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Goals and Objectives
Expected Outcomes
✓ Define and distinguish coaching
✓ Explore your purpose and niche
✓ Identify individual styles and preferences
✓ Build rapport and trust
✓ Help clients identify and supercharge goals
✓ Understand behavior change, NLP, and the unconscious
✓ Practice hands-on three types of coaching sessions
✓ Use questions and clearing techniques

✓ Keep notes and create an on-going “curriculum”

Get focused by listing below some of the goals you
have for this training class. Think about what
knowledge you would like to walk away with and
skill you would like to build as a result of this course.

1.
2.
3.
4.
5.
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You as coach,
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The Success Script

Presuppositions and directives of the mind
Meta Models
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Coaching programs and pricing
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Online Resources

Forms
Active participation in all exercises and activities while exhibiting an understanding of all core
concepts are required to achieve the designation of Certified Professional Life Coach
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What is Coaching?
What is a Life Coach?
A life coach is a trained, experienced professional who helps individuals:
•Identify what they want and need to do (Clarity)
•Break goals down into actionable steps and systems (Strategy)
•Follow through in achieving them (Accountability)
Executive coaches do the same for executives.
Business coaches do the same for entrepreneurs.
You will do the same for your target audience, as most coaches embellish the
basic model with varying degrees of specialization. What are you thinking of for
your specialization?

What Makes Coaching So Powerful?
•Most people don’t seem to know what they want, but coaching is based on the
assumption that they really do know deep inside.
•Coaches draw out clients and help them get clear on their goals and create
action plans to achieve them.
•People don’t argue with their own ideas, so coaching is typically more powerful
than other modalities that are based on advice.
•Clarity, structure, and accountability are the fundamental elements that give
power to coaching.

What Makes a Good Coach?
•Coaches provide a ________________________________ 3rd party perspective.

•Coaches help people identify what they really want instead of advising them.
•Coaches help create a str____________ and str____________ for achievement.
•Coaches hold clients ___________________________ for following through.
•Coaches are experts at ____________________________.
2019 Sherry Prindle Professional Coach Academy
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Roles and Boundaries
Advice and Accountability
Clients identify goals and ask, “What should I do?”
You ask questions to help THEM identify what THEY want.
Clients hold themselves accountable to you.

You hold them accountable, not to you, but to THEIR goals and THEIR plans.
Clients ask for help on how to do what they need to do.
You offer questions, examples, possibilities, and ideas.
They choose what THEY want to do and set up a plan with your help.
You are a stand for them to follow through and take the actions.

If they argue with you or resist, you know you have been giving advice; people
don’t argue with their own ideas.
If they keep offering excuses or get defensive, remind them why they’re here.
“You’re fine the way you are; you don’t need to change. We are here because
you said you wanted to make this change/accomplish this goal. You can
change your mind at any time, and I will support whatever you choose. Is this
still what you want? Do these still look like the right action steps? Then what
has to happen for you to follow through?”
We are not a shoulder to cry on. If the defensiveness, resistance, or inaction
continues, you may choose to fire them.
“I really like and appreciate you and working with you. It seems /sounds/
appears like coaching is not the right thing for you now. I don’t want to take
your time and money until we’re in a place where we can achieve the results
you desire. If you want to do this in the future, please give me a call.”
We give them perspective. We move them from complaints to goals. We help
them backward engineer their goals and dreams into results.

2019 Sherry Prindle Professional Coach Academy
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Roles and Boundaries
Time Orientation, Past Performance, and Stories
Coaches work with healthy clients who are able to deal effectively with life’s
challenges. If clients exhibit mental or emotional issues that hinder them from
normal functioning, decline to work with them, and recommend they consult
a mental health professional.
The way we draw the line and make certain you are not overstepping
boundaries is to avoid diagnosing and avoid advising clients on what they
should do. You may even want to avoid talking about the past except as a
means to identify behavior patterns and create alternative structures.
“I’m sorry to interrupt, but I wonder if we could look a the past as just being
what got you to where you are now. In our sessions, we want to deal primarily
with what you want now and where you want to be in the future. So let’s
think in terms of what you want rather than how you have been.”
If you want to take a stronger stance on avoiding the past, you might say, “It
must be hard to imagine that I could help you without knowing your
background, but you have gone over and over these stories in your mind, and
they have not necessarily brought you any closer to where you want to be.
What if I did not know all these things about you and could just see you as
your pure potential? What if I had no notions of what you can and cannot do
based on your past? We will explore past behavior patterns to determine
what works and what does not work in getting you results, but would it be
okay if I limit our conversations about your past stories in favor of activities
that will be a more effective use of our session time together?”
That said, most of how we are as humans was programmed into us by the
time we were seven years old. These patterns tend to repeat themselves
throughout our lives and are very handy to identify with clients. The key is to
keep the conversation focused on the behavior pattern that resulted from the
childhood experience, not that the experience caused any current life issues.
The exercise on the following page can greatly enhance your effectiveness in
helping clients overcome repeated negative patterns.
2019 Sherry Prindle Professional Coach Academy
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You As Coach
What are you known for or as? Why?

Whom do you think you want to target? Why?

What is the difference between you and all those other people who are ready to
step in and help potential clients?

How have you benefitted from being coached?

What will make you a good coach?

What can you help clients with? What do people come to you for?

What makes you uniquely qualified to do that for them?

How will things be different for them after working with you?

How will you achieve this outcome?

What can you offer them that no one else can or will?

What makes it worth it to pay you? How do you feel about being paid?
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Your Unique Purpose
Without re-living it emotionally and only if you are
comfortable doing so, consider:
What your earliest negative memory?
What happened?

What did you make it mean?
What did you decide about yourself?
What did you decide about the world?
Notice how you spend your life reinforcing this story.

What couldn’t you get enough of as a child?
What recurring rant do you apply when assessing situations?
Take yourself through this process with a pre-teen defining event. There is
likely another one in young adulthood. There is usually another one at midlife. There may be others.

For each one identify the strength you developed in response as a coping
mechanism.
Look to your pain and the way you compensated to find what you are
passionate about and what you have unique ability to contribute. Could this
be connected to your life purpose? Compare the insight you get here with
your strengths and preferences to build a unique process and selling
proposition.

