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Pat: Let's dive into a couple questions. Since you guys heckled me so hard for reading off my 
phone last time while I was driving, I printed them out here. Thank you very much. Why 
don't you read through that top one? Fire away, first question.

Mike: The question is, how do you deal with an athlete who is constantly beating themself up?

Pat: I think this was in context to somebody who had an athlete who always was pissed about 
their performance at whatever they did.

Mike: Honestly, my first thing is to ask more questions. You have to get to know the person a 
little bit better than just them coming into the gym and interacting with them on a 
surface level. You have to know more than just what their job is or if they have kids, you 
kind of have to know what stresses them out, what motivates them, that kind of thing. 
The first thing to do with anyone, what I would do with any friend in general, is to get to 
know the person better and try to get a sense of what other stresses they have in life, 
because if they're freaking out in the gym, it's probably coming from somewhere else and 
they're probably not just pissed off that they couldn't get an extra round of Cindy. 
They're probably also stressed out with a deadline at work that they're really close to 
hitting, or tension in their relationship. I don't know. I have no problem with probing into 
people's lives so I just try to get to know them and then from there, if you feel 
comfortable, just support them. Don't necessarily try to give them advice on how to fix 
that thing in their life. Sometimes all people need is someone to talk to, an ear to listen to 
them and then that tension starts to dissipate a little bit. That's definitely how I would 
start.

Pat: Basically, you see where they are coming from. I think that's all really good advice. I think 
one of the cool things you said was to deal with them the same way you would a friend. 
That mindset of clients as friends, should be a first and foremost thing, don't you think? 
You want to be viewing people that come to your gym as your friends and you want to 
make them part of your life and part of everything that you do. It's not like a you versus 
them or some sort of exclusionary thing. It should be constantly figuring out ways to 
make them feel included because they're all your friends.
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Mike: Right. It's funny, a lot of people focus on just the making money aspect, right? They treat 
their members as just another number to add to their client list, and just focus on the 
workout. If you focus instead on building the relationship and helping them have a better 
experience and helping them improve their entire life, what are they going to be? They're 
going to be your raving fans. They're going to bring in more members. They're going to 
stay with you forever. By focusing on it differently, by framing it a different way, your 
business is going to be more successful.

Pat: Totally, I am 100% behind that. Let's put this question in context, I know we're beating it 
to death but, say someone comes in who has a pretty decent life outside all of this but 
every time they come in when they miss something ... They're just never satisfied with 
what they're doing.  They're never happy with the performance that they have, even if 
they're getting better, they're never happy.

Mike: The biggest problem I encounter on this topic is people have unrealistic expectations of 
themselves and unrealistic goals. People come to us and they're like, "I want to make the 
games in 2017." I'm like, "Okay, cool. What did you get in the Open last year and what are 
your numbers?" They say, "I was 750th in Open last year but the year before I was 
1500th, so I'm getting twice as better every year."

Pat: "I'm trending yo."

Mike: "I know I can do it if I just dedicate the time to it." Those types of people ... Every now and 
then there are those, I don't know, miracles-

Pat: Unicorns.

Mike: And that does happen but what most often happens is people devote themselves, they 
make that kind of goal and then they devote an entire year working ... If they're working 
out with us and they're on the Game's Prep, they're working out 3 hours a day on 
average, their diet's on point and they're recovering properly, spending an hour a day on 
recovery. They get to the end of the year and they didn't make it to the Games and 
they're completely distraught. Or they have a workout and they compare it to Brooke 
Ence and Adrian Conway, and they're nowhere even close. They are just distraught over 
and over and over because they don't have the proper goals. I'm a big believer of thinking 
big, huge believer in that and I think it's necessary if we want to live exciting fulfilling 
lives, but you have to be realistic on the timeline. My first step with those people in the 
gym is, "What is your goal right now?" Let's deconstruct your goals a little bit and set 
things that are realistic that you can hit daily.



3

Pat: I think what you said is great. You build context for the person. As the coach, it's your 
responsibility to set context and realistic expectations while simultaneously pumping 
them up, which is a hard job because you have to be able to say, "Hey, I hear you and I 
want to get you there too." Then you have to simultaneously say, "But here's why this is 
going to take time and why you should be happy with this." Whatever it may be. I think 
one of the first places for most athletes to start is to have data. Take an athlete who, even 
your Games athlete who trains the whole year, it's like by the end of that period of time, if 
they look at themself, they should be a significantly better athlete and you can always fall 
back on the fact that they are improving.

