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India's Enron; Schwartz One-Page Plan; NationLink Wireless One-Page Plan; On-Demand Broadcasts Available

"...keeping you great" 

HEADLINES:

Sample One-Page Plan -- Matt Schwartz, founder of Schwartz & Associates, sent along a copy of his 2007 One-Page plan using our Classic form along with a photo showing their Gone Fishin' Theme -- here's a link to the photo where you'll also see a "Schwartz 2007" pdf link to view their plan. Matt, thanks for contributing to the community and I particularly like the quality of your core values -- unique phrases vs. generic words.

Sample One-Page Plan #2 --  Andy Bailey, President of NationLink Wireless, also sent along a copy of his 2008 One-Page plan. He'll be hosting a employee meeting this week to discuss the tough economy and lay out their 2009 plan. They did manage to grow in 2008 and he'll be discussing specific initiatives for doing it again in 2009. Here's a link to photos of their Rock Wall where they visually displayed the 168 rocks they achieved. You'll also see a link to the pdf of their 2008 plan. I particularly like their "e3" Brand Promise -- Easy, Experts, and Entertaining -- and it ties back to their core values -- they make Wireless Easy.

Cellular Accessories -- and always the salesman, Andy sent this follow-on note which I'm happy to share since he shared with us his plan "We now have a new online accessory site which is updated regularly; if you or someone you know has a need for batteries, chargers, cases or any cellular accessory look online at www.mynationlink.com/shop." Hey, we have to help Andy make his 2009 plan!!

Send More Samples -- we'll be happy to do the work and X-out the numbers and post your 2008 plans -- again, we're getting lots of requests to see sample plans from all over the world and your contributions are appreciated. 

India's Enron -- for all the praise I've heaped on India, no country is immune from its business scandals. Yesterday the CEO of Satyam Computer Services, one of India's largest outsourcing firms with 53,000 employees in 66 countries, revealed that he had been cooking the books. Profits were just 10% of what he last stated and the $1 billion in cash he was showing on the balance sheet was essentially non-existent! Here's a link. It will be interesting to learn how their audit firm, PricewaterhouseCoopers, managed to miss these discrepancies over the years!

On-Demand Broadcast -- based on the feedback we've received, we're going to provide companies and individuals that sign-up for our LIVE video webcasts with Pat Lencioni, Seth Godin, and Guy Parsons, a 30-day window to re-watch each webcast one additional time in case you and your team miss some or all of the original broadcast because of business demands. Here's a link to information on the LIVE webcasts, an easy and inexpensive way to keep investing in the executive education of your team.
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HEADLINES:


Must Watch or Tivo Tonight (Thursday) -- Discovery Channel, 10pm EST/PST...why below.

Steve Jobs' Final Advice -- my family will be holding Steve Jobs in our prayers -- I consider Steve the original young entrepreneur, building Apple to just under $2 billion by age 29!! His revenue was 8 times that of Microsoft at the time (Gates was also 29). I'll always remember hosting Steve back in 1986 at our LA ACE conference. Steve's first public speech after being fired from Apple, over 1100 students and young entrepreneurs heard Steve describe what it was like to build Apple and then have it ripped from his arms. And his final advice to us budding entrepreneurs -- always "follow your heart, using your head."

