
123 Coach! model, 108–111, 364

Acceptance, 92
acknowledging and, 278
context for coaching and, 100–101

Accountability, 17–18, 109, 111
messaging and, 233

Acknowledging, 267–268
behaviors, 288–289
benefi ts, 269
concepts, 271–275
defi nitions, 270
distinctions, 276–278
methods of, 279–286
potential perils of, 286–287
resources, 290

Action:
context for coaching, 111
questions, 193

Adage, 154
Addictions, referrals and, 138
Advising, messaging and, 232, 235–237, 240

coaching, 240
consulting, 240
examples of, 237–238
guidelines for, 246–247
information, 249–250
personal experience, 250–251
segues and, 251–252
success formulas, 247–249

Affect, situational coaching and, 306
Agreement, coaching, 13
Alliances, 21, 341
Analogy, 154
Attending, 135
Attention, 131
Attraction, situational coaching and, 306
Authenticity, 102
Awareness, 45

creating, 15–16

Barriers, removing, 274, 282–283
Being challenge, 238
Being questions, 190
Being- while- doing challenge, 238
Benefi t, situational coaching and, 305
Body language, 154
Business coaching, 97

Cadence, 154
Career advancement, 20
Career employee, 298, 301, 305, 317–318

common shifts, 331
Celebrations, acknowledging and, 275, 285–286
CEO/Executive, 298, 301, 304, 313–314

common shifts, 331
Challenge questions, 193
Challenging, messaging and, 232, 237–239, 242

components of, 252–257
Charting, strategizing and, 204, 209
Choice, 51, 78–81

questioning and, 189
Clean language, 165–167
Clean Sweep, 374
Cliche, 154
Coachable, being, 28, 30, 38
Coachee condition, 298
Coachee intake form, 355–356
Coaching:

approach to, 34
benefi ts of, 346
defi ned, 5, 34
messaging and, 232
rewards of, 19–23
value of, 346
what is, 10–23

Coaching Call Prep form, 356, 374
Coaching Ethics for Internal and External Coaches. 

See Ethics, Coaching Code of
Coaching Service Intake Packet, 371–372
The Coach U’s Essential Coaching Tools: Your Com-

plete Practice Resource, 358, 374
Collaboration, 50, 63–65
Collective coaching, 352
Collective wisdom, 8
Commonalities, 50, 52–55

language and, 163
situational coaching and, 302

Communication, effective, 14–15
Community, 346
Compassion, 101

acknowledging and, 278
messaging and, 233, 243

challenging, 252
Competencies. See Core competencies, coaching
Concepts, 8
Confi dentiality, boundaries of, 27, 29, 36–37
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Connection, 50, 63–65, 361
Constructive, unconditionally, 276
Consulting:

vs. coaching, 98
messaging and, 232

Context:
for coaching, 89–90

benefi ts, 91
concepts, 95–99
defi nitions, 92–94
distinctions, 100–102
frameworks, 103–115
resources, 116–117

listening and, 126, 139
Contract:

establishing a sound, 26, 28, 36
work, 22

Contribution, 50, 60–62
Control:

situational coaching and, 306
strategizing and, 210

Core competencies:
assessment, 105, 117
coaching, 9, 13–18

context for coaching and, 95
establishing, 26, 28, 36
questions, 103–104

Corporate coaching, 92, 98
Counselors, 138
Creativity, 298, 301, 306–307, 323–333

common shifts, 332
Cross- functionality, 20, 21

Defi nition, vs. distinction, 25
Delivery, situational coaching and, 304–305
Depression, referrals and, 138
Desire, internal, 305
Developing, 8

distinctions, 24–25
the process of, 10–12
the whole person, 12

Dialect, 154
vs. language, 159

Direct challenge, 237
Direction, strategizing and, 210
Directness, acknowledging and, 275, 283–284
Disabilities, referrals and, 138
Discernment, 45, 92

listening and, 126
messaging and, 233

Disempowerment, acknowledging and, 270
Distance, maintaining appropriate, 27, 30, 37

