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Above and beyond, coaching as going, 197
Accommodation, in executive coaching, 145–146
Accomplishments

maximizing, 68–69
reflecting on, 67

Accountability
in coaching, 120
in performance coaching, 132

Accounting questions, in the External Coach
Checklist, 38–39

Accreditation, 12, 13
Action, in coaching, 55–56
Action plans, agreement about, 64
Activate coaching stage, 93–95
Adaptability, importance of, 46
Additional coaching, formal process for,

43–44
Administration, of the coaching process,

56–57
Adult Years, The: Managing the Art of Self-Renewal

(Hudson), 198
Advanced development, feedback as fostering, 20
Advice giving, as a coaching competency, 189
Advocacy, as a coaching competency, 195–196
Agendas, avoiding in coaching, 191. See also

Session agendas
Agreements, establishing for teams, 170
Alternative service providers, recommending, 62
Analytical thinking, as a coaching competency,

193–194
Anderson, Shirley, ix
Anecdotal data collection, in measuring coaching

success, 122
Approval (A), in teams, 171
Areas of responsibility, of teams, 170
Assessment

of coaching candidates, 61–62
of coaching competence, 204–208

Assessment tools, in executive coaching, 144
Assumptions, executive coaching and, 152–154,

155
Attentive listening, 99–101

as a coaching competency, 185–186
Attitudes, in a coaching climate, 17
Awareness, new levels of, 105

Bacon, Terry, 6
Bad working relationships, repairing, 151
Behavior(s)

new levels of, 105
in performance coaching, 132

Benefits, of coaching, 121, 122, 160
Blanchard, Ken, x, 20, 59, 109
Blanchard, Scott, ix, 49, 153–154, 156
Blind spots, executive coaching and, 154, 155
Bottom-line business results, tracking, 79–81
Boundary setting, as a coaching competency,

197–198
Brainstorming ability, as a coaching competency,

194–195
Brinkerhoff, Robert, 77
Business, increased pace of, 9
Business acumen, as a coaching competency, 199
Business coaching industry, 13
Business knowledge, as a coaching competency,

198

Career transition, coaching for, xiv
Certification, by ICF, 181
C-FAR coaching process, 87–97

activate stage of, 93–95
connect stage of, 89–90
focus stage of, 90–92
as an iterative process, 97
review stage of, 95–96

Challenges
of coaching, 121–122
formal coaching structure for,

43–44
types of, 46–57

Challenging, as a coaching competency, 190
Challenging questions, 188
Championing, as a coaching competency,

195–196
Change

in executive coaching, 145–146
pace of, 9
to strengthen leadership capacity, 155–156

Character, executive coaching and, 147–148. See
also Honesty

Chief executive officer (CEO)
failure of, 89
promotion to, 135–138

Churn rate, objectives related to, 47
Churn reduction, 80–81
Clarifying questions, 187
Classrooms, training in, 117
Clear objectives, examples of, 72
Client style, matching coaching style to, 184–185
Closure

in executive coaching, 143–144
honorable, 68–69
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Coaches. See also Effective coaches; Executive
coaches; Master coaching skills

certification of, 12, 27
competencies crucial to, 181, 182–204
confidentiality and, 53
in group coaching, 175–176
in on-the-job development, 113–114

coachfederation.org, 11, 28
Coaching. See also Coaching process

action in, 55–56
categories of, xiii-xix
challenges that arise with, 46–57
competitive advantage and, 3
current trends related to, 8–10
definition of, 5–8, 31
deploying, 5
derivation of, 3–4
as a dialogue, 7–8
effective, 51, 93, 96
eligibility for, 44
enrolling people in, 57
executive, 138–140
expanding inside an organization,

31
experience in, 27–28
formal process for, 43–44
forms and communication in, xviii–xix
group, 165–179
history and context of, 3–14
as a human development tool, ix–x
impact of, ix
intended benefits of, 31–32
for leadership development, 135–163
location of, 25–26
long-term benefit of, 111–112
measuring the success of, 71–83
mentoring versus, 116
messages about the importance of, 22
in on-the-job development, 114
in organizations, xiii
for performance, 125–132
personal and corporate benefits of, 51
providers of, 119–120
purpose of, 23–24
return on investment for, 71
right people for launching, 26
as a service, 8
signing up for, 44
strategic use of, 47–48
supporting learning via, 113–123
team, 165–179
training and, 117–121
types offered, 43
universal embracing of, 50
variable impact of, 77