Toughest Question Facing Entrepreneurs -- CNN wrote an excellent piece this week on the toughest question facing entrepreneurs as shared by Dean Kamen, the inventor of Segway. And it's exactly the same question Steve has been facing, but in a larger sense. Take two minutes and absorb this short article
Entrepreneurs are Close to Juvenile Delinquents -- but what's new! One of my favorite quotes from the same article by Harvard Business School psychology professor emeritus Abraham Zaleznik -- "Entrepreneurs tend to have a singular weakness that allows them to do things without checking their conscience," Zaleznik said. "Juvenile delinquents act and then try to sort things out afterward. I think entrepreneurs have this tendency." Again, take a couple minutes and read this inspiring article and then "keep doing what you do best."
Gazelles vs. Pigs -- and Thomas Friedman, the award winning journalist and author of The World is Flat and latest best-seller Hot, Flat, and Crowded, paid tribute to the role entrepreneurs and innovation must play in turning around our economy -- a lot depends on how the stimulus package is spent -- we can become pigs or gazelles, as he notes. I don't agree with his fix for education, but two out of three isn't bad. Here's a link to his Jan 10 NY Times column.
Treasure Hunter -- Tune-in -- Greg Stemm was by my side when we hosted Steve Jobs -- it's why he was the perennial Vice President (and top juvenile delinquent!) of YEO to my Presidency the first four years of YEO's existence. And Greg faced the toughest question many times over the years. Today, he is the pre-eminent treasure hunter as founder of Odyssey Marine Exploration, a fascinating publicly-traded company engaged in deep ocean shipwreck exploration. And his president, Mark Gordon, is another long time Rockefeller Habits fan and early EO member. Tonight, January 15th at 10PM EST/PST, Discovery Channel airs the world premiere of "Treasure Quest" - a new 11-episode series about Odyssey's shipwreck expeditions. For a sneak preview, visit the Discovery Channel "Treasure Quest" website http://www.discovery.com/treasure-quest. (Other time zones and international viewers should check local listings for air date and times)
"Growth Series" Posters for your Elevator or Office -- and thank you, Dennis Mease, Organizational Development Manager with global marine fabrication facility firm J Ray McDermott, for suggesting we create a poster about our Gazelles Growth Series with Pat Lencioni (Jan 28), Seth Godin (Feb 10), and Guy Parsons (Mar 17) so companies that have signed up for the series can post around their offices and in elevators reminding employees to save the dates to participate in these LIVE video webcasts. Here's a link where you can download the poster for posting. The first 250 sign-ups receive a complimentary DVD series (1250 value).
In addition to prayers -- I've reached out to Steve Jobs via a mutual friend -- all his symptoms point to an extreme lack of Vitamin C -- problems absorbing food, cancer survivor, extreme stress -- and he actually exhibits signs of scurvy. Most major clinics fail to do a simple blood plasma level test for C. I'm guessing it's almost zero. It's not the total answer, but hard charging executives pumping lots of adrenaline and facing huge stress suck up lots of Vitamin C -- and like pealed apples turning brown (oxidation) unless coated with lemon (anti-oxidation), the same chemical reactions are happening internally -- for some faster than others.
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Last Companies Standing; Cheetah CEOs vs. Lamb CEOs; HPTi Success; Lencioni Webcast Jan 28
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HEADLINES:

Companies that grow will be those that can out-duel the competition -- where victory is won at the margins, where knowledge gives you the nanosecond advantage needed to win.

200 Interviews -- over the past two weeks I've emailed and/or phoned over 200 CEOs -- our best clients and most avid learners -- and the great news, most are winning and winning big -- buying up competitors in Chapter 7, grabbing market share and just simply out-thinking and out-executing.  I'll be sharing their stories over the next few weeks. BTW, my favorite comment so far "I'll let you know how later, but we have more revenue than we can handle right now" -- this from one of our longest-standing "super-learners" (more on super-learners in my next email), a Michigan-based manufacturer centered in one of the toughest industries! First case study below.

Pat Lencioni's latest "Point of View" on the economy and leadership -- worth reading given his prominence as one of the world's top five business thought leaders of this century (Collins, Gladwell, Taleb, and Godin being the other four from my perspective) -- and excellent background information for those watching him LIVE next week. Take two minutes to read -- here's a link.
Pat's LIVE webcast next week -- Wednesday, Jan 28, 11:58am -- 2pm EST -- also available on-demand for 30 days, so no worries if you want to schedule at your team's convenience -- sign-up -- details under DETAILS below.
Revenue up 23%, Profit up 22.6% in 2008 for 300 employee, Virginia-based $70 million HPTi -- in an email this week from Tim Keenan, CEO, he notes "I am on a panel for SmartCEO on February 4th that addresses the subject of how to succeed in a bad market to 250 CEO's. The heart of my advice is educate your team, give them tools to fight through this market. Cutting education is like cutting your business throat. In hard times it is ever more important to seek education and insight. We have already signed up for the webcasts and are arranging logistics at our end to make maximum use of this vehicle to continue to educate our leadership team."
Our results are sustained over the past five years and are not a "secret sauce," continues Keenan. "We took from experts the parts of their advice that fit our culture and left the rest for others. Our first stop Jim Collins and next was Rockefeller Habits. We took the strategic planning and added TopGrading with our twist to build a workforce that consistently receives praise from our customers. Next we hyper-focused on Customer Satisfaction and were able to raise our scores from the high eighties to high nineties for reference accounts and 94% overall for all accounts. So I would say we put in a strategic plan and stuck to it. Combine that with the National Capital Business Ethics Award for large business category 2008, CMMI Level 3, Senate Productivity Quality Award Plaque of Excellence level (2006, 2007 and 2008) and the Company as a Responsive Employer Award winner (2007 and 2008). The awards are just pieces of glass but the process for obtaining these awards requires detailed management consulting with excellent feedback reports that enabled our continuous improvement and guidance for our investment programs. These programs are 1) Ethics 2) Process 3) Quality and 4) Employee Environment. If any firm can balance these with customers you will succeed. Good luck to Gazelles in these hard times and you can count on us for continuing investment in our education. Thanks Tim."
Cheetah CEOs Outperform Lamb CEOs -- please take two minutes to read Brad Smart's (Topgrading guru) latest blog reporting on University of Chicago's research of 225 topgraded CEOs. In essence, they found that CEOs who were extremely results-oriented delivered much better financial results than CEOs high in Emotional Intelligence. It doesn't mean EI isn't important and critical, but EI without a results-oriented focus (Pat Lencioni's top Dysfunction) is doomed!
First Time for Everything -- several of you let me know that my Wed. insight inspired you to contact your US Senator for the first time! I can assure you that they take contact from constituents seriously because it so rarely happens. Engage.

