The Immunity-to-Change © Coach’s Tracking Book


Introduction to

The Immunity-to-Change © 

Coach’s Tracking Book
Welcome to this first edition of the Coach’s Tracking Book!  This document serves as your space for planning, for working, and for reflection.  We suggest you save a blank copy of this document and create new versions of it for each ITC client with whom you work.  This tracking book provides you with key questions, prompts, and reminders to help you develop your own muscles around being a good ITC coach.  Eventually, you probably won’t need to fill one out in detail for each client you have, but as your learning, it will help keep you on track.
The second purpose of this document is to provide you with a structure for your portfolio, which you will submit to Bob and Lisa if you are pursuing coach certification.  As you imagine that someone (Lisa and/or Bob) is reading this who has never met your client or talked with you about your work with your client, you may decide that you’ll need to add pertinent information about what happened and document your own thinking so that the whole story makes sense to someone being introduced to this journey you have been on with your client. This portion of your portfolio should be no more than 50 pages. 
Honing Your Immunity Map: 

A tool to help clarify and strengthen a 4-column  map.
Overview:

The intent of honing a 4-column map is to develop as sharp and deep (insightful) a picture of our immune system and accompanying Big Assumption(s) as possible in a 2nd draft. Having already decided that we want to accomplish our important goal by overcoming our immunity, the key is now to make sure that we have a map that feels personally meaningful, coheres well conceptually (i.e., it meets all of the criteria in each column and as such, shows a system at work, along with Big Assumptions that anchor it) and continues to feel powerful to us. We also have a testable Big Assumption. Sometimes this occurs in a 1st draft, in which case it is not necessary to hone the map. Otherwise, we need to tighten the map so that potential “leaks” (which can lead to less energy and motivation, as well as a less focused, more meandering journey) are closed.  

This 2nd draft need not be the “end-all, be-all.” There is plenty of time to add to our maps and hone our Big Assumption so that it is fully testable as we engage the future exercises, all of which allow us to dig deeper into every one of the columns.

Purposes and Benefits:

· To ensure that each column entry in the map meets the appropriate criteria 
· To ensure that the map, as a whole, coheres (i.e., can see the immune system, with one foot on the gas pedal and the other foot on the brake, and can see the assumption set that is keeping that system intact)
· To ensure that both coach and client have a shared understanding of what the client’s personal immunity-to-change curriculum is
· To have a solid idea of the one or two Big Assumptions that are most influential in keeping the immune system going
· To develop a reasonably testable Big Assumption
· To maintain (even increase) motivation to overcome one’s immunity
Before you meet with your client

Read the part of The Immunity-to-Change© Coach’s Guide (or the draft of the coaching handbook) that describes honing the map.  Then answer the following question:

· It often helps to have the first draft of the map your client has created before you meet with him or her in order to review it and see what areas might need additional attention.  If you have a copy of the map, first read it with the mindset that whatever your client wrote makes sense to him, and so try to follow what his or her thinking might be. Then, use the following questions to guide your assessment. 
Evaluate your client’s map

	Desired Outcomes
	Yes/No
	Comments (and if “No,” Why Not?)
	Implications, If Any

(for what you will do with your client, as well as for your own learning)

	Does your client feel that the map is powerful (a 4 or 5 on a scale of 1-5)?


	
	
	

	Do you understand each response, starting with the client’s goal? 
	
	
	

	Does each column entry in the map meet the appropriate criteria? 

	
	
	

	Do you see how each column entry is connected to the next and how the first three columns collectively show an immune system?
	
	
	

	Do you see the tension/conflict between the 1st and 3rd columns? Are the key column 2 behaviors accounted for in column 3? 
	
	
	

	Do the fears stay present in the column 3 commitments? 
	
	
	

	Do the Big Assumptions follow from key column 3 commitments? 
	
	
	

	Can you work backwards from the Big Assumption to see how it sustains the immune system?  Can you follow the pathway from column 4 all the way to column 1? If so, please explain how.
	
	
	


[Please insert your client’s revised immunity map here.]
During and Directly After Your Meeting with Your Client

Evaluate your client’s map

	Desired Outcomes
	Yes/No
	Comments (and if “No,” Why Not?)
	Implications, If Any

(for what you will do with your client, as well as for your own learning)

	Does your client feel that the map is powerful (a 4 or 5 on a scale of 1-5)?


