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Core Competencies
The following eleven core coaching competencies were developed to support greater understanding

about the skills and approaches used within today's coaching profession as defined by the

International Coach Federation. They will also support you in calibrating the level of alignment

between the coach-specific training expected and the training you have experienced.

Finally, these competencies and the ICF definition were used as the foundation for the ICF Credentialing
process examination. The ICF defines coaching as partnering with clients in a thought-provoking and creative
process that inspires them to maximize their personal and professional potential. The Core Competencies are
grouped into four clusters according to those that fit together logically based on common ways of looking at
the competencies in each group. The groupings and individual competencies are not weighted—they do not
represent any kind of priority in that they are all core or critical for any competent coach to demonstrate.

A. Setting the Foundation
1. Meeting Ethical Guidelines and Professional Standards
2. Establishing the Coaching Agreement

B. Co-creating the Relationship
3. Establishing Trust and Intimacy with the Client
4. Coaching Presence

C. Communicating Effectively
5. Active Listening
6. Powerful Questioning
7. Direct Communication

D. Facilitating Learning and Results
8. Creating Awareness
9. Designing Actions
10. Planning and Goal Setting
11. Managing Progress and Accountability

A. Setting the Foundation
1. Meeting Ethical Guidelines and Professional Standards—Understanding of coaching ethics and
standards and ability to apply them appropriately in all coaching situations.

1. Understands and exhibits in own behaviors the ICF Standards of Conduct (see list, Part III of ICF Code of
Ethics).

2. Understands and follows all ICF Ethical Guidelines (see list).
3. Clearly communicates the distinctions between coaching, consulting, psychotherapy and other support

professions.
4. Refers client to another support professional as needed, knowing when this is needed and the available

resources.

2. Establishing the Coaching Agreement—Ability to understand what is required in the specific coaching
interaction and to come to agreement with the prospective and new client about the coaching process and
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relationship.

1. Understands and effectively discusses with the client the guidelines and specific parameters of the
coaching relationship (e.g., logistics, fees, scheduling, inclusion of others if appropriate).

2. Reaches agreement about what is appropriate in the relationship and what is not, what is and is not
being offered, and about the client's and coach's responsibilities.

3. Determines whether there is an effective match between his/her coaching method and the needs of the
prospective client.

B. Co-Creating the Relationship
3. Establishing Trust and Intimacy with the Client—Ability to create a safe, supportive environment that
produces ongoing mutual respect and trust.

1. Shows genuine concern for the client's welfare and future.
2. Continuously demonstrates personal integrity, honesty and sincerity.
3. Establishes clear agreements and keeps promises.
4. Demonstrates respect for client's perceptions, learning style, personal being.
5. Provides ongoing support for and champions new behaviors and actions, including those involving risk

taking and fear of failure.
6. Asks permission to coach client in sensitive, new areas.

4. Coaching Presence—Ability to be fully conscious and create spontaneous relationship with the client,
employing a style that is open, flexible and confident.

1. Is present and flexible during the coaching process, dancing in the moment.
2. Accesses own intuition and trusts one's inner knowing—"goes with the gut."
3. Is open to not knowing and takes risks.
4. Sees many ways to work with the client and chooses in the moment what is most effective.
5. Uses humor effectively to create lightness and energy.
6. Confidently shifts perspectives and experiments with new possibilities for own action.
7. Demonstrates confidence in working with strong emotions and can self-manage and not be

overpowered or enmeshed by client's emotions.

C. Communicating Effectively
5. Active Listening—Ability to focus completely on what the client is saying and is not saying, to understand
the meaning of what is said in the context of the client's desires, and to support client self-expression.

1. Attends to the client and the client's agenda and not to the coach's agenda for the client.
2. Hears the client's concerns, goals, values and beliefs about what is and is not possible.
3. Distinguishes between the words, the tone of voice, and the body language.
4. Summarizes, paraphrases, reiterates, and mirrors back what client has said to ensure clarity and

understanding.
5. Encourages, accepts, explores and reinforces the client's expression of feelings, perceptions, concerns,

beliefs, suggestions, etc.
6. Integrates and builds on client's ideas and suggestions.
7. "Bottom-lines" or understands the essence of the client's communication and helps the client get there

rather than engaging in long, descriptive stories.
8. Allows the client to vent or "clear" the situation without judgment or attachment in order to move on to

next steps.

