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COACHPRENEUR ACADEMY: Turning Point Story

Writing Your Turning Point Story
Stories are a powerful way to engage and build relationships with others. They tug 
on our hearts and remind us of who we are. Your story is a window into your life 
experiences. It reflects who you are so that others can connect with you.  

The purpose of a Turning Point story is to demonstrate to your prospective clients 
that you understand their unique situation and needs.  It’s designed to build 
intimacy, trust, and respect with your prospective ideal clients. It provides them 
with the evidence that you are the one who holds the key to solving their problems 
and achieving their goals. That you’ve traveled the road, and have risen above 
the ashes. It may include examples of how you helped others. Most importantly, it 
emotionally engages your prospective client and develops their faith in investing in 
your services and as their next resource and guide.

When well-written, it can be a highly effective marketing and sales tool with a wide 
range of applications from your website to speaking gigs, and even webinars. It’s a 
key component of your marketing toolkit and one you’ll certainly want to leverage 
often.
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Turning Point Story Example 
Here is an example of a Turning Point Story… Can you guess who it’s written for?

Start your own coaching business that makes the life 
you really want possible with the support of a master 

changemaker!

Hi! I’m Feroshia... and I’m ferociously devoted to helping you help others.

If you are like many people, you feel held back, trapped into a cycle of work and 
life that doesn’t fully enliven you. You’re looking for a meaningful career where 
you are rewarded for your gifts, talents, and commitment. You want to thrive in all 
areas of your life - health, relationships, finances, and creativity, to name a few.  
You’ve earned your street-cred. You’ve accumulated an abundance of experience, 
expertise, and a willingness to do what it takes to help others. You are one of the 
lucky few who understand that you want to change lives and enjoy a lifetime of 
meaningful work! Lucky you!

Being a heart-centric, influential entrepreneur who is making your impact in the 
world is about making change – big changes for your clients and big change for 
yourself.  Both kinds of change require skills that can be learned.

And as a Change Master, that’s exactly what I’ll teach you.

My journey into coaching…

My first company, Foto:Grafika, focused on portrait and product photography, but 
quickly morphed into my second company, Agent 47: Marketing & Communications. 
Before I realized it, I had 42 subcontracts and was constantly adding services and 
talent.

Initially, I loved my work with all of its challenges and its fast-paced tempo. But 
the stress began to slowly overwhelm me. My self-imposed workaholism fostered 
a general lack of life outside of work. Sure, I had earned rock-solid credibility as 
the go-to marketing expert for thought leaders, change-makers, and businesses 
throughout the world, but none of this mattered once I received a cancer diagnosis.

Wake-up calls are actually blessings in disguise. Within a matter of minutes my 
entire world changed. I hit the pause button (as one does when life changes so 
rapidly). Through deep soul searching and supportive partnerships with various 
healers and guides, I found my way back to myself. I reclaimed the curious and 
optimistic person I had unknowingly left behind. I swore to myself that I’d change 
my career—and change my life.
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COACHPRENEUR ACADEMY: Turning Point Story

Turning Point Story Example Cont’d.
Now at a crossroads, I began my search for a new career that would reflect the 
whole of who I was. Creative. Curious. Compassionate. But I didn’t want to start 
over; I wanted to mindfully pivot to a career that would allow me to leverage my vast 
experience and help others. One thing I knew for sure: I never wanted to go back to 
the daily grind.

And this is how I discovered coaching.

Like many people I meet today, it took someone else noticing my gifts and ability 
to help others. For me, that person was Kyle. As a senior manager in a global 
corporation, Kyle had been given my name as the go-to gal for those seeking to hit 
the fast lane in their start-ups. Kyle, too, was looking to leave the corporate world to 
pursue his own passions.

After a two-hour power session focused on his business launch and marketing 
strategy, Kyle gave me what is still today the most important advice I’ve ever 
received.  He said, “Feroshia, you should become a coach.”

I had no idea what he was talking about – COACH? At that time, the only place you 
were likely to hear the term coach was on the football field. Never having envisioned 
myself leading a team through tackles and sprints, I figured there must be more 
to this term that I originally thought. So, ever curious to learn more, I started my 
exploration.

Within the next 6 months I hired a coach, and then trained to become one myself. 
Shortly thereafter, I started my first coaching business, The Good Living Guide. 
As a professional holistic coach, I harnessed the lessons I’d learned from my own 
burnouts to coach others around work-life balance. Isn’t it funny how we do capably 
and willingly for others what we ourselves need most?

