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ABSTRACT

This bachelor thesiglarifiesthe possibility ofchange in human life by usirgcoaching. It
describes certain methods of coaching that coaches use to work with their Elietitsr,
it is focused on a humatis thinking and how he can personally gramd develop by
using coaching tools. escribes thathe main changen life comes from inside, from
heart. The concrete example of a change in tBsed thanks tooachingis described

together with future suggestion at the end.

Keywords: coaching, personal development, success, goal, dream, heart, inmed
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INTRODUCTION

AYou change your life by changing your heart.
(Lucado2012)
Max Lucado

This simple quote from\merican preacher Max Lucadells us that change comes from
inside. Coaching as a way of personal development is focused on working with inner
values of a human. We have to keapmind that all those values are factors that cause
changes in our lives. Many peopmlealwith different issues in their everyday life, in their
work, family or relationships. The way they @&t up inside will reflect to the outer world.

This bachelor thesidescibescoaching as an approach to human from the gentle and
helpful side. It is not aimed torce or lead a person into some action or wat#l increase
his efficiency usinghese methodd his way of management based on force has been very
popular since the industrial essoseand even i n todayés worl d
in big corporatims or individual issues.Anyway, times are changing aritie new
approaches are requir¢dtkinson 2009, 1B Coaching isstill a quite new phenomenon
that is progressively becoming more and more popular. In this thesis we clarify that this
approachfocusel on inner worldis really effective.

The approach to a client is described in the first part of this thesis. Tiis [Esic
elementshowing that everybody has a huge true potential and by systematic work it can be
released. Even that every persomansindividual with own feelings, dreams and problems,
coaching can be the right option for him to make a change in life and reach the dreams and
goals.

The next part of this thesis is more orienteda person itself. Everybody can make a
change but to nk@ a true change coming from a heart can be difficult because only this
onecanhave long-termbenefit and affect tbfe. Managers around the world are interested
in new methods of helping people to the benefit of the whole compantagght look to
thebasic principles of human behaviors can give us the right ansiversools mentioned
in this thesigogether with principles of coaching show whether the small change in life
can have a great benefit to the whole society or not.

The last parts of thisvork analyze certain coaching session where we can observe

used coaching steps in specific caskthe mentioned methods were used to lead a client
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into an individual thinking about the problem and solution to make a change in life. The
thesis also prodes personal profile of inner values. All those values are examined from a

coaching viewpoint and consideredrelation of possible change of human life.
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1 COACHI NG I N GENERAL

Coaching is a dynamic phenomenon that is able to change a live of a humahaasstie|
whole companyThe coachingtself can bedescribé in many waysGenerally, it can be
understood as the alternative way of learning a person by himself. The main role of
coaching is more about helping someone to learn than to learn directlgrsenhe
purpose is to release three human potentialAccording toSir John Whitmorethe British
educator and coacimost people use only about 40% of their potential. This means that
everybody is capable to work magéiciently and to achiee moreand better result®ue

to coaching, the person focuses on inner problams$ barriers In many cases the
problems inside of a person are worst than the outer problems. The main role of coaching
is to eliminate or at least reduce the effects of these ipaerers and release the full
potential(Whitmore 2005, 18)

1.1 History of Coaching
The method of coachinis a quite new phenomenon ah&inot wdely expanded in every
company Many companies are still a bit skeptical to this new method of learning and
empoweringSomemanagers just simply do not want to leave their old startzrdvioral
model. Anyway, the coaching habecane more and more popular in the course of time
(Whitmore 2005, 19)

The first personwho can be described as unofficial coastas Socrates. He used a
kind of indirect question forms to his students and helped them to reach betterasisults
indicated orhttp://koucinkcentrum.cz/historkeoucinku

Coaching as we know it todayhas inception insport. Timothy Gallwey the
Amer i can writer, Cc 0 a c-workernwvasthd firdt man Whoipreserded e 0 s
universal coaching method applicableevery branchl n hi s seri es of b
G a meeacanme with the idea of identifying the true problginside of a personand
pointing to the overcoming these obstacles individuallyrather than simply coach
(Whitmore 2005, 20)Gallwey also pointed out that sport is the best sphere of making
research in progress of learning and making changes. Almost any performance in sport is
very easily observable because results come immediatedgntrast of business sphere
(Gallwey 2010, 24)
British citizen Sir John Whitmore, who @soregarded as one of the falersof coaching

passed GauisdswAltey thahe organizednner Game courses that helgppeople
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to reach better results in spofthe principles were very successful in many branches and
Whitmore started tapply them to business sphere (Whitmore 2005, 20)

Somemanagers used old behavioral methods to manage the cpmparemplgees.
Those old principles workedut were not ideahnd the ground on business sphere was
prepared for new met h dees expeeehtdllyreegndbscamper i nc i
very successful.From that momentmany managers andoacheshave been using
Gal | we yiples, gaiming mew experience and solving problems more effectively.
Nevertheless, there are still people thig not opened to new methods, people that believe
in the old behavioral model(Whitmore 2005, 21)

1.2 What is Coaching?

According to Marilyn Atkinsonthe well-known Canadian coachnd writer coachingis
understood as an approach to a person. An approach that is able to get the best from us.
Coaching helps us to use all cexperiences, abilitieand skills we have gainethrough
life in the right time and on the right place to get the best from us and increase the
efficiency as much as possilfistkinson 2009, 13)

It is important to understand a person as a precious being with huge potential to reach
every goal. Accordig to the old bleavioral model, people were takas an empty box or
glass that is necessary to fulfill. Via coaching we can see people as e.g. a seed that has a
potental to grow in a big strong trg&vhitmore 2005, 19)

The main difference between cbaty and other educational methods can be
descr bed by usi ng :Redornance zypdtentialinterferendesa
P=pii
This formula simply says that a client has some own performance which depends on his
potential. A client has two options increase his efficienadp case he is not satisfiedth
the performanceBy increasingthe power (learning, knoWwow, via seminars, etc.) ty
usingacoaching to ealize and reduce interferences (Gallwey 2010, 39)

Focusing on interferences leadslent to work on his own. There is no dependence
on somebody or something else. A client can personally grow independently without a
coach. He can do this in any sphef life (business, sport, ¢tAnyway, there can be a
danger in form of dependence somebod§ sther help.When a client needs help with
increasing his power, there is some trainer or instructor thatezash him necessary

knowledge. Aclientusuallypays for thaand becormd e pendence on somebo
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(Koul i nk Ce@Goecrhuwn 201U2) is to | ead a client

ability to think more about solutions of his problem from different angydsimself

1.2.1 Roles ofa Coach

The main role ofacoach I s t o I mprove hi s student

responsibility in him and to make studé 0 s-confidercd strongefEvery coach must

believe that student 6s potent i dyltheismiderii gge

must start to believe in his potential and himséthout regard tgrevious ahievements
or failures of student (Whitmore 2005, P@7).

Coach does not need to have expert knowledge and experience from the area where he

couches. He works as a neutr al creator of

problem, learn or g advices. If he gave advices or instructions, the student would start to
lose responsibility and seltfelief. He is a facilitator, a person that createsaaiffidence,

inner motivation, understanding, responsibility and activity in his student.

1.2.1.1 Percepton of reality

Clearer and brighter view of the world around us is the result of better perception of
reality. A single person is able to control only what he perceives. The other impulses
(which a persomannotperceive) control him. Better knowledge of reakiypowers The

level of perception is not limited only by the ability of observe and listen. Other tampor
factors are acquiring relevant facts and informatiselfawarenessour emotions and
desires thatan easily distort the realityVhitmore 2005, 45).

Every human activity can be described as a simple order: INPBROGRESS
OUTPUT. Inputs are imyses that influence every pers@md after that a person
immediately starts to process them. Outputs are based on evaluated information. Quality of
outputs (results) depends on the quality and number of inputs. This is why the perception

of reality is samportant(Whitmore 200547).

1.2.1.2 Responsibility

Responsibility is crucial for reaching high level of productivity. If a person takes out full
responsibility for his ideas and acts, his determination will grow and he will be more
productive.A mistake is whera responsibility is imposed to someone against his will. In
thiscaseitwilno | ead t o any i nrpspomsibditynrausttcome fdmea i r
person that has an option of cho{@é¢hitmore 200549).

€
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1.2.1.3 Thinking

State of mind is crucial in every aaty. Things like technique and physical condition are
important in sport. Knowledge and experience are important in business but they do not
guarantee success. The most important think for reaching a clefanlgddgoal is the state

of mind or alsathe wil for successThis topic will be described in detail further in this

thesis.

1.2.2 How Coaches Work with dients

Coach works with his client by using forms of questions. If people are commanded or have
to deal with closed questions, they do not have to thami much. Open questions are the
key to make them thinkche questions must be chosen to improve perception of realdy
responsibility of a client.

Interrogative pronouns or adverbs are the most suitable for questions. The client will
be led togive recessary information about a probleAccording to Whitmore, it is
important to let a client express his feelings just by him3&ké questions should be wide
from the beginning and aftehat focus more on detailsh& main rule is to respect the
interests of a client (not the coach). dach who determines questiaisoundeminesthe
responsibility ofa client and loses his interest and tr(Mthitmore 2005 59). The coach
should not directly force a client into a specific area of discussion.

