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Over the last almost nine years, I’ve learned a quiet truth about coaching: it can be incredibly lonely.

People look at a coach and assume we have it all together. That we know everything. That we have the answers on demand. But the longer I’ve done this work, the more I’ve realised something far more honest:

Great coaches don’t “know everything.” Great coaches build a support structure so they’re not carrying everything alone.

I’ve had many different coaches over the years, and I’ve learned from each of them—different styles, different tools, different ways of seeing the world. And I’m grateful for all of it. Because what the journey has shown me is this:

There are a lot of coaches out there who promise the world—from $9 templates to $5,000 programs—selling “six figures” like it’s a guaranteed outcome. And while there are many models, many platforms, and many ways to build a coaching business... there isn’t one size that fits all.

What I’ve learned is simple—maybe even uncomfortable in its simplicity:

Discover who the hell you are as a coach.

Discover what type of coach you are meant to be.

And then be it.

This book isn’t here to give you all the answers.

It isn’t a winning formula.

It isn’t a “plug-and-play” promise.

This is a field guide back to you—and the coach you are becoming.

WHAT YOU CAN EXPECT FROM THIS BOOK

This book is designed to be practical, repeatable, and real. Inside, you’ll find:

• A grounded coaching stance: how to hold people with truth and care—without rescuing them.

• The Archer Inspirations frameworks: tools like POINT OF POWER vs BED, Iceberg Identity, SMART-Y Goals, Strategy in 3 Parts, the Four Pillars of Business, and KPI Levers.

• Coaching language you can use immediately: questions, phrases, and scripts that shift sessions from story to action.

• Mini session transcripts: so you can see what it actually looks like when the work is working.

• Practices and client-ready worksheets: so you can apply what you learn—not just admire it.

• A path to sustainability: boundaries, nervous system leadership, repair, and repeatability—so you can coach for the long haul.

HOW TO USE IT

Read it once for the arc—then come back and work it.

Pick one tool. Run it for seven days. Let it become part of your muscle memory. Then add the next.

Because the truth is: great coaches aren’t built by intensity.

They’re built by repetition.

Welcome to The Coach’s Edge.

Let’s build yours.

The Archer Inspirations Promise

“Everyone deserves a coach” not because they’re broken, but because they’re human. Great coaching is access to clarity, accountability, and truth.

Our coaching lives at the intersection of strategy and identity: clear actions, honest conversations, and sustainable momentum.

If it doesn’t feel true, it won’t hold.

Practice / Prompt: Write your own coaching promise in one sentence.
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Chapter 1: Coaching Isn’t Advice
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Advantage: When you coach instead of advice, clients build ownership, and ownership is the only thing that scales.

Secret: The moment you ‘tell’, you often remove the client’s chance to become. Coaching is less about answers and more about capacity.

What this really means

• Advice can create compliance. Coaching creates choice.

• If the client borrows your certainty, they’ll need you again. If they build their own clarity, they grow.

• Your job isn’t to be needed, it’s to create independence.

• Great coaching is a transfer of power: from circumstance → to choice.

What it looks like in a real session

Client: I just don’t know what to do. Tell me the best option.

Coach: I can absolutely share options, but first, I want your clarity. What do you already know you need to do?

Client: I think I need to talk to my team, but I’m avoiding it.

Coach: Good. What are you afraid will happen if you’re direct?

Client: They’ll be disappointed in me.

Coach: That’s honest. So the real work isn’t ‘the conversation’—it’s who you need to be to hold disappointment and still lead. What’s one clean sentence you can say?

Client: ‘We’re changing direction, and here’s why.’

Coach: Great. When exactly will you have that conversation?

The pattern underneath (Iceberg + Point of Power lens)

Behavior/Result: Indecision, overthinking, asking for answers.

Actions/Decisions: Avoiding the hard conversation; delaying commitment.

Beliefs: “If I choose wrong, I’ll be judged.” / “I need certainty before I act.”

Values/Identity: Identity tied to being liked; fear of being seen as ‘wrong’.

Point of Power move: Shift from ‘tell me’ → ‘I choose’ with a scheduled action.

Coach language (copy/paste)

“Before I share ideas, I want your clarity—what do you already know?”

“If you knew the answer, what would it be?”

“What’s the smallest honest next step?”

“What part of this is yours to own?”

“When will you do it—day and time?”

Common mistakes (and the upgrade)

• Mistake: rescuing the client with the ‘right’ answer → Upgrade: ask 2–3 clarity questions first.

• Mistake: giving five options → Upgrade: narrow to two and ask the client to decide.

• Mistake: ending with insight only → Upgrade: end with one scheduled action.

Practice (7-day reps)

For 7 days: every time you feel the urge to advise, pause and ask TWO questions first: 1) “What do you already know?” 2) “What’s your next honest step?” Then only offer advice if they ask for it—and name your hat when you do.

Worksheet (client-ready)

ADVICE → COACHING CONVERTER
1) What am I tempted to tell them? _____________________
2) What question helps them find their answer? __________
3) What’s theirs to own (Point of Power)? ___________________
4) What is the next tiny action? _________________________
5) When exactly will they do it? ____________________
Quick recap

✓ Lead with safety, not performance.

✓ Ask before you advise.

✓ Return power to the client with ownership language.

✓ End with one tiny scheduled action.
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Chapter 2: The Three Hats: Coach, Consultant, Mentor
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Advantage: Role clarity creates trust. Trust creates momentum.

Secret: Confusion feels like manipulation (even when you mean well.)  Naming the hat protects the relationship.

What this really means

• Coach hat: draws out ownership, clarity, and decisions.

• Consultant hat: shares expertise, options, and recommendations.

• Mentor hat: offers lived experience and perspective.

• You can use all three, but you must name it and get consent.

What it looks like in a real session

Client: Can you just tell me what to charge?

Coach: Do you want a question or an idea?

Client: An idea.

Coach: Cool, consultant hat for 60 seconds. Here are three pricing options and the trade-offs.

Client: Okay. Which one should I pick?

Coach: Coach hat now, what do you want your price to say about your standards and your value?

Client: That I’m serious... and not available to everyone.

Coach: Then which option matches that identity?

Client: The middle one. And I’ll raise it next month.

Coach: Great. When do you announce it?

The pattern underneath (Iceberg + Point of Power lens)

Behavior/Result: Client wants the ‘right’ answer and outsources authority.

Actions/Decisions: Defers decisions; seeks permission.

Beliefs: “If I decide, I might be wrong.” / “I need an expert to validate me.”

Values/Identity: Identity tied to approval; fear of disappointing others.

Point of Power move: Return authority: client chooses based on standards.

Coach language (copy/paste)

“Can I put my consultant hat on for 60 seconds?”

“Would you like a question, or an idea?”

“Here are the
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