Q

uote
“If you’re experiencing disillusionment,
well welcome to the human race.”
—Helen LaKelly Hunt
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Coaching Behavior Change

Think of something you have wanted to accomplish in your life that you didn’t
manage to. Compare it to something you did accomplish.
What was the difference? What does it take to achieve behavior change?
STRUCTURE

REPETITION

ACCOUNTABILITY

We tend to fail miserably if we are the only ones holding ourselves
accountable.
We help clients make a plan of action that works on autopilot while holding
them accountable until they form new habits.
2019 Sherry Prindle Professional Coach Academy
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Are you Conscious?
Analogy for the Dynamics of the Brain
Conscious Neo-Cortex

Unconscious Limbic System

•

Critical Thinking

•

Habit

•

Planning

•

Autopilot

•

Learning

•

Survival

•

Willpower

•

Rules

It is the horse’s job to interpret what things mean. The meanings are based
on Past Experiences and Current Needs.

To protect you from pain, the horse creates rules and enforces them with
feelings.
You can have opposing thoughts in your horse and rider at the same time.
Whatever we learn can be unlearned, and we can learn new things: How
much practice and repetition does it take to create a neural pathway?
Remember the old habit is always still there, so it is easy to go back to the
previous behavior, particularly when you are Scared, Hungry, Angry, Lonely,
or Tired.
Safe = S____________

Dangerous = D_____________________

When your HORSE runs into something DIFFERENT, it codes it as WRONG,
BAD and DANGEROUS!
Source of Analogy: Dr. Tom Miller—Self-Discipline and Emotional Control
from CareerTrack Press
2019 Sherry Prindle Professional Coach Academy
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2
Trust, Rapport, Cooperation
The Platinum Rule—Dr. Tony Alessandra
Treat others the way they want to be treated. Whom are we generally
communicating for right now? If you think it’s great, you may be losing
3/4 of the audience!
Which style are you? How do you compare to others? What could you be
doing to bridge communication barriers?

People

Process

Goal

Task

2019 Sherry Prindle Professional Coach Academy
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Seeing Yourself As Others See You

Passive
Indirect
Details

Focus

Aggressive
Direct
Bottom Line
People

Emotion
“How are you?”

Get Along

Get Involved

Process

Logic
“Let’s get started”

Goal

Get it Right

Get it Done
Task

What is your primary and secondary style?
What are the clues to a person’s style?
What would drive each style to seek coaching?

How would you adjust your style for different clients?
For clients to open up to you, they need to trust you right from the
beginning.
What creates trust and rapport?

How do you get it?

Watch, Mirror, and Match
Posture
Breathing
Eye Contact

Word
Formality
Tone

Gestures
Rate
Pausing

2019 Sherry Prindle Professional Coach Academy
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Eyes
Intensity
Style

Communicating to Preference
Get Involved People

Want Information: Creative, Big Picture; Personal; New Ideas
Decisions: Quick; Intuitive; Spontaneous; With Advice
Their Environment: Friendly; Informal; Creative
What Energizes Them: Talk; Status; Activity; Influence; Discovery
Their Priorities: Change; Adventure; Involvement
Challenges: Impulsive; Unfocussed; Unrealistic; Undisciplined

Get it Done People

Want Information: Broken Down; Bottom Line (cost/benefit); Multiple Choice
They Make Decisions: NOW; Based on Essential Information; Bias for Like Image
Their Environment: Formal; Showing Power; Effectiveness Tools
What Energizes Them: Challenge; Risk; Fast Pace; Action; Productivity
Priorities: Control; Time; Efficiency; Results
Challenges: Abrasive; Rude; Overly Controlling; Insensitive

Get it Right People

Want Information: Detailed Data in Writing; Conservative
Decisions: Deliberate; Thorough Analysis; Cautious; Need Deadline
Their Environment: Functional; Structured; Organized; Gadgets

What Energizes Them: Detail Work; Organizing; Analysis; Working Alone
Priorities: Organization; Accuracy; Thoroughness; Order; Compliance
Challenges: Aloof; Perfectionist; Too Hung-Up on Details, Prioritizing

Get Along People

Want Information: Flexible; A Few Details; Chance to Probe
Decisions: Cautious; Conscientious; Consultation; People First; Need Time

Their Environment: Comfortable; Friendly; Inviting and Open
What Energizes Them: Peace; Connection; Teamwork; Appreciation
Priorities: Loyalty; Support; Empathy; Dependability; Reputation
Challenges: Overly Concerned with People; Give Too Much, Feel It’s Unfair

2019 Sherry Prindle Professional Coach Academy
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Learning Modalities
People are Visual, Auditory, or Kinesthetic but tend to have one
dominant mode. Knowing how to identify your client’s primary mode
of learning is key to developing trust, building rapport, and using all
three is essential to effective training.
Styles can be discerned and mirrored based on words used:

Kinesthetic

Visual

Auditory

Feel

See

Hear

Sense

View

Ring a bell

Handle

Picture

Listen

Grasp

Perspective

To tell the truth

Relax

Appear

Articulate

Stress

Imagine

Resonate

Hang in There

Perceive

Loud and clear

There are also body language cues you can observe and use:

Kinesthetic

Visual

Auditory

Eyes

Down Right

Up

Side

Gestures

Circular close to
Torso and Chest

Quick, Angular,
and Away

Rhythmic,
Touching Face

Breathing

Deep, Slow

Shallow, High,
Quick

Mid-Chest,
Rhythmic

Speech

Slow with Pauses

Fast

Rhythmic, Varied

Presentations

Case Studies,
Activities

Pictures, Charts,
Description

Lists, Quotes,
Facts, Logic
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Timelines
What direction would you point to if I asked you to indicate where the
past is located?
We store visual files up, auditory to the side, and kinesthetic down.

Left is past, so we look there to recall things. Right is future, we look that
direction when constructing.

