April 2010

Inside This Issue: Character Traits of The Successful
Page 1:
Character Traits of The I recently had a conversation with a client that made me stop and
Succesful think about my own performance and attitude. Our conversation

centered on why some people seem so much more successful than
Page 2: others do.

Sabotage Your

Company In Ten Easy What we discussed were a few simple character traits that seemed to ‘
Steps contribute to their overall success: ‘
Page 4: Drive Hard: a sense of urgency. They seemed to have a very high commitment to achieving
When is the last time their goals. It was more than just not accepting NO for an answer. These people seem to have an
you really talked about internal vision or knowledge. Something that drives them. It is not fear — it is the pursuit
your important of the idea and a healthy dose of faith. They have the faith to believe or know that somehow
business issues? things will work.

Work Hard: these people also seem to posses a compulsive drive. They see the goal - a vision, a
sense of what can be achieved. They are so focused and committed to the goal that it seems they
will let nothing stop, hinder or interfere. Truth is they are so committed to achieving the
goal they see nothing else.

@ Play Hard: having fun while doing business is good. After working hard, they take time to look
after themselves, enjoy life and have some fun. It is a sign of good mental health and indicates
balance.
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Finish Well: anyone can start well or sprint. These people finish what they start. They leave
nothing left undone. They have endurance. They might appear to be perfectionists - actually
they just want to finish what they started. And finish it well!

The difference between success and failure is often just a short distance away - the finish line!
When you run a race, why quit 10 feet from the finish line? The truth is you need endurance to
M%iflish the race. All you might need is a little encouragement to finish well.

Carpe Diem! Seize the day!
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Sabotage Your Company in Ten Easy Steps

While every business breathes a life of its own, there are a number of common areas that require much
attention. To unwittingly falter in the following ten areas can be akin to sabotaging your own business.

#1 1 Lack of Accountability

Lack of accountability spreads like a malignant tumor throughout an organization: quietly and surely, if
allowed. The symptoms are even more subtle than, “I can’t hold my people responsible for anything.” In
organizations that lack a culture of accountability, it’s often unclear who is responsible for what
objective or initiative, unclear what the necessary outcome is, and often unclear what the implications of
failure are. Accountable organizations are skilled at negotiating these building blocks and putting them
in place so staff knows what is required and can “count” on one another.

#2 1 Lack of Vision, Mission, and Values

I had a dream that the GPS unit in my car had no idea where it was taking me. That’s a bit like a business
with no vision, and therefore no clearly defined future goal in mind. What are you aiming for? As for
your mission, what is it that you do, and for whom, in order to get to that goal? As for values, why do
you do it and what do you stand for? So many businesses just “are” but aren’t “becoming” anything.

#3 17 Poor Strategic and Tactical Planning

Knowing where you’re going is one thing, but crafting a plan to get there is another. There is no
substitute for a good strategic plan or business plan and that also includes market planning, sales
planning, staff planning, and budgeting. Quite commonly, the approach to one or more of these critical
plans is simply to "make it up as we go along."

e o
#4 1 Fractured Decision-Making

Balance a coin on edge and look at both sides. On the one side, you have simple lack of decision making.
It comes from analysis paralysis and fear, from organizational structures that don’t share authority, and
very often from unclear vision, mission, and values. On the other side, you have decisions that get made
but not carried out. The new product launch that never quite gets developed. The employee that never
quite gets let go. The act of making a decision without living it out is one of the best ways to sabotage
success.

(continued on page 3)
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(continued from page 2)
#5717 Not Focused on Critical Factors for Success

Knowing where you’re going is one thing, but being able to measure progress along the way is golden. Too
many businesses get caught up in dozens of initiatives without measuring against critical factors — tangible
measures of whether they’re making progress toward end goals. Measures like business development
volume, customer service quality, productivity, and yes, revenue.

#6 1 Ineffective Performance Management

In accountable organizations, not only is it clear who has ownership for tasks and initiatives, but
performance is checked regularly and routinely. Meetings are crisp, action-oriented, check for successful
results, and assign new action for the future. Organizations lacking performance management often
complain that they set the same goals over and over again, or that they come up with really great ideas but
often fail to achieve them.

#1inDers, 0 not Leaders

Many people get into business because they’re good at something. The problem comes when they don’t
step out of what they’re good at and run the business. There’s a radical difference between doing work and
leading a business and shaping its future. Working extended hours, failure to delegate, filling in for missing
skills of others, and constantly getting caught up in day-to-day tasks is a sure sign of an owner who is

doing, not leading.
#8 1 Failure to Develop Future Leaders

So you’re going to turn your business over to your kids one day. Have you actually asked if they want it?
Succession planning is neither instant nor a one-way activity. It begins with the future leader, building in
them the skills and — often more importantly — the stature to handle the job. It’s important to begin
building leadership skills early and often.

