Mastery Success Samples(
Turning Great Ideas Into Action
The E-Myth Point of View in Action

System: LD-0080

	ABOUT YOURSELF

	Be proactive

	I always react rather than act; I am not able to look past the present and into the future.  Opportunities are never identified.


	I often find I’m reacting and “fighting fires” rather than anticipating future needs and changes. 
	About half the time, I act rather than react.  Problems arise even with the anticipation of future needs or changes.

	I often find I am acting rather than reacting.  When there are problems, however, I see them as opportunities.   
	100% of the time, I act rather than react; I never wait for problems to arise. I am able to look at the future and still stay connected to the present.  
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	Break out of your comfort zone

	I always stay with what I know even though it may be uncomfortable and painful; I never step away from the old and familiar.


	I seldom push myself to break out of my comfort zone; I just feel safer doing what has always worked before.  
	I push myself to break out of my comfort zone. About half the time, I will step away from the old and familiar to try new things and take risks, but I also recognize when I’m not doing this.
	I often push myself to break out of my comfort zone. I see the value of taking risks and try to see the opportunity that lies within each. 
	I always push myself to break out of my comfort zone, and step away from the old and familiar. I always get value and learn from new  opportunities.
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	Mistakes are a part of learning

	I always quit after failing.   I never learn from my mistakes and experiences.  I’ll try things once, but if it doesn’t work, I give up.


	I often quit after failing.   I view some of my  mistakes as  learning experiences, but not all of them.  
	50% of the time, I quit things if I have failed in trying them. However, I am learning from my mistakes and experiences. 
	I seldom quit after failing; I learn from my mistakes and experiences most of the time. 
	I never quit after failing; I always learn from my mistakes and experiences knowing that each mistake is a step closer to what will work.
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	ABOUT YOURSELF – cont.

	You only fail two ways…not trying or believing you’ve failed

	If I ever do try anything new and things go wrong, I always believe that I am a failure.


	I rarely try new ways of doing the job.  Most of the time, the things I try to do fall short anyway. 
	About half the time, I try new ways of doing the job.  I still need encouragement and am still apprehensive or afraid of trying.  
	Most of the time I am willing to try new ways of doing the job.  I rarely need encouragement.  
	I know and appreciate that if you don’t get into the race, you can’t win.  I never announce my failures and I never stop trying.  I always seek to do it better next time.
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	Every frustration is the result of the lack of a system

	There is always personal blame and “finger-pointing” going on in my business.  I never realize that my frustrations are simply the lack of a system.


	There is often an environment of blame; I rarely view frustrations as the lack of a system.
	About half the time, I resort to “finger-pointing.”  It’s becoming clear that every frustration is due to the lack of a system.
	There is rarely any personal blame. I can see that every frustration is because of the lack of a system, but I don’t always remember to act upon that belief.
	There is never any personal blame or “finger-pointing.”  I know that every frustration is simply the lack of a system, and I seek systems solutions to all the problems that arise.
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	ABOUT YOUR BUSINESS

	Your business is a reflection of you

	I completely disagree that my business is a reflection of me. Rather, I find that each employee is responsible for his/her own actions and it has nothing to do with me.


	I’m beginning to see that the business could be a reflection of me in some aspects – but I doubt that if I change, things around here will change, too.


	It’s evident that there is crossover in several characteristics between my business and personal life.  


	I believe that the business is a reflection of me.  If I find I’m disorganized, sloppy or lacking vision in my personal life, then it is mostly the same in my business. (I don’t always act on it if change is needed.)


	100% of the time, I see that my business is a reflection of me.  I find that everything here reflects my attitude and actions, so I know that being a role model is a big part of my job as the owner.
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	ABOUT YOUR BUSINESS – cont.

	Reaching your objective requires Strategic Work

	I never work ON the business; there’s just too much technical work I have to do and no one else can do it. Organizing, planning, and developing will never help me reach my Strategic Objective.  


	I seldom work ON the business as well as IN it.  I only rarely think strategically, but I am beginning to think that organizing, planning, and developing will help me reach my Strategic Objective.  
	I’m sometimes working ON the business while working IN it.  Thinking strategically is becoming more and more natural.  I believe that organizing, planning, and developing will help me reach my Strategic Objective.  I’m starting to analyze and refine our systems.
	About 75% of my workday is spent in strategic work. Systems for organizing, planning, and developing are in place and will help me reach my Strategic Objective.  
	I always work ON the business as well as IN it.  I am constantly thinking strategically.  We continually analyze and refine our systems.

	-10
	-9
	-8
	-7
	-6
	-5
	-4
	-3
	-2
	-1
	0
	1
	2
	3
	4
	5
	6
	7
	8
	9
	10

	Systems should be as simple as possible

	What few systems we have are not documented and are extremely difficult, if not impossible, to understand or follow. The skill level of those using the system was not considered in development. 


