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 The Coach's Casebook: Mastering the Twelve Traits That Trap Us 

- Geoff Watts, Kim Morgan 

Book Summary 

  

Chapter 1 – The Imposter Syndrome 

 Imposter Syndrome – the feeling that we are not as good as others think and that will be found 

out. 

 “Treat a man as he is and we make him less than he is. 

Treat a man as though he already were what he potentially could be and we make him what he 

should be”  - Goethe 

 The feeling that “everyone else is better than me.  I am not as good as people think I am and I 

am going to get found out” 

 The classic symptoms of Imposter Syndrome are 

o Having an inability to internalize your accomplishments 

o Feeling that other people have an overinflated view of you 

o Attributing any success you have to luck or just being in the right place at the right time 

o Being fearful of being “found out” 

o Feeling like a fraud 

o Believing that the very fact that you go the job / do this work means that it can’t be that 

difficult.  Your ability to do something negates the value of it 

o Looking more at what you can’t do, rather than valuing what you can do. 

 A coach can redirect the client’s attention to positive aspects of themselves and see themselves 

from a fresh perspective 

o Get a list of strengths and qualities 

o Instances where the coachee received positive feedback 

o Ask the coachee to remember peak moments in their career where they enjoyed great 

success  

 People only change when either the pain of their current situation becomes too great or the 

pleasure on offer in the alternative situation is sufficient. 

 When embarking on a significant behavior change, it is also important to acknowledge what we 

will be losing 

 Have the coachee collect feedback about himself / herself from people whose opinion the 

coachee trusted, respected and honest 

o What do you most admire about me? 

o What do you consider as my greatest strength? 

o What do you consider even my greatest achievement? 

o What one thing could I change for my own benefit? 

o What one word sums me up for you? 
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Tools and Techniques 

 Many people with Imposter syndrome minimize their achievement and maximize their 

deficiencies – often putting their achievements to factors outside their control. 

 The “Imposter Syndrome Gap” is the difference between our perceptions of self and 

perceptions others have of us. 

 Career Timeline 

o Have the client standup and imagine that a timeline of his career is in front of him 

o Have him position somewhere in the room to represent where you are in the present 

moment of his career 

o Make him think of four or five highlights of his career highlights till date – job moves, 

promotions, training etc. 

o Make him go through his most recent career highlight and recall the moment as vividly 

as possible.   

o Consider all the strengths and skills used as well as the achievements, positive feedback 

and accolades received at that time 

o Once done, have him describe the next significant highlight. 

 The 5-5-5 Technique 

o People with Imposter syndrome have a tendency to dilute or not accept compliments.  

They will put their successes down to luck or other factors rather than internalize them 

o The 5-5-5 technique is a short form of 360 degree appraisal. 

 Think of 5 people whose opinion the coachee respects and trusts and give them 

a short form of 5 questions to complete.  The questions should take only 5 

minutes to complete 

 Ask each of the 5 people read out the answers to the coachee 

 The 5 questions  

 What one word or phrase describes me best 

 What do you think is my greatest achievement 

 What do you value most about me 

 What one thing could I change for my own benefit 

 What do you believe is my greatest strength 

 Have the person pause, after giving the answers, and during that time have the 

coachee repeat what he heard in his head. 

 Thank the person for the feedback 

 Magazine interview 

o This technique gives the coachee a legitimate device to enable them to be positive 

about themselves. 

o Have the coachee imagine they have been interviewed by a magazine of their choice 

o Have the coachee view themselves through the eyes of the interviewer who wants to 

show the client in the best possible light, showcasing all their skills, career highlights 

and qualities in order to inspire their readers 

o Some of the questions you could prompt are 

 What is unique about this person 

 What details of their life have set them apart from others? 
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 What were the reasons for them to take the path they took 

 What obstacles have they overcome along the way 

 What are the key personal characteristics that have been valuable to them 

 Who would you ask for a background quote and what would they say 

Chapter 2 – People Pleasing 

 “I cannot give you the formula for success, but I can give you the formula for failure – which is 

trying to please everybody”   - Herbert Bayard Swope 

 Saying “Yes” when you wanted to say “No” 

 People pleasing is associated with a passive behavior style; the opposite end of the spectrum is 

aggressive behavior.  The balance in the middle of the spectrum is an assertive behavior style. 

 People who demonstrate passive behavior typically 

o Put other people’s feelings and needs before their own 

o Get pushed around or taken advantage of 

o Are indecisive 

o Have a knee jerk “Yes” to requests 

o Apologize excessively 

o Feel guilty for other people’s feelings 

 Assertive communication involves knowing what we want and saying what we want in a 

reasonable, adult and calm way. 

