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TGROW

The TGROW model is for coaches to use as a guide when involved in 1:1 sessions with their clients. Work through each section using some or all of the questions.

T ----------What is the TOPIC you want to talk about or address?

G ---------What are the short, medium and long term GOALS?

R ---------What is REALITY, where are you now, achievements so far?

O ---------What are the OPTIONS, what alternative ways can be identified to deliver the goal? How can the local economic, environmental and social impact be improved?

W --------How much WILL is there to achieve this goal?

TOPIC

Opening the conversation to establish the topic:

What would you like to talk about….?

You mentioned on the phone…..

Tell me about….

Tell me about your idea

How can I help?

Talk to me about what you want from today

GOAL

Establishing the long term aspirations, and short-term journey goals – checking where the passion lies:

Were do you want to be in 3 years?

Where do you see yourself in …years time?

How would you draw your vision?

How would you describe your vision?

What is your goal? 

What do you want to achieve?

What is motivating you to do this?

Imagine…

If x… weren’t a problem…

How will you know that you have achieved this….what will you see/hear/feel?

In an ideal world what would this look like?

If you could achieve this, how would it feel?

Establishing Short-term / journey goals – 

What do you want to achieve in this session / by when we next meet?

REALITY

Establishing where the client is now:

What have you achieved so far?

What have you done so far/where are you now?

Where are you with…….?

What’s happening now?

Checking business role passion / skills:

Looking at the product, financial, sales triangle, where do you feel most comfortable?

Who do you know now who could help you…….?

Checking existing support:

Have you discussed the idea with anyone?

What has stopped you from doing this?

What financial resources / time / assets… do you have currently available?

Checking back with the client:

Can I clarify….

I heard….my understanding is….

OPTIONS

Exploring – free flowing – the different ways to achieve the goal, allowing space and silence, finding the gaps between reality and goals:

If money was not an issue – what would you do?

If you knew you couldn’t fail….

What do you believe is the next step?

Have you thought about ….

If you could think of 3 more – what would they be?

Who do you know who has done this?

If a friend came to you, what would you suggest to them?

Have you thought about what the local economic / environmental / and social impacts of your idea are?

How could you find out more about them?

How could you improve the local economic / environmental / social impacts?

WILL

Testing client commitment to take action to reach the Goal – summarising where you have come to in the conversation:

What will you do now…later?

What will you do first?

What do you now plan to do / how / when?

What will you do next?

When will you do this?

What support, resources do you need?

How will you know that has happened?

What else?

What could be a ‘quick win for the Client’ sense of achievement:

What would you have to have done to give you an early sense of achievement?

What would have to be done to make you feel good about….

Introducing the idea of establishing SMART Objectives:

Specific

Measurable

Achievable

Relevant

Time-bound

Check out how committed they feel: 

On a scale from 1 – 10 how committed are you to…..

What would make it a 10?

Suggest that Clients writes down actions agreed:

Can we agree action points / time frame?

How do you feel now?
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