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Caroline Ceniza-Levine More Clients Preparation 
Ideal Clients

My ideal client is creative and open to thinking differently about their career. They are likely a small business owner or executive with P&L responsibility, but they can also be a middle manager or even a newbie who has an owner’s mindset towards their work. They are likely in a creative field but not always – my favorite client was in Big Pharma. My clients come to me directly, or sometimes I meet them b/c I’m coaching for an organization or conference, and they participate in that. So my clients can be B2C or B2B.

Many of my favorite clients have been people of color/ women/ LGBTQ/ all of the above, and perhaps it’s because I root for the underdog.

Ultimate Outcome and Core Client Question
My clients are looking for a career change – new way of managing and balancing their current work life OR new way of working altogether (a big promotion, a different career, starting a business, going from business back to employee). About half of my clients know what they want, and I help them get that. But half don’t know, and I help them figure it out. Everyone comes knowing what they don’t want and that they’re unhappy enough to go for something else. 
The core question is: How can I be fulfilled in my career? The core outcome is: Confirming your ultimate career goal and knowing the steps you need to take to get there.
Success Story

Amit was already successful – a senior executive in Big Pharma, MD/MBA from top schools. However he wanted to be a CEO for a biotech start-up, and right now he was one-of-many executives in the middle. I helped Amit realize that he needed to rebrand himself as a thought leader in his field and be seen by VC and other investors if he really wanted start-up action. The plan included getting published and appearing at conferences (I helped keep Amit focused on topics that showed off his commercial side and not just the science). His new activities put him in front of the right contacts, and he got several job offers at the C-level. I helped coach him for interviews and helped with the final negotiation. 
Values

I built my business to fit my ideal life, and I hope clients do the same. For me this means that I prioritize assignments that are fun and that help people I want to help (hence the underdog comment). Helping my clients also figure out how to build work into a life they love is why I keep doing what I do.
Business Vision

• What kind of clients are you working with and what are you doing with them? 
I would like to work with Amit types all day long – already successful and still pushing themselves. Willing to take action and try different things.
What I didn’t like about the Amit project is that Amit hired me 1:1. My favorite projects are when an organization hires me so I can coach lots of people but not have to market to each person individually. An example of that is a 3+ year recurring project with Eruditus/ Columbia Business School. I am hired by Eruditus remote learning to design and run the career offering to CBS Executive Program In Management. I coach 30+ senior executives around the world for the 9 months they are in the program. I don’t work with everyone – just the ones who want some coaching. But it means I’m regularly coaching.

A similar, but slightly different project is with The New School, where I have designed 8 workshops on leadership training for managers and directors on the non-academic side. I love that I’m working on an ongoing basis with the same people around topics such as productivity, resilience, communication, managing, etc – all things that help these individuals build a fulfilling career for themselves.

• How much are you making in your business annually?
When I was working full-time, just two years ago, I was at $240k. But that figure includes about 50% from recruiting and other HR consulting. Since 2018 I have prioritized traveling and taking on fewer projects, so I dropped all the non-coaching/ teaching projects. That dropped my income to just under $90k. 

• What are your office and other surroundings like? 
I just moved to Jacksonville Beach, FL, and I love our new condo (I work from home). I work at the dining table which is adjacent to a screened in upper deck, so I can be outside for a break just by walking a few steps. I also get great light.

In my old office in NYC, I was working in my bedroom so it was much more cramped.

• What is the status of the other areas of your life – home, relationship, friends, community involvement, health and exercise, personal growth, etc? 
Everything else is really good. My husband and I have been married 25 years and counting. Two kids are mostly launched – youngest is in first year college, oldest has graduated and is living in our NYC apartment while she gets her business going (wellness).

I’m struggling with finding a good exercise routine since my move a couple of months ago, as I used to dance several times a week in NYC. But I’m confident that will change for the better when I’m more integrated into Jax.

This program is another way I’m hoping to put some structure into my new surroundings, since my network is very NYC-focused.

• What are your most prevalent ways of being (feelings) when everything is working in your life and business?

When everything is working things feel like they flow. I don’t second-guess myself and know exactly what I should be doing each day. I can tell my life is off-kilter right now b/c of the move b/c I have a lot of competing things for my attention, and I’m constantly having to refocus myself. When I’m productive, I don’t feel that pull.
Also, what are the some of the major things you learned in those years? What breakthroughs did you have that changed things? What were some of the turning points? What were some major insights and realizations you had that helped you in those years? 

When I built my business up (since 2008), I was very diligent about hustling. I did networking events, 1:1 meetings, free talks to get my name out there, PR pitches, etc. I’m still good about keeping in touch but I do less hustling to make new contacts. I’m starting to build that back in, though I don’t want to work as hard as I did in 2008-2013, the peak building years. I’m at a different life stage and financial stage, so this stage will be about working enough but not feeling like I have to hustle so much. I’m still competitive enough, however, that I’m mortified I made under $100k last year – I firmly believe you can target clients and projects you love and do multiple six-figures. So it was a wake-up call that I was doing projects I didn’t really enjoy for some time, and I need to be more selective.

Another big lesson is how much I prefer the in-person (including video and calls) over digital marketing. I had two big pushes to create an e-learning business (one in 2011-2012; and one in 2018-2019). I hated doing it both times. I only made enough to cover my investment, but not to build a truly passive arm.

