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Competency Group Competency-Group Description (From ACI) Competency Competency Description Minimum Level
Agile-Lean Practitioner The third cluster is the area most Agile Coach training focuses upon. In fact, it is often 

the only knowledge area and skill set even considered by Agile Coaches. As they begin 
their career as Agile Coach, this may make sense. As time goes on, however, it 
becomes limiting, even debilitating. First, Agile Knowledge is the ability to learn and 
deeply understand Agile and Lean frameworks and principles, not only the practices, but 
also at the level of the underlying principles and values. Second, Agile Application is the 
ability to use Agile and Lean practices on real teams, in real organizations, innovating 
practices in a way consistent with the underlying principles and values, and to apply 
their use in novel situations appropriately.

Flow Management The management of the movement and delivery of customer value 
through a process, creating value quickly, which is minimizing risk 
and avoiding (opportunity) cost of delay, and is also doing so in a 
predictable way; helping the team reflect and act, follow the policies 
it has created, create new ones when needed, discuss and act on 
exceptions (issues and opportunities), experiments to find creative 
solutions; makes use of the "Big 3" flow metrics (throughput, work-in-
progress, delivery time) and others to continually ensure fitness of 
purpose.

3: Apply

Methods and Tools The definition, tailoring, implementation, assessment, measurement, 
automation and improvement of methods and tools to support 
planning, development, testing, operation, management and 
maintenance of systems. Ensuring methods and tools are adopted 
and used effectively throughout the organisation.

2: Assist

Product Management The active management of products or services throughout their 
lifecycle (inception through to retirement) in order to address market 
opportunities and customer/user needs and generate the greatest 
possible value for the business. The adoption and adaptation of 
product development models based on the context of the work and 
selecting appropriately from predictive (plan-driven) approaches or 
adaptive (iterative/agile) approaches.

2: Assist

Project Management The management of projects, typically (but not exclusively) involving 
the development and implementation of business processes to meet 
identified business needs, acquiring and utilising the necessary 
resources and skills, within agreed parameters of cost, timescales, 
and quality. The adoption and adaptation of project management 
methodologies based on the context of the project and selecting 
appropriately from predictive (plan-driven) approaches or adaptive 
(iterative/agile) approaches.

2: Assist

Servant Leadership The seeking to involve others in decision making which enhances 
the growth of people while improving the caring and
quality of organizational life. Includes characteristics such as: 
listening, empathy, healing, awareness, persuasion, 
conceptualization, foresight, stewardship, commitment to the
growth of people, and building community.  The best test are 
questions of: (a) Do those served grow as persons? (b) Do the 
followers, while being served, become healthier, wiser, freer, more 
autonomous, and more likely themselves to become servants? 

4. Enable

Systems Thinking The ability to (a) see how organizational systems (e.g., 
internal/external conditions, processes, people) interact and 
influence each other, and (b) how these systems create and 
contribute to specific issues (e.g., high voluntary turnover) and 
strengths (e.g., strong customer focus).  The three characteristics of 
systems thinking include:
1. A consistent and strong commitment to learning
2. A willingness to challenge your own mental model – accepting 
your own role in problems and being open to different ways of 
seeing and doing
3. Always including multiple perspectives when looking at a 
phenomenon –“triangulating” the perspectives of customers, line-
staff, experts, etc.

3: Apply

Business Mastery Business Mastery is the ability to apply business strategy and management frameworks, 
product innovation techniques, six sigma or other business process management 
approaches, and other techniques that relate to innovating products, processes or 
operations in the business domain. Business Mastery is often paired with Teaching, 
Mentoring or Facilitating.

Business Risk Management The planning and implementation of organisation-wide processes 
and procedures for the management of risk to the success or 
integrity of the business, especially those arising from the use of 
information technology, reduction or non-availability of energy supply 
or inappropriate disposal of materials, hardware or data.

2: Assist

Consultancy The provision of advice and recommendations, based on expertise 
and experience, to address client needs. May deal with one 
specialist subject area, or can be wide ranging and address strategic 
business issues. May also include support for the implementation of 
any agreed solutions.