Rockefeller Habits Vancouver SOLD OUT -- yes, we rarely say this because we can always fit in more people and I don't like cheesy marketing tactics, however, we did physically run out of space as of today for Vancouver -- our apologies (maybe the word is getting around that our stuff works. We stand ready to lend a hand bringing you practical tools to grow your business -- it's our passion and purpose!
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Pat Lencioni LIVE Webcast -- Jan 28, 11:58am -- 2pm EST, rebroadcast so it airs Jan 29 11:58am -- 2pm Sydney time, Dubai time, and India time. And one additional log-in available "on-demand" for 30 days (Feb 28). Price for individual viewing $199; Company $495; Three Part Series $995. And first 250 companies that sign-up for the series receives one of our six DVD learning programs ($1250 value) -- see choices at www.gazelles.tv
Pat Lencioni is the famous author of Five Dysfunctions of a Team and a half dozen other huge best-sellers. His latest book brings his principles to the family -- Three Big Questions for Frantic Families -- he'll spend 15 minutes covering this in his presentation with time for Q&A.
Pat will be directing his comments to growth firms and will be applying his tools to today's challenges. He'll emphasize the importance of maintaining a "healthy" team during the added stresses of the economy.

All of us have aspects of each dysfunction and typically have one of the five which challenges us the most, thus getting in the way of achieving as much as we are capable of achieving. Here's his model (borrowed from one of his reviews):
1. Absence of trust: stemming from an unwillingness in the team members to be vulnerable and genuinely open up with one another about their mistakes and weaknesses.
2. Fear of conflict: inability to engage in unfiltered, passionate (yet constructive, though it may strike you as odd) debate.
3. No Clarity: no buy in and commitment can be expected when ideas and opinions have not been aired and genuinely taken into consideration prior to a decision.
4. Lack of accountability: without commitment to a clearly defined set of goals, team members will hesitate to call their colleagues on their actions and behaviors that are counterproductive for the team.
5. Inattention to results: Lencioni brings it all home through the realization that avoidance of accountability leads to a state where team members tend to put their individual needs above the team's collective goals.
I feel strongly that if you're a manager or leader of a business you need to be fluent in Pat's model -- I apply it almost every week to diagnose issues within our company.
01-29-09

Charlie Munger (Buffett's Partner) on Best Sales and Marketing Executive; Why Steelers Should Win Super Bowl

"...keeping you great" 

HEADLINES: (Theme -- Sales and Marketing)

First, Thank you -- almost 1000 executives participated in our January live video program with Pat Lencioni yesterday (kudos to The Scooter Store and McDermott which had the most). February is marketing guru Seth Godin, Feb 10, 11:58am -- 2pm EST -- watch live or on-demand at your convenience.

