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Motivating Employees To Achieve The 
Strategic Plan 

By Thinking Partners, Inc. The Leadership Coaching Company 

ost motivational theorists state that one person cannot motivate another. Motivation 
is internal. There has to truly be an internal need to accomplish an objective. While 
this may be true, leaders can, by communicating effectively, create a culture that 

will inspire others to take action.  

The days of authoritarian power oriented and fear driven leadership are over. Employees 
just won’t put up with it. They will simply quit because in today’s economy they can find 
other work. Leaders must fully engage employees in their vision and create the conditions 
where they are truly self- motivated; there is an internal desire to take action. 

There are some simple yet powerful approaches that a leader can take that will inspire and 
motivate employees to achieve. Exceptional Leaders: 

• Declare the Future 
• Show Up 
• Encourage Employees 
• Express Appreciation 
• Celebrate Successes 

Exceptional Leaders Declare the Future 
Our Founding Fathers "declared" our independence. Exceptional Leaders know that to 
create the future they want, they must declare it. This then creates the space, energy and 
enthusiasm for them and for others to make it a reality. 

Bill Gates's declaration was "a computer on every desk running Microsoft software". That 
has pretty much been realized and now Microsoft is struggling to find the next declaration 
that will propel them into the future. 

Google's mission "is to organize the world's information and make it universally accessible 
and useful." This declaration certainly seems to be working for them. 

A few decades ago, Jimmy Carter declared that our country was in a malaise and got into 
big trouble for it. Negative declarations can create negative outcomes. 

Reagan came along and made positive declarations about American's future and was re-
elected. 

Making declarations, even with a shorter term perspective, can be powerful. Examples 
are: "we will increase sales by 20% this next year" and "we will launch this product by 
March 1st." 

Encouraging employees also means giving them a stake in the outcome. Leaders must 
communicate the personal payoffs for employees to take action. This may include financial 
rewards and/or personal recognition. 

Strategic plans are declarations of the future. They should be used to motivate employees 
to create a future that supports them and the organization. 

Exceptional Leaders Show Up 
For employees to be fully engaged and committed, leaders have to be engaged with 
employees. This means showing up. 

M 
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Exceptional Leaders are visible and interested in how the people in the organization are 
doing. They take the time to insure that they have face time with individuals and small 
groups to carry their message. They express interest. They encourage others. They show 
appreciation. They celebrate accomplishments. 

These are all aspects of an inspiring others to meet strategic plans. 

Leaders of large organizations show up personally at least two levels down. They use 
other means to be visible throughout the organization. 

Exceptional Leaders Encourage Others 
Exceptional Leaders know that how and what they communicate impacts employee 
performance. Knowing this, leaders encourage others in their work. To encourage means 
to express enthusiastic confidence in another's ability to accomplish something or prevail 
under difficult circumstances. 

This seems like a simple idea, and it is. It is also extraordinarily effective in getting the 
best out of others. By saying to someone "you can do it!" or "I believe in you", it declares 
the future for them and provides a catalyst for the energy to accomplish and to overcome. 

When you look at any great sports team you will see players, team leaders and coaches 
encouraging each other to excel. They give each other "high fives" for great plays. They 
keep each other’s passion and mood upbeat even in the face of setbacks by encouraging 
each other. 

Parents encourage children in their endeavors; leaders encourage employees. It works. 

Exceptional Leaders Express Appreciation 
Research has consistently shown that lack of appreciation from organizational leadership 
as one of the key dis-satisfiers at work. Lack of appreciation is also consistently reported 
when leaders use multi-rater feedback instruments to measure others perceptions of their 
leadership capabilities. 

What this means is that if a leader wants to motivate employees to achieve that declare 
future, they mush express appreciation for their efforts. Expressing appreciation 
demonstrates that a leader is leading rather than just using employees. 

Expressing appreciation also means insuring that reward systems are set up which 
demonstrate that the employee is valued and incentivized for their efforts. 

Exceptional Leaders Celebrate Successes 
Highly ambitious and energized leaders can overlook the need for others to celebrate and 
acknowledge success. Everyone has exhausted themselves to get to the top of the 
mountain and the leader instantly points to the next mountain to climb. This can be de-
motivating, causing employees to be less than enthusiastic about working on the next big 
thing. 

Exceptional Leaders know that to keep others consistently motivated they must take the 
time to celebrate? 

We have found in our coaching practice that leaders who practice these five simply 
approaches to motivating employees have a significant impact on the achievement of 
the strategic plan. 

 
Thinking Partners, Inc. a leadership coaching company. We provide coaching services to leaders in both 
public and privately held businesses throughout the United States. Our services include: 
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Leadership Coaching / Team Development / Strategic Planning 
 
Contact Bruce Anderson bruce@thinkingpartners.com  713-882-5285 or 
Judith O’Connor judith@thinkingpartners.com 713-972-1607 

http://silverfox.org/
mailto:bruce@thinkingpartners.com
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Pay Rent Or Own Your Business Property

	By Noel Graubart  	

T

his is a question that many business owners should be asking as part of their long range business plan and exit arrangements for the future.

