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Creating Clients
Next Level Coaches.
We already know our practice. We know clients are everywhere. Now let’s work with
them and create that lasting impact in their lives.
Before we get started I need you to remember that you are a coach, only when you
have clients and there will be clients only when we serve enough, and serve them
with value.

process from any sales process you may have heard of.
You create clients through the process of invitation, serving and enrolling. It is done
through conversations. There are channels we discussed in the previous chapter that
will allow you to initiate these conversations.
Only when you have these conversations can you have a truly powerful practice.
Remember to make these conversations fun :).

Here is an invitation…
send out an invite. An invite is simply an email or a phone call asking for permission to
work with them in a deep, powerful way. This will probably take an hour or maybe two.
Set up a 10min time to see if it is a good match to work together.
In the space below, write how you plan to invite a potential client to speak with you for
10 minutes in the coming week. Just a few bullet points that will guide you to walk
through the invite is great.

Let me serve you…
The 10 minute couriosity:
Don’t think about enrolling them at this point.
Ask questions that will get them to understand themselves better. Questions
that will highlight the true need (where you know you can help). Even if you feel tempted and
excited to get them to work with you, resist that temptation.
Trust the process. For now, just stay as curious as you can. Give them “pleasant
shivers” if you can ;).
List some of the questions and conversation points that will leave a lasting impact on

Did you get VALUE?
speak with you again. Lock it in the calendar. The follow up conversation is to check in
on how the work you did with them, impacted them. This is so they will feel the imme
diate results of working with you.
When you start on the follow up call, ask your potential client to give you details about
felt the same connection as you did. See if they achieved any breakthroughs between

Ask them if they would want to experience this more often. Would they be willing to
play with you? If the answer is yes (and it will be) go ahead and share the coaching
package that you think will best serve them.
Now, list the questions you will ask your clients so the can register their experience

-

Awesome!
We are done for today and you did great! Now keep this document somewhere safe,
where you can refer to it whenever you need it..

Realisations that you would have had at this point.
• Client creation is actually fun and not scary like everyone says

maybe go up to $50,000 or more. Easy!

Tomorrow we will see how we can serve even more powerfully. We call it “one notch
up” practice.

Most coaches need a bit more help in the client creation process. Which is why we
invited Bryan Franklin, to help.

seamless way to create coaching clients.

