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VAdVISENS come'in many forms

S
~| Content experts

" Proce S'ddVISOrs
Networking advisors

The Rich and Famous
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SAdViSers doimiore than advice

Advice
Moral support
,‘ A sympathetic ear
Sounding board
Outside perspective
“Manage the manager”
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Relationshipsrhave a Lifecycle

\ p

ROMONGES

=

The Relationship

Separation
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/' IndRadvisorsiintelligently

ol

needs & goal

Rare places

Network, network, network!
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& Reject some candidates

L o

Rich/Famous isn’t skill

L4Skill isn’t advice

AdVice isn’t fit
Filter on substance

Filter on values
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dﬂi&'ﬂ,J balanced advisory board

> 2
Operations, Marketing

People, Process

Internal, External
Planning, Action

Dreamer, Realist, Critic
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g antisome advisors ... yet.

k\ Commitment level

n

Stage of venture

Other advisors
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ihe Chase takes work

S
Dialog; twoe-way understanding

Sunditrust
Create mutual value
Flowers (and payment) optional

Patiencel!
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Groundirulesiease the future

_ 1 ‘* -
Decision making

Deliverables expectations
Payment—when is meter running?
Accountability

Relationship management

Separation
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£ pnships'need attention

S
" Details matter!

Relationship check-ins
Maintain the emotions
Mutual advising

Beware e-mail!
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Acknowledge them

S

PKnow their "WIFM”

Useith 8ir advice

Credii: where credit is due

(or sometimes not due!)

Use their name
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VAGKNHiDWIEeddge them more!

— II’

gl Ou:

e |
Funlw ids, postcards

Relevant articles

It's about recognition; not money!
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fage the Relationship

S
ess is more”

Background materials
Prepare
Keep your promises

Know their boundaries
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“Somenadyvisors have conflicts

. 1
|
L

Board of Directors

In&stors

Lawyers

Paid advisors

© 1999, Stever Robbins http://www.SteverRobbins.com Harvard 2/99: Slide 15




IVErSErRdyvIsers heed managing

ol

apping domains

Facilitate

Order your interactions
Pre-frame board meetings
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Planrferdisputes

o

“count to 10...”

_jesce ate to mediation

when do we separate
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laniforseparation

S

Relationships end

‘B .
Owg@h iIssues

Outstanding obligations

Confidential information
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Q,IQ ISprSHarentrepreneurial tool

- 2

Entrepreneurship

The pursuit of opportunity beyond
o

>

th sources you control.
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pihe vVerstek Group

e advising and coaching

http://www.SteverRobbins.com

Stever@SteverRobbins.com
(617) 491-7638
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