
A

Accessibility, contracting for, 112
Accountability: performance expectations 

and, 262; triangles and, 80
Action plan: clarifying change 

 management roles in, 156–160, 174; 
for client’s boss, 136; debriefi ng 
phase and, 207, 214; planning phase 
and, 153–174; specifying steps in, 
154–156, 174

Action research methodology: classic 
phases of, 101; combined with systems 
perspective, 101–102

Advocacy: consultant/coach competency 
in, 308; defi ned, 256; for executive 
coaching, 256–258, 259; as manage-
ment competency, 212

Advocate role, 91–92, 156–160
Agenda management, 112
Alternative solutions, offering, 257–258
Ambiguity: defi ned, 28; managing oneself 

in, 28–32, 44; responses to, 28
Anchor points, 49
Anne (case vignette): on return on 

investment, 228–237; on Three Key 
Factors, 116–117, 118, 120–121, 124

Annette (case vignette), 36–38
Anxiety. See also Discomfort; Stress: 

ambiguity and, 29; building tolerance 
for, 32–38, 44; of choosing action 
steps, 154–156; coach’s challenge 
with, 66–70; defi ned, 55; effect of, in 
workplace, 54–56, 71, 79–80; goal 
focus and, 25–28, 35, 78; internal 
voices of, 57, 60, 68; in leaders, 
56–57, 60–62; signature presence 
and, 20–21, 32; systems perspective 

on, 54–60; triangles and, 58–70, 
73–97; working with client’s, 
66–70, 73–97

Assessment of strengths and weaknesses: 
of client, 204–207, 280; of coach, 
220–221, 280

Assessment tools: for executive coaching 
skills assessment, 291–295; limitations 
of, 145–149, 152

Authority. See also Roles and role  clarity: 
boundaries and, 89–90, 91; clarifying, 
in planning phase, 156–160; triangles 
and, 80

Automatic reactions. See also Patterns; 
Reactivity: client’s ability to See 
And change, 107–108, 186, 187–188, 
214–219; goal focus and, 25–26, 35; 
here-and-now reactions and, 39–40; 
identifying, in planning phase, 
160–169; interactional force fi elds 
and, 52; leader’s anxiety and, 56–57; 
reactivity and, 32, 35; workplace 
 anxiety and, 54–57

Avoid-avoid pattern, 84, 88, 95, 125
Avoidance, of performance management 

conversations, 8, 134, 145–149

B

Backbone: balancing heart with, 22, 23; 
coaching with, 14–16; defi ned, 14, 
17; in live-action coaching, 199; and 
nonproductive patterns, 168;  self-
assessment of, 15; self-differentiation 
and, 21, 22

Backplanning, 314n.4
Barbara (case vignette), 84, 88, 90, 

125–131

321

Index

bind.indd   321bind.indd   321 6/5/07   4:33:59 PM6/5/07   4:33:59 PM

CO
PYRIG

HTED
 M

ATERIA
L



322  INDEX

Bastyr University. See Leadership 
 Institute of Seattle

Behind-the-scenes coaching: in 
 developmental sequence, 175, 176, 
177; live-action coaching combined 
with, 179, 289; overview of, 111, 177; 
skills required for, 177

Benefi t-cost ratio, 226, 229, 230–231, 
234–239; formula for, 235–238, 
239; overview of, 241

Bifocal view, 184–185
Bill (case vignette), 29–32
Biofeedback mechanism, 133, 204, 227
Blaming, 124, 215, 253
Blanchard, K., 212–213, 270–273
Boss-as-coach, 261–283; coaching phas-

esfor, 273–281, 282–283; coaching 
role of, 269–273; encouraging, to 
customize management, 270–273; 
overview of, 281–283; performance 
management role of, 262–269, 
281–282; role clarity for, 261–273, 
275–279, 281

