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Introduction


 


KASIA WEZOWSKI


Any list of the most successful coaches in the world must include Marshall Goldsmith. He was ranked by INC magazine as the No. 1 executive coach in America. The Economist called him one of the most credible thought leaders in the field of business. He counts a former CEO of Ford Motor Company and the twelfth president of the World Bank as friends and clients.


Most coaches, of course, are not as successful as Marshall. Some may struggle to make ends meet. They spend days on end working on marketing and sitting on social media when they’d rather be spending time with their clients. They charge less than they are worth because they don’t have the confidence to recognize their own value.


When my husband, Patryk, and I asked Marshall why so many coaches are struggling, his answer was simple: “Many of the people in the coaching profession are really good coaches, but they are awful businesspeople.”


This book is about becoming both a good coach and a good businessperson. It’s about ensuring that, as you help your clients thrive in their businesses, you are thriving, too! It’s about helping you become a model of success for your clients, so they look at you not just for advice, but as an example of what happens when the attitudes and principles of coaching are successfully applied.


In our society, we naturally associate the value of any professional with how successful they have become. If you had to find a dentist and the first practitioner you visited had an empty waiting room and a snarling receptionist, you’d be unlikely to have confidence in their professional skill. On the other hand, if you found a dentist with a packed waiting room, a smiling receptionist, and happy patients, you’d likely conclude that this was a competent professional whom you could trust.


It could be that both dentists attended the same school, got the same grades, and have roughly the same level of skill. For whatever reason, however, one had become successful at the business of running a dental practice, and the other hadn’t. As a patient, your trust immediately follows the trappings of success, and you feel more confident giving your business to the practitioner with the packed waiting room, smiling receptionist, and happy patients.


On some level, we are intuitively aware that the value of a dentist, a lawyer, or a banker isn’t exclusively connected to the amount of training they have received, or even to their level of professional skill. It’s about more than that. It’s about how they have managed their business and their life to become holistically successful.


This distinction matters for every profession, but for coaches it’s even more important. Our value and credibility as coaches is directly linked to our own level of personal and financial satisfaction. You wouldn’t trust a toothless dentist, and yet many coaches who are dissatisfied with their own lives or careers expect clients to come to them for advice.


As a coach, it’s not enough that you ask the right questions of your clients. It’s not enough to care deeply about their problems and to wish them to succeed. You will not be the best coach you can be unless you find and recognize your own unique value and use this to create a level of success for yourself before you create it for your clients.


For those willing to develop themselves, now is a fantastic time to enter the coaching profession. The coaching industry around the world has grown 19 percent since 2011. In 2016, the total revenue of coaches around the world was US$2.35 billion.1 Once considered a luxury for the business elite, more and more people now realize the value of coaching.


Awareness of coaching is on the rise among young people, with two-thirds of 24- to 35-year-olds familiar with the industry.2 About 75 percent of coaches working today expect an increase of clients and revenue during the next 12 months. This means there are strong opportunities for new coaches to make their mark on the profession and for established coaches to have long and rewarding careers.


Today, the average annual income for coaches around the world is US$51,000.3 That’s almost exactly the same as the national average income in the U.S. It’s also much less than most coaches deserve. Coaches who can develop and hone a specialization, who have established strong reputations, and who have the business skills to capitalize on this are capable of earning six or even seven figures per year.


When you learn the business and personal development skills to build a thriving life for yourself, you’ll be able to shine as a coach and speak from a position of authority and confidence. This book sets out to help you achieve this—to become the kind of coach whose value is immediately obvious to everyone you meet, who attracts the right kind of clients, and who exudes success in everything you do.


Inside this book:




■   You’ll learn how to quantify the impact of your coaching so that you can charge high fees with integrity, with both you and your clients confident that you’re worth every cent.


■   You’ll learn how to design your specialization so that you attract the right kind of clients, positively impact their lives or businesses, and become recognized locally or even internationally as the expert in your field.


■   You’ll learn how to live life as a successful coach, able to overcome your own barriers and evolve as a person while helping your clients do the same.





This book presents wisdom directly from some of the most successful coaches in the world. Many of the people you’ll hear from are millionaires. Some are celebrities. But they all started off exactly where you are now.


There was a moment in the life of each of these coaches when they realized that making a difference for other people also means being successful yourself. We hope that their stories and advice will help you take your leap and become the kind of coach who inspires your clients not just because of what you do, but also because of who you are.


Congratulations on taking the first step, and I can’t wait to embark on this journey together.


