


From  Mega Coach , Milana Leshinsky:  

 
To My Fellow Coaches,  

When I first started my coaching business, I was wide 
eyed and hopeful. Little did I know the pitfalls and chal-

lenges that waited ahead...  
 

I thought that if I focused on filling my practice with clients, eve-
rything would be alright, and my family wouldn't think I was 

"crazy" for quitting my job.  
 

But after 2 years of struggling to make ends meet, I felt embarrassed and disap-
pointed.  

 
My marketing efforts produced just enough to qualify as "extra cash" -  I knew it would  

take a miracle to stay home with my two kids and avoid going back to work.  

 
Then I made a stunning discovery.  

 
It was a breakthrough  that was never taught in ANY coach training or any business 

training at that time. I actually discovered it completely by accident, and it resulted in 
a 400% increase of my coaching business income that year.  

 
I created a special presentation, where I reveal the breakthrough that quadrupled 

my coaching income in one year and allowed me to cut my work hours down to just 
4 a day.  

 
Watch my presentation now at:  http://www.milana.com/presentation  

Hope you enjoy it,  

Milana    
P.S. This breakthrough also made me realize that I would  never have to get a tradi-

tional job ever again...  
                                                        ~~~~~  
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Message from the Publisher, Viki Winterton:  

 
Insights Magazine has been my personal vision for decades!  

Insights brings you leading experts in coaching and empowerment,  
sharing their wisdom, vision, secrets of success and  

 personal defining moments of inspiration.  

We hope you will enjoy and view our new Insights each month.  
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Milana Leshinsky in The Coaches Corner  

Milana has been in coaching industry since 2002, mentoring coaches through 
her virtual Coaching Tele - Summit, live Coaching Super Summit, Coaching Mil-

lions business development tools, and other support channels.  
 

I: How did you get into coaching?  
 

ML: Back when I was a web designer, a coach bought my web site tutorials. She loved 
them so much, she decided to make me a member of her coaching team. There were 

already a parenting coach, a business coach, a relationship coach, and now an Internet 
marketing coach. Looking back at this team, the concept was completely flawed -  no-

body would ever hire such a diverse team of professionals. We split up a few months 
later.  

 

But coaching really stuck with me. I was still designing web sites, but now I had fo-
cused entirely on working with life and business coaches. I even had my first session 

with a former cop turned coach named Rob, who completely stumped me with an un-
comfortable question, "What does success mean to Milana?"  

 
I started noticing that nobody was teaching coaches how to promote their practice on 

the Internet. After a year of researching, writing, and interviewing, I founded AC-
CPOW, Association of Coaching & Consulting Professionals on the Web. Although no 

longer active, it was a wonderful experience that brought me close to some of the top 
coaches in the world today and helped me become an expert on how to really build a 

successful coaching practice.  
 

It also helped me quit my job and stay home with my two children, 2 and 8 at the 
time.  

 

ML: Your approach to building a coaching business is different than what others teach. 
Can you explain it?  

 
A: Basically, most coaching practice building programs focus on getting clients. The 

goal is to book yourself solid. And, while this sounds like a great place to be, it leaves 
many coaches burned out and gasping for air. Coaching clients all day long can be ex-

hausting, it keeps you chained to your phone for hours every day, and most impor-
tantly it limits your income. Heck, there are only so many hours in a day, and once you 

fill them all, youôre done. 
 

I've worked hundreds of coaches over the last nine years -  from one -year rookies to 
ten -year veterans -  and most of them struggle with this traditional coaching practice 

model. I show coaches a different business model, where coaching clients becomes a 
ñside effectò and a ñcherry on topò. In other words, you can design your coaching busi-

ness, where coaching clients is only one piece of your financial puzzle.  

 
Coaches are entrepreneurs at heart, and when given a choice they begin thriving. The 

problem is that many coaches donôt know they have a choice. The thinking is this: ñI 
am coach, so coaching is what I do.ò But there are so many other exciting ways to 

support your clients, itôs truly incredible whatôs out there for coaches! 



