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PREFACE


I remember heading to the British Library to run my monthly workshop for entrepreneurs. I wondered how I’d begin it this time. It came to me. I arrived and said:

There will be two workshops going on in this room at the same time today: one for your head and one for your heart. Your head wants to know: How am I going to make this business work? I hoped there’d be refreshments. Did I leave the window open at home? Are we going to finish on time? I’d better remember to call so and so… And then there’s your heart; your heart wants to just be yourself. In a way it wants nothing: just to be. It just wants to do what’s most true to you.

Everyone in the room nodded, agreed, gently smiled to themselves or silently acknowledged. I have said the same or similar words at almost every talk I have given for several years. I have said those similar words to thousands of people in different venues at different events, and the reaction has always been the same.

We know it to be true, but too often lose that balance and that inner wisdom. If your heart isn’t in it, why are you? Both head and heart will be necessary for the journey, for running your business. This book will help bring them together, perhaps for the first time.

When your head and heart work together, magic happens. Your heart is able to be and feel fulfilled. And your head is able to do its job: to plan, prepare, figure things out and try its best to keep you safe and secure.

With head and heart together you double your odds of true success, and that nagging inner doubt dissolves, for at last your head and your heart are both heard. There is no inner conflict. The journey can be rewarding, fulfilling, enjoyable and heart-warming. When challenges come you will have the heart to face them. When opportunities come you will embrace them with a sound mind and good heart. Your life will not be an afterthought. It will be dear to your heart throughout.

Welcome to the world of the soul trader.
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INTRODUCTION


Most people do not go into business solely to make money. They want to make a living, make an impact, make a contribution, make a statement, make something of real worth and value. They want to enjoy what they do, and make themselves happy and their families secure and proud. They want to make a break from the humdrum, and express their skills and abilities. But sooner or later many business owners fall into the same old trap, lose sight of what’s important and struggle with life balance.

At the same time the world – and business world – is changing. The marketplace is more crowded and noisy than ever. We’re overwhelmed, and tired and numb with being ‘sold to’. We eventually leave the job where we were merely a cog in the wheel of the workplace, and avoid and resent the businesses for which we’re just cash in the till. We leave because they don’t care about us, it doesn’t serve us any more, and our heart isn’t in it.

We have a heightened sense of consciousness, not only of the kind of life balance that we want, but also the kind of business we want to set up or work for. We are more concerned about businesses ethically and equitably, as well as about their history and reliability. We want to know how our goods are sourced, resourced and supplied. We want to know if a business is actually sound, will do a good job and will take care of our interests – not just its own.

Soul traders follow their own paths and their hearts. They run the kind of businesses that they would actually love to buy from and work in. They want to build businesses on their own values that serve you, your customers, your lifestyle and your wider concerns.

The seven principles in this book will help you do just that – to establish a business that is enriching and enjoyable personally and professionally.

It is a new era, the era of the soul trader: it is about business with an open heart – with you and others in mind.

About the soul trader

Soul traders are people who want to run a business that they are truly passionate about. They care about their customers and those they do business with. They often operate in a field – or undertake a cause – that’s close to their heart. Some run traditional businesses and wish to bring their own unique spin to it or to improve or revolutionize it. Many are people from all walks of life who wish to do what they love for a living. Soul traders also include inventors, healers, innovators, teachers, leaders, carers, artists, entertainers, ethical entrepreneurs, environmentalists, creatives, mentors and therapists. Some soul traders are all these things – and are mavericks.

Overall, soul traders want to run a business that sits with the values and ethics that sit with them and their lifestyle. Sometimes they are tired and stressed by the old ways of doing things and need to bring more life balance, fun and creativity to what they do and to their lives – or simply seek fresh inspiration. Some soul traders are consciously or unconsciously on a journey of self-discovery.

Some have been in employment their whole lives; some have been in business for most of theirs. Some ‘choose’ this path, and some find that life events have led them here. Some feel compelled to be their own boss; some feel they’ve had no choice; others feel they choose their path. Some know exactly where they are going and are drawn to this book, as it resonates deeply with them, and others are looking to find their path – or a new one – and will find this useful guidance. Most wish to shape or embrace their path and destiny. Many soul traders have a number of facets to their lives and wish to run a business that sits well and supports their family, social and personal priorities, and passions.

Soul traders are sometimes even visionaries who are interested not only in enriching their lives and those of their loved ones but in leaving the world richer than they found it. Welcome, one and all.

Book overview: you are the key

This book helps you in two ways: you’ll gain deeper insight, inspiration and creativity; and you’ll become more focused, strategic, productive and effective. Both aspects will be necessary along your journey.

On the one hand the chapters work sequentially and build on one another. They will help develop your business – whatever its stage. So starting with clarity you will become clear about where you are, what you want from your life and business, and how you can set or fine-tune your goals and identify your next steps. Then you will start on a journey of understanding your customers and developing courage to seek and win business through the right blend of co-operation and conversations. This is not the whole journey; staying on track is tough, and developing and sustaining a business that you, customers and others love will require the creativity to balance and manage your life and business, as well as genuine, rich relationships and compassion. The concluding chapter on change will help support you as you and your business develop and face transition – as you will throughout.

That said, some themes and chapters may jump out at you as being especially relevant to where you are, and you may wish to focus on them first and read them in a different order. The chapters have a rich crossover. You’ll see elements of one in another; the messages are often reinforced to help and remind you to identify, extract and utilize what’s relevant for you. You’ll probably find that starting at the top and following the book through on the first reading is most useful, and then you can dip in and out to revisit chapters as they are appropriate for you, your business and your circumstances.

Ultimately you are the key. You are the captain of the ship. This book and the chapters will prompt, probe, energize and illuminate you along your path. Your openness to it, and your ability to interpret and apply it as it relates to you and as it resonates with you, is where the magic of this book really comes to life.

Chapter guide
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Clarity
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This opening chapter will help you first to develop insight. You will need to be clear on who you are, what you want and what you are about.

