Professional Practice Framework
Recognition and Accreditation of Prior Learning (RAL) module 
Learning Area template 
	Learning Area Title:
	Business set up and development of market place

	Level of claim: (4, 5, 6 or 7)
	Level 7

	Total credit being claimed:
	45

	List of learning outcomes:
	LO1: Critically analyse the process of identifying and understanding a niche client base; demonstrate the ability to apply real-life market research techniques; client segmentation strategies; targeted engagement approaches to develop a coaching business.

LO2: Evaluate and critically assess the challenges raised by disability, self-confidence and social anxiety on the delivery of coaching services. Reflect on evidence-based practices, exploring and analysing the strategies that are used to overcome such internal barriers.

LO3: Synthesise and interpret complex advertising data to develop innovative and evidence-based strategies for streamlining and effectively targeting specific market segments.
 


	Introduction to your Learning Area
(1,000 max words)
	Whilst undertaking this study, there are two models of reflection that are used frequently for reflective practice, which will support my personal and professional development. The frameworks align closely with my development and academic learning. Kolb’s Experiential Learning Cycle (1984) offers a foundation base in which I can develop a correlation between experience and reflection. 
Secondly, by analysing Gibbs’ Reflective Cycle (1988) has supported the more empathic level of learning and experience, whilst dealing with imposter syndrome.
Sow et al. (2025), both Kolb (1984) and Gibbs (1988) represent a wide-ranging process in which we can develop our reflective practice, through analysation of the models, I have recognised and acknowledged internal obstacles. I have blended the two models together, which has assisted in developing my confidence both as a student and that of a business owner.

The Kolb’s Experiential Learning Cycle (1984) consists of four specific areas:

1. Concrete Experience: The experience in which one engages with, whether new on reflection, one that has happened, and development is now needed, thus, to reflect upon. 
2. Reflective Observation: Reflecting on the experience, develop an understanding within and noting strengths and weaknesses to aid development. 
3. Abstract Conceptualisation: Analyse and explore the reflective theories, and how I can learn from them, by putting them into real world context. 
4. Active Experimentation: Moving from the theory to the practical, developing the weaknesses into strengths, and to continue using good practice. Reflect on the new to ascertain on their creditability in use.

Rationale Kolb's Model:

Kolb (1984) emphasises that learning is a continuous experience whereby, the individual can access the cycle at any point and progress throughout it. I use this model a lot, as, when starting within the police service in 2003 (refer to C.V.), it was the one that we were taught, plus, it also is the background to many key processes within the police including the National Decision Making Model (web: www.CollegeofPolicing.org, October 2025; refer to CV) being just one, which can be found of the College of Policing website as well as other sources, underpins the decisions the  police make. 

Upon reflection, I have recognised that I became institutionalised in relation to processes, wording sentences, writing and addressing personnel that still work for the police, and are of rank. I believe that having worked for the police for nearly twenty years, this will be a mindset that I will need to adapt. A study by Eerland & van Charldorp (2022) indicated that police writing language used is very important, and differences can indeed have unintended effects.
A further study by French (2020) indicates the importance of academic style of writing and how it allows the academic writer legitimisation and credibility within the fields of higher education. Therefore, I needed to synthesise and develop my writing and cognitive skills and re-train myself to attain this standard.

Kolb’s (1984) model itself is suitable for coaching and mentoring and can be used as a developmental tool within sessions. The reflection on experience can allow a change of mindset, increase the coachee’s knowledge and allows for the continual personal development. Moon (2005) argues that experience by itself can be a separate issue from experiential learning, therefore, by adapting my practice to have each moment as a moment to learn from, I can subsequently use it as a basis for professional development. 

By learning through experience doesn’t necessarily come with any assessments or exams per se, by focusing on the experience, as a coach I can question on the other elements of the model so that I can glean the very best out of the client. Moon (2005) argues that learning can be more meaningful should there be new subject matter or more complex matter and learning is therefore internal.  

I have also interrogated Gibbs’ (1988) Cycle and opine that it holds similar values to that of Kolb (1984). It is important to recognise the two models both individually and as a combined hybrid for my development, and that of my client base. 















02. Gibbs Reflective Cycle (1988)
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Figure 1: Gibbs’ Reflective Cycle (1988); Web: Gibbs' Reflective Cycle | Reflection Toolkit, June 2025

I analysed ways that clients’ learning preferences can affect their engagement and has created a depth to my understanding of how we think about new ideas and thinking strands. For this, I considered utilising the Honey and Mumford Learning Styles Questionnaire (1984). I thought how clients would respond to questions, knowing that there is an internalising process taking place. This would allow me to interpret the learning and to further grant me the ability to adapt the session based on the ongoing discussion. 

To be critically aware of the questionnaire, I would offer an opinion that it has limitations, for example, it will allude to a learning style, there is nothing to state that learning has occurred. Furthermore, within a coaching environment, as much as we want clients to develop, there is no formal learning assessment taking place per se. I learned that due to critical evaluation, it does not mean to say the client is not developing through the coaching process and other areas of assessment can take place, such as completion of an action plan.
 
By synthesising the learning cycles and the questionnaire together, I created a succinct and tailored coaching session, to allow the client base to be supported and give them a safe space to talk freely and trust the process. I learned that one size fits all approach may not necessarily work and the need for flexibility for the need of the client. I have subsequently learned to use the models within my own reflection and to question my words and actions to create continual improvement.

Gibbs (1988) Reflective Cycle has become part of my learning, as I have used it not only of myself but to also recognise the benefits of it towards the client’s own reflective practice. By working through the stages, I have been able to reframe my thinking in relation to my confidence and imposter syndrome with a more compassionate outlook, which aligns with the European Mentoring and Coaching Council’s stance on compassion.

To utilise Gibbs (1988) to the maximum extent for my personal benefit, I learned to use it in a non-sequential process, as often, I would start at the conclusion and move backwards to glean experiential learning. This was an important element of my progression as I noted that I focus very much on the now, and I have needed to work backwards to learn. This has also created an enhancement on my development.

As a sole-trader, I have been responsible for my marketing, branding and getting the public to be aware of my business through online networking. I recognised that I had several barriers in which to work with. Limited technical knowledge within social media, ongoing imposter syndrome, analyses of my advertising demographics, expanding my social media reach to name a few. Whilst this journey was developing, I came to understand and synthesise McGruer’s (2020) argument: ‘marketing does not stand still’. This citation helped me understand that I need to continually adapt and adopt differing strategies within my business development. 