Coaching is a spontaneous process. Coach pays attention and follows the answers but
does not think about the f ol |lteswettertglistgruae st i
client carefullyand after his speech think about another anstwgyway, listening is very
important but good coagbay attention to other aspecihere are other specific features

such as tone of clientbés voice, Cdaahdilgo | an
needs to know himself. His reactionsktoée c | i e nt & gucia(Wisitwae 2005 a r
5971 62).

There are two basic structures of coaching. The first onkesis structured and
informal to a certain extent where almost every day communication between a manager
and enployees leads to very effective and productivenan resource management. The
second option consists of structured and planned conversation between a coach and a
client. This nodel is known as the GROW modgVhitmore 2005641 65).
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1.2.2.1 GROWModel

GROW is a system of questions connected with other methioleman development.
This basic working tool came from the Wh
purpose of this system is to bring the student into better realization of his goalss @sio
projects.As is indicated omttp://koucinkcentrum.cz/historkoucinky there is a fousstep

process to use this model: GGoal Setting, R’ Reality, O1 Options and Wi Will.

Thanks to these realizations the student is capable and ready to madkecfsoas in his
following progress.Coaching serves as a tool to get process or iatsk the work
(Whitmore 2005, 67).

A goal setting should be #te beginning of every meetinghe client must express his
expectationsSetting up goals before realigxploration is crucial because goals must
come from a current situatio@oal can be final or performancelated. Finalgoals are
e.g. béng in a leading position oa market, becominghanaging director, wimng a gold
medal etc. Final goal achievementedanot depend on ourselves (we cannot control our
competition). Performaneelated goals measure our achieved progress. The productivity
dependsnainly on us.Performanceelated goahelps to achieve final goaAll goals must
have specific charactetiss such as measurability and difficulty to increase the motivation
to achieve it. Goals must be also realistic because there must be a hope or chance to
achieve it\Whitmore 2005, 67 68).

The positive formulation is also very important. In case gatigeformulation people
tend to focus on the negative image of a goal. Every participated sameéting must
agree with the suggestegbal as well as everybody must completely wstdend it
properly. Among othespecific features, the goals must legdl, moral ad ecologically
acceptable (Whitmore 2005, -G&).

Study of reality comes after setting up goals. Obijectivity is the most important
criterion in study of realityThingsmust be seen righm the wayasthey truly areUsually,
the more intesively a client thinks about the problem and the reality, the more effective is
the meeting. A client must go deeper in his awareness, at the very bottom to find necessary
information. People tend to control things they are aware of but there can behsugse t
deep in the subconscious and if a person does not realize these things, he can be easily
affectedwithout knowingwherethose things aae from During the meeting, coach must
choose questions for a client to make himself clearly define the situAfioguestions

about reality are straight only if they are descriptive (not evaluaséind)all the answers
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must be numerous and quality give feedback to a coaclll those principles are
necessary to improve the perception of reality of a c(M#titmore 2005, 77 83).

The main reason of options is not to find the right way but to matkegalist of
alternatives. The quantity of proposals is more important than their quality and feasibility.
The main reason why tHargenumber of proposals is imgora n t i's because
Is stimulated and he is more creatiVéhen the list of proposals is complete we simply
choose the most suitable option or a combination of options with regard to benefits and
loads(Whitmore 2005, 89 92).

Making a decision is thiast step of the GROW discussion. A client should create an
action plan aimed to a realization of clearly specified ne@dach must not force a client
to do what t he coach wants but t hesing oach
specified questions. First questi@about the main action towards the Igod&ollowing
question specifiethe concrete time when it will happen. Other questspeifythe main
process whethat is in accordance with the goals, what are thesibbes obstacles, who is
involved in this process and if there is any support required. In the very last step, the client
must evaluate the possibility of which he is certain to completadtieity on the scale
from 1 to 10.If a client evaluates himsellfy a number 8 or higher, he is capable to do it,
otherwise they must think how to make the task easier for a @héntmore 2005, 98).

The cycle is completat this point Coachgives toa client a specific writterrecord of
arranged steps at the endaof meet i ng. Coach should al so
with the record and that the client understands it and will realiz&ctording to
Whitmore, he most important is the client and he must acqaigood feeling from

himself as well as the hef that he will complete the task.

1.2.3 Evaluation and Feedback
For a client, the right slf-evaluation or feedback of somebody else&esy constructive
tool for changing his work and lifé& coach must be award choosingguestions that will
not influence or manipulate with cliefthe best feedback comes from our self rather than
from somebody els@Vhitmore 2005, 139 144).

Sir John Whitmore points out five forms of feedback. Four of them are very common
in business dpere and are not very effective. Those four ways lies in personally aimed

criticism, judging statemenstatement without any constructive information and question
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that does not invite a client to constructive formulation. Client does not think about the
problem because there is no responsibititgll those case@Vhitmore 2005, 139 142).

The last form containsguestions that invites client taetailed, norudging
characterization of a problenthis last class of feedback contributes to obtaining better
results. It is very effective becauseaspects all coachingfandardsA client must start to
think about the problem and befama answer he must focus and formulates all his ideas.
He must le aware of the reality which leads him to be more-amitained and self
confident. In other wordshe will start to feel responsibility. Realization of reality and
responsibility are two factors that get a client itite optimal level of learningQuestons
must be formulated to not cause defensive attitudes in a client. Ability to see the problem
objectively is very importarn@Whitmore 2005, 139 144).

1.2.4 Utilization of Coaching
As is indicated ornttp://koucinkcentrum.cz/tzpusobyvyuziti-koucinky coaching § used
in three different ways:

- Coaching as a discussiofi:discussion, talk or just simply a meeting is the most
common form of coaching mainly in companies. A client providesrastructive
feedback to himself which he understood, accepted and decided to make a change.
A coach works with a client via questions to help him define goals, reality,
opportunities and variant of progre§aching as a discussion takes place out of
the action. The goals relates to the futwhile the description of conditions is
based on realized facts in the pdstmpr ovement of <cl i entés
about the necessary questions and after timecealfhing is the maireason of this
kind of coaching.

- Coaching as a continuous training during an activitlgis kind of coaching is
mostly used in sporAccording to the Inner Game methods of Timothy Gallwey,
is more efficient to teach a client (player) during his activity rather than simply
inculcate him a theory during nonaction situationClient reacles the state of
relaxed concentration in which his brain and badguires large number of quality
information which leads to efficient learning as well as better regiltsy person
hasa huge potential andvery daythey can improve themselves and their work.
Thiskind of coachingcan be also used in business sphere. It is lesscimguming

method which does not require specialized education.
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- Coaching as an approadghcoach must have positive approach. He must believe in
the true potential dfis client In other case, the coach loses his role as a coach and
holds the post of adviser, expert or teachiéis method does not necessary require
a system of thougkaut questions.Coaching as an approach is a systecnatirk
with key principles of coaching. Those key principles includes trust in own
abilities, point of view notification and responsibility. A client should ask himself

in terms of these principles insteadbeing asked by a coach via questions.

1.3 Managers asCoaches
Managers, as the responsible individuals for good running of a company and leading their
people, have a choice between classical methods and coaching. The traditional
management was mainly based fancing people do to their work, using positive or
negative motivation to increase productivity of peoplenanager tscouragegeople by
ordering them what to do. He createsatmosphere full of fear in which people do not do
their work very efficienty (Whitmore 2005, 31)Maybe these methods will fulfill the
expectations and accomplish necessary duties but is this attitude the best choice in every
way? Let ds | oodifferdntper¢pecBvet opi ¢ fr om
Almost everysingle person is led to be absnissive typehis whole life Parents order
their children what to do and what is not allowed, in school students are punished for doing
things wrongjn army soldiers must complete the orders anennploymentt is the same.
According to theRobertT. Kiyosaki, the American businessman and writke, whole
system of education wadesigned to makef people ideal employee§he educational
system as we know it today came from the soldiers training in beginnind"afe2@ury.
Ideal soldier is the one whammplete any command without asking and in business sphere
is it similar. Ideal employee is the one who complete any order, otherwise he is punished
(Kiyosaki 20@®). | believethat this system warightd at that time. Fie 20" century was
the industrialage and everythinfpad been createtb fit into this era. Buti n t odayd
informative ageevents have been changed but methods of treating with people stay same.
Everyday life has been changed since the industrial era. Sir John Whitmore in his book
nCohding for Eescribiesthesen davatopndentas a shift from pressure to
option (Whitmore 2005, 40)Even in business managers have the choice whether use

coaching or orders.
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This can be considered as a fact, why coaching is still a quite newmpaeanlt is a
phenomenotthattreas people with respect. A phenomenon that Biderson so he can
do better job, nojust do better job at the expense of peoplegood manager understands
that helping his subordinates will have favorable respongéetovhole company.The
relationship between managers (coaches) and their subordinates can be on the level of
friends or partners working together to reach common goals. Thanks to this leading
method, subordinates take more responsibility which encouthgesselfconfidence and
sense of importance and manager gains more tindeal with longerm issues (Whitmore
2005, 35).

