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Flourishing In Business Conference 

If coaching was just about skill as a coach, then 100% of coaches would be crushing it. 

But over 80% of coaches will never make it because coaching is about much more than skill as a 

coach. 

According to the Bureau of Labor Statistics, the consultancy sector struggles, with a failure rate of 

80% within two years. Coaching itself is not far behind, with the 2017 International Coach 

Federation Global Survey revealed that 82% of coaches will fail within the first 2 years of business 

– often due to the lack of a system.

Over 80% of coaches don’t make it, not because they aren’t great coaches, but because they don’t 

know how to get clients. And they lack a reliable system for scaling and expanding their coaching 

practice as they build their business. 

Most coaches are wasting tons of time on a bunch of outdated strategies that just don’t work. 

Here’s the bottom line: it doesn’t have to be this hard. 

We’ve spent the past 15 years training and certifying thousands of coaches in over 20 countries 

and 4 continents. And in those 15 years, we have developed a set of practices and habits, both 

consciously and subconsciously, that have allowed us to earn millions of dollars in coaching 

revenue, have tens of thousands of hours with clients, and make well over 6-figures each year for 

the past 15 years. Now it is time to help coaches drop the overwhelm, learn a system, and scale 

their businesses. 

No complex funnels. No overwhelming tech. No hard sales pitches. 

Just a simple 4-step system for thriving in business that works every day, like clockwork. In the 

Flourishing In Business Conference - in just 2 days - we will show you the exact game we use 

to scale our businesses so you too can start making the impact you were born to make.  

When you joined Flourishing, you weren’t just looking for some training and a community, you also 

need a system. We might think that it’s all about training and community, but in Flourishing, we 
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offer a system that is clear, and yet has flexibility and opportunity to scale and grow. It is a 

reproducible business model that taps into a “done-for-you” feel and yet allows you to retain 

creativity and flexibility. It is step-by-step, so that it is duplicatable, repeatable, and scalable. It is 

also an easily accessible and organized set of social media, marketing, and sales resources so that 

you are able to build and thrive with your own Flourishing Business. 

You need a simple system to attract, connect, convert, and retain clients. In the end, you know it 

as well as anyone: your incredible skill as a coach may be wasted unless you have a system to 

attract clients, nurture clients, convert clients, and retain clients. The Flourishing In Business 

Conference shares that system. 

The 4-Step System For Flourishing In Business 
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1) Attracting Clients

 Determining My Niche

 Branding and Positioning

 Website

 Social Media

 Stationary & Print

 The CFC Sales Funnel - What is it - and how can you leverage it?

2) Nurturing Clients

 Professionalism and Client Attraction

 Setting Up Discovery Calls

 Crushing Discovery Calls

 Writing Proposals

3) Converting Clients, and

 Pitching FCP (Flourishing Coaching Program), and FBCP (Flourishing Business Coaching

Program)

 Crushing Sales Pitches

 The Fortune Is In The Follow-Up

4) Retaining Clients:

 Retention Is All About The Support!

 How Clients Want To Be Treated

 What Are We Doing With Flourishing Clients?

o To Support Their Growth

o To Support The Growth Of Their Flourishing Business

 Navigating The Member Area

 Navigating Our Social Media Platforms

 Creating A Growth Plan And A Learning Plan With Your Clients

 Taking Your Clients On A Growth Journey That Lasts More Than One Year

** The Flourishing In Business Conference Includes The “Flourishing Business 
Audit” 
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In business, here’s the truth: 

• There is fortune in the follow up.

• There is magic in your message.

• There is money in your market.

• There is attractiveness in your authenticity.

• There is value in your vulnerability.

• There are sales in your social media.

• There is profit in your pitch.

• There is navigation in your niche.

• There is profit in your positioning.

• There is treasure in your tribe.

• There is revenue in your retention.

• There is a market in your

• There is clarity in your customer.

• There is cash in your competence. Actually, solve problems.

• There is connection in your conversation.

• There is growth in your gifts.

• There is flourishing in your failure.
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Focus Speaker Details Time Slot 
1) Attracting
Clients

Connie Jakab 

Abe Brown 

 Determining My Niche
 Branding and Positioning
 Website
 Social Media – FB, IG, LI, YT
 Stationary & Print, i.e.,

business cards
 The CFC Sales Funnel - What

is our sales funnel and how
can you leverage it?

Day 1, AM 
Connie – 2.5 Hours 
Abe – 1 Hour 

2) Nurturing
Clients 

Roy Mitton 

Abe Brown 

 Professionalism and Client
Attraction

 Setting Up Discovery Calls
 Crushing Discovery Calls
 Writing Proposals

Day 1, PM 
Roy – 2.5 Hours 

Abe – 1 Hour 

3) Converting
Clients 

Roy Mitton 

Abe Brown 

 Pitching FCP and FBCP
 Crushing Sales Pitches
 The Fortune Is In The Follow-

Up

Day 2, AM 
Roy – 2 Hours 

Abe – 1.5 Hours 

4) Retaining
Clients: 

 Retention Is All About The
Support!

 How Clients Want To Be
Treated!

 What Are We Doing With
Flourishing Clients?
 To Support Their Growth
 To Support The Growth Of

Their Flourishing Business
 Navigating The Member Area
 Affiliate Codes - Ava
 Navigating Our Social Media

Platforms
 Creating A Growth Plan And

Learning Plan With Clients
 Taking Your Clients On A

Growth Journey That Lasts
More Than One Year

Day 2, PM 
Cynthia – 1.5 Hour 

Connie – 1.5 Hour 

Abe – 1 Hour 
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The 4-Step System For Flourishing in Business 
ATTRACTING Clients – Connie Jakab 

 
The 4-Step System For Flourishing in Business: 

 

My first 10,000 month 

Hustling for $150 / This year $100,000 

MINDSET 

  

In this section you are going to learn  

• What your unique selling advantage is, 

• How to discover your niche and dream client, 

• How you can brand and position yourself in the market, 

• How to use social media to reach them, 

• What you need for a website. 
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Attracting clients 
Personal Discovery 

You are your business! That is great news because no one knows you better than YOU! 

Before we discover your niche, let’s explore a few questions to help in your journey: 

• What are your strengths? 

• What do you do best? 

• What are the experiences you’ve had in your life that are unique to you that could 

help others? 

• What have you done that has really helped someone else? Even in an unexpected, 

or small way? 

• What makes you stand out? 

• What parts of your personality have others commented on in a positive way? 

• What are 2 of your TOP passions? 

• What moves your soul? 

• What issues do you care about? 

 

Did you notice any common themes? Write them here: 

               

              

              

              

              

               

 

Based on what you wrote, what is your unique selling advantage?    
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Finding your dream clients 
Now let’s dive into discover who your dream client is. 

 

What contributes to coaches not getting enough clients may be the problem of trying to 

be everything to everyone – which in the end is not customer focus. It is “me” focused. 

Coaches fail when they aren’t focused on a client who they love and have a heart for! 

  

Here are some questions to help you dive into finding your dream client: 

• What are the problems you see that you really care about?  

• Who is experiencing these problems? 

• What have you not seen a solution for yet?  

• Who do you notice you care about? 

• Who do you notice? 

• Who is your “low hanging fruit?” 

 

Can you see the type of person who is your dream client? Write any thoughts 

down here:             

              

              

               
 

Now let’s recap: 

What do you see? What is in your hand?  

What could be a solution for someone that you already have? 

If you had to put your niche under a category, would you choose: Which best describes 

the core desire of your dream client? 

• Health 

• Wealth 

• Relationships 
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Which one would you choose and why?         

              

              

              

               

 

Your marketing message can only focus on one of them. “Anytime you try and get your 

customer to believe in 2 things your conversions will be cut in half (most times by 90% or 

more)” - Traffic Secrets. 

  

Rule of thumb: focus on ONE DESIRE with each message you put out into the market. 

  

Now that we have made a discovery on your strengths as a coach and who your dream 

client may be, let’s go even deeper and connect our discovery with what we provide at 

Certified Flourishing Coach under the three core desires. 

 

Health:  

Flourishing Certifications: Life, Wellness, Workplace, Creativity, Leadership, Educator. 

Personal Development: Breaking Free of Fear™, Letting Go and Moving Forward™, 

Flourishing Workplace™, High Performance Leadership™, and Workplace Resiliency™, 

Game Changers. 

 

Wealth:  

Flourishing Certifications: Life, Business, Sales, Career, Leadership, Creativity. 

Personal Development: Elevate EST™, Author Acceleration Formula™, Online Course 

Creation™, The Entrepreneur Blueprint™, Influencer Formula™, Flourishing Workplace™ 

and Workplace Resiliency™, High Performance Leadership™, Flourishing Wealth ™, 

Leadership Mastery™. 
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Relationships:  

Flourishing Certifications: Life, Relationships, Parenting, Pastoral, Wellness, Workplace. 

Personal development: REAL Men, Flourishing Parents, High Performance Leadership™, 
Leadership Mastery™, Flourishing Workplace™. 

 

Can you see which core desire your dream client would fit under? 

 

All humans desire to move towards pleasure or away from pain.  

Which direction is your dream client moving? 

Let’s look at some examples of what moving away from pain may look like. 

 

Moving away from pain: 

Health:  

• I don’t know how to help my child struggling with their mental health. 

• I don’t know how to manage my classroom and help them learn. 

• There is trauma holding me back from my potential. 

• I don’t know how to creatively solve my complex problems. 

• I need to take ownership over my life. 

• I need to know how to have boundaries and take care of myself. 

 

Wealth: 

• I want to start a business but don’t know where to start. 

• My business does not make enough sales each year. 

• I am in transition in my life and need a new career that can move me in the 

direction of my goals.  

• I need innovation to bring new solutions to the market. 

• I want to know how to speak for a living but don’t know how to start. 

• I want to know how I can make an income with my story. 

• I want to become a high-performance leader but don’t know what the steps are. 
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Relationships: 

• I want my marriage to make it through a tough time, but I don’t know how. 

• My child and I seem to be drifting apart and not communicating well and I don’t 

know how to connect with them anymore. 

• I want to get out of toxic relationships, but I feel stuck. 

• I’m a guy who really wants to connect on a deeper level, but I don’t know how to 

reach out for help, and I have no community. 

• I feel on edge at work, like I don’t belong. I don’t know what to do about it. 

Let’s look at some examples of what moving towards pleasure may look like. 

  

Health:  

• I want my kids to flourish and thrive in who they are. 

• I want my students to excel in school. 

• I want to use what I’ve overcome in my life to help others. 

• I want to build my creative mind. 

• I am taking ownership over my life and want to level up. 

• I want to continue to refine my self-care strategies so I can thrive. 

 

Wealth: 

• I want to scale my business this year. 

• I want to increase my sales. 

• I am excited to start a new chapter in my life and want to learn new skills. 

• I want to be an innovator. 

• I am excited to step out and start telling my story for a living. 

• I want to level up my leadership skills to be high performance because I was born 

to win. 

  

Relationships: 

• I want to take my marriage/partnership to a deeper level this year. 

• I want to learn skills to create a deeper connection with my kids. 

• I am looking for positive people to be around who inspire me. 
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• I’m a guy who knows guys need guys and to talk about real stuff that matters. 

• I am looking for what creates an incredible place to work so we can be one of the 

best places to work in our city. 

 

Write out as many statements as you can for your ideal customer. 

