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WHO AM I? 
ü 17 years in property, international publishing & software

ü 15 years working at Aberystwyth University as Careers Service Deputy 

Director /  Institute Director of Student Development & Employability)

ü Fellow of the HEA & the RSA, AGCAS national trainer

ü Business owner (awards from Prince Charles 2016 & 2019)

ü UK Career Coach of the Year 2017

ü .ƻŀǊŘ ƳŜƳōŜǊ ϧ ¢ǊǳǎǘŜŜ ό/ƛǘƛȊŜƴǎΩ !ŘǾƛŎŜ /ŜǊŜŘƛƎƛƻƴ ϧ ŀ aǳǘǳŀƭύ

ü Career Development Institute Lead for Wales

ü TEDx Speaker

ü Mum of two, dog lover, fan of FranceandWelsh rugby, musician



ORGANISATIONS WE WORK ²L¢IΧ



WORKING TOGETHER
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×Why paddle your own canoe?

× Identifying your offer

×Finding and serving clients

×Launching your canoe ςnext steps
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www.careeralchemy.co.uk/cdi-2019-create-your-future.html
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IDENTIFYING YOUR MOTIVATIONS

ÅGeneral reasons
Freedom, flexibility, control, work life fit/balance, lifestyle, no 
commute, financial independence, autonomy, deepen a
passion, build something, legacy, change things, be seen as an 
expert, learn new skills, work anywhere, create jobs,and 
ƳƻǊŜΧ

ÅMy trigger reasons
Circumstances, opportunity, challenge, timing



ACTIVITY: YOUR REASONS

Q: Why are you interested in running your own business?



WHAT DID YOU DISCOVER?



EXPLORING BARRIERS & CONCERNS

ÅMoney and loss of security

ÅLoss of benefits (pension, sick pay, etc)

ÅKnowledge and skills

ÅIsolation

ÅLossof belonging/significance

ÅFear of all sorts

ÅWhatelse?



ACTIVITY 1: YOUR CONCERNS

Q: What are you concerned about?



WHAT DID YOU DISCOVER?



ADDRESSING BARRIERS & CONCERNS
üMoney and loss of security

- start slowly to manage the risk (part-time/on the side?)
- have back up funding or set a time limit
- research what the market wants

üKnowledge and skills
- learn it, outsource it or swap for it

üIsolation/belonging/significance
- find physical and virtual support networks in and outside work

üFear of all sorts
- check your thinking is correct
- remember something similar/challenging you have already done
that worked?

-ŀǎƪ ȅƻǳǊǎŜƭŦ άǿƘŀǘ Ƙŀǎ ǘƻ ƘŀǇǇŜƴ ŦƻǊ ƳŜ ǘƻ ƪƴƻǿ ƛǘ ǿƛƭƭ ōŜ hYέΚ



ACTIVITY 2: ADDRESSING CONCERNS

Q: Howcanyou addressyour concerns?



WHAT DID YOU DISCOVER?
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Ask others based on the qualities shown below. Take the test to find out: http://www.get2test.net/get2test.html

WANT AN IMPARTIAL CHECK?

http://www.get2test.net/get2test.html
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YOURSTORYANDOFFER ARE LINKED

My stories:

üFor parents/teenagers: wrong choice at 17

üFor career changers: existential career crisis at 39 years old

üFor graduates: ōƻǘƘ ƻŦ ǘƘŜ ŀōƻǾŜ ŀƴŘ мр ȅŜŀǊǎΩ ǳƴƛǾŜǊǎƛǘȅ ŜȄǇŜǊƛŜƴŎŜ

üFor organisations: other clients, awards, certifications, experience



²I!¢Ω{ ¸h¦w !¦¢I9b¢L/ {¢hw¸Κ

üWho do you want to help? Why?
- how does your story resonate with this/these groups of clients?

üAlternatively, who needsyour help? Why?
- what knowledge, experience and skills do you have to help them?

üWhat does the market want?
- where can you find out the size of the opportunity?



ACTIVITY 1: IDENTIFYING CLIENTS

Q: Who is it you want to help? Who needs your help?



WHAT DID YOU DISCOVER?