There is stillskepticismagainst this new kind of leading. Some people are simply
afraid of changes that can arise. Subconsgjoissknown that average person makes no
more than two serious decisions per year. It is not surprising that new methods are not very
welcome. On the other hand, more and more people start to realize their responsibility for
making choices and this possityilof making choices means freedomoday 6 s c¢c han
world is not the same as it was decades ago and the new methods of adapting into this

world are neededhether people like it or not (Whitmore 2005, 40)

1.4 Thelnner Game

As it is briefly mentioned in the history of coachingmothy Gallwey ame with the
concept of inner dialogue. He noticed that in every movement or action are two voices
speaking to him. The self 1 communicatesis via orders and rules lodw to do an etion
effectively. It can be assimilated to a trainer who is in our head correcting every movement
we make. The self 2 is natural. Itadeing itself who represents the whole potential and all
abilities, even the ones we do not u§allwey noticed that person gives the best
performance when the self 2 is active and the self 1 absolutely suppressed. This does not
appear only in sport but also in other areas and in everyslevskill (Gallwey 2010, 26

29).

The outer world is importaritecause workig surroundings and other external aspects
have a greainfluenceon our production and satisfaction in work. There are, of course,
possibilities of changing the outer worbthysically and in most cases people focus on the
out er worl d b u t orldGthdudhtwsays Ghat there rare rmorevimportant
surroundings inside of our head. All the feelings, thoughts, attitudes, emotions etc. are
basically products from the inner world, from person itself, and all those attitudes have a
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huge impact on everyday woas well as on everyday life. When the head and heart is
clear with faith and passion, the work will be affected greatly and vice versa. In case of
inner conflict every futur@ecisionwill miss rationality andself-restriction and fear will
arisein evayday activity(Gallwey 2010, 48 50).

When a coach works withis client he is more focused on the inner world because that
is what actually matterdt is the uinderstanding that th8elf 1 speaking to a person is
actually a voice of sonb®dy else. Thisnadeup voice that gives orderbas doubtand
criticizes is nothing more than a productooitsidedifferent sourceshat came through life
and literary sabotageall work and efbrt. Distinguishingand focusing on the Self i8
what truly matters ands primary goal of every coach working with a clieffimothy
Gallwey has proven his concept bothhe field of sport and busine@Sallwey 2010, 50
52).
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2 COACHI NG AS APBEMRASSONDAL DEVELOPMENT

One of the greatest books of success starts with the chapter describimgihtheughts
arevaluable. The book Think and Grow Rialaswritten by Napoleon Hill on the request

of Andrew Carnegieand covers thirty years of study the most successful peopkhe

world. Our thoughts are truly valuable especially when they are connected with fixed goal,
persistence and desi(elill 1990, 15) Comparing the methods in this chapter with the
coaching principles mentioned above we will be able to see the clakarigynin the way

of changing oneds |ive by changing his inr

Everything depends on our thinking. Every person can be successful in b el
as unsuccessfult does not matters whethdire persoris small, tall, short, skinny, fat,
black yellow, white, man or women. The only thing that determines if we will be
successful is our brajmeat or in another wordthe inner world of ourselves

Dr. Maxwell Maltz, the American plastic surgeon and wrigives ushefi s € Imfa g e 0
termin his book called PsycheCybenetics This selfimageis a mental picture that every
person carries for himself and whidetermines our abilities and sets the boundaries of
what we can do or cannot dd/e have to change our sethage first to be able change
ourselves.According to Maxwell the selfi mage (the individual 0s
concept or a picture of himself) is the real keypersonality and behaviand as we can
seefurther, our behaviors form otuture life (Maltz 2005, 5 8).

Every peson has been creating his own selage (started usually at the age of 3).

The current selimage determines our live and it can be changed by experieddiage

are two way of experiencingd man can experience in the reality of his life or in the
laboratory of his own mindAccording to Maxwell s book t
cannot see the difference between true experience and precisely imagined experience in
our head. Through experiencing new engrams and neural patterns are created in the grey
patten of a brain(Maltz 2005, 9 11). From coaching viewpoint, coach leads his client to
create a vision, a future image of ideal situatidary detailed visiorevokes in a client

strong emotionshathave a great influence on future change. We carthessfficiency of

coaching session is equal with the experience that future vision evokes in a client.

To live fully and happily a person must create an adequate picture of himself. A
person musaccepthimself, he must have a wholesome gsifeem, the sethat he is not
ashamed of, the Behat he trust and believe {Maltz 2005, 20)A human is in the role of
an operator and his brain is a mechanism that can lead himthatsuccessful or
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unsuccessful life(Nightigale 2006). Our brain and nervous sgstec onsi st s of
goal oriented mechani smo that we are abl e

2.1 Mind as aMechanism

Cybernetics proves to us that a human subconscious mind is not atmaihdVe can
imagine it as a kind o€reativemechanism consisting of the brain andvoes system.
This mechanism can be controlled tmnd (consciousnessvhere our forebrain selects
goals and trigger the mechanism into action and feed it with the informafitis
mechanism automatically achieves goals of success and happiness as gadilsaof
failure depending on the goals we put in. We create those goals by using our imagination
(Maltz 2005, 22) This mechanisrmalso uses information which wgut into it e.g. our
thoughts, attitudes, interpretations, effcwe put in negative information, we will get
negativeresults. If we put in positive informatipwe will get positive results (Nightingale
2006)

The successnechanism also contains a memoontaining all the experiences of our
life. If we want to live our life fully and happilwe have to practice and go through new
habits of thinking agairlo achieve this, @ have to change our imagination, remembering
and behavior to create absolutely new realisticisedige to be able to use our mechanism
for obtaining goals and dreawe tuly want (Maltz 2005, 22).

Marilyn Atkinson describethree parts of human braiA. reticular brain cares fahe
whole body and keeps it in safety. Second part is called emotional brain. All mammals
have emotionghat are triggers of an actioihis pat of human brain is very important
because it records memories, creates a strong desire for long term patterns of behaviors and
thinks in terms like yes, no, good or batc For coach and client it is vitally important to
keep on mind the cooperatitetween the reticular brain and emotional brain that have an
ability to take control over the whole bodVhe last part of brain is called Neocort&ke
visualization capacity of both hemispheres called Neocortex determines our focus on

future,completingour plans and goals (Atkinson 2009,i527).

2.2  Imagination
Our nervous system is unable to distinguish between real experience and imagined

experiencgMaltz 2005, 36) It is precisely an emotional part of human brain that replays
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memories. All associatl memories are experienced as they would be real, with a strong
feeling or emotion(Atkinson 2009, 55)Nervous system simply reacts in harmony with

our imagination as wWeeas the reality we experienc&his information has enormous value

for personal gowth as well as for individualUnderstanding that our activity, feelings and
behavior are the result of our images gives us a great lever bébasemental pictures

give us an opportunity for practicing new attitud&iccess mechanism will help us to
achieve a better self, if we create a mental picture of the person we want to become in our
mind, and if we see ourselves in this new (daltz 2005, 3G 43).

Cybernetics considers brain as a sophisticated mechanism searching for a definite goal
and usng feedback information for coordinatioh human is not considered as a machine
butas ahumanwho has a machineagrain) at his disposal. Human is in role of an operator
who sets goals using his imaginatidrnis exercise of imagination puts new infotioa
and creates new memories in our fbidin and central neurotic system which creates a
new image of selfSuccessful mechanism takes the control after we create a precise image
of whatwewantTodayo6s feelings and beh pontarmous of 1
and automatic because of bad memoriegedan our automatic mechanism (Maltz 2005,
427 47).

The visualization of mental pictures creates new neuron wakiese neuron ways
increase physical ability of certain exercises well as it createsicro motions in muscles.

In a simplified way, this visualization changes our patterns of behaviors by connecting of
mind and body. This is thieue power of creating owns reality becawsesrything happens

in mind firstly and after that in reality (Atkinec2009, 59)Knowing this fact, we can state
that by changing persondés heart, mind or

‘N

2.3 The Way to Change

Anthony Robins The American motivational speaker and coagscribes certain ways of

t ransf or milifie gmotoeabypfinandadly, in relationships and other spheres of
life. In his Ultimate Edge serigte gives usadvicesto take bettercontrol overour life.
People pay their attention and wadheir time on issues that are not important or
necessaryOne of the key points of changing our life according to Anthony Robbins is to
deal with importantssuesevery day because time cannot be replaced. This understanding
leadsus t o t h e (RobbinsR008)f o c us O
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One of the main principles of coachingt@sset up goals, see visions and dreams. At
the very first session a client sets up his fugoals as it is mentioned abowe mustpay
attention and givehis energyto something because the case otheindecision his energy
loses in othesubsidiay actions.

A person can be good at some action because he gives it alfoansther words, our
energy flows everywhere we concentrate our fodsowing this simple state, every
person is able to put his focus into an area of life he truly wAngerson hado literally
feedhis mind to program himse#nd to make a change in lifide must alsohink about
what re wans, startdreaning aboutit and concentrate full attention on clear visionto$
life (Robbins 2009).

Focus isnot the only pillar oforogress as Anthony Robbins mentiotediis Ultimate
Edge There are three pillars of progress to influence mind:

1. Focus

2. Tools

3. Inner conflict

Tools help usto create the best strategies. A persan seeavorld differentlyby using
the righ tools or viahelp of a mentor ocoach. There is a significant difference between
new approach to a problem and old typical attitudes. A parsmgy new approachith a
clear focusconcentratesn a solution of a problemndcreates a visionf self in the ideal
situaion. He creates a sdalhage of pant of life where he wants to be and because of this
all his energy goes into the solution. A person with thisualtithas passion, a will and is
exited. On the other hand, a person with old approach has no goal, rmaguiand
therefore his energy does not flow into the solution but in many catesha problem
(Robbins 2009).

