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coaches and parents, professors, physicians, sales teams, researchers, and entrepreneurs. 

Chris is also an international speaker who has addressed distinguished audiences that 

include numerous Fortune 100 Companies. 



How the Intention to Serve Got 
Me More Sales 

Seventeen years ago I worked exclusively with athletes. I was a mental coach, and after I 

finished my master's degree program, I was working with junior golfers. They were the only 

clients I could get. I was offering these mental toughness training seminars, and I had done 

several. They were about ninety-minute sessions during which I introduced golfers to the 

basics of training your mind and how to play better. They were fun, and they were 

moderately lucrative. 

But I noticed that some of the kids in attendance didn't remember very much from these 

workshops, and I thought to myself, "This isn't really serving them." I was making some 

money and I was getting new clients, but clearly they weren’t getting what they needed. So 

I got to thinking, “How can I better serve these kids through these clinics so everyone 

benefits—not just me?” 

In thinking about how I could make things better and serve these kids more effectively, it 

occurred to me that perhaps it would be useful for the parents to come to the workshops 

too. If they chose to attend, and were therefore interested, then they would likely help 

reinforce what I was teaching at home. That was my idea. When I copied the fliers for my 

course I included a note at the bottom with an asterisk: “Parents welcome to attend for 

free.” 

That one decision to serve resulted not just in more sales, it also changed my life. 

A handful of parents came, and after one workshop, a guy came up to me and said, "This is 

great. Can you do this for my sales team?" He worked for this huge technology company 

called Insight and he was the Vice President of Sales. I said to him, “I've never even been 

inside of the building of a corporation. I don't know what corporate culture is.” I was 

intimidated. But he said to me, "Don't worry, just do what you just did here. My people are 

struggling. They could use this." So I agreed. He loved what I did, and I continued to work 

with him. 

Then, a few years ago, this same man got a new job with a company called CA 

Technologies. They create and sell security software. He invited me to do a leadership talk 

on mental toughness for the leadership team. I had been dabbling in corporate gigs for 

about fifteen years by then, though much of it still felt new to me. But the boss loved the 



talk and said, “We need to have this guy give our closing keynote at our annual kick-off." 

They were spending millions of dollars on this huge week-long event in Chicago, and I was 

chosen to do the closing keynote. It was by far the biggest event of my career to date. 

I crushed it. Afterward these salesmen, all from different companies all over the planet, 

went home and said, "We've got to have this guy come in." It led to individual coaching, 

more speaking gigs, and bigger projects like companies putting me on retainer to be their 

mental coach. That guy who started it all, Dave Canham, is now a great friend. We play golf. 

We meet up for beers all the time, and I will never be able to pay him back. Truly. 

But ultimately all of this success came from that one sentence on the bottom of that flier 

inviting parents to attend their kids’ workshop, which was born out of the decision to 

better serve those children. It all comes back to me thinking, "How can I serve these kids 

better?" 

That was the beginning of the rest of my story, and I tell it because it’s a great testament to 

putting the desire to profit behind the desire to serve. 

That is the best way to succeed. 

The Beautiful Paradox 

In order to best serve others and truly prioritize their needs, you must be attentive to the 

people in front of you now. If I hadn’t noticed that the junior golfers in my workshop 

weren’t absorbing what I was teaching, it would not have ignited the chain of events that 

lead my career to where it is now. So you have to ask in any moment: is this working? 

You have to listen so you can make adjustments and really enter your client’s world Let 

me tell you another story. 

I’m working on a new project with a former client of mine who I’ve known for about ten 

years. It’s a service that sends out mantras or messages as text messages that I want my 

clients to remember. It sends them to me too, which has been incredibly useful, so I was 

sure that my clients would feel the same way. I was sure they were going to say, “Dude, 

this is really valuable!” or “This is great!” But when I asked one of them if it was helpful, he 

said, “Not really. It would be if the messages were more personalized.” 

The point is you have to check your assumptions. Practice loving really listening to your 

customers and your prospects. Really loving that. Find out what is going on in their world. 

