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Introduction: What to Know Before You Begin


Who will benefit from this Facilitator’s Guide

My book and program Overcoming the Fear of Self-Promotion is designed specifically for self-employed professionals and creatives—that valiant group of service providers who must market and sell their own services.

This Facilitator’s Guide was written to provide coaches, counselors, trainers, facilitators, professional associations, training schools, employers, and book groups with a framework for using my Overcoming Fear program with their clients, students, members, employees, or reading group participants.

You’ll need your own copy of the Overcoming the Fear of Self-Promotion book to make use of this Facilitator’s Guide, and the folks who participate with you will each need their own copy of the Overcoming Fear book as well. The book is available from all major booksellers in both print and ebook formats and from cjhayden.com. You’ll only need one copy of this Facilitator’s Guide, just for yourself. If you’re sharing or rotating leadership, you are welcome to share a single copy of the Facilitator’s Guide, if you prefer.

With the help of this Facilitator’s Guide, you’ll be able to:


	Conduct a webinar, group coaching program, or workshop series based on the Overcoming Fear book

	Coach individual clients through the Overcoming Fear program

	Lead or co-lead a book discussion group, success team of your peers, or you and a buddy, who are working through the Overcoming Fear book together



Almost any self-employed professional or creative can benefit from the Overcoming Fear program. Some examples are: accountants, architects, artists, attorneys, bodyworkers, brokers of insurance or real estate, coaches, consultants, counselors, craftspeople, designers, engineers, financial advisors, freelancers, IT specialists, photographers, speakers, therapists, trainers, wellness practitioners, and writers.

If some of your potential participants don’t fit into any of those categories—perhaps they own a business that sells products, they are jobseekers or students, or they are employees with no sales responsibilities—they may still find many of the Overcoming Fear techniques helpful to conquer their self-promotion fears.

Whether you’re a coach or counselor who wants to help your self-employed clients build their confidence, a consultant or trainer who’d like to add the Overcoming Fear program to your portfolio, a professional association, employer, or training school leader who sees how your members, employees, or students could benefit from the Overcoming Fear program, or a reader of the book who wants companions to work through the book’s exercises together, this Facilitator’s Guide will provide you with everything you need.

How to use this Facilitator’s Guide

The Facilitator’s Guide is divided into six chapters following this one. Regardless of how you plan to use the Overcoming Fear program, you should read Chapter One: How to Get Started, Chapter Two: Facilitating the Program for Groups or Individuals, plus Chapter Seven: Tips and Tricks for Leaders and Chapter Eight: How to Keep the Work Alive.

Chapters Three through Six are dedicated to specific methods of marketing and delivering the Overcoming Fear program: public group programs, in-house group programs, book groups or peer success teams, and individuals. Once you decide how you plan to deliver the Overcoming Fear program, you can read only the chapter(s) relevant to the approach(es) you’ve selected. Chapter One will help you make that decision if you haven’t already.

Because you are reading one book (this guide) and will be referring to another (the Overcoming Fear book), references in the following chapters to sections or pages from either book will each be prefaced with either “Guide” or “Book,” to make clear which book is being referenced. 

By making use of this Facilitator’s Guide, know that you’ll be providing an important service. You’ll be helping talented self-employed professionals and creatives work through their fear and resistance around self-promotion and become more courageous marketers. The participants you support in this way will then be able to bring more of their valuable services to the wider world. You’ll be multiplying your own positive impact. Bravo! 


Chapter One: How to Get Started


How the program works

The Overcoming the Fear of Self-Promotion program began as a workshop series I delivered to my own clients and students, both in person and virtually, in groups and one-on-one. The material in the program is based on research conducted by psychologists and neuroscientists, as well as my own decades of experience and training. It’s been road-tested by hundreds of participants, whose feedback I incorporated into the program.

Now that the program is available as a book, self-employed professionals and creatives can read the material on their own and complete the skills practice exercises by themselves. And… that’s nowhere near as powerful and effective as working through the Overcoming Fear book with the help of a coach, facilitator, buddy, or group.

This is where you come in. By leading others through the program, you’ll be supplying them with accountability, perspective, and support. 