 Being assertive means that you respect both your needs and the needs of the other person but 

it doesn’t mean that you always get what you want 

 Practicing assertive behavior also means making choices about your behavior and this 

sometimes means buying yourself some time or stalling before giving an immediate answer 

 The biggest problem with the people pleaser trap is that you are compromising your integrity, 

because you are not acting in line with how you are feeling and thinking, you are destined to be 

unfulfilled, frustrated and resentful 

 Offering excuses or reasons opens the door for people to negotiate with you and this ultimately 

makes it harder to say ‘No’ 

 Those with people pleasing habit tend to have grown up in an environment where they were 

expected to mould other people’s needs, were praised only for doing what others wanted or for 

looking after others or where their own needs were ignored 

 Tools and Techniques 

o Perceptual Positions – People with a strong people pleasing habit naturally spend a lot 

of their time seeing things from other people’s point of view 

 Three positions are used  - first from your own perspective, seeing it through 

your own eyes, accessing own thoughts, feelings and needs and being fully 

“associated” in that position.   

 The second involves standing in the shoes of somebody who is actively involved 

in the situation – often the ‘other person’ 

 The third position entails taking a detached, observer’s view of the whole 

situation.   

 At the end of which, have the coachee comment on what they have seen, heard 

and think about the situation.   
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 By creating three clearly defined spaces they have an opportunity to practice 

expressing their needs. 

o Assertiveness practice – Developing assertiveness will enable your client to learn to take 

into account their own needs as well as needs of other people 

 Practice saying a “No” if their basic needs are not being met 

 Set some boundaries to their people pleasing, by applying some constraints.  

Saying, “I can help you, but I can spend only 30 minutes on that” or “I will get 

back to you at the end of the week” 

 Help your client to do something for themselves and only themselves – 

watching a movie, eat somewhere etc. 

o Relationships audit – Sometimes it is important for “people pleasers” to assess how the 

people with whom they surround themselves are affecting their behavior. 

 Ask them to make a list of as many people they can think of in the network of 

friends, family and colleagues 

 Ask them to think about each of these people in turn and ask them to consider 

which of the following categories they fall into : 

 Supporter – who is there by your side, and boosts your confidence 

 Vampire – someone who seems to suck your energy, confidence and 

life out of you. 

 Role Model – a person whom you admire, look up to and respect 

 Consultant – someone who has the information or influence that can 

help you achieve your goals. 

 TILIS friend – a friend who “Tells It Like It Is” without holding back. 

 Enemy – a person who actively does not want you to succeed and 

undermines your efforts. 

 Have them look at the various categories of people – does one group outweigh 

the other? 

 Ask your client to consider whether they want to keep each of these people in 

their life.  Encourage them to seek out people who value and respect them for 

who they are and not what they do and then spend more time with those 

people. 

Chapter 3 – Going to Excess 

 “Moderation is a fatal thing.  Nothing succeeds like excess” – Oscar Wilde 

 Often when someone is doing things to excess – eating, drinking, gambling, drugs, 

spending, sex – they have a feeling of emotional emptiness inside them that they are trying 

to fill with other things. 

 “Human Givens Audit” by Joe Griffin and Ivan Tyrell is a good technique to identify one’s 

unmet needs and how it is compensated in other ways 

o The core of the Human Givens approach is the idea that all human beings have a set 

of needs and guidance system which ensures that these needs are met – sometimes 

at any cost.   

o The emotional needs – which forms part of the “Wheel of Human Givens”  include 

 Security – a safe territory and the space to unfold well 
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 A sense of autonomy and control 

 Feeling part of a wider community 

 The need to both give and receive attention 

 Friendship, fun love and intimacy 

 A sense of status within social groupings 

 A sense of achievement 

 The need for meaning – being stretched 

 The need for privacy 

o Fear of Missing out (FOMO) is where someone experiences anxiety as a result of 

comparing their current lifestyle to what they believe or perceive others are doing 

 Tools and Techniques 

o Attribute Shopping – Sometimes being presented with an abstract, hypothetical scenario 

can shift the client’s thinking and allow them to rationally evaluate their behavior from a 

new perspective 

 Attribute shopping is a visualization exercise – shopping for personal attributes. 

 Start with what attributes or characteristics would you shop, if you were 

“Creative” 

 Next look at the attributes which is “Doing things to the extreme” – there might 

be a warning label at the back, talking of side effects or risks 

 Next have a look at “Doing things in moderation” – what are the attributes or 

characteristics would you buy.  What is compelling about it? 

o Mindfulness – One of the aims of coaching is to promote a greater sense of awareness 

within the client, to help them know themselves better and be able to manage 

themselves more effectively. 

 Prepare your client with a brief explanation of mindfulness, that they can expect 

to be guided through a form of meditation focused on developing a greater 

awareness of what we are thinking feeling and experiencing, without judgment. 

 The ultimate aim of this exercise is for the client to be able to reproduce this 

when they feel in danger of going in excess.   

 By practicing a mindfulness exercise, they should be in greater control of their 

thoughts and be able to let go of any unhelpful or destructive thought that they 

might be having. 

o Modelling internal strategies – Modelling is the process of determining the internal and 

external processes required to exhibit a particular behavior 

 Ask your client to think of a specific situation where they don’t go to excess and 

ask them to talk them through it as if you were some one completely new to 

human behavior. 