3: Apply

Contract Management The overall management and control of the operation of formal 
contracts for supply of products and services.

2: Assist
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Business Mastery Business Mastery is the ability to apply business strategy and management frameworks, 
product innovation techniques, six sigma or other business process management 
approaches, and other techniques that relate to innovating products, processes or 
operations in the business domain. Business Mastery is often paired with Teaching, 
Mentoring or Facilitating.

Performance Management The optimisation of performance of people, including determination 
of capabilities, integration into teams, allocation of tasks, direction, 
support, guidance, motivation, and management of performance.

2: Assist

Relationship Management The systematic identification, analysis, management, monitoring and 
improvement of stakeholder relationships in order to target and 
improve mutually beneficial outcomes. Gains commitment to action 
through consultation and consideration of impacts. Design the 
relationship management approach to be taken; including roles and 
responsibilities, governance, policies, processes, and tools, and 
support mechanisms. Creatively combines formal and informal 
communication channels in order to achieve the desired result.

3: Apply

Sales Support The provision of technical advice and assistance to the sales force, 
sales agents, reseller/distributor staff and existing or prospective 
customers, either in support of customer development or sales 
activity or in fulfilment of sales obligations.

1: Follow

Facilitating Coaching and facilitating are related areas of expertise. In both, the practitioner is 
responsible for holding the process on behalf of the client, rather than acting as an 
expert in the content. For instance, the Coach holds the ‘mirror of accountability’ for the 
individual, team, group or organization they coach. Similarly, the Facilitator conducts the 
process of the meeting or event without getting involved in the content. The ability to act 
as Facilitator for a team or group process requires hewing to their purpose and definition 
of success, rather than to one’s own.

Facilitation The process in which a person whose selection is acceptable to all 
members of the group, is substantively neutral, and has no 
substantive decision-making authority diagnoses and intervenes to 
help a group improve how it identifies and solves problems and 
makes decisions, to increase the group’s effectiveness.

4. Enable

Professional Coaching Coaching and facilitating are related areas of expertise. In both, the practitioner is 
responsible for holding the process on behalf of the client, rather than acting as an 
expert in the content. For instance, the Coach holds the ‘mirror of accountability’ for the 
individual, team, group or organization they coach. Specifically, acting as a Coach 
means allowing the client’s priorities and values to determine the direction, rather than 
the coach’s expertise or opinion. 

Active Listening Ability to focus completely on what the client is saying and is not 
saying, to understand the meaning of what is said in the context of 
the client’s desires, and to support client selfexpression.

3: Apply

Co-Active Coaching 3: Apply
Coaching Presence Ability to be fully conscious and create spontaneous relationship with 

the client, employing a style that is open, flexible and confident. 
3: Apply

Creating Awareness Ability to integrate and accurately evaluate multiple sources of 
information, and to make interpretations that help the client to gain 
awareness and thereby achieve agreed-upon results.

3: Apply

Designing Actions Ability to create with the client opportunities for ongoing learning, 
during coaching and in work/life situations.

3: Apply

Direct Communication Ability to communicate effectively during coaching session, and to 
use language that has the greatest positive impact on the client.

3: Apply

Dojo Coaching 3: Apply
Establishing the Coaching Agreement Ability to understand what is required in the specific coaching 

interaction and to come to agreement with the prospective and new 
client about the coaching process and relationship.

3: Apply

Establishing Trust and Intimacy with the 
Client

Ability to create a safe, supportive environment that produces 
ongoing mutual respect and trust.

3: Apply

Ethics and Standards 3: Apply
Human Systems Dynamics 3: Apply
Managing Progress and Accountability Ability to hold attention on what is important for the client, and to 

leave responsibility with the client to take action.
3: Apply

Organization and Relationship Systems 
Coaching (ORSC)

3: Apply

Planning and Goal Setting Ability to develop and maintain an effective coaching plan with the 
client.

