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The Magnificent Coach 

To Lindagail, Stephen and Christine 

for the inspiration, the skills and the courage 

to be and do my best work.

This guide is for coaches who are committed to their professional development and 

who want to become more masterful in offering their clients exceptional coaching. 

I encourage you to begin by embracing these objectives:

•  Hone my coaching skills by learning and applying new tools

•  Increase coaching mastery by embracing my responsibility of being the 

     expert of the coaching process

•  More skillfully develop my own unique coaching style by discovering how 

     to leverage my strengths

•  Embody the coaching approach by ensuring that I approach each client as a 

     whole person who has the expertise they need to establish and meet their goals

•  Ensure that I consistently coach the person, not the problem

•  Become aware of my own areas for both personal and professional growth 

     so that I never become stagnant as a coach

If I have seen  
further, it is by 
standing on the 
shoulders of 
giants. 
    - Sir Isaac Newton
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Why I Believe in The Power of Coaching

I began my career as a psychotherapist and have many years of experience as well 

as  training in a variety of modalities such as Generative Psychotherapy, Hakomi, 

Sensorimotor Psychotherapy,  and Ericksonian Hypnotherapy. However, in 2010 I 

began a shift away from traditional therapy and into Somatic Coaching. 

Sometimes the differences in therapy, consulting and coaching can get confusing. 

Coaches work on helping an individual excel — this can include life coaches, 

business coaches, executive coaches, and mentors. Consultants give very 

specialized advice on specific situations. Therapists often focus on healing or 

on treating mental illness — they can include mental health counselors, therapists, 

and psychotherapists.

The communication skills used by these professions are similar – such as asking 

questions, active listening, and summarizing. Yet there are very distinct differences 

in their approaches. 

Here are some of the differences between life coaching and therapy:

LIFE COACHING

•  Focuses on helping you reach your full potential.

•  Motivates and inspires you to achieve more than you believe is possible.

•  Helps you clarify goals, identify obstacles and problematic behaviors.

•  Assists you to create an action plan or systems to achieve desired results.

•  Keeps you accountable by measuring your progress through set key performance  

     indicators and specific behavioral outcomes and goals.

•  Enables you to take control of your life and make mindful choices.

•  Empowers you to get what you want by thinking and acting resourcefully.

•  Poses questions that reveal new realities and opens new opportunities.

THERAPY

•  Focuses on healing emotional and mental wounds to bring you to a healthier state.

•  Analyzes the past as a tool for understanding present behaviors.

•  Diagnoses and resolves problematic beliefs, behaviors, relationships, feelings 

     and physical responses.

•  Changes self-destructive habits.

•  Gives you a sense of how you’re presenting yourself to others.

•  Offers insight on how your emotions affect your everyday life.

Coaching 
vs.
Therapy
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WHAT IF THERAPY IS NEEDED BY A COACHING CLIENT...

You may begin coaching a new client and then come to realize that what they really 

need is therapy. If your client isn’t functioning well in their daily activities, isn’t pro-

ductively managing their behavior, or isn’t making any progress towards their goals, 

these could be signs of a deeper mental health issue. It’s not within your role as the 

coach to provide a mental health diagnosis or treat mental health issues. Instead, 

you should refer your client to a professional that can provide these services.

 

The Somatic Component

During my formative year as a therapist, I discovered the importance of understanding 

our own embodied experience. Our body is built through a lifetime of experiences. 

Whether through positive or negative experiences, we embody our sense of self, 

others and the world around us, from how we are raised and how we make sense 

of that experience, create muscle and tissues that hold these memories in place.

I was initially introduced to The Feldenkrais Method® in 2009, in an effort to 

address some chronic back pain. It is a somatic, or body-oriented, intervention 

designed to help people reconnect with their bodies, increase vitality, coordination, 

and achieve overall improved well-being. Though this approach is primarily physical 

in nature, bodily changes such as improvement in function often have a positive 

impact on all areas of a person’s life. 

This experience and education deepened my understanding of somatic awareness 

and how to support people with deeper awareness. We are connected beings — 

our emotions and thoughts cannot be separated from our body sensations or 

beliefs. Basically, this coaching approach encompasses the entire body and is 

much more results-driven and future-oriented than traditional therapy.

In 2010, I began transitioning my private practice from traditional therapy to 

somatic coaching. While I still benefit from my years of experience as a therapist, 

I find that Somatic Coaching attracts clients that are committed to meaningful 

and purposeful lives. Rather than focusing on past problems and relying on the 

medical-model, my focus with clients is now on future goals and the overall 

development, wellbeing and growth of the individual. 

I believe in the power of coaching to help people transform. Coaching depathologizes 

people’s issues and puts them in the driver seat of their life. Time after time, 

I’ve seen clients improve their emotional, mental, physical health while attaining 

specific professional and life results beyond what they believed to be possible. 



The essence of coaching 

is being able to be in a 

relationship with others 

that generates trust, holds 

a safe space to explore 

whatever is on their 

agenda, asks powerful 

questions that enable 

them to generate their own 

answers so they can create 

the kind of living that they 

seek. In order to do that 

well, you have to have 

someone doing that for 

you so you can create 

the kind of coaching you 

want to create. 

           - Geoff Davis
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Coaches Need Coaching

I believe that focused, energetic and consistent supervision and training is absolutely 

vital to the development of strong clinicians. It is through good mentoring that I 

became a good coach. My mentor coach through the ICF certification process was 

invaluable in helping me step up my game and deepen my understanding of how 

people change and got me out of my way.

As a clinical supervisor for the State of Oregon, I enjoy mentoring beginning 

therapists and providing peer training for coaches and therapists looking to 

venture into private practice. I also participate as a lead trainer for the Institute 

for Professional Leadership and Newaves Leaders, pulling from my experience 

in Neuro-Linguistic Programming and Somatic work to help professionals 

enhance their leadership skills.

