
ILM Level 3 
Masterclass 1:4 

The role of contracting

A coaching contract is defined as “an explicit bilateral commitment 
to a well-defined course of action” Berne E.(1966) 



Check in

• How are you entering this session?
• What do you want to say that will help you be 

present



Our contract today

I am here

Create a safe place to play around 
with a most powerful capability 
when used cleanly

Make critical role of contracting uber 
practical and explicit

I will
Assess what you remember about 
levels of listening and TGROW

Discuss the importance of effective 
and ethical contracting

Look at assignment  1 – if enough 
time (if not I will post a video 
tutorial)

I need
Your integrity to practice and use the 
framework – reflect and log

Begin to consider and prime 2 
coaching clients – set up a 1 hour 
coaching intake session (22nd August -
9th Sept)

Inform me if you intend to do award (6 
hours) or certificate (12 hours)

Is there anything else we need to agree in order for this to be a safe developmental space?
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1. Listening to me (Mind clutter)
Paying more intention to own judgements, opinions and thinking.  In coaching this is often trying to work out the 
next response even before your coachee has finished speaking.  Here, shut up and listen to their data not yours! 

Active Listening:  Levels of listening in effective coaching

2.  Listening to you (Empathic listening)

Paying meticulous awareness (100%) of what they are they are saying and how they are saying it….

Descriptive: “I heard you say ‘new stuff’  Use their actual words
Focused on cognition: “It sounds like you are reviewing your situation in your mind”
Highlighting key words:  “You said ‘blocked’ 4 times
Echo back the  words used: “I notice you slow your voice”  Play back what you see without judgement

3.  Listening to us (Global listening)
The nuances of the space between the coach and coachee – beyond words – including all the unspoken energy and emotion 

Focused on energy and emotion: “I sense your getting some energy to act”    
“I get a feeling you are frustrated with this”

Seek permission: “May I tell you the gut feeling I have”
Notice the space between you: “I sense as if we are  both stuck”

Source:  Based on work by Whitworth, Kimsey-House & Sandahl, 1998, Co-active Coaching



Example C

Coachee: The new office is a mess.  I`ve got boxes 
everywhere.  I can hardly get from the front door to 
the back office.

COACH: How important is it to get settled at your new 
office?  This is the most productive time you`ve had in 
your business since you started your partnership?

Coachee: I know.  The business is booming.  It`s so 
exciting to see it take off!  But living with the clutter –
it`s driving me nuts.

COACH: And the mess is temporary.  Don`t let it 
distract you from the real issue – maintaining 
momentum.

Client: But it is a distraction.

COACH: I`ve been in that situation myself before.  
Trust me – it`s not a big deal.  You`ll find a way to take 
care of it.  In the meantime, let`s get back to your 
business plan.

Coachee: Okay.  If you`re sure…

Example B

Coachee: The new office is a mess.  I`ve got boxes 
everywhere.  I can hardly get from the front door to the back  
office.

COACH: I hear you say a mess. 

Coachee: I know.  The business is booming.  It`s so exciting to 
see it take off!  But living with the clutter – it`s driving me 
nuts.

COACH: I get the sense that you`re pretty agitated.

Coachee: It takes up so much room.  It`s really in the way.

COACH: Am I hearing that something has  blocked you?  I 
think I hear it in your voice – it`s like a choking almost.

Coachee:  I think there`s more to this than boxes of stuff.  I 
actually think it`s about some unfinished business in  closing 
some  deals  .  

COACH: What do you want to do about that?

Coachee: Like the boxes  I`ve been trying  to step around it, 
or over it, and that doesn`t seem to be working.  I guess it`s 
time to sit down and work it out – unpack what I need to do 
to close more business.

Example A

Coachee: The new office  is a mess.  I`ve got boxes 
everywhere.  I can hardly get from the front door 
to the  back office.

COACH: How important is it to get settled at the 
new office?  

Coachee: It`s so exciting to see things take it take 
off!  But living with the clutter – it`s driving me 
nuts.

