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The Foundations of Communication form the first part in a series of 
modules covering different aspects of effective communication.

The aim of this module is to provide you with knowledge and an 
understanding of communication foundations, how they shape 
communication and to recognise them in yourself and others.

This is part 1 of a 2 part module that will guide you through the two 
essential elements that form those robust foundations.

Part 1: What Is Important To Us (Values, Beliefs, Needs & Wants)
Part 2: The Power of Emotion

Communication foundations are seldom taught and if we consider 
how our communication evolves from childhood to adulthood 
it shouldn’t be a surprise to learn that we often unintentionally 
miscommunicate because the foundations are not fully realised.
Once the foundations are understood, every other element of 
communication makes sense. Each element connects and sits firmly 
on the foundations so it is important that Parts 1 and 2 of this module 
are completed before any other communication module. 

Communication 
Foundations

PART 1: 
What is important to us (Values, Beliefs, Needs & Wants)
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Communication 
Foundations

Understand that our Values, Beliefs, Needs & 
Wants offer an insight into what is important to us

Understand how Values, Beliefs, Needs & Wants 
influence our communication

Become appropriately curious to reveal others 
Values, Beliefs, Needs & Wants and appreciate how 
powerful that knowledge can be
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COMMUNICATION FOUNDATIONS PART 1
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This workbook will help you get the most out of the course.  You will see the book 
mirrors the courses lesson format.  For each lesson there are a number of aims 
that represent the key learning points for that section of the course.  We have 
provided space to write your notes as you go through and there is spare note space 
at the end of the workbook in case you need more than we have provided for any 
of the lessons.

The space for action points is where the magic happens.  We all know that learning 
is only useful if we do something with the knowledge so for each lesson make a 
note of what you are going to do as a result of what you have learnt.  Make the 
action as specific as possible and set yourself a manageable timeframe.  If you 
have some kind of to do list or schedule of action points make sure you transfer 
these actions to that and get them done.

Each lesson has 2-3 quiz questions that need to be completed on the members 
site in order to proceed.  We have provided space for you to make a note of your 
answers to these questions as you go through the content so you are prepared for 
the questions. Not only will this workbook help you as you complete the course 
but, if used effectively, it will also provide you with a source of key information you 
can refer back to.

Good Luck! 

How to use  
this workbook
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LIFT THE BAR EDUCATION

THE JOURNEY: A GUIDE TO NUTRITIONAL COACHING05

AIMS:

Key Learning Points

ORIENTATE THE MAP  

Client consultation and baselines  

 ― Learn how to prepare for a client
 ― Decide what information you need to know to work with a client
 ― Consider how best to gather the information

LESSON: 

01
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Action Points

Quiz Questions

1. Name two areas of information we might want to explore from a client’s past (where have they been) 

2. What baseline information should we look to Gather? 

Aims
This section will highlight 
the main learning focus for 
the lesson

Key Learning Points
Use this area to make 
notes as you go through 
the lesson

Action Points
Summarise your learning from 
the lesson. What actions are you 
going to take as a result of what 
you’ve learnt?  When are you 
going to complete it?

Quiz Questions
Write your answers to the 
questions here in preparation for 
completing the online quiz.
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AIMS:

Key Learning Points

 ― Appreciate that we make sense of the world from our own ‘bubble’ 
 ― Appreciate that we make assumptions based on our Values, Beliefs, Needs & Wants 
(VBNW).

 ― Understand that acting on an assumption without exploring the why’s behind that 
mind-set is a communication shortcut and can lead to miscommunication.

LESSON: 

01

Understand that our Values, Beliefs, 
Needs & Wants offer an insight into what is 
important to us 
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Action PointsTask 1

Think of a time when you acted on an assumption and consider whether or not it resulted in 
miscommunication. Alternatively consider a time when someone made an assumption about you which lead to 
miscommunication. (Example – your client stops training with you and you assume you are a flawed trainer). 
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Action Points

Quiz Questions

1. Identify the 2 elements that form the foundation of communication

2. What creates a communication shortcut?

3. Do we need to take communication shortcuts?  If so why?
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AIMS:

Key Learning Points

 
 

Understand how Values, Beliefs, Needs 
& Wants influence our communication

 ― Understand that VBNWs influence aspects of our communication.  
 ― Identify how VBNWs influence our human connection to others. 

LESSON: 

02
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Task 2

Shared VBNW are powerful connectors.  One of the easiest ways to appreciate this is to consider what 
connects you to your best friend.  Most best friends like each other and liking grows as a result of shared 
VBNW and genuine appreciation.

Lets explore this in detail

1.  Write down a list of what you consider to be your best friends VBNW.  If you can’t immediately identify what 
you have in common try exploring a few layers to uncover the true connections.  It may feel a bit unusual as 
it is unlikely that you have analysed a friendship this way before but give it some time and you will soon find 
common ground.

Example - your friend likes dogs while you don’t particularly like family pets.  It would be easy to dismiss this 
as something you don’t connect on, however, ask the ‘why’ behind their reason for having a dog and you may 
discover that they value the loyalty and companionship a dog brings to a family.  You have immediately uncovered 
a layer simply by considering ‘why’.  If you value loyalty and companionship you have uncovered an important 
connection.

