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How to Deliver Session #1 of the 90-Day Total 

Transformation Program: Session #1 
 

Learning Objectives: 
• How to deliver Session #1 

 
Welcome! We’re about to share the exact content and client-tested strategies to use 
in your first paid session of the 90-day Total Transformation health coaching 
program, taken directly from my personal (Stacey) health coaching practice. 
 
First, why do we teach a 90-day program?  
 
Why not longer, like 6 months or a year? One could argue that people need to time 
to change, lose weight, heal their health issues and get real results. However, the 6-
month commitment became a barrier both for me and some clients who wanted to 
work with me but felt intimidated by that length of time.  
 
So I experimented with a five-month program, then a four-month program and 
ultimately settled on a 90-day program which I call the sweet spot. What I love about 
90-day intervals is that it gives you adequate time to facilitate sustainable habit 
change and at the same time, it's an easy YES for the client. Most people can fathom 
committing to a program or protocol for 90-days.  
 
The Problem with 6-Month or Year Long Health Programs 

• Too big of a commitment 
• Too big a risk with their time and money 
• Too little faith in their own ability to commit to their own well-being for that 

long!  
 
Oddly, people are more willing to get into a long-term relationship caring for their 
car than they are for themselves.  
 
The truth is that all of these can be barriers to a client saying YES to working with 
you. Eliminate the barriers. Make it as easy as possible to say YES. 
 
90 days is a realistic time frame to create and sustain new habits for lasting change.  
 
This is not a quick fix approach. You don’t go to bed overweight and wake up skinny, 
however it feels better to imagine seeing results in 90 days which is totally doable, 
then it does waiting 6 months - even though sure, in 6 months you probably could 
create even more impact. Upfront, that’s too big a chunk size for most clients to 
want to commit to. 
 
When it comes to self-care, people are willing to invest a lot for speed; small changes 
that lead to big results in the shortest amount of time. 
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So even though we know that real change does take time, new clients want to know 
that your system works and that they can successfully follow through before 
investing six months or twelve months of their time, energy and money. 
 
The 90-day program is designed for 1-on-1 clients, but most of this work can be 
translated for groups very easily. In our graduate business training, we will go deeper 
into creating and coaching groups.  
 
For now, we are going to stay focused on 1-on-1 coaching because it has specific 
benefits for you in this first phase of your health coaching career. 
 
In the first phase of your health coaching career, there are only 3 foundational skills 
you’re looking to master: 

1. Attracting an ideal client 
2. Closing the deal 
3. Coaching with confidence 

 
Many health coaches will try to skip mastering these foundational skills and go right 
into trying coaching big groups or trying to offer products online to make “big 
money fast”. 
 
The problem with that strategy is that if you can’t: 

• Attract ideal clients 
• Close the deal 
• Coach with confidence 

 
…. then you actually can’t fill your groups, sell your programs online or deliver a great 
experience once clients have bought from you and then the clients don’t stay with 
you or refer you to other people! 
 
It’s like trying to build a house on a foundation of quicksand. It won’t work because 
the house will sink. As you can imagine this is so disheartening for the health coach 
who has a big vision, wants to make a big difference, but their efforts fall flat. Not 
because they suck as a health coach, but because they didn’t build a proper 
foundation.  
 
You want a strong foundation that supports the solid career you want - for years and 
years. What we’re teaching you here now is how to build that strong foundation that 
grows with you as you grow.  
 
So while you don’t have to coach 1-1 for the rest of your career, we strongly 
encourage you to do so for now so that you can the develop solid foundational skills 
you’ll need for long term success. 
 
Benefits of starting with 1-1 coaching: 

• Starts your coaching practice faster  
• Builds your library of client success stories 
• Increases your revenue quickly (because it only takes 1 conversation to enroll a 

new client) 
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So as I’m training in you in the 90-day program throughout the remainder of Pillar 
#2, we’ll stay focused on 1-1 clients.  
 
There is a handout under this video called “Session #1 Outline”.  
 
Let’s go over that together. If you can’t access the handout right now, don’t worry, 
you can just follow along with the video or audio. 
 
