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Introduction 

Chief Executive Officers are responsible for everything that happens or fails to happen with the 

company or business enterprise entrusted to their leadership and management.  It is a huge 

responsibility and a unique one as well.  I know because I did it for 33 years in both public and 

private companies. 

It is an undertaking that sometimes requires a bit of assistance to get the whole job done.  Who 

are you going to ask and where are you going to find such assistance? 

Right here.  Read on and let me describe how I can help you coax a world class performance out 

of, well, you.  Because I know a secret --- it’s all inside of you and all you have to do is let it out. 

I write a blog called: 

The Musings of the Big Red Car --- 

www.themusingsofthebigredcar.com 

which addresses some of this myriad of 

subjects.  One can obtain much information of 

these subjects by reading it daily.  The blog is 

organized around particular themes such as the 

Company Culture series, the C Level Employment Agreement series.  It is targeted toward CEOs 

and those aspiring to become CEOs. 

The Big Red Car is a 1966 Impala convertible which is able to access the Internet and eavesdrop 

on The Boss’s (Minch) conversations.  It is written with tongue firmly in cheek and with a sense 

of humor. 

You can reach Jeffrey L Minch: 

jminch2011@gmail.com 

512-656-1383 cell phone 

Reach out and I will be glad to help.  You can find me on aboutme.com, Facebook, LinkedIn, 

Twitter and other social media.  Feel free to connect.  Life does not have to be hard when you 

can get a hand up and a bit of assistance.  When you can tap into the Wisdom of the Campfire. 

Jeffrey L Minch 

Austin, Texas 

June 2013 

http://www.themusingsofthebigredcar.com/
mailto:jminch2011@gmail.com


 

 

 

 

 

“All men dream, but not equally.  Those who 

dream by night in the dusty recesses of their minds, 

wake in the day to find that it was vanity; but the 

dreamers of the day are dangerous men, for they may 

act on their dreams with open eyes, to make them 

possible.” 

TE Lawrence 

 

http://www.brainyquote.com/quotes/authors/t/t_e_lawrence.html
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he purpose of this document is to discuss and set realistic expectations as to what one can 

hope for from a CEO coaching or advisory relationship.  While this document is intended 

for CEOs and Founders, it is also applicable to anyone --- COOs, CFOs, and other “C” suite or 

senior management --- who discharges significant duties in a startup or small business.  Other 

folks to be drawn into such a dialogue include venture capitalists, investors and Board members. 

If you are looking at this document then we have probably had a few sessions --- likely 

free sessions --- and it is time to set our relationship out with some specificity. 

 

 Nature of services 
 

The term “coaching” is often used in a general sense to subsume the distinctly different 

concepts of mentoring, advising and coaching.  A quick overview of the differences is as 

follows: 

1. Mentoring --- this term is typically used when 

referring to a broad business and personal body of work 

which focuses on the entire life and lifestyle of the CEO and 

is intended to develop talent in a dramatic and far reaching 

dimension and over a longer period of time. 

2. Advising --- this is the core relationship that is 

discussed by this document and results in a “zone of safety” 

in which a CEO can seek advice and counsel about any 

aspect of his professional life and life balance where it spills 

over into his personal life. 

3. Coaching --- this term is typically used when referring to the development of a 

specific skill.  The advisory relationship subsumes this individual skill development. 

T 
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For purposes of this document, we will use the general term “coaching” or “advising” 

understanding that it includes both the notion of a “zone of safety” as well as individual skill 

development.  We will use the terms interchangeably. 

 

 Experience 
 

CEOs can find a lot of folks who are willing to dispense advice or coach them.  There is 

an overwhelming amount of advice to be had for the asking.  There is a tsunami of bad advice.  

Caveat emptor. 

The big discriminator is the real world experience of the advisor.  No amount of gilding 

the lily will substitute for experience. 

In this instance, I can call upon over a third of a century of experience being a Founder, 

CEO, President, Managing Partner and Director of public and private companies.  Of that 33+ 

years, a quarter of a century was with only two companies equally split between public and 

private ownership vehicles. 

I have undertaken some enormously 

complex endeavors including the construction of 

high rise office buildings.  I can help you make 

order from chaos from whence almost all value is 

created. 

I have also been lucky to have been in 

business before the advent of personal computers 

and the technological boom which has become 

modern business.  Not only do I understand the 

technology --- I am an engineer --- but I also know 

what worked and what did not. 

