
 
 

Creating Awareness Skills - Part 1 

 

Joanna: Hello, everybody. Welcome. I'm so happy that you're here. I'm so happy to 

be with you and just get us in the right mode here. An instant teleseminar. There 

we go. I'm really looking forward to our call today and we have two new members 

that stepped into our circle over the weekend. And so I want to welcome our new 

women as well. I'm so glad that you're here. I'm so glad that you're all here and 

we're going to be starting a new module today, Creating Awareness Module, and 

we'll have three sessions on creating awareness, two training calls, and then a 

practicum. Like I've been doing the last few weeks, I started a thread in our 

Facebook group for our call today, because I know some of you like to just kind of 

post and comment in real time. 

So please feel free as in asking questions. As always, I love participation, so raise 

your hands. We want to hear your voices and also please feel free to share on our 

Facebook thread as well. Okay. 

So with that, let's dive into creating awareness part one. And let's start here really 

with what does creating awareness even mean in a practitioner context? And why 

is it so important? Well, creating awareness is literally the act of supporting your 

client to see something about themselves and their situation that they weren't 

previously able to see, or to support your client in being able to acknowledge and 

accept something about themselves and their situations that they weren't 

previously able to acknowledge and accept, or to support your client in being able 

to more deeply embrace something about themselves or their situation that will 

help them become more confident or more clear or more able or more open. 

So again, creating awareness is the act of supporting your client to see something 

that they weren't able to see previously, or supporting your client, to be able to 

 



acknowledge and accept something that they weren't previously able to 

acknowledge or accept or to support your client in being able to more deeply 

embrace something that they are ready to embrace. So maybe they have seen it 

and accepted and acknowledged it, but they are ready to integrate it more deeply 

into their consciousness. 

Creating awareness is also a strategy that allows your clients to feel seen, heard, 

and loved even more deeply because it allows the both of you, both the 

practitioner and the client to see your client more clearly and to hold your client 

in that clearer vision. Creating awareness can support clients to see their blind 

spots, their patterns, their achievements, their gaps, their obstacles, their inner 

answers, their talents and their truest desire. Because the truth is that for any of 

those things, oftentimes our clients simply don't see them or know them or 

haven't deeply acknowledged or accepted those things. 

Creating awareness can sometimes help create a breakthrough in an instant. It 

can sometimes create a breakthrough in an instant when we create awareness. So 

take a moment and think on this, if this has ever happened for you, if someone, a 

coach, a practitioner, a friend, a colleague, a family member, whoever, has 

reflected something back to you and in an instant, just through that reflection, 

you could see so much. Has that ever happened to you? And I'll give you one 

example from my own life to help you with this question. 

So very many years ago, when I first became a business owner and first started 

marketing, one of my colleagues said, "Oh, there's this woman. And I think the 

two of you would be great joint venture partners. I want to connect the two of 

you. I think you'll really enjoy each other." 

And she connected me with this woman, Amanda, and we emailed back and forth 

and we made a time to speak on the phone and we got on the phone and we had a 

great conversation. It turned out she was an ideal joint venture partner for me. 

We just got along, there was so much synergy in so many ways. And we got to the 

end of the conversation and we were probably on the phone for close to an hour. 

We were kind of wrapping up and she said to me, she said, "I know that we really 

are just getting to know each other. We really just met, but I have to share with 

you. I went and I looked at your website before our call, and the photograph that 

you have of yourself are such a mismatch with who you are now that I've spoken 

to you. I can see that your photographs are... You're wearing practically all black. 

You're not really looking at the camera and it kind of seems like you don't want to 

be seen." 
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And she said that to me. And of course my reaction was just like, you want to run 

for the Hills. I was just so embarrassed. And I think it probably put me in just 

slightly into fight or flight. She was very direct with me, but actually, I was able to 

really take it in. And in that moment she created a lot of awareness for me. Just in 

those statements, she created awareness for me around how I'd really been 

hiding in my marketing instead of being visible. She created awareness for me in 

those short statements around why some of my marketing strategies were not 

working. 

