By Laila Nasr:,r

“First impres
sions are often
formed within the
first 15 seconds
ITIEE‘“I'IE | Fh‘.'l an
says a very good
looking Indian and

| wrack my brin
frantically 1o recall
how [ spent the first 13
seconds in s company
Did | appear warm and
friendly. smart and win
at the same time? All |
could remember was
my wind-blown ha:
and discreetly trying
smoothe 1t down. | pu
on my best attentive
look and pray to
God I'm asking
intelligent
guestions, b
the challenge
he gocs on Lo
tell me. i3
to make 4
last

B Explore, open up and ssarch,

« Leam o think differantly and take different perspaciives
« ook for options, altermatives and opponunibes

W Be clear about your values

* Focus on what's imporant
» Make sure your behavour is consisient with your mizntion

W Clarify what you want to achieve

» Visuafise what you want t0 create of achigve
+ Bacome a leader in achieving this

B Do what you have decided o do

* Hamess your parsonal anary.
» Make and keep personal commitmants.

B Build trust

» Be trustworthy. Trust yoursel!
» Trust first. Build trusting refationships

B Listen to others, seek to understand them

« Ask open questions, listen and share
» See and teel things as if you are the other parson

B Ae-invent and renew yourself

» Take ime to be in touch with your real seif. -Love yourself
» Take care of your body, Smotions. your mind and your spint
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INg IMpression;

Minocher Patel i1s here on
the invitanon of the Maharaja
Institute of Manugement for a
two-day training programme
for the corporate sector on
First Impressions. Patel ™ &
motivational gure who has
trained professiopals, entre
prencurs, yvoung execuflves,
housewives and studgags all
across India and Jhil.\:-}d.'w-
cluding Switzerland, UAE and
now Sri Lanka. He offers
ramming in husiness ctiguettc,
personal effectiveness, pres-
entation skills, telephone eti-
guette and international cul-
wral sensiivity. An educator

and trainer of international re-
pute and also founder Direc-
tor of India’s first residential
finishing school, his seli-de-
velopment workshops are
known for their ability 1o max-
imise a person’s potential

'l was lucky 1 got the right
training at the right time,” he
suys-recalling his early days
In 1988 he went to Germany
for a Traln the Trainers pro-
gramme where he was

ywarded the prize for the Best
Presenter and later on a sima-
lar scholarship to Switzerland
where great names in the field
like Dale Camegic had been
associated

Funnily though, back in
Bombay, he started out his ca-
reer as a Brand Manager for a
range of food products for
which he was also the coun-
try manager in Dubai. His job
entailed travelling & lot and in
the course of it he used to con-
stantly come into contact with
people from all walks of life
and experienced first hand
their failings in etiquette, per-
sonal effectivencss etc. “The
phone would ring and they
would pick it up and say “tell
me’,” he savs. “Tell me what™
A story”” he asks chuckling
“They would not open the
door for a lady and frequently

sit before a lady.” he remem-
bered. Privy to all of this he
says, "l had a reverse guilt
trip.” adding “I always knew
| could ¢change somebody's
life for the better.”

Soon he began approaching
big names in the corporate
waorld about training their per-
sonnel. "1 used to tell them |
have this skill for training peo-
ple. Just give me a day or two
with your staff. We can talk
about money later, and they
would agree.” The positive
feedback from among the staff
subsequent to the programmes
soon developed to the compa-
nies themselves beginning to
approach him. which brings
him to where he is today.

Minocher is of the view
that in today’s competitive
world, relying on one’s MBA
alone to get to the top is not
sufficient. “There are bull-
sHee%ers who work them-
selves through right to the
top.” What is needed, as
Minocher sees if, s an
attitudinal change. “In this
part of Asin. we don’t invest
in our own growth, 1o be bet-
ter professionals and humans,
We don't feed the soul emo-
tional food.”

He believes the initiative to
change has to come from the
people themselves. “[ can talk
but | can't walk for you,” he
tells them. On the other hand,
for those without the self-re-
alisation to change for the bet-
ter he says. “If you are a duh,
you will remain a duh for-
ever.”

One of Minocher’'s pro-
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grammes invalves confidence
huilding. “l can’t make you
confident, because I'm not
God. But | can help you find
yvour confidence.” he tells
those who come, at the outset

Children's confidence
should be boosted often
“Have a fun environment it
home. Don't instill fear in the
children saving, '1 will tell fa-
ther when he comes home...”
Let them take the small falls
so that they will be prepared
for the bigger falls of life.”

An important factor for
building one's confidence is lo
know one’s strengths and
weaknesses., Often he tells
people, ‘If you want to be a
Sales Manager, then sturt act-
ing like one.” for. the more
you give the more you ger.
You can never keep a good
man down, Also time manage-
ment plays un integral part.
"Most successlul people are
perfect time managers.” Nev-
ertheless, he adds, “Confi-
dence hus to be balanced with
humality.”

Sansfyimg his audience at
his programmes is s primary
concern and having an
audience ranging from stu-
dents to housewives, police
personne] to marketing execu-
tives, can make it all the more
challenging, "l research my
audience and the material is
always audience relevant,”

“Unfortunately people to-
day are not living their dreams
because they are not believing
in them,” he says adding, I
lived my dream and ['m glad
about it.”

waork”

Blame others.

Think you will winflose.

Focus only on the short term.

How not to succeed

Keep telling yourself, "I can't do i
Every time you have a new idea, tell yourself, it probably won't

Tell yoursell, “nobody wants to hear my opinion”
Tell yoursall, I won't be able to do it again”

Not admitting your dreams even to yoursall,
Live only in your dreams, out of touch with reality.

Avoid things that make you feel good.




