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What do you do?
Declare Yourself!

“The moment one definitely commits oneself, then all of Providence moves too.  All sorts of things occur to help one that would never have otherwise occurred… unforeseen incidents, meetings and material assistance which no one could have dreamed would have come their way.”

Johann Wolfgang von Goethe
Unless you declare yourself, you will never achieve high performance. All high performers do. Few low performers will.  You need to put a stake in the ground.  You have to stand for something.  You need to be clear about your mission or you will never achieve high performance.   

So, there is no more important question to answer for yourself and your marketplace than this simple little question.  The more complicated the possibilities in your business, the more necessary a clear answer is.  But whatever your business, you need an answer to it.

In my search for my own declaration I discovered an amazing generic approach that you can use to describe your business and put you on the road to high performance.  It’s a simple but effective way to describe what you do so it means something to people.  

In many ways success comes down to answering the question: “what do you do?” clearly and confidently.
Still the toughest question 

But, it remains one of the toughest questions to answer.  Failure to answer this question confidently has slowed the performance of more advisors than almost anything else.  Coincidently, it’s also the most critical determinant of high performance.   
And it’s an interesting bit of research to discover about how many times in a day the question or some variant of it comes up. It comes up a lot. And, when you stumble over the answer you just stir up your feelings of inadequacy. It builds up fear what holds back performance. 

My story

This is a surprisingly important issue and to me, maybe a surprisingly personal journey.  Here’s a personal story.  Even though I have been consulting and speaking for more than 12 years, I have always had difficulty with this question myself.  You might say “Jim, that’s easy.  You’re a speaker and a business coach. Case closed.”

And, I’ve tried versions of that for all the 12 years I’ve been at this.  The trouble is that it is such a vague notion there is always a lingering doubt about what exactly I’m doing.  And, of course if I don’t know what I do, how can expect others to know?  If I can’t “label” myself in this good way, how can anyone else?  If I can’t pin it down no one else will either. That will mean less work than I hope.   

The trouble is that some words like speaker of business coach can apply to so many different people and ways of doing things they ceased to mean much. If they aren’t specific, they aren’t effective.

There are similar words in your business too.  “Financial Planner”, “financial planning”, “financial services” for instance can all point to so many ideas that they point to none. 

Clarity attracts results

The most unfortunate thing about this problem is that clarity attracts results and confusion repels them.  Not having a good, clear answer to the question actually makes the results you seek, escape you. Without the clarity, you have confusion and less performance than you want.
So, my confusion is market confusion. I didn’t know and it didn’t know either.  What’s worse, it didn’t care.  That meant that despite my best intentions and hard work, I was not getting the results I wanted. The marketplace is ruthless that way.  Either you do what it wants or it ignores you.  I needed to fix this and I knew it.

As I said, I’ve worked on the matter since the beginning.  Anyone who has seen my business cards will attest to that effort.  I’ve tinkered for years with some success, but not ultimate success.  The good news is that the search for the right answer will still get you decent results.  You will just not uncover your calling. My hunt continued.
Your Calling

You know you’ve pegged your calling when you no longer feel that there is anything missing in your business.  You feel complete, accomplished and satisfied.  It’s the goal of this process. 

Your calling is where you’re your talent, desire and profitability intersect.  It’s you’re highest and best use.  It’s also your most powerful marketing tool.

I was working on this idea with my coach in Los Angeles.  Mary McKay (Mark Victor Hansen’s former agent) also had the same issues with my positioning in the marketplace.  She’s been on me for months.  

Presto!

She put me through a coaching Q and A process recently to help me find an answer to this question myself.  After much discussion back and forth, she finally said “Jim, it sounds to me like you talk about the science of high performance”.  “Science?” I said.  “I’m not about science.  I’m up to here with science.  I talk about ‘The Art’ of high performance. “

It was like magic.  I had managed to blurt out the answer I had chased for a dozen years in the heat of a discussion. I was excited. 

And it could only have happened because she pushed me to think.  She pushed me beyond the easy answers.  Like in brainstorming… the first 20 answers don’t count.  You have to get them all out of the way so you can “find” new stuff. 

The Art of High Performance

I really am about the Art of High Performance.   It’s why I have been able to work with advisors, executives, sales reps, charities, leaders, managers and service clubs alike.  They all want to achieve high performance.  High performance principles are the same regardless of what you do.  The rules apply to my children.  

As I like to say, your ability as an artist and not your talent as a scientist is what determines your level of performance in business.  It’s the art of dealing with people and not the science of technicalities that creates high performance. 
This is not to say that science isn’t important.  It is.  It’s very important. It’s just that science is almost a commodity like credentials.  They are expected.  They are no longer values added because value added only comes from doing or being the unexpected.  In a business where your clients have to make decisions, you have to know how to help them make them.  That’s an art. 

The next step

On our next telephone call, I spoke at some length about how “The Art of High Performance” changed my business.  I was much more confident about my business than I had been.  I better understood my value to people.  It was that confidence that unleashed my more complete competence. 

