¢ Rule No. 21 —Clarity creates confidence.

In business, confusion is expensive.

Teams stall, customers hesitate, and leaders lose credibility, all because the message wasn't clear.
Clarity isn't just a commmunication skill, it's a leadership responsibility.

When people know exactly what to do, why it matters, and how to move forward,

confidence rises and results follow. If you're not being understood, you're not being effective.

If you can’t explain it simply —neither can your team.

The Hard Truth

Confused teams move slowly. Clear teams move fast.

Confusion inside your organization becomes chaos in your customer's experience. If your team can't
clearly articulate what you do, who you do it for, and why it matters, they can't execute it.

Clarity is a priority leadership challenge.

When clarity is missing, you become the bottleneck. And no serious business scales that way.

Ask Yourself —

1.1f you stepped away from your business for 30 days, would your team move forward with confidence —or
freeze waiting for clarification?

2.I1f | were seeing my company for the first time as a customer, would | immediately understand what we do,
why it matters, what makes us different, and what | should do next —or would | leave confused and uncertain?

Action Steps —

This Week's Task: Examine your business through two different lenses: your team and your customer.
Confidence grows when both clearly understand where you're going and what comes next.

Part T: Internal Clarity
Choose one current priority, initiative, or expectation you've recently commmunicated to your team.

Ask three people from different roles to answer these questions without any coaching:
e What is our top priority right now?
¢ Why isitimportant?
¢ What am | expected to do differently because of it?

If their answers aren't consistent, don't blame the team—improve the message.

Part 2: External Clarity
Review your website, sales material, or customer onboarding process as if you were a first-time customer.

Within 30 seconds, could someone clearly answer these five questions?
¢ What doyou do?
¢ Who do you help?
e What problem do you solve?
¢ Why should they choose you?
¢ What should they do next?
If any answer isn't immediately obvious, rewrite it until it is.

Your Goal This Week:
Identify one area of internal commmunication and one customer-facing message that can be made simpler, clearer,
and more actionable. Then make the change before the week ends.

Remember: Every moment of confusion creates hesitation. Every moment of clarity builds confidence.

This Rule is important because, most communication problems in business aren't really commmunication problems
—they're clarity problems. As leaders, we often assume we've been clear because we understand what we said.
But clarity isn't measured by how well you spoke, it's measured by how well others understood.
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Made to Stick, by Chip Heath & Dan Heath

“The most basic way to get someone’s attention is this: Break a pattern.”

Each day, set 2 specific actions
that move this week's Rule into practice
and help complete the Action Step by week's end.
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