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Monthly Meditation

This man was drowning, 
when a man in a boat 
came and said, 'Do you 
need help?' 

But the drowning man 
said, 'No thanks, God will 
save me'. 

So the man in the boat 
went off, then another 
man came in a different 
boat, and said, 'Do you 
need help?'

The drowning man said 'No 
thanks, God will save me'. 

So the man in the boat 
went off, then another 
man in the boat came, and 
said, 'Do you need help?' 

But the drowning man 
said, 'No thanks God will 
save me'. 

Then that man in the boat 
left, the man in the sea 
drowned, went to heaven, 
and said to God, 'God why 
didn't you save me?', and 
God said, 'I sent three 
boats for you'......" 

Unknown Author

 
Definition of Coaching

Coaching can provide 
empowerment and support 
in a wide variety of ways. 
Whether we are seeking a 
change, or simply want to 
proceed in our lives with 
more focus and vigour, a 
good coach can make all 
the difference. 

With thanks to:
www.tlccenter.com

 
Inspirational Quotation

Life consists not in holding 
good cards, but in playing 
those you hold well. 

-- Josh Billings

 
Positive Daily Actions

Be courageous and think 
positively! 

The very day you are 
discouraged, you affect all 
those you meet throughout 
the day, because your life 
is a stepping stone for 
others, and not a slipping 
stone to get them to fail. 

Talk positive, and 
encourage whoever comes 
to you. 

-- Author Unknown 

 

Ice Breakers

Bag Biting Game

Get one large paper bag 
and place it on the floor 
(opened and standing 
upright).

Get your group to stand 
around it in a wide circle. 
Each member must try to 
pick up the bag between 
their teeth while keeping 
both hands behind their 
back and standing only on 
one foot. No other part of 
their body can touch the 
ground while lifting the 
bag between their teeth.

If anyone falls or fails to 
keep only one foot on the 
ground or if they use any 
other part of their body to 
help themselves stay on 
their one foot they are 
"out".

Its easy at first until you 
start cutting off a couple of 
inches from the bag after 
each round of bag lifting. 
As the bag gets smaller it 
gets real funny and even 
more difficult.

Last one standing with the 
bag between their teeth 
wins! 

Anon

 

Offers & Useful 
Information 

This is an excellent site 
that provides free viewing 
of excellent topical TV 
documentaries, classic 
movies, cult movies, and 
other useful content.

www.jonhs.net

 

Great Coaching 
Questions

What are your greatest 
strengths, and how will 
you leverage those?

Thanks to 
www.forwardsteps.com.au

 
Acronym

Networking 

●     Now
●     Engage
●     Them
●     While
●     Obtaining
●     Results
●     Keep
●     Interacting
●     Noticing
●     Gaining

 
Thought of the month

You are not a failure. 

Failure is simply a result of 
some action(s).

Success requires courage. 
"Courage is going from 
failure to failure, without 
losing enthusiasm."

-- Winston Churchill

 
Word of the month

anchorite
(noun) [ANG-kah-rite'] 

An individual who has 
retired into a life of 
religious seclusion; hermit: 
"Judith turned to her 
religion with a vengeance 
after college, and she put 
everything else aside for a 
time to live as an 
anchorite, much to the 
chagrin of her peers." 

additional noun form: 
anchoritism 

adjective form: anchoritic 

adverb form: 
anchoritically 

Approximately 1433; from 
Medieval Latin, 
'anachorita'; a variation of 
Late Latin, 'anachoreta'; 
from Late Greek, 
'anachoretes'; from Greek, 
'anachorein': to retreat 
('ana': back + 'chorein': 
withdraw).

In Action:
"True, there were famous 
artists living the old life. 
There was Vito Acconci, 
uncompromisingly 
hunkered anchorite-style 
in a loft below the 
Manhattan Bridge...whose 
loft's one concession to 
amenity was an inside 
toilet."

Guy Trebay. 

"Why should not our whole 
life and its scenery be 
actually thus fair and 
distinct? All our lives want 
a suitable background. 
They should at least, like 
the life of the anchorite, be 
as impressive to behold as 
objects in a desert, a 
broken shaft or crumbling 
mound against a limitless 
horizon." 

Henry David Thoreau 
(1817-1862). U.S. 

philosopher, author, 
naturalist.

 
Humour

A number twelve walks 
into a bar, and asks for a 
pint of beer.

"Sorry I can't serve you," 
says the barman.

"Why not?!" shouts the 
number twelve.

