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the 5 disciplines 
of high impact coaching
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introduction
Welcome! We are delighted that you are taking this course. We believe, “if you increase your learning 
and you will increase your earning.” We have designed RCI’s “Real-Time” Learning in four niches:

★★ Leadership

★★ Customer Service

★★ Sales

★★ Personal Development

Most modules can be completed in a approximately 30 minutes or less to give you the help you need 
when you need it. Each contains practical and proven value that you can apply today. Sound learning 
theory supports each competency. Each is organized in three parts:

1. Self-assessment (5-8 minutes)..measure it!

2. Article (5-6 minutes)..study it!

3. Video and Application questions (10-15 minutes)...reinforce and apply it!

We encourage you to engage our other modules. All the skills and approaches in a niche reinforce one 
another. All learning to be useful must result in positive behavior or strategy changes. At the end of this 
module review the other resources available. We wish you the best of success-now accelerate your 
career!

Positively,

Rick Conlow
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assessment
➜ INSTRUCTIONS: If you are a manager how do you know if you are coaching effectively? Here are

21 specific traits to benchmark yourself. Use a scale of 1-6. Mark a 1 if it is very infrequently like you,
6 means it is very frequently like you.  Answer as you think your team sees you, not how you
would want to be.

YOU...
1._____  have trust with your team.

2._____ relate to your team positively but are direct about their performance-excellent or poor. 

3._____ are encouraging and helpful to your team.

4._____ ask for, use and value your team’s input.

5._____ establish all team and individual goals or plans in writing. 

6._____ expect your team to be the best.

7._____ track and review all results religiously.

8._____ review results in detail with your team and in one-on-ones with individuals.

9._____ create self development plans for all team members.

10._____ conduct monthly training and involve your team in additional training.

11._____ have a personal development plan for your growth and learning.

12._____ achieve team training totals of  60-70 hours per year per team member.

13._____ Conduct supercharged team meetings at least monthly or more as needed.

14._____ coach each team members one-on-one at least monthly or more as needed.

15._____ do informal coaching through email/texts/phone with everyone daily to weekly.

16._____ have open communication with your team and discuss all issues or problems.

17._____ establish high expectations for your team’s results and achieve them.

18._____ apply creative promotions/incentives/competition to challenge your team to excel. 

19._____ give your team liberal recognition, praise and rewards.

20.____ achieve the highest levels in terms of results, bonuses or incentives. 

21._____ overall, you are a high impact coach.
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scoring
➜ INSTRUCTIONS: Add your ratings from the previous page in the appropriate category.

Then identify your strengths and areas for improvement.

POSITIVE  
INFLUENCE

1._____

2._____

3._____

4._____

CLARITY OF  
OUTRAGEOUS GOALS

5._____

6._____

7._____

8._____

HIGH PERFORMANCE 
TRAINING

9._____

10._____

11._____

12._____

COURAGEOUS  
COMMUNICATION 

13._____

14._____

15._____

16._____

OUTSTANDING 
RESULTS

17._____

18._____

19._____

20._____

21._____

Select your top 4-5 strengths

Pick 2 areas for improvement where you rated yourself lower
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11 FATAL COACHING MISTAKES 
MANAGERS MAKE
Shhh, this is top secret! Not even the CIA, KGB, MI6 or Mossad know 
about this! Coaching is the ‘secret sauce’ to leadership success. So few 
managers understand this. Therefor, they make the following fatal 
mistakes over and over. Hardly shocking, these mistakes lead to 
employee disloyalty and lower performance. Duh!? 

According to research, 97% of people have self-limiting beliefs 
that derail their careers and performance potential. Great coaches 
help employees overcome these to achieve incredible results. Poor 
managers make these fatal mistakes that repeat the self-limits that 
often lead to despair for the employees and defeat for the managers.

11 FATAL COACHING MISTAKES 
Dishonesty: If you lack integrity and ethics, you lose trust. 

Then you lose your team.

Yell, scream, and swear: Have you ever witnessed this 

before? Ever notice what the employees seem to be 

thinking? What they do later? Now the performance isn’t 

the issue--the manager is, for being a jerk. Payback will 

come to the manager one way or another. Not all managers 

believe this because their ego gets in the way. As one 

executive told me, “It’s my company, I will do what I want!”

Attack, attack, attack: Nobody deserves 

constant abuse or criticism. This, like the 

above, is inappropriate and shuts down 

employees. If you have been on the end 

of this you know what I mean. In addition, 

harassment, discrimination, bullying, 

sexual abuse or racial prejudice are illegal. 

As we are seeing in the media lately when 

this is exposed the penalties can be harsh. 

There is no excuse.
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Not knowing the person: Trust is paramount. 

Great coaches take the time to build rapport 

and understand each employee. What are the 

employee’s strengths? Weaknesses? Career 

goals? Beliefs? Background? Motivations? 

Without this, breakthrough is almost 

impossible. Remember this quote by Bill Gates: 

“Everyone needs a coach. It doesn’t matter 

whether you’re a basketball player, a tennis 

player, a gymnast or a bridge player.” Too many 

managers just look at the business numbers 

and act as judge and jury. Then they say, “Next!”

Talk too much, listen too little: Coaching works 

as a dialogue and problem-solving effort. 

Listening and questioning are the bedrock skills 

of great coaches. It’s a communication process. 