Kasia Wezowski, July 2017
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Inner Wisdom


The Yin and Yang of Building a Thriving Coaching Business


MARC STEINBERG




Marc Steinberg is an accredited International Coach Federation Master Certified Coach (MCC) with more than thirty years of international experience in coaching, teaching, and mentoring. He is the founder of Creative Consciousness International and its ACTP Coaching Academies, which are represented in Europe, Russia, South Africa, and the United States. He has helped thousands of entrepreneurs and worked with numerous corporate clients including L’Oréal, MasterFoods, and Harley Davidson.





As a coach, you help other people overcome barriers to success. In this chapter, you’ll learn how to overcome your own obstacles and grow your coaching business through an understanding of both Eastern and Western philosophy.


The United States has a strong culture of “go-getter” entrepreneurial core competencies. There are many amazing teachers who explain the practical skills you need to start, grow, and market a business. Several of those teachers are featured in this book. As a coach, it is essential that you have these skills, but it’s also important to realize that this go-getter approach to building a coaching business is only part of the picture.


Twice in my life, I have worked to create a coaching business from nothing. The first time was in Germany in the 1990s. Ten years later, after taking time out for a personal sabbatical and to upgrade my coaching credentials, I again started from scratch and began my second coaching business in South Africa, Creative Consciousness International, which today has a global presence.


Each time my team and I set out to build a coaching business, we were successful not just because of business skills and hard work, but also because of an awareness of where the attitudes and techniques of the modern business culture fall short.


In this chapter, we’ll explore a few concepts that draw on Eastern and Western philosophy to fill some of the gaps in our understanding of personal and business success. You’ll learn how succeeding and thriving as a coach isn’t only about your skill as a businessperson, but also about your ability to balance the power of yang, making things happen, with yin, the disciplined nonattachment of letting things happen.


Embracing these ideas will not only help you reach new heights of success, but will also protect you from burnout, loss of passion, and the dangerous complacency that so often comes when the first summits of success have been achieved.


WHERE OUR UNDERSTANDING OF SUCCESS FALLS SHORT


In the West, entrepreneurial core competencies focus on making things happen. The techniques focus on personal power. They are about building bigger, faster, better businesses. This is important, but it’s limited.


There are only twenty-four hours in a day, so there’s a limit to how much you can simply make happen. You’re limited in the number of clients you can see every day. You’re limited in the number of networking meetings you can attend, the number of phone calls you can make, the number of books you can write.


If you focus only on making things happen, then you’re only functioning at 50 percent of your real potential capacity. To access the full 100 percent, you need to combine making things happen with letting things happen.



THE POWER OF LETTING THINGS HAPPEN


When you read biographies of successful leaders, you may be surprised to realize how little work some of them actually did. Many achieved amazing things, but more than a few of them seem to have spent more time on the golf course or walking along the beach than on hard work. Isn’t success about constant hard work and a good dose of luck? That’s what many of us in the West are taught. The Western concepts of creating success are powerful and valid but represent only 50 percent of a human being’s power to create. The other 50 percent belong to the Eastern way of creating success. The way of letting things happen.


From a holistic perspective one can posit that human beings are composed of two energies: the male energy and the female energy. The male energy, yang, is about making things happen. The female energy, yin, is about letting things happen. With both of these energies awakened and in balance, you can move mountains and become holistically and fantastically successful.


Many people fall short of success time and again because our Western culture has given too little attention to the female energy of success. We lose because we focus only on making things happen, without being open to the possibilities that arise when we begin to simply let things happen.


UNDERSTANDING THE MALE AND FEMALE ENERGY


Male (yang): Personal power. Attachment. Commitment. Vision. Taking a stand. Perseverance. Persuasion.


Female (yin): Nonattachment. Serenity. Freedom. Openness. Receptivity. Fortunate circumstances. Unexpected support. Being at the right place at the right time.


None of the great achievers in history achieved their success through personal power alone. Consciously or unconsciously, they used the power of letting things happen, also known as the law of attraction. By balancing hard work with the ability to attract and be open to unforeseen fortunate circumstances, they propelled themselves to greater heights of success.



THE PROBLEM OF ATTACHMENT


Everything I have accomplished in my life started out with a decision, with a commitment. But, through my understanding and awareness of Eastern and Western philosophy, I learned that if you become too attached to the decision and forget to open yourself to simply letting things happen, then you will sabotage your own success. This is the problem of attachment.


