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Yes Group Notes – June 27th 2011 – Eric Edmeades

I am very pleased to open this record of the evening by saying there were OVER THIRTY participants at this event, a demonstration of just how popular Eric is.

We opened with a few routine introductions from new guests, including Martin Harris of Smileytalk Limited; Sue Hari, a habit-breaking NLP coach; John, Leila, Nakista, Jamie Allen, Mirishad, Sylvia, Mark Coker of Yes Group Essex, and Linda “I’m with Mark”. 

(I have to apologise for any mis-spelled names, but it was a BUSY night!)

One share related how a book called “12 Stages of Healing” helped a relative through a severe injury, so here it is:



Another lady related how she had recently started working with people who had entered the Special Olympics – as a result of which she had made big personal steps addressing issues which, until she realised how much special Olympians could achieve, had seemed insurmountable,. (My garden’s finished, too!)

Climbing Mount Improbable was the title of tonight’s presentation by an old friend ERIC EDMEADES!

[image: image4.wmf]From his website – “As a successful entrepreneur and a sought-after business consultant, Eric provides useful, entertaining and educational talks about business and entrepreneurship for all levels from start-ups to turnarounds.

Eric is one of a rare breed of business speakers -- he has genuine business experience and success under his belt. Eric’s first venture was a mobile computing company that he started in his living room with only a few thousand dollars. Nine years later he had parlayed his home-based business into an industry leading supplier of mobile data capture equipment and wireless networking systems. In 2006 he sold a majority interest in the company and retired from the IT sector.
After three years as a professional international speaker Eric re-entered the world of entrepreneurship by acquiring Kerner Optical, a special effects shop that was originally part of George Lucas’ legendary Industrial Light and Magic.
Eric has a big background in personal development experiences, having spent time with Tony Robbins, Zig Ziglar and seen here, with Brian Tracy.
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Eric has since founded additional companies including Kerner 3D Technologies, a leading provider of 3D imaging systems for television and feature film production and Kernerworks, a specialist problem-solving shop that undertakes advanced prototyping and applied research projects for the US government.”

At the time he attended our evening, Eric was on a UK tour of old and new Yes Groups, and we appeared to be fairly high on the list. Eric explained that Cardiff held a special place in his heart because Cardiff was where he initially began his Yes Group experiences. He described our events, guests and participants as ‘Quality’. Works for me - thanks Eric!
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He compared himself to US Vide-presidential Candidate Sarah Palin, in that since she understands Russian politics ‘cos she can see them from Alaska, he is Welsh because he could see it from Weston-Super-Mare, where he started out his journey to success. He started with an internet based magazine in 1994 which he sent to 10 friends - in the days when knowing 10 people who had e-mail facilities was an achievement in itself! Two years later, he had 70,000 readers. His first experience of a Yes Group was in London, which was a big event but with little in the way of the networking and more social atmosphere Cardiff can provide. After attending Cardiff, he went off and set up Bristol’s Group!

Eric had started his journey with Zig Ziglar’s teachings, then he moved to what he described as a ‘whole new level’ with Tony Robbins. At 22 Eric decided that he, too, wanted to be a public speaker. Trouble was – he was petrified of speaking in public!

He felt about himself how he felt about a friend of his who had decided to be a life coach. This friend described his role as an advisor on financial success (he was broke), weight loss (he was fat) and relationships (he was alone). Eric did not want to feel that way!

He decided that the best way to learn his craft was to read, so he started reading a book a week, for two years – enough to get an MBA if he’d tried!

He then told us of his working history, but it culminated in the fact that one day he set a goal of being in the movie business, and by accident, he found that he was when he was making a speech and looked behind at his own slide - a Dream Board – to see that he had written hat goal down and forgotten about it, only to find that he’d done it!

He told us how George Lucas had moved Industrial Light and Magic away from mainstream Hollywood because he valued his privacy, and he sold it some time ago. Eric had bought part of the ILM company, his part being Kerner Optical – “and now I get to blow things up all day!” The company has been involved in a few small films – Terminator Salvation, Transformers 3, Pirates of the Caribbean 4, and so on. 

He described how one day at work he’d opened a box to find the Ark of the Covenant) from Indiana Jones; and on another day, the Carbonite tablet imprisoning Han Solo from Empire Strikes Back. A job for the Boys!




Part of what Eric has been involved in is discovering, “What’s going to replace us?” and the rationale was based on the sudden demise of vinyl records to the benefit of the CD industry, a death (of vinyl) that really only took a few months. Considering that digital SFX have partly replaced ‘old-style’ effects, Eric started to look at where the company may have to go to stay alive (not that there was a problem, but great companies adapt early, while former great companies adapt so slowly they die – Polaroid nearly went that way, as did Xerox until they woke up).

Eric described some of the diverse projects that his company now deals with, but if I print details I may be sought after my men in black suits, so no more detail here! But suffice to say that Kerner is saving lives in a theatre. And I don’t mean the Palladium. 

