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Module	10:	Practice	Building	for	Longevity	Coaches

Clarity	about	who	you	are	as	a	longevity	coach	helps	you	feel	grounded,	speak

with	 confidence,	 and	 build	 a	 sustainable	 practice.	 In	 this	 section,	 you	 turn	 your

background	into	a	simple,	ethical	description	of	your	work.

From	Background	to	“Lane”

Start	by	listing	your	roots:

Clinical-adjacent:	nursing,	nutrition,	rehab,	health	education.

Fitness/performance:	personal	training,	somatics,	athletic	coaching.

Corporate/education:	HR,	teaching,	leadership,	learning	design.

Spiritual/ritual:	yoga,	meditation,	energy	work,	ceremonies.

Then	add	your	real-life	experience	with	aging:	caring	 for	elders,	 facing	your	own

diagnosis,	or	navigating	midlife.	This	blend	becomes	your	lane	in	holistic	longevity

coaching.

Stay	aligned	with	boundaries	by	naming	in	plain	language:

What	 you	 do:	 education,	 habit	 design,	 group	 and	 ritual	 facilitation,

supportive	accountability.

What	 you	 do	 not	 do:	 diagnose,	 prescribe,	 provide	 therapy,	 or	 manage

medical	treatment.

Defining	Your	Longevity	Niche	and	Ideal	Client

Choosing	 a	 clear	 niche	 makes	 your	 practice	 easier	 to	 run	 and	 more	 effective.

Instead	of	 “everyone	who	wants	 to	 age	well,”	 you	 support	 a	 specific	 group	 in	 a

specific	 situation.	 A	 strong	niche	 is	 simply	 a	 pattern	 you	 recognize	 repeatedly—

shared	struggles,	shared	life	transitions,	or	shared	goals.

Practical	Methods	to	Identify	Your	Niche

Map	your	past	roles	and	lived	experiences.

Ask:	 “Which	 communities	 have	 I	 already	 supported	 or	 belonged	 to?”

Examples:	 caregivers,	 teachers,	 executives,	 perimenopausal	 women,	 digital

nomads,	athletes,	chronically	stressed	professionals.
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Track	real	conversations.

Review	 past	 clients,	 friends,	 or	 colleagues	 who	 naturally	 come	 to	 you	 with

wellness	 questions.	 What	 themes	 repeat?	 Energy	 crashes,	 sleep	 disruption,

burnout,	metabolic	shifts?

Define	one	‘high-leverage’	problem	you	understand	deeply.

Examples:	–	“People	in	transition	(divorce,	menopause,	retirement)	struggling

with	consistency.”	–	“Leaders	burning	out	despite	good	intentions.”	–	“Parents

balancing	caregiving	with	their	own	aging	process.”

4.	Identify	the	life	context	that	shapes	their	behavior.

Niche	becomes	clearer	when	you	add	context:	–	“Midlife	professionals	working

remotely.”	 –	 “Women	 navigating	 hormonal	 changes	 while	 leading	 teams.”	 –

“Men	over	40	rebuilding	metabolic	health	after	years	of	stress.”

Notice	what	you	enjoy	supporting	most.

A	sustainable	niche	is	one	you	feel	energized	by—not	drained.	Pay	attention	to

sessions	where	you	feel	“in	flow.”

Validate	through	testing.

Share	 three	 sample	 niches	 with	 your	 audience	 and	 see	 which	 one	 gets	 the

strongest	resonance	or	referrals.

Benefits	of	a	focused	niche	include:

Income	and	stability:	specialized	programs	with	clear	outcomes	are	easier

to	price	as	packages	than	general	hourly	coaching.

Referrals	and	visibility:	people	remember	and	recommend	you	when	they

can	describe	you	in	one	sentence,	such	as	“They	help	midlife	caregivers	stay

healthy	while	looking	after	aging	parents.”

Sharpened	methods:	you	can	design	 tools,	 language,	and	 journeys	 that	 fit

your	group’s	real-world	challenges	and	track	progress	more	clearly.

Crafting	a	Distinct	Longevity	Value	Proposition

Your	value	proposition	 is	a	one-	or	 two-sentence	promise:	who	you	help,	what

longevity	challenge	they	face,	and	what	can	feel	different	after	working	with	you.

Methods	to	Clarify	Your	Value	Proposition

Gather	client	language.

Look	at	how	your	audience	actually	describes	their	struggles:	“I	feel	drained,”

“My	body	isn’t	bouncing	back,”	“I	want	to	age	without	losing	myself.”	Use	their

words—not	jargon—as	raw	material.
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Identify	your	signature	angle.

Ask:	 “What	 do	 I	 naturally	 emphasize	 that	 others	 overlook?”	 Possibilities:

nervous	 system	 literacy,	 identity	 transitions,	 nature-based	 habits,	 somatic

rituals,	lifestyle	redesign,	systems	thinking.

Choose	one	central	outcome.

Strong	 value	 propositions	 don’t	 list	 10	 benefits.	 They	 anchor	 around	 one

theme:	steadier	energy,	sustainable	habits,	more	regulated	stress	cycles,	or	a

personalized	longevity	roadmap.

Fill	in	the	Who–Problem–Outcome	formula.

Draft	 three	 different	 versions	 and	 choose	 the	 clearest	 one.	 Keep	 outcomes

concrete:	 “better	 sleep,”	 “weekly	 structure,”	 “less	 overwhelm,”	 “more

stability,”	“more	capacity.”

