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This report is a development tool. It describes how you tend to operate right now — not your
worth, your potential, or your IQ. Scores move over time. Moving them is the whole point.

Because of that, the EQFIT® Edge™ assessments are not to be used to make personnel
decisions. They are not selection instruments or promotion instruments. They are research-
based, for growth and development purposes. Results should not be used to decide who gets
hired, promoted, retained, reassigned, compensated, or let go.

If you are a leader holding someone else’s report, treat it as confidential and as a
conversation starter, not a verdict on that person. Work with them and with the report, and
grow them through the process as it is intended.

& What This Assessment Measures — and What It Doesn’t

This assessment measured how you think through coaching situations — your cognitive
awareness of what effective coaching looks like and your instinct for the best response when a
session, a client, or a business challenge demands it. The eight dimensions are research-
grounded, not validated: they draw on coaching research and decades of practice, and they

describe where to grow, not a forecast of your results. The tier lines (Strong at 85% and
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above, Functional from 65%, Developing below 65%) are working guideposts EQFIT uses for
development, not norms from a comparison group.

But here is what matters most as you read this report: your scores reflect your awareness, not
a final verdict on your capability. The distance between knowing what to do and doing it
consistently — session after session, client after client, especially when you're tired, triggered,
or under pressure — is where real development lives.

Use this report not just to celebrate what you already understand — use it to ask plainly
whether that understanding is fully showing up in your sessions, your client outcomes, and
your practice.

This assessment also measures how you think about building a sustainable coaching practice
— not just how you show up in sessions. Client activation, professional identity, adaptive
methodology, and technology integration are coaching practice capabilities that determine
whether your session-by-session excellence translates into a thriving, scalable coaching
ecosystem. The best coaching in the world only reaches the people your practice
infrastructure allows it to reach.

¢ FOCUS m IMPLEMENT * TRANSFORMATION
Insights & Learning Practice & Grow Sustainable Improvement

¢ Your Coaching Signature: The Master of the Room

Your strongest signal is what happens in the session itself — the presence you hold and the
questions you ask. Clients feel the difference when they're with you; the room changes.

So your development isn't about getting better at the craft of a session — you have that. It's
about making sure that in-session magic is matched by what surrounds it: the follow-through
that turns insight into change, and the practice that lets more people find you.

¢ Your Coaching Dashboard

Sam, Your Overall EQFIT® Guide's Edge™ Assessment
FUNCTIONAL
Score: 200/288 (69%)

Dimension % Tier
Catalytic Presence 78% Functional
Generative Questioning 83% Functional
Deep Listening 67% Functional
Growth Activation 56% Developing
Emotional Attunement 89% Strong
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Guide Identity 72% Functional
Adaptive Methodology 50% Developing
Tech-Forward Mindset 61% Developing

Catalytic Presence

Tech-Forward Mindset 80 Generative Questioning
60
40
20

Adaptive Deep Listening
Methodology
Guide Identity Growth Activation
Emotional Attunement
Awareness (scenarios) Execution (what you do)

Your eight dimensions at a glance — solid line: awareness (scenario judgment); dashed line:
execution (what you report doing).

Your Composite Indices

These indices combine related dimensions to reveal your big-picture coaching patterns—the
capabilities that show up in real client work.

Composite Index Score Tier

m Session Mastery 80% Functional
¢ Growth Impact 62% Developing
A Guide's Foundation 80% Functional
* Future-Ready 56% Developing
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m Session Mastery Index — 80% (Functional)

Great coaching sessions require two intertwined capabilities: the presence to hold
transformational space and the skill to ask questions that unlock insight. Presence without
powerful questions creates warmth without movement. Powerful questions without presence
can feel clinical or interrogative. This index measures your ability to create sessions where
clients experience both deep safety and genuine breakthrough.

At your level, one half usually leads. Look at your two component scores: the lower one is
where a small gain will change the feel of your sessions the most.

Components: Catalytic Presence (78%) + Generative Questioning (83%)
¢ Growth Impact Index — 62% (Developing)

Real client impact requires both hearing what'’s really being said and translating that
understanding into forward motion. Deep listening without activation creates insight-rich
sessions that don't produce change. Activation without deep listening produces action plans
disconnected from what actually matters. Together, they’re how coaching creates lasting
transformation—not just ‘aha’ moments, but sustained behavior change. This index pairs one
dimension from each hinge on purpose: Deep Listening from inside the session, Growth
Activation from what carries beyond it.

At your level, start with the bridge: one clear commitment at the end of every session, and one
honest follow-up at the start of the next.

Components: Deep Listening (67%) + Growth Activation (56%)
A Guide's Foundation Index — 80% (Functional)

Your inner game is the foundation everything else is built on. Emotional attunement without a
clear coaching identity can leave you reactive—absorbing client emotions without professional
grounding. A strong identity without emotional attunement can make you rigid—holding your
framework above the client’s experience. This index measures the internal stability that allows
you to be both fully present and professionally grounded.

At your level, your foundation holds in ordinary sessions. The work is keeping it steady under
pressure: difficult clients, fee conversations, and your own triggers.

Components: Emotional Attunement (89%) + Guide Identity (72%)
* Future-Ready Index — 56% (Developing)

The coaching landscape is evolving rapidly. Methodological adaptability without technology
integration means you’ll adapt your coaching approach but miss the tools that amplify your
reach. Technology without adaptive methodology means you’ll have great systems running an
inflexible practice. This index measures whether your coaching business is positioned to thrive
—not just survive—in a changing landscape.

At your level, begin with one change: one new approach in your sessions, or one simple tool
between them. Future-ready is built one deliberate step at a time.
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A One caution sits inside this index: your Tech-Forward Mindset answers lean toward
adopting tools before testing them, or moving quickly past questions about privacy.
That can lift this score while putting client trust at risk. Read your Tech-Forward
Mindset section closely.

Components: Adaptive Methodology (50%) + Tech-Forward Mindset (61%)
* Your Success Pattern

Sam, your profile shows clear strength in Emotional Attunement. Your Emotional Attunement
(89%) is a real asset that the people you guide feel. The growth frontier is building growth
activation, adaptive methodology and tech-forward mindset—the capabilities that will carry
your session-by-session work into a scalable, sustainable practice.

+ Reflection: Looking at your scores, what surprises you? What confirms what you already
knew?

Your 8 Dimensions: A Deep Dive

Sam, this section takes you inside each of the eight dimensions that make up your EQFIT®
Guide's Edge™ Assessment profile. For each dimension, you'll find a definition of what it is, how
it impacts your coaching and your clients, how it drives client retention, your personal score, and
a customized pathway for either leveraging this strength or growing this area—based on where
you are right now.

¢ Catalytic Presence
Your Score: 78% — Functional (28/36)

What This Dimension Measures

Catalytic Presence is the ability to hold space that feels qualitatively different from ordinary
conversation. It's the combination of full attentiveness, emotional groundedness, and unhurried
composure that signals to a client: “You have my complete attention, and this space is yours.” It
includes the capacity to sit with silence, to remain centered when sessions become emotionally
charged, and to integrate coaching and consulting with intentionality—knowing when to ask the
powerful question and when to offer strategic insight. Coaches with strong Catalytic Presence
don'’t just facilitate conversations—they create environments where clients access truths they
couldn’t reach on their own.

How This Dimension Impacts Your Coaching

This dimension is the foundation upon which all other coaching skills rest. Without presence,
even the most brilliant question falls flat—because the client doesn’t feel safe enough to go
where the question leads. Catalytic Presence directly affects the depth of insight clients achieve
in session. When presence is strong, clients report feeling “heard at a level they’ve never
experienced before,” which allows them to access deeper layers of self-awareness. When
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presence is weak, sessions feel transactional—useful, perhaps, but not transformative.
Interpersonal neurobiology offers one way to understand why: a calm, attentive presence can
help a person settle out of a fight-or-flight state, and people reflect and solve problems more
freely when they feel safe.

