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What do we worry about?

Martin Stanton

What do you worry about? What do most people worry about?

| have found | my experience that most of us tend to worry about what
other people think of us and we worry about how things should be rather
than how we would like things to be.

| have done a lot of my own self development mainly by writing and |

suppose you could say that it is journal therapy but | find it very

therapeutic, not only this it made me realize that a lot of what | was thinking was nonsense
and | knew | need to change my thought process.

| found that if | thought negatively more negative things would be attracted in my life but if |
turned that around and started to think positively things started to flow more easily and
when things didn’t go according to plan it didn’t matter as much because it became easier to
turn it around.

| think it is important sometimes to realize even as a coach that we don’t have all the
answers sometimes because life is a hurdle race, its how we overcome those barriers and |
have is the skills and the knowledge and the life experience to be able to move forward.
Sometimes people just need a bit of support and encouragement, | never say to any of my
service users that they need help | always say that people only come to me because they
would like some support, guidance and motivation.

| also do a lot of work with abused children and although this work is very challenging it can
be very rewarding even if only a slight difference has been made because sometimes these
children have had so much trauma that they believe there is nothing for them to aim for. |
educate and help build their self-esteem so they believe in themselves.

Two sayings that | love and also remember are;

"A hundred years from now it will not matter what my bank account was,

the sort of house I lived in, or the kind of car | drove. But the world may be different because
| was important in the life of a CHILD".

And

"Ajourney of a thousand miles begins with a single step!"
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The biggest thing out of all of this that | find not only fascinating ,but also frustrating, is that
we often act the way we are influenced by other people . When we trust someone and enjoy
their company we listen to them, become influenced by them and sometimes what they say
about us, we believe it and it isn't always right.

Peer pressure especially in children is the biggest worry | believe for any parent or child
because it can mould who we are and ultimately make us believe things about ourselves
and the world that is not true which we become blinded by.

Why not Dare to be different and laugh and most importantly enjoy it!
Martin Stanton

Journeys

Making Positive Changes...

Tel: 07817 220 465

WWW.journeys.vpweb.co.uk
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The Five Laws of Stratospheric Success
(Book Review — the Go-Giver by Bob Burg & David Mann )

Michelle Whaite

As an avid reader and devourer of personal development
material, | am frequently asked which books | would
recommend reading as having made the most impact on
me.

This is in terms of 4 key areas 1) applicable content, 2) readability, 3) enjoyment and

4) which ones | was still reading at midnight gripped until finished! Well, as you can
imagine, | have read from A-Z in the personal development arena — from Anthony Robbins
to Zig Ziglar so | had to truly think about this question carefully.

After some thought, | would confidently say there are probably 12 books that have made an
impact in different ways on me and so for the coming months | have decided to turn my
column into a small personal development ‘book review’ with a key summary of the salient
points that are being made in each book.

Kick-starting this month, an aptly entitled book named the ‘Go-Giver’ (co-written by Bob
Burg & David Mann). Having just finished reading/reviewing this small but amazingly
powerful book, | have decided to begin with this one first due to the WOW factor | found
amongst the 131punchy pages from beginning to end! The Go-Giver flowed as it is told in a
story format that you can relate to. | couldn’t wait to absorb the full content into to my mind!

“Most people just laugh when they hear that the secr et to success is giving...Then
again, most people are nowhere near as successfula s they wish they were”. (Go-
Giver)

“The Go-Giver tells the story of an ambitious young man named Joe who yearns for
success. Joe is a true ‘go-getter’, though sometime s he feels as if the harder and
faster he works, the further away from his goals se em to be. And so one day,
desperate to land a key sale at the end of a bad qu  arter, he seeks advice from the
enigmatic Pindar, a legendary consultant referredt o by his many devotees simply as
‘the Chairman’. Over the next week, Pindar introduc  es Joe to a series of Go-Givers
who share with Joe the Five Laws of Stratospheric S uccess which teach him how to
open himself up to the power of giving! Joe learns that changing his focus from
getting to giving — putting others’

interests first and continually adding value to the ir lives — ultimately leads to
unexpected returns.” (Go-Giver)
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The book basically defines 5 key ‘Laws to Stratospheric Success’ which are:-

1) The Law of Value — Your true worth is determined by how much MORE you GIVE in
VALUE than you take in payment

2) The Law of Compensation — Your income is determined by how many people you
serve and how well you serve them

3) The Law of Influence — Your influence is determined by how abundantly you place
other people’s interests FIRST

4) The Law of Authenticity — The most valuable gift you have to offer is YOURSELF!
People buy people FIRST not products!