Ahmadpour et al (2025) contended that reflective writing is a process of self-discovery, which is something that I agree with, as my experience aligns with this. I have been able to create a deeper understanding, analyse and adapt my internal thoughts and supported my cognitive reframing, and more importantly, develop my confidence, thus, complimenting both my professional and professional growth.



 

	Learning Outcome 1 

	LO1: Critically analyse the process of identifying and understanding a niche client base; demonstrate the ability to apply real-life market research techniques; client segmentation strategies; targeted engagement approaches to develop a coaching business


	[bookmark: _Hlk212891028]1,000 – 2,000 max words per learning outcome
	Description

What happened: 
In February 2022, I took the decision to accept medical retirement from the police, which was a period of meaningful transition from work to retirement (refer to CV). This experience allowed me to critically examine my life both personally and professionally. As I had qualified as a coach whilst working in the police, I explored the options of becoming a self-employed coach to utilise my qualifications and skills set. 

Consequently, I had to analyse my thinking which became increasingly institutionalised from the perspective of policing. I had to learn to think differently and reshape my thought processes. Upon taking early retirement was also a source of learning from the outset, as I had never been without work. Bullock et al (2020) discussed Patterson et al (2019) which has aligned with my personal experience when it has been observed that officers that leave the police struggle with lack of discipline and operational structures. 

My thoughts and feelings at the time were one of bewilderment, however, it was not one of weakness, but one of inspiration and exploration. By evaluating my options and deciding on self-employment helped me to justify ways of changing my manner and cognition.
One considerable barrier I discovered was my limited understanding of self-employment and how to establish myself as a professional coach and sole trader. Though I had the basic ideas on what to do, I interrogated the internet to ascertain the additional skills that would be required. Critically, I discovered that coaching was a well-established industry, moreover, most of the websites were by coaches to seek clients, as opposed how to help a new coach set up.
 
At this point of my learning, I discovered The Coaching Masters. They had courses which allowed people to qualify as coaches and online trainers. I signed up to two courses, the Ultimate Launch was the first one that taught people like me to set up their business, including how to set up your own website. 

This 12-week course taught me to reassess my online presence, create re-evaluation of my social media platforms and identify barriers that can hinder entrepreneurship. Their model taught me to connect the known theory to newly acquired practical skills ‘a model is a representation of a system’ (Burgess, 2016). One of the important measures of developing my social media footprint was to professionalise my Facebook banner (refer to job description): 
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Figure 2: Facebook Banner (www.facebook.com/darrenhembrow - September 2025)

The journey within the Ultimate Launch programme gave me the opportunity to analyse how I present myself as a coach. One area of learning was the creation and development of a “I Help” statement, as an example, “I help people with their mindset”. Upon reflecting on its purpose and applying it to my Facebook platform, I learned that many coaches across several disciplines have a “I Help” statement. I learned that members of the public will see it, therefore, it was a free advert that many people will see. 

By week 11 of the Ultimate Launch, I was expected to be live and launch my business online. This is something I accomplished; however, I recall that I was nervous at the start of the live post I put out, I carried on, nonetheless. One thing I learned from the start, is not to let nerves hold me back, as I needed to just do the task.

I also completed the Course Creator programme with The Coaching Masters, a fifteen-week programme on how to generate an online learning environment from a pedagogical and business perspective. The programme guided me from the basic reasoning for it to implementation of an evergreen training opportunity for people. The teaching stated that evergreen is defined as a pre-recorded package in which a student can access at any time without myself being tied to a computer for each new student. 

I underestimated the complexity of this, due to the lack of technical cognitive skills. However, through practice, I created a course to train people as coaches. This allowed me to evaluate the process more positively and I learned to generate content for teaching others, which in turn, reinforced my coaching understanding. On reflection, this is both a professional stance as well as a personal matter of growth. 

Orkoh and Teh (2024) contended that by being online, will allow access to the national and international markets. This become more powerful the more I thought about the citation, and by applying the developing skills (refer to Job Description). As I have been slowly building my technical skills, I sense that my journey was being to change from basic to developing additional skills to become more successful. This justifies the need for continuous professional development in various area of my business to make it sustainable.

Whilst engaging with the works of Zhuplev et al (2018), I had started to critically evaluate the nature of sole traders in their coaching businesses. Their study was based on hospitality; I aligned with their arguments abouts market share or saturation. I then began to adapt their findings and synthesise their meanings as a variation on a theme. 

This transference created an acknowledgement that as much as coaches coach generically, it is equally important to be different to the others by offering your unique niche speciality in coaching. In my case, I developed my coaching to Ageing well and living to the best after reaching 50 years of age. I chose 50 years of age as a benchmark due to my work with Swansea Council.

Zhuplev et al (2018) made further observations that a niche market will develop its own dynamic. I noted through my work that I can reach a wider section of the over 50s market than just aligning with retiring police officers. Pollock (2004) will reinforce the needs of a niche and its development which can support the client. I therefore synthesised this knowledge, along with my experience and reflective practice into a holistic coaching practice.

Where and when did it happen:

The training offered by The Coaching Masters is purely online, with the courses I had signed up to took place on a Monday and Friday evening for live interaction with a facilitator. 
Initially, due to my shyness, I wouldn’t show my face in the live sessions, but eventually, I did. I developed the mentality that to be a business owner, I needed to be seen. Each week was a new topic to work through, allowing me to develop a synthesis of combining knowledge to create the business. 

The process of the video recorded training combined with live interactive workshops aligns with Cornetti et al (2015) who stated that quality teacher-student dialogue will enhance the learning process. The benefits of the live sessions indicated that many students were all in similar circumstances to myself. This taught me that my feelings were natural and that my understanding was deepening. I learned to apply the information given in relation to developing my social media platforms and to create a website. 

Due to lack of computer literacy and my limited computer skills, I felt justified in hiring a professional website developer to create my website. Ester (2017) commented that there is some conceptual confusion, which accurately describes my thoughts and feelings in relation to computer usage. Petty (2004) argued that adopting the correct mindset is essential in relation to learning from experience. To apply that into context, I did not feel negatively about not being able to create my website, I took positive action to have one created. This is a clear example of reframing my mindset.

The Coaching Masters also indicated that we, as students, develop a specific niche market. Initially, I wanted to coach retiring emergency service workers, however, this transitioned to working with the over 50s in partnership with Swansea Council. From that engagement, I changed my niche as I recognised a gap in the market and started to develop my business to the over 50s/ageing well coach. 

