five steps to breakthrough
`





1.  ACKNOWLEDGE AND EXPRESS HOW YOU FEEL.

Get it outside of you.  Put it down on paper.  Say it to a friend.  Speak it out loud.  Paint it.  See the movie.  Hear the song.  Try to get to the bottom of it.  We usually come to “I can’t do it all, so why bother.  It just won’t work.  I’m obviously a person who can’t… I’ll just never have, be, and do…”

2.  CENTER YOURSELF IN PURPOSE AND PROJECT.
Remember purpose.  What do you stand for?  How do you want to wake up into the day?  When you are being purposeful, powerful, who are you?  “Wake people to possibility, rattle their cages, rev their engines, dare people to the truth, inspire people to embrace their life…”  

After you remember purpose, give it to yourself, dance, inspire, dare, rev, rattle and wake yourself.  Then ask what am I excited enough about in the face of all my acknowledged and expressed objections to become purposeful for?  What is my project?  i.e. Website design for small biz earning $110K, completion of my PHD w/ my dissertation, lead in a Broadway show, a healthy toned body w/ the ability to take on new adventures like rock climbing and ballroom dancing…my path with heart. 

3.  PLAN AN ACTION AND A PAYMENT.

Plan one specific measurable, action you can take toward your project and a form of payment for having taken that action.  i.e. One hour of writing and a coconut frozefruit, one hour of phone calls and lunch with a good friend.  Just beyond your reach.  Be honest and start with your appropriate weight whether it be 2 lb. or 200.  The size isn’t the issue.  The movement is.

4.  TAKE THE ACTION AND GIVE YOURSELF THE PAYMENT.

NOT EITHER/OR.

5.  MAKE A PLAN; A SERIES OF ACTIONS AND PAYMENTS.

Note:  At any point you can go backwards a step until you are ready to go forwards.  But don’t give up.  Keep working the step until you can go forward.  If you’re not ready for the plan, “keep chopping down one tree at a time”, as client, Bernice Kurchin said, The field will get cleared all the same.  If you can’t take the action, keep decreasing the weight until it’s manageable and then keep building your strength and stamina so you can add more.  If you can’t get to planning an action, look at your project.  Is it really inspiring to you?  Maybe you like the idea, but the work, or the life changes it seems to signify are objectionable to you.

Or perhaps you’d prefer to purposefully soften people’s hearts rather than rev their engines.  Lastly, if you aren’t able to turn your attention to any project, spend some serious time expressing.  Get support.  Be supremely interested in yourself, how you work, and don’t.  (Instead of gazing longingly at what appears to be a cruse liner next to you, get to know yourself bow to stern).  Start appreciating yourself and the biggest challenge of all, start loving yourself, barnacles and all.  Now start moving forward again.  Acknowledge.  Express. Purpose.  Project.  Plan.  Action.  payment.  Take action.  Give payment.  Plan.

 And remember the immortal words of the immortal Bette Davis,

YOU GOTTA LOVE TO SWEAT

Imaging/Intention Exercise


The purpose of this exercise is to use images as a means of understanding your current values and approach to the themes of your life, fostering greater enjoyment of the present and clearer planning for the future. This is a creative barnstorming, so no efforting or screening is allowed.

1. List how you want to experience this year in images and sensations. What color, texture, taste, scent, and music/sounds does your coming year evoke? What indoor or outdoor scene? I.e. standing atop a hilltop with a view of the ocean, snuggling in a cozy,fire-lit living room.
2. What feelings or values do these images reflect? Note: Varying shades of yellow might suggest many values or experiences including dynamic, vibrant, calm, peaceful, refreshing, cleansing, glittering, indulgent.
3. What are the current themes of your life? i.e. Financial Independence, Passionate connection, Writing Prosperity. 

4.  How do the images and intentions expressed in the exercise shape your 
approach to these themes?
Exercise developed by Isabel Parlett. Parlance Training.

888-217-0234. isabel@parlancetraining.com

goal-setting: lifetime and current quarterly goals

Some people love to write detailed visions of the future. Others get nervous planning in too much detail. There is no right way. Be bold. Be creative. Play with goals that are a stretch but still imaginable. Don’t let the “How To” stop you from imagining what you want. Put pen to paper or fingertips to keyboard and write down what you want to accomplish.

top ten lifetime desires 

If your material and emotional needs were fully met, what would you want just for the fun of it? What would allow you to express more of your values? Travel the world? Start a non-profit? Take up photography? Market an invention? Write a novel? Become a monk? Become an expert on rare books?

7.

8.

9.

10.

Lifetime desires exercise used with permission. copyright 2000.

Isabel Parlett. Parlance Training. 888-217-0234.

isabel@parlancetraining.com

(FYI, the e-mail isn't active yet, but should be within the next two weeks.)
mid-range goals 

What three to five goals do you hope to reach in the next one to three years? 