Boss (client’s): evaluation and 
 performance management coaching 
for, 137–145, 148–149, 151–152; 
 follow-up meetings with, 136; guerrilla 
coaching of, 135, 137–145, 148–149, 
151–152; of high-performance 
clients, 145; involving, 134–145, 
148–149, 151; preparation meetings 
with, 135, 145; systemic principles 
for meeting with, 137–139; three-way 
meetings with, 136, 145

Boss–direct report relationship: with boss 
as coach, 261–283; coaching client’s 
boss in, 137–139, 151–152; executive 
coaching versus, 8, 134, 137–139; 
unproductive patterns in, 266–269, 
281–282

Bottom line, coach’s personal, 217, 218
Bottom-line results. See Business results; 

Return on investment
Boundaries. See also Roles: questions for, 

300; system, 88–90, 91, 95, 97
Bowan, M., 73fn., 311n.2, 312n.3:2
Breaking point, 49
Burnout, coach, 87
Business results. See also Goals; Return 

on investment; Three Key Factors 
methodology: client responsibility 
for, 226, 227; defi ned, 115; defi ning 

measures for, 118–123, 131–132, 227; 
examples of, for executive coaching, 
302; as executive coaching focus, 
7, 8, 133, 234; guiding principle for, 
115; importance of, 113, 125; linking 
coaching to, 226–241; menu for iden-
tifying, 119; non-coaching variables 
in, 228–229, 234–235, 240; relation-
ship goals versus, 113; return on 
investment and, 225–241; Three Key 
Factors methodology for obtaining, 
113–133, 229–230

C

Carkhuff, R., 314n.3
Catastrophic thinking, 57
Celebration of achievements, 205–206
Change agents: coach-consultants as, 

301; roles of, 91, 93–95, 156–160, 
179, 262, 301; transition to executive 
coaching as, 248–249, 251–252

Change initiatives: coaching as tool for, 
6, 301–309; consulting/coaching 
activities for, 303–305; consulting/
coaching process for, 301–309; 
leadership challenges for, 3–4; roles 
in, 90–96, 97, 156–160, 174, 207, 
261–262; systems perspective on, 
90–96; tenets for working with, 303

Chris (case vignette), 214–217, 218–219
Clarity: of change management roles, 

156–160, 174, 207; managing 
ambiguity and, 29–32

Client(s). See also Executives; Leaders: 
ability of, to self-correct, 186, 
187–188, 214–219; believing in, 70, 
105–106; coaching, to coach 
employees, 261–283; developmental 
variables of, 212–214, 223; evaluation 
of, in debriefi ng phase, 203–219; 
interactional patterns with coaches 
and, 52–53; internal resistance of, 170; 
joining with, 103, 149; preparing, for 
resistance, 169–173, 174; qualifying, 
103, 106–108, 186, 187–188; questions 
for, 297–300; reactivity in, 42–43; 
resistance of, to Three Key Factors 
methodology, 123–133, 151; role of, 
in ROI calculation, 225; signature 
presence of, 42–43, 45, 78; sponsoring 
statement from, in live-action 
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coaching, 190, 191–193, 200; tough, 
204, 214–219, 223; types of, 102; 
working with anxious, 66–70, 73–97

Client Responsibility Model, 73–83; 
adhering to, lenses for, 83–96; 
attitudes and behaviors in, 76; defi ned, 
74–75; evaluation and, 138–139; in 
live-action coaching, 180, 185, 193; 
Rescue Model versus, 73–83, 96; 
respect and, 106; transitioning to exec-
utive coaching and, 248, 249, 250, 254

Client’s challenge: engaging specifi c, 9; 
goal-setting for, 113–133; listening 
to and understanding, 103–106, 149; 
specifying action steps for, 154–156, 
174; stress and, 56–57; systems 
perspective on, 110–111, 150; Three 
Key Factors methodology applied 
to, 113–133; triangulation of,
62–66, 73–83

