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What’s Your Success 
Plan for 2008? 

his is the season for looking back on 
the previous year and evaluating our 
success. So, how did you do? Was 

2007 everything you wanted it to be, 
both personally and professionally? For 
myself, I've had some wonderful 
successes, as well as some areas where I 
fell short of my own expectations.  
To achieve even more successes in 
2008, I’ve spent some time over the 
holidays figuring out what I did right 
and what I want to do differently this 
year.   
One of the things I’m planning to do is 
hire a new Coach. Yes, you heard me right; the 
Coach is hiring a Coach. Over the course of the last 
6 years I’ve had 4 different coaches. Each one 
brought a different dynamic and expertise to my 
business and my personal life. Each one helped me 
achieve the specific goals I had identified and in a 
much more focused and accelerated way than I could 
have done on my own.  
That’s predominantly why my clients work with me, 
as well (not to mention my dry sense of humor ☺).  
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Is Your Attitude 
Showing? 

ttitudes and values provide people 
with purpose and direction in their 
lives; they are the “why” behind 

our actions, and guide all of our choices 
and decisions.   

How well do you know your own 
attitudes and values? And what about 
your employees, do you know what 
really sparks them into action? 

Understanding yourself and those that 
work with/for you at this level can 
significantly impact your ability to 
influence others and affect their 

behavior. If you’ve ever had an employee that you 
just didn’t "get," someone you just couldn’t seem to 
light the fire in, you probably didn’t understand their 
values. 

Here’s an example. A few years ago I was coaching 
a Regional Bank Manager and he had a Financial 
Services Rep (FSR) who wasn’t meeting 
expectations. He coached her by continually 
reminding her that she was leaving incentive money 
on the table each month by not meeting objectives. 
Still, there was no change in her performance.  

When we talked, I asked him to tell me about the 
FSR. He described how she liked to spend time with 
family, organize office functions and do volunteer 
work. It was clear to me why this woman wasn’t 
motivated by the financial incentives my client was 
using.  

While my client was very motivated by monetary 
incentives ("Utilitarian" values), he was incorrect to 
assume that the FSR’s values, attitudes, and 
motivators were the same as his. His own attitude 
was showing, and that was blocking him from fully 
understanding his rep and how to motivate her.  
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I help them attain a disciplined dynamic and focus 
on achieving particular goals that have eluded them. 
Some want to prepare themselves for the next step in 
their career, some are seeking to improve their 
effectiveness in their current job, and others are 
seeking new career opportunities in organizations or 
professions that are better matches for their personal 
and professional passions. In each case we design a 
customized strategy to help them achieve their 
objective.  

I like the analogy of coaching as a road trip. My 
client determines the destination, or sometimes we 
identify it together, then together 
we map out the path to get there. 
Then the client then gets in the 
drivers seat, with me in the 
passenger seat, and we begin the 
journey. My client always does 
the driving, while I serve as the 
navigator, making sure we stay 
on course. And if the client chooses to diverge from 
the planned course, I help him or her do it 
consciously.   

As with any road trip, there will be obstacles, 
detours and potholes. I am there as a sounding 
board, collaborator, confidant, and expert guide, 
helping to determine new strategies for overcoming 
the barriers while maintaining our focus on the 
destination. And as with any road trip we laugh and 
have fun along the way (have I mentioned my sense 
of humor?). 

What are your objectives for 2008? What do you 
want to be celebrating at this time next year?  What 
will it take to make 2008 your best year yet? What 
have you wanted to achieve, yet never found the 
time or energy to go after? How will you stay 
focused on those objectives? Here are some tips that 
will help. 
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1. Write down your goals. Spend some time 
planning what you want 2008 to look like, 
and the specific goals that you want to 
achieve.  

2. Make your goals SMART (Specific, 
Measurable, Achievable, Realistic, Time 
Bound). 

Continued on next column – 

3. Get support. It’s a proven fact that goals are 
more likely to be achieved if you commit 
them to others. Your boss, co-workers, 
friends, spouse or others can help you stay 
focused.  

4. Plan your learning. Get clear on what 
knowledge, skills, abilities and experience 
will help you achieve your goal, and write 
down a plan to make it happen.  

5. Plan your actions for each goal. Don’t get 
caught up in the details or the plan being 
‘perfect.’ Just get something down on paper.  

6. Keep your action plan nearby. Post it 
somewhere you’ll see it daily, such as the 
bathroom mirror or your desk.  

7. Get busy and take action. Take one action at 
a time and a few steps every day. They'll all 
add up to a successful finish when you pop 
the cork on 2008. 

I’d love to talk with you about how I can help you 
meet your 2008 goals. An initial complimentary 
consulting session is a great opportunity for us to 
identify your objectives and decide if we're a good 
match.  

Don’t spend another year 
collecting more regrets, 
missed opportunities and 
dreams unfulfilled. Choose 
a partner to help you grow, 
evolve and achieve your full potential. Contact Bill 
Burtch of Harmony Coaching & Consulting at 901-
272-7390 or bburtch@harmonycc.net to claim your 
complimentary coaching consultation TODAY! 

