
Confidential web pages for access by authorised applicants for the positions of Regional Chairmen of The School of Coaching (SOC)

SOC Proposed UK Regional structure.  

Appointment of 12 Regional Directors (to be known as Regional Chairmen)
1. SOC was a joint partnership between the Industrial Society (later The Work Foundation) and Myles Downey, formed in 1998 and operating out of London premises.  

2. In March 2007, Myles Downey negotiated acquisition of TWFs share and became sole owner.  M Downey now plans to develop the SOC brand into initially a regional business capable of servicing clients throughout UK.  The second phase of the development of SOC will be international affiliations and trading.

3. This paper concerns SOCs intentions with regard to UK, Scotland Wales and Ireland.  

4. The SOC brand is well established in UK and because of Myles Downey’s book “Effective Coaching”, he and the brand are also well known internationally.  MD has coached at executive board level in Europe, USA and Far East. SOCs clients include Lloydstsb, NHS, National Grid, MORE NEEDED HERE . 

5. SOCs principal role is the training of coaches and it runs circa 15 programmes per year providing varying ranges of coach training.  Its most senior programme is Executive Coach Training which involves 13 days tutorial work and leads to an Award by Strathclyde University.  There are various other introductory and intermediate coach training programmes too, some of which are EMCC certified too. 

6. The tutors on the coach training programmes comprise SOC senior staff members and a significant number of Programme Alumnis who are known as ‘The Faculty.’ Circa £500k pa is paid to The Faculty in respect of their involvement in coach training and business coaching – see below. .  The Faculty have no other commercial relationship with SOC and many operate their own businesses, taking income from SOC on a variable per diem rate.  

7. Coach training programmes are held at various locations in UK.  Some are on the premises of the clients.

8. Typically SOCs programmes attract circa 300 delegates per annum. 

9. In addition to coach training, SOC has a team of coaches and Faculty who conduct on SOCs behalf, a significant amount of 1:1 and team coaching.

10. SOC intends to develop a national presence throughout UK and to do this via appointing senior coaches based initially in the main UK quadrants of Scotland, Ireland, Wales, Newcastle, Manchester, Leeds, Birmingham, East Midlands, South East, Southern UK, Cornwall and Bristol. 

11. In each of those locations, arrangements are to be made that will provide the SOC service  under the leadership of a senior highly experienced business person who will have the title of “Regional Chairman of the School of Coaching”.  

12. The regional chairman will be fully trained in SOCs coaching procedures and commercial practices and on quality assessment to deliver both coach training and 1:1 coaching. They will be authorised to market SOCs entire suite of services which include 5 coach training programmes of various levels in London, ‘in house’ coach training on client premises around UK and both 1:1 and team group coaching. 

13. This is a unique UK initiative never before undertaken; the intention is that ultimately the ground breaking initiative will create a national network of the most highly qualified group of coaches in UK. They will have the options to progressively learn to coach at the highest levels, then tutor and teach coaching, then supervise coaches and lead major events. They will have the right to use all of SOCs literature and website and they will be provided with at least four supervisory/training days each year. 

14. The RCs will be expected to invest a significant personal sum in acquiring the appointment, training and trading rights. The appointments will involve guaranteed fee income as set out below being offered to the RCs by SOC from its c£500k pa outsourcing budgets.

15. The appointment of 12 ‘Founder’ RCs is envisaged in two recruitment phases; the first group will be approximately 6 trainees being sought from March 2008; a further six commencing in  September 2008.  

16. It is planned that these RCs will be building their own businesses under the SOC brand. This will progressively include options for expansion into their own premises and personnel etc so as to provide both parties with a long term business relationship.

17. These ‘Founder’ RCs will have priority rights so that if additional planned extension occurs in the future, Founders will be encouraged to appoint additional coaches under their control.

18. Whilst all coaching work by RCs will be exclusively under the SOC brand, RCs will be encouraged to develop or continue additional work or roles that complement their SOC activities but without recourse to SOC. Thus an RC appointment would fit perfectly with a non executive portfolio or with a corporate group in say HR services which desired an additional complementary brand of services. 

____________________________

Appointment procedure
SOC invites enquiries from interested potential regional chairmen who must live, or spend significant business time, in one of the areas identified. 

The main terms of the appointment will include the following:-

1. Regional Chairmen (RC’s) will be trained substantially in coaching psychology, tutoring and practice (to Award level) over c 20 days in an initial two month period and over a further 6 months in advanced skills. They will be supported in the set up of Regional SOC trading addresses. These may be the RCs home in the initial stages. The RC will be part of the national SOC team jointly working together to build business and profits. The RCs will if desired be progressively trained and authorised to lead coach training programmes and in 1:1 and team coaching up to senior board levels in any geographic locations . They will have rights to all SOC literature, IT systems, website, promotional events and PR. 

2. RCs will be authorised to develop business on behalf of SOC with no geographic restrictions. This is to acknowledge that RCs will be successful well connected business executives who will wish to pursue their commercial connections throughout UK or abroad. 

3. RCs will have first option to deliver the business they obtain and to receive 85% of the fees, 15% going to SOC towards central costs and national promotion. The appointment will not exclude RCs from other business activities which in fact are to be encouraged. 

