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OUR POINT OF VIEW ON COACHING 

Definition 
I n  T 2 ’ s  w o rk  w i t h  i nd i v i d ua l s ,  w e  f o rm  an  on go i n g  pa r t n e rs h ip  wh e reb y  o ve r  t im e  c l i e n t s  ac h ie ve  more  

sa t i s f y i ng  resu l ts  i n  the i r  p ro fess iona l  and  pe rsona l  l i ves .  The  goa l  o f  coach ing  i s  to  enab le  c l ients  to  

inc rease  the i r  learn ing ,  mod i fy  thei r  behav io r  and  enhance the qua l i t y  o f  the i r  l i ves .  In  the  w o r k  se t t i n g ,  

t h e  m o s t  c o m m o n  a p p l i c a t i o n  o f  t h e  c o a c h i n g  p r o c e s s  i s  t o  i m p r o v e  p e r f o r m a n c e  and/or  leade rsh ip  

ab i l i t y .  

The Coaching Process 

Typ ica l l y ,  the  coach  and c l ien t  meet  fo rma l ly  on  a regu lar  bas is  e i ther  in  person  or  by  phone.  Bo th  

par t ies make fu l l  use of  emai l ,  vo icemai l  and homework ass ignments in  be tween sessions.  In  each  

m e e t i n g ,  t h e  f o c u s  o f  t h e  c o n v e r s a t i o n  i s  o n  t h e  c l i e n t ’ s  n e e d s  w i t h  t h e  c o a c h  c o n t r i b u t i n g  

obse rva t i o ns ,  su gge s t i o ns  a nd  que s t i ons .  T he  i n te r ac t i on  c r ea t es  c l a r i t y  an d  m oves  t he  c l i en t  t owa rd  

ac t i on .  Co ach ing  ac ce l e ra te s  t he  c l i en t ’ s  p ro g re ss  t owa rd  h i s  o r  he r  g oa l s  b y  p rov id i ng  g rea te r  f ocus ,  

acceptance  o f  respons ib i l i t y  and  awareness  o f  behav io ra l  a l te rna t i ves .  

The Impact of Coaching 

I t  i s  reasonab le  to  expec t  tha t  the  coach ing  re la t i onsh ip  can  resu l t  i n :  

 E n h a n c e d  p e r f o r m a n c e ,  p r o d u c t i v i t y  a n d  d e c i s i o n  m a k i n g  

 I m p r o v e d  m a n a g e m e n t  a n d  l e a d e r s h i p  s k i l l s  

 B e t t e r  f o c u s  o n  t o p  p r i o r i t y  i s s u e s  

 G r e a t e r  a c c o u n t a b i l i t y  f o r  b e h a v i o r  a n d  r e s u l t s  

 I m p r o v e d  a w a r e n e s s  o f  s e l f  a n d  o t h e r s  

 E n h a n c e d  s e n s e  o f  w e l l - b e i n g  a n d  c o n f i d e n c e  

 B e t t e r  w o r k i n g  r e l a t i o n s h i p s  w i t h  o t h e r s  

Use of Assessment Instruments 

The use  o f  assessmen t  i ns t ruments  g rea t l y  enr i ches  the  coach ing  p rocess .  Fo l low ing  an  ex tens ive  

i n t a ke  i n t e r v i ew ,  a  de te r m ina t i o n  i s  m ade  reg a rd ing  t he  us e  o f  a pp r op r i a te  a sse ssme n t  t o o l s .  

Assessmen t  may range f r om admin is te r i ng  a  s imp le  ba t t e r y  o f  persona l i t y  inven tor i es  to  mak ing  use  of  

a mul t iple bat tery  of inst ruments such as a cogni t ive abi l i t ie s measure,  a 360 feedback,  a values 

c l a r i f i ca t i on  i nven to r y  and /o r  a  voca t i ona l  i n t e res t  t oo l .  I n  add i t i on ,  ex i s t i ng  t es t  r esu l t s  may  be  u s e d  

i n  t h e  c o ac h i ng  p ro c es s  a l o n g  w i t h  t he  r es u l t s  f r o m  em p lo y e e  a n d  o r gan i z a t i o n a l  c l im a te  su rveys .  

