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corporate culture. The lack of a formal
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a disconnection between the “founding Soundboard planned and executed a

partners” and the future generation. The two-day off-site retreat that included a

result was a lack of cohesiveness in the Senior Partner Roundtable. A SoundBoard

firm's day-to-day operations, feelings of facilitator posed carefully crafted questions

THE VALUE OF AN OFFSITE RETREAT

Today’s companies succeed or fail based largely on their ability to make
good decisions and move forward with them quickly. Yet top leaders face
significant dilemmas in guiding their senior teams.

An offsite team retreat provides a solution to these dilemmas: results-focused
facilitation, a distinctive blend of business acumen and expert facilitation
can help you:

B Build partnerships and teamwork while maintaining individual
accountability

Determine the best decision-making process

Plan carefully without sacrificing rapid implementation

To be heard without suppressing the voices of others

Develop a process for post-meeting follow-through

Does it really need to be offsite¢ No it does not, however, holding a sfrategic
planning meeting in the same old conference room where you hold daily,
weekly or monthly meetings as well as possibly “eat lunch” can detract from
the focus required to really step out of the day fo day and get the larger,
strategic things done.

Brainstorming, sharing thoughts and creating a plan in a fresh environment
can be a great opportunity for a leader and his team fo effect change.




Lowering Barriers continued

safe environment for us to communicate;
it allowed us o say things to each other
that we might have never said otherwise.
We were more aware of some things. The
value of the roundtable experience was
not in the specific information we shared,
but that we humanized ourselves and
showed a sense of humor.”

Junior partners agreed that “the
exercise was a valuable first step in open-
ing channels of communication and build-
ing trust.” One commented that it demon-
strated an important commitment that
she hadn't felt before. “The roundtable
showed a fremendous intention on the
part of Senior Management fo grow and
plan for the future. “Knowing that they are
thinking about a legacy provides a great
sense of security.”

More than a year later, the
Roundtable continues to have an impact.
As the firm continues its rapid expansion,
all partners remain committed fo fostering
a sense of inclusion and collaboration. “By
actively ingraining openness and commu-
nication into our culture,” says one, “we're
taking the necessary steps foward creat-
ing a legacy firm."”

As the growth continues in this pro-
fessional services firm, the relationship with
SoundBoard continues as well. The com-
mitment on both parts to keep the
momentum moving forward, to manage
the growth, encourage diversity, and
embrace a more collaborative culture is
evident.

Gaining on Gravity continued

services fo affract a wider audience.

As you consider your company'’s
product and service offerings, ask yourself:
Have we defined a truly unique selling
proposition? Is there an emotional need
for prospective clients to buy from us2
Have we identified and arficulated a
clear return on investment for their pur-
chase? The more your organization can
answer “yes" to these questions, the
lighter the weight of the boulder you're
pushing up the hill.

Why push alone?

Now, let’s take a look af the act of pushing
the rock. We all know it's hard to build
and sustain a business by yourself. As you
build a team (real or virtual) to support
your efforts, these additional hands can
be used to push - or at the very least
support your back as you shoulder most
of the weight. You'll quickly notice that
the pushing gefs easier as your team
gets stronger.

The greatest benefit of a team -
whether employees, partners, or like-mind-
ed collaborators - is the additional support
it offers. These hands (in reality, diverse skill
sets) complement one another and help
move your business forward.

Good managers will have their
hands securely on your back. Dedicated
employees will help push the boulder
forward. Strong collaboration, leading to
greater commitment and buy-in among
your team, will always make the pushing
go more smoothly.

When you take your eye off the ball
(or your hands off the boulder), committed
team members will fulfill their roles and
help you maintain forward momentum.
The standards and expectations you've
established for your organization will
support the push forward.

Cutting down on resistance
Unfortunately, the laws of nature dictate
that certain factors will always be present
to push against the boulder. In business,
these are most commonly people issues:
negative atfitudes, partners who are not
communicating well (or at all), misguided
management, or employees whose roles
and responsibilities have not been clearly
outlined.

Resistance can also come from a
misalignment of your business values and
vision. Consider if these factors are inter-
fering with your organization’s progress
up the hill:

B Noft operating in alignment with the
clearly stated values that represent your
corporate culture.

B Nof having a unified vision; one that
has been articulated to all levels of the
company.

If your company’s vision is not clear
fo your team - worse, if there are multiple
or confradictory visions floating around -
you're adding unnecessary resistance to
your boulder. Lose the exira baggage by
re-examining your short and long-term
objectives, then outlining specific action
steps to start moving toward them.

Slope: the final factor in the equation.
Once we've identified ways to reduce the
weight of the boulder, add helping hands,
and cut down on needless resistance, it's
fime to shift our focus to the slope of the
hill itself.

In theory, as a business matures and
builds a satisfied client base, the hill will
naturally level out or even start fo slope
downward. These situations - from enjoying
the ride to steering clear of the cliff - pres-
ent their own equally vexing challenges,
but that's the subject of another article
entirely!

For the moment, let's concentrate
on ways to reduce the slope of your hill.
Opportunities exist in nearly every area of
your business, from a clear positioning
statement, a well-frained sales team, and
a fully developed marketing strategy to
strong vendor relationships, supportive
hiring policies, and up-to-date technology.
As diverse as they seem, these factors all
contribute to making your company run
like a well-oiled machine...and cut down
on the incline accordingly.

One important addition to the list:
the wise counsel of a trusted advisor.
Whether it's a business coach, a peer
advisory group or a formal board of
directors, nothing reduces the incline in
your favor like an objective voice.

As you reflect where your business
stands on the hill to success - and the
weight of the boulder you're currently
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