What do they sound like if they are moving away from pain:     

              

              

               

What do they sound like if they are moving towards pleasure:     

              

              

               

 

Look for what they are saying online. 

Find Facebook groups, in person groups, meetings and join in the conversation to not only 
share what you do, but to learn and listen.  

Now let’s go even further. Each of these markets have many “submarkets” 

 

For Example, health may have subcategories like: 

• Mental health  

• Spiritual care 

• Physio or Chiro 

• Recovery 

• Fitness/Weight loss 

• Skin Care 

 

Wealth may have subcategories like: 

• Business 

• Social Media Influencing 
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• Real Estate 

• Sales 

• Marketing 

 

Relationships may have subcategories like: 

• Marriage 

• Friendships 

• Dating 

• Interpersonal relationships at work 

• Conflict resolution 

• Mediation 

 

What submarket are you hitting and how can you break it down even further to offer a 

new opportunity that Flourishing offers?         

              

               

 

Example: Theresa: Relationships, Parenting, Step Parenting 

You don’t have to produce material or classes all on your own – WE GOT YOU! 

All you need is to find WHO your dream client is and how to reach them. 

Now that you have figured it out: 

• Your unique selling advantages 

• Your dream client 

• What problem you solve 

• What core desire your dream client has and a subcategory 

  

It’s now time to design their customer journey! 
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Branding and positioning 
Branding goes way beyond colors. Do you have a signature story? This must hit it on the 
nail on the head for your dream client. Bring them to what you were feeling, thinking, 
where you were in that moment. 
 
If you could choose one pivotal story to share to connect with your audience, what would 
it be? 
  
What is a hook you can think of for your pivotal story? What statement would stop you in 
your tracks to listen to someone or stop scrolling? 
  
Do you have isms? How to get ism’s: 

• Dissect your story 
• What do you say often just naturally? 
• How would people describe you? 

 
Example: Redneck, Jackass, Bring Them Closer, Brave 
  
The secret to knowing how to position yourself is to GET OUT OF YOUR SECRET LAIR AND 
ENGAGE with your dream clients! 

 

Find out: 

• What websites do they visit? 

• Where are they online and offline? 

• What are they reading? 

• What podcasts are they listening to? 

• What blogs do they read? 

• What do they watch on YouTube or Netflix? 

• Who do they admire? 

• What do they talk about the most? 

• What are key phrases they google? 

  

Start engaging with them in conversations they are ALREADY HAVING. 
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There are 2 ways your dream clients are going to find you: They are going to search for 

you, or they are going to interact in areas they are interested in and you are going to 

interrupt them.  

 

If they are still not buying from you, you may not be telling a compelling enough story. 

The world is noisy. You need to work hard to stand out and yet remain being yourself. 

 
There are stages of the relationship between you and your dream clients: 

 

1. Curiosity 

Today the average person sees 3000 pieces of marketing material a day. In order to stand 

out, you need to tell your dream clients how YOU will help their lives be better and solve 

their problem.  

  

  

2. Enlightenment  

Once curiosity happens, we embark on a journey with our dream customer that builds 

trust between us. We are inviting them into a relationship. If they are confused about how 

we can help them in their journey away from their pain or towards their pleasure, they 

will walk away. This is why it is crucial we are clear on their problem and our solution and 

how to communicate it.  

  

3. Commitment  

Two main reasons why someone didn’t purchase the FCP/FCBP coaching package? 

• You didn’t ask for the sale 

• You asked them for the sale too early 

 

Some questions to ponder: 

• What problem do you solve for your dream clients? 

• What will the client’s life look like if they join the coaching program with you? 

• What will you help them avoid by hiring you as their coach? 
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• What do they need to do to buy the coaching package? 

  

The answers to these questions need to be short, simple, and easy to understand. If you 

don’t get it, neither will they! 

 

 

5 Step Marketing Plan from Marketing Made Simple: 

1. Clarify your message 

2. Create your one-liner 

3. Create a landing page 

4. Create a lead generator 

5. Create an email campaign 

 

  

Creating your one-liner: 

This is a short statement that explains what you are offering. 

It creates curiosity so people want to hear more. 

 

The one liner is composed of three parts: 

1. The problem 

Stating the problem first adds value to what you are offering and makes you memorable. 

The problem is something they identify with and catches their attention. Just remember, 

name only one product. 

 Is your journey the customer journey? Nothing connects people more than a shared 

problem.  

If your journey is not the customer’s story: 

• Why are you passionate about this? 

• A personal story of someone else. 
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2. The solution 

Be careful this doesn’t become wordy or use clever language that people have to figure 

out. Make it simple, connect the solution directly to the problem. 

  

3. The result 

This is what everyone has been waiting for. Ask yourself of your problem and solution, 

“Which results in….” This is your result. 

 Or if you want an even simpler formula, fill in the blanks. 

I help __________ who struggle with ______________. 

 

Write out your one liner here: 

 
 

Where can you put your one liner? 

• As the headline on your website, 

• In your email signature, 

• In your social media bios. 

 

Logos 

All the logos you need for branding Flourishing, we have them!  

If you choose to have one for yourself, you don’t need anything fancy. 

If you’re going to spend money, we suggest spending it on a: 

• Headshot 

• Intro video 

• Canva membership 

• Don’t spend a lot on a website! – we have a website! 
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As for your branding colors? 

Don’t overthink this. Use whatever you like for your social media (or whatever Canva has)  

Flourishing has a brand kit with fonts and colors you have full access to. 

 

Website 

You don’t need to pay a ton of money for your website. We have provided an extensive 

website, so you don’t have to. However, it is important for you to have a landing page for 

people who connect with you and your brand to find out more about you. 

No matter what your website looks like, your website needs to include words that sell. 

Here is a list of mistakes to avoid when setting up your website: 

• Using insider language, 

• Too many words in your headlines, 

• Passive call to action buttons, 

• Images that don’t relate to what you are selling or who you are, 

• Your website tells your story rather than inviting your customers into a story. 

 

Your website has one purpose: to generate sales with your dream clients. It’s great if your 

website looks beautiful, but it’s the words that are going to sell.  

Your website isn’t a place where you celebrate yourself, it is a place where you solve your 

client's problem. It should be clear: 

 What is the problem you solve? 

 How does your dream client feel after the problem has been solved? 

 How do they purchase the coaching packages? You can easily use clickable links to 

our Flourishing Website where they can pay online. 
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Sections for your website: 

1. The header: The top of the website where you describe in few words what you 

offer. 

2. The stakes: What are you saving your dream client from? 

3. The value proposition: List the benefits of working with you. 

4. The Guide: Where you list why YOU are the one that can help solve their problem. 

5. The Plan: Where you reveal the customer journey. 

6. Explanatory paragraph: Where you invite them into your story. 

7. Video: Introducing yourself instead of sharing your story. 

 

 

Lead Generators: 

We have two lead generators on our website you are always able to share. Too many 

people stress about creating their own when we already have them done for you. 

If you want to create lead generators of your own to begin collecting emails in an email 

list you will begin to nurture, here’s what to do: 

Realize that most people don’t want to give out their email unless they see the value, so 

what you offer needs to have meaning to THEM. It means you need to get out and start 

talking with people, even coaching people first to find out what the felt needs are that you 

can answer in a lead magnet. 

A lead magnet can be: 

• An online or in person event, workshop, challenge where they need to register so 

they give you their email. 

• A PDF or workbook 

• A free sample 

• A video or video series 

• Interview another expert 

• A checklist 

The key is to have an enticing title they can’t resist.  
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Email lists 

It is important that now you have this email list for you to nurture this new audience. Pick 

an email host that works for you and plan to email once a week.  

You may want to do more but be sure it’s not more than your dream clients want. You will 

know if you see them begin to unsubscribe.  

Tips for your emails: 

1. Have a catchy subject line that entices them to open the email. 

2. Draft the email in the way you talk, like you’re having a conversation. 

3. Think about what problem can you help the person on the email overcome? Don’t 

just email them to sell them something.  

4. Use short words, sentences, and paragraphs that are understandable by all. 

Get people off your social media and onto your list by: 

• Hosting online and in person events 

• A lead generator 

 

We have a lead generator! We will even give you the Word file to add your info! 

 

Social Media 

Where are your dream clients on social media? You don’t need to be everywhere, just 

wherever they are. Sales is relationship. It’s connection. 

Gary Vaynerchuk: “Document, don’t create.”  

If you want people to start listening to you, you must show up. What I mean is there are 

a lot of you out there who aren’t producing enough articles or videos, or pieces of content 

to build your influence. Too many think they only have to make the one, most beautifully 

created video or image or rant on Facebook. But what they don’t realize is that their 

hunger to make the perfect piece of content is exactly what’s crippling them.  
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If you want to be seen or heard on social media, you must put out valuable content on a 

regular basis. You should be doing a YouTube vlog or podcast or some long-form 

audio/video series at least once a week. You should be posting stories on Instagram at 

least 6-7 times a day.  

Now you’re probably thinking, “Whoa that’s a lot. How do I create 6-7 meaningful things a 

day?  

 

Document don’t create. 

Think about it: you can ponder about the strategy behind every post and fabricate 

yourself into this “influential person” … or you can just be yourself.  

It is much more fruitful to talk about your process than about the actual advice you 

“think” you should be giving them. 

Documenting your journey verses creating an image of yourself is the difference between 

saying, “You should….” Verses, “My intuition says….”  

When I saw put out those 6-7 meaningful pieces of content a day, pick up your phone, 

open Facebook live, and just start talking about the things most important to you.  

Starting is the most important part and the biggest hurdle most people are facing.  

I’m not publishing because I know everything about this topic, I’m publishing because I’m 

OBSESSED with this topic. 

 

Engaging in social media 

Instagram:  

• Find out who your audience is following, follow them and spend 10 minutes a day 

commenting on their posts.  

• Notice what got you and your audience’s attention 

• How are they engaging people on stories? 
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Your bio 

“A brand is the image and personality of the business (you!). The attractive character is 

the voice of your business (you!). What you’re doing on social media is creating the image 

and personality that can connect with people and lean them into your funnel.” Jenna 

Kutcher. 

Set up your bio as the attractive character. Look at those who your ideal clients follow and 

make a compelling bio that represents you! 

  

Your grid 

Jenna Kutcher’s 5K Method for posting: 

Create 5 main categories of things you are passionate about. This will help to give you a 

recognizable brand. 

As you post, you simply rotate through these categories, so your followers get a good 

understanding of who you are beyond just what you sell.  

Before posting, use this as a guideline: 

• Is this post consistent with your brand? 

• Is this post aligned with your dream client and is it something with which they 

would engage? 

• Is this post consistent in color with the rest of your feed? 

 

The goal of your posts should be to: 

• Inspire 

• Educate 

• Entertain 

 

Caption ideas: 

• Tell a story 
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• Ask a question 

• Make a list 

• Your offer/Call to action (every post!) 

• Use hashtags 

  

Call to action ideas: 

• Double tap 

• Hit “like” 

• Comment below. 

• Tag 3 friends 

• Click the link in my bio 

• Sign up 

 

As you post, look at what people respond to. What questions do they keep asking? What 

subjects and topics are interesting. When they see behind the scenes of my life, what 

parts do they want more of? 

 

 

 

Facebook 

1. Your personal profile – your home 

It’s true you can only have 5000 friends, but you can have unlimited followers. A personal 

profile is more personal. 

Typically, Facebook will not show a post to many people if a post has a link in the status 

update, so post links in the comments, or wait for engagement then respond with a post. 