2.3.1 Conformity

There is an aspect of society that has a great influence cantifdoefore we move on in

our way of changave must know a few thigs about this aspedfarl Nightingale in The
Strangest Secret audipginted out term conformity and described it as a walushan
acting. Conformity is astate where a person acts according to the social standards and
attitudes. It ishe way of livirg whereeverybodyis acting likeeverypbody elseand in many
cases even without knowing why they are acting like. tRabple simply do not think

because they confirfiNightingale 2006)
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The main reason why conformity has so important impact to the suscbssause
people are acting according to the majority of unsuccessful people and therefore they are
pulled cown in their way of life (Nightingale 2006Rerception of reality also influences
the human behavior and the changing a$ tsituation is not alays easy(Armstrong
2007. The society, religion and education have been forming our lives and way of
thinking. If the learned patterns of thoughts and behaviors are bad, all future work will tend
to be bad. A person with bad inner world cannot perfortioreg he would like to do
properly. He must change himself first and afterwards all his work will go pyopet
this new change(QSHO2004).

Breakingout ofthe conformitydoes not mean getting rid tife responsibility or going
against superior and st 0 me r 0 s. A dawaneoackl swust lead his client to obtain
more responsibility and reduce interferences which is equally corresponding with getting
out of conformity. It i s more about cl i
corresponds with him#ewith his choice, values and intereg&allwey 2010, 136)

For a human being is natural to be active. Being passive is a resgahesfblocks or
negation caused usually lrydecision that can go together with conformit§ajority of
people are mor@assive than active. Those people create more problems than solutions.
Stephen R. Coveyhe American writer and very influential speakgiies advises to his
clients to be active as much as they can because an action stimulates our thinking to be
able slve problems more effectively (Covey 2006).

Anthony Robbing points out that every part of our body must nmveardto be able
to achievea goal If this does not happen, inner conflicts are at faitis simply means
that we are blocked and full of g&tives which do not allow us to move forward in a right
way. Blocked people are indesive, unable to make decision (Robbins 2060@pple are in
the points of indecision in almost every sphere of our ilifeéelationships, business, sports
etc. This in@cisive acting brings fear and sabotages out fusteps towards goals
(Schwartz 2006)We can feel fear and doubts but we have to be aligned. The human brain
has great abilityvhen he is aligned, that means to make a clear decisiter. tAfs process
we take actior(Robbins 2009).

During our process we have two options of obtainingptiteerns of lifeWe can learn
from own experiences, time, failures and successes for many years or from somebody

el sedAsntlhiofnegy. Robbi nsds Iedifeof somebody else. d is mecla r n
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more effective to learn from somebody wha Ispent twentyears of creating rather than

to learn from own mistakedJsually, when a person fails, he blames circumstances or
resources. But according to Robbins, the égggllusion of why people in life fail is that

they believe they have not got the right circumstances or they are missing resources
(Nightingale 2006)If we look closely to the life of successful people, we will find that the
problem is not in circumstaes. The real problem is a lack emotional strength, the lack of
resourcefulnes®\ resourceful person will always get the resources.

Human emotion stimulates resourcefulndé&ssitive emotions, such as determination,
love, passion, creativity etc influesx our decisions in the situations and therefore our life.
Successful or unsuccessful life is based on the habit of emotions we use. A person with
fear reacts on the same situation differently theaspn that is full of happiness (Robbins
2009).

Ability to find a joy and creating a habit of using positive emotions is necessary
for full emotional strengthlnspiration is a source of achievement that creates joy in our
life. According to Anthony Robbins, achievement is a science. Science of how to
transfom body to achieve something (make money, be great parentSeiehce is same
for everybody. There are certain laws valid for every person in different areas of life (laws
of life, body, money) and if those laws are ignored, they will bring pain, diséfathose
laws are followed, they wiljive vitality, energy (Robbins 2009).

2.3.2 Decisiors
Decision is the first and the most important element in dartb begin a change for
successAnthony Robbins in The Ultimate Edge audio explaimst our future ishaped
by themoments where we are making decisions. Our future is not shaped by other people,
society or circumstances. All those features may have influence on our decisions but the
main andonly factor that matters is uglways a decision stands attlbeginning. After
decision comes action which is the force unleashing our emotional stréngénson can
be excited or scared and both of those examples are basically right because we can get
motivated to make a decision and perform some action. Icdlsis we have a clean focus.
But most people are somewhere between those two extremes, they are in the point of
indecision wich is the dead en@Robbins 2009).

One of the main differences between successful people and failure people is in their

ability of making decisionsSuccessful people are able to make quick and clear decisions
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because they know that life is formed by decisions, even the small ones. Conformity has
also great part in decision making process because many people let themselves manipulat
by others.A person who wants to change his life must rely on his ownnjedg (Hill
1990, 113 114) Everybody can do or change everything in the world by making the right
decisions. But a person must change himself first. It is inner oriented clabgeable
change something in outer wofldobbins 2009).
To define decisions more closely, it is necessary to realize that every moment of our
life we make decisions. Whether they are conscious or uncoss@wery person makes
decisions and according Anthony Robbins there are 3 decisions everybody makes
1. We are making decisieof whatare we going to focus on. We can consciously
focus on things but also unconsciously we are focused on things according to our
habits. Most of people focus on what theg afraid of or what they do not want
instead of using the same energy to the solution or things we vatuatpointless
to think about issues that we cannot change rather than pay attention to things we
can change (ourselvesyroown thoughts, ematns, etc) (Robbins 2009Yet, so
many people focus on the bad thingerewithout knowing why (Nightingale
2006.

2. Meaning after decision is powerful. The state of our mind after we focus on
something determines how we see the probkermperson can see bir beginning
of something new or ending ahold event. He can also feeditherguilt of being
successful ohappiness. This is the point of view after decisionnfluences our
emotions and emotions are very important because they determine antlif®w
do we react to the events influences our emotitinis. like a vicious circle but
simply aur reactionto eventds crucial(Robbins 2009).

3. An emotion is produced after focusing and giving a meaning on something.
Emoti onds r ol eons. Aperson unfler hegadve enwtions wil dotor
not do certain actions differenttigan under positive emotidiRobbins 2009).

Understandingf these 3 decisions can charde because life is shaped by decisions a
person makeshem moment to momentAnyway, indecision is nothing else that a bad
habit and eerything can be changed, if we take control av@dill 1990, 121)
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3 THH NNERWORLD

Coaching as a way of changing life gives to pem&meedom in decision making process
which goes hand to hand with responsibility for his actions. A good coach must keep on
mind that everybody isinique and experienced his life differentlyith successes and
failures Despite all the methods of coachijrsgngle person requires different approach
(Atkinson 2009, 15 16). The approach is individualistic to everyone but there are also
certain values common to all of us and to be able to move on, we need to focus more on
human itself

There are many methodgtermining personal attributéBhe Company Innermetrix is
contemporary one of the best providemofverful consultingools and methodsm fields
of finance, strategy and humamlues. This compangonsists ofseveral experts from
different areas of kasiness, science and psychology and their main task is tootiedp
companies anBlusiness owners to organize and cliaeir management to easily achieve
goals(Innermetrix International 2003Anyway, for our necessity of revealing true human
potentialto maximize his effortwe can use a certain part of tiskole Innermetrix testA
part used mainly by coaches and personal managemeneto e a | clientods t
for life fulfillment.

3.1 PersonalStrength Profile

Complete test can be obtained viai@#l Innermetrix web pages or the certain parthaf
test called thepersonal strengthprofile on Anthony Robbins official web pages$his
profile leads to better understanding of behavipatterns and personality types asd

divided into three parts

3.1.1 The Genius Index

Every one of us wants something. We have dreams, aspirations and goals in life and
commonly there is a need of Owh adctorcaled we
a decisionAnthony Robbins and Napoleon Hdtrongly pointedbut that dility to make
decisions is one of the most necessary elements indfeit s stated aboveThe
Innermetrix Genius Index profile is the most contemporary interpretation for measuring
natural patterns for thinking and making decisions onntlagket. (Robbins. The Genius
Index) Peoplgossessf three main classes of talstihat can beriented on

1. The HeadPeople with this class of talents have Strategic and Structural thinking.

They have conceptual and structural point of view to the wartiey look
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theoretically and intellectually at the world that is a problem to be understood and
solved for this styléRobbins. The Genius Index).

2. The Hand:People with this class of talents have Tactical and Practical thinking.
They have practical and rdts oriented point of view to the world. For this class of
people the world is and objective to be achiefRobbins. The Genius Index).

3. The HeartPeople with this class of talents have Personal and Empathetic thinking.
They have humanistic and persopaint of view to the world. Those people see
the world as a place full of people that need to be undergRmabins. The Genius
Index).

This essence is important because cdaals us to think about the master plan to reach
our goals. The master plaarcacquire better precision by using this kind of test which will
lead to better efficiency. There will bwaysa different approach to a person who is

orierted more on heart, head or body. Everything depends fully on a client and his steps.

