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The Big Con; Agassi's Wrong BHAG; Family Vision Boards

"...keeping you great" 

HEADLINES:

00's The Big Con -- Frank Rich at the NY Times, beat me to the label (I added the word "big"), but in reflecting on the last decade, it felt like one big con job! 9/11, Wall Street, Big Pharma, the Government; plus Madoff, Woods, and the space-balloon fiasco -- I've never felt more lied to and deceived than in this last decade, though the increased transparency provided by the internet likely means the big cons are just being exposed more. "The Great Awakening" is my hope for the coming decade. Big lesson? Big is ALWAYS bad! 

Andre Agassi Had the Wrong Big Goal (BHAG) -- I thoroughly enjoyed reading Andre Agassi's autobiography entitled  Open: An Autobiography over the holidays. Critics are calling it the best sports biography ever written given Agassi's candor (he has always hated tennis, lied about his drug use, wore a wig when he had long hair, etc). A major turning point in his career was when he realized he was pursuing the wrong long-term goal (BHAG) for himself. Rather than pursue winning the most Grand Slams, he focused on winning a Career Grand Slam (all four majors), something only one other player at the time, Rod Laver, had ever achieved. This change in goals changed everything -- his training, scheduling, and focus. And with his Olympic Gold win in 1996, he's the ONLY player in history to win the Career Golden Slam -- all four majors and the Olympics. It made me rethink Gazelles BHAG during our planning session earlier this week. Are you pursuing the right BHAG for you and your company? 

Andre Agassi's Vision Boards -- Agassi benefited from several accidental vision boards. The most ironic was Brook Shields' (Agassi's first wife) posting of Steffi Graf's picture as she was preparing for their wedding. Shields wanted to get in shape for her wedding and felt that Steffi Graf had the best looking legs. Little did Shields know that Agassi would later divorce her and marry Graf, who is the only woman to ever win the Career Golden Slam as well -- a piece of sports trivia I never put together. BTW, do any of you know Agassi? Trying to get him to speak at the Sales Summit since he's based in Las Vegas.

Vision Boards for the Family -- taking a lead from Keith Ferrazzi of Who's Got Your Back fame, who hosted a vision boarding exercise with 30 friends over the holidays, our family is taking this weekend to put together vision boards for the coming decade. Search the internet for pictures and images that represent your long term goals and post them on a board. Then mount the boards where each member of the family can see their individual board daily. 

The Complete Vision Board Kit by John Assaraf -- Assaraf, featured in The Secret, author of The Answer, and keynoter for the Sales and Marketing Summit in Vegas April 20 -- 22, has a Vision Board Kit book -- I downloaded it to my Kindle and will be using it with the family this weekend -- it walks you through how to properly create vision boards. Here's a link to Amazon. I've used visions boards and they work. There is no better way to kick-off the new decade!

Tropicare Achieves Vision -- Record Revenues and Profits -- planning pays off for Johannes Brinksma's Dutch-based Tropicare, a leader in global travel healthcare. Double digit growth (which exceeded their plan); record profits due to a focus on improved procurement; and more cash by reducing A/R days from 40 to 32 (something they reviewed DAILY!) for 2009. Notes Brinkma "last year we went to your seminar in Washington in December (2008). We applied the principles and worked on the One-Page Plan, structure, and data. It's not easy, but we kept going and it paid off. For (2010) we've determined goals...and happily we also found Spark in Holland (Gazelles coaching partner) that can support us as well with the Rockefeller Habits and more." 

Executing Big Goals/Visions -- and this note from Steve Kendrick with Structures Building Company, custom and luxury home builder in Charleston, SC "We recently built a show house for Coastal Living Magazine in 4 months using your daily/weekly meeting format. We'd never have succeeded without it. They told us we were the first builder that actually finished one of their homes on time and on such short notice! Coming out of the recession, lean and mean, we now look forward to implementing new goals and your suggested meeting regimen to take our company to the next leve!!"
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Hiring the Right #2; Hiring the Right #3; Hiring the Right #4; etc
"...keeping you great" 


HEADLINES:

Hiring the Right #2 -- "Jemma is a great barrier to protect the team from my overzealousness and enthusiasm," notes Naomi Simson, founder and CEO of Sydney-based RedBalloon, on her #2. "She balances all my 'brilliant? ideas with a focus on making them process driven." Take five minutes and read how she and other CEOs found their right #2s, one of the most important hiring decisions an entrepreneur will ever make, in my latest "Growth Guy" syndicated column. 

Hiring the Right #3, #4, etc. -- Gazelles is hiring; we're excited many of our clients are hiring; and it's still a great time to acquire critical talent. But it's no time for amateur hour when it comes to recruiting and interviewing. The ONLY selection and hiring technique found to give a 90% success rate is the Topgrading methology. The rest of the methods: testing, behavior-based interviewing, or "passing the breath test" have between a 30% and 60% success rate -- too costly! Join us for the #1 selection process if you're going to hire at least one person in 2010: 

	 
	Geoff Smart's "Who: The A Method for Hiring" LIVE online seminar 
Jan 21, 2010, Noon -- 1:30pm ET


"19 Appointments with the Right People" -- and this note from Mark Dover of Canadian-based warehouse supply firm Doverco "I wanted to share the success we have enjoyed as a result of the Webinar we participated in several months ago given by Chet Holmes. Following the model of his 'Best Buyer' program, we conceived of a program of 10 monthly letters directed at 165 'Best Buyer' prospects. Each letter contained industry intelligence (teaching is the highest form of selling as related to us by our Gazelles coach Les Rubenovitch) and our related capabilities. And every other letter had a small, low cost, attention grabbing gift related to the theme of the missive. We are at letter #6 and have already been able to secure 19 appointments with the right people! We have reached our objective and we're only 60% through the project. Thanks to Les, Chet and Gazelles for making us smarter. BTW, the (Dr. Robert) Cialdini Webinar on 'Influence' was awesome."

Keeping the Right People Smart -- commit to 90 minutes of first class executive education each month using our monthly online seminars -- LIVE or archived; alone or with your team (perfect for the monthly management meeting). Jeff Jarvis, author of What Would Google Do? is our February 18 online seminar; and Chip Heath, author of Made to Stick and Switch is our March 25 online seminar. These are the #1 business thought leaders of our time that would cost you $25k plus in speaker fees and travel expenses -- now delivered right to your desktop for a fraction of the cost. 

Vision Board Update -- the children loved the experience of putting vision boards together this past weekend and I especially enjoyed sitting with my 6 year old daughter who surprised me with her desire to be a high board diver, something my wife always wanted to do but had never shared with any of us. We used Google image and lots of magazines to find the appropriate images for the boards -- and appreciated the guidance given by John Assaraf's The Complete Vision Board Kit
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01/14/2010

Dinner with Buffett; China #1 Now; FSB Shuts Down; Vision Board Placemats

"...keeping you great" 

HEADLINES:

FSB Magazine Shuts Down -- if you haven't already heard, Fortune Small Business magazine published their last issue this month. The great news is that we're now partnered directly with Fortune magazine, losing the "small business" label which I've never really liked. So our Summits will now be called the Fortune Sales & Marketing Summit and Fortune Growth Summit -- we're excited to be associated with this wonderful online and print brand that represents the best in in-depth management reporting.

China Surpasses Germany as #1 Exporter -- measured by dollar value of exports, it was bound to happen and the Germans aren't upset about it since a stronger China means a stronger market for Germany. However, Germany's Hermann Simon, the  Hidden Champions author we hosted at the 2009 Growth Summit, is going to have to change his slides now! Take one minute to scan this Bloomberg announcement to get the specifics. 

Dinner With Warren Buffett -- Ben Stein, American actor, writer, and political/economic commentator, won the latest bid to have dinner with Warren Buffett. Take three minutes and read his account of the evening, including Buffett's thoughts on the economy, the market, trains (Buffett recently purchased Burlington Northern), and who Buffett felt saved the U.S. economy from a true Depression.

RailEx -- The FedEx of Rail Shipping -- speaking of trains (and maybe why Buffett made his investment), the company that most intrigues me is RailEx. Launched in 2006 and founded by Andy Pollack, whose family has been in the produce distribution business for decades, RailEx is doing for refrigerated produce what FedEx did for overnight packages, right now linking the east and west coasts of the U.S. Requiring a $58 million start-up investment in partnership with two major railroads, Union Pacific and CSX Transportation, RailEx, dubbed the "Fresh Express", promises to transform the way we ship most products, using a hub and spoke system of warehouses, trains, and local trucks, eliminating the need for long haul trucks and the damage they cause highways. I can't wait for them to go public! 

Sourcing Talent -- it does you no good to be a Topgrading-style interviewer if you don't have enough candidates to interview. Good news: Geoff Smart, the "Who Guy," is going to tackle this challenge in his online seminar next week and explain a specific process for sourcing the candidates you need. He shared with me his12-page "how to" handout all participants will download for the seminar. Besides worksheets for sourcing candidates, the handout includes:

	
	1.     A sample Scorecard, the document you prepare that helps you source and interview

2.     A blank Scorecard to create your own

3.     Four specific questions you ask during the Screening Interview

4.     The specific outline and questions for the Topgrading Interview

5.     The outline for a Reference Check Interview

6.     The "5Fs" for selling the right candidate on your company 


As Geoff and I discussed last night, in preparation for the online seminar Jan 21, noon -- 1:30pm ET, the focus is on practical tools you can use to scorecard, source, select, and sell the right hires.

The Most Important Aspect of Business -- as the Wall Street Journal noted in their book review of Who, "Hiring is the most important aspect of business, and yet remains woefully misunderstood." Until Who was written! Here's the link to the WSJ article

Vision Boards into Placemats -- and this idea from Thomas Rietz, founder/CEO of Scottsdale, Arizona-based Canterra Homes, who is taking his children's vision boards and laminating them into placemats! What a great way to keep the vision in front of your children and yourself.
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01/19/2010

Double Sales; Radical Sales; Topgrading you Daughter; Australia Growth Summit

"...keeping you great" 

HEADLINES:

On-Demand Online Seminars Expiring -- the last day to purchase/view David Allen's (Getting Things Done) online seminar is this Friday, January 22; the last day for Dr. Robert Cialdini (Influence) is February 17. 

Double Sales -- My Hope For All Companies the Next Three Years -- I shot this 60 second video for Mike Maddock's Maddock Douglas website (he's using education-based content to drive marketing) outlining the two key focuses for the next three years -- Going Global; Getting Lean. Take a minute to watch, then take the challenge. The video link is in the right hand column of Maddock's website.

Improving Sales Productivity 10-Fold -- speaking of Lean, "imagine what would happen if you melded the precision and predictability of process engineering to the big black box we call sales?" exclaims Guy Parsons, Lean guru. That's exactly what Australian, Justin Roff-Marsh, a leader in applying Process Engineering to Sales has accomplished. Hosted by Gazelles Lean, Parsons is moderating a complimentary 30 minute conference call with Roff-Marsh on February 4th, 2pm ET, as he discusses some of his breakthrough successes. There will be a 15 minute Q&A that follows. Roff-March has also written a couple white papers you can download and he'll provide a one-page "action" sheet for those that participate. Register to receive the phone number and pass code.

Radical Stuff in Sales -- Roff-Marsh suggests salespeople earn salaries and give up control of their calendars. In return, they get executive assistants and they get relieved of the responsibility for all activities other than face-to-face, business-development meetings. Their clients typically have very small bus-dev teams (why it interested me) but those salespeople perform 20 true sales meetings a week -- 10x the standard. "We typically work in engineer-to-order environments -- technical sales, in other words," explains Roff-Marsh with Ballistix. Here's a link to this blog. 

VC Chuckles -- and this note from Ed Sullivan, CEO of Aria Systems, "My new VC, VenRock (Rockefeller founded) chuckled when I explained to them the Rockefeller habits (we're implementing)! The habits certainly contributed to our success and helped us expand into CA and make managing a geographically diverse company easier." Monthly Recurring Revenue (MRR), a key indicator of the health of a SaaS vendor, grew more than 300% in 2009. Here's a link to more information.

Australia National Growth Summit -- Feb 17-18 in Sydney, the theme is "Going Global, Getting Lean." Joining me on the stage is the famous German researcher Hermann Simon, author of my favorite business book of all time Hidden Champions; Guy Parsons, Lean guru that is showing mid-market firms how to double productivity, even on the service side of the business (including sales); and David Meerman Scott, the thought leader on Web2.0 implementation for business and author of World Wide Rave, will also beam in for the event. Hope to see all our Australian and New Zealand friends in Sydney for a fantastic two days. 

Topgrading Your Daugther -- and this note from Bob Hubbard, Hubbard Family Swim School. "After I attended a Topgrading event in Denver a few years ago, I actually came home and Topgraded my existing management team, including my daughter. It is one of the best management things I ever did. I learned a lot about our people. Yes, even about my daughter, who had a four year career as a college soccer coach in between working with us. I found out about talents that a number of our staff had that I would never have suspected. It has enabled us to bring people into new roles and responsibilities that matched some of their hidden talents and avocations. It also helped explain why some of them struggled in areas in which we thought they would have excelled. It was a little weird talking with people who had worked for us for five or six years about their first job, etc. Once we got into a rhythm it was great."

Geoff Smart's Topgrading Online Seminar -- this Thursday, January 21, 2010, noon - 1:30pm ET.
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01/21/2010

100 Best Companies; Tuesday's Election; New Management Position; Best Intel Wins

"...keeping you great" 

HEADLINES: 

100 Best Companies to Work For 2010 -- SAS, the world's largest private software company and still led by its founder Jim Goodnight after 34 years, is  Fortune Magazine's Best Company to Work For announced today. Rounding out the top 10: Edward Jones, Wegmans, Google, Nugget Market, Dreamworks, NetApp, Boston Consulting Group, Qualcomm, and Camden Property Trust. And a couple Gazelles' clients are getting large enough to make the list including The Scooter Store and TD Industries. Congrats to both of them! 

Better Intel; Faster Action -- lessons for all of us in business, the best "behind the scenes" analysis I've read of Tuesday's surprise election of a Republican, Scott Brown, in Massachusetts is today's  NY Times article entitled "Energy and Stealth..." In essence, the Republican Party had insights from some early polling of likely voters that gave them a jump on the Democrats who were flying blind with no intel. And Brown simply worked harder! 

Talk to Customers Weekly -- this is why I'm so adamant about TOP executives talking directly to customers each week -- this is the critical intel you need to outmaneuver your competition, even if they are better funded. Take five minutes and  read the  NY Times articles on Tuesday's election for the lessons you can apply to your business -- and the continual importance of better intel and quick action. 

Discipline the Key -- there's that word again, discipline; Jim Collins used it to describe the Good to Great firms (disciplined people engaged in disciplined thought and disciplined action). And it's the word they most used to describe Scott Brown the person in another  NY Times article this morning entitled "Discipline Helped Carve Path to Senate." In the end, it always comes down to discipline -- those day to day habits that add up to success. 

Chief of Staff -- continuing with political analogies, Fortune magazine yesterday posted an excellent short article entitled "Latest CEO accessory: A chief of staff." Notes the article, a chief of staff is "a top-level adviser who's part confidant, part gatekeeper, and part all-around strategic consultant." This might be the best title for the #2 to a founder/CEO that I discussed last week. It lets you keep the COO title intact, for the person overseeing all the processes, while avoiding giving up the CEO title or opting for a President. Take two minutes to scan this short article . 

Go To Person -- we all need a special projects person -- a "go to" person that can take our ideas and make them reality, the role Rob Deeming plays at Gilt Groupe for CEO Susan Lyne (see article) . I would love to hear your thoughts and examples where you have the equivalent of a chief of staff. 
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01/28/2010

Reducing Insanity; Critical Processes; Living Longer; European Tour

"...keeping you great" 

HEADLINES: 

Must Watch Documentary -- Thomas Friedman, the acclaimed NY Times columnist and author, featured Steve Mariotti and NFTE (Network for Teaching Entrepreneurship) in his Sunday column entitled " More (Steve) Jobs﻿ , Jobs, Jobs, Jobs." He also mentions a recent documentary called "Ten9Eight" that should be watched by every student in the world (I showed it to my children) -- it's how a dozen students made it through NFTE's national business plan contest -- very well done! Take 3 minutes and  watch the trailer then order the film, show it to your children, and donate a copy to your school -- the world needs more jobs and only entrepreneurs can get the job done. 

Reducing Insanity -- a critical step in building a sustainable and profitable growth firm, that isn't driving everyone increasingly insane as the company gets bigger, is to focus on processes. Everyone thinks in terms of functions -- sales, operations, finance, HR, IT, etc -- however, once a company gets over a handful of people, most of what a company does flows across these functions i.e. how do we bring on a new customer? Sales has a roll, finance might have a roll, operations has a roll, IT has a roll, etc. 

What Are Your 4 to 9 Processes? There are normally four to nine of these "horizontal" processes which you must name, map, and assign someone accountability just like you would a function i.e. Jan is accountable for how we bring on a new customer; Sebastian is accountable for how we develop and deplore new courses; etc. These processes represent the "how to" manual of the company once you have the steps identified and documented. 

Process Accountability -- because a process cuts across several functions/departments, there might be some perceived turf battles. Assigning someone accountability for a process doesn't mean they are the new boss of everyone nor have increased decision making. Their job is to monitor the process (time, cost, accuracy), let the team know if there's any issues, and lead a regular meeting to fix or improve a particular process. And using Lean techniques to map and improve a process, the focus is to reduce the time of a process which also decreases the cost and improves repeatability. So, who are the key process owners? It's as an important decision as who heads up each function. 

Spanish Incubator Processes -- while several of the processes are similar across many companies (though "how" you do a particular process is really the key to differentiation), there are some that are special to your firm. GrupoIntercom, the internet incubator I'm working with in Barcelona, has a process for attracting and selecting companies to become involved with the incubator. They also have a unique process for getting a company from concept to monetizing their internet portal with specific metrics to monitor progress. 

Process for Living Longer -- in an earlier insight I mentioned the book The Blue Zones: Lessons for Living Longer from the People Who've Lived the Longest .  Here's a short summary of the finders along with a 15 minute presentation by the author Dan Buettner at a TEDx conference. The last minute covers the nine strategies if you want to skip ahead. My mid-life crisis friends running marathons, please take note! 

Heading To Russia -- and Rest of Europe -- I start my European tour of the EO Chapters tomorrow. First stop is St. Petersburg, Russia where the 15 members are bringing 100 of their executives -- they are serious about business. Then Geneva Feb 2; Zurich Feb 3; Munich Feb 9; Berlin Feb 10. London and Dubai scheduling next. 
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02/02/2010

Feb 4 Call; Facebook Founder's Advice; The Book I Almost Didn't Read; Las Vegas Sales Summit

"...keeping you great" 

HEADLINES: 

Thursday, Feb. 4, 2pm ET -- "Improving Sales Productivity 10-Fold" -- no cost 30 minute conference call with Australian Justin Roff-Marsh, leader in Sales Process Re-engineering. For more info . 

Facebook Founder's Advice -- 250 of you are receiving copies of Jeff Jarvis's 2009 book What Would Google Do? complimentary of Gazelles. Go to the chapter entitled "New Society" and read Facebook Founder Mark Zuckerberg's advice (the youngest self-made billionaire in history). In essence, you need to bring your customers "elegant organization." The next few pages in the book are powerful as Jarvis describes how to do this. Then read the rest of the book and/or join us for Jervis's 90 minute online seminar Feb 18, 12pm ET . 

The Book I Almost Didn't Read -- 750 of you are receiving (or received) copies of Chip and Dan Heath's book Switch, which is being released Feb 16, compliments of Gazelles. You have to read the opening story of Chapter 2 -- I've probably retold the story 50 times since reading it myself. In essence, the "big mistake" is we keep trying to solve big problems with big solutions when it's ALWAYS small solutions. I hate change-management books and wasn't going to read Switch -- however, they've penned one of the most important books of this new decade! Read or join us for Chip Heath's 90 minute online seminar March 25, 12pm ET . 

Las Vegas April 20 - 22, Sales & Marketing Summit -- join Tony Hsieh, CEO of Zappos; Brian Halligan, CEO of HubSpot; Tom Sant, legendary proposal writer; Jeff Thull, tools for High Stakes Sales; John Assaraf, sales motivation; Eric Keiles and Mike Lieberman, authors of my favorite "how to" marketing book; Matt Johnson on pricing; Bob Bloom and Chris Bryant on the Inside Advantage; and Kevin Daum, going for his first Jewish Super Bowl Ring. Held at the brand new M Resort Hotel. 

NOTE -- Best Seats -- we seat based on largest teams and earliest to pre-register (small deposit only) for our Summits -- so pre-register now. You can substitute, increase, or decrease your numbers later -- but grab the best seats now . 

Atlanta March 2 -- Patrick Thean will be leading our new half-day "Four Decisions: SuperGreen Execution" workshop -- all four updated Growth Tools with a focus on execution. 

Out Read the Competition -- the above programs represent a dozen of the most important business books of our time. You must stay ahead of your competitors and your customers. 
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02/04/2010

Pride and Price; 19 Years of Consecutive Growth; How to Run a Company

"...keeping you great" 

HEADLINES: 

Run the Business As If You Are Going to Sell It Tomorrow -- this is one of the best pieces of advice Tim Danley, CEO of Des Moines-based wholesale commercial printer BCT Midwest , ever received. He noted this in an email to a friend whose 65 year old father wants to exit his business by age 70. The business has suffered the last two years and he wants to maximize profit over the next 5 years to maximize valuation. 

Clean It Up -- Tim goes on to say to his friend "my suggestion would be for your Dad to go from top-to-bottom in the business and "clean it up". We did this several years ago (and it is ongoing work in progress) and it has been great for our business. The thought process is to be able to produce on demand anything a prospective buyer would ask for -- every lease, contract, etc. Have them in clean, organized binders with dividers for easy access. This can all be done digitally as well but the point is that it is all there whenever you need it -- and continuously updated. We even have the last three years tax returns ready (in a binder and digitally) at all times." 

Uncovering Weaknesses -- Tim continues, "Obviously, this is something that shouldn't take a lot of extra time once it is set up and you might find that if it does, the problem may be your accounting/information system that isn't compiling this data well enough. This exercise alone forces you to do things better and more efficient. We actually found a lot of our weaknesses by doing this. 

Update Company Look -- Tim adds, "Part of this process may also include updating the company's look. A fresh logo is always refreshing. This includes stationary, signage, all company forms, everything! I've acquired quit a few companies and when I see an old, unorganized operation (assuming I'm still interested after that), I immediately think discount. 

More Pride and Price -- Tim concludes, "If you walk into an unorganized store that sells old dirty products, you are going to expect to pay less as opposed to walking into a clean, new, organized store - you expect to pay a premium. The goal for your Dad (and all of us) is to have a buyer someday walk into a fresh, clean, organized business and be willing to pay a premium. Most of this exercise costs peanuts compared to the premium it will produce in the future! We also found our employees responded to this with a little more pride and I think we attracted a better pool of future candidates. 

19 Years of Positive Sales Growth -- BTW, Tim knows what he's talking about -- his company just completed their 19th consecutive year of positive sales growth.   
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02/11/2010

Best Investment 2010; Six Secrets of Happiness; Radco's Olympic Dream; Favorite CEO Colors

"...keeping you great" 

HEADLINES: 

The Business of Happiness -- the single most important investment you'll make this year (and possibly your life) is purchasing a copy of Ted Leonsis's new book, The Business of Happiness: 6 Secrets to Extraordinary Success in Life and Work . Steve Case's "partner" in building AOL; owner of several DC sports teams; Emmy award-winning film producer; founder of SnagFilms; EO founding board member; and the happiest guy I've ever met, Ted shares how success doesn't necessarily lead to happiness, but happiness does lead to success. At a minimum, read Chapter 4 where Ted faces his reckoning with death -- and shares my favorite line in the entire book -- his promise to "live my life on offense and without regret." 

Six Secrets of Happiness -- the first half of the book is Ted's story, including how he sold his first business for $60 million at age 28 (but realized he wasn't happy); then sold his next company to AOL for stock that made him extraordinarily wealthy; the fateful moment when he almost didn't purchase the Washington Capitals; and how his famous 101 "things before he died" list came to be. The second half of the book details the six secrets to being happy, which are summarized in the "Introduction" -- and he brings them alive as he shows how the happiest people he's known -- Bono. Ashley Judd, and Steve Case to name a few -- live their lives following the same six secrets of happiness -- a subject Ted has studied for two decades. 

Olympic Happiness -- Year of Dreams -- no, winning an Olympic gold medal wasn't on Ted's list; but Radco Food Stores in Edmonton, Alberto, Canada launched their 2010 "Year of Dreams" theme with a 100 Day "RadcOlympic" Challenge for their 500 employees (team members) that encourages the team to reach six goals in the Olympic spirit of Higher Stronger Faster. Specifically in the next 100 days, achieve: 

1. Higher (breathing capacity means quit smoking) 

2. Lower (lower body weight) 

3. Stronger (30 minute vigorous workouts) 

4. Weaker (stop taking the banned substances -- bad foods and drinks) 

5. Check with the officials (annual dental, physical, or eye check up -- or visit a dietician or holistic medicine practitioner) 

6. Bring on the fans (encourage other people to join in on the challenge) 

Olympic Torch Run -- the January 12th kick-off event was President John Radostits' actual Olympic Torch Run (a personal goal of his since 1988 given his passion for ski racing) joined by over 100 of his employees and their children in red Hoodies bearing the phrase "I ran with the Olympic Torch. Noted Radostits "This was such an honour it is not one that should be kept for just me -- so how do I take this flame and create a big fire in the company" which is why he built his company's annual theme around this historic event. "It was a great way to wrap our company in the Olympic theme and the Olympic flame." Here's a link to photos from the event. 

Happy People Have Goals -- Radostits provided each team with the following: 

· A copy of one-page message to sell the idea. 

· A personal goal sheet. 

· A graph to chart their success and a chance to win big prizes. 

Share with Customers -- Exclaims Radostits "Like the Olympic flame that started with a small spark in Athens... and became mighty...we are embracing the Olympics and using the Torch run as our spark to create great results within our team. And we will do this to inspire the people around us...   

· We will inspire our team by having them join the Torch run make a great lifestyle change and win prizes. 

· We will also inspire our customers by bringing the torch to each store and letting people get a photo with the torch. 

· We will inspire sport by being a drop off depot for Sports Central and collect donations of sporting goods that can be given to kids that cannot afford their own. 

The 100 Day RadcOlympic challenge will be a great big fire... now get off the couch and find a way to 'Be Olympic' in your life," concludes Radostits. 

Gold, Silver, Bronze, Magenta -- and this fun USA Today piece about how CEOs tend to pick the same colors...and how colors tell a lot about your personality. Brian Scudamore, 1-800-Got-Junk, was one of the CEOs to take the test, even though he's color blind. "Yet the results were bang on," notes Scudamore. Thanks to Stephen Watkins, founder of Entrex , for bringing this article to my attention. 

Happy Customers, Happy Employees, Happy Company  -- back to Ted Leonsis -- he feels there are happy companies -- and that these companies produce the best results. It's why happiness is the key indicator for the entire "People/Relationship" side of the business. Create and spread happiness...! 

...and best of luck to all the Olympic athletes.   
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02/16/2010

What Would Google Do; Read These Books; Complimentary Feb 18 Webcast

"...out-learning the competition" 

HEADLINES: "It takes a village of gurus to grow a company!" 
	"Evolution requires us to continually refresh our competitive advantage ... always with some part of our business portfolio at risk and in play. To innovate forever, in other words, is not an aspiration; it is 

	a design specification. It is not a strategy; it is a requirement." 

	 
	Geoffrey Moore


No Charge -- Feb 18 What Would Google Do? -- Jeff Jarvis, author of this important 2009 book, will headline a 90 minute online seminar this Thursday, Feb 18, noon -- 1:30pm ET. Here's a link to register -- we're opening up this online seminar to everyone complimentary -- but just for the LIVE event available for 24 hours for our international readers (if you paid, we'll refund or you can apply to next online seminar). Customer appreciation for the great year we had. ALL of you should tune-in -- lots to learn from Jeff that will positively impact your business. 

Atlanta March 2 -- our next "Four Decisions: SuperGreen Execution" half-day workshop (original Rockefeller Habits workshop) is coming to Atlanta, March 2. Here's a link to register . 

