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‘As someone who has hired coaches, been coached, now coaches others, and has run a viable business for the last two years, I can only say that I wish Aryanne had written her book sooner. While there are many business start-up texts, for the coach thinking of setting up on their own, this packs genuine, practical advice into every page and is likely to become a definitive reference. It will confront you with the truth about setting up on your own – and sometimes not pull any punches with that. It’s there to keep you focused, and is just as useful to read when you’re 12 months into your business as when you’re starting out.’
DAMIAN GRIFFITHS | Director VProfessional
Former IT Director Addleshaw Goddard and Eversheds


‘This is a book that presents an often complex topic in a logical, easy to read and readily digestible way that is immediately useful to anyone busy setting up their business. In particular the clear, concise chapters and subsections allow the reader to easily identify and focus on a particular area of interest, without having necessarily to read the entire book in one go. It can therefore be used informally as a ‘‘user manual’’ or as a formal, technical book. If you are setting up – or are thinking about setting up – a coaching business, or for that matter any other small business, I recommend it – highly.’
ADRIAN OLSEN | Managing Director and Head of Global Project Finance
Bank of Ireland Corporate Banking


‘I would readily recommend this book to anyone thinking of setting up their own business, whether or not it is in the field of coaching. It covers the whole spectrum of what it takes to organise and run your own enterprise. The book is both a reference and a learning tool that takes you through the process of understanding everything about setting up your practice and also your own motivations for doing so. By posing a series of key questions in each chapter, you are continuously encouraged to reflect on how you approach and deal with each aspect of your business. Based on many years of solid experience in the coaching industry, the writer offers useful insights, encouragement and support. The book is packed with both invaluable advice and a good deal of common sense.’
RANDINI WANDURAGALA | Consultant Shared Profits
Former Head of Policy World Vision UK
Former Advocacy Manager Asia Tsunami Response Team World Vision International


‘This book will prove useful to both experienced and newly qualified coaches who are thinking about setting up their own business. It is pragmatic with its advice, and also thought provoking. A good practical read.’
LINDA GRANT | Leadership Development Manager
Skipton Building Society


‘This is a comprehensive and insightful guide, full of practical ideas and suggestions. It will be a useful toolkit for the newly qualified or the experienced coach.’
STEVE PRESTON | HR Director, Learning and Development
An investment bank


[image: images]


Please send for a free copy of the latest catalogue:


How To Books
Spring Hill House, Spring Hill Road,
Begbroke, Oxford OX5 1RX, United Kingdom
info@howtobooks.co.uk
www.howtobooks.co.uk










STARTING AND RUNNING A


Coaching
Business


The Complete Guide to Setting Up and Managing a Coaching Practice


Aryanne Oade


[image: images]









Published by How To Books Ltd,
Spring Hill House, Spring Hill Road,
Begbroke, Oxford OX5 1RX, United Kingdom
Tel: (01865) 375794 Fax: (01865) 379162
info@howtobooks.co.uk
www.howtobooks.co.uk


How To Books greatly reduce the carbon footprint of their books by sourcing their typesetting and printing in the UK.


All rights reserved. No part of this work may be reproduced or stored in an information retrieval system (other than for purposes of review) without the express permission of the publisher given in writing.


The right of Aryanne Oade to be identified as author of this work has been asserted by her in accordance with the Copyright, Designs and Patents Act 1988.


© 2009 Aryanne Oade


First edition 2009


British Library Cataloguing in Publication Data.
A catalogue record for this book is available from the British Library.


ISBN: 978 1 84528 332 2
ePub ISBN: 978 1 84803 672 7
Mobi ISBN: 978 1 78102 214 6


Produced for How To Books by Deer Park Productions, Tavistock
Printed and bound by Cromwell Press Ltd, Trowbridge, Wiltshire


NOTE: The material contained in this book is set out in good faith for general guidance and no liability can be accepted for loss or expense incurred as a result of relying in particular circumstances on statements made in the book. Laws and regulations are complex and liable to change, and readers should check the current position with the relevant authorities before making personal arrangements.










ACKNOWLEDGEMENTS



I would like to acknowledge a number of people who have played a part in my work and in the writing of this book.


My gratitude and thanks go first and foremost to all the clients with whom I have worked over the years, and from whom I have learned so much as they talked with me about their working lives and experiences.


Next, I’d like to express my appreciation to my actor colleague Tim Scragg for creating credible corporate and professional services characters in coaching meetings, and for his incisive and thoughtful critique of the book at its draft stage.


My gratitude and thanks also go to my accountant of many years Nadine Lamont-Brown for her humour and prompt, helpful responses to my numerous enquiries and queries, and for her review of Chapter 10.


My thanks go to my supervisor Christine Marklow for the clinical psychology perspective she provides me with during our supervision meetings, and for her critique of Chapter 6.


