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Meeting Notes
Yes Group Cardiff Notes September 2008

Despite awful weather – you could not see Cardiff from the Hotel window – our friends assembled as usual in preparation for another evening’s education and entertainment, hosted by ‘Oor Ken’. 

This month, the evening finished with the shares, but for the sake of urgency I will mention the share we had, here.

Most of the people present had heard of the Seven Habits of Highly Effective People book, but only two had read it!!!!!! Never mind, help is at hand. The course that accompanies the book normally costs £1,500 for three days, BUT on the 30th of September, a chief facilitator of that course is presenting a 1-day edited version just off the M5 near BRISTOL for £35+VAT (£41.13), most of which is destined for charity. Book now and get download mp3 of personal development material - namely a complimentary 5 set Life Coaching CD set (MP3 version), you’ll get a 5 set CD programme called “Investing in You” AND you’ll get a 15 set CD programme called The Master Key System by Charles Hannel, which is another world famous programme – go on line to Google and check it out! 
(For details, go to http://www.championsclub.org.uk/covey/courses/day-courses.php). Book quickly!

The evening was to be filled by two speakers, Chris Matthewman and Dr Sue Bradley. Chris was to educate with his highly funny, comedic approach to relationships, while Sue was to speak on Wealth Dynamics. Now, if I have mastered the Microsoft Word document drawing system the notes should be good. If not, believe me the graphics were awesome!

Chris opened with his lesson on 

The Seven Stages of Successful Relationships.

These 7 stages take you from Meeting to Comfort – from the first day with stammering speech and sweaty palms, to the day when you can brush your teeth in the bathroom while your partner is having a pee nearby. They apply as much to a prospective spouse as to a work colleague or employee, albeit to differing degrees.

For this illustration Chris introduced us to Girlfriend Number 20 – Sophie Pardoe. (I did check last months’ notes and he is consistent with the numbers.) 

Stage 1: Initial Impression. We all give and take them and they are more important than we like to believe. They should always be memorable, in a good way if we can manage it.

Stage 2: Insecurities. Will (s)he like me? Am I good enough? Am I as good as his/her current/last boy/girlfriend? (Sense my awareness of diversity, there.) What if they find out I have a third nipple? DON’T let them hold you back!

Stage 3: Investigator. This is the stage where you try and find out more about your prospective partner/friend/colleague. Surveillance is okay unless you get seen. This is where you find yourself checking the cost/benefit of your investment. In Chris’s case, he stalked Sophie. Then he sent her an application form for the job of “Chris’s Girlfriend”, with a deadline for the return date. Suffice to say she was given the job.

Stage 4: Infatuation. This is when you have total focus on each other. The “You first’, “No, You First” telephone hanging-up conversation. At this stage you overlook any discrepancies between the ideal and actuality, although you should be careful about failing to see obvious problems because …..

Stage 5: Issues. These are not necessarily awful things, but they might drive you nuts if you let them. Lateness, interrupting, judging and comparing – you know the sort of thing. But then come the ………….

Stage 6: Inexcusables. These are the really BAD wrongs – cheating, stealing and standing in front of the TV during a Champions League penalty shoot-out. However, if we can forgive all these things and we wrok through them together we arrive at ……

Stage 7: Intimacy. Where you’ve gone through and coped with everything together for a long, long time, and it’s still good. 

Sophie married Chris and now he looks forward to the arguments over fashionable clothes, curfews, and so on. He concluded: “The most precious memories we ever have are those based on our relationships, and rarely those based on our experiences.”  www.chrismatthewman.com
Sage advice.

Immediately following Chris’s conclusion (thanks for another funny but profound seminar), Ken Abram introduced Dr Sue Barley, who was to educate us on Wealth Dynamics, or more precisely How Money Moves Around.

The source material for this presentation came from Roger Hamilton, whose mission is the worldwide abolition of poverty through entrepreneurship and giving back. He wants to do this in a way that traverses international boundaries and is free of politics.  For her own part, Sue is a scientist by ‘trade’, who discovered she was more interested in people than chemicals. As such she went into marketing, then sales, the coaching, training and consulting. She started her own business 6 years ago, and after a faltering start and then discovery of this material, things are going well. She found 1-1 coaching hard and less than profitable, and it was application of the following that made the difference.

Sue started by seeking a definition of ‘Wealth’ from us, and after ‘abundance’ and ‘cost not being a consideration when deciding what to do’ were offered, she asked “What if you had no money?” The answer was the true definition of wealth, in that if you still had what you needed to go out and get MORE money, you still had something. The answer, therefore, was that

Wealth = Value X Leverage.

Value is what YOU have that others want – skill, product or service. As long has you kept that, you had potential wealth because leverage (your ability to market the value) can be found. Without leverage, you still have value. 

So the next question was: “What do YOU have of value?” of course answers to that are individual, but the main thrust was that you need to have something that creates value for others at lesser cost to yourself. No point in giving away free services and starving; no point in charging so much you can’t sell. To further illustrate value, Sue offered her watch for sale. Eventually a bid of £20 was accepted, which meant that the watch was valued at MORE than £20 to the buyer, but less than that to others. 

Then we moved on to the concept of Flow. To use the water metaphor, to have ‘flow’ (i.e. being in the groove, as it were), you needed a channel (route), water (product) and a direction (vision). I suggested a slope, but I am not in business.

Money flows around us all the time. Why isn’t it flowing to you? Is one of those elements missing? Which one? 

Wealth Dynamics is based around the Chinese concept of the I-Ching, which states there are 5 core elements to life. They are Water, Wood, Fire, Earth, Metal. Picture them in a circle. (Here we go!!!)
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Note, too, that all must exist in balance with the others, and that there is a sense of flow, clockwise, around the diagram. These are all states of change, everything is in flux. In the West we live in a Cause-Effect mentality, whereas in the East there is a balance/flow mentality. The diagram shows the flux/flow in illustrative form.

