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By Belinda Davies, 

National President 

of COMENSA 

 

One of the more interesting 

challenges we have within 

COMENSA is to generate some 

interest in the topic of ethics. The 

minute we publicise that the topic 

for an event is òEthicsó people stay 

away in their droves! My challenge 

to the ethics committee has been 

that their job is to make ethics 

sexy! At our Chapter AGM in KZN in 

March, Steve Dold did just that. He 

told the story of typical 

testosterone-enraged teenage 

boys doing what they do to have 

their wicked way with teenage 

girls, who are similarly revelling in 

hormone-impaired judgement. 

Along with this is the ribald locker-

room talk and the guffaws of 

laughter that erupt with each story 

of conquest ð until one of the boys 

registers that the subject of THIS 

story is his sister! Until this 

exit strategy? To whom do I owe 

primary loyalty? 

Just as coaches and mentors face 

ethical dilemmas every day, so do 

their clients. I have a client who 

manufactures supermarket 

products and has to engage in 

ònegotiationsó with the big 

supermarket chains several times 

a year. You may wonder at the 

quotation marks. Negotiations with 

one particular supermarket chain 

are universally dreaded by all who 

are obliged to ònegotiateó with 

them. There is no win:win on the 

agenda. It is all about the 

supermarket chain winning and 

the supplier losing ð being bullied 
(Continued on page 2) 

moment everything was fine until it 

involved his sister. Now this 

behaviour is not so fine. 

Such is the stuff of ethics. Do our 

ethics depend on the situation? 

Are there occasions when a lie is 

okay? Are there occasions when 

withholding the truth is okay? Are 

there truths you will not tell for fear 

that it will cost you a big contract 

or future work? The subject of 

ethics is nothing more or less than 

the business of getting clear on 

ones boundaries. What will I do or 

not do? What will I put up with or 

not? 

And this is seriously tricky ground. 

On a daily basis I find my own 

ethics being tested. Is it ethical to 

coach a client who is struggling in 

a toxic and abusive work 

environment, when the 

organisation is paying? And if so, 

what should be the coaching 

topic? Is it to enable him to 

perform in this toxic environment 

where the goalposts keep 

changing and he is being set up to 

fail? Is it to develop his resilience 

in withstanding the abuse? Is it his 

http://www.linkedin.com
mailto:marketing@comensa.org.za
http://www.comensa.org.za/
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òDo our 

ethics 

depend on 

the 

situation?ó - 

Belinda 

Davies 

three people ð one of whom is a 

participant on the course. I am 

actually supervising 4 people in 

total. Overwhelmingly the topics 

for each supervision 

conversation are either an 

ethical dilemma, or its close 

cousin, contracting. It is a 

challenge that faces us every 

single day. When you are 

outraged by a story you read or 

hear, where does your sense of 

outrage come from? It comes 

from your own ethical code. And 

when you are outraged what 

should or can you do about it? 

And what if you are outraged by 

a story shared with you by a 

client? What sort of response is 

appropriate? Is it your own 

ethical code that is paramount, 

or is it your clientõs? As a òbaby 

coachó I thought it was simple ð 

my clientsõ objectives and my 

clientsõ value systems hold 

sway. Mine are not relevant. 

Now as a more mature coach I 

find that the answer is a 

resounding òit dependsó. Once I 

had read the book òShock 

Doctrineó - which is about how 

the form of capitalism 

advocated by the Chicago 

School of Economics (Milton 

Friedman) either creates or 

takes advantage of populations 

in shock (because of some 

natural or unnatural national 

trauma) and allows business to 

clean up in every sense of the 

word ð I no longer believed that 

my own moral or ethical code 

was irrelevant. In fact, I believe 

increasingly that one of the roles 

of the coach and mentor is that 

of òconscienceó to the client. We 

cannot turn a blind eye ð and 

what to do or ask is not a simple 

matter. For this reason (apart 

from a thousand other 

exceptional reasons) every 

executive should have a coach 

or mentor and every coach and 

mentor should have a 

supervisor. 

Our Ethics Committee will be 

making training available to our 

members in ethical decision-

making using a wonderful South 

African model that they have 

developed with their Mentor, 

Charles Malcolm. I urge you to 

attend. It is a fascinating and 

challenging subject, and we owe 

it to our clients to become 

experts in unravelling ethical 

dilemmas. 

 

About the Author: 

Currently COMENSA National President, 

Belinda was active in getting COMENSA 

off the ground in KZN, and was Chair of 

the KZN Chapter in 2006/7.  Belindaõs 

consultancy, Leadership Solutions, 

specializes in the crafting of strategic 

leadership, organizational performance 

and coaching solutions that enable 

businesses to achieve strategic 

success.  Belinda can be contacted on 

belinda@leadershipsolutions.co.za 

into accepting a lousy deal that 

they would love to have walked 

away from. However, the 

consequences of walking away 

are that they are punished by 

being frozen out for a period of 

time deemed suitable by the 

ònegotiating teamó. And, of 

course this supplier canõt 

discuss strategy with other 

suppliers as this amounts to 

price-fixing ð or at least leaves 

them open to credible 

accusations of price-fixing. 

The international economic 

crisis was brought about by 

unethical business practices ð 

no more and no less ð and has 

demonstrated in glorious 

Technicolor detail that there is a 

price to pay for being unethical. 

There is also a price to pay for 

being ethical. Thereõs no 

question about it. Just as I may 

lose future business by giving 

my clientsõ organisations 

feedback about their damaging 

practices, so too will I 

experience the reputational 

damage of colluding by saying 

nothing ð and that will affect 

future business even more 

damagingly. 

I am one of a group of coaches 

who is participating in Coach 

Supervision training. As part of 

this training, I need to supervise 

(Continued from page 1) 

mailto:belinda@leadershipsolutions.co.za


Contracting Boundaries 

P A G E  3  C O A C H E S  A N D  M E N T O R S  O F  S O U T H  A F R I C A  

 

 

By Dr Sunny 

Stout Rostron 

 

Contracting the relationship 

Developing the habit of both 

formal and informal 

contracting is one of the first 

steps in beginning to 

understand the dynamics of 

formulating a coaching 

relationship and setting 

boundaries. The coach and 

client agree to conditions of 

time, space, fees, 

confidentiality and goals. In 

contracting, the business 

coach agrees to a specific set 

of conditions.  

