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Introduction 
[bookmark: _GoBack]As an executive director of a well-known consultation agency, my coaching style combines expertise and a ten-year experience in the business world. With knowledge in several industries, including finance, pharmaceuticals, IT, Travel, retail, media, and health care institutions, I work with many organizations looking forward to successful transitions. I have also worked with other entrepreneurs in building meaningful careers and enabled many businesses to retain talent, find balance and reach their maximum productivity. I primarily focus on organizational development. 
Certification and Credentials
I. Evidence-Based Coaching Certificate
II. Management training certification
III.  B.A., Economics, University California, Irvine
Coaching Approach
I. A coaching Niche in Performance development/role enhancement, Action Planning, Team Development, Change management. Solutions coaching, Strategic planning, Consultative selling, Assessment tools.
II. I use transformation approach coaching in English, French, and German. 
III. I include Empathy and reflective questions that offer practical and feasible solutions.
IV. Evidence-based coaching and positive psychology where we use functional processes to direct results.
V. I have years of coaching doctoral research and senior executives in different fields hence armed with a foundation for coaching in different organizational cultures and complexities. 
The coaching process
Focusing on Organizational development means that my coaching process has to cover all the aspects of the business. An organization survives because of many factors, including its environment, employees, leadership, resources, and general competitors in the industry (Hill, 2008). The first success of a successful coaching process understands that most factors in the business world are interdependent, and intensively interact to induce the growth of the firm. Consultation is one of the resources injected in the business to improve productivity. 
The business environment comprises of many industries that are undergoing constant changes. For this very reason, I have to ensure that my coaching consultation process is flexible enough to cover the trending trends in the business environment (Drucker, 2014). Many variables affect the performance of the business environment, including competition, legal requirement, human resources, costs, benefits, and risks of conducting business. Before the coaching process, a recent analysis of the market has to be undertaken to cover all the dynamic changes. 
My business coaching process will have an organized and detailed process from start to finish. Communication is a significant requirement in this process, and I have to make it the basis of my relationship with my clients (Moxley, 2015). Every step has different aspects of coaching depending on the variable noted, and also because the process is customized to suit the business environment of a firm looking forward to organizational growth (Peng, 2013). The steps include preparation, contract, Start-up Session, regular sessions, final sessions, and post-coaching.
A communication plan for the process
Coaching entails passing relevant information and directives to the subject, which can only be achieved through communication. A communication plan outlines the vital points to be passed across, the relevant audience, and the medium of communication (Mattu, 2015). I cannot entirely depend on verbal communication in the process because there are several other formal actions involved. Failure to be considerate of this area unprofessional execution, misdirected resources, and poorly crafted messages. While having the best channel facilitates my effective transfer of intended messages to the participants, it is also the only way I will be able to get feedback during and after the process. There will be plenty of use of oral communication, emails, written sources for evidence-based coaching, and social media pages of competitors and other stakeholders. 
Since my coaching style aims at creating a comfortable relationship with my clients, communication, in this case, will be both formal and informal. These two types will automatically fall in place according to how I manipulate the direction of c communication. Official communication will dominate the one on one encounter with the client in strict circumstances, like during the consultation application and contract signing. The other processes can alternate the two depending on the message and also combine verbal and non-verbal mediums. For stance, the first session is all about introducing a tone that will be carried throughout the whole process. It is expected of me to use all methods that will induce a relaxed mood among the audience. Professional jokes and dialogue are very effective in engaging the participants.  
Coaching Process Chart flow

