Scarcity vs. Abundance

Introduction written by Kathy Igoe,
Article excerpt’s of Kimberly George

One of the most challenging issues that Michigan is facing today is scarcity. Thinking, feeling and
acting from the space of scarcity results in restraint, withdrawal and fear. Scarcity thinking causes
businesses to fail to invest in their infrastructure, fear expansion and avoid dreaming about tomorrow.
This causes a trickle down effect which is felt within this BNI group on Casco & Sons construction
company, Brian’s Office Furniture Solutions, Dennis’ voice-data-internet service of McLeod USA,
Fred’s communications IHC Solutions, Shel’s Electric Co, Inc., John’s Ryder Security Inc. systems
and so on.

This way of behaving is contrary to the first rule of investing, especially with “value” stocks: you buy,
buy, buy when the price is low and it is out of favor! For example, when Tylenol had its poison pill
crisis in 1982, the stock market constricted and their market share collapsed from 35% to 8%.
However, the inherent value of the company, its products and services, actually had not changed. It
was the market “scare” that drove down the market share and stock price. Anyone who invested in
Tylenol stock during the scare made out like a bandit later as Tylenol’s market share rebounded in less
than one year. Michigan and most of its businesses have high inherent value; now is the time to invest!

Scarcity behavior impacts individuals and networking communities like BNI in other ways as well.
Below I present excerpts from Kimberly George’s article, “7 Key Ways Scarcity Sabotages
Networking” (read Kim’s full article attached to the BNI group email).

Seven key illusions that hold us back during networking. Do any of these get in your way?

1. The illusion of not enough — “I’m not good at small talk.”
2. The illusion of comparisons — “If I could just be like Jim.”
3. The illusion of struggle — “Networking is too much work.”
4. The illusion of time — “I’ll try networking when I have more time.”
5. The illusion of control — “I can’t go into a room where I don’t
know anybody.”
6. The illusion of hope — “If I show up at a networking event, I’ll get
more clients.”
7. The illusion of certainty — “If [ knew I’d get business, I’d go.”

What can you do? To begin with, you must realize these illusions keep you playing small, scared or
intimidated. You can make a conscious choice, take action in spite of these fears and illusions, and
invest in yourself based on your inherent value. Your abundant value!

Abundant networkers:

o Seek to build relationships rather than complete transactions
See people they haven’t met as future friends instead of strangers
Networking events as full of possibilities, not threats
Have a networking plan and strategy instead of just showing up and winging it
Understand that what they put out into the world will come back to them, directly and
indirectly.

o O O O

Which kind of Michigander, business owner, networker and individual do you choose to be?

Kimberly George is the founder and CEO of the AQ Institute, a pioneer coach for the Social Capital & Networking
community, and dean of The Referral Institute’s Directive Coaching School, and author of the book, “Coaching Into
Greatness.” Visit www.coachingintogreatness.com
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7 Key Ways Scarcity

Sabotages Networking

People in scarcity see the glass as half full.

By Kimberly George

sabotages goals, results, and
success. It keeps us from bringing our
best selves to the networking experi-
ence. This article will show you how.

Seven key illusions

I have identified seven key illusions, or
indicators, of scarcity mentality that
hold us back during networking. Are any
of these illusions hampering your net-
working efforts?

The illusion of not enough. “I'm not good at
small talk.” This illusion is characterized
by the belief that who you are isn’t
enough, so you need more—moreinfor-
mation, more time, and more educa-
tion. This illusion brings about a fear
that you have nothing interesting to say
and nobody will want to talk to you.

The illusion of comparisons. “If I could just
be like Jim, I'd be a better networker.”
This illusion causes you to look outside
of yourself for validation, acceptance,

and approval from others. We model
ourselves after people we think we
should be like, instead of being like our-
selves, which is more appealing. This il-
lusion makes you fear that you can’tbe a
successful networker because you're not
as outgoing as your co-worker.

The illusion of struggle. “Netwaking is too
mu ch work.” People stuck in this illusion
make things harder than they have to
be, resist opportunities coming to them,
and are typically distracted by over-
achieving. This is exemplified by treat-
ing networking as hunting, not farming.
This illusion makes you believe that un-
less you give your business card to every
single person in the room, you won'’t be
a successful networker.