The change in my niche market was a strategic element for business development. I not only applied elements of market research, listening to the group I was involved with, therefore, adapting my existing knowledge and experience to create a base in which to work. This would be supported by the 2023 article by McKenna who argues the point of offering value in your service towards the right customer.

The training also included how to create content for social media platforms, some of which are interfaced, mainly Facebook and Instagram, which only required one post to cover the two platforms.  
I also brought the ideals of pedagogy and adult learning theory to my wellbeing input and the short coaching course I ran online (refer to job description). 

I was innately shy, and using social media in such a way was difficult, even though I pushed on. A study by Geng et al (2024) concluded that shy students fear evaluation from others. I would argue in favour of this finding, though I recognise that this was an internal construct.

This will evidence the development I have gone through. Another learning element was to ascertain and use the social media platform’s algorithm, which can severely shorten your reach. The lesson indicated that strategic creation of ongoing comments within the posts will break this barrier and allow the post to go to a wider audience reach.

Subsequently, engaging with international students also provided opportunities to observe and learn diverse approaches, gain knowledge on what is happening elsewhere, share experiences and give my coaching refinement. 

The Coaching Masters gave me the skills I needed to create an online business, with various methodologies and practical skills in the process. 

‘Nearly 2 billion use Facebook daily’ (WixBlog. 2025), in order to maximising your reach on social media platforms, within Facebook in particular, to maximise the posts, I was told to utilise  @followers, @highlight and @everyone tags in the comment box, Burgess (2016) stated that ‘small businesses are now using third party websites’, social media or as he described social networking are part of these sites. This allowed the algorithm to maximise its reach from an approximate 25 people to over 1000. By creating conversation within the post, it allowed the algorithm to go into action to get the post noticed.

As an example of this, I would write “Thanks for the thumbs up Joe Bloggs”, and upon reply, we would enter a brief conversation.  This in essence, will give free advertising to my business and allow the post to be accessed by more contacts; ‘Facebook offers both paid and organic opportunities to put your business in front of new audiences’ (WixBlog. 2025).

Beals (2020) wrote an article in which he stated that you should tell everyone about each of your social media platforms. The further actions that I took was to open a LinkedIn, Instagram and Tik Tok account, as this would assist in my online presence, as Beals (2020) further argued that ‘it is safe to assume people are Googling you too’. 



	
	Feelings 

Initially, I wouldn’t show my face on these sessions as I was not very confident in my ability and wanted to test the waters first and foremost, as well as wanting to trust the process that I signed up to; ‘there is no doubt that the choice of teaching strategy can have an effect upon the motivation and interest of the student’ (Reece, I. & Walker, S. 2007, p.106).

Some of the other reasons I didn’t want to show my face was twofold: firstly, I was at the time still coming to terms with my disability and at the time, had not taken ownership of it, nor was I on the right medication. 

Secondly, I was also very body conscious, to the point, I did not want to be seen as I had increased my body weight, and felt that people would judge me and make comment, though I knew this was also not the case in reality, it is how I felt; ‘similarly, higher self-esteem is generally associated with reduced self-discrepancy’ (Marder et al. 2024 citing Schubert & Bowker, 2019)

Through the encouragement of the tutors, by week three or four, I had started to show my face on camera and got to know other students from all over the world, some of which have become lifelong friends. I was nervous, but I went through the process. 
I felt the welcome eased the internal tensions that I had created. One area of recognition I became aware of, other people on the course were in a lot of aspects feeling like me. This realisation helped me to work through my vulnerability as well as increasing my strength. 

The overall experience instilled a higher level of trust in the process and connectivity with others. I had to step out of my comfort zone and grew internally because of it. This has showed me how new clients could feel and thus, the importance of developing and creating a safe space for the client and overall coaching practice with honesty and empathy, as Wilson (2011) will attest to; that everyone is responsible for creating a safe environment for their work. 



	
	Evaluation

Whilst trying to establish an online coaching business and social media presence, I have undergone a level of growth, both personally and professionally. I have been reflecting about how I a still overcoming imposter syndrome, making decisions that affect me as a coach and as a person, Marder et al. (2024) referenced Franklin (2022) in that three in five employees experience this, which equates to 60% of Franklin’s study group. 

What I found more interesting, is that Marder et al on the same article of 2024 made a further reference to Bravata et al. (2020) which indicates that the study found that over 82% of that study group had an effect of imposter syndrome. I am therefore assuming that imposter syndrome is a common mentality that the vast majority of working people have.

Through the Ultimate Launch programme, I developed a deeper knowledge of digital branding, usage of algorithms, reaching my target audience and general social media engagement; Sow et al. (2025) argued that reflection and simplicity can enhance the learner’s ability to achieve an understanding and application to the reflective processes, thus, it will increase the promotion of professional and personal growth. For example, the tone of my social media posts will reflect upon me as a person. 

All this whilst learning about technology and developing myself as a business owner is ongoing and long term, I must rise above self-doubt, as Elizabeth Perry (2022) referred to several aspects of why we have self-doubt on her website BetterUp (2025) to which, practicing self-compassion, which is something I have worked on. 

The increase in online visibility was vital for my business, and as much as I completed the programme, I had learned that the engagement was needed frequently throughout the week. I needed to adapt quickly, as online businesses are a forever evolving market that is extremely competitive.

Whilst reflecting, adapting and generating the presence, I have explored emerging platforms in which to use and advertise accordingly.
The personal transformation I have experienced has gone from lack of confidence coupled with my emotional and physical issues which hindered my engagement to posting on social media several days a week.

This has enhanced my ability and confidence, also reinforcing my authenticity which in turn, will build trust with potential clients and groups. I now post pictures and videos online to create a wider reach; ‘short-video social media is becoming a major advertising tool in the digital age’ (Li, et al 2022), 

At the time, I recognised and worked on the premise of retiring and retired police officers, having gone through the struggle of giving over my warrant card at the end of my time, something which I found hard to face and come to terms with. This helped me to tailor my services effectively, as McGruer (2020) argued that to know who the ideal client is and the problem you can solve, then you create content based on demand which will always get engagement. 

This niche market enabled me to offer specialised support to those who needed it. I was also aware that though my initial clients would be police, I needed to extend and promote my services further and to diversify my base to ensure my business would be sustainable. 

The reason for this expansion is because I was offered to work with the over 50s in partnership with Swansea City Council.  I was approached to offer wellbeing support to a group within the engagement team, McGruer (2020) further argued that the first step is to create a ‘customer avatar’ which is your ideal customer.