Now I don’t know about you, but I’m a non-stop learner and I love a good challenge. 
While I enjoyed coaching my clients, I still found myself wanting to give more. In the 
next year I started working in the conflict arena, building upon my interests and 
studies in mediation and compassionate communication. From here I shifted into 
transformational leadership trainings and retreats.

What I discovered then is now the foundation of my work in Whole Person Coaching.

Working inside corporations, non-profits, family-run businesses, and other 
communities, my ability to tame the tigers and to heal the effects of conflict inside 
these organizations earned me a reputation and a non-stop referral base.  

My secret to helping others is simple: work with the whole person through a deep, 
empowering, and life-enhancing relationship.



5Copyright © 2004-2019 CoachPreneur Academy & Feroshia Knight  |  www.coachpreneuracademy.com Copyright © 2004-2019 CoachPreneur Academy & Feroshia Knight  |  www.coachpreneuracademy.com

Turning Point Story Example Cont’d.
Although my training and development work originated inside of corporate and 
business arenas, it became evident to me that my soul’s calling was to create a 
global community of change makers. Baraka Institute: Leadership Development & 
Coach Training Center was publicly launched in 2005. A few years later it became 
obvious that it was time to make Whole Person Coaching available to a global 
audience via an online platform, hence the name change to Coach Training World.

The journey has been rich and rewarding, personally and financially. But one thing 
stands out above all else: Every day I am thankful for my tribe, a community of 
like-hearted individuals that inspire and support me as much as I strive to do the 
same for them. Together our lives are truly better.

My business ventures have also provided their own spiritual teachings. They have 
collectively taught me valuable lessons around who I am when I’m at my best, why 
I treasure each moment of life, and the rewards that come from pursuing what I 
absolutely love.

Three decades later, that brings me here… to you.

~ ~ ~

As you likely guessed, this Turning Point Story was written for my ideal students. 
It’s my journey, but the parts of my journey I chose to share are what I felt would 
resonate most with my ideal students, you being one of them!

Now let’s explore how you can craft your own Turning Point Story to reach your own 
ideal clients!
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COACHPRENEUR ACADEMY: Turning Point Story

STEP I: Start with Your Ideal Client Avatar 
Write down the egoic title of your specific audience and quickly answer these 
questions. These prompts should reflect your work in the Ideal Client Avator course.

My ideal client is...

Who wants… (The deepest desires)

Who struggles with… (Their biggest problems)

Who feels… (Their most uncomfortable feelings)

Who fears the most… (Their constant worries)
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STEP 2: Brainstorm Potential Story Content (Personal)
With your ideal client avatar in mind, journey back through your own life 
experiences. What have you experienced that would be helpful for them to know 
about you? 

For example, if your ideal client is a professional female who wants to stop playing 
small and climb the corporate ladder you might share about your experiences with:

• Asking for a raise

• Speaking up about something that no one is willing to talk about

• Applying for a new position in the company

• Walking away to find a better job 

Brainstorm 10-12 situations from your own life that could be relevant to your 
ideal audience and their situation:

Potential Situations to Showcase 
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COACHPRENEUR ACADEMY: Turning Point Story

STEP 3: Brainstorm Potential Client Success Story Content
Again, with your ideal client avatar in mind, take into consideration clients you’ve 
already helped who might be representative of your ideal client’s own situation?

For example, if your ideal client is an overweight male who wants to lose weight 
forever and find his ideal mate you might mention information about your client 
who:

• Lost 100# by changing his career

• Fell in love with the gym and is now a health coach

• Lost weight, but more so found the confidence to reenter the dating arena

• Met their ideal person and together they lost weight, both as your clients

 

Brainstorm 10-12 situations from your client’s experiences that could be 
relevant to your ideal audience and their situation:

Potential Client Success Stories to Showcase 
 
 
 
 
 
 
 
 
 
 
 

At this point, your goal is to gather as much potential story content as possible. 
That golden nugget is in there, and it’s not often the first story that we think of. 
You’ll be curating your Turning Point Story from these examples.
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STEP 4: Choose Your Story Type
Now decide what type of story would work best to connect with your ideal client.
There are three common story types:

• The Road Traveled

• The Phoenix Rising

• The Expert Guide

While these are listed as separate story types, it’s not uncommon for people to 
combine aspects of each. As you read about each, keep your ideal prospective client 
in mind. And ask yourself, would this type of story resonate most with them?

The Road Traveled  
This story is comprised of one or more events in a timeline that highlight your life 
experiences similar to that of your audience. The story I shared above, is a road 
traveled story. Although there is mention of a tragic wake-up call, that is not the 
focus of the story. 

For Example:  

• As a dating coach, your story could illustrate your journey through 50 
different dates till you found the right person and of course how it shaped your 
philosophy on the importance of having a wing-guy or girl. You of course being 
that wing! 