Visual Constructed
Images—Upper Right

Visual Remembered
Images—Upper Left

Auditory Constructed
Sounds or Words
Straight and Right

Auditory Remembered
Sounds or Words
Straight and Left

Kinesthetic Feelings
Down and Right

Auditory Digital
(Talking to oneself)
Sounds or Words
Down and Left
2019 Sherry Prindle Professional Coach Academy
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Mastering the Art of Questions
Try some of these techniques to open up clients, clear
blocks, shift perspective or just fill in when you don’t know
what else to do in a coaching session:
Repeat what they said incredulously.
Ask a hypothetical: “If you did know, what would it be?”
“Imagine you could afford it, what would you do?
Future Pacing—How long has this been going on? What if
this continues? How will things be 5 years from now?
Time Shifting—Interview your client as if they have already
accomplished their goal, asking them how they did it.
Feelings—Ask what the main feeling are that they are
feeling, then address each feeling with facts and logic to
dissipate the impact and clear their mind.
“Who does that belong to?” What if our minds are like an
antenna, and we pick up the random thoughts of others.
Next tie you think a thought, ask the question to
disassociate yourself from the thought and not fall victim to
it. This idea comes from Access Consciousness, as does
the questions: “What else is possible?” and “How does it
get any better than this?”
“The Work” of Byron Katie
Is it true? Can you absolutely know it’s true?
How do you react, what happens when you think that
thought?
Who would you be without the thought?
Use Applied Kinesiology (Muscle Testing).
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Mastering the Art of Questions

What would you like to have happen?
What needs to happen?
Can you?
Will you?
What to Do in a Stalemate
When you run into resistance, ask these questions. As you uncover more
resistance, start at the top and run through them again
What would you like to have happen? I’d like to lose 40 pounds. What is your
target weight or size? Size 12
What needs to happen for you to be a size 12? I’d need to eat less and healthier
What needs to happen for you to eat less? I’d need to keep busy and find snack
food that is healthy and order salads at restaurants and cut out sweets
Can you do that? Well I feel deprived and end up eating something sweet
What needs to happen for you to snack healthier? I’d need to do a cleanse to
kick my sugar addiction and eat a protein first thing in the morning…
Can you do that? Yes Will you? Yes When?
2019 Sherry Prindle Professional Coach Academy
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The Whole Message
Observations—Facts without speculation and judgment
Feelings—glad, bored, angry, frustrated, overwhelmed, confused, lost, sad
Needs—Simple statements about what would help or please you (only you
know). It’s a way of taking responsibility for your feelings.

Requests—Explicit, positive, conscious statements of precisely what we
want
The message must be whole and uncontaminated
Leaving any one of the four kinds of expression out of a message leaves it
up to the listener to figure out what you mean. This can get you into trouble.
Include all four in important messages.

Facts Contaminated by a feeling and a value judgment—fix it using the
whole message.
Clients Often Leave out Components out of Pride or Embarrassment
OK, let’s not talk about how you feel about this. Let s talk instead about
what might go wrong for you, or between us, if we did. If you did let me see
your vulnerability, what might go on between us?

I’m wondering if there is something that has happened with others that you
don t want to happen again here with me?
What is the danger for you if you let me see your feeling here? Help me
understand what others have said or done that wasn’t good for you when
you shared this type of information?
Growing up, how did your parents respond to you when you were feeling
this way? What did each of them typically say and do? Can you recall the
look on their faces, or talk about what they might have been thinking or
feeling toward you as you were feeling?
Nonviolent Communication: A Language of Life by Marshall B. Rosenberg

2019 Sherry Prindle Professional Coach Academy
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The First Coaching Session
As you may guess, the first coaching session is about identifying
what goals the client has that led them to coaching. It is tempting
to spend this session finding out their expectations and hearing
about their background, but that kind of conversation will not
likely get them any closer to achieving their goals.
In every session, the client should feel like they have grown or
learned or changed in some way. The outcome for the client in
this session is that they become clear about their goals while
increasing the motivation to achieve them.
What the coach gets out of the first session is notes. The notes
you take in the first coaching session are a foundation from which
you build your relationship, and they are also a means toward
helping clients reprogram their unconscious behavior patterns:
Write everything they say in THEIR words
•Goals
•Importance
•What they See, Hear, Feel
•Measurable Results
Exact Words (ask them to repeat and explain why you are taking
so long as necessary).
Background notes don't need to be in exact words.
Get goals in as many areas of their life as you can. The more
goals they have, the more they need you. Also in this session, the
sky is the limit; they can express anything, and you just write it
down. The reality check comes later.
*Important* Negative goals are not effective because the
subconscious does not process negatives and because we draw to
us what we focus on. Ask questions to translate past/negative
phrasing into toward/goal wording (What can you do? What do
you want?).

2019 Sherry Prindle Professional Coach Academy

20

20

First Session: Build the Dream Instructions
1. What are some overall goals you would like to achieve in life and from this
coaching? (Put each goal on a different sheet, and circle the category: Financial,
Emotional, Physical, Spiritual, Professional, Relationship, Other.)
What else? (Keep asking until they cannot think of any more.)

2. Why is his goal important to you? (What is the impact of doing or not doing it?
This provides motivation.)

3. How will you know you have achieved it? (Measurable result for accountability)

4. Let’s say you have achieved it; how do you feel? What do you see? Describe
yourself and your environment; what is different? How about your lifestyle, how
has it changed? What do you hear? What to people say to you? What do they say
about you? What do you say to yourself when you look in the mirror?

5. How will achieving this goal affect the other areas of your life? Financial,
Emotional, Physical, Spiritual, Professional, Relationship, Other (Ask about all
that apply that have not already been expressed.)

6. What has kept you from achieving this in the past?

7. What skills, tools, knowledge, and resources do you have to help you?

8. What has to happen for you to achieve this goal?

2019 Sherry Prindle Professional Coach Academy
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3
Behavioral Approach
Dynamics of Experiences
1. Activating Event (What started it)
2. Interpretation of Meaning (What they thought)
3. Feeling (How they felt)
4. Behavioral Response (What they did)

What causes people to feel the way they feel? What do people think causes
it? Who is responsible? Who do they think is responsible?
Are feelings ever wrong?
Feelings are always ________________ based on the __________________
that led to them.

The first interpretation is usually the _________ ________ ____________.
There is about an 8 second delay between the first and subsequent
interpretations.
Source of Concept: Rational Emotive Behavior Therapy—Dr. Albert Ellis

Q

uote
“I’ll pay more for a man’s ability to express himself
than for any other quality he might possess.”
—Charles Schwab
2019 Sherry Prindle Professional Coach Academy
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Lasting Habit Change Exercise
Write out Something you wish you’d handled differently
Event—It all started when . . .
Interpretation—What was I thinking?
(should/shouldn’t have happened, AWFUL, can’t stand it, I’m a zero,
they’re jerks, poor me, I’m fired)
Feeling—How did I feel? (hurt, angry, frustrated, confused, sad,
disrespected, victimized, worthless, afraid, irritated, threatened)
Behavior—What did I do or say?
I was talking to my mom, and she started nagging me about not being
married or having kids. I felt hurt, angry, and frustrated, so I hung up.

