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Coaching Facilitation 101MODULE 4
Contrary to popular belief, being a good coach is not about having all
the answers and knowing the right thing to say all the time. It really
comes down to being really present, listening with intent, and being
able to dig deeper when necessary and do so while developing trust and
openness with your client.

It is important to get to know your clients needs but to do so in a
professional way maintaining appropriate boundaries in order to
protect the working relationships. When you have boundaries in place
and a trusted relationship with your client, you are in a good place to
really dig deep and create transformation, empowering your client to
break through their own blocks.

And here’s the thing to also remember- Your client’s NEED you! They
would not be working with you if they did not trust that you are the
answer to guide them towards their next step. Even if you are only one
step ahead sometimes, this can be powerful in having someone see
what next steps they need to take to move forward.



Before we dive in, please answer the following:

Do you have any hesitation or fears in serving others? Is it connected to
the cost? Please explain in detail:

Do you know strongly who your target market is and who your ideal
client is? Explain:
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Are you clear on the pain points of your idea client and where you are
moving them towards?

Are you comfortable charging for your services and raising your rates?
Explain:

How confident do you feel in asking your client’s deeper level questions
to really understand what is going on at the root of their problem?
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THE COACH APPROACH

When someone is working with you on an issue that is deep rooted for
them, they can be in denial of what is really going on, or not present to
see what is actually happening. They can also get caught in their
shadow self and just not have present awareness. This is why it is so
important that as a coach you are able to dig into these places, ask high
mileage questions to get people thinking and really hold the space for
more to surface than is initially brought forward.

The Coach Approach is the first essential step in opening up this process
and it has 3 steps:  

Listen and repeat back what has been heard
Empathize with what has been heard by saying: “ I can
imagine that… “  or “ It makes sense that…”
Validate what has been said by guessing at what they are
feeling (they may correct you which is fine). “ You are
feeling disappointed”. 

The next step in the Coach Approach is to act as the facilitator in the
dyad. At the heart of the skilled facilitator approach, is the idea that we
act, and the consequences we create begin with the way we think.
If this is true (and I believe it is), then your job is simply to have your
client’s thinking better and better able to accomplish what they need to!
You do this by what I call” throwing the ball back” to your clients. 



Some examples of this are the following: 

What is something else that could have worked in that
situation?
What worked in the past?
What didn’t work?
What do you think your next step is here?
If you did know the answer to this, what do you think it
would be?
How committed are you to finding a solution here? 

What is a situation where you have had to “throw the ball back” to your
clients?  Or where it would have been helpful to have them find the
solution? What could you have said?  Please explain below: 



THE ART OF LISTENING

Of course listening is of the utmost importance when it comes to sales,
simply because sales is all about relationship. The relationship is only
in the very beginning stages when you “close a sale” and start
working with a client. From here, you are moving into deeper layer of
facilitation using questioning, listening, empathizing and validating
skills. When coaching a client you can go even deeper with your
facilitation.

The first part of active listening is to share back what you have heard so
that your client knows you are onboard in the conversation and they
feel heard. This is where a real connection can develop as well. 

What makes you feel apprehensive when it comes to listening actively in
this way to clients? Does this make you nervous at all? Explain:

Homework on Listening:  Connect with someone from the group and
get on a call! Take turns being the client and practice repeating back
what they have shared when you are the coach. You can practice the
other communication steps as well. The more you practice, the easier it
will be. ☺ 



EMPATHY WITHOUT CODEPENDENCY

I think one of the greatest pieces of advice on this comes from the
counseling world and states: "We must learn to be like skin divers, able to
go to the depth of the clients problems, but also able to surface when we
need to."

Remembering the coach approach will help you stay on the surface
but still connect at a deeper level. Throwing the ball back the client
will be effective in maintaining a dialogue that has them go deeper and
share more with you as needed. It is important to remember at this
point that going deep does not mean going into therapy or having pity
for a client. It is just digging deeper into what might be behind the main
problem, and remember that you can always empower your clients
in the way that you empathize and validate with them.
Sympathizing can happen in a very empowering way rather than pity
taking which tends to suggest this effort is somehow less than the other
person. 

Do you understand empathy without care-taking? What is the difference
when working with clients?

Do you sometimes feel like you take too much on from your clients? Do
you feel tired or burn out after sessions? Explain below. 



EMPATHY

Empathy is incredibly important in the coaching relationship and
understanding how it works is also essential in order to maintain
appropriate boundaries and develop connection. One of the benefits
of empathy – besides perspective taking –it has the clients understand
that we are trying to feel ourselves into their world rather than trying to
convert them to our perspective. We may not be able to completely
grasp another persons reality entirely; however, it is important that our
clients recognize that we are struggling to understand but that we care
enough to try.