3.1.2 The Valuesindex
The questioa 6 w h godcerns mainlywith motivation or drive Why am | doing this?
What drives meSomebody can feel absolute urge for work aondebody elsés not
motivated at all in the same ca3ée answer o the question of why there is suckagge
gap between those two casem be found in the research of Dr. Edu&pranger and
Gordon Allport whae researchesreated seven dimensions of valumlled also The
Innermetrix Valus Index (Robbins. The Valuglndex) The Valus Index helps peopl&®
understand theibehavioral style, unique personality and hierarchy of values to discover
what truly motivates them and so to increase their effectiveness in different areas of their
lives (Coughlin 2012

| believe that all people are differentA person can demand strgnfast attitude
oriented strictly tothe results but the same approach is absolutely worthy on somebody
else who can baslow thinker, a person who is oriented more to the people or the process.
Despite the difference of the peem it significant that successful peopiave something
in common. Theyshare lhe same trait of sehwareness (Robbins. The Vaumdex)
Successful people think similarly, they recognize good situations and opportunities that

will make them successfulUnsuccessful people think similarly too on their level of
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thinking that is absolutely different than the leveltlwhking of successful peopl&ager
2007, 43 47).

The Values Index measures seven dimensions of motivation to help people understand
thar natural motivators and helps them to focus on the right opporturlitissthe most
effective tool in the marketplace of these dageven dimensions of motivation are
(Robbins. The Values Index)

1. The Aesthetic DimensiorPeople withhigh rate in thisdimension tend to prefer
harmony, form and balance in their lives. The most common olgeetmainly
from the fields of green initiatives or environmental concerns.

2. The Economic DimensionThe motivaton of people in this dimensiofays in
security fromeconomic gain, achieving of practical results or returns.

3. The Individualistic DimensianA human needs to appear as an individualist or an
independent unique person separated from the social crowd.

4. The Political Dimension Main motivation for people is irthe leadership. A
motivation to influence and control over success or environment.

5. The Altruistic DimensionThe main drive is in the unselfish progress where is the
need of humanitarian sense to help and benefit others.

6. The Regulatory DimensiorPeoplehavethe drive for routine. They are motivated
when they can establish orders; promote rules, policies and a traditional approach
through standards.

7. The Theoretical DimensiorPeople are motivated and hate drive for gaining

knowledge or when they can understamd discover the truth or solve problems.

The statemendf these values helps people with their performance management, to find
goals that are inspirational which may influence their future selection adrjdloreating

their life roles(Coughlin 2012)This test has also great influence on future coaching of a
person because coach and client can focus primarily on specific areas and be more
effective.

My personal experience with this testdfinal results assured me in the values | was
aware of and lao reveal some hidden values. The complete results are attached in
appendix of this thesi@ppendixP I). | was above average in Aesthetic, Individsiai and
Theoretical dimension which indicates that as an individual | can have a great influence on
other people. Thetrong points weralso in creativity, uniqueness and desire for harmony

and beauty in lifeOn the other hand,was a kind of person that needs to follow clear and
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acceptegplanto move forwardThe future coaching sessioadowedmeto observe those
values in almost every action. Further in this thesis is statedetailedprogress during
coaching sessions. During the whole coaching progress my mind was overfilled with new
ideas and creative solution which correspond with the test values. ParagoXicads
simultaneouslyunable to make any real actitrefore creating grecise action plan of
certain steps.

This Values Index profile ia suitable tool for revealing true human values which have
hugeimpact on his future life.l also want to mentionhat thoseresults are written in
certain ways tdhavea positive effect on a personOne of the aspects of coaching is to
solve problemsin a gentle and polite way with positive approach to a ckemnt this test

fulfills this rule considerably

3.1.3 The DISCIndex

Every child starts to create his own patterns of behavior at the agenaf ntil the age of

6 those patterns are completed from 80¥ese patternsf behavior or habits accompany

a human thwugh his whole life. A person with bad patterns has bies in his work and

life and on the other hand a person with good patterns walks easily on his way of life. It all
matters on surrounding and given situation. Every child learns from the surrourlings.
child creates his bad or good patterns according/ltat he sees and hears. He simply
imitates and copies the world around Hifoman 200811071 137).It is not coincidence

that children whose parents are successful continue in success and vice versa.
Nevertheless, this process does everstop and as weas children even the adultsea
affected by the surrounding.

Every human has his own patterns ldhaviors.Under this term w imagine a
standard movements or habits which we use in everydafAlikenson 2009, 37)Doctor
William Marston came with irerpretation of behavioral dimensiongled the Innermetrix
DISC Index that helps to understand behavioral styles and finds ways to maximize
potential of a perso(Robbins. The DISC Index)

There are two styles of how people behave under differentisitaat

1. Natural Style whictdescribes a behavior when a persothesmost naturalt is a

basic stylewhen a person is authentic and true to himself. Staying in this style is

comforting because it reduces a stress and tension and a person under pressure
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reverts to this style. A person authentic to this style will maximize a true potential
more effectivelyRobbins. The DISC Index).

Adaptive Stylewhich describes a behavior when a person is aware of his behavior.
A style of how a person perceives he shoutlify his natural tendencies. It is less
authentic to true tendencies and preferences of a person. More stress and fall of
effectiveness appears when a person is forced to adopt this kind dfRsijleins.

The DISC Index).

It is vitally important to undestand and recognize the situations that fit with our behavioral

style. This DISC test helps us also to understand our limitationsheovas to us where we

are effective and ineffectivén final, we are able to find ways that are best for our life. The

people who better understands their habits and patterns of behavior are far more likely to

get results they wamind seek new good opportunities (Robbins. The DISC Index).

The DISC method operates with four dimensions that are mea@roddbins. The
DISC Index)

1.

Decisive dimensionPeople are orientetb getting results and solving problems.
Their actions correspondent with clear picture or idea of what they \WMaey. are
mainly interested in actions that will help promote their ideas and get the results
they want.It is also called a Dominance dimensioacause those types of people

are already decided of what they want and they do not pay attention of theafetail
how to get it.

Interactive dimensianPeople are oriented in interacting with other people. They
have a tendency to promote ideas through people. They are interested in working
with people, understanding of them, showing emotions and influendiegsofThis
dimension is also called Influencinghose people are interested in the bigger
picture and in the people they want to persuade to, the details are not so important

for them.

. Stability dimension People are oriented to steadiness and routiney &he more

passive and less active and the details of the action or the way are for them more
important than the bigger picturéhe main factors arpersistence, stability and
pacing. Other word for thiype ofdimension is Submission.

Cautious dimensim People are oriented to standards and procedures. As well as

the Stability dimension people these people are more introverted and passive. They



TBU in ZI| 2n, Faculty of Humanities 33

are very interested in details and precise way of working. This dimension is also
called Compliance becauseopée take care of doing things correctly.

The DISC repodare unique for every person. | inclubey ownin appendix where is a

clear difference in behaviors of certain sty{fappendix P Il) The low value in decisive
dimensionand high value in cautiousmensionproves, together with the values from the
Values Index, thecertain need fom precise action plan. In this case iasvmore about

ability to makeclear decisionsAs it was written above, the ability to make decisions is the
basic element of making a chandée informationaboutlack of decisiveness influenced

my further coaching progress because together with a eoaetere able to adapt the plan
according to these results for higher efficiency. The DISC Index information in general is
able to influence aggr sondés future plans and | believ
not only for coaching.

Other values testify to my main goal during the process of chiéamgeghcoaching
lessons. My main goal was to createabsolute freedom in lifd.wanted b be absolutely
free from routine, control or fear. Further in the thesis iegtablished as state of mind
Ahere and nowo. The DI SC I ndex informatio
way more specifically and with higher efficiency.

The patternsof behavior can be changed as it is written above in the chapter 2.2
Imagination.They were formed mainly in childhood by surroundings and are created also
now via conformity. However, when the patterns and habits were once formed, they can be
formed agairdifferently or even replaced which can lead to better improvement irl life.
believe that these DISIhdex information are very valuable but to crucial, because we are

able to change ourselves.
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4 THE WAY OF CHANGE
To change oneds hcaeréan stepand metheds df cdaahingt 1o led)itg w

every coacltshould follow this rules but everyotas his own certain way of coaching as
well as every single client requires different approach. In this last part of bachelor thesis is
stated myexperience and change by usiogaching approachAt the beginning, it is
important to mention that coaching is a long term process and nothing happens overnight.

It is a process of progressive change.

4.1 Coaching Session

| had the pleasure to be coacheddly e x andr a Hub§| &adby&raig M. A.
M. Bradshaw, Sr. wh a senior coaching consultant®bbbins Research International.

4.1.1 Rapport

The beginning of every session ¢alled Rapport and iis about getting to know the
client. Into this part alsdelongs theifding in which point of life a client occurgette
understanding of this person and consideration if he is a suitable client to be coached.
Sometimes happens that a person is in point of live where he does not need any help at all.
My persmal experience with every session was that we always started with friendly
conversation. | had almost no impression that | was coached and it was alright. According
to John Whitmore, the best coaching session is when a client do not realize that he is
coated and freely talks about his inner feeliggslu b 8| kovg§ 2012) .

4.1.2 Contract

The Rapport i s foll owed by Contract w |
expectations from the sessioAt the beginning of thispart are important goajsthe
definition of a situdgbnand pri marily the expdddtudt8il kro vfg
2012).Thetopic of the sessionanbe anythingMy concrete goal was to become a person
who live fully andright finow and her@ with no regret or negativityThis dream can be
seen like a easy reachable goal but we have to keep on mind that everybody is
individualistic and the changean be a huge intervention into the lif@lients may have
difficulties with defining theirproblemsand the best way to help them is to create a
friendly atmosphere. Coaching is about positive and optinagticoach that indicates that
a client is welcome.

