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The Coach’s Journey –  
The Belief Booster 

 

Coaching can be a lonely job, and the pressure on our self belief as we do it can be high. Not on-

ly that, but people who haven’t experienced the power of coaching often undermine our belief, 

even when they are people who love and care about us. They doubt the results, or they don’t 

understand it when we explain, or they are just skeptical. One of my friends once said “What do 

you do? From what you write, it sounds like you just listen to people and reflect what people say 

back to them?” That was a knife to my belief. And partly that’s because – this is true. That’s 

what I do, I listen to people and I reflect back what they say. And magic happens.  

 

But people don’t know about the magic, and you can’t explain it to them by telling them about 

the techniques involved in coaching. And because of that, it can be hard to remember the mag-

ic ourselves.  

 

This is an exercise about creating a practice of boosting our belief. It’s not a short exercise but 

it is important. Probably the most common things coaches early in their journey speak to me 

about are belief and confidence. They want to believe in themselves as a coach, and believe it 

will work. They want to believe in coaching: they are still skeptical about the industry and the 

work itself. But these beliefs don’t appear overnight. You have to work at them.  

 

There are three parts to the exercise, which can be done separately, but are best done one after 

the other. In particular, I recommend you do at least one of the first two parts, and – whether 

you do one or both – to also do part 3. 

 

The Belief Booster Part One - Internal 

Make a list of all the people you have ever coached, paid or otherwise. (I recommend keeping a 

list like this anyway – I do, and include a record of how long I have coached each of them for, 

too.) 

 

Now, spend several minutes reflecting on each client. Next to each one, make a note of the re-

sult, insight or impact that your work had on that client which you are most proud of. Note the 

language: most proud. Even the best coaches have some clients who they aren’t meant to work 

with, with whom they don’t create the kind of impact they would want to tell their mother or 

husband about. But there is some impact in each and every coaching session. Choose the im-

pact you are most proud of.  

 

If this is difficult, start with the easiest ones. Go back to your notes if you have some.  
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If you have coached hundreds of people, and don’t have time to do it for all of them, create a list 

of the 30 that you are most proud of your work with. Don’t make it a short list: get to all of 

them or at least 30, whichever is smaller.  

 

If you have coached fewer than 30 people, then one of your jobs is to get that number up as 

soon as possible: coach your friends, your partner, your cousins, your old colleagues, people in 

the street. And each time you coach someone, sit down, afterwards, and reflect: what result, in-

sight or impact am I most proud of from this work? Write it down. 

 

The Belief Booster Part Two - Feedback 

For each of the people you have coached, contact them. Tell them you are doing some work 

with a coach to understand the impact of your work. Tell them it’s fine if this is difficult to re-

member – part of what you’re interested in is how people feel and what they remember weeks, 

months and even years later. And ask them two questions:  

 

1) What was the single biggest result you took away from our coaching? 

2) If I could guarantee there was one thing from our coaching that you would never forget, 

what would you choose?  

 

Collate these. Not everyone will reply, and that’s fine – people are busy, and they aren’t very 

good at managing their emails (but maybe ‘managing their emails’ will be the biggest result for 

some of the people who do reply) – this is why it’s important to send this request to more than 

just a handful of people. (And here’s an aside – this is a great business development tool, too: 

modelling vulnerability, walking your talk about feedback, learning and self-reflection, and also 

reminding them of the impact your work had on them.)   

 

If you have done parts one and two, you now have three pieces of information for each client 

you have worked with: your reflection, and two parts of theirs. 

 

The Belief Booster Part Three – The Belief Booster Practice 

There are two parts of creating this practice.  

 

1) The first is internal. Put a reminder in your diary, each day, called Boost Your Belief. 

When that reminder goes off, scan down the list and choose a person. Make it someone 

you haven’t chosen for a while. Read through your story, and their answers if you have 

them. That’s not enough, though: sit with this for at least a minute, more if possible. 

Remember the moment when it happened. Remember how real this was for you, and 

what it was like for them. Remember what it felt like for you and for them: sometimes 

inspiring, sometimes difficult. And remember that this was a real impact of your work. 

You have changed the world. Forever. 
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2) The second is for when you talk about your work. Choose your three favourite stories 

from the list, either from your reflection or from your clients.  The ones you are most 

proud of: the results or impacts or things people wouldn’t forget that, if you could have 

them happen for all your clients, you would be most thrilled with. You can add more lat-

er, but start with three. Then here is the challenge. Next time someone asks you what 

you do, or next time you want to describe coaching to someone, try this: “Well, it’s a little 

bit hard to explain what I do, but last week/month/year, I was working with someone, 

and…” and then tell the story. Before you do this, you need to spend some time making 

each story general enough that no one could ever connect it to the client – or you may 

want to ask the client if they mind you occasionally sharing this story with people in-

terested in your work. There may be some stories that are just too personal to be 

shared in this way, but most aren’t.  

 
To prepare for this, you need to practise these stories: that’s why you choose just three 

for now. Tell them to yourself in the mirror. Say them out loud. Then, later, practise them 

with others. Maybe start with a friend “I’ve been reflecting on my work as a coach, and I 

remembered this story about this person I was working with last year…” It won’t go 

great the first time, maybe not the second or the third, and it’ll be difficult again as you 

take it out into the world. But keep practising.  

 
Now, not everyone will be interested. Not everyone will love these stories, but telling 

them will do two things: first, they will remind you, each time you talk about your work, 

about some of your best work. Second, they will act as a filter: people who think those 

results sound amazing will be interested in talking more – these are the people who 

might want to work with you, or who might know someone who might want to work 

with you. 

 

Practise this for at least one month. See what happens, see what shifts. If you have an experi-

ence with a client which goes into the top three, then practise that story, too. Add to your port-

folio. 

 

And see what happens to your belief in your ability and in coaching, over the following weeks 

and months.  
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