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Coaching best-practices – how to get the best
from your team

Coaching is like running a race. For both,
you have:
1. Start
2. Finish
3. Track
4. Hurdles
In other words…
1. Start: know where you’re starting
from. If you begin from the wrong
place, you’ll run the wrong race
2. Finish: know where the finish line
is, or you’ll sprint off in the wrong
direction. And, as the saying goes:
“if you don’t know where you’re
going, you’ll end up somewhere
else”
3. Track: know the path you’re
taking, to take you from start to
finish. What’s happening first,
second, third…?
4. Hurdles: know – in advance – any
hurdles you’ll encounter, and how
you plan to overcome them. This
is much more effective/pleasant
than being surprised by a hurdle
and having to deal with it with no
prior planning
So, to become a great Coach, you
have to master all four. And each
requires a combination of:
 Asking the other person good
questions – like “what are you
looking to achieve?”; and/or
 Guiding their thinking – like “in my
experience, in situations like this,
people are often thinking X or Y.
Does that sound like you?”

For example:
1. Start – find out where they
are now
 Know your first questions, to
start them speaking – “Are
you having fun at work?”,
“How can I help you?” etc.
 Know your second questions,
to uncover more detail – “Tell
me more?”, “Why’s that
exciting/worrying?”, “How do
you know that this is the
case?” etc.
2. Finish – find out where they
want to get to
 What are looking to achieve?
 How will you know you’ve
achieved it?
 What value will it bring when
you have achieved it?
3. Track – help them find the
best path to take, to achieve
their goals
 What’s the best way to
achieve these goals, in your
opinion?
 I’ve seen others achieve this
by doing X or Y.
Would either of these work for you?
4. Hurdles
 What obstacles will you face,
in achieving this?
 How will you overcome these?
 One thing I’ve seen work is X.
Is that worth trying here?
If you already have some good
questions – ones that uncover the
answers you need – great: keep using
them.

But if not, invest time developing
them, and practising them until they
feel natural. Both you and your
colleagues will be delighted you did.
Action point
For your next coaching conversations,
think in advance what questions you’ll
ask, to find what you need to know.
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Important Notice
© Copyright 2015, Bizezia Limited, All Rights
Reserved
This article appeared in Better Business Focus,
published by Bizezia Limited ("the publisher").
It is protected by copyright law and
reproduction in whole or in part without the
publisher’s written permission is strictly
prohibited. The publisher may be contacted at
info@bizezia.com (+44 (0)1444 884220).
The article is published without responsibility
by the publisher or any contributing author for
any loss howsoever occurring as a
consequence of any action which you take, or
action which you choose not to take, as a
result of this article or any view expressed
herein.
Whilst it is believed that the information
contained in this publication is correct at the
time of publication, it is not a substitute for
obtaining specific professional advice and no
representation or warranty, expressed or
implied, is made as to its accuracy or
completeness. Any hyperlinks in the article
were correct at the time this article was
published but may have changed since then.
Likewise, later technology may supersede any
which are specified in the article.
The information is relevant primarily within the
United Kingdom but may have application in
other locations.
These disclaimers and exclusions are governed
by and construed in accordance with English
Law.
Publication issued on 1 November 2015
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