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A

Aaron, 281

Abrams, L., 162

Acceptance, of need to change, 91-92.
See also Precontemplation phase;
Readiness to change

Acceptance drive, 54-57

Accountability demands, in coaching
profession, 287

Acquisition drive, 12; leadership prac-
tices associated with, 15, 16, 17, 18

Action: change phase of, 85, 101-104;
coaching step of, 151-153; self-con-
sciousness in, 103-104, 151

Adaptation, coaching for, 4-5, 65-67

Age-and-stage theories, 199-200

Ambition versus vision, 54-57

Anger: healthy expression of, 195-198;
idealism and, 256-257; intolerance
and, 79, 220-221; in men, 252;
nature of, 195-196; negative effects
of, 250-251; resistance to changing,
207-210; self-editing approach to,
257-258; as sign of resistance, 203;
underlying emotions of, 252-253;
working with, 250-257

Anticipation, 101

Anxiety: anger and, 252-253; about
change, 201-202, 205; about coach-
ing, 132

Appreciative Inquiry approach,
225-229

Argyris, C., 185

Arrogance: in coaches, 8; about one’s
beliefs, 118-121, 185-190,
213-214; overcoming, 185-190. See
also Egocentrism; Intolerance;
Overconfidence

Assessment: in coaching process,
133-142, 265; personality, 169-173;

satellite industry for, 288. See also
Feedback; 360-degree feedback

Assumptions: mental models and,
75-83, 182-190; semiconscious,
72-74; uncovering embedded,
73-74. See also Beliefs; Mental mod-
els

Attitude change, talking and, 68-69.
See also Beliefs; Mental models;
Thinking

Authenticity, 50-51, 195; power and,
260

Autocrats, 31

Awareness. See Emotional awareness;
Self-awareness

B

Barriers, organizational versus personal,
149

Behavior change: coaching for self-
knowledge and, 109-121; coaching
steps for, 130-153; emotion and,
70-72, 115-116, 165-166, 194-198;
focus on, versus conceptual change,
173-174; for gaining and using
power, 260, 261-262; goal setting
for, 143-146; map of, 156, 157;
mental models and, 75-83,
182-190; multiple selves and,
210-216; neuroscience of, 70-72,
198; phases of, 84-108; process of,
75-83; questions and, 155-156;
resistance to, 201-216; social sci-
ence perspectives on, 181-200; talk-
ing and, 68, 70-72; thinking and,
75-83, 183-190; time frame for,
217-222. See also Change; Change
phases

Behavioral psychology, 97, 181-182

Behaviors, new: acting with, 101-104,
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151-153; defining, 143-146,
174-175; envisioning, 82; experi-
menting with, 83, 151-153; identi-
fying and selecting alternative,
174-175; inventing, 98-100,
147-149; maintaining, 104-107,
151-153, 218-222; number of, 146;
rehearsing and practicing, 83,
98-100, 149-150, 179-180,
219-222; role models for, 100-101

Behaviors, old: assessment of, 133-142;
components of, 111-116

Beliefs: changing, 114, 184-190,
192-194, 213-214; as components
of behavior, 113-114; holding ver-
sus letting go, 117-121; importance
of, 183; ladders of thinking and,
185-190; overconfidence in, 79-82,
118-121, 185-190, 213-214,
220-221; reflecting on, 117-121;
values and, 192-194

Bias: in coaches, 230; decision making
and, 4445

Birkman personality assessment, 170

Blake, R., 40

Blame and blaming, 90-91, 93, 196; as
sign of resistance, 204

Body language, 62, 79; communicating
power through, 260, 261-262

Body sensations, 235, 245, 253

Bonding drive, 12; leadership practices
associated with, 15,16, 17, 18

Boundary-setting, 195-198

Bruner, J., 182

C

Center for Creative Leadership, 283

Certification in coaching, 289

Change: of mental models, 77-82,
182-190; motives for, 122-129;
organizational, 66-67, 167-169,
226, 270-271; process of, 75-83,
84-108; repetition and, 70-72, 153;
resistance to, 201-216; talking and,
67-74, 68; transformational,
128-129; of values, 190-194. See
also Behavior change

Change phases, 84-108; of action, 85,
101-104; coaching steps and, 130;
of contemplation, 85, 86, 92-96;
listed, 85-86; of maintenance and

termination, 85-86, 104-107;
overview of, 84-87; of precontem-
plation, 85, 87-92; of preparation,
85, 86, 97-101; role of talking in,
69; self-development skills and, 5;
skipping, 86-87, 108

