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Jo Daley

CEO coaching has given me
the skills and knowledge to
keep me on right path to get to
where | want to be. The beauty
is the simplicity of it, it's so
clever.

JO DALEY, CEO

ELLE EVENTS, JANUARY 2010

Shirlaws

Love business.

The Challenge

Elle Events plans, produces and manages an extensive range of conference,
incentive and recognition events within the corporate sector. The company was set
up eight years ago and for the first few years, it grew organically. However a couple
of years ago the business started to feel as though it was getting stuck. It wasn't
growing as quickly as it had done and the partners couldn’t work out how to make it
grow any quicker.

Business partner Jo Daley was then introduced to Shirlaws at a business lunch and
from the initial introduction Jo knew that Shirlaws could help her. She felt that
everything Shirlaws said made absolute sense and the coach clearly understood the
business.

Jo engaged Shirlaws from 2008, when the business employed five people.
However, as a team, they were highly disorganised. The first project was aimed at
developing consistent processes and efficiency, which took six months and had a
huge positive impact on the culture. Shirlaws worked with Jo on the vision for the
business, mapping out a clear path for the future. This also energised the team and
made them proud to be part of Elle Events.

The next project was around market positioning. It gave them confidence, knowing
what they do differently from other players in the market. They can clearly articulate
that uniqueness too, so their clients and prospects now understand what they do.
They have created a clear position in the market.

In addition to the business receiving coaching, Jo then embarked on CEO coaching

which gave her the skills and knowledge and kept her on the right path to where
she wanted to take the business.

Results

Staff taking responsibility In the first 12-18 months pre-recession
we grew by £1m (60-70% growth rate)

Personal support from coach kept Jo
connected to what was important

2009 results showed a turnover of £3m

The new business had the Shirlaws During the recession no staff were
model applied from day one which laid off
was easy

Policies and procedures in place which
has become an asset which increases
the value of the business

Clients can see the growth and
professionalism

Bought another events company



