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Objectives

« Understand and improve Coaching skills

 How to help people identify and obtain their
goals

 Learn characteristics of successful coaches

« Understand personality types and the successful
Interactions with other people

« Learn how NLP influences the ability to Coach
» Learn techniques and tools to enhance

ImproviNG PeoPLE'S

wsw e/ C0OACHING performance (including gap analysis)
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Roadmap

» Reference Point — Greatest Coach?
« Coaching Vs. Managing
 The Role of Goal Setting

* Principles of Good Coaching
« Coaching for Improved Performance
« Understanding Personality Types
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Credibility and Semantics g‘:“

 Over 5,000 hours — CEOs, Business
owners, CFOs, COOQOs

 Coach
 Mentor
 Manager
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Credibility and Semantics =

)
* Over 5,000 hours — CEOs, Business
owners, CFOs, COOs
« Coach
* Mentor
 Manager
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Credibility and Semantics |

 Over 5,000 hours — CEOs, Business
owners, CFOs, COOQOs

e Coach - ASKS
 Mentor
 Manager
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Credibility and Semantics

« Over 5,000 hours — CEOs, Business |
owners, CFOs, COOQOs

e Coach - ASKS
e Mentor - SHOWS
 Manager
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Credibility and Semantics ~ 3

 Over 5,000 hours — CEOs, Business
owners, CFOs, COOQOs

« Coach - ASKS
* Mentor - SHOWS
 Manager - ALLOCATES
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Your Greatest Coach?

MOM
DAD
SPORTS COACH
BOSS
ROLE MODEL

* Mentally picture your
best coach that you
ever had what are
some of the words
that come to mind?
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Ben Kozlik &

 Ben R. Kozlik, age 88, of Edison Park, Marine Vet. WW I,
survivor of lwo Jima, beloved husband of Eleanor, loving
father of James (Marian), Kenneth (Linda) and Nancy M.
(Terry Moan); cherished grandfather of 4 and great-
grandfather of 3. Ben was deeply loved by his family for his
endless devotion. Ben was a true inspiration to all people
during his lifetime.

 Ben was a former Physical Education teacher at McArthur Jr.
High School in Prospect Heights. He coached youth baseball
In Edison Park for several years.

Ben played baseball for the University of Notre Dame and
played for the Chicago Cubs in their Minor League System.,

ImproviNG PeoPLE'S
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Sherpa Survey g;:,\_
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Delivery Methods are changing
Year In-person meeting  Telephone  Email, Chat, Text ~ Web Video High Def Video
2012 45.0% 25.0% 11.0% 15.0% 4.0%
2013 40.0% 29.0% 10.0% 17.0% 4.0%
2014 41.0% 28.0% 9.0% 16.0% 5.0%
2015 40.0% 27.0% 9.0% 19.0% 6.0%
2016 37.0% 25.0% 9.0% 22.0% 7.0%
2017 35.0% 27.0% 9.0% 21.0% 8.0%
2018 35.0% 26.0% 7.0% 24.0% 8.0%
2019 32.0% 25.0% 8.0% 25.0% 10.0%

ImproviNG PeoPLE'S
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How respondents self-identified themselves:

iy

External Coach Internal Coach Both an External Human Resources/ Manager/Leader
Practitioner  Practitioner and Internal Talent Development Who Uses
Coach Manager/Director Who  Coaching Skills
Practitioner | | Uses Coaching Skills

Coach Practitioners Managers/Leaders
Using Coaching Skills

IwpRovING PeoPLE'S
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Sherpa Survey

Delivery Methods | Trends 2010 - 2020
50 - 44
40 41
40 - 36
34
31 33
30 28 28
20 4
10 4 N
0 ¥ .
IwpRoVIN a A . ———— '
Lives an 2014 Pr—— —
Busines j\ 2017 2020
j SHAEL%:RA M HD video MW Webcam &1 Phone & iIn-person
JL JL
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20
18
16
14
12
10
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19
17 17
15
14
11
8
5 I

30 years

and under

Age profile

19
18

31to 34 35t039  40to 44 45t0 49 50to 54 251059
years years years years years years

