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Welcome

January 2015

Dear Reader

This e-book has been compiled from the generous contributions by 95 Australian, Asian, European, New Zealand, South
African, Canadian, United States, United Arab Emirates, Hong Kong and Philippines industry experts, CEQ’s, CFO’s, Company
Directors and business owners we have known or worked with in the professional education and MICE* industry.

Together, these e-book contributors have over 2700 years of business experience and 4600 years of people experience.
Some younger, some more experienced, yet all exceptionally talented, intelligent and gifted in their area of expertise.

None of our contributors were paid for their articles nor were they charged a fee to be involved. There is immeasurable
value from our co-author’s contributions. | deeply appreciate their knowledge and in giving to this joint venture project.

E-book Purpose

This e-book was created for clients, customers and our worldwide readers to enjoy. We trust the stories, tips, insights and
case studies can benefit you at a business, professional or personal education level.

As a complimentary gift and added value resource from our alliance of contributors, this e-book is FREE for everyone to
use. Feel free to share it with colleagues, business associates, friends or those you feel would benefit from the content.

Feel free to send it to others via e-mail, through your social media links or your mobile device. The stories could be read
over lunch or during travels on a plane, train, bus or just hanging out at a cafe, beach or park.

Special Thanks

Monika Newman of Absolutely Virtual, based in Sydney, Australia, thank you for saying 'YES' as e-book designer, project
coordinator and working with our worldwide contributors to create this 2015 e-book.

Thank you for 'parking' your time with family, friends and walks with your dog Alfie to get this e-book completed. | am
grateful for your creativity, insights and professionalism during our coffees and Lindt Chocolates in recent months. Your
timely communications via e-mail, phone, SMS and at meetings in Sydney regarding contributor content, bio verifications
and editing has been appreciated by everyone, yet none more so than myself ... THANK YOU!

A special mention to an industry mentor for his e-books over many years, Gihan Perera and to professional photographer
and friend *Nardia Guillaumier (page 46) for her stunning photo of Seacliff Bridge that adorns the e-book front cover.

Thank you Ceara Hippe for your amazing photo of the Sydney Opera House which was front cover of our 2014 e-book. It is
now on the back cover upper left corner to keep you close to our readers as part of our 2015 version.

Thank you to each one of our Contributors

Without you, this e-book would not have the richness of a local touch yet international depth. | have known some of you
since our University years in California while others have been amazing mentors to help me in my career successes and
leadership roles in the USA and internationally (in particular Tom Hopkins CPAE and Ron Marks CSP).

| have worked alongside many of you at corporate events or MICE** industry functions or known you through our mutual
expertise in which our travel paths have crossed while sharing the stage or training days with our audiences.

Most of you are also members of a professional association or organisation that we have been a part of over many years.
We have either served in a role as a volunteer or in a similar leadership or Director role hence | understand the ethics and
character virtues you bring to this e-book through your contribution and our collaboration.

Thank you for your gift in giving to our readers and audiences around the world with your article(s).

Rob Salisbury B. Com., CSP
International Director

Strategic Resources International
Australia | Singapore | USA

**MICE = Meetings, Incentives, Conferences, Events
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This e-book has been written by individual contributors to assist in your personal development and business
decisions. Their examples, stories, case studies and content are provided as a general guide only.

Disclaimer

All views expressed in this document are the views of the authors. They are not meant to be a substitute for
professional services or advice, nor can it be guaranteed with regard to accuracy or reliability with recourse to
the contributors.

All links are for informational purposes only. The articles have not been warranted for exact content, accuracy
or any other implied or explicit purpose. The contributors do not accept liability for misuse of content in this e-
book. If further information is required, readers are encouraged to seek professional advice or contact the
author for more information about their services.

Copyright

All content included in this e-book is copyright and the intellectual property of the writer(s).

Apart from fair dealing you cannot claim the author's content as your own or reproduce articles in any form
without permission from that author.

As the reader, you may quote from this e-book and refer to the contents remembering to acknowledge the
author when doing so. The e-book can be printed for the use of any or all stories for educational purposes. The
contents must acknowledge the contributing author with their contact details as listed.

Further Contact

Each contributing author has their own particular area of expertise in business and life. If you want any further
information, feel free to contact them individually using their details as listed on their page or bio.

ACRONYM Meanings

CPAE: Council of Peers Award of Excellence is awarded through the National Speakers Association (United
States) - less than 150 speakers worldwide have been awarded this distinction by a council of their peers.

CSP: Certified Speaking Professional is awarded by the National Speakers Association (United States or
Australia). There are approximately 750 speakers worldwide who have earned this accreditation after meeting a
rigorous amount of criteria and an independent audit of their work over a five year period.

CSP Global: A recent accreditation that is awarded through the Global Speakers Federation.

PM: Professional Member is awarded by various Professional Speaker Associations for standards met in a two
year period.

Educational Institutions, Associations, Non Profit or Government Body Appointments or Awards:

PhD, MBA, M.Com, MBE, B. Sci., B. Com, CEO, MD, FAIM, MAIM, JP, FCIM, FAICD, VA, M. App. Sci., B. Ed. (Hons).,
PCC, ND, FAHRI.

*e-book front cover photograph of Seacliff Bridge compliments of fellow contributor / professional photographer
(page 46) Nardia Guillaumier:

Seacliff Bridge is an award-winning, off-shore and parallel-to-coast designed bridge that forms part of the Grand
Pacific Drive. Located 60 kilometres south of Sydney, it opened December 11, 2005 at an investment of $52
million dollars. It has been featured in countless international commercials created by the world's iconic
automobile brands showcasing their cars driving across the bridge.
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KEITH ABRAHAM Great Leaders have |5 Great Rituals

Are your Rituals as a Leader Creating Roadblocks or Ramps in your Business?

People Create Rituals and Rituals form Futures

If you don’t have the future you have dreamt about, it is most likely because you have not had the habits or rituals in
place in your life that you need to create the future you desire. Everything that we have achieved, or not achieved, is a
result of our rituals which have either propelled us forward or held us back. Now, a ritual is an activity you do on a
regular and consistent basis. The difference between the successes of the leader is the combination of successful
rituals. When | have interviewed successful leaders, a common comment comes up, “I have always done a or b.”

DEFINE - The challenge for each of us is defining the rituals that are going to best support us in our pursuit of our
goals, direction and focus while we also identify the rituals that act as roadblocks. In identifying the roadblock rituals,
we need to shift our thinking from Unconsciously Incompetent (not knowing what rituals are not supporting you) to
Consciously Incompetent (actually knowing what you need to improve and creating the right ritual for you).

IDENTIFY - Now to identify the non-supportive rituals, you will need to sit down and focus on what does not assist
you, your team and your business in the current market from bringing out the best in you, your people and your
customers. Once these are identified then determine what the opposite ritual is for you. It could be that you don’t
plan daily, you spend too much time on emails; you are not connecting your people to your business vision. It could be
as simple as you not exercising which does not support you feeling fit and energized.

CREATE - The key is creating rituals that lift your energy, enthusiasm and engagement within you and your people; it is
making sure you feel the best ‘you’ that you can be to generate the positive proactive results you need to achieve as a
leader. If you struggle with knowing what you need to improve you may need to work with a coach and a mentor as
you pursue your goals. Start off small. What is one habit that you need to implement in your day-to-day life that you
know is in line with your goals, that you want your people to duplicate within their roles? It is not about being
disciplined in multiple areas to start off with, it is about making a start and taking small steps.

15 SAMPLE RITUALS GREAT LEADERS HAVE
Here are 15 examples of rituals that are common traits in some of the world’s most admired leaders ...
i They spend time creating a long term vision for their business.

i Look at their key goals daily, weekly and monthly.
iii Take time to be still daily.

iv They read books that inspire, inform or give them greater insights.

v Listen to positive audio recordings or podcasts.

