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What we do:

HERE

THERE

Moving Organizations / Individuals from…

Defined in terms of:
• Organizational Health
• Organizational Effectiveness
• Operational Performance
• Interpersonal Relationships
• Behavioral Issues
• Financial Performance



Today’s Objective

• About your organization.
• About Coaching.
• About the people you coach.
• About you.



Reticular Activating System

• Gateway between the 
conscious and the 
unconscious mind.

• Sensory filter.
– Filters out “non-relevant” 

information
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What is Coaching?



Coaching is NOT Teaching

• The imparting of 
knowledge and/or 
information primarily 
through instruction and 
explanation.

• One-way flow.
– No feedback

• Non-relational



Coaching

• The Cognitive Process of 
unlocking an individual’s 
potential in order to maximize 
performance.

– Behavior focus

• Building an individual’s Self-
Efficacy in order to maximize 
performance.

– Belief focus

• On-line (in the workplace)
– Some level of authority

• Blends the needs of the 
individual & the organization

Mentoring

• Same as Coaching except:

• Off-line
– No direct authority

• Focus is long-term 
development.

• Focused on the individual.
• Mentor is typically a “more 

seasoned” individual.

Coaching vs Mentoring



Coaching vs Mentoring

Coaching

Beliefs
&

Behavior

Mentoring

Beliefs



Coaching & Mentoring

• Relational
– 1X1

• Intentional
– Forethought

• Feedback
– Affirmative
– Corrective

• Permission-based
– Relational Trust



Timothy Galleway



Dr. Albert Bandura



Self-Efficacy



Self Efficacy 

• Self-Efficacy
– An individuals belief about his/her personal 

capabilities.
– Judgement of ability
– NOT self-esteem

• Judgement of self-worth

– The single most important belief each person holds.



Sources of Self-Efficacy - Bandura

SELF-
EFFICACY 
BELIEFS

MASTERY EXPERIENCES
Direct, previous success or 

failure at a task.

VERBAL PERSUASION
Positive or negative 

messages from others.

VICARIOUS EXPERIENCES
Observation of others and 
their success or failure at a 

task

EMOTIONAL STATE
Our state-of-mind influences 

how we assess our self-
efficacy.



Self-Efficacy

• Our Self-Efficacy Determines:
– The choices we make
– The challenges we accept
– How we approach adversity

• I cannot behave or act in a manner that is 
inconsistent with my beliefs and expectations of 
myself.

• Self-fulfilling prophecy



“Whether you think that you can, or 
that you can’t, you are usually right.” 

Henry Ford



The Origin of Beliefs



• Idea / Thought
• Sanction
• Repetition 
• Emotion

It doesn’t take a recurrence of the 
event. Just replay it in your head and 
it’s as good as if it were happening now.

Origin of a “BELIEF”



Comfort Zones



Comfort Zones
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Where our Self-Efficacy 
will allow us to wonder 

Avoidant 
Behavior

Negative 
Creativity



How Does it Work in My Mind?



The Root of Behavior

Self Image

F1 Nature 

F2 Nurture 

= F3 Cognitive Choice

+



ConsciousConscious

SubconsciousSubconscious
Creative   

Subconscious
Creative   

Subconscious

• Perception
• Association
• Evaluation
• Decision making

Stores information such as 
beliefs, emotions, “reality”, 
attitudes, self-image, etc.

• Maintains sanity
• Solves problems
• Creates energy and drive
• Moves toward goals

Functions of the Mind



Creative Subconscious

• Your creative subconscious mind ‘regulates’ your 
performance and effectiveness by
– Actively ‘helps’ you to maintain who you believe your 

‘normal’ self is

– Maintains sanity

– Keeping you from behaving in a way that’s not like you

• The self-regulation will always be toward the 
reality stored in the subconscious mind.

• These beliefs keep you in a box that prevent you 
from attaining your true potential



Self Talk



Self Talk

• An expression of your “truth”
– How we think when we’re being “us”
– Self-reinforcing
– Your best friend or your worst enemy
– First-person, Present-tense

• All people behave in accordance with what they 
believe to be true.

• People behave in a manner that they believe will 
work out best for them



Self-Talk
Truth

Self-Image
Beliefs

Behavior
Actions

Results
Consequence

Self-Image Cycle
(Maintaining Normal)

I  X  E = RSC

Imagination x  Emotion =  REALITY to the Subconscious



What About the Coach?





Keys to Leading Yourself

• Self-Awareness
– Know & understand yourself

• Manage your Character
– It’s the main source of your leadership “power”
– Integrity
– Personal accountability

• Practice patience
– How long does a process take?