And even just that statement, it seems like you are hiding, it activated a lot of 

awareness. And I do a lot of my own work from that, but it just it's sparked a lot 

of new awareness around why I was hiding and family patterns and all of that. 

Right? So she wasn't coaching me, it was just a conversation, but she created a 

big awareness for me. 

So take a moment and think if something like this has ever happened for you, 

somebody, a coach, a friend, a practitioner, family member, colleague, whoever 

has reflected something back to you, created an awareness and in an instant it 

was maybe a breakthrough, or maybe you just saw so much from that. 

The ability to support a client in creating awareness stems directly, directly from 

being a masterful listener. It's very hard to create awareness on something that 

you haven't actually heard in one layer or another from your client. 

Also, you can't support clients in creating awareness if you're operating with 

unchecked filters. Right? Which is one of the reasons why we look at listening 

and the filters before we look at creating awareness, questioning all the rest of the 

things, right? So I don't need to go too deep into that. You just need to remember 

back a few weeks, our discussion on filters, right. But, we can't create awareness 

on something if we've got an unchecked filter on it. So for example, I'll use an 

example from my own practice. When I do business coaching, I have a client who 

wants to raise their rates, but they're very much in their money story. The only 

way that I can recognize their money story is because I've checked my filters on 

my own money story. 

One of my philosophies, or I should say approach, with clients that relates to 

creating awareness is that I want to create an environment in the coaching 

container, where my clients can be as aware of themselves and their situation as 

possible before we move on to the strategizing part of the session. I'm going to 

say that again. 
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And nothing is the case a hundred percent of the time, but this is my general 

approach. Before I strategize with a client on anything, I want to create an 

environment where they can be as aware themselves and their situation as 

possible. And that's because when you don't create those awarenesses around a 

particular situation, whatever is going on that you're going to then strategize on, 

there's too much that can be in your client's blind spots. And when there's a lot in 

your client's blind spots, or when there are pieces that haven't been 

acknowledged or accepted or deeply taken in, then when you get to the 

strategizing, the action steps, the plan, there's going to either be resistance to the 

strategy or false intuition about the strategy or simply unsound strategy. Now 

that doesn't mean that you drive yourself crazy to become aware of every single 

possible thing. Obviously that's impossible, but it's just to say that even when a 

client presents to me, and again, I'll use the business coaching context, but you 

can put this into any context. 

Let's say a client is launching a program and they want to come out of the session 

with a launch plan. Very, very rarely am I going to actually start with the nuts and 

bolts of the launch plan in the session. We'll start first by understanding the lay of 

the land and creating awarenesses so that both my client and myself can have as 

much information as possible to help co-create the most effective and aligned 

strategy. And of course, even with that, as we move through the strategy, 

sometimes resistances will come up or questions, all of that, and more awareness 

gets created even through the strategy creation. 

Now, there are a number of ways not as a practitioner, you can create awareness. 

And let me just quickly share with you the ways, and then we'll start to unpack 

them. So, number one, by asking questions that illuminate the truth. And we'll do 

a full module on breakthrough questioning right after our creating awareness 

module. So we'll get there, but questions are a big way to create awareness. 

Another strategy for creating awareness is what I call reflecting the truth. And 

we're going to be mostly focusing on reflecting the truth today. 

Another strategy for creating awareness is consulting. And I really see that as a 

subset of reflecting on the truth. We'll get to that today. Another strategy for 

creating awareness as acknowledging. And there are a bunch of different aspects 

to acknowledging. We'll get there next week. Personal anecdote and story telling 

are another way of creating awareness. And we'll look at that today. 
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And then miss metaphor and archetype are also a way of creating awareness. We 

won't get there in Sacred Depths. We usually look at that in advance, but I just 

want to name that that is another way of creating awareness. 

So most of the time you want to create awareness by asking really good questions. 