 As a coach prompt them with some questions such as  

 What goes through your mind before you do this 

 Why do you do this 

 What do you say to yourself 

 What do you feel 

 What thoughts do you have about this situation 

 Do you have any pictures or images in your mind 
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 What keeps you motivated to do this 

 What is the trigger to you doing this 

 Once your client has explained in detail how they manage to avoid going to 

excess in this particular circumstance, ask them to repeat their strategy to 

enable them to bring it to mind when needed. 

Chapter 4 – Fierce Independence 

 “Don’t go where the path may follow. Go instead where there is no path and leave a trail” – 

Ralph Waldo Emerson 

 People with a strong fierce independence trait rarely work for long in conventional 

corporate environments 

 Harvey Coleman – PIE Model – Performance, Image and Exposure 

a. Performance – how good a job we do, what results we deliver.  Approximately 

counts for 10% of our success 

b. Image – not merely how we are seen but how we are experienced by others, our 

personal brand.  Counts for 30% 

c. Exposure – ensuring the right people know us – inside and outside of our 

organization. Counts for 60%. 

 The Miracle question – developed by Steve de Shazer and Insoo Kim Berg – focusses on 

what the client wants to achieve and works by making conscious all the ways in which the 

client is already creating their ideal future.  It begins with the simple question 

“Suppose tonight, while you slept, a miracle occurred.  When you awake tomorrow, 

what would some of the things you would notice that would tell you that your life 

has suddenly become better?” 

 Tools and Techniques 

o Walk a mile - many coaching techniques involve changing the client’s perspective 

and enabling them to see the world from another viewpoint.   

 This technique enables your client to experience being someone different 

for a day. 

 Instead of adopting their usual behaviors, attitudes and dress, they can 

choose to be someone completely different for 24 hours of their life. 

 After a day in someone else’s shoes, they will have gained lots of insights 

about their ability to choose their behaviours and knowledge that they have 

access to a wider range of behaviours than they think. 

 One possible outcome of this technique is that your client may decide to 

keep doing things as they previously were.  Alternatively, the technique may 

encourage your client to change some of their habitual behaviours. 

o Coach the System – sometimes coaches have a wider brief to work with teams as 

well as individuals.  Coaching a team might help those who have become trapped by 

their fierce independence to understand their rights and responsibilities. 

 It is possible that people with a streak of such fierce independence could 

leave the organization. 
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 By focusing on the environment in which the client is operating – including 

the team which they are part of, it is possible for fiercely independent 

people not only to stay in the organization, but to thrive. 

o Dependency check - fierce independence means that we do not like to rely on others 

at all.  At its most extreme, this can lead to mistrust of others and avoidance of 

intimacy. 

 The following questions can be used to explore together in a session to be 

reflected and worked through later 

 In what situations have you shied away from any kind of dependent 

position? 

 In what situations have you allowed yourself to depend on 

someone? 

 What do you fear from dependency? 

 What do you gain by being fiercely independent? 

 What price do you pay for being fiercely independent? 

 Other useful techniques to bring into this analysis include 

 Perceptual positions 

 Human Givens Audit 

 Inner Boardroom – to provide a practical tool for creating more 

rounded decision 

 Know How – to consider a potential future where their fierce 

independence goes unchecked compared to a future where they 

bring into balance 

 Stretch zone – to create a plan for steady reducing their fierce 

independence 

Chapter 5 – Cynicism 

 Don’t expect anything good to happen.  Prepare yourself for the worst so you won’t be 

disappointed. 

 Cynicism can be defined as an attitude of negativity and a general mistrust in others and their 

motives. 

 Cynicism develops when people put in effort to achieve something and then have their hopes 

dashed.  The gap between their expectations and reality leaves them feeling helpless – “No 

good will come of this and it’s not worth any of us trying” 

 Studies suggest that cynicism is not only detrimental to performance but also contagious. 

 Developing resilience (our ability to recover from setbacks and disappointments) is one way to 

avoid a trait of cynicism trapping us into a defeatist outlook.   

 Energy Investment Model – Claude Lineberry – designed to enable us to identify levels of 

motivation in relation to a task in terms of attitude and willingness to expend energy on the 

task. 

o Our attitudes and levels of energy are often shaped by our past experiences, particularly 

in an organizational context. 
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 Individuals scoring low on both axes of the model are categorized as “Victims” – or 

“Walking Dead” or “Deadwood” – who add very little value to the organization. 

 Spectators have a positive attitude but low energy – they tend to be right behind 

you, and may be great supporters, but do not tend to put themselves forward or put 

themselves on the line. 

 Cynics may be willing to expend energy openly criticizing the organization.  They are 

very often competent in their own work and their negativity about the organization 

might often be seen as arising from frustration. 

 The ideal employee in this model is the Player – who has a positive attitude and 

demonstrates this through their energy and behaviours at work.   

 The energy displayed by the Cynics can be used for a more positive effect within the 

organization. 

