
 

 

If You Can't Stand Selling, 
Here's What to Do 

 
 
Hi! I’m Sharon Jurd and welcome to my Biz Blitz video and today I want to talk 
to you about selling. If you can’t stand selling, I’m going to share with you some 
of my tips so you don’t actually have to go and hard sell to get new clients into 
your coaching business or any other business.  
 
My first tip is to have genuine conversations. People get annoyed or tired of 
people selling because it’s not a genuine conversation. It’s like “Buy my 
product”, “Buy my service”, “You need me” And that’s when people will pull 
back from you. But if you’re just having a genuine conversation where you are 
interested in them, you want to know about their pain, you want to know about 
their problem and see if you can genuinely help them, people will love your care 
factor around being able to help them.  
 
Two, listen to the client. Make sure that you’re not just going, “I do this and I do 
that”, “I can fix this and I can fix that” and they are standing there going, ”That’s 
not my problem. I don’t have any of those problems.” Make sure that you are 
hearing what they’re saying. Ask them the right questions. In my three-day How 
To Grow Your Coaching Biz workshop, I teach my coaches how to ask amazing 
questions to get the right information so the potential client feels comfortable, 
you know what their pain or problem is and you know whether or not you can 
help them.  
 
Thirdly, I think this is the most important point today, allow your potential 
clients to sell themselves into your product or service. Now what I mean by that 
is, a lot of times they are going, “Yeah, I need that” and I hear people continue 
to sell and tell them about all the other things that they have on offer and then 
they go, “No, I don’t need all of that.” Let them talk to themselves with their 
inner voice going, “Yeah, that’s me. I need help with that.” And if they indicate 
to you that they are interested, then have a conversation about that. Don’t 
continually go on about all the other things that you do. If you’ve hit a pain point 
with them and they are interested in talking more about that particular problem 
or pain, stick to that. And then they will just sell themselves into your product. 
You won’t have to do any hard sell if you give them the right information.  
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So there are my three points today. If you don’t like selling, this is all you have 
to do – have genuine conversations. You don’t have to hard sell. Listen to the 
client and make sure you are understanding what their problems are and thirdly, 
let them sell themselves into your product or service. If you think this video 
would be of value to your family, friends or colleagues, please share it out 
because I want to help as many people as I can. If you need help in your coaching 
business, I hope you’ll join me at my three-day workshop called Grow Your 
Coaching Business where I, as I said, share all the questions you need to ask, all 
those conversations and I’ll show you exactly how to sell without ever selling a 
day in your life. If you want to learn about that, please come and join me and I’ll 
see you in the room. I’m Sharon Jurd and I’ll talk to you soon.  
 


