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Being a consultant is in your bones. Why? Because you already have something I can’t teach you in this book. You have knowledge that people are waiting for you to share, ambition to get that process started, and the opportunity to live life on your own terms while still being able to support yourself. In fact, everything you need to be successful—however you define it—is already within you. I’m just here to give you structure and amplify your innate capabilities and achievements.


Prior to the Covid-19 pandemic, I would walk to my office in Brooklyn every day. The majority of people were walking to the subway as they headed to their jobs in Manhattan. Most of them looked completely miserable. Mind you, it was usually 8 A.M. and they were about to get on a crowded subway train, but I’m sure it ran deeper than that. It is my assumption and my experience that they may have been marching toward a job that didn’t inspire them, didn’t pay them enough, or didn’t express their genius. I daydreamed about standing near the subway entrance yelling, “Turn around! Come to my office! Let me help you!” That said, ignoring all the insane things you encounter on a daily basis is a base-level coping mechanism for most people who live in New York City, so I don’t think that approach would have worked too well.


At the onset of the Covid-19 shutdown, that whole way of life changed. Millions of people found themselves working from home or, unfortunately, not working at all. Although we’ll eventually settle into this “new normal,” for some, I know the future will be drastically different from the past. I’m certain many people will realize how fragile their job security truly is, will want to spend more time on the relationships and activities that fulfill them, or will want to pursue deeper, more meaningful work.


I firmly believe becoming a knowledge-based entrepreneur working as a coach or consultant is the clearest path to establishing a sustainable lifestyle, reclaiming your time, and setting you up for financial freedom. It allows you to support yourself on your own terms and be granted the autonomy to explore your passions while expressing the value you have to offer to your defined audience.


I also know many people will embark on this path and eventually turn away because they’re lacking the critical skills and resources needed to push through the challenges associated with launching a consulting business. The life they’re pursuing may seem so far away but, in reality, they’re just a few months and a few tips away from building a sustainable business. I don’t want anyone to quit when they’re so close to establishing this legacy for themselves and those they care about.


Here’s why. In 2015, I started my own consulting firm with a focus on helping brands grow through digital marketing. I figured if I could do it while working at Adobe and Facebook, I could do it for myself, too. Does this sound familiar? But, when I worked for someone else I was being spoon-fed amazing opportunities, so I never considered how hard it would be to get clients on my own. I had a strong business background, but I wasn’t actually prepared to run a business.


Initially, I made a lot of mistakes. I didn’t have a real plan, other than to make money.


I did cold outreach without offering any value. I said “Yes!” to every prospect who approached me, and I didn’t charge them nearly enough. I also worked way too many hours and neglected my health and personal life.


In short, I made things harder than they had to be, and I almost went back to working a 9-to-5 job. I’m glad I didn’t.


These days, things are much different. I work about 30 hours a week. I don’t do cold calls, but I’m frequently contacted by high-value clients that I genuinely like and can help. And the best part is, I do all this while still picking up and dropping off my kids at school every day.


My goal and the goal of this book is to help you avoid the pitfalls I initially made so you can find success on your own terms.


Starting a consulting business is challenging, but it doesn’t have to be so confusing. I’m going to partner with you to walk you through all the steps you need to take and explain how to avoid many of the mistakes that I’ve made and observed.





Stories of Starting Out


So much goes into getting your consulting business off the ground. What’s it really like? I asked some of my fellow consultants to answer the question: “What was the first six months of your business like? What challenges and achievements did you encounter?”


Their responses were powerful and encouraging. Here’s just a small sample of what they said:




I started exploring my business while I in a full-time role, so there was a lot less pressure in the beginning. My day job tied very closely to my marketing work, so it was a natural extension. I knew that I wanted to work with smaller companies, so I spent time understanding how I could best serve them. The main challenges I experienced were around the “other stuff” like figuring out health-care options, setting up the business, taxes, how much time to spend on promotion/business development work, vs. the actual work. My biggest achievement was getting the opportunity to work with a startup accelerator in the food tech space. This allowed me a great testing ground to learn what founders needed and to gain new areas of expertise, as I worked to address obvious marketing questions, as well as completely new ones. Some challenges included deciding what projects I would take on and how involved I wanted to get. I did take on a few projects that didn’t turn out to be a great fit, but it was excellent learning for me, as I moved forward.


