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the Talent of

the Future

BY JOHN TSCHOHL

We live in a very dynamic world. What we know
now will not be good enough for the future and
selecting people to move us forward and who are
open to learning is what we need to focus on.

In my book, Moving Up, 1 tell
readers it’s about your life — it’s
about succeeding. It’s about taking
chances, dreaming big, being proac-
tive and being ready when the oppoz-
tunity presents itself.

Steve Jobs stated that young peo-
ple need to: “Think about what it is
that you really want. Go ahead and
put in the time and energy to learn
new skills, acquire new knowledge,
and experience new things. Invest in
building the relationships you will
need to call upon when you're ready.
Most people never pick up the phone
and call; most people never ask. And
that’s what sometimes separates the

people that do things from the peo-
ple that just dream about them.”
According to a survey conducted
by the UNC Kenan-Flagler Business
School in 2014, 84 percent of talent
development professionals surveyed
reported that the demand for high-
potential talent has increased in the
past five years, driven primarily by
growth (74 percent) and competitive
pressure (61 percent). Almost half
(47 percent) of those talent develop-
ment professionals stated that the
current pool of high-potential talent
does not meet the anticipated future
need. Another 18 percent of those
surveyed didn’t know if the current






“We all know that no matter what we know now,
it’s not good enough for the future because we live
in a very dynamic world.”

pool of high-potentials will meet
future needs.

Making the Difference

When we involve and value peo-
ple, engagement and performance
will increase, and profit will follow.

Howard Schultz, chairman and
founder of Starbucks, was asked what
he would say to a young person who
wants to be the next Howard Schultz.
His answer, in part, was this: “Define
what your dream is. Dream bigger
than that and don’t let anyone tell
you [that] you are not good enough,
not smart enough, that your dream
can’t come true. And don’t settle, be-
cause you are going to find yourself
at 30, 40 or 50 years old saying, ‘T
could have done that.” And you prob-
ably could have.”
o Feel good about yourself — The
way you feel about yourself is the way
others see you. Develop a positive
attitude; it’s contagious. Believe in
yourself. Build your self-confidence;
self-confidence is power. It leads to
improved performance, which leads
to improved pay. Don’t wait for oth-
ers to validate your efforts. Concen-
trate on your strengths and recognize
the importance of the role you play in
the organization.
o Learn — The more knowledge-
able you are the more successful you
will become. Learn as much as pos-
sible on your own time about your
job, your industry, your customers,
personal relationships, and anything
else that will help you move up the
ladder of success
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« Invest in yourself — You can’t
wait for your company to send you
to training programs; you must take
the offensive. Set aside a specific
amount of money each year to use to
train yourself. Read at least one self-
improvement book a month for the
rest of your life; it’s the best invest-
ment you will ever make.

+ Set written goals — Those goals
don’t have to be lofty but they do have
to be realistic. Look at those goals ev-
ery day; make them part of you. Vi-
sualize achieving those goals. As you
reach one goal, set another that will
have you reaching a little higher.

o Perform — Deliver what you
promise. Do what you say you will
do, and do it with quality and speed.
If you say you will complete a report

— John Tschohl

by Monday, do it. Manage your time.
Get organized. Identify problems
and seek solutions. If you go above
and beyond the call of duty, you will
be noticed, you will be promoted,
and you will make more money.

The greatest limitations you will
ever face in your job and in your
life are self-imposed. Your future
is in your hands. You need to stand
for something and make a differ-
ence in your life and the lives of the
people around you. You have the
power to choose your experience.
You also need to accept that power as
a responsibility.

MANA welcomes your comments on
this article. Write to us at mana@
manaonline.org.

The more knowledgeable you
are the more successful
you will become.
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