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Michael Neill

Is an internationally renowned
success coach and the best-
selling author of Supercoach,
You Can Have What You Want,
Feel Happy Now, and The Effort-
less Success Audio Program. He
has spent the past 18 years as a
coach, advisor, mentor, and
creative spark plug to celebri-
ties, CEOs, royalty, and people
who want to get more out of
their lives. His books have been
translated into eight languages
and his public talks and semi-
nars have been well received at
the United Nations and on five
continents around the world.

I:  What is a Supercoach?

MN: Well, a Supercoach, and Su-
percoach is my newest book which
came out in the United States in
March of 2010, but it
of talking about what | call transfor-
mative coaching. What makes
coaching transformative as opposed
to simply useful in t|
just change how someone feels or
what someone does. It actually
changes their entire way of seeing;
seeing their lives, seeing them-
selves, and from that change all
sorts of other things change.
So instead of it being about what we
might think of as almost like the old
athletic coaching model where | can
€ suck it up! You cal
come on, work harder, you can do
it! Just make one more call, one
more call, yes, you did it! Woo!
High fives all around and we tick it
off our box and we'll feel great
about ourselves and we go back and
we do it again the ne:
great; that has its pl
not the way that anyone | know
wants to live their life for 40 years.
-4-




MN: 't 6s usef ul to be able to go there from time t
in my experience is a wonderful life, and a wonderful life does not look like a 40 -
year adrenaline junkie.

I:  What is transformative coaching?

MN: Transformative coaching is é | think about coa
doing this for 20 years. | 6ve done it with tens
played with almost every model that I've come across. There have been a couple

which | just have gone eh T but most things, i f they werenodt o
| 6ve tried. What | find is that they break into

Level one coaching is coaching that helps people make a change in the moment or

in one specific situation. So itdébs what we might
Olympic athlete will train for four or five years for possibly four minutes of their life.

Now thatdéds incredibly useful but it doesndét reall
life.

If we want to think of it in a bit more traditional life coaching setting, level one

coaching is somebody calls because they have an important meeting and they want

to do well in that meeting and so you coach them about that meeting, or they have

a specific big customer and theyove got a big sal
prepare for that sales call, so you help them with that. Or, they have a presenta-

tion to make and you help them prepare their pre:
very useful but that rarely makes any difference in their lives beyond that presenta-

tion, beyond that sales call, beyond that event.

Level two coaching is what | sometimes call context coaching because you're not

just now coaching somebody in one situation, Yyou:
relationship coach isn't just coaching you on oni
and strategies that are going to help you with all your relationships. A good career

coach isn'"t just helping you with one job search:
all the aspects and elements of choosing a job and finding a job and getting a job

so that your whole job search experience is going to now work better because you

now have new skills, new strategies. If you get a financial coach, if they are a good

financi al coach, theyore not jJjust going to help
you're facing with your finances in the moment, they are going to actually teach

you useful strategies and skills that youol| be
across the board. Thatdos | evel two; again, very
Transformative coaching, or what |06l call |l evel

where you're actually working with somebody to change the way that they funda-

mentally see their lives, themselves, and the world. So not only will that take care

of all the level one concerns, not only will that give them the space for whatever

|l evel two concerns theyodve got, but 1t actually
come from in their lives so that whatever happens they can thrive. That kind of

transformative coaching to me is the most exciting arena for us to play in as

coaches. It doesndé6t mean itdés not worth, and |
coach | work with, | encourage them to develop the level one and level two skills as

well; 1tdéds Jjust that there Iis more availabl e.



Michael Neill continued...

MN: One example that 1061/ someti mes give iIs the
which is the transformation of level three and effortful change, doing it the hard way,
which is the level one, level two approach.

| 6ve worked with a number of people with addic

would say thatoés therapy, but the way | do it
some people are able to overcome | etds say an
They still think about alcohol as if it was the magic elixir, as if it was the thing that was

going to make their |lives work, as if i1itobés the
one thing that makes them feel comfortable in
ing them so they are able to, one day at a time, just for today | will not drink, and they

are able to do that. It doesndét really get mu

| 6ve worked with people who have been sober fo
battle even though they are winning. | 6ve al s
who at some point had an insight where they suddenly saw that for them, and this isn't
and anti -alcohol thing, but for them the way their system worked, drinking alcohol was

|l i ke drinking rat poison. They really got it.
wasnot me telling them that. They saw it for
that 6s what alcohol really was for them, that

they never had another drink and they were never even tempted any more than you or
| would be tempted to pick up a glass of rat poison and chug it down.

Il That s a very vivid i mage.

MN: Well, it needs to be because you're up against a lot of prejudice that people have

in their minds that itdéds hard and itdés suppose
you have to keep going. Look, as soon as | se
done. It can be the same thing.

People é | had somebody cal | -mghowcn tayldoussRao w ; I
dio.com and | had somebody call in yesterday and they were talking about hey, Al t 6s
hard to é we al/l know itds hard t o Ijuatisteppeal her i v i
andlsaid il s iShe®ad AiWel |l what do VosamdafiPocertainl
ber of artists who find it hard to make a living but | also know a number of artists who

make a fantastic |Iiving and donot Thkirkaboutitlike st r u
t his. |l magine that youdbve been pushing agains
door and youdve been pushing against it and pu
and you go Oman, it is hard to get through doo
wor k out . |l 6ve got a coach; theyo6re going to
through this door and | &d&m going to make it thr
my gut and squeeze through. 60

Then somebody else comes along, a transformative coach, a Supercoach comes along,
and points out that there is a stack of boxes behind the door and actually if they just
move the boxes they will be able to just walk through.
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I: Please tell us more about you. What is your background?

pose; | was working with a guy named Stuart Wilde who some people
will know. He was sort of big i
a metaphysical teacher. He just one day, | was working with him, and

teach. " He said, fAYes, you dobo
front of a hundred people. That got me started and | taught what

and like to share them.

MN: 1'tds funny, people always think when
they see me speak, they think gosh, hebo
really nobl e. I didndét get into this o
suicidal teenager and | got into learning about what makes people tick

to not die. That was it. | was interested in not killing myself. |

thought that would be a good idea.

Along the way | learned some phenomenal things that not only trans-

formed my | ife but when | started teach

n the e

he just one day said, AYou do it. I
said, AYou go out. You teach today. o
and h

0

e

wor ked for me. |l 6m just somebody who f

One of the things 16l often say to people; 1|1 ook,
happy and you can start with happiness and then get successful and if you do it the second
way, worst case youdbre happy. Best case,

A Supercoach Exercise From Michael: Whose Life is it anyway?
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Write down a paragraph or two about a situation or area of your life where you would
like things to be different.

. Go back through what youbve written and

qualities of being (stress, ease, difficulty, fear, and so on) to external people or events.

. Rewrite your story as if those qualities are things you bring to your experience, not ones

you get from it. If you like, take into account that most experiences are temporary and
changeable.

