop where you are. You have earned a break!

Stretch, go outside, or into another room. Get a cup of 
coffee or a glass of water, shift your energy. And notice that 
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your ideas and thoughts will continue to flow as you take 
the break…capture those messages on a pad, a handheld 
recorder (on your phone or separate), and add them to your 
list when you return.

The rest of your morning or day is yours to spend as you wish – 
email, other projects, administration, meetings, connecting and 
synching agendas with your assistant, and family/personal time. 
But you’ll go into the day knowing you have already been produc-
tive, and that feels good!

It also defers the pervasive bad habit of checking email as the first 
activity of the day. Meditate first, eat breakfast, hold your first Power 
Hour, then check email. You will have much more resiliency in case 
the email holds any disappointing news – and be more balanced 
to handle whatever the incoming communication may be.

Choosing Next Activities: Intention and Joy as Your Compass
It can be quite illuminating to track, for a week or so, each time 
throughout the day that you shift from one activity to another. You 
will quickly realize what kind of activities draw you in! As an Inspi-
rational Thought Leader, you will want to consciously choose each 
transition, rather than allowing activities to drive you – or to act 
without regard for your overall mission, purpose, goals and vision. 

To complement the Power Hour approach, ask yourself this 
question each time you shift activities during the day: “what would 
feel most joyful and intentional to do next?” By using joy as your filter 
for decisions – rather than drudgery or obligation – you will notice 
your energy lifting throughout the day. And by being intentional 
– instead of unconscious or automatic – you will be choosing in 
favor of your most important goals and vision, instead of what’s 
convenient or easy.

Notice that if you usually decide to do something because it feels 
“good” – meaning it serves your inner motivation based on your 



249CHAPTER 17

personality type (helping for the 2, leading for the 8), that you 
can use your awareness of your type to expand your options. Say 
to yourself, “I know that is my immediate response, but what serves 
me best now?” This brings you fully into conscious choice and 
empowers you in moving forward in your life.

I also find that chunking my activities during the day helps improve 
my focus and effectiveness, much like chunking the items on the 
to-do list. For example, blocking out three afternoons per week as 
my coaching time, two hours per day for writing – as I’m finishing 
this book – and then during other open time doing errands all at 
one time, financial tasks at once, calls at once, and emails at once. 
And of course, at least one self-care day per week is a must too!

Information Management

Besides time, the other big challenge Inspirational Thought 
Leaders face is dealing with a plethora of channels of incoming 
information. Email, texts, advertisements in every medium, online 
updates, industry trends…the amount is staggering! In fact, each 
of us is faced with as many as 3,000 marketing messages every day 
– and that’s before we process information we have invited such 
as client mail, email and phone calls. Increasingly, the onus is on 
us to set individual information management practices that allow 
us to receive what is needed and desired, and filter the rest. And 
the more successful and known you become as an Inspirational 
Thought Leader, the more this will challenge you!

To not only stay afloat – but actually stay ahead of – the influx of 
information facing you each day, you will need both key systems 
and equipment to help. Using these resources allows you to stay 
centered and balanced within yourself throughout the day, to know 
that you are attending to what’s most important, and to have the 
assurance that you can retrieve what you need in the future.
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Eight Key Information Management Systems

There are eight key systems – in addition to my revolving master 
“to-do” list organized by date – that I find indispensable to manage 
the information influx in my life and business. These will serve you 
whether you are managing a household, a company, a nonprofit or 
another type of entity. (And if you have one or more staff working 
with you, these systems will be invaluable for them too.) Whether 
you or your staff put these systems into place, they help you be 
effective as an Inspirational Thought Leader because you can 
respond to and follow up on inquiries from interested prospects 
and followers, as well as manage your own speaking engagements, 
appointments, personal email and more.

 Many service providers and entrepre-
neurs with whom I have worked try to manage their email 
simply from their provider’s “in” box – and as you may have 
discovered, it just doesn’t work. (And if you are beyond this 
stage, good for you! Keep reading for any tips that might 
add to your knowledge.) When you use one large in-box 
only, you will constantly find yourself searching for things, 
with no rhyme or reason other than date received, and as 
you have more and more communication coming to you, 
you need an effective system to help you. 

 I have found nothing better than Microsoft Outlook (for PC 
users). Not only can you set up folders for each person and 
entity – as well as project – with which you regularly commu-
nicate, but it also allows you to create the most powerful 
tool of all: “mail rules” that automatically direct emails with 
specific characteristics to a specific folder. For example, every 
email from my assistant pertaining to my coach training 
company goes to one folder, emails pertaining to my 
speaking business or other projects goes to another folder, 
email from each of my instructors, mentor coaches and client 
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goes to an individual folder within that entity designated for 
them. Receipts, inquiries from prospects, status updates on 
projects, and much more is easily managed – and archived 
at desired intervals – within this email management system. 
Included as part of Microsoft Office, it is the most essential 
tool I use – and I recommend you adopt it too.

2. Topic-based computer folders – As you create documents, 
save attachments, organize projects, research various topics, 
and otherwise need to track information in all forms (print, 
pdf, spreadsheet, audio, video, and more), you will want to 
organize folders on your hard drive to do so. Folders – and 
subfolders within them – makes data simple to organize 
and retrieve.

3. Google calendar or other online scheduler – As much 
as I like Outlook, I use Google calendar for appointments 
because I can access it anywhere I go – whether or not I 
have the computer with me. I highly recommend an online 
calendar service like this (Google is free, others that have 
more features have monthly fees) that can also be shared 
by staff and assistants working with you. This is one key to 
freeing yourself form setting your own appointments too!

4. Quickbooks online and/or Quicken – You may be managing 
personal finances or that of your own or another business, 
but even if you have an in-house CFO and accounting 
system, you still need to monitor the finances, and the 
Intuit systems are among the best to track your income and 
expenses. This keeps you aware of your cash flow in and out, 
and also allows you to monitor any misuse or extraordinary 
transactions. I recommend the online version of Quickbooks 
(about $20 per month) as it allows my externally-based book-
keeper and accountant to access my books without physical 
records having to be exchanged. Both programs allow direct 
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download of the data from most banks and credit unions, 
making it simply a matter of categorizing entries to have all 
the financial information you need at your fingertips.

5. Wordpress or Dreamweaver – You now have a web site up 
and running for your cause (see chapter 10). Depending on 
whether you are a solopreneur or an executive in a corpora-
tion, you may or may not have a web design team available 
to you. By using Wordpress as the platform for your site, you 
can make updates to content yourself using their user-friendly 
interface. If you have an html site, Dreamweaver (unless it is 
a php site) will allow you to make updates to content on the 
site as your Inspired Thoughts and Ideas flow.

6. Gotomeeting/gotowebinar – Another very useful service 
that is affordable for nearly anyone is Gotomeeting. Holding 
virtual meetings – with or without video connection and/or 
slides – is easy with this interface. (And for teleconferences, 
you can use a service such as Instant Teleseminar to allow 
you to record the call or class as you hold it.) Skype can work 
well for remote phone connection – especially outside the 
country – and also allows for screen sharing.

7. 1shoppingcart.com – It can be difficult to keep track of 
prospects and followers as they come on board, including 
what their initial interest was, when they joined you, and 
who your most enthusiastic supporters are. And indeed, 
once you are emailing more than 50 or 100 people, espe-
cially if it is with any frequency in a group, you will run into 
problems with CAN-SPAM, which is a series of laws designed 
to prevent spam. With a shopping cart and autoresponder 
(automated email) service like 1shoppingcart.com, you 
can set up a series of emails up to two years in the future 
at stated intervals to follow up with new subscribers. It also 
houses payment links for any programs, products or service 
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you sell. And they are completely CAN-SPAM compliant so 
your emails will get through most spam filters. As you grow 
your movement, it also has an affiliate module to allow your 
supporters to promote your cause or business to others and 
get referral commissions.

8. Central Desktop – Finally, when you have multiple people 
working on one project, a project management interface like 
Central Desktop or Basecamp can be invaluable in coordi-
nating multiple drafts of documents, timelines, completion 
of key benchmarks, and more. And when you work virtually 
with virtual staff as I have for the past 12 years, this service 
is a perfect place to store key documents so that they don’t 
disappear with any staff who may leave your company. 

Essential Personal Information Management Equipment

In addition to the online and software systems just mentioned, the 
other aspect of staying balanced and on top of the information 
you receive is to use key equipment (much of which will no doubt 
be replaced with newer technology over the coming decade, but 
this is current as of today!).

1. Smart Phone – These devices – including I-phones, Androids 
and more – make it easy to stay in touch with staff, clients 
and prospects – as well as find data instantly and manage 
your calendar remotely. Don’t want to be reachable at a 
given time? Just turn the phone off. 

2. Laptop or tablet PC/ipad – Having a mobile computer lets 
you take your office with you wherever you go. I have lived 
for up to a year at a time in RV’s, yachts, and hotels with my 
laptop and phone and run my worldwide business remotely. 
It’s great to have technology help us this way! Choose a 
brand and model that is well known and current, and plan 
to update every three years or so.
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3. Backup drive or service – The data and documents you 
create and manage may or may not have value to someone 
else – but they are invaluable to you! Be sure they don’t get 
lost or compromised through a virus or other means by 
backing up your data daily, or weekly at most, on an external 
backup drive or internet-based backup service. This includes 
your financial data, web site and individual computer files. 

