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My goal this evening is to help you understand how you can accelerate towards 
your personal goal as a property investor, especially by dealing with your fears

•  Almost	  every	  single	  insight	  and	  
illumina3on	  comes	  from	  you	  

•  A	  coach	  does	  not	  tell	  you	  what	  to	  
do	  and	  a	  coach	  does	  not	  mentor	  
you	  

•  A	  coach	  plays	  back	  to	  raise	  your	  
awareness	  and	  understanding	  

	  

John’s	  introduc.on	  was	  spot	  on:	  
	  
•  Share	  thoughts	  
•  Compile	  a	  mosaic	  
•  Pivot	  the	  informa3on	  
•  Show	  how	  we	  have	  the	  power	  
to	  drive	  past	  our	  fears	  



I will play back what you said during the online conversation and in the 
half a dozen coaching conversations I had with some of you

•  Rizwan Alibai

•  Timur Ashimov

•  Stephanie Baker

•  Ravinder Bassan

•  Ben Beitler

•  Mark Bracken-Loughnane

•  Chris Bucknell

•  Charlie Burnett

•  Susannah Cole

•  John Corey

•  David Clouter

•  Kristin Cross

•  Tracey Dooley

•  Michael Earnshaw

•  Spencer Franks

•  Nicola Freeman

•  Adam Graham

•  Puneet Gupta

•  Paul Higgs

•  David Holloway

•  Ash King

•  Cleo Letts

•  Ellis London

•  Trish McGirr

•  Caroline Mehdi

•  Steve Moss

•  Ian Muir

•  Paul Nelson

•  Bill Nickerson*

•  Rashmi Panchai

•  John Paul

•  Philippa Peters

•  Neil Robb

•  Kenny Sahota

•  Karen Stewart

•  Calum Stevens

•  Jatinder Spall

•  Nick Simon

•  Andrew Taylor

•  Julia Vykrota

•  Caroline Wagstaff

•  Nicholas Williams

•  Shania Woodruff-Ellens

Thanks for the material



When asked what was holding you back, not surprisingly 
you tabled a lot of obstacles

Limiting beliefs
•  Fear/fear of failure/fear of 

rejection/fear of success/fear of 
failure/fear of the unknown/fear of 
asking someone to lend you some 
money/of losing it all/fear of 
failure/ fear of looking like an idiot/
fear of not getting it right/fear of 
corporate babble speak/fear of 
judgment of other people/fearful 
of working with others

•  Felling outside my comfort zone/
not knowing what to expect

•  Trust is a big issue
•  Personal beliefs about ourselves, 

about others, the economy, 
finances, the law

•  Daunted by the totality of a project
•  Mindset
•  Age

Manageable obstacles
•  Absence of partners
•  Balance between long and short 

term/work like a Trojan before the 
rot sets in or enable more 
enjoyment

•  Time/More ideas than time/time/
form me it’s time/my job/ my day 
job/ only time holds me back now

•  Lack of focus/too much 
opportunity/lack of focus/too 
much opportunity/ too many 
opportunities/so nose to the 
grindstone that missing 
opportunities

•  Finding ways to delegate
•  Communications/bringing people 

with me
•  A declining relationship to risk/

declining attitude to risk/risk 
averse

Motivation
•  Success – the drive and desire  

dim with success

The largest of these was FEAR, so I will come back to that



Thankfully, Paul Higgs turned the online conversation around 
for us 
 
“I’d like to hear some solutions” 
Paul Higgs 



You tabled a lot of solutions and thinking that overcame some of the 
obstacles or debunked some of them

Practical solutions that have overcome obstacles:
•  Having an emotional WHY/they why has to be there
•  Find the right path for yourself – once it is there, there is 

no holding back
•  Break down a project in measurable goals and proceed to 

a plan/a more measured approach, less gung ho
•  Stay working even when your property income eclipses 

your job income/reinvest all your property income and it 
compounds over time

•  Form habits/Pick the right habits and ditch the wrong 
ones

•  Build JVs and partnerships
•  Use KPIs
•  Stop all the white noise/focus on the quality of 

information and people I spend my time with
•  Ring fence your portfolio into a separate company so you 

can’t lose everything
•  Enjoy the journey (security for the rest of my life is done) 

now it’s the journey
•  I whittle things downs to what I can manage myself

•  Lots of trial and error to find the right path

Debunking
•  Beliefs provide the framework for to 

build my success on

•  Age? What? Too young or too old?

