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oday, perhaps more than ever befons, out-

side resources are being engaged to help

._\[g;ninrinnt cope with ilIT'A'IHi.?:IIIH. HiEfg-
€T3, POCTRZINCeTIng, svvy consumers, and height-
ened compeninen. Worries about recruitment
and retention of key people, meeting employee
and customer needs, and keeping up with the
rapid rate of change are daily issues, For con-
sultanis, ths ]_'u_*ﬂn}d aof demand constitures both
a boon as well as a challenge: how to incorpo-
rate the many advances in skills and technolo-
gics o sty compettve and in order to serve
clients better?

Many reputable consultants are choosing o
remain current by adding a coaching compao-
nent to their repertoare of services, One of them
is renowned leadership authority, Ken Blan-
chard, who recently launched a coaching com-
pany called Coaching.com, which provides
professional coaching services to leaders, Iis
coaches work with leaders wha attend a trun-
ing session and who then practice and receive
feedback as they integrate the new skills into
their work. The Coaching.com model is in
keeping with a recent study? that found dhat
training alone increased productivity by 22%
while training plus coaching increased prodie-
mvity by B,

This article examines consulting and coache-
ing- We analyze how the two profesions are
similar and different and identify how, when
carefully blended vogether, they can offer clients
the best from both areas of expertise, depend-
ing on the circumstances and need

Consulting vs. Coaching

It & estimated thae there are currentdy more than
200,00 management consulting firms in the
United States? As defined by dhe Instituee of
Management Consultants (LS.}, managemsent
consulting is:

the provision of independent advice and
sintance to client with management re=
spansibilitses.

Consultants typically perform any one or
more of the following: provade informarion,
diagnose and/or solve problems, recommend
:|.-|_'I:inm., :||1'|pl|:|t|1:|:|l 1.'h.|.|!|B-L"L. ranild consensus and
commitment, and facilicate client arganizanon
learn illl.:.-" In his best-selling book, Millian Dol
far Cooruuilting: The Professional’s Guide ro Corose-
fg @ Prsctrce, Alan Wess expands the definition
to include providing a specialized expertise,
content, behavior, skill, or other resources o
assist in improving the condition of the cleent.

Coaches are alio in the business of improy-
ing the conditon of thewr clients. The Interna-
tional Coach Federation (ICF), founded in
19492 15 the coach-credennaling body and i
Wi:ll..']':." rl:l.'u:lpli.'.!r:d i the pi:il:ﬂ.ll:"_n.' worldwide
resoarce for basines and personal coaches. The
ICF defines coaching as:

an gngoing relationship that focuser on
clients taking action boward the realization
of their visions, goals, or detines.
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Today there are an estimated 100000 full-
and part-time coaches in the United States,
i lher 5..[F.HI 'illtml:limlnﬂ}"."‘ That r|:1.|:11b¢|' i-:
Emwinﬁ h!L-.lLlil'!,'. with coaches h;::in“ used o
public and private organizations around che
world, The leaders of orgamizations such as
Alcoa, American Red Cross, ATET, Ford.
torthwestern Mutual Life, 36, Uniced Parcel
Service, Amerwcan Standard, the federal Barv-
ermmgnts of Canada and the United States, and
pumierous high=tech firms are convineed that
coaching works o develop people and increase
prosductiviny:

In organizational coaching, there appears to
be a number of common methods 1.'||'|_'|',=|1,:|1_.rr:-|,1.
The "coach approach™ stems from an employes
setting, goals based on self-awareness, perfor-
mance, carcer expectations, and the organiza-
tions priorities. Self-mareness is the foundanon
of goal setting i coaching, It i grownded in
mtrospection and knowledge gathered from
assesanents (such as 3al-degree feedback mech-
anisane, conmmication style mdexes, and per-
somahity profiles) of personal strengths and areas
for improvement. Onee goals have been ser,
coaches support the individual or team in mak-
ing progress towand achieving their desired
resules.

Consubting and coaching share 2 number of
commaon attributes:

B Az outside professional resources, they act as
change agents in the organization,

m Each requires 3 high level of expertzie and
traiming: for consuliimg: subject-matter exper-
tise, knowledge of methodology and i
applications, clicnt busines practices, client
produsces, and services: for roachingg: coaching
skills and methodology traiming, certifica-
tion in key competencaes, and professional
crodenmtials.

®  Each requires competence in the following
skills; stening, observation, giving, feedback,
chuta analbysis, intervention, and process facil-
ptataomn,

m  Each provides servioes oo support ransfor-
matkon, cither individual or onganizanoaal;
both rolles are based on fulfilling client needs
and supporting their success.

