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personal development

What it takes to ask for help...
and why you should

By Monica Wofford, CSP

22

r. Frank knew it all, had a rather

large ego, and often showed

his wisdom in uninterrupted
diatribes.

His CAs, office staff, and even fellow chiropractors knew
he had a great base of knowledge, yet more arrogance than
it likely deserved. They gave the appropriate respect to his
gift, but rarely stayed long enough for it to fulfill Dr. Frank’s
never-ending need for worship.

Yet it was all a fagade.

You know the kind, even if it is exaggerated just a bit.
If you had to work with a Dr. Frank, how long would you
stay! A practice, much like they say about a child, takes a
village to raise, grow, and develop. It means you and the

the question. They will also learn from you when you
have a discussion that incorporates their idea or gives
them feedback on why their idea will or will not work.

Give those folks that work with you a new perspective.
Let them see that you, too, are a human being and don’t
always know the answers.

This may give them a sense of comfort in learning new
things and admitting where they are weak. There is a
great deal of pressure in working with someone who has
the answer for everything.

In fact, you train others how to treat you, so if you're
training employees to always come to you for the answers,
then it’s no wonder why you are struggling with employee
initiative.

[s it possible there are things you don’t know? Absolutely.

Dr. Franks of the world will be well-served by learning
how to ask for help.

Even if you have an oversized ego and have been doing
what you do for a long time, the act of asking others for
help enables you to create a willing and eager “village” of
supporters who will be essential to your advancement. It
also serves other purposes, including:

It is widely known that asking for help is a surefire way
to encourage someone to complete a task you would like
them to do.

However, the assumption — usually by those in charge
— is that if you write their paycheck and direct them to
do something that they should also willingly comply.
Unfortunately, it doesn’t always work that way.

Not only does asking for help often get you closer to
what you want to have accomplished, it will help others
learn a multitude of things in the process.

They will learn how to work with you better and that
you appreciate their thought and consideration in asking
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Essentially, you're training them not to think for
themselves. A new perspective on things can be helpful,
needed, and a cure for many office situations.

No one likes to be around someone who seems
bulletproof, invincible, or invulnerable to everything else.
If you act like a human, those that work with you will be
more loyal, more forgiving, and more likely to work with
you for the long term.

This means that occasionally showing your failings,
character flaws, mistakes, and lack of knowledge on
certain subjects is important.

Human beings help each other. Showing others you may
need help gives them an opportunity to learn about your
human side and gives them a chance to show you theirs.

[s it possible there are things you don’t know?
Absolutely. Life is a learning process — for you and for
others. But it takes confidence to be able to admit and
then to show others.

How is your confidence level? Do you believe that you
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help your patients with widiE
the leader in food for help

SenSitiVit tEStin Here are some times when

; y g oo it's most appropriate to ask for

help:

¢ When you are overwhelmed;

e When you have
overcommitted your time;

e When you feel yourself
getting stressed out;

* When you are on a deadline;

¢ When the value of your time
The ALCAT Test has i . is better used focusing on a

helped in a multitude , different project;

of chronic cases where e e When you’re aware someone
other investigations : Y in your office is better at that
and treatments had o , task than you; and

reached a dead end’” :  When you start failing to
follow through or missing

The ALCAT Test® measures harmful immune reactions induced by
commonly encountered foods, additives and environmental
chemicals. Using just a small amount of blood, the ALCAT Test

can accurately detect a cellular reaction to over 290 different items.

David M. Brady, ; .
ND, DC, CCN, DACBN : —_ deadlines.

can do anything, or do you
. No cost to get started occasionally have days in which you

. . . feel you can do nothing or at least
- Nationwide Physician

A
Referral Network nothmg right? =
Asking for help is important,

« Patient test results available

. L difficult, valuable, and a balance.
online within 72 hours

There is value in asking even if you

+ FDA inspected, registered think you know the answer, and

« CLIA licensed and inspected there is risk in asking as you may

+ Available in over 20 countries worldwide come across as being false.

» A published study from Baylor Med. College., Sports Med. (Houston) Mind that balance, watch your
documented 98% success using The ALCAT Test in body composition tone of voice, and muster the
improvement and/or weight loss. courage to ask for help when you

need it.

Those that work with you will

If you see patients who suffer from actually be glad you did. Partly

migraine headaches, IBS, asthma, chronic beczufe they Car];offten tell Wtenegou
inflammation, ADD, fatigue, eczema or Lse 1o SVel el ol ook
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simply can’t lose weight, call us today! WORLDWIDE

Monica Wofford, CSP is the
CEO of Contagious Companies
and a nationally known trainer,

Jump Start Your Practice

speaker, coach, and author of

WWW alcat com Contagious Leadership and Contagious
2 : Chiropractic Customer Service. She can
1-800-US ALCAT/1-800-872-5228 be reached at 866-382-0121 or

info@monicawofford.com.
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