Why This Guide?
Being a life coach in my own private practice is a way of life that I love. I opened my 

own practice in 2005. At the time, there wasn’t a lot of information to help me know 

how to open a private practice and make it successful. So I began my own journey 

of discovery.

I’m eager to share what I’ve learned along the way. In this guide, excellence will be 

our focus because that’s what makes people come back over and over and make 

them want to refer their friends, too.

But before we get started, what does it mean to be a magnificent coach? It certainly 

doesn’t mean being perfect. Instead, it’s a commitment to growth and excellence. 

Here’s a list of areas to focus on during your journey of discovery.

The 10 Keys to Being a Magnificent Coach

1.  Emotional stability and availability. Your clients will need you at crucial junctures 

in their lives. If you are not emotionally ready to manage your clients’ issues, you 

will not be able to help them grow.

2.  Great listening skills and a high emotional quotient. You need to quickly dial into 

what your client is communicating, both verbally and non-verbally, as well tap into 

your powers of intuition and sensory acuity regarding what they’re not telling you. 

3.  Positive habits and routines. These keep you emotionally and physically healthy 

and motivated. Without them, your health will breakdown over time and your 

coaching practice will be unsustainable.
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4.  Personal development. You can’t bury your own problems and still be effective in 

dealing with your clients’ issues. You need to be able to navigate through your own 

problems, notice personal areas that still need work, and ask yourself tough questions.

5.  Self-awareness. The more in tune you are with yourself, the more you will be 

able to help your clients do the same. 

6.  Confidence. If you have an overwhelming need to be liked, appreciated or 

recognized, this will undermine your ability to set healthy boundaries. 

7.  Integrity. Your success hinges on who you are more than what you do. 

Your presence and how you handle challenges is the best business card.

8.  Personal principles. Instead of getting stuck, you will refer to them to guide 

you in any sticky or complex situation. 

9.  Working systems and practices. Rather than winging it or constantly reinventing 

the wheel, these ensure the sustainability and growth of your business.

10.  Commitment to growth. The coaching field is growing rapidly and you have to 

work hard to set yourself apart. Don’t stagnate! Continue developing new skills that 

are vital to your success.

As you can see so far, the goal of this book is to help you develop systems and 

strategies to make your coaching practice more sustainable. The more insight you 

have on who you are, what you need to function well and how to be consistent, 

the more you’ll be able to thrive. 

Next, let’s explore your “why”! Your why serves as a compass in the day-to-day 

mastering of your art and craft. It is so easy to get discouraged or distracted at 

times that you forget why you wanted to be a coach in the first place! 

Create Your Coaching Mission Statement

“A mission statement is not something you write overnight, but fundamentally, 

your mission statement becomes your constitution, the solid expression of your 

vision and values. It becomes the criterion by which you measure everything else 

in your life.”   – Stephen Covey

Anyone interested in personal development knows how important it is to take 

the time to think about what you want out of life. It’s the bedrock of living an 

Whatever you do, 
do it well. Do it 
so well that when 
people see you do 
it, they will want 
to come back and 
see you do it again, 
and they will want 
to bring others and 
show them how well 
you do what you do. 
 
            - Walt Disney
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intentional life – identifying what you want to contribute during your time on 

this planet. And that’s why it’s a good idea to create your own personal mission 

statement. Whether you call it a personal mission statement, passion statement, 

vision statement, personal philosophy, or declaration, it’s a concise description 

of your purpose in life that you can use to guide your actions.

As a life coach, you are in the business of inspiring, supporting, and helping people 

be held to their highest dreams and the life they most want to live, then your work 

is steeped in vision and mission every day.  And if you are helping others create 

their own vision of an incredible life and commit to the mission of attaining that it 

is important you have one for your life coaching practice. 

I find many people get bogged down trying to articulate their mission statement. 

So I want to share a simple, yet powerful formula I used when creating my mission 

statement. I followed the advice of Simon Sinek, in his book, “Start with Why.” He 

suggests that having a WHY inspires people more than telling them WHAT you do!

Sinek recommends this format to draft your WHY Statement:

TO ________________________ SO THAT _____________________________.

The first blank represents your contribution — what you’re doing to enhance the 

lives of others through your WHY. And the second blank represents the result of 

your contribution.

This simple formula provided the basis for my coaching business. 

Neways Center’s mission statement:

TO empower and inspire women SO THAT they can inspire and empower others. 

So if you don’t have a mission statement, or if the one you have needs to be updated, 

give this formula a try. It’s simple, yet effective.

TO ________________________ SO THAT _____________________________.

Set and Enforce Boundaries
“The thing that is really hard, and really amazing, is giving up on being perfect 

and beginning the work of becoming yourself.”    — Anna Quindlen

When you work with clients in a heart-centered industry like coaching, it can be 

easy to slip into a pattern of giving, and often at your own expense. Furthermore, 

when working in a smaller community, coaches run the risk of being too lax with 

their boundaries. 
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Boundaries 
in Life 
Coaching
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Coaches and others who work for themselves sometimes struggle with setting 

healthy boundaries with their clients. Boundaries can sound like a negative, but the 

fact is that having strong boundaries can be the difference between being just ok at 

coaching and truly exceptional at coaching. 

Let’s talk about boundaries: why they are important for life coaches and how to 

assess if you are operating with weak boundaries. Then, I’ll offer some great ways to 

establish the strong and healthy boundaries you need to better serve your clients 

and yourself.  Let’s jump in! 

Why Boundaries Are Important in Life Coaching  

Healthy boundaries in the coach-client relationship mean that there are clear 

limits on what is acceptable behavior for both sides. It allows both parties to 

know what to expect of the other, resulting in a fulfilling and wildly successful 

coaching relationship. 