Then focus wholly on serving them as if your life depended on it! That is how you really 



help people. Ask meaningful, bold questions and be hanging on their answers. You literally 

exit your world and enter theirs - and its beautiful. 

Say you go to some networking event. Networking events are phenomenal training grounds 

to practice listening. Somebody asks you, “What do you do?” Instead of launching into a 

spiel about yourself and what you do, take the opportunity to focus on them without any 

concern for getting their business. No part of you can be occupied with that. 

Instead, be genuinely interested in this human being in front of you. It’s not about you. 

Your mission is to practice getting out of your ego and operate from a space of pure 

service, without attachment to the results. 

You want to be able to walk out of that room saying, "I succeeded in only being interested 

in the people who were there and learning about them, hearing about them, and seeing if 

there's some way that I can serve them and help them to elevate their lives." Of course, 

when you do this authentically, that’s when you are most likely to get their business and 

close the deal. It’s a paradox. A beautiful paradox. Do you see that. It ain't about "getting"! 

Our level of success is contingent upon not caring about money. You can’t fake this. If I can 

truly prioritize really enjoying the experience, the inherently rewarding experience of 

helping people upgrade their lives, get what they want, and live their lives on their terms—

that's when I actually end up making money.  



The Big Deal is Making a 
Difference 

It’s tempting to prioritize making money. I love making money. I love games and making 

money is one of my favorite games. But the only way to win at making money, is to stop 

caring about it. Because ultimately, this game is just that. It’s not actually the big deal. 

I’ve coached a lot of rich people. One of my clients is a very successful businessman. His 

goal was to sell his company for $10 million. He sold it for $12 million. He won. He beat the 

game. But one day he came to see me for a coaching session and he was worried about 

money. I said, “Bro, you got eight figures in your account, what’s the problem?” 

He said, “I know, I know, I know. You've been telling me for years that money is not going 

to change things, it's not going to sustainably change my experience with reality. I didn't 

believe you. I thought I believed you. I didn't. Now I made a lot of money, so for a couple 

minutes I stopped worrying . But that was just for a very short period of time.” 

I have another client who is a billionaire. He wasn’t a billionaire when I started coaching 

him, but then the company he started went public and he became filthy rich. Sure enough, 

afterwards he reached out to me and said, “I need meaning and intrinsic reward, dude." 

He, too, won the money game. It's only fun for a minute. It's only rewarding for a minute. 

In the end, we’re all going to end up needing something more than cash; we're going to 

need to know that there's meaning in what we do. Money is not the big deal, making a 

difference is. Money is ancillary. Bringing something of value to somebody, helping, 

sincerely committing yourself to upgrading a person or some people's lives in a sincere 

way—that’s the big deal. 

Change Your Inner 
Circumstances 

I understand that for people who are just starting out in the sales industry and maybe don’t 

have a whole lot of money, or even for veterans who are having a string of crappy quarters 

and money is tight, you got kids in school and mouths to feed, it’s a scary prospect to not 



think about money or prioritize making money. I get that. In fact, maybe that even feels 

irresponsible. But here’s the thing: when you are needy, when you are projecting 

desperation, it’s repelling. It's creepy! You will actually push away the very thing you want 

to attract. But when you are needless, when you work from that space of pure service, 

that’s when you will create wealth, virtually effortlessly. 

So you’re at this cocktail party and you meet a new person who asks, “What do you do?” 

But you aren’t all that interested in answering this question because in your mind the 

money game is handled and what you do isn't nearly as fascinating to you as what's going 

on in this person's world, so instead you turn the conversation around and start asking 

about them. “I sell shit, but I want to hear about you. Tell me what's going on in your 

world. What are you up to? What are you working on? What's exciting in your world, or 

what's the struggle? Tell me about it.” Dig deeper. Get curious. Focus solely on that person 

in front of you and how you might help. Lose yourself in that person's story. 