Client-centered teaching, 175-178

Client-manager relationships, 274-277

Clients: of coaches, 271-274; of lead-
ers, 42-43

Closed questions, 136, 156-157

Coaches: qualities of good, 8-10; roles
and goals of, 64-67; self-revelation
by, 237-239; subpersonalities of,
232-234; supply and demand for,
288; training and education for,
288-289; use of self by, 230-239,
257-258

Coaching: appreciative approach to,
225-229; approaches to, 225-239,
282-286; balancing individual and
organizational client needs in,
271-274, 277-278; classic deficit,
225-227; classic executive, 281,
282; client-initiated versus imposed,
92-93; developmental themes in,
240-280; expenditures on, 286-287;
goals of, 5, 63, 65-66; mentor-advi-
sor approach to, 282-283; for mot-
vation to change, 122-129; nature
of, 61-74; as organizational inter-
vention, 270-271; process of,
130-153; rationale for, 3-10; reflec-
tive practice in, 231-232; with
resistance, 206-210; for self-knowl-
edge, 109-121; short-term training-
based, 282, 283-286; situations
calling for, 4-5; skills and tech-
niques of, 154-180; social science
perspectives on, 181-200; talking
and, 67-74; training combined
with, 282, 283-286

Coaching profession: business and
industry of, 281-289; competition
in, 288; dangers of, 7-8; education
and certification in, 288-289; evo-
lution of, 281-282, 286-289; future
of, 289; research on coaching and,
289; rewards of, 5-7; satellite indus-
tries to, 288-289; specialties in,
288; trends in, 286-289



Coaching steps, 130-153; of action and
maintenance, 151-153; of assess-
ment, 133-142; change process and,
130; of development planning,
131-133; of goal setting, 143-146;
of initial meeting, 130-131; of
preparing for change, 146-151; of
rapport-building, 131-133

Cognitive-behavioral approach, 76-83,
220-221

Cognitive psychology, 76, 182-190,
192-194

Collaboration: in coaching, 62; team
building and, 38-39

Commitment, 128129, 145-146;
resistance and, 204

Communication: avoiding difficult,
228-229, 249-250; balance in, 53;
in client-manager relationship,
274-277; of coach with client orga-
nization, 271-274, 277-278; devel-
oping skills in, 30, 273-277; drives
tulfilled by, 16; as leadership prac-
tice, 16, 29-30, 273-277

Competencies, leadership: leadership
practices model of, 14-49; skill-
based models of, 13-14

Competition, in coaching industry, 288

Confidendality, 132, 271-274, 277-278

Conflict avoidance, 33, 34-36,
196-198, 284-285

Contemplation phase, 85, 86, 92-96;
feedback and, 93-94, 95-96, 139

Contracting, 130-131

Cooperrider, D., 225-226

Core values. See Values

Cost effectiveness, 287

Creative guide role, 64

Creativity, in coaching profession, 6

Curiosity, as antidote to intolerance,
81-82, 187-188, 214

D

Darwin, C., 65

Decision making and problem solving:
drives fulfilled by, 18; emotions
and, 44-45, 247, intuition and,
44-45, 236; leaders’ monopoliza-
tion of, 241-242; as leadership
practice, 18, 44-45; thinking and,
44-45
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Defeatism, 204

Defending drive, 12; leadership prac-
tices associated with, 16

Defensiveness and defenses: to negative
feedback, 138; in precontemplation
phase, 88, 90-92; resistance and,
201-216

Delegating: developing skills in, 28-29;
drives fulfilled by, 16; as leadership
practice, 16, 25-29. See also
Empowerment

Denial, 90, 203

Developing people: balancing task
accomplishment with, 40-42; drives
fulfilled by, 17; as leadership prac-
tice, 17, 39-42. See also Leadership
development and training

Development plan, 131-133, 144-146,
171; sharing, with organization, 272

Developmental perspective, 199-200

Developmental themes, 240-280

Di Clemente, C. C., 84

Di Giorgio, R., 75

Discomfort: in action phase, 101, 102,
103-104; in change, 201-202; of
changing mental models, 78-79;
client-centered teaching and, 176;
about coaching process, 132; in
contemplation phase, 93; with feed-
back, 138; with giving feedback,
32-36; motivation and, 122-123;
with practicing new behavior, 180;
in precontemplation phase, 90-92;
resistance and, 201-216; of self-
awareness, 116-117

