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Special Report
“What’s on Your RADAR?”
Review| Adapt | Decide | Act | Refocus
Review performance, Adapt based on results, Decide to improve, Act on your decision and Refocus your goals.
Introduction
“Whatever is measured, improves.”

I heard a speaker recently quote the marketer Peter Senge saying “Anything that can be measured, can be improved”. Frankly, I don’t know if the quote was accurate but I do know that it is not particularly helpful to most people in business.

Of course if you can measure something you can improve it, that’s what measurement allows you to do.  This seems obvious to me. What isn’t so obvious and is excluded in the way I first heard the quote more than 30 years ago – “Whatever is measured, improves”.

That is a very different thought.  It is also much more powerful.  While the first is an arguably obvious statement, the second is a recipe for success. Think about it.  My version says: If you will only measure what you are doing, it will improve automatically.  Sounds amazing.  Unbelievable even.
But, I can tell you that after testing it out for more than three decades and watching the best of the best do it too, it’s absolutely true. 

There is magic in measurement.

Who Likes to Measure?

Now, before you get too exorcized, I know that anyone who actually likes measuring and recording their performance is likely someone who doesn’t have much to measure.  I get that.  
When you are a top performer, you want to keep performing and moving forward. You’re not likely an administrative genius.  You err on the side of action, not administration. 

But, if that news heartens your soul, get over it.  The bad news is that every top performer I have ever worked with, measures their performance in one way or the other.  Few poor performers do.  They may measure different things but they measure. 
Oddly though, some performers don’t even measure their production, let alone their activity to create that production.  These people may experience some success in their lives, even a lot of it, but they will not be able to maintain it.  I know of a one-time top insurance producer who hold his lack of knowledge as some sort of badge of honor.  He’s “too busy” to even keep track would about summarize his strategy. 
It ‘s a bad approach. When you don’t know where you are, you can’t possibly plan to get somewhere else.  That’s why you have to track and measure what you are doing.
You Have to Know Where You Start

If you have GPS on your smart phone, you’ll make an interesting discovery.  When you turn it on, it seems to only recall where you last turned it on. For me, I just tried it and apparently I was in Chicago… for a little while until it recalibrated my current position here in Burlington, Ontario. 
See, a GPS is supposed to give you directions to somewhere but it can only do that by finding out where you are now.  Try getting directions to anywhere on Google Maps without putting in a starting place.  It has a nervous breakdown. 

Be your own GPS - Global Performance Satellite
We have the same problem.  That’s why we have to track and record.  We don’t have a series of Performance Satellites orbiting the globe tracking our activity. We have to be our own Global Performance Satellite.  
To get better, we have to know what better means.  Better is a comparative and it has to be compared to something. Give yourself a real chance to improve by having something to compare to. Set a performance baseline for yourself so you know when you improve.

And, if you are being coached or want to be, measurement is the only way you can know if it and when you are being effective.  Coaching without measurement is like fishing without a hook.  It looks good it just doesn’t produce any results. 
Measurement Prevents Ego Lies

Your Ego spends every waking hour trying to defend you from psychological harm.  It will do anything to keep you from experiencing mental anguish over a lack of effort. In fact, it will lie to you. 
We know this happens when we use those income calculators that we’ve seen over the years.  You know, you plug in your “numbers” and success ratios and it generates a predicted income.  The income is inevitably too high.  
That’s because our Ego has prevented us from remembering the reality of our performance and we overstate it.  That makes everything look optimistic and the numbers come out wrong.

Even recently I’ve seen people argue with a moderator saying that the program was obviously flawed when it could only have been their Ego-adjusted memory that was.  The Ego is a very powerful foe.
Tracking Changes Your Perspective

When you change your perspective you can change your power and performance.  By avoiding ego based assumptions, you get an accurate perspective on your performance.  That accurate perspective allows you to see what really needs to be done to affect the new results you want in your life and your business. 

I tell the story often about how I lost over 50 pounds in 2011and how it all started with a change in my perspective about my weight.  See, I could hide a lot of weight on my frame.  They tell me that I never looked like I have 50 pounds to lose, but they were there. 

My “large” doctor didn’t have any answers.  When I asked him what I could do to lose some weight some years back he just shrugged and deadpanned, “Look at me.  How the heck do I know?”
This wasn’t going to work.  And, it didn’t help.

But, when I asked another, “small” doctor, I got it straight.  He measured and said flat out. “You’re fat.” “I want a second opinion”, I said. He said, “I think you’re stupid for getting fat”.

See, he had a different perspective and he gave me one too.  He also went on to tell me my mother’s and father’s health condition without ever having met them… and he was bang on.

Why? I asked.  Because, that’s the way it always is. Either you change or you’ll end up that way too.  It’s the same with production and performance. 
He had me and for the first time in over 30 years, eating and exercising properly meant something to me.

By the way, part of losing the weight is just to keep measuring.  And I did it every week. Progress brought on more motivation and even better results.

It’s just like I said, “Whatever is measured, improves.” It’s “The Law of Measurement”
Check –up on Yourself

And it starts with checking up on yourself.  Here is a questionnaire you can use regularly to help keep your perspective on your performance accurate, your commitment up and the law of measurement working for you and not against you.  And, it does work one way or the other.  Whatever is not measured won’t improve either.  There is no middle ground.

The only way to coast is downhill.
Making Measurement Meaningful with “RADAR”
One of the ways to measure activity so it means something to you to review it on a regular basis and write down the results for the record. This report is all about one such recording device that you can use for your own performance management. 