Agnes Moodie got me started on the book in the first place and for that I will always be grateful. My thanks also go to Giles Lewis and Nikki Read at How To Books for suggesting that I write a book on setting up and managing a coaching practice, and, when I sent them my preliminary outline, for sending me a publishing contract rather than a request for more information.


In addition, I send my gratitude to the members of my EFT Group for their support while I wrote the book. I’m thankful to Julie Perry and Sally Thomas for helping me find my words again when they had stopped flowing, to Sarah Granby for her time in proof-reading, and to Julie Perry again for her work in reviewing Chapter 9.


Finally, thanks to all the people who spoke with me about the challenges of running their emerging coaching practices, including Dave Bareham and Jane Waites who helpfully detailed for me, as I started to write, the questions and issues going round their heads as they prepared to set up their coaching businesses.













NOTE FROM THE AUTHOR



This book focuses your attention on ten key aspects of starting and running your coaching practice. In writing the book, I am not seeking to advise you, the reader, on how to set up your business, but rather to offer you my experiences and know-how as someone who started, and has managed, a coaching practice for many years. In addition to reading the book, you might want to seek the services and professional advice of a lawyer, accountant and/or independent financial advisor, each of whom will be able to offer you tailored, detailed and impartial counsel on your business’ requirements.













ABOUT THE AUTHOR



Aryanne Oade has worked as a Chartered Psychologist since 1991. She has appeared on C4 speaking about customer complaints handling, has given an address on ‘Creativity in Business’ at the British Association for the Advancement of Science and has appeared on Radio 4 speaking on the same topic. Aryanne has spoken twice at the Institute of Directors Yorkshire Breakfast Meetings on ‘Politics, Power and Profit’, and once at the British Psychological Society’s Annual Conference on ‘Stress Levels Among South Yorkshire Probation Officers’. She holds memberships in the British Psychological Society’s Occupational Psychology Division and Special Group in Coaching Psychology. She is a Member of the Association for Coaching as well as the European Mentoring and Coaching Council.










OVERVIEW



Who this book is for


I have written this book for you if you have thought long and hard about starting up a coaching business and have decided to go ahead, or if you are considering starting and running a coaching business and want to know more about what will be involved. You may be on the way towards a professional coaching qualification, or already have achieved either accreditation or part-accreditation as a coach. You may be moving into coaching from a learning and development, internal coaching or human resources background, or after working as a line manager. Or you may be a psychologist working in business, as I am. You could be moving into coaching from a different and, possibly, unrelated field. You may have gained experience of working as a coach during your training, already worked as an internal coach, read several books on coaching, talked to effective and successful coaches, and may have experienced helpful coaching yourself at some stage in your career or life.


You may now believe that your life and workplace experiences have prepared you to be an effective and professional coach, one who will find the work both rewarding and challenging, one who has something valuable to offer to clients. You likely see coaching as a way of assisting other people to grow and develop so that they achieve their goals. Above all, you are feeling excited by the prospect of running your own business, being your own boss, and working in a role that will bring you into contact with stimulating people on a regular basis – your clients who represent the great richness, variety and depth there is in everyday people; and other coaches who work in similar and different niches to yourself.


So, you are exploring what will be involved in setting up and running your own coaching business. You have many questions and issues competing for your attention and head space. Some of these questions may only abate when you take action; others could need thinking through before you do anything. Your questions might include:




	If I am to work as a coach, how will I find my clients?


	What will I say to prospective clients when I talk about what I do?


	What can I offer clients anyway, even with a coaching qualification?


	How will my coaching offer differ from the many similar offers already out there?


	
What will clients expect from me?


	Who will I market to and how will I do it?


	How will I structure my coaching offer?


	How will I measure the outcomes of my coaching programmes?


	Can I really make a living as a coach?


	What will I charge for my services?


	How much am I worth anyway?


	What competition do I have?


	What standards of ethical and professional practice do I need to adhere to?


	What insurance do I need?


	Do I need a business plan?


	How do I handle my tax?


	What about VAT?


	What does my coaching qualification mean to potential clients?


	What does it mean to me?


	How am I going to make this happen, happen well and make a living from it?





My background and coaching experience


I am a Chartered Occupational Psychologist. I began working as a business psychologist in the late 1980s. Over a five-year period I worked for three consultancy firms based in different parts of the UK and my work mainly involved designing and delivering professional skills workshops. In early 1994 I decided to leave paid employment and set up as an independent coach, workshop facilitator and consultant. I had two main reasons for doing this. Firstly, I wanted to offer clients a confidential, one-to-one coaching service that would enable them to develop their leadership and management skills, and help them make sustained behaviour changes in key areas. Secondly, I wanted my energy and commitment to go wholly towards working with clients, rather than partly towards working with clients and partly towards managing colleague relationships and the political elements of organizational life. To this end I decided to set up as an independent business psychologist.


