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CHRIS: Welcome to another episode of Master-full Coaching, these podcast episodes 

where we specifically bring to you recorded sessions of real coaching being done 

by PCCI faculty, those instructors that we have here at Professional Christian 

Coaching Institute.  We allow you to sit in as a mouse in the corner or a fly on the 

wall and hear what happens as we are hopefully helping you put a whole lot more 

flesh on the bones of the things that we try to teach with regard to professional 

grade, distinctly Christian coaching. 

 Today, we’re going to be privileged to listen in on a session by one of our 

instructors, John Ramstead.  If you have been to our website, you may recognize 

John’s name as our instructor for the course Effective Executive Coaching.  

That’s exactly the kind of session we’re going to be listening to today.  He 

principally does leadership and executive or corporate coaching, and so this is a 

business kind of a coaching session.  You’re going to hear his client try to make a 

pretty major business decision and you’re going to hear many, many of the key 

elements that we look for in classic coaching approach.  Kim, why don’t you walk 
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our listeners through some of the key things to be listening for and hopefully 

picking up as we go through this? 

KIM: Yeah, John gives a great example of classic coaching as you said here for us 

today, Chris.  First of all, he begins with just a very sound coaching agreement.  

He’s conversational.  He gives the client lots of space.  It seems very natural yet 

it’s very clear what the goal and the objective is by the end of the call, and that’s 

not the end of the agenda setting for John nor should it be for us.  He checks in 

once or twice throughout the call by reiterating the agenda, pointing out where 

they are with it, and then bookends it nicely at the very end of the call saying, “So 

you came in wanting thus and such today.  Tell me what has happened with you 

in the last 20 minutes while we talked about it?”  So really, a nice job with the 

agenda setting. 

 Secondly, you’ll see some competency #8 form the ICF Competencies called 

creating awareness.  He helps his client, in this case Jay, step back and look at the 

situation where he’s rather stuck from a number of different perspectives.  So as 

with all of us, if we stand in the same place, keep looking at a situation in the 

same way and keep asking ourselves the same questions, we’re going to stay in 

our stuck place and not much is going to change.  But God has given us the 

amazing ability to time travel and space travel in our mind with our imagination.  

So John figuratively walks the client through standing in several different 

principal players, their positions, what might be going on with them as well as the 

future perspective, and this opens up a lot of broader perspectives for the client. 

 So I’m looking for everyone listening to that and hearing that, and then just a 

beautiful job of designing actions, goal setting, managing the progress and 

accountability there at the end of the call.  We all know at the end of the day, our 

clients come in because they want something to be different.  They want 

something to be changed.  They want to do different things and so the client set an 

objective at the beginning and he leaves with clear action steps with a timetable 

with some accountability and a level of commitment he has to these action steps, 
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all within the space of 30 minutes or less.  So beautiful coaching by John today 

and I’m looking forward to everybody hearing it. 

CHRIS: This is a little bit of a change up for us in the way we normally do these master-

full coaching sessions because typically if you’ve listened to several of the 

previous ones, Kim and I pull about a 20-minute segment out of a longer coaching 

session.  We’ve actually decided today to allow you to listen to the entire session 

all the way through it.  It happens to come out at 30 minutes and that’s a nice 

amount.  So just kind of settle in but you might want to settle in if you’re not 

driving a car or something, jogging or whatever, you might want to settle in with 

a notepad because you’re going to hear classic things in coaching including 

basically the 80-20 rule. 

 John is going to speak only about 20% of the time.  In fact, it might only be about 

15 or 10% of the time.  He doesn’t do a lot of talking but what you are listening 

for is his comfort with dancing with the client as the client does a lot of talking, a 

lot of exploring, a lot of what-ifing, a lot of stepping into possibilities, and when 

John speaks, you want to be listening, what did he choose to step in on?  What is 

he choosing to draw the attention of the client to?  What is he reflecting back?  