I: Can you give some examples 

from your own business?  

  

ML. Sure, well first of all let me just 
say that the goal of every business 

is to solve problems and exchange 
value for money. Value can be deliv-

ered and problems can be solved in 
many different ways. When you go 

to a chiropractor for a lower -back 
pain, you donôt care which instru-

ments or methods heôll use. You just 
want him to take the pain away. 

One-on-one coaching is only one 
way to help your clients, but it can 

make you quickly max out ïwhatôs 

next? Thatôs why itôs important to 
diversify your coaching business. 

Create your products and programs 
based on different budgets , different 

levels of access to you, different 

learning styles and your personal 
preferences.  

 
I coach clients one -on-one, but I do 

it only because I want to ï most 
coaches do it because they have to 

earn a living. I am on a mission to 

change that, as you can tell. So, let 
me share some of the other ways I 

bring value to my clients and cus-
tomers.  
  

I have a line of products based on 
my book, ñCoaching Millions.ò Each 

product is a toolkit that helps my cli-
ents learn and implement various 

business, marketing, and passive 
income strategies. I love having my 

products, because by the time a cli-
ent gets to me personally, she al-

ready understands the business 
model I teach. Weôre already on the 

same page, and most importantly, 
she knows the value I can bring to 

her, so there is no fee negotiation, 
credibility issues, or any other con-

versations coaches find so daunting.  

                  (Continued next page)  

                    

                        -5-  



Milana Leshinsky,  continued.  

 

ML: I also run Coaching Millions Super Summit, my annual live event. Last year I 

opened a coaching club called Profit Acceleration Mastermind, where I offer group 
coaching and online support for up to 20 members. I do an annual three -day retreat 

with a group of 8 -12 entrepreneurs helping them plan their year and transform their 
business in a luxury beach house environment. Finally, I offer business tools, such as 

Group Coaching Manager and Assessment Generator, which are essentially web -based 
software my clients use to greatly enhance their business.  

 
Any coach can create such products and programs for their niche market -  I only 

scratched the surface! The key is to really know your market and what your target au-

dience is looking for.                                                                                                          
 

I : Speaking of target audience, focusing on a niche is a big foundational principle of 
your coaching business model. Why is it so important?  

  
ML . If you have a huge marketing budget and a ton of time, then go ahead and be a 

life coach. But most coaches are home -based and work with very limited funds; and 

they really need to start making money as soon as possible to stay in business. Thatôs 
when focusing on a niche becomes key to your success.  

  
I came from a country where businesses didnôt exist (Soviet Ukraine, 1992), and had a 

classical music background ï I knew nothing about business ownership. And yet, I was 
able to build a half -a-million -dollar business within just a few years after launching it. 

Why? I niched! I focused on a very particular target audience and decided to help 
them solve a very specific problem.   

 

I: So going back to the question your very first coach asked, what does  
success mean to Milana?  
  

ML. Wow, itôs such an ever-evolving concept for me. I think it changes every year. 
Hereôs whatôs been pretty consistent though, though ï passion and freedom. I want to 

be absolutely in love with what I do and be free to do it.  
  

In more practical terms it means that I want to choose my projects, hours, and team 
members. One thing I had to learn from scratch was hiring my team and delegating to 

them. I have about 7 -15 people working for me, three virtual assistants and experts in 
different areas of business, marketing, and coaching. Itôs wonderful to get things done 

when I am not the one doing them.  When my coach asked me this question, the first 
thought that came to mind was money ï security. Money is still important to me to-

day.  I came from Ukraine without a penny, so that desire for security is probably 
never going to leave me.  

 
My parents still bargain hunt any time they get a chance.  However, today money  

actually represents something else to me. I want freedom, not just security. I want to 

create something that will last a lifetime, not just while I am working. I want work to 
become optional in my life. I guess that would be my closest definition of success.  
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Helpful Resources  
 

20 Exciting Ways to Coach Your Clients  
There is a right coaching business model for everyone ï you DONôT have to do what every-

one else is doing!  
 