Test	for	clarity.

Say	 your	 value	 proposition	 aloud.	 If	 you	 stumble,	 shorten	 it.	 If	 people	 ask

“what	does	that	mean?”—simplify.

Keep	it:

Non-medical:	no	claims	to	treat,	cure,	or	reverse	disease.

Specific:	name	the	people,	the	situation,	and	everyday	outcomes.

Distinct:	 show	 your	 angle	 (systems	 thinking,	 legacy	 work,	 group	 circles,

nature-based	tools,	etc.).

Use	a	simple	structure:

Who:	“I	work	with	midlife	caregivers…”

Problem:	“…who	feel	squeezed	between	aging	parents,	work,	and	their	own

health.”

Outcome:	 “We	 build	 a	 realistic	 longevity	 roadmap	 so	 they	 create	 steadier

habits,	 protect	 their	 energy,	 and	 feel	 supported	 through	 changing	 family

roles.”

Focus	 on	 outcomes	 people	 can	 picture:	 clear	 plan,	 steadier	 habits,	 feeling

supported.	Methods	(biohacking,	rituals,	somatics)	can	stay	in	the	background.
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Brand	Story	and	Aligned	Messaging

Your	brand	story	weaves	together	who	you	are,	why	long,	healthy	living	matters

to	 you,	 and	 how	 you	 walk	 beside	 clients.	 It	 should	 echo	 your	 niche	 and	 value

proposition	and	use	age-positive	language.

The	Simple	Brand	Story	Arc

Use	a	four-part	arc:

Before:	where	you	were	(burnout,	confusion	about	aging,	watching	a	parent

struggle).

Turning	point:	a	moment	that	changed	how	you	see	health	and	time.

Now:	the	simple	philosophy	behind	your	work	today.

For	you:	how	this	helps	the	person	in	front	of	you.

Keep	details	short,	 relevant,	and	calm.	Swap	ageist	phrases	 like	“stay	young”	or

“anti‑aging”	for	age-positive	ones	such	as	“feeling	strong,	clear,	and	connected	in

Exercise	–	Message	Makeover	Lab

Rewrite	“I	help	people	feel	better	as	they	age”	using	the	who–problem–

outcome	structure.	Keep	 it	 short	enough	 to	 say	comfortably	 in	under

30	seconds.

Example	Answer:

“I	work	with	women	in	their	50s	who	are	navigating	menopause	and	caring	for	others.	Together	we

map	a	simple	longevity	plan,	build	consistent	sleep	and	movement	habits,	and	create	weekly	rituals

so	they	feel	steadier,	more	energized,	and	less	alone	in	this	transition.”
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every	decade.”

Exercise	–	90-Second	Brand	Story

Write	 a	 short	 “before	 →	 turning	 point	 →	 now	 →	 for	 you”	 story	 for	 a

midlife	or	older	audience.	Then	rewrite	one	sentence	to	swap	an	ageist

phrase	for	an	age‑positive	one.

Example	Answer:

Swap	“I	help	people	stay	young”	for	“I	help	people	feel	strong,	clear,	and	connected	in	every	decade

of	life.”
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Case	Study:	Claiming	a	Clear	Longevity	Coaching	Lane	After
Years	of	Helping	“Everyone”

Name:	Maya	Fontaine

Age:	46

Profession:	Newly	Certified	Longevity	Coach;	Former	Yoga	+	Somatic	Educator

Main	 Concerns:	 Confusion	 about	 niche,	 difficulty	 describing	 her	 work,

underpricing	 sessions,	 trying	 to	 help	 too	 many	 types	 of	 clients,	 burnout	 from

unclear	boundaries,	fear	of	“getting	specific”	and	losing	potential	clients

Lifestyle:	 Reflective,	 empathetic,	 intuitive,	 and	 creative.	 Lives	 in	 a	 small

mountain	 town	 with	 a	 strong	 wellness	 culture	 but	 steep	 competition.	 Loves

designing	simple	rituals,	guiding	embodied	practices,	and	teaching	slow,	nervous-

system-focused	 movement.	 Has	 a	 long	 history	 of	 caring	 for	 aging	 relatives	 and

supporting	midlife	women	in	her	community,	but	hasn’t	framed	it	as	a	specialty.

Maya	entered	 this	coaching	conversation	 feeling	deflated.	She	had	 launched	her

longevity	 coaching	 practice	 six	months	 earlier	 after	 completing	 her	 certification.

Her	early	clients	were	enthusiastic,	but	her	marketing	was	vague	and	her	offers

unclear.	“I	say	‘I	help	people	age	well,’	but	even	I	don’t	know	what	that	means,”

she	admitted.	She	was	running	low-cost,	drop-in	sessions	without	a	clear	program

arc,	constantly	customizing	sessions,	and	feeling	pulled	in	six	different	directions

at	once.

She	 described	 her	 practice	 as	 “a	 swirl”:	 some	 clients	wanted	 sleep	 help,	 others

wanted	 movement	 routines,	 others	 wanted	 emotional	 grounding,	 others	 wanted

perimenopause	 support—and	 she	 felt	 obligated	 to	 become	 an	 expert	 in

everything.	 “Every	week,	 I	 switch	who	 I	 think	my	 ideal	 client	 is,”	 she	 said.	 “It’s

exhausting.”