How This Dimension Drives Client Retention

Clients stay with coaches who make them feel something they can't get elsewhere. In a world of
Al chatbots, online courses, and abundant free advice, the one thing that cannot be replicated is
the felt experience of being in the room with someone who is fully, completely present to you.
This is what clients describe when they say, “I can’t explain it, but something shifts every time
we meet.” That “something” is presence—and it creates a loyalty that transcends any single
insight or technique. That is often why clients stay: the relationship itself becomes hard to
replace.

— How to Grow This Dimension

Your Functional score tells us you have genuine presence in your sessions—clients feel your
attentiveness and care. The growth opportunity is moving from presence that’s “good enough”
to presence that’s truly transformational—the kind that shifts the atmosphere in the room the
moment a session begins.

- Practice “presence anchoring” before every session: 60 seconds of intentional breathing,
clearing your mental slate, and setting one intention—"I will be fully here for this person.”

- Record yourself (with permission) in three sessions this month. Watch not for what you said,
but for how present you were. Notice the moments your attention drifted—what triggered it?

- When silence arises in session, practice adding five seconds before you speak. Notice what
happens in those extra seconds—both for you and for your client.

- Develop your “mode-shift” awareness: after each session, reflect on whether you chose
coaching or consulting intentionally, or whether you defaulted to one mode out of habit.

- Create a pre-session ritual that physically and mentally transitions you from “business owner”
to “coach.” Your clients deserve the full version of you, not the distracted version.

¢ Reflection: How does your Catalytic Presence currently affect the depth of your coaching
sessions? Where could it go deeper? And at your level: where does this show up only when
conditions are easy?

Go deeper in the EQFIT® Library: The Guide's Edge™: The Person — Chapter 8, "The Power
of Presence," and Chapter 13, "The Intentional Mode-Shift."

¢ Generative Questioning

Your Score: 83% — Functional (30/36)

What This Dimension Measures
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Generative Questioning is the art and science of asking questions that create movement—
guestions that shift perspective, surface hidden assumptions, and open doors the client didn’t
know existed. It goes far beyond “good questions.” A powerful question operates at the level of
identity, belief, and meaning rather than at the level of behavior and logistics. It's the difference
between “What'’s your plan?” and “What becomes true about you if you succeed at this?” This
dimension also includes the ability to recognize when a question is the wrong tool—when a
direct observation, a pattern reflection, or a strategic framework would create more movement
than another question.

How This Dimension Impacts Your Coaching

If Catalytic Presence creates the space, Generative Questioning is the engine that drives insight
within that space. The quality of a coaching engagement can often be traced directly to the
quality of questions asked. Powerful questions do three critical things: they interrupt automatic
thinking patterns, they surface unconscious beliefs that drive behavior, and they create
“cognitive disequilibrium”—that productive discomfort where real learning happens. A single
powerful question can shift a client’s trajectory more than ten sessions of surface-level
exploration. Conversely, a pattern of safe, predictable questions creates a coaching
engagement that feels pleasant but produces little lasting change.

How This Dimension Drives Client Retention

Clients remember the questions that changed their thinking. Long after they forget what advice
you gave them, they’ll remember the question that made them see themselves differently.
These “lightning bolt” moments become the stories clients tell when recommending their coach:
“My coach asked me one question that changed everything.” Coaches known for powerful
guestioning develop reputations that drive premium pricing and word-of-mouth referrals. Clients
also stay longer because each session feels like it reaches new territory—there’s always
another layer to explore, another assumption to examine, another pattern to uncover.

- How to Grow This Dimension

Your Functional score means you already ask questions that create real insight—your clients
experience genuine “aha” moments. The growth frontier is developing the consistency and
range of your questioning, so that every session contains at least one question that reaches a
level the client couldn’t reach alone.

- Build a personal “Question Library” organized by situation: questions for when clients are
stuck, questions for surfacing beliefs, questions for challenging patterns, questions for
celebrating wins deeply. Review it before sessions.

- Practice “level-shifting”: when a client gives a behavioral answer (“I need to delegate more”),
follow up at the identity level (“What does it mean about you as a leader if you let go of
control?”).

- After each session, identify the single most powerful question you asked. Write it down. Over
time, you'll build a library of your own greatest hits.
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- Challenge yourself to name patterns directly at least once per session rather than defaulting
to another question. Sometimes “This is the third time you’ve brought this up” is more powerful
than “What do you notice about this pattern?”

- Study the balance between inquiry and observation in your sessions. Track the ratio of
questions to direct reflections. The ideal isn’t always more questions—it’s the right tool at the
right moment.

¢ Reflection: What's one question you asked recently that truly shifted a client’s thinking?
What made it powerful? And at your level: where does this show up only when conditions are
easy?
Go deeper in the EQFIT® Library: The Guide's Edge™: The Person — Chapter 9, "Questions
That Create Movement."

¢ Deep Listening
Your Score: 67% — Functional (24/36)

What This Dimension Measures

Deep Listening is the ability to hear beyond the words being spoken—to perceive the emotions
underneath the content, the patterns across sessions, and the meaning behind the language. It
operates at three levels: Level 1 is hearing the content (what they’re saying), Level 2 is hearing
the emotion (how they’re saying it), and Level 3 is hearing the system (what’s not being said, the
recurring themes, the incongruence between words and energy). Deep Listening includes
tracking language patterns over time, catching contradictions between stated values and
described behaviors, and hearing the story behind the story—the deeper narrative a client is
living inside without realizing it.

How This Dimension Impacts Your Coaching

Deep Listening is what separates coaching from conversation. In ordinary conversation, we
listen to respond. In coaching, we listen to understand—and specifically, to understand what the
client doesn’t yet understand about themselves. This dimension directly affects the accuracy
and depth of every intervention a coach makes. When listening is deep, questions land precisely
because they’re informed by what's actually happening—not just what's being reported. When
listening is shallow, coaches operate on incomplete data, asking questions that miss the mark or
offering observations that don’t resonate. The best coaches describe a state of listening where
they almost “forget themselves”—their full cognitive and emotional capacity is oriented toward
the client’s experience.

How This Dimension Drives Client Retention

Clients can tell the difference between being heard and being truly listened to. Being truly
listened to—especially at Levels 2 and 3—is one of the rarest experiences in modern life. When
a coach reflects back something a client didn’t even know they were communicating, it creates a

bond of trust that is extraordinarily powerful. Clients who feel deeply listened to develop a kind
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of allegiance to the coaching relationship that transcends cost-benefit analysis. They stay
because nowhere else in their life does someone listen like this.

— How to Grow This Dimension

Your Functional score tells us you're hearing well within sessions—you catch emotional shifts
and important language. The growth opportunity is deepening your cross-session listening and
developing your ability to hear the “story behind the story’—the narrative patterns that clients
are living inside without realizing it.

- Keep brief session notes that track not just topics discussed, but language patterns,
emotional themes, and recurring metaphors. Review these before each session to activate
cross-session listening.

- Practice hearing the verb structure in client language: “I should” vs. “I want to” vs. “l will” vs. “I
can’t.” These tiny words reveal enormous amounts about agency, obligation, and self-belief.

- At least once per session, reflect back something the client didn’t explicitly say: “You're
talking about the team conflict, but I'm hearing something deeper—a question about whether
you belong in this role at all. Is that accurate?”

- Practice “system listening”: what does this client’s pattern of topics tell you about their larger
life narrative? Connect the dots between seemingly unrelated conversations.

- After each session, write down one thing you heard that the client didn’t say out loud. This
builds your Level 3 listening muscle over time.

¢ Reflection: When was the last time you heard something a client didn’t explicitly say? What
did you do with it? And at your level: where does this show up only when conditions are easy?

Go deeper in the EQFIT® Library: The Guide's Edge™: The Person — Chapter 10, "Listening
Beyond the Words."

e Growth Activation
Your Score: 56% — Developing (20/36)

What This Dimension Measures

Growth Activation is the ability to move clients from insight to action—to ensure that the
powerful realizations happening in session translate into lasting behavior change in the real
world. It includes the courage to name uncomfortable patterns directly, the skill to challenge
clients compassionately when they avoid follow-through, the discipline to build accountability
into the coaching structure, and the wisdom to redirect client dependency toward self-efficacy.
Growth Activation is where the “feels good” of coaching meets the “does good’—and the coach
who masters it is the coach whose clients actually transform, not just reflect.

