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Chapter 2 

A Values Exercise: Finding Your Values 

This values exercise uses the List of Values resource, to help you find your values. 

Here are the steps to do this values exercise: 

Step 1: Get a sheet of paper and your list of values 

That’s all you need: a sheet of paper, and the list of values provided as a resource. 

You just need to have enough personal values to start the conversation (if you don’t see a 
value that is important to you, you can add it!) 

Step 2: Do a first, quick run through of each value 

The first time you go through your values list of values can be a simple, quick, yes-no-yes-no 
run through of the list.  

This first round through the list is where you make quick choices on whether each value 
sounds like you or not. All it takes is a simple, “is this me? yes or no.” 

If it’s a yes, put it in the yes pile, if it’s a no, put it in the no pile. Don’t worry about spending 
too much time on each value - just go with your gut. 

Step 3: Go back through the values you said yes to. 

After the first time through the values, look at your "yes" pile and go back through them 
again. Take a little more time with each card to eliminate the values that you least resonate 
with, and narrow down the list of core values further to the values you hold most dear. 

How many core values should you keep? 

Try to get your list of personal values down to your 5 most important values. 

Whenever I do this values exercise with someone, they inevitably ask why they need to 
narrow their list of core values down to their 5 most important values. 

The answer is that three values are not enough to honor your complexity as a human being, 
and 7 to 10 are too many and makes it hard to live by them. 

If you have too many values, then it becomes difficult to use your values to their biggest 
effect. 

How to narrow your list of personal core values 

Getting your list of core values down to five can be a challenge. 
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There are a few things you can do to make narrowing your list easier! 

Below are 3 helpful strategies that you can use to help you determine what values truly are 
your top personal core values. 

1. Look at the different types of personal values in your list

There are lots of different types of personal values, but some values are often grouped 
together and belong to a family of values.  

For example, the values of truth, trust, honor, and integrity often show up together. 

They would be considered similar types of personal values and classified in the same family. 

Another example of a family of values would be spirituality, religion, and faith. 

Another family could also be creativity, originality, ingenuity, curiosity, and open-
mindedness. 

You may be having a hard time figuring out which value in a family aligns most with who 
you are because they can be so similar.  

If this is the case, then watch yourself in action for a while to determine which value shines 
through the most. When you figure it out, that is one of your core values! 

2. Ask others what they think.

Others often can see you more clearly than you can see yourself. If you ask others what are 
your core values, they will likely be able to provide some valuable insight. 

Your family and friends are an excellent resource to help you find your 5 most important 
values. 

Ask them what they see in you and what they think you might value most, or, if you already 
have an idea of your values, ask them what they think sounds the most like you. 

3. See what makes you angry.

When you get angry, a lot of times it might be because of a personal value you have violated. 

If you find yourself getting really angry over something, it might be because that violated 
value is one of your core values!  

Other questions you can use to help determine if a value is one of your core 
values are: 

x Does this value represent how I show up in the world?

x Is this value something I stand for?
x Would I be okay if this value wasn’t present in my life?
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Chapter 2 

List of Personal Core Values

Abundance 
Acceptance 
Accomplishment 
Accountability 
Accuracy 
Achievement 
Adaptability 
Adventure 
Affection 
Affluence 
Alertness 
Altruism 
Ambition 
Amusement 
Art 
Assertiveness 
Attentive 
Authority 
Awareness 
Balance 
Beauty 
Belonging 
Be Of Service 
Boldness 
Bravery 
Brilliance 
Calm 
Candor 
Capable 
Careful 
Certainty 
Challenge 
Change 
Charity 
Cheerfulness 
Cleanliness 
Clear 
Clever 
Comfort 
Commitment 
Common sense 
Communication 
Community 
Compassion