	You’ll provide accountability by assigning reading and exercises to be completed by a certain date. At times, you’ll ask for participants to commit aloud to what they’ll do. You’ll also ask participants to report in about what they did and how it went for them. If you’re delivering Overcoming Fear in a group setting, other participants will be holding each other accountable as well. This sort of “benevolent peer pressure” has proven to be highly effective at encouraging participants to fulfill their commitment to a program.

	Your participants will gain perspective from hearing about your personal experiences related to self-promotion, and in a group, how other participants respond to the principles and techniques they’ll be learning. Discovering how others struggle with self-promotion will normalize your participants’ own difficulties, helping to reduce any shame or inadequacy they feel. They’ll benefit, too, from hearing about a variety of approaches and solutions.

	You’ll also support your participants to get the most from the program and complete it successfully. Numerous exercises in the Overcoming Fear book require practice with another person or group, which you or other participants can provide. You may have specific expertise you can contribute, such as communication skills or coaching techniques. You’ll provide your participants with a space for commiserating or celebrating to keep them moving forward.



We’ve all had the experience of buying a book or enrolling in a self-study program, then never completing it. The more challenging the content is, the more likely we are to put it aside. But when we enroll in a class, hire a coach, commit to a buddy, or join a group, we gain the accountability, perspective, and support to follow through on our intentions. 

Your contribution as a coach, facilitator, or group leader is worthwhile and needed.

The Overcoming Fear program works well in three different settings:


	A group program delivered by you, or you and a co-leader. It might be structured as a webinar series, live workshop series, or group coaching program. Your program might be an offering you sell to individuals or organizations, a no-cost opportunity you extend to prospective clients to gain their business, or a service you provide pro bono to a professional association or training school you support.

	An individual coaching experience you provide to a client. This will typically be a service you charge for. You might structure it as a stand-alone coaching program or incorporate it into a coaching relationship that also encompasses other issues.

	A peer success team (or pair of buddies) working through the program together. This may take the form of a book discussion group that meets regularly to practice the exercises and report on their experiences. Or it could be a special interest group or community of practice within an employer organization, training school, or professional association. There may be just one group leader, or members may take turns facilitating the sessions.



In any of these settings, the leader and participants may meet in person, online, or even by phone.

I don’t recommend that you attempt to deliver the Overcoming Fear program all at once, as a one-time event. Participants need to practice the exercises over time—and in some cases, in real world environments—for them to gain the full benefit. Overcoming Fear is a highly experiential program, and your participants must have the opportunity to apply what they are learning.

Delivering the program works well in either a nine-session series or a five-session series, depending on the length of each session and how often they take place. Below is the content from the Overcoming Fear book I suggest you include in each session, shown for the two different formats.

In a nine-session series, meeting weekly:


	Session 1 | Kickoff: Book Content - What to Know Before You Begin and Chapter One: You Can Learn to Manage Fear


	Session 2 | Book Content - Chapter Two: Building Your Fear-Defeating Muscles


	Session 3 | Book Content - Chapter Three: Taming Your Inner Critic


	Session 4 | Book Content - Chapter Four: Identifying Your Self-Promotion Fears


	Session 5 | Book Content - Chapter Five: Finding Your Personal Fear Antidote


	Session 6 | Book Content - Chapter Six: Developing Your Fear Antidote


	Session 7 | Book Content - Chapter Seven: Quick Fixes for Fearful Moments


	Session 8 | Book Content - Chapter Eight: Defeating Fear with Stronger Relationships


	Session 9 | Wrap-up: Book Content - What to Do When You Finish this Book




With a nine-session series, an effective session length for a group program is one hour. Working with an individual, you can schedule a full hour for each session, shorten each session to forty-five minutes, or devote an appropriate time period to the Overcoming Fear work within a regular session. A nine-session series, meeting weekly, fits neatly into a two-month period. 

In a five-session series, meeting biweekly or monthly:


	Session 1 | Kickoff: Book Content - What to Know Before You Begin and Chapter One: You Can Learn to Manage Fear


	Session 2 | Book Content - Chapter Two: Building Your Fear-Defeating Muscles and Chapter Three: Taming Your Inner Critic


	Session 3 | Book Content - Chapter Four: Identifying Your Self-Promotion Fears and Chapter Five: Finding Your Personal Fear Antidote


	Session 4 | Book Content - Chapter Six: Developing Your Fear Antidote and Chapter Seven: Quick Fixes for Fearful Moments


	Session 5 | Wrap-up: Book Content - Chapter Eight: Defeating Fear with Stronger Relationships and What to Do When You Finish this Book




For a five-session series, an effective session length for a group program is ninety minutes. Working with an individual, you can schedule an hour per session, or devote an appropriate time period to the Overcoming Fear work within a regular session. A five-session series, meeting biweekly, would fit into four months. Meeting monthly, a five-session series would require five months.