W Coach practitioner Manager/leader using coaching skills

©2022 Thorsten Consulting Group, Inc.
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60 to 64
years

65 years
and over
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Coach practitioners: Generation by region

Asia | I
Eastern Europe 14
|
Latin America and the Caribbean |
|
Middle East and Africa
|
MNorth America
|
Oceania
|
Western Europe
Global
|
90 100
Percent
B Millennial ™ Gen X Baby Boomer M The Greatest Generation
Generations by Year
Generations Birth Years
ImproviNG Peopies Generation Z 1997-1999
Lives Ao Therg Millennials 1982-1996
Busmessss Generation X 1965-1981 ,
Baby Boomers 19461964 2020 ICF Global Coaching Study
Greatest/Silent Generations 1945 and earlier
e —e—— +ticiewe.. —-nsulting Group, Inc. 17
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Future obstacles

ect i+ 7
Untrained individuals 45

Marketplace confusion Hﬂ %
Market saturation *BE
Under pricing 2-4
Competing services 5
Over regulation 3
Other _f
Percent 0 I5 10 15 20 25 30 35 40 45
B Coach practitioner Manager/leader using coaching skills

©2022 Thorsten Consulting Group, Inc.
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Biggest obstacle for coaching over the next 12 months

Untrained individuals who call themselves coaches 23

; 21
Global recession 34

Lasting long term impact of the pandemic _718
Marketplace confusion about the benefits of coaching _ 12
Coaching market saturation m 8

Coaches under-pricing their services _ g
I 5

Constant cycle of opening then re-lockdown again in my area

Increased demand for services that compete with coaching . Fy

Over regulation of coaching I 11

Other [ 5
0

10 20 30 40
Percent

ICF Study

mEarly 2021 w=Mid-2020

KL JL
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HOW LIKELY ARE THE FOLLOWING TRENDS IN THE
EXECUTIVE COACHING INDUSTRY MOVING FORWARD?

ORGANIZATION
PRACTICE MANAGERS

Leadership development
programs with additional
coaching (B6%)

Leader-as-coach training
(teaching coaching skills
to leaders) (B3%)

External executive
coaching increasing (B0%)

Organizations centralize/
streamline executive coaching
under fewer vendors (78%)

Team coaching (78%)

Certification will be
preferred for coaches (75%)

Group coaching (75%)

Internal coaching (72%)

INTERMNAL COACHES

Leadership development
programs with additional
coaching (89%)

Leader-as-coach training
(teaching coaching skills
to leaders) (89%)

Internal Coaching (84%)

Team Coaching (B3%)

Coaching for millennial
leaders (82%)

Group coaching (80%)

Organizations centralize/
streamline executive coaching
under fewer vendors (79%)

External executive
coaching Increasing (75%)

EXTERNAL COACHES

Leadership development
programs with additional
coaching (89%)

Coaching for millennial
leaders (85%)

Team Coaching (84%)

Leader-as-coach training
(teaching coaching skills
to leaders) (B4%)

External executive
coaching increasing (83%)

Internal coaching (81%)

Organizations centralize/
streamline executive coaching
under fewer vendors [78%)

Group coaching (78%)

20
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HOW LIKELY ARE THE FOLLOWING TRENDS IN THE

EXECUTIVE COACHING INDUSTRY MOVING FORWARD?

© 00 6 60

Coaching management
systems (online tracking of
coaching engagements in
greater use) (72%)

Coaching for millennial
leaders (71%)

Coaching supervision will
become more prevalent (69%)

App-based coaching
platforms (very low cost virtual
coaching) will be a significant

player in the industry (67%)

Coaching fees will decrease
(become a commodity) (57%)

Artificial Intelligence
will eventually replace
hurman coaches (38%)

Coaching management
systems (online tracking of
coaching engagements in
Ereater use) [74%)

Certification will be
preferred for coaches (74%)

App-based coaching
platforms {wery low cost virtual
coaching) will be a significant
player in the industry (67%)

Coaching supervision will
become more prevalent (67%)

Coaching fees will decrease
fbecome a commodity) (55%)

Artificial Intelligence
will eventually replace
human coaches (38%)

Coaching management
systems (online tracking of
coaching engagements in
greater use) (74%)

Certification will be
preferred for coaches (74%])

Coaching supervision will
become more prevalent (65%)

App-based coaching
platfarms (very low cost virtual
coaching) will be a significant
player in the industry (63%)

Coaching fees will decrease
(become a commodity) (57%)

Artificial Intelligence
will eventually replace
human coaches (38%)

Percent responding “likely” and “highly-likely” on a 7-point scale.

