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Neurocoaching Foundations 

Neurocoaching is an incredibly powerful and practical skill set designed to help people achieve the 
goals they are looking for. The heart of all coaching is about serving your client. It is recognising 
that they are the experts in their own life, and you are there to help facilitate progress and 
awareness.  

Some other key words which really sum up the heart of coaching are: empowerment, 
responsibility, encouragement, choice, results and judgment free.  

The core neurocoaching tools provide a mental framework that we want to give each client, so 
that they are able to break free from lives that have been without hope and progress for so long. 
These tools form the basis of our unique coaching programs that are delivered to our clients in an 
environment that is confidential and without judgment, yet supportive, challenging, honest and 
loving. 

Your role as a coach is to facilitate understanding, prepare your clients to deal with pain and 
trouble, hold your ground in terms of the real issues and the keys to change and ensure that they 
take on board choice and responsibility. If you do this, then peoples’ lives are changed forever by 
the power of life transforming truth.  

One of the most tangible ways for helping people understand the idea of neurocoaching is to use 
the analogy of a sports coach. The role of a sports coach is to equip the player with the skills and 
strategies they need to win the game. A sports coach makes observations and provides the player 
with feedback that raises awareness and focuses attention on the areas of most importance for 
improving their performance in the game so they can achieve the outcome they are after. They 
will suggest drills or activities that the player can practice at home and hold them accountable for 
the progress they are making towards their goal. However, the coach cannot and does not train or 
play the game on behalf of the player. The coach is not responsible for how much effort the player 
puts into the process or the outcomes they get. If the player wants to win, they have to be 
committed and willing to put in the hard work. 

 

Neurocoaching Australia Coaching Education 

Neurocoaching Australia is an innovative company training high quality coaches. Module 1 
Neurocoaching Foundations course is designed to provide you with key skills and competencies for 
helping people make progress and overcome their barriers to success. 

This course is the first module of Neurocoaching Australia’s accredited coaching education with 
the International Coaching Federation (ICF).  This module also provides accredited coaching 
education hours toward the ICF Level 1 certificate to apply for the Associate Certified Coach (ACC) 
credential, and toward the Level 2 certificate to apply for the Professional Certified Coach (PCC) 
credential. 
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Training Pathways: Neurocoach Practitioner 

Neurocoach 

Professional 

Neurocoach 

Master  
Neurocoach 

Life Balance 

Coach 

Business 

Coach 

Neurocoaching 
Foundations 

            

Neurocoaching in Practice             

Practitioner Neurocoaching           

Professional Neurocoaching           

Master Neurocoaching          

Life Balance Coaching         

Business Coaching        

      ICF  ICF 
      Level 1  Level 2 

Course Descriptions 
 

Neurocoaching 

Foundations 

Neurocoach-
ing in Practice 

Practitioner 

Neurocoaching 

Professional  

Neurocoaching 

Master 

Neurocoaching 

Life Balance 

Coaching 

Business 
Coaching 

 

Provides 
language and 
understanding 
around the best 
available 
neurocoaching 
skills and tools 
used in affecting 
a journey of 
lasting 
transformation. 

 

Applies the 
transformation
al coaching 
techniques in a 
safe, mentored 
environment 
through 
participating in 
fortnightly 
workshops, 
assignments, 
and supervised 
coaching 
practice groups. 

 

Builds on the 
transformational 
coaching tools 
and skills.  
Provides further 
unique insights 
and strategies 
for coaching 
people who have 
been stuck for a 
long time. 

 

Deepens and 
extends core 
coaching skills, 
including session 
management, 
conversation, 
personality, 
ethics, 
communication, 
observation, and 
things to watch 
for.  

 

 

Delves into the 
neurobiology 
and psychology 
of change.  Learn 
about self-
control, habits, 
thought life, and 
the impact of 
physiology, 
chemistry, 
neurology and 
psychology. 

 

Explores all 
aspects of 
being:  
physical, 
mental, 
emotional, 
spiritual and 
relational.  
Bring life 
back into 
harmony and 
align 
everyday life 
with vision 
and hopes to 
bring 
incredible 
breakthrough
. 

 

Advanced 
coaching 
skills with a 
wide range 
of business 
and 
corporate 
coaching 
tools 
including 
team 
building, life 
mastery, 
relationship 
managemen
t and 
innovative 
thinking. 
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We are not claiming to own the ideas or tools presented in this manual. What you get here are the 
results of extensive research, field testing, refinement and adaptation of tools and skills drawn 
from across the spectrum of human behavioural sciences. While most coach training schools align 
themselves primarily to one particular approach, we do not. During your training with us you will 
be introduced to concepts from psychology, psychotherapy, neuro-linguistic programming (NLP), 
neuro-associative conditioning (NAC), cognitive behavioural therapy (CBT) and so forth. The 
concepts we share with you are those that we have discovered to be the most powerful and 
effective for lasting transformational change. 

Even though some of the ideas and concepts may appear to work like magic, we can assure you 
that there are no pixies or fairy dust in what we teach. Everything you come across here is backed 
by the latest scientific research. 

The Learning Process 

Just under the surface of your conscious awareness there are fully automated programs buried in 
your unconscious. These include things as simple as saying “thank you” or as complex as driving a 
car. All tasks are learned slowly. At first you are likely to be unconsciously incompetent (not even 
aware of your lack of skill in that area). Awareness moves you to being consciously incompetent, 
as you practice the task you become consciously competent and finally unconsciously competent. 
Remember how awkward you were when you first learned to ride a bike, cook a meal or drive? 
But now you can do those things and multi-task: drive and talk on the phone (hands free) or listen 
to an audio book. 

A rally driver never starts out by jumping into a car and racing through mountainous terrain at 
100km an hour. First, he has to learn how to drive a car. As he gains experience driving, he 
develops competence in the skills required to handle a car a high speed in hazardous conditions.  
This training is designed to take you progressively through the process of becoming a powerfully 
effective neurocoach. This module and the follow-on practical module will help you establish 
competence in the foundational aspects of neurocoaching. Future modules will further develop 
you as a neurocoach till you develop unconscious mastery of the skills and techniques for 
transformational change.  
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Key Learning Outcomes 

Neurocoaching Foundations (Module 1) 

 Understand what coaching is and what it isn’t 
 Understand eight foundational coaching principles 
 Understand how to create leverage for change 
 Understand the elements of the foundational (content oriented) model for coaching 
 Have a working knowledge of nine gap tools 
 Understand the eight ICF core competencies to ACC level 
 Awareness and understanding of the ICF code of ethics 

Neurocoaching in Practice (Module 2) 

 Demonstrate progress on a journey of personal transformation through personal 
application of the principles of self-mastery 

 Demonstrate knowledge and understanding of the nine core gap tools 
 Demonstrate knowledge of the elements of the foundational (content oriented) model for 

coaching  
 Demonstrate the ability to deliver a coaching session using the foundational model 
 Demonstrate an understanding of the eight ICF core competencies  
 Demonstrate the eight ICF core competencies in a coaching session (ACC level) 
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Training Requirements 

Module 1 – Neurocoaching Foundations 

This first module provides 18hrs of training in neurocoaching theory. If this is all the training you 
complete, you are NOT a coach. You are a teacher, nurse, counsellor, pastor, parent etc. with 
additional knowledge of some core coaching tools and language. 

Neurocoaching students receive: 

 18 hrs of interactive training (online via Zoom) 
 A copy of the Neurocoaching participant manual 

Module 2 - Neurocoaching in Practice 

In order to become a coach, you will need to complete the full Neurocoaching in Practice course 
which includes an additional 12 weeks of practical training (via distance education).  

Neurocoaching in Practice students also receive: 

 12 hours of interactive workshops (conference call/video conference) 
 12 homework exercises 
 Mentored coaching 
 Experience coaching your fellow students in triads 
 A copy of “7 Habits of Highly Effective People” by Stephen R Covey 
 A copy of “Awaken the Giant Within” by Anthony Robbins 
 Web resources, including live coaching sessions for further study 

All the resources you require for your practical training can be downloaded from the 
Neurocoaching resource page of our website (www.neurocoachingaustralia.com).  

You will need to be logged in to access your resources. The login link can be found to the far right 
of the main menu. Once you are logged in, a ‘Members’ tab will become visible on the main menu. 
Click on the ‘Members’ tab to access your resources. 

A personalised user login and password and detailed user instructions will be emailed to you upon 
commencement of your practical training. 

Course Requirements 

Students completing the full Neurocoaching course (modules 1 & 2) will need to: 

- Submit an original 1,000 word book review of “7 Habits of Highly Effective People” 
- Submit an original 1,000 word book review of “Awaken the Giant Within” 
- Complete 12 weekly worksheet questions (and submit via the NCA website 
- Attend 6 X 2 hour workshops via video conference (Zoom).  You need to attend as many of 

these as possible live, but workshops are recorded if you miss one or two. 
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- Submit 4 sample coaching reviews. You will listen to recordings of at least 4 sample 
coaching sessions (in addition to one that is part of the workshop hours) and complete a 
brief Live Coaching Review Sheet for each call. 

- Complete 18 triads – 6 as coach, 6 as client and 6 as listener, with a coach mentor 
observing and giving feedback on the final four sessions you conduct as coach. You will 
have successfully completed your triads when your second mentor assesses you as 
‘satisfactory’ in the final session in which you coach.  

- Complete 6 hours of pro-bono (free) coaching with a willing volunteer. Offer your 
newfound skills to a friend or workmate. Your client will need to submit a feedback form at 
the end of the 6 sessions to training@neurocoachingaustralia.com You can download the 
feedback form from the coach login page to give to them. 

The Neurocoaching in Practice Course Guidelines, which contain all the information and resources 
you need regarding the above will be emailed to you at the commencement of module 2. 

Neurocoaching Australia Coaching Opportunities 

When you have successfully completed the Neurocoach training you will have the option of 
undertaking our Module 3 Practitioner Neurocoaching training that will provide you with a range 
of additional coaching skills, tools and delivery methodologies.  

We also offer a fantastic coach mentoring program to assist coaches in building their own 
successful coaching business. 
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The Neurocoaching Australia Team 

  
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Robert Holmes PCC heads up the company and 
develops key strategic partnerships for the delivery 
of coaching and coach training services as well as 
research opportunities.  You will meet him if you go 
on to do our advanced coach training including 
Professional Neurocoaching, Master Neurocoaching, 
Life Balance or Business Coaching. 

Sue Hefren PCC oversees company operations. She 
also delivers training and provides mentoring from 
time to time. Contact Sue to give feedback on 
customer service, program delivery, website issues 
or other operational matters.  

 

 

Mark Setch MCC oversees the delivery and 
accreditation of our training programs. Mark also 
facilitates Neurocoaching in Practice and is a 
Mentor Coach.  Contact Mark for all your ongoing 
training needs including certification. 

Kathryn Wiseman PCC is one of our Trainers who 
regularly facilitates Neurocoaching Foundations.  
Kathryn is a highly experienced Coach and Mentor 
Coach 

 

Claire Golding PCC is one of our Trainers and Mentor 
Coaches.  She regularly Facilitates Practitioner 
Neurocoaching and serves as a Mentor for 
Neurocoaching in Practice. 
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The Coaching Frame 

Coaching is cheeky. It steals the all the best bits from counselling, psychology and human 
behavioural science and delivers them in a transformational frame. The right frame, plus the best 
tools equals the most powerful leverage for change. 

Every conversation is had within a context or a ‘frame’. The frame of the conversation helps us 
know how to make sense of what we are hearing and informs what we should expect.  

Friend, parent, child, business partner, employee, boss, spouse, expert, coach, mentor, stranger, 
customer, teacher, student, are all examples of different frames for the relationship we have with 
others that helps us understand the nature of the words being exchanged between us.  

For example, the words “Can you clean up that mess?” might be totally appropriate to hear from 
your spouse or boss but totally offensive from a friend, stranger or employee.  

The exact same conversation in different frames will produce completely different results. This can 
create massive relational problems if you deliver the message in the wrong frame. The biggest 
challenge is when we have more than one frame within which we relate to the same person. For 
example, you may be related, work together and also be part of a common interest group. If you 
are not conscious of which frame you are operating under at what time, you can easily cause 
relationship messiness without intending to.  

If you are seeking transformational change, coaching is an incredibly powerful frame in which to 
have a conversation. The elements that make up a coaching conversation may be quite counter 
intuitive, and they are often counter cultural, yet if you are looking to improve the quality and 
consistency of the results you are getting, I guarantee you’ll find this frame incredibly useful for 
facilitating change. 

Here are eight of the key elements of the coaching frame that makes it so effective in facilitating 
change: 

1.  Partnership: Peer-to-peer relationship 

A coach partners with their client in a curious, thought-provoking and creative process that 
inspires them to maximize their own potential. Unlike most other professionals in the field of 
human behavioural science, the coach actively avoids taking the position of expert in the 
relationship. In fact, the coach honours the client as the expert in his or her life and work and 
believes every client is creative, resourceful and whole. With this in mind, a coach will: 

• Discover, clarify, and align with what the client wants to achieve 
• Encourage client self-discovery 
• Elicit client-generated solutions and strategies 
• Hold the client responsible and accountable 
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2.   Safety first: Judgment free 

Creating a curious, open and judgment free space is one of the key ways a coach quickly 
engenders and maintains a sense of safety for the client. The safer the client feels, the more 
effectively they will be able to honestly explore where they are now, where they want to be and 
how they might get there.  

Creating a judgment free space requires more than just telling the client that they will not be 
judged. A truly judgment free space is only available where the coach does not want anything 
from the client. Wanting someone to do something, even for all the “right” reasons only produces 
expectation, obligation, pressure and judgment. It also falls under the category of external and 
temporary forms of motivation. 

This is exactly the same for all relationships with friends and family. Wanting and judgment (no 
matter how well meant) doesn’t produce change. This is why the coaching space is so unique and 
so powerful for facilitating lasting change. The conversation has nothing to do with what the coach 
wants. It is entirely focused on what the client wants.    

With the client positioned as the expert in their life, the focus is not on right or wrong, good or 
bad, rather it is all about identifying what ‘is’ and then helping them to move towards what they 
want.   

3.  Outcomes focused 

Coaching is all about outcomes. The moment we stop talking about what the client is aiming for, 
we are no longer having a coaching conversation. 

The two hardest questions to answer are the first two questions asked.  

1. Where are you now? (no, really… the real you, not the you you’d like to be), and 
2. What do you want? (no, really… stop pretending not to know or telling yourself that you 

are happy settling for what you can get). 

The first question is so confronting because it requires honesty, vulnerability and self-awareness 
(the judgment free frame makes this safe… whether you should or shouldn’t be here, this is 
exactly where you are). The second question is terrifying because it opens up the very real 
possibility of failure, disappointment and rejection.  

It is far safer to hide behind pretence, and keep up appearances of happiness, than to actually face 
the painful reality of dysfunction and heart ache. It is also far safer to settle for what you can get 
than it is to boldly declare the dreams of your heart. Yet knowing exactly what you want is such an 
important thing for so many reasons. 

The key is to focus on what it is you want rather than the problem or what you don’t want.  

Knowing what you want and why you want it is the ultimate leverage to get out of your story.  We 
all have had setbacks and have had to deal with unfortunate challenges, trials, troubles, pains, 
hurts, misfortunes, others bad behaviour, unfair situations, etc. We all have every right to live out 
of that story and play that card as the reason why we can’t, or it’s too hard, or too late etc. The 
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only problem with that story is that it can’t serve us in getting more of what we want, and so we 
must leave it behind in order to reach for our future.  

Lose sight of your goals or smother your dream at your own peril. It’s a dangerous game to play 
with serious repercussions.  

4.  Awareness: You can’t change what you can’t see 

So much of the focus of great coaching is about increasing awareness. If you can’t see it, you can’t 
change it. It is amazing how little self-awareness most people have. They seem to wander around 
in a daze, just taking their cues about happiness and success from the masses around them or the 
noise of media. Rarely do people stop and ask decent questions about their own behaviour or 
results and just keep doing what they have always done, hoping that things will naturally improve 
or sort themselves out.  

Great questions lead to new awareness, learning, growth and therefore change. The process of 
personal development and transformation really centres around building the relationship you 
have with yourself, which is completely dependent on awareness.  

We have all that we need inside us already and what we don’t have we can create. The ability to 
access awareness comes from creating a judgment free space in which to explore. When there is 
no judgment, it becomes safe to see what is, rather than to live out of the falsehood of what 
should or shouldn’t be.  

The awareness frame clashes directly with the ‘I don’t know’ frame. People often pretend not to 
know what they want and also what is really limiting them. When the light is turned on, it 
becomes possible to see and know ourselves.  

5.  People work perfectly 

When it comes to change, the most common approach is to just stop it, try harder, be better, be 
more disciplined/focused/energetic, just get over it etc. Yet our behaviour is what we find at the 
end of the assembly line - it is the product of our internal systems.   

Bandler and Grinder, the co-founders of NLP in the 1970’s taught us that people are not broken 
needing to be fixed, instead they work perfectly. The results they are getting are the exact results 
they have designed their system to produce. Our behaviour is never random, coincidental or 
strange. It is the final product that comes from our system of meaning and beliefs.  

Flowing on from the judgment free and self-awareness frames, the people work perfectly frame 
helps us to understand more about the positive intention in all our behaviour and causes us to 
refrain from behaviour management strategies for change.  

It is also through this lens that we are able understand that everything we complain about or even 
tolerate but do not change, must be working for us.  

