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Our	
  Agenda	
  
  Explora�on	
  of	
  Coaching	
  and	
  Coaching	
  Skills/Tools	
  
  Coaching	
  Demonstra�ons	
  
  Power	
  of	
  Ques�ons	
  
  Break!	
  
  Coaching	
  Prac�ce	
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What	
  is	
  Coaching?	
  
  partnering	
  with	
  clients	
  in	
  a	
  thought-­‐provoking	
  and	
  crea�ve	
  
process	
  that	
  inspires	
  them	
  to	
  maximize	
  their	
  personal	
  and	
  
professional	
  poten�al	
  

Source:	
  Interna�onal	
  Coach	
  Federa�on	
  
	
  
	
  

  a	
  professional	
  rela�onship	
  that	
  helps	
  people	
  produce	
  
extraordinary	
  results	
  in	
  their	
  lives,	
  careers,	
  businesses	
  or	
  
organiza�ons,	
  helping	
  them	
  to	
  bridge	
  the	
  gap	
  between	
  where	
  
they	
  are	
  now	
  and	
  where	
  they	
  want	
  to	
  be	
  	
  
	
   	
   	
  Source:	
  Ins�tute	
  for	
  Life	
  Coach	
  Training	
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What	
  is	
  Coaching?	
  
  an	
  ongoing	
  approach	
  to	
  managing	
  people:	
  
–  creates	
  a	
  genuinely	
  mo�va�ng	
  climate	
  for	
  performance	
  
–  improves	
  the	
  match	
  between	
  an	
  employee's	
  actual	
  and	
  expected	
  
performance	
  

–  increases	
  the	
  probability	
  of	
  an	
  employee's	
  success	
  by	
  providing	
  �mely	
  
feedback,	
  recogni�on,	
  clarity	
  and	
  support	
  

	
  
	
  Source:	
  MIT’s	
  Human	
  Resources	
  Web	
  Site	
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Dis�nc�ons	
  
  How	
  does	
  coaching	
  differ	
  from:	
  
	
  

v Mentoring	
  -­‐	
  an	
  expert	
  who	
  provides	
  wisdom	
  and	
  guidance	
  based	
  on	
  his	
  
or	
  her	
  own	
  experience.	
  Mentoring	
  may	
  include	
  advising,	
  counseling	
  
and	
  coaching.	
  

v Consul�ng	
  –	
  a	
  subject	
  ma�er	
  expert	
  who	
  can	
  diagnose	
  problems	
  and	
  
prescribe	
  and,	
  some�mes,	
  implement	
  solu�ons.	
  

v Therapy	
  -­‐	
  deals	
  with	
  healing	
  pain,	
  dysfunc�on	
  and	
  conflict	
  within	
  an	
  
individual	
  or	
  in	
  rela�onships.	
  The	
  focus	
  is	
  o�en	
  on	
  resolving	
  difficul�es	
  
arising	
  from	
  the	
  past	
  that	
  hamper	
  an	
  individual's	
  emo�onal	
  func�oning	
  
in	
  the	
  present.	
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Core	
  Competencies	
  	
  
I.  Se�ng	
  the	
  Founda�on	
  	
  	
  

–  Mee�ng	
  Ethical	
  Guidelines	
  and	
  Professional	
  Standards	
  
–  Establishing	
  the	
  Coaching	
  Agreement	
  

II.  Co-­‐crea�ng	
  the	
  Rela�onship	
  
–  Establishing	
  Trust	
  and	
  In�macy	
  with	
  the	
  Client	
  
–  Coaching	
  Presence	
  

III.  Communica�ng	
  Effec�vely	
  	
  
–  Ac�ve	
  Listening	
  	
  
–  Powerful	
  Ques�oning	
  
–  Direct	
  Communica�on	
  	
  

IV.  Facilita�ng	
  Learning	
  and	
  Results	
  	
  	
  
–  Crea�ng	
  Awareness	
  	
  
–  Designing	
  Ac�ons	
  	
  
–  Planning	
  and	
  Goal	
  Se�ng	
  
–  Managing	
  Progress	
  and	
  Accountability	
  
	
   	
   	
   	
   	
   	
   	
   	
   	
   	
  Source:	
  Interna�onal	
  Coach	
  Federa�on	
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Our	
  Four	
  Competencies	
  	
  
  Communica�ng	
  Effec�vely	
  	
  

v Ac�ve	
  Listening	
  	
  
v Powerful	
  Ques�oning	
  	
  

  Facilita�ng	
  Learning	
  &	
  Results	
  
v Crea�ng	
  Awareness	
  	
  
v Designing	
  Ac�ons	
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Ac�ve	
  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	
  self-­‐
expression.	
  
