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 00:00

Hi, everyone, welcome to another episode of legendary leaders. Today is June the sixth,
which means what it means you made it through May. And by now you should have all of
your may results. Now, I promise you, I'm not going to create an episode at the beginning
of every month in the middle of every month and the end of every month to talk about
your financial numbers or your KPIs. I'm not going to do that to you, because that's going
to get redundant. And then you're just not going to want to listen to those episodes,
because I wouldn't want to listen to those episodes, I just go back and replay the old one,
right? So I promise you, I'm not going to do that. But I am going to do this very last one.
Focusing on your may result and may is critically important because in the month of May,
at least in the US, we started reopening a lot of businesses. And we started trying to
recover slowly, right in some states have been slower than others appropriately so right.
Because again, everyone's focused on everyone else's safety. And I love that. Love the
humanity in that. And so everyone's trying to set a pace for reopening businesses, and
everyone getting back on track. And so I'm not sure where you are in the US and what
your state has done and the impact that you've had to your business, but no doubt
inherently, you've had impact. And you've had to adjust your game plan and your your
overall fiscal plan for 2020. In order to deliver to your budget. Right, we've talked about
that.

 01:34

And so the month of May was supposed to
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 01:35

be the very first month that you have been executing your recovery game plan. The
recovery game plan is the game plan that you put in place, and believe would allow you to
deliver on the rest of 2020.

 01:50

And so you know, we talked about it at the end of April.

 01:54

We talked about it in the middle of May getting a quick pulse. How is the plan working?
What's the Feedback looking like? What kind of adjustments Do we need to make? Etc,
etc? Well, at this point, you should have a full view of me. And what I really want you to do
is I want you to sit down and I want you to assess what happened every single week in the
month of May, from a couple of lenses. Number one, what did you do in your business? Did
you start the very first week of May with the new plan and starting to execute that? If you
did, write it down on a calendar I want you to print out. Yep, I want you to go old school. I
want you to print out a calendar for the month of May you can go into Word or whatever
software you prefer. You can even go into your icalendar and print that out. But I want you
to handwrite on there for the first week of May. Any action that you took relative to your
game plan, anything that happened within your state, or you know within the area in
which you live that would impact your business. positively or negatively, it doesn't matter
what happened. Okay? And then what I want you to do is I want you to move the next
week and the next week and the next week. And I want you to do that for all of the weeks
in May. I want you to jot down the actions you took on a specific day within a specific
week. And I want you to make notes of anything that happened within your geographical
state, you know, county city that would have impacted your business. And maybe right
now you don't know if it impacted your business.

 03:34

But let's say for example,

 03:36

you know, they started reopening hair salons and you don't have a hair salon but they
started reopening hair salons. It may not directly impact you, but it very well may
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indirectly because people may have felt like oh, when when they started opening hair
salons, I felt like things were getting back to normal so I started to spend more money
again.

 03:59

Well, that had nothing With your business

 04:00

changing, but it had everything to do with the state, making some changes that positively
impacted your business, you would have never thought that would have had a direct
impact. But it did, because of the mindset shift,

 04:15

that that change created in the in the public around you.

 04:18

Okay, if you sell

 04:20

primarily to people in your state, okay, if you sell online, no doubt, you know,
geographically where the bulk of your customers are. And so maybe you need to
understand what's happening in those states. Maybe there are three states that you
primarily sell merchandise within, okay, though, your top three, top three locations for
clients. And so what you want to understand is for the month of May, what happened in
those states and put that down on your calendar. All right. And then from there, what I
want you to do is I want you to look at your may results. And I want you to see if you could
correlate anything that happened Within your numbers, to any of the activity that you
took relative to your game plan, as well as any changes that happened within the states
and the local economies, to impact your business, see if you can correlate any activity, it's
going to be really important. Once you sit down and try to court, you know, correlate that
what you want to be able to do is then predict any changes that you need to make in the
month of June. So if you executed your recovery game plan, and you didn't really have a
lift, you don't see any correlation within the states. Then the next question you're gonna
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have to ask yourself is Was it the right plan? What's holding your your customers back?

 05:46

And if you can find a way

 05:48

to ask your customers for feedback,

 05:51

okay.

