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4 Effective coaching models - TGROW

“At the heart of this capability is the belief that you as a coach own
and control the process and that your coachee owns and controls
the content”

John Whitmore
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* How are you entering this session?
e Say something what you have experimented
with since the last session
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Example A

Coachee: The new office is a mess. |'ve got boxes
everywhere. | can hardly get from the front door
to the back office.

COACH: How important is it to get settled at the
new office?

Coachee: It's so exciting to see things take it take
off! But living with the clutter —it's driving me
nuts.

COACH: How can you deal with the clutter —and
still maintain your momentum with the new

business?

Coachee: | just don’t have time to deal with it
right now.

COACH: What do you have time for?

Coachee: I'd love to be able to devote a whole
week just to moving in, but that’s not practical.

COACH: So what can you do instead?

Coachee: | could do an hour each day or so when
| get in each day.

Example B
Coachee: The new office is a mess. |'ve got boxes
everywhere. | can hardly get from the front door to the back

office.

COACH: | hear you say a mess.

Coachee: | know. The business is booming. It's so exciting to
see it take off! But living with the clutter —it's driving me
nuts.

COACH: | get the sense that you're pretty agitated.

Coachee: It takes up so much room. It's really in the way.

COACH: Am | hearing that something has blocked you? |

think I hear it in your voice —it’s like a choking almost.

Coachee: | think there's more to this than boxes of stuff. |
actually think it’s about some unfinished business in closing
some deals .

COACH: What do you want to do about that?

Coachee: Like the boxes I've been trying to step around it,

or over it, and that doesn't seem to be working. | guessit’s
time to sit down and work it out — unpack what | need to do
to close more business.
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Coachee: The new office is a mess. |'ve got boxes
everywhere. | can hardly get from the front door to
the back office.

Example C

COACH: How important is it to get settled at your new
office? This is the most productive time you've had in

our business since you started your partnership?
Coachee: | know. The business is booming. It's so

exciting to see it take off! But living with the clutter —
it’s driving me nuts.

CACHANndthemessistermporary. Don'tlet it
distract you from the real issue — maintaining

Cliefit: But it is a distraction.

COACH: I've been in that situation myself before.
Trust me —it's not a big deal. You'll find a way to take
tare of it. In the meantime, let’s get back to your

s plan.

Coachee: Okay. Ifyou'res
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| am here I will | need
Share 3 models in total Your integrity to watch a subsequent
Create a safe place to play around Coach you, but in a strange way V'fjic.’ ar;]d try Ol:: GRfOW undeliflre
. . within the coaching framewor
with a most powerful capability Ask you to go away and practice |
when used cleanly after today — reflection journal To acknowledge perfect coaching

does not exist — we control the

Provide a bedrock coaching model
process and not the story

ECE Gl Is there anything else we need to agree in order for this to be a safe developmental space?
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According to the Harvard Business Review, it does not take
long for humans to categorise others

= seconds milliseconds minutes

An example of what is often refried to as confirmation and comparison bias?

@AREMA

THINKING,
FAST..SLOW
[ - W
DANIEL
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Two principle decision making routes — System 1 & 2 thinking

Thinking System 2 - accounts
for the remaining 10% of our
thinking

Thinking System 1 -
around 90% of our
cognition

System 1 'f;f \ 4— System 2
Unconscious Emotion (s Conscious Thinking

Slow
Controlled
Rule Followina

Very Fast
Involuntary

Ry Where effective
Associative

coaching lives!

Where bias

lives!

Research & Theory of Prof Daniel Kahneman




Internal coach 1is a
program manager with a
financial degree....

Coachee:

Engineering o o) T
lan, and time is mone

Manager plan, andt ’

 What are your plans for

the team?
* D have busi
GOAL, Deal pI?arYgu ave business
' St ti + Howd |
Wlth 1 tlme W(é\évk?O you plan your

Ieadlng * Do you think you could

met the team each week?
What is your budget?

Internal coach 2 is a learning
and development
manager....

(Confirmation bias) They
need to undertake training
and | have seen this before....

