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I, \'C work d extensively in thc grccn industry, and hear one comment over and
over from grccn indu try profcs ionals: "l Iow do I motivate my team IIow can
I gct them to take owner hip?"

Taking owner hip is mor than ju t words on papcr or a badge. On my \\'ay to a
speaking cngaacmcnt, I went into a convenience tore in Illinois, \s 1 walked up to thc
count r, Inoticed that the sal s clerk had on a badge that said, "I'm an own r!"

'\ hazam!" (Since m) last name is \laybcrf), "Shazarn" fitsl) l lcrc \\a a company
that under tands m) concept of team members taking own rship! I looked at the cI r],
and cxcitablx asked, "What docs that badzc mean?"

'1 he clerk looked at me, looked down at thc badgc, looked bad up at me and aid,
"I don't know. 'lhc, ju t told me I had to wear it." at cxactl, the rcspon: c I wa look-
ing for!

'10 build a dream workforce, you must get your team to think and act like cntrcpre-
ncur \\ 1'1'111 your organization. 'I he) must talc owner hip.

I Icrc's m) definition for an "entrepreneur \\ ithin an organi/ation." Entrepreneurs
are enterprising, u tomcr-focused risk takers, \\ ho don't kno« how to think mall,
hold th mselvcs accountable for e\cr) thing the) do, make \\ ork fun for thcms hc and
e\"ef) one else, and keep lcaruina until the da) the) die.

Let's analvze thai definition, one part at a lime:
nterpri ing. I':\cf) ports turf profcs ional undcrstand that "profit" i: a sood

thins. E\cf) one of your team members must realize that their job is part of a biager
picture, and that picture is funded by a profitable organization.

II tomer-focu ed. You may have noticed that I capitalized the \\ord" ustomcr"
in Ill) definition. Customers dcscrv all thc attention we can aivc them. In m) book,
"Buildinz the Dream \\orHorce," I talk about a company that puts "Broueht to you b)
our ustomcrs" on th flap of each paycheck envelope. '1 hat's \\ ho brines ) ou and
your team your paycheck -your Customers:

'1 here arc two types of ustomers, Internal and [.: ternal. Th Internal ustomcr
arc your team members. [10\\ ) CHI treat them helps them understand hov, to treat your
I·:\tcnldl Cu tomers, the ones responsible for your paychecks! Ircat your Internal and

E. lerna I Customers \\ Ith respect, apprccia tion, and
rcsponsivcncss-e w ith plenty of hazam!

Ri. k taker, '10 improve, )OU must
act your team to chance. ot for

the sale of ch.mzc. but to
break out of vour comfort

zones. Your team probably
rc I'>h chanzc, but) au

must act them to
tn ne\\
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always secking improvement. If change did not happen, we'd till bc pulling a mowing
device behind a mule.

Don't knov hov to think malL group of retired rental indu try profc ionals
wa im itcdto speak at an indu tf)' event. Each of thc four pan l mernbcr on this
panel had run a \'ery ucccs ful rental company. The discussion wa t rrific, a each
panel member an wcrcd que. tion from the moderator and the audi nee, Th la t
quc. tion was the most important question of the night, and th moderator wanted each
panel member to give an independent an .wcr not one that wa ba cd on what hi or
her fellow panel members aiel. :0, each panel m mbcr \\ rotc hi or her answer on an
index card. The que tion: "What i thc biggc t mi tak y u made in bu inc s?"
\\'ithout seeing each other's an wers, e\ef) pancl m mber had cxactl, the 'am
an wcr! "I did not think big enough!" Is your t am thinking "big enough?"

Hold them elve accountable for everything th do. There is a fine line between
"blame" and "accountability." I hay client. in a wide variety of indu trie and I u uall,
find too much blame, and rarcl, find enough accountability. Evcryon mu t b h Id
accountable. There i no room for blame.

!fake work fun for him. elf or h r elf and everyone el e. \rc you having fun? Is
your team? \\orling w itl: nature mu t be terrific; however, an) job has moment that
arc not fun. \s a leader, you must make sure that your team i: having fun. ot to the
point that work doe. n't act done, but so that c\"eryone is more productive b) havinz a
mile on their face.

e p learning until the da the die. \Iost of your workfor c looks just Iike I did
w hcn I graduated from hich chool (and collcge)-bor d of ducation! It took me
lear to realize how important it is to be a lifelong learner. About 15 )ears after I
sraduatcd from college, a business partner gm c me a ct of tapes about negotiation
skills. 1 did not want to listen to the tapes for two reasons. Fir t, I did not want to
pend time listcnine to a series ofbu incs tapes bccau e I kne« 1 would bc bored to

death. 'econd, I alrcudy knew C\ er) thing I needed to knov about nczotiation. But
since m) partner had spent '70 on the tapes, J Ii toned. 'J 0 Ill) amazement, the
tapes were fun and educational. \nd J did 0'1' know "cry thing about negotiation.
I heard thing that Ill) e\\ York and 1.0. \naeles \ ndor \\ rc usina on me that I
was not even <1\",1[eof! IIO\\ can )OU act JOur team to be life-lone learner and have
fun doi ng it?

Your crew could be the best place to work in town. B) teaching )our team how to
act and think like entrepreneurial thinkers and doers, you \\ ill build a dream work-
force. Recruiting and rctaininz team members \\ ill become ca icr, a thi entrepreneur-
ial culture srows. \nd you won't need a badzc to prove it! ST
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