• • •


The first six months were both exciting and full of mistakes. We landed several new and larger clients but also experienced the pitfalls to not having a niche and being in sales mode 24/7. Personally, I learned about how to manage employees, something I had not done / had before, and that was a challenge in itself especially for solopreneurs diving into having a team or another employee on board.


• • •


I was working in wealth management in multiple companies in NYC, then I moved to Los Angeles and worked for a friend to try to grow his business. I decided to go a different direction with the services I wanted to offer and use my experience to offer advanced strategy to all businesses, no matter what the size. I realize today it was the best choice I’ve made for me and my current and previous clients. The first six months going solo were frightening but also very exciting. I fortunately had just signed a new client and had them on a retainer, which made the transition easier.


• • •


The first six months were about building processes, systems, product offerings, and relationships. I hit the ground running with my first paying client, but realized quickly how important it was to have systems in place to continue to generate repeatable income. It was also about building me: my confidence, personal brand, and voice. Owning that I am the person to do this work and honoring that the industry was ready for the change that I can offer.


• • •


My first six months were spent on myself and on my existing network. I wanted to ROLE MODEL what I was coaching. So I spent time and resources on my own education and coaching. I then immediately took action on engaging with my existing network and telling them what I was doing, how it was unique to me (my story), how I could help them, and asked if they wanted the help. Numerous people within my existing network needed and wanted the services I offered. So, I was IN BUSINESS! A challenge was going down rabbit holes of tasks that where not necessary, at that point in my business. Another significant challenge is to think you have to be an expert or have everything READY or COMPLETE before you can START.


• • •


I started Modern Digital because I was laid off three weeks before Christmas and decided I would pursue my dream of starting my own consulting company. When I first started, I took any and all business that would come my way.


I had a lot of challenges with understanding how to price myself and market myself. Since I had never had to do any sort of business development or sales or pitching, these were all new practices and processes that had to be developed in those first few months.


A lot of what I did in those first six months was getting my business set up as a business, such as setting up my LLC and getting my business license and figuring out how to create a contract and get paid. Everything got a little easier after this for six months, but I remember doing a lot of admin work vs. doing consulting work.





One thing is clear with all of these stories: Though the motivation may be different for every consultant, the common theme is that you need to set achievable goals that are centered on what you want to get out of the consulting experience.








What Are Your Goals?


By picking up this book, you decided to listen to the voice that tells you to make that pivot, and I’m glad you did. Before we continue, though, I want you to think about the vision you have for your personal and professional life.


Think about your short-term goals. Two years from now:


►  What do you want your work environment to look like?


►  What does it feel like to have complete control of your destiny?


►  Will you work five days a week, or take a weekday off just to recover and focus on your personal interests?


►  How will it feel to constantly have prospects reaching out to you, curious to know if you can help them?


►  How do you feel now that you’re being valued for who you are, as opposed to just what you do?


You’re inches away from making this happen, from elevating your personal career goals as a consultant. And you’re in good company. Here’s a quick story to illustrate.




In January of 2018, I met Justin Doyle, a former investment banker who burned out after 15 years in the industry. This path led him to become an executive coach at Justin Doyle Executive Coaching (www.levelupwithjd.com) so he could help other people in the same situation. When we first met, Justin was making about $2,000 per month as a consultant. In 2019, he grossed $400,000. He didn’t meet the right person or stumble across some magical opportunity. Instead, he consistently created content for his defined audience that positioned him as the obvious solution to their problems. That’s it. No paid ads or major publications. Like I said, you’re inches away from making your vision a reality.











What to Expect In This Book


Throughout this book you’ll hear more about other consultants who started out exactly where you are right now. They had raw talent but needed to develop specific skills and tactics in order to reach their full potential.