Session #1 Outline 

• Keep your client session notes organized!  
• Create a folder on your computer and label it with each client name or use 

written paper in file folders for each client 
 
So that you can keep track of what you talked about, what was important to them 
and noting the progress they make throughout your work together.  
 
Overview of Session #1: 

• Build Rapport 
• What’s Going Well 
• Desired State Goal Setting 
• Big MOFA (Motivating Factor) 
• Anchoring The Big MOFA 
• Clearing the Clutter 
• Action Steps 
• Aha’s + Appreciations 

 
Yes, it’s a lot in this first session! The following sessions have a more consistent 
structure which we’ll go over next week. Let me take you deeper through each one 
of these. Refer to your session #1 outline for scripting and be sure to listen to the 
demo so you can hear how this sounds in a real coaching session.  
 
You’ll begin your first paid session building rapport. You can do this with a 2-3-
minute check in of how they are feeling. It sounds like this: 
 
“This is our first session together of your 90-day Total Transformation Program—how 
are you feeling about that?  
 
Dialogue briefly, but don’t linger! Keep the session moving forward. Tell the client 
that during this first session you’ll be laying some foundational groundwork for a 
successful 90-day experience. Begin with “What’s Going Well”.  
 
COACH: “I’d love to start our session with at is going well.  And the reason that we 
start the session that way, is that most of us are so used to focusing on what’s not 
going well, what we’re doing wrong which has feel de-motivated. On the other hand 
when we focus on what IS going well, we feel motivated and inspired to keep making 
progress. So, I know that we haven’t been working together yet, this is just our first 
session, but I'm curious to start with something that is in your life or in your health, or 
in your body, that is going well. What is something that you are proud of trying or 
doing in the last 7 days no matter how tiny the effort is?” 
 
[Client responds] 
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COACH: “Nicely done! We're going to be starting all of our sessions this way, 
focusing on what is going well as kind of a currency—a currency that motivates us to 
follow through even more, like a self-acknowledgement.  And it doesn’t matter how 
small the acknowledgement is, but that the acknowledgement is kind of a fuel, it 
motivates us, it gives us energy. This not about how evaluating how well we did it, or 
what we could have done better, it's not a test, all we're doing is recognizing 
ourselves for doing the best we can with what we have and then just whatever little 
effort we were able to do.” 
 
You’re establishing a ritual of beginning your sessions by focusing on what is going 
well.  
 
Some clients will be tempted to launch into what’s not working or what they are 
worried about, so we need to rein them in and re-focus them on what IS working or 
what IS going well.  
 
You are the leader so if the client is focusing on negativity, gently interrupt them, say 
“Paula, I want to pause you there. I wonder, if you stopped being so hard on yourself 
for a moment, what pops up for you that IS going well? There are no wrong answers 
here.” 
 
[Client responds. Acknowledge and congratulate them on what is going well. Notice 
the energy of the session goes up when you talk about what is going well!} 
 
COACH: “Wow! Thank you. How exciting! See how good it can feel to acknowledge 
what is going well? This is a little ritual we’ll be doing every time that we meet. Can 
you feel the surge of energy just talking about what is going well?” 
 
[Client responds] 
 
COACH: “It's so key because it's that extra energy that we feel in surplus that has us 
make better decisions about our health and our body. On the other hand when we’re 
focused on what’s not going well, we start to feel crappy and make crappy decisions. 
Does that make sense?” 
 
[Client responds] 
 
Then we are going to take our clients into a process I call “desired state goal setting”.  
 
The first thing we have to do with a client to set them up for success is make sure we 
are on the same page about what they want and what’s motivating their desire. This 
will help them get clear and reconfigure their reality to support this outcome. It also 
helps us monitor their progress and hold them to their vision to what they want.  
 
What specific, measurable outcome do they want in 90 days?  
 
It’s very important that you help your client articulate what we call a “well-formed 
outcome”.  
 
What is a well-formed outcome or well-formed goal?  
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There are 5 criteria.  
 