I think that is one of the best things about what we do as CrossFitters and what we do as 
CrossFit coaches. It's so multi dimensional that for the most part, as long as you're 
putting in the work, you should be improving somewhere. Very rarely are you decreasing 
across the board and that's a totally different conversation, like, "Hey, you're over-
training. You're screwing up."

Mike: On one end there is the goal, and on the other is mindset. I did a podcast this week with 
the sports psychologist of the Boston Red Sox and we talked about the 2 different types 
of mindset: growth mindset and fixed mindset. Someone who is in the middle of a 
workout, and they think they're going to get a certain amount of rounds, if they get 
halfway and they know they're far off and they throw their jump rope across the room, 
they have a fixed mindset because they are so focused on the end result, the number, 
that if they fail it reflects on their identity as a person. Whereas someone with a growth 
mindset is just focused on their effort and they know, "I'm giving everything I possibly 
have right now and that's all that matters. That's what's going to get me better. I trust my 
coach. All I have to do is do what he tells me or she tells me, go as hard as I can and that's 
how I get better."

That's the other end, teaching them to become aware of when they are in that fixed 
mindset and just by becoming aware of that, they're going to start to shift over into that 
growth mindset and be a little bit happier and less stressed out.

Pat: Those are 2 totally different paradigms. Those two people view the world differently. 
Having someone reflect on themself and really understand their thoughts transcends so 
much more than just working out in the gym. The first time I ever heard of this concepts 
was a discussion about Kaizen. It's a Samurai thing and it's the state of constant 
improvement, so it's like they're not so worried about how much they've improved in a 
day or anything like that, they just live in every single thing that they do. I'm saying they, 
this is what I took from the speech. This is from Greg Amundson Mindset Mentality 
seminar that he had years ago. It was this Kaizen, basically this mindset where everything 
you do in a day, you're trying to just be a little bit better.
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When I was trying to work my way to accepting training again really hard, that was a 
good thing for me because I knew what my numbers were and I knew I had to get back to 
a certain place after not working out for 8 months and then getting asked to do the open 
for Jason. I was okay. I was okay with not coming in and crushing everyone because of 
Kaizen — I went as hard as I could and I was kind of getting better. That's a hard, hard 
lesson to learn.

Mike: Definitely. One of the best things he said on that podcast was, "We don't just either have 
a growth mindset or fixed mindset, we can have both in different parts of our lives." For 
me, a lot of times in my business, I'll notice myself in a fixed mindset where I see someone 
else succeeding and I'm jealous and envious rather than being inspired by what they're 
doing because I have a scarcity mentality. I feel like "Oh, I'm so far away from what he or 
she is doing. It's going to take so long to get there." This and that, so that was interesting.

Pat: I'm right there with you man. It scares the shit out of me when I see other stuff but I'm 
like, "Oh, relax. Focus on what you're doing. Make this as good as it can be."

Mike: Yeah, once you're in that growth mindset, so much stress falls away, you can feel 
confident in yourself again because you are in total control of your effort. If your effort is 
what brings you joy, happiness, and contentment, then you have the recipe.

Pat: Boom. That's a hard place to go. I think some people will get discouraged because they'll 
hear something like this, they'll go try it, it doesn't pan out and they still just get 
frustrated. It's not just a switch that you flip. I mean, it could be as easy as that but for 
most people it's going to be constantly checking in like, "Yo, am I okay with this? I am. 
Okay, let's let go." Next question!

Mike: How do you prevent an excited athlete from burning out and hating the sport?

Pat: You know what, we can actually make this bigger than just an athlete. How do you 
prevent burnout from somebody who's really excited about what you're doing? Because 
when people initially get hooked on this, they come to class a lot. So how would you 
approach burnout or prevent burnout?

Mike: On one hand, at the end of the day you can't prevent someone from doing what they 
want. If they want to come in and do whatever they want to do all the time, they're just 
going to come in and do it and they're going to burn themselves out. If you have someone 
that will listen to you ... Honestly, with young boys especially, this is so difficult, with boys 
in general in CrossFit, it can be damn near impossible to get them to slow down. It often 
takes injury or them wanting to quit for them to be like, "I need help."
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If you have someone humble enough to take direction, then you just need to put them on 
a plan that adheres to the principle of minimum effective dose. The minimum effective 
dose is giving this athlete the minimum work that will still yield results, because we could 
put them on the best program in the world that's super high volume and they're training 
3 times a day and all of this and that, but that's just not the way to progress an athlete 
over time with a young training age. I mean, I don't think we want to go into specifics of 
what that program would look like but it's usually very basic stuff. They need to be 
getting stronger, they need to be working on their skills.

