
Co-Active Coaching 

Presented by Steve LePage 

1 



  
  
 
 Co-Active 

Coaching  
 

 New Skills for 
Coaching People 
Toward Success In 
Work and Life 

 

  

2 

Presenter
Presentation Notes
This presentation is centered around the book “Co-Active Coaching.” 



 Get to the Core 

Not About:  
  
Solving Problems 
 

Improving Performance 
 

Obtaining Goals 
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Presenter
Presentation Notes
This presentation is not just about skills and a description of the Co-Active Coaching model. It is about the nature of a coaching relationship, specifically, a co-active coaching relationship. One of the highlights of the book looks at how co-active coaching conversations are different from other conversations. What is that difference? Well, coaching is not about solving problems, although problems will be solved. It is not about improving performance, attaining goals or achieving results, although all of that will certainly happen in the an effective coaching relationship.



 What is it About? 

Discovery 
 

Awareness 
 

Choice 
 

Empowering  People 
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Presenter
Presentation Notes
Coaching is chiefly about discover, awareness and choice. It is a way of effectively empowering people to find their own answers, encouraging and supporting them on the path as they continue to make important choices. 



 A Conversation 

Unspoken Ground Rules 
 

 Respect 
 

 Openness 
 

 Compassion 
    

 Empathy  
 

 Speaking the Truth 
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Presenter
Presentation Notes
Coaching is a form of conversation with unspoken ground rules regarding certain qualities that must be present: respect, openness, compassion, empathy and a rigorous commitment to speaking the truth. 



 A Conversation 

Assumptions 
 

 Strength  
 

 Capability 
 
 

Doesn’t Assume   
 

 Weakness 
 

 Helplessness 
 

 Dependence  
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Presenter
Presentation Notes
There are certain assumptions underlying the conversation as well. We assume strength and capability, not weakness, helplessness, or dependence. We assume a deep desire to give the best and achieve potential. A coaching conversation has certain beliefs built into it: that every situation has possibilities and that people really do have the power of choice in their lives. 



 A Conversation 

Small Portion of Book 
 

For Those That Want To: 
 

 Expand Knowledge 
 

 Develop Abilities 
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Presenter
Presentation Notes
We will only touch on a very small portion of this book, but to describe this book in a nut shell, it is about a comprehensive approach to coaching and coaching skills. It is a book for those that want to expand their knowledge and develop their abilities as it relates to a coaching approach to important conversations. Believe me when I tell you that this book will help you with not only your Downline Dealers, but in many different areas of life. 
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Conclusion 
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Presenter
Presentation Notes
We will discuss:The four cornerstones that form the foundation of co-active coaching.The Dealers agenda, which is always personal. The Five Contexts of listening, Intuition, Curiosity, Forward and Deepen and Self-Management.The Coaches Role and then we will wrap things up.  



The Four Cornerstones 
The Dealer is Naturally 
 

 Creative 
 Resourceful  
 Whole 
 

The Dealers Agenda 
 

Dancing in the Moment 
 

Addresses the Dealers 
Whole Life  
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Presenter
Presentation Notes
There are four cornerstones that form the foundation of co-active coaching.



Naturally Creative 
The Dealer: 
 
Doesn’t Need “Fixing” 
 

Believes in Experts 
 

Has the Answers 
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Presenter
Presentation Notes
The Dealer has the answers or can find them! From the Co-active Coaching point of view, there is nothing broken and there is no need to “fix” a Dealer. The Coach does not deliver answers, the Coach asks questions to invite discovery. Sometimes Dealers don’t think they have the answers. They would rather believe that someone else – an expert (you) – has the answers for them, which can lead to a natural desire to “buy” the answers in a packaged program rather than doing the work that needs to be done to find their own solutions. 



Naturally Creative 
The Dealer: 
 
Naturally Creative 
 
Capable of Finding Answers 
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Presenter
Presentation Notes
In some cases, people have a powerful sabotaging voice, a judgmental voice called the “Saboteur” that tells them the don’t have answers. But, Co-active Coaching stands on the certainty that Dealers really are naturally creative, resourceful and whole and capable of finding the answers they need.