We’ve all had experiences that show us that the more we want something and feel internal pressure—expectations, needs, burning desire—the less likely we are to get it. The harder you try to be charming at the next dinner party you attend, the less likely you are to come off as authentic and likeable. The harder you try to close that deal over the phone, the more likely you are to come across as desperate and off-putting. As I tell my clients, you can’t make a rose grow faster by pulling on it.


Cats are particularly sensitive to the energy of attachment, and their natural reaction is a stunning mirror. If you approach a cat and start stroking it, hoping that it will like it and play with you, then chances are the fur ball is going to flick its tail and rush away. But when you return to the couch, pick up a good book and forget all about the cat, that’s exactly when it’s going to start purring and rubbing against your leg.


Whatever you believe you absolutely need in life, the universe, like cats, has its ways of showing you that you don’t. The philosopher Jiddu Krishnamurti said: “Freedom is not at the end; freedom is at the very first step.”4 Freedom is the natural state that we reach when we are not attached. Letting go of attachment to the desired outcome is therefore as powerful as it is important.


While it may seem counterintuitive, it is possible to be fully committed and engaged in powerful action while at the same time being nonattached, but it requires a conscious act of surrendering the notion of control. Remember, be free first, then engage with the world. Be clear on what your goals are, while not being attached to whether or not you achieve them.



THE CONCEPT IN PRACTICE


Next time you have a meeting or phone call with a potential client, keep in mind this constant search for balance between making happen and letting happen, between commitment and detachment. Before your meeting, be clear on your purpose: to create a new coaching client from this conversation. But do not become overly attached. Make peace with all possible outcomes. They may become a client, they may not. Be happy with either option.


Here’s a powerful mantra: “Some will. Some won’t. So what? Who’s next?”


To detach, it helps to first embrace the worst-case scenario. Know that even if the worst-case scenario transpires, you will get through it. From the moment you accept this possibility and move beyond fear, you can arrive at a more natural place, a place of balance. When you are no longer attached to success, you are very likely to acquire it.


THE LAW OF RESONANCE


A powerful concept that helps us to balance both male and female energies when it comes to pursuing our goals is the law of resonance. If you’ve felt stuck at a certain plateau with your business, or if you’ve been hesitating before taking the leap to the next level, then the problem could be that you are not in resonance with where you need to be.


The law of resonance states that we attract into our lives the things we are in resonance with. To be in resonance with something means to be able to completely regard it as true for you in your consciousness. You are, you have, and you attract only that which you regard as true for yourself and thus place yourself in resonance with. You miss out on those things that you are not able to regard as true and are therefore not in resonance with.


Hermes Trismegistus, a mythological figure, said, “As within so without, as above so below.” When you regard something as true in your consciousness, you bring it into your life because like attracts like. Happy people magnetize other happy people around them but, as the old saying goes, misery also loves company.


There are many social and political reasons why the rich get richer and the poor get poorer, but the law of resonance is a factor. Wealthy people find it easy to believe in their own wealth. They are in resonance with being rich. Poor people, on the other hand, often stay poor because they cannot make the idea of being wealthy true for them in their own minds.


Nearly one-third of lottery winners eventually lose all their riches and declare bankruptcy.5 Could this be because, even though their bank balance changed, the fundamental, deep-seated beliefs and attitudes they carried throughout their whole lives remained the same? They may have been millionaires on paper, but in their minds they were still not in resonance with wealth. This caused them to make poor financial decisions, and soon they arrived back at where they were in the beginning, or even worse.


If you want something to happen, then you must first make it real for you in your mind. It doesn’t work the other way around.


ARE YOUR GOALS TRUE FOR YOU IN YOUR MIND?


In my early twenties, I financed my spiritual studies and travels through modeling and commercial acting. I had some success and was soon earning DM4,000–5,000 every month. That was good money in those days, but I wondered why I wasn’t making more. I had it all going for me, but every month my bookings seemed to be invisibly capped at the magic DM5,000 line. Unable to find external explanations, I approached a mental trainer named Richard, and I asked him what I would need to do in order to break through this barrier and make as much as DM10,000 or DM15,000 each month.


Richard said I would not be able to earn this much until I could clearly imagine it and internally regard it as true. He warned me that thinking and believing are entirely different domains. Thinking about a million dollars doesn’t do anything for you, even if you think about it all day long. To be in resonance with it, you need to believe it. Of course, my next question to the mental trainer was, “OK, so how do I get myself to believe?”