"You're under 18" 

 
Features in forthcoming 
newsletters

November 

Coaching Difficult Clients 

 
Missed a copy?
If you've missed an 
earlier edition of our 
newsletter, don't worry, 
you can catch up by 
accessing our 
Newsletter Archive 

 
Please don t forget to 
promote the ECI to like-
minded friends and 
clients by forwarding 
them a copy. 
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Copyright 

Articles and illustrations 
remain the copyright © of 
the originator; 
reproduction in any form is 
prohibited without their 
written permission. 

All other material is 
copyright © of The ECI 
1999-2007.  All Rights 
Reserved. 

 
Disclaimer 

The opinions and the views 
expressed in The ECI's 
newsletter are those of the 
individual authors or 
contributors and are not 
necessarily those of the 
Editor or of The ECI. The 
ECI assume no liability for 
accuracy, errors or 
omissions in editorial or 
offer content. No advice or 
information given by 
contributors, The ECI or 
any other party shall 
create any warranty or 
liability. The ECI cannot 
accept any responsibility 
for any loss or damage 
that may arise as a result 
of any errors, omissions or 
inaccuracies in this 
newsletter.
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Editor's Letter

The world is one big networking 
opportunity. Whether you are in the 
supermarket, collecting the children from 
school, or attending a yoga class, the 
opportunity to "network" is available to 
you.

Yes, there are more structured 
environments, like business meetings, 
those corporate events you get invited to, or indeed any 
gathering where likeminded people are in attendance. But the 
principle is the same: where you have any type of formal or 
informal gathering you have the potential to attract clients.

Our features this month are full of advice, tips and insights, 
that will help you maximise your opportunities, when you next 
find yourself in any "networking" situation. 

Maybe you have your own tips and advice on networking that 
you would like to share with us here at the ECI?

As always, we are delighted to hear from you regarding the 
topic of the month or indeed any subject you might like to 
comment on. 

Enjoy!

Michael

Michael Duffy, Assoc
Newsletter Editor 

editor-newsletters@the-eci.org

  

1. Would you like to write and be published in your 
industry newsletter? 

Whether you're a published writer or not, share your 
contributions with us (articles, quotes, case studies, tips, 
acronyms, book recommendations and industry news, 
offers etc.) @ articles-newsletters@the-eci.org

2. Got a Question? 

Post your question, queries or concerns to Milly Shand on 
articles-newsletters@the-eci.org

3. Feedback 

Send us your feedback to articles-newsletters@the-eci.org

4. How about working with our team?

If you enjoy reading, browsing the net, then we want you 
to join our growing newsletter team by finding us more 
great articles for our future newsletters. Just contact @ 
articles-newsletters@the-eci.org

return to index

ECI - Some of the Benefits
 

Professional Indemnity Insurance 

Working with Westminster Indemnity the ECI can offer an 
extremely attractive professional indemnity insurance scheme. 
The Professional Indemnity Insurance Policy is an all 
encompassing indemnity and liability insurance scheme for 
Coaches and includes cover for:

●     Public Liability
●     Product Liability
●     Professional Indemnity (malpractice and errors and 

omission)
●     Libel or Slander

As well as coaching, this policy covers a variety of therapies 
which include but are not exclusive to NLP, Aromatherapy, 
Counselling, Homoeopathy, Training, Personal Development, 
Reflexology, Reiki, and many more.

Your selected cover is based upon your selected cover, annual 
turnover, yourself or yourself and your associates/employees, 
and annual turnover.

All administration of your insurance policy is sleek and 
streamlined and is done by Westminster Indemnity. Your 
insurance application is conducted entirely on the web and your 
policy will be put into force once you have completed your 
application (applied for it, paid for it, and Westminster 
Indemnity have received it.

Go to the specific ECI website page for details. 

Get Known Now

21 leading coaches all agree - one of the absolute 'must have' 
keys to building a profitable and full coaching practice is getting 
known. Here's the proof. Recently, 21 leading coaches with the 
uncanny ability to get known (names I am sure you will 
recognise ...) were interviewed and all agree on one thing ...

Getting known is the best long-term strategy and fastest way 
for any coach to attract new clients fast, raise their rates, and 
start living their own dreams.

Curious who the 21 coaches are? 

Want to benefit from some of their FREE Get Known Fast tips?

Go to the specific ECI website page for details. 

Coaching Hours Log

Your coaching hours log is an important record of your coaching 
practice. As part of each accreditation application you will be 
requested to submit your Coaching Hours Log. 

