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Solving The Scaling Problem 

By Dr. Matt Barney, CEO, LeaderAmp

It doesn’t matter whether you’ve been a coach for a week or for 50 
years, scaling is still the number one obstacle that we all face. After all, 
how can we expand an intensely personal experience - one based on 
intimate relationships - and maintain the same level of  quality and 
commitment without diluting it?  

That’s why in coaching, unlike many other industries, it’s almost 
impossible to scale our practices. After all, there are only a finite 
number of  hours in a day, and (assuming that we want to sleep, eat, or 
see our families) we can’t work with more than a set number of  clients.  

Welcome to the “coaching conundrum.”
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But what if  I were to tell you that you could double or triple the number 

of  people you work with while still maintaining the close connections 

that you need to be a good coach? And what if  I told you that at the 

same time you could create objective metrics to show your clients (and 

their employers) that your approach was helping them hit their core 

goals? 

Because that’s exactly what I’m saying. Coaching is scalable. 

Defragment Your Day 

We all say that we can’t take on any more clients and therefore can’t 

scale, but that’s an overly broad statement. The important part of  this 

equation - and the one that needs to be addressed to allow 2x and even 

3x increases in our client bases - is that coaches can’t block out more 30- 

and 60-minute sessions with the executives we’re trying to help.  

That’s just basic math, and there’s nothing any of  us can do about that. 

But what we CAN do is set shorter interactions (some as short as 1-2 

minutes) that allow us to interact with our clients in a way that is much 

more time-efficient than longer sessions.  

Think of  it like defragmenting your hard 

drive. By moving files around, 

consolidating others, and eliminating 

extraneous and duplicated documents, you 

can get a lot more useful data on your 

computer.  
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You don’t have any more storage capacity, yet somehow you can get a 

lot more information on your laptop - and your computer also runs a 

lot faster than it did before. 

While it’s easy to schedule a half-hour call with a client, the idea of  

calendaring a 90-second session is absurd. Most programs like 

Outlook and iCal won’t even let you do that! So how are we expected 

to schedule calls with executives in tiny blocks of  time? The answer is 

simple: we’re not. This is where interactive technologies, including 

mobile apps, make it possible to connect with our clients in short 

bursts that don’t need to be scheduled. 

This is where the math kicks in. If  I can interact with one client in 60 

minutes or four clients in the same amount of  time, I’ve just scaled my 

coaching practice. 

The Effectiveness Angle 

Of  course, faster doesn’t always mean 

better, and in a human-centric 

business like ours there is no value in 

short-changing our clients. That 

means that anything we do to 

promote scalability can’t come at the 

expense of  quality.  

So how can a two-minute “burst” be 

effective? 
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For starters, let’s look at how today’s employees work. They complete 

their tasks interspersed with sips of  social media and email throughout 

their day - often on their smartphones.  

By leveraging the ubiquity of  our clients’ phones, we can proactively 

drip snippets of  coaching into their busy lives. And when they journal 

about the lessons they have learned from attempting to apply the 

coaching, we get a surprising bonus: not only is it developmental for 

clients to reflect on hiccups, successes and failures, but it serves a 

second purpose as a private window into their progress.  

Did they just get a deep insight, or do they need a kick in the pants to 

make sure they are doing enough to get better?  By setting expectations 

with clients that they need to journal privately, we can responsibly 

glance at their progress and send them quick notes of  encouragement, 

redirection, or “nudges.”  

And this only takes a few moments for clients. 
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Another way we can responsibly reduce our touch time is by giving 

clients new, AI-powered tools to better get support. E-coaching, 

calibrated and scheduled at their convenience, helps them hold 

themselves accountable in-between coaching sessions.  

In addition, Nurture Notes are a form of  AI that clients can set up 

to suggest ways that managers, mentors and other supporters can 

receive with concrete suggestions for ways they can help.  

The bottom line is that we can amplify coaching practices with new 

technologies that help us extend our relationships - and those of  a 

client’s well-wishers into their daily lives.  

That’s the key to growing in a field that has been so difficult to scale.

Matt Barney , Ph.D. is the founder and CEO of 

LeaderAmp. He has over 25 years of experience leading 
the science and technology of leader development in 
senior global roles at multinationals such as Infosys, 

AT&T/Lucent Technologies, and Motorola.  

More info: http://www.leaderamp.com/about/
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