You are truly curious about that person and no part of you is wondering if you can get them 

as a customer. After all, you don’t need any more clients. You are a disciple of service and 

as such you are open. You are open to the possibility that you're going to cross paths with 

somebody who really needs you, your expertise and your product, and you would really 

love to serve them because that would be cool and fun and valuable to them. But you’re 

not trying to GET anything from them. 

What would ever stop any of us from being that person now? What does money have to do 

with that at all? Nothing. 

It’s just our minds that have this gripe that I need, I need, I need to go get, I need to go 

get… This voice comes from a place of fear and a false sense of scarcity, that there is not 

enough.. And worse yet, obsessing over money is actually one of the loudest, most 

pronounced, articulated forms of selfishness. You can’t serve others when you are so self-

centered. If you're jammed up about money, you're only preoccupied with yourself. You're 

not capable of truly serving others.  



Change Your Outer 
Circumstances 

When I’m doing a mental toughness seminar, I open with these fun, lighthearted exercises 

that make a big point and illustrate how shrunken our minds are. I'll say, "Everybody write 

down the number that corresponds to the most money that you can imagine getting a hold 

of, under any circumstances, in a year's time." 

I give them a moment to think about that and then I'll ask, "What are you numbers?" 

They'll start saying different numbers, which I don't care about. I ask them, "Can anyone 

double your number and still imagine that?" Of course, they all can. Then I say, "Well then, 

nobody answered the question. What's the most money you can imagine getting a hold of, 

under any circumstance, in a year's time?" Some people raise their hands and they start 

asking clarification questions, like "You mean, like, realistically?" or "Like, you mean 

earning? Like, doing what I do now?" Just answer the damn question! 

It's fascinating, because it always happens this way. It has to do with imagination, but they 

can't hear that. Everyone in the room answers the question based on their own estimate of 

what's possible because we unconsciously translate the question from one that is about 

imagination, about how much you can imagine, into possibility. The only appropriate 

response to that question is: "All of it." It's the only appropriate response; that's the most 

that you can imagine. Wealth is unlimited, but no one ever thinks of that. We can't think of 

that obvious, obvious, obvious answer. 

So, to fix your outer circumstances, try thinking that way. 

In fact, one of the most significant moments in my life was when someone had the audacity 

to ask me a similar question. 

The Internship 

I was working on a master’s degree in counseling, and I'm at the point in my program 

where we need to get an internship. It’s called a practicum, where you find an opportunity 

to apply some of what you've been learning as a student. The professors gave us a list of 



places to choose from, places where previous students had internships, such as family 

services and counseling. But I had already done four years of that kind of work as a clinical 

social worker beforehand, and I was done with it. It was the last thing I wanted to do and I 

was getting frustrated. 

So I was having a conversation with a fellow student, a friend of mine from the program, 

and we were standing out in the parking lot after class one day. I said to her, “I don't want 

to do one of those internships. That's not why I'm here.” And she said, "Well, what would 

be the perfect internship then for you?" 

I responded, “You mean in an ideal world?” And she's like, "Yeah. What would be amazing 

for you?" And I said, "I guess if I had a genie and could just snap my fingers, I would do my 

internship with the men's golf team.” 

At the time, at Arizona State University, this was the number one men's golf program on 

Earth. My friend had never played golf, she knew nothing about golf, she didn’t know how 

difficult it would be to work with the number one team as an intern with no experience in 

applied sports psychology. So in her brilliant naivete she said to me: “Well, why don’t you 

just go ask?” 

At first I rolled my eyes, thinking, “You don’t just do that.” But then I thought about it for a 

moment and I looked at her. I had no legit response. So I went back to my supervisor, told 

him this idea, and asked him, “Is that even a thing that could be done?" 

“Totally,” he said. “You're going to need the coach's consent. And you’ll have to find 

somebody in that world who has a PhD and applied practice in what you want to do. I don't 

know if that person is around. But you can look.” So I went for it. First, I got an 

appointment with the golf coach. I was nervous and intimidated, and say to him, “Could 

you...would you maybe... is it okay if I...I'll try not to hurt them.” And the coach said, 

“Totally, man. That sounds cool.” 