Competence
Compet t on
Concentration 
Confidence 
Connection 
Consciousness 
Consistency 
Contentment 
Contribution 
Control 
Conviction 
Cooperation 
Correctness 
Courage 
Courtesy 
Creation 
Creativity 
Credibility 
Curiosity 
Decisiveness 
Dedication 
Democracy 
Dependability 
Determination 
Development 
Devotion 
Dignity 
Diligence 
Discipline 
Discovery 
Drive 
Effectiveness 
Efficiency 
Empathy 
Empower 
Endurance 
Energy 
Enjoyment 
Enthusiasm 
Equality 
Ethics 
Excellence 
Excitement 
Experience 
p o t on

p e on
ne
t
me
m
e e
ee n

Ferocious 
Fidelity 
Fitness 
Financial Well-being 
Focus 
Foresight 
Fortitude 
Freedom 
Friendship 
Frugality 
Fun 
Generosity 
Genius 
Giving 
Goodness 
Good Health 
Grace 
Gratitude 
Greatness 
Growth 
Happiness 
Hard work 
Harmony 
Health 
Helping others 
Honesty 
Honor 
Hope 
Humility 
Humor 
Imagination 
Improvement 
Independence 
Individuality 
Influence 
Ingenuity 
Innovation 
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n t e
n t
n p n
nte t
nte ence
nten t
nt t e
o
t ce

n ne
no e e

e e p
Learning 
Liberty 
Logic 
Love 
Loyalty 
Mastery 
Maturity 
Meaning 
Moderation 
Motivation 
Openness 
Optimism 
Order 
Organization 
Originality 
Passion 
Patience 
Peace 
Perfection 
Performance 
Persistence 
Personal Growth
Playfulness 
Poise 
Popularity 
Potential 
Power 
Present 
Productivity 
Professionalism 
Prosperity 
Purpose 
Quality 
Realistic 

e on
eco n t on
ec e t on
e ect e
e t on p
e on
e o ce ne
e pect
e pon t
e t nt
e t o ente
e e ence
o

et
t ct on

Security 
Self-reliance 
Selfless 
Sensitivity 
Serenity 
Service 
Sharing 
Significance 
Silence 
Simplicity 
Sincerity 
Skill 
Skillfulness 
Smart 
Sobriety 
Solitude 
Spirit 
Spirituality 
Spontaneous 
Stability 
Status 
Stewardship 
Strength 
Structure 
Success 
Support 
Surprise 
Sustainability 
Talent 
Teamwork 
Temperance 

n ne
o o
o t
me ne
o e nce
o ne

t on
n t
n p enc
t
t o t
t

n e t n n
n ene
n t
o

e t t
cto
o

Vision 
Vitality 
Warmth 
Wealth 
Welcoming 
Well-being 
Winning 
Wisdom 
Wonder 
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Chapter 2 - SW
O

T Analysis Tem
plate  

State w
ho you are assessing here _______________________________________________________________________________________________ 

(This is used often for a business opportunity or to understand a com
pany better. Identify criteria appropriate to your ow

n SW
O

T situation.)- N
ote that 

Strengths and W
eaknesses are Internal factors to you only, and O

pportunities and Threats are External factors that potentially can affect you. 

Strengths 
W

eaknesses 
Criteria exam

ples 
Gaps in capabilities 
Gaps in Skills 
U

nhealthy habits 
Reputation, presence and reach 
Financial position 
O

w
n know

n vulnerabilities 
Dealing w

ith deadlines and 
pressures 
Accreditations, qualifications, 
certifications needed 

Criteria exam
ples 

Capabilities 
Values 
Healthy habits 
Attitude 
Com

petitive advantages 
Circle of influence 
Resources, Assets 
Experience, Skills, Know

ledge  
Location and geographical  
Accreditations, qualifications, 
certifications acquired 

Criteria exam
ples 

W
hat the w

orld needs that you 
can provide 
Com

petitors' vulnerabilities 
Lifestyle trends that fit you 
O

pportunities created by 
adversity 
Geographical opportunities 
Inform

ation you have that 
som

eone needs 
Vital contracts and partners 
M

arket dem
and 

Criteria exam
ples 

Political effects 
Pandem

ics 
Environm

ental obstacles 
Com

petitor adverse intentions  
Lack of m

arket dem
and 

Conflicting technologies, services 
to yours 
Sustaining internal capabilities  
Lack of financial backing 
Econom

y - hom
e, abroad 

O
pportunities 

Threats 

Personal SW
O

T Analysis 
Tem

plate
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Chapter 2 

The Law of Attraction   B  

What is the law of attraction? 

