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[Tip of the day: Wednesday January 18th]

Whenever clients lose weight, lower body fat, drop inches it feels SO COMPELLING to hug 
them, to congratulate, to lavish praise.

However, I try to AVOID this. (Although it’s hard sometimes).

Mostly because weight loss is a “fickle mistress”.

Weight fluctuates. It goes up, it goes down. And, eventually, when you reach your goal 
weight, it shouldn’t change at all.

So I try to fight back the urge to make a big deal about weight loss or outcome goals that 
are out of people’s control.

This associates “losing weight” and “a job well done”.

Instead, I try to praise behaviors, effort, etc. For example...

Client: I’m down XX pounds!

Coach: High fives. Tell me which behaviors you’re most proud of.

Client: X, Y

Coach: So happy X and Y working for you. You’re really mastering these fundamentals! I 
can’t wait to explore some new practices to work on once you feel super confident in these.

With this you make it about the process, not the outcome. Plus you learn what makes your 
client tick, what they’re proud of. And you can leverage that as you proceed.

John Berardi
January 18th, 2017

Praise behaviors, not results.
How to keep people motivated
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Exercise Coaching Tip of the Moment: Change the System, not the Symptom

For a little over a year, early in my time in the military, I had to wake up at 3:00 a.m. This was 
to walk to the special programs physical training (P.T.) workout that started at 3:45 on the 
other side of the base.

My routine was robotic. I’d be out of bed quickly to silence my alarm because I had 
roommates who weren’t involved in special programs and didn’t start their day for another 
five hours. I’d put contacts in (I didn’t get eye surgery until several years later), get dressed, 
drink a tiny amount of whey protein or a recovery powder, grab a small pack with a towel 
and goggles and be out the door by 3:14.

At 3:20 I was down five flights of stairs and waiting under a streetlight in front of my 
barracks for a friend. By 3:35 I was checked in, standing in line with my boat crew and 
waiting for the doors to open for about two hours of training.

There was no wiggle-room in this routine. An extra five minutes in bed would mean that my 
friend would fall behind schedule for the handful of minutes he might wait for me and that 
we would both be too late to get checked into our boat crews before the doors opened 
unless we ran the whole way.

The main weak point in this process was simply getting out of bed. In the middle of winter in 
Chicago with wind beating snow against the window at three a.m. there’s not much I would 
have rather done than stay warm in my bed a few moments longer before trudging through a 
snowstorm in ridiculous UDT shorts and a hoodie to get in a pool and try not to drown.

My solution to make sure I was always on time had nothing to do with an inordinate amount 
of willpower. I simply put my alarm clock on a shelf on the other side of the room. When it 
went off, I had to get completely out of bed to shut it off, and I had to do it quickly in order 
to not be a complete a**hole to my roommates. Staying in bed longer wasn’t an option.

We all make grandiose plans for our future selves. “On Monday, I’m going to start learning 
a new language, working out early every morning and eating better. I’ll go to that butcher 
shop and get grass fed beef for dinner along with my kale and blueberries. I’ll watch 
nothing but independent films and documentaries on tv and only do that after I’ve re-
shingled the roof.”

Craig Weller
August 1, 2017

Change the system, not the symptom.
How to keep people motivated
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The thing is, we never actually meet our future selves, and they’ll never get around to any 
of the tasks we assign to them because when that projected future time rolls around it’s our 
experiencing selves who take charge. And the last time they faced the idea of all that stuff 
that required willpower our current selves just dumped it on that other guy in the future.

Jonathan Pope, the lead link of PN’s men’s coaching program, keeps himself aware of this 
concept by referring to his credit card as “Future Jon.” He’ll say things like, “Don’t worry, 
Future Jon will pay for this.”

David Mcraney provides another good example of our poor forecasting abilities: You may 
have a Netflix queue with dozens of great films that you keep telling yourself you should 
watch sometime, but when the moment comes to choose something you end up watching 
Jim Carrey get the suitcase to Aspen.

It’s extremely easy to hit the snooze button or lay in bed an extra few minutes too long, but 
that’s not likely to be remedied by just convincing yourself that tomorrow will be different. 
Staying in bed is a symptom of the system as a whole; a byproduct. By changing that system 
so that it’s no longer easy to stay in bed or hit the snooze alarm, it becomes a non-issue.

Take this into account when working with your clients to make plans, especially when 
those plans involve a deviation from their normal habits or doing something that requires 
finite willpower.

Think of a drop of water. You want it to get from point A to point B. You’re not going to 
expect the water to get there because that’s what’s good for it. You expect it to get there 
because that’s where gravity will take it, and if that environment were to change, so would 
the path of the water.

We’re not as different from that drop of water as you may like to think. Our actual control 
over our future actions is limited. What can be controlled, however, is what you do right now 
to shape your future environment so that the path of least resistance is the one you actually 
want yourself to take.

If your clients are struggling to consistently make it to the gym, “just try harder” isn’t likely 
to change that, at least for long. Instead, help them tweak the systems of their lives so that 
getting a workout in becomes the easy way through.

Change the system, not the symptom. (continued)

How to keep people motivated
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Exercise Coaching Tip of the Moment - You can’t change a behavior consistently until you 
can not be stressed out consistently.

By now in your journey as a Pro Coach you’ve probably had some version of this 
conversation:

Client – “I was doing great with my workouts but then this thing happened and I got 
stressed out/overwhelmed/too busy and I stopped working out. A month ago.”

