September 2019

Volume 7 Issue 189

Executive Search Consultants to the Financial Services Industry

Get On A ‘Best
Workplace’ List By
Doing This…

Your Customers Know
What They Want And
You Need To Give It To
Them

H

aving a workplace that is known
for being the best is just as good for
the business as it is for workplace
morale. Ranking high on a positive list is
viewed as the result of the effort of that
specific business to build a better
environment for its employees rather
than itself. The reward ultimately lies in
the fact that you have created something
that hasn’t gone unnoticed.

A

Is Your Organization Known
For Being The Best Place To
Work?

If your business is working correctly
then the trust will start at the top tier of management
and work its way down to everyone else. However,
you need to know that high-trust can start in any
department, team, or employee and work its way
out. Here are a few tips for creating an atmosphere
that cultivates a positive work environment.

Take A Look At Yourself
If you want to culture a high-trust environment, you
need to work from the inside out.
Continued on page two – Best Workplace
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lmost 55% of companies out there
don’t truly understand what their
customers need. In fact, most people go
to great lengths to avoid a company’s
pushy messages. So, how do you excite
your customer and provide what they
need? These are some important truths if
you want a successful company.

The Customer Is Never Wrong

The first thing you should realize is that your
customer is never wrong. They aren’t always right
but they’re never wrong. It’s important to realize this
so that you can cater to the needs of your customer.
Too many corporations stopped listening to the
needs of their customers and what happened to
them? They are now obsolete, a name of the past. If
you don’t want to go the way of those other
companies, you’ll never stop listening to your
customer. There are a few ways you can ensure
you’re listening to your customer.

1. Don’t Assume You Know What Your
Customer Wants
Too many companies assume they know what their
customer needs. The problem is that customers often
don’t know what they need until you show them the
final product. It’s your job to stay one step ahead of
them so that you can present them with the product
they never knew they had to have.
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You need to make sure that you trust yourself and
have credibility with others before you try to expand
your relationships. Work on the core behaviors like
listening, clarifying, talking confidently and straight,
and making sure you are
holding yourself accountable.

2. People are No Longer Brand Loyal

Declaring Your Intent
Make sure when you are
explaining what you would
like to achieve, you are being
open and explicit. When you aren’t being direct with
what you want to achieve, people aren’t going to
understand and might not take you seriously. Be
transparent; describe why you want to do this and
what your plans are.
When you are direct with your plans and intentions,
you are going to change how people feel about your
behavior. Leaders should always declare their intent
in a simple, direct way. It’s an important way to
deploy a feeling of trust and openness in your
organization.

The new generations are no longer loyal to any one
specific brand. It’s all about which companies
currently are providing their expectations. If you
stop providing for their expectations and stop
keeping them intrigued, then they’ll simply move
onto the next company who’ll provide that for them.
Don’t get too comfortable in your brand because
building a reputable brand is no longer enough. You
need to keep their interest by continuing to provide
products and solutions to fit their needs.

3. Know Your Customer
Getting feedback from the customer is vital to your
success. This is how you’ll truly listen to your
customer. You can gain this feedback in several
ways:
•

Base your decisions about your customer on
facts

•

Research the trends and marketplace for
your customer by
o Listening to what they say on social
media
o Build their trust in your brand by
producing high quality, educational
content
o Give them something for free, such
as a free trial
o Track your customers’ behavior

Extending Trust
One of the cardinal rules of trust is that you get what
you give. If you are working with someone who is
equally trustworthy, but neither of you are willing to
extend trust, nothing will get accomplished. This
doesn’t mean to trust anyone, but to make sure you
are reading people well and the risk involved in your
project.

Don’t Let The List Be Your End Goal
While lists are important and can show who you are
as a company, don’t let your name on a list be the
ultimate goal. If your company is able to achieve
success and be trustworthy first and foremost, you
will climb to where you deserve to be. Rankings and
success will follow the business and workplace that
you cultivate.
~ Written for us by our associate Gary Sorrell, Sorrell Associates, LLC. Copyright
protected. All rights reserved.
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"If you cannot do great things, do small things
in a great way." ~ Napoleon

•

Keep an eye on your competition to see what
is successful and not so successful for them

•

Put yourself in your customer’s environment

•

Surround yourself with people who’ll have
insights on your customers

In Summary
Customers can tell you what they want but it’s your
job to figure out what they need. If you do this, then
you can stay one step ahead of them and provide
their needs. This is how you’ll delight your customer
and keep them interested.
~ Written for us by our associate Gary Sorrell, Sorrell Associates, LLC. Copyright
protected. All rights reserved.
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Creating Agile Teams Is More Than Just
A Fad

U

pper management is progressively recognizing that agility is
eating the world, so to speak. In recent surveys, over 90% of
upper management would like to be agile, and a staggering less than
10% already see their company as highly agile. Large companies and
organizations, both private and public, are planning agile
transformations.