If the problem is that we are broken and need fixing, then again this makes the challenge of 
overcoming limitations incredibly complex and totally unique. But if we are not broken and in fact 
work perfectly, then the cause of our results can be seen, understood and changes made to 
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improve them. Behaviour is not produced in a vacuum. It is the direct product of what we believe. 
It makes sense then, that if we are looking for changed results, we need to focus on changing the 
system that is creating these results ,rather than using behaviour management to come up with 
Band-Aid solutions that are never sustainable.  

6.  Reframe: Changing how you see things changes how you experience them 

It appears that we see reality. We are convinced that what we see is entirely real and true… and to 
be fair it is. The only problem is that someone else looking at the same situation experiences it 
entirely differently, and what they see is just as real and true for them. We find evidence for 
whatever we believe is true. That is all we can see. 

So often, people are looking for their circumstances to change. Yet these things are outside of our 
control. Instead, we have the ability to change the way we are looking at the situation which 
amazingly then changes the situation.  

When we are experiencing difficulty in life. The issue is actually not the situation we are facing, but 
what we are thinking about the situation.  

Everything can be reframed, because everything is framed in the first place. It’s all just a story… 
pick a better story that gets you more of what you want.  

Here are 10 of the best reframing questions: 

 What’s the gift in this? (Gratitude - gratitude and anger can’t coexist) 
 How can I use this to get me more of what I want? (Outcomes) 
 What would an amazing legend do in this situation? (Hero/inspiration/best resources) 
 What must they believe in order to behave this way (Disassociation/2nd person) 
 What, how, when specifically? (Micro/specificity) 
 Why, for what purpose, what does this give me? (Macro/intention/purpose) 
 In 20 years how will I feel about this moment/issue/decision? (Future/ultimate) 
 What if you only had 6 months to live? (Priorities) 
 What if you had unlimited resources? (No limitations) 
 What is the lesson here? (Learning) 

7.  Manage state to manage outcomes 

The world of NLP teaches us that there is no such thing as an unresourceful person, just an 
unresourceful state. State is the thing most responsible for outcomes. If you can control your 
state, you therefore are able to control your outcomes.  

Every state we find ourselves in has a range of possibilities and impossibilities, or open and closed 
doors. In a low, flat, unhappy state for instance, it is practically impossible to access creativity, 
intuition, memory, motivation, etc. Instead, you have access to discouragement, fear, anxiety, and 
procrastination. In a high, happy, energized state, the opposite is true. You have access to joy, 
power, energy, drive, creativity, magic, and the door is firmly closed to frustration, laziness, 
discouragement.  
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Coaching starts by managing the client’s state for them, and then equipping them to manage and 
control their own state. Change is always an issue of accessing the necessary state to get the 
desired outcomes. Some states have access to the possibility of change, while others simply lock 
us out of the very same opportunities.  

8.  Authenticity: Smoke what you sell 

When it comes to coaching, nothing is more important than your own personal commitment to 
dealing with your own stuff. Your capacity to assist a client on their change journey will be limited 
by your own capacity to apply the coaching principles to your own life. The more whole you 
become as a person, the more effective you will be in assisting others in moving towards 
wholeness too. It is in those areas of your own life where you have not dealt with your issues that 
you are most likely to let your clients off the hook and you will find these the most difficult areas 
to coach.  
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Setting Up the Coaching Session 

Agreement Frame (5 mins) 

In this space you are seeking to elicit 3 ‘yes’ responses (bringing the client into a state of 
agreement), build rapport and set the coaching frame for the conversation. 

 Are you in a great space to be coached today? 
 Have you got a pen and paper with you? 
 Have you got a glass of water? 
 Are you ready to make changes on an unconscious level and have conscious awareness of 

them? 
 Ensure understanding of the nature of the coaching conversation  
 Get permission to interrupt 
 Our session today/ this evening will go for... would that be okay with you? 
 Last week we discussed... and at the end you agreed to... What significant changes did you 

notice, experience? What would you like to acknowledge yourself for this week?  
 

Opening the session clarifying the issue (15-20 mins) 

 Focus – What would you like to focus on today? 

 

 Find out how it is NOW – How is this a problem/issue for you? Continue to ask questions 
around the specifics of the problem until you uncover a limiting belief, mindset, 
subconscious program etc. If the client starts looping or gets stuck, explore around the 
issue to identify a pattern - where else?  Then continue going down to the limiting belief. 

 

Desired  
Behaviour 

Current  
Behaviour 

Underlying belief, mindset, expectation 
internal rules, sub-conscious programs 

Desired  
Behaviour 

Current  
Behaviour 
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  Note: Exploring the specifics of the problem helps to avoid the traps of: 

a) assuming you know how it is problem for the client (putting your map on the 
problem) 

b) coaching the issue rather than the underlying problem (behaviour management) 
c) coaching an issue that isn’t the issue (the client needs to prove there really is a 

problem) 
 Acknowledge the client’s vulnerability – very few people are willing to really face where 

they are at, and what is underlying their behaviour. Hold this space for the client for a 
moment.  

 How would you like it to be? – Shift to this question carefully so as not to break rapport. If 
everything was as you wanted it to be, what would it be like/what would be happening? 
What is your aspiration/goal/overall desired outcome you are after in relation to this 
issue? 

 

 
 Explore highest intention – For what purpose would you want that? What would that give 

you? Keep exploring until you get to the highest intention for their overall outcome.  
 Session Outcome – What would be an ideal outcome for this session? This outcome needs 

to be well formed and framed in the positive and achievable in the session time frame.  
 How would you know you had got there? How could you measure that outcome? 
 If you could name today’s session, what would you name it? Make sure it is a cool name. 
 How would you rate your current situation out of 10? 

Highest intent, goal, objective, aspiration, outcome 

Underlying belief, mindset, expectation 
internal rules, sub-conscious programs 

Desired  
Behaviour 

Current  
Behaviour 
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Coach the gap (20 mins)  

The goal here is to coach the gap between how it is NOW and the client’s DESIRED OUTCOME for 
the session with reference to the underlying beliefs and highest intention.  

 Cause and effect – close the account on secondary gain, let go of story, exchange the 
language of blame and excuse for responsibility and choice, make simple but significant 
changes to language patterns – step above the line. 

 Meaning and beliefs – discover defining moments and limiting beliefs. Change meaning 
and create empowering beliefs. 

 Six Core Needs – every negative behaviour has a positive intent. Find resourceful strategies 
for meeting their needs that are internal rather than external. 

 State Management – there are no unresourceful people only unresourceful states, who do 
they need to be in order to get access to the outcome they want. 

 Pleasure and pain – link pain to what they don’t want and pleasure to what they want.  
 Self Esteem – build self-esteem by helping them face their own reality and teach 

themselves they have what it takes to deal with the thing’s life throws their way. 
 Values – discover the ability to make the right decisions based on true values. 
 SMARTER goals – set goals that are specific, measurable, attractive, realistic, timely, 

ecological and resourced 
 Strategy elicitation – discover how do they know it’s time to do overwhelmed? Interrupt 

that strategy and come up with a new one. There are strategies for everything – success, 
happiness, anxious, depressed etc. 
 

 

  

Highest intent, goal, objective, aspiration, outcome 

Underlying belief, mindset, expectation 
internal rules, sub-conscious programs 

Desired  
Behaviour 

Current  
Behaviour 
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Conclusion (5-10 mins) 

 Future Pace the client three times using all the modalities. Use the words ‘notice’ and 
‘imagine’ to help your client to create what they want to experience in their own mind.  

 Is there anything else that would make today’s session more complete for you? 
 What value did you get from today’s session? 
 How would you rate how you feel about your current situation now? 
 Acknowledge the client if you notice that what they named their session was exactly what 

they got from the session. This can be very powerful for your client to see the power of 
‘Focus’.  

 Thank you for playing at 100%, this is why you got the great outcome you got today. 
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Getting to the Heart of an Issue 

When you are coaching a client and they bring an issue to the table, you must intuitively believe 
that this is almost never the real issue. This is a surface issue and a symptom of what is lying 
underneath causing all the trouble.  

Here are some keys as a coach to get to the heart of the issue rather than wasting time coaching 
on the surface.  

1. Never get sucked into story. You lose all power to serve your client and the results they 
want when you get drawn into their story. Story is the enemy because it always is 
about justifying the situation, disempowering the client of all responsibility and choice 
and providing an excuse to continue receiving secondary gain. Remember however, 
that as clearly as you may see what they are doing, and as poor as you believe their 
choices are, this is about you not them, so refrain from getting them out of story by 
using judgment or imposing your map onto theirs.  
 
The ultimate leverage to help a client get out of story is by refocusing them on what it 
is they want more than anything else. When they know what they want, they will be 
willing to endure some pain to get there. When they lose sight of it, all change work 
seems too costly and painful.  
 

2. Get specific. Identify what the real issue is by asking questions like “how specifically is 
that an issue for you right now?” “How specifically is that costing you right now?” Then 
explore all the modalities. Say “So I understand this is all about feeling frustrated and 
that frustration stops you moving forward. When you are doing frustration, how do you 
feel? What are you telling yourself? What do you hear from others? What can you see? 
Etc “And when you see/hear/feel that, how does that effect you?”  
 

3. Strategy elicitation. Here is where you start to mess with the client’s strategy by having 
them teach it to you. Say something like “I am a Martian, and it’s my first day on earth, 
so I have no idea how you humans do what you do, so can you teach me exactly how to 
do frustration?” (or whatever the issue is) “What do I need to notice, focus on, feel, 
think about, look at, say to myself, do etc. so that I can do frustration just like you do?  

 
4. Ideal world.  Have the client now explain how they would like things to be in an ideal 

world. How would they like to feel, respond, talk? What would they like to notice, think 
about, say to themselves? Have them imagine it exactly how they’d like it to be. Take 
them through all the modalities by asking them to explain what they would see, hear, 
feel, say in this ideal scenario. It is possible to then take the client though the Cartesian 
4 to identify what would happen if they started to live out this ideal scenario.  

 
5. Session outcome. Now take a moment to find out the specific outcome they are 

seeking out of this session. Ask the client to give themselves a score out of 10 for how 
close they are to achieving that outcome in their present situation. This allows you to 
re-measure at the end of the session to see if they have moved at all.  
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6. Give the session a name.  This name must be stated in the positive and from the 
viewpoint of having already achieved it. For example, if the session outcome is to 
discover what fears are holding them back, then a great session name would be 
“breaking free from fear”   
 

7. Coach the gap.  Now you are able to ask the client about what is missing. What is 
stopping them living out the ideal scenario. Is it fear? Is it a limiting belief? Is it a lack of 
confidence? Is it playing safe? 
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Boundary Conditions 

Everything we do in coaching is about moving our clients beyond the boundaries of their thinking. 
Boundary conditions are the conscious limits of our thinking and the edge of what we know and  
are familiar with. In fact, boundary conditions are basically our comfort zone. If you were to 
imagine a circle around you that is your comfort zone, the edge of that zone is called the boundary 
condition because we don’t know what lies beyond that invisible line. It’s the boundary of what’s 
known and unknown, familiar and unfamiliar, safe and scary to us. 

If we want to move our clients beyond the boundary conditions of their thinking, we need to help 
them see that the results we are getting today are based on the thinking and action of today. If we 
want to change our results or we’re looking for a 10% improvement, we need to change our 
thinking and our action by at least 10%. It’s quite simple really. 

Everything we do when coaching is about making sure our client is changing the way they are 
thinking or approaching something. For example: 

- Perhaps you could look at helping them to change their attitude towards a challenge or an 
opportunity. 

- Or it could be about aligning their values or creating a shift in what they value in an 
opportunity. 

- Maybe it’s about changing their language or helping them to become aware of the effect 
that their language and communication has on themselves and those around them. In 
order to change their results, they’ll need to change their language as well. 

- It could be getting them to do or commit to a different action. If it was in physical fitness 
for example, walking around the block will achieve a certain level of fitness depending on 
the size of the block. To achieve extraordinary fitness, they need to start building that up 
by perhaps adding a block per day. So, you are expanding the boundaries of what they are 
willing to experience. 

- If you’re working with a sales person and they want to improve their income, they want to 
make more sales, they want to say move their car sales from 15 sales per month to 20 
sales a month… then what do they need to do differently that they are not doing today or 
haven’t been willing to do, or haven’t been aware they could do until now, that will move 
them beyond their current boundaries of action thinking in areas they haven’t been to 
before. 

Whatever it takes to go beyond what they are doing now, that’s what they need to be willing to do 
to create a different outcome. One definition of insanity is doing the same thing over and over 
again and expecting different results. If we stay with what is safe, comfortable, known and familiar 
and expect the outcome to change, we set ourselves up for massive disappointment. 

Sometimes people fluke change in their lives anyway, but in coaching we don’t want to rely on 
what we’ve fluked; we want to rely on what our client has consciously chosen. We want to make 
sure our client is in control of and is aware of the change they are creating. 

This principle is about finding ways to assist our clients to go beyond what their limits are today 
and realise they have other choices available to them. It’s only when we assist our clients to go 
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beyond what they know, that they’re able to find what they don’t know. It sounds obvious, but 
every result we get in our lives is based on what we currently know. We know how to make 
$50,000 a year; we know how to have great relationships with 3 or 4 people. If we knew how to 
make $150,000 a year or have great relationships with 10 people, we’d do it… but we don’t know 
that, so in order to get the results we desire we will always need to step outside the boundary 
conditions of our thinking and embrace some uncertainty.  

 

 

Practical Exercise 

Think for a moment, where in your life, in your business or in your relationships might you be 
staying within your comfort zone, in your familiar zone… and if you were to go outside your 
comfort zone what would you discover? What would be out there? 

What would be a different way of thinking about this?  

What would be a different attitude you could have?  

How would you learn what different attitude to have?  

What would you need to read, who do you need to talk with?  

Who’s already succeeded in this area, that if you were to speak with them, you’d learn what 
their attitude, thinking, or beliefs were or what they are willing to do to create success that 
perhaps you’re not doing yet? 

Practical Exercise 

Draw a picture of yourself with a ring around it representing your comfort zone. Then outside of 
that circle write as many problems as you can think of that are facing you right now. 

What if those problems were in fact possibilities, but to see them as possibilities they needed to 
come within your comfort zone? 

The question is, do I pull these problems into my comfort zone, or do I expand my zone so that it 
now includes the problem and turns it into a possibility?  

Given that we know problems are built into life and they are going to be a constant, I’m going 
to suggest to you that what you need to do is be willing to expand your comfort zone. So, what 
appeared to be a problem outside of your comfort zone now appears to fall within it and 
becomes a possibility. It becomes a potential, or it even becomes a gift. 

See what comes to mind when you try this fresh approach to viewing all your current problems. 

How would you expand your comfort zone to include your problems within your circle? 

 



27 
 

4 keys to expanding your thinking 

1. Be self-aware 
When you come across new or unfamiliar situations, pay attention to yourself – are you using old 
unresourceful language while thinking of ways to deal with the new? 

2. Ask different questions 
Instead of asking questions that focus on the problem, ask more resourceful questions that focus 
more on who you need to be, what you need to have and what you need to do to be able to 
manage it. 

3. Take courage 
Learn that courage can only come through action. It doesn’t turn up while you’re watching TV on 
the lounge. Action is essential. 

4. Act with fear 
Realise that fear is normal. It always accompanies stepping into the unknown. So don’t wait for 
fear to disappear. Feel the fear and act anyway. Courage is not the absence of fear, but the 
willingness to still choose to step forward in the midst of fear. 

When you are coaching somebody, you need to be aware of when your client is using old, 
unresourceful thinking or language. Perhaps they are saying, “This is really hard”, perhaps they 
keep telling themselves, “I can’t do it”. Perhaps they keep saying, “Oh, it always goes wrong”, or 
“It won’t make any difference”.  

That’s definitely language that’s going to keep your client within their current thinking. What 
would they need to do to change that thinking? 

When stepping beyond a boundary condition it is really important not to just take one step 
outside the comfort zone. Help your clients to be willing to move beyond the boundary conditions 
of their thinking at least two levels. To only take one step out increases the chances of stepping 
straight back in when the first sign of trouble emerges. If your client has taken 3 or 4 steps out, 
even if they step back, they will still be much further outside their original comfort zone. 

Recognising boundary conditions 

How do you know when your client has reached a boundary condition?  

The most obvious sign is when you hear them say, “I don’t know”. You ask the question, “What’s 
something you could do here?” and they say, “I’ve got no idea”, or they just go silent, or go 
“ummh, I don’t know”. You now know you have reached a boundary condition which is always 
really exciting because just beyond what they do know is what they don’t yet know. That’s where 
the magic is! So, push them and encourage them in any way you can to be prepared to embrace 
the uncertainty and take an adventure outside of what they currently know and are familiar with. 
You need to realise that the client is where they need to be and that if you stick with it and ask a 
different question, perhaps they could push through it… and start to realise that yesterday what 
seemed unobtainable is now obtainable for them… and that’s your mission as a coach. 
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Whatever their language is to express, ‘I don’t know’, you just ask the question, “What if you did 
know?” How about if you asked them, “What are the possibilities here?” or “What’s the gift in this 
for you?” or “How can we turn this around, how can we do this differently?” “What’s somebody 
else done in this situation that’s worked?” “How can we think about this differently?” “What does 
our belief need to be to enable us to take this step beyond the boundary condition?”  

Summary 

The first theme or success principle in coaching is to assist ourselves and our clients to move 
beyond the current boundary conditions of our thinking… and you’ve got to be willing to do 
whatever it takes. If someone has a limiting belief it is your role to challenge that belief not out of 
judgment but service and curiosity. You’ve got to be imaginative and creative and use whatever 
leverage and tool you can find because ultimately you are there to serve your client and help them 
become successful and happy.  
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Pattern Recognition 

The art of coaching is all about seeing the pattern rather than coaching the story. Whenever we 
merely coach the story, we can only ever provide short-term solutions. This ends up making the 
situation worse for the client as it leads to frustration and disappointment.  