First, I had to vividly imagine that DM10,000 in all possible formats, including a pile of coins, a stack of crisp notes, stock certificates, glimmering gold bars. The fine details were particularly important. How do those notes smell? How heavy are the gold bars? What is the feel of the engravings on the coins? It had to be completely real in my head, involving all five senses.


I would visualize every morning and every night for twenty minutes, changing the details in subtle ways to keep it fresh and interesting. Richard taught me not to think about the images I created in my mind but to experience them, to see them, to feel them, as if they were real.


To my delight this actually worked; and it didn’t take long before more and better-paid jobs found me, and soon I reached the five-digit monthly income mark. Ever since, whenever I desire something and can’t believe in it, I get busy practicing this way of visualizing until my mind starts believing.


LET’S APPLY THIS TO YOUR COACHING BUSINESS


You must internally regard something as 100 percent true for you before the power of attraction can help you manifest it in reality.


What you are not able to believe in is not likely to happen.


Think about the level of success you want to achieve as a coach. What symbolizes that success for you? A certain bank balance? The smiling, happy faces of your family? A transformed client? Waking up every morning, looking in the mirror, and knowing with certainty that you are on the right path and looking forward to another beautiful day?


Whatever this is for you, practice visualizing it as vividly and powerfully as possible, using all five senses, until you can internally regard it as true for yourself. Commit to doing this for twenty minutes every morning until it becomes a habit. It will get easier with time and will eventually become an exercise that you look forward to and enjoy.


When you are doing this, do not get sidetracked by thinking about how to make this come true. Focus on the what and the why; make it absolutely real for yourself in your consciousness; then relax, detach, and let it happen. But don’t drop the energy of being connected to the what and why. This is the paradox that so many readers of The Secret struggle with. The yin-yang symbol is the power; you won’t find just the yin or just the yang.


By doing this exercise you are placing yourself in resonance with what you want, which is closely connected to the concept of letting it happen. Deciding to place yourself in resonance with what you want is like making a commitment. It comes from yang, the male energy. Being in resonance with what you want and letting it happen comes from yin, the female energy. Both powers need to be energetically fueled. In essence, you are practicing the action of attached engagement while remaining nonattached.





YOU GET WHAT YOU GIVE


There’s a famous story of a woman who took her son to see Mahatma Gandhi. The child had diabetes, but no matter how many times his mother pleaded, he wouldn’t stop eating sugar. The woman asked the great guru to tell her son to stop eating sugar.


Our story goes that Gandhi looked at the woman and said simply, “Come back in three months.” The woman was confused, but she trusted in the guru and led her son away. Three months later she returned with her son. Gandhi gazed at the boy for a moment before calmly saying, “Stop eating sugar.” The boy nodded his head in agreement.


The woman was surprised. She asked her teacher, “Why didn’t you simply say this three months ago?” Gandhi’s famous reply: “Madam, three months ago I myself was eating sugar.”6


Mahatma Gandhi understood that being in resonance with what you want from the world means accepting that you only get what you are willing to give. As we discovered above, the law of resonance states that like attracts like. Happiness attracts happiness, wealth attracts wealth. Before Gandhi could authentically and powerfully tell the boy not to eat sugar, he had to be in resonance with not eating sugar himself. As Gandhi himself said, you have to “be the change you want to see in the world.”


HOW THIS WORKS IN PRACTICE


Look at your relationships, both your romantic relationships and the relationships you have with your clients, your business partners, your friends. Think about what you feel is missing from those relationships. What is it that you want, but they are refusing to give? Trust? Commitment? Respect? Inspiration? Loyalty? Pleasure? Then ask whether you yourself are giving this to them. As Gandhi shows us in the above story, we cannot expect to get that which we are not willing to give.


In the same way that Gandhi was unwilling to tell the boy to stop eating sugar before he himself stopped eating sugar, think about the situations in your life where you want something from other people that, until now, they haven’t been willing to give. And then, go there first and get in resonance with that yourself. Be willing to give and believe fully in something yourself before you expect others to do the same.


OUR RELATIONSHIP WITH TIME: CHRONOS & CHYROS



One of the most significant areas in which the Western emphasis on making happen and attachment causes us to sabotage ourselves is in the area of time. In our culture, we have lost the sense of the right timing. We focus only on time quantity, without focusing on time quality. The opposing concepts of chronos and chyros help us to understand this.


Chronos represents the male energy in relationship to time. Chronos is about time quantity. The number of hours in a day, the number of working days in a week. It’s about commitment, deadlines, certain outcomes being delivered at a certain time. It’s about the past and the future.