COACH: How can you deal with the clutter – and 
still maintain your momentum with the new 
business?

Coachee: I just don`t have time to deal with it 
right now.

COACH: What do you have time for?

Coachee: I`d love to be able to devote a whole 
week just to moving in, but that`s not practical.

COACH: So what can you do instead?

Coachee: I could do an hour each day  or so when 
I get in each day.



Performance Coaching Model: TGROW

(Topic) To establish the broad area of discussion

(Goal) Developing a well formed outcome overall and for 
the session – big Goal and small goal

(Reality) Understanding the reality of the current situation 

(Options)  Exploring options to move towards the goal 

(Will)  What will be done, when, where & will to do it. 

TOPIC:

Initial understanding

WILL:

Actions and will

GOAL:

Session and longer

term

REALTY:

Current situation

OPTIONS:

Possible solutions



Understanding 
the role of 

effective and 
ethical 

contracting

• Identify methods to initiate a productive working 
relationship

• Rapport building (levels of listening)

• Questioning (GROW)

• Contracting

• Rationale for and process of contracting

• Safe and ethical practice in coaching



Why?

• To create an psychological agreement 
so as to consciously set up a co-created 
container of trust and safety for both 
the coach and you.

• Ensures expectation's are made explicit 
and you can create closure in a single 
session or a programme of sessions.

• Reinforces fairness and role of coach to 
be curious but ethical, non judgemental 
and not abuse their power.

Process – three levels?

1. In the moment – “May I share what I am thinking”

2. In the conversation – small ‘c’ coaching

3. In the programme – big ‘C’ coaching 
(multiple sessions)

Rationale for Contracting and process
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❑ Goal/Outcome – What outcome or outcomes would do you most want to achieve out of the series of conversation? 

❑ Ok to be fuzzy to begin with, it’s a start for you to listen and contract within context

❑ Success measures – How will you know you have achieved it?

❑ Time – state actual end time

❑ give yourself a buffer in cash of additional time required to close

❑ Confirmation of confidently – agree expectations and boundaries

❑ This space to speak openly and in confidence

❑ Unless breach of law, company rules/codes of conduct, risk of wellbeing and beyond my own capability

❑ The use of notes and recording of information – diaries, reflection notes

❑ You will use or note, how you will record information

❑ Permission to interrupt, share reactions, suggestions and go slower so as us time to think

❑ Likewise, give your coachee permission to interrupt you, share their reactions, suggestions and Ok to pause

❑ Break or ‘divorce’ agreement in the conversation 

❑ Agree that either of us can stop the conversation

❑ Reciprocal agreement – make it two way

❑ Ask Is there is anything else they would like to include that will help create the create the best possible conversation

Managing the coaching contract:  Checklist (informal coaching)
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Contracting – in the conversation (small c)

Informing source:  Developed from ILM applied learning by Louise Saunders, SJP, 2020

• Not going to use my own agenda, it’s yours

• Going to confirm this is confidential unless in the unlikely event 
there is breach of conduct or wellbeing risk

• I am here as a coach, not a boss
I am 

• Guide you through a positive process to help you talk without 
judgement

• Go slower to give us both chance to pause and think

• I will not go beyond our agreed time 

I will

• Your permission to interrupt at time and give you my reactions, 
suggestions and challenge

• Us both to be ok with silence and pauses to allow bigger thinking

• For either of us to stop at any point if it is not helping
I need

Is there anything we need to agree in order for this to be a great and helpful conversation



Re-contracting 

 You said you wanted x last time, 
where are you now?

 What is better and/or has been 
learnt most?

 Where do you want to take this 
conversation next?

 How do want us to work together 
today, what needs to be different?

 We have x minutes, what would 
be most useful?

 What else do we need to agree 
about today’s conversation?



