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Monthly Meditation

Remember one thing: 
meditation means 
awareness. 

Whatsoever you do 
with awareness is 
meditation. 

Action is not the 
question, but the 
quality that you bring 
to your action. 

Walking can be a 
meditation if you walk 
alertly. 

Sitting can be a 
meditation if you sit 
alertly. 

Listening to the birds 
can be a meditation if 
you listen with 
awareness. 

Just listening to the 
inner noise of your 
mind can be a 
meditation if you 
remain alert and 
watchful. 

The whole point is: 
one should not move 
in sleep. 

Then whatsoever you 
do is meditation. 

Osho

We would appreciate 
your feedback on this 

article or on the 
newsletter. 

 
Definition of Coaching

"Coaching is about 
making changes 
happen….one person 
at a time" 

Anon

We would appreciate 
your feedback on this 

article or on the 
newsletter. 

 
Inspirational 
Quotations

"Your profession is not 
what brings home 
your paycheck. Your 
profession is what you 
were put on earth to 
do with such passion 
and such intensity that 
it becomes spiritual in 
calling." 

-- Vincent Van Gogh

 
Readers Feedback 

"Thank you for your 
newsletter, always 
inspiring!!" 

Danielle Gautier
gautierd@mweb.co.za

 
Positive Daily Actions

7 Tips to help you to 
Organize Your Life

1.  Find time to have 
fun. Always remember 
that it is important to 
find time for yourself. 
Make some 
engagements for 
yourself and make the 
most out of them. You 
have to cherish the 
free schedules that 
you have allotted for 
yourself. You can go 
out with your family 
and enjoy every 
moment spent with 
them.

2.  Do not think too 
much of things that 
you think are difficult 
to accomplish. Make 
yourself relax and set 
your mind in a 
comfortable mood. 
You might be 
pressured and 
stressed if you think a 
lot of the hard items 
rather than thinking of 
finishing them. You 
can start doing the 
hard items first on 
your list. The other 
tasks will then follow 
much easier than the 
first one.

3.  You can make 
notes to set an 
organized time. You 
may always bring with 
you your notebook and 
pen so that you can 
take down the 
important ideas or 
engagements that 
may pass in your 
mind. These can help 
you remember the 
things you may want 
to do, instead of 
realizing it later or you 
may even forget it 
along the way.

4.  Do things once. An 
item must be handled 
only once. You can 
read the file and you 
may review it again to 
someone else. It is 
important that you 
understand the file so 
that you do not have 
to get back on it 
again. If you are done, 
there is no need to 
include it anymore in 
the many piles of 
papers that are on 
your table.

5.  Telephone calls 
may just consume 
time if there are 
unnecessary things 
that are being brought 
up in your 
conversation. You may 
limit the time by 
directly pointing out 
the issues that are to 
be discussed. 

6.  Be systematic. 
Most of the time, you 
use so much of your 
time finding a 
particular thing. 
Sometimes you tend 
to forget the other 
things that you need 
to accomplish for that 
day because your time 
was focused on 
searching for things. 
You may create a 
system that is 
applicable and 
effective in your daily 
tasks. Use it for your 
own good; you may 
just realize that there 
are more times that 
you can have a rest.

7.  Do things that 
make you happy and 
feel life's most 
precious times. Enjoy 
walking around in your 
garden with your kids. 
You may go to the 
mall and watch a 
movie, or you may 
even play your favorite 
sport. It is important 
in one's life to allot 
some time for 
yourself. Think of it as 
a prize to the 
pressures and stress 
you get from work. 

Paul Winter

We would appreciate 
your feedback on this 

article or on the 
newsletter.

  

Ice Breakers

This is a great light-
hearted "mind bender" 
for relaxing prospects 
in a workshop or 
coaching/training 
situation. 

Below are four (4) 
questions and a bonus 
question. You have to 
answer them instantly. 
No time wasting, 
answer all of them 
immediately. OK? 