Warren Buffett's partner, Charlie Munger, has called Chet Holmes "America's greatest sales and marketing executive." Chet ran nine divisions of a company for Munger, doubling the sales volume of each, most within 12 to 15 months, and again doubling sales for several years consecutively. "It was all in the constant focus on 12 competencies," explains Chet. And Chet's book The Ultimate Sales Machine has been #1 or #2 on Amazon in his category, ranked up there with Gitomer and Rackham. Michael Gerber, of E-Myth fame, wrote the foreword. I would encourage you to read his book, especially chapter 4 -- this is a serious book on a critical topic for 2009 -- sales and marketing.
Help Double Sales -- Complimentary Conference Call with Chet Holmes -- next Thursday, Feb 5, we're hosting a conference call with Chet -- 30 minutes of content, 15 minutes of Q&A -- 11:44am -- 12:30pm EST. Sign-up at this link and pick-up some techniques from a true master in sales and marketing. Chet is also the opening two-hour keynote at our Sales and Marketing Summit April 21 -- 22, New Orleans. A chance to test drive his content.
Case Study -- Maddock Douglas Doubles Billings in 2008 -- Five years ago Maddock Douglas was one of the largest privately held ad agencies in Chicago (founder Mike Maddock is an EO member). However, they saw what was happening to the ad industry--it was becoming commoditized - and decided they needed to reinvent their company. For years they had been helping leading brands launch new products and services. Today they go much deeper with their clients by researching, brainstorming, branding and launching new products, services and business models for them (since large firms are so bad at innovation). In Neil Rackham's terms (author of Rethinking the Sales Force) Maddock Douglas has pushed even further into being a consultative selling company working more closely with executives higher up in the organization. How could you take over doing more for your larger clients as they cut back their own workforces? How could you take over entire internal processes for them?
$2 Billion in New Revenue -- Today Maddock Douglas is the leading Agency of Innovation® with billings that have nearly doubled in the past year. 25% of the Fortune 100 are clients and they have created over $2 billion in new revenue for their clients. Besides being founder and CEO, Mike Maddock is a regular contributor to BusinessWeek.com (Think -- "Control the Ink"). This week he mentions the daily huddle as a key part of a culture that is focused on innovation and growth -- take three minutes and read his latest article.
Case Study -- Customer Cancels Reduced in Half -- not bad for a commodity business during a downturn. John Ratliff, founder of 350 employee Appletree Answering Services noted in an email to me "Well the results are in from our 4th quarter, 4th and 3 theme. We missed our goal by less than 1%. Our goal was 201 cancels and we had 203 or 3.02% of customers. Our second best quarter in the last 5 years was over 4.5% of customers, so a dramatic improvement. It was nearly half of our 6% average per quarter for the year. Obviously in this current marketplace we could not be happier!" The key to their success was picking a critical number, making it a theme, and focusing on it.

"The Power of 10" Theme Videos -- continues Ratliff "We are hoping to ride the success of 4th and 3 with our 1st quarter theme "The Power of 10" which combines a customer attrition goal with a new sales goal to yield $10,000 in Net New Monthly Base Rates in each of the 3 months of the quarter. No theme would be complete without a cheesy Appletree video so the links are below. It gets a little dry in the middle but that is the message for our staff and it was important to get it in there. We had to break the video in 2 due to YouTube's 10 minute limit." If you want to see how a company rolls out a theme, watch clip 1 and clip 2.
Two Outstanding Articles on why the Pittsburgh Steelers are in the Super Bowl this weekend -- the first on Coach Mike Tomlin (36), the youngest coach in Super Bowl history. Entitled "Secret to Steelers Coach Tomlin's Success: Take Note" my favorite line "For all his chattiness on the field, Tomlin was a deliberate thinker, given, a sociology professor said, to hanging back in an argument so he could analyze data -- the thoughtful approach he takes today when talking to reporters." The second article entitled Steeler's Owner Turns Business into Family is about owner Dan Rooney (76) -- may we all be business owners like Rooney! Both articles align with lessons learned from Pat Lencioni yesterday -- the Steelers truly have a "healthy" leadership and football team. Go Steelers!! (OK, I'm a fan).
Amsterdam, Ireland, Barcelona, Sydney, and Perth -- I'm on the road in Australia and Europe (living in Barcelona for a few months) leading Rockefeller Habits workshops -- stop in if you're in the neighborhood -- dates below.
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Ask Seth Marketing Questions; Quickparts Sales Machine; Business Card Mistakes; Front Row Seats

"...keeping you great" 
HEADLINES: (Sales and Marketing Education -- part 2)

Ask Seth Godin your top marketing questions -- I'm working hard to get you direct access to the top thought leaders of our time -- see below, but first...

