January 25, 2005

Seth Godin March 10, Sabbatical Stories needed this week, Lionello's business update
"...keeping you great"

Seth Godin, #1 marketing author, is hosting his next one-day workshop March 10, NYC -- time to grab market share!

Quoting Godin, "it's all marketing now -- the organizations that win will be the ones that realize that all they do is create things worth talking about!"  Agenda below.

Sabbatical and long vacation stories needed for Fortune Small Business article -- deadline this week.

Link to Dan Lionello's story about his seven week sabbatical is below -- now is the time to plan yours.

BULLETS:
· Notes Zane Safrit, "I couldn't sleep for 2 days after I attended (Seth Godin's workshop). Urgent ideas, useful ideas, ones that have now generated results, kept racing in my head." Safrit is founder of uconference.com and has since sent dozens of his customers to the Godin workshop.

· Agenda for one-day workshop with Seth Godin March 10 in downtown NYC is under details or click on link in left hand column -- and his new loft in the city is quiet and much more comfortable.  If you read the reviews on the Gazelles website, you'll laugh at how one of the participants lampooned Seth for his quirky environment yet still claimed it was the best workshop he's ever attended.  

· If you've taken off three weeks or more in a row and found that the business survived and even thrived, email Josh Hyatt at Fortune immediately for a story he's writing this week -- josh_hyatt@fortunemail.com. 

· Here's a link to the article I wrote about Dan Lionello, founder of PadTech, and the details, planning, and execution of his seven week sabbatical this past summer.  He started planning his in February last year -- now is the time for you to plan yours for this coming summer http://www.gazelles.com/pdf/catalyst/A_Must_For_Entrepreneurs.pdf
· Lionello's revenue for December was up 45% above their average from before October and January is looking even better.  The sabbatical gave Lionello ideas that have driven this exceptional growth after 15 years in the business.  You can't afford not to take some time off if you've been cranking hard for several years.

· You at least need a three week vacation (taken all in a row) this year -- Lionello explains why in the article.

DETAILS:
Marketing is a big focus for many firms right now as they position to grab market share and/or work to reposition their marketing strategy. And the leading name in the marketing arena is Seth Godin.  Formerly the marketing guru for Yahoo, he's advising the biggest firms around the world on their marketing strategy.  In fact, when I compiled the results of our marketing survey Seth received 3 times the votes of any other marketing guru.
"Permission Marketing" put Seth Godin on the map.  His book Purple Cow was the #1 marketing book in 2003 and #35 overall in all categories.  “Free Prize Inside” was the #1 marketing book in 2004.  Here's Seth's quick agenda for the day:
"I talk for three or so hours. I cover Purple Cows, Ideaviruses, Permission Marketing and the Free Prize.  Then, once we've hammered away at preconceptions and given people the words, I start going through the companies in the room.  We look at their websites. We talk about finding their Prize.  It's driven by the room.  Good snacks and food, of course."
Great one-on-one time with the best marketing guru right now.   You can go to www.sethgodin.com to learn more.  And as part of his new book, he's created a process called Edgecraft -- an iterative process for finding the “edge” in your business -- and he emphasizes the need to go all the way to the edge with your business, to go only part of the way is time-consuming and costly.  And going all the way to the edge is the only way to jolt the user into noticing what you've done.  

Seth recommends at least two people from a firm attend together (I recommend the CEO and their marketing/sales leader) so they can support implementation of the ideas, tools, and recommendations.

Click on the link in the left hand column of this email to learn more and register for the event.

January 28, 2005

Beacon Technologies amazing Brand Promise execution and customer survey form
"...keeping you great"
HEADLINES:
Those fanatical about delivering on their Brand Promise win big -- and it must be the most important metric you look at daily or weekly

Bill Hapner, CEO of Beacon Technologies, is fanatical about delivering on their Brand Promise "We Take Care of People" -- $200 expense accounts for each of 60 technicians is one way!

Hapner telephone surveys 10 customers each DAY to measure his Brand Promise -- link to form and case study below -- and he spends $1000 of his own money each month taking employees to lunch

Link to Seth Godin, #1 marketing guru, workshop is up and running (apologize for the problems) -- http://www.gazelles.com/exec_sethgodin.html
Congrats to James Mauch, Tenmast Software, winner of the free workshop seat.  And thank you to all that "subscribed" to my Insights and donated to NFTE (especially Matt Salt, FDANews, who donated the most by far!).

BULLETS:
· Inc 500 winner 2003 and 2004, Best in Business in Nashville 2004 and Fast 50 in Tennessee winner, Bill Hapner runs a great company (and is President of Nashville YEO).  Beacon Technologies (www.beacontech.net) has five divisions providing IP Convergence services in audiovisual, telephony, security, IT, and cabling.  I was speaking to the Nashville YEO chapter yesterday and met Bill. 

· Beacon's Brand Promise is "We Take Care of People."  It sounds immeasurable and too vague, but Hapner measures it daily by telephone surveying two customers from each of his five divisions -- this represents roughly 25% of the customers they work with each day.  Here's a link to the Customer Survey script his person uses that makes the follow-up calls each day -- http://www.gazelles.com/forms.html 

· The results of these surveys are posted daily on a four foot by twelve foot board, visually represented by pie charts that look like pizzas -- posted where all his employees, including his 60 technicians, can see it.  Every division that maintains a 75% or better average gets Pizza Hut gift certificates at the end of the quarter and the leading division gets twice as many.  Hapner says the competition is fierce!  Two divisions are at 100% with the rest close behind. 

· He found that his two best performing sales people also had the highest expense accounts.  So he figured it might prove the same with his technicians.  This quarter each of his 60 technicians has a $200 expense account to spend on "taking care of customers."  One technician, working at a school site and overheard they were out of paper, went out and purchased a box of paper and brought it back to the principal.  Another technician sensed a customer was having a bad day and purchased some flowers for them.  You get the idea. 

· Technicians are supposed to introduce themselves when they arrive on the job "Hi, my name is Zack and I'm the technician here to take care of you."  Notice the reinforcement of the Brand Promise.  And one of the questions in the telephone survey asks if the technician introduced themselves and if you remember their name.  If the customer does, each technician on the job gets $15.  They also get $15 for each letter a customer sends praising their work.

· Companies that win big, like Beacon, pick a Brand Promise and then go to the ends of the earth to deliver on that promise.  Ann Price (www.motek.com) spends $10k to photograph her customers as part of making them "Heroes" and giving them visibility.  Ron Huston (www.4pcb.com) provides an iron clad guarantee to deliver "Quickturn" printed circuit boards and provides customers daily updates on their delivery performance.  Rackspace (www.rackspace.com) has no automated attendants; you get a person when you call if you need "fanatical support."  Check out their websites.  

· BTW, does your website clearly delineate your differentiation (brand promise)?

February 1, 2005

GE Educational Event April 20 - 21; X Factor Webinar February 7
	"...keeping you great"
HEADLINES:
X Factor Webinar Monday, February 7, 12:51pm -- 2:30pm -- identifying a 10 to 30 times "unfair" advantage over competitors -- space for 6 more participants -- $99.

GE -- we're back with another breakthrough benchmarking event with GE -- April 20 -- 21, Washington, DC.  1.5 days of the same education managers and executives at GE receive -- details below -- limited to 60 executives -- this is a very rare opportunity -- $1295 per executive or $1000 if $10k member.

GE has produced more executives that have moved on to run other firms than any other modern company -- and the key to their success is their Crotonville Educational Center -- normally closed to outsiders except their very best customers.

WorkOut, Six Sigma, CAP (their change management process) and QMI (Quick Market Intelligence) are the main topics of the 1.5 day workshop -- and your team will learn by doing.

Survey results from first GE event (we like to be transparent) and registration info at http://www.gazelles.com/exec_ge.html.  One change -- there will be no tour, just more education -- what the first attendees requested.

BULLETS:
· In our continuing mission to provide executives of mid-market firms' access to the very best executive development at an affordable price, we're excited to offer another educational workshop with GE hosted by GE Finance.  Through their GE Access program, we're offering you and your executives an opportunity to learn how to:

· WorkOut -- you will actually take your team through a specific WorkOut session, a process GE initiated in the 1990's (they put all 289,000 of their employees through this process to wring billions of dollars of savings) -- and they still continue to use this process today to keep their organization running smoothly.

· Six Sigma -- this is the famed problem-solving methodology in which all managers and leaders at GE must be trained.  It gets to the heart of idea that just a 4% error rate in a process can eat up over 50% of your time and energy and that by systematically wringing out their errors you increase productivity and decrease frustration in the organization.

· CAP -- this is GE's famed change management process.  People get set in their ways and it can be difficult to effect change.  This is GE's process for doing that.

· QMI -- after GE's visit to Wal-Mart, they instituted a "Quick Market Intelligence" process within all divisions of GE.  No division can go longer than a week in formally analyzing the feedback they are gathering from customers, employees, and competitors.  In GE Finance, for instance, the QMI cycle is daily!!  Michael Antonietti, one of GE's top trainers, is from the GE Finance division and will share how they handle this "market intelligence" process on a daily basis.

AGENDA:


Wednesday, April 20    
7:30 AM 
Continental Breakfast  
8:00 AM    
Welcome 
Overview of Agenda & Access GE
Includes an overview of GE's cultural    
development & key strategic initiatives
such as QMI, OTR, & Globalization
Agree on ground rules
Ice Breaker "Human Bingo" 
 
8:30 AM 
Work-Out Overview and Objectives  
Break into 'WorkOut' Teams 
Topic: Retaining high caliber employees
Note:  We will plan to have 10 to 15 
minute breaks approximately every one 
hour and 30 minutes to 2 hours.  
 
12:30 PM           
Lunch
 
1:30 PM 
Six Sigma Overview and Objectives 
 
2:00 PM 
Six Sigma Simulation & Lecture Modules Define/Measure/Analyze/Improve/Control 
 
6:30 PM 
Wrap up & Summary/Close session 
Thursday, April 21
7:30 AM
Continental Breakfast 
 
8:00 AM 
CAP Overview and Objectives  
(Amphitheater) 
 
8:30 AM 
Lecture and CAP Team Exercises
Modules & corresponding breakouts

Topic: Each participant should come 
prepared to discuss a major change initiative that is taking place within their business. Participants will individually apply the model to their current business initiative. 
Note:  We will plan to have 10 to 15 minute breaks approximately every one hour and 30 minutes to 2 hours. 
 
12:00 PM 
Wrap up and head to airport 




February 4, 2005

Bad Websites, Excel Version of One-Page, Best Bosses Applications due Feb 28
"...keeping you great"
HEADLINES:
Bad web design -- Seth Godin, in his Feb 2 BLOG, provides a link to a funny and useful and free article on biggest web design mistakes in 2004 -- link below

Excel version of One-Page Plan now available! -- thanks to Tom McFadyen, founder of McFadyen Consulting (they design great websites) -- much easier to use than Word version -- link below

FSB Magazine's Best Bosses applications due February 28 -- congrats again to Ron Huston and Brad Nierenberg, two of the fifteen 2004 winners that are Gazelles clients -- complete information below -- many of you could win!

X-Factor Webinar with Verne Harnish Monday, February 7, 12:51pm -- 2:30pm EST -- how to gain a 10 to 30 times advantage over competitors

BULLETS:
· One of the things Seth Godin, the number 1 marketing guru in the U.S., does at his one day workshop (next one March 10 in NYC) is go through the participant's websites and provide constructive feedback.  In his Feb 2 BLOG he noted: "I've been remiss...I haven't told you about Vincent Flanders' funny and useful and free article on web design -- Link: Web Pages That Suck presents the biggest web design mistakes in 2004 learn usability and good Web design by looking at bad Web design.  Must reading. Do it before you go to bed tonight."

· The challenge with the Word version of the One-Page Plan is that it's easy to make a mistake and mess up the formatting -- ugh.  To solve this, Tom McFadyen, founder of McFadyen Consulting (www.mcfadyen.com -- they've produced online projects for NPR, Oxygen, Scholastic, Network Solutions), re-created the plan in an Excel format and has been kind enough to lend it to all of us.  You can download at http://www.gazelles.com/strategic.html
· Here's a link to register for the X-Factor webinar on Monday -- http://www.gazelles.com/exec_growth_webinar.html
· Here's the link to get the application for the Best Bosses contest Download an application -- all the details with more complete links below under DETAILS:

DETAILS:

To accommodate as many nominations as possible, we are extending the Best Bosses application deadline to February 28, 2005. 

The Best Bosses recognition program is a collaboration between Winning Workplaces and FORTUNE Small Business. It honors extraordinary leaders of small and midsize organizations, leaders who have demonstrated their understanding that the discretionary contributions of employees can add measurable value to their organizations. These leaders have developed strong cultures that engage employees, and they have achieved business results that validate their approach. 

The Best Bosses have emerged as a network of innovative, independent-thinking leaders in the small and midsize business marketplace. Each year honorees are recognized in the following ways: 

· A feature in the October issue of FSB, the pre-eminent small business magazine with a circulation of more than 1 million readers. 

· The Best Bosses Celebration in Chicago in September where we announce the award winners and highlight their compelling workplace practices. 

· Features and Success Stories on Winning Workplaces' Web site and in our newsletter. 

· Public relations opportunities in announcing the award to the winners' local media outlets. 

· Inclusion in a Best Bosses business roundtable dealing with current workplace issues.

Learn More: 

· Read more about the eligibility requirements. 

· Download an application. 

· View a complete list of 2004's Best Bosses. 

· Read "The Best Bosses" in FSB.

Direct all inquiries to bestbosses@winningworkplaces.org. 

February 11, 2005

First Topgrading DVD, Verne coming to Canada, San Antonio Scheduled, Crow Ministries BHAG
"...keeping you great"
HEADLINES:
Topgrading training now available on an interactive two-volume DVD -- and the first 250 purchases will include a password to participate in monthly coaching calls with Brad and Geoff Smart throughout 2005 -- http://www.gazelles.com/topgrading.html
Verne's coming back to Canada -- the Rockefeller Habits workshop will be in Calgary March 23 (one day); Vancouver April 13-14; and Montreal May 24-25

A San Antonio Rockefeller Habits workshop has been added April 20-21

Crown Financial Ministries has set a goal to bring their personal financial education to 237 nations!  We've been honored to have them in our workshops -- see feedback below

BULLETS:

· How to interview and select people is the #1 skill of a leader -- and we've been excited to make available Topgrading training, made popular by GE and other leading firms, to small to mid-size companies. However, not all of you have been able to attend the training (next live workshop April 5 in Atlanta). 

· Topgrading is hard to learn from the book -- its 10 times easier to learn if you can actually watch a Topgrading interview, have help creating the scorecard used to structure the interview, have at your fingertips the various forms and key questions to ask, and be able to review the concepts quickly just before an interview.

· After having over 200 executives participate in the Topgrading workshops and receiving outstanding reviews on the impact the training has had in selecting employees, Gazelles partnered with Brad and Geoff Smart to create an interactive DVD of the Topgrading interview process -- a tool you can use in your office to train your managers and supervisors how to interview and select people. 

· Seeking the advice of John Cone, former head of Dell Learning, I wanted a program that actually showed the Smarts conducting an interview; I wanted a program in 3 -- 5 minute long bite-sized chunks of learning; I wanted to be able to find the "five pre-screening questions" easily; I wanted a Scorecard wizard that would walk me through creating a scorecard; I wanted to see some of the common mistakes people make when interviewing and how to correct them; I wanted a program I could quickly review before interviewing someone as a refresher course.

· And I wanted people to be able to learn the material and then have an opportunity to get on the phone with Brad and Geoff Smart to get their advice and feedback after they had the chance to try the process in a real interview -- it always sounds easier in class than when you try it on your own.

· It's been exciting to work with the two giants of interviewing and selection in creating exactly the kind of interactive DVD that meets all my criteria.  It's truly an outstanding program and the culmination of a lifelong dream to bring the best of Fortune 50 education to mid-size firms in an affordable manner.  And if for some reason it's not as wonderful a tool as I say, you have 90 days to return it.

· Here's a link to more information about the product and a way to pre-order it.  We wanted Gazelles customers to have a shot at the first 250 copies so you can participate in the monthly conference calls with Brad and Geoff Smart http://www.gazelles.com/topgrading.html
DETAILS:

Here's the kind note we received from Dr. Richard Wynn, Sr. Vice President International for Crown Ministries:

Dear Verne,

Thank you once again for your insights during the seminar in Atlanta earlier this week.

I feel I got as much out of your teaching the second time around as I did the first.  My International Team loved the experience and appreciated the opportunity to learn from you.

The Habits are already making a significant difference in the way we operate at Crown Financial Ministries, and I believe that it will have a huge impact as we move forward in reaching our goal in all 237 nations.

Ron did a great job of facilitating us the next day.  

Sincerely,
 
Dick 

Dr. Richard R. Wynn
Sr. Vice President International 
Crown Financial Ministries
dwynn@crown.org 

February 18, 2005

DR. RODES SMASHES INDUSTRY NORMS, GREAT CATALYTIC MECHANISM EXAMPLE
"...keeping you great"
HEADLINES:
Dr. Cristina Rodes is smashing her industry's "givens" and operating one of the best service businesses I've seen -- details below

Dr. Rodes is CEO of Park Road Wellness Centre just outside Brisbane, Australia -- I'm down under to host the Rockefeller Habits workshops in Brisbane and Sydney

Her industry expects 15% of patients to "no show" for their appointment -- she has found a clever way to drive that to zero

Focus groups with patients found they don't like to wait for a doctor's appointment so Park Road Wellness Centre guarantees no more than a 15 minute wait or the appointment is free!  See below the surprising "need" she found in the focus groups

Topgrading interactive DVD is a pre-order -- I wanted to give my Weekly Insights readers advance notice last week in purchasing one of the first 250 copies teaching you precisely how to interview so you could participate on the monthly coaching calls with Brad and Geoff Smart in 2005 -- the DVD will actually be announced and released in a few weeks.  Knowing how to interview and select "A" players is the single most important skill for an executive -- no time for amateur hour -- for more information http://www.gazelles.com/topgrading.html!

BULLETS:
· We can all learn from Dr. Cristina Rodes systematic approach to establishing a brand promise in her business and backing it up with a guarantee that has served as a catalytic mechanism to force innovation in her business.  Here's a link to a must read Harvard Business Review article on "Catalytic Mechanisms" by Jim Collins -- every one of your businesses needs this mechanism to drive greatness -- http://harvardbusinessonline.hbsp.harvard.edu/b02/en/common/item_detail.
jhtml;jsessionid=VGL2MNRDLSUO0CTEQENR5VQKMSARUIPS?id=3960 

· Several months ago she purchased another doctor's practice to launch her first wellness centre.  A self-declared "stats queen" she began measuring everything in the business and hosting focus groups with patients -- can you imagine your doctor actually asking and caring what you think!

· Surprisingly, she found patients don't want the appointment to be exactly on time!  They want it to be 10 to 15 minutes late (but no more -- appointments were running up to 1.5 hours late with the previous doctor) so the patient has a small cushion of time if they are running late themselves and so they can relax for a few minutes before the appointment.

· BTW, having the latest magazines in the waiting area was near the top of the patients "needs' list.  Dr. Rodes makes it a point to have the most current magazines for her patients to read -- another reason they like to wait for a few minutes.  Often near the top of what your customers need is something small but very important and you need to discover what it is.  Actually providing adequate care is a table stake -- it's these other things that make her different from her competitors. 

· This past month, since her business has really picked up, wait times began exceeding the guaranteed 15 minutes and thus her profits dropped dramatically since they were honoring the guarantee and not charging patients for the visits.  Since there was real pain in not delivering on their promise (catalytic mechanism) it forced her to figure out what was happening and come up with a way to quickly solve it.

· What she discovered when she examined the process of a doctor serving a patient is a large part of the time was spent taking notes down in the patient's file -- time that couldn't be spent actually talking with patients and providing them treatment.  She discovered this by actually observing the process herself (it's so important that CEOs and executives of companies experience their own company's processes first hand -- pick up the phone right now and shop your company and see what your customer experiences).

· To solve the problem, she simply has someone take notes for the doctor.  When have you ever seen this!  The doctors love it, the patients love it because the doctor is focused on them, and it's made the whole process faster and the doctors more productive.  Providing assistants to your high paid sales people often accomplishes the same kinds of productivity jumps.  And Dr. Rodes knows she wouldn't have been forced to act and solve the problem if there wasn't that painful guarantee.

· Dr. Rodes also installed a new system that keeps track of when a patient first arrives, starts a timer, and sounds a small alarm as the 15 minute deadline approaches.  It also tracks all the wait times and provides her team with a report at the end of the day so they can monitor this brand promise.  This is exactly the kind of daily "smart number" or "KPI -- Key Performance Indicator" you need -- the most important daily and weekly metrics tell you if you're keeping your brand promises.

· The practice was also experiencing about a 30% "no show" rate i.e. patients missing appointments.  First she poured over industry statistics and found that the norm is 15%.  She decided to see if she could smash that norm and drive her "no show" rate down to zero.  Not only do no shows impact her profitability, but they also take up a lot of staff time calling the patients back, rescheduling, etc.  Be aware of the total cost of mistakes in your business.  Remember, a 4% error rate can eat up over 50% of your peoples' time in fixing the problems.

· To solve this problem, at the beginning of a patient's second visit (note, not the first visit) a staff member walks the patient through a checklist -- office hours, where the restrooms are, payment policies, and the no show policy.  If a patient misses once for a good reason, then it's excused.  If they miss a second time, then they owe the staff a box of chocolates or a bottle of wine (and they specify certain brands or better for both!!), if they miss a third time it's a box of chocolates or bottle of wine plus flowers and they will also have to charge the patient.

· Since implementing this process, their no shows have dropped to less than 1% (.75% to be exact -- Dr. Rodes knew the exact number which is monitored daily).  Along the way, they received lots of boxes of chocolates and bottles of wine which they've turned around and given as gifts to patients for referrals (smart entrepreneurs are always finding ways to save money).

· And I would be remiss if I didn't mention that she holds a quick daily meeting with all her staff to review what's up for the day, to look over the metrics from the previous day, and to see if any of them need something to make their jobs easier or more productive i.e. help getting something unstuck.

· Dr. Rodes gets it and was able to check off most of the boxes on the "Rockefeller Habits" checklist of habits that make for a well run organization.  Didn't surprise me!  (Here's a link to the checklist -- glance over it to see how you're doing at professionalizing your business -- http://www.gazelles.com/rate_your_discipline.doc ).

February 24, 2005

John McGrath's "Purple Cows" Driving his Multi-billion Dollar Business
"...keeping you great"
HEADLINES:
John McGrath is CEO of Australia's fastest growing real estate company, McGrath Estate Agents.  Starting the company at 24 years of age his firm will approach $3 billion in sales in 2005 just 16 years later.

McGrath has written several books including his latest called You inc: How to attract amazing success into your life and business.  It was a real honor to have McGrath participate in the Rockefeller Habits workshop in Sydney this week along with 63 other CEOs and executives of growth firms throughout Australia.  

Excerpts from his book (with permission) are shared below under BULLETS.  McGrath was kind enough to give me copies of his books and I found several valuable lessons worth sharing as I read them this week.  

Marketing is everything!  A subtitle in one of his chapters, I particularly enjoyed his entire chapter on marketing your business and yourself.  Not surprising, Seth Godin and his Purple Cow concepts are well known by Australian business owners.  I hope you make it to NYC March 10 to spend a day with Seth -- eleven seats left.

One of McGrath's "Purple Cows" includes giving a customer that has just purchased a home from his firm the services of a handyman for a day to hang pictures and put up shower curtains, etc. (wow!).  Another McGrath "Purple Cow" under BULLETS.

"I want you to remember one thing -- it's going to be what you learn after you know it all that will set you apart.  So, are you good enough right now to get better?"  McGrath lives this quote from the famous UCLA coach John Wooden -- more below. 

BTW, McGrath posts his goals (laminated) in his shower.  He takes goal setting serious and has been doing this for 16 years.  

EDUCATION: (links in left hand column)

Seth Godin, March 10, NYC -- Spend a day focused on finding Purple Cows for your business (and examining your marketing approach).

Topgrading, April 5, Atlanta -- spend a day focused on learning how to interview to get the right people 90% of the time -- the standard for 35 years.

GE Benchmarking April 20 -- 21, DC -- 1.5 days learning GE's top tools taught to their leadership. 

BULLETS: (excerpts from McGrath's, You inc)

· "You can create a world-class business in just three seconds.  That's the time it takes for you to decide that you will have a world-class business.  Everything else is just implementation or execution."

· "My business coach Michael Sheargold told me long ago that whatever success had been achieved by anyone else in the world of business was available to me too.  Michael told me one of his favorite sayings is, 'If it's possible for you then it's possible for me, it's just a matter of how.'"

· "Years ago I was talking to my close friend Siimon Reynolds, who is renowned as one of our country's best marketers...I asked him what the best form of marketing was...was it any particular form of advertising or promotion or was it logo or branding or something else?  His reply was simple:  marketing is everything you do.  It's the brand of coffee you serve your customers; it's the music you play in reception; and it's how many rings the phone is answered on."

· Purple Cow -- "I did a great deal with a pizza place.  I said to them, "If I could introduce you to a new local customer or two every week would it be worth your while investing in one or two free pizzas?  So we did a deal where he gave me vouchers for free pizzas.  I (then) sent a note (to a new home buyer) saying, ‘Welcome to Paddington.  Here's a voucher for a free pizza.  You're probably tired from moving and haven't unpacked your pots and pans yet, so why don't you call up and get a pizza delivered.  It's on us.'"

· "A key marketing exercise for every business is to take a good look at every single thing that you do: every form and document you use, the presentation of your staff and premises, your phone manner, how you relate to customers...take a look at every little thing and ask yourself if it could be improved to better serve your customers' needs"

· "We send out an e-survey to everyone we do business with within minutes of them transacting.  So if someone exchanges a property at 9am, the email is automatically sent, arriving in their email inbox shortly thereafter.  We ask 10 questions relating to the service experience, and the customer rates us from zero to 10.  It takes about one minute to complete.  We are now getting daily feedback on customers' experiences."

· "Are you good enough to get better?  I listen to more inspirational tapes, go to more seminars, and read more books and business magazines than anyone I know on the planet.  Some people say to me, ‘Your business is going pretty well, why do you want to do that?' I reply, "Because I want to know the next piece of information that's going to take me to the next level.  I want to find out the next idea that I can pass on to my team and share with my managers.  I want to get more motivated than I was yesterday and the day before."

· After reading this section of his book, I know why the founder of a $3 billion firm was participating in the Rockefeller Habits workshop.  Congrats, John McGrath, for all your success -- learning and acting!

March 3, 2005

Michael Dell, Kevin Rollins Interview; Congrats to Treasure Hunter Greg Stemm; Metrics Webinar
"...keeping you great"
HEADLINES:
"Execution without Excuses: An Interview with Michael Dell and Kevin Rollins" is a must read article in the March 2005 issue of Harvard Business Review -- download for $6 at www.hbr.com -- some excerpts below under BULLETS.

Note:  Dell made this week's cover of Fortune as American's Most Admired Company -- congrats to Michael Dell who just turned 40 last week -- overall a good week for a guy worth $10 billion.

And congrats to Greg Stemm, founder of Odyssey, the famous shipwreck exploration company making all the news -- he's on the cover of Fortune Small Business this week.

March 11 "Topgrading" conference call with Brad and Geoff Smart for those that have pre-purchased their new interactive DVD training program -- we'll be sending you the phone number and guest code. It's not too late to pre-order. http://www.gazelles.com/topgrading.html
EDUCATION: (links in left hand column)

Webinar on "Figuring out the Right Daily and Weekly Metrics" with Verne Harnish Monday, March 14, 12:51pm -- 2:30pm EST, cost $99. http://www.gazelles.com/exec_growth_webinar.html
Los Angeles-area one-day Rockefeller Habits workshop March 16 -- just added to schedule -- $495 per executive.

March 10 is the one-day marketing workshop with Seth Godin in NYC -- I'll be up at the workshop myself this time -- look forward to seeing many of you there for an insightful day -- $995 per executive. http://www.gazelles.com/exec_sethgodin.html

 HYPERLINK "http://www.gazelles.com/" 
BULLETS:
· It was great to see Michael Dell and Greg Stemm make the covers of Fortune and Fortune Small Business magazine this week -- two guys running small companies when I first met them in 1986 at our ACE 100 gathering of the top 100 young entrepreneurs under the age of 30 who are now leaders of their respective industries -- proves what can be accomplished with 19 years of focused effort.

