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1: Only got a minute?

Many people are ‘natural’ coaches. They find it easy to listen to others – to get them to open up and discuss the concerns, issues and challenges they have in their lives.

But coaching, as a discipline and as a profession, is more than just a chat. It needs focus, structure and momentum. Done well, coaching is one of the most effective ways of helping people learn.

Anyone can be a coach. But certain qualities, skills and characteristics can help them be more effective. These include curiosity, patience, empathy, rapport and the ability to challenge. Our definition is: ‘Coaching is a collaborative process in which clients discover answers for themselves through the use of questions’. A ‘non-directive’ approach like this is fine in theory, but in practice there’s often more input from the coach.

You don’t need any qualifications or experience to be a coach. You can start part-time around an existing job and go full-time when you have enough work. Life coaching is easy to get into, but companies often want qualified coaches with business experience.

Some managers have coaching as their default style, and this is increasingly valued by organizations. Such managers ask rather than tell – they use their coaching skills to get the best from their team.

You’ll need to agree with your client the number of sessions you have. Aim for three to six. There should be no more than a month and ideally no less than two weeks between sessions.

In the first, ‘intake’ session you get to know each other. It’s crucial to build rapport so they trust and have confidence in your ability. You need to agree how you’ll work together, and about confidentiality and accountability.

In the first session you’ll agree what you’ll work on. This is often called the ‘primary focus’. You may also agree certain goals with your client. Subsequent sessions build on that first session. Be aware, though, that sometimes it can feel like you’re slipping backwards. You should expect some ‘bumps along the way’, and manage your client’s expectations at the outset.

It’s good to have a structure to follow when you’re starting out in coaching. An excellent model is GROW – an acronym for Goal, Reality, Options and What Will You Do – though in time you may grow (pun intended) out of it.

Coaching is all about asking powerful, probing questions that get the person to come up with their own understanding and solutions. The best questions are simple, open questions that don’t lead them. This can be a stretch for some people because they’re so used to offering advice. You also need to listen at a deeper level than you would normally.

Coaches often introduce tools and techniques that take their client’s thinking in a new direction or encourage them to step outside their comfort zone. Coaching is all about change. You need to challenge them to be their best.

When you coach someone, you go on a journey with them, and you need to leave them in a good place. Review their successes with them in the final session and help them plan the next stage without you.

Being a coach, and being able to help people get from where they are to where they want to be, is immensely satisfying and can be financially rewarding. The more coaching you do, the better you’ll become.


5: Only got five minutes?

Coaching has never been more popular – and its value never better appreciated and understood by individuals and businesses alike. The number of people becoming coaches continues to increase while many companies now consider coaching to be an essential management and leadership skill. Truly, coaching has come of age. And not before time. Coaching is, without doubt, one of the most effective, targeted ways of helping someone learn and develop.

You’re almost certainly reading this book because you’re interested in coaching. Maybe you would like to be a life coach. Perhaps you fancy executive coaching. Or maybe you’re a manager wanting to coach your staff.

Whatever your interest, you’re part of a growing movement, a trend that is more than a fashion or a fad, that is here to stay – and one that is having a huge impact on how successful people and companies are.

Why become a coach? There are many reasons. One of the most common, and most obvious, is financial. Get it right and you can make a decent living as a coach – especially if you’re able to break into the lucrative business field.

For many people, though, it’s a lifestyle shift. They want to become their own boss, or do something more satisfying and fulfilling. Many jobs, careers and professions are humdrum, but coaches often feel they’re making the world a better place, one person, one session at a time.

Many people are ‘natural’ coaches, and are already ‘coaching’ informally. They find it easy to listen to people, to get them to open up and discuss their issues – problems and challenges they face. But coaching is more than just conversation. To be effective it needs focus, structure and momentum – to avoid it being just a cosy chat.

Anyone can be a coach. But certain qualities and characteristics can help them be more successful and effective. These include curiosity, patience and the ability to connect and empathize with others. In addition you need to be able to challenge and be honest – sometimes ‘tough love’ is required if people are to get an accurate perspective on their situation and be in a position to move forward.