If you donôt like one-on-one coaching, then do group coaching. Donôt like yearlong coaching 

programs? Then offer 90 -day programs. The key is in what unlocks your personal brilliance  
AND what creates the best results for your clients.  

 
Whatôs personal brilliance? Itôs a combination of your skills, talents, environment, medium, 

and delivery method that is right smack in the middle of your ñsweet spotò ï thereôs some-
thing you do in a way you do it that creates the best possible outcome for your clients.  
 

For example, I noticed that I generate the best value for people during interviews. Questions 
trigger great ideas and strategies that simply canôt be created in any other environment for 

me.  
 
Another way my personal brilliance comes alive is during a mastermind group meeting, when 

I hear several entrepreneurs interact and bounce ideas off each other, I come up with ideas 
of my own ï usually ñmillion-dollarò ideas! Just like Napoleon Hill suggested, two minds cre-

ate a third one.  
 
So what do you do once you know your personal brilliance? You create more of such situa-

tions and experiences in your business, for both, you and your clients, to benefit! Here is just 
a sample list of ideas for how you can offer coaching to clients:  

1-on -1 coaching  

Group Coaching  

90 -day Program  

Six -month Program  

Full - year Program  

3-Day Coaching Retreat  

Coaching ñGymò (Laser Coaching) 

Coaching Club  

Virtual Strategy Day With You  

In -Person Strategy Day With You  

Mastermind Group Coaching  

In -Your -Home Coaching  

On-Site Coaching  

Business Team Coaching  

Whole Family Coaching Experience  

Field trip Coaching  

Coaching Cruise  

Training Event Followed By Coaching  

Multi -Coach Coaching (you plus another coach, expert, mentor, or client)  

Q&A Based Coaching  

 

You can also combine coaching with your other talents and passions. For example, if you love 
international travel, take your clients to Europe for a coaching retreat. Coaches with a pas-
sion for adventure could create hiking, climbing, kayaking, or another kind of experience for 

their coaching clients.  
 

The choice is yours ï what unlocks the best of you? Because your clients deserve the best 
and you deserve to be completely in love with what you do, donôt try to force someone elseôs 
business model on you. Pick what works for you and your clients will love it!  

 More at  http://tinyurl.com/getMilana                                 (Continued last page)  

http://tinyurl.com/getMilana


Michael Port  

We interviewed Michael Port, who the Wall 
Street Journal calls ñThe Marketing Guruò,  and 

found he is completely down - to - earth and  
refreshingly gracious.  
 

I :  As author of The Think Big Manifesto what is your 

definition of thinking big?  
 

MP. Well, for me thinking big is about being fully self
-expressed; and it is really different for everybody 

because full self -expression means something  
different for everybody.  My big, and your big, and 

Donald Trumpôs big, itôs all different based on what 
we value.  So, I really think that itôs important that 

we define thinking big for ourselves and as a person 
with full contribution to society at large.  

 
I. Well, how does the Think Big Manifesto differ from 

other business or self -help books?  

 
MP. Well, thatôs a good question.  Iôve read a lot of 

personal development books, business development 
books that so many people have, and there are so 

many that I just love and that have meant so much 
to me.  When I started writing I didnôt really feel 

comfortable writing a personal development book.  I 
did not want to be a personal development guru.  I 

didnôt like that idea, and I didnôt want that kind of 
responsibility.  I didnôt feel that I had earned that in 

any way.   
 

I wrote three other, fortunately successful, business 
books and that I felt very comfortable doing; but I 

always had this idea for a manifesto about thinking 

big.  Something that would be a call to action, a 
handbook for a revolution for thinking big; but you 

know it was a big idea and I thought ahhh you 
knowé.. so I let these small thoughts get in my way; 

but over time, I started to feel more and more com-
fortable with the idea of authoring a manifesto; buté 

itôs not a personal development book that it gives 
you a blueprinté itôs really a call to action.  And 

there is a code for thinking big which is very  
organic, itôs very natural and itôs a way of being what 

most people would relate to and understand, but it is 
often hard to live into because of the fear that we 

have around thinking big so often.  So, with that 
said, I authored it but itôs not just mine, itôs yours, 

itôs everyoneôs.  Hopefully we will do it together,  

because that is how the best big things happen.  
                                    



 

MP: But I think the thing that really pushed me towards it was the birth of my 
son.  Because when you have children, as those who have children know, you 

have this immediate re -evaluation of yourself, and your place in the world, and 
the world at large, and what you believe to be right thinking for the kind of soci-

ety that you want to develop.  
 