–  A�ends	
  to	
  the	
  client	
  and	
  the	
  client’s	
  agenda	
  and	
  not	
  to	
  the	
  coach’s	
  
agenda	
  for	
  the	
  client.	
  

–  Hears	
  the	
  client's	
  concerns,	
  goals,	
  values	
  and	
  beliefs	
  about	
  what	
  is	
  and	
  
is	
  not	
  possible.	
  	
  

–  Dis�nguishes	
  between	
  the	
  words,	
  the	
  tone	
  of	
  voice,	
  and	
  the	
  body	
  
language.	
  	
  

–  Summarizes,	
  paraphrases,	
  reiterates,	
  and	
  mirrors	
  back	
  what	
  client	
  has	
  
said	
  to	
  ensure	
  clarity	
  and	
  understanding.	
  	
  

–  Encourages,	
  accepts,	
  explores	
  and	
  reinforces	
  the	
  client's	
  expression	
  of	
  
feelings,	
  percep�ons,	
  concerns,	
  beliefs,	
  sugges�ons,	
  etc.	
  	
  

Source:	
  Interna�onal	
  Coach	
  Federa�on	
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Ac�ve	
  Listening	
  (cont’’d)	
  
  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	
  self-­‐
expression.	
  
–  Integrates	
  and	
  builds	
  on	
  client's	
  ideas	
  and	
  sugges�ons.	
  	
  
–  “Bo�om-­‐lines”	
  or	
  understands	
  the	
  essence	
  of	
  the	
  client's	
  
communica�on	
  and	
  helps	
  the	
  client	
  get	
  there	
  rather	
  than	
  engaging	
  in	
  
long,	
  descrip�ve	
  stories.	
  	
  

–  Allows	
  the	
  client	
  to	
  vent	
  or	
  "clear"	
  the	
  situa�on	
  without	
  judgment	
  or	
  
a�achment	
  in	
  order	
  to	
  move	
  on	
  to	
  next	
  steps	
  

Source:	
  Interna�onal	
  Coach	
  Federa�on	
  

	
  

	
  ©	
  2015	
  KM	
  Advisors,	
  LLC	
  All	
  Rights	
  Reserved.	
  

9	
  

Powerful	
  Ques�oning	
  
  Ability	
  to	
  ask	
  ques�ons	
  that	
  reveal	
  the	
  informa�on	
  needed	
  for	
  
maximum	
  benefit	
  to	
  the	
  coaching	
  rela�onship	
  and	
  the	
  client.	
  
–  Asks	
  ques�ons	
  that	
  reflect	
  ac�ve	
  listening	
  and	
  an	
  understanding	
  of	
  the	
  
client's	
  perspec�ve.	
  

–  Asks	
  ques�ons	
  that	
  evoke	
  discovery,	
  insight,	
  commitment	
  or	
  ac�on	
  
(e.g.,	
  those	
  that	
  challenge	
  the	
  client's	
  assump�ons).	
  	
  

–  Asks	
  open-­‐ended	
  ques�ons	
  that	
  create	
  greater	
  clarity,	
  possibility	
  or	
  
new	
  learning.	
  	
  

–  Asks	
  ques�ons	
  that	
  move	
  the	
  client	
  toward	
  what	
  they	
  desire,	
  not	
  
ques�ons	
  that	
  ask	
  for	
  the	
  client	
  to	
  jus�fy	
  or	
  look	
  backward.	
  	