6. Powerful Questioning—Ability to ask questions that reveal the information needed for maximum benefit
to the coaching relationship and the client.

1. Asks questions that reflect active listening and an understanding of the client's perspective.
2. Asks questions that evoke discovery, insight, commitment or action (e.g., those that challenge the

client's assumptions).
3. Asks open-ended questions that create greater clarity, possibility or new learning.
4. Asks questions that move the client toward what they desire, not questions that ask for the client to

justify or look backward.

7. Direct Communication—Ability to communicate effectively during coaching sessions, and to use
language that has the greatest positive impact on the client.
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1. Is clear, articulate and direct in sharing and providing feedback.
2. Reframes and articulates to help the client understand from another perspective what he/she wants or

is uncertain about.
3. Clearly states coaching objectives, meeting agenda, and purpose of techniques or exercises.
4. Uses language appropriate and respectful to the client (e.g., non-sexist, non-racist, non-technical, non-

jargon).
5. Uses metaphor and analogy to help to illustrate a point or paint a verbal picture.

D. Facilitating Learning and Results
8. Creating Awareness—Ability to integrate and accurately evaluate multiple sources of information and to
make interpretations that help the client to gain awareness and thereby achieve agreed-upon results.

1. Goes beyond what is said in assessing client's concerns, not getting hooked by the client's description.
2. Invokes inquiry for greater understanding, awareness, and clarity.
3. Identifies for the client his/her underlying concerns; typical and fixed ways of perceiving himself/herself

and the world; differences between the facts and the interpretation; and disparities between thoughts,
feelings, and action.

4. Helps clients to discover for themselves the new thoughts, beliefs, perceptions, emotions, moods, etc.
that strengthen their ability to take action and achieve what is important to them.

5. Communicates broader perspectives to clients and inspires commitment to shift their viewpoints and
find new possibilities for action.

6. Helps clients to see the different, interrelated factors that affect them and their behaviors (e.g.,
thoughts, emotions, body, and background).

7. Expresses insights to clients in ways that are useful and meaningful for the client.
8. Identifies major strengths vs. major areas for learning and growth, and what is most important to

address during coaching.
9. Asks the client to distinguish between trivial and significant issues, situational vs. recurring behaviors,

when detecting a separation between what is being stated and what is being done.

9. Designing Actions—Ability to create with the client opportunities for ongoing learning, during coaching
and in work/life situations, and for taking new actions that will most effectively lead to agreed-upon coaching
results.

1. Brainstorms and assists the client to define actions that will enable the client to demonstrate, practice,
and deepen new learning.

2. Helps the client to focus on and systematically explore specific concerns and opportunities that are
central to agreed-upon coaching goals.

3. Engages the client to explore alternative ideas and solutions, to evaluate options, and to make related
decisions.

4. Promotes active experimentation and self-discovery, where the client applies what has been discussed
and learned during sessions immediately afterward in his/her work or life setting.

5. Celebrates client successes and capabilities for future growth.
6. Challenges client's assumptions and perspectives to provoke new ideas and find new possibilities for

action.
7. Advocates or brings forward points of view that are aligned with client goals and, without attachment,

engages the client to consider them.
8. Helps the client "Do It Now" during the coaching session, providing immediate support.
9. Encourages stretches and challenges but also a comfortable pace of learning.

10. Planning and Goal Setting—Ability to develop and maintain an effective coaching plan with the client.

1. Consolidates collected information and establishes a coaching plan and development goals with the
client that address concerns and major areas for learning and development.

2. Creates a plan with results that are attainable, measurable, specific, and have target dates.
3. Makes plan adjustments as warranted by the coaching process and by changes in the situation.
4. Helps the client identify and access different resources for learning (e.g., books, other professionals).
5. Identifies and targets early successes that are important to the client.

11. Managing Progress and Accountability—Ability to hold attention on what is important for the client,
and to leave responsibility with the client to take action.

1. Clearly requests of the client actions that will move the client toward his/her stated goals.
2. Demonstrates follow-through by asking the client about those actions that the client committed to

during the previous session(s).
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3. Acknowledges the client for what they have done, not done, learned or become aware of since the
previous coaching session(s).

