R %ﬁ*“!@!' BUSTELS
O Ul PSIANTUERES Ot .mu..muk
Imnred I.t..u:.y = ﬂ.f“.jJLﬂlw 1l

’ 3 mhn*al %tﬂmtqulstand F‘é _;,.- " nce Co
o d#?.w < r@n ME(ﬁ o x y 2 2

An instantaction guide to thriving in tough conditions.
No long explanations here,
no theories about why you should act a certain way.
This is a tool you can use straightaway.
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A Quick Word About This Report

We designedRecession Busters: 30+ Tips and Resources You Genltdmediately to

Thrive in a Recessioiw be an instant action guide. There are no Exganations here,

no theories about why you should act a certain wiyis is a tool.

A tool is something that helps you get things doesaw is a tool that helps you cut
wood. A shovel is a tool that helps you dig. Treport is a tool that helps you get
moving and find success, even in a slow econommythé report you will find tips and

resources.

However, a saw will not build you a house. A sHowv#l not plant your garden. They
are tools that will enable you to get to your goat®u will still need to take

responsibility to ACT on the tips. Reading and kiexige alone gets you nowhere.
Harness that knowledge with your abilities, skiled a winning mindset for the

outcomes you really want.

The tips are ideas designed to get you going. Hreyshort and clear so you can take
action on them right away. Some of them will otdke a few minutes to complete.
Some will take a little longer. But every one loéin will help you be successful during a

recession.

The resources are websites that will help you aptisincertain things. People just like
you are using these sites right now to move thesiriess forward. Take advantage of
what these sites have to offer. We’ve specificalipsen sites that don’t charge a lot, but

give you good value for the money.

We’ve grouped the tip section and the resourceioseinto subjects. This will help you

find the ideas and the resources you need moré&lguic

The resources we've given here are great. Theseatg being used by business people
all over the world to make their businesses modditable. But there’s one thing we
can’'t do for you. We can't act on this informatiamly you can do that.
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No one, no matter how smart or gifted he or she beywill be successful if he or she
does not take action. In a recession, you mustaacgou will be overwhelmed. Too
many people panic in a recession. They refuseeouaable to take the kind of action that

would help them thrive in a difficult time.

Choose today to do at least one of the things mnligt. Then choose tomorrow to take
another action. Keep taking positive actions evday. Keep moving forward. You

will be amazed at what happens!

So to sum it up very simplylf.you endeavor to apply these tips and strategiegur
business with persistence and commitment, thergtsod chance you will be sending me

an email karyne@gameplancoaching.cpgsometime in the near future with a story of

how your life and/or business has been transforfteed the power of this one incredibly

simple and outrageously powerful report.

Once you have read this make no excuses or anygmmnises. Judake action and
make it happen It may not work exactly as planned first time Hutvill work if you
keep applying yourself. No one ever learnt how to ride a bike by quittigen they fell
off the first 10 times. They learned because thesis no other option but success but

that's just child’s play....and so is this.

“It is not the
mountain we
conquer, it is

ourselves.”

Sir Edmund
Hillary
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Recession Busting Tips

1.

Introduce a new product or service New products and services cause

excitement! When you have a new product, it giv@s another reason to get in
touch with your existing customers, as well as dbing to offer new

customers. Even if you just figure out a way tpaekage an old product or
service (as in combining products or a new prictgcture), that can still be

successful.

Hint: If potential customers are having troubleidew to buy the product, offer
a free trial or have a money back guarantee. Standgour products and

services. They will convince themselves that the@pct is for them!

Promote existing products in new wayghere’s more than one way to sell your

products. Consider repackaging your existing petslun ways that will be
enticing for buyers. For example, if you have eifint information products for
sale, bundle two or more products together in @ésunfo pack.” Include free

bonuses as well to sweeten the deal.

Hint: Offer bonuses that don’t cost you money. Theted States government
has a large supply of reports on almost every topimeivable. Most are not

copyright protected, and they make great bonugoffe

Use affiliate marketers to sell your productaffiliates sell your products, and

get a commission from each sale. The great thboyiaaffiliate marketing is
that the affiliates do all the marketing and sellin All you do is cut a
commission check. (Actually, if they sell your guxt through a website like

ClickBank.com, the site cuts the check!)
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It's also a great source of income for you. In tResources” section of this
report, | list several sites where you can finddorcds to market and sell. You

can make money very quickly, without having to teesny product yourself.