Vi Exercise on a regular basis.

vii Take time out of their business to have think days or weeks.

viii Network with positive people.

ix They humble themselves enough to have coaches and mentors.

X They focus on three vitally important goals each day, week, month and year.
Xi They know what culture they want and don’t want in their business.

xii The first 90 minutes of their day is focused on doing high payoff activities.
xiii They tell great stories that engage people to buy into their Business WHY.
Xiv They focus on progress and productivity, not just perfection.

XV They fall in love with the uncomfortable, the inconvenient and change.

Keith Abraham CSP: For almost 30 years Keith has researched what makes

passionate people tick and now he shares his inspiration, insights and ideas

@ on how top performing companies can harness that passion to bring the
best out of their people and their business.

Apart from his prodigious efforts in helping people and companies to set
and achieve more than 12 million goals, he is a multi-award winning speaker, regularly
contributes to a host of business magazines and TV programs and has just released his third
book, the runaway success It Starts with Passion.

Email him at ka@keithabraham.com.au | www.keithabraham.com.au

2015 e-book: Motivating your Mind ... Inspiring your Spirit 1


mailto:ka@keithabraham.com.au
http://www.keithabraham.com.au/

ANN ANDREWS You’re Never too Old and
it’s Never too Late

For me 2014 has been a year of helping small to medium sized businesses restructure.

Now we are through the worst of the GFC, lots of businesses are thinking 'growth'. To do this businesses
realise they probably need a different skill-set going forward.

And so the 'oldies' are put out to pasture; these are the 45-50+ age group; people who are probably paid
top dollar but who have mentally decided that:

e 'I'm probably not going any higher up the ladder'. So they move into what | call 'quit & stay' mode —
the body shows up every day but motivation and passion are long gone. Commonly and sadly
referred to as 'dead-wood'.

e 'I'mtoo old to learn all this 'technology’ stuff'. So they don’t keep pace with the technological
changes hitting all of us every day.

e ‘I’'m quite happy leaving my brains at the door.” To them training is ‘tree-hugging’ and so they
refuse to upskill.

Sadly, when these people hit the job market they’ll find that no one wants them. Organisations can
probably afford two young techie people for the price of an older worker whose skills are obsolete and
thinking is stuck in the dark ages.

So here are my tips for employees if they don’t want to end up on the scrap heap:

1. Keep up with technology: ask your kids or grandchildren to teach you how to use the 'latest'
technology. They were born in the digital age and have no fear of the newest and coolest or latest
and greatest.

2. When your boss asks 'who’d like to go on an xyz course'?.GET YOUR HAND UP. Learn everything you
can as often as you can. Keep your grey matter lubricated.

3. Ifit’s too late and you’re already job hunting, consider a franchise. A franchise is a proven business
system ... you will become your own boss.

Organisations could and should be 'head lighting' the positions which are likely to be phased out.

To alert the people doing those jobs that they need to wake up and get learning something new; but also if
they are similarly 'head lighting' the new skills they will require, then people in the vulnerable jobs could
possibly retrain.

| believe that 95% of our older workers are saveable.
It's a whole lot cheaper to retain and grow your own talent than it is to recruit from scratch.

Plant the seeds that the only way to 'earn' more in this company is to continually 'learn' more. It won’t take
people long to get the message!

Ann Andrews Dip Bus (Pmer), CSP is a seriously inspirational entrepreneur who
teaches organisations and individuals how to learn, unlearn and relearn so they
can face any change and challenge likely to hit their lives or their business.

Ann is a published author, a former National President of the National Speakers
Association of New Zealand (NSANZ) and the only speaker in NSANZ to have won
Speaker of the Year twice. Ann is MD of The Corporate Toolbox.

Contact her via ann@thecorporatetoolbox.com or www.thecorporatetoolbox.com
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XEN ANGELIDES Skyrocket your Sales with
an Achiever’s Attitude

Welcome to 2015 and a world in which the right attitude in business can make all the difference in your world. Sales
people who do not adjust and adapt to the changes quickly will see their income drop as competition gets tougher
and even more determined.

After 34 years in the international fitness industry I've found selling is a process and I've had to identify many trends
and cycles to stay current in my markets. | have learnt that selling is fast paced and one needs to be creative with the
new model of super selling.

An achiever’s attitude is about mastering sales habits and actions coupled with tremendous focus and values. High
achievers also have the utmost confidence and belief in themselves. They are masters of communication and possess
good leadership skills.

Achiever’s Attitude Checklist: From my studies and experience, I've found top salespeople possess the following
characteristics:
1. Decisiveness to be one of the best in their field.
Faith and Belief in themselves.
100% Focus and commitment.
Relationship mastery.
See themselves as a consultant or advisor.
Prepare in detail and do their homework.
Study, Application and ACTION!

No vk wnN

Relationship Selling: If you truly want to increase your income, maximize your results, streamline your life, and
accomplish more than you ever have before, you need to harness your relational skills with customers and take time
to apply the skills sets.

In the new model of selling, 40% of the sales process is spent developing and building trust. Trust is the glue that holds
all relationships together. The next 30% is dedicated to identifying client's needs by asking well prepared questions
and listening attentively. An undeniable trait of a superstar salesperson is their ability to listen — listening builds trust.

"You can have everything in life you want if you help enough other people get what they want!”

Zig Ziglar, Author of "See You at the Top"

The following 20% is presenting to your sales prospects and discovering how mutual needs can be identified and the
last 10% is confirming that these needs have been understood well by the salesperson. A typical question to confirm
this is, "Is this what you had in mind?"

Compare this to the old model of selling of 10% Establishing Rapport, 20% Qualifying the prospect, 30% Presenting
and 40% in Closing

Final Thoughts: There isn’t enough time each week for you to do all the above alone. Think through what you know
works best for you. Keep searching for excellent information that could change your life forever. | call these "critical
moments".

Finally, my suggestion is to bring together a team of knowledgeable and skilful experts to help you move to a higher
level, faster. The great news is you can find good mentors in our industry anywhere
today. Remember keep selling like the Champion YOU ARE! A year from now, you may
wish you had started today!

Xen Angelides, founder of X-Factor Human Performance Systems is a 34 year fitness
industry leader, accomplished educator, conference speaker and Australian Champion
free style body builder title holder.

A certified coach, NLP master practitioner and neurological re-patterning expert, Xen
has helped countless business people transform their thinking, performance, business
and lives.

Gold Coast Queensland based, contact Xen at +61 409 816 877 or
xenophon23@bigpond.com.au or www.xenangelides.com
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SUE ARDEN Success in the Year of the RAM

With 2015 in, now is a good time to reflect on your goals and achievements during 2014. What worked well
for you? What could you have done better, faster or less of? Did you miss the mark or surpass
expectations? What do you want to add to your 1, 2, or 5 year aspirations?

These great questions help me to create my 'base line' to focus on as my desired outcomes. One thing is
assured; if you are not reviewing your past year of results while setting new goals that are meaningful and
measureable, this can be a rude awaking. If you have never done this before, don't despair ... just get
started however if you are methodical in this area, congratulate yourself.

Goals can be personal growth based, family orientated, health, educational or in areas of creativity. It’s
your goal so it only matters that it is something that is important to you and gets you 'juiced' to pursue. Get
out your laptop, iPad, notebook or just jot down some notes capturing the things that worked in 2014 and
areas where you would like to correct or achieve more throughout 2015.

Keep it simple and think about the areas that stimulate your interests, attention and direction. You are
where you are because of the choices you have made in recent times. For some people, their choices in
2014 were not focused ones and even more concerning, were never made.

As the late great speaker and author Zig Ziglar said on countless occasions to worldwide audiences,
'Don’t become a wandering generality ... be a meaningful specific.

