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ABOUT THE PROGRAM
This case study is based on a team coaching engagement that was
conducted by Pavan Bakshi, CEO, Prime Meridian Consulting India Private  
Limited for the Leadership Team of a manufacturing plant of a large Indian
Company. These leaders had work experiences from 16- 24 years and were
Head of Departments of all major functions. There were 10 men and 2
women in the leadership team.
Twelve leaders of the company who reported to the President were coached
over a 6-month period of t ime using Marshall Goldsmith’s Leadership Team
Stakeholdered Centered Coaching.

OBJECTIVES
Leveraging Marshall Goldsmith Stakeholder Centered Coaching to  enhance
leadership & team effectiveness.
Define interconnected leadership growth areas for the team and each team
member.
Creating buy-in from team members in being coached as well assessing
their coachabil ity.
Overcoming obstacles in coaching and creating a culture of continuous
change, growth and improvement.
Growing coaching expertise as a leadership skil l  to implement a system for
continuous leadership growth for themselves and the team as a whole.

PROCESS
A Two Day Workshop.
A 360 Degree Assessment and Identif ication of Leadership Growth Areas.
Monthly Coaching Session.
Quaterly Measurement of Growth.

Process followed for the leadership development is given below:

Recognized as world’s top ranked executive coach, the # 1
leadership thinker and the # 7 business thinker in the world by
Harvard Business Review and Thinkers 50.
Dr. Goldsmith’s Ph.D. is from UCLA’s Anderson School of
Management where he was recognized as one of 100
distinguished graduates in the 75 year history of the School (in
2010). He is the million-selling author or editor of 33 books. 
Marshall has coached more than 150 CEOs and other top
executives of Fortune companies to measurable improve their
leadership effectiveness and that of their executive teams.
 



IMPLEMENTATION
Detailed Process
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IMPLEMENTATION
Two day Workshop and 360 Degree Assessments
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Leadership Growth Area- 1: Becoming a Better Team Leader
Leadership Growth Area- 2: Becoming a Collaborative Peer

360 Degree Assessment:
After the workshop each leader undertook a 360-degree assessment and leadership growth
areas under the two major headings were identified for each leader:

 
The 360-degree assessment was taken from various stakeholders (Managers, Peer & DRs) of
the leaders with each leader receiving feedbacks from about 8 to 12 stakeholders.
 
 



IMPLEMENTATION
Leadership Growth Areas
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Ask questions to seek input from my team members.                           
Communicate in a more structured manner when giving a task.
 Build capability of Two Team members to take on additional responsibility.        
Appreciate specific behaviour of people on a weekly basis to motivate team members.        
Control aggression under pressure.       
Meet team twice a week for better expectation setting and prioritization of tasks.       
Improve empathy by demonstrating active listening.           
Be responsive not reactive.           
Interact with team at a human level and build better relationships.           
Identify Strength of team and allocate task based on the strength of individual.                        
Provide Immediate and regular feedback to team members.           
Demonstrate positive energy and enthusiastic body language. Speak with confidence.       
Be decisive, take decisions and be action and solution oriented.           
Emotional Self Control. Use my words with care and be aware of the volume and pitch of my
voice.  
Listen in adverse conditions to team’s perspective and focus on solutions.

Take initiative to communicate with other departments to resolve issues.           
Conduct monthly meeting with relevant departments and document- points raised, points closed,
open points with expected date of closure.           
 Keep Cool and listen to understand others perspective/views.           
Conflict Management and Win-Win Solutions. Seek to understand other persons perspective and
combine your own perspective to search for a 3rd and better solution.           
To control temper during the discussions and take a time out if necessary.           
Open and transparent communication (Not sound Manipulating)- Give intent of communication.
 Speak slowly and with patience to make my point clear. Provide data which is factually correct.
 Close the discussion & solicit time to have specific scheduled meeting when emotions get
negative.          

Selection of Leadership Growth Areas:
A few examples of specific granular behaviours that specific leaders were required to improve as
received from their stakeholders are given below:
A.  Becoming a Better Team Leader                

B. Becoming a Collaborative Peer        



IMPLEMENTATION
Leadership Growth Areas and Monthly Coaching Sessions
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 Start using word Yes/ And Don’t use But/ However)- Stop being judgmental.           
Meet peers on a social basis and build personal relationships.           
Improve communication skill to convince seniors.
Speak with confidence, louder than what I do now, structure my conversation in a logical
sequence.
Better coordination with inter department to resolve the issues.           
Encourage constructive dialogue with peers. Be open minded, listen to others point of views and
create a solution better than what was originally thought of by me.          
Be polite while speaking and have open and non-judgmental body language.           
Will not respond immediately but listen to others views and then give considered views, don’t get
defensive, see how you can help and contribute in the situation.           
Respond in a calm and professional manner especially when things go wrong.           
Follow the conflict management and methodology for problem solving.