This was balanced with my university education, in Wellbeing and Professional Development and my MA in Coaching and Mentoring. Both courses led to me being more confident in decision-making, customer-based knowledge by speaking to and asking the clients of their needs and supporting them using my experience and skills as a coach to help. 

Overall, this experience has been transformational, equipping me with the skills to be successful.


	
	Analysis

The initial stages of creating a coaching business started with reflection, decision making and to create an identity alongside a niche market. My focus was on supporting retiring and retired police officers, as I understood the demographic through personal experience.  Through progression, my understanding of the niche market changed to that of supporting the over 50s.  This transition was a natural move forward. 

Some of the issues I am aware of cover areas such as social isolation, identity loss, physical and cognitive decline et cetera. These topics are covered in my weekly sessions and are discussed widely. Studies by Fong et al. (2022) and Wu et al. (2020) have indicated that there is a correlation between lower levels of education and poorer health as we age. This reinforces the need for intervention to help the ageing demographic.

This has highlighted the need of being able to adapt and study within the niche market. Cox et al. (2014) highlighted the importance of how the client learns and develops under ontological coaching, which is how I am seeing myself as I progress in person. The generic meaning of ontological is how individuals create an understanding about themselves, their world view and identity within. This can be a dominant trait with the over 50s as they age, seeing life differently upon retirement or onset of age-related issues. Upon learning about how we age and the cognition thereof, I have aimed to create a reconstruction of the thinking processes and allow the group to have a new perspective on life.

However, my business is based online; ‘electronic coaching, or e-coaching, is a new branch of coaching that is rapidly gaining popularity’ (Ribbers, A. & Waringa, A.  2015, p.1). I recognise that there are many online coaches, and I continue to refine my niche to ensure that it is current and reflects both my client-centred position in the market. 

I expanded my business and my decisions to continue are based on market-based statistics which I scrutinise upon receiving them, rather than relying on a purely organic measure which can not be examined. 
I gathered quantitative statistics to move the online business forward by assessing and analysing the higher-level returns. Alternatively, the in-person sessions have developed naturally. I listened and acted upon comments and questions. These provided key areas for exploring the psychological needs of the community I work for.  

The training programmes of The Coaching Masters underpinned my business development, I have lifetime access to the courses, therefore, I can revisit at any time I need to review the training; Moon (2006) asserted that ‘we learn by both content and by learning itself’. This indicates that my learning has been by various methods.

Subsequently, I have divided my client base according to their needs and cover many areas. This division is based on conversations and comments, as well as overall needs for ageing well. Adopting this approach has given me insight into the clients and reduce barriers to learning and engagement and improve accessibility to myself, both inside and outside of the sessions.

Beals (2020) asserted the importance of creating and maintaining a consistent online presence. This will support the necessary social media platforms I have set up, recognising that each has its own value, for example, Facebook is community based, whereby LinkedIn is aimed more towards professionals. The content and tone are important in establishing trust with those connected to me. 

McGruer (2020) argued the importance of content in achieving influence online. This is a principle I have applied by sharing adverts and comments across my platforms. This is important to generate the authority of my work. 

Orkoh and Teh (2024) argued that digital presence enhances national and international markets. Paid adverts on Facebook can lead to thousands of people receiving an advert beyond my immediate locality. The increased knowledge in the algorithms has also assisted in expanding my visibility (refer to job description). 

The main challenges that I have found is comments on my posts stating that I am a scammer. Unfortunately, this happens. Initially, this increased my self-doubt, however, by removing the comments and following from Moon’s (2006) ideology of learning to learn has been transformative in my mindset. This reflects my competence and demonstrates how I create the synthesis of theory and practical coaching methods.

	
	Conclusions

Starting and developing my business has been an evolving process. It has also been experimental and transformative. The overall journey from leaving the police under medical retirement to becoming a coach became a significant learning process. 

This learning process has been multi-faceted, not just about how to run a business, it included the need to learn computer usage, along with reflection and growth. 

The initial learning was created by a male who had issues in life and subsequently rebuilt his life with no money into a multi-million-pound business that has a global reach. His story shows the importance of resilience and that success is indeed possible within ones own goal settings. 

Through his company, I recognised and applied the need to a specific niche market to target. This was the foundation of my business, both online and in person. This gradually developed into the over 50s wellbeing market. 

Aligning with Brookbank and McGill (2012) argument the point of ‘power horizon’ where success is always just out of reach and remains so. This highlights the need to strive forward towards your goals and success. I have worked towards that horizon, as a driving force to success.

Moon (2005) whilst using Tennant (1999) works as a foundation, contended that learning involves the transference of experience into a new language of understanding. I associate this as all aspects of learning, whether in formal classroom-based education or through experience leads to improving the metacognition that we have attained. 

In my situation, I have adapted my policing experience, leadership and support to a coaching framework to empower others and to create a change in mindset and personal pathways. 

Niche Client Identification and Segmentation

The identification of a client base is one of the most crucial elements for a successful coaching business. In 2019, Clutterbuck suggested that one’s niche will enhance the efficiency and perceived value within the business. I have gone through a journey of self-reflection and experience and 
come to understand that the targeted niche market is defined on various levels: values; change, mindset, inner needs and so on. 
I give information based on wellbeing, learning styles, conversations and emotional intelligence. These sessions are researched for a week before being delivered to the over 50s group. 

Targeted Engagement and Digital Presence

I developed marketing strategies in my online presence and the need to create advertising towards my niche market. As my business, like many independent coaches rely on building a professional online presence, I have noted that Beals (2020) upheld the need for a multi-platform presence as it is necessary to build trust and ultimately, the audience reach. 

I have professionalised my Facebook and Instagram platforms, created a TikTok profile for short videos and use LinkedIn to complete the online strategy in communication to highlight my expertise and authenticity. 

As a result of the above, my postings reflect my professional persona. I have avoided online arguments and political quarrels, aligning with McGruer’s (2020) citation: ‘the actual content you use to market is critical in achieving influence’.  

Orkoh & Teh (2024) state that an online presence has a global reach, which I have witnessed first-hand by receiving adverts from other countries other than the UK. To adapt that to my own way of working, to reach an international audience, I have learned about the algorithms on Facebook and how to kick start them into delivering my adverts to a wider audience. 


Real-Life Market Research and Experiential Learning

This has subsequently given me the opportunity to learn another level of targeting my audience as I can analyse and explore the statistics given by Facebook (refer to Job Description). These statistics are vital to the development and creation of further adverts and assist in the understanding of market research. I then align the statistics with a combination of both Kolb (1984) and Gibbs (1988) models and ask myself: “what have I done?” and “what can I do better?” to refine my actions.


