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Unlocking Growth: How Client Financing 
Can Transform Your Coaching Business 
Introduction: The Key to Sustainable Success 
In the fast-paced, ever-evolving world of business coaching and consulting, growth is not just an 
option²LW¶V�D�QHFHVVLW\��:KHWKHU�\RX¶UH�D�VHDVRQHG�H[SHUW�ZLWK�\HDUV�RI�H[SHULHQFH�RU�D�FRDFK�
just starting to build your brand, the pressure to scale your business and expand your client base 
is a constant challenge. You have the expertise, the testimonials, and the passion to help your 
FOLHQWV�VXFFHHG��EXW�WKHUH¶V�RQH�PDMRU�URDGEORFN�VWDQGLQJ�LQ�\RXU�ZD\��LQFRQVLVWHQW�UHYHQXH�
streams. 

 
Imagine this scenario: You have a potential client who is eager to work with you. They recognize 
the value you bring to the table and are excited about the transformation your services can 
provide. But when it comes time to discuss payment, they hesitate. The upfront cost is just too 
high, and deVSLWH�WKHLU�LQWHUHVW��WKH\�GHFLGH�WR�ZDON�DZD\��,W¶V�D�IUXVWUDWLQJ�VLWXDWLRQ�WKDW�PDQ\�
coaches and consultants know all too well. The good news? 7KHUH¶V a solution that can turn these 
missed opportunities into consistent revenue²client financing. 

 
&OLHQW�ILQDQFLQJ�LV�PRUH�WKDQ�MXVW�D�FRQYHQLHQW�SD\PHQW�RSWLRQ��LW¶V�D�SRZHUIXO�WRRO�WKDW�FDQ�
break down financial barriers, attract a wider audience, and accelerate your business growth. In 
WKLV�ERRN��ZH¶OO�H[SORUH�KRZ�\RX�FDQ�KDUQHVV�WKH�SRZHU�RI�ILQDQFLng to not only secure more 
clients but also transform your business into a thriving, scalable enterprise. :H¶OO dive deep into 
the challenges you face, the strategies you need to implement, and the steps you must take to 
successfully launch and market your financing program. 

 
Throughout these chapters, \RX¶OO discover: 

 
x The Pain Points You Need to Address: Learn about the specific challenges that may be 

holding your business back, such as cash flow issues, the pressure to discount services, 
and the time wasted chasing payments. 

x Laying the Foundation: Understand the crucial first steps in preparing your business for 
client financing, from conducting market research to choosing the right financing partner 
and ensuring legal compliance. 

x Crafting the Perfect Financing Offer: Discover how to design financing options that 
are both attractive and practical, making it easier for clients to say "yes" while aligning 
with your business goals. 



x Launching and Marketing Your Program: Get practical advice on how to introduce 
your financing options to the market, educate your clients, and seamlessly integrate 
financing into your sales process. 

 
Each chapter is packed with actionable insights, real-world case studies, and practical tips that 
\RX�FDQ�VWDUW�LPSOHPHQWLQJ�LPPHGLDWHO\��:KHWKHU�\RX¶UH�ORRNLQJ�WR�LQFUHDVH�UHYHQXH��H[SDQG�
your client base, or simply make your services more accessible, this book will guide you through 
the process of leveraging client financing to achieve your business goals. 

 
 
 
 
 
 
 
 
 
 
 
 
 

 



Chapter 1: Accelerate Your Business Growth with Client 
Financing 

Introduction: The Quest for Sustainable Growth 

,Q�WKH�G\QDPLF�DQG�FRPSHWLWLYH�ZRUOG�RI�EXVLQHVV�FRDFKLQJ�DQG�FRQVXOWLQJ��JURZWK�LVQ¶W�MXVW�D�
luxury²LW¶V an imperative. Whether you're a seasoned consultant or a coach just starting to carve 
out your niche, the pressure to scale your business is ever-presHQW��<RX¶UH�FRQVWDQWO\�VHHNLQJ�
new ways to attract clients, increase revenue, and establish a strong, loyal client base. But these 
goals are often easier said than done, especially when financial barriers stand in the way of your 
potential clients. 

 
Many coaches and consultants find themselves at a crossroads: they have the expertise, the 
testimonials, and the desire to help, but they struggle with inconsistent revenue streams. The 
culprit? Clients who are interested in their services but can't afford to pay the full price upfront. 
7KLV�FKDOOHQJH�GRHVQ¶W�MXVW�OLPLW�LQFRPH²it stifles growth and keeps you from reaching your 
EXVLQHVV¶V�IXOO�SRWHQWLDO� 

 
However, WKHUH¶V a solution that can help break down these barriers: client financing. By offering 
flexible payment options, you can make your services more accessible, attract a wider audience, 
and accelerate your business growth. 