. Just for fun, rewrite your story as if you were truly the creator of your experience. What

would be your goals/intentions for creating more of what you wanted?

In a nutshell:
1 The world is what you think it is.

T Youdbre creating your experience
Click Here  -Di scover more in Michael 0s
where he presents Ten Lessons to transform your career, your fi-

nances and your relationships.

Visit Michael at: http://www.geniuscatalyst.com/
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E ~ | Dr. Cathy Greenberg

. Cathy, NY Times Best - Selling Author,

helps executives and employees

maximize their potential using her

uni que AHappiness=Profito
formula. Having done so successfully

for more than two decades, she wins

rave reviews from clients as well as

from leadership gurus including War-

ren Bennis, Marshall Goldsmith, and

Noel Tichy.

I: First of all, I really want to know, what
inspires you?

CG: Well, thereds a | ot of
inspire me. What I really | guess would

be of interest to our readers is what

would inspire me to be interested in the

science of happiness? Why would | spend

so much time researching it and writing

about it and talking about it?

The real reason is because I've experi-

enced it as a result of my own triumph

over tragedy. | was a managing partner

in a very well -known firm called Accen-

ture and part of the Computer Sciences
Corporation, and |1 &dm sure
readers are familiar with those compa-

nies. They are two of the largest consult-

ing firms in the world.

| was traveling on a daily basis to far and
wonderful parts of the world, serving our
client base, doing executive coaching and
strategic coaching, and wound up with
two potentially terminal illnesses. Basi-
cally, I hit the wall of life going through a
divorce, losing my parents, the loss of a
child while | was pregnant and realized |
had to get it together, that even though |
was considered successful
dications of success in terms of title, in-
come and lifestyle, | was not happy.

-8-



| took the time down on earth here to get it together and learned a lot about the science
of happiness and positive psychology. Being a behavioral scientist | was able to apply it
to myself and then turned it into a model that | now help others to use as well.

. Oh, thatodés fantastic. So how do you touch ot hei

CG: |Ifeel in my heart and that when people are truly ready to make a bold change

they will start to realize that happiness is not something you seek, but it is the things in
life you do such as forgiveness, friendship, wisdom, and knowledge in terms of learning
and seeking information. When you deliver on your sense of purpose in a way that en-
ables others to achieve their goals, then happiness follows. Happiness is not something
we seek. | t O-based approaahno life.glbis something we do and in the by-
product of doing it for others, we gain it ourselves.

I: I see. So what does happiness have to do with profit, professionally or personally?

CG: Wel | Ités fascinating to me t hat WhkaiHagpegCom- wr ot e
panies Know, which was the launch of our company, H2C, LLC, we have seen just in

2009 the release of programs by wonderful leaders like John Mackey at Whole Foods,

what we call consciousness of capitalism.

Happiness has a lot to do with profit because when you are happy you are joyful, and
when you are in a joyful state you are in fact truly in a state of pleasure and when you
are in a state of pleasure you are fully engaged in whatever it is that you are doing, and
when you are fully engaged your performance increases.

If you follow that thinking, you'll see that at the end of that stream of words i happi-
ness = joy = pleasure = engagement = performance. Profit is a natural predisposition
that follows.

I:  You mentioned state. Is happiness just a psychological state, a behavior, oris it a
true science?

CG: Well, to me happiness is a true science and it is also a way of being. Itis a con-

sciousness effort. Being happy is defined by many different people in many different

cultures many different ways. | 6ve traveled aroc
who study happiness; people who are well published like Martin Seligman, Sonja

Lubomirsky, Barbara Frederickson, Kim Cameron, and | could go on and on and on, but
essentially happiness, when i1itéds fully engaged,
others and for ourselves. As a result, we create a state of consciousness where happi-

ness becomes an important component of what we do. So you might, for the purposes

of our discussion here, say that happiness is a behavior. To me, it is a behavior that

enables health and wellness, and ultimately profitability, personally and professionally.

I:  Well how can happiness make a difference in my life or my own self -improvement
programs?

CG: Oh, I love that question. | love helping others and | would love to see anyone who
is reading this today begin to see the connection between happiness and profit in a very
simple formula. (Continued next page.)



Dr. Cathy Greenberg continued...

CG:When as | said weore fully engaged in
formance increases significantly. Could you imagine if you could engage the full capacity
of a person that youbre coaching, whethe

ance or for improvement? You can engage the heart and mind of an individual in so

many ways and the easiest way to start is by asking them a very simple question, and
that is what inspires you? What are you
the words fAwhat are youo and the word di
to seen an engagement process begin beca
will automatically trigger an idea or a thought that engages another human being in

something that's focused on them thatos

The science of happiness is about |l ookin
find the one small element and, if | could use the tiny little example of the little sand in

the shell of a pearl -producing oyster, we start now to see the layers of happiness grow.
From that little gritty piece of sand we now start to create layers of goodness. You do
that by |l ooking at whatodés right and you
the pearl s and you see more goodness. I
other person using this philosophy and this strength and this language to create anything
less than a bracelet or a necklace in a very short period of time. People, when you focus
them on whatoés right, wil.l build it fast
portunity to see people grow.

k'ls it really worth my time to focus on

CG: It would be foolish for anyone who is thinking about this tough economy not to fo-

what we
ritos s
I nspire.
nspiredo
use usi |

good, ant

g at what

create o0l
tds very
er, qui cl

happines

Cus on happiness. |l tés something we all owe our
an important component to health and wellness. In our new book, What Happy Working

Mothers Know, which is the third book in the series, we talk about H -A-P-P-Y . l'tds v
simpl e. I f youdr e c-APcPhyiisrayerysimpienmdektq usdhs a for-

mula to begin.

First of all, A is a wonderful, wonderful thing called Adapti on. ltés a way t

adapt to our world by doing less and also recognizing that sometimes less is more.
The H is such an exciting opportunity for us, especially when we look at our resolutions

that wedve made for t he BRdnthOWhatorerthing camvee da foraur i s

health that will make us better at what we do for everything else? Can we get more ex-
ercise, be outside more? Can we eat better? Perhaps, can we take in more water?
Something small. Eat less sugar. One small, tiny step to build on.

So now you have the H and the A. The P

has a do

twice. The firstis be Proud of your Family. Being proud of your family means recogniz-

ing that no one is perfect; everyone has problems. You know, one in three people in this
world are touched by cancer or alcoholism or some other kind of iliness that impacts us

as well. The other P is for being Proud of your Work. Find something at work every day

that you can be proud of. Don6t focus o
10 percent of your day that wasnot perfe
things you did well, how your week could end on a high note even when it's been one of
the worst weeks of your life.

-10-
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CG: Y stands for Young at heart. Remember to laugh at yourself and laugh often and find

reasons to | augh. ltés so easy to find reasons nc¢
much negative information because bleeding leads. So look for opportunities for a smile

and look for opportunities to catch others doing the same.|

I:  How did you become interested in this subject, and would you consider yourself an expert
on the science of happiness?