Coach-leaders. See Boss-as-coach
Coaches, executive. See also Boss-as-

coach: activities of, 5, 16; anxiety and, 
66–70, 71; business orientation 
of, 7–8, 16–17, 234; challenge of, 
66–70, 71; as change agents, 91, 94, 
248–249, 251–252, 262, 301; 
coaching for, 285–286; as consultant/
coaches, 301–309; development of, 
285–286, 291–295; evaluation of, 204, 
219–221; goal focus of, 23–28, 35, 44, 
78; interactional patterns of, 52–53; 
personal bottom line of, 217, 218; 
Rescue Model versus Client 
Responsibility Model, 73–83, 96; role 
of, in evaluation, 137–139; role of, in 
live-action coaching, 188–190, 
191–193, 200; signature presence of, 
10–11, 19–45; skill self-assessment 
tool for, 291–295; skills required of, 
177, 178, 180, 184–185, 199–200, 
245–246; traits of, 245–246; transi-
tioning to role of, 245–259; triangled, 
62–70, 73–97, 138; trust in, 10, 138, 
185, 186, 187

Coaching, executive. See Executive 
coaching

Coaching moments, 254–255
Coaching phases. See also Contract-

ing phase; Debriefing phase; 
Live-action coaching; Planning 
phase: for boss-as-coach, 273–281, 

282–283; informal, 254–255; inte-
grated approach of, 13–14; listed, 
13; overview of, 287–290; phase 1 
(contracting) of, 101–152; phase 2 
(planning) of, 153–174; phase 3 
(live-action coaching), 175–201; 
phase 4 (debriefing) of, 203–223; 
roots of, 101–102

Coaching relationship: boss-direct report 
relationship versus, 8, 134, 137–139; 
building, in contract phase, 102; dances 
and patterns in, 52–53, 54, 64–70; as 
partnership, 9, 10; in Rescue Model 
versus Client Responsibility Model, 
73–83, 96; triangles in, 62–70, 73–97, 
138; trust in, 10, 138, 185, 186, 187

Commitment: to employee performance 
expectations, 264–266; gaining, as 
management competency, 210; lack of, 
in client, 215; with reservations, 265

Compassion. See Heart
Competencies: consulting/coaching, 

305–309; executive coaching, 177, 
178, 180, 184–185, 199–200, 245–246; 
management, 207–212

Concreteness, 104
Confi dence, encouraging employee, 

270, 271
Confi dentiality, 112, 138
Confrontation, 105
Conner, D., 90–91, 92, 93, 256, 261–262
Consequence continuum, 143–144
Consulting/coaching process, 301–309; 

activities in, 303–305; competencies 
for, 305–309; tenets for, 303

Contact person, contracting for, 112
Content goals, 24. See also Goal (coach’s)
Contract: making explicit, 111–112, 150; 

negotiating, with potential sponsor, 
248–249, 258

Contract termination: at end of 
contract, 221–222, 223; for touch 
clients, 217, 219

Contracting phase, 101–152; activities 
of, 287–288; assessment tools and, 
145–149, 152; for boss-as-coach, 
273–274, 282; in consulting/coach-
ing process, 304; critical conditions 
for execution of, 109–110; debrief-
ing addressed in, 112, 203; elements 
of, 112; giving immediate feedback 
in, 108–110, 149; goal-setting in, 
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113–133, 150–151; importance of, 
102; informal, with potential sponsor, 
251–255; involving client’s boss in, 
134–145, 151; involving direct reports 
in, 147–148; joining with client in, 
103, 149; outcomes of, 288; overview 
of, 149–152, 287–288; questions for, 
291–292; skills required for, 292; 
steps of, 102; testing the client in, 
106–108, 149, 273–274; Three Key 
Factors methodology in, 113–133; 
understanding the client’s challenge 
in, 103–106, 110–111

Conversations: as consultant/coach 
competency, 307; immediacy in, 
38–42; as management competency, 
209; stress relief of, 154–155; about 
transitioning to executive coaching 
role, 249–258, 259