So, I kept thinking well, how am I going to show up to my son? How is the world 

going to show up to my son? Whatôs the future going to look like for him? I 
thought maybe I need something that will help him once he is able to read to 

have that will be a manifesto for him to live his life in a big way; and also, to give 
me the accountability structure.  If Iôm the author of The Think Big Manifesto, 

Iôve got to think big; and we all have small thoughts from time to time thatôs su-
per, super natural.  I have to get up every day and do battle against those small 

thoughts just like everybody else, just like Oprah and just like the President and 
we all have small thoughts from time to time; but this manifesto could hopefully 

create this accountability structure that I could show up for my son in the best 
way possible, and in turn, then I think, and call me crazy for saying this, but I 

think you make the world a better place at the same time; because you touch 
your family, which touches your community, which touches your region, which 

touches your country, which touches the rest of the world and it keeps growing 
from there .  

 

I:  Thatôs wonderful.  Does everyone have the ability to think big? 

 
MP: Yes! Absolutely! We all have the ability to think big, much, if not most of the 

time, but I know that thinking big can be scary.  It scares me sometimes, thereôs 
a lot of responsibility that comes along with thinking big; thereôs a lot of learning 

in action that comes along with thinking big, thereôs a lot of discomfort that 
comes along with thinking big because youôre doing new things.  You know, 

thereôs a lot of judgments that come along with thinking big.  If you put some-

thing out in the world in a big way, youôre going to get a lot of people saying 
they donôt like it, they donôt like you and your ideas are stupid.  These things are 

part of our culture because weôre made up of lots of different types of personali-
ties.   

 
Hopefully this revolution inspires a movement of big thinkers that is a one way 

revolution that takes from no one and gives to everybody, so it removes small 
thoughts from peopleôs brains, it takes small thinkers who are in power out of 

power, and it replaces them with people who are big thinkers; but these small 
thinking people really donôt lose power, what they lose is fear.  They lose the 

ability to think small and only then if you canôt think small the only other way to 
think would be big; then, they become big thinkers too and then on it goes and 

on it goes.  So, it is very revolutionary in itôs nature and again, I know it seems 
that Iôm an idealist and maybe even delusional, but I would much rather be a big 

thinker who is an idealist then a dreamer, and moving something forward that 

has meaning than sit on my hands and say ówell thereôs no hope, nothing to do, 
who cares about the future for our children etc, etc, etc,ô 
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Michael Port , continued:  
 

MP: I think simply you can start anywhere at any time in any area of your life 

just to think a little bit bigger.  Even simply the way that you prepare a meal for 
your family it could be different than the way that youôve done it ever before, and 

thatôs big.  It could be the way that you decorate your house that could be big.  It 
could be the way that you talk to the people who work at the coffee shop that you 

go to itôs there are so many different areas you can start; but I would say this, 
the single most important act of any one individual thinking big is probably  

helping others to think big; because, when you help others think big sometimes 
you get out of your own sort of neurosis and anxieties, and you can see where 

other people are thinking small and you can be supportive and compassionate and 

think bigger.  And, when you do that, it naturally follows that you do the same, 
that you start to think bigger if youôre helping others think bigger.  When you help 

someone think bigger, then they go help someone else think bigger, then they go 
and help someone else think bigger we all start to think a little bit bigger.  

 

I. Now, youôve had a successful acting career, youôve had a successful career in 
business, and youôve had a very successful career as an author and is this why 

people should follow your plan for thinking big?  

