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Cardiff Yes Group Meeting  Notes 5th May 2008
A well attended meeting welcomed 12 new members to the group. The prospect of an enlightening evening in the company of Mark Moynihan and Eric Edmeades was clearly testament to Ken Abram’s marketing skills.

First to speak was Mark Moynihan, a full time police officer, who presented on a novel and exciting opportunity to generate residual income through a company called ‘The Utility Warehouse’ (T/A. Telecom Plus PLC). The company provides a range of utility services to residential and business customers with the convenience of having all charges itemised on one bill.

Mark explained how by signing up new customers to The Utility Warehouse products, he had been able to generate a substantial secondary and residual income by spending just a few hours a week for the last few years. Opportunities exist for new people to become involved in this incentivised scheme and additional information about the benefits can be obtained directly from Mark on 0800 2988 829.  

The second speaker of the evening, Eric Edmeades, was welcomed by all members, who had been eagerly awaiting his arrival/talk.

He opened his presentation with a quick and interesting game. He encouraged those members of the group who were currently self-employed and/or business owners to stand up. Participants were required to sit back down if they were unable to respond positively to the following series of questions. The winner would be the last person standing.

The questions were as follows:

1. “Do not earn as much as if you did the same job as an employee”.

2. “Do you give yourself as much holiday entitlement as you would have if you were an employee”. 

3. “Do you work more than 37hrs/week”

4. “Could you leave the country, immediately, for 10 days and your business would run smoothly without you”

5. “Could you leave the country in the morning for 6 months and your company would continue to grow and increase in profit”

With just one member remaining standing after this process, the ‘winner’ was asked whether they would be interested in selling their business. “No” was the reply. Eric’s demonstration provided a good reminder of the direction in which we should be growing and aiming our business.

Eric gave a detailed overview of his background and explained how he acquired significant financial success through the sale of his highly successful business. He began his career in Sales and moved from his native Canada to the UK in order to build a business for his employer at that time. Having heard one too many false promises of ‘big rewards’ for his efforts, Eric decided to leave his job, uncomfortable with the amount of power that his boss had over him. Shortly after, Eric found out that he was to become a father.

Eric decided to make use of the skills that he had acquired during his time in employment and went into business for himself in a similar industry. However, the early years were not rosy and the business generated debts of £300,000. At this time the Bank supporting Eric’s business became concerned and placed his company on the business ‘watch list’. This came as a significant warning to Eric and he decided to make changes to his business and turn things around before it was too late. Eighteen months later, Eric’s business had been transformed into a profit making machine and the bank were bending over backwards to support his business and tend to his every need.

He attributed this turn around to 6 important factors, which are outlined below.

1. “If you’re facing personal stress, switch off the media”

· Only listen to what feels good through your eyes and ears.

· Restrict the amount of negative information that you expose yourself too.

2. “Unlike the movies tell us, money does not equal all things bad”

· Change the inner beliefs that you hold consciously, or otherwise, of money (financial psychology)

· Example. In the movies, all superheroes are poor orphans and all bad guys are rich. Having or aspiring to wealth does not make you a bad person.

· Money simply allows you to be more of what you are.

3. Dealing with debt – Cascading debt repayment

· Eric presented a financial model of how years of debt repayment could be eliminated using a simple strategy for repayment. The example showed how a £150,000 mortgage could be paid off within 7 to 10 yrs.

4. Loose the ‘How?’

· Don’t feel limited by resources that you may or may not have.

· Understand the value of all the people around you in terms of knowledge, skills and experience.

· Eric highlighted how the trust and loyalty of his employees was a significant step in the growth of the business.

· Eric recommended documenting a procedure for anything within the business that is carried out more than once with reference to ISO9002. Doing this will enable you to move closer to being able to respond positively to Question 5 (above).

5. ‘Why are you in business’

· Eric attributed the 18 months of poor performance of his business to a poor reason for being in business. Initially Eric’s ‘why’ was to go into competition with and crush his ex-boss’s business. 

· However, it was a memorable vacation in Bali, which made Eric reconsider his ‘why’ for being in business.

· During his vacation, a large earthquake shook the island. Compelled by the scale, severity and tragedy of aftermath, Eric left his hotel in order to assist in the recovery effort. On his return to the UK, Eric was enriched by a purer ‘why’, which gave him the clarity and direction for his business to grow and flourish.

· Through this experience Eric learned that the only thing that truly has value in life is ‘your word’. 

· Eric highlighted the lack of a clear distinction between honesty and dishonesty in modern society and the lack of value in the phase ‘I promise’.

· Eric stressed how important it was for him not to make promises that he knew he couldn’t keep and initially cured this problem by never making promises.

· He later empowered himself to make promises to himself and keep them with the same level of integrity as if he had made them to other people.

6. ‘What does your ‘why’ mean to you on a deeper level’

· For example, above and beyond financial reward what feelings and emotions does being in business enrich you with.

· This is perhaps best appreciated in terms of what is your business doing for other people.

Eric finished his presentation by reinforcing that; “Being rich is not about your brains. It is about your mentality!”

His captivating talk received great applause and prompted many questions. Eric referred Yes group members to several websites, which explain more about Eric’s current projects and the techniques he utilises in his personal life and his business.

www.syatt.info

www.fqtest.org

More information about Eric’s future speaking engagements can be found via the Triumphant events website (www.ttl.net).
If you missed Eric you will have another opportunity to see him in Cardiff on 26th May 2008 visit http://www.XLNTEvents.com/UK/EricEdmeades for more details and to book.
We look forward to welcoming you to next month’s meeting 2nd June 2008 - Anthony Robbins Leadership Mastery, a Participants View with outstanding Speaker Noel Collins.

Thanks to Dr Cameron Hudson for these excellent notes.

Ken Abram
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