M; Organization practice managers (45-47), internal coaches (65-68); external coaches (508-529).

©2022 Thorsten Consulting Group, Inc.
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or Manager?

Coach
1

You

10

1. believe that their job is to push people or drive
them

2.believe that they should talk at people by telling,
directing, and lecturing

3. believe in controlling others through the
decisions they make

4. believe they know the answers

5. triggers insecurity through administering a
healthy dose of fear as an effective way to achieve
compliance

6. believe that their job is to point out errors

7. believes in solving problems and making
decisions

8. believes in delegating responsibility

9. Dbelieve in creating structure and procedures for
people to follow
10. believes in doing things right

11. believe that their power lies in their knowledge

12. believes in focusing on the bottom line

Total Your Scores

[ 1

1. believe that they are there to lift and support
people.

2. believe in engaging in dialogue with people by
asking, requesting, and listening.

3. believe in facilitating others to make decisions
and empowering them to implement their own
decisions.

4. believe they must seek the answers.

79
{x

5. believes in using purpose to inspire commitment
and stimulate creativity.

6. believe that their job is to celebrate learning.

7. Dbelieves in facilitating others to solve problems
and make decisions.

8. believes in modelling accountability.

9. believe in creating a vision and promoting
flexibility through values as guidelines for
behaviour.

10. believes in doing the right things.

11. believe that their power lies in their
vulnerability.

12. believes in focusing on the process that
creates the bottom-line result.

Are you a Coach or Manager - © 2009 Thorsten Consulting Group, Inc.
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What is Coaching?

Dennis Kinlaw’s book “Coaching for Commitment”™

— "Successful coaching is a mutual conversation that follows a (
predictable Process and |eads to superior performance, "\
commitment to sustained improvement, and positive
relationships."

The International Coach Federation (ICF) defines coaching
on its applications for the Professional Cértified Coach.
(PCC) and Master Certifled Coach (MCC) Credentials In
this way:

— "Professional Coaching is an ongoing partnership that helps,
clients Rroduce fulfilling results in their personal and professional
lives. Through the procCess of coaching, clients deepen their
I%ar"nlng, Improve their performance, and enhance their quality of
ife.

Coaching is about giving support, inspiring, challenging,
modeling trust andintegrity, facilitating growth and change,
and parthering for success. The goal of coaching is the
development, growth and success of those being coached.
Coaching is supportive, respectful, encouraging, curious,
and posilive. Coaching is about positive movement.

©2022 Thorsten Consulting Group, Inc. Page 23
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Businesses Coaching - many purposes+
y

* Improve individual performance and

productivity

» Address leadership development and
succession planning

* |ncrease individual worker’s skill levels
* Improve organizational performance
» Address specific workplace problems
» Boost employee engagement

... > |mprove retention rates

EZZ&:::J""’I- Improve recruitment outcomes

i
||

Thorsten
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What is the average duration of a typical
coaching arrangement?

~ 0-3 months

" 3-6 months

~ 6-12 months
Over 1 year

ImproviNg PeoPLE'S
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Summary business indicators: Coaching services

r‘:‘:::jL ““i‘;’:f‘;'e‘;"e Clients  Hours
UsD usD # #
Length of coaching engagement (mainly) 3 months or less $25,000 %150 S 12
4 to 6 months $41,500 $220 10 13
7 to 12 months $63,000 $280 13 16
More than 12 months $69,000 $250 14 17
Less than 1 hour $45,200 $190 13 15
One hour $46,200 $210 n 13
More than one hour $49,000 %250 1 15
Delivery methods (always/frequent) In person $48,800 $220 " 14
Telephone $56,700 $240 12 15
Audio-visual $49,700 $220 1 15
All other $52,200 $240 12 17
ImprovING PeoPLE'S
Lives Ao THer
BusINEssEs Source: ICF Global Survey 2020
©2022 Thorsten Consulting Group, Inc. 26
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Cost of Coaching &