Reflection can be confronting! This is the honest dialogue with the most import person in the world, you!
Give credit to the important people in your life whether personal or professional who helped you last year
and understand what value they represent in your past and future goals. Are they your 'inspiration' as a
trusted friend or confident? Are there negative areas that should be eliminated?

Reflecting is like cleaning out our wardrobe. Keep the most flattering items and pass on anything where the
fit might be better for somebody else. There are no limits to reflecting and include your circle of friends and
associates. Treasure those who inspire you and tell them why you value them. Let those who are a drain or
pain go. Have you ever had someone leave your group of friends to find out later how much more
refreshing and fun the group was without them?

Follow people who inspire you and consider their approach. My inspiration list in 2015 includes Australian
Federal Liberal politician Julie Bishop. | respect and admire her achievements, work ethic and no nonsense
approach in her political role as Foreign Minister.

| recall an article in which she was asked about being a female in politics and gender differences? Her
response was blunt! She said as a politician she was appointed because of her abilities with no reference to
gender. What a refreshing perspective. As a woman, | appreciate her immaculate appearance, her ability to
eloquently articulate situations of national concern or at the global front.

Remember to cherish your close friends, family and even your pets. What can you do to enhance your
relationships, to mentor a young person or help a family member get to a better place?

My last point is ... "Be True to yourself" ... now get out there and make 2015 a wonderful year!

Sue Arden is a 30 year veteran in the highly competitive Logistics Industry. She
has developed and lead winning logistics teams where the focus on end to end
Supply Chain Solutions was key to their Multi National Clients' needs. Navigating
through cultural complexities and government regulatory requirements, team
targets and budgets have always been exceeded.

Based in Singapore, Sue is responsible for Business Development and the Global
Account Management Team servicing the Asia Pacific Rim and China markets.
Contact Sue at: sue.arden@sg.hellmann.net or Mobile: +65 9295 0930
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AL ARGO Making a Burger for the King

| once heard a speaker, a Rabbi living in the USA, teach that many Jewish people are extremely wealthy
because they see their businesses as a way of serving God while serving people.

Whatever your faith, or even lack thereof and whether you are an hourly employee, a straight commission
sales representative or the CEO of a Fortune 100 company this is powerful, but atypical advice to heed.

Even Paul, a Jew and Roman citizen, wrote in 62AD; "And whatsoever ye do, do it heartily, as to the Lord,
and not unto men" - Colossians 3:23

Recently, | was asked to speak at the dedication service of the first ever Burger King franchise in Cebu,
Philippines. | happen to love Burger King and like | do in many of my talks, | created an acronym to help the
audience remember this special day.

Using the above verse and the word B.U.R.G.E.R | encouraged the employees, team leaders, international
marketing team and owners ... and now, | am encouraging you:

B - Be the Best You Can Be: Compete with yourself, seek to get better, never stop learning, growing,
striving and serving! Never settle for mediocrity, instead strive for a spirit of excellence mixed with
continued improvement!

U - Understand: The late author Stephen Covey taught, "Seek first to understand and then to be
understood". Make sure you know, really know, what your co-workers, managers, employees or clients are
trying to communicate. It's OK and advisable to use the phrase, "What | hear you saying is ... "and repeat
back what you think you just heard!

R - Reliable: If you say you will do it, do it! If you are scheduled to be at work at 6, show up at 5:30. Mean
what you say and do what you say. Be reliable. Reliability is the key to rise above the rut of mediocrity!

G - Goal-Setting: Great people around the world set high and ambitious goals and work hard and smart to
reach those goals. Set your goals across all areas of your life: personal, physical, mental, spiritual and
financial. Now, imagine yourself doing the things required in order to achieve your wildest hopes and
dreams and then begin to take the steps necessary to accomplish your dreams.

It's so important that you also write down your goals and then rewrite and review them each day. Imagine
your life 7 years from now. What would you be doing if it were impossible to fail? What would you be doing
if there were no obstacles? Imagine that there are absolutely no limits!

E - Enthusiastic: Become and stay enthusiastic about your work, relationships, future, clients, everything!
As my close mentor, Charles "Tremendous" Jones used to say, "Enthusiasm makes the difference!"

R - Responsibility: Last but not least, take responsibility. Take full responsibility for your attitudes, actions,
resources, goals, growth, obstacles, opportunities and outcomes. Change and success comes when you
believe, really believe, "I am responsible."

In closing, remember the words of Henry Ford who said; “Whether you think you can, or you think you can't
- you're absolutely right.”

Don't just see yourself as merely working, see yourself as making a true Positive Impact in people's lives
and your customer service, your sales, your influence and even your net worth will skyrocket!

Al Argo: The Positive Impact Coach is an author, pastor and speaker for groups large
and small around the world who can help you increase your influence and results.

Contact him at argoglobal@gmail.com or phone 1 252 654 2746. (Please leave a
message if no answer). Twitter: @al_argo | Web: www.al-argo.com
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KAREN ARMSTRONG Protect your Most Valuable Asset

Have you ever found yourself in a situation where you felt at risk?

Sometimes there’s an underlying sense of danger after dark, walking to your
car, using public transport, out on the street in isolated areas, hearing an
intruder, at parties or clubs, where people are drunk and unpredictable.

When we pick up the paper or turn on the news and learn someone has been
attacked, most of us hope 'that will never happen to me.' But in the back of
your mind you might ponder....how would | handle it?

The good news is:

For every attack that happens and is reported, there are at least nine where the intended victim got away safely.
However, nobody collects this valuable information. The police don’t - it's not their job. The media doesn't - it's not
front page news.

When | was writing my third book, Freedom from Fear, | came across hundreds of real life stories of how people got
away safely from assault situations. | discovered that survival is natural, and that all the people who get away safely
have three things in common.

e The starting point for all of our personal safety is whatwe ~ Three elements used for preventing assault
call Valuable You. E————

A deep sense of personal value we feel on the inside. We train BOdQ Language
people to use this as an effective decision making tool for putting )/’ _— T :
safety first and above everything else. e Awareness \
Shfel'd N o EAurﬂ
e The second element is Awareness. / ™~ N\
f [Morve [ \/ -

| f :oc| |
All the survivors of an assault used it like radar, picking up on early | |' C"“’*ml.\ Va{uab{e f,.' Radar+ |
warning signs, paying attention to that ‘gut feeling' or sixth sense | | 52“"5“:.-'

o \Eary ou /
that alerted them to a danger. \ \‘-\!{vamfngs \\ 9 /

/s
/
e The third element in common was their Body Language: \\ /

They wore it like a shield - a positive confident aura that said 'if T
you’re looking for an easy target, go somewhere else’. j

In summary:

Once we take control of how much we value ourselves, show a high level of awareness and wear a positive confident
body language, we gain access to an unlimited range of safety strategies, both verbal and physical.

Survival is natural...listen to your body and trust in your deep, instinctive power and inner wisdom.

In 1994, Karen Armstrong established Safety Strategies as a specialised training consultancy for resolving predatory
behaviour and preventing workplace violence.

Thousands of frontline workers in health, transport, government, customer service and enforcement have gained
confidence with this unique learning experience.

Karen has combined this knowledge and skill to earn a first class Honours Degree
in Philosophy, from consultations with the Institute of Criminology to ground
breaking research for three books and over 20 years of Wing Chun training with
leading edge teaching methods.

Based in Australia, call her on 0408 615 559 or karen@karenarmstrong.com.au,
or visit Safety Strategies at www.karenarmstrong.com.au
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WAYNE BERRY It ain’t over until the Fat Lady Sings

In 2006 | experienced a massive nervous breakdown requiring more than 9 months of hospitalization over the next 2
years.

While still recovering and trying to figure out what had happened, | was diagnosed with cancer. Whilst undergoing
treatment, | had lost 32kgs when my doctor suggested that | should get my affairs in order. That’s code for "You’re
going to die". She estimated that | had about 2 weeks left on this spinning blue planet.