	
	
	

	Do you understand each response, starting with the client’s goal? 
	
	
	

	Does each column entry in the map meet the appropriate criteria? 

	
	
	

	Do you see how each column entry is connected to the next and how the first three columns collectively show an immune system?
	
	
	

	Do you see the tension/conflict between the 1st and 3rd columns? Are the key column 2 behaviors accounted for in column 3? 
	
	
	

	Do the fears stay present in the column 3 commitments? 
	
	
	

	Do the Big Assumptions follow from key column 3 commitments? 
	
	
	

	Can you work backwards from the Big Assumption to see how it sustains the immune system?  Can you follow the pathway from column 4 all the way to column 1? If so, please explain how.
	
	
	

	Has your client developed a reasonably testable Big Assumption?

	
	
	

	Do you and your client have a shared understanding of what the client’s personal immunity-to-change curriculum is?
 
	
	
	

	Do you both have a solid idea of the one or two Big Assumptions that are most influential in keeping the immune system going?

	
	
	

	Has your client maintained (or even increased) motivation to overcome his or her immunity?

	
	
	


Later Revisions:  The immunity map as a Living Document

Honing the map really marks the end of “diagnosing” ones immunity to change and sets the stage for the “overturning” work to come.  That doesn’t mean that we are leaving the map behind and turning with fresh eyes to the next step.  If we have stayed true to the map-making and map-honing process, we have developed some very useful and powerful information, and this information should anchor us in each of the exercises to follow.  In our minds, if you cannot link each of the “overturning” steps directly back to your client’s map, you have gone off-track.  We work so hard to overturn not just anything but the Big Assumptions that prevent us from reaching our prized first column goals.  You may want to revisit your client’s map at the start and/or end of each session, to remind you both of the immune system you are targeting.
Your client will also be likely to learn new things about his or her map in the overturning work.  Your client may identify new second column behaviors, new fears, and new competing commitments.  Most importantly, perhaps, be alert for any new Big Assumptions that your client may be able to recognize as you proceed with this work together.  You can add these to the map, which should continue to reflect the new learning about (as well the changes to) your client’s immune system.
Column 1 Goal Survey:

A tool to collect baseline data on a change goal.
Overview:

The survey is a quick way of getting information about our specific column 1 commitment.  (It does not disclose any of the more personal information of the second, third, or fourth columns.) We would choose the people (five to seven of them) who we think are in the best position to give us feedback on our goal, and notice changes were we to make them.  This survey consists of only a few questions, designed to generate data singularly relevant to the changes we are looking to bring about, to be completed by 5-7 respondents; and it takes them 15 minutes or less to complete.
Purposes and Benefits:

· Get feedback about our “growing edge” from people who work or live closely with us, people who know us well. 

· Serve as an additional source of motivation to undertake the work of overturning our immunities.
· Provide data about how others perceive our current level of accomplishment relative to our column 1 goal.

· Point out additional behaviors that undermine our column 1 goal.

· Offers a baseline picture that can be compared with our future performance after overturning our immunities.

· Communicates to others our intention to change.

Part One: Developing the Survey – Before you meet with your client

Read the part of The Immunity-to-Change© Coach’s Guide that describes the survey.  Then answer the following questions:

· Is a survey suitable to your client’s immunity?  Is the 1st column goal too personal or risky to reveal to others?
· When you introduce your client to this exercise, explain the purpose, walk through the directions, and offer an example. If you have time, you may want to begin this conversation at the end of your last session (honing the map) so that you can show him/her sample surveys, get started drafting the survey, developing a list of respondents, and sending it out.  Take a moment now to prepare yourself for doing this. What will you say? What are the key points to convey?

· Design some possible survey questions.  Your client may want to develop these for him/herself, but it is good to have some in mind (to help explain the process; in case he or she doesn’t have any ideas for how to do this; for comparison with his/her ideas, etc). 

· Develop a list of some potential respondents.  What types of people (e.g., boss, spouse, co-worker, direct report, close friend, mentor, etc.) would be best positioned to comment on your client’s column 1 goal?

Part 1: Developing the Survey – During and Directly After Your Meeting with Your Client

Note: Complete the “Preparing for the Survey Process” as described in the Immunity-to-Change © Workbook (the electronic workbook you can use with your client).