Without listening, a manager communicates 

that he or she doesn’t care. A manager 

conveys this when one-on-one meetings are a 
monologue.

Come unprepared: What message does this send to 

employees? They aren’t important? Besides, it erodes 

standards for higher performance for the entire team. 

The manager loses credibility.

Show up late for a session or keep rescheduling it 

or never coach: Like being unprepared, this tells the 

employee that your time is more important than theirs. 

After a while, it erodes respect. Never forget that a 

manager’s success comes from their employees’ 

success. This is one of the top excuses managers 

have for not coaching, “I don’t have the time.” 

Whoever says this doesn’t have time to be a manager, 

let alone a leader.

Focus Only goals: Yes, do focus on goals and 

progress. But make development and learning the 

first priority. If an employee doesn’t learn to do a task 

on his or her own, then improvement or better results 

aren’t sustainable.
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Is your company going 
through significant change? 

See this complimentary 
eBook

Changing  
Change Management 

Do you want to learn how 
to be a one of the best 

leaders? If so, I suggest you 
check out our new book 

Superstar Leadership

Offer no help or guidance: With questioning and listening 

to someone, you teach an employee to be self-directed and 

architects of their own successful destiny. By strategically 

offering your input you can lead them forward faster.

Don’t follow-up: Coaching is a process, not an event. Great 

coaches guide informally at every opportunity. Great 

coaches also coach through scheduled one-on-one 

opportunities. Some say this is micromanagement but it’s 

actually leadership engagement. Leadership is a high 

contact sport.

Deny any responsibility: I have found that poor managers 

have abundant excuses: it’s the team’s fault or other 

departments or the economy or cutthroat competition. 

Excellent coaches are humble. They praise the team for 

good results and accept responsibility when things go 

wrong. Note: This doesn’t mean you don’t deal with poor 

performances. You do aggressively and positively. That’s 

part of what good coaching is all about.

BONUS! Wanting to be liked versus being respected: Great 

coaches aren’t always the most popular. They set the 

highest standards, work the team the hardest, and hold 

people accountable to their commitments. Why? Because 

they are always simultaneously focusing on current 

performance and the greater potential. However, they do it 

genuinely, fairly, and consistently. Thus, they are respected. 

If employees want to be the best they can be. A great coach 

will help them get there. Someone who just wants to be 

liked will derail them.

TAKING POSITIVE ACTION 
The key to greatness with high impact coaching is to 

sincerely desire to help others succeed. Then, continuing to 

learn how to unleash the potential of others by guiding them 

to learn how to learn how to win in their own careers. Author 

Tim Gallwey says it nicely: “Coaching is unlocking a person’s 

potential to maximize their own performance. It’s helping 

them to learn rather than teaching them.” .

http://rickconlow.com/changing-change-management-download/
http://rickconlow.com/changing-change-management-download/
http://rickconlow.com/changing-change-management-download/
http://rickconlow.com/product/superstar-leadership/
http://rickconlow.com/product/superstar-leadership/
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training video
This leadership video will give you the five disciplines of high impact, results producing coaching.

review questions

1. What have you learned or relearned in this module about high impact coaching? (Review your
learning with one other person)

2. What are you prepared to do differently and better in future situations?  What will you do today?

“If you want your team to be better you must be a better leader.”
RICK CONLOW

https://www.youtube.com/watch?v=bGK8esM_GXQ
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about rick conlow
I’ve been in your shoes, I was a manager just like you may be now. I 
wanted to succeed just like everyone. I wanted to make a difference. The 
first company I worked for believed in training, with this opportunity 
and my desire to learn, I attended over 100 training programs and 
conferences in a little over fifteen years. My results improved and I moved 
from teaching and selling to executive, with five promotions. Eventually, 
I founded Rick Conlow International. Our purpose is to bring out the best 
in others and make a positive difference in peoples’ careers. Throughout 
the years we have partnered with many fine companies and managers to 
achieve:

• 48 quality service awards including JD Power, Ford’s President
Award, and Canada’s Consumers Choice Award.

• Record-breaking sales year after year: 30%, 48%, 52%, 75%,
122% gains in sales.

• 15-20 points on customer experience surveys.
• 12-14 points on employee engagement surveys.
• Author of 20 books, including the best seller, SuperSTAR

Leadership.

You can do this and more. Exceed your potential today. I’ll show you how.

Ford’s President’s Award Canada’s Consumer Choice Award
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about rick conlow
call 612-868-8521 email  rick@rickconlow.com

read rick's customer experience resources

visit rick's website & blog

website

find more on rickconlow.com/shop

http://eim.rickconlow.com
http://rickconlow.com
mailto:rick%40wcwpartners.com%20?subject=
http://rickconlow.com/product/superstar-leadership/
http://rickconlow.com/product/superstar-customer-service-a-31-day-plan-to-improve-client-relations-lock-in-new-customers-and-keep-the-best-ones-coming-back-for-more/
http://rickconlow.com/product/designing-a-superstar-experience/
http://rickconlow.com/product/the-great-customer-experience-scam-ebook/
http://rickconlow.com/superstar-leadership-blog/
http://rickconlow.com
http://rickconlow.com/coaching/
http://rickconlow.com/shop
http://rickconlow.com/shop
https://rickconlow.com/store/store/
https://rickconlow.com/online-training/
https://rickconlow.com/coaching/
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