News like this can really get your attention, particularly if you are a high achiever. Death is very inconvenient and can
mess up your career!

I share this story, because of the life changing impact that these events had on me. | hope that my story might serve as
a warning to others who may think they are invincible and perhaps to inspire some who are going through similar
challenges.

| discovered that it’s never too late to have a go at life. Never too late to try to turn even the worst of situations
around, "It really ain’t over until the fat lady sings"!

| am living proof of that and | am nobody special. My health is the best it has been both psychologically and physically
for more than 20 years and | am reliably told that | am now out of the "danger zone".

God saw fit to extend my lease on life, so | feel blessed and obliged to share my lessons today with seminar audiences.

1. We are not bullet proof. Life is fragile and we never know how long we have left. So | now plan for a very long life,
but live as though every day in my last. | no longer put off doing the important things and | spend time with those |
love and care about and | refuse to waste time doing anything that | really don’t want to do. So | spend more time on
the yacht sailing and less time in seminars. What’s important to you?

2. Find a better way to live and love. As a professional speaker | was only making money when | was in front of an
audience. It was big money, so the temptation was great to do it all the time. But | found another way, a better way
to serve my clients through on-line training. | can now travel and serve clients anywhere in the world, from anywhere
in the world. Eight years ago | would have told you this was impossible. What would be possible for you if decided to
find a better way?

3. Seek professional help with life’s challenges. Some people look after their car better than they do their own
health. One in 4 people in our Western Society now suffer from some form of mental illness. 1 in 2 will experience
cancer. If you love your family, the best thing you can do for them is take care of your own health. Mental health has
had a stigma attached to it. | talk openly about my experience to let people know that it’s a situation that can be
turned around. What can you do now to improve your health?

4. "It ain’t over until the fat lady sings". We all face challenges in life and it’s not what happens
that counts. It’s our response to what happens. Sadly | see some people give up on their goals,
their dreams and their life at the first signls of adversity. Challenges are normal in life. The most
successful people are those who understand that every challenge is simply an opportunity to
grow, to learn and find a better way. What challenges can you take on, win and learn from?

Really, "Life ain’t over until the fat lady sings"!

It's never too late to make something right, to have a go, to create a better future for yourself
and those you love and care about. Never, never, never ... never give up!

Wayne Berry CSP has been a professional speaker, author and trainer since
1979. He's authored 5 best-selling books on selling, negotiating and sales
management, recorded more than 40 audio programmes and hundreds of
video programmes. He still speaks at conferences when time permits, but
now serves thousands of sales and business people internationally each year
through his on-line Top Gun Business Academy Coaching and Mentoring
Programmes. More than 60,000 subscribers receive his Top Gun Video Sales
and Sales Management tips weekly. Based in Melbourne, he is often found
sailing on the blue waters of the Whitsundays in Queensland Australia.

Email: wayneberry@topgunba.com | http://topgunba.com/ | 1300 929 632
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LAURELI BLYTH Mindful Thinking

It was Sigmund Freud who said 'In the beginning words and magic were one in the same.' The words and language we
use is a very real indicator of the degree to which we project ourselves and live our lives.

Words become self-fulfilling prophecies as they are the clothing of the thought and manifest our expressions. Words
tell us how a person is thinking, and how they are operating their programs.

Over 30 years ago | began my NLP training in which | became more aware of the power of language and its effects on
self and others. | realized | had some limiting language that influenced my experiences and | was determined to use
my new found linguistic tools to make improvements.

People express themselves with limiting language with little regard as to how it influences their lives. The function of
the unconscious mind is to constantly listen and turn your thoughts and words into feelings and reality. Therefore
words and thoughts have power and if we know this, we can change our outcomes and lives by changing our thoughts
and words. Things said in jest or in habit go in to our unconscious mind where they become direct commands and
therefore the mind actualizes them. This is an automatic job of the unconscious mind so when you understand this
you can use it.

Being aware is the first step to making this change and | found it started with being mindful of my thoughts. How
could | change my limiting language if my thoughts didn’t change first; so | learned how to be 'mindful' and started
really listening to my internal thoughts and external words. In other words | was allowing my conscious thinking mind
to be aware of how my inner unconscious mind was expressing itself. Everything we do is learned including 'how' we
think, so unpacking it and then re-packing it with how we want to think re-educates the mind.

Because words and language influence us whether they are positive or negative you can consciously start using
positive inspirational words and thoughts to alter your life. It has been found that positive reinforcement and
proactive thoughts and words do change the structure of the brain. Learning how to speak and direct your life by
changing your thoughts and words will empower and enhance your life. When you do this you relate to yourself and
communicate with others with powerful and inspirational language.

Limiting phrase Reframe the phrase

| never gave it a thought I will start to think about it now

| don’t know I am willing to find out

This job is killing me | am going to make this job better and easier

| hate where | live I am fine where | live

He makes me sick He is just who he is

I’m not sure how much longer | can keep doing this | am going to enjoying spending my time doing this
Am | interrupting you? Can | have a moment of your time

Even if it is not the truth of what how you feel, if you rephrase your thinking and words, it changes your feelings and
reality to match. It is amazing how short a time it takes to re-think your words and thoughts. | use the cancel, erase,
replace method. As a thought comes in and it has any negative or unproductive connotations, | say to myself,
Cancel/erase and then | replace it immediately. At first | used a generic phrase like, "its ok, or I’'m working on it, or, be
calm, or it’s their reality, not mine". | found myself bring more reflective and thoughtful. Even before | spoke, | would
find myself thinking how to ask a question or phrase something so it would be direct and proactive.

This makes the words of Carl Jung even more insightful as he said, "Until you make the unconscious conscious, it will
direct your life and you will call it fate."

Laureli Blyth; Master NLP Trainer, CSP, Bch. A well-known, respected International NLP
Master Trainer, Clinical Hypnotherapist and Numerologist with over 25 years of experience.
American by birth with Sydney as home in which she teaches programs in Australia, USA,
Europe and Asia Pacific, founder and Director of Australasian Institute of NLP in Sydney.

Her wholeness approach and knowledge is displayed in her range of books such as Neuro
Intelligence, Brain Power, Dream Power, The Numerology of Names and 30 Days to NLP,
honoured as one of the TOP 30 Global NLP Gurus, she can be contacted at
www.nlpworldwide.com or email laureli@nlpworldwide.com
http://www.globalgurus.org/nlp/nlpgurus30.phpi#sthash.Y7y4XDdT.dpuf
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MICHELLE BOWDEN How to be More Persuasive and
get What you Want in Life

Every day in every way we employ a variety of communication tactics aimed at influencing people around us.

We want and need to get things from others. We want them to trust us, to endorse our ideas, to agree with
our suggestions and it's a fact ... if you have strong persuasion skills, you will have greater success in your life.

So what is persuasion?

Persuasion is the act of convincing another to change their thinking or behaviour whilst ensuring there is a
measure of freedom in the decision making process.

Your end goal must be reasonable

Whilst the outcome you seek might not always be easy to attain, it’s essential that it is reasonable in
nature. If your outcome is unreasonable, it won’t matter how good your persuasion skills are, the
stakeholder will always say no to you. Be careful to pick your battles. Aim to persuade where there is a
win/win outcome for all parties.

Five Tips to Improve your Persuasive Ability

1. It's not about you. If you want to get your way, you must first know what is important to your
stakeholder. Get into their head and understand the world from their point of view. Ask questions
about what interests them. Talk about them ... it’s ALL about them.

2. Listen with your whole self. The best way to really understand what someone is thinking, feeling
and doing in relation to your persuasion scenario is to ask questions and then listen. Really listen to
every word and be present. Persuasive people listen to what is both said and unsaid so they can
manage objections before they get in the way.

3. Believe in yourself. Stop thinking you're not good enough, not prepared enough or haven't got
what it takes. Think confident thoughts. Why would people believe you, if you don’t display belief
in yourself? Make sure you manage your self-talk, believe in yourself and be confident in every
situation.