4. Effectively prepares, organizes, and reviews with client information obtained during sessions.
5. Keeps the client on track between sessions by holding attention on the coaching plan and outcomes,

agreed-upon courses of action, and topics for future session(s).
6. Focuses on the coaching plan but is also open to adjusting behaviors and actions based on the

coaching process and shifts in direction during sessions.
7. Is able to move back and forth between the big picture of where the client is heading, setting a context

for what is being discussed and where the client wishes to go.
8. Promotes client's self-discipline and holds the client accountable for what they say they are going to do,

for the results of an intended action, or for a specific plan with related time frames.
9. Develops the client's ability to make decisions, address key concerns, and develop himself/herself (to get

feedback, to determine priorities and set the pace of learning, to reflect on and learn from
experiences).

10. Positively confronts the client with the fact that he/she did not take agreed-upon actions.
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(Coach Form)  

 

The Financial Wheel of Life | 1  

 

Date    Client Name   

Location    Coach Name   

 

Coaching tips for you: Celebrate all strengths you see in the client. Validate feelings that come up. Go at the 
client’s pace. You can shorten this exercise if it is taking too long. You can also ask more questions to get a 
better sense of the client. Some clients will only give one-word answers and take a lot of coaxing. Other 
might be quite forthcoming and you will have to ask fewer questions. The goal is to build rapport, get to 
know what the client’s life looks like through their eyes and words, discover their strengths and resources, 
and begin to assess what may be obstacles for them (both internally and externally). 

Suggested Scripting: 

“We’re going to do an exercise called The Financial Wheel of Life. Relax and have fun with this. There’s no 
pressure and no right answers! The Financial Wheel of Life represents a snapshot of your finances today.   

Life is always shifting. The goal of this exercise is not to be a 10 in all areas of your life. The Financial 
Wheel is a useful way of seeing what’s working well in your life financially right now and what could use 
some help. NOBODY is a 10 in all areas. We all have low points and high points and they change at 
different points in our life.” 

1) 5-10 minutes: “I’d like you to mark how satisfied you are in each area on a scale 0-10, with the center 
of the circle representing 0 and the outermost circle representing 10. Zero means unsatisfied/unhappy 
and 10 means completely satisfied/happy. For example, how happy/satisfied are you with your (health) 
right now, on a scale of 0-10, with 10 being totally happy and 0 being totally unhappy? So go ahead and 
do that for each area now.” 

2) 1 minute: “Now that you’ve rated all the areas, please shade in from the center up to your marks like 
the example below.” Coach: write down client’s numbers here: 
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(Coach Form)  

 

The Financial Wheel of Life | 2  

Review with Client 
General question (rapport building):  

 

 
  

Use the following questions to understand the client’s biggest values, motivators, and  obstacles. 

For the highest 3 scores: 
 

► “How long has it been a 
[number]?” 

(Note stable areas and 
reflect back to the client. 
Note resources, internal or 
external.) 

 
Area 1:     

 
Area 2:    

 
Area 3:    

If for more than a year:  

► “Wow, so you really have 
some stability here. 
That’s wonderful.”  
  

► “What do you do that 
helps this stay a 
[number]?” 

(Note Strengths.) 

   

If it’s a new area of 
satisfaction:  

► “What happened to 
make this area 
improve?” 

 
► “What did you do to help 

make that happen?” 
 
► “Think about the 

amazing growth you 
have had in [area]; how 
do you think it might 
help you in this 
program?” 

   

 “How did it feel to do this 
part of the exercise?” 
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Financial Wheel of Life 
(Coach Form)  

 

The Financial Wheel of Life | 3  

For the areas with the lowest 2-3 scores: 
 

► “I see that you scored a 
[number] in this area. 
Why do you think that is? 

(Note barriers/obstacles.) 
 
 

► “Does it feel like a 
weight?” 

 
► “What is it about [the 

area] that’s hard for 
you?” 

 
 
► “What would need to 

happen for this number 
to be higher?” 

 
► What’s getting in the way 

of you doing it? 

(Note barriers/needs.) 
 
 

► Repeat with the other 2 
lowest areas. 

 
Area 1:    

 
Area 2:    

 
Area 3:    

Time allowing, ask the client 
to pick the area they would 
most like to see improvement 
in. 

