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Coach (Dougie):
So as we've been discussing, Ian, what we wanted to do today was have a look at your values specifically in the context of your business, and why that would be helpful to you and why it's important to understand your own values. They are a powerful filter and they will influence much of everything you think about, in your business and things you do in your business. So, if I could ask you, what's important to you about your business?
Client (Ian):
What's important to me is, I guess, that it's something that I enjoy doing, first of all. So enjoyment. I know a lot of people view (work), in terms of work life balance, but I've never really distinguished between the two, it's just a life balance for me. So, I enjoy what I do, in terms of the marketing consultancy, andI don't typically just box it off as work. It's just what I do and how I spend my time. It generates me money and income, which is, I guess what makes it work, but I enjoy doing it. If I didn't enjoy doing it, I'd have to do something else that I enjoyed.
Coach (Dougie):
So there is enjoyment and there's is balance in there you also mentioned,
Client (Ian):
Yeah. There's just getting the right balance between time devoted to income generated activity, which is the work time with family, downtime and leisure time for me, and getting that balance right. I think that's the key and that's what I've been reevaluating over the last year, really.
Coach (Dougie):
And what else?
Client (Ian):
In terms of what's important to me about the business? I think that it enables me to do what I want. It's important that it enables me to do what I want to do with other aspects of my life, in terms of delivering income, delivering time to enable me to do the other things in life that I like to do. That's important to me about my business. I think, reputation is important to me. That opportunity marketing is seen as a, a professional outfit, and good at what they do.
Coach (Dougie):
So, your reputation, and being seen as good at what you do. Yes?
Client (Ian):
Yeah. I think that's important to me about my business. I guess linked with that, is - how to phrase this? - I would never want anyone to have to say bad things about opportunity marketing or their experience with opportunity marketing. So it's, again, it's linked to reputation, but I guess it's - what's the word? - I guess reliability and that I'm renowned for delivering a good service, which I guess is linked with (...reliability).
Coach (Dougie):
So I heard reliability and, you said, providing a good service. What else?
Client (Ian):
What's important to me about my business? That I deliver quality work and by that I mean, I deliver strategies that deliver results. So, I guess the, commercial aspect (for the client).
Coach (Dougie):
So clients get results. Yes?
Client (Ian):
Yeah. And that I'm viewed more as, I guess, a partner, not just a supplier. So the clients that I work with most often are the ones where I just feel like I'm an extension of their team.
Coach (Dougie):
So the relationship then?
Client (Ian):
Yeah. Relationship. Yeah.
Coach (Dougie):
So we've got enjoyment, balance, income, your reputation, being good at what you do, the customer experience, reliability, delivering quality work, the client gets results, and the relationship has to work.
Client (Ian):
A couple of other things that popped into my head..for, definitely when I think back to when I was in employment, what I think ground me down a bit and, I didn't know it at the time, but I never found it as enjoyable as working for myself was that I just didn't have the variety of different clients and different projects and different industries and that side of things. So it got a bit repetitive. So I think variety is quite important to me, and challenge as well. I love working with new clients in a sector I've not worked before and I've got to start with a blank sheet of paper and, figure out the puzzle really, you know, work out, what's going to work for them. So I think that that element of pulling everything apart and putting it back together, I find really enjoyable.
Coach (Dougie):
So the problem solving piece yes?
Client (Ian):
The problem solving. Yeah. And I think also, and I have to say this - almost how, what it does. This is what's important to me about my business. I think how I help client, I think just helping, helping clients, you know, that's important to me that I'm helping, you know, it's one of my biggest drivers. It's why I set up in tghe first place. It's why I went down the franchise route, which obviously I've retracted back from now. But, although it was a different offering and a different model, it was the helping element. That was the driver. I think that's still the case. And I guess extending that is helping them to educate and raise awareness and the profile of what marketing can do for their business.
Coach (Dougie):
So educating and awareness raising.
