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Class 1 

 

Objective:  

Overview, Introductions, definitions, what is coaching and the value/impact of coaching, 

coaching demonstration  

 

Core Competency: A. SETTING THE FOUNDATION 

● Meeting Ethical Guidelines and Professional Standards - Understanding of coaching 

ethics and standards and ability to apply them appropriately in all coaching situations 

1. Understands and exhibits in own behaviours the ICF Standards of Conduct, 

2. Understands and follows all ICF Ethical Guidelines (see list), 

3. Clearly communicates the distinctions between coaching, consulting, psychotherapy and 

other support professions, 

4. Refers client to another support professional as needed, knowing when this is needed and 

the available resources. 

 

Updated Core Competency  
A. FOUNDATION 
1. Demonstrates Ethical Practice 
Definition: Understands and consistently applies coaching ethics and standards of coaching  

1. Demonstrates personal integrity and honesty in interactions with clients, sponsors and 
relevant stakeholders  

2. Is sensitive to clients' identity, environment, experiences, values and beliefs  
3. Uses language appropriate and respectful to clients, sponsors and relevant stakeholders  
4. Abides by the ICF Code of Ethics and upholds the Core Values  
5. Maintains confidentiality with client information per stakeholder agreements and 

pertinent laws  
6. Maintains the distinctions between coaching, consulting, psychotherapy and other 

support professions  
7. Refers clients to other support professionals, as appropriate  

Takeaway:  

Understanding what coaching is and what it isn’t, the value and impact of coaching. 

Beginning – Welcome 

Our process... 

Begin with a quote from Margaret Wheatley 

 -  She began as a Peace Corps volunteer, now a speaker, teacher, 

consultant, advisor and leader 
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 -  She has developed confidence that leaders must invoke 

people’s inherent generosity and creativity 

Her book “Who do we Choose to Be?” is about facing reality, claiming leadership and restoring 

sanity. This is her quote on listening: 

 

“Listening is such a simple act. It requires us to be present and that takes practice but we don’t 

have to do anything else. We don’t have to advise or sound-wise. We just have to sit there and 

listen”. 

 

This is the good news about coaching, it all boils down to listening. There are more – models, 

methods, tips, techniques.  We will cover it all! 

 

Introductions 

Housekeeping - per the student agreement 

 -  Missed classes 

○ You may miss up to 4 in-person classes as long as you watch the recording and 

submit any homework assignments required. 

○ More than 4 in-person classes will need to be made up with a facilitator at an 

additional rate of $150 USD/hour 

 -  Beginning on time 

○ We understand that life can get in the way.  By beginning on time, we honour 

everyone’s busy schedules.  

 -  Confidentiality – sacred space – honouring each other 

○ This classroom is respected in the same way as a coaching conversation.  We 

build trust and intimacy with each other in this kind of supportive environment for 

learning. 

ICF Core Competencies - 80% of the material of this program is focused on the competencies 

as described by the ICF.  

In examining the Core Competencies, you will see that the first 2 (Ethics & Standards, 

Establishing the Coaching Agreement) and the final three (Designing Actions, Planning and 

Goal Setting, Managing Progress and Accountability) are structures in each coaching 

conversation.  The other six are fluid and part of the dance of the conversation. 

Following a rigorous, 24-month coaching practice analysis, the International Coach Federation 
is announcing an updated ICF Coaching Core Competency Model. This competency model is 
based on evidence collected from more than 1,300 coaches across the world, including both  
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ICF Members and non-members and representing a diverse range of coaching disciplines, 
training backgrounds, coaching styles and experience levels. This large-scale research initiative 
validated that much of the existing ICF Core Competency Model, developed nearly 25 years 
ago, remains critically important to the practice of coaching today. Some new elements and 
themes that emerged from the data have also been integrated into the model. These include a 
paramount emphasis on ethical behavior and confidentiality, the importance of a coaching 
mindset and ongoing reflective practice, the critical distinctions between various levels of 
coaching agreements, the criticality of partnership between coach and client, and the 
importance of cultural, systemic and contextual awareness. These foundational components, 
combined with emerging themes, reflect the key elements of coaching practice today and will 
serve as stronger, more comprehensive coaching standards for the future. 