1.

2.

3.

4.

5.

mid-range goal worksheet:

wildest fantasy

Choose a mid-range goal in a specific personal or professional area. Write down a specific event in that pursuit, e.g., a bed & breakfast in Greenwich Village fully booked in the height of the theater season, taking your bows as the lead romantic role in a Broadway musical, signing the contract on the sale of your multi-million dollar company, a springtime hike to the top of Mount Everest. Please develop a detailed picture. (You can do this exercise with each mid-range goal.) It is a fantasy, because it does not exist yet, and wild, because it is a detailed picture of an exciting event that occurs as you move toward your dream project. It is inspiring enough to motivate you to act.

interim goals

Choose a mid-range goal and working backward, write specific goals for each year and quarterly goals for upcoming years. (Yearly goals may focus on one specific project symbolic of other projects. Quarterly goals may be more detailed.) 

current quarterly goals 

Now that you’ve looked at long-term and lifetime goals, decide what detailed steps to take this coming quarter to move you towards those longer-term objectives. Take a few minutes to write down the three goals that you’d most like to accomplish in the next 90 days. 

1. Goal:

Why do you want this goal?

What are the predictable obstacles you will face in pursuing this goal? 

2. Goal:

Why do you want this goal?

What are the predictable obstacles you will face in pursuing this goal? 

3. Goal:

Why do you want this goal?

What are the predictable obstacles you will face in pursuing this goal? 

first quarter goal worksheet: 

Write your major goal for the next 90 days.

mileposts

What steps will you take to attain this goal? Include support you’ll need to move through obstacles. Write and date objectives for achieving that goal.

habits

Write down daily habits for achieving that goal.

resources

Write down your strengths, experience, whatever and whoever creates your support network, and research materials that will help you in achieving this goal.

professional message development
1. Who is your target audience? (The more specific you are the more effective you will be.) What is the very real problem or situation your target audience finds themselves in?

2. How do they traditionally approach or deal with this problem or situation?

3. What is different about your approach to the problem or situation?

4. What is your methodology or system for solving this problem?

5. Why is this something that people should pay for/invest in? Why can’t they do it on their own?

Ask and You Shall Receive

In our first business development session, I inevitably get around to "the support list", the people in your life who can help with encouragement, advice, recommendations and referrals. Inevitably there is resistance. Most people say with great earnestness, I'm not good at asking for stuff. I prefer to do it on my own, sometimes adding, I'd like to come to them, already successful, before I ask for help.

Of course you can always use the help when you're "successful". It's funny how your definition of success changes when you meet the previously defined version of success. On the other hand, the accomplishment of that early as well as subsequent definitions of success will be a lot smoother with a little help from your friends, family and associates.

My business is almost entirely referral based. Early in my career, those referrals often came from direct requests. It started with inviting friends to use and then refer my services. I still make it a practice when I am 
starting classes or workshops to ask for referrals particularly from "centers 
of influence", people with a large circle of contacts.

My clients and I have benefited greatly from pushing past our resistance to 
requests. The declaration of your gift or service as well as a need for help can further confidence, intimacy, and concrete results for your business. 

Laura found prospective board member's with one call to a fellow client. Belgrave, who was sure his friend's didn't have any concealed resources, discovered his friend's wife managed major celebrities and was willing to set up an interview. David found that his friend's agents and casting director referrals plus his consistent rounds and phone calls yielded prompt interviews and auditions for major film and TV series. (see "Squeaky Wheel" article.)

Bernice found her dissertation more easily accomplished when she shared her 
home with a friend working on a writing project. Greg asked a fellow actor in his current production to be his coaching partner. (A fellow client relationship augments the coaching relationship with support, resources and tasks). Greg said, "... during all this time we've been working together on "external" things- this phone call, that round, this meeting, that work habit, without my even noticing it, we have become much more intimate friends. And we've accomplished stuff to boot! Recently Greg ran into an old friend on the subway. He said, he'd been having a lot of career building meetings with agents and casting directors and then surprised himself by asking for a referral right then, which he immediately obtained. He told me later, "It was so easy. I could do this all the time."

So, why don't we do it all the time?

1. WE DON'T WANT TO HEAR NO.
We're afraid of the rejection. We don't want to know that they think we're  not ready, willing or able enough to give us the referral, encouragement, or play on our team.

So, what's the worst thing that could happen? They won't work with you? They're not working with you now. Everyone's got an opinion and as difficult as it may be, everyone's not going to love your work. Heck, much of the world may not love your work. Many artists including Vincent Van Gogh were not appreciated in their time. You're going to have to be your own best fan to thrive in our competitive culture.