Let's find out just how 
clever you really 
are.... 

Ready? GO!!! 

First Question: 
You are participating 
in a race. You 
overtake the second 
person. What position 
are you in? 

Answer: If you 
answered that you are 
first, you are 
absolutely wrong! If 
you overtake the 
second person and you 
take his place, you are 
second! 

Try not to screw up 
next time. 
Now answer the 
second question, but 
don't take as much 
time as you took for 
the first question OK? 

Second Question: 
If you overtake the 
last person, then you 
are...? 
Answer: If you 
answered that you are 
second to last, then 
you are wrong again. 
Tell me, how can you 
overtake the LAST 
Person? 

You're not very good 
at this, are you? 

Third Question: 
Very tricky arithmetic! 
Note: This must be 
done in your head 
only. Do NOT use 
paper and pencil or a 
calculator. Try it. 

Take 1000 and add 40 
to it. Now add another 
1000 . Now add 30. 
Add another 1000. 
Now add 20. Now add 
another 1000 Now add 
10. What is the total? 
Scroll down for answer 
..... 
Did you get 5000? 

The correct answer is 
actually 4100. 

If you don't believe it, 
check it with a 
calculator! 
Today is definitely not 
your day, is it? 
Maybe you'll get the 
last question right.... 
...Maybe. 

Fourth Question: 
Mary's father has five 
daughters: 
1. Nana
2. Nene
3. Nini 
4. Nono 
What is the name of 
the fifth daughter? 

Did you answer 
Nunu?
NO! Of course it isn't. 
Her name is Mary. 
Read the question 
again! 

Okay, now the bonus 
round: 

A mute person goes 
into a shop and wants 
to buy a toothbrush. 
By imitating the action 
of brushing his teeth 
he successfully 
expresses himself to 
the shopkeeper and! 
the purchase is done. 

Next, a blind man 
comes into the shop 
who wants to buy a 
pair of sunglasses; 
how does HE indicate 
what he wants? 

Answer
He just has to open his 
mouth and 
ask...(Remember, he 
is blind, not mute) 

BIPIN GOPINATH 
MAYEKAR

Chairman - Managing 
Director

PRASANNA HRD 
PRIVATE LIMITED

Mumbai.

 

Offers & Useful 
Information 

We have included this 
link before in a recent 
newsletter but it is such 
a great communication 
tool, that we suggest 
you try it out.

All for free, of course.
Call anyone else using 
Skype, anywhere in the 
world. 

See who you are talking 
to with video calls.

Chat with one person or 
have a group-chat with 
up to 100 people at the 
same time.

Conference calling with 
up to four people at the 
same time.

Send files and photos to 
each other easily.

Search the web with the 
Google Toolbar (optional 
install). 

Skype - Windows
Skype - Apple Mac 

 

Great Coaching 
Questions

"Which value(s) will be 
honoured / dishonoured 
if you do that?"

A good question for a 
Coach to ask, if he/she 
suspects that a client 
some help realigning 
their goals with their 
true values. 

Michael Duffy

 
Acronym

●     Vital
●     And
●     Lifechanging
●     Undertaking (of)
●     Evaluations,
●     Surely?

 
Thought of the month

The One Thing I Know

I know one thing. 

I know this thing with all 
my heart, and with all 
my soul, and with all my 
being. 

I know that I have the 
choice to be who I am, 
when I am, where I am. 

I may not have a choice, 
today, about what I do 
for a living, where I live, 
or what kind of car I 
drive. 

But if who I am today is 
a writer, I'm a writer, 
even if I live in a 
homeless shelter, write 
on paper bags with stubs 
of pencils, and take the 
bus to a job in a fast 
food joint to try to get 
out of the shelter. 

If who I am today is a 
writer, I'm a writer, even 
if my kids are sick, my 
car is broken down, my 
computer won't boot and 
I haven't sold anything 
in years. 