Coaching Across Cultures: New Tools for Leveraging
National, Corporate, and Professional
Differences (Rosinski), 200–201

Coaching advocates
identifying, 22–23
on teams, 23

Coaching associations, 11–13
Coaching behaviors, role models for, 22
Coaching budgets, 4

Coaching candidates, assessing, 61–62
Coaching certification, by ICF, 181
Coaching climate

attitudes that signal, 17
creating, 15–57
defined, 16
feedback in, 20–22
launching, 22–24
mistakes in, 19–20

Coaching.com, ix
Coaching competencies, 22
Coaching covenant, 64
“Coaching culture,” xvii-xviii
Coaching development plan template, 64, 65
Coaching environment, 7–8
Coaching implementation, questions to aid,

29–30
Coaching information, published, 49
Coaching infrastructure, 28–30
Coaching initiative

identifying clear objectives for, 71–73
nonnegotiables in, 48–57

Coaching interventions, xiii
Coaching investment, gain from, 68–69
Coaching log, 28
Coaching management, 59–69

role of contracting in, 60–61
Coaching participant profile, ideal, 62–63
Coaching partnerships, 59

ending, 68–69
Coaching process. See also C-FAR coaching

process; Coaching
adjusting, 87
administration of, 56–57
challenges to, 111–112
documentation related to, 44–46
understanding, 78

Coaching questions
effective and ineffective, 102
in the External Coach Checklist, 36–37
leading versus discovery, 103

Coaching-related conversations, gathering
information from, 22–23

Coaching relationships
confidentiality in, 51–55
healthy, 48–49

Coaching requests, 45
Coaching Session Preparation Form, 63
Coaching sessions

details of, 64–67
number of, 64–66
preparing for, 63–64

Coaching skills, developing master, 181–209
Coaching-skills training, 15
Coaching style, matching to client style,

184–185
Coaching success, predictors of, 59
Coaching vision, 61
Coach training opportunities, 26–27
Coach training programs, 10–11

accredited, 27
Code of conduct, of teams, 169–170
Collaboration, fostering, 16–17
Collins, Jim, 157–158
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Commitment
as a coaching competency, 196
through executive coaching, 157
in group coaching, 175

Communication
in coaching, xviii–xix
as a coaching competency, 201–202
executive coaching and, 159
in group coaching, 176, 177–178
with key stakeholders, 55
of objectives, 72–73
in team coaching, 167, 171–172

Communication plan, internal, 31–32
Companies, confidentiality within, 53–55. See also

Organizations
Company coaching needs, determining, 43
Company health, assessing, 79
Company objectives, coaching link to, 50
Compensation structure, developing people as a

part of, 18–19
Competence, assessment of, 204–208
Competencies

corporate, 199–201
crucial to coaches, 181, 182–204
executive, 201–203
master coaching, 203–294

Compliance, with performance coaching,
126–127, 128–129

Conceptual thinking, as a coaching competency,
192–193

Conference Board website, 116–117
Confidence, through executive coaching, 157–158
Confidentiality

in choosing executive coaches, 161, 162
in coaching management, 60–61
critical nature of, 46
defined, 55
in executive coaching, 142
in group coaching, 178
levels of, 52
as a nonnegotiable, 51–55
in team coaching, 167

Confidentiality agreements, 53–55
Confidentiality questions, in the External Coach

Checklist, 33–34
Connect coaching stage, 89–90
Connecting, as a coaching competency, 183
Connection making

in C-FAR coaching process, 89
as a coaching competency, 194
in group coaching, 177

Consensus, in teams, 168
Consultation (C), in teams, 171
Consulting questions, in the External Coach

