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Getting
Started

Coaching is a process of relationship
building and setting goals.

How well you coach relates directly to
how well you are able to foster a great
working relationship with your
employees.



= Define the GROW model

= |dentify benefits of building and

Wo rkShOp \Of_ fostering trust

ObjECtiVES ‘= = Give effective feedback

= |dentify the difference between
mentoring and coaching




e Blaine Lee



MODULE TWO

Defining Coaching and

Mentoring

Understanding the difference between coaching and
mentoring will help you be clear on your coaching
objective.

Often, these two concepts are misunderstood.
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What is Coaching?

A coach tutors or instructs a person to achieve a
specific goal or skill.
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What is
Mentoring?

Mentoring is the act of
guiding, counseling, and
supporting.




Introducing the
G.R.O.W. Model

Goal setting

Reality check

Options Developed

Wrap it up




= What is Coaching?

. = What is Mentoring?
lllustration 4
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Q_

" |ntroducing the G.R.O.W. Model




Module Two: Review Questions
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Module Two: Review Questions

2. Which of the following IS NOT one of the characteristics

of coaches?




Module Two: Review Questions

3. Which of the following statements IS NOT true?




Module Two: Review Questions

4. Which of the following IS NOT included in mentoring

scenarios matching your activity?




Module Two: Review Questions

5. In the GROW model, letter O refers to:




Module Two: Review Questions

6. The GROW model is a:
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Module Two: Review Questions

7. The G in the GROW model is what?




Module Two: Review Questions

8. Understanding the difference between coaching and

mentoring will help you be clear on your objective.




Module Two: Review Questions

9. As an example of coaching, a batting coach only focuses

on the mechanics of




Module Two: Review Questions

is more voluntary in nature and is less

formal than




you-don’t knov




MODULE THREE

Setting Goals

Without a goal, your chances of successfully coaching your
employee to better performance are low.




Goals in the Context of
GROW

\
‘ Coaching time is more efficient

\
‘ You are able to plan ahead
|

‘ The coaching session is direct
[

[

‘ Your message will come across clear
/




Identifying
Appropriate
Goal Areas

e What goals are you
working on right
now?

e Where are you in
relation to those
goals?




Setting SMART Goals

Having a clear format and goal development
process will enable you to create an effective
goal.




= Goals in the Context of GROW

. = |dentifying Appropriate Goal Areas
lllustration e

Practical N
Q_

= Setting SMART Goals




Module Three: Review Questions

1. The key step of the GROW model is:




Module Three: Review Questions

2. Which of the following IS NOT one of the benefits of

setting goals?




Module Three: Review Questions

3. Which of the following IS NOT among the common

guestions that help in setting goals?




Module Three: Review Questions

4. Which of the following statements IS NOT true?




Module Three: Review Questions

5. In SMART technique, letter S refers to:




Module Three: Review Questions

6. In SMART technique, letter T refers to:




Module Three: Review Questions

7. Without a , your chances of successfully coaching

your employee to better performance are low.




Module Three: Review Questions

8. Which of the following is a benefit to establishing goals

upfront?




Module Three: Review Questions

9. When coaching, it is a temptation for you to




Module Three: Review Questions

10. The A in SMART goals is:
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Philip K. Dick



MODULE FOUR

Understanding the Realities

Placing a marker at the starting point of your employee’s
coaching journey enables both you and your employee to
determine and measure progress.




Getting a Picture of
Where You Are

e What is happening now?
e How often is this happening?
e When does it happen?

e What is the affect?




Identifying
Obstacles

e |dentify the obstacle
e Root out the cause

e Antidote given




Exploring the Past

Goals that were met

Great behaviors

Great attitudes

Problems solved



= Getting a Picture of Where You Are

. = |dentifying Obstacles
lllustration 4

Practical N
Q_

= Exploring the Past




Module Four: Review Questions

1. Placing a marker at the starting point of your employee’s

coaching journey is useful because:




Module Four: Review Questions

2. Which of the following questions is not useful for getting

the picture of where you are?