 Tools and Techniques – the following techniques may be useful to enable a client to temper 

a cynical trait and stop it becoming a trap 

o Emotional positions – it may be helpful to invite a client whose habitual viewpoint is 

a cynical one to view things from a different  

 Similar to Perceptual Positions – make the client stand in a room, visualizing 

a situation from a cynical perspective, optimistic perspective 

 Ask questions – to see which best serves them in reality 

o Good boss, Bad Boss – this can help a cynical client realize the impact of their 

behaviours on those around them 

 Ask your client to draw a line in the middle of a flipchart 

 Label one half – Good boss, the other Bad Boss. 

 Ask him to write of what all the good bosses did to make them good and 

effective 

 Then list out all the things the bosses did to make them bad or ineffective 

 For each of the actions – list out the impact it had upon them. 

Negative 

Positive 

ATTITUDE 
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 Reflect on the list in relation to their leadership behaviours and the impact it 

may be having on others 

 Identify two or three changes they could make to their behaviours that 

would have a more positive impact on their colleagues 

o Positive Psychology exercises – increasing feelings of positivity can help reduce 

cynicism and anxiety while simultaneously increasing wellbeing and resilience, 

giving a more balanced view of life. 

 Three Good Things - Every night for one week or more, find three 

things that went well, write them down and reflect on your role in 

these events. 

 Gratitude visit – Client is asked to think of some body they have a 

reason to be grateful towards and write a letter to that person 

describing what the person did and how it affected the client’s life.  

Once the client has written the letter, the client is then to call the 

“gratitude recipient” and arrange to meet them in a place where 

the client can read out the letter aloud. 

 Random acts of kindness – just something as small as handing out a 

bar of chocolate to a passing motorist or paying for an extra cup of 

coffee that can be claimed by someone who can’t afford one – can 

significantly have a positive impact. 

Chapter 6 – Driven by fear 

 Often a client’s story telling may be a defense or a smoke screen to avoid the “real” 

conversation that is needed.  At other times it may be a sign of entrenched or “stuck” thinking. 

 The ways in which individuals motivate themselves can be characterized as either “towards” 

motivation (towards what the individual wants) and “away from” motivation (away from what 

the individual does not want). 

 While “away from” motivational drivers can be very effective in the short term, they have their 

limitations.  If you only have “away from” pattern, you are unlikely to motivate yourself in good 

times.   

 If you only have “towards” motivational pattern, you tend to get stuck when the goal is unclear.  

Being able to use both patterns in appropriate circumstances is key to maintaining motivation 

over the long term. 

 Writing a Nirvana letter – as if one were writing a letter towards the end of his life when he was 

living the life of his dreams and had achieved everything he wanted.. 

 It may be possible for a coach to enable a client to achieve real transformation by exploring and 

identifying the root causes of unhelpful repeating patterns of behavior. 

 Tools and Techniques 

o Know how – One way to help your client to take action is to help them create and 

evaluate two alternative potential futures that they can visualize and choose between. 

Invite the client to sit in one chair.  Set up two additional chairs so that they are facing 

the client, ask the client to define their goal for the coaching session and ask them to 

describe their present situation. 
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 Ask the client to look at the first chair and think about a time in the future 

where they haven’t changed their behavior, actions, beliefs or thought patterns.  

Have them either sit in the chair, or simply look at the chair and ask them in 

detail how they feel about their situation and themselves, visualization and 

experience specific details.   

 Once they have finished in that chair, ask them to come back to their original 

chair – and dissociate them from that future state and bring them back to here 

and now. 

 When they are ready, ask the client to look at the second empty chair and think 

about an alternative future where, instead of things staying exactly as they are, 

they have made some changes to their behaviours, actions and beliefs and 

achieved all they wanted to – and get their feelings and emotions. 

 When they are ready, ask them to move back to their original chair, bring with 

them all the wisdom, advice and learning their future selves have just given 

them.  Ask them which of these two experiences had the biggest impact on 

them to motivate them to change. 

o Push me Pull you – One objective of coaching may be for the coach to “hold the mirror 

up” to the client and enable the client to raise their awareness of their behaviours, 

thoughts and beliefs 

 Ask your client to look back at anything they have attempted in their life which 

has involved significant challenge, effort or willpower or which has taken a long 

time. E.g. learning a new skill, losing weight etc. 

 Place those attempts in two columns – one for things at which the client was 

successful and one for things at which they were unsuccessful. 

 Ask the client to think back to each of those challenges in turn and reflect 

whether they were adopting a “towards” motivational pattern or an “away 

from” strategy. 

 Invite the client to identify any patterns – under what circumstances they used 

an “away from” or a “towards” strategy. 

 Now ask the client to think of something that they would like to change and to 

list any factors that are pushing them away from their current reality and any 

factors that are pulling them to the desired change. 

 Ask the client to score each factor out of 10 by reference to the extent to which 

that factor resonates with them.  Check if any one factor outweighs the other. 

o Creative Goal Setting - sometimes we need to break outside of the normal, linear 

patterns of thinking and get a little abstract. 