· I have more to report from Australia (and Dubai) but that will have to wait until next week -- the Dell and Rollins interview was too important not to let you know about it.  In turn, pulling excerpts from the Dell and Rollins interview was nearly impossible because every paragraph of this nine-page article is insightful.  However, here are some of my favorite thoughts (though not the best -- many of those were too long to excerpt so read the whole article).

· "It takes years of consistent execution for a company to achieve sustainable competitive advantage...the key to our success is years and years of DNA development within our teams that is not replicable outside the company."

· "I founded the company over 20 years ago with $1000 in starting capital.  By contrast, Compaq had been launched two years earlier with $100 million in capital.  That's an unbelievable difference.  Dell bubbled up through a kind of Darwinian evolution, finding holes in the way the industry was working.  We didn't become asset-light just because it was a brilliant strategy.  We didn't have any choice."

· "We don't tolerate businesses that don't make money.  We used to hear all sorts of excuses for why a business didn't make money, but to us they all sounded like 'The dog ate my homework.'  We just don't accept that."

· "The worst thing you can do as a leader at Dell is be in denial -- to try to convince people that a problem's not there or play charades.   A manager is far better off coming forward and saying 'Hey, things aren't working, here's what we think is wrong, here's what we think we're going to do about it.'  Or, even, 'Hey, I need some help, will you help me?'"

· "We have a strong bias toward action and a strong bias toward data.  Any Dell presentation -- it doesn't matter what part of the company it's from -- will have lots of data.  That's just the way we manage.  Our number-to-word ratio is very high."

· Side note -- Michael Dell commented that he and Kevin get a lot of talk time (i.e. CEO Council) -- and having the two of them lets them talk to twice as many customers and twice as many employees (these are items 4 and 5 on the Rockefeller Habits checklist). Michael also noted that they ask a lot of questions.

· They also emphasized the importance of leadership development and that their own executives do the teaching.  In addition, both Michael and Kevin meet with the top 10% of the managers (400) every quarter to "give them a dose of teaching."  In addition, they each teach 3 days at an intense ten day leadership training program Dell has developed.  "Developing people is part of the job at Dell -- our senior managers are measured and compensated on it."

March 10, 2005

New Meeting Ending, Aussies on Sabbaticals, Topgrading Outcomes, Tour Italy
"...keeping you great"
HEADLINES:
New way to end weekly meeting -- Richard Helppie, Superior Consultants, shared this powerful tool with me BULLETED below.

Great Topgrading outcome shared by Mike Faith, CEO of Headsets.com -- listed under BULLETS -- and go to his website and check out his "Our 7 Promises to You as a Customer" -- now that's being explicit about your Brand Promises.

My own Topgrading story -- had a "meet over lunch" initial interview so grabbed the Topgrading DVD.  Navigation made it easy to jump to the "5 Pre-screening" questions section, watched the 2 minute overview, and was prepared -- "practice what we preach".

The Australians looked at me strange when I emphasized the need for 3 week-long annual vacations and month or two-long sabbaticals -- this is routine for them as business owners -- we can all take a lesson.

Speaking of vacations, now is the time to plan -- I'm a huge fan of Lauren Hefferon's firm, Ciclismo Classico -- the most amazing award winning bicycling (and skiing) adventures throughout Italy for individuals and families (she's won every award on the planet given in this space) -- www.ciclismoclassico.com -- only way to experience Italy!  And she has a skiing "tour" in conjunction with the 2006 Olympics in Torino.

EDUCATION: (links in left hand column)

Daily and Weekly Metrics Webinar with Verne Harnish, Monday, March 14, 12:31pm -- 2:30pm.  Three spaces left. http://www.gazelles.com/exec_growth_webinar.html
Topgrading with Geoff Smart, April 5 in Atlanta. http://www.gazelles.com/exec_topgrading.html
GE Benchmarking Event -- April 20-21, Washington, DC. http://www.gazelles.com/exec_ge.html

BULLETS:
· First, here's the note Mike Faith received from a key executive at State Farm -- Mike says this is attributable to his switch to Topgrading to hire staff "I just wanted to tell you that everyone, and I mean everyone that I've dealt with at your company has been great.  You deliver on all of your promises, I always get to talk with a "real" person, and whomever I talk to is polite, patient, and knowledgeable.  I don't know how you select your people or how you train them, but don't change anything.  In fact, I know the rest of the business world could learn a lot from your employee selection and training process.  I would go so far as to say that you could market this process if you wanted to."

· And here's Richard's trademark meeting close -- Just prior to adjournment (5 minutes, usually, sometimes 10) the meeting leader goes around the horn and gives each person a chance to respond to 2 questions:

1. Anything else to report to this group, 

2. or Anything else to ask of this group? 

· With the meeting norm of "No piling on", i.e., if it's been said, no need to speak again to a point, it is amazing the little things that come out in this session.  Small (or sometimes large) items that occur to someone during the meeting get aired immediately. 

· The "shoulda brought this up last time" volume goes down.  The "can I talk to you after the meeting" goes away.

· The meeting rhythm is maintained because each meeting participant knows that if they forgot something, they have a reaction to another(s)' report or the meeting generates a new idea there will be a place to bring it up.  My sense is that listening to the other speakers is enhanced, as people aren't searching for the pause or opening to bring up their item. 

· A typical situation is that the meeting concludes, the leader states, "OK, that concludes our agenda.  Before we close, let's go around the horn and ask if anyone has anything else to report to this group or ask of this group."  The leader then calls on each person by name, varying the sequence each meeting.  Most of the participants will respond, "I'm good", but there are inevitably one to three nuggets of information or questions that make us more effective.

March 15, 2005

Verne's Weekly Insights: How to White List
"Keeping you great..."

Please white list Verne's Weekly Insights by putting the following 
email address in your address book vernes_insights@gazelles.net

This will ensure Verne's free Weekly Insights are not trapped in your 
Spam filter.

Also, please check with your IT department and ask them to white list 
our e-newsletter service provider www.uptilt.com and its subdomains.

Thank you,
The Gazelles Web Team

March 18, 2005

Paul Lewis' Hilarious, Not for Sensitive Ears, Story of Conversion and Disciplne within his Company
"...keeping you great"

HEADLINES:

Hilarious report from Paul Lewis on his conversion to a "daily huddle" -- founder of PG Lewis & Associates, a leading data forensics firm (www.pglewis.com), Paul and his business partner Mike Michalowicz report on their benchmarking visit to 1-800-GOT-JUNK -- see BULLETS.

WARNING -- Paul is a little over the edge in his writing style -- seriously, if any of you are offended by some off-color language or references, skip this Weekly Insight.

BTW, congratulations, again, to Brian Scudamore and 1-800-GOT-JUNK for being named the "Best Place to Work” in British Columbia, Canada -- Paul's report gives you a flavor for how disciplined Brian's company really is while experiencing very rapid growth.

EDUCATION: (links in left hand column)

Speaking of Benchmarking, just 14 seats left for GE's Benchmarking event in DC April 20-21 -- a very rare opportunity for 60 of you to experience the education provided management at GE -- the same workshop YPO organized with rave reviews -- only to this workshop you can bring your executive team.
http://www.gazelles.com/executive_best_practices.html
Vancouver Rockefeller Habits workshop April 13-14 
http://www.gazelles.com/corporate_training_seminar_rh_vancouver.html
BULLETS:

Here's the unedited letter from Paul Lewis, who is also the New Jersey YEO Chapter President -- pglewis@pglewis.com 

· "Mike Michalowicz and I just returned from Vancouver where we studied 1-800-GOT JUNK. Your "Rockefeller Habits" have been mastered by Brian Scudamore and his business is rocketing upward as a result. I must admit that prior to the trip I thought meeting company-wide on a daily basis was a foolish idea and a terrible waste of time. I have been converted after witnessing GOT JUNK's "daily huddle" in action. PG Lewis & Associates has since implemented a company-wide daily huddle and the positive results were immediate and significant! I have attached a story that I wrote for our chapter newsletter on my experience, I hope you get a kick out of it.

· What does the Superbowl, British Columbia, Junk, and a gay bar have in common? All four brought me to a pinnacle moment in January and as a result I have re-aligned my business.

· For months, my business partner and fellow YEO member, Mike Michalowicz, has been trying to get me to hold company-wide daily meetings. To me, the notion of meeting with the entire company every day was idiotic. While I appreciate Mike's passion and excitement, I felt his business acumen was slightly askew.

· Mike has been trying to get me to visit Vancouver-based YEO company 1-800-GOT JUNK. Mike met GOT JUNK's CEO, Brian Scudamore, at Birthing of Giants and felt he had a firm grasp on "systems." My company is in the process of designing a comprehensive software system, so I immediately concluded that Mike was talking about software. To boot, GOT JUNK was named the #1 Company To Work For in British Columbia this past December so I figured they must be doing a something right. I must admit that I agreed to take the trip mostly to pacify Mike. I treated it as an international "YEO Learn Around" of sorts, and figured I might be able to pick up one or two things of value while on the trip. Since our meeting in Vancouver fell on a Friday, we decided to take an extra day to ski at Whistler. Ah, Whistler. That would undoubtedly be my highlight of the trip.

· Mike and I boarded a trans-continental flight and before we reached our cruising altitude, Mike started talking about company values, our five year vision, and the importance of a daily huddle. Yes, a daily meeting. I was a skyward prisoner. Luckily, the movie was about to start so I excused myself and put on my headset in an attempt to avoid the conversation.

· The following morning, Mike and I drove to GOT JUNK. Brian Scudamore greeted us and the three of us walked next door to Starbucks for a quick chat before we toured his company offices. In hindsight, I believe the move was a calculated one by Brian. He told the story of the rise of Starbucks, why it was so successful, and the Starbucks X-factor. (At the time, I was thinking, "What the hell is an X-factor?" I was partially embarrassed that Brian and Mike were comfortably using a business term that I had not heard before.) Brian related his company to Starbucks, and explained that he first hit $1 million in revenue in the late 1990's. In 2004, GOT JUNK hauled away used couches and old computers to the tune of $38 million. Hmmm. He's onto something. He went on to explain that his company's success and a major factor in being named the #1 company in British Columbia was due to open and rapid communication. His Daily Huddle. Damn! I felt like Brian and Mike were trying to get me to join some freakish religion! Brian indicated that our site tour would include attending his Daily Huddle. Yippee.

· When we returned to GOT JUNK, I immediately got the sense that everyone there loved what they did. Let's face it, rubbish removal is not the most glamorous thing in the world. But everywhere I turned, there was passion and excitement. Then, at precisely 10:55 AM, everyone in the company quickly assembled in a common area. No one sat, in fact there weren't even any chairs. Everyone stood together as someone nicknamed High Gloss started in on relaying key company metrics. In just under 7 minutes, everyone in the company was apprised of the current financials, performance from the day before, current challenges, and good news. The information was disseminated quickly, efficiently, and with passion. After an adrenalin pumping cheer, everyone got back to work. Everyone was informed, rejuvenated, and focused. I was impressed, but at the time did not fully appreciate what I had just witnessed.

· Mike and I left GOT JUNK and drove to Whistler. We talked about Brian's leadership style and the high morale he has conjured up in his employees. As I let the thoughts digest in my head I realized I was totally blown away by Brian and his company. Maybe a daily meeting wasn't such a bad idea after all.

· The next morning, Mike and I decided not to ski. Even though we were in a world-class ski resort and the future home of the 2010 Winter Olympics, we both were more motivated to work on our five year goals. That afternoon, we found ourselves in a bar drinking a pitcher of beer and talking more about the business. In the corner of the bar, I watched the New York Jets miss a field goal; their Superbowl dreams quickly vanished. I started thinking about how great a team has to be to make it to the Superbowl. Mike then commented that a truly great team has much more than great players. (Duh.) A truly great team has extraordinary leaders, a clear vision of what it wants to accomplish, and a strong desire to work hard in order to win. (Still duh.) In a baited statement, Mike said, "Can you imagine if the team completed each play and then just ran to the line of scrimmage without first having a huddle?" (Here we go again…) Mike continued, "No one would know what to do! No one would know the play! They would never win a game!" (Hmmm. He's right.) It finally started to gel. The next thing I knew, Mike was being propositioned by two middle aged gay men. Turns out we unknowingly wandered into a gay bar. I had to laugh thinking that an hour before I would have sworn to the world that I would never go to a gay bar. And I have sworn that I would never have daily meetings. Okay, enough texture for one day. Time to go somewhere else.

· The following day we flew back home. I was lucky enough to get bumped to first class, but Mike was stuck in coach. I insincerely frowned to Mike and moved up front. "See you in Newark!" I snickered. In the comfort of the forward cabin I reflected on what I had learned on this trip. After a glass of wine my mind started racing and I was flooded with thoughts of how to better my business. The thought of having a daily huddle was something I had once laughed at, but all of the sudden it started to make sense. In fact, I started to think how foolish it was to not have a daily huddle! I grabbed my notepad and started writing down my thoughts just as fast as I could. I was psyched.

· Mike and I have since mapped out and implemented our daily meeting. Like GOT JUNK, it is short and concise. The meeting identifies short term goals, distractions, and road blocks. Although we have only been holding our daily huddle for a short time, I already see a significant benefit and believe it to be critical to our success.

Paul Lewis
New Jersey YEO Chapter President 2004-2005

March 29, 2005

Bill Gates "Think Week" and Stories Needed for Hiring #2
"...keeping you great"
HEADLINES: (very CEO-centric this week)

Bill Gates' "Think Week" described in Wall Street Journal yesterday (March 28, 2005).  Twice a year Bill Gates hides out for an entire week and immerses himself in over 100 extensive research papers, articles, and books.  Thanks to Matt Kuttler, www.ReStockIt.com, for bringing this to my attention -- link good for only seven days plus highlights below.

Hiring the right #2 -- need examples for my next big article.  Do you have a fantastic #2 that handles the day-to-day so you can be more strategic?  Do you have that person to whom you can "toss over" ideas and they just magically get done?  In Dubai I led a couple roundtable discussions on the subject and learned a great deal -- what works and doesn't work.  Let me know if I can interview you and/or your #2.

Speaking of hiring, last Topgrading workshop for the season April 5, Atlanta -- if you're going to hire even one person this year, learn how to do it right -- someone in every one of your firms needs to learn these interview techniques so you have them in your arsenal -- and the new DVD helps them bring back the tools to teach everyone.

The next Topgrading coaching call is Friday, April 8th at 12:51-2 PM ET -- for those that purchase the Topgrading DVD it includes a monthly coaching call through the rest of 2005 -- a chance to get your specific questions answered by Geoff or Brad Smart and their team.  We'll send those that have purchased the DVD a phone number and guest code next week -- http://www.gazelles.com/topgrading.html to purchase.

EDUCATION:
Read comments from the small to mid-size firms that participated in the last GE Education event -- http://www.gazelles.com/exec_ge_s_louisville.html
GE Education Event April 20 -- 21 (1.5 days) in DC near Dulles Airport -- rare opportunity to learn tools from the best managed company on the planet.  

Rockefeller Habits Vancouver April 13 -- 14; San Antonio April 20 -- 21; NYC April 26 -- 27; Montreal May 24 - 25

BULLETS:
· Here's a link to the article WSJ.com - In Secret Hideaway, Bill Gates Ponders Microsoft's Future -link only good until April 5.  Take five minutes, stop what you're doing, and read this.

· Do you take enough time to think?  Do you take enough time to learn?  Surely Bill Gates doesn't need to learn any more; after all he's the richest guy on earth.  Just the opposite -- he's built into his schedule, from almost the beginning of Microsoft, time to think and learn.   A practice he started two decades ago, he's taken a full week (now two) to do nothing but escape and immerse himself in learning.

· In researching Gates' "Think Week" I ran across this great interview between Sir David Frost and Bill Gates.  Notes Frost "There was a wonderful phrase your mother said that she would sometimes ‘lose you completely for a few hours.' And ask ‘where have you been,' and you would reply, ‘I'm thinking, mother.' Great reply."  I agree.

· I also liked this response from Gates, pointing out the power of focus.  "Well, I'm a specialist. You know, when I was in my teens I was thinking about great software. When I was in my 20's, my 30's that was the thing I loved to do. I think that's the way I can contribute best, and I'm going to do that at Microsoft. Once I get old enough, I'm sure I'll pick somebody else to be CEO, but I can see making a contribution there for my entire working life."

· The key output is an extensive memo he writes outlining the areas in which Microsoft should focus moving forward.   Here's a link to his 1991 memo that gives you a flavor for the output http://pauillac.inria.fr/~lang/libre/reperes/local/Challenges.and.Strategy
April 1, 2005

Quarterly Check-up, Quarterly Theme, Must Get Booklet
"...keeping you great"
HEADLINES:
Please take five minutes and do a quarterly check-up on your company -- every 90 days it's vital to review the 10 point "Rockefeller Habits" checklist of disciplines that make for a well-managed company -- here's the link to the checklist http://www.gazelles.com/rate_your_discipline.doc -- just do it.

Airlines have such impeccable safety records because every pilot every time goes through a pre-flight safety checklist -- this is not something just for beginning pilots; it's what Top Gun fighters do every time!  Go back and click on the link above -- this is serious business.  

Bring the checklist to your next executive team meeting -- take ten minutes, have each executive rate the company, and then choose two areas on which to focus the next 90 days that will be most helpful to your mission and the direction of the business.  Over two to three years you'll be amazed your progress and the impact it will have on the performance of the firm.

What's your number 1 measurable focus the next 90 days?  If you make no other decision, make this one, put up a scoreboard, ask the organization "how we're doing" each day, and plan a fun celebration for the end of the quarter.

Spend $14.95 and get this booklet -- the new "Mini-Game Handbook" from Jack Stack's Great Game of Business company -- includes over 30 mini-games you can play to drive performance this next quarter -- here's a link to order http://www.greatgame.com/methodology.cfm?GID=53C3R2FOKF48AAOFNYMUPEAAWBIHBSYG#games
That's enough!  Have a great weekend.  Hope to see many of you at our various workshops in April.
April 8, 2005
Getting the Highest Price for Your Business--Prepare Now
"...keeping you great"  

HEADLINES:
"The key to selling a company is to move away from 
the balance sheet and the income statement and 
focus on the buyer's threats and opportunities. The size 
of the threat and/or opportunity is the metric against
which an acquisition price is negotiated rather than on 
the seller'sfinancials -- you can get a lot more for your 
business than you realize," notes Tom McKaskill.  
Excerpts from his upcoming book and bio are under 
BULLETS.

Simply selling your firm for some multiple of EBITDA 
usually means you've failed to come close to 
maximizing the value you should receive for all the effort 
you've put into building your company.

Thinking of selling your firm in the next few years --
we've searched for years for the best workshop that 
prepares owners to get the highest valuation for their 
business now and in the future -- and I finally found it 
on my trip to Australia.  

Keeping with our promise to find and bring you the 
very best education, we're bringing this workshop to 
the U.S. June 7 (San Fran) and June 14 (DC) -- space 
for 15 in each workshop -- $995/owner (your CFO, 
partner, or advisor can also attend) -- let me know if 
you want a seat vharnish@gazelles.com -- I'm 
personally handling this event because of the sensitive 
nature of the material.  
  
The Australian business owners rave about Dr. Tom 
McKaskill, whose method is being used by KPMG 
throughout Australia.  I was really impressed when I dug 
into the material -- and his checklist is priceless.  A 
global serial entrepreneur himself, he's helped hundreds 
of business owners prepare their businesses to sell for 3 
to 10 times what they would have normally received.  

What it takes to maximize the value of the firm in the 
future is how you should be running the firm today.  
And there are a handful of actions you can take now 
that will pay huge dividends in the future.  Like everything 
in life, those that plan win over those that don't.  And you 
don't want to have to go through a fire sale.

EDUCATION: (links in left hand column)

Michael Antonietti, the trainer for the GE 
Benchmarking Event, was just promoted to 
Managing Director of Strategic Marketing -- congrats!  
We're getting a top GE exec for the event April 20 -- 
21, Washington DC (Hyatt Dulles).
http://www.gazelles.com/executive_best_practices.html

Webinar "One-Page Strategic Plan and Creating a 
Theme" by Verne Harnish, April 18, 12:51pm -- 2:30
pm EST.  It's the start of a new quarter -- time to nail 
down the plan and theme.
http://www.gazelles.com/business_growth_management_planning.html
New York City "Rockefeller Habits" April 26 -- 27
http://www.gazelles.com/exec_leadership_development_program_ny.html

BULLETS:
· Bio and excerpts from Tom's upcoming book 
(out in August):

· "Many businesses are either unable to exploit 
the underlying strategic value in their business 
or are simply unaware that it exists. Most firms 
are focused on what they can do today and 
spend their efforts on those parts of their 
business that are easiest to leverage in the 
short to near term. Additional value that may 
be exploited from underlying assets or 
capabilities is left unrecognized or untapped. 
But this may be where the real capital gain 
on the sale of the business resides. Your 
business is worth more than you think!"

· "Most businesses are sold by independent 
advisors who know little about the business 
or the industry, are given little time to prepare 
the business for sale and are motivated to sell 
the business as quickly as possible.   The 
Proactive Exit Strategy spends much more 
time preparing the business for sale by reducing 
risks to the buyer, identifying, creating and 
building strategic value, selecting and building 
relationships with potential buyers and by 
reducing the time to close the deal."

· "Very few firms choose the timing of their 
acquisition. Most are forced into a sale by 
external events or through poor management. 
A smaller number are approached by a 
potential buyer and take the opportunity to 
sell out. Only a very few control the timing 
of their acquisition by taking the initiative to 
find a buyer when they are not under 
pressure to sell." 

· "Besides, think how annoyed you will be if you 
need to sell, had the time beforehand to build a 
better position, and put it off for another day.  
You may not have the time or opportunity to 
undertake this review and to develop your best 
situation if you wait. External situations can't 
be controlled, they simply happen. Nor can 
you predict when a company might approach 
you about a possible acquisition." 

· "Ninety percent of the recommendations in this 
process are about managing your firm better. 
You should be doing those anyway. The others 
are things that you should be thinking about. 
Take the opportunity of presenting this process 
to your Board of Directors. Experienced 
businessman will see the wisdom in being 
prepared and keeping options open." 

· "When it comes to selling the business, the 
seller does not have to go cap in hand and 
plead to be acquired. Rather, the firm is put 
up for bid among several possible buyers, 
each of which understands the strategic nature 
of the acquisition. At the same time, the 
preparation work undertaken by the firm in 
conjunction with their professional advisors 
will have eliminated or reduced the potential 
acquisition risks to the buyer." 

· "The key to a successful sale is to be able to 
execute the deal quickly with both parties 
being fully aware of the value to be acquired. 
At the same time, the buyer can appreciate 
the effort that the seller has taken to prepare 
the business for sale. The seller can show a 
full appreciation for the integration issues 
and risks and can show how these have  
been planned for and, where possible, 
risks minimized." 

TOM MCKASKILL BIO

· Global, serial entrepreneur, consultant, 
educator and author, Dr McKaskill provides 
both real world experience with a professional 
educator's talent for explaining complex 
processes to a problem that has long awaited 
a comprehensive and rigorous solution -- 
how to sell a business to a strategic buyer 
thus extracting the maximum value for the 
shareholders.

· Upon completing his doctorate at London 
Business School, Dr McKaskill worked as a 
management consultant, later co-founding 
Pioneer Computer Systems. After being its 
President for 13 years it was sold to Ross 
Systems Inc.  During his tenure at Pioneer, 
the company grew from three to 160 people 
with offices in England, New Zealand and 
USA., raised venture capital, undertook 2 
acquisitions, and acquired over 2000 
customers.

· Following the sale of Pioneer to Ross Systems, 
Dr McKaskill stayed with Ross for three years 
and then left to form another company, 
Distinction Software Inc. In 1997 Distinction 
raised $2 million in venture capital and after 
five years, with a staff of 30, a subsidiary in 
New Zealand and distributors in five
countries, was sold to Peoplesoft Inc. In 
1994 Dr McKaskill started a consulting 
business in Kansas, which was successfully 
sold in the following year.  

· After a year as visiting professor of 
International Business at Georgia State 
University, Dr McKaskill was appointed 
Professor of Entrepreneurship at the 
Australian Graduate School of 
Entrepreneurship in June 2001.

April 15, 2005

Miracle-Gro, Perdue Chicken, and Truth About Entrepreneurs
"...keeping you great"
HEADLINES:
Entrepreneurs are event driven, not process driven!  This says 
a bunch about why the entrepreneur needs the right #2 (process 
driven person and team) to help run the business.  Tom O'Flaherty, 
advisor to FinancialCAD, one of the Vancouver workshop 
participants, shared this insightful observation with us this week.  
Tom, you nailed it!

Yet bold "events" make for big companies, especially bold 
marketing events.  It was an interesting couple weeks where 
reading about the deaths of two great entrepreneurs and meeting 
another reminded me of the power of bold marketing moves and 
big events.  What bold move are you going to make?

Horace Hagedorn, founder of Miracle-Gro, died January 31 
at the age of 89.  A former adman, Hagedorn offered a $100,000 
prize for a world-record tomato grown using his product. A boat-
load of money in the early '50s, this bold event put Miracle-Gro 
on the map and led to a $350 million a year business that continues 
to dominate the home garden fertilizer market.  Link to short article in 
this month’s Fortune Small Business magazine is under BULLETS.

Frank Perdue, Mr. Chicken, died April 1 at the age of 84.  
Perdue spent $50,000 in 1968 on radio ads to bring attention to
the anonymous fresh poultry industry.  In one ad he said, "If you're 
not completely satisfied with my chicken, you can always write to 
me -- the president of Perdue -- and I'll give you your money back. 
If you buy some government-approved chicken, and you're not 
completely satisfied, who do you write? The President of the 
United States? What does he know about chickens?"  All bold
and memorable statements.

Abe Pollin, 79, risked everything to build the $250 million 
MCI Center in Washington DC.  Already wealthy, he didn't need 
to make this bold move, but when the DC government withdrew their 
funding at the last minute, Abe stepped up and literally put all his 
wealth on the line.  This bold move transformed downtown DC. 

What bold move, particularly bold marketing move, are you 
going to make to put your business on the map?  Seth Godin, #1 
marketing author, asks "How are you going to make your company 
and product remarkable -- so people remark about it?"

EDUCATION:
New and Revised book version of Topgrading released last Friday 
-- here's a link to order new book www.topgradingonline.com. 

Webinar -- One Page Strategic Plan and Creating an Effective 
Quarterly Theme with Verne Harnish, Monday, April 18, 12:51pm -- 
2:30pm -- $99.  Four spots left.
http://www.gazelles.com/business_growth_management_planning.html

Selling Your Business For a Premium with Tom McKaskill -- June 
7, San Francisco (5 seats left); June 14, DC (SOLDOUT), 
however adding second day June 15.
http://www.gazelles.com/executive_training_selling_business.html
BULLETS:
· Link to Fortune Small Business April 2005 article on Horace 
Hagedorn -- http://www.fortune.com/fortune/smallbusiness/
marketing/articles/0,15114,1041623,00.html
· Link to article on Frank Purdue's Remarkable life -- 
http://money.cnn.com/2005/04/01/news/newsmakers/
perdue/index.htm
· Link to article on Abe Pollin (yeah -- my home team Wizards 
are in the playoffs!) -- 
http://www.nba.com/wizards/news/Abe_Pollin_Bio-44212-
56.html
April 22, 2005

Jack Welch, Wal-Mart, Toll Brothers, and Average Profitability and Revenues per Employee
"..keeping you great"
HEADLINES:
Devour the latest Fortune 500 edition of Fortune magazine on 
the newsstands -- easy to spot because it has a big 500 on the 
cover. Some of the best articles I’ve ever read -- I'll highlight and 
provide links to a couple below summarizing Jack Welch's latest 
book, an article on the Toll Brothers, and Wal-Mart's amazing and 
famous Friday and Saturday meetings -- they finally let a reporter 
in for an extensive period of time to study the complete process!

Average profit of the Fortune 500 almost 6% -- this is essentially 
double the historical average.  It's worth going to your industry 
category in the magazine (or online at www.fortune.com if you 
are a subscriber -- click on the Fortune 500 list and they make it 
easy to sort by industry) and look at some of the numbers like 
profitability of the large companies in your industry -- great way 
to do some quick back-of-the-napkin benchmarking.   

In almost every industry category there was one or two 
companies that were two to five times more profitable 
than their competitors --his is the fundamental difference 
between a good and great company.  Are you two to five times 
more profitable than the average in your industry?

Average revenue per employee is $300,000 -- this is about 
where it's been for awhile.  Again, go to your industry category 
and look at the ranges of revenue per employee to benchmark 
against your firm (you'll have to make the calculations yourself, 
but they give you the revenues and number of employees).  This 
is a key metric for all of us to track since revenue per employee 
can actually trend down as you grow if you're not careful.

