Coaching for Retention
“What’s Holding You Back”?  Get past the superficial why & get to the emotional, gut why.

Tactics later – Not about You, it’s Them.

“You can’t push anyone up a ladder unless they’re willing to climb themselves” – Andrew Carnegie

Building Effective Partnerships

Affective (Emotional) + Cognitive leads to Behavioral Conducts (The Habits)

Early on, it will take time

Everything we say & do makes a difference – Can start a chain reaction that affects the decisions and actions of 100’s of others. 

Recruits are looking to you – You need to lead.  What will you reflect?  It then becomes about THEM.

Duplicate Training, Duplicate Attitude.  Your recruits have their eyes on you, learning.  What do you want them to duplicate?  Then model it.

Don’t Prejudge.

The Emotional Bank Account:

Deposits: Seek 1st to understand, Show kindness, courtesy and respect, keep promises, be loyal to the absent (No talking behind their backs), set clear expectations, apologize (even if it’s PC that let them down), give feedback, forgive

Withdrawals: Assume you understand, showing unkindness and disrespect, being disloyal, creating unclear expectations, being proud and arrogant, not giving feedback, holding grudges.

To listen, shows respect.

4 essentials: Listening, Emotional Intelligence, Trust & Inquiry.

Good coaches don’t have answers, they have questions.

Active listening – w/o judging, questioning, arguing.  Giving up control of the conversation to the speaker.  Visually, verbally & vocally listening.

Sometimes its not what you say, it’s how you say it.

Value of active listening: Others are more inclined to listen to you, you demonstrate acceptance, eliminate defensive behavior, reduce potential for misunderstanding, you get other person involved.

There are 4 styles of people.  Emotional Intelligence is knowing to adapt personal style to theirs and understanding they’re aren’t you.  For example, I’m a control freak, but X is a planner.  I need to speak to X, in their language, as a planner.

Talk their language, they’ll then be engaged and interested….even excited.

Trust – suspending judgment.  Projecting how goal accomplishment will benefit the person.  Being pragmatic & precise, establish clear boundaries, discuss ground rules from the start & responsibilities & commitment.

Get Them to Own It.

Inquiry – Build relationship & rapport.  Gather info.  Begin to understand coachee’s point of view.  Show Interest.  Solicit self-feedback (makes them comfortable to ask questions), allow coachee to discover answers on their own (foster independence).

Telling Vs. Questioning 

Telling – Controls conversation, shuts off flow of ideas, triggers combativeness or other forms of self preservation.

Questioning – Opens people up, stimulates learning, creativity & understanding.  Allows people to own their ideas.

Allow them to come up with their conclusion.  How does PC fit  in with their life?  How do they want it to be?

We don’t recruit…..we offer….we inform.
See, Do, Get…Attitude =  Action  =  Result 

Coaching Follow Up – Observe & Follow Up, Create action/development plans.  Set up regular follow-up meetings, suggest formal or informal check points, Set up follow up reminders in your agenda.

Look @ the engaged, the key people….work with them.

Make sure the goals are SMART – Specific, Measurable, Attainable, Realistic, and Timely.

What do you want out of this biz?  Why?  How will it feel?

Connect w/ recruit, and connect PC w/ their emotional why

Successful Coaching Outcomes: Motivated & Successful Staff, Achieving Performance Goals, See Future Growth, Believe in You.