Pro Coach – “Remember when we talked about this and you said that working out was 
really important to you and it was a big change you want to make in your life? You joined a 
gym, you blocked out time in your schedule, you found a program that worked for you…”

Client – “Right. It’s really important to me. Also I’m not doing it. Because busy. Much 
overwhelm. So stress.”

Neurobiology research has some interesting findings on this kind of thing.

Papers on a model known as SIDI (Stress-Induced Deliberation to Intuition) describe two 
decision-making pathways in the brain.

The first one is the goal-directed system that focuses on actions and outcomes.

This part of your mind gets the relationship between eating broccoli for dinner instead of 
french fries, connects it with your long-term goal of losing weight, and takes the action of 
choosing broccoli. The first part is consideration of the goal, the second part is the action. 
It’s all glued together by the outcome produced by that action that moves you toward your 
goal.

The second pathway is the habitual system that learns stimulus-response associations 
and *doesn’t* connect them with long-term outcomes. This pathway doesn’t start with 
knowledge of a goal somewhere in the future; it starts with a stimulus in the present 
moment, like “I’m hungry.” The next step is the habitual response - “French fries are 
delicious and make me not hungry!” And that’s where it stops.

The interesting thing here is that when you’re locked into this habitual stimulus-response 
mode of behavior, you stop connecting outcomes to responses. Your brain, in the moment, 

Craig Weller
October 18, 2017

Address stress levels first.
How to keep people motivated
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doesn’t link choosing french fries for dinner and gaining weight, even if you’re increasingly 
troubled by your weight gain. You’ll keep doing the thing that sabotages your long-term 
goals, and you’ll feel powerless to stop it.

What makes our brains shift from goal-directed behavior (I do this, I lose weight) to habitual 
behavior (me hungry, me eat french fries)?

*Stress.*

Research has found that people are biased towards habitual behavior when they’re under 
stress. They can be shifted back towards goal-focused decision making if they’re given 
drugs that block the actions of stress hormones in the brain.

Stress literally changes the parts of your brain involved in decision making.

What does this mean for someone who does well with workouts when everything is going 
smoothly but diverts back to Netflix and Blerch as soon as life piles up in a series of rush 
hour commutes, mortgage payments and vomiting children?

You’re not likely to break that cycle by reminding them how important working out is to 
their health, their happiness or their other long-term goals. They already know that. The old 
behavior persists anyway.

When we’re in stress monkey mode, our brain just doesn’t connect those goals to our 
reflexive behavior. The prefrontal cortex – the part of our brain that manages things like 
long-term goals and the inhibition of impulses – gets drowned out of the conversation.

In many cases, it’s not about the goal. The leverage point – the monkey wrench in the 
gears of the system – is chronic stress. It makes the goal irrelevant.

Once you can clear that stress away and help your client out of their anxiety, you’ll have 
a clear path forward. They’ll have a brain that’s capable of running decisions through the 
goal-oriented pathway instead of the habitual response pathway.

(If they can do that long enough, the goal-oriented behaviors will shape the habitual 
behaviors and they’ll change what they do even when they’re not thinking about it)

Until that happens, it’s not about the workouts. Rearranging sets and reps and exercises 
won’t matter.

They won’t be able to do squats consistently until they’re able to not be stressed out 
consistently. Address the anxiety first.

Address stress levels first.  (continued)

How to keep people motivated
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Coaching tip of the day: Separate the person from the problem.

Once you’ve read this, HIT REPLY and tell me: What techniques are you using?

- - - - -

People will often come to you mixing up themselves as people with any problems they are 
dealing with, e.g.

“I’m a sugar addict.”

“I’m a crappy parent.”

“I’m a failure.”

Notice the grammatical construction: I AM a thing. I AM a label.

But what if we reworded this a little?

“It sounds like you struggle with sugar.”

“You’re having difficulty parenting.”

“You’ve had a few setbacks.”

Now the problem is something you HAVE, not something you ARE.

Or even:

“Sugar has been bugging you lately.”

“’Bad parent’ is a familiar script that your brain likes to play out.”

“You’re noticing that part of you wants to label this as ‘failure’.”

Now the problem isn’t just something you HAVE, it’s become almost a sentient entity that is 
almost completely different from “you”.

Once you un-stick the problem from the person, you can work with it more effectively.

How much distance can you put between the person and the problem?

One of my favourites: “So the resistance voice is telling you...”

Again, what are YOUR techniques for doing this?

Krista Scott-Dixon
January 17, 2017

Separate the person from the problem.
How to support people through setbacks
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Exercise Coaching Tip of the Moment - Knowing vs. Doing

I was talking to a client this morning who realized that he already “knows” most of what’s in 
his program. He just struggles to consistently do any of it.

He knows how to move well in the gym, he understands the benefits, and he can even 
write good programs himself (he’s a coach). But week after week, he’s not working out.

In research on skill development, this is known as the difference between declarative 
knowledge and procedural behavior.

As many of you know, this is the gap that we’re generally trying to bridge with PN coaching.

I shared an analogy with him to help make these concepts more clear, from something I 
wrote last spring:

Behavior is the end result that we’re after, and is the only way knowledge can be practically 
useful. That behavior cannot develop without first having knowledge to inform it, but most 
people stop at the knowledge part and feel like they’re done - as if behavior magically 
follows knowledge.

As an analogy, I’ve got a bunch of seeds on my counter right now for herbs and vegetables. 
The seeds are, in a way, all I need to make those herbs and veggies appear in my garden.

But I shouldn’t be surprised if my pile of seed packets doesn’t produce a garden full of 
plants if I never bother to put them in the soil and water them from time to time.

Buying more seeds won’t fix that situation.