Checklist, 36–37
Content

in challenging clients, 190
in coaching, 120

Contracting, in coaching management, 60–61
Conversations

activating, 94–95
coaching-related, 22–23
focus-forward, 21
redirecting, 93

Core coaching skills, 97–110
endorsing, 107–110
inquiring, 101–103
listening, 99–101
testing for truth, 103–107

Corporate competencies, of coaches, 199–201
Coworkers

in on-the-job development, 113
sabotaging, 16

Crane, Thomas, 6
Creativity, generating, 18
Credentialing, 12
Credibility

of executive coaching, 160
giving feedback and, 130

Critical networking, on-boarding and, 148, 149
Cross-cultural insight, as a coaching competency,

200–201
Culture, in executive coaching, 146
Culture questions, in the External Coach

Checklist, 35–36
Customization, of coaching, 120

Dashboard tracking, 79–81
pros and cons of, 81

Data gathering
via impact studies, 78–79
via interviews, 75–77
via surveys, 73–75

Deadlines
focus on, 17–19
in performance coaching, 131

Debriefing, in executive coaching, xv
Defined processes, 87–88
Delegating work, 136
Deliverables, in performance coaching, 131
Demotivation, 67–68
Development. See also Advanced development

emphasis on, 16
focus on, 17–19
on-the-job, 113–115

Developmental activities, brainstorming, 21
Developmental gaps, 115
Developmental projects, in on-the-job

development, 114–115
Development coaching, xv
Direction, changing, 92
Direct reports, 136

influencing, 47
Disagreements, avoiding with team coaching, 172
Discovery coaching questions, 103
Discovery questions, 188
Disillusionment, predictable, 67–68
Documentation

about the coaching process, 44–46
changing, 66
intranet-generated, 45

Documents, in coaching, xviii–xix

Earnestness, of employees, 128
Effective coaches, skills of, 87
Effective coaching, 90–91
Effective coaching questions, 102
Emails, expanding coaching via, 31
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Email templates, 45
Empathy

as a coaching competency, 195
giving feedback and, 130

Employee reviews, 21
Employees

acquisition, development, and retention of, 3–5
coaching into management/executive

positions, 135–138
coaching noncompliance by, 126–127, 128–129
empowering, 16
feedback for, 129–131

Endorsements
genuine, 109
personal preferences for, 108
specific, 109–110
timely, 109

Endorsing, as a core coaching skill, 107–110
Energy, as a coaching competency, 184
Evaluation questions, in the External Coach

Checklist, 40–41
Executive coaches, choosing, 161–162
Executive coaching, xiv–xvi, 138–140. See also

Leadership development
assessing, 144–145
confidentiality in, 142
feedback in, 142
followup to, 143–144
networking and, 150–152
number of sessions in, 66
objectives of, 142
preparing for, 141–142
in progress, 143
strengthening leadership capacity via, 155–190

Executive competencies, of coaches, 201–203
Executives. See also Chief executive officer (CEO)

networking by, 116–117
promoting employees to, 135–138

Executive support, as a nonnegotiable, 49–50
Executive team, participation of, 49–50
Expense, of coaching, 121
Experience, as a coaching competency, 198
Expertise, in executive coaching, 160
External Coach Checklist, 33–42

coaching versus consulting questions, 36–37
confidentiality questions, 33–34
culture questions, 35–36
measurement and evaluation questions, 40–41
personal questions, 42
political questions, 33
tracking and accounting questions, 38
triangle questions, 39–40

External coaches, 22
choosing executive, 161
confidentiality and, 51–52

Facilitators, characteristics of, 26–25
Faulty assumptions, executive coaching and,

152–154, 155
Feedback

in coaching, 188–189
in executive coaching, xvi, 142
with a focus-forward orientation, 20–22
in measuring coaching success, 123

ongoing, continuous, 21
in performance coaching, 127, 129–131
perspective on, 22
during shadow coaching, 143

Filler questions, guarding against, 186–187
First 90 Days, The: Critical Success Strategies for

