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ground rules, 165, 168, 178 Egan, G., 53, 58, 71, 75
member participation, 171 Foo ’73"139’ 18,9—1’91
member role and tasks, 167 Ego’stat’es 1'1 6
organizing and leading, 163-169 Eigther Jor ’thi nking, 79, 113
planning, 164-165 o
problems to monitor, 167-169
process, 170-180
risk and safety in, 180-182
roles and tasks of the coach, 166-167
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coach’s responsibility, 7, 13, 24, 172-180
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unexamined reactions, 125
using, 128-130

H

Harris, TA., 116
Hirschhorn, L., 123, 126
Hopes, in focal conflict, 76-77

I

1d, 189, 191
Immediacy, 75, 129, 156
International Coach Federation
certification, vii, ix, 205
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Personal change, 144, 145 Skill development, viii, 161, 203
Personal constructs, 145 Solutions
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44, 169 Stock Whitaker, D., 76, 159, 180

Professional development, 2, 62, 138, 144, 200 Summarizing, 45, 47
interrelated with personal development, 144 Superego, 189, 191
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