 
MP:  I donôt know.  Now let me say a couple of things.  Number 1, Iôm no guru, 

letôs just be clear about that.  Iôm just a guy who thinks a lot and hopefully is 
writing about things that are interesting to others and helpful in some way.  That 

Iôm in service to other people, thatôs all I ask.  So, you donôt look to me for your 
revolution.  You look to you for your revolution because you are the revolution.  

You are whole, you are full of potential and the only thing that I know to be true 
is that big things are possible, and that they are possible for you, thatôs the only 

thing that I know to be true.  
 

I.  So, I guess my next question is do you follow your own advice?  
 

MP:  (laughing) I try my best! I say this all of the time itôs difficult, itôs not super 
easy.  I donôt think thaté I mean, maybe there are a few people in the world who 

will just say thinking big is just the easiest thing in the world that I never have a 

small thought ever. I havenôt met them yet, Iôve met some insanely successful 
people in my day.  I have met the most famous actors you could think of, Iôve 

met the most successful CEOôs you can think of, entrepreneurs, etc. etc. and eve-
rybody that Iôve talked to about this, and I did a series of twenty interviews with 

some big, big celebrities about this specifically, and every single one of them said 
I have small thoughts all of the time, but I go to battle against them; and thatôs 

why I feel like Iôm able to accomplish the things that I accomplish.   And, those 
who are in pursuit of mastery will tell you that the more they know the more they 

realize they donôt know.  If you want to lead, we need to be a learner.  We need 
to follow as much as we lead.   I think the three most dangerous words that you 

can put together in one sentence are: ñI know that!ò 
 

I:  As you mentioned, you have met a lot of celebrities and know a lot of people 
that could give you advice.  What was the most important piece of advice you 

were given?  



 

 

MP: I would say that all generalities are false.  It is a very important piece of advice 
that I was given.  I also think that I was told when I was younger that if you get to 

thinking youôre a person of some influence try ordering someone elseôs dog around.  
Meaning, in all ways, try to be really work to humility.  There is a difference between 

humility and a lack of confidence, you can have an enormous amount of confidence 
and capability and belief in yourself and be very humble.  I think thatôs very important.  

When I was younger I was never really accused of being humble.  I was never accused 
of that so as I get older I said this is something that I had better work on if I want to 

be a person of some kind of influence.  If I want to be out in the world spreading mes-
sages and expressing myself, I have to remember to have a healthy dose of skepticism 

about what I am thinking so that I think deeply, again, and again, about it.    

 
I:  Well, you have given us a lot of excellent advice today, but what is the best piece of 

advice you have ever given?  
 

MP:   These are good questions.  I would say this, when youôre thinking big, when you 

have a big dream, a big goal something that you really want to move towards remem-
ber that you have to do the work, yourself, but you shouldnôt do it alone.  I think that 

it is an important distinction.  If there are things that we need to work on personally 

we have to do the work, even if you talk to a therapist, even if you talk to your friends 
or mentors, colleagues about it.  Even if you enlist help from others you have to do the 

work yourself.  If you want to write a book, even if you have partners that collaborate 
with them, you have to do the work.  But donôt do it alone, very important.   

 
I:  I would agree with that.  How do you advise people who are dealing with layoffs or 

business failures at this time?  
 

MP:   I think itôs going to get better because we want it to get better so weôll eventually 
make it better, I believe that.  But again, remember those small thoughts that this idea 

that the past equals the future or the present will always be the future or that the 
small thought that the future is hopeless in some way and that there is not enough. 

There is enough! You are enough!  There are enough resources, there will be enough 
jobs, but the more that you believe in abundance the more comfortable you will be 

with the fact that the future is uncertain.  If we are willing to be comfortable with the 
discomfort that weôre in and take specific deliberate big actions towards what we want, 

then we will create a future that is pleasing to us and make our big dreams come true!  
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ñBrandon and Nicole had to sleep in what is now the first of a string of 
ñBest in Dallasò Yoga  Studios.ò 

ññShel saved a mountain.ò 
ñJonahan  created an online financial planning system.ò 

ñSandra  discovered a new field of human behavior.ò 
 

ñAnd then thereôs me, Michael Port ï I stopped playing it safe 
and wrote this book.ò  www.michaelport.com  

http;/www.michaelport.com


Rhonda Hess  

Rhonda Hess is a veteran coach and Founder of Prosperous Coach®, where 
she helps coaches and solopreneurs choose a meaningful and viable niche 

market, position their services as essential, and build a soul - satisfying 
business from the ground up and inside out.  

