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Hi! I’m Sharon Jurd and welcome to my Biz Blitz video and today I’m going to 
talk to you about when your coaching client doesn’t progress. If you’re a coach 
out there, you may have had clients previously or you have them right now who 
just seem to not progress. There are a few things that we do as coaches. We can 
easily say, “they’ve got blockages from their past”, “they’ve got beliefs”. But let’s 
look within ourselves first and tick some boxes off before we start going into 
other therapies. I always say if things aren’t going quite the way you want them 
to; in business, life, elsewhere, in any situation, look within yourself first. That’s 
what we’re going to do today.  
 
Firstly, are you making it all about yourself instead of them? Sometimes in our 
coaching, they will give us an example of something that’s happened and we go, 
“Oh yes, that’s happened to us too but it was ten times worse!” You can’t do 
that as a coach. You can’t make it about yourself. You have to make it about 
them and empathise with them around their pain or their problem or their 
situation. You don’t always have to give an example of what’s happened to your 
life as well because then they start focusing on you and go, “Oh with Sharon, her 
situation was ten times worse, mine’s insignificant” because it is significant for 
them. It’s not insignificant.  
 
Secondly, sometimes as coaches we tend to talk and not listen. We want to 
immediately reply to them, give them some feedback, give them some learnings, 
expertise and knowledge instead of just taking some time to listen a bit more. 
Let them add to the end of their sentence, wait for that pause. So if they say, 
“Today I’m not feeling really well. I’ve had an argument with my partner”, you 
don’t want to jump in and go, “We can do this and this and this”. Say, “tell me 
more about that.” Just say those words and then they’ll go, “It’s about my 
children. We were arguing over our children,” and so you get to the bottom of 
the problem possibly. Make sure you’re not always talking. Make sure you’re 
listening and asking those questions that will give you more information.  
 
And thirdly, don’t tell them what to do. If we want to be great coaches, what 
we do is we teach them to be resourceful. Ask them what do they think they 
might do. My ideal question is: “If you wanted to achieve that, what would be 
the first five things you would do?” I know the first five things they would  
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possibly do. They know it too because we never coach people who don’t know. 
They all know. It’s just bringing it to their conscious mind. They go, “Well, if I 
want to get more clients I have to go and speak to more people”, “I’d be more 
active on social media”, “I’d go and visit my strategic alliance.” They know what 
those five things are but don’t you continue to tell them because what you don’t 
want to do is have a coaching client that, every time they are looking for an 
answer, they call you. That’s not what you want them to do. You want them to 
learn to be resourceful. It’s like that saying, “Give them a fish and they’ll eat for 
a day or teach them how to fish and they’ll eat forever.” And that’s what you 
want to do, you want to teach them to problem solve, to be resourceful, to find 
the answers within themselves. And when they start finding those answers 
within themselves, they become more creative, they become more confident 
and they learn to trust in their own ability.  
 
If your client’s not moving forward, look within yourself and ask, “Am I doing 
one of these three things?” One, you make it all about yourself and your 
problems are bigger than theirs or two, you’re not allowing them to talk more 
and you listen more or three, you’re telling them what to do instead of teaching 
them how to do it.  
 
That’s my three tips for today. Thank you for listening to my videos. If you think 
this is of value to your family, friends and colleagues, please share my video. I 
want to help as many people as I can and I need your help to do that. Thank you 
again, I’m Sharon Jurd and we’ll talk soon.  
 