For the sake of wealth dynamics:

Wood = Growth (Dynamo)

Fire = Blaze

Earth = Tempo

Metal =Steel

Water = Wizard (Spirit)

We are a composite of all of these elements. But if you can find your primary element you are some way to finding your route to wealth.

Another metaphor – consider wealth creation to be done in two ways. Use a butterfly net to catch butterflies, and you catch them one at a time, then pause while you empty your net. Or you can create a garden so that the butterflies come to you. Find your natural flow and attract your butterflies!

Now, put these concepts into diagrammatical form (putting Water/Vision above it, in the air as it were.).


[image: image1]
So you see that your value can depend on innovation (originality) or timing, and your leverage by multiplying the number of things through to making the things individually more effective. 

Moving on, you now consider that everything is in the state of flow, and exist in Spring (new, innovation), Summer (magnifying, growing), Autumn (readying for the harvest) or Winter (reaping the rewards of that harvest).

NOW we get down and dirty. Along the continuum (left to right), the left is Introverted, the right is Extroverted. That is, those who shine will be to the right, those who are shy to the left, and the various stages in between represent the different levels at which we all live. Following the circle, now, we have different styles of people, as follows:


[image: image2]
What are they?

Creator: Visionary, creative, optimistic. E.g. Bill Gates, Anita Roddick.

Star: Create wealth from personal branding. E.g. Oprah, Paul Newman.

Supporter: Create wealth from leadership, networking. E.g. Jack Welch, eBay.

Deal Maker: Create wealth from deals, outgoing, connecting. E.g. Trump.

Trader: Create wealth from trades. Sensory, observant. E.g. George Soros.

Accumulator: Create wealth from appreciation> E.g. Warren Buffet.

Lord: Create wealth from cashflow. Cautious, organised. E.g. Rockefeller.

Mechanic: Create wealth from systems. Innovative, perfectionist. E.g Kroc, Walton.

(To discover your profile, go to www.wealth-dynamics.com – cost £55.)

The key is to find out which is YOUR strategy and to stick to it. Utilise partners inside AND outside your company/business/department to supplement and complement your strengths and to manage your weaknesses. For example, a STAR needs a TRADER to sell their services, and a MECHANIC to make it systematic. 

How and who you work with is up to you. You may find one of each type, you may get along excellently with two. Apparently, taking on someone ‘two’ stages of flow away is one ideal, but not the only one.

Once you find that someone likes doing what their style indicates, give them that work – they’ll enjoy it and do a cracking job, too.

The questions to ask, starting at the top and going clockwise:

Innovator – WHAT are we going to do?

Supporter – WHO will we do it with?

Trader – WHEN will we do it? (Remember, TEMPO!)

Lord – HOW will we do it?

Al of this is about releasing potential in the individual to get on with what they do best. By finding out where your flow originates. If you aren’t enjoying what you are doing, then you aren’t in flow. 

Sue identified that she was a ‘Star’, and should have been promoting herself as the Brand, but was spending too much time promoting the company itself. For a Star, the value is in YOU and therefore where you spend your time. To free up that time, you need to find another resource to do the ‘other’ things that take it up.

Combinations (of the individual characters) are important if things are to get done. Every one of them needs to be involved with others in at least some way – ideally all, but at least some.

“Wealth creation is a team sport”, said Sue. And teams can include outside members as well as those within the organisation. And when everyone is in Flow, confidence results.

Utilising the principals identified in the former diagrams, let’s look at them from a company/business perspective. Compare the titles in the below boxes to those in the previous diagrams and see how they relate.
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(Brand Attraction means forward selling of your value.)

Moving around the circle – ‘invent’ your product, then create its brand. Choose how the company is going to work around that idea, and then start to identify the market for sales. Start selling, and then you start to make the money you need. Then create a means to make that income stream generate cash with minimum effort, using systems designed by the mechanic.

Make sure a concept works before you try to sell it. In other words, get the top bit right BEFORE moving around the circle because you will dilute the focus, and therefore the impact if you try to move around it in any other way.

Sue then demonstrated to a participant how this could apply to a chiropractic practice. 

Questions were then sought and provided. Sue explained how a Lord can assist a Star by helping to identify an accurate pricing structure, while a Mechanic can help ‘systemise’ delivery in a way that maximises productivity over time. (For example: Tony Robbins gets OTHER PEOPLE to organise and crew his seminars so that he can focus on delivering his Star product.)

Sue also says that when people get stressed, they tend to flip from their ‘proper’ flow point to the opposite side of the chart. A Star, for example, suddenly becomes obsessed with cash generation (Lord) and dilutes delivery of the product. 

Finally, for further details, consider reading FLOW, by Mihaly Csikszentmihalyi. 



(See also Roger Hamilton’s books Your Life; Your Legacy, and Wink. Contact Sue on sue.barley@sea-change.co.uk because the former book wasn’t on Amazon! If Sue’s email doesn’t work, try suebarley@sea-change.co.uk instead!)





Ken Abram thanked our speakers for their time, entertainment and education.

Reminder that the Christmas Party, an occasion to shoot the breeze, meet fellow members in a relaxed environment and share experiences will take place at the hotel on the first Monday in December (the 1st). Our cellist, Lucy, will also be there to provide us with a pre-meal demonstration of her musical skills.

Next Month: Harry Singha, chair of Yes Group London, will be delivering a talk on The Power of Meaning. Harry is an entrepreneur and provider of success training to teenagers in the London area.
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