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When I first got into coaching, I didn’t have major ambitions. I didn’t think, “Hey, I’m going 
to become a millionaire!” and I didn’t necessarily think it was going to come through 
coaching. I thought if I could just make $35,000 a year as a coach (which is the most I had 
ever made at a job), be my own boss, do what I love, and do something that actually 
matters and makes a difference in people’s lives, it would be great! 

At first I didn’t think it would be difficult to get going in my coaching business, but it turned 
out to be a major challenge. While I did get clients in my very first month as a coach, I also 
did many things wrong. For example, I signed them up month to month at very low fees.  I 
would get some clients, and then I’d lose some clients. I fell behind on my mortgage, 
caught up, fell behind again, and then caught up again.  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I had been working tons of hours trying to figure all this stuff out, but those hours didn’t 
include working with a lot of clients. One day I was taking out the garbage and I remember 
thinking, “Man, maybe I should just get a job again. Maybe I should just get a job as a 
garbage man, then at least I won’t have to think so hard.” I just felt burned out mentally 
and emotionally. Just exhausted. 

I thought, “I’m done. I can’t do this anymore.” I had been struggling with it for almost two 
years. I told my best friend, Sean, “You know what? I think I’m going to quit. I think I’ve got 
to get a job or just do something. Maybe become a garbage man.”  

He was like, “Dude, first of all, you couldn’t handle being a garbage man. Second, you’re 
too good of a coach to quit.” We used to coach each other a lot back in the day. He talked 
me out of it.  

I decided to draw a line in the sand and said, “I’m going to do whatever it takes to make 
this work.” 

I committed to reading a book a week. For 36 weeks straight, I read books on business, 
marketing, and personal growth. I read books by authors such as Wayne Dyer, Don Miguel 
Ruiz, Dan Millman, and Tony Robbins.  

I applied much of what I learned because back then there was nothing to help coaches 
grow their coaching business; it was mostly just general business advice. 

I took all the things I was learning—general principles, general ideas—and applied them to 
my coaching business. Most didn’t work and some I had to tweak.  

Fortunately, much of my reading sparked my creativity and I was able to come up with my 
own ideas for getting clients. 

Eventually, I was able to make more than $35,000 a year in my coaching business. Then 
some other coaches hired me to help them grow their coaching businesses, too. So I 
began to help other coaches get clients. In fact, I was able to help four out of five of those 
first coach clients grow their business to six figures within 18 months. One of them did it in 
72 days.  

That’s when I realized that everything I had learned through trial and error, testing and 
tweaking, and coming up with new ideas, I could share with other coaches and they could 
become successful much faster than I did. 
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About ten years ago I decided to just focus my energy on helping other coaches. 
Coaching has made such a big difference in my life. The reason I even got into coaching 
was because I had hired my own coach and had tremendous success. 

Before I had started my coaching business, I had started a different business that was 
really struggling. I had a job that I hated. I was in a relationship that wasn’t working. I was 
out of shape. I didn’t know what to do. I hired a coach and nine months later I turned it all 
around. I was working for myself full-time. I was out of that job. I was out of that 
relationship. I was back in shape. 

So I realized the power of coaching, and even though I had this other non-coaching 
business, it wasn’t something I was super passionate about. So I began to think that 
maybe I could be a coach. 

At first I thought, “Well, who the hell am I to coach anybody?” but then thought, “You know 
what? I don’t know, but this is what I want to do and I’m just going to go for it.” Little did I 
know how tough it would be, but I have to say it’s been worth the journey. It’s one of the 
greatest things that has ever happened to me in my life. I love coaching. Now I get to help 
other people live their dreams doing what they love and helping coaches change other 
people’s lives. 

Now with over 135,000 coaches on my e-mail list, 135,000 people who have learned 
something from me, being able to give back and the ripple effect of those people and all 
the clients that those coaches coach now, it’s really been one hell of a journey. 

With this special report, I now get to share with you some highly valuable strategies from 
all that I’ve learned.  