Distinctions, 8
clarifying, listening and, 137–138
vs. defi nition, 25
language and, 171, 172
removing and, 136

Doctors, 26, 138
Doing challenge, 238

Edge, messaging and, 233
challenging, 253

Effi cacy, listening and, 127
Electronic coaching, 352
Elevator speech, 340
Emotional instability, referrals and, 138
Emotional reaction, listening and, 132
Empathy, 101

messaging and, 243
Empowerment, 108–109, 110

acknowledging and, 270, 276
questioning and, 182

Encouraging questions, 193
Endorsement, acknowledging and, 273, 276, 277, 279, 

280
Entrepreneur, 298, 300–301, 303, 311–312

common shifts, 330
Environment, 9
Environmental challenge, 238
Ethics, Coaching Code of, 5, 7, 9, 19, 26–28, 36–38

explanation of, 18–19
vs. morals, 25
scenarios, 30–31
ten standards of, 28–30

Evidence, messaging and, 234
challenging, 256–257

Example, 154
Executive coaching, 98
Expectations:

messaging and, 233
challenging, 254

situational coaching and, 307
Experience:

messaging and personal, 236, 251
situational coaching and, 304

Expertise, 304
adherence to the limits of, 26, 29, 36

External contract, 353
Eye contact, 135

Facial expressions, 135
Facts, messaging and, 241
Family dynamics, referrals and, 138
Feature, situational coaching and, 305
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Feelings:
listening and, 132
questions, 190

Fee structure, 353–354
Financial counselors/planners, 26, 138
Five- S Model, 112–114
Flow:

listening and, 126
strategizing and, 205

Focus:
New Coach Basics and, 345–346
questions, 192
strategizing and, 205, 211

Focus Worksheet, 374
Format, 33
Formulas, messaging and, 236, 241, 247–249
Framework, context for coaching and, 102

Gestures, distracting, 136
Gist, 131
Global marketplace, 21
Goals:

acknowledging and, 277
New Coach Basics and, 345–346
setting, 17, 20
situational coaching and, 303
strategizing and, 211

base, 220–221
charting, 209, 221–222
setting, 209, 219
types of, 219–220

Goal- setting questions, 192
Ground of being, 45
Group coaching, 352
Grove, David, 165
Growing, vs. developing, 24
Guiding principle, 45
Guiding Principles of Human Interaction, 41–42

benefi ts, 43–44
defi nitions, 45
distinctions, 49–51
impact on coaching, 47–48
origin, 46
resources, 85
See also specifi c principles

Hard work, 305
Hearing, 92

context for coaching and, 100
vs. listening, 131

Honoring, 92
How I Coach My Coachees, 374

How to Get the Most Out of Your Coaching, 374
Human resources, 138

Ideas, messaging and, 241
Important, situational coaching and, 307
Infl uence, 8

situational coaching and, 306
Information:

messaging and, 232, 236, 240, 241
advising and, 249–250

questions, 191
In- person coaching, 352
Inquiry questions, 191
Inquisitiveness, 50, 56–59

messaging and, 234
questioning and, 184–185

Integrity, 45, 51, 82–84
listening and, 127
questions, 182, 192
strategizing and, 204–205

Intellectuals:
common shifts, 332
situational coaching and, 299, 302, 307, 325–326

Interesting, situational coaching and, 307
Internal challenge, 238
Internal contract, 352
Internal employee, 353
International Coaching Federation (ICF), 5, 7

Code of Ethics (see Ethics, Coaching Code of )
core competencies and, 13
Standards of Conduct, 13

Interrogation, questioning and, 186
Intimacy, establishing, 14
Intuition, 92

listening and, 126
messaging and, 232
questioning and, 182, 191

Investment:
advisors, 26
situational coaching and, 308–309

Jargon, 154
Joint ventures, 21
Judgment, 101

questioning and, 182, 186
Just- in- time coaching, 352

Language, 151–152
alignment, 162–165
artist, becoming a language, 173–174

outcomes, 174–175
benefi ts, 153
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concepts, 156–158
defi nitions, 154–155
delivery, 161
distinctions, 159–160
elements of, 157
resources, 176
word choices, 165–172