But what exactly is coaching? That’s a good question, and one that’s not easy to answer – because there is no agreed definition. There are many different approaches and no standardization. Our definition: ‘Coaching is a collaborative process in which clients discover answers for themselves through the use of questions’.

Some people would see this as a purist definition, and we would have to agree. Such a ‘non-directive’ approach is fine in theory, but in practice there’s often more input from the coach, depending on the preference and needs of the client. Coaching that is too ‘directive’, however, is not really coaching at all – there’s a point at which it becomes training or mentoring.

There are several different strands of coaching. The best known is probably life coaching, where individuals pay out of their own pocket to work on issues that are typically holding them back or causing them concern. Business coaching – sometimes also known as corporate coaching – is what you would expect from the name: people being coached at work, paid for by the company. Executive coaching is – you guessed it – for executives: senior people, such as directors, CEOs etc.

In addition, there are niche areas such as careers coaching, time management coaching, relationship coaching and confidence coaching – to name but a few.

If you’re interested in becoming a coach, the good news is that you can – you don’t need any qualifications or experience to ‘set up shop’ or start coaching within an organization. The field is largely unregulated, at least in the UK, which is why it is viewed by some as not ‘professional’. This book will take you a long way in developing your knowledge of coaching. Of course, you’re likely to be more effective and successful as a coach if you’ve undertaken training.

One way of getting started is to coach part-time around an existing job. Many of those wanting life coaching will only be free in the evenings or at weekends, because of their work, so consider offering sessions on a Saturday and/or a couple of evenings a week. If and when you find you have so many sessions you can’t fit them in, you may be in a position to give up your day job and go into coaching full time.

Why not jump straight in? Because it can take some time to build up enough work to live on. Unless you have phenomenal marketing skills, much of your business will come by word of mouth, and that doesn’t happen overnight. Useful strategies when you start out include: contacting everyone you know (Facebook and email are the easiest ways); setting up a simple website; and networking extensively in your neighbourhood.

Breaking into business/executive coaching can be more of a challenge, unless you already work as a consultant, trainer or similar. Companies look for dynamic coaches who understand the business world and who can rapidly make a difference to the bottom line by helping your client move forward. You’re only likely to succeed if you have corporate experience yourself, at a reasonably senior level, and can talk the language of business (ROI, KPI etc.) convincingly. You will also need experience in using various profiling tools such as MBTI, Insights, Firo B and DISC.

If you work in a company and want to coach your staff or colleagues, life is easier – there’s nothing to stop you getting started straight away, whether there’s an established coaching culture or not. It’s important to understand, though, that it’s difficult if not impossible to be a coach – in the strict sense of the word – to your direct reports. Having position power over them changes the dynamic between you. But that doesn’t mean you can’t use the skills of coaching with staff – and many leaders and managers do so very effectively.

For some, in fact, it has become their default management style. They use it in a wide range of situations, from when someone asks for help, to reviewing success, to giving feedback. It’s simply a matter of being alert to opportunities. Part of the challenge for managers can be making time for coaching. It’s often quicker and easier to give advice initially – but you can save time in the mid- to long-term by taking a coaching approach.

Most coaching is done face-to-face, but telephone coaching is also common – and Skype is now increasingly being used over longer distances. Some coaches also use email, but this is relatively rare.

The environment in which you coach should be private, quiet and pleasant. This may not always be possible in business coaching, where you may find yourself in a meeting room. Try not to coach across a desk or table – move the chairs so there’s no barrier between you.

How many sessions you have is something you’ll need to agree with the person – and a company sponsor, if it’s business coaching. Unless there’s a specific, simple issue – which you might be able to ‘nail’ in a single session – aim for three to six sessions. You can always stop early if you’ve achieved what you wanted, or extend if there’s more to do.

The first, ‘intake’ session should be longer than the others. Three hours is usually about right. You need longer so you can get to know each other, discuss how you’re going to work together, and what issues you’ll be exploring. You may also want to discuss any previous experiences they’ve had of being coached – what worked and what didn’t – so you can adapt your style accordingly. Other important issues include confidentiality, particularly in business coaching, and accountability – often the client will commit to certain actions between sessions, and you need to agree how that will be monitored, if at all.

