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Leaders: This Is The
Secret To Preserving
Top Talent

S

ecuring and keeping top talent is
essential to a company’s success.
However, it is also extremely difficult
to do. Employers need to try and
preserve their best employees and these
elite people must be strategic in order
to stand out as top talent.

I

Lower The Basket

n order to improve business
operations, you’ll need to acquire the
skill of concentration. Companies
struggle to make improvements because
they are not equipped to move forward
as quickly as they’d like and see real
growth in the area of operations.

Concentration
Businesses strive to be more innovative
and organized. They want to grow in
A Leader’s Requirement
their communication skills and styles.
If you’re in leadership, then you have
How Are Your Preserving Your
Often, they lack the one ability that
Top Talent?
to always put your best foot forward
enables them to focus your attention.
and give your best 100% of the time. The benefits of
Concentration is essential for entrepreneurs.
this approach will be seen in the results that follow
These days we are inundated with busy schedules,
in both your role and those that you supervise.
social media, and an overwhelming amount of
Leaders should stand back and be more:
stimulation from all directions. Concentration is
what will help us remain focused and stick to our
• Focused
priorities.
• Approachable
• Strategic
This struggle to concentrate may lead us to fail in
• Thorough
personal relationships too. Being present is what it
As a leader, take initiative to stay focused and help
takes to concentrate. We need to focus and not get so
your team do the same.
busy with random tasks and behaviors. People tend
Continued on page two – Preserving Top Talent
to spend their time daydreaming about the weekend,
their upcoming vacation, or tonight’s dinner plans.

1. Leaders: This is the Secret to Preserving
Top Talent
2. Lower The Basket
3. The Fine Line Between Internet Marketing
and Spam
4. Driscoll Learning – Seminar Schedule
All articles, quotes, and material in this newsletter are copyrighted. © 2018. No part can be reproduced in any
form without specific written consent from copyright holder(s). All rights reserved worldwide.

Lower the Basket to Increase Concentration
Businesses need to make changes in order to
improve their operations and this calls for the need
to “Lower the Basket.”
Imagine a young boy that cannot shoot a basketball
to save his life. What would a parent do in order to
assist him?
Continued on page two – Lower the Basket
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Continued from page one – Preserving Top Talent

Continued from page one – Lower the Basket

Be sure to stick to your company’s vision and others
will follow your lead. Also, be an example and take
time out to get refreshed so that you can be more
balanced in life and stay committed to the company
without getting burnt out.

The child is frustrated and the parent is at a loss. One
tip that would help could be to lower the basket.
Taking measures to allow growth and stretch the
child in a different way could pull off big results.

How does one pull this off as a leader? The goal is to
have personal leadership and you’ll be set apart.

Steps Toward Personal Leadership:
1. Who do you plan to invest in? As a leader, you
must look around you and think about who you
should invest in. You may see a need to focus on
some growth for yourself too. Is there a course or
seminar to help grow you professionally? Consider
yourself but be sure to think about who you need to
focus on. Top talent is rare and you don’t want to let
a talented individual get passed over or even get
complacent. That includes you.
2. How can you empower someone else? Once
you’ve identified the person or people that you plan
to invest in, you need to figure out how to empower
them. Equip them to take on a leadership focus and
switch their thinking in that direction. One way to do
this is to help them focus on their priorities. They
may need help to define what those are, but stick
close and they will figure it out in time.
3. How to consider both time and cost as you
develop leaders? The process of leader
development is essential but a strategic approach
should be taken. You must think of both time and
cost it will take to grow talented individuals into
leaders. One approach could be to give a large
project to someone that is up and coming in their
talent and rank in the company. Allow them the
opportunity for growth and to let their potential
really shine. Often, the result is that the employee
feels empowered and like they are adding value to
the goals of the company. This is a win for all.
Growing and preserving top talent will allow for
continued growth of your company. The effort is
worth it and more.
~ Written for us by our associate Gary Sorrell, Sorrell Associates, LLC. Copyright
protected. All rights reserved.

In other words, bring the basket
down to his level and current
skill set. We can use this same
approach in business. We must
lower the basket for our team in
a way that helps them to put their eye on the prize.
They need encouragement and to be asked how it is
working for them and how it made them feel. This is
what concentration is all about.
An employee, like the child trying to shoot hoops,
will feel the win and learn how to better hit the goals
set before them. Training a new team member and
helping them to concentrate will give them the skills
they need to be successful within the company.
The basket and the stakes will increase; however, the
concentrated efforts to train them and equip them
with the tools they need will pay off continuously. 
~ Written for us by our associate Gary Sorrell, Sorrell Associates, LLC. Copyright
protected. All rights reserved.

Selling New Ideas
Do you sometimes feel that you have lots of good ideas that
will benefit your customers but you have a hard time getting
new ideas and approaches accepted? Changing a
customer's mind and getting them to accept new ideas can
be a great challenge. Try these approaches to get their
attention:
•

Provide solutions to your customer's toughest problems
and then tailor your new ideas to the customer's special
needs. By solving their toughest problems, they'll be
more open to your new ideas.

•

Provide specific information, it is far more convincing
than general information. Examples and case histories
generally have more impact than statistical data.