EDUCATION:
Last Rockefeller Habits workshop until the fall -- June 7 
-- 8 Washington, DC.  Great time to prepare for the second 
half of the year.  And I'm teaching both days. 
http://www.gazelles.com/exec_rh_dc.html
I'll be videotaping the DC workshop so all companies that attend 
will receive a free DVD of the workshop like we did for the 
Topgrading workshop.  Montreal, NYC, and Malaysia are 
Sold Out.

BULLETS:
· Entitled "Wal-Mart's $288 Billion Meeting" here's a link to this 
must-read article -- take ten minutes and devour the details. 
All of need to get in the rhythm of formally gathering what 
our sales people, technicians, call center reps, and the 
receptionist are learning from customers each week and 
sharing this information at our weekly meetings.  
http://www.fortune.com/fortune/fortune500/articles/0,15114,
1044802,00.html?promoid=email
· Entitled "Jack Welch on Strategy: It's All in the Sauce" here's 
a link to this must-read article -- it includes the five simple 
slides GE uses to set strategy for each of their divisions.  
He pushes three simple ideas: that you have to get the right 
people (GE hired Brad Smart of Topgrading fame to put in 
place their management selection process); you have to 
focus on decommoditizing your products and services by 
picking one key differentiator and getting fanatical about 
delivering on it; and you have to benchmark and keep 
learning. 
http://www.fortune.com/fortune/fortune500/articles/0,15114,
1043673,00.html?promoid=email
· Home builders must read the extensive article on the Toll 
Brothers in the Fortune 500 issue -- BTW, home builders 
have been the top performing companies the last several 
years -- no surprise -- here's the link to the article - 
http://www.fortune.com/fortune/fortune500/articles/0,15114,
1044961,00.html?promoid=email
· And there were another dozen articles just as powerful in the 
Fortune 500 issue -- again, go buy it on the newsstand and 
devour it like you would a book.

April 29, 2005

Four Hours with Jim Collins Plus a "Think Week" Designed for Your Team
"...keeping you great"

HEADLINES:  (please save Oct 24 -- 26, Dallas, on your 
calendar)
Spend a half day with Jim Collins, author of Good to 
Great -- a rare chance for your team to learn directly 
from the most famous business expert in the world right 
now -- plus learn from a dozen other outstanding 
business experts. Here's a link to the agenda 
http://www.gazelles.com/goforgrowth_agenda.html   

For a complimentary set of business growth tools 
from Jim Collins and the other distinguished faculty, 
visit www.FSBGoForGrowth.com/tools -- some great 
resources you can use immediately.

Bill Gate's "Think Week" became our model -- one 
event where your team could immerse themselves in the 
best in business thinking as they prepare for 2006.  
Gazelles teamed with FORTUNE magazine's conference 
division (best on the planet) to produce this October 24 
-- 26 forum in Dallas, TX, Wyndam Anatole.

Five questions critical to growth firms along with four 
criteria guided the design of this "Go For Growth" Forum 
-- see below under DETAILS.  We've put our heart and 
soul into this one convenient way to "keep your team great."

Joining Jim Collins are the nation's leading 
authorities and CEO's all in one place including (and 
these are not just entertaining 45 minute keynotes):

1. Seth Godin, author of All Marketers Are Liars, 
Purple Cow, Free Prize Inside, Permission 
Marketing, and more -- 2 hours

2. Pat Lencioni, author of Five Dysfunctions of a 
Team, Death By Meeting, Four Obsessions of 
an Extraordinary Executive, and more -- 2 hours

3. Geoff Smart, Topgrading expert working with 
the top 80 investment firms in the nation to help 
them make people decisions -- 2 hours

4. Jeff Taylor, founder and Chief Monster, 
Monster.com (and top DJ who is also spinning 
records Monday night of the conference) -- 
several hours

5. Jim Murphy, author of A Fighter Pilot's Guide
to Flawless Execution -- 1.5 hours 

6. Kaihan Krippendorf, author of The Art of the 
Advantage: 36 Strategies to Seize the 
Competitive Edge -- 1.5 hours

7. Michelle Peluso, CEO of Travelocity

8. Plus a host of FORTUNE Small Business 
writers and editors looking for stories along 
with a 2 hour workshop by Verne Harnish -- 
my latest material and thinking

FSB's 100 Fastest Growing Small-Cap Public 
Companies will be honored at a Monday evening 
gala as well -- come meet these fast growth firms.

Gazelles has worked out a discounted fee of $1695/
executive ($1495/executive for $10k members) 
when you bring a team of 3 or more -- this is just 
slightly more than what we've been charging for an 
event with Jim Collins alone the past four years.  
The FORTUNE published fees are $2495/executive 
and $1995/executive if you bring three or more.

$250 non-refundable fee per executive to hold a 
seat -- the balance won't be charged until 30 days 
prior to the event to preserve your cash flow.  
Register at 
http://www.gazelles.com/goforgrowth_agenda.html
DETAILS:
What does every business builder want?
What FORTUNE's most admired companies have achieved: 

· Sustainable, profitable growth without barriers 

· 3 to 5 times industry-average profitability 

· Business models that increase cash flow 

· Higher valuations 

What's the #1 barrier to sustainable, profitable 
growth? The inability of executive teams to stay out 
ahead of market opportunities.
 
How do great companies like GE, FedEx, Southwest, 
and Starbucksavoid that?By making leadership 
development a core competency, they keep their 
executives on the leading edge of business thinking. 

What two traits distinguish executives who run 
great companies? A thirst for knowledge and a bias 
for action. 

How can you get the same results as the big guys?
By bringing your executive team to the FORTUNE Small 
Business Forum, where you'll have access to some of the 
same leadership-development resources they use.

In designing the Go For Growth Forum, we set 
ourselves four criteria: 

· Focus on the Key Drivers of Business 
Success -- We started with the drivers Jim 
Collins outlined in Good to Great - People, 
Strategy, and Execution -- and aligned each 
day of the conference around these themes. 

· Offer the Best Resources -- We found 
the best thinkers in all three areas. The forum 
speakers are THE # 1 authors in their fields 
and known for their thought-provoking 
presentations. You're investing your time and 
money; you want--and deserve--the best. 

· Provide a Substantive Experience -- Why 
have the best thinkers if you don't give them 
enough time to get into the "how to" of 
implementing their strategies and tactics? 
You'll have four hours with Jim Collins. Over 
the two- and-a-half-day program, you'll also 
spend significant time with the other #1 best-
selling authors. 

· Use Team-Building Formats -- The era 
of the Lone Ranger is over. Today, it's all 
about aligning your executive team. The 
forum is designed to accommodate executive 
teams as well as solo executives. Round 
tables vs. a classroom-style format mean 
more team interaction. A cascading 
conference design means less workshop 
time and more team time each day as the 
conference progresses. The advantage of 
bringing the whole team is that you'll be 
ready to hit the ground running when the 
forum is over. 

FORTUNE Small Business and Gazelles, the leading 
education company for growth firms, both take the 
business of educating business executives seriously. 
We teamed up to bring you an affordable--in terms 
of time and money--way to prepare your team for 
sustaining profitable growth in 2006 and beyond. 
We hope you will come join the editors of 
FORTUNE Small Business in Dallas this October.
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Buffett on Why Investors Fail, Pending Housing Bubble, and Role of Bad Advisors
"...keeping you great"
HEADLINES:
Warren Buffett, unarguably the world's best 
investor, held Berkshire's annual meeting in Omaha 
last weekend.  Charlie Munger is his side-kick 
(another great #2).  Average annual gain of Berkshire 
stock from 1965 -- 2004 is 21.9%; S&P 500 is 
10.4%.  He's beat the market by better than a factor 
of two for almost 40 years.

Here are two links (enough to keep you busy this 
weekend -- though I've provided summaries under 
DETAILS) -- one to Buffett's Annual Letter to 
shareholders and the other the best summary of the 6 
hour Q&A session in Omaha this past weekend.

Why most investors fail and other highlights from 
the Annual Letter are bulleted under Details -- I 
pulled out a few choice ideas for those that don't want 
to wade through the 25 page letter, though it really is 
worth the time to read -- a great insight into various 
industries and the thinking of the best investor on the 
planet.

The pending housing bubble -- a linked index to the 
annual meeting summary is also under Details -- 
these hot links let you go right to Buffett's comments on 
topics like the bursting of the housing bubble!

EDUCATION: 

Running Effective Daily and Weekly Meetings 
webinar with Verne Harnish has been moved to 
Tuesday May 17, 12:51pm -- 2:30pm EST.  Five 
spots opened up since I moved the day.

Panama City, Panama, July 14 -- 15 Rockefeller 
Habits two-day workshop.  

Washington, DC June 7 -- 8 (all participants will 
receive a free DVD copy of workshop -- we're taping 
this workshop)

Go For Growth "Think Week" forum with Jim 
Collins, Seth Godin, Geoff Smart, Pat Lencioni, etc. 
all in one convenient event -- October 24 -- 26 
Dallas, TX

DETAILS:

Here are links to Buffett's and Munger's specific thoughts 
from the annual meeting per CNN on: 

• Real estate 
• The trade deficit and the value of the dollar 
• The threat of terrorism 
• The overall climate for investors 
• The auto industry 
• The NYSE's merger with Archipelago 
• Whether pharma stocks have become bargains

Here are some choice excerpts from the Annual Letter
to Shareholders:

Our failure here (Mid-America's zinc extraction process 
that had to be halted) illustrates the importance of a 
guideline -- stay with simple propositions -- that we 
usually apply in investments as well as operations. If only 
one variable is key to a decision, and the variable has a 
90% chance of going your way, the chance for a 
successful outcome is obviously 90%. But if ten 
independent variables need to break favorably for a 
successful result, and each has a 90% probability of 
success, the likelihood of having a winner is only 35%. 
In our zinc venture, we solved most of the problems. 
But one proved intractable, and that was one too many. 
Since a chain is no stronger than its weakest link, it 
makes sense to look for -- if you'll excuse an oxymoron 
-- mono-linked chains. 

Over the 35 years, American business has delivered 
terrific results. It should therefore have been easy for 
investors to earn juicy returns: All they had to do was 
piggyback Corporate America in a diversified, low-
expense way. An index fund that they never touched 
would have done the job. Instead many investors have 
had experiences ranging from mediocre to disastrous. 

There have been three primary causes (for this investor 
failure): first, high costs, usually because investors 
traded excessively or spent far too much on investment 
management; second, portfolio decisions based on tips 
and fads rather than on thoughtful, quantified evaluation 
of businesses; and third, a start-and-stop approach to 
the market marked by untimely entries (after an advance 
has been long underway) and exits (after periods of 
stagnation or decline). Investors should remember that 
excitement and expenses are their enemies. And if they 
insist on trying to time their participation in equities, they 
should try to be fearful when others are greedy and 
greedy only when others are fearful.  

Naturally, a business that follows a no-layoff policy must 
be especially careful to avoid overstaffing when times are 
good. Thirty years ago Tom Murphy, then CEO of Cap 
Cities, drove this point home to me with a hypothetical 
tale about an employee who asked his boss for 
permission to hire an assistant. The employee assumed 
that adding $20,000 to the annual payroll would be 
inconsequential. But his boss told him the proposal 
should be evaluated as a $3 million decision, given that 
an additional person would probably cost at least that 
amount over his lifetime, factoring in raises, benefits and 
other expenses (more people, more toilet paper). And 
unless the company fell on very hard times, the employee 
added would be unlikely to be dismissed, however 
marginal his contribution to the business.

Investors should understand that in all types of financial 
institutions, rapid growth sometimes masks major 
underlying problems (and occasionally fraud). The real
test of the earning power of a derivatives operation is 
what it achieves after operating for an extended period 
in a no-growth mode. You only learn who has been 
swimming naked when the tide goes out.

At Utah-based R. C. Willey (home furnishings), the gains 
from expansion have been even more dramatic, with 
41.9% of 2004 sales coming from out-of-state stores 
that didn't exist before 1999. The company also improved 
its profit margin in 2004, propelled by its two new stores 
in Las Vegas. I would like to tell you that these stores 
were my idea. In truth, I thought they were mistakes. 
I knew, of course, how brilliantly Bill Child had run the 
R. C. Willey operation in Utah, where its market share 
had long been huge. But I felt our closed-on-Sunday 
policy would prove disastrous away from home. Even 
our first out-of-state store in Boise, which was highly 
successful, left me unconvinced. I kept asking whether 
Las Vegas residents, conditioned to seven-day-a-week 
retailers, would adjust to us. Our first Las Vegas store, 
opened in 2001, answered this question in a resounding 
manner, immediately becoming our number one unit.
 
Bill and Scott Hymas, his successor as CEO (R.C. 
Willey), then proposed a second Las Vegas store, 
only about 20 minutes away. I felt this expansion 
would cannibalize the first unit, adding significant 
costs but only modest sales. The result? Each store 
is now doing about 26% more volume than any other 
store in the chain and is consistently showing large year
-over-year gains.  R. C. Willey will soon open in Reno. 
Before making this commitment, Bill and Scott again 
asked for my advice. Initially, I was pretty puffed up 
about the fact that they were consulting me. But then 
it dawned on me that the opinion of someone who 
is always wrong has its own special utility to 
decision-makers.
May 13, 2005

Dynamite's Kiwi Tix, De-motivating Employees, and a Lacrosse Coach Letter
"...keeping you great"
HEADLINES:  Theme -- Motivation

How to motivate customers to pay their bills -- 
Fletcher McKenzie describes below how New Zealand 
based Dynamite uses lottery tickets to increase cash 
flow.  And you have to check out their cool website 
www.dynamite.co.nz and the picture of their building 
-- they refer to themselves as Customer Motivation 
Specialists.

How a lacrosse coach motivates 6th graders -- 
Darryl Demos, Demos Solutions www.demossolutions.
com, shares below an amazing letter his son received 
from his lacrosse coach -- how about writing a similar 
letter to your people?

How NOT to de-motivate your employees -- Erik 
Darmstetter, www.salesby5.com,  uses a simple exercise 
with his clients based on Jim Collins’ lessons from Good 
to Great -- send out an email right now to your people 
and ask them how you de-motivate them -- details 
below.

Motivational quote from Michael Gerber, author 
of E-Myth -- "The problem with most failing businesses 
is not that their owners don't know enough about 
finance, marketing, management, and operations -- 
they don't, but those things are easy enough to learn -- 
but that they spend their time and energy defending 
what they think they know. My experience has shown 
me that the people who are exceptionally good in 
business aren't so because of what they know but 
because of their insatiable need to know more."

EDUCATION:
Selling Your Business for a Premium: Finding a 
Strategic Buyer -- one seat opened up for June 7 
workshop in San Francisco and one seat opened up 
for June 14 in Washington, DC

Running Effective Daily and Weekly Meetings 
webinar with Verne Harnish has been moved to 
Tuesday May 17, 12:51pm -- 2:30pm EST.  Five 
spots opened up since I moved the day.

Go For Growth "Think Week" Forum with Jim 
Collins, Seth Godin, Geoff Smart, Pat Lencioni, etc. 
all in one convenient event -- October 24 -- 26 Dallas, 
TX

DETAILS:
· Notes Fletcher McKenzie, we send invoices 
with a note that says "If this invoice is paid 
on or before the due date we will give you the 
chance to win $10,000 with an Instant Kiwi
ticket." Once we receive the payment we send 
the accounts person their ticket - maybe two 
- to say thanks. It also has the benefit of 
helping build a positive working relationship 
with the accounts payable person. 

· Sometimes we need to give one to the person 
who signs off on an invoice as well, to ensure 
it gets signed off and sent to the accounts 
payable department. An Instant Kiwi ticket is 
worth $1.This has the effect of having our 
invoices jump to the top of the "to be paid" 
pile and became a great way of managing 
cash flow for very little outlay. 

· Jim Collins emphasizes that we don’t need to
focus on motivating people (especially if we 
get the "right people on the bus") as much as 
we need to keep from de-motivating them.  
Erik Darmstetter has his clients survey their 
people to find out what the company does to 
de-motivate them.  The lists are usually long 
and specific; including things the CEO does 
(similar to what Michael Dell learned when 
he did the same exercise). 

· Darmstetter then laminates this "What not to 
do" list and posts on the wall.  In addition, 
it creates a new language in the company.  
People can say "that’s de-motivating me" as 
a substitute for "you’re @#%&ing me off" 
-- a kinder and gentler way! 

· Darryl Demos sent me this note -- "I know 
you are always looking for best in class 
examples of motivation. This is a note that 
my son’s lacrosse coach sent out to his 
kids.  Keep in mind, these are 6th graders,
he does this all the time, and the season 
has not even started. This stuff is rare in 
kids’ sports (as well as in leadership)!!"  
Here’s the letter: 

· "As most of you know, Blake is one of our 6th 
grade players. His older sister, Kristen, is a 
freshman at Dartmouth this year. She is a 
phenomenal lacrosse player. Her high school 
honors look more like a rap sheet on the most 
wanted list! 

· So far in just 2 regular season games, she has 
four goals including a hat trick in the last 
game. In pre-season, she traveled to 
Australia with her team and was a force in 
each and every game. Through this effort, I 
believe Kristen is the first freshmen to start 
on opening day under the present coach. A
coach by the way who has been there for 
over a decade!!! My guess is you will be 
reading about Kristen in Inside Lacrosse 
magazine in the years to come and look for 
her to get a special mention in this year’s 
tournament issue. The girl has got game!! In 
case you are wondering, this is no low rent 
team; this is a pre-season Top 10 program...
That is Top 10 in the COUNTRY!!!!!!!!!! 

· Why do I bring this up? Because Kristen is 
proof, right here in Duxbury, that male or 
female, if you work hard and believe in 
yourself, amazing things can and do 
happen!!!! By the way, just because 
she plays lacrosse, doesn't mean she is 
allowed to slack off on schoolwork!  In 
fact, it's the opposite. If you don't maintain 
grades, the school politely says take a 
seat...not on the bench, but in the 
classroom!  Is the message being received?

· Accomplishments like this get me all fired up!! I can't 
wait to hit the fields...Dream Big!!! 

Live Long, Play Lax 

Paul" 
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All Marketers are Liars -- The Key to Driving Revenue This Decade
"...keeping you great"
HEADLINES:  Theme -- Marketing

Seth Godin has done it again -- written a must read 
now, mind blowing, breakthrough thinking, quick read 
book that is redefining how we think about marketing 
entitled "All Marketers are Liars: The Power of Telling 
Authentic Stories in a Low Trust World."  Excerpts 
under Details.  Key point -- your stories have to be 
true -- authentic!

What's Your Story? -- Seth's opening question is the 
single most important question we must answer if we're 
going to drive sales in the next decade.  How did Fiji 
water become one of the bestselling brands of bottled 
water in the U.S?  Is it because it tastes that much 
better or is more nutritious?  Nope. Fiji is a winner 
because of the story the bottle tells.  What's your 
story?  And just as important a question if you're 
selling business to business, running a political 
campaign, heading up a non-profit, or selling yourself!

Let's support Seth on Amazon (which is how we get 
him to do workshops for us) -- everyone that intends to 
get the book, please order today if you can 
(Thursday).  Let's drive up his ranking on Amazon and 
exert the power of mid-market firms.  Here's a link 
http://www.gazelles.com/books_leadership_business.
html -- just click on the Seth Godin link and pick up a 
few other books while you're at it.

Makes my brain hurt -- the book is to be released 
on Monday, but I managed to get an advance copy, 
which I read on the plane yesterday.  Seth's ideas and 
process for figuring out your story is a simple five step 
process, but actually figuring out the pieces is some of 
the most challenging business work I've found myself 
doing in a long time. I'll definitely have to read this 
book several times.

The book received a ho-hum review from 
Publishers Weekly -- this really surprised me, which 
is why I wanted to read it myself before recommending 
it as enthusiastically as I am.  I've not had time to 
process why it would receive even a single negative 
review except it challenges conventional wisdom and 
that often bothers some people.

For lots of great "liar" stories go to 
www.allmarketersareliars.com -- a fantastic stream 
of examples to get your own juices flowing.  Successful 
marketers don't talk about features or even benefits.  
Instead, they tell a story.  A story we want to believe.

EDUCATION:
Central America -- I'm hosting my July Rockefeller 
Habits workshop in Panama City, Panama July 14 -- 
15 -- held at the beautiful Bristol Hotel co-owned by 
YEOer Fernando Duque

Dell Benchmarking Event -- first come, first serve 
-- 60 lucky executives get to participate in the next Dell 
Benchmarking event August 17 -- 18 in Austin, TX -- 
a chance to get an insiders look at the power of Dell 
and tour their award-winning factory.

DETAILS: (from dust jacket -- Seth did a great job 
summarizing the book)

· Marketers aren't really liars, notes Godin. "I 
was lying to you when I named this book.  
Marketers aren't liars.  They are just 
storytellers.  It's the consumers who are liars.  
As consumers, we lie to ourselves every day.  
We lie to ourselves about what we wear, 
where we live, how we vote and what we 
do at work."

· All marketers tell stories.  And if they do it 
right, we believe them.  We believe that 
wine tastes better in a $20 glass than a $1 
glass.  We believe that an $80,000 Porsche 
Cayenne is vastly superior to a $36,000 
VW Touareg, even if it is virtually the same 
car.  We believe that $225 Pumas will make 
our feet feel better -- and look cooler -- 
than $20 no-names...and believing it 
makes it true.

· Marketers succeed when they tell us a story 
that fits our worldview, a story that we 
intuitively embrace and then share with our 
friends.  Think of the Dyson vacuum cleaner 
or the iPod.

· But beware:  If your stories are inauthentic, 
you cross the line from fib to fraud.  
Marketers fail when they are selfish and 
scurrilous, when they abuse the tools of their 
trade and make the world worse.  That's a 
lesson learned the hard way by telemarketers 
and brands like Marlboro.

· This is a powerful book for anyone who wants 
to create things people truly want as opposed 
to commodities that people merely need.
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Tour Dell; Need to Raise Capital by July?
"Keeping you great..."
HEADLINES: 
Need to raise capital?  A $250 million fund has been 
earmarked to be invested in 80 companies by July.  A 
new private equity marketplace has been created by 
Stephen Watkins (MIT "Birthing of Giants" grad) called 
Entrex – www.entrex.net – see info under Details 
below.  It is the fairest and simplest capital raise process 
I've seen.

Want to tour and learn from Dell Computer?  
Gazelles' most popular 1.5 day benchmarking trip is 
August 17 – 18 in Austin, TX.  Learn from the company 
voted "the most admired firm" in the U.S. by FORTUNE 
magazine.  Agenda listed below.  For more information 
and registration http://www.gazelles.com/dell_executive_
best_practices.html 

The disparity between the valuation of private and 
public firms is huge.  The difference is attributed to 
the transparency of financial performance and discipline.  
What Stephen Watkins is doing is revolutionary, working 
with the top market leaders in the world to create the 
first public market exchange for privately held stock.

Private firms are valued at 3 to 5 times earnings; 
public companies are valued at 19 times earnings.  
Entrex is helping private firms bridge this gap.  And it's 
a gap all of us need to understand how to bridge!

I have first hand knowledge of Entrex since I've 
been lending Stephen a hand with this venture as an 
advisor.  He's the modern day Alexander Hamilton, 
helping to create an entirely new marketplace for 
private companies.   There is three times the amount 
of money invested in private firms than in the public 
stock market.  It's time some process is brought to 
this vital segment of the economy.

EDUCATION:
Setting the Right Big Hairy Audacious Goal (BHAG) 
Aligned with an Effective Core Purpose webinar with 
Verne Harnish, June 13, 12:51pm – 2:30pm.  Note, 
BHAG is a trademarked term owned by Jim Collins 
and Jerry Porras.  $99 per person.

Upcoming Rockefeller Habits workshops.
Panama City  July 14 - 15; 
Austin September 13 - 14; 
Calgary October 5  

DETAILS:
Entrex provides a revolutionary four step 
methodology to raise capital... 1. Agree to 
a valuation for your company, 2. Agree to 
a capital infusion amount, 3. Get included 
in a fund,   4. Close.   Check it out at 
www.entrex.net. 

Here's the agenda for the Dell event:

Objective: High touch day of learning with SMB executives.

Proposed Schedule - Day 1
	Time 
	 Topic
	 Objective

	8-9 am
	Introduction to Dell Overview
	Dell overview and strategic objectives

	9-10    
	Liquidity, Profitability and Growth
	Dell’s financial objectives and managing the P&L

	10-11
	Marketing strategy
	Understand key marketing strategies and metrics

	11-12
	Online overview (working lunch)
	Online strategy and technology

	12-1
	Dell Technology
	Focus on Dell technology

	1-2
	Sales Management
	Understanding sales profile, key metrics, success drivers     and evolution over time as company grew

	2-3
	Leadership Development at Dell
	Overview of basic people planning processes

	3-4
	Customer Experience
	Customer experience initiatives and BPI

	4-5
	TBD
	 


Other potential topics of interest: IT, services, call center management

Proposed Schedule - Day 2
Factory tour 8 am-Noon.

June 3, 2005

Miner Corporation War Room Photos; Importance of Big Score Boards
"...keeping you great"
HEADLINES:  Theme -- Big Scoreboards

Photos of Miner Corporation's War Room and how 
they display their Core Values, Purpose, BHAG, and 
other information off their one-page plan were taken 
by their coach Erik Darmstetter (www.darmstetter.
com) -- here's a link to view the photos 
Every Miner office has a small version of the one-
page plan posted -- in addition, the values, purpose, 
BHAG etc are posted at key meeting points like the 
photocopy machine and customer entry points.  This 
is the art that decorates the walls.

Miner Corporation (www.minercorp.com) provides 
products and repair services for distribution centers 
-- overhead doors, pallet jacks, conveyors, dock 
levelers etc -- and Phil Miner is the CEO.

When you go to a sporting event, you may need 
binoculars to see the players, but the scoreboards 
are within easy sight of everyone.   The opposite is 
true in our companies.  

It takes magnifying glasses to see our financial 
statements -- this is wrong!  Get your numbers up 
big.   Cairo Corporation has taken one 15 foot wall 
in their Situation Room and puts up their 12 month 
financial projections with actuals posted on a weekly 
basis.

EDUCATION:
Setting the Right Big Hairy Audacious Goal (BHAG) 
Aligned with an Effective Core Purpose webinar with 
Verne Harnish June 13 12:51pm -- 2:30pm, $99.

Dell Benchmarking Trip (27 seats left) -- 
August 17 - 18, Austin, Texas

Rockefeller Habits Workshops
Panama City, Panama  July 14 -15
Austin, Texas September 13 - 14
Calgary, Canada October 5
Toronto, Canada November 16 - 17

"Go For Growth" FORTUNE Small Business Forum 
with Jim Collins, Seth Godin, Geoff Smart, Pat Lencioni, 
Jeff Taylor, and Verne Harnish October 24 -- 26, 
Dallas Texas.

June 16, 2005
OLS's Power Hour; Branding Your Brand Promise; New Book -- Selling Your Business For a Premium
"...keeping you great"
HEADLINES: 

Book -- Selling Your Business for a Premium: 
Securing a Strategic Buyer by Tom McKaskill -- 
on the heels of three outstanding workshops, Tom's 
book is now available here for $49.95 -- not on Amazon 
yet.  Tom has found a process for preparing the 
company to be sold for considerably more than some 
multiple of earnings.

OLS Trading's "Power Hour" is now four hours 
long -- no interoffice communications can take place 
from 8am to 11:50am and productivity (and results) 
has skyrocketed.  David and Scott Cornblatt gave 
me the low down -- see DETAILS below.

David Cornblatt also took three weeks off without 
email, phone, etc -- and the transformation in his 
relationship with his partner/brother and the 
transformation of the company have both been 
hugely positive.

The AESI™ Process is OLS Trading's trade-
marked approach to helping firms liquidate assets 
(if you need office furniture or technology, check them 
out!) -- what I like is that they've made the thing that 
differentiates them a separate brand itself. Check out 
their website and see how they use this secondary 
brand to highlight their brand promise -- 
www.olstrading.com 

Sapient Corporation uses similar sub-brands to 
highlight their "on time, on budget" IT brand 
promise -- their FusionSM workshops and their 
Global Distributed DeliverySM process are separate 
sub-brands they can use to emphasize how they 
can deliver on their brand promise. 

Rackspace's Fanatical Support™ sub-brand does 
the same thing -- go to www.rackspace.com and see 
how they use this sub-brand to support their brand 
differentiation.

EDUCATION:
Dell Benchmarking trip August 17 -- 18, Austin TX 
-- spend 1.5 days learning directly from Dell executives 
the tools and approaches that make Dell so successful 
-- and tour their amazing Mort Topfer factory -- 12 
spots left.