4. In addition, SOC GUARANTEES to introduce to each Regional Chairman not less than 40 days pa coaching/tutoring contracts based on a fee income of £500 per day inclusive of travel/subsistence. These introductions will be of existing business from SOC’s present £500k pa outsourced budget for lead coach tutors and 1:1 coaching contracts.   
5. From its existing business, SOC will give first option on appropriate contracts to the Regional Chairman to undertake.  The Chairman shall have the right to accept or refuse.  Each day they participate shall entitle them to invoice SOC at £500 per day plus VAT.  Expenses and subsistence will not be SOCs responsibility but may be sought from the client. 

6. SOC will ensure that a minimum of £20k pa. worth of such options will be passed to each Regional Chairman.  Where chairmen decline an option, SOC will continue to offer additional appointments so as the maintain the minimum £20k fee income per annum for each chairman.  Notwithstanding this undertaking, SOC shall not have responsibility for failure to achieve £20k fee income if a regional chairman declines more than three such options in a year.  It is not improbable that as the RCs build reputation with SOC, increasing amounts of the current £500k will be awarded to the RCs. 

7. The Regional Chairman will be required to commit to invest £50k in acquiring the SOC rights.  For tax reasons this will be via a monthly license in the first year of £4k pm + VAT. The fee in future years will be £1k pm + VAT as contribution to joint marketing, promotion and additional support from SOC. .  

8. Subject to confirmation, tax relief will be applicable to the first year licensing contract; thus offering top rate RC taxpayers potentially 40% first year saving of c£20k.  

9. Excluding any business RCs  themselves (where they receive up to 80% of fees) the £20k pa fee income from SOC and top rate tax saving can create an estimated £40k (£20k tax and £20k fee income) 1st year return on investment for the RCs and a maximum 18 month total recovery of the first year licensing fees. This fits SOC’s ‘partnership’ culture and that all parties benefit significantly from the relationship.
10. In addition to the foregoing fee income generated by SOC, where SOC passes other opportunities to the regional chairmen, SOC shall retain privity of contract and issue invoices, which will be its role in all activity hereinto referred, and shall pay the agreed daily rate of £500 to RCs , all such additional charges made upon the client being retained by SOC.  

11. RCs will be supported and trained in leading sales and marketing initiatives. Where they secure contracts, they will have first option on delivery and receive 80% of the fees, 20% going towards SOC central costs.  In these cases, fees typically exceed £1000 per day and may be up to £2000 per day.

12. In the first year, there will be no target fee creation of the RCs in respect of SOC business.  In the second year of trading, the RC will be expected to achieve a minimum of £150k SOC fee income (over and above the £20k fee income guaranteed to be paid to the RC by SOC)  In the event of an RC not achieving the second year target, SOC shall have the right to terminate the agreement on three months notice.  Where the minimum second year target is exceeded, the relationship will continue on one year’s notice of termination on either side, or such other terms as may be agreed. 

Credentials of Regional Chairmen and expression of interest process 
SOC invites suitable candidates to make contact with a view to discussing this strategic opportunity.  Initially SOC wish to enter into a relationship dialogue (see below – re training) with potential RCs so as to ensure that both parties have adequate time to consider the implications of what will become a very close personal business relationship together. 

RC Candidate credentials
Candidates must be :

· Either very senior business figures who will have had work experience at main board level. Ideally they will be portfolio chairmen, chief executives or managing directors or have been at those levels at some point in their careers.  They will be comfortable and competent on public platforms.  They must have a genuine interest in learning SOC’s psychologically based coach training programmes and in teaching those concepts to others.  They will be able to demonstrate real success in team creation and development.

· Or candidates may have very lengthy experience in the coaching marketplace where they can demonstrate that they possess the skills and ability to train people as coaches and to coach at the most senior board levels.  

The relationship “process”
Candidates are asked to express initial interest by letter or e-mail and to send a CV.  SOC will reply personally to each one and where appropriate will suggest a face to face meeting.  

Where the parties thereafter wish to continue the discussions, meetings will take place progressively with the entire senior management team comprising Chairman John Webster, Chief Executive Myles Downey, Commercial Director Trayton Vance, Programme Director Chris Sheepshanks and with all the London staff. SOC is a relationship business and would wish the Regional Chairmen to be part of that special culture. 

Where the parties agree a proposed formula to progress formally, all of the selected Regional Chairmen will be invited to meet with the senior team of SOC for a full day open forum.  

Thereafter the RCs will be offered the appointments.  At this point, they will sign the Licensing Agreement and pay 3 months licensing fees in advance. £12k. plus VAT and commence intensive immersion training in SOCs practices that will include leading edge psychological concepts and techniques. They will also have the opportunity of attending as observers all areas of  SOCs coach training and promotional activities.  

At the end of this phase, the regional network should be ready to start and all RCs will enter into their final authorised/certified status with SOC.  That programme of training is likely to be circa 20 days in probably 3 – 5 day modules. 

Additionally, the RCs, with the SOC senior team, will engage in joint marketing and development planning so as to create a national co-ordinated sales and marketing programme. This will include media advertising, PR, mailing campaigns, conferences, VIP events and exhibitions etc.

At this point, all SOCs literature and websites will be changed to reflect the appointment of the regional chairmen and to contain special sections exclusively for their use.  

Note:  This is not intended as a definitive document or Invitation to Invest; rather as a Discussion Paper to enable interested parties to assess the implications of the working “partnership” with SOC.
Enquiries in the first instance should be made to John Webster, Chairman, The School of Coaching, 7 Carlisle Street, London W1D 3BW.  Tel     email ceo@ceogb.co.uk

Exit to SOC website   Click here   http://www.theschoolofcoaching.com
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