Eric then led us in The Entrepreneur Game, where people remained standing if there answer to the following questions, in order, was Yes. 

Does your business

1. Pay you as much as you’d earn if employed. 

2. Let you work 55 hours a week or less.

3. Let you take 4 weeks or more leave a year.

4. Let you lead a stress free life.

5. If you were given an opportunity to take a trip tomorrow and leave everything safely – could you?

6. If you could take a long sabbatical, with a week to prepare and some contact maintained with ‘home’, but the business MUST grow – could you go?

7. Could you sell your business tomorrow?

8. Do you want to?

Three remained standing (with conditional Yesses to the last question) at the end.

Eric said, “If you have a business you WANT to sell, you probably can’t. If you have a business you LOVE – you don’t want to!”

Eric’s next question was, “What would have to happen for YOU to win the game?” The answer was the distinction you have to make about your business. There are 2 factors at play here – External (those that happen TO you) and Internal (those that happen BY you).

So the next question is “What do I have to do to make X happen?” If you have that answer, you’re on your way.

So - What do YOU want?

Next part; Eric enquired whether there was greater job security in being your own boss, or being employed. The answer used to be employed, but given the current climate there is no such thing as a free lunch whatever your situation. (Having just had my own situation radically changed, I am taking this as an opportunity, not a problem!)

“You are still an entrepreneur if you are employed – you’re just selling your time. Give more value per hour for that wage and you will be the on retained.”

He also spoke of the differences between the US and the UK.

“In the US we let people go or we lay them off. In the UK you make them REDUNDANT!” Talk about transformational vocabulary and the power of words……….

So – be an entrepreneur!

Eric then went into the 5 Ps of entrepreneurialism and business.

First, you need PASSION. Passion not only for the work, but also for the people involved. Eric spoke of ALL the people you interact with, which includes customers, suppliers, you, employees – everyone. In Weston, Eric found that while he still had passion for the people he worked with, he had lost his passion for the work, so he sold up. You need passion for BOTH to be successful.

The reason this talk was called Climbing Mount Improbable was based on a Darwinian concept that evolution was the result of a whole series of improbabilities all coming around to the position that evolution happened.

“Without the fast antelope, there would be no fast Cheetahs.” There is a flower that can only be pollenated by one particular bee, so if the bee dies out, so does the flower – and vice versa. The improbability of anything succeeding is therefore high – yet these events still happen. It is for us to decide to climb that mountain and make the improbable come to pass. Be warned – detraction and excuses make the success improbable, so deny them the opportunity to obstruct your success.

“It is possible to do the improbable – surpass your own expectations of yourself.”

Next P is PREPARATION. Preparation reduces execution time. 

Eric spoke of how he had come to the UK and had some barcode scanners to repair. He needed a cordless screwdriver, but being from Canada did not know where to get one. In the Canadian shopping experience you could pretty much go anywhere to get anything, but in the UK he did not know where to go – and that caused panic. Then someone introduced him to Argos, and there he found what he would have expected it find back home. Instantly, he now know where to go to get anything he wanted, and the panic was over – he was no ‘prepared’ for future challenges.

“When you don’t know, pressures stack up. When you are prepared, there is no stress. So plan your enterprises, and what you don’t know, find out the answers early. Find out yourself, or through the next P.

PEOPLE. People would have known where to get the screwdriver. 

Know who you’re dealing with. When Eric bought Kerner he had a bad experience because of people, and learned that while documentation does tell a story, it doesn’t tell the whole tale. Know the people you deal with so that you know whether you actually want to deal with them. (This lesson cost $1,000,000, and you just had it for free!)

There are 4 types of people you need to deal with in business:

1. Staff – people who work for you.

2. Customers – people you need to impress so you can make money.

3. Suppliers – people you need to impress so you can SAVE money!

4. “Family” – these are people you work with who are so close that they are like family. We all know them if we have a good working experience.
Eric has found people who have gone on to become ‘family’ in this context, and the result he gets as a consequence of those relationships is well worth the wait to find them.

Incidentally, people who complain can be great sources of feedback. In the US the culture is ‘every complaint is a gift’ because that feedback identifies gaps in customer expectations that, once filled, keep that customer and gains others. In the UK, the culture is generally, “So what?” although that is changing slowly.

Show your people that you care – bust a gut to address failures in service provision and failing relationships. The cost will be repaid exponentially, more often than not. Remember, “How you treat staff is how they treat clients, so if you find a staff member treating a customer poorly, look to your own behaviour for the solution.”

Send letters to creditors about late payments before they send you letters about debts. Eric’s experience is that when you do this, suppliers appreciate being told about delays so that they can manage their affairs properly. Staff then don’t have to deal with irate creditors, and it actually resulted in repeat business!

We moved on, then, to PROCEDURES and PROCESSES. 

