Areyou a dweller or a

DO-ER?

Do you dwell on things that have gone wrong so much that
they halt your progress? Or do you just get on with it, get
over it, get through it and focus on making things happen?
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refused to buy into the negativity and just worked harder

"Successful entrepreneurs may  obsack
; ; ing the detals i
miss the detail but they rarely §thaatel rght Ak s
miss a commercial opportunity"  andranwith them - worrying about the detail later.

T don't think I have ever met a business owner with a
‘mindset for success who gets bogged down in detail at
the expense of taking commercial action.

Nor do I hear them use the word 'stress’, though 1
have seen people lose millions, dust themselves off,
and get on the making the next million. Those who are
hard-wired for the entrepreneurial life tend to think
of obstacles as challenges to be got over, round or
through; rather than a dead-end or a reason to quit.

At the end of the day, when faced with a setback an
entrepreneur needs to get over it and get on with it. In
business today there's no time to dwell on problems
or past mistakes — especially the ones that are
insignificant in the big scheme of things. You need to
find solutions and find them fast.
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Focus your time on the

People often say, ‘l wish | could manage lh

time better’ but the truth is, there is no
such thing as time management. You've
got the same 24 hours in your day as
everybody else. Nothing you do will
change that. Getting more done is not
about managing time; it is about how
you choose to focus your attention.

‘magine you are hard at work, when you get a

call from your loved ane to say, “You need to

clear out the garage tonight.” You arrive home
feeling exhausted. You approach the house thinking,
“Ijust don't have the energy to tackle the garage this
evening” As you walk through the door, the phone
rings. It is your best mate, asking, “Have you got time
for nine holes of golf?" Suddenly you are re-energised,
in the car and down to the golf course in no time.

Many of the business owners I know lead very
busy lives - and many of them play golf. No
‘matter how busy they are, they still manage
tofit in a 5-hour game of golf each week. I
Tive a busy life too, but I can’t fit in a game
of golf, Now why is that? Because I don’t
care about golf. It's not my passion.
Very often, people who find the time to
do things are focused on creating that
time, because those are things they
want to do.

Good decision-making and good
time management is actually the
same thing. Energy and motivation
are closely connected. Many
people have exactly the amount
of time they need to do all of the
things they really want to do. It is
all about focusing attention 100 per
cent where you most want or need to
putit. Ifyou can bring that laser-like
focus and energy to everything you do,
then ‘T don't have time’ won't come into it.

trade through a
boot camp training’ and will emerge stronger, fster,
leaner and ultimately fit for business and success.
‘Those that survive will be able to adapt to any financial
climate going forward, which in turn will increase their
chances of achieving lang-term sustainability.

Suceess is as much about having the right mindset
as the right skill set. Successful entrepreneurs are
unlikely to be sales adverse, defeatist or pedantic. They
rarely procrastinate, They have high energy and a
tendency to make decisions fast. They are unlikely to
waste time blaming circumstances or other people for
their misfortunes.

People who are naturally entrepreneurial may also
have a lower than average tolerance of discussions
about detail - unless they are the details of a financial
agreement or a contract. They want things to be right -
but d)ey want top’ line deciswns, not dmil«l analysis.
Jows thi

down. Ther h of di ing

to ~and being
perfection. It's an important distinction to understand.

The rkvx.l lies not in lhe detail, but i in| how you choose

time, you make
about what Lv |mpor(am o get right before choosing to
take action.

T recently met a woman who had been planning her
business for three years. She had spent over £200,000
on product development and high quality marketing
‘material. The thought and detail that had gone into
the project was incredible. The trouble was she was so
worried that someone would steal her idea she hadn't
shown it to any prospective customers. Sadly, when
she finally loosened her control for long enough to
allow someone to test it, the product was found to have
‘many flaws and the market had moved on to a point
where it was already out of date. As a result her whole
enterprise became a disastrous waste of time, effort
and money before a single unit had been sold.

survive. The detail can be delegated or outsourced.
Modifications are made on an ongoing basis as they
adapt to market demands.

1f you are constantly looking for problems, you will
find them and you will keep finding them. Instead
try looking for what is right and a reason to say 'yes'
to action. In the big scheme of things, entrepreneurs
‘may not have time to wait for the climate to be perfect
before they set sail; they will often make a judgment
and settle for 'good enough to get things going — but
prepared to adjust the sails as they go. The successful

% % .
with getting everything right before taking action may
never be ready to get their business off the ground,
Risks need to be assessed, and tough decisions
taken - but at a fast pace. Delaying action through
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‘ones may ial details in the
early business stages, but they will rarely miss a
commercial opportunity.

