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What Is Coaching? 

Professional Coaching is a professional 
partnership between a qualified coach 
and an individual or team that supports 
the achievement of extraordinary re-
sults, based on goals set by the individ-
ual or team.  Through the process of 
coaching, individuals focus on the skills 
and actions needed to successfully pro-
duce their personally relevant results.   
 
The individual or team chooses the fo-
cus of conversation, while the coach 
listens and contributes observations 
and questions as well as concepts and 
principles which can assist in generat-
ing possibilities and identifying actions.  
Through the coaching process the clar-
ity that is needed to support the most 
effective actions is achieved.  Coaching 
accelerates the individual's or team’s 
progress by providing greater focus and 
awareness of possibilities leading to 
more effective choices.  Coaching con-
centrates on where individuals are now 
and what they are willing to do to get 
where they want to be in the future.  
ICF member coaches recognize that 
results are a matter of the individual's 
or team’s intentions, choices and ac-
tions, supported by the coach's efforts 
and application of coaching skills, ap-
proaches and methods.  

What are the benefits of coaching?  
 
Individuals who engage in a coaching 
relationship can expect to experience 
fresh perspectives on personal chal-
lenges and opportunities, enhanced 
thinking and decision making skills, 
enhanced interpersonal effectiveness, 
and increased confidence in carrying 
out their chosen work and life roles.  
Consistent with a commitment to en-
hancing their personal effectiveness, 
they can also expect to see appreciable 
results in the areas of productivity, 
personal satisfaction with life and 
work, and the achievement of person-
ally relevant goals. 

  
How can you determine if coaching is 
right for you? 
 
To determine if you could benefit from 
coaching, start by summarizing what 
you would expect to accomplish in 
coaching.  When someone has a fairly 
clear idea of the desired outcome, a 
coaching partnership can be a useful 
tool for developing a strategy for how 
to achieve that outcome with greater 
ease. 
Since coaching is a partnership, also 
ask yourself if you find it valuable to 
collaborate, to have another viewpoint 
and to be asked to consider new per-
spectives.  Also, ask yourself if you are 
ready to devote the time and the en-
ergy to making real changes in your 
work or life.  If the answer to these 
questions is yes, then coaching may be 
a beneficial way for you to grow and 
develop. 
 
What are some typical reasons some-
one might work with a coach? 
 
There are many reasons that an individ-
ual or team might choose to work with 
a coach, including but not limited to 
the following: 

• There is something at stake (a chal-
lenge, stretch goal or opportunity), 
and it is urgent, compelling or excit-
ing or all of the above 

• There is a gap in knowledge, skills, 
confidence, or resources 

• A big stretch is being asked or re-
quired, and it is time sensitive 

• There is a desire to accelerate re-
sults 

• There is a need for a course correc-
tion in work or life due to a setback 

• An individual has a style of relating 
that is ineffective or is not support-
ing the achievement of one’s per-
sonally relevant goals 

• There is a lack of clarity, and there 
are choices to be made 

• The individual is extremely success-
ful, and success has started to be-
come problematic 

• Work and life are out of balance, 
and this is creating unwanted conse-
quences 

• One has not identified his or her 
core strengths and how best to lev-
erage them 

• The individual desires work and life 
to be simpler, less complicated 

• There is a need and a desire to bet-
ter organized and more self-
managing 

 
How is coaching delivered?  What 
does the process look like? 
 