I’m going to share with you the hot places to find new high paying clients, what to say to 
magnetically attract them to you, and how to show up so that clients instantly want to 
work with you. 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The Hot Spots 
 

#1 - Networking Events 
One of the hottest places that you can go to find new high paying clients are networking 
events. There are local networking events everywhere—your city’s Chamber of Commerce, 
national networking groups such as Business Networking International (BNI) and Le Tip, 
and many other smaller leads groups and networking groups that you can go to where 
potential clients could be hanging out. 

Most of the people that are hanging out there are business owners, so if you’re a business 
coach, that’s great because that’s a very dense target market. It’s a target-rich 
environment.  

If you’re not a business coach, if you’re a dating coach or a weight loss coach for 
example, there are still people who are going to be there who want to lose weight or meet 
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the right person, you can attract those clients by saying the right words and showing up in 
the right way.  

#2 - In-Person Events 
There are also other types of events.  For example, if you’re a relationship coach, you 
could attend singles mixers, which would be like networking for people who are looking for 
love. Think about some target-rich environments, places where your potential clients hang 
out that you can go to in person. 

Other in-person events you can attend either locally or travel to are seminars and 
workshops. What is it that your potential clients want or need to learn? What workshops or 
seminars do they attend? You could show up at those places and network there. Maybe 
you could even become a guest speaker there. Maybe you could be a sponsor of that 
event. This way you can get in front of your target market live and in person. 

In-Person Places To Network 

Business Coach: 
Chambers of Commerce 
Business Network International (BNI) 
Relationship Building Network (RBN) 
LeTip International 
Kiwanis International 
Lions Clubs International 
Toastmasters International 
Vistage (vistage.com) 
Small Business Expositions 
Speed Networking events 
Service Corps of Retired Executives 
(SCORE) 
Small Business MeetUp.com groups 
Marketing/Business growth seminars 
Glazer Kennedy Insider's Circle (GKIC) 
meetings 
Small business seminars & workshops 

Sales Coach: 
Chambers of Commerce 
Business Network International (BNI) 
Relationship Building Network (RBN) 
LeTip International 
Kiwanis International 
Lions Clubs International 
Toastmasters International 
Small Business Expositions 
Service Corps of Retired Executives 
(SCORE) 
Country/Golf clubs 
Industry specific conferences/events 
Sales MeetUp.com groups 
Sales seminars & workshops 
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Leadership Coach: 
"Executives Network" meetings/events 
Country/Golf clubs 
Industry specific conferences/events 
Toastmasters International 
Vistage (vistage.com) 
Leadership seminars & workshops 

Career Coach: 
Toastmasters International 
Career MeetUp.com groups 
Career fairs 
"Women For Hire" career expos 
Career seminars & workshops 

“Get Hired” Coach: 
Job Fairs 
Career Expos 
"Women for Hire" career expos 
Career MeetUp.com groups 
Job skills seminars & workshops 

Weight Loss Coach: 
Gyms 
Women's Gyms 
Weight Watchers 
Wellness Expos 
Overeaters Anonymous (OA) 
Places of worship 
Weight loss/wellness seminars & 
workshops 

Relationship Coach for Couples: 
Parent Teacher Associations (PTA) 
Places of worship 
Marriage Support MeetUp.com groups 
Relationship seminars & workshops 

Relationship Coach for Single Women: 
Relationship seminars 
Singles mixers 
Speed dating events 
Spas 
Gyms for women 
Groups at places of worship 
Dating & Relationship MeetUp.com groups 
Dating seminars & workshops 

Relationship Coach for Single Men: 
Relationship seminars 
Singles mixers 
Speed dating events 
Sports clubs/gyms 
Groups at places of worship 
Bars/Nightclubs 
Poker Clubs 
Dating & Relationship MeetUp.com groups 
Dating seminars & workshops 

Parenting Coach: 
Parent Teacher Associations (PTA) 
Places of worship 
Kids Expos 
Families Anonymous, Inc. Meetings 
Parenting MeetUp.com groups 
Parenting seminars & workshops 
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#3 - Your Own Events 
You could put on your own workshops, conferences, or seminars. If you get 20, 30, 40 or 
50 people to an event and say the right words and show up the right way, you could 
completely fill up your coaching practice in one talk.   