Being willing to hear “no” allows you some great benefits. First, you can get 
feedback and evaluate the need for development. Second, you can stop  "waiting" for this person to help you and move onto someone else. Third, you  will be more relaxed and confident. People will not be distracted from helping you, by the need for validation humming in the background. Fourth, you can get a "yes". If you haven't popped the question, they're not engaged.

2. IT'S CHEATING (TOO EASY) TO GET HELP. WE SHOULD "TOUGH IT OUT" ALONE.

We're afraid of appearing needy or desperate. I often call this the "High 
Noon" Trap. We think we have to stand on a silent, dusty road, gun at our hip 
ready to do battle with the business. On the contrary, we want to get people 
talking. If no one heard of George's distress (It's a Wonderful Life), he wouldn't have come home to a chorus of Auld Ang Syne, baskets full of money and a room full of hugs. Every business runs on relationships. Don't you want to help your friends? If you needed a plumber and your friend was a talented plumber, would you hesitate to use him? People helping each other is a fun way to do business.

Why not take the easy way out? 
Wouldn't you rather move on to sharing your gift, than doing cold calls?

3. IT'S IMPOLITE TO ASK. IF THEY WANTED TO HELP THEY COULD HAVE.


We're afraid we'll ruin the relationship. We'll feel too uncomfortable with the "no" between us to continue the relationship. Don't you think the "unasked question" is an energy drain on the relationship? Sharing your gift or ambition and their ability to help you provides an opportunity for intimacy. Give yourself and them some credit in being able to handle the truth. 

Your potential advocate may believe you don't want their help, that you're 
uncomfortable showing your stuff. They may wonder, if you haven't asked, if 
you're ready to put yourself out there professionally. I can't tell you how many times, clients have asked old friends and current clients for help and been surprised when they got it.

4. IT'S THE WRONG TIME.
Oi. As Dr. Suess says in The Places You'll Go, the waiting place is a most useless place... waiting...for the phone to ring, or the snow to snow, or waiting around for a “Yes” or “No” or waiting for their hair to grow. Everyone is just waiting.

We're waiting till we know them better, they're through moving, or we've 
logged enough dinner dates. Or sometimes we figure it will never be the right 
time. It's been too long or there's irreparable damage. 

I say, seize the moment. Start with wherever you are in the relationship. 
Use this as an opportunity to clean up the mess, (can't get much worse), get 
closer, reaquainted or reunited. Here's some examples of openers:

Hi Barb. This is Penelope Brackett. Have you recovered from the shock? It must be 10 years. I definitely wondered if it was too late to resume the relationship. But I've got to tell you, I'm starting this new business and I just kept thinking about how impressed I've been by your business and I figured you'd be a great help and it would be a good excuse for getting back together. 

Gosh I hardly know you, but I'm totally charged by your business savvy. Can we get together for coffee to brainstorm new directions for my business?

I've gotten incredible feedback and some dollars promised for the project, but we need some big bucks to take us to the next level. Mom, you know I'm cruising for board members. What family or family friends can you hit up as candidates? (What are Moms for?)

I'm going to jump to the big favor I called about so I don't lose my nerve and we can chat later. I'm renewing an industry push. You've got some incredible contacts I would love to meet. Can you walk me in the door a couple of places?
5.  IT'S WRONG TO "USE" PEOPLE.

As the song says, “if it feels this good being used, you just keep on using me, until you use me up“. Bridget regularly donates platelets. She received a call recently that she was the perfect donor for a woman suffering from cancer and a request to be "used", that is, donate more platelets. She felt "chosen", absolutely blessed to be able to give a life giving part of herself.

Give people the opportunity to be of use. It's okay for them to say “no“. When 
you are clear about the gift you have to offer, whether it be your acting or financial services, you give them the chance to use your service and/or turn on a valued friend or associate to them. Plus, they have the good karma of giving someone a hand up and the model for asking something they want for themselves. Believe me everyone needs support. 

Note: Be prepared to manage them. Don't wait to hold it against them if they don't do as they promised. Assume you'll have to manage them in the task.i.e.,  


Hey, I want to call those two prospective clients you mentioned. Can you give them a call and call me right back on the scoop.  
Thanks. I'll definitely follow up on that manager. Can you a place a call while I'm here in the office and then I'll follow up as soon as I get back to my place.

HERE'S THE WRAP UP.