Owning the business property is not going to be wise for all business owners. Many companies are in the process of expansion and the use of capital as well as the flexibility lost can be a hindrance rather than an advantage. If the space needs may change substantially in the near future, they may be better off having the flexibility of easily moving to larger space until the business has matured regarding its space needs.

However, let’s take as an example a small business that is leasing 2,000 square feet in a showroom/warehouse building. They are distributing tools to construction trades and have been in business for about 20 years. The company is profitable and the owner/operator has enjoyed a very good income giving them time to travel, put their kids through college, buy a nice home, contribute to their favorite charities and generally enjoy a good reputation in the community. The owner is about 55 years of age and in good health. Thoughts about eventual retirement are starting to enter into the family conversations.

Although they may have put money aside for retirement, one of their biggest potential assets may have been overlooked. Wouldn’t it be nice to eventually sell the business and retire? The new owner would buy the business and continue to pay rent to the present landlord. However, there may be a better plan. If the family personally owned the business property, then they could sell the business and continue to have family income from the rent that the business would pay to them since a lease would be part of the sale transaction.

Sounds great, so let’s think about how this can be done.

	Assume the following:

		Business property is 2,000 square feet

		Annual Rent is $22 a square foot				$44,000

		Annual Common Area Maintenance is $8.00			$16,000

		Annual Empty Cost of Renting					$60,000



Let’s look at buying the building now being used or a similar building

		Should be able to build or buy for $175 a square foot		$350,000

		Equity of 20%								$  70,000

		Loan									$280,000						

		Annual Payments on 20 year loan @ 5%			$23,000

		Annual Common Area Maintenance $8.00			$16,000

		Annual Empty Cost of Owning					$39,000



		Difference between Empty Cost of Renting vs Owning	$21,000

So, doesn’t it make sense to invest $70,000 in a building which will save the business $21,000 a year? First of all, they will get their money back in about 3.5 years. Beyond that, they will have a revenue stream that continues even after they sell the business at a later date. The new buyer will sign a lease that will pay the family $44,000 a year so after paying the mortgage they will have free cash flow of $21,000. In addition, if they own the building they will earn equity with each monthly payment as the loan is reduced. Additionally, they can also deduct the Interest on the loan as an expense, and a given amount of Depreciation Expense may also be allowed.

The family met and what do you think they decided to do?

~ Noel Graubart is a Silver Fox Advisor 









































Cut The Weeds

Focus on Priorities and Strategy. Avoid the Time Zappers.

O

By Hank Moore, Corporate StrategistTM

 ne of the by-products of being high-profile is that you get hangers-on.  Most mean well and want to associate with someone successful.  Some are groupies, and some are outright users.  The art is to discern and marginalize the weeds from your path.

One mean-weller kept hounding me.  He wanted to introduce me to people to form “strategic partnerships.”  Turns out that they were people with their hands out, thinking that somebody (anybody) could magically open doors for them.  I tried to set boundaries with that person.  He would not respect perimeters.  

One of his “strategic partners” called me and conferenced in the introducer.  This was not a scheduled conference call, and I felt blind-sighted.  Neither one asked if this was a good time to talk or apologized for calling with no warning.  In a rapid-fire sales delivery, he proceeded to talk, starting out selling stock in a venture, then shifting from one idea to the next.  I patiently listened and tried to get away.  This person had already called me weeks before but could not remember who I was or what I was all about.  This was a “dial and smile” sales call, and it was one-sided and self-focused, all about him.  

The caller then announced that he had a time commitment and that I had one minute to state my case.  I explained that they had called me and that I could not tell my “story” in one minute.  I said that if he did not remember talking to me before, then that was the problem.  He challenged that it was my obligation to “make a difference,” defined as me giving time and money to his pet causes.  I suggested that they turn their attentions elsewhere.  The caller then got hyper and talked all over me.  I stated that I wasn’t interested in his projects and needed to end the call.

People who hound and use you in business are out for whatever they can get, from whomever they can get it.  If you resist, they will go on to the next warm body.  This is why I have a problem with networking: some are users and others are used by them, while others don’t know what they are doing.

One must be resolute in protecting their most valuable and limited commodities: time, knowledge and resources.  Weeds are everywhere, crying “gimme.”  One can never cut all of the weeds down because they re-grow elsewhere.  I’ve learned the hard way the value of prioritizing time and focusing on the people and projects that matter.

Questions to Ask About Weeds and Networking:

· Is the person making the request a true friend, a business associate or just an acquaintance?  Who are they to you, and what would you like for them to be?	

· Will there be outcomes or paybacks for the other person?  Will there be outcomes or paybacks for you?  If there's a discrepancy in these answers, how do you feel about it?

· Are there networking situations which are beneficial for all parties?  If so, analyze and align with those situations, rather than with the fruitless ones.

· What types of "wild goose chases" have you pursued in your networking career?  Analyze them by category, to see patterns.

· Is the person requesting something of you willing to offer something first?

· Are the people truly communicating when they network?  Or, are hidden agendas the reason for networking?  Without communicating wants, it is tough to achieve outcomes.

· How much time away from business can you take?  How does it compare with the business you can or will generate? 

