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1. A deeper appreciation for the unique aspects that 
make these times challenging (aka VUCA)

2. An approach to help our clients (and ourselves) feel 
grounded and yet still move forward in a way that is 
both powerful and healing

3. Four tools that are well aligned with 3 VQ and offer an 
opportunity to augment its application
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§ Our clients are struggling with VUCA, just as 
we are. It’s hard to breathe when you are 
running all the time. It’s hard to plan when so 
much is unpredictable. We may feel alone in 
our concerns, and wonder if anything we do 
will be enough.

§ Our brains respond to the threat of VUCA 
just the way you’d expect—with an instinct 
for self-preservation, for survival. 
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• Values, Us, Curiosity, and Aspirations. 

• VUCA Tools arose from the recognition that coaching embodies 
skills to thrive in a VUCA world. 

• VUCA Tools begins with the possibility that our observation of 
VUCA is simply awareness. VUCA is our default.

• Recognizing VUCA enables us to consciously engage with 
changing circumstances. 

• VUCA Tools are four approaches that enable us to access the 
strategic and planful parts of our brains to respond thoughtfully, 
not just react. They can be used together, or individually.
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§ What: What I care deeply about, what is most 
important to me

§ Why it matters:
§ Values give us solid ground to stand on. They 

keep us steady in the face of VUCA. 
§ Knowing our values helps us predict what we 

will experience as threat, and mitigate it.
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§ Fred of Fred’s Fences:  I don’t know if we are going to make it through. I’ve received an offer for the 
company. It’s not great, but it’s better than losing everything. Should I just sell?

§ Coach: Great question. Let me ask you one that may help us answer it: what are the most important 
things to you as you make the decision?

§ Fred: I’ve thought a lot about that. My family’s security. Making sure our loyal team members have a 
soft landing. It’s important to me to be doing work that’s challenging—I’m not ready to retire. 
Sustainability—building things that last (unlike some of my competitors), keeping my team loyal and 
happy.

§ Coach : That’s great. Let’s write those down. Those values—security, family, team, sustainability, loyalty-
-are clearly a source of strength for you. Whatever decision you make, you’d want to honor those 
values. Does that sound right?

§ Fred:  No doubt!

§ Coach: Great. Any other key values that we’ve missed? What do you stand for?

§ Fred: Well, Integrity for sure. My customers appreciate my honesty.

§ Coach: Good. We’ll add that. Let’s keep those values in mind as I ask you a few more questions.

9

§ What: our network of support, our mirrors, 
our challengers, the coaching partnership

§ Why it matters: 
§ When you are alone, you experience threat 

more keenly. 
§ Knowing you have resources to share the 

load reduces stress.
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§ Us empowers efficiencies as we 
have others operating on our 
behalf and need not be vigilant 
all the time

§ Us enables us to reduce our 
blind sports

§ Focusing on Us empowers a 
conscious choice to learn from 
others, including those we don’t 
agree with
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§ Coach: You’ve mentioned that you like having a team, that it’s an Us instead of a Me. You’re not in this 
alone. Who are you’re your coaches, your encouragers, maybe even raving fans? 

§ Fred: I’ve got a lot of them, actually. My customers are raving fans. We do high quality work and our 
customers refer their friends to us, and come back with other projects. My wife and daughters are 
fans—they think I can do anything. I’d have to say my team are fans. They’ve stayed with me even 
when they’ve been offered more money by my competitors. I haven’t always been able to match the 
offer, but they like being here.

§ Coach : Sounds like you have some wonderful Coaches. What about the people who are Challengers 
to you—those who disagree with you, or who push you to step up your game? Who do you count on 
to tell you the truth, even when it’s not pleasant?

§ Fred: Besides you? Well, I’ve told you about one of our fencing manufacturers—he wants us to try out 
electronic gates and I just haven’t wanted to invest the energy. And one of our customers has said he’s 
looking at other companies for his next project—she says we do solid work but we aren’t using some of 
the new materials that are available in different styles and colors. She’s looking for something a little 
more aesthetic. I’d hate to lose her. She’s been a good customer.

§ Coach: Sounds like she still is a good customer---she’s telling you what she wants and giving you the 
opportunity to fill the need. Let’s add those to this list too. Who are your other challengers?
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§ What:  a desire to discover, or learn; an interest in 
understanding and exploring

§ Why it matters: 
§ What we do is limited by what we can see and what we know. 
§ When we expand perspective, we have a greater range of 

possible actions.
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§ Our brains are hard wired to make new 
connections. 

§ When there’s a missing connection, there is a 
surge in energy and motivation to close the gap. 

§ In response to an open-ended question, the 
brain demonstrates much more activity than 
when we give advice or direction. 

§ Anticipation of finding an  answer (a focus on 
desired outcome) enhances our dopamine 
production (reward), and activity in the 
hippocampus (memory).

