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Value: Your true worth is determined by how much more you give in value than you take in payment.
Create more value than you take in payment regardless of the current economic climate.  Do what you can with what you have – there are examples of people who succeed during a downturn.  Be committed to supporting your clients regardless of what is going on around you.  
Questions for you:
Excellence – How do you greet people? How do you manage your correspondence and email? 

Consistency – How do you make sure the customers’ experience is always good? 

Attention – How do you make sure the experience is consistent and how it can be improved?

Empathy – What do you see when you put yourself in the other person’s shoes?

Appreciation – How do you demonstrate yours?

Contribution: Your income is determined by how many people you serve and how well you serve them.
Be genuinely interested in the other person’s life. They may not be interested in your product. They may become interested in future.  They may know others who might be interested.  That will all unfold in time.  Focus on them first. 
Question: How can I touch this person’s life?

Influence: Your influence is determined by how abundantly you place other people’s interests first.
Build networks: Your influence flows from your reputation. Approach each business relationship saying ‘What have I done for you lately?’  Focus on other people’s interests and serving their needs.
Question: How can your impact to reach out beyond the people you know to touch the lives of people you have never met?
Fuzzy influence: People will do business and refer business to those people they know, like and trust.  On average, every person has about 250 people in their life who would show up at his wedding or funeral. It’s not who you know, it’s who knows you and about you, even if they haven’t actually met you. Fuzzy influence: the people who vaguely know you.  Then your greatest customers find you!
Questions: How can your impact to reach out beyond the people you know to touch the lives of people you have never met? 

How can you reach the people who vaguely know you?

Be yourself: The most valuable gift you have to offer is yourself.
Be real: Don’t try to be someone you are not.  Authentic is not something you become: it is something you already are.  Be true to your word.
Listen: Sincerely and respectfully listen. Notice where your attention is: are you wondering what you will say next or focusing on what that person is really saying?  Ultimate benefit: you honour the other person. You let them know they are important and you value them.  That is the bedrock of a great relationship.
Silence: It doesn’t take a lot of words to make a powerful point. Say less; communicate more. The most important words will be spoken by them, not you.
Questions: What will help you to be more authentic? 

What do these people want most? 

What would you say if you were a good friend? 

Receiving: The key to effective giving is to stay open to receiving
Stay open: We breathe in oxygen and breathe out carbon dioxide. Other organisms breathe in carbon dioxide and breathe out oxygen.  Their giving is our receiving and our giving is their receiving.
This is not as easy as it first appears.  Think about the last time someone paid you a compliment.  How did you receive it?  It is not better to give than to receive.  It is insane to try to give and not receive!
Crisis: Chinese symbol for crisis is composed of 2 characters meaning danger and opportunity.  Problems are simply opportunities with work clothes on.  Receptivity means staying open to learning and to new ideas – and this takes courage.  It is challenging to allow yourself to be vulnerable. Danger; opportunity; choice.
How can you turn that problem into an opportunity?
What is your plan?  How will you put it into action?
Plant; nurture; harvest.	            Adapted from The Go Giver by Burg and Mann, with kind permission
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