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Welcome from  
Carey Peters! 
You’re about to embark on a unique 
mentorship experience, specifically designed 
to help you free up those unexpressed parts 
of yourself while touching more lives, making 
a bigger impact, and earning more money. 

The core of our work is that place where 
money and love, passion and profit, 
ambition and ease, and yes, even health and 
spirituality intersect. When we explore what 
it means to truly dance at that intersection—
fully engaged with our great work and fully 
engaged in our lives—we become aligned 
with our true selves. 

This is the path of mastery in life and 
business: aligning who you are with what you 
do. This is the journey we invite you to be on 
with us. Nourishing the soul of your business, 
putting your personal growth and skills 
on warp speed, and earning an incredible 
income doing what you love to do, which is 
changing people’s lives. 

By saying yes to this journey, you are putting 
yourself in the perfect position to have your 
life and work expand in beautiful ways. 
Community allows us to navigate it all with 
support, celebration, and depth! 

What you can expect from us is everything 
we’ve got to help you be successful, so 
that like our current graduates, a year from 
now you will look back on this moment as 
the best decision you ever made for your 
business and personal growth.

Shining the light in you,

Lead Instructor of Business Accelerator



A step-by-step foundational system that’s designed to 
help you get all the clients you desire, hit your income 

goals, and become a successful solopreneur.

Business Accelerator is your opportunity to accelerate 
your financial success so you can achieve that next level 
of prosperity you desire. Business Accelerator is different 

from your average business training.

It’s an action-oriented, business-building training where 
you’ll actively take steps to grow your income, get your 

ideal clients, and construct your business to scale. 

Business Accelerator’s proven formula will provide you 
with the tools and knowledge you need to create a 

highly lucrative business that maximizes the difference 
you’re here to make.

Introducing

Health Coach Institute © All Rights Reserved
www.healthcoachinstitute.com-  1  -



Business Accelerator is the premier business training for 
service-based solo and entrepreneurs. 

In the 9-month program, you’ll receive the tools and 
knowledge needed to create a highly successful, lucrative 

business—while making the impact you desire.

Business Accelerator is perfect for:

Health and Life 
Coaches

Chiropractors

Massage 
Therapists

Dieticians

Psychologists

Nutritionists

Personal Trainers

...and any service-based 
professional who is interested 
in building their business, 
accelerating their financial 
success, and achieving the 
prosperity of entrepreneurship.

Who Is Business Accelerator For?
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What You’ll Learn in Business Accelerator

Business Accelerator is a hands-on implementation training intended for those who 
wish to build their own private coaching, nutrition, or personal practice. The Business 
Accelerator Program contains in-depth lessons and training on business foundations, 
how to determine and set up your business model, and a 12-week Business Accelerator 
Challenge to push you past your comfort zone to reach your ultimate goals. 

The program includes a mix of in-depth go-at-your-own pace video lessons, plus live 
coaching sessions, including 9 personalized 1:1 coaching calls, 9 Mentorship Group 
Calls with Carey Peters, and 9 Group Empowerment Sessions you’ll experience 
through the course for ongoing guidance and support.

Here’s the breakdown of what you’ll learn inside the program:

ORIENTATION

Orientation is structured to support and prepare you for what’s to come inside the 9-month 
training to get the most out of the program. You’ll also get a special workshop with Top 
Inspirational and Emotional Intelligence Speaker, Jia Jiang on the easiest ways to build 
confidence and overcome rejection. 

Topics include: 
• Future vision and expectations 
• Birds eye view of the Business Accelerator system 
• Outcomes and assessment 
• Tour of the Learning Management System (LMS) aka your student dashboard
• How to book coaching sessions 
• Overcoming Rejection Workshop with special guest, Jia Jiang
• Live sessions calendar overview and 12-week Challenge introduction 
• Meet your Instructors

MODULE 1: Lay Your Foundation with Program Mentor, Susan Liddy

You’ll work on creating compelling copy for your Profitable Marketing Message (PMM) and 
get laser focused on how you talk about what you do and what you offer to potential clients. 

We’ll teach you how to clearly identify your niche based on market feedback, and how to structure 
your PMM, including the appropriate length and depth of content. In addition, you’ll learn precisely 
how to articulate the problems you solve for your clients, all while test driving your message by 
practicing it with your peers, and then eventually consulting your potential market. 

Module 1 also covers how to easily transition from Starter Packages to Premium Packages—
and how to price your offers. You’ll learn how to utilize 1:1 coaching as a base for your first 
business model: your Premium Package System. You’ll also take the first steps to become a 
Master of Enrollment, by developing an effective Opening the Relationship OTR conversation, 
building your email list, and overcoming objections.
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WEEK 1
Introduction to the Profitable Marketing Message
What it is, how to create one, and what makes a good PMM effective. 