New Leaders in All Levels (Watkins), 150
Flexibility

in coaching, 119
importance of, 46

Focus
in C-FAR coaching process, 90–92
in coaching, 120

Focus areas, in executive coaching, 145–155
Focus coaching stage, 90–92
Focus-forward conversations, 21
Focus-forward meetings, 21
Focus-forward orientation, giving feedback with,

20–22
Focusing dialogue, 91–92
Focusing questions, 91, 187–188
Follow-up, after giving feedback, 131
Follow-up coaching, ix
Formal coaching process, 43–44
Formal impact studies, 77–81

pros and cons of, 81
Forms, in coaching, xviii–xix
Fortune 1000 organizations, coaching in, 4
Fulfillment, executive coaching and, 159
Future, focus on, 19–20

Genuine endorsements, 109
Goals

emphasis on, 17–19
of executive coaching, 145
focusing on, 90
in group coaching, 175
of groups, 166
milestones for, 64
in performance coaching, 126
purpose of, 61
reworking, 66
specific actions suited to, 93
of teams, 165, 168

Goldsmith, Marshall, 6
Good to Great: Why Some Companies Make the Leap

and Others Don’t (Collins), 157–158
Governmental departments, coaching in, 4
Grant, Anthony M., 6
Ground rules, in group coaching, 177–178
Group coaching, xvii, 165–179

described, 173–178
models for, 173–178
reasons for, 173

Group norms, in performance coaching, 132
Groups, teams versus, 165–166
Growth, emphasis on, 16
Guidance, as a coaching competency, 203–204
Guidelines, for teams, 170–172

Habits, performance coaching and, 131–132
Handbooks, 44
High-level internal sponsors, identifying, 24
High-level leaders, as proponents of coaching, 24
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Homan, Madeleine, ix–x, 156
Honesty, in executive coaching, 160. See also

Integrity
Hudson, Frederic M., 198
Human development

coaching in, ix–x
understanding of, 198–199

Human resources (HR) department
coaching in, 25–26
in performance coaching, 125, 126–127

Human resources professionals, xiii, 5
Humility, in leadership, 158
Humor, as a coaching competency, 185

Ideal coaching participant profile, 62–63
Impact, of coaching, xviii
Impact studies, 77–81. See also Sample Coaching

Impact Report
process for, 78–79
pros and cons of, 81

Implementation, identifying internal champions
for, 25

Individuals
confidentiality with, 54
confidentiality with external coaches, 52
teams versus, 165

Industry experience, as a coaching competency,
198

Ineffective coaching questions, 102
Informal surveys, for measuring success, 73–75
Information (I), for teams, 171
Inquiry making/inquisitiveness

as a coaching competency, 186–188
as a core coaching skill, 101–103

Integrity, executive coaching and, 147–148. See
also Honesty

Intended actions, 93
challenges related to, 93

Intentional listening, 100–101
Interactions, in a coaching climate, 16
Interest, communicating, 89–90
Internal champions

identifying, 25
selecting, 25–26

Internal coaches
choosing executive, 161, 162
confidentiality and, 52
training, 26–28

Internal coaching
implementing, 28, 29–30
key questions related to, 32
measuring the success of, 47–48
objectives of, 47
systematic approach to, 28–30

Internal communication plan, 31–32
Internal marketing, 56
Internal newsletter, expanding coaching via, 31
Internal sponsors, high-level, 24
International Coach Federation (ICF), 11–12, 181

as a training resource, 27
website for, 11

Interviews
for coaching competence assessment, 204–208
structured measurement, 75–77

Judgment, giving feedback and, 129
Just-in-time learning, 9
Just-in-time learning environment, coaching and,

119

Ken Blanchard Companies, The, ix, x, 119
executive coaching by, 139–140

Key leader voice messages, expanding coaching
via, 31

Key performance indicators (KPIs), 18, 21
Key productivity indicators, 79
Key responsibility areas (KRAs), 18, 21

alignment of actions with, 55–56
Key stakeholders, communication with, 55
Knowledge

of coaching, 122
as a coaching competency, 196

Knowledge-sharing, in group coaching, 176

“Land mines,” executive coaching and, 149
Language, in challenging clients, 190
Leaders, choosing right time to coach,

