Coaching Business Action Plan

Example Business: Empower Leadership Coaching, Inc.

A small (4-person) leadership coaching company in business three years

* Please note:  This plan is for educational purposes only. SBV, other business names, and all product names and titles are fictional and created by the authors solely for the purpose of this business plan sample.

Part I: Description of Business 

Executive Summary


Empower Leadership Coaching, Inc. is a company that helps new leaders become empowered and empower others. After three years in business, we have created a strong niche market in the technology and engineering fields. We help leaders and managers who are new to leadership, after having been promoted from more technical positions. Many of these leaders are unsure how to communicate effectively and inspire their teams. 


We help leaders to capitalize on their core strengths and develop skills to match their new corporate roles as leaders rather than technicians. Our work is very effective and we have dozens of glowing testimonials from previous clients. 


Empower Leadership Coaching has had a steady and impressive growth rate over the past three years. The company was founded by Maria Hamilton and she has since incorporated and hired three additional executive coaches to keep up with the company’s growth rate.

Vision

We seek to be leaders in the leadership development field. The company vision is to become a larger company, ultimately with around ten coaches, each of whom specialize in a different aspect of leadership development.
Objectives

1. The primary objective at this point is to bring Empower Leadership Coaching to the next level of growth and profitability. The initial targets have been achieved and this business plan identifies new targets for growth.

2. Attain four new large corporate contracts (each contract including coaching for more than 20 individuals) within the next two years.

3. Create a model for leadership development that can be disseminated to other coaches via training programs.

4. Continue expanding and bring on two more part-time executive coaches in the next two years. One will be hired each year.

5. Develop further refined niches. The two niche areas that we plan to move into over the next two years include women and minorities in technical leadership positions. We will not forego our current market which includes both men and women, but we will create and market programs specifically for women leaders in technology. 

Mission


Empower Leadership Coaching seeks to develop new leaders in the technology field. Being a new leader can be uncomfortable and stressful. We serve to bridge the transition and help leaders gain comfort and enjoyment from their new positions. Dedicated to the success and happiness of leaders and those they lead, we believe that empowerment is the key to success. 

We help our clients to become empowered themselves and to learn how to lead by example. Their employees and team members become inspired and excellent work results.

Keys to Success


Empower Leadership Coaching’s keys to business success include:

1. Exceptional coaching services provided by certified coaches uniquely skilled by their own backgrounds as leaders or in technology to offer the type of coaching.

2. Three years’ experience of building professional networks and alliances within the technology and engineering industries.

3. A strong vision and mission that guides all the work we do. 

4. Unique niche in a lucrative market.

5. Plan for further specialization and niche marketing for women and minorities in technical leadership positions.

6. Passion for our work and dedication to helping our clients and their companies prosper.

Part II: Marketing Plan

Clients and Target Market


Our target market includes middle level executives in technology companies who have recently been promoted to positions of leadership. This target demographic includes both men and women and their annual income is around $85,000. The companies typically pay for coaching or split the costs with the coaching clients. 


The target market is not limited by geography. We are a national company and have clients all across the United States. We are currently pursuing a contract in the U.K. Most of the coaching is conducted over the telephone, but occasionally clients fly us to their locations for onsite trainings. 


Empower Leadership Coaching plans to further its success with niche markets by creating a new niche market for women and ethnic minorities in technology leadership positions. Because the founder of Empower Leadership Coaching is a woman of Hispanic background herself, she has a strong vision and mission for helping women achieve success in fields that are traditionally male-dominated. 
Coaching Topics


While every coaching program is highly customized, here are some of the primary topics we help our clients with:

1. Gaining respect in your new leadership position.

2. How to tell others what to do when you feel like you don’t know what you’re doing yourself.

3. Being the boss of someone your dad’s age.

4. Using your personal charisma to motivate others.

5. Handling your mixed feelings about being in a leadership position.

6. Reconciling the differences between your company’s goals for you versus your own goals for yourself and your career.

7. Enhancing your leadership communication skills.

8. Empowering others through motivational leadership.ow 
Competition 


Empower Leadership Coaching has several competitors, some of who are actually strategic alliances. The top competitors include:

ASCEND Coaching

This is an international management consulting firm specializing in technology and financial fields. They focus on helping managers at all levels in organizations, but do not focus very much on senior level executives. 


