


CONGRATULATIONS!    

I’m thrilled that you’ve downloaded my e-book.  Just the fact that you’ve done so 

means that you are serious about creating your own thriving business.  That 

includes being able to authentically attract an abundance of wonderful clients into 

your practice, getting paid well for your life-changing work, and having the ability to 

enjoy flexibility in your schedule so you don’t have to miss out on other important 

priorities - such as family time, hobbies or self care.    

It also means that you’re willing to do things differently, to learn what you may not 

know, and to be open to new ideas and strategies that can catapult your success!   

This special report is going to give you the 7 critical keys to a profitable practice and 

that will make a measurable difference for you and your business.  Are you feeling 

excited?  You’re going to move ahead of the competition by not only understanding 

these secrets, but by actually taking action and implementing them. 

So Lesli…What’s Your Story?   
I’m well into my second decade as a registered dietitian nutritionist and became a 

coach about 7 years ago.   In addition to my clinical experience 

in the hospital setting and running my own successful private 

practice, much of my career was spent in the corporate world, in 

a variety of executive level positions. I also have an MBA with 

dual emphasis in leadership and global business, which I 

completed in early 2012.   
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This seemingly winding path of experience and education has effectively provided 

the backdrop for me to do my best work yet.   Now, I get to support my clients in 

achieving their entrepreneurial dreams.  There’s nothing better! 

Through trial and error, plus the mentorship of some excellent coaches and trainers, 

I’ve refined the techniques to work “smarter,” not harder.  My focus is on the 

strategies that effectively and predictably move the needle by creating results within 

integrative health, healing and coaching practices (while staying sane). I’ll be sharing 

some of those key strategies with you, right here in this report. 

My Aha Moment 
As an integrative health practitioner or coach, my guess is that you can recall a 

moment of clarity when you knew you were meant to be in a helping or healing 

profession.   One that would allow you to do the work you’re meant to 

do.  That was certainly the case for me! 

After years of networking and hanging out with many private practice 

and coaching colleagues, I began to notice a troubling trend. Despite all 

of their phenomenal education and expertise, hard work, and best 

efforts, many of these super-talented and bright people were in fact struggling.  The 

challenge was not in providing top-notch quality services to their patients or clients.  

Nope, that part was well covered – they were and continue to be awesome at what 

they do!   

The real issue that caused many of my colleagues so much angst was actually the 

business side of running a successful practice.  They were uncomfortable with 

selling their services and felt inauthentic doing so.  They often lacked the knowledge 

and confidence to attract clients, didn’t have a clear message or positioning for their 

brand, and remained confused as to what to do about their predicament.  They 

simply didn’t know the right actions to take so they tried as many as possible, to see 
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if anything would “stick”.  Many decided to sign up for as many free webinars 

or podcasts as humanly possible, often resulting in more frenzy and 

overwhelm, especially without accompanying mentorship.  

Sadly, many end up throwing in the towel on their dreams because they felt 

they weren’t cut out for entrepreneurialism.  Nothing could be further from 

the truth.  

 

Unfortunately, this is a vicious cycle in which even the most talented coaches and 

health professionals may find themselves. If this is you, trust me when I say you are 

not alone!  

This Predicament is NOT Your Fault 
Lets face it.  If you’re like most committed, heart-centered entrepreneurs, you’ve 

spent your time and money on refining your craft.  That’s exactly what I did!  I kept 

thinking that if I got another certification in my particular area, then maybe I’d finally 

crack the code so I wouldn't have to work so darn hard all the time with so little to 

show for it – wrong!  Anyway, I digress.   

The truth is that most clinicians and coaches have not received any 

substantial (not to mention effective or reliable) training in business building 

strategies.   It’s not one bit surprising, nor is it your fault, that you’re feeling out of 

your element when it comes to the business aspect of growing your practice. You’ve 

been busy refining your area of expertise, and rightly so.  

Now don’t get me wrong.  I’m all about continuing education and happen to be a 

chronic-addictive learner myself.  But to be clear, in order to build a thriving 
practice, the business side accounts for at least 50% of the success equation!  

Unless your business is a “hobby”, you simply can’t ignore the business side.  

Its true!  
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Now I’m On a Mission  
These experiences sparked my mission and continue to fuel 

my commitment to support you, my fellow integrative health 

professional and coach, in closing this profound gap.  I want 

you to have it all.  I’m here to provide the business side of 

that success equation – to make it seem almost effortless and fun – so you 

can authentically attract and enroll clients, get paid well for the work you do, 
and sustain the quality of life that you desire.   