The cost for different kinds of coaching varies,
depending on:
— the frequency of conversation,
— planning,
— researching,
— documenting, and
— other "behind-the-scenes" work involved.
Genberaltly, however, most coaches will charge
abou
— $300 to $600 per month for individual coaching.

— Corporate programs that include a wide range of services
can var from $1,000 to upwards of $25,000 and higher.

— Monthl fees will deﬁend on, number of individuals being
coached onsite or offsite trainings, meetings, etc.

— Coach can tailor your coaching to your needs

ImproviNG PeoPLE'S
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Difficulty with

Ideal Coaching

New Paradigms Candidate
Will have Difficulty
difficulty with Learning New
Coaching Concepts

Open Minded

Coaching Matrix - © 2009 Thorsten Consulting Group, Inc.
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Why was a coaching relationsh\g/g,
terminated? )

* Mismatch between coach and employee

* Questionable expertise of coach

* |nability of employee to change

* ROI not easily measured

» Unwillingness of employee to engage Iin
the coaching process

» Lack of time for employee’s participation
e * INSUfficient funding
EIZ&:::J""’I- Not seen as urgent by top management

||

Thorsten




Thorsten Coaching Model

Need for Establish Determine need
Coach? Goals for and obtain

Monitor Course
Progress Corrections

Monitor
Candidate Progress
Assessment N

/P:.;'Q_Tw\e > Continue Success — or

Engagement? Failure
ImproviNG PeopLE'S

Coaching Model - © 2008 Thorsten Consulting Group, Inc.
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How to set and Achieve
Realistic Goals

Thorsten
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Goal Setting Paradigm

Goal Setting Paradigm

Coaching to
resolve

disciplinary

problems

Coaching to
work on

leadership

development

Coaching to
work on
whole
individual

Time Frame

Project

Project

On-Going

Tools

Gap-Analysis

360 Reviews
Gap-Analysis

Life Cycle
360 Reviews
Gap-Analysis

Coach
Emphasis

Directive

Participative

Inquisitive

© 2009 Thorsten Consulting Group, Inc.
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(baching and THE Real

val ue chain
Whole Individual Coaching

Leadership Coaching

Disciplinary Coaching

& 2009 Thorsten Consulting Group, Inc.
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Life Management Issues — Dreams | .

Mindmapping

ImproviNG PeoPLE'S

Thorsten
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Diieams
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Life Management Issues | &

Key Areas in your Life ¢
e 1.
. 2.
e 3.
e 4,
e O.
e 6.
e 7.
8.
©2022 Thorsten Consulting Group, Inc. Page 36

Thorsten



Circle of Life
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CONTROLLED MINDMAP

1.
g- Gmpact on Consumer Pricing) 1
' Other Impact %
Impact on Competitor
Impact on Sales Volume
Impact on Purchase Volume (wrm Event Occumd?) Qmpact on kabor Forc 9
Impact on Gross Margin Impact on Efficiency

Impact on Strategy

Qmpact on Vendor Pﬂcln@

S0 P oh
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1. 1
2. 2___
3. ___

(Environment) Social

‘ 1.
Legal (Your Company - Events) ------ [g ]

Economic (TechnologicaD

Global et
2.
1. 5




TKnawK/nolay-Diacknawk-magazine

' magazines across the US

lications
(Enteruinmem oemer)

o Western market
(thoughts from Jennifer and Karl O) Expand gallery

Log home Furniture : -
(cm) (lﬂmukee Gnys)

o) | (somn) (o)

Cm. Horeb Store - Barney Fnend) (Maouzme Ads) “ Cabin Show - Madison

s ™\
(Manitomsh Waten) m | Unique Adirondack Chair /)

Custom Furniture \ Mineoqua CThonten Timberworks - Marketing Phn) Bayfield County List of specialty stores

Hayward Mackinaw Island Cabinetry
~ Partner with Parade home builder P — g L
Email list .
_ Boulder Junction | | pejivery across US
SEO - for website . > = —
Logging | Leverage videos he has )™ . Maxwell Street Days
Cambridge specialty store = N ( Farmers Market
- Google - custom
Pamphlet / Brochure furniture marketing plan

Pinterest, etc.