Core principles, of executive coaching, 
10–14, 17. See also Coaching phases; 
Signature presence; Systems 
perspective

Craig, N., 314n.4
Credibility, coach’s, 220, 234, 250, 276–277
Crossroads, xiii
Customer relations competencies, 

208–209, 309
Customization: of benefi t-cost ratio 

formula, 235; in employee development 
coaching, 270–273, 282; in executive 
coaching, 212–214, 223

D

Dances. See also Patterns: in coaching 
relationship, 52–53, 54, 64–70; 
interactional patterns as, 163–164

Debriefi ng phase, 203–223; activities of, 
290; with boss-as-coach, 279–281, 283; 
client effectiveness evaluation in, 
203–219; coach effectiveness 
evaluation in, 204; contracting for, 
112, 203; customizing, 212–214, 223; 
fi nal, at contract’s end, 221–222, 223; 
outcomes of, 290; overview of, 222–223, 
290; questions for, 300; recontracting 
in, 221; review of management 
competencies in, 207–212; ROI 
calculation in, 222, 237–238; skills 
required for, 293; tasks of, 203–204; 
for tough clients, 204, 214–219, 223

Decision making: as consultant/coach 
competency, 307; as management 
competency, 209; risk and, 155–156

Differences, articulating, 257
Direct reports (boss-coach’s): articulating 

performance expectations to, 263–264, 
281; commitment of, to performance 
expectations, 264–266; resistance of, 
to performance expectations, 266–269

Direct reports (client’s). See also Boss-
direct report relationship: getting 
feedback from, 147–148, 152; live-
action coaching of client and, 
178–183; live-action coaching of just 
the client with, 183–185; observing 
client with, 177–178

Directive behaviors, 271
Discomfort. See also Anxiety; Stress: 

building tolerance for, 32–38, 44; 
goal commitment and, 25–26, 35; 
with goal-setting process, 132–133; 
reactivity and, 32; signature presence 
and, 20

Discrepancies, pointing out, 105
Disruptions: anxiety and reactions to, 

54–57; examples of, 54
Distancing, 216–217, 218

E

Emotional equality, 220
Emotional intelligence, 116
Emotional preparation, in planning 

phase, 154, 169–173
Emotional void, 34
Empathy, 104–105, 271
Employee development. See also Perfor-

mance expectations; Performance 
management: boss-as-coach for, 
261–283; coaching phases for, 273–281, 
282–283; independent variables in, 
271; situational leadership approach 
to, 270–273

Evaluation of client: assessment tools 
versus conversations for, 145–149, 152; 
in boss-as-coach debriefi ng, 279–280; 
boss versus coach roles in, 137–139, 
151–152; in debriefi ng phase, 203–219, 
221–222; at end of contract, 221–222, 
223; live-action comments versus, 182; 
overview of, 222–223; questions for, 
300; steps in, 203–204
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Evaluation of coach, 219–221; in boss-
as-coach debriefi ng, 280–281; client 
feedback in, 219–220; steps in, 204

Executive(s). See also Leaders: 
conversations with, to promote 
coaching, 249–258, 259; defi ned, 5–6; 
job responsibilities of, 6, 16; loyal 
resistance to, 256–258, 259; top versus 
middle, 7