You don’t have to reinvent the wheel. Comment on your Facebook memories and get to 

maximize and use that content all over again.  

Make one update per day on your Facebook profile.  
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2. Your page – like a webpage 

Only put your best content on this page. How do you know it’s the quality you want? 

Would you boost this post for $30? See what does well on your Facebook profile and 

Instagram and use those high performing posts on your Facebook page. 

  

LIVES are great for your page. Be sure to add value and use the Elevate EST (Exceptional 

Speaker Training) framework. Give the opportunity for questions at the end for a LIVE 

Q&A if there are people watching. If no one is on, keep going! People will watch later so 

be sure to post it on your feed. 

 

3. Groups – your hangout 

Your group is your personal hangout where your dream clients gather to talk and hang 

out. It’s good to show up LIVE once a week and add special value.  

  

4. Messenger – creating connection 

This is where you can send a private message for events or when you notice someone is 

engaging on your posts. 

 

How to use YouTube: 

YouTube is the only social media platform where you can post something and 5 years later 

you can still get new views. YouTube’s algorithms are built to keep people on YouTube, so 

they recommend videos to keep their viewers engaged. 

 

YouTube is the world’s second largest search engine (Google is the first). 1.9 billion 

people log onto YouTube every month. If you use keywords right, they will reward you by 

ranking you higher. You can put in the work once and have your videos serve you for the  
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rest of your life.  

 

Setting Up Your Channel 

1. Channel name 

Focus more on branding than keywords.  

2. Set up your “About us” page. 

This helps people find out more about you and will determine if people will subscribe to 

you.  

3. Header image 

When people come to your channel the first thing, they will see is your header. Your 

header should be simple and speak to your dream client. 

4. Profile image 

Don’t put your logo here. Use a headshot of you to increase engagement. 

5. Channel trailer and description 

Your trailer shows people who you are. Invest in a good trailer! 

What should your trailer include? 

• Introduce yourself like your dream client is sitting across from you. 

• Talk briefly about your backstory and why you speak of this on YouTube 

• Pitch your One-liner, what’s on this channel, and why it matters. 

• Share your posting schedule so they know when to expect new content. 

• End the video with a call to action: subscribe, turn on notifications 

• Make this video no longer than 60-120 seconds. 

 

You can organize your YouTube videos into categories of topics you will cover that will set 

you up as someone people see as an expert, leading them to you being their coach in our 

coaching programs. 

29



What videos should include: 

• A strong hook. This is about 15 seconds to introduce the video and invite them to 

want to watch more. 

• You can then include a branded intro if you would like which you can make yourself 

or have professionally done. 

• Intro your talk with a story to make a connection with your viewer and the content 

you are going to share. 

• Share content and story for 7-12 minutes.  

• Always include a call to action at the end: subscribe, hit like, share, comment. 

  

In short, people on Facebook want to hear your personal stories and watch you go live.  

 

People who read blogs are looking for longer form content that is structured with lists of 

examples and details. 

 

People on Instagram want reels and images and to see behind the scenes of your journey.  

People on YouTube are looking for keyword driven "how-to's" and entertainment. People 

on TikTok are looking for sound bites of value and tips or teaching through entertainment.  

People on LinkedIn are looking to you as the expert and for you to demonstrate that.  

 

People who listen to podcasts want longer interview style or value driven talks.  

Always ask: HOW can my social media lead back to Flourishing? 

Tag @certifiedflourishingcoach 

#certifiedflourishingcoach 
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Affiliates 

Instead of relying on your own platform and email list, what if there are others whose list 

and platform you could access where you would be rewarded for their promotion? 

 

How to start: 

1. Recruit people who believe in you. If you ask 100 people, 30 may say yes, but only 

15 of them will actually promote. The more people you ask, the more likely you will 

get the number of people you need. Be sure they believe in you and the programs. 

2. Make sure you can identify how our programs and certifications apply to and benefit 

their audience. 

3. Your potential affiliates could promote so many other things so explain why this is 

something they should promote. Keep them in an email group or chat where you 

can update them on an upcoming training (give them 6 weeks’ notice). You could 

even offer them posting ideas, content scripts, and a content calendar. 

4. Remember most people who are fans and want to promote may not know how to so 

be willing to show them how. 

  

We offer $100 per registrant for our certifications. 10 people equals $1000! 

You already have a product that you can sell. You don’t have to create it! 

 

A great goal to start would be to find 3-4 coaching clients. Start the journey to discover 

where your dream clients get stuck, their barriers, their questions. You only need to be a 

few chapters ahead. Find people who have the problem you solve and ask to coach them. 

Let’s imagine I have 2 cars, and I say I will give you one: 

There’s a $55,000 car and a $200 car. Which one do you want? 

Why? You don’t know anything about them? 
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People pay for quality. 

 

The reason the year-long programs are a great offer is because: 

• They are not paying for a year, 

• They are not paying for certifications, 

• They are not paying for coaching sessions, 

• They are not paying for personal and professional Development. 

 

They are paying for you to solve their problem.  

They are paying for the result! 

Which our program gives. 

 

The CFC Sales Funnel  

What is our sales funnel and how can you leverage it? 

• Social media/email/lead generators, 

• Affiliates, 

• Personal Development Workshops, 

• Flourishing Coaching Program™, 

• Flourishing Business Coaching Program™ including Elevate EST PRO™, 

• Flourishing Workplace™.    
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Flourishing In business Conference 
Abe Brown 
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The 4-Step System For Flourishing in Business 
Nurturing Clients – Roy Mitton 

 
The 4-Step System For Flourishing in Business: 

 

 

Professionalism and Client Attraction 

1) Connect & Engage 

Certified Flourishing Coaches excel at connecting and engaging with our clients. We don’t 

just want to be as good as other salespeople. Excellence is our goal! Tony Alessandra said 

it this way: “Being on par in terms of price and quality only gets you into the game. 

Service wins the game.” 

 

Here are some crucial keys for Flourishing Salespeople when it comes to connecting and 

engaging with their customers through these access points: 

1. Joyfully Acknowledge People, Learn Their Name, and Remember It! 
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2. Get Off Your Chair! Body language speaks louder than words, and so when we 

stand up to greet people, we are sending a warm and welcoming message. 

3. Answer Your Phone - Study after study has shown that effective businesses simply 

answer their phones quickly and cheerfully. When customers call, they deserve a 

cheerful, professional, and prompt response. 

4. Reply to Email and social media – Email and social media is the primary method of 

communication for many of our customers. It has been shown that if you follow up 

on web and email leads within 5 minutes, you are 9 times more likely to convert 

them (source: InsideSales.com). Respond quickly and use links to give information-

rich replies, but don’t reply with an encyclopedia. Your customer will appreciate 

your care and depth. 

2) Listen & Respond with Solutions 

The art of listening can set you apart from many other salespeople. Rather than forcing a 

certain solution or product or service on our clients, Flourishing Salespeople take time to 

listen to their situation and respond accordingly. Always focus on your customer’s 

problem.  

The most effective closers are often complimented on their high level of expertise, which 

leads to effective solutions. Responding with real-world solutions is crucial, considering 

many of our clients may manage their health, their relationships, their finances, and their 

careers based on our guidance. 

  

The following tips will help you listen well. Doing these things will also demonstrate to the 

customer that you pay attention. While you may be able to listen while looking down at 

the floor, doing so may send the wrong message. Always: 

 

• Maintain eye contact and nod your head, and don't interrupt the speaker, 

• Sit still, i.e., don’t fidget too much, 

• Lean toward the speaker, 

• Repeat instructions and ask appropriate questions when the speaker has finished, and 

• Offer solutions and options appropriate to the expressed need or situation. 
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A Flourishing Salesperson knows that being attentive to what the customer doesn't say is 

as important as being attentive to what they do say. Look for nonverbal cues get the full 

gist of what the speaker is sharing. Listening well and responding with appropriate 

solutions is key to a great customer experience. 

 

3) Appearance Matters 

For Flourishing Salespeople, appearance matters. No matter how much we all SAY that 

physical appearance should NOT matter, it does. Your physical appearance is important 

enough to make a significant difference in your professional and personal life.  

 

Now on the other hand, please understand this. If you are all gift-wrap but no substance, 

that is not good. In other words, if you look great but are unprepared, ill-informed, 

disengaged, or simply not in touch with your customer, your appearance will not help 

either. 

 

I’m not just talking about dressing up or staying in fashion (although I suggest it). I’m 

simply saying that you are more likely to command more respect and get what you want 

if you are dressed appropriately for your surroundings. Your appearance must be 

consistent with your message. 

 

People make assumptions about you based upon your appearance, especially at your first 

meeting. You are more likely to receive better service, generate more respect and get 

what you want if you are dressed and speak appropriately for your surroundings. Your 

appearance should be consistent with your message. So, to maximize your opportunities 

to close deals, here are a few keys Flourishing Salespeople practice: 

• Your appearance must be consistent with your message. 

• Your appearance should always make you feel more confident, not less confident. 

• Good hygiene is essential. 

• Don’t forget attention to detail, i.e., dress appropriately for your surroundings. 

• Remember the power of first impressions. It’s difficult to overcome a poor first 

impression, regardless of your knowledge or expertise. 
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4) Confidence is Critical 

There is an old saying in the world of sales: People don’t buy what you sell, they buy what 

you believe. Hustle and heart often set you apart from the vast sea of other salespeople 

out there. Given that most people don’t buy for logical reasons, but emotional ones, the 

heart, passion, and confidence are critical for a Flourishing Salesperson. 

 

In closing deals, a mindset of confidence is key. To effectively close, it is helpful to have 

the mindset that you and the customer can come to an agreement, no matter what you 

are told by the prospective buyer or those around you. This mindset of knowing you can 

reach an agreement requires you to eliminate all negativity from your mindset and your 

environment like it was a toxic substance. Flourishing Salespeople maintain their passion 

and confidence at all costs. 

 

 

Setting up Discovery Calls:  

The Discovery Session “Bible”  
 

The Discovery Session Bible will help you understand the Discovery Session and how you 

enroll more clients into Flourishing Coaching and Flourishing Business Coaching programs. 

In addition, the Discovery Session Bible will remind you to have faith in the Discovery 

Session conversation. Finally, it will bring forth that faith in your clients.  

 

A Discovery Session Bible consists of three principles or parts: 

1st Principle, Inspiring the Client to Act on Their Vision and Dreams, Not Yours.  
 

This Discovery Session conversation brings an impactful principle to bear when applying it 

with your client: Discovery Session inspires somebody to act on their vision. Too often, 

one gets confused that registration is about inspiring somebody to buy a Certified 

Flourishing Coaching/Certified Business Coaching product. People will buy a product or a 
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program when it aligns with their vision and their desires in their life. Your priority is 

helping inspire them to act on their vision and desires.  

  

Most are struggling with faith in themselves to act on their vision and are not even clear 

on what their vision is. The Discovery Session conversation aims to pull a picture out of 

somebody gently; we help them see a bigger future. 

  

Everything in this training is about how you help a client get clarity on that vision. That 

way, they are self-empowered to say yes to their idea, which means they will say yes to 

your product and program if it aligns with their dreams.  

  

Inspire them to act on their vision, help the client get clarity on that vision, and help them 

see immense potential for their future. When you get comfortable with it, you will be 

encouraged at how easy a Discovery Session is and how much of an impact you will make 

in the client’s life. They are originating what they want for their life, and when it comes 

from within and is what they wish, the possible client is empowered to say yes. Getting 

clear on what it is that they want.  