Quickparts' Eight Years of Record Growth -- earlier today I received this note from Ron Hollis, CEO of Atlanta-based Quickparts.com "Quickparts has begun implementing Ultimate Sales Machine for Custom Design Parts -- we started in December... we have taken his (Chet Holmes') info as a baseline and developed a Quickparts approach to make it great...I'll have my top guy on the call Thursday with Chet." Ron, thanks for the feedback on Chet's material.

Chet Holmes' Teleconference Call Thursday, February 5, 11:44am -- 12:30pm EST. Here's a link to sign-up for this complimentary learning opportunity. Pick up tips from the guy Charlie Munger (Warren Buffett's partner) called "America's greatest sales and marketing executive." No technology needed but a phone.

"Creativity changes the game, whatever game is being played," notes Seth Godin in his latest blog this morning. 'We're going to run out of cash by the end of the year,' is accurate unless you count creativity into the equation. Then the accurate statement is, 'Under the current rules and assumptions, we're going to run out of cash...' Big difference." Here's a link to Seth's entire blog, which is the #1 marketing blog in the world. I read it every day and I get it delivered via email vs. RSS feed -- that way it's in my flight path -- an option Seth provides.

#1 Marketing Blog -- Top 20 Posts from Seth Godin in 2008 -- review these posts at your next weekly marketing meeting (you have one, right?). I particularly liked his one about the top mistakes we make with business cards (#20) -- he shows 8 cards and picks his favorite. Your business card should make it obvious what you do -- that's what the card does that is Seth's favorite. Ask the question "can people tell what you do from your business card?" All the little stuff adds up -- get it right!

Ask Seth Godin -- here's how Seth is going to handle his LIVE webcast next Tuesday, Feb 10 (11:58am -- 2pm EST and available on-demand afterwards). He'll take time to talk directly about what's new in marketing -- what's working and not working -- then he'll take questions directly emailed to him by the participants during the webcast. And for those signed-up, you'll also get information on how to submit your questions ahead of time if you like -- Seth will review these in preparation for his presentation. Don't hold back. Be specific. Have him look at your website. Send him samples of things you're writing and working on. He wants to get specific and detailed.

Godin WARNING: Seth wanted me to emphasize that he won't be responding with email answers (too hard to answer this way) -- he'll only be responding verbally during the webcast.

Learn while skiing -- McDermott's VP, Bruce Crager, also sent me a note this week "Just wanted you to know how McDermott came to be one of the biggest watchers of the (Lencioni) webcast. I saw the webcasts offered in your weekly email and then asked Dennis Mease of our OD group to buy it and offer it to our offices worldwide which includes Houston, Morgan City LA, Dubai and Singapore. We had a large number of folks watch the live webcast, including me while on vacation in Telluride CO (it was a snowy day so I stayed in instead of skiing). Dennis provides coaching to my team and is a great resource. The point is, your regular email resulted in 100's of people being exposed to Pat and then to the next two speakers. Thanks for setting this up!" And with the bad weather in the U.S., people stranded at home could still participate in the workshop. This is the future of executive education -- get your people in a monthly rhythm of learning.

Front Row Seats --- the full page ad for the Sales and Marketing Summit landed on 1 million CEO desks this week courtesy of our co-hosts FORTUNE Small Business magazine. If you plan to attend and want front row seats, pre-register now. $250/executive saves you the best seats -- like a rock concert, we seat in order of registration and size of team -- earliest and biggest get the front row tables. Here's a link to the ad. Join us April 21 -- 22 in New Orleans.



 PDA versions of my "Growth Guy" weekly insight are now available in easy-to-read blog form. Click this link to register at Viigo. Then select Business>Entrepreneurship. You will be able to add "The Growth Guy" blog to your mobile device. It's a great way to get the Weekly Insights wherever you are.




Sign up for Verne's Weekly Insights
02-05-09
Big World-Changing Ideas' Three Cycles; Funniest Contact; Xander Drives Revenue; EO Netherlands Purple Cows

"...keeping you great" 

HEADLINES: (grow while others are shrinking!)
When you are through changing, you're through. Bruce Barton, founder of BBDO ad agency

Xander Heijman Uses Purple Cow to Drive Change and Revenue Growth -- founder of Dutch firm Axoft, Heijman has already seen revenue grow over 20% in January for his 36 employee IT services and hosting company. Noted Heijman in an email to me this week "our EO chapter purchased a copy of (Seth Godin's) Purple Cow for all the members and we received it during our yearly Christmas party in December...I then presented Seth's ideas in combination with the economic crisis to all my employees. I told everybody that we have to be different in marketing and in products."