To download your Coaching Hours Log, Members can :-
Log in to the Member's only area of the ECI's website, select 
'Business Building' from the side menu, then 'Coaching Hours 
Log', then 'Click to download .doc file'. Save the document to 
your own computer. 

Continuing Professional Development 

Your CPD log is an important record of your coach training, 
learning, research, studying, and reading, and should be kept in 
a safe place. This CPD log allows you to update all aspects of 
your coaching development - training, reading, teleconferences, 
workshop, conferences, events, mentor coaching, articles 
written, etc.

To download your CPD log, Members can :-
Log in to the Member's only area of the ECI's website, select 
'Business Building' from the side menu, then 'Continuing 
Professional Development - C.P.D. log', then 'Click to download 
.doc file'. Save the document to your own computer. 

The Who, Why, and How of Networking 
By Elizabeth W. Gordon

As any business owner can tell you, networking events can 
range from being a goldmine to a complete and utter waste of 
time. Just as in any numbers game, every time you leave your 
office you do have the potential to randomly trip over someone 
who has a need for exactly what you sell. However, the chances 
of this happening are pretty slim. 

Networking can be highly effective, but unfortunately, people 
typically go to a networking event with overblown expectations 
and a lack of purpose. Networking events, especially 
generalised events put on by a business or organisation, won't 
provide a plethora of your potential prospects.

That is an unrealistic expectation. Usually, if you can walk out 
of these events with three good contacts, you've done well. 
When your expectations for an event are not met, isn't it true 
that you think networking isn't all that it's cracked up to be and 
that your valuable time would be spent better elsewhere? If so, 
my question for you is are you going to these events with a 
plan of action in order to use this time wisely?

The buckshot method of running into prospects at random isn't 
a focused strategy, and meandering through networking events 
and sprinkling your business cards around and collecting others 
will not yield consistent results. However, if you attend events 
regularly, with realistic expectations in mind and a plan of 
action, networking can eventually pay off in a big way. Here are 
three tips to make networking work for you. 

1.  Know the Who
Know who is likely to show up at the event you are 
considering going to. If possible, get a copy of the member 
list before going to the meeting. By examining such a list, 
you can get an idea of what type of people you can expect 
to meet. If there are a reasonable number of people and/or 
businesses who interests you, then plan on going to this 
event. 

If you cannot get this list, speak with the organiser to find 
out who commonly comes to these events; tell the 
organiser what you do and ask if they have any 
suggestions of people that it would be good for you to 
meet. Once you decide to attend, have a strategy for how 
you are going to meet those of most interest to you, and 
what you would want the result of that interaction to be.

2.  Know the Why
Know exactly why you are going to this meeting and go 
with a goal. It might be to learn something or to meet 
someone specific or to make a certain amount of contacts. 
By establishing realistic goals for what you are trying to 
accomplish, who you are looking for and the number of 
contacts you want to make, you can easily determine 
whether the event was a success or not afterwards. Your 
goal of making three qualified contacts can also keep you 
from getting bogged down in a meaningless, but safe 
conversation with a non-contact.

3.  Know the How
Knowing how you are going to work an event can be the 
most important step to your success. You need to have a 
process in mind. The limiting factor of networking for most 
people is using your time wisely. It's best to arrive early, to 
wear an easy-to-read nametag, and to bring lots of easily 
accessible business cards. 

Then, station yourself near the entrance and greet new 
people as they enter the room. That way you can read 
nametags and see what company or organisation other 
people are with so you can get an idea of who is a 
prospect.

When greeting new people, repeat their name immediately. A 
good memory trick is to mentally picture stamping their name 
on their forehead. As less and less people arrive, move in one 
direction around the room towards the first person or group of 
people you see. Have short conversations with them, about one 
to two minutes. Your goal is to introduce yourself and learn as 
much as possible about others in a short amount of time. 

If someone is hogging all the air in the room, simply excuse 
yourself from that person or group and move on in the same 
direction. Try not to get into personal details about yourself and 
keep your focus on the people that you're talking to. Once you 
are a member of a group, you will have met some of these 
people before, although you probably won't have their names 
committed to memory yet.

As you acquire business cards, separate them into a prospects 
and non-prospects collections and keep these collections 
separate; initially perhaps put them in different pockets in your 
suit or purse. If you meet someone, who you know you'd like to 
speak with further, ask them if you can call them or email them 
in the future before moving on to another person or group of 
people. Then, earmark that person's card or make a note of the 
date and time of your meeting and something memorable about 
that person on their card if possible. Then, continue around the 
room in the same direction with the same plan of action.

