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About the Book

“Every successful achievement in life begins with a positive thought and a conscious decision.”

Entrepreneur and businesswomen Bev James uses coaching and profiling principles to inspire people to be single-minded, learn how to plan, prioritise, delegate and take action to get things done and get them done well in work and in life.

To be successful you must have a passion for action and belief in your idea. You must recognise the right opportunity and take appropriate action to ensure follow through and drive the project to completion. But how do you decide which idea to run with and which action should become your top priority?

In eight simple steps, Bev’s down-to-earth Do It or Ditch It approach teaches you how to make clear decisions from the outset so that at every step along the way, you will be more likely to succeed.


About the Author

BEV JAMES is a successful entrepreneur and businesswoman, business performance expert, coach and motivational business speaker with over twenty years’ experience transforming businesses in diverse sectors including coaching, training, recruitment, sales and health and fitness.

As the founder and managing director of the Entrepreneurs’ Business Academy she has joined forces with James Caan, one of the stars of BBC TV’s Dragons’ Den, to provide a unique training and mentoring programme for ambitious entrepreneurs. Together they have created a ‘success blueprint’ that can positively transform the productivity and profitability of any business.

Bev is also MD of The Coaching Academy, the world’s largest training organisation for coaches, and a multimillion-pound business. She runs both organisations from her offices in Richmond, Surrey.

A Master NLP (neuro-linguistic programming) Practitioner and a European Master Trainer for DISC personality profiling, Bev has vast experience of recruiting high-performing teams, of talent management and high staff retention, particularly in challenging environments. She has coached many entrepreneurs to the success they enjoy today and is widely regarded as a millionaire mentor. She has a thorough understanding of the mindset and skill set characteristic of entrepreneurs and business owners. Bev is a regular columnist in the entrepreneurial and business press with wide media experience.

www.bevjames.com



DISC is a personality profiling technique that originated from the work of Dr William Marsden. Throughout my business career DISC has proved to be one of the most powerful assessment tools I have ever come across. It is simple to use and easy to understand. I use the principles in every aspect of my life to assist with decision-making, team building and negotiation. It is explained in full in Chapter 3.




DO IT! or DITCH IT is dedicated to
the memory of Pete Regan


DO IT!
OR
DITCH IT™

Turn ideas into action
and make decisions that count

EIGHT STEPS TO BUSINESS SUCCESS
FROM THE MILLIONAIRES’ MENTOR

Bev James
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“The must-read book for every entrepreneur at all stages of business building, particularly before big ideas are launched.”
James Caan, Founder and CEO of Hamilton Bradshaw

“Bev is one of life’s exceptional people [and] a great testament to the adage ‘anything you want can be achieved - the only thing that will stop you is yourself.’ I think the book title says it all and is Bev all over. I am sure the book will inspire many to take positive action.”
Jamie Constable, Founder and CEO RCapital

“Do It! or Ditch It is an exciting, accessible introduction to a set of the most useful decision-making tools for entrepreneurs and business owners. It is comprehensive, highly readable and filled with useful examples.”
Darren Shirlaw, Founder of Shirlaws Coaching and Navitas IP

“Do It! or Ditch It - definitely a book for those serious about achievement. Clear, direct and inspiring. Just do it and reap the rewards.”
Richard Denny, Author of Selling to Win

“Bev James shows you not only the route to your success - but explains the step-by-step actions to get you there.”
Peter Thomson is regarded as one of the UK’s leading strategists on business and personal growth

“Do It! or Ditch It is an excellent reminder of what really matters in the process of creating a successful business. Genuine passion, learning and giving are essential components… The power of this book lies in the fact that Bev is a living example of what she is teaching.”
Tony Banks, Chairman of Balhousie Care Group and self-made millionaire, featured in The Secret Millionaire (Channel 4).

“Do It! or Ditch It is an insightful coaching book for business owners and potential business owners, and is a highly useful tool.”
Gill Fielding, Entrepreneur and and self-made millionaire, featured in The Secret Millionaire (Channel 4).