Sometimes the person is clear what he or she would like to work on, and sometimes not. In those situations many coaches use the ‘Wheel of Life’ to open up discussion. It’s a simple and highly effective tool that quickly isolates a key area of challenge and potential. This is sometimes called the ‘primary focus’. There is a similar, but slightly different version used in business coaching called the ‘Wheel of Work’.

You will also need to agree how long there should be between sessions. In the beginning this should be no more than a month and probably no less than two weeks. If you have several sessions, the gap between each will often increase as time passes – but should rarely be more than six weeks.

Something that’s crucial in your first, ‘intake’ session is to connect with your client and build rapport. You’ll be working closely with them, and they need to trust you and have confidence in you. Matching the person in as many ways as possible – body language, emotion, voice, overall energy – will help to get things off to a good start.

When you start out as a coach you can feel ‘all at sea’ and unclear about where to go – so it can be good to have a structure to follow. That will give you more confidence while you find your bearings. An excellent model that’s widely used is GROW – an acronym for Goal, Reality, Options and What Will You Do. By considering these four areas, not always in order (it can be ROGW!) you help the person come up with a plan to get from where they are to where they want to be.

Subsequent sessions inevitably build on that first session – and if things are going well build in momentum. Be aware, though, that sometimes you ‘plateau’ – it may seem as if you’re not making progress. Sometimes it can feel like you’re slipping backwards. This is normal. You should expect some ‘bumps along the way’, and discuss the likelihood with your client, so he or she doesn’t get despondent or disappointed when it happens.

Setting and reviewing goals is an important part of coaching. The ‘SMART’ approach can be very useful to make sure everything is as specific and measurable as it needs to be. An even more robust process is NLP’s ‘Well-formed Outcomes’, which also enables you to anticipate what can get in the way or help make it happen.

Coaching is all about asking questions – quality questions, powerful questions – that get the person thinking and coming up with their own understanding and, if there are problems, their own solutions. The best questions are simple, open questions that don’t lead the client in any particular direction. Asking such questions can be a stretch for people new to coaching, because we’re so used to offering advice.

Being really curious about the other person and setting aside your own opinions and judgements is the key to success. You are helping them explore – you’re not a tour guide taking them to places you consider important. Questions should probe and clarify – but you also need to listen carefully to the answers. That means listening at a deeper level than you would in a normal, everyday conversation.

While asking questions and listening lies at the heart of what you do as a coach, it can sometimes be useful to introduce tools and techniques that stretch your client and take their thinking in a new direction.

You could get them to identify all the things they’re tolerating in their life – things that frustrate or irritate them, or assist them in sorting out distorted, twisted thinking, using tools drawn from Cognitive Behaviour Therapy. Visualization can be used to re-program the unconscious mind and you can deepen their understanding of a problem or situation by exploring multiple perspectives.

Sometimes your client will want to create a new habit. One of the easiest ways is to help them schedule it – maybe just 10 minutes a day – until it seems natural. Framing a new behaviour as an experiment is another simple method of allowing people to step confidently outside their comfort zone.

Many people limit themselves from achieving more because they’re stuck in a pattern of behaviour. Drawing your client’s attention to their use of words such as ‘must’, ‘need’, ‘should’, ‘always’ and ‘never’ helps them become aware of some of the unconscious ‘rules’ they live by.

When you’ve been coaching for a while you’ll start to notice trends and patterns in the issues and challenges people want to discuss and explore. Common issues include relationships, life direction, time management, happiness, work–life balance, troublesome emotions and money. The more you coach in these areas, and others, the more you’ll come to understand what’s going on for the person, and be able to help them find a way forward.

Coaching is all about change. Clients – and sponsoring companies – will expect change to occur. That’s what they’re paying for and it’s your responsibility as a coach to facilitate that change. Goal setting is one important way. Another is accountability. And a third is giving the person ‘homework’ to do between sessions. Most importantly, you need to challenge them to be their best, and to deliver on the promises they make to themselves.