You could book a conference room in a hotel or your local library. Think about the places 
that your potential clients already frequent. Can you use that space? For example, years 
ago I would host live events at an office center. The office center would have a training 
room and they’d have little offices they rented out to business owners. Business owners 
were already there and the company who had the office space would tell everybody about 
the workshop I was doing at their event. I would tell lots of people about my workshop and 
they would come in and find out more about this office space and potentially rent office 
space. This is what we call a strategic alliance or joint venture partner who can actually fill 
your events for you. 

You could also put flyers for your events on bulletin boards in coffee shops and other local 
venues. You could hand them out at other networking events. You could advertise and 
post about it on Facebook.  

 

Copyright © 2016 Christian Mickelsen and Future Force, Inc. All rights reserved. http://christianmickelsen.com/training                        !8

http://christianmickelsen.com/training


 

#4 - Social Networking Sites  
You can also find target rich-environments on the Internet. You could join Facebook 
groups. There are Facebook groups on virtually any target market. If you’re a weight loss 
coach, there are Facebook groups for that. If you’re a dating coach, there are Facebook 
groups for that. If you’re a business coach, there are Facebook groups for that. 

The trick is, when you’re a part of these groups, you don’t want to be all spammy and 
trying to get, get, get. You want to show up in the space of give, give, give. 

You could also advertise online with Facebook ads, pay-per-click ads, and banner ads on 
websites that your target market visits frequently.  

These are some hot places where potential clients are hanging out, but you can’t just go to 
these places without knowing what to say. 
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What to Say Part 1 

If you don’t know what to say, then you’ll meet people who might be interested in working 
with you, but they’re not going to be drawn to you. They’re not going to know what the 
next step is. They’re not going to know how to interact with you. They’re not going to be 
excited about the possibilities of working with you. You have to be able to say the right 
things. 

Inevitably, you’re going to go to one of these places and people ask you, “So what do you 
do?” You’ll want to say something that compels people to want to know more or to want 
to hire you immediately.  

If you’re a business coach, if somebody says, “Hey, what do you?” you could say, “I’m a 
business growth coach and I help business owners double, triple, and even 10x their 
businesses.” 

If you say something like that to a business owner, what are the chances that they’re going 
to be interested in working with you or wanting to know more about what you do? They’re 
pretty high. If you just said, “I’m a business coach…” you probably won’t get much 
interest.  

However, if you say, “I’m a business growth coach and I help business owners double, 
triple, and 10x their businesses,” now it’s like, “Whoa! Hold on!” You’ve got their attention. 
People will be drawn to you. 

If you’re a dating coach, then what do you say? You’d say something like, “I help women 
find the man they’d like to eventually marry and create the kind of relationship they’d like to 
have together that would last forever.” 

Now, if somebody is a single woman and they hear that and they really want to be in a 
relationship, they’re going to be drawn to you. They’re going to want to know more. “How 
do you do that? Can I get that? Oh, my gosh, I want that.” 

Or let’s say you’re a weight loss coach and somebody asks, “What do you do?” You could 
say something like, “I help people get thin, energized, and healthy and stay that way 
forever.” 

If you said something like that, that’s going to be a lot more compelling than saying, “I’m a 
life coach.” It’s a lot more compelling than just saying, “I’m a weight loss coach,” because 
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you’re talking about the results that people are looking for. When you have the right words, 
people are going to be drawn to you.  

I’ve put together a list of suggestions for what to say for all of the major niche markets for 
coaches. Please feel free to use them or tweak them as needed. 

Business Coach 

I am a business growth coach and I help 
business owners double, triple and 10X 
their businesses. 

Sales Coach 

I am a sales coach and I help sales 
professionals double, triple, and 10X their 
commission checks. 