I'm thinking, "Really? Wow. That was not even painful!” 

Then I had to get a supervisor. So I went to the clinical psychology department on the other 

side of campus, and asked the one professor I knew over there if he knew anyone. He said, 

“Absolutely, I know the perfect guy. His office is across the hallway. He's a great golfer, and 

he used to work with golfers. Go ask him.” So I did, and he was like a kid, jumping around, 

saying, “Oh my god, this is going to be great! I would love to do this!” And I was thinking, 

“Shouldn't this be harder? Shouldn't this be a pain in the ass?” It was the easiest thing ever. 

That’s how I started doing my internship with the men's golf team, which eventually 

became a paid position for ten years. The next decade I worked with all these players that 



came out of ASU and went on the PGA tour, many of whom became my clients. It's 

incredible, and it’s all because my friend said to me: “Why don't you just ask?” If she hadn’t 

asked me that question, I would have been convinced in my silent mind that that wasn’t an 

option. I would have limited myself with a faulty assumption. 

So, yes, maybe asking someone to give you thousands of dollars in exchange for lifelong 

coaching is a stretch, but why don’t you just ask? They can always say no, but don’t assume 

you know the answer before you’ve even asked the question. Don’t limit your possibilities. 

Your imagination. I thought an internship with the ASU golf team was a stretch, but it 

turned out to be a simple matter of just asking. Being bold. 

It’s like the story about a Buddhist master who is having a meeting with his students and 

they’re talking about building a big new meditation center. 

One of the students says, “Well, master, this is going to be expensive. Where are we going 

to get the money?” And without hesitating the master smiles and says, “Wherever it is.” 

My story is also an example of how our inner and outer circumstances often dovetail. It’s 

hard to say which comes first. I needed to change both at the same time. I changed my 

outer circumstances by literally asking to do the internship, but it was also an act of 

changing my inner circumstances, my idea of what was possible. By doing both of these 

things I put myself in a position where I was best able to serve others.  



The Problem is the Gift 

When I finally saw that the internship I wanted was possible, that it was just a matter of 

asking, it was easy. Everything fell into place. Of course, life isn’t always like that. 

Sometimes people will say no, or something won’t happen the way you initially want, and 

in that case we need to learn to see the problem as a gift. 

There’s a great story about Robin Williams making exactly this point. He was giving a guest 

lecture at some academy for the performing arts, and he’s talking with these students who 

were asking him questions about improvisation, and saying something like, “God, it must 

be so hard!” But he said, “No! Are you kidding? That's the easiest thing there is. When you 

can work with anything, when you understand the beauty of working with, flowing with 

what is, then that's where truly creative genius shines.” 

He showed them an example. “Somebody throw me something,” he said. A student threw 

him a towel. He grabbed the towel, stood up on stage, wrapped it around his head like a 

turban, and started to speak in an Indian accent, making them laugh. Then he took the 

towel off and wrapped it around his torso, acting like a woman coming out of a bathhouse. 

Then he took the towel off his body and wrapped it around his arm, screaming in pain like 

he was the victim of a shooting in the ER. He just went on and on. With this towel. Creating 

entertainment. 

The point is this: Throw anything at me, and I'll love it. I'll work with it. I'll create beauty out 

of it. Robin Williams didn't care what was thrown at him; it could be anything. Whatever 

came to him was beautiful and useful and valuable; he could work with it. He was open. 

How I Became a Mental 
Toughness Coach 

I was a basketball player all my life, a high jumper. I played in college. Then, after school I 

broke my leg, a compound fracture. It was terrible. I couldn’t play basketball again so I 

turned to golf instead. I got really into it, practicing every day. In fact, I was turning 

psycopathic. One moment I’d hit a great drive and I was blissful, the next I’d make a 

mistake and was swearing, cursing god. One time, in a rage, I slammed my club against the 

ground so hard it snapped. There I was, the head of the club embedded in the fairway, 



looking like a total jackwagon, and I thought to myself: “This is ridiculous. What is wrong 

with me?” 