 05:52

Maybe you create a small focus group. I'm not sure how you want to do it. You have a lot
of options. Okay? And that's why I'm not sure not because I don't have recommendations
but because everybody's business is a little different, and everyone's clientele is just a little
different. So you have to do what feels comfortable to you, and what your customers are
going to respond to. Maybe it's just a quick email campaign with a little survey. Okay,
maybe it's a little, Hey, get so much off if you complete the survey, or if you join me on a
quick 30 minute zoom call to provide some insight. Because if you can get them on the
phone live, you can ask questions and then follow those questions up with additional
questions and go down a path that maybe you never thought to go down and would
never have thought to go down unless you talk to some of your customers directly. Alright,
but ultimately, if you can't draw any correlations and your business is still struggling, and
you're not sure where to go next, see if you can get the information from your customer.

 06:52

Now, it may

 06:53

not come directly just from your customer, you may not be able to connect with them or
have people show up. And so then what about tell you to do is Who are your competitors?
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Who are your competitors? And what are they doing? Are they doing the same thing that
you're doing and getting different results? Are they doing something different and getting
better results? How are they performing? What are they doing? I mean, there is zero.

 07:18

Wrong folks was stealing shamelessly.

 07:22

Okay. I mean,

 07:24

just from experience, so I worked for Walmart, right for the bulk of my career. And we
always would talk about Sam Walton and how he would go into Kmart. And you know, all
of these other retail competitors, and he would go tour them regularly to see what they
were doing because he was going to take their best ideas and apply them to Walmart.
And there was zero wrong with that. There's zero wrong with that. Everyone has great
ideas. And so your goal is not to necessarily come up with a great idea. Your goal was
simply to execute that great idea even better than how they're executing it. So if you can't
correlate anything, and your business is still struggling, You can't get your customers on
the phone, and it can't get the insight from them. Well, what is your competitor doing, that
you could still shamelessly from and increase and improve upon, so that you do it even
better.

 08:13

All right.

 08:15

Those are the three things that I'm gonna challenge you to do today relative to assessing
your performance in May. Now, if you had a great performance, and you could correlate
your performance to your game plan, Hey, keep doing it. If you could correlate a sales lift
due to changes in this India state that you live, or in the states that you primarily serve
your customers within. Awesome, okay, because that correlation should should allow you
to continue to grow your business. Ultimately, that correlation just proved that your game
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plan was on target. Okay, and you're looking for proof. But if your game plan is still
struggling, and you're not sure where to go next, again, after Your customer, right? Or look
at your competitors Matter of fact, just do both.

 09:07

If you can do both, that's even better.

 09:09

Start with your customer though first because your customer may be just a little different
than your competitor. You may have a like a micro niche that they don't have. And you
don't want to lose out on that and and lose your focus within that micro niche because
you You stole shamelessly from the competitor and they don't, they're not focusing in on
that. So keep that in mind. Okay, competitors are competitors, but they not may not be
apples to apples competitors, you may have a subgroup of people that you're working
with. So keep that in mind. How are your competitors different and acknowledge that
when you go to sell shamelessly, and then use that knowledge to tweak whatever you're
selling to adjust and focus on your specific client or customer. All right, this methodology,
this method of research calendar, rising information Keeping up with it is going to serve
you well, you're creating a process and a methodology to improve your business
outcomes. And we all have to do that. We all have to become better and better and
better at growing our business and getting our business back on track, especially if we've
been impacted negatively with changes in the world. Okay, because we all know that it's
going to take years for anything to get quote unquote, back to normal. Right? we've
accepted that. So how do you continue to, to thrive? How do you grow your business in
this environment? Well, you've got to learn. Okay, you've got to learn and you're not going
to learn if you don't sit down and analyze your data. So start with your data analytics, go
through that correlate to make changes you know, gain efficiencies, make improvements
where it all make sense. get feedback from your customer go is still shamelessly from your
competitors put all of that together in the month of June.

 10:59

Sit down at the end June do the same thing again,

 11:02
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build your routine around that. And you will continue to get better throughout this year.
Now I'm not going to follow up and I'm not going to touch base on how to win the rest of
the year until we get closer to the end of the year and I may do an episode on how did
you know how did your year end? And how do you analyze that? How do you retarget it
and how do you establish goals for the following year up? I may do an episode on that.
But a monthly reminder, no more. This is your last one because you got this.

 11:30

Okay, you've got some fresh tools

 11:33

for your toolbox, or said differently. You've got some new shiny armor or you have shined
up your armor with this information to fight that inner villain and win and take your
business to the next level. Okay, so use it, apply it, you know

 11:48

star this this episode, download

 11:50

it, save it, come back to it every month, listen to it, and then take action on it. All right,
you've got this. I'm so excited to celebrate you in This year I know that you are going to
take yourself to the next level because you're going to be purposeful about it. Okay?
Thanks for listening go and be legendary.
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