Anthony Robbins and his team belorgmtemporaryio theworld top coaches. They

provide on theiweb pages many coaching tools and services. A client who décides
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operate withthem is getting astonished from the very beginniffge communication with
the company is so highlgeveloped thaa client can feel thabsolutelydifferent treatment.
Even a single enail was full of energy that breathes to a cli@Bitadshaw 2012)This is
also me of the basic rulesf coachingvhencoach must pay absolutely full attention to his
client. A client is the one who is importaand if it is treated with alient greatly, the main
change will start immediately. The clientll start to think differentlyin very friendly and
pleasant surroundingsie will get relaxed, opened and be able to speak more about the
problems.It may seem paradoxical btlie most suwessful coaching sessions are when a
client fiwill do the whole work and coachdoes not. It is because client must think about
the solutions of his problenhe wants to change things and the importance lays to him
Coach leads him with faith and belief lnging the right questions and knowing that a

client will choose the best for himself.

4.1.3 Four Coaching Questions
The coach uses questions when works with a client all the time. He can use the
GROW model (mentioned above) any other form of questionshe mportance is to get
precise description of c¢ | himbackéosin aheravbrisls Fi
realize the realityAfter marking out goals andarifying all thesurroundings, anothstep
is to find away to get the goalsC 0 a ¢ h 6 s to leanl la elient to find best options by
himself and when a client will start to think about all the possibilities, he will certainly find
the best possible answer. It is very important that coach must not interfere and not to
influence.The will is at the end. A client must make a decision that he will undertake the
necessary steps and responsibility. Coach again does not force & dlento § | k oov &8 20
Comparing this with my owpersonal experience | hadttunk about the life withou
any limitations. We created an absolute vision with a cadcbnthusiastic person that
lives absolutely spontaneouslyith no misleading thaghts that discourages from taking
any action. A person that is happy aroypsbple and spread the happiness.thit was
created in correspondence of the best intentions and with no aim to hurt aripeason
living a life finow and her@do not think about the future or the past. It may seem childish
but almost absolute majority of people live a life a i wo rolfd f a rPeogls y 0
experience their own unrealistic movies inside their heads. They think about the past
events they cannot changetbey thinkabout the ideal future they would like to live. The
reality is that their own true life is getting away whiley are faraway thinking about

other things. | do not want to analyze this isRuther because it is not very relevant to the
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topic but myprecise goal was to get out &fis mode Knowing all of this, the next step
was to realize the factors that daglp me and also the ones that hindering me.

Many factors form and affect personds b
our childhood. Mine biggest problem was a habit of hesitating and indecisiveness before
almost every action which led to ctieg premature conclusion of the action befibreven
happened. The conclusions were in many cases negative and it brought fear of the
unknown and fear of strange situations and peodfilanks to suitably asked questions |
was able to desibe therealitw er y preci sel y Aywdddiibf8llofkpeopl 2 0 1
that are upset and negative because they
bad for us, we must not hesitate. The bad comes worse until it degenerates to total
negativity. The prson with constant fear becomes more and more upset. The only option is
immediate change, taking an action and do not stay ipdhe of indecision any longer
(Bradshaw 2012).

The best option to approadheti h e r e  alifeds via cenain steps. fefctive way
to overcome any fear is to enter the fear. List of alternatives contained talking with strange
people, just small steps of establishing friendly conversation with absolute strangers and
entering unknown situations without any premature thinking

Questions about the will lead me to create my own decision of doing those steps
towards my goals and also tests my faith of doing those steps. | evaluated possibility of
fulfillment those steps by number 9 which indicates that | am almost absolutelyfsur

realization. All those small steps seemed easy in comparison with the big goal.

4.1.4 ResultFramework

Coach and client musibtain a completepicture of the whole ideal situation where the
problem is solved. Coach simply leads a client to describe the ideal sitképyver, a

client is sometimes used toitmk i n negative ter msconeend coO
everything into a positive ligh€Coach led me to describe my feelings to imagine ideal state

to take everything under control. | described the ideal state where nothing is a problem and
where | can freely do whatever | want witt
h av e Howeeaer, dis statement was negative and coach led me to think about equal
positive alternative. Ishit ed it i nto(fMobi8gkohvg R201war do

4.1.5 Creation of an Experience
Creation of an experience is the hardemtt during the whole session and insverthe

same A coach must use the right tools for a client to comgdietd image All mentioned
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features must cCorr espo rCeatingian éxpermehce & rsim@ys i
understood as a completing all the features and finding the besifweaching a goallt
is about a creating an experience of fune@isticstatel Hub 8| kov§ 2012) .

| had to think about the whole future situatiabputall the people that will or will not
be affectecdby my changeand create absolutely realistisan of my future lifg(Bradshaw
2012) In my case the bestand probably onlyway goes through talking to absolute
strangers to overcome a fear of pead stated above because those situatodsother
situationsof unknown hinder me from living ablsely freely. Key tool in this case wes
visualization ofall previous successes. | had to imagine a detailed picture of the point in
life when | overcame some fear and this picture convert into a current situtisrstep

wasvery easyfor me as alient( Hub 8| kovg 2012) .

4.1.6 Action Steps
Client knows exactly what he needs and he knows the way to reach hisTggmther
with a coach they cleared the vision aiheé ihext step is to set outhey put together
certain stepswvhich the client will perform till the next sessionThe action steps are
different at every session. Coaghvays leads a client to create a new plan wheends
on the previous actienThis part also shows clients determination and for a coach it is a
test of commitment. Coach Wisee on the next session whether a client fulfilled given
action steps or no#ccording to Anthony Robbins, there emotion is the impulse for an
action. The pain and the pleasure are two emotions whielesdan action right now
(Bradshaw 2012).

In my case it was gleasurethat drives me. | needed tlshangeand | wasexcited
with the bright future that is uncovering step by step to Inveas also motivatedotgo
immediately outside and work on my dreams to reach thien every sessiorAnyway
from thebeginning it was not easy. | found that | need a detailed list of clear and specified
steps. This fact also proved me the Valaad DISC Index.This fact affected future
sessionsWith a coachwe focused more on the creationtbé list of everyday actities
that | had to accomplish.committed to making a conversation with five strangers every
day. This may be seen strange for some people but | want to remind that everybody is an

individualistic and everybody has differente e ds ( Hub 8| kovs§8 2012) .

4.1.7 Declaed Value
This part ofa coaching sessiodeals with the value of a client. Client is invited to talk

about the most valuable and important thifggshim from the whole coaching session. He
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communicates with a coach about the wpnthlues, such as the mefit from the session
orinsight to the whole progre¢gsHu b 8| kov§ 2012)

This part wadeneficialfor me as a client because | was able to againthe whole
problem from the different point of view. Everything seemed very clearly and easily after
the discussion of whole issuom different angles Suddenly a person comes to a
conclusion that the problem was only in his head as well as the solution. The progressive

realization towards goals may not seem hard now as it was at tiaibegi

4.1.8 Appreciation of a Client
At the very end of every coaching session is appreciation of a client. Coach recognizes his
client and is thankful for his participation. From my point of view, this brought me a great

inner feeling and impression from the whole ses§idhub 8V 8 2012) .

4.2 Future Recommendation

Talking about the future recommendation, | want to suggest that everybody who feels that
is in the dead end or in a point in life where he needs a change should try coaching. It is
absolutely new experience and a clieas lalmost nothing to los@ne of the coaching

method oriented on the last sessialeals with four quadrants of succgsHu b 8| k ov §
2012).

- The first quadrant is about the reviehhe change that client experienced in the
processand what he overcom@ll this processvas worthy for me because | was
able to think clearly about the challenges and solutibnise endAfter the talking
to everybody suddenkye fears disappear and the joy remains.

- The $iining moments is part whereclientrealizeswherehe gts during the whole
proces. | realized that the initial hesitation and fear was only an illusion in my
head. Overcoming this obstacle gives me absolutely great feglthgwareness of
my attitudes against problems

- The third quadrant is creativity dugrthe whole process. It is the way when client
set own action steps, made up his own progression or own visualization. After |
started to apply my certain steps during the change | noticed thaajority of
situations| am lack of decisiveness. | impraveny action stepso start doing

things as fast as | was able to and without thinking. During this process, | noticed
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on myself that every action is easier until it became a habit and the change has
happened. The little creative improvement helped meeocowme initial fear.

- The |l ast part is about | egacy. It 1 s a
use the acquired abilities in other situations and under diffecenitoons.| had
complete change in my life because my inner setting was changeg.rEsaetion
was supported with hesitation odire c i si on. The created he

allowed me to reflect myself differently into the world.

Days go by and the change slowlyvaes. It was a progressive process which started inside
of me. The hardest part was the beginning. | had to be very patient, persistent and hold the
goals in front of me. After some timaew habitswere formed and the old ones were
replacedThe issues tlisseemed very hard in past are noatural and it is a great feeling
of achieving dreams.