► “What’s going on here 
that it’s a [#] and not a 
[one # lower]?”(E.g. “a 3 
and not a 2”) 

 
► “What’s one thing you 

could be grateful for 
when you look at this 
area?”  

(Look for and note things the client brings and is currently doing, that 
can be considered as strengths. Reflect back to the client the 
strengths you see and watch their response.) 

 
 

 
(Note strengths.) 
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(Coach Form)  

 

The Financial Wheel of Life | 4  

► Identifying Obstacles. Note: Obstacles are also identified above. Here are a few more specific 
questions you can ask:  
  

 
  

 

Summarize the Exercise: 

 

►  “So how was doing that for you?”  

  

  

►  “Anything new you learned about yourself?” 

  

  

  

► “All parts of your life are interrelated; change one and you change others. For example, if you start to 
exercise more, and you feel healthier, you may also sleep better, which would allow you to be more 
focused and to have more energy for a job search, as well as to weather setbacks more easily. So in 
coaching, we might be focusing on goals in many parts of your life.”  

  

► “Thank you so much for sharing with me. It will really help me coach you. I already learned that 
you…. “  

You can reflect back to the clients your observations of any of the below:   

 Strengths  

 Resources  

 Dreams  

 Motivation  
 Willingness!  

►  “When you look at this 
Wheel, which of these 
areas do you think will 
hold you back from getting 
a job that you enjoy?” 

►   “Which areas do you wish 
you could shift, or which 
bother you the most?” 
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Financial Wheel of Life   

 

 

   

 

 

 

 
 

 
 
 
 
 
 
 
 
 
 
 

 
 

 
 
 
 
 
 
 
 

 
 

 
 

 

 
 

 
 

 
 

 
 

 
 
  

EXAMPLE 

 

8 

 
9 

 

7 

 

2 

 

4 

 

5 

 

8 

 

6 

 

FINANCIAL WHEEL OF LIFE INSTRUCTIONS 

The 8 sections in the Wheel of Life represent your finances.  

 Change, split or rename any category so that it’s 
meaningful for you.  

 Next, taking the center of the wheel as 0 and the outer edge 
as 10, rank your level of satisfaction with each area out 

of 10 by drawing a line to create a new outer edge (see 
example)  

 The new perimeter of the circle represents your overall 
financial satisfaction.  

Income 

Financial Goals Expenses 

 
1 
2 

10 

Loans/Credit Cards 

Credit Scores 

Budgeting Personal Savings 

Adequate Insurance 

  1   2   3   4   5   6   7   8   9 
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Financial Wheel of Life   

 

 

   

 

 

Descriptions: 

 
 Financial Goals – written, motivating short and long term financial milestones that support 

your desired lifestyle 

 Expenses – recurring monthly obligations such as rent, utilities, groceries, dining out, 
childcare, education, entertainment, and transportation/fuel costs 

 Loans/Credit Cards – ability to comfortably pay all monthly debt obligations on time 

 Credit Scores – credit history and scores reported by the three credit reporting agencies 

 Budgeting – tracking your spending and sticking to a plan that works for your income 

 Personal savings – routine deposits of money for short and long term goals 

 Adequate Insurance – current insurance protection to offset any financial loss, such as auto, 
home/ renters, disability, life, medical, dental and unemployment insurance 

 Income – ability to generate a steady flow of money sufficient to cover all your monthly living 
expenses 
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The Coaching Conversation Model 

Use this model as a guideline to help you lead a
client-driven dialogue through the six distinct stages.

Use powerful questions and focused-listening, to
facilitate a discussion that stimulates clients’ thinking,
growth and change that leads to action.

The Stages of the Coaching Conversation 

1. Clearing/Clarity/Focus – Ask the client to establish a clear focus and desired
outcome for the session.

2. Motivation/Benefit – What will that desired outcome or goal bring them? How
will their life be different?

3. Exploration – Where are they now?  Establish a baseline with what resources/
and support they currently have.  What do they need to know?

4. Action Planning – Design action steps or an action plan. What will it take to
accomplish the plan?

5. Accountability – How will the client hold him or herself accountable? Design a
structure for accountability and success.

6. Completion – What is the learning or value from the session? Commitment?
Next steps?
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COACHING MINDSETS 

Focused Listening 
…is paying attention without thinking, mind-wandering or 
having an agenda. Focus on more than the customer’s 
words: listen for emotions, values, strengths, beliefs, 
motivation, and themes. There is no judgment with 
focused listening. 