Executive Coach Training Seminar 
Series, 295

Executive coaching. See also Behind-
the-scenes coaching; Coaches; 
Coaching phases; Coaching relation-
ship; Live-action coaching: backbone 
and heart in, 14–16; behind-the-
scenes, 111, 175, 176, 177, 289; 
business parameters for, 7–8, 16–17; 
client-initiated versus boss-initiated, 
145; for coach-leaders, 261–283; 
conditions for successful, 109–110; 
consulting combined with, 301–309; 
contracting phase in, 101–152; core 
principles of, 10–14, 17; defi ned, 
5–7, 16; developmental sequence 
of, 175–185, 199–200; essential 
ingredients of, 8–9, 17; integrated 
approach of, 13–14; live-action, 111, 
175–201; methodology of, 13–14; 
from the middle, 73–97; overview 
of, 3–17; phases of, 13–14, 101–102, 
287–290; promoting, with execu-
tives, 245–259; Rescue Model versus 
Client Responsibility Model of, 
73–83, 96; Stage 1 of, 175, 176, 177; 
Stage 2 of, 175, 176, 177–178; Stage 
3 of, 176, 178–183, 186–199; Stage 4 
of, 176, 183–185, 186–199, 200; stra-
tegic transition to, 245–259; triangles 
in, 62–70, 73–97, 138; types of, 102, 
111–112

Expenses, contracting for, 112
External relations competency, 209
External variables, 228–229, 234

F

Failure, toddler learning and, 33
Family systems: interactional fi elds in, 52; 

reactivity and, 35; theory of, 48, 90
Feedback. See also Debriefi ng; Evalua-

tion headings: anonymous, 146; with 

assessment tools, 145–149, 152; from 
boss to employee, 274, 279–281, 283; 
on coach effectiveness, 219–221; in 
debriefi ng phase, 203–223; fi nal ses-
sion of, 221–222; getting, from client’s 
direct reports, 147–149, 152; giving 
immediate, in contracting phase, 
108–110, 149; indirect, 145–147

Feedback loops, 12, 204, 219–221
Fees, contracting for, 112
“Finishing school” coaching, 7–8, 16
Follow-ups: with client’s boss, 136; 

contracting for, 112
Force fi elds. See Interactional force fi elds; 

Systems perspective
Fournies, F., 264
Friedman, E., 73fn., 311n.2

G

Goal (coach’s): content, 24; identifying, 
23–24, 26–27, 44; in informal execu-
tive meetings, 255–256; process, 24; 
sustaining, 23, 24–28, 35, 44, 78, 
255–256; in transition to executive 
coaching, 255–256

Goals (client’s). See also Business results; 
Three Key Factors methodology: 
for breaking patterns, 168; defi ning 
measures for, 118–123, 131–132, 150, 
151; following, in live-action coach-
ing, 193–194; importance of setting, 
113, 132–133; involving client’s boss 
in setting and monitoring, 135–139, 
151; overcoming resistance to set-
ting, 123–133, 151; questions for, 298; 
saying “yes” to, 251–253; Three Key 
Factors methodology for, 113–133, 
150–151, 198

Gravitational fi elds, 49. See also 
Interactional force fi elds

Greg and Dan (case vignette), 139–145
Group identity, boundaries and, 88–90
Group process consultation model, 179
Guerrilla coaching, 135, 137–145, 

148–149, 151

H

Habitual patterns. See Automatic 
reactions; Patterns; Reactivity

Hard-nosed businessperson: and 
benefi t-cost ratio, 234; how to be the 
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most, 7–8, 16; and slowing down, 133; 
and soft skills, 128

Heart: balancing backbone with, 22, 23; 
coaching with, 14–16; defi ned, 14, 17; 
live-action coaching and, 199; and 
nonproductive patterns, 168; self-
assessment of, 15; self-differentiation 
and, 21, 22

Helplessness, 32
Here-and-now conversations, 39
Homeostasis: internal, 163; pattern 

change and, 86–88, 96, 268; system, 
86–88, 91, 96

Horse whisperers, 37–38
Humbling experiences, 28, 29
Humor, 206

I

Immediacy: in coaching employees, 274; 
signature presence and, 38–42, 44–45; 
using, in contracting phase, 108–110, 
149, 254, 274

Implementer role, 91, 93–94, 156–160
Induction, 110, 286
Initiative, demonstration of, 265–266
Interactional equilibrium, 21–22
Interactional force fi elds. See also 

Systems perspective; Triangles: coach’s 
challenge with, 66–70; concept of, 
49–50; seeing, 51–54; signature 
presence and, 19

