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Coaching Presence
What keeps you from it?

©2013 Pyramid Resource Group
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Questions? 
What needs work?

© 2013 Pyramid Resource Group

Questioning is perhaps one of the 
primal acts of mind, aside from the 
even more primitive acts of 
representation, symbolization, and 
conceptualization. Yet what happens 
when we direct questioning upon 
itself? What can we discover thus? 
Socrates was wise to direct us ever 
back to the source of our questioning.         
Elena

The question 
behind the question?

ICF Coach 
Competencies

1. Meet ethical guidelines and 
professional standards

2. Embodies a Coaching Mindset

3. Establishes & Maintains 
Agreements

4. Cultivates Trust and Safety

5. Maintains Presence

6. Actively Listens

7. Evokes Awareness

8. Facilitates Client Growth

© 2013 Pyramid Resource Group
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Competency Progression

© 2013 Pyramid Resource Group

The Coaching Conversation

“Going Deeper”

Story

Inquiry 

Source

Shift

Solution

New Action

Listen for specifics

Open Questions
Set agreement for 
session

Catch Emotions & Energy 
Ask Bolder Questions
Articulate Truths

Offer distinctions
Old Way - New Way
Create Gaps

New agreements/ 
conditions for 
satisfaction

Transactional vs Transformational

Problem or Topic Determine next step(s).

Transactional – Beyond (trans) what is occurring now to (actional) what is possible 
to do next. 

Transformational Coaching

Transformational – Beyond current thinking to formulate new insights. 
We are thinking partners to help them see beyond gaps in logic, assumptions, fears and “should” 

that get in the way of their dreams. 
Their stories change or expand with new awareness which may lead to new and better actions, or 

just letting go.
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Small Group Mentoring … 40 minutes Each

Goal – If you coach –

Demonstrate the skill you wish to hone.

Coach for 25 minutes with 15 minute review. 

©  Pyram id R esource G roup 2021

How we listen to assess your competencies

• Help them paint a picture of what they want (your attempt is what counts)

• Ask, “what makes it important now?”

• Reflect and confirm what you hear them saying are the blocks to success 
(what needs to be resolved)?

Then during the coaching when the client has an insight, check to see if the 
insight is moving them toward their desire. Finally, before or after their 
commitment to action, ask they feel good about their progress.

Goal - Agreement for the Session

• Clarify 
problem/opportunity/

• Aspiration? 

• Understand potential 
result

Reflect

• Desired result or 
outcome.

• Want to happen?

• Want more of?  

Flip It
• Why important or urgent 

now?

• What result is possible?

• What is getting in the way 
for you (may lead to new 
goal/outcome).

Explore
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Establishes and Maintains Agreements
What Do They Want, Really?

After they tell their story, summarize what you hear they want to create or 
figure out. If they indicate an action, clarity on a topic, or to better 
understand something, ask discovery questions…

• (Action) If you make the right decision or lay out a plan you feel good 
about, what would you have as a result? 

• (Topic) If you had clarity on what to do to be a better leader, connect with 
others better, handle yourself in meetings more powerfully, what would 
you achieve? OR – how would you know you had improved?

• (Understanding) What would clarity on this situation give you?

Pitfalls to 
finding the 
desired 
outcome

Grabbing 
the first 
topic

Giving a 
goal 

instead of 
an option 
to explore

Moving 
too fast to 
a solution

Assuming 
the 

outcome 
isn’t  

possible.

Leading 
the person 
to what 
you think 
is right

Confusing 
the 

problem 
with the 
outcome

©  Pyram id R esource G roup 2021

You may start to clarify what they want to create, but then you need to go 
vertical or deeper to coach them to discover the context and their perspective. 
What’s below the surface?

Be curious about the meaning of their key words, patterns you notice, fears that 
keep sending them back into their story, and any “should” clouding their 
decisions.

NOTE… SETTING THE AGREEMENT MAY sometimes TAKE MOST OF THE SESSION!

The Agreement – What Do They Really Want or Need?
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Realizing Insights 
and Securing 
Commitments

.

The Critical Book 
End of a Coaching 

Session

©  Pyram id R esource G roup 2021

To return to being present in teaching.

• Recognize emotional shifts that indicate the client 
has a new awareness, and then coach the client to 
articulate what is emerging or now known.

• Wrap up sessions effectively, giving clients a satisfied 
sense of progress toward their outcome and 
completion with the session.

• End with a commitment and note of encouragement 
even if the client needs time to think before moving 
forward.

How do you facilitate 
growth?

©  Pyram id R esource G roup 2021

Evoking Awareness –
Ask for What They See Now

Words are 
the “imprint” 

of ideas.
They are the 

tangible, 
meaningful 
expressions 
of thought.

Ideas are not fully 
conceived until 

they are put it into 
words. Aha to Insight
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Remember, their new awareness might 
trigger guilt, embarrassment, or anger. 

Let them feel through it. They will breathe 
again. 

Ask if they would be willing to share what they 
are experiencing now.

If they are willing to talk about it, you can 
move forward. If not, ask them where they 
would like to go instead. 

How to Clarify a 
New Awareness

Copyright © 2021. All Rights Reserved.
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It is important to reconfirm, modify, or change the outcome if the insight reflects 
a new direction or desire. This is the spine of the book between the book ends.

HAS THE DESIRED OUTCOME CHANGED?

Copyright © 2021. All Rights Reserved.
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They need to state the steps they will take and explore what could 
get in the way of implementing their plan.

When Insights Lead 
to Actions… 

They might say they 
now know what they 
need to do. Ask them 
to share their plans 
anyway. 
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WHAT WILL YOU 
DO?

BY WHEN?

WHAT COULD GET 
IN THE WAY?

DO YOU NEED ANY OTHER 
RESOURCES OR CAN YOU 
ASK SOMEONE TO 
SUPPORT YOUR 
COMMITMENT?

©  Pyram id R esource G roup 2021

THEN END THE 
SESSION 

or agree to start on 
a new topic.

If they feel complete, 

You can too!

©  Pyram id R esource G roup 2021

Fieldwork for Session #2

Review your Enneagram report.

Reflect on a pattern of behavior – a need that you wish 
to fully handle or a value that you wish to express more 

often. 

Need Help?  Read the Essential Enneagram to gain 
clarity. 
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Reflection

What was 
your most 
significant 
learning?
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