  

Source:	
  Interna�onal	
  Coach	
  Federa�on	
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Crea�ng	
  Awareness	
  
  Ability	
  to	
  integrate	
  and	
  accurately	
  evaluate	
  mul�ple	
  sources	
  of	
  
informa�on	
  and	
  to	
  make	
  interpreta�ons	
  that	
  help	
  the	
  client	
  to	
  
gain	
  awareness	
  and	
  thereby	
  achieve	
  agreed-­‐upon	
  results.	
  
–  Goes	
  beyond	
  what	
  is	
  said	
  in	
  assessing	
  client's	
  concerns,	
  not	
  ge�ng	
  
hooked	
  by	
  the	
  client's	
  descrip�on.	
  

–  Invokes	
  inquiry	
  for	
  greater	
  understanding,	
  awareness,	
  and	
  clarity.	
  	
  
–  Iden�fies	
  for	
  the	
  client	
  his/her	
  underlying	
  concerns;	
  typical	
  and	
  fixed	
  
ways	
  of	
  perceiving	
  himself/herself	
  and	
  the	
  world;	
  differences	
  between	
  
the	
  facts	
  and	
  the	
  interpreta�on;	
  and	
  dispari�es	
  between	
  thoughts,	
  
feelings,	
  and	
  ac�on.	
  	
  

–  Helps	
  clients	
  to	
  discover	
  for	
  themselves	
  the	
  new	
  thoughts,	
  beliefs,	
  
percep�ons,	
  emo�ons,	
  moods,	
  etc.	
  that	
  strengthen	
  their	
  ability	
  to	
  take	
  
ac�on	
  and	
  achieve	
  what	
  is	
  important	
  to	
  them.	
  	
  

Source:	
  Interna�onal	
  Coach	
  Federa�on	
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Crea�ng	
  Awareness	
  (cont’’d)	
  
  Ability	
  to	
  integrate	
  and	
  accurately	
  evaluate	
  mul�ple	
  sources	
  of	
  
informa�on	
  and	
  to	
  make	
  interpreta�ons	
  that	
  help	
  the	
  client	
  to	
  
gain	
  awareness	
  and	
  thereby	
  achieve	
  agreed-­‐upon	
  results.	
  
–  Communicates	
  broader	
  perspec�ves	
  to	
  clients	
  and	
  inspires	
  
commitment	
  to	
  shi�	
  their	
  viewpoints	
  and	
  find	
  new	
  possibili�es	
  for	
  
ac�on.	
  	
  

–  Helps	
  clients	
  to	
  see	
  the	
  different,	
  interrelated	
  factors	
  that	
  affect	
  them	
  
and	
  their	
  behaviors	
  (e.g.,	
  thoughts,	
  emo�ons,	
  body,	
  and	
  background).	
  	
  

–  Expresses	
  insights	
  to	
  clients	
  in	
  ways	
  that	
  are	
  useful	
  and	
  meaningful	
  for	
  
the	
  client.	
  

–  Iden�fies	
  major	
  strengths	
  vs.	
  major	
  areas	
  for	
  learning	
  and	
  growth,	
  and	
  
what	
  is	
  most	
  important	
  to	
  address	
  during	
  coaching.	
  	
  

–  Asks	
  the	
  client	
  to	
  dis�nguish	
  between	
  trivial	
  and	
  significant	
  issues,	
  
situa�onal	
  vs.	
  recurring	
  behaviors,	
  when	
  detec�ng	
  a	
  separa�on	
  
between	
  what	
  is	
  being	
  stated	
  and	
  what	
  is	
  being	
  done.	
  

	
   	
   	
  Source:	
  Interna�onal	
  Coach	
  Federa�on	
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Designing	
  Ac�ons	
  
  Ability	
  to	
  create	
  with	
  the	
  client	
  opportuni�es	
  for	
  ongoing	
  
learning,	
  during	
  coaching	
  and	
  in	
  work/life	
  situa�ons,	
  and	
  for	
  
taking	
  new	
  ac�ons	
  that	
  will	
  most	
  effec�vely	
  lead	
  to	
  agreed-­‐
upon	
  coaching	
  results.	
  
–  Brainstorms	
  and	
  assists	
  the	
  client	
  to	
  define	
  ac�ons	
  that	
  will	
  enable	
  the	
  
client	
  to	
  demonstrate,	
  prac�ce,	
  and	
  deepen	
  new	
  learning.	
  

