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Consider your body of work as the process of a creative mindset, a series of experiments that can be interesting, intellectually stimulating, and like solving a puzzle.  This mindset is what activates new pathways and neuronal networks in your brain.

1. Look for models.  

Find people who are doing business in an innovative and effective way for you to understand the key parts of their business model.  Find those doing what you want to do, having success at it, and learn from them, but do it in your way.  It has to be your story.  For example, a few years ago, when I wanted to offer a MasterMind Group to the Licensed, Specialty-Certified New Life Story® Wellness Coaches and New Money Story® Mentors I have trained, I read books about different models, signed up for a Teleseminar course, and was mentored by a leading expert.  Consistently one of the most fun things I’ve done.
2. Define the phases for your business.  Here’s an example sequence:

· Define a specific target market.

· Identify the unique problems or challenges of that target market. 

· What’s your story to engage them?

· Create an initial offering of a service or product that solves that target market’s problem.

· Test the offering with a finite number of ideal participants, perhaps initially with a focus group

· Debrief your test and determine how it could be replicated.

· Develop the business plan from lessons learned, identifying an ultimate offering.

· Develop a following—your platform—such as your mailing list, blog, newsletter, LinkedIn, Professional Facebook.

· Develop a product to sell to the market when the list grows.

· Test, debrief, and continue building services and products.  

· Consider Affiliate Partners

  3.  What is the next thing you want to add to your body of work?   Same process
· What do you want to create?  Name it.  Describe it.  (e.g., a Teleseminar)

· Who is it for?  Describe your audience.

· Why does it need to get done?

· Describe the roots of the project, how it fits into your body of work.

· Who will be affected by it and what good will happen as the result of your completing it?

· How will you structure the project?  Define a model.

· When does it need to be done?  Set a deadline.  

   4.  Focus on the basics.  
· Give attention to every aspect of your products and services:  Great work is built by great basics.  Everything you do and produce needs to be totally professional.  This includes proofreading and spell-checking even your emails.

· Deconstruct everything:  The specifics of what exactly leads to your success.  Here’s the most sophisticated and practical wisdom I know: If it works, do more of it.  If it doesn’t work, do something else.  
The evidence that we truly understand a pattern of behavior is when we know how to reverse it.
· Establish boundaries and framework for your work:  Including schedule, telephone, personal and professional time.  Protect your energy—especially from people.  

· Establish a specific, creative container for your work:  Treat your physical space with reverence, including everything brought into it.  Respect your tools as well as your time.  Use the best tools you can afford.  I learned that from my Dad growing up on a farm and ranch.  Learn fully how to use those tools: your computer, social and business media.

· Cultivate your voice:  Everything needs to be your story, told in your voice.  Keep your focus on honoring your work.  Listen to criticism and to accolades, but ultimately take neither personally, and stay focused on your own self-regulation.  Develop intuition, unique expression, ideas, all from your own internal point of reference.  

· Punch through the bag:  Martial arts teachers emphasize to “punch through the bag” when practicing jabs and crosses.  Rather than focusing on hitting the target, which will make your punch weak, set your target a foot behind the bag and aim to hit that.  The same applies to your work, to how today’s goal relates to tomorrow’s goal, and next year’s goal.  How your choice today affects those in the future; what happens after what happens next.  Your goal and stretch goal.  Plan all the way to the end.

· When imitated, rather than getting upset, move on to innovate the next stage of your work.  Mastery is to constantly grow and improve.  This is the process, not the end game.  Do protect your brand, however, perhaps by trademark.

· Think like a scientist.  Keep an open mind about whether what you’re doing works or not.  Evaluate all feedback from an objective perspective.  Obtain a full range of feedback from all sources.  360s are great for this.  A scientist creates a working hypothesis, tests it, observes with curiosity, asks why, tweaks, retests, observes.

Science is more a way of thinking than a body of information.
Your Unique Position

Consider these questions from your point of view:

· What do you do uniquely well, better than anyone else?  

· What skills do you have that people find interesting and ask you about?

· When people refer business to you, what do they tell others about you? (If you’re not sure, ask them—you may be surprised)

· Why do your clients continually return to you, to your products or services?

· What are the specific needs of your clients that your product or services will fill?

Accentuate and boldly proclaim your distinctness to a specific audience.  You have to stand out.  When you narrow your focus, you increase your appeal.  

Your Niche

A final application for our discussion of persuasion:  What is your niche?  Who specifically do you want to persuade?  Niche is not specialization or expertise, but about marketing focus—to direct energy and to inform a specific conversation to a target market.
Avatars: ideal collaborators/clients. 

Avatars may be defined by demographics:

· Profession or business

·   Transition stage, like retirees, career change, or military to civilian life

·    Special interests or needs (You can never get too specific in your niche):

· Reentry into work force after parenting

· Women breast cancer survivors

· Specific entrepreneurs: e.g., women small business owners

· Parents of adolescent ADD kids

Ecosystems:  the broad networks of Avatar affiliations.  

Ecosystems can be defined as the specific areas, businesses, or markets, as well as the products or websites used.

· Nature of the organization, such as a nonprofit to mentor underprivileged adolescents

· Type of business, such as Professional Coaches

· Group affiliations, such as specific healthcare professionals

Watering Holes:  The specific locations where a large number of Avatars hang out.  

Where you cross paths literally or figuratively with potential clients.  Go to the watering holes and listen carefully to how they describe their challenges and problems.  Then address the challenges by your services or products, using their language, not yours.  Become an expert about your clients’ experiences, needs, and challenges.

Watering holes include:  

· Blogs

· Conferences

· Events

· Webinars 

· LinkedIn, Facebook

· Special interest groups of organizations

A basic consideration in developing a niche is a practical concept:  Consider your lowest hanging fruit.  That is, the people—the relationships—you already have.  People who know you, will refer to you, and will become your clients.  Referrals primarily come through relationships.  Your existing contacts, referral sources, gatekeepers

To leverage your impact, think of gatekeepers.  Gatekeepers determine access and control to a portal of potentially qualified individuals.  For example, many years ago when I completed my Residency in Psychiatry and joined the Faculty of Baylor College of Medicine, I was one of 7 new faculty, and we each wanted to develop a limited private practice alongside the faculty position.  When I got my first referral, it was from the secretary of the Department Chairman.  I thought, of course.  That’s where people would go if they were new in town or embarrassed to ask their family doc to recommend a Psychiatrist—to the Chairman of the most prestigious medical school in the region. So I personally went down to thank her.  Next referral, same thing.  Each referral—a personal follow up.  Christmas, a gift.  

When our new faculty group of 7 met in the spring, each of them mentioned a disappointment in getting referrals—they had from zero to two patients.  At that time, I had eight.  The nurturing of referral sources, especially gatekeepers.

A summary of our discussion of the Neuroscience of Persuasion applied to Avatars, Ecosystems, and Watering Holes. 

· Schedule an appointment with yourself to brainstorm all the people you know—business, organizations, clubs, church, professionals

· Define the specific challenges to an Avatar (the ideal client).  And your connection to them.  And the gatekeepers.

· Identify the Ecosystem—the setting where your ideal Avatar is.

· Determine the Watering Holes where your ideal connections hang out.

Remember this principle of commitment to yourself and to consistency:

Practice the basics daily, especially after you’re successful.  True masters never stop practicing the basics.  
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