Choose Your Niche Arena 
We’ll start exploring what a niche is, how to develop yours to get super clear with your 
messaging and who you’re serving.  

WEEK 2
Narrow Your Niche
It’s time to laser focus on your target market—and get clear on the audience you want to 
serve. You’ll learn how to find a market that is small enough for you to make a big impact, large 
enough to produce a profit, and where you can solve problems to get ultimate results. 

Research Your Market to Narrow Your Niche 
Learn the exact steps you need to take to research your market and collect data to determine 
your ideal target market, the common problems they have, and the ultimate results they want 
in order to narrow their niche. 

Bottom Line Your Niche
We’ll share the Bottom Line Your Niche technique, and how to use it to create compelling copy 
for your PMM—so what your clients get from working with you really shines through.
 

WEEK 3
Write Your Profitable Marketing Message 
We’ll do a high level review of the Profitable Marketing Message process and the progress 
you’ve made, then work on converting your Bottom Line statement into your Profitable 
Marketing Message. 

Play with Market Resonance 
In this lesson, you’ll learn everything you need to know about resonance. What it is, how to 
incorporate it into your Profitable Marketing Message, and why it can make or break how your 
message is received. In addition, this week’s interactive Skills Lab is where you’ll state your final 
Profitable Marketing Message with full resonance in real time—and get valuable feedback from 
your partner!
 

WEEK 4
Taking the Fear Out of Marketing
We’ll show you how to take the fear out of marketing (hint: it’s easier than you think) and share 
what we like to do to make it fun and enjoyable—and how you can too! 

Seven Simple Marketing Strategies 
The name says it all! We’ll share seven simple marketing strategies our very own Empowerment 
Coaches use to get clients and grow their businesses. Get ready to level up your marketing with 
strategies that make it easy.

Health Coach Institute © All Rights Reserved
www.healthcoachinstitute.com-  4  -



WEEK 5
Introduction to Premium Packages 
We’ll outline the components of Premium Packages, and share the five foundational principles 
for designing successful Premium Packages. As further inspiration, we’ll review a bestselling 
Premium Package designed and marketed by one of our very own graduates. You’ll leave this 
lesson ready to dive right in! 

What Makes a Package Great We’re introducing the Premium Packages  
Self-Assessment Tool in this lesson, a fundamental exercise for isolating the key components of 
your packages. We’ll also touch on the different phases of business, and get clear about what 
your intrinsic value is—and the role it plays in your business. 

Your Phase of Business 
Learn all about sustainability and setting intentions. We’ll detail the different phases of business 
and give you the tools you need to clearly identify which phase of business you are in—and the 
steps you need to take to sustainably grow your business. 

Fun Types of Packages 
We’ll do a quick recap of what you’ve learned so far, and share three different package types 
you can design for your business—because packages can be fun! We’ll teach you the guidelines 
for choosing the right type of packages for your phase of business and much more.
 

WEEK 6
Show me the money! 
We’ll help you break through money beliefs that are keeping you stuck—and preventing 
you from setting prices. Find the freedom you need from disempowering money beliefs in 
preparation for designing and pricing your packages.

Hello Ultimate Result—We Meet Again 
It’s time to revisit the ultimate result, but this time for your packages. We’ll take a deep dive 
into the factors that go into pricing packages and how to identify bottom line ultimate results 
to inform upcoming pricing decisions. 

Price Your Packages
We’ll detail the factors that go into pricing—how to make starter decisions on your package prices.

WEEK 7
Your Package Benefits and Elements 
We’re going to cover everything from package elements, package benefits, package bonuses—
and how to tie everything together for a package that wows potential clients. This lesson is 
chock-full of information that you will use again and again!  
 
Finalize Your Packages 
By the end of this lesson, you’ll literally see your packages—from name to pricing and 
everything in between. Wondering how you will align your package title, benefits, and ultimate 
result? We’re covering that here as well.
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WEEK 8
More Fun with Marketing, an Introduction to the List Building Funnel 
Get a clear understanding of what it means to build a list, in addition to the five foundational 
principles of list building and creating a funnel. We’ll also cover how to nurture and leverage 
your lists to boost your marketing. 

Share the Love with a Free Gift 
We’ll be outlining offering free gifts (aka freebies, opt ins, or downloads) as part of your list 
building funnel, and we’ll share the different types of free gifts you can offer.

Love up Your List Building
We’ll detail how to keep your subscribers engaged by nurturing the relationship, keeping in 
touch—and inviting them to enrollment consultations. We’ll give you everything you need to 
“court” your list and make them feel valued. 