You don’t have to explain this criteria to your client. It’s more for your internal 
facilitation. It’s important for you as the coach to help the client create a well-formed 
outcome, because if the two of you don’t have that, then it will be hard to know if 
you are on the right path during the coaching program. 
 
The 5 Components Of A Well-Formed Outcome 

1. It’s stated in the positive.  
2. It’s initiated and maintained by self.  
3. It’s achievable within the time frame given.   
4. It has a specific sensory-based description.  

a) We know how it feels, how it looks, how it sounds and how we will know 
when we have it 

b) Client is loading up her system with all the sensory input of the desired 
state NOW 

5. It’s an appropriate chunk size.  
a) That means the biggest chunk to be worthwhile, yet small enough to 

feel attainable.  
 
It’s worth spending a little time on this with your client, even if you already covered 
some of this in the Closing The Deal Conversation. Most likely what you covered in 
the CTD will have already shifted at least a little or their relating to what they wanted 
will have shifted.  
 
Here’s how to lead your client through desired state goal setting in a coaching 
session: 
 
COACH: Great. So this session is going to be quite unique because it is our first 
session, so what I’d like to do now is set some goals.  This is for the next 90 days, of 
what we’re going to be focused on and working on together.  So these are kind of 
like, instructions to the universe, we want them to be specific and measureable, and 
achievable, and don’t worry if you don’t know what that means, I'm going to help you 
figure out what those are.  So let's just start with an open brainstorm?  What are 
some outcomes, maybe two or three outcomes that you’d like to have happen over 
the next 90 days?  Like if you got that, you’d feel like, “This was the best investment 
ever.” 
 
[Client responds] 
 
We want a specific precise, achievable outcome here. If it’s vague like, “I want to feel 
better” ask, “Better how?” or “How specifically would you like to be feeling?”  
 
We can’t assume we know what the client means when they say they want to feel 
better. This will take some practice in your coaching skills, and the more skills labs 
you do, the more confident you will feel. For now, experiment with drilling down the 
outcomes into something that is very clear. Write down their 90-day outcomes in 
your client session notes so you can refer back to these throughout the 90-day 
program and make sure you are on track.  
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Once you have the well-formed outcome, move on to what I call the big MOFA, 
otherwise known as The Big Motivating Factor. We discussed this in Pillar #1 as well - 
the Big MoFA is the “why underneath the why”. 
 
The Big Motivating Factor (Big MOFA) 

• Once we know the desired state that they want, we need to know why they 
want it. What’s motivating this desire?  

 
What you are going to do is repeat back to them in their words what they said they 
wanted. It sounds like this...  
 
COACH: “So what you want is to exercise 3x/week.” 
 
CLIENT: [confirms or clarifies] 
 
COACH: “What will having that do for you?” or “What’s important about that?” 
 
Repeat this question a few times. If I say I want to exercise 3x a week, the coach 
would say, so what you want is to exercise 3x a week and I’ll say yes. And what will 
having that do for you? And I might respond, I’ll feel more energized. And the coach 
says, “what’s important about feeling more energized? What gets to happen when 
you are feeling more energized?” 

Keep drilling down and asking that question a few times. You may have questions 
about this now and wonder “aren’t they going to notice I keep asking the same 
question?”  
 
It doesn’t feel like that to the client. If you’re not weird about it, it won’t feel weird. 
Let all that go. I promise that there is a method to the madness and this will get you 
to a deeper place with your client. You’ll practice this is the Skills Lab so you can see 
firsthand that it’s not weird.  
 
So what will having that do for you? We want to know is what’s driving them. What’s 
the big motivating factor? If we know what the big motivating factor is and it’s 
important enough then they will be pulled forward by vision and achievement.  
 
Land on something that feels really important to them. What is the important thing 
that is driving them to change or make the changes now that they haven’t been 
willing to make in the past? 
 
There are going to be ups and downs during the health coaching process, so the 
client needs to be drawn towards a big MOFA that’s worth fighting for, that helps 
them say yes to the things that positively steer their health and no to the things that 
don’t. The big MOFA helps create positive feelings with making healthy choices. It’s 
like making a commitment to something that’s more important than short term 
gratification. For the next 90 days we are holding this MOFA as our value system or 
vow from which to make choices.  
 