Career Coach 

I am a career coach and I help people 
discover their dream career, the type of 
work they would most love to do. I help 
them land their dream job and I help them 
climb the corporate ladder faster and 
easier for bigger promotions, bigger 
salaries, and bigger bonuses. 

Leadership Coach 

I am a leadership coach and I help CEOs, 
executives, and managers solve their 
biggest pains, dysfunctions, and key 
challenges and turn their teams into a well-
oiled machine that contributes dramatically 
to the bottom line. 

Weight Loss 

I am a weight loss coach and I help people 
get thin and stay thin forever. 

Dating Coach - Women 

I am a dating coach for women and I help 
women find the man of their dreams and 
help them find the kind of relationship that 
lasts forever. 

Dating Coach - Men 

I am a dating coach for men and I help 
men find lots of attractive women to date, 
have great success with dating, and get 
themselves into the kind of relationship 
they want to be in. 

Relationship Coach - Couples 

I am a relationship coach for couples who 
are struggling and maybe on the verge of 
divorce.  

I help them find the real causes of the 
problems in the relationship, resolve those, 
and get them living happily ever after. 

Parenting Coach 

I help parents turn their child’s bad 
behavior around and get them on track for 
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a healthy, successful life free of crime, 
drugs, and school challenges. 

No Niche 

If you don’t have a niche, I highly 
recommend you get one. But here is what 
to say if you don’t have one yet: 

I help people who want to make big 
changes in their life or who want to achieve 
massive results and I help them break 
down their goals into simple action steps 
that are easy to follow and I keep them on 
track until they’ve achieved the results 
they’re looking for. 

What to Say Part 2 

After you tell them what you do and they say,  

“Really?  How do you do that?”  

You can answer any niche with this response: 

"It depends on the _____________ (Here you insert: person, company, leader, relationship, 
child, or whomever you work with).   

"We look at their goals, the challenges that they are facing, and opportunities they might 
be missing.  We also uncover any hidden problems that may be sabotaging their desired 
results. 

Then we create an action plan and implement it together so that they finally get the results 
they have been looking for but unable to find. And of course, we address challenges that 
come up along the way." 

The best way for me to assess all of this is to have one of my (insert name of your session 
here: "Finally Thin Forever", "Business Breakthrough Strategy", "Find Lasting Love", 
"Harmonious Family Planning") Session, during which we create a crystal clear vision for 
ultimate success, uncover hidden challenges that may be standing in their way, and they 
leave the session feeling renewed, re-energized and inspired to get the results faster and 
easier than ever before (or than they thought possible)." 
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"If you are someone who is looking to (insert appropriate word here: grow your business , 
meet that special someone, find relief with your kids, optimize your health), this might be a 
great place for you to start. 

PAUSE 

"Well, because I am new here, I'd be happy to offer that to you on the house. This is 
something that people normally pay $500 for but I am new to this group and I want to get 
to know people in this community I offer it with my compliments." 

Schedule it right then and there and make someone happy. 
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How to Show Up 

You have to have the places to go, the words to say, and then it’s all about how you show 
up. This last piece is probably the most important of all because if you show up to these 
places and you’re really needy for clients, it doesn’t work. Neediness can come from fear 
of rejection. “Oh, my gosh, please like me, please like me,” or it can come from, “Holy 
crap, I have to pay my mortgage.” 

As I mentioned, in the early days in my coaching business, I was falling behind on my 
mortgage, and then I’d catch up and then I’d fall behind and catch up. I would go to a 
networking event like, “Oh, my God, I hope I find some people here who are interested.” 
So I understand neediness, but it’s important to work through it. 

Needy vs Generous 
Instead of being needy, you want to be generous. If you go to a place where you’re trying 
to get-get-get, people will be repelled from you even if the words are great, even if you’re 
in a target-rich environment.  

On the other hand, if you go into these communities and you’re generous and give advice 
and give support and help people, then you can become a leader within the community. 
Even if it’s not your own community, you can become a leader within the community and 
people will be drawn to you. They’re going to want to know, “How can I work with you?” 