® Each is engaged either o develop a partic-
ular skill set within 3 team o becauze the
higher productivity needed o achieve
desired resules is more probable through the
wse of an ouside
rather than an incer-
nal resource.

B Services

provided
wary wiﬂr.'l:,:, as o hees
paid, gaps or isues
that are  addressed,
competence of sers
VItE p:n.wi.d:'r:. and

I.'I.1E'J:'-IJI'.|HL' mﬂul'b..

®  Both work at the level of individuals, teames,
and organizations and involve two-way
mteraction between the profesional and the
chient.

B The outcome and results belong o the
client, who s responsible for implementing
any action during or following the provi-
sion of service,

Perhaps the most siriking difference be-
tween consulting and coaching is the proces
thar each follows in order to serve as change
agent and suppore a clients schieving desinesd
resulis,

Covtnieltarits are in the bniness of providing
expert advice. They identby a problem with 3
client and then resolve it through activities that
can include option analysas, facilitaton, train-
g, and the like, Some may focus more on a
“process” approach, akding chients o work
through ssues. Cisaclier work with clients whao
identify their own isues or goab—asking ques-
tions and giving feedback wo that clients dis-
cover their own solutions, According to the
Inwermational Coach Federation:

|{:m-|.'llﬂ uwl 4 process nnl'i.nquir:,' .nld peT=
sopal |.‘|.ri|.'u1.-|.':r1.' oy banld ghee dicnt'_-. ll,!'“;'l 4_'|I'
awEirvriess. aid m1pm1i:|i|it:,' and Pml.rid.n.- tlu;:
clicit with bh'l.u:tum,::upp-nrt..\nd I'ccﬂ'[:w;lc.
The {'Lﬁll.'llile an'u: ||.|.'1|:|-': c|:ii:'nt'| l'mih
lll'!.'llll"ll..' aiid acldeve FI'I'.III-L'!.!.:ii.Ill'I.il and 'P'l.!r‘I-l.'Illl.'lI
;.';::uh faster and wath more ease than “uu]d
be p-::l"di.mn: otherwie.

Purises would keep the roles distines:
Coaches sk and cvoke: comsultant tend o oell

Many consulting firms
are now blending
coaching skills into
their practices with
excellent resulls.
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ard solve, Cihers see a benefit to blending the
rwo o provide added value 1o clients.

Consultant/Coaches

Many consulting firms are now blending coach-
ing skills o their pracoces with excellent
results, Providers of coaching services inelsde,
for example, KRW International and Keiley,
Goldsmuth & Company, Client organizations
mclude Amenican Express, BellSowth, Canadian
International, Motorols, McKinsey, and Quest-
Wireless. According to KPR Intermatiosal, this
process nvobves:

[Helping] individuals (1) align their hearts,
heads, and souls in all speces of their infu-
ence and decision making: (2) honor the
mterconnectedness of the word; (3] seck
sustaimable solutions; and (4) share the val-
wes of integriry, responsibility, and compas-
shon,

According to Doug Rachford, senior part-
ner at ELY, LLE, the process of blending the
two professions can be a natural progression:

We usually are hared o consult and end up
coaching. Frequently we follow the con-
sulting with help in the implementation.
Often we sk the chents questions that make
them thank through their problems, and we
gently asast them i discovering solutions.
We also focus on developing self and orga-
nizational awareness, It is imponant that
there be a leve] of trst between the client
and the coach.

For those professionals or companies that
want to follow suie and offer 3 Blended con-
sulting/coaching service, there are some steps
that can be tken to increase the synergy
berween the two:

1. Learn to distinguish when each is appropri-
ate, and be able to speak knowledpeably abom
the appropriateness of each intervention.

e

Align the goals of consultants and coaches
with those of the organization,

3. Ensure that haghly qualified profissionals are
hired by bringing in only those who have

the appropriate traning and credenials froan
recognized professional as-sociations. For
coaches this includes the International
Coach Federation (www.coachfederation.
orgl, and for independent consultants the
Imstitute of Management Comsultants
Pwwwimcnsaorg). I s recommended that
coaches complete an accredined trining pro-

pranm,

4. With the client, set desired outcomes and
monitor performance and resulis,

3. Ensure strong, visible championing of the
initiative and of the chosen profesaonals.

ti. Be patient, Creating change can be abrupe;
ransitions take ome,

Conclusion

As the profesion of coaching continues o grow
and get attention, we ane hikely o see more con-
sultants adding coaching skilks to their menu of
services, Likewise, as coaches specialize and
develop niches, they too will likely add con-
sultng skilks to theiwr menu of services. The evo-
lutien of both professions will provide added
value for professionals who want to ailor the
services they provide to fit the exact needs of
the client. =
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