Then Write the Target Scenario
Outcome—What would I like to see happen?
Behavior—How do I wish I’d handled it?
Feeling—How would I have had to feel to be able to do the target
behavior easily? (calm, focused, in control, respected, confident, aloof,
amused, compassionate, strong, amazed, steady)
Interpretation—What would I have to think about the event to be able to
feel that way? (Hurting people hurt people, they must be stressed, this
too shall pass, I’m still a good person, no big deal)

I wish I had calmly asked her to change the subject. To do that, I would
have to feel calm, in control, compassionate, and amused. To feel that
way, I would have to think she is just looking out for me and that she has
too little to do, which causes her to obsess. I am a good daughter and
person, and this doesn’t really matter.

Installing the Habit
Visualize yourself doing it the right way. Envision this every day (set a
reminder twice a day). The unconscious mind doesn’t know the difference
between what is real and what is vividly imagined.
When you catch yourself doing the old behavior pattern, stop and rework
the scene in your head. Visualize the revision.

2019 Sherry Prindle Professional Coach Academy
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After Session One
Write the Success Script
Incorporate all the goals you identified with my client in the first session
and use their exact words. Include as much of the descriptive information
about what they see, hear, and feel as well as the measurable result and
the tie-in with other life areas as you can. The goal is to make the goals
tangible and vivid.
Make sure to write everything in the present tense as if it has already
happened and to use positive references to what they want rather than
including what they do not want or the way things are presently.
Write it in the first person as if you are the client (see sample).

One of the imperatives of the unconscious mind is the law of least effort,
so sprinkle in words that make it sound like it will be little effort; try
these:

Free, Enjoy, Easily, Naturally, Aware, Experience, Realize,
Unlimited, Expanding, Before, After, Because, Now, When,
Abundant, Possibility, Create, Visualize, Imagine
Remember the purpose of the script is to affirm the new goals and
reprogram the unconscious to embrace them through practice and
repetition. The design of the script is to intentionally infiltrate old thinking
patterns and install new.
You may want to deliver the script in a coaching session at a later time,
but prepare the script right after the first session while the information is
fresh in your mind.

Q

uote

“The script is a tool to help you begin the
process of conditioning the way you think
and feel to become aligned with your goals.”
—Derrick Sweet, Certified Coaches Federation
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Sample Success Script
I am at peace and free now that I have consolidated my brand. I have finished my
websites, feel valued, and am aware that I am truly working purely out of love. Now
that everything is connected to a spiritual basis, I am all grounded and mindful that
every day is a celebration. I have increased my metabolism and don’t have to worry
about what I eat. My pants fit, and everybody is telling me I look great and inviting
me to do things.

I naturally found time to finish my book, my phone is ringing off the wall, and I have
constant speaking engagements now that I let go of my day job. After letting go of
the job, I created the possibility to consolidate my alliances and business
accomplishments, including writing copy and marketing.
I have healed from Steve’s death and moved to the next step. Everybody is saying
how glad they are that I am ok. I feel rested.
I am now in that second floor home in an artsy neighborhood, within walking
distance to the bars and restaurants. I have got rid of stuff and now feel in control
and unstoppable; my dark secret is gone and I have freed up my mind. I have settled
in to my organized work area and created my Asian room with the pillows and
chimes. As I settle in I experience an unlimited feeling of peace and harmony, a
feeling of whole; everything is now congruent.
I have paid off mom's credit card and feel relieved now that I have unlimited
freedom because I have no bills. Mom is proud of me and no longer worries about
me. I have invested into Microloans and have an abundant feeling of success.

Summary
I have let go of my job and have expanded my reach by consolidating my brand and
my alliances and business accomplishments. I have increased my metabolism,
decided where to live, and gotten rid of stuff. I have connected everything on a
spiritual basis, found peace, healed, and moved on to the next step in life.

Affirmation of Emotions
I feel valued, successful, relieved, and whole.
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The Success Session Blueprint
Confirm they are in a quiet zone and ask how much time they have set aside.
Reassure them that starting next session we will get to work on accomplishing their
goals but let them know that this is a special session. “I have taken your goals and
put them into a narrative format I call a Success Script. Are you familiar with
affirmations?"

Ask them if they are familiar with affirmations or of the functioning of the
unconscious mind. "You say you want to [goal], if your self talk is saying, 'yeah right,
like that's going to happen,' do you suppose that will affect your ability to achieve
the goal?“
Share analogies to explain the conscious and subconscious mind (Horse and Rider,
Iceberg, Sailboat, Train, etc.). Discuss the power of reprogramming the unconscious
through the self-affirmation process.

Connect this instruction with the script as a tool that will infiltrate the unconscious
mind and reprogram it to become aligned with their goals. "The success script
infiltrates your unconscious mind to reprogram it to become aligned with your
conscious goals."
Let them know you are now going to read them their Success Script 3 times (so that
they will really hear and begin to internalize it). Reassure them that they will have an
opportunity to give feedback after you have read it.
Start with a relaxation exercise to focus their mind, ask them to close their eyes,
then read the script 3 times continuously. After the third time, debrief, asking, “How
was that for you?” and offering that you would be happy to entertain any requests
for editing it.