This is how we end up with people who know so much yet do so little with it.

They’ve got a pile of seeds, but they’ve never taken the time to plant them and tend to 
them. Instead, they go shopping for more seeds.

These people often express confusion or frustration when their knowledge has yet to 
bring them to their desired state (say a person who knows a lot about nutrition but is still 
overweight and all their feelings feel like hungry) and inaccurately believe that the issue will 
be resolved with the acquisition of more knowledge.

Craig Weller
September 21, 2017

Help them turn knowledge into action.
How to support people through setbacks
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So rather than working on more consistently doing the things they already know, they 
spend their time searching for the magic piece of knowledge that must be holding them 
back. And off they go to read more blogs and try new magic diets.

For two great strategies that will help you bridge this gap, check out:

https://www.precisionnutrition.com/know-what-im-doing

Help them turn knowledge into action. (continued)

How to support people through setbacks
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TODAY’S COACHING TIP: The re-frame.

We talk about this one more in Level 2.

Part of the job of a coach is to *help clients see things differently*.

Now, re-framing doesn’t mean “convincing” or telling clients their view is wrong.

It means continuously noticing alternatives and inspiring other perspectives to emerge.

It means introducing other stories and inviting the client to choose the more appealing one.

It means calling the clients’ attention to the fact that their perspective is a story (rather than 
objective reality).

It’s more like a re-direction of attention. Hey! Look over here!

• “That’s one way to look at it. Another way you could think about this is...”

• “Some folks use this type of situation as an opportunity to...”

• “You could tell that story about this, yes. A story that comes to mind for me, though, is...”

• “I know this seems like a setback, but you know what’s cool about this? You actually 
stayed focused on Priority X!”

Here’s the note I sent out to my clients who are starting on Jan 2.

I re-frame the standard process of New Year’s Resolutions, and invite them to enjoy the 
relief of NOT setting strict “rules” or epic projects for themselves.

I suggest that small, slow, and steady is a pleasant alternative.

(I also a tuck a reminder in there that the program starts Jan 2.)

(Note: It’s been KSD-ized, so this style of informal message is not for everyone. :) )

Krista Scott-Dixon
January 1, 2017

When things look bleak, re-frame.
How to support people through setbacks
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- - - - - - -

Subject: F*** resolutions. Have fun today.

Message:

Hey folks,

Just wanted to send you all a quick note as we drop-kick 2016 out the door.

I’m looking forward to all of you starting your first lessons and habits on Monday Jan 2.

But you know what I’m looking forward to more?

NOT making epic, all-or-nothing, I-hate-myself-gonna-change-EVERYTHING-RIGHT-NOW 
New Year’s Resolutions.

Knowing that nobody is going to wake up at 4 am on Jan 1 for a breakfast of kale juice 
before doing a 20 mile run because punishment, shame, and detox.

This weekend, enjoy yourselves.

Be as mindful as you can.

Check in with yourself.

Ask yourself how you’re feeling. Be curious and gentle.

Ask yourself what you would truly, genuinely enjoy.

(For me, it’s going to bed early on New Year’s Eve. I’m too damn old to freeze my butt off 
waiting 3 hours for a cab. Also get off my lawn!!!)

Be excellent to yourself.

We will start slow, small, and steady on Monday.

Sayonara 2016! 

Coach KSD

When things look bleak, re-frame. (continued)

How to support people through setbacks
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COACHING TIP OF THE DAY: It’s complicated. AND it’s simple.

Want to see something I’m working on? http://bit.ly/2lKr3mN

That’s one signalling pathway for a few biological processes. If there are variations at any 
one of those green boxes (in other words, if you have any genetic variation, which you 
probably do), it can affect the rest of the flowchart.

Clients’ lives are kind of like this. Complex.

And obviously clients’ bodies are definitely like this.

As a coach, you have to look at things with “two brains”:

- - - -

1. Recognizing, respecting, and understanding complexity.

AND AT THE SAME TIME...

2. Helping simplify, clarify, and prioritize. Looking to find the ONE thing clients need to 
know, focus on, or do right now.

- - - -

You might even map this complexity out with a client on a whiteboard or piece of paper, or 
with post-it notes.

“Before we settle on a next step, let’s look at all the moving parts and get a sense of them.”

Capturing this complexity can be helpful. (As a client told me yesterday, “When I wrote it all 
out into a big list, it seemed like a lot... but also not so bad really.”)

You can use complexity to encourage compassion and strengths.

“Wow, there’s a lot on your plate here. No wonder you’re having trouble recovering from 
workouts!”

“How do you manage all of this? You must have some great time management skills!”

Krista Scott-Dixon
March 10, 2017

Keep it simple.
How to support people through setbacks
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But always end simple.

“OK, looking at this, there’s a lot here, right? Let’s not get overwhelmed. I have some ideas 
for which thing we might start with. Is there one thing in particular that jumps out at you?”

“Let’s not worry about this other stuff right now; we can get to it later. It strikes me that for 
you, THIS factor is the crucial one. What do you think?”

- - - -

Remember that clients don’t need “experts” to show that they know every step in the MAPK 
signalling pathway.

They need COACHES to help them find a way through.

Keep it simple. (continued)

How to support people through setbacks
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Coaching tip of the day: Sometimes you gotta keep it real.

After you read this, hit “reply” and share any recent “keepin it real” talks you’ve had with 
clients.

What did you say, and how?

- - - -

When you grow up, you realize that being an adult means confronting truths that are often 
unpalatable.

For instance: There is no Santa Claus, some people are just poopyheads, and you don’t 
always get whatever you want.