Where are they looking to go because John is utilizing himself, his presence here 

very, very intentionally?  So by the time we get to the end of his half hour session 

here, you are going to hear quite a bit of growth or movement, insight in this 

client having happened in spite of and actually we would say because of that very 

minimal input but very intentional input by his coach.  Let’s step into this master-

full coaching session here. 

JOHN: Hey Jay, how are you today? 

JAY: I’m doing well, John.  How are you? 

JOHN: I’m doing awesome, brother.  How are you showing up to the call? 
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JAY: I’m showing up full of hope and encouragement that you’re going to help me 

make this dream, think one of the issues through that I’m needing some input on it 

and need help thinking it through.  

JOHN: You’ve got some good energy there, Jay.  I love it.  What do you want to coach 

on today? 

JAY: Well, I’ve got a business element popped up that I should have been paying more 

attention to in the preceding months but my lease is coming due on July 1. 

JOHN: Mm-hmm. 

JAY: And it’s just after December 1 right now.  If we’re going to get a new space, we 

need to be looking at that yesterday.  I was thinking that my landlord was going to 

be pretty amenable to extending my lease.  So we had lunch the other day and 

during a course of lunch I realized that she doesn’t want to extend the lease.  She 

wants to sell the space, and I have a lease that has an option to buy that comes, 

can be exercised anytime up to July.  And the tentative price is $640,000 and the 

space is only worth only about $500,000.  In fact, I had an appraisal done at 

$470,000, which the guy came in and said, “Hey, where do you want me to land 

on this thing?  I could go anywhere from $470,000 to $530,000.”  They said, 

“Well, why don’t we go $470,000.”  So I’m thinking maybe this thing is worth 

$500,000.  But bottom line is, I guess bottom line is I would actually like to buy 

the space.  I think it’s a good thing to do.  It would eliminate any stress losing the 

space, which I’m currently suffering from and moving is going to be disruptive.  

It’s going to be expensive and I would just assume, and you know, I have become 

quite fond of the space that we’re in.  So I want to stay here and I would pay 

$500,000 and not worry about what we’re going to sell it for at the backend.  We 

might end up moving downtown.  We’re out of the space at some point in time for 

a couple of reasons in maybe five or seven years, but I’m really not worried 

about, even if I lost $100,000 at this space, I think all of the other factors would 

be worth it and I don’t think that’s probably going to happen, and it’s the best 5% 

return piece of property while we’re holding it 
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JOHN: So you talk about either buying the space, negotiating with the landlord, moving.  

So at the end of the call, what would you really want to walk away with? 

JAY: Well, I think maybe two things I just need to think through.  One is what is my, 

I’ve got a couple other interested parties and I have to take into consideration in 

this decision.  One is my wife, the honorary board but so is my wife, and it’s a 

$500,000 investment so we need to make that as a team decision. 

JOHN: Okay. 

JAY: Because we’ll have the company lease the space from us personally and then the 

second thing would be I’ve got an outside board member who I respect greatly 

and has got hugely valuable input, and he’s basically saying, “You don’t want to 

own.  You want lease so you’re not distracted, and generally, it’s just a distraction 

owning a building.”  And my wife and he have a very close relationship and so he 

voiced his opinion and my wife said, “I agree with Randy.”  So I’ve two people 

who are saying, “Don’t buy the space” and then I have me and I have my landlord 

saying, or I should say my landlord saying, “You should buy the space.”  I could 

go either way.  I’d rather do a five-year lease and have my wife and my 

shareholder and my outside board member happy.  The way it’s looking right 

now, I don’t think that is the way things are playing out.  So how do I?  How do I 

move forward in the most effective way possible without ruffling too many 

feathers and I’m not the best negotiator in the world? 

JOHN: Move forward in the best way possible.  So at the end of the call, Jay, how would 

you know that you got there? 

JAY: [silence] if I say to myself, “Hey Jay, you’ve got a good strategy now moving 

forward on both the wife side and on the landlord side.” 

JOHN: Okay. 