ASCEND differs from our company in that they are a management consulting firm while we are an executive coaching company. Thus, the types of services offered and fee structures vary substantially. We also have a stronger niche market in that it is more narrow and focused. 


While ASCEND has an international reputation, they have yet to achieve the rate of growth that we have. This may reflect the current trend towards executive coaching and increasing levels of specialization in the field.

Leaders for Life


This is a small company consisting of one executive coach, Michael Hearst. While many of his clients are leaders in the technology field, Mr. Hearst tends to address different topics with his clients than the topics that Empower Leadership Coaching addresses. 


We help clients who are transitioning into new leadership roles and don’t yet have the knowledge, skills, and confidence to best perform in those roles. Mr. Hearst of Leaders for Life, on the other hand, is known for helping leaders to live empowered lives and to work to live, rather than live to work. 


In fact, Mr. Hearst is a referral source for Empower Leadership Coaching. We also refer clients to him when they are not within our target market.

John Kost and Associates, Inc.


This company headed by John Kost is a consulting, coaching, and training company based in San Jose, California. They provide workshops and individual programs for management in technology companies. 


John Kost and Associates, Inc. does not do much work outside of their local market. Empower Leadership Coaching is a national company and the coaches are scattered throughout the United States. We also travel to our clients as needed. 


Thus, this competitor does present a source of competition in the bay area, but that does not limit the scope of our services very much.

SWOT Analysis


We conduct and update our SWOT analysis quarterly. The following is our most recent SWOT analysis.

STRENGTHS


Empower Leadership Coaching’s primary strength is in its strong vision. Fueled by the founder, the vision is to help new leaders to not only work most effectively, but to empower and enrich the lives of their employees. This vision penetrates all of our work. It is utilized to create motivating objectives and new directives for the company.


In addition to our strong vision and mission, we have a significant strength in the talent of our coaches. The coaches are some of the top in the field. They live out the mission of the company themselves and seek to empower their clients. Clients are never dependent on the coaches and eventually learn how to be their own coach. 


The strength of our coaches is evidenced in the changes that our clients make and their testimonials and satisfaction following coaching. Clients frequently refer other clients to us (although some corporate clients don’t want their competitors to hear about us!) and much of our new client base is from referrals by existing clients. 


Our coaches are very involved with continuing education. They continuously work to improve their skills by going to trainings, workshops, and conferences, reading books, and consulting with colleagues.
WEAKNESSES


One of the weaknesses that Empower Leadership Coaching faces is its lack of diversification of services and products. We have focused on our core strength (our coaching) over the past years and have done very well with expanding the coaching business and improving the quality of the services we offer. 


In the process of focusing on our coaching service, we have neglected to look for ways to diversify our offerings. We also need to find ways to “up-sell” to our client base. Because products have such great marketing potential and can serve as a source of passive income, we believe that it is unwise to neglect his crucial area of business and that now is the time to move into creating more products. 


Many products require writing skills. Only one of our coaches has identified skills and interest in writing. This can represent an internal weakness for our company.
OPPORTUNITIES



Our ideas for new target markets represent excellent opportunities. To our knowledge, there are not currently coaching companies dedicated to the specific niche markets that we are beginning to go into. 


Because companies recognize the need to diversify their workforce, there will be more and more female and minority executives in the technology and engineering fields. Companies will be dedicated to helping these executive succeed so they will seek services such as those offered by our company. We will create a brand in the industry as the coaching company for our niche market.

THREATS


The field of coaching is growing quickly. While we don’t have many direct competitors at this point in time, this could quickly change. Start-up coaching companies are growing quickly. Some could learn about our services and move into the same target markets. 


Fortunately, these threats are not great because our company is already reputable and established. We can continue to grow to stay in front of our competitors. We are also looking to build strategic alliances with other coaching companies, so this will be a way to decrease the competition atmosphere and increase a sense of cooperation. 

Unique Selling Proposition (USP)


Our unique selling proposition is threefold:

1) We offer specialized services and have a proven track record of success in the fields in which we coach.

2) Our coaches challenge themselves to the best in the business so they can best help their clients. They are completely dedicated to the clients who they work with.

3) Our coaches have in depth understanding and experience in the industries of technology and engineering. 