4. Mobile internet – Most laptops are now prewired with a 
wi-fi connection, which is adequate in many cases. However, 
when traveling for business it is helpful to have an alternate 
means of getting online – including in hotels where fees can 
range from $10 to $20 per day for internet access. Your cell 
phone provider will offer either a mobile internet port or a 
means to get online through connecting to your phone, one 
of which I highly recommend while traveling.

 Often as an Inspirational Thought Leader you 
will find yourself spending a significant amount of time on 
the phone – whether you coach or mentor others, speak to 
constituents, teach by teleclass, or other phone applications. 
Using a Bluetooth or corded headset allows you to do so with- 
out getting “cauliflower ear” – and gives you freedom to focus 
on what you are saying as opposed to holding the phone.

6. Ebook reader – A Nook, Kindle or other ebook reader allows 
you to stay connected to and up to date on your industry 
while on the go.

7. Virus protection software – If you have ever experienced 
a computer virus, you will never go without this software 
again! You can literally find all of your data and files corrupt, 
and absent a backup file they are gone for good. Get a 
reliable virus protection program and keep it updated 
regularly – and be sure your staff do the same, especially if 
they work remotely!
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I have provided an Information Management Checklist in the Inte-
gration Guide at www.inspirationalthoughtleader.com/guide.html 
to help you ensure you have the systems and equipment you need.

Setting Personal Boundaries 

With all of the wonderful technology you have available, it is easy to 
be available 24/7 (or feel like you are!) to people who contact you. Your 
opportunity and responsibility is to set your own personal boundar-
ies to avoid the feeling you never have enough personal time.

Decide what hours you are available and what hours you are not 
– and stick to them. Clarity in your personal information and time 
management – as well as that of your business or position – leads 
to clear flow of money, energy, more time, ideas, and similarly clear 
people to serve and to work with you. 

One other practice you will gain great benefit from – as do I and 
many other Inspirational Thought Leaders I know – is to take at 
least one day per month as a Planning and Strategy Day. Go 
somewhere away from your usual office location – I often rent a 
meeting room or hotel suite for the day – and use it for brainstorm-
ing and receiving Divine Insight. Where are you now in your life 
and work? What would you like to accomplish in the next three, six 
or twelve months? What ideas are ripe for you to now receive and 
implement? Realize that it will always seem like there’s not enough 
time for this, but since Inspirational Thought Leaders such as 
Einstein found this practice helpful, it is safe to assume you’ll also 
reap great dividends from it! (The idea for this book and the body 
of work it is giving rise to actually came from one of my Strategy 
Days five years ago!)

Self-Care and Personal Renewal

Incorporating self-care and renewal into your lifestyle is of critical 
importance for you as an Inspirational Thought Leader. As the 
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saying goes, “Without your health, you have nothing.” You can’t 
give from an empty cup.

No matter how busy you get, be sure to take at least one day each 
week where you do nothing business related – a 24-hour renewal 
period for you to recharge, play, relax, and regain your energy and 
focus for the new week. (Ideally, using leverage, you should be able 
to create regular 3-day weekends and at least quarterly vacations…
but start with one day per week!) Even Oprah does this – so if it’s 
good enough for her, it’s good enough for you!

Also remember during your day that too much of any one activity 
without a break to rest and shift your energy will leave you tired at 
the end of the day. Set your timer for the top of each hour to get up, 
drink some water, go outside, or pet your cat. While Western culture 
sends the message that we should be as productive as possible, it 
often comes with the expectation that we will produce nonstop 
like a machine. You are not a machine, but a living organism…and 
as such you need breaks to let in the light, the life energy, and the 
next phase of the creative cycle.

I have learned this lesson through the bitter experiences of multiple 
chronic illnesses. Don’t let yourself have to get to that point to 
begin practicing self-care! 

Engage in weekly massage, frequent breaks in routine, and several 
vacations per year – as well as eating whole, healthy food, exercis-
ing and meditating daily, and getting adequate sleep – are just as 
important to getting your work out to the world as writing that 
next program or making those next ten phone calls. Keep filling 
the tank of your energy and you will always be giving from an 
overflowing cup.

Next, consider how to fully embrace your authentic gifts and deal 
with any criticism or resistance you may encounter as an Inspira-
tional Thought Leader as we move to the next chapter.



How can I 
fully embrace my authenticity, 
deal with criticism and stress, 
and stand in my truth as an 

Inspirational Thought Leader?   

CHAPTER 18

“Criticism is the art of appraising others 
at one’s own value.” 

~ George Jean Nathan 

When you think of Tony Robbins, you think of motivation and 
personal power; when you think of Oprah Winfrey, you think 

of unselfish help, inspiration and service to others; and when you 
think of Donald Trump, you think of “nothing but the best,” power 
and control. Each of these is an example of being able to express 
their authentic selves through the work they do and the products 
they create – and be seen as an Inspirational Thought Leader as a 
result. And while with their wealth and status, their accomplish-
ments may seem unreachable to you, they started out just as you 
are – or worse! Tony tells the story of living in a studio apartment 
and sleeping in the bathtub. What a long way he has come!

The biggest secret to your own success as an Inspirational Thought 
Leader is expressing who you are authentically – not just “trying 
on a role” or playing a part. And that includes knowing how to deal 
with criticism that will inevitably arise as you share your Inspira-
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tional Message, and knowing where your danger zones are if you 
begin to experience stress.

Embracing Your Authenticity
Who are you, really? As personal as Inspirational Thought Leader-
ship is, it is important that you do not confuse who you are with 
what you do – or the message you share. You are an infinite spiritual 
being, having the delightful experience of being human. And one of 
your privileges is being the conduit for a transformational message 
that you get to share with your Soul-Matched Community.

Seeing yourself this way allows you to approach every interaction, 
every written communication, and every event with 100 percent 
enthusiasm and openness, but without feeling attached to a 
specific outcome. It is a delicate balance between holding a clear 
intention and goal – as we explored in chapter 15 – and at the 
same time being unattached to the outcome. But if you can strike 
that balance, it is like dancing on air, stepping lightly into every 
situation where you are called to be, enjoying every moment, but 
being ready to move on at the perfect time.

Authenticity simply means being true to one’s own personality, spirit 
or character. Energetically, being authentic is the key to having 
people want to follow you – and to you feeling as good as you 
can feel about what you do. There are four spokes within your 
Authentic Self, and you will want to embrace each of them to thrive 
as an Inspirational Thought Leader.

1. Your Natural Strengths. Please go to chapter 4 and review 
the traits of your Enneagram type. How much are you 
currently allowing your natural motivation and basic desire 
to express through your work – and your life? If you have 
taken other assessments or done other personal growth 
work to uncover your personal strengths and assets, are 
you fully utilizing them in your professional expression as an 
Inspirational Thought Leader?
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2. Your Life Purpose. Are you carrying out your life purpose 
on a daily basis through your work and the other aspects of 
your life? You can think of your life purpose statement (see 
chapter 5) as the hub in your short- and long-term planning, 
as illustrated in Fig. 18-1.

 
 
 
 

 

Time/Stress Management 

Action Plans 

Short-term Subgoals 

Long-term Goals 

Role Evaluation 

Life Purpose 

Fig. 18-1 Life Purpose as Organizing Principle 

Fig. 18-1: Life Purpose as Operating Principle

 From your life purpose, you re-evaluate your roles, set your 
long term goals and vision, create short-term sub-goals, 
create action plans and manage your time and stress with 
ease. Living your life purpose through your work contributes 
to embracing your authenticity.

3. Your Values. Also critically important for you to be authentic 
and aligned with your Inspiration Thought Leadership work 
is to be living and working in accordance with your key 
values. Values are simply the things that, to us, are intrinsically 
valuable or desirable. They form the basis for our choices about 
what we will and will not do. If anything in your business or 
work requires you to compromise key values – whether it is 
not having the freedom to work when and where you please, 
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or padding the books in violation of your value of integrity – 
it will cause you to feel inauthentic and out of alignment.

4. Your Passionate Energy. Finally, the work you do must be 
in alignment with – and an expression of – what you feel 
deeply passionate about. (This is the “expression” part of 
the life purpose statement as we explained in chapter 5.) If 
your passion starts to wane, or to dim under the burden of 
administrative paperwork or the dynamics of your growing 
program, pay attention to it! Whether you need to get 
additional help or staff, shift your focus elsewhere in the 
enterprise, or even get out altogether, your passion will 
guide you. What is your “passion quotient” right now about 
your Inspirational Thought Leadership in its current form?

Continue to evaluate your daily work – and your longer term goals 
– against these four spokes of authenticity, and keep them each 
clear and strong. You’ll love the work you do – and others will love 
you too – when you do!

Dealing with Criticism 

By taking a stand as an Inspirational Thought Leader, there will be 
times when others will not agree with you – or may even criticize 
you publicly. You will need to ground yourself – and even use such 
situations as a catalyst to carry your message forward in a bigger 
way than ever.

It can be tempting, as you discover your passion about your topic 
or cause and want to share it, to start talking about it with everyone 
you met. And I want you to – once the time is right! But wait.

At first, you are just getting your energetic legs under you, like a 
colt learning to walk. And it can be relatively easy for someone to 
knock the legs out from under you! A word of criticism and you can 
begin to doubt your entire premise. Why? Because you still have 
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doubts about whether you are really the right person to do this, 
whether you are worth, exactly what it means and what it wants 
to become. 

Through the Law of Reflection, you will attract to you exactly 
the people who will reflect the doubts you feel back to you for 
resolution. It is much better to have these people be your coach 
or mentor or mastermind partners, instead of an uninformed 
friend or colleague who may actually have a stake in your not 
moving forward! 