WORKING WITH CLIENTS

1:1

Group

https://zoom.us/
https://web.skype.com/share/
https://hangouts.google.com/
https://web.skype.com/share/
https://slack.com/
https://www.whatsapp.com/
https://www.messenger.com/


ACTIVITY 2: WORKING WITH CLIENTS

Q: How do you want to help
and work with them?



WHAT DID YOU DISCOVER?
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FINDING CLIENTS: CONNECTIONS

ÅFaceto face
- friends and family
- their contacts
- appropriate networking events

ÅVirtual
- LinkedIn including posts
- Twitter
- Blogging and video content
- Facebook if appropriate



HELPING AND SERVING FREELY

VHelp people solve their problems

VGive free talks/do some pro bono work

VCreate content and share from your website

VAsk for testimonials (video/words)

VShare yourgoodnews and client successes

VHelp people solve their problems

VHelp via the media and influencers



SHARING YOUR STORIES
My stories:

üFor parents/teenagers: wrong choice at 17

üFor career changers: existential career crisis at 39 years old

üFor graduates: ōƻǘƘ ƻŦ ǘƘŜ ŀōƻǾŜ ŀƴŘ мр ȅŜŀǊǎΩ ǳƴƛǾŜǊǎƛǘȅ ŜȄǇŜǊƛŜƴŎŜ

üFor organisations: other clients, awards, certifications, experience

üFor funders: as above plus vision, mission and values: HMG grant; 
client names and testimonials, awards and statistics of people helped

üMy specialisms: helping those who are lost using research proven 
career choice model/toolkit; developing confidence; Industry 4.0; 
advocating for the profession; training career coaching techniques; 



TELLING

MY

STORY

https://www.nesta.org.uk/blog/equipping-young-people-thrive-changing-world-work/
https://www-telegraph-co-uk.cdn.ampproject.org/c/s/www.telegraph.co.uk/education-and-careers/0/future-proof-degree-qualifications-will-stand-test-time/amp/


ACTIVITY: FINDING AND SERVING

Q: How does your offer link to your story?
Q: How/where can youuseyour story to help you attract clients?



WHAT DID YOU DISCOVER?
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GETTINGSTARTEDESSENTIALS
ÅWork space: equipment including phone, PC, Cloud and privacy to work

ÅTax and National Insurance: https://www.gov.uk/set-up-business

ÅBusiness structure: Sole trader or Limited company?

ÅBusiness name: Your name or representative of client outcomes?

ÅWeb domain: www.123-reg.co.uk/ or https://uk.godaddy.com/

ÅWebsite: https://en-gb.wordpress.org/ or https://wordpress.com/
www.weebly.com/ or www.wix.com/

ÅSocial media: Twitter, LinkedIn, Facebook, Instagram

ÅEmail & presentations: Google, Apple, or Microsoft, https://mailchimp.com/ (marketing)

ÅGraphics & images: www.canva.com, www.pexels.com/, https://pixabay.com/

ÅManaging money: https://quickbooks.intuit.com/uk/ or www.xero.com/uk/

ÅManaging records: register with the LƴŦƻǊƳŀǘƛƻƴ /ƻƳƳƛǎǎƛƻƴΩǎ hŦŦƛŎŜandwatchGDPR

ÅInsurance: via the CDI (Towergate) or find your own to cover practice and building

ÅKeeping up to date: CDI Professional Register and CPD

https://www.gov.uk/set-up-business
http://www.123-reg.co.uk/
https://uk.godaddy.com/
https://en-gb.wordpress.org/
https://wordpress.com/
http://www.weebly.com/
http://www.wix.com/
https://mailchimp.com/
http://www.canva.com/
http://www.pexels.com/
https://pixabay.com/
https://quickbooks.intuit.com/uk/
http://www.xero.com/uk/
https://ico.org.uk/
https://www.amazon.co.uk/Self-Made-definitive-business-startup/dp/1473655293/ref=sr_1_1?keywords=self-made+bianca+millercole&qid=1575151967&s=books&sr=1-1


WORKING WITH CLIENTS

Vbids/proposals/tenders

Vcontracts/purchase orders

V30 days terms (50% on order?)

Vchecks for quality and progress

B2C
Vfree discovery calls to triage

Veasy advance payment via PayPal

Vcoaching agreements

Vchecks for quality and progress

B2B