Hint: Look at the commission percentages befora gtart to sell. Some
products only give 20%-25% commissions. Look fayqucts that people want

to buy, and that give you the most profit!

4. Specialize Nobody can be good at everything. Even Wal-mahich carries
tons of products in their stores, only specialiresne thing—Ilower prices. You

have to find a niche where you can dominate.

When you have a niche, you can charge more for pooducts and services,
because people recognize you as an expert inigldt flt's much better to be

the biggest fish in a small pond!

Hint: To find your niche, look at yourself, andwobusiness. What do you
enjoy doing the most—that customers also want fyoon In the space where

your passion and customer need meet, that’s wiwerd find your niche.

5. Co-create a product or service with your custométeed a new product or

service, but don’t know where to begin? Why ndt #ee people who know
your customers best—the customers themselves. 8eha& survey asking

customers what kind of products they would liksée from you.

When the product or service comes out, market, itJast what you asked for!”
This is a project sure to create a sense of owigeestd engagement with your

customers.
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Hint: Use Survey Monkey (hhtp://surveymonkey.cdm}end out your survey.

It's a free service!

6. Use value propositions to increase salblse the value of the product or service

you provide in order to overcome a customer’s dimes to the price of the
item. For example, if your fifty dollar product going to save your customer

three hundred dollars, that is a powerful selliogp

People are more willing to buy, even expensive steilhthey believe they are

getting a good value for their money. In a rea@ssvalue is king!

Hint: Build the value of the product into all obyr marketing. People are

looking for value during hard economic times.

7. Use the Law of Reciprocity to your advantag€éhis Law simply explains that

people respond to you in the same way you treah.thén business, this Law
works to your advantage when you freely give yaivige to someone, without
looking for anything in return. That makes peopient to respond by buying

your products or services.

Hint: This means that you should work for the gafnothers, without being

concerned with what you’ll get out of it. You wgkt back what you give!

8. Give qifts to your customerswhen you give customers gifts to show them your

appreciation, they buy more from you! Dr. BeltrashiWayne State University
did a study. Some of the customers of a compah$4® thank you gifts. Some

got $20 gifts. The rest got no gift at all. Repparchases were a little higher
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for the group that got the $20 gift, compared te ¢imes that got nothing. But
the ones who received the $40 gift bought aboutite@s more!

Hint: This is a case where you might have to sperittle, in order to make

even more!

9. Start a referral program for your customef3ne of the cheapest, most effective

ways to recruit new customers doesn’t involve youwald It involves your
customers! Institute a referral rewards program,ttsat when one of your
customers refers someone to you, they get somethifige more referrals a

customer sends your way, the better the reward.

This helps you in a number of ways. It means yetucgstomers that you didn’t
have to pursue. The people who are referred toajmeady have a positive
impression of your company, and are more likelpuy. Plus you build loyalty
with your customers by rewarding them for theieredls.

Hint: Don’t skimp on the rewards. Make it wortbw customers’ time and

effort to refer your company to their friends aadly!

10.Keep in close contact with your customefdhone calls. E-mails. Newsletters.

Cards. There are many ways to stay in touch watlr yustomers. However
you choose to do it, let them know you care abbabt Let them know how
important they are to you. Customers who are aygied are far more likely to

continue to be your customers.

Important reminder: don't try to sell somethingytmur customer every time you
contact them. They will see that as pressuringntbe buy, and that will turn

them off.
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11.

12.

13.

Hint: About 80% of your contact should not haverke#ing content, at least
directly. People don't like to be sold to all thme. If you are in constant
contact with them, they will buy from you when thexe ready.

Focus on current customer€urrent customers are the best source you loave f

future profits. You have a history with them. Yheaow you, and what you
have to offer. It's much cheaper to keep an engstiustomer than to find a new
one. Treat your existing customers well, and thdlybe a source of continuing

revenue for your business.

Hint: It isn’t hard to build a customer’s loyaltya—gift, a thank-you card. But

the financial rewards can be great!

Do charitable work in your communityThere are a lot of organizations doing

good things in every community. Get involved! J8 a great way to get free
local publicity, and meet other people in your ar8@he people you meet could

become new customers, or partners in a new business

Hint: Become a sponsor for a charity event, andndr®@e of your business will
be on the event’s posters and programs. It's atgvay to increase your name

recognition in the community!

Use collaborations and affiliations with other canjgs Find companies that

have complementary products or services to whatoffar, and join with them
to provide something new for your customers. Ba@ngple, a masseuse might
join with a gym and offer discounts on massages nwpeople buy gym

memberships.
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As long as both parties are clear about their rales responsibilities, you can
create profitable affiliations with many differectmpanies.