 
Understanding the Pain Points: The Challenges Coaches and Consultants Face 

Before diving into the benefits of client financing, LW¶V crucial to understand the specific 
challenges that coaches and FRQVXOWDQW¶V encounter: 

 
1. Cash Flow Issues 

 
Cash flow is the lifeblood of any business. Without a steady influx of revenue, even the most 
successful-looking business can falter. Many potential clients are eager to work with a coach or 
consultant but lack the immediate funds to pay for services upfront. This situation often results in 
delayed payments or, worse, lost opportunities when clients decide they simply can't afford to 
hire you. 

 
2. The Dilemma of Discounting 

 
In an attempt to close more sales, some coaches and consultants may feel pressured to discount 
their services. While this strategy can attract more clients in the short term, it often comes at a 
significant cost. Discounting not only reduces your profit margins but can also devalue your 
services in the eyes of potential clients. 



3. Time Wasted Chasing Payments 
 

For many coaches and consultants, a significant portion of time is spent chasing overdue 
payments. This not only creates stress but also diverts attention away from more productive 
activities, such as client acquisition and program development. Each hour spent tracking down a 
late payment is an hour not spent growing your business. 

 
4. Limited Client Base 

 
Without offering financing options, your potential client pool is limited to those who can afford 
to pay your fees in full, upfront. This constraint not only limits the number of clients you can 
serve but also caps your revenue potential. 

 
5. Difficulty in Scaling 

 
As a business coach or consultant, \RX¶UH in the business of selling your time and expertise. 
+RZHYHU��WKHUH�DUH�RQO\�VR�PDQ\�KRXUV�LQ�D�GD\��:LWKRXW�D�VFDODEOH�UHYHQXH�PRGHO��LW¶V�
challenging to grow your business beyond a certain point. Financing can provide a way to 
increase client volume without sacrificing your service quality or working hours. 

 
By addressing these pain points through strategic use of client financing, you can unlock new 
opportunities for revenue generation and business expansion. 

 
The Power of Client Financing: A Catalyst for Growth 

Client financing is more than just a payment option; LW¶V a strategic tool that can transform your 
business. By offering financing, you open the door to a larger client base, accelerate revenue 
collection, and free up your time to focus on growth initiatives. 

 
Increased Accessibility: Removing Financial Barriers 

 
One of the most significant benefits of client financing is that it makes your services more 
accessible to a broader audience. By providing flexible payment plans, you can attract clients 
who might otherwise be unable to afford your services. This not only increases your client base 
but also helps you secure revenue that might have been lost. 

 
For instance, consider the example of a career coach who charges $3,000 for a comprehensive 
FRDFKLQJ�SDFNDJH��:LWKRXW�ILQDQFLQJ��SRWHQWLDO�FOLHQWV�ZKR�GRQ¶W�KDYH��������RQ�KDQG�PLJKW�
walk away. However, by offering a financing option that breaks down the fee into manageable 
monthly payments, you make it easier for clients to say "yes" to your services. 

 
Faster Revenue Generation: Secure Payments Sooner 

 
Offering financing options allows you to secure clients faster, leading to quicker revenue 
generation. Instead of waiting for clients to save up for your services, you can start working with 



them immediately, while a financing partner handles the payment collection. This approach helps 
you maintain a steady cash flow, which is essential for business growth. 

 
Reduced Payment Chase: Focus on What Matters 

 
With financing, the burden of collecting payments shifts from you to your financing partner. This 
means you can focus on what you do best²coaching and consulting²without the stress of 
tracking down late payments. By freeing up this time, you can invest more energy into 
developing your services, acquiring new clients, and expanding your business. 

 
Case Study: Jane 6PLWK¶V Transformation with Owlsfield Financial 

Jane Smith, a business coach specializing in leadership training, was facing a common challenge. 
Despite having a well-established reputation and a high-quality coaching program, she struggled 
to attract clients who could afford her services upfront. As a result, her revenue was inconsistent, 
and her business growth stalled. 

 
Determined to find a solution, Jane partnered with Owlsfield Financial to offer her clients 
financing options. The impact was immediate. Within six months, her client base grew by 40%, 
and her monthly revenue increased by 25%. Her clients appreciated the flexibility, and Jane was 
able to expand her offerings without compromising her fees. 

