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A breakthrough year
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Alternatively, now that you're well and truly
free of festive excuses, here are 13 tips from
Phil Olley to make 2003 a breakthrough year.

Define your values and vision. And ‘polish’ regularly. Write

this out on one sheet of paper... the ideal business... your
ultimate vision of where you want to be. Include the type of
clients you want to be working with, the ideal type of practice for
you, your support structure, where you hold your client
meetings, the markets you are in, your level of productivity.

Ask yourself the Calendar Question: “Sitting at the end of
&= the year and looking back at 2003, what will need to have
happened to have made it successful?”

Set specific objectives in the key areas of your life (eg.
) Personal, Financial, Business, Social, etc). Make sure you
lead a balanced life this year. It keeps energy high and ensures
you don't lose sight of what it’s really all about
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a system for doing the rest which enables you to keep focused on
those things you are best at, and which generate sales.

Set specific objectives in the six key areas of your business

(your ‘Key Result Areas’). Most professional practices will
stand or fall by their productivity in about six areas. Marketing
and prospecting are two such examples. So create a fantastic
marketing engine which delivers your message to your target
market in a compelling way.

Value your primary resources of time, energy and capital;

and invest (rather than spend!) for maximum leverage. And
get yourself financially well-organised to run your practice
professionally.

Create a ‘shop window’ which you are proud of,

professionally and personally. What is your brand? Your
positioning? Your image with the market you want to work in?
What is the unique package you are offering; is it communicated
attractively to those who could benefit most from it?

1 Practise, practise, practise. Renew yourself regularly.

Look at your professional performance and set up a
development plan which helps you deliver better results. This is
not just about acquiring more knowledge, but having an ongoing
programme of self-improvement. And committing to it. And
being accountable for it.

i Enlist the true support of a world-class squad. Make sure
you have great allies, whether within your own
practice/ company, or with external firms. And make sure they
know where you are heading. Make them part of your team. For
those who work directly with you, ensure they also have the
vision and they understand their role within it. Listen to them
and work in partnership to deliver the results you both want.

1 Embrace opportunities and run a series of special
missions throughout the year to create breakthroughs
in specific areas of your business.

} Look for the extra-ordinary. And be it. Don't settle for
blandness. Aim for awesome. Be a ‘result-a-holic’. @
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Focus on talents and strengths; develop a regime
based on your ‘Key Result Areas’. Delegate, or find

Email:
Phil@PhilOlleyConsulting.co.uk
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