So as your ideas are forming, share them sparingly, with a trusted 
inner circle of people who understand you and where you are 
coming from – and ideally share your passion in your area of 
Inspirational Thought Leader too. Invite constructive feedback and 
ideas, and even as they are given, take them into your own inner 
guidance to decide whether they resonate or not.

Negative Feedback from Customers or Clients

Once you feel confident in your message and are actively 
marketing to your Soul-Matched Customers and prospects – or 
sharing your platform with constituents – you will be taking a 
stand when you actually polarize your audience: people will either 
totally resonate with you and want to join your community or 
buy your service, or they will know it is not for them. That is what 
you want! And as a result, periodically there will be people who 
decide, for whatever reason, that they no longer want to stay in 
the community you’ve formed – and they unsubscribe from your 
list. Ooh, that can hurt if you take it personally! 

The reasons people unsubscribe can range from a family 
emergency, move, email overwhelm, or other reason completely 
unrelated to whether or not they like you. (But that’s often how 
we read it as entrepreneurs or other Inspirational Thought Leaders 
with a purpose.) 
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The best way to avoid having these feelings of rejection, abandon-
ment or outright discouragement when a few people unsubscribe 
from your list after a promotion is to (a) realize they weren’t likely 
customers to begin with – or “life” has happened to them and 
they are just managing their personal boundaries, and (b) have 
your assistant be the one that receives the unsubscribes instead of 
you – and reports any irregularities to you (e.g., a larger than usual 
number coming either on or off your list). You need to concentrate 
on sharing your Inspirational Message, not on whether someone 
likes you enough to stay on your list today!

Avoiding or Transforming Stress 
You may find that just receiving criticism causes you to feel “stressed 
out” – and different Enneagram types will take it more personally 
than others (such as the Two and the Four). Alternately, if your 
program goes through a growth spurt, or personal responsibilities 
pile on top of business responsibilities and you start to feel time 
pressure, competing demands and priorities, or simply information 
overwhelm, it is not unusual to experience stress.

Each Enneagram type responds differently to stress in a way that is 
out of character for their usual healthy expression of their type, as 
depicted in Fig. 18-2 and explained below.

 goes to Type Four (Individualist) and 
resorts to his/her deep feelings in times of stress

 goes to Type Eight (Challenger) and can 
become dominant and confrontational in an attempt to react 
to not being able to help as he desires

 goes to Type Nine (Peacemaker) and 
tries to harmonize everything and everyone around him/her 
because he/she can’t achieve in the way he/she wants to

 goes to Type Two (Helper) and 
offers help to everyone who will accept it, perhaps becoming 
overbearing in the process
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goes to Type Seven (Enthusiast) 
and may either look for more options or distract him/herself 
with something fun and enjoyable to do because he/she 
feels overwhelmed with information

 goes to Type Three (Achiever) and will 
try to get things done in order to mask the fact that he/she 
feels unsafe and cannot manage the risks of the situation

 goes to Type One (Reformer) and 
will try to dot all the I’s and cross all the T’s, insisting on the 
“right” way to do things, since the situation is no longer fun 
and options seem closed

 goes to Type Five (Investigator) and 
will seek more information to justify his/her position, since 
his/her natural leadership is being rejected or challenged

 goes to Type Six (Loyalist) and will 
look for all of the pros and cons, the possible risks, and what’s 
safe when he/she cannot harmonize everything

Being aware of your natural tendencies when faced with stress 
– regardless of the cause – will help you be able to consciously 
decide not to succumb to that behavior, but to stay centered in 
your natural state.

Standing in Your Truth as an Inspirational Thought Leader

Imagine yourself being absolutely unassailable, where you can’t be 
ruffled or hurt by what others say about your Inspirational Message 
(or about you). It is entirely possible!

When you go into a crowd, prepare to deliver a speech, or are 
getting ready to do a teleclass, do the White Light Meditation in the 
Integration Guide at www.inspirationalthoughtleader.com/guide.
html to surround yourself with white light, not only protecting you 
but filling in every cell – and every space between your cells – with 
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the pure essence of God expressing through you. Nothing can 
penetrate or disturb this field once you acknowledge and create it!

Even if there are other “Related Providers” in your space, other 
foundations with similar missions, other professionals with similar 
goals, yours is unique to you. And two people can say the exact 
same thing, and have part of an audience respond to one and part 
to the other. (This happens to my business partner Steven and me 
all the time when we give joint presentations.)

Keep in mind this beautiful quote from Eric Butterworth’s Spiritual 
Economics if you begin to doubt your Inspirational Thought Lead-
ership or the gifts you have to give:

“You are a whole person in a whole Universe. You are 
an individualized expression of the creative flow. There 
is something you can do that no one can do quite as 
uniquely as you. Somewhere there is a need for that 
special contribution. You are needed even as you have 
a need. If you lose sight of this awareness, you abdicate 
from the Universe. As you sit thinking, ‘If I could only 
find a job,’ some employer is at that very moment 
thinking, ‘If only we could locate the right person for 
this opening! Keep that vision of the orderly Universe. It 
is not a miracle that is needed to create a job for you but 
an expression of divine order in bringing you together 
with that which is looking for you.”

Summary of Phase Four of Inspirational Thought Leadership

By now you realize that Inspirational Thought Leadership is about 
much more than just implementing marketing strategies – you 
also have to incorporate personal energy alignment, staff and 
other support, information and time management, and an unflap-
pable mindset that will withstand stress and criticism. Next, we will 
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explore your larger vision for expanding your business or program, 
using leverage, energy work, and new strategies for marketing and 
amplifying your visibility worldwide (if that is your vision).
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INSPIRATIONAL THOUGHT LEADERSHIP
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What kind of 
business expansion model 

or leveraged approach do I want 
to create or adopt to 

exponentially increase my impact?    

CHAPTER 19

“[Q]uantum leaps can come without apparent effort.  
These are high velocity moves that 

carry you to dramatically higher performance levels 
without a time-consuming struggle.”

~ Price Pritchett 

It’s time to grow! Your Inspirational Message is clear, you know 
how to share it with others – and who your audience is. And you 

know how to prepare yourself for the task. Now, step 8 in the Inspi-
rational Message Design System is having a Leveraged Growth 
and Expansion Strategy (see Fig. 19-1). The time will likely come 
when you will either consciously decide you want to expand, or 
your message will become viral and the expansion will find you. 
It is best if you have a plan for the expansion before it happens 
– businesses have been known to implode when too many sales 
came their way too quickly, and they couldn’t handle the volume. 

Ready, Fire Aim

What I have seen stop more new service providers and would-be 
Inspirational Thought Leaders more than anything else is the 
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Fig. 19-1 Inspirational Message Design Process Factor 8 - 

Leveraged Growth and Expansion Plan 

belief that everything has to be “all ready to go” – or even “perfect 
– before you can begin off ering your product, service or program 
to your prospective Soul-Matched Community members.

In earlier times, this may have been true. Things didn’t move as 
quickly, and electronic media didn’t allow for instant changes and 
24/7 communication. So allowing a lot of lead time, planning, and 
multiple reviews before release of a course curriculum, a book, a 
web site or a coaching program was the norm.
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But in the Era of Inspiration, the total information available in the 
world doubles at least every year. It is staggering! As such, it is no 
longer critical that all the “I’s” be dotted and all the “T’s” crossed 
before you launch a product or service to your market. Indeed, the 
feedback you get by testing an idea – often through your blog or 
Facebook page - fi rst will tell you (a) whether to proceed with it as 
is or not, based on interest, and (b) whether you need to add other 
elements – your customers will tell you what’s missing!

As an example, just over a year ago I felt a strong desire to move to 
Scottsdale, Arizona from my long-time home in Portland, Oregon. 
I had experienced the desert, having spent time in both locations 
for the past ten years. But I felt it was time for my husband and 
me to make a more permanent move there. I tried to reserve a 
rental online in advance, but they seemed cost prohibitive, as we 
still had a place to maintain in Portland. So we packed up the cars 
and headed south – not knowing where we would live. We spent 
a couple of weeks near family there, and after looking in various 
areas around the Phoenix Metro area for rentals, hadn’t found 
anything that fi t.

When we got to Scottsdale itself (a suburb of Phoenix), we suddenly 
felt like we were home. And everything began to fall into place. 
We found a condo we liked, which we initially rejected (preferring 
a furnished unit), but when the furnished unit we subsequently 
found fell through, we returned to the condo and rented it. We 
loved it because it was on a greenway (like the green we were 
accustomed to in Oregon), near lakes and bike trails, and conve-
nient to shopping and freeways. The night we moved in, we literally 
had an infl atable mattress, a borrowed card table and two fold-up 
chairs as our only furniture. But we were in! We shortly purchased 
furnishings on sale and are enjoying the condo tremendously. But 
if we had waited till all the details were in place, such that we knew 
where we’d live, what furniture we would use, and the like, we may 
still be in Portland!
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I have used this principle in starting each of my businesses, in 
orchestrating my ten-month, 65-city seminar tour in 1989, and in 
nearly everything I do. It works (though it can be a bit scary and 
take some courage and trust, I’ll admit)!

The lesson for you: don’t wait till you have all of your ducks in a 
row to start marketing and inviting people into your community! 
Develop a working outline and a description of what you have 
planned, then do some tests to determine interest. So the lesson 
is: don’t let “analysis paralysis” keep you or your client from getting 
your business going!

Five Rings of Riches in Inspirational Thought Leadership

You will also want to be sure to use the magic of leverage as you 
expand, as we introduced in chapter 7. By keeping this principle in 
mind in everything you do, you will be able to avoid the frustra-
tion and limited income that comes from generating your revenue 
from individual services only.