Panama Rockefeller Habits workshop July 14 -- 
15, Panama City, Panama -- treat your team to 
something special and spend the weekend exploring 
this amazing country.

Four hours with Jim Collins at the "Go For Growth" 
Forum October 24 -- 26, Dallas -- along with Seth 
Godin, Pat Lencioni, Geoff Smart, Jeff Taylor, 
Jim Murphy, Michelle Peluso, etc.

DETAILS:
· David Cornblatt was one of the original 
members of the DC YEO chapter almost 
20 years ago, so we've known each other 
for a long time.  When I saw him last week, 
he shared a couple amazing decisions that 
have transformed his business

· Without getting into the specifics too deeply, 
he and his brother Scott were meeting with 
their coach.  Immediately following that 
meeting, David decided not to go back to 
the office -- for almost three weeks!!  He 
didn't pack up anything, give anyone any 
warning (including his brother) -- he just 
knew he had to walk away and clear his 
head. 

· This gave David time to make a few key 
decisions that have transformed both his 
relationship with his brother and the 
business, which is now powering through 
huge growth as a result.

· In addition, OLS Trading initiated what was 
originally a two hour "Power Hour" from 9am 
-- 11am.  During this two hours no one in the 
office can interrupt anyone else.  The idea was 
to focus on calling customers, making deals, 
completing contracts, tracking down asset 
opportunities, etc. 

· It's been so successful that they've increased 
the time from 8am -- 11:50am.  They then 
schedule a daily huddle at 11:50am which 
lets everyone in the office cross communicate 
quickly and get information they need from 
each other.

· As Scott and David described to me, this now 
gives everyone time to focus and follow-
through on opportunities that were rushed
before.  Rather than settle for a quick sale of 
an asset so they can "get it off their plates" 
-- everyone has the time to research and find 
other possible buyers.  They gave me example 
after example where this has helped them 
increase the prices they've received for items 
by factors of 50% to 100%.

June 23, 2005

How To Find 70 Hours Per Week; Time For Quarterly Check-Up

"...keeping you great"
HEADLINES:  Theme -- Quarterly Checkup

"We are what we repeatedly do.  Excellence then, 
is not an act but a habit."   Aristotle

There ARE some routines you just need to 
implement and then not mess with!  Part of what 
makes Dell, Linksys and Ritz Carlton so continuously 
successful is that their founders instituted some 
fundamental routines EARLY ON that haven't changed 
for decades.  You must have the wisdom to know what 
to change and what to leave alone.

It's time for your quarterly checkup -- have your 
executive team rate your progress on the ten disciplines/
habits/routines critical to running an effective company 
-- here's a link to the "Rockefeller Habits" checklist 
http://www.gazelles.com/rate_your_discipline.doc
Dell could check all the boxes -- and come see how 
they do it at the August 17 -- 18 Benchmarking event 
in Austin.  Learn directly from Dell executives and then 
tour the famous, mind blowing Mort Topfer 
Manufacturing facility.  Below under DETAILS 
are quick Dell routines for each checklist item.

Find an extra 70 hours a week!  Alan Rudy, founder 
of ExpressMed, said that the main benefit of 
implementing the checklist of habits for him, as he took 
the company from a few million to over $60 million, was 
that it reduced the time it took for him to manage his 
firm from 70 hours a week to roughly 10 hours. 

The most experienced pilot doesn't take off until 
they walk through a checklist.  Commercial airlines 
have set a new three year record for safety -- this isn't 
by accident.  Take five minutes and email the checklist 
to your people and have them rate the company.  Great 
way to review these disciplines.

Pick two disciplines you would like to initiate or 
improve this next quarter.  They can be one of the 
ten overall habits or one of the specific items.  

FEEDBACK:
Importance of repetition -- Azam Bhaloo, President, 
The Foray Group, just participated in the Rockefeller 
Habits workshop with his team for the 3rd time -- his 
feedback "On behalf of my team I want to thank you for 
what was a very motivating, inspirational and educational 
session.  Each of my team that attended is pumped and 
all those around us are 'reeling' from the ideas and 
changes we have begun to implement already.  On a 
personal note I wanted to let you know that my 3rd 
time bringing a team to the Rockefeller Habits 
workshop was powerful and something I would highly 
recommend to others.  I learned more this time than I 
did the first 2 times -- I think it has to do with 
reinforcement and also being able to better critically 
think about the ideas you present and how they can 
be applied to our organization."

DETAILS:
· Priorities -- Dell sets three or four overarching 
priorities for the year and the employees know 
them -- read interview of Michael Dell in the 
March issue of Harvard Business Review -- 
www.hbr.com. 

· Communication rhythm -- starting at the 
factory floor, their employees are in two daily 
huddles, a weekly meeting and all employees 
are in some 45 minute quarterly meeting.

· Accountability -- Dell has specific rules 
around when to create new accountability 
groups.

· Customer and Employee Feedback -- Dell 
gathers through their information systems, 
crunched into reports looked at Thursday, and 
decisions made Friday morning -- a process 
started in the beginning with slips of paper 
turned into Michael on Thursdays and 
resolved Friday mornings.

· Core Ideologies -- Dell has their core values 
posted up big and hires to them.  On the tour 
they are emphasized.

· Firm's market position -- "Be Direct" is a 
constant mantra throughout all of Dell's 
conversations -- and is the basis of their 
orientation and training.

· All employees can report productivity -- 
key metrics display on all Dell employees' 
computers when they log in first thing in the 
morning.

· Situation Room -- you just have to see them 
to believe them at Dell!

· Executive Team -- Michael Dell and his team 
have gone through batteries of tests so they 
know each other; commit to ongoing 
education; maintain a regular meeting rhythm; 
and talk "direct" with each other.

June 24, 2005

Four More Selling Your Business Workshops
NOTE: “Selling Your Business for a Premium: Securing a Strategic Buyer” – four more one-day workshops just announced.
 

The 52 leaders that attended Tom McKaskill's one-day workshop so raved about the power of the process (4.86 out of 5)  that Tom is offering four more workshops while he's in North America.

 

In fact, several of the first attendees are attending a second time with other partners and family members, the best testimonial to the power and practicality of McKaskill's workshop.  Here are the dates and locations – then Tom heads back to Australia:  

 

New York City, July 13

Dallas, July 20

Montreal, July 27

Honolulu, August 10

 

Here's a link to sign-up http://www.gazelles.com/executive_training_selling_business.html
 

The essence of the workshop is how to prepare the company so it's always ready to be sold – and how to position the firm so it is worth considerably more than some multiple of earnings.  And many of the first attendees suggest that if you plan to attend that you bring along a key advisor, partner, and/or key executive to support you in the process.

 

At the heart of the process is a two-page “Ready Exit Index” – you know how much I appreciate and emphasize the use of checklists – they help keep the process focused and simple.

 

June 29, 2005

Steve Jobs Stanford Speech; Stories Needed for FSB Article
"...keeping you great"
HEADLINES:
Steve Jobs' commencement address at Stanford a 
couple weeks ago is worth seven minutes of your time 
-- a brilliantly short and powerful message -- and it's 
also a lesson in how to structure a speech (hopefully 
you'll have the opportunity) -- pick three stories that 
make three points and simply share those stories.  I've 
included a link and the full text under DETAILS 
below.  "Stay Hungry, Stay Foolish."

Brian O'Reilly, writer for FORTUNE Small 
Business magazine, needs examples for a major story 
he's writing on the challenges growing businesses face as 
they reach that awkward stage where they need to add 
more executives and middle management but can't quite 
afford them.  How have you gotten over this hump?  
More info under DETAILS -- email back if you want to 
be interviewed for the story.

Mini-Game Handbook available -- it's time to 
organize a "theme" for the quarter -- lump your priorities 
together and give them a unifying name -- something fun 
and memorable.  Support with posters and metrics and 
a kick-off event as well as a proposed reward/
celebration if the Critical Number for the quarter is 
achieved.  Here's a link to purchase Jack Stack's new 
Mini-Game Handbook to give you some ideas 
click here
Quarterly Review - did you review the one-page 
Checklist of habits with your team -- here's the link 
again to the checklist http://www.gazelles.com/rate_
your_discipline.doc 

EDUCATION:
Question about August 17 -- 18 Dell Event -- I've 
gotten two consistent questions -- is it just for 
manufacturers and can mid-size businesses learn 
anything from someone like Dell (i.e. is it applicable?).  
What I've learned is that what makes Dell great are 
disciplines and processes they put into place early -- 
and what they do are things we can all do.  And most 
of what you'll be learning about is their sales and 
operations which applies to all service and product 
companies.

Selling Your Business for a Premium -- four dates 
added while Tom McKaskill is in the states -- NYC 
July 13; Dallas July 20; Montreal July 27; Honolulu 
August 10.  

Latin America Rockefeller Habits workshop -- 
Panama City July 14 -- 15.
 
DETAILS:
· Here's a link to Steve Jobs commencement 
address entitled "You've Got to Find What 
You Love"   Full text is also provided at the 
end of this Insight. 

· Structuring a speech is fairly straight forward.  
Pick three key points you want to make.  
Identify one or two stories that highlight each 
point (from you or others) and share them.  
Then summarize the three points at the end 
and identify a concluding story that provides 
a wrap up message.  Steve Jobs did this 
brilliantly. 

· Brian O'Reilly, the FSB writer, sent me this 
note "I'm starting a story on something that I 
think you call "small business hell," and it 
seems like it's a common and infuriating 
problem for a lot of small companies.  They 
have grown to where the founder can't 
manage all the people any more, but the 
company can't afford a second tier of 
managers to take some of the burden off 
the first guy.  So things start to stagnate.  
Employees don't get enough face time, new 
markets go untapped, paperwork burdens 
mount, etc." 

He continues, "Even if the company gets past 
the first layer of hell, and can hire the first 
management layer, the problem reoccurs when 
there are 60 or 80 employees, and the second 
round of employees is overwhelmed. How 
does a company get past it?  Hire managers 
you can't afford?  Let some employees go and 
let the biz shrink so it's more manageable?  Or 
is there some process a company can go 
through to get past this.  Are there companies 
I can talk to that have gone through this and 
emerged intact on the other side?" 

Here's the Job's speech:

Stanford Report, June 14, 2005 'You've got to find 
what you love,' Jobs says

This is the text of the Commencement address by 
Steve Jobs, CEO of Apple Computer and of Pixar 
Animation Studios, delivered on June 12, 2005.

I am honored to be with you today at your 
commencement from one of the finest universities in 
the world. I never graduated from college. Truth be 
told, this is the closest I've ever gotten to a college 
graduation. Today I want to tell you three stories from 
my life. That's it. No big deal. Just three stories.
 
The first story is about connecting the dots. 

I dropped out of Reed College after the first 6 months, 
but then stayed around as a drop-in for another 18 
months or so before I really quit. So why did I drop 
out? 

It started before I was born. My biological mother was 
a young, unwed college graduate student, and she 
decided to put me up for adoption. She felt very strongly 
that I should be adopted by college graduates, so 
everything was all set for me to be adopted at birth by a 
lawyer and his wife. Except that when I popped out they 
decided at the last minute that they really wanted a girl. 
So my parents, who were on a waiting list, got a call in 
the middle of the night asking: "We have an unexpected 
baby boy; do you want him?" They said: "Of course." 
My biological mother later found out that my mother 
had never graduated from college and that my father 
had never graduated from high school. She refused to 
sign the final adoption papers. She only relented a few 
months later when my parents promised that I would 
someday go to college. 

And 17 years later I did go to college. But I naively 
chose a college that was almost as expensive as 
Stanford, and all of my working-class parents' savings 
were being spent on my college tuition. After six 
months, I couldn't see the value in it. I had no idea 
what I wanted to do with my life and no idea how 
college was going to help me figure it out. And here I 
was spending all of the money my parents had saved 
their entire life. So I decided to drop out and trust that 
it would all work out OK. It was pretty scary at the time, 
but looking back it was one of the best decisions I ever 
made. The minute I dropped out I could stop taking the 
required classes that didn't interest me, and begin 
dropping in on the ones that looked interesting. 

It wasn't all romantic. I didn't have a dorm room, so I 
slept on the floor in friends' rooms, I returned coke 
bottles for the 5¢ deposits to buy food with, and I would 
walk the 7 miles across town every Sunday night to get 
one good meal a week at the Hare Krishna temple. I 
loved it. And much of what I stumbled into by following 
my curiosity and intuition turned out to be priceless later 
on. Let me give you one example: 

Reed College at that time offered perhaps the best 
calligraphy instruction in the country. Throughout the 
campus every poster, every label on every drawer, was 
beautifully hand calligraphed. Because I had dropped 
out and didn't have to take the normal classes, I decided 
to take a calligraphy class to learn how to do this. I 
learned about serif and san serif typefaces, about 
varying the amount of space between different letter 
combinations, about what makes great typography 
great. It was beautiful, historical, artistically subtle in 
a way that science can't capture, and I found it 
fascinating.
 
None of this had even a hope of any practical application 
in my life. But ten years later, when we were designing 
the first Macintosh computer, it all came back to me. 
And we designed it all into the Mac. It was the first 
computer with beautiful typography. If I had never 
dropped in on that single course in college, the Mac 
would have never had multiple typefaces or 
proportionally spaced fonts. And since Windows just 
copied the Mac, its likely that no personal computer 
would have them. If I had never dropped out, I would 
have never dropped in on this calligraphy class, and 
personal computers might not have the wonderful 
typography that they do. Of course it was impossible to 
connect the dots looking forward when I was in college. 
But it was very, very clear looking backwards ten years 
later.
 
Again, you can't connect the dots looking forward; you 
can only connect them looking backwards. So you have 
to trust that the dots will somehow connect in your 
future. You have to trust in something -- your gut, 
destiny, life, karma, whatever. This approach has 
never let me down, and it has made all the difference 
in my life. 

My second story is about love and loss.
 
I was lucky -- I found what I loved to do early in life. 
Woz and I started Apple in my parents' garage when I 
was 20. We worked hard, and in 10 years Apple had 
grown from just the two of us in a garage into a $2 
billion company with over 4000 employees. We had just 
released our finest creation -- the Macintosh -- a year 
earlier, and I had just turned 30. And then I got fired. 
How can you get fired from a company you started? 
Well, as Apple grew we hired someone who I thought 
was very talented to run the company with me, and for 
the first year or so things went well. But then our visions 
of the future began to diverge and eventually we had a 
falling out. When we did, our Board of Directors sided 
with him. So at 30 I was out. And very publicly out. 
What had been the focus of my entire adult life was 
gone, and it was devastating.
 
I really didn't know what to do for a few months. I felt 
that I had let the previous generation of entrepreneurs 
down -- that I had dropped the baton as it was being 
passed to me. I met with David Packard and Bob 
Noyce and tried to apologize for screwing up so badly. 
I was a very public failure, and I even thought about 
running away from the valley. But something slowly 
began to dawn on me -- I still loved what I did. The 
turn of events at Apple had not changed that one bit. 
I had been rejected, but I was still in love. And so I 
decided to start over. 

I didn't see it then, but it turned out that getting fired 
from Apple was the best thing that could have ever 
happened to me. The heaviness of being successful was
 replaced by the lightness of being a beginner again, less 
sure about everything. It freed me to enter one of the 
most creative periods of my life.
 
During the next five years, I started a company named 
NeXT, another company named Pixar, and fell in love 
with an amazing woman who would become my wife. 
Pixar went on to create the world's first computer 
animated feature film, Toy Story, and is now the most 
successful animation studio in the world. In a remarkable 
turn of events, Apple bought NeXT, I retuned to Apple, 
and the technology we developed at NeXT is at the heart 
of Apple's current renaissance. And Laurene and I have 
a wonderful family together. 

I'm pretty sure none of this would have happened if I 
hadn't been fired from Apple. It was awful tasting 
medicine, but I guess the patient needed it. Sometimes 
life hits you in the head with a brick. Don't lose faith. I'm 
convinced that the only thing that kept me going was 
that I loved what I did. You've got to find what you 
love. And that is as true for your work as it is for your 
lover's. Your work is going to fill a large part of your 
life, and the only way to be truly satisfied is to do what 
you believe is great work. And the only way to do 
great work is to love what you do. If you haven't found 
it yet, keep looking. Don't settle. As with all matters of 
the heart, you'll know when you find it. And, like any 
great relationship, it just gets better and better as the 
years roll on. So keep looking until you find it. Don't 
settle.
 
My third story is about death. 

When I was 17, I read a quote that went something like: 
"If you live each day as if it was your last, someday 
you'll most certainly be right." It made an impression on 
me, and since then, for the past 33 years, I have looked 
in the mirror every morning and asked myself: "If today 
were the last day of my life, would I want to do what I 
am about to do today?" And whenever the answer has 
been "No" for too many days in a row, I know I need 
to change something. 

Remembering that I'll be dead soon is the most important 
tool I've ever encountered to help me make the big 
choices in life. Because almost everything -- all external 
expectations, all pride, all fear of embarrassment or 
failure -- these things just fall away in the face of death, 
leaving only what is truly important. Remembering that 
you are going to die is the best way I know to avoid 
the trap of thinking you have something to lose. You 
are already naked. There is no reason not to follow 
your heart. 

About a year ago I was diagnosed with cancer. I had a 
scan at 7:30 in the morning, and it clearly showed a 
tumor on my pancreas. I didn't even know what a 
pancreas was. The doctors told me this was almost 
certainly a type of cancer that is incurable, and that I 
should expect to live no longer than three to six months. 
My doctor advised me to go home and get my affairs in 
order, which is doctor's code for prepare to die. It 
means to try to tell your kids everything you thought 
you'd have the next 10 years to tell them in just a few 
months. It means to make sure everything is buttoned 
up so that it will be as easy as possible for your family. 
It means to say your goodbyes. 

I lived with that diagnosis all day. Later that evening I 
had a biopsy, where they stuck an endoscope down my 
throat, through my stomach and into my intestines, put 
a needle into my pancreas and got a few cells from the 
tumor. I was sedated, but my wife, who was there, told 
me that when they viewed the cells under a microscope 
the doctors started crying because it turned out to be a 
very rare form of pancreatic cancer that is curable with 
surgery. I had the surgery and I'm fine now.
 
This was the closest I've been to facing death, and I 
hope it's the closest I get for a few more decades. 
Having lived through it, I can now say this to you with 
a bit more certainty than when death was a useful but 
purely intellectual concept: 

No one wants to die. Even people who want to go to 
heaven don't want to die to get there. And yet death is 
the destination we all share. No one has ever escaped it. 
And that is as it should be, because Death is very likely 
the single best invention of Life. It is Life's change agent. 
It clears out the old to make way for the new. Right now 
the new is you, but someday not too long from now, you 
will gradually become the old and be cleared away. 
Sorry to be so dramatic, but it is quite true.
 
Your time is limited, so don't waste it living someone 
else's life. Don't be trapped by dogma -- which is living 
with the results of other people's thinking. Don't let the 
noise of other's opinions drown out your own inner 
voice. And most important, have the courage to follow 
your heart and intuition. They somehow already know 
what you truly want to become. Everything else is 
secondary. 

When I was young, there was an amazing publication 
called The Whole Earth Catalog, which was one of the 
bibles of my generation. It was created by a fellow 
named Stewart Brand not far from here in Menlo Park, 
and he brought it to life with his poetic touch. This was 
in the late 1960's, before personal computers and 
desktop publishing, so it was all made with typewriters, 
scissors, and polaroid cameras. It was sort of like 
Google in paperback form, 35 years before Google 
came along: it was idealistic, and overflowing with 
neat tools and great notions. 

Stewart and his team put out several issues of The 
Whole Earth Catalog, and then when it had run its 
course, they put out a final issue. It was the mid-1970s, 
and I was your age. On the back cover of their final 
issue was a photograph of an early morning country 
road, the kind you might find yourself hitchhiking on if 
you were so adventurous. Beneath it were the words: 
"Stay Hungry. Stay Foolish." It was their farewell 
message as they signed off. Stay Hungry. Stay Foolish. 
And I have always wished that for myself. And now, as 
you graduate to begin anew, I wish that for you. 

Stay Hungry. Stay Foolish. 

Thank you all very much. 

July 15, 2005

Orlando Soto's Coffee Meeting With One Employee Each Week
"...keeping you great"
HEADLINES: Theme -- Meet With One Employee 
Each Week 

Orlando Soto is seeing huge results from meeting 
with one employee each week -- with just over 50 
employees he's starting his second round of meetings 
since initiating this routine just over a year ago -- the 
story about his receptionist is worth the 2 minutes to 
read -- see DETAILS.

Soto's meetings are one hour long over coffee in 
his boardroom -- usually 3pm -- 4pm on a Wednesday 
or Thursday afternoon.  He's learning about small things 
he can do that generate huge results and improve morale. 

Orlando Soto is General Director of a Costa Rican-
based financial services, mutual funds, and stock 
brokerage firm called Acobo-- www.acobo.com -- he's 
participating in the two-day "Rockefeller Habits" 
workshop in Panama this week.  He's also a participant 
in the MIT "Birthing of Giants" program.

Soto has a specific agenda he follows in each 
meeting -- he spends the first part of the meeting 
going over the One-Page plan with his employee and 
how Topgrading is being implemented in the firm with 
both existing and new employees as part of a once 
every six month review.  

Soto then asks a key question -- "what can we do to 
help make you a better you?"  Soto is spending $200/
month putting one of his employees through college part 
time as a result of one meeting.  And the returns he's 
getting in enthusiasm, passion and word-of-mouth 
support have been huge.  Again, read the story about 
his receptionist below under DETAILS.

WARNING -- please read "Leadership and Self-
Deception" before attempting these one-on-one 
meetings with your employees -- it's a must.  And it will 
be one of the best relationship books you've ever read!  
It's about making sure you see people as people and not 
objects -- people can tell and they'll see right through 
you in these one-on-one meetings.

EDUCATION:
Tom McKaskill's "Selling Your Business for a 
Premium" workshop -- Dallas July 20; Montreal 
July 27; and Honolulu August 10.  Then Tom leaves 
North America.  NYC was a sold-out event this week, 
again with rave reviews.

Four seats left for the Dell Benchmarking event 
August 17 -- 18 in Austin, TX -- room for one more 
team.

"Go For Growth" conference including four hours 
with Jim Collins -- other #1 selling authors include Seth 
Godin, Geoff Smart, and Pat Lencioni - October 24 -- 
26, Dallas TX

DETAILS:
· Orlando Soto is learning from his employees 
that they are anxious (scared in some cases!) 
to hear what the executive team is thinking 
and deciding both in their quarterly planning 
sessions and the weekly Thursday morning 
executive team meetings -- and he's using his 
weekly meetings with an employee to spread 
the word and debunk rumors.

· He also found through a survey that most of 
his employees didn't really understand the 
company's one-page plan (Gazelles One-
Page planning tool), the company direction 
and goals, or the Topgrading process he 
initiated last year.  He's taking the time to 
review this one-on-one with each employee, 
discussing how they can contribute and 
finding out how he can help them become 
better.

· The meeting with his receptionist was 
particularly interesting.  She has been with 
the firm for 12 years.  In the meeting she 
said "I'm going to tell you something -- I 
thought you had fired me three times.  
You know those executive meetings?  
Someone came out and told me I was 
going to be fired, so on Thursdays I would 
take my stuff home thinking I was going 
to be fired on Friday."

· Orlando admitted right then that yes, there 
were meetings when they had discussed her 
performance.  He then listed for her the issues 
and asked "what can we do to have a better 
you?" and she, in turn, listed several things 
that would be of help to her. 

· The biggest issue for Orlando and the 
executive team was the reception area 
wasn't looking as nice as it could.  She, in 
turn, shared how she had been wanting to 
purchase a flower pot but didn't think it 
was possible and didn't feel like she could 
interrupt Orlando or any of the executives 
to ask them (it's amazing how intimidated 
employees are of their leaders, no matter 
how open you feel you are -- you have 
to ask!). 

· Orlando asked her to compose an email with a 
list of everything she would like to do to make 
the reception area look great including the 
prices.  The entire list ended costing less than 
$200!  He then had a driver take her to the 
mall to purchase the items. 

· Today, his reception area looks great.  His 
receptionist has taken ownership of the area 
and feels like the owner -- it's hers and her 
identity is tied to that area.  And morale and 
enthusiasm continues to rise as Orlando 
continues his weekly meetings with his 
employees. 

· WARNING -- you have to genuinely want to 
hear what your employees are saying and be 
willing to act and respond to their ideas.  
Please read "Leadership and Self-Deception" 
before attempting this.

July 28, 2005

Motorcycle Fanatics; World is Flat; and Examples for Cover Story Needed
"...keeping you great"
HEADLINES:
Anyone willing to share their Revenue/Employee? -- 
send me your ratio and industry category (I'll keep all 
information confidential) and I'll compile and share the 
industry averages (not specific company info!) in a 
future Weekly Insight.

Who has the highest Revenue/Employee -- David 
Carr, Technology Editor of Baseline Magazine, wants to 
feature in a cover story companies with less than 100 
employees that are averaging over a $1 million revenue 
per employee -- see DETAILS below if you qualify and 
ARE interested in being featured in the story.  

If you read only one (business) book this summer -- 
"The World is Flat" by Thomas Friedman.  In fact, just 
read the first 20 pages.  In essence, it's about 
outsourcing everything to different parts of the world 
-- including your executive assistant.  It's one of those 
books where I couldn't read more than a page or two 
and I was emailing one of my team members an idea 
of how we could do something better or more 
efficiently in Gazelles.  

Motorcycle fanatics -- check out Gene Kirila's new 
Hard Bikes venture.  Kirila, named the youngest ever 
"Hero of Manufacturing" by FORTUNE magazine (and 
long time Gazelles client), he's bringing his custom 
manufacturing expertise from his first three ventures to 
building customer-designed custom motorcycles using 
mass customization techniques.  This means you get the 
speed, quality, and pricing of production manufacturing 
with the customization capabilities of a one-of-a-kind 
custom shop -- www.hardbikes.com -- and he'll be 
debuting at Sturgis in a few weeks.

EDUCATION:
Two seats opened up for the Dell Benchmarking 
event in Austin August 17 -- 18

"Go For Growth" mega-event October 24 -- 26, 
Dallas -- Jim Collins, Seth Godin, Pat Lencioni, Geoff 
Smart, Jeff Taylor, etc.

Upcoming Rockefeller Habits workshops -- 
Austin September 13 -- 14; 
Atlanta September 28 -- 29; 
Calgary October 5 -- 6; 
Pittsburgh October 13; 
Toronto November 16 -- 17;
Washington, DC December 8 -- 9

DETAILS:
· Here's the note from David Carr re: his 
revenue/employee cover story -- please 
email him directly:

· "We're developing a cover story on efficient 
small businesses, and the quest that my editor 
has set for me is to find a company that:

* Has revenue/employee of a few million
* Is not simply a holding company, actually 
   provides a real product or service
* Is not a computer technology vendor (ideally, I'm 
   looking for an IT angle, but I'm looking for an 
   efficient user of computer systems rather than a 
   computer vendor).
* Might be a manufacturer that aggressively 
   outsources.
* No more than 100 employees, better if under 50

David F. Carr
Technology Editor
David_Carr@ziffdavis.com
Baseline Magazine     www.baselinemag.com
Direct: (954) 757-5827
Mobile: (954)290-6788

August 11, 2005

Jim Collins on "Making Tough Calls;" Latest Rev/Emp Stats; Value/Emp Option
"...keeping you great"
HEADLINES:
Must read article "Jim Collins on Tough Calls" -- 
I'm just catching up on my own business reading so 
many of you might have already read this FORTUNE 
cover story -- Click here if you missed it 

Increase your questions-to-statements ratio -- a 
great reminder from Jim Collins, author of Good to 
Great, that leaders should focus on igniting dialogues 
and debates using Socratic questioning. Below I have 
a couple key excerpts from the article.  And I 
encourage you to read the other related articles listed 
to the right of Jim's article on the FORTUNE.com link 
provided above -- especially the article on the top 20 
epic business decisions that made history.

Revenue per Employee results are in from several 
of you -- I've listed the industries and results below from 
lowest ($115,000/employee) to highest ($893,000/
employee).  And a couple of you included statistics from 
your industry associations -- it's great to know how you 
stack up in your own industry so contact your industry 
association.

What about Profit per Employee -- several of you 
suggested that profit/employee would be a better 
measure.  I agree and you should track it.  It's just that 
private firms won't likely share this number (and tax 
considerations drive profit calculations!) -- and 
rev/employee is still a great measure relative to your 
industry and relative to last year in your own firm -- 
it's all about not slipping backwards over time.

