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HOW TO GET QUT OF YOUI OWN Way
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Pick up a book about marketing or click play on a YouTube tutorial for business
success, and you will likely come across the instruction to figure out your mission—
your why—before you do anything else. As Empowerment Self-Defense (ESD)
professionals, we tend to be passionate and mission-driven people, so most of us
already know exactly why we are doing this work (preventing violence, creating a
safer world, empowering women, etc., etc.). The suggestion that we start with

‘why” might fall flat.

We believe deeply in our work's potential to change the world, one voice and one
community at a time. Even so, despite abundant passion for, dedication to, and
faith in that mission, many ESD professionals may still balk when it comes time to

‘sell” or “promote” themselves or their work.
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The Association of ESD Professionals is as passionate about your work as you are,
and we want every ESD professional’s practice to be a huge success. This month's
How-To is designed to guide you through resistance and fear so you can boldly
boring your ESD offerings into the world, be of service, and live your mission.

Whether you are reaching out to schools, offering classes directly to your
community, or seeking to develop relationships with funders or collaborators, the
art of self-promotion is a critical skill. But first, you have to move through the fear
and discomfort that can surround it. In the following pages, we will walk you
through effective steps to overcome resistance and self-doubt, as well as a few
practical tips to start putting yourself out there.

LET'S GET STalTeD!
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OVErcominG ResISTance 10
SELF-Promaorion

It is extremely common to feel some amount of resistance to concepts like
marketing and promotion. In fact, in mission-driven fields such as ESD, those who

feel comfortable with this process seem to be the odd ones out.

Resistance to marketing, outreach, or other forms of self-promotion tends to take

one of five forms:

'm not a brand. | dont want to promote myself.”
'm not a business. Why should | have to do marketing?”

“The right people will find me. Going out looking for them feels icky.”

‘I know | need to do it, | just keep not doing it.”

Tl just teach when participants seek me out.”

PRO-TIP

Don’t think of it as marketing. Think of it as making it
easy for the people who are looking for your classes,
courses, or services to find you.

Let's reframe the whole idea of “marketing,” shifting
from “selling people things they don't need” to “letting
your audience or client know that you exist.”
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Unfortunately, if you build it, they wont necessarily come. In today’s Information
Age of endless data and services at the touch of a finger, offering a wonderful
service or a ton of experience isn't enough. The people you want to reach with ESD
are oversaturated with information, so it is hard to break through. Plus, it's not easy

to determine where to look for clients.

So let's reframe the whole idea of “marketing,” shifting from “selling people things
they don't need” to ‘letting your audience or client know that you exist.” In other
words, if you believe that your ESD work is vitally important, and you trust that
many students, funders or collaborators out there would agree, then marketing is

about making sure they know about you. At its core, it is that simple.

——

4’{00\) ’@ ... OvVercome rear & PUT YOUr ESD OUT THere PAGE 4



MOVING THIOUGH Feal
10 BE OF Service

“THEre IS OnLy one THING THAT MdKesS a Dréam IMPOSSIBLE TO
dCHIEVE: THE Fear Of FdlLUre.” —PauLO COELHO

Often, resistance is a symptom of more deeply-rooted fears. Some of the most

common fears when it comes to putting your work there are:

What if no one shows up (to my class, workshop, webinar, etc.) ?
What if no one wants what | am offering/wants me?

What if | fail?

Putting ourselves out makes us unavoidably vulnerable. Whether you have been
teaching ESD for two months or twenty years, promoting a workshop, applying for
a grant, or reaching out to a school board has a way of sparking doubt and

insecurity.

These fears can be paralyzing, but they can also be conquered. We hope that the

following tips will help.
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TIPS FOI CONQUETING YOUr Fedrs

Scroll down to the next section on self-doubt for a quick and effective exercise for
transforming limiting beliefs. No one will ever believe in you as much as you can
believe in yourself. So be your own best cheerleader in the face of inevitable

failures, rejections, and roadblocks.

What's more, if you don't think your ESD offerings are valuable, how can you expect

anyone else to?

PRO-TIP

If you truly believe in the value of your work, your

audience, your participants, will pick up what you're
putting down—sooner or later.

For more on identifying your ideal client or audience, check out our guide, ‘How To

Identify Your Target Audience.”

You can't be everyone's cup of tea, and you shouldnt try. Focus on the students,
clients, and collaborators who are right for your unique ESD style, and don't worry
about the rest. While of course everyone could benefit from learning ESD, not

everyone will want to, or not right now, or not with you. And that's okay!
Stay focused on what works for you—not what doesn't. Let the (non-constructive)

criticism and naysaying roll right off you, and dont worry about the people who

are not interested in your ESD offerings.
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There is an audience for EVERYTHING. Just look at the top movies on Netflix, viral
videos on TikTok, or the shelves at your local bookstore if you need a reminder:
Absolutely anything you can create, teach, or sell—there is an audience for it. And

ESD? That base of potential participants is huge.

Trust that your students are out there. They want to learn what you have to teach.
They have been looking for you. Trust that you will find the people for your ESD
offerings.

Yes, it is important to dream big. Many ESD professionals will want to reach as
many people as possible, because they know that self-defense training can
change lives—and because they want to make a profession of it. Yet, if we think of
success as only a numbers game, we are ignoring the personal, individual impact
that gives our work so much depth. Sometimes you may only have a handful of
students who sign up for your course. But if you teach those few people
empowerment self-defense, that is still a huge success!

You may not reach everyone you are targeting every time, but for the people you
do reach, it could mean everything. Remember that.

PRO-TIP

Focus on the individual lives you touch, not the
faceless masses.
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5 || FAILUreS Are a ParT OFf LIFe anb WOrK.
EMBraCe THEMm as T1€dCHING MOMENTS.