  

It is crucial because many people lack the confidence to say yes to what they want and 

will make excuses out of fear as to why they cannot do it. However, by them sharing their 

dreams with you, you have a responsibility to hold them to their vision and goals because 

that is why they are coming to you.  

  

  

2nd Principle, Standing for Someone’s Transformation When They Are Not Yet 

Ready to Stand for Themselves.  

 

This principle is important because the client is considering enrolling in Certified 

Flourishing Coaching/Certified Flourishing Business Coaching because they seek 

transformation in their life. No matter how small or big, they want a change.  
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It is common not to have a community or even a single relationship supportive of their 

visions. Tragically, the client will often be surrounded by more than one dream vampire. 

The client is coming to you because they need you as the coach to stand with them for 

this Discovery Session. For you to show up with confidence and fortitude to say, I am 

willing to stand here with you for your vision, dreams, and sustainable transformation that 

you want in your life. That is going to require courage from you!  

  

Sometimes, a client is about to back out, or they are about to end the conversation by 

giving you a smokescreen. But most of the time, you can feel the reality that they are just 

giving up, and they want to end the Discovery Session because they do not confront it.  

  

You are dealing with somebody’s inability to take a stand for their vision and dreams. 

Therefore, it is your responsibility to stand for their transformation. You will only know 

what that transformation is and what they want by getting good at asking questions and 

listening with heart and mind to their answers.  

  

In the Discovery Session, the twelve discovery questions are used to pull out the vision 

and the transformation your client wants. Then, it is easy to stand for their change when 

you are clear on that.  

  

If you are not clear on that, then mostly what you do is stand for a sale. It is challenging 

because how you stand one-sided for what you want versus what you are here to do is 

help the client get what they want. They will be willing to act if you allow them to stand 

for their transformation. As a result, you will get what you wish: getting a new client, 

making an impact, and making a difference in the world, and everybody wins! 

  

We are not discussing when people have considerations, but who would object to their 

vision and dreams? Nobody would do that who is sane. So do not let the insanity and the 

smokescreen of somebody’s unreal and unrealistic considerations come up when the client 

objects to something.  
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Allow them to have consideration, talk with them and talk through somebody’s concerns 

about time or money. Finally, as their coach, you are standing for their transformation. 

Getting the client to come to clarity helps them to confront the fact that they can find the 

time if this is important to them. They can find the money or part with it if it is essential.  

  

At that moment, I need to stand for their transformation and be logical. The worst thing 

you can do is get into a reaction to a conversation with the client where they are reacting 

from fear. Then you react by trying to control, or you respond from a place of fear, and 

you both go down to this level of consciousness that does not serve anybody. So now you 

are not standing for transformation; you are standing for failure, which does not help 

anybody.  

  

Stand up in those moments where people’s considerations around time or considerations 

around money and explore that consideration. Stand for that person and go; let us talk 

through this. When they want to get off the phone and give a smokescreen, stand for 

them, and say, are you committed to following through on this?  

  

Even if it goes to the following conversation, stand with them, and say, hey, I want to 

make sure we are both 100% committed to being on this next phone call. Those are 

mistakes that I make from time to time. I always regret them because I know if I did not 

stand in that moment, I would never have had another conversation with that person. So, 

please stand up for that commitment; it is vital.  

  

This understanding is that most people are not sold on their future, especially in areas 

where they feel weak. They feel like that is the challenging area of their life, or they are 

stuck; they are not going to be sold on their bigger future because they are scared.  

  

Despite the areas of success, the client has experienced, they still may not believe they 

can see success in other parts of their life where they feel stuck. You may be able to tell 

they have the raw talent and ability, but they lack the confidence and clarity to achieve it. 

The coach’s responsibility in a Discovery Session is to give them hope for a bigger future. 
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Give them hope for their vision and dream, stand for them at that moment, and help 

them see that bigger future!  

  

By hearing their answers with heart and mind, the coach helps the client see their more 

prominent future. Also, as you get to know as many clients as I do, you will start to pick 

on a pattern. That is what you will pick up about Discovery Sessions: many people have 

the same pattern.  

  

When fear kicks in, logic goes out the window. So, we will need to bring somebody back 

to the client’s vision and dreams and sell them in the future. Get them back to a place of 

what they want, and then fuel the inspiration and emotion inside them to get them to say 

yes to what they want.  

 

Again, get them present because a person who is triggered in fear will return to their self-

doubts; if they live in their challenge, they will never step out of their fear. On the other 

hand, suppose they see a bigger future and a bigger vision. In that case, it can inspire 

them to look at what they want, be logical and rational about it, and be inspired to go 

after it. Our job is to hold their hand.  

  

3rd Principle, Do Not Be Afraid to Sell Somebody Their Future.  

  

In a Discovery Session, the aim is to sell people on a bigger future. Getting back to the  

roots of asking questions to figure out their future, dreams, vision, and what they really 

want, and stand there for that client and make it happen. I hope you now understand 

what a Discovery Session is; this is my belief in it. So going on this journey, you are going 

to discover what your belief is in it.  

  

Write down your top three Discovery Session Bible Breakthroughs: 

1.               
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2.               

              

3.               

              

 

How will these Discovery Session philosophies influence the role you play in Discovery 

Session conversations with clients going forward?          
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Crushing discovery calls: 12 Question Discovery 

Session Framework 
This module will cover the Discovery Session; ask yourself how you usually carry out your 

meetings, by phone, in person, or you use a video conferencing platform. This framework 

is designed to work in all three.  

 

I invite you to refer to the person as your client instead of your prospective client. If you 

are only with them for this single 60-minute Discovery Session, they are your client for 

this session. I learned from my Chet Holms training that a client is defined as someone in 

your care, and for the next hour, they are in your care. 

 

When you start the Discovery Session, it is vital to say why you are meeting. An example 

of what you might say is, “Thank you for taking the time to join me for your Discovery 

Session. Here is what I would like us to accomplish in our time today. 

 

First, I would like to help you create clarity in your vision of your future. Second, I want to 

help you discover your story and message in today’s call.”  

 

It is essential to keep this message broad because assumptions in this part of the process 

will render you less effective.  

 

For example, someone encouraged me early in the first year of my coaching practice. 

“You are fishing with a stick right now, trying to catch one fish. I want you to start 

considering using a net to catch many.” 

 

“Second, I want to talk to you about the biggest challenge keeping you from doing 

_______, like holding you back from getting it. Preventing you from having what you 

have dreamed of having.” Take time to hear their challenges with heart and mind. The 

goal here is not to solve or fix their problems; it is not to sell them a solution. The only 
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goal is to understand their challenges, have them feel you understand and empathize with 

those struggles and aid them in singling out their biggest challenge. 

 

“Finally, we will create an action plan together to reach your dream. We will create a plan 

and path together to accomplish what you envision. How does that sound?” 

The first point aims to single out their vision and make it real to them. Secondly, what is 

the biggest obstacle that is preventing this from happening? Finally, the last point creates 

a path to get there. Stating what the two of you will do is critical to helping them relax by 

knowing what to expect.  

 

 

Question 1 of 12 

Lead off with, “What inspired you to take the time to have this conversation with me?” 

 

This question will ease them into what will hopefully become a deep dive and offer insight 

into them. 

 

It is time to transition to question number two by summarizing their answer to one and 

confirming that the client agrees with the coach’s summary statement.  

  

 

Question 2 of 12 

This question aims now at entering their vision. Setting the stage for the client by leaving 

the how out of the now is essential. Get them to dream of what it is they would like to 

accomplish or create by only seeing the why, and what it is that motivates the desire. 

 

“If you could do or accomplish anything for your future in the twelve months, what is it? 

For you personally, professionally, and financially? Anything.” 

 

Word the question specifically: “If you could create anything for yourself in the next year,  

what would you like to create for yourself both personally, professionally, and financially?” 
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This question lays the foundation for what the coach and client will dive into in this 

meeting. First, ask them to tell you how it would look and feel. Then, invite them to give 

you your ideas of what they envision for their life and what they want to have, create, or 

accomplish. 

 

It is time to transition to question number three by summarizing their answer to two and 

confirming that they agree your summary statement captures the client’s answer.  

 

 

Question 3 of 12 

“Let us get more details on what you would like to see. What is the most important thing 

for you to accomplish in the next 12- months? What are you most excited about?” 

 

Now you are focusing on the emotional impact of reaching one crucial goal. The Discovery 

Session is designed to be focused less on how the client can achieve their vision and 

goals. Instead, keep the client focused on their motive. Instead, invite them to let go and 

set their sights on their dreams and visions.  

 

The idea is to get into the client’s emotions, so the client is convinced this is their most 

important priority. Once the coach and client agree what is the most important thing, it 

becomes their number one dream. So as the time approaches to look at if they would like 

to transition into an enrollment session, the client is saying yes to what is most important 

to them in their own words.  

 

To find the client’s most important dream and what they want out of their life, ask them 

questions such as how they want to leave their mark, make an impact, and how it will 

affect their lives and those important to them. 

 

It is common for the client to start talking and giving more details. Talk through each 

category with them, by saying, “What’s most important for you personally?” Hear their 

answers. “What’s most important for you professionally?” Hear their answers. “What’s 

most important for you financially?” Hear their answers. 
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Consider asking, “From a support standpoint, what’s the most important contribution you 

want to make to your family, groups, or society in the next 12 months?” Throwing in this 

question gets them out of themselves because many clients see they are responsible for 

making a difference in the world; deep down, they hunger to help and serve. It isn’t only 

about what they want out of life. They want to make a difference! This is a bigger vision 

that one would hold for themselves to see where they are in their contribution goals to the 

world. 

 

Once you have gotten personal, professional, financial, and the client’s contribution goals, 

it is time to zero in. 

 

Follow up with, “Tell me, what’s the most important goal out of your personal, 

professional and financial goals that you just shared with me and why is that the most 

important?” 

 

Be sure to probe deep enough to find out what the client wants deep down for their life, 

which is the purpose of the question, what do you want personally, professionally, or 

financially? If the coach does not go deep with their client, you don’t have a complete 

picture of what they want. 

 

You might ask for their second and third most important dreams but be careful of time 

and remember less is more and keeping it focused on one vision will help them more than 

a bunch of things. If you can agree on their number one, they will be golden. You are 

helping them to get clear on what is most important to them.  

 

It is time to transition to question number four by summarizing their answer to three and  

confirming that they agree your summary statement captures the client’s answer.  

 

 

Question 4 of 12 

“Tell me more about why this is so important to you.” 
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This question aims to plug in the energy behind the dream. If the client only has a goal 

without meaning, there is no energy to drive it. A logical plan will never be effective 

enough to see them act in an elevated level of commitment required to see their dreams 

become a reality. Emotions are the energy behind them because emotion and energy will 

fuel what they want. 

 

Go to question number four, and say, “Why is this the most important? Tell me what 

realizing this dream means to you?”  

 

Your target for question four is understanding the client’s dream and why it is essential 

and linking the emotional impact. Now, the coach knows the client’s goal, and the coach 

knows why it is crucial. In addition, the coach knows something personal about the client 

and their life’s belief system.  

 

It will also help you dig deeper and uncover their absolute dream. This question exposes a 

more profound vision. What the client genuinely wants to do will bring a much more 

profound emotional impact. That impact will drive them further into the unknown to 

realize their dreams. 