Curiosity 
…is being open and asking questions without having the 
answers. To be truly curious, you have to shed our agenda, 
beliefs, and ideas. Your job is to ask questions that lead 
customers through a discovery process. Lots of great 
learning, possibilities, and self-knowledge comes from 
being curious. Curiosity helps you let go of what you think 
you know about customers and lets you find out what is 
really going on with them. 

Forwarding Action & Deepening Learning 
…is focusing on both forwarding the action AND deepening the learning. Forwarding action means 
helping customers move forward. This includes external actions as well as subtler internal actions like 
identifying limiting beliefs. Coaches also help customers deepen the learning by helping them reflect on 
lessons, strengths, values and insights. Coaching is not just about getting things done, it is also about 
helping customers develop a deeper understanding of themselves. 

Listening for Values 
Your values reflect what is most important to you. They help you determine who you are, what decisions 
you make, and how you relate to the world. Values are intangible and are not good or bad. By honoring 
personal values, people have a better quality of life, live in alignment with who they are, and are more 
motivated. By using focused listening, powerful questions, and building rapport, you will come to know 
customer’s values and you can help them be aware of them as well. 

Self-Management 
…is your ability to set aside personal opinions, preferences, pride, defensiveness, ego, the need to be 
right, judgement, and so on, in order to ensure the customer is in the driver’s seat. 

Focus on Strengths 
…is when the focus is shifted away from “the problem” and instead is directed toward what is possible, 
what is working well, and the customer’s strengths and resiliencies. Noticing and commenting on 
customer’s strengths is a powerful way to reflect back the unique gifts they bring. Building a customer’s 
knowledge of their strengths help them have more confidence and a higher sense of well-being. 

Building Rapport 
…is the foundation of the coaching relationship. It establishes and maintains a feeling of trust, so 
customers feel comfortable taking the reins, going for big action, and being honest about who they are 
what holds them back. Some fundamentals of rapport building are being welcoming, having two 
minutes of small talk, reading body language, showing interest, mirroring speech, and thinking about 
logistics. 
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Coaching Conversation Worksheet

1  Clarity/Focus/Outcome 

2  Motivation/Benefit 

3  Exploration 

4  Action Planning 

5  Accountability 

6 Completion/Next Steps/Learning 

Additional Observations: 

NOTESSTAGE

Establish the focus for today.

What will the desired outcome bring?

Where are they now? 
What's the goal?

What steps are required to 
accomplish goal?

Discuss accountability structures.

What is the learning from today's 
conversation and next steps?
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Endowment bias. This emotional bias occurs when a person assigns greater value to an 

object when he or she possesses it and is faced with its loss, than when he or she doesn’t 

possess the object and has the potential to gain it. 

Example: a person may cling (fiercely) to the house during a divorce, even when they can’t 

afford it.  It would be rational to sell and buy again later when affordable. 

Status quo bias. This emotional bias predisposes people, when facing an array of choices, to 

elect whatever option keeps conditions the same. 

They ask for advice – then don’t take it! 

Anchoring bias. This cognitive bias occurs when investors are influenced by purchase points 

or arbitrary price levels. 

After a lay-off, new job may pay less than previous job. Mentally, we think we should be paid as 

much or more than we earned in our last job. Your mom or dad may shake their head at, say, 

car or house prices – they remember what they paid for their first house or car. 

Recency bias. This is a predisposition for people to more prominently recall and emphasize 

recent events or observations, and possibly see patterns where none exist. 

Framing bias. This is the tendency to respond differently to various situations based on the 

context in which a choice is presented (framed). 

People are more likely to take a bet where they have a “50% chance to win”, than one where 

they have a “50% chance to lose” – even though those are the same odds. Also perceived 

differently; “one person out of ten”, vs. “10%”. 

Cognitive dissonance bias. In psychology, cognitions represent attitudes, emotions, beliefs, 

or values.  When multiple cognitions intersect—for example, a situation arises in which a 

person believes in something only to find out it is not true—they try to alleviate their 

discomfort by ignoring the truth and rationalizing their decision to ignore the truth. 