Hint: Be creative when you look for collaboration&8nytime there’s some sort
of connection between your business and someos&s elou might be able to

benefit by working together.

14.Send a thank-you nate know we already discussed thank-you gifts, thig is

different, and even more simple. Just send a sinmpite to a customer, a
supplier, or anyone who has done business with rggantly. Write a brief,
sincere note telling them you appreciate their tess. You will be surprised

how much it will affect people.

Very few people show any gratitude at all thesesdayo when people receive a

hand-written card from you, it really stands out.

Hint: If you have a lot of cards to write, enltee help of friends and family to

help you write the notes. Just make sure they haaehandwriting!

15.Network Get out and meet people! It's a great way twaase your business.
Go to networking meetings staged by local busioeganizations. Get involved

in local charities, where other concerned citiZeaisg out.

Also remember online networking sites, like Facdhdankedin, and Plaxo.
There are probably already groups there that yolddoe involved in. They are

great places to find potential customers.

Hint: When you go to a networking event, don’ttgere to sell your products.
Get to know people, listen to their concerns. Beesyou stay in touch with

them, so they don’t forget about you!
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16.Become a great listener Your customers should think of you as a great

consultant, not just a business with a producteyT$hould see you as someone
who listens, and suggests ways to solve probleitis.one way that you can

bring value to your customers.

When they see that your company gives them excggdti@lue and quality, they

will be less likely to argue over price.

Hint: The secret is listening—really hearing whatiy customers are concerned
about. They don’t want to hear about you, theytwarknow what you can do

for them.

17.Blog. If you want to make your business show up ondgbgoyou need to blog.
Blogs rise through the Google rankings quickly, &aese they get updated
frequently. So set up a blog, and write postsgisndustry-specific keywords.
That will assure that your blog starts rising up @oogle rankings.

Hint: A blog is the perfect place to let everyongow about your charitable
work, and everything else that is going on in ybusiness. It also allows you to
put a real face (yours) on your company. Peoptenaore likely to buy from

people they feel like they know.

18.Write articles for online forums and journalsWith all the online forums,

magazines, and groups, there is more need tharf@weell-written articles, on
a wide variety of topics. Write some solid, sh(@00-700 word) articles to

different forums, and submit them for use on thdifferent sites.

Hint: Most of these online journals have a shoegtbhudget, and you won't get

paid much, if at all. What you do get is exposare] status as an expert in your
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industry. Often, other people will reprint youtiele, and you'll see it posted all
over the internet. That's free publicity!

19. Start a company newsletteA newsletter is one the best ways to keep ichou

with your customers. It's very simple: once ordeva month, you send an email
with links to a couple of articles (by you or someeelse) that have to do with a
topic your customers are interested in. Includeoaple of offers for your

products, and news about what’s going on in youangany.

People respond to newsletters because it makesfdedrthat you are going out
of your way to bring them information. Use an aesponder (AWeber, or
Constant Contact) to keep track of your mailind &sd handle sending the
letters.

Hint: Make sure your newsletter is mostly helpiuflormation for the reader,
with a little advertising. People appreciate geodtent, not a lot of ads!

20.Improve your skills None of us knows everything about business. nEte

most successful people in the world keep findireparwhere they can learn and
improve. You can do the same thing. Take busioksses at a local college.
Get involved in a mastermind group in your arealook into hiring a business
coach.

Hint: You may think you can’t afford to hire a lisss coach. But look at it
this way—if you hire someone who helps you beconwenproductive and
more successful, it will pay for itself many timeser. Think of it as an

investment, not an expense.
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21.Don’t do work other people can do for yoliearn to delegate or outsource the
work you do, that someone else could do easilyr example, find a firm on
Elance.com that will do your telemarketing fairlyeaply. You can find people
on that site who can help you with word processimgb design, sales letters,
and many other things.

Hint: Outsourcing work like that makes you more darctive.  You can

concentrate on doing things that have a highermedn your time investment.

22.Advertise with other businesse3here’s no reason why you shouldn’t advertise

with other businesses. Share the costs of thertgkment. Distribute a

neighborhood flyer that has information on seveliffierent local businesses.

An auto repair shop can team up with a nearby eddfep, and advertise a free
cup of coffee with an oil change.

Hint: When you split the cost between two or mbresinesses, advertising
becomes much more affordable. When you collabanatgpecial offers as well,
you will reduce costs and increase profits!

