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Chapter One

Do I need a coach?

To answer this question, you must ask yourself the following:

1. Am I on the right track to reach my full potential?

2. Do I have someone in my life that I can be vulnerable with?

3. Is getting it right important to me?

4. Am I willing to receive constructive feedback?

If you answered yes to any of these questions, I would say you need a coach.

Coaching usually involves partnering with clients in a thought provoking and creative process that

inspires them to maximize their personal and professional potential.

You’re still reading so I assume you answered YES! Way to be honest! You’re o� to a solid start.

Look, we all need coaching at some time in our lives. God knows that I have had some very tough

but amazing coaches in my professional and spiritual life.

My �rst coach was a man I will call Big Don.  It was a summer while I was in high school and I

wanted to make some money. I had met Big Don through a friend of my Aunt. Big Don was a big

man. He loved to eat. Prior to his gastric bypass surgery, he tipped the scales at 340 pounds. Back

in the 1970’s, this type of surgery was new, and it was rough. His experience was bad because it

did not stop his appetite. Unlike today with the “sleeve” and how they can put“band “ around your

stomach, what they did back then was to cut out most of your intestines so you could not hold food

longer than 20 minutes. It was awful to be around Big Don after he ate the whole restaurant.
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Big Don was my �rst real coach. He was a character to say the least. He couldn’t have been more

than 35 years old at the time. I was just barely 16. He owned an Italian restaurant in Clio, Michigan

about 40 miles from my home. He taught me how to make pizza, talk to customers, order supplies,

and basically run the place. He also tried to teach me how to break the law and lie. Those lessons

didn’t stick. I wasn’t a complete idiot at 16, just a partial one.

Big Don always had cash �ow problems (I think he ate most of the pro�ts) and he always lived on

the edge. Also working at this restaurant was my cousin who was a year younger than me. He

didn’t have a driver’s license, so I would drive him to and from the restaurant each day. One day

Big Don o�ered his personal car to us. I had mentioned that I needed more money because of the

wear and tear on my car.  So, Big Don gave us a car of his, which was great!

After a week Big Don said “hey, if you ever get pulled over in my car, just tell the police that you stole

it, they will call me and I will tell them I won't press charges and they will let you go.”

Now I wasn’t the sharpest knife in the drawer but I knew that wasn’t going to work! Needless to

say, I stopped driving his car. I don’t think it was registered or had any insurance on it. That’s why

we were supposed to lie to the police.

This had a huge impact on my life. It opened my eyes to see how some people behaved in the

world. Before this I thought Big Don was a guy who may have cut a few corners now and then. But

this? This was over the line. It made me realize that things are not always as they seem. It was a

very valuable lesson.

The reason I share this story with you is to tell you how important it is for you to select your coach

with care. The person you choose should have an abundance of good fruit and experience in their

life. To �nd good fruit in someone’s life you can look for the following:
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How is their family? If they are married, how long have they been married? How is their marriage?

If they have children, what is their relationship with their children?

How are they in business? Are they reasonably successful? Or do they have a solid career?  

Do they own a home?   How is their life working out?

None of these are the end all be all, but they are de�nitely a good measuring stick on your

selection. Another important note when selecting a coach is to look for someone who has had

trouble in their life, and pulled through it. I will get more into this in my next chapter.

Once you �nd the right coach you need to see if they will take you on. Do they charge money? This

is very important. If they do, then generally you will take their coaching more seriously and have

greater results.

 I have given free  coaching in the past and generally it doesn’t work very well. Usually your heart is

where your money goes and if you don’t spend any value on something it generally doesn’t mean

much to you or the person receiving free advice.



Chapter Two

So, I called my coach and shared with them my idea. It went something like this: “I can send in a

hundred thousand dollars now, then in about six weeks they will send me another bill and a

threatening letter, at which point I can send in another hundred grand. Then, after six more weeks I

would get the �nal notice to pay or your life is going to suck type letter.”

My coach responded to my rambling. He said, “Michael pay the full amount now and be done with it

and move on.”

So, you know what I did? I sent in a $270,000 cashier’s check that day to Uncle Sam. I didn’t like it,

but he was spot on. After I did, it was a relief and I didn’t have it on my plate any longer. Sometimes

our heart knows the right thing to do but our head wants to lead us to make decisions that just

prolong our circumstances. A good coach knows how to help you follow your heart and bring your

head into alignment with it.  

I have coached many people. Most times they receive my advice and act on it. I vet the people I

coach up front. I want to be very clear in accepting them as a client, therefore they receive what I

am pouring into them.The money they pay me is good, but it’s not as valuable as the time that I

give. Here is the thing if you’re going to be coached you must submit to their authority. Otherwise,

you end up being an ASKHOLE. What’s an ASKHOLE, you ask? It’s a person who always asks for

advice but never acts on it. These people are energy suckers. They are usually turkeys who are just

seeking to bring down an eagle.

About 10 years ago I had an IRS bill of over $270,000. I wanted so badly to pay it out over time. It's

not that I didn’t have the money. I did. I had a lot of money. However, the idea of sending that

money in just to pay the government really chapped my back side. I didn’t know what to do.