The illusion of time. “I'll try networking
when I have more time.” This illusion
keeps us stuck in the past with bad ex-
periences, or holding out for the future,
thereby missing the opportunity of
what we can do today. This illusion gives
you a fear that because your last net-
working experience was less than per-
fect it means networking isn’t for you.

The illusion of control. “I can’t go into a
room where I don’t know anybody.” This
illusion convinces us that all conditions,
timing, and opportunities must be per-
fect before we can act. Perfectionism
runs rampant in this illusion. This illu-
sion fuels the idea that if your co-work-
er is unable to go to the mixer with you,
you won't go either.

The illusion of hope. “If I show up at a net-
working event, I'll get more clients.”
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Hope is a source of scarcity when it
keeps us waiting for someone or some-
thing else to make things happen for us,
instead of doing what we can do. You
can have the best product or service in
the world, but if no one knows about it,
you won’t have any sales. This illusion
has you hoping that going to a mixer,
but doing none of the preparation and
researchto maximize your opportuni-
ties at the event, will get you business.

The illusion of certainty. “If I knew I'd get
business, I'd go.” People who struggle
with this illusion need to know an out-
come before they can do something. Life
does not come with a money-backguar-
antee. The more prep ared you are, the
greater confidence you will have about
your experience. This illusion makes
you fear that youwon’t know anyone,
and you will spend the whole evening
holding the wall up, looking like a fool.

Did you see yourself in one or more
of these illusions? Don’t worry. There is
a solution. Successful networkers are
abundant networkers.

The first step you must do to transi-
tion to an abundant networker is to re-
alize that each of the illusions keeps you
from doing what youcan do. They keep
you playing small, and they keep you
scaral or intimidated. Most important-
ly, the illusions keep you fromexpress-
ing yourself and that is an essential skill
of abundant networking.

The next step is to identify which il-
lusions are stron gest for you. When you
think of networking, what do you say to
yourself? Are you excited or are you
filled with dread? Those feelings point
toward your scarcity.

Once you've identified a networking

fear, you need to ask yourself:
o What is this fear grounded in? What
evidence or proof do I have that this is
real for me? (99.9 percent of the time,
you will have no evidence whatsoever.)

TDMarch 2006 83



TDEVELOPMENT!

e How does thinking this way serve
me? (Most likely, you will quickly realize
that your thinking is just fear and you
can make a conscious choice to think
and act differen tlyin a way that serves
you better.)

These two questions are simple, yet
powerful. They provide the awareness
you need to move from scarcity thinking
to abundant thinking.

Let’s explore abundance a little bit
further. In addition to having the ability
to be who they are in the world, abun-
dant networkers embody the following
aptitudes:

o self worth—they understand and
demonstrate, with a quiet confidence,
that who they are is more than enough

o ceffectiveness—they prepare for net-
working events in advance, such as ask-
ing for introductions, creating goals of
who they want to meet, and utilizing
business cards, contact management
software, and name tags

o selfexpression—they know how to talk
about what they do and how they add
value; they are not stalled by the ques-
tion “what do you do?”

e actualization—they practice the art of
engagement, not only going to network-
ing events but following up to build long-
term relationships that bring referrals
and countless other benefits

o surrender—they let go of seeking a
quick fix, understanding thatrelation-
ship building is a process that takes time,
energy, and attention

e significance—they do what they can,
consistently and with energy and enthu-
siasm, understanding that the power of
networking is in being yourself when it
matters most (which is all the time!)

e inquiry—they are naturally curious
and interested in the people they meet,
and adept at listening and utilizing ques-
tions to draw others into conversation.

Abundant networkers seek to build
relationships rather than complete
transactions. They see people they
haven’t met as future friends instead of
strangers. Networking events are full
of possibilities, not threats. Abundant
networkers have a networking plan and
strategy instead of just showing up and
winging it. They understand that what
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they put out into the world will come
back to them, directlyand indirectly.

Most importantly, remember this:
People in scarcity see the cup as half
empty. Positiwe thinkers see the cup as
half full. But people in abundance see the cup
as aerflowing.

Which kind of networker are you?

Kimberly George is the author of the upcoming
book, Coaching Into Greatness, which is the
premise of this article. She is the founder and
CEO of The AQ Institute, a pioneer coach for the
Social Capital & Networking community, and
dean of The Referral Institute’s Directive Coach-
ing School; kim@coachingintogreatness.com.
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