Discrepancy, feedback and, 89

Driven (Lawrence and Nohria), 12-13

Durant, W,, 154

E

Egocentrism: decision making and, 44;
humility and, 54; mistrust and, 27.
See also Arrogance; Intolerance;
Overconfidence

FEinstein, A., 77

Embarrassment, fear of, 202

Emerson, R. W., 109

Emotion: awareness of, 115-116,
231-232, 244; behavior and,
165-166, 194-198; behavior change
and, 70-72, 115-116, 165-166,
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194-198; decision making and,
44-45, 247; empathic listening and,
163-166; expressing, 54, 195-198;
feedback and, 138, 139; importance
of, to leaders, 194-195; motivation
and, 139; neuroscience of, 70-72,
198; resistance and, 201-202, 205;
resolving conflicting, 163-166; in
self-awareness, 116-117; talking
and, 70; values and, 190, 191; work-
ing with, 244-258. See also Anger;
Anxiety; Discomfort; Fear

Emotional awareness, building,
244-258

Emotional intelligence: components of,
244-245; emotional awareness and,
231, 255; empathy and, 244-247,
feedback giving and, 36

Emotional messages, intuitive, 235

Empathy and empathic listening: bal-
ancing, with difficult communica-
tions, 228-229, 249-250; in
coaching, 162-166, 232-233; devel-
oping skills in, 244-250; by feeling-
oriented people, 245; sources of,
245-247; by thinking-oriented peo-
ple, 245-249

Empowerment: delegating and, 25-29;
developing skills in, 28-29, 45-47,
98-99; as leadership practice,
25-29; monopolization versus,
241-242; political savvy and, 45-47;
systemic intervention for, 270-271.
See also Delegating

Enterprise, in coaching profession, 6, 7

Enthusiasm, flipside of, 227-228

Envisioning, of new behavior, 82

Epictetus, 75

Erikson, E., 199

Expectations setting: developing realis-
tic, 256-257; drives fulfilled by, 16;
as leadership practice, 16, 23-25

Expenditures on coaching, 286-287

Experiences: debriefing, in mainte-
nance phase, 105, 151-152, 219;
examining beliefs and, 117-121,
192-194; integration of semicon-
scious, 72-74

Experimentation: with new behaviors
and mental models, 83, 151-153;
talking as first stage of, 73

Expertise power, 259

Explicit memory, 153

External rewards, as personal value,
191-192

F

Fairness, in reward systems, 36

Fear: awareness of, in coach, 230-231;
of change, 202, 205, 206; in con-
templation phase, 93-94; of failure,
180, 202, 252; in precontemplation
phase, 87-88

Feedback: in assessment phase,
133-142; balance in, 53; conflict
avoidance and, 33, 34-36, 284-285;
constituent, 133-134; in contem-
plation phase, 93-94, 95-96, 139; to
counteract learned optimism, 277;
developing skills in giving, 34-35;
drives fulfilled by, 17; gathering,
135-140; as leadership practice, 17,
32-36; for motivation to change,
88-90, 127, 128-129; obstacles to,
32-36; overly blunt, 35-36; for pre-
contemplation phase, 88-90; pur-
poses of, 133-134; vague, 33-34,
35. See also 360-degree feedback

Feeling approach to empathy, 245

Fifth Discipline, The (Senge), 76

Filtering, 53, 90, 276-277

FIRO-B, 265

Flexibility, 234

Flirtatious work relationships, 278-280

Focus versus open-mindedness, 53

Follow through, failure to, 204

Forgetting, 204

Four-drive theory, 12-14, 14-18, 126

Freud, S., 194

G

Gazzaniga, M., 211

Gentleness, 232-233

Goals, client: articulating, 124-125;
commitment to, 145-146; deter-
mining, 143-146; initial talking
about, 132-133; writing, in behav-
ioral terms, 144-145

Goals and priorities setting: coaching
step of, 143-146; drives fulfilled by,
16; as leadership practice, 16, 23-25