The purpose of the contract is 

to open up the potential for 

trust between coach and 

client. This is essential if the 

client is to trust their own self-

exploration. As the agreement 

lays the foundation for the 

relationship, it must be 

adhered to in action for trust 

to develop. 

Contracting definitions 

The contract between coach 

and client sets out which 

services have been agreed to, 

and delineates all fees as well 

as the outcomes and 

deliverables that can be 

expected. The contract sets 

out ground rules for the 

coaching relationship so that 

both parties are aware of their 

obligations. This helps prevent 

future misunderstandings and 

provides a firm basis to deal 

with disagreements. The 

contract describes the 

relationship between the 

coach and multiple parties, 

such as the individual client, 

the client organization, the HR 

unit, and line management. 

Objectives for the individual 

executive and for the 

organization need to be 

clarified, with boundaries 

made explicit in terms of 

confidentiality, fees, 

cancellation and termination 

of the contract. Often in 

coaching, the contracting 

process is linked to the 

generation and fulfilment of 

outcomes. Contracting usually 

deals with the management of 

the process, roles played, 

evaluation of the process, 

learning and outcomes, and 

the exit clauses.  

Another important aspect of 

contracting is the evaluation 

of the contract, including 

termination or renewal. In any 

business contracting process, 

it is important to draw up the 

òmarriageó and the òdivorceó 

papers at the beginning: a bit 

like a prenuptial contract. It is 

as important to specify the 

boundaries and parameters of 

the entire coaching 

intervention, i.e. how the 

process will proceed from 

beginning to end, and how to 

terminate the process, 

whether at the contracted 

termination point or sooner if 

required by either party. 

Defining coaching in your 

contract 

It is useful to include a 

definition of coaching within 

your contract, specifying how 

coaching differs from the 

other helping professions. For 

example, òthe services to be 

provided by coach to client are 

coaching as designed jointly 

with the client. Coaching, 

which is not advice, therapy, 

or counselling, may address 

specific personal or 

professional projects, 

business issues, or general 

conditions in the clientõs life or 

professionó. 

Also to be included could be 

the following clause which we 

(Continued on page 4) 

ò...include a 

definition of 

coaching 

within your 

contract, 

specifying 

how coaching 

differs from 

the other 

helping 

professions.ò 

- Sunny Stout 

Rostron 
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Contracting Boundaries Continued... 
use in our own coaching contracts: 

Throughout the working 

relationship, the coach will engage 

with the client in direct 

conversation. The client can count 

on the coach to be honest and 

straightforward in asking questions, 

making interventions and 

facilitating the setting of goals. The 

client understands that the power 

of coaching is in the relationship 

between client and coach. If the 

client or the coach believes the 

coaching is not working as desired, 

either client or coach will 

communicate this. 

Contracting and setting boundaries 

Essentially, to contract the overall 

journey, coach and client discuss 

what each brings to the 

relationship, and the overall aim of 

coaching for the client (input). Coach 

and client then discuss how the 

coaching will take place: timing, 

boundaries, fees and the tools and 

techniques to be used by the coach, 

and the way the client would prefer 

to work (throughput). They also 

discuss the overall results and 

outcomes the client hopes to 

achieve from the coaching 

intervention, results that need to be 

visible to the organization, and 

thinking, feeling and behaviour that 

the client would like to change 

(output). 

As a rule, I start the coaching 

conversation with input: òWhere are 

you now?ó òWhere do you want to 

get to by the end of this 

conversation?ó òWhat do you want 

to talk about?ó òWhatõs on the menu 

for today?ó Once we have identified 

what needs to be worked on, I 

move into throughput: using 

whichever question frameworks, 

tools or techniques are relevant to 

the process. For output, we 

summarize actions, learning and 

outcomes from the conversation. 

References 

Stout Rostron, S. (2009). Business 

Coaching Wisdom and Practice, Unlocking 

the Secrets of Business Coaching. 

Johannesburg: Knowledge Resources  

 

About the Author: 

Sunny Stout Rostron is on the Research 

Advisory Board for the Institute of 

Coaching at Harvard; is the Founding 

President of COMENSA, Coaches and 

Mentors of South Africa; and is a Director 

with the Manthano Institute of Learning 

(Pty) Ltd. and Resolve Encounter 

Consulting. 

Are You Feeling Out of Tune with Whatõs Going On? 
 

 

By Emma Tyrrell, Na-

tional Chair of  the 

COMENSA Research 

Portfolio Committee 

 

Get back in òtuneó by helping to 

make our national COMENSA Coach-

ing Survey a success by sending us 

contact details of Coaching Co-

ordinators within organisations.  The 

COMENSA Coaching Survey is due to 

be launched soon, and the COMENSA 

Research Portfolio Committee would 

like to ensure that the survey 

reaches as many relevant respon-

dents as possible.  We are confident 

that we will have plenty of coaches 

and coachees responding, and we 

would like to be in contact with the 

many coaching co-ordinators within 

organisations across South Africa.  

 

 If you are a Coaching Co-Ordinator, 

or know of a Coaching Co-Ordinator 

within an organisation or corporate 

entity, please pass on my email ad-

dress 

(emma@thecoachingcentre.co.za) so 

that they can make contact with me, 

Emma Tyrrell ð National Chair of the 

COMENSA Research Portfolio Com-

mittee  

mailto:emma@thecoachingcentre.co.za
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Michelleõs Top Tip for making the MOST of your COMENSA 

Membership: Establish your Business Boundaries and 

Disciplines to enjoy more Business Freedom 
 

 

 

 

By Michelle 

Clarke 

 

Those who admire Nancy Klineõs 

work will recognize this paradox; 

ôFreedom springs from Boundariesó  

Itõs true isnõt it?  Once weõve set up 

the boundaries of any situation, we 

can play as much as we like within 

them.  This paradox is equally valid 

for our personal lives as it is for our 

businesses; once weõve established 

our business boundaries, systems, 

disciplines and practises, we give 

ourselves the space and freedom to 

be spontaneous. 