Bottom line is, they need to be getting better at CrossFit. They need to be on a general 
CrossFit type program and you want to protect the intensity of the workout above all 
else. Have them do one workout a day and they need to be competing against other 
people doing that workout as hard as they can possibly do it. Part of it is just educating 
them, like, "Look, maybe we can get you better really quickly by doing 2 workouts a day 
but this is 4 year plan. We want to get you to be competitive in 3, 4 years and I know how 
to do that. Just trust me and I will get you there." Maybe you need to explain what I just 
said, the minimum effective dose piece and just educate them as to why they need to 
slow down.

Pat: I think giving them real life examples of people who have gone through the same process. 
If you look at all the top guys right now, they didn't just come out of nowhere. Those guys 
have been training for 10 years like this and it's been slow growth over that period of 
time. They don't come in as Dan Bailey, they've slowly added this on. To go from 0 to 100, 
while as much as you want to, you can't. I think there are very, very few unique people 
who might be able to do that, and I think you need to approach people as though they're 
not unicorns. And then later, if they are magically recovering super fast and stuff is 
looking okay, then you can start dosing them heavier. That takes a lot of effort. Takes a 
lot of paying attention to what's happening and modifying as you go.

I like what you said about making people preserve intensity because that's where results 
are, right? I'm seeing more and more people who try to train on their own and succeed. It 
can be done. I believe Sam Ricks trains on her own. I know Dan Bailey trains on his own. I 
think Josh Bridges trains on his own. But if you look at a lot of these camps of athletes, I 
would venture to say that they're not getting better because of the programs that they're 
doing, they're getting better because of the environment they're in. If you look at the 
best competitors, you look at James and Rich and that whole Mayhem side of things ... I 
don't know if you guys remember what James was like before he went and trained with 
Rich. James was good, he made the Games, but he got a lot better when he went and 
trained with Rich. It was simply because of the environment he was in.

It was the same thing when I came and started training with Jason and Garrett and 
Miranda and Neal. You had this environment. Look at the Panchik brothers. You've got 3 
brothers who are all throwing down against each other and don't want to lose. Getting 
slightly more reps than they normally would go. Then, you look at the Smith brothers, 
there's a bunch of Smiths and they're super good.
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I think environment is key to enlisting a really positive response and I think as the coach 
you can give, once again, context to that environment of like, "Hey guys, the focus we 
need to have is on hitting things really really hard." It inevitably happens when you have a 
good environment. Then, as the programmer be like, "Okay, now I'm going to build skills 
and maybe some extra strength work in." That's why I think really good volume 
programmers don't just beat the shit out of people. I think some people are even selling 
programming out there that literally all they do is see what a person's body is going to 
handle before it breaks down, rather than intelligently programming out how a stimulus 
can be achieved. You've seen that right? The difference between a good volume program 
and just a volume program.

Mike: Yeah, I see a lot of programmers who take the fucking hardest workout they can think of, 
the most skill requirement and heaviest, etc, etc, and then they'll rest 10 minutes and 
they're like, "Do another one." Then, they're like, "Do another one." Rest 10 minutes and 
do another one. That's their day. It's just like who can make the hardest workouts. There 
is just so much more to it.

Pat: So much more. We run an affiliate programming business, you run a competitor 
programming business, and I think in most ways, what you have to do is way harder... and 
I think you guys do a really great job.

Mike: I appreciate it. We're definitely dedicated to continuing to hone the system of training. 
It's not like we have our system and then we're just selling it to people. We're constantly 
trying to figure it out through the results that we're getting from people, the data we're 
getting from people ... No one has this thing figured out. CrossFit breaks so many of the 
traditional rules of strength and conditioning that we know, so we are the pioneers if you 
will. We're having to figure out what actually works the most efficiently and effectively 
for people. It's exciting and stressful at the same time.

Pat: Be wary of the person that tells you that they figured it out.

Mike: Right. It's fun though. It's a strength and conditioning coaches dream or nightmare. If 
you're the kind of person who loves obstacles and challenges, it's your dream. If you like 
things that are safe and you like to have it all figured out and have things perfect, this is 
your nightmare, for sure.

