[image: image1.wmf]My Long

-

Range Planning Paradigm

 

 

"The definition of positioning 

is...the expectation of the unique 

value that customers in a market 

segment would receive from a 

 

vendor that is relative to, and 

unique from, competitors." 

(www.positioning.com)

 

 

 

 

 

What do the following organizations have in common? American Epilepsy Outreach Foundation, Art 

Therapy Connection, Believe International, Chicago dell'Arte, Chicago Friends School, Credit Builders 

Alliance, East End Main Street, Federal Hill Main Street, Fells Point Main Street, Fox Valley United 

Way, Hamilton

-

Lauraville Main Street, Interfaith Community Housing of Delaware, Kidz Kabaret, 

 

LemonAid Fund, Loaves & Fishes Community Pantry, Midwest Shelter for Homeless Veterans, 

 

Neighborhood Service Organization, PAWS Animal Shelter, Promethean Theatre Ensemble, R.Ed.I. Arts 

and Education Foundation, Southwest Community Services, and Winning Workplaces

 

 

Thirteen of them focus on community development/service, five on the arts, two on health, one on 

 

education, and one on business. Fourteen are in Chicagoland, two are foreign, with the rest located in 

other states. Two are international in scope, two are national, and one is regional. Five are small, twelve 

are medium

-

sized, and five are large. 

 

 

Did you guess yet? They are all my inaugural pro bono applicants! And, now, I must pick one… stay 

tuned!

 

 

 

 

 

 

Michelle

 

Welcome to my February '09 Issue!

 

Planning Possibilities

 

 

News & views brought to you by Michelle Coussens

 

PLAN B CONSULTING

 

practical business planning with you, for you

 

Volume 5, Issue 2

 

February 2009

 

Positioning Yourself for 

Success

 

2

 

Planning Predicaments

 

2

 

Communication Corner

 

2

 

Online Plug of the Month

 

2

 

Be My Guest

 

3

-

4

 

Book Banter

 

5

 

Personally Yours

 

5

 

Contact Information

 

6

 

 

Inside this issue:

 

 

PLAN B CONSULTING

 

MISSION STATEMENT

 

 

To assist nonprofit organizations and 

small businesses across the U.S. to become 

more effective and more efficient  through 

 

practical business planning, resulting in 

meaningful and measurable impact on 

both the organization and its community. 

 

See page 2 for more on 

 

positioning strategy

 

 

ENVIRONMENTAL

APPRAISAL

MISSION, 

VISION, & VALUES

POSITIONING 

ORGANIZATIONAL 

STRATEGY

BUSINESS 

PLANNING

STAY TUNED 

TO 

SEE WHO WINS 

MY INAUGURAL 

PRO BONO 

 

CONTEST! 

 

The winner will be 

 

featured in my 

next newsletter.
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If different organizations are to compete, co

-

exist, or even coordinate, in a target market, each must be differentiated 

from the others in some meaningful way. In addition, positioning is not static; as the business environment changes, 

organizations may need to be repositioned, or even discontinued. Repositioning may be necessary due to other 

 

organizations’ actions, changes in consumer needs and/or preferences, emerging/converging target markets, and/or 

mistakes in the selection of current positioning strategy. You should consider the breadth, features, and benefits of 

your organization and its lines of business against the types of customers in each segment, as well as against the 

 

dynamics of your given marketplace.

 

 

Beware of potential positioning errors, such as under

-

positioning (or not positioning at all), over

-

positioning 

(focusing too narrowly), confused positioning (changing your positioning too frequently or trying to position too 

broadly), and doubtful positioning (selecting positioning that is not credible to your customers). 

 

 

A big part of communication involves the handling of conflict. Some 

 

people internalize it; others overflow emotion because of it. Somewhere, there’s a 

middle ground. I admit that I struggle with this pendulum myself on frequent 

 

occasions. 

 

 

In the planning process, it is important to foster 

constructive

 conflict while 

diffusing 

destructive 

conflict. You want people to speak up in order to bring out 

new ideas, debate those ideas, and yet walk away friends. There is a fine line that 

often gets crossed. So, how do you walk the tightrope?