Bev andMD ot The ¢ Business

in

. It is the equivalent of
putting your head in the sand. In my experience, the
entreprencurs who survive in the long term focus on
the big decisions first. They do what it takes to get their
product to market and to ensure their business will

£

Acadeny, & joint venture with James Caan, and MD of The
Coaching Academy — the largest coach treining provider i the
world. She is a Milonaites” Mentor and a serial entrepreneur.
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Anyone who has set up a business will know how frantic
the be. Yc il ke a lot

quickly.
smartest decisions but you become decisive because you
have such a lot to do. We can get alot more dane when
‘motivated by both excitement and fear. Many people

"Ry

of urgency all the time, as a way of o

action; the classic case being those who have all the time
in the world to get something done, but who only focus
on the task when it becomes urgent.

Imagine a circle with a bull’s eye in the middle, and
three outer circles, The central bull's eye includes
areas of focus that should be our top priorties such as
strategic business decisions; or health, family and
relationships. They are Impartant but Not Urgent.

‘Typically, most people will wait until something has
‘gone wrong before focusing on this area, at which
point the activity becomes Important and Urgent. This
is the first circle of activity - and the area where we
tend to focus our priorities on a day-to-day basis.

The next (second) circle out includes actions that

are Urgent but Not Important, such as ‘the phone's
inging.” How many times have you seen someone

break their attention from something important to

take a call. We've all done it - because we were trained

todoso.

Before we know it we have wandered into the outer
circle of Not Urgent and Not Important - like taking
speculative calls or watching TV. Suddenly we are a
fong way away from the central bull’s eye. This is also
the area we head for when we are escaping from doing
something that we would prefer not to do.

In order to ensure that 1 stay focused on the central
bull's eye of important, long-term priorities, I have

that trade

through a recession

are getting 'boot camp

training’ and will emerge

stronger, faster, leaner

and ultimately fit for

business and success”

Every six mormhs my PAand1 mwwrheyur lhﬂd.
yet, just col ng. 1

now know what I am going to be focusing on and she

can start booking appointments. If a client calls, she

will look for a blue date and fill that day first, before

releasing another blue day.

Fifty per cent of my time is allocated in advance
‘according to these criteria. That builds up to 75 per
cent very quickly; the other 25 per cent allows for some
wriggle room.

Using this method 1 pre-plan the shape of each year
and the mindset I will need to be in each day - while
ensuring that I never take my eye off the big picture
priorities. I estimate that the system saves me ten
hours a week and as I am twice as effective as I used to
‘be. It makes my PA's job easier too.

Though even with the colour coding system, my
diary has so many moving parts it takes patience and
onganisational skills to manage. Fortunately my PA

developed a colour-coded system for managing my Linda, has both.
diary. I ensures that 1 focus my imein  balanced way
in the days, weeks have -
and mnnlhsnmdmelud(n; uff that | They don't
would prefer to put off. For example: ally 5
in

W Red = Outsource. ks that others in th

my team will be better at doing and includes the detail. They are the ones who g0 on to build many more

things I would prefer not to do. businesses. It s a matter of knowing what you are good

M Blue - Revenue generation. In my business that is
anything that is client-related.

W Black = Strategic planning, This s time when 1
am thinking about the business, not working in

at,and finding others who are good at what you are not.
‘Having a system in place that enables you to prioritise
effectively, will ensure you plan ahead and stay on track.

the business.
El Gml = Creallve llme allocmd for fuun;. building, Coaching 1 and an EBA Mifionare Mentor for
g + Bushoss Academy o i
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Lead from the

RON

and stay in

"When you have built your
business from scratch it can be
difficult to relinquish areas of

control, but over the years I ha

come to realise that I can’t do it all;
I need a good team around me"

James Caan's EBA - Passionate about your success.
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So how can we use LinkedIn to

WIN NEW
BUSINESS

and build new relationships?
After nearly 8 years, LinkedIn has reached 100 million users worldwide.
With this user base, of which apparently over 50% are from outside of
the USA, it surely has to be one of the premier places to network online.

t and planning
utely cru

in May However, to
2003, and by the endof s
 had Sinee i 5
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million i
about 1 new user every second! wlﬂoﬂmbemwymdﬁndimpomnl

S0 how can we use LinkedIn to win new
business and build new relationships?

business contacts.

