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I eslie, assistant manager for a restaurant

chain in Yakima, Washington, told Ses-
sion 10A of the Leadership Development
Lab:

“I have been with my current company for
just under six months. Lately | haven’t been
feeling very successful. | have a supervisor
that likes to practice her coaching skills on
me daily. Most days | go home feeling like |
can’t do anything right. | am being coached
to death. When we were given this ‘pearl’
project, | decided to make my relationship
with my supervisor my ‘pearl.’ It was defi-
nitely an irritating relationship and | needed
it to be a smooth relationship if | wanted to
advance in my company. After choosing my
‘pearl, | knew the best way to polish my grain
of irritating sand was to sit with my super-
visor away from the restaurant we worked
in and talk. | knew if | just laid things out
on the table, she would do the same and
we would go forward one way or the other. |
called her and asked for the meeting. With-
out hesitation, she agreed. | explained how
| felt ‘coached to death, unsuccessful in my
new position, and how | was feeling that
maybe this company wasn’t a good fit for
me. She explained that the only way | could
learn what | needed and improve my skills
was to be coached. She was doing a lot of
coaching because | have a lot to learn if |
want to advance through the ranks quickly.
It wasn’t personal or an attack on me or my
abilities; she only wanted to help me get
better. If she didn’t care about me or my
career, she wouldn’t say anything and just
let me struggle and fail.

“When she said all that, it made perfect
sense. | had probably even said the same
thing to an employee of mine in the past. In
the seven weeks since our meeting, things
have been great. She still coaches, but
now | am listening, learning, and hitting
homeruns.

“When we first received this assignment, |
started polishing my sand right away and
things got better very quickly. It was almost
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too easy and | thought maybe | should have
picked a ‘harder’ pearl. | have a smooth,
shiny pearl in my pocket, and a recent pro-
motion to store manager to prove that no
pearl is too small or too easy. If | had sit
back and not thought my pearl was impor-
tant enough, at the very least | wouldn’t
have gotten the promotion, and worst case,
I wouldn’t work for the company at all.

“The lesson | learned from this experience
is that no relationship should be too hard or
too easy. Every relationship is important and
may have great ramifications if not strength-
ened.

“The action | call you to take is to look at all
of your relationships, no matter how great or
small, and make each of them better some-
how. The benefit you will gain is healthier,
happier and stronger relationships with all
those around you. You will advance.”

Turbo Leadership Systems is offering

a unique executive team 1-day “Strategic
Actions” program. In one power-packed, tai-
lored day, your team will develop a laser
focus for a Turbo thrust into 2011. What do
you want? Increased sales? Improved per-
formance? Reduced accidents? Improved
morale? Greater engagement? Improved
customer service? Improved customer satis-
faction? Reduced operating costs?

This 1-day program is based on our work
with hundreds of senior management teams
over the past 25+ years. Your team will leave
equipped to perform at breakthrough levels
in 2011.

Call now - 2011 is waiting!
(503) 625-1867

Get Involved!

i Become a fan on Facebook
i Connect with me on LinkedIn
[} Tweet with Larry on Twitter

Please forward this to friends, co-workers, customers or relatives who you feel might enjoy it.

To unsubscribe, please e-mail us at admin@turbols.com



