[image: image1.jpg]





MAP Study 7 Worksheet
This program is reserved for those members of Influence Ecology who have successfully completed the Fundamentals of Transaction program, or other prerequisite study, and participation is by invitation only.

This program is a study in the fundamental science and practice of transacting powerfully in the marketplace. 

The materials used in this program are the original creation of and are owned exclusively by Influence Ecology, LLC. The source materials are used with the permission of Influence Ecology, LLC and are granted on a limited basis for use in this program session only. These materials are copyrighted and protected under applicable law. Do not duplicate or distribute these materials in any form. Do not use or repurpose the content of these training and educational materials, lectures or presentations, virtual classrooms or the like, provided to you without the express written consent of Influence Ecology, LLC and/or the publishers, authors and copyright holders of the books, articles and other materials used in the program with permission.
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Study 7 Worksheet
Please read the Study, and all assigned material, before starting to work on this Worksheet. 

Save a copy of this Worksheet before you begin to answer the questions. Please answer them on this document in a dark blue text color.  Please do not use red as the leaders of the program will use red to note their comments.  When you are finished please save the document with a name using the following format with the date being the date you submit the Worksheet:

First Last Study #X MM-DD-YYYY.doc

ex: Anita Van Fullacash Study #3 11-10-2011.doc 

Use of the Worksheets: 

Worksheets are intended to stimulate, agitate and excite your thinking. They are intended to break through the indifference you may hold and help you to produce accurate and inventive thinking and planning. But this will not be enough – you must work deliberately to produce the articulation of the specific action you are going to take to practice what you are learning. Then – practice. 

The content, considerations and questions are suggestive and you should work with them with an attitude to produce the results you need to satisfy your aims in this program.  

Please use them as an opportunity to speculate, create, think, practice, brainstorm and otherwise work through the learning being offered in the program. 

With the exception of the Program Measures, please feel free to edit the questions to suit your needs and support your Aims. Keep in mind the intentions of the program and the concerns of Influence Ecology in providing the help you need and in assessing your Work and progress in the program. 

We trust that you are best able to assess their application and look forward to your responses. 

Proper Orientation and Practice
Do not do any work on this Worksheet until you have completed the work on your previous Studies. This is not a race. You don’t win by finishing first in the kind of work we do here. You win by doing the work required OF YOU to learn and apply your learning.  

Do not proceed unless you are able to articulate your understanding and plan for taking action on the Moves and Phases that are covered in your previous Studies. 
Your Brain at Work 

By David Rock

Describe any new practices you have put in place as a result of reading this and other material on your brain. 

Answer
Describe any new practices you have put into place with regard to dealing with or transacting with others, given your understanding of the brain. 

Answer
How would you express the value and/or benefit of the study and practices you have taken on given what you are learning about your brain?  

Answer
The E-Myth

By Michael Gerber

Read Chapter Nine entitled Working On Your Business, Not In It  

What thinking did the review of this chapter insight or produce for you? 

Answer
Where do you see that you are working IN your business offer rather than ON your business? 
Answer
How does Mr. Gerber define “value” in the chapter? 

Answer
What have you learned about “value” in your study in Influence Ecology? In your answer please include the two constitutive elements of “value” we teach.  

Answer
Are you inventing and/or building your Primary Transaction with the model of operation including the use of low skilled Workers and/or laborers as Mr. Gerber recommends? 

Answer
Are you inventing and/or building your operational model to ‘stand out as a business of impeccable order’? 

Answer
Are you planning for “all work” to be documented and articulated in an Operations Manual? 

Answer
Complex and Simple Transactions

What is the difference between a simple transaction and a complex transaction? 

Answer
You are becoming more and more aware of the difficulties to concentrate and focus through this program. What actions are you taking to support your practices of concentration and focus? 

Answer
Are you noticing where you are disrespectful or insensitive about causing interruptions with your co-workers or those with whom you transact regularly? 

Answer
Influence – Science and Practice 

By Robert Cialdini

Refer to and use the book as you consider Inventing your Transaction for Satisfaction Metrics. 

What action are you speculating or planning to take as a result of your thinking regarding the use of weapons of influence in the Move or Phase covered in this study?

Answer
Which weapon of influence would you say you are most proficient with and use most often? 

Answer

Which weapon would you assess you use least? 

Answer

Make it a point to review the chapter in the book on the weapon you employ least often, and invent an application of it to apply between now and your next Classroom. Prepare to describe your experience. 
Willpower – Rediscovering the Greatest Human Strength 

By Baumeister and Tierney

Read the book and be prepared to discuss it in your next Study call or Virtual Classroom. 

What new thinking, practices or actions has the book inspired? 

Answer

The Thirteen Steps for Building the Transaction for Satisfaction Metrics 
Step One: 

Articulate your Aim (or that of your enterprise) for this Phase. 

Answer
Step Two: 

Describe how you (or those accountable) Evidence the State of Mind of an Ambitious Adult and Prove Fitness in making (offering and/or accepting) Requests, Instructions and Demands. 

Answer 

Evidence your fitness in making requests, giving instructions and making demands, as well as organizing the effort of others in this process.  

Answer
Step Three: 

Demonstrate Accurate Thinking in General Knowledge in this Phase for your offer.  Consider what General Knowledge must be demonstrated to gain the trust and acceptance of your specific customer? (Vendors and other strategic alliances are included if applicable to your offer.)