• As a business coach, you could write about your first business, how you grew 
it, and how those lessons now enable you to help others do avoid those costly 
mistakes that most new business owners make. 

• As an executive coach, you could talk about how you climbed the corporate 
ladder while living in personal integrity, and share strategies on how others can 
do the same.

The key to the Road Traveled Story is that you are speaking to someone from the 
perspective of having “been there” before. The situations you share are relevant to 
what your prospective client will be or is facing in their own journey to reach their 
goals. 

While you’ll touch on the successes you’ve had along your journey, the focus is on 
what it took to achieve the desired result. What enabled you to go from point A to 
B.  Your ideal client wants to go from good to great.  They are looking for the secrets 
to success, and are willing to do what it takes—but first, they need to know that 
you’ve done it first.
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COACHPRENEUR ACADEMY: Turning Point Story

STEP 4: Choose Your Story Type Cont’d.
If you are using the Road Traveled Story your goal is to show your ideal audience that 
you possess the wisdom, skills and mindset required to get them where they want to be.  
You’re positioning yourself as their personal guide, the sage, the advocate—someone who 
has traveled the road, learned the secrets, made it safely to the other side, and is now 
extending your hand to help them to save time, money, and effort in their pursuit of 
similar goals.

The Phoenix Rising 
This is a survival story that illuminates the path taken after a life-changing wake-
up call: Divorce. Death. Diagnosis. Downsized or Dumped.  It demonstrates how 
you rose above the tragedy and are now ready to help others in similar positions 
from a place of strength, knowledge, and compassion. 

For Example:

• As a Cancer Coach, your story might begin with your life before cancer, 
the unexpected diagnosis, your experience going through cancer, and very 
importantly, the fact that today you are in a better place and able to help others 
navigate similar journeys.

• As a Career Coach, you might write about being let go after 10 years at your 
company, and the effects of having the rug pulled out from underneath you. 
But again, very importantly, your story shows how you waded through this life-
transition into something that was 100x’s better. And what you’ve learned that 
can help others when such events happen to them.

• As a Relationship Coach, you could speak about the loss of your husband or 
wife after 20 years of marriage and the challenges of starting over. Again, at the 
end of the story, life is even better than before for you.

The Phoenix Rising Story focuses on your journey going from surviving to thriving. 
In each of these examples above, the wake-up call is the catalyst for the changes 
you chose to make. But what follows is your ability to rise above the situation 
– mentally, emotionally, physically and spiritually and become an even more 
empowered version fo you.

Remember your prospective clients want to know that you understand them. As 
they are reading or hearing your story, they feel alone in their struggle. Since your 
words show them that you can relate to their reality from your own experience, they 
are more likely to trust, like and respect you. You’ve traveled the “hard road.”

If you are using the Phoenix Rising Story your goal is to show your ideal audience that 
you possess the wisdom, skills and mindset required to get out of where they are at to  a 
far better place - inside and out.  You’re positioning yourself as their personal guide, the 
sage, the advocate—someone who has traveled the rough road, learned the secrets, made 
it safely to the other side, and is now there for them.



11Copyright © 2004-2019 CoachPreneur Academy & Feroshia Knight  |  www.coachpreneuracademy.com Copyright © 2004-2019 CoachPreneur Academy & Feroshia Knight  |  www.coachpreneuracademy.com

STEP 4: Choose Your Story Type Cont’d. 

The Expert Guide  
This is a story that features you as the “expert” helping others. This kind of story 
focuses on the transformation you make with your clients. 

In this kind of story, you are weaving your past clients’ success stories together 
to illustrate how your partnership helped them achieve their goals. Similar to 
corporate case studies, this story type provides your ideal prospective clients with 
an understanding of how you help others in tangible, relatable ways.  While this 
story is less personal to you, it can be very impactful with certain audiences.  It 
punctuates your capacity to effect change by including important details related 
your client’s return on their investment in terms of money, time, and effort saved.

For Example:

• As a business coach, you might share mini-case examples of your top three 
business clients and how they leveraged your services to grow their businesses 
by 200%.

• As an executive coach, you might focus on scenarios that lend credibility to 
your area of expertise, such as when you worked with leaders to improve their 
emotional intelligence, which saved their companies from losing more employees 
due to cultural shifts.

• As a health coach, you could focus on the struggles several of your most 
successful clients faced and the weight loss results they achieved when working 
with you.

The Expert Guide story features your client’s journey from struggle to success. It’s 
not uncommon in these stories that you’d explicitly talk about their return on their 
investment. You are demonstrating how you helped them to save time, money or 
effort. An Expert Guide story is typically written for an organization or business, 
because its focus is on the results you’ve helped others achieve.  

