
 

How to Avoid Seven Expensive Mistakes When Marketing Your 
Practice 
For Coaches, Consultants and Trainers 

Mistake 1. Trying to do too much marketing  

One of the biggest mistakes I see many people making is trying to do too many different 
types of marketing activity in the hope that something will work to bring new clients in.  
Sometimes I call this the ‘Spray and Pray’ approach to marketing.  


Often what people don’t know is that the 80:20 rule (or Pareto’s Principle) also applies to 
marketing. This means that typically you will get around 80% of your clients from about 20% 
of your marketing. This then begs the question, what is the 20% of your marketing that is 
going to give you the best results? If you can find the answer to this, then you don’t have to 
be too busy, you can just focus on the 20% that works and over time get even more effective 
at that. 


Market Research 

In March 2020, Sherpa released their latest data on how buyers of executive coaching 
actually found their coach. It shows that by far the most common way that people find their 
coach is through ‘personal references’. 


How do buyers of executive coaching find their coach? 

Referral 	 	 80%

Web search 	 	 8%

Trade association 	 6%

Broker 	 	 4%


Source: Sherpa Coaching, Executive Coaching Survey 2020 


Although the numbers above are specifically for executive coaching, in my experience the 
percentages are similar for all types of coaching, training and consultancy. 




Mistake 2. Not knowing where you add value 

Clients need to gain some understanding of the value you bring before they are going to want 
to buy from you.  To enable this understanding, we need to know how to communicate our 
value and talk about their potential return on investment.


The first step is for you to get clear on the difference you make.  You can do this by looking at 
the value past clients have received.  This will begin to give you a way of talking about your 
value.  It can be very useful to capture this value in the form of a testimonial, here is one of 
mine so you can see how it includes the value.


“I’ve gone from having 3 to 20 coaching clients in the last 12 months.  Winning these new 
clients has made a big difference to my business, just in the last three months alone it has 
added around £30,000 to my turnover.  
With four workshops booked over the year, I am now pretty much at capacity and I’m enjoying 
getting some virtual assistance so that I can focus my time on doing what I love the most."
Alina Addison

Mistake 3. You don’t like marketing and selling 

Most of us don’t enjoy marketing and selling, quite often we feel a sense of resistance 
towards it.

 
How we view selling is important because if we see it as something we don’t like, we won’t 
want to do it. Our mindset around marketing and selling is one of the biggest things that can 
hold us back in our business. It can have a huge impact on whether we want to do something 
or whether we procrastinate and stop ourselves moving forward. 


If getting clients involves any sort of struggle or hard work, this is where there is a potential 
shift for you in terms of mindset. There are ways to make it easier. 


Our mindset, or our state of mind, affects our performance. In sports coaching they pay a lot 
of attention to this, they know how important it is when competing at the highest level for 
example at the Olympic Games. Mindset also impacts us in terms of our business 
performance, it affects whether we are in flow and enjoying ourselves. 


A phrase I’m using more and more which sums this up: “If it’s not fun, it’s not marketing.” 


Mistake 4. Not having the right language to engage clients 

What you are looking for are 2-3 short sentences which get people interested and wanting to 
know more. 

Some of the mistakes people make are introducing yourself by your job title, telling them what 
you do and talking about your services. People don’t tend to buy coaching, training or 
consultancy, but they do buy a solution to problems that they have. 


You can also look at whether you might like to position yourself as the ‘Go-To’ expert in your 
field. What is it you would love to be really well known for? 



When you position yourself as an expert, you can become the ‘Go-To’ person, this turns your 
marketing around 180 degrees so that you have clients pursuing you instead of you pursuing 
them. 


Mistake 5. Finding yourself having to chase and follow up with potential 
clients  

This can make the whole sales process longer and more time consuming. There are a couple 
of things you can do which help: 


1. Have a clear step-by-step process you take potential clients through so that you always 
know the next step you want to take them to and plan accordingly - otherwise you will lose 
opportunities and your sales process will be like a leaky bucket. 


2. Not holding back from talking about money so that you give your potential client the 
opportunity to say yes to working with you. It’s important to know how to convert 
opportunities to a point where they can say “Yes” to working with you. 


Mistake 6. Being too busy 

When we are too busy, for example when we are busily delivering to clients and at the same 
time we are trying to complete other actions in our business or if we are just too busy-minded, 
then often we won’t notice the opportunities that are around us. Sometimes they are right in 
front of us and if we are too busy thinking about something else we don’t see them. 

It helps to understand how the mind works, because then we can find ourselves living in a 
state of flow more often. We experience and become more familiar with what athletes would 
call ‘being in the zone’.

 
This is when we can have sudden flashes of inspiration or insights, that help us to achieve 
what we want to in an easy way. 


If you are getting too busy in your business it can be helpful to simplify your focus by knowing 
that there are essentially only three ways to increase your business income. This helps you to 
cut through some of the marketing overwhelm: 


Key strategies to take your business to the next level 
1. Get more clients - Increase your number of clients. 
When there is a limit on one-to-one time you can create group programmes or offer group or 
team coaching. 


The ‘Sixth Ridler Report’ by Clive Mann in 2016 shows an opportunity for Group Coaching: 
In large organisations, the use of group coaching is expected to increase: 
• 53% of organisations expect to increase their use of group coaching over the next two years 
• Currently only 32% of organisations already use group coaching 


Another example which is a blend of both personal and group work is my own six-month 
marketing programme. It includes a one-to-one Marketing VIP Day and then we work together 



over six months through both group marketing calls and one-to-one sessions. This 
programme has been very popular and people are reporting exciting results. 


2. Increase your prices  
It is important to still demonstrate value, each client pays more for your service.


3. Sell further services to existing clients 

Each client buys more from you. They may work with you for longer continuing to buy the 
same service or buy other services. 


Mistake 7. Thinking that results are all to do with actions 

It’s not just our outer actions, but our inner thinking which makes a huge difference to our 
success in business. This is why I work with people on their mind-set as well as focusing on 
the practical marketing tools.

 
The interesting aspect of this is the link between mindset and action and how the actions we 
do take and those we don’t take in our business come about as a result of our mindset and 
how we see the world. 


Our confidence can have a big impact on the results we get and how attractive we are to 
clients. When we are in a state of flow, or ‘in the zone’ we become highly attractive to both 
clients and opportunities. Best of all this happens easily and effortlessly. Making good money 
becomes a natural by-product of this. 


It is actually by reducing our mental chatter we become more settled and confident in 
ourselves. By being present in the moment, we intuitively know what to do next to help attract 
clients and build our business - and I can help you to do that. 


In my experience, we need to have both an inner and outer approach to being successful in 
our business. However it is the inner approach that can help you the most quickly. 

Lisa’s Bio:  
Lisa Farr specialises in helping coaches and consultants to get more clients and make more 
money. She has over twenty-five years experience in marketing and is a Fellow of the 
Chartered Institute of Marketing, which puts her in the top 3% of marketers worldwide.

She has helped hundreds of coaches to improve their marketing and get more clients. Her 
passion is to support coaches in achieving greater financial success through doing what they 
love.


Marketing Strategy Session 
If you would like to find out what marketing is going to work best for your business,  I offer a 
complimentary 40-minute Marketing Strategy Session. Go to www.lisafarr.co.uk to apply or 
get in touch via the email below.


Lisa Farr - Fellow of the Chartered Institute of Marketing

Inspired Business Academy 
T: 01903 787506   E: lisa@InspiredBusinessAcademy.co.uk   W: www.InspiredBusinessAcademy.co.uk
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