Then you will need foresight: to develop or clarify your vision and mission and to set the path ahead – and to begin to see and discover what makes you unique to others in the market.

Finally and crucially this chapter will help you to stay clear: to keep space for yourself, planning and development. It will help you foster awareness of what is important and to adjust to – and sometimes avoid – some of life’s and business’s changes and challenges.

Look at this chapter whenever you need to remember, reconnect, reconsider, review and reset your goals. ♥ ♥ ♥

Customers
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Your own perspective and wishes are not enough; business is all about serving your customers and marketplace. This second chapter helps you to understand the types, desires, drivers, fears and needs of your (potential) customers so that you can find, connect to, serve and keep them. Together with clarity it provides the base for the rest of the book and your journey.

This chapter also reminds you to keep your customers in sight and mind and in your heart, to develop a strong, sustainable business that your customers love and will tell others about.

Visit this chapter when you are starting, diversifying, or developing products and services, or when you are keen to or need to enter new markets – and to engage and relate to present or potential customers. ♥ ♥ ♥

Courage
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Business is a journey that will include degrees of challenge, competition, change, conflicting demands and uncertainty. It is not for the faint-hearted.

This chapter will help you discover your inner strength, courage and inspiration to help carry you through. By tapping into your courage and staying true to your heart, the challenges and experience that you gather will help you arrive at deeper wisdom and even more powerful ways of serving your customers. ♥ ♥ ♥

Cooperation
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Everything is interrelated, interdependent and ultimately one. What’s more, you will need specific help, support, suppliers, staff and contacts to establish, run and grow your business, sales and profits. This chapter will help you to tap into your existing networks and to extend them to access and create new opportunities that will profit you, your customers and others.

Revisit this chapter whenever you are stuck, frustrated or encountering challenges – and when you wish to extend and strengthen your business or network. ♥ ♥ ♥

Conversations
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Customer conversion relies on the right customer conversation. The right word will open the door, and the wrong one will slam it shut in your face.

This essential chapter will help you have rich conversations leading to rich relationships and rewards. It will help you establish, sustain and develop strong relationships and business – and let them pass when necessary.

Consult this chapter when you need to pitch, present, persuade or promote. It will help you warmly approach and address customers and suppliers – and indeed family, friends and supporters. ♥ ♥ ♥

Creativity
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Business is all about creativity, inventiveness and adventure. But so often soul traders forget this. This chapter helps remind you of your magic. It helps you explore what works for you and how it is that you work at your best in order that you become more effective, excited, exciting and engaging.

Play with this chapter when you need focus, to get organized and productive – or when you need to bring fun, freedom, balance and flexibility into your life and business. ♥ ♥ ♥

Compassion

[image: ]

Love you, love what you do and love others too is the mantra of this chapter.

Compassion and its source love are words that are not often used in business, but they are the qualities that will elevate you from running a business on stress, fear, sweat and tears to one that is flowing from a place of openness and possibility.

Visit this chapter if you are lost, overwhelmed or burnt out and when nothing seems to work. Love is the only tool that will serve you in every situation. ♥ ♥ ♥

Change
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This concluding chapter of the book in many ways is the joker in the pack – or the ace that changes the game. Some hate change; some embrace it. Some use it; others don’t know how to handle or try to ignore it. But it will come. You will change; your mind will change. Technology will change. Your customers will change. The economy will change. This chapter helps you stay mindful, aware, alert, fluid, free and flexible.

Read this chapter when you or things around you, your business or the environment are at a point of transition or when you feel stuck or inspired to mix things up. ♥ ♥ ♥
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CLARITY


Know who you are;
walk your unique path

If you’re not clear then nothing will be…

Finding oneself and one’s path is like waking up on a foggy day. Be patient, and presently the fog will clear and that which has always been there can be seen. The path is already there to follow.

Perhaps the most common theme that people come to me with as a coach is the want for clarity, focus and a sense of direction, personally, professionally and in business. Very often we feel as though we’re not clear, we’re not certain and we want a very clear path to where it is that we’re going.

This chapter of the book will help you develop clarity about who you are, why you are in business and where you are going. It will also help you ensure that you continue to give yourself space and remain clear throughout your business journey. Let’s begin:

♥Who are you?

♥Why are you here?

♥Why are you in business?

♥Why are you thinking of going into business?

♥What is it that business means to you?

♥What is it that you’re wanting to achieve from your business?

♥Are your goals and aspirations the same today as they were yesterday?

These are very, very important questions that we need to look at. Take a little time to ask yourself these questions, whether you’ve been in business for 20 years, have just finished studying or are thinking of giving up the career that you’ve been in. Each year I meet many established business owners who are unclear about the answers to these questions. Once you are clear – and happy with the answers – many of the doubts you have will lessen and may even vanish.

Your journey: the balancing act of business

Working as a coach to business owners, I’ve discovered that there are three aspects of running a fulfilling business:

1You: Without you, your health, your motivation and your heart there is no business. It is an aspect of business many overlook. Your journey must start here. Starting here you will be clear, motivated and able to take care of yourself and what is most dear to you in life. Business is merely one aspect of life – you must not lose sight of that. If you do, you may perhaps build a ‘successful’ business but you will remain unfulfilled and may have paid too high a price.

2Your business: What is the type or nature of your business? What rules and regulations will apply? What shape, structure, staffing, systems, policies and procedures will need to be in place? Without an effective management and operations approach or model, your business will struggle. These things may need to change over time, and there will be challenges involved.

3Your customers and market: Who are your customers and potential customers? What do they want and how do they want it? How do they see the world? What is going on in your marketplace and with competitors? How can you best serve them? What do your customers want from you specifically? How will you stay in touch with and address changes that affect your customers and the wider environment?


It is the space in Figure 1.1 where you, your business and your customers/your market intersect that the exceptional soul trader business really resides. It’s here that the focus must be developed and the success of your business will be shaped.


FIGURE 1.1The three aspects of business
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What’s your story?

