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Coaching for Engagement: Coaching to Build Capacity  
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G.R.O.W. Coaching Model 
 

As a leader, one of your most important roles is to coach your people to do their best.  By doing 
this, you'll help them make better decisions, solve problems that are holding them back, learn 
new skills, and otherwise progress their careers.   

The GROW Model is a simple yet powerful framework for structuring your coaching or mentoring 
sessions. 

 

G.R.O.W. stands for: 

• Goal 

• Current Reality 

• Options (or Obstacles) 

• Way Forward or Wrap-Up 

 

A good way of thinking about the G.R.O.W. Model is to think about how to plan a journey. First, 
you decide where you are going (the goal), and establish where you currently are (your current 
reality).  Then you explore various routes (the options) to your destination. In the final step, you 
establish the plan, you ensure that you're committed to making the journey, and are prepared 
for possible obstacles that you could meet on the way.

 

 

 

 

 

 

 

•What do 
you want?

Goal

•Where are 
you now?

Current 
Reality •What could 

you do?

Options

•What is 
next?

Way Forward
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 G.R.O.W Questions 
 

 

R – Reality 

 

What is their current awareness of 
the situation?  This is not a rapid 
fire interrogation.  Take your time 
and give them the time to answer.  
Demonstrate curiosity, active 
listening and ask open questions.   

Sample questions.  Adapt to the conversational context: 

 

• Where are you now in relation to your 
question/goal/problem? 

• What have you considered so far? What could you 
consider now? 

• What sources of information have you referred to? 

 

Critical to start building internal problem solving capacity. 

  

 

O – Options 

 

Once you both have a clear 
understanding of the situation, the 
coaching conversation turns to 
what the employee can do to reach 
their goal. 

Sample questions.  Adapt to the conversational context: 

 

• How have you tackled this/a similar situation before? 

• What options are you considering? 

• What could you do differently? 

• Which option do you believe is the best? 

 

Land on an option before proceeding to taking action.   

  

 

W – Way forward 

 

This is the last step in the GROW 
model. In this step, the “coach: 
checks for commitment and helps 
the employee establish a clear 
action plan for next steps 

Sample questions.  Adapt to the conversational context: 

 

• What do you think you need to do next? 

• What are the first couple of steps you are going to 
take? 

• On a scale of 1 -10 how committed /motivated are 
you to doing it? 

 

Follow-up and explore learnings or outcomes achieved.  

 

G – Goal 

 

What is the goal or the problem 
the employee is trying to achieve?  
Ensure the outcome is stated in the 
positive to build momentum in the 
right direction.   

Sample questions.  Adapt to the conversational context: 

 

• What goal are you trying to achieve? 

• What is your outcome for this conversation? 

• What result are you trying to achieve? 

• What is important to you right now? 

Ensure you have them articulate the outcome before moving 
on.   
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Notes:   
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