When on Linkedln, size really does matter!
“The size of your network that s. If you only

have say not see you

front page of the search results? Iffor no
other reason than establishing your credibilty

as a center of i networ
is only very small, Therefore it really is
important to build you network before you

should be complete and e’ fce i sexyt Not

‘ecause of good way

talking fois inked
about you, litle bt Th llections of peopl
about your personality. about a set subject. Some groups are closed.

where you il have 0 ask permission to
£ join, such

yvumunninouunymnoomvmylm- and some are open groups where anyone
highly important v can join. My best

ild an The firstis

online relationship, its important for people
tosee what you look like. It may soand &

to simply join the group and listen. Don't
rush i, see what is being said, see who is

akey Took at

geta better hit rate if they can see what you
look like. Maybe it's primeval, but people

the kind of languag
much testosterane s flying about! The
second stage is to join in with other people’s

“The first stage of LinkedIn success is to start
‘adding your contacts, LinkedIn has tools
that will help you by looking for any of your

‘you have done from stage one. Probably best
ot to be too contrary on your first outing,
unless you really want to draw attention to
yourself! Stage 3 is to start conversations

" James Caan's EBA — Passionate about your success. @

Know more than I do n certain areas, especially when
it comes side of my business. Being

s business owner you need to be fairly
f s brutal in deciding how you i
pour day. You wil never get everything done
unless you can prioritise, The answer lies in not
trying to do everything yourself, Working with people
whose strengths complement your own is the key to
lightening the Joad.

Having a PA has made an enormous difference to

my own workflow, I realised about a year ago that I

needed to free up more of my time, and that meant

hiring someone to help me to manage my diary, to take
inutiac of day-to-day bust a

y v
become a gatekeeper - sereening sales and other non-
urgent calls.

T work a diary system and create a list uflhe things
that I need to achi

too proud to listen or ask for help gets in the way of
success and can be very costly. The dumbest question
is always the one you don't ask. T am a great believer in
the role of business mentors for that reason ~ whether
ona formal or informal basis.

There is a pace of action that is characteristic of
those at the top of their game in business. It goes
back to the old cliché: If you want something
done, ask a busy person.’ The pace of decision-
making drives not only the speed of the outcome,
but also the pace of the action taken. Once I have
made up my mind about something I become 100%
committed to that path. It may take me a couple of
days consideration to review the pros and cons of

Obviously my aim is to ﬁmxh that Tist - but if1dontt,
d
day 's top priorities, in nmer o get them dbne

When you have built your business from scratch it
can be difficult to relinquish areas of control, but over
the years I have come to realise that T can't do it all; |
need a good team around me. Where I have rewarded
people with responsibility, I delegate completely.

1 give my managers the tools they need to do their
job properly and the autonomy to get on with it.

Of course that doesn't mean letting go. A system of
‘management and monitoring is important, whether
via yourself, your second in command, or other
management path ~ but it is very important not to
interfere by constantly ‘assisting.

1 meet with the majority of my operations team on a
‘monthly basis, and speak daily to my right-hand man.
He keeps me up to speed on any important issues,
whether or not 1 am in the. mlmy Tdontinterfere
with the day-to-d

in place for people to achieve things snd they need to
be allowed to get on with them; though I make sure |

plex decisions, but taking decisive action
after that is key. Unless you act, your decision is a
waste of time.

As a business owner you've got to be decisive,
committed to your course of action, and able to
communicate your intentions clearly. People like to
be led and it is vital that your team is clear about what
they are meant to be doing, what they have to achieve,
and by when, There should be no ambiguity. Their
time is your time 100 — 50 when you manage your
awn priorities, you also manage and lead the overall
momentum and productivity of the business.

TONY BANKS'
Customers are your main business asset, Without
customers you have no business and you will not
survive. Every business owner should be able to
answer the following questions:

' Where you have rewarded ability with responsibility,

Manage the person rather than the task.
 Don't try to do everything yourself. Use your team
wisely and delegate administrative detail to free up

stay in touch. My team knows that [ will followupand ~ more of your working day.
am likely to ask questions about progress.  Stay in touch with your business on a daily basis,
throigh ot el e
decisi - setup nchmarking so that you can

s :
delegation go band in hand. T consider each problem or
situation and ask, ‘Should T be maling that decision, or
amu it be one of my managers? 1f someone | employ

mmund mmmwufkmpmaren.
® Ensure that decisions are being made by the
person who s best qualified to make them, at the most

to make the
dm:mn, what would be the point in me duplicating
effort? Though I may want to know what the decision
is, before it is finalised.

Being a business owner can be A lonely place -

8 Lead from the front and communicate clearly. Your
team needs to know that you are 100% committed to
the outcome of your plan.

and itis i 1o know

K and an EBA

‘others. | have always taken ndvm: from those who

EBH
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yourself. You could ask a question, post a
‘point of view or reference a third party piece’
of content. One pointer however is not to get

too self-promotional to soon.