Homework
Get them a copy of the script, and ask them to record it on a loop (Answer concerns
about how), and listen daily when they first wake up and before going to sleep
because that is when we are most suggestible.
Ask them to be thinking of which specific short-term goals they would like to focus
on during your next meeting.
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Explaining the Success Script
How familiar are you with affirmations? I remember Al Franken from
Saturday Night Live had a character he called Stuart Smalley who would
say, “I’m good enough; I’m smart enough, and doggone it, people like
me!” Affirmations are positive statements made in the present tense as if
they’ve already happened. We listen to them daily to reprogram our
thoughts, and get the subconscious mind working for us.
You said you wanted to become a life coach and help people. If my selftalk is saying, “Yeah, right, like I’m qualified to coach anyone; I can’t do
anything right,” do you suppose that will affect my ability to achieve my
goal?
So starting with the next session, we will look at your goals, break them
down, schedule them, and hold you accountable for achieving them. That
is probably what you were expecting from a coaching relationship, and
we will definitely do that. If we only do that, though, we are only dealing
with the tip of the iceberg. We spend 85 to 90 percent of our waking
hours doing things unconsciously. You know how you get in a car and
drive somewhere without any conscious remembrance of how you got
there? How about our morning routine? We flip it on autopilot most of
the time, and that’s usually a great thing. That’s what mastery is; when
you’ve mastered something, you don’t have to think about how you’re
doing it. However, when we want to change, it is very difficult because we
are wired to stay within our comfort zone and do things the same way
we’ve been doing them.
Can you think of something you’ve been telling myself over and over
again you’d like to change but you don’t quite manage to stick with?
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Explaining the Success Script p. 2
Well it’s like a horse on a trail ride, have you ever gotten on a horse when
it just follows the horse in front of it? If you try to get the horse to speed
up or pass the horse in front of it or take a new path, it will resist you. If
you force it, you can get it to go down a different path, but you have to
stay on that horse because the minute you try and relax, it wants to go
down the same path. So I need to retrain my horse to go along with my
new goals. That is what this session is about. I’ve created a script that
trains your horse to take you naturally down the path of your new goals,
so you don’t have to work so hard to make it happen.
Have you ever been sailing? A sailboat has a steering mechanism called a
rudder. You can point the rudder in the direction you want to go, but if
the sails are pointed in a direction that harnesses the wind to go in a
different direction, the rudder is not going to be able to take you where
you want to go. As a matter of fact, you would end up going in a circle.
Have you ever found yourself going in circles where you set a goal and
start on it then wind up back with the old pattern? The rudder isn’t
enough; that is how our conscious goals work. They are an important part
of our journey, but we also need to direct the wind in the sails in the
same direction as we have pointed the rudder. That is what this tool we
call the script does; it redirects the sails.
There’s an amusement park ride that is real cars, not bumper cars, but
real cars. The car has a steering wheel and a gas pedal, it runs on gasoline
and has everything it needs to take you anywhere you would want to go .
. . there is a problem, though . . . it is on a track, and you can’t get the car
to go off the track. Our subconscious mind is like the track. It has been
laid by our past behaviors, family and social conditioning, and selfconcept. If we want to steer our lives in a different direction, it is not
enough to have the car (conscious goals) and gas (motivation), we need
to lay new track by reprogramming the subconscious mind to be in
alignment with our goals. That is what this script will do for you.
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4
NeuroLingistic Programming
Presuppositions of NLP
1. Respect for the other person's model of the world.
2. Behavior and change are to be evaluated in terms of context, and ecology.
3. Resistance in a client is a sign of a lack of rapport.
4. People are not their behaviors.
5. Everyone is doing the best they can with the resources they have available to them.
6. Calibrate on Behavior.
7. The map is not the territory.
8. You are in charge of your mind, and therefore your results.
9. People have all the resources they need to succeed and to achieve their desired
outcomes.
10. All procedures should increase wholeness.
11.There is only Feedback!
12.The meaning of communication is the response you get.
13.The law of Requisite Variety
14. All procedures should be designed to increase choice.
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Prime Directives of the Unconscious Mind:
by Tad James, M.S., Ph.D. Creator of Time Line Therapy Techniques Copyright © 1998, 2003
1. STORE OUR MEMORIES: holographically in the nervous system. It is the unconscious mind that
is responsible for the coordination of the storage of and for access to these memories.
2. ORGANIZE ALL MEMORIES: it uses "indexes" to point to the stored memories and to allow for
and to facilitate your access to these memories. Your Time Line is one such index, the organization of
your values is another such index that the unconscious mind uses.
3. OVERSEE THE EMOTIONS: They are generated by, maintained by, and are the responsibility of
the unconscious mind.
4. REPRESS MEMORIES WITH UNRESOLVED NEGATIVE EMOTIONS: The memory will be
repressed with the emotion intact until it can be resolved. (These repressed memories are visible in the
Time Line as dark or missing areas.) The repressed negative emotions are trapped in the body, and can
cause blockages to the flow of communication through the neural network pathways of the body.
5. PRESENT REPRESSED MEMORIES TO RELEASE THE EMOTIONS: Memories which have
been repressed are then presented to release the trapped negative emotions. If the conscious mind can,
at the time of presentation of the memory, release the emotions by "rationalizing" (making rational,
preserving the learnings) the memory can be cleared of the negative emotions.
6. KEEP REPRESSED EMOTIONS REPRESSED FOR PROTECTION: The Unconscious Mind
also has the option of keeping the memories repressed. This is a short term function, however.
7. RUN THE BODY: The unconscious mind has also been called the "body-mind" or the mind of the
body, and in performing this function it provides the consciousness, and the direction for the functioning
of the body.
8. PRESERVE THE BODY: The unconscious mind is also in charge of preserving the body. In times
of extreme danger, the unconscious mind takes over.
9. GENERATE, STORE, DISTRIBUTE AND TRANSMIT ENERGY: It can be asked to increase
the energy in the body for various purposes including weight loss and healing.
10. BE A HIGHLY MORAL BEING: The unconscious mind will enforce any morality which it has
been taught and has come to believe is true. If the Unconscious Mind thinks that you have been bad,
then of course, you will have to be punished. In healing, then it is important to know if the unconscious
mind feels as though it needs to punish you.
11. TAKE DIRECTION, FOLLOW ORDERS: With rapport the unconscious mind will follow just
about any direction from the conscious mind.
12. CONTROL AND MAINTAIN ALL PERCEPTIONS: Sensory perceptions from outside the body
must pass through the unconscious mind. Approximately 2,000,000 bits of information are filtered
down to 7 plus or minus 2 chunks of information.
13. RESPOND WITH INSTINCT AND HABIT: Habits are cultivated and maintained over time.
14. BUILD HABITS THROUGH REPETITION: The unconscious mind is really in an on-going
"now" most of the time, and so needs a fair amount of repetition to build a habit.
15. CONTINUALLY SEEK MORE AND MORE: You get what you want and soon think, "what's
next?"
16. FUNCTION OPTIMALLY WITH A MINIMUM OF PARTS: The most perfect functioning
occurs as a whole integrated functioning unity.
17. BE SYMBOLIC: This does not mean that it is meaningless; the symbols can be interpreted, and will
have significant meaning.
18. WORK ON THE PRINCIPLE OF LEAST EFFORT: It will do as little as it can get away with.
This principle serves the unconscious mind well in energy conservation, but not necessarily in healing.
19. TAKE EVERYTHING PERSONALLY: Perception is projection. What you see is who you are. So
think the best about everybody you meet. Think the best about your clients – that they can and will
change. If you believe that they can do anything, then they will. The more good you see in your clients
the more they will actualize that good for you, and for themselves. Then the more your own unconscious
mind will feel good about you, and prosper.
20. CANNOT PROCESS A NEGATIVE: Make sure you are telling your unconscious mind what to
do, think, be; as opposed to telling it what not to do, think, be.
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Meta Models: How the Horse Talks us Out of Changing
Meta Models are patterns we used when we talk to ourselves. They are
often picked up from our environment. Meta Models have several
categories; memorize them to discern when the horse is trying to
manipulate.