The good news is that there is likely not 

much that I have not encountered in the CEOing 

business.  The bad news is that I am still learning 

and will likely be forever.  A bit of humility is 

always a good thing but I am confident I can help you through damn near anything. 
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 Duty 
 

My duty as your coach is solely to you, the CEO.  I recognize a duty of loyalty, a duty of 

care and a duty of extra care.  You may recognize these as a loose codification of the duties of an 

independent director under Delaware law. 

As to loyalty, I only work for CEOs/Founders and every word we utter to each other is 

confidential and will never be relayed to a Boardmember, a Venture Capitalist, a co-founder or 

your management team. 

Even when I am solicited to work with a CEO by a Venture Capitalist, this same duty and 

relationship is adhered to as a fundamental element of the relationship.  A lot of Venture 

Capitalists like their CEOs to get a spot of coaching as they can rely upon their CEO knowing 

what is and is not a fair or good deal as well as being able to conduct things like Board meetings 

in a professional manner. 

One of the first things I will quickly tell you is:  “Never confide in anyone who can fire 

you.”  This is why CEOs must be very careful about the nature of their relationships with 

Boardmembers, Venture Capitalists and investors.  They can fire you.  I cannot. 

As to my duty of care, I will provide you with a complete zone of safety in which a 

dialogue can occur which will be candid but safe.  I have had CEOs unburden themselves of their 

fears and concerns.  I’ve had a few CEOs cry and I’ve wanted to do the same a few times myself.  

Bad news is that every CEO has these fears and like you, I have personally lived through them.  

Good news:  you will too.  I promise. 

As to my duty of extra care, when you are in a crisis or pickle --- normal part of CEOing 

--- I will drop what I am doing and assist you in extricating yourself.  I will help you help you.  I 

will be available 24/7 during your moment of crisis. 

Do not doubt yourself.  Never, ever take counsel of your fears.  Never, ever, ever quit.  

You CAN do it. 
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 Methodology 
 

So how do we work together?  Here’s what we will do initially: 

1. I will understand your Vision for the company and what of the world’s many 

problems you are trying to solve. 

2. I will study and understand your business and industry.  Today most of the folks I 

work with are providing a web based product or service.  Most are creating a platform 

upon which they are marrying their service with clients.  Many are developing 

multiple sources of revenue which become broader and more complex as the CEO 

becomes more successful. 

3. I will provide you with planning documents --- a methodology for you to create your 

own planning documents really --- which are tried and true. 

This includes a checklist of 125+ questions which helps you develop a frame of 

reference for your current state of affairs and a document which allows you to 

develop a business model canvas. 

4. I will help you understand and articulate your Vision, Mission, Strategy, Tactics, 

Objectives, Values and Culture.  This is a process of self-discovery and I will guide 

you through it.  You do the work.  I let you know what the finished product should 

look like but you do the work, not me.  I’ll be there every step of the way leading the 

cheers and providing feedback. 

5. I will help you describe your service or product in a manner and in a language that 

will make it as attractive as possible to the investment community. 

6. I will assist you in understanding where the money is and how you have to go about 

finding it. 

a. Bootstrapping; 

b. Friends & family; 

c. Angel investors; 

d. Syndicated or organized angel groups; 

e. Seed investors; 
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f. Series A, B, C, D investors; and, 

g. JOBS Act Reg D opportunities. 

I can assist you in evaluating crowdfunding alternatives. 

7. I will help you craft your elevator, taxi cab, board room pitches. 

8. I will assist you in assembling a simple, streamlined pitch deck and in crafting your 

story. 

9. I will help you craft the pre-money, post-money valuations and how to absorb the 

option pool into these valuations. 

10. I will assist you in creating a Term Sheet and negotiating a final deal. 

11. I will provide you with a zone of safety in which to solve the myriad problems that 

being a CEO entails.  I will be your sounding board, your soft shoulder.  I am not 

inclined to be the guy who kicks you in the butt as the world will do that for you. 

12. I will never, ever assign homework. 

13. I will make your job easier, not harder. 

14. I do not believe in Tough Love --- there’s already enough meanness in the world and 

having been a professional soldier I’ve seen enough of that crap to last a lifetime, so 

no faux tough guy antics --- but I do believe in absolute honesty.  I will deliver it with 

a bit of tact and understanding.  Again, the world will take care of the meanness. 

15. I will help you give yourself permission to succeed, fail, enjoy life, laugh and see the 

trail of bread crumbs that you are leaving. 

16. I will assist you in a crawl, walk, run environment.  I will help you sprint when you 

are ready. 

17. You will grow.  Believe me, you will almost not even recognize yourself a year from 

today.  You will grow that fast. 