As a coach with good boundaries, you can expect the following results: 

•  A clear understanding of your boundaries, and the ability to communicate 

     them to others

•  The ability to quickly determine when your boundaries have been crossed 

•  The confidence to know how to deal with boundary violations  

•  The ability to show respect, trust and confidence in yourself 

•  Opportunities to demonstrate credibility, integrity and strength to your clients

•  The creation of a joyful and rewarding life 

The Problem? 

This concept probably isn’t new to you. We all hear about the need for boundaries 

in personal relationships. We probably even help our clients establish boundaries 

in their work and personal lives. But why can it be a challenge for life coaches to set 

boundaries? 

As coaches, we focus on being of service to clients, giving our time, energy and 

knowledge to help them lead a more fulfilling and joyous life. We act as sounding 

boards for some of their most personal and vulnerable issues, thoughts and worries. 

Because of this, it can be tempting to give a little more time here, and a little more 

leeway there, in the spirit of being of greater service to them. 

When your boundaries are weak, you are left vulnerable to people who take 

advantage of your time, energy and resources. This leaves you feeling depleted and 
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unable to give your all to any client, and especially to yourself. Most clients will not 

do this maliciously or even consciously; it’s just what happens when you don’t set 

clear, strong boundaries around your work. 

Do You Have Weak Boundaries?

So, how do you know if you have weak or nonexistent boundaries? For many of us, it 

can be hard to see. After all, we are just taking extra good care of our clients, right? 

Taking care of your clients at your own expense is not how the coaching relationship 

should work. The good news is that there are some clear-cut signals that your weak 

boundaries are negatively impacting your life. Ask yourself the following questions 

to see if any of these resonate with you.  

Are your clients always late? Do they miss appointments without any notice? 

Are you regularly waiting on them? 

Do you give coaching services away? Are clients paying late… or not at all? 

Is the value of your services diminishing? 

Are you struggling to have a personal life? Are you getting phone calls, texts 

and emails at all hours of the day and night? Do your clients expect you to return 

their messages right away and get upset when you don’t? 

Check-in with yourself to see if and where you are sensing things like resentment, 

anger, fatigue, or feeling undervalued or underappreciated. These can be signs that 

you may need to set boundaries in these areas. 

The Bottom Line

Even if you think YOU know what you mean when you do or say something, your 

client might misinterpret and create their own stories about that gesture or phrase. 

It is important to remember that anything we do can be interpreted in ways we did 

not intend.

5 Ways to Set (and Keep) Boundaries:

1.  Write It Out

Don’t assume your client knows what you expect! Prepare a document that explains 

all of your policies and procedures and ask the client to review and sign it. If an 

issue comes up, you can refer to the document that they have agreed to. Being clear 

bo
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Self trust is 
the first secret 
of success. 
    - Ralph Waldo Emerson
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upfront can save you a lot of time and distress in the long run. Set client 

expectations early and consistently. Keep the client informed and hold your ground.

2.  Watch the Clock

Start and end on time, all the time. Unless there is a special circumstance, keeping 

firm on your schedule for every session shows that you value your time and that of 

your client. 

3.  Screen Clients Carefully

Just because someone wants coaching, doesn’t mean that they are the right client 

for you. If you notice any red flags (late for consultation calls, calls or emails late or 

often), you do not have to sign on to work with them. 

4.  Choose Your Hours

It can be very helpful to include your work hours in your email signature, contracts 

and any other documents you provide to clients. If you identify specific work hours 

for yourself, stick to them, and don’t feel obligated to respond after hours, even if 

you have the time. 

5.  Be Done With Guilt

Never feel guilty about the boundaries you set or the decisions you make. A client 

who doesn’t like your boundaries may use manipulation or guilt to change them, 

and those clients may be better served by a different coach. Setting boundaries is 

not about restriction or closing off your clients. It can actually have the opposite 

effect – creating a more powerful coach-client connection. Resist the urge to feel 

guilty about setting boundaries with clients. 

Developing and Using Intuition

Our intuition is our source of inner guidance and wisdom. As such, it clearly 

deserves as much recognition as the rational mind. Unfortunately, demands for 

tangible, “scientific” proof have caused many people to devalue their intuition, 

which is a sacred gift that deserves respect.

Maybe you recognize intuition as a hunch, an inner voice, gut instinct, common 

sense or inspiration. At all times we are unconsciously in tune with both our 

universe and our immediate environment, intuition allows us to discriminate 

the preverbal data our body is constantly picking up from the environment. 

It’s an incredible resource that is there for the taking.



Developing 
and using 
intuition
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Intuitive awareness has been described as the art of “skillful perception”—using 

our awareness to create more harmony in ourselves and the world.  Your intuitive 

awareness is your unmovable solid ground upon which you can develop exceptional 

quality as a life coach. Intuition is a method for continually staying in touch with 

your life vision or dreams enabling you to accurately live out your evolving life 

purpose. It can act as a vehicle to bring you an experience of connectedness with 

life, which is true spiritual knowing.

As a coach, you’ll learn to unlock the inspired guidance that comes from your higher 

mind, heart and soul — a powerful combination of your life experience, professional 

development and moment-to-moment sensory acuity. By increasing your attention 

on your sensory awareness, and learning how to trust and interpret sensations, 

symbols, and the imagery that is constantly streaming from your unconscious, 

you’ll find a source of information that is direct and highly useful in all aspects 

of your life.  You can apply this kind of attentiveness to various micro-aspects of 

your sessions, like problem-solving, creativity and innovation, self-guidance and 

relationships and communication.  

In coaching, intuition is what emerges when coach and client get into a highly-

connected conversation that the International Coaching Federation (ICF) 

describes this way: 

•  Coach is connected to complete trust in new and mutual state of awareness 

     that can only arise in the moment and out of joint conversation.

•  Coach is comfortable not knowing as one of the best states to expand 

     awareness in.

•  Coach is willing to be vulnerable with client and have client be vulnerable 

     with coach.

•  Coach is confident in self, process, and the client as a full partner in the 

     relationship.