In some ways, many of our clients still live in “child world” of magical thinking about fitness 
and nutrition.

Not because they’re bad, but because they don’t know enough about the facts, or have 
never had someone help them set realistic expectations.

Or because, like most of us humans, we WANT things to be different, damn it.

We WANT to believe in “superfoods curing cancer” and the magic combination of macros 
or sets and reps.

Or like one of my clients recently said, “I don’t get it. This weight SHOULD be falling off 
me!”

One of your jobs as a coach is to gently bring your clients from child-world of magical 
thinking into adult-world of reality and evidence.

- - - -

Whenever I hear a “should” from a client, I ask myself:

Is it time for a reality bomb? Is it time for the cold, hard, facts?

Now, of course, we must choose carefully when to douse our clients with the ice bucket 
challenge of reality.

Here is a template I use.

1. Assess whether the client is in a place to hear this.

Are they emotionally vulnerable and expressing something that you should simply treat as 
“real” for the purpose of empathy?

Krista Scott-Dixon
March 16, 2017

(Gently) give them the reality bomb.
How to have difficult conversations
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For example:

Client: “My goldfish died and I’m so sad right now!” ←NOT A GOOD TIME TO TALK ABOUT 
HOW ALL OF US MUST CONFRONT DEATH

Client: “I guess I’m just looking for a more realistic plan here... I feel like I should X, but Y is 
happening.” ←GREAT, TIME TO GO THERE.

2. Ask for permission.

You: “I have some reflections on your situation, though some of them might be a little 
difficult to think about. Would it be OK if I shared them anyway?”

3. Keep it factual, clear, and simple.

“So there’s a thing called energy balance. That just means energy in from food, and energy 
out from metabolism and activity. Like this seesaw I’m drawing on the whiteboard here. 
So if energy in is less than energy out, we lose weight. And if the reverse is true, we gain 
weight. [drawing] ...Since you want to gain mass, we have to look at how to help you get 
more energy in, in the form of food.”

“You’ve done a great job of losing the fat you want to lose, and doing a great job of 
maintenance. Now, you want to go further, and that will mean changing the game rules. 
What worked for you to get here might not work to get there.”

“As we age, the repair process in our bodies slows down. This means we don’t heal as well 
as we used to, and we have to think differently about our exercise programming.”

4. Make it OK to find reality difficult.

“Now, I know that’s hard to think about. You might not want to think about having to eat 
more / eat less, or be more active, or change XYZ at this point. It’s kind of a difficult truth to 
hear, sometimes.”

“As you can see, there are trade-offs either way here. Which sucks, I know.”

5. Offer the possibility of non-change and taking time to process.

“Right now, you may not want to make a decision about how to move forward, given this 
new information. That’s OK. Take your time to think about it. You might decide you do want 
to stay at maintenance after all, and that’s perfectly fine.”

6. Check in with how the client has received and understood the information.

“How does all that sit with you?”

“Did that make sense? Do you have questions?”

“After hearing that, what are you thinking?”

“Can you tell me how you’ve understood that? What thoughts are coming up for you?”

(Gently) give them the reality bomb. (continued)

How to have difficult conversations

https://www.precisionnutrition.com/nutrition-certification-level-1-presale-list


Learn more about the Precision Nutrition Certification

 Page 15

[Tip of the day: Tuesday March 7th]

Change is an uncomfortable process, always.

You leave what you know (habits, lifestyle, environment) and, by trying something new, take 
a tentative step into an unknown and uncertain place.

So the first thing most people do is try to resolve that tension, try to make it “certain” again.

One common way of doing that? By asking all kinds of frenzied questions and working 
themselves into a panic:

In fitness and nutrition coaching this can come up as:

• “What about this supplement, or that?”

• “What do you think about this theory / guru / article I read / study that was published?”

• “What about when (unforeseeable future event) happens — what do I do then?”

• “What about (rare, irrelevant and highly unlikely situation) — what do I do in that case?”

In PN Coaching, we call these “wondering & worrying” questions.

These kinds of questions, although well-intentioned, don’t reduce anxiety at all.

In fact, they do the exact opposite, whipping people into a froth of nail-biting, distracting 
them from the only two questions that matter:

• What should I do today?

• How do I do that?

The first question is asking for the next step, the “right now.” That’s the only thing you 
should concern yourself with, because it’s the only thing you can control.

The second question is asking for clarification and instruction, so that you can do what you 
need to do properly.

Those are two kinds of questions we lead our clients toward because they’re the only kind 
that lead to calm, focused action.

John Berardi
March 7, 2017

Ask the two questions that matter.
How to have difficult conversations
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++

So, today, consider the consequences of you slipping into “guru mode” and getting 
dragged into the unquenchable orgy of wondering and worrying...

...answering any and all questions that come at you -- demonstrating how smart, educated, 
and prepared you are -- regardless of whether those answers help or hurt your client.

Then consider how you might deal with “wondering and worrying” next time it’s presented 
to you.

How might you gently nudge a client back on track?

++

As a “not-so-on-the-side” aside, today’s tip isn’t just relevant to your clients if you know 
what I’m sayin’.

So next time you find YOURSELF *really* having to know something about marketing or 
continuing education or ProCoach or training theory itself take a second and think:

• “Am I focused on what to do right now?”

• “Or is this just wondering and worrying?”

If it’s the latter, get right back to:

• What’s important today?

• How do I do that?

Ask the two questions that matter. (continued)

How to have difficult conversations
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Coaching tip of the day: Draw on your own experience.