4. You must be credible. Why would people do what you ask if they don't respect and trust you?
Learn how to tell people about your successes and triumphs (without boasting) so they understand
what you are capable of. From the outset, do what you can with your dress, speech, body language
and attitude to display your credibility.

5. Establish rapport. We like people who are like ourselves and it’s a fact that people are more likely
to say 'yes' to you when they like you. Ensure you connect and establish a relationship with people.
Tell them a bit about yourself, about your family, hobbies, interests and passions. Look people in
the eye when you speak to them and call them by their name.

All these tips will help you develop your ability to persuade no matter the communication scenario.

For 2015, pick one each week and then plan out how you could put each tip into practice with your
upcoming meetings and workplace communications to get what you want in life.

Michelle Bowden CSP, Masters in Education, is a recognized authority on the
subject of persuasive presenting in business.

Based in Sydney, Australia; Michelle is a Wiley best-selling author and co-creator of
the PRSI, a world first psychometric indicator that reports on your persuasive
strengths and weaknesses.

Download your free copy of Michelle's How to Present magazine or complete the
PRSI for yourself by visiting www.michellebowden.com.au

2015 e-book: Motivating your Mind ... Inspiring your Spirit 9


http://www.michellebowden.com.au/

KAREN BOYES Five Study Tips for Returning to Study

Simple, yet effective strategies make all the difference

Going back to study can be daunting. The exciting fact is effective study is more about technique than
previous marks and scores. Study can be simple if you follow simple yet effective tips.

Here are a few tips to get you started.
1. Use colour:

When taking or making notes it is best to make your page colourful. Using only one colour is called
monotone, which can be boring or monotonous for the brain, especially if you have page after page of
boringness. Use colour to highlight key points. Draw pictures and diagrams (great for both visual and
kinaesthetic brains) and make your notes look memorable.

2. Hydrate:

Water is the key here. Brain experts recommend a minimum of four glasses per day for brain health. Not
only does "being hydrated" help with your thinking process; it also aids concentration. Avoid caffeinated
drinks as these are diuretic, meaning they increase the excretion of water from your body, causing
dehydration.

Neurologists agree that eating an apple is better for boosting your concentration than a cup of coffee.
3. Study in short bursts:

Sometimes there just doesn’t feel like there's enough time in the day to fit in new learning, reading or
study. Or maybe you are concerned about being able to concentrate for long periods of time.

The good news is you only need 20 minutes! If you have a smart phone, download my app: iStudyAlarm.

Itis a timer that times you to study for 20 minutes, gives you a short revision time and then a 5 minute
break.

Once you have completed the first 20 minutes, you might feel in the flow to do another! The app also has
27 study tips and exam tips embedded within it as a bonus.

4. Chunkit:

Looking at all you are required to do can sometimes seem overwhelming. Break it into small manageable
chunks. The same way you might paint a fence — one pail at a time. Except with study, you can string 3 to 4
pieces of information together. Once you have learned your first chunk, add the next. It is important to go
back and revise the previous chunks before continuing.

5. Stay focused on the goal:

Your bigger purpose is your key to success. Stay focused on this. Put it on your screen saver, make a collage
of your driving reasons or write yourself a letter to read when feeling overwhelmed and before it feels too
hard.

One of my favourite phrases is; "to get to easy, you have to go through hard".

If the learning and study is hard, remind yourself it is supposed to be! If it was
easy, everyone would do it!

Karen Boyes, CSP, is an expert in effective teaching, learning and living.

She has invested over 20 years exploring what makes successful people
successful and implementing these ideas.

Karen, a dynamic presenter who inspires people around the world, was the
2013 National Speakers Association of New Zealand Speaker of the Year and
Educator of the Year in 2014.

Contact: +64 4 528 9969 or Karen@spectrumeducation.com or http://spectrumeducation.com/
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JEREMY BRITTON Inspired to Transform (or die trying)

It wasn’t the heart attack that changed my life so much as the message that | received after the heart
attack.

The poignant message | finally received was that | was not listening to my messages. Often a friend will
leave us a couple of messages and if we do not respond, the messages will become more and more earnest,
excited and urgent.

When | received a call from Occupational Health & Safety telling me that | had not had a holiday for over
five years, | chose to sidestep it. When | had a nominal mental burnout | took steps to work around it. Burst
appendix? "Only a flesh-wound", as the Black Knight in Monty Python’s "Holy Grail" would say. Torn
cartilage in the throat and destruction of the vocal cords? "Tis but a scratch, Sire" ...

When the heart attack came, | did not visit the doctor for some four months afterward; yes, | was too busy
and even then, it wasn't the first time | took my laptop to get some more work done in the doctor’s waiting
room.

Being told that you could be dead within that same day; perhaps within moments, is a message that a man
in his early thirties does not want to hear. My daughter had only just started school and wasn’t big enough
to lose her Daddy. The brave little girl had already learned to lip-read when | tore my vocal cords, as she
was only three years old and couldn’t read handwritten notes like my eldest two children.

Death was not an option: | was too busy to take a dirt nap. OK, how do we fix this?

Plunging into my work was easy; plunging into life was harder. There is a world of difference between
taking a short break from work and actually experiencing a recreation ("re-creation") vacation. For starters,
you cannot think about work while you’re not working: it actually cancels out if your body is in Bali and your
brain is back behind the office desk.

In order to survive and thrive, | had to not only think outside the box, | had to ACT outside the box.

| rode a roller coaster for the first time in 18 years. | hired a limousine and filled it with attractive female
friends and then | went dancing for the first time in over 16 years. | learned to sing and learned how to
laugh. | learned how to set aside the analytical left side of my brain and | became a man in his right mind. |
meditated, went fishing and watched cartoons. | read fiction books for the first time in decades. | went sky-
diving and I just plain old HAD FUN.

The transition to living life in "fun mode" was tougher than it sounds! Anyone who is used to having fun and
being in their right mind would have to compare how hard it would be for them to suddenly go left-brained
and work 70 hours a week for over five years without a break.

Changing gears and going from 0 to 100 in 3.5 seconds is challenging. A complete 180-degree
transformation in thoughts and actions or else you will die: it's amazing what a little motivation will do.

Jeremy Britton was a miserable Capitalist for many years who was faced with death
and forced to awaken his inner happy Hippy. He is now more balanced as a joyful
“Hippitalist” and coaches others on having "24hour wealth": lots of money, great
relationships and lots of time to enjoy it.

Jeremy is author of several books on money and mindset. He is also a teacher of
the radical subconscious wealth creation technology "Flick Your Rich Switch
Transformation" ("FYRST" ™). Find out more at www.24HourWealthCoach.com
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JEREMY BRITTON Will your Success be Temporary
or Permanent?

All around us, we see stories of success: what it is, what it looks like, how to get it and what it feels like.
Fashion models tell us that success looks physically tall, thin, tanned and proud (oddly enough, never
smiling into the camera).

Slick marketers tell us that in order to look successful you must have the latest watch, car, shirt or jeans
label. So, what is success, really?

An alien from another planet would be confused as to what success actually is and what it entails, as it
seems to be represented differently by each cultural, societal or economic group. While many Caucasians
seek tans (fake or real), many Asians seek lighter skin. Many westerners want to be thinner whilst many
east Africans see voluptuousness as a sign of prosperity (and in Africa, thin = sick or thin = poor). Ostensibly
"poor" westerners want more money; apparently "rich" westerners want more time.

However you define success, whether it is more money, time, possessions or the latest gadgets and gizmos,
that is up to you. | cannot tell you specifically what will represent success for you; especially as this may
change for you over time or as you develop yourself as a person. What | can do is to tell you how to predict
whether your success will be Temporary or Permanent.

