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Core Purpose of Coaching &
Mentoring
to help people find the means
to become who they truly can
and want to be
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NLP and Coaching

What does NLP offer the
field?
* modeling what works

* many models

* insight into below
conscious processes

Pattern Detection &
Utilization
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Rapport & Credibility

“Rapport is necessary but not sufficient.”
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“Too much rapport can
create or affirm a
belief in the problem”

Instead:
Rapport with the person,

Distance from the problem
- Shelle Rose Charvet
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The Power Principles

Everything you do A T
affects the emotional state - \

of your client. | CUSTOMER
BOTHERING ME

Everything you do st

determines what your
client believes about your
organization.
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Influencing & Persuasion
Principle

“To get people to go
somewhere with you,
you need to meet them
where they are...
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and not just pretend that
they are already where
you want them to be.”
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Conversational Coaching®©

 Informal
» Casual
« Skilled
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The LAB Profile™

Motivation Traits
What has to be there for
someone to be motivated

Working Traits
Internal Processing
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LAB Profile™ Patterns

Help your client decode
the problem:

Business owner gets furious
when customers call

Independent:

Needs time alone to be
productive
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Criteria

1.What do you want when
you are coaching?

(What is important to you?)
2. Why is that important?

Words and phrases that
cause a positive emotional
and physical reaction
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Direction of Movement
Toward Away From

Motivated to achieve a  Motivated to prevent or
goal solve problems
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Direction Identification

Question: Why is that (Criterion) important?
Toward
Talk about what they will gain, will
achieve, etc.
What they want

Away From
Situations to be avoided, problems
What they don’t want
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Randy Park

n
Author ot Thinking for Reswlts - Buccess Birategies

The
Prediction

Trap
=

and how-to avoid it

Prosper Now and Prepare for the Future o dsThatChangeMinds.com




Direction of Movement

Toward Away From
Benefits, goals, Problems avoided or
advantages, what you solved, negative
want consequences
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Internal External

Decides for themselves Influenced by outside
people/factors
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Internal
use the Language of
Suggestion,
give information,

External
Others will notice,
feedback, here’s what
to do, Command
Language

invite people to judge for
themselves
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When You’re Ready to
Find the Love of Your Life
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:tgmnf’es Equity
ui
Advantage®
to work
for YOU.

ly now to save!
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*Can my money
be secure and
still grow? *

It's worth
atalk.

www.WordsThatChangeMinds.com

Procedures Options

Wants to follow step Prefers many choices
by step process and alternatives
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Procedures Options

step by step process, Choices, possibilities,
how, next step, alternatives
complete the process
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Lillian Chan
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MEDICAL INFORMATION

HOME EDITION

Complete and unabridged!
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Profile of a stuck state

Reactive
Away From
(Options)
Feelings
No/My
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The Done Frame

* How do you know
your client will
actually do what
they say?

Patterns to listen
for:

» Proactive

» Toward

* Internal

» Procedures

www.WordsThatChangeMinds.com
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CUSTOMER
BOTHERING ME

How To CHANGE ATTITUDES
IMPROVE RESULTS AND
GROW YOUR BOTTOM LINE
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Upcoming Events

2 days on LAB Profile
Kuala Lumpur June 28 and 29, 2011

www.shelle-charvet-in-Malaysia.com
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LAB Profile™
Consultant/Trainer Certification

Coaches, Trainers , Consultants

Business Leaders

HR & Marketing Professionals
2 options!
www.labprofilecertification.com
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2 Programs

1. 10 day Certification Program

Consultants, Trainers &

Coaches
Ludvigsberg
Mansion 2. 5 day Business Diploma

Sweden, Business Leaders,
Aug15 — 26, 2011 Marketing & HR Professionals
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Shelle’s Irregular Newsletter
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Special Gift for APAC Members!

Learn LAB Profile at home!
Enter this coupon code
4UAPAC

For your special discount!
Go to:
Includes: www.LABProfileLearningProgram.com
« the international bestselling book
-+ 6 CD program available also in

« Conversational Coaching CD downloadable format
+ Solving Communication Problems CD
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And then there’s group
coaching

OUR GOAL 15
TO DO MORE
WITH LESS.
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SPECIFIC.
\ LESS
COMMUNI-
CATION?

www.dilbert.com _scottadams @ aol.com
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