•

Make sure you present your new ideas in a friendly,
down-to-earth way. Do not talk down to your customers.
By using phases such as "You probably don't realize" or
"You probably haven't thought of" you will put your
customers on the defensive.

•

Reinforce a new idea with hard facts and figures that
relate to the potential benefits to be derived if the idea is
converted into action.

Source: Gary Sorrell, Sorrell Associates, LLC. Copyright protected. All rights reserved.
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The Fine Line Between Internet Marketing
And Spam

S

avvy business owners who take advantage of Internet marketing
realize there is a fine line between marketing and spam and
orchestrate their marketing
campaigns to gain the maximum
amount of exposure without running
the risk of being viewed as spam.
The definition of spam is open to
interpretation but most people agree
on the fact that spam is equivalent to the junk mail you receive. In
general, spam is unsolicited emails which may be a part of an
advertising campaign. The term spam can also apply to message
board postings which may also be posted solely for advertising
purposes. This article will examine the differences between effective
Internet marketing and spam.
First, we will consider the use of message boards for the purpose of
Internet marketing. Message boards are essentially online meeting
places for Internet users who share a particular interest to exchange
ideas, ask or answer questions, or just to socialize. These message
boards allow users to register and post messages. Most message
boards have a set of guidelines which the users must follow when
making posts. These guidelines may vary widely with some being
very strict about acceptable content and others not being nearly as
strict. It is important to follow these guidelines because failure to do
so may result in the moderators deleting your account and other
members not paying much attention to your posts.
Message boards are ideal for Internet marketing because they can
provide a business owner with access to a specialized target audience.
If you are in the business for finding jobs for employees who wish to
telecommute, you might join a message board dedicated to working
from home to find members who may be interested in your products.
Here you may learn a great deal about the concerns of your target
audience. You can also take the opportunity to post links to your
website when appropriate and in accordance with the message board
guidelines.
This is considered to be smart effective Internet marketing. However,
if you opt to respond to each and every post with a link to your website,
even when it is not relevant or you do not offer comments of value to
other members, they are likely to view your posts as spam.
Continued on page four – Internet Marketing

Six Little Words That
Close Sales
The idea of "closing" brings with it
many myths. Most of them are
leftovers from an older, more
manipulative school of selling. You
may have learned many "tricks" to
close a sale.
But if you’re still looking for a good
closing method, try this suggestion
from consultant and Xerox sales
trainer Rob Jolles: "I’m almost
embarrassed to tell you the approach
I use," he admits. Jolles simply tells
prospects, "I’d love to have your
business." He advises salespeople
to remain true to their own styles, and
to find an approach that’s feels right.
Source: Gary Sorrell, Sorrell Associates, LLC. Copyright
protected. All rights reserved.

“Talent management deserves
as much focus as financial
capital management in
corporations.” ~ Jack Welch

Don't miss next month's issue.
Subscribe now!

Tel: 614-873-7227
E-mail: bryan@driscolllearning.com
Visit Our Web Site at:
www.driscolllearning.com

Developing Leaders • Team Building • Job Benchmarking & Talent Assessments • Sales Training

Continued from page three – Internet Marketing

This can be damaging because these members may opt to avoid your website even if they have a need for your
services.
E-newsletters and email advertising are one area of Internet marketing which is most likely
to be viewed as spam if not done properly.
Most Internet users do not appreciate unsolicited emails especially when these emails do not pertain to a subject that
interests them. This is often the case when business owners buy email lists and send their advertisements to
everyone on the list. This is not effective because you are not likely to reach a large population of your target
audience. Additionally, recipients of the email may block your email address so future communications are
automatically sent to a spam folder. Some recipients may even report you to their Internet service provider who
may investigate the claim that you are a spammer.
A better way to approach the concept of email marketing is to only send e-newsletters and advertisements to past &
current customers who have specifically asked to receive such emails and potential customers who have requested
additional information. Also, always give people a way to unsubscribe easily and whenever possible, let them
know why you sent them your newsletter and how you know them. This will help to keep from being labeled a
spammer.
~ Written for us by our associate Gary Sorrell, Sorrell Associates, LLC. Copyright protected. All rights reserved

“The aim of marketing is to know and understand the customer so well the product or
service fits him and sells itself.”
~ Peter F. Drucker

DRISCOLL LEARNING – Seminar Schedule
For more information, visit our web site at www.driscolllearning.com
Session Title

Time

Date(s)

The Sales Connection Breakfast

7:30AM – 9:00AM

Friday, July 6th
Go to www.thesalesconnection.org or
www.dublinchamber.org for details &
registration

Business Briefing: What is Talent?
Talent Selection & Job Benchmarking

1:00PM – 3:00PM

Friday, July 20th

DISC & Driving Forces Certification
Process

4:00PM – 4:45PM

Monday, July 30th
Go To Meeting (email Bryan for details)

9:00AM – 10:30AM

Tuesday, July 31st
Go to www.thesalesconnection.org
for details & registration

Complimentary LinkedIn Training

Unless otherwise specified sessions held at: Dublin Entrepreneurial Center 565 Metro Place South, Suite 300, Dublin, OH 43017
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