WEEK 9
Introduction to the Master of Enrollment 
Learn the steps to designing a successful Master of Enrollment system—and why creating this 
type of conversation is key to enrolling potential clients into your program while giving value 
and service. 

What Makes a Great Master of Enrollment 
We’ll walk you through the components of a compelling consultation offer in this content 
driven lesson. We detail every step, and include the “why” behind the actions you’ll take in 
creating your own script.

Design Your Enrollment Consultation Offer 
Now that you know the steps, it’s time to design your own consultation offer! Using the key 
components you learned in previous lessons and our comprehensive worksheet, you will follow the 
formula and create your first consultation offer, testing it in real time with your peers. It’s a win/win! 

Establish Rapport and Leadership 
Learn how to establish leadership and rapport in your enrollment consultation conversations. Doing 
so is the fastest way to keep your potential clients engaged and interested in learning more.
 
 
WEEK 10
Establish the Gap Overview 
Learn the “five whys” method of asking the right questions to get to the heart of what your 
potential client truly wants. This innovative system, while used sparingly, can be the key to 
helping your client reveal—and feel—what they really want, paving the way for the next steps in 
your enrollment consultation. 

How to Establish the Gap 
Being able to establish the gap is the most important part of your enrollment consultation. 
Why? If there is no gap then there’s no reason to hire you. However, when your potential client 
is in touch with the gap, they become more motivated to close the gap and get your help to do 
so. We break down each step to establishing the gap.
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WEEK 11
How to Close the Gap 
Closing the gap is the part of the enrollment consultation where you show your potential client 
how you and your services can help them overcome their challenges and get to the place they 
want to be. We’ll outline the steps you need to successfully close the gap with potential clients 
time and time again. 

How to Transform Objections 
This lesson is all about the dreaded “but”—you know, what happens at the end of an enrollment 
consultation after you have invited your potential client into working with you…when they say 
they’d really love to work with you, “but”. In this lesson we will share why these “buts” happen 
and give you scripts to transform them into opportunities for your potential clients to cement 
their commitment to what it is that they really want. 

How to Sign Them Up 
After transforming objections, one of two things needs to happen—either you need to sign up 
your new client or schedule a follow up call. We outline the steps you should take in both of 
these scenarios, and provide examples of how to implement the process in a smooth, seamless, 
and professional manner.
 

WEEK 12
Shama Hyder, trailblazing entrepreneur and visionary business strategist, is your Business 
Accelerator special guest instructor this week! 

Step away from our traditional content for a masterclass in building your brand and establishing 
yourself as a thought leader. 

Build a Compelling Personal Brand
Shama details the foundational principles for building your brand, engaging with potential 
clients, growing your business, and having a career that you really love. Each one of the five 
video components of this lesson are chock full of actionable content that you will use again and 
again as you move through Business Accelerator and launch your business.  
 
Establish Yourself as a Thought Leader 
Shama will teach you the strategies you can use to clearly identify the demographic you serve 
and establish yourself as a thought leader. You will learn how to set yourself apart from others 
in your field and consistently create content that speaks to your target audience. 

MODULE 2 : Lay Your Foundation with Program Mentor, Carey Peters

In Module 2, we offer a variety of business models for you to choose from, including Online 
Courses, Live Streams, Retreats, and Online Marketing. Once you’ve learned these, you can 
apply the concepts in a variety of other models. During these lessons, you’ll learn to narrow 
your focus and choose one business model to focus on. You’ll then work on creating the 
technical components of your business, your planning/calendars and delivery resources, 
and introduce these new factors into your conversations with leads—leading to increased 
conversions. This in turn will help drive prospective clients to your business model.
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WEEK 1
What is a Business Model 
We launch module two with this comprehensive introduction to business models. The basic 
definition of a business model is “how you plan to make money.” We’ll define what a business 
model is and why it is important, introduce four business models that you can choose for 
your business, and share the foundation principles for defining a great business model. 

What Makes a Great Business Model 
We’ll cover the pieces and parts of what makes a great business model. You’ll get a clear 
understanding of what makes a business model great, so that you have the confidence to 
make your business actionable, doable, sustainable, and aligned with your goals. 

Define Your Business Model 
Take a deep dive into each business model to help you choose and define the best business 
model for you. We’ll review revenue projections, time commitment to deliver, and the 
marketing complexity of each business model as well as walk you through the assignment to 
choose and define your business model.  
 
