STRATEGIES

Don't let ability to finesse
stop you from being frank

Last time, I discussed the untapped,
hidden power of niceness in our busi-
ness lives — simple behaviors like rec-
ognizing others and expressing appre-
ciation for hard and good work.

Another action
central to this topic oc-
curred to me: one that
may seem at odds with
niceness, but if done
right, is one of the most
constructive expres-

thoughts.

It takes a (for many of us, very con-
scious) willingness to hear what some-
one is saying without judging. Other-
wise, you'll miss out on critical cues and
information that may alter your
current thinking or knowledge,
| help steer the rest of the discus-
§| sion and chart potential cours-
¢| esofaction. If you at some point
| disagree, to get the conversa-

y tionback on track, try phrases

sions of kindness. It is KATHY like, “I fully respect your view,
the willingnesstobe [\ ETTS but see it differently,” or “An-
completely candid with other way to look at it is.”
someone, at the right Keep your candid discus-

time, in the right way.

Candor is the power to change a con-
versation. While it may require saying
things that are tough medicine, being
straight can change performance, may-
be even save a job. Deft use of candor
can build trust, mend a relationship or
make a strong bond even tighter. Can-
dor can be a powerful diagnostic tool,
clearly revealing how you may most ef-
fectively interact with someone going
forward.

Easier said than done, 'm aware. And
Idon’t mean let it all hang out, all the
time. Candor is best used tactfully and
tactically, in a smart framework.

Like many things, the hardest part
about being candid is getting started.
Too often, we wait for the right mo-
ment: one that never quite occurs. It’s
easier around people we know and who
know us best. Conversely, not knowing
how someone will react to frankness
makes us uncomfortable and negates
action.

Start with some pre-discussion work
to get past that “first cringe” moment.
Script a few opening lines and bullet
the points to reduce the odds of getting
off message. Calmly disclose precisely
what you’re about to do: level about
something important, about which you
invite discussion.

That word discussion is key.

The richest reward of frankness
is getting it back, in a productive ex-
change. Candor is a two-way street
— it requires you to be a fully involved
listener and an effective speaker. Check
your point of view at the door when
the other party wants to share their

sions constructive and on track, what-
ever the reaction.

Have action steps to offer near the end,
and alter those steps as necessary as your
talk progresses.

Prepare for a potentially less than op-
timal reaction. And know that doesn’t
mean you won't still achieve a good out-
come.

People who you'd expect to handle
straight talk may well fall silent, finding
it difficult to even maintain eye contact.
‘Watch carefully for these cues, and put
the brakes on if need be, while making
clear the discussion will continue. Main-
tain your calm and composure.

If you do suspend the conversation,
be sure to pick it up soon. Don’t lose your
sense of urgency or forget your objec-
tive. A short amount of time — a few
hours, perhaps aday —is often enough
for someone to regain composure and
gather their thoughts.

Most of the time, I predict you'll have
apositive experience in one session, and
gain the deeper trust of those with whom
you're leveling. They’ll know you're
coming from the right place, with the
best of intent.

‘Why must candor be such a conscious
act?

‘We can get “management trained” to
the point of losing touch with what our
gut says is the right thing to do. I count
myself among the ranks of those too of-
ten given to finessing at the expense of
frankness.

|
Kathy Metts is president of Maryville-
based Impact Associates, a management
consulting and strategic events firm.

Focus, plan and measure
to achieve success in 2010

Two headlines caught my attention
recently. One proclaimed, “The reces-
sionis over.” The second announced,
“Small business income has fallen off
aclhiff.

The contrast is strik-
ing, but it goes to the heart
of what is happening in
the small business world
today.

The good news is the
long-term economic fore- KEVIN

year, start now by making a clear plan
with specific outcomes that you can
measure.

Let’s say that you want to focus on
nnprovmg your overall health next

= year. What does improved

healthlooklike? Itis
impossible to describe
without listing some spe-
cific changes that would
/ demonstrate your success.
In the same way, creating

cast is improving, an
many small busmesses
are improving along with

focus for your business

KRAG E N BRI N K demands that you create

some very specific goals.

it. Still, for many small
business owners the current income
picture has not kept pace.

What is it that makes the difference
between those that thrive at times like
these and those that struggle?

That question could be answered
many ways, but most answers will in-
clude hard work, perseverance, smart
decision making, and maybe a little bit
of luck. Since I don’t think the best strat-
egy is to rely on luck, I have developed
some strategic tools to help me and my
clients find success.

Here are my top three New Year
tools for success.

First, you need to focus. Establish
your destination with clarity and move
toward that destination with unwaver-
ing determination. Successful business
owners have a single-minded sense of
purpose and clarity of vision that keeps
them on target. For these people, no
fuzzy images of success are allowed.
They see clearly and believe absolutely
that they can hit their target. I like to
think of this kind of focus in Yoda’s
terms: “Do or donot. Thereisno try.”
Of course, to create that kind of focus,
you need to have a clear idea of what it
is that you want.

Clear ideas come from clear plan-
ning, This is the second tool for suc-
cess in 2010. You need to make a clear
plan for the coming year that includes
specific, measurable, achievable, re-
sults-oriented goals. Most people don’t
plan very well. This is evident at the
start of each new year when the lists of
“resolutions” are made without any real
plan for achieving them. If you want
to make something good happen next

List those goals in terms
that you can measure, and make sure to
define when each of those goals will be
met during the year.

The third tool is to track your be-
haviors, not results. Success is not mea-
sured at the end of the year; it is mea-
sured every day, week and month along
the way. Let’s use sales as an example.
If you want to know if you will hit your
sales targets, what you need to know
first is not how much you have sold, but
rather the daily things youneed to do
to make those sales happen. Here is a
CEO Rule: Successful people have suc-
cessful habits. It’s not so much what you
know, but what you do that determines
your success. Business owners who
consistently reach their goals under-
stand this.

Write down five to eight key activi-
ties or “behaviors” that are essential to
your success next year. Decide how you
will monitor those behaviors on a daily,
weekly or monthly basis. If you keep
those behaviors on track, your success
will be in hand before you know it.

Here is abonus tool. Identify some-
one to help you keep your focus clear,
your plan on track and your behaviors
consistent. Going it alone is OK if you
want to just get through. If you want to
be at the top of your game, engage with
amentor, a coach, or amastermind/
peer group. What you can do without
them, you can do even better with their
help.

|
Kevin Kragenbrink leads the Knoxville
office of Estrada Strategies, which
provides coaching and training to small
and medium-sized businesses.
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