THANK YOU to the folks who so courageously shared their stories of “creative 
hopelessness” from yesterday’s post.

I was blown away by your honesty, realness, and truly challenging struggles.

It’s wonderful that you feel safe enough here with us and your other ProCoaches to share 
such difficult and raw things.

I’ve summarized your responses below.

Today, think about how your own painful experiences might shine some light for others — 
what you learned, what you continue to learn, what you might offer to your clients in their 
own hours of need and dark nights of the soul.

When clients are sad, think about your own sadness and how you felt.

When clients are lost, think about your own lost-ness and how you felt.

And so on.

Even if your experiences aren’t *exactly* the same, remember HOW IT FELT to be lost. And 
go from there.

- - - - - - -

HOW DID YOUR SITUATION FEEL?

Crushing.

Self-doubt.

Just about sapped every last bit of strength.

Felt useless for the first time in my life and really didn’t know what to do our where to go.

I had no idea what to do.

I had seen the man in the mirror, and I didn’t like what I see.

I was traumatized.

I questioned myself in everything I did, and I got very intimidated.

WHAT DID PEOPLE DO THAT HELPED?

Krista Scott-Dixon
March 16, 2017

Draw on your own experience.
How to have difficult conversations
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Kept giving me a hug when I was down.

Reminded me of what I had already done, and that it would get better.

Someone acknowledged that where I was a difficult place, and reminded me of the bigger 
picture.

Knowing that I was not alone and was understood was important.

I do believe that involving other people in our journey’s is important, but also sometimes we 
just need to take some “me” time and really figure ourselves out.

Gave me a totally new concept that might be worth considering.

Gave me a gym membership.

Had suffered from the same thing so despite not finding the words on occasions, knew 
exactly how to comfort me.

Listened, helped me think and organize my thoughts, then, eventually said, “Why are you 
still in this place? Why don’t you do something about it?”

Supported me no matter what. Even if I made a wrong choice.

Role model who managed everything with courage and grace.

LESSON LEARNED

Take the support offered to me by the ones around me.

I realized that it is ok to land on my ass, because from there... I got onto my knees, crawled, 
stood up and F***** sprinted like a champ again!

Put one foot in front of the other and do the small things that need to get done, one step at 
a time.

It’s given me a profound ability to accept every human being just as they are, while 
practicing non-judgement most often.

Small steps, small victories.

Using mantras such as, “Today is the only day I can control”.

Silence the “inner critic” who sought to sabotage any efforts.

Disrupt patterns that cause me to fall back into a negative behavior loop.

It’s granted me the belief that ANYONE can change! There is no doubt with the right tools, 
support system, and mindset everyone can become of value to themselves and others.

Draw on your own experience. (continued)

How to have difficult conversations
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Coaching tip of the day: Control.

Often, our clients are distressed because they’re not controlling things properly.

Maybe they’re trying to exert control in an uncontrollable situation.

For example, maybe they’re trying desperately to lose fat when they actually have a thyroid 
problem that is (currently) beyond their control, or trying to change features that are actually 
part of their physical structure (such as a wider pelvis or shorter muscle attachments).

Maybe the behaviors that used to make them feel in control don’t do so any more.

For instance, controlling their eating through counting calories used to work, until it made 
them feel deprived, at which point they binged and rebelled.

Maybe they’re missing places where they COULD have control, such as particular 
behaviors, choices, or mindset.

Listen for stories and scripts of control as you explore the issue with your client.

Much of your work will involve helping them identify:

• What they’ve tried to control.

• What has actually worked (especially long-term).

• What is actually in — or out of — their control.

• What they’ll need to let go.

You can use this little “sphere of control” diagram if you 
like, or simply ask clients, “Right now, what is actually 
within your control, and what is not?”

Krista Scott-Dixon
February 15, 2017

Know what to control.
How to have difficult conversations
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COACHING TIP OF THE DAY: Sometimes, just being there is powerful.

Here’s a message I got from a client who (like many of our clients) has had lots of ups and 
downs in her life.

Because of this, she’s found it hard to stick with the program (also like many clients).

As a coach, it’s our job to accept where clients are at, to be compassionate, and to be 
curious.

If we consistently demonstrate these qualities for our clients, that alone is very powerful.

Where else does that happen in most people’s lives? Not very much.

(Ask yourself: Who listens to YOU with full engagement, without judgement? Who 
consistently gives a crap whether YOU are doing OK? Rare and special, right?)

At times I wouldn’t hear from this client for weeks.

I’d simply boop her once a week or so, just saying hi and letting her know I was there if she 
wanted.

Don’t under-estimate the power of your presence.

Krista Scott-Dixon
September 18, 2017

Know that sometimes, just being there is powerful.
How to have difficult conversations
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Coaching tip of the day: Say thank you.

When a client discloses something big: “Thank you 
for trusting me with this. I appreciate that it might 
have taken a lot of courage to share that.”

When you get feedback: “Thank you for being so 
honest with me.” (And mean it. Honesty is a gift.)

When you end a session: “Thank you for taking the 
time to come in today. I know you are busy.”

When you meet a client prospect: “Thank you for 
checking us out. I hope we’ll see you back here.”

When a client is struggling but tells you about it: “Thank you for letting me know. I really 
appreciate you sharing with me what’s going on with you right now.”

You get the idea.

Be grateful for what happens, and what gifts you receive, even if they don’t look like gifts 
right away.

Hit reply and tell me how you are going to say THANK YOU.