How Many of These Books Have YOU Read? Two dozen best-selling books will be represented by the faculty of our upcoming Summits and online seminars -- many of these books just released in 2010: 

	 
	Fortune Sales & Marketing Summit April 20 -- 22, Las Vegas M Hotel Resort 


Tony Hsieh -- CEO of Zappos; Delivering Happiness (book comes out in June) 
Jeff Thull -- Mastering the Complex Sale; Exceptional Selling 
Tom Sant -- Persuasive Business Proposals; The Giants of Selling; The Language of Success 
Brian Halligan -- CEO of Hubspot; Inbound Marketing 
John Assaraf -- The Answer 
Kevin Daum -- ROAR! 
Eric Keiles and Mike Lieberman -- Reality Marketing Revolution 
Bob Bloom -- Inside Advantage; The New Experts (coming out later this year) 
Patrick Thean -- Execution without Drama 
	 
	Fortune Growth Summit October 19 -- 21, Orlando Ritz Carlton (booked so far) 



Chip Heath -- Made to Stick; Switch 
John Warrillow -- Built to Sell 
Liz Wiseman -- Multipliers 

How Many of These Additional Books Have You Read -- and these are the best-selling authors and books from our past Summits -- take account: 

Collins -- Good to Great; Built to Last; How the Mighty Fall 
Lencioni -- Five Dysfunctions of Team 
Godin -- Purple Cow; All Marketers are Liars; etc. 
Smart -- Topgrading; Who 
Buckingham -- First Break All the Rules; Now Discover Your Strengths 
Arbinger -- Leadership and Self-Deception; Anatomy of Peace 
Hall -- Jump Start Your Marketing Brain 
Moore -- Crossing the Chasm; Inside the Tornado; Dealing with Darwin 
Cialdini -- Influence; Yes! 
Reichheld -- The Ultimate Question; The Loyalty Effect 
Orfalea -- Copy This 
Johnson -- Emergence; Everything Bad is Good for You 
Krippendorf -- Art of the Advantage 
Peters -- In Search of Excellence; Liberation Management; etc. 
McKee -- Primal Leadership; Resonate Leadership 
Wyly -- 1000 Dollars and An Idea 
Travis -- Doing Business Anywhere 
Perkowski -- Managing the Dragon; How I'm Building a Billion Dollar Business in China 
Daniels -- Bringing Out the Best in People; Oops 
Simon -- Hidden Champions of the 21st Century; Beat the Crisis 
Allen -- Getting Things Done; Ready for Anything 
Twist -- Soul of Money 
Dijulius -- Secret Service; What's the Secret 
Ries -- The Fall of Advertising and the Rise of PR; The Origin of Brands 
Schwantz -- The Wedge; How to Get Your Competition Fired 
Kurlan -- Baseline Selling; Mindless Selling 
Rackham -- SPIN Selling; Rethinking the Sales Force; Getting Partnering Right 
Bloom -- The Inside Advantage 
Gilmore -- The Experience Economy; Authenticity 
Daly -- Coaching Companies to Greater Sales & Profit 
Lautenslager -- Guerilla Marketing in 30 Days 
Holmes -- The Ultimate Sales Machine 
Scott -- The New Rules of Marketing & PR; World Wide Rave 
Ferrazzi -- Never Eat Alone; Who's Got Your Back 
Alexander -- Making the Numbers; Topgrading for Sales 
Burton -- Pricing with Confidence 
Cecil -- Nurturing Customer Relationships 
Flanagan -- Now, Go Sell Somebody Something 
Cheng -- The Recession-Proof Business 

Don't Fall Behind -- Out-Read, Out-Learn Your Competition and Customers -- let us help by investing a few days per year in participating in our executive education. 
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02/18/2010

How Not to Communicate; Five Lessons; Complimentary App

"...keeping you great" 

HEADLINES: (technologies) 

How Not to Communicate -- Sam Goodner, CEO of Catapult Systems , posted this entertaining and short video highlighting the "old" ways of communicating in business. Enjoy. 

What is UC -- not to be confused with unified messaging, which provides useful features like email transcripts of voice mail messages; unified communications (UC) integrates all your forms of business communication - phone, video, e-mail, voicemail, fax, instant messaging, web conferencing, presence, and desktop sharing -- into a single user experience. As I'm learning about the real power of this technology it reminds me of the same excitement I felt when I first witnessed the ability to seamlessly move data across various software programs - only now you can transfer messages or activities between people seamlessly. 

Five Lessons About UC -- Goodner has written a concise blog about the power of UC , providing several concrete examples and five key lessons. Technology that is affordable and streamlines communication is critical to businesses that want to outmaneuver the competition and respond quickly to customers. Thanks Sam for keeping us informed on the leading edge tools that power our businesses. 

Free Blackberry (and soon iPhone) App -- Rather than keeping track of loose receipts every time you go out for dinner, park your car or get a taxi, use your Blackberry, take a picture of the receipt... and that's it. The receipt is automatically uploaded to your secure justthebill.com account. You can toss the paper receipt in the garbage. Your accountant can now review the receipt and export it directly to any accounting software, saving thousands in dollars from otherwise lost receipts. 

Rembrandts in the Attic -- Mike Jagger, CEO of Provident Security, repurposed his alarm response software for security guards to provide this super simple way for entrepreneurs (or anyone) to track their expenses -- and he would love for you to test it out. The idea came from a talk he attended at MIT given by Andrew Sherman, Intellectual Property lawyer called "Rembrandts in the Attic" - where Sherman encourages entrepreneurs to look for hidden assets in your company. 

Solving His Own Problems -- "In my case," notes Jagger, "it wasn't so much a hidden asset as one that was in plain sight and just needed a little re-purposing. It dawned on me that our alarm response system could also solve another big problem that I have... submitting receipts. We quickly re-built a working version for Provident and started using it as our own expense tracking system for all of our employees." 

Used Twitter Exclusively to Promote -- proving the power of Twitter, Jagger has more than 400 users after just 45 days sending out messages. "We're really interested in hearing from entrepreneurs in other countries (Jagger is in Canada) to learn about any specific details that would make their lives easier that we could incorporate into the service." justthebill.com . 


EDUCATION: 

Growth Workshops 2010 - Four Decisions: SuperGreen Execution 

Mar 2 - Atlanta 
Sep 16 - Houston 
Sep 23 - New York City 
Oct 7 - Portland 

Growth Series Webcasts 

STRATEGY -- Jeff Jarvis - 18 Feb '10 
EXECUTION -- Chip Heath - 25 Mar '10 
PEOPLE --  Geoff Smart -- 13 May ‘10  

Growth Summit 

National Growth Summit '10 
17 & 18 February 2010, Sydney, Australia 

Fortune Sales and Marketing Summit 
April 20 - 22, 2010, Las Vegas, NV 

The Making of Asian Giants 
April 27 - 29, 2010, Kuala Lumpur, Malaysia 

Fortune Growth Summit 
Oct 19 - 21, 2010, Orlando, FL 

Summits & Conferences 
Great Game of Business with Jack Stack 
Gazelles DVD/Online Learning Products -- Gazelles.tv 
PEOPLE 
What's the Secret to Providing World Class Customer Experience 
Topgrading 

STRATEGY 
High Stakes Negotiations 
The Art of Advantage 

EXECUTION 
Mastering the Rockefeller Habits 
Execute Without Drama   
Did you miss previous insights? - read here 


02/25/2010

Best Marketing Idea; Australia's Next Move; Rapper 50 Cent

"...keeping you great" 

HEADLINES: 

Best Marketing Idea -- (listed below) but first...

Australia Aligns with Asia -- I'm just back from our Growth Summit in Sydney last week, where unemployment is running below 6%, housing prices are rising, and the business mood of our largest audience ever (congrats to our partner Business Connect) was positive. The key is Australia's re-alignment and focus on Asia. Six years ago, the U.S. was Australia's second largest trading partner. Now the U.S. is fifth behind China, Japan, South Korea, and India. It's a conscious shift from the Transatlantic (U.S and Europe) to Asia for Australian businesses.

FW1 Aligns With China's Needs -- as an example, FW1, an Australian-based waterless car wash product, a division of The Cobra Group and run by Rockefeller Habits-fans Steve Sapsford and Ty Pederson, is expanding to 7+ countries over the next 2 years, including a major push into China. Ty shared, from the Growth Summit stage, how the explosion of car ownership in China combined with a shortage of water has made Asia a target market for their product. And providing a lesson in pricing, they raised the price of their product 25% and saw sales increase! They also shared how they have almost 90% of the Rockefeller Habits checklist in place and are seeing dramatically increased profits and alignment -- and more time for management to focus on market-facing activities.

RedBalloon Drives Alignment -- Australia-based RedBalloon's famous BHAG scoreboard was the focus of their last trimester theme (go to www.gazelles.tv and cruise down the right hand column to locate the 3 minute RedBalloon BHAG video to see their huge electronic scoreboard). Measuring the number of "experiences" they've sold to date and aiming for 2 million, the scoreboard was sitting around 400,000 at the beginning of 2009. For fun, founder Naomi Simson (Chief Experience Officer) picked 654,321 as a target to be achieved by 3pm December 24. And the prize -- to make one dream come true for everyone. BTW, everyone in their email signature line lists their Dream Experience -- "Marine Wildlife Rescue" for Simson.

2:10pm December 24 -- well, a mere 50 minutes before the deadline, they made it. Check out these photos of the scoreboard and celebration. Notes Simson "we have a dream catcher where we capture what people have always wanted to do or have. So I played Santa and at 3pm we came together under the xmas tree and handed out the dreams...with each person sharing what Santa had brought for them, a wonderful way to start the festive season." One of Simson's employees blogged about the event for more details.

Alignment with Rapper 50 Cent -- and Australia-based Ezypay shared their latest theme with our audience, focused on adding 50,000 active customer transactions per month. Emulating rapper 50 Cent, they created a 50k cartoon character -- see link to photos including CEO Trent Brown as rapper 50 Cent. "We formed our employees into 'crews' who refer sales leads to the sales team. We have already received a lead to deliver 120,000 transactions, double our target, in addition to a major telco which has 300,000 transactions a month -- it is amazing the impact this is having on referrals," describes Brown.

Assistant and Receptionist Aligned -- continues Brown, "As a staff benefit we have fresh fruit delivered to the office each week. We recently changed suppliers and I was copied in on an email letting me know by our receptionist. As this happens every month, I suggested that this was a referral opportunity for this particular business to set up an ongoing direct debit for all of its customer rather than wait for this regular payment. Before the receptionist, who arranged the new supplier (and was in my 'crew') had a chance to respond, Julie my assistant emailed back and said she had already made the referral. It is amazing how opportunities big and small look you in the face every day and by making this a priority how people quickly identify them."

Quarterly Themes Attract Talent -- concludes Brown "I had a new employee in the last month tell me that they joined because they saw one of our quarterly skits on You Tube and they said 'this is the type of culture I want to work in', particularly given 'that was the CEO' in the video." Ezypay also created avatars for each of their values which are plastered all over the office. Pictures of these avatars are at this link. As a consequence of their passion and culture, Ezypay was recently named the best medium business in Australia in the "MyBusiness Award." Congrats Ezypay.

Best Marketing Idea -- a first for the Growth Summit in Sydney, we beamed in a keynote speaker, David Meerman Scott, the author of The New Rules of Marketing and PR. Because content is king ie. "we are what we publish on the web" according to Scott, he suggests that the next hire you make in marketing isn't a marketer, but a journalist. With traditional media under attack and laying people off, there are a lot of journalists looking for work. Hire one to spend full time creating content -- blogs, white papers, videos, etc. -- and control the ink in your industry. I've already made an offer to a journalist I know since returning from the Summit.

Drive Alignment Yourself -- like RedBalloon, Ezypay, and Cobra Group, work through your Rockefeller Habits checklist by joining us for a half-day "Four Decisions: SuperGreen Execution" workshop next Tuesday March 2 in Atlanta. 
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03/02/2010

Marketing is Fun Again; Brian Halligan; Inbound Marketing Chapter 2; Best Video

"...out-learn the competition" 

HEADLINES: 

London, Dubai, Shanghai -- these are my next stops -- April 8 is a full day "Four Decisions" workshop (updated Rockefeller Habits) in Shanghai; March 23 London and April 6 Dubai finish out my ASEA tour for EO. 

	"Either write something worth reading about or do something worth writing about." 

	  
	Ben Franklin 


Inbound Marketing -- above is one of my favorite quotes from Brian Halligan's 2009 bestselling book Inbound Marketing (#1 right now in its space). As David Meerman Scott says "you are what you publish" -- did any of you run out and hire a journalist for your marketing department as suggested last Thursday?

Chapter 2, Table 2.1 -- enthusiastically endorsed by Seth Godin, Guy Kawasaki, and other marketing thought leaders, go right to chapter 2 of Inbound Marketing entitled "Is Your Web Site a Marketing Hub?" In essence, you need to think of your website as a hub instead of a megaphone. To quote Halligan "what we want you to do is to change the mode of your web site from a one-way sales message to a collaborative, living, breathing hub for your marketplace." This is a critical shift in mindset and design of your website. BTW, he makes the case for not spending a lot of money making the web site look nice. Get the book and particularly focus on Table 2.1 -- and give it to your web designer to read -- we're taking one chapter at a time and applying its ideas to our website, blogs, and social media strategy.

Brian Halligan -- CEO & Founder of HubSpot and Fortune Sales & Marketing Summit keynoter, Brian coined the term "inbound marketing." To again quote Halligan "technology is making traditional (outbound) marketing such as cold-calling, print advertising, T.V. advertising, junk mail, non-solicited email and trade shows less effective and more expensive. On the other hand Inbound Marketing is marketing focused on getting found by customers. Learn how to attract highly qualified customers to your business like a magnet instead of interrupting people with various forms of outbound marketing." 

Key Concepts -- I have so many pages of the book electronically dog-eared and noted in my Kindle, but here are some key tidbits (just a sample): 

1. Measure the number of links back to your website from other websites and the number of organic keywords that are producing traffic to your site on Google. You can get this information from Web analytics software and online tools. 

2. Make your blog a subdomain of your main website ie. blog.wholefoodsmarket.com rather than use the url (like wordpress.com) that comes with your blogging tool. And put a call-to-action at the bottom of every blog post inviting comments. We're making these changes to my blog. 

3. To get content for your own blog and build relationships with other bloggers, go to Google's blog search engine and type in the phrase or acronym that best describes your industry. Start clicking on the ones that sound interesting and subscribe. 

4. All important images on your web page should include what is known as an "alt" attribute. This is a special code that allows you to describe an image with text in a way that Google can see it. 

5. If you want to get more value out of the money you're spending on AdWords, then you should send AdWords traffic to a specific landing page on the topic of the ad, rather than sending them to your generic home page. 

6. A good landing page can convert 50 percent of its visitors into qualified leads while a poor one will convert less than 1 percent. 

Best Inbound Marketing Video -- Halligan's website has lots of complimentary videos and an eBook. Particularly watch the video entitled "How to Combine SEO, Blogging, and Social Media for Marketing Results" if you're not into reading books. Start at the four minute mark to save you time, skipping the intro stuff.

Marketing is Fun Again! -- in conclusion, Halligan notes "when was the last time you got excited about buying yet another contact list of people you could interrupt? Never, right? Inbound marketing is fun, and with it comes a more rewarding way to live."

Meet Halligan -- he'll keynote the Las Vegas Sales & Marketing Summit April 20 -- 22 -- and remember, those that pre-register earliest with the biggest teams get the best seats (just $250 deposit/seat).

Brian Halligan -- more background

Prior to starting HubSpot, Brian worked as a venture partner at Longworth Ventures where he worked with many small businesses helping them build scalable sales and marketing machines. Brian spent 4 years at Groove Networks where he joined pre-revenue as VP of Sales and grew the business to a $20m annual rate until being acquired by Microsoft. Prior to Groove Networks, Brian worked at Parametric Technology Corporation where he worked in a variety of sales, marketing, and channels functions for over a decade. Brian's most interesting role at PTC was in starting the Pacific Rim organization while living in Hong Kong in 1993. Five years later, Brian was SVP of the Pacific Rim for PTC where he built an $80 million business and had 200 employees. Brian holds a BSEE from the UVM and an MBA from MIT's Sloan School of Management. Brian is an EIR at MIT's Entrepreneurship Center and serves on the board of directors of HOPe and MITX. In his spare time, Brian follows the Boston Red Sox, is learning to play guitar, plays squash, and takes classes at St. John's Seminary. 
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03/04/2010

Buffett's Annual Letter Highlights; Jim Collin's Latest Article; Most Admired Company List

"...keeping you great" 

HEADLINES: 
	"Leadership and power are very different ideas. Leadership only exists when people have the freedom NOT to follow." 

	  
	Jim Collins, Success Magazine 


Warren Buffett's Annual Letter -- published last week, here's a link to this must read annual musing of the wealthiest guy on the planet -- my highlights follow. 

"What we don't do" -- after looking at the impressive returns Berkshire Hathaway continues to chalk up -- over 20% compounded for the last 45 years -- turn to page 4 (page 3 on the pdf) of the letter and read through the next few paragraphs based on Charlie Munger's strongest ambition "All I want to know is where I'm going to die, so I'll never go there." Warren outlines how they apply this to their investment decisions.

Warren's $50 million mistake -- then jump to page 8 and read about how Warren, though many claim is old and wise, noted that he's just old! He had a brilliant idea about offering a credit card to GEICO customers, over the objections of GEICO management, and ended up losing $50 million on the idea. 

Warren's Use of Company Stock for Acquisitions -- for lessons in acquisitions, skip to page 16 for a lesson on using company stock for acquisitions in the section entitled "An Inconvenient Truth." In essence, it doesn't make sense for them to use stock, which is why they paid cash for Burlington Northern Railroad, since they expect their stock to increase in price and it doesn't reflect true market value. He finishes the section on page 17 with a short story (I love the way Warren tells stories).

Warren's PS -- at age 89, Warren is thankful for the life he's led -- read his final paragraph and then his little PS following his signature! He's always selling, which you have to admire -- and every successful entrepreneur I've ever met is always selling -- if not, then they don't really believe in their product/service. 

Apple #1 "World's Most Admired Company" -- Fortune's list just came out and Apple, for a third year in a row, is #1. Google, Berkshire Hathaway (Buffett), Johnson & Johnson, and Amazon round out the top five. Here's a link to the top 50.

Re-Design of Fortune -- today marks the redesign of Fortune magazine, still my favorite business magazine (long before they became our partners) after all these years because of their long-style in-depth articles that give you the "how to" behind the business headlines. Here's a quick overview of the new magazine -- and I'm excited to be one of their handful of columnists, featured in their new Venture section -- something I've dreamed of doing for 30 years. I'll point to my first column when it publishes in the March 22 edition.

Jim Collins on Cover of Success -- and I continue to admire dear friend Stuart Johnson's success with Success magazine, one of my favorite motivational magazine -- I just need some regular "juice" to keep positive and focused. The latest issue features Jim Collins, author of Good to Great and How the Mighty Fall. Check out the short sub-section in the article entitled "Making it Through the Storm." The latest issue also features Pat Lencioni, author of The Five Dysfunctions of a Team. And then sign-up for the magazine -- just because of the title, your children and staff should see it sitting around the house and in your office. 
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03/09/2010

Most Important Book; Sticky Ideas; Clay Gilbert; Chip Heath Webcast March 25

"...out-learning the competition" 

HEADLINES: 
Critical Room Situation -- we've already exceeded our room block for the Sales & Marketing Summit, Las Vegas, April 20 -- 22 (the great news). The M Resort is guaranteeing further reservations for the $125 rate through next Tuesday. This doesn't mean rooms at this rate won't be available later, but the hotel is already at 75% occupancy and they tell us the rate jumps to $145 and then higher. The nearest hotels on the strip are 9 miles away and the closest other hotel is 4 miles (we're at a hotel in Henderson, NV because of our activities with Zappos)

Most Important Business Book -- I've already shared my enthusiasm for Chip and Dan Heath's new book Switch (we sent 750 of you copies) -- still the #2 NY Times Business Bestseller and still #3 of all business books on Amazon. Though reviewed in Wall Street Journal, USA Today, Business Week, and hundreds of other places, the San Jose Mercury News had the best review.

Sticky Ideas -- And my favorite paragraph in the review: "The Heaths are 'keen observers of human nature and are gifted at translating observations into -- well, into sticky ideas, ideas that are memorable and actionable,' says Judith Samuelson, executive director of the Aspen Institute's Business and Society Program." The Heath's are truly gifted at teaching business leaders and others how to communicate our ideas and drive the change we want.

New Price -- Chip Heath March 25 Online Seminar -- to encourage as many executives as we can to learn from Chip Heath, award-winning Stanford Professor, we've priced his upcoming March 25 noon - 1:30pm ET online seminar at $99 for individual executives ($495 for an entire company license) -- and this is for access for a year, so watch it over and over. Heath will discuss both of his bestselling books, Switch and Made to Stick. Why not free seminars? See below. 

Chip Heath's Impact on Thornton Brothers -- Clay Gilbert, President of Athens, Georgia-based Thornton Brothers, a premier distributor of janitorial, packaging, and safety supplies, sent a kind note on how Heath's book "Switch" has impacted his management of a 70-year old business. Noted Gilbert "Thank you for your kind gift of books over the last few years. I have gained a tremendous amount of knowledge and in some cases awakening. Your newest technique of mentioning a specific chapter to read has accelerated my focus and drawn me into reading books I never would have opened! For instance, chapter 4 in The Business of Happiness has helped me to refocus on what makes me happy. I didn't open the Switch that you sent me last Fall until you mentioned it in a recent 'Insights' with specific chapters to read. I can't tell you how much that book has helped me understand leading and managing change (which our 70 year old company really needs.) There are plenty of other examples - too numerous to mention them all; but I will share one more..."

Additional Impact from Reality Marketing Revolution -- "...your specific direction to read two chapters of Reality Marketing Revolution made me want to buy it. I read it quickly and then hired a marketing assistant on an hourly basis and gave her the book to read. She had helped write the copy for our website and had just been laid off. Since then she has been re-invigorated and started her own communications company. She also continues to write blogs and articles for our website; AND we are finally having a Monthly Marketing meeting as you have suggested for years! Thanks for the gentle nudges!" And thank you, Clay, for being a great student.

Why Not Free -- these online seminars cost us $15k to produce -- and we've chosen to work with the top business authors. We've also chosen to stream video and offer a longer format so you get the depth of their ideas. Others might stream audio and PowerPoints (though we don't know of anyone offering a Chip Heath webcast -- just Googled), but I find it difficult to focus for 90 minutes without a direct view of the presenter -- we think the much higher costs are worth it. And if you participated in all nine online seminars, it will cost you less than $1000/year and keep you ahead of your competition and customers in terms of the latest ideas. We choose to serve those that believe in executive education and want access to the best. 
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03/11/2010

Richard Branson Lessons; Tom Peters Book; Carlos Slim #1; Vinod Khosla Coral Miracle

"...keeping you great" 

HEADLINES: 
Tom Peters New Book -- released Tuesday and entitled The Little Big Things: 163 Ways to Pursue Excellence -- I'll get it read over the weekend and report the best pages next week. 

Bill Gates not #1 -- at least for now, Mexican Carlos Slim is Forbes "World's Richest" worth $53.5 billion. But Forbes noted that without Gates extensive philanthropy, Gates would be worth $80 billion. And a mere dollar rise in Microsoft stock will catapult him ahead of Slim as well. Mark Zuckerburg, founder of Facebook, was again the youngest (25) on the list worth $4 billion. Notable was the significant jump in billionaires in Turkey from 13 to 28 (Istanbul is a hotbed of activity) and the overall jump in Asia. And half the world's self-made women billionaires are from China! Here's a great summary article so you're informed for the weekend cocktail party circuit.

Outstanding Management Talent -- the battle-hardened young leaders that came out of WWII helped lead the greatest economic expansion in U.S. history. One significant positive coming out of the latest wars is the equally battle-hardened and savvy young leaders coming back to the states. And these young leaders have had to fight a quite different war, learning to negotiate and work with diverse cultures among other skills honed in the trenches. It behooves all of us to recruit this talent, which is not going to be scared of a challenging global economy given what they've faced in the theatre of war. One company focused on hiring JMOs (junior military officers) is Wal-Mart, which is hungry for leaders. Take five minutes and read this important Fortune article.

Finding JMOs for Your Firm -- Orion International is one of the leading firms that recruit exclusively military personnel to staff your company. Co-founded by a dear friend and Rockefeller Habits "student" Randy Nelson, he sold the firm to a private equity company in 2007. Today he's now running a fast growth IT staffing firm called NSTAR Global Services.

Hire a Hero -- One of the other outstanding leaders in the field of military hiring is another dear friend and "student" Dan Caulfield. He is currently Chairman of the Board of the Hire a Hero® program operated by the Armed Forces Support Foundation. He was also Managing Director for Helmets to Hardhats. He's also an active angel investor after selling an earlier military recruiting firm to Ross Perot. BTW, Dan and Randy, as JMOs themselves, ran some of the most disciplined companies I?ve ever had the opportunity to know.

Bring Back the Robber Barons -- this article title caught my attention in the Wall Street Journal, but it was the subtitle that spoke volumes "There's a big difference between entrepreneurs who make a fortune in the market, and those who do so by gaming the government" -- what Daniel Henninger calls the Political Entrepreneur. Included in this government-gaming clan are the vast number of financial firms which have simply redistributed wealth vs. create wealth. They are sucking the world dry!

Dreaming the Possible Dream -- it is two Indian-American entrepreneurs -- Vinod Khosla and K.R. Sridhar -- that Thomas Friedman highlights in his inspiring March 6 NY Times column. Vinod, co-founder of Sun Microsystems, is funding Calera, launched by a Stanford professor who's studied coral to learn how to create truly clean energy from coal and gas. Sridhar is founder of Bloom Energy, creator of Bloom Boxes, mini-power plants the size of a small shipping container. Google, Wal-Mart, and other companies are using these to generate cheap power. Take five minutes and become inspired -- and read this article to your children.

What I Learned From Richard Branson -- Rick Sapio, who has spent a total of five weeks with Richard Branson on his island, was probing me yesterday on what I learned from hearing Richard speak at the YPO Global Summit in Barcelona a couple weeks ago. Two things: 

1. Virgin is 250 companies run by 250 independent leaders. This structure has allowed Branson to work from home all these years so he could be around his two children -- a point he emphasized twice. It's quantity of time more than quality that matters, if I read the research correctly -- and his comments ended my search for offices in Barcelona -- I'll keep working from home! 

2. He said it's time to be bold while others are fearful -- and assets right now are half-price. I've been hoarding cash and it pushed me over the edge to make an income-producing asset purchase I had been delaying. 
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03/16/2010

Sales Era 3.0; Tripled Top Performers Results; Dana Brown; Hotel Room Update -- Sales Summit

"...out-learning the competition" 

HEADLINES: 

	If people knew how hard I worked to gain my mastery, it wouldn't seem so wonderful. 

	  - Michelangelo 


MUST READ the Foreword -- I can't remember a time when I felt the Foreword to a book was so well written and so perfectly summarized a book that I recommended a reader start there...I'll explain below, but first... 

Sales per TOP Salesperson Tripled -- it's one thing to improve the sales performance of your average sales person; it's quite another to triple the results of your top performers (from $7 million to over $25 million). This is what Shell Global Solutions achieved between 2004 and 2009 using Jeff Thull's "Diagnostic Business Development" sales approach from his bestselling book Mastering the Complex Sale: How to Compete and Win When the Stakes are High. The 2nd edition was just released last week (250 of you will be getting copies this week). I'm so impressed by his Sales Era 3.0 approach that I asked him to lead the opening four-hour keynote at the  Fortune Sales and Marketing Summit in Vegas, April 20 -- 22 - the same slot Geoffrey Moore, Neil Rackham, and Victoria Medvec filled at past Summits.

Does Complex Mean Big -- endorsed by almost every sales master in the field, I knew Jeff's sales insights were important, and his body of work, I've discovered, is legendary (two other bestsellers to his credit). My concern was if his sales approach would translate to our world - mid-market growth firms. So I dug into his work. First, complex does not imply big. Maybe Jeff would think I'm oversimplifying, but "complex" is any sale that's not a pure commodity transaction -- and that's most of us! It's where the onus is on us to demonstrate to the customer that our product/service is worth slightly (or a lot) more than our competitors, given our quality, service, benefits, approach, etc. More importantly, it's demonstrating to potential customers that don't even think they need our product/service that it's critical to their business.

Sales Era 1 & 2 -- the Sales Era 1 approach focused on cold calling, presenting, closing, and a strong dose of overcoming objections. Thull likes to describe it as the age of "show and tell," "spray and pray," "cram and jam," and my favorite "grab 'em by the tie and choke 'em 'til they buy" -- tactics I continue to use today! The Sales Era 2 approach is typified by the consultative sale. It starts with the sales person asking questions to learn the customer's view of their problem and what the customer thinks the solution should be. Then salespeople tailor their products/services to match the picture. Needs analysis, listening training, and relationships skill building are part of the training, turning persuaders into credible and trustworthy consultants.

Sales Era 3 -- Thull is quick to point out that Era 2 selling might still be quite effective for many -- so don't mess up a good thing. But if it's not working as effectively as you would like, then your customer might be in Era 3. "The hidden assumption of Era 2 is that customers clearly understand the problems they need to solve and the solutions that are required to solve them," notes Thull. "But it is a deadly assumption for a vast majority of today's complex sales. If your customers have difficulty understanding and quantifying the impact of the problems you solve, and they have difficulty sorting through and understanding the competing solutions, they are squarely in Era 3."