Chyros, from the ancient Greek word kairos, meaning the right or opportune moment, represents the female energy in relationship to time. Chyros is about time quality. It’s about the here and now. It’s about having the necessary trust to allow things to happen at the right time without always needing to force them to happen when you want.


Our business culture is so focused on the male energy of chronos, making certain things happen at a certain time, that we suffer greatly by missing out on chyros, letting things happen when they are meant to happen. To be successful, you need to have both.


When you are overly attached, fearful, and constantly rushing to get things done, you are experiencing time only from the perspective of chronos. When you place yourself in resonance with what you want, as described in the sections above, then you open yourself up to the possibilities and opportunities presented by chyros.


Once you open yourself to chyros, you start to notice opportunities that you would otherwise have missed. You experience the present moment, the here and now, more richly. You are less anxious about the past, less fearful about the future.





THE CONCEPT IN PRACTICE


Let’s say that you’re a speaker from New York and you’ve decided to expand your speaking business internationally. You give yourself seven days to come up with a plan, execute it, and land your first paid speaking gig in London.


For the first three days you work solidly, finding leads in London, introducing people to your profile, researching potential events that would be a match. You still haven’t landed the gig, but you have four days to go and you’re working hard to reach your goal before the deadline.


Then, on the third afternoon, you get a phone call from an old friend whom you haven’t seen in years. He’s in town just for the one night, and he asks if you want to grab a drink. This could be a distraction that will prevent you from accomplishing your goal. Or, it could be the hand of chyros offering you an opportunity.


The more aligned you are with your purpose, the more you are in resonance with what you need, the more easily you will be able to notice the opportunities presented to you by the world, and the better you’ll be able to tell the difference between unexpected opportunities and unnecessary distractions.


In this example, you decide to go for it. You finish your day early and meet up with your friend. You tell him that you’ve decided to expand your speaking business to London. It could be that he has a friend or colleague who is right now putting together an event in the city and is looking for a speaker who matches your expertise. And if we are really talking chyros here, then your friend is a messenger telling you where the fast lane is to be found. It’s only day three of seven, but you’ve already achieved your goal!


HOW TOTALITY HELPS YOU OPEN TO CHYROS



The key to being open to the opportunities presented by chyros without being sidetracked is to keep your life complete. Tie up loose ends so that, when new things present themselves, there’s more likelihood that they’ll be an opportunity rather than a distraction. Go light!


When you’re busy working on things that matter to you, it will become more natural to keep things complete. Never break a promise or commit to anything that you won’t follow through on. Communicate clearly, honestly, and sincerely. This way, when you go to bed at the end of the day, there should be no thoughts left over from the day’s work—absolutely nothing—because you will have completed every action that day in the moment. You did not resist, hesitate, or withhold. You gave it all 100 percent. If you feel like resting, rest 100 percent. If you decide to call prospects, do it 100 percent. Don’t go to the fridge, don’t look at your e-mails, and don’t let your mind take you on a world tour.


Break down your time commitments into smaller units, like ten- or twenty-minute blocks—and spend these in totality. Add another block if you want to, but only after you have completed the current time block. This way you successfully avoid the overwhelming feeling that can happen when you take on too much.


This is what I call totality. Water only boils at 100° degrees Celsius, not 99. Ninety-nine percent is not good enough. Today is the only time that exists anyway. The past and the future exist only in your imagination. So, do not compromise on today. If you can live this kind of life, then chyros will come knocking on your door, showing you the golden path.




Summary and Your “To Do” List


By striking that balance between the entrepreneurial drive of making things happen and the peaceful acceptance of letting things happen, you open yourself up to new, greater levels of possibility, not just as a coach but in every aspect of your life. Search for balance to become a better coach.


■   Expand your focus: Don’t limit your focus only to making things happen. That’s only half of the story. Combine making things happen with letting things happen, also known as the law of attraction.


■   Let go: Letting go of any attachment to a desired outcome is as powerful as it is important. Surrender the notion of control, and embrace the worst-case scenario. Be free first, then engage with the world.


■   Understand the law of resonance: You attract into your life the things you are in resonance with. To be in resonance means you must completely regard it as true for you in your consciousness. Like attracts like. Make the idea of what you want true in your mind.


■   Open yourself to chyros: Chyros is about time quality, having the necessary trust to allow things to happen at the right time without having to force them to happen. When you are open to chyros, you will notice opportunities you otherwise would have missed.