•  Fear is fictitious events assumed real/
what is there to fear? If someone else 
has done it, surely I could learn.

•  I continue to ask questions to overcome 
fear and get it right

•  More knowledge – the easier it is to 
manage the risks/ shifting my 
understanding/learn more about how 
to evaluate the assets

•  Trust – find a better way to manage. 
Scale back. Trust issues dissipate with 
time/ the negative feelings do pass 
quickly once the case is over



These solutions may be helpful, but they may well not help YOU; 
you are all very different

Property	  
investment	  
experience	  

and	  exper.se	  

Low	  

Many	  other	  differences	  
•  Professional	  
backgrounds	  

•  Posi3on	  on	  the	  property	  
investor	  value	  chain	  at	  
any	  3me	  (sourcing	  to	  
disposing)	  

•  Funds	  available	  
•  Plan	  and	  strategy	  
•  Ways	  of	  working	  
•  Personali3es	  
•  ABtudes	  to	  risk	  
•  Beliefs	  and	  values	  that	  
define	  how	  you	  see	  the	  
world	  

•  …	  
Confidence	  (mo.va.on)	  

High	  

Low	  

High	  Low	  

Property	  investor	  popula3on	  
Illustra3ve	  distribu3on	  by	  exper3se	  and	  confidence	  levels	  

No	  “basket	  cases”,	  but	  
some	  are	  idling	  for	  

lack	  of	  3me	  



Greater clarity about your situation enables you to understand what is 
holding you back

Property	  
investment	  
experience	  

and	  exper.se	  

Low	  

Property	  investor	  popula3on	  
Distribu3on	  by	  exper3se	  and	  confidence	  levels	  

High	  

Low	  

High	  Low	  

Able	  but	  not	  
geBng	  stuff	  done	  

Doing	  well,	  
but	  want/capable	  	  

of	  more	  
	  
	  

Keen	  
but	  unsure/	  
hesitant	  

	  
Blocked	  

Able	  but	  not	  
no	  energy	  /	  

effort	  
	  

	  
Green	  

eager	  beaver	  

Confidence	  (mo.va.on)	  

•  The	  experienced	  investors	  
talked	  more	  about	  
mo3va3onal	  challenges	  

•  The	  novice	  investors	  talked	  
more	  about	  doubt,	  fear	  and	  
lack	  of	  exper3se	  

•  In	  prac3ce	  many	  factors	  
come	  to	  play	  for	  all	  of	  us	  at	  
various	  stage	  



Knowing what’s holding you back helps you find the right form of 
support for you

Property	  
investment	  

experience	  and	  
exper.se	  

Confidence	  

High	  

Low	  

High	  

Low	  

Low	  

Property	  investor	  popula3on	  
Developmental	  interven3on	  by	  situa3on	  

Able	  but	  not	  
geBng	  stuff	  done	  
Business	  partner,	  	  

peer	  group	  or	  coach	  	  
for	  accountability	  

Doing	  well,	  
but	  want/capable	  	  

of	  more	  
Good	  to	  great	  
	  coaching	  

	  
	  

Keen	  
but	  hesitant	  
Mentoring/	  
coaching	  

combina3on	  

	  
Blocked	  

Therapy	  and	  
training,	  other	  
route	  or	  3me	  

Knowledgeable	  
but	  no	  energy	  /	  

effort	  
Therapy	  

	  
Green	  eager	  beaver	  
Training,	  mentoring,	  
Technical	  input	  

Moderate	  

Coaching	  
•  Most	  helpful	  
where	  there	  is	  
already	  a	  good	  
level	  of	  
performance	  

•  But	  also	  as	  a	  
supplement	  to	  
other	  forms	  of	  
development	  

•  Especially	  useful	  
where	  fear	  is	  at	  
play	  

Mentoring	  
•  Essen3al	  
some3mes,	  but	  
can	  create	  
dependence	  

Coaching can be useful where fear is at play



FEAR protects us from danger to help us survive; this faculty is deeply 
programmed into our brains in our limbic system; it is powerful and animalistic

The limbic system

a complex system of nerves and networks in the brain, involving several areas 
near the edge of the cortex concerned with instinct (e.g. survival) and mood. It 
controls the basic emotions (fear, pleasure, anger) and drives (hunger, sex, 
dominance, care of offspring).