Anyway, the whole processf coachingdoes not end bthelast sessn. | believe that
there is noend at all. It is only a new beginning of different life, a bemigrof a great
journey towardsireams with enthusiastic attitud&t the beginning, saching was for me
about gettingo the state of mind where | will be ableliee now and here. Just do not
waste time o unnecessary tiny problenfecus on the thingsnilife that truly matterand
fully enjoy life. Thanks to coaching | changed my patterns of behavior, created new habits
and erased old bad patterns. In other words, coaching helped me to change my heart and by
changing my heart | was able to change nsy. lifalso started tbelieve thatdults have a
lot to learnfrom young children because thayethe ones who are truly doing things by

heartand enjoy life fully
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CONCLUSION

This bachelor thesis wasmed to examine the influence of coaching to human Tifie
simple question at the beginning whether the life can be changed by chargiag has

been provedthrough the whole thesis. The first pat thesis containing coaching
methods analyses that coaching is oriented to the inner world of a pefBos.
information is closely connected with the section of personal development where is stated
that all factors creating our life and eutworld comes from the inside. A life can be
shaped consciously or unconsciousiyt always from the insideThe uncoscious
influence was analyzed together with conformity that says that a human life is formed by
currentsituations andurroundings. | want to stress here that surrounding does not shape
our life. Surrounding influences our inner world and this inner wiatlicts into the life

and outer world.

Coaching provides certain methods that allow us to take control overféehank
consciously shape ifThere is a true potential to reach any goal in everybody but this
potential is being reduced due to interfaenA coach can use specific type of questions
to lead a client to think about the problem and solution by himself. Client is led to gain a
different perspective see a reality clearly. He will start to feel responsibility for his own
successes or failure€oach can help him to create a plan by himself and the change
already happendhe decision has been made. Every way of change is different because
everybody is an individuas is stated in the part of personal prof@eme gople may
have troubles wit initial overcoming obstacles. They can be blocked and have negations
again inside of themselvekat sabotage their effosind coaching provides the right tools
of progressAll those negations are nothing else than a bad habits and wrong patterns of
life.

Coach creates a clear and detailed vision with a client of his future ideal situation.
Coach actually creates our experience that will change our inner setting. We will identify
ourselves with that vision and we will go deeper in the awareness anchéeunore
effective. Analysis of human brain in the mind and imagination parts stated that our brain
is unable to distinguish between real situation and precisely detailed visualiiatian.
imagine only successful situations that will empower us, we ldllable to overcome
problems easily. The emotions will positively influence future reactions. New habits will
start to form and the old negative patterns of behavior will be replacéteimgw ones.

This way of change happened in my life as it is analyzede last section of this bachelor
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thesis.The whole process of coaching provesis that the change in life happens when it
is based internally.

At the very end, | want to mention that the success in coaching cannot be compared
with others or somehowmeasured. Having a coach is very beneficial but more important is
to obtain the ability to think individually and creatively. There is no big or small success in
coachinglt is only about a person himself is about what he wantabout his aspirations

and this is worthy because it is his change, his future, his life.
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IMNERMETRIX

The Values Index
WHAT WHY HOW

Jiri Bradac
March 28, 2012

This Innermetrix Values Index is a combination of the research of Dr. Eduard Spranger
and Gordon Allport into what drives and motivates an individual. The seven dimensions
of value discovered between these two researchers help understand the reasons that
drive an individual to utilize their talents in the unique way they do. This Values Index
will help you understand your motivators and drivers and how to maximize your
performance by achieving better alignment and passion for what you do.

Anthony Robbins Coaching
www.tonyrobbins.com
800-455-8183
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f z Introduction

INMERMETRIX

About This Report

Research conducted by Innermetrix shows that the most successful people share the common
trait of self-awareness. They recognize the situations that will make them successful, and
this makes it easy for them to find ways of achieving objectives that resonate with their
motivations. They also understand their limitations and where they are not effective and this
helps them understand what does not inspire them or what will not motivate them to succeed.
Those who understand their natural motivators better are far more likely to pursue the right

opportunities, for the right reasons, and get the results they desire.

This report measures seven dimensions of motivation. They are:
* Aesthetic - a drive for balance, harmony and form.
¢ Economic - a drive for economic or practical returns.
¢ Individualistic - a drive to stand out as independent and unique.
« Political - a drive to be in contral or have influence.
= Altruist - a drive for humanitarian efforts or to help others altruistically.
 Regulatory - a drive to establish order, routine and structure.

* Theoretical - a drive for knowledge, learning and understanding.
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Seven Dimensions of Value and Motivation

i 1 l
INNERMETRIX

The Elements of the Values Index

This Values Index is unique in the marketplace in that it examines seven independent and
unique aspects of value or motivation. Most other values instruments only examine six
dimensions of value by combining the Individualistic and Political into one dimension. The
Values Index remains true to the original works and models of two of the most significant
researchers in this field, thus delivering to you a profile that truly helps you understand your

own unique motivations and drivers.

Also, the Values Index s the first to use a click & drag approach to rank the various statements
in the instrument, which makes taking the instrument more intuitive, natural and in the end

you can actually create the order you see in your mind on the screen.

Finally, the Values Index instrument contains the most contemporary list of statements to
make your choices more relevant to your life today, which helps ensure the most accurate

results possible.
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| Seven Dimensions of Value and Motivation

INMERMETRIX

A closer look at the seven dimensions

Values help influence behavior and action and can be considered
somewhat of a hidden motivation because they are not readily
observable. Understanding your values helps to tell you why you prefer
to do what you do.

It is vital for superior performance to ensure that your motivations are
satisfied by what you do. This drives your passion, reduces fatigue,
inspires you and increases drive.

Value The Drive For

Aesthetic Form, Harmony, Beauty, Balance
Economic Money, Practical results, Return
Individualistic Independence, Uniqueness
Political Control, Power, Influence
Altruistic Altruism, Service, Helping others
Regulatory Structure, Order, Routine
Theoretical Knowledge, Understanding
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M Seven Dimensions of Value and Motivation

INMERMETRIX

Executive Summary of Jiri's Values

- High Yau very much prefer fdrm, harmoriv and balance. You are likely a strong
‘Aesthetic advocate for green i»nitiatives} and'protec;ing persqn‘al time and space.

~ Average You are able to perceive and create a balance between the need for
Economic  economic return and other needs as well

VeyHgh . o
Individualistic You eemonstrate high lndependence end prolectrself-cenﬁder\ee. :

: Average You are ﬂexrble able to take or leave the power or clout that comes with the
Political ]ob title or assignment.

Average

Altruist Yeu are concerned for others without giving everythlng away; a srabrlrzer.

Average You are able to balance and understand the need to have structure and order
Regulatory  but not parelyzed wrthout it. )

. High You have a high interest level in understandmg aII aspects of a situation or
- Theoretical  subject.

100
90
80
70

60
B o

50|

40
30|
20

10

Aesthetic Economic Individualistic ~ Political Altruist Regulatory ~ Theoretical
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M Your Aesthetic Drive

INNERMETRIX

The Aesthetic Dimension: The main motivation in this
value is the drive to achieve balance, harmony and find
& form or beauty. Environmental concerns or “green”

56
i I a- I‘i‘l " initiatives are also typically prized by this dimension.

80
AES ECO IND POL AT REG THE

General Traits:

¢ You will utilize creativity and artful expression to persuade or influence others.

* You enjoy creative expression in both work and personal settings.

*  You support creativity in others and promote form and harmony in the work environment.

* You have a strong desire for harmony, balance and beauty in life.

» You tend to appreciate the finer things in life (e.g., these may include design, clothes,
music, art, etc.), but for their aesthetic value rather than any status reasons.

Key Strengths:

» You are able to defuse a tense situation with a humorous quip or comment.

e You will be a creative problem solver.

e You tend to want more than just the typical job satisfaction. You may want more work/
life balance, more creativity and more aesthetically pleasing surroundings.

* You demonstrate high personal and professional regard for others on the team.

e You will bring a creative outside view to discussions.
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M Your Aesthetic Drive (Continued)

INMNERMETRIX

The Aesthetic Dimension: The main motivation in this
value is the drive to achieve balance, harmony and find
i} form or beauty. Environmental concerns or “green”

80
56 51
i -a I:I & initiatives are also typically prized by this dimension.
ECO IND POL

ALT REG THE

Motivational Insights:

You allow for outside activities other than strictly work related all the time.

You ensure that creativity and form do not block function and results.

You support willingness to bring form or harmony to haphazard systems or workspace
areas.

You make sure the environment allows for creative expression.

You bring a lot of creativity to the table. Be certain that this is encouraged to its fullest

potential.

Training/Learning Insights:

You link new knowledge to new ways to be creative or achieve better harmony and
balance in work and life.

You have the ability to connect training and development to other's needs and interests.
As you learn new things in training or professional development, attempt to link those to
your ability to see new or creative solutions in the future.
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INMMERMETRIX

Your Aesthetic Drive (Continued)

80
61
56 51
40
AES ECO

38
IND POL ALT REG THE

Continual Improvement Insights:

The Aesthetic Dimension: The main motivation in this
value is the drive to achieve balance, harmony and find
form or beauty. Environmental concerns or “green”
initiatives are also typically prized by this dimension.

» Remember that it is OK that some don't appreciate artistry, balance or harmony as much

as you.

* You might tend to get a little too creative or inventive sometimes, which can create

unnecessary risks.

» You could use the creative mode as a safety blanket to avoid having to be overly practical.
»  You could get lost in creativity and imagination if not kept somewhat reined in and on

target.

* You need to remember that sometimes function is all there is time for, or all that is needed
(don't deliver a Cadillac when a Chevy will suffice).
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!PM Your Economic Drive

NMMNERMETRIX

61
51 " 3
3 R this dimension is a professional one with a focus on
! . bottom-line results.