Golden mean, 52



Goldsmith, M., 272
Goleman, D., 244

H

Hair-trigger reactions, preventing,
254-257. See also Anger

Half-heartedness, 204

Hard work, belief in, 193-194

Harvard Business School, 12

Heifetz, R., 52

Herzberg, F,, 37

Hiring. See Recruiting talent

Hope, in contemplation phase, 93-94

Humility: developing, 120; versus ego-
centrism, 54

Humor, 233-234

Hygiene factor, 37

I

Idealism, 256-257

Idealistic thinking, 232

Identity, 211

Impatience, 86

Implicit memory, 153

Incompetence feelings, 78-79, 132,
151, 180; reducing, 176; resistance
and, 202

Influencing: developing skills in,
31-32, 110-111; drives fulfilled by,
17; inventing new behaviors for,
148-149; as leadership practice, 17,
30-32; power and, 259-270;
reframing and, 168-169; self-
knowledge and, 110-111, 117-121;
talking and, 68-69

Initial meeting, 130-131

Inner debate, 207

Insight, 218

Intensity, coach’s, 232, 233

Interviews, 360-degree feedback,
135-136. See also 360-degree feed-
back

Intimidation, 228, 230

Intolerance, of others’ ideas, 185-190,
213-214; curiosity as antidote to,
81-82, 187-188, 214; ladder-of-
inference technique applied to,
118-121

Intuition: in coaching, 234-237; deci-
sion making and, 44-45, 236

Intuition Workout (Rosanoff), 234
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J

James, W., 75, 165-166

Job promotion, conflicting emotions
about, 163-165

Journaling, 103, 151

Judging self, 214

Judgment, empathic, 245-246

Jung, C., 199, 234

K

Kissinger, H., 281
Kohut, H., 54-55
Kouzes, J. M., 12

L

Labels and labeling: of behaviors and
attitudes, 178; of emotions, 248;
neural pathways and, 198; of parts
of self, 214, 215-216; of resistance,
206-207, 215-216; using, in teach-
ing, 178

Ladder of inference, 117-121, 185

Ladder of thinking, 184-185, 192

Lange, C., 165-166

Language, 62, 67

Laser coaching, 282, 283-286

Lawrence, P, 12-13

Leaderlike, acting more, 95-96, 99,
101-104

Leaders: benefits of coaching to, 4-5;
demands on, 264; developmental
themes of, 240-280; importance of
emotions to, 194-195; importance
of self-knowledge in, 109-111;
organizational impacts of, 3-4

Leadership: arenas of, 49-50; checklist
of practices for, 14, 15-19; defini-
tions of, 12; dialectics of, 51-54;
dimensions of, 14-58; manage-
ment versus, 12; models of, 11-14,
49-50; motivation and, 12-14;
organizational directions of,
49-50; personality styles and,
50-51; practices and skills of,
14-49, 53-54, 167; psychological
polarities of, 54-57; situational
applications of, 51-54

Leadership development and training:
coaching combined with, 282,
283-286; competency models of,
13-14. See also Developing people
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Leadership Development Survey,
144-145

Leadership on the Line (Heifetz and Lin-
sky), 52

Leadership styles, 25-26

Learned optimism, 276-277

Learned Optimism (Seligman), 277

Learning: adaptation and, 65; client-
centered teaching for, 175-178; of
coaches, 6-7, 231-232; setting the
stage for, 175-177; styles of,
176-177; time frame for, 217-222

Learning drive, 12; leadership practices
associated with, 16, 17, 18

Learning theory, 181-182

Levinson, D. J., 199

Life stages, 199-200

Likert scale instruments, 142, 144-145

Linsky, M., 52

Listening: active, 99, 126; by coaches,
8-9, 62, 64, 162-166; developing
skills in, 94-95, 139-140, 242-244;
empathic, 162-166; using feedback
to improve, 139-140

Logic, 69

Loss feelings, 78-79

Loyalties, in coaching, 271-272

M

Maintenance, 85-86, 104-107; self-,
106-107, 220-221; time frame for,
107, 218-219

Manager-client relationships, 274-277

Marketing, 288

McGregor, D., 25-26

Meaning: creating, as leadership prac-
tice, 18, 47-49; drives fulfilled by,
18

Memory: implicit and explicit, 153;
semiconscious, 72-74

Mental messages, intuitive, 234-235

Mental models, 75-83; coaches’ aware-
ness of own, 230-232; cognitive
psychology perspectives on,
182-190; empathic listening and,
163-166; formulating new, 147;
influence of, 76-77; organizational
change and, 167-169; reframing,
166-169; reinforcing new, 82-83;
restating old, 203; steps in modify-

ing, 82-83; understanding and
changing, 77-82, 163-166; using
feedback to revise, 138-139