Laws, vs. guiding principles, 49
Lawyers, 26, 138
Leadership:

common shifts, 332
situational coaching and, 299, 302, 304, 308, 

327–328
Leads group, 340
Leaps, questioning and, 182
Learning:

context for coaching, 110
creating opportunities for, 16–17
vs. developing, 25

Legacy, listening and, 127
Leonard, Thomas, xi
Life purpose, 45
Limited liability corporation (LLC), 357
Listening, 123–124

active, 14–15
behaviors, 142–143
benefi ts, 125
chart, 145–147
as a coaching skill, 133–139
concepts, 128–130
context for coaching and, 100, 109
defi nitions, 126–127
distinctions, 131–132
quiz, 134–135
realities, 141–142
resources, 144–147
for values, 139–140

Literal, 131

Management, situational coaching and, 304
Marital diffi culties, referrals and, 138
Marketing, situational coaching and, 304–305
Masterful coach, 114–115
Mastery:

competence and, 25
vs. gaining mastery, 49

Medium, 155
Mentor coaching, 7, 9, 32–33, 98
Mergers, 21
Messaging, 229–230

behaviors, 258–262
benefi ts, 231, 245–246

concepts, 235–239
defi nitions, 232–234
distinctions, 240–243
formats, 244
resources, 263
what is, 244–257

Metaphors, 155, 170–171
Ministers, 138
Misconceptions about coaching, 342–344
Mixed conditions, 302
Modeling:

context for coaching and, 101, 102
situational coaching and, 308

Models, coaching, 93, 99. See also specifi c type
Morals, vs. ethics, 25
Motivation:

listening and, 126
questions, 193

Needs:
listening and, 127, 132
strategizing and, 205, 216

Networking, 340, 346
New Coach Basics, 337–338

benefi ts, 339
concepts, 342–344
defi nitions, 340–341
distinctions, 345–346
establishing yourself

beginning training, 348
community, 349
designing your practice, 351–353
enrolling coaches, 359–370
fee structure, creating, 353–354
hiring, 348
introducing yourself as a coach, 358–359
materials, creating, 355–356
presence/practice, establishing your, 357–

358
setting up offi ce, 350–351

hallmarks of ongoing success, 374–378
new coachee process, 370–374
resources, 379

Niche, 346
Non- doing challenge, 238

Objectivity, 27
Obsessing, strategizing and, 211
One- on- one, 352
One sheet, 340
Operator, single, 303
Option questions, 191
Outsourcing, 22

Language (continued )
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Paraphrasing, listening and, 136–137
Parenting:

acknowledging and, 277–278
common shifts, 332
vs. developing, 24
situational coaching and, 299, 302, 308–309, 

329–330
Parroting, 155, 160
Patronizing, acknowledging and, 278
Payment terms, 26, 28, 33, 36
Peers, situational coaching and, 308
Performing, context for coaching and, 101
Permission, messaging and, 233
Personal coaching, 97
Perspective, messaging and, 240
Planning, 17
Point of view, messaging and, 241
Politeness, 276, 277
Position, 136
Power, situational coaching and, 306
Presence, 14
Principle, 9
Priorities, strategizing and, 204, 208, 210, 218
Probing questions, 191
Problem, challenging a, 238
Problem solving, 8

developing and, 11
Pro bono, 340
Professionalism, 27, 29, 37, 

messaging and common shifts in, 331
situational coaching and, 298, 301, 304–305, 

315–316
Professional Mentor Coaches, 9
Progress, managing, 17–18
Promotion, situational coaching and, 306
Prompt, external, 305
Prompting questions, 193
Psychiatrists, 138
Psychologists, 138
Psychotherapists, 138
Purpose, strategizing and, 214