It was further suggested "The real measure we have 
found that swaths better across industries is value add 
per employee. Revenue minus the cost of purchased 
goods. Lots of grocery stores bump over 
$500k/employee revenue, but VA/person is way lower.   
Easy just to move material through...."  Again, I agree.  
Find what works best for you and where you can find 
comparisons.  The key is tracking productivity, which 
tends to slip as we grow and this is primarily what kills 
profitability.

EDUCATION:
Join Jim Collins (four hours), Seth Godin, Geoff Smart, 
Pat Lencioni and more at the "Go for Growth" forum in 
Dallas October 24 - 26 - the ultimate Bill Gates-like 
mini "Think Week" for your executive team

Rockefeller Habits 
Austin, TX Sept. 13-14
Atalanta, Georgia Sept. 28-29 
Calgary, Canada (1-day) October 5
Calgary, Canada October 5-6
Pittsburgh, PA (1-day) October 13
Toronto, Canada Nov. 16-17
Washington, DC Dec. 8-9

DETAILS:
Excerpts from the FORTUNE Jim Collins article:
· "Great decisions begin with really great people 
and a simple statement:  I don't know.  The 
research evidence on that is very clear -- that 
the leaders who ended up setting things in 
place that produced extraordinary results 
over time, and a series of great decisions 
over time, really were very comfortable 
saying "I don't know" until they knew."

· "So what is the key thing you can do to 
prepare for (an uncertain future)?  You can 
have the right people with you.  In 1978, Jim 
Logan and his partner, Mugs Stump, became 
the first people to climb the Emperor Face of 
Mount Robson in the Canadian Rockies.  
And to this day, everybody else who's tried 
the face has either died or failed on the route.  
When I asked Logan, ‘Why were you able 
to do the Emperor Face?' he said, ‘Because 
I made the single most important decision, I 
picked the right partner.'" (go to the link 
above and read the rest of this Mount 
Robson story!).

· "What we found in companies that make good 
decisions is the debate is real...It is real, 
violent debate in search of understanding...Its 
conflict and debate leading to an executive 
decision.  No major decision we've studied 
was ever taken at a point of unanimous 
agreement.  There was always some 
disagreement in the air (and in the end, the 
leader makes the call)."

· "Before a major decision, you would see 
significant debate.  But after the decision, 
people would unify behind that decision to 
make it successful...it all begins with having 
the right people -- those who can debate in 
search of the best answers but who can 
then set aside their disagreements and work 
together for the success of the enterprise."

Here are the Revenue/Employee stats:
· Recruiting Services -- $115,000/employee

· Direct Marketing/Mail Services -- 
$125,000/employee

· Media/Financial Information Services -- 
$151,000/employee

· Financial/Accounting Services -- 
$160,000/employee

· Appliance/wholesale -- $160,000/employee

· Software Development (no outsourcing) -- 
$185,000/employee

· Telecommunications (WAN services) -- 
$300,000/employee

· Automotive Parts Manufacturing -- 
$340,000/employee

· Material Handling Equipment Distributors -- 
$392,000/employee (Gazelles client) -- industry 

· average $227,000/employee; 
$258,000 for high profit firms

· Industrial Supply Distributor -- 
$461,000/employee (Gazelles client); 
Industry Average of Typical Distributor 
$351,000; High Profit Distributor $378,000

· Staffing -- $522,000/employee

· Computer and Electronics Retail -- 
$893,000/employee

August 19, 2005

Dell's Brand Promises; Building a Custom Home; Premium Stories Needed
"...keeping you great"
HEADLINES:
All Dell decisions align with their three brand 
promises -- Low Cost, Time to Market, and Customer 
Intimacy -- their strategy is this simple and clear. 60 of 
us just returned from the Dell Benchmarking event in 
Austin -- I'll share a full summary next week.  What are 
your three Brand Promises?

Stories needed where you sold your business for a 
premium over a standard multiple of EBIDTA -- email 
me a note.  And those of you that attended the Selling 
Your Business workshop, if any of you have initiated 
McKaskill's process and would like to be tracked in a 
story, let me know.

Building a custom home (seems like something 
business executives like to do)?  Long time Gazelles' 
customer Kevin Daum (Stratford Financial) has written 
"Building Your Own Home for Dummies" -- Click here 
to an excellent article on the book, which has already 
gone to a second printing, 

Daum, who has financed over 800 custom homes, 
warns that one of the biggest mistakes people make is 
paying off the land and then not having enough cash on 
hand to satisfy mortgage company requirements for 
construction -- he was a guest this past weekend on 
Money Matters -- Click here to the show  -- click on 
the "Build Your Home" segment to the left -- Kevin is 
the second featured guest in this five minute clip.

Many of you should write the Dummies book for 
your industry -- it's a great brand and P.R. tool.  Kevin 
can help.  Contact him at Kevin@stratfordfinancial.com
EDUCATION:

Rockefeller Habits 
Austin, TX Sept. 13-14
Atalanta, Georgia Sept. 28-29 
Calgary, Canada (1-day) October 5
Calgary, Canada October 5-6
Pittsburgh, PA (1-day) October 13
Toronto, Canada Nov. 16-17
Washington, DC Dec. 8-9

DETAILS:
· You have heard me sing praises about Kevin 
Daum before and the value I got from his first 
book "What The Banks Won't Tell You; 
Getting the Most From Your Mortgage" 
(Grady Parsons). 

· Well Kevin's new book "Building Your Own 
Home For Dummies" (Wiley) has become an 
immediate success! 

· If you want to go direct for more information 
on Kevin, his company and how he parlayed 
his YEO relationships into this awesome 
opportunity, check out his website at 
www.ConstructionLoanExpert.com or email 
him at Kevin@stratfordfinancial.com 

· Here's a description of the book from Amazon:

How to build a dream house - without 
breaking the bank. Packed with useful 
information, tips, and checklists, this 
easy-to-follow guide shows people step 
by step how to build a unique, beautiful 
home on any budget. It covers all the 
must-know issues, from acquiring land, 
finding the best architect, and cutting 
design costs to putting together financing, 
hiring (or not hiring) a general contractor, 
and overseeing construction. Kevin 
Daum (Alameda, CA) has 20 years of 
experience in the real estate and 
mortgage industry and is founder and 
CEO of Stratford Financial Services. 
Janice Brewster (Arlington, VA), former 
editor of "Log Home Living" magazine, 
has been involved in the custom home 
industry for more than 10 years. Peter 
Economy (La Jolla, CA) is a veteran 
For Dummies author and the Associate 
Editor of the Drucker Foundation's 
"Leader to Leader" magazine.

September 1, 2005

Dell's 10 e-Business Lessons; Best Bosses Event -- and My Deepest Apologies
"...keeping you great"
HEADLINES:
The book driving Dell's competitive strategy?  
"Profit From the Core" by Chris Zook.  As promised, 
below is a summary of some of the amazing insights 
we garnered from our visit to Dell including their 10 
e-business tenets; their four priorities; and their latest 
cash conversion cycle!  And the strategic move that 
crushed Compaq -- hint, attack a competitors profit 
pool (you must read Zook's book) -- Dell's executives 
quoted from Zook all morning long. 

My deepest apologies -- what we thought was an 
isolated problem affected 17 of you -- our store 
front double charged many of you -- we've pulled up all 
our records the past two months since we changed 
providers and are contacting you if you haven't already 
contacted us -- if you want to know specifically what 
happened see DETAILS below.  Your trust is what 
drives our success -- we take it very seriously.

Want to play golf at the Dallas Cowboys Golf Club 
with the "Einstein of Golf?" -- I have 30 spots open 
-- he hates when I call him that, but Richard Brasser, 
former Pro and founder of Targeted Golf 
(www.targetedgolf.com), is brilliant and will be hosting 
and providing a mini-clinic at our golf tournament in 
Dallas, October 23, just preceding the FORTUNE "Go 
for Growth" conference -- 1pm start time.   Jerry Jones, 
owner of the Cowboys, owns the course, known for 
the best customer service experience in town -- $199 
including food and Richard's mini-clinic.

People quit people, not companies -- be a "Best 
Boss" -- The labor market is really tightening-up and 
a significant indicator of labor problems, % of 
employees planning to leave their company, just spiked.  
I invite you to participate in Winning Workplaces'  
September 20 one-day Best Bosses Conference and 
Celebration in Chicago www.winningworkplaces.org/
bestbossesevent. DETAILS below.  I'll be there as well 
leading a program along with many of the winners.  
$250 -- well worth it.

Brian Scudamore, 800-Got Junk; Brad Nierenberg, 
RedPeg Marketing; Larry Weinberg and Josh 
Baker, BOWA Builders; Ron Huston, Advanced 
Circuits; and Steve Randazzo, Pro Motion, Inc 
are some of the recent "Best Boss" winners that are 
Gazelles' members and avid learners.  And congrats 
also to Hapy Mayer, Small Dog Electronics 
(Insight reader and former "student"); and Andrew 
Field, Printing For Less (our newest vendor and 
new "student").

EDUCATION:
Webinar -- What's the most important strategic 
decision according to Jack Welch?  Your Brand 
Promise.  Dell knows their three.  Join Verne Harnish 
Monday, September 12, for a 99 minute Webinar 
entitled "Nailing Down a Brand Promise" 12:51pm -- 
2:30pm EST.  $99

Bill Gates-like mini "Think Week" for your 
executive team -- "Go For Growth" Forum in Dallas 
October 24 -- 26.  All the top business thought leaders 
in one place -- Jim Collins, Seth Godin, Geoff Smart, 
Pat Lencioni, etc.

Rockefeller Habits
Sept. 13-14  Austin, TX  
Sept. 28-29  Atlanta, Georgia 
October 5  Calgary, Canada (1-day)  
October 5-6  Calgary, Canada  
October 13  Pittsburgh, PN (1-day)  
Nov. 16-17  Toronto, Canada  
Dec. 8-9  Washington, DC  

2006 
Jan. 4-5  Seattle, WA  
Jan. 5-6  Portland, OR  

DETAILS:
· Double Charges -- the new provider hosting 
our store front software is having ISP issues 
so when someone clicks to submit an order it 
often doesn't appear anything is happening so 
people are clicking again and that's causing 
the double charges.  We're addressing the 
issue aggressively this week.  We've failed 
the Dell 10 tenets test for e-business! 

· I'll deliver the conference plenary address at 
the annual Best Bosses Conference & 
Celebration, presented by FORTUNE Small 
Business (FSB) magazine and Winning 
Workplaces, a national nonprofit.  The event, 
on Tuesday, September 20 in Chicago, 
honors the "Best Bosses" -- visionary leaders 
of small and midsize enterprises who were 
selected for their people-friendly workplaces 
and business success. 

· Featuring a preconference workshop, an 
afternoon conference, and an evening 
celebration, Best Bosses is open to leaders of 
small and midsize businesses and nonprofits -- 
CEOs, senior staff, and HR pros -- and the 
people who provide them with products and 
services.   To register for the event or to get 
details, including how to apply for the 2006 
Best Bosses Award, please Click Here  

· The Preconference (9 AM to noon) features 
an in-depth workshop from the Winning 
Workplaces staff on how to create a positive, 
high-performance workplace. 

· The Conference (1:30 to 5:15 PM) features 
practical seminars with recipients of the 2004 
Best Bosses award, who will discuss how to 
achieve competitive advantage: 

o Finding, Hiring, and Keeping 
   Topflight Talent 
o Motivating Employees to Act Like 
   Owners 
o Creating Capacity for 
   Organizational Change 
o Mission and Meaning: What 
   Employees Really Want 

· The Celebration (5:30 to 9:30 PM) includes 
cocktails and an awards dinner announcing the 
2005 Best Bosses, with Master of Ceremonies 
Scott Simon of NPR.  Clyde Prestowitz will 
speak on "Three Billion New Capitalists: Good 
News or Bad for Small Business?"  Founder 
and president of the Economic Strategy 
Institute, his latest book is Three Billion New 
Capitalists: The Great Shift of Wealth and 
Power to the East. 

DETAILS -- DELL: 

· Dell has four mid-term priorities (like the three 
to five year priorities/thrusts on the One-Page 
Plan) from which four annual priorities and 
everyone's individual priorities for each quarter 
and year are derived.  Makes it very easy for 
everyone at Dell to remember and provides 
strategic direction in setting the priorities for 
over 55,000 employees.  These four strategic 
thrusts are: Product Leadership, Globalization, 
Winning Culture, and Customer Experience.  
If you're not doing something specific each 
quarter to help in one or more of these four 
areas, then you're not on task. 

· Sure enough, Dell has continued to improve 
their cash conversion cycle (ccc) from the 
minus 21 days they had in 2001, to minus 34 
days we learned in our 2004 benchmarking 
trip to now minus 38 days as of Q2 2006 
(would have been 41 days if not for a 
technicality).  They are generating almost $1 
billion per quarter in cash even though they 
continue to grow. 

· And they continue to report their financial 
results in three areas (they use a lot of triangle 
diagrams!) -- Liquidity, Growth, and 
Profitability -- the same three areas of 
financial focus since when Tom Meredith, 
their former CFO, drew the famous triangle 
in the early 90s.  What I love about Dell is 
they stick to some very basic ideas. 

· To review from my last Insight, they align all 
strategic and tactical decisions to three Brand 
Promises:  Low Cost, Time to Market, and 
Customer Intimacy/Retention.  These are 
Dell's differential advantages over the 
competition with Low Cost clearly the lead 
one (and shown at the top of the triangle). 

· Compaq was able to match Dell in PC pricing 
in 2001 because they had such huge margins 
in the server market -- 45% gross margins.  
Compaq was using these high margins to 
subsidize their PC business.  Therefore, Dell 
calculated that the best way to defeat 
Compaq in the PC market was to rob them 
of their "profit pool."  This is a primary 
reason they entered the server market in 
2002.   By coming to market with a 25% 
gross margin server and forcing Compaq 
to match them, they shrank Compaq's 
profit pool and tanked their PC business, 
forcing the sale to HP.  Brilliant 
strategy. 

· Here are Dell's 10 Tenets for e-business:

1. Learn the Levers: Traffic, Consideration, 
Conversion, Units per Transaction, 
TRU and TMU (total revenue/unit and 
total margin/unit) -- Dell works hard to 
maximize each of these stages of 
customer interaction with their website 

2. Metrics:  they measure all the above 
levers hourly.  TIP:  know the online to 
offline TRU gaps and work to close i.e. 
make the web as effective at closing a 
sale as a live sales associate 

3. Focus on online demand generation 
(ODG) -- growing their opt-in email 
subscriber base has been the key and 
then sending them targeted offerings.  
They figure they can contact a 
customer once or twice a week. 

4. Conversion: generate excitement, 
urgency, and put the price upfront 

5. Uptime is key:  keep your site 
working properly (easier said than 
done, as we've learned) 

6. Site content:  LESS IS MORE is the 
moniker.  Every time Dell simplifies 
their website, sales go up -- they 
actually test various page layouts.  
Simple, direct, simple language, 
clean layout, less on a page 

7. Site navigation:  clearly less clicks the 
better to learn and order.  And all side 
paths must always lead back to the 
main path so customers don't get lost. 

8. Testing:  they are always testing new 
layouts, tools, ideas.  Check out their 
"Desktop Advisor" and "Notebook 
Advisor" -- easy Wizards that help a 
customer pick out the right desktop or 
notebook -- again, makes it simple 
and easy. 

9. Technology projects: always creating 
new tools 

10. Organization:  create a separate 
organization to drive your e-business 
efforts, including a separate eBiz P&L

* There were so many other amazing and specific 
ideas they presented in the areas of accounting, 
sales, HR, technology, leadership development, 
etc -- make it a point to attend a future event if 
we can continue to get Dell to offer these 
benchmarking trips.  You can be put on a waiting 
list -- just go to www.gazelles.com.

September 8, 2005

Best Practices in New Orleans and Ben Franklin's Solution
"...keeping you great"
HEADLINES:
Every twelve hours on the sixes -- six in the 
morning and six in the evening -- FEMA has the 
leaders of each of the major "cells" in New Orleans 
meet in a conference room.  One person from every 
cell -- from Corps of Engineers to Mortuary Affairs 
from the long-range planners to the community 
relations group -- reports and is expected to tell the 
group not only what is going well, but where there 
are gaps.

Rich Galen, reporting from New Orleans, describes 
the FEMA conference room where twenty-four 
8-foot aluminum tables are laid out in a square, with 
phone and computer wires strung from the ceiling, 
with maps hung from movable cloth dividers and 
more maps taped to the walls. 

Galen further notes "Because they are so good at 
what they do, they are not afraid to ask for help. 
They don't spend much time being philosophers. They 
spend a lot of time moving people and things from bad 
places to less bad places."  I enjoy the way Galen 
writes and I’ve included a few more of his thoughts 
under DETAILS.

Daily huddles (twice), with "all those involved," 
meeting in a Situation Room, with lots of maps -- 
it’s what it takes to deal with disasters or manage a 
company.  And the leaders dispense with small talk, 
are not afraid to ask for help, and face the gaps head 
on.  

John Tierney’s "Ben Franklin Had the Right Idea 
for New Orleans" New York Times Op-Ed is right 
on the mark -- if we could just let the market forces do 
their work, the scope of the New Orleans disaster 
could have been avoided.  Click Here 

EDUCATION:
Only four seats left - September 12, Monday
Webinar -- What's the most important strategic 
decision according to Jack Welch?  Your Brand 
Promise.  Dell knows their three.  Join Verne Harnish 
Monday, September 12, for a 99 minute Webinar 
entitled "Nailing Down a Brand Promise" 12:51pm -- 
2:30pm EST.  $99

Jim Collins, Seth Godin, Pat Lencioni, Geoff Smart, 
Kaihan Krippendorf, Jeff Taylor, Jim Murphy and more 
(including myself) all in one place -- "Go For Growth" 
Forum in Dallas, TX Oct 24 -- 26.

Rockefeller Habits
Sept. 13-14  Austin, TX  
Sept. 28-29  Atlanta, Georgia 
October 5  Calgary, Canada (1-day)  
October 5-6  Calgary, Canada  
October 13  Pittsburgh, PN (1-day)  
Nov. 16-17  Toronto, Canada  
Dec. 8-9  Washington, DC  

2006 
Jan. 4-5  Seattle, WA  
Jan. 5-6  Portland, OR  

Further reflections of Rich Galen (The Lad is his son):

· There is an unreality about the damage which 
was done by Hurricane Katrina. The Lad and 
FEMA Director Mike Brown did a helicopter 
tour of New Orleans and some of the outlying 
Parishes. 

· According to The Lad, the surreal scene - for 
as far as he could see from the air - was 
nothing but flood waters with the roofs of 
houses sticking up. "Television cameras," he 
said, "can't possibly show the scale."

· For most normal people, the magnitude of this 
catastrophe would be overwhelming. But for 
the typical FEMA employee it is a challenge 
which, however difficult, can be and - in their 
minds - will be overcome. 

· And here is Rich Galen’s bio -- I encourage 
those of you interested in politics to subscribe 
to his humorous and insightful e-newsletter 
which reaches 400,000 each month and is 
considered required reading by senior 
reporters and political operatives on both 
sides of the aisle -- www.mullings.com: 

· Rich Galen has been described as "what you 
get when you cross a political hack with a 
philosopher." 

· His career includes work in and out of politics, 
in and out of the United States. 

· Rich did a tour of duty in Iraq where he went 
at the request of the White House. The 
assignment - which was to have lasted about 
eight weeks, stretched into six months. While 
there, he was responsible for bringing the 
message of the positive aspects of what the 
coalition was doing in Iraq back to Middle 
America. 

· Rich has been press secretary to Dan Quayle, 
when the former Vice President was a 
Congressman and a U.S. Senator; and to 
Newt Gingrich when Gingrich was House 
Republican Whip and, in 1996 became the 
communications director of the political 
office of Speaker Gingrich.

· Rich also has extensive non-US experience. 
At the time of the dissolution of the Communist 
governments in Eastern Europe, he was one of 
a select number of Americans sent over to help 
build a democratic political infrastructure. He 
spent a significant amount of time in Hungary, 
Bulgaria, Romania, and what was then 
Czechoslovakia. 

· In 1992, Mr. Galen went to work for Electronic 
Data Systems as the director of a new 
organization known as the Emerging Markets 
Group where he designed and implemented a 
plan to help EDS expand its service offerings 
into new geographic areas. 

· Under Mr. Galen's guidance, EDS established 
operations in Bahrain, Saudi Arabia, the UAE, 
Turkey, Israel, and Egypt. He managed a staff 
which was located on three continents, in four 
time zones, covering three work weeks, and 
which spoke four languages. 

· Since, March 1998, Mr. Galen has written a 
three-day-a-week political column - Mullings 
- which reaches some 400,000 people per 
month and is considered required reading by 
senior reporters and political operatives on 
both sides of the aisle. 

· In Washington, DC, Mr. Galen is an often 
quoted source for many of the major American 
news outlets. He has maintained excellent 
contacts with all of the networks, major daily 
newspapers, major news weeklies as well as 
the Associated Press and Reuters wire 
services. 

· Mr. Galen is a frequent guest on television 
shows on FOX, CNN, CNBC, and MSNBC. 
He has also appeared on the "Today" show, 
on "Good Morning America," on "Nightline" 
and on "Larry King Live." He has also 
appeared with Geraldo Rivera, Chris 
Matthews, Brian Williams, and many others. 

· He is a senior advisor to the world-wide public 
relations firm, Manning, Selvage & Lee in 
Washington, DC. 

· Mr. Galen has been married for over 30 years. 
He and his wife, Susan, live in Virginia. They 
have one son, Reed, who is 29 years old. 

September 13, 2005

Private Luncheon With Jim Collins; Mini-"Think Week" for Team; Chip Ganassi, NASCAR
	"...keeping you great"
HEADLINES:
Private CEO luncheon with Jim Collins – 22 seats (of 60) available for this one-hour Q&A session with the author of Good to Great, following his four-hour presentation at the “Go For Growth” Forum in Dallas Oct 24–26. To participate: Bring a team of five (including you) to this mini-“Think Week” (Bill Gates immerses himself in the latest business thinking for two weeks a year, why not your team for a couple of days!!) and let me know you want to have lunch with Jim. He’ll handle Q&A the entire hour (he’s not eating lunch)--a rare opportunity to question the leading business thinker of our time and get him to autograph your book.

If you are crunched for time, you can fly back Tuesday afternoon, making it a quick two-day executive educational program for your team. (Tuesday's program ends at 4:30 pm.) If you can stay for the entire program, you can attend Wednesday morning's keynote, Chip Ganassi, owner of the Target, Coors Light, Havoline, and other NASCAR racing teams, followed by my two-hour presentation, which I'll wrap up by noon. Chip will have his racing simulators at the Forum the entire time!

FSB’s 100 Fastest Growing Small-Cap Public Companies will be honored at a Monday evening gala as well--come meet these fast-growth firms. Taser, the #1 growth firm (you've read about their amazing growth) is bringing 10 of their executives to the Forum. Jeff Taylor, founder of Monster.com, will spin records at the hottest club in Dallas after his Monday afternoon keynote (He's announcing his new venture this week--it's bigger than Monster!)

Following Jim Collins four hour Monday morning presentation are North America’s most-in-demand gurus and CEOs all gathered in one place (and their presentations are not just entertaining 45-minute keynotes) – here’s a partial list with the concrete deliverables they’ll provide:
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Jim Collins
JIM COLLINS
Best-Selling Author, Advisor to the Fortune 500 and Student of Enduring Great Companies
                 Growing from Good to Great
Why good is the enemy of great...Creating a culture of discipling...Developing Level 5 Leadership--a requirement for growth and greatness...Using technology accelerators in your journey from G to G...The Flywheel and the Doom Loop vs. radical change programs and wrenching restructurings...How merely good companies can achieve enduring greatness and long-term superiority...A sneak preview of Jim’s latest research and findings
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Seth Godin 
SETH GODIN
Best-Selling Author, Entrepreneur, Renowned Speaker and Agent of Change
                 It’s All Marketing Now
Identify and exploit the Free Prize lurking inside your product or service...Embrace the Purple Cow concept--create something phenomenal, something counterintuitive and something flat-out unbelievable...Use permission marketing to develop long-term relationships with customers, build trust, establish brand awareness--and greatly improve the chances of making a sale...Why all marketers are liars--the power of telling authentic stories in a low-trust world
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Pat Lencioni 

PAT LENCIONI
Best-Selling Author, Executive and Team Development Expert, and Entertaining Presenter
                  The Five Dysfunctions of a Team 
The pitfalls that derail teams and lead to organizational politics and confusion: absence of trust, fear of conflict, lack of commitment, avoidance of accountability, and inattention to results...Real-world examples of executive teams that work--and don’t...The ways that teamwork can elude even the most dedicated individuals--and be restored by an insightful leader...Explicit instructions for overcoming the human behaviors that corrupt teams
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Jeff Taylor 
JEFF TAYLOR
Founder of Monster.com, Hip DJ, and Blimp Waterskiing Champion
                 Monster Ideas for Your Fast-Growth Company
The amazing story behind the launching and building of Monster.com...What most dotcoms don’t understand about running an online business...Using Monster.com in reverse to find out who’s “looking”...The grand strategy to build Monster.com into a global brand...From the master: career advice you can’t afford to ignore...Measuring the bottom-line effectiveness of your marketing programs...How to win the coming “talent war”
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Geoff Smart 
GEOFF SMART PhD
Executive Leadership Coach, Frequent Lecturer, Author and CEO of ghSMART 
                 Topgrading to Attract and Hire A-Players
Why Topgrading has become the hottest hiring and team-building tool...How to boost your hiring success rate from 25 to 90%...What the Topgrading interview looks like in action...Getting a candidate’s former bosses and colleagues to share honest opinions...Specific ways to prep for face-to-face interviews...Using the TORC technique to wring forthright answers from reluctant candidates...Measuring a candidate’s fit prior to and after the hiring process
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Verne Harnish 
VERNE HARNISH
Founder of YEO, CEO of Gazelles, Inc., Author and Professional Speaker 
                 Dominating Your Industry
Identify ways to double your operating cash position in 2006--the right cash model guarantees the right business model...Articulate a clear “brand promise”--how does your strategy differ from your competitors’ while still mattering to your customers?...Determine your underlying “10- to 30-times advantage” over your competitors--exploit it and win big...Develop your main theme for 2006--learn how to drive an effective “meeting rhythm” around it 

If good is the enemy of great, then far better to build the genetics of greatness as a small company before you become large. I'm excited about the opportunity to help small companies create the DNA of greatness during their formative years.
—Jim Collins
Sign Up Your Team and Save 20% 
The era of the Lone Ranger era is over. Today, it's all about aligning your executive team. The FSB Forum is designed to accommodate groups as well as solo executives. Round tables versus classrooms mean more team interaction. By bringing your top team, you'll be ready to hit the ground running at the forum’s conclusion.

Gazelles is offering a discounted fee of $1695/executive ($1495/executive for $10K members) when you sign up a team of three or more--slightly above the usual charge for an exclusive Jim Collins event. (The FORTUNE advertised fees are $2495/executive and $1995/executive for three or more.)

$250 nonrefundable fee per executive required to hold a seat--the balance will not be due until 30 days prior to the event.  You can register now at http://www.gazelles.com/goforgrowth_agenda.html.

DETAILS:
· What does every business builder want? What FORTUNE's most-admired companies have achieved:

· Sustainable, profitable growth 

· Three to five times industry-average profitability 

· Business models that increase cash flow 

· Higher company valuations

· What is the #1 barrier to sustainable, profitable growth?
The inability of executive teams to capitalize on market opportunities. 

· How do great companies like GE, FedEx, Southwest, and Starbucks overcome that barrier?
By making leadership development a core competency and giving their top people access to the most brilliant business minds.

· What two traits distinguish executives who run great companies?
A thirst for knowledge and a bias for action.

· How can you achieve the same results as the big guys?
By bringing your executive team to the FORTUNE Small Business program, where everyone will have exposure to the same leadership-development masters they employ.

· Four criteria were used to design the “Go For Growth” Forum:

1. Focus on the key drivers of business success. We started with the themes Jim Collins outlined in Good to Great--people, strategy and execution--and aligned each day of the conference around them. 

2. Offer the best resources. The best thinkers in all three areas were invited to deliver their latest material. They are the #1 authors in their fields, known for their thought-provoking and inspiring presentations. 

3. Provide a substantive experience. Why showcase preeminent business stars if you don't give them enough time to cover the "how tos" of implementing their strategies and tactics? You'll have four hours with Jim Collins and significant time with the other confirmed speakers. 

4. Use team-building formats. The era of the Lone Ranger is over. Today, it's all about aligning your executive team. The forum is designed to accommodate groups as well as solo executives. Round tables vs. classrooms mean more team interaction. A cascading conference design means less workshop time and more team time each day as the conference progresses. By bringing the whole team you'll be ready to hit the ground running at the forum’s conclusion.