But if who I am today is 
a writer, and I decide 
that who I should be is a 
doctor, I'm going to be 
pretty miserable, 
because who I am is a 
writer. 

On the other hand, if I'm 
a writer who wants to 
become a doctor, I've 
got a great handle on 
who I am, who I want to 
be, and probably an idea 
of whether it's possible 
and how to get there. 

Never lose sight of who 
you are. Be who you 
are, no matter where 
you are, or when you 
are. 

Be you. 

Angie Dixon
Angie Dixon is a writer 
and webmaster of The 

Leonardo Trait.
Free teleseminars at 

www.leonardotrait.com
 

Word of the month

Saunter
Here's a great tip for all 
those who are feeling 
stressed and in need of 
a break. 

"Saunter" pronounced 
"sawn ter" 

By taking the time to 
live life in the slow lane, 
we quickly experience a 
deeper, more profound 
experience of 
contentment. 

According to Jungian 
psychologist Robert A. 
Johnson, the word 
"saunter" comes from 
the Middle Ages, where 
everything was 
considered sainted 
including the earth (St 
Terre). Therefore, to 
saunter is "to walk on 
the earth with reverence 
for its holiness". 

To saunter through life is 
to be fully present to 
what is. It is feeling 
blessed with everything 
that happens in life. As 
an experiment, just for 
one day, declare yourself 
"cooked". Don't work on 
yourself, and don't even 
resolve to improve 
yourself. Just be 
content. Just saunter. 

Saul Brent
for ManageTrainLearn

 
Humour

I heard this on the radio 
the other day:

Teacher: "Tommy what 
will you do when you 
leave school"

Tommy: "Go home and 
have me dinner Miss"

Brilliant!! 
 

Features in 
forthcoming 
newsletters

November
     - Wealth

December
     - Health

 
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. 
 

Newsletter Team 

Editor  
- Michael Duffy

Article Resource Team 
Manager  
- Milly Shand

Article Resource Team
- Jennifer Larkin 

Proof reading  
- Position vacant

Editor-in-Chief  
-Dawn Campbell 

 
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 
1999-2006.  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.

Coaching Top Tip

Life, A Multiple Choice Question? 

In my student days, when faced with a written test I was 
always delighted if the format was, "multiple choice". I really 
preferred the style of those questions to the alternative, 
"narrative", type questions. I simply didn't like questions that 
began "Discuss the merits and demerits of.…..", or, even more 
frightening, "Describe the factors which led to …..." No doubt 
about it, narrative questions were full of traps! I could write for 
forty minutes answering one of these, and get absolutely no 
marks, because I had missed the point of the question, or 
introduced irrelevant material, or managed to wander off the 
topic into uncharted waters. These questions were dangerous! 

Give me a multiple-choice question any time. The advantages 
were clear: 

●     The answer was there in front of me, all I had to do was 
see it. 

●     Even if I chose an answer at random, I had a reasonable 
chance, usually 1 in 4, of getting it right; the only sure fire 
way to fail was to make no selection at all. 

●     I didn't have to spend time making an argument to justify 
my answer. 

●     I could answer each question quickly and move on to the 
next one immediately. 

●     The effort involved in answering these questions was 
minimal.

Much later in life it dawned on me that life is very like an 
examination. Every day I face questions and decisions that will 
shape the rest of my life. Thinking about this, I realized, that I 
was treating most decisions like those "narrative" exam 
questions, discussing the question over and over in my mind, 
cataloguing the advantages and disadvantages, rationalizing 
the causes and justifying the tentative conclusions, then 
revising them and reviewing the alternatives! It struck me that 
I was spending most of my time making, or rather failing to 
make, decisions. 

It occurred to me that life would be much easier if we could 
adopt a multiple-choice approach. 

The answer is so often right in front of us. (After all, isn't it 
often the role of a Life coach to help the client see clearly what 
is already there?) 

