OK Annual Meeting Presentation

By Jim Schell

“The Lessons I’ve Learned From You”

Ten Years and 400 OK meetings later…

----------------------------------------------------------------------------------------------------

#1 



“Small business is generic”

· I could make a list of every problem -  Between 75 and 150. 

· Read Mark Neuman’s inventory of “OK situations” from last year.

· OK’s purpose: To substitute experience (someone else’s) for trial-and-error.

· This doesn’t mean all businesses are created equal because…

Some niches are better than others, but all businesses work the same

(you don’t need to recreate the wheel)

-----------------------------------------------------------------------------------------------------

#2 

“If you don’t have the problem now, you’ll have it later.”

We learn from other people’s problems.

My favorite thing in OK team is when I see one person talking about his/her problem and someone else scribbling madly away. This person is doing what my mother recommended: “An ounce of prevention is worth a pound of cure.”

Every team has a few people who understand this, and I always seem to see those people writing things down while someone else is talking. 
One person’s problems are someone else’s opportunities

(So, solve the problem before it happens)

--------------------------------------------------------------------------------------------------------------------------

#3 



“Caring cures”
Story of one OK member who convinced the other that it was time to admit failure and move on. Failure is OK as long as you learn from it.

Story of OK member whose bookkeeper left him. The bookkeeper was also his wife.


OK started out as a problem solving org, but is also a support group.

OK is as much a support group as it is a problem-solving team.

#4 


“It isn’t the idea, it’s the execution.”

· OK member who makes it a goal to come back to her office after every OK meeting with an Action Item. She also makes it a goal to meet with her employees on the next day, go over the Action Item and make plans to implement it. 

· A corollary to this is Nolen Bushnell’s famous quote:  “Anyone who can take a shower can have a good idea, what matters is what happens after you towel off.”

Anyone who can take a shower can have a good idea, what matters is what happens after you towel off.
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#5 “No matter what you’re doing at an OK meeting, you’re always on stage for me.”

· One thing the veteran facilitator learns to do is read body language. 

· Communication is:

· 7%  The words you say

· 38% The tone you say them in

· 55% Body language

· I’m always aware of what’s going on around my table. I know who’s listening and who isn’t. I know who’s mentally involved and who isn’t. I know who cares about helping other businesses and I know who is only interested in helping themselves. After a while this awareness becomes second nature. 

Communications is: 7% words, 38% tone, 55% body language

---------------------------------------------------------------------------------------------------------------------------------

#6 


“Accountability is King. (Or Queen)”

OK 3 story: Facilitator who wouldn’t hold them accountable. They asked for a new facilitator.

OK 2 member story: Well, do you have an assignment for me for the next meeting? Tell about her first and second meeting, how she responded, and how she loves to be held accountable. She’s a facilitator now - I’ll bet there won’t be any lack of accountability on her team.

Remove the element of accountability and OK doesn’t work 

#7:
Mike Hollern was right

· Taking too long to fire a non-performing employee. Quote Mike Hollern. Hire slowly, fire quickly.

· I have never yet heard a small business owner say “I wish I hadn’t fired Charlie.” What I do hear every time is “I wish I would have done it earlier.”

· The same thing applies to an OK team member who is dragging the team down. Confront the member and if he continues to drag the team down, fire him or her.

Hire Slowly, Fire Quickly
------------------------------------------------------------------------------------------------------------

#8 


“Partnerships can be powerful. And dangerous.”

· Show me a good partnership and I’ll show you a great business. The results are worth many times the sum of the parts. HP. Apple. Microsoft. Google.

· But partnerships are significantly more than 70% likely to fail. This includes husband and wife businesses, especially those businesses where one of the two spouses wants to grow the business while the other one has other motives. These businesses fail, not because of their niche, but because of the differences between the partners.

· My advice:  Be on separate teams if you’re a husband and wife or partner. I only know of one partnership where the partners are on the same team.   

When partnerships work, they really, really work. And when they don’t, they’re ugly.

------------------------------------------------------------------------------------------------------------

#9 



“The proof is in the numbers”

· When someone asks me to take a look at their business. I won’t do it, unless they allow me to look at their numbers. If they don’t have numbers, or there numbers aren’t organized, that in itself, is the problem.

· Has anyone here every asked a bank for money for your business and been given it without being asked to see your numbers? The same with VCs, angels and any other sophisticated investors.

· By the way, if your CPA isn’t willing, or able, to help you decipher your numbers, then you need to find a CPA who will.

No one can provide conclusive advice on how to manage your business without that person knowing first knowing how to read your financial statements.
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#10 



“People, and OK teams, change.”

· Team members change. They want something new.

· Team members outgrow their teams. Maybe by employees, maybe by motivation.

· Teams outgrow their members. Some team members don’t want to grow.

· Or maybe OK made a mistake in the team assignment

· In any event, it’s acceptable to shuttle people from one team to another. OK makes probably ten or twelve team switches a year.

One can outgrow the other

------------------------------------------------------------------------------------------------------------

#11 



“OK isn’t for everyone.”

· Required traits of a successful OK member:  

1. Ability to listen

2. Willingness to accept constructive criticism,

3. Willingness to share, 

4. Believes all problems are solvable, 

5. Appetite to learn.

· Then tell about the metaphor for firing an employee who isn’t performing. The same with a team member who isn’t performing. You know after the third meeting and yet you wait for a year – or more – to do something about it.

· Talk about the correlation between a successful entrepreneur and a successful OK member.

There is a correlation between what it takes to be a successful entrepreneur and a successful OK member

#12.


It’s your facilitators that make the difference” 

· We’ve had a dozen or so team failures over the years. Always it gets back to the facilitators.

· OK’s purpose: To substitute experience (someone else’s) for trial-and-error

· But isn’t this the same as your business? After all, you are the Facilitator of your business. 

· Sure, you may have great employees, but who hired them? And sure, you have a great product, but who drove its development. And sure you may have a great location, but who selected it? Like a facilitator makes or breaks the team, so does the entrepreneur/owner.

The buck always stops at the top

------------------------------------------------------------------------------------------------------------

#13



“Michael Gerber was right”

Michael Gerber – author of E Myth

· I see it all the time in OK. There is a direct correlation between attendance and success.  Those that attend regularly want to learn, and by regular attendance, so indicate.

· OK 2 member story. He hadn’t had an issue for a while and was questioning whether he should still attend. Then it dawned on him. OK was his only business education tool.  All of his other education was product/service driven. (This person is at the top of his profession.)

The number one common denominator of successful entrepreneurs is an insatiable appetite to learn
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