We all have to deal with jobs we hate – but there are people out there who LOVE those jobs. Find them and they will create a procedure for Eating your Frogs better than you ever would have. For your own part, find something you LOVE to do and focus your time on doing that. Get paid money for doing what you would do for free if you didn’t need cash. Let other people do the same – pay your Frog Eaters!

You get more attractive (in a Law of Attraction sense) when you get paid for doing what you love.

Finally, we talked about PROMOTION. This is marketing, and it starts even before the concept of your business is even a glimmer in your imagination. You need to identify your market first, before you consider what and how you are going to sell.

Eric asked a few participants “What do you do/” and made the point that you don’t engage someone by just responding with a bland job title. “I’m a life coach” is nowhere near as engaging as “I help people to enjoy life in a meaningful, ethical and successful way.” That grabs attention and the next question, which is where the potential customers get snagged. Eric explained that when you start speaking, people tend to ‘guess’ the next bit, and as a result some of your potential audience will get ‘filtered out’ because they make assumptions and you lose their attention. Making more spectacular claims makes these people want more, so you keep them engaged. (This is an NLP construct, so use it!)

Then, Eric added an Extra, a Staff Evaluation Tool.

Study this matrix. Energy in this context means a positive attitude, not extreme fitness. Ask – which is the most dangerous employee?

	A

Positive

Low Productivity
	B

Positive

High Productivity

	C

Negative

Low Productivity


	D

Negative

High Productivity



Energy


         



Productivity

If you said B, you’d be wrong. It is C. C may be productive but he brings everyone down because he has a poor attitude – and makes sure everyone else knows it.

Eric had a C who produced marvellous results, and three Bs, who were positive people but produced average results. When he took some advice on the above basis, he let C go – and the three Bs, who had hitherto been dragged back by the C, improved their productivity exponentially once the deadweight had gone.

Eric’s next question was – “What would have to happen to keep you in the A box?”, and he enquired of a participant what would have to happen. It was good food for thought – what would have to happen to keep you positive and producing? Finding that out could change your working environment.


If you acknowledge and work towards ‘above the line’ behaviour, you create an ‘above the line’ culture.

In conclusion, Eric said each decision you make takes you TOWARDS your goal or AWAY from it. What decision will you make when asked?

He described how 1/3 of Kilimanjaro climbers make it (66% at See You at the Top), and those that do have guides to help them.

Do you have a guide?
And after a few questions from the floor, at 10pm Eric paused for breath and Ken Abram thanked him, as did the audience, for another excellent night’s work. 

Next Meeting: 5th September 2011, “The Real King’s Speech” by Neil Bakewell. For an idea of what it will be about, go to http://www.neilbakewell.com/index.htm. I’ll be there!

PS – see next page for a bit Eric added that just didn’t quite fit anywhere else!


Eric went off on a tangent here.


He used to run a project/seminar called See You at the Top, where participants would go on a 2 week development workshop. In the first week they’d climb Mt Kilimanjaro and learn, and in the second they’d build a school in Tanzania. This resulted from Eric doing the same thing on his own behalf. He said in the UK kids won’t go to school – in Tanzania they desperately seek the same opportunity! Yes Group London is considering restarting this project. Contact �HYPERLINK "mailto:admin@yesgroup.org.uk"�admin@yesgroup.org.uk� or call on 07043 013711 to see if there is a space for you.








In the UK, tell someone you’re a Hypnotherapist and they switch off. In the US they switch ON. 


In the US it is completely the other way around – hypnotherapists rule, while NLP is doubted.


Weird. 





Finally, Eric discussed State Management as a tool to make life better, with a focus on Nutrition as a Bio-Chemical primer. When you eat badly you cannot manage your state, or you find it easier not to. He and his partner, who don’t eat sugar, once took part in a ‘gluttony day, as suggested by the author of The 4-Hour Work Week, Timothy Ferriss. They ate sugar and by 4pm were at each other’s throats. Okay, slight exaggeration but not that far from the truth.


So watch your nutrition, manage your state, and improve your life.


Eric described how he used state management to overcome fear of public speaking, by studying under the NLP founder Richard Bandler, and how he helped other people overcome fear of falling using the same techniques at a Topher Morrison event, when they got people to stunt-dive from 35 feet onto an appropriate facility. Eric’s original thoughts were ‘not in a million years’ to ‘easy!”, and 30 plus other participants felt the same. Talking to yourself in a positive way can change your state – and your results!





There are four service-to-market methods in business.


Wide Service to a Narrow Market – e.g. where I can supply Yes Group members with all the needs they could possibly have. I am their sole supplier for everything.


Narrow Service to a Wide Market – e.g. where I am the only possible supplier of PD widgets to the world.


Narrow Service to a Narrow Market – for example, a dentist serving a localised community.


Wide Service to a Wide Market – this is an attempt to provide all things to all people. A recipe for success because you diversify to the degree you can’t provide good service any more, and you fail. (Make you wonder about Woolworths, doesn’t it?)
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