• Remain humble
– It’s not about you!
– The moment you think you’re humble, you’re not



Identify Blind Spots

Scotoma



• Assumes that people:
– Dislike working
– Avoid responsibility and 

need to be directed
– Have to be controlled, 

forced, and threatened to 
deliver what’s needed

– Need to be supervised at 
every step, with controls 
put in place

– Need to be enticed to 
produce results; otherwise 
they have no ambition or 
incentive to work

• Assumes that people:
– Take responsibility and are 

motivated to fulfill the 
goals they are given

– Seek and accept 
responsibility and do not 
need much direction

– Consider work as a natural 
part of life and solve work 
problems imaginatively

Beliefs About Others

Theory
X

Theory 
Y



Pygmallion



Pygmalion Effect

• 1966 study of elementary school students by 
Robert Rosenthal and Lenore Jacobsen

• We cannot behave or act in a manner that is 
inconsistent with our beliefs and expectations
– Of others AND ourselves

• Our behaviors and actions toward others 
influence their behavior and performance
– Positively
– Negatively

• Our expectations (of ourselves and others) will 
become a self-fulfilling prophecy



Build Relational Trust



Created Through:

• Personal Character
– Integrity

• Honesty
• Personal accountability
• Humility

– Intent
• Caring
• Transparency
• Openness

Maintained Through:

• Communication
• Shared Experiences
• Mutual Understanding

Relational Trust –
The Foundation of Everything

Without relational trust, little more than 
minimal compliance can be expected



Create Cognitive Dissonance



Cognitive Dissonance

• When my subconscious “reality” doesn’t match 
what I am perceiving or experiencing.

• Creates energy and drive that will be used to 
resolve the dissonance.

• Key component in goal setting and goal 
achievement.

• The coach’s job is to create dissonance by 
changing the stored reality
– Modeling
– Delegation
– Affirmative Feedback



Comfort Zones

42

No Cognitive Dissonance
No Growth or Development

Cognitive 
Dissonance

Individual 
Growth & 

Development



Self-Talk
Truth

Self-Image
Beliefs

Behavior
Actions

Results
Consequence

Self-Image Cycle
(Maintaining Normal)

Coaching
(Feedback)

Imagination x  Emotion =  REALITY to the Subconscious

Interrupt the Cycle



Can I give you some feedback?



Effective Feedback

• Recognize and reinforce the positive.
– 5:1 ratio of affirmative to corrective feedback 

interactions
– You will always get more of what you recognize

• Use more questions than statements
– Tell me what you were thinking?
– What other options did you consider?
– Why did you choose this option?
– How do you think it worked out?

• Manage emotions
– Use emotion unemotionally



• Perceived threat
• Narrows brain activity to 

“survival”
• Shuts down learning 

centers of the brain
• Cognitive, emotional and 

perceptual impairment

Sympathetic Nervous System



• Neurotransmitters
• Released with positive 

experiences/emotions
• Dial-up the learning 

centers of our brains
• Help us organize new 

information
– Store it longer
– Retrieve it faster

• Engages creativity
• Expands problem solving

Parasympathetic Nervous System

(Better Feedback Through Chemistry)

Dopamine

Serotonin



Coach Forward

• Individuals will always move toward the clearest 
picture.

• Create a positive/pleasurable environment
– Engage the parasympathetic nervous system

• When providing corrective feedback, always 
describe the desired behavior.

• When providing affirmative feedback, always 
describe the desired behavior.



Coaching Forward Language

• Stop that…

• That’s just like you….

• That’s not like you…

• You’re better than that…

• Next time…



Summary

• Coaching is leadership in action.

• Coaching is a cognitive process focused on 
maximizing performance.

• Coaching is relational - it occurs within the 
context of a 1X1 relationship.

• Coaching is a permission-based process.
– Relational trust



Summary

• Effective coaches lead themselves well.

• Effective coaches understand their own 
scotomas.
– About the individual/team
– About the behavior/activity

• Effective coaches build self-efficacy.
– Listen to self-talk
– Observe behavior – People behave in accordance with 

what they believe to be true



Summary

• Effective coaches create cognitive dissonance.
– Understand the boundaries of the comfort zone
– Stretch the comfort zone

• Effective coaches provide effective feedback.
– Golden Rule
– Affirmative
– Corrective

• Effective coaches coach forward.
– Desired behavior
– Desired outcome



Summary

• Effective coaches will use affirming language.
– Stop that…
– Next time…
– That’s just like you….
– That’s not like you…
– You’re better than that…

• Effective coaches understand that the process 
takes as long as it takes.



Today’s Objective

• About your organization.
• About Coaching.
• About the people you coach.
• About you.





FOLLOW US ON TWITTER:

@FoxwoodAssoc

FOLLOW US ON FACEBOOK:

https://www.facebook.com/FoxwoodAssociates

FOLLOW US ON LINKEDIN:

https://www.linkedin.com/company/foxwood-associates-inc.

Mike Fabich
Leadership & Talent Coach
Certified Behavioral Analyst (CPBA)

920-246-2724
mrfabich@foxwoodassociates.com


