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Marketing & Business Development Strategies for Coaches 
 
Why Marketing & Business Development needs are different for coaches 
 
Most conventional Marketing & Business Development Strategies come from that 
Guru Star mentality –whether it be for a product, program or even 1:1 work.  
They are selling a one fits all type of solution and use many tactics that just don’t 
feel authentic or accurate for coaches.   
People hire coaches because they trust, know, and like them, and they feel they 
can make a significant difference with them.  They feel they understand their 
challenges and desires and have a process to help them get to where they want to 
go.  Coaches have a level of depth and authenticity that is crucial to maintain in 
whatever you do.  Essentially, any marketing or business development strategy’s 
goal is to build trust and credibility.  You must be perceived as trustworthy and 
real, never a persona. Your goal is to attract people who want to be empowered 
because, as a coach, even though we have expertise, we want the client to follow 
their own inner compass and resonance. 
 
Your Marketing Foundation 
 
A Marketing Foundation consists of three things: 1) why people buy from you; 2) 
what you are really selling; and 3) what people are really wanting from you. 

 
As a Coach (or coachsultant), what you are really selling is a path to growth, or the 
opportunity to discover and achieve a deeper connection. People choose to “buy” 
from coaches  because they trust you. What your buyers really want is to be 
empowered to solve a problem, grow, and make the right choices. 
 
Strengths 
• Media usually love Coaches because you are very interesting to interview and 
never have run-of-the-mill or canned in your responses to questions. 
• Highly trusted. 
• Your Ideal Client will be very pleased with your solution, as it finally gives them 
what they’ve been seeking. 
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• You can charge whatever price point you wish, as long as your solution meets or 
exceeds clients’ expectations. 
 

Marketing and Business Development Strategies 
 

These are strategies that have worked very well for the Coaches I have worked 
with, as well as for me and my strategic alliance colleagues.  This isn’t a complete 
list of what can and will work well for coaches, but it is a good starting place for 
brainstorming for your own Strategic Marketing & Business Development plan.   

1. Three tier approach to attracting new clients to you thru a video or 
blog/vlog.   

o FIRST: Free short video (no opt in) that adds value and leaves them 
wanting more (could also do an article or blog but it may not be as 
compelling) 

o SECOND: Opt in on that same page with the free video for something 
free (workbook, longer in-depth video, e-book, recorded interview – 
something that pulls them in deeper) with an opt in which adds them 
to your email list 

o THIRD: Follow up email campaign (or sequence of several) going to a 
Breakthrough/Strategy Session (for 1:1 or higher end program) or 
low cost (under $50) program.    

o Entries to this pipeline could be: 
 Social Media 
 Ads on FB/Instagram/Google/Twitter 
 Promotional partners (to share on SM on your behalf, or 

include in their ezine) 
 Promotion to your list (I would include this in an email that is 

also on the subject of your video).   
 These can also go viral or get a good amount of sharing if the 

content in the video is really useful and eye opening, especially 
since there is no opt in required 

2. Free webinar that has good information and engages people in 
conversation/dialogue.  Always do a free gift offer that is something that 
relates to your topic.  You can also do an offer for a low cost ($100 or less) 
program or for a Breakthrough/Strategy Session (for 1:1 or higher end 
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program).  You can do these webinars live (typically best venue for coaches 
so you can embed interaction, chat functionality, etc, to up engagement), 
have a private page only people opt in have access to, where they can play 
the webinar (at a time that works for them which could be right then), or 
use a program like www.stealthseminar.com or www.webinarjam.com that 
will provide the webinar in an evergreen format and will provide more 
analytics for you to tweak your strategy.   

o Note:  you can offer the higher end programs on Webinars but 
typically coaches get very low conversions for these without having a 
conversation.   You can do a follow up email campaign to engage 
people who got the free gift but didn’t go to the next level. 

o A good strategy is to do these for a Strategic Partner’s list and have it 
be more conversational and/or an interview style.  Make sure it is 
someone who works with the same ideal client who doesn’t compete 
with you but compliments your work. 

o You can also do Social Media posting and Ads on Facebook, 
Instagram, Google or Twitter to drive traffic to the webinar.  
Promotional Partners can be great for these, too. 

o Programs like stealthseminar can give the impression that a video is 
live when it’s not.  I recommend not “pretending” you are live when 
you are not (like encouraging people to type in the chat, or alluding 
in any way that it’s live).  Since people hire coaches they trust, it’s 
important to support the trust you are building in how you do the 
webinar.  Pre-recorded is totally fine if that is the impression you are 
setting.    

3. Another strategy similar to the above, is to be interviewed on a podcast, 
radio show, telesummit, Facebook Live, Google Hangout series that is 
hosted by someone else.  Typically in these scenarios you would only offer 
the free opt in but you could design this with the host to do a Breakthrough 
Session or paid offer if they are open to it (it’s good to offer a revenue 
share to raise their enthusiasm).  Make sure to have an affiliate url so you 
can track how many leads come from these or set up a separate page on 
your website and have them go into a unique list.  (The advantage of 
affiliate links is that they track sales and click throughs which allows you to 
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track the number of click throughs and sales associated.  If you aren’t 
seeing click throughs, it could mean that they are not promoting when you 
thought they would be, as well). 