Examples abound of "get rich quick schemes" and equally "quick rich" people. Formerly famous or newly
bankrupt celebrities are clichéd: MC Hammer, Donald Trump, Vanilla Ice and so on. These people enjoyed a
brief glimmer of success and then crashed. The fortunate ones rise again, the unfortunate do not.

To test the longevity of your success, before it arrives, write down the following words on a piece of paper:
Money (M), Things (T), People (P). Now, put a number beside each word, prioritising it in order of
importance to you. Please do this before you read on. Yes, now. Please do it before you read on. It's
important.

There is no right or wrong answer and your answers are your personal responsibility and your choice.
However, | have found this is a good guide of predicting whether your success will be short or long-lived.

If you answered your priorities as TMP, then your success will be TeMPorary. Things will fade in time or
depreciate in value and you will find relationships sour. Famously MC Hammer had gold house gates and a
gold urinal, but few real friends.

If you answered your priorities as PMT, then your success will be PerManenT. Despite any fluctuations in
assets or income, your relationships with other people will see you back on top very quickly. Richard
Branson shares this PMT priority with you.

If you are wondering what happens when you choose MPT, look no further than Donald Trump. Focussed
on money more than people and things, the three-times married, four-times bankrupt tycoon has a
hairstyle that would suggest he is secretly a MuPpeT.

However you define your success, we wish you the very best in making it personal and permanent.

Jeremy Britton is the "24HourWealth Coach": a business coach who
helps clients to build holistic wealth: great finances, abundant health,
excellent relationships and vibrant happiness.

Visit www.24HourWealthCoach.com or scan the QR code with your
phone to see a video of him on the beach.
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JODI BRUNNER Feng Shui in 2015

Every year the Feng Shui of our buildings is affected by annual influences. This

is the effect of time and space on our lives.

Image of a Wu Luo

The extent to which these influences affect us depends on the existing Flying
Stars chart for our building. This chart is a mathematical algorithm that is

(pron. 'chee”), is also an important factor.

Annual Stars for 2015 are:
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The Annual Star 5 is in the west this year. This star represents the emperor and can
indicate disaster, tyranny, overbearing personality, lawsuit, or simply ups and downs
in life. Yet some buildings will feel

the effect more than others, depending on the use of the space and what stars are in
your building’s chart.

As a general precaution, avoid hammering nails into the walls or doing any major
renovation works (such as installing a skylight) in the west of your building this year
to avoid offending the emperor. It is also best to avoid disturbing the ground by
digging large holes, cutting tall trees or disturbing the earth in any way in the west.
This includes earthworks or renovations occurring in the neighbouring area.

Use yellow colour in the west to assist the star 5 to feel 'comfortable' and to prevent
any problems. If you still find that there are unpredictable things happening in 2015
then try a chiming clock in the west to keep the emperor pacified, or play classical
piano music on a CD.

If you happen to have an existing swimming pool or still body of water in the west,
then you may expect 'unexpected' wealth luck this year. If the water is very
turbulent, it is best to either slow down the pump or turn it off and leave the water
still (unless otherwise advised for Feng Shui purposes).

The sickness star 2 is in the southeast, so if your bedroom is there, the best remedy
is to move the bed, but if this is not possible, place a Wu Luo, the golden calabash, to
protect health. There are two types, the brass one or the naturally grown one. The

Here are some useful pointers that will guide you during 2015 to avoid
obstacles when possible. This is general advice that applies to everyone. The

calculated from the orientation of our building and the construction period.

These influences also depend on which areas of the building we spend
the most time for important activities such as sleeping, working,
relaxing and entering/leaving. This means that no two buildings will
have the same type of influence; and how we use this energy, or qi
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calabash should be placed in close proximity to your head when sleeping to absorb any sickness qi. It
must have a hole in the top for the absorption to occur.

If your front door is in the southeast then metal
chimes, a bell or other metallic sound will placate
the earth star 2 this year. However, we are in what
is called Period 8, so in the Flying Stars chart, the
number 8 is the 'ruler’; so if you have the water
star 8 in the southeast then the bell cure is
unnecessary and it is preferred not to use the
sound of metal in that case. Even if the southeast is
not the location of your bedroom, placing a Wu Luo
in this area doesn’t hurt, as a precaution.

The Tai Sui is another Annual Influence determined
by the Chinese animal Sign for the current year.
2015 is the Year of the Goat and the home of the goat is in the south-southwest (195°-225°). It is not
problematic unless you (or your neighbours) happen to dig up the earth in that sector, in the garden,
or do some major earthworks, building development or tree lopping. Then, during that time there may
be disruptions, especially in business.

If you cannot avoid 'offending' the Tai Sui by digging up the earth in a major way (including digging a
large fish pond), there is one cure that may be effective - place a pair of Qilin or other brass protective
animals. Plus, a correct date to commence construction/disruption is advised (for instance, do not
commence the disruption on the day of the ox, which clashes with the goat).

If you must dig up the earth, then ensure it is completed quickly! If your neighbour is renovating or
building in the south-southwest then be on guard this year. For some people, disturbing the Tai Sui can
actually bring wealth or good fortune, so if there is disturbance and you are not sure, contact me for
further advice.

Jodi Brunner is a Master of Feng Shui and dedicated student of Master
Joseph Yu’s Feng Shui Research Centre.

el e b
A regular speaker at various events and Feng Shui conferences around put your pans into ACHION.
the world, Master Jodi has many clients and students in person and The Year of the Goat
online; specialising in corporate work, product development, face ""”""'°me°'°'
reading and operating Feng Shui Tours running out of Hong Kong and

China.

In 2015 Master Jodi celebrates 20 years in the Feng Shui industry and is
immediate past President of the Association of Feng Shui Consultants.

www.fengshuimaster.com.au

E www.fengshuimaster.com.au
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ANDREW BRYANT Authentic Leadership

How to Lead Your ‘Self’ and Influence Others

Are you someone who is confident, but not arrogant, focused but flexible, able to get what they want but at the same
time have other people get what they want?

Do you have employees that take ownership and responsibility for outcomes, whilst being creative and innovative?

If the answer to both these questions is yes, than you are likely to be an authentic self-leader and as such you will
know that the learning and the practice never stop. If either of these answers is, "maybe", or "no" then | have some
strategies that can help. Self-leadership requires that we develop ourselves throughout our career. From your first job
out of school to entrepreneur or CEO, self-leadership is required to effectively lead yourself and influence others to be
engaged, creative and productive.

INTENTION | INFLUENCE | IMPACT

Self-leadership starts with intention, which creates influence and results in impact.

A first intention for any authentic leader is self-awareness. Intention is developed by knowing what’s important to
you, your strengths, what can derail you and most importantly clarity about what you want to achieve. People with
strong intention, will consistently outperform and out-influence those that do not. Take time each week to reflect on
what’s important to you and what you want to achieve.

Authentic leaders with intention are clear about what they are responsible 'for', and what they are accountable 'to'.
They are clear about what something means; this enables them to communicate effectively with others what the
expectations are and how results will be measured. Take 'ownership' of your responsibilities; do not make others
responsible for your success, or allow others to make you responsible for their happiness. When delegating, first tell
people what the task is and why it’s important; then discuss how to achieve it as part of the coaching process. Measure
performance and invite employees to give feedback as to how well they are achieving ‘their’ targets.

SELF-AWARENESS | SELF-CONFIDENCE | SELF-EFFICACY

Flowing on from self-awareness are self-confidence and self-efficacy. Simply put, self-confidence comes from knowing
you can do the job or take the action because you have done it before. Unsuccessful people say; "l will take action
when I’'m confident", self-leaders say; "l will take action to build my confidence". Your self-awareness will let you
know what 'story' you are telling yourself. Edit your inner narrative to reinforce your confidence; as the tagline of Nike
says, "Just Do It!"

