
 

 

 
 

G.R.O.W. Coaching Model 
 
Was developed in the 1980’s by Graham Alexander, Alan Fine, and Sir John Whitmore, first published in 1992. 
It was developed from the perspective of how someone would plan a journey. It is one of the simplest and most 
successful coaching models used for goal setting and problem solving in business.  
 

 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

There are many variations of 
GROW and while the 
suggestions or acronym may 
differ slightly, the specifics do 
not. The outcome is what 
matters in the GROW model. 
That is, to have clarity on the 
goal first. Understand and deal 
with the reality second. 
Explore options and be 
proactive about any potential 
obstacles in your way. Finally, 
to create a clear plan of action 
that is agreed upon to move 
forward with. Remember that 
if you tell them, they can argue 
with you. If they tell you, they 
own it. 

The process while mapped out in 
four clear steps, may not be so 
linear in its implementation. It is 
predictable that you will need to 
jump from goal to reality, options 
to goal, options to reality and so 
on. It may take 5 minutes, or you 
may need to revisit the 
conversation again until the 
participant is clear on each sections 
outcome. Only then, will the clear 
way forward be theirs to own, 
theirs to action, and theirs to 
celebrate once accomplished. 
Consider that skipping or rushing 
any section to ‘save time’ by giving 
away answers or robbing them of 
the discovery will likely sabotage 
your very wish to have them reach 
their desired outcome. 

Be Unconquerable 



 

 

 
 
Implementing the G.R.O.W. Model   
The important thing to remember is to achieve the outcome of each section. 
 

 
Some sample questions to consider? 

GOAL(S) 
First you decide where you want to go 

REALITY 
Clarify where you are beginning from 

First, you and your team member need to look at the 
behavior/outcome that you want to /wanted to 
achieve. Structure this change as a clear and measurable 
goal that they want to achieve. Whether you have a goal 
in mind or are having them create one, to maximize its 
effectiveness, do your absolute best to lead them to the 
desired outcome. Avoid the urge to tell them what the 
outcome is. – The Goal 

Too often, people try to solve a problem or reach a 
goal without fully considering their starting point. This 
either ends up wasting a considerable amount of time, 
energy, or will predictably miss some key components 
that they need in order to reach their goals efficiently. 
To get to where you are going, its far more effective to 
know where you are starting from - the Reality. 
 

OPTIONS / OBSTACLES 
Explore the options & obstacles to reach your 

destination 

WAY FORWARD / WILL 
Establish the necessary commitments & actions to 

reach your destination 

When you and your team member have some clarity on 
the reality and the goal, the options to reach it become 
far clearer too. It Is time to determine what’s possible, 
meaning… Some or all of the possible options for 
reaching their goal along with potential obstacles that 
may get in the way. Help your team member 
brainstorm options and identify obstacles. Resist the 
temptation to select a solution as you lead them 
through this discovery process. 

By this point, your team member will have a good idea 
of how they can achieve their goal(s) and what may get 
in the way of reaching it. You can now work with your 
team member to commit to actions as in, ‘what’s next’. 
Have them define a timeframe for their goal by 
planning their way forward with clear actions, and 
proactive ways on how to overcome any potential or 
existing obstacles that were identified.  

GOAL(S) REALITY 

What is the aim of this discussion? 
What do you want to achieve short/long term?   
What does success look like to you? 
How much control do you have over the goal?   
What are the milestones of the goal? 
By when do you want to achieve it?  
Is it specific, measurable, realistic and time-bound? 

What is happening right now? 
Who is directly and indirectly involved?   
Whats working great right now? 
Whats not working so well right now? 
What is the current actual vs the goal? 
What actions have you tried so far? 
What actions are you currently taking?  
What can you be 100% responsible for right now? 

OPTIONS / OBSTACLES WAY FORWARD / WILL 

What are some of your possible actions? 
What options are available to overcome the obstacle?   
What else could you do?   
What options can you be 100% responsible for doing?   
What support/resources will you need? 
What can you see getting in your way of the goal? 
If it were my goal, what would you suggest to me? 
What are the costs and benefits of each of these ideas? 
What is holding you back from finding a way forward? 
Do you have concerns about reaching the goal? 

When are you going to do it? 
Will this action meet your goal? 
What can you prepare for to deal with the obstacles? 
Who needs to know? 
How can I/we support you to reach the goal? 
How and when are you going to get that support? 
When will you begin taking action(s)? 
What do you need to begin taking action(s)? 
How should we keep track on progress together? 
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G.R.O.W. Implementation Activity 
 

Whether you prefer to use the four quadrants as a template below, to have your participant draw it out for 
themselves, or to have a piece of paper to take notes on without the structure of the quadrant, please make sure 
to write any key points from each section down. This prevents misunderstandings, makes the conversation real, 
provides something you can go back to in order to avoid any confusion, and holds everyone involved in the 
process accountable with full transparency. 
 
Use the sample questions provided and/or create a list of your own that you are more comfortable with for 
using for your GROW conversation. 
 
Recommendation: Before applying this on someone in the workplace for a real goal, we recommend practicing 
in one of three ways, so you are not cold practicing it in your business and your team. Either: 
 

1. Pick a simple personal/professional goal for yourself and using the GROW model, lead yourself through the 
process to become familiar with how to implement it effectively in your workplace settings. 

2. Choose a friend or colleague you have mutual respect and trust with. Share the purpose of the GROW model, 
and ask them if they would be willing to pick a simple goal together to work through the process. Share feedback 
on what worked, what didn’t, and things you can be aware of moving forward as you begin to implement it with 
your business and team. 

3. If you are not yet confident or comfortable implementing this process, speak with your current coach, mentor, 
trusted colleague, or reach out to IC on info@invictuslv.com or 702-527-2186 to learn more about how you can 
use the GROW model to enhance your business and teams accountability, communication, and results! 

 
 
 

 

G.R.O.W Coaching Model Template 

 

GOAL(S) REALITY 

 
 
 
 
 
 
 
 
 

 

OPTIONS / OBSTACLES WAY FORWARD / WILL 
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