During the last thirty minutes of an event, you should try to 
speak to the couple of people that you thought to be the best 
prospects. This could be the third time you speak with them. 
Try to have a more in-depth conversation this time and possibly 
ask them to meet you for coffee or lunch in the near future. 
After the networking event, decide a date and time in the next 
couple of days to call all of your potential prospects. This will 
keep you focused and give you a deadline to make calls. You 
should determine a system of networking that makes you most 
comfortable, your own personal how, and try to hone and 
perfect that method.

Keeping your expectations reasonable when networking and 
focusing your time on a specific process that works for you can 
mean reaping much more out of each networking event that 
you go to. For small businesses, networking is still the most 
effective way to attain new clients. When you know the who, 
why and how before your next networking event, I promise you 
will be more satisfied afterwards and feel less like it was a 
waste of your time. 

 Elizabeth W. Gordon
www.flourishingbusiness.com
The Flourishing Business, LLC

Elizabeth currently serves on the Board of Directors of the 
National Association of Women Business Owners (NAWBO), 
Atlanta and the Board of Directors of the American Association 
of University Women (AAUW) Atlanta. 

© 2007 Elizabeth W. Gordon.  All Rights Reserved
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Accredited Training Courses and Workshops

                                                                                CTECI - 
Full Coach Training Programme

●     Diploma in Life & Business 
Coaching
Mindstream
info@mindstream.ie

●     Diploma in Personal and Executive 
Coaching
Executive Coaching
info@executivecoach.ie

●     The LCH Diploma in Life Coaching
Achievement Specialists
enquiries@achievementspecialists.co.uk

●     Life & Executive Practitioner Coach Diploma (DipNMC)
Noble Manhattan Coaching
info@noble-manhattan.com

●     Life & Executive Master Coach (MNMC) 
Noble Manhattan Coaching
info@noble-manhattan.com

●     Life & Executive Senior Coach Diploma (SNMC) 
Noble Manhattan Coaching
info@noble-manhattan.com

SCECI - Short Courses

●     Coaching Skills for Managers
Reed Learning plc 
tim.runacre@reed.co.uk

●     Quantum Goal Achievement
Noble Manhattan Coaching
info@noble-manhattan.com

WSECI - Workshops 

●     Results Coaching
Noble Manhattan Coaching
info@noble-manhattan.com 

Further details can be found at
www.europeancoachinginstitute.org/coach_training/

To apply to have your course accredited click here.

Coaching Top Tip

The Top 10 Sources to Consider as You Create Your 
Networking Mind Map

Anyone seeking to spread the word about a new business or 
product, or even about a job search, can benefit from creating 
a mindmap of sources from which to seek contacts. Start by 
putting yourself in the middle of a sheet of paper. Draw lines 
outwards in all directions, ending in a basic source. 

From there, draw more lines as you start to think of more 
sources. For example, the line that ends in Education may then 
branch into Secondary school, College, Training school, 
University, and perhaps even Junior school if you have a good 
memory! Now list all the people who are brought to mind as 
you consider those sources. Here are some sources to start you 
thinking:

1.  Personal friends, address book, Christmas card lists. 
2.  Email lists, including the people who forward all those 

jokes and petitions to you. 
3.  Family, including distant cousins and others you haven't 

seen in ages. 
4.  Education, friends, mentors, anyone from any educational 

level. 
5.  Hobbies, clubs, associations. 
6.  Networking groups that are formed specifically for that 

purpose. 
7.  Colleagues and former colleagues, people from the service 

if you've been in the military. 
8.  Anyone you get into conversation with - including the 

person who is on the phone - I've turned the tables on 
more than one sales person! 

9.  Neighbours, the ones who say hello as they walk the dog, 
or that you meet at neighbourhood meetings. 

10.  Suppliers and people for whom you are a customer. It is in 
their interests that you be successful - you will have more 
money to spend with them. 

 Diana Robinson, Ph.D 
www.ChoiceCoach.com

© 2007 Diana Robinson.  All Rights Reserved

ECI Workshop Sponsorship

"The Positive Parenting Made Easy" 
Workshop

Positive Parents run a series of one day workshop events 
throughout the calendar year which aim to give parents the 
opportunity to come along to a relaxed venue, share their 
experiences with other parents and explore new skills.

Hosted by Sue Atkins, the workshops take place in the pleasant 
surroundings of the Stanhill Court Hotel, in the Surrey 
countryside and aim to provide a fun and enjoyable experience 
for any parent looking to unlock their parenting potential. 