 

Hereõs what I mean; 

Iõm writing this article on a Sunday 

evening.  Iõm writing this article 

because my outlook express sent 

me an alarm to let me know that 

now is the time to begin it.  Just 

prior to that alarm, I was scheduling 

my diary for the week, as I do each 

Sunday.  I schedule in sales calls, 

after-sales calls, email blasts and 

coaching and training meetings.  I 

schedule in lunch appointments 

and yoga classes. I also schedule in 

personal errands ð like a trip to the 

dentist or to buy a gift for a friend. 

Where there are gaps in the diary 

and I feel that I need to do some 

work on the business, I block off that 

time for marketing efforts.  I even 

block off little time-patches for 

social media interactions  (Iõm rather 

pedantic about my time-

management!).  But, what I do have 

now and for the weeks ahead, is 

freedom.  Sound paradoxical?  

Perhaps.  However, if you were to 

call me for a quick get-together, I 

know I can manage it and I know 

exactly when.   

 

Setting recurring appointments in 

your diary for client invoicing, report 

due dates, CPD programs and 

newsletter distribution will ensure 

that you donõt miss a beat on your 

obligations and shine like a true 

professional. 

Itõs about 

accountability 

to self and itõs 

the heart-beat 

of a well-run 

business.  For a 

daily planner 

that will prompt 

you to set your 

daily disciplines 

and run your 

business like 

clock-work, 

download the 

Coaches Daily 

Planner, either 

from 

www.BizBoosterSeries.com or from 

my website www.motivcoach.com.  

After all, you are running a 

successful coaching business, 

arenõt you? 

           

About the Author: 

 

Michelle Clarke is a Cape Town based 

Master Coach who delivers successful 

coaching interventions both locally and 

internationally. She is a committed member 

of COMENSA and works with High-Achieving 

Coaches and Independent Professionals 

helping them to develop their successful 

personal brands.  She can be reached on 

+27 72 391 9912 or by visiting 

www.motivcoach.co.za  

http://www.BizBoosterSeries.com
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By Jonathan Payne 

 

The brief was to work with the 

middle management team to 

develop their leadership skills. 

Apparently the senior managers, as 

is the case in so many 

organizations, were not in need of 

development. The theory, it seems, 

is that no matter how bad you are 

as a leader, once you reach the 

senior levels of management your 

shortcomings become acceptable 

leadership policy, and the minions 

on the lower rungs of the ladder 

need to be trained in order to cope 

with it. 

 

Nevertheless, we soldiered on, 

taking the middle managers 

through a Leadership Development 

Programme and achieving some 

impressive results. But it was clear 

that unless those who managed 

them made some significant shifts 

in their leadership style, the work 

we had done would flounder and be 

snuffed out within a few months. 

 

It was time for a tough conversation 

with senior management. But how 

to go about it?  The organization we 

were working with offered 

substantial potential as a long term 

client ð in other words, we could 

make some more money out of 

these guys! And it was the senior 

managers who made the decisions 

about what training needed to take 

place and who would be appointed 

to conduct it. Bottom line, the 

senior managers signed the 

cheques. It would not be a great 

idea to offend them. And no matter 

how delicate we were about 

pointing out their shortcomings as 

leaders, what we had to tell them 

could easily offend. There are still 

sufficient emotionally unintelligent 

people lying around the corridors of 

power in most organizations to take 

umbrage at being told that they, 

and not their juniors, are the 

problem and decide to kill the 

messenger. 

 

So the horns of the ethical dilemma 

were set up. Do we soft pedal on 

the real cause of the problems, 

ensure that the decision makers 

continue to like us, keep the blame 

Bottom Lines vs Boundaries 
on the middle and junior managers, 

ignore the burning issues and sign 

another contract to take the next 

group of underlings through the 

programme and keep us in 

business for a while longer?  Or do 

we, with all due respect and 

sensitivity, have a frank 

conversation with the senior 

managers, share our opinions on 

what needs to change  and risk 

being shown the door? 

 

This is where how one understands 

the meaning of being a coach 

becomes critical. If coaching is 

something we do only in order to 

earn an income the choice is 

obvious ð donõt risk offending the 

golden goose and send off the next 

invoice.  

 

But people who have been 

coaching for a while discover that 

something happens to them. 

Coaching moves from being what 

they do to becoming who they are. 

While coaching does, in many 

cases, provide an income, it is a 

benefit which derives from being 

honest to their calling. 

 

The task of the coach is to facilitate 

observation, awareness and, where 

required, change. The 

circumstances in which they 

function should not impede their 

commitment to raising awareness 

(Continued on page 7) 
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As I write this we still need to 

have that tough conversation 

with those senior managers. By 

the time you read it we might 

not have a client, or we might 

have leaders who are well on 

their way to being at the top of 

their game. 

 

About the Author: 

 

Jonathan Payne is an associate in 

Leadership Solutions, a consultancy 

the specializes in the development of 

leadership 

(www.leadershipsolutions.co.za). He 

may be contacted at 031 2662705. 

òWhen an 

organization 

engages a 

coach they 

engage 

someone who 

facilitates 

observation 

and raises 

awareness no 

matter how 

uncomfor-

table that 

information 

might be. ó - 

Jonathan 

Payne 

provide the service for which 

they have been engaged, which 

is to observe, raise awareness 

and enable change. In fulfilling 

this role they will risk being 

unpopular, offending those who 

donõt appreciate the truth, and 

possibly losing future business 

with a client. But coaches are 

not engaged to confirm a clientõs 

prejudices and entrench their 

shortcomings. They are the 

honest mirror which reflects 

what the client needs to know, 

both beautiful and ugly, in order 

to function effectively. To be 

anything else in order to secure 

future business would be less 

than ethical. 

in order to achieve maximum 

benefit for the client. 

 

When an organization engages a 

coach they engage someone 

who, by being who they are, 

facilitates observation and 

raises awareness no matter how 

uncomfortable that information 

might be. The organization might 

not appreciate that this is the 

function of the coach, but that in 

no way lessens the coachõs 

responsibility to provide that 

service. It is an ethical matter. A 

coach is ethically obliged to 

(Continued from page 6) 

 

WHEN FACED WITH DIFFICULT DECISIONS, A QUALIFIED SUPERVISOR IS THE RIGHT PERSON TO 

HELP YOU WORK THROUGH YOUR PROFESSIONAL DILEMMA 

ARE YOU UNDER SUPERVISION? 