“Grounded, practical, inspiring and warm, Bev James offers valuable advice and tools which will help any wannabe entrepreneur to make the dream a reality.”
Simon Middleton, founder of Brand Strategy Guru and author of Build A Brand In 30 Days

“Bev James has been there and done it, from initial dream through to final implementation… [she] can show you how you can have your own success as well.”
Mark Rhodes, Motivational Speaker, Business Mentor and Entrepreneur

“As a business expert and turnaround specialist for a new generation of millionaires, Bev understands how business leaders think and why they behave the way they do…”
Emma Wimhurst, Author of BOOM!

“Do it! or Ditch It is an immensely informative book for people pre start-up and throughout their business journey.”
Amanda Morreale, Publisher/Editor The Market

“Bev has created a gem of a book with Do It! Or Ditch It. Her passion shines through on every page, as does her determination to succeed … This is definitely the book for those people who are ready to take action and take their business to the next level.”
Karen Moxom, Managing Director of the Association for NLP and Publisher, Rapport

“…Bev is an authority on the application of DISC and its use in business, sales, and interpersonal relationships and we have been honored to support her expertise….”
Brad Myers (CEO, PeopleKeys) and Deanna Miller (Operations Manager, PeopleKeys

“The best thing in life is achieving what people said you could not do! Not just another business book, a truly useful guide that is both developmental and practical.”
Sally Poinsette, CEO, Anouska Hempel Design

“Sometimes a book comes along that you you pick up and can’t put down because of the great business sense it offers. Bev James has written such a book… the boost you know you most need, right NOW!”
Ann Skidmore, Award-Winning Image & Leadership Coach

“I have witnessed Bev’s pragmatic, insightful and inspiring business coaching, style and quality first hand, for many years. She has now skillfully crystallized all of that into Do It! or Ditch It.”
Greg Brown, Managing Director and Executive Coach, GB Executive Solutions Ltd

“When an influential businesswoman such as Bev James commits her expert knowledge to paper, the rest of us need to take note of every word. From title to final sentence this book is crammed full of useful and inspiring material, all delivered in her passionate but practical and no-nonsense way.”
Tim O’Rahilly, Business Coach & Education Consultant

“A must-read for anyone looking for success in life! … in [Bev’s] unique, ‘shoot from the hip’ style.”
Andy Smith, Founder and Managing Director, Electric Wholesale Ltd

“…Do It! or Ditch It is a fabulous coach in book form, to get people started on the right foot and not the back foot, to create success that lasts.”
Thomas Power, co founder of www.ecademy.com

“A successful lady, who has helped many successful people, Bev’s book will help you to choose where to focus your time and when to let go.… Knowing when to ‘do it or ditch it’ is a critical skill to learn. Bev has put her heart into this book, combined with her commercial mind – a winning combination.”
Penny Power is co founder of www.ecademy.com and author of Know Me, Like Me, Follow Me

“… If you are serious about being the best, take heed of Bev’s advice and you too could have success you’ve so far only dreamt of.”
Pam Lidford, Personal Performance Trainer and Coach

“Thoughtful, clear and insightful business gems …”
Oliver McNeil, Legend Photography

“… Do It! or Ditch It will make things happen for everyone who reads it.”
Charles Lucas FCA, Accountant and financial advisor to Bev James, and Chairman of Broadthunder Limited

“This is a must read for any aspiring entrepreneur. By following Bev and her team’s effective techniques our company exceeded £1 million turnover in our first full year of operation. Bev has now put the wealth of her experience on paper. I therefore highly recommend this book.”
Alyas Khan, CEO, EMICA

“…the perfect essential read for the budding entrepreneur or business person.”
Toby Garbett, World Champion & Olympian, Personal Trainer

“… accessible and informative. Bev’s energy for getting things done is infectious …”
Nikki Wild, Managing Director, Wild Empowerment Ltd

“A delight to read. Informative, motivational and thought provoking … packed with useful tips proven to springboard you to achieving your goals.
David Wilson, Dentist, Coach and Mentor to those living with persistent pain

If you want to turn your ideas in to action and ensure more business success, Do It! or Ditch It moves you forward with inspiration. … highly recommended – let it inspire you to take your business success to highest level.
Maria Deacon-Viney, Chartered FCIPD, Remarkable Success Coaching and Consulting