 

 

1)

 

Ask for pros and cons to ideas broached, but limit individuals’ input to only 

factually

-

based comments.

 

2)

 

For every criticism, require the respondent to provide an alternative 

 

suggestion.

 

3)

 

Inject humor through outside facilitators, exercises, and/or other means.

 

Pull open your brower, and 

go to this site before you 

forget:

 

Usefulstuff101.blogspot.com

 

 

You will find things that help 

you both personally and 

 

professionally. For instance, 

based on my check

-

in on 

1/12/09, I found eye

-

opening 

information on e

-

waste, the 

volume of (unused) loose 

change, ideas for better 

 

pacifying a book

-

addiction, 

making resolutions to do more 

of the positive things you love 

(rather than just stopping the 

destructive things), etc.  Check 

it out!

 

Planning Predicaments:   Should We “Chunk” It All?

 

Positioning Yourself for Success

 

Communication Corner

 

Online Plug 

 

of the Month

 

 

A 12/08/08 

Business Week 

article discussed the latest publishing trend

—

 

“chunking”

—

 “slicing up books to sell the pieces”, leading to calendars, 

cards, isolated chapter sales, etc. It made me wonder whether this concept 

has other applications. 

 

 

Think of the products and services that you provide. Is there a way to 

 

divide up and sell your offerings more granularly? Should you disaggre-

gate those business bundles? At the same time, is there a point where value 

disintegrates due to too much division? Is chunking just another perpetual 

step down our road of societal attention deficit?

 

Where 

planning 

concepts 

meet 

 

reality
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[image: image3.wmf]I can’t play any musical instruments, the only person who can stomach my cooking is my husband, 

and I’m dreadful at all sports requiring more physical ability then croquet. My skills are of an 

 

organizational nature. I can plan and multitask with the best of them. As an undergraduate I went 

to school fulltime, worked on campus, volunteered, had leadership roles in campus organizations, 

and socialized a lot, too. 

 

 

Currently I am the Executive Director of Local First Chicago (www.localfirstchicago.org). I teach 

as an Adjunct Professor at Kendall College (www.kendall.edu) and at St. Xavier University 

(www.sxu.edu). I also sit on the founding Board of the Chicago Friends School 

(www.ChicagoFriendsSchool.org). In my personal life I’m married and have a pet tortoise.  Point 

being, I have a lot on my plate, and I believe I do a good job of balancing it all and have time left 

over for a social life. Here’s how I do it; I hope it works well for you too. 

 

 

Þ

 

Keep a Schedule

. Including the time, date, location, and any special logistical notes for each 

activity. Include routine things too that you can’t imagine forgetting like your work schedule. 

Once you see how much of your time is blocked out by routine things it will give you a better 

idea of what you still have time for. Take your schedule with you everywhere. This is made 

easier if your planner is in your phone however remember to back it up frequently; once a 

month is not frequently. Review your planner often.

 

Þ

 

Keep a “to do” list

. I use yellow ledger paper. Every item is written with an asterisk (*) as the 

bullet. When it’s completed I put a line through it so I don’t waste time rereading things I’ve 

already done. When I find myself with a few minutes to spear I read through the list to refresh 

my memory. When things pop into my mind that I need to get done I write them down. Some 

times just a phrase is enough to insure that I don’t forget it. Carry your list with you every-

where and review it frequently. 

 

Þ

 

Get into a routine. 

If you go to bed a the same time each night and get up at the same time 

each morning it will be easier for you to fall asleep and maybe more importantly easier for you 

to get back up. Make sure you are getting at least 8 hours of sleep. If you’re growing or preg-

nant your physician will likely recommend more. Your routine will offer you little bits of extra 

time; use them. Right before bedtime I find it hard to focus on complicated tasks and so I use 

that time to do simple things to make the morning easier like laying out my suit or getting the 

coffee maker ready. 

 

Þ

 

Eliminate distractions. 

