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Monthly Meditation

Grab the energy

You cannot see or touch 
or be shoved into a ditch 
by disappointment. Its 
power is only what you 
make of it, only what 
you allow it to be.

So make of each 
disappointment the very 
best you possibly can. 
When disappointment 
comes, take control of it 
rather than allowing it to 
take control of you.

The seeds of great 
achievements are often 
planted in the midst of 
tragic disappointments. 
There is a raw energy in 
every disappointment 
that can be focused in 
any direction you 
choose. It can bring you 
way, way down if you let 
it. Or you can grab hold 
of that energy and ride it 
steadily upward toward 
whatever goal you seek.

Even when the results 
you achieve are not the 
results you were after, 
you've nonetheless 
taken a significant step 
forward. You have, after 
all, achieved results. 
Getting the results you 
desire then becomes a 
matter of making 
experienced adjustments 
to your approach. Grab 
the energy, the 
knowledge and the 
experience of each 
disappointment to lead 
you surely, steadily and 
successfully toward 
where you wish to go. 

Ralph S. Marston, Jr
Used by permission.

 

 
Definition of Coaching

Coaching is a powerful 
relationship for people 
who are making 
important changes in 
their lives. 

Thanks to:
Co-Active Coaching

 
Inspirational 
Quotations

"Be not afraid of life. 
Believe that life is worth 
living and your belief will 
help create the fact." 

-- William James

"If you believe in what 
you are doing, then let 
nothing hold you up in 
your work. Much of the 
best work of the world 
has been done against 
seeming impossibilities. 
The thing is to get the 
work done." 

-- Dale Carnegie

Good public speakers are 
not born, it is a skill to 
be learned like any 
other. 

Fail to plan, and you 
plan to fail. 

Think about the 
audiences agenda

- WIIFM (what's in it for 
me)?

A speech can be easily 
broken down if speakers 
learn how to

- tell the audience what 
you're going to tell them 
(beginning)

- tell them what they 
need to know (middle)

- tell them what you've 
told them (end). 

 
Positive Daily Actions

Give a Smile
Close your eyes and 
recall a recent event that 
gave you pleasure. 

Anything you like…a joke 
you heard, a child who 
smiled at you, a moment 
of success. 

Try to visualise all the 
details: where you were 
standing or sitting, who 
was talking, the sound of 
their voice, the mood 
you were in at the time. 
Then see if that doesn't 
trigger a smile. 

Can you feel the crow's 
feet at the corner of 
your eyes? (That's a 
good thing, by the way, 
whatever age you are.) 
Can you feel a genuine 
smile? Do you feel 
better, happier, and 
more able to enjoy your 
day? 

There is plenty of 
evidence that smiles 
spread happiness. Smile 
at someone else, and 
they will usually smile 
back. So put in a little 
more joy in your smile. 

Smile at other people - 
people you work with, 
the man you buy your 
newspaper from, or the 
person selling tickets, 
and give a little more of 
yourself when you smile 
next time … and the 
next. 

John Hosken 
johnhosken.co.uk

 

Ice Breakers

Try adding some 
innocent humour to your 
group presentations: get 
the group off to an 
energetic start by saying 
they have thirty seconds 
to introduce themselves 
to every person in the 
room (need to adapt if it 
is a big group!) and to 
tell them what their 
favourite fluffy animal is, 
and why!

Are you brave enough to 
try it with a group of 
suited directors? 

You will be surprised 
what animals suddenly 
become woolly! 

Milly Shand

 

Offers & Useful 
Information 

Parking at Airports!!!

Have you ever returned 
from your holiday to face 
a large bill for airport 
parking? 

If you book before you 
go rather than just turn 
up you can save up to 
half the cost.

airport-parking
-shop.co.uk

 

Great Coaching 
Questions

"How can you stay 
positive through this?"

To be asked when a 
client is facing up to 
something, or someone, 
difficult, in order to 
progress towards their 
goal. 

Michael Duffy

 
Acronym

●     Singing
●     Praises
●     Endlessly
●     Assures
●     Kids

 
Thought of the month

You're simply the 
best.

You blow my mind. 

We're all in total awe.