Personal Reflection and Ongoing Growth

I have been confronted and pushed through personal challenges, not just imposter syndrome and self-promotion. I have two unseen disabilities in which slow my progress. Perry (2022) through her website BetterUp stated the importance in self-compassion has allowed me to recognise that along with a professional stance, that vulnerability can also exist. This will evidence the level of resilience I developed in my work-based ethos. 

I have also gone beyond my university studies and have adopted a continuous professional development (CPD) mindset, which is important for keeping knowledge up to date and current. Harris (2023) appropriately states the importance of increasing our knowledge continually. This increase of knowledge will highlight the need I had to navigate the coaching industry.

By uniting experience and theory, I have developed my own style of coaching, which is empathic, supportive, dynamic and one in which can help underpin the requirements of the clients. This reflective practice has helped to give a strengthening foundation for long term personal and professional success; ‘that’s why the actual content you use to market is critical in achieving influence’ (McGruer, D. 2020. p.35).

The only area that hasn’t been as successful as maybe it could be is the development of an email list. The Coaching Masters indicate that developing a list to create email-based content is important to target potential clients. Yet, there has been no return. The ideals of The Coaching Masters is echoed in the study by Hendry (2022) where she supports the necessity of email circulation’s is important for business awareness and developing a custom base. 

Hendry (2022) also stated ‘Email is one marketing strategy for many wellness entrepreneurs’ and I would therefore opine that the teachings of The Coaching Masters and studies akin to Hendry (2022) indicates the importance of emails, even though this may be task heavy, it is nonetheless important. 


	
	Action Plan

1. Expand Client Base Through Diversified Marketing
· Specific: Increase client base by targeting the over 50s through the social media platforms.
· Measurable: Gain 10 clients per year as a minimum
· Achievable: Market on Social Media, attend events, industry events, create in person and online campaigns. 
· Relevant: Research related markets and local government based strategies and access. 
· Time-bound: Achieve within 12 months

2. Improve Digital Presence with Consistent Content Creation
· Specific: Create consistent content for social media platforms by video and photograph, along with written work.   
· Measurable: Posts a minimum of 3 times per week, mainly using Facebook, interfaced with Instagram. Create a similar post for LinkedIn.  
· Achievable: Create content on a Sunday and time posting via the online scheduling programme available on Facebook.
· Relevant: Post Monday, Wednesday and Friday, at the same time, as this will allow an improvement with the algorithm. 
· Time-bound: This task should be carried out over a three month period then use the Facebook data to ascertain reach and use the data to improve future postings. 




	Learning Outcome 2 

	LO2: Demonstrate reflective and evidence-based practice by evaluating the impact of personal and professional challenges, for example: disability, self-confidence, and social anxiety on the development of coaching services, while showcasing strategies used to overcome these barriers.


	1,000 – 2,000 max words per learning outcome

	Description 

Disability:

Neil (2006) argues that there is an inherent problem with the saying ‘feel the fear and do it anyway’ in that you need to feel the fear instead of creating an avoidance around it. To assimilate that to my personal ongoing practice, I have had to learn, adapt and experience running my own coaching business. 

Upon setting up my business, I have had to deal with other stresses and challenges, including my disability, which I will discuss further on. I have also continued with my education from the university and construct and devise the over 50s wellbeing sessions, there was a lot to do.  

By constantly reviewing my practice as a coach, evaluation of my sessions is important, not just for my delivery, but also for the client base, as they need trust in me and the coaching system for their well-being, Raelin (2001) discussed the topic of reflective practice gives us a deeper experience than a trial and error based learning process.  

Therefore, I will be able to distinguish from two points, the first being where I am currently, including the delivery given, the second, to what I have learnt, discovering the barriers I faced and to ascertain the value within those barriers to ensure progression. The important element here is to know the differences and to build upon them.

Harris (2023) argues that by making oneself feel down, we create ourselves in a negative way and thus think and question our progression accordingly. By recognising the relation between creating the level of mentality and substituting it for a higher level, more positive thinking, I can build resilience and reorganise my own mindset. 

As stated, I have ongoing issues, which I have looked upon them as a benchmark for continuous improvement. Firstly, my disabilities often hold me back. I cannot drive due to cough syncope - I black out when coughing - as well as small fibre neuropathy, which is extremely painful. 
This means, though I cannot travel without use of public transport, I can however utilise online learning programmes, an example of which, the training I went under with The Coaching Masters and the University. 

I do hold myself back from events and business building meetings as well as other personal events such as weddings and funerals. I have recognised this as contradictory as my input to the over 50s is in person. I build myself up all week to deliver this and carry out research on their topics and present back information on wellbeing (refer to Job Description)

I assume that this is having an impact on how my business develops, which is something I need to work with and not let it hold me back. I am very open about this to others. In return, they do support me by encouraging me and helping me push through. I find, although I set out to be a virtual online coach, I have developed into an in-person business. 


Social Anxiety:

Another issue I have is my social anxiety challenges. Though I am generally confident in associating with people I know, I tend to not associate well with other groups/people, especially since I put on weight due to my medication. This can have a negative impact on my ability to draw in face-to-face clients. 

I was invited to a one stop shop event in Swansea Waterfront Museum, this raised my anxiety a lot, though at the time of attending, the people that I saw there I already knew, which I found a comfortable event to attend thereafter (refer to Job Description). 

The one stop shop has helped me to show case my coaching practice and to expand from the wellbeing sessions and potential online clients, I have since been approached by a charity to help support them. This would require me to offer emotional support to single parents during their sessions. The invitation created a lot of nerves, which, as already stated, will be used towards providing a professional service. 

Looking into the concept of overcoming social anxiety and adapting to the differing environments can help to motivate me into performing as a coach, as no one need know how I feel underneath. To a wider degree, this is my issue, not theirs, and my perception of how I am may not be how others evaluate me, Raelin (2001) argues that past experiences may control our thinking of how we will deem the future, the new experiences may be very different in manifestation. 

By writing down my reflections on these two areas of my development, I will have a record that can be referred to at anytime in the future and will not be forgotten. More importantly, the detail and surrounding reasonings will also need to be recorded, as there is little point in just writing “bad day today” without the full circumstance.  Cooper & Castellino (2012) argued that it is important to write down words accurately, though they were talking about a client, the words of the client may well have an impact on my coaching practice.