CG: When | became interested in this back in early 2000 | was as | said diagnosed with two

potential illnesses. | was a high - producing executive in one of the world's largest consulting

firms, and | was high on life and | was extremely happy and capable. Then my world came

crashing down when [ hit that wall of life, learning that | had created my own illnesses

through stress and travel, learning that the people around me were disengaging from me be-

cause while | | oved them I wasndét there enough f or
flourishing works was where | began.

| have to say that here | am almost a decade later having written three books on the subject

and spoken perhaps on every continent around the world and having worked with clients from

Sydney to Dubai, | can tell you | certainly have a lot to learn, but there are enough people in

the world who have been reading and | earning al ong¢
a thought leader in this area and have the client profile to show it.

I:  What research have you done to date, or what have you written on the subject?

CG: Well, the three books obviously. The newest one, which is a number one Wall Street

Journal business book and a number two New York Times bestseller is What Happy Working
Mothers Know.  Thank you. That book was done with thousands of women from around the

world who contributed to our book by online research done by wonderful companies that

helped us to get the survey out there electronically and also who did face -to -face focus groups
with us. We were just thrilled to have done that research.

The prior book, What Happy Women Know, was based on the stories of hundreds of women

who have moved from the tragedy to triumph. The book prior to that which was What Happy
Companies Know is based on the Fortune 500 and the ongoing Fortune 100 companies that

are the companies we would al/l want to work for a
at a company who is in the top 25 of the current |
I'm always working with clients who are interested in the subject, and always writing about it.

Happiness Tip From Cathy:

Start every day by having one small thought, and that is what are you
going to do in that day thatoés going to
others and what is it that you're going to pursue? At the end of that
day, take an inventory and look at what one bright small thing you did
| that made a difference. It may have only touched one person for one
moment but it made a difference, and those are the small things in life
that build up as | said. They become the pearls, and at the end of the
week we have enough pearls to string a bracelet. At the end of a
month we have enough pearls to string a necklace.

Learn more at:  www.h2cleadership.com

Cathy L. Greenberg, Ph.D

DRI SRR For Cat hy &hat Bappy Working Mothers Know , Click Here .
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Dr. Relly Nadler

Dr. Relly Nadler. He was educated as a clinical psychologist, has become

with world class executive coach, corporate trainer, and author. He is the

President and CEO of Truenorth Leadership, Inc., an executive and organ-

izational development firm. Dr. Nadler brings his expertise in emotional intelli-
gence to all his keynotes, consulting, coaching, and training. He has designed and
delivered many multi  -day executive boot camps for the high achievers and in For-
tune 500 companies. Currently Dr. Nadl
teaching tools for organizations, teams, and individuals to increase emotional intel-
ligence and become star performers. As a co -host of Leadership Development
News, an internet weekly radio show on Voice America he interviews leaders, au-
thors, and consultants about their secrets.

I: What are the six main leadership errors you see in organizations and the execu-
tives you work with?

RN: Well, let me tell you what | see as an executive coach being in a lot of organi-
zations. These are some of the key leadership errors

One is a generalization of skill error, and that means that when leaders have some
technical skill in one area we think that this is going to generalize into the leader-
ship area. So they may be good at managing themselves, good as an individual

er 6s

performer, and they rise up in the ranks. There is sense that AOh, theyore
this area, so they shouldTher@adégoadgleaadal i alas o

error.
The second one of someone who is in a leadership position is the spotlight error.

One of the leaders, a President of a company | work with, said that as a leader you
are in a glass box. All the good you do in a year can in one selfish, undisciplined

moment be undone and you | ose all the emot.i
we see this all the time where people who

one, spotlight error.

The third one is an influence error. Of ten |

influence they have over other folks and as a consequence | think they often un-
derperform as does their team. One of the reasons is the spotlight which we men-
tioned and the other is this idea that emotions are contagious. The leader is the
emotional thermostat for the team, meaning that their emotions are probably the
most contagious on anybody in the team.

What that means is if they are hot and irritated and stressed out, most likely their
team is going to be hot, irritated, stressed out. If they are calm, cool, and very
deliberate about what they are doing, often their team will mirror that; so they are
the emotional thermostat.

The fourth error is this neglect error. In all this great leadership stuff that you do,
that | do, that people that you interview do, it can easily get neglected or relegated
in favor of the crisis or the hot issue of the day.

-12-
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A lot of the leadership functions

of inspiring, giving direction,
feedback, delegating, can easily

be put off and the leader says
AOh, 161l1 do that
chance. 0 Wel |l , they
get that chance so there is a ne-
glect error.

The next one is the stall align-
ment error, and |
where some of the assessments
come in that we all like to use.
The leader is not aligning their
style along with the style of peo-
ple that they are leading. The
leader needs to be flexible,
change their style. One person
the Leader may give a lot of de-
tails to, and if they do that same
thing with someone else, that
person may be over -managed.
So how does the leader change
their style?

The last one is | would say a fo-
cus error, and this is where fol-
lowers expect and want their
leaders to be really well inten-
tioned, have thought out plans,
be clear in their direction, and
really know how a follower can
contribute to the vision. What
are the strengths of the fol-
lower? So I think the followers
are expecting this focus which
often, as we are saying for lead-
ers, they may not have enough
time to think about it. But the
followers are hanging on their
words and expecting focus direc-
tion, things that are well thought
out, and as we know, that does-
nét al ways happen
needs to take a little bit more
time up front and say AAL T r
what am | really saying? What
is it that | really want to see
happen here?o0
(Continued next page.)




Relly Nadler continued...

I: Right. Sometimes they are just focused on what they needing to get accomplished
today, so | see that a lot. What are the characteristics of top performers, and why is
that important for corporations and coaches to know about to correct these six leader-
ship errors?

RN: Well, these leadership errors are really common and a lot of the characteristics of
the top 10% performers are some of these emotional intelligence competencies.

I:  What does emotional intelligence have to do with the top performers because you
just mentioned them a minute ago.

RN: Yes. A lot of these key competencies when you look at how smart somebody is

and you look at their technical expertise, typically those are entries into the work world.

As someone moves up itodés this whole world of emo
derstanding yourself and managing yourself, so t
and then understanding others and managing ot her
tion. The more someone can understand themselves, manage themselves, and under-

stand others, manage others, the more that will put them into the top 10% as they

move up in the organization . A lot of that is around relationships. A lot of it is around

knowing yourself. We all know the number one reason people leave their job is be-

cause they donét ffeel appreciated, and itbés wusua
retention factor.

The other thing that | heard and it would be interesting to get your feedback on this is
that some research has shown that 50% of life satisfaction comes from the relationship
with your boss. When | first heard that, | thought that sounds pretty high. | think if

you have a good boss who has these emotional intelligence skills that may be lower, if
you have a bad boss, that boss is inside your head and probably does affect y our life
satisfaction as much as 50%.