And in many cases, this is the preferable way because when an individual hits on 

an awareness on their own, without you having to spell it out for them, it can 

often, not always but often, make a deeper impression and impact and be taken 

in more deeply than if the client was just simply told. 

Oftentimes the client can own the awareness more if they say it first themselves. 

If they answer a question about it. And for anyone that has observed children, 

you know that this is often true. There's such a difference between me outright 

telling my kids to put a coat on when it's cold outside versus them figuring it out 

on their own because they freeze their butts off one day. They take the awareness 

in much more deeply when they figure it out themselves. Right? And questions 

can really do that. So you often want to go with questions first, but sometimes the 

piece of awareness that wants to be created is just so deep in your client's blind 

spot that questioning alone won't do the trick. Or sometimes the awareness is 

something that you know, but your client doesn't yet know simply because you 

have experience with it. It's your expertise, right? And that's where consulting 

comes in. 

And yet other times you'll simply feel intuitively that creating awareness directly 

and clearly from you, or I should say reflecting the truth, we'll get there in a 

moment, directly is what will make the most impact. And as you'll see sometimes 

a straight up reflecting the truth can be almost like a dramatic, heightened 

moment where a client can really take something in very deeply. So again, we 

don't want to use straight up reflecting as the default all the time. I think a lot of 

practitioners under use questioning and rely more on telling, and there's so much 

power to questioning. But every now and again, in my opinion, straight up 

reflecting is what is necessary. We're going to get into a moment to how to reflect 

and what that means. All of that. 

Now I do want to mention that there are some practitioners that will say it's not a 

coach's job, it's not a transformational practitioner's job to ever straight up reflect 

the truth. Your client needs to get there by answering questions. The moment 

that you as a practitioner insert your own opinion, then game off. But what I have 

really found over the years is if you are deeply listening, using all of the listening 

skills we have looked at, if you're checking your filters, then sometimes as the 
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practitioner, it can be very powerful to reflect the truth, to share your opinion, 

and then allow the client to choose from there if they want to pick that up or not. 

And we'll look in a little bit at all the ways to do that. 

So let's dive then into the skill of reflecting the truth, which again is one way of 

creating awareness. So again, reflecting the truth is literally when you straight up 

share with your client, what you're seeing or sensing. It may be based on your 

client, on who they are, or it may be based on wisdom that you've gleaned from 

your particular expertise. So let me give you some examples of this so it'll be 

better illustrated. For example, let's say you're in session with a client and she's 

speaking about her partner and she never says these words, but you can see based 

on what she's sharing, that she's never forgiven her partner for something that 

happened five years ago. Well, that might be something that as a practitioner, you 

want to reflect the truth on, right? You want to create awareness on that, really 

directly help the clients see that she's never forgiven her partner. 

Here's another example. Let's say you're working with a client who says that she 

wants to lose 10 pounds, but from the conversation, what you're actually hearing 

is that it doesn't really sound like she actually wants to lose 10 pounds. It actually 

sounds more like her mother would like for her to lose 10 pounds. That might be 

a truth or a hard truth that the client is ready to hear. Right? It might be a 

moment for reflecting that truth. 

Or maybe you're in session with a client. And you hear that this client based on 

what they're sharing with you, different things that they're doing with friends and 

at work, what you're really hearing is that this client is over-giving and that it's 

causing him harm, but it's something that he really isn't seeing for himself. That 

might be something that you want to reflect the truth on. 

I'll give you just a couple more examples. Let's say you're in session with a client. 

And as you're listening, again these are, these are not things that the client is 

outright aware of or outright says, or have acknowledged, but you pick this up 

from listening. It sounds like every time your client accomplishes something, 

directly afterwards, she does something to self sabotage, right? Maybe she's not 

aware of this. That might be something you want to reflect the truth on. Or as we 

said earlier, maybe she is aware of this, but she's ready for the next level of 

embracing that this is her pattern, right? That may be something you reflect the 

truth on. 