So who are you? What’s your story? I’m amazed by the number of times that business owners don’t ever stop to consider their unique story. Your story is important; it may well have led you here. It may well hold valuable clues to what you want and what you can contribute. Increasingly customers want to know who it is you are and why you’re doing what it is that you’re doing. And very often you and your own unique story may be all that separate you from others in the market. There will be thousands of other accountants, therapists, web designers, cake makers, solicitors and shop and restaurant owners; so what is it that makes you special?

Cast your mind back over your life and career story to date. What is it that actually brought you to this point of starting your business or growing it? Run through your life and career to date. Then take a moment simply to write it down, using Table 1.1, in a couple of sentences that encapsulate your story.


TABLE 1.1My story




	
My story to date









	
Why I’m in business (or why I’m planning to start a business)












Now I want to invite you to go one step further forward. Gently think about what you want to do and contribute and how big it is that you dream. What do I mean by this? Well, it’s very important for you to have an idea of what it is that you actually want from business. I’ve coached scores of people who have been frustrated (often for years or decades) by following someone else’s dream of what they should be and what they should achieve. It may also be that you’ve been frustrated by your progress but have never asked yourself what precisely you want to achieve – and why.

How big do you dream? Some people like to climb mountains; others like to go for casual strolls in the hills. What is it that’s really important to you? Do you want a chain of shops? Do you plan to produce a range of products that get sold in lots of stores? Or is it something simpler? For example, one of my clients intends always to remain the only employee in his business, but his goal is to attract more affluent customers on a higher fee, with a waiting list, and possibly to introduce a few products.

Along the journey the shape, size and indeed specifics of your dream may change. You might start out with big dreams and then think ‘Actually, I want to scale that down – I want a simpler life and business.’ The opposite can happen too. You may start off with small aspirations and then think ‘I want to take on some staff, diversify, produce some products and open some stores.’ Your dream is all within your gift, so I invite you to spend just a little bit of time with this. How big is it that you dream? What precisely is it that you want to create?

What might the journey involve?

Clarity is also about knowing what your journey to develop your business might involve. The metaphor of climbing a mountain on the one hand or a gentle hill on the other is an apt one. Many dream of climbing mountains, but few do. Some think climbing mountains is easier than it is. It may be unclear exactly how difficult it is until you try. It will take a combination of mental strength, vision, ability and the right team, training, research, strength, support, supplies and shelter. The risks can be huge, and not everyone makes it. Some are foolish, do not learn the lessons from others and are ill prepared. It may be possible to climb gentler slopes with less preparation, planning, resources, self-belief, support or insight. We can perhaps afford to make assumptions about climbing hills. What is it that you seek to gain: the experience, the prestige, the conquering achievement, the comradeship?

I remember working with a business owner who had run a café in the past. Her new business venture involved a very big dream, huge logistics and lots of unknowns and variables. She was caught up in her new dream and hadn’t thought through what it would actually involve to turn it into reality. It was only when I stopped and asked her the reality of setting up a café – from the dream to the everyday reality – that she realized what was involved in her new venture. She talked through her journey of setting up the café, from finding premises right down to the day-to-day routines of ordering supplies, endless washing up, and getting customers through the doors to pay the rent! She realized that she had to become more realistic about her new business and work out – just as with her café – all the steps it would take to plan, start up and run.

I will never forget an occasion when I was running a Your Life, Your Business workshop. I’d prompted the attendees to consider where they were and their next steps. To help illustrate this, I had put up a slide of a person at the wheel of a boat. In the image you could see a little of the boat, a little of the seas and skies around and a hint of land in the distance. As everyone was quietly relating the image to their own journey, a woman suddenly exclaimed ‘I have a hole in my boat!’ She explained that there were logistics in her business that were flawed; the premises that she was planning to use needed work, and some of her systems needed developing. She had identified specifics that related to her that she needed to take care of and fix. Though she was new to her business and was still learning, this analogy helped her understand her business, its needs and the task ahead more clearly.

No metaphor or analogy – or indeed any endeavour you’ve undertaken before – will completely hold up or hold true to where you are now. But they can give insight, clarity and a quick virtual reality check on our ideas and the possible path ahead. This is true not only if you’re starting out.

Anand has been in business all his adult life, but was lacking clarity on how to move forward. He is a keen golfer, so I asked him to relate where he was in his business and his challenges as if in a game of golf. He explained he had the wrong grip and too tight a grip in business, which in golf would be a disaster. Taking a metaphor he knew well and relating it to his business, where he was struggling with clarity, helped. He’s making the adjustments and has a lighter, more effective ‘touch’ with his business clients and contacts. The golf metaphor helped him gain even more clarity by looking at the wider environment of his business and relating the competition to other players and challenges to bunkers. I’m often astounded, in working with business owners, at how profound such metaphors can be and how precisely we can identify valuable, useful learning and apply it.

Your vision and values

Once you are clear about what’s really important to you in your life, your business and the people, it will help clear your mind, clear the way ahead and clear away the distractions. It is no surprise that we use the word ‘visionary’ of those who have innovated and pioneered. It comes from a clear-sightedness. It comes from knowing what is important and what is not. Until you are clear nothing will be. Until you know what is important you will not know what to focus on, where you are going, where you are heading or even what is going on. We live in a world where we are overwhelmed by data, distractions and things to do. Stopping and looking will help you become clear on who you are, what your drivers are, where you are going and what paths are worth taking. It will serve you in every personal and professional situation. It will help you cut through the noise and the nonsense and be true to yourself. Clarity and focus – followed by motivation – are the top issues with which people come to me as a coach. From clarity all else can happen and flow. You will not get very far in heavy fog. It will slow you down and can cause some serious damage to yourself and others. If you take a little time and space and look closely, the fog can clear and be replaced by a sharpness of vision that can propel you forward.

This is an exercise that I do with almost everybody I work with, because it’s really important, before you start on this journey of building your business and building it by heart, that you know exactly what it is that you want to build. So we’re about to find out exactly what’s important to you in your life; we’re going to find out exactly what’s important to you in your business; and we’re going to find out exactly what’s important to you in terms of relationships with people. In this way, you’ll be very clear of how you want your business to look, how you want your life to be, and what types of people and relationships you want in your life.