The  care fu l  and  p urpose fu l  se lec t ion  o f  assessmen t  too l s  a l ong  w i th  sk i l l ed  i n t e rp re ta t ion  of  the  resu l ts  

i s  a d is t inguishing fea ture  o f  our  pract i ce .   



 

T
2

 MANAGEMENT CONSULTANTS 
Enhanc ing  I nd i v i dua l  and  Organ i za t i ona l  Pe r f o rmance  

4903 Sabal Lake Circle * Sarasota, FL * 941-806-8083 * www.t2-consultants.com 

 

Meetings with Client Company 

T h e  co a c h i n g  p r o ce s s  i n c l u de s  pe r i od i c  m e e t i ng s  w i t h  t he  c l i e n t ’ s  m a na g e r  –  g en e r a l l y  a t  t h e  

beg i nn i ng ,  m i dpo in t  an d  con c lu s i o n  o f  t he  coa ch ing  eng age men t .  The se  mee t i ng s  a re  d i s cuss ed  

ahead o f  t ime w i th  the  c l ien t  and  any th ing  shared  w i th  the  c l ien t  company  i s  done so  on ly  w i th  the  

c l i en t ’ s  consen t .  Gene ra l l y ,  t hese  mee t i ngs  f ocus  on  goa l s ,  exp ec ta t i ons  and  ac t i on  s teps  requ i red  o f  

bo th  pa r t i es  i n  o rde r  t o  move  t he  c oach ing  p rocess  f o r wa rd .  The  c l i en t  needs  t o  unde r s tand  t ha t  i t  i s  

bene f i c i a l  t o  sh a re  so m e  e l eme n ts  o f  t h e  c oac h ing  p ro ces s  w i t h  man ag emen t .  M ana gem en t  needs  t o  

unde rs tand  t ha t  t hos e  e lemen ts  o f  t he  coach ing  p rocess  t ha t  t he  c l i en t  does  no t  w i sh  t o  share  w i l l  

remain  con f iden t ia l .  Of ten ,  these  meet ings  are  jo in t  sess ions  wi th the  coach,  c l ien t  and manage r  p resen t  

and  d i scuss ing  t he  coach ing  p rocess  as  a  g roup.  

Choosing a Coach 

A go od  coa ch  has  t h e  t r us t ,  r e spe c t  and  co n f i de nce  o f  t ho se  w i t h  w hom he  o r  s he  wo rk s .  I t  i s  

i m p o r t a n t  f o r  t h e  c o a c h  a n d  c l i e n t  t o  l i k e  e a c h  o t h e r  a n d  f e e l  c o m f o r t a b l e  i n  e a c h  o t h e r ’ s  

presence.  However ,  s ince execut ive coaching is  general ly  t ied  to achiev i ng  bet ter  bus iness resul ts ,  make  

su re  you  se lec t  a  coach  based  on  t he  f o l l ow ing  c r i t e r i a .  A  good  coach :  

 I s  e xpe r i e nce d  i n  d ea l i n g  w i t h  sen s i t i ve ,  d i f f i cu l t  an d  c on f i de n t i a l  s i t ua t i ons  

 Knows the d i f ference between s i tuat ions cal l ing for  coaching and those r equi r ing therapy 

 Is sk i l led at conduct ing assessment  feedback sessions in  a ways that  address key issues wh i le  

ma in ta i n i ng  t he  d i gn i t y  o f  the  c l ien t  

 Has a h igh  level  o f  bus iness acumen and extensive bus iness  exper ience in  addi t ion to 

s t rong  in terpersonal  s k i l l s  

 