ARE YOU AWARE OF THE BENEFITS OF BEING IN SUPERVISION? 

COMENSA recommends at least 1 hourõs Supervision for every 15 hourõs spent Coaching or Mentoring.COMENSA recommends at least 1 hourõs Supervision for every 15 hourõs spent Coaching or Mentoring.  

SEE THE COMENSA INTERIM POLICY ON SUPERVISION 

IF YOU WANT TO KNOW MORE, CONTACT  THE CHAIRMAN OF THE SUPERVISION PORTFOLIO COMMITTEE 

GARY VILJOEN  TODAY 

gary@humanworks.co.za  

SUPERVISION 

Portfolio 

Committee 
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mailto:gary@humanworks.co.za


P A G E  8  C O A C H E S  A N D  M E N T O R S  O F  S O U T H  A F R I C A  

 

 

 

By Ivor Shaskolsky 

 

The theme of òBoundaries ò is itself 

a boundary, an obstacle , and a 

block.  Sitting here at my computer , 

there is a virtual wall in front of me 

and I need to find that gateway or 

entrance to open so that I can en-

ter, and find and experience what-

ever awaits on the other side of this 

blocking wall. 

Our interactions with all the signifi-

cant people in our lives as well as 

the fleeting strangers-in-the-night  

moments that we share with others 

- all these are defined within certain 

acceptable boundaries.  They may 

vary within different customs and 

values according to locally accept-

able ways. These boundaries often 

censor , restrict or modify the way 

we speak to each other and deter-

mine how and what we say.  We 

also speak without speaking by pos-

turing, gesturing, smiling and scowl-

ing etc. 

These interactions are akin to the 

boundaries set up between inde-

pendent states at their border 

posts. Some states like our beauti-

ful South Africa have an open wel-

coming attitude to visitors provided 

that there are 2 empty facing pages 

in the passport.  

 Witness the twittering of  Lance 

Armstrong who lamented his ob-

structed entry into South Africa was 

due to a full passport.  I am sure he 

has never given a momentõs 

thought to the obstacle require-

ments facing a visitor trying to ob-

tain a visa to gain entry into his own 

country of origin, or to any of the 

other so-called open Western De-

mocracies. 

So too, it is between each and every 

one of us. Some of us are open, 

warm and all-embracing while oth-

ers are perceived to be cold distant 

and aloof.  The latter are the indi-

viduals for whom  visas may be re-

quired.  Obtaining that visa may be 

easy or extremely difficult. 

As coaches we need to be sensitive 

to the visa requirements of our 

coachees . We need to know when 

and where there is a wall in front of 

us, and how to obtain that visa to 

Passport Control for Life & Business 
enable us to gain entry  to the other 

side.  In short, we need permission.  

We need permission to listen, to 

hear, to share and most of all we 

need permission to offer an opinion 

if we cross the boundary into men-

toring.  We also need to be percep-

tive enough to discern when not to 

apply for a visa and to respect a no 

entry sign.  

I am becoming aware of how previ-

ously accepted boundaries in our 

society are changing and changing 

rapidly. 

Driving along our magnificent Atlan-

tic Seaboard  , Talk Radio intruded 

into my appreciation of the sur-

rounding scenic splendour. There 

was, of course, permission for the 

intrusion because the radio was 

tuned into that station albeit as 

background.  The conversation was 

about the wonders of  the new tech-

nologies of communication using 

Facebook and Twitter.  I gathered 

that ônewõ simply applies to an inno-

vation in terms of hours or at best a 

few days before slowly fading into 

obsolescence.  It seemed that 

these new technologies despite -  

all the obvious advantages they 

offer - need to be viewed and used 

with caution. I sensed conventional 

boundaries crashing down . The 

privacies of time and place that we 

have all enjoyed no longer will apply 

as one can be accessed via all the 

craft that navigate through cyber-
(Continued on page 9) 
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Passport Control for Life & Business continued... 

space . It seems that strangers will 

be able to get to you and know 

about you with or without permis-

sion. 

ôAbout Youõ will be out there for all 

to access. Am I comfortable with 

this? Probably not!  

Will I be losing some of my power 

as I become more accessible? Will I 

be ôLinkedinõ and òTweetedó 

about ? Are my boundaries about to 

be breached with or without my is-

suing a visa?  

Coaching as a caring profession is 

about trust, confidentiality and em-

powerment .There are boundaries 

in all aspects of our professional 

lives whether they are between col-

leagues or between us and clients. 

Today we can Google just about 

anyone and find out all sorts of 

things pertaining to them .  Should 

we be "Google-ing" our clients? 

Should they be" Google-ing" us?  

A younger generation of practising 

coaches will undoubtedly have a 

different understanding of where 

boundaries should be placed.  I be-

lieve that in the training of students 

of coaching, the more established 

and conventional boundaries that 

we are aware of and probably prac-

tise in these times should be made 

clear.   

Looking into the future, will bound-

ary lines become less rigid, more 

wavy and maybe a little more po-

rous? Khalil Gibran in speaking of 

children ( it is applicable also to 

younger colleagues) said: òThey be-

long in the house of tomorrow 

which you cannot visit.ó      

 

About the Author: 

M.B.Ch.B ; D.M.R.D. M. Med 

Western Cape Tour Guide 

DIPLOMA IN PRACTITIONER COACHING 

Ivor has been a practising medical doctor 

for more than 40 years, of which most were 

in Specialist Radiology and Nuclear Medi-

cine. Ivor has worked in both Hospital and 

Private Practice. He has experience in both 

working within an organisation and in solo 

private practice. 

Ivor is a registered member of  

¶ The HPCSA  

¶ SASNM  

¶ COMENSA  

¶ University of the 3rd Age  

¶ Mankind Project 

In the community, Ivor has been President, 

Vice-President and a Trustee of The Milner-

ton Hebrew Congregation. He is a teaching 

volunteer, leading schoolchildren through 

The Cape Town Holocaust Centre, stressing 

its relevance to Apartheid in the South Afri-

can context. 