	Some of our systems are hard to understand; they are still complicated and are challenging to use.  
	Systems are becoming easier to understand and are not very complicated.  About half our systems are easy to use and simple.  
	Our systems are easily understood and are uncomplicated.  Most, but not all, systems are compatible with the skill level of those using them.
	All systems are easy to understand and follow. Every system is compatible with the skill level of the people using it.
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	ABOUT YOUR EMPLOYEES

	Orchestrated patterns are natural for people

	I never strive for consistency and predictability and don’t even see the need for it as long as the work gets done.


	I rarely strive for consistency and predictability.
	About 50% of our work is done with consistency and predictability.
	I often seek to get systems in place so that my people can strive for consistency and predictability.
	I always strive for consistency and predictability; I recognize the value of orchestration and having systems to follow. 

	-10
	-9
	-8
	-7
	-6
	-5
	-4
	-3
	-2
	-1
	0
	1
	2
	3
	4
	5
	6
	7
	8
	9
	10

	Take a fresh look at your employees

	My employees never feel challenged with assignments that allow them to stretch.  As the owner, I never offer encouragement nor do I truly believe in my employees’ abilities to excel; I figure people will do only what needs to be done just to get by.


	My employees seldom feel challenged by their jobs.  As the owner, I rarely offer encouragement because it falls on deaf ears – things rarely improve.  I almost never set the same standards for myself.
	My employees  feel challenged with assignments about half the time.  As the owner, I occasionally offer encouragement and believe in my employees’ abilities to excel.  
	My employees frequently feel challenged within their job responsibilities and they seem to enjoy new opportunities. As the owner, I give some encouragement and I most always believe in my employee’s ability to excel.  
	My employees always feel challenged with assignments that allow them to stretch.  As the owner, I always offer encouragement and believe in my employees’ abilities to excel.  I set the same standards for myself 100% of the time.
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	You can and should delegate

	There are no systems in place that enable employees to have more duties and responsibilities.  I am never freed from the day-to-day tasks; I always abdicate and never delegate.


	A few systems are in place that enable employees to have more duties and responsibilities.  I am still tied to most tasks because I believe they are ones that only I can perform.   
	About half the time, systems are in place for enabling employees to have more duties and responsibilities.  Delegating and abdicating are 50/50.
	More often than not, our systems enable employees to have more duties and responsibilities.  I am usually freed from the tasks that I previously thought only I could perform.  Delegating is the norm instead of abdicating.
	All systems are in place to enable employees to do the technical work of the business and to take on the majority of the responsibilities.  I am always freed from the technical tasks; I always delegate and never abdicate.
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	ABOUT YOUR EMPLOYEES – cont.

	Involve your employees

	Employees are never involved in the orchestration, documentation, and strategic development of the business.  Employees never feel like they can grow and do not feel valued.  


	There are a few employees that are involved in the orchestration, documentation, and strategic development of the business.  
	About 50% of the employees are involved in the orchestration, documentation, and strategic development of the business.  More and more employees feel like they can grow and feel valued.  
	Most employees are involved in the orchestration, documentation, and strategic development of the business.  
	All employees are involved in the orchestration, documentation, and strategic development of the business.  All employees feel like they can grow and feel valued.  
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	ABOUT YOUR CUSTOMERS

	Unconscious needs and emotions drive customer choices

	Our products / services are never positioned to appeal to the unconscious and emotional needs of our customers.


	Our products / services are rarely positioned to appeal to our customers’ needs.
	 50% of the time, our products / services are  positioned to appeal to the unconscious and emotional needs of our customers.
	Almost all of our products / services are positioned to appeal to the customers’ needs.
	100% of the time, our products / services are positioned to appeal to the unconscious and emotional needs of our customers.
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	Complaints are opportunities

	I do not believe in listening to our customers; their position on things just doesn’t matter.


	Customers are infrequently listened to and I seldom even try to understand their position.  
	About half the time, I take customer complaints as opportunities.  When I do listen to them, I understand their position, and sometimes even learn from their complaints.
	I listen to the customers and I understand their position.  I have learned a lot from customer complaints and most of the time, I use them to make changes in our  systems.
	I always take customer complaints as opportunities for improvement.  I listen to every customer. I always learn something from customer complaints and use everything I glean to improve our company’s systems.
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	ABOUT YOUR CUSTOMERS – cont.

	Value and service are more important than price alone

	Our products / services are never perceived as a great value.  Price is always an issue.  Great service and improved products are never emphasized.  


	Our products / services are rarely perceived as a great value.  Price is frequently an issue.  Great service and improved products are seldom emphasized.  
	About half the customers report that they perceive our products/services as a great value.  Price is only an issue about half the time. Great service and improved products are being emphasized more and more.  
	Our products / services are often perceived as a great value.  Price is rarely an issue. Great service and improved products are constantly emphasized.  
	Our products / services are always perceived as a great value.  Price is never an issue.  Great service and improved products are always emphasized and appreciated by all our customers.  
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