As with any endeavour, there are potential pitfalls in coaching, and anticipating them can help you avoid them. Sometimes the coach is the problem: needing to be the expert, diagnosing the problem, and wanting to ‘fix’ the client. They may not be challenging enough – or too challenging. Sometimes the client creates a problem or the relationship between the client and the coach isn’t working as it should. Be aware of what’s happening, and take action if the coaching starts to go off the tracks or loses momentum.

When you coach someone, you go on a journey with them, and it’s important to bring that journey to a satisfactory conclusion. One good way of doing this is to reflect on the road you’ve travelled together. You want to leave the person in a good place, and reviewing successes will often assist with that. You might also want to help them plan the next stage of their journey without you. What remains to be done? What are the next steps?

Becoming a coach is itself a journey – one in which you never arrive. You’ll learn something new in every session you have. The more coaching you do, the better you’ll become. Make sure you also read about coaching, tape yourself doing sessions, and attend courses that advance your skills. There’s always more to learn.

Being a coach, and being able to help people get from where they are to where they want to be, is immensely satisfying and can be financially rewarding. Setting up your business in the best way and managing the money side will enable you to make a living doing something you enjoy. If you find you have challenges along the way, no problem – simply hire a coach to help you!


1

Coaching today

In this chapter you will learn:


	what attracts people to become coaches

	about the reality of coaching

	about coaching in companies

	why coaching is becoming increasingly popular

	what coaching is all about

	about the benefits of coaching



The coaching boom

It’s an explosion. A boom. An upsurge. A groundswell. However you describe it, interest in coaching has grown enormously in recent years. The shelves in bookshops heave with the multitude of titles on the subject. It’s regularly featured in magazines, newspapers and in TV. And it’s become something of a buzzword in business. No wonder, then, that it’s caught the interest of so many people. Since you’re reading this book, you’re almost certainly one of them. Maybe you’ve seen advertisements for life coaching courses that suggest you can earn a good living while doing something rewarding. Perhaps you dream of escaping the rat race, taking your nose away from the grindstone and your back away from the wheel. Or maybe you work in a company where you coach your team – or would like to start doing so. You realize it’s an important management skill these days, and one you need to develop if you’re going to get the short and long-term results you deserve.

It could be you work in an HR or Training Department and are looking for information to help you support line managers in creating a coaching culture – an environment where everyone learns from each other as a matter of course and where individual, team and organizational goals are integrated. This is increasingly becoming a must-have rather than a nice-to-have for organizations that want to achieve sustainable success. If this is what you’re after you’ll find lots of useful material to support you in developing the skills of your people but we do not have space here to explain the organizational context in depth. Perhaps you just want to learn more about one of the most powerful tools for personal and professional growth around – and the benefits it can have in all areas of life. Whatever your reason, we’ve filled this book full of essential information that will help you understand the theory and practice of coaching.

Why become a coach?

As with anything, people have different reasons for getting into coaching. Here are three of the most common.

FULFILMENT AND SATISFACTION

Coaching can be extremely fulfilling and satisfying. It’s an enormous privilege to be able to work with people on the most intimate and important issues in their lives. This is true whether you’re coaching inside a company or work as an independent life or executive coach.

People often decide to become coaches because they want to make a difference in the world. There’s nothing like the feeling you get when you’ve supported someone in making a change, assisted them in dealing with an issue, helped them achieve a goal or aided them in simply being happier.

People seek out coaching for many different reasons, but generally there’s a gap between how things are and how they want them to be. The coach’s role is to support them in bridging it. They might want to earn more money, enrich their relationships, have a more balanced lifestyle or make progress in their career.

Coaching also operates at a much deeper level, with clients frequently developing far greater self-awareness and sensitivity. They end up taking more responsibility for themselves, are more motivated, and are better able to regulate their behaviour – or, as we now describe this cluster of qualities, they become more emotionally intelligent.

One of the bonuses of becoming a coach is that in the process of working with others you develop these qualities as well.