The Prosperity Agenda Financial Coaching - Mini Toolkit 15



Conservatism bias. This occurs when people cling inflexibly to a prior view or forecast 

without acknowledging new information.  

Availability bias. People often estimate the probability of an outcome based on how 

prevalent that outcome is in their lives. 

Everyone I know has a new car – I should get one, too. 

Self-attribution bias. This refers to the tendency to ascribe successes to innate talents while 

blaming failures on outside influences. 

My kids just got into a bad crowd. 

Confirmation bias. This occurs when people observe, overvalue, or actively seek out 

information that confirms their claims, while ignoring or devaluing evidence that might 

discount their claims. 

Overconfidence bias. This is best described as unwarranted faith in one’s own thoughts and 

abilities and contains both cognitive and emotional elements. 

Illusion of control bias. This cognitive bias occurs when people believe they can control, or 

at least influence, outcomes when, in fact, they cannot. 

Optimism bias. Many overly optimistic people believe that bad outcomes will not happen to 

them — they will only afflict others. 
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Good goals are SMART: 
(S)pecific, (M)easurable, (A)ttainable, (R)elevant and (T)ime-bound.

(S/A) WHAT DO I WANT? 

(R) IT’S IMPORTANT TO ME BECAUSE . . . (HOW DOES IT RELATE TO YOUR MISSION?)

WHAT RESOURCES (INTERNAL AND EXTERNAL) DO I NEED TO ACHIEVE THIS? 

(M/T) STEPS TO ACHIEVE THIS GOAL: 

STEPS I WILL TAKE TO COMPLETE THE GOAL ARE: (M/T) I WILL ACCOMPLISH 
THESE BY: 

Date Client Name 

Location Coach Name 
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ANSWER THESE QUESTIONS 

a. WHAT ARE OBSTACLES THAT MAY GET IN THE WAY?

b. WHAT CAN I DO IF I RUN INTO THESE OBSTACLES?

c. HOW WILL I FEEL WHEN I REACH MY GOAL?

WRITE YOUR COMPLETE SMART GOAL HERE: 
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Accountability: Accountability: Accountability:

Accountability: Accountability: Accountability:

Steps to Achieve Goal: Steps to Achieve Goal: Steps to Achieve Goal:

Steps to Achieve Goal: Steps to Achieve Goal: Steps to Achieve Goal:

Current Goal/DateCurrent Goal/Date Current Goal/Date

FINANCIAL GOALS CHART
Category:

Current Goal/Date

Category:

Category: Category:

Category: Category:

Current Goal/Date Current Goal/Date
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Tool - Determining Debt Payoff Order 

Because everyone’s financial situation is unique, there is no special concrete list on which debt 

should be paid first. Debt payoff order can be influenced by a number of factors to include: 

► Capacity or ability to pay off the debt

► If the debt/expense relates to essential life functions such as medical or family issues

► If the debt secured by collateral can be repossessed

► If the creditor for the debt can initiate legal action against you

Use this worksheet to analyze indebtedness and determine appropriate pay off order: 

NAME OF DEBT 

OR  OBLIGATION 

AMOUNT 

OWING 

HIGH 

PRIORITY? 

COLLATERAL 

ATTACHED 

LEGAL ACTION 

PENDING/POTENTIAL 
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Tool - Payment Arrangements Worksheet 

Once this worksheet is complete, the total monthly payment arrangement amounts must be 

included in the Monthly Budget/Spending Plan. 

CREDITOR AMOUNT OWING 
STANDARD 

PAYMENT 

PAYMENT 

ARRANGEMENT 
TERMS 

Totals:
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Tool - Who Do You Owe? 
Make a list of all the debt that you really owe. This list should include credit cards, loans, 
collections, judgments, past due utility accounts, medical bills, and taxes. This list should also 
include any debt on your credit report that you are responsible for. 

Name of Creditor Balance Owing Monthly Payment 

Totals: 

Do you have enough income right now to comfortably pay the above listed debt 

payments? 

What actions must you take to ensure that you can get out of debt? 
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EXAMPLE 

 

8 9 

7 

2 

4 

5 

8 

6 

DEBT REDUCTION WHEEL OF LIFE INSTRUCTIONS 
The 8 sections in the Income Wheel of Life represent income 

generation components.  

 Change, split or rename any category so that it’s
meaningful for you.