Check the one that you want to focus on:

[   ]  Road Traveled – From mundane/good to great!

[   ]  Phoenix Rising – From surviving to thriving

[   ]  Expert Guide – Witnessing other people’s transformations (more formal)

If you can’t decide try stepping into your ideal client avatar’s shoes. Consider what 
type of story would most resonate with who they are and where they are at in their 
journey. 
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COACHPRENEUR ACADEMY: Turning Point Story

STEP 5: Select Your Premium Content
Be sure to meet your client with where they are at in their current situation. As you 
think about the story type, remember your ideal client avatar’s attention is on the 
problem or pain they have.  
 
If your Turning Point Story is too far down the path, they may wonder if you 
understand what they are going through. As a coach, you see things that others 
cannot. Your client is in search of a solution to relieve the symptoms of the problem 
they believe they have right now. That’s where you begin with your first story.

For example, if someone is experiencing one of life’s unpleasant twists and is just 
now looking at starting anew, your story should begin in a similar place. It may 
not resonate with your audience if you jump right into the successful parts of your 
story. It may lead them to believe that you don’t get what they are experiencing. It’s 
like saying to someone who just had their life turned upside down that they’ll be ok. 
They don’t feel that way and that makes it hard to believe. 

If someone is an new leader looking to climb the corporate ladder, they aren’t likely 
going to respond to a story focused how you lost your job and its effects on you. If 
you notice in my Turning Point Story, I mentioned my Cancer wake-up with one 
sentence, it was a catalyst not something I want to coach around.  
 
From here, review your list to see which stories stand out the most.  Choose 
2-4 to work with. List them below.  
 

•  _________________________________________________________________________ 
 

•  _________________________________________________________________________ 
 

•  _________________________________________________________________________ 
 

•  _________________________________________________________________________
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STEP 6: Create Your Heroic Journey Timeline 
Now it’s time to organize your experiences so they naturally flow into an engaging 
story. Use the graphic and templates to organize your experiences so you can map 
out your journey. This will become the backbone for writing your Turning Point 
Story, but by no means is representative how it should be written. It’s a starting 
point from which you’ll make the story your own! 
 
 
 
 
 
 
 
 
 
 
 
 
The Heroic Journey Timeline is a way to organize your story so that your ideal client 
can see the transformation you and/or your clients went through.  
 
Use the templates following this page and the prompts to get started 
organizing and writing your story. 

Indeed, your story is all about you. But more importantly, it’s all about your 
prospective clients being able to fit themselves into the story arc. At times your 
story arc might cover a brief period of your life, or it may cover decades. The key is 
to ensure that each event described resonates with your client and their needs, and 
is able to create meaning, trust, and respect with them.
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COACHPRENEUR ACADEMY: Turning Point Story

The Road Traveled Template

 Ordinary World

• How did your journey 
start? What was 
happening?

 The Call 

• What did you really 
want to most? (Have, 
Do, Feel & Become)

The Refusal

• What stopped you? 

• Why was that so?

 The Catalyst

• What/who inspired 
you to take action? 

• What gave you hope 
that things could be 
even better? 

The Trials & Truimphs

• What were the most 
significant events that 
led you to where you 
are today? 
(Choose 1-3)

The Transformation 

• What’s different about 
you and your life 
today? 

 The Return 

• How has your journey 
informed you about 
who you want to help 
and why?
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The Phoenix Rising Template

 Ordinary World

• What was life like 
before your wake-up 
call?

 The Call 

• What was the wake-up 
call?

The Refusal

• How did you respond 
to the wake-up call? 

• What did it cause you 
to question? Feel?

 The Catalyst

• What/Who gave you 
hope to climb out of 
this situation? 

The Trials & Truimphs

• What experiences did 
you have to face to 
go from surviving to 
thriving again?  
(Choose 1-3)

The Transformation 

• What’s different about 
you and your life 
today? 

 The Return 

• How has overcoming 
your circumstances 
informed you about 
who you want to help 
and why?
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COACHPRENEUR ACADEMY: Turning Point Story

The Expert Guide Template

 Ordinary World

• What is the present 
situation of your ideal 
clients? 

 The Call 

• What do they really 
want to be able to do? 
Have? Feel? Become?

The Refusal

• What do they believe 
is the problem they 
have? 

• Why can’t they solve 
it?  

 The Catalyst

• How are you the one to 
show them the way? 

• What experience and 
knowledge do you 
bring to the table?

The Trials/Truimphs/
Transformation

• What have your clients 
overcome in their work 
with you to achieve 
success? 