Interactional verbs, 123
Internal states, that signal automatic 

patterns, 162–163, 174
Internal variables, 228–229, 234
Interpersonal behaviors. See Leader 

interpersonal behaviors
Interventions, live-action. See also Live-

action coaching: from boss-as-coach, 
277–279; following the client’s goals in, 
193–194; spectrum of, 188–189, 277; 
in team meetings, 180–183, 277–279

Issue, client’s. See Client’s challenge

J

Jill (case vignette), 79–82
Joanne (case vignette), 53

K

Kimsey-House, H., 111
Kinlaw, D., 267
Kouzes, J., 212

L

Leader competency lists, custom versus 
generic, 122, 123, 124. See also 
Competencies

Leader interpersonal behaviors: of 
client’s boss, 135, 137–139; defi ned, 
115; defi ning measures for, 118–123, 
131–132; guiding principle for, 115; 
identifying and naming patterns in, 
160–169, 174; linking, to business 
results, 229–237; linking, to team 
behaviors, 124, 230–237; menu for 
identifying, 119; in Three Key Factors 
methodology, 113–133; transfer of 
learning for, 122–123

Leaders. See also Clients; Executives: 
characteristics of executive, 5–7; as 
coaches, 211, 261–283; impatience of, 
132–133; reactivity in, 42–43, 60–62; 
responses of, under stress, 56–57; sys-
tem spheres of, 11–13; triangles and, 
60–62; typical challenges of, 3–4, 6–7

Leadership Institute of Seattle/Bastyr 
University, 312n.2:6, 312n.3:1, 
312n.3:4, xix, xxi–xxii

Learning: failure of, 215; toddler 
approach to, 32–34

Len (case vignette), 180–183, 212–214
Lencioni, P., 212
Lessons-learned meeting, 222
Listening skills, 103–106
Live-action coaching, 175–201; activities 

of, 186, 289; behind-the-scenes 
coaching combined with, 179, 289; by 
boss-as-coach, 277–279, 282; versus 
classic group process consultation, 179; 
of client, with direct reports present, 
183–185, 186–199; of client and 
direct reports, 148, 176, 178–183, 
186–199; client’s sponsoring statement 
in, 190, 191–193, 200; coach’s neu-
trality in, 192–193; coach’s role 
clarifi cation in, 188–190, 191–193, 
200; in consulting/coaching process, 
304; criteria for using, 186–188, 200; 
defi ned, 111, 175, 176; in develop-
mental sequence, 176, 199–200; goal 
focus in, 193–194; intervention spec-
trum in, 188–189, 193–194, 277; and 
organizational alignment, 197–199, 
201; outcomes of, 289; overview of, 
199–201, 289; paired coaches in, 285–
286; pattern shifting/breaking in, 173, 
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178–183, 186, 194–197, 201; setting 
the stage for, 185, 186–193, 200; skills 
required for, 180, 184–185, 199–200, 
293; tasks of, 191, 200–201

Logistics, contracting for, 112
Loyal resistance, 256–258, 259, 267
Luke (case vignette), 26–28

M

Magnetic fi elds, 49. See also 
Interactional force fi elds

Management by walking around, 277
Management competencies: 

consultant/coach competencies 
and, 305; list of, 208–212; review 
of client’s skill in, 207–212; 
situational variables and, 
212–214, 223

Matt (case vignette), 40–42
MBO Consulting, 295
Measures. See also Return on investment 

(ROI); Three Key Factors methodol-
ogy: defi ning, 118–123, 131–132, 
151; menu of possible, 119; midpoint 
calibration of, 133; movie camera test 
of, 122; revisiting, 133, 221

Meeting facilitation competency, 
209, 307

Meetings, coaching: agenda management 
of, 112; with client’s boss, 135–137, 
151; scheduling of, 112

Meetings, live-action coaching during, 
183–185, 190, 277–279. See also 
Live-action coaching

