
the desire to serve and contribute,
this will be abundantly obvious and
will have its own rewards.  Inevitably,
you will attract to you the kind of
business that reflects what’s impor-
tant to you and what you stand for.
At the same time it is important to
realize that your business is a sepa-
rate and distinct entity. Although it
reflects who you are, it isn’t you.
Your business is an organism that is
intended to serve you rather than
you serving it. 

What differentiates an entrepre-
neur from a small businessperson is
the way he/she thinks and behaves.
Entrepreneurs have a strong vision
and put energy into activities that
create growth and expansion. As a
coach you must have a “never say
die” attitude when it comes to busi-
ness practices. Igniting passion for
business and connecting to your
purpose is the fuel for growth.
Allowing the strong internal force
of drive—a mixture of desire, faith
and focus—to power your plans and
actions is vital. This may almost feel
like an obsession. Getting clear on
your purpose will tell you why
you’re doing all this in the first
place. Think about what Walt Dis-
ney did with his vision and purpose,

which was simply “to make people
happy.” Purpose for the folks over at
3M is “to solve problems innova-
tively” and it seems that they’ve
done that quite successfully.  

Entrepreneurs succeed because of
their focus and determination and
because they believe in their prod-
ucts and services. Go forth with a

healthy competitive desire to win
new business. Set out with firm
determination, harness your energy
and be prepared for anything as you
step into the unknown. Also, under-
stand clearly what your “product”
will offer. The product is really
about what the client feels when
they experience being coached.
Focusing on providing value, such as
hope, clarity and confidence, is a
sure fire way to win new business.

Entrepreneurs take risks, which
requires the ability to stay cen-
tered, with all resources at hand,
while still focusing on the big pic-
ture. Building a tolerance for risk is
easier when the vision is in focus.
Entrepreneurs also see an abun-
dance of opportunities and may
have a difficult time actually getting
started. The challenge here is to
stay focused and grounded. Don’t
forget to take time out to recharge
and to innovate, as it is crucial to
sustaining stamina and resilience.
Creative solutions and creative
thinking will spring out of a well-
balanced coach. 

Entrepreneurs do not work alone.
Developing a network of like-mind-
ed people boosts the entrepreneur-
ial spirit and keeps those creative

juices flowing. Networking, conven-
tions and seminars are ideal venues
for meeting these kindred spirits.
Excite, entice and engage those
around you. Get out there and tell
anyone and everyone about who you
are and what you do. Consider cre-
ating strategic alliances and partner-
ships with other professionals.

Coaches are often independent
professionals who work in isolation,
creating an extended community
will enhance and enrich your pro-
fessional life. Whatever you choose
to do, do it with energy and enthu-
siasm—it’s contagious!

The possibility of building a
strong, successful business starts
with you. Over and above all else it
requires a positive mental attitude,
firm determination and a willingness
to go the extra mile. The rewards of
entrepreneurship are many—free-
dom, independence, and a personal
sense of accomplishment. Born from
desire, tempered with faith and a
willingness to weather a few storms,
success is easily within reach!  •
Helen Tsotsos, ACPC, is the principal of
SUCCESS DYNAMICS, a Toronto based
coaching firm that inspires entrepreneurs to
think outside the box. She knows the joys
and challenges of being an entrepreneur; she’s
been one for 20 years.  Helen creatively
explores vision with her clients so they can
harness the energy of success through clear,
focused and purposeful plans of action.
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entrepreneur coach

“Building a tolerance for risk is easier when
the vision is in focus.”

“Get out there and tell
anyone and everyone
about who you are
and what you do. ”
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