The	 real	 toll	 became	evident	when	 she	described	her	 schedule:	 14	 sessions	per

week	 at	 discount	 rates,	 still	 barely	 covering	 bills,	 and	 no	 time	 left	 for	 content

creation	 or	 rest.	 She	 feared	 that	 choosing	 a	 niche	 would	 “cut	 people	 off,”	 yet

trying	 to	 serve	 everyone	 left	 her	 unfocused,	 unconfident,	 and	 on	 the	 edge	 of

burnout.

What	she	needed	was	clarity	about	her	 lane:	 the	blend	of	her	background,	 lived

experience,	 and	 natural	 strengths	 that	 uniquely	 positioned	 her	 in	 the	 longevity

field.	 And	 she	 needed	 the	 confidence	 to	 articulate	 a	 value	 proposition	 that

reflected	her	real	gifts—without	overpromising	or	drifting	outside	scope.
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Practitioner’s	Approach

The	practitioner,	Rowan	Leclair,	began	not	by	asking	about	business	metrics	but

by	asking	about	meaning.	“Who	do	you	feel	most	alive	helping?”	he	asked.	Maya

paused.	Tears	rose	unexpectedly.	“Midlife	women,”	she	said	softly.	“Especially	the

ones	 navigating	 perimenopause,	 stress,	 and	 a	 sense	 that	 their	 bodies	 are

betraying	them.”

Rowan	nodded,	then	gently	connected	the	dots:	Maya’s	somatic	background,	her

years	of	community	yoga	teaching,	her	experience	supporting	her	mother	through

menopause,	her	calm	presence	in	emotional	conversations—all	signs	pointing	to	a

specific	 niche:	 somatic,	 rhythm-based	 support	 for	 midlife	 women

navigating	hormonal	and	identity	transitions.

He	 reassured	 her	 that	 choosing	 a	 niche	 didn’t	 exclude	 people—it	 clarified	 her

voice	 and	 created	 depth	 rather	 than	 breadth.	 And	 he	 emphasized	 scope:	 “You

won’t	 diagnose	 or	 treat	 hormones.	 You’ll	 support	 lifestyle	 rhythms,	 emotional

steadiness,	and	embodiment	during	a	major	 life	 transition.”	That	 framing	helped

Maya	feel	anchored	instead	of	pressured.

Next,	 Rowan	 helped	 her	 translate	 that	 niche	 into	 a	 value	 proposition,	 a	 brand

story,	 and	 a	 signature	 program	 arc	 she	 could	 offer	 with	 consistency	 and

confidence.

Coaching	Dialogue

Practitioner:	“When	you	imagine	your	ideal	client	sitting	across	from	you,	who	do

you	see?”

Client:	“A	woman	in	her	late	40s	or	early	50s.	Tired.	Overextended.	Feeling	unlike

herself.”

Practitioner:	“What	does	she	wish	someone	would	help	her	with?”

Client:	 “Feeling	 steady	 again.	 Understanding	 what’s	 happening.	 Not	 feeling

alone.”

Practitioner:	“And	what	do	you	naturally	bring	that	supports	her?”

Client:	 “Slowness.	 Compassion.	 Body-based	 guidance.	 Routines	 that	 feel	 kind

instead	of	punishing.”

Practitioner:	“Beautiful.	Now,	when	you	tell	someone	about	your	work,	does	your

description	reflect	that	woman?”

Client:	“…No.	I	usually	say,	‘I	help	people	age	well.’	It	sounds	like	a	billboard.”

Practitioner:	 “Let’s	 try	 a	 new	 script:	 ‘I	 work	 with	 women	 in	 midlife	 transitions

who	 feel	 overwhelmed	 by	 hormonal	 and	 life	 changes.	 I	 help	 them	 rebuild	 their

daily	rhythms,	reconnect	with	their	bodies,	and	feel	grounded	and	resilient	again.’
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How	does	that	land?”

Client:	“That	feels	like	truth.	I’d	want	to	work	with	that	coach.”

Practitioner:	 “Good.	 That’s	 your	 lane.	 Now	 let’s	 shape	 your	 main	 offer.	 What

length	program	aligns	with	the	depth	of	work	you	do?”

Client:	“At	least	three	months.	Rhythm	work	takes	time.”

Practitioner:	“Exactly.	And	what	would	you	include?”

Client:	 “Weekly	 sessions	 at	 first,	 then	 bi-weekly.	 Somatic	 tools,	 sleep	 rituals,

movement	mapping,	and	personal	transitions	work.”

Practitioner:	“You	just	built	the	heart	of	your	signature	program.”

Client:	“This	feels…	grounding.	Like	I	finally	know	what	I’m	offering.”

Additional	Coaching	Strategies

Lane	Identification:	Rowan	guided	Maya	through	a	background	inventory—

somatics,	long-term	yoga	teaching,	and	lived	midlife	caregiving—revealing	her

natural	lane.

Fear	 Reframe:	 He	 reframed	 niche-setting	 as	 generosity	 and	 clarity	 rather

than	exclusion,	helping	Maya	relax	into	specificity.

Value	 Proposition	 Drafting:	 Together	 they	 co-created	 a	 who–problem–

outcome	statement	that	aligned	her	messaging	with	her	strengths.

Signature	Program	Design:	Rowan	helped	her	build	a	3-month	program	arc

(activation	→	rhythm	building	→	consolidation)	tailored	to	midlife	women.