159–160
Leadership, of teams, 166
Leadership capacity, strengthening, 155–160
Leadership competencies, coaching of, 121
Leadership development, 9–10

coaching as a part of, 50–51
coaching for, xiv–xvi, 135–163
flow of, 141–145

Leadership mistakes, executive coaching and,
152–154, 155

Leadership-model understanding, as a coaching
competency, 201–202

Leadership stakeholders, finding, 22–24
Leadership training, ix
Leading coaching questions, 103
Learning. See also Learning process

from coaching interactions, 28
coaching to support, xvi–xvii, 113–123
emphasis on, 16
from mistakes, 19–20
through observation, 115
types of, 113, 114

Learning/doing gap, ix
Learning process, coaching as, 120
Leonard, Thomas, 11, 27–28
“Level-five leaders,” 157–158
Level of involvement, modeling, 49–50
Leverage Your Best, Ditch the Rest: The Coaching

Secrets Top Executives Depend On (Blanchard
& Homan), 156

Life-stage understanding, as a coaching
competency, 198–199

Life/work balance, in executive coaching,
158–159

Limiting beliefs, executive coaching and,
152–154, 155

Listening ability
as a coaching competency, 185–186
as a core coaching skill, 99–101

Listening skills, 7
LITE (listen, inquire, test for truth, endorse)

skills, 98–99
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Management, coaching employees into,
135–138

Management ability/understanding, as a
coaching competency, 200

Management practices, executive coaching and,
147

Managers
in on-the-job development, 113
in performance coaching, 125
use of coaching skills by, 32

Managing Across Cultures (Schneider & Barsoux,
eds.), 200

Manchester approach, 75–76, 77
Manchester Formula, 76
Manuals, 44. See also Sample Coaching

Participant Manual
Marketing, internal, 56
Master coaching skills, 181–209
Master competencies, of coaches, 203–294
Master listeners, coaches as, 186
Maturity, as a leadership trait, 141
Measurement/evaluation, of coaching,

122–124
Measurement/evaluation questions, in the

External Coach Checklist, 40–41
Meetings

focus-forward, 21
for group coaching, 173–174

“Me generation,” 10
Memory, as a coaching competency, 195
Mental agility, as a coaching competency,

191–192. See also Thinking
Mentoring, 116
Mentoring professionals, 12
Mentors, 116
Middle manager, 9
Milestones, in performance coaching, 126
Miller, Linda J., ix–x
Miscommunications, handling, 106–107
Mission, in executive coaching, 202
Mistaken assumptions, executive coaching and,

152–154, 155
Mistakes

learning from, 19–20
perspective on, 20

Monitoring process, 44
Motivation

through executive coaching, 157
giving feedback and, 129
loss of, 67–68

Motivational skills, as a coaching competency,
197

Multiple perspectives, in coaching, 191

Networking, 116–117
executive coaching and, 150–152
on-boarding and, 148, 149

Neutrality, as a coaching competency, 191
Noncompliance, with performance coaching,

126–127, 128–129
Nonnegotiables, in the coaching initiative, 48–57
Norms

in group coaching, 177–178
in performance coaching, 132
of teams, 169–170

Objectives
clear, 23–24
of executive coaching, 142
identifying, 71–73

Observation, in on-the-job development, 115
On-boarding, executive coaching and, 148–150
Online surveys, 73
On-the-job development, 113, 114

carrying out, 113–115
Openness, demonstrating, 90
Operating manual, for teams, 170–172
Operational leadership, coaching for, 146, 147
Opportunities

developmental, 115
through social learning, 115–117

Organizational shifts, importance of, 17
Organizational coaching

effective, ix
measuring the success of, 47–48
training programs suited to, 27

Organizational culture
changing, 47–48
collaborative, 16–17

Organizational development (OD) department,
coaching in, 25–26

Organizational development professionals, 5
Organizational environment

feedback in, 20–22
safe, 20

Organizational outcomes, relating coaching
definition to, 31

Organizational savvy, as a coaching competency,
199

Organizations. See also Fortune 1000
organizations

coaching in, xiii
confidentiality with external coaches, 52
creating a coaching climate in, 15–57
critical factors in, 78
executive coaching in, 138–140
readiness for a coaching climate, 48
rigors of coaching in, 10
teams within, 168