 

Look for the client’s words to describe their beliefs, values, and wants. Soon, the coach 

will help show the client their self-sabotaging beliefs that prevent them from having their 

dreams. Eradicating their underlying conflicting beliefs and reinforcing their positive, 

empowering beliefs is how you stand for them as their coach. 

“This is interesting because that is where you will get the conflict at the end. If you know 

what somebody really wants and what they believe in their heart and their best self, then 

the conflicting belief that is coming in to try and sabotage it, you can easily handle that 

and allow their more empowering belief to come out.” Ted McGrath 

 

“Why is it so important to you?” is an empowering question because it comes to the heart 

of why people make their choices. Asking this will help them see often they are choosing 

reactively without asking themselves at the right moment. 

 

48



By this point, you should be accessing the client’s belief systems, which leads to 

discovering past beliefs that have held them back from having their dreams. Then, it is 

time to transition to question number five. Again, summarize the client’s answer to 

question four and confirm the client agrees with the coach’s summary statement. 

 

 

Question 5 of 12 

“What is stopping you from having this? What is stopping you from having this number 

one dream?” 

 

We are going from a surface dream to the one that lays underneath it. The coach begins 

to connect the two. The above will make their dreams concrete and unite to the 

underlying meaning of the belief. What result they want and the connection to the dream 

is powerful stuff! 

 

The client has shared what they believe and what beliefs are stopping them. However, 

they do not know how to get it. The coach’s responsibility is to uncover that next. 

 

When they have shared what is preventing or stopping them, the coach digs deeper by 

asking, “What else? What else?” Keep asking them, “What else? What else is stopping you 

from this?” As the coach asks deeper and deeper questions, the client will begin to see  

what is preventing them at a core, root, or foundational level. 

 

It is time to transition to question number six by summarizing their answer to five and 

confirming that they agree your summary statement captures the client’s answer.  

 

 

Question 6 of 12 

“What does it mean to you to solve this challenge? What would your life be like if this 

problem was solved?”  

 

Now the coach is getting to a personal level about what it means to their client. The client  
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may say, “I have been suffering with this belief my whole life. I never commit to 

something, stick to it, and find a reason to quit.” I have never had somebody holding my 

hand to do it, and I feel like I have support and a partnership. It would mean everything 

for me to have this solved.” “When you say everything, what do you mean?” 

 

Probing questions will help to get the client increasingly specific. Ask them for more 

insight, more detail, and more specific examples. Get deep layers of what this means to 

the client. For instance, if you are getting that their relationship with their partner is 

extraordinary, probe a little more. Say, “Tell me a little about what it would mean to you 

to do this for your partner?” It is vital to use probing questions about what is essential, 

like their partner. In these areas, the coach needs to get as personal and vulnerable as 

they are welcome to because when it ends. The coach talks about the client stepping up 

to decide the future. The coach will need to use the client’s words to what they told the 

coach about their family, partner, or relationship. 

 

It is crucial here for the coach to remain neutral, not validating, not invalidating the client 

either. Their responsibility is to help the client get what they want. So, question six is 

what would it mean to you if you solved that? The coach keeps probing deeper and deeper  

into this question. 

 

Now, it is time to transition to question seven by summarizing their answer to question six 

and confirming that they agree with the coach’s summary statement.  

 

 

Question 7 of 12 

“How committed are you to solving this challenge?” 

 

This question is meant to measure from one to ten. Asking the client to measure their 

commitment., “On a scale of one to 10, how committed are you to solving this challenge? 

One means you are not committed at all. It is not important to you, which I do not think 

you would be here if you were at one. Ten means you are fully committed. You are ready 

to step in and do this thing. How committed are you to solving this challenge.” 
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The coach is not asking, “How committed are you to joining my Certified Flourishing 

Coaching/Certified Flourishing business Coaching?” That is not relevant at this stage. The 

Discovery Session will help them see and commit to solving the challenge. The goal of this 

question is to have them admit to you and themselves their commitment level. 

Now, it is time to transition to question eight by summarizing their answer to question 

seven. Again, confirm that the client agrees with the coach’s summary statement. 

 

 

Question 8 of 12 

“So, I am curious what is stopping you from being at 10?” 

 

Treat a nine as a seven or a six in disguise. Clients who are a true nine would have 

enough in the tank to get over the edge and commit to their vision and goals. However, 

when clients say, “I’m a 9,” they say they are a 6 or a 7. 

The coach does not want to get to the end of this Discovery Session and needs to go back 

to asking, “How can I serve you in doing this if you are not committed to your vision, your 

dreams? 

 

What is it going to take you to get to a 10?” Now is the time for the coach to give this 

talk. In question eight, say something encouraging like, “I want to hear what is keeping 

you from a ten. Let us talk about this.” 

 

They often say, “What stops me from getting to ten is that I’ve never done this before, 

and I don’t know how.”  

 

Keep probing them with great open-ended questions. Be sincere and understanding. If the 

Coach is too rash or pushy, they may lose the safety and trust required to move forward. 

It is critical not to let the client slide on this.  

Now, it is time to transition to question nine by summarizing their answer to question 

eight and confirming that they agree with the coach’s summary statement.  
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Question 9 of 12 

“What will it take to get you to a 10?”  

 

If they say they need time and the hour is not up, follow through, fleshing out their deep-

rooted fears, limiting beliefs, and past failures. Take your time with them to uncover what 

keeps them from the ten. The coach can do this by saying, “Well, now is a great time to 

make that decision, don’t you think?” Move forward to question ten. 

 

 

Question 10 of 12 

“What do you feel is costing you not to act on your vision and dreams and solve this 

challenge?” 

This question will establish the client’s COI (Cost of Inaction). Focus on this because ROI 

(Return on Investment) is typically far more intangible. COI already has a lifetime of loss 

and regrets not acting. Asking them to explain to you as their coach, “What is it costing 

you not to do it?” is where their best chance is to stand up for their vision and dreams. 

 

Your client will begin to open once asked some version of the question. Hear their 

answers, probe further with questions, and then ask, “What else has it cost you?” Repeat 

that six-word question until they have exhausted their losses. Leave not a single stone 

unturned to expose the loss. Ask them about their emotional cost and the cost to their 

loved ones. Dig deep. Do it sincerely; take a stand for them because the client will always 

accept the status quo until their COI is more significant than their fear. 

 

Once the coach has established the cost, it is time to transition to the next question. First, 

summarize their answer to question ten and confirm they agree with the coach’s summary 

statement.  

 

 

Question 11 of 12 

“What are you going to do about it?” 
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Question eleven allows clients to take ownership and empower their vision and dreams. 

Now is the opportunity for them to say to their coach, “I am going to act on this. I’m 

going to go after my dreams. I’m going to follow my most important one!” 

 

Anything less than “I am going to act.”  means the coach and the client will dig 

underneath to uncover what is holding them back. The client booked the Discovery 

Session because they wanted something more out of their life. The coach has given them 

enormous value by not charging them for this sixty-minute session. So, take this moment 

for those conflicting or limiting beliefs and take the time left to deal with them.  

 

Handle objections here before the two of you move on to the twelfth question.  

If the client comes to the place where they are ready to act on their vision and dreams, 

then summarize their answers using the coach’s summary statement.  

 

Question 12 of 12 

“Would you like to hear a little about the Certified Flourishing Coaching/Certified 

Flourishing Business Coaching programs and how I can help you act on your vision and 

dreams?” 

 

 

Writing proposals 
A formal written proposal detailing everything covered in the enrollment session is a 

fantastic way to follow up and punctuate the enrollment session. This is not a quote, 

which merely shares price, a proposal shares value! Be sure to include all the details of 

what the enrollment will provide as well as providing any additional information on value-

added commitments you may have discussed in the enrollment session. I have provided a 

template below that Your Thriving Life has developed from a template Certified Flourishing 

Coaching provided us for your reference.  

For some, the discovery session and enrollment conversations will be like drinking from a 

fire hose and they will need to process by themselves after the sessions. The proposal is a 
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vital tool to help them. It will lay out everything that was discussed and give them an 

organized way to use the information to come to the best choice for themselves. Clients 

who commonly use a proposal as part of their decision-making process are likely to need 

time to consider it before they make their decision to buy. Without this tool, the chances 

of them making a commitment to buy are low. 

For others, like myself, who decide things with less consideration a proposal will be often 

never even opened. I know in the food service industry most of my clients were like 

myself and a proposal file would never get opened, or if I provided a printed version, they 

would never even give it a look. Still, unless the client makes their decision to commit 

right at the enrollment session a proposal is going to be a vital tool for closing the sale. 

That is why I insist on setting the expectation at the end of the enrollment session that I 

will not only be sending them a proposal, but I will also be following up with them to meet 

at least by phone (as short as 15 minutes) to review the proposal together. The point of 

this is more about making sure they open and look at it than it is to review. Another 

purpose of the proposal is to use it as a follow-up touch, you will gain an additional 

opportunity to follow up with the client when you review the proposal together. 

It is important to do two things as you conclude your follow up session to review the 

proposal.  

1. Ask them for their impression of the proposal so they give a value 

acknowledgement statement. This is a statement that reinforces they perceive 

value in the work you have provided. It is a way the client says to themselves, 

“This proposal has real value.” 

2. Agree on a timeline or even set an appointment up before you conclude the 

proposal review session when you will follow up with them. 

 

Remember 80% of the people who eventually buy require multiple follow-ups before they 

make their commitment. Seeing the proposal as a part of the enrollment process will 

create best business practices and open legitimate opportunities to follow up with your 

client and bring real value rather than merely wasting their time and yours! 
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Proposal for… 

 

      (Client Name         of 

 

 

 

 

 

 

 

 

 

 

Overview - Certified Flourishing Coaching™ Mission, Vision, and Values 

 

Mission Clarifies Your Objectives:  Your Why 

The Mission of Certified Flourishing Coaching™ is to change the world by empowering 

people, families, leaders, businesses, and non-profits to flourish. 

 

Vision Defines Your Target:  Your What and Your Where 

The Vision of Certified Flourishing Coaching™ is to train and certify coaches who 

empower individuals, teams, and workplaces to flourish in every area of life and business. 
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From wellbeing and exceptional mental health to personal resiliency and high 

performance, to relationships and parenting to career and the workplace to leadership and 

business to sales and creativity, we offer training and certification for those who want to 

empower and support others to flourish. Our dream is to fill the world with Certified 

Flourishing Coaches™ so that human flourishing thrives. The Vision of the Flourishing Life 

Coaching Program is to empower human flourishing in every area of life and business. 

 

Values Drive Behavior:  Your How 

The Values of Certified Flourishing Coaching™ include:  

• People 

• Empowerment 

• Empathy 

• Respect 

• Bravery 

• Integrity 

• Excellence  

• Contribution 

 

The Flourishing Coaching Program™ is built around the 10 Core Competency 

Factors for Flourishing and cultivating these 10 Core Competencies both 

personally and professionally: 

1) Personal Empowerment – Confident and optimistic with a strong belief in their 

ability to create success and take control of their own life. Knowing what is important 

to them supports a growth aptitude for taking smart risks critical to realizing their 

greatest potential. 

 

2) Personal Awareness/Management – Possesses insight to a broad range of personal 

feelings and an ability to express them in positive and controlled ways. Identifies 

various levels of stress in their life and copes with stressful situations in positive ways.   

 

3) Emotional/Social Intelligence - Emotionally receptive and can identify, manage, 

and express emotions to others in sensitive ways. Good listeners, team players, 

56



effective communicators, and empathetic.  Shift their thinking to understand what 

others are feeling and why.  

