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Positioning Success Pre-Release Bonus Material 6
Five Rules for Blockbuster Reporting
Excerpt from Retaining Success (to be published August 2008)

Your reports can provide value and be the basis for proactive strategic and tactical responses if they are constructed around your Pulse Points.  To create value, consider these five rules for blockbuster reporting:

Rule 1: The Higher You Go, the Less You Show.  As information progresses up the ladder, gatekeepers make their own decisions when paring down reports and information because senior management is always busy.  Take control by providing an already slimmed-down version of the information.  Use your Pulse Points to focus senior management’s attention to the truly important trends, accomplishments, and solutions.

Rule 2: If You Tell Your Boss Good Things, the Boss Will Tell Other People Good Things, About You.  When the results warrant it, make sure your report clearly indicates positive impacts made by your team and who on your team created that success.  As it relates to your Pulse Point items, always find the victories and make sure they are included in your upstream reporting.  With this information always at their fingertips, senior management will spread the good news about your team’s effectiveness.

Rule 3: Be Sure the Information is Honest, Factual, and Understandable.  Develop a clear, concise, easy-to-understand format to convey information.  When troublesome information is part of the report, make sure you include your action plan for resolution.  Senior management can accept bad information much more readily if solutions have already been developed to solve the problem and to prevent its reoccurrence.  Your credibility is protected if bumps in the road get communicated, rather than held back.

Rule 4: If You Show Them, You Own Them.  Consistent, accurate, and honest reporting establishes your credibility.  Your accomplishments open the door to senior management notice, however your open communication of problems along with your plans for remediation is what solidifies your value to senior management and the organization.  As senior management comes to depend on your flow of critical Pulse Point information, your team’s value to the organization (and senior management) grows.

Rule 5: When There is No Noise and Everyone’s Content, that is the Time to Market the Fact that “There Is No Noise.”   When daily operations run smoothly, senior management won’t notice your efforts—unless you tell them.  Market your success through the green status of your critical Pulse Points.  Let them know why the area under your responsibility is running so smoothly.  If you don’t report it, they may not know it.  Your responsibility to your team is to continually market their accomplishments upstream to enhance their perceived value to the organization.

Simplify the information in your upstream reports so it will be easier to remember.  Borrow the critical components from your Pulse Points when developing your information format.
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