• What transformed for 
them personally and 
professionally? 
(Choose 1-3)

The Return

• Why do you do what 
you do? How do your 
clients inspire you? 

• What additional 
credibility can you add 
in?
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STEP 7: Start Refining
After you’ve generated as much content as you can, it’s time to refine your Turning 
Point Story so that you are sharing just enough information for your prospective 
client to get a sense of your experience and how it shaped you. 

You wouldn’t share all your deepest secrets on a first date, right? 

When clients are reading your Turning Point Story, they are still getting to know 
you, feeling whether you might be the person for their needs. 

Choose stories that allow your prospective clients a deeper understanding of your 
values, as well as your experience and expertise. Remember, you are building a 
long-term relationship and want your clients to come to know you, trust you and 
respect you as a resource over time.

There is no right way to write your Tipping Point Story.  Although I recommend 
that you follow these few guidelines. For additional inspiration you can look at other 
people’s stories online to get ideas, or the samples offered later in this workbook.  

 
Here are a few recommendations:

Write in first person.  The person that is reading or hearing your story, is a 
person. You are writing to establish a connection. 

Note: The only time you might choose to ignore this is when it’s necessary to be 
formal to comply with industry standards. When in doubt, see what other people 
are doing. But always trust your own insights. After all, other people are selling 
themselves to their ideal clients, and you – yours.

 
Be concise. You don’t need to tell every detail. This isn’t a memoir. Share just 
enough to give your prospective client an intellectual and emotional understanding 
of what you are talking about. You want to speak to both the head and the heart! 
You are sharing this information to create a sale, not entertain.  Save the bells and 
whistles for you upcoming book!

Get Feedback. At times what you write might resonate really well with you. 
But ultimately it needs to work for your ideal clients. If at all possible, ask for 
feedback from others who are like your ideal clients—fellow coaches, friends, family 
members, or colleagues. Do they feel touched by what you wrote? What comes up 
when they read your story? If what you wrote is really hitting home with them, you 
are on the right path! 

Confidentiality. Please note, you should always get written permission from your 
clients to talk about them. If they are OK with you using their names, great. If not, 
suggest that you could change their name, gender, and other facts so that their 
identity is hidden.
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COACHPRENEUR ACADEMY: Turning Point Story

STEP 7: Start Refining Cont’d.
Meet your Client with Where They Are. Remember that your ideal client’s 
attention is on their present situation. If your stories are too far down the path, 
you may seem a bit untouchable. Or if they aren’t relevant to where they are at in 
their journey, you’re likely to lose their attention. For example, if your speaking to 
a new leader looking to climb the corporate ladder, they may not respond to a story 
focused how you lost your job and how it affected you.  

Or your client is rebuilding their life after a major life transition, your story should 
begin in a similar place. It may not resonate with your audience if you jump right 
into the successful parts of your story. In fact, airing your “highlight reel” too early 
may lead them to believe that you don’t get what they are experiencing. Worst 
case scenario they may think you are looking for an outlet to showcase your own 
accomplishments.

What does this mean for how you craft your story? You must always, always 
be intentional about tying your story content back to your ideal client. 

If you don’t, they may get the impression that you actually don’t understand what 
they are going through right now. Your client is in search of a solution to relieve the 
symptoms of the problem they believe they have. They are looking for someone who 
get’s them with where they are at. That’s where you begin your story.

Use Transitions to weave your story together. A transition is a sentence or two 
that helps the story flow from beginning to end. Please read through the examples 
below and take note of the transitions in bold italic. You’ll notice that I’m using a 
questions to invite the reader to self-reflect on what I’m sharing before I move onto 
the next part of the story.
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STEP 8: Beta-Test & Refine More!
To ensure that your story and the way you are telling it works to magnetize your 
ideal prospective clients, share it and openly receive feedback.  If at all possible have 
people who are representative of your ideal client give you their response.  What 
you are seeking to learn is how does your Turning Point Story affect them. Are they 
inspired? Do they find themselves resonating with a me too? Does it make them 
more curious about you? Are the stories concise enough to create an emotional 
connection?

Here are some questions to ask people as the read your story:

• What came up when you first read this?

• How did it make your feel?

• Can you think of anyone who might be on a similar journey?

• Anything else that caught your attention?
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COACHPRENEUR ACADEMY: Turning Point Story

Frequently Asked Questions
How much should you share? 

We’ve touched on this a bit, but it’s so important that it’s worth devoting a little bit 
more attention to. When it comes to writing your stories, too much personalization 
runs the risk of leaving your audience feeling that your story is all about you. Or 
worse yet, in the case of a Phoenix Rising story, that you need someone to come 
help you.

