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TYPES OF CLIENTS

BY THEIR KNOWLEDGE ABOUT WHAT COACHING IS

• The one who has a problem and knows that a coaching process is a solution - 1%
• The one who has a problem and does not know that a coaching process can be a solution (99%)

BY THE QUESTIONS THAT THEY HAVE

• The one who knows “Why” but does not know “How to”. 
	 Possible	solution:	look	for	resources	in	their	past	experience	or	by	finding	an	external	
 example (Modeling)

• The one who knows “What” (he wants but he doesn’t know “What” (to do) or “How” (to start)  
Possible solution: Support the person put order in their ideas with clear actions, one by one 
whilst identifying their strenghts (in case they are not aware of those), SWOT analysis. 

 
• The one who know “How”		but	never	takes	the	first	step.(worries=	perfectionist)
 Possible solution: Do the Self-Regard exercise (Ideal self vs Real self), identify criteria or   
 beliefs that holds them back from moving forward. Many times the solution has to do    
 with internal factors (fear of being wrong or not doing it well ) and beliefs (criteria and values)
• The one who knows“What for” (Vision) but doesn’t know “What” he can do or what are his 

strenghts (“super powers”)   
	 Possible	solution:	Link	the	vision	to	a	specific	objective	and	then	to	very	clear	agendas	in		 	
	 each	session	(accompanied	by	specific	actions	from	one	session	to	another).	They	are		 	
 clients who tend to speak in very general terms (for example: “Contribute to the world”, “Do   
 good to others”, “Live with passion”, etc). In these cases, the key is to make the vision    
	 very	specific	by	rigorously	applying	the	SMART	principle.
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BY TOPICS/EMOTIONAL EXPERIENCES:

a) THE VICTIM: A	client	who	has	the	feeling	that	“life”,	“parents”	or	another	external	factor	has	the	
responsibility	for	how	the	client	is	emotionally	feeling.	It	is	usually	linked	to	the	sense	of	“injus-
tice”	such	as:	“Life	is	unfair”	or	they	tend	to	speak	in	cause	and	effect	(“My	parents	told	me	that,	
and this is why I am like this today”)

• Needs: They seek the attention of others, recognition.
• Features: complaint, blame / holding others responsible. They also have the ability to be 

very	charismatic	because,	as	they	seek	the	attention	of	others,	they	put	an	extra	effort	in	
being “liked” so it may be that the other person is put in a state of “double bind”: “If I help you, 
I	won’t	I	feel	good	and	if	I	don’t	help	you,	then	I	feel	bad“.	Therefore	the	first	thought	they	pro-
voke is usually “oh, poor man.”

• Common problems: Not seeing the solution for how to “feel better”, the sense of “I don’t 
deserve this”, not going from a past moment and looping back to that point as a reference to 
everything that is happening to them right now.

• Desired outcome:	“feeling	better”.	We	have	to	be	careful	in	setting	SMART	objectives	and	in	
moving the client into action since one of the things that they might do is that they commit to 
actions that later on do not accomplish because at an unconscious level they do not want to 
change that feeling since if they changes it, they do not know how else to get the attention 
of others.

b) THE PERFECTIONIST: The client who tends to postpone) - (It is the client we mentioned be-
fore “who knows” How“ but does not take steps.

c) THE SKEPTIC: It is usually the client who does not know or does not appreciate your 
strengths	and	abilities.	It’s	about	increasing	self-confidence.

• Needs:	They	need	to	feel	more	confident	in	their	own	abilities	or	sometimes	even	identify	
them.

• Features: They doubt their own abilities, they talk a lot from “I’m not sure if I can”, “This is pos-
sible for others, but not for me”, “Do you think I can do it?

• Common problems:	comparison	with	external	sources	(“just	as	good	as	..”).
• Desired outcome:	Feeling	comfortable	with	doing	something,	developing	self-confidence,	

overcoming the fear of doing something, etc.

d) THE SEARCHER: Someone looking for something that possibly has a metaphysical com-
ponent, that allows them to realize or address their existentialist anguish or lack of a sense of 
fulfilment,	in	their	search	for	happiness.

• Needs: purpose, direction, passion, meaning of life.
• Features: open to metaphysical concepts, seeking explanations and answers, intellectually 

hungry
• Common problems: lost, anxious, skeptical, resigned
• Desired outcome: clarity, peace of mind, answers to your questions
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e) THE PERFORMER: Someone	trying	to	increase	a	specific	type	of	result	in	what	they	are	al-
ready	doing.	For	example,	professionals	who	are	targeting	a	specific	goal	or	an	increase	in	their	
performance in a given domain, such as an entrepreneur trying to increase their income or their 
management system.

• Needs: stimulation, new challenges
• Features:	driven,	goal-oriented,	confident,	pragmatic
• Common problems: trying to maintain a certain self image that he is worth something, 

measuring	his	self-image	based	on	his	performance,	using	external	objects	to	validate	the	
existence of what is inside him 

• Desired outcome:: hitting standards and results the person seeks

f) THE BALANCER: Somebody who comes to a coach to address his balance in life. This often 
means that the person has gone through some kind of disruptive force or encounter in his life 
and	is	looking	to	restore	the	thing	that	went	off	and	get	back	on	his	feet.	This	could	be	someone	
who	has	become	dissatisfied	with	his	work	for	example,	because	he	senses	that	he	has	lost	
sight of what is really important to him.

• Needs: emotional and mental support and management
• Features: low energy/tired, ill-disciplined
• Common problems: stress, withdrawn, over or under stimulated
• Desired outcome:: emotional and/or mental stability

g) THE ALPINIST: Someone who is often an ambitious and outward oriented person, seeking 
a	specific	type	of	achievement	so	that	he	experiences	the	fulfillment	and	reward	of	climbing	
up his desired ladder in society. This could be a person seeking to enhance his reputation or is 
renowned	in	a	given	field	or,	a	person	who	is	trying	to	reposition	himself	within	a	target	market	
that	is	beyond	his	current	influence.

• Needs:	extrinsic	fulfillment,	new	skills	and	abilities
• Features: high energy, focused, disciplined, driven
• Common problems:	trying	to	create	shift	in	his	fundamental	situations	more	specifically	

about himself, and transfer it to a new level
• Desired outcome::	new	level	playing	field

h) RELATIONSHIP FIXER: Someone who is seeking to improve or upgrade a relationship in his 
life. It would be often at a point where he is unable to bring the relationship to the next level or a 
relationship	has	deteriorated	and	the	client	wishes	to	find	a	way	to	restore	that	previous	level	of	
trust and intimacy.

• Needs: stability, emotional and mental support and management
• Features: depressive, stressed, withdrawn
• Common problems: inability to resolve recurring issues in a relationship dynamics
• Desired outcome:: stabilized and restored relationship, new relationship dynamics