When I was studying for the GMAT I got rid of my television. You 

wouldn’t believe the time it cleared up.  I have a television again and now when I need to focus 

I will turn off Chicago Public Radio. Instead I listen to the news via pod cast to my phone 

while doing administrative work or on the iGo car radio while driving. This has really cleared 

up a lot of time for me. For some people clutter can be distracting. A sink full of dished could 

be the difference between being able to concentrate and not. Focused work is higher quality; 

faster work. 

 

(continued on page 4)
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Be My Guest!   

Planning Your Time, by April R. Jervis, MBA
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Enlist a team member. 

No one can do everything themselves. If you are feeling overwhelmed 

ask for help. It’s better to be a member of a team then the martyr for one. Asking for help can 

bring you and your partner, friend, or colleague closer as well as create a culture of collabora-

tion. Remember to make yourself available to help others too! 

 

 

Þ

 

Create reasonable professional boundaries. 

Families require love and attention. Make sure 

that your career aspirations don’t end your personal ones. Work hard and then call it a day. It 

might be hard for high achievers to step away from their work email but it’s important that the 

time you spend with your family and friends be quality time.  The same thing goes for work 

time; don’t take endless personal phone calls on the clock. It will only delay you getting your 

work done and make you appear unprofessional to your colleagues. 

 

 

Þ

 

Don’t agree to do everything. 

Some things are better left done by people with more time, 

 

resources, or expertise. When taking on new commitments consider the following checklist:

 

 

¨ Do I have time to successfully complete this at a standard I could be proud of?

 

¨ Could I do this work independently or do I need to get buy in from others who would be 

committing with me?

 

¨ How this project fits into your personal values?

 

 

¨ How this activity can assist you in reaching your professional goals?

 

 

¨ Does it or could it help the organization or group achieve it’s mission?

 

 

Þ

 

Break down your activities into specific things for your “to do” list. 

Then do the most 

 

urgent things first! Often these are the steps where you have to wait for another person’s feed-

back. I distinguish these on my list with a horizontal arrow (

-

>) pointing to the asterisk (*) of 

the item. Do the most difficult or unpleasant things next. Then complete the remaining things. 

 

 

You will be amazed at how much more you get done! In the words of Dr. Seuss, “Now get on your 

way!”
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Be My Guest!   

(continued)

 

 

 

Questions? Contact April Jervis at arcj@AprilJervis.com. 
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Yours

 

Hard times tell the tale on our commitment to our neighbors, our communities, and actually, to 

ourselves. It may sound Pollyanna of me to say this, but I do think that the hidden silver lining to 

this tough economy is the return to helping others. 

 

 

As you likely have realized, I have started a pro bono contest to perform free consult-

ing services for one not

-

for

-

profit 

 

organization this year. This is one way 

that I can give back to those who 

 

support others tirelessly through every 

day efforts that often yield low salaries 

and long hours. It is perhaps the most 

fulfilling thing I have contemplated in a 

very long time. I haven’t even started 

the work, and yet I am filled with 

 

excitement about doing something that 

truly 

matters.

 

 

So, here’s my challenge to you:  What 

are you doing to give back? What 

 

expertise are you sharing?

 

 

Volunteer to 

save the 

 

economy, to 

save your 

 

community, and 

ultimately to 

save

 

yourself

 

 

 

 

 

PLAN B CONSULTING

 

practical business planning with you, for you

 

¨

 

Book Banter 

 

Finding the Sweet Spot

—

 The Natural Entrepreneur’s Guide to 

 

 

 

 

Responsible, Sustainable, Joyful Work

, by Dave Pollard, 2008

 

The “sweet spot” is typically used in business to describe an organization’s most ideal target market and 

 

positioning (ideally combined with efficient and effective operations). Dave Pollard expands on that concept 

in relating this concept to entrepreneurship and associated planning. Here are some key observations:

 

 

Þ

 

The Ten Fears of Entrepreneurship:  Don’t have

—

the skills, the self

-

confidence, the ideas, the money, and the time. 

Can’t handle

—

the failure, the stress, and the loneliness. Don’t know the process, and the deck is stacked against you.  