 
This success story illustrates the transformative power of client financing. By removing the 
financial barriers that were preventing clients from hiring her, Jane was able to unlock new 
opportunities for growth and significantly boost her revenue. 

 
Avoiding Common Pitfalls: Learning from Mistakes 

:KLOH�FOLHQW�ILQDQFLQJ�FDQ�EH�D�SRZHUIXO�WRRO�IRU�EXVLQHVV�JURZWK��LW¶V�QRW�ZLWKRXW�LWV�SRWHQWLDO�
pitfalls. To maximize the benefits, coaches and consultants must be aware of common mistakes 
and how to avoid them. 

 
Mistake 1: Partnering with the Wrong Financing Company 

 
One of the most significant mistakes a coach or consultant can make is partnering with a 
financing company without thoroughly vetting them. Not all financing partners are created equal, 
and working with the wrong one can lead to poor client experiences, delays in payments, and 
damage to your reputation. 

 
Case in Point: John, a business consultant, was excited to offer financing options to his clients. 
He quickly partnered with the first financing company he found, attracted by their promise of 
quick approvals and low-interest rates. However, the reality was far different. Clients 
experienced long delays in approval, faced hidden fees, and struggled with confusing terms. As a 
result, many clients were dissatisfied, leading to negative reviews and a tarnished reputation for 
-RKQ¶V�EXVLQHVV� 



Solution: Always conduct thorough research before choosing a financing partner. Look for a 
FRPSDQ\�ZLWK�D�VWURQJ�WUDFN�UHFRUG��SRVLWLYH�FOLHQW�UHYLHZV��DQG�WUDQVSDUHQW�WHUPV��,W¶V�DOVR�
essential to ensure that the financing partner aligns with your business values and customer 
service standards. A reliable partner like Owlsfield Financial can help ensure a smooth financing 
process for both you and your clients, enhancing your reputation and fostering long-term client 
relationships. 

 
Mistake 2: Overcomplicating the Financing Options 

 
Another common mistake is offering too many financing options, which can overwhelm and 
confuse potential clients. While LW¶V essential to provide flexibility, too many choices can lead to 
decision paralysis, where clients struggle to choose the best option and ultimately decide not to 
move forward. 

 
Case in Point: Lisa, a career coach, wanted to make her services as accessible as possible. She 
offered a wide range of financing options, including different interest rates, repayment terms, and 
promotional offers. However, instead of making her services more accessible, the complexity of 
the options led to confusion among her clients. Many potential clients felt overwhelmed and 
decided not to move forward with her services, resulting in a decline in her conversion rate. 

 
Solution: Simplify the financing options you offer. Focus on providing a few well-structured 
plans that cater to different client needs without overwhelming them. Clear communication about 
the benefits and terms of each option is key to helping clients make informed decisions. By 
streamlining your financing offerings, you can make the decision-making process easier for 
clients and increase your conversion rate. 

 
Mistake 3: Ignoring the &OLHQW¶V Financial Situation 

 
A common mistake is failing to consider the FOLHQW¶V financial situation when offering financing 
options. Some clients may be eager to take advantage of financing, but if the terms are not 
aligned with their financial capabilities, they may struggle to meet the payment requirements, 
leading to defaults and negative experiences. 

 
Case in Point: David, a health and wellness coach, was excited to offer a financing plan to his 
clients. He assumed that all of his clients would be able to manage the high monthly payments 
and offered a financing option with short repayment terms. However, many clients found the 
SD\PHQWV�XQPDQDJHDEOH�DQG�HQGHG�XS�GHIDXOWLQJ�RQ�WKHLU�ORDQV��7KLV�QRW�RQO\�KXUW�'DYLG¶V�
UHODWLRQVKLS�ZLWK�KLV�FOLHQWV�EXW�DOVR�DIIHFWHG�KLV�EXVLQHVV¶V�FDVK flow and reputation. 

 
Solution: When designing financing options, consider the financial realities of your target 
clients. Offer plans with flexible terms that accommodate different income levels and payment 
FDSDFLWLHV��,W¶V�DOVR�LPSRUWDQW�WR�KDYH�DQ�RSHQ conversation with clients about their financial 
situation to ensure the financing plan is a good fit. By aligning your financing options with your 
FOLHQWV¶�QHHGV��\RX�FDQ�UHGXFH�WKH�ULVN�RI�GHIDXOWV�DQG�EXLOG�VWURQJHU��PRUH�SRVLWLYH�FOLHQW�
relationships. 