Boundary	Clarification:	He	reinforced	scope—no	hormone	treatment	or	 lab

interpretation—freeing	her	to	fully	embrace	lifestyle	and	somatic	support.

Guiding	Questions	&	Example	Answers

Which	part	of	Maya’s	background	anchored	her	niche?

Her	decades	of	somatic	and	yoga	work	combined	with	caregiving	through	midlife

transitions	 naturally	 pointed	 toward	 supporting	 overwhelmed	 midlife	 women

seeking	steadiness.

How	did	the	practitioner	help	her	overcome	the	fear	of	excluding	clients?

By	 showing	 that	 specificity	 increases	 resonance,	depth,	 and	 referral	 clarity—and

that	 a	 focused	 niche	 actually	 invites	 the	 right	 people	 rather	 than	 narrowing

opportunities.

What	outcome	did	Maya	gain	in	this	session?

A	clear	lane,	a	confident	value	proposition,	and	the	outline	of	a	signature	program

—giving	her	renewed	energy,	boundaries,	and	direction	for	her	practice.
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Programs	&	Client	Experience	Design

Clear	 programs	 make	 your	 work	 easier	 to	 deliver	 and	 easier	 for	 clients	 to

understand.	Instead	of	one-off	sessions,	you	offer	structured	journeys	with	simple

milestones.

Architecting	Longevity	Coaching	Journeys

Use	a	few	standard	arcs	and	adapt	details	to	your	niche:

3‑month	arc	(activation):	weekly	or	bi‑weekly	sessions	to	clarify	goals,	build

early	habits,	and	troubleshoot	barriers.

6‑month	 arc	 (experimentation	 &	 consolidation):	 closer	 contact	 in	 the

first	half,	then	2–3‑weekly	as	habits	stabilize	and	relapse-prevention	planning

begins.

12‑month	 arc	 (identity	 &	 lifestyle	 shift):	 front‑loaded	 support,	 then

tapering	 to	 monthly	 check‑ins,	 reviews,	 and	 celebration	 of	 longer-term

change.

Programs	that	offer	a	clear	next	step	(what	happens	after	the	3‑month	arc)	often

retain	clients	better	than	stand-alone	packages.

Structuring	Sessions,	Tools,	and	Deliverables

A	consistent	session	rhythm	keeps	both	you	and	your	clients	focused:

Arrive	(2–3	min):	welcome,	quick	grounding,	confirm	time.

Check‑in	(5–10	min):	what	they	tried,	what	worked,	what	didn’t.

Focus	(5	min):	agree	on	one	main	topic	or	question.

Exploration	&	planning	(25–30	min):	 coaching	conversation	 that	 leads	 to

1–3	concrete	actions.

Close	(5	min):	recap,	confirm	next	steps	and	dates,	ask	how	the	session	felt.
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Pricing,	Packaging,	and	Revenue	Models

Pricing	 your	 work	 is	 both	 financial	 planning	 and	 boundary-setting.	 Clear	 fees

protect	 your	 energy,	 ensure	 you	 can	 sustainably	 support	 clients,	 and	 create	 a

professional	structure	people	can	trust.

Key	steps:

Calculate	your	monthly	income	target:	include	living	costs,	savings,	taxes,

software,	continuing	education,	and	buffer	time.

Define	 your	 true	 client	 capacity:	 most	 practitioners	 land	 around	 10–18

client	hours/week	once	you	account	for	admin,	preparation,	integration	notes,

and	visibility	work.

Create	a	simple	menu	of	offers:	 anchor	your	practice	around	a	 few	well-

designed	containers	(3-,	6-,	12-month	programs,	a	small	monthly	group,	or	a

quarterly	workshop	series).

Practical	Ways	to	Design	Sustainable	Pricing

Exercise	–	Map	Your	Session	Flow

In	 a	 few	 bullet	 points,	 sketch	 your	 standard	 session	 rhythm.	 Name

each	phase,	how	long	it	 lasts,	and	what	you	will	do.	Keep	it	to	five	or

fewer	phases	so	it	is	easy	to	remember	and	repeat.

Example	Answer:

50‑minute	session:	(1)	5	min	arrive	and	check-in,	(2)	10	min	review	last	actions,	(3)	25	min	coach	on

one	focus	area,	(4)	5	min	agree	on	1–3	next	steps,	(5)	5	min	feedback	and	scheduling.
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Anchor	 packages	 to	 outcomes:	 For	 example,	 a	 3-month	 package	 might

focus	on	stabilizing	energy,	sleep,	and	core	habits;	a	12-month	package	might

support	deeper	identity-level	change.

Avoid	selling	single	sessions:	They	create	unpredictable	income	and	rarely

support	 lasting	 change.	 Instead,	 offer	 a	 “clarity	 session”	 that	 leads	 into	 a

package.

Use	tiers	that	reflect	depth:	For	instance:	–	Base	tier:	monthly	check-ins	+

habit	 tracking	–	Mid	tier:	biweekly	sessions	+	messaging	support	–	High	tier:

weekly	sessions	+	personalized	protocols

Include	 lighter-touch	 revenue	 streams:	 Digital	 guides,	 short	 workshops,

or	a	recurring	membership	can	stabilize	income	between	client	cycles.