COMENSA Membership Drive 

Itõs that time of the year againñ

COMENSA is having its ANNUAL 

MEMBERSHIP DRIVE and you could 

get your membership for FREE! 

For every new Practitioner member 

you (as an existing member)

introduce to COMENSA between 

now and the 30th April 2010, you 

will earn a 25% discount off your 

membership fee when it next comes 

up for renewal (up to a maximum of 

100%).  If you introduce  one Corpo-

rate member with 10 Coach/

Mentors in Employment members, 

your existing memberõs fee iwill be 

credited by 100%.  

 

This promotion is also valid for 

members whose membership has 

lapsed but their membership fees 

will be back-

dated for 

the period 

they are 

overdue. 
FREE Membership 



Living with Boundaries 
 

 

 

By Andrew Pike 

 

 

I receive anything between 

eighty and one hundred emails 

each working day.  Now, whilst 

a certain proportion of them 

insist on how much better my 

life could be if I were to invest 

in Viagra or Cialis, or offer me 

access to porn websites with 

celebrities in various states of 

undress or bad behaviour, or 

invite me to a three day 

workshop in Mogadishu on 

electronic document 

management, or try and sell 

me the third edition of the 

definitive book on òBerthing 

procedures for fishing vessels 

in Maltaó, most of what I 

receive I actually need to look 

at in order to see whether I 

need  to respond to it or not, 

and at least sixty percent of 

everything I receive does 

require a response.   

 

I also receive no less than 

twenty telephone calls a day 

on my landline and mobile 

phone.  Again, whilst some of 

them are customer surveys to 

determine satisfaction levels 

with the service I receive from 

my bank, or surveys regarding 

my perception of the oil 

industry, or offers of timeshare 

in Vladivostok, most of those 

calls have some sort of 

purpose which is necessary for 

my businesses to continue 

efficiently.   

 

In addition. I receive calls from 

time to time asking me to 

contribute to this or that 

charity.  Until yesterday, I had a 

secretary who would leave the 

office twenty to thirty minutes 

early each day, and from time 

received from my secretary 

about Susan's demands which 

got most up my nose was: òI 

donõt care if he is on holiday.ó 

 

The simple truth of it all is that 

I have a busy life.  In fact, I 

donõt know that many people 

who donõt have busy lives.  

Some of the other simple 

truths are that lots of people 

want things from me, whether 

it is my time, my expertise, my 

money, my wisdom, my 

friendship or whatever.  There 

is just not enough of me to 

spread around in order to 

satisfy everyone elseõs 

demands in the time available. 

In any event, I simply donõt 

want to satisfy everyoneõs 

demands.  I want to be very 

thoughtful about who I assist 

and in what manner.  In 

particular, I donõt want to 

satisfy anyoneõs demands 

unless firstly there is a fair 

exchange of resources, (e.g. 

money, energy or satisfaction) 

and unless my satisfaction of 

anyone elseõs demand aligns 

with the higher purposes I have 

in my life. 

 

Yes, it would be really nice to 

give a regular amount of 

money to the Donkey Rescue 

Fund or the Anti-Vivisection 

Society or even the Cancer 

Society.  However, before doing 

so, I need to examine whether 

(Continued on page 11) 

òThe truth is 

that there are 

only ten hours 

in a normal 

working day.ó 

- Andrew Pike 

P A G E  1 0  C O A C H E S  A N D  M E N T O R S  O F  S O U T H  A F R I C A  

to time would simply not turn 

up to work, or would do the 

things she was asked to do in 

a way which did not reflect the 

impeccability with which I want 

my office to run.  Last week, 

when I was on holiday, I found 

myself being bombarded by 

messages on my mobile phone 

from a particular client (lets 

call her Susan) demanding that 

I produce a certain document 

for her whilst I was away.  I 

think the message that I 
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Living with Boundaries continued.... 

any of those noble institutions align 

with my personal vision of how I 

want to make a difference in the 

world and whether that is the best 

possible use to which I can put my 

money.  I donõt want to make 

donations to charities based on a 

vague sense of obligation and guilt, 

although very often that is the way 

the invitation is presented to me.  I 

am not willing to buy into guilt, 

because doing things out of 

obligation has to be the worst 

possible reason to take things on. 

When I do things out of obligation, 

all that that does is leave me 

feeling irritated and pissed off and 

only one party in the transaction or 

relationship feeling satisfied 

(maybe), and that person ain't me.  

Even then, I doubt whether there is 

a true sense of satisfaction 

because there has not been a fair 

exchange of resources. 

 

Although it is a not-negotiable 

principle in my office that I will turn 

work around as soon as I possible 

can, usually within 24 hours, and I 

aim to give my clients the support 

they need within the time in which 

they need that support, again the 

truth is that there are only ten 

hours in a normal working day, and 

the things that need to be done in 

my office will take more than ten 

hours in any one day.  It is also true 

that, if I keep on putting out my 

energy, in order to satisfy the 

demands of all of my clients, but 

take no time out for myself in order 

to re-charge my batteries from time 

(Continued from page 10) to time, the batteries must 

eventually run flat.  

 

The other truth for me is that, if I 

need things to be done in my office 

in a certain manner in order to 

reflect certain values I have 

concerning the work that goes out 

of my office, the way in which my 

office operates and the way in 

which I want my life to be, but those 

things are not being done in that 

manner, I am out of integrity with 

myself if I allow that situation to 

persist. 

 

I can go on with endless examples 

which may or may not resonate with 

you, but the real question is: what is 

to be done? 

 

The simple answer is that we need 

boundaries in our lives.  In fact, the 

better we get at what we do, or the 

more we know, or the more money 

we have, the chances are that more 

and more people are going to want 

some of what it is that we have, if 

not all of it.  It really matters, 

therefore, to put protection 

mechanisms in place in order to 

protect our time, resources, health 

and integrity.  So how do we do that 

without pissing other people off?   

 

The truth is that sometimes it is 

inevitable that others may feel 

pissed off by our boundaries.  When 

I speak of boundaries, what I mean 

is the line that we draw around 

ourselves which says: "This close 

and no closer.  This much and no 

more."   

