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14 "TOUGH LOVE" CLIENT QUESTIONS THAT GET GREAT RESULTS

Have you ever wondered why your clients sign up to work with
you-but then never actually follow through on what you suggest?

Here's the truth about great coaches: Jrl‘\ey KNOW when it's time to break
out the “’rough love” questions so their clients can get the results +|‘1ey've
wanted for years.

You don't need to know more about nutrition to get great results from your clients
Bow ueed 1o learw hew To apk bet Ter auestions!

Here's why +ough love questions make the difference:

Because no matter what you know, if you can't I‘\e|p your client Figure
out how to change her habits, she won't get the great results you

know that diet and |ifes’ry|e chonge can deliver.

I've been coaching for almost 10 years, and | know that the Jrough
questions | ask are the make it or break it factor for my clients. These
questions have he|ped my clients lose weigh’r, chonge careers, and end
unsupportive re|a+ionships.

I you want to become a better health coach, check out these
powerfu| ‘+oug|1 love’ coacl‘\ing questions that will he|p your client make
a move, and will he|p YOU become a better coach.

All my best,

Juliq
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Qvest v .

On a scale of 1-10, how important is this to you?

When to use it: This question is most impactful before working with a client to
gain an understanding of how committed they are to working with you. You
want fo be sure people say at least a 7, and ideally, they're saying 8, 9, or 10.
You can also use this question halfway through a coaching program to find out if
they are still committed, or if the focus of your work together needs to change. In
this case, you could say, On a sale of 1-10, how important is this to you now? or
"Is this still @ 9 in level of importance?

Quest v L.
W hat will hqppen if you don't change?

When to use it: | use this question at the beginning of my work with clients,
genero”y in the first session or the ‘geHing to know you’ session before we are
oﬁcicio”y Working Jroge’rner. This question ne||os you understand what's ot stake for
the client working with you. The answers might range from “nothing” to "I will get
reo||y sick” or "Il regret it for the rest of my life”.

Questww 2

How will you know?

When to use it: | ask my clients this question when Jrney are JrO||l<ing about success
in broad strokes or aren't creating goo|s that are measurable. For exornp|e, if |
client says, ‘| just want to feel better’, I'll ask: How will you know when you're
Fee|ing better? If Jrney're not sure, you can follow up with, "W hat will be
different? Will the feelings in your body change? Will you think different
thoughts? Something else?”
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Quest v 4.

If you did know the answer, what would it be?

When to use it: This question is a great pattern interrupt when your client is
hoving a hard time answering a question, or says Jrhey don't know. This question
is offen enough fo shake them out of their rut and provide a fresh perspective. A
good follow-up to this question if they still say they don't know is: If you had to

guess, what would you soy?

Quest v 5.

How do you stop yourse|1c?

When to use it: This question is another pattern interrupt when your client tells
you Jrhey just haven't been able to chonge in the past. Their answer will give you
clues info the “Why“ of their resistance - do Jrhey not oc’ruo”y know what to do?
Do Jrhey need more skills? Or is there a belief in the Woy? This question allows
them to start to dismantle the beliefs and habits Jrhey have in p|oce that allow
them to stay stuck.

Questov 6.
WI’\G'I' WOUId you dO I'F YOU knew you COUId no+ 'Fdll?

When to use it: This question he|ps us get fo our client’s deepeer desires. One of
the interesting Jrhings about cooching work is that we often are able to crack
open our client’s deep—he|o| beliefs and blocks, and this question he||os us (omo|
them) understand what it is Jrhey Jrru|y want. A powerfu| alternative is: "W hat
would you do if you knew it was okoy to fail?”
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Questiow 1.
W hat would do for you?

When to use it: This question is the beginning of a series of questions you can
ask that get to the root reason a person wants to work with you. For example,
you migh’r ask “What will |osing weigH do for you?" Answer: it will he||o me fit in
my clothes. "W hat will FiHing in your clothes do for you?” Answer: it will he|p me
feel better about myself. "What will feeling better about yourself do for you?
Answer: It will allow me to stop feeling so bad about myself.

Quest v &:

According to whom?

When to use it: This is another great pattern interrupf, and is especio”y effective
if you suspect your client is ho|o|ing on to beliefs that may not be theirs. Momy of
us accept beliefs as though they are true about redlity. If your client says, Il

never feel gooo| about mysehc until | lose Weithr”, you can ask, “According to
whom?’

Quest v 7.
W hat's that like for you?

When to use it: This is great exp|oro’rory question and one | use often. What's
) impochcu| is that there is no judgmenJr and no assumption on your part when
you ask this question - the client can rec1||y go onywhere from here. This question
IS especia”y useful when you're exp|oring poimcu| Jropics.
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Quest v 10:

Tell me more, or Say more about that.

When to use it: AHhough this is Jrec:hnic:o”y not a question, this is one of the most
useful phroses | use in my cooching practice as I'm getting to know a client and
Working to learn their map of the world. "Tell me more" or "Soy more" about
that is a good way to dig deeper without osking a spechcic question or pointing

the conversation in a direction - rather, this Jrechnique lets the client lead you.

Questow 11
W hat's the decision you'd like to make about that?

W hen to use it: This question is pen(ech as you are wrapping up the conversation
and when you’d like to find out what the client will do about the topic you’ve

discussed. It also provides a great starting point for your next session. |ast

session, you decided that you wanted to XYZ. How did that go?"

Questiew 14
Six months/one year/mcive years from now, what's the
decision you'” wish you had made?

When to use it: This question is useful not just for clients but also for ourselvesl
This question is he|pfu| when we are faced with moking a difficult decision. Even
Jrhough the decision in the moment can feel impossib|e, I've found that when | ask
my clients and even friends and Fomi|y what their future self will wish Jrhey had
done, the answer becomes immedio+e|y clear.
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Quest e, 1.

I'm curious...I'm wondering...

When to use it: These phrases are a great option when you need to transition
topics or you have a hard question ask. They work as ‘softeners’” and can allow
you to ask harder questions without them feeling as intrusive or abrupt.

Quvest o 14:

Can | just check with you about something?

W hen to use it: This is another phrose I'll use as a soﬂener, especio”y when | feel
like a client is ovoiding an answer or if there is more uno|er|ying their initial
response. | often re|y on my intuition when | use this question and 'l ask it | feel
a client is ovoiding an answer or giving conﬂic’ring answers.

trovms Ty

o If you ever get stuck and aren't getting an answer, you can simp|y say, Let
me ask this another way’ and then move onto another question.

e Most of our clients are NOT used to being asked questions like this. Some are
hoppy to p|oy o|ong, and others have a harder time and mithr get confused
or even defensive. Remember to stay |igh’r and open, and release your own
attachment to the outcome. You can o|woys come back to them and say, |
mithr be wrong, but I'm getting the sense that you’re not comfortable. |s that
rigl’ﬁ?" or even just Can | check in with you? W hat's hcppening for you rithr
now?”

° Asking high level cooching questions takes procﬁcel You mithr choose one or
two questions to practice with before you dive in fu”y with these.
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Are you |oo|(ing for a health coach community for when you have
questions, need support, or just want to vent? Come join me and

2200+ health coaches in my free, online community - join us here.

. 'Y .
Hi, I'w} Jujie,
When | first started health coaching, | had no idea what | was
doing. | remember trying every’rhing | could think of to grow my
list and find more clients, and still not being able to make it work.
That's when | added a short group program to my practice, and
everyfhing changed. Since then, I've worked with hundreds of
clients, and now | show health coaches how +hey can sell out
their programs, too.

Connect with me + other health coaches in our online community.
www.juliasarver.com
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