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How are you today?

Tt

Must ask about the client’s "Topic" within the first 10 minutes!

The beginning includes an agreement
(agenda) about what the client wants to
be coached on for that session.

NOTE: You do not need to get through setting the complete session agenda
within the first 10 minutes of a session. At times, this can take the whole
session.

PARTNER WHERE TO BEGIN THE SESSION

AGREEMENT Topic- "What would you like to be coached on today?"

Outcome- “What would you like to be different at the end of this
session?”

% EXPLORE/CLARIFY UNTIL CLEAR

e "Can you tell me more about what's going on?" Establishing the Coaching
Agreement/Agenda

 "Yousaid____, what does that mean to you?" Measurement- "How will you know today's coaching session was

successful?"
Establishing the Topic and

Outcome is ESSENTIAL in
Coaching and Cannot Be
Skipped.

‘ ..... Significance- "What is important or significant to you about
k this topic?"
Start- "Where do you want to start exploring (Insert
topic here) today?"

TRANSITION INTO THE MIDDLE OF THE COACHING
"Tell me more?"

EXPLORATION OF LITTLE 'a" “I'm wondering what _____means to you?"

"What was that experience like for you?"
BARRIERS | OBSTACLES

"What was going on when that happened?
A little "a" agreement is typically a smaller piece of a client’s "What could be behind that?"
BIG" A" agreement. The little a agreement is the specific

' ok : "What is an example of that?"
outcome your client wants to accomplish in the current session.

"What is missing?"
"What have you tried before?"

The middle is a transition when a AHA I INSIGHT I OPTIONS "What has worked?"
client might begin to identify barriers ,,What dicin’t work? . o
and increase self-awareness, During the middle part of the coaching, mostly on their own, the "How can you use what did work this time
iniliti d soluti client realizes the barriers that have prevented them from reaching Do you believe that is true fOf .e.vefyone?
possibilities, and sofutions. this goal. Clients can then build their own unique solutions and = "What are some other possibilities?"
steps with this new awareness. "What obstacles might get in your way?"
"What's stopping you?"
"You mentioned options, which
9"
LEARNING | GROWTH | PLAN one stands out 0 you:

"What option do you want to move forward
with?"
"Which of these options will move you towards
your goal?"

Value CHECK-IN: Assist your client in deciding what option they want
. ) to commit to that will lead them in a forward motion
Managing progress

towards their little "a" goal.

"Are we on track to getting
what you need today?"

TRANSITION TO THE CLOSING OF THE SESSION

CONCLUDE SESSION ' Time- "I'm noticing that we have 5 minutes left...

Partner with the client to end the session. Is there 'anyz,‘,hmg left to explore before we start to close
the session?
Outcome- "What are you taking away? OR What have you

AHA Questions: learned from this session?"

"What did you just notice?" Moving Forward- How can you use what you learned today to move

_ you toward your goal?
What just came together for you? . "Let's turn that into an action step. What exactly will you do."
"What are you just realizing?"

« "What will you do by when?"
"You went very quiet... what happened?" ACTION « "Could you please let me know how you'll remember to do this?”

STEPS Barriers- "What might get in the way of you following through?"
(remembering, time, etc.)

The end of the coaching is a time to review with the client what
they are taking away from the session and how they could use
that awareness to move forward and have the support they might
need to make it happen.

o "What could get in the way?"
Support- "What supports might you need to follow through?"

Acknowledgment- Championing the client for their work in the session.

“Thank you for your vulnerability today.” “I noticed how you worked to create
just the right plan.”
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