Naturally Creative 
The Dealer: 
 
Naturally Creative 
 
Capable of Finding Answers 
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Presenter
Presentation Notes
When a Dealer you sponsor looks inside with your help, they will find they know themselves, their strengths, and their limitations. They will also discover what they want, what they fear, what motivates them and what holds them back, their purpose and their vision, and where they betray themselves. They may have never sought the answer before the coach asks the question – the question that creates the channel for self-discovery – but the answer is there. The Coach’s job is to be curious, not to be an expert.
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Presenter
Presentation Notes
We will discuss:The four cornerstones that form the foundation of co-active coaching.The Dealers agenda, which is always personal. The Five Contexts of listening, Intuition, Curiosity, Forward and Deepen and Self-Management.The Coaches Role and then we will wrap things up.  



Setting the Agenda 
 

Set by the Dealer 
 

Don’t Lose It 
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Presenter
Presentation Notes
In a Co-active Coaching relationship, the agenda comes from your down-line Dealer, not the coach. This is one of the most important distinctions of Co-active coaching. The coach’s job is to make sure the agenda doesn’t get lost. The Coach’s job is to help Dealers articulate their dreams, desires and aspirations, help them clarify their mission, purpose, and goals, and help them achieve that outcome.



Co-Active Coaching 
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Dancing in the Moment 



Constantly Choosing 
 

Aware of Shifting  
Currents 
 

What Showed Up 
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Presenter
Presentation Notes
A Coach is always choosing. Every response from a Dealer provides information about where to go next with the coaching. This awareness of the shifting currents and themes becomes second nature to experienced coaches; they are constantly sensing what is most important and choosing a question or skill based on what just showed up. This is the art of dancing in the moment. This is listening with intuition tuned to a high level. Sensing and adjusting in this way requires great flexibility, the willingness to fly instantly in a new direction, the willingness to accept paradox or apparent contradiction and keep going. This coaching agility is called “dancing in the moment.”



Be Flexible 
 

Respond to the  
Agenda 
 

Change Course 
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Presenter
Presentation Notes
Dancing in the moment is also about responding to the Dealers agenda. For example, at the beginning of a coaching session, the coach needs to be ready to respond to whatever the Dealer has determined is most important that day. Coaches need to change course, to dance in the moment as Dealers do their discovery work in in the moment. 



Co-Active Coaching 
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Addressing the Whole Life 



Stating the Obvious 
 
Addressing the Whole Life 
 
Decisions are Interconnected 
 
There are Ripples 
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Presenter
Presentation Notes
Co-active coaching recognizes what may seem obvious: the decisions we make are interconnected. Dealers don’t, or anyone that I know of, live their lives in discrete compartments; there are links between all pieces. A career choice can affect health, family and friends. Choices about finances affect plans for vacation, education, and retirement and vice versa. Even when a coaching session focuses on one particular facet of a Dealers life, there is an awareness of the ripples that are set in motion. Flexibility is one of the strengths of the Co-active model. The underlying principles and contexts make it possible for Co-active coaches to work with Dealers in every aspect and virtually ever corner of their lives. 



Co-Active Coaching 
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The Dealers Agenda 



Client’s: 
Fulfillment, 

Balance, 
Process 

Curiosity 

Intuition 

Forward / 
Deepen 

Listening 

Self  
Management 
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Heart of the Model 

The Client’s Agenda 
 
Look at it two ways: 
 
  Big Picture – Or “Big A” 
  Specific Issues – Or “Little A” 



Fulfillment 
     Always Intensely Personal 
     Outward Measures of Success 
     Great Job 
     Money 
     Certain Lifestyle 
 

Balance 
 
 
 
Process 
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Presenter
Presentation Notes
The Dealers definition of fulfillment is always intensely personal. It may include, especially at first, outward measures of success: a great job, enough money, a certain lifestyle. Eventually, the coaching will progress to a deeper definition of fulfillment. It’s not about having more. It’s not about what fills the Dealers pockets or closets, its about what fills the Dealers heart and soul. A fulfilling life is a valued life, and Dealers will have their own definitions of what they truly value. Sorting out values is a way of sorting out life choices, because when the choices reflect the Dealers values, life is more satisfying and often feels effortless. At its deepest level, fulfillment is about finding and experiencing a life of purpose. It is about reaching ones potential. 