2.   Write down a list of what you believe are your VBNWs.  If you find this difficult simply consider the way your 
best friend would describe you to someone who had never met you.

3.  Look at both lists and identify what you have in common.  

The next time you hear someone speaking about another persons qualities be aware that they are giving you a 
very clear insight into what their values are.  You only admire qualities that you hold dear so it is a quick way of 
identifying common connections.

4.   Write down the qualities you feel your best friend has and you should see that they match some of the 
connecting VBNW

We have explored what connects us to others but understanding what creates conflict is also important.  

You may need to cast your mind back to your school day memories for this but if you have had a recent fall out 
then it is worth considering it with VBNW in mind.

5.  Consider someone who was a friend or valued colleague that you fell out with. Try to think of what the issue 
was and what that issue represented.

Example: you may have discovered that your friend had copied a piece of your work and was sharing it as their 
own.  In this example, that action may very well represent a compromise in loyalty, a sense of betrayal, lack of 
respect, lack of honesty and a whole number of powerful values.

Disagreements and conflict tend to centre around a compromise of VBNW.



LIFT THE BAR EDUCATION

COMMUNICATION FOUNDATIONS PART 111

Your Best Friends VBNW Your VBNW Shared VBNW

Your Best Friend’s Qualities
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Action Points

Quiz Questions

1. What elements of communication are influenced by our values, beliefs, needs and wants?

3. What values are largely shared amongst close friends?

4. Is connection with others easier through our differences or similarities?

2. What are essential foundations of communication?
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AIMS:

Key Learning Points

 
 

Become appropriately curious to reveal others 
Values, Beliefs, Needs & Wants and appreciate 
how powerful that knowledge can be

 ― Learn how to identify VBNWs

LESSON: 

03
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Task 3

Identifying VBNWs in someone is essential for truly effective communication to take place.  As well as 
creating a platform for other communication skills to flourish, knowledge of what is important to someone 
allows you to be more influential and persuasive at a later stage.  You cannot change someone’s behaviour or 
mind-set trying to persuade them with what is important to you, they will only be influenced through what is 
important to them. 

Example: trying to persuade someone to quit smoking because it promotes health and wellbeing is unlikely 
to work if being healthy isn’t important to them.  A comment from them along the lines of ‘You have to 
die of something, I may as well enjoy the process” offers a starting point for a conversation but trying to 
persuade them based on what is important to you is unhelpful and simply will not work. It doesn’t matter how 
passionately you deliver your reasons or the evidence you offer, you will not change their mind-set until what’s 
important to them is part of the persuasion.  

The first step towards effective communication or persuasion is to identify VBNW in others and this task 
gives you the opportunity to do so.   Follow through the film and pause it to give yourself time to properly 
consider what you are hearing and how you would react.

Identifying someone’s VBNW requires an open and appropriately curious mind, skilled listening and time.  
 
1. Listen To Sally (55 seconds)
“I want to lose weight, 20kg is what I have in mind”

What would you say to her in reply?

2. Listen to Beth and Dorothy (1 mins 10 seconds)
“I want to lose weight, 20kg is what I have in mind”

What would you say to them in reply?

Everyone is unique and even though the same words are spoken and each lady has a similar pace, pitch and 
tone, the ‘why’ or motivation behind their want has to be explored otherwise you will take a communication 
shortcut by assuming certain things about them.

Their comments have given you the first layer of their VBNW and already you can identify a ‘want’ and 
something that is important to them.

3. On this occasion let’s ask each of the ladies an open question about what they have just said.  Listen 
for their answers and try to identify some more VBNW in their replies. (3 mins 05 seconds – 4 minutes 15 
seconds)
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4. By asking an open question you have allowed the ladies to explain their reasons for losing weight.  They are all 
motivated differently and it is important to capture the key points they share.

A Cathy Note: While I have noted certain VBNW you may have others.  Please don’t worry if the lists don’t match exactly.

Layer 1 Layer 2 Layer 3 Layer 4

Sally VBNW Wants to Lose 20kg

Beth VBNW Wants to Lose 20kg

DorothyVBNW Wants to Lose 20kg

“You seem pretty determined on losing 20kg in weight. 
Can you tell me a bit about that please”

Listen carefully and note the clues that Sally, Beth and Dorothy give about their VBNW

Sally Beth Dorothy
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While some VBNW are obvious others are inferred so it will be necessary to check our understanding and we 
can do that in the next question.  Time to be appropriately curious about something they have shared. (layer 3) 

5. Concentrating on the highlighted topic let’s ask Sally, Beth and Dorothy a further question relevant to what
they have shared in layer 2.  Listen for their answers and try to identify some more VBNW in their reply (5
minutes 7 seconds – 6 minutes 46 seconds)

Layer 1 Layer 2 Layer 3 Layer 4

Sally VBNW Wants to Lose 20kg Believes she looks bad
Wants to look better
Wants to look as she did at 20
Wants to be a young slim mum
Needs to be fitter

