Chapter Takeaway Summary

This appendix brings together the key takeaways from each chapter of Beyond
Hours & Dollars. Think of it as a quick-reference guide—a way to revisit the
most important lessons, insights and strategies without re-reading every

page. Whether you’re reflecting on your career, preparing for a new role

or simply needing a refresher, these summaries are here to support you.

Chapter 1: The Next 45 Years

* Think long-term, not week-to-week. A successful career in racket sports isn’t
built on this week’s lesson hours—it’s built on a clear vision of where you want to
be in 25+ years.

* Evolve as you age. Your early years should focus on teaching and skill-building,
your middle years on leadership and brand-building and later years on mentoring,

off-court contributions and financial stability.

* True career success means that, when you reach your 60s you have options. You
may still be teaching but it’s because you want to—not because you have to.

Chapter 2: Your Financial Timeline

« Start early and stay disciplined. Create a budget, save consistently and build good
credit in your 20s so you develop strong financial habits that last a lifetime.

 Adapt as your life changes. With each decade, adjust your financial plan—from
buying a home and investing in your 30s, to protecting against lifestyle creep in
your 40s, to securing retirement income and long-term care options in your 50s and
beyond.

* Plan for security and options later in life. By your 60s and 70s, thoughtful
financial planning ensures you can retire comfortably, work only if you want to,
and leave a meaningful legacy.



Chapter 3: Keep the Machine Functioning

* Train off the court. Stay fit with cardio, mobility and strength work—teaching is
not exercise, it’s wear and tear.

* Protect your body daily. Warm up, hydrate, rotate rackets, use orthotics or braces
and build breaks into your schedule.

* Listen to pain early. Rest or see a doctor before minor issues become chronic
injuries that can shorten your career.

Chapter 4: Your Image

* Present yourself as a professional. Dress neatly, stay well groomed, keep your
equipment in good shape and your court tidy. Leave your phone off during lessons.

* Communicate with care. Use positive body language and a professional tone and
practice active listening to build trust and respect.

* Protect your reputation. Be reliable, accountable, humble and professional both
on court and online—your image is your career.

Chapter 5: Take an Honest L.ook at Yourself

* Do a personal inventory. Rate yourself honestly in professionalism, skills and
people skills. Ask others for feedback.

* Clarify your teaching goals. Decide who you want to teach, where you want to
work and what kind of environment fits you best.

* Assess your happiness and growth. Regularly monitor if your work, colleagues
and balance fit your long-term career vision.

Chapter 6: Set Goals

* Write them down. Define a clear long-term career goal and break it into specific,
measurable short-term goals.

* Create accountability. Track your progress weekly with a chart, planner or
spreadsheet so you can see growth and adjust when needed.



* Stay persistent. Expect ups and downs and keep working toward your targets—
consistency over time leads to success.

Chapter 7: Find a Mentor

* Find the right person(s). Look for someone who’s achieved what you want,
listens well and will give honest feedback.

* Build the relationship. Start small with brief calls or meetings, follow up
respectfully and let the mentorship grow naturally.

* Use your mentor wisely. Come prepared, act on advice and consider having
multiple mentors for different areas of growth.

Chapter 8: Build Your Network

* Be proactive. Put yourself in situations—conventions, tournaments and daily
life—where you can meet new people and make connections.

« Stay organized. Keep detailed, updated records of your contacts and follow up
regularly with small but meaningful communication.

* Give as much as you take. Look for ways to help your network—share
opportunities, make introductions and offer support.

Chapter 9: Get Certified, Be Active

* Get certified—and stay involved. Certification elevates your credibility, skills
and earning power, but the real value comes from engaging in workshops, courses
and conventions.

* Expand your expertise. Add certifications in pickleball, padel or platform tennis
to grow your opportunities and client base.

* Network. Use your membership to connect with mentors, industry leaders and
peers—doors open when you participate.



Chapter 10: Two Things You Must Do

» Make lessons fun. Keep players smiling, laughing and enjoying their time on the
court so the game becomes a positive part of their lives.

* Show them how to improve. Provide clear instruction, set achievable goals and
encourage structured practice that will build their skills and confidence.

* Support long-term engagement. Help players find practice partners, design
practice programs and tailor lessons to their personal goals.

Chapter 11: Getting Players To Come to Your Court

* Be proactive in prospecting. Use tournaments, fundraisers, social media and
personal connections to introduce yourself and attract new students.

* Say “yes” to every opportunity. Early in your career, accept lessons at any time
and with any player to build your reputation, visibility and momentum.

