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SHP NEWS

Membership Renewal

As you know, membership renewal forms were sent out in December, however, a few people have not yet returned these.  If you still wish to continue your membership, please return your subscriptions by 25 April 2003 in order that you can be included in the new Register of Members.

Register of Members

The 2003 Register of Members is now being compiled.  If you have not already done so, please check the website and make sure your entry still has the right phone numbers, addresses, etc.  To check your details go to our website at:

· www.societyofholisticpractitioners.com
then click on Register of Members followed by the appropriate link.

If your details need changed, please notify us at:

The Registrar

The Society of Holistic Practitioners

4 Craigpark

Glasgow

G31 2NA

E:
jmaden@maden.globalnet.co.uk
Social Events & AGM

Following the last issue of NewsSpace, it would appear that there is not enough interest to organise a Ceilidh.  However, the Annual General Meeting will be held in the summer which will be combined with a social event.  Further details will be included in the next NewsSpace, together with an Agenda for the AGM, so if there is anything you would like discussed at the meeting, please forward these to the Registrar at the usual address.

CHM NEWS

Congratulation and Welcome!

Many congratulations go out to students of the Massage course who passed all their exams and have now graduated – well done and good luck in setting up your practices!

Additionally, welcome to the new Spring intake of students whose studies are just getting underway.  We hope you enjoy the course as much as previous groups.

College Refurbishment

The refurbishment of the College has continued in recent months with the laying a gorgeous new carpet in the main teaching room on the ground floor and the re-opening of the basement clinic area.  This is the area that housed the original College Clinic and is now being used to accommodate the ever expanding teaching needs.

Certificate Course in Life Coaching

Speaking of which, in addition to the Massage and Counselling courses, this year the College is launching its new, one year, Certificate Course in Life Coaching (see Counselling Corner for full details).

Advanced Massage Certificate

The first Module of the Advanced Massage Certificate was completed earlier this year and much enjoyed by all.  As a result further dates were offered, but, uptake of these dates has not been as good as initial consultations predicted.  Therefore, further Modules will now be offered in the Autumn.

Research Tool

As of the new Life Coaching course, the College will start teaching a research tool called the “Canadian Occupational Performance Measure”.  This is a validated research tool which can be used to measure a client’s progress during a therapeutic process.  It will be converted for use with the massage, counselling and coaching courses.

MASSAGE CORNER

The Muscle Map

By Jill Maden

Functions of Movement

This month we continue the Muscle Map with Movement Patterns.  In order to do this we need to look at what the basic functions of muscular movement are.  There are 3 main functions of muscular movement:

· Postural Maintenance

· Core Stability

· Phasic Movement

	Postural Maintenance



	One of the primary functions of muscle is to maintain posture.  This is achieved by a series of muscles which run round the front and back of the body.  They cross all the weight bearing joints, holding them in an erect position.  They apply an equal and opposite force across the body.
	
	
	Front

A. Sternocleinomastoid
B. Rectus abdominus
C. Deep transverse abdominals
D. Psoas and Iliacus
E. Rectus femorus
Back

F. Erector spinae
G. Gluteus maximus
H. Hamstrings
I. Gastrocnemius and Soleus


	Core Stability



	In order for the postural muscles to hold the body in an erect position, the core of the body must remain stable.  This is done by the deep transverse abdominal muscle which wraps around the abdomen and also connects to the ribcage above and the pelvis below.  When it contracts, it pulls the abdomen in, forming a tight corset which keeps the spine, ribcage and pelvis in their correct alignment.  

If this muscle becomes weak, it can upset core stability which can lead to a wide variety of musculoskeletal problems.  For example, when sitting, the upper body tilts forward, forcing the back muscles to work harder to maintain an erect posture.  This means, the transverse abdominus does not have to work so hard, and if a person sits for prolonged periods, this muscle, together with the leg muscles can start to weaken, thus weakening overall core stability.


	Phasic Movement



	Phasic muscles are those muscles which are not primarily working to maintain posture.  They tend to be more involved in voluntary movements.  A list of these voluntary movement patterns can be found in the next section.

If phasic muscles become damaged or fatigued, the body will attempt to avoid using these muscles by developing compensatory movements.  This is when a different muscle, or set of muscles, is used to achieve the same movement.  Unfortunately, if the damaged or fatigued muscle is not given a chance to recover, these compensatory movement patterns can become permanent, causing increasing strain on muscle groups that were not designed to perform that function.  Hence, a spiral of compensatory movements can occur leading to all sorts of musculoskeletal problems.


Movement Patterns

Voluntary movements require complex patterns of muscle activity.  Each muscle plays an individual role within the pattern.  These roles are classified into 4 groups:

· Prime Movers (Agonists)

· Synergists

· Fixators

· Antagonist

Prime Movers (Agonists)
A prime mover or agonist, is a muscle that shortens to perform the movement.  They are large muscles which create the main force in a specific movement.