What empathy is not is merely supporting or agreeing with the
client. It is common for new coaches to feel afraid to empathize with a
client for fear of taking sides in a certain situation. The fact is though,
that empathy can help clients examine their own feelings at a deeper
level and make decisions that are more consistent with their own
feelings and values. You can communicate understanding about the
circumstances that brought on the problem without supporting or
agreeing with the clients subsequent action.

Empathy is also not pretending to understand. It definitely needs to
be sincere and clients will pick up on your nonverbal communication as
well as on what you say so simply repeating a prescribed formula will
not be enough if you do not truly understand the situation. So be sure
to spend as much time as you need to hear the story before you tell
the client that you understand. 



SELF-DISCLOSURE

Another way to connect with a client and create empathy is to disclose a
little bit about oneself at an appropriate time to make a connection to
what is being shared. But it is important to be careful how much you
share and when this is offered. The truth is, clients vary on how much
disclosure they can handle without feeling that the coach is to self-
focused or unprofessional.  Timing as well as depth is also important
here.

Too much self-disclosure can be a serious mistake. Clients can be
frightened away because coaches who talk about themselves make the
client feel less important. Clients with low self-esteem do not want to
hear about the successes of others, and coaches may if they are sharing
too much of their personal life. This can in fact put more stress on a client
who already feels overburdened.

Now an appropriate amount of self disclosure can be very helpful for a
client so it is not something to be afraid of just be conscious in
terms of how you are using it. It can help the client feel as though she
is not alone and to help her see another viewpoint or convey that her
experience is normal in certain situations.

The most important thing to remember with self disclosure is that it
obviously shifts the focus on to you so once disclosure is made, it is really
important that you shift the focus back on to the client and share with them
why you are explaining what you are.
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Self-disclosure is a technique that can be used but should be used with
caution and at the right time. It can be fantastic to bond with your
clients and at the beginning stages of a relationship can help the clients
feel less alone. I can also inspire hope in the clients, provide feedback,
confrontation, or an alternative viewpoint.

Do you have any fears about using self-disclosure in your coaching?

Do you have any questions about how it should be used?
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COACHING ENVIRONMENT
FOR FACILITATION

A coaches office should be quiet, comfortable, orderly, and well lit.
Decorations that are comfortable rather than clinical or too personal is
important, especially at the beginning of a coaching relationship. In some
cases it may be appropriate to see your client in public places such as a
hotel lounge or even a coffee shop but this highly depends on your
brand and what you were seeing the client for. I usually recommend
privacy and a quiet environment where the client is focused on you and
their session.

Noise from outside can interfere with a session and disrupt a delicate
moment or give the client the feeling that he or she may be heard by
outside persons can really cause stress in a session.

You may also want to be aware of possible knocks to your door or phone
calls and basically put yourself and your clients position – how would you
feel if I answered the phone during our sessions or I ate a bag of potato
chips? What would you conclude about the importance I place on the
session? This probably seems very obvious but it is important to
understand that clients notice everything. 
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APPEAR CREDIBLE &
TAKE OUT HIERARCHY

Certainly the coach must be seen as credible – because you are! You may
still feel like you are inexperienced in some areas but the following will
help you feel a bit more self-assured:

Remember what you do know and use the skills that you have. Review
your strengths and understand that there is no need to exaggerate your
experience or downplay your ability. Don't communicate your own lack of
confidence to the client. It isn't necessary and will only create stress that
is not needed. You've got this! If you are there with the client it is because
you are supposed to be – you are always one step ahead so no need
to worry!

List your strengths and your experience below. What makes you a
credible coach? Be detailed here. 
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Sometimes new coaches will tend to be overly formal with clients in an
attempt to hide their uneasiness.  This is where non-hierarchical
therapeutic relationships come in. You don’t have to be the friend but
remember: there is nothing worse than a boring coach! Be
connected, be confident and be in unity with the client. ☺

Just forming a one-to-one working relationship is very helpful and
transformational for a client!

Remember that credibility is enhanced by appearing confident,
organized, and interested. Non-verbal communication can be super
helpful here and can be learned so not to worry!

It has been estimated that only 7% of emotions are conveyed by verbal
means where as 38% are conveyed by the voice and 55% by the face!
Nonverbal communication can affect us tremendously and even very
minor movements and expression can set off unwanted feelings or
suggest things that cause stress for a client.

For this reason, it is important that coaches try to present the most
welcoming, nonthreatening non-verbal language that encourages
the client to talk and do not interfere with the clients telling of the story.

There are seven ways to communicate nonverbally:

Eye Contact
Body Position

Attentive Silence
Voice Tone

Facial Expressions
Gestures

Physical Distance
Touch 
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While there are no hard and fast rules in the coaching industry here – a
rule of thumb is to maintain a moderate amount of eye contact with
the client and of course face the client when they are talking.
Leaning forward conveys attentiveness, which is important and being
conscious of your facial gestures and being sure they are congruent
with the way you feel and want to communicate is also important.