The more coaching hours you do, the more you see the patterns emerge. You begin to see that 
the presenting issue a client brings to the table is never the real issue. You begin to take note and 
be curious about the real issue that’s underneath the surface causing the problem in the first 
place.  

The pattern recognition is based on the principle that people work perfectly. Every negative 
behaviour has a positive intent and the results we get are the exact results our system has been 
designed to produce.  

Here are some examples of the patterns you will begin to notice: 

• Frustration with others is more likely to be frustration with self 
• Lack of energy or motivation is not about laziness but fear. Fear paralyses us and saps us of 

our natural strength 
• Inability to remember or retain information is also due to an underlying fear 
• Perfectionism is the lack of standards. This person has never decided what is good enough 
• Self-judgment is protection from the judgment of others 
• Self-destruction is protection from the pain caused by others 
• Selfishness = insecurity as this person has no internal means of gaining significance and 

self-worth 
• Financial Lack mentality = low self-worth 
• Self-protection = Self love 
• Ultra-positivity = low sense of personal self-worth 

  

Modalities 

Understanding modalities is all about discovering how we process and make sense of the world 
around us. There are four main internal representational systems and we each rely predominately 
on one of the four as our primary modality. 

1. Visual people make sense of their world by representing things in visual images. They respond 
to what they see either in their minds or in reality. Unless things ‘look right’ to them, they are 
reluctant to move forward. A visual person is usually organised, well dressed, and neat and 
tidy. They will also often use very visual language such as: 

• See  
• Look 
• Take a peek 
• Clarity 
• Imagine 
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• Illuminate 
• Radiant 
• Show 
 

2. Kinesthetic people are more concerned with how things feel. They are led by their heart or gut 
feelings and like to sense their way through life guided by their feelings. They are often people 
who enjoy physical touch and display a wide range of emotions comfortably. They learn by 
experiencing something or trying it out. They are often dressed for comfort rather than style. 
Kinesthetic people will need to have a good feeling about something before taking action. The 
kind of language they may use are words such as: 

• Grasp  
• Feel 
• Sense 
• Soft 
• Solid 
• Warm 
 

3. Auditory people listen to the world around them and are focused on how things sound. 
Auditory people learn by listening and can easily repeat things back to you. The auditory 
person likes to be told how they are doing and is comfortable when things resonate with them 
and sound right. Auditory people are often musicians. The kind of language they may use are 
words like: 

• Discord 
• Resonance 
• Clash 
• Hush 
• Call 
• Tell 
• Amplify 
• Loud and clear 
• Recall  
• It rings a bell 

4. Auditory digital people need to make sense of their world by analysing all the available data so 
they can understand things as thoroughly and rationally as possible. They will often talk to 
themselves and spend time mulling things over in their minds. They like lists of pros and cons 
and are very much into detail. They may be dressed conservatively and have a pen in their top 
pocket.  They may use words like: 

• Outcome 
• Procedures 
• Makes sense 
• Thinking logically 
• Data 
• Foreseeable issues 
• Accurate representation 

Understanding your client’s modality is an important part of building and maintaining rapport with 
your client. A client can become very frustrated and lose access to the awareness or insight they 
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need if the coach consistently frames the discovery in the wrong modality. For example, 
continually using feeling words when the client is a predominantly visual processor. 

  

 

 

 

 

 

 

GAP TOOLS  
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Cause and Effect 

The first success principle for coaching is Cause and Effect. Put simply, it is about realising we have 
a choice, that we are either at the effect of whatever happens in our life, or we are the cause of 
the things that happen in our lives. People either live with the belief that they cause all the results 
they get in their life or that someone or something else causes all their results and that their life is 
totally affected by what everyone else says and does. 

Living at Effect  

People who live at effect (below the line) are those who just let life happen to them and are 
basically at the effect of the world around them. They have excuses and all kind of reasons why 
they can’t do it, why they’re not successful and why it is not their fault.  They say, ‘it’s because of 
my partner, because of the kids, because of my parents, because I’ve got no money, because I 
didn’t have time, because life got in the way etc.’  They say, ‘I would have been a success except 
for... (Insert story here)’... and they’ve got all these other reasons that are external to themselves. 
Now that’s fine, if that’s the way someone wants to live their life, but as a coach, you’ve got to ask 
the question… just how satisfying is that going to be if you get to the end of your life, and you look 
back and your life was never the way you wanted it? Because when you do that, all you’ll have are 
the excuses of why you couldn’t do it, all the reasons why you didn’t do it and how it was all so 
hard to do. How satisfying is that going to be? 

To be at effect is: 

1. To feel that the results you are getting in your life are not your fault or in your control and 
are at the effect of other people and adverse circumstances. 

2. To feel that you have absolutely no choice about where you are and where you want to be. 
3. To be stuck in your story, “If you just knew what had happened to me, you’d understand 

why I can’t, or why my life is so bad, or why it’s not my fault I’m like this.” Story is anything 
that disempowers us by shifting blame and responsibility from ourselves to things outside 
our control. It is any label people wear that justifies their behaviour e.g. – It’s because I’m a 
woman, I’m dyslexic, I’m Italian, I’m too young, I’m too old, I’m slow, I’m fat, etc. Story is 
whatever you tell yourself that makes your behaviour O.K. (when it’s not).  

4. To constantly disempower yourself by obfuscation (confusing the issue), procrastination, 
externalisation and self-sabotage. 

5. To get a great payoff and secondary gain such as: rest, safety, ease, comfort, protection 
from failure and disappointment, pity, self-pity, excuses, nothing required of you, laziness, 
etc. 

6. Mini me constantly trying to keep you below the line due to the positive intention of loving 
us and keeping us safe and comfortable.  

7. To be deeply unhappy and dissatisfied with life.  

Living at Cause 

Now let’s look at life on the other side of the equation. The extent that you choose to believe that 
you create everything that happens in your life and are willing to take full responsibility for your 
life, determines your ability to make genuine progress in life. It is so much more empowering to 
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replace the language of blame and excuse with the language of responsibility and choice. Living at 
cause gives you the maximum opportunity and potential to create the outcomes that you are 
looking for and to make things the way you want them to be. If you dump all the reasons, excuses 
and stories about why you can’t, all you’re going to have left are results. Now if you’re not getting 
the results you want, you need to stop and ask: How can I get the results I want? What do I need 
to change? What do I need to do differently? You then need to have the ability to notice the 
results you are getting and be willing to have the behavioural flexibility to do things differently. 

To be at cause is: 

1. To realise that where I am now in life is where I have chosen to be and that’s ok, because I 
can make different choices... more empowering choices to get me to where I want to go. 

2. To realise that the ultimate question is not how bad my story is, but whether it is going to 
serve me to live out of that story as an excuse for why I can’t change or achieve my goals. 

3. To take full responsibility for the results I am currently getting in my life and the results I 
want to get in my life.  

4. Much more difficult and courageous than living at effect but is the only place that brings 
true happiness and success.1 

 

 
Get out of BED and grab and OAR  

An even simpler illustration of this same concept is used by ActionCOACH:2 

Blame, Excuse and Denial = BED.  

 

1 Diagram adapted from https://anitadickons.wordpress.com/ 
2 http://www.actioncoach.com/Bubba-and-The-Line?pressid=1262  



34 
 

When we are stuck in BED, we don’t make much (if any) progress. If we stay stuck blaming others, 
making excuses, and denying that we have anything to do with the problem we are facing we are 
making ourselves out to be the victim. While ever we have a victim mindset, we will remain stuck. 

Ownership, accountability, and 
responsibility = OAR 

When we get hold of the OAR, we will 
always be able to make progress, 
even if it’s slow. As soon as we take 
ownership of at least some of the 
situation, become accountable for 
what we can control, and take 
responsibility for how we respond, 
we give ourselves the power to make 
progress. This is the victor mindset.  

I always remember reading about 
Viktor Frankl in Stephen Covey’s book 
“The 7 habits of highly effective 
people”. Despite the fact that this 
man had lost every earthly 
possession, everyone he loved had 
been killed and he was living in hell 
on earth in a Nazi death camp, he did not lose hope because he embraced the power of choice. His 
story deserves retelling again and again.  

“One day, naked and alone in a small room, he began to become aware of what he later called 
‘the last of human freedoms’ – the freedom his Nazi captors could not take away. They could 
control his entire environment, they could do what they wanted to his body, but Viktor Frankl 
himself was a self-aware being who could look on as an observer at his very involvement. His basic 
identity was intact. He could decide within himself how this was going to affect him. Between 
what happened to him, or the stimulus and his response to it, was his freedom or power to choose 
that response.”  

Viktor Frankl survived while millions of his people did not because he never lost hope. This is due 
to the fact that he never let go of choice.  

When it comes to coaching others, however you do it, everything is about moving your client to 
cause. If you hear them telling their stories you must never buy into the excuse. It means that if 
you hear your client being stuck at effect and they’re just in blame mode, or they are justifying 
their behaviour because of the terrible things that have happened to them, you now know that 
they are living at effect, and this means that they’re going to have excuses instead of results which 
isn’t going to be satisfying for them. So, your mission is to teach them to realise that those stories 
are what’s preventing them from getting the results they’re looking for. It’s that very excuse that’s 
standing in between them and the outcome they want. It is such an exciting thing to be able to 
move someone to a place where they are willing to embrace full responsibility for their life and the 
results they are getting. The amazing revelation is to realise that where you are now in life is 



35 
 

actually where you’ve chosen to be. Wherever that is, it’s OK, because you can always make 
different and better choices to get where you want to go.  

Ego loves to be at effect because there is always a payoff or secondary gain. To live at effect keeps 
us safe, comfortable and protected. It is always easier to blame someone or something rather than 
take responsibility yourself. You get self-pity, and pity from others. Nothing needs to change. The 
problem is that living at effect will never serve us or help us to get the results we are looking for.  

Secondary Gain: So, what are you getting out of that?  

At the basic foundation of human behavioural science is the fact that we only do things that work 
for us. If something gives absolutely zero reward or gain, then we simply will not do it again. The 
implications of this one fact alone are staggering. I talk to so many people who tell me how bad 
their situation is and how terrible their life is because of this, that and the other, and if they had a 
choice, they would be somewhere else doing something else. But the fact is, they believe they 
have no choice in the matter. 

I ask the same question of the client every time: “So why are you still here then? Why are you still 
living like this then? If it’s so terrible, why don’t you do something about it and change 
something?” These questions always sound offensive, but they come from the basic truth that 
says you are getting something out of this negative situation that is meeting your needs and that’s 
why you haven’t changed a thing.  

It’s like the guy who finally decided to go for a job interview after being unemployed for five years, 
only to be attacked by a dog while he was on his way there. He ends up covered in dirt, has torn 
pants, and blood all over his legs. He feels there is no way he can still go to the interview looking 
like this, so he gives up and walks home, cursing his luck all the way. “This always happens to me, 
this is so unfair, this was my one big chance and now the dog’s ruined my life.” He gets home, sits 
on the lounge in front of the TV, drinking beer and having a pity party. The thing is, although he 
would never admit it, deep down he is glad that he didn’t make it to the interview. Do you want to 
know why? He was relieved because at least he didn’t fail and now he’s got another excuse. Now 
he gets more self-pity and pity from others. His ego loves it because nothing has to change. He can 
stay where it is safe and comfortable and easy and where there is no responsibility. So, while the 
guy would be telling everyone how it wasn’t his fault and how terrible his situation is, he is really 
getting a massive pay off by staying exactly where he is. 

When you are with a client, you will need to ask them to think of everything in their life that really 
isn’t working for them. Then have them ask themselves, ‘why haven’t I changed it?’ You will need 
to encourage them to be really honest with themselves and ask what they are getting out of 
staying just where they are. What’s the payoff? How is it actually working for them?  

One of the most common things that coaches are concerned with is the situation when a client 
doesn’t let go of the very behaviour that could prevent them from feeling the way they want to 
feel. This is called secondary gain. Secondary gain is the behaviour we do to feel a ‘certain’ way, to 
achieve a feeling, for example ‘safety’ or ‘significance’. In typical human behaviour, how we 
achieve these feelings isn’t what matters, it’s the fact that we achieve this feeling full stop. We are 
usually not aware that there is more than one way to achieve this feeling. When we address the 
‘secondary gain’ and help the client see that they can meet this feeling in a different way, the 
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client will see that they no longer have the need to do that particular behaviour anymore and will 
be free to choose a new behaviour that supports the outcome they are looking for. A client will 
not get the result they are looking for if the secondary gain hasn’t been addressed. When a client 
isn’t getting the results they are after, often the coach will put it down to the client’s lack of skill or 
inability to get the results, when in actual fact a skilled coach knows that it’s important to address 
the secondary gain before moving forward. This is why coaching is so valuable. Helping the client 
see that the behaviour they have been displaying to achieve the secondary gain of ‘safety’ or 
‘significance’ is only perceived, means they then have the freedom to choose a new behaviour 
that gives them the desired outcome they are looking for.  

It is sometimes amazing how clients are willing to spend a lot of money on problems they don’t 
even want to get rid of. There are many reasons why people don’t want to solve their problems.  

When the problem is solved: 

1. They are required to take on additional responsibilities. These could even be 
responsibilities that all of us have, however, due to the presenting ‘problem’ the client has 
been able to avoid. Like getting a job or getting out of bed! 

2. The client may have to take some very difficult steps. Like a divorce, leaving a career, a 
friendship, a relationship, or facing the world without having the problem. 

3. The client may have to make life changes that require a lot of work. Like for instance going 
back to school, going back to work, losing a lot of weight, getting in shape, quitting an 
addiction, etc. 

4. The client somehow gets something out of having the problem. This point is absolutely key. 
No human being does something or stays somewhere unless on some level they get 
something out of it. This is something you need to anticipate as a life coach. Trying to fix a 
problem a client is trying to hold on to, is like trying to mop the floor with the faucet open. 

So what do you do? 

1. Help the client discover the secondary gain. What do they get out of keeping the problem? 
What is the positive intention of the behaviour? 

2. Use powerful questioning to uncover what the secondary gain is. Example: What does 
doing X do for you? And what does having that do for you? What does doing X give you 
permission not to do?  

3. Help the client find ways of meeting the positive intention in a more resourceful way. 
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Secondary gain means that a person has a hidden reason for holding onto an undesirable 
condition. Frequently this reason is unconscious. It is obviously unconscious because the loss of 
holding onto the condition is often far greater than the perceived gain. 

 For example, the term secondary gain is often used in relation to chronic pain. Chronic pain is 
pain that continues on past the time of an injury being healed, often having no apparent cause in 
the present. Finding and releasing the perception of secondary gain, such as the attention one 
receives, monetary compensation for disability, or just the need to deny the original cause of the 
pain, can greatly contribute to healing. 

 Fear of responsibility is another secondary gain. One may feel that added success, love or 
prosperity is going to ultimately demand more than can be provided. One may be exposed as a 
fraud - being “found out” as not really capable or competent to cope with this higher level of 
good. 

 Loss of love may be a deciding factor. One may feel that they will move out of the sphere of their 
current peer group, family, or romantic relationship if they change too much. 

 Loss of income. Ironically enough some will prevent themselves from manifesting a greater 
income because they will lose the current, reliable income. This can apply to welfare, 
unemployment benefits or family support. 

 

Examples 

A client says she wants to lose weight yet keeps eating each time she feels bad.  

Secondary gain: Covering up bad emotions by eating. 

Solution: In this case, you teach the client coping strategies, when she feels bad, she does 
something other than eating to fix the problem. Why does the client feel bad? That’s 
something that needs to be tackled and fixed. Getting the client to do something that makes 
her feel good about herself, instead of eating. When lonely, pick up the phone. When sad, do 
something that makes her happy. When bored, find something to do. 

Client keeps cheating on his wife.  

Secondary gain: It makes him feel powerful, while he otherwise feels powerless particularly in 
his marriage. 

Solution: Find ways how the client can feel powerful in the marriage, without cheating. There 
are often larger underlying reasons why people have large problems. To uncover these reasons 
requires powerful questioning. Sometimes a problem manifests itself early in childhood and 
the client has no recollection of it.  
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Twenty Years of Avoidable Sickness 

One of our coaching students shared the story of a couple she had been working with as a 
counsellor. She had spent five years digging into the depths of their challenges without any 
change at all. It was so fascinating to look at the same story through the coaching frame. 

At 18, the woman in the story had fallen in love with a young man in the church she had grown 
up in. The couple was married the following year. By the time she was 23, she had just given 
birth to their third child. Soon after, for some unknown reason, her husband had some kind of 
mental breakdown and became quite violent and abusive toward her. The situation escalated 
quite quickly, and she ended up leaving the marriage for the sake of her children. So, at age 25, 
she was a divorced single mother of three. She remained in the church congregation while he 
left and was not heard from again.  

A year later a young man moved to the area and started attending the same church. He fell in 
love with the divorced woman and developed a relationship with her. Eventually she agreed to 
marry him, but on her wedding day became seriously ill. She has been ill ever since. For 20 
years, her new husband has been her carer and has basically raised the kids on his own. These 
roles required him to quit his job so that he could focus on being there for his new family.  

The church family constantly prayed for the woman to be healed, and at year 15 she was 
miraculously cured. Six months later however, the sickness returned and at the telling of the 
story she was still sick. 

The coaching frame allows you to see what is really going on here.  Without any judgment, 
simply by being curious with the knowledge that people work perfectly, let me highlight a few 
key observations from this story. 

