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Introduction: 
 

As governments and policy makers throughout the 

world search to find ways of creating new jobs and 

economic growth, there is increased awareness in the 

potential of so-called High Growth Companies1.   

 

 

Managing a High Growth Company is as challenging 

as it can be rewarding. The support needs of High 

Growth Companies are great.  

 

The rapid pace of change, volatile character, 

significant resource needs and escalating 

organisational complexity of High Growth Companies 

means that they need highly sophisticated support.  
 

 

 

 

 

The High Growth Coach: 
 

Qualified support, whilst important during the advanced 

stages of growth, is also important during the start-up and 

early stages of growth. This is where an experienced and 

qualified High Growth Coach can make all the 

difference.  

 

Effective High Growth Coaches can and do have a 

significant impact upon the success and development of 

their clients’ businesses.  

 

High Growth Coaches are more than business coaches. 

The High Growth Coach is a specialised role requiring 

the mastery of a number of business support roles, a broad 

knowledge base and diverse set of skills.   
 
 

 
1 "European Commission (2011): Policies in support of high-growth innovative SMEs.” An INNO-Grips Policy Brief by empirica Communication and Technology Research. Principal author: Stefan Lilischkis. 
Bonn." 

 



Business Coaching - A Best Practice Guide           

 
 

Five Guiding Principles for High Growth Coaches 

1 
 

Be a Professional • Be professional at all times by 
investing in yourself and your 
clients and networking  

• Seek to add value by knowing 
your outcomes and those of your 
clients and behaving ethically and 
treating everyone equally 

2 
 

Business Acumen • Knowing what questions to ask 
and where to challenge and 
probe requires a solid 
understanding of business 

• Whilst some High Growth 
Coaches have a specialist 
functional or sector knowledge, all 
High Growth Coaches need a 
strong foundation of business 
acumen  

3 
 

Manage the Growth 
Coaching Cycle 

• Whilst all journeys have a start, 
middle and end, sometimes the 
destination is not clear and 
there is no route map: this is 
often where the High Growth 
Coach arrives 

• High Growth Coaches help clients 
to draw a map of how to reach the 
destination: sometimes they have 
to help the client to stay on track if 
they lose their way  

4 
 

Master the Fundamental 
Skills 

• High Growth Coaches need to 
develop a toolkit of techniques, 
processes, diagnostic and 
development tools to pinpoint 
challenges  

• In addition to the ‘hard’ skills and 
tools of their profession, High 
Growth Coaches need to be 
comptent in a range of soft, 
interpersonal skills as well  

5 
 

Be a Role Model • High Growth Coaches need to 
be exemplars and role models 
with excellent personal 
organisation, immensly flexible 
and able to cope with change 

• Different problems require 
different approaches and skills: 
taking the role of a consultant, a 
coach and then an advisor is 
demanding, but essential 
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Be a Professional  

Great High Growth Coaches adopt the highest of Professional Behaviours at all times – they know they need to be exemplar role models for their 

clients  

 

Steps to being a Professional High Growth Coach  
1 2 3 4 5 6 

Invest in clients 
 

Network with quality Just be your best Invest in yourself Add value Be ethical 

• Understand client 

needs 

• Establish mutual 

trust and respect 

• Manage client 

expectations 

• Agree processes 

and protocols 

• Communicate, 

communicate and 

communicate 

• Maintain accurate 

records 

• Identify quality 

network 

opportunities 

• Offer to help before 

asking for help 

• Introduce network 

contacts to others 

• Honour 

commitments to 

others 

• Work your network 

to add value  

• Prioritise, plan and 

reflect on outcomes 

• Keep your 

promises to 

yourself and others 

• Allow sufficient time 

and resources 

• Prepare, prepare 

and prepare 

• Keep work and life 

in balance 

• Only get feedback 

from people you 

trust 

• Reflect on 

outcomes and 

processes 

• Reflect on your 

knowledge, skills 

and experience 

• Take time to learn 

and reflect 

• Identify 

improvements 

and act on them 

 

• Know your 

outcomes before 

you start 

• Review 

performance and 

progress 

• Investigate 

performance 

concerns 

• Take corrective 

action 

• Evaluate impact 

against your 

outcomes  

• Always strive 

for excellence 

in what you do 

• Perform with 

integrity 

• Treat everyone 

equally  

• Avoid violating 

the needs and 

values of others 

• Be objective, 

truthful and 

transparent 
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Business Acumen 

Great High Growth Coaches understand how a business works; they have great business acumen and know what questions to ask 

 

 Steps to impacting on your client company’s performance  
1 2 3 4 5 6 7 

Ask about finance 
& accounts 

Understand  
the HR challenge 

Question the 
strategy 

Improve 
operations  

Know the 
customers 

Lead and 
manage 

Facilitate 
change 

• How does this 

client make 

money? 

• Where does this 

client get its 

funding from? 

• How can this 

client fund its 

growth? 

• What systems 

does this client 

use to keep 

score? 

• What core 

competences 

does this client 

need? 

• How can this 

client acquire 

them? 

• Who does this 

client need to 

succeed? 

• How can this 

client build a 

success culture?  

 

• Where is this 

client going? 

• How is this 

client planning 

to get there?  

• What 

resources are 

needed to get 

there? 

• When the 

client gets 

there, what 

then? 

• How does this 

client do things? 

• What processes 

work well and 

which do not? 

• What 

performance 

improvements 

are needed? 

• Who makes 

things work for 

this client?  

• Who are the 

customers? 

• What is the 

client’s 

competitive 

advantage? 

• How do 

customers find 

out about this 

client? 

• How satisfied 

are 

customers?  

• What is the 

client’s 

management 

capability? 