•  Sense of complete ease and naturalness in conversation; coach does not have 

     to “work” to coach.

In coaching, the emergence of this intuition, or insight, is what makes the coaching 

conversation pivotal to the client’s growth. It’s often simple; however, it’s anything 

but simplistic. This type of intuition is related to Czikszentmihalyi’s idea of “flow” 

which nowadays is also referred to by  researchers as “coaching presence” or 

“personal greatness.”
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Lead Through Self-Management

The focus of my leadership coaching is on helping my clients develop self-

management practices – a range of strategies by which they can inner-direct, 

self-regulate, self-monitor and self-evaluate their own activities toward the 

achievement of objectives. 

Self-managed people are self-disciplined. Those with high levels of self-management 

skill methodically plan their approach to goals, employ the right tool for the job, 

identify blocks to their own performance and modify their approach and practices 

based on effectiveness. They are aware of their own strengths and weaknesses 

and possess a broad repertoire of tools (skills, practices, and routines) they 

activate consistently.

Self-management is an important part of coaching others – learning to keep our 

own emotions, fears and agendas in check in support of someone else’s growth 

and development. Self-management is not only a coaching skill, but it is also a 

leadership and life skill that is often underestimated in terms of its importance to 

an individual’s success. If you search online for key coaching and leadership skills, 

self-management is rarely found at the top of any list, yet without it, none of the 

other skills can be fully embraced. 

Self-management is a combination of self-awareness and the skill of recovery. The 

coach’s self-awareness lets her know when distractions have interfered with the 

coaching conversation. Once this self-awareness is noticed, the coach can quickly 

enable the skill of recovery to reconnect with the client and return to a higher level 

of listening. Exceptional coaches rely heavily on this skill to stay focused and pres-

ent while coaching and not let life’s many interruptions and demands get in the way.

As a leadership and life skill, self-management is at the core of recognizing and 

managing emotions.

In the book, “Emotional Intelligence 2.0,” by Jean Greaves and Travis Bradberry, 

it is one of the four emotional intelligence skills. The skills of self-awareness and 

self-management make up personal competence, which is a person’s ability to be 

aware of their emotions and manage behaviors and tendencies. Self-awareness 

allows you to notice your emotions in different situations and understand how you 

tend to react. This understanding allows you to reflect on the difference between 

how you react and how you want to react in certain scenarios. The skill of self-

management then follows, giving you the ability to use this awareness to manage 

how you react to situations or people. People that have strong self-awareness and 

self-management skills know how to manage their emotions — they don’t let their 

emotions manage them.

Self-management 
is not only a 
coaching skill, 
but it is also 
a leadership 
and life skill
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If self-awareness and self-management are skills that you would like to work on, 

the good news is that an individual’s Emotional Intelligence can be improved.

In fact, just thinking about self-awareness can help you improve the skill. Taking 

notice of how certain emotions impact you physically is one way to build self-

awareness For example, do you feel stress in the pit of your stomach?  Do you 

project onto others when vulnerable or tired?

One simple strategy for building self-management is improving your breathing. A 

good way to calm emotions is to take a deep breath, perhaps several deep breaths, 

giving you the time and energy to think through how you want to react to a situ-

ation. Another way is to develop and cultivate your own observer by practicing 

mindfulness and meditation. 

Emotional Intelligence skills and coaching skills go hand in hand and exploring the 

area of Emotional Intelligence is a great way to further develop and strengthen your 

skills as a coach and/or leader.

Self-Awareness & Sensory Acuity

Awareness is the first step toward change. Body-Mind Awareness is the next step 

by noticing your breath and where you experience it in your body. 

Paying attention to breathing and integrating it into your coaching deepens many 

coaching tools:

•  Enhances coaching presence 

•  Provides more information in experimenting with possibilities and the 

     rightness of choices 

•  Assists us in shifting perspectives

•  Increases awareness of sensations

Each breath we take supports our reactions, thoughts and feelings. The power of  

breath is truly the power of the present moment. 

 

Wise elders in our lives, who often suggested taking several deep breaths when we 

are anxious or before we approach a difficult task, intuitively understood that our 

breath is our ally. It is also the action we need to take before and during any steps 

toward achieving a goal. Supported by our breath, we can make important decisions 

and choices infused by the elixir of life, oxygen! 
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In a 70-90 year life span, you take about 500-630 million breaths. Isn’t it inspiring 

to know that this powerful tool is within us, just waiting to be used to its fullest 

capacity? Give yourself a breathing pause now…. What are you experiencing in 

your body and where are you experiencing it? 

To deepen your coaching skills and move you toward achieving your goals, paying 

attention to the body is a road easy to travel. By bringing attention and focus to 

your body and the nonverbal dimension in coaching conversations, you access the 

wisdom of the body and receive invaluable information. 

By making body-mind connections, you go beyond the spoken word and become 

curious about such nonverbal occurrences as: the meaning of a sigh, a certain 

stance or posture, different sensations in the body, the tone or tempo of one’s voice, 

etc. Being mindful of the nonverbal brings us into the present moment, enriches our 

here and now experiences, enhances self-awareness and empowers us to be who 

we want to be and do what we want to do. When we notice nonverbal occurrences, 

without judgment, we join with our clients in a process of discovery and awe. 

Creating Awareness for Your Client

Coaching is about your client’s agenda. If a coach begins to substitute their own 

agenda they are leading the client. This can occur, inadvertently, with questions, 

phrasing, or tone. This can also occur by not asking permission to share and, 

therefore, giving advice. 