“This book should come with a prescription and a warning: Apply the advice and techniques liberally and it will change the performance of your business, your attitude and your life.”
Sue Blake, EBA PR Expert, Profile & Publicity Development & Management Specialist


FOREWORD

Vibrant and thriving entrepreneurialism lies at the heart of the recovery of the UK economy. I’m always frustrated to read the latest start-up enterprise failure statistics when they are released annually. Each stat represents not just the loss of a business or venture but the loss of a livelihood, hopes and dreams. During this recession there have been major job cuts across the board. I know many people who have used redundancy as an opportunity to start a new life by becoming their own boss and I applaud their courage and determination. I’ve long held the belief that it isn’t what happens to us in life that matters, but what we do in response to our experiences. Success requires a combination of positive attitude, drive and unquestioning belief in what you are doing. As business owners, we also need to have a clear sense of self: our strengths, weaknesses and beliefs.

I’ve known Bev James since November 2009, when we created the Entrepreneurs’ Business Academy. Bev is a superb cofounder and Managing Director. She brings a wealth of business knowledge to our joint venture, coupled with her immense business coaching expertise and people management skills. We launched the business in a recession and everything we advise our business delegates to do, to grow their businesses, we are doing with our own. The success of the EBA isn’t down to luck or reputation only.

When Bev told me she was writing Do It! or Ditch It I was really pleased. I know so many people who have a passion for their first big idea for a business, but too many of their subsequent business decisions are based on emotional assumptions rather than commercial reality. With a staggering number of starts ups not reaching year two, Do It! or Ditch It is the perfect tool to help focus plans and clarify decision-making before setting off. A start-up entrepreneur will find Bev’s book invaluable; as will an established business owner who wants to launch a new brand or create a new venture.

I encourage you to view Bev as your personal business coach. Her approach, through Do It! or Ditch It, uses years of business experience to guide you through your business journey. Like me, she knows a great business will only deliver to its full potential with the right leadership, attitude and team in place. If you apply the Do It! or Ditch It methodology to your business decisions, you’ll increase your chances of success in all areas of your life exponentially.

James Caan, June 2011


Preface

‘We are judged in life not by our intentions, but by our actions. Life is too short to allow our energy to dwindle by being busy with things that are going nowhere.’


• Do you struggle with managing your time and your workload?

• Do you wish you could get more done in a day?

• Do you find you are ‘managing upwards’ because someone else has trouble making decisions?

• Are you in a position where you need to influence others’ decisions?

• Do you want to ‘ditch’ procrastination and ‘do’ the things that will propel you forward with success?



Welcome to the world of Do It! or Ditch It thinking – where decision-making is clear and everything is possible. It all depends on how far you want to go with your dreams and plans. Effective decision-making lies at the heart of progress in every area of life – but never more so than in the workplace. The ability to make fast and effective decisions and to be able to communicate effectively is vital for everybody involved in business; whether managing their own workload or someone else’s. It’s not just the business owner who influences outcomes. It is those around them, too. Everyone has personal responsibility for their own actions. Do It! or Ditch It will help you to develop the discipline to make focused decisions, use your time wisely and get to where you want to be.

WHO IS THIS BOOK FOR?

Much of Do It! or Ditch It is aimed at business owners and entrepreneurs, because more people than ever before are likely to aspire to set up their own venture; but it is for those who are ‘intrepreneurs’, too: employees who want to make a good idea great; who can see new ways to do business or simply want to be more effective at decision-making within a corporate environment. Many more people are taking control of their own financial destiny by becoming one of a new breed of 5–9ers who are earning an additional income. Anyone with a goal needs to focus on making consistently effective decisions in order to know when to act – and to know when to walk away. Do It! or Ditch It thinking will help you to succeed.

Television has turned entrepreneurs into household names and media stars. Multimillionaires are now famous in their own right and are becoming modern-day role models. Young people in particular want a slice of the lifestyle that their success represents. A challenging job market is prompting more 17–25-year-olds to take the plunge and dive into running their own venture, even though the waters are unknown and can be murky. However, the average age of owner-managers or sole traders remains 40-plus. Some, when faced with redundancy, have taken the opportunity to set up on their own, rather than trying to search for a new job. There is no such thing as a job for life any more. The availability of training schemes and the potential to reach the marketplace via new technology means that starting up in business has never been easier or more attractive. All you really need is a computer, a mobile phone, a business idea and the market know-how to get started. Many people begin by choosing to create a web-based business.