Use Table 1.2 and write down a list of 6 to 10 words of what’s most important to you in life, 6 to 10 words of what’s most important to you in business, and 6 to 10 words of what’s most important to you in relationships. So, for example, not long ago I was working with a woman whose ‘Life’ list included the words fun, family, health and well-being. In her ‘Business/career’ list she wrote words that included children, contribution and money, because she was passionate about helping children and she recognized that generating money from her business was important and something she had overlooked in the past. In her ‘Relationships’ list she put words including trust, fun and respect.

TABLE 1.2My values, or what’s most important




	
LIFE


	
BUSINESS/CAREER


	
RELATIONSHIPS
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But what’s really important here is your words. We don’t want anybody else’s stuff. If you’re not careful your entire career can be driven by other people’s list of ‘stuff’. This might be your first opportunity of asking yourself what it is that you want. This is absolutely imperative. We don’t want Mum, Dad, Uncle Bob or some magazine’s idea of what it is that you should have or should aspire to. It’s your list. It may include specific things or intangible or even ethereal things that are very important to you. I invite you to let your heart write the list. Use the top half of the table; we’ll be using the numbered section later.

Great, so you’ve got a whole list of words there. You might have words like health, happiness, success, fun, making a difference, travel, security, technology or whatever it might be. But it’s important to know precisely what these words mean to you. Success might mean one thing to you and something completely different to your best friend or partner. Not being clear what your definition of success – or anything else – is can cause a lot of unnecessary confusion, in business especially, if it is never articulated and explored. So for some people success might mean a string of shops internationally and a yacht, while for you it might mean being your own boss and doing what you love working from home.

It’s really important that you find out precisely what these words mean to you. What does each word mean? What would it be like? What would it look like if it were in place? If it helps, you may write a short definition of each word on a piece of paper. For example, for one client of mine free time meant Friday afternoon through to Sundays free for her and her family. This simple clarifying helped her to shape and manage her life and business.

Once you’ve meditated on each word and clarified what it means to you, use the second half of the table to put the words in each of the three lists in order of importance. Now this may be difficult, because we already know that everything in your lists is important, but the mere process of considering ‘Actually, is health more important than love?’ or ‘Is well-being more important than fun?’ may well bring certain things to the fore. It may bring a great deal of insight, clarity and simplification to your life.

Spend some time with your list. It will be valuable if you are thinking about starting a business, and it will also be valuable if you have been in business for some time. The purpose, as with writing a shopping list, is just to help us be absolutely clear about what it is we want and to help create focus.

I want to invite you to do one more thing. Consider what things are already in place. When you go shopping, if you’re not careful, you can rush out before checking and using what you already have – and lo and behold you might end up with a fridge and a cupboard full of things that are out of date. So what things are already in place in your life, business and relationships? Sit with this and really be grateful. Give yourself credit for all the things that are already there in place in your life. I often work with people for whom many of the things that are really important are already in place.

Anthony is an IT expert, qualified pilot and budding inventor. He’s employed but desperate to get his own business up and running, and his anxiety was becoming counter-productive. He has remarkable things in place: strong, rich family relationships. In fact most of the things in his ‘Life’ and ‘Relationships’ lists were in place. It was only when he stopped to notice and acknowledge this that he realized the powerful achievement he had already made in his life and relationships and the strong base this provided for moving forward. He was overly caught up with what wasn’t in place, overlooking what he had, and this was having a knock-on effect on his way of approaching business. Now, instead of being agitated and approaching business from a perspective of ‘lack’, Anthony is more relaxed, patient and appreciative and works from his strengths. He is taking self-responsibility and focusing on what he does have and can do. He is now utilizing his personable qualities to attract the right people in to help him. And, instead of waiting for some ideal time, he is working on some of the business ideas that he can develop, including a cookery business idea that he has already made some headway in. So give yourself credit for all of the things that are already in place. It’s extremely important.

Now the question is: ‘Is your business based on the things that you’re really passionate about or is it based on something else?’ Casting your eye across those lists will give you some very valuable information, so I want you to meditate on them. What would your life look like if these things were in place? What would your business and your career look like if these things were in place? And what would your relationships look like if these things were in place?

Carmen runs a health and fitness website. She got in touch when she felt she had lost motivation and direction. When she put her ‘Life’ list in order of importance she realized that there was actually an order of events that needed to be in place to get her back on track. For her the first word was health; if health was in place then she would have energy, which was the next thing on her list. Support was next. She realized that, if she had energy, she could seek the support she wanted in life. Fun was next. She realized that, with health, energy and support, her life and business would then be fun – and she was a fun person. Overall this simple exercise gave her powerful clarity on how she wanted her life to be and, more importantly, how she needed to be and what needed to be prioritized to get the sense of direction and motivation back.

Shabi had put her own dreams on hold for many years whilst she was a carer for her parents and worked in the family business, so it was a challenge for her to get clarity on what she wanted. I got her to do the values exercise and simply invited her to meditate on her lists for the two weeks until we met next. She came back and she said ‘Rasheed, this is precisely what I’m wanting to do.’ Her chosen field was patient care, and despite her own health challenges she followed up with training and volunteering. She is now moving toward working part time in a field that she is passionate about: helping and being an advocate for others to live as active lives as they can with their health conditions. Her new path combined being an advocate for others – which she had always had an interest in – and patient health, which had emerged as a topic very dear to her heart.

The supermarket of life

There’s something else that’s very important in establishing clarity. It’s wise to consider what kind of a character you are. If the values lists that you’ve completed related to going shopping, you’d find that there are three different types of shopper in life:

♥Shopper 1: the list shopper. If you are this shopper, you always go out with a list of what you want. You won’t leave home without that list of what you are going to buy from the supermarket or from the clothes stores and so on. Advantages: You are clear and focused. You save time and often money. You are not easily distracted. Disadvantages: You can be overly focused and may miss other opportunities. You may also not always find what you want – or it may not be where you’re looking for it. You become overwhelmed if the list is too long.