Agile Is Used For Cost Reduction
Let’s go over a global bank that
implemented agile. The idea was to
accelerate innovation so there would be
an improvement of quality services and
products and in turn would increase customer satisfaction. Agile
implementation began to suffer and eventually failed because, in
order to improve profits, staff had to downsize along with other costcutting decisions.

It’s A Scientific Management System
Certain companies have ceased using the term “agile” and deploy a
less direct slogan to win over the support of late-adopters and avoid
the burden of being attached to that specific term. Shifting to different
terminology can actually run the risk of resorting back to the cost
reduction we talked about earlier.

Agile Needs To Be More Than Just A Patch

Speaking Franklin
Benjamin Franklin is sometimes
thought of as the father of American
business, and his rules for
management continue to be worth
following. Franklin's ideas were about
self-improvement and management in
terms of modern entrepreneurship.
Among the ways you can use
Franklin's advice today are to
acknowledge that your skills are
becoming obsolete and that you must
overcome such obsolescence
through constant self-education. You
should consider reading something
educational every day and instead of
watching TV at night, try playing a
strategy game with your children or
friends. Create a discussion group
and begin getting information to your
employees. Train your employees
and require everyone in your
company to obtain at least 40 hours
of training per year. 
Source: Blaine McCormick, Entrepreneur

In a separate case, a global company was careful in its deployment of
the agile process. They tried to incorporate repetition, daily standups,
dealing with past events, and small groups. Unfortunately, agile was
just a minor patch and their work eventually continued as it did
before.

It’s Used As A Scaling Framework
Some cases of scaling framework have been implemented across
organizations. Then they go about without seeing any significant
change in their work practices. Once again, no benefits have been
proven where the work is carried out.
Agile methodology provides a rapid response to change in the
organization. It aids the dynamic characteristics of business
processes and helps in managing changing requirements of projects.

Continued on page four – Agile Teams
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Continued from page three – Agile Teams

When Agile Is Not Implemented Properly
Let’s look at another case where a firm was moving forward, profiting, and making excellent progress in the agile
execution. During this time an official order came down the pipeline where the company needed to implement
significant cost-cutting measures. While management tried doing their best to keep the gains they already had and
minimize casualties, in the end, trust was lost.
The employees eventually saw that management talked about the value of staff
and customers being a primary concern. But ultimately they learned that the real
concern was the value and concerns of shareholders. This ended up being another
failed attempt at agile implementation.

Key Takeaway About Creating Agile Teams
In the end, it needs to be clear to your team and company that agile is more than a fad. It’s something that needs to
be trained and consistently checked on within your organization. It will work as long as you are making sure to
avoid these costly mistakes. 
~ Written for us by our associate Gary Sorrell, Sorrell Associates, LLC. Copyright protected. All rights reserved.

Managing Stress

T

he business world is filled with many challenges
and opportunities. In order for a business to take
advantage of opportunities and overcome the
challenges, a business owner must be able to
continuously perform at top levels of achievement.
When stress is not managed this consumes much of a
person’s energy therefore not allowing great portions
of that persons capabilities to be effectively used in
the work or personal environment.

A Simple Stress Test
Take the Business Owners Stress Test
1. I am impatient with others at least several
times a week.
2. I worry about the sustainability of my
company’s revenue streams.
3. I have business debt that is more than 20% of
my annual revenues.
4. My spouse (or employees) just don’t get how
big a job this is.

5. Given the effort I’m putting in, my net
income is nowhere near high enough.
6. If I wasn’t here, the place would fall apart
within a month.
7. I can’t seem to attract – or keep – the right
staff.
8. I’m doing tasks that I do not like or am not
very good at.
9. I am working more than 10 hours a day.
10. I am running faster and harder than I
probably should be.
If you have checked off three to five then you
might consider what stress points could be reduced
and how you will go about doing that reduction.
Consider stress management as an investment in
your business no differently than any capital expense.
As a small business owner your largest single capital
investment is yourself. 
~ Written for us by JKL Associates. Copyright protected. All rights reserved.
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