Silence can be a powerful nonverbal tool as well. When there is a
gap in social conversations, people talk to fill the awkwardness. If the
coach is able to enjoy the discomfort caused by the silence, this can be a
powerful tool to prompt the client to open up. Allowing for small
periods of silence can give the client moments to reflect, and it may be
the most appropriate response depending on the situation. For
example, if a client is very sad or has experienced loss, sometimes a
moment of quiet grief is very helpful. Of course if it is used to much or
too early it can also make a client feel uncomfortable and unsupported.
As you use this powerful tool, it will get easier and will come more
naturally with time!

Do you feel comfortable using silence with clients? Please explain: 
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TOUCHING & WARMTH

Touch can be incredibly healing and it is not something to completely
avoid into coaching situation – but I would suggest being cautious how
and when it is used in order to keep appropriate boundaries with
clients at all times.

It can be incredibly helpful in that it can communicate care and concern,
especially during moments of grief and it can also be helpful with
socially immature clients to foster communication and bonding with
clients who are grieving, depressed, or traumatized as a way of showing
support.

 The following are two guidelines to help you establish whether touch
is a good idea in certain client dynamics:  

Touch should be appropriate to the situation 
Touch should not impose a greater level of intimacy than the
client can handle 

Touch should not communicate a negative message – such as a
patronizing pat for example. A hug may be a special gesture at the end
of a counseling relationship, but it may be experienced as forced
intimacy when used routinely. An embrace could also be seen as phony,
and a coach could actually be seen as less trustworthy.

Because touch has its dangers, I don't recommend using it much in
coaching sessions. I believe that as coaches we can still convey caring
non-verbally by communicating warmth. Warmth is not a skill but a
synthesis of nonverbal communication. It can have a powerful effect on
the clients willingness to open up.  
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HIGH MILEAGE QUESTIONS

There are so many questions that can be asked to go deeper with
clients. The following is a comprehensive questioning list you can
draw from as you get used to this imperative skill.

What are your thoughts on warmth and using touch in coaching
sessions? 

I’m curious; may I ask you a few questions? 
What’s great about your life this week? 
How have you grown this week? 
What did you accomplish this week? 
Who did you serve? 
What did you learn? 
Who else will benefit? 
What are you grateful for? 
Who’s grateful for you? 
Is this what you want to be coached on or are you just
sharing? 
What could you be happy about if you chose to be? 
Are you using this to grow or are you beating yourself up? 
Does this story empower you or disempower you? 
How can you turn this around and have better results next
time? 
On a scale of 1 – 10 how honest have you been about this,
with others? 
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Do you mind if I offer an observation? 
Is this the problem or the solution? 
How would you like it to be? 
What’s in the way? 
What’s stopping you? 
What does this mean to you? 
Are you focused on what’s wrong or what’s right? 
Is that a story or the truth? 
How can you find out? 
Do you want this for its own sake or are you trying to avoid
something else? 
Is this giving you energy or draining your energy? 
What will really make the biggest difference here? 
Is this a limitation or is it a strength? 
What’s the benefit of this problem? 
Who else is this hurting? 
What does your intuition tell you about this? 
Do you have a gut feeling about this? 
Have you solved problems like this before?
 What rules do you have that are getting in the way? 
How long have you been thinking about this? 
Have you ever experienced something like this before? 
If you changed your belief about this, what would be
possible? 
Is this a decision or a pipe dream? 
Which of your core values does this goal express? 
Is this goal pulling you forward or are you struggling to reach
it? 
Will this choice move you forward or keep you stuck? 
What’s the first step you need to take to reach your goal? 
What’s the worst that can happen, and can you handle that? 
What’s the downside of your dream? 
What’s stopping you from taking action?
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 Who wouldn’t like it if you succeeded? 
What will you have to give up in order to make room for your
goals? 
How would your life be transformed if you changed this right
now? 
If you don’t change this, what will it cost you in the long run?
 What’s the most resourceful choice here? 
How can you improve this, so it adds value forever? 
How can you solve this problem so it never comes back?
Are you acting on faith or fear? 
If you weren’t scared, what would you do? 
Are you standing in your power or pleasing someone else? 
What are you pretending not to know? 
How could you have this conversation so it empowers
everyone concerned? 
What might make the difference that could change
everything? 
If you approached this with courage, how could your life
change? 
Are you procrastinating or is there a reason to delay? 
What’s the emotional cost vs. the financial cost? 
Which step could you take that would make the biggest
difference, right now? 
How can you get your needs fully met? 
If your life were exclusively oriented around your values, what
would that be like? 
How would you describe the difference between a need and a
value? 
If you achieve this goal, will it bring lasting fulfillment or
temporary pleasure? 
Have you thought about the impact you’ll have by creating
this? 
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How can you learn from this problem so it never happens
again?
How can you create more value with less effort? 
What are you willing to do to improve this situation? 
What are you willing to stop doing to improve this situation? 
How can you enjoy the process of solving this problem? 
Do you mind if I ask a very personal question? 
What are you willing to commit to here? 
Do you need to work harder or delegate this? 
If this weakness were also a strength, what would that be? 
How can you use this so it becomes a benefit? 
Have you decided to take action or are you just hoping you
will? 
Are you angry or are you hurt? 
Who can help you with this? 
Does your current habitat fully support who you’re
becoming? 
What do you need in order to succeed here? 
What plan do you need in order to achieve your new goals? 
Are your personal standards high enough to reach your
goals? 
What will your impact be 100 years from now? 
Who do you need to become in order to succeed here? 
What are you responsible for here? 
Instead of either/or, how could you use both? 
Are you approaching this from your head or from your
heart? 
Is this an assumption or have you checked to be sure? 
How can you learn what you need to know about this? 
Is this the best outcome you can imagine or is there
something greater? 
Do you have a detailed strategy to get there? 
How will you transform your life with this new knowledge? 
What does this accomplishment mean to you?
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Why does it matter? 
Who did you have to become to achieve it? 
What did you learn in the process? 
Who else will benefit? 
What’s next for you? 
How have you changed the world for generations to come? 
Tell me more about that 
How do you know that’s true? 
What do you believe has contributed to… 
When have you had this feeling/ experience/ situation
before? 
What is your intuition telling you?