* What training have you
done on leadership?

* Have you done a 3607
* What are your strengths?

* Have you seen the podcast
on leadership skills?

 How might you improve
your competencies?

* Do you think you could
have a mentor?






Performance Coaching Model: TGROW S

TOPIC:

Initial understanding

GOAL:

Actions and Will ) <yt N » | Session and longer

OPTIONS: REALTY:

Possible solutions Current situation

COACHING for
PERFORMAICE

(Topic) To establish the broad area of discussion

(Goal) Developing a well formed outcome overall and for
the session — big Goal and small goal

(Reality) Understanding the reality of the current situation
(Options) Exploring options to move towards the goal

(Will) What will be done, when, where & will to do it.
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v Get sense of area to be discussed

v “What would be useful for you to talk about”
v Fuzzy is OK

v Get some ‘loose’ information and context
v Expand - "is there anything else”

v' Use to help link and form mini contract for the coaching
v Make conversational but informed (conscious)
Time
Confidentiality
Note taking
Permission to share what you are thinking and give feedback
“Is there anything you would like to agree™
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Performing better




Get clear on the outcome wanted — big Goal and small goal
Determine short-term goal for this conversation (fundamental — small goal )
v And the longer term goal beyond the conversation
v Fuzzy is still OK

Determine the outcomes that will happen to help coachee’s focus of
attention on the future not the past

Ensure sense of ownership and commitment

Not set in stone - may be refined or changed as conversation progresses —
You may well re-set several times

Performing better
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v Understand the individual's reality for them

v Check assumptions, help articulate in a few words

v Be aware of your own value judgements — be patient
v Ask expanding questions — “What else?

v You don’t have to understand it! !

v ttell me what you like me to know”
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As many ideas and options as possible
Think ‘outside the box’ - “If you did know, what would you do”
Approach the issue from several different perspectives

Add your ideas only after exhausting individual's ideas — seek
permission to take the banana but give it back!

v Silence - let the ripples build
v’ or ask what else they could do !

Performing better




The Decision Poinft

Check individual's responsibility & commitment level
Open questions to check thinking and learning

Avoid pressure, leading questions, unrealistic decisions
Ask what support they need not how you can support!

v Not what support do they need from you — there is difference!
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TOPIC — Area to explore/talk about @AREMA

o What would you like to talk about?

. Tell me some more about it?

o Is there anything else?

o Specifically then what is the topic for this conversation?

WHAT is to be done, when, and the will to do it.

What will you do?

When are you going to do it?

To what extent does this meet your goal?

What could arise to hinder you in taking these steps?

Who needs to know what your plans are?

What support do you need and from whom?

What is your level of commitment for taking these actions — out
of 10

What could you do to raise your commitment?

What is the learning from this conversation?

OPTIONS and alternative strategies or courses for action

What are the different ways you could approach this goal?
What else could you do?

What could you do if you had no obstacles?

Would you like any suggestions from me?

What are the advantages and disadvantages of each of these?
Which would give the best result?

Which of these appeals to you most or feels best for you?
Which would give you the most satisfaction?

GOAL - setting for the session as well as short or long term

What goal are you seeking by the end of this conversation?
How far and how detailed do you expect to get in this session?
What is your longer term goal

What is your time frame?

How will you know that you have achieved it?

REALITY - checking to explore current situation
What is the present situation in more detail?
What and how great is your concern about it?
Who is affected by this issue other than you?
Who knows about your desire to do something?
How much control do you have personally over
the outcome?

What actions have you taken so far?

What were the outcomes of these actions?
What stopped you from doing more?

What is the bottom line?




Conscious practice..... Exrevia e

Beginning Middle Ending
(Set the foundation - start with end in mind) (New thinking — enabling insight and learning) | (Small steps — outcome and evaluation)

Check in -Create coach position Outcome & action
Acknowledge (past) and share (future) * What comes out of this conversation?
* What is the one thing you can do that

Mini goal would make a difference?
What is the best use of our time? \\&7 W% e What are you committing to?
What do you want to have at the end of " o

the conversation? ........................ ﬁ':-ev_{ ........... , Evaluation

What do you want to gain? ﬁ ﬁ * What was positive?

e What have we learnt?