Cut the weeds by seeing your time for networking and volunteering as a commodity.  Budget it each year.  Examine and benchmark the reasons and results.  Set boundaries, and offer your time on an "a la carte" basis. Associate with those who feel similarly.  Show and demonstrate respect for each other's time.  Be careful not to pro-bono yourself to death.

______________________________________________________________

Contact information for Hank Moore.  Website:  http://www.hankmoore.com  Email: hankmoore4218@sbcglobal.net Phone:  713-668-0664. Hank Moore has advised 5,000+ client organizations, including 100 of the Fortune 500, public sector agencies, small businesses and non-profit organizations.























































Motivating Employees To Achieve The Strategic Plan

By Thinking Partners, Inc. The Leadership Coaching Company

M

ost motivational theorists state that one person cannot motivate another. Motivation is internal. There has to truly be an internal need to accomplish an objective. While this may be true, leaders can, by communicating effectively, create a culture that will inspire others to take action. 

The days of authoritarian power oriented and fear driven leadership are over. Employees just won’t put up with it. They will simply quit because in today’s economy they can find other work. Leaders must fully engage employees in their vision and create the conditions where they are truly self- motivated; there is an internal desire to take action.

There are some simple yet powerful approaches that a leader can take that will inspire and motivate employees to achieve. Exceptional Leaders:

· Declare the Future

· Show Up

· Encourage Employees

· Express Appreciation

· Celebrate Successes

Exceptional Leaders Declare the Future

Our Founding Fathers "declared" our independence. Exceptional Leaders know that to create the future they want, they must declare it. This then creates the space, energy and enthusiasm for them and for others to make it a reality.

Bill Gates's declaration was "a computer on every desk running Microsoft software". That has pretty much been realized and now Microsoft is struggling to find the next declaration that will propel them into the future.

Google's mission "is to organize the world's information and make it universally accessible and useful." This declaration certainly seems to be working for them.

A few decades ago, Jimmy Carter declared that our country was in a malaise and got into big trouble for it. Negative declarations can create negative outcomes.

Reagan came along and made positive declarations about American's future and was re-elected.

Making declarations, even with a shorter term perspective, can be powerful. Examples are: "we will increase sales by 20% this next year" and "we will launch this product by March 1st."

Encouraging employees also means giving them a stake in the outcome. Leaders must communicate the personal payoffs for employees to take action. This may include financial rewards and/or personal recognition.

Strategic plans are declarations of the future. They should be used to motivate employees to create a future that supports them and the organization.

Exceptional Leaders Show Up

For employees to be fully engaged and committed, leaders have to be engaged with employees. This means showing up.

Exceptional Leaders are visible and interested in how the people in the organization are doing. They take the time to insure that they have face time with individuals and small groups to carry their message. They express interest. They encourage others. They show appreciation. They celebrate accomplishments.

These are all aspects of an inspiring others to meet strategic plans.

Leaders of large organizations show up personally at least two levels down. They use other means to be visible throughout the organization.

Exceptional Leaders Encourage Others

Exceptional Leaders know that how and what they communicate impacts employee performance. Knowing this, leaders encourage others in their work. To encourage means to express enthusiastic confidence in another's ability to accomplish something or prevail under difficult circumstances.

This seems like a simple idea, and it is. It is also extraordinarily effective in getting the best out of others. By saying to someone "you can do it!" or "I believe in you", it declares the future for them and provides a catalyst for the energy to accomplish and to overcome.

When you look at any great sports team you will see players, team leaders and coaches encouraging each other to excel. They give each other "high fives" for great plays. They keep each other’s passion and mood upbeat even in the face of setbacks by encouraging each other.

Parents encourage children in their endeavors; leaders encourage employees. It works.

Exceptional Leaders Express Appreciation

Research has consistently shown that lack of appreciation from organizational leadership as one of the key dis-satisfiers at work. Lack of appreciation is also consistently reported when leaders use multi-rater feedback instruments to measure others perceptions of their leadership capabilities.

What this means is that if a leader wants to motivate employees to achieve that declare future, they mush express appreciation for their efforts. Expressing appreciation demonstrates that a leader is leading rather than just using employees.

Expressing appreciation also means insuring that reward systems are set up which demonstrate that the employee is valued and incentivized for their efforts.

Exceptional Leaders Celebrate Successes

Highly ambitious and energized leaders can overlook the need for others to celebrate and acknowledge success. Everyone has exhausted themselves to get to the top of the mountain and the leader instantly points to the next mountain to climb. This can be de-motivating, causing employees to be less than enthusiastic about working on the next big thing.

Exceptional Leaders know that to keep others consistently motivated they must take the time to celebrate?

We have found in our coaching practice that leaders who practice these five simply approaches to motivating employees have a significant impact on the achievement of the strategic plan.



Thinking Partners, Inc. a leadership coaching company. We provide coaching services to leaders in both public and privately held businesses throughout the United States. Our services include:



Leadership Coaching / Team Development / Strategic Planning



Contact Bruce Anderson bruce@thinkingpartners.com  713-882-5285 or

Judith O’Connor judith@thinkingpartners.com 713-972-1607
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