If you build your practice strictly based on your billable coaching 
time, theoretically you could coach 80 clients per week, one-half 
hour each, for a 40-hour work week. But who would want to? I 
have talked to at least one coach who achieved that goal, and was 
unable to sustain that level of intensity – nor does he recommend 
that strategy to others! 

So how can you expand your revenues without continuing to 
simply coach more clients? Leverage yourself! 

Many of the strategies for bundling and online sales will generate 
passive income. For example: online sales of your books and audio 
products, interactive internet-based assessments and/or training 
programs, affiliate programs, recorded teleclasses available by 
mp3, and more. But let’s put these strategies into context.

Business and real estate guru Robert Allen captures this notion 
exceptionally well in Multiple Streams of Income. He calls it the Five 
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Rings of Riches, and it is illustrated in Fig. 19-2:

 

Fig. 19-2: Five Rings of Riches

The principle here is that in Ring 1, you become competent in your 
“core expertise,” which for most of the readers of this book will 
be coaching. Get your coach training, do some practice, or intern, 
coaching for free; then launch your coaching-for-fees practice.
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In Ring 2, you begin to recognize what you have to share with 
others. Those frequent issues presented by your clients, teleclass 
and seminar topics that are drawing well and consistently, articles 
that people tell you are their favorites – all of these point to areas in 
which you can teach others. Notice the many roles through which 
you can do this as listed in the diagram.

Ring 3 expands your specific expertise so that you can begin 
to teach general success skills. Perhaps you approach other 
audiences with similar needs more general than your core 
expertise.  A career coach may teach life skills, or a marketing 
consultant may teach overall business success.

But you’re not done yet! Ring 4 is the marketing of other products 
to the database you have developed. Perhaps (with permission) you 
rent out your mailing list for a fee, or you endorse other people’s 
products to your database (again, for a fee) or you influence people 
who have done business with you to buy products that are only 
peripherally related to your core products.

And finally, in ring 5 you provide support services to others in 
your industry in the other four rings, such as printing, copywriting, 
graphic design, audio or video production, editing, public relations, 
web site design, and similar services. You might broker these 
services for others for whom those are their core areas of expertise. 
But by this stage, you’ve become much more far-reaching in your 
business impact than simply being a coach, speaker or other service 
provider – and the ultimate result is increasingly high added value 
for your customers and Inspirational Thought Leadership!

Expansion Strategies
There are at least five kinds of expansion strategies from which to 
choose in deciding how big you want your business and the form 
you want to use to grow it: using joint ventures, creating a virtual 
university, offering a train-the-trainer program, licensing your 
content, and franchising your system.
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 One expansion strategy is joint venturing. Perhaps you wish 
to work with a company or a group of clients who want 
coaching in a related area in which you do not specialize 
(e.g., a career coach whose clients also need relationship 
coaching). Or you may wish to offer the services of a related 
professional as part of your packaging of coaching services 
(e.g., a career coach may want a professional alliance with 
a resume writer). This can be done through a kind of “joint 
venture” by which you jointly propose to do the work, or 
have an understanding between you that you are going 
to work together and make cross-referrals with clients as 
appropriate. 

 If you use such an approach, be sure that you and the other 
coach or service provider:

phones, supplies, insurance, etc.).

share the work, including who owns any intellectual 
property produced, who invests what overhead items, 
how revenues and expenses are shared, and how the 
agreement can be terminated or modified.

operating agreement or bylaws, or partnership 
agreement accordingly, clarifying what the functions, 
roles, authority, and privileges of each of you will be.

Encourage “buy-in” to your company vision and 
ongoing goals.

-
iting them from learning your system and leaving your 
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company to form a competing firm. See your attorney 
for preparation of a form suitable to your situation.

venture partners as well as other staff, prohibiting them 
from disclosing your mailing list, trade secrets, or other 
confidential information to those outside your firm.

 Once you have shared your program or services, through the 
Inspirational Message you have crafted, with enough people 
to validate the system works and get some real-life examples 
of how it works, another option for expansion is to equip 
others to use your system with their clients or constituents. A 
virtual university is the most flexible way to do this. It simply 
consists of offering your content through a web site, with 
a “front end” that explains, markets and sells the program, 
and a “back end” – either password-protected or otherwise 
secure – where enrolled students can access the content they 
need to take a course in your system and get their credential 
or other evidence of completion. The online content can be 
supplemented with real-time teleclasses or webinars, which 
when recorded then allow you to offer the course as an online 
training as well.

 People love this approach because they get a tangible creden-
tial at the completion of the training – e.g., Certified Career 
Coach, Certified Purposeful Branding Coach, or Certified 
Project Manager. It allows people without an advanced 
degree to get a credential with resume and practical value; 
it allows those with degrees to supplement their education 
(especially if they are lifelong learners); and it provides specific 
competencies to enable the graduate to enter a profession or 
start a business of their choosing (e.g., a coaching business) 
or qualify for a promotion with their employer company.
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 This is the strategy I have used for more than 12 years now 
to build my worldwide following, training and certifying 
coaches in various specialties, first through Career Coach 
Institute, and then through Purposeful Entrepreneur 
Institute. It can allow you to reach people anywhere – as long 
as they have an internet connection – and to have a more 
flexible schedule than a physical, bricks-and-mortar univer-
sity would. And it is not as complex – or expensive – as you 
may expect! Offering simple teleconferences with handouts 
in pdf format, and four simple web pages – preview page, 
thank-you to preview page, sales page for program, and 
thank-you page for program – you can launch your own 
virtual university in no time.

 To implement this approach, you will need to answer key 
questions in eight areas:

1. Laying the Foundation – Certification Program Basics: 
What topics are well suited to a certification program? 
What timing/what stage in your business should you 
launch? What medium will you use: live, teleclass or 
online learning? What are the pros and cons of each? 
What skills, knowledge, or qualification will you teach? 
How can you incorporate proven adult learning prin-
ciples to ensure a positive learning experience?

2. Creating Your Certification Program: How will you 
organize your curriculum to both teach the required 
skills and retain the students’ interest? Will you offer a 
credential (if teaching a specific skill)? Who is the ideal 
student for your program? Can you reach them cost-
effectively? How can you find out in advance what 
your ideal students want and need – and provide it? 
What certification or credential will students receive? If 
so, what standards will they need to meet or require-
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ments will they need to satisfy in order to receive the 
credential? If you do not offer a credential, what other 
outcome will they get? What about copyright laws?

3. Packaging Your Certification Program: How will you 
structure your program? How long should it last? If 
you teach teleclasses, where will you get a bridge line, 
recording service, and handle the other mechanics of 
doing a teleclass? If you teach live, what key elements 
do you need to have in your hotel contract? What days 
and times are best to train, given your audience? If you 
have a member only forum or area on your web site or 
blog, how will you monitor and organize it? How will 
you price your program? What payment plans should 
you offer? How can you use kits or otherwise produc-
tize your training without compromising quality or 
giving up future enrollments? Should you deliver your 
class handouts digitally or as physical products – what 
are the pros and cons? What about Camtasia and other 
course development software programs?

4. Marketing Your Certification Program Online: How 
should you do your initial announcement of the grand 
opening? What strategies work best for ongoing 
marketing of coach training and other credentialing 
programs? What are the Stages of Client Engagement? 
How should your web site be designed to attract the 
right students? How can you use Social Media to build 
your brand and attract students? How do you create 
a Company Page on Linkedin and use Linkedin events 
feature to further drive enrollments? How do you 
creatively use SEO, opt-in pages, special reports, and 
more to position you as the expert and your program 
as the industry leader? How much lead time do you 
need to market before class start date? 
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5. Marketing Your Certification Program Offline and 
Through Group Sales, CEU’s and Affiliates: How could 
you use joint ventures and affiliate partners to grow 
your program? How can you go beyond marketing only 
to individuals and approach corporations, associations, 
and other groups for volume purchases? How can you 
use speaking to enroll people into your programs 
– and which groups are best? How can you develop 
an ongoing pipeline of referrals of students to your 
programs? What needs to be included in a proposal 
for your services to an association or corporation? How 
can you position your certification to fulfill Continuing 
Education Unit requirements within your industry?

6. Managing Your Certification Program: How will you 
manage the “back end” of your program (student 
records, student progress, different program enroll-
ments, membership levels etc.) without investing in 
expensive software? What legal issues do you need to 
address regarding copyright, licensing, confidentiality 
etc.? What do you need to provide to graduates to 
memorialize their work (e.g., certificate, acknowl-
edgement letter etc.)? How do you compute Cost of 
Goods Sold and net profit/ROI? How should you pace 
your offerings and structure your annual Academic 
Schedule?

7. Leveraging Yourself with Staff, Systems and Position-
ing: What staff do you need to manage your help desk, 
student relations, enrollments, and other components? 
How can you train faculty to teach for you – and why 
do you need to do it from the beginning? What needs 
to be in place to have others enroll students and sell 
the program for you? What parts of the process should 
you delegate, and what should you keep within your 



Become An Inspirational Thought Leader280

personal responsibilities? Why should you author a 
book on your topic, and how can you ensure it will be 
a brisk seller and reach new students for you? 

8. Expanding Your Program: Once you get your program 
up and running, how can you expand it even further? 
How do you implement international and domestic 
licensing, advanced certifications, bundling your 
program with live trainings and high-end mastermind 
groups, and other strategies for squeezing all the 
income you can out of your content? What about 
e-learning/self-paced offerings? How can you bundle 
your program content with continuity programs, 
mastermind groups or other offerings to further 
increase income? How could you spin off related 
specialty trainings? What do you need to consider if 
you want to franchise or license your approach? What 
is your exit strategy?