* Balance growth with sustainability. As your clientele expands, remain committed,
but protect your work/life balance to avoid burnout.

Chapter 12: Will They Come Back?

* Identify student types. Every player falls into one (or a mix) of three categories—
exerciser, socializer or student. Recognize which they are and adjust your lesson
style accordingly.

« Tailor the experience. Keep exercisers moving, give socializers your ear and
provide students with structured instruction and measurable progress.

* Retention equals revenue. Long-term clients are built by meeting their primary
motivations, and, if they believe they are progress ing they can bring significant

revenue to you and your club.

Chapter 13: Deepening the Relationship

* Go beyond the court. Show genuine interest in your students’ lives—birthdays,
families, goals and hobbies—so they know you value them as people, not just for
the money they pay you.



* Deliver “hugs.” Exceed expectations with small, thoughtful touches like progress
updates, follow-up emails, video clips or lending equipment.

* Be proactive and caring. Anticipate needs, solve problems quickly and find
creative ways to keep players engaged—particularly during disruptions like the

pandemic.

Chapter 14: Frustration

* Manage expectations with honesty and humor. Help your players understand that
improvement depends on time and practice. Keep the atmosphere light to ease
frustration. Shift focus from outcomes to process. Encourage players to track skills,
progress and effort rather than wins and losses. Frame mistakes as opportunities for
learning.

* Introduce new skills at the right time. Match your teaching to the player’s current
development stage—too soon creates frustration, while proper timing builds

confidence and success.

Chapter 15: Stress and Burnout

* Recognize the difference between stress and burnout. Stress keeps you engaged
but drained, while burnout brings apathy, disconnection and loss of motivation.
Knowing which you’re experiencing guides how you respond.

* Prioritize boundaries and balance. Teaching long hours may build income, but
without regular breaks, clear limits and time for family, it will eventually erode
your health and career longevity.

* Protect your mental and physical well-being. Exercise, healthy eating, variety in
teaching, and practices like meditation are essential tools to manage pressure and

sustain passion for the profession.

Chapter 16: Always Be Available and Responsive

* Be visible and approachable. Keep your office door open, spend time around the
club, and engage players with a smile or quick conversation. Every interaction
deepens relationships.



* Communicate professionally and promptly. Respond to all emails, calls and texts
within 24 hours, using a clear, respectful tone. A quick acknowledgment, even if
you can’t fully answer right away, shows reliability and respect.

* Balance availability with boundaries. Make sure players know how to reach you
but also manage expectations by setting up systems or backup contacts when

you’re away, ensuring responsiveness without sacrificing personal well-being.

Chapter 17: Angry Customers

* Stay calm, listen and show empathy. When a player complains, move the
conversation to a private place, let them vent fully, take notes and use affirming
responses so they feel heard.

» Acknowledge, apologize and resolve. Even if the customer is wrong, never argue.
Accept responsibility, apologize sincerely, and involve them in creating a quick,

flexible solution—then go the extra mile with a gesture of goodwill.

* Protect the culture of your business. Occasionally a toxic customer must be let
go. Prioritize the well-being of your players, staff and community over revenue.

Chapter 18: Encourage (and Listen to) Feedback

* Make providing feedback easy for your customers. Create an environment where
they feel comfortable sharing their thoughts and know they’ll be heard. Positive
feedback builds trust, while negative feedback provides opportunities for growth.

* Use modern methods. Send short surveys, email program participants for input,
or schedule one-on-one meetings (in person, by phone, or Zoom) to gather ideas.
Keep surveys brief and easy to complete.

» Always respond. Thank people for positive comments and take negative feedback
seriously. Responding shows respect, helps retain customers and can turn

complaints into improvements that strengthen your business.

Chapter 19: Parents—A Different Type of Customer Service

» Understand parent types. Most parents just want their kids to learn and enjoy the
game, but some can be obsessive, overly competitive, know-it-alls or have
unrealistic expectations.



Recognize these personalities and stay professional, patient and empathetic. Set
clear guidelines. Hold a parent meeting before each season to explain your
teaching philosophy, program structure, player responsibilities and parent behavior
standards. Provide written guidelines to avoid confusion and establish boundaries.

* Communicate consistently and professionally. Give regular updates on player
progress, welcome feedback respectfully, and set clear rules for when and how
parents can contact you. Stand firm in your philosophy—short-term pushback may
cost you some students, but long-term, it builds your reputation and credibility.

Chapter 20: When a Student Fires You

* Handle it with grace. When a student leaves, respond with professionalism,
respect and encouragement. Never burn bridges—you may work together again in
the future.