 

4) Leadership/Courage - Confident in their strengths and competence to purposefully 

perform. Open to new ideas and ways of creating success.  Has a deep sense of 

integrity, cares about the needs of others, and takes initiative to empower others to be 

their best. 

 
5) Innovative/Entrepreneurial – Thinks creatively, considers options that others might 

not think possible, turns challenges into learning opportunities, and adapts innovative 

ideas into successful solutions.  

 

6) Resilience/Growth Mindset - Advances despite adversity by bouncing back from 

challenges, adapting when things might not be working out, and learning from their 

mistakes. Develops competence by embracing new challenges to discover their 

untapped potential for greatness. 

 

7) Motivated/Self-Directed Learner - A confident learner who takes the initiative to 

continuously grow their skills and potential in successful ways. Demonstrates respect 

and gratitude for the expertise and judgment of those they seek help from. Not afraid 

to make mistakes and not overly worried about being wrong.  

 

8) Moral Directedness/Integrity - Honest and genuine with a strong sense of purpose, 

goals, and personal vision.  Embrace core values that guide their decisions, determine 

what they stand for, and influence responses when challenged by others.  

 

9) Interpersonal/Collaborative Skills - A good communicator who can effectively 

manage the feelings of others as well as their own. Respectful and positive team-

players, able to problem solve and resolve conflicts, and can effectively manage the 

expectations of others in positive ways.  

 
10) Effective Problem Solver/Accountable – Considers situations from a holistic  
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perspective and takes responsibility for decisions made.  Has a “common sense” 

approach to dealing with life situations and will get things done and take the initiative 

when they see a need.  

 

The 10 Core Competency Factors work synergistically to empower us to flourish.  When 

these 10 Factors are working together, we experience increasing positive emotions, better 

engagement with the world and our work, develop deep and meaningful relationships, find 

meaning and purpose in life, and achieve our goals through cultivating and applying our 

strengths and talents. 

 
 

Benefits Of The Flourishing Coaching Program™-  

https://certifiedflourishingcoach.com/program-bundles/: 

 

1. Coaching – 12 Life or Business Coaching Sessions with a Certified Flourishing Coach 

 

2. Any 5 Niches of Flourishing Coach Certification™ (one must be Life Coaching): 

1) Certified Flourishing Life Coach™, 
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2) Certified Flourishing Relationships Coach™, 

3) Certified Flourishing Parenting Coach™, 

4) Certified Flourishing Career Coach™, 

5) Certified Flourishing Wellness Coach™, 

6) Certified Flourishing Leadership Coach™, 

7) Certified Flourishing Business Coach™, 

8) Certified Flourishing Creativity Coach™, 

9) Certified Flourishing Workplace Coach™, 

10) Certified Flourishing Sales Coach™  

11) Certified Flourishing Educator Coach™ 

12) Certified Flourishing Pastoral Coach™ 

 

3. Tribe Support - Exclusive Flourishing Life FB Group 

 

4. Business Builder Coaching Programs: 

a. Elevate EST™ (Exceptional Speaker Training) Live 2-Day - Stage 1 

b. The Entrepreneur Blueprint™ 

c. FLOURISHING Parents 

d. Letting Go and Moving Forward™ 

e. Breaking Free of Fear™ 

f. The Online Course Creation Formula™ 

g. The Author Acceleration Program™ 

h. Workplace Resiliency™ Course 

5. All Events - Conferences, Events & Summits 

 

6. Group Coaching - Weekly Power Start  

 

7. Flourishing Wealth - Monthly Webinar and Strategy Session 

 

8. Surviving To Thriving with Dr. Wayne Hammond, Ph.D. 
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9. Compensation For People You Bring Into The Program - $3497 ($2497 For Coaching, 

$500 For Support Coach, $500 For Referral) (minus credit card transaction fees) 

 

10. 20% Loyalty Discount on Annual Renewal 

Benefits Of the Flourishing Business Coaching Program™ - 

https://certifiedflourishingcoach.com/program-bundles/: 

 

1. Coaching – 12 Business or Executive Coaching sessions with a Certified Flourishing 

Coach 

 

2. All 10 Niches of Flourishing Coach Certification™: 

1) Certified Flourishing Life Coach™, 

2) Certified Flourishing Relationships Coach™, 

3) Certified Flourishing Parenting Coach™, 

4) Certified Flourishing Career Coach™, 

5) Certified Flourishing Wellness Coach™, 

6) Certified Flourishing Leadership Coach™, 

7) Certified Flourishing Business Coach™, 

8) Certified Flourishing Creativity Coach™, 

9) Certified Flourishing Workplace Coach™, 

10) Certified Flourishing Sales Coach™  

11) Certified Flourishing Educator™ 

12) Certified Flourishing Pastoral Coach™ 

 

3. Tribe Support – Exclusive Flourishing Life Facebook Group 

 

4. All Access To All Coaching Programs + Authorized Facilitator (Up To 75% 

Commission When You Facilitate) 

a. The Influencer Formula™ 

b. The Leadership Mastery™ Course 

c. Flourishing Workplace™ 
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d. Elevate EST™ (Exceptional Speaker Training) Live 2-Day Program x 2 BOTH 

Stage 1 & 2 

e. The Entrepreneur Blueprint™ 

f. The FLOURISHING Tribe, FLOURISHING Parents, FLOURISHING Leaders 

g. Letting Go and Moving Forward™ 

h. Breaking Free of Fear™ 

i. The Online Course Creation Formula™ 

j. The Author Acceleration Program™ 

k. Workplace Resiliency™ Course 

l. Elevate EST PRO™ 

 

5. All Events – Conferences, Events & Summits (Exclusive Pricing For Members Only) 

 

6. Group Coaching - Weekly Power Start + One Group Business Coaching Session 

Monthly + One Business Mastermind Monthly 

 

7. Flourishing Wealth - Monthly Webinar and Strategy Session 

 

8. Surviving To Thriving with Dr. Wayne Hammond, Ph.D. 

 

9. Compensation For People You Bring Into The Program - $5997 ($4997 For Coaching,  

$500 For Support Coach, $500 For Referral) (minus credit card transaction fees) 

 

10. 20% Loyalty Discount on Annual Renewal 
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Abe Brown, MBA 

Co-Founder, Flourishing Coaching Program™  

Abe Brown, MBA, CMCT, CPHSA is the Coach’s Coach and is an 

Entrepreneur, Professional Speaker, International Best-Selling 

Author, and High-Performance Leadership Coach. He is the 

founder of Certified Flourishing Coaching™ and the Flourishing 

Coaching Program™, and the CEO of Wellness Innovate 

Corporation. Abe is also the author of the Certified Flourishing 

Coaching™ Programs. Abe is known as the Coach’s Coach and 

is people-first. He is passionate about supporting people, 

relationships, entrepreneurs, businesses, and non-profits to thrive.  Flourishing people 

produce flourishing relationships, businesses, and workplaces, along with high 

performance and profound positive impact. Abe is also passionate about workplace mental 

health and changing the world by changing the workplace.  Along with the team at 

Wellness Innovate, Abe is the creator of Flourishing Workplaces™.  

 

Abe has started or led several businesses and non-profits into the tens of millions of 

dollars and has worked in the entrepreneur space, corporate space, and non-profit space 

at Senior Executive levels.  As past President of one of the largest Life & Executive Coach 

Training and Certification organizations in the world for 13 years, Abe trained and certified 

thousands of Life and Executive Coaches in North America and around the world.  

 

Abe is focused on coaching leaders, executives, and entrepreneurs towards high-perfor-

mance, resilience, and over-the-top results in both life and business.  Abe has also been a 

professional speaker for over two decades, having spoken professionally in 4 continents  

and over 20 countries, and has spoken to audiences of tens of thousands.  

 

Abe and the global team are pioneering the very first evidence-based coaching model that 

taps into the psychology of flourishing with a certified coaching practitioner lens.  

 

Abe earned a Master’s in Business Administration (MBA) from the University of Calgary 

Haskayne School of Business and a Master’s in Religious Education and Counselling. 
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Connie Jakab 

Co-founder, Flourishing Coaching Program™ 

Connie Jakab has been working in resilience and 

flourishing for over 20 years. Starting with youth at 

risk and gangs in East Vancouver, Connie has been 

researching how community creates resilience and 

mental wellness her entire career through a 

sociological lens. She has owned and started three 

companies, along with a non-profit from scratch, 

growing her businesses to empower others to grow 

and expand their personal potential. Her passion to see others reach their potential has 

allowed her to oversee regional and national high-performance teams. She has been 

working to ignite Brave Communities and Collaborations in teams for over 20 years.  

 

Profile: Your Name + Picture 

Your Bio              

              

              

              

              

               

 

Proposed Solution 

In order to see massive personal and 

professional results, please consider investing 

in this proposal as described above, in order 

to facilitate coaching, leadership 

development, and training in 2022 and 

beyond.  

 

 

We appreciate the opportunity to serve you! 
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Deliverables – Select One:  

1. Flourishing Coaching Program™ As Described Above - $5997 + GST 

2. Flourishing Business Coaching Program™ As Described Above - $9997 + GST 

 

We are grateful for the opportunity to serve you. 

 

Roy Mitton, Flourishing Coaching Program™ 

Phone # 

 

Signatures Below Indicate Acceptance of The Terms of This Proposal. 

 
Name of Client/ Company 

 

Name:        

Title:          

Sign: 

Date:  _________________________ 

 

 

Your Company____________________  

Your Name_______________________ 

Your Title________________________ 

    

 

These Programs are eligible for the Alberta Canada Job Grant 
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Flourishing In business Conference 
Abe Brown 
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The 4-Step System For Flourishing in Business 
Converting Clients – Roy Mitton 

 
The 4-Step System For Flourishing in Business: 

 

Pitching FCP and FBCP and Crushing it 
In my experience, the term pitch gives the average client the impression they are being 

manipulated into buying. So, for most using the term pitch with your clients is never 

done. I have preferred to use the term enrollment over pitch because it better captures 

the objective of the pitch. The enrollment conversation directly follows the discovery 

session, so we only have the enrollment session with clients who see value in pursuing 

because in the previous Discovery Session, they isolated their vision and dreams and 

committed to pursue them. 

 

For the enrollment session, the objective is to unpackage all the Certified Flourishing 

Coaching program has to offer. You already have harvested a massive amount of 

information about the client and their needs and desires in the Discovery Session, so 
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make sure to present the many programs Flourishing offers in the order that is of most 

value to the specific objectives of your client is key. 

 

If they want to pursue motivational speaking, then you may lead with Elevate EST, if they 

acknowledge they feel enslaved to fear, show them the Breaking Free of Fear. If they are 

wanting to impact teen mothers and fathers to allow them and their children the 

opportunity to flourish in the face of the challenges teen parents and their children face, 

then you lead them to parent or wellness first. 

 

I look at the many offerings Certified Flourishing Coaching provides as a metaphorical 

restaurant menu, and I am the server. A server anticipates the needs of their guests and 

helps them choose from the menu a meal they will love! The same goes for the 

Enrollment Session because instead of matching the guest's tastes to specific meat, 

vegetables, sauce etc. You are matching the client's vision and dreams to specific 

programs and courses Flourishing provides to get them there! 

 

All enrollment sessions will start with a single starting point, a question to be answered 

because Certified Flourishing Coaching programs can be used in one of two ways for one 

or more avenues. Let me show you. 