–  Helps	
  the	
  client	
  to	
  focus	
  on	
  and	
  systema�cally	
  explore	
  specific	
  
concerns	
  and	
  opportuni�es	
  that	
  are	
  central	
  to	
  agreed-­‐upon	
  coaching	
  
goals.	
  	
  

–  Engages	
  the	
  client	
  to	
  explore	
  alterna�ve	
  ideas	
  and	
  solu�ons,	
  to	
  
evaluate	
  op�ons,	
  and	
  to	
  make	
  related	
  decisions.	
  	
  

–  Promotes	
  ac�ve	
  experimenta�on	
  and	
  self-­‐discovery,	
  where	
  the	
  client	
  
applies	
  what	
  has	
  been	
  discussed	
  and	
  learned	
  during	
  sessions	
  
immediately	
  a�erward	
  in	
  his/her	
  work	
  or	
  life	
  se�ng.	
  

Source:	
  Interna�onal	
  Coach	
  Federa�on	
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Designing	
  Ac�ons	
  (cont’’d)	
  
  Ability	
  to	
  create	
  with	
  the	
  client	
  opportuni�es	
  for	
  ongoing	
  
learning,	
  during	
  coaching	
  and	
  in	
  work/life	
  situa�ons,	
  and	
  for	
  
taking	
  new	
  ac�ons	
  that	
  will	
  most	
  effec�vely	
  lead	
  to	
  agreed-­‐
upon	
  coaching	
  results.	
  
–  Celebrates	
  client	
  successes	
  and	
  capabili�es	
  for	
  future	
  growth.	
  	
  
–  Challenges	
  client's	
  assump�ons	
  and	
  perspec�ves	
  to	
  provoke	
  new	
  ideas	
  
and	
  find	
  new	
  possibili�es	
  for	
  ac�on.	
  

–  Advocates	
  or	
  brings	
  forward	
  points	
  of	
  view	
  that	
  are	
  aligned	
  with	
  client	
  
goals	
  and,	
  without	
  a�achment,	
  engages	
  the	
  client	
  to	
  consider	
  them.	
  	
  

–  Helps	
  the	
  client	
  "Do	
  It	
  Now"	
  during	
  the	
  coaching	
  session,	
  providing	
  
immediate	
  support.	
  	
  

–  Encourages	
  stretches	
  and	
  challenges	
  but	
  also	
  a	
  comfortable	
  pace	
  of	
  
learning.	
  

Source:	
  Interna�onal	
  Coach	
  Federa�on	
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Coaching	
  Skills	
  versus	
  	
  
Professional	
  Coaching 	
  	
  

  What’s	
  the	
  difference	
  between	
  learning	
  and	
  using	
  coaching	
  
skills	
  at	
  work	
  and	
  professional	
  coaching?	
  
–  Purpose	
  
–  Approach	
  
–  Goals	
  
–  Who	
  holds	
  the	
  agenda	
  

	
  ©	
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  KM	
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  Rights	
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How	
  to	
  Use	
  Coaching	
  Tools	
  
With	
  Peers	
  

  Ask	
  First!	
  
  Focus	
  on	
  your	
  peer’s	
  agenda	
  not	
  your	
  agenda	
  
  Be	
  in	
  service	
  to	
  your	
  peer	
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How	
  to	
  Use	
  Coaching	
  Skills	
  
With	
  Subordinates	
  

  Is	
  “coaching”	
  an	
  explicit	
  part	
  of	
  your	
  job	
  descrip�on?	
  	
  If	
  not,	
  
ask	
  permission	
  to	
  coach.	
  