Participation (P). See also Sample Coaching
Participant Manual

in group coaching, 176
in teams, 171

Payoff, of coaching, 120–121
Peer Resource Network website, 10
People

connecting with, 89
endorsing, 107–110

People capabilities, believing in, 16–17
People development

benefits of, 18
as a performance indicator, 19

“People issues,” in executive coaching, 145–146
Perception, shift in, 104
Performance coaching, xv, xvi, 125–132

feedback in, 127, 129–131
making changes during and after, 131–132
noncompliance with, 126–127, 127–129
preparing for, 126–127
setting up, 126–132
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Permission, in challenging clients, 190
Personal expectations, expanding, 93
Personality inventories, in executive coaching

assessment, 144
Personal life, in executive coaching, 158–159
Personal questions, in the External Coach

Checklist, 41–42
Perspective sharing, as a coaching competency,

191
Policy making, executive coaching and, 147
Political awareness, as a coaching competency,

200
Political questions, in the External Coach

Checklist, 33
Power plays, avoiding with team coaching, 172
Preparation

for coaching, 63–64
for giving feedback, 130
in group coaching, 175

Presence, as a coaching competency, 183, 202–203
Primary contact, for coaching challenges, 46
Priorities

in executive coaching, 158–159
in group coaching, 178

Proactivity, executive coaching and, 151
Problematic behavior, executive coaching and,

143–144
Problems, in performance coaching, 131–132
Procedure establishment, executive coaching

and, 147
Productivity, training and, 118
Professional coaches

debate among, 4–5
working with, 27

Professional Coaches and Mentors Association
(PCMA), 12–13

Professional development
on-the-job, 113–115
social learning in, 113, 114, 115–117
training in, 113, 114, 117–121
types of, 113, 114

Professional organizations, 11–12
Professional standards, in coaching, 196
Projects, in on-the-job development, 114–115
Promotions, coaching along with, 135–138
Publications, coaching-related, 49
Public companies, poor performance in, 8
Punishment, coaching as, 128–129
Purpose

in executive coaching, 202
in group coaching, 174
of teams, 168

Question asking, as a coaching competency,
186–188

Questions. See also Inquiring; Survey questions
activating, 93, 94–95
to aid coaching implementation, 29–30
for assessing coaching candidates, 61–62
building a case for coaching with, 23
for coaching preparation, 63
about internal coaching, 32
for launching a coaching culture, 24
review, 95–96
types of, 186–188

Rackham, Neil, 118
Rapid growth, leadership and, 141
Recontracting, 68
Resources, for coach training programs, 10–11
Respect building, as a coaching competency, 184
Responsibility (R), in teams, 171
Responsibility Chart, for teams, 171–172
Return on investment (ROI), 71. See also ROI

entries
of coaching, xviii
using dashboard numbers to prove, 80–81

Review coaching stage, 95–96
Review process, importance of, 95–96
Review questions, 95
Reviews, employee, 21
Risk taking, in challenging clients, 190
ROI data, requests for, 82–83. See also Return on

investment (ROI)
ROI percentage, 76
Role-playing, in coaching, 204
Roles, of teams, 170
Rosinski, Phillipe, 6
Rules

in group coaching, 177–178
for teams, 168

Rules of conduct, for teams, 170–172

Sample Coaching Impact Report, 221–227
Sample Coaching Participant Manual, 45, 211–219
Scheduling, for group coaching, 173–174
Self-awareness, in leadership, 155
Self-knowledge, as a coaching competency, 183
Self-references, in endorsements, 108
Self-regulation, of teams, 172
Seminars, Web-based, 49
Senior-level buy-in, as a nonnegotiable, 49–50
Senior-level sponsorship, benefits of, 71
Service orientation, as a coaching competency,

