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Nonprofi t organizations, 17

Objectives
conceptual agreements, 

46–47, 121
confl icts over, 169–170
proposal, 124, 259
questions related to, 47

Occam’s razor, 141
Options

clients’, 125
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Subordinates. See Staff
Success

assuring, 117–120
attributes of, 12–13
coaching criteria, 165–166
demonstrating, 145–148

generic parameters of, 14–15
metrics for, 47–48, 260
trap, 107–108

Succession planning
approaches to, 184
career development and, 185
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Tangible benefi ts, 39
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