Reflection on the benefits of coaching from a client

Coaching has helped me to get clarity over what’s important to me in my life and work and I have noticed that I have moved forward with my goals much faster than I had expected. I have a sense that I have changed in a number of smaller ways how I go about doing things now, that I hardly even notice anymore because they have become part of me. There are a number of tangible differences about the way I work. I am much more organized and use my time more effectively than I did before. Perhaps the greatest change though, has been the insights I have gained into what motivates me and what is important to me about the relationships I have with others. I am much gentler with myself than I used to be and that seems to have a positive effect on the way I am with other people.



 



Insight

Coaching is one of the most satisfying things I do, says Steve. It’s such a privilege working on a one-to-one basis with someone – exploring their world and helping them move forward.



COACHING CAN BE FINANCIALLY REWARDING

Compared to many lines of work, coaching can also be financially rewarding. Rates vary considerably, but it’s perfectly possible to earn as much in an hour or two as some people make in a whole day. It’s not hard to see why that prospect might be appealing!

INDEPENDENCE

Some people who want to be coaches are drawn to the idea of being their own boss. Instead of having someone else tell them what to do they call the shots. They want to be able to quit the rat race and paddle their own canoe – working only when they want to, making their own decisions.

The reality of coaching

However, the reality of coaching – like many things in life – doesn’t always live up to the promise. The last thing we want to do is pour cold water on your hopes and dreams. But we do feel we have a responsibility to give you a true picture of the world of coaching.

The good news is that all the media coverage of coaching has created and stimulated demand, and up and down the country thousands of sessions take place every week. People know that it’s possible to have a more enjoyable, fulfilling life, and are aware that coaching is one way of achieving it. So, prospective clients are actively seeking it out.

The bad news is that demand is not as great as the advertisements for coach training companies often suggest. And there are now a great many coaches in the market, so it’s an extremely competitive field. It can take some time to build up a coaching business to the point where you can pay the bills from it. If you’ve been thinking of quitting your job and setting up in business we suggest you read this book first.

WHAT IS NEEDED

Coaching skills alone aren’t enough

One of the key things to understand is that coaching skills alone are not enough. You also need to be self-motivated have a knack for business if you’re going to make a success of working independently. In fact, someone who’s not particularly skilled at coaching but excellent at marketing will do better than a talented coach who can’t sell. On average self-employed coaches need to spend a third of their time winning business – so it’s an essential part of the skill-set.

And while you’ll obviously be working with people – you’ll be seeing clients face-to-face and speaking to them on the phone – coaching can, to a degree, be a solitary business. You’ll most likely be working on your own, rather than as part of a team. That doesn’t suit everyone. And when you’re focused on promotion you’ll often be alone.

You also don’t get paid when you have a day or week off like you would if you were employed. And when you run your own business the responsibility for getting everything done rests with you.

Stamina and courage

After that rather sobering ‘reality check’, we’d like to balance things a little by saying say that if you do have the stamina, courage and skills to make the break, running your own coaching business really can be a dream come true. Chapter 4 looks at ways you can get started and Chapter 19 examines aspects of marketing and finance.

Coaching in companies

Things are simpler, in some ways when it comes to companies. Many now recognize the value of coaching as one of the most cost-effective ways of developing staff. Instead of ‘sheep dipping’ everyone by putting them through training courses they use coaching that’s tailored to meet individual needs. This is especially valuable with more experienced people who’ve already attended every course going. The benefits to businesses are many and wide-ranging, including:

 


	increased business performance

	rapid staff development

	improved retention of key staff

	superior productivity and customer service

	better motivation and deeper commitment to the company

	enhanced leadership capabilities.



Business has embraced coaching in two main ways:

 


	By expecting managers to coach their teams as part of their standard skill set.

	By bringing in external coaches to work with people at a senior level.



Chapters 5 and 6 will look at these areas in detail. Some of the changes that have contributed to this in the business world are an increased emphasis on leadership skills, a move towards flatter organizations and remote working, and executives find it useful to have someone who can act as a sounding board.

Distrust of coaching in the corporate world has all but evaporated, with most of those who receive it realizing that it’s of enormous advantage to them in developing their careers – rather than implemented because they’re failing in some way. Many companies now have a ‘coaching culture’, or are thinking about setting one up, so that everyone benefits whatever level they’re at.