These questions are meant to take the conversation deeper and
develop further trust while allowing the client to really explore what is
going on underneath the surface.

What questions have helped you in the past when you needed to see
things in a different light?
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Do you think its important to ask these deeper level questions at the
appropriate time? Explain in detail:

What fears or questions do you have on high mileage questioning?
List below and bring to the call!  
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HELP YOUR CLIENTS REFRAME
NEGATIVE THOUGHTS

Reframing thoughts simply means to help your clients turn negative
thoughts into positive ones. This is the very beginning of the CBT
work.  It’s a great way to start and very effective for many issues!

The most important thing to understand here is that your clients MUST
identify the negative thought FIRST. You may need to help them here.

If they haven’t been observing their negative thoughts, they simply will
not be as successful at replacing them.

In my INSIGHT Program, I go into depth with cognitive restructuring but
I felt it important to introduce it here and give you some tools that you
can start with right away! 

Here are some initial guidelines:

Use milder wording. Help your clients question their thoughts
by looking at the language. Is there another way to say
something that may not be so negative? For example “ I hate
myself” becomes…” I feel down about how I look and I’m getting
into action with my body”.  You will have to help your clients change
their words and reframe their thoughts by getting at what is really
true for them. 

1.
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Have your clients ask: “What is the best way for me to
accomplish this?”  When they are facing a challenge or fear, they
can get in the habit of asking this question to help focus on the
solution rather than the problem. The phrase “best way” implies
that there are multiple ways around the problem and focuses on
the positive.

Ask yourself: “How can I make this an essential part of the
journey”? Now, instead of having a problem, they have a way to
improve themselves and take the pressure off. Every challenge is
also an opportunity to learn, and understanding that sometimes
the journey takes these curve balls that don’t always make sense
in the moment can be a bit of a relief. It helps them lean in and
embrace rather than running from the challenge. I like to call it “
Fierce Grace”.

Set Realistic Goals With Clients. You must set REALISTIC goals
with your clients, and have a system of regular feedback for them
to stay on track. Using SMART goals are helpful for clients to be
specific and clear in their process and results. But helping them
to make sure their goals are realistic and empowering is an
important role a coach plays. Also, continue to check in on
whether the goals have changed or have remained the same.

Boosting the belief that they CAN do it. When you go into any
situation with the attitude that you will surely fail, you greatly
reduce your odds of succeeding. It is essential to focus not just on
your clients behaviors, but also on the perceptions of their ability
to make the changes they want. The best way to improve belief in
their ability to succeed is actually to have some success. Help
them to see and rejoice in small successes because this will be
the fuel for them to continue! 

2.

3.

4.

5.
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Incentives.  Many studies continue to show the power in mental
incentives! Have your clients write a list of how they will feel after
they have achieved their desired goal. For example, for weigh loss
it might be: When they are not self-conscious about weight. Have
them focus on what life will look like when they are fully in it-
without worrying about weight shape and body image. What do
they want to have in their life? What do they want to work
towards emotionally? Socially? Physically? Spiritually? External
changes take sustained effort over time and whether we achieve
our goals depends on how we make them, our mindset and what
we put in place to maintain motivation.

Which of these strategies do you feel you can implement immediately
with your niche? What can you use as part of future programs? Explain.

Could you use any of these strategies on yourself in any area for
practice? Please explain: 

6.
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