 

Are they looking to be a Certified Flourishing Coach? Or are they Looking to be Certified 

Flourishing Coached? 
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This was a distinction I lost many potential clients from because I saw what I offered as 

only training to be a coach. What I discovered was there were a far greater number of 

people interested in using the year-long enrollment to be coached. Identify which of the 

two is best suited for them from their Discovery Session. Do not neglect to look at the 

other also, but you can focus on the most relevant one to begin. 

 

Being a Coach 

1. To offer the Certified Flourishing Coach Programs 

2. To create their own programs 

Listening to their vision and dreams will reveal a tendency toward one or the other. Much 

of the time, they will be looking to create their own courses because the turnkey 

operation and team training approach that our Certified Flourishing Programs offer will not 

be something they have envisioned. I have lost a lot of opportunities attempting to sell 

this approach to people with their programs in mind. Truthfully, it took almost four years 

before I saw the value offering Flourishing Coaching Programs provided over the 

exhausting work of creating my own content. Sell them what they see as a value over 

trying to convince them of what you see as of value.  
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Being Coached 

1. Personal Development 

2. Professional Edge 

I came across “Being Coached” by listening to clients during discovery sessions. We have 

a higher-than-average rate of men in the Certified Flourishing Coaching and the reason for 

this is because one client told us he is not looking to be a coach; he was happy in his 

profession. He was looking to gain a competitive edge and grow personally; he saw 

immense value in the Certified Flourishing Coaching programs to fill this need! 

 

Use the wealth of information you have gleaned from the Discovery Session 

 

The Pitch, or Enrollment Session becomes so much easier when you unlock the potential 

of the Discovery Session. Once carried out correctly, the Discovery Session leads into the 

Enrollment Session by way of client invitation. The transition will be natural, and the pitch 

will become less structured and has an exciting flow as you are showing them the 

programs and the services, we provide from a place of their own personalized benefits 

rather than generalized features and benefits. 

 

Using the Certified Flourishing Sales Certification training will be essential to your success 

in gaining client commitment. If a client chose four other coaching niches that excited 

them, and it left no room for the sales niche I recommend you pay an additional cost to 

gain this certification because a coach is not a coach if they cannot gain clients to 

coach.  

 

Without effective sales skills in today’s world, you will find be intimidated, discouraged, 

and fighting an uphill battle to do the very thing you were designed to do. Be an “I” 

player: 
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Inspire others to see the greatness inside themselves that others, the world, or they 

themselves have held down for far too long! 

Influence them to have the courage to stand for their vision and dreams and look at the 

journey of growth as opposed to needing to change the destination! 

Impact: Their life is better because they committed who serves them and believes they 

have a value that will never truly to choose to invite you into it. Like I say repeatedly, you 

may very well be the only one in their life that serves them and believes they have a 

value that will never be able ever truly to be measured. 
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Flourishing In business Conference 
Abe Brown 
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The 4-Step System For Flourishing in Business 
Retaining Clients – Connie Jakab 

 
The 4-Step System For Flourishing in Business: 

 

Retention is all about the support 

We asked coaching clients, “Why would you hire a coach again?” This is what they said: 

 

“Clients will come back if they can see that you’re not bull#&*ing them, if you offer 

flexible session times, if you check in with them from a perspective of, ‘How’s things’, not 

‘When will I see you?’, your goal is for them to not need you to come back, you’re a 

listener not a talker, and if you’re an asker not a teller.” 

  

“When there is honour and respect. When no one person is above the other. Also, when a 

client sees the coach continues to improve and grow and do hard things themselves.” 

  

“When the coach makes meaningful change in their lives and reminds their client of the 

progress they’ve made so far, their long-term goals, and next steps towards those goals. 

When the coach reminds the client to be proud of their progress. Believing in their client 
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and being honest if the coaching relationship is becoming stagnant and being ok if it’s not 

a right fit for now. Being brave enough to pause coaching and agreeing when the coach 

will check in again.” 

 

“Honesty, integrity, and respect both ways. An element of lived experience is incredibly 

important as well. If you have shared lived experience, then the connection is deeper. 

Also, continuing to focus on what is strong than what is wrong. When the coach can keep 

things in perspective and provides support and hope.” 

 

“It is so important to be seen and truly heard. Not trying to fit a client into a template but 

approaching them as an individual and accepting them as they are without judgment. 

Being a living example of the values discussed in coaching calls.” 

  

“Being truly seen and heard is the best retention strategy. People transform when they 

are loved well. Listening unreservedly with the heart and soul. As people take time to 

excavate deeper thoughts and feelings, the coach becomes more like a miracle worker. 

The client is sharing the deeper parts of themselves they can reintegrate into their world 

and introduce to the world around them.” 

  

“The ability to think creatively.” 

  

Coaches who retain clients live and practice our Flourishing model.  

  

1. They create safety and trust 

5 times per second our brains are unconsciously scanning our social environment, “Is it 

safe here?” When our brain feels safe, it can operate at its most sophisticated level. When 

it does not feel safe it goes to flight, fight, or freeze.  

 

In all our coaching relationships we are putting up a wall or a bridge. When a person is 

operating from a place of fear and insecurity, they will not experience growth and 

development, so it is the coach’s job to create safety and trust so the client can 

experience optimal growth.  
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What builds trust? 

• Being competent in what you are coaching. 

• Ethical character 

• Being empathetic in communication both verbally and in non-verbal. 

 

Remember the SCARF Model from the Flourishing Life Coach Certification: 

 Status: Communicate with your client in a way that adds to their status. What we 

acknowledge rises. 

 Certainty: Call out their strengths. 

 Autonomy: Create opportunity for your client to make their own decisions.  

 Relatedness: Create opportunity for social connection. 

 Fairness: Clients want to know they are being treated fairly. 

 

Discuss: What are ways you are noticing in your coaching that works well to create safety 

and trust? 

 

 

2. They listen with their heart and mind 

Every person wants to feel heard, seen, and understood. Hearing happens with the ears, 

listening happens with the heart and mind. A great coach listens to truly hear the client. 

When they don’t understand, they ask inquiring questions. They learn to notice what’s 

underneath behaviours and read between the lines of what is being said. They ask 

questions that evoke new perspective in their client.  

  

Great coaches don’t “tell,” they ask powerful questions and lead the client to their own 

discovery.  

 

 Experiential learning Game: Everything in the form of a question. 
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3. They support their client by creating alignment 

The story we tell ourselves about our life becomes the story of our life. A great coach 

keeps their client on track in writing a NEW STORY. They remind their client who they are, 

what strengths they see in them and how they can leverage those strengths even further, 

and continually leads their client back to their goals, what they want in life, and why it is 

important.  

  

With a partner share what your top three strengths are and how you use them as a coach.  

  

 

4. They navigate the coaching relationship with vision and goals 

A great coach understands the change process someone has to undertake to see their 

goals become reality. They know how to help their client identify their goal, they help 

clarify the goal, they remind them WHY this goal matters. They are realistic about the 

obstacles, both internally and externally their client will need to overcome. They help their 

client find empowerment with all of their unique strengths, then creating an action plan to 

see those strengths activated. They then help their client notice any gaps and develop a 

plan. 

 

Share with a partner what your top goal is this year as a coach. 

  

 

5. They have a growth mindset  

A great coach who retains clients knows how to overcome obstacles themselves and how 

to help their client do the same. They know what they can control and what they can’t and 

help their client do the same. They are continually working on daily mind management so 

they can model for clients what a growth mindset looks like.  

 

Share with a partner where you’ve had to have a growth mindset with this past year. 

 

 

6. They encourage execution 
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A great coach who retains clients doesn’t force accountability on clients but asks questions 

that allow clients to execute their own results. They work alongside their client to achieve 

their goals, but do not make the client’s success their identity. They know how to separate 

their own self esteem from the results of their client.  

  

Share with a partner how you stay accountable to your own goals?  

  

 

7. They flourish themselves first. 

Great coaches who retain clients are honest, self-aware, and committed to their own 

growth. They work on their personal empowerment and lead themselves rather than 

waiting for others. They take ownership over their personal awareness and time 

management. They learn new skills in social and emotional intelligence so they can relate 

to clients even stronger. They like people. They lead themselves with courage and create 

solutions when others see obstacles. They are motivated to learn what they need to learn 

and guide themselves with a strong moral compass. They are easy to work with and 

accountable to see things through.  

  

What was the greatest growth you saw in yourself in the past year? 

 

Some tips for retaining clients: 

• Make booking with you easy 

• Keep your word 

• Give your clients opportunities 

• Create Community 
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Retaining clients 
WITH Cynthia Chau-Hoang & Ava Tan 

 

To Support Their Growth 
At Flourishing, we understand that each person learns differently. Some are auditory 

learners; some are visual and most if not all also learn best through doing. As we grow 

and discover the best versions of ourselves both personally and professionally, our 

subconscious programming comes to the surface, and we get the opportunity to 

acknowledge whether they still serve us or not. For the programming which does not 

serve us anymore, we can replace them with new ways to be. 

 

With support provided both online and offline, we truly cater to our global family. No 

matter where one may live, Certified Flourishing Coaching™ workshop and certification 

trainings can be accessed in-person, livestream online, or through online self-learning, all 

with coach and staff support. These offerings all include experiential learning, as that’s 

how we create the muscle memory for positive change. 

 

With a main coach to support you along the way, The Flourishing Tribe is a wonderful 

place to tap into authentic relationships and a boatload of expertise. As a company, the 

current programs we have are the Flourishing Coaching Program™ and the Flourishing 

Business Coaching Program™. Anyone can join our programs at any time and upgrades 

are available as well as annual renewals with loyalty pricing. 

 

Flourishing Coaching Program™ 

1. Coaching – 12 Life or Business Coaching Sessions with a Certified Flourishing Coach 

 

2. Any 5 Niches of Flourishing Coach Certification™ 

Certification as a Certified Flourishing Life Coach™, which is the prerequisite to the other 

12 areas of coaching certification we offer:      
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o Certified Flourishing Relationships Coach™,        

o Certified Flourishing Parenting Coach™,        

o Certified Flourishing Career Coach™,        

o Certified Flourishing Wellness Coach™,        

o Certified Flourishing Leadership Coach™,        

o Certified Flourishing Business Coach™,        

o Certified Flourishing Creativity Coach™,        

o Certified Flourishing Workplace Coach™,        

o Certified Flourishing Sales Coach™,   

o Certified Flourishing Educator™ (Launching Fall 2022), 

o Certified Flourishing Pastoral Coach™ (Launching Fall 2022). 