We will be integrating the new Core Competencies in each Module and showing you how they 
have evolved. 

This first class will be an introduction to the 3D model and a coaching demonstration after the 

break. 

We will be teaching a very pure model of coaching 

The expectation that you will know the model 

- You will also bring your lived experience. 

 

...Break… 

 

Coach Demonstration using the 3D Model. 

Debrief: 

What gets in the way of coaching? 

- Our filters:  we all have a way of perceiving everything from behaviour to conversations.  

Know yourself and know when your perceptions are overriding what your client’s 

perceptions are. 

- Our desire to “fix-it”:  this may be the hardest of all to restrain yourself in doing.  We can 

all easily go-to solutions.  Our natural tendency to help people fix things rather than 

empowering them to create their own answers. 

- Our need to advise:  you may have been hired to advise people and you may still want 

to be.  However, to pay attention, we all like to give advice. 

- Our attachment to the outcome:  Our excitement for wanting the best for our clients can 

often get in the way of their success.  Their outcome is their outcome, not ours.   

-  

-  
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- Voting:  Coaches are often asked, “what do you think of this?”  What matters is what 

they think.  We must watch our language as coaches so we aren’t perceived as liking 

one option vs another. 

- Empathy rather than compassion:  we will talk much more about this in future classes. 

 

Resources: 

ICF Core Competencies 

Revised for 2021 ICF Core Competencies 

ICF Code of Ethics 

ICF Core Competencies Level Table 

 

Homework: 

Review and print a copy for yourself of the above documents regarding the ICF Code of Ethics 

and ICF Core Competencies.  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

https://coachfederation.org/app/uploads/2017/12/CoreCompetencies.pdf
https://coachfederation.org/app/uploads/2019/11/ICFCompetencyModel_Oct2019.pdf
https://coachfederation.org/code-of-ethics
https://coachfederation.org/app/uploads/2017/12/ICFCompetenciesLevelsTable.pdf
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Class 2 

 

The 3D Model 

 

 
 

Objective: 

Understanding the fundamentals of coaching and the principles that guide the Professional 

Coach Certification program and an overview of the 3D Model. 

 

Core Competencies: 

Foundation: A. SETTING THE FOUNDATION 

● Establishing the Coaching Agreement - Ability to understand what is required in the 

specific coaching interaction and to come to an agreement with the prospective and new 

client about the coaching process and relationship 

a. Understands and effectively discusses with the client the guidelines and specific parameters 

of the 
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coaching relationship (e.g., logistics, fees, scheduling, the inclusion of others if appropriate), 

b. Reaches agreement about what is appropriate in the relationship and what is not, what is and 

is not 

being offered, and about the client's and coach's responsibilities, 

c. Determines whether there is an effective match between his/her coaching method and the 

needs of the prospective client. 

 

Revised Core Competency 
A. FOUNDATION 

2. Embodies a Coaching Mindset  

Definition: Develops and maintains a mindset that is open, curious, flexible and client-centered  

1. Acknowledges that clients are responsible for their own choices  
2. Engages in ongoing learning and development as a coach  
3. Develops an ongoing reflective practice to enhance one's coaching  
4. Remains aware of and open to the influence of context and culture on self and others  
5. Uses awareness of self and one's intuition to benefit clients  
6. Develops and maintains the ability to regulate one's emotions  
7. Mentally and emotionally prepares for sessions  
8. Seeks help from outside sources when necessary  

Opening Quote: 

Brené Brown from “Rising Strong” 

“The irony is that we attempt to disown our difficult stories to appear more whole or more 

acceptable. But our wholeness – even our wholeheartedness – actually depends on the 

integration of all of our experiences, including the falls”. 

Today’s class is about some of the fundamentals of coaching from the ICF’s perspective and 

the principles which guide our program. 