· Both FORTUNE Small Business and Gazelles, the leading education organization for growth companies, take the business of educating executives seriously. We have combined forces to bring you an affordable opportunity to prepare your team for sustaining profitable growth in 2006 and beyond. Come join the editors of FORTUNE Small Business and our lineup of foremost business experts in Dallas this October.


September 15, 2005

My Bad; Mid-Life Crisis; Tears; and Dublin -- Plus Thanks to Rick Green, Denali Partners
"...keeping you great"
HEADLINES:
OK, OK -- so highlighting FEMA's meeting 
rhythm didn't represent the best in timing -- 
however, I hope it doesn't take away from the general 
process it represents -- get the right people in a 
situation room for a daily huddle or two to drive 
significant activity.  If only we could get the wrong 
people off the bus as quickly!

Speaking of Katrina -- significant press 
opportunity to share what you and your firm are 
doing to help -- FORTUNE Small Business 
magazine is looking for businesses to highlight in 
their November issue that are doing things to help 
out the victims of Katrina, including helping other 
small businesses in the area -- email me ASAP 
and I'll forward.

This brought tears to my eyes -- National Institutes 
of Health (NIH) released on Monday these findings 
"High Dose IV Vitamin C Selectively Kills Cancer 
Cells" -- it went on to further say "(IV administered) 
ascorbate was able to destroy several different cancer 
types, while leaving normal cells unscathed."  
DETAILS with link to article below -- thank you 
Kevin Kruse, Axiom Professional Health Learning, 
for forwarding to me.

The entire baby-boom seems to be in a mid-life 
crisis -- and wanting to sell their businesses.  Given 
the huge response we received from our first 
workshops, we've launched four more "Selling Your 
Business for a Premium" workshops -- Atlanta 
10/13, DC 10/20, NY 11/3, Dallas, 11/17. 

Dublin and Montreal here we come -- Ireland is 
on fire (second highest GDP/capita in Europe) and 
we're hosting a Rockefeller Habits workshop in 
Dublin November 3 and 4.  Montreal has been added 
as well October 11 and 12.

Thank you Rick Green, Denali Partners (private 
equity firm funding growth companies -- 
www.denalipartners.com) for this note "I am a 
FORTUNE 500 refugee, ex-McKinsey consultant, 
start-up guy, turn-around guy and now private equity 
investor.  I have probably facilitated the development 
of over 50 strategic plans and found your 
methodology to be powerful while remaining practical.  
We are about to complete the buyout of a $20 million 
private company and our typical step one is developing 
a strategic plan (with measures, milestones, etc) and I 
will have everyone read your book prior to starting."

EDUCATION:
Sept. 13-14  Austin, TX  
Sept. 28-29  Atlanta, Georgia 
October 5  Calgary, Canada (1-day)  
October 5-6  Calgary, Canada 
October 11-12 Montreal, Canada 
October 13  Pittsburgh, PN (1-day)
Nov. 2-3 Dublin, Ireland  
Nov. 16-17  Toronto, Canada  
Dec. 8-9  Washington, DC  

2006 
Jan. 4-5  Seattle, WA  
Jan. 5-6  Portland, OR  

DETAILS:
· Here's the link to the article which highlights 
these monumental results using IV Vitamin C 
to kill cancer http://www.medscape.com/
viewarticle/512664 -- you do have to take a 
moment and register with WebMD, but it's 
worth it to get the article.  The researchers' 
findings are to appear in the Proceedings of 
the National Academy of Sciences for 
September 20. 

· Kevin Kruse (www.axiom-health.com) knows 
I'm a huge fan of IV Vitamin C -- I get one 
three to four times a year to keep up my 
energy and as a deterrent to cancer, flu, and 
other debilitating diseases (my gene pool is 
not good!). 

· And the research acknowledges why this 
critical and simple protocol has been 
ignored for 30 years.  Linus Pauling, the 
Nobel Prize winner, whose research (and 
application to real cancer patients in the 
70s) found this link, was challenged 
because he wasn't a medical doctor. 

· The mistake was that when his research was 
replicated, the medical doctors used oral 
administered vitamin C instead of intravenous 
vitamin C, which is what Pauling used.  What 
NIH validated 30 years later (in 2004) is that 
intravenous vitamin C creates blood plasma 
vitamin C levels considerably greater than 
simply taking it orally.

· This was the fatal flaw and from my viewpoint, 
resulted in millions of people suffering 
draconian protocols (cutting, burning, and 
poisoning) ever since. 

· It's been said that it takes a medical 
community 40 years to change.  We're 
thirty years into this simple process.  My 
hope and prayer is that we'll see a humane 
cure (and prevention) for cancer and many 
other debilitating diseases in less than 10 
years -- if the pharmaceutical companies 
don't find a way to kill this simple protocol. 

· Read "Vitamin C, Infectious Diseases, and 
Toxins" by Thomas E. Levy, MD, JD.  It 
summarizes the over 1200 medical and 
scientific journal articles on Vitamin C over the 
past century and highlights how IV Vitamin C 
also cures "incurable" diseases like hepatitis 
and many, many more chronic illnesses.

September 20, 2005

36 Strategies for Beating the Competition
"...keeping you great"
HEADLINES: (Note: for the next few weeks I'm adding a Tuesday Insight to highlight the ideas of gurus leading workshops at the Dallas "Go For Growth" Forum)

Kaihan Krippendorf is one of the hottest new strategy thinkers of our generation.  Microsoft, Cisco, and other leading firms are purchasing his time in $100k chunks as they prepare for the competitive battles ahead.  This ex-McKinsey strategist (they do find the smart ones) makes it simple, which I like.

The Art of the Advantage: 36 Strategies to Seize the Competition is his breakthrough book.  Finally someone has greatly simplified the Art of War strategies in a way we can all use and understand them -- along with ample examples where small firms have beat large firms along with the typical battle of giants.  Amazon info on the book below.

He shares one situation where a local bottler in South America was being attacked by Coca Cola and how they used one of the 36 strategies to win.  And in his research, he's found all competitive strategies can be categorized into these 36 approaches.

Three questions help determine which of the 36 approaches to use -- this greatly simplifies picking the appropriate strategies.  He then provides a process of using the chosen strategies to brainstorm concrete responses to drive competitors out of a market.

Kaihan is leading an afternoon workshop October 24 at the "Go For Growth" Forum -- a great way to enhance your planning for 2006.  He follows Geoff Smart and Jim Collins on the first day.

DETAILS:
Here's the Amazon description of the book:

Art of the Advantage brings to life the centuries-old thirty-six Chinese stratagems and explains how they can be applied to corporate or personal strategy. Author Kaihan Krippendorf shows how in using Chinese philosophy, companies can create unfamiliar, cutting-edge corporate strategies that are often unfamiliar to Western companies allowing them to take their western competitors unaware and make them more competitive. Throughout the book, Krippendorf uses ten case studies from the world's top business schools to illustrate his points.

September 22, 2005

Dow-Like Index for Private Firms; Twenty-Five Survival Tips - and Why You Need a Small Screwdriver

"...keeping you great (and alive!)"
HEADLINES:
Ground-breaking opportunity for private firms to 
participate in the nation's first Dow-like index.  
Only commitment is weekly (consistently timed) emails 
reporting "Gross Sales"...all anonymous.  These will be 
compiled weekly and reported to the media as a 
composite Entrex PBC Index giving the nation an 
additional measure of economic health in the country.  
And being a part of the index will provide you great 
visibility, like being a Dow company.  DETAILS 
below or www.entrex.us to sign up.

25 Survival Tips -- those in Texas might want to 
read!  Richard Rhodes and his team from Rhodes 
Architectural Stone (www.rhodes.org) were in New 
Orleans on business when they became trapped by the 
storm and floods.  Below are his twenty-five tips for 
handling this kind of situation.

Rhodes learned these lessons the hard way.  What 
do you do when looting is happening around you, you're 
out of food and water, you have no rental car, you're 
forced to leave what bags you have, and you're getting 
plucked up by helicopters?  Read Richard's hair-raising 
lessons below -- I'm keeping the list with me on my 
laptop.  And making sure I have a tiny, tiny Phillips 
screw driver in my bag that will pass through airport 
security!

NOTE:  September 23 (Friday) deadline for 
reserving rooms at the Wyndham Anatole for the 
"Go For Growth" Forum in Dallas -- call Wyndham 
National Reservations @ 800-WYNDHAM (800-
996-3426) or the hotel directly at 214-761-7500.  
Please identify yourself as a member of the Gazelles 
Group.  The event name is listed as Fortune Magazine 
Leadership Program.

EDUCATION:
Go For Growth Forum with Jim Collins
October 24-26

Rockefeller Habits Schedule

Sept. 28-29  Atlanta, Georgia SOLD OUT
October 5  Calgary, Canada (1-day)  
October 5-6  Calgary, Canada 
October 11-12 Montreal, Canada 
October 13  Pittsburgh, PN (1-day)
Nov. 2-3 Dublin, Ireland  
Nov. 16-17  Toronto, Canada  
Dec. 8-9  Washington, DC  

2006 
Jan. 4-5  Seattle, WA  
Jan. 5-6  Portland, OR  


DETAILS -- Entrex Index:
· Consider inclusion in the launch of the Private 
Company index: managed by Entrex and the 
Private Business Channel (PBC). The only 
data involved will be weekly sales figures and 
these will be aggregated, so no company will 
have to disclose to the public any specific 
information. 
 

· Similar to other current indicators and indexes 
like the Dow and S&P 500, the Entrex/PBC 
Private Company Index will provide the 
financial market with the ability to objectively 
measure private business activity as well 
allowing business owners and the general 
public to follow the trends and productivity 
of privately owned businesses. 

· There is no cost associated with inclusion in 
the index. The first companies will have 
increased visibility by being pioneers in the 
launch of this index. It is projected to grow 
to over 1,000 companies, and it will be 
capped once there is statistical relevance.

· Other benefits of inclusion are: posting of your 
company's name and website links on both the 
Entrex and the many Private Business Channel 
websites; highlight stories on your company 
and its news on the upcoming " Entrex/Private 
Business Channel Index " show which will be 
distributed every week to major global media 
channels; distribution by Entrex's newswire 
partner of the weekly index update to many 
media channels.

· If you want to be included, contact Megan 
Burns at Entrex at 610-645-4566 or visit 
their website at http://www.entrex.net/
pcientrexindex.html.

DETAILS:  Survival Tips -- they get more specific as 
you read down the list!
Twenty-five small things that made a big difference 
Surviving a Category 4 hurricane in a flooded 
urban center 
Richard Rhodes--Hurricane Katrina, New Orleans
August 28- Sept 1, 2005

Travel / survival tips:

· Survivor team:  Choose your team to expand 
your network and capacity.  The News 
reporter I chose had different skill sets and 
contacts.  Similar style yet different.  Share 
everything and honor the partnership.  Guard 
each others back.  Allows each to be tired 
and have poor judgment at different times.  
Allows one to stand guard while one sleeps.  
Small acts of kindness.  Listening to the same 
conversation and pulling different things.  The 
partnership expands your skills and abilities.  
I made a mistake in sharing some resources 
with a family with two kids without 
consulting teammate.  Gave away some 
of our joint resources.  It was viewed as a 
violation of trust and partnership.  Excellent 
lesson I won't need to repeat.

· Small gestures and acts of 
kindness:  creating small gestures 
to others who may be useful is good 
strategy.  It may be only a 
compliment to manager or MP.  
Might be a flashlight to a local, 
connected family.  Might be a call to 
someone's mother.  Might be a 
bottle of wine or candy bar to CBS 
crew.  Build "friends" and 
relationships to expand your 
network and increase you alliances.  
We made sure we knew who was 
on our floor and how we would 
defend it if required.  

· Play to win.  Stakes are high so play to win.  
Use all your best business and social skills to 
make sure you create the outcome you need. 
Do not expect others to take care of you.  
Expect to take care of your self.  Take control 
and determine the outcome you want.  

· Attitude:  Check your drama and be a 
professional.  Everyone is tired, everyone is 
hungry, and everyone is hot and 
inconvenienced. Projecting an assured 
attitude and remaining calm helps those you 
are dealing with to help you and give you 
what you need.  Further, you become the 
de facto leader when the situation 
is decomposing and you remain steady.  
Soon, others are turning to you for
leadership and bringing you bits of 
information that are useful.   

· Cash:  As soon as I realized the airport had 
closed and I was stuck, I ran to the ATM and 
pulled out lots of cash.  Once the power went 
out, the ATMs were down and no one would 
take a credit card (for gas for example).  
Private banking will allow you to have no limit 
on your withdrawal from ATM.  Otherwise you 
may find you can only pull $300 or $1000 per 
day from an ATM. This must be set up in 
advance with your bank.  Luckily, I had this 
piece in place.  

· White shirt:  A white shirt is a type of class 
currency.  Being calm and well dressed with 
good manners opened doors and made 
impossible things, possible.  Play the card.  
A clean white shirt and calm demeanor is 
more useful than cash in some situations.  
Do not underestimate the power of looking 
like someone important.  

· Supplies:  One of the biggest surprises was 
that Sunday afternoon, two hours before the 
torrential rain started; I found one small store 
in the French Quarter that was still open.  
There were 20 people in the small store and 
the shelves were almost empty.  However, to 
my amazement, people were not buying the 
necessary items.  They were buying 
cigarettes, Coke, beer and Tic Tacs.  Even 
at this late hour, I was able to buy:  4 cans 
of beans, 4 cans of nuts, the last 2 packs 
of batteries (both AA and AAA), a couple 
of candy bars, two limes (one craves citrus 
when hungry or thirsty (past experience), 
six liters of water and a small bottle of 
bleach.    

· Hotel supplies:  Once in the room, 
we scouted the entire hotel for 
additional supplies and stockpiled 
our rooms.  We found additional 
small water bottles, wine, 
matches, candles and toilet 
paper.  

· The Ritz Carlton:  I moved there late Sunday 
night in the pouring rain when I learned that 
they were the only hotel in New Orleans with 
hurricane glass and had their generator on the 
sixth floor instead of the first floor.   In the 
end, they had much more than that.  They 
had a functioning emergency plan that had 
been rehearsed the month before.  They had 
well paid staff that lived the company's core 
values during the crisis.  They had real 
management and leadership.  Other hotels 
lost all their windows on the river side in 
the storm (Hyatt).  Other hotel staff 
abandoned the guests to anarchy and 
violence (Wyndham and Holiday Inn).  
Other hotels lost control of the upper
 floors of their hotels to "employee 
guests" who took over and instituted 
"martial law" selling and trading their 
looted bounty (Hotel Monteleone).  
The Ritz had their own issues with 
employee families and guests but in the 
end they kept control and by doing so, made 
a lifetime customer out of me.  At the time, it 
seemed like a tough call.  However, what I 
originally perceived as a small margin of 
additional safety proved to be one of the 
most significant aspects of my experience.  

· Analog phone: still working vs. room phone 
(digital) not.  Analog phones do not require 
electricity to function.  We found the house 
phones where analog.  Stole one and wired 
into our rooms allowing connections out that 
no one else had.  

· Phone charger: USB chargers can pull power 
from your laptop.  This allowed re-charging of 
cell phone.  Cell service worked intermittently 
for the first 24 hours after the hurricane.  All 
contact information dies when cell phone runs 
out of battery.  

· Cologne:  Add small vial to travel kit since it 
really helps when unable to bathe. Part of 
keeping yourself together while everyone 
else comes apart.  Helps to establish you as 
a leader.  

· Bleach: One of the most significant aspects 
of my preparation allowed me to stay healthy 
and clean even though we were sweating 
heavily (no power, no elevator and walking up 
8 flights of stairs all day long).  The formula is 
simple:   two drops in one litter bottle for 
drinking tub water (or worse).  1 teaspoon in 
one gallon to create hand cleaner.  Hold in 
water for 10 seconds to sanitize hands.  
Bathing:  use same formula.  Again, keeping 
yourself clean, shaven and looking like you 
are not falling apart is a powerful currency.  

· Fill the bathtub with water:  I filled the tub, 
the waste basket, the coffee maker, and all 
the drinking glasses I could find with water 
before the storm.  This excess water is 
neither sanitary nor potable without the 
addition of a small amount of bleach.  
However, it may be used to flush the toilet 
(pour the water in a quick way into the 
center of the bowl in one motion). 
Remember, the body starts to shut down in 36 
hours without water.  One can live for a month 
without food.  Water is the issue.
 

· Fire alarms:  Many times the hotel fire alarm 
went off.  When it did, an automated recording 
ordering mandatory evacuation of the building 
sounded.  Since water surrounded the hotel, 
we did not want to leave unless absolutely 
necessary.  Many guests were burning candles 
in the rooms and fire was a real possibility.  
Each time alarum went off; we investigated it 
fully and were prepared to leave at first sign of 
smoke.  Our room on eighth and ninth floor.  
Exits and fire escapes in darkness.  As it 
turned out, the alarms were false.  However, 
we prepared and carried wet wash cloths as 
well as small evacuation bags.  The wash 
clothes are critical in case that you are 
required to exit through smoke.  They 
allow you cover your mouth as well as 
open a hot door handle if necessary.    

· Escape bag:  Very useful to have smaller 
purse size bag for quick exit.  Put kitchen 
knife from hotel kitchen (stake knife), mono 
pod (to use a bully club if necessary), wet 
wash cloth, passport, cash, heart medicine, 
Advil, one bag of nuts, one water, bag of 
four candles and matches, head lamp and 
extra batteries for flashlight, cell phone, 
glasses.  Also had USB memory stick with 
book manuscript on it.   During worst time 
of looting and multiple fire alarms, we carried 
these bags with us at all time.  

· Secondary bag:  My larger bag was used for 
the escape in the Helicopter.  This is my 
normal computer bag.  In it I carried:  laptop, 
laptop charger, cell charger, RR sketchbook, 
glasses, airline booking sheet, two dress shirts, 
digital camera, passport, memory stick, and 
cash.  I also managed to bring my Rolleiflex 
camera in separate travel box.  I was told to 
bring nothing with me in the helicopter and 
was prepared to leave it on the roof if I had to.  

· Hard drive removal:  If you ever have to 
abandon your laptop in an emergency, two 
small screws will release your hard drive 
and you can slip it into your pocket.  This 
requires a small travel screw driver of the 
right size.  It also requires knowing which 
of the several compartments on the bottom 
of your laptop is the hard drive.  Mine are 
now labeled.  

· Latitude and longitude coordinates:  When 
flooded or emergency situation, you can't 
count on the rescue team to know the local 
area.  In fact, they had never been to New 
Orleans and didn't understand any of the local 
landmarks.  You can't count on knowledge of 
local landscape.  Military or otherwise require 
specific coordinates.  Acquire via web or GPS.  

· Compass: I have always carried a small 
plastic compass.  It helps me orient in new 
cities.  In this case it proved invaluable.  I 
was able to give the coordinates from the 
only obvious local landmark that anyone 
could pick out:  the Superdome.  I did so 
by taking a tourist map from a magazine 
and extending the indicated North line.  
By setting my plastic compass on the line 
I could determine the heading from the 
Superdome to our hotel and approximate 
the distance.  

· Emergency language:  Communicating 
coordinates and specific facts over radio 
and intermittent cell service was difficult.  
It would have been much easier if I knew 
the standard military language for the 
alphabet.  I.e.  Tango, Bravo etc. I have 
since looked it up and am working to 
memorize it.  In the meantime, it is written 
on a card in my (new) luggage.  

· USB stick, Memory Stick: These were very 
useful for leaving with critical photos, 
documents etc.  I used it many times with 
guests to transfer information. It would have
been useful to have two or three.  I also 
used flash memory cards.  I always carry
two or three.  I used them all.  Flash memory 
is less flexible since you have to give your 
adapter with the card for others to download 
the date to their PCIMCIA slot.  

· Conserve energy:  Both personal and cell 
phone.  Rest plenty once nothing is to be 
done.  Never sure when surge of energy 
will be required.  Conserve for when 
required. 

· Cell batteries:  turn off if no 
service.  Phone is constantly 
scanning for service and will 
burn up precious battery power.  
Turning on and off to check for 
service is much better for battery 
life than leaving on and having it 
check itself.  

· Extra cell batteries:  far more useful 
than a charger.  Same conclusion for 
digital camera.  For same amount 
of travel weight, I could carry five 
batteries instead of charger. 
Charger is slow and not useful 
without power.  More useful to 
charge from USB charger.  Since 
laptop will always require power 
charger, charging through USB is 
much more efficient and flexible.  
Room safes are often powered 
by AA batteries.  You can take
these out and use in flashlights etc.  

· Two empty seats on Plane:  even in this 
crisis, the plane left Baton Rouge with at least 
two empty seats.  Never underestimate the 
no-show, stand by option.  Ridiculous to 
have empty seats when every exit is required.  
Gross mismanagement by airline. 

· UPS backup:  UPS back ups for computers 
have several hours of power.  Unplug computer 
and charge cell or laptops etc.  Good source of 
back up power.  Unfortunately, in this 
instance, we were unable to locate any UPS 
backups on any computers in the hotel.  

· Hotel card locks: Many of the hotel room 
locks did not work once power went off.  
Doors always allowed exit but many folks 
were locked out of their rooms.  Be careful 
since your digital keys may or may not work 
when power fails.  Stuff tissue in lock so that 
you don't get locked out.  In addition, battery 
operated room safes will still work but electric 
ones will not.  While other guests were waiting 
for hours to be let back into their rooms, we 
were able to come and go freely; ultimately 
using that time for additional planning and 
preparation.  

· Shock:  fatigue and shock wipe the short term 
memory.  Write down all data in small book in 
back pocket.  Allows memory to be clear of 
minutia.  Names are particularly important 
since you see same people over and over.  
Remembering their name gives them dignity 
and good feelings toward you.  Proved 
useful several times as small advantages 
were awarded us and not to others.  

· Five hour nap:  as sign of shock, we 
slept five hours after arrival in Baton 
Rouge at 4 PM.  Awoke confused in 
dark room and started looking for 
my flashlight rather than turning on 
the light.  

· Major news out of my 
consciousness:  completely forgot 
about significant sale of our apt.  
All mental energy focused 
on survival strategy and outcome.  
Surprising.  

· Write everything down:  under 
stress, data and names become 
confused.  Street names, cell 
numbers basic info hard to 
remember.  Notebook and pen 
as key as headlamp and cash.  
Stress seemed to wipe out 
internal RAM memory.  

· Wonderment:  newness and awe of 
ice, air conditioning, cold water, jam 
and sweet things to eat.  Spices in 
food.  

· Exit strategy:  Once we were airlifted to the 
highway exchange, we hitched directly to 
airport to make exit arrangements.  At the 
airport, we split up to hit all the airline 
counters.  We complimented staff, dropped 
our personal story since they were 
overwhelmed and had their own.  We were 
non- pushy, professional and courteous by 
plan and design.  In the end, it took 30 
minutes for them to sort out my ticket.  
Others were being told flights were booked 
through Sunday afternoon (next flight out) --
that was four days away.  By end of our 
transaction, they were telling others next 
flights were for Sunday PM; it was filling 
up that fast.  Clearly they were continuing 
to work for us because "it felt so good".  
The next passenger in line was bound to 
be more difficult and unpleasant.  
The airport staff stayed with us to work out 
our situation beyond all reasonableness.  

We started our conversation with, "we will 
take any flight, anywhere.  We will buy any 
class of service and even though we have 
already paid for these flights out, we will 
buy new tickets and be reimbursed by the 
corporate office if we need to".  By the 
end, we had tickets that were paid for by 
our previous booking.  We had confirmed 
seats (good ones) and flights out for next 
day (24 hours only).  It was a great lesson 
in human nature.  

· Everything as a potential resource:  I 
didn't notice until afterward (when I caught 
myself doing it at home) but I was clearly 
evaluating every object as a potential 
resource; noting location, thinking about it 
out of the box.  

· Fed EX account on luggage tag:  In the 
end, we were forced to abandon our 
luggage.  We wrote notes asking that if 
found, the luggage should be shipped to: 
with fed Ex account number.  Never 
expected to abandon my luggage.  Yet 
possessions are the first thing to go.  In 
the future, I will write my Fed Ex 
number inside the luggage tag.

September 27, 2005

Flawless Execution; Monthly "Debriefs;" Getting Up the Learning Curve Quickly
"...keeping you great"
HEADLINES: 

YOU MUST -- In our briefing call with Jim Collins (author of Good to Great) he shared some preliminary surprising results from his latest look at growth firms coming out of their initial public offerings -- he's excited to be in Dallas leading a four hour workshop on what he's learned that can benefit us all -- drop everything and get to Dallas Oct 24 -- 26 -- you never have to take the time to learn, but you MUST in order to keep up.  I can't wait myself!

If I've failed companies, it's not pushing the importance of the "monthly" meeting hard enough -- and I didn't do a sufficient job in my book pushing the idea as well.  The quarterly and annual meetings drive strategy; the daily and weekly meetings drive execution.  The Monthly Meeting drives learning and process improvement.   More DETAILS below.

The Monthly Meeting is also THE time when the senior leadership team passes on their "DNA" to the middle managers in the company (for those with middle managers).  Failing to do this, the organization ends up relearning lessons already learned the hard way as you add new managers.  The key job of senior executives is educating and preparing the middle managers to help run the company.

Jim Murphy, Top Gun Fighter Pilot and CEO of Afterburners, is the author of Flawless Execution: Use the Techniques and Systems of America's Fighter Pilots to Perform at Your Peak and Win the Battles of the Business World.  The sub-title says it all and those of you that have participated in one of Jim's Afterburner workshops know the power of his approaches.   Jim is presenting at the FORTUNE "Go For Growth" Forum in Dallas Monday afternoon, Oct 24.

Lessons Learned and the powerful Debrief process are key to getting fighter pilots rapidly up the learning curve.  We must create this same rapid learning curve in growth firms or we'll end up repeating a lot of mistakes we thought we had fixed -- very frustrating.  His Debrief process is the agenda for the Monthly Meeting -- come learn how it's done or get Murph's book and read his Debrief chapter ASAP.

EDUCATION:
Go For Growth Forum with Jim Collins
October 24-26

Rockefeller Habits Schedule
Sept. 28-29  Atlanta, Georgia SOLD OUT
October 5  Calgary, Canada (1-day)  
October 5-6  Calgary, Canada 
October 11-12 Montreal, Canada 
October 13  Pittsburgh, PN (1-day)
Nov. 3-4 Dublin, Ireland  
Nov. 16-17  Toronto, Canada  
Dec. 8-9  Washington, DC  

2006 
Jan. 4-5  Seattle, WA  
Jan. 5-6  Portland, OR  

Selling Your Business for a Premium
DETAILS:
· The monthly "debrief" is a several hour meeting where you have sufficient time to dig into "what's working and what's not working."  There are significant issues in any firm that simply require a group of leaders to get in a room and figure stuff out -- like how we're going to revamp a critical process or get up to speed on a new product or service.

· And those of you with middle managers, I'm adamant that the executive team get in a room with these middle managers and work through a significant issue together.  It's working on real issues that provide the senior team a chance to pass along their knowledge and approach to the next generation of leaders.  And you can see real gaps in understanding and knowledge of this next level of leaders that can be filled during these sessions.

· When I met my wife, she was working for Nordstrom, the great Northwest retailer.  Once a month (I believe it was the second Tuesday of the month) she and her counterparts from around the DC region met at a store from 7am -- 9:30am where the focus was on learning and debriefing what was working and not working.

· If you need to train people on a new IT system, this is also a great time to do it.  The monthly meeting is the placeholder in everyone's schedule when they take time to "sharpen the saw" for a few hours so everyone is more effective the following month.  The executives at a place like GE must schedule one day each month to go to Crotonville, GE's executive education center.  This is where the senior leadership has the chance to interact with the up and coming management within GE for a day.

· Right now, pick a big issue that's driving you crazy and schedule a several hour meeting (in the evening if necessary -- one company held theirs the third Thursday evening of each month) where the broader management team gets in a room and works through a solution -- something you can't do in a regular 90 minute weekly meeting.

· Many of our CEO clients are in some kind of multi-hour Forum meeting once a month.  Think of this same process but for your executive team and broader management team.  And read Jim Murphy's chapter on the Debrief and adapt his process to your company.

· Looking forward to seeing many of you in Dallas in a month -- and I hope your competitors don't attend!

September 30, 2005

Critical Decisions; Tripling Outcomes; Avoiding Crashes
"...keeping you great (and healthy)"
HEADLINES:
Making the right decision on critical issues is 
THE toughest job of a leader.  Luda Kopeikina, 
former VP of strategy for GE, technology company 
CEO, and Russian scientist, has just released The 
Right Decision Every Time: How to Reach Perfect 
Clarity on Tough Decisions.  She's perfected a simple 
process for helping top executives make tough 
decisions.  Using her process has already helped me 
make a huge decision -- her simple techniques work 
and are endorsed by some of the top executives 
around the world.  DETAILS below.