 

A teacher of mine, Gavin Harrison, 

offers that sometimes we need to 

be willing to disappoint others in 

order to be absolutely true to 

ourselves.  When we choose to live 

our own truths, others may well feel 

disappointed because their 

demands do not align with what we 

will permit. 

 

Download the rest of this special 

preview of Andrewõs forthcoming 

book by following this link to the full 

article on our website. 

 

References: 

 

É Andrew J. Pike,  copyright as òLiving with 

boundariesó, from òThe Talking Stickó, 

January 2010 

 

About the Author: 

 

Andrew Pike is an executive, career and life 

coach accredited with the More to Life 

organization.  He is also an attorney, 

consultant and trainer of business and soft 

skills.  Andrew is the author of òPeople 

Risks: a people based strategy for business 

successó, Penguin Books 2001.  Andrew 

can be contacted at 

andrew@andrewpikecoaching.com, tel: 

031 764 3111 or Skype: andrewpike.  

Andrew is: 

Proprietor of Andrew Pike Coaching 

(www.andrewpikecoaching.com) 

Director of A-Cubed Consulting (Pty) Ltd 

(www.acubed.co.za) 

Partner of Van Velden Pike & Partners, 

attorneys (www.vanveldenpike.com)  

http://www.comensa.co.za/Portals/0/downloads/Newsletters/Andrew%20Pike%20-%20Living%20with%20boundaries.pdf
http://www.comensa.co.za/Portals/0/downloads/Newsletters/Andrew%20Pike%20-%20Living%20with%20boundaries.pdf
mailto:Andrew@andrewpikecoaching.com
http://www.andrewpikecoaching.com/
http://www.acubed.co.za
http://www.vanveldenpike.com
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Say NO!  Itõs Good for your Health 
 

 

 

 

By Lorraine Le Roux 

 

What kind of 

challenges may be the common 

factor present in the manager trying 

to cope with work overload, the 

overweight individual, or the person 

in an unsatisfying relationship? The 

answer to each of these examples 

could be weak or unclear personal 

boundaries.  

 

While social boundaries are 

external and set limits to what we 

should, and should not do, personal 

boundaries are the physical, 

emotional and mental limits we 

establish to protect ourselves. The 

presence of boundaries allows us 

to express ourselves as unique 

individuals while acknowledging the 

same in others. Setting and 

maintaining clear boundaries 

defines who we are and empower 

us to be in control of our lives. 

 

Being clear about who we are, what 

we want, and what we will or will 

not do, enables us to focus on what 

is most important to us. To be 

successful in our endeavours, we 

have to define what success means 

to us and what we are prepared to 

do (or not do) to reach desired 

goals.  

 

Healthy boundaries need to be both 

solid enough to maintain integrity, 

and flexible enough to allow the 

person to engage with live. Some 

boundaries such as those around 

fears, may be moved or stretched 

when they keep us from moving 

forward, but when boundaries 

which are based on values are 

compromised, it can lead to 

feelings of discomfort and over time 

cause stress which can eventually 

have an impact on our health and 

general functioning. 

  

Research in the area of health 

psychology (In health domains such 

as obesity, and diabetes mellitus) 

with regards to the application of 

the locus of control theory (Kenneth 

Watson) and scales (the MHLC) to 

measure locus of control in the 

health domain, reviewed by 

Furnham and Steele (1993), 

indicates that health may be 

attributed to three possible 

outcomes: internal factors, such as 

self-determination of a healthy 

lifestyle, powerful others, such as 

oneõs doctor, or luck. Weiss and 

Larsen (1990) cited in Norman and 

Bennett, 1995) found an increased 

relationship between internal locus 

of control and health, when health 

value was assessed. It is argued 

that the value that people attach to 

their health is an important 

moderator variable in the health-

locus of control relationship. 

 

These findings emphasise the 

importance of the clientõs 

awareness regarding his/her 

responsibility around health-related 

choices. The environments in which 

people live and work often present 

many health-challenges for them: 

the manager may have to answer to 

deadlines from top management as 

well as demands from customers 

and staff; the overweight individual 

may be tempted by unhealthy 

canteen foods and too many staff 

meetings with high-calorie treats, 

as well as time constraints 

regarding exercise time; and the 

person in an unsatisfying 

relationship may find it hard to 

communicate his/her own needs to 

a demanding partner.  

 

Changing health challenging factors 

is not always possible or practical, 

(Continued on page 13) 
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but appropriate boundaries can 

make it possible for clients to deal 

with their challenges more 

effectively. 

 

According to Frankl: (Manõs Search 

For Meaning) òWe are not 

impervious to outside forces ð they 

can and do change our 

circumstances ð but we are free to 

take our stand in dealing with 

them. This gives us the ultimate 

freedom to rise above 

circumstances and fate. We are not 

dictated to by non spiritual factors 

ð by instinct, our specific 

inheritance, or the conditions of our 

(Continued from page 12) environment. We have and must 

use our freedom to choose how we 

will behave if we are to be 

psychologically healthyó.  

  

A two way approach is used to 

support the client in establishing 

healthy boundaries: Dialogue and 

life-skills training. Dialogue focus on 

raising the individualõs awareness 

of important personal values, and 

highlights the areas where he/she 

has control. Appropriate life-skills 

such as communication- conflict- 

and time management skills are 

taught.  

 

Learning to say NO effectively puts 

the person in charge of his/her 

situation and enables him/her to 

focus on life enhancing goals. High 

emphasis is placed on improving 

self-esteem and confidence and for 

this reason each small success is 

acknowledged and celebrated 

which in turn encourages the client 

to reinforce his/her boundaries. 

 

Jack Canfield author of òThe 

Success Principlesó,  advises 

individuals who want to stay 

focused on what is top priority for 

them, to start a òStop doingó list 

alongside their usual òTo doó list, 

and to call the items on their list 

òpoliciesó. Policies are boundaries 

which are not to be crossed.  

 

Circumstances such as demanding 

deadlines, unhealthy environments 

and unsatisfying relationships, do 

not have the last word ð in all 

situations we have a scope of 

available choices and the freedom 

to choose to say NO when that is 

the best choice. 

 

About the Author: 

Lorraine Le Roux holds a Graduate 

Certificate in Coaching (SACAP), a BA Psych. 

