October 7, 2016

Walking Your Talk
My question to you this week is ... as a business
owner do you walk your talk?
Leaders who walk their talk realise transformation and
build amazing businesses. But we all know that many
leaders and managers say they want change and
continuous improvement but their actions do not
match their words. If your values and beliefs are not
congruent with your actions and if you’re not giving
your team or your customers your best, why should
they continue to build their relationship with you?
You need to be the best you can be, and you also need to let your team and customers know that
you are. In my business, I don’t care about your experience or your education or your
background, I just want to know that you’re giving me your all, in other words you give me 100%
and I'll give you 100%. You must back up what you say and walk the talk. You must be congruent
with – and just behind – your identity. In other words, you are always in the forward momentum.
To help establish if you are walking the talk, let’s have a look at the Congruency Matrix. I think
the top 1% of business people succeed because they have the attributes shown in the table
below. The key here is not just that they appear to have these attributes, but they actually do
possess them. It’s not about being slick and presenting a false front to the world in an attempt to
attract business; it’s about truly incorporating these things into your business, and then following
through on them. The easiest and quickest way to do this is by completing the following exercise.
EXERCISE: Being, Doing and Having
Have a look at this table.

1. Circle or write down the ones you believe you personally are currently doing, and the ones you
need to get better at. Then, for the ones you need to get better at, write down how you are
going to do this.
2. Circle or write down the ones you believe your business is currently doing, and the ones your
business needs to get better at. Then, for the ones your business needs to get better at, write
down how you are going to do this.

The Congruency
Matrix BEING
DOING
HAVING
What is the DNA of you/your How do you/does your business What attributes do you/ your
business?
behave?
business have?
• I value my worth and
• I am disciplined.
expertise.
• I am an opportunist.
• I have clarity on the
• I am congruent.
solutions I provide.
• I follow through.
• My intention and purpose is • I am a good, committed, solid
defined.
communicator.
• I am conscious.
• I am visionary.
• I am in growth mode.
• I am brilliant at the basics.
• I am an influencer of
change.
• I am a go-to expert in my
field of expertise.

• I am an influencer.
• I am an expert in my field.
• I am connected.
• I am leveraged.
• I am an abundant influencer
with the world.
• I am living the quality of life I
deserve.
• I am profitable.
• I am a leader of a champion
team.
• I am serving the clients I
desire.
• I am spending more time
with my loved ones doing the
things I love.

Then, if you are going to walk the talk, you must not only show your current and future clients that
your business has these attributes, you must follow through with clarity and confidence.
Who are you? Where are your strengths? In what areas are you weak? You may need to get
external help for your weaknesses, but to be attractive to your clients you need to show your
strengths.
If you are going to walk your talk, that’s how you need to be behind the scenes as well as in the
open, and you need to do it with respect and humility. You’ve probably heard this before: you have
the same number of hours in the day as Richard Branson (or Bill Gates or Janine Allis), so you
can do what they do. This doesn’t make any sense to me. Who cares what Richard or Bill or
Janine do with their 24 hours? I sure don’t. I only care what I do with my 24 hours. Worrying about
anything else is a complete waste of time.
Do your best, all day, every day. What more can you expect of yourself?
Power to you this week!
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