Examples	of	Revenue	Models	in	Holistic	Longevity	Coaching

Hybrid	 1:1	 +	 Group	 Model:	 Help	 clients	 get	 personalized	 guidance	 while

scaling	 your	 time.	 Example:	 6-month	 1:1	 program	 ($750–$1200/month)	 +	 a

monthly	group	call	included	for	peer	accountability.

Seasonal	Cohorts:	Run	a	12-week	program	aligned	with	seasonal	rhythms—

sleep	reset	 in	winter,	metabolic	tune-up	in	spring.	Cohorts	create	predictable

cycles	for	enrollment.

Membership	 Model:	 A	 $40–$80/month	 membership	 with	 educational

content,	 monthly	 Q&A,	 and	 habit	 challenges.	 This	 supports	 alumni	 while

keeping	your	schedule	spacious.

Workshop-Based	Upsell:	Offer	a	 low-cost	90-minute	workshop.	At	the	end,

invite	attendees	into	a	deeper	package	if	they	want	ongoing	support.

Energy-Aware	Pricing

Many	practitioners	underprice	because	they	calculate	only	what	clients	can	afford

—not	what	allows	them	to	stay	resourced.	Your	pricing	must	support:

Time	to	rest,	learn,	and	prepare	sessions.

Emotional	bandwidth	for	your	clients’	long-term	progress.

Predictability	in	your	monthly	schedule.

When	 you	 charge	 sustainably,	 you	 model	 grounded,	 longevity-aligned	 decision-

making	for	your	clients.
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Onboarding,	Progress	Tracking,	and	Offboarding

A	clear	start‑to‑finish	pathway	makes	your	practice	feel	safe	and	professional.

Designing	a	Respectful	Onboarding	Flow

Inquiry:	short	page	or	email	stating	who	you	help,	what	you	offer,	and	what

you	don’t	(no	diagnosis/treatment).

Discovery	call:	brief,	structured;	explore	goals,	check	fit,	and	screen	for	red

flags.

Proposal	 &	 agreement:	 one	 clear	 program,	 simple	 pricing,	 contract,	 and

scope	reminder.

Welcome:	 concise	 intake	 form,	 overview	 of	 how	 you	 work,	 and	 a	 first	 tiny

action.

During	 the	 program,	 use	 light	 progress	 tracking	 (occasional	 questionnaires,

mini-reviews	 every	 4–8	 sessions)	 and	 plan	 for	 offboarding:	 final	 review	 of

Exercise	–	Reality-Check	Your	Pricing

Write	 down	 your	 monthly	 income	 target	 and	 your	 maximum	 weekly

client	 hours.	 Sketch	 one	 mix	 of	 offers	 (packages,	 groups,	 or	 digital

products)	 that	 could	 meet	 those	 numbers.	 Adjust	 prices	 or	 client

numbers	until	both	the	math	and	your	energy	feel	sustainable.

Example	Answer:

Target:	 $5,000/month.	 Capacity:	 10	 client	 hours/week.	 Model:	 Three	 6-month	 1:1	 packages	 at

$1,000/month	 plus	 a	 monthly	 membership	 with	 15	 participants	 at	 $40/month.	 This	 meets	 income

targets	while	keeping	weekly	hours	manageable.
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changes,	discussion	of	ongoing	supports,	and	options	for	maintenance	check‑ins	or

future	re‑enrollment.

Visibility,	Marketing,	and	Thought	Leadership

Treat	 visibility	 as	 education,	 not	 performance.	 Every	 post,	 workshop,	 or

conversation	 can	 introduce	one	practical	 idea	about	 aging	well	while	 reinforcing

the	grounded,	client-centered	way	you	work.

Educational	vs.	Fear-Based	Approaches

Fear-based	marketing	uses	urgency,	shame,	or	pressure	(“You’re	running	out	of

time”).	It	may	get	attention	but	erodes	psychological	safety	and	makes	clients	feel

like	they’re	being	pushed	into	a	decision.

Exercise	–	Map	Your	Onboarding

On	a	single	page,	sketch	your	client’s	path	from	first	inquiry	to	the	first

paid	 session.	 List	 each	 touchpoint	 (message,	 call,	 form,	 payment,

welcome	 email)	 and	 write	 one	 word	 for	 how	 you	 want	 it	 to	 feel	 (for

example,	 “clear,”	 “reassuring,”	 “simple”).	 Adjust	 or	 remove	 any	 step

that	feels	confusing	or	heavy.

Example	Answer:

Inquiry	 form	 →	 “simple”;	 20‑minute	 discovery	 call	 →	 “curious”;	 follow‑up	 email	 with	 one

recommended	 package	 →	 “clear”;	 online	 agreement	 and	 payment	 link	 →	 “straightforward”;

welcome	email	with	brief	intake	form	and	first	tiny	task	→	“reassuring.”
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Educational,	 autonomy-supportive	marketing	 teaches	 one	 small,	 digestible

concept,	offers	options,	and	allows	people	 to	 self-select.	 Think:	 “Here’s	what	we

understand	about	aging;	here’s	how	you	can	apply	it;	if	you	want	guidance,	here’s

where	I	fit.”

Trust:	 educational	 content	 demonstrates	 competence	 and	 creates	 steady

long-term	relationships.

Fit:	 clients	 who	 resonate	 with	 your	 pace,	 worldview,	 and	 approach	 will

naturally	move	toward	you.

Energy:	you	stay	grounded	and	consistent	because	you're	not	relying	on	hype

cycles	or	dramatic	claims.

