
The coaching stance: In a GROW conversation, your job is to ask questions, not give answers. You are helping the other person

access their own thinking. Trust the process. Resist the urge to advise.

D AT E C O A C H E E C O A C H  /  M A N A G E R

Establish what the person wants from this conversation and, if relevant, their longer-term goal. Make the goal specific and owned by the

coachee.

What would you like to focus on today? What do you want to have achieved or decided by the end of this conversation?

What does success look like for you? How will you know you've achieved it?

On a scale of 1-10, how motivated are you to work on this? Why that score?

Explore the current situation honestly. Help the coachee see their reality clearly, without judgment, blame, or justification. Be curious, not

diagnostic.

What's happening at the moment? Tell me about the current situation.

What have you already tried? What happened?

M E E T I N G  D E TA I L S

G :  G O A L :  W H AT  D O  Y O U  W A N T  T O  A C H I E V E ?

R :  R E A L I T Y :  W H E R E  A R E  Y O U  N O W ?

S I R  J O H N  W H I T M O R E  ( 1 9 9 2 )

GROW Coaching Conversation Template

GROW is the world's most widely used coaching framework, simple, powerful, and applicable in any 1:1 or

coaching conversation. Use this template to structure a conversation that helps someone move from

where they are to where they want to be.
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What's getting in the way? What's the real obstacle?

What resources or strengths do you have that are relevant here?

Who else is involved or affected? What might they be thinking?

Generate options before evaluating them. Your job is to help them think broadly, not to provide the answer. Only offer suggestions as a last

resort, and frame them as a question.

What could you do? What are all the options, even if some seem unlikely?

What else? (Ask this at least twice, the best options often emerge later.)

What would you do if you knew you couldn't fail? If time/resources weren't a constraint?

What are the pros and cons of the most appealing options?

The value of the coaching conversation is only realised when it leads to action. Be specific about what, when, and how accountability will

work.

What will you do? What's your first step?

# C O M M I T M E N T  ( S P E C I F I C  &  T I M E - B O U N D ) BY  W H E N

1

O :  O P T I O N S :  W H AT  C O U L D  Y O U  D O ?

W :  W AY  F O R W A R D :  W H AT  W I L L  Y O U  D O ?
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2

3

On a scale of 1-10, how confident are you that you'll take this action? What would make it a 10?

What support do you need from me?

F O L L O W - U P  D AT E  &  M E T H O D : N E X T  C O A C H I N G  C O N V E R S AT I O N  D AT E :

W H AT  W O R K E D  W E L L  I N  T H I S  C O N V E R S AT I O N ? W H AT  W O U L D  I  D O  D I F F E R E N T LY ?

O N E  T H I N G  I ' M  G O I N G  T O  P R A C T I S E  I N  M Y  N E X T  C O A C H I N G  C O N V E R S AT I O N :

Remember: The quality of your questions determines the quality of the conversation. Use open questions (What,

How, When, Who). Avoid Why (it can feel accusatory). Use silence, give the person space to think. Follow their energy,

not your agenda.

Want help putting this into practice?

Growth Performance builds the human advantage in an AI-driven world, with people, teams and

leaders.

growthperformance.co.uk/contact

hello@growthperformance.co.uk

C O A C H ' S  R E F L E C T I O N
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