Any of these arrangements can be effective, so you’re free to design your program how it will work best for you and the type of group or individual you plan to work with.

Where to begin

If you think you’d like to deliver Overcoming Fear to paying participants as a public or in-house group program, or as individual coaching, the first step I recommend you take is to read the Overcoming Fear book from cover to cover, if you haven’t already. You need to be familiar enough with the book’s content to answer questions about it from your potential participants, and to gain confidence that you can lead or co-lead the program.

In this situation, I suggest you work through the program yourself on your first reading, completing each exercise as you go. That way, you’ll experience the Overcoming Fear book as an unaccompanied reader would. You’ll be able to give your participants examples of where you got stuck working on your own, and share what you learned or felt along the way.

If your idea is to work through the Overcoming Fear program together with a group of peers or with a buddy, there’s no need to read the whole Overcoming Fear book and complete the exercises before you get started. You may, however, wish to read the book’s introduction and first chapter. That will likely give you enough background to confirm you’d like to go ahead with a buddy or peer success team, and recruit people to join you.

Once you’ve done the reading I suggest above, decide how you want to deliver the program, at least for now. Then follow the appropriate next steps below to get started.

For coaches, trainers, or facilitators leading group programs

The Overcoming Fear program works well as either a public program, in which participants enroll themselves, or as an in-house program, where a company or other organization provides the participants and compensates you for the whole group. The program is also ideal to offer through a professional association or training school, where the organization markets the program to their members or students, then shares a percentage of the enrollment fees with you.

To offer Overcoming Fear as a public program, you’ll need to:


	Choose an audience

	Set your price and minimum enrollment

	Design a marketing and sales campaign

	Create promotional tools

	Set up registration

	Enroll participants



For more on each of the above steps, see Guide Chapter Three: Marketing and Enrollment for Public Group Programs.

To offer Overcoming Fear as an in-house program, you’ll need to:


	Choose a target market

	Determine your price range and minimum enrollment

	Design a marketing and sales campaign

	Create marketing tools

	Prepare a proposal for prospective sponsors

	Close the sale 



For more on each of the above steps, see Guide Chapter Four: Marketing and Enrollment for In-House Group Programs.

To offer Overcoming Fear as a book discussion group, peer success team, or with a buddy:


	Choose an audience 

	Set your price (if any) and minimum enrollment

	Set up any registration or payment

	Design an enrollment campaign

	Create promotional tools

	Recruit participants



For more on each of the above steps, see Guide Chapter Five: Facilitating Book Groups or Success Teams.

For coaches working with individuals

To offer Overcoming Fear to your current clients, you’ll need to:


	Decide which clients would benefit

	List talking points to bring up in a future coaching session

	Agree with each client how to best integrate Overcoming Fear with their regular coaching



For more on each of the above steps, see Guide Chapter Six: Coaching Individuals.

To offer Overcoming Fear as a package to prospective clients, you’ll need to:


	Choose an audience

	Establish your price and working arrangement

	Create promotional tools

	Include the program in your existing marketing and sales campaigns for coaching

	Enroll participants



For more on each of the above steps, see Guide Chapter Six: Coaching Individuals.

Who are the best candidates to participate

Any self-employed professional or creative who personally offers a business-to-business (B2B) or business-to-consumer (B2C) service, or sells products they themselves have created—such as those professionals listed in the Guide Introduction—can potentially benefit from the Overcoming Fear program. Other likely candidates are professionals who are employed by an organization but are expected to build their own book of business, such as accountants, attorneys, financial advisors, and insurance or real estate brokers.

Professionals and creatives like those above often have little background or training in marketing and sales. Their expertise is in their professional specialty: law, coaching, art, accounting, therapy, design, bodywork, financial planning, etc.