POL ALT REG THE

General Traits:

Since the majority of people score near the mean, this indicates an economic motivation
much like that of the average American businessperson.

The drive and motivational factors which tend to lead people who score like you should
be measured against other peaks on the Values graph.

This score should not be confused with average economic achievement. Many executives
and others who score in this area may have already achieved substantial economic goals
of their own. As a result, money itself may no longer motivate like it used to.
Regarding the Economic score, you would be considered rather practical and realistic
about money.

You have the ability to identify with and understand other individuals who have both a
lower or higher Economic drive than your own.

Key Strengths:

What motivates people who score like you? It's more than money alone; it's some of the
other peaks that occur on the Values graph.

You are a good team player in helping others with projects and initiatives without requiring
an economic return of your own.

You are not an extremist and therefore a stabilizing force when economic issues emerge.
You are able to balance both needs and perspectives of those with substantially different
economic drives.

You tend to be a good team player especially because you do not try to compete to the
extent of creating dissension within the group, team or office.

The Economic Dimension: This dimension examines

1 the motivation for security from economic gain, and to
3 I achieve practical returns. The preferred approach of
40
ES ECO IND

!
Al
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M Your Economic Drive (Continued)

INMERMETRIX

The Economic Dimension: This dimension examines
the motivation for security from economic gain, and to
gt achieve practical returns. The preferred approach of

80
“ 51 . . . . . .
40 38 - this dimension is a professional one with a focus on
l ! . bottom-line results.
AES ECO IND POL

ALT REG THE

Motivational Insights:
» Remember that your score range is near the national mean for Economic drive and that
you don't score as an extremist on this scale.

Training/Learning Insights:

*  You typically don't come to the training session asking. '"How much more am | going to
earn as a result of this course?'

¢ You may be somewhat flexible in preferences both cooperative and competitive learning
activities.

» Because your score is near the national mean, please check other Values graph peaks
and troughs to obtain additional professional development insights.

¢  Yourscore s like those who engage in training and development activities in a supportive
manner.
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Your Economic Drive (Continued)

i l
INNERMETRIX

The Economic Dimension: This dimension examines
the motivation for security from economic gain, and to
gt achieve practical returns. The preferred approach of

| 80
i £ 51
| 40 33 o this dimension is a professional one with a focus on
} l . . bottom-line results.
AES ECO IND

POL ALT REG THE

Continual Improvement Insights:

*  You should assist in those areas or projects where there may be greater financial reward.

»  You should allow space for those with higher economic drive factors to demonstrate their
strengths or voice their ideas.

¢ If there is already a level of economic comfort, you may need to allow greater voice to
those who haven't yet achieved their own economic comfort zone.

¢ There may be times when you may need to take a stronger stand on some issues related
to economic drives or incentives.
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M Your Individualistic Drive

INMNMERMETRIX

The Individualistic Dimension: The Individualistic
dimensions deals with one's need to be seen as unique,
4l independent, and to stand apart from the crowd. This
is the drive to be socially independent and have

80
= 51
40 38
! . ! [I i opportunity for freedom of personal expression.
AES ECO IND

POL ALT REG THE

General Traits:

Your scores are like those who are comfortable being in the limelight, and enjoy
demonstrating their uniqueness or creativity.

You like freedom in your own work area.

You like to have your own niche; the place where you can excel.

Your pattern of responses indicates that you have a very strong desire to be your own
person.

You may have a tendency to push-the-envelope to the maximum in situations where
winning is desired.

Key Strengths:

You enjoy making presentations to small or large groups, and are generally perceived
as an engaging presenter by your audiences.

You desire to be an individual and to celebrate differences.

You realize that we are all individuals and have ideas to offer.

You have the ability to take a strong stand, and not be afraid to be different in either ideas
or approaches to problem solving.

You bring a variety of different and energetic ideas to the workplace.
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M Your Individualistic Drive (Continued)

INNERMETRIX

The Individualistic Dimension: The Individualistic
£ dimensions deals with one's heed to be seen as unique,
55 - 5t independent, and to stand apart from the crowd. This
40 3 is the drive to be socially independent and have
! ! D i opportunity for freedom of personal expression.
ECO IND POL ALT REG THE

Motivational Insights:

You will appreciate "air-time' at meetings to share ideas with others on the team.

Be patient in allowing for expression of your uniqueness and sense of humor.

Be open to new ideas you may offer, and realize that you may do things a bit differently
than standard operating procedures.

You should be allowed freedom to make your own decisions about how an assignment
should be completed.

You should remember that even as attention from others is important, you may also
desire some independence from team organization and protocol at times.

Training/Learning Insights:

Your learning and professional development activities should be flexible, having a wide
variety of options.

You should attempt to provide enough creative space for you to express your uniqueness.
You should allow for some experimental or non-routine types of options.

You should link the benefits of learning new things to a personal ability to enhance your
performance.
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M Your Individualistic Drive (Continued)

IMNERMETRIX

The Individualistic Dimension: The Individualistic
dimensions deals with one's need to be seen as unique,
il independent, and to stand apart from the crowd. This

80
56 51
40 3 is the drive to be socially independent and have
l ! i opportunity for freedom of personal expression.
AES ECO IND

POL ALT REG THE

Continual Improvement Insights:

*  Sometimes your very unique approaches do not always result in complete success, and
may sometimes cause conflict with others if sensitivity is not used.

»  Your potential value clashes with others may be reduced through increased awareness
and sensitivity to the needs of others.

« You may need to remember that your good ideas aren't the only good ideas.

¢ You may need to listen more to others and speak less.

* When presenting an idea you may spend a bit too much time telling (or selling) the
audience about your own uniqueness, rather than discussing the topic of the presentation.
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z Your Political Drive

INNERMETRIX

The Political Dimension: This drive is to be seen as
a leader and to have influence and control over one's
B1 environment or success. Competitiveness is often

80
= 51 . . 3 . . . . .
! 4I° I sla I:I = associated with those scoring high in this motivation.
AES ECO IND POL .

ALT REG THE

General Traits:

You may be seen as a stabilizing force in day-to-day team operations.

You bring a sense of balance to some power-issues that may emerge occasionally.
You demonstrate flexibility in being able to lead a team when necessary, and to support
the team when necessary.

You show an appropriate balance between seeking leadership roles and supporting roles
without being an extremist in either direction.

You have the ability to take or leave the control-factors of group leadership roles.

Key Strengths:

You bring flexibility to the team. Able to lead when asked, but able to support when asked
as well.

You are a stabilizing force on the team.

You are able to appreciate the needs of both the higher and lower Political individuals
on the team.

You are perceived by others on the team as neither dictatorial nor dependent with regard
to team projects and goals.

You show appropriate respect to leaders of a project, as well as ability to offer suggestions
for change.

© 2010 Copyright Innermetrix UK US South Africa Australia Asia Middle-East Mexico Spain 15

oepe.g i




1 ,
IMMNERMETRIX

Your Political Drive (Continued)

The Political Dimension: This drive is to be seen as
a leader and to have influence and control over one's
2 environment or success. Competitiveness is often

80
56 . 51
i a.a D = associated with those scoring high in this motivation.
ECO IND POL .

ALT REG THE

Motivational Insights:

Don't forget that you have the ability to be a stabilizing agent between high-control and
high-support on special team functions and initiatives.

You bring a power seeking drive typical of many business professionals, since your score
is very near the national mean on this scale.

Give yourinputto the team in order to gain a middle-of-the-road insight and understanding
of work related issues.

Review other Values drives that might be higher or lower than the Political score in this
report in order to gain a greater understanding of specific keys to managing and
motivating.

Training/Learning Insights:

You score like those who are supportive in a variety of work activities and development.
You will respond with flexibility to either cooperative or competitive team activities.

You score like those who participate openly in training activities without trying to dominate
the event.

You show ability to lead a training event as well as support and participate.
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Your Political Drive (Continued)

INMNERMETRIX

The Political Dimension: This drive is to be seen as
a leader and to have influence and control over one's
81 environment or success. Competitiveness is often

80
56 59
.n i l:l Y associated with those scoring high in this motivation.
ECO IND .

POL ALT REG THE

Continual Improvement Insights:
»  You may need to shift gears into either a more supportive role or a greater leadership

role at times.
e When issues of team leadership emerge, you may need to take a more visible stand on

some problem-solving situations.
« Examine other Values drives in this report in order to gain increased understanding of

areas for continuous improvement.
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M Your Altruist Drive

INNMERMETRARIX

The Altruistic Dimension: This drive is an expression
of the need or drive to benefit others in a humanitarian
£l sense. There is a genuine sincerity in this dimension to

ALT REG THE

80
=2 54
40 38 - help others, give of one's time, resources and energy,
! . . in aid of others.
AES ECO IND POL

General Traits:

»  You can be a good mediator between those who give too much and those who don't give
enough.

»  You will not create an imbalance between own needs and those of others.

¢ You are able to see the points of view from both the higher and lower Altruistic score
locations.

* You balance helping others with personal concerns very effectively.

¢ Youarevery muchinline with the average level of altruism seenin business environments.

Key Strengths:

* You have a solid balanced view of helping others without doing everything for them.
* You possess a realistic and practical approach to helping others help themselves.

* You appreciate the need to help others without sacrificing one's own self too much.
e You are willing to pitch in and help others as needed.

e You see value in benefiting others through personal actions.
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