Marketing Materials


Our marketing materials currently include:

· Business cards

· Brochures

· Website

· Flyers

· Post card mailers

· Press kits

From the beginning, we recognized the importance of our marketing materials. Here are some words that describe the image that our marketing materials convey:

· Clean

· Professional

· Inviting

· Up scale

· Calm

· Warm

· Promotion of Change

· Polished

Because marketing is often the first and last impression that important decision makers have of our company, we have ensured that everything is excellent. We have hired a marketing specialist on retainer to review our materials for their look, feel, and message. 

Our company’s colors are dark green and burgundy. These colors help us to visually convey our marketing message. We want users and prospects to feel relaxed and at peace while looking at our site because we want them to see that change can be enjoyable. Going into a new leadership position can be difficult and intimidating, so we want prospects to see that it doesn’t have to be this way. 



The website recently went through a complete redesign by a top design company. It is a very large site and it provides a wealth of resources for its users. There is a password protected section for our clients only that provides additional resources for our clients. 

Audio Logo


Our audio logo and our tagline is, “We help new leaders in technology to survive and thrive.”


We are working on creating additional audio logos for our new target markets

Product Mix


As we have described, our company has not fully explored the opportunities in creating products. We currently have the following products available for sale on our website:

1) A written transcript of an interview with a top leader in engineering.

2) A motivational CD about leadership

3) An e-doc called Adjusting and Advancing in Your New Leadership Position 

Active Marketing Strategies


We attribute much of our success in the first three years of business to our active marketing. We are very active! Because of the success of active strategies and relative weakness in writing, we plan to utilize a marketing mix consisting of 75% active and 25% passive strategies.


Here are some of the strategies that have worked well for us which we plan to pursue.

WORKSHOPS


Almost every time we have given a workshop, we have landed a new client or several clients. Our coaches are all excellent speakers and presenters. They convey an enthusiasm for their work which is contagious. Audiences tend to get fired up and to think about how we could help them with our coaching.


We intend to give at least one workshop per month at the following locations:

1) National conferences of professional organizations in technology and engineering 

2) Networking groups where the founder and president, Maria, lives in northern New Jersey and Manhattan. 

3) Dinner meetings for chapters of local professional organizations 

4) Offices of large businesses in either technology or engineering 

TELESEMINARS

We will be actively giving and promoting the following teleseminars:

· From sitting in front of your computer to sitting in a room full of executives
· How coaching can help your engineering firm improve the bottom line
· Achieving excellence as new leaders 
· The secret to getting others to perform in their jobs
· How to empower and motivate your team
· Women in leadership in technology

NETWORKING


 We will continue to actively network. Our networking strategy will be twofold. The first will be in person events such as those described above under Workshops. These types of networking activities have worked well for us since we tend to make a favorable impression when people are in front of us. 


The second networking strategy is online. Many of our business partners, clients, and referral sources are people who we have never met in person. Because Empower Leadership Coaching is a national company, we need to utilize the internet to meet and stay in touch with people across the country.


Our coaches belong to many online groups from which they have built extensive connections and networks. These networks will help with our next goal of creating and selling more products because we can create affiliate programs with them.
REFERRAL AND STRATEGIC ALLIANCE PARTNERS

Interestingly, many of our referrers are other coaches. Because we have a specialized target market, other coaches do not view us as competition but as strategic allies. We work to promote a supportive and non-competitive position with other coaches. Coaches at Empower Leadership Coaching have been coaching for several years and are dedicated to helping the field to grow. We frequently refer to other coaches and they often refer to us. 

One referral source that we plan to continue to nurture and build is business coaches who work with mid-sized business in technology or engineering. They help the companies to grow and market their services and we help their executives to excel. We, of course, are also able to refer business who we work with to them. It is a great strategic alliance. 
Another group of referral partners that we would like to expand our contact with is management consultants. Our services work well in conjunction with those of management consultants. In addition, we can serve as a good referral source for this group because we are often contacted for this type of strategy consultation which we do not do. These referral relationships are mutually beneficial.

Passive Marketing Strategies


Our business goal for the next year is to keep our marketing mix to only 25% passive strategies. As we meet our objective of creating more products and passive income, this number will increase. We recognize, however that it will take time to develop and market our new products. We are also going for quality over quantity of our products.
ARTICLES AND BOOKS


As mentioned, the coaches at Empower Leadership Coaching are not typically very enthusiastic about writing. The president, however, does enjoy writing. Because her time is limited, we have decided to hire some freelance copywriters and copy editors. 


