
WHY NAVIGATIONAL COACHING? 
Coaching is about supporting others to be more effective in 
getting from place to place. The word place, of course, represents 
many things beyond physical location; place can refer to level 
of productivity, earnings, quality of relationships, leadership 
effectiveness, job status, sense of fulfillment and more. Coaching 
is a method to help others navigate – not by steering or charting a 
course for them, but by supporting them to navigate for themselves.

This programme explores how a coach addresses the five major 
navigational challenges faced by individuals in life and work:

■■ Clarifying where they want to go.
■■ Understanding where they are now.
■■ Plotting a course forward and committing to action.
■■ Receiving positive reinforcement. 
■■ Knowing when to course-correct.

Learning to be a great navigational coach involves thinking 
differently, learning new skills, listening to intuition, exercising 
restraint, developing wisdom and being willing to practice. This 
programme will help you navigate through those places.

■■ Day One focuses on foundational 
principles and skills.

■■ Day Two explores more advanced 
skills and more challenging 
coaching situations.

WHY WOULD I CHOOSE 
THIS PROGRAMME?
The marketplace is full of 
coaching programmes. 
You’re looking for one 
that will give the leaders in 
your organisation the tools 
they need to apply coaching 
skills immediately. You want 
something simple, practical and 
effective. You have found it.

Navigational Coaching combines 
the key principles and skills of coaching  
with hands-on practice in a lively 
interactive format. The use of the 
navigational analogy helps illuminate 
coaching principles in a way that is clear, 
playful, and memorable. 

WHO SHOULD ATTEND?
This programme is designed specifically 
for organisational leaders interested in 
enhancing their capacity to develop others 
through effective coaching conversations. 
The material is as suitable for senior leaders 
as it is for individuals assuming a leadership 
role for the first time.

WHAT TO EXPECT?
As a result of attending, participants will:

■■ Learn the key principles that define successful coaching 
interactions.

■■ Benchmark their current level of coaching effectiveness and 
assess progress.

■■ Explore the difference between the problem-solving mindset 
and the navigational coaching mindset.

■■ Understand where and when to apply a coaching approach.
■■ Learn a tested and proven coaching model.
■■ Explore fundamental coaching skills, including:

•	 The Art of Conscious Listening.
•	 The Art of the Question.
•	 The Art of Telling.

■■ Practice key principles and skills and receive feedback on 
coaching.

■■ Learn how to give both positive and corrective feedback.
■■ Learn how to deal with more challenging situations (Day 2).
■■ Learn more advanced coaching skills (Day 2).
■■ Enhance and consolidate learning through both pre-work and 

post-course assignments.

Navigation: The science of getting... from 
place to place.  (Merriam-Webster)

Designed by seasoned coaches with senior 
management experience, Navigational Coaching  

is powerful, practical and timely.
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Integrating Feedback into  

the Coaching Model
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Yes, open

No, closed
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A. Check intention.

B. Ask permission to give 

feedback.

C. Share intention.

D. Provide specific observations.

E. Communicate interpretation(s), 

perceived impact and/or 

feelings, as appropriate.

F. Assess response.

GIVING FEEDBACK

G. Clearly state expectations 

or requirements regarding 

performance. 

H. Define next steps.

I. Create agreement on these 

steps.

DIRECTIVE APPROACH Begin coaching conversation:

1.	Clarify.

2.	Brainstorm.

3.	Plan.

4.	Anticipate.

5.	Confirm.

COACH APPROACH
OPEN TO 

COACHING

- What options do you see? 

- What else could you do?
- What’s another right answer?

- What’s the best option?
- What will you do, by when?

- What’s your first step?  
-  What might stop you from achieving this plan?

-  What concerns do you have? 

-  What support do you need?  -  Restate the plan.
-  How do you feel about the plan?

-  How will these actions support you in closing

 the gap and getting closer to your goal?  

THE GAP- Describe your preferred outcome.  � 

- What excites you about that goal?  

- Describe your current situation. 

THE CONVERSATION�  
-  What do you want to take away from this 

 conversation? -  Where do you want to start?

Navigational Coaching Model1 Clarify

2 Brainstorm
3 Plan

4 Anticipate

5 Confirm
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Navigational Coaching System
Pocket Coaching Success Guide

The 5 Functions of Navigational Coaching
Navigational Coaching involves five key functional activities. All five functions must be addressed in order to 
create outstanding results for the coachee and the organization. 

1. Clarifying the end point or goal. 

2. Clarifying the present situation. 

3. Plotting a course forward and gaining commitment to action.

4. Providing positive reinforcement. 

5. Facilitating course correction.

The 6 Guiding Principles of Navigational Coaching
Principles are more important than techniques. These principles provide the foundation for effective coaching.

1. Coaching depends on a trusting, collaborative relationship.

2. Coaching focuses on the coachee’s agenda. 

3. Coaching is based on a peer-to-peer form of interaction.

4. Coaching works best when people find their own answers.

5. Coaching supports the coachee to do the work.

6. Coaching leads to action.

Powerful Reframes for Achieving the Navigational Coaching Mindset
Shifting from: 

• Solving the problem to unleashing potential.
• Resolving the task to building capacity.
• Knowing to learning.
• Judgment to curiosity.
• Having the answers to asking the questions.
• Completion to growth.
• Risk avoidance to risk utilization.
• The facts to the possibilities.
• Spending time with problems to spending time with people.
• Short term results to long term results.

Who to Coach?  
The Performance Curve
The best return from coaching comes from knowing  
who to coach and when. 

People who are motivated are the easiest to coach  
and give the highest return on coaching investment. 

Plateaued Performer

High Performer

Developing Performer

New Performer

Declining Performer

Poor Performer
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