
STRATEGIES

Don’t let ability to finesse
stop you frombeing frank
Last time, Idiscussedtheuntapped,

hiddenpowerofniceness inourbusi-
ness lives— simplebehaviors likerec-
ognizingothersandexpressingappre-
ciationforhardandgoodwork.

Anotheraction
central tothis topicoc-
curredtome:onethat
mayseematoddswith
niceness,but ifdone
right, isoneofthemost
constructiveexpres-
sionsofkindness. It is
thewillingnesstobe
completelycandidwith
someone,at theright
time, intherightway.

Candoris thepowertochangeacon-
versation.While itmayrequiresaying
thingsthataretoughmedicine,being
straightcanchangeperformance,may-
beevensaveajob.Deftuseofcandor
canbuildtrust,mendarelationshipor
makeastrongbondeventighter.Can-
dorcanbeapowerfuldiagnostic tool,
clearlyrevealinghowyoumaymostef-
fectively interactwithsomeonegoing
forward.

Easiersaidthandone, I’maware.And
Idon’tmeanlet itallhangout,all the
time.Candorisbestusedtactfullyand
tactically, inasmart framework.

Likemanythings, thehardestpart
aboutbeingcandid isgettingstarted.
Toooften,wewait for therightmo-
ment:onethatneverquiteoccurs. It’s
easieraroundpeopleweknowandwho
knowusbest.Conversely,notknowing
howsomeonewill react to frankness
makesusuncomfortableandnegates
action.

Startwithsomepre-discussionwork
togetpast that“firstcringe”moment.
Scriptafewopeninglinesandbullet
thepoints toreducetheoddsofgetting
offmessage.Calmlydiscloseprecisely
whatyou’reabouttodo: levelabout
somethingimportant,aboutwhichyou
invitediscussion.

Thatworddiscussioniskey.
Therichestrewardoffrankness

isgettingitback, inaproductiveex-
change. Candorisatwo-waystreet
—itrequiresyoutobeafully involved
listenerandaneffectivespeaker. Check
yourpointofviewatthedoorwhen
theotherpartywantstosharetheir

thoughts.
Ittakesa(formanyofus,verycon-

scious)willingnesstohearwhatsome-
oneissayingwithoutjudging. Other-
wise,you’llmissoutoncriticalcuesand

informationthatmayalteryour
currentthinkingorknowledge,
helpsteertherestofthediscus-
sionandchartpotentialcours-
esofaction.Ifyouatsomepoint
disagree,togettheconversa-
tionbackontrack,tryphrases
like,“Ifullyrespectyourview,
butseeitdifferently,”or“An-
otherwaytolookatitis.”

Keepyourcandiddiscus-
sionsconstructiveandontrack,what-
everthereaction.

Haveactionstepstoofferneartheend,
andalterthosestepsasnecessaryasyour
talkprogresses.

Prepareforapotentiallylessthanop-
timalreaction.Andknowthatdoesn’t
meanyouwon’tstillachieveagoodout-
come.

Peoplewhoyou’dexpecttohandle
straighttalkmaywellfallsilent,finding
itdifficulttoevenmaintaineyecontact.
Watchcarefullyforthesecues,andput
thebrakesonifneedbe,whilemaking
clearthediscussionwillcontinue.Main-
tainyourcalmandcomposure.

Ifyoudosuspendtheconversation,
besuretopickitupsoon.Don’tloseyour
senseofurgencyorforgetyourobjec-
tive.Ashortamountoftime—afew
hours,perhapsaday—isoftenenough
forsomeonetoregaincomposureand
gathertheirthoughts.

Mostofthetime,Ipredictyou’llhave
apositiveexperienceinonesession,and
gainthedeepertrustofthosewithwhom
you’releveling.They’llknowyou’re
comingfromtherightplace,withthe
bestofintent.

Whymustcandorbesuchaconscious
act?

Wecanget“managementtrained”to
thepointoflosingtouchwithwhatour
gutsaysistherightthingtodo.Icount
myselfamongtheranksofthosetooof-
tengiventofinessingattheexpenseof
frankness.
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Focus, plan and measure
to achieve success in 2010

Twoheadlinescaughtmyattention
recently.Oneproclaimed,“Thereces-
sionisover.” Thesecondannounced,
“Smallbusinessincomehasfallenoff
acliff.”