♥Shopper 2: the ‘no list’ shopper. If you are this shopper, you go out with no list at all. You’re the kind of person who is at peace, in flow. You may already know what you want or you may be open to life’s possibilities – or you may be unorganized or unconcerned. Advantages: You may spot opportunities and bargains, and you may enjoy the journey more than others and be less disappointed than them. Disadvantages: You may be overwhelmed and ineffective and spend too much time and money on things you don’t need.

♥Shopper 3: the ‘I don’t want’ shopper. If you are this shopper, you have a list of the things that you don’t want. Now you might say ‘Rasheed, who on earth has a list of things that they don’t want?’ But stop and think about it. You probably know people who are always saying ‘I don’t want this’ – ‘I don’t want this job’, ‘I don’t want this relationship’, ‘I don’t want this happening to me’ – and, lo and behold, everything tends to pertain to the things that they don’t want, and their heads are so full of the things that they don’t want that they’re not aware of the things that they do want. Advantages: None – other than it being a prompt to identify what you do want. Disadvantages: You will constantly find things that you don’t want. You may feel confused, misunderstood and even a victim. You may lack self-responsibility.

Overall, when it comes to business and life, most people are a blend of these characters, but many of us have one dominant trait. If you are the third type of shopper you must quickly take the best intention from it and incorporate parts of shopper 1 or 2 that work for you. If you are one of the other types of shopper, what is it that works for you? Do you need to have a very clear list of what’s really important to you, or do you work best actually with a little bit of a free rein? Do you like to shop alone or with others? Do you tend to research first? Would you rather have someone else do the actual shopping part for you?

So know what kind of a shopper you are. Know what kind of a business person you are in order that you can build your business ‘in your own style and image’. It also means that you can quickly overcome hurdles and challenges. Perhaps you are a social shopper and like shopping with others, which may also explain why you feel isolated if you are in business alone or without any support. How can you involve others formally or informally? Or perhaps you’re setting up and don’t understand some of the procedures – in which case it might be best to get someone else to help you understand and sort out the process of setting up, registering and so on. You may need others to help you.

By applying the values list and ‘supermarket of life’ insights you can become far clearer and more focused and productive.

Your passion, mission and purpose

Let’s get even more clarity and look at your passion and purpose. Interestingly, most successful and effective people in all walks of life tend to share three common characteristics:

♥vision: a clear vision, cause, purpose or mission;

♥belief: in themselves, their product, the cause, and others;

♥action: focused, flexible, customer-orientated, planned, brave, considered and intuitive.

Whether you’re intending to be a very successful serial entrepreneur or just to do your own thing, low-key, earning you a living, it’s very important that you’re absolutely in tune with what it is that you’re about.

I’m going to invite you to write three sentences that will help to crystallize what you and your business are about:

♥‘My passion is…’ This may well just be a long list of things. It might be that you’re passionate about making a difference, sports cars, shoes, clothes, music, technology, creating things, whatever it might be. Write your list. It doesn’t need to relate purely to business; it might be things you’re passionate about in your world or in the world generally.


TABLE 1.3My passion




	
My passion is…





















♥‘My mission is…’ What is your goal or objective, personally or professionally? It may relate to business, or it may relate to your life and world more widely. My mission, for example, is to help people of all backgrounds to find greater fulfilment in all areas of their lives, careers and relationships from within. Ultimately my mission is about raising our consciousness.

Here are two missions of differing emphasis that fit the owners’ style and drivers: 1) ‘Establishing a business delivering fresh fruit to people’s homes to boost health and fitness – starting out in New York and then expanding across the country and to Europe in the coming five years.’ 2) ‘Running a sports business that gives my family a good quality of life, and being the best father that I can possibly be.’

Write yours. Don’t be influenced by others. Do not let your head edit yourself here. Let what wants to come through come through. It may well be very personal and very ‘you’ orientated, or it may relate to others. Most important is that it really rings true and that you’re motivated by it. You may be very surprised. It may link to what you’ve always done or be something that has remained unsung by you. Incidentally, the ‘mind’ loves very specific missions, as it can quite quickly begin to assess and identify what the steps to achieve this might include.

TABLE 1.4My mission




	
My mission is…




















♥‘My vision is…’ If you like, the vision is what the world or your world would look like if you were to achieve your mission. Let’s imagine that your mission is to create beautiful, hand-made children’s shoes. Your vision might be a world in which kids went to school with shoes that fitted them and that they didn’t develop foot problems. In the case of my vision, given that my mission is to help people find greater fulfilment in all areas of their lives, it would be a world where people are more at peace with themselves and each other and a raised consciousness. The vision for the healthy fruit and vegetable delivery business might be ‘Creating healthier, happier families’.


TABLE 1.5My vision




	
My vision is…




















Great, hopefully you’ve got some sentences written down. They might be very specific or a little bit fuzzy. That’s fine. Live with your statements; leave them and come back to them. Fine-tune them. Take as long as you need. Visions and missions often develop over months and indeed throughout the life of a business. The clearer you are the more compelling you will be, but let your heart clarify this picture.

Once again: are you doing what it is that you’re passionate about or are you doing something else? Very often, when I work with business owners of all types – including some successful business owners – what happens is that there’s a real disconnect between what they’re doing and what they want to be doing.

There are times along the journey where you may review or readjust your business around your values, or your values may change. Helen is a friend and contact who began her career in teaching and academia, retrained as a solicitor, and later made the shift to train as a massage therapist to get in touch with the holistic side of life. She then established a business helping therapists and other small businesses generally with their legal matters, which is when we met. Having done this for several years, and having had her fill of busy city life, Helen has a new and simple mission: enjoying her new life in the country, writing, and making delicious food for family, friends and neighbours. So it’s the case that your mission may well develop or even change throughout life and in line with what sits with your priorities in life.