Generally speaking, successful entrepreneurs are go-getters who understand that making an informed decision or taking a calculated risk – even if in retrospect it is a ‘wrong’ decision – is better than making no decision at all. Decisions lead to action. Learning from mistakes helps us to become more resilient and wise. Decision-making propels us forward; it brings about change, and it makes things happen. Staying in business for the long term, by creating a successful enterprise that keeps on growing, depends on the decisions that you make each day.

Statistics show that more people from every section of society are taking the plunge and making the decision to set up in business.



UK Small Business Statistics:


• There are 4.8 million small businesses in the UK.

• 3.6 million businesses are sole proprietors.

• 97 per cent of firms employ less than 20 people.

• 95 per cent employ less than 5 people.

• Over 500,000 people start up their own business every year.

• Less than 9 per cent are under 35, although this sector is increasing in numbers.

• Small and medium-sized firms employ more than 59.8 per cent of the private sector workforce.

• Small firms contribute more than 49 per cent of the UK’s turnover.

• 64 per cent of commercial innovations come from small firms. micro: 0–9 employees, small: 10–50 employees, medium: 50– 249 employees.



(Federation of Small Businesses, updated October 2010)

USA Small Business Statistics:

The estimated 29.6 million small businesses in the United States:


• Employ just over half of the country’s private sector workforce.

• Include 52 per cent home-based businesses and 2 per cent franchises.

• Represent 97.3 per cent of all the exporters of goods.

• Represent 99.7 per cent of all employer firms.

• Generate a majority of the innovations that come from US companies.



(Source: US Small Business Administration Office of Advocacy, September 2009)


• There were 627,200 new businesses, 595,600 business closures and 43,546 bankruptcies in 2008.

• 7 out of 10 new employer firms survive at least two years, and about half survive five years. Findings do not differ greatly across industry sectors.



(Source: US Small Business Administration Office of Advocacy, September 2009)

Women in Business

UK


• Nationally, about 30 per cent of self-employed women work from home.

• Whereas 60 per cent of self-employed women in the North East had incomes of £10,000 or less in 2006/7, a little under half those in London, the South East and East of England earned this amount. Similarly, the proportion of self-employed women who earned less than £5,035 in the North East was 4 percentage points higher than the proportion across the UK as a whole (11 and 7 per cent respectively).

• 82 per cent of self-employed women work alone or with a partner.

• Nationally, 29 per cent of self-employed people are women.



(Women in Business, ONS, 2009)



There is much discussion about gender differences in business. I believe that the main difference lies in the initial motivation to start up a business. Many women begin working from home to give them flexibility around childcare. Statistically they are more likely to ask for business advice early on – which suggests that their early confidence may be lower than men’s; and statistically, also, there are more male than female business owners. However, in the big scheme of things, there is no difference at all. Every business person, whatever their age or gender, needs to be equally commercial in approach to get results.



US


• The number of women-owned firms continues to grow at twice the rate of all US firms (23 vs. 9 per cent). There are an estimated 10 million women-owned, privately held US businesses. The greatest challenge for women-owned firms is access to capital, credit and equity. Women start businesses for both lifestyle and financial reasons. Many run businesses from home to keep overhead low.



(Source: SBA, Office of Advocacy and Business Times, April 2005)


• Women represent more than 1/3 of all people involved in entrepreneurial activity.



(Source: Global Entrepreneurship Monitor (GEM) 2005 Report on Women and Entrepreneurship)


• Women are more likely to seek business advice – 69 per cent women vs. 47 per cent men.



(Source: American Express)

Minority-Owned Business


• Black-owned businesses are the fastest growing segment, up 45 per cent between 1997 and 2002. Revenues generated by the nation’s 1.2 million black-owned businesses rose 25 per cent between 1997 and 2002 to $88.8 billion in 2002.