1. ASK AND YOU SHALL RECEIVE. ASK. (The more you ask, the easier it gets).

2. BE WILLING TO HEAR “NO“, SO YOU'LL HAVE THE OPPORTUNITY TO HEAR “YES“. ASK.

3. TAKE THE EASY AND EFFECTIVE WAY IN. ASK.

4. MAKE IT CLEAR YOU'RE READY, WILLING AND ABLE. ASK.

5. IT'S ALWAYS THE RIGHT TIME. ASK.

6. PUT PEOPLE TO USE. ASK.
If you have any questions, ask. 


         Sow Yourself Like A Seed



fertile ground                                           september 2000 

articles by penelope brackett

 All About Relationships: Doing the Rounds


I originally developed these guidelines for actors, but expanded them to include some examples for other fields as well. Certainly in a tight market like acting you have to take every opportunity to "meet and greet." It is also true for every business that the easiest way to move your career along is to build relationships. Doing the rounds, that is,  stopping by, announced or unannounced, is an excellent way to do that.  Doing the rounds can be a daunting task, but it's worth overcoming your fear. Here are some tools for developing rounds as a relationship building skill:

1. Have your tools ready: picture, resume, portfolio, references, work samples, video...stationary and great pen to write a note to them, notebook, index cards or palm pilot for your notes. (You may also choose to bring some "gift"-i.e., chocolate telephones, valentines, Christmas cards, pencils with your name... only if you find it fun and expressive of you and your product.)

2. Consider a rounds partner. Going with someone may make it more fun, and  you more human, so that you treat your contact as a peer rather than a superior. (You'll be human with your partner and so carry it over to the professional arena). You can build more comprehensive notes and develop your technique together. You can also introduce each other to current contacts thereby multiplying your relationships. There's built in accountability as well as post round assessment and celebration.

3. Set a measurable goal. (How long/number of stops)

4. Start with someone you're comfortable with. i.e., current relationship, low stakes. (Secondary rather than priority goal), closer to the source. In acting, the stage manager of show, director, producer or even casting directors can be more accessible than agents.

5. Prepare Yourself. Remind yourself that rounds work! Your business is about relationships. You have to take every opportunity to start relationships. Center yourself in your purpose and project.

6. Know why you're there. If possible, have a referral or specific information that makes this particular office attractive. How is this stop consistent with your project? Know who they are and what you want. Have a specific objective for each call.

POSSIBILE OBJECTIVES:

· To leave a picture and resume for a specific project.

· To get information about current casting or upcoming events.

· To leave a sample product, video or Christmas gift.

· To meet someone in the office.

· To promote an upcoming show/event.

· To rekindle a past relationship.

· To discuss a current business relationship.

7. Be creative. Set specific relationship building actions for each stop.

POSSIBLE ACTIONS:

· Names of two people in office.

· Tell a joke. (Get a laugh).

· Get or share a personal information (obviously consider what's appropriate).

· Answer to a question/survey? i.e. Who's your favorite athlete?

· Note something about the office.

· Go in as a famous actor (not an impersonation, just a useful bit of subtext) or your epithet.

· Perform  or improvise a short show. I.e. sing Christmas Carols

· Work with a partner a la Kathy Lee & Regis to promote each other and express your personalities.

8. Remind yourself that the ULTIMATE goal is establishing relationships. NEVER TRY TO GET past SOMEONE ELSE. You never know who you're talking to (and where they are going) Have every relationship LEAD to the next one. It's more fun too.

9. Immediately, say your name, and what you want.  (Say it right away, just in case there isn't much time for anything else.)

Hi, I'm Penelope Brackett. I'm here for Jessica Walters.

10. Get their names, i.e., "You are?.What's your name?." (very important for follow up).

11. Be prepared to promote yourself. Have a 30 second answer to the question, "Why are you here? And what are you doing?" PRACTICE. (Help them cast you) 

i.e., I'm focused on NY and regional theater. I recently performed Mary in OUR COUNTRY'S GOOD in Pittsburgh to great reviews and audience feedback.

My name is Penelope Brackett. I work for Brackett Corporate Catering. We handle special events for Cayman Law in your building.

12. Be interested in them. Ask questions. Professional or personal, i.e., to recep/cd: How long have you been here? Are you an actor?   Are there any great places for lunch?

13. Get Information.

i.e., I understand you cast for Long Wharf theatre.  When will you be holding auditions? Is the show still "Misalliance". When will they be casting?

Do you have an in-house person or do you hire outside for various financial services?

14. Design the future. Look to create what's next. Follow-up: interview, reader? sample session? Don't be afraid to ask questions.

i.e., Could I audition (or be a reader) for"Misalliance"? We'd like to leave this sample dessert plate and give a call back later in the day regarding an appointment to discuss your upcoming events."

15. Post stop, take notes- names, information, agreements,effective and ineffective. An epithet can be helpful for future contacts. (epithet- " phase or word applied to a person to describe and actually or attributed quality")

16. Be Human. Be in the moment. Make fear and chaos your friend. Look for opportunities to start the relationship. Have compassion for yourself and them. Be willing to make mistakes. Declare it your job to take every opportunity to create relationships and share yourself and your product.

Give something to their day. Make it fun.

It is about "what you know". Unfortunately, if you don't talk to "who you know" they won't know "what you know".