Emotional Intelligence


Boost Your EQ to Lead in Business and with Your Clients


RELLY NADLER




Dr. Relly Nadler is a licensed psychologist and Master Certified Coach (MCC) with the ICF. He has been coaching CEOs and their teams as well as training leaders and coaches in emotional intelligence strategies for more than twenty years. He has worked with the U.S. Navy, BMW, DreamWorks Animation, and Vanguard Healthcare and as a senior faculty member for a coaching school for fifteen years. He the author of Leading with Emotional Intelligence.





Emotional intelligence is increasingly recognized as the key factor in determining business success. As a coach, emotional intelligence can help you master the moment to avoid sabotaging your own success, and better lead your clients with empathy, insight, and compassion. In this chapter, you’ll discover emotional intelligence tools to improve your performance as a coach.


Emotional intelligence is where empathy meets insight. It’s your ability to understand and manage yourself, multiplied by your ability to understand and manage others. Corporations are increasingly realizing the essential role EQ—as opposed to just IQ—plays in business success. Research shows organizations that emphasize emotional intelligence are three times as effective at leadership development as those who don’t.7 As a coach, you need emotional intelligence to master the moment and succeed not just with your clients, but also with yourself.


Prior to my time as a practicing psychologist, I was involved in leadership programs for young people, such as Outward Bound. Corporations became interested in the programs we were running, and I noticed a real need for leadership training that emphasized emotional intelligence in the corporate sector. Merging my passions for leadership training and psychology, I founded a solution-focused coaching practice. Since then, we’ve worked with individuals, CEOs, and presidents, as well as a wide range of organizations, including Anheuser-Busch, BMW, Anthem Health, and General Motors.


Emotional intelligence isn’t important only for the corporate world. Emotional intelligence is essential for a coach in terms of your own self-development, as well as how you interact with your clients and partners. Emotions happen in a split second, and how you react in that moment can make the difference between a productive solution and a wasted opportunity.


In this chapter, we’ll look at some simple emotional intelligence tools to help you boost your EQ and increase your success as a coach. We’ll begin by looking at the first pillar of emotional intelligence—your awareness and understanding of yourself—before looking at applying emotional intelligence to your interactions with your clients and others.


MASTER THE MOMENT: EMOTIONAL INTELLIGENCE TO UNDERSTAND AND MANAGE YOURSELF


How are you feeling right now? Check your emotional thermostat. Emotions play a powerful role in our lives, our behaviors, and our decisions, yet we often let them run unchecked in the background. By learning how to understand our own patterns and triggers and then working to improve this understanding, we can significantly boost our own emotional intelligence. This will not only make you happier and less stressed but also wiser in business and more influential with your clients.


Your emotional state influences others. In the same sense that you can instantly notice it when your partner comes home stressed and this makes you uncomfortable, your coaching clients will also pick up on the signals that you send to them. In the coaching environment, they look to you for leadership and in less than a second they decide if they can trust you. If you’re hoping to close a potential new coaching deal but your emotional signals are off-putting to the potential client, they are unlikely to trust you or feel good about working with you.


To manage your emotions, it helps first to improve your self-talk so you can face the world with a baseline of positivity.


Self-Talk: Managing Your Internal Google Search


We all constantly talk to ourselves in our heads, thousands of times a day. The trouble is, most people have negative self-talk. They judge themselves, self-criticize, and punish themselves for mistakes. By filling your mind with negative self-talk, you’re that much more on edge, and that much more likely to fall into a negative emotional state.


Negative self-talk results from judging ourselves too harshly. We ask things like, “How could I be so stupid?” “Why did I blow it with that client?” “When am I finally going to get my business together?” These questions run in our minds like an internal Google search. If you Google “cats,” you’re going to get results about cats. Likewise, if you unconsciously tell your mind to search for negative things about you, you’re going to find them, and believe them.


Instead of searching for negative things, be more intentional. Program your internal Google search to provide you with more positive self-talk. If something goes wrong with a client, don’t ask, “Why do I always blow it!” Instead, think: “What can I learn from this?” “How can I grow and do better next time?” You want to turn the beatings in learnings. This way your mind will search for solutions, not problems.


It takes practice and time, but when your head is full of positive self-talk instead of judgment and criticism, you’ll have much more creativity and energy to face the world. Be on your own side, not on your case! Use the daily sentences percolating in your head to direct the incredible resources of your mind toward your own growth and development, instead of engaging in negative judgments that can rule your thoughts.


