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COACHING 
OTHERS  

FOR 
Success

EMPOWER OTHERS  
TO ACHIEVE THEIR GOALS
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WHAT COACHING IS...

WHAT COACHING IS not...

COACHING 
DEFINED
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IS USED WHEN THERE IS A  
SKILLS OR EXPERIENCE GAP

Is used where the skills 
AND experience exist but a 

behaviour change  
is required

DIRECTIVE 
COACHING

NON-
DIRECTIVE 
COACHING
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DIRECTIVE  VS  NON-DIRECTIVE
Examples of directive and non-directive coaching...

The benefits and lasting outcomes of directive  
and non-directive coaching...
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Þ Based on confidentiality and trust

Þ Belief that the solutions lie within the coachee

Þ Non-judgemental

Þ Coaching is about the whole person

Þ Coach and coachee are equal partners

Þ Looks to the future and next steps

GOLDEN RULES 
OF COACHING
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SUPER  
POWERED 

BEHAVIOURS

1.
Which behaviour would you choose to coach 

your team on?

2.
Which behaviour would  

your team choose to receive coaching on?

3.
What obstacles might get in the way of 
coaching your team and how can you 

overcome them?
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Why are you motivated to  
achieve your goal?

What are your emotions  
around attempting to achieve  

your goal?

What might have stopped you 
achieving it? 

What are the personal consequences 
and benefits for you achieving  
(or not achieving) your goal?

PREPARING FOR COACHING 
QUESTIONS 
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BARRIERS TO 
LISTENING

5 COMMON INTERFERENCES

Listening and interpreting to 
respond with your own theory:

“What you are really  
saying is…”

Identifying and waiting to share 
your own story about a similar 

situation to show sympathy:

“Let me tell you about a time 
when the same thing happened 

to me…”

Checking out – drifting off and 
thinking about other things:

“Hmmm I see…”

Thinking you ‘get it’ or know 
the answer so cut to a solution 

quickly:

“What you need to do is…”

Thoughts, opinions  
and judgements about  

the other person:

“You are the kind of person 
these things happen to 

because…”
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Þ Where do you want to go and what 
do you want to achieve?

Þ Goals should be challenging, 
inspirational, positively framed and 

a stretch to achieve.

Þ Consider how the goal fits with 
your organisation and team goals, 

targets and customers.

Þ SMART goals are best. 

Þ What routes could you take?

Þ Brainstorm various options and 
identify obstacles.

Þ Seek total honesty about the 
starting point of ‘where are you 

now’.

Þ Take time to understand the 
current reality and what has been 

previously attempted before moving 
onto ‘what next’.

Þ The reality stage is crucial to 
ensure buy in and commitment to the 

goal before moving onto options. 

Þ Commit to taking action to make 
it happen.

Þ Agree timings and deliverables.

Þ Identify any help or support that 
is needed.

GOAL

OPTIONS

REALITY

WAY FORWARD
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What goal would you like to achieve?  

What does that look like in practice? 

What will that enable you to do? 

What will other people be saying to you?

What will you have that you don’t have now?

Imagine you have achieved it, what is 
different? 

What is the current situation in relation  
to your goal?  

On a scale of 1-10, if an ideal situation is 10, 
what number are you at now? What number 

would you like to be at? 

How do you feel about this?  

What impact is not achieving the goal  
having on you? 

How does this impact other areas of your life? 

What are you doing currently in pursuit  
of your goal? 

What is getting in the way of your goal?

Who else does the goal affect?

What actions will you take?

How and when will you do that?  

Who will you talk to? 

Is there anything you need to put in place 
before that?

How committed are you to taking that action?

What will it take for you to commit to that?

What ideas do you have on how you could 
achieve your goal?  

What alternatives do you have? 

What has worked in the past? 

Are there any obstacles in the way? 

What steps could you take to remove these? 

Who could help you with this? 

Where could you find out the information?

How could you do that?

GOAL

OPTIONS

REALITY

WAY FORWARD
GROW IN ACTION

g.r.o.w. 
coaching 
questions
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GOAL

OPTIONS

REALITY

WAY FORWARD
GROW REALITY

g.r.o.w. 
coaching 
questions
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FRAMING 
YOUR  

COACHING 
CONVERSATION

1.
Where might there be coaching 

opportunities?

2.
How can you get the best out of these 

opportunities?
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Who will you have a coaching conversation with and when will you have it?

How could you benefi t from coaching?

When will you organise a coaching conversation for yourself?

COACHING
COMMITMENTS
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NOTES...
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NOTES...
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NOTES...


