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 00:01

Hey everyone, welcome to another episode. Today I want to focus on knowing when you
have outgrown some of your external business partners. Now, again, I'm talking external,
I'm not talking about someone that that is beside you in your business, but I'm talking
about individuals that maybe you have hired or not, maybe you've definitely hired to
support your business. So, you know, maybe they do all of your digital content for you or
your marketing. Maybe they do your advertising or, you know, they do something in some
capacity to help you

 00:36

support your business. Maybe they provide

 00:38

the product, they develop the create the physical product that you didn't sell, so it was
your idea, you created the product, but they actually make it okay, so they're the
manufacturer of your product. Okay. So let's look through it in that lens. If you have
someone like that, that either supplies you with content Or supplies you with a product
that you sell. That's the business relationship that I'm talking about right now. And so as
we grow our business, you know, we start off with all of these partners, right? But as we
continue to grow, we have to from time to time, assess if that partner is coming alongside
us,
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 01:21

that's really important.

 01:22

Because ultimately, we want our business to grow.

 01:25

Right? I mean, that's

 01:26

kind of the whole point. We want to grow our business, we want to reach more people. We
want to influence more customers and clients with our offering. That's why we treated the
offering. We know they need it, we want to give it to them. Right? But there could be times
that your supplier or your business partner, the person that you're thinking about right
now, when I walked you through those examples someone came to mind for you.

 01:51

When you're thinking about that person or that company,

 01:55

are they able to continue to deliver

 01:58

at the same expectations that you create Did in the start? Or are they able to deliver the
expectations that you now have? Because your business has grown, and it has changed?
Right? there either two things that have happened to you, either you still expect the the
level of service that you asked me in the very beginning and they're not able to do that.
Okay, or your service level and your service requests have increased and changed and
grown
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 02:29

and have adjusted because your business has done that.

 02:31

Okay. And so what I want you to think about is, are you facing a situation like that? Have
your ASQ changed or have your ass stayed the same, but yet, you may not be getting the
same level of service or you may not be getting the service or the product at the level you
are expecting.

 02:51

Right? So I've lived through that recently.

 02:54

You know, not in my business, but watching it happen in another business that I'm aware
of, and then I've been a part of And so I would say a few examples that I want you to think
about. Okay, that I discovered going through the situation in a separate business. Number
one, I noticed that my requests that I was asking of this external partner, I was getting
more nose than yeses.

 03:20

Okay,

 03:20

no, we can't do that. No, that's just not something we're going to be able to do in our
current model of our business. Know that that really can't happen right now. We can't
prioritize your ask right now. So that was one of the things I had noticed. I kept getting a
lot of nose. And those answers were very similar that we can't do that. Now. We don't have
the bandwidth to prioritize that asked right now. Right? It was it was trying to make me
feel better. And tell me why they couldn't do it. But it actually just made me feel worse
because what it made me feel like was, oh, so what you're saying is, you have a whole
team of people are working on different pieces. But the ask that I have just can't be
prioritized now. And therefore, that's why you're saying no. So my ask isn't as important as
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other people's ask. Right? So that's how it made me feel right perception is reality. So
there No, maybe feel that way. Okay. When you know, when you're told that the larger
organization just can't support, the smaller business changes that you're requesting. So,
you know, I'm gonna say that in a different way, like my nose, I was getting more nose and
yeses, but it was also geared toward the fact that, you know, the company that that was
engaging with this larger company, was just was told that, hey, you're just a smaller part of
our business. You know, we just can't change our larger or organization or operating
structure to support your small business asks.

 04:54

Wow,

 04:56

really, because when the relationship started with this, this organization is company, they
were small. They were small, too. They just got bigger, faster.

 05:07

Okay.

 05:09

So and then the you know, the other thing that happened was every time, you know, we
would get into a mutual meeting, and we would want updates and ask for updates and
ask questions. It was like they hadn't even thought of the asks that we'd put in front of
them the last time or the go dues, or the the follow up points. They would get on the call.
Oh, yeah, that's right. We did discuss that. Well, you know, here's where we are on that.
And there was no update.

 05:36

There was no momentum moving forward.

 05:39
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Okay, so

 05:40

hopefully you're not facing this situation. I have watched it unfold. And so the way that
that we handled that was just very simply, hey, we're going to have start looking for a
different partner in this space. Because each time we're asking you for these pieces, you're
not able to deliver on them, and you're not prioritizing our business and we have to be
able to deliver to our customers and our clients. In the same way that you're trying to
deliver to yours.

 06:03

And so if we're not the key priority,

 06:06

then we're going to have to go and I'm not saying that we're going to eliminate you
completely. Unless that's what we said, we're not eliminating you completely. But we are
going to look for other partners in the space to help us deliver to our customer, our client,
and we're gonna, we're going to reduce the amount of business that we're sending your
way on our end. And, and that wasn't a threat. It was a reality. Please don't make a threat.
Don't ever do that. Definitely. If you're going to tell an outside vendor or business that
you're going to have to look for someone else. be doing that mean it? Okay, well, or have
the conversation differently. I don't want to have to go look for somebody else. I'd really
like to maintain our relationship. Is there anything else that we can do? Because I feel like
you're not prioritizing my ask?

 06:49

Right? You can say that.

 06:52

You could ask the question, but do not go and say you're looking to partner with someone
in the same industry. They're in Right, that you've already started the search or that, you
know, you are already creating a new relationship with someone else. If you are not doing
that that's just a threat, don't threaten,
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 07:07

just be honest. Okay?