JAY: So one of the things I chatted with Lisa about this weekend, my wife, is saying, 

“Honey, why not…” because I don’t think she gets the consequence of moving.  
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She doesn’t understand the implications of it.  It’s very disruptive and who knows 

what kind of other options are out there.  She likes the space also.  So one thing I 

did this weekend is say, “Why don’t you work with our COO and if you wouldn’t 

mind,” because I have like a full plate, we’re a small company with five or six 

employees here so there’s not a lot of extra hands on deck, but I said, “Why don’t 

you work with our COO, Leticia, and go check out what spaces are available in 

the community here, somewhere nearby and then you can find out about lease 

rights, you can find out about square foot costs, and you can find out about 

availability.” She said, “All right, I’ll do it.  I don’t want to do it but I’ll do it.”  I 

think that will also be helpful in terms of negotiating with our landlord.  So 

presently, that’s the only strategy I’ve come up with on my wife’s side.  I haven’t 

even sat down to see if the ball is rolling on that yet so I need to ask Leticia if 

that’s going. So I need write that down as a to do.  That sound like a good 

strategy? 

JOHN: You know Lisa the best.  What is the best way to get it, what is really the core 

issue you think behind how you’re thinking through all this? 

JAY: Well I think I definitely want to respect my board, my wife and my outside board 

member and treating this like a company with a real board.  So I’m listening and 

they basically said, “Lease, extend your lease.”  So I pursued that and was hoping 

that that was going to work out fine but came up against an unexpected road 

block.  I did disclose my bias in the board meeting about buying and so my wife 

and Randy might be saying, “Hey, it worked out pretty well, didn’t it?  You’re 

getting what you wanted.”  So I want to be sensitive to that dynamic and bottom 

line is, having my wife engaged in the process of finding out what other options 

are out there, what they cost, what’s involved, what the timing is, what the 

negotiation process is, what signing a lease looks like in terms of financial 

commitment and all that stuff.  I’m going to have her fully engaged so she and/or 

Randy are not just saying, “Hey, you didn’t try hard enough.”  So I think it’s 

actually a very solid strategy to get her full engagement and having her be the one 
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who [inaudible 09:15] the research is, I think, actually a very good way to fully 

engage her in the dialogue.  So I think that’s good strategy. 

 I think as far as Kerry is concerned, the landlord, just thinking out loud here, I 

think we’re probably going to chat.  We’ll chat in the next month or so and I think 

letting her know and maybe even having Lisa in the room, I’m just thinking about 

this now, who she knows very well, Lisa in the room saying, “Hey Kerry, we did 

comparables.”  I think Kerry can negotiate with me pretty darn well but maybe 

Lisa, Lisa is actually tougher to negotiate with so I think maybe having Lisa in the 

room with Kerry and I talking about options might be a very good, very good 

thing.  As I’m saying that, I think that’s a good idea and also Lisa, a third party, 

can kind of come out to say, “Hey, here’s all the research we’ve done and here’s 

the comparables.”  That puts us in a good spot. 

JOHN: Jay, on a scale of 1-10, what do you think Lisa’s level of engagement in doing 

that due diligence would be? 

JAY: I think she’s going to be engaged to 9 or 10. 

JOHN: Okay. 

JAY: Yeah. 

JOHN: Any road blocks or obstacles you can think in kind of pursuing this? 

JAY: Well, I think Randy might be a little bit of a road block.  So maybe what I should 

do is give Randy a heads up that we pursue the course of action discussed in our 

last board meeting and it looks like we might be having resistance on that 

approach.  As a result, Lisa is going to scour the market for other options. 

JOHN: Mm-hmm. 

JAY: “I want to just give you a heads up, Randy, about where we’re at and let you 

know conversations will be continuing,” but it gives him a heads up and lets him 

know we’re serious about looking at other options in trying to see what kind of 
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options we actually have so he’s not, so we’re keeping him up to speed along the 

way.  I think that probably lessens the road block issue there. 