Otherwise, the old habits and behaviors will consume them because doing what 
we’ve always done is easier in the short term than doing something new, but of 
course it doesn’t necessarily match what we want to experience in the long term.  
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You might even add, on a scale of 1-10 how important is this? Find something that is 
at least an 8, otherwise it’s not a weighty enough driver. In that case, keep exploring 
until you find a valuable enough reason that they are making the commitment to 
follow through in ways they never have before.  
 
Okay, let’s look at anchoring the big motivating factor or the big MOFA. We’ll look at 
anchoring the “why” - to help your client connect with their big MOFA every day, we 
want to create one or more anchors.  
What is an anchor?  

• It’s something physical in the client’s environment that will remind them why 
they are doing this.  

• Little reminders to “anchor” the client and keep them on track when you are 
not around to hold them accountable! 

 
So that when they are tempted to fall off track or sabotage in some way, they 
remember that saying no to the old habits meaning saying yes to something so much 
larger.  
 
(And that’s a great frame, by the way, to insert in your programs and in your 
teaching, that saying NO means saying YES to something else.) 
 
Examples of Anchors: 
 
So, for example, the anchor could be the screensaver of their computer, or their 
wedding ring as a vow to themselves, or little notes around the house. It could be 
anything! Have your client choose an anchor for each of the five senses. This is a 
great tip because we’re getting sensory engagement here, which will bring them into 
the present moment.  
 
Have your client choose an anchor for each of the 5 senses, or at least maybe 3 of 
the 5. So a favorite song. A smell. Delighting the nose, the olfactory sense. A 
pleasurable taste. A happy touch. Every time they come in contact with their anchor 
throughout the day, they will be reminded of why they are choosing to love 
themselves completely for the next 90 days.  
 
Why they are choosing to transform themselves for the next 90 days? Explain to 
them that most of this program occurs outside of the sessions while they are living in 
their daily lives. So it’s important that they have anchors, little reminders to love 
themselves with the choices they make. Have them choose the anchors right then 
and there.  
 
Let’s look at the next part of the session outline, which is clearing the clutter. The 
thought behind this exercise is that you have to clear out the old furniture before you 
can bring in the new.  
 
Clearing The Clutter 
 
There often is some way we can make goals, but most people have made goals in the 
past and not achieved them, and part of it is because they haven’t systematically or 
structurally changed anything in their life to make way for the new thing.  We have to 
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clear out the old furniture before we can bring in the new. 
 

• Simply ask your client, “Is there any clutter in your schedule or environment 
that needs clearing before you can move forward?”  

 
And give them two or three minutes to brainstorm a list of all the things which could 
possibly get in the way of them committing to themselves over the next 90 days.  
 
(If they are having trouble coming up with something to clear, suggest the “Clear 
Kitchen Clutter” exercise from Pillar 1, Week 6, Video #3.) 
 
Once client has a list of clutter to clear, ask her…. 
 
Which of these are within their control? Have them put a star next to the things that 
are within their control, and coach them to create conditions for success in this 
program.  
 
Do they need to clear their calendar, reprioritize time, get a babysitter for a few 
hours, hire a housecleaner, get new sneakers, tell their spouse what they are up to so 
they can be supported...?  
 
Whatever is not in their control, your client can let those go.  
 
Also mention to your client what happens when we don’t focus on the motivating 
factors and clearing the clutter in session #1.  
 
They may get short term results that don’t last and that’s because they don’t have a 
big enough WHY. Or important enough motivating factor. Or they don’t have an 
environment that is conducive to success.  
 
So we’re using this first session to focus the client’s attention on their motivating 
factor for change to occur, so there is commitment there.  
 
The client are making a decision about who they want to be and how they want to 
live. We call this “inevitability thinking”. We want to inspire our clients to operate 
from the place that success is inevitable.  
 
Then you’ll move on to Action Steps. 
 