 07:11

But there may be a time that you're gonna have to go and start looking for someone else
to move your business forward, and listen to your requests, and carry your business down
the pathway that you needed to go. Because your current business partner, that external
vendor is not doing that for you. And it's going to happen, you're going to grow or they're
going to grow. And in some capacity, you're not going to get the same level of service that
you always have. No, whenever not with every vendor, but it may happen at least once
until you you're able to bring that service in house.

 07:43

Okay?

 07:45

Right. I mean, they want their business to grow just like you want your business to grow. So
if you're not moving at the same pace, or maybe your focus your business vision changes.
It's just natural. It's a part of business.

 07:57

Just don't be surprised by

 07:58

it and have a plan for It what this whole episodes about? What do you need to look for?
Don't ignore your gut. Okay? Right. Give them a few chances bring, you know your
concerns up, make them aware of it. You know, I'm concerned that every time I asked you
for something, I'm getting more nose than yeses. I'm concerned that what we're asking for
is now become outside the scope of what you want to deliver in your business. Can you
clarify that for me? Can you help me understand? Ask them questions, just like people are
going to ask you questions. Right? Don't shy away from it. Don't let an elephant be in the
room. That's what most people do. And that that lack of service or the lack of support will
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carry on for months and months. Meanwhile, you're going to get angry and frustrated and
potentially even resentful at that external business partner. And it's just going to damage
the relationship. So just

 08:47

ask questions.

 08:49

Ask Why, why they're saying no to you all the time. why they're not following up on the
request. I've done it. Hey, so to walk me through Why am I hearing more nose and yeses
started concern me,

 09:01

right? Or, hey, we've had the

 09:03

same three items on the agenda for the past three meetings that you haven't moved
anything forward, what's going on? Okay, now, I'm pretty direct. I'm not disrespectful. But
I'm pretty direct, I'll ask the question very directly. Because I don't want to dance around
it. It's important. This is business. Right? It's business. And so they're not. We're very
friendly with each other, we should be friendly. But I've got to be able to ask them the
question, because I have a responsibility to ask as a part of the responsibility of the
business. So keep that in mind as well. Don't be fearful to ask the question because you
feel like you're gonna damage a relationship is not the question that you ask. It's how you
ask the question. Okay. So be respectful, but ask it.

 09:45

Maybe they're not even realizing that they're

 09:48

coming to the table in that capacity. So you ask them a question could solve all of the
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problems. Okay. But ask the questions. clarify why you're feeling the way that you feel or
why they're not moving forward or bother while you're not getting the service that you
need, really seek to understand. If after you ask those questions, it's apparent that you're
going to have to get someone else to come in a different vendor, or a different external
business partner to support whatever that is in your business,

 10:14

go and start looking for that.

 10:16

I wouldn't, I wouldn't necessarily have the conversation to say you're looking for that.
Those are looking, there may not be anyone else that you can find in that space. Right.
You just may not be able to find it. It depends on

 10:27

your industry and what you're offering.

 10:31

It depends on, you know, what you're doing in your business, and specifically who that
vendor is. You know, you know, I talk with a lot of, you know, healthcare entrepreneurs,
and sometimes there's only two or three different, you know, vendors or external business
partners in the space that we're talking about. And you're already working with one of
them. And so you may only have one or two other options. Go ask questions. You may
have already done your research, even like the first two options, this is your only option,
you know that. So that's why I don't want you to ever burn the bridge and tell you know
that external business partner that you're trying to find another partner in that space,
when you know you can't, don't make a threat, just be honest. seek to understand why.
clarify what you need. focus on getting down the same pathway together, help them
understand what you want. And it's okay to say I'm a little frustrated, I'm a little frustrated
because I really want to be further down the road than this or I really want to have, you
know, better support than this. What can we do to get on the same page? Most people
are like you and the fact that they want to deliver good service or they want to please you
as their customer. So help them understand what that looks like. Okay, now, if you're in a
space and you have multiple options and different companies to choose from, to get the
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support you need, go and look around. It may be that you could, you're asking this current
vendor to provide you with three or four different services. Maybe you can find another
vendors that will fix two of those and they can really support you on the two. And then
this other current business partner can support you on the other two. And that's all you
needed to do was just spread it out. Instead of having that one external partner focus on
four things you need to focus on the two key things are already really good at under
delivering on those other vendor gives you the other two that you need. So you've got
some other options. Just think outside the box, ask the questions, and think about the
actual solution that you need to put in place. At the end of the day, you may have
outgrown that business partner, or they may have grown too fast for you. You want to stay
a small business which is perfectly fine. And they're very large. Okay. But the key is to look
for the signs. Have the conversations, understand what your options are, and decide what
you want to move forward with what kind of service level are you okay with? What else do
you need and then seek other options. Nothing wrong with looking around, always look
around. There are new businesses popping up every day. There may be a brand new one
that can help you go down the path that you're trying to go down in your business. All
right? Just be aware. Okay, optimistic realist. It's always that mindset. We're going to be
realistic about what's happening to us. We're going to be realistic about what's
happening in our business. But we're always going to be optimistic about the fact that we
can absolutely solve the problem as long as we meet the problem head on, and we
acknowledge the problem for what it is. Okay. So, as you grow, keep an eye on your out
external business partners. Have the conversations as you need to

 13:37

hope this helped.
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