Here's another example. Say you are in conversation with a client and they have a 

presentation in a few days, and they're sharing with you everything that they've 
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prepared for the presentation, but because of your expertise as the practitioner, 

you've done any presentations, you've helped a lot of people with presentations, 

you know that this client hasn't done enough to prepare for a successful 

presentation. Right? That might be something you want to reflect the truth on. 

Or this happens. I'll give one more example. And this is again from an expertise 

standpoint, like the presentation example. If you've got a client, let's say you're 

working with them on business and they want to raise their rates, but they 

haven't really done the work on improving their sales. 

Joanna: ... the work on improving their sales skills. Well, you might know from 

your expertise that it's difficult to raise rates if your sales skills aren't in tip-top 

shape, right? That's something you're going to want to reflect the truth on. 

Hopefully, as you can see from these examples, sometimes the truth that's asking 

to be reflected is an easy one to hear, but sometimes the truth that's asking to be 

reflected isn't an easy one for your clients to hear, and a lot of the time when you 

go to reflect the truth, it's not going to be one that's easy to hear. If it were, then 

the client would already be aware of it, have acknowledged it, accepted it, and 

deeply integrated it. 

There are a couple of different ways that human beings respond when they're 

being presented with a hard truth and I'm sharing this and you'll see throughout 

this program, I will share a lot about human behavior and human responses 

because the more that you understand the spectrum of human response as a 

practitioner, the more that you'll then be able to apply the nuts-and-bolts skills 

that we learn to any situation. 

There are a couple of different ways that any human being will respond when 

they're being presented with a hard truth. One way they might respond is they get 

it, they hear it, they understand it immediately and they have a breakthrough and 

they integrate. That's so easy, right? It's nice when that happens, but that's not 

the only way that human beings respond to being presented with hard truth. 

Another way people respond is they get angry or defensive or go into denial about 

it, and aside from speaking from my experience as a practitioner, I can even just 

speak from my experience with myself, it has taken a lot of work for me 

personally over the years to not get defensive when I'm being presented with a 

hard truth, particularly, right, if it has to do with me. Some people get angry, 

defensive, or go into denial about it. Some people, when they hear a hard truth, 
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when they're presented with it, go into self-judgment or victimhood or 

hopelessness and some people check out or get confused. 

I share all of this with you not to scare you and not to have you not reflect hard 

truth, but I share this with you so that you see why you want to be really skilled 

and clear on how to reflect the truth so that you have the best chances of having 

your client hear it, get it, understand it, have a breakthrough, awareness, and 

integrate it. 

In a little bit on the call, we'll get into the mechanics of how to do all of that in a 

masterful way, but before we get there, I want to take a look at the difficulties that 

a coach might have in choosing to reflect the truth, the difficulties that you as a 

practitioner might have when you're considering reflecting a hard truth to a 

client, because the mechanics, the nuts and bolts, the how-tos, how to reflect a 

hard truth are actually pretty simple, it's the inner issues for us as practitioners 

that can make things wonky and detract from our masterful delivery of the truth. 

What does that mean? Why can it be difficult? What's the inner stuff involved in 

being able to deliver a hard truth? Well, most of the time, it's because the 

practitioner can go into fear that if they reflect a hard truth, it will hurt their 

client or harm their client or that their client will get angry or upset with them or 

something, right, along those lines. 

I'll give you an example because I'm really good at reflecting hard truths, I 

actually enjoy them a lot, but sometimes it even gives me pause for a moment and 

I have to check myself. One example of that that I always remember is that I have 

a client who has been with me for a long time and she's amazing, we've worked 

together very closely over the years and through our work together, she's learned 

how to be just so masterful at creating curriculum and facilitating groups. She's 

really incredible. 

But this particular client, even though she's become so masterful and has a ton of 

confidence just because of everything that she's accomplished because of her 

patterning every now and again, she will get a little bit needy when she is 

preparing for a retreat and when she's putting together curriculum, she'll keep on 

emailing me all these different questions and clearly not trusting herself and her 

expertise and all that she's learned over the years in regards to curriculum. 

