YOUR 10-KEY
CHALLENGES
PLAYBOOK
How to get started in building your reputation
as the go-to Leadership Facilitator.
Dr Sukhwant Bal

INTRODUCTION TO
THIS PLAYBOOK
• In this playbook you have everything you need to
set yourself (and your clients) up for success.
• Work through these 10 challenges diligently, with
discipline and with real thought – perhaps with a
buddy - and you will start seeing results.
• Right now the journey you’re about to embark
may seem daunting, a little overwhelming and
confusing. But back yourself. Each day keep
taking baby steps and within weeks you’ll surprise
yourself with how far you’ve come.
• You’re not alone. You have my help. The online
Grow More Leaders content and you have the
support of the GML Tribe. You have more than
enough to make a difference to your clients.

Step 1: Describe your Mount Everest: a
big landmark goal you want to achieve.

Step 2: Who are you serving?
Describe your ideal client.

Step 3: What steps and actions
will you take in the next 30days to move closer to your
Mount Everest?

ACTIVITY 1: DEFINE YOUR MOUNT EVEREST

ACTIVITY 1: YOUR MOUNT EVEREST
These examples may be helpful:

My Mount Everest is….
Top tips:
• Keep refining and iterating your Mount
Everest: list as many options as you can
and then select the one or two which
inspire you
• Your Mount Everest should energise
and excite you and give you a sense of
direction
• Keep your Mount Everest visible and
each day do something which means
you are making small daily progress and
moving you closer to the top of the
mountain
• Share your Mount Everest with your
friends and family and ask them to
encourage you and support you in
achieving your goals.

• To achieve a turnover of £100k in the next 12 months.
My Mount Everest is….
• To work with 5 clients and turn them from ‘ok
performance’ to high performance businesses in 12-18
months.
My Mount Everest is….
• To build a team of coaches/consultants who deliver
amazing results for our clients and at the same time we
have fun working together.

My Mount Everest is….
• To be the go-to Leadership Coach and Facilitator in
my niche, where I am never short of work.

ACTIVITY 2: WHO ARE YOU SERVING AND WHAT PROBLEMS
ARE YOU SOLVING?
These examples may be helpful:

Top tips:
• Identify a niche or sector you
understand and have a passion for
• Where do you have past experience and
a track-record?
• Develop an offer or methodology you
can share with clients, so you have
something which is scalable (see next
slide).
• Offer your clients a programmes –
not one-off courses or training
• Match your work with your client’s
goals, priorities and business goals
• List all the people in your network and
your contacts and just start a
conversation on what you’re doing and
what help they might need.

I am serving….
• Professional services firms (Accountants, Dentists,
Lawyers) in how to retain and motivate their people, so
they create a sustainable business.
I am serving….
• Small and mid-sized businesses to develop leaders at every
level who deliver amazing results for their clients and keep
growing and learning, so they can keep scaling.
I am serving….
• Top teams to work more effectively together and in so
doing inspire high performance in the rest of their
business, so they can build a great brand.
I am serving….
• Management teams in the NHS with how to coach, develop and
manage performance, so they are able to create a great place to
work and deliver the best outcomes for patients.

AN EXAMPLE OF POTENTIAL OFFER/METHODOLOGY

Where possible, price on a ‘per head’ model: eg £2 500 per head for this programme. Assume 10 participants: £22 500.
Focus on the results you’ll deliver for your clients not your hourly/daily rate.

Step 1:
Interviews

Each quarter, encourage the team to
celebrate their successes and plan for
how they’ll be even better in the next
quarter.

Encourage the team to adopt new
habits, new ways of working and new
tools in how they operate.

Step 5:
Celebrate
progress

Step 4:
Adapt your
ways of
working

This is your diagnostic stage: where you
interview individuals and get to the real issues
that need fixing. Write this up and agree a
contract with the leadership team.

Step 2:
One-toone
coaching

Step 3:
Workshops

Schedule 6 x 90 minute coaching calls
over 3-6 months with each team member,
on how they can be a stronger leader.

Identify 3-5 workshops you will facilitate
over the next few months to help the
leadership team be more effective and
resolve the key issues in step 1.

ACTIVITY 3:
PRACTICAL
STEPS TO
MOVE YOU
CLOSER TO
YOUR
MOUNT
EVEREST

These examples may be
helpful:

My small daily actions are….

Top tips:

• To create a list of everyone in my
professional and personal network

• Set yourself daily and weekly
micro-goals

• To start conversations with people – to
understanding their challenges and pain
points, without feeling the need ‘I have
to sell to you’.

• In the early days any progress
beats perfection

• To make a point of regularly talking to
prospective clients with no other
objective than gaining marketintelligence: what are the top 5 issues
and challenges keeping leaders in my
niche awake at night
• To adopt an ‘account management’
strategy in building trust with
prospective clients: meaning I speak
with them or send them some useful
content at least once a month
• To keep refining my listening skills, my
coaching skills, my facilitation skills –
even if it means doing voluntary or
unpaid work to build my skill sets.