 Growing up in a Christian culture quite probably would have instilled a belief in the 
sanctity of marriage and that divorce is a sin, so at 25 she has already blown her one 
chance at marriage. It is highly likely that she is experiencing high levels of self-
judgment and imagining that those in her Church community are judging her as well. 
What kind of a person gets divorced so young and causes three innocent children to 
grow up without a father? She must be a bad person… 

 When the new relationship starts, it is probable that deep down she believes she 
doesn’t really deserve to be happy and so sabotages the second marriage before it even 
begins.  

 Falling sick on her wedding day is an interesting coincidence that suggests she is 
running some high-level protection strategies. 

 Her first husband abused her and ended up leaving her, so by being sick it would mean 
that her second husband would be highly unlikely to do the same. What kind of a man 
would neglect a sick woman? 

 She felt like a failure as a mother, so being sick meant she could hand over 
responsibility of the kids to her husband. 

 Being sick meant she was more likely to receive pity from her church community rather 
than judgment for being a bad mother.  
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People are not broken, and they don’t need fixing. Their behaviour is not strange, random or 
coincidental. It always serves a purpose. Everything we do is in some way an attempt to bring 
peace and comfort to ourselves.  

This is often one of the most difficult issues for a client to actually see in their life. Often when you 
explain the concept, you are met with resistance and defensiveness. However, the reality is always 
that we are exactly where we have chosen to be. Every negative thing in our life that we don’t like 
but haven’t gotten rid of must be working for us on some level. The client will always present a 
primary loss, but in every case, underneath there will be a secondary gain.  

Language Change 

We get to choose the language we use. The words we use don’t just describe how we feel; they 
shape our experience of reality. If you change the words you use, you also change the experience 
you have. Changing your language is a powerful way to change the frame. If you say you hate 
something or someone, that will generate a very strong emotional response. If that state serves 
you, great, keep the word, but if that’s not the state you would like to be in, pick a different word 
and watch your emotional response change with it.  

When a person is really stuck in “hopelessness” and quite afraid at the thought of venturing 
forward, I ask them to promise me that they will not change anything about their life after our first 
session. They must guarantee that they will not deal with any of their doubts, fears or limiting 
beliefs or step outside their comfort zone. Having made this solemn vow, I ask them if they would 
be willing to just play with one word as a way of dipping their toe into the waters of change.  

Every time they go to use the word “can’t” I invite them to replace it with the honest version of 
what they are really saying… “I’ve chosen not to”. Typically, a person who feels hopeless about 
something will use this word “can’t” frequently. I can’t change…I can’t lose weight…I can’t 
understand my teenage son… I can’t restore my marriage… I can’t get a job… I can’t make friends… 

 Her first husband had ultimately rejected her. If her second husband ended up doing 
the same even after all the preventative measures she had put in place, he would only 
really be rejecting the sick her. The real her had never fully shown up to the 
relationship anyway. 

 Before you go feeling sorry for husband number 2, what kind of a man pursues a 
recently divorced mother of three toddlers?  A rescuer. He is the hero in the story and 
hero’s need someone victims to rescue. You could imagine how much love and 
admiration this guy gets from the church community for being such a loving caring man 
in such difficult circumstances. He has probably won the father of the year award 10 
years straight! People would stop in the street just to tell him how wonderful he is. 
Although he often complains about having to put his life on hold and had to quit his job, 
the payoff is enormous.  

 When she miraculously recovered from the sickness, neither of them knew what to do 
with the freedom and so chose to go back to the old story that had been working so 
well. 
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I can’t get a promotion… I can’t manage my money etc. Instead, they must say, “I’ve chosen not to 
(insert story here). This sounds like it can’t be true. Of course, they want to do these things. The 
truth is however, part of them doesn’t want to. The moment we truly want something, we always 
find a way to go after it and the vast majority of the time we create a way to experience what we 
are looking for.  

Examples of key language that you can help your client exchange are: 
Failure   ----->    Feedback  (see Thomas Edison story below) 
Too hard  ----->    Unfamiliar 
I hope   ----->    I wonder 
I don’t know  ----->    I am pretending not to know 
I can’t   ----->    I am choosing not to 
 
To finish this idea of living at cause with the client, it is really important to educate them about the 
five keys to achievable outcomes. This provides powerful leverage for someone to get above the 
line and stay there.  

 

FIVE KEYS FOR ACHIEVING OUTCOMES 

Leverage 

In terms of changing behaviour in our lives, leverage is really important. A lever makes it possible 
to lift or move things that were previously impossible to budge. So, we will begin by looking at a 
powerful leverage tool which is: knowing what you want. That may sound overly simplistic, but to 
be clear about the things you really want in life is more difficult than it sounds, and few people 
genuinely live there. Here are five keys to knowing and getting what you want in life. 

1. Make it a priority to be clear about what you want. 

Far too many people go through life just accepting what they can get. They just take whatever 
comes to them. So, if it’s a good day, it’s a good day – but if bad stuff happens, it’s a bad day and 
there is nothing they can do about it. Life kind of just happens to them. So, if you want to gain 
some control over where you are heading in life, and you want to be in control of the results you 
are getting, you need to be specific and clear about what it is you really want. Then you need to 
make sure those things become a reality by aiming for them.  In his book 7 Habits of Highly 
Effective People, Steven Covey says that “You need to begin with the end in mind.” It is so 
important to figure out what you want, and not just exist from day to day but ask: What am I 
actually aiming to achieve? What will make this an outstanding day? What do I need to do today 
to really improve on the results of yesterday? You’ve got to know the outcome you are looking for 

Thomas Edison on Failure 

The story goes that Thomas Edison failed more than 1,000 times when trying to create the light 
bulb.  When asked about it, Edison allegedly said, “I have not failed 1,000 times. I have 
successfully discovered 1,000 ways to NOT make a light bulb.” 
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and once you do, this gives you massive leverage to order your time, energy, thoughts, finances 
etc. 

Once you are clear about what you want, by default you also become clear about what you don’t 
want, so again you’ve given yourself a great decision-making advantage. The next time you feel a 
bad day coming on, you can straight away remind yourself about what it is you really want and 
then ask, ‘Will allowing myself to have a bad day serve my overall goal, or take away from it?’ 

In life we tend to get what we focus on. You can’t focus on everything, so you are always making a 
choice about what it is you are actually focused on. To choose every day to focus on what you 
really want gives you massive leverage to change your behaviour and results until you get what 
you are looking for. 

 

 

2. Take action 

The second key is to take action. Again, this is not rocket science, but so many people fail to 
actually take action, and so their dreams and goals simply remain dreams and goals that get 
further and further away from becoming reality. There is no substitute for action. It takes courage 
to act when you are stepping into the unknown, but there is no other way to achieve the things 
you want than to be brave and start doing something that you haven’t done before. 

Practical Exercise 

Take a moment to write down what it is you really want. Be as exhaustive in your list as 
possible and keep refining it by asking ‘what will that give me?... So, what do I really want?’ 
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3. Notice results 

No one has ever achieved any significant change in their life or arrived at their goals by making a 
one-off decision that never gets reviewed, revised and improved. It is crucial to your overall 
success to regularly stop and notice the results your actions are getting you. There is no point just 
putting your head down and working flat out on your action plan if you never stop and ask if those 
actions are really getting you closer to where you want to be. You need to ask if your actions are 
working and how things could be improved. 

4. Behavioural flexibility 

So, you’ve got to know what you want, you’ve got to take action, you’ve then got to have the self-
awareness to determine if the action you’ve taken is getting you the result you want, and if it’s 
not, then you’ve GOT TO have the behavioural flexibility to change your actions by having a go at 
doing it differently. 

One definition of insanity is to do the same things over and over and expect different results. 

How many times do you change your behaviour? You’ve got to be willing to change your 
behaviour as MANY times as it takes to get the result you are looking for. 

 

Practical Exercise 

Take a moment to write down a list of actions you will take that will move you closer to 
achieving your goals. Who do you need to talk to? What do you need to read? What do you 
need to learn? What do you need to start? What do you need to stop? Etc.  
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5. Matching Physiology and Language 

When trying to create lasting change and achieve your goals, it is so important that everything 
inside you is in alignment. Even if you do the first four steps well, you will be undermining your 
overall plan if you still use disempowering language and your dress, posture, facial gestures and 
the way you carry yourself portray a complete lack of confidence. It is important to create a real 
physiology that is going to support you all of the time. Anybody can have great physiology and 
language when the going is good, but true winners, people who achieve their goals more often, 
have a great physiology and use empowering language even when the going is tough. So, make a 
commitment to step up to the next level in your life and in the journey that you are taking… to 
step up to a level where even when the going gets tough you step up even more… your physiology 
and language becomes even more excellent. Now think about what the results would be in your 
life if you did that! 

   

Questions to Ask Yourself 

 What results are you looking for?  
 What actions are you taking?  
 What results are you noticing?  
 If you’re not getting the results you want, what do you need to do differently?  
 What do you need to believe differently?  
 What do you need to think differently? 

Practical Exercise 

Take a moment to reflect on whether or not your language and physiology serve you and are 
aligned with the results you are trying to achieve, or whether you are undermining yourself by 
the way you carry your body, and the words you use. If you are brave enough, get someone you 
trust to give you an honest reflection of your physiology and language. What needs to change? 
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FLOW OF IDEAS FOR CAUSE & EFFECT 

1. There are 2 beliefs in life: 
a) I cause all the results I get; or  
b) others cause the results I get, and my life is at effect of my circumstances and the 

actions of those around me. 
2. Fully explain what it means to live at effect.  
3. Contrast this with what it means to fully live at cause. 
4. Then ask: “Why in the world anyone would choose to live at effect?” 
5. Introduce secondary gain by telling a story like the dog attack story. We live below the line 

because of the pay off. It is safe, easy, comfortable etc. 
6. Use as many examples of secondary gain as necessary to facilitate understanding. 
7. Introduce the idea of mini me or ego. “Play it safe” must recognise the positive intent to love 

and protect you. 
8. Introduce the idea of story by talking about Victor Frankl. The question is not how bad your 

story is, but rather, how is it going to serve you to live out of your story.  
9. Coaching is all about stepping above the line. Leverage one is all about language patterns. 
10. Leverage two is ‘five keys to achievable outcomes’. It is only when you are very clear about 

what you want that you have a good enough reason to stay above the line. Otherwise, it 
simply gets too costly and painful for most people to cope with.  

 

 

 

 

 

 

 

 

SOURCES 

Cause and effect – Sharon Pearson. “10 success principles for coaching”. The Coaching institute 
Melbourne Australia 2009 

5 keys for achievable outcomes – From the work of Richard Bandler and John Grinder as the 
founders of NLP  
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Filtering: Meaning & Beliefs 

Nothing has meaning except the meaning we give it. All life is filtered through a complex internal 
representational system designed to collect more evidence for whatever we already believe is 
true. This means we never actually see reality, but merely a perception of reality. We all see the 
world differently based on what we believe and what we are looking for.  

To put it another way, we see the world through a lens or a filter. It adjusts our experience of life 
and colours our understanding of what is actually taking place. When you change the filter you are 
looking through, you change your experience of what you are seeing. 

 

We are convinced that what we see is entirely real and true… and to be fair, by our experience, it 
is. However, someone else looking at the same situation experiences it entirely differently and 
they are equally convinced that what they see is real and true. The human brain is an 
extraordinary machine. Every second it receives two million bits of information to process.  Being 
unable to process every individual piece of data, it is constantly deciding what to filter in and what 
to filter out. 

We are constantly filtering. We cannot stop 
filtering. Imagine having to be present to 
everything that is going on all the time. That’s 
a recipe for an instant meltdown. Our brain 
takes shortcuts to help us manage our world 
and prevent information overload. We don’t 
have time to process every individual thing to 
see whether it is safe and trustworthy, so we 
rely on the established patterns and biases in 
our brain, that have formed as a result of 
previous experiences. Our thoughts, feelings 
and behaviours stem from the information we 
access once the data has passed through our 
unique filters.  
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The brain’s filtering system determines what we pay attention to. It will DELETE (ignore), DISTORT 
(bend the information to fit with our mental picture), ADD (put in bits that seem to be missing) 
and GENERALISE (stereotype). Because of this, we tend to only see evidence for the things we 
believe to be true, and this ends up being all we can see. When our reality is perceived this way, 
we do not have the capacity to see what is really there.  

The filtering gap tool is all about understanding that life is not simply based on the things that 
happen to us, rather it is based on the meaning we place on the things that happen to us. It is 
about understanding how beliefs are formed and how to reframe the events that have led to the 
forming of this belief so that we can move forward with beliefs that better serve us. It picks up on 
the themes from the ‘Cause and Effect’ model by increasing the scope of the domain of our choice 
and by helping us evaluate how useful our current beliefs are in getting us more of what we want.  

The ‘Cause and Effect’ model shows us that we have 100% choice, and in this model, we get to see 
that two of the coolest things we get to choose are meaning and beliefs. It also shows us that we 
are not victims. Our life is not just the sum total of the events, conversations and experiences 
we’ve had. Instead, our life is totally shaped by the meaning we have placed on these things.  

This discovery is confronting and empowering at the same time. The implication is that we are 
exactly where we have chosen to be… but it also means we have the power to make different 
choices and therefore experience very different results.  

Filtering information 

The filtering process begins with how we give meaning to the events, conversations and 
experiences of life. When two people engage in conversation, the meaning of that conversation is 
the response it gets. It doesn’t matter what meaning the speaker was trying to convey, so much as 
the meaning the listener chose to place on the words they heard and how they interpreted what 
was being said. The same is true for every event in our lives. The things that happen to us don’t 
have an inherent meaning attached. We are the ones who must decide what they mean. We each 
choose the meaning of that event based on what we perceived to have taken place. The moment 
we form a meaning in our minds, we scan back through the past evidence we have gathered to 
discern whether this meaning is correct or not. Once we find good reason to believe our meaning 
is the right one, this leads to feelings of certainty, which now means we are emotionally invested 
in the meaning we have chosen. This is the making of a belief. Once we believe something is true, 
this filters all the information available to us, keeping that which reinforces our ideas, and 
deleting, distorting and generalising all other evidence. 

Implications 

We are always so certain about what we believe because we’ve got so much evidence to prove it’s 
true. The problem is our concept of truth is so subjective that it could never actually be totally 
true. The map is not the territory. 

The most useful thing we can do in our own life and in the life of those we are coaching is to throw 
doubt at all our beliefs. We need to stop and ask why we believe the things we believe about 
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ourselves and our world. We then need to take the next step and ask what meaning we gave to 
certain events and conversations that have led to these beliefs. The amazing thing is that we are 
not victims! We chose the meaning initially, so we have the power to go back in our minds to that 
situation and give it a different meaning that will lead to better beliefs. This then changes our 

filters, which changes what is possible, which changes what governs our life, the results we get 
and ultimately our future and destiny. 

 

The incredible discovery therefore is that the most important question is not whether our beliefs 
are true or not, but whether they are empowering us or not. The reality is that you can choose 
what you want to believe and what you want to be true. You will find evidence for whatever you 
believe to be true, and in fact, there is no guarantee your current beliefs are true anyway, so why 
not pick some beliefs that will empower you and give you the results you are looking for. 

Three important questions about your beliefs 

1. Defining moments: What have been the key conversations and events in your past and 
what meaning have you placed on those events that has led to your current beliefs? 
Remember that life is not the sum total of the things that have happened to you, but it is 
the meaning you placed on those events that determines your destiny.  

2. The gift of doubt: Everyone is so certain about their beliefs because they have so much 
evidence to support them. The question is: What other evidence also exists that you have 
been deleting and distorting? What else is true? What if your beliefs aren’t true? Why do 
you believe that? What else do you think you would begin to notice if you were to change 
your beliefs?   

Example 

Here’s a simple example of this: someone walks past you who you know and they don’t say 
hello to you… now remember that you’re going to filter your experience based on who you 
believe you are…  

You could tell yourself, “They don’t like me”, or “They are really rude.” How did you come to 
that belief? What have you had to distort, delete or generalise to come to that belief? Maybe 
you had to delete evidence that they were frowning with their head down. Maybe you had to 
distort the way they were walking past, instead of them just walking past, you told yourself it 
was in a huffy way. Or maybe you generalised, thinking that whenever someone walks past you 
without saying hello, it always means that they don’t like you.  

What if someone walks past you without saying hello and you give it a different meaning? 
Maybe you decide they are struggling with life and need your support. How different would 
that experience feel? 

Note here that you encountered exactly the same circumstances, but each time with a 
different focus - you told yourself a different story. How you choose to focus and what you 
choose to filter in or out will determine to a large extent the results you’re getting in your life. 
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3. Empowering beliefs: So now the issue is not whether your beliefs are true (because how 
could you actually know?), but whether they are helpful and getting you more of what you 
want. If your beliefs are not helping you, make up a belief that will. Ask yourself what the 

people who’ve got what you want believe that you don’t?  

 

The Story we live out of 

One of the ways we continue to justify living in a disempowering story is by the abundance of 
evidence we gather to prove that our story is indeed true. Once we discover how beliefs are 
formed, we begin to see that our evidence doesn’t prove much at all because we will find evidence 
for whatever we believe is true. A belief merely tells our brain what evidence is important to us 
and what evidence serves no purpose to our life. This empowering discovery gives us the ability to 
change our filters, beliefs and behaviour by reframing the meaning we give to events and 
conversations. 

So how do we change? 

To change a behaviour/thought/attitude/emotion we must change our belief. No matter what we 
say or think we believe, our behaviours reveal what we really believe. It is very useful to ask, 
“What must I believe in order to act this way?” (n the same way, we can be more objective and 
empathetic to the behaviours of others by asking “What must they believe in order to act this 
way?”) 