[bookmark: _Hlk22056231]{The coaching Process Chartflow}
Preparation stage
There has to be an analysis of the background of the firm in question and putting my coaching tools in place. This stage gives me a chance to look at the client’s goals, company background and performance, their strength and weaknesses, and industry analysis. During this stage, I must also familiarize myself with the obstacles that I might encounter in the process (Campbell, 2015). Understanding the firm and what is required of the process comes through interacting with the client with questions like what are their persistent issues? What is the time frame for the coaching period? What are the subject limits? Are there availed incentives for the process? And the factors that will be under my control. 
Contract making
A contract is significant in the business world as it outlines the terms and relationship details between the client and me. It is also part of the formal coaching aspects and paperwork that will facilitate other processes like financial disbursement. A contract will outline who is participating in the process, which in this case includes the management and the Human Resource department. Enlisting the number of participants has to determine session setups, and costs. The other variables to include in the contract are the time duration and goals and objectives of the coaching process. 
Start-up Session
This will be the longest session as it establishes the tone for the whole process. It is the best time to create a relationship between the clients in the session and me. The start-up session provides an opportunity to establish and strengthen the necessary trust that will facilitate the process hence inducing collaboration. Having analyzed the culture and operation modes of the company, this stage will provide a suitable chance to ensure that obstacles’ that might hinder the process are eliminated. For instance, in a friendly and informal tone, I can inform the participants that they are free to contribute to the process through questions and clarifications. 
Regular Session
With an established routine, these sessions will include commonalities that connect the sessions and facilitate continuity. Aspects that are crucial in this stage are a standardized time for each session, which everyone is expected to keep and a format for each session because I will be covering different topics. This will be accompanied by my special evidence-based style of coaching as well as interactive so that the participants fail to get important details. 
Final Session
The final session must be different from the rest as it is seen as a separate stage in the process. It will be longer than the regular sessions as it wraps up the entire process and involves an assessment of the participants’ progress. I will be able to determine if the process was successful by looking at whether we covered the stated goals and objectives, and if additional work might help. The wrap-up session includes questions from both ends, evaluations of the lessons through demonstrations, and even presentations and mending loose ends. Since my coaching is success-oriented and flexible enough, I can allow an extended contract to purposely ensure that my client is satisfied. However, I am always set to ensure that I manage the goals and objectives in the first blow. 
Post Coaching
As an expert in coaching and consultation, I understand the need to make a post-coaching part of the process. It is evident that success cannot be determined immediately after the process. The most crucial aspect of this stage is waiting for feedback from the client so that I can assess the impact I had, improve my skills, and also enhance my client satisfaction capability. This will be facilitated by an established communication which can be through emails or calls.
Additionally, post-coaching also contributes to planning for the future as it may not be the end of our relationship with the given firm(Haan, Culpin, & Curd, 2011). The client can also have time to seek clarifications and recommendations in this stage. Consultation means handling both the past, present and future wellness of the client.
Conclusion
In conclusion, the coaching process for a firm aiming for organizational growth will be made successful by my background and expertise in the area. Corporate growth covers many aspects that influence the business’s operations, which means that the process has to include all these variables. The steps in the coaching process include preparation, contract, Start-up Session, regular sessions, final sessions, and post-coaching. The success of this process is influenced by communication, being time conscious, and cooperation. 


References
Drucker, P. (2014). Innovation and Entrepreneurship. New York, NY: Routledge. 
Campbell, S.K. (2015). Thinking and Interacting Like a Leader: The TILL System for 
      Leadership Communication. New York: NY: Parlay Press.
Haan, E. Culpin, V. Curd, J. (2011). Executive coaching in practice: what determines helpfulness
         For clients of coaching?Personnel Review. 40(1) 24-44
Hill, C. (2008). International business: Competing in the global market place. Strategic Direction, 24(9).https://doi.org/10.1108/sd.2008.05624iae.001
Peng, W.M. (2013). Global Business. New York, NY: Cengage Learning.  
Mattu, R. (2015). Apple Clarity and Communication Keep Brand Top. The Financial Times.New York: NY: Parlay Press.
Moxley, S.R. (2015). Becoming a Leader Is Becoming Yourself. North Carolina, US: McFarland.




Preparation stage: to analyse the company


Constract Signing: For agreements


Start-Up session: introduces the other stages


Regular sessions: connecetd by Continuity


Final sessions


Post-Coaching