23.Maximize your marketing dollars When you are marketing your product or
service, keep close tabs on how effective your etarl is. Spend your money
where you are seeing the most results. Is an @mld bringing in customers,

while a newspaper ad isn’t? It's time to put mioite the online ad.

During a recession, you must spend as wisely asilges That means more

money to the marketing that is actually bringingrianey!

Hint: Use “codes” to distinguish where a custosa&w your ad. For example,

in a magazine ad, put “Enter code MG when you ordera special gift.” Then
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you will know every time that code is used, thatesrcame from your magazine
ad.

24.Increase your marketing budgetit’s the opposite of what most of your

competition is doing. You'll find it easier to ggbur message out, because
there’s not as much competition for your audienegfsntion.

This is also a good time to increase your markebugget because it gives your
company the appearance that it's doing well andingpforward. People like to

be associated with companies on the move!

Hint: Remember number 23—maximize your marketiotlad. Invest it in the

areas where you get the best returns.

25.Bring more people to your websit&’here are many ways to get more people to

your site. Select your site keywords carefullyyextise, make sure your site is
ranked highly by Google, write articles, in ordettring people in.

Once they are there, there are 2 things you wamh tio do — encourage them to
provide you with their contact details so you caek in touch with them, and
convince them to buy from you! Use solid headljrsgsong, persuasive copy,
and good value to turn those site visitors intd@uers.

Hint: Some people specialize in making websiteg thnk highly on Google

searches. Hire one of these people to help yomget traffic to your site!
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Resources

Marketing Resources

26.

27.

Google AdWords  This is Google’s advertising program

(http://www.google.com/adwords). You set up adsellaon certain keywords.
When someone searches Google and uses those keywoul ad is displayed.
You pay a certain amount every time someone claksour ad. (It's called
pay-per-click, or PPC.)

It isn’t difficult to set up your AdWords accourliyt it does take a few minutes.
| suggest using Google’'s AdWords tutorial to genifear with the program:

http://www.google.com/adwords/learningcenter/

Hint: Your success with AdWords depends greathjhow well you set up your
ad campaign. It might be worth the money to homsone off Elance to set up

your campaign for you.

Ezine Articles Article writing is one of the best ways to markeur business.
When you write on issues related to your indugtegple see you as an expert.
They will seek you out because of your knowled@ame way to get your articles

widely read and distributed is Ezine Articldgtp://ezinearticles.comn

On this site, you can post articles you've writteéklong with your article is your
contact information. Publishers can pick it up asé it in their magazines and
newsletters. Google ranks these articles higfilyat means a lot of people read

your article, and go to your website.

Hint: Ezine Articles is just one of a number oficde directories where you can
upload your articles for distribution. It does et be the best of the bunch—
easy to use, with a wide distribution. But to finther directories, Google

“article directory.”
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Finding freelancers

Hiring freelancers is one way you can save monag, get top-quality work done for
you. You can hire someone to design your webgitiée sales letters, create information

products for you to sell, and a host of other thing

The sites listed below are places where you ca ffieelancers to work with you. The
good thing about these sites is that freelancetsnphids for your job, meaning there’s
competition, which drives down the price. You @t really good work done for very

little money.
Sites to look at:

28. Elance http://elance.com

29.Guru http://quru.com

The following sites are places where you can firgklancers. But they don't offer

competitive bidding, like Elance and Guru. Theg anore like a job posting board.

30. Craig’s List: http://craigslist.ordrhis site is based in, and caters to, the U.S.

31.Gumtree: http://gumtree.com(This site was predominantly for people in the

United Kingdom but it has since grown global ang Fairly good coverage in

Australia and New Zealand.)

Autoresponders

A newsletter is one of the best, easiest waysdyp st touch with your customers. In
order to send an email newsletter. A newslettaerlmaas simple as one article, a quick

thought, or even a single tip, sent to people air yeailing list.
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An autoresponder service helps you collect the #snoé people who want to subscribe
to your newsletter. The service gives you a foonput on your blog or website. When
people put their e-mail address on the form, theice puts the address in a database. It

stores every subscriber’s address, so you caryeasitl e-mails to everyone on your list.

When it’s time to send your newsletter, you simgdpy it into the autoresponder service,
which sends it to everyone you want. The autonedeo service takes care of
unsubscribing people who want to leave your listeally does all the work of managing

your e-mail database for you.