How This Dimension Impacts Your Coaching

Development use only. The EQFIT® Edge™ assessments support growth, coaching, and skill development. They are not
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This dimension is the difference between coaching that produces insight and coaching that
produces change. Without Growth Activation, even the most brilliant sessions can become a
kind of “insight entertainment’—the client enjoys the process of self-discovery without ever
translating it into different behavior. Insight alone rarely changes behavior; new patterns form
through repeated action after the insight. When this dimension is strong, you tend to see it in the
results: goals reached, decisions made, and clients who grow more confident in their own
judgment. Activation-focused coaches close the loop—they don't just help clients see differently,
they help clients act differently.

How This Dimension Drives Client Retention

Paradoxically, Growth Activation is both the most important and the most delicate retention
factor. Clients who are challenged effectively stay longer because they see real results—and
results justify continued investment. However, challenge without care drives clients away. The
key is what we call “compassionate accountability”—the ability to say, “I care about your growth
too much to let you stay comfortable.” When done well, this builds a level of trust that goes
deeper than warmth alone—it’s the trust that says, “My coach tells me the truth, even when it's
hard.” Clients who experience this describe it as the most valuable thing about their coaching
relationship.

— How to Grow This Dimension

Your Developing score reveals a meaningful growth opportunity. You're creating sessions rich
with insight, but the bridge from “aha moment” to sustained behavior change needs
strengthening. This is one of the highest-impact areas you can develop—because it directly
affects whether your clients actually transform. Your answers also show misses in both
directions: letting some things slide and pushing too hard on others. The practices below help
you find the steady middle, a clear standard held with care, with the choice left in the person’s
hands.

- Implement a non-negotiable session structure: the first 5 minutes of every session reviews
the previous session’s commitment. “Last time, you committed to . How did that go?”
Never skip this.

- When clients don’t follow through for a second consecutive session, name the pattern: I
want to name something with care—this is the second week the commitment didn’t happen. |
don’t think this is about logistics. What's really going on?”

- End every session with the “3 Cs”: Clarity (what did you learn?), Commitment (what will you
do?), and Consequence (what happens if you don’t?). Write it down. Send it as a follow-up.

- Practice the self-efficacy redirect: every time a client credits you for their progress, redirect
with “What did YOU do differently this time?” Build their confidence in their own capability.

- Track commitment completion rates for each client. If any client is below 50%, the issue is in
your activation approach—not their motivation. Adjust your strategy.
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+ Reflection: Think of a client who has powerful insights but doesn’t act on them. What would
change if you named that pattern directly? And at your level: what is one small move you could
practice this week?

Go deeper in the EQFIT® Library: The Guide's Edge™: The Person — Chapter 11, "The
Courage to Activate."

v Emotional Attunement
Your Score: 89% — Strong (32/36)

What This Dimension Measures

Emotional Attunement is the ability to accurately read, respond to, and navigate the emotional
landscape of a coaching session—»both the client’'s emotions and your own. It encompasses
recognizing subtle emotional shifts in clients (a change in voice tone, a flicker of discomfort, the
energy dropping from a statement), managing your own emotional reactions so they don’t
contaminate the coaching space, holding steady when clients become defensive or emotionally
activated, and using emotions as data rather than disruptions. Emotionally attuned coaches
treat feelings not as problems to manage but as signals that point toward what matters most—
and they navigate the emotional field with the same skill that a sailor reads the wind.

How This Dimension Impacts Your Coaching

Emotional Attunement is the dimension that most determines whether coaching feels safe
enough for real transformation. People tend to pick up on each other’'s emotional states—
researchers call this co-regulation. When you are calm and grounded, it becomes easier for the
client to settle and think clearly. When you are anxious, reactive, or triggered, the client often
feels it too, and reflection gets harder. This dimension also determines the accuracy of coaching
interventions: an attuned coach catches the micro-moment when a client’s words say “I'm fine”
but their body says “I'm drowning”—and it's in naming that gap where the deepest coaching
work happens.

How This Dimension Drives Client Retention

Emotional Attunement creates what attachment researchers call a “secure base”—a relationship
where the client feels safe enough to take risks, explore vulnerability, and face uncomfortable
truths. This is the foundation of lasting coaching relationships. Clients who feel emotionally
attuned to describe their coach as someone who “gets them” at a level that feels almost
intuitive. This creates a retention dynamic that goes beyond skill or technique—it’s relational.
Clients stay because the quality of emotional understanding they receive is rare in their lives,
and losing it feels like losing something irreplaceable. Coaches with strong attunement also
navigate ruptures better—when misunderstandings or pushback happen, they repair the
relationship rather than losing the client.

Development use only. The EQFIT® Edge™ assessments support growth, coaching, and skill development. They are not
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v How to Leverage This Strength

Your Strong score in Emotional Attunement is a genuine gift—and one of the most valuable
assets in your coaching practice. The opportunity now is to leverage this strength more
intentionally and strategically, while protecting yourself from its potential shadow side.

- Make your attunement visible to clients by naming what you notice: “Your energy just shifted
when you said that—what happened?” This turns your internal perception into a powerful
coaching intervention.

- Use your attunement as a training tool: when you sense a client is ready for challenge, your
emotional read gives you precise timing. Trust this—your instinct for “when to push” is highly
developed.

- Protect your gift with strong post-session practices. High attunement means you absorb
emotional residue. Build in 5-10 minutes after each session for a deliberate release:
movement, breathing, journaling, or a brief walk.

- Leverage your attunement to enhance Growth Activation: use your emotional read to know
exactly when a client is ready for compassionate challenge versus when they need more
space first.

- Position your emotional attunement explicitly in your marketing and client conversations. This
is a differentiator—in a market of Al tools and automated coaching, deep emotional
attunement is irreplaceable.

- Consider supervision or peer consultation to prevent attunement fatigue. Your ability to feel
what clients feel is powerful—but without a container, it can lead to compassion fatigue over
time.

+ Reflection: How does your emotional attunement show up differently with clients you find
easy versus clients you find challenging? And at your level: what would it take to teach this to
another guide?

Go deeper in the EQFIT® Library: The Guide's Edge™: The Person — Chapter 12,
"Emotional Intelligence in the Room."

¢ Guide Identity
Your Score: 72% — Functional (26/36)

What This Dimension Measures

Guide Identity is the clarity, confidence, and groundedness with which you hold your
professional role as a coach. It encompasses how you define and articulate your coaching
approach (especially to skeptics or peers with different philosophies), how you maintain
appropriate boundaries around scope of practice, how you respond to ego dynamics (both the
pull of flattery and the sting of criticism), how you price and position your services, and how you
relate to the broader coaching profession. A strong Guide Identity isn't rigidity—it's a secure
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internal foundation from which you can be flexible. You know who you are as a coach, you can
articulate it clearly, and you don’t need external validation to feel confident in your approach.

How This Dimension Impacts Your Coaching

Guide Identity directly affects the coach’s ability to hold firm when it matters and flex when it
serves the client. A coach with a weak identity may take on clients outside their competence,
blur the line between coaching and therapy, accept flattery that feeds ego rather than client
growth, or shrink when their approach is questioned. Each of these patterns undermines
coaching quality. Conversely, a coach with a strong identity can say “This is what | do, this is
what | don’t do, and here’s why” with clarity and warmth. They can receive a compliment without
inflating, receive criticism without deflating, and make scope decisions based on client welfare
rather than revenue pressure. This stability gives clients an anchor—they sense they’re working
with someone who knows who they are.

How This Dimension Drives Client Retention

Clients trust coaches who are transparent about what they can and cannot do. When a coach
confidently refers a client to a therapist for issues beyond their scope, it doesn't lose the client—
it deepens trust. When a coach articulates their methodology clearly rather than vaguely, clients
feel they’re investing in something rigorous and intentional. And when a coach prices their
services based on delivered value rather than insecurity, clients perceive them as worth the
investment. Coaches with strong identity also retain clients through transitions: when the
coaching relationship changes (scope shifts, challenges arise, progress stalls), a grounded
identity allows the coach to navigate the conversation rather than avoid it—and that navigation
preserves the relationship.

