
Why Professionals Struggle
to Build a Coaching or

Advisory Business

A brief guide for professionals translating deep
expertise into a coaching or advisory business that

experiences steady, predictable growth.

WISDOM
The

Business



Most professionals try to build their coaching business the same
way they built their career:

But in this market, expertise alone doesn’t create steady demand.

The real gap is simple:
You’re applying career logic to a business that runs on positioning,
marketing systems, and consistent conversations.

Respected, relied on, known for your expertise.

But stepping into a coaching or advisory business feels different.

The work is strong. People value what you do.
But the client flow is unpredictable. Some months are full. Others are silent.

And you can’t quite see why.

YOU SPENT YEARS BUILDING A SUCCESSFUL
CAREER

THE REAL PROBLEM

THE PATTERNS:
Across dozens of conversations with professionals transitioning into coaching,
we see the same patterns:

• Messaging that’s professional, but not compelling. No urgency.
• Offers that feel unclear, don't meet buying stages or build capacity.
• Content that creates visibility but not conversations
• A cycle of overthinking, refining, and second-guessing
• A feeling of, “I know I’m good at this… so why isn’t this working yet?”
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THE PIVOT

The shift is not more effort, more content, or more certifications.

It’s learning to run your business with a simple, strategic system designed
specifically for coaching demand.

The shift comes from using a simple, strategic framework.

THE FRAMEWORK FOR STEADY, PREDICTABLE
GROWTH
Most professionals don’t struggle because of talent or experience.
They struggle because they’re building their coaching or advisory business
without a clear, strategic framework.

This is where the 3M Framework creates the shift.
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The 3M Framework includes three components: a Method that Moves,
Momentum-Building Conversations, and Mindset → Wisdom.

Why more effort isn’t the solution.



1. The M.O.V.E. Method

Your coaching business system.

A simple system for clear positioning, buying
stage offers, visibility that reaches the right
people, and email as a flow engine that
deepens trust and keeps you top of mind
(between conversations).

This is where the big gaps finally get filled
and the peaks and valleys of feast or famine
level out.

2. Momentum-Building Conversations

A repeatable way to have real, genuine
conversations without pitching that create
immediate traction.

3. Mindset

Upgrading from “career expert” to “trusted
guide and advisor." This shift allows you to
communicate value clearly, act as a guide
and rely on insight and impact vs
performance. Shift your mindset from
service-provider to trusted guide, one who
provides the clarity and insights clients want
and need.

The Framework
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Three Scenarios We See Again and Again

We share Jackie’s story of feast or famine in our video and how she’s built a
$500K + business using the framework. You can watch it here. 

We see these patterns show up across conversations with predictability.

Scenario 1 - The Expert Who Blends In
Her experience is strong and her messaging “sounds nice” but moves no
one. She sounds like every other coach.

She can’t seem to convey the depth of her experience, work, and
impact. So she “polishes”, rewrites, and refines her messaging,
website, and bio.

Through the M.O.V.E. Method, her positioning sharpens and prospects
finally “get it.” Urgency is utilized to create stronger messaging. And she
starts standing out in her market, leading instead of blending in.

Scenario 2 - The Coach With Inconsistent Clients
He’s great at his work but he has no system to move people from curious
to ready and consistently loses clients to other coaches.

When he works with a client, they’re impressed and happy, but then
the pipeline runs dry and he gets frustrated. He doesn’t want to “spam”
people with email or hound potential clients via their inbox. 

With a different understanding for how to use email as a visibility channel,
provide value, and stay top of mind, he suddenly sees how email becomes
his connection point that brings clients in, steadily.

Email as a system works behind the scenes keeping him top of mind and
in steady demand.

SCENARIOS
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Scenario 3 - The Professional with Tons of Offers, No Consistent Takers
She has too many offers and no clear outcome.  Scrambling to make
everyone happy or have “something” for all the different client situations
she encounters, her offer ecosystem is a mess.

She has “packages” or offers that are disconnected and go in different
directions, even speaking to different audiences.  When she gets no
response, she lowers her pricing.  That’s a fast race to the bottom.

With the right positioning, pricing isn’t an issue.  With clear, connected
offers, that speak to one audience, she becomes a leader in her market. 

By anchoring everything inside the M.O.V.E. Method, her business
becomes cohesive and easier to grow. Each offer meets a buying stage
and builds capacity for her core offer, creating flow. Outcome is clear and
creates demand.

This is the shift that creates predictable demand and removes the chaos
from growth.

IF YOU'RE READY TO LEAVE FEAST-OR-FAMINE BEHIND AND EXPERIENCE
STEADY GROWTH INSTEAD, THIS IS THE WORK WE DO INSIDE THE WISDOM
BUSINESS. IF YOU’D LIKE TO EXPLORE WHETHER THIS FRAMEWORK IS THE

RIGHT FIT, YOU CAN SCHEDULE A CONVERSATION HERE.
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https://calendar.thewisdombusiness.com/widget/bookings/coaching-growth-clarity-call