Module Four: Review Questions

3. What is the acronym for three steps process for

identifying the obstacles?




Module Four: Review Questions

4. Letter A in the acronym of three steps process for

identifying the obstacles refers to:




Module Four: Review Questions

5. Why is exploring your employee’s past performance and

development important?




Module Four: Review Questions

6. Which of the following IS NOT among the primary things

you should know about your employee’s past?




Module Four: Review Questions

7. Placing a marker at the starting point of your employee’s

coaching journey helps progress.




Module Four: Review Questions

8. In order to gain acceptance of the problem, it is best to




Module Four: Review Questions

9. What is the result when employees realize the impact on

their own?




Module Four: Review Questions

10. Using helps to recap where your employee is at

today.




of what he thinks,
have the option of

Clarke Moustakas




MODULE FIVE

Developing Options

This is the pivotal step in the coaching process. If done
correctly, you will engage your employee and create a
desire for them to improve.




Ildentifying Paths

e Buy-in
e |nnovation

e Growth




Choosing
Your Final
Approach

Resources needed
Cost
Time

Return on investment




Structuring a Plan

You and your employee may have agreed that
focusing on asking open-ended questions during
a sales call is the method they choose to
achieve a particular goal.




= |dentifying Paths

. = Choosing Your Final Approach
lllustration e

Practical N
Q_

= Structuring a Plan




Module Five: Review Questions

1. Sharing the development of options will result in:




Module Five: Review Questions

2. In the acronym of the results of sharing the development

of options, letter G refers to:




Module Five: Review Questions

3. Which of the following IS NOT among the things you

should consider when choosing the final approach?




Module Five: Review Questions

4. Which of the following IS NOT something you should consider when

you are rating the relevancy of the options to the goal?




Module Five: Review Questions

5. The 3T asking technique DOES NOT refer to what are you

going to do:




Module Five: Review Questions

6. When it comes to the first question of the 3T technique,

you:




Module Five: Review Questions

7. The “O” in the GROW model is the step in the

coaching process.




Module Five: Review Questions

8. It is imperative to keep the employee




Module Five: Review Questions

9. Once you determine the relevancy, you are able to

multiply the feasibility rating with the rating.




Module Five: Review Questions

10. The more time you let pass from the time you coach them, to the time you

implement your first action step, the more could be lost.
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MODULE SIX

Wrapping It All Up

Finalize your employee’s plan in a way that motivates them
to take action immediately.




Creating the Final Plan

e |Learn
e Apply
e Measure

e Assess




Identifying
the First
Step

Allowing the employees
to learn something new is
essential to their overall
development.




Getting Motivated

e Be consistent
e Be respectful
e Be caring

e Be flexible

e Be acheerleader




= Creating the Final Plan

. = |dentifying the First Step
lllustration ‘e

Practical N
Q_

= Getting Motivated




Module Six: Review Questions

1. What is the acronym of a process designed to approach

the planning activity in a consistent and efficient manner?




Module Six: Review Questions

2. In the acronym of a process designed to approach the

planning activity, the two A’s refer to:




Module Six: Review Questions

3. What is the first step to any developing activity?




Module Six: Review Questions

4. Which of the following IS NOT one of the mentioned

benefits of learning?




Module Six: Review Questions

5. Which of the following statements is true?




Module Six: Review Questions

6. Which of the following IS NOT one of the five B’s for

keeping the employees motivated?




Module Six: Review Questions

7. The M in LAMA stands for:




Module Six: Review Questions

8. The goal in caring for your employees is to:




Module Six: Review Questions

9. The LAMA assessment date should correspond to the




Module Six: Review Questions

10. Offering your employee time away from the desk is

considered being:







MODULE SEVEN

The Importance of Trust

In your coaching session with your employees, you will
discover many times, things about your employee that are
personal and sensitive in nature.




What is Trust?

Coaching should be a time when you and your
employee can discuss things openly.