Evaluate the Survey Development
	Desired Outcomes
	Yes/No
	Comments (and if “No,” Why Not?)
	Implications, If Any

(for what you will do with your client, as well as for your own learning)

	Does your client understand the survey process and freely consent to its administration?


	
	
	

	Does the survey ask questions that will provide data specifically about the column 1 goal?


	
	
	

	Does the survey allow you to collect data about the specific behaviors others see as undermining your client’s column 1 goal?


	
	
	

	From what you can tell, do you think your client has identified respondents who are likely to provide honest feedback (or did your client “stack the deck?”)
	
	
	

	Does the list of respondents seem likely to allow you to protect their privacy?  (So that your client can’t easily guess who said what.)

	
	
	

	Did your client respond to his or her own survey?
	
	
	


Part Two: Debriefing the Survey – Before you meet with your client

Consider the following questions as you aggregate the data.

· What do the results tell you about the suitability of your client’s 1st column goal?

· How do your client’s responses compare with those of his or her respondents?

· What themes emerge from the data?

· What comments do you want to share with your client, and how will you share them?

· Are there any comments that would reveal the respondents’ identity to your client?

Prepare to share the data with your client.

· How will you give the survey results to your client (e.g., email, in person, by phone)?  

· How will you prepare your client for receiving the results?  

 [Please insert your client’s survey, results, and reflections here.]

Part Two:  Debriefing the Survey – During and Directly After Your Meeting with Your Client

Evaluate the Survey Results:

	Desired Outcomes
	Yes/No
	Comments (and if “No,” Why Not?)
	Implications, If Any

(for what you will do with your client, as well as for your own learning)

	Did the survey results confirm the importance of inform your client’s column 1 goal?


	
	
	

	Does your client feel greater motivation after studying his or her survey results?

	
	
	


Later Revisions:  The Survey as a Living Document

The survey data might be particularly relevant for you to keep reflecting on if you client is doing self-observations or designing tests that involve people whom he or she named as survey respondents.  

Sometimes we might regard the survey data differently after the client has completed later steps in the process.  As you continue to learn about your client’s Big Assumptions, be alert to any new ways you are reflecting back on what you found out in the survey.  
The Continuum of Progress: 

A tool for envisioning what full success looks like in 
achieving a Column 1 goal.

Overview:

The Continuum of Progress (CoP) exercise is designed to help us anticipate the short-term and long-term mindset (thoughts & feelings) and behaviors changes we need to make in order to reach our goals. In the best cases, we are able to envision an exciting, personalized picture of what success looks like in terms of how we think, feel and act (the dimensions which, when combined, create lasting change). This can be motivating. In the best cases, we also have begun to describe an internal landscape, and accompanying, new behaviors, that are no longer captive of our Big Assumptions. In doing so, we continue to set the stage for having a proactive relationship to our Big Assumptions. 

Purposes and Benefits:
· Prepare for success, visualize success without the burden of a Big Assumption

· Build new muscles to interact with a Big Assumption productively

· Develop potential tests for a Big Assumption

· Explicit view of change as developmental

· Potential motivation enhancer

· Identify potential gaps in your client’s technical skills

Before you meet with your client

Read the part of The Immunity-to-Change© Coach’s Guide that describes the COP.  Then answer the following questions:

· When you introduce your client to this exercise, explain the purpose, walk through the directions, and offer an example. Take a moment now to prepare yourself for doing this. What will you say? What are the key points to convey?

· What would you like to see in the “Success” column?  Why?  What is your wish based on (e.g., developmental theory, spiritual beliefs, personal coaching philosophy, etc.)?

· How will you react if your client has a different picture of “Success” for himself/herself?

· How should this COP connect to your client’s map (especially the Column One Goal and the Big Assumptions) and to the survey (if completed)?
[Please insert your client’s COP here.]

During and Directly After Your Meeting with Your Client

Evaluate the COP:

	Desired Outcomes
	Yes/No
	Comments (and if “No,” Why Not?)
	Implications, If Any

(for what you will do with your client, as well as for your own learning)

	Does the COP provide a picture of the affective, cognitive and behavioral landscape your client desires (including what he would like to reduce, eliminate and/or add)?  Is it clear how these thoughts, feelings, and actions connect?

	
	
	

	Is there depth to the entries?
	
	
	

	Is your client at the center of his or her picture of ultimate progress (how he or she is doing and feeling differently, rather than how others are, or how the world looks different)?  Are they reasonable changes the person has control over? Or do they seem depend on extraordinary circumstances and luck?  