(Source: US Census Bureau)

Seniors in Business


• Entrepreneurship among seniors is growing. In 2002, the rate of self-employment for the workforce was 10.2 per cent (13.8 million workers), but the rate for workers aged 50 was 16.4 per cent (5.6 million workers). Although those aged 50 made up 25 per cent of the workforce, they comprised 40 per cent of the self-employed. Solo business formation in the future will be driven by people who take early retirement or whose jobs just disappear.



(Source: AARP/Rand Corp. ‘Self-employment and the 50 Population’)

US statistics reproduced from SCORE www.score.org http://www.score.org/small_biz_stats.html Retrieved 26 March 2011

Interesting Facts about Young Entrepreneurs



‘The last six years have seen a 46% jump in the number of graduates describing themselves as self-employed or freelance. It has risen from 4,190 in 2002–03 or 2.9% of employed graduates leaving university – to 6,130, or 4.1%, in 2008–09.’

Lucy Tobin in the Guardian, 30 November 2010



Mark Zuckerberg was just 20 and still a student at Harvard University when he and some friends launched Facebook in February 2004. He remains the majority share owner. The company is estimated to be worth around $50 billion.

Alex Tew from Wiltshire in the UK, launched milliondollarhomepage.com in 2005 as a quirky route to raising funds to cover the cost of his Three-year business management degree. The home page consists of 1 million pixels in a grid. Pixels were sold for $1 each, in blocks of 10×10, to be hosted for five years. The final 1,000 pixels were auctioned on eBay. The whole project generated income of £1,037,100 and spawned a whole new way of Internet trading.

Ashley Qualls makes over $70,000 per month from her website whateverlife.com. She started up with an $8 domain name in 2004. In 2006 she negotiated a deal with ValueClick Media, an online media brokering firm. The owner had no idea she was only 14.

Steve Bennett founded Software Warehouse in his 20’s after being made redundant. He became a serial entrepreneur and now runs The Colourful Co. Group Ltd with his brother, John, which includes the online auction, Gems TV.

Alexander Levin founded ImageShack in 2003 when he was only 18. Now 26, his estimated net worth is $23 million.

Sam Walton, founder of Wal-Mart, delivered newspapers, milked cows and sold magazines for money while attending high school.

Sir Richard Branson, billionaire owner of the Virgin group of companies, started out selling vinyl records from his car in his late teens.

Dominic McVey created his UK-based business, importing scooters, at the age of 13. By the age of 15 he was a millionaire. He says, ‘I didn’t set up in business to make money, I set up to prove teenagers can achieve success. Kids are always being told “You can’t do this, you can’t do that.”’ Now 29, he runs a portfolio of businesses.

‘Stop talking about it … get on with it. Because if you don’t, in a year’s time you will see someone else doing it.’

Dominic McVey



During my career I have built several significant businesses during periods of recession, including the Entrepreneurs’ Business Academy with investment dragon James Caan. As a business coach and mentor, I have worked with a broad range of businesses and with many millionaires. I have an absolute passion for people and business. My mission is to deliver to as many people as possible the skills and coaching insights that I have used to build my businesses and have shared with my clients, and I hope that as a reader you will feel supported and encouraged along your business or career path.

Do It! or Ditch It was born of the frustration of seeing too many good business ideas go to waste while bad ideas take up valuable time and resources – and from a strong desire to show that we are always in control of our own decisions and can choose to make things happen if we wish. The approach can be applied to all situations.

My profession is all about helping people to make decisions that create the outcomes they really want in life. I spend a lot of time listening to people describe their next great idea, or coaching them as they talk about their future intentions. I get great satisfaction from playing a part in those ideas coming to fruition. But I have also met other, would-be entrepreneurs, in more social situations, who get stuck along the way. We all know people who have good ideas that never seem to take off. Month after month the idea is talked about, but it always remains a tantalising glimmer on the horizon. Nothing ever happens. The passion and drive are slowly clouded by talk of ‘should’, might’, ‘could’.