18. I will celebrate your successes and talk you down off the ledge from time to time.  

[Bad news --- everybody walks themselves out on the ledge from time to time.  Once 

you have done it and gotten back to safety you will own that skill.] 
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19. I will assist you in developing a rich and robust Company Culture and NO it will 

NOT be a foosball machine and a Friday kegger.  It will be based on the totality of 

your policies, your authentic leadership style, the rituals/rewards/trophies you create 

and your best practices.  It will be real and deep rooted.  You will be proud of it. 

20. I will ensure you know your fiduciary obligations to your co-founders, team and 

investors.  I will keep you from wandering into danger. 

21. I will help you realize the intellectual liberation of having a well-reasoned Vision, 

Mission, Strategy, Tactics, Objectives, Values and Culture.  When you get this right, 

it will be liberating and comforting.  I promise. 

 

 Finding your unique leadership style 
 

The CEO, particularly in a startup when the CEO is just another way of saying the 

Founder, must find his or her authentic leadership style. 

The CEO cannot fail to provide the Vision for the enterprise.  That is after all the 

intellectual driver of the business, isn’t it?  No Vision --- no product, no company. 

In espousing the Vision, the CEO is a leader first and foremost and therefore must adopt 

a certain style of leadership.  In general, that leadership is going to fall into one or more of these 

styles: 

1. Visionary --- propels an organization in a new direction guided almost solely by the 

Vision of the CEO.  This is often true of first time entrepreneurs out to change the 

world. 

2. Coaching --- focuses on developing individual skills and using these skills to propel 

the organization along a well-targeted path.  This is often true of serial entrepreneurs. 

3. Affiliative --- focuses in creating teams and teamwork and building trust amongst the 

team and management; operates by feel rather than solely by Vision. 

4. Democratic --- focuses on mining the collective wisdom of the group to identify the 

overall goals of the organization; a collaborative style. 

5. Pacesetting --- demands high performance standards which are constantly improving 

and being raised; an iterative approach to achieving excellence. 
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6. Commanding --- an autocratic style of leadership often associated with a military 

frame of reference which is based on a high level of strategic certainty; not 

necessarily offensive to the team but exuding confidence.  This is often true of 

particularly experienced entrepreneurs who have enjoyed high levels of success 

already. 

There are a lot of ways to describe leadership styles and know that your style will differ 

from time to time and exactly where you are in the development of your product, service and 

company. 

At first, it may be uncomfortable to embrace a specific style but you will eventually have 

to develop an “authentic” communication and leadership style.  One that works for you and your 

team and which gets you to the finish line and the pay window. 

I can help you do just that. 

 

 Exemplars 
 

Through the years I have accumulated a series of exemplars --- sample documents that I 

have developed --- which I will provide to you at no cost. 

You need a good example of a Basis of Employment document for a Chief Financial 

Officer, I’ve got one. 

You need a good example of a CEO Employment Agreement, I’ve got one for you. 

Want to see what a Letter of Intent to sell your company to a hedge fund looks like?  I’ve 

got one. 

Need a Performance Appraisal form?  Right, got one. 

Want to see how to conduct a Post Mortem on a project?  Got a form for that also. 

I have so many exemplars that I can’t even begin to remember them all.  I will likely 

have an example of exactly what you need and it will be battle tested and real world. 
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 White papers 
 

When I find common challenges among my clients, I will often whip out a whitepaper on 

the subject and make it available to all of my clients.  It is surprising how common some issues 

will become and how easy it is to codify the best practices. 

I update these fairly regularly.  They each have a bit of a different shelf life.  I try to keep 

them current. 

All available to you. 

 

 Touch points 
 

There are some things that are important for a CEO to focus on in any business.  Here are 

some of my favorite rub points: 

1. I am very keen on planning.  Most failures have at their root an absence of sound, 

detailed planning.  I like to work through Vision, Mission, Strategy, Tactics, 

Objectives, Values and Culture and get them in writing.  This could take a year or 

more as you also have to work on the product or service, run the damn business and 

raise money.  You will determine the pace of progress and I will embrace that pace. 

I recently had a couple of CEOs who had worked through all of the planning 

described above, conducted an anonymous company survey and then an offsite 

planning meeting and both of them raved about the results but most importantly they 

said it was a huge pressure reliever, were sleeping like a baby and felt an absence of 

stress for the first time in years. 

2. I am very keen on having a clear Organizational Chart which is dollar loaded to show 

the cost of your team and the cost of proposed additions.  I like to track overhead as a 

percentage of revenue (well, after you have some revenue) and the revenue per 

employee.  Watch these trends over time. 

3. I always like you to know how much runway you have in front of you.  Cash on hand 

v burn rate.  Never get lower than six months of runway. 

