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Executive coaching provides exceptional return on investment of time and money for the
individual who chooses to enter into the coaching relationship, for their immediate group
of direct reports, peers and (internal or external) partners, line manager, their sponsor’
and ultimately for the organisation to which they belong. Executive coaching can be a
core element of any global organisation's leadership learning strategy alongside any
corporate development programs.

DPG offers executive coaching for strategically-active managers and executives who
wish to invest time and energy in their current leadership capabilities and future
potential. The ultimate objective of executive coaching is to help these individuals
achieve their defined business objectives both locally and within the wider organisation.

The focus often falls into one or more of the following categories:

Skill Development
- Develop a specific skill to improve your personal competence or effectiveness

Behavioural Development
- Develop competence and behaviour to improve your effectiveness with others at work

Career Development
- Develop personal capability to meet the wider demands of your current or future work role

Organisational/ Business Development
- Development focused on you AND your unit/dept/org through you as its manager

Our executive coaching model is based on a proven process and a range of unique
diagnostics to ensure development is effective and meaningful. Our coaches bring three
key elements into the coaching relationship:

1. the core skills and mindset required to be an effective executive coach

2. adeep understanding and experience of organisational, management, team and
individual development.

3. afriendly, confidential support team from a solid organisation with a range of
resources/tools/support/research behind our coaches.

We believe that it is this powerful combination of assets that qualifies us to act as
executive coaches.

Executive coaching with DPG will typically involve a four step process. First we map the
issues and set goals, secondly we develop strategies and design actions which leads to
creating awareness, insights and responsibility. Finally we review the learning and plan
for sustainable success.

! Sponsor is the ultimate “Client” from the organisation who will get the benefit from the development —
and usually is the one who is investing in the programme (often this is the Chief Executive or Chair of the
organisation with senior staff).
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Mapping the issues and setting goals

It often starts with one or two ‘Intake Meetings’. The focus of this stage of the process is
to encourage the client (and their Line Manager and Sponsor?) to explore all of the
issues that make up their current or future personal and organisational context. This may
well include issues outside of the specific organisational agenda that was initially the
catalyst for bringing in the coach. This holistic approach can therefore address issues
around, for example, work-life balance that could also have an impact on the client's
leadership capabilities and potential and which were not a part of the initial brief.

We will - quite literally - support the client in drawing up a map of current and future
issues that could later form the basis of some specific and measurable objectives. It is
important to have the individual talk through their issues to understand them more
objectively. Quite often, this process of exploration and clarification of what the issues
are will radically alter the initial expectations that the client may have had about the
desired outcomes and specific objectives of the executive coaching process.

Once the key issues have been identified we work with the client to develop some
specific, measurable and inspiring goals that will help them to visualize the outcomes
they want to achieve - linking these goals to a broader sense of personal vision is often
very helpful. Unless the individual can truly identify with their goals, the coaching
process is unlikely to create the desired results. It is critical to set the right goals.

Once the focus of the coaching relationship is clear and the goals have been
established, the coach and the client move on to discuss other key elements of the
coaching relationship: the process and key principles, the role of the coach,
confidentiality and the mutual expectations for the executive coaching sessions. If the
client or the coach decide at this point that the executive coaching relationship is not the
right intervention at this time, we will not continue the process. Under these
circumstances, the coach will make alternative recommendations to the client and DPG
will not charge a fee.

100% Guarantee

1. We are professional and take pride in our ability and skill ...so we recognise any
risk should be ours.

2. A clear deliverable outcome will be quantified/specified by you and your line
manager at the Intake Meeting and reviewed at the end during an Outcome
Review.

3. Ifwe can’t document this at the Intake Meeting to your satisfaction, then you pay
nothing until we can or we don’t go forward — no obligation.

4. Ifwe then fail to deliver the outcome on time then we will stay with you at our cost
until we do.

Cliff Lansley — Managing Director DPG plc.
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Developing strategies and designing actions

Now that the specific goals that the individual wishes to achieve have been defined, the
coach works with the client to identify a series of strategies that will help them make the
transition from their current reality to the desired future outcomes. A key strategy may
often be to get a clearer understanding of that current reality. Here the coach may
encourage the client to adopt an outside-in approach and seek feedback from other
people inside and outside of the organisation: either by using a 360° feedback
instrument or through informal discussions with individuals or groups.

Again however, it is critical that the strategies are developed by the client not the coach.
This ensures that the individual takes ownership of their goals and strategies and
remains fully accountable for their own learning. This is a key distinction between
executive coaching and consulting. Throughout the process, the coach will use their
questioning skills to help the individual develop new ways of thinking about their current
reality and the desired outcome and, if appropriate, will challenge the quality of the ideas
being generated. Stretching but not stressing the client is a core principle of coaching.

Once the strategies have been developed as a learning roadmap, client and coach start
designing specific actions to begin the journey. These actions will be later reviewed as a
key element of the learning process. Designing and reviewing actions are a core
element of the executive coaching process as they can help to create awareness and
insights for the client and ultimately lead to the achievement of the defined goals. So, the
on going focus of our work will be to increase client awareness and responsibility.

Creating awareness and responsibility

As the executive coaching process unfolds, designing and reviewing actions will
inevitably lead to insights for the client. They begin to explore their own strengths and
talents and to engage with their own focus areas for personal development and growth.
The coach will encourage and challenge the individual to engage with their existing
mindsets and patterns of behaviour - often referred to as habits - and, if the client
chooses, support them in developing new ones that will help them to achieve the defined
goals.

This inside-out approach to personal development may be informed and supported
through the use of instruments including the unique and powerful DPG Competency,
Skills, Personal Styles and Communications Styles Profiling Tools. The question of
whether to use such instruments and which would be most appropriate is always
discussed and agreed between the client and the coach. Again the overriding principle
here is that the individual is accountable for their own learning and they will make the
final decision of which of the tools from the DPG executive coaching toolkit they wish to
use.

Reviewing learning and sustaining success

A final key principle of a professional and ethical coaching relationship is that it should
have a defined end. The executive coaching model is based on the principle of self-
directed learning. The objective is not to have the client become dependent upon the
coach but instead for the individual to take responsibility for their own learning and
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growth. The coaching contract in this sense is the beginning of a deeper process of
personal development that needs to be sustained by the client as they move forward.
From the business perspective, having a defined end to the coaching process allows us
to measure the effectiveness of the investment in learning and the return on that
investment.

Executive coaching will be agreed with you over a time frame that suits the goal, your
current reality and the demands from home and work that you have on your time. The
final session of the executive coaching program is designed to review the outcome
against the plan and anchor the key insights and breakthroughs and create a new
learning agenda for the client to ensure they can sustain and build on the successes
they have achieved.

Although executive coaching programs are often implemented with the active
involvement of the internal HR organisation and senior management sponsors, we
should stress at this point that the outcomes of executive coaching process (including
any written documentation) belong to the client and the client only. It is always their
choice regarding what and how they choose to share their learning with others. The
value and appropriate level of self-disclosure is something that the coach and the client
will review on an ongoing basis throughout the executive coaching process.

Next step... contact Claire or myself at DPG plc to see how our approach can
support you and your organisation.

Email: Claire.shryane@dpgplc.co.uk

Website: www.dpgplc.co.uk

Telephone: 0044 1619757777

Jackie Coyle
Business Development Manager
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