Although this can work for someone reading about their favorite actress or rock 
star, it won’t work to convert someone into a client. Remember, your goal is to help 
your prospective clients to think “me too”! 

But be careful not to go to far and close off from your prospective clients. Too little 
personalization can limit the connection, trust, and respect you want to develop.  
It’s a balancing act that ultimately allows your prospective client to come to realize 
you are the ideal partner to help solve their problems and create their preferred 
future.

When in doubt, ask other people for their opinion—preferably those who can be 
neutral and supportive.

What if I’m not comfortable sharing my story?

If you feel uncomfortable sharing about a particular event, then choose another 
situation to describe. Or share just enough details that your prospective client 
can fill in their own blanks. Do remember this: You want your ideal prospective 
clients to hear their own thoughts, feelings, ideas, beliefs in your words. Your goal 
is to have them saying to themselves “this feels familiar!” When they recognize 
themselves in what you are saying they forge a relationship with you! Alternatively 
you can always add in your client’s success stories.

How do I incorporate my professional background without sounding like a 
resume?

Integrate your experience and expertise by weaving it into the story. You might 
mention where you went to college, or that you’ve had a favorable position in the 
workplace. You’re adding these as subtle details rather than making them the core 
of the story.

For Example:

• As the CEO of a large biotech company in 2005, I had grown…

• As a fellow overachiever, you may already know that many parents believe 
that their children, should attend an Ivy League school. My parents were not 
different, and so my years at Harvard University were 
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Frequently Asked Questions Cont’d.
How do I choose the best stories to share?

Step into your ideal client avatar’s shoes and ask yourself which type of story would 
most resonate with who they are and where they are at in their journey.  

What else should you know? 
Choose stories that you feel excited to share.  Write a story that you can 
wholeheartedly get behind. Emotions are a key element in storytelling. They connect 
us together. Ask yourself: when I share my story, how do I feel? How does it make 
other people feel? Am I excited to share this with others?

Important Details:

• Remember you are modeling a “journey” that your client can relate to in their 
own life. 

• Use language and examples that relate to the words, thoughts, feelings, and 
experiences of your ideal clients.  The closer to home it feels, the better. 

• Be prepared to change your story. If you are a speaker, you might adapt parts of 
your story so it stays fresh everytime you share it.You may also need to shorten 
it or lengthen it depending on the way you are using it!
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COACHPRENEUR ACADEMY: Turning Point Story

Phoenix Rising - Client Story Example
In this example, I am using several client stories to speak to my prospective 
clients who want to recreate their career and life after an unexpected life 
change.

As a career coach, there is nothing I enjoy more than watching my clients flourish 
in work they absolutely love. I believe that everyone deserves to bring out their very 
best, and sometimes we just need someone else to help us get there.

When Andy first came to me, he was at the top of his game. Working for a global 
marketing agency, he had successfully climbed the ladder and had earned the 
respect of his company. On the outside, Andy had it all. On the inside, Andy felt 
otherwise. Despite his robust salary and numerous bonuses, he was no longer in 
love with his work. 

During our first meeting, he shared with me that he had always dreamed of 
teaching, but he was certain that he would never make the money he was making at 
the agency. Perhaps? But underneath this belief was a bigger stumbling block. Andy 
feared change. 

“I’ve had this job for over 10 years. With it, I have a lot of security and status. And 
I’ve earned it.”  During our first conversation, Andy cited a number of reasons 
why he couldn’t leave; the biggest one was his wife Antionette.  When I inquired, 
he admitted he felt responsible for providing a stable living environment. She had 
been a stay-at-home mom, and his income made that possible. Andy loved being a 
provider, even if it was costing him his happiness.

A few weeks later, Antoinette discovered a lump in her left breast. Within the week 
she was diagnosed with breast cancer.  Andy had no other choice but to continue at 
the agency. A few weeks later, while undergoing chemotherapy, Antoinette made her 
opinion known. 

“Andy, I don’t know¬¬ what will happen, but no matter what I want you to be 
happy. Life is short, and now that my own life is in question, I really wish that I 
would have done more with my life.” Andy didn’t like hearing these words, but in 
truth they reflected his own inner dialog. “Am I really living life?”  

Andy returned to coaching a year thereafter. Committed to finding the joy and 
happiness he once felt in his work and with his wife. “Antoinette would kill me if she 
saw I wasn’t pursing my passions,” he offered half-jokingly. I could see the moisture 
building in his eyes. I agreed. It was time for change.

