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KEEP IN MIND

Keep practicing and learn to love the messiness of the dance. 

This profession is remarkable because of its ever-changing nature — not in spite of it. 

Learn to love, and revel, in your client’s obstacles and you will prosper.

Like most art, mastery 

requires a willingness to get 

messy, be vulnerable, make 

mistakes, and dance in the 

moment with your client.

Addressing the objections of 

your client, and helping them 

get to an empowered Yes or 

No, is a nuanced skill, and part 

of the art of coaching.

As you practice this art, you will discover 

something magical: your experience of 

this part of the process will transform 

from something you dread to one of 

your favourite parts of enrolling a client.

You’re not being pushy.  

You’re supporting your 

client to be accountable to 

themselves, and giving them 

an experience of what it will 

be like to work with you.

{Are they clear on the action they’re going to take? Is it specific or vague? 

Support them in getting clear and specific.

Are they clear on when they will take the action? 

If not, support them in making a declaration, complete with a date and time.

You can support your client by having them create a structure 

that will keep them on track.

At this point, your client should be a

Wait... was there 

something I was 

meant to do?

Ah well...

Don’t assume that your client being clear on the action to take means 

they will actually take it. In the face of a breakthrough and our fears, 

the usual patterns will take back over quickly.

8. TAKE ACTION

The best time to take action is NOW.

Ask your client if it would serve them to take 

that action right now while you’re with them. 

If so, have them do it.

If they’re taking the 

action now, great. Let 

them do it, and you’re 

done. Nice work!

If not, follow-up with 

your client at the date 

they’ve declared.

and ready to start work. Congratulations!

Once you have a robust list of ways to close the gap, you’re set.

If this is the case, brainstorm with them to create solutions to close the gap. 

Sometimes your client will get stuck on the things they will NOT do to close the gap.

7. BRAINSTORM (IF NEEDED)

If they’re fixated on the amount of time it will require, 

have them list all of the things that would require the 

greatest amount of time. Then, shift the focus to solutions 

that would require the LEAST amount of time.

If they’re fixated on the most unpleasant 

ways to close the gap, have them list 

all of those, then shift the focus to the 

most FUN ways to close it.

Ok, so here is the list 

of all the things I DEFINITELY 

WILL NOT DO.

In these situations, give their brain what it wants, 

then, shift the focus to the other end of the spectrum.

Often, once your client can see the actual underlying pattern and what it’s costing them, 

they’ll be ready to take action without needing any further support.

However, sometimes, just because your client can see the truth 

of the pattern does not cause the gap to vanish.

Just because your client can see new possibility 

doesn’t necessarily mean they want to step in to it.

You may even want to look with them to see what 

the pay-offs are of this pattern. What do they get 

out of it? Are they willing to give that up?

There’s a reason they’ve been running this pattern 

in the first place. If they give it up, it’s going to 

mean some things are going to shift in their lives. 

People will typically only be 

present to the costs of their 

patterns and insist that they 

don’t get any benefit from them.

They’re wrong. We rely on 

these patterns for a reason. 

Make sure they’re clear on 

what they’ll be giving up.

So your client can now see what would be possible

 on the other side of this pattern. Amazing! 

6. ARE YOU READY TO MOVE PAST THIS?

And, even better, they can see that hiring you is the first step in 

creating the breakthrough. They’re obviously ready to take action 

to step beyond it, right?

Hold on there

buckaroo!

Oh, I don’t get 

anything out of this, 

it’s crazy that I do it!

If they’re clear on what will shift, 

and they’re ready to move past 

this, you’re all set.

If they reach this point and conclude 

that they don’t want to move beyond it, 

then your job is to honour their No.

5. WHAT IF WE MOVED THAT
OUT OF THE WAY?

Here are some questions to stimulate your client looking in these areas:

Your client is clear on the pattern, and clear on what it’s costing them in 

their lives. Now we want to look at what would happen if this pattern 

was never again present in their lives.

Feel into your client —  are 

they really present to what 

would be possible?

If your client is truly present to possibility, there will be 

a shift in their being. You may feel this in their voice, 

their eyes, or even simply their energy.

1.
What would be different if 

this never stopped you again?
2.

What would be possible if 

this never showed up again?