Fulfillment 
     Always Intensely Personal 
     Outward Measures of Success 
     Great Job 
     Money 
     Certain Lifestyle 
 

Balance 
     Lots of Options 
     People Seem Resigned 
     Making Choices 
 

Process 
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Presenter
Presentation Notes
Today, with so many responsibilities, attractive options, demands and distractions, balance may feel like an impossible dream. People often seem resigned to being out of balance, as if that’s just the way life is. That’s the real world, given the circumstances. Ultimately, balance is about making choices: saying yes to some things and no to others. This can be challenging! Dealers often want to say yes to more in their lives without making room for it by saying no to something else. This impulse leads to an overwhelmed feeling – and lives that are out of balance. 



Fulfillment 
     Always Intensely Personal 
     Outward Measures of Success 
     Great Job 
     Money 
     Certain Lifestyle 
 

Balance 
     Lots of Options 
     People Seem Resigned 
     Making Choices 
 

Process 
     Always in Process 
    Graceful or Frantic 
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Presenter
Presentation Notes
We are always in process. Sometimes it looks frantic; sometimes it looks graceful. Because coaching is effective at achieving results, both Dealers and coaches can get caught up in the “results” trap – focusing entirely on the destination and losing sight of the flow of the journey. In fact, process is often compared to a river. As life flows, there will be fast periods of onrushing, whitewater progress as well as days of calm, steady currents. The coach’s job is to notice, point out, and be with Dealers wherever they are in the process. Co-active coaching embraces this whole picture of the Dealer: fulfillment, balance and process.



Co-Active Coaching 
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The Five Contexts 



The Five Contexts Listening 
 

Intuition 
 

Curiosity 
 

Forward & Deepen 
 

Self-Management 

The Five Contexts 
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Presenter
Presentation Notes
In Co-active coaching, power is granted to the coaching relationship, not the coach. The Dealer and coach work together to design an alliance that meets the Dealers needs and the relationship is tailored to the communication approach that works best for them.So let’s discuss the five contexts. 



The Five Contexts Listening For: 
    Vision 
 

    Values  
 

    Purpose 
 
 

Listening 
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Presenter
Presentation Notes
Listening – The coach is listening for the appearance of the Dealers vision, value and purpose. The coach is also listening for resistance, fear, backtracking and the voice of the Saboteur, who is there to object to change, point of the Dealers shortcomings and bring up all the reasons why this idea, whatever it is, won’t work. The coach is listening for the nuance of hesitation, too, for the sour ring of something not quite true. 



The Five Contexts Powerful Gift 
 

In Background 
 

Hunch 
 

Gut Feeling 
 
 

Intuition 
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Presenter
Presentation Notes
Intuition – By listening below the surface, the coach finds the place where the hard data and soft data merge. Intuition is a kind of knowing what resides in the background and is often unspoken. It remains in the background because, for many people, it’s not easy to trust. Our culture doesn’t validate intuition as a reliable means of drawing conclusions or making decisions, so we hesitate to say what our intuition tells us. We hold back because we don’t want to appear foolish. And yet, it is one of the most powerful gifts a coach brings to coaching. For most coaches, intuition is a skill that needs practice and development. It is enormously valuable because time and time again, it blends more impressions and information that we could ever analyze consciously. 



The Five Contexts  
 
Ask Questions 
 
 

Be Curious 
 
 

Very Powerful! 
 
 
 
 

Curiosity 

30 

Presenter
Presentation Notes
Curiosity – The coach’s job is to ask the questions and lead the discovery process. Curiosity is open, inviting, spacious, almost playful. And yet it is also enormously powerful. Like scientific curiosity, which explores the deepest questions of matter, life, and the universe, curiosity in coaching allows coach and Dealer to enter the deepest areas of the Dealers life, side by side, simply looking, curious about what they will find. Because the coach is not an inquisitor but is really on the Dealers side in this exploration, the coach can ask powerful questions that break through old defenses. When Dealers learn to be curious about their lives and their business, it reduces some of the pressure and lowers the risk. They become more willing to looking in the dark places and try the hard things because they are curious too. 



The Five Contexts  
 
Two Forces 
 

Action  
Learning 
 

Don’t Just  
Increase Speed 
 
 
 

Forward  
and  
Deepen 
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Presenter
Presentation Notes
Forward and Deepen – The products of the work the Dealer and the coach do together are action and learning. These two forces, action and learning, combine to create change. Because the notion of action that moves the Dealer forward is so central to the purpose of coaching, we often make “forward” a verb and say that one of the purposes of coaching is to “forward the actions” of the Dealer. But coaching is not just about getting things done; it is just as importantly about continuing to learn, especially to learn how the action is or is not contributing to the core principles. This connection between action and learning and the core principles is key. 