- How to Grow This Dimension

Your Functional score means you have a solid foundation of professional identity. You know
who you are as a coach and can articulate it when pressed. The growth opportunity is moving
from a reactive identity (confident when things go well) to a proactive identity (confident
regardless of circumstances)—especially around your methodology, pricing, and scope
boundaries.

- Write your “Guide Identity Statement”: 3—4 sentences that clearly articulate your approach,
your philosophy, and what makes your coaching distinctive. Practice saying it aloud until it
feels natural and confident—not rehearsed.

- Develop your response to the “Are you certified?” question. The goal isn’'t to be defensive—
it's to reframe the conversation around value delivered.

- Review your pricing. If you feel any internal flinch when stating your rate, that's an identity
signal. Pricing confidence comes from clarity about the value you deliver, not from
accumulating more credentials.

- Practice the “scope conversation” with a peer: role-play a scenario where a client presents
needs beyond your competence. Practice referring with confidence and care.
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- Notice when ego shows up—both the pull of flattery and the sting of criticism. Develop an
internal practice for receiving both without attaching.

+ Reflection: If someone asked you ‘What'’s your coaching philosophy?’ right now, how
confidently could you answer? What would you say? And at your level: where does this show
up only when conditions are easy?

Go deeper in the EQFIT® Library: The Guide's Edge™: The Person — Chapter 3, "The Inner
Game and the Outer Game," and The Guide's Edge™: The Practice — Chapter 1, "Your Unique
Success Pathway."

e Adaptive Methodology
Your Score: 50% — Developing (18/36)

What This Dimension Measures

Adaptive Methodology is the ability to flex your coaching approach in real time based on what
each client and each moment requires. It's the difference between applying a methodology TO a
client and designing a methodology FOR a client. This dimension includes the ability to pivot
when a planned session approach isn’'t creating movement, to adjust your style for different
client processing types (analytical, intuitive, experiential, structured), to integrate coaching and
consulting fluidly as the moment demands, and to follow unexpected breakthroughs rather than
forcing the agenda. Coaches with strong adaptive methodology treat their tools and frameworks
as a toolkit to draw from—not a script to follow.

How This Dimension Impacts Your Coaching

This dimension determines how many different types of clients a coach can serve effectively. A
coach with a fixed methodology will produce excellent results with clients who happen to match
their approach—and mediocre or poor results with everyone else. An adaptive coach produces
strong results across a much wider range of clients because they’re customizing the approach
to the person rather than hoping the person fits the approach. Coaching research points to the
working relationship—including how well the approach fits the person—as an important part of
what makes coaching work. Adaptive methodology is how coaches create that fit intentionally
rather than leaving it to chance.

How This Dimension Drives Client Retention

Client attrition often happens not because the coach lacks skill, but because the approach
doesn't fit the client’s way of processing. The analytical client who needs frameworks leaves
when the coach only offers open-ended exploration. The intuitive client who needs space leaves
when the coach imposes too much structure. Adaptive coaches tend to keep clients longer
because clients feel the coaching is designed for them specifically—not a one-size-fits-all
program they have to fit themselves into. This personalization also supports premium pricing:
clients pay more when they perceive the service as bespoke rather than standardized.

Development use only. The EQFIT® Edge™ assessments support growth, coaching, and skill development. They are not
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- How to Grow This Dimension

Your Developing score reveals a significant growth opportunity—and one of the highest-impact
areas you can invest in. You may be defaulting to one approach regardless of what the client
and moment require.

- Create a “Client Processing Profile” for each active client: How do they process best? What
type of questions create movement? What falls flat? Review these before each session and let
them guide your approach.

- Before each session, identify TWO possible approaches. Write down your Plan B: “If my
primary approach isn’t creating movement by the halfway point, I will "

- Expand your toolkit: study at least two coaching approaches that differ significantly from your
default.

- Practice the “real-time pivot” phrase: “I'm sensing that what we’re doing right now isn’t
creating the movement we want. What would be most useful for you in the time we have left?”
Use it at least once this month.

- After each session, rate your flexibility on a 1-10 scale. Track the pattern. Notice which
clients and situations trigger rigidity—those are your growth edges.

¢ Reflection: Think of a recent session where your planned approach wasn’t working. What
did you do—and what would you do differently? And at your level: what is one small move you
could practice this week?

Go deeper in the EQFIT® Library: The Guide's Edge™: The Person — Chapter 13, "The
Intentional Mode-Shift," and The Guide's Edge™: The Practice — Chapter 2, "The Development
Model That Fits You."

e Tech-Forward Mindset
Your Score: 61% — Developing (22/36)

What This Dimension Measures

Tech-Forward Mindset is the willingness and ability to integrate technology and Al tools into
your coaching practice in ways that enhance—rather than replace—the human elements that
make coaching transformational. It includes openness to digital assessment platforms, Al-
assisted session preparation and follow-up, online course creation, asynchronous coaching
modalities, CRM and automation systems for practice management, and emerging technologies
like virtual reality coaching environments. Critically, this dimension measures not just willingness
but strategic thinking about technology—understanding which tools actually enhance client
outcomes versus which are just shiny distractions.

How This Dimension Impacts Your Coaching

The coaching profession is at an inflection point. Al can now generate personalized exercises,
summarize session notes, create content, and even simulate coaching conversations. Coaches
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who ignore this reality will find themselves competing on relationship alone—which is powerful
but insufficient in a market where clients increasingly expect both the human touch AND the
efficiency of technology. Tech-Forward coaches multiply their impact: they can serve more
clients through hybrid models, provide better between-session support through Al-assisted
follow-up, demonstrate client progress through data and assessments, and build scalable
revenue streams through digital products. The coaching itself remains irreplaceably human; the
infrastructure around it becomes dramatically more effective.

How This Dimension Drives Client Retention

Technology directly affects client retention through several mechanisms. Digital assessments
give clients visible evidence of their growth—which justifies continued investment. Between-
session tools (async messaging, Al-generated exercises, progress tracking) maintain coaching
momentum between live sessions—reducing the “energy fade” that happens when clients go
two weeks between conversations. Automated systems ensure nothing falls through the cracks
—follow-up emails, resource delivery, and scheduling happen reliably. And data-driven coaching
gives clients confidence that their investment is producing measurable results. In an era of
accountability, coaches who can show ROI retain clients longer than coaches who rely on
subjective experience alone.

— How to Grow This Dimension

Your Developing score comes with a specific pattern: your answers lean toward adopting tools
before testing them, or toward moving past the questions people raise about them, such as
privacy, accuracy, and what a tool is really measuring. Openness to technology is an asset.
The work ahead is pairing that openness with judgment, so the tools you bring into your
practice earn the trust the people you guide place in you.

- Before adopting any tool, write down the client outcome it should improve and how you will
know it did. If you can’t name either, wait.

- Answer privacy questions fully, every time. Know which tools touch client information, where
it goes, and how it is protected, and offer an opt-out.

- Test before you trust: compare a tool’s output with your own judgment for a few sessions
before you rely on it.

- Be wary of “everyone is using it.” Popularity isn’t evidence. Ask what the tool has shown, and
for whom.

- Tell clients when a tool is part of their work with you. Being open about it builds more trust
than any feature.

¢ Reflection: What's one technology tool that, if you mastered it this quarter, would most
improve your coaching practice? And at your level: what is one small move you could practice
this week?
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Go deeper in the EQFIT® Library: The Guide's Edge™: The Practice — Chapters 5-8:
"Technology as a Force Multiplier,” "Al and the Future of Coaching,” "Assessment-Driven
Coaching," and "Building Systems Between Sessions."