Finding Purple Cows -- Heijman further explained to his employees "If we find the Purple Cow every day and we all act accordingly we will become stronger than our competitors and we will grow the planned 20% this year." After his presentation, 4 employees immediately emailed or came to him with ideas like:
* Xander I found a cow, we have to change this in our product
* Xander if we change this in our process we can invoice more this month
* Xander we can improve our service by...

...and then they signed their emails "The Blue Cowboy" or "The Brown Cow" etc.

"If they come up with ideas like this and it helps us to reach our monthly goals they get an incentive like lunch / dinner / book / iPod." The key is to engage the brains of your employees! Teach them, incent them, and then turn them loose!
Speaking of Different -- Funniest "contact" page on a website -- Scott Giesler, "The Supremo" for Queensland-based PizzaCapers, contacted me last week. In looking at his website, I found a company that embraces "different" -- is a Purple Cow among the hundreds of me-to pizza joints. I particularly got a chuckle looking at their Contact page where they give customers three options: Good Comment; Bad Comment; No Comment -- you have to click on the No Comment link! Also check out the verbiage on their Caper Club page "...like a secret society, without the goats..." -- it's time to be different, to stand out, or take a stand.
Big World-Changing Ideas Have Had Three Cycles -- this is how Seth Godin, the world's top marketing guru, starts his TED Conference interview yesterday. And it's about taking a stand and creating a movement like Tom's Shoes -- again, could easily be another me-to shoe store chain (11 stores in as many countries) except they've also created a movement to donate ten-of-thousands of shoes to the needy -- i.e. "buy one pair, we'll donate another. "Take five minutes and read Seth's interview on the three cycles and how you can participate in the third wave. 
"Teach Your People" -- Seth Godin's LIVE online program, Feb 10 -- join the preeminent marketing thinker of our time and author of seven books including Purple Cow, Permission Marketing, All Marketers are Liars, and his latest Tribes. Stimulate the minds of your people -- everything they do is about marketing. Here's a link to sign-up for next Tuesday's February 10 program, 11:58am -- 2pm EST (and on-demand). Give us two-hours per month and we'll expose your people to the new and different ideas powering companies that are growing vs. shrinking.
"I try to give my family 100% of me" -- and this from George Contos, World Wide Metric Inc., North America's largest inventory of metric products. He participated in Pat Lencioni's webcast last week where Pat took the last 15 minutes to address the need for families to have core values, a theme, and meeting rhythm. Notes Contos "I went home and did the whole family thing with my wife....it was great and timely. I am so busy all the time and I try to give my family 100% of me when I am there, but all too often...we forget...so thanks to Pat for reminding me what else is important in my life and to make time to plan and strategize with them as well as my colleagues!" Pat's presentation is available "on-demand." 

"Drilling this stuff into everyone" -- continued Contos "I need to get more of my staff involved in the webcasts -- it was just me for Pat. In fact, I just came from facilitating a sales meeting for a friend's company and found myself using aspects of Pat's stuff...so this is what I need to rollout to others in my organization. I want to upgrade and buy all 3." No problem, George. For just over $300/month you can educate your entire company, taught by the top business thought leaders of our time. Don't miss the ideas possibly powering your competition.
Teach Them, Incent Them, Turn Them Loose 

EDUCATION:
UPCOMING: Gazelles Growth Series - Live Virtual Workshops

Seth Godin: Feb 10, 2009
Gazelles Growth Series - Live Virtual Workshops
Guy Parsons: March 17, 2009
Rockefeller Habits Workshops
Sydney, Australia Feb 24-26, 2009
Perth, Australia Feb 27, 2009
Dallas, TX Mar 3-4, 2009
Cedar Rapids, IA Mar 10-11, 2009
Barcelona, Spain - Mar 19, 2009
Amsterdam, The Netherlands Mar 11-12, 2009
Mexico City, MEX Mar 23-24, 2009
Indianapolis, IN Mar 25-26, 2009
Miami, FL Apr 29-30, 2009
Toronto, CAN Apr 30-May 1, 2009
Philadelphia, PA  May 5-6, 2009
Chicago, IL May 6-7, 2009
Seattle, WA May 6-7, 2009
Ireland - May 9, 2009
Charlotte, NC May 19-20, 2009
Washington, DC Jun 9-10, 2009
Sales and Marketing Summit, New Orleans, April 21-22, 2009
Growth Summit
October 20-21, 2009 Dallas, TX
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 



 PDA versions of my "Growth Guy" weekly insight are now available in easy-to-read blog form. Click this link to register at Viigo. Then select Business>Entrepreneurship. You will be able to add "The Growth Guy" blog to your mobile device. It's a great way to get the Weekly Insights wherever you are.