Things to watch out for that may result in the coach directing the client rather 

than being directive in their role as a co-creator include: 

1.  Working too hard

2.  Engaging on your own ideas and attitude

3.  Wanting to be liked

1.  Clues that you may be working too hard include:

Giving away solutions:  Do you pride yourself on being a problem solver? That can 

actually be a problem when you’re coaching! You may slide into solving problems 

rather than creating possibilities for your client to solve their own problems. If you 

want to empower your client, they need to be responsible for their own growth. If 

you try to fix things by offering your own opinion and advice, the client won’t learn

Coaching 
as a
co-creator
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the process themselves and will remain dependent. That’s not the goal! Later on, 

we’ll discuss tools you can use to get your client to come up with their own agenda.

 

Tracking progress:  While you do want to track your client’s progress, you can cross 

the line if you’re overly focused on your insights.  If you’re constantly summarizing 

your conversations you could unwittingly be leading the client, rather than supporting 

them. You want your client to see and take responsibility for how far they’ve come. 

The accomplishments they celebrate will provide them precious insight on what 

they value, don’t take that away from them!

Getting sidetracked:  So much of your time as a coach is spent asking questions. 

But a danger lies in being inquisitive because you’re interested in learning more 

about the subject. After all, many of our clients are knowledgeable, interesting 

people! Don’t forget you don’t need to understand all the ins and outs of their 

situation. Ask clarifying questions only when it is relevant to the coaching process. 

Later, we’ll go into more depth on the types of questions you should be asking to 

keep you and your client on track.

Don’t be discouraged when these issues surface, every coach will experience 

these challenges from time to time. When they come up, use them as a reminder 

to yourself of the value of the coaching conversation in deepening your client’s 

connection to their inner wisdom. It’s helpful to  remember this is your client’s 

journey and your role is to support rather than direct them in their exploration 

of possibilities.

2.  Risk factors for engaging your own ideas and attitudes include:

Becoming overly-sympathetic:  Signs that you might have shifted from empathy 

to sympathy include doubting your client’s abilities, incorporating your own list 

of ‘shoulds’ to rescue them, and shifting into the role of problem-solver by giving 

advice or even doing the work for them! While at times you may need to let your 

client vent, you need to maintain your objectivity. Keep an open mind, so you 

provide a place of expansion rather than contraction. I’ll share more tools on 

how to do so below.

Jumping to conclusions:  Words have different meanings to different people. 

Especially in the beginning of your relationship, it’s important to ask what particular 

words and phrases mean to the client. You may be surprised that due to their 

background and life experience, they’re using a word in a completely different 

way than you would. When unsure, don’t guess, ask! 
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space by not 
overstepping 
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Getting sucked into your own past: Y ou have your own hotspots, we all do! 

So there is a danger when your client’s story closely mirrors your own. Without 

realizing it you begin visualizing your personal experience and becoming overly 

attached to the outcome. If you have a strong emotional reaction during a coaching 

session, take the time after the session to work through it and see how it might be 

impacting your ability to focus on your client’s story. In the moment, you can be 

candid and tell them you also get stuck at times. Discuss what they would say 

to a friend going through the same situation and help them explore their own 

reinterpretation. 

You can avoid engaging your own ideas and attitudes if you visualize the coaching 

conversation as an exchange with your client at the center. It’s your job to 

maintain this space by not overstepping your boundaries. 

3.  Clues that your desire for personal approval is clouding your 

      objectivity include:

Focusing on your client’s approval:  Worrying about whether your client likes or 

approves of you, reduces your ability to listen and coach on a deeper level. Instead, 

your mind wanders as you analyze how the conversation is reflecting on you. 

Unfortunately, this usually leads to less rapport with the client because they 

intuitively feel the disconnect. To be a truly magnificent coach, you need to be 

confident in your value, in the coaching skills you’ve honed, and in your self-worth 

regardless of outside opinion.

Lacking the confidence to share your insights:  While we’ve discussed the need 

to let the client direct the agenda, there are still times in the coaching conversation 

where you need to share your insight. If you are holding back, because you’re 

worried that you’re wrong or that you’ll be misunderstood, that’s a sign that you’re 

lacking confidence. To truly help your client you need to be direct and share your 

intuitions without assumption or attachment. Be honest with how you bring this up. 

Say something like, “I’m noticing a pattern here so I’m just going to share it with you. 

Let’s see where it goes and we can correct if needed”.

Angling for business support:  Testimonials are very helpful in building your 

coaching business, but you have to approach this the right way. This shouldn’t be 

part of your coaching conversation, you don’t want to influence that sacred space. 

Once a solid rapport has been established with your client, and at a separate time 

from the coaching conversation, feel free to ask for feedback. But don’t just ask for 

positive feedback, find out how you can improve as well. If the client feels free to 

share their experience, you will discover amazing opportunities for growth.
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It becomes clear how the natural desire for approval can become a downfall in our 

coaching relationships when it dominates our motivation. Your ability to maintain 

professional objectivity and healthy boundaries can be impaired, and once that 

happens it can be challenging to reinstitute a healthy relationship with your client.  

Becoming a magnificent coach means paying attention to these red flags on a 

regular basis. At each coaching session, be aware of your presence and how you 

are contributing to your client’s growth. As you do this, your client will benefit 

and so will you as your gifts will grow over time. 

Power Skills to Hone into Magnificence

As a coach, when you develop powerful skills in your thinking processes, 

communication styles, and forms of behavior you can achieve excellence and 

help your clients do the same.

#1  Be Non-Judgemental 

THE GOAL:  Respect all your clients. Be open to learning from them, they all have 

something to teach you, even those who will really stretch your patience.

If you bring a judgemental approach to your coaching, not only are you violating 

the ICF Code of Ethics, you’re not really coaching! That may sound extreme but 

when we allow our personal judgments into the room, we’re never fully present and 

neither is our client. They will sense the negative evaluation, even if it is unspoken, 

and will shy away from opening up to you.

If you aspire to be a magnificent life coach you must have a very strong natural 

acceptance and respect for other people, warts and all, and do your best not to 

let your biases or judgments get in the way of potentially powerful sessions. This 

approach allows you to be fully involved in the moment and listen intently. Both you 

and your client will be empowered when things are perceived through a deep sense 

of understanding.

