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aching develops in India," hesays.
Like Vij, the 47 year old Partha-
o i in sarathy is an early convert — he didn't
1\ in o % J veer with Hindustan Unilever, hemoved  walt for retirement to take the plunge
L3 ot = to Franklin Templeton when the Amer- into coaching. A graduate of Delhi

[ - ican firm first came to India and quick-  Schoolof Engineering, he began his ca-

I T Iy rose to become country head and then  reerat Thermax and worked with Wart-
e iy head of Asia and Africa operations, sila and Cummins before he took
based in Singapore. Five years ago, at chargeasMD of Otis in 2007. Two years

COACHING CAN TURN EXECUTIVES INTO
SUPER-EXECUTIVES

utive development tool for over the years.
Executive development programmes
(EDPs) come in three fiefs, depending on their
level of customisation. The most basic are the
generic EDPs offered by bwness schools, where
state of the art knowledgg on the subject is pre-

C oaching has become a very popular exec-
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Ieaguu erther can they go tomembers of their
d, mainly because it's the board director’s
j aluate them. They can instead go o a
board member who has retired or maybe to a
CEO afanon-competing company. Orthey could
goto academics, who are always a safe bet.

| myself stumbled into executive coaching
without actually planning for it. The Richard lvey
School of Business, where | teach, offers coach
ing, though it doesn't market the
y senvice proactively. The first person W
| coached was actually a partici- Iﬂlﬂ!-
pantin one of my EDP classes.
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While executives in the west now see a coach as a perk that
goes with the job, Indian executives are more wary, viewing it
as some kind of a stigma. "Not everybody wants to be
coached," says Parthasarathy. "T'd estimate 50% of the execu-
tives who are offered coaching be their organisations don't
know what they are getting into. In fact, the first conversation
I have with a coachee is about that. We aren't there to give per-
scriptions. Coaches are meant to engage you in a Socratic dia-
logue, guiding you to find your own answers."

The discussion may be deep, but coaching must necessarily
have a context and address a specific problem. For example,
the individual may need to be coached in strategic thinking or
assertiveness or effective delegation or inter-personnel rela-
tionships, all major career issues, "Tools like psychometric
testing and 360 degrees feedback serve to identify the gaps.
Then a coach is invited to help fix it," says Bangalore-based
coach Rajesh Nair, and a former HR director with Brook Bond,
before it was merged with Hindustan Unilever.

Transnational companies like Unilever have longused both
external and internal coaching as executive development tools.
When Nair retired, Unilever retained him as a coach for its sen-

Pramod Gothi

TR

lor executives in Singapore, China, Malaysia, Vietnam and
Bangladesh, a job that gave him a very thick passport. "Coach-
ing isabouthelping people find success and joy in theirlife. Ien-
courage anyone who has a flair for it to take it up," says Nair:
Naren Nanda is another former Unilever CXO who has
made it big as a coach after retirement. Posted in the United
Kingdom for thelast eight years of his career, Nanda stayed on
in London after retirement in 2003, creating Enen Consulting,
acoachingservices firm withanumber of partners. The firm's
tag line - life doesn't have to be a struggle.' "To be a coach, you
need to believe in people's potential, that they can change and
do more than they're doing. And you need to have a certain
amount of life experience to be a coach. It gives you authority
to have the kind of conversations required,” says Nanda.
Atthe same time, CEO-types doneed toadjustalittle if they
wish to be successful coaches. "A coach is supposed toa listen-
er,” says Gothi. "He is not supposed to come up with solutions,
though it may sometimes be very tempting to do so. You also
have to let go of your ego and be patient because you may be
coachinga younger person. The advantage to being an ex-CEQ
is that you canrelate to the problems of the coa ~A1've nf.
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ten gone though them yourself."

Accredited coaches work as a loose network, with the CFI
assigning coaches a peer 'guide’ for every assignhment, some-
one he can consult if things get difficult. Coachesneedtodoa
minimum number of hours of coaching to retain their ac-
creditation and depending on the accumulated number of
hours done, coaches are given the title of master, professional
and associate coach.

But when you have big time former CEOs in the game,
there's bound to be some alternate thinking. Some coaches are
already looking at other possible business models for this new-
lyemerging profession. Pradip Shroff former managing direc-
tor of Parmacel, has registered the domain name www.ceo-
coach.in and is planning to build an organization around it.
He's already talking with an American coaching company
which is present in ten other countries and is interested in set-
ting up operations in India. "CEO coaches in India need to get
organized. Global corparates in India would go for a coaching
firm with a global affiliation," he says.