 
WEEK 2
Goal Setting and Planning 
Setting goals is one of the most important things you can do to achieve things in your 
personal or professional life. Well defined goals make decision making easier, and keep you 
motivated and focused. In this lesson, we will outline why goal setting is so important, the 
definition of SMART goals, and how to use our comprehensive worksheet to set revenue and 
enrollment consultation goals. 
 
Create Your Marketing Plan 
Now that you have your business model defined as well as your revenue, opening the 
relationship, and enrollment consultation calendar created, you need to consider how you are 
going to market your business. In this lesson, we are going to share the different marketing 
mindsets, and the steps to creating a marketing plan.
 
 
WEEK 3
House Party 
When was the last time you threw a house party? We share how this fun and innovative 
marketing strategy is easily implemented with great results. We will detail what a house party 
is and share the benefits, walk through the house party pre-implementation checklist, and 
wrap up with a walk through of the house party implementation checklist. This step-by-step 
process is very nearly foolproof! 
 
Client Referral Strategy 
Client referrals are the holy grail of any business. In fact, many business owners have a 
thriving business based largely on client referrals. For some business owners, referrals 
happen spontaneously as a result of doing good work. In this lesson, we will share what the 
client referral strategy is, how it works, the amazing benefits, and how you can implement it 
in your business. 
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Personal Email Outreach
This strategy is about reaching out to your network of friends, family, colleagues, and 
graduated clients to announce you are up to something big! You can introduce your services, 
share something new you are about to offer, ask for referrals, and offer consultations to hear 
more. This outreach strategy is especially valuable if you have not yet let everyone in your 
network know about the work you are doing. In this lesson, we will detail everything you 
need to know to use this strategy for great results! Market 

Interviews and Surveys 
This strategy is about conducting short interviews with people in your target audience, so 
that you can get a deeper understanding of your market and what they want—as well as 
create possibilities for gaining new clients

WEEK 4
Networking and Referral Partners 
This marketing strategy is about establishing key relationships with other business owners 
within your industry and/or who serve your same market in different ways than you do. When 
utilizing this strategy, you quickly build rapport by having heartfelt conversations and sharing 
stories of inspiration about your successful clients and create business referral partnerships 
to “refer” new clients to you and promote your work (and vice versa). 
 
Online Speaking
This marketing strategy works by getting booked for online speaking gigs where the 
organizer has an existing audience (which happens to also be your market). When utilizing 
this strategy, you will invite the audience to take the next step with you. Examples include 
podcast interviews, being a guest on summits, and doing a free talk or workshop for an 
existing group, organization, association. 

Social Media 
Social media marketing is the use of social media platforms to connect with your audience 
to build your brand, establish relationships, promote your services, and increase sales. 
This involves publishing great content on your social media profiles, pages, and/or groups, 
listening to and engaging your followers, and tracking your results. We’ll walk you through 
what you need to do to get great results! 
 
 
WEEK 5
How to Use Email Marketing to Get Enrollment Consultations 
In previous lessons you learned how to use a free gift and to build an email list as a “catch 
all” for the rest of your marketing, as a place to hold people who have heard your message 
but haven’t booked an enrollment consultation call or become a client. Now that you have 
these people on your list, if you nurture them, the chances of them converting to enrollment 
consultations and becoming clients is much higher than if you don’t. 
 
How to Create a Content Calendar
We’ll detail how to plan a nurture sequence and create a corresponding content calendar for 
that nurture email sequence. Your nurture sequence is invaluable to your business. Once it is 
up and running, it will automatically care for everyone interested in you and your business, 
growing those relationships, driving conversions, boosting client satisfaction, and saving you 
an incredible amount of time.
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WEEK 6
The Soft Launch 
In this lesson, we are talking about how to use soft launches to sell online courses. Even if you 
are not planning to do soft launches as part of your business model, we highly encourage 
you to complete these lessons. Everything taught here aligns with all that you have been 
learning—and takes that learning to a deeper level. 

Sales Page and Sell Sequence 
A sales page is the page that you will direct people to get all the information needed to 
purchase your course. In order to have a successful launch, you need a successful sales page. 
We’ll outline in detail how to create a sales page for your course and the sell email sequence 
that you will use to promote it to your new launch list.  

Lead Magnet Opt-in Page and Nurture Sequence 
The sole purpose of a lead magnet opt-in page is to have potential (ideal) clients and 
customers give you their email address—so that you can build a relationship with them via 
email communication. In this lesson we will outline the steps to take to create a compelling 
lead magnet opt-in page and nurture sequence.

WEEK 7
Challenges
We’ll detail how to conduct an online event that teaches something specific over the course 
of one to five days. This is a great marketing method to use in a soft launch, and as part of a 
soft launch, your marketing to fill the challenge is built-in. This method is an excellent way to 
nurture and engage your list as a pre-sell to an online course.
 