Sign up for Verne's Weekly Insights
02-12-09
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"...keeping you great" 

HEADLINES:
Valentine's Day Story -- see below, but first...

Teleconference with Tim Keenan, CEO of $70 million HPTi, Tuesday, Feb 17, 11:58am -- 12:30pm EST -- listen instead of having to read my stuff. Click here to register and get dial in info.
200 Interview Update -- the good news continues to pour in so starting next Tuesday, I'm going to host a weekly 30 minute teleconference featuring a CEO explaining how they are growing in this crazy economy -- 20 minute interview and 10 minutes Q&A -- fast paced, specific actionable ideas to help you grow as well -- and to "pump you up." We have to lead the world out of this mess -- no time for whining, only time for implementing! Dial in while on the run -- simple phone call -- learn from a peer.
Revenue up 23%, Profit up 22.6% in 2008 for 300 employee, Virginia-based $70 million HPTi -- Tim Keenan, CEO of HPTi, will be my first guest. I reported on his success a few weeks ago -- and he just addressed a group of 250 CEOs on how he's growing HPTi, so he's had some practice -- here's a link to my blog that featured Tim's lessons.
Cynthia Kaye Tripled Profitability in 2008 -- founder of $65 million Logical Choice Technologies, Cynthia used a gain sharing program to get her team focused on profitability. If you get Fortune Small Business magazine, check out page 51 in the February issue where she shares the details. She just paid out $2800 to each of her 170 employees across 9 states -- I'll be getting her on a teleconference call and when the article is posted on CNN, I'll send you a link. And check out her latest YouTube video -- great marketing piece for the company -- the 21st Century Classroom experts.
Thomas Friedman's Tuesday Column -- best article on what we should do to get our economy jump-started -- and wouldn't cost us a penny. My favorite factoid from the column "According to research by Vivek Wadhwa, a senior research associate at the Labor and Worklife Program at Harvard Law School, more than half of Silicon Valley start-ups were founded by immigrants over the last decade. These immigrant-founded tech companies employed 450,000 workers and had sales of $52 billion in 2005." Take 3 minutes to read this article -- I sent it to my Senators 

Slept With a Dictionary -- Valentine's Success Story -- this is what it's all about -- several of our best clients just received a small box of the best chocolates on the planet courtesy of a barter with Katrina Merrem, Chocolatier and Owner of NOKA Chocolate. How could I resist when Katrina wrote me a couple weeks ago and said "I have had a thirst for knowledge since taking the dictionary to bed at a very young age (true story). This is my first entrepreneurial venture and we are the new buzz-word Co-preneurs (couples that start a business together). We are a two person executive team. I know you have a session coming up in Dallas (March 3-4). We have heard great things about your program and feel we could both greatly learn from your seminar. Have you or would you consider a trade for the training? We could send out decadent chocolate gifts to your top clients/friends/family, whomever you choose in exchange for training." Wow, how could I resist. Anyone that hungry to learn I'm happy to cut a deal with. She went on to say that their "theme" for the year is "get scrappy." She's doing just that.
Get Scrappy! 
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56 Consecutive Months of Growth; Stock Quadrupled; Five Types of Acquisitions; Banish Fear
"...keeping you great" 

HEADLINES:

Two must-read articles listed below, but first...

Staying Positive, New Ideas -- this is the reason for the new weekly teleconference call -- a chance for you to hear some good news for a change, learn new ideas from your peers, and get a 30 minute "pump" session each week to keep you positive and action-oriented -- dial in each Tuesday. Banish Fear!

Closes 2x More Business Q1 -- Mike Praeger, CEO of 70+ employee software firm Avidxchange, is already on target to close 2x more business this Q1 compared to 2008 Q1. His current discipline and business rhythm (Quarterly planning, weekly meetings, daily huddles) has freed him to focus on client retention. And by getting closer to his customers, his team has learned and implemented many things that have led to his current success.