The book you’re holding will do the same for you. Through my own experience, in addition to teaching and interviewing hundreds of consultants, I’ve documented the process aligned with building or scaling a consulting practice. I call it the Five Pillars of Success:


1.  Clarity. Determining who you can help, the services you offer, how much to charge, and why you’re their obvious choice.


2.  Process. Focusing on doing what you love by implementing routines, apps, and services to streamline your business process.


3.  Branding and Marketing. Learning how to position yourself, provide value to your audience, and perform “passive prospecting” through in-person events, third-party webinars, written content, and podcast appearances.


4.  Pitching and Proposals. Leveraging tactics and templates to make this part simple, pain-free, and predictable.


5.  Fulfillment. Determining how to deliver on the promises you’ve made with a systematic approach from onboarding to relationship management.


I’ll walk you through each of these steps and teach you how to develop a process for your audience as well.


To help illustrate some of these points, I’ll include stories from other consultants and also introduce an avatar, Tina, who very much represents the journey you’re on. Through her experiences, you’ll follow the progression through the Five Pillars of Success.


For background, Tina was previously in charge of operations at a small tech company. They recently folded, leaving her with a small severance and the freedom to do whatever she wanted to do next. Tina thoroughly enjoys improving business processes by removing process defects. She has decided she wants to enable other small businesses to grow by implementing customer relationship management (CRM) systems. This will enable them to streamline their lead-generation activities, close more deals, and increase overall revenue.


By design, I chose an avatar that works with small businesses, which will make her experiences applicable to you whether you decide to work with individuals or organizations.








How to Get the Most Out of This Experience


I sincerely want you to be successful, but you’ll need to put in the work, too. After you read this book, I don’t want you to feel inspired but not take any action. Being a consultant is all about taking action, so I’ve included specific action items and templates to leverage so you can get the most out of the experience. This process is easy to understand, takes effort to implement, and is aligned with success. To me, that’s the perfect combination. Why? Because so many people will quit because of the effort involved. If you start to feel this way, consider that a trigger to separate yourself from everyone else who would give up and go revert back to their previous situation.


As you read, I suggest that you create a proper outline to take notes as you go along and document the action items you need to complete on your consultant journey. This can be on your computer or in a notebook. You’ll also want to access the tools, templates, and worksheets that accompany this book on my website at www.terryrice.co/bookresources.


These resources are designed to help streamline and accelerate your growth as a consultant.


By far, the most important resource for you to access is The One Page Business Plan for Coaches and Consultants. I strongly suggest reviewing this first, and creating yours as you progress through each chapter.


You’ll also gain access to “Attract & Convert: How to Get More Coaching and Consulting Clients.” This mini-course will play a vital role in helping you determine your target audiences and the services you provide.


I suggest accessing both of them before moving forward as it will provide a great deal of clarity.


Although you can’t skip the part where you spend time figuring things out, this book will serve as your guide to success. Let’s get started.












INTRODUCTION
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As I’m sure you’ve already heard, working as a coach or consultant can be an exciting and lucrative career. You have an opportunity to work with a variety of individuals and businesses, learning more with every engagement. To top it all off, you’re in complete control of who you work with and when you work. Well, technically.


Although you have a great amount of flexibility with your schedule, you also need to spend time making sure that schedule stays full. Beyond that, unlike a traditional in-house job, you’re always auditioning. One wrong move and the client could discontinue using your services. This pressure can easily lead to a constant state of fight-or-flight syndrome. That’s not the way I want to live, and I’ll teach you how you can avoid it as well.


While there’s no magic formula to finding success, I’m going to provide you with some repeatable best practices based on my own experience and interviews conducted with several successful coaches and consultants. Through their stories and mine, you’ll discover how to properly launch and scale your business. I’ll also pass along suggestions for timesaving tools and resources that will help you do this in a more efficient manner. Beyond that, I’ll reinforce the need to take care of your physical and mental health.


Before we get started, there are some important questions you need to consider.