How you hold together 
under pressure.

How you face up to your 
challenges. 

And your rebound ability 
totally rocks. 

You're driven, persistent 
and strong. 

Playful, silly, fun. 

Compassionate, 
sympathetic, 
understanding.

You're just plain 
unstoppable.

And you always have 
time for others.

What a package. 

Mike Dooley

 
Word of the month

belie   \bih-LYE\

to give a false 
impression of 

to present an 
appearance not in 
agreement with

to show (something) to 
be false or wrong 

to run counter to : 
contradict : disguise 

 
Humour

Golf

In golf as in life, it's the 
follow through that 
makes the difference. 

Golf is an easy game... 
it's just hard to play. 

Real golfers don't cry 
when they line up their 
fourth putt.

Golf is a game where the 
ball lies poorly, and the 
players well. 

Real golfers know how to 
count over five, when 
they have a bad hole. 

Real golfers don't miss 
putts, they get robbed. 

 
Features in 
forthcoming 
newsletters
August 
Different Cultures - 
Different Coaching?

September
Coaching - It's Image 
and It's Future

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

 
Please don't forget to 
promote the ECI to 
like-minded friends 
and clients by 
forwarding them a 
copy. 
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Copyright 

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

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

 
Disclaimer 

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

Coaching Top Tip

There is an old saying along the lines that, 'When you are up to 
your neck in alligators, it can be difficult to remember that your 
task was to drain the swamp!'

Effective coaching is results based and that means that the 
results have to be quantified and qualified, otherwise you have 
no way of knowing when you have completed the task. 

So, this month, consider your techniques for being clear about 
what you want the coaching to achieve, remembering that it is 
crucial to set clear outcomes at the earliest possible stage.

Then focus on what has actually been achieved after each 
session - what have you or your client done differently as a 
result? You can apply similar principles to any project that you 
undertake by asking, 'What is the prime objective?' and 'How 
will I know when it is reached?' And, unless you know what 
your task is, stay away from alligator inhabited swamps! 

 Curly Martin 
www.achievementspecialists.co.uk

© 2007 Curly Martin.  All Rights Reserved
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Editor's Letter

 

Motivational speaking, or any type of public speaking, must be 
one of the most challenging things one can do. One speaker I 
happen to know remembers her first time speaking to a live 
audience. The prospect made her physically sick for days before 
the event. Fortunately a good Coach came to her rescue and 
helped her through it!!

This month's offerings will hopefully provide some insight, and 
guidance, into the world of Motivational Speaking. Reading 
through them helped me understand, how much good 
preparation plays, in the successful outcome of a public 
speaking engagement. 

What are your thoughts? 

Are you a public speaker? 

Can you dazzle the world with eloquent speeches on a range of 
subjects?

Let us know what you think makes a Motivational Speaker 
worth listening to! 

Michael

Michael Duffy, Assoc
Newsletter Editor 

editor-newsletters@the-eci.org

  

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

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

2. Got a Question? 

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

3. Feedback 

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

4. How about working with our team?

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

return to index

ECI - Some of the Benefits
 

Get Known Now

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

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

Curious who the 21 coaches are? 

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

Go to the specific ECI website page for details. 

Professional Indemnity Insurance 

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

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

omission)
●     Libel or Slander

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

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

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

Go to the specific ECI website page for details. 

Coaching Hours Log

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

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

Continuing Professional Development 

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

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

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
Next course running on 
   Saturday 30 Sept & Sunday 1 Oct 2006.

●     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/

A Short Guide to Effective Public Speaking
By Stephen Boyd

Delivering an effective presentation to 20 or to 200 people is 
difficult. Since the internet became commonplace, audiences 
expect more content from speakers. In addition, because of the 
entertainment slant of most media today, audiences want a 
presentation delivered with animation, humour, and sparkle.

Begin with something to get the attention of the audience. This 
might be a startling statement, statistic, or thought provoking 
question, or a funny story about yourself. Whatever technique 
you use, engage your audience and you are on your way to 
delivering a successful and memorable speech.