	
	Feelings 

My disability can present significant emotional barriers to the development and delivery of my coaching services. I find it difficult to access resources as well as taking opportunities for continuous professional development. I often want to do things, but get the physical issues holding me back, or my mentality stops me, or vice versa.

If I were to self-coach and thus create my own development plan, I would recognise the inner contradictions. McLeod (2006) stated ‘many issues boil down to conflicting ideas and contradictions in the mind of the coachee.’ I would argue that this is many a reason why someone would choose a coach, however, it can also be in the mind of the coach themselves, based on personal circumstances. My opinion could lead to further research in the future.

On a positive, I do manage to build a good rapport with clients and peers once I get to know them; ‘we are only now beginning to understand the full dynamics of work-based learning’ (Raelin, 1997).  This has granted me a raised awareness that people have differing feelings and mentalities in themselves, hence, they need a coach or other psychological support.    

I have learned to draw on stoicism and will push on regardless of feelings; for example, I help support those who are bereaved or the terminally ill aside from coaching (refer to CV and Job Description). 

What I can do is offer solid, improved coaching outcomes which support the client, sometimes by just listening and not asking questions, which will draw the best out of the client; Turner (2019) argues that silence in coaching can create original thought, thereby, the coachee draws upon their own thinking values and constructs.

Another area of my development has been the need for a professional coaching supervisor to discuss issues with, both positive and negative. This could help me overcome barriers and to receive correct and constructive feedback; Shea et al (2021) argued the term of Reflective Consultation is used when using the supervisory services of an external provider, though, as someone who is self-employed, I could only go to an external provider. 
 
As the supervisor would have a clearer viewpoint of the cause and effect of my mentality and my coaching ability. Supervision will also provide a safe, supportive space for both professional and emotional development. It has helped me to prioritise my working methods and assess the more important aspects of work, ‘supervision is the hallmark of a reflective professional’ (Brookbank, A. & McGill, I. 2012. p. 107).


	
	Evaluation

Lacking in self-confidence can have a negative impact on my coaching ability and that of business development, Ramos et al (2022) had read a Bandura (1997) study on self-efficacy and performance leading to their understanding that the belief of the learner has an impact on performance and end goal mentality. I have acted opposite to how I feel which has led to maintaining a sense of authority in my role and maintain my professionalism. I signed up as a member to the European Mentoring and Coaching Council, as I want to align with their Code of Ethics and Code of Conduct as a coach (refer to Job Description). 

The self-awareness of my reflective practice and mindset has been important, yet I am aware that this could have obstructed my development. By utilising the disciplines of critical reflection, I have developed myself positively, rather than continuingly thinking about the negative feelings. Overall, this created a shift once I identified areas of development. I started to reframe my mindset by understanding my inner critic, which I developed into a base for strengthening my demeanour and making a greater professional impact.

Dweck (2024) discussed the study by Elliot & Harackiewicz et al (1996) relating to performance and the ability to perform well, though she offered the questioning critique of simply performing well or would we perform well in relation to others. Analysing this, I would argue that performance is holistic, based on personal thinking.  

To create a deeper understanding, I raised a question to myself: am I going to allow my imposter syndrome to stop me performing for myself as well as the client base? I would need to create and develop meaningful and challenging goals. Dweck (2024) further discusses the need for goal setting to enhance one’s ability and learning from tasks that are challenging; ‘your life is about to totally change when you realise the power of this concept’ (Harris, J. 2023. p. 59) 



	
	Analysis

I engaged in evidence-based interventions, whether seeking supervision, neurolinguistic programming or coaching personally and noted these methods have helped clients to achieve their goals. 
I built resilience to improve my psyche to replace the anxiety into a positive actionable outcome. 
There are constant opportunities to carry out Continuous Professional Development (CPD), for both academic and self-development, or to add to what I have to offer individuals within my practice, for example, trauma reduction and other methods to add value. Having engaged with other courses, not only has it added to my portfolio, it has also helped my mental wellbeing, ‘I have learned that you will make positive changes in your life unless you truly decide to make that change, no matter what’ (Harris, J. 2023, p. 11).

If I were to carry out a SWOT – Strength Weakness Opportunity and Threat – process, I would be able to combine both feelings and work-based ideals together.

Strengths: 

Knowledge, both academically and experiential. Together, this will show that I am capable of the work and tasks needed to be a coach, and a coach with a niche market. Also, my person experiences away from coaching will strengthen my cognitive processes whilst working. It is important to recognise that I will need to distinguish between my personal and working life (refer to CV and Job Description)

Weakness:

Not feeling the success that I should, therefore, it is only myself doing this, as, upon reflection, if I were to be performing under par, then I am sure that I would be spoken to at the very least or stopped from interacting with the groups. 

Opportunities:

There are many opportunities to my working practice, and I have been informed and spoken to by certain members of the public in confidence, away from my sessions. this will show the trust in my abilities.
Secondly, members of the public often ask when my sessions will take place in between funding streams. 
Therefore, the continual opportunities to engage in the One Stop Shop and in general terms increases my opportunities for coaching (Refer to Job Description)

Threats:

Upon reflection, there are no external threats, only what I am perceiving. There is another coach who engages with a similar client base, again through Swansea Council, however, he carries out different styles and is more focused on breathing for health. 
My internal thoughts are slowly developing, and I have been always engaging on Continual Professional Development, therefore, increasing my qualification base and credibility with the council and members of the public (refer to CV and Job Description).

McLeod (2006) argues that the projection of feelings can become oversensitive, though the wider reading indicates that this may be in reference between the coach and coachee, I would also argue that this can also be an internal process. We can develop oversensitivity within our own feelings, thoughts and outlooks. Often, we can develop a solution by speaking about it or creating journal entries and so on; McLeod (2006) further argues that people find their solutions by externalising their problems.


	
	Conclusions

As I am developing a deeper awareness of my issues, it does have a profound impact on me. ‘Your pitch is your foundation’ (Priestley, D, 2014, p. 80), therefore, finding a way to challenge my inner critic and self-doubt is paramount towards improving myself, not just as a coach, but other areas of my life away from coaching. 

To find a way to create a proactive step to recognise my ability, I found areas to research further and to assimilate knowledge from peers, supervisors, coaches and coaching models. I have formulated daily affirmations that can create change. Some other areas of research include academic journals and texts from relevant books.
The choice I see, is that I can hypothesise my negatives and work in that direction or modify my thinking and work in a more positive pathway. 

