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Winning with an Executive Coach
by ANN GOLDEN EGLÉ, MCC

No matter where you are on the 
organizational chart, you in-
� uence someone. Therefore, 

you are a leader.  Part of your job as a 
leader is to be physically, mentally and 
emotionally capable of leading.  Few 
leaders today would get a ‘gold star’ in 
all three of these categories.

People watch leaders for cues.  Don’t 
fool yourself into thinking that you’re 
hiding de� ciencies in any of the above 
areas.  You are more transparent than 
you know. The higher up the ladder you 
are, the more you are being scrutinized.

Working with an executive coach 
used to be a perk for up and coming 
‘star’ executives. Times have changed.

Leaders across the board are now 
hiring executive coaches to provide 
support for themselves in these 
tough times, so that they can sup-
port their team through their own 
tough times.  More than ever before, 
leaders crave mental, physical and 
emotional health. 

When you work with any 
professional, the more you 
know before entering into 
the relationship, the better 
chance you’ll have to make 
it successful.  

Here are some keys to 
winning with the aid of 
an executive coach:

Know what you want.  
What do you intend to en-
hance?  Take a good look at 
yourself; ask those around 
you.  Is it overall leadership 
e� ectiveness, emotional intelligence, 
communication (oral, written, public, 
one-on-one,) con� dence, time manage-
ment, balance, boundaries, learning to 
bring out the best in your people?

Hire smart.  There are amazing, proven, 
highly-trained and talented executive 
coaches who will take you wherever you 
want to go.  Do your homework.  Seek 
quali� ed coaches who are certi� ed to 
practice, have a strong reputation, speci� c 

Ann Golden
Eglé

Opportunity Knocks & City Club Look at
Central Oregon’s Banking Community

Opportunity Knocks, Central 
Oregon’s  business assistance 
organization and City Club of 

Central Oregon are presenting:  Under-
standing a Healthy Banking Community 
in Central Oregon on Friday, December 
11, 11:15am-1:30pm at St. Charles Cen-
ter for Health and Learning located at 
2500 NE Ne�  Road, Bend.  Lunch will be  
provided. 

Topics and Presenters will include:  
Community & National Banking pre-

sented by Linda Navarro, president & 
CEO, Oregon Bankers Association.  The 
Strengths of Banks in Central Oregon; 
Safety and Soundness 

Concerns for Oregon Banks and FDIC 
Deposit Insurance presented by: Rich-
ard Renkin, banks and trusts manager, di-
vision of � nance and corporate securities 

for the State of Oregon.  
Legislation and TARP presented by:  

Patti Moss, CEO, Bank of the Cascades
Neil Bryant, partner, Bryant, Lovlien & 

Jarvis, PC will be serving as moderator for 
the session which will provide time for 
questions and answers. 

The event is sponsored by Bank of the 
Cascades, Bryant, Lovlien & Jarvis, PC and 
Jones & Roth.

The cost for the event is $20 for Op-
portunity Knocks and City Club Members 
and $35 for non-Members.  Registration 
can be made online at http://Opportunity
KnocksEvents.eventbrite.com or a check 
can be sent to:  Opportunity Knocks 86 
SW Century #249 Bend, OR 97702. 

Information:  info@opp-knocks.org or 
541-318-4650 or info@cityclubofcentral-
oregon.com or 541-633-7163.

experience, track record and 
superb communication skills.  

Be Open.  You are not paying 
a coach to agree with you. This 
second set of eyes and ears, 
blended with heart and intu-
ition, brings a new outlook to 
long- standing dilemmas.  Pro-
vocative questions allow you 
to see your situation through 
a new lens.  New modes of 
thinking and behaving will be 
recommended.  Experiment 
with these suggestions to see 

which will lead to your success.
Be honest.  The fastest way for your 

coach to do their job is for you to be hon-
est from the beginning.  Your coach is not 
here to judge you, but to serve you to 
become who and what you want to be. 
Where are your passions?  What core val-
ues are nonnegotiable?  Where are your 
doubts or insecurities? Who or what truly 
is holding you back?  What do you fear? 
Be honest.