Distortions
Mind Reading: “You’re mad at me.”
Cause and Effect: “That makes me angry.”
Presuppositions: “My boss won’t understand.”
Value Judgments: “It’s wrong not to have kids.”

Dealing with Distortions
Mind Reading: “She doesn’t like me.” What makes you think that? Has
she ever done that to anyone else? Does she dislike them?
Cause and Effect: “That drives me crazy.” Has anything like that ever
happened before? Has it always driven you crazy? Is there ever a
time when anything similar happened, and you didn’t go crazy?
Presuppositions: “My boss doesn’t understand.” What exactly doesn’t
she understand? How do you know? What’s the worst thing that
could happen if you came to her with it anyway?
Value judgments: “It’s wrong not to have children.” Wow, so what is to
happen to people who don’t? On whose authority is it wrong?
Why is it so important that you enforce this judgment?
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Meta Models: How the Horse Talks us Out of Changing
Generalizations
Universal Quantifiers: “You always do that.”
all, every, never, everyone, no one, etc.
Modal Operators of necessity: “I have to clean the house.”

Should (not), must (not), have to, need to, ought to, got to, etc.
Modal Operators of possibility/impossibility: “I can’t lose weight.”
can/can’t, will/won’t, possible/impossible, etc.
Combination “I have to get this fixed but I’m never going to be able to
learn this new method.”

Dealing with Generalizations
Counter Example: “Everyone thinks I’m stupid.” “Well I don’t.”
Exaggerate: “You never listen.” “You’re right, I have never listened to a
word you said; in fact, I’m not listening right now.”
Treat as Fact: “I can’t figure this out.” “Okay then, we need to tell the
client we won’t be delivering on our promise.”
Question: “I have to get this fixed but I’m never going to be able to
learn this new method.” “Are you still willing to try? Is there
something that needs to happen to allow you to learn it?”
Hypothetical: “If you could relax, what would that be like?”
Question Consequences: “What would be the outcome of not going?”
Question Necessity: “There really is no other option?”
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Meta Models: How the Horse Talks us Out of Changing
Meta Models are language patterns picked up from our environment
that impact how we think. Meta Models fall under 3 basic headings:

Distortions
Mind Reading: “You’re mad at me.”
Cause and Effect: “That makes me angry.”
Presuppositions: “My boss won’t understand.”
Value Judgments: “It’s wrong not to have kids.”

Generalizations
Universal Quantifiers: “You always do that.”

all, every, never, everyone, no one, etc.
Modal Operators of necessity: “I have to clean the house.”
should, shouldn’t, must, must not, have to, need to, ought to, got
to, etc.
Modal Operators of possibility/impossibility: “I can’t lose weight.”
can/can’t, will/won’t, possible/impossible, etc.

Combination “I have to get this fixed but I’m never going to be able
to learn this new method.”

Deletions
Information that is omitted or ignored; refusing to go deep; use of
unspecified verbs:
“I don’t like parties.” “Why not?” “I just don’t.”

“I don’t feel like it.” “It doesn’t matter.” “I don’t care.”
How can we use this as a coach?
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The Standard Goal Session Blueprint
1. Ask How They are Doing with the Success Script.
Tough love and accountability
2. Insist they record script before beginning session 3.
3. Ask About Shorter Term Goals: “What would you like to achieve
in the next week to a month?”
Can be things not related to Session 1 goals
Make sure these are things they actually need help with
Ask about Session 1 goals if not related
Allow as many goals as they like, but be a reality check, “Do you
believe it is reasonable to expect yourself to achieve that within the
next week/month?”
4. Go back to each goal and ask what obstacles might prevent
them from achieving them. Then go back and ask how each obstacle can be handled.
5. As Motivation, Ask Why Each Goal is Important and how they will
feel upon achieving them.
6. Break each goal down into actionable steps and assign a specific
date and time for their accomplishment.
7. Create an action plan for what happens when they don’t feel like
doing it.
8. At the end of the session, you will deliver to a to-do list of actions
with deadlines.
After several of these sessions, begin looking back at session one
notes and their Success Script. As they accomplish their goals, the
script will need to be modified for new goals.
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5
The Business of Coaching
Hourly

$20-$300 per Hour

Telephone, in-person, Skype, Webinar, FaceTime, Text, etc.
“Office Hours”
Offer “coaching credits” they can use in any configuration

Coaches Packages Monthly – Pay 3 Months at a Time
Accelerated $499.00 2-4 Sessions per month
Basic $249 .00
1-2 Sessions per month
Group $99 .00
2-4 Group sessions per month
Run like a Mastermind Group
Up to 6 people can be coaching
6+ people learning/coaching

Package—Coaching Plus:
Training
Membership
Webinars
Special Sessions
E-book/White Paper
Consulting
Live Events

Group sessions
Workshops
Audio/Video Product

Niche Lifestyle: What’s the point if it isn’t what you want?
I would like to work ______hours a day/week/month______days a week/month
earning $__________per session/day/week/month/year

in what combination?

wearing what?

using what tools?