 

I:  Rhonda, where have you learned the most valuable life lessons?  
 

RH:  From being an entrepreneur. Running a business has been the best training 
ground for developing character, integrity, balance, compassion and life purpose. 

Itôs where Iôve evolved the most as a human being. 
 

I:  All that from the world of business? Really?  
 

RH:  Really! Of course, when I started my business I was following a calling. I work 
with coaches to help them build soul satisfying entrepreneurial businesses, so Iôm 

surrounded by heartful people who want more than anything to help others. And 
Iôm blessed to have clients, partners and team members who are all invested in 

being the best they can be. Itôs a pretty rich canvas to paint on. 
 

I.  What do you love the most about being an entrepreneur?  

 
RH:  I love seeing my vision become reality, and I love getting surprised by  

outcomes that go way beyond my initial vision. I get a huge kick out of innovating 
unconventional success strategies and business tactics, and then teaching them to 

coaches. I like to be one of the brains in their developing businesses ï to see their 
brilliance grow and develop. And I really enjoy paying other entrepreneurs to sup-

port my own business. Being part of a small business economy is so satisfying.  
 

I. How did you get the spark to become an entrepreneur in the first place?  
 

RH: My mom was the early inspiration. When I was about six, she gave me a little 
silk purse with a quarter in it and she told me to invest it rather than spend it. I 

didnôt understand what she meant then, but a seed germinated anyway. I watched 
her smartly manage and sell real estate to supplement our familyôs income. And 

when I was ten, a girlfriend and I opened a summer playschool for local kids. We 

charged $5.00 per child per day and held ñschoolò twice a week in our backyards, 
playing games, teaching the little ones how to read and write. We sold the idea to 

the neighborhood moms as a break in their weekly routine. Even then I had a 
knack for marketing. By summerôs end Iôd earned $300 ï a fortune!  

 
I:  Whatôs your advice to emerging entrepreneurs like coaches? 

 
RH:  Think long term but stay in action daily. Growing a business is like growing a 

vegetable garden. You plant seeds, weed, fertilize and water for a long time before 
your full harvest is ripe. Be patient with the developmental path of your business 

and yourself. Act successful from the get -go, and enjoy the evolution!                                                              
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Is the entrepreneurôs life  

for you?  Take this quick 
quiz and find out.  

 
Do you prefer to set your own 

schedule and do your own 
thing?  

 
Are you good at getting things 

done?  
 

Are you self directed?  
 

Are you more interested in 
ñgood enoughò than perfec-

tion?  
 

Do you have a strong desire to 
learn new skills?  

 
Do you get a kick out of ex-

perimenting, trying new things 
and taking risks?  

 

Are you often full of ideas for 
educating others, solving 

problems or making money?  
 

Are you willing to get out of 
your comfort zone often?  

 
Do you enjoy earning a good 

income and find money inter-
esting?  

 
Do you believe in your ability 

to succeed?  
 

The more questions you an-

swered yes to, the more you 
fit the profile of a successful 

entrepreneur. If you are called 
to run your own business, take 

a look at any questions you 
answered no to, and consider 

what it would take to turn 
them to a yes.  

For more information see 
Rhondaôs  blog: http://

prosperouscoachblog.com  

http://prosperouscoachblog.com/
http://prosperouscoachblog.com/


Michael Bungay Stanier  

 

Michael Bungay Stainer is Founder and Senior Partner of Box of Crayons.   

Michael was the 2006 Canadian Coach of the Year and Oxford Rhodes Scholar.  
Michael is also an a serial author, his latest book Find Your Greatest Work , de-

buted this year.  He is joined us to discuss the three counter - intuitive truths 
about organizations and coaching .  