(p. 10)

 

Þ

 

Here’s what it takes:  instincts, critical thinking, imagination, creativity, attention, communication, demonstration and 

learning skills, responsibility, self

-

management, passion, and collaboration. (p. 18

-

21)

 

Þ

 

Your sweet spot is at the intersection of your passion, gifts, and purpose. (Check out http://Naturalenterprise.org/

partners)

 

Þ

 

Rely on others you trust to help you start your business. “In the natural process of co

-

developing your products with 

your customers, you will select a small group of customers who will represent each of the segments of your identified 

customer market. This small group of ‘surrogate’ customers is called the pathfinders.” (p. 92)

 

Þ

 

Practice “Customer anthropology”, where you observe current and potential clients at work to identify what can be 

done better or what is not working in their business. (p. 103)

 

Þ

 

Imagination, creativity, and innovation are different (but each important) things. Imagination is almost always driven 

by a need and requires suspension of disbelief. Creativity allows the conversion of an idea into a tangible product or a 

service. Innovation involves a process of executing and realizing that product or service. (p. 124

-

126)

 

Þ

 

You should conduct pilots and experiments to test your ideas, including things like:  prototypes, simulations, stories and 

flow charts of how things might work, and run ideas by suppliers and other vendors and collaborators. (p.136

-

137)

 

Þ

 

Consider whether or not your treatment of employees inhibits or stimulates imagination, creativity, and innovation.  (p. 

141)

 

Family 

 

Commitment

 

Professional

 

Development

 

Personal

 

Health

 

Personal

 

Fulfillment

 

 

 

Societal

 

Contributions
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·

 

Training courses in planning and business management

 

·

 

Personal coaching sessions on business performance and management

 

·

 

Assistance in business plan development, update, review, and/or 

 

revision

 

·

 

Customized market and competitive intelligence analysis

 

·

 

Strategic facilitation of the planning process

 

See you in 

March!

 

This newsletter is intended to provide 

useful information but should not be 

construed as legal or financial fact, 

 

advice, or opinion.

 

Plan B Consulting offers practical business planning assistance 

through consultation, facilitation and training. Client services 

 

incorporate interactive collaboration combined with long

-

term 

follow up and accountability.  To obtain a free, no

-

obligation 

needs assessment, call (630) 291

-

2751 or  e

-

mail: 

 

michelledcoussens@yahoo.com.

 

 

·

 

A Risky Proposition

—

 The Probability & 

 

Severity of Risk

 

 

·

 

Be My Guest!  “OOPS!  I Forgot to Plan for A 

Recession”, by Nancy M. Abbate

, 

Principal and 

CEO

, 

Abbate Group, Ltd.

 

 

·

 

A book review of 

Sway: The Irresistible Pull of 

Irrational Behavior

, by Ori Brafman and Rom 

Brafman, 2008.

 

 

·

 

And more!

 

Have an idea or comment to 

share? Have a topic 

 

suggestion or planning 

 

question? Send it in! I would 

love to hear from you!

 

 

 

Be My Guest/Reader 

 

Feature

 

Look for this regularly 

 

featured column to introduce 

you to people and their 

 

planning stories. Have a 

 

planning success or horror 

story? Have some tips for 

others? I would love to 

 

feature you. If you are 

 

interested in being  included 

in a future newsletter, let me 

know if you would like to 

write a guest column or be 

interviewed.

 

Coming in March...

 

Know someone who would like to 

subscribe to this newsletter? 

Forward a copy to them.  They 

can then email 

michelledcoussens@yahoo.com 

and put “SUBSCRIBE” as the title of 

the email. Anyone preferring a 

hard

-

copy mailing of current or 

back issues can send a 

 

self

-

addressed, stamped envelope 

with their request to:

 

Plan B Consulting

 

337 N. Prairie

 

Batavia, IL 60510

 

Attn:  Newsletter Request

 

 

E

-

copies of back issues are 

available at no charge, upon 

request.

 

 

Names are never shared with or 

sold to third parties.
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