
Business owners, executives and entrepreneurs are aware that the way
we conduct business has changed, even from a year ago.   

SeibCo’s 2018 Business Survey Results

“If you really look closely, most overnight successes took a long time.” Steve Jobs

We believe we are doing the best we can during 2018 and have bought
into the concept that quick short-cuts create successful long-term
results.  

The truth is, we are allowing (yes, allowing) distractions (shiny object
syndrome), disruptions (multi-tasking) and feelings of disinterest (too
much information has overwhelmed decision-makers) to get in the way
of achieving success. Many are feeling stuck, lost and frustrated during
this robust market and are relying on frenetic attempts to succeed.   

Doing the right things the right way requires getting back to basics.
These basics help us achieve our ultimate goals of financial security
and flexible work schedules, while concurrently pursuing other personal
and professional goals.   

• From the type of employees we attract to the expectations of our 
 clients, people’s perspectives are constantly changing. 

• From new fads of ‘no response is a response’ (aka, ghosting) to failing 
 to follow-up and follow-through (aka, I’m too busy), this behavior is 
 costing us customers, qualified employees, innovation and results. 

• From sole reliance on intuition and stereotypes to the failure of using  
 good objective data, we make poor decisions that lose us qualified 
 employees and customers, and impede good financial results.

How to Achieve Success When 2018 
Is Not Business as Usual
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Plan your work and work your plan. Time management is the #1 complaint.
Many feel overwhelmed with everything we need to accomplish and with
demands made by others. We fail to prioritize, plan and focus. Our inability to
focus costs us emotionally, physically and psychically.  

It’s Time to Get Back to Basics

Proposed Solutions: 
• Schedule time daily and honor it. 
• Improve your effectiveness and efficiency by focusing on one task at a time.  
  (Hint: multi-tasking is a myth since our brains are wired for single activities.) 
• Practice mindfulness by listening and being present in all conversations. It saves you time and money. 

Attract and Retain the Right People. Performance, productivity and
profitability of any business are determined by having the right people in the
right jobs. 

Systems Work When Used. Create reliable and predictable systems. Follow
them! For example, every business, regardless of size, needs to have standard
accounting practices, legal hiring practices and functional sales, customer
service and operational systems that work for you and your customers!  As
one survey participant stated, everyone is “too busy mopping floors to turn off
the faucet.” 

The highlighted areas below are the top seven major problems and proposed solutions
shared in the survey I conducted voice-to-voice with 100 business owners, executives and
entrepreneurs. These survey participants were from different:  areas of the United States; age
groups; work experiences; and, job responsibilities.  

Proposed Solutions:  
• Use the right objective data to improve hiring, managing, coaching and training of your people. 
• Select the best qualified assessment tool  that meet the Department of Labor’s 13 guidelines …  
   these predict job fit. 
• Hire an executive coach  to help uncover hidden talent and prepare talent for the next step up. 
• Be responsible for stereotypes and biases.  They impede your ability to attract and retain the right  
  employees, customers and vendors. According to survey participants, it’s gotten worse. 

Proposed Solutions:  
• Build proper systems now to be prepared for tomorrow’s growth. 
• Know your company’s real numbers. Good financial systems reveal areas for improvement and growth.  
• Create realistic ROIs before proceeding forward with innovative ideas or making changes. 
• Create a powerful triad: a business/executive coach, an industry mentor and advisory board will  
  help you focus on doing the right things the right way. 
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Great Results Still Require Talking to People. It’s harder than ever to have
meaningful conversations since the average reading and writing skills has
dropped to a fifth grade level. Yet, people still rely on emails, texts and other
written messages to resolve issues, handle non-routine jobs and build team
cohesiveness.  

Proposed Solutions: 
• Handle difficult conversations voice-to-voice. (One survey participant shared about two managers with  
  offices next door to one another. It took them a full day to resolve a customer concern that could have  
  been handled in five minutes if one of them had gone next door to talk face-to-face! Think of the cost  
  of productivity and customer satisfaction!) 
• Develop confidence and competence by providing how-to training for all employees (regardless of job   
   title). Include: persuasive listening, resolving conflicts and sharing ideas. 
• If you want people to respect you, honor promises you make to others.  
• Be aware when speaking to others, stay away from gossip and don't be overly sensitive to  
  their comments. 

“Sales” is Not a Dirty Word!  “Sales” is actually a great profession. Sales fund
your goals, lifestyle and payroll. Minimize buyer’s remorse by learning how to
effectively prospect, present and close a sale. Focus on selling to your target
market by getting involved in the industry. 

Proposed Solutions: 
• Hire people that love selling! Use qualified assessment tools  to avoid being fooled by charlatans that  
   say the right things and/or look the part. 
• Provide training on technical knowledge and applicability of the product, and how to ethically work with  
  and provide exceptional customer service. 
• Bragging sells you in a business savvy manner.  “If you can’t sell yourself, you can’t sell your products,  
  services and ideas.” Jeannette Seibly    
• Stay in touch, follow-up and follow through by using your CRM to provide daily reminds …  
  today’s requests provide tomorrow’s new clients. 

Create Win-Win Outcomes. Many people lack critical decision-making skills
and fail to consider both sides. Instead, many decisions are made based on
feelings, what immediately works and/or how they believe the facts should look!  

Proposed Solutions: 
• Understand your decisions impact everyone, directly and indirectly. 
• Learn basic negotiation skills by watching podcasts and experts in action.  
• Stop dictating what is wanted; and, instead share, “This is what I’d like as an outcome.” 
• Ask and listen to what they want as an outcome.  
• Build agreement and follow-up as agreed on.  As a survey participant stated,  
   “If I can’t honor my word to someone else, how can I feel good about myself?” 



Resources: 
                   https://PXTSelect.com/SeibCo  
                   https://Linkedin.com/in/jeannetteseibly  
                   How to Address Unconscious Biases When Managing Employees -  http://wp.me/p2POui-1Ad  
                   http://BizSavvyBrag.com      
                   Quick Must-Have-Skills to be Career Fit - http://wp.me/p2POui-1Bq  
                   Lack of Success Equates to Lack of Commitment - http://wp.me/p2POui-118  

If you do nothing else, contact Jeannette for a confidential conversation. 
 http://SeibCo.com/contact/ OR for a faster response: 303-917-2993 

LinkedIn profile: www.linkedin.com/in/jeannetteseibly

©Jeannette Seibly, 2018     All Rights Reserved

Be Self-Motivated. Many people today are stressed and burned-out in their
jobs and blame their bosses, customers, economy …  (the list is endless). The
truth is, job and business stresses are the result of poor career choices
(according to Gallup, it’s over 70 percent). We fail to develop the ability to work
with and through others to get the intended results, and lack of resiliency to
learn from mistakes made.  
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Proposed Solutions:  
• Remember, success is an inside job. Revitalize your commitment for success by uncovering  
  self-limiting beliefs.  
• Invest in career fitness, upskilling and healthy money habits, plus hire the right executive coach  
• Become an expert in conducting effective meetings, brainstorming ideas, eliciting the best in others,  
  resolving disagreements, influencing people and creating win-win decisions.  
• Develop the required skills (technical and soft) before the promotion or launching your own company. 

Getting back to basics and focusing on these seven areas will help each
of us achieve our ultimate goals of financial security and flexible work
schedules. The real benefit is how much time we will have to pursue
other personal and professional goals.  Here’s to your business success
during 2018. 

Jeannette Seibly has been recognized as a catalyst for the past 25
years. As an executive coach, speaker and author, she provides straight
talk with dynamic results. 


