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Seven steps to peak small-business performance

Setting clear guidelines
helps keep firm on track

While companies often create a plan
to finance their business, sell and market
their products/services, arrange for
office space and technology, and hire
emplovees, most small
business owners also
have a vision of creat-
ing the model work-
place and customer/
client experience,

Those well-mean-
ing ideals frequentlﬁ

et put on the bac

urner when the fires
begin. Whether it's
frenzied troubleshoot-
ing, managing vour
hectic human
resources or dealing
with the quagmire of
office administration, small business
owners are hard- prs,asn:-d to stay true to
their visions.

Here are a few guiding ]iaj rinciples to
consider when faced with the countless
challenges to small business success:

m Forge strong personal relationships
with your customers and business part-
ners, based on honesty and integrity at
eVery turn.

Make your decisions based on the
long term. A quick sale or some extra
margin can cost you in the long run. Gen-
uine interest and a desire to understand
and work with people add another
dimension to the job. Use technology
tools and contact databases to log infor-
mation about your customers” business
anniversaries, outside interests, etc.
Develop relationships that enable you to
truly connect with people.

m Hire a team of highly competent
and motivated professionals with the
same high standards you possess. Don't
cnmprmnise.

In today's competitive business mar-
ketplace, it is difficult to tell whether a
job applicant has the skills, personality
and motivation to be a successful part of
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yvour team. Don't be afraid to conduct
background checks, administer person-
ality profiles and chat with references. A
savvy mentor once advised me to narrow
down any job search to three people, and
bring them all back three times. Then,
trust vour gut imnstincts.

B Create and implement individual
development plans to ensure the person-
al hill[]pll'lL‘SE and profes-

leads to benefits for all. Have lunch
together and share your problem-solving
strategies,
ive back to your community by
sharing vour time and expertise in char-
itable and civic endeavors where you can
make a difference.
Some businesses are afraid to say no
to a charitable request. At NetCenergy,
we have made the decision

SIL‘ITI.:[ success of each to team up with a few char-
Em}llh 5 OHC'E Yﬂ'u Elabte lﬂrgsalllimfmﬁ —kST
15 |sa top priority for igue chool, ake-A-
s, bﬁu:ause our emplc;:ye-es bEEﬂmE d Wish l-‘ﬂundaticr;:j - to give
are the cornerstones of our - our time and products in a
business. Craft individual tﬂlitﬂ'd hl.liln'ESE way that rleaall‘_i,liI makes a dif-
development plans together ference. While there are
with vour employees, to Pﬂl'tﬂﬂl' for YOUr myriad worthwhile chari-
ensure a win-win relation- ties, becoming intimately
ship. Support and fund life customers, they involved With a few offers
ong- {rdrnmg opportuni o greater personal reward,
il will turn toyou 72 Erbrace orking
aspirations. Involve them EVE'IT timE' establish and reinforce
in decision-making, reward your connections. Actively
their  business-building work vour memberships to

efforts all year round (not just at the hol-
idavs or yvear's end) and celebrate their
SUCCESSES,

® Solve your customers’ big-picture
challenges, not merely their immediate
needs, Be budget-conscious as you move
clients from what they need now to
where they want to go.

Once you become a trusted business
partner for your customers, they will
turn to you every time. There will always
be customers and clients who need more
than they can afford. Keeping up with
the latest office technology, for instance,
can be daunting. Identify their priorities
and implement the solutions over time,
maintaining the integrity of their budg-
et.

m Don't be afraid of competition.
Learn to thrive on it, and seek out oppor-
tunities to cooperate with competitors
rather than compete with them.

Some small businesses think they are
unigue and have no competition. Others
are savvy enough to realize that almost
everyone may be a competitor. Competi-
tion keeps you on your toes. Cooperating
with people in your same skill area often

garner return on your investment.
Chambers of Commerce and busi-
ness-leads groups are often effective net-
working vehicles. However, we all know
that you get out of these organizations
only what you put into them. Sign up for
e-mail alerts in advance of events and
Insert recurring meetmﬁg in your elec-
tronic calendar. Learn to be a good listen-
er; hone your elevator pitch and seek the
right business affiliations for your
timetable and target audience.
Following these guidelines, as well as
others that you may dmelﬂr based on
yvour own business needs, will allow you
to reach peak performance even while
dealing with the dilemma of theday m
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