Create Your Own Destiny 

Personally, I believe that I really do “have it all,” and feel deep gratitude every day. 

My big why is also abundantly clear…I’m driven to run my own thriving and fulfilling 

business that affords me the freedom to live my life according to my own values and 

priorities, especially when it comes to spending quality time with my family.  I get to 

build something that has my own fingerprint on it and allows me to be well 

compensated for my work.  Especially after being in the corporate world, I’m very 

grateful that I’m able to set my own schedule, can travel, nurture friendships, and 

take good care of myself by practicing what I preach.   

But here’s the thing.  We all have a say in our destinies.  In fact, I would argue, that 

we create our own destiny with the decisions and actions that comprise our days.  

Even our thoughts can impact our destiny.   

You really can have a thriving practice and make a great income doing your life’s 

work.  In fact, the more successful that you become, the more you’ll see yourself 

earning more income in less time… and impacting more people – changing more 

lives – than you ever have.  Honest, I see this happen a lot.  Once the momentum 

starts, there’s no stopping you! 

So, are you ready? Great! You’ll get the most out of this report if you keep an open 

mind and stay willing to “try on” new ideas and strategies.  Some of the suggestions 

________________________________________________________________

         © 2010 Lesli Bitel Coaching                      www.leslibitel.com

http://www.leslibitel.com


may be new to you, some not.   But these keys have formed the 

foundation of my own business success, and that of many, many 

other solo-entrepreneurs that I’ve coached. 

I encourage you to make the investment in yourself, your life, and 

your business by reading each key strategy and taking action on it 

right away.  Start building your momentum now, follow through, and watch as your 

life and business flourish. 

To Your Destiny, 

~Lesli 
www.LesliBitel.com 

 
Critical Key #1: 

  You Must Narrow Your Scope and Identify  
Your Ideal Client 

You’ve likely heard this one before.  Most of us resist this for as long as humanly 

possible (I certainly did!).  We may have the idea that we want to be able to help 

EVERYONE!  Or, maybe you don’t want to narrow things down because you are 

concerned (terrified) that by doing so, you’ll get fewer clients.  Paradoxically, the 

opposite it true.   

Let me be clear…you can try for a general practice.  You really can.  But here’s 

the thing.  Its very difficult, if not impossible, to appeal to everyone.   

Nowadays, the public looks for specialists who can effectively solve their problem.  

Specialists are much more in demand than generalists because their specific 
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expertise can make the greatest impact.  And specialists 

make a lot more money, too.  Being known for a 

specialty makes it immediately easier for you to 

communicate exactly what you do and whom you do it 

for, which leads to more referrals than someone whose 

work is too broad. That’s why they say, “the riches are in 

the niches!” 

So, just what is a niche? 
Imagine, for a moment, that there is a specific group of people who are excited, 

enthusiastic and dedicated to working with you.  They share some commonality, 

whether it’s demographics (i.e., female baby boomers), a situation or problem (i.e., 

overweight, high blood sugars) or a profession (i.e., attorneys), etc.  Now imagine 

that you understand their “tribe” intimately, including knowing the greatest problems 

that they face and the issues that cause them the most pain and suffering.  Not only 

that, you hold the key to how they can solve these problems, and your services bring 

them the solutions that they so desperately want such that working with them is 

effortless, fun and extremely fulfilling. This is what your niche entails: the ideal “client 

tribe” that you serve, and the specific problem that you solve for them. 

 
In order to choose your particular niche, start by asking yourself this question: “What 

is the urgent problem that I solve, and for what particular group of people am I 

solving it?” 

Now, in order for your niche to result in a PROFITABLE business, it must first meet 3 

basic requirements:  

Your market must have a shared need or problem that urgently needs to be 

solved 

This cannot be just a casual “want” or desire. It must be one of their 
greatest challenges or problems.  
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They must know that they have this problem and be motivated to solve it 

They must acknowledge that this is a real problem, and that it needs to 
be solved sooner than later. It is the thing that keeps them up at night, 
worrying about a solution.  

They must be willing to spend money in order to solve their problem 

This is a big one. Unless you want to strictly do volunteer work, your 
clients must be willing and able to pay for your services. If you offer 
real value and solve the problem that causes them great stress and 
pain, people will find the money to GLADLY pay you what you are 
worth.  

