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Hello and welcome! 

My name is Naomi Dunford, and you’re listening to module 5, section 1, 
called “How To Get Your Balls Back.” If you’re listening to this course in 
order, you should have just finished up “Easy Ways To Build Your Catalog”.
 
In this module, we’re going to talk about becoming the expert that people 
trust and hire.  Because if you want people to hire you, you’ve got to get them 
to trust that you truly are the expert who can help them solve their problems.
 
And the first step in that is, to put it bluntly, to get your balls back and stop 
pulling your punches.  Because any time you pull your punches, your 
audience loses a little bit of trust in your expert status, and that is 
a bad path to be walking on. 
 
It’s tempting to just do what every other coach is doing, because then you 
kind of fit in, right?  You don’t rock the boat.  You don’t push harder than 
other coaches do.  You don’t risk offending anyone, and then your sugar-
coated approach to coaching looks just like everyone else’s.  “Hire me,” 
everyone says, “And I’ll help make solving your problem easy, fun, fast and 
cheap!”
 
But that’s not how life works.  Solving problems is rarely easy, often not fun 
at all, and can be a scary process.  It’s generally not fast and it’s almost never 
cheap. Most coaches aren’t willing to communicate that to their audiences, 
for fear of driving them away.
 
Yet that’s exactly what is driving them away.  Your potential clients know 
that change is hard, and scary, and not a whole lot of good times.  That’s why 
they’re looking for a coach in the first place.  If solving their problem was 
easy and fun, they’d do it themselves and spend their coaching 
money on that Hermes scarf they’ve been looking at for a year 
now. Or maybe that’s just me.
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Clients know change is hard, and they are desperate for a coach who has the 
balls to tell them the truth about it.  Because if you’re willing to tell the truth, 
then that means you can be trusted to help them solve their problem. 
 
What your clients want most is to trust that someone will be able to be with 
them and help them navigate the change they know is going to be hard.  If 
you have the stones to tell them that, then they will trust you more than 
anyone on God’s green earth.
 
I have a friend who was looking for a personal trainer, and he asked the 
trainer, “How hard do you have to push me to get me the results I want?”  The 
trainer answered.  “Very, very hard.  You’re going to hate me when you start, 
and love me when you finish.”  Sixty seconds later, that trainer was $4,000 
richer. 
 
I asked the guy at the yoga studio down the street how often I’d have to go 
to start getting in better shape.  I’d checked out a few other places and their 
answers ranged from “Oh, two times a week is plenty” to “Just see what you 
can do and don’t push yourself too hard.”  The guy down the street told me 
“You’ll need to be here six times a week if you want to see any results.”  And 
sixty seconds later, he had my money.
 
Making people warm and fuzzy and telling them things are easy is 
not how you get clients.  Telling clients the truth, even if it’s hard, even 
if it goes against the sugar-coated advice every other coach is telling them – 
that’s what gets clients trusting and hiring you.
 
So let’s talk about what we’ll cover in this module to make sure you’re so 
damned trusted you can’t move for clients.
 
In section two, “Becoming Highly Trusted,” we’re going to be talking about 
how to build a strong sense of personal trustworthiness with your audience.  
This is the section where we’ll talk about things like having the balls to tell 
it like it is so that they not only trust your expertise, they also trust you as a 
person.
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This will be a huge departure from the way most coaches communicate with 
their audiences on blogs and social media sites, and it’s very, very important.  
The social media culture focuses on making people feel warm and fuzzy, and 
being incredibly likeable so maybe people will think you’re cool and share 
your content.
 
The problem with this thinking is that it has nothing to do with becoming 
an expert in your potential client’s minds.  Think of the professionals you 
hire – is it because they have warm and fuzzy blog posts, or is it because they 
unequivocally know their stuff?
 
Clients will hire you when they know in no uncertain terms that you are the 
expert, and one of the most powerful ways to do that is to take a 
stand and be unafraid to tell people how it is, whether it’s easy to 
hear or not. 
 
If you have the balls to tell people that conventional wisdom on X is totally 
wrong, or that working through X problem is hard and scary but totally 
doable, they’re going to start trusting you more than the other coach who says 
the process will be sunshine and unicorns.
 
So in section two we’ll cover how to tell it like it is and gain client’s trust 
without them off.
 
In section three, “Solving Specific Problems,” we’re going to talk about 
drilling down and solving very specific problems for your clients as well as for 
the audience who views your free content, trying to decide if they’re going to 
become your clients.
 
Again, this is a departure from the advice you’ll see in blogging and social 
media realms.  Most coaches’ blog and newsletter content focuses on things 
with titles like “7 Top Tips for Losing Weight” and “How To Start Feeling 
More Confident.” 
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The problem with 7 top tips and content like that is that it doesn’t drill down 
far enough.  If you give me 7 tips on weight loss, you can’t go very deep and 
you’re going to sound like every top tips article in every magazine they’ve 
every read before. Any moron with an Amazon gift card could write that 
content and you know it. So does your client.
 
But get highly specific and it changes the way your audience looks at you.  
Think about it: If you wanted to lose weight, would you hire a coach who had 
content like “7 Ways To Slim Down Over The Summer,” or a coach who had 
content like “How Soon Can I Start Working Out After Giving Birth?” and 
“How To Curb Carb Cravings Between Lunch and Dinner”?
 
Giving vague advice shows potential clients that you know how to rewrite 
magazine articles, just like everyone else.
 
Giving very specific advice, on the other hand, shows that you have more 
in-depth experience and that you’ve helped people with a wide range of very 
specific problems before. 
 
And when you can solve specific problems, you can offer specific 
services that make you look like even more of an expert.  Because 
the  weight-loss coach that offers coaching packages like “Post-Baby Belly 
Toning” or “9-to-5 Craving Control” will always win out over coaches offering 
“Change Your Body” coaching packages.
 
In section four, “Erasing All Doubt”, we’re going to talk about proving YOU 
are the one for them. You’re going to learn how to figure out what your 
potential clients’ doubts are about coaching with you, or the coaching process, 
or whether or not it will work, or whether or not it will work for THEM, and 
we’re going to erase them, one by one. 
 
In section five, “Unchinking Your Armor,” we’re going to talk about finding 
and fixing the weak points in your audience-facing resources, so that there’s 
nothing that your audience sees that could possibly take away from your 
expert status.
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 We’re going to talk about your website, and a few of the often-missed areas 
that make you look weak, or small, or inexperienced. We’re going to talk 
about how you interact with people in social media so you come across as 
powerfully as possible. We’re going to turn you pro, baby. 
 
But for now, for today, all you have to do is get your balls back. You had 
them when you were a kid. When you knew how to ride a two-wheeler and 
your friend still had training wheels on, you had no qualms whatsoever telling 
her what she was doing wrong, and how to do it right.

Now you do it for a living. So do it. 
 
Thank you so much for listening. My name is Naomi Dunford, and you’ve 
been listening to module five, section one, called “How To Get Your Balls 
Back.” If you’re listening to this course in order, your next section is 
“Becoming Highly Trusted”. I’ll talk to you very soon.


