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What are you hoping 
to get out of today’s 
discussion?



Why is measuring the ROI
of coaching so difficult?

1. Difficulties with defining and operationalizing / calculating ROI 

2. Coaching has many outcomes which are frequently intangible 

3. Coaching is an emergent process which shifts during the engagement ”

4. No one person works alone in a vacuum.

5. It is virtually impossible to run a “blind” scientific test of coaching



What are the possibilities for measuring ROI?

INPUTS OUTPUTS OUTCOMES VALUE CREATION

● Coaching relationship ● New behaviors ● Increase in productive 
time for both self and 
teams

● Higher engagement 
from stakeholders

From “Systemic Coaching” (Hawkins & Turner) 2020.

● Client

● Coach

● Coaching interventions

● Contract

● Insights

● Mindset shifts

● Feeling shifts

● Action plans

● Less reactivity

● More resilience

● Employee satisfaction

● Clearer communication

● Better conversations

● More productive 
meetings

● Clearer delegation and 
orchestration

● More focused time

● Higher appreciation 
from stakeholders

● Increase in customers 
as advocates

● Increase in revenue, 
profitability, or income 
generation

● Reduced absenteeism

● Increase in employee 
retention



Goals
Objectives
Strategy
Mission
Vision

CORPORATE Training
Workshops
Mentoring
Management
Assessments

L&D Goals
KPIs
Relations
Life

INDIVIDUAL



Executive Coaching:
IT WORKS!