Meritocracy, belief in, 193-194

Millman, D., 120

Mirror role, 64

Mixed messages, 228-229, 273-277

Moses, 281

Motivation: avoidance of negative out-
come as, 253-254, 285; for change,
122-129; coaching goal and,
124-125; developing skills in, 38,
258-259; emotion and, 139; feed-
back for, 134; four-drive theory of,
12-14, 14-18, 126; goal setting and,
132-133; identifying, 125-128;
internal and intrinsic, 36, 38,
106-107; as leadership practice,
14-18, 38, 258-259; leadership role
and, 12-14; meaning and, 47-49;
for power, 264-265; professional
development as, 39; recognition
and rewards and, 36-38; resolving
conflicting, 163-165; self-psychol-
ogy framework of, 54-57; for trans-
formational change, 128-129;
values and, 125-128

Mouton, J., 40

Multiple choice rating scales, 142,
144-145

Myers-Briggs Type Indicator, 170

Myers-Briggs type theory, 245

N

NASA, 32

Neural pathways, 70-72, 105, 153, 179,
198,201

Neurolinguistic programming, 69

Neuroscience: behavior change and,
70-72, 198; multiple selves and,
211; social learning and, 153

Neutrality, 230

Nixon, R. M., 281

Nobhria, N., 12-13

Norcross, J. C., 84

O

Objectivity, 230

Open-mindedness versus focus, 53
Open questions, 135-136, 156-157



Optimism, 103-104, 134, 136, 157,
236-237; learned, 276-277

Organizational change: adapting to,
66-67; Appreciative Inquiry
approach and, 226; coaching for,
270-271; reframing technique for,
167-169

Organizational culture: empowerment
and, 27-29, 270-271; high-trust
versus low-trust, 27-29; political
savvy and, 45-47

Organizational issues: systemic nature
of, 141, 142, 270-271; 360-degree
feedback used for, 141

Overconfidence, 79-82, 118-121,
185-190, 213-214; anger and,
220-221; as developmental theme,
240-244

p

Patience versus speed, 53

People orientation, in coaching profes-
sion, 5, 6

Perceptions, importance of, 140-141

Performance reviews, 32

Perls, F., 194

Persistence, as aspect of power,
260-261

Personality assessment instruments,
170-171

Personality patterns and types: assess-
ment of, 169-173; integration of
leadership practices with, 50-51;
subpersonalities and, 210-216,
232-234

Pessimism, 103-104, 134, 157, 158,
205

Physical messages, intuitive sensing
through, 235

Piaget, J., 182, 185

Playfulness, 232, 233-234

Political savvy: anger expression and,
197-198; coaching for, 10, 64;
developing skills in, 45-47; drives
fulfilled by, 18; flirtatious work rela-
tionships and, 278-280; as leader-
ship practice, 18, 45-47; power and,
265-270

Position power, 259

Positive regard, 226-227
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Positive view, 134, 277, 285. See also
Optimism

Posner, B. Z., 12

Posture, 260, 268

Power: caveat on, 264-265; gaining
and using, 259-270; indecision in
exercising, 262-264; physical
behaviors of, 260, 261-262, 268;
political challenges and, 265-270;
sources of, 259-260

Power behaviors, 219-220

Power-oriented people, 259

Power-reticent people, 259, 262-265

Practice, of new behavior, 83, 149-151,
153, 179-180, 198, 219-222. See
also Action; Rehearsal

Practice partner role, 64

Precontemplation phase, 85, 87-92

Preparation: change phase of, 85, 86,
97-101; coaching tasks in, 146-151;
determining the setting in, 97-98;
inventing new behavior in, 98-100,
147-149; rehearsing in, 98-100,
149-150; role models in, 100-101;
talking in, 69

Present, focus on, 65-66

Presupposition questions, 157-158

Problem solving. See Decision making
and problem solving

Prochaska, J. O., 84, 86

Professional education in coaching,
288-289

Psychological perspectives in coaching,
9, 181-200

Psychological polarities, 54-57

Q

Questions and questioning: to analyze
experimentation, 152-153; anno-
tated example of, 156, 158-160; art
of, 154-162; in coaching conversa-
tions, 9, 63; to integrate coaching
perspectives, 200; map to guide,
156, 157; open and closed,
135-136, 156-157; power of,
154-156; presupposition, 157-158;
selecting, 160-162; in sync with
client, 162; in 360-degree feedback
interviews, 135-136; working
hypothesis and, 160-162
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R

