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Important notices:

i Redbeech is a trading name of Redbeech Limited.

ii. Some of the information contained herein is proprietary to, CLIENT. This information is to be used pursuant to
company instruction. Therefore this training manual and accompanying documentation and software is subject
to, CLIENT™ security rules that apply to documents marked as such (irrespective of language, typeface or text
size and colour used in such marking.)

iii. Whilst every commercial endeavour has been made to ensure the accuracy of this training and notes,
Redbeech Limited, CLIENT™, or any other party mentioned or alluded to in the course of this training, shall not
be held liable for any eventuality arising either directly or indirectly from any inaccuracies that may
inadvertently be contained herein.

iv. All trade marks and brand names contained herein are recognised as belonging to and being the property of
their respective organisations, and as such are exempt from any Redbeech Limited copyright or other
restrictions that may be applied to these notes. All logos trade marks, and company names that may be used
herein are, and remain, the property of their recognised owners. This does not affect Redbeech Limited,
CLIENT™, or any other relevant parties copyright restrictions that may apply.

V. Material contained herein that is proprietary to CLIENT, is exempt from Redbeech Limited copyright notices
applying to this document. This does not affect CLIENT copyright restrictions that may also apply.
Vi. This documentation is issued for training purposes only, and is not subject to reissue or updating after delivery.

Please refer to the appropriate sources of information within CLIENT for authoritative updates.

Redbeech Limited
Beechcroft, Shepherd’s Lane, Bicton Shrewsbury SY3 8BT
Tel: 0870 114 9292 . Fax: 0870 114 9180 .

E-Mail: Sales@Redbeech.co.uk
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GROWING THE HEART IN BUSINESS

Be Engaging - Sell MORE

for

WIRE

23 April 2009

Presenter: Norman Smyrell

é@ Head Noise

What is it ?

- Thoughts, unbidden, which flood the mind
moment to moment

- Sometimes confused with ‘thinking’
- The greatest enemy to FOCUS

é@ Head Noise

Clearing the Deck:

Why Use it:
- To enable you to think clearly about the task in
hand or the conversations you are about to have.
- Be more successful, creative, when problem solving
- Use time more effectively - increase productivity

Be Engaging
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5@ Head Noise

Clearing the Deck:

How to do it:
- Set up the physical space
- Write down 3 key issues in your thoughts

* “Whats'’s in the background for me” for the first
* “What else is in the background for me” for the next two

Put the issue aside after attaching an emotion to it
- Then take a deep breath to move the issues aside.

@5 Min

You are now Present and Ready to Go !

Fears & Zones

Fears - Prevent growth -
e Be careful out there - You can't handle it : -
Fears - Restrict achievement

e Stick to what you know (comfort zone)

Fears - Have potential to cause:

PAIN
PARALYSIS
DEPRESSION

Fears & Zones

Mind Re-education to replace

FEARS

With
FREEDOM

Strength, love
and
enjoyment in all good things

Be Engaging
Issued for training purposes only Page 3 - 9 Issue 1.0 . Auth Norman Smyrell



L
)

=

y

B=ccn
© Redbeech Limited 2009 Be Engaging
Fears & Zones
Fear will never go away so: @
e Recognise and confront it with changegz?
e Push through to build self confidence
e Take Action...
emotion
will follow
Fears & Zones
Do it anyway @
Comfort Zone
Avoid life short-circuits
Whatever happens - you CAN handle it
o9 N
- What are you Thinking
Beliefs are:
Formed as soon as a person is born. They provide a
system that explains who you think you are.
Reflected in Action
Rooted in the Heart
Stand firm when challenged
Be Engaging
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What are you Thinking

B

The Law of sowing & reaping

Accepting a belief reaps a thought
Sowing a thought reaps an attitude
Sowing an attitude reaps an action
Sowing an action reaps a habit
Sowing a habit reaps a character
Sowing a character reaps a destiny

Successful people know that
Beliefs define Destiny

] .
o What are you Thinkin
N / J

Changing Beliefs:

Self-Talk - Pain to Empower

I can't ... I won't

It's not my fault I'm totally responsible
It's a problem To It's an opportunity

1 hope 1 know

1T only Next time

What will 1 do I know I can handle it

] .
o What are you Thinkin
N / J

Changing Beliefs:

Self-Image - Pain to Empower

I'm Ugly, fat Its OK to be !!

Not tall, small enough What's in my heart
I don't matter To I am important
I've no right ... I have the right
I'm worthless I am of high worth

Pain to Empower @ )
'\+)) 5 Min

Be Engaging
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0% -
% What are you Thinking
How to Develop Belief:
1. Think Success, don't think Failure
2. Never sell yourself short
3. Believe BiQ
4. Plan your Personal Development, Growth
Belief Choices 5 Min
) -
% What are you Thinking
Strongly Believe ‘1 can Do it’
and the
‘How to do it’ develops
First Believe in Yourself, Believe you CAN
Ready Fire Aim !
“The greatest danger for most of us is
not that our aim is too high and we miss it.
But is too low and we reach it”
Michelangelo (1475 - 1564)
“If you shoot for the moon ... and miss ... you
still land among the stars!"”
Unknown
“Doing it is doing it. Not just talking about it”
David Mathews (pastor and author)
Be Engaging
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Ready Fire Aim !
Aétion (Fire) triggers success

- Demonstrates a serious intent to others.
- People pay attention
- You learn from the experiences

- You gain feedback which if used positively creates
improved success

Action separates Winners from Losers

Ready Fire Aim !

Successful people are action oriented

- Once they develop a plan they start

- They get forward motion anyway possible
- They build momentum

- Are prepared to make mistakes and adjust

Ready Fire Aim !

Improving “Aim”

- Willing to give attention to Feedback
-Testing that what your doing is working

- Do more of what works

- Be “open” teachable and learn

- Experiment to get better results

- Pay attention to Results - They don't Lie

Be Engaging
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Summary

If you can dream it.. You can do it
Always remember that this whole thing started
With a dream and a mouse

Walt Disney
P
-~
red

GROWING THE HEART IN BUSINESS

We run workshops and
coaching so you can be the
success you always

dreamed of

Thank-You

Business cards available at the front
www.redbeech.co.uk
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Clear the Deck - Focus exercise

Issue What's in the background Emotion

1

2

3

Step 1 - Set up the physical space

Step 2 - Write down 3 key issues in your thoughts
Step 3 - Put the issue aside after attaching an emotion to it
Step 4 - Take a deep breath to move the issue aside

Pain / Empower - Word / Attitude change exercise

Pain Empower
I can't I won't
I should I could

It's not my fault

I'm totally responsible

It's a problem

It's an opportunity

Life's a struggle

Life's an adventure

I hope

1 know

1T only

Next time

What will 1 do?

I know I can handle it

Belief Choices - exercise

Old belief

New belief

Example - 1 am only useful to others when
I do what they ask

Example - 1 am a high value person with
valid opinions that others respect

1

The New belief MUST not be the inverse of the OLD one.
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