 -  We will go over the Core Competencies from the ICF with the guidelines of each of the 

levels of credentials 

 -  It is important to realize that the expectation for the competencies is different at 

different levels of credentials 

The revisions to the Code of Ethics reflects a shift away from the view of coaching ethics as 

right or wrong and toward an understanding of ethics as the concepts and principles directing 

coaches’ behaviour. 
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 What we expect of ICF Members when abiding by the Code of Ethics: 

To elicit the best in each and every ICF coach, ICF Members and coaches are 

committed to: 

○ Ethical behaviour as the foundation of the coaching profession. 

○ Continued learning in the field of coaching as required. 

○ Search for continued self-awareness, self-monitoring and self- improvement. 

○ Acting and being an ethical individual in all professional interactions. 

  

- We will share some examples of potential ethical challenges 

• Full accountability for the responsibility undertaken as an ICF Member and coach. 

• Complete engagement with and commitment to the coaching profession, setting an example 

both to the profession overall and to the community. 

● Uphold the highest standards in a manner that reflects positively on the coaching 

profession. 

● Be fully present in each and every interaction in which we engage. 

● Recognize and abide by the applicable laws and regulations of each 

country, municipality and local governing body. 

● Provide a safe space for trainers, service providers, coaches and coaches-in-training to 

learn, excel ethically and strive to become professional coaches of the highest calibre. 

● Embrace diversity and inclusion, and value the richness of our global stakeholders. 

 

Ethics Hotline 

If you have questions regarding the ICF Code of Ethics, contact the ICF Ethics Hotline at 

ethics@coachfederation.org or 1.859.226.4245. 

Go over Ethics FAQ 

https://coachfederation.org/ethics-faqs 

The 3D Model 

 

3 Part Model: 

 

1- Define 

Foundation 

Steps of “Define” 

What MUST be covered before you go on to the rest of the coaching conversation 

https://coachfederation.org/ethics-faqs
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- Ask permission before beginning the coaching conversation 

- The importance of “nailing” an agreement - the risk if the conversation is not framed to 

start 

- Questions to ask to begin the coaching conversation 

Define - the topic 

1. What would you like to look at or explore today? 

a. Listen for the keywords or phrases - pick up on the areas of energy and 

enthusiasm 

b. Allow for the story to be told - listen for values and strengths in what the client is 

sharing 

c. Observe without influencing the agenda for the client 

Define - the focus 

1. From everything you have shared with me, what would you like to concentrate on for 

today? 

a. Allow the client to narrow their topic, always making sure they choose the 

agenda, with a specific focus 

b. Listen and invite the topic in the area of most value 

c. Frame the focus in a statement that is described in a forward-looking, creative 

way.  That means your client’s focus is stated as “I want to create, build, 

discover…”, not “I don’t want to have, be, see…”   

Define - the outcome 

1. What would be the best possible outcome for our conversation? 

2. How would you know you had gotten great value from our conversation today? 

a. Listen for measurable results 

b. Invite your client to stretch to an even bigger possibility 

Permission to move ahead with the conversation by receiving an agreement about the outcome 

is the key to establishing a clear outcome. 

WRITE IT DOWN and read it back to the client so that there is clarity for both the coach and 

client. 

 

 

2- Discover  

 

Coaching Conversation 
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Steps in Discover and how the questions can lead to the territory where an insight is possible.  

This is when the client realizes they have within themselves all that they need and begin to gain 

awareness.   

 

Discover - the best of the past 

 

1. Going back to the agreed-upon topic, ask more about how they see it unfolding 

a. Questions are about the best experiences, when they may have had success, 

insights or awareness in a similar situation 

b. Offer the phrase “tell me more about that”, ponder with curiosity with your client 

 

2. Inquire about what is currently working, what awareness is available now, where the 

situation is right now. 

a. Listen for understanding, new awareness, energy, and language 

b. Begin to distinguish what beliefs may be at play, how they impact the client’s 

understanding of the current circumstance 

c. Listen to possibility beyond solving the problem 

 

Discover - the tools of the present 

 

1. Inquire about what is currently working, what awareness is available now, where the 

situation is right now. 

a. Listen for understanding, new awareness, energy, and language 

b. Begin to distinguish what beliefs may be at play, how they impact the client’s 

understanding of the current circumstance 

c. Listen to possibility beyond solving the problem 

 

 

Discover - the possibility for the future 

 

1. Go back to restate or ask about the desired outcome for the conversation, describing the 

possible future, to transition into Design 

a. Connect the best of the past, the current strengths and insights and the 

possibility of what is to come 

b. Inquire into the benefits of this possibility going forward, describe in a statement. 

