
We are in a “Coaching Revolution” 
where Coach Burt predicts that within 
five years every manager in the world 
will have to have the skill set, the tool 
set, and the mindset of a great coach. 

A program created by  
entrepreneur Coach Micheal Burt

www.coachburt.com

The Coaching Revolution

A coaching program to help salespeople
master the 5-habits 

of highly e!ective solopreneurs

F R O M  SAL E S P E R S O N
SOLOPRENEUR
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BE ON THE FRONT END OF THE REVOLUTION

Never before has it become more obvious that the old command-and-control 
style of management is obsolete. Nobody in a knowledge worker era wants 

to be managed. They do however want to be coached. Like playing for a great coach 
who is a difference maker in your life, the new era manager can make this transition 
with help and guidance of someone who specializes in how to activate the potential 
in people, how to help teams move toward a dominant aspiration with focus and 
intensity, and how to find and mitigate the common dysfunctions within teams that 
hold their talents hostage. 

Coach Micheal Burt is a former championship coach who specializes in taking managers 
and helping them make the important transition from old school managing to new 

school coaching. Hired by companies ranging from State Farm Insurance, Genesco, 
Sprint, and more, Coach Burt has a proven curriculum, structured support sys-

tems, and a comprehensive plan to teach your managers how to coach, lead, 
and manage at different competencies within a total “holistic” philosophy. Just 

as there is more to winning than just practicing, there are hidden areas of 
talent activation that deal with chemistry, buy in, trust, execution, passion, 

and teamwork. These “intangibles” have to be activated by someone 
and that someone is a great coach. 

We are in a “Coaching Revolution” where Coach Burt predicts 
that within five years every manager in the world will have to 
have the skill set, the tool set, and the mindset of a great coach. 

RESULTS OF THIS P ROGRAM: 
After this program your managers will be
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You are a coach,
you are getting coached,

How many times in a day or a week do you say, “I need a system for that?” 

Salespeople have never been more overwhelmed. There are more “tools, resources, and 
experts” than ever before that you “must” use or follow. This usually leads to more confu-
sion or frustration than when you started. We believe a plan should be “easy on paper” 
and your business should almost be “boring” if you have the right systems in place. 

A salesperson’s role is to sell a product or service at any means necessary. 

A solopreneur’s focus is to take ownership of sales, service, and marketing for long-term, 
sustainable growth. 

JOIN THE SOLOPRENEUR MOVEMENT

Did You Know...
Over half of small business owners fail in their !rst 2-years? 

It’s not enough to just “enjoy” what you do. It takes great disicpline, 
consistency, and sacri!ce to grow and sustain business. 

The purpose of any business is to serve your life vs. run your 
life. We have the systems to help you take control of the 

key areas of your business. 

Once you master the basic fundamentals of your 
business you’ll be ahead of 95% of salespeople. 
Our clients are consistently in the top-5% when 
compared to similar age or experience. That’s 

Come master the
basic fundamentals
of your business.

!"#$%$&%'()*+$,
Your salespeople will be...
- more equipped to run their business like a business.
- more capable of working a consistent selling system.
- more energy through a 4-hour workday, proactive by noon.
- more disciplined time management and proactive prospecting.
- more con!dent to follow-up and ask for the business.
- more fun building a repeat and referral business.
- more driven to share their unique beleif & value proposition.
- more in alignment with theirs and yours marketing message.



T I M E  L I N E S 
We offer three plans for 
the Coaching Revolution: 

1.  Speaking at your event 
to acclimate your  
people to this concept

2.  A starter package of 
three or six months

3.  A one year package to 
transform the culture

 
P R O GR A M  O P T I O N S
One time  
speaking event 

Three-month Package 

Six-month  
Starter Package

One-year Package

The Program

W H AT  I S  I N C L U DE D

ball rolling

one hour to full days) on each component of the program

feedback and progress of the group

 
program and after

T H I S  I S  I DE A L  F OR
1.  Companies who have managers who need to get more out of their teams

2.  Companies who are transitioning their managers to coaches

3.  Underperforming sales teams who need better guidance and leadership from 
their managers

4.  Companies who are are looking to improve the accountability systematically 

5.  Leaders and managers who are interested in becoming better coaches to  
their teams

T H E  CUR R I C U L U M
Session 1 What is the Coaching 
Revolution and why is it important?