The Coaching Process—Coaching typi-
cally begins with a personal interview 
(either face-to-face or by teleconfer-
ence call) to assess the individual’s 
current opportunities and challenges, 
define the scope of the relationship, 
identify priorities for action, and estab-
lish specific desired outcomes.  Subse-
quent coaching sessions may be con-
ducted in person or over the tele-
phone, with each session lasting a pre-
viously established length of time.  
Between scheduled coaching sessions, 
the individual may be asked to com-
plete specific actions that support the 
achievement of one’s personally priori-
tized goals.  The coach may provide 
additional resources in the form of 
relevant articles, checklists, assess-
ments, or models, to support the indi-
vidual’s thinking and actions.  The du-
ration of the coaching relationship var-
ies depending on the individual’s per-
sonal needs and preferences.  
Assessments—a variety of assessments 
are available to support the coaching 
process, depending upon the needs and 
circumstances of the individual.  As-
sessments provide objective informa-
tion which can enhance the individual’s 
self-awareness as well as awareness of 
others and their circumstances, provide 
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a benchmark for creating coaching 
goals and actionable strategies, and 
offer a method for evaluating pro-
gress.  
Concepts, models and principles—A 
variety of concepts, models and prin-
ciples drawn from the behavioral sci-
ences, management literature, spiri-
tual traditions and/or the arts and 
humanities, may be incorporated into 
the coaching conversation in order to 
increase the individual’s self-
awareness and awareness of others, 
foster shifts in perspective, promote 
fresh insights, provide new frame-
works for looking at opportunities and 
challenges, and energize and inspire 
the individual’s forward actions.  
Appreciative approach—Coaching in-
corporates an appreciative approach.  
The appreciative approach is 
grounded in what’s right, what’s 
working, what’s wanted, and what’s 
needed to get there.  Using an appre-
ciative approach, the coach models 
constructive communication skills and 
methods the individual or team can 
utilize to enhance personal communi-
cation effectiveness.  The apprecia-
tive approach incorporates discovery-
based inquiry, proactive (as opposed 
to reactive) ways of managing per-
sonal opportunities and challenges, 
constructive framing of observations 
and feedback in order to elicit the 
most positive responses from others, 
and envisioning success as contrasted 
with focusing on problems.  The ap-
preciative approach is simple to un-
derstand and employ, but its effects 
in harnessing possibility thinking and 
goal-oriented action can be profound.  
 
How long does a coach work with an 
individual? 
 
The length of a coaching partnership 
varies depending on the individual's or 
team’s needs and preferences.  For 
certain types of focused coaching, 3 
to 6 months of working with a coach 
may work.  For other types of coach-
ing, people may find it beneficial to 
work with a coach for a longer period.  
Factors that may impact the length of 
time include: the types of goals, the 
ways individuals or teams like to 
work, the frequency of coaching 
meetings, and financial resources 
available to support coaching.  
 
Within the partnership, what does 

the coach do?  The individual? 
 
The role of the coach is to provide 
objective assessment and observa-
tions that foster the individual’s or 
team members’ enhanced self-
awareness and awareness of others, 
practice astute listening in order to 
garner a full understanding of the 
individual’s or team’s circumstances, 
be a sounding board in support of pos-
sibility thinking and thoughtful plan-
ning and decision making, champion 
opportunities and potential, encour-
age stretch and challenge commensu-
rate with personal strengths and aspi-
rations, foster the shifts in thinking 
that reveal fresh perspectives, chal-
lenge blind spots in order to illumi-
nate new possibilities, and support 
the creation of alternative scenarios. 
Finally, the coach maintains profes-
sional boundaries in the coaching re-
lationship, including confidentiality, 
and adheres to the coaching profes-
sion’s code of ethics. 
The role of the individual or team is 
to create the coaching agenda based 
on personally meaningful coaching 
goals, utilize assessment and observa-
tions to enhance self-awareness and 
awareness of others, envision per-
sonal and/or organizational success, 
assume full responsibility for personal 
decisions and actions, utilize the 
coaching process to promote possibil-
ity thinking and fresh perspectives, 
take courageous action in alignment 
with personal goals and aspirations, 
engage big picture thinking and prob-
lem solving skills, and utilize the 
tools, concepts, models and principles 
provided by the coach to engage ef-
fective forward actions. 
What does coaching ask of an individ-
ual?  To be successful, coaching asks 
certain things of the individual, all of 
which begin with intention. 

• Focus—on one’s self, the tough 
questions, the hard truths--and 
one’s success 

• Observation—the behaviors and 
communications of others 

• Listening—to one’s intuition, as-
sumptions, judgments, and to the 
way one sounds when one speaks 

• Self discipline—to challenge exist-
ing attitudes, beliefs and behaviors 
and to develop new ones which 
serve one’s goals in a superior way 

• Style—leveraging personal 

strengths and overcoming limita-
tions in order to develop a winning 
style 

• Decisive actions—however uncom-
fortable, and in spite of personal 
insecurities, in order to reach for 
the extraordinary 

• Compassion—for one’s self as he or 
she experiments with new behav-
iors, experiences setbacks—and for 
others as they do the same 

• Humor—committing to not take 
one’s self so seriously, using humor 
to lighten and brighten any situa-
tion 

• Personal control—maintaining com-
posure in the face of disappoint-
ment and unmet expectations, 
avoiding emotional reactivity 

• Courage—to reach for more than 
before, to shift out of being fear 
based in to being in abundance as 
a core strategy for success, to en-
gage in continual self examination, 
to overcome internal and external 
obstacles 
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