(UNISA) and a Diploma in Logo Therapy 

(UNISA).  She has worked as a support 

counsellor with women in destructive 

relationships, as well as having spent many 

years in the weight-loss industry.  She 

coaches women to live balanced and 

satisfying lives and is in the process of 

gathering material for a book about a very 

different approach to weight-management 

which is planned for publication by the end 

of 2010.  Lorraine can be contacted at 

lorraine@focusonwellness.co.za or visit her 

website: www.focusonmeaning.co.za 

 

Say NO!  Itõs Good for your Health continued... 

HAVING TROUBLE FINDING YOURSELF?HAVING TROUBLE FINDING YOURSELF?  

Because the new member database has 

more functionality, it relies on certain info 

being present and correct.   Please email 

administrator@comensa.org.za with your 

name, surname and username  if youõre 

unable to locate your profile so that we can 

resolve it. 

We encourage those members who havenõt 

yet done so to put your profiles onto the 

COMENSA website. 

Just  log on to the website and click on the 

block that says òUpdate Memberõs Profileó 

mailto:lorraine@focusonwellness.co.za
http://www.focusonmeaning.co.za/
http://www.comensa.org.za/
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Boundaries: The Great Divide 
 

 

 

By Marieta Kotze 

 

In real estate, boundaries can be 

described as: òThe legal boundary 

between unitsó, or òthe divide be-

tween areas of differing land useó. 

In life, it shouldnõt be much differ-

ent. 

In Psychology, boundaries can be 

seen as set rules and guidelines 

that a person implements to iden-

tify what are reasonable and ac-

ceptable behavior by those around 

them which has a direct impact on 

their lives.  

Our personal boundaries are the 

òskinó that keeps us together as 

individuals and which divides our 

lives, from other peopleõs lives. 

Crossing or stretching these 

boundaries can be dangerous and 

harmful.  

What will happen if you take a piece 

of elastic and stretch it further than 

it is designed for? It will snap! 

 Setting your own boundaries: 

Because there are no set rules and 

regulations for individual and per-

sonal boundaries, each person 

should be able to set and create 

personal boundaries. In order to 

create these boundaries, the follow-

ing òtoolsó should be used: 

Communication: 

Communication is the process 

of transferring information from 

one party to another. Our 

boundaries should be commu-

nicated to our spouses, col-

leagues, children etc as our 

boundaries is what sets us 

apart from them and what 

makes us an individual. By 

clear and effective communica-

tion, we can manage the expec-

tations that the people in our 

lives have of us. 

Planning and Prioritising: 

By planning and prioritising, you 

take control of your life. Once 

you have decided what is impor-

tant to you it will be easier to 

say no to those things that are 

of lesser importance.   

Start each day by creating your 

to-do list. By writing this down, it 

will help you prioritise the tasks 

at hand. By doing this, you also 

gain a sense of accomplish-

ment when tasks are being 

managed and completed suc-

cessfully.  

The ability to say no (and stick 

to it) 

All of the above steps will be 

useless without the ability to 

say no to certain things. The 

problem with saying no is that it 

can create a feeling of guilt or 

selfishness. There is however a 

fine line between being selfish 

and being in control of your 

boundaries and abilities. By 

stretching ourselves too thinly, 

neither yourself, nor the person 

who you are accommodating 

will benefit from your actions.  

Itõs more important to manage 

the expectations of those peo-

ple who are demanding your 

attention in order for them to 

experience what you have to 

offer them, whether it is in a 

professional or social capacity. 

Support structure 

Our support structure should 

consist of people who under-

stand and respects our bounda-

ries. Such relationships will be 

mutually beneficial without any 

form of parasitism. You should 

be able to communicate your 

boundaries to your support 

structure and also help them to 

create there own boundaries. 

Each person should have a 

clear understanding of the 

other persons needs and abili-

ties. This doesnõt necessarily 

needs to happen in a formal 

manner. But by listening and 

communicating you will get a 

(Continued on page 15) 
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sense of respect for persons 

boundaries.  

Respecting the boundaries of oth-

ers. 

If you want people to understand 

and respect your boundaries, you 

should also be sensitive towards 

the boundaries of others.  

People neglect their boundaries, 

out of fear of rejection by others.  

This is why it is important to be sur-

rounded with people who cares for 

and respects you.  

In the workplace, you canõt always 

choose the people around you, but 

by treating them with the necessary 

respect they will learn to respect 

you and your boundaries.  

Setting boundaries are vital! 

Boundaries help us to enjoy a qual-

ity and meaningful life.  

 

About the Author: 

Marieta Kotze is a skilled Business, Life 

and Teen Coach. Her passion is to create 

harmony in peopleõs professional and per-

sonal lives. She has the ability to motivate 

people to take deliberate and consistent 

action to accomplish their goals and objec-

tives.  She assists people in moving forward 

in the direction of their choice by holding 

them accountable and successfully empow-

ering them to achieve exceptional results. 

She has a successful background in the 

Human Resources Industry, specialising in 

Talent Management.  She also has excep-

tional skills in Client Relationship -, Staff - 

and general business management . 

Marieta can therefore relate with various 

individuals across all levels and organisa-

tional structures. 

 

Marieta holds a BCom Honours degree in 

Industrial Psychology. She is a registered 

member of COMENSA (Coaches and Men-

tors of South Africa). Marieta uses proven, 

reliable coaching techniques to optimise 

coaching sessions with exceptional results. 

 

She can be contacted on 011 791 2976 or 

083 427 1295  

 

Www.WhatHaveYouDonetoMarketYourselfToday.org.za???? 

your name, surname and profile 

username so that we can  work on 

getting your profile òupó. 

 

Are you LinkedIn? 

LinkedIn is a Social Networking site 

(www.LinkedIn.com) for 

professional people.  If you use it 

well, it can be a means of linking up 

with past colleagues, current peers 

and potential new clients.  You can 

ALSO join the COMENSA Group on 

LinkedIn and start discussions on 

topics that are of interest to you.  

We now have almost 200 members 

in our LinkedIn group, and itõs 

growing all the time.   

 

Are you on FaceBook? 

The COMENSA FaceBook page now 

has  101 fans, most of whom come 

from Pretoria, Gauteng! 