Secondly, be energetic in delivery. Speak with variety in your 
voice. Slow down for a dramatic point and speed up to show 
excitement. Pause occasionally for effect. Don't just stand 
behind the lectern, but move a step away to make a point. 
When you are encouraging your audience, take a step toward 
them. Gesture to show how big or wide or tall or small an 
object is that you are describing. Demonstrate how something 
works or looks or moves as you tell about it. Show facial 
expression as you speak. Whatever your movements, they 
should have purpose.

Structure your speech. Don't have more than two or three main 
points, and preview in the beginning what those points will be. 
With each point, have two or three pieces of support, such as 
examples, definitions, testimony, or statistics. 

Tie your points together with transitions. These could be 
signposts such as "First," "Second," or "Finally." Use an internal 
summary by simply including the point you just made and 
telling what you plan to talk about next. "Now that we have 
talked about structure, let's move on to the use of stories", 
would be an example. When you have an introduction, two or 
three main points with support for each, appropriate 
transitions, and a conclusion, you will have your speech 
organized in a way that the audience will follow easily.

Tell your own story somewhere in the presentation - especially 
in a technical presentation. Include a personal experience that 
connects to your speech content, and the audience will connect 
with you. You want to help the audience link emotionally with 
what you are talking about and sharing personal experience 
does that. When you tell the story, simply start at the 
beginning and move chronologically through the narrative, 
including answers to the "W" questions: "Who," What, "When," 
"Why," and "Where." 

To add interest and understanding to your speech, include a 
visual aid. Visual aids are important when you want your 
audience to understand a process or concept or understand a 
financial goal. Line graphs are best for trends. Bar graphs are 
best for comparisons and pie graphs are best for showing 
distribution of percentages.

A visual aid could be an object, a flip chart, a PowerPoint 
presentation, overhead projector slides, or a dry erase board. 
Whatever you use, make sure everyone can see it. The best 
way to ensure this is to put the visual where you will be 
speaking, and then find the seat farthest from it and determine 
if you can read it from that seat. Introduce the visual properly 
rather than simply throwing it at your audience; explain what it 
will do before you unveil it. Don't allow the visual to become a 
silent demonstration, but keep talking as you show it. You are 
the main event and the visual is an aid. Look at your audience, 
not at the visual. When it is not in use, hide it from the 
audience. Humans are curious, and will tend to keep looking at 
the object and may lose track of the speaker-you!

If you are delivering a persuasive speech, in addition to your 
own stories include testimony of experts whom to reinforce 
your points. Add a key statistic when possible to show the 
seriousness of what you are saying. For example, if I were 
discussing the need for improved listening to provide better 
customer service, I might add that although we spend half of 
our communication time in listening, our listening efficiency is 
only about 25%. Stories, testimony, and statistics add depth to 
your evidence.

Look at the audience as you speak. If it is a small audience, you 
can look at each person in a short period of time. If it is a large 
audience, look at the audience in small "clumps" and move 
from one clump to another. Ensure good eye contact by looking 
at your audience before you start to speak. Go to the lectern, 
pause, smile, look at the audience, and then speak. 

Don't read your speech; use note cards that have key words on 
them. The word or phrase should trigger the thought in your 
mind and then you can speak it. If you are including a 
quotation or complex statistics, reading from your note card 
actually lends credibility. If you write out your speech you will 
tend to read it and lose eye contact with the audience, as well 
as not being as enthusiastic in delivery.

Include a "wow" factor in your speech. Something in your 
speech should make your audience think, "Wow!" It could be a 
story, a dramatic point, an unusual statistic, or an effective 
visual that helps the audience understand immediately. 

Consider using a touch of humour in your speech. Don't panic 
at this suggestion; you are not becoming a comedian but rather 
lightening up a serious speech so that people will be more 
accepting and interested in your ideas. Humour will help you to 
be perceived as an amiable person, and it is hard for people to 
disagree or be bored if they are smiling at you. Until you have 
lots of experience, keep your humour short. Perhaps inject a 
one-liner or a quotation. Don't poke fun at your audience; you 
should be the object of any shortcoming, showing that you can 
laugh at yourself. Avoid long stories or jokes. Probably the least 
risky use of humour is a cartoon. The cartoon is separate from 
you and if people don't laugh, you don't feel responsible. (Be 
sure to secure permission to use it.)

