
Executive Coaching

Retreat/Meeting Facilitation

YPO Forum Services

Organizational Development

Job Transition

Making Success, Peace of Mind, Joy, and 
Hope a reality for executives through 
thoughtful guidance, accountability, 

and trusted advisor services
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Mentoring

Therapy

Consulting
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Quality Executive Coaching Program Characteristics

Partnership

 proactive structured

 future

 raising the bar 

 thoughtful guidance and 
accountability

 enhance

 measureable, agreed-upon success metrics 
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Leader in transition 

Leadership team 

High Potential 

Executive promoted 
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Remedial assignments 

Targeted skill-building 

Developmental assignments 
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Dimension Staff Managing Partners
(Score Range= 1 –> 6) Score ∆ 6 month ∆ Score ∆ 6 month ∆

Leadership 3.31   ->  5.01 +53.9% 3.55  ->  4.56 +28.6%

Strategic View 2.93  ->  4.70 +60.5% 3.0  ->  4.50 +50.0%

Drive for Results 3.33  ->  5.05 +51.4% 3.58  ->  4.79 +33.7%
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ROI of at least 5-6 times 
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Coaching 
Process

Planning & 
Contracting

Assessment

Action 
Planning

Ongoing 
Coaching

Measurement
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Helping Skills Model

1.

2.

3.
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Current 
Scenario

The Story
(What's going on?)

Blind Spots
(What's really going 

on?)

Leverage
(Focusing/Prioritizing)

Preferred 
Scenario

Possibilities
(Brainstorming)

Change Agenda
(SMART Goals)

Commitment
(Check goals are right)

Action 
Strategies

Possible Actions
(How many ways are 

there?)

Best Fit Strategies
(What will work for 

me?)

Plan
(What next and 

when?)
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
measurable success outcomes 

Action plan implementation reviews 


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Name: John Doe              Date:    12-31-2008   
 

Important Notes 
1. Target areas must be specific and measurable. 

   CORRECT: Increase positive feedback provided to peers by 20%. 
   INCORRECT: Process patient requests better. 

2. Action plan must be feasible / realistic. 

3. Resources must be obtainable. 
4. This is a partnership.  Both sides must agree. 
5. Schedule follow up meetings periodically to stay on track and focused. 
6. Celebrate successes/accomplishments throughout the year. 

Goals Action Plan Resources Needed F/U Dates Completed 
Goal #1 
 
Increase leadership role and visibility to 
Supervisors and staff by 20% * over the 
next 180 days 
 
* Supervisors from 3.55 to 4.26 and staff 
from 3.31 to 3.97 

1. Improve overall level of feedback in a positive way (ask for advice 
and  provide input) 

2. Increase visibility each morning before 8:45 am in office and at 
reception desk on occasion 

3. Take more proactive stance and offer new ideas, in areas such as 
cost savings, operations, and employee relations 

4. Take proactive lead in office space decisions 

1. Access to Supervisors, 
Professional Staff and 
staff 

2. Broker access and 
related personnel 

3. Create “Move Team” 

3/31 
6/31  

 

Goal #2 
 
Increase strategic view to Supervisors 
by 20% * over the next 180 days 
 
 
* Supervisors from 3.0 to 3.6 

1. Review and modify employee benefits (sick days, etc), as needed 
2. Conduct survey of other firms’ policies (Networking) 
3. Review Partner Agency participation and its membership as 

prospective clients and present findings with recommendations 
(Marketing) 

4. Review effective billing rates of top 25 clients, discuss trends and 
recommend changes in strategy for existing client base 

5. Conduct review of firm competitors to gain insight into market 
penetration, practice areas, diversification, new trends, and growth 
and make recommendation 

6. Recommend one-page report of key metrics for better 
management review of firm operations in a simple concise 
presentation; obtain approval from partners on key metrics (Score 
card)  

1. Firm policies and 
procedures handbook 

2. Survey outside law 
firms 

3. Partner Agency website 
and member web pages 

4. Various reports (rates, 
financials, client and 
Professional Staff 
information)  

5. Website access to firm 
websites 

3/31 
6/31  

 

Goal #3 
 
Increase the overall drive for results by 
20% * in several specific areas 
 
* Supervisors from 3.58 to 4.22 

1. Inspire and persuade others to achieve firm goals, such as time 
entry, business development, client relations and firm profitability 

2. Create excitement with launching of new website and opportunity 
for new contributions by attorneys 

3. Organize and lead the charge for the 2009 Firm Seminar 
4. Conduct review of contracts with XXXXXXXXXXX, XXX, 

XXXXXXXX, and recommend any needed change in direction 
5. Review and recommend support needs for the Section, firm 

expansion opportunities, revenue enhancement, and new practice 
areas to e-partners 

1. Supervisors feedback 
regarding firm goals  

2. Website design team, 
and  create “Website 
Team” 

3. Professional Staff input 
for firm seminar in 2009 

4. Vendor contracts 
5. Supervisors feedback 

3/31 
6/31  

 

 
Both of the parties, signing below, pledge to work together to ensure implementation of the action plan. Sponsor acknowledges and agrees with development plan. 
 
 
                     
Coachee      Coach       Sponsor 

Action Plan Steps are placed on 
Action Plan Tracking Form used 

as weekly reporting; see next 
page for example

Coachee, Coach, and 
Sponsor signs off on plan 
so there is clarity around 
goals  and expectations.
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Action Plan Tracking John Doe 
 
Month/Year:  Feb-2020  Time Period 
Item Needed 

Information 

Week 1 Week 2 Week 3 Week 4 Week 5 

Dates of Week: Date: 2/1/2020 Date:       Date:       Date:       Date:       

Take more proactive stance and offer 
new ideas, in areas such as cost 
savings, operations, and employee 
relations 

Lists situation, 
ideas and areas; 
outcome. 

                              

Utilize presence at speaking 
engagements to develop new contacts. 

Document who 
met, what they do, 
what is plan for 
follow up. 

                              

Practice and use active listening with 
clients, engagement teams and 
partners. 

Document  
situations where 
used and outcome 
of situation. 

                              

Seek input from those directly involved 
in projects or discussions, obtain input 
of those involved but not contributing 
and seek out "experts." 

Document 
situation: who, 
what, when, 
where, how. 

                              

Set aside time each week to visit one-
on-one with partners, managers and 
seniors in Dallas office outside of client 
engagement. 

Document who, 
when, subjects 
discussed. 

                              

Have lunch or visit with 1-2 different 
partners or managers each week 
outside of client engagements. 

Document who, 
when, subjects 
discussed. 

                              

Postpone decisions that do not need to 
be made right away. 

Document 
situation and 
outcome. 

                              

Complete the Behavior Accountability 
Chart weekly to evaluate anxiety 
provoking situations. 

Check off if 
completed. 

 
                        

 

Action Plan Tracking Form used 
as weekly accountability with 

coach; gives a month at a glance
on progress for coach/coachee; 

confidential form
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Behavioral Opportunity Form 
provides opportunities for 

discussion around triggers and 
decision making for optimizing 

successful behaviors while
increasing emotional

intelligence.
This is a confidential form and 

not shared with anyone.
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Use an evidence-based practice

Use of appreciative inquiry 

Personal development plan measureable 
outcomes
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