1.  Making no decision is usually the only really wrong answer. 
Taking action, any action is better than ignoring the 
question. Often, life questions have no single "right 
answer", there are almost always several right answers. 

2.  Spending time agonizing over a decision is not adding 
quality to life, nor is it likely to make the answer any more 
right. 

3.  Dealing with one decision clears the way to deal clearly and 
quickly with the next. In that way we move on. 

4.  Spending less time and energy on decisions leaves so 
much more available for fun! 

How often are you faced with a decision and spend ages 
wresting with it? So often our first, instinctive, "gut" answer is 
the one we eventually adopt, but only after an age wrestling 
with the pros and cons. Worse, we often dismiss the initial 
answer and persuade ourselves to take some other action, 
building up a list of arguments to justify our action. This is not 
only a bad way to make decisions but it also drains our energy. 

We then arrive at our next decision with even less energy, our 
head full of muddled thoughts. So often, this leads to 
disappointing results. Does any of this sound familiar? I am not 
suggesting for a minute that we should not give due 
consideration to important decisions. Certainly, there will be 
times when we need to think long and hard about a question. 
I'm simply suggesting that many of the daily decisions we face 
can be addressed in a more effective, liberating way. From now 
on I'll be looking out for the multiple choice questions in life. 
What will you do? 

A.  Ignore this article. 
B.  Look out for opportunities to take a multiple choice 

approach to decisions. 
C.  Think long and hard about this before postponing a 

decision. 
D.  Ask someone else, for their opinion. 

The choice is yours….. 

 Lorcan O'Toole 
Coach

Dublin, Ireland.
Tel. +353 862 533 833

www.personalbest.ie
lorcan@personalest.ie

© 2006 Lorcan O'Toole.  All Rights Reserved

We would appreciate your feedback 
on this article or the newsletter.
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Editor's Letter

You are who you are. No escape. No day off. No chance. 

To know your own values, and, to align how you live with those 
values is not just a challenge, it's a responsibility. A value 
dishonoured is a life misaligned. 

As coaches, we help a client discover their own values and 
show them the significance of those values, in how they live 
their life and how they choose their goals. What follows for the 
client, is measured in terms of true fulfilment provided they 
pursue those goals and honour those values. We as their coach 
obtain a successful outcome and our values are thus honoured. 
It's a "win win" situation all round. 

This I know is basic stuff but that's what values are. They are 
"the basics" of what a person's life is about. A client who finds 
that they are in a hopeless situation can find, a lot of the time, 
that they have neglected a fundamental aspect of themselves 
that they know is important. How many times have we 
encountered a client who cannot say "No", to all those around 
them? And how many times have we helped that client discover 
that really valuing yourself can sometimes mean simply saying 
"No"? 

Myself? Well I value love. Why? Because to get love all you 
have is to give it away. 

What do you value most? 

Before I go may I sincerely thank Milly, Dawn, Barbara and 
John for their magnificent support this and every month. A 
special thank you to Sarah, who supplied this month's photo for 
the newsletter. Sarah is a person who values life and you can 
learn all about her at www.sarahpullman.com. Also, thanks to 
Alun Richards who has supplied a sequence of articles for our 
"Business article section". Alun's contribution this month is 
excellent and his contact details are published in his article. 

Finally thank you, our valued readers. As always your feedback, 
comments and ideas are welcome. 

Michael

Michael Duffy, Assoc
Newsletter Editor

editor-newsletters@the-eci.org

Do you fancy writing for us?

We are always looking for authors and contributors for this 
newsletter.  If you have an article, quote, case study, tip, 
acronym, etc.,  or if you would like to give us your feedback or 
have a question or query, please contact our article resource 
manager, Milly Shand on articles-newsletters@the-eci.org

How about working with our team?