Of course, you are going to your own opinions and biases, but when you are 

becoming a life coach you will have to learn to keep them out of the coaching 

picture, or at least own up to it before you share your perspective with your client.

#2  Be Charge Neutral 

THE GOAL:  Ensure your client is never placed in a compromised position of either 

having to promote or defend their statements.

A magnificent coach operates best when they are not supporting or opposing a 

client’s ideas but remaining in the role of questioning and clarifying. One tool that 
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is effective in doing that is remaining “charge neutral”. Your client will sense the 

energy behind your words. Charge Neutral is “no energy up” and “no energy down” 

when communicating or asking questions. This allows the client to respond without 

feeling like they need to promote or defend what they have said. 

Maintaining “charge neutral” can be challenging when your client is highly emotional. 

Yes, you need to be involved enough to be empathic and enthusiastic. Yet to be 

truly objective you must stay emotionally detached from the issue at hand or the 

outcome. Visualize a protective barrier around yourself, that allows you to see 

but not absorb these emotions. Staying calm is key to remaining objective.

#3  Be Specific with Your Acknowledgment 

THE GOAL:  Focus on your client, helping them feel valued and understood.

There is a significant difference between acknowledging your client and complimenting 

them. Compliments tend to be shallow, generic, and focused on your point-of-view 

rather than on your recipient. They’re easy to spot because you usually start a 

compliment with the word “I” such as, “I like your approach to this problem.” 

On the other hand, an acknowledgment is deeper, more specific, and focused 

exclusively on your client. When your client has followed through on something or 

risen to the occasion you want to acknowledge them with specific feedback such as, 

“You showed some real initiative and creativity in how you approached this problem.”

#4  Be a Champion

THE GOAL:  Take a stand for your client by reminding them of their values, 

strengths and abilities.

Being by your client’s side as their champion is different than being their cheerleader.  

If your client has the habit or need to seek approval, they will interpret your 

enthusiasm as permission or “the right way to do something” and this is confusing, 

misleading and ultimately disempowering. 

Benjamin Disraeli said, “The greatest good you can do for another is not just share 

your riches, but to reveal to him, his own.” When you are your client’s champion 

you highlight their strengths, values, and abilities that they may have never noticed 

or had taken for granted. This helps position them to meet new challenges with 

confidence. It’s also what can encourage them to let go of the status quo and push 

through to new possibilities.
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Timing is important when it comes to championing your client. If they are downhearted 

and discouraged, it’s not the time to try and rev them up, that’s hardly effective. 

Instead, it needs to be at a moment when your client has done something worthy of 

celebrating followed by a new challenge that has them building on their momentum. 

This combination of celebrating and challenging combines deeper awareness and 

forward movement.

#5  Be Supportive Yet Firm

THE GOAL:  Hold your client accountable for their thinking and their actions 

in a way that supports their growth.

In the initial session with your client, let them know they are paying you to 

discover with them what could be the real issues, even if that truth is not 

comfortable to them. As one of my coaches once said to me, “Maria you are not 

paying me to make you comfortable, but to point out your blind spots so you 

can move forward.” 

Sometimes being a bit provocative can get people unstuck in a very efficient way. 

A provocative approach can help discharge unhelpful, limiting thinking patterns 

and behaviors. This happens when a coach exaggerates what the client says with 

unexpected humor or with the use of a metaphor. It can help the client re-calibrate 

their pattern and highlight something important that they were previously missing. 

Examples of provocative statements:

• Well, let’s say hi to Miss negative! She just joined our meeting.

• Well, it might very well be that there is no hope for you. (Said with a smile)

• I’m pretty sure you are the only one in the world to ever experience______.

This approach hinges on the positive and genuine intent of the coach to be helpful, 

supportive and transformative. Because there is the potential to risk rapport, this 

requires a significant level of existing trust in the coach-client relationship. But 

from a position of established trust, this intervention CAN bring the most insight, 

learning and the most profound change to any session.

#6  Be a Believer in Your Client

THE GOAL:  There’s no need to fix your client so you can focus on helping them 

get the results they want, instead of what you think is best.

A magnificent coach comes from the belief that clients have the answers or they 

can find the answers if they are asked the right questions. They see their client as 

naturally creative, resourceful, competent, capable and whole. They embody the 
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point of view that nothing is wrong or broken and there is no need to “fix” the client. 

The coach is simply helping with discovering, uncovering or polishing the individual 

that people already are.

This means that the coach/client relationship is focused on getting the results that 

the client wants, not what the coach or anyone else thinks is best for the client. You 

must believe in your client’s brilliance and let them set the agenda. It is the coach’s 

task to ensure that the clients are always steering towards fulfillment and balance, 

and are able to engage in the process of their lives. 

Quite often when coaches start working with one issue or inquiry, they will find 

that there is something else underneath or behind it that will pop up. This is where 

flexibility is very important. There’s the need to follow the client’s agenda while 

keeping track of their ultimate goal while simultaneously being able and willing to 

shift, move on or adjust. I like to call this, navigating the moment, which means that 

you will deal with or just be with whatever comes up in each moment. You feel 

secure knowing that whatever arises and wherever individuals are, in this moment, 

is the perfect place for them right now. Everything that is happening is an 

opportunity for discovery, learning and movement.

Because we are human beings and not robots set to perform a specific function 

and no other, we often cannot separate or compartmentalize the different 

aspects of our lives into neat little boxes. Everything is connected in some way, 

so a magnificent coach must be able to work with aspects of every area of a 

person’s life: work, home, family, relationship, money, and intimacy and so on.

#7  Be a Coach Not a Problem-Solver 

GOAL:  Focus on coaching the person – their internal way of being, beliefs, values, 

mindset, and development – not their problem or goal. 