In what environment?
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Coach Marketing Resources
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Gather Your Tribe; Create a List
1. Search “Plaxo Alternatives” to get a contact aggregator.
2. On the Address Book tab, import your contacts from each of your email programs,
Facebook, LinkedIn, and your phone (by downloading the app)
3. Export to a CSV file

4. Open in Excel and clean up (I am creating a video on how to do this more quickly)
5. Get an autoresponder program like Mail Chimp, aWeber, Constant Contact, or Get
Response. You can also use a shopping cart program.
6. You may want to segment the list into groups to set up multiple campaigns.
7. Seek out opportunities to affiliate with others to build your list and your offering
8. Consider creating a live event
9. Send an initial letter:
Hello {First Name},
I have been interacting with you in a personal or professional capacity and wanted to
invite you to become a part of a more consistent contact.
Below is the first in a series of email-based (newsletters, learning programs, articles,
checklists, tips sheets, or whatever you are calling it). Please look over the material
and click this link: to opt in to receiving (weekly/monthly) editions. You can opt out at
any time, but you must click the link to opt in, or you will not receive future editions.
I am grateful to have you as a contact and want to respect your preferences. We will
continue to interact regardless of your choice. Please feel free to send me any material
you are creating as well, so I can reciprocate.
All the best to you and your endeavors,

Sherry Prindle – Certified Master Coach Trainer
www.ProfessionalCoachAcademy.com
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The Funnel
Your Clients Come from 3 Streams:
•
•
•

Those you know—Free Sessions, Testimonials, Barter, Referrals
Actions you take in person—Networking, Talks, Web Interaction (Pink Spoons),
Affiliate Relationships, Listbuilding
Organic traffic—Web SEO, Services Sites, Content Marketing

Christian Mickelsen’s Formula:
Free products
•Give away your best ideas for helping your target market get quick successes
•Make a great and memorable first impression

Introductory products (front end)
•Usually under $100 (although they don’t have to be)
•Teaches your best strategies and the overall context for what they need to
understand to become successful
•Show you who the buyers are on your list

Intermediate products
•The next step people need to take
•Bigger picture; More expensive

High end products
•Most expensive products, programs, & live events
•Usually more exclusive

Continuity programs
•Recurring revenue product
•Interview series, membership sites, clubs, etc.
•Usually people can jump in at any time and stop at any time

How to Create A Product That Sells Itself...
•Create the products that people ALREADY want.
•Poll and survey your target market to find out what they want
•Ask “What’s the biggest challenge you’re facing in XYZ?”
•Then create the product that solves that problem
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The Funnel Example
Free products first
•Use them to build your list and your relationship with your target market
•You can bundle them up and turn them into your first “front end” product
•You can stop giving them away for free and use them as bonuses
Back end products second
•It’s usually easier to sell 10 things at $5,000 than it is to sell 1000 things at $5
(especially if you don’t have a huge email list)
•If you record your live event, telecourse, or group coaching program, you can turn it
into a product or take a piece of it and turn it into a front end product.
•Eventually, when you’re “finished”, ideally you’ll have a natural sequence and flow
from one product/program to the next.
•Get people to listen to or watch your programs and then take action on them, and
get results –this will make them far more likely to buy your next products
•Segment your list so that you’re promoting the new products to people instead of
the same product over and over.
An Example of a “Product Line”...
•FREE: “How to Get a Rush of New, High Paying Clients to Hire You This Month!”
•$497: “Free Sessions That Sell: The Client Enrollment System”
•$47: “Interviews with 6 Figure Coaches” Continuity program
•$1497: “Client Attraction & Money Making Mastery”
•$2997: “Coaching Business Empire” - To Create Products, Events, & Passive Revenue
•$12K: “Top Coach” •Group coaching with in-person meetings, & passes to live events
•$36K: 1-on-1 Coaching
Case Study: Write a Book in 30 Days or Less...
•I was interviewed by Forbes magazine and got flooded with questions from people
wanting to know how to get started in personal coaching
•I took all of the questions and created a “sales letter” to pre-sell copies of a book
(that I hadn’t written) with audios (that I hadn’t created) and called it the “Coaching
Quick Start Kit” -$29 or $39 (regular vs. premium) that sold 48 copies (roughly $1700)
•I answered the questions on a conference call (and let people ask more questions)
•I took the recording, had it transcribed, and had it turned it into a book
•I emailed everyone a copy of the book and held another Q & A call so that people
could ask additional questions AFTER they read the first draft of the book.
•Added the rework from that call and sent people the final draft
•Turned it into a product that sells every month online for $39
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Create Products, and Sell Content
Automated Coaching Platforms: CoachAccountable, Jigsaw Box, Ruzuku
Authoring Tools: Techsmith Camtasia, Adobe Connect, Articulate,
PowerPoint, Refined Data, Trivantis Lectora, Elucidat
Audacity is free audio editing software, Cam Studio and Active Presenter
are screen capture and edit options for video. Make products to sell.
Platforms for putting courses online: Udemy (Create and sell online courses
you upload yourself. You keep 100% of the earnings on traffic you bring to
the site, 50% from buyers they bring)

Other sites where you can create and sell content: Odijoo, Learnopia,
YesCourse, Peer-to-Peer University, Teachers Pay Teachers, Eventase,
Academy of Mine, Pathwright, Skyprep, Mindbites, Mindflash, Wiziq,
Learning Cart, Coggno, Open Sesame, Kunerango, NeoLMS, Digital Chalk,
Dojo Learning, Brain Cert, Thinkific, Eliademy, Sophia, Learnyst,
Skillfeed, Learn Worlds, Patience, TalentLMS, Siminars, Fedora, Course
Merchant, Learning Revolution, Course Craft, Inquisiq, Proprofs, Skyprep,
ScoolTV
CreativeLive (Live courses people buy; you have to apply or be invited)
ClickBank or PayDotCom (Post your offer to track affiliates)
Payment: Paypal, Square, Stripe, eJunkie, PayHip and PayLoads
Fulfillment: Kunaki

Livestream: Periscope, Blab, Google Hangouts
App Development?
Text Marketing?
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Coach Resources and Listings
Thumbtack (List yourself and start getting referrals immediately. Your best bet is to
choose business consulting as an offering, as lots of referrals come from that category.
I receive some life coaching clients from here and a few speaking gigs. PLEASE join
by using this link; it gets me some free credits: http://tack.bz/ZZnk)