Client (Ian):
Yeah. So I think what I'm trying to say here is that it's beyond me working with them. That even when I'm gone, I've left a bit of a legacy in the business that they understand marketing and that they can continue to operate more, more effectively. So leaving a legacy in their business. Yeah. And whether that's in the shape of an individual who's been brought in, or whether that's just in shape of, the knowledge base of the MD being widened by working with me. It could be in a number of ways.
Coach (Dougie):
Okay. What else?
Client (Ian):
Um, I guess what's important to me about my business is also in the control of it. So I can say yes or no to things, so I can choose what I want to work on and who I want to work with. And how long I want to work with someone as well, you know? And I guess also that their values - our values - are aligned. If they do something that I think is outside of my comfort zone, that I don't want to be associated with, I can go my own way. Whereas a lot of people find that when they're employed, that's a very difficult place to be in because they are paying their wage. But you know, when you were in your own business, you can just say, No, I don't agree with that. I'd rather not be involved. Yeah.
Coach (Dougie):
So alignment with your values? Yes?
Client (Ian):
Yes. That's important. I think that's covered most of the things that have popped into my head, really.
Coach (Dougie):
So if you had all those things in your business and, and, thinking in terms of, what you had to do in the business or the type of requirements of the client were such that what you were going to do with your business gave you enjoyment, gave you balance, enabled you to have a required level of income, enabled you to enhance and preserve your reputation. You knew you could give the customer a good experience. You knew that you would be able to be reliable. There was nothing about the job or the customer that would challenge your ability to be reliable. You were able to deliver quality work, you believed the client would get results from your work, the relationship fitted with what you want. It would give you required variety. There was challenge in there. There were problems to be solved. You would be helping people there be the ability to educate and raise awareness. You could walk away having added more value and left a legacy. There was nothing that would compromise your control, and you were working in line with your values. What is there, if that situation existed, that would make you leave it? That would still make you say no,?
Client (Ian):
Delivered all those things? That was all in place?
Coach (Dougie):
If you had all these things in place. Yes. Assuming you had all these things in place, what would be the deal breaker that would make you turn your back on it nevertheless, and say no.
Client (Ian):
I think the only thing I can think of really would be health related. You know, if I was having some sort of health related issue, being brought on by what I was doing in my work or what it was, meaning I'd have to reappraise what I was doing
Coach (Dougie):
So whilst it's connected with some of the other things, anything that might impact on your health, would make you say no. So health is important.
Client (Ian):
Yes. Health is important. Yes.
Coach (Dougie):
Well, yes it is important, but if it wasn't a high value for you, you might be inclined to take on what you know, is going to wear me out and grind me down to the bone, but there's a lot of money in it. So, I'll do it anyway. Would that make you say no, not withstanding the money?
Client (Ian):
Yeah, it would. I had an example last year when that project came in and, and I didn't really have the capacity and I didn't didn't want to say no, but I knew if I took it on that it would be too much. And which is where I brought Vicky in and we shared it. So yeah, I think definitely if something came up and I just thought that it was too much and I would lose it, put too much pressure on me,then yeah, I would. I would turn it down rather than take the money.
Coach (Dougie):
So what else would make you say no ?
Client (Ian):
In terms of saying no to a job?
Coach (Dougie):
Yes. What would make you say no to a job or would represent walking away from your business? Something in your business that wasn't desirable.
Client (Ian):
I think it would be the time income balance, you know, which is sort of where I got to as the conclusion with the franchise. I put a lot of time and effort into it and wasn't getting enough income out of it, which is why I've reverted to a different model now. So I think that that time and effort versus reward has got to be balanced correctly. And if it's not, then...?
Coach (Dougie):
So does that balance sounds a bit like profitability really? Is it worth the effort?
Client (Ian):
Yeah, I guess it is profitability really.