 Invite your client to make a drawing of how you want your life to be.  Make it as 

bright, colourful and imaginative as you can.  You can create drawings for each 

area of your life – work, home, relationships money etc. Have lots of details in it 

– and when finished pin it to the wall so that you can have a look at it anyway.  

This can be a powerful method of making your goals come true. 

 Imagine that your life so far had been turned into a book or a movie and you 

were in charge of writing the sequel.  Map out the storyboard of the rest of your 

life – the characters, the plot, the themes.. And what is the moral of the story? 
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 Imagine you are at a party and people are talking about their work.  What might 

you hear that would really excite you and make you want to join the 

conversation?   

 Create a treasure map that represents the journey of discovery upon which you 

want to embark.  Treasure maps may have not only an X that marks the spot but 

also a number of landmarks that you must navigate around or through and 

sights that are worth seeing.  Draw these and mark them out.     

Chapter 7 – Ostrich Syndrome 

 Ostrich syndrome – people whose behaviours are characterized by denying, ignoring, or refusing 

to acknowledge awkward facts.  A client with an ostrich syndrome will react to challenging 

situations by “sticking his head in the sand” like an ostrich is claimed to do and hoping the 

problem or issue will go away. 

 There is very little chance of any progress made in coaching while the client is highly stressed 

because during periods of high stress, clients are in “survival” mode – which fires their “fight” or 

“flight” response. 

 Feedback can be hard to internalize immediately and clients often go through four stages when 

receiving feedback.  These stages of response to feedback is the SARA Model   

Surprise    Anger / Anxiety  Rationalization  Acceptance 

1. Surprise   - people are generally surprised by feedback because they don’t expect anyone to 

find anything wrong with what they are doing 

2. Anger -  This could lead to anger and anxiety worrying about the consequences, as well as 

over dramatizing and catastrophizing 

3. Rationalization – they will attempt to explain why things happened the way they did; to find 

a way of interpreting their actions.   

4. Acceptance – the final stage where some or all of the feedback eventually hits home and 

come to acceptance. 

 Use of Johari Window – a technique designed to help people develop a better understanding of 

their relationships and highlight blind spots in how others perceive them. 

 Provide a list of adjectives – and have the client and others in the team – think what describes 

him best. 

 Dunning-Kruger effect – people overestimate their own ability and tend to assume that others 

are less able than they are themselves. Such people may not be capable of acknowledging their 

own poor performance or incompetence and are likely to discount or disregard negative 

feedback.  

o They tend to overestimate their own level of skill 

o Fail to recognize genuine skill in others 

o Fail to recognize the extremity of their inadequacy 

o If trained to improve their own skill level substantially, they can then recognize and 

acknowledge their own previous lack of skill 

 Tools and Techniques 

o Try something new – One of the effective ways to help raise awareness with such clients 

is to encourage them to try something completely new.  This will allow them to 
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experience a feeling of learning as they navigate through the ‘conscious competence’ 

learning model. 

o Dream journaling – Have the client keep a notepad and a pen beside the bed for two 

weeks and when they wake up, to note down as much as they can about any dreams 

which they have had. – and have them interpret the dream and how it might relate to 

the reasons they have come to you for coaching 

o 360 degree feedback – have the client obtain feedback from a wide range of people can 

help bring blind spots and patterns to the conscious awareness of the client. 

Chapter 8 – Perfectionism 

 “Striving for excellent motivates you; striving for perfection is demoralizing” – Harriet Braiker 

 Wheel of Life – to get a visual snapshot of their life; allows the client to see what is working well 

in their lives and what isn’t going well.    

o Relationships 

o Friends and family 

o Health and fitness 

o Learning 

o Voluntary work 

o Work 

o Money 

o Social life 

 Daniel Goleman identified 6 Leadership styles – effective leaders will adopt a style most suitable 

to the situation at hand 

o Coercive - about command and control.  Appropriate for an emergency / turnaround 

situation 

o Visionary – attempts to engage followers with a picture of a compelling future. Inspires 

the team to join the journey. 

o Affiliative – focusses on building great morale and team spirit; focus on the well being of 

the team than the task. 

o Democratic – participative and facilitative, involving all members of the team in decision 

making. 

o Pace setting – relies on setting high standards and modelling them.  Effective for 

improving technical performance and showing how things are to be done 

o Coaching – developing the employees through questioning, listening, challenge and 

support.  Encourages self-responsibility and independent thinking. 

 Transactional coaching brings about a change purely at a behavioural level and its effects may 

therefore be short-lived whereas transformational coaching brings about change at the deeper 

level of beliefs and is usually more enduring. 

 Typical coaching questions 

o What could get in your way? How would you overcome these obstacles? 

o What support would you need? 

o Who will be the best sponsor or advocate for your project? 

o What will be the costs of doing this – financial or otherwise? 

o What resources would you need? 
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o What haven’t you thought of? 

o What other options do you have? 

o What will be the benefits of doing this - financial or otherwise? 

o How will you measure success? 

o What will be the first steps and when will you take them? 