•  Flight – run into your house from a swarm of 
angry African bees

•  Fight – take down a gunman changing his 
ammunition cartridge

•  Freeze – stay on the pavement to let a 
speeding truck pass



Our response to fear is not designed to hold us back from realising our 
potential; but it can if we do not manage it

The	  book	  simplifies	  the	  emo.onal	  part	  of	  the	  brain	  by	  referring	  to	  the	  
limbic	  system	  as	  The	  Chimp,	  recognising	  its	  animalis.c	  and	  ins.nc.ve	  
characteris.cs	  
§  The	  Chimp	  (being	  emo3onal	  and	  ins3nc3ve)	  is	  not	  meant	  to	  play	  any	  

role	  in	  our	  investment	  decisions	  
§  We	  have	  beUer	  parts	  of	  our	  brain	  those:	  we	  have	  our	  logic	  and	  

intellect	  to	  deal	  with	  all	  the	  aspects	  of	  inves3ng	  that	  we	  need	  (facts,	  
data,	  sound	  logic,	  risk	  mi3ga3on	  logic)	  

§  But	  The	  Chimp	  will	  try	  to	  sneak	  into	  our	  business	  decisions	  and	  inhibit	  
our	  poten3al	  

§  Blocking	  the	  Chimp	  from	  our	  thinking	  can	  be	  used	  in	  a	  lot	  of	  scenarios	  
with	  good	  effect	  

§  It’s	  not	  easy	  to	  do	  alone,	  but	  It	  is	  easy	  to	  recognise	  when	  The	  Chimp	  is	  
domina3ng	  our	  thinking	  

§  We	  never	  control	  the	  Chimp,	  we	  manage	  it	  

	  

Recognising when The Chimp is dominating our 
thinking is the first step



Some of you can manage The Chimp quite easily

Some	  of	  the	  solu.ons	  you	  came	  up	  with:	  
•  Knowing	  your	  why…you	  will	  face	  fears	  head	  on.	  
•  I	  con3nue	  to	  ask	  ques3ons	  to	  overcome	  the	  fear	  
•  I	  can	  break	  down	  the	  risks	  I	  fear	  and	  come	  up	  with	  a	  risk	  

mi3ga3on	  plan	  
•  I	  can	  talk	  them	  through	  with	  my	  wife	  –	  she	  is	  very	  

resourceful	  
•  I	  can	  find	  myself	  a	  business	  partner	  
•  No	  fear.	  Just	  too	  many	  opportuni3es.	  
•  There	  is	  a	  peer	  group	  that	  does	  this.	  



But some may benefit from the external conversation

What	  I	  no.ced:	  
•  Most	  of	  you	  are	  so	  happy	  to	  be	  

your	  own	  boss,	  few	  of	  you	  saw	  
working	  independently	  as	  a	  
nega3ve	  

•  Working	  independently	  or	  in	  
isola3on	  does	  provide	  greater	  
scope	  for	  internal	  conversa3ons	  
and	  for	  the	  Chimp	  to	  emerge	  

Impact/what	  you	  said	  
•  They	  are	  ques3ons	  I	  never	  

thought	  to	  ask	  myself	  
•  I	  need	  to	  have	  more	  self	  belief	  

that	  I	  have	  the	  inner	  
resourcefulness	  to	  flourish	  

•  I	  need	  a	  partner	  
•  I	  sit	  paralysed	  in	  my	  office	  



The coaching world refers to The Chimp as SELF 1* (which harbours and 
entertains your limiting beliefs) and SELF 2, the rational you

Unchecked	  SELF	  1	  reduces	  the	  field	  of	  	  
possibili3es	  and	  caps	  our	  poten3al	  

SELF	  1	  
•  That	  route	  scares	  

me.	  I’ll	  never	  do	  
it.	  