 An extended treatment of this topic is outside the scope 
of this book, but you can obtain my online learning course 
on this topic, Certification Program Secrets, at www.
certificationprogramsecrets.com 

 A third expansion strategy is to train others to facilitate your 
content in their organization, or with client groups of their 
choice. The difference between this and a virtual university 
is that typically, the person you train will be able to teach 
your content, but will not be able to offer any credential to 
their participants upon completion. The training they give 
is a stand-alone offering, one which they may offer as an 
ongoing class for employees in a large company, or to various 
client groups if they are an independent practitioner. 

 Most Inspirational Thought Leaders who offer train-the-
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trainer programs do so for a flat fee, though some blend the 
train-the-trainer program with licensing (see next section) 
to provide recurring revenue.

 To train others in your approach may seem like it would dilute 
your message or the exclusivity of your message. But in fact, 
once others are successfully using your program in this way, 
your program or approach becomes the benchmark against 
which all other training programs in you content area are 
judged – which strengthens your thought leadership. 
However, you will need to be sure not only your message 
itself, but the points and process you use to deliver it, are 
solid and replicable to be ready to train other trainers. 

 Your participants in the train-the-trainer program will 
typically expect to be provided with a Facilitator Manual 
– guiding them specifically how to present your content, 
where to use examples, etc. – a template Participant Guide, 
and Power Point slides (or, at a more sophisticated level 
and higher investment, video/DVD) as well as suggested 
handouts, if any. Preparing these is time-consuming! But 
when you consider that each person you train will be paying 
you anywhere from $1500 to $10,000 to learn your system, 
and that they will then teach it to thousands of others – 
expanding your reach – it can be a wise investment of time 
and energy when the time is right. (Of course, you can also 
hire a curriculum designer to do this for you if it isn’t one of 
your natural strengths!) One example I have created is the 
Outplacement Kit (see www.coachingwebstore.com).

4. Licensing Your Content
 A fourth expansion strategy is to license your content. In 

this approach, the licensee pays you a fee to use the system 
and content you have developed, whether as a stand-alone 
offering or embedded into other programs they may offer. 
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One difference with licensing versus train-the-trainer is 
that licensees may be given the option to customize the 
content, reorder the steps, or use parts of the system but 
not all of them. This can be especially valuable if you have 
trademarked your work, since the licensee is then free from 
many of the concerns about infringing on your trademark. 

 There are at least three components to a license: a term or 
length of time it is valid; a territory (optional) within which 
the licensee may exercise his/her rights under the license; 
and renewal provisions, stating how or whether the license 
may be renewed.

 Licensing is a more sophisticated strategy, and if not done 
correctly, runs the risk of being deemed a franchise, which 
carries substantial monetary and legal penalties. Be sure 
to consult legal counsel if you are considering a licensing 
approach for your expansion.

 The final – and most elaborate – expansion strategy is 
franchising. Inspirational Thought Leaders in the coaching/
speaking arena such as John Assaraf and Brian Tracy, among 
others, have implemented this approach to expand their 
businesses.

 According to the Federal Trade Commission, definition of 
franchising is:

“Franchising is a method of doing business by 
which the franchisee is granted the right to engage 
in the business of offering, selling or distributing 
goods or services under a marketing plan or system 
prescribed in substantial part by a franchisor and 
which is substantially associated with the franchi-
sor’s trademark, name, logo or advertising.”
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 According to Francorp, a franchise is deemed to exists when 
the following three elements are in place:

1. You permit someone to use your name.

2. You permit someone to use your system of operation 
or marketing program.

3. You receive payment of a fee, either initially or on an 
on-going basis.

 If only two of these three elements are present, your business 
is not a franchise. Therefore, be sure to get legal counsel if 
you are exploring this option, as strict securities regulations 
are imposed, both at federal and state level. 

 If it is important for you to (1) create brand awareness by 
having people use your name and your system of operation, 
(2) ensure quality control, and (3) obtain ongoing income 
from the continued use of your name and system (with 
franchisees paying you $35,000 to $100,000 or more for the 
privilege), then franchising is probably right for you.

 Online franchise evaluation services such as www.francorp.
com and www.fransource.com that provide information and 
resources to help you determine whether you are ready to 
pursue a franchise arrangement.

 We have provided an Expansion Checklist in the Integration 
Guide at www.inspirationalthoughtleader.com/guide.html 
for you to select the strategy you believe will serve your 
organization best.

Now that you know the five primary expansion structures to use, 
it’s time to explore how to expand your reach – regardless of which 
specific strategy you choose. That is what we will discuss in the 
next chapter. 



Become An Inspirational Thought Leader284



How will I 
expand the reach of 

my Inspirational Message 
to a global scale?      

CHAPTER 20

“If you’re going to be thinking, 
you may as well think big.” 

~ Donald Trump

Your Inspirational Message is needed – and wanted – in more 
countries than just your own. And indeed, as it gets out to more 

and more people and the “snowball effect” starts bringing people 
to your web site, presentations, and other outlets in droves, you 
will find the work carrying you forward, rather than the other way 
around!

One thing is certain: as powerful as it is to share your cause or your 
program or your message with one person at a time, getting in 
front of groups of prospective Soul-Matched Clients or Community 
Members exponentially grows your impact! You will find your 
enterprise taking quantum leaps once you become known within 
the key circles where people appreciate – and are actively seeking 
– what you have to offer.

To shepherd your expansion along at this point, you will need to 
master at least five key strategies: writing a book on your Inspira-
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tional Message, working with the media, getting on bigger stages 
to speak, hosting your own events, and initiating viral video or 
other media campaigns.

Writing Your Book

To be an Inspirational Thought Leader, you will eventually need to 
write a book. Only in very rare cases do people reach high visibility 
without doing so – and when they do, it is usually because of 
something they have achieved: first woman to climb Mount Everest, 
Olympic gold medal winner, military or political achievements, or 
the like. But the fact is, nothing creates credibility or passes your 
information on to others faster than being the author of a book. 

If you plan to write a book for trade distribution, as a text or 
reference for your specialty, or for purchase by your community of 
followers and/or clients, choose your publishing strategy carefully. 
Over 200,000 books are published each year, so writing a best-
seller takes some doing! But that may not be your objective. As you 
think through your reasons for writing your book, the appropriate 
medium to use should become clear.

The topic of your book will be easy for you to choose: it is your 
Purposeful Signature System and Inspirational Message! To 
determine the exact title, refer back to your homework when you 
created your system in chapter 5. Hopefully you searched Amazon 
for any similar titles – and for what other Related Providers have 
written about. So your title will flow naturally from the name of 
your Purposeful Signature System itself, and what you have learned 
about your community members and their most important issues 
since you formulated it.

Should I self-publish? 

The advantages of self-publishing, with the ease of access to 
desktop publishing software today, include greater control on the 
book’s future and potential for greater profits beyond the mere 
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royalties larger houses pay. However, there is also the prestige 
factor of being published by a larger house – if you’re willing to 
patiently wait for 12 to 18 months to be published! 

The drawbacks of self-publishing include having to personally 
pay the initial cost of producing the book – and any promotional 
assistance you may use – as well as the fact that some large 
distributors are reluctant (or unwilling) to work with small presses, 
which can inhibit distribution. In addition, you must be prepared to 
spend many hours promoting the book, doing radio and television 
interviews, and coordinating distribution to meet demand. Not 
everyone is willing to do so. If you do wish to self-publish, we 
highly recommend Dan Poynter’s books and his web site, www.
parapublishing.com, for a free newsletter and many tips and 
resources for self-published authors.

One alternative we have found that nicely bridges the gap between 
these options is what is called “print on demand” (POD) printing 
(see Integration Guide at www.inspirationalthoughtleader.com/
guide.html for companies who do this). With POD, you don’t have 
to invest thousands of dollars in an initial (or subsequent) print run; 
you can print one copy or one thousand at a time from the digital 
files they maintain on their company computer system so that it 
can be accessed whenever there is an order. (Many of them also list 
your books on Amazon, Barnes & Noble, and other online sites!)

If you do self-publish, you will want to obtain uniform ISBN 
numbers for your books from Bowker at www.bowker.com so that 
your books can be listed in catalogs and other listings.

Do I need an agent?

If you don’t self-publish and decide, for whatever reason, that you 
want to approach a major publisher to publish your book, you will 
need an agent. There are occasions when the major publishers will 
take on a new author, but more commonly they want to see that 
you have had some writing and book promotion or media experi-
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ence. The degree to which you can demonstrate your ability to 
promote the book and generate significant sales yourself weighs 
heavily on their decision to work with you these days! 

You will need to have built what is called a “platform” in the 
business for a publisher to accept your project – whether you are a 
first-time author or not. This term simply refers, first, to your online 
presence – do you have a web site and/or blog? Is it updated 
regularly? Is it compelling? Platform also refers to the size of your 
following, both in your own private email list, your Facebook fan 
page followers, your Linkedin connections, Twitter followers, and 
those you can reach through affiliates or partners. Third, platform 
refers to the products you have created, whether you regularly 
speak or are otherwise known among your audience, and the like. 
The publisher knows it can only do so much promotion of the 
book – it will rely on you, as the author, to do as much as half of the 
promotion both pre- and post-publication. And if it will be paying 
you an advance, it wants to try to ensure that the investment will 
be paid back many times over through book sales!