Questioning, 179–180
behaviors, 195–196
benefi ts, 181
common types of, 190–193
concepts, 183–185
defi nitions, 182
delivery, 190
distinctions, 186
elements of good, 188–189
focus, 194
learning style and, 189

messaging and, 242, 245
powerful, 15
resources, 197
results of well- asked, 194

Reacting, 92
Reality, perception of, 50, 75–77

language and, 163
situational coaching and, 333

Reality- checking questions, 192
Recap, 109, 110–111
Reduction, strategizing and, 210–211
Referrals:

listening and, 138–139
New Coach Basics and, 340

Refl ecting, listening and, 127, 136
Reframing, 277
Reinterpreting, 277
Relating, 92

process of, 95–98
Reminding questions, 192
Repertoire, 155
Reputation, building a strong, 18
Requesting, messaging and, 233, 242, 245

challenging, 254–256
Reserve, situational coaching and, 308
Resolving Traumatic Memories, 165
Respect, messaging and, challenging, 256
Responding, 92

quick and responsible, 27, 29, 37
Results, producing, 305
Rhetorical questions, 192
Role modeling, 27, 30, 37. See also Modeling

Sales professional, 298, 301, 305–306, 319–320
common shifts, 331

Scheduling, strategizing and, 210
S- corporation, 357
Seeding, 8

developing and, 11–12
Segues, messaging and, 236, 251–252
Self- interest, 45, 50, 71–74

messaging and, 257
Selfi shness, situational coaching and, 308
Serendipity questions, 191
Services, defi nition of, 26, 28, 36
Shifts:

language and, 171, 172
listening and, 126, 132
long- term, 345
questioning and, 182

Shoulds, 277
Silence, acknowledging and, 275, 284–285
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Simplifi cation, strategizing and, 204, 209, 210–211, 
219

Situational coaching, 295–296
behaviors, 333
benefi ts, 297
coachee type profi les, 310–330

common shifts, 330–332
concepts, 300–302
defi nitions, 298–299
distinctions, 303–309
resources, 334

Situational questions, 190
Solutions:

listening and, 126
messaging and, 241
questioning and, 193

Source, New Coach Basics and, 345
Space, 135–136
Specialty, 346
Standards, situational coaching and, 307
Storytelling, 167–170
Strategic approach, situational coaching and, 304
Strategizing, 201–202

behaviors, 223–224
benefi ts, 203
concepts, 206–209
defi nitions, 204–205
distinctions, 210–211
framework of, 212–223
resources, 225

Strengths, acknowledging and, 270, 273, 276, 280–281
Stress reduction, 22
Stripping, strategizing and, 210–211
Structuring, acknowledging and, 277–278
Style, 33
Success model, strategizing and, 207–209, 213–222
Suggestions, messaging and, 242
Suicidal concerns, referrals and, 138
Symptoms, 345

listening and, 126

Tactical approach, situational coaching and, 304
Teachers, 138
Team coaching, 352
Technology, 21
Telecommuting, 22
Telephone coaching, 352

Telling, messaging and, 232, 240
Temporary employment, 22
Therapists, 26
Therapy:

vs. coaching, 98
listening and, 126

Thought- provoking questions, 191
Threats, messaging and, 242
Tolerations, acknowledging and, 270, 278, 282–283
Tracking, listening and, 127
Trade, situational coaching and, 308–309
Trigger, 155
Trust, establishing, 14
Truth telling, 102

listening and, 137
Typing, 101

Underlying challenge, 238
Understanding, 92

context for coaching and, 100

Values, 50, 67–70, 92
listening and, 127, 132, 139–140
New Coach Basics and, 361
strategizing and, 205, 214

Virtual organizations, 22
Vision:

acknowledging and, 270, 274, 283
situational coaching and, 303
strategizing and, 204, 208, 211, 218–219

Voice tone, 135
Voice volume, 135

Wants:
acknowledging and, 273–274, 281–282
listening and, 127, 132
strategizing and, 205, 216

What to Talk About with Your Coach, 374
Who/What/How Coaching Model, 93–94, 106–108, 

213
Why questions, 192
Wins, immediate, 345
Wisdom:

collective, 45
situational coaching and, 307

Work team, 298, 301, 306, 321–322
common shifts, 331
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