Synergists

A synergist is defined as an agent cooperating with another.  In terms of muscles, these will tend to be small muscles which create movement in the joints associated with the prime mover.

Fixators

These are muscles which fix the position of the body when a particular movement takes place.  They tend to be the large postural muscles which work the trunk and legs.

Antagonists

These are muscles which relax to allow the agonist to perform a movement.

Main Movement Patterns

There are a number of basic movement patterns that muscles can perform:

	Movement
	Action
	
	

	Flexion
	The act of bending
	
	

	Extension
	The act of straightening
	
	

	Abduction
	Drawing away from the midline of the body
	
	

	Adduction
	Drawing towards the midline of the body
	
	

	Rotation


	The act of turning around an axis
	
	

	Circumduction
	Circular movement
	
	

	Dorsiflexion
	Bending the ankle with the foot moving upwards
	
	

	Plantaflexion
	Bending the ankle with the foot moving downwards
	
	

	Eversion/pronation
	Turning the foot outwards
	
	

	Inversion/supination
	Turning the foot inwards
	
	

	Pronation
	Turning the palm of the hand downwards
	
	

	Supination
	Turning the palm of the had upward
	
	

	Elevation
	To draw upwards, i.e. shoulder
	
	

	Depression
	To draw downwards, i.e. shoulder
	
	

	Protraction
	To extend forwards, i.e. jaw
	
	

	Retraction
	To draw back, i.e. jaw
	
	


Next issue the Muscle Map continues with:

· Anatomy and Function of the Leg.

COUNSELLING CORNER

Life Coaching Certificate Course

Extracted from the course prospectus

About Coaching

What is Coaching?

Coaching is rapidly becoming recognised as a significant and timely tool to support and guide clients in creating change and making full use of their potential.  Life coaching supports individuals in achieving greater life success and personal satisfaction.  This might be through taking a career or quality of life, or both, to the next level.

It isn’t counselling and it isn’t just telling someone what to do.  It is a dynamic relationship with a client that fosters learning through facing and assessing one’s life and life situation as realistically as possible, then seeing what steps will make a difference.  Life coaching builds awareness and responsibility to enhance the quality of relating and performing.

Good coaching leads clients to:

· Develop emotional intelligence

· Become more creative

· Maximise motivation

· Enhance leadership in their life

· Expand vision

· Keep the changes in their life creative

Where Does it Fit?

The short answer is anywhere where good perception, good listening and good questions can help.  Coaching can be skills that are built into your existing job/ profession or can be provided as a direct service.  People from all walks of life and types of work have found the approach of coaching can facilitate change and growth.

Types of Coaching

· Performance coaching to develop capacities of setting accurate goals, lateral viewing of the real opportunities and obstacles, assessment of poor and beneficial strategies and keys to motivation and effective implementation.

· Leadership skills coaching to enhance the person’s ability to bring coaching into their relationship with their own staff or clients.  This type of coaching oftens addresses the coachee’s own intra and inter personal skills.

· Values & Vision coaching to give the client an opportunity to assess and reflect upon their own values and vision.  This type of focused work often develops perspective and a discipline of reflection and more lateral viewing that results in significant creative thinking and resolution.  As the name suggests, it clarifies values and develops vision, which are the essential qualities of leadership.

· Conflict resolution coaching that addresses conflicts with colleagues, supervisors, friends or family.  Whatever the focus of conflict, the coaching process is designed to develop insight into the causes, patterns of functioning and steps for resolution.

Good coaching should be able to hone in on whatever aspect of development that is being sought.  The essence of coaching is helping the individual to develop a learning journey of growth in the focus area of the coaching.

What would I get out of a Coaching Course?

· Skills that will enhance your performance at work

· Able to work with colleagues and clients more effectively and supportively

· Be more stress resilient

· Bring more understanding to key relationships

· Lay the foundation for a career in coaching

About the Course

Overview

The course is designed to provide you with a foundation of skills, theoretical understanding and personal development that will allow you to bring coaching into your present job or consult as a coach.

This is a foundation course in coaching.  We feel that ideas are easily taught, the application of ideas takes time.  That is why this course gives you more time for less cost than other courses for coaching.  Because there are no regulatory bodies overseeing this budding profession (as yet), you will be free to practice coaching in the market – as you are able.  The purpose of this course is to give the time and expertise that will allow you to build your ability.

Course Structure

Some students are funded by employers and therefore prefer to have course time during the week, while other students are self funded and prefer weekend course sessions.  We have taken this dilemma into account and have allocated most of the course time to weekends (12 days) and some time to weekdays (4 days).  The dates for the course are included with the application form.