Coach (Dougie):
Is it worth your time? Yes. So for example, just to challenge that profitability piece, if there was an opportunity that was not immediately profitable, but you could see it as - what would you call it? - a loss leader. Where it wasn't profitable, but it would strengthen the relationship or it would provide a basis for a good relationship going forward with better benefits later on down the line. How would you feel about that?
Client (Ian):
Well, it would really depend on how it would impact things that I had. So coming back to servicing my clients, and the balance time balance on all that, you know, if, if it didn't negatively impact other things, then I'd consider it, but not if other things suffered as a result.
Coach (Dougie):
So profitability is still in there, as very important. You don't work for nothing ever, sort of thing. So if we look at these values, what I'm going to ask you to do, Ian is - I'll read them back, and you think about how you would rate them as essential important, or would be nice to have. So A is essential, B is important, C is icing on the cake, would be nice to have. Bearing in mind, that if something is essential, and it wasn't there, you wouldn't do it. Yes? B would would be important to you, but it wouldn't stop you necessarily and would be nice to have. So enjoyment, is that essential, important, or nice to have?
Client (Ian):
I still think it's essential.
Coach (Dougie):
So if there is a good job on offer, it's be half a million over five months or six months, but I don't think you'll enjoy it, but it'll be half a million in a bank after six months. Would you want the job or not?
Client (Ian):
I think I would struggle to do something I didn't enjoy for six weeks, let alone six months. I think it would impact me too negatively. So I don't think I would do it.
Coach (Dougie):
So enjoyment is essential. What about the balance between work and family and your leisure, me time? Work balance.
Client (Ian):
So, for me on a personal level, you know, I guess it's important probably rather than essential. I guess I'm saying that because it's only in the last 12 or 18 months, I feel like I've got that, right. You know? So, before that I was working and that balance wasn't quite right. And I guess that's why I'm questioning whether it's essential, because I think it's just important to me rather than being essential.
Coach (Dougie):
So you would know you were off balance and while you recognize that there would still be times when you were out of balance, you'd be driven to get back on balance. Okay. So income - thinking of how you expressed it - as time income balance?
Client (Ian):
Yeah. I think, again, income is - well, obviously having income is essential of some level, but I would say in overall terms - it's important really, rather the level of income I think is important, rather than essential.
Coach (Dougie):
So, if we were to explore the work you do with the charity, which is understand isn't paid work. What value does that serve for you, by you working for nothing?
Client (Ian):
So that's more feeding my other (value), you know, helping and supporting, giving to someone who needs it. So yes, there's no income generating from that. So, income can't be essential otherwise I wouldn't be working with the charity. But it is important. For example, I couldn't, I couldn't take another one on like that.
Speaker 1:
So that would be the income/ time relationship?
Client (Ian):
Yeah.
Coach (Dougie):
Okay. And your reputation, being recognised as good at what you do?
Client (Ian):
I think my reputation is probably not essential. Um, is it important or nice? Something that would be nice to have, I think. Yes.
Coach (Dougie):
Yes. So like a form of recognition, almost? You know we've got what we've got, and we paid good money for it, but you know....(ambivalent).
Client (Ian):
Yes.. and I know some people very much need recognition and they almost crave it. You know, I'm not like that. It's nice to have that reputation for delivering a quality service. Yeah. I think it's nice to have.
Coach (Dougie):
And the customer will get a good experience. Is that essential, important, or would be nice to have? Bearing in mind the customer carries a lot of responsibility for their own experience.
Client (Ian):
They do. They do. I know. I think it's important. Probably. What was it again that they've had a good experience?
Coach (Dougie):
Yes, that the customer will have a good experience or has a good experience from your work.
Client (Ian):
Yeah. I think that's important, but probably the reason why I'm saying it's not essential is that the experience could be at a lower level, but if it still delivers results and works for them, actually...
Coach (Dougie):
That's catered for with another value?
Client (Ian):
Yes.
Coach (Dougie):
So it would be important?
Client (Ian):
Important. Yeah.
Coach (Dougie):
Because obviously you can't predict the customer experience because it's in some part down to the customer.