Alright, next question: A faster finish will always yield more intensity. Intensity equals 
power. Why would you push someone to do a big set, only to fight fatigue through the 
finish?
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Pat: This is in reference to when Wes and I were talking about tricking people into intensity. 
We were saying that there are ways that you can trick people into intensity. The idea was 
like, "Hey, if someone is doing Carol, you can be like, 'Hey guys. Today I want you to do a 
huge wall ball set to start. I want you to go to failure and then I want you to see if you can 
hang on from there.'" This argument is being like, "Well, say they're doing that"-

Mike: That makes their over all time longer, right.

Pat: Then it's going to make it so their overall intensity is less.

Mike: Yeah it's hard. It depends on who the athlete is really, who you're telling this to. But I 
think people are over pacing a lot of times.

Pat: Totally.

Mike: There's a difference between someone whose main goal is to do better in the Open and 
to try to make it to Regionals versus the average Joe. For the average Joe who wants to 
look better naked, they want to actually get fitter, I think you are exactly correct. We 
need to be pushing them to their psychological limit and if they're constantly pacing 
themselves, then we're not necessarily testing that as much. We want these people to 
experience that red line moment. We're not teaching them to compete in CrossFit, we're 
exposing them to CrossFit to get them fitter. There is a difference there.

That's a really tough question because there's definitely a logical argument for the faster 
time — they're increasing their intensity. I don't think there's a right answer to that.

Pat: No, and I think it was more contextual. The guy was saying why would you ever do this? I 
think there's also competitive training ability to go to a deficit and then try to survive. 
There's a very ... I know you watch competitors hit red lines and then be like, "Shit. What 
did I just do?" If you've never experienced that, then ...

Mike: You fall apart.
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Pat: Plus, I think ... There was an article that just came out that was an old Glassman quote 
where he was talking about exactly this in 2002 and he was saying the intensity 
difference between when you do Fran and you get to the 15s and you put the barbell 
down, rest 20 seconds, pick it back up and go half-way through, and the time that you 
push faster through it and you get it done 20 seconds faster, is a dramatic difference in 
overall output but what he said in the last little piece was like, don't let yourself become 
complacent and know that that's where you rest in Fran. Know that when you hit that 
20s on Fran or when you hit the 7th rep on Fran, you always put it down, you rest for that 
second and you get it up. He's talking about pushing through that. I think this is the type 
of thing that would help somebody who's like, "Okay, I'm going to rest now."

Mike: Abso-fucking-lutely. I was talking to Julien Pineau, he's kind of the movement expert for 
Invictus. He's that dude that just finds people's limit and he talks a lot about how 
intensity has been lost, especially that anaerobic threshold. Everybody is getting so good 
as pacing workouts and competing in CrossFit that a lot of us lose one of those main 
things that helps us improve our overall fitness level, which is reaching that anaerobic 
threshold. One thing that he has people do is a 2 minute, not a 2 minute that's too far. 
Yeah, maybe like a 2 minute all out sled push, or even just get this amount of work done 
as quickly as possible. There's no breaking it up, you just get it done as fast as you can get 
it done. I think that is lost in a lot of gyms and a lot of programs for sure.

Part of it is what is the culture in your gym? You want to have a culture of pushing as hard 
as you can at all times. There's definitely a place for teaching people how to compete if 
that's their goal but if you're trying to get people fitter, then they need to be going 
outside of that comfort zone. They don't need to have a plan for everything. They need to 
learn how to adapt when things don't go according to plan.

Pat: Right. Yeah, I love it man. It's so fun. It's so fun in its application. This is all words, we're 
just talking about it but in its application, it's a really fun thing to do, to find unique people 
in your class that you can push in different ways. I mean, I had a workout today that I was 
coaching people through. It was 400 meter run, 10 push jerks, 4 rounds. I was like, 
"Alright guys. Think about the workout today. Which of those 2 movements seems 
harder to you? Who thinks the run's harder?" Couple people throw up their hands. "Who 
thinks the jerk is harder?" The other couple people throw up their hands. It's like, "Okay, 
if you put up your hands thinking the run is harder, I want you to run faster. I want you to 
make that run the thing you truly push in. Those people who put up your hands for the 
jerks, I want you to be go unbroken on those 10. Don't put it down, because what that is 
showing you is your weakness. That's the thing you don't like. That's the thing that you 
have a harder time at, so you're probably going to use that as your rest time or your time 
where you pull back on the gas a little because you know it's harder for you."
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Today, I was like, "Switch the mentality up. I want you to go harder in that." That might 
mean slower times for people but there's a psychological benefit in that, and now they're 
building capacity in the area and that is going to carry over into everything that they do. I 
love those little tweaks day in and day out that you can brief stimulus-wise. It's just fun, 
man.

