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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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Financial Control Chart 

Step 1: In the spaces provided in the chart above, write down situations that 

exists where there is a feeling of scarcity and/or lack of financial control.   

Step 2: Begin to brainstorm all conditions required to be in place to regain control 

in each area.   

CONTROL 
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Executive Skills 

Change is hard for everyone. Recent brain science research shows that the chronic stress of living in 
poverty can make change even harder. The ability to organize and plan, control your reactions, and get 
things done—all skills that are necessary for success in today’s job market—suffer when a person is under 
constant stress or trauma. These sets of skills, known as executive skills, play an important role in clients’ 
success in setting and achieving goals. These skills play a critical part in helping clients obtain and advance 
in a family-sustaining career. 

Actually, we all have executive skills that are weaker and stronger. And for all of us, stress, poor sleep, 
lack of exercise, sadness, loneliness, and poor nutrition makes accessing those skills more difficult. 
Additionally, clients in the Career Readiness Project may not have had the opportunity to hone these 
skills. They may have faced challenging situations early in life, and they may continue to face challenging 
situations. Some clients may have skills, but may not be able to access to them due to high levels of 
stress. 

The coaching relationship offers an opportunity for clients to better understand their executive skill 
strengths and weaknesses, to identify work-arounds that reduce the impact of weak skills, and offers an 
opportunity to practice skills in the context in which they will be used. 

Why is this important? To effectively help clients set and achieve goals, you must understand the 
executive skills clients need to engage in a goal-setting process. 

Coaching Through Scarcity Workshop     4



Sample Powerful Questions 

FOCUS POWERFUL     QUESTIONS 

Clarity/Direction What is your focus? 

What do you want to accomplish or change? 

Motivation/Benefit What is your motivation for ___ ___ ? What will that get you/bring you? 

What will you have when you get it? 

What is the benefit? What is important to you about that? 

Establishing a Baseline Where are you starting from? What is your current reality? 

What resources do you have available? 

On a scale of 1-10, where are you now? Where do you want to be? 

Clarifying What does ___ ___ mean to you? What does ___ ___ look /feel like? 

What do you want? 

What will support you in being __ ___? (courageous, responsible) How 

will you know you have achieved it? 

Action Planning What will you do? How will you do it? What will that take? 

What resources do you need? What will support your success? What is 

your first/next step? 

Accountability By when will you take that step?  

How will you measure your success? What might get in the way? 

What is your commitment? 

What will support you in staying on track? 

Evaluation/Learning On a scale of 1-10, where are you now? What have you learned? 

What has shifted or changed? 

What will you take away/carry forward from this session? 

Acknowledgment/ 

Celebration 

How was that a win for you? 

How will you celebrate your breakthrough? Or success? What is the gift 

you gave yourself? 

Are you open for an acknowledgment? (yes/no) 

Completion How do you want to wrap up this conversation? 

What will support you in being complete with this session? What did you 

value (or learn) in this coaching session? Where are you now related to 

your desired outcome? 
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Financial Wheel of Life 
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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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Financial Wheel of Life 
(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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Financial Wheel of Life 
(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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Financial Wheel of Life 
(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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Beliefs Drives Behavior = Results 

List up to three of your limiting beliefs about money: 

Pick ONE limiting belief to work through with your coach: 
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SMART Financial Goals Worksheet

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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SMART Financial Goals Worksheet

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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