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GROW YOUR BUSINESS

As business owners, leadership (and the 

pressure to be good at it!) comes with the 

job. All leaders have blind spots - areas in 

which they typically neglect, yet have a 

big impact overall in the business. 

Business blind spots have been described 

as an area in the lives of people in which 

they continually do not see themselves or 

their situation realistically.

These areas need special attention - a 

conscious choice to “glance over your 

shoulder” and make sure you avoid that 

collision!

So what are some typical blind spots of 

small business management? There are 

three common ones most leaders tend to 

fall into. 

One of the biggest blind spot issues 

is the tendency to be the omnipotent 

leader - adopting all responsibilities 

and attempting to go it alone. This is a 

blind spot because often leaders will be 

oblivious to the fact that they are doing 

this.

Best way to avoid it? Talk to your team 

- ask them about their perceptions of 

you and your ability and willingness to 

delegate.  

One of the more interesting blind spots 

relates directly to hiring and team 

building. It is common for leaders to 

be attracted to those who are most like 

themselves. 

A re#ection of one’s own hard-working 

dedication is attractive to a leader - but 

realistically, this is a pitfall.

Consider a hiring committee when taking 

on new employees - this way you avoid 

the potential for gravitating toward 

sta$ng your o$ce with clones! Diversity 

in the workplace is important for success.� � � � � � � � � 	 
 � � 
 	 � � � 
 � ��  � � � �  � � � � � � 
 � �  � � 
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Avoid potential near misses by evaluating 

your habits often. Identify what your 

bad habits may be and work towards 

eliminating one at a time. Bad habits are 

not a sign of weakness; they are areas for 

improvement, strengthening character.

The third biggest blind spot is simple. 

Portraying an aggressive emphasis on 

money and pro%ts is a major danger. 

Yes, it’s important, and yes, as the owner 

of a business your focus must constantly 

include the bottom line but be wary of 

pushing this focus on to your team.  

Save the money talk for whom and 

when it’s relevant and place importance 

instead on the human side of your 

business. 

DEFINING RISKS BEFORE 

THEY BECOME REAL 

PROBLEMS

Planning always bene%ts small 

businesses. Assessing risks and 

outlining a plan of attack should 

be part of your standard business 

plan. Be sure to consider outside 

factors and external #uctuations 

that may a&ect your industry. 

Make your predictions with 

#exibility built in - all businesses 

are susceptible to changes in a 

volatile economy.
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Cross-functional Teams - What Are
They and When Should You Use Them
It’s true - working with cross-functional 

teams can present quite the challenge. 

Thinking big picture wise, the outcome is 

well worth the headaches as the world of 

small business continues to segment and 

become more multifaceted. 

The de%nition of a cross-functional 

team is simple. The team consists of 

members of di&erent departments and 

functionalities within the company, 

usually there to aid in making creative 

and strategic decisions on a basic level.

In general, cross-functional teams boost 

organisation integration and spawn 

out-of-the-box thinking and the desire to 

push the boundaries. 

They can also cut down on production 

time when it comes to the entire process 

by speeding up decision making.

So what are some of the drawbacks?

Cross-functional teams are notoriously 

hard to manage mostly because 

of scheduling, but also because of 

di&erences in the interpretation of 

company culture from department to 

department. 

Departments are used to function in their 

own bubble - yes, they are all related and 

integrate at points in the operational 

process but they tend to foster their own 

‘vibe’. 

Bringing all of those ‘vibes’ into one 

room can be invigorating, inspiring and 

also very volatile!� � �   � � 
 � � 
 � � � �  	 � � � � �� � � 
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Make sure to have a leader who clearly 

pushes the agenda and represents 

a more neutral group. Choosing the 

delegated leader of the group is perhaps 

the most crucial step, as he or she will be 

responsible for playing mediator.

These teams are most useful when 

exploring new possibilities or products 

(think focus group), when making big 

(but relatively low-impact) decisions that 

will have a company-wide a&ect and for 

general problem solving. 