Krista Scott-Dixon
January 29, 2017

Say ‘thank you’.
How to have difficult conversations
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[Tip of the day: Sun Jan 15th]

Any time a coach is like: “I need some ‘ammo’ to argue with a client about why they’re 
wrong on a particular diet, or why I’m right about a particular approach” I get concerned.

Of course, none of our ProCoaches would say it like that -- either out loud or even in their 
own heads.

But that’s the spirit of what you’re doing when looking for content to prove your point or 
disprove a client’s.

While I too get frustrated by fads, incorrect things, or things taken out of context (KETO 
IS AMAZING!!! is my latest frustration), throwing studies in people’s faces doesn’t change 
their minds.

Of course, it MIGHT if people were logic machines always looking for evidence and using it 
to inform their position.

But that’s not what people are. (Not even you, dear reader).

People are emotional beings who make their decisions based on other criteria than logic.

And, as Motivational Interviewing so brilliantly points out, emotional beings tend to respond 
to someone arguing for change by arguing the opposite position, arguing against change.

So, in the end, by trying to convince them to change their minds with research, articles, etc. 
all you’re doing is FURTHER ENTRENCHING THEM in their position.

You see, no matter how nicely you say it, they hear: “You know that thing you think is 
absolutely true? That thing you’re proud of having discovered on your own? Well that’s 
wrong. Which means you’re wrong. And kinda dumb for believing it. Oh, and by the way, 
look how right I am. Aren’t I so smart!”

How would you respond to that?

Probably with hurt, defensiveness, and understandable argument. You’d probably even 
start looking for evidence to prove the other person wrong.

John Berardi
January 15th, 2017

Stay on the same team as your client.
How to work through client/patient resistance
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Congratulations!

Your client has just become your opponent, your adversary.

The coaching alliance is broken and you’re gonna need to do some (A LOT) of work to 
get it back.

Bottom Line: Be careful with this approach, coaches. While it feels logical to want to share 
research with clients to show them the error of their ways, it’s a sure-fire recipe for disaster.

Stay on the same team as your client. (continued)

How to work through client/patient resistance
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[Tip of the day: Sunday Jan 22nd]

Yesterday, on my Dr. John Berardi Facebook page I posted this:

After I learned this coaching/counseling lesson...”All behavior is an attempt to solve a 
problem, even if it’s not the best solution.”...my life changed. Not just my coaching. My 
whole life.

Then someone asked a very fair question:

So far I’m not really connecting with the idea. Could you elaborate? When my actions 
take me farther from my goals, which happens sometimes, how could this be solving a 
“problem”?

I love examples so here are 5 different ones that might help turn this from a “good quote” 
to something more useful.

****

**Example #1**

My kids are “acting up”, they’re not listening, chaos rules. So I raise my voice, yell, threaten.

The yelling (behavior) is trying to solve a problem (my need for order and desire for well-
behaved children).

But it might not be the best solution.

It actually increases the chaos, creates an environment of fear, and builds a long-term habit 
I don’t actually want.

**Example #2**

I’ve had a tough day, I’m stressed, I had some friction at work, I feel disconnected from 
others. So I ask for lots of hugs and kisses from my children when I get home.

The affection (behavior) is trying to solve a problem (my desire to reduce stress, soothe 
myself, feel connected).

John Berardi
January 22, 2017

Keep in mind that all behavior is an attempt to solve 
a problem, even if it seems destructive. 

How to work through client/patient resistance
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Keep in mind that all behavior is an attempt to solve 
a problem, even if it seems destructive. (continued) 

How to work through client/patient resistance

And it might be a good solution (or not) depending on the child and their needs at the time.

It might be a nice time of affection and attention. Or I could be clingy and annoying, 
creating distance instead of closeness, more stress instead of less.

**Example #3**

I cook big meals for family and friends that I love. I invite them over. I demand: Eat, eat, eat.

The pressure to eat (behavior) is trying to solve a problem (I may not actually know how to 
show my love in other, often, more appropriate ways).

But it may not be the best way to show my love as it may be causing them to have to 
choose between their values (not overeating vs. receiving my love).

This could do the opposite of what I’m after: Cause distance vs. closeness. They stop 
coming around because I’m putting my needs above theirs.

**Example #4**

I’m 3 years old. My parents just had a new baby. I wake up in the middle of the night and 
ask mom for snacks, ask to play, ask to talk.

The waking up in the night (behavior) is trying to solve a problem (I want personal time with 
mommy because it’s rare now).

But it may not be a good solution as I make everyone tired, cranky the next day.

**Example #5, from Krista Scott-Dixon**

I have a bad day. I think a couple of glasses of wine will make me feel better. So I drink.

The drinking (behavior) is trying to solve a problem (I want to alleviate pain).

But it may not be a good solution as it takes me further from my goal of being healthy and 
facing deeper issues.

****

These help you guys get a sense for what that lesson is trying to say?
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COACHING TIP OF THE DAY: CHOICE. 

I had the pleasure of watching the Liberace of Fitness, Mark Fisher, present yesterday at 
the PTDC’s Strong Pro Summit in Toronto.

One exercise he had us do: Brainstorm how many options for CHOICE you give your 
clients.

Because CHOICE is essential to human motivation. We need to feel like we can CHOOSE.

Some trainers were totally stumped. Give clients... choice? [scratching head]

Others came up with stuff like:

• choose the music

• choose the exercises (or variations of specific exercises)

• choose the level of difficulty / resistance

• choose your training time

• choose your location (e.g. inside or outside)

In ProCoach of course we give “Level 1” and “Level 2” options, and often say things like:

• “Play the habit game at the level that suits you today.”

• “Use your Owner’s Manual to decide what works for you.”