4. Three prong approach of Blogging/Newsletter/Social Media (I have a 
handout on this in Client Resources). Your blog page should have a free opt-
in and SM and email buttons for people to easily share as well as 
like/connect to you on SM. You should write a newsletter with each blog 
and have them click to “continue to read the article” and have it link to 
your blog page.  Every time you write a blog, share an interesting comment 
that pertains to the blog or even ask a question and provide a link to your 
blog. 

o You can create a campaign for people that join your list which invites 
them to be in dialogue with you.  As an example, you can do an a 
follow up email 10 days later through the auto-responder function on 
your email list that engages them initially. If they respond, you can 
invite them to a Breakthrough/Strategy Session. 

5. Self-hosting a podcast, You Tube Channel, Google Hangout show, or a 
Telesummit is also a way to capitalize on the strength of depth of 
conversation that coaches often bring to the table.  The key with these is to 
make sure you have an accompanying marketing strategy to drive traffic to 
the event, and to your website.  Ultimately, even if they follow you on 
Facebook, Google+ or iTunes, it is much more challenging to engage them 
to the next level if they aren’t included in your overall engagement strategy 
by being on your email list.   

o Personally, I think getting them on your email list is critical to the 
engagement strategy.  If you are doing a podcast or Google hangouts 
series, I would still have a page on your website where people can 
view these there that has a free opt-in that can capture more people 
on your list.  Free opt-ins can include a transcript of the 
podcast/hangout/interview (this is almost always an easy “yes”) or a 
standard free gift.   

o Some experts, like Doug Foresta (podcaster) and Lisa Engles (Google 
Hangouts channel) and Erin Huggins (YouTube Channel) say that if 
you have enough reach/followers, you can sell right from these 
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channels.  Lisa, as an example, usually gets 10-20 people in her $2000 
program just by engaging with them through her Google Hangouts 
show and getting them in the green room afterwards to engage in a 
deeper dialogue. With that said, coaches typically aren’t great at 
selling a higher priced item unless they are in conversation or they 
have really engaged followers.  Typically, you would want to direct 
them to a low cost offer or invite them for a conversation unless you 
have a very engaged audience or are reaching thousands with your 
event/channel.   

6. In person speaking events can work very well forcoaches, especially if you 
can engage the audience in an interactive way (through exercises, Q&A, 
and other means).  I would recommend always making a free offer and an 
offer for a conversation if you are trying to enroll 1:1 clients or selling a 
program (You have to make sure your program is priced in a way that a 
conversation is a good ROI of time/energy).  A key strategy is to use the 
opportunity to get in dialogue with them 1:1. 

7. Center of Influence interviews with people in your niche can be a very 
effective ways to build credibility and relationships and often times you will 
get clients or referrals as a result.  These are research-based interviews and 
I recommend having a specific end goal in mind with your research (such as 
creating a Summary of Findings, Presentation, Article, Whitepaper or e-
book).   

o You can learn all about this in the Leapstart Program (on Client 
Resources page) 

o The key is to have an ongoing engagement strategy with the 
important COIs that you meet, to stay in meaningful dialogues with 
them 

o Creating a Signature Talk after your COI Interviews and inviting all the 
COIs allows you to make a direct offer to your COIs to work with you 
much sooner than you could otherwise.   

8. There are 6 primary ways you can email people that can help garner new 
prospects that is outlined in the handout 6 Email Scripts to Land Clients 
Quickly.  Getting warm introductions is key to your success when you are 
asking someone to introduce you to others, as this builds credibility as well 
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as a willingness to meet with you.  Offering a Breakthrough Session to the 
prospect is a great option to get into the dialogue and much more 
preferable than “getting coffee” which may put you in the zone of talking 
about you, your business and why people should work with you (sales 
mode) rather than client enrollment mode.  The emails in the document 
include: 

1) Your personal network of family, friends, former and current 
colleagues (from work, coaching school, etc.)  
2) Your current and former clients  
3) Prospects with whom you've done Breakthrough Sessions in the past  
4) Prospects who have recently opted in to a free gift/newsletter on 
your website  
5) Attendees to recent webinars or talks  
6) Center of Influences you have interviewed 

9. Similar to above, you can use LinkedIn as a tool to connect to new people in 
all the above categories listed in #8.  If they are an existing connection for 
you, you can look at the people in their network and pinpoint (using the 
search functionality) people in their network you may want to connect 
with.  Then sending them a message (using a slightly modified version of 
the emails in the 6 Email Scripts to Land Clients Quickly document), asking 
for a warm introduction to a specific person or people that they know.  If 
they are a new contact for you on LinkedIn, you want to warm that 
relationship up by engaging them through a message before asking for their 
help.  If you prefer to go directly to people, you can also ask them to 
connect with you sighting that you both are connected to John or Jane Doe 
and you would love to connect with them, and engage them in dialogue.  
(I’m happy to help scope out your approach and the questions you would 
ask to evoke engagement).  Essentially, the warmer the connection, the 
more open people will be to connect and engage with you.   