We are looking for people to find great articles for our future 
newsletters.  Please contact either Michael or Milly if you love 
research, reading and being part of a team.

return to index

Knowing and living our values: A key to fulfilment and 
successful Coaching 
By Laure Fau

Each one of us carries a specific set of values that constitutes 
our own value system. An individual's values are not beliefs 
about her or himself, or external moral principles. For example, 
a person's core value could be integrity. Her way to honour this 
value might be by trying to be true to her word and meet 
professional engagements to the best of her abilities. At some 
stage, meeting an unexpected family demand may require that 
this person withdraws from a professional commitment. It 
would feel to this person that pulling out of her professional 
engagement is the "right" thing to do if she is meeting demands 
from the persons closest to her heart. However it may 
undermine her internal belief on how well she can meet 
professional commitments, and also clash with her client's 
perception of her integrity in a business context. Yet this person 
has honoured her value to the best of her ability, granted the 
circumstances. 

Our value system forms a personal map developed over the 
course of our lives through inter-actions with people who are 
important to us such as our parents, friends, or teachers. This 
map defines what is right or wrong for us and provides direction 
on how we go about honouring this right or wrong. It becomes 
the core foundation of who we are. Honouring our values makes 
us feel in harmony with ourselves and therefore deeply fulfiled. 

When I ask clients what their core values are, they often 
struggle to come up with the words describing what those 
values, are and how they honour them as part of their daily 
lives. Indeed, we tend to have or, take little time to, focus on 
that aspect of our person or our lives. But without a clear 
knowledge of our internal map, how can we know whether and 
when they live by it and honour it? Having lost sight of it, we 
may let external factors such as peer pressure, judgment or 
generally agreed moral principles dictate the path or decisions 
we take. Such behaviour typically is the source of internal 
tensions and paves the way to a life of toleration rather than 
fulfilment. 

So an essential key to fulfilment lies in making sure that we 
know our value system, or internal map, and use it to give 
direction to our behaviour. 

As a result, a critical stage early on in a coaching relationship is 
to help clients draw for themselves this internal map mainly by 
putting words around the values underlying their lives and 
behaviours, picturing themselves as honouring these values, 
exploring the feelings around it, and also, very importantly, 
describing situations when they already honour those values. 
Indeed, what matters to and fulfils us most is not knowing our 
values, but living by them. Knowing when we honour our 
values, how we could honour them, and acknowledging the 
feelings around this helps create a sense of rightness, and 
connects us with our internal map. This connection is inherently 
fulfiling, and critical to a successful coaching experience. 

 Laure Fau
Executive Coach

laurefau@yahoo.com

"Take a journey towards learning, fulfilment and effectiveness"

© 2006 Laure Fau.  All Rights Reserved

We would appreciate your feedback 
on this article or the newsletter.
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Accredited Training Courses and Workshops

                                                                                
                                                                                                     
CTECI - Full Coach Training Programme

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

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

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

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

SCECI - Short Courses

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

●     The Body Transformation Programme 
Scintilla

●     Coaching Human Potential and Peak Performance
Scintilla

●     Coaching Futures!  Innovation and Strategic Creativity 
Scintilla

WSECI - Workshops 

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

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

Rules for Values
By Camilla (Milly) Shand

If we are not happy it may well be that the rules or standards 
that we have given a value (in order to feel that we are 
honouring it) are too difficult to live by, or we have handed 
over the responsibility of living by our values to another. 

To feel great we need to make our rules personal and easily 
obtainable! 

Take a look at the rules that you have given each of your 
values, what does it take for you to feel that you are living by 
each of your values? For example, if one of your values is love, 
ask yourself: 

'What does it take for me to feel love?' 

If you have good rules they make it easy to feel love, and you 
are undoubtedly going to be a happier bunny than if you have 
made it difficult for yourself. 

Good rules for good rules! 

1.  Make each value really easy to experience "I can 
experience this emotion anytime…" 

2.  Have a variety of options for each value "… or… or…or…" 
3.  Be in control - people or things must not determine your 

experience, your values must be an inside job.