I: 1 completely agree. If you think about it you spend eight hours usually doing your
wor k and working around your boss so thatdés a | o
still thinking and ruminating about what just happened.

RN: Yes, so you can't kind of get rid of that, an
one is in their grievance, you know, Al can't believe they didndot s
say thoafilow come this ibBagos ngabinwg up all this
are not being creative, theyob6re not being innova

ways to deal with either a product or the people that they are involved with.

I Exactl y. Exactly. How would you define emot i
us a little bit about it?

RN: The basic definition is as | menti oned, under s
side and a social side, so do you understand yourself? Some of the things are confi-

dence, accurate self -assessment, how do you mange yourself, trustworthiness, initia-

tive, achievement orientation. That s the perso



RN: Then thereds the other side which is underst a
relationship management. Those are things like empathy, service orientation, how do

you get ahead in the organization, you know, what is the political savyiness,. Then

thereds the managing others area that we all k n
catalyst, developing others. Those are some of the key areas in each of these clusters

of emotional intelligence.

I:  Why is training in emotional intelligence or El so important today?

RN: Some of it is | earning about your emotions ar
this social pain. What would you do with someone if they are ruminating about that?

One of the things is as a coach we are able to talk about these things with someone.

We know now just talking about emotions is called affect labeling, and allows the per-

son to regain more cognitive control. Part of emotional intelligence is understanding

so that you can manage your emotions. Talking with a coach, talking with someone

el se, and i f youbére doing it in a positive way,
emotional, because youodre speaking about it. T
gence skills you can learn whereas your IQ is basically static. How do you manage

yourself? How do you have tough conversations with somebody who direct reports?

How do you not beat around the bush? What do you do in differentiating your leader-

ship style |l etds say from generation Y versus t
change initiative? These are all part of the training that someone could get around

emotional intelligence and specifically these EI competencies.

Dr. Nadler shares how to raise emotional intelligence.
First of all, get a measure of where you are today on some of

these competencies. FREE Assessment from Leade
book at:  http://eia.prfessor.com/course/743/reqister

Emotional Intelligence Tips to newly promoted Leaders:

1. Being really clear about what your top five responsibilities

are.

2. Be very, very clear with your team about what you want to

see happen.

3. Learn about the team strengths and the individual strengths

oy 0 so often thatoés talking to them.

S 4. Let your team know the best ways to work with you.

5. Be aware if you are adding too much value? New leaders may try to add too

much value and then take away the team commitment to carry out.

6. Have one -on -one meetings with your people where you can talk about some of

the things just mentioned.

7. The last one is self -management. Are you aware of what your triggers are?

I f not, thatdos where the 360 feedback comes i n.
spouses because those are really i mportant so t

Learn more from Dr. Relly Nadler at: www.truenorthleadership.com/



http://eia.prfessor.com/course/743/register
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Lisa Murrell

Lisa Murrell has spent
the last 12 years

working globally to

help clients achieve
breakthrough results

in the areas of organi-
zation development

and executive and

team performance.

Her Equine Assisted
Coaching teaches Profes-
sionals and Executives to
improve their own Per-
sonal Leadership. Lisa is
the founding partner of
Stone Ridge, NY -based
MetaSystem Consulting
Group, a consulting firm
that began in Paris over
25 years ago.

I:  What is personal lead-
ership?

LM: Personal leadership
TiTtds a very
term that probably has a
lot in it, but to say it in
one sentence, personal
leadership requires us to
move from simply func-
tioning in the world to
becoming connected to
all aspects of our lives
and ourselves.

I: What are personal
| leadership skills?

LM:  Well, there are
things that we have all
the time, use every day,
but never know exactly
how well or how effective
we are with them.

-16-
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LM: There are things like effective communication, the ability to establish and maintain

appropriate boundaries and emotional agility. Th
using a lot lately because | found that working with the horses, emotional agility is
needed because 1itdés the ability to recognize and

awareness all at the same time, and all of those together with effective direct communi-
cation 1 all of the things that we need to really exceed, succeed, and excel in our life.

I:  What is the connection between personal leadership and executive or professional
leadership?

LM: Wel l, thatdéds an interesting question because a
sional | eadership, which wedre more familiar with
same skill s. As we said earlier |1 6ve been doing

many years and | work with a lot of executives, CEOs, and chairmen, and the really suc-
cessful ones, the really good ones, the really effective ones, all have something in com-

A

mon, one thing in particular, and thatodés these pe

So for example, everyone has to be able to facilitate their lives, as a professional leader

needs to be able to facilitate whatdés going on in
to manage their time. Leaders in an organization have to be able to see how much time

theydbve got to be able to do what they need to do
They also need to be able to move into action with powerful decisions, the right decisions.

The same thing applies to us in our own life. If we have great ideas but we can't move

into action and we can't make decisions when they need to be made, it really holds us

back from doing what we want to do and creating the life we want.

Finally, both professional leaders and people who have strong personal leadership skills
are able to kind of be their own coach. They have the ability to step back and reflect on

what 6s going on and take the time to | ook at the
plications of what 1 6dm doing and not doing and ho
being able to continuously I earn and i mprove wupon

living their lives are really the same thing.
I:  So how do we know if we have them, these skills?

LM: That 6s where the horses come in, at | east for I
out whether you have these things in a traditional classroom setting. Leadership skills

notoriously are something that have been described as almost kind of mystical, almost

either you have them or you dondét or theydre very
gi ble, so thatdés why theydére hard to | earn.

| probably would have agreed with that until | started working with the horses. | do sev-

eral professional programs T through The Way of the Horse is what | call them. | do per-

sonal leadership Through the Way of the Horse as well. What | found out is that the

horses, because of who they are, theyore animals that
whole thing in Iife is about being aware of whato
conscious level because their survival depends upon it. For example, they can sense sub-

tle changes in our blood pressure that we would never even know and things like that are

i ndicators that we as humans respond to as well b

know what they mean. (Continued next page.)



Lisa Murrell continued...

LM: You can, as a | eader, think youdre doing every
tions; however, you donodét know how theyore really
to know? Well, by working with the horses because they give us immediate feedback in

their actions from what they are sensing.

You hear, fAA horse can smell fear. o Well, itds n
but what they do is they react to what they sense
congruent with what they see, then they feel threatened. If they sense that all is well,

you are what you say you are, your actions coincide with the energy, if you will, around

them, then theyodre very, very relaxed. Thereds n
| actually have retreats were leaders come for the three or four -day retreat and
amazed that these things are actually whatods comi
sarily feel that thatodés what theydre putting acro

well. They have good intentions. They think they are doing everything that they
Sshould be doing but theyodore wondering why theyore
their leadership role that they would like to.

The horses will give us immediate feedback as to
on an unconscious level. They actually make conscious what is unconscious for us and

so that is, for me, through all the years | 0ve be
i mmedi ate and c¢clear way to see if we actwually hayv

leadership skills.