Mini-Case Study -- which brings me back to the Foreword of Thull's book. Order Thull's book and read the nine-page mini-case study of how Shell specifically applied Thull's approach and the results that included reducing their sales force by 60% -- from 110 to 42 -- while increasing their average contract size by 800 percent and tripling revenues -- all between 2004 and 2009. And the diagnostic approach and communication tools were particularly effective with Shell's engineers who often interact with customers in explaining/selling solutions. For many of us, its people other than sales professionals that are key to making a sale and Thull's tools are critical.

Dana Brown -- co-founder of MetaSolv Software, which grew from 2 people to over 1000, $150 million in revenue, $4 billion market cap (IPO), and then acquired by Oracle, Brown was the Chief Marketing Officer (CMO) that drove these impressive numbers. Since then she's been CEO or CMO of several successful technology ventures and most recently General Partner for RiverRock Holdings LLC, a boutique private equity firm focused on mid-cap businesses. Brown will be keynoting the Fortune Sales & Marketing Summit in Vegas and her topic will be "The CEO as #1 Marketing Executive." She'll focus on the role of a head of marketing in this situation and share a CMO scorecard to help measure what she's found to be the most overlooked, undervalued, and misunderstood metrics by mid-market CMOs.

Hotel Room Update -- OK, so we've exceeded our room block by over 100% and the really cheap rooms are gone; however, their normal rate is still less than our regular rates at Summits -- and rooms are still available. Optional hotels nearby include the Southpoint Hotel 4 miles away between the M Resort and the airport (good taxi service) and the Hampton Inn & Suites in Henderson, NV which is 2 miles away, but further south from the airport and you'll have to order a taxi. But it's all worth it given the impact on top line revenue you'll garner from the Fortune Sales & Marketing Summit 
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03/19/2010

Tom Peters Highlights; My Best Advice; Key to Happy Employees

"...keeping you great" 

HEADLINES: 
	Courtesies of a small and trivial character are the ones which strike deepest in the grateful and appreciating heart 

	  
	Henry Clay (quoted in The Little BIG) 


Tom Peters New Book -- you don't read Tom's book as much as scan it for ideas. And as he suggests himself, probably best scanned while sitting on the toilet! Entitled The Little BIG Things: 163 Ways to Pursue EXCELLENCE, it aligns in philosophy with Chip and Dan Heath's new book Switch -- it's the powerful LITTLE things that make the big difference, not necessarily big things -- there's definitely a common theme resonating as we start this new decade. 

Just-Showing-Up -- Peters claims his inspiration for the new book came from reading Tom Stewart's book The Summer of 1787, a day-to-day account of the writing of the U.S. Constitution, the outcome of which was driven mostly by those who showed up (some states sent no delegates, teeny-weeny Delaware sent five who stayed the entire time); showed up with a draft document in tow; and then stuck around from the opening to the closing bell... "and bringing the right temperament to the party," notes Tom. This is an excellent formula for how to control the direction of your own industry -- "show up, control the ink, stick around, be nice."

Excellence -- if Peters owns a word, it's "Excellence" -- and as he declares "Excellence (always capitalized!) is a 'way of life,' a 'way of being' -- not a steady state to be 'achieved'" Or as Anon says, quoting from Peters' book: 

	
	Excellence can be obtained if you: 

	  
	...care more than others think is wise; 

	  
	...risk more than others think is safe; 

	  
	...dream more than others think is practical; 

	  
	...expect more than others think is possible. 


Print this out and post it everywhere! And always strive for Excellence in all you do.

Favorite Ideas (at this moment):

#3 -- Flower Power -- flowers everywhere in the offices -- unlimited flower budget -- and send flowers to four people that have helped you recently -- they set an important tone

# 16 -- Bottom Line in Bad Times: Obsess Over the Top Line -- that's why sales & marketing are so critical this decade -- suck up every tool you can to power the top line

#22 -- Job One: Amuse Yourself -- if you're not "alive" how can your company and customers be? The key is to take "Internal Vacations" -- stay fresh, stay engaged, learn! Take the day "off." Spend the day in the lab with engineers. Learn about new projects. Monthly devote at least two work days to "far-out stuff" aimed at personal battery recharging. Ray King, founder of AboutUs.org (largest wiki in the world by page count), is spending a month in Barcelona, stepping away from the day-to-day of his third company, recharging and reinvigorating himself and his creativity (happy to help any of you do the same here in Barcelona).

#42/43 -- Work on Your First and Last Impressions -- notes Peters "I feel quite sure that we need constant reminding not just of the Power of First Impressions, but that there is a full-blown Science and Art of the Construction and Execution and Maintenance of Fantastic Beginnings.

Blinding Flashes of the Obvious -- OK, that's about a fourth of the way through the book. It's all "blinding flashes of the obvious" but that's the point. Business and life is about doing a 100 little things right -- and Peters has 163. Order the book, set it next to the porcelain throne, and pick up one good/great idea a day. Excellent work Tom!!

The Secret to Happy Employees -- Scott Nash, founder of MOM's Organic Market, pointed me to this March 9 NY Times blog written by a dear friend Jay Goltz. What is one of Goltz's keys to having happy employees? "I fire the unhappy employees!" (#39 on Peters List!). Take three minutes and enjoy this article.

Fortune "Venture" column -- here is a link to my new column in Fortune magazine (p. 70, March 22 edition) -- I share the six best pieces of advice I've ever given companies to drive their growth. Checkout the unique layout of the column in the paper magazine.

New Gazelles Logo -- using 12designer.com , one of the incubator firms within Grupo Intercom (leading Spanish internet incubator), Gazelles has a new, cleaner, logo with our own new "swish" -- which represents our willingness to bend-over backwards and push you forward in growing your business. Go to www.gazelles.com to take a look! And while there, book an "internal vacation" -- the Fortune Sales and Marketing Summit in Vegas. 
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03/23/2010

CEO of Zappos Top Three Books; Heath Webcast Time Warning; Driving Top Line Revenue Growth

"...out-learning the competition" 

HEADLINES: 
Driving Top Line Revenue Growth and Market Share -- what could be more important than this in the coming decade...but first,

Daylight Savings Time Warning -- for those in Europe and Asia looking to view Stanford Professor Chip Heath's LIVE online seminar this Thursday March 25, the time will be an hour earlier for you since the U.S. switched over to Daylight Savings Time sooner than most of the rest of the world (which switches over this coming weekend). Please check your time conversions carefully. The Heath seminar is noon - 1:30pm Eastern Daylight Time. And the seminar will be archived within six hours after the finish so you can view it anytime after that.

Tony Hsieh, CEO of Zappos -- just finished reading his new book Delivering Happiness: A Path to Profits, Passion, and Purpose yesterday on my flight to London to visit the EO chapter (it's a book you can read in a couple hours). Though not published until June, 2010, Tony was kind enough to send me a galley copy to read in preparation for his keynote at the Sales & Marketing Summit in Vegas (April 20 - 22). After co-founding and selling LinkExchange to Microsoft for $256 while still in his mid-20s (and just 2.5 years in business), he invested in Zappos and 26 other start-ups, becoming CEO of Zappos shortly thereafter. 10 years later, in July 2009, Amazon purchased Zappos for $1.2 billion. If you do the math, Hsieh has averaged over $100 million per year in value creation!

Never About the Money -- though he was always trying to make money as a child (his money making schemes are fascinating, like his button manufacturing business that made him $200/month for many years as a teenager -- I'm reading them to my children when I get home tomorrow), in the end LinkExchange and Zappos were never about the money. In fact, Tony put his last penny into Zappos to keep it going in those early years, a company that almost closed several times. It was always about building a "tribe" and culture into which he could pour his passion and soul. And early lessons from LinkExchange helped shape how the culture at Zappos would be nurtured, what became the key to their success.

Always About the Learning -- an avid book reader himself, one of the three key emphases' at Zappos is learning. Early on in the company, they amassed a library of books. To encourage learning, they listed all the employee's names down the side of a white board and all the books across the top and then kept track of which employees read which books. Still today, at over $1 billion in revenue, learning is a huge key to their success -- seminars, workshops, training, reading, etc. 

One of the Three Most Important Books all employees must read during new employee training is Chip Heath's book Made to Stick. The other two are Mark Sanborn's classic The Fred Factor and Fish! A Remarkable Way to Boost Morale and Improve Results.

My Favorite Zappos Story -- after reading the book (I can't say much more until it's published) I'm juiced about hearing Tony speak in Vegas. He's one of a handful of huge entrepreneurial success stories of our time. And he promises to be as specific in his keynote as he is in the book, on how Zappos has driven revenue, maintained and built a powerful culture, and built a strategy around delivering an outstanding customer experience -- including my favorite story from the book (p. 99) about his deus ex machina moment in Zappos that was THE do or die moment in the company's history -- when he and his partner Fred went for a drink to figure out a last ditch effort to save the company and ended up outlining a radical new direction that did just that. Some of you might be facing the same moment.

Driving Top Line Revenue Growth and Market Share -- we're a month away from the Sales & Marketing Summit. Registrations are running twice what they were last year this time, so it's obvious many of you understand how critically important it is to drive, hard, your top line revenue growth and grab market share. Eight of the top sales, marketing, pricing, and customer service thought leaders of our time will be in one place for 48 hours. Get someone there to glean the ideas (a leaders MOST important job -- generate ideas!) and stay ahead of the competition and your market. 
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03/25/2010
Mind Stretching Stuff; Capitol Lighting Video; Tom Peters Interview

"...keeping you great" 

HEADLINES: 

Correction to Last Insight -- Tony Hsieh, CEO of Zappos, sold his first company to Microsoft for $265 million, not $256! And Tony is also giving away one signed advanced copy per day from now until the book is launched on June 7th. Interested readers can sign up at www.deliveringhappinessbook.com. 

Capitol Lighting Quarterly Theme Video -- it's that time of the year to be planning for your next quarterly theme (April 1 start for most companies). What are your top 3 - 5 priorities for the quarter and how are you going to communicate them? Capitol Lighting, with 9 retail lighting stores in New Jersey and Florida, produced a 3 minute video to highlight their "A New Dawn" theme, core values, and five priorities. 

Navigating Choppy Waters -- notes Ken Lebersfeld, co-owner of this 4th generation business with his brother and two cousins, "we have been seriously impacted by the housing downturn and have navigated our way through some pretty choppy waters. We have made more changes in the last 10 months then in the prior 10 years." This is their first quarterly theme, unveiling the results of their One-Page Strategic Plan. 

Keller Sports GbR Sets 90-Day Goals -- another newbie to Rockefeller Habits, Jakob Keller, Managing Partner of Munich-based Keller Sports, noted "after having heard you in Munich (Feb 9), we've implemented the first two 'tools" in our company. First we set up a meeting plan including daily, weekly, and monthly meetings. Second, we set up 90-day goals." Results since launching March 1: 
1. We have had about 250 daily meetings since we started and it has only happened twice that someone showed up a couple of minutes late as they are eager to be able to let me know what's up and to share their "where I am stuck -- question." 

2. A couple of our employees told us that they wanted to use their holidays, for the days they hadn't been to work due to illness, so they could keep on fighting for the 90 day goals. 

3. Employees simply say that they feel much better with the new structures and they now know what they work for specifically. 

Get More DONE -- continues Jakob "In terms of performance measurements it might be a little too early as we started on March 1st, but until now I can say that we get more DONE instead of trying to get done many things at the same time -- the feeling of getting something done is something each employee needs as a reward...and the employees are happier and much more motivated than they had been before." 

Learn Fast -- Act Fast -- concludes Jakob "next we are going to implement a 'distinct customer feedback' process for every employee of the company (including myself). I am positive this is going to give us great value." 

Tom Peters Interview -- and as a follow-up to my review of Tom's new book The Little Big Things, John Cousineau, President of sales-productivity software company Amacus pointed me to David Meerman Scott's 12 minute interview of Tom about the new book. Particularly watch the one minute segment starting at 3:25 (David provides the time coded segments) where he delineates what has and hasn't changed in business the last 30 years. 

Interesting Mind-Stretching Stuff -- one of Tom's 163 ideas is to continue to stretch your mind with interesting stuff, so I'm going to add a section to my weekly insights that hopefully does just that for you. My first one is about a "Cheap Portable Wound Healing Device" an MIT grad student developed and is testing in Haiti. 
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04/01/2010
"...keeping you great" 

HEADLINES: 

	"If you wish to persuade me, you must think my thoughts, feel my feelings, and speak my words." 

	  
	Cicero as quoted in Persuasive Business Proposals 


Small Font Size? -- just heard from Ray King, founder of AboutUs.org, that the font size of my insights shows up small in his in-box. Are any of the rest of you experiencing the same problem with the insights? The font size should be roughly the same as any email you receive. Please let me know -- thank you.

What Makes Us Happy? -- David Brooks, NY Times columnist, wrote an interesting peice this week summarizing what research shows makes us happy. My favorite few lines -- "The daily activities most associated with happiness are sex, socializing after work and having dinner with others. The daily activity most injurious to happiness is commuting. According to one study, joining a group that meets even just once a month produces the same happiness gain as doubling your income." It's the last line that particularly garnered my attention.

What About the Rest of the Executives? -- Members of various CEO organizations receive this "happiness" benefit of a monthly forum meeting -- but what about the rest the executives? Gazelles has been testing a monthly forum process with CFOs, COOs, HR, IT, Sales, and Marketing executives this past six months with 22 leading-edge growth firms. Given the initial positive feedback, we'll be rolling this out with 40 additional firms in the fall -- stay tuned.

What Doesn't Make Us Happy? -- writing proposals! Some of the very best executives, program managers, engineers, and consultants freeze up when they have to put what they know and what they're recommending on paper. You can make the best face-to-face presentation, but inevitably the client wants something in writing. And almost all major government contracts require a proposal. Tom Sant, the guru of proposal writing and author of Persuasive Business Proposals, even has research showing that sales people will often skip going after multi-million opportunities because they don't want to submit the necessary proposals! 

What A Proposal Isn't? -- Tom Sant, who has taught thousands of top executives how to write winning proposals, notes "Writing a winning proposal isn't a matter of content. It's a matter of structure and process. Say the right things in the right order and you'll win." What his book focuses on is the process -- the steps to follow to develop and write a clear, compelling, persuasive proposal -- the same methodology Sant uses when he works directly with a client.

Seven Questions for a Client-Centered Proposal -- I'm a huge fan of the right questions, and Sant has seven that drive writing a winning proposal (I would get his book and go right to that section of the book for the details). Here are the seven questions: 

1. What is the client's problem or need? 

2. What makes this problem worth solving? What makes this need worth addressing? 

3. What goals must be served by whatever action is taken? 

4. What goal has the highest priority? 

5. What product/applications/services can I offer that will solve the problem or meet the need? 

6. What results are likely to follow from each of my potential recommendations? 

7. Comparing these results to the customer's desired outcomes or goals, which recommendation is best? 

Sant also has twelve questions for developing a consultative proposal -- powerful list.

The Language of Success (Email). This is the title of Sant's latest book and focuses on general business writing, especially email. The key is eliminating jargon and developing a straight forward approach to communicating your message. BTW, my one "must" re: emails -- that the subject line must match the email. Often in email strings the subject of the email changes but no one has changed the subject line to match! The other "must" is communicating just one main idea in an email. If there are several subjects, write a separate email to the same person covering each subject -- that way they can forward to and copy the people appropriate to the specific topic. And I'm more likely to get a response to a single-subject email then if I stick multiple subjects in a single email.

The Giants of Sales -- Sant also wrote one of my favorite classic sales books entitled The Giants of Sales: What Dale Carnegie, John Patterson, Elmer Wheeler, and Joe Girard Can Teach You About Real Sales Success. Some sales fundamentals never change and Sant has gleaned the best from these four fathers of sales. At a minimum, if you're a sales professional, you should know the history and giants of your own profession and their timeless knowledge. NOTE: Elmer Wheeler's classic book Tested Sentences that Sell is another must read -- I was blown away by the insight and power of using one simple word vs. another -- particularly powerful in the internet world of sales.

Tom Sant Webcast -- Keynoting our Fortune Sales & Marketing Summit we'll also broadcast Tom's presentation LIVE from the Summit via an online seminar -- 4pm -- 6pm ET Wednesday, April 21. Learn from one of the true giants of sales right from your desktop if you're unable to attend the entire Summit. 
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04/09/2010
Hope for the US; Mindblowing Data; Rename War Room

"...keeping you great" 

HEADLINES: 

Hope for the U.S. -- David Brooks Op-Ed in the NY Times this week highlights Joel Kotkin's book The Next Hundred Million: America in 2050. Demographics drive most economic trends and if trends hold, America will actually get younger, with only 25% of its population over 60 vs. 31% in China and 41% in Japan. He also highlights Stephen Rose's book Rebound: Why America Will Emerge Stronger From the Financial Crisis which highlights some interesting data points re: wealth. Take five minutes and read this column. As Brooks sums up "the U.S. is on the verge of a demographic, economic and social revival, built on its historic strengths. The U.S. has always been good at disruptive change."

Another Name for "War Room" -- Robert Kyslinger, Managing General Partner of Houston-based OMNIPOTECH has been searching around for another name for their executive meeting space besides "war" room or "situation" room, so he put a request out to his network of entrepreneurial friends. Do you have any ideas? Do you name all your meeting rooms? Nike names theirs after famous athletes, for instance.

Named After Core Values -- John MacInnes, President of Print Audit, noted "We call ours Fun. Typically our meeting/working rooms are named after our core values." This is another way to reinforce the culture. BTW, I couldn't help notice in MacInnes' email this line "Last year Print Audit customers used Rules to save 190,000 trees and $150 Million." 

LEGO® Land -- besides being my children's favorite amusement park, Kyslinger emailed me back and said his CFO suggested calling the meeting room LEGO which is Danish for "Play Well" (LEg GOdt). In Latin it means "I assemble." And it just so happens that OMNIPOTECH's theme this year is "Play to Win" and Kyslinger is a rabid fan of LEGOs, which he has been collecting since 1973. 

Serious Alignment -- Out of this concept have come ideas for placing a LEGO constructed blue and orange logo of their company in the middle of the conference room table; give out LEGOs as prizes; and have big buckets of LEGO around for people to fiddle with. And it wasn't lost on me that both LEGO and OMNIPOTECH use all caps for their respective logos. Alignment is fun when it works.

Serious Play -- Kyslinger also shared with me that LEGO has a business initiative called LEGO SERIOUS PLAY™. LEGO has a conviction that constructing a metaphorical 3-D model of your business in a playful manner will unleash your creative imagination to develop an innovative and dynamic business strategy based on a clearer sense of your company's identity. Might be a fun team exercise at a planning session. 

Serious Creativity -- and while in Dubai on Tuesday for a series of presentations and interviews, Rockefeller Habits "super student" Thomas Lundgren, founder of a 14 store chain of The One furniture stores, showed me his new 3.0 store creation. No detail was overlooked, including writing on the inside of the elevators which in essence said "we're providing this writing on the inside of the elevator so you have something to read to make you more comfortable in the elevator."! And though he encourages people to bring their own bags for the small items you might purchase, if you need a bag he provides a biodegradable plastic bag, explaining that paper bags consume 8 times the petroleum to produce than his bags -- so much what people think is environment isn't. If in Dubai, you MUST see his new store. In the meantime, enjoy the enchanting music on his website when launched -- and then check out the "Fun Stuff" and his "Eargasm" section -- I listen to Thomas's choice of music while I'm doing email. 

China Just Adds More Zeros -- with Tiger Woods in the news this week, the big news in China, while I was in Shanghai hosting a one-day Rockefeller Habits workshop yesterday, was the arrest of a business manager who cheated on his wife with over 500 women. She found his electronic diary on his computer where documented each tryst and stated his goal to have sex with 800 women (8 is a lucky number). He was actually arrested because he documented that many of the women were paid using bribes he had received! The Chinese press went wild over the story. 

More Mind Blowing Data -- check out these infographics on WalMart from 1962 -- present. I wasn't able to get the actual infograph to work, so go to this link. 
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04/13/2010
3500 Year Old Principle; 100 Key Questions; 4 Types of Buyers; ROAR

"...out-learning the competition" 

HEADLINES: 

	Words are, of course, the most powerful drug used by mankind. 

	  
	Rudyard Kipling quoted in Roar 


Tom Sant Webcast April 21, 4pm -- 6pm ET -- for those unable to join us in Vegas but would like to tune-in to a part of the Summit, we're streaming LIVE from the M Resort Tom Sant's keynote -- author of Persuasive Business Proposals (we all have to write them); Language of Success; and The Giants of Sales. He's also the creator of the famous software programs RFPMaster and ProposalMaster which improve win rates by 33%. Here's a link to sign-up -- $99/individual; $495 company license (view for a year). 

ROAR!: Get Heard in the Sales and Marketing Jungle is the latest book by Kevin Daum along with fellow EOer Daniel Turner. Written as a business fable and available this week on Amazon, Kevin and Dan show how you can't communicate your message to all buyers in the same manner -- a fatal mistake made on websites, in marketing materials, and through personal communication. Here's a link to download the first 2 chapters for free -- take ten minutes to read (the whole book can be read in an hour or so)

3500 Year Old Principle -- In the Passover Seder, Jews are told to communicate to their four sons; the wise, the wicked, the simple and the son unable to ask. Kevin and Dan translate this to business as the Wise Buyer, the Cynical Buyer, the Simple Buyer and the Disinterested Buyer. In the book they show how to take your same value proposition message and make sure it's communicated on your website and other marketing materials in ways that appeal to all four buyers -- this is an original and clever insight -- congrats Kevin and Dan. 

"VP" of Sales and Marketing -- but first you must get your VP right -- your Value Proposition. Beyond being a mere sentence, they use a three part framework: Pain, Solution, and Best Buyer. Download the first 2 chapters of their book for free and go right to Chapter 2 -- you'll see listed, a few pages in, a succinct example of a clear Value Proposition.

Construct Your Messages -- Once you have the VP, then it's time to construct your messages using these four steps (ROAR is the acronym): 

	  
	Recognize the buyer types 

	  
	Observe from their perspective 

	  
	Acknowledge who they are 

	  
	Resolve their need 


Wise Buyer -- for instance, if you recognize you have a Wise Buyer, you need to recognize that they are never satisfied with the initial information you provide and will ask several unemotional questions to seek more information. You need to acknowledge this need for more, concise, information and get them the information they require. I had a Wise Buyer on the phone just this morning and Kevin and Dan's framework helped me close the sale. 

100 Questions -- Once you have a compelling message and know how to communicate to the 4 buyers, Kevin and Dan point out you have to integrate that message consistently into your sales process and marketing program. No one has money or resources to waste on marketing programs that don't work and yet most of us don't take enough time to really think through each detail of our sales process. Kevin created this great tool that gives you over 100 questions to break down the experience of buying with your company. Answer the questions with your team and then you can design and measure marketing initiatives based on desired results. It's better to plan than hope.

Drive Top Line Revenue Growth -- Kevin will be keynoting the Fortune Sales & Marketing Summit next week in Vegas, the week his book is official released. Over the past few months I've highlighted seven important sales & marketing books written to help drive top line revenue growth. Read these books (or come learn directly from the authors at the Summit) to stay ahead of the competition, to garner ideas for improving your sales and marketing process, and to learn from other sales and marketing professionals of growth firms. See you next week in Vegas. 
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04/15/2010
F500 Quadrupled Profits; Many Firsts; Biggest Winners; Meeting Room Name Update

"...keeping you great"

HEADLINES: 

Profits Quadrupled for Fortune 500 -- the latest list was released today with Wal-Mart ($408 billion) back on top, followed by Exxon Mobile, Chevron, GE, and Bank of America. And the big news -- corporate net profits jumped from an average of 1% in 2008 to 4% in 2009, near the historical average of 4.7%. Take five minutes and read this excellent Fortune article summary of the sector-by-sector results -- and some excellent "how to" examples of success like Mattel's.

Many Firsts for the F500 List -- 1) Shed 821,000 jobs (3.2% of payroll), the biggest loss in the list's 56 year history; 2) Sales fell 8.7%, the biggest fall since 1983; 3) Profits jumped 335%, from $90 billion to $391 billion, the second largest jump in history; and 4) GM fell from the top 10, the first time in the list's history (and Ford made the top 10 -- no bailout required!).

Biggest Winners On the List....(and saddest news from my viewpoint) were the pharmaceutical companies according to the article. And the latest health care reform further subsidizes the industry with tens of billions of additional dollars -- which is why the industry spent $100 million in lobbying and advertising to support the reform this time around. My family was able to help my 75 year old mother get off the bag of drugs her doctors had loaded her up with (twice!) and for which they likely received kick-backs, while many US citizens are drowning and suffering a decreased quality of life from all the legal meds doctors are prescribing (OK, that's off my chest).

Lean and Best -- getting "lean" early is how the Fortune 500 drove increased profits from decreased revenues. And getting LEAN (the formal process) doesn't mean simply piling more work onto fewer employees. Nurse Next Door, the poster-child for a growth service company implementing formal LEAN practices (doubled call center productivity, dramatically reduced time to sign-up new franchisees, took the pressure off their payroll staff, etc), was just named one of the 75 Best Employers in Canada, being named alongside companies such as Google Canada and the Four Seasons Hotels. Congrats to Ken Sim, John Hart, and their team. For those wanting to learn how to achieve similar results -- more with less and maintain happy employees -- contact Guy Parsons at LeanVS -- he can help.

Top 20 Most Innovative -- besides also being named British Columbia's #1 company to work at in 2009, Nurse Next Door, along with Gazelles 200 participating firms Coastal Contacts and BuildDirect, we're recognized as the Canadian province's 20 most innovative companies. Noted co-founder Ken Sim "the one correction I would make to the article (about the Innovative 20) is we have NOT adopted "Six Sigma". We have adopted and championed "Lean". We are actually recognized as a "lean" leader in the health care and services industries." Lean matters -- and is so much easier to implement than Six Sigma!

Coaches Matter (Roddick and Mickelson) -- I think sports analogies in business are way overused, however, a Reuters article in Gulf News last week (Middle East's leading English newspaper) caught my attention. It noted that Andy Roddick's new coach, Larry Stefanki, "who guided Chilean Marcelo Rios and Russian Yevgeny Kafelnikov to world number one ranking, has been working with Roddick over the past year" thinks Roddick could emulate Andre Agassi who won five of his eight Grand Slam titles after age 29. Roddick has won two of his last three tennis tournaments and has Stefanki to credit. In turn, Mickelson's Masters win this past weekend put a smile on my face, noting that his coach Butch Harmon is Tiger's old coach. Coaches matter!!

Meeting Room Naming Update -- many options flooded in since my request last Thursday: 

· PrintingForLess.com -- name theirs after Montana's famous local mountains: Absaroka, Electric Peak, Grand Teton, and Moonlight 

· Skoda Minotti -- name theirs after universities and colleges from which their team are alumni i.e. The Ohio State University conference room, University of Notre Dame conference room, etc. 

· HPTI -- Innovation Room. 

· WisdomTransfer -- Mission Control (nice double meaning) 

· Genesis World Mission -- OpRoom (for Opportunity Room and double play on Operations Room) 

My Personal Favorite Name -- and this note from Kirk Zehnder, President/CEO of Earnest "Being a Cleveland company we named our five meeting rooms after famous business people in Cleveland. The War room got the best name of them all, "Rockefeller" and yes the homage to (your) book was extra credit." BTW Kirk's letter to his customers posted on the homepage of the website shows he's listening to them -- take a moment to read.

Father's Legacy: A War Room Story -- and finally, this moving story from Matt Schwartz, President of Schwartz Employee Benefits "As for the 'war room' when my father passed away unexpected three years ago, we opted to honor him by converting his office into our "internal meeting space," using his desk as the conference table. He had joked for many years that he dreamed about a distinguished photo on the wall, with a pin light shining up, with the title "Founder." As it turns out, a few months before his death we had professional photos taken so he really does now beam down, presiding over our exec and other sessions. It's an ongoing reminder of our core value 'Building on a Legacy.'"

Not Knowing -- This Tuesday's note from Doug Greenlaw, Lockheed Martin, sums up why leaders must be learning years ahead of when the knowledge might be needed "Wanted to give you some feedback. I recently reorganized my department around the concepts that I learned from you at the Dell event years ago. I wanted you to know that I'm still getting tremendous value from the things you've taught me, and in particular from specific things we learned in your summits! Years later I am applying the things you exposed us to." To Doug's point, it drives me crazy when an executive tells me, since they are working on a specific initiative "that we don't have time right now to learn new ideas." It's not knowing what you don't know that is the biggest threat to your business. Out learning the competition matters! See you in Vegas next week! 
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04/23/2010
Biggest Sales Mistake; 40% No Decisions; 5 Rules for Readability; Easy Videos

"...keeping you great"

HEADLINES: 

WARNING: below are some "aha" nuggets from the Fortune Sales & Marketing Summit, however, please don't construe these as a complete summary, as in "is that all they learned?" Space limits me to a few simple, yet hopefully, useful ideas.

