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Certified Professional in Empowerment Coaching

Unit 6: Building Trust and Rapport

Building Trust and Rapport
=========================

In the Certified Professional in Empowerment Coaching program, Unit 6 focuses on building trust and
rapport with clients. This is a crucial aspect of coaching, as it sets the foundation for a successful coaching
relationship. In this unit, you will learn about the key terms and vocabulary related to building trust and
rapport.

Active Listening
----------------

Active listening is the process of fully concentrating, understanding, responding and then remembering
what is being said. This involves not only listening to the words spoken, but also paying attention to the
speaker's tone of voice, body language, and other non-verbal cues. Active listening is a fundamental skill in
building trust and rapport, as it shows the speaker that you value and respect their thoughts and feelings.

Challenging Assumptions
-----------------------

Challenging assumptions is the process of questioning and examining beliefs, attitudes, and assumptions
that may be limiting or unhelpful. This is an important aspect of building trust and rapport, as it allows
coaches to help clients identify and overcome any limiting beliefs or assumptions that may be holding them
back. Challenging assumptions can be done in a supportive and non-judgmental way, by asking open-
ended questions and encouraging clients to explore their own thoughts and feelings.

Empathy
-------

Empathy is the ability to understand and share the feelings of another. It is the capacity to put oneself in
another's place and experience their emotions, thoughts, or attitudes from their perspective. Empathy is a
crucial component of building trust and rapport, as it allows coaches to connect with clients on a deeper
level and build a strong coaching relationship.

Non-Verbal Communication
------------------------

Non-verbal communication refers to the use of body language, facial expressions, gestures, and other non-
verbal cues to convey meaning and information. Non-verbal communication can be just as important as
verbal communication in building trust and rapport, as it can provide additional context and meaning to the
words spoken. Coaches should be aware of their own non-verbal communication, as well as the non-verbal
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cues of their clients, in order to build a strong coaching relationship.

Open-Ended Questions
--------------------

Open-ended questions are questions that cannot be answered with a simple "yes" or "no" response. They
are designed to encourage clients to think deeply and share their thoughts and feelings in a more detailed
and meaningful way. Open-ended questions are an important tool in building trust and rapport, as they
allow coaches to gain a deeper understanding of their clients' thoughts, feelings, and experiences.

Powerful Questions
-----------------

Powerful questions are questions that are carefully crafted to challenge assumptions, provoke thought, and
stimulate change. They are designed to help clients explore their own thoughts and feelings, and to gain
new insights and perspectives. Powerful questions are an important tool in building trust and rapport, as
they allow coaches to help clients identify and overcome any limiting beliefs or assumptions that may be
holding them back.

Rapport
-------

Rapport is a close and harmonious relationship in which the coach and client understand each other's
thoughts, feelings, and ideas, and are able to communicate effectively. Rapport is built through a
combination of active listening, empathy, non-verbal communication, open-ended questions, and powerful
questions. It is a crucial aspect of building trust and rapport, as it sets the foundation for a successful
coaching relationship.

Building trust and rapport is a crucial aspect of coaching. By understanding and utilizing the key terms and
vocabulary related to building trust and rapport, coaches can create a strong coaching relationship with
their clients, and help them to achieve their goals and dreams.

Challenges
----------

1. Practice active listening with a friend or family member. Pay attention to their tone of voice, body
language, and other non-verbal cues.
2. Identify and challenge your own assumptions. Reflect on your beliefs, attitudes, and assumptions, and
consider whether they are limiting or unhelpful.
3. Practice using open-ended questions in your daily conversations. Encourage others to share their
thoughts and feelings in a more detailed and meaningful way.
4. Identify and use powerful questions in your coaching sessions. Help your clients to explore their own
thoughts and feelings, and to gain new insights and perspectives.
5. Reflect on your own non-verbal communication. Consider how your body language, facial expressions,
and gestures may be impacting your coaching relationships.
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Examples
--------

1. Active Listening: A coach is listening to a client talk about a difficult situation at work. The coach nods and
makes eye contact, showing that they are fully present and engaged in the conversation.
2. Challenging Assumptions: A coach asks a client, "What would happen if you didn't assume the worst in
this situation?"
3. Empathy: A coach says to a client, "I can see that you're really struggling with this. I understand how
difficult it must be for you."
4. Non-Verbal Communication: A coach mirrors the client's body language, creating a sense of connection
and understanding.
5. Open-Ended Questions: A coach asks a client, "Can you tell me more about how you're feeling about this
situation?"
6. Powerful Questions: A coach asks a client, "What would need to change for you to feel confident and
empowered in this situation?"
7. Rapport: A coach and client have a strong coaching relationship, characterized by open communication,
mutual respect, and a deep understanding of each other's thoughts and feelings.

Practical Applications
----------------------

1. Use active listening in your coaching sessions to build a strong coaching relationship with your clients.
2. Challenge your own assumptions and help your clients to challenge their assumptions as well.
3. Use empathy to connect with your clients on a deeper level and build a strong coaching relationship.
4. Pay attention to your non-verbal communication and encourage your clients to do the same.
5. Use open-ended questions to encourage your clients to think deeply and share their thoughts and
feelings in a more detailed and meaningful way.
6. Use powerful questions to help your clients explore their own thoughts and feelings, and to gain new
insights and perspectives.
7. Build rapport with your clients by creating a safe and supportive coaching environment, and by actively
listening, empathizing, and communicating effectively.

In conclusion, building trust and rapport is a crucial aspect of coaching. By understanding and utilizing the
key terms and vocabulary related to building trust and rapport, coaches can create a strong coaching
relationship with their clients, and help them to achieve their goals and dreams. Active listening, challenging
assumptions, empathy, non-verbal communication, open-ended questions, powerful questions, and rapport
are all important concepts that coaches should be familiar with in order to build a successful coaching
relationship. By practicing these skills and applying them in your coaching sessions, you can help your
clients to unlock their full potential and achieve their desired outcomes.
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