Dimension Dynamics

Your dimensions interact in ways that amplify your effectiveness or create friction. Here’s what
your specific combination reveals:

Your Insight-to-Action Gap

Strong Emotional Attunement (89%) with developing Growth Activation (56%)
can create a pattern where sessions feel deeply meaningful but don’t translate
into behavior change. Your clients feel profoundly understood—and that
experience alone can become the “product” rather than a catalyst for growth.
The fix isn’t less empathy—it’s channeling that empathy into compassionate
accountability.

Your Method-Presence Tension

Functional Catalytic Presence (78%) paired with developing Adaptive
Methodology (50%) suggests you can hold space beautifully when things are
flowing—but when sessions hit resistance, you may default to your planned
approach rather than trusting your presence to guide you into what’s needed.
The opportunity is letting your presence inform your methodology, not the other
way around.

Your Identity-Technology Bridge

Functional Guide Identity (72%) combined with Developing Tech-Forward
Mindset (61%) creates an interesting opportunity. As you strengthen your
identity, you’ll gain the confidence to integrate technology as a practice
enhancer rather than a threat. Your growing technology fluency will, in turn,
reinforce your identity—because using data and tools well makes the value of
your work easier to see.

Blind Spots to Watch
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A Blind Spot: Your comfort with a consistent methodology may be limiting your
range. Clients with different processing styles may need fundamentally different
approaches—and your default may not serve all of them equally well.

A Blind Spot: You may be creating sessions that feel transformational to you but aren’t
producing lasting change for clients. The emotional depth of your sessions can mask a lack of
forward momentum. Check regularly: “Are my clients actually changing their behavior between
sessions?”

A Blind Spot: Your openness to technology may be running ahead of your judgment about it.
Tools adopted before they’re tested, or privacy questions answered too quickly, put client trust
at risk. Check: “Could | explain, in a minute, what each tool does with a client’s information?”

¢ Reflection: How have you seen these patterns play out in your actual coaching practice?
Performance Reality Check

Are Your Scores Showing Up in Your Results?

Your scores reflect how you think through coaching situations — your cognitive awareness of
what effective coaching looks like. That awareness is real and it matters. But awareness and
execution are not the same thing. This section asks a more direct question: is what you know
actually showing up in your sessions, your client outcomes, and your practice growth?

Work through each dimension with candor. The proof points tell you what it looks like when a
score is fully operational. The gap indicators apply at every tier — including Strong. The
guestion at the end of each dimension is designed to generate a real answer, not a reflection.
Be honest with yourself.

The single most important outcome of coaching is client transformation — lasting change that
shows up in the client’s life outside the session. Every skill you bring into the coaching
conversation — your presence, your questions, your listening, your attunement — exists for one
purpose: to create the conditions where that transformation becomes possible.

Once the session demonstrates its value, a second set of capabilities determines whether that
value translates into a sustainable, thriving practice. Whether clients take action between
sessions, whether your identity commands premium positioning, whether your methodology
serves diverse clients, and whether your infrastructure multiplies your reach — these drive the
business outcome that makes your coaching sustainable.
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HINGE POINT 1 — Client Transformation: The Impact Metric

Nothing in coaching matters if clients aren’t actually changing. Catalytic Presence, Generative
Questioning, Deep Listening, and Emotional Attunement all drive toward this single outcome.
A coach can understand every principle of effective coaching and still fall short if sessions
aren’t producing transformation that lasts beyond the conversation. The Performance Reality
Check for these four dimensions is anchored to one central question: is this strength actually
producing change in your clients’ lives?

Catalytic Presence | 78% — Functional | Hinge 1: Client
Transformation

If This Score Is Translating to Results, You Would See It Here

Central Outcome: Client breakthroughs — presence creates the container where insight
becomes possible. This strength is operational when clients access truths they couldn’t reach
in ordinary conversation.

- Client feedback: Clients use words like “safe,” “held,” or “deeply heard” — not just “helpful” or
“professional.” The quality of the experience, not just the outcomes, is what they reference
when describing your coaching.

- Session depth: Sessions regularly produce moments where clients surprise themselves —
accessing insights, emotions, or truths they didn’t expect. These moments arise organically,
not from technique alone.

- Client state shifts: Clients visibly shift during sessions — their breathing changes, their
language deepens, their defenses soften. You can feel the moment when someone drops from
performing into being honest.

- Retention and referral language: When clients refer others, they describe the experience of
being with you, not just the results they achieved. “You have to feel what it's like” is the
language of presence.

- Post-session energy: After sessions, you feel engaged and energized — not drained from
performing or relieved it's over. Genuine presence replenishes; performance exhausts.

- Discovery call conversion: Prospects who experience even a few minutes of your presence in
a discovery call feel something qualitatively different from other conversations they’ve had.
Your conversion rate reflects that difference.

If There Is a Gap Between This Score and Your Results

Where the Gap Shows: Sessions are competent but not transformational — the coaching is
“good” but rarely produces the unexpected depth that changes everything.
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- Client feedback: Satisfaction is solid (7-8 out of 10) but not exceptional. Clients describe
sessions as “useful” and “professional” but don’t use words like “transformational” or “life-
changing.”

- Session depth: Sessions follow a predictable arc — good questions, solid insights, clear
action items — but rarely produce the surprising, unplanned moments where real
transformation happens.

- Internal experience: You notice yourself planning your next question while the client is still
speaking. Part of your attention is always evaluating your own performance rather than being
fully absorbed in the client’s experience.

- Retention patterns: Client retention averages 4-6 months. Clients achieve their stated goals
and move on. They got value but didn’t feel the pull to continue into deeper work.

- Discovery calls: Conversion rate is reasonable but prospects don’t describe the experience
as notably different from other coaches they’ve spoken with. You're one of several good
options, not the clear choice.

- Post-session energy: After sessions, you feel more relieved than energized. There’s a subtle
sense of performance fatigue rather than the aliveness that comes from genuine connection.

¢ One Honest Question

Think about your last ten coaching sessions. In how many did the client say something that
surprised both of you — a truth that emerged because the space you created made it safe
enough? If that number is fewer than three, what does that tell you about whether your
presence is creating transformation or competent conversation?

Generative Questioning | 83% — Functional | Hinge 1: Client
Transformation

If This Score Is Translating to Results, You Would See It Here

Central Outcome: Client movement — powerful questions produce the insight that leads to
action. This strength is operational when clients leave sessions thinking differently about their
situation.

- Client breakthroughs: Clients regularly report that a single question changed how they see
their situation entirely. They reference specific questions weeks or months later as turning
points.

- Question-to-silence ratio: Your best questions are followed by long pauses. Clients stop,
think deeply, and sometimes struggle to answer — not because the question was confusing,
but because it reached something real.

- Session efficiency: Sessions produce meaningful movement without feeling rushed. One
well-placed question accomplishes what ten surface-level questions can’t. You ask fewer
guestions, and each one matters more.
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- Client self-discovery: Clients experience their insights as their own, not as something you led
them to. They say “I just realized...” rather than “You're right that...”

- Cross-session patterns: Your questions connect threads across sessions. Clients feel the
continuity — that you're tracking something bigger than any single conversation.

- Mode-shift precision: When a coaching question won'’t serve the client and direct input will,
you recognize the moment and shift intentionally. Your questioning doesn’t become a rigid
ideology.

If There Is a Gap Between This Score and Your Results

Where the Gap Shows: Sessions produce conversation but not catalytic insight — clients talk
productively but don'’t leave thinking fundamentally differently.

- Client experience: Clients feel well-supported in sessions but rarely experience the kind of
question that stops them cold. Sessions feel thorough but not piercing.

- Question patterns: You ask many questions per session, but few produce visible shifts. The
ratio of questions asked to genuine breakthroughs is high. More questions, less impact.

- Silence discomfort: After asking a question, you fill silence quickly — with a follow-up
guestion, a clarification, or a reframe. The client doesn’t get the space to sit with the discomfort
that produces insight.

- Session flow: Sessions follow a predictable pattern — update, explore, action plan. The
questions move the agenda forward but don’t disrupt the client’s existing frame of reference.

- Cross-session repetition: You find yourself re-asking variations of the same question across
sessions because the first version didn’t reach deep enough to produce lasting shift.