Expanding Your Business Reach with Diverse Ideas 

Client financing is just one piece of the puzzle when it comes to business growth. Coaches and 
consultants can also leverage other strategies to expand their reach and attract more clients. Here 
are some ideas to consider: 

 
1. Diversify Your Service Offerings 

 
In addition to offering financing, consider expanding your service offerings to attract a broader 
audience. This could include creating online courses, offering group coaching sessions, or 
developing digital products that complement your one-on-one services. 

 
 
 
 
 
 
 
 

 



Chapter 2: Laying the Foundation: Preparing Your Business 
for Client Financing 

Introduction: The First Steps Toward Offering Financing 

Implementing client financing is a powerful strategy for business growth, but before you jump 
LQ��LW¶V�HVVHQWLDO�WR�SUHSDUH�\RXU�EXVLQHVV�IRU�WKLV�QHZ�RIIHULQJ��7KLV�FKDSter will guide you 
through the initial steps needed to successfully integrate financing options into your coaching or 
consulting practice. From understanding your market to choosing the right financing partner, 
laying a strong foundation is crucial for ensuring that your financing program is both effective 
and beneficial for your clients. 

 
Understanding Your Market and Client Needs 

%HIRUH�LQWURGXFLQJ�ILQDQFLQJ�RSWLRQV��LW¶V�YLWDO�WR�KDYH�D�FOHDU�XQGHUVWDQGLQJ�RI�\RXU�WDUJHW�
market and their specific needs. Different clients will have different financial capabilities and 
SUHIHUHQFHV��VR�LW¶V�LPSRUWDQW�WR�WDLORU�\RXU�ILQDncing offerings accordingly. 

 
x Market Research: Start by conducting market research to identify the financial 

constraints and preferences of your target audience. Surveys, interviews, and feedback 
from existing clients can provide valuable insights into what types of financing options 
would be most appealing. 

x Client Segmentation: Segment your clients based on their financial capabilities. For 
example, you might have a group of clients who are able to pay upfront but prefer 
flexible payment options, while another group might require longer repayment terms to 
afford your services. Understanding these segments will help you design financing 
SURJUDPV�WKDW�FDWHU�WR�HDFK�JURXS¶V�VSHFLILF�QHHGV� 

x Competitive Analysis: Research what other coaches and consultants in your industry are 
offering in terms of financing. This will help you identify gaps in the market that you can 
fill with your unique financing options. 

 
Choosing the Right Financing Partner 

Selecting the right financing partner is a critical step in the process. The success of your 
financing program largely depends on the reliability, transparency, and efficiency of the 
financing company you choose to work with. 

 
x Research Potential Partners: Look for financing companies that have a strong 

reputation in the industry, offer competitive terms, and provide excellent customer 
service. Read reviews, ask for references, and GRQ¶W hesitate to reach out to other coaches 
or consultants who have used their services. 

x Evaluate Their Offerings: Consider what types of financing programs the partner offers. 
Do they provide flexible terms that will appeal to your clients? Are there options for both 
short-term and long-WHUP�ILQDQFLQJ"�0DNH�VXUH�WKH�SDUWQHU¶V�RIIHULQJV�DOLJQ�ZLWK�WKH�
needs of your target market. 



x Transparency and Communication: Ensure that the financing partner is transparent 
about fees, interest rates, and terms. Clear communication is crucial to avoid any 
misunderstandings that could lead to client dissatisfaction. 

 
Legal Considerations and Compliance 

Before rolling out any financing options, LW¶V important to ensure that your business is legally 
prepared. This includes understanding the legal implications of offering financing, as well as 
ensuring compliance with relevant regulations. 

 
x Consult with a Legal Professional: Before launching your financing program, consult 

with a legal professional who specializes in business financing. They can help you 
understand the legal requirements, draft contracts, and ensure that your financing 
offerings comply with local and federal regulations. 

x Transparency in Contracts: Make sure that all financing agreements are clear and 
transparent, with no hidden fees or complicated terms. Your clients should fully 
XQGHUVWDQG�ZKDW�WKH\¶UH�DJUHHLQJ�WR�EHIRUH�WKH\�VLJQ�RQ the dotted line. 

x Client Communication: Ensure that your clients are fully informed about the financing 
process, including how payments will be managed, what happens in case of default, and 
their rights under the financing agreement. 

