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Welcome to my new readers! One version of this newsletter now goes to over 1000 people
each month, which I am amazed and humbled by. Thanks, as always, for forwarding it on
to those that you think may be interested. I love the day or so after an issue goes out, as
my Inbox receives a steady trickle of comment, a few puns, and some reflection on the
content of the latest missive.

Last month was no exception, and one in particular caught my eye. Stuart was concerned
that his questioning of some projects may be construed as being a Death Eater, yet he felt
he was normally shiny and happy (read last month’s newsletter if you have no idea what I
am talking about). By the end of the email, Stuart had coined Shiny Happy Death Eater to
describe himself. I liked that idea!

Shiny Happy Death Eaters

Stuart finds that in some of his work his clients come up with ever more elaborate and
inventive ways to waste money on harebrained projects, and sometimes his role is to stop
the flurry of excitement and ask "Why are we doing this?” and “Who's the customer?”. Is
that being unduly negative, being a Death Eater?

Stuart used the phrase “informed negativity” to describe this position, and I often use
“healthy cynicism”. Is it helpful? In my view yes - to a degree. Belbin’s work on high
performing teams, and the roles within them, included the role of Monitor-Evaluator, the
person in a team who questions decisions, considers implications and seeks viable
solutions. (I score highly on this measure, which may colour the rest of this article!).

My experience in teams, and my knowledge of Belbin, has taught me that yes you do need
these people - but you dont need a whole team of these people! So the truly Shiny
Happy People need to come up with the ideas, bounce off the ceiling, have parties and
expand projects beyond their remit, but the Shiny Happy Death Eaters (SHDE) need to
recourse to reality, consider what is possible, and ask Stuart’s killer question; “Why are we
doing this?”

A full-on Death Eater will just negate the enthusiasm, recount the times ideas have failed
and see problems not solutions. An SHDE will support good ideas, but help root out the
bad ones. I like to think that’s what I do with my monitor-evaluator hat on (Andy, the
chair of the Beer Festival committee I serve on, will hopefully agree!)

So how does one deploy this informed negativity with out pouring water, or worse, on
people’s camp fires? I think one needs to remember the big picture, whatever your/the
organisation’s definition of success is and see whether the idea takes you closer or further
from the goal. What I try to remember is to allow some ideas to fly, even if you are
cynical, because they can produce the biggest successes.

And my mantra is to manage risk - if your informed negativity creates concerns about the
downside of an idea, but the potential upside is worth a punt, put in place measures,
systems and fallbacks to mitigate the risk of the downsides. If only I had deployed the
same tactic in my stock investments!

I guess the overall lesson is that, like so much in life, too much of a good thing can be a
weakness. Last month I urged you not to be Death Eaters, and I stand by that. I urged
you to join the Shiny Happy People — and I stand by that too. But all in moderation, so
make sure that within your team, or within your own mind, you have a bit of a Shiny
Happy Death Eater to create the balance.




Painless Business News

I am delighted to say that my “Business Lessons from Abba” talk at the Ladies that Lunch
event this week seemed well received - the music was definitely popular, even if my wise
words weren’t! It is a great talk to deliver, because it's central message is that business
doesn’t have to be hard - and it should be fun. The most successful business people I
know are the ones who enjoy what they do.

A feature of my busier schedule in recent months has been the demise of the Painless
Business workshops I held for many years in South Oxfordshire. One or two of the regular
attendees have suggested a return - so I thought I would measure interest. We held 5-6
a year, with 6-15 local business people to meet, network and talk about an aspect of
business. The attendees were definitely shiny happy people. We used to meet at 5pm for
a couple of hours, one night in the week. A token cost of £20 was charged. Who would be
interested?

Book Review

This month I have been enjoying I Think The Nurses Are Stealing My Clothes: The Very
Best of Linda Smith - a collection of the late comic’s work throughout her career. I loved
her contributions to The News Quiz and I'm Sorry I Haven't a Clue on Radio 4 and it is a
shame she lost her battle with illness. As a reasonably political comic, it is also interesting
to chart the political changes over the 20 years of her career.

Last month I gave you a few pointers to some good films. Without wishing to be a Death
Eater, I feel obliged to warn you away from the Brad Pitt movie Benjamin Button. It has a
longer title, but watching the film drained my energy so much, I can't type it in full. Drivel
is easier as a summary!

Painless Puns
Having avoided the dance floor at an osteopaths’ convention, and had the merest boogie to
Abba this week, in order to protect the general public from the sight of me shaking my
limbs, I liked this quote from an esteemed source:

No sane man will dance. Cicero

I shall remember to deploy that next time someone tries to drag me up to the tune of
YMCA.

I am in the throes of reviewing some business plans for a number of clients, and it
reminded me of a quote I saw recently, from a civil servant describing the perfect report:

Like the lady's skirt, long enough to cover the subject, but short enough to be interesting.

One Linda Smith gag I really like was from I'm Sorry I Haven't a Clue when they were
asking for alternative definitions:

Maisonette — a small policeman
And thanks to Viv of Therapy Learning for these perfectly painless puns:
What is it with hedgehogs, why can’t they share the hedges?

Did I tell you my family were in the jelly business? We're set for life.




Final Words

Thanks to Stuart for developing the Death Eater theme, and I do like the Shiny Happy
Death Eater idea (© Stuart, 2009). I think it is a brilliant metaphor for the coaching work
we do with clients — having that healthy cynicism and informed negativity to help clients
choose the right path and actions for them. If you’re missing a bit of that in your
business, why not get us in to help?

Warmest regards

James Butler
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James Butler helps people build the business they want. Through improving your strategic
outlook and guiding you on sales, marketing and personal development he can provide
renewed motivation and momentum in building your business.

Careful assessment of your needs ensures that the most appropriate intervention is
supplied - whether one to one ongoing coaching, strategic reviews, training events or
facilitated group exercises within a team.

To discuss how you can painlessly build the business you want, call James today for a no-
obligation discussion of your situation.