The Five Contexts  
 
Get Out of the Way 
 

Set Asides  
 

Don’t Need 
To Be Right 
 
 
 

Self-Management 
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Presenter
Presentation Notes
Self-Management – In order to truly hold the Dealers agenda, the coach must get out of the way – not always an easy thing to do. Self-management is the coach’s ability to set aside personal opinion, preferences, pride, defensiveness and ego. The coach needs to be “over there” with the Dealer, immersed in the Dealers situation and struggle, not “over here,” dealing with his or her judgments and thoughts. Self-management means giving up on the need to look good and be right. 



Co-Active Coaching 
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The Coaches Role in the Model 



A Catalyst for Change 
 
Serve the Dealer’s Higher  
Purpose 
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Presenter
Presentation Notes
The coach is kind of a change agent, entering the equation for change without knowing what the outcome will be. Goals and plans, new practices, new benchmarks, achievements of every kind are all part of the Dealer’s ongoing work facilitated by the coaching interaction. The coach is a catalyst, an important element in the process of accelerating change. �This is more than a passive role. The book looks at coaching as a role of service that requires commitment and presence on the part of the coach. In the world of co-active coaching, coaching exists to serve the Dealer’s higher purpose. 



Co-Active Coaching Outline 

The Four Cornerstones 
 

The Dealers Agenda 
 

The Five Contexts 
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Conclusion 
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Presenter
Presentation Notes
What did we discuss in this presentation?A.) The four cornerstones that form the foundation of co-active coaching.	1. The Dealer is Naturally:	      Creative 	  Resourceful	   Whole		2. The Dealers Agenda and how the Coach makes sure that it does not get lost.	3. Dancing in the Moment – being aware of shifting currents and themes by listening!	4. Addressing the Dealers Whole Life – being aware that choices will affect health, family and friends. B.) The Dealers agenda and how it is always personal.  C.) The Five Contexts of: listening, Intuition, Curiosity, Forward and Deepen and Self-Management.D.) The Coaches Role for facilitating change  
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 Striking Experience 
 

 Grow Trust 
 

 Listening is a Talent 
 

 Learn and Develop 
 

 At what level do you 
listen? 
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     Listening 

Presenter
Presentation Notes
To be listened to is a striking experience, partly because it is so rare. When another person is totally with you, leaning in, interested in every word, eager to empathize, you feel known and understood. People open up when they know they’re really being listened to; they expand; they have more presence. They feel safer and more secure as well. Trust grows. This is why listening is so important and the first of the five co-active coaching contexts we discussed. Most people do not listen at a very deep level. Their day-to-day occupations and preoccupations don’t require more than a minimum level of listening – just as most of us never acquire more than an average level of physical fitness. We don’t need the muscles because we are not world-class athletes. 
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Listening 
 We Listen to Words 
 

 We Disconnect 
 

 What We Say Next 
 

 Masterful Listening 
 

 There is Action! 
  

Presenter
Presentation Notes
In everyday listening, we listen mostly to the words. The focus is on what you said and what I said. Think of all the arguments in which the crux of the fight was the precise words that were used “That’s not what you said.” “It’s what I meant.” “But, it is not what you said.” Or we hear the words and then disconnect from the conversation while we process the words internally. We start thinking about what we are going to say next. We look for a comparable story, or one that is just a little more dramatic. “You think that was scary, let me tell you about the time I ….” We get caught up in our own feelings; we take things personally; we listen at a superficial level as we evaluate and judge what the other person is saying. Masterful coaching requires masterful listening, attuned and adept, and the ability to maximize the listening interaction. “Interaction” is the right word, too, because listening is not simply passively hearing. There is action to listening. 



Two Aspects of Listening 
 

 Awareness 
 

 What We Do 
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Listening 

Presenter
Presentation Notes
There are two aspects of listening in coaching. One is awareness. We receive information in what we hear with our ears, of course, but we also listen with all the senses and with our intuition.  We hear, see, and experience sounds, words, images, feelings, energy. We are attentive to all the information we draw in from our senses. We are multi-faceted receivers with many receptors of various kinds, all of which are taking in information: we notice the breathing on the other end of the phone, the pace of the delivery, the modulation of the voice. We sense the pressure behind the words, the voice might be soft or hard edged, tentative or enraged. We listen not only in person but, simultaneously, to everything else that is happening in the environment. In person, we see body language. Over the phone, we sense emotion and imagine the clenched jaw or the head bowed in sorrow. It’s all information. We are aware. The second aspect is what we do with our listening. This is the impact of our listening on others, specifically, the impact of the coach’s listening on the client. As an experienced coach, you need to be conscious about not only what you are listening to, but of the impact you have when you act on your awareness. Most of the time, this consciousness occurs just below the surface while your attention is still on the other person.