3: Apply

Powerful Questioning Ability to ask questions that reveal the information needed for 
maximum benefit to the coaching relationship and the client.

3: Apply

Teaching and 
Mentoring

In Teaching and Mentoring—in contrast to Coaching and Facilitating—the practitioner 
specifically relies on her content expertise, seeking to impart some of it to the client. 
Teaching is the ability to offer the right knowledge, at the right time, taught in the right 
way, so that individuals, teams and organizations absorb and use the knowledge for 
their best benefit. It requires a focus on both why and how people learn. In a parallel 
manner, the ability to Mentor requires enabling others to learn, grow, and become better 
professionals, thereby advancing their career and their team’s results. A good mentor 
does this in a way that does not merely provide the answers, but builds capability in the 
mentee.

Learning Delivery The transfer of business and/or technical skills and knowledge and 
the promotion of professional attitudes in order to facilitate learning 
and development. Uses a range of techniques, resources and media 
(which might include eLearning, on-line virtual environments, self-
assessment, peer-assisted learning, simulation, and other current 
methods).

3: Apply
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Teaching and 
Mentoring

In Teaching and Mentoring—in contrast to Coaching and Facilitating—the practitioner 
specifically relies on her content expertise, seeking to impart some of it to the client. 
Teaching is the ability to offer the right knowledge, at the right time, taught in the right 
way, so that individuals, teams and organizations absorb and use the knowledge for 
their best benefit. It requires a focus on both why and how people learn. In a parallel 
manner, the ability to Mentor requires enabling others to learn, grow, and become better 
professionals, thereby advancing their career and their team’s results. A good mentor 
does this in a way that does not merely provide the answers, but builds capability in the 
mentee.

Mentoring Ability to enable others to learn, grow, and become better 
professionals, thereby advancing their careers and their teams' 
results. A good mentor does this in a way that does not merely 
provide the answers, but builds capability in the mentee.

3: Apply

Technical Mastery Technical Mastery is the ability to get your hands dirty architecting, designing, coding, 
test engineering, or performing some other technical practice, with a focus on promoting 
technical craftsmanship through example and teaching-by-doing. This Technical 
Mastery is typically ‘delivered’ through Mentoring or Teaching.

Extreme Programming The use of the agile software development framework that aims to 
produce higher quality software, and higher quality of life for the 
development team. Includes appropriate engineering practices for 
software development (such as incremental and iterative releases, 
Simple Design, Testing, Refactoring, Pair Programming, Collective 
Ownership, Continuous Integration, Sustainable Pace, On-site 
Customer, Coding Standard) and five values (communication, 
simplicity, feedback, courage, and respect).

2: Assist

Interaction Design The Human-Centered Design competency that defines the structure 
and behavior of interactive systems and strives to create meaningful 
relationships between people and the products and services that 
they use, from computers to mobile devices to appliances and 
beyond.

1: Follow

Research and Evaluation The Human-Centered Design competency that includes Persona 
Development, Card Sorting, Story Mapping, Journey Mapping, User 
Research (A/B testing, analytics, usability, surveys, Competitor 
Analysis, Task Analysis, Preference Testing, Focus Groups)

1: Follow

Visual Design The Human-Centered Design competency that supports the process 
of visual communication and problem-solving using one or more of 
typography, photography and illustration and includes practices such 
as Sketch/Low Fidelity Wireframing, Responsive Design 
Implementation, Iterative Design and UI Prototyping.

1: Follow

Transformation Mastery Transformational Mastery is the ability to facilitate, catalyze and (as appropriate) lead 
organizational change and transformation. This area draws on change management, 
organization culture, organization development, systems thinking, and other behavioral 
sciences. Transformational Mastery is frequently paired with Coaching and Facilitating, 
plus Teaching in some instances.

Organizational Change Management The process of planning and implementing change in organizations 
in such a way as to minimize employee resistance and cost to the 
organization while simultaneously maximizing the effectiveness of 
the change effort.

3: Apply

Organizational Design A human-centered approach to improving how people work together 
and how companies respond to change.

3: Apply