 
 

 
Chapter 3: Crafting the Perfect Financing Offer 

Introduction: Designing Financing Options that Attract Clients 

Once your business is prepared and \RX¶YH chosen a reliable financing partner, the next step is to 
design financing options that will appeal to your clients. The goal is to create offers that are both 
attractive and practical, making it easier for potential clients to say "yes" to your services. In this 
FKDSWHU��ZH¶OO�H[SORUH�KRZ�WR�VWUXFWXUH�\RXU�ILQDQFLQJ�RIIHUV��KLJKOLJKW�NH\�EHQHILWV�WR�FOLHQWV��
and ensure that your offers align with your business goals. 

 
Structuring Your Financing Options 

When designing your financing offers, LW¶V important to strike a balance between flexibility and 
simplicity. Your clients should have enough options to choose from without feeling 
overwhelmed by too many choices. 

 
x Simple Payment Plans: Start with a few simple payments plans that cater to different 

client needs. For example, you could offer a standard plan with equal monthly payments 
over a fixed period, and a flexible plan with lower payments upfront and higher payments 
later. 

x Interest Rates and Fees: Decide whether you want to offer interest-free financing or 
charge a small interest rate. Keep in mind that while interest-free options are more 



attractive to clients, they may come with higher costs for your business. Consider 
offering a mix of to cater to different client preferences. 

x Incentives for Early Payment: Encourage clients to pay off their financing early by 
offering incentives, such as a discount on the total cost or a waiver of the final payment. 
This not only benefits the client but also helps improve your cash flow. 

 
Highlighting the Benefits to Clients 

To successfully market your financing options, you need to clearly communicate the benefits to 
your clients. Make sure they understand how financing can make your services more accessible 
and how it can ultimately help them achieve their goals. 

 
x Affordability: Emphasize how financing makes your services more affordable by 

spreading the cost over time. This allows clients to invest in your services without putting 
a strain on their finances. 

x Accessibility: Highlight how financing opens up access to your services for clients who 
might not have been able to afford them otherwise. By removing financial barriers, 
\RX¶UH�KHOSLQJ�PRUH�SHRSOH�EHQHILW�IURP�\RXU�H[SHUWLVH� 

x Flexibility: Stress the flexibility of your financing options. Clients appreciate having 
choices, and by offering different payment plans, \RX¶UH allowing them to choose the 
option that best fits their financial situation. 

 
 
 
 
 

Aligning Financing Offers with Business Goals 

Your financing offers should not only meet the needs of your clients but also align with your 
long-term business goals. Whether \RX¶UH aiming to increase revenue, expand your client base, 
or build long-term relationships, your financing strategy should support these objectives. 

 
x Revenue Growth: If your primary goal is revenue growth, consider offering financing 

options that encourage clients to purchase higher-tier packages or additional services. For 
example, you could offer extended financing terms for clients who commit to a larger 
coaching package. 

x Client Retention: Use financing as a tool for client retention by offering exclusive 
financing options to repeat clients. This can help build loyalty and encourage clients to 
continue working with you over the long term. 

x Market Expansion: If \RX¶UH looking to expand into new markets, tailor your financing 
RIIHUV�WR�WKH�VSHFLILF�QHHGV�RI�WKDW�PDUNHW��)RU�H[DPSOH��LI�\RX¶UH�HQWHULQJ�D�PDUNHW�
where clients typically have lower disposable income, focus on offering low-cost 
financing with longer repayment terms. 



 
Chapter 4: Launching and Marketing Your Financing 
Program 

Introduction: Bringing Your Financing Options to Market 

:LWK�\RXU�ILQDQFLQJ�RSWLRQV�GHVLJQHG�DQG�UHDG\�WR�JR��LW¶V�WLPH�WR�ODXQFK�\RXU�ILQDQFLQJ�
program and start attracting clients. However, simply offering financing LVQ¶W enough²you need 
to actively promote it to ensure that your clients are aware of the options available to them. In 
WKLV�FKDSWHU��ZH¶OO�FRYHU�VWUDWHJLHV�IRU�HIIHFWLYHO\�PDUNHWLQJ�\RXU�ILQDQFLQJ�SURJUDP��HGXFDWLQJ�
your clients, and integrating financing into your sales process. 

 
Educating Your Clients 

The first step in marketing your financing program is to educate your clients about the options 
available to them. Many clients may not be familiar with financing or may have misconceptions 
about how it works, so LW¶V�LPSRUWDQW�WR�SURYLGH�FOHDU�DQG�LQIRUPDWLYH�UHVRXUFHV� 

 
x Educational Content: Create educational content that explains the benefits of financing, 

KRZ�LW�ZRUNV��DQG�ZK\�LW¶V�D�JRRG�RSWLRQ�IRU�FOLHQWV��7KLV�FRXOG�LQFOXGH�EORJ�SRVWV��
videos, and FAQs on your website. 