Biggest Sales & Marketing Mistake -- in proposals, on websites, in emails, during conversations -- the biggest mistake is talking too much about your own company -- your history, your products/services, features, benefits, people, and capabilities. See if you are doing this. More on this below.

Inexpensive Corporate Videos -- According to Forrester Research, video is 53 times more likely to be on the 1st page of Google. Bettina Hein, founder of Pixability, used a simple Flip camera to produce a 2 minute summary video of the Fortune Sales & Marketing Summit this week in Vegas (a few key nuggets shared -- and check out our stage). She then showed everyone at the Summit how to do something similar, info you can find on her website. And for $595 (a fraction of the cost of a professionally produced video) she'll take your video clips and produce, overnight, something nice.

40% No-Decision -- this metric has been on a steady increase, notes Jeff Thull, author of Mastering the Complex Sale. "It indicates that your biggest competitor is not another firm, but customers deciding they don't want to purchase a solution like yours from anyone. They just don't see the value in what you do." This is why 50% of the selling process must be spent establishing the value of your solution through a Diagnostic and Discovery process. Most sales people don't want to take the time. But if they do take the time, it reduces the overall time to close a sale by 42%. Read Jeff's book.

Always Be Leaving -- Thull (pronounced 'tool') shared several what he called "Key Thoughts." One key thought is for sales people to "always be leaving" a conversation with a customer. For instance, the customer says "but your competition has a better solution for a lower price." Rather than confront and defend, it's better to say "the competition just might have a better solution and price. I just don't know enough yet about your situation to know if that's the case." You never want to be verbally confrontational in a sale.

Top Four Blog/White Paper Titles -- spend 40% of your time picking the right titles for your blog posts, videos, or the white papers you publish on the web. Brian Halligan, CEO of HubSpot and author of Inbound Marketing, had us construct four impactful titles. Keys: 10 words or less so Google doesn't truncate; always include the key words your customers use to search for your products and services; and make it catchy like the headlines of a newspaper or CNN.com. For example, one of his employees is an Olympic athlete, so rather than title a white paper "Growing your business" she might title it "An Olympic Athlete's 8 Internet Marketing Tips" -- internet marketing tips being the three key words and Olympic Athlete being the catch. 

Five Rules for Readability -- Tom Sant, author of Persuasive Business Proposals, shared five rules for making anything you write more readable -- and Microsoft Word can automatically tell you if you've met four of the rules: short sentences (ave. 17 words or less); short words (average 5 characters or less); 10th grade reading level or lower; and less than 10% passive voice. I've been writing for years and never knew about the "Readability Statistics" tool in Word. The fifth rule is no fluff, guff, geek, or weasel words in your writing.

Readability Statistics -- Press F1 while in Word to pull up the Help/Search menu and search for Readability Statistics. Follow the instructions to turn on the feature. The only confusing part of the instructions is the "Word Options" choice is at the bottom of the right hand column of the main Word pull down menu. Once the feature is activated, you have to actually manually check the Spelling and Grammar of your document once (under the Review menu) and at the end of the process the summary pops up. Cool feature -- I'm at a 9.7th grade reading level, 4.7 characters per word, 20 words per sentence, and 2% passive voice for this insight. I was higher on all these statistics and made adjustments.

Biggest Mistake in Losing Proposals -- talking about your company! Most winning proposals don't mention the name of your own company until the 2nd or 3rd page of an Executive Summary. The first page should outline the customers pain/situation and the measurable results they'll achieve if they purchase your solution. Same goes for your website, emails, and initial conversations with potential customers. Read Tom's book.

More Nuggets Next Week...and FYI, next year's Fortune Sales & Marketing Summit is April 19 -- 20, 2011 -- likely on the east coast of the U.S. It's "not knowing what you don't know" -- unconscious incompetence, as John Assaraf, author of The Answer, called it -- that is the biggest risk to your business.
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04/30/2010
Mind Control; 10 Questions; Complimentary Book; Cancer Killer

"...keeping you great"

HEADLINES: 

5 Techniques to Win Over the Masses -- Dr. William Horton, author of Mind Control, keynoted the "Taipan: Making of Asian Giants" program this week in Kuala Lumpur, Malaysia. After showing various debate clips featuring Presidents Reagan, Bush, Clinton, and Obama, he outlined five techniques for winning over (manipulating!) the masses:
1. Encourage their dreams 

2. Justify their failures 

3. Allay their fears 

4. Confirm their suspicions 

5. Create a common enemy 

So this is how it's done -- cold and calculating. We're so predictable. Keep this list handy.

Increase Revenue 10 Fold -- John Assaraf, author of The Answer, challenged all of us at the Sales & Marketing Summit to raise the bar considerably. Energy is everything and our thoughts control the vibration of the energy we attract to us. So he reminded us that whatever we're achieving (or not achieving) is exactly what we've been expecting. This especially goes for sales people. You can teach all the sales techniques you want, but if the mind doesn't believe, it really won't be achieved. John has 10 questions to determine if you have what it takes to be super successful. I particularly like number 1 on the list.

Twitter Generates $200k in Revenue -- Mike Jagger, CEO of Provident Security and a new venture called JustTheBill.com, landed $200k in revenue using Twitter. At the Sales Summit he presented an entertaining and insightful 15 minute presentation on how he uses Twitter in business. One quick tip: go to www.search.twitter.com and search for your name and/or company name -- see who might be twittering about you. Then grab the RSS feed of your search so you're monitoring Twitter constantly. See what people might be saying about you and your firm.

Successful Selling: Free Book Offer -- Matt Heinz of Heinz Marketing led our audience through a series of insightful exercises at the Summit. He's the author of Successful Selling which provides techniques for attracting more prospects, increasing referrals and repeat business, and focusing on customers who what to buy. He made his book available for free to every Summit attendee and has extended the offer to all of our newsletter readers. Email Matt your mailing address to matt@heinzmarketing.com to get your free copy.

Hiring a Sales Manager -- and this note from Joseph E. LaValla, CEO of Integrity Graphics on his use of Objective Management Group's (OMG) sales force and sales manager assessment tools. After realizing the sales assessment tools he had been using for 15 years weren't the quality he thought, he made what he feels is his best hire in 25 years using OMGs assessments:

"As the worst recession of our time was starting to settle in, I was trying to stay ahead of the curve, felt I could use a little help with my sales team and asked Objective Management Group for their expertise.

The first step was to assess the sales force for sales capability and potential. I have been using personal assessments for over 15 years and had assessments on each of them. I thought and believed that I was getting a quality assessment from another firm until I saw how focused, detailed, and customized towards my requirements the Objective Management Group assessment is.

Once the sales force evaluation was completed and the training began we knew success was imminent as we knew that the salespeople that were to be trained had the personal tools, incentive and ability to succeed. As business from existing clients dropped in 2009, we increased our new business sales to record levels. Additionally, when it was time to hire a new Sales Manager I took their advice and followed the Objective Management Group's proprietary sales recruiting process. I set the requirements and they provided the assessments and with great success I would say. I processed over 200 applications in less than 30 days and feel that my new Sales Manager could be one of my best hires in over 25 years of hiring."

Vitamin C Kills Malignant Mesothelioma Cells -- research evidence continues to build a case supporting the simple power of high dose Vitamin C to kill cancer cells while leaving healthy cells strengthened. I received another 50 gram Vitamin C IV just before the Sales Summit -- something I do for prevention (plus it reduces wrinkles naturally -- no Botox required).
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05/04/2010
Hiring in 2010?; Europe's Challenge; Growth Summit India; Growth Summit Europe

"...out-learn the competition"

HEADLINES: 

Europe's Challenge -- European companies face the challenge of increasing revenues and profits in flat economies (you've read about Greece, Spain, and Portugal) while facing the prospect of international competitors entering their own markets. The answer is going global and getting lean -- getting in your competitors markets (China, India, Middle East, Eastern Europe, US, and Latin America), with the most competitive workforce, before they get in yours. This is the focus of the Growth Summit Europe 15 June Barcelona -- more info below.

Are you Hiring in 2010? Then tune-in to the #1 ranked hiring guru, Geoff Smart, author of "Who: The A Method for Hiring." His LIVE online seminar is Thursday, May 13, noon -- 1:30pm ET. Geoff's book is still the #1 ranked hiring book on Amazon along with his father's book Topgrading. Here's a link for more information and to register. $99/individual; $495 company license (unlimited browsers).

90% Guaranteed -- The Who/Topgrading methodology is the only approach guaranteed to get you the right person 90% of the time, whereas conducting a "feel good" interview gets you 40%; testing gets you 50%; and the standard behavior-based interview gets you the right person only 60% of the time. Even if you've known the person for quite some time (which ups your odds of success), it's still critical to conduct a Topgrading interview. I'll share my own story, during the webcast, of how Topgrading saved me from hiring a friend. You can't afford to get these key hiring decisions wrong! And the Who methodology provides tools for recruiting and retaining as well.

Growth Summit India -- Hermann Simon, the Peter Drucker/Jim Collins of growth firms and author of my favorite business book of all time, Hidden Champions of the 21st Century, will be in India next week. Joining him is über-strategist Kaihan Krippendorf, author of Hide a Dagger Behind a Smile: Use the 36 Ancient Chinese Strategies to Seize the Competitive Edge. He's also the author of The Way of Innovation: Master the Five Elements of Change to Reinvent Your Products, Services, and Organization. Spend a day with this powerful duo Tuesday, May 11 Bangalore; May 12 Bombay.

Europe's Blue Ocean -- back to Europe, European companies face the largest "blue ocean" opportunity to face firms in the history of business -- an additional 1 billion consumers moving into the middle class (just east of Europe) this coming decade which will drive all markets: consumer, business, and industrial. This emphasizes the need to "Go Global." But they'll need to have world class competitive processes, thus the importance of focusing on "Getting Lean."

Growth Summit Europe -- Join us in beautiful Barcelona 15 June for our first Growth Summit Europe and then spend a couple additional days participating in the World Innovation Summit. Keynoting the Growth Summit entitled "Going Global, Getting Lean":

	  
	Liz Wiseman, author of Multipliers: How the Best Leaders Make Everyone Smarter and President of The Wiseman Group based in Silicon Valley. She's the former VP of Oracle University -- from U.S. 

	  
	  

	  
	Hermann Simon, author of Hidden Champions of the 21st Century: The Success Strategies of Unknown World Market Leaders and Founder/Chairman of Simon, Kucher & Partners -- from Germany 

	  
	  

	  
	Guy Parsons, co-founder of the Lean Institute, Cambridge, Massachusetts, and founder of Value Stream Mapping -- from U.S. 

	  
	  

	  
	Verne Harnish, author of Mastering the Rockefeller Habits: What You Must Do To Increase the Value of Your Fast Growth Firm and Founder of Gazelles Inc. -- from Barcelona 
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Greatest Transaction Ever; Russian Nightmare; Why Amish Businesses Succeed

"...keeping you great"

HEADLINES: 

Photo Request -- did you have your picture taken with one of the keynote speakers at the Fortune Sales & Marketing Summit? We would love to have a copy to post on our website (and we'll link back to your website). Please send with your name, title, and company name.

The Myth of the Daredevil Entrepreneur -- I missed Malcolm Gladwell's (Tipping Point fame) insightful Jan 18 New Yorker article entitled "The Sure Thing (How Entrepreneurs Really Succeed)". Notes Stephen Adele, CEO of iSatori, "Gladwell uncovers the fact that discipline vs. luck, risk, or daredevil tactics, makes for a successful entrepreneur." In the article Gladwell tells the inside story of "The Greatest Trade Ever" and makes a strong case that highly successful entrepreneurs obsess over minimizing the downside while going after opportunities that provide a huge upside. In other words, the best entrepreneurs are risk adverse. Take 10 minutes and read this article -- then plan for the oversized transaction that propels you to prominence.

Why Amish Businesses Have a 95% Success Rate -- hard work, staying lean, and remaining focused on what they do best. There are 9000 Amish businesses in the U.S. and the guy that's researched them more than anyone else is Erik Wesner. He's the author of a new book Success Made Simple: An Inside Look at Why Amish Businesses Thrive. For a quick overview, read this CNN/Money article.

Welcome to rUSsiA -- another nightmare as been discovered buried in the U.S. Healthcare Reform Bill. Starting in 2012 a 1099 form must be filed for ALL payments over $600 made to any person, company, organization, restaurant, or corporation -- the IRS wants to track every expenditure you make! This means billions of forms will need to be tracked and filed by small businesses (and we'll pay for these billions of forms to be reviewed by government employees).

Russian Nightmare -- the entrepreneurs I met in Russia explained how they employ an extra 1 - 3 accountants just to complete all the paperwork required by the government. And they spend an hour each day just signing a pile of forms sometimes a foot thick. This, in turn, gives government employees, jealous of the "rich" business people, a reason to blackmail funds from the entrepreneurs. I heard horror story after horror story (and similar stories in the U.S.!). As a result, there are only 16 Russian EO members in all of Russia because most entrepreneurs want to stay hidden from their government. BTW, it seems women intuitively know where it's corrupt. The Russian population is expected to fall by 25% because women are reluctant to bring children into such a corrupt society.

Show at Your Weekly Sales Meeting -- here's a 2 minute interview I did with Jeff Thull (tool), author of Mastering the Complex Sale. He succinctly explains the differences between sales era's 1, 2, and 3.

Show at Your Weekly Marketing Meeting -- here's a 3 minute interview I did with Brian Halligan, CEO of HubSpot and author of Inbound Marketing. He discusses the fundamentals of inbound marketing (attract) vs. outbound marketing (spray and pray).

Show at Your Weekly Management/Employee Meeting -- here's a 3 minute interview I did with John Assaraf, author of The Answer. He explains the importance of getting your inner game right before the outer game (all the tools and techniques) will be effective.

Best Place to Work in Spain -- I wish I could take credit, but client Softonic was just named the #1 company to work for, not only in their size range (100 -- 250 employees) but also the #1 company to work for in Spain, no matter the size! "This is the second year we've won this award and we are extremely happy," notes Emilio Moreno. At least I've not messed them up.


Did you miss previous insights? - read here 
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2000 Applicants; Top 100 Reasons; Melting Block of Ice; Geoff Smart Webcast May 13

"...out-learning the completion"

HEADLINES:
	Nobody is smarter than everybody. 

	I Love Rewards recruiting video 


Hiring This Year? Geoff Smart "Who" Online Seminar Thursday -- the #1 ranked process for recruiting, hiring, and retaining people -- noon -- 1:30pm ET May 13  -- archived for later viewing.

Recruiting Video Is Most Viewed Page -- Razor Suleman, CEO of I Love Rewards, now the #1 web-based employee rewards firm, created an outstanding 5 minute employee recruiting video. It's become their most viewed page on their website.

2000 Job Applicants -- and since they do such a great job of recruiting talent, it was becoming possible to manage 2000 job applicants per quarter. They now invite everyone to an Open House. "Usually 400 people show up which means 80% screened themselves out," notes Suleman. "We then do 5 minute Speed Interviews to assess for strong cultural fit and move the successful people to the next round." read this Wall Street Journal article on their process and other hiring best practices.

Final Hiring Steps -- "I'm a huge Geoff Smart fan," exclaims Suleman. "We use both the Topgrading screen upfront and the longer CIDS interview for every position (from the Call Center to the C-Suite)." So this is how you go from a recruiting video to 2000 applicants to 68 candidates to dozens of Topgrading screens to a handful of CIDS interviews to hiring a few outstanding employees.

Top 100 Reasons -- Suleman asked his employees why they love working at I Love Rewards and they came up with a list. "It's real, genuine, and authentic," exclaims Suleman. "We share it on our site along with our Vision Document. Both are required reading for all candidates which helps us attract people that align to our vision and values." Here's a link to the list.

Cool Online Brainstorming Tool -- in the "nobody is smarter than everybody" category, Cameron Herold, BackPocket COO, pointed me to this online brainstorming tool. It's especially useful if you have virtual employees. And I really like their 4 minute video that explains how to use the tool -- I wish more companies provided something like this

Melting Block of Ice -- the father of "influence," Dr. Robert Cialdini, has graciously let us extend access, until May 31, to his brilliant and concise 90 minute online presentation of his seminal book Influence: The Psychology of Persuasion. EVERY business leader should study this presentation and commit the six fundamentals of persuasion to memory. BTW, this was the first, and only that we know of, online presentation by Dr. Cialdini. Gather your team and learn from one of the top business thought leaders of our time before time runs out..

Are They Keeping Up? One of the most critical management practices is providing ongoing executive education for your management team (middle and upper). Now they don't have to leave their desk. With over a dozen 90 minute online presentations available by the top business thought leaders of our time (Lencioni, Godin, Medvec, Ferrazzi, Scott, Heath, Sant, Davis, and Smart) get your management in the rhythm of ongoing executive education. Just 90 minutes per month -- together at your monthly management meeting or individually -- like a book of the month club only less time consuming and straight from the authors themselves. Here's a list of the online seminars available organized by People, Strategy, and Execution. $99/executive or $495/company license.
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05/13/2010
Zuckerberg's Wisdom; Wally's Wit; Jack Stack's Wise Advice; European Coaches Meeting

"...keeping you great"

HEADLINES:

	"No project I ever built made sense at the bottom line and I made millions. I didn't study the bottom line.

 I studied the opportunity." 

	                                             Walter Hickel 


I'll Miss You Wally -- the world lost a great entrepreneur and world leader last Friday, Walter J Hickel, who passed away at age 90. Golden Glove boxing champ, twice governor of Alaska (second time as an Independent), Nixon's infamous Secretary of Interior, and founder of the Northern Forum, I also lost my uncle and mentor, though he'll always remain one of my role models. Known for thinking big, he helped bring Alaska into statehood, built its most famous hotel (Hotel Captain Cook) and remained a larger-than-life figure in the Arctic region. Thousands of articles were published last week upon his death, one of my favorite being the one in USA Today.

Wally's Wit and Wisdom -- He was also known for his wit and wisdom and sometimes quirky comments -- some of which are listed here. Some of my favorites:

	  
	All pioneers are optimists. The pessimist never gets out of town. 

	  
	  

	  
	If no one owns something, no one cares. 

	  
	  

	  
	Dream big dreams. Because if you dream little dreams, you can only achieve little things. 

	  
	But if you dream big dreams, you can achieve little things and big things. 

	  
	  

	  
	If God didn't like big projects, he wouldn't have created the universe. 

	  
	  

	  
	I'll keep fighting for what I believe in forever. That's why I told my wife, Ermalee, to bury me standing up. 


Wisdom of a 21 Year Old -- Why Facebook's CEO Turned Down $1 Billion -- for a lesson in the importance of asking the most questions in a meeting (5 hours on a private jet), take 2 minutes and read this excerpt from The Facebook Effect: the Inside Story of the Company That Is Connecting the World. David Kirkpatrick, one of Fortune's top writers, had unprecedented access to Mark Zuckerberg so he's able to provide a real inside look into the key decisions Zuckerberg's made as he's built a company worth $20 billion. BTW, Kirkpatrick points out that Zuckerberg has so much more absolute control of Facebook than Bill Gates ever did of Microsoft, in a short video clip accompanying the book excerpt. Worth a look.

More Wisdom From Bob Bloom -- Author of my favorite "how to" book on strategy, the Inside Advantage; Bob has a new book out entitled The New Experts: Win Today's Newly Empowered Customers at Their 4 Decisive Moments. Grab a copy now from his website (it's not available on Amazon until this Sept). He was kind enough to give everyone that attended the Fortune Sales & Marketing Summit a free copy (thanks Bob). And his half-day workshop with Chris Bryant rocked, scoring almost perfect 10's. If your strategy needs fine-tuned or totally revamped give Bob a call. (www.insideadvantage.org)

Wise Advice - Here Comes the Recovery -- at least according to dear friend Jack Stack, famous author of The Great Game of Business (creator of the Critical Number concept on our One-Page Strategic Plan) and CEO of SRC Holdings which has launched 58 companies since 1982. Jack just hosted his "Gathering of Games" in St. Louis last week and shared hard evidence from his own firm and others that the recovery is well underway. He should know given all the economic sectors in which his companies operate. Take 3 minutes and read his May 10 blog for the details.

Wisdom for Women Entrepreneurs -- Adriana Gardella, fellow writer and former editor at FSB magazine, also has a new NY Times blog entitled "She Owns It." It focuses on the challenges and opportunities facing women entrepreneurs, who contribute $3 trillion to the U.S. economy and employ over 23 million, according to her first blog. Adriana is a great reporter and writer so you can expect some insightful tips in her blog -- sign-up now.

Calling all (European) Coaches - Monday evening June 14th (just prior to the European Growth Summit June 15th). Keith Cupp, President of Gazelles International Coaching Association and I are hosting a reception and dinner for European Business Coaches interested in joining Gazelles International in Europe (cost is $375 USD to attend the reception and Growth Summit). Gazelles International's Brand Promise to mid market Business Coaches is "Best Education, Best Partnerships and Best Practices" using the Four Decisions business framework. If you are a Business Coach and are interested in joining us, please email jean@gazelles.com for more information click this link go to Linked In and request to join "Gazelles International" Group. We would love to see and interact with you in Barcelona as we build our Coaching Association on the continent.
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05/20/2010
Perfect Website; Why Complexity Fails; Why Sales Reps Fail; Taste of Influence
"...keeping you great"

HEADLINES:
Why Complexity Fails -- somehow Clay Shirky's writings and books have eluded me. Not any more, after reading his insightful (and easy to read) article on why complex business models ALWAYS fail. Note's Shirky in his final comment "it is the people who figure out how to work simply in the present, rather than the people who mastered the complexities of the past, who get to say what happens in the future." This is what you must do in your own industry. Take 7 minutes, stretch your brain, and read this article -- then figure out how to radically take 90% of your costs out and radically simplify your industry. Thanks to Tim Dickenson, best man in my wedding (18 years ago this weekend), for alerting me to his work.

Why Sales Reps Fail -- a McKinsey survey of 1200 purchasing decision makers in medium, medium, and large businesses found that sales reps are contacting them too often and don't have sufficient product knowledge -- two things you can easily correct. Take five minutes and read this latest McKinsey Quarterly newsletter (it's free to subscribe -- I have for years) highlighting specifics on why sales reps are failing and how to fix. Not complex! And thanks to Craig Morantz, Leed's, for pinging me about this article (he's a guru on lumpy mail campaigns!).

40% of Customers Fail to Purchase -- for many firms, your biggest competitor is indecision on the part of your customers. This is why you have to harness the six keys to influence in all aspects of your life (work, family, community). We created a 2 minute "taste" of Dr. Robert Cialdini's 90 minute online executive education (his book was named one of the top five business books of last century!) program where he notes that three of the six keys to influence are more critical when the buyer is indecisive. The program ends May 31 and this is the only online program he's ever produced.

Which Green Home Initiatives Fail to Add Value -- and just reaching #1 on Amazon in its category is Green$ense for the Home: Rating the Real Payoff from 50 Green Home Projects. The book is co-authored by Kevin Daum, also author of ROAR: Get Heard in the Sales & Marketing Jungle. He's the only author I know that managed to get two books, within 30 days, to #1 on Amazon in their category. Kevin continues to show all of us the importance of controlling the ink in your industry. Here's a link to his latest book.

Perfect Website for CFOs, Marketing Execs, Engineers -- OK, this website blew my mind -- sorry if I'm so far behind the times, but check out this demo -- I couldn't stop watching it and thought of five ways to use it immediately -- especially gathering demographic information. Thank you to Warren Gwartney for bringing this to my attention.
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05/27/2010
Executive Health; Stop the Rust; SpreadShirts; Kindest Gift

"...keeping you great (and healthy)"

HEADLINES:

Spreadshirt.com -- Thanks to all of you that sent notes re: my uncle's passing -- greatly appreciated. The most unique note and gift were from Jana Eggers, CEO of Leipzig and Boston-based Spreadshirt, Inc. Her company, all about self-expression, lets you put whatever you want on a shirt -- and she sent me a shirt with one of my uncle's favorite quotes on it. I'll wear it proudly! It's all about mass customization this century.
Jana is offering a coupon code "janaSBMS" for a discount off a shirt.

Executive Health: Stop the Rust -- my latest "Growth Guy" syndicated column follows. And if you want a nicer looking PDF to read, click this link. BTW, my uncle, who lived to be 90 and was active right up to the end, practiced much of what I discuss in my 750 word short column. Take a 3 minutes to read the key hint to "stopping the rust" the dramatically reduces your quality of life.

Like Lemon Juice -- In the same (simple) way that lemon juice prevents a quartered apple from turning brown, high dose vitamin C prevents harmful oxidation from sapping the life out of today's busy executive -- and now we understand the mechanism

Year after year I've watched CEOs come off high stress periods in their businesses and develop chronic illnesses, some severe including cancer and heart disease. I wanted to understand why and how to prevent this.

Similarly, I wanted to understand why I and many of my entrepreneurial friends would come down with the flu around the holidays -- almost as if our bodies knew we couldn't get sick during the busy times, but had permission to "let down" when we had some time to rest.

And this search for answers became very personal when I suffered a chronic illness while building my first venture twenty-five years ago. It was a dear friend and mentor that introduced me to the Center for Human Functioning in Wichita, KS -- funded by one of the wealthiest families in the U.S. at the time -- the Garvey family -- and led by the late Dr. Hugh Riordan. 

It was Dr. Riordan who picked up the torch from Dr. Linus Pauling, the two-time Nobel Prize winner who discovered that high dose vitamin C, along with certain nutritional protocols geared to a person's unique body chemistry, cured most chronic diseases, even cancer.

Stagnant Water

The analogy I like to use is that of stagnant water -- without "flow" a body of water will become toxic. The same for the flow of electrons within our bodies.

As we face a daily bombardment of environmental toxins (airplane flights are the worse), degraded food, viruses, bacteria, and stress, the same oxidation process that turns apples brown and rusts metal is happening within our own cells. Where the oxidation does the most damage is dictated by our genetic code which points to our most vulnerable point (the lungs for me).

It's at this weak spot that an infection develops ("...itis" means infection i.e. arthritis, tendinitis, laryngitis, etc). What we know medically is that at the infection site, the flow of electrons -- the energy force -- is essentially blocked. This leads to a stagnant situation which becomes further toxic leading to chronic conditions.

The trick is getting the electrons to start flowing. This is where Vitamin C plays a crucial role. If you look at the chemical make-up of vitamin C, it mimics the structure of sugar (which is why cancer cells readily absorb vitamin C, making it nature's perfect chemo) with an extra oxygen molecule hanging off the side. It's this extra oxygen molecule that holds the key to health.

Hydrogen Peroxide

I remember my mother liberally using hydrogen peroxide to clean the various cuts I sustained as a child. Chemically structured like water, except with an extra oxygen molecule, it's a fairly unstable compound which is why it's stored in a dark brown bottle. Once liberated from the bottle and poured on a cut, the extra oxygen molecule is released (thus the fizz) along with a flow of electrons.

It's these electrons that kill the infection, almost like laser surgery, and helps restore the flow of electrons that were absorbed by the oxidation process. And it's this same hydrogen peroxide process that occurs internally when vitamin C faces an infection or cancerous cell. The challenge is getting a high enough plasma level of vitamin C, especially since we're one of only two mammals unable to manufacture C internally, to knock out these infections.

Collagen and Adrenaline

Vitamin C is crucial to the production of adrenaline. It's why after pumping so much adrenaline during stressful and busy times, you'll have drained most of your vitamin C reserves and become ill.

Vitamin C is also key to the production of collagen, the tough, glue-like protein that makes up 30% of your body's protein. Wrinkles are just one indication of the lack of sufficient vitamin C, which tends to deplete over time as stress, toxins, and pumping adrenaline sucks up your reserves.

Another indication of insufficient vitamin C is bleeding gums, due to the weakening of arterial walls (thinnest at the gum level). It's why the body produces cholesterol -- a way to patch up weakened arterial walls, trading off long term complications in order to prevent the rupture of a blood vessel due to the lack of Vitamin C and other nutrients.

Intravenous Vitamin C

Again, the challenge is getting enough Vitamin C given the toxic environments in which we live and work. Most doctors will tell you that it's fruitless to take mega-doses since you'll just pee it out -- and to some extent they are right.

However, what Sebastian J. Padayatty, MD and his former chief, Mark A. Levine, MD (Harvard Medical School) discovered in 2004 is that blood plasma levels of Vitamin C, 60 times greater than expected, can be achieved when administered intravenously -- levels toxic to cancers and infections, yet helpful to healthy cells.

This is what the Mayo Clinic missed when they attempted to replicate the success of Dr. Pauling's use of Vitamin C. Decades later the mistake was found.