At this moment in my life I was floundering. I didn’t know what I was going to do with 

myself. I’d applied for the Peace Corps, and law school, and was contemplating 

astrophysics and marine biology. But when that club snapped, something in me snapped 

and I realized I could combine my two greatest passions: sports and the human spirit. I 

knew I couldn’t be the only one that acted like this, and that I could make a career out of 

helping people like me. 

Thank God I snapped that club and thank God I snapped my leg before that. These weren’t 

obstacles, they weren’t tragedies, they were gifts. Blessings. 

We are conditioned to experience reality problematically. Until we are influenced to do 

otherwise, we all experience reality with awe. With fascination, with bewilderment and 

enthusiasm. Enthusiasm is one of my favorite words because it comes from the Greek word 

"entheos," which means "the god within," or "the creator within." The creator within. You 

activate creative genius by choosing enthusiasm. 

One of the essential elements of the work I do is to stop seeing anything as a problem, and 

instead see it as an opportunity that can be leveraged for individual and collective gain. We 

need to work with everything we’re given in order to make magic, and in order to serve our 

clients. We need to operate from this understanding and teach them to do the same. We 

have to re-program ourselves to stop complaining, stop having a problem with things and 

do what Byron Katie suggests: Love what is. This is fundamental to cultivating a service that 

creates prosperity. But it takes practice  



Developing Yourself 

Personal development is key - the work we must do on a daily basis in order to grow. You 

are your first customer. As a coach, I have to practice everything that I'll ever suggest that 

anyone else practice. There are zero days that pass when I don’t do some diligent training 

on myself. Mental, spiritual training. Whatever you want to call it. Without this training, I 

have nothing to offer my clients, no product, no service, no way to help them. I must work 

on myself and I must always be willing to learn more and try more, so I can help them get 

to their next level. And in the sales industry, it's no different. It's a SERVICE industry. 

For me, the first part of this practice is emotional mastery: emotional awareness and 

thought awareness, which are inextricably linked. This means being able to heighten your 

awareness of your moods. Your moods govern everything. Become an emotional master 

and thought warrior. Pay attention to your state so that you can change your mind and 

alter the way you see reality. Like a problem becoming a blessing. You choose how you see 

everything in your life. Every state you experience is a result of your thinking, and your 

state governs how you behave. My first thought about that internship was that is was an 

impossibility. Therefore the emotional state born from that thinking was helplessness, 

which would have meant no action and no results. Had my friend not suggested that I just 

go ask, it would have remained an impossibility. 

Another part of this practice is cultivating curiosity and a genuine interest in the human 

spirit. Read. Study life. Go to a workshop. Be a participant. 

Meditate. Make an investment in your personal development. 

The most valuable investment I 
ever made... 

The most valuable investment I ever made in myself was the time I spent at the Oneness 

University in India. 

First, it taught me that everything, when experienced fully, becomes joy. 

That is why it is so important to be in a pure state of service with others. Only then, when 

you let go of your ego and become fully present, can you access this joy. Only when you 

accept “problems” as gifts, can you be joyful. 



Second, I learned that the ultimate game of life is to free ourselves from the conditioning of 

the past so that we can experience reality as it is, which is perfect. When we experience 

reality as it is we exist in a world of infinite possibility, imagination, and creative genius. As 

a coach, I strive to help my clients free themselves from the mental and emotional barriers 

that prevent them from living life on their own terms. This is the ultimate form of service, 

the most valuable thing I can teach my clients. 

And as a coach who is in practice for himself, I must create all of my business. Which makes 

me a salesman. And I LOVE that. Because I know that as long as I truly prioritize carefully 

and authentically figuring out what it is that others want and need, and then commit to 

helping them get that, then I feel perpetually rewarded by my vocation, and all the while I 

create abundance as the sale takes care of itself. It's a beautiful thing. 