- Over-reliance on questioning: Even when a client clearly needs direct input, perspective, or a
framework, you default to another question. Questioning has become a habit rather than a
choice.

¢ One Honest Question

Recall the last question you asked that produced a visible shift in your client — a long pause, a
change in expression, a moment where something new emerged. How long ago was that? If it
wasn'’t within your last five sessions, what kinds of questions are you asking instead, and what
are they producing?

Deep Listening | 67% — Functional | Hinge 1: Client
Transformation

If This Score Is Translating to Results, You Would See It Here

Central Outcome: Pattern recognition — deep listening surfaces what’s underneath the words.
This strength is operational when you consistently hear what clients aren’t saying.
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- Pattern identification: You regularly notice contradictions between what clients say and what
they mean, between their stated values and their actual behavior, between this session’s
narrative and last session’s. And you name them.

- Client validation: Clients frequently say “That’s exactly it” or “How did you know that?” when
you reflect what you’'ve heard. Your listening captures something they felt but couldn’t
articulate.

- Somatic awareness: You notice shifts in the client’s energy, pace, tone, and body language
— and you use those signals as data. When a client’s voice drops or speeds up, you hear the
meaning in the change.

- Cross-session threads: You connect patterns across sessions in ways that surprise clients.
“Three sessions ago you said X, and today you said Y — what do you notice about that?” This
builds trust and produces insight.

- Emotional undercurrent: You hear the emotion underneath the content consistently. When a
client is reporting facts, you hear whether they’re proud, afraid, resentful, or hopeful — and
you address the emotion, not just the facts.

- Referral patterns: Clients who refer others often mention your listening specifically: “They
actually hear you” or “They pick up on things no one else notices.”

If There Is a Gap Between This Score and Your Results

Where the Gap Shows: Sessions stay at the content level — you hear what clients say but
miss what they mean, what they’re avoiding, or what’s changed.

- Content focus: You track the facts and story of what clients share but don’t consistently catch
the emotional undercurrent. Sessions address what happened but not what it means to the
client.

- Pattern blindness: Cross-session patterns — recurring themes, gradual shifts, contradictions
between stated goals and actual behavior — go unnamed. Each session feels somewhat
independent rather than part of a larger arc.

- Surface reflections: When you reflect back what you've heard, clients agree but aren’t
moved. Your reflections are accurate but not revelatory. “Yes, that's what | said” rather than
“Yes — that's what | meant.”

- Somatic signals missed: Changes in the client’s energy, pace, or tone pass without
comment. You're focused on the words and miss the music. Emotional shifts happen in the
session that you don’t address.

- Selective listening: You listen more carefully for content that fits your existing understanding
of the client and less carefully for information that might challenge it. Confirmation bias in
listening narrows your coaching.

- Feedback absence: Clients don’t specifically mention your listening when describing their
coaching experience. It's adequate but not remarkable enough to reference.

¢ One Honest Question
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In your last five sessions, how many times did you name something the client hadn’t said —
an emotion underneath the words, a pattern across sessions, or a contradiction between what
they claim to want and what they’re actually doing? If that number is fewer than three, what
are you listening for instead?

Emotional Attunement | 89% — Strong | Hinge 1: Client
Transformation

If This Score Is Translating to Results, You Would See It Here

Central Outcome: Emotional safety — attunement creates the conditions where clients risk
vulnerability. This strength is operational when clients go places they wouldn’t go with anyone
else.

- Depth of disclosure: Clients share things with you they haven't shared with others — fears,
failures, insecurities, ambitions they’re embarrassed by. The emotional safety you create
makes this possible.

- Rupture repair: When misunderstandings or moments of disconnection happen in sessions,
you notice immediately and repair them. The relationship survives challenges and deepens
because of them, not despite them.

- Emotional timing: You know when to push and when to hold. Clients experience your
challenges as caring rather than aggressive because your timing is calibrated to their
emotional readiness.

- Dual attunement: You're attuned to both the client’s emotional environment and your own.
You notice when the client’s emotion is activating something in you, and you manage your
own response without losing connection.

- Co-regulation evidence: Clients visibly calm in your presence. Their nervous system settles
because yours is settled. You can feel this happening — the room gets quieter, the pace
slows, something shifts.

- Retention through relationship: Clients stay not just because the coaching is effective but
because the relationship itself is valuable. Losing access to your attunement feels like losing
something irreplaceable.

If There Is a Gap Between This Score and Your Results

Where the Gap Shows: Sessions are emotionally pleasant but not emotionally courageous —
clients feel comfortable but not challenged at the depth that produces transformation.

- Surface safety: Clients feel comfortable with you but don’t go to the vulnerable places where
the deepest work lives. Sessions are warm but stay in safe territory. Comfort has become the
ceiling rather than the foundation.

- Emotional mismatch: You occasionally misread a client’'s emotional state — attributing
resistance when they’re actually afraid, or hearing frustration when they’re actually grieving.

The mismatch creates subtle disconnection.
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- Self-awareness gaps: Your own emotional reactions to clients go unexamined. Certain
clients or topics trigger responses in you that you don’t notice, and those responses shape
your coaching without your awareness.

- One-directional attunement: You're attuned to the client but not to yourself during sessions.
You absorb their emotional energy without monitoring your own state, leading to fatigue,
overidentification, or emotional carryover between sessions.

- Avoidance of intensity: When sessions approach high emotional intensity, you subtly redirect
toward cognitive processing or action planning. The emotional depth gets interrupted before it
produces its full impact.

- Post-session depletion: You regularly feel emotionally drained after sessions — not because
the work was deep but because you're absorbing without releasing. Your attunement lacks the
self-protective boundary that makes it sustainable.

¢ One Honest Question

Think about the last time a client showed real emotion in a session — tears, anger, fear,
shame. Did you stay with it long enough for the emotion to complete its arc, or did you move
toward problem-solving or reframing before the client was ready? If you moved too quickly,
what were you protecting — the client, or yourself?

HINGE POINT 2 — Practice Growth: The Sustainability Metric

Hinge 1 is proven inside the session. Hinge 2 is proven outside it—in the client’s life between
sessions, and in a practice that lasts. Every one of these skills is used in the room, but its
payoff shows up after the session ends. Growth Activation sits here for that reason: it is the
bridge from session insight to real-world results, and the commitments that get kept are what
bring clients back and send others your way. Guide Identity, Adaptive Methodology, and Tech-
Forward Mindset decide whether the right people find you, whether your approach serves the
range of people who come, and whether your systems support the work between sessions.

Growth Activation | 56% — Developing | Hinge 2: Practice Growth

If This Score Is Translating to Results, You Would See It Here

Central Outcome: Behavior change — activation is the bridge between session insight and
real-world results. This strength is operational when clients are doing things differently
between sessions.

- Follow-through rates: Clients consistently complete commitments between sessions. When
you ask “How did it go with what you committed to?” the answer is usually a story of action,
not an explanation of why it didn’t happen.

- Accountability culture: Clients expect to be held accountable and welcome it. The coaching
relationship has an implicit standard: insight without action isn’t the goal. Clients know that
showing up with “l didn’t do it” will be met with compassionate directness, not a pass.

Development use only. The EQFIT® Edge™ assessments support growth, coaching, and skill development. They are not
intended for personnel decisions. | © 2026 — EQFIT® — All rights reserved.

Page 24 of 34



FICTIONAL SAMPLE | Sam Sample | lllustrative results only

- Engagement duration: Clients stay in coaching longer because they’re getting results, not
just insight. The tangible outcomes — promotions, revenue growth, relationship improvements,
health changes — justify continued investment.

- Client momentum: Clients report feeling “different” between sessions, not just during them.
The coaching produces a flywheel where action creates confidence, which creates more
action.

- Referral quality: Clients refer others based on results they achieved, not just the experience
of coaching. “They helped me actually do something about it” is the language of activation.

- Re-enrollment patterns: Clients who complete an initial engagement often return for new
goals because the first engagement produced tangible outcomes that made coaching feel
worth the investment.