The idea that we attract what we put out has clearly been around since ancient 
times, and many credit Buddha with first introducing this notion to the world. 

The law of attraction operates under the following three principles: 

1. Like attracts like:
Working with the law of attraction to manifest your dreams may sound 
straightforward, but it actually involves careful intention, action, and a degree of 
surrender. 

Like attracts like—even if we're not conscious of it. We're always "attracting" 
positivity or negativity based on the energy we're putting out ourselves. 

Some say that the law of attraction is like "putting in an order with Spirit. Then 
Spirit will look around to find the best match for your manifestation request." 

2. Nature abhors a vacuum:
This principle suggests that empty space cannot truly exist, and always needs to be 
filled by something. As such, it's important to make space for positive change in 
your life by clearing out negativity. 

Like decluttering your desk,  your mind needs to be decluttered, too, so you have 
room to attract new things that better serve you. 

3. The present is always perfect:
Perfecting the present moment is the third and last aspect of the law of attraction. 

It tells us that there will always be things to be unhappy about if you look for them, 
but rather than dwelling on things that are going wrong, finding ways to make 
things better is fundamental to shifting your reality into one that attracts what you 
desire. 

That's not to say you can't acknowledge negativity or feel emotions related to it. 
Rather, it's about doing what you can at the moment to improve any negative 
situation and letting the rest go. 
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What the law of attraction isn't. 

Of course, positive thinking and belief alone won't make your dreams come true. 
You need to put in the work, too! 

This means living in alignment with your goals and taking the necessary steps to 
bring them to life. 

For example, if your goal is to run a marathon in under four hours, you still need to 
put in the training and treat your body right in the months leading up to the race. 
From there, positive thinking and visualizations can further reinforce your goal 
with the universe. 

Anyone prone to worry should also know that the law of attraction isn't a 
punishment. When people first learn and start to practice this law, sometimes they 
get worried that if they have bad thoughts or low vibrations, they can somehow 
mess up their life. Nobody is perfect, and we can use the law as "a mirror of our 
own mindset and self-worth" when we're working through a challenging phase. 

And always remember that at a certain point in manifestation, it's important to 
surrender and let the Universe take the wheel. Opportunities, people, and resources 
can show up out of the blue, so be open to them. Things may not play out exactly 
how you imagined (in fact, they probably won't) and that's OK. 
 
How to start using the law of attraction today. 

Here are a few ways you can incorporate the power of positivity into your life 
today: 

1. Visualize: Visualization is a powerful tool for bringing an idea or desire into 
reality. You can mentally picture the future you seek or bring it into the 
physical realm by drawing it out. You can also create a vision board for your 
goals to keep you inspired and motivated. 

2. Keep a gratitude journal: Given that like attracts like, intentionally focusing 
on what you’re grateful for, can invite more abundance into your life. 

3. Speak it into existence: Another way to bring your desires out of your head 
and into the physical reality is to voice them out loud. Wake up and declare 
out loud to the universe, 'I would like X'. This is an especially good practice 
if you're just getting started. 
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4. Watch for synchronicities: Synchronicities are those meaningful 
"coincidences" that seem slightly miraculous. If synchronicities related to 
your goal keep coming up, it's probably a sign that you're on the right track. 

5. Reframe a scarcity mindset: When we're seeking something we don't yet 
have, it's easy to get caught in a cycle of scarcity and lack. But focusing on 
your lack of love, lack of money, lack of happiness, etc., only reinforces that 
lack. Remember to feel as if you're already where you want to be. Let go of 
how you think things 'should' go, and trust the universe to work its magic, 
remaining open to whatever the universe thinks is best. 

 
How to use the law of attraction to work toward specific goals: 
 
Love & relationships 
The first step in using the law of attraction to welcome more love into your life is 
to notice how you could be subconsciously resisting it. 

For example, if the universe keeps bringing you unavailable people, this could 
indicate something within you is still unavailable. 

