Book Insights:
The 7 Habits of Highly Effective People – Part 2
By Curt Clinkinbeard

We continue this month with the review of Steven Covey’s classic bestseller, The 7 Habits of Highly Effective People. Last month’s article discussed the book’s introduction and first three habits, which Covey describes as “private victories.” If you wish to review the article from last month, back issues are available at www.smallbizmonthly.com.

Habits four, five and six, describe “public victories,” which leverage on the internal work (looking at yourself) that went on with habits one (be proactive), two (begin with the end in mind), and three (put first things first). The first three habits, according to Covey, develop independence, or the ability to be effective yourself. Habits four, five, and six develop interdependence, or the ability to be effective interacting with others. Covey contends effectiveness requires both, and that independence is the necessary precursor to interdependence. 

Habit four asks the reader to “think win / win.” The premise being that long term success is based on mutual value. If one party is slighted, at some point effectiveness dwindles. To illustrate, Covey introduces the “emotional bank account,” a concept which tracks deposits and withdrawals in any relationship. When the account is full, small withdrawals can be taken without impacting the relationships. When emotional bank accounts are overdrawn, effectiveness can be obliterated. 

Covey suggests six deposits to emotional bank accounts, including (1) understand the individual, (2) attend to the little things, (3) keep commitments, (4) clarify expectations, (5) show personal integrity, and (6) apologize sincerely when you make a withdrawal. Making deposits, whether personal or business, allows the relationship to become very effective and produce great benefits. 

The fifth habit urges the reader to “seek first to understand, then to be understood.” Or restated, “listen before you talk.” Be as interested in knowing the other person’s perspective as you are in sharing your own. Poor communication skills challenge effectiveness and good listening skills are imperative. Covey points to the common practice of people either talking or preparing to respond instead of listening intently. Obviously, this leads to misunderstanding, wasted time and a lack of progress. 

Apply this to business. If you run a company with only the perspective of your own profits, the market will pick up on this and your business will suffer. However, looking at the world through your customers’ eyes, as an employee would, or from the perspective of an investor, helps you find better solutions producing positive outcomes for all. (Habits four and five are very closely related!)

Habit six encourages us to “synergize” and take diversity of perspective, background and skills and use that our advantage. The independence to interdependence progression as described above - the first three habits laying the foundation for the last four - is illustrated in the sixth habit showing that individual effectiveness is enhanced by combining our own unique skills with those of others. To evolve farther than our own boundaries, we must be adept at synergistic collaborations. 

The seventh habit urges the reader to “sharpen the saw.” The author uses the analogy of trying to cut down a tree with a dull saw. The ineffective person, so busy with cutting down the tree, may fail to stop to sharpen the saw; being busy instead of effective. Covey’s point is one of continuous improvement and renewal. The world moves rapidly and skills leading to effectiveness today may be different tomorrow. 

Covey’s “7 Habits” is a smart book which shares basic, but important principles; foundational ideas that profoundly impact long term effectiveness and outcomes. “7 Habits” was once mentioned as the second most cited book by executives for the positive influence on their careers; it second only to The Holy Bible. If you have not done so, pick up a copy of Covey’s classic for yourself!
Curt Clinkinbeard is the Regional Director of the University of Kansas Small Business Development Center, which provides free and confidential business counseling to existing and prospective entrepreneurs, as well as low cost seminars. Curt can be reached at 785-843-8844 or curt@kusbdc.net.
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