Finally, leave the audience with something to think about. 
People remember best what you say last. You might summarize 
your main points, or you might complete the statement, "What 
I want you to do as a result of this presentation is...." But 
beyond that, make your last words a thought to ponder. For 
example, I might end a speech on becoming a better speaker 
with "As Cicero said centuries ago, 'The skill to do comes with 
the doing.'"

A more modern guide to effective public speaking was penned 
by some unknown sage: "Know your stuff. Know whom you are 
stuffing. Know when they are stuffed."

Developing public speaking skills is a life-long experience. But 
the points discussed here will get you started in becoming the 
speaker you want to be and the speaker your audience wants 
to hear. 

 Stephen Boyd
www.sboyd.com

© 2007 Stephen Boyd.  All Rights Reserved
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The Art of Speaking: 
Winning the Mental Game of Presenting
By Bill Cole

How many of your speeches could be considered artistic? Do 
your audiences view you as an expert speaker? What would you 
have to do to boost your speaking to the next level?

Highly experienced speakers not only know their subject, they 
know themselves, their audiences and their craft. They know 
how to write, stage and organise winning presentations that 
engage the audience at all levels.

To improve your public speaking, take any of these 13 tips on 
as a project, and watch your skills grow. 

1.  Go beyond telling your audience about your subject. Be 
passionate and become engaged with your subject.

2.  Demonstrate your credibility and your right to be on the 
platform by recounting your experiences as an expert and 
how you solved problems and helped people and 
organisations.

3.  Customise your material for each audience so they know 
absolutely that you are there for them.

4.  Refine your voice control and turn your throat into a 
musical instrument your audiences love to listen to at 
length.

5.  Speak from your heart and touch the hearts of your 
audience. Take risks by being vulnerable, imperfect and 
your audience will see you as a real human being, as one 
of them, not just as "the speaker".

6.  Speak the truth and your audience will respond. Avoid any 
inconsistencies or incongruences between your "real life" 
and your "platform life".

7.  Tell more stories and give fewer statistics. Reduce the 
PowerPoint and get more personal and people will respond 
eagerly.

8.  Connect with your audience, one person at a time. Begin 
the personal touch before you take the stage by "being 
with" people in the audience, not "talking at" them.

9.  Have fun as you speak and so will your audience. To get in 
the fun mode, stop focusing on yourself, and instead be 
audience-centred.

10.  Respect your audiences and they will respect you. Never 
insult or disrespect anyone in your audiences. Show your 
regard for everyone.

11.  Stop writing your speeches and start living them. Find your 
best material from your travels, your work, your friends, 
your family and the real world around you.

12.  Create multi-media presentations to engage people the 
way they know - with modern media. Coordinate your talk 
points with particular moments in your media show.

13.  Create and deliver your talk from the A-V-K matrix. This 
means your talk should be approximately 25% auditory, 
with 45% visual and 30% kinaesthetic. You want to speak 
to everyone's learning styles.

Now you have a better idea how expert speakers make it look 
so easy. The hard work is in the preparation and in the crafting 
of the message. Enjoy your journey in the speaking world and 
you will reap the many benefits of this exciting calling.

For a comprehensive overview of your abilities as a speaker you 
need an assessment instrument that identifies your complete 
strengths and weaknesses. For a free, easy-to-take 65-item 
presentation assessment tool you can score right on the spot, 
click here. 

You can use this as a guide in creating your own presentation 
coaching program, or as the basis for a coaching program you 
undertake with Bill Cole, MS, MA.

 Bill Cole, MS, MA

© 2007 Bill Cole.  All Rights Reserved
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Recommended Reading

Secrets of Successful Speakers: 
How You Can Motivate, Captivate and Persuade
by Lilly Walters 

Simply one of the best books around on 
Motivational 
Speaking.                                       

© 2007 www.amazon.co.uk 

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.

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

articles-newsletters@the-eci.org

 

The ECI
A force for good in coaching!

The ECI P.O. Box 407, Ashford, TN24 8WS, UK
www.europeancoachinginstitute.org      newsletters@the-eci.org
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