If There Is a Gap Between This Score and Your Results

Where the Gap Shows: Sessions produce insight but not behavior change — clients feel
enlightened during the session but don'’t act differently between sessions.

- Follow-through patterns: Clients frequently arrive having not completed their commitments.
The conversation about why becomes a regular feature of sessions rather than an exception.

- Session-dependent progress: Clients make progress during sessions but lose momentum
between them. The coaching feels like it's starting over each time rather than building on a
foundation of action.

- Friendship trap signals: You find it difficult to hold clients accountable because you've
prioritized the relationship over outcomes. Naming non-action feels like it would damage the
rapport you've built.

- Vague commitments: Session endings produce intentions (“I’'m going to think about that” or
“Ill try to...”) rather than specific, measurable commitments with deadlines. Good intentions
don’t produce behavior change.

- Retention without results: Clients stay in coaching but can’t point to concrete changes in their
behavior or circumstances. They enjoy the sessions but couldn’t justify the investment to a
skeptical observer.

- Avoidance of directness: When a client repeatedly fails to follow through, you explore the
reasons empathetically rather than naming the pattern directly. “What got in the way?”
becomes a way to avoid saying “This is the third time.”

¢ One Honest Question

Look at your current active clients. For each one, name one specific behavior they’'ve changed
as a direct result of your coaching — not an insight they’ve gained or an awareness they've
developed, but something they are actually doing differently in their life right now. If you can’t
name a concrete behavior change for more than half of your clients, what does that tell you
about where your sessions are producing impact?
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Guide Identity | 72% — Functional | Hinge 2: Practice Growth

If This Score Is Translating to Results, You Would See It Here

Central Outcome: Market positioning — a clear identity attracts the right clients and
commands premium fees. This strength is operational when your clarity about who you are
creates business results.

- Articulation clarity: When someone asks “What do you do?” you have a response that is
clear, compelling, and differentiated — and it feels natural to deliver. Prospects understand
immediately why you’re different.

- Premium positioning: Your fees reflect the value of your expertise, and you state them
without internal tension. Fee conversations feel like a natural part of the engagement design,
not an uncomfortable hurdle.

- Ideal client attraction: Your marketing, networking, and referral patterns consistently bring
you clients who are a genuine fit for your approach. You’re not chasing anyone. The right
people find you.

- Niche clarity: You can describe who you serve best, what problems you solve, and what
makes your approach distinctive — and this description matches what your best clients
actually say about you.

- Boundary confidence: You turn away clients who aren’t a good fit without anxiety or scarcity.
You trust that serving the wrong client costs more than the revenue they bring.

- Professional confidence: In rooms with other coaches, consultants, or professionals, you feel
secure in your identity. You don’t compare, defer, or inflate. You know what you bring and
you're comfortable with it.

If There Is a Gap Between This Score and Your Results

Where the Gap Shows: Your coaching is good but your market presence doesn'’t reflect it —
you’re underpriced, unclear, or invisible to the clients who need you most.

- Elevator stumble: When someone asks what you do, your answer changes each time,
sounds generic (“I help people reach their potential”), or triggers visible confusion. You haven’t
landed a description that resonates consistently.

- Fee anxiety: You undercharge relative to your experience and capability, and fee
conversations make you uncomfortable. You discount before being asked, or you avoid raising
rates even when the value justifies it.

- Generalist positioning: You serve “anyone who wants coaching” rather than a defined niche.
This feels like openness but reads as lack of clarity to the market. Prospects can'’t tell why
you're the coach for them specifically.

- Comparison sensitivity: Other coaches’ success triggers self-doubt rather than curiosity.
Social media, conferences, or peer conversations leave you feeling inadequate rather than
inspired.
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- External validation dependence: Good client feedback inflates you; criticism or a lost
prospect deflates you. Your professional confidence is weather-dependent rather than
grounded.

- Invisible expertise: You have deep knowledge and experience that your market doesn’t know
about. You're underselling yourself because your identity doesn’t yet match your capability.

¢ One Honest Question

Ask five people in your professional network to describe what you do and who you serve best.
Compare their answers. If those five descriptions are inconsistent with each other — or
inconsistent with how you see yourself — what does that tell you about how clearly your
coaching identity is showing up in the world?

Adaptive Methodology | 50% — Developing | Hinge 2: Practice
Growth

If This Score Is Translating to Results, You Would See It Here

Central Outcome: Client diversity — adaptive methodology means you can serve a wide range
of clients effectively. This strength is operational when your approach flexes to meet each
client where they are.

- Client range: You work effectively with clients who have very different processing styles,
personality types, and needs. Analytical clients, emotional clients, action-oriented clients, and
reflective clients all get what they need from you.

- Mid-session pivots: When your planned approach isn’t working, you notice quickly and shift.
Clients experience seamless transitions rather than a coach stubbornly pursuing a strategy
that isn’'t landing.

- Methodology breadth: You draw from multiple frameworks, modalities, and approaches —
and you choose between them based on what the client needs, not what you're most
comfortable with.

- Client-specific outcomes: Different clients describe their experience of working with you in
very different ways — because they each had a different experience. You're not running the
same playbook for everyone.

- Engagement design flexibility: Your coaching packages, session structures, and engagement
designs adapt to client needs. Some clients need weekly sessions; others need biweekly with
async check-ins. You design around them, not around your default.

- Low attrition from fit: Clients rarely leave because your approach didn’t work for their style.
When clients do leave, it's because their goals were achieved — not because the
methodology felt wrong.

If There Is a Gap Between This Score and Your Results
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Where the Gap Shows: Your coaching works well for clients who match your natural style but
less well for others — limiting your market and your impact.

- Client clustering: Your successful clients share a similar personality type, communication
style, or processing preference. Clients who differ from that profile get less value or leave
sooner.

- Session rigidity: Sessions follow a consistent structure regardless of what the client brings.
The framework serves you more than it serves them. When a client doesn’t respond to your
approach, you try harder rather than trying differently.

- Methodology loyalty: You rely heavily on one coaching framework or modality and view it as
the “right” way to coach. Alternative approaches feel like compromises rather than expansions.

- Mode-shift resistance: Even when a client clearly needs direct input, a framework, or a
recommendation, you stay in pure coaching mode. You interpret the intentional mode-shift as
a failure rather than a service.

- Client feedback patterns: When clients leave, the feedback sometimes includes “It just wasn’t
the right fit” or “I needed something different.” These are often methodology mismatches, not
relationship problems.

- Stale evolution: Your coaching approach hasn't meaningfully evolved in the last two years.
You're delivering the same experience you delivered when you started, regardless of what
you've learned since.

¢ One Honest Question

Think about the last client who disengaged or whose engagement felt less successful than
others. Was there a moment — early or midway through — where you sensed your approach
wasn'’t quite right for them? What did you do with that signal? If you stayed the course rather
than adapting, what would have been different if you had shifted?

Tech-Forward Mindset | 61% — Developing | Hinge 2: Practice
Growth

If This Score Is Translating to Results, You Would See It Here

Central Outcome: Practice leverage — technology multiplies your reach and impact. This
strength is operational when your systems free you to focus on what only you can do.

- Between-session engagement: Clients receive value between live sessions through
automated follow-ups, Al-generated exercises, progress tracking, or asynchronous
communication. The coaching doesn’t stop when the session ends.

- Practice efficiency: Administrative tasks — scheduling, invoicing, follow-ups, content delivery
— happen reliably without consuming your time and energy. Systems handle what systems
should handle.
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- Data-driven coaching: You use assessment data, progress metrics, or tracking tools to inform
your coaching. Sessions begin with objective information, not just the client’s self-report.

- Scalable revenue: At least some portion of your revenue comes from leveraged offerings —
courses, group programs, assessment-based products, or digital resources that serve clients
without requiring your real-time presence.

- Client ROI visibility: Clients can see their own progress through data — reassessment
scores, tracked metrics, or documented milestones. This visibility justifies continued
investment and generates referrals.

- Competitive positioning: Your technology integration differentiates you in the market.
Prospects perceive you as modern, professional, and invested in their results — not just their
experience.