The Emotional Hijack: Managing Your Triggers


The most dangerous way emotions can undermine your success as a coach is through a lack of impulse control. When was the last time you lost it and reacted out of anger with your family, with a client, or with a business partner? Did your emotional reaction solve your problem and improve the situation? Chances are, it didn’t.


When we start reacting with anger, the part of our brain known as the amygdala takes over. Instead of the rational intelligence of the prefrontal cortex, the amygdala asserts what’s known as privileged position. This means that we react out of instinct, out of fear instead of rationality.


These situations when your amygdala takes over are called the emotional hijack. During these moments, we are significantly less intelligent than normal: Your prefrontal cortex is out to lunch temporarily, taking a heavy chunk of your IQ points with it. Instead of “consider, evaluate, decide,” it’s the four Fs: fight, flight, faint, or freeze.


To bring back these lost IQ points and act intelligently, even when surprised or under stress, I teach my clients to perform an emotional audit. This process helps you wrest back control from your amygdala and reassert your rational mind.


The Emotional Audit


Think of the last situation in which you were irritated or angry. It could have been when you were dealing with a difficult client or a demanding business partner. Imagine yourself in that situation, and run through these five strategic questions below:




1.   “What am I thinking?”’
The most important step toward reasserting rational control over yourself is awareness. This question immediately helps get you out of your emotions and into your head. Notice your self-talk, your opinions. It’s fine if it’s negative—just be aware, don’t judge.


2.   “What am I feeling?”
These first two questions will help reveal your patterns. Asking yourself this question brings your emotional state into conscious focus. It helps you understand exactly what’s going on in the moment and become aware of your own triggers. All of this can happen in just a few seconds.


3.   “What do I want now?”
In the same way that you learned to change your self-talk by asking positive questions instead of negative ones, this question immediately begins to shift your focus. You’re already aware of what you don’t want, the trigger that caused you to feel this way. Now it’s time to focus on what you do want. A prompt end to the meeting? The client to understand your point of view? Be clear about the positive end you wish to achieve.


4.   “How am I getting in my own way now?”
Now that you’re aware of your thoughts and feelings, you can start to notice how this affects your behavior. Is your voice raised? Are you pacing? In what way is your behavior betraying your emotions? This question will help reveal your patterns.


5.   “What do I do now?”
Now that you have all this information, how can you be more intentional? With your prefrontal cortex back in the room and the hijack over, what do you do now? Perhaps you could calmly redirect attention to the goal of the conversation, or carefully explain to the client the benefits of the solution you are proposing.





Understand Your Triggers: What Sets You Off?


By allowing yourself to be hijacked emotionally, you haven’t mastered the moment. You have destroyed the moment. In less than five seconds, you could have lost all your credibility with an existing client, or sabotaged your chances of forming a new and profitable business relationship. The emotional audit helps you rescue yourself from the brink of chaos. Knowing your triggers helps you prepare so that next time you’re able to prevent the hijack before it begins.


Think back to the example you used in the exercise above. Remember the trigger that set you off. Now try to remember other situations in which you have acted out of emotion and suffered negative consequences. Think about the triggers in those situations. Was it the way someone spoke to you? A particular business problem that drives you crazy? An attitude or opinion that always gets you going?


Be aware of this pattern within yourself, and practice going through the emotional audit in your mind, remembering past situations. Imagine yourself handling those past instances better. Think about what you should have done, and practice more-positive resolutions. This helps you train yourself to automatically respond to triggers in a healthier, productive manner.


Managing your self-talk and preventing “emotional hijacks” takes you a long way toward boosting your personal emotional intelligence. Now let’s focus on the second pillar of emotional intelligence: how you work with others.


Master the Meeting: Emotional Intelligence to Understand and Manage Others


Interacting with others in an emotionally intelligent way gives you a tremendous advantage as a coach. You’ll be able to act more sensitively while helping clients effectively overcome problems. You’ll be able to form business relationships by leading others strategically. The first step toward managing others is simply to manage yourself, as you learned in the section above.


Your emotions have a profound influence on those around you, particularly those with whom you occupy a position of trust or authority, like your clients. By managing your own emotions first, you’ve already made huge progress toward improving your relationships.


Developing the emotional intelligence to manage yourself is about understanding your self-talk and your triggers. Developing the emotional intelligence to manage others also begins with understanding. When it comes to the emotions of others, this understanding is known as empathy.



