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Stephen Daltrey Speaker

· I have achieved 30+ years of experience in business, counselling, psychotherapy, and executive/elite coaching. 

· During that time, I have been a keynote speaker at numerous conferences and seminars, appeared on national TV and radio and published the first in a series of books on psychology and management.

· As a speaker, my role is to improve the audience's condition and meet the purchasing client's objectives.

·  As a coach, I know that motivation comes from within and that many 'motivational' speakers will try and push their energy into the audience. Unfortunately, it's generally the case that this new energy usually disappears within 1-2 weeks.

· My role as a speaker ( like a coach) is to create an environment where the audience members connect to their inner resources and the collective experience to motivate themselves ( pull ). I then build their self-esteem by giving them tangible skills they can immediately apply that will add to their success in their role.

· This will provide the purchasing client with ongoing enhanced value beyond the speech itself. The more successful they are, the more they will feel good about themselves and the more they will feel motivated and continue applying the skills. It's a virtuous circle.

· [bookmark: _Hlk84784363]To achieve the desired outcomes, I've learned that utilising the comprehensive process below delivers overall value that culminates in the actual speech itself :

-A detailed discussion with the ultimate buyer to determine the desired outcomes and my contribution to those outcomes

-Additional conversations with audience members to determine their points of view and their challenges and develop audience-relevant specific examples

-Conversations with stakeholders to ensure seamless alignment of message and purpose

 -A study of the industry in general, the competition and the purchasing client role and position within that context.

-Design and deliver the speech to include standard points for the organisation and the audience who may, for example, be experiencing change and transition, whatever the specific context for the speech. I will deliver client-centred material and some  (up to 25% as determined from the research discussions) audience exercises, interactions and other activities as agreed.

-Confirmation of the design with the ultimate buyer

-Understanding and co-ordination of what will have preceded the speech and what will follow

-Preparation of visuals, handouts ( if relevant), and performance aids with confirmation from the buyer

-Attendance at earlier activities to meet delegates and hear their stories

-Follow up meeting with the ultimate buyer to confirm the objectives were met and discuss the impact and learning from the event
SD VALUE
· A bespoke talk uniquely designed to meet individual and organisational objectives, based on thorough research that continues to add value beyond the event
· My focus is on the audience and their needs, instead of a speaker adapting their standard motivational talk.
· My background story is linked to change and resilience, global experience, and unique background in psychology and business. I work with everyone from admirals to rock stars.
· An energetic, empathic, engaging and stimulating presentation that will inspire the audience
· Established credibility and trust within The client
· The skills that will be shared with the audience
· The experiences, stories, anecdotes and (appropriate) humour 
· The behaviour change that will result
· The improvements in business that will result
· The reference point I will create will be an ongoing focus for future discussion
· My perspective from over 130 other organisations I've worked in 
· The increased energy and motivation that will generate from my message
· The sense of unity, direction and purpose I can provide
· My personal accomplishments and results
· My specific intellectual property


APPENDIX A
SD Background
· 10,000 hours of experience in face-to-face counselling, psychotherapy, executive coaching and training delivery.
· Completed four years of training to achieve PG Dip in Humanistic Counselling.
· Completed five years of training to achieve PG Dip in Gestalt Psychotherapy.
· Completed 15 months of training to achieve PG Dip in Executive Coaching.
· Gained an MA in Gestalt Executive Coaching.
· Accredited in MBTI and Hogan personality instruments.
· Accredited by the International Coach Federation (ICF) at Professional Certified Coach (PCC).
· Experienced corporate leadership trainer and faculty and assessor on AoEC fully accredited coach training programmes Level 3, 5 & 7
· Qualified Mental Health First Aid Instructor (MHFA England)
· Has coached senior leaders in over 130 organisations globally
· Relevant for safeguarding - was a Young Officer in the Royal Navy and has coached in the military and the police. Also worked for four years as a volunteer youth counsellor in Wandsworth with 15-23-year-olds
· 18 years of business leadership experience, i.e. Sales and Marketing Director for a transatlantic airline.


APPENDIX B
Results achieved - verified success statements from previous coaching clients and delegates at speaking events

· Identify realistic, practical steps to improvement.

· Achieve an increase in personal and group performance,

· Achieve better results

· Make a positive impact on your business.

· Achieve your personal and business goals

· Achieve improved team and self-motivation and your effectiveness as a manager and mentor

· Be better at problem-solving 

· Solve issues of conflict or personality.

· Achieve personal and organisational success.

· Achieve your personal objectives

· Be more effective both inside and outside of work.

· Improve your performance at work.

· Achieve your personal development plan

· Achieve personal growth

· Achieve better relationships and an increased level of collaboration

· Gain insight and analysis of your management style 

· Achieve value and delivery from people you might have previously discounted or moved out.

· Achieve better dealings with people.

· Achieve tangible changes that others notice – particularly your team.

· Consider your own style and how others perceive you.

· Achieve unwavering awareness of what's possible

· Achieve insight  into your own perceptions and behaviours and the effect on relationships with others

· Improve relationships

· Achieve increased confidence

· Identify and confront behaviours and mindsets that are no longer helping you. 

· Identify alternatives

· Identify your personal strategy for fulfilment

· Achieve personal growth and development.

· Achieve greater self-confidence and self-belief

· Achieve the unlocking of previously unrecognised abilities.   

· Identify the particular blockers to expanding your performance

· Identify the strategies to resolve or avoid any negative situations that are entirely within your own control & ability.

· Achieve a world of difference in how you approach things.

· Achieve a dramatic turnaround in your motivation, performance and enjoyment of work 

· Explore your personal needs from your work.

· Identify different approaches 

· Identify different styles to adopt.

· Influence key individuals 

· Focus on the critical issues at work 

· Recognise the value of my independent and detached counsel.   

· Build self-confidence and self-belief.

· Make creative space and use it wisely to think, plan and act beyond the day-to-day organisational detail.

· Utilise a model for self-analysis.

· Identify strengths in terms of transferable skills and experience together with useful developmental opportunities.

· Find answers to your inner concerns.

· Achieve inner strength and confidence.

· Be far more aware of your individual style and the impact, positive/negative that it has on others.

· Feel far more confident in your softer skills.

· Gain a much deeper understanding of who you are.

· Question fundamentals about how you behave and help unravel the events that led you to build defensive habits.

· Increase your performance and improve your happiness.

· Develop as a Leader and help your own staff to develop in turn.

· Identify beliefs and behaviours that are not conducive to how you may want to operate. 

· Identify the most appropriate and effective way of re-wiring unhelpful beliefs and behaviours.

· Be more effective in delegating tasks to others, dealing with your peer group & supporting your stakeholders.

· Coach and inspire your team to achieve its goals

· Achieve less stress and a better work/life balance

· Approach things differently

· Unlock your full potential
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