Practical Exercise 

1. Revisit the first exercise we did in the section on Cause & Effect.  

“What do you want?” Remind yourself about who you want to BE, want you want to DO 
and what you want to HAVE. Now work backwards and ask yourself what kind of beliefs 
you would need to get those results. Make them up if you need to. They don’t have to be 
true, just empowering. 

What do I want? 

What do I need to believe to get more of what I want? 

What must those who already have these results believe? 

What would happen if I believed that too?   

2. Knowing that all behaviour flows from our beliefs, examine some of the behaviours in your 
life you do not like, and ask yourself what you must really believe in order to behave like 
that?  
 

3. Where you are having conflict with others, consider what they must believe in order to act 
in the manner that is affecting you negatively. 
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Often when people think about change work in their life they start with their behaviours, 
emotions and thinking. The most common strategy employed to deal with negative issues in our 
life is to simply try and stop it. The problem with this approach is that these issues flow directly 
out of our beliefs. Changed behaviour without changed beliefs can never be sustained because the 
new behaviour is constantly undermined by the evidence gathered by our filter system. 

To change a belief, we must reframe the meaning we placed on the experience from which the 
belief came in the first place. We do this by looking back at the initial experience and asking, 
“What else could that mean?” This is one of the most empowering questions a person can ask 
themselves. Another equally empowering question is, “What would I need to believe in order to 
get more of what I want?” We can also ask, “What must the people who have what I want 
believe?” 

Focus 

 

  

It all comes back to choice 

The ‘Cause and Effect’ principle teaches us that a key descriptor of living below the line is to live 
with the illusion of having no choice. As a coach, your role is always to assist your client getting 
above the line in every area of their lives, which is primarily about responsibility and choice. 
Instead of blaming others for their results and feeling like they can’t change anything, to be above 
the line is to realise that if you don’t like the results you are currently getting, then it’s no one 
else’s fault, and you have the capacity to change your results by making much better choices. 

As we have discovered in this principle, one of the most important choices we have to make daily 
is around focus. It is a massive discovery to realise that you are constantly choosing what you 
focus on all the time. You can’t focus on everything, so you have to make a choice. This being true, 
means that you may as well choose to focus on things that will get you the kind of results that you 
are looking for. 
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What you focus on determines what you miss 

Check out the “awareness test” (http://youtu.be/Ahg6qcgoay4) This is a really simple yet powerful 
presentation of this idea that whatever you focus on determines what you are not seeing, and 
what you can’t see. 

When someone is deeply stuck in their story, it is likely that everywhere they look they see more 
and more evidence of how bad their life is. In such cases, you need to encourage them to ask 
themselves what they are not seeing that is also there. So, what if they can see some bad stuff. It 
is definitely there, but so are all kinds of other things that they can’t see. If they would choose to 
focus on these things, they would get totally different results. 

We can only experience what we search for because everything else gets filtered out. 

 

 FLOW OF IDEAS FOR MEANING & BELIEF 

1. Start with the big picture idea that nothing has meaning except the meaning we give it. 
2. Explain what this means using an example about a conversation or event where we must 

choose what it means. 
3. Once we have chosen a meaning, we then scan through the archives of our mind looking for 

past evidence to tell us whether our choice is true or not.  

Practical Exercise 

1. Take an inventory of the things you are currently focused on in these areas: 
- Your job 
- Your marriage 
- Your personal life 
- Your future 
- Your past 
- Your relationships 
- Your goals 
 

2. Take a step back and try to discover what you may be missing in these areas. 

 

 

3. What would you need to focus on in order to get the kind of results you would like in each of 
these areas? 
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4. Once we find enough evidence, we feel certain about the meaning we have chosen, and now 
we are emotionally invested in it.  

5. This certainty then locks that meaning in as a belief in our life. 
6. Beliefs are like giant filters sifting through the 2 million bits of information coming at us every 

second (explain how this works using examples with all 5 senses). 
7. Our brain knows which bit of info to keep and which to delete, distort and generalise based 

entirely on what we believe is important. ( For example, buy a new red Mazda and see how 
many others you immediately notice now that it is important to you) 

8. Give a few examples of real-life events and conversations that we attach meaning to and form 
beliefs about.  

9. Explain how our beliefs affect our behaviour, emotions, thinking and so to change behaviour 
etc. we must first change our beliefs. In order to change a belief, we must reframe the 
meaning and chose a meaning that will serve us.  

10. Finally, we need to look at defining moments, the gift of doubt and empowering beliefs. 
11. The client should leave the session with five empowering beliefs that will get them more of 

what they want.  
12. Focus and framing are other tools/metaphors that we can use to help the client reassess the 

way they are viewing their situation and find a fresh perspective on life. 

 

 

 

 

 

 

 

 

 

 

 

SOURCES 

Sharon Pearson - “10 Success principles for coaching”. The Coaching Institute, Melbourne, 
Australia, 2009 
Stephen Covey “The seven habits of highly effective people” Habit one: Be proactive 
Victor Frankyl - “Man’s search for meaning” 1946 
Anthony Robbins - “Awaken the giant within” (Sydney: Simon and Shuster Ltd, 2001) chapter 4. 
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Six Core Needs 

This tool focuses on getting a deeper understanding on why people do the things they do. Using 
Anthony Robbins’ discoveries around the core needs we all have as human beings, we will seek to 
gain insight on how people go about meeting their core needs, and how we as coaches may be 
able to assist people meeting their needs resourcefully rather than unresourcefully.  

It used to be thought that we had a hierarchy of needs (Abraham Maslow) from the most basic 
survival aspects to the ascendant self (fulfillment). One could not pursue ’higher’ needs until lower 
ones had been met.   

Those ideas have changed. We now believe that people pursue six kinds of needs simultaneously. 
These needs are both internal and external, self-directed and other directed and are often in 
conflict with one another. But, like a vacuum, they will be filled, consciously or unconsciously. 

The six core needs are: 

• Certainty – order, control of environment, safety, comfort, security. 
• Variety – uncertainty, surprise, spice of life, stimulation. 
• Significance – unique contribution, make a difference, self-worth. 
• Love and connection – communication, belonging, relationship. 
• Growth – personal and measured in other ways (multiplication). 
• Contribution – serving something larger than yourself. 

 

  

Certainty is the first basic need and is simply about achieving order and control in life. Its chief 
function is to ensure an element of security and it is manifested in safety and physical comfort. 
Those of us with a deep need for certainty do our best to avoid chaos and the unexpected.  

Variety 

Certainty Significance 

Love & 
Connection 

Growth 

Contribution 
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However, the desire for both chaos and uncertainty make variety the second core need we all 
share. It is a physical and emotional need that encourages us to bring the new, surprise, 
stimulation, the unknown and sometimes disorderly into our lives. 

The third need we have is that of significance. It drives us to assert ourselves as individuals, look 
out for our own interests and put our own ego at the fore. To satisfy this need we find ways to 
feel important, unique or special and prove our self-worth, and can sometimes be judgmental of 
others. 

 The need for connection is represented by the human desire to communicate with, relate to and 
receive love from those around us. We are motivated to share and develop relationships with 
people to meet this need in our lives. 

 Through personal development and learning we fulfill the need for growth in our lives. This core 
need is what impels us to mature and evolve as human beings. 

Finally, we all share the need for contribution, which is manifested in our desire to serve those 
around us and give love rather than simply receiving it. Contribution is about sharing what we 
have with others. 

 The amount of each of these core needs we invest in will shape our choices and actions. All of us 
are influenced and motivated by a combination of each of these six needs. The challenge we are 
confronted with on a daily basis is how to identify which needs are dominant in our lives and what 
environments, situations and people we function best in and around to meet those needs. 

We all want these needs fulfilled in everything we do – it’s how we meet these needs that can 
shape our lives. Connection can be achieved through smoking – we connect with ourselves and 
with other smokers. Connection can also be met through friendships, reading, deep breathing, 
exercise… how we meet this need will absolutely shape the quality of our life. 

 The final two needs determine our level of happiness – growth and contribution is where we truly 
come to know what we are capable of, and gives us a sense of fulfillment. The less we grow and 
contribute, the less happy we will feel. The more we grow and contribute, the happier we feel. 

When we coach someone who needs tons of certainty and avoids growing and contributing, what 
quality of life do they have? What choices do they make? How do they communicate? What do 
they notice? 

Because these six needs have such an important influence in our decision-making process, as a 
mentor, we often have the opportunity to guide people through these career or life changes and 
help them take a closer look at what really motivates them. Having identified their dominant 
needs, we can create and develop a strategy to ensure those needs will be met in a new 
environment or future situation. 
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RESOURCEFUL OR UNRESOURCEFUL? 

NEED UNRESOURCEFUL RESOURCEFUL 

CERTAINTY 
comfort, safety, control 

Controlling others, bullying, 
perfectionism, fear of the 
unknown, fear of failure, risk 
aversion, playing it safe, anxiety, 
junk food, pornography, ego 
keeping you small, pride, 
arrogance, busyness, hoarding, 
remaining in unhappy situations 
because of the security they 
provide, addiction, self-medication, 
self-sabotage. 

Backing ourselves, embracing 
uncertainty, good routines, 
setting plans/goals, self-
discipline, trusting God, 
creativity, helpful habits, 
mantras, dressing well, eating 
healthily, exercise, confidence. 

VARIETY 
newness, uncertainty, 

change, surprise, 
adventure 

Drug taking, intoxication, party 
animal, recklessness, self-sabotage, 
creating drama, constant change, 
adrenaline junky. 

Playfulness, embracing 
adventure, spontaneity, hobbies, 
encouraging creativity, meeting 
new people, planned variety, 
sport, holidays. 

SIGNIFICANCE 
importance, worth, 

value, independence, 
individuality 

Putting others down, judgment, 
lying, victim hood, rebellion, 
relying on others to encourage or 
affirm you, busyness, performance, 
attachments (me + attachment = 
significant & happy me), insecurity 
= selfishness (everything must 
revolve around how it makes me 
feel). 

Taking responsibility for your 
own significance, stepping above 
the line, choosing to value 
yourself, significant because of 
who you are not what you do – “I 
am significant because I breathe.” 

LOVE/CONNECTION 
meaningful relationships 

Neediness, self-harming, unhealthy 
relationships, connection through 
drama, co-dependence, drug and 
alcohol problems, shallow 
relationships, conforming in order 
to fit in, promiscuity. 

Self-love, sharing, supporting, 
connecting with God, real 
relationships, serving others.  

CONTRIBUTION 
give back, add value, 

legacy, influence 

Being a workaholic, needing to be 
seen and recognised by others, 
contributing inappropriately, doing 
too much. 

Service, love, generosity, giving 
without the need for reward, 
adding value, giving 
appropriately. 

GROWTH 
become, achieve, 

enlarge, attain, realise 
potential 

Growth in one area that is out of 
proportion with all other areas, 
obsessions, drivenness, growth 
without direction, cancer, obesity, 
negative emotions. 

Progress, momentum, direction, 
improvement, character 
formation, enlarging, knowing 
what you want and investing in 
things that will get you there.  
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Saturating any of the six needs alone leads to boredom that leads to depression. We need to 
ensure that the six needs are all met in a balanced fashion. We also need to ensure that we have 
multiple ways of meeting these needs resourcefully, not just one. If you only have one high quality 
means to fulfill that need, when that means disappears or changes, it can impact your life. 

The first two needs are in contradiction to each other as are needs three and four. Our lives are 
made up of paradox and our needs seem to work against each other at times.  

Let’s recap the four key implications of this coaching tool in order to facilitate genuine 
transformation.  

1. These six needs operate in a vacuum in our lives. That means they will be filled one way or 
another. If we do not have an intentional plan to meet our needs resourcefully, we will 
inevitably draw up unresourceful behaviours to meet the need.  

2. As a result of understanding the needs vacuum, to change any unresourceful behaviour in 
our life, we can’t just stop it, we must replace it. Because the behaviour is actually 
meeting a need, if we simply stop it, we will end up doing something equally as 
unresourceful if not worse.  

3. Needs trump values. Because our needs will not go unmet, we can find ourselves at times 
doing things that violate that which is most important to us.  

4. Every negative behaviour has a positive intent. People are not their behaviour. We 
engage in bad behaviour not because we are bad people, but because we are needy 
people. The object is not to escape our humanity and overcome our needs, but to become 
fully human and find high quality means of meeting our needs in ways that are congruent 
with our values.  

 

SELF LOVE 

A deficiency in self-love is a major contributor to many of the issues people experience in life. 
When a person achieves growth and progress in this area of their life, almost every other aspect of 
the way they live is affected positively as well.  

  

Practical Exercise 

4. Take an inventory of how you currently meet your core needs. 
 

5. Which of the 6 core needs are you most focused on right now? 
 

6. Which of the needs do you feel are most lacking? 
 

7. What is one resourceful strategy to meet each of your core needs that you could use? 
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There are all kinds of strategies that counsellors and therapists will use to build someone’s self-
esteem, but the tools in this session are the most practical and powerful resources we have 
discovered to date in facilitating genuine change in the way a person loves and accepts 
themselves.  

 The key behind this principle is the belief that everyone does actually love themselves they are 
just running a very unhealthy self-love strategy designed around the need for self-preservation 
and protection. We protect that which we love, everything else can suffer pain and injury without 
really affecting us, but if we truly love someone or something, we will do whatever it takes to keep 
it safe.  

 For example, what manifests as very negative and destructive behaviour in a person’s life, is 
almost entirely based around the need to protect themselves. If they find themselves in a painful 
situation that is outside the realm of their control to change, the only thing left to control is 
themselves. Therefore, a pre-emptive strike is often the only available option in their mind. If they 
hurt themselves first with the very same thing  they anticipate a person will do to them given 
enough time, then they prevent that person from hurting them as there is nothing that they could 
do to them that could possibly compare to what they have already done to themselves.  

 Even suicide is an act of self-love not self-hate. If a person finds themselves in such pain that they 
can stand it no longer, the most loving thing to do then it to ultimately remove themselves from 
the pain by ending their life.  

 The coaching work must therefore focus on the following key ideas: 

 Moving the client from being at effect in meeting the need for significance and worth (i.e. 
shifting from ‘it is your responsibility to make me feel significant, loved and worthwhile’), 
to being at cause (i.e. taking 100% responsibility their own significance and self-worth). 
Ultimately, they know they love themselves (otherwise they would not protect themselves 
from pain), so now it is time for them to own that fact. 

 Examine defining moments and limiting beliefs that are holding the client in a world of very 
low self-esteem. They need to change the meaning of key events and conversations to be 
more helpful and develop a range of empowering beliefs that will help them get more of 
what they are looking for – i.e. self-love and acceptance. 

 Honouring their parents. The first seven years of life are definitely the most impressionable 
in terms of developing belief systems and values for life. Therefore, where a person has 
self-love issues, inevitably there has been a lack in the way their parents have nurtured 
love into their lives in these early years.  

When many people hear the term term “honour” (particularly as used in the 10 
commandments) they define it in terms of ideas such as respect, obedience, listening to 
others, holding others in high regard. The word honour actually comes from the root “to 
carry” or to give carriage to. In trade it came to mean “to weigh” or to weigh up an 
offering. In this way a bargain or exchange was “honoured” when both parties were happy 
that their offer was fair (I weigh your grain, you check my coin, we are both happy). 
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Honour has little to do with respect, obedience or listening. This one concept has powerful 
implications for people whose parents or elders are not worthy of respect, obedience or 
being listened to. To honour them will mean to ‘give them due weight’ or to ‘weigh them 
up correctly’. 

To honour one’s parents therefore means to weigh the good and the bad fairly, instead of 
dismissing the bad, and overplaying the good, or forgetting the good and focusing entirely 
on the bad. When a person dismisses the negative things that their parents did, they 
reinforce their own pattern of low self-esteem. When they say that the bad things done to 
them don’t really matter, then they are saying that they don’t really matter and that they 
don’t really deserve to be loved well.  

 Encourage your client to make a list of all the good and bad that their parents did to them, 
not as a way of judging or criticising them, but in order to weigh the good and bad 
appropriately so that they can ultimately forgive them where they failed and own the fact 
that they deserved better at times.  

 

 

FLOW OF IDEAS FOR SIX CORE NEEDS 

1. Explain that beyond food, water and clothing, we all have deeper needs that are equally 
important for life. 

2. These six needs operate in a vacuum and therefore will be filled in some way in our life.  
3. Needs trump values, so that we will do things that violate what we value in order to meet a 

need in our life. If we don’t have a resourceful plan to meet our needs, we will inevitably have 
an unresourceful one. 

4. Explain the six core needs. 

Example - Buying a cup of coffee 

 
Imagine I sell you a cup of coffee. I make a lovely 
cappuccino, but you take the coffee and run without 
paying. I have been dishonoured. What are my options? 

 

1. Justice – I call the cops and you get punished. We are both dishonoured. 
2. Vengeance – I jump the counter and pummel you. We are both dishonoured.  
3. I put myself down – the coffee wasn’t really worth the money, you can have it for 

free. I deserve the dishonour. 
4. Forgiveness – I weigh the dishonour, feel angry about it, and then choose to let it go. 

I am in control, I am still significant. 

