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Team Coaching



Session 7: Developing your coaching 
practice and working with the team



Contracting for shared outcomes

Tammy Turner, Shared Outcomes Model (2014).

Accountability Responsibility

SHARED OUTCOME

‘THE LINE’

Curiosity Compassion Courage Mindfulness

SHARED UNDERSTANDING

AvoidanceExcuses Blame Denial



Ethics of team coaching

• Is it OK to coach both the team and some individuals within 
it? If so when?

• Individual v collective welfare
• When should you advocate breaking up of a dysfunctional 

team and when try to mend it?
• Should you listen when the team leader or sponsor warns you 

off an issue that is blocking progress?



Break out session

Work with your group to support the coaches to prepare for 
the upcoming team coaching session. 
Decide what to concentrate on for this session using all 
tools and/or diagnostics available to you. 



Slide 1 - Case study: Practicum 2 
The team has had a couple of team coaching sessions and has 
identified that their relationships with stakeholders could be 
improved. By doing this, they hope to streamline internal 
processes, increase overall efficiencies and reenergise brand 
buy-in. 

In this Practicum, your task is to help Alice and her team 
consider and improve its connection with its stakeholders. Coach 
the team to look at the complexity of its relationships with 
stakeholders and the relationships between stakeholders. What 
are the threats and opportunities that lie in these 
interdependencies? How might the team position itself as a 
fulcrum for change in the whole system?



Slide 2 - Case study: Practicum 2
Key stakeholders include:

• Alice’s peers on Jabu’s team: international sales manager, national sales 
manager, customer relations/public relations/ corporate social responsibility

• The team’s internal customers: in particular, the marketing and sales functions 
in each of the subsidiaries

• Other key internal stakeholders/ influencers: finance, IT, HR etc

• The company’s consumer customers

• The social environment. In the global fight against obesity, confectionary 
manufacturers are amongst the biggest “bad guys”. A recent global comparison 
study of sugar in confectionary found that Sweet Dreams’ best-selling products had 
the second highest sugar levels.



Discussion

• Where is the industry? 
• Where are the commercial opportunities?
• How do you sell team coaching? 
• How do you make the case for team coaching to a 

prospect? 
• What are team coaching standards and team coaching 

supervision?



The business case for team coaching

• To improve some specific aspects of performance 
• To make things happen faster
• To make things happen differently



Your personal development plan as a 
team coach

Your skills Your knowledge Your business
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