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Chris Davies from Bullpen consultancy provides a personal view on what type of skills you need to 
coach effectively. 

There are many skills involved in coaching. A huge number of books and articles have been written about 
coaching skills, meaning it can be confusing to decide where to focus. Below are some recommendations 
based on my experience from coaching insurance professionals and teams, using the CARE mind-set as 
a framework: 

Be Curious 
Ask questions 
Allan Pease beautifully defines the power of asking questions with his statement and book “Questions are 
the answers”. Like sales, leadership and coaching conversations are all about understanding the person 
you are in conversation with. Asking open, considered questions that move the conversation forward whilst 
helping the person explore their own situation are vital. 

Tips: 
l Practicing and receiving feedback on your questioning style is a great way to improve your 

questioning ability 

l Focus on asking open questions – using what, where, when, how, who and why to start your 
questions 

l Seek some training on questioning to kick start this crucial coaching skill. 



    
    

  

       
 

   
   

 

        
    

    
 

      
   

   
    

  
   

      
 

 

    
    

 

Observe 
Sports coaches are constantly watching their team(s) or individual(s). In insurance this can be difficult to 
replicate because our role as leaders is different to that of a sports coach. But by watching your team you 
will spot opportunities to start powerful coaching conversations. 

Tip: 
l Find ways to observe your team e.g. call listening, client coaching visits, let them lead team 

meetings, delegate tasks/projects and use these as observation and coaching opportunities. 

Be Aware 
Listen to learn 
There is no point asking fantastic questions if you are unable to listen to the answers. The paradox of 
trying hard to ask great questions is that you are often concentrating so hard on your next question, that 
you stop listening to the answers. 

Tip: 
l Remove all distractions when coaching (phone, emails etc.), make a note of key points, you 

can come back to these later in the conversation if needed (don’t interrupt your coachee) 

l Practice listening with your friends and family, use conversations outside the office to improve 
your skills in the office. 

Be Responsible 
Commit to development 
Unfortunately developing our people, including the key methods of training, coaching and peer to peer 
support are often the first thing to go when resource is tight, and the pressure is on. By cancelling 
development opportunities we cultivate coachee apathy and lose their engagement in their leader and 
company. Make a habit and priority of coaching and developing your people. 

Tip: 
l Plan coaching and development sessions weeks and months in advance and make them 

visible to all the team. This creates accountability for both you and the coachee to be there 
and not cancel 

l Take opportunities to coach whenever you can e.g. at the desk and in one-to-ones. Delegate 
activities and coach to support that activity. Use technology to have coaching conversations when 
your team are working from home 

l Shift your thinking – every coaching session is a chance to increase the performance of your 
team, the greater the performance, the better the end result and the less dependent the team is 
on you as their leader. 



  
      

   

  
    

   
  

        
       

      

       
 

  

   

   

  
 

 

        
      
             

              
       

 
 

Be Effective 
Have GROW conversations 
There are many coaching models to follow, I have always found GROW to be the one that I personally 
favour and therefore recommend. Use the GROW model to provide a structure and purpose to your 
coaching and leadership conversations. See https://www.performanceconsultants.com/grow-model for 
more support. 

Be resilient (practice) 
Like all new skills and techniques it can take a while before we start to see success and feel comfortable 
with coaching. Resilience is needed - coaching sessions will not go as planned, you may end up giving 
advice or provide feedback that the coachee doesn’t agree with – don’t worry, every coaching opportunity 
is a chance to improve! I recommend embracing a ‘growth mindset’.  Carol Dweck explains a growth mindset 
in her book ‘Mindset’. She explains “In a growth mindset, challenges are exciting rather than threatening. 
So rather than thinking, oh, I’m going to reveal my weakness, you say wow, here is a chance to grow”. 

Tip: 
l Have someone observe you running coaching sessions, and then coach you, on your 

coaching style and skills 

l Make a note of what went well and what didn’t, raise your own awareness and coach yourself 
using the GROW model. 

Useful books: 
Coaching for Performance – Sir John Whitmore 

Co-active Coaching – Henry Kimsey-House, Karen Kimsey-House, Phillip Sandahl and Laura Whitworth 

Mindset – Dr. Carol S. Dweck 
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guidance, you acknowledge that over time the information provided may become out of date and may not constitute best market practice, that it is subject to change and new 
editions may be issued to incorporate such changes and that Ecclesiastical and Bullpen Consultancy have no duty to provide such changes. 
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