 
WEEK 8
Increase Your Influence
Take a deep dive into creating and amplifying your intellectual property—taking the ideas you 
have and putting them into motion—for maximum impact. You create trust with your audience 
by giving them value, and in these three videos, Shama shares how to find and develop 
intellectual property that will resonate with your audience, create trust, and increase your 
influence.

Generate Better Results
Shama Hyder will detail how to harness your growth to get better results as you build your 
business. This is a three-part video series, in which she outlines how to implement the ACT 
methodology (attract, convert, transform), two levels of conversion equations, and powerful 
practices to create, sustain, and build momentum as your business grows. These are real-
world, actionable methods that apply to any business or profession that is built on client 
engagement and growth.
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WEEK 9
Ultimate Result System 
Learn how to design a repeatable step-by-step method (program) for each of your packages 
that guides your clients to the ultimate result they invested in your package to get. This 
system is the simple series of steps that get your client to the ultimate result that your 
package is promising. In addition, we will give you detailed examples of what this looks like 
to help you as you create your own system. 

What Makes A Great Ultimate Result System
We’ll outline the pieces and parts of what makes a great ultimate result system. The truth is, 
long lasting change can’t be forced. It just doesn’t work with the human brain. As you design 
the package one ultimate result system for your packages, it is essential to keep this in mind. 
By the end of this lesson, you will have a clear understanding of how to design your package 
to lead to a good win with your clients—a win that will give them solid footing to enroll into 
your next package.
 

WEEK 10
The Client Journey
We’ll focus on tuning in to your client’s journey as they progress through your ultimate 
results systems and from one package to another in your package funnel. After working with 
clients long enough, you begin to notice the patterns of subtle or sometimes not so subtle 
emotional arc in your working relationship. When you are aware of these fluctuations, you 
can more easily manage your own emotions and you can then also be a better leader in the 
relationship with your clients. 

Create Your Ultimate Results System
We’ll walk you through designing the ultimate result systems for your packages. Designing 
your ultimate results system will help you tremendously, because you will then have a core 
process you can follow over and over again, and even improve over time. This allows you 
to be confident in the delivery of your packages and it gives you much more mojo and 
confidence in the marketing and the enrollment part of your business as well.
 
 
WEEK 11
Turn your Ultimate Result System Into a Program 
Now that you have your ultimate results systems defined, you will want to convert them to 
programs and courses that you will deliver. In this lesson, we will walk you through each step for 
converting those incredible ultimate result systems into programs you can deliver to your clients. 
This lesson also includes a detailed handout to guide you through every step of the way. 

How to Coach 1:1 and Group Programs 
Now that you have your course or program designed, you will want to create your support 
materials and/or build out your session outlines or workshop/livestream agendas. One of the 
simplest but most powerful ways to add value to your lessons (and your course) is to add 
done-for-you materials that provide your clients with extra support. In this lesson, we’ll walk 
you through creating and implementing a variety of support materials as well as provide a 
handy worksheet for you to use while doing so.
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Creating VIP Days, 1-Day Livestreams and Retreats 
We know that some of you really enjoy working in-person with your clients, or you like 
dedicating focused time to accomplish more in a shorter period of time. Intensives and 
VIP days are great for this, and it is great for your clients at any level, whether they are just 
starting out, or seeking to reach to the next level with your support.

 
WEEK 12
Client Delivery Resources
Have you ever thought about what it really takes to help a client get results? To help your 
clients get results consistently takes more than being masterful at what you do. It also takes 
you creating an environment of success for them. In this lesson, we want to stimulate some 
new ideas. We want you to be creative in how you can create a positive environment of 
support for your clients to step into, with some carefully selected resources. 

The WOW Factor 
This lesson is all about bringing premium surprise and delight to your clients. This is done by 
adding an extra surprise touch or something personalized that your client might not expect. 
The beauty of this is that you do not need a lot of these. You can give your client perhaps 
one to three wow factors during the time you are working together, depending on the work 
you do and what feels right.

MODULE 3: 12-Week Business Accelerator Challenge with Program Mentor, Rasul Davis

Module 3 is where everything comes together for practical application via a 12-week 
challenge. You’ll start this one-of-a-kind, business building intensive by adding to the 
foundation you established in Module 1. Then, you’ll reinforce the practical components 
of the business model you picked from Module 2. Lastly, you’ll set goals for yourself and 
achieve them by utilizing all of the knowledge and skills you’ve amassed since the start of 
your program. In the end, you’ll have a business system that works for you—one that is easily 
adaptable, repeatable, and scalable.

