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services, with much business generated at the
tax year change over, and as a result of prime
house-buying time. Let’s not forget mortgages —
not just new ones; for some clients it will be
the end of fixed rate deals and discount
periods, and so a time for a renewed look at
their arrangements.

With all that profitable activity around, it
can be difficult to find the time and energy to
stay on top of the game. And sometimes with a
flurry of activity, some really big opportunities
get missed if we are sagging under the weight
of all that production.

To prepare the ground to have a fantastic
harvest, how about a “business spring clean” to
upgrade yourself and your business, ready to
take full advantage?

Spring represents renewal, rebirth, and the
start of new life, and spring-cleaning your
business means injecting this fresh feeling to
your own operation.

HAVE A SELF UPGRADE
In three steps:

a) Upgrade your appearance.
This is your shop window. Is your suit up to
scratch? Are your shoes, briefcase, diary, pen,
tie, belt, watch supporting your brand? All
these things will certainly either work for or
against you in the client’s subconscious. And
they have an impact on the psychological
messages you send to yourself. Very often it is
the small things on the periphery which can
have a disproportionately positive (or negative)
subliminal effect. What does your level of
personal fitness say about you (not being a
fanatic here, but image is important)? And are
you in good shape to give maximum physical
energy to the inevitable volume of meetings
which accompany the flurry of business
coming in?

b) Upgrade the way you act.

Are you hunched? Is your posture correct?
Are you exuding confidence with every stride?
| always remember the words of a drill
instructor from my time as a trainee Naval
Officer who said, “It doesn't matter whether
you have anywhere specific to go or anything
specific to do; the secret to good officer-like
bearing is to look as if you have”. A
purposeful poise will generate confidence in
yourself and in your clients. And it's more
than that. As Tom Watson (founder of IBM)
said: “If you want to be the best company in
the world, you've got to act like it today,
immediately.”
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SPRING-CLEAN YOUR BUSINESS

Phil Olley offers some seasonal advice for
those struggling to cope with a heavy workload

c) Upgrade the words you use.
Remove the jargon and refresh with words
that business people use. For example, say
"'meeting" instead of "appointment". The
former has a more business-like tone and
more powerful (and positive) connotations,
reflecting an equal exchange of value. It will
reflect in your behaviour in relation to that
activity. Subliminally you will walk into a
"'meeting" differently than you will walk in to
an "appointment".

All of these three steps are underpinned by the
way you think. Think successful and you'll be
successful.

HAVE A BUSINESS UPGRADE

a) Clear up any hangovers.
Clearing up all the stuff hanging over from the
past is essential to signal that you are ready to
take advantage of the volume of business on
its way. In creating a clutter-free business and
having nothing outstanding, you will often
come across something to remind you of a
business opportunity. Get up to date and you
allow new opportunities to arrive. A signal to
the "business universe" that you are ready to
receive, and that there is nothing in the way of
you doing all the new business which will
come your way. This requires you to get
decisive about all those things in your “in-
tray” and the piles of paper on your desk, the
emails in your inbox, and the odd files which
seem to hide in briefcase compartments and
get carried to and from the office every day,
with all good intentions of getting round to
acting on them. Clear your desk to the wood.

b) Upgrade your office environment.
Clear up your office, reception area, etc. Is

your furniture really what it should be? Are
you “making do”? Are you well supported
technologically? And if not, this may be the
time for you to invest in IT hardware and
software (I'm sure you are aware of the
significance in terms of tax rules on the
purchase of computer equipment before 31
March this year). What does your office, your
reception area say to clients? Clients want
their financial adviser to be a successful one.
They only want to associate with success.
Again, the small things will make a huge
difference here, and you don't have to spend
a fortune to make the environment you work
in very stylish, of high quality and supportive
of your brand.

¢) Upgrade your systems.
To keep your business capacity up, and ensure
you deliver first rate service from a world class
practice, it's essential you have strong business
systems, procedures and processes. Take a
look at the routine tasks your business does
and ask "how can these be systemised so | can
spend more time with clients, doing what | do
best?" What is your client's journey through
your business like? What is their experience
from the moment you are in contact with them,
right through the process of their becoming
clients, and beyond? This is not just about the
personal service you provide, but also the
experience they have in every minute detail.
How can each detail be improved? The
Japanese call this Kaizen, “continuous
improvement”, and this is a well-known
business growth concept. Apply it to everything
that affects your interaction with existing and
potential clients. What they experience in their
interaction with your firm will work for you or
against you, and so should be deliberately
chosen, not an accident. How is the phone
answered? What is your voicemail/
answerphone message? Do these project your
brand, inspire confidence in prospective
clients, speak volumes about your values?

Just as a body finds it difficult to function with
clogged arteries, and just as we feel re-energised
when we spring-clean, so too, in our business
and professional lives, a clean out will yield
immediate results. It may be that a day
dedicated to a business spring-clean will energise
you and your team at just the right time.

Until next month, wishing you every success
in your endeavours...

Phil Olley is a business coach, speaker and
author. Visit www. PhilOlley.com or call him on
01592 563393