EXCITING TIMES

These are exciting times for coaching. There are those who said it wouldn’t last – that it was just a fashion or fad. But its enduring popularity has proved that forecast wrong. Coaching is here to stay – and we believe it will continue to grow in acclaim and recognition over the years to come. And you can be part of it. Whether you decide to pursue a vocation as a coach, or prefer to use some of the skills to enhance various areas of your life, you will make a difference in the world – not only for those with whom you come into contact but also for yourself.



What you can do

 


	Talk to other coaches and ask them to fill you in on what it is really like to be a coach.

	Review your own reasons for becoming a coach or for improving your coaching skills.

	Consider the downsides to becoming an independent coach and how you might overcome them.





 



TEN KEY POINTS TO REMEMBER


	There’s been a boom in coaching interest and practice in recent years.



	Coaching is seen as a must-have business skill in many companies.



	One of the benefits of learning about coaching is that you develop greater self-awareness and accelerate your personal development.



	Coaching can be extremely fulfilling and satisfying.



	Compared to many areas of work, coaching can be financially rewarding.



	A coach’s role is to help people get from where they are to where they want to be.



	It can take some time to build up a coaching business to the point where you can make a living from it.



	Coaching skills are not enough on their own – you need to be able to market yourself effectively.



	If you like to work in a team, being a coach may not be for you – it can, surprisingly, be a solitary business.



	Coaching has proved to be more than a fashion or fad – it’s here to stay.
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Natural coaching

In this chapter you will learn:


	that many people are natural coaches

	that coaching is a special kind of conversation

	about the qualities of good coaches

	if you have the characteristics and personality to make a good coach



People are natural coaches

 



	Chris is a successful manager with a team of twenty. In the main, they’re a motivated, enthusiastic bunch who seem to enjoy what they do – although that doesn’t stop them complaining, given the chance. There’s a buzz in the office and it can seem a bit chaotic, but everything gets done without any need to ‘crack the whip’ – and they always achieve and often exceed their targets. How does Chris do it? One of his secrets is that he makes time every day to say hello to each person in the team. That’s not always easy as there seems to be a million things clamouring for his attention from the moment he sets foot in the door. But finding time for his people is really important to him. And, though he wouldn’t care to admit it, in a way they’re like family and he wants to do the best for them. Whenever time allows, Chris loves to chat with members of his team. He’s genuinely interested, not just in how they feel about work, but in what’s going on in the rest of their lives – and, because they respect and trust him, they tend to be open and honest in what they say. In fact, they sometimes seek him out and use him as a sounding board – because the supportive way in which he challenges their thinking helps them to become clear about their issues. Only occasionally, when things are really frantic, does he try to solve the problem for them or tell them what to do. He encourages them to come up with their own solutions. Not surprisingly, Chris is a popular boss and his team will be sorry to see him go when he gets promoted.






Some people are natural coaches. They have an easy manner and quickly ‘connect’ with others. They’re interested in what makes people tick and – more than that – they’re curious, inquisitive even. But it’s curiosity that comes from the heart: a willingness, a desire to help people around them become the best they can. They have a knack of asking the right question at the right time and supporting others in working things out for themselves, knowing that in doing so they’ll learn and grow in the process.

 



	Sarah has had a variety of jobs and done well in most of them, but none has been really satisfying. She dreams of doing something more fulfilling, something where she can ‘make a difference’. People tell her she’s a ‘good listener’. Both at work and outside they confide in her at the drop of a hat – even complete strangers she meets on the train! Maybe it’s because she doesn’t seem inclined to judge or criticize. Sarah loves to let them talk. It seems to help them understand what’s going on. Every now and then she’ll ask a question or make a comment, but she tends to keep her opinions to herself. She wonders whether there’s a way in which she can turn this ‘passion’ she has for people into a way of earning a living.






Because they respect other people, natural coaches accept them as they are. They don’t foist their own views and ideas on someone who is grappling with an issue. They believe it’s better for them to come to their own conclusion, since only they know what’s truly right for them. Of course, people do get ‘stuck’ in their thinking and can often go round in circles. That’s when natural coaches will raise a pertinent query that allows the individual to consider new choices and possibilities for themself.