Our brains are designed for 
learning, for making new 
connections.

https://www.scientificamerican.com/article/curiosit
y-prepares-the-brain-for-better-learning/

This Photo by Unknown Author is licensed under CC BY-SA
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https://en.wikipedia.org/wiki/Smiley
https://creativecommons.org/licenses/by-sa/3.0/
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§ Coach: So what are you learning, Fred, during these challenging times? And what else do you need to 
learn?

§ Fred: : I guess I’m actually learning that I can’t stay the same. Can’t just keep using the same materials 
and approach. I need to step up my game. 

§ Coach : That’s great. What else?

§ Fred: Well, I’ve been surprised by my team. They’ve been way more adaptable than I expected. We 
work outside mostly, so that’s been good with the virus. But my team has figured out all kinds of ways 
to avoid being in the office together, or being in close proximity to our customers. They’ve even gotten 
good at Zoom meetings to answer questions. I hate Zoom myself, so that’s been impressive.

§ Coach: What do you need to learn?

§ Fred: I guess I do need to learn to be more innovative, to take some risks so I can keep my customer 
and my vendor. It feels less overwhelming/daunting when I recognize that learning takes time, and I 
even get excited when I think about how much I enjoy learning. 

§ Coach: Excellent. We’ll capture that too in our notes.

15

§ What: What you are moving 
towards, what you want to 
accomplish, to do, to think, to 
share, to feel, or to be?

§ Why it matters: 
§ If you don’t know where you are 

going, any path will do.
§ Aspirations create hope.
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§ Aspirations create hope.

§ Hope protects the brain from anxiety. It enhances our sense 
of agency (confidence and willingness to expend effort to 
achieve our goals) and our ability to notice pathways (finding 
ways to achieve them).

Our brains are always 
active, operating in 
alignment with our 
intentions.
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§ Coach : Wow. You’ve got me excited too about what you’ll learn and discover. I wonder if we could 
take a minute now to think again about your path, and where you are headed. If we were talking again 
a year or so from now, and you had accomplished all that you hoped for, what would you be telling me 
you’re most proud of?

§ Fred: I’d be proud we weathered the storm. I’d be telling you it wasn’t easy, but we did it. That we 
kept Jan as our customer, and even added new customers as the economy recovered. 

§ Coach: What else? 

§ Fred: Well, obviously I’d be happy that we didn’t sell the company. I know the buyer thinks he can get 
a bargain buying me out, but there’s no way he’d pay me what the company is worth. And he wouldn’t 
keep my team—he’d go for cheaper help. That would feel lousy to me all around.

§ Coach : You’ve done a lot of work in a short amount of time thinking this through. What’s next?
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An aspiration shared is more likely to be 
accomplished

§ One way to think about aspiration is  from a 
future vantage point: if the 3VQ Summit 
featured you as the keynote speaker one 
year from today, 
§ What has your thriving looked like?
§ What difference might you have made in 

the lives of others and this community? 
§ What was the vision that sustained you?
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VUCA world: Problem focused

§ Volatility

§ Uncertainty

§ Complexity

§ Ambiguity

Results in:

§ Stress

§ Reactivity
§ Withdrawal

§ Self focus

§ Resistance
§ Overreliance on what’s familiar

§ Overwhelm
§ Fear
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VUCA Tools: Outcome focused

§ Values

§ Us

§ Curiosity

§ Aspirations

Makes available

§ Clarity about what’s important 
§ Awareness I am not alone
§ Hope
§ Direction
§ A strong and solid foundation 
§ The ability to learn and move forward
§ Embracing not knowing as an 

opportunity for learning 
§ Tools for taking a deeper dive with our 

clients
§ Thriving

This Photo by Unknown Author is licensed under CC BY-
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A solid place to stand: 

Creating confidence and clarity from what 
you know

§ Values-Identify what is most important 
to you so you know where you stand, 
and what is non-negotiable.

§ Us-You know who your resources are, 
and that you are not alone. Connect 
with the supporters, developers, and 
challengers you can count on.

A way to move forward: 

Creating hope and learning as you go

§ Curiosity-Embrace learning and discovery.  
Ask questions to explore what you don’t 
know, what you wonder about. Capture 
what you are discovering. 

§ Aspirations-Articulate what you want, the 
outcomes you desire, where you are 
headed. Take the next step towards what 
you want to do and share, and who you 
choose to be.
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http://www.newclearvision.com/2011/02/02/notes-on-the-solidarity-economy/
https://creativecommons.org/licenses/by-nc/3.0/
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What are you taking away that’s valuable to you?

What’s next on your path to thriving?

Photo by Kenneth Harman
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Contact Ann at Ann@wecanbounce.com
Book available on Amazon.com and BN.com
Trauma mitigation coach training at 
https://www.lodestarpc.com/trauma-mitigation-master-class

30



12/8/21

16

31

Values Us

Curiosity Aspirations
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Stop Keep

Change Start
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