THE TWO ELEMENTS TO 

SUCCESSFULLY HAVING PEOPLE DO SOMETHING
My marketing professor in business school bequeathed the following upon us, and I have since operated based on it, much to my benefit:

	There are two ways to have people do things:

1. Motivate them

2. Remove the barriers

Well, people are already motivated and you can’t do much about that.

The key is to remove the barriers that cause them not to do it.




People’s basic motivations are pretty much built in and pre-determined.  The problem, of course, is to see what the person associates with those motivations.  
For instance, we all want to be happier.  So, we’ve got to see if a person thinks that a particular type of growth program is an effective means to that.  If he doesn’t think that, it is our job to clarify that – i.e. to remove the barrier of lack of understanding.
Interestingly enough the barrier of lack of understanding is related to people’s fears of being taken, of being stupid, of not getting enough out of something.  If a person can’t see the benefit of something that is also a barrier to having the person do what you think the person should best do.  If the person can’t see that you (or your company) have the ability and can be trusted to deliver the product, that’s a barrier (lack of credibility).
So, your mission, should you decide to accept it, is:

To discover the relevant basic motivation(s) and then remove all the barriers stopping the activation of the motivation.
Identifying the barriers

To accomplish the mission above, naturally we have to identify the possible barriers and then remove (or have the means already available to remove) the barriers.

Generally the barriers are:

I.  Lack of clarity on the safety to move forward.

     A.   Address all the barriers and objections – list them all and provide answers ahead, 

            don’t wait for them to come up with them as they may be gone by then or so 

            decided already!

      B.   Address all that must be understood to move forward.

                  See the sections that follow.
      C.   Not wanting to be taken or at risk 

                  Always provide a means of guarantee or escape, without confrontation or a lot 
                  of effort.        

II.  Lack of clarity on the benefit

      A.  Must be explained

      B.  How great is the benefit versus the cost

III.  Lack of clarity on the benefit being deliverable

       A.  How is the benefit derived, what is the process?

                 Any proof?
       B.  Is the company or product capable of delivering the benefit?
IV.  Lack of clarity that you can deliver that benefit
       A. What is your credibility (indications of your capability)

                 If you don’t have it, will the product itself deliver the benefit?

       B.  Lack of rapport with you puts doubt on whether want to work with you

Conclusion

Address all these barriers and you will have an extraordinarily favorable experience.

In my practice, I always did my best to remove the barrier of lack of understanding and lack of credibility, so people felt safe to go forward and were clear on the benefit and its achievability.  Almost every person exploring having a business relationship ship with me chose to proceed – and the process was easy, for both them and for me.  Trust was created and maintained such that the relationships were also very long term.
Try the process.  You might like it AND find that it will transform your success, whether it is in personal relationships or in business relationships.

� Such as:  This improvement in your ability to deal with life will not only solve your present concern but it will be useful over and over in life.  How much is that peace of mind worth?  Its priceless.  
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