•  I	  feel	  
overwhelmed	  
about	  this	  before	  
I	  even	  start.	  

•  This	  looks	  my	  last	  
disaster.	  I’m	  
going	  to	  fail	  and	  
lose	  everything	  

SELF	  2	  
•  I’ve	  seen	  it	  done	  this	  

way,	  so	  it	  should	  
work.	  

•  This	  risk	  can	  be	  
mi3gated	  by	  doing	  
that.	  

•  I	  can	  set	  up	  a	  
separate	  limited	  
company	  to	  safe	  
guard	  my	  exis3ng	  
por`olio.	  

Reduced	  poten3al	  Effect	  of	  
SELF	  1	  

*Source:	  
Timothy	  Galway	  
The	  Inner	  Game	  

The	  Inner	  Game	  
The	  conversa3on	  in	  your	  head	  between	  ra3onale	  you	  and	  
emo3onal	  you.	  



The role of the coach:
• Listen and observe
• Pose questions to break the 

obstacle down into 
addressable elements and 
broaden perspectives
• Challenge the client to 

come up with appropriate 
responses
• Probe and call out lazy or 

evasive thinking
• Affirm when the thinking 

and response are  
constructive	 
• Play back client’s words 

and body language to raise 
awareness of how they are 
really seeing the problem
• Invite the client to find a 

take-away, something to 
act on
• Hold the client accountable

The role of the client
• Engages in the thinking 

process, actively things
• Reveals the thoughts that 

have triggered options of 
ways forward or useful 
angles
• Decides which of the 

options he/she wishes to 
take action on
• Even if the solution is an 

idea to check with 
someone or another 
question to ask
• Comes back and reports 

on progress

??	  
✔	  

!	  
⏎

Coach	  Client	  

Coaching is a Chimp Management process

	  
Coaching	  increases	  the	  field	  of	  awareness	  

	  

A coach can help: coaching is a two-headed conversation between 
“rationale you” (SELF 2) and the coach that keeps SELF 1 at bay



Whichever route you choose, identify your limiting beliefs and 
challenge them

•  “The mindset you hold is based on your perception of how 
things are and therefore influences your approach to life”

•  “Only you can decide if a belief you have is helpful or not.”

•  “The difference between truths and values is that truths are 
evidence based, values are personal judgement calls.”

Dr Steven Peters



Thinking out loud with someone else can be extremely powerful

“The	  head	  that	  contains	  the	  
problem	  is	  the	  head	  that	  contains	  
the	  solu3on”	  
Nancy	  Kline	  

This	  is	  because	  we	  are	  all	  different.	  
	  
If	  you	  don’t	  want	  to	  reveal	  your	  fears	  
to	  someone	  you	  know,	  
find	  a	  thinking	  partner	  or	  a	  coach	  



Volunteers I coached from the group experienced greater clarity, a heightened 
sense of motivation, additional potential, new solutions, self-learning

Improved outcomes

•  “Game plan! A game plan!! As I’m talking to you I realise I need a written plan. Now I 
really know. I need a written game plan. What I am aiming for. How many deals I need . 
What type by when. I want to earn X amount.”

•  “Realising that there is a bigger picture. Just talking to you has made me realise that I 
am working towards my goals. It’s helping me realise that it’s achievable. It’s made me 
realise I  could be leaving my job sooner. “

•  “I feel that this has been really helpful. It’s helped me clarify the steps in the process. 
It’s made it crystal clear.”

•  “I’ve realised I need an accountability partner. It would help me. I’d get the thinking 
done and the things I want to get done. Just an hour would help me. Also writing down 
the areas that I feel are making me less effective and writing down the the gaps and 
what I have to do to mitigate them.”

•  “It’s been insightful asking me questions I don’t usually ask myself. Taking  step back is a 
very useful.”

•  “it’s like self-learning while you are talking. I have to give more to the property. Put 
more commitment to achieve the results.”



Improved outcomes

•  “I need to make contact with the councils and form some partnerships with the councils!”