5) The Law of Receptivity/Reciprocity — The key to effe  ctive giving is to stay open to
RECEIVING!

Throughout the book young Joe meets many different people along the way who cleverly go
about changing his perceptions especially a big one of ‘never to judge a book by its cover’
as you never know just WHO you might be speaking to! Meaning treat everyone equally
from the cleaner to the CEQO! Joe also realised that success was not about what he can go-
GET from people but more of what he can get up and go-GIVE people!

| believe that success can be defined in a number of ways. The most common belief about
success that | hear regularly is about having the right car, the multiple holiday homes, the
yachts and the lifestyle. This is fine to begin with but once this has been ‘accumulated’ a lot
of ‘materially wealthy’ people find that they achieve material wealth status and say ‘is that
it? Now what?!" which can be a scary place to be in if suddenly you feel ‘is that it?’.

Some even say that it's no wealth at all if along the way you have lost all your friends and
family to experience the wealth with!

Tony Robbins (Master Motivational Speaker) says that the human experience of life is
usually magnified when shared with another human being. Material wealth is a fraction of
what real success is all about as material wealth was never meant to make you happy,
fulfilled or feel complete which is where many people go wrong and feel cheated when they
don't ‘feel’ complete upon accumulation of ‘goods’. Material goods are merely meant to
make the journey more ‘comfortable’ along the way while you GROW into the person you
desire to becomel!

True success for me means being ableto  move sometimes through adversity and
challenges and breaking through to success by growing as a person and becoming a
master of ones emotions along the way.
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After reading this little stick of dynamite book | decided to interview a number of people and
asked them to define success for them personally and with each person | received a
different answer as | imagined | would do! One friend explained that she had accumulated
the cars and the homes but not the loving partner and so she was rattling around in a large
house on her own and hated every minute of it! Suffice to say she has now realised the
man of

her dreams after realising that it was no fun to be lonely regardless of your surroundings!
Another described success as having paid off the mortgage,

being debt-free and being able to work doing a job that doesn’t pay very much but gives
huge rewards and psychic income — thereby defining success

as having the power of ‘choice’ on reaching a level of success in life. Success to me is not
how many breathes you take but also how many moments in

life that take your breathe away!

The Law of Value — My definition is to GO THE EXTRA  MILE so that you GIVE more
than you take in payment — people like VFM! (value f  or

money!)

The Law of Compensation — My definition is thatify ~ ou get involved in the MISSION
of helping first then your commission / earnings na turally follow!

The Law of Influence — If you can seek to understand first — you can then be
understood —ie understanding others with genuine com passion to

seek out how you can help them

The Law of Authenticity - You cannot fake it — you mu st truly care about people and
feel genuine empathy to help them reach their outco  me — as

people can pick up on your ‘vibe’ much earlier if you are not congruent with your spoken
word

The Law of Reciprocity - The true art of giving and receiving. Meaning not to refuse
gifts from people as this prevents the ‘giver’ from giving a gift.

A lot of ‘giving people’ have to learn how to receive fully as they like to give gifts but feel
uncomfortable receiving gifts and

vice versa — people who are used to receiving gifts or ‘taking / go-getting’ find it challenging
at first to go-GIVE!

My overall view of the book is that it is a gentle reminder to us all that instead of striving to
be a GO-GETTER, become a GO-GIVER as you can never

truly give a gift away — it can come back to you in many forms and not always from the
person you give the gift to! Therefore my GIFT this month is to

GIVE AWAY a secret surprise GIFT to anyone that emails me with subject line SUCCESS
GIFT PLEASE! THANK YOU!

Remember, just because we were conditioned to be good little go-getters, there is no harm
in reversing that thought into becoming a true go-GIVER!!

http://www.michellewhaite.com
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The Dynamic Awareness Series

These are workshops to enhance your awareness and learn how
beliefs affect your life! They can each be done separately or as one
3 month series.

The skills and knowledge that you will learn on the se workshops can
be used in your own life and also in your business with your coaching
clients.

As a member of the coaches community, you are also invited to join
the affiliate scheme, where you can earn 10% for ev  ery person your
refer who does a course!

Email me to find out more cemanthe@thecoachescoomun ity.com

30t May 2009 — It's not a recession... It's a new start! !

Our world is changing .... Technology is changing .... and becoming more and
more efficient faster than ever before!