Trust and
Coaching

Your coaching session is
an opportunity to
demonstrate that
employees can trust you.




Building Trust

Maintain positive body language

Respect your employees

Be confident




= \What is Trust

lllustration 4

" Trust and Coaching

Practical N
Q_

= Building Trust




Module Seven: Review Questions

1. Building trust must be:




Module Seven: Review Questions

2. Trust is accomplished by:

| | |




Module Seven: Review Questions

3. The acronym of things you should avoid when coaching is:




Module Seven: Review Questions

4. In the acronym of things you should when coaching, letter

D stands for:




Module Seven: Review Questions

5. Which of the following statements IS NOT true?




Module Seven: Review Questions

6. Which of the following IS NOT one of the easy steps for

building trust?




Module Seven: Review Questions

7. Coaching should be a time when you and your employee




Module Seven: Review Questions

8. Trust is defined as:

| | |




Module Seven: Review Questions

9. Avoid using your coach session as a venue to deliver




Module Seven: Review Questions

10. Building trust takes
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Jack Welch



MODULE EIGHT

Providing Feedback

Although building trust is a personal investment you must
make, you are still required to provide both negative and
positive feedback.




The Feedback Sandwich is a method of
introducing feedback surrounded by praise.

’@ Sandwich
3

15
S -

\, The Feedback



Providing
Constructive
Criticism

Avoid addressing multiple
issues. This will only
cause confusion and
frustration.




Encouraging Growth
and Development

e Develop a peer mentorship process

e Use your internal training department

e Use your team meeting as a venue for team
learning




= The Feedback Sandwich

- |
Practical _\Q/_ = Providing Constructive Criticism

I"UStratiOn ‘s = Encouraging Growth and

Development




Module Eight: Review Questions

1. Which of the following statements is true?




Module Eight: Review Questions

2. A method of introducing feedback to your employee

surrounded by praise is called:




Module Eight: Review Questions

3. The method of introducing feedback starts with:




Module Eight: Review Questions

4. The feedback session should be closed in a:




Module Eight: Review Questions

5. Providing constructive criticism is a skill that requires you

to focus on:




Module Eight: Review Questions

6. Which of the following statements IS NOT true?




Module Eight: Review Questions

7. Understanding how to structure feedback




Module Eight: Review Questions

8. How should you begin the Feedback Sandwich?




Module Eight: Review Questions

9. When providing constructive criticism, focus on




Module Eight: Review Questions

10. As managers, we should foster an environment of
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MODULE NINE

Overcoming Roadblocks

It is common to encounter roadblocks during the coaching
process, but they should not spell an end to the coaching
process.




Common Obstacles

e Lack of confidence in coaching
e Fear of confrontation
e Fear of losing job

e lLack of confidence reaching the goal




Re-
evaluating
Goals

You want to check in to
see where the employee
is with respect to the goal
set.




Focusing on Progress

Tell your employee that you see progress and
that you believe that they are able to meet their
goals.




= Common Obstacles

lllustration 4

Practical L
Q_

= Re-evaluating Goals

= Focusing on Progress




Module Nine: Review Questions

1. Which of the following IS NOT listed as the common

obstacle we, as managers, create?




Module Nine: Review Questions

2. The basics of all needs are:

| | |




Module Nine: Review Questions

3. Which of the following IS NOT one of the steps you

should take when re-evaluating your goals?




Module Nine: Review Questions

4. If there is enough time for accomplishing the goal, you

should:




Module Nine: Review Questions

5. If you find yourself with an employee struggling with

reaching their goals, you should:




Module Nine: Review Questions

6. Which of the following IS NOT one of the benefits when

you focus on progress?




Module Nine: Review Questions

7. According to the information in this module,

two-way street.




Module Nine: Review Questions

8. Which of the following is considered an obstacle for an

employee?