This goes beyond succession planning, too. People get sick, go on vacation, take sabbaticals, and the like.
Building the breadth and depth of your leadership bench reaps you returns both in ability to handle the
unexpected as well as creating the sense of ownership business owner dream for their staff to have.

g%'l' Lack of Trust, Cooperation, and Teamwork

Are there terrorists in your business? People who hold information hostage and won’t share? Or simply
people who don’t trust or understand one another? From strong personalities, to organizational confusion,
the causes are many. Regardless, lack of trust, cooperation, and teamwork is deadly and must be addressed.

#10 7 Confusion in Duties and Organizational Structure

If you look around and see turf wars brewing, a squabble over duties and reporting structure is the likely
culprit. In a word, power. This also shows up as reduced productivity and, yes, lack of trust, cooperation,

and teamwork.
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Inside This Issue:

When is the last time you really talked about your important business issues
(and got great answers)?

Page 1:
Character Traits of The
Succesful No one excels at all aspects of business. Most of us could use someone to bounce ideas off of, a fellow
CEO who can relate to our issues, someone to hold us accountable to make the difficult decisions. A Peer
Page 2: Advisory Group gives you a small group of like-minded business owners and executives who get to know
Sabotage Your you and your business so you can depend on each other for honest feedback and support.
Company In Ten Easy
Steps
A Peer Advisory Group is NOT another networking group and it is different from other CEO groups out
Page 4: there. It is also offered at a fraction of the cost of the others. It is more like the Board of Directors you
When is the last time never had. Led by professional business coaches Eric S. Degen, CPA, LPBC, CMEC and Keith J.
Fischer, CPA, LPBC, CMEC, each group is carefully selected to include complementary industries,
you really talked about ..
. personalities and management styles.
your important

business issues?

Groups are limited to 8 members at comparable levels in their industries

All members are “tops” - Owner, CEQO, Pres., etc.

No competitors in your group.

Signed confidentiality agreements will be required

Meets twice per month for 90 minutes

Each month, a member can make a presentation and/or introduce an issue.
Members respond with comments, questions etc.

@ The remainder of the agenda focuses on other business owner’s/members issues.
Private atmosphere — no interruptions

If you are not already  Typical topics might include:
subscribed and you or

someone you know Sales and Marketing

would like to be, please Internal communications

send an email to: CRM programs, Customer Service
newsletter@TitanBDG.com Competitor Analysis

with the words Pricing strategies

isubscr i inethe me o Hire-Fire-Training-Discipline-Productivity issues
subject line and we will E-business strategies

Managing growth

Leadership development

Motivating & compensating Key Staff
Succession Planning/Exit Strategies
Building your business, balancing your life

gladly add you to our
newsletter distribution
list.
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(continued from page 4)
Inside This Issue:

You will benefit from:

Page 1:
Chiracter Traits of The 1 Diverse opinions - Private, hard-won information that your group's members are willing to share
ol 1 Independent opinions - What is offered in the group is not edited — it’s open, it’s honest

1 Far ranging opinions - Different Industries, histories - diverse knowledge & experience
Page 2: 1 An organized & facilitated forum to help you capture the best ideas and put them into practice!
e Your Cost: $250/month
Company In Ten Easy
Steps How to join a group:
Page 4: Each group will be carefully constructed according to the descriptions above. In as much, you will need to return the
When isthelaent below membership form, the groups will then be assembled as applications are made and you, as well as the rest of
you really talked N the members in your group, will be contacted. A schedule will then be determined that is amicable for all.
your important

business issues?

TITAN PEER ADVISORY GROUP MEMBERSHIP FORM

NAME:
COMPANY:
TITLE:
INDUSTRY:
If you are not already ADDRESS:
subscribed and you or
someone you know
would like to be, please PHONE - OFFICE:
send an email to: PHONE - CELLULAR:
newsletter@TitanBDG.com
d EMAIL ADDRESS:
with the words
Asubscr i inethe me|OPREFER AM/PM:
subject line and we will
gladly add you to our DAY OF WEEK NOT AVAIL:

newsletter distribution
list.

Return via mail or fax:

Titan Business Development Group, LLC
400 Valley Road, Suite 100
Mt. Arlington, New Jersey 07856
Attn: Titan Peer Advisory Group Invitations
_or_
Fax: 973-288-8073
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