Beth VBNW Wants to Lose 20kg Wants to feel fitter
Wants (maybe needs) her kids 
to stop laughing
Want a quick fix (note all the 
references to time she makes) 
(now x2, quickly, too late, 
Christmas deadline)
Believes time is running out

DorothyVBNW Wants to Lose 20kg Needs to lose weight
Believes she is rubbish at diets
Believes exercise over food is a 
viable option
Wants an easier approach
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Layer 1 Layer 2 Layer 3 Layer 4

Sally VBNW Wants to Lose 20kg Believes she looks bad
Wants to look better
Wants to look as she did at 20
Wants to be a young slim mum
Needs to be fitter

Beth VBNW Wants to Lose 20kg Wants to feel fitter
Wants (maybe needs) her kids 
to stop laughing
Want a quick fix (note all the 
references to time she makes) 
(now x2, quickly, too late, 
Christmas deadline)
Believes time is running out

DorothyVBNW Wants to Lose 20kg Needs to lose weight
Believes she is rubbish at diets
Believes exercise over food is a 
viable option
Wants an easier approach

A Cathy Note - On this occasion I picked up the following VBNW and feel that they have conveyed certain 
qualities.  Remember that identifying a quality in someone shows a shared value so please don’t worry if your list 
differs slightly. 

Listen carefully and note the clues that Sally, Beth and Dorothy give about their VBNW

Sally
“You mentioned that you want to 
look the way you did when you 

were 20.  What des a 20 year old 
Sally actually look like?” 

Beth
“ You speak a lot about time 

Beth, I get the feeling there’s a bit 
urgency in a lot of what you say.”

Dorothy
“You mentioned that you feel that 
exercise would a better and easier 
alternative to diet.  Can you tell me 

a bit about that please.”
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Layer 1 Layer 2 Layer 3 Layer 4

Sally VBNW Wants to Lose 20kg Believes she looks bad
Wants to look better
Wants to look as she did at 20
Wants to be a young slim mum
Needs to be fitter

Believes aging isn’t a barrier to 
fitness or looks but is realistic
Believes she is sluggish, fat and 
unattractive but also believes 
that’s not the real her
Values hard work and effort
Needs to feel like “herself” again
Believes the time is right for 
change

Hard working
Focused
Realistic
Positive

Beth VBNW Wants to Lose 20kg Wants to feel fitter
Wants (maybe needs) her kids 
to stop laughing
Want a quick fix (note all the 
references to time she makes) 
(now x2, quickly, too late, 
Christmas deadline)
Believes time is running out

Values her family
Wants her kids to be proud
Believes her kids see her as 
a joke
Believes its necessary to 
sacrifice her own time for her 
family

Makes time for others
Caring
Selfless
Family orientated

DorothyVBNW Wants to Lose 20kg Needs to lose weight
Believes she is rubbish at diets
Believes exercise over food is a 
viable option
Wants an easier approach

Believes diets means eating 
food she doesn’t like
Believes diets are’t for her
Believes she doesn’t have 
willpower
Believes losing weight is 
possible
Values her sporty days

Listens to her doctor
Pushes herself even though she 
doesn’t want to
Has hope 
Looks for solutions

It is tempting to ask question after question to gain information and while using open questions is beneficial, 
using them repeatedly can create an interrogative feeling.  Once a few questions have been answered there are 
benefits in summarising what you have heard.  A summary allows

a. You to demonstrate that you are truly listening to your client
b. The client to know they matter and that you have their best interests at heart
c. The client to correct any aspect that they feel is inaccurate
d. A connection to develop between you and the client.
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Action Points

“Thanks Sally, I have listened to what you have said 
and you strike me as a very focused lady an that is a 
fabulous quality when you are looking to lose weight.
You also seem realistic in that ageing brings the odd 

grey hair but you are so right it doesn’t defy your 
fitness or your health and there is no need to put up 
with feeling the way you do. You have said yourself 

that you are ready to work hard. From my perspective 
I can’t wait to work with you Sally and help you say 

goodbye to that sluggish feeling you mentioned”

Here is a positive summary of what Sally has shared.  You will see it contains a combination of the words she 
uses, some of the VBNW she has shared and a genuine compliment and should leave her feeling positive and 
understood. (8 minutes 3 seconds)

6. To complete this task, create a positive summary to deliver to Beth and Dorothy.  There is no right and wrong 
answer when you are creating a summary.  Different trainers will concentrate on different elements.  The 
important part is that it focuses on them and what they have shared with you.  Be as creative as you wish but 
remember that you need to be genuine in your delivery so add your own style and language onto the mix.
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Action Points

Quiz Questions

1. What allows you to identify values, beliefs, needs and wants in others?

2. What creates liking?

3. Are people’s values, beliefs, needs and wants always obvious?



LIFT THE BAR EDUCATION

COMMUNICATION FOUNDATIONS PART 121

Notes
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Notes
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Key Learning / Action Date for Completion

Action Plan

Congratulations on completing the course. The key with any education is how you 
intend to use what you’ve learnt.  Take the time to consider the knowledge you 
have gained during this course and how you are going to implement it or change 
what you currently do.  Use the space below to summarise or to plan and set goals 
for the implementation or follow up phase.

Complete the last task to earn the badge  
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