The advantages of using an agent include:

better terms for you 

The disadvantages, on the other hand, include:

all proceeds from book, 
including secondary markets and follow-on products (which 
will include audio, e-books, movie rights if any, etc.), and is 
involved throughout project

If you decide you want/need to work with an agent, you will either 
want to get a referral from another author of similar content, read 
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the acknowledgements in a book similar to yours and see if the 
author mentions his/her agent, or go to Writers Market and peruse 
the list of agents it includes.

The Book Proposal

It may surprise you to know that you do not need to complete 
your book before approaching a publisher! Nonfiction books 
are typically bought by a publisher based on a thorough book 
proposal (including marketing plan for the book and competitive 
analysis) along with an outline of the book and two or three sample 
chapters. Once accepted, you receive an advance (which can range 
from $1000 to $1 million for celebrity books) to be charged against 
royalties from sales. You are then paid additional royalties once 
the advance has been reimbursed by sales. (For many books, this 
never happens!) 

After writing 23 books in addition to this one – self-publishing 20 
and working with Simon & Schuster, Hay House, and a commercial 
publisher on the others – I recommend that whether you plan 
to be published by a publishing house or not, you write a book 
proposal. The main benefit of the proposal is that it forces you to 
think through your project: what will you write, what topics will 
you cover, who else is writing on a similar topic, how does your 
book stand out, who is the readership, and what is your marketing 
plan to reach them?

Your proposal simply needs to contain these sections:

positioned vis-à-vis them
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this (credentials, background, experience)? Describe your 
platform, size of group of followers, and marketing/media 
readiness here as this is 50 percent of what they weigh in 
their decision

not to include the 
first one

See Book Proposal Worksheet in Integration Guide at www.
inspirationalthoughtleader.com/guide.html to help with planning 
your book.

Ebooks

As e-book readers have entered the mainstream, having an elec-
tronic (digital) book, or “ebook,” version of your book is essential 
for a release today. Among the advantages are:

weeks, whereas traditional publishers typically work on a 
two-year timeframe from proposal to published book

Adobe Acrobat or EbookPro software (or an enhanced 
Word document!), your content can very quickly be ready to 
publish

cover book, so they take less time to write

possible in a traditional book format)

The only word of caution? Be sure your e-book is put into the proper 
format for the various e-book readers there are. Kindle, Nook, and 
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other e-book readers each have their own unique quirks.

Typical e-book prices range from $4.99 to $19, and distributors 
receive a discount of 50 percent off retail.

Distributing Your Book

Just as designing a web site must be followed by promotion, your 
book must be promoted in order to generate sales. Here are a few 
ideas (whether you self-publish or purchase wholesale from your 
publisher and sell copies from your own marketing strategies):

as www.vervante.com 

book to your community and to the world! This can be an 
elaborate launch with multiple partners, bonuses, and a 
number of simultaneous announcements of the book on one 
day, as we are doing with this book (with the goal of reaching 
best seller status in at least one Amazon category that day), 
or it can be more low key. But do let people know when your 
book is released!

 
or graphic

a distribution channel

stores (colleges and universities, public libraries, government, 
etc.). Remember, however, that bookstores are accustomed to 
receiving discounts of 55 percent off the retail price
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distributing your book

blogs – and invite people to tweet, retweet, and use other 
social media to get the word out!

– and if you are being sponsored, request that the sponsor buy 
the books at wholesale from you as a condition of the contract

the book and, if desired, create a continuity/membership 
program from it with a new video each month

and streaming video sites, local cable and network affiliate 
television shows, and the like

Your goal is to continually be thinking about giving the book 
more visibility, as that will also help spread your message. If you 
do something every day toward that end, you will find your work 
spreading like wildfire. You may know that Mark Victor Hansen and 
Jack Canfield were turned down by over 100 publishers before they 
found one that would accept the Chicken Soup for the Soul series. 
But after it was published, they also committed themselves to five 
radio interviews per day (among other things) for two solid years 
to get the word out – and the rest, as they say, is history!

Working with the Media

Imagine opening up your email or checking your voicemail 
tomorrow, and you have received requests for interviews with 
you from the Wall Street Journal, Good Morning America, and O! 
Magazine. How would you feel? If you have not done media inter-
views before, you may feel both excited and frightened.
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Having the opportunity to communicate your Inspirational 
Message through print, radio, or television media is one of the most 
impactful opportunities you will have. But if you aren’t prepared, 
an appearance on even the most highly viewed television shows 
will not fully benefit you – and actually can harm your perceived 
creditability and reputation.

To be ready for the media, you will need to prepare an online 
media kit they can access to obtain your photo, descriptions of 
your program or work, commonly asked interview questions, 
video of you speaking live, and references – including other media 
on which you have appeared.

Tips for Media Interview Success

When you do have a media interview request, you can ensure you 
get the maximum benefit from it by following these tips:

1. Connect with reporters when they call. Remember first 
and foremost that reporters, television or radio hosts, and 
their researchers are people just like you, with a job to do. 
The more you can connect with them genuinely and make 
their job easier, the better! So not only do you want to be 
prepared to respond to interview requests as they come 
in – you also want to provide reporters - in your local area 
and those who represent key outlets your Tribe reads, listens 
to or views – with story ideas, leads, trends, success stories 
and the like. Be a resource for them, and you will be the first 
they come to when they need an expert for a story on which 
they are working. (And communicate in their communica-
tion language too – that applies here as well as with your 
constituents, clients or staff!)

2. Ask key background questions. Find out from the reporter 
what the main focus will be, whether they are interviewing 
others as well, how much time they need, and their deadline. 
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Deadlines often run quite short – as short as 24 hours from 
time of contact – so quick response gets you the interview 
over others he/she may call!

3. Prepare your content. Before the interview, prepare two or 
three key messages you want to leave the readers, listeners 
or viewers with. And be sure your key message is communi-
cated first, just in case the interview is edited or you run out 
of time to cover it later.

 Provide the interviewer with a 
list of suggested questions (knowing they may ask other 
questions depending on their needs), and rehearse the 
answers you will give. The more you can rehearse until the 
answers sound natural and concise, the better the interview 
will come across.

 Don’t hesitate to refer to examples from 
your own work with constituents or clients (of course, only 
mention their names if you have permission), or to other 
instances in the media that are relevant to the topic at hand. 
This brings your Inspirational Message home to the reader, 
listener or viewer and makes it real to them.

 
As an Inspirational Thought Leader, your role is to provide 
more than just inspiration. If you are willing to share your 
own heartache, your own triumph, and that of your clients 
through examples, it will touch the reader emotionally. And 
that is what stimulates interest as they watch or read or listen 
to the interview.

7. If you don’t know an answer, say so! Don’t feel as though 
you need to manufacture an answer to a question if you 
aren’t sure – tell the interviewer you will find it and post 
it to your blog, or otherwise get back to them. And if you 
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choose not to answer a question, explain why in terms 
of your company policy, for the sake of client/donor 
privacy, etc.

Getting on Bigger Stages to Speak

By now you should be presenting workshops, speaking to service 
or professional groups, and the like on a somewhat regular basis. 
Obtaining speaking engagements for smaller groups is usually just 
a matter of calling their program chair and providing a description 
of what you offer and its benefits to their group, as well as finding 
a date that works for you and for them.

To get onto larger stages requires additional steps. Here are some 
of the steps you will need to take to elevate your speaking to the 
next level:

1. Speak to your Tribe’s professional association meetings. 
Identify the professional associations that are most relevant 
and receptive to your Inspirational Message and what confer-
ences they sponsor or gather at during the year. Submit a 
Request for Proposal to present a workshop at their national 
or state conference. Assuming you are well qualified in your 
content area, this will be relatively easy to obtain – as long 
as you plan six to twelve months in advance (which is when 
most associations choose their speakers).

2. Leverage one engagement into many. After doing one or 
more workshops at the association’s conferences, approach 
national if you spoke at a state event, or other state chapters 
if you spoke at national, to provide a similar presentation. 
Ultimately, you will either garner the support of the national 
president of the association and they will recommend you 
as a keynote speaker (usually a paid engagement) at their 
conference or you will be able to work with the speaker 
selection committee or their speakers bureau to get that 
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spot on the platform. (Right after your book comes out is a 
great time to seek a keynote opportunity!)

3. Cultivate relationships with speakers bureaus. You will 
need to have established yourself as a speaker getting paid 
to speak (even if fees are initially nominal) to get a speakers 
bureau to represent you. But they can open doors you can’t 
since they are often given the assignment of choosing a 
dynamic, well-qualified speaker for the client’s event –and 
the events are often larger than others who use only a 
program chair for selection. Find out from other speakers in 
your industry who represents them, and Google “speakers 
bureaus – xyz industry” to find one in your geographic and/
or subject area. The bureau will usually take a percentage of 
the speaking fee as their commission, and starting speaker 
fees are $2500 or higher.

4. Invite key people to speak at your events. Hosting your 
own events is covered in more depth in the following 
section, but for your purposes in getting on larger stages, 
the principle of “celebrity by association” applies here. If you 
invite a celebrity guest (which is more affordable than many 
realize) or one or two industry-leading speakers to be on 
your platform, you will be invited to speak on theirs as well. 
Cultivate your affiliate and joint venture partner relation-
ships so that you can support each other in this way and 
help both of you spread your work more broadly.

engagements for you. Through focused research online, 
by networking, and through telemarketing, an assistant 
can identify and screen many speaking engagements that 
you would either not know about or would not have time 
to pursue. The investment in their hours is one of the best 
investments you will make!
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Hosting Your Own Events

Next to writing your own book, few other strategies build your 
visibility as an Inspirational Thought Leader faster than hosting 
your own multi-day, high ticket events. (And as you will see in the 
next chapter, this is also the most effective strategy to use to fill a 
six- or twelve-month mastermind group to provide a small group 
of clients or constituents with elite access to you.) I have hosted 
several of these – and plan to do more in the future – and they are 
both a lot of fun and a lot of work, but well worth it! 

