
Do what you say you'll do
When many people write speeches, they have a basic pattern: "Tell people what
you're going to tell them, tell them what you want to say, and then tell them what
you told them."

It doesn't take much of a stretch to realize how valuable this approach is to those
of us who want to get ahead in any organization.

First off, Tell people what you're going to do.

One of the most important skills that anyone can bring to an organization is the
skill of commitment. It's the ability to tell someone what you're going to do, and
then commit to achieving that course of action.

Frankly, it's a skill that many of us have yet to develop.

Like the perennial politician, many of us will promise to achieve something, but
never really follow through with our promise. We get busy, or we get sidetracked,
or we just plain forget. Perhaps, like some politicians, we never really had the
intention of ever doing it; we were just giving it lip service in hopes that it would
be forgotten.

Committing to an action is one of the most fundamental skills to develop on the
road to personal success. It teaches discipline, judgment, and decisiveness. It
helps us determine a destination or goal to reach. It sets us up for success.

Secondly, Do what you say you're going to do.

Many of us skip this step altogether. We promise great things, but we never
really get off our butts long enough to accomplish even mediocre ones.

I've used this analogy before, but I think it's particularly important here. I'm sure
when you studied high school physics, you learned about "potential energy."
A boulder, at the top of a high cliff, has a great deal of "potential energy." If that
boulder is pushed over the edge of a cliff, that potential energy is changed to
"kinetic energy." Our boulder will pick up a great deal of speed, and if you're
unlucky enough to be in its way, you'll likely be harmed.

Until the boulder was moved over the edge of the cliff, however, it wouldn't do
anyone any harm, unless you stubbed your toe on the thing. It had a lot of
potential, but not much movement.
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Many of us are like this. We have a great deal of potential, but we never convert
that potential energy into energy of movement. Our potential goes to waste.

In step one, we say what we're going to do. We make a commitment. Now, we
turn that commitment into action -- we turn it into energy of motion. Like the rock
moved from the hilltop, we pick up more and more speed as our movement
increases.

How sad that so many of us ignore our potential. We have so much to give, but
never put it to work.

Roger Williams put it this way: "The greatest crime in the world is not developing
your potential. When you do what you do best, you are helping not only yourself,
but the world."

When we deliver what we promise and commit to, our self-esteem goes up, our
success increases, and we are looked on more favorably by our co-workers. We
show ourselves as a person of integrity and action.

If we never take the action that we've promised, we undermine ourselves in both
our own eyes, and the eyes of the people who count on us.

Third, we Tell them what we did.

I'm not suggesting you do this for mere bragging rights. I'm suggesting each of us
has to follow through on what we've brought to the table. First off, we need to see
if our action helped or hindered our organization. A good analysis can make a
significant difference to long-term achievements. Second, we need others to
recognize the action, and suggest possible changes, problems, or benefits. Third,
nobody else is going to have your best interests at heart in the same way you
will. If you contribute something, you need to ensure people know about it. Don't
trumpet it from the rooftops -- nobody likes an egotist -- but it's worth writing
down on a list of yearly accomplishments, just in case anyone needs to know, or
if you need to freshen up your resume.

Politicians, whether in government or in your company, promise much and
deliver less. That probably explains why their credibility is held in such low
esteem. You want the exact opposite. You want people to count on you. If they
do, you'll be helped along your road to success.
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