Monthly Coaching Sessions:
The monthly one-on-one coaching sessions were conducted by Pavan Bakshi (The Coach) with
each leader for 90-120 minutes. The process as given below was followed:



IMPLEMENTATION
Quarterly Measurement and Results Achieved
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Over the last three months do you believe ___ (name of leader) has become more or less effective
in the leadership growth area?
Much less effective (- 3), Noticeable less effective (-2), Little less effective (- 1), No Change (0),
Little more effective (+ 1), Noticeably more effective (+ 2), Much more effective (+ 3)

Average Improvement in LGA-1: 2.38 out of maximum possible of 3
Average Improvement in LGA-2: 2.20 out of  maximum possible of 3

Quarterly Measurement of Leadership Growth Areas:
As per process on a quarterly basis the stakeholders were asked to provide quantitative inputs on
improvement in the two leadership growth areas as below:

Result:
Based on the above feedback the following improvement were recorded in LGA-1- Becoming a Better
Team Leader- Develop People and LGA-2- Becoming a Collaborative Peer- Manage Conflict by the
stakeholders.



IMPLEMENTATION
Quarterly Measurement and Results Achieved
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Advantages of TEAM Coaching:
Changing leaders and teams at the same time:
The team as a whole articulates one leadership growth area and each team member defines their
own leadership growth area that relates to the team focus. This creates an interdependent team
effort with a common focus on producing results for their individual effectiveness and team
productivity simultaneously.
Insider expertise:
Team members should be in a position to provide expert advice and an insider view to each other
as it relates to their business, their people, and their team culture challenges. They become de-
facto coaches.
Openness to continuous change: 
When team members collaborate as stakeholders in the TEAM coaching programs, it creates an
open culture for leadership and team culture change. 
Coaching is a leadership skill:
Many organizations use coaching as an 'executive intervention' or to 'fix a problem', but this is a sub-
optimal approach to coaching. Coaching is a leadership skill and leaders in organizations should be
skilled coaches to help their teams develop and grow.
 



IMPLEMENTATION
Bench-marking Results 
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Bench Marking Results Achieved:
The result achieved by 11,000 leaders on 4 continents after 18 months of using the methodology
is shown below:

The results achieved for 12 leaders after 6 months of using the methodology were
 1.5- 4%, 2.0 -29%, 2.3- 13%, 2.5- 46%, 3.0 - 8%.



PAVAN BAKSHI
CEO - Prime Meridian Consulting Chief Facilitator & Coach
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John Maxwell (#1 Leadership Expert) Coach, Speaker and Facilitator.
Marshall Goldsmith (#1 Executive Coach) Stakeholder Centered Facilitator & Coach (one-on-one
coaching, group on-the-job leadership and team development and TRIGGERS) for guaranteed and
measurable leadership growth
Robin Sharma’s (Top 5 Leadership Expert) master faculty on “Lead Without A Title (LWT)
System™ for building leaders at every level of your organisation. 
Mihaly Csikszentmihalyi (#1 researcher on positive psychology) Flow is Good for Business
consultant for conducting blended learning interventions based on the (awarded #1 serious game)-
Leadership Development Simulation for decision makers on FLOW Promoting Leadership,
ICF certified Emotional & Ethical Leadership, Coaching Programs and Women Leadership master
faculty of LeaderShape, Global (UK based organisation with a global imprint) for building a
performance enhancing and sustainable culture within organisations,
Collective Leadership Institute, Berlin (cutting-edge organization on collaboration) faculty for
navigating change in complex multi-actor settings, stakeholder collaboration and collaborative
execution excellence in organisations.
Project Management Professional from PMI, 
Neuro-leadership Group brain-based leadership executive coach. 

Pavan specialises and has conducted leadership and organisational development initiatives for
leaders from organisations such as IBM, Capgemini ,JP Morgan ,PwC, Saint-Gobain , Ingersoll Rand,
Cognizant, CBRE, Samsung ,Mercer, JCB ,Baxter, TAFE, Ericsson, Kotak Life Insurance, ING Life,
Mahindra Finance, Sundaram Finance, Godrej, Mastek, Tata Capital, GAIL, Advisory Board, Citrix,
Ranbaxy, EMC, Broadcom, Syntel, Akzo Nobel, HP, Target, British Gas, Cairns India, Sri Lanka
Telecom, Jubilant Life Sciences, Royal Enfield, Kirloskar, EMC, Glenmark , UFLEX Ltd, Nucleus
Software, MINDA Group, Great Eastern Shipping among many other companies.
He has conducted international workshops in South East Asia, USA, UAE, Canada, Africa, Sri Lanka
& Germany. 
He is regularly called as a guest speaker /key note speaker in senior leadership retreats and national
and international seminars.
He creates and delivers tailor made interventions as per specific needs of the organisation and is a
certified:  

Has been a principle consultant with Franklin Covey, India and South and principle consultant and
executive coach with Neuro-leadership Group, India and South Asia.
The only leadership facilitator and coach from India who was selected to share his leadership
transformation experiences in a Hollywood documentary (tentatively titled) ‘The Life and Legacy of
Marshall Goldsmith’ due for release in mid- 2020.
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