 
 
 
 
 
 

 



x Client Testimonials: Use testimonials from clients who have successfully used your 
financing options to highlight the positive impact it can have. Real-life examples can help 
build trust and reassure potential clients that financing is a viable option. 

x Personalized Consultations: Offer personalized consultations where you discuss 
financing options with potential clients. This one-on-one approach allows you to address 
any concerns or questions they may have and helps build a stronger client relationship. 

Integrating Financing into Your Sales Process 

7R�PD[LPL]H�WKH�HIIHFWLYHQHVV�RI�\RXU�ILQDQFLQJ�SURJUDP��LW¶V�LPSRUWDQW�WR�LQWHJUDWH�LW�
seamlessly into your sales process. This means making financing a key part of your sales pitch 
and ensuring that clients are aware of their options from the very beginning. 

 
x Upfront Mention: Introduce financing options early in the sales conversation. Let 

potential clients know that you offer flexible payment plans that can make your services 
more accessible. This can help remove financial objections before they arise. 

x Flexible Proposals: When presenting proposals or service packages, include financing 
options as part of the offer. Show clients how different financing plans can make it easier 
for them to invest in your services. 

x Incorporate into Marketing Materials: Make sure your financing options are 
prominently featured in your marketing materials, including your website, brochures, and 
social media. This helps ensure that clients are aware of their options even before they 
reach out to you. 

 
 
 

Launching Your Financing Program 

When \RX¶UH ready to officially launch your financing program, a well-planned campaign can 
help generate excitement and attract new clients. Here are some strategies for a successful 
launch: 

 
x Email Campaign: Use your email list to announce the launch of your financing program. 

Highlight the key benefits and encourage clients to take advantage of the new options. 
Consider offering a limited-time promotion to incentivize early adoption. 

x Social Media Promotion: Promote your financing options on social media, using a mix 
of educational content, client testimonials, and promotional offers. Social media is a great 
platform for reaching a wider audience and generating interest. 

x Webinars and Workshops: Host webinars or workshops where you discuss the benefits 
of financing and how it can help clients achieve their goals. This interactive approach 
allows you to engage directly with potential clients and answer their questions in real- 
time. 

x Partnerships and Referrals: Leverage partnerships with other businesses or influencers 
in your industry to promote your financing program. This can help expand your reach and 
attract clients who may not have been aware of your services. 



Conclusion: Take the Next Step Toward Business Growth 
%\�QRZ��\RX¶YH�JDLQHG a comprehensive understanding of how client financing can transform 
\RXU�FRDFKLQJ�EXVLQHVV��<RX¶YH�OHDUQHG�KRZ�WR�DGGUHVV�WKH�FRPPRQ�FKDOOHQJHV�WKDW�PDQ\�
coaches and consultants face, prepare your business for financing, design attractive offers, and 
effectively market your program. But knowledge is only the first step²QRZ�LW¶V�WLPH�WR�WDNH�
action. 

 
Imagine the impact that offering financing could have on your business: more clients, increased 
revenue, and the ability to scale your operations without the constant struggle of chasing 
payments or discounting your services. With the strategies outlined in this book, \RX¶UH well on 
your way to achieving those goals. 

 
To help you implement these strategies and start seeing results, I invite you to sign up for a free 
WUDLQLQJ�VHVVLRQ�ZKHUH�ZH¶OO�GLYH�GHHSHU�LQWR�WKH�VSHFLILFV�RI�ODXQFKLQJ�D�VXFFHVVIXO�ILQDQFLQJ�
SURJUDP��,Q�WKLV�VHVVLRQ��\RX¶OO�UHFHLYH�SHUVRQDOL]HG�JXLGDQce tailored to your business, learn 
how to overcome any challenges you may face, and get access to exclusive resources designed to 
accelerate your growth. 

 
 
 
 
 
 
 

 



'RQ¶W let financial barriers hold you back any longer. Sign up for the free training today 
and take the next step toward building the thriving coaching or consulting business 
\RX¶YH�DOZD\V�GUHDPHG�RI� 

Click Here to learn more 
 
 

 
Or Call/Email 

David Rodgers 

Owlsfield Financial Corporation 

4901 Governor Printz Blvd, Unit 9479 

Wilmington, DE 19809 

(800) 670-0673 or (302) 426-4500 

Info@owlsfieldfinancial.com 