Session 2 Activating the potential in 
the “Whole Person” by understand 
“The Whole Person Theory”

Session 3 A deep study into motiva-
tion, what de-motivates, and how to 
keep the engine going in all your team 
members

Session 4 What are the differences 
between coaching, leading, and manag-
ing? A new look at the new era coach 
and how a great coach thinks

Session 5 The Crucial Conversation- 
The art of addressing unmet expecta-
tion quickly and professionally

Session 6 10 Great team lessons 
for the coach trying to build the con-
science of the team

Session 7 Dysfunction Junction- 
Recognizing, managing, and mitigating 
common dysfunctions of teams

Session 8 Zebras and Cheetahs- A 
unique 10-step growth model to move 
your team toward a dominant focus 
systematically

Session 9 Stop the Noise- A look 
into how to build great support teams 
around the coach to free up “emotional 
space” 

Session 10 There’s nothing faster than 
the speed of Trust- How to build high 
trust cultures starting with the coach

Session 11 The Anatomy of Winning- 
The 7 Components of a Championship 
Culture

Session 12 Building the Learning 

that keeps on producing

”
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- Onboarding Session  
- Monthly Training Session. Monthly Mastermind.
- Daily Accountability. Weekly Benchmarks.
- Monthly Evaluation. Quarterly Deep-Dive.
- Full Access to Level One Training (On-Demand Platform).
- Full Access to Level Two Coaching (”Done-with-You” Community).
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- Sales Planner & Workbook
- Digital Sales Scoreboard 
- Accountability Groups
- Coach-on-Call (customer support)
- Private Facebook Group
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- Companies whose salepeople want structured caoching.
- Companies whose managers need help with sales training.
- Underperforming sales teams who have more potential.
- Teams who need more guidance and accountability.
- Rapidly growing companies who don’t want to lose quality. 
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Curriculum

Session 1
Program Onboarding 

Session 2
Turn Your Pitch into Money

Session 3
Perfecting Your Prospecting

Session 4
Follow-Up Mastery

Session 5
New Client Onboarding

Session 6
Status Sells Marketing

;)$-&0.
Track 1: Business
6-Month Program

Track 2: Marketing
6-Month Program

Track 3: Both
12-Month (All-In)
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*Contact sales.
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Curriculum

Session 1
Program Onboarding

Session 2
Digital Farming & Audiences

Session 3
Reach & Engagement (KPI’s)

Session 4
Email Funnels & Retargeting

Session 5
Follow-Up Automation 

Session 6
Online Lead Gen Mastery
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REGISTRATION 
www.coachburtworkshops.com

INFORMATION 
www.coachburt.com 

PROGRAM PDF 
info@coachburt.com

Schedule a 
FREE CONSULTATION 
615.225.8380

MICHEAL BURT, INC.
PO BOX 332863

MURFREESBORO, TN 37133

T   615.225.8380

www.coachburt.com

W H Y  U S E  CO A C H  B UR T ? 
In life we are told to pick a lane and 
find a niche. There is probably no better 
niche for Coach Micheal Burt than 
turning leaders into coaches who think, 
operate, and respond like coaches. 
Coach Micheal Burt began coaching at 
age 15 and was a head coach at 18 at 

his elementary school. He then became the head coach at one 
of the largest high schools in Tennessee at age 22. By 25 he had 
written his first of seven books and was building a championship 
culture that would win three of the last five state championships, 
after going 24 years without winning one. At age 31 and after 
221 wins in just nine years as a head coach, Micheal retired 
from coaching athletics to build a national company around “The 
Coaching Revolution.” Global companies like Dell Computers, 
State Farm Insurance, National Health Care, Vanderbilt University, 
and more would call and ask Coach Burt to help them develop 
leaders, systems, and results. Micheal Burt Enterprises now 
deploys coaches to speak, coach, train, and lead people to play 
at a different level. Micheal is also the host of the Coach Micheal 
Burt radio show on FoxNews Affiliate WLAC Nashville where 
he regularly spends time with New York Times bestselling authors, 
thought leaders, and celebrities who are guests on the show. 

Dr. Bruce Lund has a deep method-
ology for turning salespeople into 
solopreneurs, and turning managers 
into coaches. He combines a PhD in 
Human Performance with proven 
results growing a multi-million 
dollar training business. 

Bruce has a unique blend of theory 
meets execution. He has created 

mutltiple “Rookie of the Year” producers in mortgage, real 
estate, and !nancial services. Additionally, he has helped 
mid-level producers become top producers. 

Dr. Lund takes great pride in his “heart-of-a-teacher” 
approach to training. His intense but fun & positive style 
has quickly dubbed him the “next generation coach.”  He’s 
spoken on some of the largest stages in the world includ-
ing the Los Angeles Convention Center and NYC Marriott 
Marquis; in front of the most-respected associations 
including Million-Dollar Roundtable (MDRT) with over 
65,000 members world-wide.

Bruce’s mission is to build 90-Day Sales Manager into the 
#1 online resource for solopreneurs and managers in the 
services industry. He’s doing this through a world-class 
community and training platform.

Training isn’t something we did.
IT’S SOMETHING WE DO.
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bruce@90daysales.com
615-410-6509