  Alterna�vely,	
  use	
  coaching	
  tools	
  to	
  facilitate	
  the	
  feedback	
  and	
  
developmental	
  process	
  

  There	
  is	
  an	
  inherent	
  conflict	
  between	
  coaching	
  for	
  
development	
  and	
  having	
  performance	
  review	
  authority	
  for	
  
someone.	
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Coaching	
  Demonstra�ons	
  
Assump�ons	
  for	
  purposes	
  of	
  the	
  role	
  plays:	
  
	
  
  Chris	
  has	
  hired	
  John	
  to	
  be	
  his	
  professional	
  coach	
  
  John	
  has	
  a	
  signed	
  coaching	
  agreement	
  with	
  Chris	
  
  John	
  and	
  Chris	
  do	
  not	
  work	
  together	
  in	
  any	
  capacity	
  other	
  
than	
  coach	
  and	
  client	
  

  Chris	
  and	
  John	
  have	
  had	
  a	
  coaching	
  rela�onship	
  for	
  many	
  
months	
  

  Chris	
  has	
  consented	
  to	
  allowing	
  150	
  people	
  to	
  observe	
  the	
  
coaching	
  sessions	
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Coaching	
  Demonstra�on	
  #1	
  
  Resistance	
  to	
  Networking	
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Demonstra�on	
  Observa�on	
  
and	
  Feedback	
  

  What	
  did	
  you	
  see?	
  
  What	
  did	
  you	
  hear?	
  
  What	
  kind	
  of	
  tools	
  were	
  used?	
  
  Thoughts/Ques�ons/Comments	
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Coaching	
  Demonstra�on	
  #2	
  
  Aversion	
  to	
  Coaching	
  (Seriously,	
  That’s	
  What	
  He	
  Said!)	
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Demonstra�on	
  Observa�on	
  	
  
and	
  Feedback	
  

  What	
  did	
  you	
  see?	
  
  What	
  did	
  you	
  hear?	
  
  What	
  kind	
  of	
  tools	
  were	
  used?	
  
  Thoughts/Ques�ons/Comments	
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The	
  Power	
  of	
  Ques�ons 	
  	
  
  The	
  SPIN	
  Model	
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BREAK!	
  

Please	
  Be	
  Back	
  in	
  15	
  Minutes	
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Coaching	
  Experience	
  
  Now	
  is	
  the	
  �me	
  for	
  all	
  of	
  you	
  to	
  get	
  an	
  experience	
  with	
  using	
  
coaching	
  skills	
  

  Everyone	
  has	
  been	
  assigned	
  to	
  a	
  triad	
  for	
  this	
  exercise.	
  	
  	
  
–  In	
  each	
  triad,	
  each	
  person	
  will	
  take	
  turns	
  playing	
  coach,	
  client	
  and	
  
observer.	
  	
  	
  

–  The	
  client	
  will	
  briefly	
  share	
  the	
  issue	
  around	
  which	
  you	
  seek	
  coaching.	
  	
  	
  
–  Then	
  the	
  coach	
  will	
  spend	
  8	
  minutes	
  or	
  so	
  coaching	
  the	
  client	
  while	
  the	
  
observer	
  takes	
  notes	
  on	
  what	
  coaching	
  skills	
  were	
  used.	
  	
  	
  

–  At	
  the	
  end	
  of	
  the	
  coaching	
  session	
  the	
  client	
  will	
  briefly	
  describe	
  how	
  it	
  
felt	
  to	
  be	
  coached	
  and	
  then	
  the	
  observer	
  will	
  share	
  insights	
  from	
  the	
  
session.	
  

  Any	
  ques�ons?	
  	
  
  OK,	
  let’s	
  get	
  into	
  our	
  triads.	
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Debriefing	
  the	
  Coaching	
  Experience	
  
  What	
  did	
  you	
  learn?	
  
  What	
  worked?	
  
  What	
  didn’t?	
  
  Where	
  did	
  the	
  client	
  end	
  up?	
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John	
  E.	
  Mitchell	
  

KM	
  Advisors	
  

1341	
  W.	
  Fullerton	
  Avenue	
  #222	
  
Chicago,	
  IL	
  60614	
  
(773)	
  486-­‐4620	
  

	
  

PurpleCoach@KMAdvisors.com	
  	
  

Thank	
  You!	
  

Chris	
  DeSan�s	
  

Independent	
  Prac��oner	
  

Management	
  and	
  Organiza�onal	
  
Development	
  Solu�ons	
  

Chris@CPDeSan�s.com	
  	
  

www.cpdesan�s.com	
  

312-­‐399-­‐7094	
  