For example: 
Bad rules: In order to honour my value of love, every day 
someone has to tell me that they love me, and I have to show 
my love at all times. 

Oh no, I am relying on someone to tell me that they love me, 
and I have to express my love at all times… tall order! 

Good rules: I experience love anytime I am loving or 
anytime I am warm towards others, or anytime I remember 
the love that I always have within me, or anytime I notice the 
love in others, or anytime I smile at someone. 

That's good, lots of options, I'm in control, and all I have to do 
to feel love is to smile at someone… great rule! 

Have we given ourselves choices? Are we really in charge? Have 
we made it easy and fun to experience our values every day? 

Rules should make it extremely easy to feel great and 
exceedingly hard to feel bad. 

  Camilla (Milly) Shand
Accredited Life and Executive Senior Coach (Dip NMC P.ECI)

EFT Practitioner (M.AMT)
Weight Loss Coach

Graduate of Anthony Robbins Mastery University and 
Leadership Academy

confidencecoaching@hotmail.co.uk

© 2006 Camilla (Milly) Shand.  All Rights Reserved

We would appreciate your feedback 
on this article or the newsletter.
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ECI Workshop Sponsorship

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 it's 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.

Using Core Values as a Catalyst for Winning as a Coach 
By Bea Fields

It is not uncommon to see coaches orient their businesses 
around many things including needs, wants and shoulds. But, 
being clear on your values will call you to play a much bigger, 
more meaningful game as a coach. The values conversation is 
often fuzzy for many people, yet it is one that cannot be 
ignored. Here are some of the basics. 

Why Core Values? 

Your core value's, are the principles, which speak who you are 
as a coach. They are those deeply held beliefs, which 
consciously and subconsciously drive your decision-making. By 
orienting your business around your values, you can stop giving 
yourself pep talks and pushing yourself to be "motivated". 
When you are in touch with your values, your business lives 
authentically in the world, and the bottom line is this: 

Your Coaching Business Will Win!!! 

So...here are the basic points I want to make about core 
values: 

●     Developing core values is easy. Living according to them is 
not quite so easy. It takes GUTS! Once you develop your 
core values, you must be willing to be intolerant of people 
(including your clients) violating them. 

●     Core values can distinguish you as a unique coach in the 
marketplace. They can set you apart from the competition 
and can serve as a rallying point for your customers and 
strategic partners. 

●     You can share core values with other people in business 
and life, but the way you live your values will be the true 
differentiation point. Nordstrom holds a value of "Service to 
the customer above all else", and this is evident the minute 
you walk into one of their stores, and Nordstrom shares 
story after story about employees who have gone way 
beyond the call of duty to "wow" their customers. 

●     Core values should remain solid and fixed. They should be 
timeless. While your business strategies and practices will 
change due to changes in the marketplace, your values 
should remain constant. If they are constantly changing, 
then you have probably not landed on your true core 
values. 

●     By finding clients and strategic partners who are 
predisposed to share your core values, you will be much 
happier and more fulfiled as a coach. This does not mean 
that each client or person you partner with must have your 
same values, yet you do want them to support what you 
feel is most important to you, and not "push" or "cross" 
your values boundaries. 

●     Establishing strong core values will inflict emotions… both 
positive and negative. Your values will be extremely 
attractive to some people and will be unattractive to 
others. If you are creating strong emotions in others, then 
there is a good chance that your values are right on target. 

●     Core values can infuse positive energy and passion into 
your coaching business. Once you land on your core 
values, you will experience a newfound energy. 

Core values can be exciting for both you and others, and the 
thought of being committed to values for a lifetime is a very big 
game! Only the bravest of people put their stakes in the ground 
by establishing values that last for a lifetime. 

The Values "Stress Test" 

If you can answer "yes" to each of the following five questions, 
then you are well on your way to living your core values and 
having them work to help you win more games! 