Once you have come up with whom you believe to be your ideal clients and the 

niche that you serve -- and made certain that it satisfies the three criteria above -- 

put it to the test, the “Face Test.”   

The Face Test can tell you a lot. Have conversations with friends and colleagues 

about your new niche.  If your niche is clear and well defined, and addresses a valid 

problem, your friends and colleagues should immediately have “faces” come to mind 

of those people they know who would be a perfect fit for what you offer – and they 

will tell you so.  

Having a solid niche within the marketplace will allow you to target and streamline 

your efforts, meaning that your marketing and promotion will be highly focused and 

take less time than a more “all things to all people” 
approach.  In short, serving a niche market will ultimately 

bring you more targeted clients with less effort, leaving 

you more time and energy for the things that are of great 

importance to you. 

Critical Key #2:  
Don’t Be Afraid To Ask For Referrals 
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As many of us know from personal experience, “word of mouth” or referral marketing 

is absolutely the best way to get new and enthusiastic clients.  No one comes to 

your practice more prepared and intrigued to work with you than those who have 

been sent by others who are approving of your work. These referrals are priceless, 

as there is already a nice rapport and sense of “goodwill” from the outset since the 

prospect has heard first-hand from someone they trust about the quality of what you 

offer. 

Unfortunately, many coaches think that all they can do is wait and hope for happy 

clients to sing their praises and send them referrals. But this couldn’t be farther from 

the truth.  While our prior and current clients most likely think highly of our services, 

they are often busy with their own lives and obligations. Seeking potential clients that 

they might send our way simply may not come to mind, or might (understandably) 

fall to the bottom of their priority lists. 

This is why you need to proactively ask that your friends, fans, clients, and 

colleagues to please send you referrals of those people whom you can help.   

Does that make you uncomfortable?  Some coaches are embarrassed to ask for 

referrals and prefer it just happen “naturally”.  But there is no shame in directly 

asking that friends and clients in your network to recommend you!  In fact, when 

asked, most folks will be thrilled to do so, because they believe in you and the value 

of what you offer -- and they’ll put their minds to thinking of whom they know who 

could use your help. 

One way I suggest to clients to ask for referrals is to send a compelling “update” 
letter to everyone on their “Friends and Fans” List (this list is made up of former and 

current clients, friends, family, colleagues, etc.).  In the letter, you announce some 

wonderful new “goings on” or new services and other exciting changes in your 

practice, remind people of the tremendous results and outcomes of your work, and 

then directly ask for referrals.   
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Here is an example of the language you can use when asking for your friends and 

fans for referrals: 

“As you know, my business relies mostly on referrals.  Would you be willing to 

take a few moments and think about anyone in your world that could benefit? 

Thanks in advance – it’s your generous referrals that allow me to do what I 

love every day, and I’m very grateful.” 

The bottom line is that our clients, friends, and fans are genuinely more than happy 

to refer us, and are often honored to do so.  In fact, they’re likely to be appreciated 

and thanked by the new potential client they send your way whose problems you 

end up solving!  Make it easier for everyone by reminding your fans that you depend 

on referrals – ask for what you need -- and allow them to create this “win-win” for 

both you and your potential clients. 

Critical Key #3: 
Marketing Is NOT a Four-

Letter Word 

I’m guessing that you love what you do.  

That you got into this line of work to help 

people, to make a difference, and to use your skills and talents to create positive 

change in peoples lives.  And that’s wonderful.  But the bottom line is that you can’t 

help people if they don’t know about you and what you offer! 

What I’m getting at here is that as a wellness professional, healer or coach, what 

you really are is an Entrepreneur, and you must think of yourself as such.  You own a 

business – the service you provide to clients being the commodity of that business. 

And as with all small businesses, the rule of thumb to keep a consistent stream of 
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clients is that 25-40% of your time must be spent on marketing and client attraction 

activities.   

But many private practice professionals put marketing on the back burner.  In fact, 

they’re so busy servicing clients, putting out urgent fires, keeping up with calls and 

emails, and juggling other responsibilities that they don’t devote any time or energy 

to marketing at all!  Or, they’re intimidated by the process and keep hoping that 

clients will somehow find their way to them.  But this is one of the biggest mistakes 

that you can make.  