	
	
	

	Has your client addressed columns 2, 3 & 4 of his/her immunity map somehow (especially whichever Big Assumption is most getting in the way)?  Does the COP provide potential material for testing his/her Big Assumption?


	
	
	

	Did completion of the COP fuel your client’s motivation to overturn his/her immune system?  Do the first noticeable steps represent changes the client really wants to make now?
	
	
	

	Does your client understand how the CoP connects to the objective of overturning his/her immune system?


	
	
	

	Does your client possess the necessary skills to undertake his/her first noticeable steps?  (If not, do you think your client may need recommendations for content-specific resources – e.g., a book or chapter on how to delegate; a writing coach; someone to help organize his/her office?)


	
	
	


Later Revisions:  The CoP as a Living Document

The CoP is part of an iterative process.  As your client completes later steps in the process, you may need to make updates to the CoP so that it reflects new learning.  You may especially want to include new behaviors the client tries on, as well as any “hooks” and “releases” for the B.A. that your client develops.
· What revisions, if any, did you make to the CoP?

Observing the Big Assumption in Action
and Natural Challenges to It: 

A tool for recognizing when and where our Big Assumptions are activated, when they run us, and when they are inaccurate.
Overview:

This self-observation exercise is designed to start building the muscles necessary to look at our Big Assumptions, rather than look through them. In the process, we better learn about our Big Assumptions and our accompanying experience of being captive by them. 

The context of the assignment is acting and thinking in our usual ways (in other words, allowing ourselves to be captive by our Big Assumptions). By definition, a Big Assumption “has” us: it leads us to see ourselves and the world in a predetermined way, and we automatically take what we see to be “the truth.” When we take a self-detective stance and observe our Big Assumption in action, we disrupt that automaticity. We become aware of it, especially: when we are using it, our thoughts and feelings at the time, and the potential price we are paying for doing so. 

The more we catch ourselves operating out of our Big Assumption, and the more detail we observe in those situations, the more material we have to discern a pattern of what activates our Big Assumption. When we see a pattern, we begin to circumscribe the power our Big Assumption has over us (i.e., we see it isn’t relevant 100% of the time). Noticing costs is another way we can alter our relationship to our Big Assumption: is the way we are protecting ourselves worth that cost? 

Purposes and Benefits:

· To better know one’s Big Assumption, including the costs of it 
· To develop hypotheses of what triggers the Big Assumption

· To strengthen observation muscles, esp. of thoughts and feelings

· To increase motivation to keep focused
· To become more objective about one’s Big Assumption
· To gather potential material for testing one’s Big Assumption

Before you meet with your client

Read the part of The Immunity-to-Change© Coach’s Guide that describes the Self-Observations exercise (both parts). Then use the following space to prepare for meeting with your client: 

· When you introduce your client to this exercise, explain the purpose, walk through the directions, and offer an example. Take a moment now to prepare yourself for doing this. What will you say? What are the key points to convey?

· Ideally, your client will be able to identify specific kinds of experiences/settings to observe over the next two weeks.  Some clients will even flip through their date books to identify potentially relevant events at which they want to be especially vigilant.  Some clients, however, have a hard time forecasting when/where/what to be observing.  You can help your client by imagining some situations he or she is likely to face where the Big Assumption is relevant.  List a few ideas here:  

· How should these observations connect to your client’s map and to the CoP?

[Please insert your client’s completed observation notes for Observing the Big Assumption in Action AND Observing Naturally-Occurring counters here.]

During and Directly After Your Meeting with Your Client

Evaluate the Observations:

	Desired Outcomes
	Yes/No
	Comments (and if “No,” Why Not?)
	Implications, If Any

(for what you will do with your client, as well as for your own learning)

	Do you understand how your client’s examples make sense as instances of the BA in action? If “yes,” please explain how.


	
	
	

	Do you understand your client’s experiences – his or her thoughts, feelings, and costs – in these examples?
	
	
	

	Do you follow the “who, what, where, when” your clients sees in the examples?  Do you understand the patterns your client sees?  


	
	
	

	Could any of your client’s observations and reflections enhance your client’s 4-column map?


	
	
	

	Could any of your client’s observations and reflections enhance your client’s CoP?


