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HOW TO GET WHAT YOU WANT FROM PEOPLE
LIFE LESSONS for BUSINESS OWNERS

In my role as a business coach, I have the pleasure of working with different companies of every size, 

revenue and employee count. The one roadblock that I keep running into with all of them is that team 

members keep waiting for their peers to behave how they want, rather than just telling them.

For some reason, these individuals have a habit of treating peers like mind readers, expecting them to 

anticipate exact wants and needs. This always leads to frustration on both sides.

Whether it’s leader to direct report, peer to peer, salesperson to prospect, account manager to client 

or even spouse to spouse (this one can be a bit tricky, so be careful!), wouldn’t it be easier to tell people 

exactly what you want from them? Then they’ll actually know what you’re expecting without any of the 

guesswork. Communication is key to making sure that everyone is on the same page.

For example, a client told me one of his biggest issues was not getting referrals from his existing client 

base. As we began to talk through his organization’s proposed referral program, everyone started to 

come up with ways to make it easier for clients to give referrals and to incentivize them and make the 

process more appealing.

I finally asked what would happen if they asked for a referral right now, and everyone looked at me like 

I had two heads. Apparently, they saw it as taboo to ask straight out for the referral. You could have 

knocked me over with a post-it note.

I also had a one-on-one conversation with a larger firm’s founder and CEO, who was concerned about 

one of the members of his leadership team. He said that the leader “is very well-liked, friendly and a 

great guy,” noting, “He knows his role very well and overall he does a very good job. It’s just that I’d like 

to see him work with more of a sense of urgency, and I don’t know if he has it in him?”

Well, being the “master of the obvious” coach that I am, I said, “How about you tell him that word 

for word and then see how he feels about it? Chances are he doesn’t know that he is not working as 

urgently as you’d like, and only after you’ve let him know very specifically what you have observed can 

he begin to make those changes you are seeking. He needs to know what the expectation is before 

he can begin to deliver it to you.”
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Sometimes, the most effective approach is the simplest and most direct. So here are four simple ways 

to improve the communication both within your business and personal relationships:

1. BE SPECIFIC.

Talk about exactly what results you want, and share with that person what it takes to get that result. He 

will let you know if it can be done or if help is needed. Either way, there won’t be any confusion about 

your expectations.

2. ASK IN PERSON.

Emails and text messages are too easily ignored and misconstrued. Go see someone in person or, at 

the very least, via a video call. That way, she can see that you’re concerned about the results you want 

and that your intention was not to personally attack her or her character. Follow up that conversation 

in writing with an email, and then look forward to the activities and results to come.

3. ASK EARLY AND OFTEN.

This is the new mission of my upstart referral-based company. Don’t wait until a problem gets out of 

hand or you’re overdue on a project to share with others what you need from them. Include others in 

the process to make sure you can accomplish the task without any mishaps or surprises.

4. EXPRESS GRATITUDE.

Now that you have gotten much better at communicating in a direct and real way, make sure that you 

say “please” and “thank you”—and mean it. Positive reinforcement is an important step to have direct 

conversations, receive feedback and attain success with coaching.

It seems so simple, this idea of being honest and direct with people, but it is rare—and sometimes 

shocking—when it is done face to face. Making this kind of communication the standard inside of your 

place of business, or inside of your home, can make your everyday life much less challenging and 

provide stability in your relationships.

Now that you have a better understanding of how to be direct and specific, go out into the world and 

help make this the rule, not the exception.

This article originally appeared in SUCCESS.
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The Petra Experience is like a Mental Marathon of focused effort to create a 

specific set of priorities and a planned proccess to achieve them... as a team.

Looking to change your business life - forever?

The daily grind of growing a business is tough… it doesn’t have to be that way. We work 

from our own business experiences while focusing on your business – as coach and 

an accountability partner. We implement the Petra Process in a way that ensures it 

“sticks” then we stay engaged to keep you on your path to success and less frustration. 

We don’t want this to be just another thing you start – then it gets ignored and finally 

dies… let’s stop that cycle in your business. The Petra Program ‘clarifies’ what is most 

important to be done – by whom, by when – AND creates an accountability structure 

to ensure IT GETS DONE.

THE PETRA EXPERIENCE