JOHN: Okay.  Now you stated when we started, you really wanted to zero in on how to 

move forward in the best way possible.  What other approaches to this have come 

to mind? 

JAY: One thing I should do, just thinking about this as you asked, I think I need to 

figure out whether we just pay cash or whether we borrow.  Lisa, just making 

some notes here, because I really, my own mind, just thinking it’s only cash and 

we set aside a bunch of cash to start the business and I’ve been thinking, I could 

redeploy those assets into investments because we built up our cash and no longer 

need the reserve cash.  So I was thinking just putting that back into securities, but 

this is a good, going back, I think this is a good place to pop some money.  So the 

alternative and I think this might reduce Lisa’s heartburn is maybe what we do is 

we look into the business, playing the real estate for a period of years, maybe not 

long term but short term.  Usually you own the business, own the real estate 

outside the company, and maybe lease it to the company but maybe it feels better 

first of all to borrow so that we can redeploy into securities and then, just maybe 

not borrow the whole thing but borrow a chunk and have the business do it.  So a 

wall off thing, and Lisa doesn’t feel okay our personal investments are going into 

a business real estate investment. 

JOHN: Mm-hmm. 

JAY: I’m just thinking out loud.  That’s probably an obstacle that I need to consider.  

And so the main discussion is what I need to do, lending for the building.  What’s 

the loan rate?  Is there is a difference between a loan rate if I do it personally or if 

I have the business do it and is there an amount of down stroke, you know, cash 

that would be or interest rates then left with the down payment, that kind of thing.  

You know, would it have more favorable terms if the business owns it or if I own 

it, that type of jazz. 
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JOHN: Well if you and I were sitting down and Randy was with us over a cup of coffee, 

with where you are in your business cycle, what would Randy be sharing with 

you about his views on leasing versus buying? 

JAY: Here’s the scene.  It’s a distraction.  If you grow, you know, I feel we maybe be 

four people now and we’re six.  This space is only going to maximum, if we 

reconfigured it, hold nine.  Randy might be saying to himself, “Jay, you can add 

three people in a heartbeat.  You know, you’re saying five year lease, you’re 

buying the building, you’re not thinking about the future.  I know you might think 

you’re not going to be growing but you are going to be growing,” and so that 

would be an example of what he would say. 

JOHN: Mm-hmm. 

JAY: Or he might say, “You know you got a bunch of HOA matters that need to be 

discussed and the building, which is pretty new, so renovations aren’t going to 

happen but if you’ve got to put a new roof on it or something that’s going to just 

take your time that right now, you don’t have to deal with if someone else owns 

the building.  You’re going to have to get in the HOA or something like that.  

He’s going to probably list off a handful of things. 

JOHN: Mm-hmm. 

JAY: And some, maybe one of it to do is to actually write down the things that he’s 

concerned about for me. 

JOHN: Mm-hmm. 

JAY: So what are the negatives of owning and maybe we just want to put together a 

quick list so that we’re all heads up on that.  Does that sound like a good idea? 

JOHN: You’re talking about really what are all the issues, kind of the, almost the Ben 

Franklin, the pluses and minuses of owning versus leasing, bringing in Lisa’s 

input, Randy’s input. 
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JAY: Yeah, I mean, that would be owning versus leasing and then the other issue I just 

wrote down was disruption and cost of moving.  And so we’ve got the owning 

and the leasing thing, then we just have pure disruption which frankly I think is a 

meaningful item.  And we have, I mean, this place is very unusual and it kind of 

fits our image and so I think there is another soft factor which is just, that we kind 

of become associated with the space and in this part of town, and I kind of like it. 

JOHN: Mm-hmm. 

JAY: So I don’t know how you measure that per se but I just made a note to try to 

quantify the fact that we have some equity, so to speak, in the space.  It’s a very 

nice space as you know and the image and connection to it.  So I’ve got the Ben 

Franklin which are the pros and the cons of leasing versus buying, just getting that 

fleshed out so it’s on a piece of paper.  The disruption and cost of moving so that 

at least we know the order of magnitude on those two items and then impact to 

image and brand if we had to move to a space that, let’ say, doesn’t have some of 

the panache  that our space does. 