If There Is a Gap Between This Score and Your Results

Where the Gap Shows: Your coaching is effective in the session but your practice
infrastructure limits your reach, your professionalism, and your scalability.

- Between-session silence: Nothing happens between live sessions. Clients are on their own
until the next appointment. Momentum fades, commitments slip, and each session starts with
re-engagement rather than building on progress.

- Administrative drain: You spend significant time on scheduling, invoicing, follow-ups, and
content delivery. These tasks consume the time and energy you should be investing in
coaching and business development.

- Manual everything: Your practice runs on memory, spreadsheets, and good intentions rather
than systems. Things occasionally fall through the cracks — a missed follow-up, a forgotten
resource, an unbilled session.

- Revenue ceiling: Your income is entirely tied to your real-time presence. If you're not in a
session, you're not earning. There are no leveraged offerings, passive revenue streams, or
scalable products.

- Technology anxiety: You're aware that technology could help but feel overwhelmed by the
options, the learning curve, or the cost. The result is perpetual intention without
implementation.

- Invisible to the market: You have no meaningful online presence, content strategy, or digital
footprint. Potential clients who search for coaches in your niche don’t find you.

¢ One Honest Question

Calculate how many hours you spent last month on tasks that a well-designed system could
handle — scheduling, invoicing, follow-ups, content delivery, manual tracking. Now calculate
the revenue you could have generated if those hours were spent on coaching sessions or
business development instead. What is the actual cost of not having systems in place?

Your Knowing-Doing Profile
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Alongside the 48 scenarios, you completed the eight-question Execution Check — a self-report
of how often each capability actually shows up in your sessions. Your scenario scores measure
Awareness: how clearly you recognize the most effective response. Your Execution Check
measures Execution: how often you actually do it. The distance between the two is where your
next level of growth lives — and it's often more important than either number alone.

Dimension Awareness Execution Gap Pattern
Catalytic 78% 75% 3 v Aligned
Presence Strength
Generative 83% 50% 33 - In Transition
Questioning

Deep Listening | 67% 50% 17 - In Transition
Growth 56% 25% 31 e Development
Activation Zone
Emotional 89% 75% 14 v_ Aligned
Attunement Strength
Guide Identity 72% 50% 22 - In Transition
Adaptive 50% 25% 25 e Development
Methodology Zone
Tech-Forward 61% 25% 36 e Development
Mindset Zone

How to Read Your Patterns

v Aligned Strength — Functional-or-better awareness, and you do it usually or almost
always. What you know is showing up in the room. Protect it.

A Conversion Gap — execution sits two or more steps below your awareness on the five-
step frequency scale (for example, strong awareness but “about half the time” or less). You
don’t need more learning here — you need deliberate practice and accountability. These are
your fastest wins.

- In Transition — awareness and execution are within a step of each other but not both high
yet — close, not locked in.

e Development Zone — both low. Build the skill first; execution will follow the learning.

* Instinctive Strength — execution sits two or more steps above your awareness. You do it
better than you test — affirm it, and add language for what you're already doing.

* What Your Profile Says

Note where Growth Activation, Adaptive Methodology and Tech-Forward Mindset combine a
Developing score with a wide gap: those dimensions need both new skills and new habits,
which is exactly what your 90-Day Framework below is built for. And take a moment to
recognize Catalytic Presence and Emotional Attunement: what you know there is showing up
in the room. Protect them.
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¢ Reflection: Which gap surprised you most? What would change for the people you guide if
you closed just one of these gaps in the next 90 days?

m Development Strategies

Sam, understanding is step one. Now let’s turn insight into action. Based on your profile, here
are your highest-priority development strategies:

m Developing Growth Activation

¢ Implement a non-negotiable session structure: the first 5 minutes of every session reviews
the previous session’s commitment. “Last time, you committed to . How did that go?”

Never skip this.
¢ When clients don't follow through for a second consecutive session, name the pattern: “|

want to name something with care—this is the second week the commitment didn’t happen. |

don’t think this is about logistics. What's really going on?”
e End every session with the “3 Cs”: Clarity (what did you learn?), Commitment (what will you

do?), and Consequence (what happens if you don’t?). Write it down. Send it as a follow-up.

4+ If You Do ONE Thing

This week, start every session with: “Last time, you committed to . How did that go?” Don’t
skip this step—it signals that follow-through matters.

m Developing Adaptive Methodology

e Create a “Client Processing Profile” for each active client: How do they process best? What
type of questions create movement? What falls flat? Review these before each session and

let them guide your approach.
e Before each session, identify TWO possible approaches. Write down your Plan B: “If my

primary approach isn’t creating movement by the halfway point, I will "
e Expand your toolkit: study at least two coaching approaches that differ significantly from your

default.
4+ If You Do ONE Thing

Before every session this week, write one sentence: “If my planned approach isn’'t working, |
will " Having a pivot plan makes pivoting possible.

v Leveraging Emotional Attunement
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e Make your attunement visible to clients by naming what you notice: “Your energy just shifted
when you said that—what happened?” This turns your internal perception into a powerful
coaching intervention.

e Use your attunement as a training tool: when you sense a client is ready for challenge, your
emotional read gives you precise timing. Trust this—your instinct for “when to push” is highly
developed.

e Protect your gift with strong post-session practices. High attunement means you absorb
emotional residue. Build in 5—-10 minutes after each session for a deliberate release:
movement, breathing, journaling, or a brief walk.

4+ If You Do ONE Thing

This week, in every session, name at least one emotional shift you observe: “I’'m noticing .
What's going on underneath that?” Your attunement is already working—make it visible.

Your 90-Day Development Framework
This framework gives you structure. Customize it based on your priorities.

MONTH 1: FOCUS — Awareness

Notice how your dimensions show up in every session. Track when your strengths help you
create breakthroughs and when your growth edges affect session quality or client momentum.
Record one ‘win’ and one ‘learning’ each week.

MONTH 2: IMPLEMENT — Practice

Choose ONE development strategy and practice it every session. Start in low-stakes sessions,
then apply to your most important clients. Weekly check: What's working? What needs
adjustment?

MONTH 3: TRANSFORMATION — Integration

Apply new behaviors in challenging client situations. Combine strength-leveraging with growth-
edge development. Assess: What's changed? What's your next priority?

At 90 days, retake the EQFIT® Guide's Edge™ Assessment and receive your Growth Report
— a side-by-side comparison of both sets of scores, including your Knowing—Doing gaps.
Visible progress is the best fuel for continued growth.

* Your Next Step on the Pathway
This report is the Assess step of the EQFIT® pathway: Assess - Equip - Align —» Succeed.
To keep moving:

- Equip: The Guide's Edge™ books — The Person and The Practice — walk chapter by
chapter through the eight dimensions in this report. Your "Go deeper" pointers throughout this
report show exactly where to start.
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- Align: Join the EQFIT® community at eqdfit.org, where guides practice these capabilities
together — with live tools, templates, and support.

- Succeed: Schedule your 90-day re-assessment and watch the gaps close.
¢ Reflection: What's the ONE dimension you’ll focus on for the next 90 days?

* Progress Checkpoints

Use these checkpoints to track your growth. Be honest with yourself—transformation requires
honest self-assessment.

e 30-Day Checkpoint

O | notice when my dimensions affect coaching conversations
(O I've tried at least one new behavior from my strategies

e 60-Day Checkpoint

O I'm consistently applying at least one new behavior

O | can feel the difference in some client sessions

e 90-Day Checkpoint

O New behaviors are becoming more automatic

O | can point to specific improved client outcomes

My Commitment

Sam, reading this report is the beginning. Transformation happens when you commit to action.

My Primary Development Focus:

The ONE Behavior | Will Practice:

My Accountability Partner:

My 90-Day Check-In Date:

| commit to developing my EQFIT® Guide's Edge™ Assessment for sustainable
improvement.

Signature: Date:

Your EQFIT® Guide's Edge™ Assessment transformation starts now.
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info@eqfit.org | eqfit.org
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