Il Thatds amazing. | O6m the daughter of a veterinar
mal s and | didndét realize thatdéds how the horses p
of all that.

LM: Yes, theyodre pretty amazing. Theyodore very sim
caught up in all of this cognitive chatter that we often do. Actually what happens is

that the electromagnetic field of the heart is actually i forthe human T is 5,000 times

greater than that of our brains. What that means is that we are processing information
emotionally and through our | imbic system before
there in the world impacting it before our brain
hear d, Al just went into the room and the energy
that guyés Vvibes. 0 This is the kind of stuff t ha

For the horse, obviously their brain doesn't have anywhere near the capacity that we

do but their electromagnetic fields are so large because that is their way of surviving.

|l tbés very, very sophisticated and so they are res
but they do so in such a refined way and they teach us how to first of all recognize that

part of ourselves and then have that part of ourselves impact our environment, and to-

day web6re talking about specifically how it i mpac

I:  That would explain why the horses run off when some people come up and not
others.
-18-



LM: 't ds very true. Like | said, you can't fool th
thing, but theyore just very clear. Theyore very
ters for authenticity, actually.

I:  What is the relationship between personal leadership and coaching?

LM: That is also something that | 6ve been discover.i
have the ability to know how I 6&m impacting peopl e,
energetic agility that | was saying before which is about recognizing and managing my own

emotional, physical, and mental awareness, then | cannot be of as much value to my cli-

ents as a coach. |l 6m actually just | istening to t
agenda rather than being able to sense on a more ¢
this, all the work I 6ém doing with the horses act usc¢

and specificity to what that is, that intuitive level.

If I have personal leadership skills, then | have developed my emotional agility, | have
been able to create a level of communication that includes that, and | have the ability to
establish appropriate boundaries. So many people who are coaching and the people that
they coach know nothing about boundaries, and horses teach us so much about them sim-
ply because of their size but also energetically we learn about boundaries from them.

|l tés very important work and in terms of personal
important than knowing where your own boundaries are and where those boundaries of
others are and how to relate to each other within those boundaries with respect. The

horses teach us how to do this.

Learn more about Lisa 0 discover and fulfill your potential through The Way of the
Hors e http://www.equinealchemy.com/

Ya Gotta Meet Molly A The Horse Brining Hope Back To New Orleans

¥ Following Hurricane Katrina, Molly spent weeks on her own before finally
being rescued and taken to a farm. While there, she was attacked by a pit
bull terrier and almost died. Her gnawed right front leg became infected,
and her vet went to LSU for help, but LSU was overwhelmed. After sur-
geon Rustin Moore met Molly, he saw her will to live and agreed to remove
her leg and fit her with an artificial limb. But that is only the beginning of

i her remarkable story.

Mol ' yés story turns i nt o-Katrinplouissabal.The f or | i
& little pony gained weight, and her mane finally felt a comb. A human
prosthesis designer built her a leg.

Most important of all, Molly has a job now. Kay, the rescue farm owner, started taking
Molly to shelters, hospitals, nursing homes, and rehabilitation centers. Anywhere she
thought that people needed hope. Wherever Molly went, she showed people her pluck. She

inspired people, and she had a good time doing it
bigger role to play in |Iifed Moore said. fAShe sur\
injury, and now she is giving hope to others. o


http://www.equinealchemy.com/

Ann Farrell

Specializing in star
performance, Ann Farrell

is known as The Corpo-

rate Success Coach.

As the only woman to rise
from entry level to the top of
the house in her Fortune 100
company O-yearl 50
history, Ann leveraged both
her personal experience and
coaching best practices to
create her signature
corporate coaching system,
her personal and professional
success, now adding entre-
preneurial success to her list.
We talked to Ann about her
defining moments.

I:  What were some of your
key defining moments?

AF: There were many, but
two really stand out in my
mind. The first is 20 years
into my career when 1 finally
became a mom, and so | had
a career that | loved and this
great new role and this gift
in my life, and so | had to
figure out how | could do
both; you know, the having
it all scenario. So | very
quickly started making some
changes.

My defining moment was
that my passion was to be
successful by my definition,
which was mom first, career
second. So, | had to very
quickly figure out what | was
going to change about who |
had been for so long and
candidly, from that moment
on, | was a better leader
than | had ever been before.
-20-




Il 1 guess because youbre focused more. You have
is limited now.

AF: Oh, exactly, and so I totally |Iived the Pareto
of your impact, and | stopped doing a whole | ot o
tant to me but they werendt having any i mpact. I
time but didndét really create results.

I:  So what was your second?

AF: My second was when | actually made the decision to retire and launch my own busi-

ness about five years ago. Again, it was the same kind of scenario where my life had got-

ten bigger than my capacity to be how | wanted to be with it. My son by then was get-

ting ready to outgrow afterschool care. I really
empty house. At the same time my father, he was
but it was advancing very quickly, so | needed to move him up from Florida to be close to

me and my family here in Chicago. | had two needs that really counted on me to be able

to be there for them, and that was a key part of how | viewed my success as well was be-

ing able to be.

I: Excellent. What inspires you?

AF: What inspires me is knowing that | serve people to be bigger than they ever thought

they could be and the opportunity to do that; it O
|l t6s what has inspired me throughout my career an
coaches give to people, and that is seeing them for their greatness.

I:  How do you touch others and change their lives?

AF: Wow i |think the most powerful way that | touch others is to really have them un-
derstand that the possibilities are limitless and they have everything that they need to
make that happen. A big part of what | do is help people shoot for the stars and not the
ceiling.

My focus and my ¢é | would basically say that | wa
raised by wolves; | was raised by corporate. | spent my entire life growing up in that
space and | 6ve seen so many people think of that
wor | d. | touch people by helping them step out si
clouds and blue skies and lots more horizon out there versus what it looks like when
webre really hunkered down inside just one el emen

ance to their lives, and even more, integration.
I:  When did you decide to become a coach?

AF: | stepped outside my corporate building and looked up and what | really focused on

was, in addition to knowing what success meant to me and all the areas in which | really

needed to be making a difference to those | cared about most, I looked back at my 30 -

year career and really thought about what | loved the most, what | loved best, and what |

was great at. |l tds exactly about being able to t
greatness. (Continued next page.)



Ann Farell continued?é

AF: Right at that moment five years ago, | entered coach training. | talked to my
company, very supportive of me stepping into a new way to help serve the organiza-
tion and the people that | worked with and they actually supported me through my
coach training and my certification. | coach back there often with their high -
potential talent.

I:  Well, shoot for the stars, not the ceiling i it feels a little bit like what you did.
What do you mean by that?

AF: Yes, that we can spend so much of our careers pencil up and head down, just

working really, really hard and getting our scope and our space very narrowed into

thatds our universe. So all we have to do is s
some people call this awakening from the sleepwalking. Assess how is that part of

our life, how much is it serving our whole life? Shooting for the stars is about really

creating your great |ife and your great work.