Practical	Ways	to	Teach	Through	Your	Visibility

Short	 concept	 posts:	 one	 idea	 at	 a	 time	 (“Why	 blood	 sugar	 stability

supports	sustained	energy	in	your	40s”).

Simple	frameworks:	turn	complex	science	into	a	3-step	process	clients	can

try	the	same	day.

Micro-case	studies:	anonymized	stories	showing	how	a	small	shift	created	a

noticeable	difference.

Values-based	messaging:	emphasize	sustainability,	nervous	system	safety,

and	realistic	habit	change.

Q&A	style	content:	answer	common	questions	clients	bring	to	sessions,	like

“How	do	I	stay	consistent	when	traveling?”

Examples	of	Educational	Visibility	in	Action

Email	example:	Send	a	short	weekly	tip	(“One	adjustment	that	helps	reduce

morning	fatigue”),	then	link	to	an	optional	way	to	work	with	you.

Workshop	example:	Teach	a	20-minute	class	on	longevity	fundamentals	and

end	with,	“If	you	want	to	apply	this	personally,	here’s	how	I	support	clients.”

Social	post	example:	 Explain	one	 research	 insight	and	pair	 it	with	a	 small

action	step,	such	as	a	sleep-friendly	wind-down	ritual.

Podcast	example:	Share	how	you	guide	clients	through	long-term	change—

not	by	intensity	but	by	small,	repeated	improvements.
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Exercise	–	Rewrite	the	Message

Take	 a	 fear-based	 line	 like	 “Don’t	 wait	 until	 it’s	 too	 late	 to	 fix	 your

health.”	 Rewrite	 it	 as	 a	 calm,	 educational	 message	 that	 suits	 your

niche.	Then	write	one	sentence	on	how	a	client	might	 feel	after	each

version.

Example	Answer:

Rewrite:	 “Your	body	adapts	 throughout	your	 life.	Small	 changes	now	can	meaningfully	shape	how

you	age.	If	you	want	help	choosing	where	to	begin,	I	can	guide	you.”

Impact:	The	fear-based	line	creates	pressure	and	urgency;	the	educational	version	helps	a	client	feel

hopeful,	respected,	and	capable	of	change.
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Case	Study:	Transforming	a	Scattered	Skillset	Into	a
Distinct	Longevity	Coaching	Brand

Name:	Rafael	Ortiz

Age:	52

Profession:	 Longevity	 Coach-in-Training;	 Former	 Occupational	 Therapist	 &

Corporate	Wellness	Trainer

Main	 Concerns:	 Blending	 multiple	 professional	 identities	 into	 one	 clear	 lane,

underestimating	 the	 value	 of	 his	 background,	 insecurity	 about	 pricing,	 trouble

articulating	 how	 his	work	 differs	 from	 therapy	 or	 fitness	 coaching,	 unclear	 ideal

client,	difficulty	designing	a	coherent	program	structure

Lifestyle:	Thoughtful,	analytical,	steady,	and	quietly	charismatic.	Lives	in	a	busy

urban	 neighborhood	 with	 his	 partner.	 Loves	 adaptive	 movement,	 workplace

ergonomics,	mindful	strength	training,	and	helping	adults	rebuild	confidence	after

injuries.	 Holds	 decades	 of	 experience	 in	 functional	 rehabilitation	 and	 corporate

health	 programming,	 but	 struggles	 to	 translate	 that	 wisdom	 into	 a	 compelling

longevity	coaching	practice.

Rafael	 entered	 the	 session	 frustrated	 and	 discouraged.	 “I	 feel	 like	 a	 patchwork

quilt,”	he	said.	“I	know	a	little	about	everything—movement,	ergonomics,	behavior

change,	 aging—but	 I	 can’t	 explain	 what	 I	 actually	 do.”	 He	 had	 completed	 his

longevity	coaching	certification	with	enthusiasm,	but	the	moment	he	sat	down	to

write	his	website	or	share	his	work	with	colleagues,	he	froze.

He	 had	 tried	 multiple	 messages:	 “Movement	 for	 healthy	 aging,”	 “Workplace

wellness,”	“Post-injury	lifestyle	change,”	“Midlife	optimization,”	but	none	captured

his	deeper	gifts.	Former	clients	described	him	as	“the	person	who	helps	you	feel

confident	in	your	body	again,”	but	he	brushed	that	off,	believing	it	wasn’t	“niche

enough.”	Meanwhile,	he	priced	his	sessions	far	below	market	value,	afraid	that	he

didn’t	offer	anything	unique.

What	he	lacked	wasn’t	skill—he	lacked	internal	coherence.	He	needed	someone	to

help	him	see	the	throughline	in	his	background	and	articulate	a	niche	rooted	not	in

trendiness,	but	in	lived	relevance.	He	didn’t	need	more	tools;	he	needed	clarity.

Practitioner’s	Approach

The	 practitioner,	 Livia	 Shand,	 approached	 the	 conversation	 with	 precision	 and

curiosity.	 She	 understood	 that	 multi-skilled	 practitioners	 often	 hide	 their	 most

valuable	 expertise	 behind	 modesty	 or	 scattered	 storytelling.	 Her	 goal	 was	 to
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excavate	the	patterns	in	Rafael’s	career	and	experiences	and	help	him	identify	a

niche	with	emotional	truth	and	market	clarity.