• Who leads 

and who 

manages? 

• What are the 

client’s core 

values? 

• Who makes 

decisions and 

how? 

• What is the 

desire for 

change? 

• What and 

who needs 

changing? 

• What and 

who inhibits 

change? 

• What is the 

reason for 

change? 
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Manage the Growth Coaching Cycle 

Great High Growth Coaches master each stage of the coaching cycle and help clients to take the decisions and actions they need to achieve their 

vision  

 

Steps to managing the High Growth Coaching Cycle  
1 2 3 4 5 

Engage with clients 
 

Explore issues with 
clients 

Clarify client visions Support clients to 
implement plans 

Help clients to review 
progress 

• Take time to build rapport 

with clients 

• Help clients to define 

their requirements and 

outcomes 

• Discuss client 

expectations of the 

relationship  

• Agree the coaching 

process with clients 

• Clarify the roles and 

responsibilities of the 

client and the coach 

• Confirm understanding of 

the client’s outcomes  

 

• Encourage clients to 

reflect on their situation 

• Help clients to review, 

analyse and reflect on 

the ‘now’ and the past  

• Encourage clients to 

explore root causes of 

issues and problems 

• Support clients to reach 

their own conclusions 

• Confirm understanding 

of the client’s 

conclusions 

• Encourage clients to 

explore their feelings 

and beliefs 

• Help clients to visualise 

success and define 

clear goals and 

objectives 

• Help clients to identify 

potential barriers and 

risks  

• Help clients to explore 

how to overcome 

barriers  

• Confirm understanding 

of client methods for 

overcoming barriers 

• Support clients to 

reflect on the merits of 

potential solutions 

• Help clients to define 

actions to achieve 

goals and objectives 

• Assist clients to 

prepare action plans 

to achieve success 

• Challenge clients to 

validate action plans 

and commitment 

• Confirm 

understanding of 

client plans 

• Invite clients to reflect 

on their vision and 

progress 

• Summarise key points 

and actions 

• Test commitment to 

client plans 

• Confirm client 

ownership of plans 

• Obtain feedback from 

clients on your impact 

• Agree with clients the 

timing of the next 

coaching session 
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Master the Fundamental Skills  

Great High Growth Coaches invest in themselves and build their skill set so that they master the Fundamental Skills of the High Growth Coach.  

 

 Steps to improving your performance 
1 2 3 4 5 6 

Assess yourself 
 

Ask for feedback Prepare a plan Invest in yourself Notice yourself Reflect on 
yourself 

• Complete the High 

Growth Coach Self 

assessment 

• Notice your great 

coaching practices  

• Notice your average 

coaching practices 

• See you from your 

client’s perspective 

• Check you are 

helping clients to 

achieve their goals  

 

• Identify people to 

ask for feedback  

• Explain why their 

feedback is so 

important to you 

• Accept all feedback 

with good grace 

• Evaluate the 

feedback and 

assess its validity 

• Define the lessons 

and messages in 

the feedback 

• Prioritise areas to 

improve 

• Set clear goals and 

define ‘why’ the 

goals are important  

• Explore all of the 

resources at your 

disposal  

• Commit 100% to 

your plan and 

share it with others  

• Book time with 

yourself 

• Take time to learn 

and reflect on 

your values and 

purpose 

• Network with 

other High Growth 

Coaches 

• Read, write, ‘surf 

the net’, try new 

experiences 

• Be passionate  

• Observe yourself, 

notice what works 

and replicate it 

• Observe yourself, 

notice what could 

work better and 

improve it 

• Notice if and how 

you are improving 

• Enjoy the journey 

and ‘grow’  

• Coach yourself 

as if you were a 

client 

• Ask yourself, 

‘How was it for 

you? 

• Tell yourself 

how it is, no 

worse and no 

better!  

• Capture your 

progress and 

celebrate it! 
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Be a Role Model 

Great High Growth Coaches need to be superb role models and know how to perform multiple High Growth Coach roles: they don’t just coach  

Steps to being a great High Growth Coach  
1 2 3 

Understand the roles 
 

Agree and change your role Develop your role 

• Be clear about the different roles of the 

High Growth Coach  

• Determine which roles you excel at and 

specialise in them 

• Determine which roles you do not feel 

competent to perform and avoid them until 

you have acquired the necessary 

knowledge and skills 

• Identify which roles your clients need and 

match them to the roles you can perform 

• Use your network of High Growth Coaches 

to perform the roles you cannot: it  is all 

about the client’s needs  

• Explain to clients why you outsource some 

roles and develop reciprocal relationships 

with other High Growth Coaches      

• Establish your clients’ expectations roles and 

responsibilities  

• Agree the role boundaries and ensure 

clients understand in which capacity you are 

acting 

• Transition between roles as required and 

select roles according to client needs 

• Select and use a range of tools and 

techniques appropriate to the role you are 

performing 

• Utilise the full range of High Growth Coach 

Fundamental Skills 

• Maintain client dialogue to build 

commitment, to gain insight and to agree 

action plans 

• Move clients towards taking ownership of 

actions or agree the scope of actions which 

you will implement  

 

• Great High Growth Coaches are able to 

perform several different roles 

• Commit to investing in yourself by adding a 

goal to your personal development plan to 

broaden the roles you are able to 

undertake 

• Speak to the experts and model their 

behaviours, techniques, strategies and the 

way they undertake the role of the High 

Growth Coach as Coach, Consultant, 

Advisor, Trainer, Facilitator and Mentor 

• Shadow and/or discuss with other High 

Growth Coaches to gain an insight into how 

they perform the different High Growth 

Coach roles 

• Discuss the High Growth Coach roles at 

your next Coach Supervision meeting  

 