Here are two of the best autoresponder servicdsgey both have pricing starting out at

less than two hundred dollars for the year. ltdlworth it!

32.AWeber fttp://aweber.comn

33. Constant Contachftp://constantcontact.com
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In closing - The keys are inyour hands

“Give a man a fish; you have fed him for
today. Teach a man to fish; and you have fed
him for a lifetime”—Author unknown

“Give a man a fish; you have fed him for
today. Teach a man to fish; and you have fed
him for a lifetime. Teach a man to sell fish
and he eats steak.”—Author unknown

“If you only do what you know you can do-
you never do very much.”-- Tom Krause

“You cannot control what happens to you,
but you can control your attitude toward what
happens to you, and in that, you will be
mastering change rather than allowing it to
master you.” -- Brian Tracy

Give me a stock clerk with a goal and I'll give ymunan who will make
history. Give me a man with no goals and I'll gyl a stock clerk.”-- J.C.
Penney

“Anyone can give up, it's the easiest thing in Wald to do. But to hold it
together when everyone else would understand iffglb@part, that's true
strength.”

“Having a positive mental attitude is asking hoansething can be done
rather than saying it can't be done.” -- Bo Bennett

“Little by little one walks far’-- Peruvian Provéx
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Tell us about your business and life breakthroughghese tips have shifted your
business world in some way, please share yourestowith us. Encouragement,
acknowledgment, contribution and inspiration areedlent mindset energizers that you

can use to make a difference wherever you may be.

If you would like more information about our prodsicworkshops, training and coaching
programs, please get in touch with us.

GAMEPLAN Coaching Services - Strategies for Life

Phone: (+61) 0422 475 225

Email: info@gameplancoaching.com
Website:.www.gameplancoaching.com
Mailing address:

PO Box 6317

Cox's Road, North Ryde, Sydney
NSW 2113

Australia
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AMEPLAN

At GAMEPLAN Coaching Services we believe in
engaging our support services in an inspiring anidjuely
fun way. We deliver learning and growth through a
structured and proven process of empowerment alid se
discovery, which means you get the results youl@king

for.

Our coaches are passionate, creative, dynamicofulln and energy, and genuinely
approachable. We provide reliable, intelligent gmdgressive services that invite our
clients to radically advance, change the way they think, and lumately act

differently .

Individuals or Groups

Our programs are uniquely faceted and designethflividuals and groups. The degree
of transformation and change is directly relatedihte way each individual or group
allows themselves tadopt new perspectives, stretch outside their comfozones and

build a momentum of drive and motivation

We are based in North Ryde, Sydney in NSW Austiaatih serve the community actively
through numerous pro-bono community coaching wosk veell as corporate and

individual coaching, mentoring and training progsam
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Wide Array of Services

Whether you are an individual looking progress to the next levein your work or
business, want sounding board and mentor wantsomeone to keep you on tracknd
accountable or are part of a team, a manager, rleamewant to enable your team and

organization teexcel in performance- we're here for you

On the other hand, if you are considering what ymupose is in life feel a bit lost or
stuck in your current situation ameint a changebut don't know where to start, we can

help you get the ball rolling, get sorlarity and focus around what you want in life.

We specialize imerformance and leadership coachinghelping small business and
start-up businesses through coaching, career dawelat, communication skills, project
management and account servicing for the servidestnies. We also do specialized

coaching and mentoring work with the market redeardustry.

Call us today for a complimentary 60 minute G.R.E.ADiagnostics Coaching Session,
or jump straight into the coaching packages angnaros with GAMEPLAN Coaching

Services and start kicking those goals right now.

We also offer a 30 Day 100% Money Back GAMEPLAN @ueee - This means if you
are not entirely satisfied and you don't see thatgoing to help you think and act
differently to achieve positive results, then nolyodo you not have to continue with any

booked sessions but you can also have a full rebfiegtery cent you've paid!

We invite you to find out more about how we can phelyou at

www.gameplancoaching.com
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Karyne Ang is a dedicated, dynamic, challenging @adng
professional and has a passion for helping peaaetr their full

potential through self-awareness and self-developme

Karyne has dedicated her professional life to Ingippeople
change the way they look at the world, so theylmahappier and
achieve more. She is an accredited and certifitsd@oach (Cert
IV Advance Practitioner in Life Coaching), Trainend Master
Neuro Linguistics Programming Practitioner and NLRainer.

She holds a Bachelor of Business Administrationriddaing and

IT) and Diploma in Human Resource Management.