I was attracting a lot more new business.  Even a little promotion of the idea was paying dividends.  I was answering the question with confidence.  People seemed to connect with it. I connected with it.  My own business made a lot more sense to me.  Things were moving along very well.  

But Mary wasn’t finished with me. She asked me “If you and I were sitting side by side on an airplane and I asked what you did, what would you say?”  I thought I had the answer figured. 

Of course, I’d say “I speak about the Art of High Performance.”  “That’s interesting she said, what’s the art of high performance?”
Bam!  I was stumped.  I mumbled a few words but noting interesting came out. Depression. 

Mary was speaking as a speaker agent and a wily veteran coach.  She was someone who had to understand the value of the speaker she worked with in order to be able to sell the engagement.  If she didn’t understand the ultimate value of the speaker, she couldn’t make a good case to buy. She had to know.
This is really the same situation that a prospective buyer is in too.  Unless they fully appreciate the exact nature of your work, they can’t buy either.  And, if you don’t know what you do, how is anyone else supposed to know either?  In this case it all starts with you. 

I had nothing

She had me.  I was stuck.  I had no answer. My smugness disappeared. 
Then Mary taught me more about consulting too.  She decided that “Art” was the key to my definition and she proceeded to help me define it. After much trying, she came up with the idea of “Art is the deliberate arrangement of objects to evoke a particular emotion in the viewer.” 

As soon as she said it I realized what the art of high performance was to me.  I could barely wait to write it down.  

It was quite simple really.  “The art of high performance is the process of deliberately arranging ideas, resources and behaviours to influence and maximize value and results.” Presto! 

I was amazed.  We had an answer that changed my life and my business.

It comes down to “deliberate arrangement” 
This powerful idea of “deliberate arrangement” was the key to my new business focus.  It was a unique turn of phrase that described what I do.  It was an action much more powerful than coaching-- maybe more powerful than advising and planning for you too. 

Now I could say that I helped advisors deliberately arrange their ideas, resources and behaviour so they can influence and maximize their value and results to their client and prospects.

This idea led to the invention of the idea of “High Performance Therapy” rather than the traditional business coaching concept.  My role was to help advisors deliberately arrange their ideas, resources and behaviours to maximize the value of their businesses.  
It made sense to me.  It made sense to my prospects. I was attracting new business. I had an idea that worked.

What’s particularly interesting is how this idea applies so well to not only my business but really to any personal service business.  Financial advisors are a perfect fit for the idea.  With a little adjustment, this art of high performance idea can be reworked to help define your business too. 
Ideas for you

Here’s a sample of how: 

A life insurance advisor - helps clients deliberately arrange their insurance portfolio to maximize its value to their family or business. 

An investment advisor - helps clients deliberately arrange their investment portfolio to maximize its retirement value for them.

A financial planner - helps clients deliberately arrange their finances to maximize its value to the family.

Maybe I’m just over excited but this all makes good sense to me.  It’s like the door to more potential.  I sense that fine tuning this idea with your particular specialty will make a huge difference in your business. 

Again the idea of deliberate arrangement speaks so eloquently for what you do as an advisor.  This action speaks volumes about your work and how you can help people in your business. 
Less is more

A key advantage of having a great answer to “What do you do?” is that you now know what you don’t do.   I have often said that high performance for most producers is almost always a function of doing less for a more focused group of people.  It’s not about adding more tools to the toolkit, more arrows to the quiver and more products to your shelf.  It’s about less.

Less is definitely more in the respect.  So, you can now decide what you have to stop doing. That alone will change your business.  When you do fewer things you become better at them. You no longer just have experiences, you gain experience. Slight differentiation.  Big difference. 
A Firm Purpose

Do you have a “firm purpose” to your business?

I believe that the most important part of answering the question is the development of a firm purpose for your business.  Here’s something you want to write down.

Having a firm purpose changes the nature of each and every activity required to achieve it making achievement easier and more productive.  You will reduce call reluctance and increase your mental toughness.  It all comes from having a firm purpose.  Your firm purpose is the answer you really need to “the question”. 

And once you have your answer, you will be in a position to declare yourself and attract the results you desire.  Your clarity will make every part of your job easier. It will help you achieve more because you will have a laser focus on your effort.  

Think about this… You can wash your hair with water but when you focus it you can also cut steel. It’s the same thing with your positioning.  It either works for you on purpose or it works against you by default.
Be “on purpose” with your positioning. Define yourself effectively and you will change your results and value. Deliberately arrange your business ideas, resources and behaviour to maximize your value and results.  

Have courage. Be bold. Courage is the great divide between the average and the awesome; the mediocre and the magnificent. Strive to find your calling – that thing only you can do that you love to do, excel at and get well paid to do.  You’ll never look back.  

Achieve high performance.  Stay relevant.  

So, what do you do?

Jim Ruta

The Art of High Performance
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