Life Coach Hub (Make a beautiful site and offer coaching and classes)
MosaicHub is pro networking, HubPages and blogging can make you money
LifeCoachHUB is a good site to list coaching businesses and training
Gig Salad and GigMasters are more for musicians, but speakers get a hit or two as well
www.impactforcoaches.com (Christian Mickelsen free tools, networking)

www.thecoachingtoolscompany.com/ (Free and low-cost done-for-you coach tools)
www.coachStart.com and www.solutionbox.com (Abundant tools from David Wood)
www.coachfederation.org (ICF Website; join their directory for $195 per year)
www.coachesnearme.org (Newest coach listing)
www.mylifecoach.com (Small site, link to become a featured coach)
www.lifecoachdir.com (low per-year listing)

www.ether.com (Pay-per-minute, free)
www.noomii.com (Free - or paid; interesting system)
www.coachingwebsites.com www.coachingrapidlaunch.com (inclusive web sites)
http://www.life-coach-tools.com/ , http://www.coach.net/toolmenu.htm (Tools)
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Appendix A
Behavior Change Article
Behavior Change 101: The Anatomy of Habits by Sherry Prindle
Are there some things you’ve been wanting to change about yourself, perhaps for a
long time? Every time you think about how does it feel? You don’t need to kick
yourself or be demoralized. There are many things that make behavior change a
struggle, the first being that we may not know the fundamental process of creating
permanent change. Outlined here are the basic rules of creating permanent change.
They have the potential of creating a “No Wonder!” response and giving you a path
to habit-change success.
One day Julie decided she wanted to stop drinking coffee. She woke up the next day
and made a pot without even thinking and was halfway into her first cup before she
noticed.
Rule 1: Good Intentions Fade and Are Superseded by
Routines. Just like you set an alarm to wake up in the morning, the minute you
decide to make a change, set up a way to remind yourself of your decision when you
get back into the daily routine.

Julie put the coffee pot away and gave all the coffee she had on hand to a neighbor.
She got up the next morning sluggishly forcing herself to get ready and out the door.
At work she was frazzled, stressed, and disconnected. At her morning break, she
poured a cup at work like she always had.
Rule 2: Life is a Dance; It ’s in the Choreography. What is the
pattern, what exactly you do as a part of the behavior you want to change, when you
engage in it (times or situations) and why? Every time Tim sighs, Sally starts
wondering why he keeps working there if he’s so unhappy, then she gets angry and
stops smiling. When Sally stops smiling, Pat thinks she’s mad . . . In other words,
there is a trigger and a predictable set of actions that follow it. Discovering the
pattern is the first step toward breaking it. Procrastination could be part of a whole
self-motivation ritual we are an unconscious participant in.
It was break time. What was Julie supposed to do, after all, it wasn’t called coffee
break for nothing? She decided not to take a break but couldn’t concentrate on her
work; she needed something to occupy her hands and satisfy her craving so she could
think.
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Behavior Change Article Continued
Rule 3: You take the action because it meets a need. Figure out what
the payoff is for doing the thing you want to change, so you can continue to get the need
met. One theory is that what smokers really want is a chance to get away and breathe
deeply and systematically. Going to a bar may not be about drinking at all; it may be a
necessary after-work ritual. Snacking may be a calming and grounding mechanism.
Struggling through another day without coffee, Julie had a big presentation to give and
needed a pick-me-up. She felt uneasy going in front of others without the alert feeling the
caffeine gave her, and the warm, steamy sensation as she drank it grounded her.
Rule 4: Motivation comes from pain and pleasure. Psych yourself up by
thinking about the pain staying the same has caused, is causing, and will cause in the
future if you don’t change (Anthony Robbins uses a process he calls the “Dickens
Pattern” to get “leverage” on yourself. While you are in the process of changing, only the
negative aspects of the change make themselves evident. If you also look at the positives,
how much better you’ll be when you have achieved the goal, and remind yourself of the
pain of staying the same as well as the pleasure of making the change, motivation can
remain strong.
After Julie’s presentation went well, she decided to abandon her goal; “I’m entitled to
one vice,” she thought. Remorse set in afterward, but at the time the pain of staying the
same did not outweigh the pain of changing.
Rule 5: You can’t stop a habitual behavior; find a replacement
instead. The behavior meets a need, remember, but the replacement may be something
completely unrelated or there may be multiples. Try several replacements until one feels
doable.
Julie realized that she always sat down and read with her coffee, which allowed her to
ground and reflect in the morning, so she brought back the reading but without the
coffee. At work, she read that eating an apple would make you more alert than drinking a
cup of coffee, so she always brought two small ones to work. For stress, though, it was
the warmth of the cup and the liquid going down that created a reassuring sensation, so
she did find a replacement liquid that felt but didn’t taste good. She still felt a strong
desire for the original habit of drinking coffee.
Rule 6: Resistance stays strong for 21 days while the
subconscious is retrained. After three weeks, the new behavior starts to
become automatic and you’re on your way toward achieving a permanent habit. The
survival mechanism is wired such that we do not completely change our way of being for
an isolated incident. 21 consecutive days is the magic amount of time it takes to prove to
the subconscious mind that the new behavior is to be permanent. You will still feel
inclined toward the old behavior, but the resistance is much weaker and the new behavior
is beginning to feel right.
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Session 1 Notes Pages
Circle: Financial, Emotional, Physical, Spiritual, Professional, Relationship, Other
1. What other goals would you like to achieve?

2. Why is his goal important to you? (What is the impact of doing/not doing it?)

3. How will you know you have achieved it? (Measurable result)

4. Let’s say you have achieved it; how do you feel?

What do you see? Describe yourself and your environment; what is different?
How about your lifestyle, how has it changed?

What do you hear? What to people say to you? What do they say about you?
What do you say to yourself when you look in the mirror?

5. How will achieving this goal affect the other areas of your life? Financial,
Emotional, Physical, Spiritual, Professional, Relationship, Other

6. What has kept you from achieving this in the past?

7. What skills, tools, knowledge, and resources do you have to help you?

8. What has to happen for you to achieve this goal?
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Standard Goal Achievement Session Worksheet

GOAL:
What goals do you want to achieve (this week/month)?

OBSTACLES:
What obstacles could keep you from achieving this goal?
(List as many as possible)

SOLUTIONS:
What specific action steps can you take to overcome each
obstacle?

MOTIVATION:
Why is this important? How will I benefit me? What if I do it?
What if I don’t? How will achieving this goal make me feel?
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Standard Goal Achievement Session Worksheet p. 2
BREAKDOWN:
What specific actions steps do I need to take to achieve this
goal?

Assign as specific a date and time for completion of each step
as possible.

INTERVENTION
What if you don’t feel like it? How would you have to feel to get
yourself to do it? How can you get yourself to feel that way?
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