Brian Tracy, in his book No Excuses, refers to a place he calls ‘Someday Isle’, meaning someday I’ll … He says that many people go off to an imaginary place called Someday Isle; a place where they are going to live their best life someday. They say things like, someday I’ll set up my own business, someday I’ll travel; someday I’ll learn a new skill. If you ask them when they are going to do it, you will find that they have perfected a story about why they can’t have what they want and often include the word but in their sentence: I’d like to but; someday I will but; I would if I could but … If we feel we have created enough excuses we can feel OK about not taking action. It is the difference between dreamers and dream makers: one thinks about doing it, the other gets on and does it.

‘Where are you going with your business idea? Are you are you already planning a successful journey? Or are you headed for “Someday Isle”?’

It is as a result of having one too many of these kinds of conversations with a friend that I resorted in frustration to saying: ‘I have been hearing you talk about this for years but you’ve done nothing about it. It’s time to just bite the bullet and either Do It! or Ditch It, for good.’ It’s a direct approach that I sometimes use as a business coach or mentor, too. In this case it worked; and both my friend’s business and the idea for my book were born.

That was also when I realised that there were many other people out there who were facing the same kind of inertia and lack of confidence. The seed of the idea of the Entrepreneurs’ Business Academy was also planted at that moment.

MY STORY: FROM DELEGATE TO MD IN 1,000 DAYS

As founders of the Entrepreneurs’ Business Academy (EBA), James Caan and I aim to provide a unique training and mentoring service for ambitious entrepreneurs to help transform their productivity and profitability. I am also MD of The Coaching Academy (TCA), the world’s largest coach training organisation and a multimillion-pound business. My business journey owes a great deal to the Do It! or Ditch It techniques.

In 2005, on the recommendation of a friend, I attended one of their courses. I went along mostly out of curiosity. I certainly had no burning desire to train as a coach and was already a specialist in DISC personality profiling and a Master Practitioner of NLP. Once there, however, I was so impressed by the trainers’ passion for coaching that I was hooked. My trainers that weekend were Sarah Urquhart, Ann Skidmore and Pam Lidford. They were clearly at the top of their game; they were incredibly knowledgeable and very generous with their time, willing to share their vast experience with the audience. In addition, they were approachable, warm and extremely humorous! I was impressed that they each made a full-time living as a coach and had all trained with TCA. By lunchtime I knew that I had found something very special.

Having been inspired by the experience, I now wanted to be not only a fantastic coach but I also wanted to be a trainer for TCA, and to join their world-class team. I remember returning to the training room before the afternoon session on the second day and standing at the front of the room imagining that I was a trainer for the Academy. Deep in thought, and imagining myself in the role, I stood by the projector and looked around the room as if it were full of delegates and I was taking the session. I was soon jolted back to reality when a fellow delegate asked me what on earth I was doing. I said, ‘I am going to be a trainer for The Coaching Academy and I am going to be standing right here.’ She laughed and suggested that I had better sit down before the real trainer came in. However, within six months I had completed my training, set up a successful coaching business, with paying clients.

I was still hungry to learn more, and I was so impressed by what I had experienced that I offered to help out for free at future weekend events. I was running my own business, so this was a significant time commitment, but I wanted to gain insights into how the events were run. I watched the trainers and learned from them; I spoke to delegates and got to know what they wanted from a training provider. I set up the room, got the trainers their tea and coffee, and did my best to make sure the event ran like clockwork. This time was invaluable – I didn’t get paid at first but I learned an enormous amount.

One Sunday, after helping out at the morning session, I had an opportunity to speak to the MD of TCA. My coaching business, called Elements Coaching, was growing well and I was utilising DISC profiling as part of my coaching practice with all of my clients. As a Master Practitioner for DISC personality profiling in Europe, I considered it an essential coaching tool and suggested that TCA should offer a DISC training day to coaches. I explained how I had set up my coaching business and the marketing methods I had used to generate more clients than I was able to cope with. The last session of the two-day coaching course was about how to get clients. Seeing my obvious passion for coaching and marketing know-how, the MD asked if I would like to become a trainer for TCA and deliver the last session of the weekend.