Forgiveness is the only opportunity to reconcile.  
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5. Give examples of both unresourceful and resourceful strategies for meeting the needs. 
6. Explain how certainty works against variety, and significance is in competition with connection. 
7. When explaining love and connection, talk through the concept of self-love. We protect that 

which we love.. and then explain the honour exercise. 
8. Finish explaining growth and contribution. 
9. Put their undesired behaviour through the six core needs grid to help them see what need it is 

meeting, and then encourage them to develop a plan to meet the need more resourcefully, in 
a way that is congruent with their values. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

SOURCES 

Six core needs - Anthony Robbins, Get the Edge 10 day audio series, 2000, Robbins Research  
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International Inc, San Diego 
Honour – Dr Allan Meyer. Carefore lifekeys program.  
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State Management 

A person’s state affects every other part of their experience of life, and every state can be 
influenced, changed or affected. We move naturally from elation to depression and back again. 
There are three main inputs making up a person’s state: physiology, biochemistry and neurology. 
We have choice, freedom and the possibility of planning a different future by affecting change in 
these three elements in the diagram below: 

 

 Physiology looks at our breathing, stance, dress and movement. 
 Biochemistry looks at what cocktail of chemicals are running around the blood stream, the 

way food affects mood, disease and medication. 
 Neurology looks at beliefs, perceptions, neuroplasticity and the unconscious mind. 

There are twelve separate areas we can work on to positively change our state and alter our 
experience of life radically. This is not a twelve-step program, but rather a dozen suggestions 
regarding how we can influence our state hour by hour and day by day.  

PHYSIOLOGY 

1. Breathe deep 
Deep breathing relaxes the autonomic nervous system (ANS), bringing the parasympathetic (the 
brake) and sympathetic (the accelerator) into concert with each other. Deep breathing also relaxes 
the enteric nervous system (ENS) via deep vagal stimulation which assists digestion. 

2. Stand straight 
Try this experiment in a long straight hallway: shuffle down it, slightly hunched over, looking down 
like an old person. Then at the end, turn around, stand upright, lift your head and walk back with 
authority. Outward change affects inward experience dramatically. 
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3. Dress for success 
Just as smiling makes us happy and when we are happy, we smile, dress can change our mood for 
the better. Dressing well can boost your confidence! 

4. Get moving 
Take a walk every day. According to Dr John Arden (author of the Brain Bible) doing 30 minutes of 
moderate exercise a day has a more positive effect on depression than all of the anti-depressants 
on the market. It releases endorphins, which give a natural high. 

BIOCHEMISTRY 

5. Load up on neuropeptides 
Foods are loaded with a cornucopia of the precursors of emotion – called neuropeptides. For 
example, Chocolate (anandamide), coffee (caffeine) and eggs (choline) all lift mood. Simple 
carbohydrates (cookies, candy, cake) take mood down. 

6. Element deficiency 
Depression and pessimism can be associated with low levels of Omega-3s (found in fish) and iron 
deficiency (iron rich foods include red meat and beans). Lack of thiamine has been linked to 
introversion, anxiety, fatigue and poor mood. If you want to lift your mood, try eating more cereal, 
grains and cauliflower. 

7. Disease 
The presence of yeast or an abundance of the wrong gut flora (bacteria) affect mood and state 
negatively. These can be dealt with using probiotics and a balanced diet. Disease can debilitate, 
cause fatigue and alter mood and perception. Doctors can prescribe antibiotics and other 
medications to treat disease. How long has it been since you went to visit your local GP for a full 
health check? 

8. Medications 
If you regularly take medications, it is probably a good idea to review the potential side effects of 
these with your doctor. Even something as simple as ibuprofen for headaches (originally designed 
for swelling) can affect mood when taken over the long term. Its side effects include nervousness, 
irritability, annoyance, anger and depression. 

NEUROLOGY 

9. Beliefs 
What a person believes radically affects their experience of life. According to Dr. Philip Zimbardo 
our view of time radically affects how we live and experience life. It can be very helpful to consider 
your time orientation. Are you future-oriented – always waiting for your chance to come, past 
orientated – living in the past, present-hedonistic – enjoying the now or present-fatalistic – simply 
putting up with what you have now. 

10. Perceptions 
Try playing with ways of altering perceptions of your experiences. When you are speaking on the 
phone, see how slouching or standing affect your tone and mood, your sense of authority or 
ability to cut the call off when you are ready. Next time someone is going on and on at you over 
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the phone, try turning it sideways, away from your ear, and simply let the words flow past you – 
not affecting you. You could also try simply standing up when you want the conversation to stop 
(as though you are getting ready to leave). 

11. Neuroplasticity 
Our minds are not fixed. They have infinite capacity to adjust, amend, learn and change. But our 
brains do tend to hardwire circuits that are used a lot. Neurons that fire together wire together, so 
if you want to change your state and mood, try exploring some strategies for thinking differently 
about things so as to wire in some new circuits. 

12. The unconscious mind 
As we grow, we all find ways to cope with life. Children throw temper tantrums, burst into tears or 
storm away to get what they want. Many of these behavioural response patterns become part of 
an unconscious way of dealing with things. If you are like many adults, you have probably given 
scarce consideration to these old, learned programs – ways of dealing with reality. Is it time for a 
mental upgrade, and some new patterns for dealing with life? 

Pain avoidance is one of our highest motivators. We instinctively seek to get out of pain and into 
pleasure. So, when you experience pain, such as anger, frustration, anxiety, discouragement, etc. 
the natural reaction is to do something that brings comfort and relief - we want to change our 
current state. The problem is nine out of ten times we don’t think about the strategy we are using 
to manage our state and we end up doing something that we regret later. When we don’t stop 
and think about resourceful ways to manage our state, we often move to self-indulgence to get 
out of pain and into pleasure. We over-eat, spend money recklessly, give into bad habits, seek an 
escape through a substance or self-medication etc. 

The amazing thing is, we all have the power to change our state of mind simply by realising that at 
any moment we can choose what we focus on, think and believe. Whatever you focus on, you’ll 
get more of. Focus on anger – your bad mood will only worsen. Focus on gratitude, and you’ll get a 
whole heap of things to be thankful about. There are always things that are beyond our control, 
but it is only ever helpful to focus on what we can control. 

Because you can choose what you focus on, you can decide what ever mood you’d like to be in. 
Try focusing on all your faults weaknesses and limitations and I’ll guarantee you’ll be depressed 
almost instantly. Then try focusing on how much you love someone close to you, and your body 
will be filled with energy and life.  

It is helpful to realise what pay-off you get out of allowing yourself to be in a bad mood. People 
are often ignorant as to what reward they get out of bad behaviour and often dismiss the idea of 
any pay-off altogether, but we only ever do the things that work for us and give us something. If 
we got nothing out of it, we simply wouldn’t do it. For example, the common payoffs for being in a 
bad mood are: 

 An excuse to be mean and selfish 
 A rest from responsibility. “It’s all too hard” 
 Self-pity 
 Comfort 
 Nothing is required of you 
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 It is the easy option to blame someone or something else. 

It is only when we really see what we get out of negative behaviour that we can stop it.  

 

 

 

 

 

 

 

 

SOURCES: 

The diagram comes from The Certificate in Neurocoaching, copyright The Coaching Space 2014 

Practical Exercise 

Take a few minutes to review the twelve suggestions provided above and come up with your 
own lists of positive and helpful things that you could do to change your state from a negative 
one to a productive one taking into consideration your physiology, biochemistry and neurology. 

1. 

2. 

3. 

4. 

5. 

6. 

7. 

8. 

9. 

10. 
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Self Esteem 

Many people have a very low self-esteem. Answering the question surrounding how we develop a 
healthy sense of self is very important. 

Put simply, we build self-esteem when we face our reality and we undermine our self-esteem 
when we seek to escape, avoid or hide from our reality. When you get a handle on this concept it 
has the ability to transform your life. 

Here is how it works: 

Whenever we face up to what is in front of us in the form of problems, questions, issues, conflict, 
opportunities, and challenges and step up and do what is appropriate, then we teach ourselves 
that we have what it takes to deal with whatever life presents to us. This builds a core belief inside 
us that we are enough and therefore leads to great self-esteem 

Whenever we avoid our reality through procrastination, laziness, distraction, game playing, 
dishonesty, running away, blame and excuse we inevitably take shame, guilt and anxiety away 
with us. Whenever we hide from what is in front of us, we teach ourselves that we don’t have 
what it takes to deal with the challenges of life. This builds a core belief that we are not enough 
and therefore erodes our self-esteem. 

This has amazing implications for every area of our lives. 

As parents, often we seek to shelter our children from their reality either by flattering their ego or 
by protecting them from the consequences of their actions. However, by doing this we are 
undermining our children’s sense of self-esteem and leaving them ill-equipped to deal with life. 

Instead, in the interest of building great self-esteem in our children, we need to hold them to a 
higher standard. If self-esteem is important, then honesty, responsibility, consequences, 
challenges, problems, conflict and learning must also be essential. 
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 FACE UP RUN AWAY 

How do you respond? Honesty, courage, willingness, 
deal with your stuff, step up,  
confront, listen, Responsibility,  
acceptance 

Hide, pretend, game playing, 
procrastination, lying,  
avoidance, fantasy, blame,  
excuse 

What do you take with you? Confidence, peace, growth Shame, guilt, anxiety 

What do you teach yourself? That you have what it takes to 
deal with life and whatever  
it presents 

That you don’t have what it 
takes to deal with life 

What do you believe about 
yourself? 

That you are enough. 
That you are a good person 
Feel good about yourself 

That you are not enough That 
you are no good 

Self-esteem Feel good about yourself Feel bad about yourself 

 

 

Example 

A mother calls out to her child, “Your room is a mess darling, I just dropped off your clean 
clothes and you need to put them away and clean your room.” The child answers, “Yes mum,” 
and all appears to be well. But several minutes later the mother walks by to check in, only to 
discover the child is reading in bed.  

Now reading is a good thing right, but the clothes have not been put away and the floor is still 
a mess. This is not a value judgement; you can’t see the carpet. So, she says to him, “My son, 
can you see what’s going on here? I asked you to pack up but instead you have turned your 
attention to reading. Over here is your reality, what must be done, your life. But instead, you 
are escaping into fantasy, running away from it. What do you think that means to you - 
inside?” He replies, “I don’t know” shrugging. “Well, what’s that yucky feeling you have right 
now in the pit of your stomach? It’s telling you, ‘I’m not good enough - I don’t measure up - I 
am not dealing with life very well.’ I can see it on your face as guilt and shame, the way you 
hang your head.” 

The child recognises the truth of this and moves straight away to put away the folded clothes 
and start tidying his floor with a smile. To reinforce the lesson the mother says, “Now what’s 
happening inside you? That feeling has gone away, and you are teaching yourself, ‘I am capable 
of this, I can do this,’ and it feels good right?  

I can see it by the smile on your face!” 
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Practical Exercise 

1. What is in front of you right now? 
 

2. If you were to be totally honest about your life and stop pretending that everything is 
OK, what is your reality right now? 
 

3. Are you willing to face up to your reality, or are you going to hide, pretend or run away? 
 

4. Do you want to feel good about yourself or not? 
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Change Strategy 

Lasting change in our lives involves a three-part process. First, we need to deal with our mind, 
then with our emotions and finally with our surroundings. Chip and Dan Heath, in their book 
‘Switch,’ say the relationship between our mind and emotions is like that of an elephant and its 
rider.   The rider is our thoughts, will and rational decision-making ability, while the elephant is our 
emotions, and desires. The elephant is much stronger than the rider and will only be directed for 
the ride for a limited time. Even though the rider can get the elephant to go where he wants for a 
while, ultimately if the elephant gets tired, frightened, distracted, hungry, etc., there is nothing the 
rider can do to stop it wandering where it wants.  

Therefore, in order to get to the goal there are some very important things we need to understand 
about the rider, the elephant and the path they are on.  

Three experiments were conducted as a way of understanding more about these three elements 
and the change process they represent.  

Experiment 1 

Two health researchers, both professors at West Virginia University, were contemplating ways to 
persuade people to eat a healthier diet. From past research, they knew crystal clear instruction 
was needed in order to change behaviour. “Eat a healthier diet” is definitely not a clear 
instruction, so they brainstormed a simple way to be more clear and turned to milk. Most 
Americans drink milk. Milk is also the single largest source of saturated fat in the typical 
American’s diet. They discovered that if Americans were to switch from whole milk to skim milk 
(1% milk), the average diet would immediately attain the USDA recommended levels of saturated 
fat. 

Suddenly it became razor clear which behaviour to change. Rather than the vague “eat a healthier 
diet”, they focused on consumer behaviour, switching purchases from whole milk to 1% milk. They 
decided to launch a punchy and specific 1% milk campaign in two West Virginia communities, 
advertising on local media outlets (TV, radio, newspapers) for two weeks. They advertised the fact 
that one glass of whole milk has the same amount of saturated fat as five strips of bacon, and 
showed local reporters a full tube of fat, equivalent to the amount found in half a gallon of whole 
milk. 

They then monitored milk sales in the intervention communities. Before the campaign, the market 
share of 1% milk was 18%. After the campaign it was 41%. Six months later it was 35%. They 
concluded that if you want people to change, you must provide crystal clear direction. 

The discovery here is that what looks like resistance is often lack of clarity. It wasn’t that 
Americans are particularly lazy and hate the idea of being healthy; it’s just that they weren’t clear 
about the action they needed to take in order to achieve their goal.  

When there are too many options or the goal is too big, the rider (our rational thinking and 
willpower) has the tendency to waste all its energy considering what the best course of action is 
likely to be.  
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Do I eat more grains and less meat? Or vice versa? Do I start taking vitamins? Could I exercise 
more and still eat ice-cream? Should I switch to Diet Coke, or is the artificial sweetener worse than 
the calories?  

When there are many different things the rider could do, they often will end up doing none of 
them because they get overwhelmed and don’t know where to start.  

  

Experiment 2 

A group of college students were told they would be participating in a “food preparation” study. 
They were asked to not eat for at least three hours before reporting to the lab. They were led to a 
room that smelled amazing - the researchers had just baked chocolate-chip cookies. On the table 
in the centre of the room were two bowls. One was filled with chocolates and the warm freshly 
baked chocolate chip cookies. The other bowl held a bunch of radishes.  

The researchers prepped this cover story: “We’ve selected chocolates and radishes for their highly 
distinctive tastes, and tomorrow we’ll contact you asking about your memory of the taste 
sensations you experienced while eating them.” 

Half the participants were instructed to eat two or three cookies and some chocolate, but no 
radishes. The other half were asked to eat at least two or three radishes but no cookies. Despite 
the temptation, all participants obliged and none of the radish eaters snuck a cookie. That’s 
willpower at work. 

At that point, the ‘taste study’ was officially over and another group of researchers entered with a 
second, supposedly unrelated study: “We’re trying to find out who’s better at solving problems, 
college students or high school students. This framing intended these college students to puff out 
their chests and take the task seriously. 

They were given a complex math problem where they needed to trace a geometric shape without 
crossing any lines or lifting their pens. The challenge was actually impossible, but the experiment 
was designed to test how long they would persevere before giving in.  

The chocolate and cookie eater students spent 19 minutes on the task, making 34 well intentioned 
attempts to solve the problem. The radish eaters gave up after only 8 minutes (less than half the 
time spent by the cookie eaters) and managed only 19 attempts before quitting. 

The discovery is that what looks like laziness is often exhaustion. Willpower is a limited resource. 
It wasn’t that the radish eaters were any less intelligent or disciplined than the cookie eaters, the 
fact was they had used up all their available willpower resisting the biscuits and so had little left 
for the math problem.  

Experiment 3 

One Saturday in 2000, some unsuspecting movie goers showed up at a suburban theatre in 
Chicago to catch a 1:05 PM matinee show. They were handed a soft drink and free bucket of 
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popcorn and were asked to answer a few questions at the concession stand after the movie was 
over. These movie goers were unwittingly participants in a study of irrational eating behaviour.  

The popcorn they were given was terrible. It had been popped five days earlier, so it was stale and 
cold. Some got their free popcorn in a medium size bucket, and others got a super-sized bucket.   

Every person got a bucket, so there was no need to share. Both buckets were so big that none of 
the movie goers could finish their individual portions. The research question was this: Would 
somebody with a larger inexhaustible supply of popcorn eat more than someone with a smaller 
inexhaustible supply? 

The researchers weighed the buckets before and after to measure precisely how much popcorn 
each person ate. The results showed that people with the super-sized buckets ate 53% more 
popcorn than people with the medium size buckets! 

The discovery here is that what looks like a people problem is often a situation problem. 
Sometimes, no matter what is going on inside a person, certain external conditions seem to 
produce a negative result. The super-size popcorn eaters weren’t greedier or less self-controlled 
than the other group, it was just the situation that produced that result for them. 

Therefore, there are three important steps that need to be taken in order to realise lasting change 
in our lives.  

1. Direct the rider 

Willpower and clear decision making is a limited force, but it is a very important force that we 
need to fully harness. The rider needs to get clear about where they are going, make great choices 
and take full responsibility for their destination. The key is to set tasks or goals that are simple and 
clear. If we set broad and ambiguous tasks for ourselves like – getting fit, being healthier, 
becoming a better person, etc. we will get lost in the idea and rarely do anything that actually 
leads us closer to these goals.  

It is also really important to notice success reference points. The Heath brothers call these ‘bright 
spots’ which are basically any time in the past that you have already solved the problem for 
yourself. For example, if you were trying to give up smoking, it’s useful to look back over your life 
and see if there was ever a period of time where you didn’t smoke. What did you do differently 
that allowed you to survive without a cigarette? What could you learn from that time that could 
help you now? Making these discoveries allows you to set a few simple, clear strategies that you 
know will work so that the rider has a clear sense of what to focus on. Sure, willpower may not be 
everything, but it definitely is part of the overall solution. In order to be successful, you will need 
to make sure you use your willpower efficiently on the things that are most likely to cause you to 
achieve your goal.  

2. Speak to the elephant 

Studies have shown that we have a limited supply of self-control and discipline and so our ability 
to control our lives by sheer willpower alone regularly runs out. Every time we make a rational 
decision as the ‘rider’ and move the elephant by the strength of our will alone, it’s like lifting a 
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heavy weight. Anyone who has done resistance training will agree that there are only so many 
repetitions of the weight you can lift before your muscles fatigue and no more lifts are possible.  