Why Do You Want to Do This?


Working as a consultant can be extremely rewarding from a financial and personal standpoint, but it’s also incredibly challenging.


Chances are, you don’t have a huge backlog of clients ready to hire you. In addition to handling the administrative side of launching a business such as getting a website (yes, you need one), you’ll also need to focus on securing clients. It’s important to realize you may not be able to fully support yourself until several months after launching your business.


Beyond that, your job is to be the smartest person in the room, at least in regard to your area of expertise. This will require you to constantly stay on top of any relevant changes in your industry and get used to the pressure that comes from describing yourself as an expert.


That’s all part of the process, so you’ll need to focus on the outcome: a life of independence and purpose. Your job is to help people make progress toward their goals, which is why you’re so valuable. Fortunately, you typically get to decide when and how to create that value. Do you want to work on weekends? Only at night? Are you offering services in person or will you connect with clients remotely? It’s all up to you, so long as you can bring in enough clients and revenue to hit your goals.








Are You Truly an Expert?


Before moving forward, this moment of self-reckoning is crucial. One of the biggest issues I see in the coaching and consulting industry is the large number of people who present themselves as experts, when they’re clearly not. At least not to a trained eye.


I often see this happen with social media consultants. They realize they’re pretty good at getting likes and engagement on their personal feed, so they decide to offer it as a service to businesses. While their intentions may be in the right place, there’s a big difference between getting likes for a picture of your lunch and being able to leverage social media to drive customers to that same restaurant.


Although you might be able to convince a few clients that you know what you’re talking about, internally, you’ll know you’re just trying to maintain appearances. This is different from imposter syndrome, which is a psychological pattern in which an individual doubts their accomplishments, and has a persistent internalized fear of being exposed as a “fraud.” You straight up should not be positioning yourself as an expert, at least not yet anyway.


There’s nothing wrong with admitting that. It just means you have to put in more work before you can brand yourself as an expert. I’ll explain how to do so in the coming chapters.


Once you become an expert, you’ll be comfortable admitting you don’t know the answer to every question a client may have. It’s an ironically empowering moment, and I remember the first time it happened to me. I was working at Adobe as a search engine marketing consultant, which involved helping enterprise-level clients optimize their Google Ad campaigns. During one call, a client asked me a question I couldn’t answer. I provided them with a few possibilities, but said I needed to do more digging. They kept persisting, asking what was going on and how to fix it. I finally said, “I’m not sure, but the longer I spend on the phone, the longer it’s going to take me to figure it out.” In retrospect, I could have said it in a more polite way. Fortunately, they got the point without being offended and let me get to work. A few hours later, I solved their problem.








Do You Have Enough Grit to Push Through Challenging Times?


As I’ve said, and will continue to say, this is an incredibly challenging industry. The value you provide is constantly being judged, and the decision doesn’t always go in your favor. Your effort may not be immediately rewarded, but you still need to persist. How will you handle rejection? How will you stay motivated through periods of stagnation?


It helps to know this is all part of the process. You need to reach a point where committing to the process is its own reward.


When I first started my consulting business, I spent hours cold emailing other members of the Brooklyn Chamber of Commerce. I’d wake up at 5 A.M. and start writing bespoke emails that referenced exactly how I could help these organizations. Over the course of two weeks, I sent over 200 emails. I got four responses. One was a complete dud. Another company actually hired me! Two were from other consultants who passed along extremely valuable guidance at no cost.


In retrospect, the guidance I gained from those other two consultants was pivotal to the success I’ve been able to attain during my independent consulting career. I would have never gained this insight if I gave up after the first 50 or 100 emails didn’t pan out. You shouldn’t either.








Do You Have a Support System in Place?


You’re most likely starting this as a solo venture, which can get lonely very quickly. You’ll need some kind of support system to keep you motivated and centered.


Fortunately, I have my wife. On several occasions she’s done more than her fair share so I could focus on building my business. She also passes along sincere encouragement during times when I really needed it. I understand this is a luxury not all of us have, so it’s important to realize a support system doesn’t necessarily involve people you interact with in person. You can get support from an online group, a good book, or an inspirational podcast.