It may be that there is a gap between your values, vision and mission and what you’re doing. Are you following somebody else’s dream? Do you have the courage to build your business on what is most true to you? There may be a gap between what you’re doing in your business and what’s important in life. Sometimes it can be bridged if your business income enables you to do the things that are truest to you in your heart. If you are clear about that, then fine. If not, you may need to consider now what the business (or the business change) is that is most true to you.

In most cases, for the hundreds of people I have coached, there comes a point where all the different skills, talents they have and aspects of the jobs they have done that most resonate with them meet. You may feel that your life, career and business to date have been a random mix, but there will be a link if you look gently but deeply.

In my own case the seemingly strange mix of working in press and PR and then going off to become a singer and along the way volunteering as a Samaritan and then becoming a coach all seemed haphazard at one point, even though I had ‘chosen’ each path. It was when I added the last part of becoming a speaker that it all made sense. One day I had to speak at one of my first big exhibitions. I’d just recorded my second audio download, ‘Become who you are’. My first one was very generic, but this second product was truer to me. I realized when I landed the speaking gig and had to decide on the topic that I had to follow my heart and deliver ‘Become who you are’. The moment I walked out to the audience I remembered what it was to be a singer. There was a meeting place between all of these elements: the media, the singer, the speaker, the coach and the trainer. The common thread was the ability to connect to others and to enable those others to connect to themselves and their magic. Everything since (and indeed before) has been an offshoot and manifestation of that.

So, over the coming days and weeks, continue to meditate on what your life and your business would be like and look like if they were truest to your heart. This is not something to ‘think’ about. By all means put the question to your mind. Let your mind go off and go about its business, but the answer it comes back with must come from a deeper and truer place. It must ring true with your heart. This is the same whether you’ve been in business for 15 years and feel stuck or whether you are starting out.

From strengths to threats – looking ahead

It is not enough to be clear about what you’re passionate about and where you want to go. You need to be clear about your strengths and playing to them. It is this that is the mark of a champion.

I’ve worked with countless business owners where, for example, in their promotional literature and on their websites they failed to list major clients and career accomplishments and plaudits, when the only difference between them and their competitors was that their competitors had promoted and made use of their achievements. Are you playing to your strengths?

In Table 1.6 list all your skills, talents and accomplishments and all you’ve overcome. List the personal talents and skills and the professional ones. The same words may appear in both lists. This may bring you more clarity and confidence. Very often over the course of a life and career, confidence can be knocked down rather than developed. If that’s been the case for you then this is especially important. You may also find that there are some nuggets that may be useful in terms of things you may have overlooked, areas that you might specialize in, things you could use to promote yourself and your business – or simply skills you could further exploit. Take time with this exercise. Be exhaustive in all you’ve achieved in your life and career – this goes far beyond a career résumé or CV. Some of your most subtle skills, talents or achievements may be the most profound. But likewise if you’ve served major clients, brought in large amounts of business for a previous company or been part of an award-winning team then these specifics must be captured so that you can truly utilize them.

TABLE 1.6Strengths, skills, talents, accomplishments, qualifications, and challenges overcome
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I was recently working with Ash, a computer expert who had the idea of developing a comparison-style website business. I got him to complete the skills exercise that you’ve just completed and the strengths, weaknesses, opportunities and threats (SWOT) exercise that follows. The combination helped him to develop his original idea and to fast-track his transition into business by using his real strengths and starting up his business as an IT consultant.

So let’s get even more clear about the path ahead by completing the strengths, weaknesses, opportunities and threats analysis. It is a simple tool but a powerful one, which is why many businesses of all sizes use it in strategic planning. It can very quickly identify key issues to be addressed, developed and exploited.

Karen has run a boutique recruitment business for two years and has a couple of major clients. She is now keen to take her business the next step forward and bring in some new clients, which will enhance her business, finances and quality of family life and help fund more quality time away. Completing the SWOT exercise in detail gave us opportunities: a specific long list of contacts to focus on as leads to pursue for potential work. Her strengths majored around her excellent people skills and subject knowledge and personable, customer-focused style. This gave us the strategy that we needed; she is great with people, but just wasn’t having enough conversations to bring in the two or three new clients she seeks. I gave her some tips that we will look at in Chapter 5 (‘Conversations’). Likewise we identified some threats in her field of recruitment to keep an eye on. The great news was that she could advise her clients on these threats, which are industry issues, so she could turn aspects of this threat into an opportunity. We also identified weaknesses. The main one was limited resources and staff. This is common in almost all sole trader and micro businesses. Her business is largely herself and a few associates, and this highlighted some steps she could take to broaden her pool of associates. It also raised the question of her long-term ambitions and whether she might perhaps want to branch out and set some more ambitious goals.

Take some time with the SWOT that follows. It is important that you are thorough and specific. The sample SWOT may be useful. The more specific you can be with the who, what, why, how much and how many, the more value you will get from it and the easier it will be actually to develop your business. You may want to complete it or leave it and come back to it. Ask yourself ‘What’s missing?’ and add anything else that comes to mind. Then imagine that you are a professional outsider looking in – perhaps someone who is privy to knowing about your background and your relevant business environment. In fact you may wish to go that one step further and work on your SWOT with a skilled expert in your field whom you know, like and trust. The person may be a colleague, a business partner or someone who runs a business. It may be someone in your (planned) field.

Strengths and weaknesses relate to you and your business, team, skills and resources specifically. They will tend to relate largely to internal factors. Opportunities and threats, which are largely external factors, tend to include opportunities around and related to you and threats to you and your business, many of which relate to others in the market or are broader social, political and environmental factors.

Table 1.7 shows an example of Judy’s PR business. Judy has worked in PR for years and set up on her own last year. You’ll notice that the weaknesses and threats have prompted Judy to identify some things she needs to act on. The SWOT could be further developed by fleshing out further opportunities and contacts to approach, and there may be other threats and weaknesses that she has not yet thought of.

TABLE 1.7Judy’s PR business SWOT




	
Strengths:

Qualified journalist.

Ten years’ experience working with major agencies, including XYZ.

Contacts in national and local TV, radio and press.

