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Overview
This report is based on telephone interviews conducted during 2009 with the following individuals:

VP Finance
SVP Manufacturing
SVP Marketing
CFO

Executive Assistant

VP Corporate Planning

VP Procurement

Global Director

Director Diversity & Public Affairs

Director Promotions

Director Corporate HR

SVP Distribution

Chief Strategy Officer
Chief Operating Officer
Final Mini-Survey Report

Do you feel this person has become more or less effective as a leader since coaching began using the following scale?
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What specifically have you noticed to cause you to give Coaching Client the score you did? 

· He is much better at teamwork.

· He is not trying to dominate, threaten and bully.
· He is being more considerate of others and still getting results.

· He is less self-centered, more patient, and more in control.
· He adds value.

· He is more open and effective.

· He is asking questions rather than dictating.

· He is more collaborative.
· He asks questions & listens.

· He is focused on coaching, mentoring, and developing people.
· He is providing more recognition and is being more supportive.

What suggestions do you have for Coaching Client going forward?

· I’d like him to give himself more credit.
· I hope he stays involved with our group even though he is moving to a new role.
· Don’t lose what the changes he’s been working on.

· Stay engaged with the group.

· Still work on his patience and time management.

· Keep up the good work!
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