Commit yourself.  Clients who receive 
the greatest results through coaching 
are fully committed. This doesn’t mean 
that it takes large chunks of time. Most 
of the work involved in coaching takes 
place during the sessions.  The bene� t 
comes from mentally processing what 
comes out of the sessions, putting some 
of the new concepts to the test, and that 
takes no time at all, just focus.  

How strong are you mentally, physical-
ly and emotionally today?  Even if you’re 
not in the position to hire an executive 
coach, I urge you to use this article as a 
wake up call to: know what you want to 
improve in your life, to be smart, honest, 
open and committed to your process of 
seeking greater and greater success!

Ann Golden Eglé, Master Certi� ed Coach, 
President of Golden Visions & Associates 
(GV&A), Coaching for Executive & Leadership 
Success, est. 1998; can be reached at www.
gvasuccess.com or 541-385-8887. Subscribe 
to Ann’s weekly ‘Success Thoughts’ e-zine on 
her website.

more speed and more range in an “own-
er-� own” turbine.

The Stratos’ team - comprising lead-
ing-edge aeronautical engineers, de-
signers, aerodynamicists and opera-
tions experts – is making its mark in the 
carbon composite � eld, where combin-
ing lightweight material and strength 
is key, in a bid to optimize both perfor-
mance and value.

CEO Michael Lemaire commented: “What 
sets the Stratos 714 apart from other light 
jets is the simple fact that it is designed 
around a single premise – to be the ulti-
mate owner-� own personal jet capable of 
economically transporting four people and 
their luggage up to 1500 nautical miles 
non-stop at a speed of 400 knots.”

“We are excited to come to the market 
with the Assurance Deposit Program in 

full swing and to provide industry event 
attendees with the opportunity to see 
and experience the Stratos 714’s spa-
cious cabin and unique modern styling,” 
remarked Chief Sales O�  cer Kevin Jor-
dan, who added that company o�  cials 
would use the opportunity to gather 
consumer feedback that could be incor-
porated into the � nal design.

Lemaire observed: “The full-size 
mock-up clearly demonstrates the level 
of roominess and comfort we are aiming 
to achieve. No amount of blue-prints or 
renderings can replace actually sitting 
in the cabin.” 

The mock-up currently gaining a wider 
exposure to potential investors and buy-
ers is a major move for Stratos, now in its 
fourth year of development planning.

With its impressive anticipated speed 
capacity and projected current price tag 
of around $2 million, the eventual 714 � n-
ished product could prove a viable alter-

Stratos Aircraft
Continued from page 1

native to the pricier metal-framed busi-
ness jets that are currently prevalent.

The aircraft could also cater to the 
general aviation market, with its focus 
on being designed to easily carry skis, 
golf bags and the like, which is seen as 
an obligatory feature in this sector.

“We saw a niche in the market that was 
not being met and are focused on � lling 
this gap with the 714,” said Lemaire.

“There are many piston and turbo-
prop owners that have the need for 
more speed and range but also want a 
more e�  cient jet option with low acqui-
sition and operating costs in these chal-
lenging economic conditions.

“The 714 matches this need and is the 
only aircraft that will give these pilots busi-
ness jet performance in a very light jet.”  

As the design phase progresses, fur-
ther investment is being sought towards 
building full prototypes with the goal of 
achieving Federal Aviation Administra-

tion (FAA) certi� cation and getting an 
assembly line running.

Though investment money is relative-
ly scarce in today’s economic climate, 
Lemaire sees the continuing evolution 
of VLJ technology as the major cut-
ting-edge advance currently in general 
aviation, with Bend as “the epicenter of 
advanced composite general aviation 
design and manufacturing.”

Lemaire, who is French in origin but 
also has a residence in Bend, has a 
wealth of experience both in the com-
puter industry and aviation. 

He became familiar with the Central 
Oregon area after purchasing and build-
ing a Lancair aircraft just after the turn 
of the decade, and went on to develop 
business relationships with expert ex-
ponents in the region’s burgeoning 
aviation � eld. 

For more information, visit stratosair-
craft.com or 541- 330-0714.
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The Stratos 714 seats four.
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