 Next, taking the center of the wheel as 0 and the outer edge

as 10, rank your level of satisfaction with each area out
of 10 by drawing a line to create a new outer edge (see

example)

 The new perimeter of the circle represents your overall
satisfaction with ability to get out of debt

Mortgage Loans 

Medical Debt Credit Cards / Lines of Credit 

 
1 
2

10 

Child Support 

Personal/Auto 
Loans 

Student Loans Collection Accounts 

Taxes 

  1 2 3 4 5 6 7 8 9
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Descriptions: 

 Medical debt – all medical expenses not covered by insurance that must be paid

 Credit cards/Lines of Credit – revolving credit accounts – open or closed

 Child support – outstanding delinquent child support arrears considered still payable

 Personal/Auto loans – personal loan debt balances and car/truck financing that remain
unpaid

 Student loans – public or private educational loans that remains unpaid (includes loans in
deferment)

 Collection accounts – (reported and non-reported) all debt under the management of a
debt collection company with an outstanding balance to be paid

 Taxes – taxes owing of any kind (property taxes, state income taxes, federal income taxes)
currently unpaid

 Mortgage loans – home financing (1st, 2nd or 3rd mortgages) owing against real estate
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EXAMPLE 

 

8 9 

7 

2 

4 

5 

8 

6 

INCOME WHEEL OF LIFE INSTRUCTIONS 
The 8 sections in the Income Wheel of Life represent income 

generation components.  

 Change, split or rename any category so that it’s
meaningful for you.

 Next, taking the center of the wheel as 0 and the outer edge

as 10, rank your level of satisfaction with each area out
of 10 by drawing a line to create a new outer edge (see

example)

 The new perimeter of the circle represents your overall
satisfaction with your income generation

Stable 

Sources of 
Income 

Enough Income to 

Cover Expenses 
Additional Earning 

Potential

 
1 
2

10 

Adequate Education 

Adequate 
Transportation 

Quality of Childcare Benefits at Work 

Multiple Sources of 

Income 

1 2 3 4 5 6 7 8 9
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Income Wheel of Life

Descriptions: 

 Enough income to cover expenses – there is no deficit in the budget

 Additional earning potential – ability to increase wages at current job or increase
overall income with another part-time job or business

 Adequate education – sufficient education/training to propel clients forward in
career

 Adequate transportation – ability to travel to and from work with public transit,
carpool, or personal automobile

 Quality of childcare – if needed, available childcare is appropriate and affordable

 Benefits at work – health care insurance and participation in employer-sponsored
retirement savings plan

 Multiple sources of income – more than one source of income in the household

 Stable source of income – under no immediate threat of layoff or termination
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EXAMPLE 

 

8 9 

7 

2 

4 

5 

8 

6 

CAREER WHEEL OF LIFE INSTRUCTIONS 
The 8 sections in the Income Wheel of Life represent income 

generation components.  

 Change, split or rename any category so that it’s
meaningful for you.

 Next, taking the center of the wheel as 0 and the outer edge

as 10, rank your level of satisfaction with each area out
of 10 by drawing a line to create a new outer edge (see

example)

 The new perimeter of the circle represents your overall
satisfaction with your career potential

Entrepreneurial 
Pursuits 

Motivation Education and Vocational 

Training Options 

 
1 
2

10 

Work Experience 

Resume Writing 

Job Search Access Available Career 
Options 

Road Mapping / 
Career Management 

  1 2 3 4 5 6 7 8 9
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Descriptions: 

 Motivation – measures level of commitment, vision, or passion

 Education and Vocational Training Options – completed necessary education and
training to transition successfully into career choice?

 Work Experience – determine how past and/or current work experience will benefit going
forward in career

 Resume Writing – is resume updated with the most relevant information using free
technical assistance, if needed, to maximize the overall quality of the resume’?

 Job Search Access – identifying and utilizing different methods to locate jobs, such as the
internet, newspaper, or word-of-mouth

 Available Career Options – based on the industry of career choice, determining what type
of promotional opportunities exist, such as supervisor, manager, lead, or vice president.

 Road Mapping / Career Management – how long will it take to reach ultimate career
destination and list the milestones along the way?

 Entrepreneurial Pursuits – desire to start a small business, and to conduct research to
find out what must be done to get started and be successful
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