=y T T %

Managing the contract/recontract opm;- ST —— * What did you get — contract in mind?
How will we work together today? @ﬂ“

* Time/note taking Check out

e Confidentiality e Share with each other what you have
* Break clause appreciated in the conversation
* Permissions — feedback, reactions, * Thank
challenge and slow down
* What else?

— Active listening —
and presence



TASKING:

2-3 coaching sessions before the next session (29t July) and log with
your ‘free association” written reflection

Pperforming better

COACHEE [Codify)

AM_1

SESSION CONTEXT AND 1st Level REFLECTIONS (How did it go, what did you notice, what was achieved, what did | learn?)

Just write, no editing, no spell check (suggest around 100 words)

DURATION (hours)

0.5
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Assessment Criteria

(AC)

Sufficiency descriptors

(Typical standards that, if replicated across the whole
submission, would produce a referral or borderline pass)

Referral

context

Pass

Assessor feedback on AC

Typical coaching framework — Manage the process

AC 1.2

Explain the role and
responsibilities of an
effective coach

* Theroles and
responsibilities of the
coach have not
been explained or
are inaccurate or are
not specific to
coaching

* Only the role or only
the responsibilities of
an effective coach
have been explained

A sufficient,
appropriate and
correct explanation
has been provided for
both the roles and
responsibilities of an
effective coach

AC 1.3

Identify the skills,
knowledge and
behaviours
required of an
effective coach

« Skills, knowledge or
behaviours have not
been identified or are
incomplete incorrect
or inappropriate to
role of the coach

« All three areas have
not been identified

A sufficient,
appropriate and
correct identification
of skills and knowledge
and behaviours (all
three areas) are
appropriate to the role
of an effective coach

Pass / Referral
(delete as
applicable)

BIG GOAL - Direct communication
‘What do you want?/why is this

Check in -Create Coach presence
‘Acknowledge (past) and share (future)

impertant?/How will you know you get

Mini goal = Direct communication it?
What is the best use of our time?

What do you want to have at the end of
the conversation?

+ Stated in a positive way?
* Under their control

What do you want to gain? * SMART
* Inspiring
ing the C /i * Who else would benefit?

How will we work together today?
« Time/note taking

* Confidentiality

* Break clause

Use of Models and techniques
GROW/OSKAR/Other models,/Blend
HERONS interventions

* Permissions —feedback, reactions, Visualisation
challenge and slow down Experiments
+ Whatelse? Tasking

Outcome & action

+  What comes out of this conversation?

+ What Is the one thing you can do that
would make a difference?

+  What are you committing to?

Evaluation = Commitment to self
development

* What was positive?

* What have we learnt?

* What did you get — contract close

Check out

+  Share with each other what you have
appreciated in the conversation

* Thank

Core Coaching Capabilities, roles

and responsibilities
(Bazed an combin 2d ICF and EMCC compatancies)

Commitment to self
development
Qs

b records, reflections, feedback,

evalustion and supervision
O Actively improve the standard of coaching

Coaching

O Be fully conscious and build s
relationship style thatis

open, flexible and confident

P ide
resence -
o e O Use a range of interventions

Pperforming better




@ Home Page

ILM Level 3 Effective Coaching

Award (8585-11) Certificate (8585-21)

Sprint One Masterclasses:

Sprint Two Masterclasses:

1.2ILM Study Paper Coaching Research

1.2 Rationale for Coaching

1.2 HBR Article- You Can't be a Great Manager if You're Not a Good Coach

1.2 The Leader as Coach
1.2 HBR Article -Helping Others

1.2 1f you Want to Mativate Someone. Shut up Really

1.2 Leadership That Gets Results
1.2 Levels of Listening Leaders

1.2 The Neuroscience of Trust

1.31CF Care Competencies-2020

1.3 The Leader as Coach - Key Skills

1.3 EMCC Competence Framework 2021
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