Andy not only became a teacher, but he opened up his own school in India, where 
he resides today with his girlfriend Rebecca.  I love sharing this story, as Andy—like 
many of my clients—is a  tough cookie. People who’ve been through life-changing 
experiences and have risen above to create something bigger in the world from their 
experiences. The road hasn’t been easy, but in the end, the rewards are abundant.
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Phoenix Rising - Client Story Example Cont’d.
Perhaps you can relate? Life has hit you by surprise. You know you want 
change, but something holds you back. Don’t worry—you’re not alone.  

Please meet Alexis. At the age of 24, Alexis lost her baby, Breanna.  Now, at 32, she 
recognized that the pain of her loss would never go away. She wanted to turn that 
pain into something good. What that could be, she didn’t know. Her decision to hire 
me as her coach was based on my own history of overcoming a similar loss. 

I still recall our first coaching session. “I’ve been to hell and back twice. It’s my turn 
to stop the insanity for others,” offered Rebecca.

As she shared the painful loss of her baby, I couldn’t agree with her more. That 
was certainly hell on earth. And yet Alexis wasn’t going to give up.  During our 
conversations she got clear on what really mattered most to her. “I’ve lost my baby, 
and while I was feeling sorry for my loss, I began to think of all the babies and 
children who didn’t have a home.” Inspired, Alexis decided to adopt twins from 
China.  What she didn’t expect was how that process would affect her. 

Within a few months, Alexis found her calling. She opened her own adoption 
agency—no small task. Today, she travels the world helping orphans find good 
homes while also offering plenty of support for the new parents.  

Being part of Alexis’ journey was a true gift for me. There is nothing I love more 
than helping people take adversity and create a more meaningful life and career.  
And that’s why today, I support individuals across the globe as they turn their own 
lemons into lemonade. While many of my clients’ wake-up calls challenge them 
to become better versions of themselves, others take their pain and move it into 
purposeful endeavors – some in the form of non-profits, others businesses, and a 
few joyful retirements. 

What would your life be like if you were able to take life’s curve balls and hit 
a home run?
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COACHPRENEUR ACADEMY: Turning Point Story

The Road Traveled Story Example
For this example, I’m speaking to female business leaders who want to be more 
confident speakers.

With years of experience as a commercial photographer, the time had come when I 
needed to have a professional photo shoot myself. I was creating a new website, and 
I knew just how important images are to a person’s brand.  

I spoke with a total of 8 different photographers before I chose Fredric. He 
recommended that I speak with his wardrobe consultant who worked for Nike. I 
took his advice. 

By the end of our 30-minute consultation, I knew exactly what I should wear—
according to her. I trusted her. She was the expert, and I certainly wanted to look 
the part.

$2500 later I was sitting at my computer staring at 20 final photos. Not one of them 
felt or looked like me. I felt like a fraud. In my gut, I felt a deep discomfort. The 
feeling you get when you’ve done something out of alignment with who you are.

Lesson learned. I swore to stay true to who I was. I hired another photographer, 
shopped for my own clothes, and got exactly what I wanted. It’s next to impossible 
to feel good about yourself wearing someone else’s clothes.

While that problem was pretty easy to solve, there was a bigger issue at 
hand.  My inner critic. That nasty voice that consistently reminded me of 
what I did wrong. The part of me that incessantly worries about what other 
people think. Its effects can be paralyzing.

I still recall the time I went to speak in Europe. I had five speaking opportunities 
over the course of 2 weeks, with some time planned to explore Germany, France 
and England. In preparation for my tour, I perfected my slides and memorized 
everything, so I could ad lib if necessary. What I wasn’t prepared for was the 
undermining power of my inner critic.

As I walked onto the stage in Berlin I quickly noticed that 25% of the seats were 
empty. “You’re not good enough for them to bother with you…” screamed my inner 
critic. Panicked, my thoughts continued to dwell… “I bet the other speakers have 
a full house. See, you should have promoted yourself better.” My mind spinning, 
I became distracted just enough that I went numb on stage. I was going through 
the motions, but my attention was elsewhere. Worried about how I was already a 
failure. I went to my hotel that night and ruminated for hours.  

The next day, I was to fly out to speak in Paris that evening. Bags under my eyes, I 
was horrified to learn that I was the last speaker of the evening, and worse yet—my 
slot was after dinner. “Great,” I thought, “I’ll be dead from lack of sleep and they’ll 
be in a food coma.”  While the evening wasn’t a complete failure, I didn’t enjoy 
myself. I didn’t feel connected to my audience, and I certainly didn’t feel confident.
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The Road Traveled Story Example Cont’d.
My final two speaking gigs went OK, but on the flight back home, I began to wonder 
if I should even be speaking at all. The pain of not being seen at my best, and the 
barrage of negative thoughts after each speech, told me this was true.

