
 

 

How to Get Clients to Say Yes 
 
 
 
Hi, I’m Sharon Jurd and welcome to my Biz Blitz video. Today, I want to talk about 

“How do you get potential clients to actually say yes?” I mean, not just yes 

every now and then, I mean yes every time. 

 

I’ve got some little tips for you today. One, give them your story. People want 

to know why you’re doing this, why you’re selling this product, why you’re 

selling this service, what got you into this industry, why you think it would help 

them. They want to know your journey around how you got into doing what 

you’re doing, why you’re still doing it, and how you’ve helped other people.  

 

Make sure that you’re not just talking about the product all the time, but your 

involvement in the product. People buy from people, so they want to come 

along on your journey and go, “Yeah, that’s like me. I have that problem too. I 

can relate to that.” The second thing is, “What’s in it for me?” I’m not talking 

about me. I’m talking about them. What’s in it for them? 

 

Sometimes we get so caught up in saying how good we are as a coach, or a 

speaker, or a health provider, a practitioner. “I can do this, I can do that, I can 

fix this, I can change that.” It’s not really about them. Take a step back and really 

listen to their pain, or their challenge, or their struggles. Really relate to them 

how you can help them overcome some of those things.  Really turn the tables 

on, rather than how good you are, actually how good they could become.  
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The third thing is, don’t be Mr. Desperado or Miss Desperado. Potential clients 

can smell desperation a 100 miles away. What I want you to do is to make sure 

you hold your posture or your poise and be professional about what you’re 

doing.  

 

Sometimes, someone might go, “I wouldn’t mind working with you.” I’ve seen 

people go, “Oh, really?! You actually want to work with me?!” And the client’s 

going, “Okay, this seems like it’s abnormal.” So, don’t be that. Say, “Great. I’d 

love to help you overcome your challenges,” and so forth. 

 

Talk about what you can achieve together in the appropriate space. If you’re a 

speaker and you’ve come off the stage, and someone comes to the back of the 

room and says to you, “I’d like to talk to you about one-on-one coaching.” That’s 

not the place to talk about one-on-one coaching. Arrange to meet up with them 

later on a virtual hookup or the like to make sure that you’re in the right 

environment to talk about one-on-one coaching.  

 

At the back of the room, I see a lot of speakers come off the stage, and someone 

says to them, “I’d like to work with you further.” And they go, “Oh yeah, I can do 

this, and I can do that, and we can do this. Oh yeah, I can fix that.” And the 

desperation comes out. 

 

What you want to do is hold your poise, hold your posture, and arrange another 

time to talk to them that is more appropriate.  



 

 

How to Get Clients to Say Yes 
 

 

There’s my tips today. One, tell your story. Why you’re doing this, why you’re 

here, what’s in it for me (which is them). What’s in it for them and really connect 

with their challenges. And thirdly, don’t show your desperation. Really have 

those conversations in the appropriate manner.  

 

I hope this video has been of value today. If it has, please share it with your 

friends, your family, and your colleagues because I want to help as many people 

as I can, and I need your help to do that. 

 

I’m Sharon Jurd and we’ll talk soon. 

 