Rough Edge

Researching and
comparing other makers

©2022 Thorsten Consulting Group, Inc. 40
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Life Management Issues | &
)

Summary

* Class discussion; please discuss the
following;

« What has this exercise taught you about
key areas in your life own?

 What has this exercise taught you about
steps that need to be taken?

* How will you bring this back to your
boron P personal life and make it a regular part of

Lives ano THeR

Businesses I th at I |fe 7

||

Thorsten




Mission and Values

|
LSS

Mission
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Creation of a personal )
mission statement

ImproviNG PeoPLE'S
Lives ano THeR

( I

Thorsten

4

The mission statement must be short and
sweet.

The mission statement must be easily
remembered.

The mission statement must inspire action.

The mission statement must provide
guidance in how a person will conduct their
affairs.






Goal Setting

* § is for specific

M is for measurable

[l is for attainable or achievable
* R is for realistic

e Tis for time bound.

ImproviNG PeoPLE'S
Lives ano THeR
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Thorsten
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—
C—

Personal Development Plan

for

A PERSONAL DEVELOPMENT GOAL
By goal i 1o b moare ikilled in B Sompiheacy:

B RESULTS DESIRED
I I am successf, this & how my improved cumpetoncy will fogk:

B,
[
d.

€ ACTION PLAN
These ane the steps [ will complebe o improwe my oompetenoy.

Action Steps Due Date

Complete
A

29 0 0 O O Q

D SCHEDULED PROGRESS REVIEW DATE
ACTUAL PROGRESS REVIEW DATE

Employes Signature |oate

HManaper Signature |Date

Page 46



Gap Analysis

lEen:mlrerﬂen‘:s. Eurrentlﬁ,r in place | omplaints Items Needed
Value: Respect for all

This section deals with how the employea treats customers with respact and integrity.

1) customers are treated Yas - ABC complained | Training Course on
with respect. The about your parformance  |"Meating the Customer's
customer is always right on project XYZ Needs"
s - produchion

employeas do not get Face to Face meeting
2) Co-workers are treated their information on a with production.
with dignity and in an timely basis and feal Apologize and
environment of threatened if they understand and build
cooperation and honesty queastion you. follow up toaol.

Read book on Body
Y¥es - The CEO observed |Language - offer apology

31 Employees will display yvour body language at - be more attentive at
an attitude of openass, the last staff meeting. next maeting and ask
friendliness and respect Your actions were good appropriate

in all corporate functions. |inappropriate questions.

(note: as items needed are completed, they can be transferred to the "Currently in place®™ column. In

ImproviNG PeoPLE'S - !
aszenca, yvou are building a log of the action staps.
Lives anp THewR Yy g g ps
BusiNgsses .
1 © 2009 Thorsten Consulting Group, Inc.
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Example of Negative Talk

ImproviNg PeoPLE'S
Lives ano TheR

Thorsten
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Affirmations

 Subconscious
e Self - Talk
* Positive vs. Negative

ImproviNG PeoPLE'S
Lives ano THeR
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Affirmations

* Here's how to write your own
affirmations:

— State the desired outcome In a clear, direct
sentence. Focus on specifics. Write your
affirmation in the present tense and in a
positive way.

— Example: "l will pay off my credit card debt"

. becomes "l am debt free."

wwie/ — |f you find objections surfacing in the form of
II negative self-talk, restate the objection in the
I form of another positive affirmation.

Thorsten



Visualization g/’

» Sports - Athletes will rehearse
In their mind.

* One prisoner of war in Viet Nam mentally
played 18 holes of golf everyday while In
captivity. ;

e
» Basketball student study
IwproviNg PeopLE'S -
Lives Ao THer
Businesses
Al

Thorsten sulting Group, Inc. Page 51




Question

 How much time are
we allotted to
practice or
rehearse during
work?

