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Coaching Frameworks (e.g., GROW, SMART Goals, SWOT)

Every profession has its tools of the trade, and in coaching, frameworks are among the most powerful. These structured approaches help both coach and client navigate conversations with greater clarity, purpose, and direction. While coaching is inherently dynamic and responsive, frameworks provide a scaffolding that ensures progress, coherence, and strategic alignment. They offer repeatable processes without becoming rigid scripts. For new coaches, frameworks build confidence; for experienced ones, they provide depth and refinement. In this chapter, we’ll explore some of the most widely used frameworks in career and business coaching—GROW, SMART Goals, and SWOT—and examine how they can be used to facilitate insight, action, and transformation.

The GROW model is arguably one of the most popular coaching frameworks and for good reason. It offers a simple, logical structure for coaching conversations while still leaving room for exploration. GROW stands for Goal, Reality, Options, and Will (or Way Forward). The beauty of this model lies in its versatility. It can be used for a single session or a multi-session engagement. It applies equally well to career planning, business development, performance improvement, or leadership coaching. The coach begins by helping the client clarify the Goal: what they want to achieve. This step is not always as straightforward as it seems. Clients often arrive with vague or externally driven goals. The coach’s role is to help them refine this into something clear, meaningful, and personally relevant.

Once the goal is defined, the next step is to examine the current Reality. This is where the coach helps the client take stock of where they are now. What’s happening in their environment? What internal and external factors are influencing the situation? What resources do they have? What’s missing? This phase is about getting grounded in facts and perceptions without judgment. It helps the client see the gap between where they are and where they want to go. It also reveals limiting beliefs, unspoken assumptions, and areas of strength that may not have been fully recognized.

After Reality comes Options. This is the brainstorming phase, where creativity and curiosity are encouraged. Coaches ask open-ended questions like, ‘What could you try?’, ‘What else might work?’, ‘If there were no limits, what would you do?’ The goal here is not to find the perfect answer but to generate possibilities. Too often, clients think in binaries—either this or that. The Options phase helps them expand their thinking and consider new strategies or perspectives. This is also a good moment to explore potential risks and trade-offs, as well as alignment with values and long-term goals.

The final step is Will—or Way Forward. This is where commitment is made. The client chooses one or more options and develops a concrete action plan. The coach supports them in identifying what they will do, when, and how they will be accountable. This phase transforms insight into action. Without it, even the most profound revelations remain theoretical. The coach’s role is to ensure the plan is both ambitious and realistic. They may ask, ‘What’s your first step?’, ‘What support do you need?’, ‘How will you stay on track?’ GROW works best when each step is revisited with fluidity, allowing the client to adjust as needed.

Another widely used tool in coaching is the SMART Goals framework. SMART stands for Specific, Measurable, Achievable, Relevant, and Time-bound. This model is especially useful when clients are setting tangible goals that require tracking and accountability. While it may seem prescriptive, SMART goals are powerful because they force clarity. A client who says, ‘I want to grow my business,’ will be guided to refine that into something more actionable: ‘I want to increase my monthly revenue by 20% over the next six months by expanding my client base and introducing a new service.’ This shift in language changes the nature of the work. It allows for planning, measurement, and iteration.

Each component of SMART has its role. Specific ensures the goal is clearly defined. Measurable allows progress to be tracked. Achievable ensures the goal is realistic, not demoralizing. Relevant ensures alignment with broader values or objectives. Time-bound sets a clear deadline, adding urgency and focus. Coaches using SMART help clients set up milestones and reflect on progress in a structured way. It’s particularly helpful in business settings where metrics matter and results need to be communicated clearly. That said, SMART should not stifle intuition or creativity. Coaches often blend this model with more exploratory tools to keep the process holistic.

The SWOT analysis is another framework that brings strategic depth to coaching conversations. SWOT stands for Strengths, Weaknesses, Opportunities, and Threats. Originally developed for business planning, it is equally useful for individual career development and leadership coaching. The SWOT framework helps clients take a 360-degree view of their situation, balancing internal and external factors. It can be used when making a big decision, entering a new market, or exploring a career pivot. It encourages clients to think beyond personal preferences and examine broader dynamics.

OEBPS/d2d_images/cover.jpg
THE COACH'S
TOOLKIT

THE COACHING EVOLUTION. BOOK 2.

SANTIAGO MACHAIN





OEBPS/d2d_images/chapter_title_above.png





OEBPS/d2d_images/chapter_title_corner_decoration_right.png





OEBPS/d2d_images/chapter_title_below.png





OEBPS/d2d_images/chapter_title_corner_decoration_left.png





