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WELCOME TO YOUR MASTERCLASS 

WORKBOOK 

5 Tips to Get the Most Out of This Masterclass   

 
1. Print this workbook before the Masterclass so you can take notes as 

you listen. You can also download and type directly in the workbook to 

save paper.   

2. Review the contents of this workbook before the Masterclass so you 

know what to expect, and you can best set aside private time before, 

during, and after the Masterclass to complete the activities.  

 3. You can pause the Masterclass video to take notes or fill in the 

blanks by clicking on the video screen.  

 4. Think of how you can quickly implement the secrets revealed in this 

session to increase the quality of your coaching and your life.   

5. During the Masterclass, use the dedicated space on the right column 

to write down ALL interesting new ideas and inspirations you get while 

listening - that way you won’t lose the most relevant information to you.  

  



   

WHAT TO EXPECT  

Table of Contents 
 
 
1. PRE-MASTERCLASS EXERCISE 
 
Set your intentions before the Masterclass. 
 
2. 5 CHALLENGES FACED BY BUSINESSES  
 
• Growing Revenue 
 
• Becoming Profitable 
 
• Product – Market Fit 

 
• Leadership and Talent Problem  
 
• Productivity and Burnout  

 
3. REFLECTION   
 
The right question can spur your unconscious mind to feed you the right answers. 

 
4. STUDENT STORIES   
 
Read what other people are saying about Ajit Nawalkha. 

 
 
 
 
 
 
 
 
 
 
 
 
 



   

 
 

1. PRE-MASTERCLASS EXERCISE 
 

Start with Intention 

Write down and set your positive intentions here. What are your intentions for 
joining this Masterclass? What do you hope to leave with?  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 

 
 
 
 
 
 



   

 

2. COACH-CONSULTANT APPROACH TO COACH 
BUSINESSES 

 
Follow along the Masterclass and fill in the blanks. You can pause the video to 
write down your answers or take notes on the right. Click on the video to 
pause and play. But pay attention, because you cannot rewind!   
 
Coaching industry, especially concerning in businesses has grown by 21%. Coaching 

Business is an industry that is worth $2.18 Billion, just in the US.  

 

How can you tap into that?  

You can coach and consult companies on the top 5 challenges that your clients can 

possibly come to you with. Let’s also see how do you find solutions to each of these 

challenges. 

 

 

 

 

 

 

 

 

 

 

When you're working with a company, when you're working with an organization, 

when you're working with a CEO or founder or manager, the one thing they don't 

have for you is ________________.  

 

But when you're sitting with the CEO, when you're sitting with a manager, they want 

you to help them get to that faster. And that is where the _________________ 

approach was developed. 
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While _______________ is extremely effective and it's really needed to be able to get 

into organizations and more and more leaders need to become coaches. What I 

also found is if they don't balance it out with an equal part of ________________. If 

they are not able to tap into a resource hub of their experiences or their training or 

information or tools and techniques, the process of _____________________ 

becomes __________________. 

 

Working with companies can help your financial freedom because companies pay 

top dollars for outcomes.  You are able to relate _________ ___________________ 

with revenue generated. 

 

The problem is that lots of coaches go around the corners. They try to find the 

answer without actually going at the challenge straight up. They try to have a 

conversation and continue that dialogue instead of knowing when they should stop 

coaching and start ___________________. 

 

They're scared because the traditional education of coaching would tell you to 

never tell your client ___________________. While that seems right from a coach 

approach. It doesn't actually work in the real world. What really works in the real 

world is to take the elements of coaching and then give them the ________________. 

 

If your coaching competencies are strong, you can coach your clients to find resolve. 

You can you take coaching as the first foundational approach to get the party 

started to get there, to understand things, and then you bring in the 

_________________. 

 

CHALLENGE #1: __________ GROWTH  

One of the most common challenges that you're going to be tackling growing the 

_____________.  

 



   

This is where your ________________ abilities actually are foundational and very 

important. You go in by trying to first identify why the _________________ doesn't 

grow. 