JOHN: Mm-hmm. 

JAY: And then, you know, I think this is good.  I think this gets some of the things that 

I’ve been trying to convey initially and didn’t do a good job of because I didn’t 

really have it thought out, didn’t even have it thought out.  I just was kind of gut 

felt, gut stuff. 

JOHN: We said earlier, Jay, six employees now.  If you reconfigured the space, it could 

fit nine.  If you look at three and five years out of the building, what does the 

company look like? 

JAY: Well, of our six employees, one is actually in our office this week but he’s only in 

our office maybe a couple to three weeks a year and he’s back east.  So he’s a 

remote employee.  I love the remote employee concept and I could see that 

happening. So technically speaking, with just one employee, we could be a 10.  

So I also think realistically, that I’ve got a couple of people right now who are 
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downtowners and I could see a solution to a space issue being open up just a 

LoDo office, nothing too big but a cool LoDo office that is smaller so we’ve got a 

location there.  We’ve got a presence there but it’s not huge and it’s not huge 

space wise.  So it’s manageable cost wise and I’ve got a couple, our friends wants 

desperately to move downtown so I can really see that it would be neat for me to 

be able to go downtown and not have to go to Denver outside of conference runs 

and hang out there between meeting and actually could spend a couple of days 

down there. 

 And then, you know John, I think the concept of Lisa and I selling our current 

home and moving in our Vail home we keep, maybe even expand a little bit than 

having a LoDo condo where we spend some of our time, you know, we spend half 

of our time in the LoDo loft and then half of our time up in Vail.  I can really see 

that being a reality so maybe we don’t need this office or maybe we keep this 

office because most of our employees live right around here and then we have a 

downtown space.  So I’m not terribly freaked out about the space thing than my 

board members. 

JOHN: Mmm.  Would it be good to include those scenarios, multiple locations, moving, 

what the future looks like, and the Ben Franklin? 

JAY: Yeah, I’m writing all this down.  Actually I think that space thing would actually 

make Randy feel like we have a plan and he might be thinking about that.  He 

brought up the space to me.  He brought up the growth problem.  So this would be 

a way to let him know, “Hey, we have a couple of alternatives for the space issue” 

and it will also quantify the disruption and the cost and the image impact.  I think 

having that all on a piece of paper is something that would be helpful to 

everybody. 

JOHN: Well as you think about all this, Jay, what are the next steps that you need to put 

in place to start moving forward? 
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JAY: I think I need to find out if Lisa has got the ball rolling on this whole lease 

discussion with Leticia and if she feels like she has the right tools to get the ball 

rolling on that.  I told her I’ll get her the information for a friend of mine who 

does a lot of this stuff.  I need to do the Ben Franklin.  I might engage Leticia.  I 

think I’m going to engage Leticia in that and putting together the pros and cons of 

lease versus own.  I’m going to get together with Leticia and just brainstorm on 

the disruption cost, the hard cost, and the image cost of moving and just try to at 

least sketch out something that will get the ball rolling on getting that on paper. 

JOHN: Okay. 

JAY: I think I might ask Leticia to be in touch with the bank.  I might actually reach out 

to XXXXXX and say, “Hey.”  I think I’m going to do that.  I’m going to call 

XXXXXX and say, “Hey, if we were to do a business thing with the real estate 

was owned by the company or a personal real estate leased it to the company, 

could you just quickly walk me through how that would work and what the rough 

numbers would be so that we can establish some options there.”  Well, I’ll do that. 

JOHN: Okay.  You got some good energy here.  You’d also mentioned… 

JAY: I got to call Randy. 

JOHN: Yup, mm-hmm. 

JAY: And get him a quick update in regard to where we’re at, what we’re going to do. 

JOHN: And what needs to be done to help maybe prep Lisa for a meeting with you and 

Kerry? 