I: Jack Welch was recently quoted as saying that having it all is not possible. Does
that come up a lot as you coach women leaders and executives?

AF: Actually, it comes up with the men as well. The need to have it all is not gen-

der-specific and ités really becoming more and mo
It simply means that when we define what personal success means to us as an indi-
vidual that we put an fiandodo between career, fan

pact T not an fAor o.

It all depends on how each of us defines what success looks like, but once we do and

once we know that, not having it all becomes quite an unacceptable option. Part of

our greatness, part of our gifts is being able to, once we know what it is we need to

do, to really hold ourselves accountable to make that happen and that is how we

create great | ife without regrets. And thatos
to do that.

I:  You coach shoot for the stars and for star performance. In your experience, what
does it take to be a star performer?

AF: 1 had a wonderful career in corporate for 30 years and it was full of opportunity
and growth and there were a lot of things | did right and a lot of things that | could
have done better, but | learned from it all and it definitely has informed how | coach
others to corporate success now.

| think the most important thing for me based on my experience and the success
that | see is authenticity; really being true to who you are and what you value, and
being strong enough and brave enough to lead from that place and being strong
enough to ask for feedback to get better and to create the powerful kind of relation-
ships that only come from being authentic and real with people.
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AF: The | ast would be just really caring about t he
ing about the outcome and from that caring about
very inspiring to the people around you. | strongly stand in the authenticity as the first

element to really be a star performer.

I:  As you look over your life and your career, what empowers you?

AF: What empowers me the most is having people believe in me. Every opportunity

| 6ve ever had in my I|ife, somebody é the person
|l i eved that I could do it before | had even t hout
of |I'ike € It empowers it. |l tés wind beneath win

you to step into those big shoes and give it a shot.

Thatdos the biggest gift that we as coaches give |
coaching brings. |l tés that empower ment that c¢com
they are, but for totally believing in their ability to be the great person that they are

meant to be.

Annos advice to those just starting out in thei.
Thatds such an exciting time and itds also such
the same. l't is really €é do the work to figure
place of authenticity. Define your values. Figure out your leader stance. What so often

happens to young | eaders starting out is they wil
and that will always be less powerful and less impactful then them really taking the

time, doing the self  -discovery to find their own.

Annbs advice to those already in the corporate el
The biggest opportunity that | see in all of my work with my clients no matter which cor-

poration I 06m walking into is understanding that I
What you hear constantly is they dondt appreciat

know me, or | can't get the influence that | need to gain the results that | need. All of
the influence, all of the likeability, all of those factors are all tied up in relationships, so
really prioritizing the real work of work and that is figuring out who you do need to be in
relationship with; not as a manipulative or forced kind of way, but who is it that you
really need to get to know you and you really need to get to know, and take the time to
do that.

Once we really know each other, the most likely outcome is that we really begin to care
about each other and once we care, the whole game has changed.

- Endeavors®

Learn more about Annds Coaching for Corpor
http://www.yourcorporatesuccess.com/
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Ford Myers

Ford R. Myers is President of Career
Potential, LLC. His firm helps clients

take charge of their careers, create the
work they love and earn what they de-
serve. Career Potential also works with
leading companies that are committed to
developing and retaining premium talent.
Ford has been a frequent guest on televi-
sion and radio programs across the country.
He is the author of two books i The Ulti-
mate Career Guide and Get The Job You
Want, Even When No One Is Hiring.

I.  Why did you write your new book, Get
The Job You Want, Even When No One Is
Hiring?

FM: | wrote this book because | really saw
that there was a need. | saw that there
was an economic tsunami coming our way
and that the job market was going to be
deeply affected, and in looking at the books
that were currently available there simply
was nothing out there that was anticipating
this problem and that would help people
prepare.

So many people as we now know, so many

people have been affected by the job mar-

ket , by the economy, and |
was in a position to write a book that could

help a lot more people. You see, in my

work | can only help a finite number of peo-

ple, and with a book itods
reach across the globe and help as many

people as needed, and that
the book.

I:  That makes sense. Everyone knows it

takes a long time to publish a book, yet

yours seems to come out just as the job

market and the economy were taking a

dive. How did you anticipate this trend and

how did you manage to ti me
publication so perfectly?.
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FM: Ri ght . Wel | itds really funny because a

must have a crystal ball . o0 or ABoy, you

these things are true. What is true is that | am in a unique position to anticipate

w h a t gbisg on in the job market and the economy. The reason | say that is because
| work with a senior level clientele. All of my clients, or at least most of them, are
senior executives and professionals. They are really tapped in. They really under-

stand whatdés going on in their own company

mu st

who are involved in finance and planning and

there in the C -suite.

What this means is that they have their
on with the economy and with the job climate and the business climate, and so by sit-
ting and talking to these folks all day in my work I hear things that probably a lot of

ot her people donot hear . |l 6m abl e to
other folks might not.

Just by listening to these senior level clients, | really began to get a window on what
was coming toward us, what | called before the job market and the economic tsu-
nami . So thatdés how | jumped on this t
ahead of the curve i f you wil!/ and that
fore we ran into this economic crisis.

I:  Why do you say that the best way to get a job is not to look for one? What do you
mean by that?

FM: One of the things that | mention in the book is that the best way to get a job is
not to look for a job, and whenever | say that to people or whenever they read that in

my book, they kind of stare at me cross -eyed, you know? They

|l 6m saying until I explain it and then
let me explain it briefly to you.

at

ot

be

a

b u

finger

catch

once

What | mean here is that iif you act I|ike a |

which means youdre asking everybody i f

of job postings on the internet, youbre

and you just have this kind of desperat
to be. People are not attracted to that; in fact, they are repelled by that. If you act

t hey
cal l

e att.i

t

r

|l i ke a job seeker, youbre going to unfortunatel

what youdre seeking

Instead, what | do is | coach my clients to not act like a job seeker and to not even
actively look for J -O-B-S. What we do instead is we teach people to be a problem
solver, to be a solution provider, to act more like a consultant than a job seeker. In

ot her words, |l et 6s pretend that you have an

are always keeping your eyes open for ways to add value, ways to solve problems,
and ways to resolve company 1issues and

| en
you really embrace that attitude and that beha

to look for a job in your life.

A lot of very successful people T the most successful people Twill tel

never had to look for a job. (Continued next page.)
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Ford Myers  continued...

FM: I'f you start asking them, fAWell, how did you g
move on to this other job and how did you move o]
be, AWell, I dondt know; I just kind of was aske:
or Al dondt know, I got a phone call and they sali
|l i ke to come work with us?o0 This is how the mos:!

they land job after job.

Now, i1itds not magic. I n other words, theydre nof
magic formul a. What theyodre doing instead is thi
more like consultants as | said before. They never have to act like a job seeker. They

never go actively looking for positions because 1

theydre so oriented toward providing service that
why | say the best way to get a job is never to really look for one.