As such, three to four times a year, to fight the "rust", I receive 50,000 mg (50 grams) of Vitamin C intravenously along with glutathione which revitalizes the liver. I use the protocol created by Dr. Riordan that is being used by cancer researchers and found a local doctor willing to support this protocol, which he now shares with scores of patients and executives throughout the DC region.

I also have most of my family members and several colleagues within my company following the same protocol -- and it is so safe my wife continued the protocol through pregnancy (they are now discovering how important Vitamin C is to the development of the fetal brain along with folic acid).

In addition, I take 8 grams of C orally each day -- 800 times the Recommended Daily Allowance. I've come to learn this is the right amount for me (different for each person). I've learned from research why you have to increase your dosages slowly, why you need this much, how enzymes are produced by the body to aid absorption, and how this impacts you if you skip a day.

There's an excellent book entitled "Vitamin C, Infectious Diseases, and Toxins" by Thomas E. Levy, MD, JD. It summarizes over 1200 medical and scientific journal articles on Vitamin C spanning the past century.

While waiting for the rest of the traditional medical community to catch up, I've followed the advice of Dr. Frederick Klenner, one of the early pioneers in the use of high dose vitamin C, who administered IV Vitamin C whenever a patient first entered the hospital:

"Vitamin C should be given to the patient while the doctors ponder the diagnosis."
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06/04/2010
Mexican Hero; 40% Wrong; Dawn of VC in Mexico; Microsoft Invitation

"...keeping you great"

HEADLINES:

You're Invited -- Microsoft WPC Leadership Summit July 12 or 13, Washington DC. Taking over an entire city, this is the major corporate event Microsoft hosts each year for their Worldwide Partners. This year they've partnered with Gazelles to host 2 one-day leadership events featuring several top name speakers. Those receiving my insights are invited to participate -- more info below.

Go East Instead of North -- my main message in interviews and to the over 800 Mexican business leaders I addressed in Monterrey and Mexico City this week was to go East! Because of security concerns, many of the prominent Mexican families are moving to Austin, San Antonio, Houston, etc. However, given the cultural similarities, I encouraged these families to make a move to Spain instead, placing them seven time zones closer to where the economic action is this century -- India, China, Indonesia, etc. At least one family member should make the move, establishing a beachhead for their business on the eastern side of the planet.

Mexico's Hero -- Marco Gloria, founder of Great Food And Beverage, is a true Mexican business hero. He's one of the few mid-market firms in Mexico that is doing business in India, operating a juice factory just outside of New Delhi. According to Marco and the Mexican Chamber of Commerce, only 15 Mexican firms (out of 4.8 million) are operating in India. I was excited to bring him on stage with me and highlight his efforts to lead Mexico east.

Reform and El Norte Publications -- while the rest of print media around the world is suffering, a chain of newspapers in Mexico are thriving. The key, according to the brother-in-law of the owner? Their leadership team formally meets three times daily, like JP Morgan, and 480 citizens sit on various editorial boards, helping to crowdsource story ideas and drive the editorial direction of the newspapers. The rest of the industry has questioned the wisdom of turning over editorial control to the citizens, but it's worked so far for companies like Facebook, Wikipedia, and Amazon! I would say this owner gets it and the rest of the industry doesn't. Daily huddles and tapping into the wisdom of the crowd -- two keys to success this century.

Venture Capital Explosion -- several wealthy Mexican families hired famous Harvard Prof Josh Lerner to study the potential for venture capital in Mexico. His conclusion? It's the next hotbed! As such, money is starting to pour in. Combined with a change in law last year allowing the large Mexican pension funds to invest in venture capital funds, an initial $350 million has been raised with much more to come. Here's a link to the conference hosted in April launching VC in Mexico. Stay tuned.

Demographics Drive Economics -- Mexico has one of the youngest populations in the world, with over 40% of its 120 million people under the age of 20 and a median age of 26 (vs. 37 for the U.S). This is the demographic elephant that is moving through Mexico's economic snake -- the equivalent of the U.S. baby boom of last century.

2012 Is the Key -- Pedro Ferriz de Con, one of Mexico's top political and economic commentators, keynoted after me in Mexico City yesterday. The current Mexican president has remained tough, vowing to pursue the drug cartels even in the face of one of his best friends being murdered. The concern is 2012, when Mexico elects its next president. Ferriz de Con was blunt in stating that whichever party gets elected, if the citizens don't elect a president willing to continue the fight, Mexico will be lost. It was a serious presentation about a serious topic.

40% Wrong -- for over a year (and with my Mexican audiences this week) I've been sharing what I consider the single largest business opportunity in history -- the 1 billion additional consumers moving into the middle class this coming decade. Well, I was only off by 40%! According to the Brookings Institute, the middle class will expand from 1.8 billion to 3.2 billion between 2009 and 2020 -- a 1.4 billion or 77% increase. This is the global demographic elephant moving through the economic snake that will raise all boats this coming decade. It's why I'm so bullish. Demographics drive economics.

Also Wrong -- and I knew better, I was just in a rush and misspoke. In my last insight I mentioned that the term "itis" represented an infection. Not quite. It means "inflammation." Noted Jason Canapp, Chief Operating Officer, Orthopedic & Sports Medicine Group, "In some ways, inflammation is worse in terms of the body's ability to heal itself and the long-term deleterious effects." What was correct is that inflammations stop the flow of electrons and high dose Vitamin C IVs help restore the flow (as do magnets -- which is why they work, drawing electrons to the site of the inflammation -- it's not so voodoo afterall).

Microsoft WPC Leadership Summit -- choose either July 12 or July 13 plus receive a pass to the Expo Hall for the entire week where you can see the latest technology products. Each day features three learning tracks. I'm heading up one track featuring Liz Wiseman (best leadership book I've read in the past ten years); David Meerman Scott (New Rules of Marketing and PR), and Guy Parsons (Lean). The other two tracks are focused on Sales and Marketing. Here's a link to the details. Cost is $595 per executive and is open to your entire executive team -- an opportunity to provide your team with some outstanding executive education. Here's the registration link.

EDUCATION:

Growth Summit 2010

Growth Summit Europe
June 15, 2010, Barcelona, Spain

Fortune Growth Summit
Oct 19 - 21, 2010, Orlando, FL

Growth Series - Online Executive Education

STRATEGY --  Kaihan Krippendorff - 22 June '10

India Tour

June 23 - Hyderabad
June 24 - New Delhi

Growth Workshops 2010 - Four Decisions: SuperGreen Execution

Sep 16 - Houston
Sep 23 - New York City
Oct 7 - Portland 

Summits & Conferences 

Great Game of Business with Jack Stack 

Gazelles DVD/Online Learning Products -- Gazelles.tv 

PEOPLE
What's the Secret to Providing World Class Customer Experience
Topgrading

STRATEGY
High Stakes Negotiations
The Art of Advantage

EXECUTION
Mastering the Rockefeller Habits
Execute Without Drama 

Did you miss previous insights? - read here 


06/10/2010
Yelling at Son; Letters to Daughters; Meeting Protocols; India Tour
"...keeping you great"

HEADLINES:
IMPORTANT -- venue change for Growth Summit Europe next Tuesday (15 June) -- it's now at IESE University South Campus, Av. Pearson, 21, Barcelona.

India Tour -- Join me in Hyderabad June 23 or New Delhi June 24 for one-day Rockefeller Habits workshops. Last time these workshops were oversold -- expect it again given how intense the Indian firms are to compete globally. Here's a link for more info.

Nine Meeting Protocols -- before each weekly Exec Com (Executive Committee) meeting, Will Siganto, Managing Director of Australia-based Siganto & Stacey, reads a quick checklist of nine meeting protocols that have dramatically improved the effectiveness of his meetings. It's the power of a simple checklist, like airline pilots use before takeoff. Here's a link to the nine protocols. #7 is one of the most important "We will trust that whatever is said or discussed is from the heart and for the good of the entire team and company." BTW, this best practice of reviewing a set of protocols before each meeting is used by the best CEO forums (Siganto is in a YPO forum).

Eight Reminders -- Siganto also sent along a copy of his reminder list he uses "before I get into the car with my son as he is learning to drive." Continues Siganto, "after an initial terrible shouting match with him I had a rethink and concluded that a few personal reminders and setting a few rules is a heck of a lot easier than having a 16 yr old get upset at you. It has been a dream run ever since!!" Again, the power of a simple checklist. Here's a link to his heart felt reminder list, including reminding each other "I love my son!" and "My son loves me!"

Five Letters For My Daughters -- last week Bruce Johnson, President of Accelerated Growth Consulting, started a blog for his two daughters (ages 18 and 21) of life lessons he'd like to pass along to them. Notes Johnson, "as we talked about it, they liked the idea of using a blog so that their friends (and others) could learn from them as well. So far I've posted five lessons this week." Lessons include "Why Slow is Much Better than Fast (In Dating)" and "Eliminate 'I Know That' From Your Vocabulary." Concludes Johnson "Wouldn't it be great if fathers regularly wrote down lessons for their children that generation after generation could pass along?" I couldn't agree more. Here's the easy to remember link to these life lessons http://www.lettersformydaughters.com.

Daily Routine -- and this note from Dr. Ilan Lieberman, Director, UK-based Angel and Bowden, providers of medical legal services who attended my EO workshop in London "daily huddles have become part of the team's life, big improvement in communication, improvements in efficiency at every level much of it small but all incremental like a coral reef -- lots of small changes making a big difference over time." Continues Lieberman, "the team was unsure about it to begin with, now won't give it up! Very positive impact on morale and locus of control." Its routines, like all those above, that "set you free.
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06/17/2010
Painful Leadership Question; Steve Jobs Coach; Latest Growth Guy Column

"...keeping you great"

HEADLINES:

Painful Leadership Question -- Does everyone seem to get dumber the longer they work for you?

Multipliers: How the Best Leaders Make Everyone Smarter -- Released this week, Liz Wiseman's and Greg Mckeown's book is the best how-to leadership book I've read since Kouzes' and Posner's classic The Leadership Challenge. I hosted Wiseman in Barcelona this week for our European Growth Summit where my toughest CEO "students" raved. Wiseman is also keynoting our Fortune Growth Summit Oct 19 - 21 in Orlando.

Read Pages 20 and 23 -- on these two pages are charts that do an excellent job of summarizing the book and provide a glimpse into how you move from being a diminisher, someone who seems to get about half the intelligence from their people, to becoming more of a multiplier. Multipliers tend to make people feel and be smarter, which is critical if you need people to perform at their peak and free you from having to micromanage the organization.

Chapter 7 Bill Campbell -- coach to Steve Jobs, Eric Schmidt (CEO of Google), and many of the top CEOs in Silicon Valley, Campbell was also CEO of Intuit (Quicken) and is still Chairman of the Board. Campbell was also the head football coach at Columbia University. Interestingly, he knows he was a first class diminisher and was able to change his ways -- so there's hope for all of us diminishers. Read his story in Chapter 7.

Summary of the Lessons -- below is my latest "Growth Guy" syndicated column where I highlight key aspects of the book. I also highlight the application of their ideas to raising children -- read below.

Are You A Multiplier or Diminisher?

The most painful leadership book I've ever read is the new bestseller Multipliers: How the Best Leaders Make Everyone Smarter by Liz Wiseman and Greg Mckeown. It raises a fundamental question about leadership, one that has been waiting to be named, explored, and finally addressed: As a leader, are you a multiplier or a diminisher?

In asking the question, Wiseman and Mckeown have created a new set of terms that will be with us for a very long time affecting millions. Their premise is that you're either a leader who causes everyone around you to feel and actually become smarter (multiplier) or you're one who causes everyone around you to feel and become dumber (diminisher). It gets to the crux of leadership -- especially now that companies rely on the brains of their employees, not their backs, to stay competitive."

Genius or Genius Maker

The authors ask another important question: "Are you a genius or a genius maker?" Do you need to be the one in the room seen as having all the answers or do you draw out the genius that's within others in solving many of the complex problems facing business today?

Stephen Covey, of Seven Habits fame, makes it clear why genius makers have an edge today when he quotes management icon Peter Drucker in the foreword. Drucker notes that management in the 20th century increased the productivity of manual labor in factories fifty-fold. That was essential at a time when our economy depended more on manufacturing. "The most important contribution management needs to make in the 21st century is similarly to increase the productivity of knowledge work and the knowledge worker," he explains.

Multipliers do this. Wiseman and Mckeown's research found that multipliers get 2.1 times more capability from their workers than diminishers. Factor in the 5% to 10% annual growth bonus they estimate because these same workers are getting smarter and more capable working for a multiplier and you get the kinds of knowledge worker productivity Drucker exclaimed is needed this century.

Impact on Family

These same multiplier effects extend to the family. Wiseman and Mckeown share the results from several studies showing how the environment parents create has a direct impact on a child's IQ.

One specific change my wife and I made, after reading Multipliers, is to avoid praising our children for their intelligence and results. For instance, we've stopped saying, "You're so good at math." The research shows that this actually decreases kids' confidence as they face tougher problems since they don't want to disappoint their parents. In many cases, they will simply avoid math altogether when the going gets tough, rather than risk looking dumb.

Instead, the research suggests it's better to praise children's hard work and effort. You might say "I appreciate the effort you're making with these math problems." This approach increases their ability to reason and to solve more difficult problems. And it creates a belief, and then a reality, that grows their confidence and intelligence.

So it's not that diminishers are necessarily mean-spirited or bad people (whew!) -- its just that they don't fully understand how their words and approaches sap energy and intelligence from their families and associates. And it's a continuum, with most of us falling somewhere in between the extremes.

Starts with Assumptions

The bulk of Wiseman and Mckeown's book focuses on how to become more of a multiplier, offering concrete how-to advice on attitudinal and behavioral changes. It starts with changing your assumptions about others as a leader.

Diminishers basically believe their people "will never figure this out without me" and tend to "use, blame, tell, dictate, and control people," according to the authors. Multipliers, in turn, believe their people "are smart and will figure this out" and tend to "develop, explore, challenge, consult, and support people."

In essence, diminishers micromanage their people; multipliers invest in their people.

5 Disciplines of Multipliers

It's no accident that some managers are multipliers. Wiseman and Mckeown frame five disciplines that help them succeed. Multipliers:

1. Attract talented people and deploy them at their highest point of contribution 

2. Create an intense environment that requires people's best thinking and work 

3. Define an opportunity that causes people to stretch 

4. Drive sound decisions through rigorous debate 

5. Give people ownership of results and invest in their success 

So multipliers aren't wimps. They demand and receive outstanding results from their people. It's how you go about it that matters. Read the book and start making changes.

Woman Author

It wasn't lost on me that the lead author of this important book is a woman, a rarity among business best-sellers. My latest glance at the Top 100 business books on Amazon found just five women authors, only two of whom received top billing on the covers. That's equal to the number of dead authors among the Top 100 business books! In a future column I might explore the reasons for this dearth of women wordsmiths.

For now, I'm just happy this book has been written, helping to usher in a decade focused less on stuff and more on people -- and doing what we can as leaders to bring out the best in the people we touch at home and at work.
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06/22/2010
YPO-Only Announcement; Alan Rudy's Triple Play; Slammed into Concrete

"...out-learning the competition"

HEADLINES:

$7 Million to $1.2 Billion in Three Years -- Alan Rudy, in his announcement of the first YPO/WPO International offering of the advanced Rockefeller Habits workshop noted "These are HABITS I have learned and used to:

1. Build a company from US$20M losing money to US$65M making a ton, 

2. Take another company from US$7M to more than US$1.2B in three years while still scoring the highest service rankings in our industry, and 

3. Now resurrect a US$100M company that until six months ago was hemorrhaging cash." 

YPO/WPO-Only International Event -- Rudy, YPO Columbus, is chair of the first YPO/WPO International offering of the advanced Rockefeller Habits workshop entitled Making the Rockefeller Habits Rock - October 21 -- 23, Orlando, FL, immediately following the Fortune Growth Summit.

Limited to 15 YPO/WPO member-led companies (five have already signed up prior to the announcement last week), I'll be flying over from Europe to lead the first two days. Guy Parsons, the Lean Execution guru, will lead a half day program on the third day. To register you and your team or for additional information about this event, visit: www.myypo.org/rockefeller10.

Meet Rudy's New Team -- continues Rudy "I am bringing my new company team to this class in October so they can get more formal training in these HABITS. I urge you to do the same. If you are willing to learn and want to streamline your business, all while giving more responsibility to your subordinates, I strongly recommend you join us in October." Rudy is one of the best implementers of the Habits I've had the pleasure of teaching -- and we'll all gain tremendously by having his team participate in the program.

From 80 Hours to 8 Hours -- I've featured Rudy in several videos, one which describes how the HABITS helped him reduce from 80 hours to 8 hours the time it took for him to manage his first business on a weekly basis -- and keep the wheels from falling off his growing company.

Slams You Against Concrete -- concludes Rudy "Everyone talks about managing growth and working 'on your company rather than in your company' but no one tells you exactly how. Great as it is, growth can feel like a force that slams you against concrete. You often find yourself running ragged trying to keep up. You don't understand why the rest of your team just doesn't 'get it' on their true priorities. The solutions seem obvious to you! This workshop (yes, you will be expected to have deliverable actions when you leave Orlando) goes over those HABITS that will free you up to work on your company. It will show you the practical step-by-step, day-by-day methods for getting everyone in your company aligned to the few most important items that really matter to your customers and your bottom line."


Did you miss previous insights? - read here

06/25/2010
Next Big Frontier; Jumping Prices; Why Stimulus is Bad Idea; Global Opportunity

"...keeping you great"

HEADLINES:

Africa the Next Frontier -- the World Cup has clearly put South Africa front and center. Sir Bob Geldof did the same in a key article in the Financial Times on Monday, warning UK pension funds that they are missing out on the "last great investment opportunity left" by not investing in Africa. As he notes "200 million new consumers emerging over the next five years; 25 per cent of the world's available arable land at a time of looming food shortages; and a potential $35 billion worth of mineral deposits." And the best indication from my own intel? The Dutch are crawling all over Africa (as are the Chinese). Read this short article and then join me in launching the first Hong Kong in Africa -- stay tuned (working with some Dutch on this as well).

India Growing Faster Than China -- just back from my sold-out tour in India, I can share with you firsthand that India is on fire -- and changing daily! Even the infrastructure is dramatically improving including new highways reaching their beautiful new airports. And the incessant honking has even subsided as New Delhi prepares to host the Commonwealth Games in October. As for GDP growth, some experts see India growing faster than China this year.

India's Top Brands -- And it was an honor to have some of the leaders of the most recognized brands in my audience including Subhinder Singh, head of Reebok India and his team (Reebok has crushed Nike and the rest in India with 56% marketshare); Ganesh Krishnamurthy, GM for Wipro's Semiconductor Business and his team; Vikas Gutgutia, founder of the biggest brand in online flowers and flower shops, Ferns & Petals and his team; and the famous Dr. Mukesh Batra, Chairman and Managing Director of Dr. Batra's, the most recognized chain of health clinics in India. They are leaders dedicated to learning and to the education of their executive teams.

Strategy Is #1 Issue -- the other major change in just six months is their focus on strategy -- at least the audience in Hyderabad (less so up north). Six months ago, the concern was execution, but this time Strategy was the #1 focus by a factor of 3:1 over People, Execution, and Cash. This is due to Indian companies losing their sole advantage of price. Now they are facing a much more competitive environment and having to adjust rapidly.

Pricings Going Way Up -- the government just announced taxi costs are going up 40% though they are holding the line on bus fares. This is just one indication of how rising costs in India are changing the strategic landscape. Right now, the biggest battleground is in the retail sector as six major families battle for India's half billion new consumers -- and the price wars are fierce as retailers face increasing costs.

Thin Middle Management -- and I continued to encounter firms with sparse middle management. As a result, the senior leaders continued to complain about the incredible hours they are working. We are doing what we can in India to encourage the firms to add more middle managers and get senior management DNA transferred down -- the key is the monthly management meeting with all middle and senior managers (hopefully you're all hosting these critical half-day to day long educational and problem solving sessions).

Gazelles India -- and we're excited to announce that Raghoo Potinii, our partner in India, is officially taking on the name Gazelles India. We're also making plans for our first Growth Summit in India, this being our fifth (Australia, Asia, Europe, and North America being our other four -- Latin American likely happening in the next year as well).

The New Global Opportunity -- take another three minutes and scan through this June 21 Fortune piece that succinctly puts in perspective the opportunities a global $58 trillion economy provides -- this is going to be a great decade for those that take understand how to navigate the world.

Spend Less, Borrow Less -- and last, the debate in Europe and the U.S. is whether the governments are spending enough to get us out of our unemployment mess. Fortune magazine weighs in and shows how those claiming Keynes would support more stimulus are misrepresenting his position.
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07/01/2010
Partner with the Enemy; Didn't Wake Hitler; Hide a Dagger; Time for Quarterly Theme

"...keeping you great"

HEADLINES:
Strategy! -- Rosetta Stone was one of the top IPOs last year by "moving early to a next battleground"; AFLAC has a "hidden" advantage most in the U.S. don't realize; Vista Print partnered with its enemies. These and several other strategic stories highlight the top five "Strategic Narratives" Kaihan Krippendorf is teaching leading firms around the world, including 1200 Microsoft executives.

One-Hour Strategy Session -- Author of Hide a Dagger Behind a Smile, Krippendorf is our latest one-hour monthly online seminar. As you reconsider your strategy moving forward, gather your management team together and take an hour and learn from one of the top strategic thinkers in the world (like having Kaihan in the room with you). Then discuss how you might apply these key strategies to your own market situation. Here's a link to learn more and sign-up to watch. And we always have a money-back guarantee, so no risk or worries if you don't find it valuable -- just let us know.

Quarterly Theme Time -- today is the start of a new quarter for most companies (and a new fiscal year in places like Australia). If you haven't done so already, pick a single measurable goal for the next three months and get everyone in the organization focused on it. Then choose a handful of priorities that will help you accomplish this measurable goal and ask everyone in the company to decide what they can do to help with one or all of these priorities.

Driver vs. Outcome -- and it's important to focus on a driver vs. outcome for the single measurable goal (what we call a "Critical Number", a term borrowed from Jack Stack's Great Game of Business). For instance, you might be tempted to pick a revenue goal for the next three months, however, it's better to decide "what is the most important activity our team needs to focus on in order to drive revenue" and make that your critical number for the quarter i.e. we need to land 20 new contracts from a list of 200 companies we've compiled (this is our actual focus this quarter).

Priorities and Meeting Rhythm -- here's a really short 27-second video Australia-based BluewireMedia produced of me noting the importance of setting three priorities and then executing through an effective daily and weekly meeting rhythm.

Daily Huddle Impact -- and this note from Dr. Ilan Lieberman, Director of UK-based Angel and Bowden Ltd, a medical legal firm, "daily huddles have become part of the team's life (since attending your Feb 23 workshop). Big improvement in communication and improvements in efficiency at every level, much of it small but all incremental like a coral reef." He goes on to note that all these small changes make a big difference over time. And the team was unsure about it to begin with. They do it standing up, no more than 5 minutes, and now won't give it up. "Very positive impact on moral and locus of control," concludes Lieberman.

Didn't Wake Hitler -- this insight is short since I'm on my "boys-only" trip with my sons this week. We're touring the WWII sights surrounding the famous invasion of Normandy on June 6, 1944. Guided by a British general, we've been retracing the strategic moves made by the Americans, British, Canadians, and Germans during this crucial battle that helped turn the war against Germany. One fact that had eluded us in our earlier study of this invasion was the fact that Hitler's staff did not want to wake him during the night to get permission to move their tank battalions to the front line when the British gliders first landed to secure a couple critical bridges that would keep the Allied forces connected with their supplies. It was this and several other "small" moves that determined much of the outcome of the invasion. It's ALWAYS the small moves that make the big difference.
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07/08/2010
Summer of Love; Embarrassing Video; Reaching the Peak; When You Know Its Working

"...keeping you great"

HEADLINES:
Weekly Insights Now on Kindle -- for those that would like these weekly insights automatically delivered to your Kindle can subscribe at this link. Thank you to Dave Norman, pastor of Crossroads United Methodist Church, for the suggestion!

"Summer of Love" -- this is Appletree Answers latest "untheme" for the quarter. Notes CEO John Ratliff "our 3rd quarter theme is basically to take a breather, we have been going 100mph and everyone needs a little break so we are going for all fun." Several companies find, after pushing on themes quarter after quarter, that it's nice to take a break from a heavy numbers-driven focus and do something off-beat.

Embarrasses Himself Again -- continues Ratliff "we launched (the theme) with this YouTube video (in my opinion the best way to launch a theme). $500 all in for production and filming. Make friends with a videographer aspiring to be a filmmaker and be compelling and magically the price drops precipitously. He has more fun than we do shooting these!" Here's a link to their 5 minute theme video. At 2:52 Ratliff explains the theme and his rationale for taking a break if you want to skip where Ratliff embarrasses himself, once again, in the beginning of the video.

Making Dreams Come True -- While Appletree continues to achieve record revenues and EBITDA each quarter, they have also continued their "Dream On" initiative where employees submit dreams that would like fulfilled. Notes Ratliff "Our latest interesting dreams granted are making a donation to an aids foundation for an employee that lost his life partner and we bought a tombstone for an employee that lost their grandmother a few years ago and could not afford one, those are the morbid ones but I think it helps our people understand the program. The fun one is we have an overweight employee that dreamt of meeting Jillian Michaels from the TV show The Biggest Loser. We are putting her on a 5 day "fitness" cruise with Jillian in the fall and we are working every channel we can to get her some private one on one time while on the cruise. Ironically, it is 3 days after she is getting married so instant honeymoon too, and that was just luck."

Reaching the Peak -- Australia-based Shine Lawyers just completed their latest quarterly theme entitled "Reaching the Peak." And they not only reached the peak, they exceeded it and had to put a flag pole on top of their mountain graphic so they could keep climbing. Notes Patricia Cranfield "all the branches and departments who met their goals are planning celebrations on mountain tops: panoramic restaurants, penthouse apartments, picnics in parks on cliff tops...all over Australia." And here's a link to one of the weekly updates -- note how they used the same graphic and just provided a quick update at the bottom, along with a quote from Lance Armstrong. Updating your quarterly theme weekly is key to keeping it top-of-mind.

Tech Support Watching the Numbers -- David Oliphant, Director of Business Development for NationLink Wireless sent this note to his CEO, Andy Bailey "Today at 3:00 or so, Mike is down in our area and tells me that we're only $2300 from reaching blue over yellow, which is cool by its own merit. And I'm thinking tonight, what a cool company that our lead Tech Support person is not only aware of this, yet focused on it and hoping we can exceed the number today, the 11th day of the month." Notes Bailey in response "this is a perfect example of what happens because of measuring, reporting, and using the rock habits."

Pick a Theme and Drive Performance!
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Read Verne's Insights on Kindle http://www.amazon.com/gp/product/B003SX13YI


07/16/2010
Dead Marketing Book; Built to Sell; Largest Company in the World; Please Spy On Us

"...keeping you great"

HEADLINES: 

	"Demand everything. Expect nothing." 

	Bill Kreutzmann, co-founder and drummer, the Grateful Dead 


More on the Grateful Dead below...but first

Built to Sell -- as I noted in my endorsement of John Warrillow's latest book Built to Sell: Turn Your Business Into One You Can Sell, if others wouldn't pay a fortune for your business, do you have a business worth growing? John's fable-like story describes the dilemma particularly service and information-based firms have in creating a business that isn't solely dependent on the assets that walk out the door each evening. BTW, I've invited Warrillow to keynote the Fortune Growth Summit Oct 19 - 21, Ritz Carlton Orlando (great room rates).

8 Steps for Creating a Sellable Firm -- Warrillow outlines 8 steps for creating the elusive "elegant" company -- one that runs and grows almost effortlessly -- and makes it much more sellable. Warrillow was kind enough to share his book with me while in draft form so I was able to begin to put his ideas in place within Gazelles in 2009 and witness the impact. Jump to page 139 to the chapter entitled "The Model for Selling Your Business" (though his fable leading up to his summary is quick and enjoyable reading) and sit down with your team and review the 8 steps at your next weekly breakfast (Council) meeting. Step 4 -- Stop Accepting Other Projects -- is the hardest step from my perspective.

Fortune Global 500 Released -- last week's insight went out just before the latest list was released, so this is already old news, but Wal-Mart is back on top as the largest company in the world with $408 billion in revenue. Royal Dutch Shell is a distant #2 at $285 billion. Besides scanning the list, here's THE Fortune article to read -- how companies are figuring out how to sell to any customer anywhere in the world. The key is staying focused and then reaching out globally in clever ways (i.e. Hermann Simon's Hidden Champions lessons). BTW, 60% of Wal-Mart's new square footage growth will be outside the U.S. BTW2 -- only 2 of the top ten global firms are U.S. based!