 
WEEK 1
Tracking 
Get a comprehensive overview of tracking—what it is, why it is important, and how you will 
implement it in your business. Tracking is what allows you to be present in the moment and 
truly serving the client you are working with. It helps you dial in your results effectively and 
highlights what’s working (and what isn’t). This often overlooked tool will be key in helping 
you create your success—you don’t want to miss this lesson!

Fundamentals Fundamentals
We’ll go back to basics, reinforcing concepts you have already learned and tying them into—
you guessed it—tracking. We will apply the law of large numbers to your PMMs, OTRs, and 
client generating activities in an equation that works time and time again. 
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Call to Action 
Your call to action this week is designed to get you into immediate action by choosing the 
tracking method you prefer and tracking for a solid week and then analyzing your results. 
This is all about practice before perfection, and the perfect way to identify which tracking 
method works best for you. 
 
 
WEEK 2
What’s Your Vision? 
In this lesson, we start at the beginning—the “why” behind your vision. It is more than just 
picturing it in your mind. It is about putting pen to paper and mapping out each step. When 
you have everything in black and white, it is easier to narrow your focus, enhance the details, 
and make adjustments. 

Begin With the End in Mind 
You will center yourself and work on designing your vision in this lesson, envisioning exactly 
what you would like to be experiencing daily. This is where you will incorporate the figures 
from your income producing activities and ensure that they are in alignment with your ideal 
lifestyle and workstyle. 

Call to Action 
Your call to action this week is to write out or draw a representation of your ideal lifestyle 
and workstyle and review it daily so you can stay on track with creating it. 
 
 
WEEK 3
Diagnosis 
Now that you have tracked your income producing activities and gotten a clearer vision 
of what you are creating, it is time to clarify if what you’re doing is working or not. More 
importantly, we are going to outline how to complete this process without negative 
judgement on ourselves or others—especially prospective clients. This lesson is where you 
will learn how to pivot, adjust, and make changes in how and what you offer in a way that 
feels good.  
 
The Diagnosis Process 
We’ll walk through a step-by-step process for strategy evaluation and diagnosis, asking critical 
questions such as “ Is my strategy going to help me create my vision?” and “What’s working 
(or not working) and why?” It is essential to master this skill while removing emotion from the 
equation so that you will be able to keep your goals solid, and be flexible on the path to getting 
there. 

Call to Action 
Your call to action this week is to take your chosen strategies and put them to work! Then, 
track your results and share with you classmates in the Student Dashboard.
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WEEK 4
Investment 
This lesson is all about the investment for your dream lifestyle and workstyle. We will have 
you evaluate your daily experiences and encounters to really break down how others 
invested their time, energy, and money to make them happen—whether good or bad. Your 
takeaway will be a deeper understanding of what investments of time, energy, and money 
you are willing to make for your vision. This is what will guide your goals and vision. 

Get Real With Yourself 
It’s time to get real in this lesson, as we share the key questions you will need to ask to get to 
the heart of what your investment should be. It is a reality check with some honest talk and soul 
searching thrown in—and how you will get the answers you need. You don’t want to miss it! 
 
Call to Action 
Your call to action this week is to put pen to paper and document your investment as well as 
the steps you will need to get there. 

WEEK 5
Focus 
We’ll outline how focusing on activities vs. outcomes can help you achieve success more 
quickly with the least amount of drama. In addition, we break down the differences between 
internal locus of control vs external locus of control.
 
Activities Vs. Outcomes 
We’ll ask the question, “What are you making things mean about you?” (you might be 
surprised by the answer). In addition, we share why focusing on outcomes is actually outside 
your locus of control—and why focusing on your activities is right in the middle of your locus 
of control. 

Call to Action
Your call to action this week is to take a hard and honest look at your business and check 
where most of your focus is. Then, ask yourself if that’s where you want to be and if not, what 
you can do to change it. Once you have identified that, make the changes. 
 
 
WEEK 6
Quality vs Quantity 
In this lesson, we outline how to know and track your numbers, and the importance of 
treating people like people—instead of numbers. We also dive into the “head vs heart” 
mentality in business...and in life. Lastly, we share how you can slow down to speed up. 

Heart Centered Sales Flow 
It’s all about the numbers in this lesson. We are detailing the typical breakdown and percentages 
for both a traditional sales flow vs a people centered/heart centered sales flow, and the results 
may surprise you! We also share why you, operating as a service based professional, find the 
most value in discovering and building relationships with your potential clients. 
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Call to Action 
Your call to action this week is to set an intention to focus on being a real blessing to 
everyone you meet at the beginning of each day. In addition, we would like you to track 
your Quality Conversations to your Profitable Marketing Messages to your Opening the 
Relationship conversations to a clear yes or no. 
 