Do not write this as a series of bullet points, but as a narrative that you might share with a friend when they asked, “I hear you are doing very well and now have the life of your dreams. What is your business and life like right now?”
My life is a mix of passion projects and travel. I split my time among FL, NY and Costa Rica, and my projects revolve around real estate and coaching. I still focus on careers – helping people make money doing work that they love.
High-End, Outcome-Based Program or Service

Describe a Program or service that you could offer to your clients based on the parameters below.

1. A relatively expensive program, which produced consistent, measurable results for your clients. What would the name of this program be and what would the ultimate outcome be of such a program? What would it cost (per participant or per organization)? How would it be different than other programs or services available in your marketplace? What would make it different/unique/special? How many of these programs would you have to sell in a year to increase your current income by 50% or more?

If I could sell more of the New School-type project, that would be ideal. New School is priced at $1,000 per participant, and I could easily scale that to hundreds of participants. I have pitched this type of program to others, but I have only sold a similar type structure (workshops + coaching + months-long commitment) 3 times.

2. What would the structure of the program look like? If it was designed to produce the best results possible, what would be required? It might be a one-time workshop or a multi-session program or other format that could deliver maximum value.
The structure of the New School project is 8 workshops, plus 2 x 30-minute 1:1 coaching per participant. I also stay in touch with a dedicated newsletter while the 4-month program is running. This is the ideal structure – set group workshops, some amount of coaching, dedicated communication in-between. 

If I could get the digital piece to work so I could market directly to individuals at scale, I could build a program like the above for individuals. At $1,000 each, I would need 250 individuals to hit my former revenue that was lots of hustle. It doesn’t seem so out of reach in theory, but I have never been able to get a group program to scale. I have had more success pitching to organizations to enroll a group of their people.
3. Where would your ideal clients come from for such a program? Your existing client base, from joint ventures with other business owners, from other affiliations, associations, or from a “cold marketplace?”

I do think there is a population out there that wants to build a work/ life similar to mine. I started blogging about how I did it at Costa Rica FIRE. I thought that CRF would allow me to attract like-minded folks, and then I could build up a program that way. But it’s been very hard to build. In the meantime, organizations or individuals see me on Forbes and know me as more a traditional career/ business expert so sticking to the SixFigureStart brand makes the most sense right now.

My leads come from my existing network after 20+ years in HR, professional associations (including LinkedIn Groups), and I do want to tap a “cold marketplace” that is focused on Jacksonville and SE areas.

4. What difference would it make to your business if you could successfully develop, market, sell, and deliver such a program? Be specific.

Building up a program like this would be a game-changer especially if I could do it through organizations, so the $1,000 per person would be $25k+ per project. Then I could have 10 New Schools to coordinate, but then I would be working with hundreds of individuals and touching hundreds of lives. Best of both worlds.
I would love to focus on this in our coaching since I have only recently realized that this is my favorite type of project.

Strengths and Weaknesses

What are the strengths and weaknesses you bring to your business and to this program?

Strengths

What talents, abilities, skills, gifts, experiences, and other qualities do you bring to this program? If someone said, “You can always count on ‘Name’ to do such and such. What would they say about you? Make this a long list! Write down every strength you can think of. 

As a longtime HR person and management consultant before that, I have touched a lot of different businesses and profiles, so I know the job market, the business market, and I have a big, diverse network.

I’m also an improviser and stand-up comic so I think I’m fun to work with and keep things light.

I can take complex subjects and break them down to accessible bits. I’m very analytical but also a good writer.

I have lots of experience with the media – appearing in the media, pitching to the media, being pitched to (b/c of my columns in Forbes, etc).

Weaknesses

What tends to stop you? What do have an aversion to doing in your business? What can you usually be counted on NOT  to do? If someone said, “The one drawback to hiring ‘Name’ is that…” what would they say about you? Makes this a long list as well, but not as long as your strengths list!
I have a lot of interests and I don’t like to choose. I have gotten away with it b/c I am very organized but it has been the bane of every business coach I have worked with – everyone tells me I have to narrow my focus.

Honestly, I’m still not convinced. I have a very happy life (except that I’d like to make more than $90k and not have to revert back to projects I’m not excite about). So when I’m pressed to change something, I push back b/c I don’t want to screw up everything else. It’s a vicious loop, but that’s the truth!
Commitment

What is your commitment regarding the More Clients Program? That is, what can we expect from you? What can we bet the farm on? What will we know, with absolute certainty that you will accomplish in this program? You may need to think outside the box on this one!

I will show up and pay attention. If you make recommendations, I will try things wholeheartedly. If I disagree, I will tell you respectfully but candidly. If you push back on me with good reason, I respect that too.

That’s all!

Create a Word document with all of the main headings and write complete, in-depth answers to all of them. This will really set the foundation for the More Clients Program. 
Note: Please put your name at the top of the page. And title it: Your Name More Clients Preparation. (This helps me keep this organized.)
Send this document to me at action@actionplan.com 
Please do not wait until the last minute! Start as soon as possible and it will be done before you know it. You can work on the questions in any order you like, but in the document please keep them in the same order as presented here. 
Cheers, Robert

action@actionplan.com
831-338-7790 
© Copyright, 2020, Robert Middleton, Action Plan Marketing