•   
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Listening 
 Imagine Your Fencing 
 

 You Respond 
  

 You Recap and 
Review 

 

 Listening is not 
Passive 

 
  
  

Presenter
Presentation Notes
Think of it this way: Imagine you’re in a fencing match. All of your attention is focused on the opponent as you instantaneously make choices and respond, parry, thrust. Your attention is not on the choices you are making, that would break your concentration, with disastrous results. Once the match is over, you can recap the action and review the choices you made. When you listen like this, you are not thinking about what you take in or what you’re going to do, with your awareness. Your listening is hyperconscious and unconscious at the same time. Clearly, listening is not passive, especially in the coaching relationship. In the Co-active Coaching listening model, there are three levels to listening. These three levels give the coach an enormous range and, ultimately, the ability to listen at a very deep level. 
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Level One  

Aware of Ourselves 
 
 

Personal Meaning 
 
 

One Question  

Presenter
Presentation Notes
At level one, our awareness is on ourselves. We listen to the words of the other person, but our attention is on what it means to us personally. At level 1, the spotlight is on “me”: my thoughts, my judgments, my feelings, my conclusions about myself and others. Whatever is happening with the other person is coming back to us through a diode: a one-way energy trap that lets information in but not out. We’re absorbing information by listening but holding it in a trap that recycles it. At Level 1, there is only one question: What does this mean to me?Dealers need to be at Level 1. That is their job: to look at themselves and their lives – to process, think about, feel, understand. But it is definitely not appropriate for the coach to be operating at this self-absorbed level for any length of time. Coaches, being human, will naturally have moments of losing focus on the client and being at level 1. The practice for coaches is to return to a connection with Dealers at Levels II and III as quickly as possible. 
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Level I Dialogue Example 
  Dealer: The new house is a mess. I’ve got boxes everywhere. I 
 can hardly get from the front door to the bathroom – and I’ve got 
 the biggest proposal of my career to finish by Friday. 
 
  Coach: I went through the same thing last year. The key is to 
 make sure you’ve got your long-term vision in sight.  
 
  Dealer: That’s sort of a dilemma. Because I did so many events 
 last month, my wife’s past the point of patience. I’m really not 
 pulling my weight at home.  
 
  Coach: That’ll work out. The mess is temporary. Don’t let it 
 distract you from the real issue – maintaining momentum. 
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Level I Dialogue Example (con’t) 

  Dealer: This feels like more than a little distraction.  
 
  Coach: I’m sure you can explain why this is so important. In the 
 meantime, let’s get back to planning the activities for our next 
 event.  
 
  Dealer: Okay, if you are sure…. 
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Level Two   

 Focused Listening 
 

 Sharp Focus 
 

 Awareness is with the 
Dealer 

Presenter
Presentation Notes
At level II, there is sharp focus on the other person. Sometimes you can see it in each persons posture: both leaning forward, looking intently at each other. There is a great deal of attention on the other person and not much awareness of the outside world. When you, as a coach, are listening at level II, your awareness is totally on your downline Dealer. You listen for their words, their expressions, their emotions, everything they bring. You notice what they say, how they say it. You notice what they don’t say, You see their smiles or hear the tears in their voices. You listen for what they value. You listen for their vision, for the unique way they look at the world. You listen for what makes them come alive in the coaching session and what makes them go dead or withdraw. Energy and information come from the Dealer. These are processed by the coach and reflected back. At Level II, the impact of awareness is on the Dealer. The coach is like a perfect mirror that absorbs none of the light; what comes from the Dealer is returned. Level II listening is the level of empathy, clarification, collaboration. It is as if there is a wired connection between coach and Dealer.
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Level II Dialogue Example 

Dealer: The new house is a mess. I’ve got boxes everywhere. 
I can hardly get from the front door to the bathroom – and I’ve 
got the biggest proposal of my career to finish by Friday. 
 
Coach: How important is it to get settled at home? This is the 
most productive time you’ve had in your business since you 
started.  
 