	
	
	


Later Revisions:  Continuing to Observe

Even after your client completes these steps in the process, he or she may continue to make observations, come to new thoughts about the observations already completed, and notice more about his or her Big Assumptions. 
· What additions, if any, did you make to the Observations notes?

Writing the Biography of 
the Big Assumption: 

A tool for revisiting the history of our Big Assumption with the potential of discovering a different relationship to it.

Overview:  
Our Big Assumptions, typically, have been living with us for a while and have become part of our skin without our realizing it. They may have been born out of a single, significant event or over a series of experiences, typically at a time when we were young and in a different relationship to power and authority than we are as adults. The idea behind this exercise is that we may discover a different relationship to our Big Assumption if, now that we are adults, we revisit their earliest and most tender state (before they systematically re-confirmed their truth). 
Clients engage this exercise with a range of enthusiasm and intensity. Depending on the nature of the client’s immunities and inclinations, the Biography exercise can take different forms and cover different ground.  There are several variations on the “Biography” exercise for you (and your client) to choose from so that he can get the most out of mining the history of his Big Assumption. Your job as a coach is to help your client make the best decision possible about whether and how it makes best sense to regard this exercise.  Ideally, this exercise gives the client another tool for developing more space between himself and his Big Assumptions, so that he can examine them and consider testing them.  
Purposes and Benefits:

· Provide an explanation of how our Big Assumption came to exist and be powerful.

· Illuminate any additional and related Big Assumptions we might be making.

· Evaluate to what extent the situation or events that fueled the Big Assumption apply (or don’t) to our current life.
· Increase motivation to test the Big Assumption. 
Before you meet with your client

Read the part of The Immunity-to-Change© Coach’s Guide that describes the different versions of this exercise, Writing the Biography of the Big Assumption. Then use the following space to prepare for meeting with your client: 

· Which version do you think your client will resonate with most? Why this one? 

· When you introduce your client to the exercise, explain the purpose, walk through the directions, and offer an example. Take a moment now to prepare yourself for doing this. What will you say? What are the key points to convey?

· From what your client has conveyed to you so far, do you think there could be a big benefit in having them complete this exercise?  Why or why not?
· How will you gauge your client’s interest/appetite for this exercise?
[Please insert your client’s Biography and reflections here.]

During and Directly After Your Meeting with Your Client

Evaluate the Biography
	Desired Outcomes
	Yes/No
	Comments (and if “No,” Why Not?)
	Implications, If Any

(for what you will do with your client, as well as for your own learning)

	Do you understand how your client’s Biography explains his or her Big Assumption? If “yes,” explain how so.

	
	
	

	Do you understand your client’s experiences – his or her thoughts and feelings in these examples?  If there are multiple instances, do you follow how these earlier experiences connect to each other?  


	
	
	

	Does the Biography offer any important information that should be added to the map or the CoP (e.g., new BAs or other areas of life where the BA is relevant, other forms of success)
	
	
	


Later Revisions:  The Biography as a Living Document

As you continue the steps in overturning your clients’ Big Assumption, he or she may recall other key instances in the life of the Big Assumption.  You may want to add these.  Furthermore, sometimes we might regard the same biography data differently after the client has completed later steps in the process.  As you continue to learn about your client’s Big Assumptions, be alert to any new ways you are reflecting back on what he or she wrote in their biography.  

Designing a Test of Your Big Assumption: 

A tool for planning a test of what happens when we intentionally 
alter our usual behavior in order to learn about the accuracy of 
the Big Assumption.

Overview:
Testing Big Assumptions is at the heart of overturning an immunity to change. The purpose of a test is to see what happens when you intentionally alter your usual behavior in order to learn about the accuracy of your Big Assumption.  (In other words, the purpose of a test is to “get information” not immediately to improve or “get better.”) Everything you have been doing up until now is to better prepare you to design, run and make sense of the results of testing your Big Assumption. 

The goal of this exercise is for you to design a test of one of your Big Assumptions. It is preparation for actually running your first “formal” test.  
Purposes and Benefits:

· To make a plan for how to get information about the accuracy (or inaccuracy) of you Big Assumptions
Before you meet with your client

Read the part of The Immunity-to-Change© Coach’s Guide that describes the test design step. Then use the following space to prepare for meeting with your client: 

· When you introduce your client to this exercise, explain the purpose, walk through the directions, and offer an example. Take a moment now to prepare yourself for doing this. What will you say? What are the key points to convey?

