
ICF Coaching ideals and targets
This document has been designed to provide instruction to coaches who are learning to 
move into the coaching modality. It has been based around how we run a standard 
coaching session, and mapped against the eleven core competencies of the ICF. 

• The 80/20 rule: the client should do 80% of the talking.
• Move beyond standard questioning techniques.
• Observe the clients learning style and language.
• Explore together, don't lead.

1. Meeting ethical guidelines
Demonstrate a knowledge of the coaching modality that is focussed on inquiry and 
exploration rather than telling the client what to do (the consultancy mode) or focussing on 
the emotional past (counselling mode) or repairing mental conditioning (psychology mode). 
Focus primarily on the present and future, desired outcomes and actions to take.
2. Establishing the coaching agreement
Set up the coaching contract (what is agreed to e.g. Confidentiality, non judgemental 
space) and this may include length of coaching, costs etc.
Allow the client to establish the topic, confirm that agenda, determine measures of success 
(e.g. Grade out of ten). How will you know you have succeeded?
3. Establishing trust and intimacy 
Show genuine concern, establish good connection, trust the clients own perceptions, 
support new behaviours, be authentic. Establish rapport and banter quickly and then get 
deeper connection. Lightness and laughter is a good sign.
4. Coaching presence
Be fully conscious and present to the session. Remain flexible, use humour, demonstrate 
intuition, working with strong emotions, not being overpowered by their story. Allow the 
client to choose the method and manner of coaching.
5. Active listening
Demonstrate active listening techniques (e.g. Summarising and feedback), practise 
synchrony (e.g. Verbal and body language matching), listen and hear then respond to 
client. This is both weaknesses and strengths.
6. Powerful questioning
Ask open ended questions, avoid multiple choice and layered questioning, filter (or chunk) 
up ('what do you want') and down ('what will that give you'). Mix information gaining with 
exploration of underlying issues that can be used toward success.
7. Direct communication
Give clear, articulate and direct feedback. Reframe to help the client understand another 
perspectives, a broader thinking. Use appropriate language, use client's language. Use 
metaphor, story and analogy to illustrate a point.
8. Creating awareness
Don't get stuck in story. Identify with the client and encourage new awareness, engage in 
problem solving and goal achievement. Use techniques or tools to help the client attend to 



those outcomes. Do not remain attached doggedly to a specific agenda. Invite the client to 
define the leaning that is occurring rather than defining it yourself.
9. Designing actions
Brainstorm and assist the client to define new actions that move the client forward toward 
stated agenda (including thinking, feeling, learning). Celebrate client successes and 
capabilities. Challenge assumptions and advocate points of view that align with client 
agenda. Assist the client to come up with homework and action items. Tie these back to 
stated outcomes and measures.
10. Planning and goal setting
Assist the client to set goals that are related to their stated agenda. These must be clear, 
and have potential to move the client forward in their thinking, feeling, learning and action.
11. Managing progress and accountability
Effectively prepare and organise for the session. Gate keep time effectively. 
Demonstrate follow through from previous sessions. Hold the client accountable.
Acknowledge the client for what they have done, or not done since the previous session.
Source
Taken from "Minimum skill requirements" for PCC credentialling. International Coaching 
Federation, 2006.