So, as the rider, we need to become very clear about where we are going. We need to make 
definitive choices and take full responsibility for our destination. We then need to speak to the 
elephant and get some leverage in terms of our emotions. The most effective way to do that is to 
first understand the power of pleasure and pain as our greatest motivators in life. Whatever we 
link pain to, we will instinctively avoid, while whatever we link pleasure to, we will naturally 
gravitate towards. The most amazing thing about these associations is that we can change them. 
Think about the channel 10 show “The Biggest Loser.” Before the contestants go on the show what 
do you think they associate with pleasure? Fast food, junk food, relaxation, etc. How about their 
pain associations? Diet and exercise. By the end of the show however, things have totally turned 
around. If someone were to put a box of KFC in front of the winner of the competition, there is no 
way they could eat it. You couldn’t pay them to put that greasy chicken in their mouth because 
they couldn’t bear the pain of unhealthy eating.  The smell of the chicken has somehow changed 
for them and now represents everything that they hate. The sight of this junk food is now linked to 
the painful thoughts of being depressed, lonely, insecure, unhealthy, unattractive, etc. On top of 
this, the thought of running, swimming, riding, pushing away a plate full of food, etc. are all very 
attractive and represent real pleasure. They have spoken to their elephant and used the leverage 
of feelings of pleasure and pain to change their behaviour.  

    

3. Clear the path 

The final part of the change process involves dealing with external factors that seem to keep 
preventing us from reaching the desired goal. The rider could be totally clear on where they are 
going and the elephant could have a deep desire to get there too, but if there are a whole heap of 
big obstacles lying on the road then we still will not arrive at the destination. This step involves 
looking at the people we associate with, the places we go, the television shows we watch, the 
music we listen to, the way our desk is set up, the structure of our week etc. It is vital to observe 
how these external things affect our life. Obviously, we don’t want to completely externalise our 
unresourceful behaviour by blaming our environment. However, because ‘what looks like a people 
problem is often a situational problem’ it is very important to deal with the situations that always 
seem to trip us up.  

For example, if you are trying to overcome gossip, you may need to stop associating with certain 
people who seem to constantly bring that out in you. Or maybe you are trying to break free from 
pornography so you will need to stop watching late night TV or install accountability software on 
your computer.  

This three-pronged framework provides a very practical and integrated strategy for lasting change. 
The danger is always in favouring one of the three while neglecting the others. This will bring our 
change work undone for the following reasons: 

- If we rely solely on the rider and overplay the role of willpower, we will get tired and  
give up. Willpower alone is never enough to cause change to stick for the long term. 
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- If we place all our bets on the elephant and become ruled by our emotions, we will 
inevitably fall short of our goal because quite simply, there will be times in the change 
journey where we just don’t feel like moving another step.  

- If we make the whole thing about making changes to our situations and environment, then 
when unexpected things arise, we will be full of blame and excuse, justifying that things are 
outside our control and we have no choice.  

It is therefore crucial that we apply the three strategies together, with equal intensity if we hope 
to see lasting change in our lives.  

 

FLOW OF IDEAS FOR CHANGE STRATEGY 

1. Explain that for transformation to happen it requires a mixture of mental, emotional and 
environment changes. 

2. Chip and Dan Heath – 3 experiments.  
a. Milk – what looks like resistance is often lack of clarity.  
b. Radishes – what looks like laziness is often exhaustion.  
c. Popcorn – what looks like a people problem is often a situation problem.  

3. We need to direct the rider (bright spots, cause and effect, meaning and beliefs), speak to 
the elephant (pleasure and pain) and clear the path (situational changes). 

4. Make additional situational changes that need to be made to clear the path (i.e. plate size, 
certain places or people etc.) 

 
SOURCES 
Anthony Robbins. “Awaken the giant within” (Sydney: Simon and Schuster Ltd, 2001) Chapter 5 
Chip and Dan Heath: “Switch. How to change things when change is hard” (New York: Broadway 
books, 2010)  

 

 

 

 

Practical Exercise 

Choose one behaviour in your life that you would like to change and apply the three change 
strategies to it. 



74 
 

Wellness 

Coaching people is all about assisting them to flourish. The goal is for them to experience an 
overall sense of wellness, living a life characterised by success and happiness. Their experience of 
wellness is based on their map of the world and differs for each person. This gap tool builds on the 
previous success principles by examining the two key things linked to an individual’s happiness or 
sense of wellness.  

Components of Wellness 

For the purpose of this tool, we will look at the two key elements of wellness. 

 

 

 CONGRUENCE WITH VALUES               PROGRESS 

  

1. Congruence with values 

It is quite obvious to realise that our overall sense of wellness in life comes from doing the things 
that we value and feel are most important. However, people often encounter two main problems 
with this statement. The first is that they have never really articulated what they value most in life, 
and so they end up doing whatever, whenever rather than being clearly intentional about pursuing 
the things that matter most. The second problem arises when people do know what is most 
important for them but are not living congruently with these values. Often this problem occurs 
when decisions are made to swap long term happiness for a short term pay off. For example, 
someone may have honesty as a core value, yet they have an opportunity to cheat on their tax 
return to get a higher refund. The short-term happiness they get from the extra money is quickly 
eroded by the nagging feeling that they did something they shouldn’t have. Real happiness then 
eludes them until they fix up the wrong thing they did and once again operate out of integrity. 

 

 

 

 

 

WELLBEING 
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Have you ever really articulated what you value most in life? 

Do you live congruently with these values? 

We often exchange long term values for short term gains (e.g., tax 
returns vs honesty, speeding vs law abiding) 

Sometimes an event will come and wedge us away from our deeply 
held values (e.g., divorce or separation) 

Can we find a way to track back toward our values? 

 

 

 

 CONGRUENCE WITH VALUES               PROGRESS 

          
 
 

       VALUES          RULES 

 

Values Elicitation 

Here are a few strategies we can use to elicit our values or the values of our client: 

Hot spots: What are the things that press your buttons? What causes you to really react 
strongly and emotionally? Rather than view this as a negative aspect of your life, let it 
educate you about what is obviously important to you. What is it that you value so deeply 
that causes this response in your life? 
Time and Money: What do you spend money on without even flinching or thinking much 
about it? What do you spend your spare time doing when you have a choice? What do these 
things teach you about your values? 
Talk: What are you always banging on about? What are the things that you could talk about 
for ages? What is it about these things that you value? 

WELLBEING 
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Results: What results do you keep getting in your life? What is the fruit of your life? What 
would others say your life produces? Again, this helps you to see what is obviously important 
to you. 
Strengths: What are you good at? What do you invest in in your life?  
 
Funeral exercise: Imagine your funeral 50 years from now after living a long and fruitful life. 
If you had a member of your family, a friend and a work mate give a eulogy, what would you 
like them to say about you? How would you like to be remembered? Working your way back 
from this end point allows you to discover what is really important and what it is you indeed 
value in life.  

Wellness is central to what it means to be human. That doesn’t mean to say lots of people don’t 
settle for something less or try to convince themselves their something less is something more. As 
we have seen above, living congruently with our values is such a key aspect of living a happy and 
fulfilled life. We end up with a deep sense of unhappiness whenever we find ourselves not living 
out the things that are most important to us. When it comes to being happy therefore, it is really 
important to have a clear idea of our personal values and to make decisions that keep us in line 
with them rather than settling for short term success and instant gratification. 
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Rules 

One of the most interesting things when it comes to values, are the subconscious rules we set for 
ourselves that define how we get to tell ourselves that we are living congruently with our values. 
For everything that we feel is important to us, we have to develop ways of measuring our 
performance. If there is no measurement, then it is impossible to feel like we are living well. The 
problem comes when the rules we’ve set for ourselves are actually very difficult to achieve or 
place the control of our happiness in someone else’s hands. 

Practical Exercise 

1. What are the things that are most important to you in life? Be as exhaustive in your list 
as possible and then try to refine the list into a group of 3 - 5 core values. 
 

2. Identify any thoughts, actions and beliefs in your life that are not congruent with this list 
of values.  
 

3. Now list five key thoughts, actions and beliefs that are totally in line with what it is you 
deeply value in life and plan to implement these things into your life this week.  

BELIEFS 

   
   
   
   
   

THOUGHTS 

  
   
   
   
   

ACTIONS 
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For instance, a person might feel that being healthy is very important. The rule that exists beneath 
the surface however may be causing them to feel unhealthy.  If their rule is that in order to be a 
healthy person, one must exercise twice a day and only eat organic food, then it only takes one 
missed training session or non-organic food item to tell them they are not a healthy person. They 
may only hit this target 5% of the time, which leaves them feeling bad about themselves 95% of 
the time. 

Here are some other examples of ineffective rules: 

Value Rule 

Be a great parent Always be there for your kids no matter what. 

Be an authentic Christian It is bad to spend money on yourself. 

Be a good person Meet the expectations of those around you. 
  

In order to discover your rules, ask “how do I get to tell myself I’m being this?” 

Once you’ve discovered your rules, then ask: How well is this rule working for me? Where did I get 
it from? Who told me this was how it had to be? What would happen if I changed the rule? 

We need to have rules for our values, but rules that serve us well are always internally referenced 
rather than externally and are easy to achieve. It is really important to become aware of our rules 
and to observe how well they are serving us. 

 

 

Practical Exercise 

1. Look at your list of values and for each value ask yourself: “How do I get to tell myself I am 
being this?”  

 
2. Review the list of rules you identified above and ask yourself the following questions for 

each one: 
 

 How well is this rule working for me? 
 

 Where did I get it from? 
 

 Who told me this was how it had to be? 
 

 What would happen if I changed the rule? 
 

 What would be a more helpful rule for me to have for this value? 
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2. Making genuine progress 

In life change is constant but progress is not. People seem to build up a residual resentment 
towards change as the things they want to change never do, and the things they want to stay the 
same always change. Yet change is happening all around us constantly. In order to be happy and 
successful in life, people will need to learn to use change to their advantage so that they are not 
just going around in circles from one problem and drama to the next but actually making forward 
progress in all areas of their life. The connection between progress and happiness is very real. 
Where there is no progress in life it is very difficult to feel happy. And with stagnation, circle work 
or the sense of sliding backwards, comes a deep sense of dissatisfaction.  

As a coach therefore, it is your role to help facilitate real progress and growth in your client’s life 
and assist them to take responsibility for moving forward. The key is to be able to not only move 
forward once, but to continue moving forward when hindrances, roadblocks and difficulties come 
their way. The key therefore to maintain progress is to build momentum.  

 

 

 
Imagine that this is like a semi-trailer that is designed to carry goods from one place to another. In 
order to accomplish its purpose, it needs three things: to be moving (SPEED), a load of goods to 
deliver (WEIGHT) and a clear destination (DIRECTION). 

WELLBEING 

VALUES RULES 

PROGRESS CONGRUENCE WITH VALUES 

Speed Weight Direction 

MOMENTUM 
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1.  SPEED 

In our lives, speed relates to taking action and includes commitment, willingness, passion, 
resilience, drive, motivation, self-discipline, work. There are people who are all loaded up and 
know where they want to go but are paralysed by the fear of failure or the need for perfection and 
so don’t put anything into action. They are like a parked semi-trailer sitting on the side of the road 
with 18 flat tyres. Even though it is heavy and pointed in the right direction, it has no momentum - 
it is already stopped.  

2.  WEIGHT 
Weight is our knowledge, wisdom, understanding, intelligence, learning, skills, practice, 
qualifications, experience. 

Without weight we have nothing to deliver when we get there and we are easily knocked off 
course because there is no substance to what we are doing. 

3.  DIRECTION 
Direction is all about knowing the end destination. It is having clear goals, vision, dreams, plans, 
direction, purpose, knowing what you want, hope, expectations. 

It is possible to have speed and weight with the wrong direction. That is, you are heading flat out 
in your semi-trailer that is very hard to stop, yet you end up in Darwin when you really wanted to 
be in Perth. Not all momentum is forward. Sometimes the build-up of momentum in our lives 
makes it hard for us to be stopped when we are heading the wrong way. That is why it is so crucial 
to do the groundwork around knowing what you want and setting the right kind of goals so that 
your life is pointed in the right direction.  

  

In order to add speed, we need to decide on an action plan and also ask what we need to stay 
focused on in order to increase our motivation and passion. In order to add weight, we need to 
decide what it is that we need to learn, and who will be able to teach it to us. In order to add 
direction, we must set goals, priorities, plans etc.  
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SETTING GOALS 

The coaching skill set is not about fixing people’s problems or giving them all the answers. Instead, 
it is about helping them become the type of person they need to be in order to overcome their 
problems and earn problems of higher quality. Once a person is 100% clear on what it is they 
want, and they are as specific as possible about the desired outcomes, then it is very important to 
set goals that actually work.  

Here is the most common blueprint for successful goal setting.  

S.M.A.R.T.E.R GOALS 

S – Specific, Simple, Succinct. We run into difficulty when setting goals that are too broad and 
ambiguous. For example, to say “I want to get fit” as a goal, is a very ineffective goal statement 
that is unlikely to produce any great results in your life.  

M – Measurable.  If the goal cannot clearly be measured, then how will you know when you have 
achieved it? To set specific targets and measurable outcomes means that you have a very clear 
end point to the goal which increases the chances of getting the results you are looking for. 

A – Attractive, stated as if happened. In order for us to stay motivated until we have successfully 
completed the goal, it will need to be a goal that stirs something inside us and is incredibly 
attractive and compelling to you. If you are doing it because it is attractive to someone else but 
you have no real desire to achieve it, guess what you won’t achieve? When a goal is stated ‘as if 
happened’, your subconscious mind is almost tricked into believing the goal has already taken 
place and so living it out is a mere formality. For example - “It is the first of October, and I have 
just run 5k’s in under 20 minutes for the first time in my life. I am completely exhausted but it 
feels amazing to have run that fast!” 

R – Realistic. It is no use setting specific, measurable, attractive goals if they are not realistic. This 
is somewhat of a paradox, because we always want to set goals that stretch, challenge and scare 
us to achieve more than we ever imagined we were capable of, but there is still a danger in setting 
goals that you have no possible way of achieving. To do this leaves you feeling discouraged and 

Practical Exercise 

3. Which of the three components of momentum are you strongest in? 
 

4. Which component are you weakest in? 
 

5. How could you add speed, weight and direction to your life right now? 
 

6. What is the most important thing for you to focus on so that you become a person who 
maintains progress and therefore happiness in your life? 
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very de-motivated. If you are unsure, it is better to err on the side of caution and achieve the goal 
easily than to give yourself a negative experience by setting the bar too high and failing.  

T – Time Frame. When we set open ended goals, even if they are specific and measurable, it again 
decreases our chances of achieving the goal. We are more likely to procrastinate about taking the 
required action if there is no time pressure. It is very important when you state your goal ‘as if 
happened’, that you indicate the exact time frame you have set for yourself to achieve the goal.  

E – Ecological. Nothing we do is done in isolation. At some level, everything we do impacts those 
around us. It is a good idea to consider how pursuing or accomplishing our goals will impact other 
people who are close to us.  

R – Resourced. What resources do you need to be able to achieve your goal? If you don’t already 
have these things, are they available to you and how will you go about obtaining them? Setting a 
goal without the resources to pursue it will only result in disappointment and frustration.  

Goals are sometimes too large to focus on or work at consistently. When trying to achieve large 
goals it is very helpful to break them down into smaller goals that step by step achieve the larger 
goal… 

 

FLOW OF IDEAS FOR WELLNESS 

1. Wellness in life is reached through two main ways.  
a. Living congruently with our values. 
b. Making progress. 

2. Explain how we can get short term gain, but if it violates our values then ultimately it will leave 
us unhappy. 

3. Walk them through the values elicitation exercise. 
4. Explain that we all have rules that we use to measure ourselves in relation to our values.  
5. These rules either make it easy or hard to feel good about ourselves in relation to our values. 
6. Rules elicitation and evaluation. 
7. The other side of the equation is progress.  
8. In order to be happy we have to make progress. In order to make progress we have to have 

the ability to breakthrough obstacles and roadblocks. 
9. Momentum is the definition of how hard it is to stop an object in motion, so to have progress 

we will need momentum. 
10. Momentum is the combination of speed, weight and direction. 
11. Speed is action, passion, motivation etc. Speed without weight is like a bee. 
12. Weight is knowledge and skills. Weight without speed is a truck with flat tires. 
13. Direction is setting goals and knowing what you want. Direction without speed and weight is a 

pipe dream. 
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14. To add speed, we need to set an action plan and work out what to focus on in order to 
increase motivation and passion (what we really want). 

15. To add weight, we need to plan to increase knowledge and skills by studying, mentoring, 
reading, etc. 

16. To add direction, we need to become clear about what we want, set S.M.A.R.T. goals and 
determine our priorities.  

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
SOURCES 
Robert Holmes, ‘A Balancing Act’ seminar – Funeral exercise. Based on the book “A Balancing Act” 
(Cootamundra: Storm Harvest, 2009) 

Smart goals - The first known uses of the term occur in the November 1981 issue of Management 
Review by George T. Doran. 

Doran, G. T. (1981). There’s a S.M.A.R.T. way to write management’s goals and objectives.  

Management Review, Volume 70, Issue 11 (AMA FORUM), pp. 35-36.  

Value Elicitations - Joe Pane - The advance skills workshop delivered as part of the diploma of life 
coaching. The coaching institute, September 2011.  
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ADDITIONAL RESOURCES  
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Powerful Questioning 

Very often new coaches fall into the trap of feeling like they need to have the right answers to 
help their clients, when in fact the key to success in coaching is asking the right questions. Higher 
quality questions produce higher quality answers and the rewards that come with it. Coaches who 
develop the ability to ask their clients high quality questions will get the best outcomes. The most 
masterful coaches ask powerful questions that provoke deep thought and profound change.  