Some of my initial projects were carried out as an associate to smaller consultancy firms. In January 2000 I set up Oade Associates to design and deliver bespoke executive coaching programmes, tailored professional skills workshops and custommade conference scenarios. In this work I combine business psychology with the skills of professional actors to create scenarios that mirror the real-life issues that my clients deal with in their professional relationships. Since starting Oade Associates, I have run over 130 tailored coaching programmes and over 100 professional skills workshops for managers and leaders working in, mainly, professional services firms and financial services firms across the UK, Europe and North America.


In my coaching programmes and workshops, I ask clients to step back from their day-to-day work and their key business relationships and reflect on the quality of the behaviour they use when things are going well for them, and compare that to what they do when they are under pressure. Then, with the help of my professional actor colleagues, I recreate the very meetings that clients find most challenging – meetings which they mishandle, or in which they lose influence or credibility  – and help them to revisit these meetings using different and more productive behaviours, skills and interpersonal tactics. I coach them to understand the links between their intra-personal world (their values, character and personality) and their inter-personal world (the behaviour, skills and strategies that they use with other people). Clients then have the opportunity to practise their new approaches until they are satisfied that they can go back to work and use them straight away. As a result of working in this way clients perform better in their roles, have greater influence in their key workplace relationships and demonstrate sustained behaviour change.


I live on a farm in Yorkshire from where I run my business. This means that I can work with clients in a country location, away from their busy offices. Clients find this change of context both stimulating and helpful. It enables them to reflect on the effectiveness of their workplace behaviour and look for performance improvements away from the day-to-day distractions of their places of work.


What this book will do for you


This book comes directly from my experiences as a coach. In it, I have distilled for you what I have learnt, what I consider to be key issues for you as a new coach and as someone running a business possibly for the first time. In reading it I want to help you answer some of the questions that might be going through your mind and, hopefully, point you towards a few more that you also need to consider. My aim throughout is to give you as many tips, ideas, pointers and heads-up suggestions as I can so that your main focus, and your energy, can be directed towards the key thing that an effective coach does: working with clients to help them make progress towards their coaching goals. You will still need to run, manage, market and handle your business. But, in writing this book, I’d like to help you make these parts of your working life as straightforward as possible, so that you can focus on your passion: finding and coaching clients.


In the course of the various chapters we’ll address all the questions listed above, and several more. This will also assist you in making the most of the opportunity you have to run your own business, allowing you to use your precious time as effectively as possible and to make sure that your focus stays where it should be – on working with your clients. What a book like this can’t do is make up for any coaching skills shortfalls you may have, or any lack of competency on your part in running your business. But it will show you how to make sure that you keep your eye on the two key issues before you in starting and running a coaching business:




	How do you convince potential clients to work with you as opposed to any of the other coaches out there?


	How do you stay on top of the essentials in running a small business, given that the majority of your time and energy needs to be spent finding and working with clients?





Periodically, you will come upon a series of questions that you may wish to consider and answer in relation to your coaching business. Each question is followed by a space in the text so that you can jot down your answers if you want to. These questions will provide you with an opportunity to apply the key points from the previous sections of the book to your business and should also help you to get the most you can out of this material.


Who will benefit from the book


Each of the chapters that follows is on a different, but related, aspect of starting and running a coaching business. I have written the book for anyone who has concerns that they have:




	effective coaching skills, but lack the confidence to run a coaching business;


	a coaching qualification, but don’t know how to get a business off the ground;


	passion and enthusiasm for running a coaching business, but are worried that, in doing so, they might have bitten off more than they can chew.





However, this is also a book for those people who are undaunted about setting up and running a coaching business, and who:




	
want a heads-up about the key issues they will face in the weeks and months ahead;


	simply want to find out what someone else has learnt from the process they are currently going through.





I will touch on important issues such as marketing, selling and managing your business finances. However, this book is not intended as a comprehensive guide to these specific aspects of running a business, and you may also want to consult a few of the many excellent books available that focus wholly on these issues.


Your coaching business


My hope is that you will use this book to help you step back from the day-to-day work of setting up and running your coaching business and thereby review the way you are going about it. At the end of the day it’s your business and you are responsible for it. It will necessarily take on your character and your values. You will make the decisions and it’s you alone who will make it work for you and your clients. I designed this book to take you through a process of thinking about different aspects of your business. Therefore, it will encourage you to:




	focus on the key issues you need to attend to;


	stop wasting your time and effort on peripheral issues;


	invest your energy and commitment where this will provide the best return for you and your clients.





My wish is that your coaching business takes off, that you enjoy the challenge of finding and working with clients, and that you can overcome the inevitable setbacks and let downs you will experience. But, above all, I hope that your clients report that working with you helps them to clarify what they need to do differently and better, and equips them with the know-how, skills, tools and mindsets they need to help them achieve their coaching goals.










