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CLEAR Model

Category: Professional Learning, Coaching and Reflection

The CLEAR Model is a relational structure for coaching conversations developed by Peter Hawkins. Its
five phases—Contracting, Listening, Exploring, Action and Review—connect purposeful agreement
with attentive enquiry and practical change. The model is associated with systemic and transformational
coaching rather than a narrow sequence of problem-solving questions.

CLEAR is iterative: new understanding may require the contract or intended outcome to be revisited.
The coach attends to the coachee, their relationships and the wider system, while avoiding dependency
or assuming authority over decisions that belong to the coachee (Hawkins & Smith, 2006).

Five Phases

1. Contracting: Agree purpose, roles, boundaries, confidentiality and how the conversation will
work.

2. Listening: Attend deeply to language, emotion, patterns and what may remain difficult to express.

3. Exploring: Use questions, challenge and systemic perspectives to develop insight and possible
responses.

4. Action: Rehearse or undertake meaningful change, then specify commitments, resources and
indicators of progress.

5. Review: Evaluate the session, learning and action; revise the contract where necessary.

Examples in Practice

An academic and coach contract to examine repeated conflict in project meetings. Careful listening
reveals an unspoken role ambiguity; exploration maps stakeholder expectations. The academic rehearses
a clarifying conversation, commits to two actions and later reviews both outcomes and the coaching
process.

Why It Matters

CLEAR makes relationship and contracting visible rather than treating them as preliminaries. This is
valuable when change depends on trust, identity or context. An acronym cannot replace responsive
listening, safeguarding or evidence. The coach should adapt pace, recognise cultural and power
differences, and refer matters beyond the coaching agreement or their competence (Hawkins & Smith,

2013).
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