Client (Ian):
Yes. And it's their perception, isn't it? You know, I can't see, I can't tell how they perceive something.
Coach (Dougie):
The question to ask is if you could predict in advance, and you can't always, but if you could predict in advance, that you don't think a customer's is really going to enjoy the journey, the challenge is do you take them on?
Client (Ian):
No, if I didn't think..if they're not going to be the right fit, it's probably to do with their values or their outlook, or something about their personality, I think I'd probably identify it and would be wary of taking it on in the first place.
Coach (Dougie):
Okay. And there's reliability?
Client (Ian):
Yeah, for me, that's important. That's important. Yeah. I would never like to let anyone down on anything. I always want to be reliable. And I rarely do. I guess this is linked a bit with a sort of integrity, I guess, doing what you say you are going to do.
Coach (Dougie):
Important, but not essential.
Client (Ian):
Yeah.
Coach (Dougie):
So for the right job, you might think the wheels could come off this, but I want to do the work, so therefore I'm going to take it and hope for the best. You would do that?
Client (Ian):
Yeah, I probably would.
Coach (Dougie):
Okay. That's fine. So important. And deliveringquality work? Is that essential, important, or would be nice to have?
Client (Ian):
Important. Yes.
Coach (Dougie):
And the client gets results?
Client (Ian):
See, for me, that's probably essential. That's what I want to deliver. However, it will depend slightly on the client's outlook. So sometimes they're less results focused and it's more about, they just want to be doing stuff. But for me, the whole point of what I do is to help deliver tangible results. So I think for me, if we're talking about my perception on this, it's essential.
Coach (Dougie):
So, so what you're getting at is the customer who says, I want to do marketing, I want more clients, I just wanna be seen to be having a marketing strategy and do something about my own ability to capture clients...
Client (Ian):
Yeah.
Coach (Dougie):
You would only do that work if you knew you would get results from it?
Client (Ian):
Well, you have confidence in your ownabilities, and I believe that whatever sector they're in, I can have an impact and help them. But I guess what I'm saying is that some clients are less focused on the results. So why it's essential for me that what I do delivers returns and results. Sometimes, from the customer's perspective, that's less important, which sounds a bit backwards, but you know, some clients just aren't focused on the figures, if you like.
Coach (Dougie):
Okay, sure. But It's essential for you?
Client (Ian):
Yes, it is to me. It justifies what I'm doing. You know, if I'm not delivering tangible results, then in my mind, I shouldn't be working for them.
Coach (Dougie):
Okay. And the relationship, and the quality of the relationship where you're working in a collaborative partnership?
Client (Ian):
Yeah. I'd say that's probably a nice to have.
Coach (Dougie):
Icing on the cake. Yes?
Client (Ian):
Yeah.
Coach (Dougie):
And variety?
Client (Ian):
I'd say that's important rather than essential. And the reason why I'd say that is because I know I've done it before, where I've left one job, I've finished with one client in a sector and I've gone pretty much straight into working with another company from the same sector. So if variety was essential, I wouldn't have done that. So I think it must be important, but not essential.
Coach (Dougie):
Yes, and it wouldn't stop you from working within one sector continuously with clients.
Client (Ian):
No, it wouldn't. So, you know, I've got three ongoing clients at the moment, all in different sectors, but if one of them stopped. I wouldn't turn away someone from their sector who came up and said, could you work with me now?
Coach (Dougie):
Yes. So that's an important?
Client (Ian):
It's important, but I think...
Coach (Dougie):
Not a nice to have then?
Client (Ian):
Eh, well, I think it might be a nice to have, I guess. Yeah, maybe it is a nice to have...
Coach (Dougie):
So is it essential, or a nice to have?
Client (Ian):
I think it's nice to have probably.
Coach (Dougie):
Okay. And challenge? The work must present you with a challenge?
Client (Ian):
Yeah. I think that's important. I think if it didn't, I'd get bored.