Strong written, verbal and general people skills.

A passion for PR and media.

Won PR team of the year award at XYZ.

Can work from home, with low overheads.


	
Weaknesses:

No business experience.

Little finance experience (need better skills).

Limited start-up cash; no savings.

Working from home (need space for meetings).

Old computer (need 123 model and software, and back-up in case of crashes).

Have only two clients (need six per month).

Shy at promoting self (time to change).





	
Opportunities:

Doing PR event for previous employer.

Team up with Bill, who’s thinking of leaving work.

Working with Margaret, who runs internet marketing company to refer business.

Attend trade shows to develop contacts.

Approach new firm that’s just moved into the area to do a story on them and approach to do their PR.

Join some PR and media forums online.


	
Threats:

Fire, theft, flood.

Internet or computer crash or problems.

Other PR consultants and small businesses.

Larger (or small firms) trying to steal clients!

Logistics/supplier problems at shows or events.

Tough climate for events companies.

Online PR services, or people doing their own.





	
Upgrade website and have some free tools that could be promoted.

Ask previous clients for referrals and ask Bob for introduction to DEF Ltd.

Running PR workshops for small business organizations (need to research or join some too).

Overcome nerves and give more general talks and workshops to attract business.

Build links with web developers, admin assistants and professional services so that we can refer business.

Promote client stories in quiet summer months.



	
Illness or injury to myself.

Adverse publicity affecting clients or self.

Summer months are quiet in PR terms (need to address this: save cash or find opportunity).










Judy might also choose to put down a price next to her new computer and the type of software she needs. She has also not listed a weakness she has about not being on some key press databases and mailing lists that would be advantageous to her.

As you turn to your own SWOT in Table 1.8, be as detailed and specific as you can, and where you identify weaknesses note what actions you need to take. This might include skills to develop or simply research that you need to do or things to find out about.


TABLE 1.8My SWOT
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Hopefully you’ve got a sense of where it is you’re going, the issues to address and some avenues you could take. Let’s take this further. Most large organizations and many businesses have three- or five-year plans. On the one hand, this is purely wishful thinking; none of us can predict what’s going to happen in five years’ time. On the other hand it’s very important, because it gives you (and your team) clarity and focus about where you want to be.

Where is it that you would like to be in your life and your business:

♥in 10 years’ time?

♥in three years’ time?

♥in one year’s time?

Spend at least 10 minutes mulling it over, write down what comes through and see how it sits with you. Are you motivated by it? Does it feel true to your heart, or is it just ego?

These three differing timeframes can be useful. Often the 10 years’ time picture may relate to lifestyle factors: you want to be retired, to have reached a certain stage in business or to be spending more time with the people you love or on travel or pastimes. Three years and one year tend to bring into focus clarity on specific goals.

Give some thought to the three pillars of your business:

♥Finance: What do you want or need to make? What systems and support need to be in place?

♥Marketing: Where do you fit and how do you want to be found, seen and perceived?

♥Operations: What shapes, size, structure and level of staffing do you want?

Of course, what you find on the journey may be radically different, and the technology and the world that we find ourselves in may be very different. But at least you’ve got a sense of where it is you’re wanting to be, and that’s extremely important for any journey.

This clarity will help you to forge ahead with building your business from your heart. It may also bring up other questions or thoughts such as ‘Hang on a minute, you know what, I’ve got to this point in my business and I don’t think this business is for me’ or ‘I don’t think business is for me any more.’ But hopefully what you’ve uncovered so far will have given you the clarity to start, to make changes, to build or to reshape your business.

This is exactly where Steve is. Steve is a talented graphic designer who has worked in a range of sectors and has run his own T-shirt business in the past. He has had a few setbacks and family matters to address, and has been out of the loop for a few years. He’s now ready to build his career again and is clear about his love for design. He now needs to clarify what kind of work he wishes to do, whether he wishes to work alone or with others and how much money he needs to make. He has some leads and opportunities. In some ways he’s been there and done it, and in some ways he’s starting out. The exercises and questions covered in this chapter have helped him ask himself deep questions. What is clear is that he wants to make a living from what he loves and that he wants rich, positive relationships in life and with those he works with, based on his values and his talent.

If you are ready you may wish to turn your attention to the two-page business plan tool in Chapter 6 (‘Creativity’). Turn to it whenever it feels right. It may be you wish to begin to complete it now, filling in the section about your vision and goals, and you can continue to work on it as you make your way through the chapters. Alternatively you may wish to wait until you have completed the book in its entirety.

Staying clear

You’ve already covered a lot of ground; you are clearer about your story, your values, your mission, your goals and your strengths. But there is another aspect of clarity that is extremely important. You will need to remain clear throughout the journey. You will need to continue to check in, monitor your progress, step back, gain perspective and focus.

Be it that you’re thinking of starting out or looking to grow, you are going to need space. You will need space because like windows we gather dust, so we will always need to stop to get clear again. Things will shift for you, in your life and in your business. Your values and priorities may well change, and giving yourself space is key.

To keep clear you will need: regular time and space to review your goals and progress; and physical space to see clearly and arrange what you need to do. We will expand on these themes in Chapter 6 (‘Creativity’).

Space if you are starting out

You might need to book some time off work in order to plan, research, read up about business, find out what’s involved, talk to people who have run their business before, and find out all sorts of information. You’ll need or should give yourself time to talk to people you know and love, those who have been there and done it. You’ll need to give yourself space and a chance to dip your toe in the water and to feel comfortable about business – perhaps to plan out your finances and to set a survival budget of what you’ll need to bring in. You’ll also need to give yourself the time actually to develop your business over the coming months. By doing so you will develop greater clarity.

Space if you are in business

When it comes to clarity there is a close relationship between space and time. It’s incredibly important that you build in time, as you are doing now, to review your business, because there are two businesses you’re running at once. There is the actual business – all the practical stuff of operating your business – and then there is the ‘business’ of actually moving that business forward. It’s what is classically called the difference between working ‘in’ the business and working ‘on’ the business.

