“EMyth Principles Explained”

Following on from a previous article “The EMyth Perspective” inspired by
Michael Gerber’s book “The EMyth Manager,” | thought it might be useful to
give you the overall context to this perspective and explain all 5 of Gerber’s
EMyth principles.

Gerber believes that every manager should treat the organisation (or their part
in it) as a small business and think of themselves as small business owners;
so these principles apply to leaders and managers in any size organisation,
as well as to business owners.

The first core principle is concerned with your life. Gerber believes (as do 1)
that you need to think of your business as a way of getting more from your
life. Obviously in order to do that you need to know the purpose of your life,
or have a vision of ‘who’ you want to be and the kind of life you want to lead:
Gerber describes this as your primary aim.

Once you've established this you can then ask yourself whether the
organisation’s aim serves your aim, whether the work you’re currently doing
allows you to fulfil your aim, whether your company is a place where you can
grow and experience yourself becoming the person you want to be.

In other words, as a manager you must do the internal work first, the work on
yourself that enables you to answer these questions, otherwise you might fall
into the trap of accepting the organisation’s purpose as your own, committing
yourself to it, fighting battles for it and progressing well. But you might wake
up one day and ask yourself “Who am 1?” “Where am 1?7 “What happened?”
If so, you'll realise you've passively relinquished responsibility for creating
your own purpose, your own vision, your own life!

Your vision, or primary aim, once created will become your internal
benchmark against which you make all decisions concerning life and work.

The second EMyth principle is ojectivisation or objectivising the business;
viewing it as apart from rather than a part of you. You must see the business
as a way of serving your primary aim as opposed to being your primary aim.

Obviously, this would be impossible if you’d not worked on the creation of
your own vision for your life, which is why the principles are in this order. This
principle involves deciding on the purpose of the business, or its strategic
objectives.

This means viewing the business as if it was a product sitting on a shelf and
competing for the customer’s attention against a whole shelf of competing
products (or businesses.) Put another way, this has less to do with what'’s
done in the business and more to do with how it's done. The commodity isn’t
important — the way it’s delivered is! Your business is your product.



You develop your strategic objective by asking yourself the following
questions:

¢ How will my organisation look?

e How will it feel?

e How will it work?

e How will it justify its existence financially?

Then you write your Company Story — the standards and character of your
organisation.

Once you’ve done this the tactical objectives will start to reveal themselves,
because once you determine this is the kind of organisation, then it’ll follow
that that is what we must do to manifest it. The strategic objectives therefore
become the external benchmark by which you can evaluate your role as a
leader or manager.

In my next article I'll examine the final three EMyth principles.
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