The more the merrier? Maybe not - but 

more certainly brings meaning when it 

comes to cross-functional teams.  
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End all public speaking engagements 

by genuinely thanking your audience. 

Regardless of how it went, they gave you 

some of their most precious resource - 

time. Thank them for it!
 � � � � � � � � � 
 � 
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Become a More Powerful Public 
Speaker
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Interesting fact - some of the best public 

speakers would describe themselves as 

introverts in daily life. Proof to the point 

- public speaking is a skill that can be 

taught and doesn’t simply come to those 

outspoken, non-wall#owers!

Turns out being heard is the product of 

good old fashioned hard work.

Turn up the volume on your presentation 

and employ some of these tricks of the 

trade:

1. Command the time and space of your 

listeners. Whether a stage in a conference 

centre or simply the head of the table, 

creating a strong presence engages your 

listener and allows them to trust you - 

what you are going to say is going to be 

worth it! Take your time, take a breath, 

get comfortable in your arena, and then 

begin.

2. Engage with the listener. Make eye 

contact - with everyone you can.  No 

matter the size of your audience, one or 

one thousand, eye contact is the best 

way to engage your audience (while 

emulating con%dence).

3. Be a giver, not a taker. As a public 

speaker, your listeners have expectations. 

Don’t simply take up their precious 

time - give them something in return. 

Good public speakers deliver in a way 

that continues to engage, long after the 

presentation is over.

4. Create pauses, take breaths and slow 

it down. Consciously and consistently 

be wary of your pace - think quality over 

quantity here. Ten minutes of well-

thought out, provoking and interesting 

speaking is more valuable than %ve 

minutes of speed talking.

5. Avoid Power Point at all costs! The 

rumours of its peril are true - Power Point 

kills audience engagement the minute 

they see the slide show boot up! Save 

yourself!

6. Locate your positive supporters 

and feed o& their energy.  It’s not a 

debate - you don’t need to win anyone 

over.  Focusing on positivity rather than 

negativity will help keep you excited and 

engaged.

7. Call on your charisma - it’s called stage 

presence simply because it means ‘to 

be present’.  One way to prove your 

presence? Avoid %ller words (um, like) at 

all costs. If you need to, a short pause is 

better than a %ller word. 
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 Are You Live Chatting?
Instant grati%cation - it’s what drives 

this fast-paced, technology driven 

world these days. Can’t get it done fast 

enough? You have just opened the 

door for your competition to run right 

through. 

When it comes to customer service, 

the need for speed couldn’t hold more 

weight. That dreaded automated phone 

voice immediately instils impatience and 

irritation, setting you up for disaster.  

The phone wait time, the email delay, 

they are all the same - too slow. � � � � � � � 
 � � �  � � � � � � � � � �
 � � 	 � � � � � � � � �  � � �� � � � � � � � �
Live chat is the best way to o&er your 

customers a fast and easy way to resolve 

issues and communicate with your 

business. 

Studies show that not only is this the 

fastest way to communicate but it’s the 

most preferred and the channel with 

the highest rate of satisfaction! Have 

website, will live chat! It’s that easy. 

Live chat allows everything to be at 

the %ngertips of both communicating 

parties. Remote access capabilities 

like screen shots, link sharing, etc. 

provide a seamless way for customers 

to communicate their issues, a more 

multifaceted method, not just relying on 

verbal cues. 

Better explanations, better tools, better 

outcome. 

Live chat has also been proven to 

increase sales.  Research indicates that 

the live chat capability resulted in fewer 

cart abandonment and bigger overall 

orders.

Think about it - you are close to 

completing a purchase and have a few 

nagging questions. Likelihood that you 

pick up the phone and engage in the 

infuriating “Press 1 if…press 2 if…..Please 

hold….. No one is available….” nonsense 

is slim to none. 

However, answers in seconds? Yes, 

please! Sale complete! 

Live chat also improves the capabilities of 

your customer service department. They 

can handle several issues at a time and 

produce quicker turnaround times. 

Lastly, these conversations can easily be 

converted to identify pain points. The 

conversations can be saved and stored 

and brought up when assessing what’s 

working and what’s not. 
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