What if 

1. Coaching a colleague and they tell you that can’t see the point of 
carrying on?

2. Set up a formal coaching agreement and in session 3 they tell you 
they are having an affair with one of their team?

3. You get the sense they are asking you to help them deal with stress 
and going beyond your own competence?
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Ethical behaviour Practical examples

Contracting I will ensure that you understand the terms of any coaching or mentoring contract 

we have overall and during each conversation

Integrity I will accurately represent the potential value that I might add but will refrain from 

unnecessary intrusion into your personal privacy and adhere to the organisation’s 

code of ethics

Confidentiality I will maintain confidentiality unless the release of information is required by law or 

there is a breach of the organisation’s standards or rules

Inappropriate interactions I will avoid romantic or sexual relationships with current clients

Conflict of interest I will deal quickly with any conflicts as soon as they are identified

Termination of the relationship I will respect your right to terminate the relationship at any point subject to our 

agreed contract

Maintain the reputation of 

coaching and mentoring

I will behave in a way that reflects positively on the profession of coaching and 

mentoring

Recognise equality and 

diversity

I will avoid knowingly and consciously discriminating on any grounds

Breaches of professional 

conduct

I accept that an upheld breach could result in my loss of accredited or certified 

status as a coach or mentor 

Legal and statutory duties I will ensure that I comply with the GDPR data protection requirements 

Ability to perform I will operate within the limits of my competence and will tell if I consider this 

boundary has been crossed

Ongoing Supervision I engage in supervision

Continuing Professional 

Development (CPD)

I participate in relevant and appropriate amounts of training or CPD
: :

Ethics: Based on the European Mentoring and 
Coaching Council (EMCC) Global Code of Conduct
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Coaching Supervision
‘the interaction that occurs when a coach or mentor brings their 

experiences to a supervisor
to be supported and to engage in reflective dialogue and 

collaborative learning for the 
development and benefit of the coach or mentor, their clients and 

their organisations’ 

• Normative – help observe professional quality and ethical guidelines relevant to legislative and organisational norms.  
Support and challenge the congruence of what the coach says they do to what they do 

• Formative – facilitate a drive for continuous improvement including development of the coach’s capabilities as a coach 
and a reflective practitioner

• Restorative – support the well-being of the coach.  Whilst typically our client’s are experiencing good mental health, the 
potential for energy in the client relationship to impact the energy of the coach remains

https://emccuk.org/Public/default.aspx


Not everyone 
is coachable

• Unwilling/incompetent

• Tolerance for discomfort

• Openness to experimentation – fixed 
mindset

• Willingness to take responsibility

• Low EQ, in particular self awareness 
and/or self control/discipline

• Stressed – over stretched

• Conflict of interest



Typical coaching framework – 1-2 coaching sessions before next session

Beginning 
(Set the foundation - start with end in mind)

Middle 
(Questioning to enable insight and learning)

Ending 
(Small steps – outcome and evaluation)

Check in -Create Coach presence
Acknowledge (past) and share (future)

Mini goal – Direct communication
What is the best use of our time?
What do you want to have at the end of 
the conversation?
What do you want to gain?

Managing the Contract/recontract
How will we work together today?
• Time/note taking
• Confidentiality 
• Break clause
• Permissions – feedback, reactions, 

challenge and slow down
• What else?

BIG GOAL – Direct communication
What do you want?/why is this 
important?/How will you know you get 
it?
Verification
• Stated in a positive way?
• Under their control
• SMART
• Inspiring
• Who else would benefit?

Use of Models and techniques
GROW

Outcome & action
• What comes out of this conversation?
• What is the one thing you can do that 

would make a difference?
• What are you committing to?

Evaluation – Commitment to self 
development

• What was positive?
• What have we learnt?
• What did you get – contract close

Check out
• Share with each other what you have 

appreciated in the conversation
• Thank

Active listening 
and presence
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TASKING:  

At least one coaching sessions before the next session (19th August)  and with your reflection

Kolb learning cycle



Assignment tutorial 
discussion





Prime 2 coaching clients – set up a 1 hour 
coaching intake session (22nd August -9th Sept)

Have another coaching practice and log with your 
reflections

One assignment question