This happened about a year ago. It hadn't happened for a while and it happened a 

year ago where she fell back into this pattern. It was a particularly big group that 

she was preparing for and I started getting these onslaughts of emails and I could 
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have easily just answered them, right, just helped her, just answered them, but I 

knew that if I just answered them, I wouldn't really be doing her a service because 

so much of this has to do with her confidence. 

At the same time, because I know this client's so well and I know her patterning 

so well and I know her history so well, I know that a lot throughout her life, she 

has felt like her mother hadn't met her needs, right, that she'd ask things of her 

mother, her needs weren't met, we've done a lot of work on that together, and so 

as I considered reflecting the truth of "You've fallen back on old patterns, rely on 

your confidence," all the things, I also didn't want her to get activated, right, that 

I wasn't being there for her, because that needy archetype inside of her can really 

hold on to some stories there, right? It gave me pause, I got a little scared because 

I didn't want to hurt her. I didn't want to offend her by telling her she didn't need 

to send me all those emails, that she could figure it out on her own. 

Luckily, of course, because I know everything that I know and all the things, I 

recognize that fear inside of my... I got clear for myself on it and I reflected the 

truth to her, and of course, as you can already guess, it was exactly what she 

needed, because again, I could've answered all of those curriculum questions, but 

she wouldn't have gone into her retreat with as much confidence as she did 

because I reflected the truth to her. 

As a practitioner, reflecting the truth requires courage, right? It requires bravery. 

It requires being able to check your filters, right? In that situation, I have to check 

my filters, like is this just that I'm annoyed about sending so many emails or 

what's going on here, right? I did have to check my filters first. 

It requires objectivity. It requires resolve. It requires love and compassion, right, 

because even when we're reflecting a hard truth, we want to do it with so much 

love and so much compassion. Reflecting hard truth also requires for you as the 

practitioner to be comfortable holding space for someone who may potentially 

become uncomfortable. It requires you as the practitioner to be comfortable 

holding space for someone who may potentially become uncomfortable because 

not always, actually most of the time not, but sometimes the confrontation with 

the truth, even if it's delivered with love and compassion, can make a client 

temporarily feel uncomfortable inside of themselves, can make a client 

temporarily feel judgmental of themselves, can make a client maybe temporarily 

feel regret, can make them temporarily feel sad, potentially. You as the coach 

must be willing to sit in the shadows with your client to hold space for the 

9 
 

© Applied Depth Practitioner Institute | AppliedDepthInstitute.com | All Rights Reserved 



discomfort, to not feel like you want to run away from the discomfort, to lovingly 

be with it and with your client with full presence. 

Now, all of these things may sound easy enough, but again, our inner stuff, our 

fear of hurting others, harming others, having others get angry or upset with us 

can oftentimes get in the way of reflecting the truth. Let's look a little bit more 

deeply at the... I'll ask you some journaling questions. Number one: What fears 

come up for you when you consider sharing truths as you see them? You can 

think about this with clients, with friends, with family members. What are the 

fears that come up for you when you consider sharing truths as you see them? 

Again, I'm going to ask some questions and I'll ask to hear your voices, raise your 

hands and shares and all of that, but also feel free to post in that thread that I 

started in the Facebook group. 

Next question: What fears come up for you when you consider sharing 

controversial opinions with others? Let me explain what I mean by this and how 

this relates to creating awareness in coaching. Question again is: What are the 

fears that come up for you when you consider sharing controversial opinions with 

others? The reason why I'm asking this question is because there are going to be 

moments where from your expertise you reflect a hard truth that's controversial. 