3.
How would you show up 

differently if this pattern was 

gone forever?

4.
How would you experience 

life if it didn’t have to go 

this way?

Lorem ipsum

Wait, so I could set

all this shit down?

4. WHERE ELSE DOES THIS SHOW UP?
Here, we want to broaden things out. Help your client see that these fears 

and strategies aren’t exclusive to hiring a coach.

The way you’re being in one 

place is the way you’re being 

everywhere. This line of 

questioning is intended to support 

the client in seeing that fact.

This is also why it’s 

entirely predictable that 

this fear would show up 

in the face of saying Yes 

to hiring a coach.

Your aim is to help your 

client see that the 

breakthrough is going to 

have an impact far beyond 

this immediate moment.

Here are some places you can look with them:

The consequences to the strategies they have learned to use will 

have an impact in many areas of their life. Ferret those out.

Friendships Religion Family Career Romantic Relationships Money

Most of our fear is rooted in what it would 

say about ourselves if it would come true. 

Notice that we’re not actually 

addressing the gap they’ve identified 

in the previous step.

It’s rarely really about the issue 

they’ve brought —  more commonly, 

it’s about their fears.

1.

Once you’re clear on the fear, you want to look at all of the ways your client works with this in their life.

What strategies do 

you use to overcome 

this problem?”

What do you do 

to ensure this 

never happens?”

2.

How do you 

prevent that 

fear from ever 

coming true?”

3.
What are the costs 

of those strategies? 

What do they 

make impossible?”

4.

“

“

“

“

In this step, we want to get clear on the deeper pattern: 

the fear your client is trying to avoid coming true,

and the strategies to prevent it.

3. WHAT IS THIS REALLY ABOUT?

...but something’s in the way. What is it?

{

Whatever they provide, really GET it. Honour their reality, rather than stepping over it.

“Money’s in the way”

“I’m short $6,000.”

“I’m worried I’ll be judged.”

“I’m worried I’ll fail, waste money, 

and people will judge me for being foolish.”

2. WHAT’S IN THE WAY?

So they want to hire you...

Get specific with them. Take it from the realm of the mind, which is nebulous and infinite, 

to the realm of facts:  specific and discrete.

“I’m afraid.”

“I’m afraid I will fail

and look stupid.”

Consider this is no different 

than any other project you’d 

be supporting them with.

Many coaches get scared 

here, because they’re 

worried they’re 

pushing their client.

I’ve got this project I’m really 

excited about, but I just don’t 

see how I can afford it.

Uhh...That’s too bad.

Maybe I’ll check in with 

you in a few months and 

see if anything’s changed?

If you get concerned, check-in with 

your client. Are they feeling pressured, 

or is this supporting them?

... and try to get off the call 

as quickly as possible.

If they’re a If they’re a

1. DO YOU ACTUALLY WANT THIS?

This is the most important step.

Do they actually want this, or they just trying to be nice? Sometimes, it can even 

be helpful to take the coaching entirely off the table, so that you can support them without any pressure.

Most coaches hear... 

So, check in with your client.

“Yes, I’d like this, 

but I’m not sure 

about money”

then find out why.

What do you see you’ll get out of this? Why are you 

a yes? What do you see for yourself if you were to 

make this kind of commitment to your life?

then your work is done. For Reals. 

Honour their courage, thank them for speaking their 

truth, and see if you can follow up with them in a 

few months to hear about where they’re at.

Is this person convincing you about why they 

would make this kind of investment? If not, 

then reflect that to them. Without a big enough 

What For, there’s no reason for your client to 

step into their fear.

Be like a martial artist: 

challenge the Yes, 

and accept the No.

1 .  Do you actually want this?

2. What’s in the way?

3. What is this really about?

4. Where else does this show up?

5. What if we moved that out of the way?

6. Are you ready to move past this?

7. Brainstorm (if needed)

8. Take action

Your client’s 

objections are not 

something to be        

   defeated. They         

    are something 

      to be explored.

GETTING YOUR CLIENT TO YES

This graphic will break down the approach 
to getting your client to

Most coaches stumble over this part, trying to avoid selling.

Our goal is to get you to become a superstar in this area, 

and begin supporting your client before they’ve even paid you.

 and how this is actually the purest 
opportunity to coach your client.