 

I:  I know that you take a slightly controversial stand on coaching and organization. 

What is that?  
 

MBS:  Hereôs the thing, I love coaching.  Thereôs no doubt that coaching is really be-
coming popular within organizations.  Five years ago you had to explain to people what 

coaching was.  These days most organizations are using coaching in one form or an-
other; but there is the thing that I believe about coaching.  Itôs just not having the im-

pact it could or should within organizations.  And, Iôve had that feeling for awhile, but I 
came across some very interesting research from a UK company called ñBlessing Whiteò 

and they put out, pretty much every year, they put out a sort of annual óhere is the 
state of the nationô for coaching.  And of the things that they found about coaching was 

this, in organizations less than one in four people, twenty - three percent, said that 

coaching was making a significant contribution to their effectiveness at work, and sixty 
percent felt that it was making no or only a little contribution to their work, their effec-

tiveness at work; and ten percent and this always blows my mind, ten percent felt that 
coaching was actually having a negative effect on their impact at work. So, itôs clear 

that something is going on, that something is working not well as it could, and it should 
with coaching and organizations.  

 
I: I see, so what gets in the way of coaching flourishing and these criticisms?  

 
MBS:  Well, you know, there is a bunch of things that get in the way. Before I was a 

coach I spent quite a number of years in what they called ñthe world of ODò or Organ-
izational Development.  So, Iôm interested in how do you make things better, how do 

you think to make change happen in organizations that is sort of a systemic level; but 
there are a few things that happen on a systemic level and there are few things that 

happen on the tactical level that get in the way.  So on a systemic level, part of the 

problem is that coaching is often disconnected from reality.  So, this is the way it gen-
erally works. Organizations, they hire some external coaches, it sort of works they 

bring success, people are enthusiastic about us, but then they go ñright, we need to get 
everybody to have coaches in this organization because itôs really workingò and what 

they find is they canôt find enough coaches, or they canôt find enough good coaches, or 
they canôt afford the coaches they can find.  So, what happens then, the organization 

thinks they will train their managers to become coaches and that way they will save 
money, and we will get all of the benefit of coaching in house . Managers donôt want to 

take up coaching because theyôre just too busy with the other stuff. That is one of the 

key things, the other key reason, again, this is slightly controversial is: because exter-
nal coaches have a number of different advantages that internal coaches donôt have.   
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MBS: External coaches have a different 

power relationship and that is sort of well 
documented.  They also have a different 

structure, a different amount of time to do 
the coaching end.  You have really dedicated 

time and space to do your work.  As an  
internal coach and manager or leader you 

donôt have that time.  In fact, one of the 
sayings that I take, and we take through our 

program: ñCoaching For Great Workò is that 
if as a manager you cannot coach in ten 

minutes or less, you do not have time to 
coach.  So, you actually have to find a way 

to go. What's the essence of coaching, how 
do you get to sort of the heart of the inter-

action and how do you get managers to 

coach in ten minutes or less? Because they 
are just too busy to do anything else.  

 
So, for some managers the actual thought of 

becoming a coach is a little disconcerting 
and a little overwhelming.  You have to find 

ways of making coaching easier, more easily 
accessible and less daunting for the folks 

that work within organizations .  

 

I . Right, so I can see where that would beé 
some people are just not meant to be 

coaches, so I can see where they were told 
they have to be one that would be very diffi-

cult.   
 

MBS:  Right, exactly.  So what I would say 
is this, that about ten years ago in the year 

2000 Daniel Goldman, who lots of people 
will know because he is sort of the champion 

for emotional intelligence.  Daniel Goldman 
wrote an article in the Harvard Business Re-

view, and itôs called Leadership that Gets 

Results . Itôs very interesting because it said 
look, thereôs six different styles of leadership 

that a person can use and they all have their 
place, they all have short - term effects, they 

all have long - term effects, some positive, 
some negative.  Of those six, coaching was 

one of the styles of leadership.  
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