• Good-enough is good-enough –
when it comes to piloting ideas
and testing your offer
• Start conversations with one or
two potential clients. Be willing to
start small to build trust and
credibility.
• Focus on one tool or one
workshop in the Grow More
Leaders System to build your
confidence.

ACTIVITY 4: DEFINE YOUR
BRAND.
In light of the previous activities, how will you
stand out and set yourself apart from all the
other people out there?
Fill in the blanks:
• What I do better than anyone else…..
• My purpose is……
• My unique message is……
• My core offer is…….
• The price of my core offer…….
• Why should clients do business with
me……
Now convey this in your website, your
messaging and your storytelling. At this stage
you’re only looking to work with ONE
business/client.

ACTIVITY 5: BE
CLEAR ON YOUR
‘SUPER STRENGTHS’.
• Identify your 2-3 signature strengths
– the things you excel at and do
well.
• From the Grow More Leaders
programme and toolkit, find one
workshop which best aligns with
your signature strengths.
• Now build your core offer around
these two things
• Build your confidence and
capability in this ‘one thing’, before
moving on to your next tool or
workshop.
• Practice makes perfect. Find ways
to facilitate this workshop, where
you get feedback, make adjustments
and know you can knock this out
the park.

ACTIVITY 6: BUILD YOUR
EMAIL LIST
•
•

•
•

Build your email list of at least 25 contacts
and connections.
Make a point of sending them something of
value each week: an article, a blog, a TED
talk, a 60-second helpful video from you
etc….and follow this up with scheduling a
date for a call
People buy from people they trust and
respect – be the most helpful person your
prospective clients know.
Use your email content to start a
conversation. Book a call, start a
conversation, schedule a Zoom chat and
identify their unmet needs. .

ACTIVITY 7: CREATE A BANK OF
QUESTIONS TO DISCOVER YOUR
CLIENT’S ‘PAIN-POINTS’
• Ask potential clients to talk you through their
strategy and vision
• Ask them how they’ll implement that strategy
AND the leadership required to make it happen
• Ask them what investment have they made in their
own learning and development in the last 2-3 years
• How skilled are the ‘level below’ in managing their
operational priorities and leading the people
around them
• What aspects of their culture work and what
aspects of their culture could do with being
changed
• What’s the ONE thing if the leadership team could
improve and work on – would have the biggest
positive result on their performance
• How can I help this leadership team to be at least
5% better this month than last month?

ACTIVITY 8: CREATE
YOUR CASE STUDIES
Even if you are new to
coaching/consulting/leadership development:
• Describe all the ways you have developed
your technical skills, leadership and emotional
intelligence
• Describe the people you have coached and
developed and ask them to send you a 60second video reference on the difference you
made
• Describe the projects you led and how you
overcame challenges

• Describe how you created a positive culture
at the places you have worked, how you
engaged and involved people in leading
change
Once you’ve done this, you’ll surprise yourself
with how much you have learned and achieved.
If you don’t believe in yourself – then why
should your clients?

ACTIVITY 9: LIST
POTENTIAL CLIENT
OBJECTIONS
Make a list of the top 5 client objections and
then counter each one, eg:
• You’re too expensive…..(We focus on
working with you to get results. If we can help you
achieve x, then our fees are highly reasonable)
• We just want one-off training
courses…..(we focus on performance
improvement and real behaviour change. One off
workshops – no matter how good – won’t achieve
this without coaching and follow-up workshops)

By anticipating client objections, you can be
better prepared to handle them in the
moment and be confident in the value you
bring to your clients.

ACTIVITY 10: IDENTIFY
AND BUILD YOUR TEAM
OF ASSOCIATES
You are likely to win bigger projects if you’re not
seen as a one wo/man band
• You can get support and inspiration from your
Associates
• You can bring Associates in, to support middlemanagement development and front-line
development if you just wanted to work with the
senior team
• It also means you can be developing client
relationships, whilst your Associates help with client
delivery

WHY THESE 10 ACTIVITIES REALLY
MATTER
Activity 1: Your Mount Everest: simplicity wins over complex business plans

Activity 2: Who are you serving and what problems are you solving: find your niche and
know how to use the GML Programme to deliver real results for your clients.
Activity 3: Steps to get you closer to your Mount Everest: keep making daily baby steps. Seek
progress over perfection.
Activity 4: Define your brand: be unique. In a world of ‘noise’, how will you attract clients and
stand-out from the crowd?

Activity 5: Be clear on your super-strength: excel at one thing and then build your repertoire.
Activity 6: Build your email list: connect with your clients. Play the long game and build
trust with your potential clients.
Activity 7: Create a bank of brilliant client questions: deep conversations lead to
understanding your client’s needs. And the Consultant who best understands their clients, wins
the day.