CEO's report a direct correlation between their 
physical fitness and spikes in their business 
growth -- Richard Haig, Jr., CEO of Haig's Security 
and Gazelles member is featured in the October issue 
of Men's Health Magazine.  He's in his 3rd year of 
20%+ top line growth and has tripled his "Benefit to 
Owner" results defined as the cash and benefits he's 
getting from the company or leaving as bottom line 
profits.  He credits the Ironman CEO Challenges he's 
trained for and participated in the last four years.  
DETAILS below.

Top Gun pilots wouldn't think of taking off without 
going through the pre-flight checklist -- the 
commercial airline industry in the U.S. has gone almost 
four years, smashing the old record, without a single 
death from an airline accident (knock on wood -- and 
thank you Jet Blue pilots!).  At the heart of the safety 
process are checklists.

Once a quarter I strongly recommend reviewing 
the Rockefeller Habits Checklist -- take 20 minutes 
at your next weekly meeting or during your quarterly 
planning session and go through the checklist and pick 
two specific areas of focus for the next 90 days -- 
here's a link to the checklist http://www.gazelles.com
/rate_your_discipline.doc.   Warnings and thoughts 
about checklist under DETAILS.

November 16 Atlanta date added for "Selling 
Your Business for a Premium" -- best if you have 
12 to 36 months to prepare for the sale of the business, 
but there are still some critical moves you can make if 
selling sooner.  Patrick Thean, serial entrepreneur, is 
teaching this workshop -- Patrick@leadlinegroup.com 
if you have questions.

EDUCATION:
Go For Growth Forum with Jim Collins
October 24-26

Rockefeller Habits Schedule
October 5  Calgary, Canada (1-day)  
October 11-12 Montreal, Canada 
October 13  Pittsburgh, PN (1-day)
Nov. 3-4 Dublin, Ireland  
Nov. 15-16  Toronto, Canada  
Dec. 8-9  Washington, DC  

2006 
Jan. 4-5  Seattle, WA  
Jan. 5-6  Portland, OR  

Selling Your Business for a Premium
October 20 Washington D.C.
Nov. 16 Atlanta Georgia

DETAILS:
· Luda's Clarity State process in essence helps 
you get in touch with your "gut" in making the 
really big decisions -- decisions you can't get 
wrong.  Having worked in close range with 
Jack Welch, Larry Bossidy, and other well-
known CEOs, she perfected her process and 
then validated its results with 115 additional 
CEOs through her research as a visiting 
scholar at MIT.  She can be reached at 
luda@noventra.com for more information. 

· Check out this month's issue (October) of 
Men's Health Magazine, article beginning on 
page 176, "The Aristocracy of Cardio."  The 
article speaks of how cardio exercise increases 
intelligence and brain power.  Supported by 
stories of CEO's, including Richard Haig, that 
have seen a spike in their business growth and 
success and attribute it to a large degree to 
their physical activity.  

· Richard Haig has wrestled with ADD and has 
found a direct correlation between personal 
fitness and the ability to grow his company.  
Besides the four Ironman CEO Challenges, 
he's participated in four ultra marathons 
between 32 and 65 miles.   He's in the 
security alarm business and can be 
reached at HaigRDJr@aol.com.

· WARNING about the Rockefeller Habits 
Checklist.  It focuses on the Execution part of 
growing a business, not the strategy.  You can 
have perfect execution, but if you have a 
flawed strategy, you'll still struggle.  In turn, if 
you've truly identified a unique differential 
advantage (Brand Promise) and have 
successfully gotten radically fanatical in 
delivering on that promise, you can get by 
with pretty shoddy disciplines elsewhere in 
the company.

· And many good performing companies will fail 
the Checklist.  The key benefit is time.  
Through sheer hard work and long hours you 
can keep the wheels from coming off the race 
car (or VW bug!) as you barrel down the 
road.  However, with the disciplines in place 
outlined in the Checklist, you'll be able to 
greatly reduce the time it takes to manage the 
business and spend more time on market 
facing activities -- and have the time to focus 
on identifying and executing on your Brand 
Promise.

· You're also more likely to execute on your 
Brand Promise more consistently with the 
Rockefeller Habits disciplines in place.  So 
take the time right now to send the link 
around to your executive team and have them 
rate the discipline within your own firm.  Then 
take 20 minutes and discuss a couple areas 
you might work on to strengthen the company.

October 4, 2005

Bobby Rahal, Two Keys to Marketing, Jeff Taylor's Head Shot
"...keeping you great"
HEADLINES: (marketing focus)

The two keys to successful branding 1) being clear the word or two you want to own in the minds of your Sandbox (market) -- think "performance" for BMWs or "reliability" for Toyota.  And think of re-naming your company after the one or two words -- think "The Container Store."

The second key to successful branding 2) clearly stating your Brand Promise and then getting radically fanatical about delivering on the promise -- think Rackspace's "Fanatical Support" promise -- no automated attendants, 1 hour hardware replacement guarantee.  I'll be pushing these two key points with lots of examples at the Forum.  And come meet the founders of Rackspace -- zero to $150 million in 6 years -- www.rackspace.com -- these guys understand marketing -- just look at their homepage and notice how they've trademarked their Brand Promise.

All Marketers are Liars is Seth Godin's latest breakthrough book on marketing.  It is a must read.  Seth is hosting a two-hour workshop at the Forum in Dallas.  For an excellent overview of the book and how it applies to small to mid-size firms: Click Here -- it's all about the "remarkable" story you're creating.  And read through www.allmarketersareliars.com for loads of marketing ideas -- bring to your next marketing meeting (you have a weekly marketing meeting, don't you?) 

Bobby Rahal, co-owner with David Letterman of Rahal Letterman Racing, Indy 500 winner, and Hall of Fame Race Car driver, is keynoting the October 24 -- 26 "Go For Growth" Forum in Dallas.  And NASCAR will have two of their driving simulators at the Forum.  I hear Bobby really motivates the crowd and NASCAR knows how to market! www.rahal.com. 

Jeff Taylor, founder of Monster.com, created one of the most recognized brands in the world -- and it was conscious and calculated.  He's keynoting the Forum and will share how he did it and why he called the firm Monster.  Hopefully he'll share an insight into his latest venture -- expected to be bigger than Monster!  BTW, he's DJing the party afterwards at Purgatory, named the best night club in Dallas.  

Check out Jeff's photo at this link -- scroll down until you see him at the bottom -- he gets marketing -- it's all about creating and telling and acting out a consistent story including your head shot photo!! Everything aligns with Jeff. http://www.gazelles.com/executive_training_growth_small_business.html
CHALLENGE:
For the life of me, I can't figure why the thousands of people that get my Weekly Insights aren't running to Dallas to spend a couple days absorbing the best collection of business thinking in one place!!  Bill Gates takes two weeks, you need to take two days (you can skip Wednesday morning -- it's just me presenting).  Drop everything you're doing, reschedule those appointments that will likely get postponed, make the investors wait.  You never HAVE to participate in Executive Education, but you MUST -- it's why we do what we do at Gazelles.

BTW, the hotel is sold out but we have an overflow Wyndham hotel across the street and they gave us another 3000 sq ft in the ballroom -- we'll make room for you and your team!

"Whoever learns faster wins!"  

October 6, 2005

Blocking Competitors; Three Key Questions; Micronetics
"...keeping you great"
HEADLINES:
My next webinar (Oct 10) is on the X Factor -- 
finding an underlying 10 to 30 times advantage 
over your competitors.  As I mentioned last week, 
having a powerful, laser-focused, strategy must exist 
or your execution disciplines will be wasted.  The 
key is picking the right Brand Promise and then 
getting radically fanatical about delivering on that 
promise.

The X-Factor then directly or indirectly blocks 
competitors from copying and delivering on your 
Brand Promise -- which is why discovering it is so 
important.   When Blockbuster was able to secure a 
$6 price for videos vs. $65, through an innovative 
revenue sharing plan with the movie studios, they were 
able to lock in their ability to guarantee "Always the 
Hits."  The special pricing allowed Blockbuster to 
carry ten times the videos and thus ten times the hits.  
No other competitor could match them!

Is there a process for systematically determining 
the X Factor?  I've been experimenting with several 
approaches that revolve around three questions 1) 
What is the overarching problem being addressed by 
the various breakout sessions at your industry 
tradeshows? 2) What is it that you dislike the most 
about your industry or makes it a tough business? 3) 
What is the economic "rock" around the neck of the 
industry?  Further explanation under DETAILS.

Dave Robbins, CEO of public company 
Micronetics (www.micronetics.com), highlights in his 
shareholder updates and presentations to clients that 
the company funds and supports executive education 
for their management team (and he's been kind to 
mention Gazelles specifically, thanks Dave!).  He says 
this seems to particularly impress his larger customers 
and is something they tend to single out and comment 
about favorably.  Just another way to differentiate 
yourself, so let your customers know you are making 
the investment.

EDUCATION:
X-Factor Webinar Monday, October 10, 12:51pm 
-- 2:30pm led by Verne Harnish.

Go For Growth Forum with Jim Collins
October 24-26

Rockefeller Habits Schedule 
October 11-12 Montreal, Canada 
October 13  Pittsburgh, PN (1-day)
Nov. 3-4 Dublin, Ireland  
Nov. 15-16  Toronto, Canada  
Dec. 8-9  Washington, DC  

2006 
Jan. 4-5  Seattle, WA  
Jan. 5-6  Portland, OR  

Selling Your Business for a Premium
October 20 Washington D.C.
Nov. 16 Atlanta Georgia

DETAILS:
· Those of you that have had success finding 
your X-Factor, if you've discerned a process 
for figuring it out I would love to hear about it.  
I don't want to know what your X-Factor is 
(as I've suggested, once you figure it out, 
don't share it with anyone -- it is your "secret 
sauce") but would like to hear how you 
discovered it.  If it's easier to just leave me a 
message, my private line is 703-858-4656.

· Let me add a little more detail to the three 
questions I provided above:

1. What is the overarching problem being 
addressed by the various breakout 
sessions at your industry tradeshows?  
Have your industry trade association 
send you agendas from several of the 
past and upcoming industry conferences.  
Take a look at the titles of the various 
breakout sessions and see if there's a 
pattern to the topics.  They will point to 
an overarching industry challenge or two 
for which all these breakout sessions are 
trying to work around.  See what you 
discover.  In the auto retail industry, the 
big challenge is generating traffic through 
the showroom because 80% of all car 
sales each year come from NEW 
customers, not existing customers.  
AutoNation found the X-Factor solution 
to this problem and quickly became the 
#1 auto dealer in the U.S. with $20 
billion in revenue.
  

2. What is it that you dislike the most about 
your industry or makes it a tough 
business? For the same reasons I 
suggested you analyze the topics at your 
industry tradeshow to discern the big 
problems in your industry, simply ponder 
this second question.  Chris Sullivan at 
Outback Steakhouse asked this question 
over a decade ago and surmised that the 
underlying problem of employee theft, 
inconsistent food quality, and poor 
customer service (some of the many 
things that make owning a restaurant 
chain tough) was caused by the high 
turnover of restaurant managers the 
industry experiences.  By keeping his 
restaurant managers 10 to 20 times 
longer than the industry (his X-Factor) 
he solved all these other problems. 
  

3. What is the economic "rock" around 
the neck of the industry?  I have a 
running bet with my editor that Eclipse 
Aviation will win the race to FAA 
certify the first micro-jet.  More 
importantly, Eclipse changed the thinking 
of the industry by turning the engine and 
fuel weight to passenger weight ratio 
upside down.  Every industry has some 
kind of economic problem that hampers 
being able to make magnitudes more 
money.  Find out how to "fix" this 
problem and you revolutionize your 
industry!  For Dell, they figured out 
how to manufacture with less than five 
days of inventory, removing a huge 
economic weight that kills everyone 
else's profitability in the industry.

· It's worth taking time each week at your CEO 
Council (Jim Collins outlined on pages 114 -- 
115 in his book "Good to Great") to discuss 
these three questions and see if you can find 
an X-Factor.

October 13, 2005

The Wedge; Radialpoint; Quarterly Themes; What's Your Question?
"...keeping you great"
HEADLINES:
"Cook the Goose" is the quarterly theme for The 
Wedge Group -- www.thewedge.net.  Click this link 
to see the animation their Corporate Design Manager, 
Paul Sandbothe, put together.  If they cook the goose 
to 400 degrees, the reward is to incorporate their 
2006 kickoff meeting with a weekend trip to San 
Antonio for the entire staff.  DETAILS below.

What is the most important thing you need to 
accomplish this quarter?  Hopefully you've rolled 
out a quarterly theme (still time, the quarter is young) 
-- how will you measure its progress, display the 
results, and celebrate with the team at the end of the 
year. The key is picking the one domino that if you 
push it over will knock over a lot of other dominos.    

Also a great time to start nailing down the Theme 
for 2006 -- Radialpoint (www.radialpoint.com), who 
was in my Montreal workshop this week, picked a 
perfect annual Critical Number (increase Engagements 
by ten-fold) precisely because it represented a domino 
that is knocking over many others.  DETAILS below.

What is the question you're going to ask yourself 
and your people EVERY day for the next 90 days?  
Hamnett Hill, CEO of Radialpoint, literally asks his 
team at their daily huddle "how many Engagements 
have we achieved?"  And he and his team knew the 
updated number Tuesday when we saw them.  Equally 
important, all his employees know what they can do to 
attribute to increasing engagements.

Mark Denham, CEO of 247 Workspace (www.
247workspace.com) sent me a nice note this week -- 
"...your Rockefeller Habits program has been 
instrumental in driving 25% per QUARTER growth for 
our company this year. We have many new hires that 
we need to put through the program."  Toronto, 
Dublin, and DC are the last three workshops in 2005.

EDUCATION:

Growth Series Webinar
Figuring Out the Right Daily and Weekly Metrics
Nov. 14 12:51-2:30pm EST

Go For Growth Forum with Jim Collins
Oct. 24-26

Rockefeller Habits Schedule 
Nov. 3-4 Dublin, Ireland  
Nov. 15-16  Toronto, Canada  
Dec. 8-9  Washington, DC  
Jan. 4-5, 2006,  Seattle, WA  
Jan. 5-6, 2006,  Portland, OR  

Selling Your Business for a Premium
Oct. 20 Washington D.C.
Nov. 16 Atlanta Georgia
Nov. 17 Austin, TX

DETAILS:
· Mike Fanara, COO of The Wedge Group 
(they have a breakthrough process for driving 
a sales wedge between you and your 
competitors), noted "we established a goal 
and reward for 4th quarter measuring 
results against daily activities, all of which 
drive revenue."

· "The goal is to cook the goose to 400 degrees 
(I made a personal challenge to the team to 
absolutely burn it up)."  The focus is to drive 
400% more sales activity in the next 90 days 
in order to dramatically drive up revenue this 
quarter.

· Radialpoint enables large and mid-size broad
band providers throughout Canada, U.S, and
Europe to deliver managed Internet services -- 
such as Firewall, Anti-Virus, Anti-Spyware 
and Parental Control -- to their subscribers 
quickly, easily and profitably.

· In setting their first annual focus, Radialpoint 
decided to pick a Critical Number that would 
drive a cascading set of key successes.  They 
have several major broadband service 
providers as clients, however, the key is 
getting their clients' customers (the end-user) 
to subscribe or "engage" the various optional 
services Radialpoint provides.

· Clearly, the more end-users that engage 
Radialpoint's services, the more money the 
broadband service providers make; the 
"stickier" it makes the customers; etc.  And 
its something everyone in the company can 
help make happen.

· Without sharing the absolute numbers, when 
they launched this focus July 1 (their fiscal 
year is June 30) they increased engagements 
in one month what it had previously taken four 
months.  In turn, they increased the same 
number of engagements in two weeks what 
had previously taken a month.  The process 
has created a huge excitement and focus in 
the organization and they are convinced 
they'll increase engagements 10 fold in 
12 months!

October 18, 2005

Where Investors Are Putting Cash; Metasys Case Study
"...keeping you great"
HEADLINES:
Warning -- what I'm about to discuss is highly subjective -- please do your own research and draw your own conclusions.  And please share with me your thoughts and insights.

Too much money chasing too few deals -- in one of the more surprising calls I've received, one of our very best customers let me know he had sold his company a few weeks ago.  And his primary reason for selling NOW?  Typical of his highly analytical approach to decision-making, he had studied the market and felt that right now there is so much private money looking for places to invest that he could command a huge premium for his well-run $40 million firm.  A private investment firm purchased the company.

Patrick Thean shared with me his 1997 pre-bubble "premium sell" story, obtaining four times his $14 million in revenue while being unprofitable.   It seems we're back to these opportunities so long as you have a strategic value.  BTW, Patrick is the one leading the "Selling Your Business for a Premium" workshops (this week in DC).  His story under DETAILS.   Patrick will also be speaking in Dallas next week at the "Go For Growth" Forum -- patrick@leadlinegroup.com 

The stock market is flat (and some say it will remain that way through 2010); IPOs are non-existent; there's talk of the housing bubble bursting; yet baby-boomers continue to pour money into retirement.  Where will all this money be invested?  All the growth action is occurring with well-run mid-size private firms.  If you have one it will be worth a premium between now and 2008.  

The entire investment community infrastructure needs to keep busy and they have nothing else to do besides drive mega-mergers and consolidate industries.  I'm not judging what they do as valuable or not, it just is.  The investment community makes money doing transactions, good or bad. 

There is no middle ground.  I'm hearing from the investment community that they are either paying high valuations or zero for companies.  They are looking for well-managed companies with a significant strategic advantage (aren't we all!).   Planning an exit strategy is part of your job as an executive of a growth firm.

Besides, you can always buy back the company for pennies-on-the-dollar.  As my good customer and I discussed, there's a good chance he might be able to re-purchase his firm in a few years if the purchaser blows it up.  It happened frequently prior to 1998 and is likely to happen again.

EDUCATION:
Selling Your Business for a Premium
Oct. 20 Washington D.C.
Nov. 16 Atlanta Georgia
Nov. 17 Austin, TX

Go For Growth Forum with Jim Collins
Oct. 24-26

Rockefeller Habits Schedule 
Nov. 3-4 Dublin, Ireland  
Nov. 15-16  Toronto, Canada  
Dec. 8-9  Washington, DC  
Jan. 4-5, 2006,  Seattle, WA  
Jan. 5-6, 2006,  Portland, OR
  
Growth Series Webinar
Figuring Out the Right Daily and Weekly Metrics
Nov. 14 12:51-2:30pm EST

DETAILS:
Patrick Thean founded Metasys in 1991, a supply chain logistics software company providing transportation and logistics planning, execution, and auditing software for Fortune 500 companies.  The typical customer had freight bills of more than $40MM per year.

Metasys grew from startup to $14MM in sales and 170 employees in 1997.  The buyer purchased Metasys to take advantage of the software technology, their fast growth rate, and their key employees.  Patrick credits the sale and valuation to the key points:

· Building relationships in the industry that took 24 months 

· Working with industry analysts to find the right partners and understand the right technology fit 

· Having a strong people plan where their team assumed key roles post-transaction 

· Professional advisors who helped to navigate the negotiations 

· Venture partners who instituted the right financial and legal governance that resulted in a successful due diligence process

Patrick's advice is to take the time to create the right action plan to get you to a premium exit.  You need the right people plan, company strategy, relationships, and governance to achieve an exit at a valuation that your hard work deserves.

October 27, 2005

Where Investors Are Putting Cash; Metasys Case Study
"...keeping you great"
HEADLINES:
Warning -- what I'm about to discuss is highly subjective -- please do your own research and draw your own conclusions.  And please share with me your thoughts and insights.

Too much money chasing too few deals -- in one of the more surprising calls I've received, one of our very best customers let me know he had sold his company a few weeks ago.  And his primary reason for selling NOW?  Typical of his highly analytical approach to decision-making, he had studied the market and felt that right now there is so much private money looking for places to invest that he could command a huge premium for his well-run $40 million firm.  A private investment firm purchased the company.

Patrick Thean shared with me his 1997 pre-bubble "premium sell" story, obtaining four times his $14 million in revenue while being unprofitable.   It seems we're back to these opportunities so long as you have a strategic value.  BTW, Patrick is the one leading the "Selling Your Business for a Premium" workshops (this week in DC).  His story under DETAILS.   Patrick will also be speaking in Dallas next week at the "Go For Growth" Forum -- patrick@leadlinegroup.com 

The stock market is flat (and some say it will remain that way through 2010); IPOs are non-existent; there's talk of the housing bubble bursting; yet baby-boomers continue to pour money into retirement.  Where will all this money be invested?  All the growth action is occurring with well-run mid-size private firms.  If you have one it will be worth a premium between now and 2008.  

The entire investment community infrastructure needs to keep busy and they have nothing else to do besides drive mega-mergers and consolidate industries.  I'm not judging what they do as valuable or not, it just is.  The investment community makes money doing transactions, good or bad. 

There is no middle ground.  I'm hearing from the investment community that they are either paying high valuations or zero for companies.  They are looking for well-managed companies with a significant strategic advantage (aren't we all!).   Planning an exit strategy is part of your job as an executive of a growth firm.

Besides, you can always buy back the company for pennies-on-the-dollar.  As my good customer and I discussed, there's a good chance he might be able to re-purchase his firm in a few years if the purchaser blows it up.  It happened frequently prior to 1998 and is likely to happen again.

EDUCATION:
Selling Your Business for a Premium
Oct. 20 Washington D.C.
Nov. 16 Atlanta Georgia
Nov. 17 Austin, TX

Go For Growth Forum with Jim Collins
Oct. 24-26

Rockefeller Habits Schedule 
Nov. 3-4 Dublin, Ireland  
Nov. 15-16  Toronto, Canada  
Dec. 8-9  Washington, DC  
Jan. 4-5, 2006,  Seattle, WA  
Jan. 5-6, 2006,  Portland, OR
  
Growth Series Webinar
Figuring Out the Right Daily and Weekly Metrics
Nov. 14 12:51-2:30pm EST

DETAILS:
Patrick Thean founded Metasys in 1991, a supply chain logistics software company providing transportation and logistics planning, execution, and auditing software for Fortune 500 companies.  The typical customer had freight bills of more than $40MM per year.

Metasys grew from startup to $14MM in sales and 170 employees in 1997.  The buyer purchased Metasys to take advantage of the software technology, their fast growth rate, and their key employees.  Patrick credits the sale and valuation to the key points:

· Building relationships in the industry that took 24 months 

· Working with industry analysts to find the right partners and understand the right technology fit 

· Having a strong people plan where their team assumed key roles post-transaction 

· Professional advisors who helped to navigate the negotiations 

· Venture partners who instituted the right financial and legal governance that resulted in a successful due diligence process

Patrick's advice is to take the time to create the right action plan to get you to a premium exit.  You need the right people plan, company strategy, relationships, and governance to achieve an exit at a valuation that your hard work deserves.

October 28, 2005

Best BHAG; Best Promise; Best Advice; Best Website; Best New Book
"...keeping you great"
HEADLINES: (Quick highlights from the FSB "Go 
For Growth" Forum this week)

BHAG (Big Hairy Audacious Goal) winner! -- 
TASER International's goal to be the largest weapons 
provider in the world -- and since their focus is on 
weapons that DON'T kill people, this would be 
planet transformational -- DETAILS below -- BTW, 
their team of 14 came to the event all dressed in black!  
A sight to see -- and one aligned company!

"Off the bus" story winner -- Gary Kusin, CEO of 
FedEx Kinko's.  At his first meeting with several 
hundred leaders of Kinko's in 2001, he laid out the 
vision for Kinko's and let everyone know they had 30 
days to "vote with their feet" -- and then he described 
what he was going to do on day 31!! The rest of the 
story under DETAILS -- Gary was one of the best 
CEO speakers I've ever heard

Best Catalytic Mechanism -- Travelocity.  Michelle 
Peluso, CEO of Travelocity, has led an amazing 
turn around of this online travel company.  Jim Collins 
described in his four hour session the importance of 
having a catalytic mechanism for driving greatness 
and focus.  A few months ago, Travelocity launched 
a guarantee that is transforming the company and the 
industry -- DETAILS below and link to Collins 
must-read article

Best Multi-Division Approach -- Fred Smith, 
Founder of FedEx, has a philosophy for how his four 
independent operating units should function -- Operate 
Independently, Manage Collaboratively, Compete 
Collectively -- simple and profound -- DETAILS 
below

Must-Read New book -- Seth Godin's latest book 
The Big Moo: Stop Trying to be Perfect and Start 
Being Remarkable was released a week ago -- 33 
of the top business thinkers share stories of how 
other company's became remarkable -- DETAILS 
below -- Seth lit up the stage Tuesday -- it's all 
about marketing the rest of this decade!

Best Website Award -- Jim Collins website 
www.jimcollins.com -- a myriad of practical tools, 
like his Mars Group exercise for discovering your 
Core Values and Core Purpose, are available for 
free -- and I'll let you know when he adds some 
key diagnostic tools in the next couple months -- 
he mentioned these during his presentation

EDUCATION:
Last Webinar for the year --Figuring Out the 
Right Daily and Weekly Metrics
Nov. 14 12:51-2:30pm EST


Selling Your Business for a Premium
Nov. 16 Atlanta Georgia
Nov. 17 Austin, TX

Last Rockefeller Habits workshops for 
the year -- Great way to prepare for 2006  
Nov. 3-4 Dublin, Ireland  
Nov. 15-16  Toronto, Canada  
Dec. 8-9  Washington, DC  
Jan. 4-5, 2006,  Seattle, WA  
Jan. 5-6, 2006,  Portland, OR
Feb 15-16, 2006, Auckland, New Zealand
Feb 20-21, 2006, Sydney, Australia
Feb 22, 2006, Brisbane, Australia
Mar. 22-23, 2006, Dublin, Ireland
Apr. 20-21, 2006, Kuala Lumpur, Malaysia
May 9-10, 2006, Detroit, MI
June 7-8, 2006, Washington, DC


DETAILS:

· Rick and Tom Smith, co-founders of TASER 
International, the number one FSB 100 Fastest 
Growing Small-Cap Public Company, 
keynoted the Gala Dinner.  After sitting through 
the four hour Jim Collins event Monday 
morning, Rick and Tom skipped out that 
afternoon (they already use the Topgrading 
process for hiring) with their team of 14 to do 
some strategic planning.

· Jim Collins had a profound impact on their 
thinking that morning.  Up until Monday, their 
BHAG (term coined by Jim Collins and Jerry 
Porras) was to be the largest non-lethal 
weapons manufacturer in the world.  However, 
going back to why they started the company, a 
good friend being shot and killed, they realized 
that a more important BHAG was to become 
the largest weapons manufacturer which would 
mean they would have caused the lethal 
weapons of the world to evolve into non-lethal 
weapons -- a huge and noble 25 year plus goal!

· Jim Collins emphasizes the importance of the 
BHAG aligning with your Core Values and 
Core Purpose.  The BHAG, after all, is at the 
intersection of the three circles that define your 
Hedgehog.  I encourage you to go to Jim's 
website and walk through his visioning tools -- 
www.jimcollins.com.

· So what did Gary Kusin promise he would do
the 31st day?  As background, Kinko's was 
losing money when he was brought in as CEO 
in 2001.  The first thing he did was take two 
months and visit every Kinko's he could and 
talk with customers and employees.  Then he 
set up a three-day meeting with the several 
hundred managers and leaders of Kinko's -- 
happened to be the week of September 11, 
2001 in Denver!

· After spending three days describing what he 
had learned and knew was wrong with Kinko's, 
he laid out plans for fixing the situation and 
proclaimed that any leader that didn't feel they 
could support the changes nor had the 
horsepower to make the changes had 30 days 
to leave.  He would help them find a new job; 
write them letters of recommendation; etc.  
However, on the 31st day, he would begin to 
hunt down those that didn't have what it took 
nor supported the vision and they wouldn't 
have the same support!

· Only three leaders took him up on his 30 day 
offer.  However, over the next 12 months, 
one-third of the leaders in the room were gone 
and I'm sure wish they had taken him up on 
his offer.  BTW, Kinko's went from an $11 
million loss to over a quarter billion dollar 
profit in three years!  Gary got the right 
players on and off the bus.

