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Maximize Your Potential! Executive Coaching Gives You the
Global Competitive Advantage

G

ot an executive coach? If
not, then your competition
down the block or across
the ocean probably has
one. During the last 20
years, especially the last five, the use of
executive coaches, corporate coaches,
and business coaches has increased because of its direct impact to the bottom
line. Research through numerous organizations, including the American Management Association, The Conference
Board, and Sherpa Consulting now reveal that coaching is a global business
strategy, from the solo entrepreneur to
the small business owner to the C suite
level executives. Coaches can be found
in all industries and within all levels of
any organization.

? – The What

So what in the heck is coaching?
According to the International Coach
Federation, coaching is “partnering
with clients in a thought-provoking

and creative process that inspires
them [the clients] to maximize their
personal and professional potential.”
The 2008 Sherpa Executive Coaching Survey defines executive coaching
as: “regular meetings between a business leader and a trained facilitator,
designed to produce positive changes in
business behavior in a limited time frame.”
Executive coach David Herdlinger
(www.herdlinger.com) shared this
definition: “Coaching is defined as an intervention that occurs between people,
producing increased performance,
change, or results. Coaching is all about
promoting increasing self-awareness,
self-management, choice, competence,
and well-being. It encourages and
supports a shift in our thinking and behavior, taking it off ‘cruise control’ and
putting it into ‘manual operation’.”
Over the years, as an executive
coach who has worked with multi-billiondollar organizations to independent
sales professionals, I believe that:

“Executive coaching is a proven process between an experienced and trained
facilitator who partners with organizations or individuals to develop them
through self-discovery of their known
and unknown strengths, allowing them
opportunities to improve overall performance, thereby achieving the organizations’ and/or individuals’ desired results.”
No matter how you define it, executive coaching is a proven strategy
to secure the desired results in real
time, thereby allowing companies to
maintain or achieve tomorrow’s global
competitive advantage today. For the
21st-century marketplace is no longer
across the street or even in just North
or Central America, but it spans across
oceans and continents.
In looking at the definition of
coaching, it is important to understand
the word “facilitator” and not confuse
it with teacher, consultant, trainer,
or mentor. Facilitator comes from the
verb “facilitate,” which means to make
easy. Over the years, I have come to
define facilitation as the easy exchange
of information between two or more
individuals. This mirrors an effective
communication process in that it is a
two-way street, and not didactic where
the exchange is far more one-way from
the teacher to the pupil. The Socratic
dialogue is probably the best example
of how an effective facilitation process
actually works.

? – The Why

Just imagine if you could unleash all
that untapped potential in your organization, what would that mean for your bottom line or for your own personal checking account? Executive coaching, when
implemented correctly, does help bridge
the performance gap between where you
are and where you want to be.
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Improved individual performance
and productivity, or what is really
self-leadership development (for if you
cannot lead yourself, you cannot lead
others), is the number-one reason (79
percent) why executive coaching is
implemented (Source: AMA Coaching:
A Global Study of Successful Practices).
Leadership development is the second,
at 63 percent. The 2008 Sherpa Executive Coaching Survey revealed that
leadership development was “the why,”
growing seven percent from 43 percent
in 2007 to 50 percent in 2008.
Possibly the driving force behind
the why is really two-fold: actual
results and positive return on investment. For the last 50-plus years,
businesses have attempted to assess
the impact of the intervention called
“training and development.” Back in
the early 1960s, a doctoral student by
the name of Don Kirkpatrick created
a simple 4-tier level of evaluation for
training. Kirkpatrick’s four Levels of
Evaluation separated training and
development evaluation into:

Manchester Consulting in 2002.
Beyond the reported 5.7 times ROI,
Manchester Consulting harvested the
following subjective evaluations:

gImproved working relationships with
direct reports (77 percent)

gImproved working relationships with
immediate supervisors (71 percent)

gImproved teamwork (67 percent)
gImproved working relationships with
peers (63 percent)

gImproved job satisfaction (61 percent)

gImproved conflict reduction (52 percent)
gImproved organizational commitment
(44 percent)

gImproved working relationships with
clients (37 percent)
Ongoing research has clearly demonstrated significant ROI because in many
cases the desired results have been articulated ahead of time. Additionally, given
that the marketplace is now international
and information is doubling every year,
executives need to remain at least even,

g Reactionary – “Smiley Sheets” –
Did I enjoy this learning event?