. 1 completely agree with your statement. What 6s
daydés job mar ket that you reveal in your book?
FM: Wel |l , there are a | ot of secrets. Things that

know, the media is just so negative. When you watch cable news television or when
you read the newspapers obviously all they're doing is spilling a lot of very negative
and cynical information. They do this because it sells magazines and newspapers.
They do this because it gets people glued to the television.

Il n my world, however, I think there are a | ot of
sort of the other side of the coin, the side that
cynical. Il n my opinion, the biggest secret in t:¢
many companies are |l etting people go, theyodore al:
same time. The truth is that every company is hiring all the time if you have what

they need when they need it.

Now, 10l say that again because | think itdos re:
all the time if you have what they need when they need it.

You see, itéds not quite as negative and bad as t|
|l 6m not trying to sugar coat things,; Il think it |
the worst job market since the Depression, but there is a silver lining. There is a ray

of hope because if youdre good at solving probl el
earlier, then there are positions for you. There are opportunities.

| know people right now who are getting hired into very good opportunities in very

good compani es, even though the compiame 6 rpai brdatcl lyi
ing anybody. There is no hiring. Webre on a hi
pen i f it was really 100% true that theydre not |

they only do it very quietly and only very selectively.

I:  That makes sense. What sort of candidate is still getting hired even in this tough
market? | mean, | know you touched on it a little bit, but could you expand on it?



FM: In other words in this market, the employer is only interested in one thing, and

that i s what you can do for me today, right away?
around. They donét have time to wait around whil
eventually add some value to the company. What they want to know is what can you

do for me right away, today?

So if youdre the kind of candidate who can articu
can hit the ground running so to speak and who can really began adding value right

away to the company once youb6re hired, then thatod
hired today.

The bottom line is this Tyoudbve got to stop selling your <c¢red

your proven results. You see, in the old days you could get by on your resume, or on
your pedigree, or on your credentials. You can't do that anymore. Nobody really ca-
res if you went to, you know, the city college or if you went to Harvard. All they care
about is what results are you going to produce? We have issues. We have problems.
We have real challenges. How are you going to help us right away?

If you can really articulate your value, if you can sell your proven results then you will
go far and youéll definitely get hired, even in t

People are also realizing through this crisis that they have to take more control of their

careers. They have to get their act together. People have to think more independ-

ently. They have to plan their careers and be more proactive. This is a positive thing,

not a bad thing, in the long run. This really is an opportunity for people to take a few

steps back, | ook at their career more objectively
path or was | just keeping things familiar and comfortable? Is there something I can

aspire to that will be more ... kind of more of a reach for me to help me to reach my

full potential and make a bigger difference in th

Expert Tips from Ford on working through the process:
1. Attend career seminars and workshops 0 very affordable and it
packs a whole lot of value into two or three hours

2. Access the excellent Career Books out there.

e ,.‘u//g_~~|i; 3. Connect with Government agencies and nonprofit associations
:,...“:/ Even who provide job search support and help through transition.

€n 4 Dondot do dietveal drfe you canot afford pr
2 ing assistance. Access the resources above and some career
NO O.I.ICS coaches even do pro bono work on the side.
s CAIRARRS

e fdiiMes D Networking is the key. When itods d
~~':bMt\o - - properly, networking is still the single best way to manage your
career and to find new opportunities. Start with the people you
know. The key is to open up your eyes and see all the people around you who have
resources to offer and who know other folks. Every single person you network with
will give you more folks and more connections and more introductions. You will liter-
ally have a never -ending list of people to network with.
Learn more at: GetTheJobBook.com
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Jennifer Wilkov

Jennifer Wilkov is a best-
selling, award -winning au-
thor and the creator of

From Thought to Sales in 90
Days Book Process. She is
also an award -winning free-
lance writer of the 2009 Silver
Eddie Award for an article fea-
tured in Marie Claire April 2009
issue that has been quoted and
whose writings have appeared
in national magazines and
newspapers.

Jennifer has supported first
time and seasoned authors and
writers with writing, getting
published, and marketing of
the books, ideas, and projects
as well as the building of their
platform to raise their visibility
to readers and the media.

I: Jennifer, what inspires you?

JW: I love it when someone

pulls out a book on vacation,

on the subway in New York

City, and especially when | get

to see a parent reading to a

child or a child reading to a

parent; iitdéds magical
so much from each other and a

book is a great vehicle to do

that . ltds amazing
touch our lives in so many
ways.

I: And how do you touch oth-
ers?

JW: 1 love being an author and
| love being able to help other
authors with their messages.
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JW: You see, the messages that we create come from our lives and | love helping

others and, on my own behalf, sharing my life experience and leaving a legacy of les-

sons for others that | have gotten to experience and to share them through any writ-

ten word. |l tds really something that | find we
|l t 6s somet hi ndto belalleto nhakeladiffeeence in the lives of others my-

self with my writing and to assist those who also want to make a difference with

theirs.

. Now you teach fAbooks are your hooko, but youobv
with books. What got you started with your first book?

JW: This is my ninth career. | think | could probably say tenth if | included the radio

show which is brand new at the time of this interview. For me, | have always felt

that each career that | have had has led me to the next piece of the puzzle that |

needed to understand to build what | do today. | have had careers that were in the

entertainment industry, that were in consumer products. | have also worked in tech-

nology. | have been a consultant for large corporations and | have also been a certi-

fied financi al pl anner as well as now an author.
a book consultant for others.

What really got me started was when | was a financial planner, a certified financial
planner, | made observations about my clients that continued to come in and sign up
with me. | used to ask them two questions that were really critical for me to under-
stand before | could really help them in a meaningful way, and | wanted to know
what they really wanted and how they really felt about what they wanted and be-
cause | was a financial planner, the way that | was positioned to help them was with
their money.

Oftentimes it would take me several months to receive the answers from them that

were specific enough that | could really work in a meaningful way for them, and the
work that | would do with them over those months was really a clarification process
so that they could be really super clear about what they wanted.

My first book was born from my experience with my clients. | wrote the bestselling,
award -winning book Dating Your Money because | observed them and | wrote the
book to demonstrate for those people who would come in and meet me as a potential
client. I wanted them to be more comfortable with their money and have a relation-
ship with it so they could talk to me about it, and so | wrote the book for them. |

wrote it for the reader and it had such a significant impact. It still does, and it really
became an amazing dream for me because the whole book was done so quickly and

it was all because of my own vision for that project. After that, | was hooked myself.

I:  You also created the From Thought To Sales in 90 Days Book Process as part of

what you were learning from producing your first book, Dating Your Mon ey, which
went on to become a bestselling winning book. What are the secrets to success be-

hind this winning process?

(Continued next page.)



Jennifer Wilkov continued...

JW: This process is something where | actually had a team of people that worked with
me that were all originally from the traditional publishing industry and world and they
had all basically left their larger publishing companies and gone out on their own with
their own shingle. We all sat down in a cool sushi restaurant in Brooklyn in November
and | looked at all of them and | said this book will be done and in my office with a full

line of publicity by February. They just looked at me in disbelief and said il 6ve got t
a part of this project because | Lowmadbehold, weall ee t hi
worked T and remember, this is November i we all worked through the holiday season.