LinkedIn also has a section called Answers.
This is where poople ask questions from other
‘members on a whole range of subjects. This is
a great place to build up your credibility and
also grow your network as people will request
a connection with them when they see you
as a thought leader. It can be quite time
consuming but s a really good way of making

X

‘When on LinkedIn,

size really does
matter! The size of your
network that is...

»

not be pushy and if passible be customised

y

‘profile and network, and this is when the that person. The receivers of InMails have
for using LinkedIs Spam. If d

people: y b

The first way LinkedIn!

mmmmmuw

Linkedin has functionality, which will allow ~ network online, but in order to get the most
ing i outof it,
¥
hope will Tt really i
contact first, before. because if ¥
Sowl.mayvnlmdmnmﬂypm or even target customer, LinkedIn will give
inform: pays their i y

wmmmmdmmm
isto become a paying member of LinkedIn,
“This will llow you to send InMails, which are

Gisy Levins is MD of Retum on Digital and an EBA
Milicnaire Mentor, wwaw.the-eba.com. Find us on

network and that you want to connect with.

wonwretumondighal.com
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POSTURE

CONFIDENCE!

Are you

Simple
exercises

| ?
USINEeSS ¢
The hardest part of getting fit is getting started!
Getin the zone to
perform at your best!

Things you need to ask yourself to get in
the zone to the uiimatte performance ~

“This is a great mobility exercise for gaining
movement through the torso as well as
Stretching the shoulder and chest area.

‘Whether you are an athlete or a
businessman or woman, if you
are in ‘the zone’ you can't help
but perform well. The phrase ‘the
7one! has been talked about for
‘many years but, in essence, itis
physiological and psychological

toning
your chest and arms, its also a confidence booster if done
vnlhmcwnpeulmmk' straight line

DO | HAVE THE
bent, lowering the chest and head to the ground.

y nameis Toby Garbett and
myl in the world of
health and dginates i

seal the

state between the brain, heart and
nervous system. When all these
are synchronised you will score a
fect goal, perform the perfect
golfstroke, lift a heavier weight
and in business, nail that perfect
i your exams, or

SKILLS?

AM | PREPARED

the cat-throat workd of Olympic rowing
where the time and effort you put in is
precisely what you got back.

sales person!

the top

MENTALLY?
nficle

None of the above is actually by

accident, because by being aware

The margins for success and failure

in the world of sport come down to
hundredths of a second. This can be
likened to the width of an apple and in
2002 cost me a gold medal, this equated
to just 0.02 of a second! I was a World
Champion in the preceding years and
went on to represent Great Britain at the
Athens Olympics.

In business, you may or may not be
accountable for business being won or
lost by fractions of id but being as h
it as you can be, mentally and physically,
could help you win, or stop you from
losing that important contract!

Inow thoroughly enjoy bringing

my experience, understanding and
motivation to assist others in the office or
at home as a personal trainer.

of your thoughts and emotions
and how they affect your body, you
can increase your confidence and
self control. I have practiced this
regularly over many years whilst a
full time athlete and learnt through
trial and errar, The ability to
oxygenate your hody through deep
breathing techniques together with
a positive and confident mental
attitude is possible for all of

us, whilst all around you is

to be the m

stressful and intense
situation of your life.

DO | HAVE
A SUPPORT
NETWORK?

Am lin the right
environment to succeed?
Who can help me

succeed?
Am | happy?

DO | HAVE
STRENGTH &
ENERGY?

DO | HAVE
A GOAL?
tegy

REAL BUSINESS

Each month we sf

growing businesses rh

entrepreneurs about their

Dl
[

Legend

Legend Photography is based in the Old Town of
Hastings, East Sussex. We specialise in photography
that puts children of all ages into fairy tale scenes using
props, backgrounds, costumes and a modicum of digital
magic. Children are transformed into fairies, wizards,
Knights and pirates. The finished design is of a very high
quality that s not often seen outside of film studios.

James Caan &
Richard Branson
have recently
influenced me to
“think big™. Tam
currently scaling
my business up
and it has sturdier

1 d my studi roots for the future
this. Cust id that it is plans.
to Legend , as well
rints that make the jnand !

also recommend it o their friends. The quality of the props
and costumes, sourced from around the world and the
detail in the designs male our work stand out from other
family and fairy photographers.

Everyday I am proud to be running my business, if
wasn't, I would not do it. However, the best days are
when we get feedback from parents and grandparents
who been moved 1o tears by one of my designs.

