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Describe your coaching experience. 

I’ve been coaching in one form or another since the early 1970s. In my previous career in the media it 

didn’t take long until I was responsible for and bringing on others less experienced than me. This was the 

start of my coaching. My aim is to try and help people discover their own abilities. This is translated into 

The Aziz Corporation which I founded in 1983; helping clients discover talents they didn’t know they had. 

Why do you think communication and media skills are so important in today’s business world? 

As the pace of business has become faster and faster people are expected to think on their feet. Answers are 

wanted as quickly as possible and that often throws people who are used to gathering information and 

being more contemplative. The challenge is to come up with the right solutions but rapidly and efficiently. 

In today’s world we no longer have the luxury of being able to do a long-term study on something and work 

everything out to the finest detail. By the time you’ve done that the market opportunity has often moved 

on. It’s tough and some would argue things are moving too fast. That said, the world is as we find it and at 

The Aziz Corporation we help clients to deal with this. 

What are your top tips for good communication and media skills? 

Manage the risk of having to work quickly by thinking in advance what likely scenarios you are going to be 

asked about. As you get more experienced you build up a fund of stories to tell in a particular situation. I 

say stories advisedly because stories are what everybody wants to hear, ‘What’s the story here?’ being a 

common phrase in business. There are key questions you need to ask yourself; who is the audience? (So you 

can identify with them). What do they want to hear? What do you want to say? (Know your message). How 

will you know if you’re successful? (Know what you want your audience to do after they have read or heard 

you). 

What do you work on in your coaching sessions? 

I work on a variety of different areas. A key one is showing people they are capable of being a better 

communicator than they initially believed before the session. We build confidence and show techniques 

that are effective and ones that aren’t. Voice is also covered to enable clients to develop their dynamic 

range, sound less monotonous and more interesting. Everything we do is totally tailored to individual 

needs. 

What can clients look to achieve from attending one of your sessions? 

Khalid is Chairman and founder of The Aziz Corporation, the UK’s 

leading executive communication consultancy. His first comprehensive 

media career spanned the BBC, ITV and Channel 4 with current affairs 

and business programmes.  As a producer and presenter he has also worked 

with the Open University, BT and PWC.  He has also been media advisor 

to The Prince’s Trust. 
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Clients find the sessions robust and tough but above all they find them demystifying; we unpick the issues 

that go into effective communication. Their confidence is built - vital as a lot of being effective at 

communication is about being confident.  If you can feel confident, mean what you say and say what you 

mean, you’re a lot closer to getting where you need to be with your communication skills. 

Give an example of where your coaching has made an impact. 

Someone came to us who had started working in an acting role when arguably they should have been given 

the substantive job title in the first place. She was caught in some internal politics. She found herself totally 

demoralised. Her work performance was suffering and she was receiving very negative feedback about her 

communications skills as a result. Our coaching with her was based around rebuilding her confidence, 

making her believe she was worthy and could do the job. After that we gave her techniques to enable her to 

do this. She walked away from the experience with us taller, brighter and, above all, full of confidence. 

Since then she has been promoted, not only in the original business but also rapidly promoted through two 

more business and been headhunted.  

What should clients think about and prepare before attending one of your sessions? 

I don’t ask clients to prepare too much. The danger is if you try and work on yourself without guidance you 

could end up getting the wrong end of the stick and going down a blind alley. But it is worth thinking 

about who you like to hear or read and why. Find your heroes.  In broadcasting mine was Kenneth Allsop 

who I regarded as a very erudite broadcaster. However, we don’t try to turn a client into a clone of 

someone, that would be a huge mistake,  but we all do things better or worse and it’s just like any other 

coaching, be it golf, tennis or anything else; we can all get better and improve even if we’re never going to 

be Andy Murray on the court! 

Describe your style of coaching. 

My style is direct, friendly and caring but I don’t believe in wasting a client’s time so I say things as I see 

them.  I’m open to challenge and pushback. Clients appreciate the feedback; I’m a critical friend but I want 

them to succeed and my style is based around getting them to be as good as they can be. This involves 

showing them how it can be achieved and then helping them develop that skill in the safety of the coaching 

room.  

Would you be able to recommend any books to read, clips to watch or anything else to help develop 

communication and media skills further? 

There are some great clips to watch online. The hairs still rise up on the back of your neck when you hear 

the ‘I have a dream’ speech by Martin Luther King. Some of Margaret Thatcher’s performances, following 

her coaching, are impressive. Her Guildhall speech towards the end of her tenure is worth watching because 

it shows a well-structured communication process. My book ‘Presenting to Win’ helps to take the mystique 

out of presentation and, I’m told by clients who’ve read it, offers clear guidance on how to communicate 

effectively. 