 

 

3- Design 

 

Actions and commitments 
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These steps will help our clients take what they have gained in this conversation whether, 

clarity, insight, awareness into action. This can be a physical action, the next step, or even 

reflecting on what this insight reveals to them now that might help them moving forward. In the 

case of an insight, there might not be an action what/when leaving that to the client.  

 

Design - new awareness and insights 

 

1. Inquire into shifts in perspective that the client may have had 

a. Identify and articulate how their world-view may have changed 

b. Pause, acknowledge and reflect back to the client what they have shared (** 

important to emphasize this step as key to Design) 

 

Design - supports and strengths to build the future 

 

1. Ask about existing social architecture (family, friends, colleagues) that can provide 

assistance and support 

a. Questions to identify and name perspective shifts, strengths and experience  

b. Resources to draw upon in the future 

c. Learning from this coaching session 

d. How does this conversation benefit the greater goal and larger scope of 

learning? (** always going back to the overarching goals of the coaching 

agreement) 

 

 

Design - commitments and promises 

 

Actions and commitments 

 

These steps will help our clients take what they have gained in this conversation whether, 

clarity, insight, awareness into action. This can be a physical action, the next step, or even 

reflecting on what this insight reveals to them now that might help them moving forward. In the 

case of an insight, there might not be an action what/when leaving that to the client.  

 

 

1. Brainstorm and draft actions appropriate for the circumstance 

a. What will the client do differently after the conversation? 

b. What ideas or new thoughts have emerged? 

c. What promises or commitments can they make for themselves to take action 

based on new awareness? (** clarity about accountability) 

 

Complete the conversation with a review of the outcome that was written down for the outcome.  

Review, discuss as needed and declare completion. 
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Ready-set-go 

 

 

= transformation 

- Can occur incrementally over time or can be a spontaneous change or shift in the 

moment 

- This coaching model creates the space for the possibility of transformation to occur in 

coaching conversations 

- The promise of this model is that transformation will occur because in the moment of 

partnership between coach and client, like quantum particles, a universal effect occurs 

instantaneously. 

- Quantum particles also seem to be able to affect each other instantaneously even when 

they are far away from each other. This truly bamboozling phenomenon is known as 

entanglement, or, in a phrase coined by Einstein (a great critic of quantum theory), 

“spooky action at a distance”. Such quantum powers are completely foreign to us 

 

- Read more: https://www.newscientist.com/term/quantum-physics/#ixzz69zJpaYnt 

 

...Break ...  

Second Demo - facilitators coaching - pulling the “yellow curtain” to highlight the steps of the 

model. 

Debrief Demo - questions and answers 

Homework:  

Peak Stories - Capture a time you can remember a peak experience in your life. Write the story 

in first person, present tense (as in “I am standing on a mountain, gazing at the beautiful valley 

below.  My best friend is standing beside me and we are talking about the hike we just 

completed…”). 

Download and print out the 3D coaching model from the classroom. 

 

Resources: 

Free Personal Values Online Test 

Downloads are in Student Materials folder in your classroom 

 

 

 

 

 

 

 

 

https://www.newscientist.com/article/mg24132210-300-the-quantum-world-is-infamously-weird-now-we-might-know-why/
https://www.newscientist.com/term/quantum-physics/#ixzz69zJpaYnt
https://personalvalu.es/
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Class 3 

 

Objective: Understanding the importance of Define - to set the stage for a coaching 

conversation. 