 
WEEK 7
Obstacles
We’ll demystify the role that obstacles play in building your business and creating the 
lifestyle and workstyle you desire. The truth is, obstacles are a gift and key to your growth 
and success. You’ll leave this lesson with a deeper understanding about what to do when 
obstacles pop up and things don’t go as planned.  
 
Surfing Through Obstacles 
Learn why overcoming obstacles isn’t always the most important thing—in fact, expecting 
obstacles and even planning for them can provide valuable feedback and opportunity for 
growth. You’ll be surfing through obstacles in no time!  
 
Call to Action 
Your call to action this week is to take pen to paper and write down all the obstacles you can 
think of to stop you from doing your income producing activities. Then, you will write out 
how you can and will overcome them when they happen. [Hint: it involves curiosity  
and innovation!]

 
WEEK 8
Questions 
We’ll detail what happens in your brain (and your potential client’s brain) when asking and 
answering questions. Knowing what questions to ask and how to ask them can play a key 
role in your success.   
Questions and Curiosity 
What do questions have to do with curiosity—and why does it matter? We answer that 
question and more in this lesson, including how asking your potential clients honest 
questions helps them qualify (or disqualify) themselves from working with you. We also 
reveal where you can get your questions from—prepare to be surprised! 

Call to Action 
Your call to action this week is to practice being curious and ask questions of everyone you 
come in contact with for fun and profit. In addition, you can journal what happens when you 
ask questions inside of you and your potential clients’ behaviors.  
 

WEEK 9
Diffusing Pressure 
We’ll outline the importance of recognizing when and where pressure can arise. 
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Be About your Client’s Goals—Not Your Own 
The fastest way to get the results you want is to let go of your needs/goals and be all about the 
needs/goals of your potential clients. When you focus on what your potential client wants or 
needs, trust is built. Pressure on both sides is diminished, and there is no sense of desperation.

Call to Action 
Your call to action this week is when you are stating your PMM or having an opening the 
relationship conversation, notice when you’re feeling like you need this person standing in 
front of you. Just notice it, without making it mean anything about you or them, simply let it 
be there. 

WEEK 10
Letting Go of Your Need
Learn how our brains are hard-wired to make us feel safe and secure. This is why when you 
put your needs on hold, and focus on the needs of your potential client, it’s a wonderful gift. 
Learn how to deepen the conversation, connection, and give potential clients a major AHA 
moment about working with you.  
 
Integrity and Selfless Service 
Learn tools and techniques to let go of your own needs and focus on the needs of your 
potential client, so you’re able to come from a place of integrity and selfless service. 

Call to Action 
Your call to action this week is to notice how everybody (including yourself), is focused on 
their life, problems, etc. and not who they are engaging with. Practice being in conversation 
and letting the other person have the spotlight, without feeling the need to interrupt, agree, 
disagree or give advice.  
 

WEEK 11
Stay Curious 
In this lesson, we’ll share how to awaken and embrace your curiosity—and how to use your 
curiosity to move forward powerfully in your business. 

Gamify Your Business 
In our current digital age, gamification is present in more than you realize. Gamification 
of even the most mundane tasks turns them into something enjoyable and rewarding. It 
only makes sense then to apply it to your business! In this lesson, we will detail how to use 
gamification to spark curiosity, and elevate your business activities. 

Call to Action 
Your call to action this week is to look for (and implement) ways to gamify your business 
activities. Explore how you can make it more like a game that you can win. 
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WEEK 12
Rinse and Repeat 
One of the key foundations for success in anything you do is “Whatever principles you use to 
be successful is what you’ll have to keep doing to stay successful and grow.” It seems simple, 
right? The businesses that succeed, and continue to succeed, are the ones that hold true to 
that foundation. Find what works for you, and keep doing it—rinse and repeat. 
 
Consistency is King 
Make the business habits you’ve built a permanent part of your roadmap to success. The 
beauty of your growth throughout this program is that you’ve witnessed how each step 
counts, makes sense, and is an integral part of the process. 

Call to Action 
Your call to action this week is to check your workflow and see what may be unnecessary—or 
where you can apply leverage. In addition, double down and make sure that you’re willing to 
commit to doing the things to build and grow your business consistently and give them at 
least 90 days to come to fruition. And then...you guessed it—rinse and repeat.

*Each month of content includes multiple video lessons within it so you can go  
at-your-own-pace, on the schedule you choose 
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Throughout Your Year in  
Business Accelerator You’ll Receive:

9 Private 1:1 Business Coaching Sessions With Your 
Business Accelerator Coach
 
You’ll be supported in monthly, 50-minute one-on-one 
calls to clarify your plan, review your progress and receive 
hands-on support so you can attain your dream coaching 
income at an accelerated speed.