ImproviNG PeoPLE'S

©2022 Thorsten Consulting Group, Inc. Page 52
Thorsten



Principles of Good Coachir

* A good coach often
wears several hats.
They are frequently
a mixture of
teacher, counselor,
cheerleader,
motivator, and

e P 1 €N TOL.

Lives anp THewR

Al

Thorsten
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Coach Qualities / Character!

« Committed to individual integrity, values, and
personal growth.

* Profound thinkers who see themselves as
educators, not just coaches.

« Well-educated (formally and informally) in a liberal
arts tradition.

* Long-run commitment to their clients and their
organizations.

« Willing to experiment with new ideas.
« Value the coach-client relationship.
« Understand and appreciate human nature.
« Love their work. e
 Honest and strong in character.
I « Human and therefore imperfect.

IwpRovING PeoPLE'S

©2022 Thorsten Consulting Group, Inc.
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Thorsten

Coach Qualities / Characteri

Provide clear, complete instructions.
Let employees know how they’re doing.
Give credit when credit is due.

Give constructive feedback when employees make
mistakes.

Remain accessible.
Take time to teach what they know.

Build and maintain mutually rewarding relationships
with employees.

Set reasonable and consistent expectatipms
Establish and model a high standard.
Build team effort to achieve high producHvig

©2022 Thorsten Consulting Group, Inc.
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Coach Qualities /
Characteristics

Maintain a sense of humor.

Seek a commitment to quality and performance
from each individual.

Provide support for all employees even when
performance is not up to expectations.

Remain poised and positive under stress.
Manage their time and responsibilities well.

Understand and appreciate their own strengths
and weaknesses.

Establish goals.

Monitor their own progress.
|dentify problems.

Find solutions.

©2022 Thorsten Consulting Group, Inc.
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Coach Qualities /
Characteristics

Enhance their knowledge of the industry and
customer base.

Realize their full potential.
Commitment and Dedication.

Highly inquisitive i
Disciplined ‘
Communicative S AN

Motivate — are positive, enthusiastic and
Inspirational.

Attentive
Approachable

©2022 Thorsten Consulting Group, Inc. Page 57



We Band of Brothers

IwpRovING PeoPLE'S
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Servant

“The servant-leader is servant first.. (
It begins with the natural feeling that'!
one wants to serve, to serve first.
Then conscious choice brings one to
aspire to lead. That person is sharply
different from one who is leader first,
perhaps because of the need to
assuage an unusual power drive or to
acquire material possessions...The
leader-first and the servant-first are
two extreme types. Between them
there are shadings and blends that
are part of the infinite variety of
human nature.”

&

IwpRovING PeoPLE'S

I Robert Greenleaf

©2022 Thorsten Consulting Group, Inc. 60
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Servant
Leader

Thorsten

Listening ,{\
Empathy

Healing

Awareness

Persuasion
Conceptualization
Foresight

Stewardship

Commitment to the
growth of people

Building community

©2022 Thorsten Consulting Group, Inc. 61



| ovelll

» Coaching is
a calling!!

ImproviNG PeoPLE'S
Lives ano THeR
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Self Esteem / Respect

otetetetotototetetotototetotololelel

 How do you make P

someone feel good
about him/her?

* Hockey Puck
* Sincerity

Respect is feeling good about myself.

Respect is knowing J am unique

and valuable.

Respect is knowing J am lovable and capable.

ImproviNG PeoPLE'S

Respect is listening to othevs.

Respect is knowing others ave valuable, too.

Respect is treating others nicely.

otetototototolotototolololotolotololeloletotezeceieiete
ototototetotototototolotetetotololotetotototolototeselo

jototeletetetototetototetototetotele
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Art of Listening
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Coaching Styles S

» Coaching Is most effective when!
managers demonstrate a genuine
or sincere Interest In helping the
employee

Thorsten



Coaching Strategies g;/e
y

« Coaching feedback:
— addresses behaviors that can be changed
— Includes alternative positive behaviors
— focuses on only one or two issues at a time

* Make It clear the employees are primarily
responsible for their own professional
development.

