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	                               Coaching Intake & Discovery FormCONFIDENTIAL




[bookmark: Text47]Current Date:      


Please fill out the form below by placing your responses in the gray boxes. Save it & email to: machen@probrilliance.com or print out, complete and fax to (530) 687-8583


CLIENT INFORMATION:

	First Name
	[bookmark: Text32]     
	Company
	[bookmark: Text15]     

	Last Name
	[bookmark: Text16]     
	Occupation
	[bookmark: Text21]     

	Address
	[bookmark: Text17]     
	Title
	[bookmark: Text22]     

	City
	[bookmark: Text18]     
	Work Phone
	[bookmark: Text33]     

	State/Province
	[bookmark: Text19]     
	Fax
	[bookmark: Text24]     

	Postal Code
	[bookmark: Text20]     
	Email home/personal
	[bookmark: Text25]     

	Country
	[bookmark: Text27]     
	Email work
	[bookmark: Text26]     

	Home Phone
	[bookmark: Text28]     
	Mobile Phone
	[bookmark: Text34]     

	Birthday
	[bookmark: Text29]     
	Favorite Color
	[bookmark: Text39]     

	Spouse Name
	[bookmark: Text36]     
	Favorite Season
	[bookmark: Text31]     

	Marital Status
	[bookmark: Text37]     
	Anniversary
	[bookmark: Text40]     

	Children's Names
And Birthdays
	[bookmark: Text38]     
	Referred By
	[bookmark: Text35]     




Here are some ways our coaching clients win by working with ProBrilliance.  Which appeal to you?

[bookmark: Check1]|_| Increase overall effectiveness 
|_| Improve time management
|_| Enhancing leadership skills
[bookmark: Check13]|_| Become more organized
[bookmark: Check2]|_| Support, encouragement and validation
[bookmark: Check3]|_| Insight into who you are and your potential
[bookmark: Check4]|_| Painting a vision of what you can become or accomplish
[bookmark: Check5]|_| Eliminate what holds you back mentally or emotionally 
[bookmark: Check11]|_| Establishing   S.M.A.R.T. and meaningful goals and objectives
[bookmark: Check6]|_| Accountability; checking up on goals; staying focused on what's important to you
[bookmark: Check8]|_| Suggesting or designing action steps
[bookmark: Check9]|_| Push through fears and get what you want
[bookmark: Check10]|_| Gain clarity around what you really want for yourself
[bookmark: Check12]|_| Developing an updated business and action plan
|_| Improve team’s skill level
|_| Establish better tracking and accountability skills
|_| Increase Revenues, FYC, GDC and Fees



COACHING EXPECTATIONS: 


1.What are the three biggest changes you  must experience or objectives you must achieve,  as a result of coaching during  the next 90 days,  in order for it to be a worthwhile investment of resources?
[bookmark: Text11]1.     
[bookmark: Text12]2.     
[bookmark: Text13]3.     

2.What are the three biggest changes you want to make over the next 3 years?
1.      
2.      
3.      

3. What do you think, feel or sense has prevented you or perhaps has gotten  in the way of  your achieving those objectives listed in questions 1 and 2 above?
     

4.What one thing are you MOST wanting to achieve from coaching?  
     

5.How will your life be different as a result of achieving that?  
     

6. What is that worth to you?  And do you feel ready for it?
[bookmark: Text45]     

7. What part of you do you want to call forth and see more of?
[bookmark: Text43]     

8. What would you like me to do if you get behind on your goals?
     

9. How will you know when you are receiving value from our  coaching  partnership?
     

10.What major transitions have you had in the past two years? (Entering or approaching a new decade, a new relationship, a new job, a new role, a new residence, change in children's ages/stages, etc.)
     

11. Are you a person of integrity? (Y/N)         

12. Do you understand accountability? (Y/N)      

13. Are you accountable? (Y/N)           If you answered ‘No’ Are you okay with your answer?       





 


YOUR   BUSINESS:



1. How many clients do you currently work with?
      

2. Have you segmented your client base?
      

3. What are your primary markets ?
1.      
2.      
3.      

4. Do you have a niche and what is it?
     
5. Describe your “Ideal” client? (If you could clone your favorite client, what are their values and characteristics?)
     

6. What percentage of your business comes from referrals?
     

7. Are you comfortable and do you ask for referrals?
     

8. How many appointments do you set per week?
     

9. How many appointments do you keep per week?
     

10. What is the average case size per client?
     

11. What is the  typical length of your sales cycle from first meeting prospect to on boarding as a client?
      

12. Do you have a current business plan?   
     

13. Who is on your staff and what are their primary roles? (Provide an Organizational Chart if you have one)
     




YOUR  LIFE:

1.How do you currently define “Success?”
     

2.Who are the key people in your life and what do they provide for you?
     

3.Looking at the past six months of your life, do you like the direction your life is moving in?
[bookmark: _GoBack]     

4.On a scale of 1 to 10  (10 as highest)  rate the amount of stress in your life right now.
     

5.What are your primary stressors?
     

6.List three things that you are tolerating or putting up with in your life at present. (examples: information you can't find, lack of direction, clutter, rude friends, poor lighting, dented car, job dissatisfaction, dead plants, broken equipment, old appliances, etc.)
1.      
2.      
3.      

7. What are your 3 major concerns/fears about life?
1.      
2.      
3.      

8. What really motivates you?
     

9. What are you learning/accepting about yourself at present?
     

10. When you are stuck, frustrated or discouraged, what do you usually do? (Examples:  procrastinate, isolate, exercise, meditate, blame others, eat, etc) .
     

11. What is your favorite book and why?
     

12. What is your favorite movie and why?
     

13. What is your favorite local restaurant and why?
     

14. Please provide any additional comments you feel would be helpful for your coach to be aware of:
     
ProBrilliance Leadership Institute
12114 Polaris Drive
Grass Valley, CA 95949
530-273-8000 phone
530-687-8583 fax
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