9 Business Mentor Live Calls with Carey Peters
 
We know it takes work to build a thriving, soul-filling, 
good for the world business. The good news is that you 
don’t have to go it alone and it can be FUN along the way! 
You’ll connect with mentors including Carey Peters each 
month to ask questions and get coached on your Business 
Accelerator journey.

9 Group Empowerment Coaching Calls with Rasul Davis
 
Each month, Business Accelerator Coaches will roll up 
their sleeves and work with you and your peers directly 
on your businesses, giving you an actionable strategy for 
your fastest path to clients, revenue, and business growth. 
In these online group mentoring sessions, you’ll have the 
opportunity to be coached 1-on-1 “hot seat” style!
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Meet Your Instructors
Carey Peters is a National Board Certified 
Health and Wellness Coach (NBC-HWC), 
Co-Founder of Health Coach Institute and 
co-creator of Become A Health Coach and 
Business Accelerator programs.

Since becoming a coach over 14 years ago, 
Carey has founded and co-founded five 
coaching businesses, including Health Coach 
Institute, Empowered Education, Holistic MBA, 
CoachToolsToGo.com, and Elevate: A Lifestyle 
Makeover, growing them to 6-figure, 7-figure 
and 8-figure revenues and training over 21,000 
coaches from over 30 countries.

Carey’s been featured in Forbes Magazine, New 
York Magazine, Fitness Magazine, The Chicago 
Tribune, The Huffington Post, and more. 

Currently based in Chicago, Carey holds a 
Bachelor of Fine Arts in acting from DePaul 
University. She’s married, has a beautiful 5 
year old daughter and in her spare time loves 
theater, improvisation, music, and art.

Rasul Davis is a Master Life Coach, 
successful Become a Health Coach and 
Coach Mastery graduate, as well as a 
Functional Nutrition Alliance Full Body 
Systems grad. 

Rasul helps entrepreneurs and 
professionals get clarity, so they can make 
real change, by helping them manage 
their minds and emotions. He’s coached 
doctors and young adults coming out 
of addiction and recovery for Promises 
Behavioral Health in Santa Monica. 

With 10 years of experience as a coach, 
Rasul uses deep transformational 
coaching to help students get truly clear 
on what’s important to them.

* Business Accelerator guest experts also include Jia Jiang on how to overcome rejection and 
Shama Hyder on how to master digital marketing.

CAREY PETERS

RASUL DAVIS

Lead Instructor of 
Business Accelerator

Business Accelerator 
Program Mentor
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Susan Liddy brings more than 20 years 
of experience to designing and facilitating 
comprehensive training and coaching programs 
with an emphasis on building the knowledge 
and confidence of adult learners, delivering 
coaching and training that help individuals and 
companies achieve goals in measurable ways, 
and motivating and inspiring others to do and 
BE their best.

As an accomplished multiple 6-figure business 
owner, Susan has designed and delivered 
blended coaching and learning strategies 
that include instructor-led courses, eLearning, 
webinars, and events for upwards of 200 
learners, in addition to personally coaching over 
1,000 clients for over 10,000 hours through her 
training programs.

SUSAN LIDDY
Business Accelerator 
Program Mentor 

Business Accelerator Guest Experts Include:

SHAMA HYDER

JIA JIANG

CEO of Zen Media and 
Best-Selling Author

Owner of Rejection 
Therapy, Author

Shama Hyder is a visionary strategist for the digital 
age, a keynote speaker, a bestselling author, and the award-
winning CEO of Zen Media—a global marketing and digital 
PR firm. She has been named the “Zen Master of Marketing” 
by Entrepreneur Magazine and the “Millennial Master of the 
Universe” by FastCompany.com.

Jia Jiang is the owner of Rejection Therapy, 
a website that provides inspiration, knowledge, 
and products for people to overcome their fear of 
rejection. He is also the CEO of DareMe, a company 
that teaches people and trains organizations to 
become fearless through rejection training. In 2015, 
he authored the Amazon bestselling book, Rejection 
Proof: How I Beat Fear and Became Invincible Through 
100 Days of Rejection and was one of the most viewed 
TED Talks of 2017.
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Go all in on your business and start your Business Accelerator 
journey today. Contact us to learn about current promotions, 

bonuses, and payment plans. 

CALL US AT 1-844-226-3328 
or Contact Your Program Specialist

Ready to Join 
Business Accelerator?

https://enterprise.appointmentcore.com/guest/book/HkqS4wgF
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