At that time, I had a self-limiting belief about standing in front of 100-plus people, which was the size the group was likely to be. I was comfortable working with groups of thirty but this was definitely taking me out of my comfort zone. With my heart in my mouth and my kneecaps jumping I said a very confident ‘yes’ to the opportunity, and tried to ignore the butterflies in my stomach. I called my session ‘Turning your Passion into your Profession’ and found that I really enjoyed delivering it to a room of appreciative delegates. I was so full of the excitement of my own coaching journey that I could sense some of that buzz was being projected onto the delegates in my sessions. This turned out well for TCA as many delegates were inspired by my coaching journey and felt the same buzz that I had experienced. I would like to think that it was one of the reasons that TCA enjoyed one of its best years for new recruits.

Not everything we do needs to have a price attached to it. Sometimes the greater value lies in the knowledge learned and the experience gained. As a TCA trainer I wanted to know as much as I could about the courses on offer. I chose to attend every TCA diploma course in my own time so that I could tell new delegates about the course content from first-hand experience. If I was going to promote TCA, even on a voluntary basis at first, I wanted to know about every course and every trainer. I felt privileged to be learning from the best in the business. I also offered to make ‘follow-up’ calls after every training weekend so that I could find out why some people chose not to continue on to the diploma courses. I offered to do this for free because I wanted to know if it was related to the cost of training, or a lack of belief in the viability of setting up a coaching business. My assumption was that if delegates had a fantastic experience at the introductory weekend, they were more likely to decide to take a diploma course – which would benefit them, their future clients, as well as TCA as a business. I became more and more involved in TCA, and during my time as a trainer I delivered part of the Small Business Diploma, as well as courses on NLP, DISC and the certificate weekend courses. I loved what I was doing.

There is a saying in life that you should be careful what you wish for because it might just happen. TCA changed hands in November 2008 and, exactly 1,000 days after I had attended my first training day I walked through the doors as the newly appointed managing director. It was a very exciting day for me.

The first twelve months were difficult, to say the least, because I took over TCA as a worldwide recession began. It was difficult because the coaching industry had not been through a recession previously, which meant that there were no records, statistics or indications of how a recession would affect this type of business. The early part of the first twelve months was challenging as revenue was unpredictable. It seemed the general public was uncertain about the future, and many people became indecisive and unsure about what to do. Happily, by the end of the first twelve months, we had increased net profit by 25 per cent; annual staff sickness was reduced from thirty days in the previous year to zero and the revenue per staff member increased by £100,000. The lesson was that many people choose to up-skill during a recession and some seize the opportunity to set up their own business.

The secrets of our success? I had to take some very hard decisions early on – and one of those was to reduce staff numbers. Following reorganisation, I had to ensure the team were positioned to play to their core strengths, which I did using DISC profiling. Two years later my team is running TCA and helping me grow the Entrepreneurs’ Business Academy (EBA), too. It has been a steep learning curve, and I have loved every minute of it. The Do It! or Ditch It approach coaxed me out of my comfort zone and into my ‘stretch zone’ of personal growth and possibility. Through the EBA and TCA the approach is being shared with hundreds of new delegates every month, too.

Key decision-making stages


• Having a clear vision.

• Being willing to step out of a personal comfort zone for a worthwhile goal.

• Directed focus and determination.

• Building strong relationships.

• Seeing an opportunity and acting upon it.

• Knowing how to hire, train and work with the best people.

• Being prepared to do whatever it takes, no matter what.



It was mainly due to single-minded focus and a passion for the work that I succeeded. I didn’t set out to become MD of TCA; I set out to learn as much as I could about the training, and I loved the process so much that I wanted to encourage as many people as possible to sign up for courses. That in itself propelled me forward. I was also extremely aware of my own self-limiting beliefs and I didn’t want anything to get in the way of succeeding. As a result I was hungry to learn. I invested in courses that helped me to overcome my fear of public speaking and so on. I dedicated all my spare time to learning about coaching and how to be an effective coach. Ultimately I was in the right place at the right time, with the right experience. My story proves that anything is possible – it depends on the choices you make and how you choose to use your time.

‘Anything is possible – it depends on the choices you make and how you choose to use your time.’
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TURN IDEAS INTO
ACTION AND MAKE
DECISIONS THAT COUNT

‘Definitely a book for those
serious about achievement.
Clear, direct and inspiring.
Justdoitand reap
therewards’

Richard Denny,

author of Selling to Win