Even professionals who have prior experience in marketing or selling can run into difficulty when they first begin to promote their own services. When it’s your own business you need to talk up; when you’re having one-on-one conversations with people who might say no; when you run the risk of your website, blog post, event listing, or paid ad being ignored or disparaged; it’s fertile territory for fear, resistance, and the inner critic to take over.

Owners of product-based businesses and salespeople for larger companies can experience these obstacles, too, so there’s no need to exclude them from participating in a program you lead. But for professionals who are marketing their own services, or creatives marketing their own work, when a prospective client or buyer ignores them or turns them down, the rejection feels personal. It can seem as if their very identity is being attacked or belittled. 

That’s why you’ll find that self-employed professionals and creatives, plus employed professionals building a personal book of business, are the most likely candidates to spot the immediate value of participating in the Overcoming Fear program. The exercises and examples in the Overcoming Fear book are tailored specifically for this group.

This program doesn’t replace therapy or counseling

One important note about choosing and working with your participants: Overcoming Fear is a coaching and training program; it’s not a therapeutic process. The program is designed for people seeking to function at a higher level rather than those wanting to heal psychological dysfunction. The exercises work with a participant’s conscious mind, teaching new skills and tools, and solving problems through action. If you encounter potential participants who seem to be seeking resolution and healing for childhood issues, emotional pain, or trauma, they may not be candidates for this program unless they are also working with a therapist or counselor.

If a potential participant—or one you’re already working with—appears to be unlikely to benefit from the program’s exercises, telling you they feel stuck, frozen, or terrified by negative emotions, consider this guideline from the International Coaching Federation (ICF): “The client may benefit from working with a mental health professional if the client raises issues that relate to a history of unresolved emotional issues preventing the client from moving forward or if current life circumstances are creating barriers for making progress in the coaching process for growth.”

When you uncover issues like these blocking a current or potential participant, you may wish to have a private conversation in which you gently suggest they pursue alternatives other than your program or group. You’ll find helpful guidelines for this type of conversation on the websites of The National Alliance on Mental Illness, nami.org, or Mental Health America, mhanational.org.

If you have questions about whether someone is an appropriate candidate for coaching, either before enrolling them or after your program is in progress, I suggest you read the ICF guide: “Hullinger, A. M. and DiGirolamo, J. A. (2018). Referring a client to therapy: A set of guidelines.” It’s available at no cost on their website, coachingfederation.org.

Guidelines for using the Overcoming Fear book

While this Facilitator’s Guide will provide what you need to lead others through the Overcoming Fear program, you and every participant will each need your own copy of the Overcoming Fear book. Facilitators typically require each participant to purchase the book themselves, just as they might for a college course. The book is available in paperback and multiple ebook formats at most online booksellers, and cjhayden.com.

In addition, a set of companion slides for leading the program in group settings, plus many of the sample facilitator tools in the GuideAppendix, are available for you to download at no cost. Visit chayden.com/ofsp-leaders for these.

You are welcome to read aloud brief portions of either this Facilitator’s Guide or the Overcoming Fear book when delivering the program. You’re also welcome to record sessions of your programs for enrolled participants who miss a session or want to listen again later.

You don’t, however, have permission to record an entire Overcoming Fear program for the purpose of making it available to those who aren’t enrolled in a live program with you. Nor do you have permission to record or reproduce any content from the Overcoming Fear book, or the companion slides, for the purpose of sharing it with those who don’t own the book already. Recording or reproduction of this material would be a violation of copyright law. Thank you for respecting my intellectual property.

With you as a facilitator, the Overcoming Fear program will be able to help even more self-employed professionals and creatives than before. Let’s make it happen together!


Chapter Two: Facilitating the Program for Groups or Individuals


Overcoming Fear suits multiple program formats

You should read this chapter no matter how you plan to offer the Overcoming Fear program: whether to groups or individuals. Your program could be delivered by you alone, by you and a co-leader together, or with just you and a buddy. Your program might be structured as an online webinar series, an in-person workshop series, or a group coaching program offered online or in person. 

Your program could be a public offering for which you charge a fee. You would enroll individual participants on your website, or via a ticketing platform like Eventbrite, or using an online payment system like PayPal. You might also offer Overcoming Fear as a no-cost opportunity you extend to prospective clients to gain their business.
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