4. I am very keen on Board relations and managing Board meetings.  There is a 

structural and mechanical way this should be done so that it becomes easy and fun.  

You should look forward to Board meetings. 
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5. The raising of money is common to every startup.  It is also a mechanical process.  

Anyone can raise money if you will follow some specific process steps and will 

prepare the right presentation materials.  Most CEOs work too hard on this and fail to 

realize that it is all about quantity.  There is a deal for everyone.  You have to go find 

it. 

6. You have to complete the following: 

a. Elevator pitch; 

b. Taxi cab pitch; 

c. Board room pitch; 

d. Business model canvas; and, 

e. Pitch deck --- simple short and the chapter headings of what you are going to 

talk about limited to who, what, why, when, where, how much. 

These are very easy to do and then you have to practice, practice, practice.  Only ten 

percent of the folks you pitch will be interested.  Only half of them will actually 

follow up.  This is a game of expanding the funnel as wide as possible. 

Fundraising is a 7-touch process.  It is mechanical. 

7. The cap table for the business should be up to date at every second.  Always.  You 

should have a clear understanding of how you are using equity to compensate and 

reward folks. 

8. If you have a Board of Directors, I can assist you in the management of the process, 

the dialogue with the Board and the conduct of Board meetings. 

 

 Cost of service 
 

I often liken my pricing to an Emergency Room.  If you need the help, I will never let the 

cost of it be an impediment to helping you.  Please do not take advantage of this. 

I usually give you a couple of free sessions before I decide whether we are a good fit.  

Sometimes, we both know immediately that we are the right fit.  Thus far, I have not had a bad 

fit.  I am very adaptable and since I am not going to fire your or assign homework, there is a 

release and relief of tension not an addition. 
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As a general proposition, I charge $1,000-1,500 per month for an advisory relationship 

that entails the services outlined above as well as two regularly scheduled Skype or Google 

Hangout calls of 60-90 each minutes per month and as many random contacts in between as you 

require.  Obviously there is the potential for more contact in the beginning when we are just 

getting to know each other. 

Usually after such a call, you won’t need or want to talk with me for a couple of weeks 

but you can always call, email or Skype/Hangout whenever you want. 

I keep good notes of our conversations and I will not waste your time trying to remember 

where we were last time.  You get your own separate and private Moleskine notebook that I 

safeguard with my life. 

Sometimes I am asked to do specific project work.  I will provide you an estimate of the 

number of hours and I will charge you $250 [CY 2014] for each hour plus any expenses.  I will 

alternatively charge you $2,000 per day with no limit of hours. 

There are no contracts or long term obligations.  I will send you an invoice and, if so 

inclined, you will send me a check.  I like electronic transfer whenever possible.  I am not very 

good about my invoicing but I will eventually get you one. 

If you can’t afford to pay me, then we will work out what you can but, really, if you just 

raised $2MM I am not likely to be discounting anything and when you are doing fine you can 

catch up. 

If you hit a rough patch, I will always accommodate the reality of the situation.  Hey, it’s 

a freakin’ startup, right?  I get that.  When you are flush again, you can pay me.  Never get there, 

don’t fret.  If I take you on and you want and need the help, I will never abandon you.  Ever. 

I operate best when we have a continuing relationship so I can track your personal 

development and understand the current state of your enterprise.  I am not inclined to have a “hit 

or miss” relationship.  I don’t like to take a hiatus from the relationship. 

No contracts, no long term commitments, no games.  I will give you way more than the 

value of the payment, just be straight with me.  I have always been a handshake guy.  Here’s a 

picture of me when I was a shavetail in the early 1970s.  My word is my bond and so is yours.  I 

had just parachuted into a rice paddy filled with “night soil”.  I am still that simple minded guy.  

A simpleton? 
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If you come to Austin, we will meet face to face and eat BBQ or Tex Mex.  When I am in 

your hometown, same thing. 

If you want me to come meet with you in person, we can work that out also.  I have 

sometimes come to a team meeting or off site meeting.  I will help however I can.Minch 

Last thing --- this is going to be fun.  Winning is fun.  Always has been and always will 

be.  Every relationship I have ever had has been fun.  We --- you and me --- shall make it so. 

My voice will be that of an advocate for you, your enterprise and your business.  I will be 

part cheerleader and I will coax what is already within you out.  I know that it’s in you even 

when you may doubt it.  Even failure is just the last step before success.  Character requires a bit 

of friction to be exposed but it does not require unpleasantness.  I will ask you if you want some 

advice and I will never give any advice unless you are receptive. 

Let me know if you have any questions. 


