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Executive Coaching
I had a chance to hear Dr. Marshall Goldsmith speak last week. Marshall is consistently ranked as one of the top five executive coaches in America. He works extensively with GE and their management team. I thought you might be interested in his perspective on how each of us can alter specific behaviors that might be holding us back.
He described the basic process of executive coaching as follows:
1.
Profile the desired behaviors for the position/person.

2.
Solicit feedback from about six stakeholders (peers and subordinates) on how the person is engaging in undesirable behavior. It should be confidential feedback and should not go into the person's personnel file.

3.
From the feedback, help the individual focus on one or two (no more) needed changes in their behavior.

4.
Teach the individual and the stakeholders how to follow-up

5.
After the passage of some time, discuss the needed changes and resurvey the stakeholders. Feedback is the key. Successful behavioral change is directly and powerfully correlated with the amount of feedback the individual receives as he or she tries to change their behavior.

Another key to success is that the person MUST want to change and be willing to accept the rules of the process. If he or she is unwilling on either count, Marshall recommends letting the person go immediately. In this scenario, the change process is a waste of that person's time and the company's time. Furthermore, problems in the areas of ethics or integrity cannot be fixed in this manner. Usually, most great companies have zero tolerance for those types of problems, whatever the case may be.