As an example, when I'm working with clients on their businesses, the coaching 

industry has, in my opinion, unfortunately, indoctrinated a lot of people into 

these crazy marketing strategy hypes, or "Just find high-end clients no matter 

what," or "The first thing you need to do is Facebook Ads," or whatever the thing 

is, right? Sometimes I'll be working with a client and they'll have been 

indoctrinated and they'll come to me and the first thing they want to do is, right, 

again, look for high-end clients. Well, sometimes the creating awareness that I do 

or a piece of the creating awareness I do is share my opinion, which happens to 

be controversial, which is "That may not be the first thing that's right for you. 

Maybe grassroots marketing," or whatever it is, right? 

But for some of us, it can be a little scary. It can bring up fear to share something 

that's a little bit against the grain or controversial, even if we in our expertise, 

right, we know it to be true. I know I've worked, just as another example, with 

clients that are health coaches and there's a lot of creating awareness that they do 

that is controversial around diets, right, just selling diets, that kind of thing. What 

fears come up for you when you consider sharing controversial opinions with 
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others, with clients? You might be fine with it, right, and have no issue there, but 

check-in for yourself. 

Next question: How often was the truth named in your family growing up? How 

often was the truth named, spoken about in your family growing up? And how 

was the truth shared in your family growing up? Was it supportive or not 

supportive? How was the truth shared in your family growing up? Supportive or 

not? 

Do you have experiences of being told a hard truth, being reflected a hard truth, 

but it was delivered with love and compassion? Do you have experiences of being 

told a hard truth, but having it delivered with love and compassion? And if yeah, 

as you reflect on that, what was important about that for you? 

Next question: How do you take in, receive, and respond to feedback or a hard 

truth that others share with you? How do you take in, receive, or respond to 

feedback or hard truths that others share with you? Do you respond or do you 

react? Be honest with yourself. 

A couple more questions and then I'll open up for shares: Historically, how have 

your family members taken in, received, and responded to feedback or hard 

truths? Historically, how have your family members taken in, received, 

responded to hard truths? 

Two more questions: What comes up for you when you think about holding space 

for someone who is very uncomfortable? What comes up for you when you think 

about holding space for someone who is very uncomfortable? 

Last question for now: What would you need to believe in order to see your 

clients as resilient? What would you need to believe in order to see your clients as 

resilient? 

 

Joanna: All right. So let's actually get to nuts and bolts of how to reflect hard truths. 

So I'm going to give you a couple of different ways to do it, but before we even get 

to the four ways, just background pieces for any of the four ways to be thinking 

about. So number one, here's one question that you want to keep top of mind for 

yourself, just as you are in sessions with clients that will help you hear. It will 

help your listening, particularly for hard truth.  

Here's the question, what is my client not seeing, accepting or fully embracing 

that would create a shortcut to their growth or their results? I'll repeat that again. 
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What is my client not seeing, accepting or fully embracing that would create a 

shortcut to their growth or their results? Now, you can keep this question in mind 

throughout a session with a client. I'm actually going to ask you to do that as part 

of your partnering this week. But this is also another great question you've been 

talking about the last few weeks, questions to ask yourself after a session. That is 

a great question to ask after a session. Then you can bring it up next time.  

Next thing to keep in mind before reflecting a hard truth. As I said earlier, almost 

always ask enough questions first to see if the client can come to the awareness 

on their own. Check in with your inner wisdom on whether or not the client is 

ready to hear this particular truth. Now, this isn't a perfect science, right? And 

don't let your fear get in the way because you don't want your fear to just answer, 

"No, they're not ready", right? 

Check in with your inner wisdom, does this client have a history of being 

defensive? Now that doesn't mean that they're not ready to hear it. It just means 

that you're going to handle it a certain way, right? Or what mood is this client in 

today? Or what's happened for them over the last month, right? Whatever it is, 

check in with your inner wisdom on whether they're ready to hear it or ready to 

hear it that day.  