The problem is that as a business owner or leader, your number one asset 
is your ability to influence others. A confident speaker—one who feels good 
inside and out—is always going to win over their audience.

Being an engaging confident speaker isn’t just about what you say. It’s how you 
say it and from what part of you it comes. Recognizing the importance of taming 
my inner critic, I devoted myself to working through the layers of conditioning that 
told me I wasn’t good enough. As I overcame my inner critic, others noticed. So 
much, that they asked me to help them, and that’s how I ended up developing my 
“Authentic Voice” coaching program.

Today, I help people like Gardenia and Chad. A couple who speak about their work 
in non-profits, to have a strong voice and presence when on stage, especially when it 
comes to fundraising.  And, small business owners such as Marie, to find their voice 
and to overcome any negative self-talk.  My process didn’t develop overnight. In fact, 
it’s been in the making for over 3 years and hundreds of clients.  My unfortunate 
experience as a speaker may have sparked my efforts to solve these problems, but 
watching my clients rock global stages keeps me devoted to my work and to people 
just like you—people who have a message that the world needs to hear.
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COACHPRENEUR ACADEMY: Turning Point Story

One More Sample...
Hello There! I’m Sandy, and I feel like the luckiest girl in the world. I found my 
dream partner and we’ve been married for over 5 years. But before I met Jeffrey, my 
journey here was no bed of roses... Perhaps you can relate? 
 
I was certain within months of meeting Brett that he was the one. We’d spend many 
a night under starry skies talking intimately about the future we’d like to create. 
Never did a date pass where he wouldn’t bring me a rose or some other token of 
his affection. I had never felt more seen and heard before in my life… that is, until 
I looked at his social media profile only to find him in the romantic embrace of 
another woman.  

I don’t know what I felt more: angry that I had been lied to or deeply embarrassed 
that I should have known better. There were warning signs, believe me. But I had 
turned a blind eye. Never again, I thought!

Despite the pain and embarrassment, 4 months later I decided to put 100% effort 
into finding the one. I decided to try digital dating. Employing Match.com, Bumble 
and MeetMindful.com, I carefully crafted my personal profile, got a photoshoot and 
did my best to market myself well.

37 dates later, I started to lose hope. 

Daily I thought… “I’m too old, and guys in my age range only want younger women.  
I’m not fit enough, I can’t run anymore my knees are bad, and I don’t want an 
overweight partner. There’s no one out there for me…” Depressing as it was, I kept 
going.

But the more dates I went on, the more I started to believe finding my ideal partner 
was hopeless. 

My loneliness got the best of me and I settled. I settled for a man who spent 
50-hours a week at his job, and his weekends at the poker table. Gasp. I know. You 
don’t have to say it, three months later I wised up.

Needing some guidance, I hired a life coach. While on one hand I was saying I 
wanted a partner, what was really true was I wanted a new life.

I quit my job and spent 9 months traveling the world. “Eat Pray Love?” I thought 
to myself. Well, I ate a lot, didn’t pray, and found that love comes from within. I 
returned home a different person. 

You know when you have spent most of your life trying to figure out who you should 
be to make other people happy? Or masking parts of yourself as not to rock the 
boat? Well my journey gave me the perspective I needed to reclaim myself.  More 
importantly, I learned to just be my true self regardless who was in the room.  
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One More Sample...
Today my husband and I play in a band together called the “Love It’s” and yep. 

I met him at a coffee shop. He loved my sassy upfront nature, and I loved his 
ability to listen. While it wasn’t love at first site, our relationship is what I’ve always 
wanted. A best friend, passionate lover, and someone who truly has my back.

Your dream partner is out there, but first you must find your dream self. As a 
coach, I help people just like you to find….

You will find love again, first within and then with others. And that’s my mission to 
help you to go beyond your hopes and expectations…

--------------------------------------- Maximize Your Resources --------------------------------------- 
Business Buddies: Find 1-2 people that are as excited as you are about their 
launching their business. Create an accountability partnership.  If you want to 
coach each other around this topic DO IT!  
 
Done With Your Labs: These monthly labs are for you to come in with your 
questions and to receive feedback. We’re not going to write your Turning Point Story, 
we are going to teach you how to do it yourself.

Private CoachPreneur Academy Facebook Group: This is an excellent place to 
post your progress, showcase your efforts and receive feedback in-between the labs.

 
Outsourcing: Not your genious? It might be time to outsource a particular project 
to an expert. You can shave 100’s of dollars off of projects like this when you are 
prepared and are clear on what you want.    


