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Theory of Constraints - Ask Dr Lisa Newsletter

We have dramatically REDUCED THE PRICE of our ON-LINE Mafia
Offer Boot Camp! Hope is NOT a strategy for increasing sales! Get a
real strategy —> www.MafiaOfferBootCamp.com

The Goal was made into a movie and it's on SALE until
Dec 31, 2009 ($250 off).

POOGI #54: We are continuing our series based on The Goal by Eliyahu M
Goldratt and the Theory of Constraints. {This series was co-written with Brad
Stillahn}

Brad: You're making the case for people expressing their concerns
whenever a solution is presented? That this is a good thing? Doesn't this
slow down the whole process? If I have a good idea-and as a business
owner, it goes without saying that all of my ideas are great ideas-why
shouldn't I just have everyone go implement?

Dr. Lisa: We weren't taught how to deal with the situation where
someone presents an idea, and we have a concern to express about the
idea. In Theory of Constraints (TOC), we call the process "Negative
Branch Reservations". It is part of theTheory of Constraints Thinking
Processes. There is a straightforward logical process for doing so. And
yes, it is an important part of processing each and every solution, and
getting your people to buy-in once all the reservations have been raised
and dealt with.

Oh, by the way, a lot of your ideas aren't so hot before we had
addressed my negative branch reservations. Don't you remember...?

Brad: Never mind about that. Explain the process, please.

Dr. Lisa: First, let's agree on the criteria for a good solution. The
presenter should feel good about offering an idea or solution to a
problem. If someone responds by saying "let me think about it", he or
she should honor that agreement and does think about it. By thinking
through the concern, we get the benefit of the idea and block potential
negatives, thereby becoming better managers, and getting better
results.
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Brad: S0 the old adage, "an ounce of prevention is worth a pound of
cure'".

... to be continued in Part 55.

Here's to maximizing YOUR profits!

Dr Lisa
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Back issues can be found at:
http://www.scienceofbusiness.com/free-stuff/free-newsletter.aspx
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email: DrLisa@ ScienceofBusiness.com

A N N Y N A AV W N W N N YR Y Yo Y R VI N W N P W W, VN

Science of Business Seltt mplementafion Grovp U

If this email was forwarded to you by a friend and you would like to get your own copy,
please click here: add me to the list!

| 30in Our Mailing List! |

Forward email

Email Marketing by

<] SafeUnsubscribe ® o

This email was sent to drlisa@scienceofbusiness.com by drlisa@sciencecfbusiness.com. ..'15_ j

Update Profile/Email Address | Instant removal with SafeUnsubscribe™ | Privacy Policy. Constant Contact”
TRY IT FREE

Science of Business | 3845 Forest St | Denver | CO | 80401

http://ui.constantcontact.com/visualeditor/visual editor preview.jsp?agent.uid=1102847357... 1/7/2010



