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Developing individuals and organizations one milestone at a time

Getting Buy-In

When Milestones CEO Brett Miles
3peaks about getting buy-in, people react
‘WO ways.

1. They get it.
2. They buy into the concept.

Take the recent American Society for
Quality convention in Irvine, California.
Seventy members who make quality
control their business caught Miles

oitch. As Brett described: “Getting buy-
n is about people collaboratively finding
solutions that are mutually satisfactory
and act to bring about change. The
giggest problem people have with
getting buy-in’ isthat they don’t want to
manipulate anyone. Instead buy-inis
about serving people, identifying their
ndividual needs and benefits and
figuring out how to partner and
collaborate.”

‘It was right on,” said Dave Nagy of
Bolero Associates LLC in Orange,
Cdifornia. “He delivered it in away that
Nas easy to understand so that
darticipants could put buy-in into
oractice.”

Talk Of The Town

The speech title that drew such top
‘eviews was “ Getting Buy-In: The
Essential Business Skill”, atopic Miles
<nows cover to cover, having written a
‘Buy-In" book that will hit stands in
2006. Hiskeynote is that executives can
Jet team members pulling in the same
direction if they get them to buy into a
arogram. That happens when we seek
first to understand what another person
needs. Asking questions that seek
Jnderstanding, then listening with
ampathy and concern are the first steps
Jown the path of gaining buy-in,” Brett
shared.
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Nagy felt especially in tune singing
high praise after the speech. He works
on two tracks — as principal owner of
Bolero, atraining and consulting
company of 25 employees,; and as
program chairman of the Orange
Empire Section of ASQ, which
educates members to upgrade skills and
cut down on waste.

Nagy said that with Bolero, “If | don’t
get buy-in for projects and proposals,
I’m in trouble. Getting buy-in helps
with new ideas, new ways to do work.
Brett's talk was very much needed. |
don’t think you can deliver on
expectations without buy-in, so it’s
absolutely critical.”

Asfor what ASQ’s Orange Empire
attendees took back to the office after
Miles message, Nagy responded: “|
also don't think an organization can be
successful and grow unless the CEO
and COO have avision and sell that
vision to employees. Buy-inreally
helps the organization achieve the
vision.”

Nagy’ s experience with people and
business helped him connect with Miles
while the Milestones founder spoke at
an Association of Professional
Consultants convention in 2004. “His
ability to interact with the group as well
as his message made him unique,”
Nagy said. “It was very well done.”

Cindi Manning is a quality engineer at
Jazz Semiconductor, in Newport Beach,
CA, making sure chip orders meet
requirements. She was so jazzed by
Miles speech that she wrote her next
office email with atone of getting buy-
in. A colleague was late on approvals,
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Brett

Miles attended the Fielding
Graduate Program seminar for Ph.D.
students during January 10-14. Once
a year, the School of Human and
Organizational Development (HOD)
community gathers in Santa Barbara
for national sessions designed to
support students’ progress in the
doctoral program and strengthen the
HOD learning community. Brett Miles
attended workshops, worked on his
dissertation committees, and
participated in a variety of learning
activities.

Madelon Miles attended the Target
Training International, Ltd. (TTI)
Winter Conference in Scottsdale, AZ.
TTI, a research-based company that

produces assessments regarding
Behavior, Values, and Thinking
Capacities.

Madelon also went to Winston-Salem,
NC, to become certified on the FIRO-
B instrument that measures team
members interpersonal skills with the
goal of improving the effectiveness of
teams and identifying the strengths
and weakness of individuals’
leadership styles.

Milestones 2006 Open Seminar Dates:

Wednesday May 24, 2006
Thursday August 10, 2006
Thursday November 28, 2006

Call 310-230-0350 to register.
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Continued...

and she posed her note as a question. “It’s about getting
fellow employeesinvolved,” she said of her new direction.

Ed Matthews, a Six Sigma leader for Honeywell, Inc. in
Buena Park, California explained, “Brett brought in practical
axamples and spoke in away that an audience can
Jnderstand. He wasn’t complicated and kept the audience
angaged by using the right amount of humor.”

‘The people there were from different backgrounds. I'min
service, but most were in manufacturing. He put everything in
afashion that connected with anybody.

‘When | got back to the office, | mentioned what | learned to
adistrict manager, and he said | should make that
oresentation to our sales team.”

Buy-in, said Matthews, “can be applied to anything. | have a
ounch of stakeholders, and this helps when | make a
aresentation to get them to buy into change.”

‘In the business world it’s very important,” said Matthews.
‘When you’ re dealing with customers, you' ve got to make
sure they have an understanding of everything so that they
auy into the process.” “Buy-in,” said Matthews, “helps get
funding, orders, acceptance of projects. Brett did great.
Hopefully he’ll come back. ”

Milestones Performance Management System
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“When you’'re dealing with customersin
business, you’ ve got to make surethey have an
under standing of everything so that they buy into
the process.”

-Ed Matthews, Honeywell Inc.

Coach’s Clipboar

Using L earning as a Coaching Strategy

Tip:

Author, Peter Senge, helped launch the concept of the
learning organization and its competitive advantage in
his book The Fifth Discipline. As a leader, you can use
learning as a strategy for coaching your people. Here's
why and how.

Thereason you want to model lear ning while you coach

your employees is that a state of learning creates high
performance. You want employeesto learn to be more

aware and to behave effectively. Learning leads to
change and that leadsto competitive readiness.

Demonstrate learning by entering a state of genuine
curiosity. Be curious about the situation and challenge
at hand, what the employeeswant, and how best to move
forward. Ask your employeesto be curious too. Have
them wonder about the situation, problem, and possible
solutions. Explore together. Make it a cooperative
curiosity that leadsto co-created actions.

Notice how problems get resolved morereadily. Watch
the increased employee owner ship in the solutions. Use
curiosity and lear ning to coach mor e effectively.
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