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The “Walk the Process” exercise is one that I like to do with my clients on one of their coaching 
calls, as there are some nuances to this exercise that I am able to capture.  However, if you are 
one of the Entrepreneurial LeapStart participants, or a private client who has already done the 
exercise with me and are doing this a second time or for a new niche, I would recommend that 
you ask someone to be your witness and to do this with you, ask you questions, reflect answers 
back to you, take notes for you and help you refine as you go.  Having a witness allows you to 
just be in the experience and gives you greater access to your right brain.  If you want to do this 
alone, I would recommend recording it.  It may not be as powerful as having a witness, but it 
can help you be more in the experience of the exercise and help you tap into your creativity.   
 
Once you are crystal clear on your Niche & Ideal Client and have done at least 10 COI interviews 
with this client as a focus, you should be ready to do this exercise.  It is a good litmus test to 
how clear you are.  If you are really clear, this process will be very fun and ease-ful.  If you 
aren’t very clear, your process will be vague or you will experience discomfort, resistance or 
confusion as you do this exercise.    
 
Here are the steps to “Walk the Process”: 
 

1) Physically have a large enough space where you can actually walk through the steps of 
your process.  Find a place in your home or office where you can easily do this. Make 
sure you have at least 15 feet in front of you that you can walk.   

2) As stated above, either have someone there to ask you the questions and take notes OR 
use an audio recorder and ask yourself the questions, then later go back, listen and 
transcribe what you heard. 

3) Before you begin, imagine your ideal client (when they start working with you), and 
imagine their challenges, pain points, desires, fears, etc, when they begin working with 
you.  Imagine holding their hand or locking arms as you go through this process and feel 
the transformation in them as you go.  Also, on the other side of the room, picture your 
Ideal Client who has already gone through your process.  What has changed in him/her?  
Who is s/he now?  (Note: if someone is doing this for you, have them prompt you to 
imagine your ideal client and have them do this for you so you can just experience it) 

4) Then get ready to walk the process.  Have your witness ask, or ask yourself “Take a big 
breath and a big step.  What is the first thing you do for your client in your process?”.  If 
you have a witness, have them read back what they capture and then ask “anything else 
in that first step?”. Have them keep asking this question until you feel the well has run 
dry for that step. Then have them do the same thing for the next step.  And keep going 
until it feels like you’ve reached the last step and it feels complete.   

5) If someone witnessed for you, have them give you the notes that they took.  If you were 
doing this on your own, listen to the recording and transcribe what you said.   
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6) Take these notes and refine, hone, play with until you feel like you’ve got it succinctly 
and effectively outlined.  You may want to put each step on index cards and move them 
around.  You may want to draw a visual or a MindMap, especially if your process isn’t 
completely linear. 

7)  Make sure, if you didn’t do so in the exercise, to include a “Completion” step in your 
process for when you complete with a client.  This should be built into the process for 
every coaching engagement. 

8) Once you have refined it, share it with your coach, peer coaches (if you have any), and 
the COI interviewees through your Summary of Findings document to get their feedback 
and make sure that it feels resonant. 

9) Once you’ve gotten feedback and refined it further, outline the tools, exercises, etc. that 
you want to provide to your clients for each step.   

 