 Tools and Techniques – setting high standards will often lead to great achievements, but if those 

standards become unrealistic, then dissatisfaction is the likely result. 

o Define perfection – ask the client what ‘perfect’ means to them.  Perfectionism may be 

based on a lot of false assumptions and a coach can help to draw attention to and 

analyze these assumptions. 

o Inner Boardroom – invite your client to imagine that they have a board of directors 

governing their lives.  On this board are a number of people, real or imaginary, who 

influence your client’s life.  Once the boardroom is set up, some questions which could 

be useful are  

 Who is in charge 

 Who else is there 

 Who is holding back your progress 

 Who is being listened to most 

 Who is not being heard 

 If you could have any one in the world in your Board of Directors, who would 

you invite 

 Is there any one you would like to remove 

 Would changing their positions around the table affect things 

 Do you have too many or too few people on the board 

 Do you have the right balance of positive or negative voices in the board 

o Wheel of life – designed to enable the client to determine how satisfied they are with 

various aspects of life.  Once they have accessed all eight areas, some questions you 

could ask are 

 Does anything stand out for you 

 What is your overall feeling, looking at the wheel 

 What would you talk about or look at first 

Chapter 9 – Procrastination 

 Procrastination is the delaying or postponing of an action so that there is a significant time lapse 

between when someone intends to do something and when they actually do it. 

 People with a tendency to procrastinate employ various conscious and unconscious tactics to 

avoid doing something including 

o Filling their time with unimportant jobs, rather than getting on with more important or 

pressing tasks 

o Finding ‘displacement behaviours’ which prevent them from doing the work which they 

need to do almost immediately after sitting down to work – such as checking social 

media, listening to music etc. 

o Waiting for the moment to be ‘right’ before taking up the task 

 Some  of the causes for procrastination include – which could addressed through skills training 
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o Task appears to be overwhelming 

o Not possessing the knowledge of skills to complete the task 

o Lack of time management skills 

o Inability to prioritize 

 The other more complex reasons for procrastination require a coaching approach – and they 

include 

o Fear of failure - Am I able to do this?  “It’s not that I failed, it’s that I didn’t have enough 

time to succeed” 

o Perfectionism – struggle to make decisions because they are always looking for the 

perfect outcome 

o Lack of assertiveness – Saying ‘yes’ to too many things and too many people.  Such 

people cannot say a ‘No’ without feeling guilty. 

o Lack of autonomy – a client feeling a lack of control.  May be delaying a task as a means 

of seeking to exert some autonomy over a situation. 

 Activities to combat procrastination 

o Write down all the reasons for delaying the task and then create a convincing argument 

against each one 

o Break the task into small manageable chunks 

o Tell other people what they are going to be doing in order to introduce an element of 

accountability and peer pressure. 

o Schedule a realistic timeslot each day to get a little bit done 

o If the task seems overwhelming, remind themselves of their past achievements so that 

they know they are capable of succeeding in this task. 

 Tools and Techniques 

o Step up and Speak up – though enabling the client to identify clear goals and focus on 

the wider benefits of achieving the goal, coaches can enable clients to greater 

commitment to the goal and reduced procrastination. 

 Stepping up – can help us thing about thinking bigger than the immediate 

outcome. 

 Verbalizing commitments can increase the chances of completing a task. 

o Identity based goals – procrastination is not just about putting things off, but it is also 

our relationship to that task and how the task relates to our personal drivers. 

 I am the kind of person who … has a lot of experience to share / likes the idea of 

publishing a book / always finishes what they start 

o Shrink it down – making things smaller can enable quicker progress 

 Breaking down a task makes it less overwhelming – and can be tackled easier. 

 Set constraining options  - e.g will not spend more than 20 minutes analyzing 

any decision or not write more than 500 words in a day 

o Some strategies for battling procrastination involves  

1. Categorize the decision 

2. Define or redefine successful outcomes 

3. Solicit opinions from people you respect 

4. Make the decision, reflect and store the data 

Chapter 10 – Performance Anxiety 
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 Perhaps the most common form performance anxiety is associated with giving a presentation or 

a speech in public, but other situations where this is common include job interviews, exams, 

customer meetings etc.  Some of the common symptoms include 

o Shallow and uncontrollable breathing 

o Unclear thinking 

o Dry mouth 

o Nausea 

o Moist hands 

o Impaired sense of time 

o Trembling 

o Muscle tension 

o Loss of balance 

 When faced with danger, our instinctive reactions are trigged to prepare us either to fight off 

the danger or to run away as fast as possible. Our heart rate intensifies, adrenalin is produced, 

our digestive system shuts down and our muscles tighten in order to prepare us for either 

defense or retreat. 