One podcast I recommend is The Side Hustle Show, which is hosted by Nick Loper. His podcast highlights the ideas, actions, and results you need to start and grow a successful business. Although you may not directly align with some of the businesses being featured, through their stories, you’ll understand you aren’t the only one who struggles.


No matter which route you choose, developing and leveraging a support system is an absolute necessity. Entrepreneurship is exciting, but it can and will get lonely.








Do You Truly Enjoy Helping People?


Sure, it’s nice getting paid for doing a good job, but that’s often not enough. If you truly enjoy helping people reach their goals, you’ll receive a financial and intrinsic reward.


You’ll quickly realize that one approach doesn’t work for every client. People absorb information in a variety of ways so you’ll need to discover and implement adaptive teaching methods. Although this process may be time consuming, you’ll be much more willing to do so if you have an emotional investment in the outcome.


You’ll need to remember people are hiring you to help them make progress toward a goal. Once they meet that goal, your services may no longer be needed. Can you find joy in this completion as opposed to being upset about losing income?


You’re also in a rare position to get a great deal of feedback about the value you provide. Many professionals have to wait for a monthly, quarterly, or even annual review that is comprised of feedback from just a few people. Of course, this feedback won’t all be positive. If you truly enjoy helping people, you’ll be able view negative feedback as an opportunity to improve the quality of your work. In the best situations, this feedback is extremely detailed, providing specific guidance on how to further hone your craft. Keep in mind, some people are just miserable, and their negative feedback has nothing to do with you.


One of your greatest rewards will be the gratitude expressed by those you’ve helped. I often get thank-you emails or LinkedIn messages from people I’ve worked with 1:1 or have heard me speak at various events. One person—who lives in Austin, Texas—even offered to drive me around on his pedicab when he heard I would be speaking at SXSW!


Later, we’ll discuss developing a process for how you’ll leverage this positive feedback. Should you ask for a referral? Can you leverage it as a testimonial?


From a less tactical perspective, positive feedback provides much needed recognition for a job well done and the motivation to keep pushing forward through challenging times.








Can You Effectively Pitch and Sell Your Services?


For some people, being a salesperson is a full-time job. As a coach or consultant, it can take up a decent percentage of your time as well. You’ll need to clearly develop a process for explaining what you do, who you do it for, why you’re the best option, and how you’ll close deals. Fortunately, we’ll cover all of this in the coming chapters. I understand some of you may be more introverted, which is why we’ll also focus on more passive approaches to attracting and even closing your ideal clients. You’re eventually going to have to talk to someone, but you can still close deals from your website alone.


One issue that you’ll undoubtedly encounter is pricing. Should you charge hourly or by the project? How much should you charge? As a coach or consultant your hourly rate will seem rather high when compared to a W-2 employee. This is because you typically won’t work a 40-hour week and don’t enjoy the same benefits. Saying you charge $100 per hour for social media coaching may seem high at first, but that price is rather reasonable here in New York City.


Unfortunately, this misunderstanding can often lead to undercharging for your service. When I first started out, my rate was way too low. In fact, one prospect even said “Wow, that’s cheap”—definitely not the impression you want to leave with someone! The fee you set says a lot about how much other people should value your services, so charge accordingly. That’s not to say you should overcharge in order to be seen as more of a professional. The market will eventually tell you what your rate should be. If you keep losing business due to a high rate, to the extent that you can’t hit your revenue goal, something needs to change. You’ll either need to adjust your rate or do a better job of reinforcing why you’re worth the fee you set. Testimonials and references are a great way to justify your rate, so be sure to have them readily available and visible on your website. Gathering this third-party validation takes time. You’ll come to realize the time spent working on your business will help you more efficiently work in your business.


My goal with this book is to help fast-forward that discovery process. We’ll cover how to determine a rate aligned with your revenue goals, and much needed time off.








Can You Leverage Technology and Learn New Skills?