JAY: Yeah, we got to get a meeting with Kerry on the phone or Kerry in person.  So I 

think, and Kerry basically said, “I can’t get together until, say, the second week of 

January.”  So I think between now and then, we can at least get movement on 

each of these other areas we talked about and I think Lisa can begin the whole 

process so when we sit down with Kerry, I’ll have our appraisal on Lisa’s hand 

and I think Lisa should have talked to, she should have the ball rolling where she 
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maybe has 4, 5, or 6 or more like kind properties, what the rates are.  She maybe 

goes and checks them out and see how they compare.  Yeah, what do you think?  

Oh boy, I’ll feel bad getting a real estate person involved if in fact we’ll end up 

staying here, but that is her job, right, and maybe someday, maybe we do lease.  

Maybe we do lease so I think she needs to engage a real estate person because 

she’s not going to be able to do this on her own.  She has to get someone drag her 

around like a residential real estate agent to see some commercial properties. 

JOHN: Yeah.  Well Jay, you’ve got some really good energy I can hear in your voice as 

you’re laying out all this list of what to do next.   

JAY: You know, I think I have to assert positive energy because I just have to deal with 

this, but I think we’ve got to really take a professional approach to getting, putting 

ourselves in the best position possible and we’ve got to feeling like we’re late to 

the party or we’re going to get after this.  I think this have been very helpful.  I 

think we kind of touched on each of the areas that we need to get some movement 

on so we’re at the position to, in January, have a meeting with Kerry and see if we 

can move the ball down forward on the field in a positive way. 

JOHN: Jay, as you think about all these action steps, is there anything that would slow 

you down or stand in your way or be road blocks to getting that done? 

JAY: [silence]  Oh boy.  I’m hoping frankly either we extend the lease and stay here or 

Lisa and Randy both say, “You know what, all this, all of the good work you’ve 

done here pretty much says to me you should buy the building” and Kerry is 

putting down a reasonable offer.  So in both of these scenarios for staying here, I 

really hope that as what we’re looking at, a real road block would be if Kerry said, 

“You know what, the price is $640,000 not $500,000.  I think I can get it.  I’m 

going to let your lease expire and you’re bye bye.”  That would be an unpleasant 

result.  But you know what, everything works out for a reason so if that’s what 

happens, then maybe it was meant to be.  

JOHN: Okay.  When do want to have all this action steps done by, Jay? 
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JAY: Well, the ones that I just laid out for you, I’d say we probably need that done 

before, I think the target is to get them done within a month before Kerry leaves, 

but certainly, some of these can be done in the next few weeks at least.  This is 

going to have to take longer time on her piece but the other ones, we can probably 

get the ball rolling again and getting them along in the next couple of weeks. 

JOHN: All right.  How committed are you to getting all those done, pal? 

JAY: Don’t have a choice, John.  I don’t have a choice.  I got to get them done.  I got to 

get this.  It’s a top priority so I’m very committed. 

JOHN: Well, you said earlier you really wanted to move forward in the best way possible, 

so with regards to that, what happened in the last 20 minutes with you? 

JAY: Well, I actually have more clarity about what we need to get done here and so 

thank you for helping me think it through, and I’ve got seven or eight items here, 

none of which are on their own too difficult to move ahead.  And so I think I feel 

good.  I feel clarity, much more clarity than I had 20 minutes ago, half hour ago.  

So this is good job, thank you. 

JOHN: All right.  Well Jay, I look forward to hearing your progress.  When we talk next, 

why don’t we follow up on these six steps that you laid out and anything I can do 

to serve and support you forward in that, let’s make sure we keep talking. 

JAY: Sounds good, John.  Have a good evening. 

JOHN: All right, you too.  Thanks Jay. 

JAY: See you.  Bye. 