We all worked together. The book went off to press the first week of January and lo and
behold the book arrived in my office in a case just the way | say it would with distribu-
tion, full distribution into the large nationwide book sellers online with full publicity by
February 6th.

Even one of my employees at the time in my firm said to me, Al watched you do
shared the process with us as you were going al ol
the book. 0

A lot of the secrets behind the success is that | knew that it was going to happen and |

was confident in the way that the book was going to be processed and due to that, | ac-

tually made choices about that book project that allowed me to have the most control.

At the same time | was able to be fian I ndiano on
leader because | was an author and | had an editor and | respected all of the people on

the team.

Herebds the biggest secret: No one was all owed t«
it, and | mean really from the bottom of their souls that they loved the project. Because
of that, what happened was anybody who touches t|

They feel the love that we all had for the project.

I:  So you poured your passion into it and anybody else who touched it, they had to be
passionate.

JW: Absolutely and it was a home run. That formula was a home run.

. After youbve had such great success with your o
authors with their books. Why did you do this and what motivated you to share the
depth of knowledge you had with others?

JW: You know for me, becoming a bestselling award -winning author was so easy. It
was so simple and it was so fun, and | really had such a joyful time doing it and | looked

around in the author community, or the want to be author community, and | saw so

many other people struggling and | said you
with what | 6ve experienced itds been so eff
some pointers or some direction or maybe some tips to help them ease their pain and

ease their way to being successful on their own. That was something that really has al-

ways and continues to resonate for me since | have such a whatever divine gift in this
particular area | always feel l' i ke 1tds my job i
and give them that same gift.

Kknow,
rtl e:
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I: Infact, you give a lot of information away to others. Many others charge large fees

for the same information that you turn around and share with authors throughout your

radi o show on the Womendés Radi o Network and group
well as many other resources. What drives your generosity of sharing your wisdom,

knowledge, and experience with others?

JW: One of the things that | learned very early on when | became a book business con-

sultant, and | believe your book becomes your business, so oftentimes people come to

me for both. | found that | really wanted to focus on the people that | was working with

so | didndét want to become a consultant who had t
be able to focus my attention on the clients that | was consulting for. | realized that

there had to be a way that | could share information that | had to support the local author

or the author that | wasnodt goi-omoneforwbhatkevearbasoa t o w
and still provide them with help, assistance, inspiration, and information, and so | decided

that | would create these resources and these con
tunities, for people to get touched and | earn how

not able to get to me directly. This my way of giving back to the community and giving
to those who want to be a part of it.

I:  How can other authors learn to write their books, especially those who are first time
writers who may be a bit concerned about the level or lack of experience with writing.

JW: The first thing to do is to figure out where you are. Do you have an outline? Is it

just an idea? Do you have a concept of how you want to impact the reader? Is it a fic-

tion, nonfiction, or childrends book? Il s it a bo
wrap or is it a paperback that someone can stick in their purse or briefcase or put on the

edge of their bed? Get really super clear about what it is that you want the book experi-

ence for the reader to be.

Then, if you choose to, you can find resources that are out in the marketplace, mine in-

cluded, where |ike on my website you can go get a
that is very easy and that will give you a whole 90 -minute workshop with a workbook. It

will take you through some very important exercises that will last you the lifetime of your

writing.

What 6s really i mportant for you as a new author I
if you donét know what your next step is, ask son
what you need to do so that you can avoid some common mistakes as an author and get

to the next step.

Dating Your Money

by Jennifer S. Wilkov

Learn more writing secrets from Jennifer at:
http://www.yourbookisyourhook.com/

Tune in as Jennifer interviews other writers about

their jJourney on Womends Radio
9AM Eastern:

http://www.womensradio.com/users/

JenniferS/143.html
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Jennifer Davey

Jennifer Davey, founder of JJS Coaching and author of the Getting Clients

Home Study Program, is a Business Coach, Marketing Strategist, and

Speaker. She helps small businesses and self -employed professionals grow
their businesses and develop strategies for getting clients, building business,

and making more income.

I: 1 wanted to ask you, what do you find inspirational in your life?

JD: Within Iife itbés my family and within busines
creative and really be of service to others. P
is really just to get the opportunity to help other people. | get so much enjoyment

out of it and being able to do that in my specialty, it brings me joy every day. | wake

up every morning saying AnYay, |l |l ove what | do. o

I:  How do you touch others and change their lives?

JD: | do that through coaching, specifically business coaching, helping my clients
build their businesses, get a steady stream of clients, and come up with strategies to

make more i ncome. Thatdos how | provide service
life and build a business based on a very solid foundation so they can really enjoy
what theybéve built and the |ife theydve built a

I: Can you tell me a little bit more about what you do?

JD: Sure. lhaveal4d -step formula that | 6ve come wup with
background. My first career was in television and | was a director so | have a whole

PR background. | was a director for news, and from there | started my first business.

I loved what I did and | was very successful at it and | had an excellent exit strategy,

and once | moved on from my initial first business | started doing marketing strategy

consulting and digital strategy consulting for other businesses.

I loved being a consultant and it was a lot of fun, but over time | started to realize

that businesses were running into this foundat:.
solid foundation. What | mean by a solid foundation is really values and priorities that

they were building their business off of, becau
values and priorities and youb6re not really <cle
thatds not in |Iine with the |Iife you want to | e
It makes it incredibly difficult to be successf
youbdbre not on solid foundation and i f you are a
miserable with what you came up with. My experience as a business owner, a con-

sultant, a digital strategist, and a background in media brought together a 14 -step
formula that | 6ve developed for building busine
income.

I:  When did you first realize you wanted to be a coach?



JD: It was probably about four
years ago is when | really realized
that it hit me. | had worked with

a variety of clients over the years
and when | started to see that
foundational problem they were
all having, realizing that every
morning | woke up and | was so
thrilled with my business and |
was hearing people around me
telling me how miserable they
were, how hard it was. | thought
wow, whatdés going on? That real i -
zation is what inspired me to be-
come a coach.

Il Youbve written the Getting CIli-
ents Home Study Program. What
inspired you to create that?

JD: As a coach thereds only so
many hours in a day and | really

wanted the opportunity to reach

as many people as | could reach,

and | also found that as a coach

not only are there so many hours

in the day, but not everybody can

of course afford to work with me

privately.

| decided to create the Getting
Clients Home Study Program in
order to really reach out to people
and make it affordable so that
everyone could have those tools

to do some self -coaching and be
able to grow their business in a

way where itds not rocket science,
ltds a real clear formul a. I wanted
to make it easy; thatbés part of my

need to be of service.

I:  What makes your coaching
service and the Getting Clients
Home Study Program different?

(Continued next page.)
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