Coach (Dougie):
Problem solving?
Client (Ian):
I'd say that's nice to have. Yeah.
Coach (Dougie):
So you, if you have jobs you could do it in your sleep, and It paid well, and it did all the other things. It would be a nice to have?
Client (Ian):
Yes.
Coach (Dougie):
Helping people?
Client (Ian):
For me, that's essential. That's the thing that drives everything really.
Coach (Dougie):
And educating through your work? Educating and creating awareness?
Client (Ian):
Yeah. I think that's probably a nice to have. You know, I do like it when that happens, but it doesn't always happen, and it's really dependent on the attitude of the person I'm working with. Some people just want you to just do it and help them and others want to learn and want to upskill themselves. So it's nice. It's nice when it happens, but it's not essential.
Coach (Dougie):
Yeah. But if you think about it, whether it's important to them, or they think you'll educate them, or whether they will even admit it to you or not, they've learned something. That would still be a nice to have?
Client (Ian):
It would be nice to have, I think. Yes.
Coach (Dougie):
Okay. And leaving a legacy, leaving something in the business through your work after you've finished?
Client (Ian):
Yeah. I think for me, that's quite important. I don't think it's essential. I think it's important to me that I have left them in a better place and that they can go on and grow and develop. And I remember in the early years when there used to be grant funding around and there used to be funding for marketing strategy and people would engage with me and ask me to do their marketing strategy. And it was just like a tick box exercise. They weren't ever going to implement it. They were just getting one because there was money to pay for one, and it left you a bit, I guess shallow a little bit, I'd gone in there, done the work and it was never going to be..(Implemented).
Coach (Dougie):
When it was funded?
Client (Ian):
Yeah.
Coach (Dougie):
So, control, freedom, the business giving you control and the freedom to work with who you want to work with?
Client (Ian):
Yeah, I think..., mmm, is that essential or important...?
Coach (Dougie):
So, if Ian Hargreaves were to put you in front of a customer, and you think NO. There's not a chance that I want to work with these people. How much of a dilemma does that give you?
Client (Ian):
Well, because it's come through someone else, and it's like a white label thing, it does give me quite a dilemma. I guess the difference with that is that with Ian's clients, I know I'm in and out. It's not going to be a long term thing. So I would probably suck it up and do it. However, if it was something that was going to be a long term relationship, I probably wouldn't do it. Or I might do the strategy project, and manage my way out of any retainer relationship.
Coach (Dougie):
Yeah. So, where you do your work with someone, where you have that control, it sounds like it may be more important than essential?
Client (Ian):
Yes. I think it probably is important. Yeah.
Coach (Dougie):
And this almost turns in on itself when you talk about working in line with your values, with people who are on the same page as you. Is that essential, important, or nice to have?
Client (Ian):
I think it's important probably. And I think it's important that that we at least respect the values of the other person, even if we are not completely aligned with them.
Coach (Dougie):
Yes?
Client (Ian):
Most Importantly,
Coach (Dougie):
And health? Your health and wellbeing, I suppose that's emotional and physical as well. Yes?
Client (Ian):
I think that's essential. Yeah, I think it's essential.
Coach (Dougie):
And profitability, you wouldn't want to leave any money on the table. What's the expression? You would always want to make a profit from your time and effort.
Client (Ian):
Yeah. Other than the charity case that you've mentioned. Yeah, I'd say that's essential. Yeah. Why wouldn't it be? Because it impacts on everything else, you know, it impacts on the time balance and, you know, everything. If you're spending time doing stuff that's not delivering profitability, then it's going to impact on the other things that are important as well.
Coach (Dougie):
Yes. So, if you look at you and your business and what would influence and guide your perspective on your business, the things that are absolutely essential for you would be Enjoyment, That the client will get results, There's an opportunity to help people. It does nothing to compromise or jeopardize your Health and Wellbeing and it's Profitable.
Client (Ian):
Yes.