Starting the business up was tricky with no capital 1
had approximately £300, but finding out what worked
and improving on it in every aspect has been my
strategy for success. I was lueky that 1 had a very small
mortgage. Living as a poor design student for five years
trained me to live frugally. This enabled me to spend
where needed on the business and it stll does. 1 dislike
wasting money, time and opportunities.

That's easy: Keep things simple, for you and your
clients. In every area of my studio, there is a maximum
of four choices. If you aver complicate the options, it
gets confusing for my sales and the customer. I can
now do my photography shoot and the sales within one
hour and it doesn't seem rushed or stressed: two things
that are essential to avoid when working with children
and families.

1 get most of my
inspiration not from
photography but from films and illustrations. I love the
work of Brian Froud and Arthur Rackham.

“Everything IS possible.”

My plans don't stop with the photography, I want

to expand and open at least ten studios, a range of
fairytale and legend clothing for children and a themed
Legend Land eco wonderland. 1am really excited
about this vision.

In today’s market, social media and the internet
have to be a key part of your business strategy, but

it’s important not to just hand it over to someone

to do it for you. Understanding how social media
works and keeping on top of it is something every top
Entrepreneur is doing, and with good reason. 1do
believe we are in the era of conversation marketing.

oberBlegend-photograpty.com

B
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Start on all fours, knees directly under the hips
and hands directly under the shoulders. Then
rotate the right hand and arm between your left
‘hand and leftleg as far as you can. 1deally do this
on an exhale breath.

‘Then with a big inhale breath through your nose
re-rotate your arm and turn your torso and head,
letting your eyes follow the hand al the way
round and Took up to the sky.

iyt

For morm nformation on how to get n the Zone
‘contact Toby on tg@tobygarbett.com. www.lobygarbatt.com

Toby s the EBA Fitness consutant ard personal trainer

Emica Group

Describe your business and your target market.
We are a fast growing business process, outsourcing
& professional services company. Our philosophy is
‘simple: “Deliver high quality and cutting edge services
on behalf of third sector, public, private and social
housing organisations, saving them up to 50% in costs.”
We deliver win-win solutions for all our clients and their
success is erucial to our existence. Organisations in the
third, social housing and public sector are required to
deliver quality, cost effective projects. Our origin as a
company stems from delivering rqmunnn solutions
ial, cultural
neighbourhoods, towns and cities. mmly. we provide
ing solutions in i i
economic development, faclities management and
‘graphic design/print solutions.

What makes your business unique?
‘We provide a one-stop shop for many of our clients,
using experts in key disciplines. We often find that

if a company needs to outsource their facilities
‘management, they may also need IT solutions and

a strategic development consultaney. Once we build
relationships with our customers, we find that they
want to use the other services offered through our
one- stop shop. As an outsourcing company, we are
growing at the right time, because of the recent cuts,
many businesses and organisations want to make extra
savings through effective outsourcing.

What has been your proudest day in business?
Sharing the same stage as James Caan at an EBA Seminar.

What has been your hardest business day?

Dealing with restructuring following the public sector

cuts, which nearly crippled our company. It was one

day when I thought we may not survive as a company
it was our make or break moment.

What Is the most important lesson you have
learned In b
Never take your eye off the ball. As (‘FO you need to

Who or what is your biggest inspiration?

My father. He worked in the Lancashire cotton mills 7
days a week, sometimes up to 18 hours a day. Hard work
was part of the fabric and culture of our family and this
isa standard I grew up with. Twas just 9 years of age
when my father passed away following a long history of
illness s a direct result of an accident whilst working at
thelocal Cotton Mill for exceptionally long hours. Losing
him at such a young age gave me real responsibility and
perspective for my life. I grew up knowing that T just

‘had to make a success of whatever 1 did. 1saw it as my
personal mission to take up where my father had left off,
yet with my own journey, skills, talents and passion. My
father's work ethic is ingrained within me. Work hard, be
diligent, focused and disciplined.

If you had a business slogan what would it be?
“Outsourcing. Helping you breathe more easily.”

Where do you hope to be In five years time?
14im to be turning over in excess of £100 million in
five years.

What advice would you give to a budding
entrepreneur?
Business is exciting, It is also a challenge. You need to have

know how each department i Delegation
s great- but you must have a clear overview and take
swift action where needed.

Who or what is your biggest influen
James Caan — he is & role model who has been there
and done it. T always wanted to meet him and learn
from him. Looking at his success gave me belief that I
could do it too. He was a revelation. I cannot believe I
am niow mentored by him. Life is good!

,Er

Thisis why your attitude and mindset s so very important
~ you need to actually believe that you will succeed, Keep
leaming, keep trying and never, ever give up.

Alyas Khan, Emica Group

James Caan's EBA — Passionate about your success.