We become more and more overwhelmed with the demands of “our modern”
times. As a result, there is a perception that because we have a more
technologically efficient world, we should theoretically do and be more. That
Is a myth that leaves people feeling inadequate, lacking self -esteem and little
confidence. Fortunately you are not born with these abilities, rather you have
learned them.

On this 1 day workshop, you will begin to understand all the myths and start
to undo them, removing the layers of misconception and becoming the
authentic YOU!

BOOK HERE >>>

£47 one ticket, one workshop
Future dates (information on the site) £70 two tickets, one workshop

20t June 2009 - 10% Health Plan 1 ticket for all 3 workshops £127
18t July 2009 - Self Hypnosis 2 tickets for all 3 workshops £200




Coaching for Weight Loss
Helping to solve the Obesity Problem

Pete Craig

With Obesity a major concern across the globe and becoming more and

more of an issue here in the UK it is important to focus on education and support if we are
to help reduce obesity levels in general and even begin to stem the tide of younger children
becoming obese, studies show that children living with obese parents are 60% more likely
to become obese themselves. Shocking isn't it.

The food and diet industries respectively are massive business and without action at a
higher level to restrict and monitor the sale and advertising of junk or fad products
(hopefully this will come) it is left to individuals to offer services that will begin to educate
initially the few but in the spirit of ‘Pay it Forward’ hopefully the masses.

The ‘Diet’ industry itself often provides false hope in the knowledge that people will happily
purchase and embark on short term solutions that will eventually lead them back to where
they started if not to a situation in which they are heavier than before, providing them with

a recurring income at the expense of vulnerable people.

Healthy Living, Exercise and Food Education is essentially the key to solving future obesity
problems and this is something that needs to be addressed from many angles and will take
time, however in order to resolve the issues people are currently experiencing as they try
to lose weight (try being the operative word here, as no one has shown them how) using
one of the many advertised and promoted ‘diet’ products there is a need for the use of
alternative methods.

As a coach | specialise in the identifying of the underlying cause for their overeating /
incorrect eating and subsequent obesity, providing them with the tools and self evidence
that will allow them to break free of their previous limiting and damaging beliefs and values
around food and exercise, followed up with basic food education and then quick start meal
plan designed to provide evidence of weight improvement within 2 weeks. This is then
followed up with a long-term plan to assist them in achieving a healthy weight goal and
giving them the knowledge to be able to maintain that weight for many years.
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The Applied Weight Loss Program works on the principles of accountability both to self
and to the coach, with the recommendation that social accountability is also taken
advantage of (although many people do not feel comfortable with that), pleasure and pain,
visualisation all with the use of both NLP and Hypnotic methods.

As a result of combining the principles of accountability, food education and belief and
values alignment, weight loss and future weight maintenance is a certainty provided the
client wants to remain fit, lean and healthy.

If you feel there is someone you know that could benefit from Weight Loss & Management
coaching in the form of the Applied Weight Loss Program then please feel free to pass on
my details.

pete@appliedcoaching.co.uk

or telephone on 020 3286 0755

Obesity is a problem and for the sake of our children and their children we need to begin
to help resolve the issues that both cause and surround it.

Pete Craig
AppliedCoaching & AppliedWeight Loss
Life Coach, NLP Practitioner

Specialising in Health and Weight Loss Programs that lead to increased personal success
and overall well-being.

Web Site for Free Basic Report: www.appliedcoaching.co.uk

Skype: petewcraig
Tel: 020 3286 0755

My interest in Health and Weight developed as a result of years of being personally
overweight as a result of Hypothyroidism. A condition that | still suffer with but is now under
control through medication and the same techniques for weight loss and management that
| use for my clients.
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How to Market your Business Effectively
— Part 1 Advertising

Gemma Thompson

It has been said that the average customer needs to have contact with a
product or service approximately 7 times before they will seriously consider
buying it. Is this true? And if it is how can we make contact with our potential customers?

From my experience it is important that a person feels they can trust a product before
they buy it, and that trust can be formed by repetitive contact and can take some time to
build — this is where the traditional wisdom of ‘7 contacts’ comes from.

There are three main ways of reaching your potential customers, Advertising, Networking
and PR. First let’s look at Advertising.

However when we look more closely it is easy to see that some forms of contact are more
likely to build trust than others.

Advertising is wonderfully effective at reaching a large amount of people with the minimum
amount of effort on your part. However it does take time for this to pay dividends. How
long it takes depends on the type of advertising you use.