182
Services, International Coach Federation, 12
Session agendas, tracking, 66–67
Shackleton, Ernest, 168
Shadow coaching, 143
Shared purpose, in group coaching, 174
Shared vision, of teams, 169
Shula, Don, ix
Situational leadership, coaching of, 121
Skills, acquiring master coaching, 181–209
Small groups, coaching to, 174
SMART (specific, measurable, actionable,

reasonable, time-bound) goals, 63
Social interactions, learning via, 115–117
Social learning, 113, 114, 115–117

via mentoring, 116
via networking, 116–117

Spear, Kevin, 6
Specific endorsements, 109–110
Speed, as a coaching competency, 184–185
Spirituality, executive coaching and, 159
Stakeholders, interviewing, 61
Standardization, in the coaching profession, 12
Standards

in coaching, 196
establishing for teams, 170

Strategic imperatives, in executive coaching, 146
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Strategic information, confidentiality about, 55
Strategic leadership, coaching for, 146
Strategic objectives

coaching to support, xiii, xiv
linking coaching with, 23–24

Strategic thinking, as a coaching competency, 192
Structure, in performance coaching, 132
Structured measurement interviews, 75–77

pros and cons of, 81
use of, 77

Style, as a coaching competency, 184–185
Subject matter expert (SME), 166
Success

critical factors related to, 78
informal surveys for measuring, 73–75
measuring, 47–48

Success case methodology, 77
Successful coaching, measuring, 122–124
Success measurement, 71–83

choosing an approach to, 82–83
Success stories, sharing, 46
Survey preparation guidelines, 74–75
Survey questions, 74
Surveys

coaching-related, 22–23
on executive coaching, 139–140
for measuring success, 73–75, 122–123
pros and cons of, 81

Sustainability, of coaching, 120
System building, executive coaching and, 147
Systems

bypassing, 45s
use of, 45

Systems thinking, as a coaching competency, 193

Targets, focus on, 17–19
Team building, 166
Team charter, for teams, 170–172
Team coaches, 166

“toolbox” of, 168–172
Team coaching, xvii, 165–179

described, 167
versus individual coaching, 165

Team leaders, 166
Teams

coaching advocates on, 23
groups versus, 165–166

Teamwork, in executive coaching, 145–146
Technical knowledge, as a coaching competency,

196
Telephone interviews, 78
Test-for-truth messages, impact of, 104, 105–107
Testing for truth, as a core coaching skill, 103–107
Thinking, as a coaching competency, 184–185. See

also Mental agility
Thinking style, as a coaching competency,

192–194

Time, for coaching, 122, 159–160
Timeline, in group coaching, 176–177
Timely endorsements, 109
Timing, as a coaching competency, 190,192
Topics, focusing on, 90–91
Top-level support, as a nonnegotiable, 49–50
Tracking/accounting questions, in the External

Coach Checklist, 38–39
Tracking the dashboard, 79–81
Trade secrets, confidentiality about, 55
Training, 113, 114, 117–121

of internal coaches, 26–28
of managers, 32
professional growth and, 3
time for, 8–9

Training and Development Journal, 118
Training events, 119
Training experiences, sharing, 27
Triangle questions, in the External Coach

Checklist, 39–40
Trust building, as a coaching competency, 184
“Turbo leader” development, 9–10

United States, population growth of, xvi

Values
coaching of, 121
of teams, 169

Vision
in executive coaching, 146, 202
of teams, 169

Vistage website, 116–117
Voice messages, expanding coaching via, 31

Watkins, Michael, 150
“Webinars,” 49
Websites, for executive networking, 116–117
Whale Done: The Power of Positive Relationships

(Blanchard), 109
What’s in it for me (WIIFM), clearly stated,

50–51
What Did You Say? The Art of Giving and Receiving

Feedback (Seashore, Seashore & Weinberg),
129

Whitmore, John, 6
Wickline, Joni, 119
Wilson, Judith, 176
Wisdom, as a leadership trait, 141
Working manager, 9
Work/life balance, in executive coaching, 158–159
Workplace, training in, 117–121
Worldwide Association for Business Coaches

(WABC), 13
Worst-case scenario thinking, 93

“Yes-men,” coached employees as, 128
Young leaders, 141