To be successful, you will likely need a professional event planner 
to help you with the negotiations with the hotel or other venue, as 
well as the logistics of registration (in advance and on site), coordi-
nating other speakers and their travel (and yours, if you are holding 
it away from your home city), handling product sales, audio/video, 
and other details. And as video grows as the medium of choice 
for Inspirational Thought Leaders, live streaming video from your 
events is another way to make your event available to more people 
as well as heighten the excitement of the event for those who are 
there live.

There is truly an art to planning, promoting and presenting an 
event that fills the available seats and has the impact you desire. 
For suggested resources to help you in this area, see the Resource 
List in the Integration Guide at www.inspirationalthoughtleader.
com/guide.html.

Viral Video Campaigns

Who hasn’t seen the video of Irish housewife Susan Boyle wow’ing 
the audience on the television show, “Britain’s Got Talent,” or other 
videos that had such a passalong effect that they became viral? 
Your Inspirational Message can create this effect too!

Filming video combining a mini-movie of why you started your 
business or foundation or initiative, coupled with powerful clips 
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of you speaking and a call to action for the viewer to join the siren 
call, is a powerful way to communicate your message!

You will likely want to set up your own channel on YouTube and 
perhaps also Google Video, with a name that fits your Inspirational 
Message theme. Then, cross-promote to send viewers to your 
video via your web site, email marketing, blogging, social media, 
your joint venture partners and other avenues, inviting them to 
pass it along to others who may be interested.

Building your visibility through writing, media, speaking, event 
hosting and viral video will help you touch larger numbers of 
people – but what about those in your community that want 
exclusive access to you personally for customized services? That is 
the subject of the next chapter.



How do I 
offer exclusive access to 

my expertise for my 
premium clients or supporters?      

CHAPTER 21

“Your premium brand had better be 
delivering something special, 

or it’s not going to get the business.” 
~ Warren Buffett 

Within your Soul-Matched Community, there will be ten to 
fifteen percent of the members (according to marketing 

research) who want only your high-end, exclusive offer (or, for the 
nonprofit, they want to contribute only at the highest level you 
offer). In addition, the more your Inspirational Message spreads, 
the busier you will get – and many Inspirational Thought Leaders 
find they need to stop seeing clients in the regular formats (90-day 
contracts for example) to preserve their energy – and to further 
position themselves in the marketplace and respond to larger 
opportunities. Thus VIP days, Mastermind groups, and other forms 
of offering elite access to you, as your community grows, have 
emerged.

VIP Days/Intensives

VIP Days are one-on-one sessions, lasting one business day, 
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for which you charge a premium price to give the client totally 
focused time to work through a specific issue which lends itself to 
this format. 

This is a type of offering that some clients will be waiting for you 
to offer and who will only respond to a VIP/premium service offer. 
Others who will be interested are those who have had good expe-
riences with you in a class or coaching engagement or through 
reading your books, but want an intensive dose or jump-start on a 
stage of their business.

TOM’S STORY

A client I’ll call Tom came into the lowest tier of one 
of my mastermind groups a couple of years ago that 
clearly had a great deal of business experience, but was 
launching a new division within his company in my area 
of expertise. I approached him about having a VIP day 
to develop the entire plan for his launch, his service 
packages, and his marketing in a single day – and he 
eagerly said yes. He and his business partner flew from 
the east coast to the west coast, where I was based at 
that time, and we had one of the most amazing days of 
my career. We did in fact lay their entire plan out – titles 
and all - in that day and they launched a very successful 
program shortly afterward. It would have taken at least 
eight individual sessions to accomplish what we did in 
that VIP day. (You can listen to their testimonial on our 
web site at www.marciabench.com)

Note that while having your client travel to you to do the intensive 
is a common model, we also find much success with the virtual 
client intensive. This is done by phone – on a recorded bridge line 
typically – in 90-minute increments.

If you have your intensive in person, it may be advisable to have 
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a Virtual Assistant or other staff person present to take notes, do 
internet research, write on the flip chart as the ideas flow, etc. 
Virtual VIP days require no such staff.

How shall I price my VIP intensive?

Pricing for these offerings should take into account that you will 
not be able to perform other work during the session, or otherwise 
leverage the time you spend. So pricing them at or above your 
usual fee is typical! 

At the same time, you will need to be able to comfortably state the 
fee to the client. Practice this in front of a mirror! We recommend 
you start at a minimum of $2500 for a six-hour day (excluding lunch 
hour), and move toward $10,000 or more as soon as you can. Most 
of the leading business/marketing Inspirational Thought Leaders 
currently charge $20,000 or more per day for these sessions now. 
Your fee should be in line with (or above) your daily fee as calcu-
lated in chapter 13.

What are the best ways to sell VIP days?

You can invite people to a VIP day personally with a phone call, as 
I did with Tom above, if they seem to be in a situation that makes 
them primed for it. Also, when you are in the midst of teaching a 
course which would logically lead to VIP sessions for implementa-
tion help, make a special offer midway through the class.

Personal invitations, sent in the mail, or a broadcast email to a select 
group of your list (e.g., the top buyers), telling them that you have a 
limited number of openings (always limit your availability) can also 
work, and you should require an application to be accepted.

What kind of preparation should my client make, including their 
travel arrangements?

Most Inspirational Thought Leaders provide a detailed welcome 
Packet to their VIP clients once their first payment is made. Be sure to 
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allow at least a week for them to complete this, and a few days for you 
to review it and ask for clarification, before your actual VIP date occurs.

If your Intensive is in person, your client should make their own 
travel arrangements. You can of course tell them which airport to 
use, suggest airport transportation, and give them contact infor-
mation for the hotel or other venue where you will be meeting 
– especially if the session is in your home town.

Be sure that the entire fee for the VIP day is paid well in advance 
of the session – even if you accept payment in two installments. 
The total fee should be paid by seven to ten days in advance. This 
prevents you from spending the required time reviewing their 
welcome packet and preparing, only to find out that payment is 
not forthcoming. Make it clear that the deposit to hold the space is 
nonrefundable, even if they change their mind later.

Where should I hold my VIP days?

If you have a home office separate from the family living area 
which is suitable for client intensives and you feel the environment 
is conducive, you can certainly consider this option.

We recommend that in most cases you meet at a hotel and arrange 
for food to be catered by the hotel (or a nearby caterer if no food 
is provided on site). Hotel boardrooms can be a perfect setting for 
a VIP day and room rental is minimal (or may be waived since you 
are ordering coffee, tea, lunch, and optional continental breakfast). 
Be sure to consider the cost of the catering, room rental and any 
staff you use in your budget and fee too! 

What should/can I include in the VIP Day agenda?

While you will want to set an agenda for the day, you may also wish 
to leave it open to be customized to the client’s needs. Negotiat-
ing the agenda is part of the preparation for the session, since the 
client may need more help with certain aspects of your Purposeful 
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Signature System than others. And of course, the dynamics of the 
day itself may also affect it.

Be sure to avoid the temptation to come prepared with the 
“answers” to the client’s situation or questions – instead, show up 
fully open for the creative process to work its magic. And as you 
and the client both do so, your higher Creative Power intervenes 
and almost inevitably the outcome is different (usually better) than 
you expected.

Should I offer any follow-up services? 

I recommend you consider including nominal follow-up coaching 
with the Intensive – e.g., two sessions with a half day, three sessions 
with a full day. This gives the client an outlet for any remaining 
questions, and you can also monitor their progress. (NOTE: If you 
have a Mastermind group open that is accepting applications, a 
VIP day can be a perfect lead-in to that type of commitment too!)

Complete the VIP Day Checklist in the Integration Guide at www.
inspirationalthoughtleader.com/guide.html to prepare to do this 
yourself – it’s easier than you think, and just right for some of 
your clients!

High-End Mastermind Groups
Another way to offer elite access to you is a High-End Mastermind 
Group. Such a group is a way of working with you in a group 
of anywhere from six to 100 on an ongoing basis. Two or more 
in-person group meetings are typically included, along with a 
monthly group teleconference (which would be recorded), access 
to proprietary resources in a password-protected area, a member 
forum for group interaction, and in higher tiers individual coaching 
or consulting – or even a VIP day – can be included with member-
ship. Fees range from $10,000 to $100,000 and up for six or twelve 
months of membership in such a group, and an application and 
interview is required to be accepted.
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Typically, you will offer three tiers of membership – e.g., Silver, Gold 
and Platinum – with ascending benefits. That means that all of the 
benefits of Silver are included in Gold, and all the benefits of both 
Silver and Gold are included with Platinum – and more.

How do I price my high-end mastermind group?

Just as with your other services, you want to ensure that you can 
net the amount you wish, cover your direct costs (hotel meeting 
room, food and beverage, your travel to the meetings, Client Liason 
or V.A. time, any guest speaker costs, home study production/
delivery costs, etc.), and have a profit. Typical pricing structures for 
the three levels are:

Be sure the difference in price is reflective of both difference in 
value provided – e.g., amount of your time and level of access – as 
well as level of commitment you want from the client, and perhaps 
the level they have already achieved in their business or life. It is 
also typical to offer installment plans for payment, but caution is 
warranted here:

nonrefundable deposit of at least $1000 with 
application

percent of the total fee is due 

payments

How do I enroll clients?