Miriam (case vignettes): on live-action 
coaching, 189–190, 195–197, 199; on 
planning phase, 157–160, 161–169, 
170–171, 173

Moments, coaching, 254–255
Money measures, 119, 236
Monitoring of progress, 137–139
Movie camera test, 122
Mutuality, in coaching contract, 

111, 204
Myers-Briggs Type Indicator, 145

N

Ned (case vignette), 108–109
Net contribution, 235–236
Neural pathways, 205
Neutrality, 110, 192–193

O

Observation of client, 175, 176, 177–178; 
interventions of, 188; skills required 
for, 178

Organizational alignment, 102, 197–199, 
201, 207, 275–276. See also Roles and 
role clarity

Organizational change. See Change 
initiatives

Organizational obstacles, 266–267, 281
Ownership, client’s: of goals and 

measures, 125; in planning phase, 
154; testing the client’s ability to take, 
106–108, 149, 273–274

P

Pacing: of coaching, 7, 78; of 
transitioning to coaching role, 258

Paired coach method, 285–286
Parallel occurrences, 38, 39
Partnership, coaching as, 9, 10; between 

boss, direct report, and coach, 
144–145; contracting and, 102, 111; 
presence and, 42; promoting executive 
coaching and, 250–258

Pattern Shift Worksheet, 172–173, 174
Patterns. See also Automatic reactions: 

backbone-heart balance and, 168; 
breaking the trance of, 182, 196; 
bringing immediacy to, 40; client-
coach, 52–53, 64–70; client’s ability 
to See And change, 107–108, 186, 
187–188, 214–219; client’s system, 
51–54, 83–86, 96, 110; co-creation 
of, 163–168; coaching employees on, 
267–269, 274–275, 281–282; debrief-
ing about, 206–207; examples of 
typical, 167; goal-setting for breaking, 
168; homeostasis and, 86–88, 96, 268; 
identifi cation and naming of, 65–66, 
85–86, 160–169, 174, 206–207; 
internal states that signal, 162–163, 
174; live-action coaching on, 178–183, 
186, 187–188, 194–199; organizational 
alignment and, 197–199, 201, 275–276; 
planning for shifting, 169–173, 174; 
questions for, 299–300; self-
perpetuation of, 54, 85–86; tough 
clients and, 214–219, 223; two-verb 
labeling of, 164–168, 174

Performance expectations: articulation 
of, 263–264, 281; coaching employee 
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to meet, 270–283; employee com-
mitment to, 264–266, 281; employee 
resistance to, 266–270; managing, 
with dual role boss/coach, 262–273, 
281–282; organizational obstacles to 
meeting, 266–267, 281

Performance management: assessment 
tools and, 145–149, 152; with boss-
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Coaching phases
Planning phase, 153–174; activities of, 

288; for boss-as-coach, 274–277, 282; 
clarifying change management roles 
in, 156–160, 174; client ownership in, 
154; identifying client’s pattern in, 
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relationship; Coaching relationship: 
heart and, 14–16, 17; management 
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dilemmas of, 226–227, 240; discussion 
of, in debriefi ng phase, 222, 237–238; 
formula for, 226, 235–239; importance 
of, 240; net contribution and, 

bind.indd   328bind.indd   328 6/5/07   4:34:02 PM6/5/07   4:34:02 PM



INDEX   329

235–236; non-coaching variables in, 
228–229, 234–235, 240; overview of, 
238–241; steps for, 238–239; Three Key 
Factors and, 117–118, 227–233, 240

Revenue, as business result measure, 
119, 236

Ripple effect, 281
Risk, weighing, 155–156
Roles and role clarity: alignment of, for 

employee, 275–276; assessment of, 
207; for boss-as-coach, 261–273, 
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10, 19–20; and focusing on goals, 
23–28, 35, 44; and immediacy, 38–42, 
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Triggers: tough clients as, 216–217; 
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