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This is a set of simple guidelines to help you avoid the temptation of taking the lead and the responsibility for achieving results away from your clients.  

When to Use 

· From the outset, all the time 

· When you begin to feel responsible for the success of a project 

· When you feel attached to an idea/solution and reject clients' ideas in favour of your own

· When you leave a meeting with the "to do" list….as above 

How it works

· Step back: leave the front line, change your physical position (shake yourself, breathe in/out deeply and slowly) and take a fresh look at your clients' biggest goal.  Suspend any disbelief about the feasibility of the project and focus your attention on your client's goal with naïve curiosity.  

· Crank it up:  get clients to focus on what is absolutely paramount to them, what drives them, what is their highest purpose. If an ambition sounds unrealistic - great!  Flesh it out with them, make it bigger and bolder than ever.  See that it lives within them without you!

· How does it look: tell back to clients what they are telling you so they can review for themselves where they are going with an idea.  Open up new perspectives with them. Eg "How would idea X look to a visitor from Mars?" Help your clients explore for themselves.  Curiosity is playful and catching! 

· Don't hold back:  if you do have an idea, declare it  immediately, just put it on the table, and get curious about it with the client/group - eg "I wonder how it would be if X, Y or Z were to happen".  Let the idea go if it is not what the clients want.

· Will they, won't they:  a good way to check whether clients will achieve what they say they will is to ask them to rate how much they want to, on a scale of 1-10.  At  level 9 or 10 they are likely to do it.  If less, find out  what is stopping them being at level 10.  Common reasons are a lack of conviction, low self-belief, shortage of information, wanting an absent person to take part.  

· Be the Coach!  Give your clients tasks which will stretch their capabilities, with the proviso that they say yes or no or make a counter offer.  Eg If your clients want to test local demand for their idea, you might ask each of them to talk to15 people within one day.  It's quite likely  they would counter offer with a lower number or a longer time to complete the task.  Great - it's their responsibility to achieve results.  Your job is to help them achieve results - and 15 in two days is more than five!

Tips

· Many of us have the idea we need to be achieving results to justify our wages - ditch this!  It's your clients who achieve the results worth your wages - and more!

· You are wanted not needed. Your clients are capable of fulfilling their unique potential without you.  
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