A lot of people think that marketing is at best a necessary evil and at worst dishonest 

and distasteful.  The truth is that marketing doesn’t have to be pushy or sales-y, it 

can be very authentic and even fun.  Talking exuberantly about what you do for 

people, how you help them transform their businesses or their lives, can be 

magnetic.  Writing marketing materials from the heart – that really mirrors your 

authentic voice – can be quite compelling and intriguing to potential clients.  Imagine 

that marketing, rather than selling, is really about sharing the joy you feel to be able 

to really make a difference for your clients.  If you trust that what you offer is of real 

value – and you passionately hold a vision of what’s possible for your clients – they 

will virtually talk themselves into working with you! 

Marketing is your way of letting people know who you are, and what you can 

do for them.  It’s imperative that you continue to have a steady stream of clients to 

help – not only to make a comfortable and consistent income, but to make that 

difference in the world that lead you to your profession in the first place!  

So, how much time should you really allocate for marketing?  Again, I’ll remind you 

of the rule that it should be 25-40% of your business hours (and you should lean on 

the higher side when you’re newer in business).   Despite what’s on your “To Do 

List,” you simply must streamline and prioritize your other tasks to allow for this 

precious marketing time.   
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Marketing can take many forms and anything and everything that gets your name 

out there, that let’s people know who you are and the results that you can help them 

achieve, “counts” as a marketing endeavor. 
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For example: 

Grooming referral sources (such as physicians) 

Sending out a weekly newsletter and blog 

Doing local public speaking 

Participating in relevant social media groups  

Commenting on relevant blogs and websites 

Following up with former clients  

Writing articles to post online 

Going to networking meetings or gatherings 

Participating in an association 

Creating joint ventures with other entrepreneurs 

Offering complimentary tele-classes on a relevant subject 

Creating an “Irresistible Free Offer” for your website to grow your database 

And many more... 

Another reality is that you need to put aside some money for marketing activities.  

Even a small marketing budget is required to really take your business to where you 

want it to go.  It costs money to build a website, to create and deliver a newsletter.  

Certain networking events require dues and/or take place over meals.  Business 

cards and other collateral materials must be created.  The thing to remember is the 

intention here – that these marketing endeavors are what are ultimately going to 

bring in your paying clients.  And you should expect to see more income coming in 

via paying clients than you spend on marketing if you’ve operated smartly and 

strategically. 

Critical Key #4:  
Offer a Menu of Services at Escalating Price Points 
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You’ve heard the phrase “different strokes for different folks?”  Well, you’ll find that 

different members of your client tribe vary as far as how much “pain” they’re feeling 

about their current problems, how motivated they are to solve those problems, the 

amount of time they are genuinely willing to dedicate to a solution, and their financial 

circumstances.   

Some potential clients will want to jump right to your highest priced, most elite, 

personalized one-on-one services.  They know that they want that level of 

exceptional individual attention, and they’re willing to pay for it.  Others will prefer to 

start with a small step, perhaps a reasonably priced group tele-class, or a low-

investment home study course, just to see what you’re “about.”  The point here is 

that once they know and trust you, they are quite likely to invest more in other 

programs and services.  However, when you offer only one type of service at one 

price point, you have boxed yourself into a corner.   That’s all you’ve got!  If someone 

doesn’t want exactly what you offer, the conversation ends and the opportunity is 

gone. 

If you have a variety of offerings at various price points, and with varying levels of 

group and/or individual attention, then each client conversation you have can 

explore who they are, what they want, and what might be of best service to them.  

My motto is that I’d like every client to be “a client for life.”  Meaning that it doesn’t 

matter which program or package brings them into working with me – what matters 

is that they choose something and begin transforming their businesses.  And once 

someone has purchased one program from me, I know that if I deliver exceptional 

service and they achieve their desired results, they will most likely continue to work 

with me. 

Lastly, by having premium packages of services, rather than just one hourly 

rate, you’re likely to earn more income in less time.  People will pay for that 

individualized attention, and will also take their own commitments much more 

seriously when investing in a higher priced package.  Have you every noticed the 
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more you invest in something, the more likely you are to “play fully,” do all the 

homework, and push yourself beyond previous limits?  And conversely, your lower 

end programs, such as home study programs or tele-classes, will take much less of 

your time and allow you to serve an entire group of people at once.  Leveraging your 

time and efforts is definitely working “smarter” – and will leave you with more energy 

and flexibility than a traditional “hours for dollars” work model. 

