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Welcome!
You are reading ChangeAbility, a newsletter from Redpoint Business
Coaching run by Urs Koenig PhD, MBA.
ChangeAbility is a bimonthly newsletter bringing you hands-on tips and
cool resources for starting or building your business.
To subscribe or unsubscribe, go to the bottom of this message.
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Want a friend or colleague to read ChangeAbility? Please forward this
issue with a brief personal note. Thanks for your support!
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----------------------------------------------------------------------------------------(I)
Turning Those Flabby Abs Into Sexy Six Packs
Read what Marshall Goldsmith, one of Americas premium Executive
Coaches has to say about:
(I) hard work and effort; and
(II) the difference between simple and easy changes
when it comes to achieving goals. I absolutely love this article. I hope
you will too!

‘I don’t watch much TV. But on a recent Saturday morning, I found
myself channel-surfing for about 15 minutes. I was amazed at how many
of the ads were about getting in shape. Here are some of the exact
phrases I heard:
“Six-second abs.”
“Easy shaper.”
“Incredible – a miracle!”
“It feels terrific! Let us show you how easy it is!”
“Quickly turn your flabby abs into that sexy six-pack!”
My favorite was one that claimed that “visible results” could be achieved
in two three-minute sessions!
I am from Kentucky. Excuse the language, but a phrase from my
childhood captures my feeling for these claims: “What a pile of bullsh- t!”
If you want to know why so many goal setters don’t become goal
achievers, you can pore over a bunch of enlightening academic studies
about goals or you can watch infomercials for 15 minutes. Where did we
ever get the crazy idea that getting in shape is supposed to be quick and
easy? Why do we think that there will be almost no cost? Why are we
surprised when working out turns out to be arduous and healthy foods
don’t really taste that good?
I see the impact of this kind of thinking all the time. I recently got a call
from Mary, an EVP for human resources, who was dealing with
integration of people and systems after her company had made a large
acquisition. “Don, our CEO, has been hearing some serious grumbling
about Bill, our chief information officer,” she groaned. “Bill is 56 years
old and has great experience. No one else in the company can match it.
Unfortunately, he wants everything to be done his way. There are some
brilliant people in the company we acquired who have their own ideas.
Several of their top people, including our new COO, are expressing
concerns about Bill. Don wants this issue resolved now! He has
suggested that we get an executive coach to work with Bill. Given Bill’s
busy schedule and our immediate needs, Don would like to see a dramatic
change in Bill within a couple of months. Because Bill is also very
impatient, he won’t work with a coach who will waste his valuable time.
Do you think that you can help us? When could you start?”
Like all of the folks who buy these miracle products to help them get in
shape, Mary wanted a miracle coach to immediately change Bill.

I pointed out that Bill was a 56-year-old executive. Just as with diet and
exercise, Bill’s behavioral habits took years to develop and won’t go
away overnight. We all set goals to get some aspect of our lives in shape.
All too often, we fail to meet them. Why? There are four major
challenges that we mistakenly assess:
1. Time: “This is taking a lot longer than I thought it would,” or “I
don’t have time for this.”
2. Effort: “This is a lot harder than I thought it would be,” or “I’m
tired. It’s just not worth it.”
3. Competing goals: “I had no idea I would be so busy this year.
I’ll just have to worry about this later.”
4. Maintenance: “After I got in shape, I celebrated by indulging in
some of the actions that forced me to set my goals in the first place.
Now, for some unexplained reason, I’m back where I started. What am I
supposed to do? Go on some kind of diet for the rest of my life?”
We often confuse the words “simple” and “easy.” The changes I help
people make are generally very simple. However, they are never easy.
Just as with diet and exercise, changing behavior involves hard work. It
takes time.
During the next year, Bill will be barraged with competing goals that will
distract him from his efforts to change. He needs to realize that lasting
leadership development is a lifelong process. A temporary change in
behavior to “look good” in the short term will only create cynicism if Bill
doesn’t stick with it. I can help Bill if he is willing to put in the time and
effort. If not, hiring me would probably be a waste of everyone’s time.
Look in the mirror. Not just at how you look but who you are. If you
want to be a better leader, a better professional, or just a better person –
don’t kid yourself. To achieve meaningful goals, you’ll have to pay the
price. There’s no product, no diet, no exercise program, and (I hate to
admit it) no executive coach who can make you better. Only you can do
it. If your source of motivation doesn’t come from inside, you won’t
stick with it. This may not be material for a Saturday morning TV ad, but
it’s great advice for any real achievement.
By Marshall Goldsmith, reprinted from Fast Company Magazine August
2005
II

How to Ask for a Referral

What did you ask the last time, you asked someone for a referral?
Something like: ‘Hi Mary, do you know anyone who could use my
services?’ Mary starts to think about it and eventually says, ‘well, not
right now but I keep thinking about.’ In nine out of ten cases you never
hear back because you asked the question the wrong way.
When asking for referrals, remember this one golden rules:
Ask an open-ended and not a closed ended question!
Instead of: ‘do you know anyone who….?’(which you can easily answer
with a ‘No’) Ask: ‘Who do you know, who….’. This might seem like a
trivial distinction but it is an important one. A closed ended questions
makes it too easy to simply say ‘Not really’. The open ended question
‘who do you know who…’ opens up the playing field and makes your
referral partner think much harder. It’s not just done with a ‘Yes’ or
(more likely) a ‘No’
And one more thing: there is nothing wrong with making the person you
are asking the referral from feel good (as long as what you say is genuine
of course). How about something like:
‘Hi Mary, I really enjoy working with you and love how you gotten better
over the last four weeks, who do you know who deals with similar back
issues and would benefit from my chiropractic treatment?
III
Group Facilitators/Coaches with Financial Knowledge Needed
Who do you know who (here I go☺) has strong coaching and facilitation
skills, solid financial knowledge (no worries if it needs to be refreshed)
and would be interested in coaching/facilitation groups of 10-12 small
business owners?
I have been working with Business Resource Services (BRS) for the last
3 years as a contractor and I am currently facilitating three groups. As a
senior facilitator I have agreed to help BRS out to recruit and train new
facilitators for their new groups.
I can honestly say that taking over the BRS groups has been one of the
best things I have done in my coaching business.
Please forward the below information to anyone you might think could be
interested.. I very much appreciate your support.

Business Resources Services (BRS), a leading coaching, consulting, and
training firm, is looking for business coaches and consultants to lead ongoing Performance Groups of 10-12 small business owners. We need
individuals who have experience in facilitating groups, enjoy working
with business owners, have strong coaching skills, and are comfortable
working with financial statement analysis. Candidates must be willing to
travel up to two times per year and have time to devote to planning and
member contact between meetings. Selected candidates will work as
independent contractors to BRS and can live anywhere in the U.S.
.
For more information, including a detailed job description and
compensation schedule, please visit:
http://brs-seattle.com/summary.html

+++++LET ME KNOW WHAT YOU THINK+++++
Simply reply to this newsletter. I welcome your feedback!
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