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NEWS from President, Jim Schell    

Every once in a while (thankfully, not too often) I have a Facilitator ask me: Jim, my
team has finished our original list of Strategic Issues. Now we re in a kind of issue
funk, no one seems to have a Strategic Issue of any importance to consider. What do
I do?

After I ve finished banging my head against the table, I pour a frothy one, take two
aspirin and give the Facilitator my canned response: Charley, if a business owner
thinks he doesn t have a Strategic Issue, then that s his Strategic Issue.

Huh? Charley sometimes says.

The problem is, I say, draining the first
beer and pouring a second, that far too
many business owners aren t aware of what
their problems really are. Which amounts to,
don t you see, their primary problem. They re either too close to their situation to see
what their issues are or their heads are buried in the sand to confront those issues.

I can guarantee you this. Give me fifteen minutes with any small business owner who
says he doesn t have a problem, and I ll dig up a half dozen juicy ones. First I d ask
to look at his Financial Statements, I ll always find a couple of dandies stashed in
there somewhere. Then I d ask for his organization chart, then his mission statement,
then his tag line, then his yellow page ad, then his employee manual, then his
marketing plan, then his personal checking account .well, maybe not that, but you
get the point.

So, if you agree with what I ve just said - that everyone has problems they re just
not always on their radar screen - let s talk about what the most pressing of those
problems are (OK, you can use the word opportunities in place of problems if
you d like.). Over the eight years I ve been involved in OK, I ve found that 90% of
small business s problems revolve around three issues. Those three issues are:

Marketing: I d be willing to bet my Cobra seven iron that 75% of small business
owners can t define the word marketing, let alone create and enact a marketing plan.
Did you know, for instance, that there are 11 different elements to Marketing and
Sales is only one of them. Interested in the other ten? Read Barbara Schenck s
Small Business Marketing for Dummies .

Now hear this. EVERYONE HAS A MARKETING PROBLEM!!! Period. Some of you may
be doing a better job than others in dealing with those problems but no one is doing
a job that can t be improved upon. There is plenty of room for improvement in this
category, even for those companies that supply marketing advice for a living.

Employees: You show me a business owner who doesn t have employee problems, 
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and I ll show you a business owner who doesn t have employees. Sure, employees
mean leverage, and leverage means growth. But with that leverage comes a price 
you gotta manage them folks. And we entrepreneurs aren t exactly known for our
drop-dead human resource skills. Most of us would rather be doing something else,
like selling something, or designing a new widget or having a root canal. Anything but
solving employee problems.

Everything associated with Financial Statements: Ask the typical small business
owner what his two biggest problems are and most will identify Marketing and
Employees, just like I touched on above. What he will not say however, is that one of
his biggest problems is using his financial statements to manage his business. Why?
For the same reason I don t like to eat sushi. Because I don t know any better. (It
looks awful so I ve never tried it. Kind of like financial statements to a lot of folks.)
The point however, is that 75% of the small business owner community aren t
correctly or sufficiently using their financial statements to manage their business.
And it isn t because they aren t capable of using them. It s because they don t know
any better. Which brings us back to my sushi.

So, to those Facilitators and Members who have this problem of no issues on your 
team, here are a couple of suggestions on what to do:

Ask your team to bring their financial statements to the next meeting and you ll
review them, one by one. A thorough review of everyone s financials, along with the
usual Immediate Crisis reviews, will take six months or so. By the end of those six
months your team will have a mouthful of Strategic Issues to chew on.

Ask your team to bring their mission statements, tag lines, elevator pitches, yellow 
page ads, organization charts, employee manuals or marketing plans to the next 
meeting. Watch the issues pile up as these are discussed.

Ask your team to fill out the Business and Personal Inventory form that OK uses at
the beginning of every calendar year. Discussion of related topics will take a good
solid two to three months to complete. After that, you ll have another mouthful of
issues to chomp on. (If you don t have the template for this Business and Personal
Inventory, contact Susie Stevens.)

Anyway, that s my song and dance on the issue of Strategic Issues. Your issues are
there, somewhere, whether your business is Intel, or Nike or Joe s Awful Coffee. To
the entrepreneur who recognizes them and brings them to his OK team, will go the
spoils.
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