Dealer: I know, but if I don’t help out with moving in, I could 
be living solo soon, if you know what I mean. My wife did 
nearly all the packing last month while I was attending events.  
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Level II Dialogue Example (con’t) 
 Coach: How can you deal with the situation at home – and still 

maintain your momentum with your AMSOIL business? 
 
 Dealer: I could clone myself. 
 
 Coach: I can see this is a real dilemma. You’ve got values to honor in 

more than one important area of your life. Let’s look at some options. 
Would that be useful?  

 
 Dealer: Yeah. Good. Frankly, I was starting to feel trapped – like 

there was no way out.  

Presenter
Presentation Notes
Here the coach is listening at level II – following the Dealers lead, actively listening and checking. 
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 Level Three   

 Center of the 
Universe 

 

 All Senses 
 

 Think Radio  
 Be Open 

Presenter
Presentation Notes
When you listen at level III, you listen as though you and the Dealer were at the center of the universe, receiving information from everywhere at once. It’s as though you were surrounded by a force field that contains you, the Dealer and an environment of information. Level III includes everything you can observe with your senses: what you see, hear, smell, and feel – the tactical as well as the emotional sensations. Level III includes the action, the inaction and the interaction. If level II is hardwired, then level III is like a radio field. The radio waves are entirely invisible, yet we trust they exist because we hear music coming from the radio. In level III listening, we are hearing the radio waves. They cross our antennae and become information we can use. But it takes a special receiver to pick up level III, and most people need practice because they don’t often make use of level III awareness the way a coach does. For many people, this is a new realm of listening. To listen at level III, you must be very open and softly focused, sensitive to subtle stimuli, ready to receive information from all the senses, in your own sphere, in the world around you, in the world around your Dealer. The environment itself is giving you information you can use in your coaching even when you can’t instantly articulate what it is you are sensing. Sometimes this environment is shouting: sometimes it is whispering. 
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Level III Dialogue Example 

 Dealer: The new house is a mess. I’ve got boxes everywhere. I can 
hardly get from the front door to the bathroom – and I’ve got the 
biggest proposal of my career to finish by Friday. 

 
 Coach: How important is it to get settled at home? This is the most 

productive time you’ve had in your business since you started. 
 
 Dealer: I know, but if I don’t help out with moving in, I could be 

living solo soon, if you know what I mean. My wife did nearly all the 
packing last month while I was attending events.  
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Level III Dialogue Example (con’t) 

 Coach: It sounds like this is a more important issue than just some 
boxes to unpack. I get the sense that you’re packed as tight as some of 
those boxes.  

 
 Dealer: Is it that obvious?  
 
 

 Coach: You just don’t sound like the Steve I’m used to talking to. You 
sound trapped.  

 
 Dealer: That’s what it feels like – and with no way out. Cornered. In 

my relationship and my work.  
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Level III Dialogue Example (con’t) 

 

 Coach: What do you want to do about that? 
 
 

 Dealer: What I’ve been trying to do is step around it,  
 or over it, and that doesn’t seem to be working. I guess  
 it is time to sit down and work it out - unpack it all,  
 so to speak.  

Presenter
Presentation Notes
In this case, the coach is tuned in at level III: the nuances of the pace between the coach and the Dealer, beyond the words, including all the energy and emotion that were spoken and unspoken. Note that in the dialogue samples, the conversation was crafted to illustrate the distinctions between the three levels. In real coaching conversations, of course, coaches switch constantly between levels II and III – and when they slip into that level I place, they recover as quickly as possible. 
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The Coach is 
Listening 

 Everything Hinges 
on Listening 

 
 

 Are They On Track? 
 
 

 The Entry Point 

Presenter
Presentation Notes
Everything in coaching hinges on listening, especially listening with the Dealers agenda in mind: Is the Dealer on track with their vision? Is he living his values? Where is he today? The coach is listening for signs of life, the choices the Dealer is making, and how those choices move them toward balance or away from it. This is listening for resistance and turbulence in the process. Listening is the entry point for all of the coaching. As coaches listen, they make choices that change the direction and focus of coaching. That’s what is meant by the “impact” of listening.
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The Coach is 
Listening 

 Listen 
 

Learn 
 
 Forward and 

Deepen 

Presenter
Presentation Notes
So, improve on these skills and improve not only your business, but all areas of your communications in life. �Thank you.
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