•  “Picking up the phone! I have about four calls that I want to make this week and I have an 
important meeting on Friday a sit down with someone who’s had a lot of success with this 
model.”

•  “I’m going to focus and prioritise quick wins. Prioritising the money as a opposed to doing 
everything. As opposed to doing everything with equal energy, I can focus more  on the 
things are really interesting and make the money. I’d work out the focus for the project. 
That’s now  main goals for this week and ditch the rest.”

•  ”I would take an action on making the calls to the potential partners now and not 
tomorrow.”

•  “Putting everything in words. Makes you look at it from a different perspective. Realisation. 
That I am lacking the motivation. A business partner might help me. You know, you are 
making me think about it more. It really definitely made me think about it more. I believe it 
in it more than I did before the conversation. I’ve persuaded myself. Makes me more 
confident in the idea. One should not got without the other. The office alone would be 
worse than than working from home.”

And they found heightened enthusiasm for next steps as well as better 
solutions, all from from within



Next steps: if you want to try coaching

A free coaching session by phone to the first 10 people to 
email me with their phone number.

No obligation.

mark@thoughtpartnership.com	  



Thank you



Handout 
What is executive coaching?

•  Executive coaching is a confidential psychological process that is a highly personalised, supportive, 
challenging and developmental. With engagement, it can transform performance and career 
trajectories

•  Coaching is essentially a ‘thinking alliance’ designed to enrich the client’s awareness and 
understanding and a supportive accountability framework

•  Coaching is not directive. The coach will never teach or tell you what to do.

•  The principle of coaching is that you come up with your own solutions and, because of that, you are 
more likely to take the action necessary to drive change

•  A professional coach will work to a measurable goal, and the review process can usefully involve the 
sponsorship or review  of a colleague or line manager

•  We clarify the goal and the review stages at the outset in the ‘chemistry meeting’ - the free initial 
meeting where we build and test the coaching rapport between you and me. 

•  Coaching requires engagement and moderate frequency (usually once every three to four weeks) to 
build the momentum and confidence that lift performance

•  Over time, the momentum and action that you create gets noticed by your entourage, your family,  
colleagues.. This is the goal of executive coaching. To get create a noticeable performance lift in some 
aspect of your business or career. 

•  We usually meet in a quiet hotel lobby or similar location, where we can talk freely, unhindered by the 
pressure or mindset of the work environment. Or we can work over the phone.



Handout 
What is executive coaching?

•  Once we have agreed the goal, we test the coaching alliance and, after a cooling off period, we then 
decide whether or not to proceed. This is a mutual decision, designed to ensure the alliance works.

•  We  review  the  effec7veness  of  the  coaching  frequently  throughout  the  process,  iden7fying  through  
feedback  the  techniques  and  approaches  that  work  well  for  you  and  elimina7ng/reducing  the  
approaches  that  work  less  well.

•  To  ensure  we  both  remain  clear  about  the  goal,  the  review  process  and  the  feedback,  we  agree  a  
formal  contract.  It  is  not  onerous  and  it  does  not  bind  you  to  long-‐term  commitment.

•  An  individual  coaching  session  can  be  very  useful  on  a  specific  topic  as  it  can  unlock  a  blockage.  A  
series  of  sessions  can  be  even  more  valuable  because  it  sustains  a  degree  of  accountability  over  a  
period  of  7me  and  can  move  you  closer  towards  a  bigger  goal.




The coaching process is simple and gradual, but with engagement improves 
confidence, lifts performance and enhances outcomes

Start	  
Complimentary	  
“chemistry”	  session:	  
Test	  the	  rapport	  
Clarify	  the	  coaching	  coals	  
and	  contract	  

End	  
Review	  goals	  

against	  measures	  

Mid-‐point	  check-‐in	  
Ensure	  the	  coaching	  

in	  on	  track	  
Course	  correct	  and	  

refine	  

Pe
rf
or
m
an
ce
	  e
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d	  

Co
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e	  
gr
ow

n	  

The	  coaching	  process	  
What	  to	  expect	  

The process rarely last longer than a year, otfen less



• A

Always happy to hear from you

Mark Hulley
Founder
+44 (0)7715 705244
mark@thoughtpartnership.com