Here are a few tips on asking powerful questions: 

1. Be genuinely curious - the most powerful questions arise out of a heart of genuine curiosity. 
They invite the client to find clarity, action and discovery at a whole new level. Such questions 
create possibility for expanded awareness, learning and fresh perspective. 
 

2. Ask follow-on questions without comment - avoid the temptation to comment on the client’s 
answer to every question. Every so often play with this idea and see how many questions you 
can ask in a row without commenting. It’s amazing what you can learn when you do this. 

 
3. Keep your questions open-ended - questions that can be answered “yes” or “no” are closed 

questions. They don’t generate discussion and they rarely yield any insight. By asking open-
ended questions, you get far more interesting insights. 

 
4. Stay short and succinct - long rambling questions or double/triple barrel questions (stacking 

two or three questions in one) become very confusing for the client. Keep your questions as 
short and succinct as possible and only ask one at a time. Sometimes you question can be as 
brief as ‘Hmmm...?’, ‘And?’, ‘Because?’, ‘Tell me more,’ or ‘What else?’ 
 

5. Get comfortable with the silence - most people get uncomfortable when things get quiet. 
They feel the obligation to fill the space with chatter. You can let this work to your advantage 
by just keeping your lips locked and your ears open. When you do, you will often find that 
people volunteer amazing amounts of information that you would have never obtained any 
other way. 

 
6. Focus on helping them discover their own insights - ask questions that elicit their thoughts or 

perspectives rather than sharing yours and make sure that you are asking real questions not 
simply dressing-up your ideas as questions. 

 
7. Avoid lists of questions - it may feel safe to have a list of standard, killer, kaizen or any other 

sort of ‘clever’ questions in front of you to fall back on while you coach. These questions look 
amazing on paper, and you may deeply desire to have them accessible to you in the moment, 
but it is rarely helpful and often disastrous. Coaches with lists of questions find themselves 
relying heavily on them. They end up scanning the list for the next great question when they 
should be staying completely present to the client, listening carefully, remaining curious and 
trusting their intuition. They typically end up asking questions that don’t actually link to the 
things the client has just shared, breaking the flow of the conversation, breaking rapport and 
greatly diminishing the effectiveness of the coaching session.  
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8. Emergency questions - sometimes you just feel stuck and don’t know where to go next. At 

such times it is useful to have a couple of emergency questions up your sleeve to keep the ball 
rolling. Here are a few I have found useful. Put one or two to memory and pull them out as 
needed. Do not write them down in a list to take with you :-)  

 
 What would be great question I could ask you right now?  
 What are your key learnings about this issue so far? 
 What aspect of this issue would you like to explore now? 
 If I could only ask you one question right now, what should it to be? 
 If I was asking your advice on this issue, what would you say to me? 

 
9. Cartesian Four - this is a very specific set of four questions that serve as a very useful tool for 

helping clients with decision making and in particular, for weighing up all the costs and 
benefits associated with taking a particular course of action. The Cartesian Four are:  

 
 What would happen if you did? 
 What would happen if you didn’t? 
 What wouldn’t happen if you did? 
 What wouldn’t happen if you didn’t  
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ICF Core Competency Model 

Coaches who are seeking to gain a credential with the International Coach Federation (ICF) will 
need to coach according to the eight core competencies of the ICF as outlined below. 

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  

2. Embodies a Coaching Mindset  

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

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   

  

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  
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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  
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 honours the 

experience  

   

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  

  

5. Maintains Presence  

Definition: Is fully conscious and present with the client, employing a style that is open, flexible, 
grounded and confident  

1. Remains focused, observant, empathetic and responsive to the client  
2. Demonstrates curiosity during the coaching process  
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3. Manages one’s emotions to stay present with the client  
4. Demonstrates confidence in working with strong client emotions during the coaching 

process  
5. Is comfortable working in a space of not knowing  
6. Creates or allows space for silence, pause or reflection  

  

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 behaviours  
5. Integrates the client’s words, tone of voice and body language to determine the full 

meaning of what is being communicated  
6. Notices trends in the client’s behaviours and emotions across sessions to discern themes 

and patterns   

  

7. Evokes Awareness  

Definition: Facilitates client insight and learning by using tools and techniques such as powerful 
questioning, silence, metaphor or analogy  

1. Considers client experience when deciding what might be most useful  
2. Challenges the client as a way to evoke awareness or insight  
3. Asks questions about the client, such as their way of thinking, values, needs, wants and 

beliefs  
4. Asks questions that help the client explore beyond current thinking  
5. Invites the client to share more about their experience in the moment   
6. Notices what is working to enhance client progress   
7. Adjusts the coaching approach in response to the client’s needs  
8. Helps the client identify factors that influence current and future patterns of behaviour, 

thinking or emotion  
9. Invites the client to generate ideas about how they can move forward and what they are 

willing or able to do  
10. Supports the client in reframing perspectives  
11. Shares observations, insights and feelings, without attachment, that have the potential to 

create new learning for the client  
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D. CULTIVATING LEARNING AND GROWTH  

8. Facilitates Client Growth  

Definition: Partners with the client to transform learning and insight into action. Promotes client 
autonomy in the coaching process.  

1. Works with the client to integrate new awareness, insight or learning into their worldview 
and behaviours  

2. Partners with the client to design goals, actions and accountability measures that integrate 
and expand new learning  

3. Acknowledges and supports client autonomy in the design of goals, actions and methods of 
accountability  

4. Supports the client in identifying potential results or learning from identified action steps  
5. Invites the client to consider how to move forward, including resources, support and 

potential barriers  
6. Partners with the client to summarize learning and insight within or between sessions  
7. Celebrates the client’s progress and successes   
8. Partners with the client to close the session   
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ICF Code of Ethics 

The following is an overview of the ICF Code of Ethics which we expect all Neurocoaching Australia 
coaches to adhere to. 

1.  Introduction  

The ICF Code of Ethics describes the core values of the International Coach Federation (ICF Core 
Values), and ethical principles and ethical standards of behaviour for all ICF Professionals (see 
definitions). Meeting these ICF ethical standards of behaviour is the first of the ICF core coaching 
competencies (ICF Core Competencies). That is “Demonstrates ethical practice: understands and 
consistently applies coaching ethics and standards.”  

 The ICF Code of Ethics serves to uphold the integrity of ICF and the global coaching profession by:  

 Setting standards of conduct consistent with ICF core values and ethical principles.   
 Guiding ethical reflection, education, and decision-making  
 Adjudicating and preserving ICF coach standards through the ICF Ethical Conduct Review 

(ECR) process  
 Providing the basis for ICF ethics training in ICF-accredited programs  

The ICF Code of Ethics applies when ICF Professionals represent themselves as such, in any kind of 
coaching-related interaction. This is regardless of whether a coaching Relationship (see 
definitions) has been established. This Code articulates the ethical obligations of ICF Professionals 
who are acting in their different roles as coach, coach supervisor, mentor coach, trainer or student 
coach-in training, or serving in an ICF Leadership role, as well as Support Personnel (see 
definitions).  

 Although the Ethical Conduct Review (ECR) process is only applicable to ICF Professionals, as is the 
Pledge, the ICF Staff are also committed to ethical conduct and the Core Values and Ethical 
Principles that underpin this ICF code of ethics.  

 The challenge of working ethically means that members will inevitably encounter situations that 
require responses to unexpected issues, resolution of dilemmas and solutions to problems. This 
Code of Ethics is intended to assist those persons subject to the Code by directing them to the 
variety of ethical factors that may need to be taken into consideration and helping to identify 
alternative ways of approaching ethical behaviour.   

 ICF Professionals who accept the Code of Ethics strive to be ethical, even when doing so involves 
making difficult decisions or acting courageously.  

2.  Key definitions  

 “Client”—the individual or team/group being coached, the coach being mentored or 
supervised, or the coach or the student coach being trained.  

 “Coaching”- partnering with Clients in a thought-provoking and creative process that 
inspires them to maximize their personal and professional potential.  
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 “Coaching Relationship”—a relationship that is established by the ICF Professional and the 
Client(s)/Sponsor(s) under an agreement or a contract that defines the responsibilities and 
expectations of each party.  

 “Code”—ICF Code of Ethics  
 “Confidentiality”—protection of any information obtained around the coaching 

engagement unless consent to release is given.  
 “Conflict of Interest”—a situation in which an ICF Professional is involved in multiple 

interests, where serving one interest could work against or be in conflict with another. This 
could be financial, personal or otherwise.   

 “Equality”—a situation in which all people experience inclusion, access to resources and 
opportunity, regardless of their race, ethnicity, national origin, colour, gender, sexual 
orientation, gender identity, age, religion, immigration status, mental or physical disability, 
and other areas of human difference.   

 “ICF Professional”—individuals who represent themselves as an ICF Member or ICF 
Credential-holder, in roles including but not limited to Coach, Coach Supervisor, Mentor 
Coach, Coach Trainer, and Student of Coaching   

 “ICF Staff”— the ICF support personnel who are contracted by the managing company that 
provides professional management and administrative services on behalf of ICF.  

 “Internal Coach”— an individual who is employed within an organization and coaches 
either part-time or full-time the employees of that organization.  

 “Sponsor”—the entity (including its representatives) paying for and/or arranging or 
defining the coaching services to be provided.   

 “Support Personnel”—the people who work for ICF Professionals in support of their 
Clients.  

 “Systemic equality”—gender equality, race equality and other forms of equality that are 
institutionalized in the ethics, core values, policies, structures, and cultures of 
communities, organizations, nations and society.    

     

3.  ICF core values and ethical principles 

The ICF Code of Ethics is based on the ICF Core Values (link) and the actions that flow from them.  
All values are equally important and support one another. These values are aspirational and 
should be used as a way to understand and interpret the standards. All ICF Professionals are 
expected to showcase and propagate these Values in all their interactions.  

4.  Ethical standards 

The following ethical standards are applied to the professional activities of ICF Professionals:   

Section I - Responsibility to clients   

As an ICF Professional, I:  
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1. Explain and ensure that, prior to or at the initial meeting, my coaching Client(s) and 
Sponsor(s) understand the nature and potential value of coaching, the nature and limits of 
confidentiality, financial arrangements, and any other terms of the coaching agreement.  

2. Create an agreement/contract regarding the roles, responsibilities and rights of all parties 
involved with my Client(s) and Sponsor(s) prior to the commencement of services.  

3. Maintain the strictest levels of confidentiality with all parties as agreed upon. I am aware 
of and agree to comply with all applicable laws that pertain to personal data and 
communications.  

4. Have a clear understanding about how information is exchanged among all parties involved 
during all coaching interactions.  

5. Have a clear understanding with both Clients and Sponsors or interested parties about the 
conditions under which information will not be kept confidential (e.g., illegal activity, if 
required by law, pursuant to valid court order or subpoena; imminent or likely risk of 
danger to self or to others; etc.). Where I reasonably believe one of the above 
circumstances is applicable, I may need to inform appropriate authorities.  

6. When working as an Internal Coach, manage conflicts of interest or potential conflicts of 
interest with my coaching Clients and Sponsor(s) through coaching agreement(s) and 
ongoing dialogue. This should include addressing organizational roles, responsibilities, 
relationships, records, confidentiality and other reporting requirements.    

7. Maintain, store and dispose of any records, including electronic files and communications, 
created during my professional interactions in a manner that promotes confidentiality, 
security and privacy and complies with any applicable laws and agreements. Furthermore, I 
seek to make proper use of emerging and growing technological developments that are 
being used in coaching services (technology assisted coaching services) and be aware how 
various ethical standards apply to them.  

8. Remain alert to indications that there might be a shift in the value received from the 
coaching relationship. If so, make a change in the relationship or encourage the 
Client(s)/Sponsor(s) to seek another coach, seek another professional or use a different 
resource.  

9. Respect all parties’ right to terminate the coaching relationship at any point for any reason 
during the coaching process subject to the provisions of the agreement.  

10. Am sensitive to the implications of having multiple contracts and relationships with the 
same Client(s) and Sponsor(s) at the same time in order to avoid conflict of interest 
situations.  

11. Am aware of and actively manage any power or status difference between the Client and 
me that may be caused by cultural, relational, psychological or contextual issues.  

12. Disclose to my Clients the potential receipt of compensation, and other benefits I may 
receive for referring my Clients to third parties.  

13. Assure consistent quality of coaching regardless of the amount or form of agreed 
compensation in any relationship.  

Section II - Responsibility to practice and performance  

As an ICF Professional, I:  

14. Adhere to the ICF Code of Ethics in all my interactions. When I become aware of a possible 
breach of the Code by myself or I recognize unethical behavior in another ICF Professional, 



95 
 

I respectfully raise the matter with those involved. If this does not resolve the matter, I 
refer it to a formal authority (e.g., ICF Global) for resolution.  

15. Require adherence to the ICF Code of Ethics by all Support Personnel.  
16. Commit to excellence through continued personal, professional and ethical development.  
17. Recognize my personal limitations or circumstances that may impair, conflict with or 

interfere with my coaching performance or my professional coaching relationships. I will 
reach out for support to determine the action to be taken and, if necessary, promptly seek 
relevant professional guidance. This may include suspending or terminating my coaching 
relationship(s).  

18. Resolve any conflict of interest or potential conflict of interest by working through the 
issue with relevant parties, seeking professional assistance, or suspending temporarily or 
ending the professional relationship.  

19. Maintain the privacy of ICF Members and use the ICF Member contact information (email 
addresses, telephone numbers, and so on) only as authorized by ICF or the ICF Member.  

Section III – Responsibility to professionalism  

As an ICF Professional, I:  

20. Identify accurately my coaching qualifications, my level of coaching competency, expertise, 
experience, training, certifications and ICF Credentials.  

21. Make verbal and written statements that are true and accurate about what I offer as an ICF 
Professional, what is offered by ICF, the coaching profession, and the potential value of 
coaching.   

22. Communicate and create awareness with those who need to be informed of the ethical 
responsibilities established by this Code.   

23. Hold responsibility for being aware of and setting clear, appropriate and culturally sensitive 
boundaries that govern interactions, physical or otherwise.  

24. Do not participate in any sexual or romantic engagement with Client(s) or Sponsor(s). I will 
be ever mindful of the level of intimacy appropriate for the relationship. I take the 
appropriate action to address the issue or cancel the engagement. Section IV - 
Responsibility to society As an ICF Professional, I:  

25. Avoid discrimination by maintaining fairness and equality in all activities and operations, 
while respecting local rules and cultural practices. This includes, but is not limited to, 
discrimination on the basis of age, race, gender expression, ethnicity, sexual orientation, 
religion, national origin, disability or military status.   

26. Recognize and honour the contributions and intellectual property of others, only claiming 
ownership of my own material. I understand that a breach of this standard may subject me 
to legal remedy by a third party.  

27. Am honest and work within recognized scientific standards, applicable subject guidelines 
and boundaries of my competence when conducting and reporting research.   

28. Am aware of my and my clients’ impact on society. I adhere to the philosophy of “doing 
good,” versus “avoiding bad.”  
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 5. The pledge of ethics of the ICF professional: 

As an ICF Professional, in accordance with the Standards of the ICF Code of Ethics, I acknowledge 
and agree to fulfill my ethical and legal obligations to my coaching Client(s), Sponsor(s), colleagues 
and to the public at large.   

If I breach any part of the ICF Code of Ethics, I agree that the ICF in its sole discretion may hold me 
accountable for so doing. I further agree that my accountability to the ICF for any breach may 
include sanctions, such as mandatory additional coach training or other education or loss of my ICF 
Membership and/or my ICF Credentials.  

Adopted by the ICF Global Board of Directors September 2019  
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Loved this experience and want more? 

Congratulations on completing the first module of our Neurocoaching course! Hopefully you have 
discovered a whole new way of approaching life and facilitating change. If you are excited about 
what you have learned and would love to really embed your learning in a safe environment, you 
will love our second module. Join other students and an experienced mentor for another 12 hours 
of online workshops and consolidate your learning with weekly homework sheets and involvement 
in practice triads with mentors and other students. 

NEUROCOACHING IN PRACTICE 

The goal of the second module is to see you become adept at applying these skills and tools to 
your own life and to demonstrate competency as a coach. This is a very practical course focused 
on consolidation and mastery of the ideas and concepts already covered in the first module.  

Neurocoaching in Practice is offered via distance education and takes between 12 and 20 weeks to 
complete.  

Course Requirements 

Students completing the Neurocoaching in Practice course will need to: 

- Attend 12 hours of workshops via zoom. They are typically on Monday nights 
- Complete 12 weekly worksheets 
- Complete 18 triads – 6 as coach, 6 as client and 6 as listener, with a coach mentor observing 

and giving feedback on four sessions. You will have successfully completed your triads when 
the mentor assesses you as ‘satisfactory’ in the final session in which you coach 

- Complete 6 hours of pro-bono (free) coaching with a willing volunteer 
- Submit an original 1,000 word book review of “7 Habits of Highly Effective People” 
- Submit an original 1,000 word book review of “Awaken the Giant Within” 
- Submit 4 sample coaching reviews. You will listen to recordings of at least 4 sample coaching 

sessions (in addition to one that is part of the workshops) and complete a brief live coaching 
review sheet for each call 

 

 

SPECIAL OFFER – Limited time only! 
Sign up in the next seven days and save 10% on Neurocoaching in Practice. 

Sign up at: www.neurocoachingaustralia.com/newenrol 

Direct debit payment plans are available for all courses. 