 

3. One full day training with Dr. Wayne Hammond on Interpreting the 

Flourishing Life Questionnaire used in all certifications (Optional for those who 

want to purchase and administer the FLQ with their own clients) 

 

4. Tribe Support – Exclusive Flourishing Life FB Group 

 

5. Business Builder Coaching Programs: 

     a) Elevate EST™ Live 2-Day – Stage 1 

     b) The Entrepreneur Blueprint™ 

     c) The FLOURISHING Tribe, FLOURISHING Parents, Flourishing Leaders 

     d) Letting Go and Moving Forward™ 

     e) Breaking Free of Fear™ 

     f) The Online Course Creation Formula™ 

     g) The Author Acceleration Program™ 

     h) Workplace Resiliency™ Course 

 

6. All Events – Conferences, Events & Summits 

7. Group Coaching – Weekly Power Start  

8. Flourishing Wealth – Monthly Webinars and Strategy Session 

9. Compensation Opportunities 
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10. Loyalty Discount on Annual Renewal 

  

Flourishing Business Coaching Program™  

You receive all that is in the Flourishing Coaching Program™ and: 

Additional 5 Niche certifications totaling 10 Flourishing Coach Certifications 

 

All Access to All Coaching Programs + Authorized Facilitator of Workshop Training 

Programs (Up To 75% Commission) 

               a) The Influencer Formula™ 

               b) The Leadership Mastery™ Course 

c) Flourishing Workplace™ (We support business and team culture growth with 

many SMEs through this course) 

d) Elevate EST -Exceptional Speaker Training – Pro (12-week course with 

coach support) 

  

Group Coaching – Weekly Power Start + One Group Business Coaching Session Monthly 

+ One Business Mastermind Monthly 

 

 

To Support the Growth of Their Flourishing Business: 
Like the support for personal growth, we also support your business. Not everyone who is 

a part of Flourishing wants to build a coaching business, yet some do. No matter what 

your career path and status is, we understand it takes a lot of grit to build a sustainable 

and long-term business, yet structure, resources and exposure is just as important.  

 

To support your business growth, we provide materials both online and offline. 

 

Online Support 

1. Global Directory – This is on our public website 

https://certifiedflourishingcoach.com/ and any flourishing coaches and program 
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members can be added to this directory. A mini bio and contact information are 

available for anyone to search for and find a coach that fits their needs. 

2. Freebies on our website for lead generation. 

a. E-Book: What You Absolutely Need to Know to Be A Life Coach 

b. Online Course: Flourishing Framework 

When someone you refer downloads any of our freebies, they have a space to state your 

name as a referral. The head office will then contact you such that you can follow up with 

your lead to answer any questions they may have. 

 

3. Online Access to workshop recordings and course materials – Upon completion of 

certifications, the specific recordings will also be added to your account for replays. 

 

4. Resource Library for program members – This resource library includes videos of 

How To’s, articles, Flourishing logos and much more.  

 

5. Social Media – Platforms where you can share information on who we are as a 

community and information your network may find useful and helpful. 

 

6. Referral bonuses – Affiliate link options and/or workshop and certification 

registrations. 

a. Personal & Professional business builder workshops and conferences 

b. Certifications 

c. Compensation through being a Flourishing Coaching/Business Coaching 

Program member 

 

Offline Support 

1. Head Office support – Discovery and Support Calls with your clients, member Q and 

A’s. Clear and authentic support. 

 

2. Events (Hybrid) – Workshops, certifications, Flourishing Business Connect, Summit 

and Conferences with speaking opportunities and other seasonal events/ 

celebrations. 
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Navigating The Member Area 
Flourishing Coaching Program™ and Flourishing Business Coaching Program members 

have online access to all offerings that are included in each program. These online courses 

and recordings are a way to support personal and professional growth all on your own 

timeline. With coach support, the roadmap for completion of these courses will be based 

on your vision and goals. 

 

The Certified Flourishing Coaching™ website is https://certifiedflourishingcoach.com and is 

where all the materials are housed. 

 
 

Here is a tutorial video for Members: https://vimeo.com/740112783/090e223bfc  
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Affiliate Codes 
There are many ways to generate income through Flourishing, and affiliate codes are one 

of them. It is an effortless way to share a specific event or training and by adding your 

own unique code, referral bonuses will be added to your account. 

 

For Flourishing Members and approved public persons, affiliate code set up is found under 

‘My Account.’ For non-members, there is also an opportunity to be an affiliate to share our 

workshops, programs, and certifications for bonuses. 

 

    
 

The affiliate identifier can be edited to what you like. Whether it’s your name or 

company/organization name, it will how someone will know this link is specific to you. 

Where you see Page URL, the target path is any page on the 

https://certifiedflourishingcoach.com/ website. 
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Rule of thumb is to share public links and not member links. For example, if we wanted to 

share the Certification bundle and the URL link is 

https://certifiedflourishingcoach.com/product/certified-flourishing-life-coach-bundle/, you 

will copy anything after .com/ 

In this case you would copy product/certified-flourishing-life-coach-bundle/ into the target 

path and voila! You have your personal affiliate link for that specific page. You would then 

do the same for other trainings and workshops on the site and generate a link for each 

one you would like to share and earn bonuses with. 

 

 

Navigating Our Social Media Platforms 
o https://www.facebook.com/certifiedflourishingcoach 

o https://www.instagram.com/certifiedflourishingcoach/ 

o https://www.linkedin.com/company/certified-flourishing-coaching 

o https://www.youtube.com/channel/UC2aaiXxu8jLV_iEcNGUVy8w 

 @certifiedflourishingcoaching 

o https://www.facebook.com/groups/193008359404395 

 Certified Flourishing Coach Community (Grad community) 

o https://www.facebook.com/groups/892256688251909 

 Flourishing Tribe (FCP/FBCP Members Only) 
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Social media does not need to be scary or overwhelming. As you get to know the ins and 

outs of each platform, you can choose which you feel is best to start with, and as you feel 

comfortable, you can explore other platforms. 

 

Our Certified Flourishing Coaching Platforms is a great resource where you can either 

share the posts or use the content for your own organic posts which will generate more 

exposure due to algorithms. Most of all, we love to have your engagement with posts, to 

click the hearts and comment with your positive feedback. When we put out the vibe of 

interaction, it helps again with exposure through algorithms. 

 

If you would like to dive deeper into social media specifics, The Entrepreneur Blueprint™ 

is a great starting point, and our staff are also able to support in that area as well. This 

section will provide some simple basics to get started if you haven’t already. 

First off, privacy settings are something you can control. Great news, isn’t it? Many are 

nervous about what they reveal to the public, yet now a days, social media is our business 

card, where people get to know who we are without any geographical borders. It’s a 

wonderful thing especially if you are in the business of coaching. 

 

Second is to start posting and sharing content. It's recommended to have a business page 

where the public can access your business events, information, and community. If you 

don’t have a business page, remember to use the 20/80 rule. 20% business/promotions, 

80% lifestyle posts. People follow you as they want to know who you are as a person and 

may be open to the few business updates. If you post too many promotions on a personal 

page, people will unfollow due to the lack of connection and relationship building. 

 

For business posts on a personal page, it is ideal to post those on public with #hashtags 

for exposure purposes. Keep reading as we will touch on hashtags and the powerful 

purpose behind them. For more private posts, you can choose to just share them with 

those in your friends list. 

 

Tip: One way to promote your business is also through FB and IG stories, as they only 

stay online for 24 hours. 
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#HASHTAGS 

Using hashtags in every post is not only a trend, but also a trend that can help you gain 

exposure in networks you never could reach through a regular post to the public. Many if 

not all social platforms have search features through hashtags (#). 

From a freelance B2B marketing writer Elise Dopson, below are the keys to why hashtags 

are important to incorporate and some ‘How To’s’. 

 

Why should I use hashtags? 

Hashtags are the way most search for information on social platforms. Whether it is  

Facebook, Instagram, LinkedIn, and others, one can go to the search bar and for example 

type in #flourishing and it will auto populate all recent posts that have that hashtag.  

 

Now you can reach folks who don’t even know you exist, and through liking  one of your 

posts that stand out to them, they may start to follow you and that there is an 

opportunity for you to connect with them. 

 

For events and branding, hashtags create consistency in messaging over all your 

channels. 

 

Examples: 

• Flourishing In Business Conference - #fibc2022 

• Certified Flourishing Coaching -  #flourishing #certifiedflourishingcoach 

#certifiedcoach 

• Events in your area - #yycevent #yycbusiness  

 

3. Hashtags help to create a community on Facebook and other platforms. 

 Through social, we are creating communities digitally. This is a new world  where 

we are no longer restricted to places, we physically step foot in. And create 

authentic relationships no matter where another person lives. 

*Use what is relevant to your post topic and add the above examples to your post 

for that collective alignment and community. 
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How to use Hashtags 
1. Use in sentences “Love this #truth” 

2. No spaces 

3. Lowercase 

4. Mix up the order on each post 

5. 3-5 at most 

On a business page, you can go to the option of ‘Insights’ to see which posts are doing 

better than others, through views, engagement, link clicks. 

 

On a personal page, it is more difficult to see views unless it’s live video, however you can 

track through likes, hearts, comments/ *Just know there are many who see your posts 

and you may never know as they don’t engage. That is why what we share and the 

message behind it is so important. It will either attract or repel someone, just like an in-

person relationship. 

 

 

Creating A Growth Plan and a Learning Plan with 

Your Clients 
There is no cookie cutter growth or learning plan as everyone is on their own path and 

there is no one way to create ideal results. This is where coach support is one thing to 

lean into right from the start, by having the first coach call as soon as possible. 

 

The client roadmap in Flourishing is based on the vision and goals of the client. Each 

roadmap can be planned for the year, yet room for flexibility and unknowns must be kept 

in the forefront. Just like a geographical map, there are many paths that lead to a 

destination and there will be speedbumps along the way. 

 

In every coach and client relationship, there must be mutual understanding of roles and 

trust for flourishing to happen. Remember though, every action taken or not taken by the 

client is a choice made by the client only, and the coach is to help the client discover 
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where the roadblocks are and how to break through using the client’s strengths and by 

asking quality questions to explore possibilities. As a Flourishing Coach, our job is to 

support the client in honing their strengths to create their life by design and not to tell 

them what to do. 

 

Many clients flourishing clients and members connect through different avenues with  

diverse needs and wants. However, they all have the aspiration and hope to change their  

lives and the lives of others for the better. 

 

What are some of the things Flourishing clients are looking for? To list a few: 

• Personal growth, 

• Business development,  

• Personal and Professional Development 

• Purpose 

 

The above is to list a few, and we welcome all those who are looking to create an impact 

and income. By implementing The Flourishing Coaching Model™, both tangible and 

intangible results take place. 

 

The Certified Flourishing Coach Model™ is evidence-based and practitioner focused, 

meaning that it is based on science and psychology. “Evidence-based” describes an 

approach to medicine, education, and other disciplines that emphasizes the practical 

application of the findings of the best available current research. Essentially, it means that 

a concept or practice is supported by a large amount of scientific research. So, when we 

describe the Flourishing Coaching Model™ as evidence-based, we mean that we are taking 

the best available current research around people, change, and specifically how people 

flourish, and practically applying it with a coaching lens. Specifically, the Psychology of 

Flourishing has a strong evidence-basis to it. 
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Taking Your Clients on A Growth Journey That 

Lasts More Than One Year 
From Dictionary.com, a journey is described as: 

• Travelling from one place to another 

• Distance, course, or area traveled 

• A period of travel 

• Passage or progress from one stage to another 

 

As a fellow human and Flourishing Coach, it is crucial to recognize and remember that we 

are all on a journey. There are times when we are the guide and times where we are the 

one following. When we connect with our clients, hear their stories of wins and losses, 

there has never been one person who has not overcome something to be here, to show 

up even when it feels easier to retract. 

 

This Flourishing journey is truly about progress and going the distance. Moving through 

one stage to another with support that will never let you fall on your own. The Flourishing 

Tribe is here to lift you up when you fall and cheer you on as you run your race. 

 

Flourishing may be a season for some, yet for some, it’s family and a lifelong 

commitment. 
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Flourishing In business Conference 
Abe Brown 
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The 4-Step System For Flourishing in Business 
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