* Encourage employees to become subject
matter experts so they will have greater
professional options, opportunities, and
security in the company and a greater
employability in the job market.

wens ks Talk With employees about their career plans
s gy @Nd help them identify and take advantage
’II of training opportunities.
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What is NLP? ’

* Neuro-linguistic programming (NLP) is
a field of human study concerned with
empirically studying and modeling human
performance and excellence, with the goal
of creating transferable skill sets.

Thorsten



Perceptionis not reality; perception creates a new reality.
© 2010 Thorsten Consulting Group, Inc.
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Representational Systems

* There are 3 main learning styles
(representational systems) that we all
use to communicate. They are:

— Visual,
— Auditory, and
wwt’  — Kinesthetic.

\J ( I
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ImproviNG PEoPLE'S
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NLP Eye Patterns

Visual Constructed /_\/

\
h

Visual Remembered

Auditory (. Auditory
Conslructed ) Remembered
Kinesthetic T g
Auditory Digital
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Suggestions For Practice of | 5
NLP-Rapport Techniques

« 1) During conversations with clients, colleagues, and friends and while
listeningto radio or television pay attention 1o the words and phrases people
use to describe their experiences. Try to identify their dominant
perceptual modes.

2) Iéeep a notebook to jot down words and phrases that indicate perceptual
modes.

3) Practice using the same words and phrases as others in your
conversations with them. Vary this practice by choosing différent words
while remaining within the same perceptual mode.

4) In your conversations with others, practice active listening. Reflect back
to them your understanding of what they’ve said or intended. Remain in
their dorminant perceptual mode while doing this. You mlght also pace some
of their other behaviors to strengthen the bond of rapport you are creating.

5) Whenever someone says something important that you don't fully
understand, probe for hidden meaning by asking “What?” questions. Vary
Tthls by asking “Why?” questions to determine the difference in responses.

(1A
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Checking on Rapport

* Instant Rapport can be checked by:

— Immediate mirroring, speaking, looks, and
posture.

» Group Rapport can be checked by:

— Mirror the group, check their temperature,
raise their hand.

ImproviNG PeoPLE'S
Lives ano THeR

BusiNesses
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Matching / Mirroring

ImproviNG PeoPLE'S
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Pacing and leading Is a powerful | »
way to influence others...

— Practice making verifiably true statements about where you are
right now (E.g. | am sitting in my office, the sun is shining, it's
2013, it's Tuesday etc.)

— In a low-risk situation (e.g. with a friend), practice making some
pacing comments to another person, and notice what effect they
have (people will often nod or say mmm-hmmm in response.)

— Set yourself a goal for communication in a low-risk situation (e.g.
to persuade the other person to go for a coffee.) Use pacing and
leading to seamlessly lead them to that goal.

— Begin to identify all the areas in your life where you can start
using pacing & leading to persuade others more effectively.

ImproviNG PeoPLE'S
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Reframing
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Emotional Intelligence

* Pounding fist on table in meeting
e Screamer in the office
 Someone needs a hug

* Threatening behavior

ImproviNG PeoPLE'S
Lives ano THeR

Al
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Emotional intelligence is more important than h@}}g

1Q, employers said (in order of importance):. 5 /

 Employees [with high EI] are more likely to
stay calm under pressure

 Employees know how to resolve conflict
effectively

 Employees are empathetic to their team
members and react accordingly

 Employees lead by example
mployees tend to make more thoughtful

@
ImproviNG PeoPLE'S
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What is Emotional Intelligenc‘a.

EQ Is the level of your ability to understal “
other people, what motivates them, and ht

work cooperatively with them. p -

Definition: Emotional intelligence refers to the
capabillity of a person to manage and control
his or her emotions and possess the ability to
control the emotions of others as well. In other

- MYQTds, they can influence the emotions of other
medGoOple also.
A

)
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of Emotional Intelligence (EQ) > |

o Self-awareness
« Self-regulation

Understanding the Five Categor'@g,

. Motivation ‘ .