The Empathy Audit: A Quick Way to Get Inside the Feelings of Someone Else



Before beginning your next coaching session or meeting with a potential client, take a moment and go through the same five questions you learned for the emotional audit above. This time, however, instead of making the questions about you, make it about them. This will give you quick yet profound insight into how they are feeling in the moment, helping you better connect with and lead them. Let’s run through this:




1.   “What are they thinking?”
They’ve just walked into your office for a coaching session. Put yourself in their position, and imagine what might be going on in their head.


2.   “What are they feeling?”
Are they likely to be nervous, stressed, excited?


3.   “What do they want now?”
Understanding someone’s motivation in any given situation is essential for leading them toward a desired outcome. Why are they there? What are they hoping to achieve?


4.   “How are they getting in their own way?”
They’re coming to see you because they have some kind of problem they cannot solve on their own. Think about how their behavior may be sabotaging their own success, and what you can do to help.


5.   “What do they do now?”
Because of your interaction and coaching with them and the help you’re about to provide, how will they behave differently?





The empathy audit won’t provide you with as much information as the emotional audit—after all, you’re just guessing, really. Don’t use this to form concrete conclusions, because the data you gain later may contradict this. Instead, use this guessing phase to help orient yourself away from your own mind and toward theirs. When it comes to interacting with others, the bedrock of emotional intelligence is your ability to understand and empathize. This exercise helps you kick-start the process of developing empathy.



Empty the Bucket Before Giving Advice



Many of us become coaches because we like giving advice. We’ve spent years studying and learning and have developed amazing strategies for achieving success, and we want to share this with others right out of the gate. Emotional intelligence shows us that before people are ready to receive advice—even good advice—they must first empty their own solutions.


Imagine that each of your clients has a bucket full of ideas, thoughts, and feelings. You also have a bucket full of advice, wisdom, and practical steps for them to take to improve their lives. But before you can pour your ideas into their bucket, you first need to create some room. You have to empty their bucket. Before you fill their bucket, take the time to ask and drain before you tell and fill. Let them talk, without interruption, until they’ve exhausted everything they came there to say.


Another phrase I use to describe this process is connect before you direct. Begin your conversation by checking in with them. Ask open questions, and pay attention to the information they provide to you. Are their eyes red from crying? Do they look tired? What are they particularly hesitant about saying? Use the data they are providing to confirm or correct the guesses you made when you completed the empathy audit. Think about what you’re learning about them, and how you can use this information to better lead and help.


Stay in Their Story


A good coach SITS more than talks. SITS stands for “Stay in Their Story.”


As they’re emptying their bucket, you have a great opportunity to truly enhance your understanding of them and their situation. Most people don’t really listen. They ask questions but are actually looking for opportunities to jump in and offer advice or opinion. Instead of listening with intent to reply, practice truly listening.


I tell my corporate training groups, “No one knows you SEE their perspective until you SAY their perspective.” As your client is talking, pay attention to the key emotional words they use to express their feelings, the words that really jump out at you. I call these blinking words. For example, they may say, “I’m really upset about this situation.” Feed those blinking words back to them to let them know they are being heard and understood: “I can understand how upsetting that must be.”


The key to staying in their story is to be truly curious about them and their situation. Understanding, as I’ve said earlier, is the essence of emotional intelligence, and curiosity is the gateway to understanding. Be genuinely interested in their situation, and ask meaningful questions that allow them to go deeper into what they are saying.


Don’t let an interesting comment hang in the air. When a blinking word jumps out at you, feed this word back to them in the form of a question that doubles down and allows them to reveal more: “I can understand how upsetting that situation must be for you; you’ve really been working hard on this. What are you thinking of doing now?”


Allow them to talk, and listen sincerely and with curiosity until they have fully exhausted their story. Only once their bucket is empty can you jump in and start filling it up again with your ideas, suggestions, and stories from your own perspective. By this time, thanks to the empathy audit and the data they have provided to you, you will be able to more intelligently assess their situation and offer advice that really hits the spot and helps them move forward.




Summary and Your “To Do” List


In this chapter, we’ve looked at a series of techniques and principles to help you increase your emotional intelligence and be more effective as a leader in business and with your coaching clients. Increasing your emotional intelligence can help you master the moment to avoid sabotaging your own success, while empowering you to better lead your clients with empathy, insight, and compassion. Emotional intelligence is something you have, not just something you do.


■   Improve your self-talk: Reprogram your internal Google search by training your mind to search for solutions, not problems. Ask yourself, “What can I learn from this? How can I grow and do better next time?”


■   Understand your own triggers: Avoid the emotional hijack and rescue yourself from chaos by performing an emotional audit to reassert your rational mind.
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