Critical Key #5: 
  Hire a Mentor – Don’t Reinvent the Wheel 

In order to be a truly successful in your practice, it’s imperative that you learn the 

most effective business strategies, the marketing systems that make a difference, 

and the specific tasks and actions that will get you to the results you want 

consistently and efficiently.  Sounds obvious, yes? 

But it’s surprising how many of us just “jump out 

there” with limited training and information.  They 

have exceptional skills in the actual coaching, but 

they lack the business and marketing skills that 

are mandatory to make their businesses financially 

successful. You must have both.   

Many health and wellness professionals and 

coaches try to figure it out as they go, and 

unfortunately this path leads to a tremendous 

amount of wasted time, effort, and money.  Not to mention that it’s discouraging!  

Suffering through the ups and downs of trial and error, and the costs of doing so in 

terms of time, money, and motivation level, is the reason behind the demise of many 

practices that could have been successful,  but didn’t “make it” within a reasonable 

timeframe, or before the practitioner got too dejected and disheartened. 
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Luckily, there is no need to reinvent the wheel!   

There are many wonderful business mentors who have streamlined and systemized 

the steps to success and they specialize in teaching the specific strategies you most 

need to learn.  One thing you’ll want to be sure is that you choose mentors who have 

achieved what you want – who are living examples of the specific success that you 

desire for yourself.  These mentors are “walking their talk,” truly know of what they 

speak, and are clearly qualified to pass along what they have learned. 

Like many of you, I tried to avoid spending money on coaching or mentorship by 

telling myself that I could figure it out on my own.  Boy, was I wrong!  Even with all of 

my experience in the business world, it wasn’t until I took the plunge and hired my 

first high-end coach that I absolutely hit my stride in creating the kind of business I 

wanted.  I’m convinced that hiring a great business coach saved me a lot of angst 

and am committed to always having a talented coach in my corner!  Is this a 

significant investment?  You bet!  But the investment has paid for itself exponentially 

in terms of what I got out of it.  I have always made exponentially more money as 

a result of the coaching and training. 

And guess what – my own clients say the same thing. 

And another thing -- it’s actually much more fun to have a mentor, coach, friend, 

advocate, and (sometimes) a gentle drill sergeant to share the process with. After all, 

running a solo business can be a lonely proposition at times.  And one thing I know 

for sure is that my own personal business mentor passionately believes in what is 

possible for me – even when I don’t.  And she holds me accountable to stretching 

out of my comfort zone and “playing fully.”  If it were not great coaching, there are 

many times that I, left to my own devices, would have stalled. 

It is said,  

“True wisdom is not knowing all of the answers, but knowing where to 

find the answers.” 
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Isn’t it time to get the support you deserve?        

Critical Strategy #6:  
Fully Utilize the Web As a Client Attraction Tool 

People often underestimate the power and potential that their website has as a sales 

tool in itself.   A well-designed site can actually generate leads for you, and drive 

targeted customers right to your goods and services.  Yet too many of us have 

beautiful websites that serve as nothing more than “electronic brochures” for what 

they offer. 

How to you get your website to work for you?  First, you’ll 

want to use it as a lead-generation tool.  In other words, 

your site can be used to attract targeted, potential clients, 

and to collect their email addresses so that you can stay in 

touch with them (and potentially provide paid services to 

them).  The best way I know to do this is to place an 

Irresistible Free Offer (IFO) of some sort on your site -- a 

“Special Report,” a compelling “Video Series,” an “Audio 

Seminar with Workbook,” etc. -- and give it away free to anyone that visits!   

This “Irresistible Free Offer” must provide genuinely helpful and relevant content for 

your audience on a topic that is related to the business you’re in and the problem 

that you solve for your clients.  Ask yourself, what are the 3 main concerns or 

problems that your ideal clients face?  This is a great jumping off point from which to 

begin crafting your Irresistible Free Offer, which will provide your readers with some 

great solutions. 
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Now, in order to receive this Irresistible Free Offer, your site visitors have to enter 

their names and email addresses into the form you’ve placed on your site. The 

“gold” in this is that once these visitors have done so, these people are now in your 

database of fans. And by signing up for the 

IFO, you can also subscribe them to your free 

content-rich electronic Newsletter or E-zine 

also (with their permission, of course). So now 

you have a way of regularly being in contact 

with your potential clients – through your 

weekly or bi-weekly newsletter. The point of 

this newsletter is to provide such excellent, 

valuable, and truly helpful content that, over 

time, your readers begin to really know, like, 

and trust you.   