• “Make your own list of red, yellow, and green light foods.”

How often do you emphasize CHOICE with your clients?

In what ways?

Krista Scott-Dixon
May 28, 2017

Emphasize choice.
How to work through client/patient resistance
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Coaching tip of the day: Allowing and accepting the possibility of non-change (for now).

“When the spent sun throws up its rays on cloud

And goes down burning into the gulf below,

No voice in nature is heard to cry aloud

At what has happened.”

—Robert Frost, 1874-1963

What have you got to lose as a coach?

A lot.

Confidence. Results. Security. Your entire livelihood.

So it’s natural that we feel anxious about our clients’ change... or (apparent) lack of it.

We feel like we *depend* on that change for everything else.

What happens when we feel anxious?

Of course, many of us move towards our “worst self coaching”. We push, cajole, lecture, 
worry, coax, fret, interrupt, jump in to advise or convince, etc.

Ironically of course, the more anxious we feel about change, the less likely we are to get it.

Paradoxically, it’s only when we accept and allow NON-change to be present that our 
clients become more ready, willing, and able to change.

Today, try a thought experiment.

Imagine that for some reason, NONE of your clients COULD change.

(Let’s say there’s some science fiction-style virus on the loose that inhibits anyone from 
ever changing. Like if they change, they die. And Jason Statham is playing the lead in this 
movie.)

Krista Scott-Dixon
May 11, 2017

Allow and accept the possibility of non-change 
(for now). 

How to work through client/patient resistance
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Imagine you walk into work today knowing that nobody can change. And they know they 
can’t change. So you both know it.

How does that feel?

What are you thinking?

What behaviours would you do, or do differently?

What behaviours might you STOP doing?

How much sphincter-loosening, gut-wobbling courage does it take to accept non-change?

Would you even maybe quit coaching?

What would happen...?

Allow and accept the possibility of non-change 
(for now). (continued) 

How to work through client/patient resistance
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[Tip of the day: Tues May 30th]

FEEDBACK: You need it. To learn. To grow. To go beyond the “you” of today & become the 
wiser, more learned, more experienced “you” of tomorrow.

BUT YOU’RE SO BAD AT RECEIVING IT: You only want it on your terms. Under certain 
conditions. When you’re in the right mood. When it’s delivered *just so*. And only in certain 
contexts.

It’s a dynamic tension. And how you resolve it will pretty much determine the rest of your 
life. No pressure. ;)

John Berardi
May 30, 2017

Embrace feedback. (Even when it’s negative.)
How to handle your own mistakes and uncertainty
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[Tip of the Day: Monday June 26th]

ProCoach Kern Kapoor recently asked: 

How do you respond when a client says they don’t feel like they’re doing enough or that 
results are coming too slowly?

My answer:

Get curious. Ask questions.

As Chris Morris suggested, ask: “Why do you feel this way?”

You see, the instinctive response is to do the exact opposite: To argue (even in a polite way) 
why what they’re feeling is wrong.

“No, it’s not too slow. Here’s why.” Or even “Yes, it is going slow, however you’re wrong for 
feeling like that’s a bad thing. Here’s why slow is good.”

Either way you’re invalidating their feelings.

Great coaching means going the opposite direction and leaning into what they’re saying. 
Getting curious about why. Respecting what they’re feeling without trying to show them 
why they’re wrong for feeling it.

This sounds a lot like:

“So you think the program is going too slow. Can you help me understand why you feel that 
way?”

My common approach is: 

Ask in a genuine curious way. And make the entire session/conversation about letting them 
feel respected and heard. I’ll ask a bunch of questions. Reflect back what they’re saying, 
making sure I get it all the way through.

And then I’ll say: 

“Great, now that I understand, let me think about this for a few days and get back to you 
with some ideas.”

John Berardi
June 26, 2017

When a client expresses discontent, get curious. 
How to handle your own mistakes and uncertainty
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Then, in a few days: 

“I gave a lot of thought to what you described the other day. I really value your input. And 
I really want to help create a fantastic experience for you. At this point, here are some 
choices...”

The choices could be anything from -- I can put you on a crash diet, like you’ve tried before, 
and we can lose weight fast...but it won’t last. OR We can keep going this way, which may 
be slower, but will lead to results that you can sustain. OR We can tweak this one thing that 
you said feels “off” to you. OR (almost limitless options here).

Does this make sense?

In the end, everyone’s instinct is to pretty much do the wrong thing. To try to make the 
client’s discomfort (and your own in hearing about it) disappear by explaining it away.

But all you’re really doing is arguing against something the client feels to be true. And that 
never works.

So the goal is to do the opposite.

To lean in. To respect what they feel is true. To fully understand what’s off for them.

And then to come back another day, after having given some time for both to process, with 
some suggestions.

BONUS from Cary Dominguez: 

“I have found, too, that sometimes when you suggest that you’ll give it some thought and 
get back to them, they kind of come up with their own solutions because they’ve been 
heard by you and now feel validated. Things can resolve a bit on their own once that 
happens and when I address it again, they’re doing okay with whatever it was.”

When a client expresses discontent, get curious. (continued) 
How to handle your own mistakes and uncertainty
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TODAY’S COACHING TIP: Setting initial expectations.

Many of you might have clients starting this upcoming week.

How do you help them understand:

• what to expect of the program;

• what YOUR expectations are of them;

• what you’d like them to expect from themselves?

How do you “start them strong”?

Here’s one of mine.

I make sure I give people time between invite and program start.

So, to start them on a Monday, I send the invite on a Tuesday or Wednesday.