I call it RADAR - Review your actual performance, Adapt your business activity based on results, Decide to improve on your performance, Act quickly and resolutely on your decision and Refocus your goals to reflect your new reality.
“The Art of High Performance”
RADAR is derived from the definition of “The Art of High Performance”.  I define it as “the process of deliberately arranging your ideas, resources and behaviors to consistently influence and maximize value and results”.
Planning for improvement is all about “deliberately re-arranging” what you are doing so that you can make consistent improvements to both value and results.  Results are the short term manifestation of good rearrangement.  Value is the long term outcome.
The questionnaire follows after I break down each question to get the right perspective on it and how it can help you improve your performance. Just be sure to do the RADAR review regularly over the same time period all the time.
1. I rate my recent (weekly, monthly, quarterly) overall performance as (1 – 10)  _______.  
I say that because: ______________________________________________________________________________________________________________________________________________________________________________________________________________________
(Self assessment of performance is important and effective. If you can give yourself honest feedback on what’s going on you can begin to improve. It doesn’t matter if this is subjective either.  It’s all about you anyway. Be sure to give a reason so you have words to describe your results.  Your subconscious needs to hear it.)
2. I had ________ “Performance Days”, ________ Personal Days and ________ Investment Days.  I have had ________ of 120 possible so far this year.  I earned ________________ on ____ cases this month.
(Performance days are the days you are selling and marketing business.  If you’re just doing administrivia in the office, that day doesn’t count. And, the whole day has to be devoted to that to minimize mindset resets and maximize concentration and performance. Investment days are days you invest in your business… study, coaching… With my 3/40 Strategy remember there are only 120 possible performance days in a year. See “The Art of High Performance Planning” manual for more information.)

3. The “Easiest Business” (productive, high margin, best service, paid well, good referral, generated referrals, made me feel good…) I did last month was:
(If you believe that Confucius was right, and I do, you want to be doing more of what comes easy and less of what does not. “When you find something you love to do and at which you excel and fro which you are well paid, you never have to work a day in your life.” Identify and duplicate these days and the business you did on them.)
4. The “Hardest Business” (fringe service, difficult client, low margin, needed help, complicated for me and them, made me anxious…) I did last month was:
(This is the flip side of Number 3.  These are the days you want to minimize in your business.  This is business that is not in your calling.  It is business you want to avoid in the future.)

5. If I stopped doing________________________ , I could dramatically improve my success.  Why?
(Honestly, sometimes we only have to ask ourselves the right question and we can startle ourselves with the advice we can give ourselves.  Ask and you have a chance.)

6. If I started doing  ___________________________,  I could dramatically improve my success. Why?
(This is “The Initiative Question”.  Again, what if you just did one more little thing?  Could it make a huge difference in your performance and results? Yes it could - if it was the right thing.  What is that performance accelerant that you are not deliberately arranging into your business?)

7. The most common problem I heard last month from my clients and prospects that I can solve is : (If they are asking, building that solution into your Focused Needs Package makes you more valuable to them ) ______________________________________________________________________________________________________________________________________________________________________________________________________________________
(This is your personal market research question.  Have you learned something this month that could make your offerings more compelling to your natural audience?  If you have you want to build it into your presentation so you can practice it to perfection.  Remember an amateur practices until he gets it right.  A professional practices until he can’t get it wrong.)

8. Do I need to adjust my annual goals with the “Results, Understandings, Targets, Actions” Analysis?  What is my “new” Goal Card information – Personally________________________________________, Professionally_______________________________________ and Financially ____________________________?
(Results desired, Understanding required, Targets set and Actions taken is a planning strategy that can keep your goals growing with you.  People change and their goals do too.  This approach helps you keep them aligned.)

9. The one thing I will start doing (again?) to increase my performance is:
___________________________________________________________________________________________________________
(You need a new action to build new success.  What is the one thing that you can do for the next performance period that will improve your results?)

10. My objective for next month is __________________ cases and _____________________revenue.

(You have to set a target if you want to achieve it.  No targets, no improvement.  No targets, no consistent, repeatable results. Make your objective 25 % more than your acceptable level so you can make it happen and over achieve your goal.  Overachievement builds your confidence to do better.  Plus, you never want a goal that if you don’t achieve it, you are a financial failure. You do have to stretch.)
What’s on Your RADAR?

Review| Adapt | Decide | Act | Refocus

Review performance, Adapt based on results, Decide to improve, Act on your decision and Refocus your goals.
Regular Self-Management questionnaire

___________________________’s RADAR for ___________________20______

1.  I rate my recent (weekly, monthly, quarterly) overall performance as (1 – 10)  _______.  
I say that because: ______________________________________________________________________________________________________________________________________________________________________________________________________________________
2.  I had ________ “Performance Days”, ________ Personal Days and ________ Investment Days.  I have had ________ of 120 possible so far this year.  I earned ________________ on ____ cases this month.

3.  The “Easiest Business” (productive, high margin, best service, paid well, good referral, generated referrals, made me feel good…) I did last month was:

4.  The “Hardest Business” (fringe service, difficult client, low margin, needed help, complicated for me and them, made me anxious…) I did last month was:

5.  If I stopped doing________________________ , I could dramatically improve my success.  Why?
6.  If I started doing  ___________________________,  I could dramatically improve my success. Why?
7.  The most common problem I heard last month from my clients and prospects that I can solve is : (If they are asking, building that solution into your Focused Needs Package makes you more valuable to them ) ______________________________________________________________________________________________________________________________________________________________________________________________________________________
8.  Do I need to adjust my annual goals with the “Results, Understandings, Targets, Actions” Analysis?  What is my “new” Goal – Personally________________________________________, Professionally_______________________________________ and Financially ____________________________?

9.  The one thing I will start doing (again?) to increase my performance is:
___________________________________________________________________________________________________________
10.  My objective for next month is __________________ cases and _____________________revenue.
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