Coach (Dougie):
Those things are essential. And if, in a situation where, you know that with a client or with some activity in your business, that it's not enjoyable on the main, that you won't leave any added value, and the client won't get results. Whether the client appreciates or acknowledges those results, it is important that you know, where the results are.
Client (Ian):
Yes.
Coach (Dougie):
Also that you're helping, you've got health and wellbeing and profitability. Those things are essential regardless of what else might be happening.
Client (Ian):
Yes.
Coach (Dougie):
The things that are important, but not essential, are the balance in the income time relationship, the customer experience, reliability, being able to deliver quality work, challenge, leaving a legacy, and that your values are aligned - that you;ve got similar values.
Client (Ian):
Yes.
Coach (Dougie):
The things that would be nice to have - icing on the cake, but not essential or important would be reputation, relationship, variety, problem solving, and educating and creating awareness.
Client (Ian):
Yes.
Coach (Dougie):
So, if you had all these things in place, enjoyment, you are secure in the knowledge that clients are getting results, that you're helping, and you have health and wellbeing, you've got profitability. How would you recognize that?
Client (Ian):
How would I recognize it?
Coach (Dougie):
Yes, how would you know that you had these things?
Client (Ian):
Well, they're all very easy to identify. Probably the one slightly blurry one is perhaps the helping people piece, because I can think I'm helping someone, but I guess it's not what I think it's that they think that they're being helped. The health and wellbeing, I can easily measure just by how I am, how I'm feeling. Profitability is easy to measure, that's the money in the business. Results for clients are easy to measure, and enjoyment is just, I guess, how I am - it's sort of linked to health and wellbeing, in terms of, am I enjoying what I'm doing? So, I think they're all relatively easy to identify by whether the business is delivering them, other than perhaps the helping people one. That's, that's the one that's, I guess, slightly less obvious.
Coach (Dougie):
Yes. Those are the walk away, the deal breakers, aren't they? I'm turning down this massive offer you've given me, because frankly I wouldn't enjoy it.
Client (Ian):
Yes
Coach (Dougie):
And no matter how generous your offer is, I don't believe you'll get a result from it, so I'm not going to do it.
Client (Ian):
Yes - or it could be something that I would enjoy, but I wouldn't make me enough money to justify the sort of profitability required. That's the flip side to that.
Coach (Dougie):
Yes, it doesn't tick that box.
Client (Ian):
Yeah.
Coach (Dougie):
And, it could be very profitable. The client might get results and you would enjoy the work, but you're not really helping people. And that's an interesting one, because you could link that with appreciaition and things like that.
Client (Ian):
Yes, and coming back to your earlier example about, you know, if it was going to be really profitable, but you knew it would have an impact on you and it would knacker you out and push you to your limits, and that's impacting on health and wellbeing. You know, it needs to tick all those boxes that... (we've discussed).
Coach (Dougie):
Yes.
Client (Ian):
Yes.
Coach (Dougie):
And then understanding all the other things that are important, is there anything you could add to the list?
Client (Ian):
No. Nothing is really springing to mind.
Coach (Dougie):
So if you could have enjoyment, but you couldn't have the client getting results, which one would trump the other?
Client (Ian):
Well, if I didn't think I could deliver results for them, even though I thought I'd enjoy it, I wouldn't take it on.
Coach (Dougie):
If you thought you could get results, but you wouldn't enjoy it, orif you could have enjoyment, but you couldn't have results, which would you take? If you could have enjoyment or results, which one would you have?
Client (Ian):
Oh God. Well, I've said they're both essential. So .....<laugh>
Coach (Dougie):
<laugh> I guess. Well said. So we'll stop the recording now. Shall we?
Client (Ian):
Yeah. Okay.
Coach (Dougie):
Well, before I do that, where's your head having gone through that discussion?