Activity 8: Create your case studies: this is a great way to showcase your ability to get clients
results.
Activity 9: List potential client objections: objections comes with the job if you’re a ‘solopreneur’. It’s rarely personal. So know how to face into objections – in real time.
Activity 10: Identify and build your team of Associates: with scale comes the opportunity of
bigger projects.

YOUR INNER GAME
How will you set your inner-game up for success?
You know yourself better than anyone else. How will you set yourself up for success in the first 90-day and beyond…to get
over doubt, procrastination and your inner critic? Right now how would you assess yourself on each of these three scales and
in the next 3 months how can you be working on yourself and your business to move one step closer to ‘the right’?

I’m apprehensive and don’t know if I’m cut-out for
this line of work. I will give it my best shot, but
know things don’t always come easily to me. I still
have more questions than answers and have so
much buzzing in my head. Right now I don’t have a
clear plan of action.

I have a clear purpose and sense of direction. I
know why I’m doing what I’ve chosen to do. I
have a passion for seeing people grow and
develop. I’m motivated and really can’t wait to
start my coaching and facilitation workshops.

I’m still on a learning curve, feeling a little anxious,
uncertain and figuring things out. I tend to keep
things in my head, rather than work through issues
with a friend or get my challenges down on paper.

I feel blessed and lucky to have this opportunity
of doing something fresh and different. It allows
me to be creative. To play to my strengths in
connecting with people and I know the more I
put in, the more joy and fulfilment I will gain.

I know I can be my own worst critic. When things
are not going well, I’m likely to doubt myself and
get myself into a negative spiral. I’m likely to stopstart and flit from one thing to another, without
really having the discipline to learn my craft.

I know how to remain positive and optimistic,
even if I’m not seeing results in the first month or
so. I know I have to focus on the things within my
control and keep doing the right things: talking to
clients and refining my offer and success will
follow.

YOUR OUTER GAME
How will you bring extraordinary value to your clients?
How will you build your client base, get client testimonials and deliver positive results for your clients? Right now how would
you assess yourself on each of these three scales and in the next 3 months how can you be working on yourself and your
business to move one step closer to ‘the right’?

I’ve not had to find and sell to clients. It’s all new
to me and I’m not sure if I have what it takes to
win new clients. If anything I’m likely to back-off
when I face objections from clients and admit
‘defeat’.

I believe in my abilities to talk to potential clients
and build trust, rapport and credibility. I know I
don’t need to ‘sell’ to them on day one, but I
believe in me and the value I can bring to any
business.

I’m still working through my offer and my story of
the difference I can make to clients. I don’t have a
strong track-record in this space so the jury is still
out if I can succeed in this space.

I believe in my offer and my ability to help clients
get results and businesses get results. I see the
power of leadership development and know we all
have so much more potential and with my coaching
and facilitation skills I know I can deliver real value
to clients.

I’m a perfectionist and want to get everything just
so and right before I go-live with a client. I don’t
want to let anyone down and I only want to
approach clients when I know I have mastered
every skill.

I’m open to the idea of starting small and then
building up my offer. I know the key is to find one
client and really demonstrate I can help them get
results – at a personal level and business level.

It can be lonely starting out on your own. Your know YOU better than anyone else. What support team do
you need around you – so you can thrive, enjoy what you do and deliver amazing results for your clients?
I’m a bit of a ‘control freak’. I like to be hands-on
with everything. I don’t want to spend money with
‘third parties’ if I’m not generating revenue myself.
I find it hard to let-go and bring other people in,
when I could do things myself.

I work best when I can delegate tasks and activities
to a Virtual PA, leaving me to focus on what I do
best. I want to have great people around me who
can support me in those tasks I just don’t enjoy or
excel at.

I’m self-sufficient and independent. I like to work
on my own, behind the scenes, developing content
and ideas. I only want to ‘go-live’ with clients and
my network when I’m ready and have all my plans
worked-out.

I need to have friends and family behind me. Who
encourage me. Believe in me. Who allow me to
work with them so I can hone my coaching and
facilitation skills and are not afraid to give me
‘tough love’ feedback.

I don’t want to embarrass or hustle my friends and
network for leads or involve them too much in my
professional work. I want to keep life and work
separate. I’d rather go a few months without work
and leads – than have to ask for favours from my
network.

I want to inspire my contacts and network, so they
are happy and excited to introduce me to their
network. I’m don’t want to post endless content on
social media. I want to buck the trend and talk to
‘warm leads’ who have been referred to me by my
network.

FINAL THOUGHTS FROM
SUKHWANT
Enjoy the journey. Be kind to yourself.
Fail small and learn fast
Get in front of clients and start a
conversation
Find your niche and be the most helpful
person you know in that niche
Share your passion, energy and
enthusiasm
Exceed expectations – give more than
you take
Keep learning and keep growing
Work with teams at every level of an
organization, it’s the only way to inspire
true transformation
Value yourself and charge your worth
Ask for help