* Reflect and improve. When a student leaves you, evaluate your energy, lesson
quality and consistency. Honest self-reflection—even when uncomfortable—will
help you grow as a pro.

* Stay professional in awkward situations. If a former student trains with another
pro at your club, maintain a friendly, encouraging attitude toward them and support
your colleague. This demonstrates maturity and strengthens your professional
reputation.

Chapter 21: To Lead Is to Inspire

* Create an environment of inspiration, not control. Move away from “my way or
the highway” leadership and instead foster collaboration, respect and motivation
through positive culture and shared goals.

* Lead through actions and presence. Be visible, communicate often, recognize
contributions and show integrity in the small things. Your behavior sets the tone
for your team.

* Invest in people and balance. Provide growth opportunities, celebrate team
success, respect family needs and ensure all staff (not just pros) feel valued.



Chapter 22: Relating to Your Team

* Start with relationship-building. As a new leader, focus on getting to know your
team through staff meetings and one-on-one sessions. Ask open questions that
reveal their goals, preferences and perspectives.

 Adapt to personality types. Each pro—extroverted, introverted, insecure, toxic or
prima donna—requires a different leadership style. Effective leaders recognize
these differences and adjust their approach to bring out the best in each individual.

* Balance empathy with accountability. Be supportive, respectful and encouraging,
but also address toxic or disruptive behavior directly and honestly to protect team

culture and performance.

Chapter 23: Your Program Is Only as Good As Your Pros

* Hire for character and fit, not just playing ability. While technical skills are
important, professionalism, energy, empathy and being a team player are far more
valuable in building a strong, sustainable program.

* Be thorough and respectful in the hiring process. Write clear job descriptions,
leverage your network, require video introductions, conduct structured interviews
and always follow up with candidates (even those not selected).

* Choose with both your head and your gut. Look for consistency, professionalism
and cultural fit. When you find the right candidate, act quickly to make an offer

before they’re hired elsewhere.

Chapter 24: Making Them Feel a Part of the Team

* Onboarding sets the tone for success. A structured, welcoming onboarding
process helps new pros feel valued, confident and prepared, while a lack of
preparation can lead to frustration and high turnover.

* Support builds retention and performance. Early mentorship, clear
communication and access to resources accelerate productivity, identify training
needs and strengthen long-term loyalty.



* Relationships matter as much as logistics. Introducing new pros to staff, members
and culture fosters belonging and camaraderie, which translates into stronger
teamwork and better customer experiences.

Chapter 25: When It Doesn’t Work Out

* Protect the culture, not the prima donna. No individual, no matter how talented or
profitable, should undermine team morale and standards.

* Set clear expectations and document everything. Provide opportunities for
improvement but keep records so the process is fair and professional.

* Handle terminations with respect and decisiveness. Fire face- to-face, keep it
brief and dignified, support staff and customers afterward and then move forward.

Chapter 26: When the Time Comes to Put Down Your Racket

* The rackets industry offers many career paths beyond on-court teaching. From
director roles to coaching, sales, marketing, journalism and even online instruction,
there are numerous ways to stay involved and earn a living.

* Fear is natural, but manageable. Whether it’s fear of failure, judgement, being too
old or uncertainty, each has practical ways to overcome it. Reframe your
perspective, lean on your network and take small, intentional steps forward.

* Preparation makes transition smoother. Doing a skills inventory, setting goals,
finding a mentor and leveraging your network are crucial steps to successfully

pivot into a new career.

Chapter 27: Ownership

* Ownership offers both independence and responsibility. While you gain control,
flexibility and potential for financial success, you also take on financial pressure,
competition, staffing challenges and the risk of burnout.

* Decisions shape your future. Choosing between buying an existing club or
building a new one, going solo or with a partner, and being a hands-on or absentee
owner each carry distinct benefits and drawbacks that must be weighed carefully.



* Success requires preparation and support. Strong market analysis, trusted staff or
partners, and external advisors are critical to balancing day-to-day demands with
long-term vision and sustainability.

Chapter 28: Bonus Chapter: Moving Beyond Success to Significance

* Shift from success to significance. Success is about personal achievement, while
significance comes from contributing to something larger than yourself and
positively impacting others’ lives.

* Use your skills to give back. Identify causes you care about and leverage your
expertise to support philanthropy, mentoring or community programs that create
meaningful change. Create a legacy through your impact. True fulfillment in later
stages of life often comes from creating opportunities for others—whether through
grassroots programs, scholarships, volunteering or nonprofit work.