CHRIS: Man, want a great example of so much of what we teach here.  That is just such a 

beautiful representation of classic professional grade coaching.  Now you didn’t 

hear the Christian element integrated in there.  That’s all right.  We know that 

John is one who bears the name.  He has the Holy Spirit working through him and 

so we always know and trust that however skilled and consciously intentionally 
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acting our coaches are, in the end, we are simply a tool that’s in the hand of the 

Master.  That’s why we call these sessions Master-full Coaching Sessions.  The 

Holy Spirit as our counselor, well in this case the Holy Spirit as our coach is 

flowing through the prepared coach, the skilled coach to draw out things that are 

inside of the clientele.  We don’t know in this session whether the client is a 

Christian or nonChristian.  It doesn’t matter.  The Holy Spirit is at work because 

the coach is a Christian.  He has invited the Spirit to work through those skills and 

that conscious use of self. 

 So hopefully, you picked up on several of the things there that Kim mentioned 

right before we went into the recording, but I want to especially draw your 

attention, if you decide to go back through and listen a second time now to some 

of the key moments where most of us anyway, without very much coach training 

would have easily gotten hooked and you clearly hear John not get hooked.  There 

were two points at which the client in doing the processing that was very well 

facilitated got to tumbling out a lot of ideas and pieces and parts of a plan or a 

strategy and then ask a very direct question to john as his coach.  You heard him 

say, “Do you think that’s a good strategy?” 

 John knows not to get pulled into that because who cares what John thinks as a 

good strategy.  He’s not a consultant.  He doesn’t know where this thing is going 

to go.  So many more points came out, so many factors are in the table here, even 

the clients can’t sift through them.  John is not going to bring his supposed 

expertise about something that’s so based in conflicting values and say, “Oh yeah.  

I think that’s a great strategy.”  He didn’t bite on that hook.  He didn’t respond to 

the direct question, “Do you think that’s a good strategy?”  He instead simply 

with some use of silence and some use of reflection, allowed the client to remain 

in it long enough until just within like 2-3 minutes, you hear the client answer his 

own question because he says, “I think that’s actually a really solid strategy.” 

 Whoah, John didn’t say that now.  The client said it after a little bit of nuancing 

and tweaking of it, and later on in the session, we get exactly the same thing.  
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Again a very direct question, the client says, “Does that sound like a good idea?”  

And John once again leaves a little bit of silence there but then again, he deflects 

answering the question by reflecting what the client has been saying.  It’s a fun 

little play on words there but that is exactly what he is doing.  He’s deflecting like 

a good politician would.  Well here, we’re a good coach.  He’s deflecting 

answering because in this case, he knows he mustn’t answer.  It’s not important 

whether or not John, as the coach, thinks that’s a good idea. 

 What is important is that the client comes out the other side of this conversation 

of this process deciding whether or not it’s a good idea because he’s the one who 

is going to have to own the decision and the consequences, which we heard could 

be pretty great financial, business, perception of the community, and marital.  He 

was weighing a lot of different factors here.  You don’t want your added piece in 

there as their coach telling him what you think is a good idea or a good strategy.  

He deflected by reflecting back what the client was saying and again if you listen 

to it, it’s not even two minutes, maybe three minutes at the most that the client 

once again hears himself say out loud, “I think this is a good idea.”  Wow.  There 

we go.  That’s what we’re looking for. 

 In fact, one of my favorite moments in the entire coaching session – there are 

many – was when the client at one point just kind of stepped back from it a 

moment and he said, “I’m just thinking out loud here.”  Exactly.  Bingo!  Exactly.  