There is no current plan to write a published book due to the large time and resource investment that goes into doing so and the lack of interest or desire to write books. Maria does, however, plan to write a series of brief ebooks with the help of a ghostwriter or copywriter. She has many ideas to include but does not believe that it is a good investment of time to spend too long on writing. 


Maria will write her own articles which she will send to the copy editor to edit. Over the three years that we have been in business, Maria has written five articles. All of these articles have achieved wide circulation and have helped to market Empower Leadership Coaching.

Some of the article titles planned include: 

· From Technician to Boss: Your Changing Role as an Engineer

· Who Said I Wanted to be a Manager?  I’m a Computer Programmer, not a 

Business Leader

· Empower Other to Get Results 

· Why the IT Industry Needs to Be Empowered

· On Developing Leaders Who Lead With Heart

ADVERTISING


 In the last year, some of our targeted advertising has paid off well. We will continue to advertise on a limited basis in professional journals and mailings. We have learned from past experience that advertising which is not highly targeted does not tend to pay off well. It typically produces few leads and very few qualified leads. Therefore, Empower Leadership Coaching will continue to research ideal places to advertise and to track the returns from the advertising efforts. 

EMAIL NEWSLETTERS & BLOGS


Empower Leadership Coaching has been sending out an email newsletter for almost three years now. We have been building our mailing list and are up to 3,100 members. Our newsletter’s popularity can be attributed to our engaging storytelling style and poignant tips that help those in our target market and our referral partners.


Our web designer has just finished setting up our blog. The coaches take turns posting stories and anecdotes to the blog. We are planning to reduce the quantity of our email newsletters and to begin to increase the content on the blog. 
PUBLICITY


Publicity is helpful for our company, particularly when it is targeted in publications that are read by members of our niche market. Thus far, we have been doing our own publicity. We have sent out press releases and contacted members of the media personally. Our work has been featured in several technology publication as well as mainstream media such as The Boston Herald, The Journal News, and CBS news.


One goal for the following year is to determine the payoff of hiring a publicist who is active in the types of publications and other print, magazines, television, and radio outlets that we are interested in. Because a publicist will be a significant expense, Empower Leadership Coaching has decided to conduct a cost benefit analysis before making a decision about hiring one. One of the reasons for our profitability is tight control over our expenses, so we want to do an analysis before investing in a publicist.
ADDITIONAL PRODUCTS FOR PRODUCT FUNNEL


In the next year, our goal is to produce and sell two products. The following year, we plan to create five more products. 


Empower Leadership Coaching seeks a “quality not quantity” approach with products. While we recognize the importance of diversification, we do not want the company name attached to anything that is not of top caliber.


In addition, one coach has a background in statistics and would like to collect data to include in the product. Because the market is saturated with electronic books and self published book, we are looking for a unique selling proposition for our book. Using original research data is a great way to create a USP. 


Because the ebook will require a good deal of time and attention, we would like to create a second product that is easy and fast to develop. To do so, Empower Leadership Coaching intends to create a joint venture with one of the business coaches who serves as a referral partner. The individual that we have in mind is prolific with creating products and produces high quality work. We can pair with him and offer a small portion of content, but add value through marketing to our list and other networks. 

Part III: Operating Procedures 

Business Entity


Empower Leadership Coaching is a C-Corporation. Maria is the sole owner and the coaches are paid a salary based on their sales. We incorporated two and a half years ago.
Time Investment


Each coach invests about 40-45 hours per week in the coaching business. This does not include travel time and additional preparation time for specific projects that arise.

Work-Life Balance


When Maria began the company three years ago, she was putting in 70+ hours per week building the business. She quickly realized that she would be less effective as a coach if she continued to burn the candle at both ends. By the time she brought the other coaches on board, she had decided that work life balance was crucial for her and for the coaches who work for Empower Leadership Coaching. 


In fact, the coaches and staff at Empower Leadership Coaching frequently engage in non-work-related activities together. They go on a retreat once per year. Every month, they have a potluck dinner or meet for dinner at a restaurant. These activities help solidify the team approach and supportive atmosphere which is one of Empower Leadership Coaching’s strong points.

Business Insurance 


Empower Leadership Coaching has appropriate insurance for the assets of the company. In addition, a group insurance policy covers the coaches for malpractice. 

Technology


Because we work with technology experts, we need to stay up to date on technology ourselves. We have state of the art computer systems and software. Empower Leadership Coaching uses an advanced automated scheduling system which automatically reminds clients of their appointments. We also employ a technology consultant who helps to keep all of our systems running seamlessly.
Support Team:  Hiring Employees  


We have an excellent team of employees at Empower Leadership Coaching, and we want to build upon our great human resources.