The most exciting thing is that as more and more people sign up to receive your 

Irresistible Free Offer, you’ll see your database of names growing and growing… 

and it is this “client tribe” to which you will offer your most compelling services.  

Within your newsletter and via separate, direct emails too, you can promote your 

tele-classes, group programs, private programs, workshops, special events, etc. to 

this database of names.  And because your list is made up of people who are firmly 

in your chosen niche (which is why they wanted your IFO in the first place) it’s quite 

likely your paid offerings will see enrollments!  

 
However, even if you do have a great website with an Irresistible Free Offer BUT 

potential clients can’t find you easily, it won’t do you any good. This type of website 

is kind of like a “billboard in the desert.” 

So, in order to bring new and eager paying clients to your business is to make sure 

that your website is “search engine optimized” (also known as SEO).  This means 

that your site is built in such a way that search engines, such as Google, Bing, and 
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Yahoo, will rank your site as highly as possible when someone enters the main 

keywords that relate to your business.  For example, someone who is a nutritionist 

who sees with a search engine optimized site is a lot easier to find.  Because she’s 

using key words such as because when people search for “exercise for thighs” or 

“lose stomach weight,” we’ve made sure that her website comes up within the first 

page of results!  As you can imagine, this drives a lot of new traffic to her site, and of 

those people that are sent her way, she’s able to monetize and serve a consistent 

percentage of them.  

(Note: when it comes to search engine optimization, work with someone who knows 

the latest rules and strategies as to what “works.”  Lots of tricks that used to work 

before no longer do as the search engines have gotten much more savvy over the 

years. Best to consult an expert). 

There are countless other ways to harness the power of the internet:  

• Include a crystal clear call to action on every page on your website  

• Write an ongoing blog and publish it consistently on your home page 

• Be sure your home page has a prominent opt-in box in the upper right 

corner  

• Let your visitor know they’re in the right place! 

• Submit articles to article directories 

• Submit videos to video directories 

• Comment in forums and chat rooms that are comprised of your ideal 

clients 

• Offer free tele-classes and special reports as a list-building technique 

• Use social networking (Facebook, Twitter, Linked In, You Tube) to 

announce your latest offerings (remember 80/20 rule of social media 

etiquette – 80% of the time you “give” or participate and “ask” only 20% of 

the time) 

• And many more... 
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Let the internet work for you, allowing you more free time for the things that are most 

important to you!  I encourage you to take some time to learn about the power of the 

internet and what it can do to drive you targeted clients who want, need, and are 

only too happy to purchase your services. 

Critical Key #7:  
Be Your Own Loving, 

Compassionate “Advocate” 
Running a practice, maintaining a marriage or 

significant relationship, parenting children, getting 

exercise, managing daily “life tasks,” pursuing 

hobbies, and squeezing in some self-care – let’s 

face it, this is a big undertaking!  And while it provides great satisfaction and benefit 

to have so many roles, it can also be tricky to juggle and requires every ounce of 

energy that we have. 

Too often, we have ridiculous expectations of how things should go, and are 

incredibly hard on ourselves when we face any obstacles. The way that this usually 

manifests is in mentally “beating ourselves up.”  We tell ourselves that we aren’t 

good enough, or we’ve screwed up, or what we dream of for our practice is never 

going to happen, or that our children are suffering, or…or… or. ..It’s as if these 

thoughts come from a nasty and judgmental voice inside, which I’ll call our “Inner 

Critic.” 

But the truth is that that Inner Critic is not the real you.  It’s an “adapted” voice that 

comes from things you’ve learned from your upbringing, your parents, your peers 

along the way, and society at large (especially the media!).  The Inner Critic’s 

thoughts are irrational, its words are cruel, and it is never, ever helpful.  And you can 

always expect the Inner Critic to speak up particularly when you’re facing a setback 

or have a tough decision to make. 
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But it’s possible to practically eradicate this voice in favor of a wise, loving, “Inner 

Advocate.”  I know because I’ve done it.  The first thing I recommend is just to begin 

recognizing when the Inner Critic is speaking.  Notice when you’re criticizing yourself 

or telling yourself negative and judgmental messages and say “Oh, there’s that Inner 

Critic again.  I need to remember that that is not me, that is not how I really feel, 

that’s just a learned voice.”  It may take a little practice at first and sometimes the 

Inner Critic’s voice can be so “loud” and seemingly persuasive, that you may have to 

say “thank you for sharing, your point is duly noted,” before it will pipe down!  

