Master your strengths for success: Outsource the rest
Frustration and poor time management can break you as a business owner. Acquiring skills and “doing it yourself” are barriers to growth and can spell doom for a business at all stages of development.

How many times have you heard stories from business owners, particularly new owners, about how proud they are at having built their own web site or prepared a business plan for the first time or mastered the mystic art of placing an advertisement in the paper?
This kind of pride is a false God.  Successful businesses and business people “stick to their knitting” and focus on what they do best and employ someone to do the things they can’t. 
We know that the majority of businesses fail in the first five years.  Too much time is spent by them learning all the skills of business management and not focusing on the original business outcome.

Its a matter of economics not a reflection on the person’s skills. If you do what you do well, how much can you earn in an hour? How many customers can you acquire in an hour? What new relationships can you build whist outsourcing services to those skilled to provide them?
First you must decide what it is you sell. I don’t mean what product you sell but what it is that causes you to deliver product? Let me give you an example; I am a business mentor. I sell time. What I deliver is business coaching and education. I sell that because I have experience and I have worked with hundreds of businesses. I can’t sell my time more than once and every hour I take out to do non-core activities is time I can’t sell.

You might own a shop that sells products. Therefore you sell space. You can’t sell more product than the products you can hold. People buy from you because you give them a good experience and you offer them solutions to their daily problems like needing to present themselves well at work so that they earn a living. Every hour you are not in helping customers enjoy the experience, is opportunity lost to develop your business. So working on that experience is picking the right stock, building your network, keeping the stock rotated and much more. You can get caught doing things you don’t fully understand wrongly, slowly and with disastrous results learning in the job.
What about “after hours” I hear you say! Are you planning on stock purchases? Are you networking with others to build better business relationships? If the answer is no but you are learning how to develop programs using web 2.0 then you have a problem.
My accountant does my books in 20 minutes. She updates the cash flow, gives me a list of creditors and debtors and then leaves me to solve the business issues. When I did it myself, I took over 2 hours each week. I can earn more in those 2 hours than she charges for 20 minutes so I would be a fool to try and learn a skill I am clearly not cut out for. 

When you learn to let go, pay for the experience and skills that others have developed you will learn to move ahead in leaps and bounds. It is false economy to spend 5 hours reading a book about web site design when other experts will develop one for less than what you earn over that time.

 However be warned!

You can’t simply hand over tasks to others and expect that they have the ability to read your mind. Preparation is key to outsourcing.  Write down what you want to get out of the resource. Do you want them to do, advise, guide or recommend? 

A business mentor guides you. They don’t tell. An accountant responds to your demands and looks back in time at what has occurred. A lawyer watches your back for you but you need to let them know what dangers lay ahead or are left behind. A marketing person will present a message about you or your business but you need to know what that message is about.

Write down what you want. Let them know when you want it. And be specific about the outcomes.
A lawyer once told me that there are three choices: I can get it cheap, I can get it right, I can get it fast. I can choose two, they choose the other.  I’d rather be right and planned than cheap and fast. But every decision has a cost in time, money or preparation.

The preparation you do ready for outsourcing also reduces cost, makes disseminating information clearer and stops you from “short-cutting” yourself and your business. Outsourcing allows you to trade opportunities with the suppliers and builds your business. You will succeed if you do what you do best.