10. If you have a client who has referred more than 1 client to you, you also 
may want to do a Client Replication Interview.  This is part COI interview 
and part referral conversation.  You want to tell the client that if you had a 
few more people in your practice just like them, you would have the 
perfect business and then ask them questions and brainstorm with them on 
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how to find other people just like them.  Often times you will get referrals 
out of this but also some other really great ideas that they are willing to 
help support getting into action (such as hosting an event for you with their 
colleagues/friends).  I don’t currently have a handout on this but I can walk 
you through this in more detail.  Handout soon to come! 

11. Strategic Alliances are also often a very successful strategy for coaches 
because they also get that connection/collaboration/community value met 
that most of us have.  You can learn about the different type of Strategic 
Alliances in the Savvy Strategic Alliance training.  All 5 types are good fits 
for coaches.  In fact, if done with intention, coaches tend to have very 
fruitful SAs in terms of revenue and longevity because of our depth and 
integrity.  The key is to pick partners that align with the 6 C’s and are as 
committed to creating a win/win as you are.  Coaches also tend to have 
more success with fewer SAs that are multi-faceted, since they like to go 
deep.  Finding 2-3 SAs that are very committed and engaged is a better 
strategy than having a dozen that aren’t as indepth.  

12. Client Events where your clients can bring a guest can be very powerful in 
making strong connections with possible prospects.  Since coaches love 
“deep talk” (vs. small talk), you will want to have the event be intimate 
enough to either have group discussions or some meaningful 1:1 time with 
both clients and prospects.  If it is a more casual event that is more socially 
oriented (a popular type is a wine tasting or an intimate dinner with 10 
people) you will want to have a follow up strategy but make no formal 
offer.  If it is a more formal event like an educational evening or a 
“playshop,” you can make a more formal offer at the end of the event.  The 
key with these events is to have many more clients and a few prospects.  
Your clients will help the prospects that are there to see the great 
relationships and results you get with your clients.  The prospects will want 
to be part of this cool tribe you’ve built.  I usually recommend no less than 
a 6 clients to 1 prospect ratio.  Client events are incredibly useful if you 
have a group (like a mastermind) component with your clients because the 
prospect guests will be able to feel into what it would be like to be part of 
the group.   
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13. A great strategy to keep people moving through your pipeline is to watch 
your click throughs from your emails and newsletters (that you send 
through an email program like Mailerlite or Mailchimp).  If someone has 
clicked through to your Breakthrough Session page, as an example, and 
didn’t sign up for a session, it is a great opportunity to reach out to them 
personally to try to engage them.  Ask them if they have any questions and 
let them know you are happy to meet with them if they change their mind.   

14. Creating Blogs on LinkedIn that are publicly posted and link back to your 
blog page (with your optin on your blog page, as well) is a great strategy to 
establish credibility and gain new followers on your email list as well as new 
connections on LinkedIn that you can then engage further through your 
engagement strategy.   

15. Networking Events can be a great way to make new connections.  The key 
is to be clear, as you are talking to people, what your call to action is and 
what you are really looking for.  Networking can be a solid way to meet 
prospective clients (especially if it is an event for your niche versus a 
networking meeting for coaches or entrepreneurs).  They tend to be even 
better, however, for meeting prospective Center of Influences and Strategic 
Alliances.  Know what you want out of the meeting and the best way to 
engage others is to ask them questions you want to be asked.  Watch the 
guest speaker calls on Networking with Emily Utter if this is a strategy you’d 
like to use.   

16. Live Events are a great way to for coaches to build rapport, establish trust & 
credibility, and pre-enroll clients to work with you.  Typically these are 
longer events (half day to 3 day events) that have some sort of investment 
to be there.  You may also give away some (or one) spots to people that 
apply for a scholarship (and you can hand choose who you want to give a 
free spot(s) to) which is a way to curate the attendees at the event.  If you 
have free and paid spots, you want to make sure that the free spots are 
available to anyone who applies and that is a prominent offer (it can and 
likely will backfire on you if people who pay didn’t know there was an 
option that could have them go for free).  Angella Johnson, our guest 
speaker for March 2018, is an expert on designing live events for coaches 
that result in high level clients.  The key is that you manage your energy 
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since they can take more energy than your 1:1 work; that you make it very 
interactive, and that you focus on the wisdom that you (and your team) 
have that help the transformation for your clients.  Having too many guests 
can take away the focus on your work, so be strategic in your approach.   

 
This list is certainly not the only business development strategies that work well 
for Conversational Truth Guides.  It’s a list of tried and true methods that don’t 
cost much (if anything) to do or have a great ROI if there is a cost involved.  
Depending on your niche and your expertise, there may be other options that will 
be more resonant for you to do.  This is meant as a way to provoke your thinking 
of what is possible! 
 
 

http://www.broadviewcoaching.com/