Your clients will bring to you a variety of problems. It is easy to get attached to 

wanting to fix their problem. Often, clients will come to see us with exactly that 

agenda, as their personal problem-solver. Coaching the problem looks for external 

solutions. Most of us are quick to look for and recognize external causes and 

solutions. Those things are usually concrete and “safer” to deal with. And while 

they may be part of the solution, they are not the most important part. The missing 

piece is the person you are coaching. 

Transformation results from coaching the person toward internal solutions, not 

just changing their circumstances. Internal changes in a person’s way of being, 

perspective, and mindset are the key. The result is far-reaching change that goes 

beyond just the immediate problem to increasing the capacity of the person.
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#8  Be Skilled at Asking Powerful Questions 

GOAL:  Uncover what’s really important and empower your client to tap into their 

own knowledge, expertise, and personal values.

Most people think of coaching as telling, educating and giving instructions. Indeed, 

you  have valuable experience and expertise to offer but telling others what to do 

only goes so far. It works well when the question is straightforward and the answer 

is obvious. 

However, more often, coaching questions are complex. There is often more than 

one right answer, and the client is the expert on their life, not you, remember?  

Your job is to help your client think, rather than think for them.

The good news here is that you don’t have to have all the answers. As a coach, your 

job is not to provide clients with the answers to all their questions, but rather to 

help them find those answers for themselves. YOU should be the one asking the 

questions, but the trick is to ask the right questions.

Great coaches inquire:  asking powerful questions to uncover what’s really 

important, then enable others to tap into their own knowledge, expertise, 

and personal values. Questions have the power to change lives. They can 

jumpstart creativity, change perspective, empower self-belief, and create 

powerful calls to action.

The coach has to ask questions that are penetrating without being threatening, 

thought-provoking without being leading. The right questions can inspire clients to 

think, to create answers they believe in, and to act on their ideas.

What is a powerful question? They are NOT “statements disguised as questions,” 

like this one: “Have you tried reducing your work hours per week to give yourself 

more time for your new project?” Notice that this is a closed, yes-or-no question, 

and the coach probably has a “right” answer in mind. It’s a suggestion, not a 

question. It’s perfectly fine to make a suggestion; just don’t mistake it for a 

powerful question.

 

Powerful questions are open-ended, asked with genuine curiosity, from the 

presupposition that the client is the expert. Yes, this has to become the normal 

perspective from which you operate as a magnificent coach!

The next time you feel compelled to quickly jump in with ideas and suggestions, first 

ask yourself: Am I bored? Impatient? Am I judging? Do I need to recenter/refocus/

etc? Also, remind yourself that what might work for you or your last client might 
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not work for the one who is sitting in front of you right now. Then, regroup and get 

truly curious. Ask questions without an attachment to the answer. This will help you 

uncover the real issue, and can also help your client develop her own insight. 

Here are some powerful questions to get you going:

Build understanding.  Ask these to uncover what is important:

 1.  What challenges are you facing?

 2.  What matters to you right now?

 3.  What’s on your mind today?

 4.  What opportunities are you seeing?

 5.  What else?

Set direction.  Ask these to shift focus from what’s wrong to what’s possible:

1.  What is the best possible outcome?

2.  What are you trying to achieve?

3.  What do you want to happen next?

4.  What does success look like?

5.  How will you know if you’ve succeeded?

Shape options.  Ask these to generate ideas:

1.  What have you tried?

2.  What options do you have?

3.  What else?

4.  How possible is each option?

5.  What would you have to believe for this option to be right?

6.  Who would you need to be/become for that to be possible?

Define next actions.  Ask these to clarify what should happen next:

1.  What data/information do you need to make a decision?

2.  What action can you take now?

3.  What are you taking away from this conversation, as a next step or 

      new way of thinking?

4.  What support do you need? Where will you get it?

5.  What is becoming more clear?

Coaches can and should offer observations, feedback, guidance, and advice 

based on what they know and have seen before. When you take the time to ask 

powerful questions, you may need to offer less than you think.
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Build Your Business

The majority of our time has been spent on refining your coaching skills. 

However, most coaches are also business owners so you need additional skills 

to run a successful business. You can hire support staff, but at the end of the 

day, your business needs to represent your values.

Here are four key areas that deserve your undivided attention when building 

a business as a coach:

#1   Define Your Brand 

When you start branding your own private practice it gives you a unique 

opportunity for personal growth as you exercise self-awareness of who you want 

to be in business. A good place to start is with the mission statement you worked

on at the beginning of this workbook. 

But it’s time to dig deeper. How do you feel about money, success, power, 

leadership? For your business to be truly successful it needs to be based on YOUR 

needs and values. This will have the largest, positive impact on your practice. 

When marketing and building your private practice, you might be tempted to 

imitate your competitors. While you should spend time studying competitors, 

you want to focus primarily on what makes your practice unique. People want 

to work with people who are authentic, this is what attracts clients to you, 

not the copycat approach. 

To get you started, answer the following questions:

•  Describe your ideal client.

•  Do you specialize in helping a unique niche – business owners, teenagers, 

     empty-nesters, etc.?

•  Have you overcome similar challenges as your clients, so you can show

     them the way?

•  What experiences, interests and skills both personally and professionally 

     make you unique? 

•  Can you offer a unique spin on a common problem?

•  Do you have specialized training that will assist your clients to achieve their 

     goals such as in nutrition, physical fitness, or communication?

•  What can you do that others in your field don’t do?
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When you carefully define your unique brand, you’ll attract the people you want to 

work with and marketing will be a lot more enjoyable!

Once you have clarity on what you represent, you need to work on a visual brand 

that will represent you. People will make immediate judgments based on whether 

they feel comfortable with what they’re seeing, even before they speak with you. 

So everything that represents you: your business cards, flyers, website, social media 

account, should look professional and inviting while displaying your unique style. 

This will ensure your prospective clients will recognize you and come to trust you 

as they see your identity revealed in everything you put out there.