●     Discover the secrets of parenting success 
●     Develop your own inner confidence 
●     Learn strategies for developing a positive mindset 
●     Explore your discipline and boundary setting 
●     Learn new ways to communicate effectively with your kids 
●     Feel more energised, focused and excited about your 

family’s future 

Email info@positive-parents.com for additional information. 

PLEASE LET POSITIVE PARENTS KNOW THAT YOU LEARNED 
ABOUT THE WORKSHOP OR CONTACTED THEM THROUGH THE 
ECI.

How would you like The ECI to sponsor and support your 
workshop?
The ECI is providing the opportunity for each workshop and/or 
course run by its members, to be sponsored and supported.

What this means is that The ECI will promote your workshops 
and/or courses, provide a logo for your promotional material, 
and allow reviews to be printed following your workshop.

To benefit from the sponsorship and support of The ECI please 
email Tina Sibley using her email address - conferences@the-
eci.org - the following details:

a. Course and/or Workshop Title
b. Organisation Name
c. Outline description of the course and/or workshop
d. Name of coach
e. Membership status with The ECI
f. Date or dates that the course and/or workshop and/or 
event is scheduled.

On receipt of this information, the application will be processed 
through our sponsored course and/or workshop process and 
Tina will provide you with the details of sponsorship you will be 
getting.

Effortless Networking - How To Impress Someone Quickly 
By Sri Dasgupta

Here's an interesting question from a reader, which may be one 
that you share too:

"How do I impress instantly, such that they can devote their 
precious time speaking with me alone, rather than splitting 
their time amongst those around?"

My response:

●     Listen to them with your full and undivided attention. 
●     Don't sell, persuade, advise, talk about yourself, etc. 
●     When you DO talk, ask questions about the other person.

If you really want to impress someone and have them talk with 
only you, this is all you need to do!

Try it.
Now, here is my question for you: 

What will you do with all the information you get from this 
conversation? 

Here is a story about what NOT to do when trying to impress 
someone:

A gentleman was introduced to me at a business reception 
once. He started the conversation by saying that he'd been 
wanting to meet me in person.

He got my attention right away!

He went on to say that he'd met with a couple of other Chapter 
Presidents of our professional association, and had presented 
his new product to them. These Chapter Presidents had been 
very impressed with what they had seen and wanted to find a 
way to make this product available to their Chapter members. 
As a Chapter President myself, would I be interested in finding 
out more about his product?

I was intrigued.

I asked if he had actually done a demo of the product to these 
other Chapters. He said he had. Since he was based in the 
area, he would be willing to do the same for us.

I was ready to schedule a time to talk with him further at a 
later time.

He then started telling me more about his product, as he went 
into more and more detail, my attention started fading. As he 
described how our Chapter members might use the product, I 
remember thinking that his assumptions about our members, 
and the nature of their businesses, weren't all valid. I couldn't 
see them using the product the way he thought they might.

I didn't correct him. I did not want to engage in this detailed 
conversation at this reception. I wanted to catch up with people 
I hadn't seen in a while -- that was my agenda for the evening.

By the time we ended the conversation, most of my original 
interest for his product was gone.

As I thought about this interaction later, I realised that this 
person would have had a much more positive and powerful 
impact, if he'd simply asked for an appointment to talk further 
at a later time once he saw my interest. Then, at this other 
appointment, he could have found out more about our 
members, and asked to present at one of our Chapter 
meetings.

Then he could have really impressed the whole Chapter with his 
audio-visual presentation! So if you want to impress someone, 
why is this?

Whom are you talking to? Why might they be interested in 
hearing what you have to say? What is most appropriate time 
and place for the type of conversation you want to have? If you 
don't know, how can you find out?

Think about it. See how your responses affect your 
conversations and interactions, and the kind of impression you 
make on other people. 

 Srirupa Dasgupta
www.EffortlessNetworking.com

© 2007 Srirupa Dasgupta.  All Rights Reserved
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Recommended Reading

Ten Commitments of Networking:
Creative Ways to Maximize Your Personal Connections 
by Larry James 

The Ten Commitments of Networking is Five 
Star rated for many reasons - and they are 
all good!!

Phrases that have been used to describe this 
book include:

"Highly thought-provoking; will help anyone get moving on 
making positive changes."

"These wise and powerful guidelines will help you lead the life 
you deserve."

© 2007 www.amazon.co.uk 

If you have any articles, success stories, or any input that you would like to contribute towards 
the members and/or subscribers newsletters, 
please email your contribution to Milly Shand

articles-newsletters@the-eci.org
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