 
The leaders who work most effectively, it seems to 

me, never say "I." And that's not because they 
have trained themselves not to say "I." They don't 
think "I." They think "we"; they think "team." They 

understand their job to be to make the team 
function. They accept responsibility and don't 

sidestep it, but "we" gets the credit. This is what 
creates trust, what enables you to get the task 

done. 
─ Peter Drucker 

Change does not necessarily assure progress, but 
progress implacably requires change. Education is 

essential to change, for education creates both 
new wants and the ability to satisfy them.  

─ Henry Steele Commager 
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They were speaking a completely different language. 
In our next coaching session, I suggested that he talk to her about how 
many young customers she could help set up a strong financial 
foundation, how many new couples she’d help put in their first home 
and how many families she could help to secure a solid financial 
future.  

The result? He said it was like a light bulb went 
off in her eyes. He had really connected to her 
interests and values ("Social" values), and her 
desire to assist and help others. In the next 
month he saw a marked difference in her 
performance.  

Imagine how much more powerful your 
leadership skills could be with this level of 
understanding. Imagine how much more 
effective your own actions could be if you harnessed your strongest 
values.  

This January I am offering a free assessment to subscribers of The 
Catalyst. It's called the Personal Interests Attitudes and Values (PIAV), 
and measures how strongly you identify with six different 
attitudes/values (including the "Utilitarian" and the "Social").  

Once you are aware of the dominate attitudes that bring passion and 
purpose to your life, you will be able to clarify what drives your 
actions, as well as what causes conflict. And when you have this same 
information about your employees and coworkers, you be able to 
customize your communication to help inspire and ignite the fire in 
them 

To claim your FREE online PIAV assessment, contact Bill Burtch of 
Harmony Coaching & Consulting, at 901-272-7390 or 
bburtch@harmonycc.net. 

Also, check out Your Attitude Is Showing at 
www.harmonycc.net/clibrary/attitude.htm, a small group program 
that can work in tandem with this assessment to enhance 
communication and teambuilding. 

 

WWeebb  SSiitteess  OOff  TThhee  MMoonntthh  
‘Do Well By Doing Good’ 

If you’re seeking information on volunteering opportunities, visit 
online sites such as www.pointsoflight.org or 
www.volunteermatch.org, which match your interests and 
availability with organizations in need.   
These sites also provide information on volunteer opportunities 
that exist online.              

The US Census Bureau: Ten 
Principal Reasons that 
Businesses Fail 
1. Inadequate or no management 

system 
2. Lack of purpose, vision and 

mission 
3. Poor planning, procedures, 

reporting and review processes 
4. Over-dependence on specific 

individuals 
5. Poor segmentation of markets 

and clients 
6. Goals not established or not 

well-communicated 
7. Lack of competitive and market 

intelligence 
8. Inadequate set-up and working 

capital 
9. Absence of quality programs 
10. CEOs having great technical or 

professional skills, but 
insufficient business and 
management skills 

 

 
 

 
 
 
 

1650 Faxon Avenue 
Memphis, TN 38112 

Tel: 901-272-7390 
E-mail: bburtch@harmonycc.net

Visit Our Web Site at: 
www.harmonycc.net
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Fighting The War On Talent 
Arm Yourself with Succession Planning Initiatives Before It's Too Late 

e have all heard the hype on the baby boomers and the void they will leave in the workforce. In addition, 
the growing skills gap and talent shortage leave many organizations concerned about the future. This very 
concern has fueled a talent war as companies compete for highly skilled executives and superior 

performers to fill the void.   

W 

You don't have to take shelter yet. Succession planning is your best defense if 
you seize the opportunity to let your best lead the future before it's too late.     

Succession planning isn't just about replacing the CEO. It is an ongoing process 
of identifying and developing your current employees so they are ready to 
acquire key roles when the need arises.  Knowing the career goals, behavioral 
strengths, motivators and personal skills of employees will help you identify the 
next company executive. Then, implement a leadership development program where your leaders of today are 
coaching and molding the leaders of tomorrow. Investing in your dedicated employees is a cost-effective 
approach that will avoid the inflated market for top executives and yield long-term results. 

What is your long-term approach to battling the war on talent? Will you fight on the front-line, or build a 
succession planning strategy within? 

                            Develop Your Leaders of the Future Today... 
                                                                                      Implement Research-Based Solutions! 

─ Robert Alderman, CEO, Performance 2000, Inc. 
 
 

Schedule of Public Courses 
The following courses are being offered to the public by Harmony Coaching & Consulting. Click 
on the associated link for more information on the program or to register.  

 

Course Title  Date(s)  Time  For More Information/Registration  

The Coaching Clinic  March 31 & April 1
 

 

8:30 – 5:30pm  www.harmonycc.net/coachingclinic.asp

So You Want To Be A 
Professional Coach  April 15 

 

6:30 – 8:30pm  www.umce.memphis.edu

The Essentials of Human 
Resource Management  

 
April 17 & 18 

 

 
8:30 – 4:30pm  www.umce.memphis.edu

The Coaching Clinic  October 30 & 31
  

8:30 – 5:30pm  www.harmonycc.net/coachingclinic.asp
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