Module Nine: Review Questions

9. If not enough time is left to accomplish the goal by the

goal date, then




Module Nine: Review Questions

10. The root of obstacles typically comes from a personal

deficiency in real life situations.
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MODULE TEN

Reaching the End

ldentifying the end of the coaching process is a step that
helps both you and your employee acknowledge you have
both reached a particular goal.




How to Know When
You’ve Achieved Success

If you fail to recognize success, you could hurt
your coaching program.




Transitioning
the Coachee

Making the transition
clear tells the employee
they achieved success
and are ready to take on
new challenges.




Wrapping it All Up

Employee’s profile
List of achievements
List of positive behaviors

List of areas for further development



= How to Know When You've
Achieved Success

Practical N
Q_

lllustration g

" Transitioning the Coachee

= Wrapping it All Up




Module Ten: Review Questions

1. Which of the following statements IS NOT true?




Module Ten: Review Questions

2. Which of the following IS NOT among the areas you

should review when taking inventory?




Module Ten: Review Questions

3. Which of the following IS NOT a good step for making a

transition?




Module Ten: Review Questions

4. The transitions need to be:




Module Ten: Review Questions

5. Which of the following statements IS NOT true?




Module Ten: Review Questions

6. Which of the following IS NOT something that Wrapping it

up outlines?




Module Ten: Review Questions

7. When reaching the end of the coaching process, who has

achieved the goal?




Module Ten: Review Questions

8. Determining if has been achieved is a crucial

element to the coaching process.




Module Ten: Review Questions

9. You want to ensure that you and your employee are




Module Ten: Review Questions

10. Failure to transition may frustrate the employee over

time.




4
Mentoring is a bra/vp/ck an ear to listen, and a push in the

right direction.

i
» Nohn Crosby
~




MODULE ELEVEN

How Mentoring Differs from

Coaching

Use the GROW model when you are mentoring your
employee and focus more on building relationships.




The Basic Differences

There are differences between coaching and
mentoring. Each typically has goals to

accomplish, but the methods are vastly
different.




Blending
the Two
Models

You may want to combine
the characteristics of
coaching with
mentorship.




Adapting the GROW
Model for Mentoring

Goal

Reality

Options

Wrap it up




Focusing on
the

Relationship

The coaching relationship
is hierarchal: you are
driving the process and
the employee must
respond.




Practical

lllustration

The Basic Differences
Blending the Two Models

Adapting the GROW model for
Mentoring

Focusing on the Relationship



Module Eleven: Review Questions

1. Which of the following IS NOT a characteristic of

coaching?




Module Eleven: Review Questions

2. Which of the following IS NOT a characteristic of

mentoring?




Module Eleven: Review Questions

3. Which of the following statements is true?




Module Eleven: Review Questions

4. Which of the following can be the result of combining

coaching and mentoring?




Module Eleven: Review Questions

5. What is the acronym of the model used as a guide for the

coach to structure their dialogue with their employee?




Module Eleven: Review Questions

6. What does the letter R in the acronym of the model used

as a guide for the coach presented in previous module?




Module Eleven: Review Questions

7. Basically, coaching and mentoring are very similar.




Module Eleven: Review Questions

8. The Coach is an expert on the coaching topic.




Module Eleven: Review Questions

is used as a guide to questioning the protégé

on which development path they want seek.




Module Eleven: Review Questions

10. There is no answer when determining which

characteristics you want to combine.




MODULE TWELVE

Wrapping Up

Although this workshop is coming to a close, we hope that
your journey to understanding Coaching and Mentoring is
just beginning.




Words From the Wise

If you're not making
mistakes, then you're not
doing anything. I'm positive

that a doer makes mistakes.

- John Wooden

I have found that being
honest is the best technique
| can use. Right up front, tell
people what you're trying to
accomplish, and what you're
willing to sacrifice to
accomplish it.

- Lee lacocca

| don't wait for moods. You
accomplish nothing if you do
that. Your mind must know
it has got to get down to
earth.

- Pearl Buck

| don't look to jump over 7-
foot bars. | look around for
1-foot bars that | can step
over.

- Warren Buffet
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