Enrolling clients into a group such as this – with limited spaces, as 
an elite offer – is an art. Most Inspirational Thought Leaders find 
it easiest to enroll clients through a live event they are hosting, 
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such as a three-day workshop. After they have had two transfor-
mational days with you, you can have a panel of clients who are 
successfully using your system share their stories (or people who 
have had their lives changed by your foundation). Then, introduc-
ing a Mastermind Group opportunity simply allows participants to 
continue the experience they are having.

You will want to name your program in a way that reflects your 
Purposeful Signature System and Inspirational Message. Typically 
you would distribute information packets with a detailed invitation 
at the end of the second day of your event, and then give them 
until the following morning to make their decision as to whether to 
apply and to turn the application in. You can follow the live event 
with a video, webinar or teleseminar that introduces the master-
mind group to others who did not attend the live event - assuming 
you do not fill all the spots at your event of course!

Also note that it is usually difficult to sustain both a traditional “one 
session/week for 90 days” schedule with clients and do a Master-
mind group too…so you will need to set a cutoff date for when 
your approach is going to change. This is true with some types of 
group coaching or service delivery too.

Refer to the High-End Mastermind Group Checklist in the Integra-
tion Guide at www.inspirationalthoughtleader.com/guide.html for 
help in planning your group.

Other Elite Access Offerings
In addition to Mastermind groups, you may also want to consider 
one or more of the following to round out your offerings:

 single or multiple day private, closed-door 
retreats, usually at a 5-star resort property, in which the 
business owner/expert provides customized, VIP services to 
the high-end, most committed clients. Prices can range from 
a few thousand dollars to the six figures.
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 limited 
space events where, for example, one would coach 8 business 
owners for 2 days, giving each space in front of the room to 
be coached by the facilitator and the group; usually leads to 
upsell into a Mastermind group, live event or other offering.

Once your elite offerings are in place, it will be like the icing on 
the cake of your Inspirational Message and foundational offerings. 
It feels wonderful to be sought after, paid well for your gifts, and 
making a difference in people’s lives! The last issue you will need 
to consider is how to keep the flow going…and that is the subject 
of our final chapter.



How do I live as 
Inspirational Thought Leader 

and continue expanding 
indefinitely?       

CHAPTER 22

“The more aligned you are with the things you want, the 
more powerfully you attract them. 

The things you congruently want have no choice 
but to be attracted to you. People who are congruent 

are attractive, magnetic – even charismatic. 
When you are fully congruent, you are irresistible.”

~ Mark Victor Hansen 

People who choose to work as an employee in a 9-to-5 job 
come to expect incremental progress toward their goals: 

cost-of-living salary increases, and promotions of one level at a 
time. As an Inspirational Thought Leader, you can hold entirely 
different expectations: quantum leaps in income, “out of the blue” 
invitations to speak at or facilitate large high level events, and 
exponential bursts in sphere of influence as groups of people join 
your community.

Remember in the beginning we discussed Inspirational Thought 
Leadership as being a spiritual path of development? The growth 
continues as things begin to flow and expand as your Inspirational 
Message takes hold. Building on the introduction to congruence in 
chapter 3, you are now being called to uplevel your environment 
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to align with your expanding work, to face your upper limits and 
continue opening to more, and even to have a plan to exit your 
inspirational venture when the time is right.

Living in Congruence with your Inspirational Work

Consider this: would Donald Trump stay in the Days Inn Motel? And 
conversely, would Mother Theresa have stayed at the Ritz? The 
disconnect you sense here is all about congruence, or the quality 
or state of corresponding in character or kind; agreeing; being appro-
priate or harmonious. Not only is it important as an Inspirational 
Thought Leader to set a good example and be a role model of what 
you teach, but the better your environment, clothing, language, 
demeanor, offi  ce, home, relationships, health, and other aspects of 
your lifestyle align with the values and purpose you share in your 
Inspirational Message, the more the energy of inspiration can fl ow. 

Lack of congruity is like a kink in a hose: the water cannot get 
through. And in your lifestyle, if people perceive a disconnect 
between what you stand for and how you live, they may question 
your credibility (even if unconsciously) – and either refuse to buy 
or withhold fi nancial support.

Fig. 22-1 illustrates the three primary areas in which you need to 
have congruence as an Inspirational Thought Leader.

Your Environment 

Look around your home, your offi  ce, your car, and your closet: if I 
didn’t know you, would I think you were an Inspirational Thought 
Leader by looking at these things? And in your offi  ce or work area, 
do you constantly fi ght clutter and disorganization, or are your 
desk, fi ling system and computer systems clear, easy to use, and 
up to date?

It may surprise you that I am asking you to consider things as 
mundane as what you wear and what you drive in connection with 
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Environment 

Health Relationships 

Fig. 22-1 Three Areas of Congruence 

your Inspirational Message and its delivery. But this is not a discus-
sion about “looking good” or having the trappings of a wealthy life! 
It is not that there is anything wrong with those things; the point is 
that they all refl ect a level of energy, a level of personal confi dence, 
and even a level of self-care that must exude Inspirational Thought 
Leadership for you to have the impact you wish to have. Even if you 
are running a nonprofi t for a great cause on a shoestring budget, 
it is still possible to exude healthy boundaries and self-care. You 
don’t have to be a millionaire to live in congruence!

Your Relationships

In chapter 16, we explored your “fav 5” inner circle – the fi ve people 
with whom you spend the most time or thought. At this juncture, 
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revisit your inner circle of relationships from the perspective of 
congruence: are they aligned with who you are – and most impor-
tantly, with who you are becoming? If not, you don’t necessarily 
need to throw them out of your life; just realize it, and gently move 
people into that circle that are more aligned, keeping a loving 
connection at a lower level of intimacy with the friends who no 
longer fit.

Your Health

Knowing more than two-thirds of Americans are overweight, this 
is a delicate topic. But to be as powerful as you want to be as an 
Inspirational Thought Leader – and have the sustained energy 
you need as your enterprise grows – you need to take care of 
your physical body as well as you do your business or foundation. 
Are you a healthy weight? Do you eat mostly low fat, fresh foods 
including lean protein, healthy starches and an abundance of fruits 
and vegetables? Do you abstain from overconsumption of alcohol 
or sugar and refrain from smoking and taking drugs? Do you 
exercise almost daily? These habits – and a healthy weight body 
to carry you through your work – are congruent with the health 
of an Inspirational Thought Leader that has earned the respect of 
his/her followers. Take care of your health, and it will enhance and 
support your work for years to come.

Please complete the Congruence Inventory in the Integration 
Guide at www.inspirationalthoughtleader.com/guide.html to test 
your congruence!

Facing Your Upper Limits and Opening to More

Whether rooted in childhood programming about “waiting for 
the other shoe to drop” or “what goes up must come down,” or 
something else, the so-called “Upper Limits Problem” can, if you 
don’t know it is coming, sabotage your success.
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Gay Hendricks defines the Upper Limits Problem as “the human 
tendency to put the brakes on our positive energy when we’ve 
exceeded our unconscious thermostat setting for how good we can 
feel, how successful we can be, and how much love we can feel.” 

The ways we “put the brakes on” can range from losing some 
important papers to starting an argument with our business 
partner to taking a day off when an important deadline is looming. 
If you notice yourself doing this, first recognize it for what it is: fear 
that the good won’t keep coming, that things will start to decline, 
that you will lose your funding, or that you’ll be asked to do things 
you don’t want to do now that things are on an even keel. Then, 
recommit to your vision. You are in this business or foundation to 
make a difference, right? Affirm: “I open to more, and am ready to 
receive it now!”

Open to the possibility that, although there will be seasons in your flow 
of money, ideas, energy and customers (as we discussed in chapter 8), 
overall it can be an expanding spiral, as depicted in Fig. 22-2.

 

Fig. 22-2: Upward Spiral of Growth 

 

 
 

Fig. 22-2: Spiral of Growth
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Each time you complete one ring of growth, it ushers in dissatis-
faction or another event that issues a “Call to Adventure” on the 
next phase of your Hero’s Journey. And rest assured, more limiting 
beliefs will arise for healing and transformation too! You may find 
it helpful to return to the process for transforming limiting beliefs 
in chapter 15 to clear them as they arise.

Exiting Your Business or Enterprise

Do you know the conditions under which you would sell your 
business, step down as Executive Director of your foundation, or 
leave your corporate role? Even as you are starting your business 
or foundation, you should have an exit plan. Then, you will know 
when the time is nearing, and be able to plan accordingly.

Whether you decide to sell or use another creative strategy such 
as an Employee Stock Ownership Plan, a management buy-out, 
merger or other strategy, you need to know what your goal is so 
that the steps you take now will lead to that goal. Too many business 
owners treat their business as a job, rather than an investment, and 
too late find out that they can’t sell it but no longer enjoy running 
it – yet all of their capital is tied up in this illiquid entity.

For a full treatment of this important subject, I recommend Exiting 
Your Business, Protecting Your Wealth, by John Leonetti, J.D.

Summary of Phase Five of Inspirational Thought Leadership

What a journey we have completed! Congratulations on making 
the commitment to share your expertise in a clear, service-oriented 
form that allows you to literally change the world with your special 
gifts and influence. The scope of your impact is literally unlimited! 
I feel blessed to have had some small part in supporting you in the 
growth of your Inspired Work, now and in the future.
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