The next important part of the process in getting a coach is to truly die to yourself. That’s right, I

said it! The truth is we love the idea of having a coach but when it comes down to it, wanting and

acting on it are two di�erent things entirely.
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Another important thing to consider is to have a contract or simple agreement drawn up with terms

and a timeline. I know some of my friends, who coach for a living, have their clients sign up for six

months or even a year at a time. I have mixed feelings about this. Some people, I believe, can get

addicted to this or at least become dependent on their coach.   For me, I usually will coach

someone for sixty days at a time. However, if they want to extend, I encourage them to take at least

a thirty-day break. After which, if they want to do another sixty days, we can re-evaluate. On

occasion, I have gone up to ninety days with a client. But only in rare cases.

Once you come to an understanding of what you need coaching on, then it’s time to follow the

wisdom and instructions of your coach. Even if your ego or pride get in the way, remember, you

must die to yourself and commit to the process.

Take notes of your meetings/calls and date them, this is a good way to measure your progress;

 return on your investment is very important. This is a commitment by you and your coach. So, get

all you can from it.

 

So, again, it’s very important to choose your coach wisely. Remember the old adage “you get what

you pay for?”  This is very true. I know there are some amazing church elders and pastors and

other business people that are up for coaching without charging money and I am not saying this is

bad. However, be careful, if this is what you are seeking. Generally they are limited on time and

accountability for you. Now, you can barter. I think this is a very useful way to exchange services if

it's close to equal in value. In fact, I am doing this with two amazing clients right now and it's

working great.
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 1) His product : How is it working? What is not working? Is it still relevant in today’s market?

 2) His company's process : How is it working? What is not working? Is it still relevant in today's

market?

 3) His people : How are they working? What is not working?

There are many blind spots in these �rst two questions. The reason is, people get attached to what

they make/sell. It’s kind of like if you have a new baby and someone comes and says, “hey bro, I

hate to tell you, but your baby is kind of ugly.” That really hurts. But, where are they coming from

with that statement? Maybe it’s fear. Maybe it’s jealousy. Or, maybe it’s love? The point is, a good

coach will have the courage and care to give you blunt, honest feedback. Maybe the reason you're

stuck at $9 million is because your baby is kind of ugly?

One question I get asked a lot is, “how often should I seek a coach?” It’s a great question. The short

answer is, “as often as needed.” I have had many returning clients. Sometimes it's three months

later. Sometimes it’s three years later. Other times, I get new clients that say they’ve had a great

spiritual coach but now they are needing a business coach. Or, their last coach was just doing them

a favor and now they don’t have the time but they’re really needing coaching in this new season of

entrepreneurship. All of those are acceptable. It really is okay to �nd a di�erent coach for di�erent

reasons and di�erent seasons.

One man that I’m working with already has a successful business. But, he’s wanting to take it from

$9 million a year in revenue to $25 million. He is hiring me to coach him in this process. I am going

to dig deep into three things with him:
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Now, we must do some psychology 101 and �nd out why the strong codependency is thriving. Not

saying that Betty Jo must go. Not at all. However, we need to see where the dysfunction in the

people is, and who the kingpin is in this scenario.

 

On occasion, all three scenarios are in good shape. In that instance all they need is for me to

facilitate a three-day retreat. This is a time to peel the onion and get real. I call this, “ clear the

decks.”  It's a great way to clean out the old and introduce a fresh, new mindset into the company.

This way they can experience the growth and excellence they deserve.

This process can also be done with small companies as well as, in some cases, new startups. It

always varies to some extent and I never know what exactly will show up. But, one thing’s for sure,

I love to help companies soar to new heights. I love watching them make it RAIN!

It’s not just about business either. I enjoy coaching families as well. It often leads to major

breakthroughs and establishes healthy communication and transparency. So, I’m feeling

generous. Below is some free family coaching for you...

The second question focuses on the process. This one can be di�cult. Sometimes it’s hard to

break the habits that need broken when there is a problem with the process. Sadly, some people

get married to their process. Maybe it’s the way their father did things? Or maybe it was a stroke of

genius 15 years ago when they developed this process and they have their identity wrapped up in

it. Sometimes however, their process and product are �ne and it’s all good.

The big and �nal question is the people. Oh yeah, this is where it gets interesting. Generally, when I

am assessing this part of a business, I will get a statement like this:

“Now, look Michael, Betty Jo is a sacred cow. She has been here since the beginning and she

knows where all the bodies are buried.”

Okay then…
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After that, choose one person who gets to decide on a family fun event. If Jr. wants to go ice

skating, then the whole family goes ice skating. The next week, someone else gets to choose and

so on. If you make this a weekly event, you will create a routine that will not only “clear the decks”

but will also be something the family will be excited to participate in.

I encourage you to learn to be coachable, learn to submit, and learn to have fun. You will be amazed

at what will happen.

If you are a mother or father, I strongly suggest that you host a weekly, clear the decks meeting of

your own. Each week, at a designated time and place, allow for a one hour meeting. Here is how a

family “clear the decks” meeting might work:

First, you will want to arrange chairs in a circle. You will want to have an object like a ball, or a stick.

Each person gets to hold the object, and “have the �oor”, for 15 minutes. They get to say whatever,

to whomever, for 15 minutes. During this time, no one else gets to speak. They just get to listen.

Now, it doesn’t have to be negative, but it can be whatever is on their heart at the time. When 15

minutes is up, it’s the next person's turn to have the �oor. They can choose to rebut the accusations,

o�er an apology or bring up their own stu� that has been bothering them the past week. The point

is to “clear the decks.”


