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“Tell me and I forget. Teach 

me and I remember. Involve 
me and I learn.”  
Ben Franklin 

  

When Helen Qubain sent 
me this wonderful 

quotation, it struck me as 

doubly relevant: both to the 

work Helen and I are doing 
in Guatemala and also to 

my VCO work on business-

development.  
 

However, "involvement" is not so 

easy, for several reasons:  

 

First, most people prepare their 

ideas / offer / insights etc. first, and 

only then do they seek to involve 

others. I'm sure we have all had 

the experience of being "involved" 

in someone else's finished 

solution. Not so engaging, is it?  

 

Involvement means a willingness 

to "work in the rough", before 

solutions are clear. How many 

people are willing to do that? 

Involvement is messy, not tidy.  

 

Second, it's not always easy to 

know who should be "involved". 

My own experience is that some 

of the most powerful 

collaboration I've ever done 

comes from people on the 

periphery of my radar.  Their 

names were not the first names I 

thought of. They may have sent 

me a chance email, or someone 

else suggested their participation. 

My current work with Helen is a 

vivid reminder of all this. I could 

never have guessed how valuable 

that would be.  

 

Third, involvement also means 

you have to bring something to 

the table. This could be an insight, 

a new discovery or a concern. 

Whatever it is, we must have 

something... but not a finished 

solution, PowerPoint or "offer"... 

see first problem above!  

 

Fourth: there must be some 

value for everyone: otherwise, 

why get involved? Perhaps a new 

career direction, a client-base or a 

revenue-stream. Or a passion for 

a collaborative way of working. 

 

The key to successful involvement 

is finding something that's valuable 

enough... but not yet finished. If it 

needs you (and your talents) to 

finish it, and you can see the 

benefit of doing so, you are far 

more likely to be involved. 

Do you want to create fresh 

opportunity during 2014?  Email 

john@vco-global.com for a no-

obligation coaching session.  
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