As is the case with any entrepreneur, you’d be surprised how many skills you develop that aren’t directly related to your core offering. If you maintain your own website, you might spend a weekend learning the ins and outs of Squarespace. Plan on having a newsletter? You could easily find yourself spending hours watching Mailchimp tutorials.


Keep in mind, the information you discover may become outdated, or another change may cause you to do additional research. Here’s an example. Squarespace now offers an email-delivery platform. Do you stay with Mailchimp, or switch to Squarespace email? How hard would it be to import your emails to Squarespace? Does it have the same features? This is a small example of the decisions you’ll face on a regular basis. At a larger company, you could rely on another person to handle all of this so you could focus on doing your job. This is all part of your job.


Beyond that, many apps and tools can greatly increase your efficiency. Blocking off a few hours to discover and implement some of them can pay off big time in the long run. For example, I use Acuity to schedule all my meetings. Instead of asking for a prospect or client’s availability, I share mine and it’s always up-to-date. They see a variety of options, pick a time that works best for them, and we both automatically get a calendar hold. This is much easier than going back and forth before finally nailing down a date and time. With some prospects, you may even lose them in the process. We’ll cover a library of other time saving resources in the coming chapters.


Although this adoption of technology isn’t a requirement, you’ll save yourself a lot of time by doing so. You’ll also save money by not hiring someone else to do tasks that you may be able to accomplish.








Have You Considered Your Self-Care Routine?


It’s easy to sacrifice a workout when you know just one more email might land you a new client. Or, to get caught up in the “hustle harder” way of thinking and ignore your personal relationships.


Don’t do it.


Eventually, you’ll break down. You can’t operate at your best without a self-care routine. Plan your days, weeks, and months with that in mind.


This will be good for your health and your business. If you’re constantly stressed out from being overworked, it’s going to have a negative impact on your personality. If you are a coach or consultant, that can have severe consequences. Most clients want to work with people who are good at their job and are genuinely nice to be around. You can’t show up as the best version of yourself without a maintenance routine.


The moments you set aside to hit the gym, meditate, or whatever you need to do to take care of yourself will help you yield even greater results than spending that time working.


You’ll also need to block off time for vacation. An extended period of rest will leave you recharged and ready to continue building your business. This can be challenging to do as a consultant since you’re essentially trading time for money. For this reason, you’ll need to adjust your rate accordingly. You have the opportunity to design your business around your life as opposed to designing your life around your business. There’s no reason you can’t be happy, healthy, and successful.













CHAPTER
1 
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Starting a consulting business is all about understanding the needs of potential clients and responding to them. Before you jump into starting a consulting business, you first have to think a bit about what you’re good at and how it might dovetail with what potential clients need. It’s really an awareness exercise—knowing who you are, what you can offer, and how it might be useful to others.


That is why you also need to think about the word empathy. You may be an expert in your field, but no one will trust you to solve their problems until you’ve demonstrated an understanding of them and their associated challenges. I know it’s a buzzword that can often be overused, but empathy is key to creating a real connection with your audience.


This empathy and understanding allows you to say, “I understand you have this problem. I know the impact it’s having on you, and I have a solution to share with you.” It also helps you avoid making a very common mistake: building solutions for problems that don’t exist or aren’t impactful enough for people to pay you a sufficient amount.


In this chapter, you’ll learn how to perform audience research at little to no cost by thinking about what you do and who you do it for. However, the insights you gain will be invaluable as they’ll help you discover how to make a more genuine connection with your audience and create an irresistible to solution to their problems.





Determining What You Do and Who You Do It For


As a consultant you’ll need to project confidence in your ability to understand a client’s challenges and create the associated solutions. Clarity is the precursor to confidence. To get started, we’ll need to establish clarity on two very important aspects of your consulting business: What you do, and who you do it for. Establishing this clarity is extremely important. If you’re unclear on the service you provide, or the audience you provide it to, people won’t perceive you as an expert.