1


RUNNING YOUR OWN COACHING BUSINESS


So you want to run a coaching business or, at the very least, are actively exploring the possibility of doing so. If you do take the plunge and start a small business offering coaching services, what can you expect from your first steps in charge of your own practice?


The aim of this chapter is to take you through some of the key issues you will face as you go it alone as a coach, running a business possibly for the first time. Specifically, it focuses on the three key and interrelated issues of:




	working as a coach;


	being your own boss;


	assuming complete responsibility for both of these things.





Let’s start by getting you to step back from your day-to-day activity and consider what has led you to want to set up and run a coaching business. I’d like you to consider the most basic question of all: ‘Why do you want to coach?’



Why do you want to coach?


As you may be well on the way to setting up a coaching practice, or may have been running one for some time now, it may seem a bit odd, not to mention late, for me to ask you to revisit why you want to coach. However, I would like you to do just that. I’d like you to ask yourself what attracted you to coaching in the first place, and what continues to attract you towards coaching now. I’d like you to think about these two things before you read on. You can use the space below to jot down your ideas or you may want to use a separate notebook.
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WHY MANY PEOPLE BECOME INDEPENDENT COACHES



Take a look at the list below which captures some of the reasons that so many people are drawn to work as an independent coach.


Coaching represents a way of:




	working with, and investing in, other people’s lives;


	contributing to a process of positive change for other people;


	giving back to the world of work in terms of the time, effort, energy and commitment required to help other people develop;


	being involved in an ongoing process of learning and development for yourself and your clients;


	using your own experience and skills positively to assist other people;


	having greater autonomy, flexibility, choice and independence over whom you work with and in what way;


	getting out of corporate life and organizational politics;


	retaking control of your own working life after years of only having partial control as an employee;


	making more money than your previous role enabled you to;


	running your own business, being your own boss.





All of these reasons, and others, motivate people to train, qualify and work as an independent coach. You may relate to many of them, some of them, or none of them at all. My note of caution is this: I believe that at the heart of an effective coach is someone who wants to help their clients with the issues that they are equipped to help them with. Of course a coach needs to earn a living, wants to make money from coaching, and wants to enjoy their work. But an effective coach has to be committed primarily to creating a relationship in which they assist their client with the issues that the client is paying the coach to assist them with. To be effective, a coach needs to build a coaching relationship with each of his or her clients which will result in the client:




	
defining their key coaching goals;


	resolving their key coaching issues;


	finding answers to their key coaching questions;


	clarifying what they need to do differently and better;


	being able to take the actions and steps which will result in them achieving those goals.





An effective coach must build a productive working relationship with every one of his or her clients, and to do so has to invest in each client relationship from its inception to the closure of the coaching relationship. For some clients, this process will take a few hours and only one or two coaching meetings. For other clients it will require a much longer period of time. The challenge for a coach is to remain genuinely interested, supportive and appropriately challenging of a client throughout the time they work together. In other words, to give of their best, a coach needs to be genuinely interested in the life, working world, challenges, pressures, goals, hopes and fears of each of their clients.


For a coach who is motivated, at least partly, by wanting to contribute positively to other people’s working lives, this will be an easy and natural thing to do. For a coach who sees their clients as primarily a route to financial reward or professional status this will not be easy, and for some it may not be possible at all. In these cases, clients will quickly realise that their coach’s effort isn’t fully engaged with the business of assisting them. Few clients will want to be on the receiving end of such coaching for very long.



Why do you want to be your own boss?


A second key question for the new coach working as a sole practitioner is ‘Why do you want to be your own boss?’ Before they start to run their own coaching business, many new coaches are highly motivated by the very real delights of being their own boss. They see the switch from paid employment to self-employment as one that involves freedom, autonomy, independence and more workplace flexibility than most employed people experience. In opting for these exciting benefits, new coaches can overlook the very real flip side of the coin: that they are also alone, assuming total responsibility for generating their own income, assuming total responsibility for identifying and solving their own problems, and assuming total responsibility for making all the decisions that need to be made in their businesses.


For some coaches who are used to being part of lengthy workplace decision-making and problem-solving processes – involving several people and hours of debate – the freedom to decide and choose can be exciting, even exhilarating. For others, though, it can come as quite a shock and can create a degree of nervousness and anxiety that as a new coach they were not expecting.


For most coaches, however, the reality of working for themselves is a breath of fresh air. It means that as a new coach they can:




	get things done without having to go through other people;


	make decisions speedily and effectively without having to consult;


	determine for themselves what they need to do and simply do it, without having to justify their preferred course of action to anyone else;


	employ their effort and their energies towards making things happen, rather than try to influence other people to agree that they ought to happen;


	enjoy the lack of restraints, constraints and restrictions that come with operating independently.
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