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One of the main barriers to success for
many in financial services (or in any
other business) is the ability to focus on
what makes the business tick. What are
the few key areas of productivity which
create a growing business?

Many people go through a busy week,
but don’t really achieve the results they
need in only a few significant areas, and
wonder why they are performing below par.

Being a result-a-holic is about
recognising the crucial areas of your
business activity which make a
difference to your success, creating
standards of performance in these areas,
and then adhering to these without fail.
It is about understanding the outcomes
of every action you take (or don’t take!),
of every meeting, of every phone call.

This results focus extends to how you
work with others in getting the results
you both want, and doing so in a way
which maintains strong relationships.

Giving a presentation, for example, is
about identifying the results the
audience wants and identifying the
results you want... getting the business.
And it’s about your performance. Did
you do it well? Were your preparation,
delivery, props and visuals of top quality?
What would you do differently next
time? How can you grow, what have you
learned, what didn’t go well, what needs
more work and polish?

You might even produce a self-feedback
sheet for client meetings, marking yourself
on preparation, level of confidence,
punctuality, personal appearance, whether
rapport was built up, how did you present
the solution, did you get the business. You
might be surprised how this level of self-
analysis will help you identify those things
you want to do better.

Being a result-a-holic is also about
improving the strategic level in your
business. Most businesses will stand or
fall based on the effectiveness of only a
few factors. You will normally be able to
identify between five and seven factors
which we can refer to as your Key Result

Areas. So what are these
in your business?

Take an example of a
typical financial adviser.
The five key areas are:

1. Getting introductions/

networking/finding
people to contact

2. Making contact to
arrange meetings

3. Preparing for
meetings

4. Conducting meetings

5. Post-meeting work,

including client
service.

We can use a basic
mathematical model to '
illustrate how effective you |
might be, and to show how |
being less than effective in
any one or two of these
areas can have a crushing
impact on your overall effectiveness.

Let’s mark each area out of 10. Give
yourself a score as to the quality of your
performance. You might set yourself a
standard (for example; each day, I need
to find two new hot introductions, I need
to arrange two new meetings, etc). Or
you might not be so scientific about how
you score yourself, and simply go with
your gut-feeling of what score you can
give for each area, remembering it’s
about quality as well as quantity.

So, the maximum score in each area
would be 10, giving you a total effectiveness
score of 10x10x10x10x10 = 100,000.

To find out your own score, let’s say
you give yourself about 5 in each area,
producing a total of 5x5x5x5x5 = 3125.
So although you are at half effectiveness
in each key area, the cumulative effect is
that you end up working at only 3% of
the total level of effectiveness.

Of course, it’s a crude mathematical
model, but you get the point. The knock-
on effect of not focussing on these key
result areas, particularly consistently
over a long period, is there for all to see.

Let’s imagine you are not doing
enough on the first two areas and can
only give yourself 3 out of 10; you are

IT’S WINNING THAT COUNTS...

average at preparing your meetings (5)
and brilliant when in front of clients
(10). You provide an above average after-
sales service (7).

In this instance, the effectiveness
score is 3x3x5x10x7 = 3150. Again, only
3% of what it really could be. But you
can see where you need to make up
ground. And you will also see that, by
investing more in the first two areas,
you will generate better results. In fact,
getting yourself up to 6 in these two will
move your total score up to 12600 - a
quadrupling in your total effectiveness.

The question then is whether or not
to take someone on to provide support.
The fact is that you have to do
something to ensure you score highly in
these area. You have a choice. Either use
your own time, energy and focus on
these actions, or create a system and
invest in someone else’s talents to run it.
The only failure is in doing nothing.

Until next time, wishing you every
success...

Phil Olley is one of the UK’s top business
coaches, a professional speaker and author of
Counting Chickens - strategies for personal
success in business. Call 01592 563393 or
e-mail Phil@PhilOlley.com
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