I’ll give you a real example. When I first launched my consulting company, I decided I would focus only on Facebook and Google Ads. I had just left my full-time role at Facebook, and I previously worked as a Google Ads consultant at Adobe. A few months in, someone asked me if I did Yelp ads as well.


I didn’t want to lose the opportunity, and I knew I could teach myself in about a week, so I said yes. Then another person asked me if I could help set up their Google Analytics account. I already knew how to do that, even though I really didn’t enjoy it. But I didn’t want to lose that opportunity either, so I went along with it.


Here’s the problem with that: As my business started to gain momentum, I wasn’t the “go-to” guy for any specific service. I was more of a Swiss army knife of digital marketing. Now, Swiss army knives provide value in a pinch, and they’re great to have on hand. But let’s pretend you own a restaurant and need to open expensive bottles of wine on a regular basis. Sure, you could use the corkscrew that comes with the Swiss army knife, but you’re better off getting a real wine bottle opener. You might even pay more for it because it does a better job and is more aligned with what your customers expect. As a consultant, you want to be that high-end wine bottle opener. But to do that, you have to determine and operate in your zone of genius.


In the The Big Leap: Conquer Your Hidden Fear and Take Life to the Next Level (HarperOne, 2010), author Gay Hendricks describes the various zones of function. They are as follows:


►  Zone of Incompetence. Activities you struggle to accomplish and don’t enjoy. For me, that’s using advanced functions in Excel. I still can’t do a V-Lookup no matter how many YouTube videos I watch.


►  Zone of Competence. These are activities that you can perform moderately well, but others can do it just as well, and bring you little to no satisfaction. If you previously worked in-house, these could have been your day-to-day job responsibilities! You may have felt like you were just going through the motions and weren’t necessarily expressing your innate capabilities through your work.


►  Zone of Excellence. This includes activities in which you excel, for which you’re a recognized expert, but don’t challenge you intellectually and deliver little to no satisfaction. Again, this could have been something you focused on during your career, but you just had a nagging feeling that you wanted to do more, even if it seemed counterintuitive to those around you. You have to be really careful with this zone. People will be willing to pay you good money for your expertise, but your heart may not be in it. Beyond that, it could be distracting you from operating in the final zone.


►  Zone of Genius. These are activities that you excel at and want to keep developing. Time flies and you feel energized when you’re engaging in them. They bring personal satisfaction and you’re excited to learn more. You may have been able to dabble in this zone from time to time but have been held back for one reason or another. This can lead to frustration, which can lead to you leaving your job so you could pursue more meaningful work. If you were laid off, believe it or not, you may have been given the gift of autonomy, allowing you to further develop this zone even if you weren’t quite prepared to do so.


As a consultant, operating in your zone of genius could be something as simple as writing an insightful blog or attending an informative webinar. On the other hand, it could include performing deep research on your industry and summarizing your findings in an eBook or speaking topic.


When people talk about having a growth mindset, this is very much aligned with operating in and further mastering your zone of genius.


On my end, I genuinely love helping people best determine how to monetize their knowledge. It’s so amazing to me that you could have this information, that we package into a service, and you then use that to pay your bills and support the lifestyle you desire.


You should be this fired up about the service you offer as well. So, we’re going to walk through an exercise that will help you determine your zone of genius. This will eventually help us determine the service you’re going to offer.


Now, if you already have a good handle on that, consider this as an opportunity to further refine what you offer.


I should also note, you may have a few zones of genius that you combine to make an even more niche offering. I spoke to a woman who was a user experience expert and also excelled at developing employee benefit programs. We determined that she could offer UX consulting for employee benefit programs. If employees don’t know how to use the website, they won’t use the benefits, and companies wouldn’t reach their desired outcomes from the programs. Super niche, but it’s easy to become the go-to person in that area.


So, now let’s go through a mind-mapping exercise where we home in on your zone of genius.








Determining Your Zone of Genius


Before we get started, I suggest checking out the spreadsheet that accompanies this activity on my website (terryrice.co/bookresources). This may make it easier to follow along, and you’ll be able to immediately implement what you’ve learned.