Once you identify this block, you can do the work of breaking down these inner 
barriers and building up a more open approach to relationships. Tune into who you 
truly are and what you want, and then trust the universe to bring you the partner 
you need, not necessarily the one you think you want. 
 
Career goals 
When working with the law of attraction in your professional life, it's important to 
get specific about what you want. 

Write down your career goals using concrete statements like "I want to work with 
like-minded people who support my ideas" or "I make X amount of money in X 
city." And of course, action is important here. If you want that promotion, ask 
yourself, "What would I do once I get the promotion?" 
 
Finances 
Financial fears and doubts are sensitive and valid, and it takes a lot of unlearning to 
create a healthy relationship with financial abundance. 

With money, it's especially easy to fall into a scarcity mindset. Instead, try your 
best to focus on what you already have rather than what you lack.  
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In all of these areas, it's best to start small and focus on manifesting bite-sized 
changes first. The more you practice, the more effective at manifesting you'll 
become, until you can eventually tackle bigger, more life-altering shifts. 

The bottom line: 

While it may sound too good to be true to some—and can take time to get the hang 
of it—at its core, the law of attraction is about shifting your mindset to one of 
abundance, calling in what you want, and aligning your action with your desires. 
When you can do those things, you can become the author of your life, and attract 
a host of possibilities. 
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Chapter 

Answers to the 3 Questions Game 

1. Change Color to: "my view of my own personality"
2. Change Animal to: "my view of my perfect mate"
3. Change Water to: "my view of my own sexuality"
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Chapter 

Information about PMI (Project Management Institute) 

The link below will take you to the PMI website, where you will find information on the 
PMBOK (Project Management Body of Knowledge), the internationally recognized Standard 
for Project Management, as well as how to join as a member.  

You will also find information on various types of certification and requirements, including 
the PMP (Project Management Professional), a well sought after certification worldwide. 

https://www.pmi.org 
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Chapter 

Solution to  -Dot Problem

Puzzle is source of the expression “Thinking Outside the Box” 
• There is no solution if we confine our thinking (and our lines) to

remain inside the box.
• The key point is that the box that confines us is not even real.
• We assumed it – there was no law that mandated it, no instruction

that required it.

Correct Graphical Solutions: 

• In the four-line solution we escape the imaginary box restriction.
• In the three-line solution we escape both the box restriction and the assumed

restriction that the lines had to pass through the centers of the dots.
• In the one-line solution we escaped the assumed restriction of a skinny line.
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ith the perform
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erical score is the best choice 
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W
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W
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O
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m

ost im
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Alternative 1 
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Alternative 2 

Perform
ance 

Alternative 3 
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      Chapter  

The GROW Model of Coaching 

Some people are fortunate to get formal training in coaching. However, most 
others have to develop this important skill themselves, especially leaders 
whose most important role is to coach their people to perform their best. This 
may sound daunting to you at first, but if you arm yourself with some proven 
techniques, practice, and trust your instincts, you can become a great coach. 
And by doing this, you'll help them make better decisions, solve problems that 
are holding them back, learn new skills, and otherwise progress their careers 
or improve their lives. 

The GROW coaching model provides a framework for the core elements of 
an effective coaching session. It's a simple, structured coaching method to 
help identify a goal for each coaching session, work through what's getting in 
the way, brainstorm ideas and finally commit to taking concrete action. 

In its traditional application, the GROW Model assumes that the coach is not 
an expert in the client's situation. This means that the coach must act as a 
facilitator, helping the client select the best options, and not offering advice or 
direction. 

When leaders coach their team members, or act as mentors to them, this may 
or may not apply. On one hand, it's more powerful for people to draw 
conclusions for themselves, rather than having these conclusions thrust upon 
them. On the other hand, as a team leader, you'll often have expert knowledge 
to offer. Also, it's your job to guide team members to make decisions that are 
best for your organization. 

The GROW Model is a simple yet powerful framework for structuring your 
coaching or mentoring sessions.  

About the Model 

GROW stands for: 

G - Goal (choose a goal or required outcome for the coaching session) 

R - Reality (explore where they are around the topic/goal, what's going on for 
them, what's getting in the way) 
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O - Options (explore ideas and brainstorm what they could do to move 
forwards) 

W - Will Do (identify the actions they will do to move forwards) 

The model was originally developed in the 1980s by business coaches Graham 
Alexander, Alan Fine, and Sir John Whitmore. 