This willingness to take action is called, self-efficacy which is the belief that whatever comes our way, we can handle
it. With self-efficacy we can be creative and innovative. Self-efficacy can be developed or inhibited, by a number of
things, including culture and education. A key inhibitor to self-efficacy is the fear of failure and yet we know from
great leaders and innovators that they fail fast and move on.

Typical symptoms that self-efficacy has been inhibited in leaders or their followers include; a lack of decisiveness,
deferring to authority before taking even the simplest action and doggedly following the rules even when it’s clear
that they are no longer working. Develop your decision making and action orientation with everything you do —
become the driver, rather than the passenger in your life.

EXECUTIVE PRESENCE

A large proportion of what it takes to get promoted or be influential as a leader is called 'Executive Presence'. This can
be described as, 'gravitas and poise under pressure'. Gravitas means having substance — knowing your 'stuff', and
poise under pressure is assessed by the way we carry ourselves and speak in public and contribute to discussions. If
you have been passed over for a promotion or wanting to be noticed for the next position, get coached around your
executive presence, it is an investment that will pay dividends for your entire career.

Andrew Bryant, CSP PCC is the author of Self Leadership — How to be a more Successful,
Efficient and Effective Leader from the Inside Out (McGraw-Hill 2012).

He works as a leadership consultant, executive coach and keynote speaker. He is based in
Singapore, but working globally.

www.selfleadership.com | www.andrew-bryant.com | +65 6887 4335
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JULIAN CAMPBELL Are you being Paid your Real Worth?

What is holding you back? It’s a staggering fact that two in five business failures are directly attributed to
undercharging or the over use of credit...specifically slow collections and bad debts.

So many people in business never really get paid their real worth.

They put energy into their products and services and deserve to be paid fairly for them. Unfortunately,
most of us have been brought up in an environment where money was a taboo subject and to ask for
money was considered to be out of place or even rude.

This has led to two problems in business: One, we don’t charge enough for our products or services and
two, we don’t like to ask for the money after we have delivered the product or service hence customers
drag out payment. | think it’s partly due to our self-confidence and not wanting to break those comfort
zones again.

Getting paid your real worth is about overcoming three pricing emotional barriers.

The first is your own price resistance: Do you feel you are providing a worthwhile
product and service for your customers and do you think it is value for money? Then
why do so many feel they have to justify their prices or even put them down?

Unfortunately, many business people these days try to sell on price. The television
advertisements or in the press are also more price-focused which is tending to
educate the public and market places to become more price conscious. But in reality
most people actually buy on perceived value. Of course, if all they have to go on is =
the price then that will become their major buying motive.

People want quality and service and are prepared to pay more to get it.

You should never sell, tell, reveal or demonstrate your product or service until you understand your
customers’ specific needs. That means you must ask a lot of questions to find out what they really need
which then builds the vital relationship and trust. When you understand their real need, you can show
them how the benefits of your product or service will help them and therefore justify the price.

That’s the second pricing emotion barrier you have to overcome; the customer’s price resistance. Your
line of questioning should take them away from the price and when customers realise you have their cost
effective solution, price becomes insignificant. You just have to point out their savings and they will be

happy to pay you.

Price in any business is determined by reviewing three areas, the cost to the business of making the
product or delivering the service, the price that the competition charges and how much the customer is
prepared to pay. Often, when we are setting our prices or fees we don’t always take these points into
consideration with the result that our customers often value our service more than we do, we undercharge
and end up working much longer hours than we need to just to make a living.

The third pricing emotion barrier is actually getting paid: That means getting your credit management
right and preferably being paid up front. If you can develop the self-confidence to ask the right price at the
start, you will and should find it much easier to get paid your real worth!

Julian Campbell is a Business Wizard’, corporate speaker, bestselling author, executive coach and veteran
radio show host based in Newcastle, Australia.

He has been a catalyst in transforming the lives and businesses of
thousands of people through his vision, focus, bottom line realism and
caring attitude.

CaTSLYST ; C3himat+61414736 484 or visit

FOr Emw"’mﬁﬂ.‘ www.cataIvstforgrowth.com.at'x to find out '
more about the Emperor Penguin next to Julian. ' :
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MARIA CARLTON Ooky Spooky, or just
Good Business Sense

Cast your mind back a few hundred years ... ok, go back further! In fact it’s only been in the last few
hundred years that we stopped doing what was natural for us all and started to make excuses as to why it
was bad thing to seek out the assistance and insights into our plans by the spiritual members of our
community.

Why was it ok for Kings and Emperors to ask Merlins and Mims to cast stones and sticks before battle and
yet the idea of a CEO seeking assistance from a Psychic is considered so outrageous in the 21% Century?
Why did tribes-people and warriors ask the blessings from the Shaman before a hunt and priests bless the
harvests and yet we scoff at the notion of paying any attention to what the mediums and clairvoyants
might say about the missing child, murder mystery, explain dreams, or make predictions about business.

In Asia, billions of dollars is spent on Feng Shui. Some of us in the west might go so far as to have gold fish
in a tank at reception and a painting of a mountain on a wall, but we certainly don’t give much real thought
to the energies around us and how they affect us. Even the use of crystals in the workplace would cause
negative comments — can you imagine the general population of Australia’s reaction if we learned that our
next Prime Minister meditates at dawn, has a salt lamp on his or her desk and occasionally is heard talking
out loud to 'imaginary friends' (guides)?

I’'ve been pondering this for quite some time ... and I've got to say, I'm puzzled as to why we have wandered
so far off the path of acknowledging our spiritual wellbeing needs when this has predated any formal
religion. Wise women, witches, shamans, medicine men, wizards and oracles have long been consulted
before key decision-making since before biblical times.

Is this because we think we’ve grown up as a human race and found God in whatever church or temple we
think 'He' should be dwelling in and that’s the end of it? | ‘came out' as a spiritual medium a few years ago
and | have to say, it was incredibly scary. | had one client walk away and not speak to me for two years,
until a call out of the blue one day had him explaining that after much praying he decided | was still a good
person even though | might never be 'saved' from eternal damnation.

The scariest part was centred around my belief that; people knowing that 'l talk to dead people and angels'
might mean that | was totally untrustworthy in business and probably nuts or something too, so that
working with me might be bad for their business. As a business coach and consultant that was a very tough
call. However, | have since found that while | haven’t been totally overt about that side of my life, | can
acknowledge that some of my 'brilliant' ideas, profound knowledge and wisdom has been helped
significantly by my being 'in the right energy flow of the universe'.

My greatest desire has always been to help people and that now means | want to help make it OK and
'normal’ for more people to trust their inner guidance and intuition. Because intuition is guided and if we
listen to it more, we will learn to trust it. Our lives our businesses and the future of our planet, depend on
it.

Maria Carlton MBE is a business transformation and communication specialist helping
companies to improve their business performance through improved communication
strategies. Based in Brisbane Australia, Maria is the author of several business books, a
speaker and trainer on Brand Values and Communication.

Get your FREE ‘Business Coach 101’ App at: www.mariacarlton.com or
email: maria@mariacarlton.com or phone: +61 488 318 818
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DEB CARR Blogging for Business

WHY BLOGGING IS GOOD FOR YOUR BUSINESS

As a small business owner, blogging is a great way to increase traffic to your website, establish yourself as an expert
and gain more clients. No doubt, you’re extremely busy and the thought of taking on another project is probably out
of the question. Read on and maybe you will see the benefits are definitely worth making the effort.

Think of blogging as your own SEO (Search Engine Optimisation) tool and free advertising. This is advertising in a very
subtle way because your blog will be about sharing valuable information, not selling. Your goal is to build rapport and
trust with your readers.