The coach is facilitating a monologue.  How many times do we say it how hard is 

it to do it to facilitate a monologue, and the client actually realized in his own 

inner consciousness what was happening.  “I’m just talking out loud here.”  As he 

did and reflected back the things that he was saying and bottom lined it, he comes 

out then with a very clear plan of action.  He has a time frame for that plan of 

action.  He has a question even about how committed he is to following through 

on that plan of action.  Kim, we’re both grinning at each other here on the screen 

but just beautiful coaching, huh? 
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KIM: He really did and he didn’t make a big deal out of his not answering the client’s 

question or someway make the client wrong and say, “No, no, no.  I’m not here to 

give you advice,” anything like that.  It was just all so natural.  I doubt unless the 

client listens to this recording that he even noticed he answered a question and 

John didn’t directly answer, but instead, he just paused like you said, “You know 

Lisa best.  What’s the core issue you think behind her thinking in all this?”  That’s 

the other thing as I said at the beginning, even though the client is thinking out 

loud, he couldn’t have done this at home alone in isolation because John was 

managing the process.  He helped him think, “What would randy think?  What 

would Lisa think?  What would Carrie need for this to happen?  Three to five 

years into the future, what will that mean for your business?”  Helping him subtly 

to stand in different places, different perspectives, see it through different 

people’s eyes and that’s where the six very intentional and very targeted action 

steps came from. 

CHRIS: Didn’t you love how he just said, “What would Randy say if we were sitting 

down with him right now over a cup of coffee?”  He took him to that possible 

scenario.  Bam!  He knew just exactly what Randy would say, tossed out two or 

three things.  Isn’t that something?  In fact, we even heard the client say at a 

couple of different points, “You know, as I’m hearing myself say that just 

now….”  I really think we would be hard pressed, Kim, to find a better example 

in which you could really clearly hear from start to finish the coach, as you just 

said, managing the process so clearly. 

 “What is it that you want to focus on?  Where do you want to go with that?  Okay.  

How can we go ahead and get started with that?  You do some processing.  You 

stay in the processing.  You reflect back, you clarify.”  When John posed 

questions or made comments, oftentimes, listen back to the recording again, 

oftentimes, they are a sentence, a single sentence or maybe two.  John is just not 

grossly obvious in this session and yet, much of the reason for why what comes 

out of the session does is his very conscious use of self and again, allowing for the 

Holy Spirit to work through those skills that he has honed. 
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KIM: Beautiful coaching on every level. 

CHRIS: Well, if this kind of got you fired up, of course we said at the beginning, John 

does teach here on the faculty.  We have a dynamite faculty of instructors, 21 

instructors as of right now.  He teaches a course for us called Effective Executive 

Coaching.  Kim, I think you just took that recently, didn’t you? 

KIM: Yeah, if I can jump right in.  I just finished that up a few months ago.  As a 

faculty member, it was my privilege to sit in and sit under John’s teaching as he 

talked about working with executives effectively in coaching.  Brilliant teacher as 

he is a coach and some just rock solid information on third party contracting, how 

to get the support of those above you and below you, how to really work with the 

C suite executives, and those below them, how to work with teams, I just gained a 

wealth of knowledge sitting in the class so a big thumbs up for John’s classes. 

CHRIS: if you w ant to connect with John on the web, it’s pretty easy to do so.  You can 

find him out on the web at his website which is EternalLeadership.com.  As you 

poke around there, you’re going to learn some pretty fun facts about John. This 

guy is not only a former business owner and he certainly understands the business 

world, the executive world, but he is a former top gun Navy pilot.  He is a very 

popular podcast host, has a podcast under that same name, Eternal Leadership.  

You’ll find it out there on iTunes and other places.  He has a very popular 

leadership blog that he writes.  We have interviewed him here on our podcast 

about some of his personal experiences.  In fact, if you listen to Christian radio 

any at all, you may have recently heard him on an episode of Family Talk Radio 

with Dr. James Dobson as he shared a little bit about that experience, lots of ways 

that you can connect with pieces and parts of John. 

 While you’re on his website if you go out there, he does have a free download and 

it’s called Discovering Your Core Values and Doubling Your Results.  So while 

you’re out there, be sure to avail yourself of that and then as we look toward next 

week of course you know what we always say here at the wrap up, keep raising 

the standard of coaching and changing the world. 



  PROFESSIONAL CHRISTIAN COACHING TODAY 

www.ProfessionalChristianCoachingToday.com  19 

 

KIM: God’s richest blessings to you. 

	

	

 

 


