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Extract from the Financial Times Guide to Business Coaching 
By Anne Scoular, 2011 
 
The Alliance 
One successful coaching business is The Alliance (www.alliancecoaching.co.uk).  As the name suggests, the 
members are all, formally, independent coaches. But they work together very closely indeed, so that to their 
clients it feels like a solid business that can and does take on major coaching projects.  Unusually, Alliance 
members invested almost a year (part time, while most had commitments elsewhere) when they were 
setting up, in working together to thrash out not just their unique selling points (USPs), business principles 
and practice, but also the detail of their values and interpersonal working methods.  I thought they were 
mad, and urged them (I knew many of them well) to get out and start finding some business, but they knew 
what they were doing, quite rightly ignored me and I have since eaten my words: the time they spent ‘taking 
their own medicine’ as coaches, i.e. speaking frankly, deeply understanding each other’s strengths, and 
forging a strong professional way of working, has paid off.  They have grown apace right through the 
recession, but no matter how busy, they continue to meet for a full day a month to review their work and 
their process and to update their learning together. For how they see it, see the box below. 
 

The Alliance 
At the outset we knew we wanted to create a close-knit cadre of coaches, with an emphasis on high quality, 
shared values and impactful work, and to have an organisational vehicle which fitted that.  We did not want 
to build a formal company reminiscent of past constraints and which added only limited value to our 
potential clients; and we wanted to keep the flexibility to engage individually outside The Alliance in other 
activities, be they consulting, training, teaching or charity work, along with a wide range of non-work 
activities. 
 
We are all graduates of the same coach training (Meyler Campbell Business Coach Programme), which is one 
of the things that binds us together – yet we have a wide range of collective and individual strengths from our 
diverse, senior business / professional backgrounds and coaching experience: from the application of in-
depth psychology to board level management; from professional services and consulting to manufacturing; 
from entrepreneurial to mature blue chip organisations. 
 
Our early meetings were focused on really understanding each other and our unique qualities and 
perspectives, agreeing how we would work together, and on creating our sense of what we wanted The 
Alliance to stand for.  We developed a coaching philosophy and an approach that could be tailored to client 
needs based on a firm basic structure.  The Alliance is now just over five years old, and there are currently 
eight of us who have come to know each other and to value and use our complementary skills and 
differences very well.  It has not all been plain sailing – we have had some challenging situations to deal with 
– but we have successfully engaged with each other to create rich and often innovative solutions, 
undoubtedly beyond the reach of us individually.  
 
As well as providing exceptional coaching, we offer our clients our collective observations and insights into 
their organisation and we provide access to our network, putting them in touch with people that we know 
with a particular expertise.  We therefore contribute both to the individual in their organisational context and 
to the system of the organisation itself. 
 
We recently won a piece of work where the client commented that a decisive factor for them in awarding us 
the assignment was their observation that we really did exemplify the things we claimed to.  So our efforts to 
create, sustain and develop our Alliance seem to be bearing fruit.  But more than this, we have created a 
space and place for us to collaborate and continue to learn and grow with colleagues and friends we like and 
trust and respect. 
 
In our previous corporate lives, the expectation was the client was always happy, but often at the price of 
people sacrificing everything else to the point of utter burnout.  In the system we've built over five years we 
still work hard, the clients are, they tell us, very happy, but we are also fulfilled.  We suspect this more 
balanced approach means clients get a better deal as well. 

http://www.alliancecoaching.co.uk/