 

Core Competency: 

B. CO-CREATING THE RELATIONSHIP  

● Establishing Trust and Intimacy with the Client - Ability to create a safe, supportive 

environment that produces ongoing mutual respect and trust 

1. Shows genuine concern for the client's welfare and future, 

2. Continuously demonstrates personal integrity, honesty and sincerity, 

3. Establishes clear agreements and keeps promises, 

4. Demonstrates respect for the client's perceptions, learning style, personal being, 

5. Provides ongoing support for and champions new behaviours and actions, including those 

involving risk-taking and fear of failure, 

6. Asks permission to coach clients in sensitive, new areas. 

Revised Core Competency 

B. CO-CREATING THE RELATIONSHIP 

3. Establishes and Maintains Agreements  

Definition: Partners with the client and relevant stakeholders to create clear agreements about 
the coaching relationship, process, plans and goals. Establishes agreements for the overall 
coaching engagement as well as those for each coaching session.  

1. Explains what coaching is and is not and describes the process to the client and relevant 
stakeholders  

2. Reaches agreement about what is and is not appropriate in the relationship, what is and 
is not being offered, and the responsibilities of the client and relevant stakeholders  

3. Reaches agreement about the guidelines and specific parameters of the coaching 
relationship such as logistics, fees, scheduling, duration, termination, confidentiality and 
inclusion of others  

4. Partners with the client and relevant stakeholders to establish an overall coaching plan 
and goals  

5. Partners with the client to determine client-coach compatibility  
6. Partners with the client to identify or reconfirm what they want to accomplish in the 

session  
7. Partners with the client to define what the client believes they need to address or resolve 

to achieve what they want to accomplish in the session  
8. Partners with the client to define or reconfirm measures of success for what the client 

wants to accomplish in the coaching engagement or individual session  
9. Partners with the client to manage the time and focus of the session  
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10. Continues coaching in the direction of the client's desired outcome unless the client 
indicates otherwise  

11. Partners with the client to end the coaching relationship in a way that honors the 
experience  

 

 

Takeaway: 

A deeper understanding of the relationship between coach and client and the role of the coach 

Opening Quote: 

“There is no greater agony than bearing an untold story inside you” – Maya Angelou 

Peak Stories 

- Sharing our stories 

Think about what values are recognizable in the particular peak moment from your story. 

 ~ Pick the value or values that you’ve identified as the most important to you (Remember 

that your values apply to both your personal and professional worlds). 

 

~ Define what the chosen value or values mean to YOU 

~ Choose a value name that resonates with YOU. 

 

~ Continue the process until you define about 3 core values 

Values might be noticed through tonality and emotional body language that marks special 

significance to the client.  Key phrases are emphasized and clients seem to be sure of them as 

“universal truths”.   

How do you know when you, as a coach, are having a conversation that taps into a client’s 

deepest values? 

- Visibly the client will shift their posture, they will appear more confident and centred; 

audibly the client will speak with a different energy that reflects their commitment. 

Values, Beliefs and Principles - how are they different? 

Values  

- Relative Values we create for a purpose.  Teams may develop a set of values agreed upon to 

serve a project 
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- Absolute Values are often considered deal breakers.  They are the values we hold at our core 

and will protect fiercely. 

Beliefs 

Information you think is the truth based on your past experience.  They evolve based on the 

evidence you have experienced.  They are often automatic, when not considered.  They can be 

limiting or freeing, depending on the circumstance. 

Principles 

These can be described as “operationalized” values.  They are future-oriented - based on 

possibility.  They can be created and often contain actions.  They can empower the values held.   

More on Values 

There are four types of values that we find in an organizational setting: individual values, 

relationship values, organizational values and societal values.  We are looking at individual and 

organizational values most often in coaching. 

Individual values 

- Reflect how you show up in your life and your specific needs – the principles you live by and 

what you consider important for your self-interest. Individual values include enthusiasm, 

creativity, humility and personal fulfillment. Relationship values 

- Reflect how you relate to other people in your life, friends, family or colleagues. They can 

include openness, trust, generosity and caring. 

Organizational values 

- Reflect how your organization shows up and operates in the world. They can include: financial 

growth, teamwork, productivity and strategic alliances. Societal values 

- Reflect how you or your organization relates to society in general 

… Break ... 

