lence

bl LEADERSHIP

SALES AND SERVICE I

APRIL 2011

Social
Tribes

oelle Ja Gﬂ L LL Illg

Cons

Jre
: ™ ¢
“Sales and Service Excellence is a phenomenal . P
% resource for sales professionals who want to grow and ‘ ‘a t I n th e G a m e
: achieve more in their care ¥ )

—Tom HopkINS, AMERICA'S #1 SALES TRAINER
LeaderExcel.com



MANAGEMENT/TEAM

Build a Dream Team

They will help you get where you want to go.

3 by Joelle K. Jay

EFF WAS A JUNIOR VP AT AN
investment firm. He

X 7§l aspired to be the president of
one of the company’s regional proper-
ties. Even though Jeff was pegged to be
a senior leader, he wanted to be sure he
was prepared. So he brainstormed a list
of leaders he hoped could help him. He
then sat down with each person, one at
a time, and asked them a few questions
that would help him grow as a leader.
By doing this, Jeff had created a “dream
team” and was taking the lead in his
career. You can do the same.

A dream team is a collection of advi-
sors who help you get where you want
to be. You turn to them because you
know that on your path to success, they
are further along than you. Your dream
team might include: leaders you admire,
leaders who have the positions you want
to hold, leaders who have the skills you
need, leaders who have achieved what
you seek. Meet with these people one
by one to ask questions, seek their guid-
ance, and learn from their experience.

Unlike a mastermind group, you
never assemble your dream team. Yet
every member is hand-selected because
together, they represent the best of
everything you need to be the leader
you aspire to be. Once you know who's
on the team, you can draw on them one
by one to support you in your success.

Take Five Steps

Here are the five steps to help you
assemble the best dream team:

1. Choose the game. Get clear on why
you want a dream team. What do you
want to learn from meeting with your
dream team members? The answer
should be tied to your vision. Perhaps
you want to: Learn how to generate pas-
sive income, Learn how to enjoy life more
without giving up your career, Learn how
to smoothly conduct mergers and acquisi-
tions for business growth, Learn how to
triple my profits, Learn how to be the kind
of leader that balances respect for people and
the results of the business. Notice that in
each game, the focus is on learning. On
your dream team, you're the rookie in
this one area of your life.

2. Pick the players. Be strategic about
who gets on the team. This is not the

time to hang out with good buddies
and old friends; it's time to build new
relationships with people from whom
you can learn. It is helpful to have:

* Advocates. Advocates champion you,
encourage you, and contribute directly
to your success, perhaps by introduc-
ing you to influential people or making
you a part of their team.

e Experts. Experts have information and
knowledge you need to be successful.
Instead of learning it all the hard way,
experts help you jump to new levels of
awareness by sharing their experience.

* Inspirations. Inspirations are people
whose accomplishments make you
want to be better yourself. As you
watch a person who inspires you—
whether that person is your most
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courageous colleague, a person who
has risen to the top of her field, or just
someone whose approach to life you
admire—you are moved to a higher
level of contribution and achievement.

These roles often cross. In fact, peo-
ple who can play more than one role
are often your strongest supporters.

Now notice who is not on this list:

® Friends. Friendship is not requisite.
You will likely see your members as
friends, and your friends may become
members of your team. But you can
also learn from people you hardly
know and may not even enjoy.

® Yes-Men and -Women. Do not put
people on your dream team who will
only tell you what you want to hear.
You already have your own opinions.
Your dream team is meant to supple-
ment (not rubber-stamp) them.

® Your Boss. Just because bosses man-
age your position doesn’t mean they
can help develop your gifts. They may.
They may not. You decide.

Go for diversity. Cover as many bases
as you can in terms of gender, age, race, and
station in life. Your eyes will be opened
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to new perspectives. Look for diversity
of gifts. People who are powerful, polit-
ical, compassionate, intelligent, interna-
tional, local, aggressive, spiritual, and
reassuring can all add special value. So
long as there’s chemistry, the more
wildly diverse combination of traits
you can cover in your dream team, the
better. You can’t get all of that in one
person—that’s why it’s a team.

3. Set the rules—how you want to
play. If you don’t set up the process in
a way you'll enjoy it, you'll be less like-
ly to see it through. For example, you
might seek informal conversation when
the time is right. Or you might prefer a
formal introduction with a letter and a
follow-up phone call. Or you might
arrange meetings according to each
member’s choice (e.g. 5 minutes in the
office of one, a 15-minute phone call
with another, a lunch meeting with a
third). Decide how you want the
process to play out so you put your
best foot forward and feel comfortable.

4. Define a win. What is the best-case
scenario for this dream team? What will
define a win? Are you hoping to devel-
op long-term relationships? Do you just
want information fast? Are you willing
to talk to as many people as it takes?
This step respects the time of the lead-
ers whose advice you're seeking while
also meeting the goals that matter most
to you. If you want advice on how to set
up a sole proprietorship, you can get it
in short, one-shot interviews. But if you
seek quality leadership, develop deetﬁer,
more substantial relationships with the
people whose work you admire.

5. Get in the game! Approach the peo-
ple you admire to be on your team—
asking them to meet with you, talking
to them, and applying what you learn
as you work toward your vision. If a
meeting with one of your dream team
members is beneficial, ask them for a
second meeting. Some conversations
will be a waste of time; others will turn
into mentorships that last a lifetime.
These are genuine, respectful conversa-
tions (not manipulation) with people
you admire to request the support you'd
give someone who asked it of you.

Over time, meeting with inspira-
tional leaders and role models becomes
part of your personal development. You
can achieve more, and faster, when sup-
ported by a strong, experienced team.
With their help, you'll create the person-
al and professional life of your dreams. SSE
Joelle K. Jay, Ph. D., is an executive coach and senior
I[n}::emging partner of Pillar Consulting, and author of
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ACTION: Build your dream team.
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