Client (Ian):
Well, I think, when I look back, I guess I pulled my values for the business together a long time ago, I'm probably talking eight or nine years ago. And there's a lot of different words here. And when I look at, certainly the essential ones, my original ones back then would be open and honest build relationships, be commercial, be accountable, have integrity and continually strive for better. This one we've got now is very different to that. So, I guess I'm looking at it in a different way. You know, we were looking at it, in terms of, what's the business gotta do for me. What do I need it to, rather than what do I want to say to clients, as to how I operate. It's slightly different.
Coach (Dougie):
It is a bit different. It's almost a different context. For the business to be operating, in the way that you want the business to operate, what would be important? That's different from the work that you do, and the delivery of the work?
Client (Ian):
Yes, and I think what we've done here has demonstrated that actually those five things are really essential, you know, and I need to tick all those things when I'm taking anything on, and if the business isn't doing those five things...
Coach (Dougie):
Yes. If any of those, those essential things are not met, then you wouldn't do the work or you would put them, right. Yeah.
Client (Ian):
Yes put them right.
Coach (Dougie):
Or do what you needed to do, to introduce them. And you have nine things that are important in your business You'd always want to be sure that you had a certain number of those being met. Yes?
Client (Ian):
Yes. To be honest, I think it would only be occasionally, that maybe two or three might not be ticked, but generally I think it would deliver the majority of them and the nice to have's, like you say, are just the icing on the cake. Yeah, I think it's been a good process.
Coach (Dougie):
So, from here, what will you do with this information? You've looked at your values again and the list is different. Yes? What does that lead you to do following this? What's your follow up action?
Client (Ian):
Well, I think it works quite well in terms of the business, the SBL plan I have just written, because a lot of that was obviously around freeing up more time, doing a four day week rather than a five day week. So it almost heightens the importance of all these things, in terms of my tick box of who I'm working with, because I've got less time to dedicate to clients, I've got to make sure that anyone who I'm engaging with will tick these boxes, and part of the four day week idea is they help the wellbeing piece as well. And obviously enjoyment and, you know, enjoyment outside of work as well. So, I guess it's reviewing these alongside my plan as to how I can make sure that any work I take on does fit this profile. And I've got to remember that I've got associates now, and although they might not be ideal for me, you know, for them, they might be more than happy. For them it might be less about enjoyment and less about some of these things and it might be completely different things that drive them and they'd be happy to work on that project.
Coach (Dougie):
Yes. One of my, one of my colleagues, says I only work with people. I like, and I would say absolutely, but not everyone will share that value. They'll happily take anybody's money. And I don't mean that in a cynical way because they, they may say, I don't particularly like this person, but I could help them and I could make a difference to their business. And, I guess if you took the example of say, a criminal defence lawyer, that's one of the key things. Do they always have to like the person? I doubt it.
Client (Ian):
Well, if you think about most people in employment, I'd say there's a high percentage that don't like their bosses, and where they're working, but it delivers an income.
Coach (Dougie):
And maybe their needs are met in other ways?
Client (Ian):
Yeah.
Coach (Dougie):
So, the ability to know what's absolutely essential is your walk away sign.
Client (Ian):
Yeah.
Coach (Dougie):
Knowing the difference between categorizing the job, as the sort of job I want to do, and also categorizing the job as the sort of job, I will walk away from, if these boxes aren't all ticked.
Client (Ian):
Yeah.
Coach (Dougie):
Getting that bit right, will help you cut through decision making. I was met with a situation I might have shared with you before, where I had a real dilemma over something, and I got advice from one of my board members about it, and his advice to me was different from everybody else, but it was the advice I wanted to hear. <laugh> I phoned him up later and asked what made you say that? He said, because it was clearly going to be an out of line with your values to, you know, follow the other things around it - it will be profitable and it will be this, or that, or the next thing, but the bit of it that didn't work was that it didn't fit with an important value of mine. So it's a reliable filter.
Client (Ian):
Yeah.
Coach (Dougie):
Has that been useful?
Client (Ian):
Yes, very useful. It's been good.