You’ll start by setting up a spreadsheet that has the four zones listed in columns.


Then, create another column to the right labeled “Roles.”


Start by listing all the roles you’ve had in your career. This can also include companies you’ve worked at or organizations you belonged or volunteered at. Also, be sure to list any relevant activities that you would consider yourself to be very good at. Maybe you’re really good at organizing living spaces even though you’ve never done that as a job. You could potentially make a living as an interior design consultant for people who live in small apartments.


On my end, my roles would include Adobe, Facebook, an ad agency here in New York, plus a few other roles.


Then, start reflecting on the activities you performed at each role. It may help to take a look at your resume if you have one handy or open up your LinkedIn profile. For each activity, assign it to one of the four zones. It’s important to be completely honest with yourself here. I was an associate director of analytics at a big agency, but it was more or less something I was competent at. I didn’t particularly enjoy the work, which is why I left after less than a year.


As you go through this exercise you should have a decent number of activities in the incompetence and competence zone and have less in the excellence and genius zones. That’s totally fine—this is how it should look. If you’re a genius or excellent at too many things, you may need to shift some of them to the competence zone.


Now that you have this list, take a few minutes to reflect on it. Again, you’ll want to spend as much time as possible in your zone of genius. That said, it’s OK if you spend some time in your zone of excellence, especially if you’re a solopreneur—that’s just part of the job.


For example, if you’re teaching someone how to do Facebook ads, budgeting has to be part of it. It may not be your favorite thing to do in the world, but it’s necessary to the success of the project.


When you look at your zones of genius and excellence, it should feel like a natural way to share your knowledge with a defined audience.


Based on my experience before starting my consulting career, I would have landed on the following, as shown in Figure 1–1.



[image: Image]



FIGURE 1–1: Example of Zones




Of course, yours will look different, but you’re already on your way to defining the service you’ll offer.








Defining Your Target Audience


Now that we have an idea of the value you can provide, we need to get specific on the audience you’ll provide it for. Typically, the more specific, the better. Most of you have heard the phrase, the riches are in the niches, and it’s often true.


Let’s say you’re a nonprofit looking to leverage email marketing, and you want to work with someone who’s an expert at using email to activate donors. You may come across someone who’s a great overall email marketer, but they may not understand the nuances of getting people to make a donation as opposed to completing a purchase.


Being more specific is great for you because it allows you to go deeper in your zone of genius.


You’ll essentially be able to say, “I only do this for this specific audience, and I’m going to continue enhancing my expertise because I’m excited about it.”


Again, this is something that I messed up with in the beginning. My background was primarily in business-to-consumer (B2C) offerings, and I was really good at helping companies selling consumer products. But, once I went independent, I started working with several different industries: Nonprofits, hospitality, travel and even some finance. I’d say I was at least competent in most of them, but it wasn’t something I was passionate about.


If you don’t have experience working with various audiences, it’s OK to explore the options available. It’s hard to fully understand what you enjoy if you haven’t had some not-so-pleasant experiences. But over time, you’ll want to narrow down your scope so you have more clarity around what you do and how you present yourself.


Either way we’re about to walk through an exercise that will help you initially home in on the audience you want to serve.





OEBPS/images/com.jpg





OEBPS/styles/page-template.xpgt
 
 
 
 

 
 

 
 
 

 
 

 
 
 

 
 
 
 
 
 
 


   





OEBPS/images/cover.jpg
Worksheets and Resource Lists Included

28 STARTUP
START YOUR OWN

Fifth
Edition

CONSULTING
BUSINESS

YOUR STEP-BY-STEP GUIDE
TO SUCCESS

The Staff of Entrepreneur Media, Inc. & Terry Rice





OEBPS/images/fig1_1.png
Genius Excellence
Facebook ads Budgeting

Explaining complex topics Google Ads

Campaign strategy Analyzing data






OEBPS/images/tit.png
. STARTUP

START YOUR OWN

CONSULTING
BUSINESS







