Stagnation is the enemy of
progress and growth, but

chasing after every opportun-
ity that comes your way can
be just as detrimental to your
business.

I have a name for these
myriad choices that appear
like opportunities but in most
cases are distracters: shiny
objects.

When I ask leaders where
they expect their future
growth to come from, quite
frequently I hear the response,
“We have so many opportun-
ities for growth that it’s diffi-
cult to stay focused.”

Therein lies the rub.

Most opportunities are
mislabelled as such and end
up absorbing valuable time,
money and people resources
within organizations. These
shiny objects are difficult to
choose between because no
filter is in place to help evalu-
ate the difference between
them and a real opportun-
ity that the business should
pursue.

Here are four questions
you can ask yourself that will
act as a filtering mechanism
to differentiate between shiny
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objects and opportunities.

mWhat are the realities of
our business today? We're
talking facts, not opinions
here. What is our SWOT+V:
strengths, weakness, oppor-
tunities, threats and vul-
nerabilities? (In case you're
wondering, the difference be-
tween a threat and vulner-
ability is that a vulnerability
can take your business to its
knees whereas a threat is an
area where you're not able to
compete readily against your
competitors.) This question
can only be answered prop-
erly in a culture of candour
- a culture where the truth is
spoken and can be heard.

mWhat are the simple,
underlying patterns, hid-
den in the complexity of our
business, that make us great
at what we do? If we were
to capitalize on our greatest
strength, what could we be-
come world-class at and as
a result what can we not be
world-class at? What is the
single denominator in the
key economic equation for
our business success, usually
stated as “profit per X” (Good
to Great by Jim Collins. New

York: Harper Collins Pub-
lishers, 2001]. Finally, what
does our business stand for
that we are truly passionate
about?

mDo we have access to the
resources of money, people
and time? Many a great idea
has been stalled by a lack of

Executives need to learn
the skill of stopping a
project when it does

not fit within the

strategic framework

access to, or an underesti-
mation of, resources. Pas-
sion without the ability to
execute is daydreaming. For
each opportunity before you,
review the necessary action
steps and time frames that
would be required to reach
the end goal. Then take stock
of the budget required to
support these action plans.
Finally, determine whether
you have the right people in
your organization to tackle

the necessary action steps or
whether you have the abil-
ity to hire from outside the
business.

mIfIsayyes to this, whatam
I saying no to? With limit-
ed resources available execu-
tives need to learn the skill of
appropriately, with purpose
and clear communication,
stopping a project or pre-
venting one from even get-
ting off the ground when it
does not fit within the stra-
tegic framework. Resour-
ces misallocated to object-
ives that should have died
on the vine are being taken
away from the core oppor-
tunities that will help create
amore compelling future for
the business.

As a leader, working
through the answers to these
questions with your team to
distill down to the core op-
portunities you should focus
onis far more compelling and
inspiring than the alterna-
tive: reacting by gut feeling
to initiatives that you don’t
feel fit the business, without
having a clear reason why.
The difference in the engage-
ment level of your team will
be huge. m
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