But once you’ve begun to recognize this voice, you can defeat it by not giving it 

power and instead eliciting the help of a wise, loving, inner voice that comes from 

deep in your soul.  I call this voice my “Wise Woman.”  Some of my clients call 

this voice their “Higher Self” or “Inner Coach,” and I had one client who calls this 

voice “the voice of God.”  In any case, this is the voice of unconditional love and 

support, that is your biggest cheerleader, and that is there to give you gentle 

guidance, intuition, inspiration, and compassion as you move through the 

complexities of your life and work. 

One way you might find this voice is to think of someone you love with all your heart, 

such as our significant other, one of your children, your brother/sister, or your very 

best friend in the world.  Now, with that person in mind, ask yourself – if they were 

going through similar challenges to those that I am, would I tell them that they are 

“not good enough,” “a failure,” or “a fraud?”  Of course not!  Think of what you would 

say to that person – it would likely be messages of comfort, hope, or even helpful 

suggestions that pertain directly to their circumstances.  Once you imagine what you 

would say to this person that you love so deeply, you can turn those very words 

toward yourself.  

And please note, I’m not saying that we don’t at times give ourselves course-

corrective messages – meaning that at times it’s appropriate to be displeased with 

ourselves, with a decision we have made or an action we have taken – and we need 
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to make an amend, “right a wrong,” or at minimum change course.  But it’s at times 

like these that we still want to call upon that wise, loving inner voice to guide us.  

That voice will tell us that yes, we do need to correct or fix or improve that “situation,” 

and it will likely have suggestions for how to do so. But again, it will tell us from a 

place of understanding and compassion rather than belittlement or blame. 

If I had to point to the one thing ABOVE ALL that is responsible for my own success 

as a business owner and coach and in my personal life, it’s this.   

By having cultivated that wise, loving inner voice, I know I have a partner inside to 

get me through my darkest hours, to come up with creative ideas and solutions, and 

to always give me messages that I can “do it!”   It has taken time, of course, and I 

still recognize the Inner Critic popping up here and there, but when I do I 

immediately call upon that other voice.  There’s no challenge too big or obstacle we 

can’t overcome when we treat ourselves with unconditional love, support, and 

compassion.  

I’m curious.  Are you ready to attract long-term, high-paying 
clients, to charge what you’re worth (and get it)?   

To create a thriving and profitable practice that allows you to 
do the work you’re meant to do? 

I’m so glad that you chose to download this special report.  I hope you’ve enjoyed it 

and that your creative mind is whirling with possibilities.  My goal was to give you 

information and strategies that you can implement immediately – and that will 

catapult you to greater success. 
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“I’m on a mission to	passionately	support	integra1ve	health	and	
wellness	prac11oners,	healing	professionals	and	coaches.		I	
teach	the	proven	strategies	that	allows	them	to	joyfully	and	
authen1cally	a=ract	and	enroll	long-term	clients	into	their	
prac1ce,	get	paid	well	for	their	life-changing	work	and	enjoy	the	
freedom	associated	with	being	a	successful	business	owner”.				
~Lesli

“You	CAN	Create	The	Perfect	Lifestyle	– One	Where	You	Are	Making	
An	Impact,	Earning	Great	Money,	and	Having	Time	And	Energy	For	
Your	True	Priori1es!” 
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My clients learn: 

• How To Consistently Attract Loyal, High-Paying Clients 

• How To Charge What They’re Worth – and Get It  

• How To Successfully Sell Their Programs Without Being Sales-y  

• How To Create Multiple Streams Of Income From Their Expertise  

• How To Effectively Balance Their Work And Home Lives  

• How To Earn the Income They Desire... 

• How To Create Businesses That Support Their Desired Lifestyle 

• How to Bust through their Fear, Limiting Beliefs, and the Voice of the “Inner  

Critic” so that they no longer sabotage progress or cause them to “play small” 

If this sounds like something you would be interested in, I welcome the opportunity 

to work with you. I offer a programs and coaching services that are designed 

specifically for the unique needs and concerns of today’s health, wellness and 

coaching professionals.   

For more information about any of my programs, or to request an Application for 

either a VIP Intensive Business Breakthrough Day or for one of my 6-Month 

Platinum Programs, please contact me at success@leslibitel.com and let’s explore 

how I might help you create thriving success in ALL areas, thereby truly “having it 

all.” 

To Your Success, 

~Lesli 
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