Her professional roots are anchored with 16 vyeais

experience in marketing research, strategic brand AS the founder and CEO of
GAMEPLAN Coaching Services —

a business dedicated to advancing
and local companies: she has plenty of businesentials! leaders in several select niche
markets and in making a
What does all this mean? It means she works asrdome  difference in the community
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Copyright and Intellectual property notice:

This material in written or illustrated form presented are the intellectual property of Gameplan Coaching Services and its creators. You may not
repackage or resell this program without express written authorisation and royalty payment.

The exception is that you may deliver this program to single individuals with reference citations and without authorisation. If you lead a workshop,
develop or deliver a program to a group or company based on or including this material or these concepts, referencing and authorisation is required.

You are welcome to share this document with others. But rather than copying or forwarding it to others, we do ask that you kindly direct them to
www.gameplancoaching.com where they can register and request or order their own copy as well as access a range of other free resources we
have to offer.

© Karyne C.S. Ang, All rights reserved 2009.

Disclaimer notice:

In compiling the information contained on, and accessed through the website Gameplan Coaching Services and Karyne Ang have used their best
endeavours to ensure that the information is correct and current at the time of publication but take no responsibility for any error, omission or defect
therein. This disclaimer covers all products and services, learning and development resources, email communications, articles, newsletters,
programs and e-books obtained through Gameplan Coaching Services.

GAMEPLAN Coaching Services and/or its suppliers make no representations about the suitability, reliability, availability, timeliness, and accuracy of
the information, software, products, services and related graphics contained on the GAMEPLAN Coaching Services web site for any purpose.

Except insofar as it relates to the activities of the business team, material from the website including all downloaded resources is intended to provide
general information on particular subjects and should not be considered a substitute for professional advice.

You accept all risks and responsibility for losses, damages, costs and other consequences resulting directly or indirectly from using this material or
site and any information or material available from it.

Advice received via the GAMEPLAN Coaching Services web site should not be relied upon for personal, medical, legal or financial decisions and
you should consult an appropriate professional for specific advice tailored to your situation.

To the maximum extent permitted by applicable law, all such information, software, products, services and related graphics are provided "as is"
without warranty or condition of any kind. GAMEPLAN Coaching Services and/or its suppliers hereby disclaim all warranties and conditions with
regard to this information, software, products, services and related graphics, including all implied warranties or conditions of merchantability, fithess
for a particular purpose, title and non-infringement. In addition, GCS excludes all liability to any person arising directly or indirectly from using this
site and any information or material available from it.

To the maximum extent permitted by applicable law, in no event shall GAMEPLAN Coaching Services and/or its suppliers be liable for any direct,
indirect, punitive, incidental, special, consequential damages or any damages whatsoever including, without limitation, damages for loss of use, data
or profits, arising out of or in any way connected with the use or performance of the GAMEPLAN Coaching Services web site, with the delay or
inability to use the GAMEPLAN Coaching Services web site or related services, the provision of or failure to provide services, or for any information,
software, products, services and related graphics obtained through the GAMEPLAN Coaching Services web site, or otherwise arising out of the use
of the GAMEPLAN Coaching Services web site, whether based on contract, tort, negligence, strict liability or otherwise, even if GAMEPLAN
Coaching Services or any of its suppliers has been advised of the possibility of damages. Because some states/jurisdictions do not allow the
exclusion or limitation of liability for consequential or incidental damages, the above limitation may not apply to you. If you are dissatisfied with any
portion of the GAMEPLAN Coaching Services web site, or with any of these terms of use, your sole and exclusive remedy is to discontinue using the
GAMEPLAN Coaching Services web site.

Always check the information
Information provided:
is general information provided relating to coaching and business matters
may not be deemed professional, scientific, medical, technical or expert advice
is subject to the usual uncertainties of advanced coaching, scientific and technical research
may not be rendered accurate, current or complete at time of publication
is subject to change without notice
should never be relied on as the basis for doing or failing to do something
References and Links are not endorsements
References, links and framing to this site are permitted but GCS reserves the right to prevent references, linking or framing by giving notice.

References, links and frames connecting this site with other sites are for convenience only and do not mean that GCS endorses or approves those
other sites, their content or the people who run them.

Beware of security risks and computer viruses

The world wide web exists across insecure, public networks and there is a risk that:
transmissions to or from this site may be intercepted and modified by third parties
files obtained from or through this site may contain computer viruses or other defects.

All enquiries should be directed to Gameplan Coaching Services at info@gameplancoaching.com.
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