Our two-year plan for hiring additional employees is as follows:

Year 1, Quarter 1: No new hires

Year 1, Quarter 2: No new hires

Year 1, Quarter 3: Hire a full time virtual assistant

Year 1, Quarter 4: Hire another billing associate

Year 2, Quarter 1: Hire a part-time bookkeeper

Year 2, Quarter 2: No new hires

Year 2, Quarter 3: Sales targets pending, hire a part-time statistician to collect and analyze outcome data 

Year 2, Quarter 4: No new hires

Coaching Team: Hiring Other Coaches


Sales targets pending, Empower Leadership Coaching plans to hire two part time coaches over the course of the next two years. Our goal is to hire one coach per year and to spend adequate time and resources to find coaches who ideally match the company’s mission and vision.


These two coaches will be people who are personally and professionally committed to the mission for the new target markets that we are planning to pursue. That is, the must have interest and qualifications in working with women and ethnic minority leaders in technology or engineering. 

Outsourcing


At present, we outsource our information technology and our marketing design work. 


Over the next year, we are considering outsourcing billing as well. Depending on the rates and cost benefit analysis (which needs to be completed), a billing company or individual may be advantageous in supporting our growth rate.

Hiring Professionals 


In addition to the employees, Empower Leadership Coaching relies on several consultants and coaches as part of the support team. We have an information technology consultant that helps us to understand the work of our clients and helps keep our IT current. 


We have an incredible business coach who has been working with Maria since day one and has offered her great support and guidance since the business inception. Services with the business coach have been scaled back to one session every other week and these sessions are very helpful.

Part IV: Financial Plan
Loans


Empower Leadership Coaching, Inc has two loans totaling $20,000. These loans were lent by family members of the founder, Maria, and are low-interest fixed-rate loans, annualized over 15 years. 

Investors


Other than the people loaning the start-up capital described above, we do not have any other lenders or investors. Empower Leadership Coaching does not intend to seek additional capital from outside investors; nor do sell equity intend to sell shares the business at this point in time.

Capital Equipment and Expenses


After three years in operations, the start-up expenses have been paid. The budget for the following year includes monthly costs including:

Fixed Expenses

Office Rent: $1,700

Website Hosting: $15

Website Shopping Cart: $85

Internet: $39

Landline Telephone Costs: $240

Cellular Telephone Costs: $295

Email Newsletter: $20

Business Coach: $490

Variable Expenses

Equipment updates and replacement: $400

Website updates: $70

Brochure updates and printing: $110

Business card updates and printing: $30

Advertising: $350

Networking group entrance fees: $50

Business lunches: $70

Copywriter: $190

Miscellaneous marketing expenses (including branding for the new niche markets): $650

Printer and fax machine ink: $120

Paper: $40

Telephone and fax service: $120

Electric: $90

Gas: $55

Water: $20

Postage: $22

Ongoing coaching trainings: $380

What to Charge


After three years of successful business we realized that we have not raised our rates in three years! As a result, we recently increased the costs of our coaching services. Our packages now begin at $480 per month and go up to $1200 per month per client.


Because we frequently coach groups and several leaders within the same organization, we offer a discount. When there are more than three clients coached from the same company, we offer 10% off from the total costs. For client companies that work with us frequently we typically give a larger discount. This is part of our effort to show existing clients that we value their business. 

Breakeven Analysis 


We have already surpassed the breakeven point for our existing business. As we move onto the next stage of growth, we will conduct a break even analysis for investing additional funds in marketing the new services.

Target Growth


Growth is targeted at a rate of 30% per year. This includes the growth with the additional market segmentation.

Pro-forma income projections (profit & loss statements)

Below is the P & L from business over the last quarter.

Empower Leadership Coaching Profit and Loss Statement

Income

Sales from Coaching


$510,000



Sales from Products


$  18,059

Income from Affiliates

$    4,100

Referral Fees Collected 

$    2,321

Uncategorized Income

$    7,987

Total Income



$542,467

Expenses

Fixed Office Expenses

$  30,101

Variable Business Expenses

$  12,007

Salaries



$320,021

Uncategorized Expenses

$   3,019

Total Expenses


$365,148

Net Income



$177,319






________