 Comfort Zone – Stretch Zone – Panic Zone 

o The stretch zone is an area in which we experience some degree of discomfort but is the 

area where learning and growth is most likely to occur and where confidence may grow. 

o If we stretch too much too soon however, then we can end up in the ‘panic’ zone where 

we are unlikely to be capable to learning or growth 

 Tools and Techniques – Many performers suggest that they need a certain degree of nervous 

tension to push them to prepare effectively to generate the levels of adrenaline and excitement 

which they need to perform at their best. 

o Power Pose – Adopting the body posture of someone who is confident and powerful can 

generate feelings of confidence and power 

o Prepare and Practice – Help your client to leave as little to chance and think through 

some contingency plans 

 Help the client automate the recall process as much as possible both by 

practicing and by trying to recreate in practice the atmosphere of the real 

performance as far as possible. 

 Also help the client plan for any contingencies – the confidence that they have 

other plans up their sleeve will definitely give them a boost 

o Anchoring – coaches can help their clients to develop strategies to manage the 

inevitable tendency for focus to drift off into the future or back in the past 

 An ‘anchor’ is a small movement or action – for example squeezing yoru left 

earlobe or tapping your foot – that is deliberately associated with a particular 

feeling or state of mind so that after enough practice, simply repeating that 

action can bring the desired feeling or state of mind 

Chapter 11 – Searching for Fulfillment 

 ‘I want to look forward to work;  I want to enjoy what I do’ 

 One question that can be asked – ‘if money were of no consideration to you and you had no 

current ties, what work would you choose to do?’ 
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 50 value cards – narrowed down to 10 to 5 – and then ask the client to make a sentence out of 

the 5 cards picked.  E.g.  Autonomy, Challenging problems, Change and Variety, Integrity and 

Meaningful work   -> I like my work to be meaningful and varied.  I like solving my problems with 

autonomy and integrity’ 

 In order for any form of significant change to happen, clients need to have an appropriate level 

of belief that they have an internal locus of control 

 Whenever we are doing something that does not meet our values and needs, we are likely to 

feel unfulfilled. 

 Tools and Techniques 

o Nirvana Letter – the best way to predict the future is to create it.  The best to create the 

future is to visualize it. 

 The coach asks the client to imagine themselves 10-30 years from now – when 

all their dreams have come true.   

 Then the coach asks the client to write a letter to their best friend explaining in 

great detail what they have done in the time between now and then 

 They are asked to be as vivid, specific and reflective as possible – within the 

bounds of relative reasonableness. 

 Questions like 

 What kind of life have they led 

 What have they achieved in their career 

 What steps did they take to accomplish these achievements 

 What is the state of their family life 

 How have their hobbies or interests developed 

o 50 values – Helping the client to establish clarity regarding their values and to act more 

in alignment with those values can create an increased sense of fulfillment 

o Then ask the client to select the ones they associate themselves with and to 

discard the rest – until they have narrowed it down to six values 

o Looking at the six selected, ask your client to state how much, on a scale of 1 – 

10, they believe they act in alignment with each of them 

o Finally ask the client to state what specifically they can do to increase the 

alignment scores 

o The Caterpillar question  

 “Based on all the actions and behaviours of your life so far, how would you 

objectively define yourself” 

 Examples – Someone with good intentions, but who never really hit the 

heights.  A helpful person whose desire to help others has held them 

back.  A perfectionist who always does things right but not always the 

right things. 

 Once the client has a realistic statement of their current definition ask them to 

rewrite the message that they send out to the world, creating their ideal 

definition – and then encourage them to look for what they need to do in order 

to make those changes for themselves. 

Chapter 12 – Coping with Loss 
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 “Every one of us is losing something precious to us.  Lost opportunities, lost possibilities, feelings 

we can never get back again.  That is part of what it means to be alive” – Haruki Murakami 

 Kubler Ross Change Curve – developed by Elizabeth Kubler Ross in her book ‘Death and Dying’ – 

can be applied to any kind of loss such as redundancy, retirement or divorce. 

o Shock  - Surprise or shock at the event 

o Denial – Disbelief, looking for evidence that it isn’t true 

o Frustration – recognition that things are different, sometimes angry 

o Depression – low mood, lacking in energy 

o Experiment – initial engagement with the new situation 

o Decision – learning how to work in the new situation, feeling more positive 

o Integration – changes integrated, a renewed individual 

 There is no prescribed time for an individual to stay at any one stage of the Kubler Ross Change 

Curve; each individual will work through stages at the pace appropriate for them; and progress 

is not linear. 

 The Coach’s role involves  - listening, empathizing, demonstrating understanding, summarizing, 

clarifying, checking and building rapport 

 Reliving the event is an important part of coming to terms with what has happened and realizing 

that life will never be the same as it was before. 

 Tools and Techniques 

o A Thinking environment – Listening to your client with rapt attention, warmth and 

positive regard is a skill that all coaches should practice. 