Answer
Step Four: 

Demonstrate Accurate Thinking in Specialized Knowledge in this Phase for your offer. Consider what Specialized Knowledge (and/or knowledge of consequence) must be demonstrated to gain the acceptance of your specific customer to rely on your expertise in this area.  (Vendors and other strategic alliances are included if applicable to your offer.)

Answer
Step Five: 

Identify the Personality and Transactional Behavior of those accountable for this Move or Phase on behalf of the enterprise. What strengths, weaknesses or other concerns should you assess and be mindful of in this area?

Answer
Identify Your Personality and Transactional Behavior. What asset or liability do you see your Personality being to the enterprise in: 

This Phase of the Transaction Cycle?

Answer

Supporting those who make requests and organize the effort and coordinate the action of others 
on behalf of the enterprise? 
 Answer
Step Six:

Articulate your Solution to a Substantial Breakdown in a Specific Ecology and (if applicable) what elements of your offer must be protected or considered as a condition of your plan for this Moves or Phase? (Vendors and other strategic alliances are included if applicable to your offer.)
Answer
Step Seven: 


Specify your Customer. Describe any concerns or threats you see in this Move or Phase that are constitutive of or directly related to the concerns of your specific customer. (Liabilities, costs, or threats for example.)

Answer
Step Eight: 


Invent the Transaction for this Move or Phase. (USE SECTION BELOW)

Answer 

Step Nine: 


Apply Weapons of Influence for each Move and Phase of the Transaction Satisfaction Metrics. 

Answer
Step Ten: 

Demonstrate how you (or the enterprise) apply Concentration and Focus to the Transaction for this Move or Phase.

Answer
What are your Specific Accountabilities related to the Transaction for Satisfaction Metrics? 

Answer
Step Eleven: 

What practices are in place to Build and Expand the Influence Ecologies and Cooperation of others to speed up the Transaction for Satisfaction Metrics?

Answer
What practices do you speculate might be put in place to Build and Expand the Influence Ecologies and Cooperation of others to speed up the Transaction for Satisfaction Metrics? 

Answer
Step Twelve: 

Study the Environment and the Current. What are the Current narratives about the capture, production/organization, and reporting of ‘results’ associated with your offer in your general or specific ecologies? In your answer also describe the general ‘outlook’ or narrative you recognize, in the general and/or specific ecologies in which you transact, about “results”. Consider for example, is your industry ‘results oriented’? Are there associations or social organizations that recognize certain accomplishments (results) in your discourse or industry? Would it serve you to consider participating in the social constructs of these associations, memberships or the like? 

Answer
Step Thirteen: 


What is the Plan for Reinvention in this Phase? 

Answer
Inventing Transaction for Satisfaction Metrics   
As we have stated, you are doing the detailed and deliberate work required to articulate the Invention of all of the Moves and Phases of your Primary Transaction.  Every Move and Phase is a transaction in and of itself. 

You will rely on and edit much of the Work you have completed in previous Studies as a result of the new knowledge and insight you gain from this Study.  

If you are working with a team and are not accountable for the production of the capture, organization/production, and reporting of Satisfaction Metrics as part of your role, position or function in the enterprise, please consult or work with those who are accountable for this Phase to complete this Worksheet. 

Instructions for Inventing the Transaction for Satisfaction Metrics:

Use this Worksheet to organize and structure your Work to produce the articulation of your Transaction for this Phase. Keep in mind that there will be many factors that apply to your particular offer not addressed in our Study. Use this as a guide for your thinking and work deliberately. 

To the best of your ability and current understanding, articulate each of the Moves and Phases for the Transaction for Satisfaction Metrics. 

Invitation for Requests, Instructions, and Demands

Answer
Presentation of Requests, Instructions, and Demands

Answer
The Contract (or modes of agreement and compliance) for Requests, Instructions, and Demands

Answer
Overall Fulfillment Plan for Satisfaction Metrics 

Answer
Satisfaction Metrics – (this is specific to reporting results to management, for example, you may invent practices to measure the capture of all metrics by a certain reporting period, produce a specific kind of format or report, and/or report the Satisfaction Metrics for the Primary Transaction by a specific day and time each period(s), etc.) 

Answer
Completion of Transaction for Satisfaction Metrics 

Answer
Assessment of Transaction for Satisfaction Metrics 

Answer
Program Measures
Once you have calculated your Satisfaction Metrics to Submit for Health, Money and Income, using the Calculator provided, enter these measures into the Satisfaction Metrics Form sent to you via email each month 7 days in advance of your Satisfaction Metrics due date (the 15th of each month).
Your Thirteen Steps

During the course of this program your 13 Steps will evolve.  We ask that you include a copy of the most recent version of your 13 Steps for your Primary Transaction with each Study Worksheet.  Please save the document with a name using the following format:

First Last 13 Steps MM-DD-YYYY.doc

ex: Jose Smith 13 Steps 09-10-2011.doc 

Return this Worksheet and your Thirteen Steps before beginning your next Study. 

Deliberate practice is not always fun. But the results it produces can be! 

Do not allow yourself to fall into bad moods of frustration, agitation or despair. If you need help, ask for it. If you must – transact for it. 
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