Mike: Hell yeah. Okay, next question: What are some tactics for getting more clients in your 
gym? There are a lot of ways that you can pay to get clients through advertising but I 
would say, for most CrossFit gyms, they never really need to do that until there's like a 
ton of competition, until they've exhausted all free methods of marketing. What is 
marketing? Marketing is referrals. Marketing is social media. Marketing is word of mouth 
in the community in general. Once you've exhausted all of those types of methods, then 
you can go to ads.

There are a couple of things that Jake and I did at the gym we were running in Salt Lake 
City that worked really well. Referral campaigns, like your people in your gym, your 
current clients are your best marketers. You've just helped them lose 20 pounds. You've 
made them stronger. You've made them more confident. They fucking love you. Those 
are your raving fans. They will do anything for you without you necessarily even having to 
ask them, or pay them, or incentivize them in anyway.

Pat: Step one, be good at what you do and make your members better.

Mike: Exactly. Then, find a way to ask them to help you. When we came in and took over the 
gym, there were already these members and we brought in a lot of fresh energy. We 
changed up the programming and we started this body transformation challenge, which 
is now Brute Body. Then we wrote up a letter. We gave a letter to every single member at 
the gym. We included a $5 gift card to Starbucks and we put in a little note saying "These 
are the 5 healthiest drinks at Starbucks." Like, most macro-friendly drinks at Starbucks. 
"Thank you for being a member at our gym." Then on the letter it said, "Thank you for 
welcoming us so kindly. We're so excited about starting this gym and everything. We 
need your help growing." We gave them a little bit of information about that and we said, 
"here's what we want to do. We're going to do a referral competition. For anyone that 
refers 3 members to the gym, we're going to give those new members 2 free weeks in the 
on-ramp process and we're going to give you a free pair of nanos."

We got like 40 referrals from that one campaign. We ended up closing damn near 100% 
of those people that came in for the free 2 weeks because once they came in, we gave 
them a killer product. We gave them a ton of attention. We broke down their movement. 
We gave them nutrition advice. And by the end of the 2 weeks with us, they were already 
seeing dramatic effects and they loved it, so they signed up. Didn't take hardly any extra 
work. We were already doing those on-ramp classes, so it was kind of a no-brainer.
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The cost for us was like $400 dollars for the Starbucks cards, but you can just email your 
clients or post on your Facebook wall saying, "Hey, we're going to start this referral 
campaign." Then, start it. Give them whatever you want. If you want, give them 
something fucking awesome because if they refer 3 people to you, and those 3 people 
stay 2 or 3 months. What's that? Let's say you charge 150, they stay 3 months that's 450 
per person, that's almost 1500 for you, if every member at your gym refers 3 people, how 
much is that worth to you, right? You could spend 500 dollars on each of those people. 
You can give them a fucking flat screen television for that. If you look at marketing that 
way, every dollar you put in gives you 3 dollars back, how much money would you put 
into marketing? As much money as you have.

Pat: That's something that I've always been bad at, creating and following through with ideas 
like that because I've always been so focused on the product. Make sure that what you're 
giving is really really good.

Mike: Absolutely. That's the most important part.

Pat: Yeah, so invest as much as you can into, if you have coaches, making sure the coaches are 
awesome, making sure they're on the same page, making sure your programming isn't 
really stupid. There are plenty of ways you can do that. You can follow Crossfit.com and 
it'd be totally fine because it's a good general program. Solidify your ability to sell what 
you do by being good at what you do.

Mike: Right. Like anything, there are people on both extremes. There are people who have a 
shit product and just want to market the fuck out of it just to make a buck and then there 
are the more traditional, all they want to do is coach and marketing is sleazy and all of 
this. I just got off a call with a marketing professor from Tulane University. He just told us, 
he's like, "The 2 most important things in a business are innovation and marketing." 
There are so many amazing world changing products out there that are over in a fucking 
dumpster because they didn't market them properly. They didn't get them in front of the 
right people for the right price.