Next piece. And this is important and a lot of you brought this up. Be willing to be 

wrong. Be willing to be wrong. Leave open the option to be wrong. And we're 

going to talk about how to do that, but I want to be clear on this, right? And so 

there may be some inner work here around, do I believe that I need to be right all 

the time? Can I still feel valid? And can I still feel as if I'm enough, if I'm not 

getting it right as the- 

Joanna: ...if I'm not getting it right as the practitioner all the time because if there's 

any of that going on, it's going to be very difficult to be willing to be wrong. 

Reconnect before you deliver a hard truth, reflect a hard truth, reconnect to your 

love for your client. And to the [inaudible 01:15:31], as we looked about in our 

first class that they are whole and complete exactly as they are. If you reflect a 

hard truth and at the same time are connected to your love for the client, as well 

as to the truth that they are whole and complete exactly as they are, then the love 

and compassion will come through the delivery. And there will be less 

opportunity for anger or defensiveness or victimhood or any of the things we 

spoke about. Make sure that you've got an equal playing field before you deliver, 

reflect a hard truth. 
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If it's skewed to where you think your client is better than you, then you won't 

have the confidence and courage to share what you're seeing. If it's skewed to 

where you think that you're better than your client, you run the risk of guruing 

them and disempowering them. And I know that if you are in [inaudible 

01:16:50], you don't want to guru your client. And I don't know about you, but I 

can tell you I've been in gurued before and it is disempowering, anger-making, all 

of the above. We don't have time today for me to share this story, but maybe 

another time I'll share this story with you. It's a good illustration. And I want to 

get now to the different ways to reflect hard truth. So everything I just shared, 

that's the foundation before you go to use one of these ways. 

And so here are some different ways I'm going to lay them out and let's see how 

they land for you. So we'll just call this way number one to reflect the hardship, 

three steps to it. Step number one, ask permission. So asking permission can, for 

some situations when reflecting hard truth, be really important because your 

client may not be open to a truth in that moment. Sometimes you don't want to 

ask for permission for dramatic, lasering in purposes. We'll get to that in a 

moment. But much of the time you may want to ask for permission and that can 

sound something like this. "There's something I'm noticing about what you're 

sharing that you may or may not be aware of. Would you be open to me sharing 

this with you?" Ask for permission, get the green light. There's something I'm 

noticing. Would you be open to me sharing? 

Step number two, if you've gotten permission, most of the time you will, will 

sound like this. "I may not be getting this correct, and I totally trust your inner 

wisdom. So let me know if I'm not getting this right. I've noticed X. X can be you 

tend to self-sabotage every time you have a success," or "I've noticed you're such 

a confident person, but when it comes to networking, it's like you lose all of your 

confidence." And then the next step after that, "Am I getting that right?" Or, 

"How does that land for you?" Or "How does that feel for you?" And then of 

course, you'll probably follow up with some deeper questions based on what 

comes up for the client. But number one, again, ask permission. Even though it's 

very likely that the client will almost always say, yeah, it's sometimes good to get 

that green light. Now again, every now and again, it might be off putting or you 

want to just go straight in, but for the most part, you want to get permission. 

Number two, I might not be getting this correct and I trust your inner wisdom. 

That is so key because when you do that, you're not exerting power over. Your 

client still has all of the agency. And then, am I getting that right? So that is one 

way to reflect a hard truth. Another way to reflect a hard truth is by using a 
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personal anecdote. Personal anecdotes are incredible ways to create awareness. 

So a personal anecdote is just a very short story from your life or another client or 

a friend, whatever it is, that story actually reflects the truth that your client is 

ready to hear. Sometimes it can be very powerful to reflect a hard truth through a 

personal anecdote, because number one, it's normalizing. It happened to you. 

You've experienced that as a practitioner. So it's very normalizing and the client 

may not feel stunned or whatever it is. Also, they're first hearing it outside of 

themselves. Can be a gentler approach and then they can take it in. Now you only 

want to use a personal anecdote if it is really applicable. 

You're not going to just talk about yourself to talk about yourself and that it's 

going to create a [inaudible] of awareness. If it's an anecdote that you haven't 

fully worked through personally, it's not a good idea to use it in reflecting a hard 

truth. And then the way you would use a personal anecdote to reflect the hard 

truth is again, number one, ask permission to tell a personal anecdote. 