Reasons to blog:

e It keeps your website fresh by adding new content

e Blogging doesn’t cost you much

e If you enable comments you can interact with your customers
e  You will establish yourself as an expert in your field

If the thought of keeping a blog updated is too overwhelming there are a number of options you can implement to
make it easier:

e Use a calendar and schedule time for posting each week/month

e  Hire a ghost writer

e Record notes into your phone to blog about later

o  Keep the mindset that this is helping to drive traffic to your business
e Bevery clear on your message and stick to your niche and keywords
e Invite guest writers

CONTENT
Blogging is about giving good advice and sharing interesting information. Blog posts don’t necessarily have to be text
all the time, you can create fabulous graphics with an inspirational message, create a video post, offer tips and "how
to" advice.

Of course you can promote your products and services on occasion or announce company news, launches etc., just
remember the reader is on your blog because they are interested in your advice and how it helps them.

Other blog content can be to advertise a new role in your company, share news regarding awards and featuring your
staff! People are interested in people.

KEYWORDS
Before you even start blogging think about the keywords that will be driving traffic to your blog. These keywords and
'tags' should be used as much as you can in your posts.

SUBSCRIBERS
Having a subscriber form on the header of your blog will help you to build a database of people who want to hear
from you. With this database you can send out weekly updates of your posts and news.

A database is gold to a business. Once you start building your subscribers list you could consider using a CRM
(Customer Relationship Management) system. Here you can build on information about your prospects and clients.
For example; when you last spoke to them and about the last conversation. A good CRM will be a valuable tool to your
business and will enable you to send proposals, newsletters, invoices and can also be used for reporting and so much
more!

MARKETING

Once your blog is up and running it is important to add easy to share social media buttons to your posts as well as
linking all your own social media to your blog. | recommend Twitter, Google Plus, LinkedIn and a Facebook page. Social
media will help drive people to read your posts. Every time | write a post on either of my blogs | share on all my social
media. =

Finally submit your blog to search engines.

Deb Carr: Founder and Editor of Sydney Chic Lifestyle Blog, www.sydneychic.com.au,
a veteran Radio Host and Social Media Marketer who based in Sydney Australia.
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JENNY CARTWRIGHT What to do when Call Reluctance
Strikes

To be successful in sales, it is important to be able to communicate on the telephone effectively.

You build relationships and make more sales when you pick up that phone more often. If you are someone who
procrastinates about making calls, it could be that you fear rejection, have no goals or too little knowledge about your
product or service to sound confident. One of the most important things to be sure of is that you never allow negative
thoughts of failure to even enter your head.

What to Do When You Get a Negative Thought: Whenever you get a negative thought about calling someone, quickly
write it down and change it to a more positive thought.

For example if you think '/ can’t call them again, they have said 'no' twice now'. You change to think positively. I must
call them again to give them a chance to buy. They will know I really care that they don't miss this great opportunity.’

What to Do When Call Reluctance Strikes

e To diminish fear, think of something far more frightening than what you are currently doing. That will lessen the
fear you have for the current situation.

e Learn more about your products and services to be more confident in how to talk about them - Knowledge is
Power!

e Always have goals for how many calls you are going to make and how many sales or appointments you want each
day. You must be able to measure your success and know your batting average to be motivated. Have them
written on a piece of paper and have them in front of you all day. That will stop you from getting up for another
cup of coffee and help you to keep you making more calls.

o Watch your self-talk, attitudes and beliefs. For example, you might say to yourself, "Last time he said he could not
afford it." You change to think positively. "By now his circumstances might have changed and he might be able to
afford it."

e Always expect a 'yes' because if you expect a 'no' you will certainly get one.
e Focus on your successes, not the bad calls you have had.

e | ask people | coach to write a list of their positive qualities and then write a paragraph to describe themselves and
how they would like to see their success that day. They then read that to themselves before they start calling at
the beginning of the day. This may sound ridiculous but believe me, | do this with every coaching client | have and
it definitely works. People are always so surprised when it does.

Here is an example of one:

"I (name) am a goal-oriented, caring, confident, successful, self-achiever. Today I look forward to making 7
appointments. To do this, on the law of averages, | will need to do 70 calls. | know when | focus on a figure, | will reach
my target. | enjoy my work because | know how much my (product or service) can benefit other people. "

e Have things around you that make you feel relaxed like photos you like, background music, a nice screensaver,
smells you like such as flowers, fresh coffee or scented candles.

e Have an uncluttered desk to enable your mind to be clear and focused on the person to whom you are speaking.

Remember one hour of procrastination per day equals 225 'selling' hours wasted a year (based on working 45 weeks
a year). You can simply choose to change your behaviour to make more telephone calls and more sales in 2015.

Jenny Cartwright is a multi-award winning sales and telesales trainer, keynote speaker,
coach and author of "Don’t Get Hung Up (How to sell products and services by phone)".

A national award winning member of SWAP and accredited professional member of the
National Speakers Association, Jenny is based in Sydney, Australia.

Give her a call at +61 2 9427 3479 or email: jenny@telesalestraining.com.au or visit

www.telesalestraining.com.au for more information on her training programmes.
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GILLY CHATER The Path to Insightful Listening

The sage is so called because of the wisdom he shares. Is this limited to just a unique group of human
beings or is it available to everyone? Christmas is traditionally a time people celebrate the spirit of
joyfulness and peace with family and friends and the New Year is also a time for new beginnings. Do you
leave behind the past, or does every little event bring up old conversations especially with those whose
habits and behaviours annoy you for some reason or another? Do you stop listening to the real message?
The power of insights can be life-changing for both individuals and businesses.

You have probably experienced at some point in your life someone who always seems to be totally present,
without ego and with the insight to say a few profound words just at the right moment. Is this a skill they
have developed, or is it something they were born with? The truth is we were all born with the ability to be
insightful. Remember the saying, "Out of the mouths of babes can come the most incredible wisdom" and
yet they haven't lived life yet however they appear to be old souls in that very moment.

At times we have our blocks to listening in place. Next time you are with a family member, an employee, a
client or customer, notice if any of the following happens to your listening:

Point of View: When we are so interested in our own opinion we just don’t hear the other person and the
real message they are giving us. Yet their perspective is as valid as ours. Their view is their world and while
they think about something in a certain way that is their reality, just as your view is your reality.
Opportunities can be missed and it could even be that vital sale that could make a difference to your
business.

Problem Solver: When we have all the right answers and prescribe what is best for the other person.
Where is their ownership and guess who they blame when it doesn’t work for them? Insightful listening
leads to asking those quality questions so they access their own insights and common sense.

Busy Mind: When we have so much on our minds we are unable to listen, we often miss what is really
being said, as we are only thinking of what we want to say. We can’t wait for them stop talking and often
speak over the other person.

Fighting: When we bring up the past the other person will never change and neither will we. The past is
the past, we can’t change it, however, if we are willing to live in the present there is hope. Relationships
and behaviours can and do change.

Labelling: When we judge the other person, whether we know them or not, we have already made up our
minds that they are stupid or unqualified and have nothing of value to contribute. We don’t listen and can
miss learning from them. Everyone has the innate ability to access their wisdom.

Insightful listening is about recognising our feelings. They are our internal message. Our thinking can be a
hindrance or assist us. We trust our ability to access our wisdom, to have insights, to trust that intuition,
that gut feeling. What we say is simple, profound and in the moment. It is available to us all.

; Ch(;@ An award winning speaker, Gilly is a former President of

the National Speakers Association of New Zealand Auckland Chapter, a
facilitator, coach and author who assists individuals and organisations to
become more insightful, more productive and achieve Effortless Leadership™.

G

Gilly can be reached at gilly@gillychater.com or call +64 9425 4540 in New Zealand or www.gillychater.com
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GILLY CHATER What are you Prepared to Simplify?

2015, the Chinese New Year of the Ram (and Wooden Sheep)

If you’ve been thinking about New Year’s resolutions or, if you don’t make them, have you declared some clear
intentions? This year | came up with the word ‘Simplify’. How cluttered is your day to day world and does it have
to be like that?

| recent