#2   Develop a Business Plan 

You want to approach coaching as a business, not a hobby. There are many things 

that must be considered in running a successful practice including keeping track of 

your finances. 

To get you started, answer the following questions: 

•  How many days and hours do you want to work? 

•  How many clients do you need? 

•  How much income do you need coming in to pay for all your expenses plus 

     have enough left over to enjoy life? 

•  What processes will you use in your practice to schedule clients, collect fees, 

     record transactions, and provide follow up? 

•  Will you hire a bookkeeper, office manager, janitorial service and so on? 

•  Will you rent or buy office space or work out of your home? 

Knowing the answers to these questions will help you stay focused. Rather than 

floundering, you’ll know exactly what you need to do to be successful. 

The first point of contact is often when a prospective client telephones your 

office to schedule an appointment. Take a moment and consider how they feel 

when they call you. If you’re just starting your private practice, you may not have 

a support staff yet. However when a potential client calls you, they expect help 

fairly soon. Since you worked so hard to get them to call you in the first place, 

you don’t want to lose clients by neglecting them. Make it a priority to return 

phone calls promptly.
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#3  Embrace Marketing

Many coaches fear marketing but really marketing is simply being open to the 

possibilities before you and being intensely interested in the people you want 

to serve. When you approach it naturally and with a feeling of abundance, you’ll 

attract your ideal clients. Remember, without marketing, you won’t have clients 

and without clients, you won’t have a sustainable private practice. 

It can be difficult getting your foot in the door when you’re just starting out or 

when you’re new to a community. Think of marketing in terms of letting people 

know what you have to offer. Reach out by creating collaborative relationships with 

schools, community centers, religious organizations and the like. 

Some ways you can do that are:

Offer educational classes or speaking engagements to showcase your 

professional skills.  Can you present classes in your area of expertise, perhaps at 

a community college or university? How about offering a workshop or training 

seminar? Even if you start by providing these services for free, it’s a great way 

to gain name recognition and get client referrals.

Offer expert advice in trade magazines, newspapers, and online websites.  

This is another good way to expand your name recognition and establish your 

professional credibility. 

Start an online or community group.  Have you thought about starting a support 

group at a local community center, church, or business so you can share with them 

non-therapy life tips? You can also start an online group via Meetup or Facebook.

These are just a few ways you can start sharing your solutions with your community. 

That way when they experience a problem they’ll know they can trust you to help 

them solve it!

#4  Build Long-Term Relationships with Clients

We’ve covered many elements in building a solid working relationship with your 

clients. Building a sustainable private practice involves thinking and acting in a way 

that supports your clients. They’ll appreciate it and will reward you with their  

loyalty and their referrals!
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Remember, that your clients’ goals will change over time. Don’t take your 

relationship for granted, check-in with them regularly to see if they’re satisfied 

with your working relationship and their progress. When they get discouraged 

and want to give up, don’t let them simply slip away. Occasionally reach out to 

former clients by offering a free “Reconnect Session.” This can be done over the 

phone and the expression of care may win them back as a steady client.

In Conclusion -
What It Takes to be Magnificent Coach

Coaching is a lifelong path you’ve chosen. It requires continual effort as it 

encompasses a way of being with another person. It’s about the relationship, not 

any prescription or hope for a positive outcome, that helps your clients transform.

Over the years, I’ve seen that to become a magnificent coach takes:

•  Intention

•  Consistency

•  Perseverance

•  Repetition

•  A unifying philosophy

•  Personal work

•  A belief in human potential

•  A passion for supporting people’s growth

And finally, it takes support.

If I had gone on my journey alone, I wouldn’t have made it very far. Make sure you 

have positive support as you build your practice. Of course, family members and 

friends can provide constant emotional support. But what about professional 

support? There is tremendous value in finding colleagues and mentors who can 

provide the encouragement you need as you hold true to your values and possibly 

the gentle push you need to stretch out of your comfort zone.

You’ll find that your personal development will go hand in hand with the development 

of your practice. It did for me. I had to consciously commit to clearing my history, 

identifying and changing my limiting beliefs, and then steadily building my confidence 

through specialized trainings and certifications. I haven’t stopped learning about 
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excellence and applying what I learn in both my personal and professional life, 

and I never will. 

I encourage you to make magnificence be your ongoing focus. It will attract clients 

to come back over and over and make them want to refer their friends, too.

Maria Connolly
Somatic Therapist & Coach, Leadership Trainer 

My personal background gives me insight into distinct cultures as well as the 

challenges and transitions they often create.

I was born in Sydney, Australia. However, soon after my birth, my parents returned 

to their native country of Italy and I grew up in a town just northeast of Venice. In 

1991, I met my husband, an American, and in 1993 I started a new and exciting life 

in the beautiful community of Ashland, Oregon. Since life is full of challenges and 

transitions, I find that this insight has increased my consciousness and compassion 

as a coach.

My professional background has led me to the satisfying field of Somatic 

Coaching with clients who are committed to meaningful and purposeful lives.

I began studying psychology in Padova, Italy, and went on to receive my Master’s 

Degree in Mental Health Counseling from Southern Oregon University in Ashland, 

Oregon. Over the years, I used a variety of methodologies as a therapist. After ex-

tensive study, training and experience with my clients, I gradually shifted away from 

traditional therapy and into Somatic Psychotherapy and Coaching. In 2020, 

I received my ICF coach certification.

As much as I love learning, I also have a passion for teaching!

As an approved supervisor for the State of Oregon, I enjoy mentoring beginning 

therapists, helping them develop and cultivate their unique professional identity. 

I also provide peer training for coaches and therapists looking to venture into private 

practice. I participate as a lead trainer for the Institute for Professional Leadership 

and Newaves Leaders, pulling from my experience in Neuro-Linguistic Programming 

and somatic work to help professionals enhance their leadership skills.


