CPLP STUDY GUIDE

MODULE 7


COACHING
This information is based on ASTD Learning System imprint 10-09-5-6.  There may be variations with your version on objective phrasing and chapter titles.
	Module 7: Coaching Module 
	Chapter 
	What has changed 

	7: Coaching 
	4: Leadership Competencies Associated with Executive Coaching 
	• Completely revised chapter. Available as a PDF. 




Objectives and answers below are based on Module 7, Imprint 10-09; 5-6.
	1 – CONDUCT STANDARDS

	Objective
	Information

	Discuss the role of the workplace learning and performance (WLP) professional as a coach.


	To provide an effective and efficient performance improvement and provide transformational learning [like triple-loop learning].  

Single-loop learning – new skill for incremental changes (single skill/action)
Double-loop learning – changing thinking patterns and behaviors

Triple-loop learning – people shift in how view self and willingly alter beliefs and values (about self and/or world)

See Table 1-1 for list of Coach’s Roles for additional ideas.



	Define coaching.


	Coaching is a professional partnership between a qualified coach and an individual or team that supports the achievement of extraordinary results, based on goals set by the individual or team.  Through the process of coaching, individuals focus on the skills and actions needed to successfully produce their personally relevant results.   (ICF)

	List several criteria to consider when selecting a coach.


	#1 is find a coach the client can relate to.
Consider: education, experience, philosophy, and process.

	Detail the primary coaching issues with regard to privacy, confidentiality, conflicts of interest, and coaching relationship limitations.


	Privacy – need coaching session to be in private without interruption
Confidentiality – Be objective (no personal / political agenda) and all information from sessions/interactions stays confidential
CoI:  Avoid conflicts of interest!

Relationship Limitations: Coaching needs to be individually applied (customized).  Coach-client relationship needs a certain distance and professionalism for being most effective for the client—helps to avoids the pitfalls:  agreeing instead of challenging, being judgmental / rigid, going at speed not suited to client


	2 – ETHICAL GUIDELINES

	Objective
	Information

	Discuss how ethical guidelines govern the coaching relationship.
	Be ethical.

ICF provides a lot of ethical requirements including confidentiality, avoiding conflicts of interest, and professionally detached.  Other recommendations: honesty, fairness, lawfulness, compassion, respect, loyalty, and dependability.

1 pager referencing Mod 6 Chapter 15


	3 - COACHING COMPETENCIES

	Objective
	Information

	Discuss the need for skilled coaches.


	Because of shift from industrial era to the information age, the need to engage employee’s minds and facilitate rapid change has occurred.  Coaching is an effective approach to facilitate today’s knowledge workers and their needs for customized performance improvement especially on the complex technologies and processes in today’s market.


	List the core competencies that effective coaches possess.


	Table 3-1 Lists Most Important Skills needed by Coaches: communication, client motivation, self-management, and technical skill

	Explain how establishing strategically aligned objectives and measuring results facilitate learning in a coaching relationship.


	Evaluating performance, using measurements aligned to business when possible, provides a way to track success of the performance improvement (goal of coaching plan).

	List and define the basic steps in the coaching process.


	Personal Interview (assess opportunities, define scope, identify what next, and specifically desired outcomes)

Then it is follow-up from there…

Meet as scheduled, assess progress (performance), determine what’s next, schedule next session  <repeat as needed>
Coach may provide reading, activities, or like to do ‘tween sessions.  

Finnerty’s steps:

· Establishing and sustaining relationships

· Communicating expectations and establishing performance goals

· Establishing trust

· Encouraging development

· Identifying resources for success

· Observing and analyzing current performance and behavior

· Setting expectations for performance improvement

· Obtaining commitment, demonstrating desired behavior, and establishing boundaries

· Providing feedback on practice and performance

· Agreeing on actions and a coaching schedule

· Following up to maintain goals

	Explain cognitive dissonance disparity.


	When two attitudes/emotions/beliefs/values exist that are contradicting.  The discomfort of the contradiction often drives the person to create resolution by creating new information that works for both or to change or overturn one of the positions.
Example:  “World is flat” conflicted with geographical and astrological observations and eventually led to new belief, World is a sphere.

In coaching, this can be used to help person realize a need to change a belief by pulling out clearly the contradicting statements and challenging the roots (why’s) of the statements.

	State the value of mentoring.


	Mentoring is an ongoing process that provides an opportunity for a mentor to share skills, knowledge, and experience with a protégé.
A key benefit is that mentoring offers individual attention.  Mentoring programs are an effective means of increasing the political savvy, exposure, and visibility middle managers need if they are going to succeed in top-level management positions.

	List the techniques used to create effective communication in a coaching relationship.
	<not sure book covers this, but based on that:>
Many techniques of communication include:  face-to-face, phone, Voice over Internet Protocol (VoIP), Online meeting programs (Webinars), Email, Goal-setting and project-management software.

[I’d add: wiki’s, Web 2.0 vehicles (though privacy could be an issue)…]

	Describe training and certification programs geared towards coaches.
	Many via universities – and they vary.
ICF has 3:  Associated Certified Coach, Professional Certified Coach, and Master Certified Coach


	4 – LEADERSHIP COMPETENCIES ASSOCIATED WITH EXECUTIVE COACHING

Note: Complete rewrite on ASTD National Site effective Sept. 2009.



	Objective
	Information

	Apply techniques to turn potential into performance and improve business operations by providing direct one-on-one coaching to the selected candidates.


	Research shows that leaders fail because of a lack of development in two primary competency categories:  business acumen and people skills.  
Techniques are in third column in these tables.

· Table 4-1. Business Acumen Competencies and Development Techniques 
· Table 4-2. Leading People Competencies and Development Techniques.


Originally compiled by Jane “Star” Fisher.  For personal study use, you may edit for your individual needs.  
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