Intel Announces Record Revenues, Gross Margins, and Profits -- and investment banks are starting to rehire. For Intel, it was their enterprise customers (large firms) that drove the demand for chips -- and particularly those enterprise customers poised to benefit from the 1.4 billion new middle class consumers popping up in China, India, Africa, etc.

LESSON -- Hook Your Wagon to Global Players -- for small to mid-market firms, the key is hitching your wagon to those Global 500 (or any substantial) firms that are riding the wave of these new middle class markets. This is why I highlight these firms and want you to read these articles -- get aligned with them! Hopefully, Gazelles will have some great news about aligning ourselves with a couple of these giants in the near future -- lions that can help us reach more gazelles.

Marketing Lessons from the Grateful Dead -- announced this morning, deadheads and best-selling marketing strategists David Meerman Scott and Brian Halligan will release their first collaboration Aug 2 entitled Marketing Lessons from the Grateful Dead. This is a serious marketing book -- I read a couple chapters David gave me when we shared the stage at Microsoft's WPC this week. More on this when the book comes out -- but didn't want to be behind the news curve yet again (thus why I delayed the insight until Friday!). FYI, David Meerman Scott is keynoting our Fortune Growth Summit as well.

Please Spy on Us -- Thomas Freedman, in his 14 July NY Times column, takes a good news/bad news view of the recent Russian spy story -- and why the U.S. should feel honored that anyone would want to spy on us! In turn, he explains why it would have been such a greater honor to have the Finns or the South Koreans or the Singaporeans spy on us! I might add the Germans, trying to figure out why we are such great exporters (not). Please read the column to understand the analogy. One lesson from the column -- we should draw on best practices globally. I agree. 
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Five Strategies for Going Global

"...keeping you great"

HEADLINES: 

5 Strategies for Going Global -- my latest Fortune magazine column is out on the newsstands (July 26 edition) and online at http://money.cnn.com/2010/07/13/smallbusiness/strategies_global_expansion.fortune/index.htm. Please take five minutes to check out five strategies for going global. I'm on vacation this week, so that's all for this week.
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08/05/2010
Buffett's Mr. Fix-it; Summer of Sequels; 2nd Sept Bob Bloom Netherlands

"...keeping you great"

HEADLINES: 

Buffett's Mr. Fix-It -- when Warren Buffett needs one of his companies turned around, he brings in David Sokol. Take five minutes and read this outstanding 2nd August Fortune article how Sokol took NetJets from losing $711 million in 2009 to profitable this year using six laws.

Summer of Sequels -- below is my latest "Growth Guy" syndicated column highlighting four business book sequels worth reading this August as you prepare to gear up 1st Sept. The four books are highlighted in subtitles, so take a few minutes to scan the key points from each book.

Bob Bloom 2nd Sept The Netherlands -- the strategy book highlighted below is Bob Bloom's The New Experts. Our Dutch partners Spark are hosting Bob for a one-day workshop. Bob is one of the top strategy thinkers in the world, having helped hundreds of some of the biggest brands build their strategies globally. He's the retired CEO and Chairman of the 4th largest ad agency in the world. We've hosted his same workshop at the last two Summits to rave reviews. For more on Bob.
	 
	Reinventing Yourself and Your Business 

	 
	By Verne Harnish "Growth Guy" 


The fourth Indiana Jones sequel gave movie director Stephen Spielberg his best global opening ever, raking in $311 million its first weekend. This past weekend, as I write my latest column, Toy Story 3 proved once again the power of sequels to dominate the box office, giving Pixar records of its own.

Four equally powerful book sequels are a must-read this summer (winter for my friends down South). These books will help you rethink your approach toward people, strategy, execution, and cash. Pick-up copies and out-read the competition -- and set some of your own records.

Getting Naked (People)

Patrick Lencioni is the most prolific leadership author of our time. Best known for his timeless fables, including Five Dysfunctions of a Team, Death by Meeting, and The Three Signs of a Miserable Job, he's penned his eighth classic entitled Getting Naked. Though focused on helping professional service firms create more customer loyalty, it's a powerful book for any leader who wants to build trust.

In order to build trust, Lencioni borrows from his Five Dysfunctions model the idea that leaders must be vulnerable. His latest book flushes out this idea of vulnerability or "getting naked" as he calls it, based on a set of rules including:
1. Tell the Kind Truth -- deliver a difficult message but do it with dignity and humanity 

2. Enter the Danger -- fearlessly deal with the issue everyone else is afraid to address 

3. Celebrate Mistakes -- no one likes to look dumb, but it happens and its best to admit and move on 

Lencioni has several more rules for getting naked -- perfect for the summer heat -- and building trust.

The New Experts (Strategy)

As a follow-on to my favorite "how to" strategy book, The Inside Advantage, Bob Bloom tackles the biggest challenge yet to face business -- that the customer knows more about your products and services (and your competition) than your own people!

In his latest book appropriately entitled The New Experts, Bloom starts with this fact and outlines four specific moments when companies must connect with the customer or risk losing them to the competition. And Bloom knows what he's talking about, having directed the launch of numerous brands that have become household names including Southwest Airlines, Nestle' Juicy-Juice, T-Mobile US, Novartis' Theraflu and Triaminic.

The four decisive moments in the customer purchase cycle, where you create preference for your products/services, are the:
1. Now-Or-Never Moment where you have just seconds to capture the customer's attention 

2. Make-Or-Break Moment where you weather a lengthy transaction/decision process 

3. Keep-Or-Lose Moment where you monitor the customer's continued usage 

4. Multiplier Moment where you garner repeat, advocacy, and referral behavior 

Again, what I love about Bob's book are the practical "how-to's" he provides in doing all of this.

Checklist Manifesto (Execution)

The simplest of execution tools -- the checklist -- is what is needed in an exceedingly complex world. However, professionals' egos reject the need to be reminded how to "do their job" resulting in needless mistakes that can cost customers and lives.

Harvard Medical School professor and gifted writer for the New Yorker, Atul Gawande, has taken a boring subject and brought it alive in his latest bestseller The Checklist Manifesto: How to Get Things Right. This time he goes beyond the medical field and points out how ineptitude -- where we have the knowledge but fail to apply it -- is rampant throughout all organizations.

After reading the book, the first list I created was for the family. Living in Barcelona we have many opportunities to visit the beach. Yet, inevitably, we forget something -- swim goggles, keys, and even an occasional bathing suit! Contrast this with the pre-flight checklists commercial pilots use to keep us all flying safely 99.9999...% of the time -- so many 9s that those of us who fly for a living are around to tell about it.

From the moment you read Gawande's opening stories of life and death in the emergency room, you'll be hooked. Read and then make your checklists at home and the office.

The Next Hundred Million (Cash)

OK, this book recommendation is a stretch being labeled "cash." However, if Joel Kotkin's conclusions are correct, the U.S. has at least another forty great years ahead. And you'll make a lot of money following the demographic trends he details (listen up my friends in India and China).

His book entitled The Next Hundred Million: America in 2050 refers to a remarkable fact (borrowing an opening line from the book): "in stark contrast to its more rapidly aging rivals in Europe and Asia, America's population is expected to expand dramatically in the coming decades."

Demographics drive markets. And like the baby-boom provided decades of product and service direction to companies around the world; this demographic trend can't be ignored. In the book Kotkin outlines significant trends regarding housing, energy, and transportation. He even predicts a resettling of America's Heartland.

If this isn't reason enough, read Kotkin's book to counter all the doom and gloom we've been fed lately.
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08/12/2010
Economic Prediction 2011; Bright Spots; Entrepreneur of 2010; Australia Sept Tour

"...keeping you great"

HEADLINES: 

Economic Predictions 2011 -- what is a person supposed to believe about the economy -- and predict how one should plan for 2011? My serious recommendation (and one I've given to my own personal clients) -- contact your top ten biggest customers this month, especially if they are large firms, and find out what they are predicting for 2011. In many cases, this is all that matters anyway -- their perceptions will drive their decisions and if they are big customers of yours, it will have an impact on you. And August is the very best time to reach the top guys (they aren't busy and likely not vacationing the entire month) -- ask them "so what are you seeing/predicting for 2011." Then plan accordingly!

Case in Point -- one of my clients has several customers with billion-dollar plus revenues (he supplies a tiny part of their needs) -- and a handful of these customers make up over 50% of his revenue. These large customers already have plans and predictions for 2011, right or wrong. So his focus for August is contacting them and finding out what they have to say. This will give him a better outlook for his own business than reading some macroeconomic reports or the newspaper.

Crowdsourcing vs. Experts -- in general, you're best to trust the aggregate input from a range of your customers than any individual expert. And I would love to hear what you find out -- send me a summary of what you're hearing from your customers.

Five Bright Spots -- overall, I remain bullish on the global economy, especially the future of India. And all boats will rise with the dramatic increase in the middle class so you just have to take advantage of the turmoil and grab market share where it exists. Fortune features this week a list of five "frontier markets" where the future is especially bright. Fitting with my earlier focus on Africa, Nigeria, with 152 million people, is one of them. Take a couple minutes and glance through the list of the other four.

Vote Entrepreneur of 2010 -- our very own Gazelles 200 founding company member, FatWallet, has their CEO Tim Storm in the running for Entrepreneur of 2010. Those of you that regularly attend our Summits have met Tim and his team (they'll be there in Orlando, Oct 19 - 20). Tim is one of the best CEOs I've ever met. Jump on the bandwagon and vote for Tim. Go to "Storm the Vote", vote, spread the word and cheer loudly! 

Vitamin C IV Update -- I received my latest infusion before heading back to Barcelona. Two latest articles highlight how Vitamin C blocks tumor growth and speeds strength recovery from ACL surgery. The key, in reading all articles/studies on Vitamin C (or any studies), is if it's being given in high enough doses -- in many cases, it needs to be intravenously to be effective. I'm so tired of reading half-baked studies (usually sponsored by big pharma) that claim there is no impact from Vitamin C when you read the fine print and find that they are studying people that take only small amounts.

Australia Sept 14 -- 16 -- one-day Rockefeller Habits workshops 14th Melbourne, 15th Brisbane, 16th Sydney -- plus coming in early for EO Sydney's retreat. The Aussie dollar remains strong and unemployment is expected to remain around 5%, considered full employment. Also, congrats to the founding member firms of the new BCGazelles 200 initiative that kicked off in Australia last week. Here's a link to the workshops.
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08/17/2010
Most Important Thing I've Ever Done as a Father

"...keeping you great"

HEADLINES:
	"If you don't initiate the youth, they will burn down the village."

	  
	                                African proverb 


Most Important Thing I've Ever Done as a Father -- of course, time will tell, but a couple weeks ago four men, familiar with my oldest son Cameron, and myself took a weekend and led him through a formal "rite-of-passage" experience in the wilderness, asking him to bury his childish ways and become a young man on his 14th birthday. This was the culmination of a two year educational process leading up to this weekend. BTW, it was the physical aspects of the experience that made the biggest impact -- more below.

Four Frameworks -- long time followers of these insights might recall the initial 5F program that started this process whereby we gathered a group of fathers and sons and organized an intense week of activities -- one day per each "F": Faith, Family, Friends, Fitness, and Finance. In essence, it taught that every decision should take into account these five aspects of life, asking "how will this decision impact each of the 5Fs, and how will each of the 5Fs impact the decision." We just had a reunion of the boys that participated and many concurred that the framework has been helpful in making decisions. This was the first framework which we reinforced with a year of specific activities spaced every two months after the intense week.

King, Warrior, Magician, Lover -- the specific rite-of-passage weekend was then organized around three additional frameworks. The overarching framework is based on the four archetypes of being a mature man: King, Warrior, Magician, and Lover as described in Robert Moore's book titled after this framework. I would encourage every man (and the women that love them) to read this book. Each of us men took the role of one of these archetypes and led Cameron and the other men through an experience sharing session around each archetype (situated in different parts of the wilderness).

Five Truths -- interspersed between the four experience sharing sessions where 20 minute meditations where Cameron answered some specific questions based on the Five Truths about life that underpin Richard Rohr's work with rite-of-passage programs for men. These five truths are outlined in his book Adam's Return: The Five Promises of Male Initiation. The five truths are (I was hesitant to share without more background info -- they can seem negative if taken out of context):
1. Life is Hard 

2. You are Not Important 

3. Your Life is Not About You 

4. You are Not in Control 

5. You are Going to Die 

Four Stages of Life -- the final framework is based on the four famous 1840 Thomas Cole paintings depicting the four stages of human life: childhood, youth, man, old age. I would encourage you to check out the Wikipedia write-up that includes photos of the four paintings which hang in the National Gallery of Art in DC. Again, the men shared their life experiences at each stage.

Physical Aspects -- as expected, in hindsight, it was many of the physical aspects of the experience that were most memorable to Cameron. Five aspects stand out:
1. Burying Something from his Childhood -- the men met the Friday evening before to prepare. Saturday morning Cameron was driven out to the 1400 acre Rolling Ridge Retreat Center by my wife. In silence, she kissed him goodbye and sent him out with a letter from her that he was instructed to read later. In addition, Cameron brought along a symbol of his childhood that, in silence, after being marched up to a hilltop to the beat of a drum, he was asked to physically bury. 

2. Fasting -- after an early morning breakfast, Cameron was only given water to drink all day. By 6pm, with 3 hours left to go and over five miles of hiking interspersed between sessions, he was hungry! However, his only comment was "now he had some understanding of what it feels like to have little or no food -- to be hungry." Surprisingly, in all his 14 years, he had never really experienced anything close to being hungry. 

3. Rebel Yell -- during the Warrior session, he was given three 10 foot long tree branches and asked to break them against a large tree as fast as he could, yelling out as loud as he could in the process. I still remember the intensity and primal sounds he made as this was happening. At that moment he felt and was powerful. 

4. Night Alone in the Woods -- while we rested in our cabin a mile away, Cameron had to sleep in the forest alone (it was on a raised platform). Much of the messaging during the day was to help Cameron prepare for this experience -- to face any fears he might have and to conquer them. In truth, I think he slept better than me! 

5. Pride Rock -- the next morning we arrived at his campsite while it was still dark and led him on a two-mile hike straight up a mountain along the famous Appalachian Trail. The hike ended at sunrise at a large outcropping of rocks overlooking a massive valley reminiscent of Pride Rock from the movie The Lion King. After a last discussion based on the role of the King, the men hoisted Cameron up in the air and cheered him three times. I'll never forget the look on his face of pure joy mixed with fear as he was somewhat suspended in mid-air over a thousand foot drop, having to trust the men around him to not let go. 

Transforming for All -- all of us came away from the experience, not just Cameron, with important insights about ourselves -- and a better understanding of what it means to be a mature man. I'll be starting my second son down a similar two year process in a couple months and my wife is hooking up with a group of women interested in similar programs for girls.

New Language -- most importantly, so far, it's given us a new set of frameworks and language we can use when confronted with the challenges that come with a testosterone-filled teenager. Just the other day I mentioned in passing that he was exhibiting the "tyrant king" shadow side of a mature king. And he mentioned to the other men just yesterday in an email that he had made an important life decision based on listening to his heart.

Why This Matters to Executives of Growth Firms -- a healthy society provides us with a healthy and safe marketplace -- and a healthy place to raise a family and employ its citizens. If youth are not given a formal rite-of-passage, they will find other means like gangs. Anthropologists have found that rite-of-passages ceremonies are part of all traditional cultures -- something much of our modern culture has lost.
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Growth Capital Source; 100 Fastest Growing; Branson on Growth; Growth Summit Rooms Running Low

"...keeping you great"

HEADLINES:

Hotel Rooms Fortune Growth Summit -- normally I'm not sending this out until September, however, just over 400 of our 540 room night allotment at the Orlando Ritz Carlton has already been booked -- so if you're planning to attend the Fortune Growth Summit, book your rooms NOW (and register now -- only $250/seat deposit required and gets you better seats). This way we can beg for more rooms at the $169 conference rate sooner (we did run out of rooms at the Sales Summit). Here's a link to hotel info.

100 Fastest Growing Firms -- Fortune just released their latest list. See which firms and industries prospered in 2009. It shouldn't be surprising that a gold mining firm is #1, with the soaring price of gold. And coming in at #8 is early Gazelles' investor Alan Trefler and his firm Pegasystems, up from #19 last year. Also take a look at Fortune's list of the top 3 "Rising Stars -- firms Fortune feels will be the next Apple or Starbucks in size. All three play in growth industries: alternative energy, internet marketing, and healthcare and have significant technological leads.

Do You Need Growth Capital -- the first law of growth is "growth sucks cash." If you urgently need $2 million to $10 million to fuel growth, Peak6 wants to invest $50 million into a group of growth firms using TIGRcub revenue-based security contracts. Chicago-based Peak6, with over $1 billion under management, tested their first TIGRcub last year, investing $3 million in a technology firm. Given the positive results for both Peak6 and the technology firm, Peak6 is ramping up to fund more growth firms using this process.

Growth Using Revenue-based Security Contracts -- this is actually how Wall Street got started; they've been used to fund most oil and gas deals; and this is how Richard Branson has structured all his 250 company deals. In essence, you receive a chunk of change and then commit a small slice of your future revenue in return (like a royalty) -- this way the investor doesn't have to worry about how you might manage the bottom line -- they mainly care that you're growing the top line (these investments are for firms that have growth plans). And the revenue percentage isn't much more than what we pay Amex or Visa which take 3% off the top of all transactions. If you have good margins, this is a great way to get growth capital without giving up any stock or dealing with banks. Contact Stephen Watkins at Entrex if interested in Peak6's money.

Richard Branson on Growth -- speaking of Branson, here's an excellent 13 minute interview with Sir Richard. Always good to get a regular dose of Branson's enthusiasm. Thanks to John Papaloukas at Vancouver-based Village Pizza for pointing me to this excellent interview.

Germany's Growth Rate -- the global buzz last weekend was the stunning 2.2% quarter to quarter growth (almost 9% annual) Germany reported. They shunned the notion of stimulus spending, encouraged companies and labor to work to control wages, reduced unemployment benefits, and continued policies that support the growth company sector. And Germany's exporting strength to China, India, US, Brazil, etc. has been the backbone of their recovery, far outdistancing France, UK, and the rest of Europe. Take five minutes to read this Financial Times article quoting my favorite business author of all time, Hermann Simon (keynoted last year's Growth Summit). And if for some reason you can't access this article, here's the NY Times more politically-bent article.

Next Round of Growth -- and this note from Joseph Beccalori, founder of Interact Marketing, focused on managing companies online reputations "This is my 3rd Rockefeller (Habits-driven) Company... just reading up on basics again and getting serious about next round of growth." Congrats Joseph! Keep on growing and growing and growing.
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Meet Buffett's Heir Apparent; Bill Gates Favorite Teacher; School Pride Success; Waiting for Superman
"...keeping you great"

HEADLINES: 

Meet Warren Buffett's "Mr. Fix-It" -- I couldn't be more excited. A couple weeks ago I encouraged you to read Fortune's excellent article on how David Sokol turned around NetJets for Warren Buffett -- and how Sokol is the guy Buffett goes to when he needs any of his businesses fixed. Now you can meet him in person. Sokol will share his six principles for successfully running any business as outlined in his book Pleased, But Not Satisfied. He'll be the opening keynote at the upcoming Fortune Growth Summit at the Ritz Carlton, Orlando, October 19 - 20.

Buffett's Heir Apparent -- Sokol is most mentioned as Warren Buffett's likely heir apparent. As Buffett mentions in his foreword to Sokol's book "He brings the business equivalent of Ted Williams' .406 batting average to the field of business management." And he knows how to do deals, recently netting $1.2 billion for Buffett over just a few weeks. Concludes Buffett, "He (Sokol) gets more done in a day, than probably I get done in a week, and I'm not kidding." Anyway, I'm looking forward to meeting Sokol and hearing from him directly. Please join me at the Fortune Growth Summit

 HYPERLINK "http://www.gazelles.com/executive_growth_conference.html" \t "_blank"  

Bill Gates Favorite Teacher -- while we're discussing the lives of billionaires, take five minutes and read this latest Fortune article on Khan Academy and why Bill Gates is such a huge fan. I feel so out of the loop that I wasn't aware of this brilliant educational resource for students -- a global free educational site that hosts 1600 mini-tutorials (15 minutes or less) on math, science, and other subjects. Gates is using the site with his 11 year old. This is how education should work and it's inspired me to further break down our information into bite-sized tutorials. And the story of Sal Khan's background, the founder of Khan Academy, is worth the read. BTW, it's the #1 visited educational site, now, in the world.

School Pride -- Logical Choice Technologies -- continuing with the education theme, Logical Choice, one of the Gazelles 200 founding members, has been chosen as the "Technology Classroom Consultants" for the new NBC fall series entitled School Pride (think Extreme Makeover for a broken-down school). The 2 hour premier is 24 Sept at 8pm (I'll remind you as we get closer). Notes Cynthia Kaye, founder and CEO of the nation's top firm bringing new technologies to the classroom, "...check out the series trailer... you will want to cry. We are so honored to be a part of this program. I have to pinch myself to remind me it is real." And I've asked Cynthia to show us a few behind-the-scenes clips at the Growth Summit in Orlando.

"Waiting for Superman" -- and last, Tom Friedman, NY Times columnist, weighed in on education this week, encouraging readers to go see the documentary "Waiting for Superman" when it's released Sept 23. The movie follows five kids and their parents who aspire to obtain a decent public education but have to enter a bingo-like lottery to get into a good charter school, because their home schools are miserable failures. The good news, according to Friedman, is that parents are starting to really exert themselves to change education from the bottom-up. We need an educated workforce as both employees and consumers, which is why entrepreneurs care about education.

Sept 23, NYC -- and Sept 23 is also when we host our next "Four Decisions: SuperGreen Execution" workshop -- taught by our president (and co-creator of content) Patrick Thean. For those of you new to Rockefeller Habits or wanting to fine-tune your implementation, this workshop will get your implementation jump started.
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1 Marketing Lesson; 2 Meeting Tips; 3 Times More Productive Employees; Houston, NYC Workshops
"...keeping you great"

HEADLINES: 

Show, Don't Tell -- Jason Cohen's blog makes one of the best marketing points I've seen in a while -- show, don't tell i.e.: 

	· Instead of saying it's fast, show a speed test (especially against competitors). 
· Instead of saying it's easy, have a video demonstrating your tool solving someone's problem in 60 seconds flat. 
· Instead of saying you have eager, responsive, intelligent tech support, put a "chat now" bar on every page of your website. 

· Instead of a bullet-list of benefits, quote actual customers describing your impact on their lives. 


Be Specific - Cohen goes on to suggest: 
	· Instead of "easy" say "so straightforward, you won't need a manual." 

· Instead of "inexpensive" say "just a dollar a day." 

· Instead of "powerful" say "processes 6,253,427 requests daily." 

· Instead of "disruptive" say "72% of our customers say they'll never go back to a normal email client." 


Cohen makes three more equally helpful suggestions including words and phrases that should be banned from all marketing materials -- take three minutes and read his insightful blog post. And thanks to Gabi Kool, Managing Director of VIOLA Hotel Rewards, for bringing this to my attention.
Two Simple Meeting Rules - and this note (awhile back) from Mushahid Khan, President and COO, O'Rourke Petroleum "We are on a mission to make our meetings more effective and we've implemented two steps to help us: 
	· No meeting is more than one hour - ever! I was one of the biggest contributors to this problem and so it's taken a change from me. 

· Before every meeting, we say: "The purpose of this meeting is _________" If you can't fill in the blank, you probably don't need to meet. 


We're also doing some of the basic stuff like agenda's etc but I thought I would share the two simple steps that have helped the most.

3 Times More Productive Employees - The Container Store, named one of the Fortune "100 Best Places to Work" for 11 years straight (twice #1), has a simple 1=3 rule - one great employee can replace three good employees. Mike Jagger, CEO of Provident Security, has taken this message to heart, revamping his employee and customer base to live this rule. He recently wrote about it for Security Director News. Notes Jagger "The article talks about how we've worked to integrate their 1=3 philosophy into our business and when we couldn't in one department, we cancelled several million dollars worth of revenue." This is worth taking 3 minutes to read why he did this!

Houston Sept 16 and NYC Sept 23 -- Updated Rockefeller Habits Workshop - It's now called the "Four Decisions: SuperGreen Execution" workshop (after the four key decisions: People, Strategy, Execution, and Cash). If you want to jumpstart execution of the Rockefeller Habits tools, including the updated One-Page Strategic Plan, this is the right workshop. Here's a link for more info 
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09/10/2010
Asia's 200 Best; Latest Rage; Stop Wasting People's Time

"...keeping you great"

HEADLINES: 

Free Book on Kindle -- available through today (Friday, 10 Sept), you can download Josh Bernoff's and Ted Schadler's book Empowered for free. I've not read it yet, but Josh Bernoff, Forrester Research analyst, is coauthor of the best-selling book Groundswell -- so I'll bet it's worthwhile. Grab the Kindle version now; then I'll read it this coming week and let you know what pages are worthwhile. 

Latest Rage -- the concept of "the Lean Start-Up", birthed in Silicon Valley by Eric Ries, is now sweeping the globe. Applicable to any new product or service launch in existing firms, the message is "we have to stop wasting people's time" building stuff nobody wants. Take a look at this 15 minute video -- and if in a hurry, go right to 12:18 and take 3 minutes to review the 4 Myths/Truths about Lean Start-Ups. And if you only have a minute, go to 14:30 and check out the most important misunderstanding: that Lean Start-ups are trying to replace vision with data or customer feedback.

The Truth -- you want to be driven by a compelling vision and then rigorously test each element of that vision through rapid customer feedback. Many of you have heard me rant about the importance of talking to one customer each week, looking for that Black Swan moment when you're able to pivot (the hot new buzz word discussed in the video above) your product or service to better serve the market. Here's a link to the article . BTW, thanks to Johan Åhlund, founder of Barcelona-based Artificial Solutions, for pointing me to this video. 

Lean for Software Development -- this very practical video explains how Lean principles (in contrast to Scrum or Agility) apply to building software. And the most applicable piece for all of us is their discussion about "delayed commitments." The video is structured so you can go right to that 2 minute piece. Many of us make decisions way too early in a process -- quite an eye-opener for me and a lesson I learned just this past week. And for those doing IT work for the government, go to their second to last section and hear them explain what the Norwegian government is doing to write more flexible government contracts which allow Lean to be practiced. Thanks to Emilio Moreno, CEO of Softonic, for pointing me to this video.

Asia's 200 Best Public Companies Under a Billion -- and congrats to India-based Ashiana Housing, a $61 million market cap Rockefeller Habits driven firm, for making the Forbes list this week. India scored 39 of the 200 Asian firms, up from 20 last year. China fell from having 79 on the list to 71. Notes Ankur Gupta "The meeting rhythm, especially the added monthly huddle (with all middle managers), has really helped us and we have been able to more than double our sales. Around this time last year we had sold 2.12 lacs sq.ft. and this year we are at 5.5 lac sq.ft." No slow down in housing in India, at least for Ashiana!!

ThinkProductive's Daily Huddle -- speaking of meetings, Graham Allcott, director of UK-based ThinkProductive, a personal productivity firm, posted a short video explaining how they structure their daily huddles for those still on the fence or wanting to fine-tune their huddle. Thanks Graham.

John Grisham's Career Path -- take a few minutes to read Grisham's delightful guest column in the NY Times this week and then share it with your children. From watering rose bushes for a dollar an hour to plumbers helper to men's underwear salesman, Grisham's path to world class novelist will give anyone hope they can find and then live their passion. BTW, he considers writing the toughest and most grueling job he's ever had.


EDUCATION:

Growth Workshops 2010 - Four Decisions: SuperGreen Execution

Sep 16 - Houston
Sep 23 - New York City

Growth Summit 2010

Fortune Growth Summit
Oct 19 - 21, 2010, Orlando, FL

Go for Growth with Verne Harnish

Sep 14 - Melbourne
Sep 15 - Brisbane
Sep 16 - Sydney

Summits & Conferences 

Great Game of Business with Jack Stack 

Gazelles DVD/Online Learning Products -- Gazelles.tv 

PEOPLE
What's the Secret to Providing World Class Customer Experience
Topgrading

STRATEGY
High Stakes Negotiations
The Art of Advantage

EXECUTION
Mastering the Rockefeller Habits
Execute Without Drama 

Did you miss previous insights? - read here

Read Verne's Insights on Kindle http://www.amazon.com/gp/product/B003SX13YI


09/17/2010
Best Question; Next Growth Frontier; Bezos's 12 Questions; Last Question

"...keeping you great"

HEADLINES: 

Two Key Questions -- I have two more Fortune columns to write and could use some examples: 1) What myths about business have you encountered; and 2) What are some things you've stopped doing (below are some examples - have any of you pursued any of these or others)? If so, just send a short email saying "yes" and what topic and we'll call and interview you: 

	1. Stopped paying attention to the economic news and asked, instead, your most important clients what their forecasts are for 2011 to plan for 2012 (something I suggested a few weeks ago). 