 Dynamic listening – ability to listen in silence and with the powerful belief that 

giving the client the gift of time and interest will be of service to them.  Dynamic 

listening is not about listening with the purpose of formulating solutions for 

your client or to enable the coach to provide advice or information – instead 

such listening and attention will give the safety and confidence to explore their 

thoughts and feelings to come up with their own solutions 

 Telling and retelling a story allows the client to make sense of the ‘new world’ in 

which they find themselves – allowing a client to express their emotions without 

judgment is an important part of recovery from loss 

o 20 Things I Like To Do – when coping with loss, it can be empowering to reflect on your 

values, and what has previously given you joy 

 The objective is to help your client to rekindle their interest in activities that 

previously provided them joy, relaxation and balance and also look at activities 

that they may have previously never found time for. 

 Start asking your client to list 20 things they would like to do.  For each activity, 

consider asking them the following 

 How long has it been since you last did this? 

 How did you feel when you did this? 

 What do you imagine this would be like 

 Does it cost or is it free 

 Is this something you would do alone or with some one 

 When is the soonest you could do one of these things 

 Is it mind or body related 
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 When would you like to do this next 

o Derive -  getting clients away from their regular environment can open up their thinking 

and giving them fresh perspectives 

 Derive or Drift was defined as the ‘technique of locomotion without a goal’ – in 

which one or more persons during a certain period drop their usual motives for 

movement and action, their relations, their work and leisure activities, and let 

themselves be drawn by the attractions of the terrain and the encounters they 

find there’. 

 The coach begins by walking alongside their client and asking them to ‘drift’ or 

wander without a goal. Encourage the client to soak in the sights, the sounds, 

sensations and smells around them and invite them to notice which particular 

things are capturing their attention.  This could possibly have some metaphoric 

or symbolic purpose in which the client may not be conscious. 
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Appendix 

50 Values 

 

Achievement  Helping 
others 

Quality Advancement Honesty Recognition Challenge Independence 

Challenge Religion Change Influencing 
others 

Reputation Community Competence Competition 

Cooperation Creativity Decisiveness Democracy Effectiveness Efficiency Excellence Excitement 

Inner harmony Integrity Involvement Job tranquility Knowledge Leadership Loyalty Meaningful work 

Nature Personal 
development 

Freedom Responsibility Security Self respect Sophistication Stability 

Status Supervising 
others 

Wealth Wisdom Work under 
pressure 

Work with 
others 

Friendships Power and 
authority 

Working alone Timeliness Privacy      
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20 things I like 
to do 

● ● ● ● ●   ●    ● 

360 degree 
feedback 

 ●  ● ● ● ● ● ● ● ●  

5-5-5  ●  ●   ● ● ●  ●   
50 values  ● ●     ●    ● 
Anchoring ● ●   ● ●    ● ●  
Assertiveness 
practice 

     ●  ●  ● ●  

A thinking 
environment 

● ●        ●  ● 

Attribute 
shopping 

 ●   ● ●  ● ●  ●  

Career timeline ● ● ● ● ●     ● ●  
Coach the 
system 

● ● ● ● ● ● ● ● ● ● ● ● 

Creative goal 
setting 

  ●      ● ● ● ● 

Define 
perfection 

    ●    ● ●  ● 

Dependency 
check 

   ●    ●     

Derive ● ●        ●   
Dream 
journaling 

 ●  ● ● ● ●   ● ● ● 
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Emotional 
positions 

● ● ●       ●  ● 

Energy 
investment 
model 

 ●     ● ●    ● 

Good boss, bad 
boss 

 ●  ● ● ● ● ● ●    

Human Givens 
Audit 

 ● ● ● ●   ●    ● 

Identity based 
goals 

 ●  ● ● ●  ● ● ● ● ● 

Inner 
boardroom 

   ● ● ● ● ● ● ●   

Johari window  ●  ● ● ● ●   ●   
Know how  ● ● ● ● ● ● ● ●  ● ● 
Leadership 
styles 

 ●  ● ●   ● ●    

Locus of control ● ●          ● 
Low frustration 
tolerance 

 ●  ● ●      ●  

Magazine 
interview 

  ● ● ● ●     ● ● 

Miracle 
questions 

   ●         

Mindfulness ● ●  ● ● ● ●  ● ●  ● 
Modelling 
internal 
strategies 

 ● ●  ● ●   ● ● ●  

Nirvana letter ● ● ●        ● ● 
Perceptual 
positions 

● ●  ● ● ● ● ● ● ●   

Performance 
impact 
exposure 

 ●  ●     ● ●   

Positive 
psychology 

● ● ●   ●   ● ●  ● 

Power Pose  ●    ●    ●   
Prepare and 
Practice 

     ●    ●   

Present 
Moment Focus 

●        ● ● ● ● 

Push Me Pull 
you  

 ● ● ● ●      ● ● 

Relationships 
Audit 

● ●  ● ●   ●     

Shrink it down ● ●   ●    ● ● ●  
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Step up and 
Speak up 

  ● ● ● ●     ● ● 

Stretch zone ● ●  ● ●   ●     
The caterpillar 
question 

  ●   ●  ●    ● 

Try something 
new 

● ●     ●      

Walk a mile  ●  ●  ●  ● ● ● ●  
Wheel of life  ●  ● ● ●  ● ●  ●  

 

 

 

 

 

 

 

 

 