Sometimes in sessions, I'll just share a personal anecdote, but oftentimes I'll just 

ask permission. "Your situation reminds me of something similar that happened 

to me. Can I share? I think it would be beneficial for your learning here." That's 

step number one. Number two, share the anecdote briefly. Don't make it a big to 

do, share it briefly. Number three, ask, "How might this relate to your situation?" 

Now, again, if you need a safety hatch, willing to be wrong, you could also add to 

that. You could say, "How might this relate to your situation?" Or, "If it doesn't 

relate, let me know. I might be totally off here." You don't want to make 

assumptions. That's another great way to create awareness. 

I know I'm moving through these quickly. You'll get a handout with all of these, 

but I just want to share them voice to voice. I'm going to share two more ways. 

Third way of reflecting a hard truth is half reflecting, half questioning. And this 

works well if you're going to introduce language into your questioning that your 

client hasn't yet used as a way of creating awareness. So let me give you an 

example of this. Let's say you have a client and they're complaining and sharing 

that they're just working, working, they're working all the time. They don't want 

to work so much, but still it's like work is their devil. They're just working all the 

time and it's affecting their life and all the things. Now, remember coaching and 

transformation is an art, not a science. There's so many things you could do if a 

client shared this with you. But if you sense that there is a hard truth in there, 

and you want to reflect as opposed to sometimes you might look at your schedule. 

How can you set boundaries? What can you let go of? All those things. 
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And we'll get to those types of things later on in the program, for those of you that 

are in the full certification. But let's say it's a reflecting a hard truth moment, you 

might say, "So when did you become addicted to working?" You see how that's 

reflecting a hard truth? I'm bringing new language in, this concept of addiction 

using a question, but reflecting a hard truth through the question. Or here's 

another way, another truth reflection. You might ask, "So when did you decide 

that you were going to risk everything in your life, even your health, for your 

work?" So it's a little bolder, this strategy, because we're not asking for 

permission. We're not saying, "I might be wrong." Although of course, if the client 

disagrees, we always want to leave open the option that we're wrong. It's a little 

bit more direct and sometimes more direct can impact [inaudible] in a good way 

more. 

Which leads me to the last way that I'll share today for reflecting a truth, which is 

the most direct way. And you're only going to use this if you've got a super tight 

container with your client, if you've really checked your filters, if you know that 

your client is in a place to take it to really take it in and you might just directly 

reflect the truth without the permission, without that, "I may not be getting it 

right." And you would do this in moments where you really sense that this, again, 

all the things I just said, the person can take it. There's a tight container, but just 

that directness is going to be taken in really deeply. So just earlier today, I had a 

very deep session with a client and I won't get into all of the details, but we were 

looking at some very deep patterning inside of her that has been holding her back 

in some ways in her marketing. 

And I felt that she could take it and we have a tight container. I know her pretty 

well. I took a deep breath and I paused and I said to her with love and 

compassion, and I knew that I could use this language with her. I said, "Your 

inner perpetrator is really strong." And that one statement, it broke her open in 

such an incredible and powerful way. It allowed her... Now her and I have spoken 

about shadow before and she under... It wasn't... She had a certain amount of 

education so that this didn't offend her. But she was able to own this part of 

herself that she's been turning against herself for so long and not using for good. I 

wouldn't do that with every client. And I may not have done that on a different 

day with her if she was more tender. 

Joanna: Thank you. I want to hear more takeaways. Please post in the Facebook 

group. Any questions that come up, please post them. I have this opportunity if 

you want some extra support, which I've not offered before. And I'll share about 

that in the Facebook group, I'll share it voice to voice next week too. But it's just a 
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little thing that some of you may, it might be exactly what you need. So I'll let you 

know about that. Enjoy your homework this week, stay in touch and I'll talk to 

you soon. Bye. 
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