g Cognitive – True/False; Multiple
Choice – Can I remember what I
learned?
g Application – Write an essay to on-thejob demonstration – Can I apply what I
have learned within my position?
g Impact – Effect on the organization
– Can the organization measure the
impact of the specific training?
In today’s fast-paced world, the
question that needs to be answered
is not whether I acquired knowledge
(learning at Levels 1 and 2), but
whether I can apply that knowledge
on the job in real time (performance).
Executive coaching is all about realtime and measurable (results-driven at
Levels 3 and 4) performance.
All learning and performance
interventions can be tied to a return
on investment (ROI). The challenge
is that for some this may not be
simple, because there may exist an
existing belief (attitude) that it is
too difficult or even impossible to
measure (bull feathers!), or an inherent fear specific to job security.
The quantitative notwithstanding,
there are ample qualitative evaluations, based upon individuals who
received executive coaching, from
a year-long study conducted by
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When executive coaching

is properly implemented,

the return on investment can be

as high as $7.90 for every $1.00 spent…
if not ahead of the curve, because “traditional management practices cannot cope
with the faster-paced business processes”
(Source: Harvard Management Update).
When executive coaching is properly
implemented, the return on investment
can be as high as “$7.90 for every $1.00”
spent, according to a 2004 study by MetrixGlobal, LLC, with an average return
of $5.00 for each $1.00 spent.

? – The Who

From numerous reports, C suite
executives still comprise the majority of
those being coached by external coaches.
Managers and supervisors appear to be
coached through internal coaches.
Professional executives, from solo
entrepreneurs to small business owners
to independent sales agents or representatives, also engage executive, business,

or sales coaches to help them reach that
next level of success. Within some industries, such as real estate, insurance or
financial, some executive coaches have
“niched” themselves to working exclusively within those industries.

? – The Where

The most popular format (range of
58 percent to 49 percent, depending
upon the research) when implementing executive coaching is in-person
or face-to-face for most organizations.
Telephone coaching as an exclusive
delivery system has actually declined
between 2007 and 2008. A blended
delivery system of face-to-face, telephone, email, and/or webcast is the
second most popular format. Even in
spite of all the technology, exclusive
Web-based coaching comprises less
than two percent of “the where.”
Just think about it – how much
more valuable the interaction when
face-to-face versus over the phone?
An exception are those executive
coaches who work with solo entrepreneurs or independent sales professionals, rather than being hired to work
with numerous executives from one
organization. These coaches and their
clients have found telephone coaching to be quite effective because of the
results achieved.

? – The When

Frequency of coaching, again, varies, with the majority of engagements
lasting six months. A typical schedule
is one weekly one- to two-hour session
several times a month.
Beyond six months, the role of
the executive coach becomes more of
an accountability partner and trusted
advisor. He or she helps to ensure both
ongoing transformational change and
consistent goal achievement.

? – The How

How much does executive coaching cost? First, executive coaching is
truly an investment specific to the existing human capital. By investing in
individuals, the organization realizes
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a return through improved behaviors
to creating a culture of teamwork and
high performance.
In determining the investment, there
appear to be three consistent factors:

gSize of the organization
gLength of time that the coach has been
in business (business experience)

gMatch between the coach and the
person being coached
Other factors, such as coaching certification and accreditation, are not the top
factors used when selecting coaches.
Looking at the hourly rate, the
range is from less than $200 per hour
to more than $500 per hour. The most
common hourly rates are $400 for larger
organizations and $250 for small businesses. Some executive coaches will
actually request a percentage of the
improvement or shares in the company,
and may decline receiving any payment
if the results are not secured. Remember, any investment in any coach should
be directly tied to the desired results and
the impact (Kirkpatrick’s Four Levels
of Evaluation) of those results on the
organization.
Bottom Line: To be competitive in
the 21st-century global marketplace,
get a coach – because coaching is here
to stay as a proven business strategy.
Just make sure that your coach is:

gProcess- and results-driven
gExperienced
gWilling to provide complimentary
coaching session to ensure a good fit

gAble to share proven testimonials
However, no executive coaching
program will work unless you are personally committed to your own professional, organizational, and personal
development. And finally, don’t be
surprised by quickly realizing returns
that are in double digits. N
Leanne Hoagland-Smith, executive coach,
author, and speaker, helps C suite executives to
sales professionals to answer this question proactively instead of reactively: Are you where you
want to be? If you want improved results, then
take action and email Leanne for a free strategy
session at leanne@processspecialist.com.

