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Who Should Read Adaptive Coaching?

This book is for coaches who are frustrated in their
efforts to help others.

Too many books on coaching offer simplistic views

of the nature of human change and development,

promote quick fixes, or make exaggerated claims

about what coaching can accomplish. This book
explores coaching from the client’s perspective and
helps coaches understand how to adapt their coaching
approach and methods to the needs, wants, and
preferences of the people they are coaching.

The Coaching Craze

As the war for talent continues, companies are
increasingly turning to coaching as a principal means
of developing their existing people in an effort to
produce extraordinary results from almost everybody.
Companies are investing more in coaching today than
ever before, and they are expecting more from it.

However, our research on coaching effectiveness
reveals a huge gap between what companies and
clients expect from coaching and what it actually 
does for them.  

By some estimates, there are now more than 40,000
individuals in North America and Europe who call
themselves executive coaches—more than ten times
the number of coaches who hung out a shingle just 
a decade ago—and that number pales beside the
hundreds of thousands of executives, managers,
supervisors, and other professionals in thousands of
companies worldwide whose job includes coaching
others.

The Future of Coaching

The idea for Adaptive Coaching originated in the
authors’ experiences as coaches and teachers of
coaching and the research base that developed out 
of our practice.  Few authors on the future of coaching
have talked about how coaches should adapt their
coaching to the needs and interests of the people they
coach, and we realized this was a huge deficit in the
coaching literature.  

Our twenty-five years of coaching practice, and our

research on coaching, told us that most coaching

clients were dissatisfied with the coaching they

were receiving.  As a result, a work devoted to

adaptive coaching is long overdue.

Now is a critical moment in the history of coaching
because the profession is struggling to establish
professional standards for coaches.  There is a strong
need to make the field of coaching more professional.
Unless professional coaching standards are informed
by research, and also reflect the needs and
expectations of coaching clients, then any 
resulting certification criteria will be sub-optimal.  

What Adaptive Coaching Will Do for Readers

This book honestly confronts the shortcomings of
coaching as it is currently conceived and admits that 
it is not a panacea for all performance, career, or
interpersonal issues nor a good tool for every manager
to use.  Adaptive Coaching seeks to define a narrower
band in which coaching can legitimately be used
effectively.  In addition to an honest examination of
coaching, this book:

� Contributes original research on coaching
effectiveness, including a new model of coaching
style preferences.  This model has three
dimensions:  locus (directive vs. nondirective),
scope (programmatic vs. circumstantial), and 
focus (specific vs. holistic).  

� Provides pragmatic techniques to help coaches
discover their clients’ preferences, explore clients’
underlying needs, and adapt their coaching
approach to their clients.  

� Improves the quality of coaching and the
sophistication of coaches’ approaches to helping.

� Provides a more honest, realistic, and well-grounded
approach to coaching—one that avoids the simplistic
advice and exaggerated claims found in much of
the coaching literature.

� Offers pragmatic guidance on managing the
coaching dialogue and overcoming barriers to
change.

What Adaptive Coaching Won’t Do

� This is not a self-help book.  It won’t help people
think more positively, lose weight, or become their
inner child.  It also won’t help them discover what
matters most to them, stop chasing success and
let it find them, or get that promotion they deserve.

� It’s not a motivational book. 

� It’s not about how you can inspire people to 
be winners.

� It’s not about performance appraisals, managing
people, or conducting personnel evaluations.

� It’s not about how to build a coaching 
business or how to find coaching clients.

Research on the Status of Coaching

From 1996 through 2001, Lore International Institute
has conducted an extensive survey of coaching
effectiveness within Fortune 500 companies.  Our
database includes assessments from nearly 1,500
coaching clients.  Here is some of the data showing
the present status of coaching:

� 57% of coachees say they would like more
coaching than they are currently getting.

� 60% of coachees say they would like better
coaching than they are currently getting.

� 56% of coachees report that the coaching they
receive is often not focused on the right things 
and does not help them learn exactly what they
should do differently to be more effective.

� 45% of coachees report that their coaching
sessions with their current coach have not had
much positive impact on their work performance.
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Adaptive Coaching establishes the
importance of adapting to clients’

coaching preferences and shows
coaches how to understand what it
means to work within the client’s

context and to be more effective at

helping clients change and develop.
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Model allow the coach to tailor an approach to meet the needs of
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