Insecure vs Confident 
One of my clients, Erin, was at a sandwich shop and somebody in line with her was asking 
her, “So, what do you do?” She said some great words and she showed up with 
confidence. The person in line at the sandwich shop said, “I need you. Give me your card.” 
Then the person who owned the sandwich shop overheard the conversation and came up 
to her and said, “Tell me more about what you just said. I think I need your help, too.” So it 
doesn’t really matter where you go if you have the right words to say and if you show up in 
the right way. 
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Another one of my students and clients, Sarah, gave a 20-minute talk to five people. She 
had just gotten hired full-time by another company and was excited to do that, so she was 
in the process of quitting her own business. She did this talk anyway because it was a 
previous commitment. She didn’t make an offer for coaching during the talk, but one of the 
people there followed up with her and said, “What can I do? What do we do next?” 

So she said, “Well, we can do an intro session.” 

So Sarah took this woman through the process I created call Free Sessions that Sell, the 
client sign-up system, and the client signed up. Sarah wasn’t trying to get any new clients, 
so she quoted what she thought was a ridiculously high fee. The most she had ever 
charged before was $1,200 a month. She thought to herself, “If I take on any clients, I 
don’t really have time because I’m working full-time now for someone else.” She decided 
to raise her rates to $3,000 a month and the client signed up at that rate for 12 months 
($36,000/year).  

A week or so later, one of the other five people at that small 20-minute talk Sarah gave, 
also followed up with her and said, “Hey, I need your help. What do we do?” Sarah set her 
up with an intro session and took her through Free Sessions that Sell and signed her up for 
$3,000 a month for $36,000 for the year. 

A while later, Sarah signed up another client. Not from the same pool but someone Sarah 
had an intro session with some time ago who had said no to her lower rate. This person 
also signed up at her new higher $3,000/month rate. 

When you show up the right way—powerfully, confidently, with the intention to give—
people are going to be naturally attracted to you. Honestly, it doesn’t really matter where 
you go. You can get clients anywhere you go if you know the right things to say and you 
show up in the right way.  

If you’re showing up afraid, scared and timid, people are not going to think, “Oh, my gosh, 
that’s the person who can solve my problems.” On the other hand, if you come in and feel 
confident and self-assured, people will be drawn to you like bees to honey for anything 
whether it’s for dating or for business or just for friendship. Confidence makes other people 
feel secure. 

If you’ve ever been in an audience where there was a speaker and the speaker was 
nervous and not doing great, you probably felt very uncomfortable. You felt bad for them 
and it made you feel uncomfortable. On the other hand, if the speaker was confident, you 
probably felt relaxed. When you know you’re in good hands, you feel like you can relax. 
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When you can show up at a networking event or show up online or wherever you show up 
with confidence, people are going to be drawn to you like crazy. 

Distracted vs Present 
Lastly, another way to show up is being present. Sometimes even confident people can 
just be distracted. You get all up in your head, you’re thinking about things. You think, “I 
need to say the right thing.” You’re thinking about the kids and thinking about errands you 
need to run. That is going to keep you from being at your best and really attracting people. 
So instead of being up in your head, you want to be present. 

To summarize, we’ve talked about three key components to finding and getting clients. 
First, it’s important to know the hotspots for finding clients. Among others, these can 
include networking events, your own events, and other events that your target market 
attends. You can also find potential clients online. Second, you need to know what to say. 
I’ve provided you with examples you can use as-is, or tweak to meet your specific needs. 
Finally, you need to show up in the right way. You need to show up confidently, powerfully, 
being present, and with the intention of giving to the person, not receiving. 

I hope you found this helpful. If you did, leave a comment on our website and you could 
win access to my Free Sessions That Sell: The Client Signup System program along with a 
pass to my live event The Instant Miracle Experience. 

And if you haven’t registered for my upcoming web class “3 Simple Steps To Get New 
Clients Every Day”, go here to register: http://christianmickelsen.com/training.  

Remember, people need our help.  
Let’s get people coached.
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