Rapport and rapport-building, 9-10,
62-63,131-133

Readiness to change: determinants of,
127-128, 217-218; feedback and,
134; short-term training-based
coaching and, 283, 286. See also
Motivation; Precontemplation
phase

Realism, 256-257, 285

Recognizing and rewarding: challeng-
ing for higher performance versus,
53; drives fulfilled by, 17; as leader-
ship practice, 17, 36-38

Recruiting talent: development and,
39; drives fulfilled by, 18; as leader-
ship practice, 18, 43-44

Reflective practice, 231-232

Reframing, 166-169

Rehearsal: with coach, 149-150; in
preparation phase, 98-100,
149-151; in workplace, 150-151

Reinforcement: in maintenance-and-
termination phase, 85-86, 104-107,
151-153; of new mental models,
82-83

Relapse, 104

Relationship, coaching, 9-10; nature
of, 61-63

Relationship building and manage-
ment: client-manager, 274-277;
cognitive approach to improving,
184-185; developing skills in,
42-43; drives tulfilled by, 18; emo-
tional intelligence and, 245; flirting
and, 278-280; as leadership prac-
tice, 18, 42-43

Relationship power, 260

Relativist approach, 81, 261-262

Relaxation, 236

Reminders, 83

Repetition, 70-72, 153, 179, 198, 261

Reporting, on coaching progress,
271-274

Reputation, 140-141, 196, 278-280,
285

Research on coaching, 289

Resistance: to change, 201-216, 286;
client-centered teaching and, 175;
dealing with, 206-210; to emotional
awareness, 253, 256; emotions of,
201-202; exploring multiple selves

and, 210-216; to practice, 180;
short-term training-based coaching
and, 286; sources of, 205-206; types
and signs of, 202-204

Resource power, 259

Reward and punishment, 181-182

Reward practices. See Recognizing and
rewarding

Right, needing to be, 240-244. See also
Arrogance; Intolerance; Overconfi-
dence

Risks, of managing with trust, 26, 27

Rogers, C., 226

Role models, 100-101

Role-playing, 179-180

Rosanoff, N., 234

Rosemarin, J., 283

S

Satellite industries, 288-289

Satir, V,, 210

Scapegoating, 196-198

Schlossberg, N., 199

Self: coach’s use of, 230-239, 257-258;
polarities in, 54-57; subselves of,
210-216, 232-234

Self-awareness and self-knowledge: of
beliefs, 117-121; in coaches,
230-232; coaching for, 109-121; of
components of old behavior,
111-116; in contemplation phase,
92-95; difficulties of, 116-117; of
emotions, 244, 248, 252-253,
255-256; empathic listening for,
163; importance of, to leaders,
109-111; influencing and,
110-111, 117-121; personality
assessment for, 171, 173; in pre-
contemplation phase, 87-92; self-
psychology framework for, 54-57;
of subpersonalities, 211-216,
232-234

Self-blame, 91

Self-concept, 183

Self-confidence, 186. See also Overcon-
fidence

Self-consciousness, 103-104, 151,
219-220

Self-deprecation, 204

Self-development skills, 5

Self-editing approach, 257-258

Self-esteem: exercising of power and,



267-268; negative feedback and,
138; struggles with, 209

Self-promotion, 54

Self-protection skill, 195-198

Self-psychology, 54-57

Self-regulation, 245

Self-reliance, 151

Self-revelation, coach, 237-239

Self-talk, 95-96

Seligman, M., 134, 277

Selves Inside You, The (Shapiro), 201

Senge, P. M., 75, 76, 117, 185

Sensitivity, 232-233

Sensory exploration, 212

Session structure, 132

Settings: identifying, for behavior
change, 97-98, 147; as triggers for
old behavior, 112, 147

Sexual harassment, 278

Sexuality, in workplace, 278-280

Shame, 91

Shapiro, S., 201

Short-term training-based coaching,
282,283-286

Siegel, A., 54

Skepticism, 93-94

Skinner, B. F., 181

Social awareness, 244. See also Empathy

Social learning, 153

Social sciences, 6-7; coaching perspec-
tives from, 181-200

Speaking up: developing skill in,
99-100, 262; power and, 262

Specialties, coaching, 288
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225-229; relating weaknesses to,
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gration of experiences and, 72-74;
logic and, 69; about motivation to
change, 123-124; repetition and,
70-72. See also Questioning

Task-versus-people balance, 40-42
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