Another thing you can do completely for free. Start an Instagram account. The world is 
definitely going more towards Instagram. Facebook definitely has a place but not the way 
it used to. Start an Instagram account if you don't already have one. Take high quality 
pictures, maybe invest 100 bucks in something that has 20 mega pixels or whatever. 
Honestly iPhone photos are great.

Take some photos of your members doing some kind of exercise and give people free 
information. Talk about 3 diet tips on an Instagram post or an exercise that people can do 
at home. Give them something that they can do right now without even signing up for 
your gym. It could be lifestyle habit changes. It could be exercises they could do. It could 
be a million different things.
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Pat: What if you take a photo of each new member and then write their personal goals under 
it, one or two of their goals.

Mike: Anything that people can do without even having to sign up with you. You want to give 
people so much free information, that when you offer something to them, they feel like 
they almost owe it to you. You've already helped them so much and given them so much, 
they don't feel like you're trying to sell them, they just already want to buy from you. Post 
a bunch of those and then once every 2 weeks, once a month, you say, "Hey come try a 
free class with us", or you do a free barbecue. Bring a friend, that kind of stuff. That's 
when you make the offer to them.

Pat: I like it. I like it. I think marketing definitely has it's place, it's just something that we as 
fitness, as a community, haven't embraced fully because we didn't know. We didn't know 
how to do it and classic marketing ... Classic gym marketing sucked because the 
foundation it was based off of was, "We don't want you to attend. We just want to sell 
you." I guess if you don't have that mentality then it's much less of a ... If you believe in 
your product, it's so much easier to sell.

Mike: Absolutely.

Pat: I think that's been my favorite part about being a CrossFit coach — I've never had to sell it 
because for me, it was always like, "I'll just tell you about the product." Inevitably I'm 
going to be pumped about it and you're going to feel that.

Mike: The people who think sales and marketing are bad, are the people that don't understand 
it. They don't understand it properly. If I really believe in my product, I believe in my 
ability to change lives, why wouldn't I want more people to come to my gym? I don't feel 
bad selling it. I know what it's worth. I know if they come to my gym, I'm going to change 
their life.
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If you look at it under that lens, marketing is not bad at all. I think the biggest problem 
people make with marketing is they speak in terms of features about their place, rather 
than benefits to the people. I could say something like, "Come get programming from 
expert coaches that have a degree in kinesiology and they took the CSCS and they know 
advanced physiology, this and that." All of these fancy terms and for a gym, that might be, 
"We just got a bunch of new rogue equipment. Here are our 6 brand new skiers. Here's 
the lound." For my business, it's better to say, "You want to make it to the CrossFit 
games? We can get you there faster than anyone else. We're going to help you improve 
your snatch and clean and jerk. We're going to give you the direction that you want and 
need." For a gym that might be, "We're going to help you lose weight. We're going to help 
you move and feel better. We're going to give you the tools to navigate your own 
nutrition and not feel like completely lost by all the information you have out there." 
We're going to teach them the same thing regardless, but it's how we talk to them. 
Talking about what their worries and desires are, see what I'm saying?

Pat: Yeah, it's good and it's genuine. I think that's a good thing too. Marketing doesn't need to 
be fake, it's very real.

Mike: Exactly.

Pat: Cool. If you could give advice to people who want to head down the route of, let's say, 
becoming a programming guru or coaching guru, or just a guru of anything. What would 
you say is the most important quality to have?

Mike: You have to remain in the learning phase for as long as possible. If you want to be a great 
coach, you need a coach. How do you expect people to listen to you if you can't listen to 
someone else? You have to have that perspective, the mind of a beginner at all times. A 
master of anything, that's one of their characteristics: they never stop learning. Let's say, 
also more specifically, always be reading something or involved in some type of course, 
and as soon as possible, always be teaching something or some kind of course.

Pat: Teaching is a big one that people miss. They want to attain guru-hood or they want to 
attain a high level proficiency but they fail to teach it, and I think that I learn the most 
when I teach because you truly figure out whether or not you've internalized the 
information or you're just regurgitating words that you've read. That would be the 
practical application of learning, right?

It's a classic thing but it's like when you're trying to learn something, to truly figure out 
whether or not you've learned it, see if you can explain it to a child.
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Mike: Explain to a child, that's key. How many people do you know who use all of these 
kinesiology terms and an athlete or client has no fucking clue what they're talking about. 
We're only as effective as what the person in front of us understands, so explaining it to a 
child, I love that.

Pat: Yeah. If you can take a snatch and teach that thing to a kid, you're on your way.