A good way of thinking about the GROW Model is to think about how you'd 
plan a journey. First, you decide where you are going (the goal), and establish 
where you currently are (your current reality). You then explore various 
routes (the options) to your destination. In the final step, establishing the will, 
you ensure that you're committed to making the journey, and are prepared for 
the obstacles that you could meet on the way. 

How to Use the Tool 

To structure a coaching or mentoring session using the GROW Model, you take 
the following steps: 

1. Establish the Goal 

First, you and your team member need to look at the behavior that you want 
to change, and then structure this change as a goal that they want to achieve. 
Make sure that this is a SMART goal: one that is Specific, Measurable, 
Attainable, Realistic, and Time-bound. 

To be clear, the session Establish the Goal doesn't have to be agreed right up front - 
although it's helpful if you can. The Goal is sometimes 'evolved' during the session as 
the client figures out what they want to work on. 
 

When you are in this session, here are some of the best questions to ask: 

1. "What's important to really focus in on today?" 
2. "What would you be disappointed we didn't work on today?" 
3. "So, what if we worked on it right now, would REALLY put a smile 

on your face?" 
4. "What could we achieve in this session that would make you jump 

for joy?" 
5. "I'm wondering what you would love to have happen by the end of 

this session?" 
6. "What specifically would you like to get out of the next 30/45/60 

minutes?" 
7. "What's the outcome you're looking for from our session today?" 
8. "What would be the most helpful thing you could take away from 

this session?" 
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9. "If you were to imagine today's coaching session has just ended and 
you're happy and excited to move forwards with this goal/issue. 
What did we just do together that made that possible?" 

10. "How will you know you've achieved what you wanted from today's 
session? What does success look like?" 

2. Examine the Current Reality 

Next, ask your team member to describe their current reality. 

This is an important step. Too often, people try to solve a problem or reach a 
goal without fully considering their starting point, and often they're missing 
some information that they need in order to reach their goal effectively. 

So this is where we question, challenge, reframe and reflect back to our client 
what we see. What have they done so far? What's working for them and what 
isn't? It's about really getting into where the client is right now and how this 
impacts them. 

The Reality part of the GROW model should also include talking about 
feelings and digging into emotions. You'll also explore beliefs, gut-feelings and 
intuition - often new or uncharted frontiers for our clients. 

As your team member tells you about their current reality, the solution will 
start to emerge. 

Best coaching questions in this step include the following: 

1. "Describe a day in your life - as it relates to this issue or goal." 
2. "Where are you now in relation to your goal?", "What have you 

already done towards your goal?" and "What have you learned so 
far?" 

3. "How do you feel about your current situation?" and "How do you 
feel about yourself in this situation?" 

4. "What are you not looking at or hiding from?" and "What have you 
been avoiding?" 

5. "What is your intuition telling you?" 
6. "Where are you not being respected - or not respecting yourself - 

right now?" 
7. "What is your prevalent mood?" and, "What habits are getting in the 

way?" 
8. "What are you telling yourself, that's getting in the way?" 
9. "Who will be the 'winners' and 'losers' if you achieve your goal?" 
10. "What do you like about this situation?" and, "How does it suit you 

to stay as you are?" 
11. "What has stopped you from doing more/moving towards your 

goal?" 
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12. "In a nutshell, who or what's got in the way?" 
13. "What would happen if you did nothing?" 
14. "What other considerations do you have that we haven't looked at 

yet?" 
15. "Who are you now?" and, "Who will you need to become to 

complete your goal?" 
 

3. Explore the Options 

Once you and your team member have explored the current reality, it's time 
to determine what is possible – meaning all of the possible options for 
reaching their objective. 

If the client could solve their problems alone, they would have. Often what they need is 
help brainstorming or support to take an action they've been putting off. 

This may involve tweaking an existing action, challenging and inspiring your client to 
make an action bigger. Or it could also mean shrinking an action to make it more 
achievable. 