 

Once you understand the coaching fundamentals and you have an idea how to use 

the coaching competencies, to be able to really listen and understand what's 

happening with the company, you will be able to _____________ that need to move, 

or the period of your contract for them to be able to see and experience growth in 

___________________. 

 

Say for example, a company comes to you and say, we are struggling with 

_______________and you can find the reason why they're struggling with revenue is 

because they have. ____________________. 

 

They don't have the __________________ doing the right jobs. Now you may identify 

that in the first meeting itself, but what you may need to do is follow up 

_______________________for individual team leaders, to identify the gaps in their 

teams. And then ____________________ them into how to hire better teams and be 

able to create a better culture so they can experience the outcomes and growth in 

their revenue. 

 

CHALLENEG #2 _____________ 

The second challenge the companies are going to come to you with is - we have the 

revenues and we keep growing the revenues too. But it seems like we never 

___________. 

 

the first thing that you want to find out is _____________. What are those areas 

where they are burning money? 

 



   

And when you identify that using your coaching abilities, you can then lean in into 

some great and simple ___________________, strategies that will get them return 

clients, strategies that will help them reduce operational costs. 

 

 

 

 

 

 

 

 

 

 

 

CHALLENGE #3 LEADERSHIP AND _____________ PROBLEM  

 

When a company comes with such a problem you immediately lead with a 

_______________ solution. 

 

You lead in with a solution which offers the current leadership to develop certain 

skills. And at the same point of time, uses the __________ approach of talent 

management, talent creation, attracting the right culture, creating the right culture 

to track the right talent to join the organization. 

 

CHALLENEG #4 ______________ 

The fourth kind of problem, a company's going to come to you with is where they will 

say they have a ______________ problem, or their product is not landing with the 

market or their competitors have created better products.  
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Here you have to use a lot of _______________ skills to change the current 

___________ of the different team members and team leaders and product owners 

in the company. 

 

And at the same point in time, _____________ them to be able to think differently 

and create better products and more succinct products and more important 

products for the times that we live in. 

 

CHALLENGE #5: CHALLENGE AROUND ________________ , PERFORMANCE, MINDSET, 

______________ 

 

If the company's coming to you with the awareness that they know this is happening 

in their companies, thank God for such companies that are aware of what's 

happening with their team members. 

 

Here is where you put on your _______________ hat a lot more. 

 

Once you've identified one of the areas where they are experiencing lack of 

productivity and performance, you can go in and actually start to work with them, to 

be able to find ________________, takes a consulting approach, find solutions for 

each of the areas, ___________ the ideas and come back to them. 

 

There is a fundamental principle that you need to remember. You ____________ the 

person and you _______________ the problem. This fundamentally means that when 

you're interacting with a person or a team, you are coaching them to find the 

_____________. 

 

And once you've found the problem, you consult to the problem. You are not trying 

to consultant the ________________. 

 



   

A coach consultant is 50% ______________ and 50% ___________. 50% of that time. 

They are operating as if they are a coach to the organization, to the people they're 

talking to the CEOs, the founders, the different leaders in the company. And then the 

other 50%, they are dealing with problems that have been presented to front. 

 

	

	

	

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



   

 3. REFLECTION 

The right questions can spur your unconscious mind to feed you the right 
answers. So, ask yourself… (Use an extra piece of paper if you need to). 
 

1. Imagine – what would your life look like if you started bringing breakthrough 
transformations in your clients’ lives & businesses?  
 
 
 
  
2. Reflect on the learning of the masterclass and how those shifted your 
mindset.    
 

  

 
3. How can you contribute more to your family, relationships, yourself, and 
community if you dived deeper coaching and consulting businesses? 
 
 
 
4. What is the one thing you can do right now to show your commitment to 
become a coach-consultant & bring massive shifts in people’s lives, businesses 
& the economy?  

 

 

 

 

THANK YOU for joining Ajit Nawalkha’s Masterclass!  

 

To implement what you learn and start 

coaching and consulting businesses and high-

paying clients, stay till the end. 

 

At the end of the masterclass there will be 

special offer to join our certification program at 

an unbelievably discounted price. 



   

 

4. STUDENT STORIES 
 

 
 

 
 

 
 
 



   

 
 

5. CLIENT STORIES 
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