Thecontrastisstrik-
ing,butitgoestotheheart
ofwhatishappeningin
thesmallbusinessworld
today.

Thegoodnewsisthe
long-termeconomicfore-
castisimproving,and
manysmallbusinesses
areimprovingalongwith
it.Still, formanysmall
businessownersthecurrentincome
picturehasnotkeptpace.

Whatisitthatmakesthedifference
betweenthosethatthriveattimeslike
theseandthosethatstruggle?

Thatquestioncouldbeanswered
manyways,butmostanswerswill in-
cludehardwork,perseverance,smart
decisionmaking,andmaybealittlebit
ofluck.SinceIdon’tthinkthebeststrat-
egyistorelyonluck,Ihavedeveloped
somestrategictoolstohelpmeandmy
clientsfindsuccess.

HerearemytopthreeNewYear
toolsforsuccess.

First,youneedtofocus.Establish
yourdestinationwithclarityandmove
towardthatdestinationwithunwaver-
ingdetermination.Successfulbusiness
ownershaveasingle-mindedsenseof
purposeandclarityofvisionthatkeeps
themontarget.Forthesepeople,no
fuzzyimagesofsuccessareallowed.
Theyseeclearlyandbelieveabsolutely
thattheycanhittheirtarget.I liketo
thinkofthiskindoffocusinYoda’s
terms:“Doordonot.Thereisnotry.”
Ofcourse,tocreatethatkindoffocus,
youneedtohaveaclearideaofwhatit
isthatyouwant.

Clearideascomefromclearplan-
ning.Thisisthesecondtoolforsuc-
cessin2010.Youneedtomakeaclear
planforthecomingyearthatincludes
specific,measurable,achievable,re-
sults-orientedgoals.Mostpeopledon’t
planverywell.Thisisevidentatthe
startofeachnewyearwhenthelistsof
“resolutions”aremadewithoutanyreal
planforachievingthem. Ifyouwant
tomakesomethinggoodhappennext

year,startnowbymakingaclearplan
withspecificoutcomesthatyoucan
measure.

Let’ssaythatyouwanttofocuson
improvingyouroverallhealthnext

year.Whatdoesimproved
healthlooklike? Itis
impossibletodescribe
withoutlistingsomespe-
cificchangesthatwould
demonstrateyoursuccess.
Inthesameway,creating
focusforyourbusiness
demandsthatyoucreate
someveryspecificgoals.
Listthosegoalsinterms

thatyoucanmeasure,andmakesureto
definewheneachofthosegoalswillbe
metduringtheyear.

Thethirdtoolistotrackyourbe-
haviors,notresults.Successisnotmea-
suredattheendoftheyear;it ismea-
suredeveryday,weekandmonthalong
theway.Let’susesalesasanexample.
Ifyouwanttoknowifyouwillhityour
salestargets,whatyouneedtoknow
firstisnothowmuchyouhavesold,but
ratherthedailythingsyouneedtodo
tomakethosesaleshappen.Hereisa
CEORule:Successfulpeoplehavesuc-
cessfulhabits.It’snotsomuchwhatyou
know,butwhatyoudothatdetermines
yoursuccess.Businessownerswho
consistentlyreachtheirgoalsunder-
standthis.

Writedownfivetoeightkeyactivi-
tiesor“behaviors”thatareessentialto
yoursuccessnextyear.Decidehowyou
willmonitorthosebehaviorsonadaily,
weeklyormonthlybasis.Ifyoukeep
thosebehaviorsontrack,yoursuccess
willbeinhandbeforeyouknowit.

Hereisabonustool.Identifysome-
onetohelpyoukeepyourfocusclear,
yourplanontrackandyourbehaviors
consistent.GoingitaloneisOKifyou
wanttojustgetthrough. Ifyouwantto
beatthetopofyourgame,engagewith
amentor,acoach,oramastermind/
peergroup.Whatyoucandowithout
them,youcandoevenbetterwiththeir
help.
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