By all means, offer your own suggestions in this step, without giving them the 
answers. But let your team member offer suggestions first, and let them do 
most of the talking. It's important to guide them in the right direction, without 
actually making decisions for them. 

The best questions that you can use to explore options are: 

1. "What hasn't worked yet?" 
2. "What could you STOP doing?", "...Do LESS of?", "...Do 

MORE of?", "...CONTINUE doing?" and "...START doing?" 
(Make a list) 
TIP: Like these?  

3. "If you had a choice, what could you do?" 
4. "Let's imagine it's a year from now and you've 

accomplished your goal. What steps have you taken to 
achieve it?" 

5. "Suppose, just for a moment, you live in a world where fear 
does not exist. What could you do now?" 

6. "Suppose you had all the information you needed, what 
would be the next step/s?" 

7. "Let's imagine you're really excited about this. What would 
you do?" 

8. "If you were at your best, what would you do right now?" 
9. "What could you do if you knew you couldn't fail?" 
10. "What could you do if you didn't care what other people 

thought?" 
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11. "Imagine you had all the time you needed what would you 
do?" 

12. "Suppose you could look through the eyes of someone you 
admire. What options do you have?" 

13. "What would you suggest if you were advising your best 
friend?" and "What would your best friend suggest if they 
were advising you?" 

14. "Imagine you're fully confident in your abilities, what could 
you do?" 

15. "Imagine you're an expert in this area. What ideas do you 
have now?" 

16. "Imagine having a chat with the wisest person you can 
think of (whether you know them or not). What would they 
suggest you do?" 

17. "What if money were not an issue?" 
18. "If you were rich beyond your wildest dreams how could 

you approach things differently?" 
19. "What could you do if you didn't have to live with the 

consequences?" 
20. "If you knew what you had to do, what would it be?" 
21. "What else could you do?" then say, "Good. And what else?" 

(Keep repeating and remember to celebrate options as 
they arise to encourage the client to continue) 

4. Establish the Will 

By examining the current reality and exploring the options, your team 
member will now have a good idea of what action to take to achieve their goal. 

When we use the word action, it sounds like actions should be concrete, 
visible steps - but actions can take innumerable forms. A client's action could 
also be to change the way they approach or do something or a shift in focus. 
Examples could include paying attention to how they feel, stopping 
doing something or even consciously doing nothing! 

Another key part of Establishing the Will is to ensure your clients fully 
commit to the actions they choose. Is there time to fit the actions into their 
busy lives? Would they like to be stretched more so the action seems more 
exciting? Or do they need to simplify their actions to maximise their chances 
of success. 

The questions to ask here to Choose Actions, Establish Commitment, Identify 
the Obstacles and be Accountable, are as follows: 

Choosing Actions to Take 

1. "So, re-play your key options to me…" 
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2. "What could you do as the very first step towards meeting your
goal?"

3. "What actions NEED to be taken?"
4. "And what actions do you WANT to take?"
5. "Which actions WILL you do?"

TIP: You can also use many questions from the Options section. Simply reword the 
questions slightly and ask clients what they will do, instead of what they could do. 

Establishing Commitment 

6. "How do you FEEL about your actions?" and "What would it take to
get excited about your actions?"

7. "How might you commit to that?"
8. "Tell me exactly how these actions move you towards your

goal." (connect actions with outcomes)
9. "How will you stay committed to your goal when the going gets

tough?"
10. "On a scale of 1 to 10, how likely are you to complete that action?"

Then, "What stops that being a 10?"
And, "What could you do to raise the score?"

Identifying and Dealing with Obstacles to Action Completion 

11. "What could get in the way of you completing that action?"
12. "If you were going to sabotage yourself, how would you do it?"
13. "How might you unintentionally get yourself off track?"
14. "What would make this more fun?"
15. "What if something comes up this week, then what will you do?"

Accountability 

16. "What 3 things could you do to support yourself and make sure this
gets done?"

17. "How would you be able to show this action is completed?"
18. "What are you ready to change to ensure you achieve your action?"
19. "How will you be able to show me you have completed your

action?"
20. "How would you like to be held accountable for these actions?"
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