Sometimes, it won't work out. Failure is part of any endeavor, and it is vitally
important to not take it personally. Your value as a person is immutable and
intrinsic. It does not depend on the success of your ESD practice, your new

workshop, or anything else you achieve or do not achieve in the world.

Since for many ESD professionals this is a passion, a profession, and an identity all
in one, it may be challenging to separate self-worth from the success of your ESD

initiative. For your own sake and the sake of your practice, you have to try.
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4 STEPS TO TrANSFOIMING
SELF-DOUBT

Struggling with self-doubt as you put yourself and your ESD

practice out into the world? That's okay! Most of us do.

Ultimately, it is critical to believe in the value of your work; however, sometimes
action has to come first, and belief will follow. Words and actions can shape our
worldview, so start acting and talking like you believe in yourself 100%. With enough
practice, it will become your deepest truth. Try this simple (and quick!) journalling
exercise to start transforming your own limiting beliefs into steady self-confidence.
Your ESD practice will thank you!

1. Make a list in your journal or on your computer or phone of at least 10 doubts,
fears, or limiting beliefs about yourself or your work. (e.g., “l dont have enough
experience teaching ESD.” 'm not the right person to teach this.” “No one will
want to come to my classes.” "Who would want to fund me?”

2. Now, in a new column or on a fresh page, rewrite those doubts as positive
statements, transforming them into encouragement or motivation. (e.g., ‘I have
trained/studied extensively in ESD, and | am ready to share my knowledge.” “If
not me, who? | am exactly the right person to teach this.” “Someone out there is
waiting for my ESD offering.” "My work is extremely important, and it deserves to
be funded.”

3.Choose a few positive statements, the ones that make your heart race, or give
you goosebumps, or feel like a “yes” in your belly. Copy them onto Post-It notes
to leave on your desk, fridge, mirror, or anywhere else you will see them
frequently. If it feels good, repeat them aloud whenever you need a boost.

4.Come back to this practice anytime you find yourself getting in your own way.
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SOME TIPS FOI GETTING STAITED

I || MaKe a markeTing pLan.

Starting with a marketing plan is not only good strategy, it is a great way to calm
the overwhelm of self-promotion. A marketing plan will define your target
audience (the individuals you hope will become clients), create a plan for
outreach to institutions and collaborators, devise a content strategy for social
media pages, website, newsletters, and blogs, and potentially include additional

ideas such as affiliate programs. Visit our Resources Page for some motivation,

and stay tuned for more How-To Guides this year to bolster your business and
marketing acumen.
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It doesn't have to be perfect, and you don't have to be an expert. Social media is
an excellent, low-stakes way to start getting comfortable with putting yourself out
there. We recommmend thinking about the social media your audience is most likely

to use and start with those platforms (Facebook, Instagram, TikTok, Linkedin, etc.).

Don't worry about having it all figured out before you begin. The great news is you
can delete or archive posts and try again as you trial and error your way to an

effective digital marketing strategy.

It is easy to get bogged down in the practical details of running your ESD practice
and turning your passion into your career. As discussed, every ESD professional is
likely well aware of their “‘why,” their driving motivation for doing this work. Even so,
when we are wrapped up in daily tasks, we can “forget the forest for the trees.” In
other words, we lose sight of the bigger picture. Taking a moment at the start of
each day or work session to reconnect in your mind and heart with your
underlying mission can help you feel motivated through the less glamorous parts

of your work.

PRO-TIP

Make it visual with a vision board or even just a simple
note posted at your computer.
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Yes, it is important to be your own best cheerleader.. and having friends,
colleagues, or business partners who believe in you can make it a heck of a lot
easier to stay focused, confident, and driven. Seek out alliances for your ESD
practice, collaborations with people and organizations who are mission-aligned
and care as much as you do. Build yourself a work environment and inner circle
that fulfills you and gives you energy to keep tackling the challenges of running an

ESD practice while teaching others how to interrupt and prevent violence.

Just like the boundary-setting techniques we teach in ESD classes, putting yourself
out there isnt complicated, but it does take practice to overcome the initial
discomfort. Start with small steps: Make a first post on social media introducing
your ESD work. Reach out to the ‘low-hanging fruit” on your list of potential clients
or investors—the people most likely to say yes. Make one call to one potential

client. Talk to a new acquaintance at a dinner party about your ESD business.

Take it step by step, checking off items on your marketing to-do list every day, and
keep practicing until it stops feeling uncomfortable and starts to feel natural.

Everything gets easier with practice. Youll see.

READY T0 GO?

We believe in you! We know you have what it takes to put yourself and your

ESD work out into the world. And we will be right here cheering you on.

Stay tuned for more how-to guides on marketing, business development,

class planning, and so much more!
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DISCLAIMER

The information provided in this article and on the Association website does not and is
not intended to constitute legal advice, and the information and links are for general
informational purposes only. It is possible that some of the information provided in this
article and on the Association website is not the most up-to-date information or specific
to your geographic location (for instance, please note that state laws vary). In addition,
this article and the Association website contain links to third-party websites—these links
are for the convenience of the reader and they do not indicate endorsement of the linked
companies, their websites, or the information contained on their welbsites. Readers of this
website should contact an attorney to obtain advice with respect to any particular legal
matter, including choosing how to organize and structure their business, and should
contact an attorney or accountant for information regarding federal and state taxes
(note that state taxes vary from state to state). In addition, all the information provided in

this article is intended to apply to companies formed in the United States.

CONTACT US

www.esdprofessionals.org +1 (703) 232-1636

hello@esdprofessionals.org @ @ @ ﬁ[fﬂ
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