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We run regular public workshops on Leadership and Coaching skills. If you like to find out more about our next workshop, please contact us.

C.O.A.Ch SYSTEM TRIAL
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If you wish to experience how the C.O.A.Ch System can help you and your organization develop leaders and build staff competencies through coaching, contact us. We will activate the web-based system for you to free on a three months trial.

FREE 360 COACHING SKILLS ASSESSEMENT 
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Call us if you wish to conduct a free 360 Assessment for your leaders. Use our web-based assessment tool and invite up to 8 colleagues to give feedback.

Results are displayed online. 

CONTACT US
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Questions, feedback, or information you would like to see? E-mail us at:

info@jmcconsult.com
THE AUTHOR
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Wai K Leong PCC, CPC
Wai K holds a Professional Certified Coach credential from International Coach Federation (US) and is a graduate from International Coach Academy (Aust.) He is also an author and designer of the web-based corporate coaching system - C.O.A.Ch Software
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HYPERLINK "http://www.jmcconsult.com/managing_partner.html"
more 
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	 COACHING QUOTES
"A good coach will make his players see what they are capable of rather than what they are."
Ara Parashegian
 COACHING SITUATIONS
“I have a subordinate who avoids writing down his action plans after our discussions despite many reminders for him to do so. What can I do to encourage him to do that?”
Several possible factors may have contributed to his behavior that can be grouped into two categories. The first factor is you and the second factor is him. We shall not deal with factors relating to him behaving that way because 1. It is something beyond your control 2. We will just be speculating.
However, you can do something about how you can respond to his behavior if it happens again. I have always believed that behaviors are a result of consequences. Why would someone change his/her behavior if there are no compelling positive or negative consequences for doing or not doing something?
You have mentioned that you have reminded him many times before and yet he is still not responding to your request, how many more times more do you plan to remind him before you want to explore other options? Obviously, you strategy have not bee too effective in this situation.
I am inclined to offer you 2 new possibilities (although there are more)

1. Have a talk with him just on this issue the next time it occurs. Share with him your specific observations. DO NOT remind him again. ASK him this time if he is aware that you have always wanted him to record his action plans. If he responds “Yes” (which I would expect so) then ASK him what has stopped him from recording his action plans all this while. Keep SILENT and LISTEN. Ask more questions to draw out his reasons. LISTEN and do not ARGUE with him. This is very important. Do not enter into a discussion to disprove him. After he has completed his explanations, ask him what he can do about his challenges and have him start recording his action plans. Ask him how you can support him to make this happen.
2. Assuming that despite his commitments given to you in the above session and he still does not do it call him in again and this time share with him how his non-compliance has impacted your work effectiveness. Share with him how important it is to you, him and the organization that records his action plans. Share with him the consequence to him if you do not get immediate compliance on this. Ask him if he understands the consequences. This is a very important step. You need to get an affirmation from him on this. End with a positive note complimenting him on his other strengths. 
I would expect you to see some results after this. If you do, compliment him and acknowledge him for writing his action plans. If you still don’t, execute your agreed consequence. You can expect that he is prepared to move on. 
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 COACHING TIPS

Establishing clear goals with the coachee is an important pre-requisite for an effective coaching session. Goals help the coachee to derive meaning and purpose for moving forward. There are two types of goals namely your goals and your coachee’s goals. If both of your goals are aligned, that is the best scenario. If not, your first task is to get them aligned. You can do that by asking questions such as:
1. What leadership style do you want to develop that will make you more effective?

2. What personal sales targets are you giving yourself this year? How does that compare with what the organization is looking at? How can we bridge the gap (if any)?

3. What is one thing, if you do differently will give you the biggest payback on your career? What is the first step you can take to achieve this?
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 POWERFUL COACHING QUESTIONS
Questions that uncover your coachee’s Values.

1. What values are essential for your mission and vision?
2. What matters most, quality, service or price?
3. What makes work worthwhile for you?
4. Who are the two people you admire and the two qualities they embody?
5. How important are these values to you from 1 to 10 (10 highest)?
6. What does it mean to work here?
7. What qualities do you believe is required to drive our business successfully?
8. Which of these values are most important to you?
9. What values are you willing to commit to?
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This newsletter was brought to you because our research shows that you may be interested in the subject of Leadership and Coaching. If this is untrue, we sincerely apologize for having sent you this email. If you wish to be taken out of the mailing list please reply with the subject “Unsubscribe”. If this email was sent to you by a friend and you would like to be added into our mailing list, please reply with the subject “Subscribe”.
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