Steps of “Define” 

What MUST be covered before you go on to the rest of the coaching conversation 

- Asking permission to begin the coaching conversation (** we will explain why) 

- The importance of “nailing” an agreement - the risk if the conversation is not framed to 

start 
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- Questions to ask to begin the coaching conversation 

Define - the topic 

1. What would you like to look at or explore today? 

a. Listen for the keywords or phrases - pick up on the areas of energy and 

enthusiasm 

b. Allow for the story to be told - listen for values and strengths in what the client is 

sharing 

c. Observe without influencing the agenda for the client 

Define - the focus 

1. From everything you have shared with me, what would you like to concentrate on for 

today? 

a. Allow the client to narrow their topic, always making sure they choose the 

agenda, with a specific focus 

b. Listen and invite a topic in the area of most value 

c. Frame the focus in a statement that is described in a forward-looking, creative 

way.  That means your client’s focus is stated as “I want to create, build, 

discover…”, not “I don’t want to have, be, see…”  (**Talk about the difference 

and why we look to build on the best possible outcome).  

Define - the outcome 

1. What would be the best possible outcome for our conversation? 

2. How would you know you had gotten great value from our conversation today? 

a. Listen for measurable results 

b. Invite your client to stretch to an even bigger possibility 

Practice - two students practice “Defining” a coaching conversation. 

Homework: 

Download and Print your Reflective Journal  

Review the Model 

Download and print Verbal Coaching Agreement script, 3D Model track sheet, coaching log 25 

hours practical, and coaching log for ICF 

Watch the Ben Zander video about an “A” letter https://vimeo.com/145920064  
 

Resources: 

Downloads are in Student Materials folder in your classroom. 

 

 

https://vimeo.com/145920064
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Class 4 

 

Objectives:  

Establishing Coaching Agreements before each session, and at the beginning of the coaching 

relationship.  

 

Coaching model overview, looking at Define, reviewing the importance of setting a solid 

foundation for clarity and direction, the relationship between coach and client, the role of the 

coach.  

 

 

Core Competencies: 

A. Foundation: 

● Establishing the Coaching Agreement - Ability to understand what is required in the 

specific coaching interaction and to come to an agreement with the prospective and new 

client about the coaching process and relationship 

1. Understands and effectively discusses with the client the guidelines and specific parameters 

of the coaching relationship (e.g., logistics, fees, scheduling, the inclusion of others if 

appropriate), 

2. Reaches agreement about what is appropriate in the relationship and what is not, what is and 

is not being offered, and about the client's and coach's responsibilities, 

3. Determines whether there is an effective match between his/her coaching method and the 

needs of the prospective client. 

 

AND 

 

C. Communicating Effectively 
● Active Listening- Ability to focus completely on what the client is saying and is not 

saying, to understand the meaning of what is said in the context of the client’s desires, 
and to support client self-expression. 

1. Attends to the client and the client’s agenda and not to the coach’s agenda for the client.  
 
2. Hears the client’s concerns, goals, values and beliefs about what is and is not possible. 

3. Distinguishes between the words, the tone of voice, and the body language. 

4. Summarizes, paraphrases reiterates and mirrors back what client has said to ensure clarity 
and understanding. 

5. Encourages, accepts, explores and reinforces the client’s expression of feelings, perceptions, 
concerns, beliefs, suggestions, etc. 

6. Integrates and builds on the client’s ideas and suggestions. 
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7. “Bottom-lines” or understands the essence of the client’s communication and helps the client 

get there rather than engaging in long, descriptive stories. 

8. Allows the client to vent or “clear” the situation without judgment or attachment in order to 

move on to next steps. 

Revised Core Competencies 

B. Co-Creating the Relationship 

4. Cultivates Trust and Safety  

Definition: Partners with the client to create a safe, supportive environment that allows the client 
to share freely. Maintains a relationship of mutual respect and trust.  

