
legal

B Y  N I N A  L .  K A U F M A N ,  E S Q .

The blogger and former Web designer 
Jason Kottke was quoted as saying, 
“I don’t think you’re a very good 

friend if you’re always supportive. You also 
have to add criticism.” Put another way, if 
we surround ourselves with “yes men” (or 
“yes women”), we will never grow as busi-
ness owners. Our companies will reach a 
certain level and stagnate there 
if they don’t embrace the need 
for change.

Therefore, just as entrepre-
neurs need to delegate the 
tasks of running their busi-
ness (if they want it to grow), 
they need to delegate what I 
call the “mirror, mirror” func-
tion. We need feedback from 
others. We can’t take only our 
own advice, or consider only 
our own viewpoints if we 
want to reach our fullest 
potential. Nor can our busi-
ness grow if we don’t learn 
from other successful people. 
In short, we don’t have all the 
answers.

Business owners are unlikely to embark 
on the diffi cult, scary and courageous 
process of change if they don’t have a 
“team” — a group of advisors and col-
leagues who help look out for their best 
interests, and who push them to stretch 
past their comfort zones. That’s why it’s 
so important that business owners sur-
round themselves with colleagues who 
have an objective (yet supportive) attitude 
toward their companies.

Whether help comes in the form of a 
Board of Directors (or Advisors), a 

Mastermind group (www.feelgoodgirl.
com/node/23), a CEO Roundtable, regular 
brunches with gal pals (or buddies), or 
family/spouse/partner, having an outside 
perspective on you and your company is 
crucial for your success and growth, both 
personally and as a business owner. We 
need the help of constructive criticism to 
point out our foibles, blind spots, and 
obstacles.

So, how can you create a team of advi-

sors who will help you and your business 
achieve your dreams without tearing you 
apart in the process? Here are fi ve steps to 
get you started:

1. DECIDE ON THE HELP YOU 
ACTUALLY NEED
What expertise do you need most? Are you 
looking for specifi c subject area advice or 
overall support? Not everyone is suited to 
advise you in all areas. Some colleagues are 
better suited to bandying creative ideas 
back and forth. Others may have a particu-
lar expertise that you need to tap into only 

occasionally. Decide what you really need 
before deciding who you will ask to join 
your team.

2. SELECT THE RIGHT PEOPLE 
Once you have taken the time to “know 
thyself,” you’re in a far better position to 
choose who can best help you in a given 
situation. Your “Dream Team” can take on 
many facets, as advisors come in many 
guises. In addition to those who are in 
your industry (because they have wres-

tled with the same 
issues), and those who 
are not (so that you can 
learn from other best 
practices), you also 
want to look for leaders 
of companies that are 
where you want to be in 
a few years’ time. Make 
sure you choose the 
right person for the 
right position on your 
team. The brusque, 
well-connected busi-
ness owner may be great 
for introductions, but 
lousy for long heart-to-
heart discussions about 
entrepreneurship.

3. MAKE COMMUNICATION 
CONVENIENT
You may have a preference for in-person 
meetings, but that’s often diffi cult to 
arrange if you have to coordinate multiple 
schedules. Focus fi rst on what’s most con-
venient for your advisor(s). You may fi nd 
that they are more willing (and available) to 
talk to you if they can do so by conference 
call, rather than in person. Also consider 
meeting with people one-on-one, rather 
than trying to force a group dynamic.
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B ringing together virtuoso talent for a world-
class performance takes the kind of leadership
and insight that come from exceptional human

resources consulting experience.

It also takes a continuity of approach – from Talent
As s e s s m e nt tools to Leadership Deve l o p m e nt prog ra m s
and from Team Ef fe ct i veness to HR place m e nt .
In to t a l , it takes the combined talents of the new 
ISHR Group, the harmonious combination of Incite
Strategies and HR OptIn.

678.513.7661  • www.ISHRGroup.com

The
O r c h e s t r a t i o n

of Talent
The
O r c h e s t r a t i o n

of Talent

4. PREPARE IN ADVANCE
Be mindful of the time that your advisors 
are giving you. You would not want your 
time wasted with irrelevant story-telling 
and background information. Neither do 
your advisors, so be sure to get to the 
point of your discussion, your issue, etc. 
The purpose of assembling a Dream Team 
is not to have them listen to your entire life 
story (that’s what therapists and friends 
are for); it’s to elicit their feedback to help 
you keep moving forward in a more posi-
tive direction. It helps if you have a clear 
sense of your business goals and challeng-
es so that you can articulate them clearly.

5. EXPECT “TOUGH LOVE” 
The purpose of a Dream Team is not to 

have a bunch of people sit around, strok-
ing your ego, telling you how wonderful 
you are. It’s to get sound and realistic 
advice about how you and your company 
can grow. Sometimes, that can be hard to 
hear. The pet project that you have lov-
ingly nurtured for the past year may get 
roundly panned. Don’t take it personally. 
Your advisors — especially those with 
expertise in your fi eld — want you to 
avoid the problems, time-wasters, and 
money pits that have befallen them. You 
want their honesty. Preferably, it’s couched 

in the form of constructive criticism. (But, 
if it’s not, get over it.)

A healthy team is an accountable team. 
Be on time for your meetings or calls, and 
notice if your advisors are not. See if mem-
bers of the team (especially in mastermind 
groups) are open and willing to contribute. 
If not, don’t be hurt — just go through the 
fi ve steps to create the Dream Team for 
your success!
_______________________________
NINA L. KAUFMAN, ESQ., is an award-win-
ning business attorney, author, and speaker. 
She is the founder of the New York City-
based law practice, AskTheBusinessLawyer.
com, and president of Wise Counsel Press 
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Please Note: This column is for your general 
information only and is not meant to substi-
tute for legal or accounting advice regarding 
your specifi c situation.

Your advisors — especially those with expertise in your fi eld 
— want you to avoid the problems, time-wasters, and money 
pits that have befallen them. You want their honesty. Preferably, 
it’s couched in the form of constructive criticism.
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