She	 began	 by	 mapping	 his	 past	 roles:	 assisting	 older	 adults	 with	 functional

recovery,	 designing	 ergonomic	 systems	 for	 employees,	 coaching	 midlife	 clients

who	felt	“afraid”	of	reinjury,	and	guiding	people	through	nervous-system-friendly

strength	 work.	 A	 clear	 pattern	 emerged:	 Rafael	 worked	 at	 the	 intersection	 of

confidence,	function,	and	movement	safety—particularly	for	adults	in	midlife	who

felt	physically	vulnerable	after	years	of	stress,	injury,	or	sedentary	living.

Next,	she	clarified	scope.	He	tended	to	slip	into	therapy	language	when	describing

his	 work.	 Livia	 grounded	 him	 with	 a	 clean	 boundary:	 “Your	 lane	 is	 confidence-

building	 through	 lifestyle,	 habit	 design,	 and	 functional	 movement—not	 clinical

rehabilitation.”	With	that,	Rafael	felt	relieved	instead	of	limited.

Finally,	 Livia	helped	him	craft	a	value	proposition,	brand	story,	and	program	arc

aligned	with	his	real-world	strengths—not	his	inner	critic’s	assumptions.

Coaching	Dialogue

Practitioner:	“Tell	me	about	a	moment	you	felt	absolutely	in	your	element	with	a

client.”

Client:	 “A	 man	 in	 his	 mid-50s	 who	 had	 stopped	 moving	 after	 a	 small	 fall.	 He

wasn’t	injured,	just	scared.	I	helped	him	rebuild	trust	in	his	balance.	After	a	month

he	said,	‘I	feel	capable	again.’”

Practitioner:	“What	part	of	that	work	came	most	naturally?”

Client:	 “Breaking	 things	 down.	Helping	 him	 notice	what	 his	 body	 could	 still	 do.

Designing	tiny	routines	he	felt	safe	trying.”

Practitioner:	 “If	 you	 zoom	 out,	 who	 else	 has	 come	 to	 you	 for	 that	 kind	 of

support?”

Client:	“Always	midlife	professionals.	People	who	used	to	feel	athletic	or	capable

and	now	feel…	fragile.	Not	injured—just	unsure.”

Practitioner:	“That	sounds	like	a	niche:	midlife	adults	rebuilding	confidence	after

physical	setbacks.”

Client:	“But	is	that	enough?”

Practitioner:	 “It’s	 more	 than	 enough.	 It’s	 specific,	 needed,	 and	 rooted	 in	 your

true	experience.	Now	tell	me—what	changes	when	these	clients	work	with	you?”

Client:	 “They	move	more	 freely.	 They	get	 their	 spark	back.	They	 stop	 tiptoeing

around	their	bodies.”

Practitioner:	 “Beautiful.	 That’s	 your	 outcome.	 Let’s	 shape	 it	 into	 a	 value

proposition.”

Client:	“Okay…	let’s	try.”
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Practitioner:	“How	does	this	sound:	‘I	work	with	midlife	adults	who	feel	physically

hesitant	 after	 injury	 or	 long	 stress.	 Together	 we	 rebuild	 daily	 movement

confidence	so	they	feel	capable,	steady,	and	strong	in	their	bodies	again.’”

Client:	“…Yes.	That’s	exactly	it.	That’s	the	thread	I’ve	been	missing.”

Practitioner:	“Now	let’s	turn	that	into	a	program	arc.	What’s	phase	one?”

Client:	 “Assessment	 of	 their	 routines,	 their	 fears,	 and	 their	 movement

environment.”

Practitioner:	“Phase	two?”

Client:	 “Confidence	 micro-habits—tiny	 wins.	 Breath,	 mobility,	 safe	 strength

patterns.”

Practitioner:	“Phase	three?”

Client:	“Identity	rebuild.	They	start	to	see	themselves	as	capable	again.”

Practitioner:	“You	just	built	your	three-month	signature	program.”

Client:	“I…	think	I	can	finally	explain	what	I	do.”

Additional	Coaching	Strategies

Career	Thread	Mapping:	Livia	helped	Rafael	see	the	continuity	between	OT,

corporate	wellness,	and	longevity	coaching—restoring	confidence	in	functional

living.

Niche	Distillation:	She	guided	him	from	“I	help	everyone	move	better”	to	a

clear	niche:	midlife	adults	rebuilding	physical	confidence	after	setbacks.

Scope	Realignment:	By	clarifying	what	he	could	and	could	not	do,	she	freed

Rafael	from	trying	to	be	a	therapist	or	clinician.

Value	Proposition	Polishing:	She	supported	him	 in	shaping	 language	 that

felt	emotionally	honest	and	commercially	clear.

Signature	 Program	 Design:	 They	 co-created	 a	 three-phase	 structure

aligned	with	his	strengths—assessment,	confidence-building,	identity	shift.

Guiding	Questions	&	Example	Answers

What	background	elements	most	strongly	shaped	Rafael’s	lane?

His	 long	 experience	 helping	 adults	 rebuild	 everyday	 functional	 confidence—both

clinically	 and	 in	 workplaces—naturally	 positioned	 him	 as	 a	 guide	 for	 midlife

movement	hesitancy.

How	did	the	practitioner	help	him	see	the	value	of	specificity?

By	 showing	 that	 a	 clear	 niche	 doesn’t	 limit	 income—it	 increases	 resonance,

referrals,	and	program	clarity.
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What	core	transformation	does	Rafael	now	help	clients	achieve?