· Training days are from 9.00 am to 5.30 pm

· 16 training days over 8 months

· 5 one-to-one coaching sessions

· total hours: 125
Learning objectives

The course objectives are to:

· get acquainted with the personal and professional dynamics and atmosphere of being in the ‘coaching chair’

· the capacity to recognise and apply healthy boundaries to look after yourself personally and professionally

· develop the skills for building rapport and creating a basis for a healthy relationship

· develop the ability to work with the G.R.O.W. model of coaching (goals, realism, obstacles, will)

· build the capacity to work respectfully and empathetically

· understand core principles for creating a healthy life situation

Course content

· supporting the person through a growth and learning curve

· developing healthy boundaries, empathy vs sympathy

· principles of emotional intelligence

· listening and questioning – tools of coaching

· Goals.  Realism.  Options.  Will – a structure for empowering and achieving

· setting up clear and realistic goals

· working with obstacles

· tools for working with stress

· the psychology and steps to ‘can do’

· focusing your imagination so it works for you and not against you

· principle of “sphere of influence/sphere of concern”

· key dynamics that govern life interactions


Certificate

After you successfully complete the course you will be awarded a Certificate in Life Coaching by the Scottish Institute of Life Coaching.

Costs

Cost of Course

£1750

A variety of payment options are available.

What’s included in the Course Fees?

· All tuition

· All 1-to-1 coaching tutorials

· Handouts and other supporting information

· Assessment of written work

· Certificate

To get more information

To order a full copy of the course prospectus and/or application form, or to discuss the course further, please contact:

Scottish Institute of Life Coaching

4 Craigpark

Glasgow

G31 2NA

Tel: 0141 550 1818

Email: ron.rieck@workingsolutions.uk.com

BUILDING YOUR BUSINESS

PART 2 – Developing Your Business Plan

By Jill Maden

Why have a Business Plan?

Okay, so you’ve decided you’re going to work for yourself.  Now what?  Well, you can either jump right in and start trading, or you can sit down and work out how you’re going to make enough money to keep you in the style to which you’d like to become accustomed – enter the Business Plan!

Having said that, a Business Plan is not essential.  Many a successful therapist started by just jumping right in, however, a Business Plan does have its uses:

· It is a very good way of putting all your ideas together and checking that they work as a whole.  If you answer all the questions that the plan raises clearly and confidently, you know that you have researched your project thoroughly.

· If you need to raise money for your business, your business plan is one of the first things that your bank manager or other source of finance will ask to see.

· Once you start trading, your business plan provides a framework for measuring how well you are doing.  By comparing each month’s performance with the projections in your business plan, you can identify problems as they arise and deal with them before they get out of hand.

What should be in the Business Plan?

A business plan sets out on paper the details of your project and how you are going to make it work.  While it can play an important part in helping to persuade others to help your business, it is best if it remains your plan of action, your description of what you need to do to get you from where you are now to where you want to be.

As such, there are a number of items it should include:

Description of the Business Idea

This could include:

· Detailed description of the business, its products and/or services

· Business name

· Legal entity, i.e. limited company, sole trader, etc

· Share capital

· Principals, i.e. the owners, directors or other key people who will be involved, including career history, experience and qualifications

· Vision

· Mission Statement

· Purpose

· Goals

Market Research

This is where you need to identify who your customers are likely to be and where to find them.  It may also include some of the following:

· Market definition

· Market position

· Market size

· Market trends

· Customer profile

· Competition analysis

· Strengths, Weaknesses, Opportunities and Threats (SWOT Analysis)

· Current issues

· Forecasts

Resources

Resources are the things you will need to make the business run, such as:

· Premises

· Staff

· Equipment

· Uniforms

· Furniture, fixtures and fittings

· Clothing

· Computers & telecoms equipment

· Supplies i.e. towels, stationery, uniforms

· Services i.e. laundry, electricity, gas, etc

· Legal requirements, i.e. licences or patents, health and safety equipment

· Insurance

· Office Management/Procedures

Marketing Plan

This is where you detail your sales targets and how you intend to achieve them.  Key factors are:

· Sales Targets

· Promotional Activity, i.e. advertising, referrals, press coverage, etc

· Pricing

Financial Analysis

This may include:

· Start Up Costs

· Variable Costs

· Fixed Costs

· Break Even Point

· Cash Flow Analysis – this is your best estimate of how much money will come into and go out of the business each month during the first year.  When drawing up your forecasts, err on the side of caution.  Initial overheads often turn out to be higher, and early sales often lower, than you first thought.

· Profit and Loss Account

· Balance Sheet

· Owner’s Assets

· Funding Requirements

Risk Assessment

This sets out the risks that could affect your new business and how you would deal with them if they arose.  These risks could include a new competitor setting up in the area, or having a lower turnover than you forecast.

Do I really need all this information?

No.  Depending on the size and goals of your business you may only need to cover a small number of these headings, so don’t feel you have to include everything.  Assess what’s right for you.  If you have an accountant or business advisor, they too can advise on what would be appropriate.

In the early stages your plan will be very much a working document.  Leave blank the bits you can’t figure out and fill them in as you find out more.

Next issue Building Your Business continues with:

· Marketing Your Business
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