· To differentiate Travelocity, Michelle Peluso 
initiated an amazing guarantee and it has 
proven to be the catalytic mechanism Jim 
Collins promises it will be -- here's a link to 
the Travelocity promise -- take the time to 
read it and reflect how you could offer the 
same --  Click Here
· In fact, Travelocity has taken several hundred 
thousand dollar hits to keep their promise, but 
it has forced them to fix fundamental problems 
in their own processes and the industry and 
create mechanisms to prevent problems in the 
future.  Here's a link to purchase Jim Collins' 
$6 article from Harvard Business Review 
Click Here
· So what does Fred Smith mean:

1. Operate Independently means that the 
four CEOs of his four operating 
company's (like Gary Kusin, CEO of 
FedEx Kinko's) have the final, final say 
in all decisions that impact their 
operating unit. 

2. Manage Collaboratively means that the 
top nine leaders of FedEx, which meet 
every Friday morning in Memphis from 
8:30am -- noon (Gary flies in each week 
from Dallas), share collective experiences 
with each other as they manage the 
company -- a real brain trust of collective 
intelligence. 

3. Compete Collectively means that if one 
of the operating units needs to help 
another garner business, they'll work 
together to help each other beat the 
competition collectively.

· Fred Smith states it so simply -- just like their 
Brand Promise "Peace of Mind" -- the key is in 
the simplicity!

· Seth's new book builds on his earlier Purple 
Cow philosophy, sharing real stories (one-
pagers -- yea!!) on real companies doing 
remarkable things -- that make people "remark" 
about them so word-of-mouth advertising 
drives their success.  Borrowing some 
descriptive language from Amazon, here's a 
quick overview of the book:

· "But how do you create a big moo—an insight 
so astounding that people can't help but remark 
on it, like digital TV recording (TiVo) or 
overnight shipping (FedEx), or the world's best 
vacuum cleaner (Dyson)? Godin worked with 
thirty-two of the world's smartest thinkers to 
answer this critical question. And the team--
with the likes of Tom Peters, Malcolm 
Gladwell, Guy Kawasaki, Mark Cuban, 
Robyn Waters, Dave Balter, Red Maxwell, 
and Randall Rothenberg on board-- created 
an incredibly useful book that's fun to read 
and perfect for groups to share, discuss, and 
apply." 

· "The Big Moo is a simple book in the tradition 
of Fish and Don't Sweat the Small Stuff. 
Instead of lecturing you, it tells stories that 
stick to your ribs and light your fire. It will help 
you to create a culture that consistently 
delivers remarkable innovations."

· The FSB "Go For Growth" Forum was an 
amazing mini Bill Gates-like "Think Week" 
for the executive teams that participated.  I 
hope to see your team at a future event.

November 3, 2005
Wal-Mart's War Room Photo; Making Maps; Toronto Rockefeller Habits
"...keeping you great"
HEADLINES:
Interesting photo of Wal-Mart's new "war room" 
this week in the New York Times -- Click Here to link 
to the article
 

Here's a description of the room -- "Three display 
boards are covered with to-do lists. One says: 
"Promote Week of 10/24/05: MLK Memorial 
Donation. Urban/blighted community plan." Two large 
maps show the location of Wal-Mart and Sam's Club 
stores across the United States."  

The three display boards are 4 foot x 8 foot pieces 
of white board -- and note that they have two large 
maps -- I just don't see enough large maps in the war 
rooms or situation rooms of growth companies -- sales 
and marketing need to visualize territories.  Nothing 
fancy.

I'm still convinced that the first player in an 
industry to harness the full potential of Microsoft's 
MapPoint software is going to win big.  This $200 
piece of software does for sales and marketing what 
Excel did for finance and accounting.  And MapPoint 
server does for thousands of dollars what it would 
have cost you hundreds of thousands to do ten years 
ago.

Please share with me examples of how you're 
using MapPoint in your business -- I want to share 
some examples in a future Weekly Insight.  In the 
meantime, have someone in the company purchase a 
copy and at least dump all your contact data into the 
software and have it instantly create a "stick pin" map 
showing you the location of all your customers -- then 
enlarge the map and put it up on your wall!  See what 
patterns you see.

EDUCATION:
Last Webinar for the year --Figuring Out the 
Right Daily and Weekly Metrics
Nov. 14 12:51-2:30pm EST

Selling Your Business for a Premium
Nov. 16 Atlanta Georgia
Nov. 17 Austin, TX

Last Rockefeller Habits workshops for 
the year -- Great way to prepare for 2006  
Nov. 3-4 Dublin, Ireland  
Nov. 15-16  Toronto, Canada  
Dec. 8-9  Washington, DC  
Jan. 4-5, 2006,  Seattle, WA  
Jan. 5-6, 2006,  Portland, OR
Feb 15-16, 2006, Auckland, New Zealand
Feb 20-21, 2006, Sydney, Australia
Feb 22, 2006, Brisbane, Australia
Mar. 22-23, 2006, Dublin, Ireland
Apr. 20-21, 2006, Kuala Lumpur, Malaysia
May 9-10, 2006, Detroit, MI
June 7-8, 2006, Washington, DC

November 10, 2005

Tripling Business in 12 Months Using MapPoint; FSB Stories Needed; Other MapPoint Examples
"...keeping you great"
HEADLINES: 

Three FORTUNE Small Business magazine story 
opportunities -- looking for:
1. Companies that have successfully acted bigger 
than they really are because it's important in their 
industry or for other reasons that they be 
perceived as large 

2. Companies that have hosted other firms to share 
best practices like 1-800-GOT-JUNK does 
regularly (we know about you guys!) 

3. Entrepreneurs that first hired the WRONG #2 
and now have a great one -- and the wrong #2 
would be willing to be interviewed as well!

MapPoint for $175 -- Roger Vincent Hardy, founder 
of CoastalContacts (www.coastalcontacts.com), 
emailed to say he bought MapPoint 2004 at 
www.softwareking.com
Barrett Ersek, founder of Happy Lawn, wins for 
widest application of MapPoint -- notes Ersek "my 
managers use MapPoint as much or more than Excel, 
if I asked them I bet I could get 15 more uses of which 
I am not even aware."  DETAILS of his use are below.  

Has MapPoint helped Ersek dominate his industry 
as I’ve promised?  Going from 5000 customers in 
2004 to 18,000 customers in 2005 might be one 
indication!  Get a copy of this software and start figuring 
out how to apply it to your business.

Miner Corporation sent us one of the MapPoint 
maps they create to use in sales presentations to show 
a FORTUNE 500 client where they have service techs 
in relationship to their store locations.  Here’s a link to 
the map http://www.gazelles.com/miner_mappoint.html

Lots of other specific applications of MapPoint are 
DETAILED below.   Thank you to all that submitted 
details on their MapPoint applications -- the shared 
intellectual capital is appreciated.

EDUCATION:
Selling Your Business for a Premium
Nov. 16 Atlanta, Georgia
Nov. 17 Austin, TX

Rockefeller Habits Workshops
-- The last two workshops for 2005   
Nov. 15-16  Toronto, Canada  
Dec. 8-9  Washington, DC 

Rockefeller Habits Workshops 2006
Jan. 4-5 Seattle, WA  
Jan. 5-6 Portland, OR
Feb 15-16 Auckland, New Zealand
Feb 20-21 Sydney, Australia
Feb 22 Brisbane, Australia
Mar. 22-23 Dublin, Ireland
Apr. 20-21 Kuala Lumpur, Malaysia
May 9-10 Detroit, MI
June 7-8 Washington, DC

DETAILS:
From Barret Ersek, founder of Happy Lawn 
(The Green Grass, No Weeds Guy!):
· We use MapPoint to view the growth of 
our customer list from 5000 customers in 
2004 to 18,000 customers in 2005.  
Density is very important to us in both 
service and marketing.  MapPoint allows 
viewing our density down to 
neighborhood levels; this is how we 
decide where to deploy our marketing 
dollars at a micro level to get the best 
bang for the buck.

· We just used it yesterday. We wanted 
to build our tree shrub spray customer 
base but only wanted customers within a 
couple of miles of existing spray 
customers or within 20 min of our shop.  
MapPoint gave us a prospect list in 
minutes.

· We also use it for routing our truck. We 
just draw a radius and map point tells us 
how many stops we have in that area 
then puts it in order and plots it on a 
map for the driver.

· We also use it analyze cancels, we can 
have all of our cancels plotted on a map 
and then visually see what areas have 
more cancels.  This tells us where our 
service managers are doing a good job 
and what areas we need to focus on.  
We do the same thing with people 
requesting free re-sprays because they 
were not happy the 1st time.  With 60 
trucks on the road this tells us quickly 
which applicators we are having 
problems with.

· We use it to identify the location and 
need for new warehouses.  This year we 
went from 2 to 6 warehouses.  We used 
MapPoint to see where the customer 
growth was and quickly identified a new 
location.  We also could see how many 
customers were outside of a reasonable 
service area from existing shops.  When 
that number reached a critical # we 
know it is time to open a shop.

· My managers use MapPoint as much or 
more than Excel, if I asked them I bet I 
could get 15 more uses that I am not 
even aware of. Let me know if you need 
more info. 


From Jonathan Domsky, CEO of Kidorable
· We've been using MapPoint for about 3 
years now.  We use it to manage sales 
reps and also to manage new accounts.  

· We don't want to over saturate any 
market, so if we have an order for a new 
customer (retailer) in a zip code where 
we already have an existing customer, 
we put their addresses in MapPoint to 
see how close they really are. 

· If they are within a few blocks, we won't 
ship to the new customer (a policy very 
much appreciated by the original 
customer).  If the new guy is further 
away we will ship to them both.

· To better manage our sales force, we 
import all of a rep's customers into 
MapPoint to see where they are, and 
where they are not.  Some reps claim a 
large territory, but when you look at the 
map you see there are large parts that 
they never get to.  We challenge them to 
maximize all parts of their territory.  
Otherwise we take parts away and 
give it to other reps or to our 
telephone salesperson.

· MapPoint also takes away part of a local 
rep's ability to convince our sales manager 
why they don't have more customers.  We 
can look at a city on the map with no 
Kidorable customer and ask why they 
don't have a customer there. A quick 
search on the online yellow pages gives 
us a list of prospects we can discuss with 
the rep.  There's no hiding just because 
the rep knows the territory better than 
we do.


From Mason Harris, CEO of AdsOnTarget
· AdsOnTarget is a payphone kiosk-based 
advertising program available throughout 
the U.S. We use MapPoint internally to 
see our inventory of boards in a given 
market (approximately 400,000 sites 
total) and as a sales tool when meeting 
with advertising agencies and advertisers. 
In a presentation, we can visually present 
our total locations and available locations 
to the client, thereby assisting in the 
selection of sites. 

· We have a different program we use that 
enables us to find all sites within a 
specified distance of a given address. For 
example, a restaurant may wish to place 
ads within a mile of its locations. This tool 
is critical in identifying the sites while 
MapPoint is used to visually present the 
options.


From Jeff Schmeck, Miner Corporation 

· We have used MapPoint on several sales 
calls, and in our daily dispatching functions.  
As you know Miner Corporation 
supplies service nationwide for Fortune 
500 retailers and industrial users of 
material handling equipment, and we 
need to know their locations as they 
relate to our service provider.

· Attached is a copy of one of the maps we 
used in a presentation.  We worked with
a local graphics company and were able 
to blow this up to a 3’ x 4’ wall map.  
We did one with the stores matched to 
our service partners and one with just 
their stores on the map (leaving them with 
more than they asked for).

· We also have begun using the program to 
"match" our closest qualified service 
partner to the store to help reduce travel 
cost and increase service levels.  Our 
brand promise is UPTIME, proximity to 
the stores is crucial.  We think we are 
building barriers to the competition with 
this tool.  

From Mark Wallace, Jasper Engines and 
Transmissions 

· Are we ever using MapPoint...remember 
my dream of what I wanted in the 
branches -- a flat screen with a big map 
and all deliveries and cores popping up 
as they occur.  We also load the routes 
into the salesmen’s trucks using 
MapPoint.  We already use it for sales 
territory management and route code 
efficiency.  We just went through 
mapping square miles of service area 
and found some real problems. 

· I also load MapPoint on all my 
salesmen’s laptops showing them 
where their territory boundaries are 
and what their population and sales 
are.  So to answer your question we 
are definitely using it.

November 17, 2005

Equity Funding, Must Read Article, 5X Revenue Increase
"...keeping you great"
HEADLINES:
Private equity firms have $100 billion of unspent 
funds this year looking for deals -- this is great news 
for those of you with companies to sell.  It's bad news 
indicating a possible bubble busting again in the future.

Check out this must read NY Times article on 
Monday entitled "The Great Global Buyout Bubble" -- 
Click Here
MapPoint increased 1-800-GOT-JUNK's business 
by 512% -- see their story below under DETAILS.

Here's another link to a MapPoint sample map 
MicroAssist Inc. used in a State of Texas proposal -- 
MapPoint Image -- see their story 
under DETAILS.

I was blown away that private equity firms now 
own so many firms in Britain that they employ 18% 
of the private sector!!  

Best news is that there are going to be a lot of cheap 
firms to purchase (or re-purchase) over the next 
decade when this latest bubble busts.

EDUCATION:
Rockefeller Habits Workshops
-- The last workshop for 2005    
Dec. 8-9  Washington, DC 

Rockefeller Habits Workshops 2006
Jan. 4-5 Seattle, WA  
Jan. 5-6 Portland, OR
Feb 15-16 Auckland, New Zealand
Feb 20-21 Sydney, Australia
Feb 22 Brisbane, Australia
Mar. 22-23 Dublin, Ireland
Apr. 20-21 Kuala Lumpur, Malaysia
May 9-10 Detroit, MI
June 7-8 Washington, DC

DETAILS:
· Sanjay Nasta, MicroAssist, sent the 
following: We're big users of MapPoint.  We 
just finished a proposal for a client to roll out 
fingerprinting stations for background checks 
across the State of Texas.  The client wanted 
to know what percentage of the population 
would be within 60 minute drive time of the 
proposed centers.  This ended up using two 
really neat features of MapPoint.  You can 
have it calculate drive time around a point 
and you can use Census Data to determine 
population in that area.  As you can see from 
the attached Image, MapPoint does not merely 
draw a circle around an area to calculate drive 
time--it actually figures it out based on roads.  
Cool huh! 

· Laurie Baggio, 1-800-GOT-JUNK?, sent 
the following MapPoint update:I wanted to 
outline for you how much Microsoft MapPoint 
has increased our business by 512% at 
1-800-GOT-JUNK?

· Initially, we used MapPoint to map new 
Franchise Partners territories.  Starting with 
only a circle around a specific metro, we 
have now mapped out all of North America 
cut into individual 125k population territories, 
individually colored.  It has reduced effort on 
explaining territory structure to prospective 
Franchise Partners.

· After our early success with using MapPoint in 
Franchise Development, we turned it over to 
Marketing who used it in conjunction with 
results from a number of market research 
sources: OmniBus Survey, internal customer 
data, PSYTE profiling, etc.  We used this 
information to map out individual Franchise 
Partner's territories so that they could analyze 
their own markets and determine which zip 
codes to target first for driving faster growth.  
These tools assisted the Business Development 
Team (internal employees who support 
start-up Franchise Partners) in driving 512% 
increase in the average 1st month of revenue 
over the same period in 2004.  They also 
assisted us in seeing that some of our biggest 
opportunities were underexploited in local 
markets.  

· Most recently, our IT department teamed up 
with Microsoft and Sprint to offer 
location-based services tied to our truck 
dispatch system.  Our goal was to increase 
both our operational efficiency and ensure that 
we continue to exceed customer's experience 
expectations (by ensuring we hit our promise 
times for arriving at a customer's site).  This is 
an early adoption of Microsoft's MapPoint 
Location Server technology.  

Read an article here:

ZD News Article
or 
Globe and Mail Article

MapPoint has been an enormous boon for our 
operation and we would highly recommend it.  
Now only if we can get the data set for 
Australia.

November 22, 2005

The One Key to Successful Relationships
"...keeping you great"
HEADLINES:
Counting your blessings means counting your 
relationships -- as we approach the end of the year 
(and the Thanksgiving holiday in the U.S.) I find 
myself reflecting on what I'm most thankful for and it 
always begins and ends with my most cherished 
relationships.  In turn, my biggest disappointments are 
also rooted in relationships that became strained or 
failed to materialize.

The "The Relationship Handbook" is this gem 
of a book that has taken on conventional wisdom 
and will dramatically and positively impact your closest 
relationships, starting with your spouse and children.  
Deceptively simple, author George Pransky lays out 
a convincing argument why existing relationship 
therapy approaches do considerably more harm 
than good -- and I can speak to this latter point 
from personal experience.

Marcus Buckingham's third breakthrough book 
"The One Thing You Need to Know" shares the 
same wisdom.  Focused on leadership, management, 
and individual success, Buckingham diverges for a 
moment to answer the question "What is the One 
Thing you need to know about happy marriage?"  
It seems the latest research counters most 
conventional wisdom and supports the simple 
process outlined in the "Relationship Handbook."

"Find the most generous explanation for each 
other's behavior and believe it" is the conclusion.  
Read pages 16 -- 24 in Buckingham's book to 
understand the context and read the "The Relationship 
Handbook" on how to do it if you have relationships 
you would like to strengthen.  More on Buckingham's 
latest book in future insights.

Annual subscription drive -- voluntary in nature, I 
appreciate those of you that have helped support the 
creation and distribution of these Weekly Insights.  
Half the money is donated to the National Foundation 
for Teaching Entrepreneurship (www.nfte.com) which 
helps disadvantaged young people start companies 
(often their disadvantage is their advantage!).  The 
other half offset the costs of the Weekly Insights.

Complimentary seat at a Gazelles event -- at the 
end of the drive a drawing will be held to pick the 
winner.  For each you donate, you'll receive one 
chance in the drawing.  If you and your company have 
benefited from any of the insights, here's a link to 
support the cause!  Thank you.

EDUCATION:
Just added:  Greensboro, NC Rockefeller Habits 
workshop January 11 -- 12, 2006

Rockefeller Habits Workshops
-- The last workshop for 2005    
Dec. 8-9  Washington, DC 

Rockefeller Habits Workshops 2006
Jan. 4-5 Seattle, WA  
Jan. 5-6 Portland, OR
Jan. 11-12 Greensboro, NC
Feb 15-16 Auckland, New Zealand
Feb 20-21 Sydney, Australia
Feb 22 Brisbane, Australia
Mar. 22-23 Dublin, Ireland
Apr. 20-21 Kuala Lumpur, Malaysia
May 9-10 Detroit, MI
June 6-7 Washington, DC

December 1, 2005

Forty-Nine Visionaries; Outrageous Theme; Launch of Private Company Index
"...keeping you great"
HEADLINES:

Subscription Drive – go to www.nfte.com if you’ve 
garnered value from these insights and want to help 
support their distribution – strictly voluntary.

Business 2.0 magazine hit a home run in the 
December issue -- they interviewed 49 of the leading 
business visionaries of our time (think Warren Buffett 
types) on their single most important philosophy -- I 
especially like Richard Branson's thought.  Concise, 
insightful, powerful -- wish I would have thought to 
do it!!  Here's a link to all 49 but you'll want to 
purchase the magazine and read one philosophy every 
week through 2006! 

History in the making!! The Entrex Private 
Company Index was released yesterday -- this is 
a historical day for private companies in the U.S. -- 
and the index was up over 10% the first month.  Since 
the major markets remain flat, the only action is in the 
private sector -- finally there's the start of an index 
bringing attention to this fact.  Here's a link to the 
announcement  

Every one of you should consider becoming a part 
of the index -- you report your monthly revenues (not 
profits) which are kept confidential.   Gazelles is one of 
the reporting companies making up the index -- here's 
a link to the index where you can also see the 
companies that make up the list and sign up your 
company - In 2006 Entrex will start creating Sector 
and Geographic Indexes -- it's anonymous and no cost 
to participate.

1-800-Got-Junk is nearing the end of another 
outrageous quarterly theme -- and they need your 
help to get Brian Scudamore, CEO, to shave his head 
leaving a ‘70' shaped patch of hair dyed blue -- 
DETAILS below with a link to the "photo" showing the 
homepage and real-time counter that appears on 
everyone's computer screens!

EDUCATION:

Rockefeller Habits Workshops
-- The last workshop for 2005    
Dec. 8-9  Washington, DC SOLD OUT 

Rockefeller Habits Workshops January 2006
Start the year right with one of our January 
workshops
Jan. 4-5 Seattle, WA  
Jan. 5-6 Portland, OR
Jan. 11-12 Greensboro, NC

Rockefeller Habits Workshops 2006
Feb 15-16 Auckland, New Zealand
Feb 20-21 Sydney, Australia
Feb 22 Brisbane, Australia
Mar. 22-23 Dublin, Ireland
Apr. 20-21 Kuala Lumpur, Malaysia
May 9-10 Detroit, MI
June 6-7 Washington, DC

DETAILS:
· I'm serious, take the time to click the link 
above and scan through the 49 very short 
"golden rules" of some of our world's top 
business visionaries -- that's your 15 
minutes of education this week -- and 
pick one that resonates with you and post 
it where you'll see it every day.

· OK, so I admit it, Brian Scudamore is one 
of my favorite CEOs and I'm willing to 
promote whatever he's doing.  In essence, if 
the company hits 70 million dollars in revenue, 
he has to shave his head per instructions 
(and photo) below.  And to help Brian "lose 
my hair" here's a link to save if you book 
them to remove some junk around the house 
(or office) below the holidays 
http://www.1800gotjunk.com/save31 -- 
surely you have some clean-up to do before 
the end of the year!

· Here's the details of the theme: "I know how 
big you are into themes... and you've inspired
people in my company who read your Gazelles
Insights to come up with a fun and creative 
theme for Q4 -- at my expense ;)

· The goal is 70 million. Every single person in 
the company has a task that will help propel 
the company closer to this goal. I've never 
seen focus and alignment like what we have 
right now -- so thank you. Our huddles and 
adrenalines all center around 70 million 
dollars. There are posters all over the 
Junktion with the photo below and the slogan, 
"What are you doing to get to 70 million?" 
Everyone's homepage has a real-time counter 
showing how we are doing towards our goal.

· The theme is all based around a challenge. I 
turned to my team and said what can I do to 
best help us get to 70 million. My team said, 
"if we hit, and we will, we want you to shave 
your entire head except for a small patch of 
hair that will be in the shape of ‘70' and 
we're going to dye it blue". They're serious. 
They've hung a set of shears and a container 
of blue dye in our huddle area. 
Click here for image
December 15, 2005

Amazing Story, Amazing Book, Amazing Technology

"...keeping you great" insights from the Growth Guy
HEADLINES:
Subscription Drive, we messed up -- the last Insight 
provided a link to NFTE's webpage instead of Gazelles 
subscription drive page -- here's the right link.  If you 
find value in these Insights, please consider subscribing 
-- completely voluntary -- it helps offset the cost and it 
registers you to win a free seat at one of our 2006 
events!

Ernie Riley, pondering Chapter 11, landed a 
strategic buyer for his firm and received 
considerably more than the 3 - 4 times EBITDA the 
market tends to give small companies -- read his 
quick story under DETAILS -- congrats Ernie!

Dunkin' Donuts receives a high valuation this 
week; Quiznos goes on the auction block as well, 
why?  Private equity firms are paying huge premiums 
for companies right now.  Now is the time to raise 
money and/or sell the business.

Warning -- this book will make you plum mad!!  
Best entrepreneurial mystery novel to read over 
the holidays -- The Real War Against America is 
the true story of international scandal, undercover 
private investigators, shredded evidence, intimidation, 
and theft as Brett Kingstone, a founding board member 
of YEO, tells the story of the company he founded, 
Super Vision International, and its desperate struggle 
against Chinese counterfeiters who stole designs, 
equipment and profits.  It's a real page turner of how 
you MUST take justice into your own hands -- and has 
me raging mad at our Federal Government.  This is 
Brett's third book -- he's an amazing writer.

Looking for THE best (fun) technology gift for 
2005?  The "ButtKicker" -- if you want to take your 
home theatre (or simple surround sound) experience to 
an entirely different level, give yourself and/or family 
this gift that lets you "feel" the sounds and music.  We've 
been using one for a year and all the neighborhood 
kids flock to our place to watch movies, play video 
games, etc -- and it's surprisingly small and fits up inside 
your couch or gaming chairs -- www.thebuttkicker.com.  
See DETAILS below.

EDUCATION:
Sales and Sales Force Management with the most 
acclaimed sales guru of our time, Neil Rackham -- 
April 4-5, 2006, Washington DC -- and Verne 
Harnish will co-teach.

Rockefeller Habits Workshops January 2006
Start the year right with one of our January 
workshops
Jan. 4-5 Seattle, WA  
Jan. 5-6 Portland, OR
Jan. 11-12 Greensboro, NC

Rockefeller Habits Workshops 2006
Feb 15-16 Auckland, New Zealand
Feb 20-21 Sydney, Australia
Feb 22 Brisbane, Australia
Mar. 22-23 Dublin, Ireland
Apr. 20-21 Kuala Lumpur, Malaysia
May 9-10 Detroit, MI
June 6-7 Washington, DC

DETAILS:
Here's the note from Ernie Riley, Industrial 
Holdings Group (erniesace@aol.com):

· Whereas I have never attended one of your 
"selling your business" workshops, I believe it is 
about getting more from a strategic buyer 
instead of the 3-4 time EBITDA the market 
tends to push for in small companies. 

· The pallet division we owned had turned into a 
sore subject with me, over 300k in losses in 
the last three years, time restraints, six figure 
law suits and only agony as I pondered its 
future. Not to mention the fact that I had no 
desire to even run it any longer, it was sucking 
me dry, mentally and physically. The business 
had been listed for some time, offers wouldn't 
even get us out of debt. Then a "strategic" 
buyer came along, one who was in the 
corrugated box business and was looking for 
something to get him rolling, a "catalyst" so to 
speak, but he was a first time entrepreneur 
and was having financing issues. 

· Fast forward a year, seven weeks ago I was in 
meetings with counsel and bankers pondering a 
chapter 11 filing and got a call, his financing 
came through. On November 23rd we sold 
the business for an adjusted EBITDA of 
around 6.8 and an upside with the building 
(which was held separately), more than 
enough to pay all creditors and give us some 
walking money, much but better than the 
alternative. 

· The free time will be worth it. I am just 
relieved it is over so I can focus on our more 
profitable companies. Without the guidance 
of BOG and the friends I have met, I would 
have probably done something differently, 
something that would have been much less 
of an opportunity. 

BRETT KINGSTONE
· Brett Kingstone has been a close friend for 
over twenty years, starting in the early years 
when I co-founded the Association of 
Collegiate Entrepreneurs (ACE).  Brett had 
just graduated from Stanford, had launched a 
fiber-optics company, and had authored a 
book called the The Student Entrepreneur's 
Guide.  Brett went on to become a founding 
board member of YEO and pitched in some 
early cash that helped me launch that 
organization.

· Brett went on to build companies and face 
other legal battles -- his severed head story 
is truly amazing (detailed in his latest book).  
He also wrote The Dynamos which featured 
many of the early founding board members 
and other members of the Young 
Entrepreneurs' Organization (YEO).

· Brett's latest extremely well-written novel is 
the true story of his battle with Chinese 
counterfeiters that blatantly stole (literally) his 
technology and the utter lack of support 
entrepreneurs receive from our judicial 
system.  And his book highlights how 
important it is for you to make friends with 
(and support) your local politicians -- it's 
key to have "friends in high places!" 

· Brett's not the only one that has been harmed 
by our own U.S. Government.  I'm gathering 
information and I'm going to write a stinging 
column exposing how our own government 
blackmails entrepreneurs to settle lawsuits 
even when found totally innocent.  If you 
have a situation where you've been treated 
unfairly by a government agency, let me
know.  I'm going to mask the victims for 
fear of further retribution, so your story will 
be safe with me.  But someone has to do 
something and I'm going to try.

BUTTKICKER
· As for the Butt Kicker, I met the founder of 
the company when I spoke at the Consumer 
Electronics Association CEO forum.  It's very 
easy to install.  The kit is complete with 
everything you need to mount it under your 
couch or theatre seating.  As the literature 
states, the ButtKicker accurately reproduces 
the "feeling" range of many natural and 
man-made sounds, such as earthquakes, 
thunderstorms, rocket launches, waves, 
explosions, tornadoes, volcanoes, dinosaurs, 
sound effects and all styles of music.

· Most importantly, you don't have to crank up 
your subwoofer to try and get the same feel.  
In fact, it's impossible to replicate what the 
Butt Kicker provides in the way of feel without 
shaking the house down.  BTW, this is an 
unpaid and unsolicited commercial -- just a 
raging fan letting you know about a neat 
piece of technology.

· I'm taking the next couple weeks off to hang 
with the family and clean up the office.  Have 
a great holiday break and I'll be back in touch 
in the New Year!  Hope to see many of you 
in our workshops.