· Ideally, your client will be able to identify specific ideas for tests of his or her Big Assumption to run.  Some clients, however, will have a hard time thinking of things they can do differently.  Or they may have ideas, but these tests don’t meet the S-M-A-R-T criteria.  Remind yourself of what the S-M-A-R-T criteria are here:

· Your client’s observations may provide rich material for developing a test. How, if at all, might his or her self-observations be drawn on for designing a test?

·  You can help your client by imagining some possible tests of the Big Assumption that he or she could run.  List a few ideas here:  

 [Please insert your client’s test design here.]

During and Directly After Your Meeting with Your Client

Evaluate the Test Design

	Desired Outcomes
	Yes/No
	Comments (and if “No,” Why Not?)
	Implications, If Any

(for what you will do with your client, as well as for your own learning)

	Do you understand how your client’s test will gather information that informs his or her BA?  If “yes,” please explain how.


	
	
	

	Does your client have sufficient skill to change his behaviors in ways that are likely to contradict his or her Big Assumption?
	
	
	

	Do you feel the test is safe enough for your client to run now?   


	  
	
	

	Are the data sources valid? 
	
	
	

	Is there room to gather data that call the BA into question? Might it “re-true” your client’s BA? 

	
	
	

	Is it actionable in the near-term? 
	
	
	


Later Revisions:  The Test Design as a Living Document

After a test is completed, sometimes we can see how the design could have been improved to have generated better or more powerful learning.

· Are there ways you would change your design, in hindsight?

Running and Interpreting the Test of 
Your Big Assumption: 

A tool for looking at the “data” from our test to see 
what it suggests about the Big Assumption.

Overview:

Designing an effective test of your Big Assumption is one step. Running it is a next step. Now is the time to look at your “data” for the sole purpose of understanding what it suggests about your Big Assumption. Remember, the purpose of running a good test is not to see whether you improved, i.e., whether your behavior change “worked” (although this is not unimportant!), but rather to use the test results to inform your Big Assumption. You will know you are on track with this exercise if you can see what aspect of your Big Assumption, if any, is confirmed by the data, and what aspect, if any, is disconfirmed. 

Purposes and Benefits:

· To do something different than e would if we are holding our Big Assumptions as true in order to get information about the accuracy (or inaccuracy) of our Big Assumptions

Before you meet with your client

· What do you hope will happen when you client runs his or her test?  What are some other possibilities of what might happen?  How could you debrief each of these possibilities with your client in order to maximize his or her learning about the Big Assumptions that were tested?
[Please insert your client’s test results here.]

During and Directly After Your Meeting with Your Client

Evaluate the Test Interpretation

	Desired Outcomes
	Yes/No
	Comments (and if “No,” Why Not?)
	Implications, If Any

(for what you will do with your client, as well as for your own learning)

	Did your client run the test she or he intended? If not, was the one he or she ran a valid one? 
	
	
	

	Do you understand how your client’s test results inform his or her BA?  If “yes,” please explain how.


	
	
	

	Is your client staying close to the data as he or she recounts the test and its implications for the BA or is he or she making big interpretive leaps?  


	
	
	

	Did the client enact any new behaviors?
	
	
	

	Do the test results indicate the development of any new assumptions that counter or replace the old ones?
	
	
	

	Does anything your client has learned point to additions that should be made to his or her map?
	
	
	

	Does anything your client has learned point to additions that should be made to his or her COP?
	
	
	


Later Revisions:  The Test Interpretation as a Living Document

Designing, running and interpreting tests is a an iterative process.  Repeat it with your client until he or she has consistent and high quality data to inform the accuracy or his or her Big Assumption, or until she or he has overturned the Big Assumption.  

There are time when we might regard the results of an earlier test differently, once we have gotten further along in the process.  As you continue to learn about your client’s Big Assumptions, be alert to any new ways you are reflecting back on what he or she took away from earlier tests.  

Taking Stock: 

A tool for consolidating our current progress 

overcoming our immunity.

Overview:

We hopefully have seen personal progress towards our improvement goal by this point in the overcoming-immunities process. We may also be wondering, just about now, whether we are going to be able to sustain our good progress. We all have had experiences of slipping back into old habits and patterns, so we can legitimately ask, “Why should this be any different?”  One way to help ourselves not slip back is to consolidate our current progress on overcoming our immunity. 