This gives them time to process things, and look at the orientation material without feeling 
rushed.

I also send a couple of short notes during that time to help remind them to relax and take 
their time with thinking about the materials.

This sets the expectation that we DON’T rush in this program.

I have a full step by step sequence of “canned notes” that I send, from initial contact, to 
exploring client interest, to the logistics of the program.

So I don’t have to write a new message for each client.

I just unroll the sequence and personalize them as needed (“Hey Client, sorry to hear about 
your ankle; it sounds like this program might be a fit for you living out there in beautiful 
Vancouver where you can be active all year round...”).

- - - - -

Krista Scott-Dixon
December 31, 2016

Set clear expectations.
How to handle your own mistakes and uncertainty
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What’s your “starter routine”?

How are you systematizing your first steps?

How are you setting expectations clearly, and helping your clients feel confident and ready 
to go?

How are you checking YOUR assumptions of what clients already know and understand 
about the process and program?

Set clear expectations. (continued)

How to handle your own mistakes and uncertainty
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Coaching tip of the day: Know your points of failure.

Anne Lucey Lustwerk noted she believes in “Fail like a scientist.”

Many of my peeps are scientists and engineers. I have always admired the way these folks 
think.

1. Failure is just learning.

They’re absolutely detached from it.

“Me” is not “what happened”.

*I* am not a failure.

The thing that failed is a failure... for now... until I fix it.

2. When engineers / scientists fail, they get curious, maybe even excited.

For them, un-working-ness is a fun problem to solve, even if occasionally frustrating (but 
mostly because they spent, like, THREE HOURS debugging this thing so WHY THE $%^! 
DOESN’T THE MOTOR MECHANISM WORK?!)

3. Failure is anticipated.

This last point is key.

Before they deploy their system, engineers / scientists look at the entire thing and ask 
themselves:

“Where is this LIKELY to fail?”

They can’t always prevent it, but they anticipate it.

I call this the “seat belt” concept. You (hopefully) put on a seat belt because you recognize 
the risk, however minor, of a crash.

You anticipate potential points of failure, and take steps to prevent it or at least plan around it.

- - - - -

Krista Scott-Dixon
January 21, 2017

Don’t run from failure. Anticipate it.
How to handle your own mistakes and uncertainty
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My “potential point of failure” is follow-up.

I don’t get mad at myself for this. It’s just how my brain works.

I simply build my absent-mindedness into the system, and set calendar reminders.

- - - - -

Today, look at your coaching SYSTEM as a whole.

If your coaching system were a set of blueprints, how might they look from start to finish?

Where would the potential points of failure lie?

How can you anticipate and plan for those points of failure?

Don’t run from failure. Anticipate it. (continued)

How to handle your own mistakes and uncertainty
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Coaching tip of the day: Experiment.

Once you’ve read this, hit “reply” and tell us: What experiment might you try? What 
experiments have you done in the past?

- - - - - - -

DOING EXPERIMENTS

This one comes to us from another one of my favourite counselling methods and one that 
applies beautifully to coaching: Solution-focused therapy.

Experiments invite the client to:

• create a working hypothesis

• decide what data to gather, and what metrics will help them explore that hypothesis

• collect the data and observe

• analyze the data (with the help of the coach, who can help the client spot patterns or 
relationships between things)

• draw informed conclusions

• decide what to do next, based on the results of the experiment

Experiments are:

• client-directed and client-generated, not coach-directed

• exploratory, curious, even fun if possible

• as scientifically detached as possible

• framed as questions, not rules

Experiments should ideally be suggested by the client, with the coach prompting.

For instance:

• “If you were to find out more about how hormones affect your weight over the course of 
your cycle, how might you do that?” (Thanks to Gav Cogdon for this one.)

Krista Scott-Dixon
February 7, 2017

Never stop experimenting.
How to handle your own mistakes and uncertainty

https://www.precisionnutrition.com/nutrition-certification-level-1-presale-list


Learn more about the Precision Nutrition Certification

 Page 37

• “If you were to try learning more about how you could eat slowly, how might you do 
that?”

• “So we don’t know exactly how much you should be eating, but how do you think we 
could explore that in a way that helps you gather some data?”

• “Could we make this into a game somehow as you’re gathering your data on which 
vegetables you might eat? What do you think?”

Never stop experimenting. (continued)

How to handle your own mistakes and uncertainty
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Coaching tip of the day: Recruit a team.

As you develop your coaching practice, build a support network.

Have a group of trusted professionals to whom you can refer clients when appropriate.

This will ensure that you don’t feel obligated to deal with everything, that you don’t go 
outside your scope of practice, and that your clients will get the help they need.

Here’s a sample “team roster”.

• psychologist and/or psychotherapist (especially one who specializes in body image 
issues and disordered eating, but who can also handle other common mental health 
issues such as anxiety, stress, depression, trauma, etc.)

• sports medicine practitioner

• massage therapist and/or soft tissue therapist (such as an ART or myofascial release 
therapist)

• physiotherapist

• medical nutrition therapist (MNT) or registered dietitian (RD)

• chiropractor or osteopath

• MD as well as women’s or men’s health specialist (depending on your client base)

Also consider:

• another peer coach who complements your strengths, and whose strengths are your 
“weaknesses” (in other words, you’re kind of a yin-and-yang partnership)

• another peer coach who’s just a good sounding board / question asker / discusser

• your own “coaching coach”, who helps you process and improve your own coaching 
practice

Any others I missed?

Krista Scott-Dixon
February 16, 2017

Recruit a team.
How to handle your own mistakes and uncertainty
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