♥How much time do you spend running your business and how much on developing it?

♥How much time do you need to take out away from your business?

♥Do you have an adequate work–life balance?

Do you need to readdress that balance? I read a beautiful interview with the actor Jim Carrey recently. He was talking about success and what he’s learnt throughout his life, and he said that, if somebody builds a successful business but they are estranged from their family, then they’ve failed. If you’ve got things in your life list that are very, very important around things like family then it is important that you do not see your business as being divorced from that or you may end up divorced.

This is the opportunity to ask yourself: ‘What precisely would a good work–life balance be like for me?’ ‘How much time and how much space do I need to build in?’

Stepping back to review your business

One of the things I do as a coach is to get clients to build in those times. It is the most common problem for businesses. Business owners lack clarity and focus because they do not step back often and strategically enough. Put in a 10-minute weekly review where you can pause, step back and review your business. I suggest 10 minutes because I know it’s achievable. Chapter 6 (‘Creativity’) will help you to develop the right framework to plan, perform at your best and rest. It will also prompt you to ensure you put in free time, family time and creative time. Time away from the business and rest are a key part of clarity. Without them you will be unable to focus or be productive.

Keeping it simple

The simpler you make things the clearer they will be. Think a little bit about what the systems are that you need to put in place. If you’ve been in business for some time you might already be aware that there are some things that need to be simplified or systematized. What things need to be taken care of?

♥What needs to be strategized?

♥What needs to be simplified?

♥What things need to be systematized?

♥What things do you need to stop doing?

♥What things do you need to start doing?

Make space: ‘You cannot pour more water into a full cup’

If your mind, life or business is cluttered you will not have the clarity you need to excel in business. Very often when I’m coaching people what I get them to do is throw things out. Have a clear-out at your home and your office. Recycle, pass on or give away what you can and throw out what you cannot. There’s a relationship between a cluttered office and home and a cluttered mind. The act of throwing out old files and making space can be powerful. Just because things are out of sight in cupboards and files does not mean that they are out of mind. The process of clearing out your office, shop, desk, room or home will lighten your mind and make you feel lighter and sharper. Do not wait until spring to spring-clean. We live in a world of ‘stuff’: stuff in our minds and stuff in our lives. We live in a world of over-stimulation. It is your job to manage the stimuli. I invite you to meditate on what space, systems and content actually work for you.

It’s really important to give yourself space. For some reason we equate space and doing nothing with being passive. Taking time out is one of the most energizing things you can do. Business can have a huge amount of content, but without the space the content is going to be very, very claustrophobic for you in your business. We will return to this when we look at being creative to grow and stay centred.

Getting ready

So where are you now? What things are you going to need to address? Perhaps you need to do some planning. Perhaps you’re going to need to get some equipment. Perhaps you’re going to need to sort out a new telephone line. Perhaps you’re going to need to get some stationery made. Perhaps you’re going to need to work out a space that you can use within your home or to research office space or stall space or other suchlike. Perhaps you need to have a meeting with your business partners and investors to plan the next phase of your business. What are the areas where you need help or where you have blind spots? What are the skills you need to develop? The following short review will help you.


FIGURE 1.2What I need to address
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Taking stock: three-minute business review

1What’s already working well for a) you; b) your business?

2How could you utilize these things more?

3What’s not working, and what are the problem areas or challenges you face?

4What are the one to three things that should be prioritized that would have the best impact?

5Identify the tools, resources and support you need.

6Identify one thing to start doing and one thing to stop doing?

7Identify one action that you will take as a result of this, and when will you do it?

What do you have and what do you need now?

You’re probably now much clearer on where you are. The following simple exercise will help you to organize your next steps. List everything that you have and everything that you additionally need. Be very specific and comprehensive: include skills, experience, contacts, resources and money – everything that you have and may need. The more specific the better; for example, if you need to raise finance put in exactly how.

Chris is a wonderful lady I know who’s long had a flair for unique antique-style clothes and hand-made jewellery. Table 1.9 shows what her list might look like. Use Table 1.10 for your own list.



TABLE 1.9What Chris has and what she needs




	
I have…


	
I need…





	
10 years’ experience in graphic design.

Clothes- and jewellery-making experience.

Experience running an office.

Subscriptions to textiles magazines.

A qualification in toy making.

Storage space.

A home office space.

Two or three contacts in the fashion business.


	
An accountant.

A website that can take payment.

A web designer.

To write a business and marketing plan.

Some marketing skills and support.

To sell an average of 20 items per month.

A part-time admin assistant by next year.

Approximately £15,000 to pay the admin assistant.

A new computer for design next year (2k).

Clearer systems for stock and mail-out.

(I’d like) Someone to work with.

To find and research local shows, fairs and distributors.







TABLE 1.10What I have and what I need




	
I have…


	
I need…
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SUMMARY

1What’s your story: Retrace it and embrace it. Now consider how you can utilize it.

2Know what’s important: Know your values and what’s important in life, business and relationships. Stick to them and let them support and guide you.

3Your magic and passion: Identify your skills, strengths and talents to let them clarify your business path.

4Your vision and mission: Set the course that your heart desires – nobody else can.

5Get ready: Identify the task and the tools, resources and support you’ll need.

6Keep it simple: Create space and simple systems. Act on what’s important, and let go of what’s not.

7Stay clear: Make time to review progress, recharge your energy and reset your priorities.

Meditate on this chapter and what it is that your life and business need to look like in order to be true to your heart. How can you operate from this space from today? As much as we have touched on the future and goals, the future is born today. Yesterday is dead, and tomorrow may never arrive. The magic is here and now.

As my best friend once said to me as I talked about my goals, ‘Make it where you are coming from, not where you are going to.’ This changes the game. It means that all your aspirations and values, the journey and the work become internalized. Your sense of self or accomplishment is not dependent on it. No, it is who you are and what you are about.

We are now ready to connect with your customers…

[image: ]







End of sample




    To search for additional titles please go to 

    
    http://search.overdrive.com.   
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