As a coach, I need to seek various methods of working, and I see no reason why these methods cannot be adapted and adopted into my private life, therefore, becoming a stronger person. I can then build upon this newly discovered knowledge. 
The challenges I face need not create barriers, despite how I feel, but can create innovative ways of compiling positivity and change, as Leahy (2022) stated: ‘You need to take action today, right now.’

Those who say there are no negatives, only opportunities may be correct, and seeing the anxiety and confidence issues as a base energy in which I can utilise. I am aware of a saying that reads “the time is now, the power is you”, which highlights that at any given time, I have the power to be the best I can. 


	
	Action Plan

I have decided to research if there is any evidence from counselling, psychotherapy or coaching to understand elements of described difficulties and how to overcome them.

S – establish a supervisor who works with coaches and explain situation I am facing
M – establish a criterion in which to have a base level and to re-assess the transformation after sessions with the supervisor. 
A – this can be attainable online which could be more convenient for myself and supervisor
R – ascertain how often coaches go through the supervisory process and thus use this as a baseline, for example, should one coach have 5 sessions a year, I may need monthly. 
T – This is an urgent requirement; therefore, I will seek out a supervisor within the next 5 to 6 weeks

S – List issues of anxiety and analyse them into a cause-and-effect t criterion. Use this to create new actions and focus on improvements
M – Interrogate the list to ensure accuracy and depth 
A – this can be created daily upon reflective sessions, with or without third parties being present, such as a supervisor
R – Usefulness and will help towards reorganising my thought process
T – This can be ongoing, though an 8-week system may produce actionable results

	
	




	Learning Outcome 3

	Interpret and analyse complex data from advertising to create evidence-based streamlined advertising for targeted criterion and thus further assess its effectiveness upon completion of each advertising campaign.


	1,000 – 2,000 max words per learning outcome

	What happened:

Today, there are many social media platforms in which members of the public, business owners and influencers use, for example, Facebook, Tik Tok and so on; thus, one must be authentic in posting content; ‘in social media, authenticity is often understood as the performance of a persona’ (Ebben & Bull. 2023).

Each platform uses personalised algorithms and targeted adverts based on interfaced searched engines. This is crucial for a business owner, like me, to synthesise and adapt to the ever-changing processes of technology. 

I am not all that good at using technology as I struggle on its usage other than the basic needs, even when following instructions, I can still make mistakes that cause a pause in my progression, Leahy (2022) argues that it is important to have time working on your business development, rather than within your business. I would agree, in that, a per centage of my working time should be on advertising as opposed to coaching.

I have, through the training of The Coaching Masters updated my social media platforms to create a more professional look, assimilating their knowledge, people who come across, for example, my Facebook page, will see me as a coach, in contrast to those who do not have a developing or developed business. 

Upon critical reflection, the Ultimate Launch did not explain that there is a tick box section for advertising, in which, the adverts would be targeted to my chosen demographic, and therefore, this is something that I have learned to use myself, which has been a great way to discover additional information. Lingwood et al (2022) stated that the challenge and reward of writing, or rather creative writing for business development is in equal measure. He further states that, creating stories and texts for your online advertising structure is a skill that is highly sought after, which would explain why there are many jobs within the online marketing genre. 

This developing skill and learning process has helped me in my decision-making and choosing who my targeted audience would be. Though I am a mindset coach and would coach anyone, I am specialising in the ageing well process. Priestley (2014) argues that struggling is not the way to being successful, however, the way in which we work, ‘the flow’ is the success.  

Therefore, my energy and concentration will lead to the adverts being targeted not so much for general public, but those in the 50 plus category, facing retirement and also coming to terms with age, weakness and planning for a better old age and so on; ‘whatever the brief, you will have a message to communicate to a specific audience’ (Lingwood, G. & Shaw, M. 2022, p. 16).  

As the adverts are targeted, I can examine the data feedback from the social media platform I use, and upon using this feedback, I can be more reflective on what has been achieved, what will need changing and enhance my decision-making process as well as content when designing and promoting my next advert.  

Zimmerman et al (2024) carried out significant research in the data analyses of social media advertising (refer to Job Description). They discussed that Facebook engagement with targeted audiences is a better platform than Instagram. 
This is an important interpretation as both platforms are interfaced, and posting content on one, being Facebook, can automatically post onto Instagram through their own technology. 

Lipschultz, et al (2017) contended that due to the way society has developed in digital technology, storytelling as part of advertising techniques has become the established way to advertise, as opposed to previous techniques such as pictures of products. I will assume that if a product is being advertised, then there will be a story added to it. I would further assume that this is like television advertising, though on a personal level. Zimmerman et al (2024) refers to storytelling as a maximum ability to be told.

At this personal level we don’t get to see on television adverts per se. as an example, the coaching industry may have an advert in its general sense but would not have Darren Hembrow Coaching specifically.

On a personal level, though I have both Facebook and Instagram, I have recently started using Tik Tok, which, having only 1500 followers on there, I am getting high number of views on my posts from non-followers. I can view profiles to ascertain if they are a follower. To combine and thus assimilate the information from Zimmerman et al (2024) along with my personal observations, it would be prudent to use only Facebook, LinkedIn and Tik Tok. 

	
	Feelings 

I would state that there is a difficulty that resides in which data points were meaningful, being able to identify them and how these can be synthesised and developed into a more progressive, advertising and engaging pathway; Mackenzie et al (2021) released a peer reviewed article in relation to self reflection/self practice, ascertaining a feeling of safety being required, amongst the wider self practice/reflection. 

Despite my ongoing issues in relation to confidence et cetera, I do feel safe whilst reflecting on my coaching practice. Mackenzie et al (2021) further discussed Greenberg (1991) and their definition of what safety is, mainly ‘a sense of physical and emotional wellbeing, free from the pressure of need and anxiety.’ Without sounding contradictory, I feel safe despite the negative mentality I live with. 

I know I am a shy person, and where it comes from. This shyness comes from my imposter syndrome as well as feelings that members of the public who do not understand the coaching processes. Poole & Schmidt (2025) discussed a study by Cheek and Buss (1981) and their definition of shyness, which I would theorise as being reserved, to stay away from people and/or situations. Cheek and Buss (1981) however described it as being in fear of such circumstances. 
 
I have also stopped my Facebook advertising for the foreseeable, due to ongoing work and projects. I had scammer warnings put on the comment section of my adverts previously, which has caused me to have further feelings of inadequacy. This is a topic I have brought up with a coach via The Coaching Masters on their free live sessions on a Sunday night. 