2. Stopped selling 80% of your products and services and focused on the best 20% (same with customers). 

3. Stopped doing email, having an assistant handle 90% of your emails instead. 

4. Stopped a contentious relationship (employee, customer, partner) that has drained your emotional energy. 

5. Stopped eating alone i.e. made it a point to strengthen relationships and meet more people face-to-face 


Unemployment 5.1% -- there's no shortage of jobs in Australia with their announced 5.1% unemployment this week. And Australia is the first country in 2010, in which I've taught, where my audience of growth company executives chose "people" as the number one challenge for their business (it was great to see Pat Cannon in my audience, who recently moved from the U.S. to Australia where he took an executive position with PPG). Attracting and retaining talent is back front-and-center down under. BTW, on Tuesday, Julia Gillard was sworn in as Australia's first female prime minister. And with the announcement of Oprah's visit, it's been a fun week to be touring Australia. 

Best Question -- Craig Hodges, Managing Director of Australia-based King Content, suggested the best business question I've heard in 2010 -- "What's The Brown Paper Bag in Your Business?" As the story goes, Craig was in NYC and managed to garner a dinner reservation at the famous Gramercy Tavern. One thing led to another and he ended up closing the place down, enjoying beers with the staff (what Aussie's do best!). As he was leaving, the staff handed him a brown paper bag and said it was a little something for breakfast the next morning. He started to look inside, but was instructed to keep it closed until the sun came up. 

Delight Inside -- when Hodges was ready for breakfast the next morning, he found inside the properly sealed bag a freshly baked muffin, muesli, and an orange juice - a welcomed delight. It was then that he wondered "what was the brown paper bag-equivalent in his business?" He wondered how his business could generate the same word-of-mouth promotion he's given Gramercy Tavern as a result of something so simple, yet memorable? 

12 CEOs and Companies Leveraging Web Video -- the list includes Gazelles 200 founding member BuildDirect.com that has posted hundreds of "how to" videos. Web video is one type of "brown bag" worthy of attention - just ask BlendTek and their "Will it Blend" series with over 130 million views. Here's a link to the 12 examples - watch during your next marketing meeting and decide to create a video or two for your company.

Africa Next Growth Frontier -- excellent article in the NY Times today on IBM's huge infrastructure contract in Africa and why Sam Palmisano, CEO of IBM, flew to Africa for the announcement - they see Africa as the next growth frontier. Notes the article "mobile phones in developing regions like Africa are used not only for talking and texting, but for many other day-to-day activities like banking....only 23 percent of Africans have access to banking services, but already 8 million Africans use their cell phones for payments."

Amazon Founder's 12 Questions -- take three minutes to read Jeff Bezos's commencement address delivered at Princeton University. The best line in the speech is from his father "Jeff, one day you'll understand that it's harder to be kind than clever." It's worth reading to your children this weekend, as Bezos explains what led to him launching Amazon and some key lessons learned. And at the end he poses 12 questions to the Princeton graduates - excellent questions for all of us. 

Last Question -- are you, as a leader, growing faster than your company? Join us at our upcoming Fortune Growth Summit, Oct 19 - 20, Orlando. Faculty include David Sokol (Buffett's "Mr. Fixit"), Chip Heath, Liz Wiseman, John Warrillow, David Meerman Scott, Rich Russakoff, Mo Fathelbab, and Verne Harnish.
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09/21/2010
Invitation; 7 Strata of Strategy; What A-Players Read; One Month Left
"...out-learn the competition"

HEADLINES: 

You Are All Invited -- all the weekly insight readers are invited to hear Warren Buffett's "Mr. Fix-it", David Sokol, CEO of NetJets, keynote our annual premier executive education event -- the Fortune Growth Summit, Oct 19 -- 20, Ritz Carlton, Orlando FL. 

Seven Strata of Strategy -- my brand new strategy framework will be rolled out at the Growth Summit. I tested it during my Australian Tour last week. It's the first comprehensive strategy framework geared specifically for mid-market growth firms. I'll walk you through it in a 90-minute session on Day 1. And I'll be using a live case study to illustrate each of the 7 components or strata. You must state your strategy simply, but it doesn't mean it's simple. 

A-Player Execs Read 24 Books Per Year -- Brad Smart, father of the Topgrading concept, researched 6500 top executives. The difference between the A-Players and the C-Players? The A-Players were continuous learners, reading on average 24 books per year (12 fiction and 12 non-fiction). Those who don't read barely have an advantage over those who can't!! 

11 Leading Business Books -- the keynote speakers at the Growth Summit represent 11 leading business books (out of 8000 released each year) that I've handpicked because they have practical tools you can use to grow your business. It would take you longer than 2 days to read these books. And I work with each keynote to draw out their most salient ideas and tools useful to you -- we don't want to waste your time. Plus hearing these keynote speakers back-to-back lets you discern patterns and trends your wouldn't otherwise.

Top Rockefeller Habits Practitioners -- 500 executives of some of our world's top mid-market firms will be in attendance ($5 million to $500 million) -- many of them are also top Rockefeller Habits practitioners. Come meet them. And we structure a formal activity that matches up CEOs, COOs, CFOs, VP Sales, Marketing, HR, IT, etc. -- it's why we ask for your functional title as part of the registration process.

But We Can't Implement Anything Else! -- we don't repeat speakers unless they have a new book (i.e. Jim Collins). Participating each year prevents "not knowing what you don't know." The information files away and will be there when you need it. It's about awareness. 

Too Busy to Attend? -- if that's the case, then you need this Summit the most!

One Month Until...the Fortune Growth Summit. Sign-up now. Here's a link to the line-up of keynote speakers

For Future Planning -- the Fortune Growth Summit is ALWAYS the Tuesday -- Wednesday closest to October 22 -- you can put it in your calendar for the next decade so you can plan your other meetings around it.

Out-Learn the Competition (and Customers) -- see you in Orlando.
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09/23/2010
Jill Konrath; Herb Kelleher of Banking; Best Strategy; Newbie Mentality
"...keeping you great"

HEADLINES: 

Jill Konrath -- author of SNAP Selling and Selling to Big Companies, delivers our latest one-hour online seminar. The focus is specifically on how to grab and maintain the attention of "crazy busy people." If you can't get someone to return your initial call or email, you can't progress - and this is applicable to the COO, CFO, HR, and IT, not just the sales and marketing execs. For instance, I use her techniques to get the attention of crazy, busy celebrity CEOs to convince them to come keynote our events -- they work! Use her four techniques to reach anyone in any company, organization, or profession.

Herb Kelleher of Banking -- and what Herb did for Southwest Airlines and the airline industry, Vernon Hill has done for banking. Take five minutes and read this insightful Fortune article on how Commerce Bank beat Citi and all the others in retail banking. He's now doing the same overseas. BTW, Hill has agreed to keynote our 2011 Growth Summit (Oct 18 -- 19)! I want to continue to bring you not only the top business authors, but the most innovative business leaders.

Best Strategy Case Study -- many of you will recognize Commerce Bank -- it's my favorite strategy case study written by Frances Frei, who is my favorite strategy professor at Harvard. What's NOT special, in terms of what you think is a successful strategy, is that Commerce Bank picked a segment of the banking customer population (wanted convenience) and focused on this brand promise. What IS special is that: 

	  
	1. They went all the way -- providing a 100% "convenience" solution, including staying open 7 days per week and evenings. 

2. They figured out a way to fund it -- and THIS is the counterintuitive part leaders miss in setting a strategy. In the case of Commerce Bank, they offered the lowest interest rates on checking and savings accounts. And they only offered one kind of checking and one kind of savings account. 


Therefore, how many of you are willing to go all the way to deliver on a specific brand promise; and are you willing to do something that appears customer UNFRIENDLY to help fund it? Pay $6.95 and read this case study as you prepare to plan your strategy for 2011. 

Newbie's See Innovative Strategy Best -- and this BusinessWeek column by Gazelles 200 founding member Mike Maddock, Maddock Douglas which features several Gazelles clients. Scroll to the bottom of his column to the section entitled "The Myopia of Experts" and read his four quick suggestions for maintaining beginners luck in finding the new products and services that blow open an industry -- you can do these in your own firm immediately.

Saving 446 Minutes -- Profit Magazine wrote an excellent article that details how Nurse Next Door, one of the other Gazelles 200 founding members, is implementing Lean -- their reward practices, mistakes, timing, results, etc. One of my favorite excerpts "Nurse Next Door has based the core of its lean initiative on easing workloads to free up employees' time so they could focus on tasks yielding immediate value for clients. A case in point: the firm's overworked accountant, who regularly worked nights and weekends. Analyzing her tasks revealed vast scope for efficiency gains. For instance, it took her 22 steps totaling 686 minutes twice monthly to process billings and payroll. After assessing which steps provided value to clients, the firm has slashed the process to 11 steps taking 240 minutes." Take five minutes and read this article 

Nurse Next Door launching Franchise Operations in the U.S. -- FYI, this Canadian-based firm is expanding in the U.S. -- great opportunity in the healthcare services field. Contact Ken Sim, co-founder kensim@nursenextdoor.ca. And they'll be present in Orlando at the Growth Summit.
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09/28/2010
Meet CEO of Rosetta Stone; Entrepreneur of the Year; 6 Myths of Business; Amsterdam and Omaha

"...helping you out-learn the competition"

HEADLINES: 

NOTE: Deadline for having your company listed in the Fortune Growth Summit conference book is this Friday. Otherwise, we'll take registrations up until the day of the event. We know you lead a crazy existence!

Meet Tom Adams, CEO of Rosetta Stone -- Tom just signed on to be our other celebrity CEO keynote at the Fortune Growth Summit Oct 19 - 20, Orlando. Leading one of the most successful IPOs in 2009, Adams increased revenues 10-fold since taking over in 2003. Named Ernst & Young Entrepreneur of the Year in 2009 (the overall U.S. winner), Adams was also named Executive of the Year in 2009 by the American Business Awards (Stevies). And as of today, Rosetta Stone's stock price is up 14.7% over its strike price -- not bad in this economy.

Tom Gets "Going Global" -- Come learn from one of the most accomplished mid-market leaders that is doing business globally. A native of Sweden, Tom grew up in France and England and is fluent in French, Swedish, English and Spanish. He has a working knowledge of German and Chinese and is currently in the process of learning Russian. Tom has done for language learning what Tony Hsieh, CEO of Zappos (our celebrity CEO at the last Summit), did for shoes. These are the rock stars of our era -- come meet and learn from them.

Invite a Supplier -- having a strong supply chain is critical to your own success. Think about inviting the leadership of a couple key suppliers/service providers to join you at the Fortune Growth Summit. It's a way to build a stronger relationship with them and strengthen your business.

6 Myths -- Need Stories for Latest Fortune Column -- OK, this is column #5 for the year (thanks for the cash ideas -- that column will feature four of you). Let me know if you experienced any of the following, what I call the 6 Myths of Growing a Business: 

1. My margins will improve as my company gets bigger (normally the opposite happens -- so, did your margins shrink as you grew?). 

2. The folks running the big companies are smarter than us (truth, they are not -- your firms can easily beat the big guys) 

3. The company founder has got to go sooner or later, because the company is going to outgrow them (wrong, the Hidden Champion founders lasted 25 plus years). 

4. As CEO, you know what's going on in your business better than anyone else (you're really the last to know what's going on -- any examples of being the last to know?). 

5. Grow or die. (sometimes it's better not to grow -- remaining a "small giant" as Bo Burlingham suggests in his book by the same name) 

6. Be a self-help junkie (actually, self-help is an oxymoron -- you can't help yourself -- the best business leaders have lots of advisors, consultants, coaches) 

Any of this sound familiar? Send me a quick email saying "yes" to which myth and we'll call for a quick interview. Or give us a better myth!! Deadline is this Thursday. 

Amsterdam Oct 27 - 28; Omaha Oct 27 -- more Rockefeller Habits and SuperGreen Execution workshops in October.

Doubled Revenues and Profits -- and this note from Ben Thompson, EO member and CEO of Sydney-based HR consultancy The EI Group, "I am happy to report that The Rockefeller Habits have been a key contributor to the growth of my business over the past 3 years. During this time we have grown from 10 -30 staff and doubled revenues and profits each year. I thank you for your contribution." BTW, Ben has a useful piece of HR technology called Power2Motivate for managing rewards and recognition. It uses a points-based system that employees can then redeem for rewards -- much like I Love Rewards system in North America. We like these systems for supporting quarterly themes.

EDUCATION:

Growth Summit 2010

Fortune Growth Summit
Oct 19 - 21, 2010, Orlando, FL

Strategy & Execution - India Tour

Dec 1 - Mumbai
Dec 2 - Bangalore
Dec 3 - Chennai

Growth Workshops 2010 - Four Decisions: SuperGreen Execution

Oct 27 - Omaha

Rockefeller Habits, 27 - 28 October, The Netherlands

Summits & Conferences 

Great Game of Business with Jack Stack 

Gazelles DVD/Online Learning Products -- Gazelles.tv 

PEOPLE
What's the Secret

STRATEGY
High Stakes Negotiations

EXECUTION
Mastering the Rockefeller Habits 

Did you miss previous insights? - read here
Read Verne's Insights on Kindle http://www.amazon.com/gp/product/B003SX13YI


10/01/2010
New Strategy Framework; One Bad Example; One Great Example
"...keeping you great"

HEADLINES: 

Seven Strata of Strategy -- the framework for my next book, here's a link to my latest 750 word "Growth Guy" column outlining the Seven Strata of Strategy -- my latest attempt at a unified theory of strategy. BuildDirect.com, featured in the article, will be my live case study on stage at the Fortune Growth Summit in Orlando. Please take 3 minutes and see if the framework is helpful to you.

Yahoo! As A (Bad) Example -- Carol Bartz, CEO of Yahoo!, is quoted in a Fortune article yesterday describing Yahoo!'s strategy:

"Yahoo is a company that is very strong in content," she said this past May."It's moving towards the web of one. We have 32,000 variations on our front page module. We serve a million of those a day. It's all customized. Our click-through rate went up twice since we started customizing this. People come to check the things they like. 'You can just get it together.' Yahoo is one site people always stop at."

OK, that was clear as mud!! Take another four minutes and read Fortune's September 30 article on Yahoo! -- and read how her Chief Product Officer, Blake Irving, describes Yahoo!'s strategy.

Executing a Mess -- therefore, unless you get your strategy nailed, you risk maximizing the next three to five years. In fact, you risk executing a mess, resulting in a lot of wasted time and effort. Tale of two companies I met this past month: One, that has nailed its Seven Strata, will see revenue go from €30 million (up from €15 million last year) to almost €60 next year. The other, which hasn't, will continue to limp along until they do.

WebMD -- one of my favorite strategists, ex-McKinsey guru Kaihan Krippendorf (author of Art of the Advantage), also produces my favorite weekly strategy newsletter. His latest newsletter/blog post is about WebMD and how they've outperformed Google the past five years in terms of stock appreciation. In each newsletter, he interviews a top CEO and extracts their strategic lessons -- in this case, three strategies Wayne T. Gattinella,WebMD's CEO, used to make them one of the best performing tech companies in the world. 

It's Okay to Run Away -- this is Gattinella's Lesson #1 -- it's about stripping everything out of the company that isn't core and focusing on one strategy. Kaihan will share the next two lessons over the coming weeks. Take five minutes to read his latest newsletter on WebMD and then sign-up (delivered by email) at http://www.kaihan.net/index.html.

Two New One-Page Tools -- BTW, I talked with Kaihan last night and asked him to fly down to the Fortune Growth Summit to lend me a hand onstage as I walk you through our two new One-Page tools -- one designed around the Seven Strata of Strategy and the other designed to help you focus on your core processes. And he'll be around to discuss strategy with those that want to talk shop.

6 Myths -- Still Need Stories for Latest Fortune Column -- OK, this is column #5 for the year (thanks for the cash ideas -- that column will feature four of you). Email me immediately (vharnish@gazelles.com) if you've recently experienced any of the following, what I call the 6 Myths of Growing a Business: 

1. My margins will improve as my company gets bigger (normally the opposite happens -- so, did your margins shrink as you grew?). 

2. The folks running the big companies are smarter than us (truth, they are not -- your firms can easily beat the big guys) 

3. The company founder has got to go sooner or later, because the company is going to outgrow them (wrong, the Hidden Champion founders lasted 25 plus years). 

4. As CEO, you know what's going on in your business better than anyone else (you're really the last to know what's going on -- any examples of being the last to know?). 

5. Grow or die. (sometimes it's better not to grow -- remaining a "small giant" as Bo Burlingham suggests in his book by the same name) 

6. Be a self-help junkie (actually, self-help is an oxymoron -- you can't help yourself -- the best business leaders have lots of advisors, consultants, coaches) 
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10/7/2010
5 Cash Strategies; Facebook's #2; Why Wesabe Lost; Africa Update

"...keeping you great"

HEADLINES: 

5 Strategies for Increasing Cash -- my latest Fortune Venture column is out, on the newsstands and online. Thanks to insight readers Scott Nash, Barrett Ersek, Sam Goodner, and Phil Miner for contributing their stories representing ideas you can implement immediately to bolster cash in your business.

Power of Barter -- one of the more unusual ways to bolster cash is to utilize barter on a more regular basis. Barrett Ersek was doing roughly a quarter-million dollars of barter a year through Atlantic Barter when he was building Happy Lawns, receiving up to $100k in advance credit as a regular customer (hey, that's like real cash!). And when he launched his new business, Holganix, he traded in some beat-up trailers for $5k, received an additional $2500 in advance credit from Atlantic Barter, so he could trade for a $7500 trade-show booth. Check out the other four specific strategies in my latest Fortune column

Facebook CEO's #2 -- Sheryl Sandberg, Facebook's COO, is key to helping Mark Zuckerberg grow Facebook. And she's an exception to my rule -- that the #2 MUST be someone you've worked with for quite some time. A former Google exec, they met at a Christmas party in 2007. After a six-week intense courting period involving multiple dinners each week (this is always key), Zuckerberg placed Sandberg right into the COO position. Take seven minutes and read this NY Times article including how she won over the rest of the team. BTW, I'm adding to my rule about hiring #2's -- you MUST have worked with the person before unless the last four letters of your last names match!

Sandberg's Discipline -- a key to Zuckerberg's and Sandberg's ongoing ability to work closely together are twice weekly meetings for an hour -- just the two of them at 10am Monday and another on Friday (detailed in the article). Zuckerberg and Sandberg are as busy as anyone on the planet, yet they carve out this specific time to discuss the big (and little) stuff. Just another example that the execs running important companies stick to these kinds of meeting rhythms and don't use the excuse "hey, we see and talk to each other all week" to avoid specific "council" time. Again, take 7 minutes and read how the right #2 can greatly enhance the performance of the #1 and the business.

Roel Nikkessen Agrees...with the power of a meeting rhythm. I received this note from Roel Nikkessen, CEO of a Dutch ICT services firm, OGD, "We've been working for almost two months with your structure of daily and weekly meetings and I can say it works very well for us! The daily meeting at 16:28 is the routine that our management team needed. And the good thing about the daily meetings is that we keep it to 15 minutes!" Nikkessen further notes that the meeting rhythm "not only gives us a better understanding of each other on our Management Team. It gives us more passion and a drive to move further. At the end of this quarter we'll see sales up 20%, while our big competitors in ICT services are still going down." Discipline always wins out, everything else being equal. Congrats to Roel and his team.

Why Mint Won! -- one last article for the week. Take 5 minutes and scan Marc Hedlund's guest CNN/Money article on why his firm Wesabe lost to Mint in the race to be THE website to help people with their personal finances. There are several insightful lessons. A key conclusion, notes Hedlund "Focus on what really matters: making users happy with your product as quickly as you can, and helping them as much as you can after that. If you do those better than anyone else out there you'll win." In essence, Mint, though less robust in its approach (from Hedlund's perspective), provided a much more idiot proof and easier "one-button" functionality than Wesabe -- essentially the user had to do very little themselves. Lesson -- right doesn't mean best. The article is worth a scan 

Kenya Rockefeller Habits -- and kudos to Olivia Herriford, our first Gazelles International certified business coach to conduct a two-day Four Decisions -- Mastering the Rockefeller Habits Executive workshop in Africa last week. Working with the Kenya Institute of Management (KIM) to host the workshop, she's also advising them on their transition to a university. Noted Keith Cupp, President of Gazelles International, "Olivia has a passion for the people, growth businesses, and the continent of Africa."

Gambia, the Hong Kong of Africa? -- this week I'm in The Gambia, the smallest mainland African country. A former British colony, it's on the western tip of Africa surrounded by the former French colony, Senegal. I've felt what Africa most needs is a Hong Kong. So I've started the journey along with some Dutch investors (thanks especially to Peter Arensman with BAS Consulting) and business leaders. So far I have more questions than answers, but it's clear, much of the NGO and foreign governments' subsidies are a huge waste of money. In turn, infrastructure is critical and The Gambia is making strides. Lack of cargo planes, expensive power costs, and 22% interest rates are the three biggest hindrances to the local Gambian entrepreneurs with whom I've met (these entrepreneurs are dreaming and accomplishing big things -- I was impressed with the scope of their ventures). 

Big Problems, Small Solutions -- it's been interesting to look at the situation here in The Gambia through Chip and Dan Heath's lens (from their book Switch) -- that the mistake companies and countries make is trying to solve big problems with big solutions (I've seen plenty of this the past couple days) -- instead, we need to look for "bright spots" and find small, simple solutions to big problems. And when you look through this lens, you see the world in an entirely different way. I'm excited to hear Chip Heath in person when he keynotes our Fortune Growth Summit in a couple weeks -- hope to see all of you there as we gather the knowledge to make a difference in our companies and the world -- it's entrepreneurs that must get it done!!! And we have to keep learning! 
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10/14/2010
Steve Jobs 7 Secrets; The Mesh; Getting Middle Management More Involved
  "...keeping you great"

HEADLINES: 

	There are two ways to sleep well at night - be ignorant or be prepared 
	  

	  
	- Simon Black 


Increased Profit 7-Fold -- I like the counter-intuitive comments. When I asked for specific ideas for increasing cash, Scott Nash, CEO of MOM's Organic Market, exclaimed "I hear frequently that 'cash is king'. My mantra is 'profits are king'..." When Scott thought his $1.4 million line of credit was going to be pulled, since he hadn't heard back from his banker on a requested increase, he hunkered down with his team and got serious about improving profit. After lots of hard work, his team managed to increase profit from 1% to 7% (which is about 2.5 times industry average) and pay down his line to $500k (remember, profit eventually turns into cash). This got the banks attention and he ended up getting his line increased to $2.5 million. Scott's story plus additional ideas to improve cash are in my latest Fortune column

7 Innovation Secrets of Steve Jobs -- my apologies if I'm behind the curve on this one. Carmine Gallo, who wrote the book on The Presentation Secrets of Steve Jobs, has a new book out this month entitled The Innovation Secrets of Steve Jobs. Here are the seven: 
	  
	1. 
	Do what you love 

	  
	2. 
	Put a dent in the universe - have a big vision 

	  
	3. 
	Kick-start your brain - use creativity and have lots of different experiences 

	  
	4. 
	Sell dreams not products - understand what people want to accomplish 

	  
	5. 
	Say no to 1000 things 

	  
	6. 
	Create insanely great experiences 

	  
	7. 
	Master the message 


Thanks to Rich Bendis, founder of Innovation America, for bringing this to my attention. Rich was just named the #4 innovation blogger (out of 40) and has my favorite daily innovation blog -- he points to a dozen key articles every day. 

The Mesh: Why the Future of Business is Sharing -- this is my latest favorite book which outlines how the internet is driving radical new business models for companies with products. In essence, the latest location-based and smart phone apps allow us to access (expensive) products without having to own them. Think about the fact that, on average, you only drive your car one hour per day. What about those expensive tools you have sitting in your garage or handbags sitting in the closet. Written by serial entrepreneur Lisa Gansky, she co-founded Ofoto (sold to Kodak) and GNN (sold to AOL), Gansky is the first to name this important new trend in business.

Wayne Huizenga's Key to Success -- the only entrepreneur on the planet to create three separate billion dollar-plus public companies from scratch, Gansky points out that Huizenga used the same principle of purchasing a product and then renting it multiple times (think waste bins and DVDs). Conrad Hilton did the same when he created the hotel. So this idea isn't new. However, with the latest internet technologies, it's a lot easier to facilitate the sharing and renting of products. Her book is a very quick read, well-written, and includes an index of hundreds of firms sharing cars (Zipcar), wine-making services (Crushpad), and tools (North Portland Tool Library). 

Middle Management Meeting -- a few weeks back I noted that India-based Ashiana Housing (Rockefeller Habits practitioners) was one of Asia's 200 Best Under a Billion firms -- so I wanted to understand how they were able to double revenue this past year. In essence, the top three leaders were able to free themselves up from day-to-day operations by turning over the business more to their middle managers. The key to this transformation was their inclusion of middle management in a monthly huddle -- a total of 65 people. In this meeting they work collectively on solving major challenges and focus on significant improvements to the business. Examples include creating better store and purchasing systems, reducing inventory, creating a WOW factor on-site, and getting payments to suppliers on time. 

Passing Down Your DNA -- the overall focus of the broader monthly management meeting is getting the DNA of the senior team passed down to the middle managers so they can run the business. Notes Ankur Gupta "the three of us are feeling removed a lot more from the day to day and focusing on growth. I think the main thing in the monthly huddle is that the whole company feels that we are a team, the values of the company are being dissipated (down), and they (middle management) can see the larger target."

Preparation vs. Ignorance -- this weekend I'm headed back to the U.S. to attend our  Fortune Growth Summit. I look forward to seeing all of you that have chosen to invest 48 hours in further preparing yourself to out-think and out-learn the competition -- join us if you can. 
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10/22/10
Pecha Kucha; Tom Adams Rosetta Stone; 3 First Impressions

  "...keeping you great"

HEADLINES: 

Following are highlights (simple things I learned), including short 1 to 3 minute video interviews, from the Fortune Growth Summit hosted this week in Orlando:

What is Pecha-Kucha -- Craig Morantz demonstrated a presentation technique that created a mini-buzz throughout the end of the conference...more below, but first.

Tom Adams, CEO of Rosetta Stone -- I finally understand the economics of all those kiosks in malls and airports (since I never see any customers visiting the kiosks). Generating a mere 13% of revenue, they really function as self-funding (and inexpensive) billboards helping to build brand awareness. In my short interview with Tom, he mentions having a coach named Ed and now has he's surrounded himself with other mentors and advisors including Ted Leonsis.

Bob Bloom, Author of The New Experts -- Bob describes the "new experts" in my short interview. He also outlines the three things you MUST accomplish in the initial "now-or-never" moment when a customer first contacts you, on or offline. You must immediately have them like you, feel trust, and get them to talk (share some information about their needs and wants). And what you DON'T want to do is immediately start selling. So think about the homepage of your website, entrance to your building/store, or your sales person's first meeting. Watch Bob's interview for details.

David Meerman Scott, Author of Real-Time Marketing and PR (out Nov 1) -- from Oakley reacting quickly to outfit the rescued Chilean miners with sunglasses to Eloqua, maker of marketing automation software, stealing PR from their competitor's sale to Oracle, we're in a real-time media world -- and you should take advantage of it. David explains in this interview.

John Warrillow, Author of Built to Sell -- essentially told his business was unsellable, he received some key advice from a mentor. The most valuable businesses provide services that meet three criteria -- they are teachable, valuable, and repeatable (TVR). He went on to revamp his business to meet these criteria and then successfully sold it. He describes, in his interview, how this criteria explains the success of JiffyLube.

Liz Wiseman, Author of Multipliers -- the one question that caught our audience most by surprise was Liz's question about the key attribute of a multiplier. By a huge margin, the audience chose "listening." In fact, it's "intellectual curiosity" for which our audience voted least. Liz goes on to explain why this is at the root of those that make people smarter vs. dumber. Take a look at her interview.

Chip Heath, Author of Switch -- there are two simple ideas every leader can utilize immediately. First, rather than focus on problems, it's much better to focus on what's working -- what Heath calls "bright spots." Second, leaders must move beyond just articulating SMART goals, but give people a picture of the end result -- what Heath calls a "destination postcard." He explains with examples in this short 1 minute interview.

Thanks to Nan Palmero -- Chief Inspiration Officer of Austin-based Sales by 5, Nan shot and uploaded the videos while twittering the entire Fortune Growth Summit.

Pecha-Kucha -- Craig Morantz with Leed's, a top supplier of promotional products (including our conference bags), created a mini-buzz by sharing a pecha-kucha style presentation. According to Craig "the name comes from the Japanese term for the sound of 'chit chat.' The basic concept relies on a presentation format that is based on a simple idea: 20 images x 20 seconds."