If you have a FaceBook profile, 

check out the COMENSA FaceBook 

page for events, photos of 

members having a great time at 

events, and become a fan of the 

COMENSA FaceBook page.  Go to 

www.facebook.com .  

 

Build Your Practice 

Please donõt forget about the tools 

in the òBuild Your Practiceó section 

on the COMENSA website.  This 

section is exclusively for the use of 

COMENSA members, so you have to 

be LOGGED IN to access this 

section.  It includes a presentation 

full of facts and figures about 

Coaching, Mentoring and they are 

so effective.  Use what you need to 

make YOUR sales material, 

presentations and proposals more 

compelling.  Itõs our gift to you. 

New COMENSA Website 

Is your Profile on the COMENSA 

website?  Have you accessed you 

Profile recently to check whether it 

has transferred successfully to the 

new database?   

 

The new database has a more 

sophisticated search functionality, 

and requires that certain info  

matches the requirements of the 

new database.  If you are unable to 

access your Profile, please email 

administrator@comensa.org.za with 

http://www.LinkedIn.com
http://www.facebook.com/
http://www.comensa.org.za/language/en-ZA/Members_Area.aspx


Raising the Roof on Boundaries 
 

 

By Naomi Legg 

 

I recently held a Personal Devel-

opment workshop for women; the 

main topic of discussion was 

about boundaries, our own limit-

ing beliefs. I used the metaphor of 

bread making, focusing on knead-

ing the dough to unleash the rais-

ing power of the yeast. This rais-

ing power is about breaking 

through the boundaries, the lifting 

or raising of limiting beliefs. 

òRaising the roofó to set ourselves 

free and to achieve what we set 

out to do! 

What are boundaries anyway? 

Boundaries are set by our limiting 

beliefs - Our beliefs are at the 

core of whom we are.  

Boundaries are our beliefs that 

are essentially made up of 

thoughts. When you habitually 

think the same thoughts and 

when they become òrealó in your 

mind, they form your beliefs. Be-

liefs can be positive and empow-

ering; or negative and limiting. 

Positive beliefs can propel you to 

greater heights, while negative 

ones can send you spiraling down-

wards!  

 

Beliefs guide our decisions and 

behaviour in all areas of life. They 

determine what we think is or is 

not possible. More often than not 

they prove to be self-fulfilling 

prophecies. Some of our beliefs 

are not fully our own, but rather 

blindly taken on from others. Once 

a belief is formed, we work over-

time to prove it right, even if the 

belief is something negative like 

òNobody likes meó or òI am a fail-

ure.ó Do we have to let our beliefs 

govern us, even if they are harm-

ful to others and ourselves? Can 

¶ Worthlessness: I donõt de-

serve to achieve this goal, be-

cause of something I am/am not 

or have/have not done. 

 

These beliefs are like strong, thick 

boundary walls that we build 

around us, they keep us from 

achieving our goals and keep us 

stuck. Boundaries can also give 

us a sense of safety and comfort. 

But how safe and comfortable are 

we really? What are they keeping 

us safe from? Is it the fear of fail-

ing? Of not being accepted? Of 

being rejected? 

Boundaries are lines that sepa-

rate objects. In terms of people 

and human relationships, bounda-

ries are invisible lines that sepa-

rate people from each other.   

In terms of our own personal de-

velopment and personal mastery, 

boundaries can limit us from living 

wonderfully energetic, healthy 

lives. 

Boundaries should be like elastic, 

stretching out to give us more 

space and distance to reach our 

full potential and realise our 

dreams. 

  When attempting to overcome 

limiting beliefs and stretch our 

boundaries ð the first step is to 

become aware of them.  

How thick is my boundary wall? 

This can be challenging, since our 

limiting beliefs have a way of hid-

ing from us. They like to stay in 

(Continued on page 17) 
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we consciously make changes to 

what we believe? 

 

Limiting beliefs can be grouped in 

3 categories: 

¶ Hopelessness: My goal cannot 

be achieved under any circum-

stances. 

¶ Helplessness: My goal can be 

achieved, but I lack the ability to 

achieve it. 
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Raising the Roof on Boundaries continued... 

the background, where they donõt 

have to explain themselves. It is 

almost like they are afraid that they 

will be proven wrong, if examined 

too closely. 

 

In order to uncover limiting beliefs, 

ask yourself questions like: 

¶ In case of Hopelessness: Why is 

this goal unattainable? 

¶ In case of Helplessness: What 

skills do I lack to attain it? 

In case of Worthlessness: Why 

donõt I deserve to achieve this goal? 

 

If you calmly ask yourself these 

types of questions, you will uncover 

the limiting beliefs that stand in-

between you and your goal. It is im-

portant to note that beliefs tend to 

come in clusters. Keep analysing 

your beliefs, until you feel satisfied 

that you have uncovered all of the 

limiting beliefs that stand in your 

way. Once you are aware of your 

limiting beliefs and the way they 

affect your behaviour, they will start 

to loose some of their power over 

you.  

 

Analyse your beliefs for their pur-

pose. Ask yourself, òHow does hold-

ing this belief serve my best inter-

est?ó Often beliefs serve a purpose. 

Like the boundary walls that keeps 

us safe.  

 

Safe from what?  If you do get some 

payoff from holding a belief, but at 

the price of some unpleasant side 

effects, look for a belief that gives 

you the same payoff without the 

side effects. For example, replace a 

(Continued from page 16) belief like òMen are troubleó by 

òSome men are trouble and I need 

to be careful to make sure I choose 

a man with a good character as my 

partner.ó The payoff of both those 

beliefs is òbeing safe from painó, 

but the second belief is less limit-

ing. 

 

One way to stop believing that you 

cannot do something is to just try 

doing it. Once a belief has been 

proven wrong it loses its power. Of 

course, common sense should be 

applied with this approach as to 

avoid harm to self and others. What 

we do should be ecological, serving 

others, our environment and our-

selves. 

 

Transformation and growth usually 

occurs when we are able to break 

free from our limiting beliefs. Limit-

ing beliefs hold us back from being 

the best that we can be and from 

being open to unlimited possibilities 
 

About the Author: 

Naomi is an Executive and Life Coach who 

also practices NLP and Ericksonian Hypno-

therapy. She is the founder of The Dove 
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