A	 shift	 from	 physical	 hesitancy	 to	 embodied	 confidence,	 supported	 by	 lifestyle

habits,	micro-movements,	and	identity-focused	coaching.
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Module	Conclusion

This	module	brought	together	the	practical	side	of	your	longevity	work:	clarifying

your	coaching	 identity	and	niche,	crafting	a	distinct	value	proposition	and	brand

story,	 designing	 programs	 and	 sessions,	 setting	 sustainable	 pricing	 and

boundaries,	 and	 creating	 clear	 pathways	 for	 onboarding,	 progress,	 offboarding,

marketing,	and	collaboration.	You	now	have	the	building	blocks	to	run	an	ethical,

sustainable	longevity	coaching	practice	that	reflects	your	philosophy	and	protects

your	own	health	over	time.
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Course	Conclusion

You’ve	 now	 completed	 a	 comprehensive	 journey	 through	 the	 multidimensional

world	 of	 holistic	 longevity	 coaching.	 Across	 these	 modules,	 you’ve	 explored	 the

biology,	 psychology,	 lifestyle	 habits,	 social	 ecosystems,	 and	 soulful	 inner

landscapes	that	shape	how	people	age—and	you’ve	learned	how	to	guide	clients

through	all	of	it	with	clarity,	compassion,	and	scope-aligned	professionalism.

This	course	was	designed	to	do	more	than	teach	concepts.	It	has	prepared	you	to

hold	space	for	transformation,	to	translate	complex	ideas	into	simple	habits,	to

help	clients	reclaim	agency	at	every	life	stage,	and	to	design	a	coaching	practice

that	 is	 both	 ethical	 and	 sustainable.	 As	 you	 move	 forward,	 you	 carry	 not	 only

knowledge	 but	 the	 ability	 to	 craft	 meaningful,	 healing,	 and	 life-affirming

experiences	for	your	clients.

Now	 is	 the	 moment	 to	 integrate	 everything	 you’ve	 learned.	 The	 final	 exam	 will

help	you	solidify	your	understanding,	assess	your	readiness	to	practice,	and	earn

your	Longevity	Coach	Certification.	Before	you	begin,	pause	and	acknowledge

the	 depth	 of	 your	 learning:	 you’ve	 cultivated	 a	 rare	 blend	 of	 scientific	 literacy,

emotional	intelligence,	spiritual	humility,	and	practical	coaching	skill.

Key	Takeaways	From	the	Course

You	 understand	 longevity	 beyond	 lifespan—as	 the	 expansion	 of

healthspan,	daily	function,	purpose,	and	connection.

You	 can	 translate	 complex	 aging	 science—nutrition	 pathways,	 stress

physiology,	 sleep	 biology,	 neuroplasticity—into	 simple,	 everyday	 behavior

change	tools.

You’ve	 learned	 how	 to	 support	mental	 vitality	 through	 cognitive	 flexibility,

emotional	steadiness,	purpose	work,	and	mindset	reframing.

You	 can	 guide	 clients	 through	 movement,	 strength,	 mobility,	 and

structural	 longevity	 using	 safe,	 non-clinical	 assessments	 and	 personalized

habit	design.

You	 can	 help	 clients	 reduce	environmental	 load	 using	 hydration,	 fiber,	 air

quality,	product	swaps,	and	sustainable	home	routines—without	crossing	into

medical	detox.

You	 understand	 hormonal	 longevity	 as	 rhythm	 support,	 not	 treatment—

using	 sleep,	 timing,	 stress	 tools,	 and	 values-focused	 coaching	 to	 navigate

midlife	transitions.

You	 can	 apply	 nature-first	 biohacking	 strategies—light,	 temperature,

movement,	micro-habits—while	avoiding	obsession,	overtracking,	and	unsafe
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high-tech	claims.

You	 recognize	social	vitality	 as	a	core	pillar	of	healthy	aging	and	can	map

social	 ecosystems,	 micro-rituals,	 and	 longevity	 circles	 to	 build	 meaningful

community.

You	can	support	soulful	aging	with	awe	practices,	spiritual	strengths,	rites	of

passage,	 life	 review,	 and	 elder	 guidance—always	 staying	 within	 coaching

scope.

You	are	equipped	to	build	a	sustainable	longevity	coaching	practice	with

a	clear	niche,	value	proposition,	program	structure,	pricing	model,	and	ethical

client	journey.

The	next	step	is	simple	and	exciting:	complete	the	final	exam	 to	demonstrate

your	integrated	knowledge	and	earn	your	certification.	This	credential	reflects	not

only	your	mastery	of	 the	content,	but	also	your	 readiness	 to	support	 real	clients

with	integrity,	clarity,	and	heart.

Thank	you	for	bringing	your	dedication,	curiosity,	and	compassion	to	this	training.

We’re	 honored	 to	 welcome	 you	 into	 a	 growing	 community	 of	 professionals

committed	to	helping	people	live	stronger,	clearer,	more	connected	lives—at	every

age.

Module	10
Practice	Building	for	Longevity	Coaches

Copyright	naturalistico.com	&	holistico.com 22


	page4_field1: 
	page5_field2: 
	page7_field1: Off
	page7_field2: Off
	page10_field1: 
	page11_field1: Off
	page12_field1: 
	page13_field1: 
	page15_field1: 
	page22_field1: Off