The response I had from the coach was a penny drop moment in which I immediately thought ‘why didn’t I think of that?’ though it was common sense. He stated instead of either creating an argument or complaining about the response, it was to create positive engagement. He also stated invite others who know about me and my business to make comment within my defence and to also allow them to create positive dialogue with the individual in question. This is one area in which can be a topic of conversation with a supervisor to build resilience in dealing with the negativity that can be generated from the public. 



	
	Evaluation

Search engines, social media platforms and various online advertising platforms have created a vast amount of information that can in turn create an online stream of traffic to a business for very little to escalating cost. The term traffic means the number of potential customers that engage with the advert that is more than just viewing it (refer to CV and Job Description). 

Once the advert has ran its paid course, the social media platforms often have access to the statistics of the advert, which can be analysed and used to create the necessary changes for the next set of adverts. Some of this data would include age groups, gender groups, geographical areas and so on.  This will create ‘the process of affective change’ (Guskey, T, 2000, p.138).

It is important for me to also reflect upon the data, not just the facts and figures it produces as there is a human element to the data of the potential client base. One area I could consider is a reversal of methods. Guskey (2000) discusses the alternate approach, whereby a person starts at the outcome and works backwards to the start. 

To adapt that to my data-driven business analysis, I should know what I want the end outcome to be, for example, more online traffic to my platforms or more engagement to my posts. I would then create the correct advert for such an outcome, Priestley (2014) states ‘your pitch is your foundation’.

One critical area of an online presence is data overload. There are so many online adverts to products and businesses of many varied and interesting backgrounds; in my case, Quesenberry (2024) asks three questions, one of which being ‘what benefit are users getting from being part of a current brand community?’ 

This is an interesting question, as those who follow me have an input from myself several times a week, yet I do not know what benefit they are having. I believe the volume of followers indicate I am getting some benefit; Priestley (2014) indicates that a problem-solving product is of value, as opposed to a generalised product. 


	[bookmark: _Hlk214536534]
	Analysis

‘Digital marketing has transformed consumer behaviour rapidly’ (Ali, H. et al.  2022), analysing the data comes in various forms in relation to social media advertising:

01. Location
02. Age
03. Occupation
04. Mindset

These are just four elements that I engage with to create my adverts and to gain traction on my social media platforms.

01. Analysing location is important, as there are barriers of engaging with potential clients.
Some of these barriers will include time differences, for example, the East coast of America is five hours behind the United Kingdom, with Australia being approximately twenty-two hours ahead. 
Furthermore, though English is taught in many countries, I do not see language as being a barrier per se.

02. Age is a demographic that I target as someone who is now specialising in ageing well and retirement planning. Having gone through retirement at an earlier age than most, I still understand and still have the feelings associated with leaving work forever. This means I can give an empathic service.

03. Occupation is an area in which I changed from emergency service workers to streamlining to police. I then widened my scope to include anyone over the age of 50 as a targeted group. I will, however, take on anyone who requires my services regardless of age.

04. Mindset is something my coaching is all about a different way of thinking, and by asking questions, listening to answers and asking even more questions, we come to the right frame of mind.

Bee (2003) highlighted that technology is having an impact on many levels of our lives and at a tremendous pace. As such, the technology offered by Facebook creates the data in which I can analyse. I can then ascertain how many over 50s have seen the advert for example. 
The data, I would describe as quantitative, as I get it in explanatory graphs, with numbers associated, as an example, I will have 78% men over 50 have seen the advert. 

To be critical of this, the data given may not be as accurate as it should. The reason I state this, is because not everybody has their age or date of birth linked to their profile. Based on the example I just gave, would that mean that the missing 22% of men also viewed the advert, however, as there is no age attached to the profile, the data is missing.

The positive however, again, based on the example given, I would have 78% of people seeing me and seeing my services, ‘consider your niche and add more criteria’ (Priestley, D. 2014, p. 65)

Other areas that are not covered by the data feedback would be in relation to emotional triggers, as an example: have I covered something irrelevant within the viewers point of view?
To hypothesise the data, would it be correct of me to think that a low-level engagement from the public mean that I made a poor advert that does not cause physical engagement?

These are some areas that I would need to research further, and I can do this through reflective practices, viewing similar adverts and without copying them, see their strength and weaknesses as a learning process, Ali et al. (2022) advocate the need to study advertising due to consumer changes. This would be of a significant change in my skills prior to creating an advert.

I could subsequently ask my over 50s group for feedback on my advert/s before they go live on social media and make the necessary changes therein. As the group is part of my targeted audience, they are of various ages with differing backgrounds, therefore, I could use them to validate my work. This feedback would be anonymous as I would not want to put pressure on them, Leahy (2022) stated that the marketing element and ways to obtain customers is through people. 



	
	Conclusions

Priestley (2014) argues that due to the volume of readily available information, its value has decreased, which is something I partially agree with. 

01. Information is at hand and may need further exploration and interrogation to formulate new ways of working.
02. If the information is needed, then it is of value, even if it needs further research.
03. Information will help me choose, classify and organise my social media advertising whether using a simple hashtag or a more complex video, the information is needed to make my targeted adverts.
04. The information received could be discussed with a supervisor.

The adverts are there to promote my business and generate authentic engagement from members of the public. Using reflective practice, I can use the data to improve my skills and create strategies within the synthesis of advertising design.

One possibility I could do is to use a Virtual Assistant or a Company to create and analyse adverts for me, however, currently, the budget would not allow that, ‘changes in advertising would influence the media industries’ (Kininmouth, 2021). Bee (2003) refers to changing from learning into action, with an emphasis on not jumping ahead. This is an important element as should I jump ahead, I may miss out on important data. Leahy (2022) argues that learning from other people’s mistakes is a lot better than learning from my own. Therefore, it would be prudent to read, listen and learn from others who have gone through the same process.

In the future, a question I would consider involves the use of artificial intelligence to analyse the data or even create the adverts for me, ‘for the past decades we have been living in an era of great changes in the entire world’ (Taskiran, N. O. et al. 2015, p. 17), as per citation, if the past changes are anything to go by, we are too in for great technological changes in the future. 
These changes, though I may or may not be able to use them, I could employ somebody who can.




	
	Action Plan

S – Analyse data from adverts via the Facebook section

M – Ascertain demographics and further research as to whether new demographics are needed or to continue and strengthen current. This will depend on engagement from those who have seen the advert.

A – This can be done at the end of the marketing campaign, as you pay for days plus number of potential audiences, for example, 5000 – 7500 people on Facebook 

R – The feedback is readily available, therefore, can be accessed

T – This is dependant on timing of adverts, though, one week is viable 
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