To illustrate this let's look at how a company advertising Yoghurt would make it effective.
They could place the advert in a classified section of local magazine; this is likely to make
people think that it is a very small company, possibly only just starting up, with not a lot of
money to spare. They are unlikely to think it is even possible to buy the yoghurt in their
local supermarket so would be less likely to look out for it. The exceptions to this are the
people that really want to support small local businesses and if this yoghurt happens to be
organic they are likely to get a few orders.

However if they have taken a half or full page advert in a national glossy magazine and
have requested to have it placed in either the ‘food’ or the *health & wellbeing’ section they
are likely to make a much more trustworthy impression straight away. Why? Because the
advert is bigger it is first of all more noticeable, it also suggests that the company can
afford to advertise, meaning that they are an established company and other people
already buy this yoghurt. This is reassuring for potential customers. The placement of the
advert can also add gravitas to it, the articles on either side are written by experts and the
very fact of being placed amongst such allows the yoghurt to bathe in the reflected glory.
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There are other ways of advertising too, one is the ‘advertorial’ when a ‘feature’ on the
yoghurt would be inserted in place of a regular advert, although in most glossy magazines
this will have the heading of advertising feature so customers will know that this is paid for.
However, as an advertorial can contain so much more information that a regular advert, it
can be an excellent way of building trust within the customer base.

And magazines are not the only places to advertise, there are also billboards, radio and
television. Billboards are likely to be seen by the same people over and over within a short
space of time so can be very valuable, however as these customers are usually whizzing
past it may be that they have passed it several times before the information has been
absorbed. And the more information on this kind of add the less likely it is to be absorbed —
it's much better to put a web address than a phone number on here for people to find out
more.

Radio and television adverts both build trust more quickly when they are done well, why?
Well this kind of advertising usually relies on actors ‘recommending’ the product, talking
about it the way your friends or family would talk about it. Products with a large advertising
budget will usually go out of their way to hire celebrities that are already perceived as
trustworthy by the public to endorse their product such as Gary Lineker for Walkers Crisps.
The design of the advert will also make a difference to how the product or service is
perceived, this does not mean it has to look ultra professional, but it does have to look right
to your ideal customer base, if you are trying to attract big business it is best not to use a
daisy as your logo, likewise if your ideal customer base is female and creative, having
heavy block initials may also have an off putting effect.

Now you know almost everything you need to take into consideration before placing an
advert, but there is one last point you need to consider, how many times do you run the
advert?

Particularly with print advertising it will take a certain amount of repetition to build trust with
your customer base. 1 advert, whether it be full page or classified will not work well. The
larger the advert the more noticeably it is so you will find it works more quickly, however in
order to not be forgotten you will still need to run it regularly — once you are established
look at entering an advert at least once every 3 months to stay in people’s minds. If you are
running a classified advert you will need to run it every month for at least six months for it to
be effective, and to continue to run it every month for it to stay effective. This can be
expensive.

Generally for small businesses or soloprenuers | recommend taking a minimum of a quarter
page advert for a 6 month run followed by repeating the advert every other month. Local
magazines are much cheaper than national magazines but before you decide which is for
you look at where your customers are, if they are national then you should aim to advertise
nationally as soon as you can afford it.

I hope this information has been useful — look out for part 2 which
covers networking to promote your business!
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Do you need a website?

Why choose Clownfish Graphics ?

1. | begin the process with a template system to hold the base of the
website, this reduces costs and time. This is then embellished with extra

html programming and design to really make your site unigue to you.
| also use a keyword optimisation system (to maximise visibility on the web), embedding
videos, analytics (so how successful your website is using statistics), design key points,
tables for layout, custom designed header, stationery to match your site and branding etc..

2. My philosophy is creating high quality websites at really affordable prices. This means
that the business runs on word of mouth recommendations and this enables me to keep
marketing expenses to a minimum, returning the savings to you. | also provide ongoing
coaching and training as required on an individual basis, for you to make the most from the
site that you have.

Call me on 07886593076 or
Cemanthe@clownfishgraphics.co.uk

See my portfolio_here http://www.clownfishgraphics.co.uk/

Looking for a coach?

The Coaching for Coaches™ Program

As a coach, you already know the benefits of coaching!

- Increased productivity

- Improved self-awareness

- Enhanced decision-making

- Personal and business growth

- Breaking new ground/developing fresh ideas
- Accountability for actions

The Coaching for Coaches™ Program is designed to bring those benefits to you directly
while also helping you to develop and grow your coaching practice.

As a member of The Coaches Community | would liket o offer
you the coaching at a discounted rate.
Call me for more information: 07886 593 076
cemanthe @thecoachescommunity.com