Purposes and Benefits:

· To assess where we are on a developmental sequence (from unconsciously immune to unconsciously released).
· To identify the “hooks” that can trigger our Big Assumptions.
· To identify the “releases” that we have learned to put in place or use to help us work free to our Big Assumptions.
· To be able to make informed choices about what next steps will deepen or anchor our new learning. 
Before you meet with your client

Read the part of The Immunity-to-Change© Coach’s Guide that describes the taking stock step. Then use the following space to prepare for meeting with your client: 

· When you introduce your client to this exercise, explain the purpose, walk through the directions, and offer an example. Take a moment now to prepare yourself for doing this. What will you say? What are the key points to convey?

[Please insert your client’s taking stock work here]
During and Directly After Your Meeting with Your Client

Evaluate the stock-taking
	Desired Outcomes
	Yes/No
	Comments (and if “No,” Why Not?)
	Implications, If Any

(for what you will do with your client, as well as for your own learning)

	Has your client created a clear and rich picture of what he or she needs to watch out for and what he or she can do in case of getting tripped up?
	
	
	

	Does your client have a clear picture of her increasing distance from her Big Assumption?  If yes, provide a few key data points.
	
	
	

	Has your client begun to develop a data-based understandings about herself?

	
	
	

	Does anything your client has learned point to changes that should be made to his or her map?
	
	
	

	Does anything your client has learned point to additions that should be made to his or her COP?
	
	
	

	
	
	
	


Later Revisions:  The Stocktaking Step as a Living Document

As your client continues to design, run and interpret tests he or she will periodically need to come back to reevaluate their progress and to keep track of the new hooks and releases they discover.  Some hooks may also stop hooking your client, and he or she may no longer need some releases!   With work, Big Assumptions may change, weaken, and even die completely. They may be replaced with new, more useful assumptions that help your client achieve his or her goals.
Future Progress: 

A tool for re-engaging the Immunities process around 

unmet goals or areas where we are stuck.

Overview:

As described in the development sequence, becoming unconsciously “released” from the Big Assumption is the aspiration of overcoming one’s immunity. When you no longer need to stop, think and plan in order to interrupt your Big Assumption, you have developed the capacity to be “Unconsciously Released” from it. At this point, you automatically act and think in ways that run counter to your previously held Big Assumption in those situations where it is not valid. New beliefs and understandings, informed and developed mindfully throughout the process, have taken the place of the Big Assumption.

This may also be a time when you consider re-engaging the Immunities process, especially around any unmet goals or areas in which you currently feel stuck or discouraged. All the exercises in this process are re-usable. These tools can be a resource to a life-long approach to transformative change by helping you see how you can achieve other commitments through identifying, testing and altering other Big Assumptions. Yes, the implication here is that if you look, you will find others areas in which you are Unconsciously Immune. Developing capacity to identify such areas is a key to enabling ourselves to better accomplish our aspirations. 

The very first step is to develop a new immunity map.  Once you’ve done this, return to the earlier portions of your journal to remind yourself of the unfolding exercises and how to do them.
You hopefully have seen personal progress towards your improvement goal by this point in the overcoming-immunities process. You may also be wondering, just about now, whether you are going to be able to sustain your good progress. We all have had experiences of slipping back into old habits and patterns, so we can legitimately ask, “Why should this be any different?”  One way to help yourself not slip back is to consolidate your current progress on overcoming your immunity. 

Purposes and Benefits:

· To plan for the next steps to make further progress on your immunity
· To identify a new immunity to diagnose and overturn.

Before you meet with your client

Read the part of THE The Immunity-to-Change© Coach’s Guide that describes the future progress step. Then use the following space to prepare for meeting with your client: 

· When you introduce your client to this exercise, explain the purpose, walk through the directions, and offer an example. Take a moment now to prepare yourself for doing this. What will you say? What are the key points to convey?

[Please insert your client’s future progress work here]

During and Directly After Your Meeting with Your Client

Evaluate the Future Planning Session
	Desired Outcomes
	Yes/No
	Comments (and if “No,” Why Not?)
	Implications, If Any

(for what you will do with your client, as well as for your own learning)

	What were your goals for this session (please list them) and were they met?


	
	
	

	If you are continuing to work with your client, do you have a clear picture of how to move forward?  
	
	
	

	If your client is not continuing to work with you, does he or she have a clear picture of how to move forward? 
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