
Making a difference 

 Leading Edge has been privileged to coach some fantastic divisional directors at Halfords Autocentres over the past year and we’re proud of the impact of this intervention. 

     I have never been professionally coached before. Having someone 

separate from the business to bring a different point of view and identify 

what to try and focus on has been extremely beneficial. I was sceptical at 

first but enjoyed the sessions and definitely saw added value.       

Regional General Manager, Halfords Autocentres

Quite simply, I would 

rate the benefit of the 

coaching as high as 10. 

Overall, it has helped 

me develop as an 

individual/leader.

Regional General Manager, 

Halfords Autocentres

Read on for 
more about 
the Halfords Autocentres' journey...

Understanding Halfords’ coaching challenge
Alongside the Halfords retail business, there are more than 300 Halfords Autocentres across 

the UK under the management and guidance of the Regional General Managers (RGMs).

 
Leading Edge had previously supported Halfords’ retail division with management 

development over a 3-year programme when we were approached by Halfords Autocentres 

to design and deliver a tailored development programme for its 19 RGMs.

Partnering for success
Leading Edge designed a programme that blended skills events and coaching support. Our one-to-one coaching pathways are designed to support individuals (coachees) 
in new or demanding roles looking to develop certain attributes or for people 
identified as high performing/high potential.

‘Coaching for Results’ is the pathway and has a defined beginning, 
middle and end – not for us the ongoing ‘crutch’ relationship. This clear 
approach is important and is based on our firm belief that an effective 
coaching relationship lasts about six months and involves three parties 
– the coach, the coachee and their line manager.

We plan for success by placing the individual at the heart of our coaching approach. Our belief is that individuals can only meet their potential and be truly effective when they: 
• have clarity of their own and others’ expectations of the outcomes 
• are aligned with the organisation’s goals and objectives 
• have authentic understanding of themselves and the impact they have on others

Having an impact
Our Coaching for Results programme with Halfords Autocentres 
combined group skills sessions with individual coaching sessions, 
with focus areas including strengthening business relationships 
and approaching delegation in a positive way.  
 
Our proven coaching pathway approach is five sessions, 
run four to six weeks apart: 

Session one involved the line manager in a three-way contracting 
conversation to identify and align what success would look like for 
both the coachee and Halfords. This collaborative ‘From-To’ agreement 
provided clarity for all on what would be different at the end and 
drove commitment. Exploring personal beliefs and attitudes with 
Insights Discovery and working through 360-degree perspectives 
helped the coachee develop greater self-awareness and a better 
understanding of their own preferences – a key part of being 
open to change.

Sessions two to four were one-to-one interventions with the coach 
owning the process and the coachee owning the actions. Leading Edge 
coaches provided telephone support, guidance and challenge between 
these sessions to help the coachee commit to actions.

Session five was a three-way progress review between coach, coachee 
and line manager – a very important aspect of coaching that 
provided an opportunity to agree next steps and strategies for 
sustaining the progress. This ‘end point’ sets an expectation of 
visible and viable change from the coachee.

Note: We delivered Halfords’ coaching face to face, but we 
can also coach virtually via Skype or phone (although we do 
recommend a face-to-face first session to help establish 
an effective coaching pathway).

Coachees made great 

progress – everything 

from how improving 

delegation had helped 

them to be more 
influential with 
stakeholders, to how 

better time 
management had made 

huge positive changes to 

their work-life balance 

The Leading Edge 

coaching programme 

was a first for 
Halfords Autocentres 

– they were keen to 

try something 
different and 
wanted the surety of 

a credible partner to 

do it with

Feedback described 

the ‘biggest win’ 

being the huge 

opportunity 
coaching provided 

for individual 
learning and 
development, rather 

than the traditional 

‘sheep dip’ courses

D
EVELO

PM
EN

T



Making a difference 

 Leading Edge has been privileged to coach some fantastic divisional directors at Halfords Autocentres over the past year and we’re proud of the impact of this intervention. 

     I have never been professionally coached before. Having someone 

separate from the business to bring a different point of view and identify 

what to try and focus on has been extremely beneficial. I was sceptical at 

first but enjoyed the sessions and definitely saw added value.       

Regional General Manager, Halfords Autocentres

Quite simply, I would 

rate the benefit of the 

coaching as high as 10. 

Overall, it has helped 

me develop as an 

individual/leader.

Regional General Manager, 

Halfords Autocentres

Read on for 
more about 
the Halfords Autocentres' journey...

Understanding Halfords’ coaching challenge
Alongside the Halfords retail business, there are more than 300 Halfords Autocentres across 

the UK under the management and guidance of the Regional General Managers (RGMs).

 
Leading Edge had previously supported Halfords’ retail division with management 

development over a 3-year programme when we were approached by Halfords Autocentres 

to design and deliver a tailored development programme for its 19 RGMs.

Partnering for success
Leading Edge designed a programme that blended skills events and coaching support. Our one-to-one coaching pathways are designed to support individuals (coachees) 
in new or demanding roles looking to develop certain attributes or for people 
identified as high performing/high potential.

‘Coaching for Results’ is the pathway and has a defined beginning, 
middle and end – not for us the ongoing ‘crutch’ relationship. This clear 
approach is important and is based on our firm belief that an effective 
coaching relationship lasts about six months and involves three parties 
– the coach, the coachee and their line manager.

We plan for success by placing the individual at the heart of our coaching approach. Our belief is that individuals can only meet their potential and be truly effective when they: 
• have clarity of their own and others’ expectations of the outcomes 
• are aligned with the organisation’s goals and objectives 
• have authentic understanding of themselves and the impact they have on others

Having an impact
Our Coaching for Results programme with Halfords Autocentres 
combined group skills sessions with individual coaching sessions, 
with focus areas including strengthening business relationships 
and approaching delegation in a positive way.  
 
Our proven coaching pathway approach is five sessions, 
run four to six weeks apart: 

Session one involved the line manager in a three-way contracting 
conversation to identify and align what success would look like for 
both the coachee and Halfords. This collaborative ‘From-To’ agreement 
provided clarity for all on what would be different at the end and 
drove commitment. Exploring personal beliefs and attitudes with 
Insights Discovery and working through 360-degree perspectives 
helped the coachee develop greater self-awareness and a better 
understanding of their own preferences – a key part of being 
open to change.

Sessions two to four were one-to-one interventions with the coach 
owning the process and the coachee owning the actions. Leading Edge 
coaches provided telephone support, guidance and challenge between 
these sessions to help the coachee commit to actions.

Session five was a three-way progress review between coach, coachee 
and line manager – a very important aspect of coaching that 
provided an opportunity to agree next steps and strategies for 
sustaining the progress. This ‘end point’ sets an expectation of 
visible and viable change from the coachee.

Note: We delivered Halfords’ coaching face to face, but we 
can also coach virtually via Skype or phone (although we do 
recommend a face-to-face first session to help establish 
an effective coaching pathway).

Coachees made great 

progress – everything 

from how improving 

delegation had helped 

them to be more 
influential with 
stakeholders, to how 

better time 
management had made 

huge positive changes to 

their work-life balance 

The Leading Edge 

coaching programme 

was a first for 
Halfords Autocentres 

– they were keen to 

try something 
different and 
wanted the surety of 

a credible partner to 

do it with

Feedback described 

the ‘biggest win’ 

being the huge 

opportunity 
coaching provided 

for individual 
learning and 
development, rather 

than the traditional 

‘sheep dip’ courses

D
EVELO

PM
EN

T