Action Steps 

• Give your client 1-3 simple action steps.  
• Any more than that and your client will be overwhelmed and won’t take any 

action.  
• Keep it simple for your client so you’re setting her up to feel successful in her 

first week. 
 
Action Steps 
1. Clear the clutter and set the conditions for success. Your client will focus on the 
current roadblocks you uncovered that are in her control and take action towards 
clearing them out.  
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2. Connect with her anchors. Make it mean something! Write down your vow 
statement. Notice when you make choices that are not in alignment with this promise 
to yourself. No need to judge it, approach it compassionately and consciously. Every 
time you see, touch, hear your anchor it’s a moment of truth: “Am I making the best 
choice for myself in this moment?”  
 
3. The BODY AWARENESS Action – give ONE action step around physical 
awareness.  
 
We want the client to get connected to her body.  
 
Depending on your clients’ needs, you could choose one of these exercises or 
handouts from your 6Ws Master Checklist or the BHC Master Client Handout 
Checklist. 
 
The Master Client Handout Checklist is a new handout we designed for you that lists 
all the client handouts available to you through BHC. This will be helpful because it 
means that you’ll have a visual of all handouts at a glance.  
 
IMPORTANT NOTE: It’s highly likely that you will NOT give your client every single 
one of these handouts during the 90-day health coaching program. If that’s the case, 
don’t worry. Remember, clients don’t need MORE information, they need CURATED 
information. 
 
So a few options to customize the BODY AWARENESS action step, either from the 
6Ws Master Checklist or the Client Handout Master Checklist…. 

• Clear Kitchen Clutter 
• The 20-Minute Meal 
• EBT Daily Check-In 
• The Magic Plate 
• Magic Snacks 
• The Movement Menu 
• (of course, you’re welcome to choose any handout or exercise you feel is best; 

these are just some suggestions to get you started) 
 
Once you have given the action steps, ask your client to repeat them back to you.  
 
Why is it important for the client to repeat her action steps back to you? 
 
You want to create a space for the client to step up and take responsibility for her 
actions. 
 
You can email action steps to your client after the session, along with any handouts 
or resources she might need, but make her step forward and take responsibility first 
by having her repeat the action steps back to you. 
 
Aha’s + Appreciations 

• To complete the session, ask your client “what did you appreciate most about 
this session, what was most helpful?” Or “what are they most excited about?”  

 
Why is this important? 
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Because it seals in all the work you did for the client, it installs the value of the 
session for the client, plus it gives you feedback as to what really resonated for the 
client in the session. 
 
To complete the session, remind the client that their second session is the following 
week and that you are going to start off by following up on these action steps that 
you discussed and then you’ll spiral in a bit deeper.  
 
So, that’s how you deliver session #1.  
 
Now, on the done-for-you session #1 outline that’s under this video, you are going to 
see that we have also given you a Session #1 Action Guide to use with your clients.  
 
This is a handout that you can email to your clients before your session.   
 
Health coaches tend to think that the more complicated or dense our materials are, 
the more value they have when in fact the opposite is true.  
 
So having these really simple action steps and this really simple action guide allows 
your client to process what they learned and implement it without getting totally 
overwhelmed.  
 
You are actually going to see better results this way than if you overloaded your 
client with tons of information and tons of handouts. We don’t recommend that.  
 
Rest assured, this is only session 1 of 12. You are starting simply and practically with 
behavior change, and eventually in the program you will spiral in deeper. Remember, 
if you were to coach too deep too fast, the client’s subconscious mind will rationalize 
their way out of following through and they will disappear on you.  
 
Session #1 is so effective because it’s largely based in logic, with a tiny bit of 
emotional work thrown in with the big MOFA.  
 
I can’t wait for you to experience Session #1 as both the coach and the client in the 
Skills Lab! 
 
Be sure to check out the coaching demo that goes along with this session so you can 
hear how this flows in real life with a real client.  
 
Before you go, leave a comment and let us know -What’s your biggest “aha” from 
learning how to deliver Session #1? 
 
 
 
 


