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During the holiday season, we all tend to focus on rela-
tionships. We set aside time to spend with family and
friends, send cards and gifts to let others know we’re
thinking of them, perhaps reflect on relationships that
haven’t turned out as we would have hoped, and appreciate
the good ones we are lucky enough to have.

Over the years at The Strategic Coach, we’ve had a great deal of
opportunity to learn about relationships —why people want to have
them, how to build them, how to preserve and strengthen them, and what
the rewards can be when you succeed. This issue shares some of the
wisdom we have accumulated. Whether it’s food for thought or the stuff
of new resolutions, we send this with our best wishes for a season filled
with prosperity, peace, and joy — all of which come, after all, from
having great relationships.
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This newsletter was created by The Strategic
Coach® team to create value and enhance
our relationship with you.

Relationship tips from 
The Strategic Coach® toolbox

Holiday Wishes

Relationship is about providing confidence. This means reinforcing others’
strengths and increasing their certainty about what to expect from you. If you have a
Unique Process (a special way of putting together capabilities, products, and services to
create a solution) that you can communicate, this will generate even more confidence
about what kind of experience they can expect. How are you providing confidence in
your key relationships? How could you provide more?

Relationships require time. By dividing your days into Free Days™, Focus Days™,
and Buffer Days™, you can ensure that all the important relationships in your life get the
focused attention they deserve. Free Days, devoted to non-business pursuits, allows you
to protect the time to spend with friends, family, and community. Focus Days enable you
to focus on your top results-producing relationships. And Buffer Days (for preparation
and clean-ups) give you the time to strengthen your connection with your team. 
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Why do people want to have a rela-
tionship with you? In our experience,
it usually stems from their recognition of
your Unique Ability®. Unique Ability is a
set of superior skills for which you have a
passion. To begin to discover your Unique
Ability, try to think quickly about three of
your best habits at work. What do you do
habitually that always works for you and
your company? Write them down, starting
with, “I always …” For instance, “I
always look for new ways to assist my
clients,” or “I always help people to see the
big picture.” If you extend the list to
include ten habits, you should end up with
a comprehensive picture of what people
value about you. Get your team to do this
exercise, too, and share the results. It’s a
great way to promote mutual appreciation
and understanding.

Want to test your relationship
potential with someone? Try asking
them The R-Factor Question™ (R for rela-
tionship, of course): “If we were meeting
here three years from today—and you
were to look back over those three years to
today—what has to have happened
during that period, both personally and
professionally, for you to feel happy about
your progress?”  If they don’t answer, they
don’t really want to commit to a relation-
ship with you. If they do, you’ll receive the
information you need to see if you have a
future together.

Are you referable? One of the best
ways to grow your circle of relationships
is through referrals. Establishing these
four simple habits will give those you
know already the confidence to refer you
to others:
The Referability Habits™

1. Show up on time.
2. Do what you say.
3. Finish what you start.
4. Say please and thank you.

The Top 20 Club™ and The Farm
Club™. In business, it’s usually true
that a small percentage of relationships
generate the bulk of a company’s
results. Unfortunately, it’s often the
remaining less productive relationships
that take the most time and resources
to maintain. To keep your focus on
productivity, try creating a list of your
Top 20 relationships and what your
best result should be from each over the
next 90 days. If a relationship has a
promising future, but won’t generate a
result within 90 days, we encourage our
clients to put it in The Farm Club,
where it can be nurtured until it
develops to its full potential. Referring
to and updating these lists regularly
ensure that you identify and develop
your most important business relation-
ships. Those that don’t make either list
can be delegated or referred to others. 
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Transform and st rengthen
your  re la t ionships

These four Knowledge Productsª , contained within
Dan Sullivan's 21st Century School, will help you
look at your relationships in a whole new way.

¥In Learning How to Avoid the Gapª you'll dis-
cover how to escape "The Gap" and focus on progress
instead of perfection in all your relationships.   

¥How much time do you have to dedicate to your
relationships?  Not enough?  Find the time to spend
with those who are important to you by applying
the concepts of The Time Breakthroughª .

¥The Gratitude Principleª teaches proactive
gratitude.  You'll gain a new appreciation for the
people in your life, and the things they do for you.

¥The Greatest Teacher You'll Ever Haveª is
about transforming negative experiences into cre-
ative and positive breakthroughs.  Preserve rela-
tionships by dealing with difficult problems in a
way that avoids blame, guilt, and negative emotion,
and focuses on how to create productive solutions.

To order Dan Sullivan's 21st Century
Schoolor other Strategic Coach Knowledge
Products, call us at 416.531.7399 or
1.800.387.3206.
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As an entrepreneur, you have many advantages over those who do not
own their own business. You get to decide how you spend your time, who
you want to spend it with, and how much money you make. But there
are costs, too, to leaving the structure that corporations and other non-
entrepreneurial situations offer. One of those is often a reduced oppor-
tunity to build relationships with your peers.

We interviewed Bob Ducato, Lila Gee, Ernie Slatter, and Colleen Bradley,
four entrepreneurs who have just completed the first year of The
Strategic Coach Program, and have developed a friendship over the
course of the year. We asked them how theyÕve benefitted from the new
relationships theyÕve developed in their quarterly workshops.

Bob Ducato says that "when you can openly share your thoughts and
feelings and learn so much from the others in the group as well as from
your coaches, you tend to come away feeling that you are someone with
a mission, and that mission is what your life is all about."

Colleen Bradley sees the value of being in a group of like-minded people
who Òone, are not content with the status quo and want to improve their
lives; two, are not afraid to admit that what and how they did things in
the past didnÕt really work; three, may be uncomfortable with the process
but do it anyway; four, have a passion for life; and, five, can laugh and
learn at the same time.Ó

The collective experience of a group is a valuable source of wisdom
which, otherwise, would have to be developed from scratch. As well, the
challenges of gaining this experience are daunting without the sense of
perspective that others can provide. Says Ernie Slatter, ÒSo little of our
lives is spent with dynamic, goal-oriented people,Ó but with this group
Òthere seems to be recognition of both setbacks and accomplishments,
with each having a place in the process.Ó

Colleen says that Lila Òencourages me when IÕm drained from encour-
aging everyone else in my life.Ó To her, Ernie is "a real role model for
me to slow down and notice, ask myself how that made me feel and
what I can learn about it.Ó

Being an entrepreneur is a unique lifestyle choice. Not everyone will
understand your issues and challenges, but other entrepreneurs do.
Finding or creating a community of your peers can provide a welcome
source of confidence, encouragement, learning, and inspiration.

Dan Sullivan's 
21st Century School

ª
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