1. Seeks to understand the client within their context which may include their identity, 
environment, experiences, values and beliefs  

2. Demonstrates respect for the client’s identity, perceptions, style and language and 
adapts one's coaching to the client  

3. Acknowledges and respects the client's unique talents, insights and work in the coaching 
process  

4. Shows support, empathy and concern for the client  
5. Acknowledges and supports the client’s expression of feelings, perceptions, concerns, 

beliefs and suggestions  
6. Demonstrates openness and transparency as a way to display vulnerability and build 

trust with the client  

And 

C. Communicating Effectively 

6. Listens Actively  

Definition: Focuses on what the client is and is not saying to fully understand what is being 
communicated in the context of the client systems and to support client self-expression  

1. Considers the client’s context, identity, environment, experiences, values and beliefs to 
enhance understanding of what the client is communicating  

2. Reflects or summarizes what the client communicated to ensure clarity and 
understanding  

3. Recognizes and inquires when there is more to what the client is communicating  
4. Notices, acknowledges and explores the client's emotions, energy shifts, non-verbal 

cues or other behaviors  

5. Integrates the client's words, tone of voice and body language to determine the full 
meaning of what is being communicated  
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6. Notices trends in the client's behaviors and emotions across sessions to discern themes 
and patterns  

 

Opening Quotes: 

David Cooperrider says “the first question you ask is fateful” 

The Simultaneity Principle: Proposes that as we inquire into human systems we change them 

and the seeds of change, the things people think and talk about, what they discover and learn, 

are implicit in the very first questions asked. Questions are never neutral, they are fateful, and 

social systems move in the direction of the questions they most persistently and passionately 

discuss. (David Pollack - https://www.cheatography.com/davidpol/cheat- sheets/5-principles-of-

appreciative-inquiry/pdf/ )  

“Don't Make Assumptions. Find the courage to ask questions and to express what you really 

want. Communicate with others as clearly as you can to avoid misunderstandings, sadness and 

drama. With just this one agreement, you can completely transform your life.” 

~ Don Miguel Ruiz from The Four Agreements 

Four Levels of Coaching 

Transactional 

At this level of coaching, the coach works with the client on “what-by when”, transactions that 
move the client forward.  There are many times when this is appropriate for the session and 
serves the client well.  The coach can be an accountability partner in this type of results-based 
coaching 

Transitional 

During transitional coaching, the client is addressing situations which will move them from one 
stage or phase of their lives to another.  Examples of this are work or relationship transitions.  
The clients are looking at who they need to be in the transition.  The coach assists with 
identifying the resources necessary to transition powerfully.  Many clients seek coaching during 
these times in their lives. 

Transformational 

At the level of transformational coaching, the coach is listening deeply to the values and 
strengths of their client (as we studied last week), dancing in the conversation.  The coach is 
accessing their own intuition and inviting the client to reveal theirs.  The coach chooses in the 
moment what is most effective to support the client to shift perspective and take risks to 
unconceal new possibilities.  The client has the opportunity to alter how they see people, places  
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and things which changes their relationship to them.  The client has the experience of 
transforming their lives on-goingly and notices unexpected and remarkable results. 

Transcendence 

When a coach reaches transcendence in a coaching session, the illusion of separateness falls 
away.  As a coach, your questions come from a place of unknowing and indescribable.   The 
coach and client meet in a place of profound connection.  The coach holds a space of honour 
and respect for the conversation which allows exploration to a depth which is unforeseen at the 
outset and creates a journey of adventure and awareness.  The outcomes for the client are far-
reaching and sustainable. 

Video from class:  It’s not about the nail!  

… Break ... 

Practice using Active Listening to Define the coaching conversation 

Homework: Complete the “A” letter and send to the instructors. 

Coaching Agreement; review the sample coaching agreement from the ICF, create your own 

personalized coaching agreement. You may use the brandable example in Business Tools Folder 

of your classroom. 

 

 

We will set up coaching partners for practice outside of class. 

Coach your partner through the Define part of the model, write your observations in your 

Reflection Journal. 

 

Resources: 

ICF Sample of Coaching Agreement 

 

 

 

 

https://youtu.be/-4EDhdAHrOg
https://coachfederation.org/app/uploads/2017/11/SampleCoachingAgreement.pdf