If you think back over your life so far, you’ll find examples of where you’ve given encouragement to others and believed in them, even when they doubted themselves. You may find yourself recalling times in a work situation when someone was seeking promotion and you asked them questions to help clarify what they wanted. It could be that someone you know needed someone to listen while they poured out their thoughts and feelings about some big change they faced in their life such as divorce, separation, retirement or children leaving home.

As you reflect on your experiences, you may recall relationships or situations where this happens more naturally or often than others. It could be with close friends, your partner or spouse, family, children or the people you play sports with. You might find you’re thinking of people you meet at your gym, church or at the local amateur dramatic society. At work, you may find that people come to you for help in identifying the next step in their career.

Natural coaching can and does take place at any time. Whenever someone presents you with an issue, you can find yourself working with them to help identify a solution that fits for them. So you’ve probably been coaching in a natural way for most of your life already.

You might also have remembered some of the times when you were on the receiving end of natural coaching. Perhaps you were puzzled or confused about something or didn’t know what direction to take and someone you know asked you just the right question at the right time. When that happens, you often find the right solution for you just pops into your mind and everything suddenly feels straightforward and simple. If you’ve had some experience of coaching others already you could be reflecting on some of the moments when your clients inspired you through their ability to make changes in their lives. Changes, whether in your personal or professional life, are often easier to come to terms with if you’re able to explore what the change means to you with someone you trust. All of these experiences are really just different examples of people using coaching skills in their day-to-day lives.

Coaching is more than conversation

Coaching is conversation – but a special kind of conversation. Coaches speak and listen with a number of aims in mind. They’re motivated by helping their clients achieve their goals, deal with their issues, clarify what’s important to them – and a whole lot more. Many people do this naturally out of a genuine desire to understand and help. Others seek to shower the person with advice – much like scattering seeds in the hope that one will fall on fertile ground and take root. Rather than forcing a solution on someone, coaching involves unearthing their own answer or way forward from within. Coaching conversations empower people, and support them in being their best.

 



	As Ruth reflects on her decision to become a coach she says, ‘I feel that I’ve been coaching for most of my life in a way. In every job I’ve done, I’ve enjoyed the people side the most. The only difference now is that I have a name for what I’ve been doing – coaching. It’s part of who I am. I find myself coaching in all kinds of situations – formally and informally. Whether it’s been meeting customers or collaborating with a team on a project, I’ve always got the biggest buzz from helping people to achieve things.’ Ruth’s clients say she has a real ability to put people at ease. She’s not totally sure how she does it because it feels to her to be an ability






Can anyone become a coach?











The qualities of a good coach


AWARENESS AND OBSERVATION


CURIOSITY AND PATIENCE


EMPATHY AND BUILDING RAPPORT


RESPECT, TRUST AND INTEGRITY


CLARITY OF THOUGHT, CONFIDENCE AND APPROACHABILITY


SOLUTION-FOCUS AND DETACHMENT


POSITIVITY AND CREATIVITY


CHALLENGING, HONESTY AND ENCOURAGEMENT


COMPASSION, OPEN-MINDEDNESS AND ADMIRATION



RELAXED APPROACH


SELF-AWARENESS



AUTHENTICITY









	
	



	
	



	
	



	
	



	
	



	
	



	
	



	
	



	
	



	
	



	
	



	
	



	
	






























	Start to notice when you or other people are coaching naturally. What is it that makes it ‘natural coaching’?

	Ask someone you trust and who knows you well to assess the list of coaching qualities on your behalf and then compare your score with theirs.










	Many people coach friends and colleagues already – it’s a skill that comes naturally to them.



	Coaching is a conversation – but a special kind of conversation.



	Anyone can become a coach …



	... but some people acquire the skills faster than others.



	Coaching conversations support and empower people.



	To be successful as a coach you really need to be a ‘people person’.



	Curiosity and patience are essential coaching skills.



	You need to be able to create a ‘safe space’ where people can trust you and open up to you.



	But you also need to be able to challenge people, and hold up a mirror to them.



	The single most important thing is to be authentic – to be yourself when coaching, and not play the role of being a coach.
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