Concise and Rapid-Paced Presentations -- Craig continues, "It's a format that makes presentations concise and keeps things moving at a rapid pace. I have seen it turn 20 -- 30 minute presentations into 6 minute 40 second presentations that have more impact. Who doesn't want shorter more engaging presentations? You simply set your power point presentation to automatically move to the next slide every twenty seconds and do not exceed 20 slides. Additionally the use of copy should be eliminated (which really should be the rule for any PowerPoint). Just use images." Anyway, it was fun to watch. 
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10/28/2010
Buffett's New Heir Apparent; Strategic Preparation; Do More Faster; Next Week's Elections

  "...keeping you great"


HEADLINES: 

Next Week's Elections in the U.S. -- thoughts below, but first...

NOTE: Date Change -- the Fortune Leadership Summit is now May 10 -- 11, Houston, TX. We changed the dates because April 19 -- 20 is Passover. NOTE 2: We're replacing the Sales & Marketing Summit with the Leadership Summit and will integrate sales and marketing topics within both the Leadership and Growth Summits.

Free Help for One-Page Strategic Plan -- there's a new interactive "vook" (video book) that guides you through completing the revised One-Page Strategic Plan. Just click on each box of the interactive plan and a short 30 to 60 second video pops up explaining what is to go into each box. You can also fill it in online and then print a completed copy. Here's a link -- expand the "Strategy" section and you'll see the Vook. We're creating vooks for all the other one-page tools as well.

Strategic Preparation: Three Critical Steps -- it's important that you survey your customers and employees going into your strategic planning session for 2011. Here's my latest 750 word "Growth Guy" column on the subject (publishes Nov 1) -- review as you prepare for your annual 2011 strategy session.

Improved One-Page Tools -- we've also redesigned the Word versions of all our one-page tools (People, Strategy, Execution, and Cash) so they are easier to fill in without messing up the formatting. Go to this link and expand each section to see the various one-page "growth tools."

Phoenix, Chicago, Seattle, Toronto, New Jersey, Portland -- these are the locations of our upcoming Rockefeller Habits workshops in the U.S. -- a great way to prepare your team for 2011. Here's a link to dates and information.

Do More Faster -- Brad Feld's First Book -- one of the top VCs and maverick's in the VC world (and founder of two EO chapters), Brad Feld and his co-author David Cohen share their combined 50 years experience in starting and funding growth firms. BTW, they are on a book tour stopping in Chicago today, San Antonio Monday, and San Diego Wednesday. Here's a link to the details.

Todd Combs, Buffett Heir Apparent? -- the big news this week was Buffett's hiring of Todd Combs. Seems Buffett is looking for two replacements -- one as CEO of Berkshire Hathaway and the other to manage the investment side of the business. David Sokol, who keynoted the Fortune Growth Summit last week, is considered the likely CEO replacement. However, there's been no one in the wings on the investment side until this week. Here's Fortune's article this week on why Buffett hired Combs.

In a Slump? Relax More! -- Does it seem like the harder you push, the more the business is pushing back? Sales slumping? This piece in the Wall Street Journal relates how Jack Nicklaus dealt with his golfing slumps. The counterintuitive key? Stop working so hard and take some time to relax. Signs you're in a slump include a loss of confidence, over-thinking every move, dwelling on past failures, or working too much. Thanks to Jon Iveson, founder of Learning to Be a Champion (and Gazelles coaching partner), for bringing this to my attention.

Next Week's Elections -- (warning, don't watch if you're politically sensitive) my thoughts are represented in this 4 minute video my 14-year old son put together this week -- it's his generation that will really pay the price for our ineptitude as citizens. I helped him with the script and held the camera, but he did all the rest. My only other contribution was keeping him from brandishing his air gun in the video -- boys will be boys. 
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11/04/2010
Possible Good News; Replacing Owning; #1 on Amazon; Favorite Books

  "...keeping you great"

HEADLINES: "Happy Diwali to all my readers in India. 

Favorite Books and Speakers -- I'm in the process of choosing #1 rated business authors and celebrity CEOs for the 2011 Summits and online seminars. Who would you most like to hear from? Favorite new book? Email me at vharnish@gazelles.com -- thanks.

#1 on Amazon Business This Week -- David Meerman Scott, the top rated speaker at the Fortune Growth Summit a couple weeks ago, released his new book this week entitled Real Time Marketing and PR. Download a free eBook sample -- as Tom Peters noted "If you are not hooked (hook, line and sinker) within 10 minutes of starting David Meerman Scott's wonderful new book; well, I fear for you." For my take on the book, re-watch my 2 minute interview of David highlighting the main lessons.

Sharing is Replacing Owning -- this business model is continuing to garner a lot of attention with a second book (the other being The Mesh) entitled What's Mine is Yours: The Rise of Collaborative Consumption by Rachel Botsman. Here's the link to a CNN piece written by Botsman that provides a summary of the book -- and hopefully spurs your teams' thinking on how you might apply this idea to a part of your business -- worth 30 minutes at your next weekly meeting or a topic at your broader monthly management meeting.

Malcolm Baldrige Award Criteria -- have any of you utilized the criteria from the Baldrige award to assess and drive improvements in your business? Please let me know. A friend of mine is interested in connecting with anyone who has -- and I'm curious as well. For those interested, here's a link to the criteria -- go right to page 7 to see the seven main categories.

"Multipliers" Online Seminar Available -- the second highest rated presenter at the Fortune Growth Summit was Liz Wiseman, author of Multipliers: How The Best Leaders Make Everyone Smarter. Her entire presentation, complete with PowerPoint slides and her one-page action plan, is now available as an online video seminar. Considering Multipliers get twice the brain power from their teams as do Diminishers, her techniques have an extremely high ROI. Here's a link to the online seminar -- always with a full money back guarantee.

Extreme Question Challenge -- one of Wiseman's immediate take-home "to do's" is her Extreme Question Challenge which she suggests you test on your children before trying it at work. Do nothing but ask them questions (she shares the horrors or getting her children ready for bed and how this technique worked for her). No less than a dozen executives came up to me later in the Summit and shared how they had already tried the technique with their children. I remember one of them explaining how for the first time, using this technique, his 7 year old engaged in a lengthy conversation with him over the phone. Learn this technique (and others) from her online seminar.

Possible Good News For US Businesses -- I've reported out (and complained) several times that in 2012 businesses will have to issue a 1099 for ALL expenses over $600. Well, President Obama mentioned yesterday that he felt this specific provision of the healthcare bill should be changed -- yea! It was a specific change the Republicans wanted if they won, so it seems both sides might find common ground on at least this one issue -- a real victory for business owners. 
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11/11/2010
Escaping the Competitive Herd; Key Warning; Bold and Fun TicketCity Bowl

  "...keeping you great"

HEADLINES:  

Escaping the Competitive Herd -- this is the subtitle of the book I read this week entitled Different, written by Harvard marketing Prof Youngme Moon. Of all the books my insight readers recommended to me (thank you, immensely), I scanned and read reviews of about two dozen and this is the one that most caught my attention -- and it's proving to be as compelling as was promised (thank you Luis Fernandez with Novamex). It's made me think more deeply about my own strategy, differentiation, and approach to the market than any book has in a long time.

First Third of the Book -- one of the most popular professors in Harvard's MBA program and winner of many teaching awards, her writing and case studies are highly insightful. However, like most professors (which is why I don't normally read their books), she wastes the first bunch of pages making a case why she's so great (OK, that's a little harsh) and the rest of the first third of the book explaining the problem she's wanting to address. It's important for you to get the background info and she does outline an important customer segmentation framework: pragmatics, reluctants, opportunists, etc -- similar to Kevin Daum's segmentation in his outstanding book entitled Roar.

Section 2 is the Winner -- this is where Moon shines with lucid examples of three types of "different" brand strategies (many firms employ a combination): 

	1) 
	Reverse Brands -- they stop adding features, benefits, and augmentations that eventually drive all markets to commoditization and instead go in the opposite direction, taking stuff away and in the process become the category killer -- IKEA being a key example. 

	  
	  

	2) 
	Breakaway Brands -- these brands actually cause you to switch categorizations in your mind i.e. the Japanese AIBO was deemed a pet vs. a robot and that's what allowed its technological problems to be accepted by customers. SWATCH is seen as a fashion accessory, not just a watch, making it the biggest selling watch. 

	  
	  

	3) 
	Hostile Brands -- these brands actually challenge you to not purchase them -- to push hordes of customers away -- to emphasize their weaknesses -- and in the process create entirely new social groups. RedBull and the BWM MINI are just two of many examples. 


I'm always looking for new business language that will frame our thinking and Moon has achieved the first new language in marketing/branding in a long time.

Key Warning -- many of you have instinctually resisted my pushing you to talk with customers and employees -- and your resistance is justified if you blindly do everything your customers ask you to do -- this is what drives products and services to "sameness." Moon, in the first section of the book, does a brilliant job of describing the problem of blindly listening to customers. Instead, you must be in close contact with customers, but put what they say through your own brand filter i.e. it would kill the Birkenstock brand if they made nice looking shoes!

Useful to Growth Firms? -- this is always my first question when reading a new book -- and I was initially concerned Moon's book might be best for large retail brands. However, I'm convinced it's applicable to almost all of us and will impact your thinking in a major way -- that makes it worth the investment in time. It's not a how to book, but it's such a better "thinking" book than Blue Ocean Strategy, providing much more useful frameworks to help you navigate away from the herd (red water).

Just Plain Bold and Fun -- speaking of branding/marketing, Randy Cohen is at it again. CEO of TicketCity, Cohen has made the bold move to sponsor the newest college football bowl game -- New Years' Day TicketCity Bowl!! Exclaims Randy, "This is a big step for us and an amazing way to brand TicketCity. Our fearless don't be afraid attitude, diving in to the wide world of sports with the TicketCity Bowl, is also an extremely powerful way to motivate our employees. The value is immense all the way around." Go, man, go!!

Augmented Reality -- at the Fortune Growth Summit we honored G200 founding board member Logical Choice Technologies' role in NBC's new series "School Pride." Last Friday the show highlighted their new breakthrough reading technology called Letters Alive. 67% of 4th graders in the US are reading below grade level (ouch) and this augmented reality technology is aimed at fixing this problem. Here's a link to the info and 2 minute video. Like always, its entrepreneurs that must step up and solve our major problems.

Private vs. Public Sector -- because I care about all things education, this NY Time's Op-Ed caught my attention. In essence, a group of business owners in Pakistan have come together to launch over 600 private schools. Spending 40% less per student than the lousy public schools, these private schools are providing an incomparable education. Again, entrepreneurs must provide the solutions.
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11/18/10
FW: Businessperson of the Year; Power of Poland; Message for the G20


  "...keeping you great"

HEADLINES:  (Note: Fortune Leadership Summit May 10 - 11, Houston) 

Businessperson of the Year (US) -- today Fortune announced its winner, Reed Hastings, CEO of growth firm Netflix. The stock is up 200% this year, much more than Apple's. And like RIM (Blackberry), the analysts have predicted Netflix's death every year from the beginning. In the end, it's the culture of Netflix (see below) plus a willingness to cannibalize their own business while tapping into the ideas of everyone i.e. their $1 million reward for anyone that can improve their movie recommendation algorithms. Take four minutes and read Hasting's inspirational and insightful story.

No Vacation Policy -- Like Tony Hsieh at Zappos, Hastings didn't like the culture of his previous company, so he was conscious about culture the second time around when he launched Netflix in 1997. To quote Fortune, "at Netflix there is no vacation policy; employees take what they need as long as they get their job done. There are no strict compensation rules; workers choose their stock-to-cash ratios. There are few formal titles. Netflix employees come to the office, work extraordinarily hard, and they go home. There are no beer bashes. It is a place for adults, now numbering about 600 salaried employees." The key is to create a distinct culture -- not the same as others, but uniquely yours.

Readers Choice -- Ford's CEO -- Fortune had some fun with crowdsourcing, letting the readers choose their Businessperson of the Year. Readers picked Hastings third, Steve Jobs second, and Alan Mulally, CEO of Ford, first (as did I). The only major auto manufacturer in the US not requiring a bailout while tripling their sales in places like India, Mulally did a masterful job of navigating tortuous waters. Noted Fortune "His levelheaded leadership (develop a clear point of view and an operating plan; align culture with plan) soothed a fractious management team"...turning around a 107 year old company. Here's a link to the list.

68% of Exports from Companies Under 2000 Employees -- my mentor, the great German "Hidden Champions" researcher Hermann Simon, had an important article published in The Korean Times just prior to the G20 Leaders meeting in South Korea last week. He highlights that 68% of exports in China and Germany (the two export leaders in the world) come from companies with less than 2000 employees. In turn, the US and Japan with many more Fortune 500 firms, lag behind in exports. He notes that Korea has an ambitious plan to create 300 - 500 Hidden Champions (gazelles) in the next five to ten years. Anyway, the second half of the article summarizes succinctly Hermann's 7 keys to dominating a global niche and making huge profits -- worth a quick three minute review.

Poland On Fire -- speaking of exports...YPO Poland hosted me for a day-long workshop in Warsaw on Tuesday. It's been six years since I was there last and the changes are dramatic. The entrepreneurial spirit is burning huge in this former communist country since Poles have been repatriating back from places like Ireland. Poland's exports per capita equal those of the U.S. while their wages are a fraction of the U.S.'s - and if you correct for wages, Poland is on par with Germany in terms of quantity of exports. One big factor -- the government has worked hard to stay out of the way, including reducing corporate and personal tax rates in 2008 (though they do have a large consumption tax). As such, Poland's economy is growing faster than the EU as a whole and has become a great place for investors (no complaints from the entrepreneurs being able to find money for their ventures). They've also revised pensions and have a cap on the amount of debt the country can accumulate. It's was great to be around such positive, hard charging, and entrepreneurial leaders and their executive teams as they drive growth in Eastern Europe.

Bill Campbell Chooses Apple -- I don't know if it's a preferential vote of confidence, but Bill Campbell, coach to both Steve Jobs and Eric Schmidt (Google's CEO), felt forced to choose between the two last week, given their recent competitive friction. Here's a quick story on the situation. Who is your coach? No one has ever achieved peak performance without one! 
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11/23/2010
5 Strategic Mistakes; Success in India; Grandfather of America; Italian Island

  "...keeping you great"

HEADLINES:  

Grandfather of America (US) -- Happy Thanksgiving Week for those celebrating this US holiday. Brad Smart, the father of Topgrading (the only hiring method that garners a 90% success rate) suggests in his blog this week that the Pilgrims recruited an "A" player, William Bradford, to lead their Plymouth Colony. Take five minutes and read his e-newsletter to your children, providing them an historical perspective on Thanksgiving not taught in school.

Five Strategic Planning Mistakes (need your stories) -- this is the topic of my next Fortune column. Email me at vharnish@gazelles.com if you're guilty of any of the following and then fixed them -- let me know which one(s) and we'll call to do a quick interview for the column: 

1. Playing Not to Lose vs. Playing to Win -- were you generally playing defense and have now gone of the offensive? 

2. Making Decisions in a Vacuum -- did the executive team set priorities without intimate contact with customers and now you have a process of gathering customer input before making strategic decisions? 

3. Doing Everything Customers Ask -- in turn, the quickest way to commoditization is augmenting your products/services until they look the same as everyone else. Do you have a filter through which you put customer suggestions? 

4. Keeping Middle Management in the Dark -- did strategic planning primarily involve only the senior team or are you engaging middle management more to create better buy-in? 

5. Setting Too Many Priorities -- did your strategic planning session generate a list of 75 "to do's" and now you stick to three to five clear priorities for the coming year? 

Vacation Planning -- this is the time of the year when families start thinking about their plans for next summer (Northern Hemisphere). One option -- join my family (four children 14, 12, 7, and 3) for a multi-sport (biking, hiking, canoeing) tour of the Italian island paradise of Sardegna the week of July 4. The tour will be led by Gazelles' fan Lauren Hefferon, owner of Italy's top bike touring company Ciclismo Classico. Lauren's family will be along for the journey as well. Our last two trips have been our favorite vacation experiences. Here's a link to more info.

India Tour Next Week -- I hope to meet many of you in Mumbai 1st December and Bangalore 2nd December. Our Four Decisions "Growth Tools" are having a huge impact in India: 
· Pangea3 -- One of our major clients, Pangea3 (outsourced legal), was just purchased by Thomson Reuters last Thursday. Noted Sanjay Kamlani, Co-CEO of Pangea3, "your tools have played an integral role in our success over the years. As we move forward to build Pangea3 within the Thomson Reuters portfolio of legal businesses, your continued guidance and coaching will be crucial. We expect what has been 100%+ annual growth to turn into 3X to 5X growth at a minimum and that accelerated growth is going to necessitate even faster and more intense learning and implementation of management and leadership best practices. We are instituting a CEO leadership seminar/book club this month where I will guide a group of about 20 of our senior managers reading through your recommended books and talking through their application to our business and our people. We are starting with Switch." Sanjay's team is committed to learning and will be in our session, again, next week. 

· Benetton India -- again generating tremendous growth and profits this past year, CEO Sanjeev Mohanty continues to be a great student of the Rockefeller Habits. Notes Sanjeev "we are getting a huge response from consumers because of our customer service policy and speed of response. We promise to respond to customers for all queries directed to our corporate e-mail within 24 hours and solve all issues within 48 working hours. This is an initiative we have been driving the last 6 months and our teams are passionately and intensely involved with delighting consumers and winning them back. All the queries come to me directly also. I respond to the most disgruntled customers within 15 minutes of receiving their mail and call them up within 24 hours personally without exception. This works like magic. Just wanted to share this with you." 

· QuEST Global -- ranked World No.1 in Engineering Service Outsourcing by the Black Book of Outsourcing 2009, Ajay Prabhu has implemented what he calls the "Gazelles Movement" within QuEST as they head to $500 million -- referring to his people as "gazelles". Notes Ajay "We have shown immense discipline as Gazelles in meeting once a month, adopting Top 3 priorities each quarter and continuing to work them to closure over a period of time. Gazelles' group has been instrumental in quickly raising organizational maturity." It's the transition from entrepreneurial firm to professionally managed that is the main challenge in fast growth India. 

· Perfetti Van Melle India -- run by a dynamic young CEO, Sameer Suneja, Perfetti is the #1 confectioner in India, beating Hershey, Cadbury's, and all the other global players. With 3000 employees and another 3000 distributors, Sameer's focus is on "growing our people as fast as we're growing their jobs." We'll be assisting Sameer's senior team for the first time next week. 
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12/3/2010
5 Business Killers; Best Monthly Management Meeting; Geneva and India on Fire
  "...keeping you great"

HEADLINES:  

Please Mark Your Calendar -- Fortune Growth Summit, October 25 - 26, 2011

5 Business Killers -- my latest Venture column in Fortune magazine is out on the newsstand where I describe 5 "stop doings" -- please take one minute to scan my list of the 5 business killers you should stop immediately.

Stop Eating Alone -- this is one of my 5 "stop doings" in the Fortune column and one of the best practices I've adopted this past year. Since moving to Spain, where the two hour lunch is standard practice, I have built deeper business, social, and political connections in Barcelona in one year than I did in ten years living and working in the DC area. 

Geneva Is Hot -- notes the NY Times yesterday "Companies from Europe and the United States, and more recently, Asia, are being drawn to the area (Geneva) by low taxes, generous write-offs and labor laws that are more flexible than much of the rest of Continental Europe. Then there's the central location and, of course, all that fresh air." Locating in Europe puts you six time zones closer to the phenomenal growth opportunities in Asia. If interested, here's a link to the article.

India On Fire as Well -- with 8.9% annual growth so far in 2010 and a stock market that has over doubled the past 12 months, I'm hearing nothing but upbeat news from my audiences in India this week. 25% to 100% growth rates seem to be the norm as our regular clients describe "expanding into two more countries" and "adding 20 more locations" as if these are normal, everyday expectations. I was particularly excited to catch up with Ashiana Housing, one of 39 Indian companies named to the Forbes 200 list of Asian Companies Under a Billion. 

7% of Management Compensation -- this is what Ashiana Housing, the 480 employee New Delhi-based housing construction firm, calculates they spend bringing all 70 managers from around India together for their monthly management meeting, but it has already paid off 10-fold. Launched in January, it was difficult for them to imagine getting 70 senior and middle managers to find a day each month, let alone, go to the expense of hosting a Friday evening and all day Saturday meeting. Yet, they trusted I knew what I was talking about and hosted the first meeting. 

Revenues tripled -- at the first monthly meeting in January, designed to help senior management "pass down their DNA" to the middle managers, they tackled a huge issue collectively -- sales. The market for housing, even in India, had slowed down in 2009, so they wanted to boost business. The challenge wasn't getting visitors; it was their conversion rate into sales. So the 70 leaders tackled the issue for several hours. The big idea that emerged was creating a "wow factor" at each of their locations. In addition, they improved the customer service approach of the guards greeting potential customers and increased the number of signs directing customers to the sales and rental offices -- all activities that could be implemented immediately because they had complete buy-in from the start. The result? Monthly sales tripled two months later and have been high ever since.

Huge Time Savings -- Ashiana also hosts a show and tell session where a team from construction and a team from maintenance highlight a best practice from the previous month. In one case, their new Pune construction team had innovated a way to construct a kitchen in 6 -- 7 fewer days for slightly less money as well. Immediately, the construction teams at their five other locations implemented these best practices. Cutting down construction time by a week improves cash flow and speeds sales -- another big win providing big returns in their monthly investment.

Breaking Down Barriers -- pulling all 70 managers together has also helped forge stronger relationships across functions and business operations. For instance, legal now understands better some of the challenges maintenance faces. In turn, having all 70 together creates some positive peer pressure as each manager shares "their number" at the beginning of the meeting Friday evening. Just 7 monthly meetings later, 85% of the 70 have a main Key Performance Indicator that definitively measures whether they've had a successful month or not.

Specific Meeting Agenda: Ashiana Housing provides a perfect case study for why the monthly management meeting, bringing together all the senior and middle managers, is so powerful. Their agenda:

Friday

6:30 - 8:30pm -- After a round of Good News both personally and professionally, all managers share "their number." In addition, the owners (3 brothers), review the mission, vision, and values and update the team on key targets for the year.

8:30pm -- ? Dinner and drinks give the team some important social time. And the personal good news the managers shared earlier fuels a lot of the conversations creating bonds among the team members.

Saturday

8am - 10am -- All the managers share their issues from the previous month while the senior team is looking for patterns and trends among the issues. The main benefit, from the owners' perspective, is that it gives the managers a chance to vent and verbalize their challenges -- and often other managers have constructive solutions which are shared later through private conversations.

10:30am - 12:30pm -- After a tea break, two hours of training is conducted. Recent topics include delegation, email etiquette, and executive health (Vishal Gupta, one of the brothers, lost 5kg in weight as a result). In addition, they are starting to use Gazelles' one-hour online seminars. 

1:30 - 2:00pm -- After lunch two 15 minute "show and tell" presentations are made, giving the managers practice with their presentation skills and the opportunity to share best practices.

2:00pm - 5pm -- Last, the team collectively tackles one or two huge issues, like the sales issue, allowing the senior team to tap into the ideas of the middle managers and to "model the way" in terms of industry knowledge and their approach to decision making. To wrap-up the meeting, they share a round of "one phrase closes" where each leader expresses their reaction to the management meeting. 

This is How It's Done and Why -- congrats to Ashiana Housing for having the discipline and making the investment in a routine that will continue to propel them ahead of their competition. 
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12/10/2010
4 Trends; Wacky Practices; Tiger's New Coach; Real-Time Marketing
  "...keeping you great"

HEADLINES:  

Real-Time Marketing & PR -- the highest rated speaker, by far, at our latest Fortune Growth Summit was David Meerman Scott. His presentation is now available online for a nominal fee (full money back guarantee if not useful). Marketing is THE function to pump up for this next decade -- reacting in real time to current news about your clients, competitors, and marketplace is key to getting noticed. Gather your team around a computer, watch his presentation (again, if you attended the Summit), and plan your marketing strategy for 2011. 

4 Trends Shaping the Decade -- my latest "Growth Guy" syndicated column is out, heavily influenced by a recent speech by Dr. Hermann Simon. Please take 3 minutes to consider 4 trends shaping the next decade: accelerating globalization; increased government intervention; ultra-low price or super luxury goods (middle is gone); and mesh businesses. In the article I suggest specific ways to apply these trends to your business right now! Might stimulate some thinking at your next strategic planning session (or at your weekly "council" meeting)

Importance of Wacky Practices -- Pat Lencioni, of Five Dysfunctions of a Team fame, puts out a quarterly email on a single topic. This quarter he shares how it's the simple, wacky, homey stuff of highly successful firms that puts them ahead of the competition -- stuff that is seen as "beneath the dignity" of others like singing a corporate song -- a perfect blocking strategy. Another great article to ponder as you prepare for 2011. 

What Sean Foley is Teaching Tiger Woods -- Tiger Woods has a new (permanent?) coach after his previous coach, Hank Haney, resigned. So what is Sean Foley teaching Tiger? Here's the best article I found that lays out Foley's approach to golf and life. As Foley suggests, you can't just coach the "golfer" -- you have to coach the person, taking into account the impact of love, hate, and fear on performance -- something I've found is true when coaching leaders of growth firms. Do you have a coach for 2011?

5 Business Killers -- Thank You To...Jana Eggers, CEO of Spreadshirt; Stephen Shang, CEO of Falcon Containers; Kim McConnell, founder of AdFarm; Niraj Balasaria, CEO of Petron Pacific; and Brian Scudamore, CEO of 1-800-GOT-JUNK; for their contributions to my latest Fortune magazine column entitled "5 Business Killers." Please take three minutes to read if you didn't last week

Naysayers Converted -- and this kind note from Beth Miller, CEO of Atlanta-based Executive Velocity, "I just returned from a strategic planning session with a client and decided to use the one page strategic plan. The session was a huge success and we accomplished everything on the agenda in record time. There was one participant, a known naysayer, who even praised the process as well as a representative from a private equity firm who wants some of this portfolio companies to use the process. This is going to be my standard process moving forward." FYI, Beth used to be a personal client over a decade ago; now she's coaching other CEOs of growth firms 
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12/16/2010
Meet Marshall Goldsmith; Top Ten Articles; New Favorite Photo; Mojo

  "...keeping you great"

HEADLINES:  

Marshall Goldsmith is Keynoting!! Considered one of the top ten executive coaches in the world (probably number 1), I'm so excited that Goldsmith agreed this week to keynote our Fortune Leadership Summit May 10 - 11, Houston, TX. Clients of Goldsmith include Alan Mulally, CEO of Ford, and over 120 other CEOs and executives of Fortune 500 companies. You'll be spending time with one of the true giants of executive development.

What Got You Here Won't Get You There -- this is the title of Goldsmith's huge #1 bestseller, named the Best Business Book the year it was released. Subtitled "How Successful People Become Even More Successful", Goldsmith highlights 20 bad habits that can derail an already accomplished executive -- exactly the message we want to highlight at our first Fortune Leadership Summit.

Mojo: How to Get It, How To Keep It, How to Get It Back If You Lose It -- this is the title of Goldsmith's latest book. Leaders of growth firms intuitively understand the importance of gaining and maintaining momentum. It's the force that helps you bust through the barriers that present themselves as you aim to dominate your niche. Not enough attention is given this important intangible in business.

Top Ten Articles -- take four minutes and choose one of Goldsmith's top ten articles and read it this week. I chose Goldsmith's "Try Feedforward Instead of Feedback" and plan to use it with my team during our January 10 planning session. Here's a link to his top ten articles.

3% of Payroll -- looking to prepay some expenses before the end of the year? Planning to bring your team to hear Goldsmith at the Leadership (May 10 - 11) and attend the Growth (Oct 25 - 26) Summits and want to get great seats (G200 and 10k members are seated upfront) while saving over $700 per seat? For $10,000 ("great" companies budget 3%-5% of someone's salary on executive education), you can pre-purchase 8 seats to any of our future Summits - this locks in the best price per seat of $1250 vs. the single price at $1995 and the 4 or more at $1495. And there's no time limit -- you can use one seat per year, we don't care!! And the return is better than you'll get from banks! Here's a link to sign-up.

CEO's Family World Tour -- two weeks ago, Larry Weinberg, CEO of BOWA, the award-winning remodeler I've highlighted many times, took off with his wife and two children for a 9 month trip around the world, starting in Panama with a visit to an orphanage. As Larry mentioned in one of his first blogs, they are taking this trip to "burst the McLean bubble" of privilege their children have lived in all their life -- for them to learn what it's like in the rest of the world. Here's a link to a photo Larry sent me as he tries to juggle coconuts.

My New Favorite Photo -- speaking of photos, Tijmen Bos, my new Dutch friend and Managing Partner of Amstel Valley, a European Business Accelerator for US Growth companies wanting to access the European market, sent me this photo. Never too young to start mastering the Rockefeller Habits! 

CORRECTION -- there was no link to Pat Lencioni's excellent quarterly newsletter last week -- my apologies -- here's the link.  
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