THE CORE VALUES STRESS TEST 

1.  If you change your business, will you take your values with 
you? 

2.  If the world changes, will you be able to stand behind your 
values, even if they are unpopular or create a disadvantage 
for you in the marketplace? 

3.  When you are age 90, will you still be living your values? 
4.  If you have children, do you want them to carry on your 

values after you are gone? 
5.  If one of your clients, partners or employees violates one 

of your values, are you willing to walk away from the 
partnership? 

For more information, visit Bea today online. 

 Bea Fields
www.FiveStarLeader.com

Bea is the President of Five Star Leader Coaching and Training 
and the author of 13 training programs for professionals, 
including the T.E.A.M. Coaching (TM) Program and the 12 
Foundations of Leadership. She is holds a Certificate Degree in 
Leadership Coaching from Georgetown University and is a 
Professional Certified Coach with the International Coach 
Federation. 

© 2006 Bea Fields.  All Rights Reserved

We would appreciate your feedback 
on this article or the newsletter.
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Survey request
From Sue Welham 

Hi, Sue Welham here.

I am doing some research to find out what coaches want to 
know about PR, for an article I am writing. I have 14 years PR 
experience and want to share some of this with other coaches 
to help them build their coaching practices.

If you are able to help I would like to know which 10 questions 
from the list below are of most interest to you?

What is PR and why do I need it? 
How does PR differ from marketing? 
How does PR work and what are the benefits? 
How can PR help a one-man band like me? 
How much does PR cost and how is it calculated? 
Should I hire someone or do it myself? 
What makes a good PR person? 
What qualifications should they have and how does this help? 
How do I find a good PR person to help me with my business? 
Where do I start if I want to do my own PR? 
How does the media work? 
What makes a good news story? 
What is a press release and how do I write one? 
What's the best way to approach a journalist with my story? 
What do I say once I have a journalist on the phone? 
How do I get on radio? 
How to I get on TV? 
How do I write stuff for magazines? 
What is the difference between news and features? 
How can I measure how successful my PR has been?

Yes, I am willing to help

Many thanks in advance for your help.

Sue

We would appreciate your feedback 
on this request or the newsletter.

return to index

Recommended Reading

A Guide to Coaching and Mental Health
The Recognition and Management of 
Psychological Issues 
by Andrew Buckley and Carole Buckley 

This text is an ideal introduction to the 
recognition and management - from a 
coaching, mentoring and other non-
medical perspective - of psychological 
and mental health issues. The book 
covers the background, questioning, 
ethical considerations and discussion 
of the steps to be taken once a client 
has shown signs of mental illness.

© 2006 www.amazon.co.uk 

We would appreciate your feedback
on this book

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 Michael Duffy

articles-newsletters@the-eci.org
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%0D1. ��� What is PR and why do I need it?

%0D2.     How does PR differ from marketing?

%0D3.     How does PR work and what are the benefits?

%0D4.     How can PR help a one-man band like me?

%0D5.     How much does PR cost and how is it calculated?

%0D6.     Should I hire someone or do it myself?

%0D7.     What makes a good PR person?

%0D8.     What qualifications should they have and how does this help?

%0D9.     How do I find a good PR person to help me with my business?

%0D10.    Where do I start if I want to do my own PR?

%0D11.    How does the media work?

%0D12.    What makes a good news story?

%0D13.    What is a press release and how do I write one?

%0D14.    What's the best way to approach a journalist with my story?

%0D15.    What do I say once I have a journalist on the phone?

%0D16.    How do I get on radio?

%0D17.    How to I get on TV?

%0D18.    How do I write stuff for magazines?

%0D19.    What is the difference between news and features?

%0D20.   How can I measure how successful my PR has been?



 %0D%0DIf you would like a copy of the article once written, please let me know.



 %0D%0DMany thanks in advance for your help.



 %0D%0DSue
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