* Empathy

. Social Skills L >
g
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Understanding the Five Categories

€ hZ

of Emotional Intelligence (EQ)@ @

. Self-awareness _/
The ability to recognize an emotion as it “happens™ IS

the key to your EQ. Developing self-awareness
requires tuning in to your true feelings. If you
evaluate your emotions, you can manage them. The
major elements of self-awareness are:

« Emotional awareness. Your ability to recognize
your own emotions and their effects.

« Self-confidence. Sureness about your self-worth

wen b ANC Capabllities.
BusiNessES
ﬁl
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Understanding the Five Categories

of Emotional Intelligence (EQ)@ @
« Self-requlation V

* You often have little control over when you experience S
emotions. You can, however, have some say in how long an
emotion will last by using several technigues to alleviate
negative emotions such as anger, anxiety, or depression. A
few of these techniques include recasting a situation in a
more positive light, taking a long walk, and meditation or
prayer. Self-regulation involves

« Self-control - Managing disruptive impulses.

* Trustworthiness - Maintaining standards of honesty and
Integrity.

« Conscientiousness - Taking responsibility for your

performance.

Thorsten



Understanding the Five Categorie

of Emotional Intelligence (EQ)@ @
+ Motivation V

To motivate you for any achievement requires clear goals anafess"
positive attitude. Although you may have a predisposition to

either a positive or a negative attitude, you can, with effort and
practice, learn to think more positively. If you catch negative
thoughts as they occur, you can reframe them in more positive
terms — which will help you achieve your goals. Motivation

consist of:

« Achievement drive - The constant striving to improve or to
meet a standard of excellence.

« Commitment - Aligning with the goals of the group or
organization.

 |nitiative - Readying you to act on opportunities.

ImproviNG PeoPLE'S
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Ways to Improve Emotional
Intelligence

« Understand the importance of emotional
intelligence in all aspects of your life.

« Learn to recognize stress triggers and how to
deal with them.

« Be open minded, intellectually curious and
agreeable.

* Be outgoing and empathetic. |

- Be conscientious and prepared to delibergj

* Be attentive and self-aware—know thysel ;
wome Fnes Fo - Practice communication skills.

I- Be optimistic.

Source: “How to Improve Emotional Intelligence: 8 Steps.” Accessed November 23, 2013. www.wikihow.com/Improve-
Emotional-Intelligence.
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Coaching for Improved Performan%/
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Coaching for Improved Performané?

—
RPN WSO OO0 O O
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Coaching for Improved Performané?
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Coaching for Improved Performanéﬂ-?
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Coaching for Improved Performanéﬂ-?
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Coaching for Improved Performan&gj

¢
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9 Coach - Be thankful
A g train témem 4
7
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5
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1
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Coach - Be thankful
train téiem

4

Coach -
train them

3
VP-Sales

Fire ‘em

1 2 3 4 5 6 7 8 9
Performance
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Coach - Be thankfu’
train téiem

4

Coach -
train them

3
VP-Sales

Fire ‘em
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Coaching for Improved Performan

Coach - Be thank ’
train télem

4

Coach -
train them

3
VP-Sales

Fire ‘em
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g
Myers Briggs Lo

)
* Energy comes from E |
« Attention focused on N S
 How decisions are made F T
* Environment — comfort P J

WwWW. humanmetrics.com
Click on “Jung Typology” Free Evaluation

ImproviNG PeoPLE'S
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Myers-Briggs

INTP  ESTP ENTP

m INFJ  ESFJ ENFJ
m INFP  ESFP ENFP

I-Introvert, S—Sensing, T-Thinking,
J-Judging, E—-Extravert, N—

I(N)tuitive, F-Feeling, P—Perception
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Concluding Comments &)

« Coaching vs. Managing

* Open Minded and Learners

« Goal setting

 NLP — Eye cues, mirror and match
 Culture Grid

* Personality Profiles

Thorsten



Questions?
More Information?

Jim Lindell, President
Thorsten Consulting Group, Inc.
lim@thorstenconsulting.com
414-403-5806

www.thorstenconsulting.com
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