
Remodeling ourselves
Tonight, I spent a few minutes talking with my sister-in-law, who is doing a bit of
remodeling on her home.

As anyone who has done any remodeling can attest, nothing seems to go the
way you want it to. Suppliers are late, contractors refuse to stick to the schedule,
unforeseen problems crop up, and things rarely turn out exactly the way you had
envisioned them in the first place.

Remodeling is a messy business -- but it can bring a new outlook to a home.

Just the way you can remodel your home, you can remodel your life, your
business, and your outlook. In fact, it's not a bad idea to remodel it a bit at a time,
every year.

Sure...it means you're always going to be "under construction," but it's a useful
thing to do.

Remodeling yourself or your business takes many of the same steps that
remodeling a home takes.

First off, start with deciding what you want. Dream a little and analyze the
possibilities. Look at what's most marketable and what adds the most value.
Examine what you always wanted from your life or your business. Determine how
close you've come to reaching that goal or desire. Form a concrete idea of where
you want to go, and what you want your new self or business to look like.

Second, decide what limiting factors you have. When you're remodeling a
home, you need to consider land size and the existing structure. Plus, you've got
to look at the financial constraints you have. When you remodel yourself or your
business, the limiting factors are similar: you need to decide how much of the
existing "structure" you want to keep. Instead of land, you consider market reach,
or marketability. Financial constraints may still be something you need to
consider, but so are time, family demands, work needs, and supporting an
existing client or family base. Frankly, though, many of the "limiting factors" that
we come up with are limits only in our minds. Many limits are artificial ones that
we have set, not actual limits to what we are able to accomplish.

Chief among these limits is "This is the way we've always done it." Certainly,
there's a place for tradition, as well as the lessons that have been learned in the
past -- but in remodeling, you have to knock down a few of the old walls, in order
to create new structures. So it is with traditional "limits." We have to learn to pick
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and choose what personal or business tradition we need to keep, and which we
need to let fly.

Third, we need to set a plan for action. It's a poor builder who starts
remodeling without a plan, and it's a sure sign that the construction is going to
cost more in the long run. Determining what you want, deciding what it's going to
take to get it, and then following through with your plan, is a sure method for
success.

Think about it a second. As Jay Abraham says, when you go on a trip, do you
just drive to the airport and take the next plane that's leaving, no matter where it's
going? Of course not! But that's the way most of us lead our lives and run our
businesses. We take whatever comes our way. Set a plan for action, and start
your remodeling wisely. Just like home remodeling, it's going to cost a lot less in
the long run.

Fourth, we need to evaluate what help we need. If you've never worked with
ceramic tile before, it's going to be a good idea to either hire a "tile man" or go to
your nearest Home Depot and learn how to do it -- and you'd better know what
you're doing before you decide to wire your own electrical system.

When we're remodeling a home, we usually think it's a good idea to subcontract
out parts of the remodeling to a professional -- and yet when it comes to
remodeling a business or ourselves, each of us suddenly becomes an expert.

Knowledge is a whole lot cheaper to gain from somebody who actually has it. If
we're talking about a business remodeling, we're probably going to hire someone
who knows what they're doing -- a consultant, a full-time employee, or a contract
employee with the necessary skill set.

When we remodel ourselves, we're going to want to talk with people who have
the skills we need -- or at least read a book or three from an author who has
actually succeeded in the area of reconstruction we seek. Perhaps a family
member may have the skills necessary to help our success. An uncle might have
already made the changes that we need to make. Your father or mother may
have already faced the challenges that you face, and dealt with them in a unique
and powerful way. Ask around a bit, and try and find a "contractor" who can help
you in what you seek.

When you're doing this remodeling, remember to look close by for your "skilled
employee." Just as many people will find that their spouse has the necessary
skills to help gain what they seek, so many businesses will find that one of their
employees has already seen the future, and has developed the skill set
necessary to lead their company through this remodeling.



Fifth, we need to start remodeling. Many of us are great planners, and have
the best of intentions, but never actually break ground for the remodeling. We
think long hard hours about what we would change, or the problems that we may
have -- but when it comes to actually taking that pry bar and pulling the cabinets
apart, we're loathe to actually start doing it.

Why do you think this is? My own belief is that starting reconstruction is a
commitment to finishing it -- and since we perceive change as difficult and
unpredictable, we are hesitant to move out of our comfort zones and actually
start the necessary change. Many people live all their lives in homes that they
hate -- just because they are fearful of making the necessary changes to their
physical setup. Many of us endure lives that we hate, for the same reasons,
when a bit of remodeling could make our lives a better thing.

Sixth, we need to be flexible enough to cope with the challenges that
remodeling brings. Like a battle plan, remodeling is going to have a lot of
changes after you get underway. Even with a good plan to begin with,
unforeseen circumstances will arise. We need to be "on-site troubleshooters" to
determine the best way to proceed.

Seventh, we need to persist until the project is done. It's said that one of the
signs of a good marriage is how well it can endure a home remodeling. In the
same way, one of the signs of a strong personality is how well we can endure a
self-remodeling.

It helps if we try to look at our remodeling effort as an adventure, not a chore.
Life should be an adventure -- and if it's not enjoyable, you're just not doing it
right.

Eighth, we need to start anew when the project is completed. Earl
Nightingale, in one of his tape programs, provided the example of a hotel owner
who works on remodeling one room at a time. When the remodeling was
completed, it was time to start remodeling the first room again. After a while, we
start to look at remodeling, refurbishing, and rebuilding ourselves and our
companies as a necessary part of preventive maintenance. Just as you change
your car's oil as a part of regular maintenance procedures, so you need to
occasionally make changes in yourself and your business. It's a mindset that we
all need to develop.

Ninth, don't throw away the important things. Many people forget this point --
and midlife crises, complete with red sports cars, new hairstyles, divorce
attorneys, and combovers are the result. In any sort of remodeling, we need to
remember that there are some things that don't need to be thrown away.

How much remodeling are you after? What options do you have? How much time
can you afford? Are you able to take time off work to concentrate on the



remodeling, or is this something you've got to do nights and weekends? Do you
have a plan? Do you have what it takes to start it, and finish it?

These are the questions we all have to answer -- but remodeling our businesses
and ourselves is something that we all have to do. The future belongs to those
who reach for it, and are prepared to greet it when it comes.

Copyright, 2001, by Daryl R. Gibson and Salesstar.com. All rights reserved.
Permission is hereby granted to re-distribute this document as long as it remains
intact with this copyright and all other lines remain intact. Join us at
http://www.salesstar.com.