Join Mike Praeger on our next complimentary Teleconference Call, Tuesday, Feb 24, 11:58am -- 12:30pm -- here's a link to register -- learn what Mike's team has learned and implemented -- best practices and "juice" from a peer.

56 Consecutive Months of Growth -- also maintaining close contact with customers, Jim Skinner, CEO of McDonalds since 2004, is credited with guiding this mammoth firm through good times and bad. One key -- Skinner has eaten at McDonald's every day while working his way up from hamburger-flipper to CEO. Note the authors of this must-read Forbes Feb 4th article "...the real story behind the resurgence of the chain has to do with something simpler: empathy, the ability to see how the world looks through the eyes of others." BTW, the stock has gone from $13 to over $60. Are you eating your own dog food each day?

Acquisitions on the Rise -- many of our clients tell me they are active in acquiring companies during this down period -- and for very little cash. Here's a link to a summary of a key 2001 Harvard Business Review article, "Not All M&As Are Alike --- and That Matters." In the article Joseph Bower identifies five types of mergers and acquisitions: overcapacity, geographic roll-ups, product or market extensions, M&A as research and development, and industry convergence. This is a great time to review this article and see if you should be making acquisitions. 

Third Successful Company -- one of our longest standing clients, Raymond King, CEO of AboutUs.org, now in the top 1000 of all websites in the world, sent me a note this week "This is my third company using the (Rockefeller) habits and we're doing the best job of it by far. I think it's for two reasons, this team is more aligned around core values and they're wiki folks who think collaboratively by nature. Folks external to the company (like my new VC and their advisors) consistently compliment us on our operational disciplines -- and I smile to you every time." Ray and his team have participated in our workshops several times -- the most disciplined win -- see our list of Rockefeller Habits workshops below.

Thank you to Timothy Keenan for this week's call -- here's a link to listen to a tape recording of the call where he discusses fear. And his idea of using your state's Quality Award program as a way to get free consulting was insightful plus the importance of applying for awards in general. When asked about his budget for training, he spends 43% of his benefit costs on employee education -- a better metric than percent of revenue. And his top 30 gathered to watch both the Pat Lencioni and Seth Godin LIVE webcasts -- here's a link to sign-up for the archived programs and join Tim's team as they tune-in for the March 17 LIVE webcast with Guy Parsons on LEAN.

More Conversations with Customers -- I know I'm learning a great deal and its helping Gazelles -- engage with your own customers (another theme of Tim Keenan's as well).
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HEADLINES:

People who own tomorrow are preparing for it today. African Proverb

I could use your help if you're a fan of my book (see below), but first...

Don't Sell Benefits, Focus on Loss Avoidance -- Dr. Victoria Medvec, the negotiations guru from Northwestern University, flew across the pond to keynote our Sydney Growth Summit. As many times as I've attended her four hour course, I had missed this critical piece of advice. Especially during downturns, STOP pushing the benefits of your product/service. Customers aren't interested, especially when they are highly risk adverse right now. Instead, you MUST emphasize the additional losses they'll experience if they don't consider your product/service. People switch to avoid losses; they don't switch to get gains. Read this paragraph over and over and then sit down, set aside your list of benefits, and make a list of all the losses your customer will garner if they don't urgently buy your product/service.

Five Ways the Fastest Growing Firms are Continuing to Grow -- Ernst & Young sponsored our Summit in Sydney this week. Jon Dobell, who leads their Strategic Growth Markets practice and their Entrepreneur of the Year program, shared research garnered a couple months ago from over 250 interviews of Australia's leading firms who are growing ahead of the market. They found these five strategies:

1. Expand into new geographies -- a way to grow the existing sandbox 

2. Target one particular market and dive deep 

3. Pursue new acquisitions -- many are very inexpensive right now 

4. Drive reoccurring revenue -- helps secure the base 

5. Focus on cross-selling

BTW, for those who listened to Michael Praeger's teleconference this week, CEO of AvidXchange, driving reoccurring revenue has been a key to their growth during these turbulent times -- here's a link to listen to an archive of that 30 minute interview of a peer.

Most Interesting Fact -- while all the speakers shared gobs of data, the most interesting statistic came from Ross Dawson, Chairman of Future Exploration Network. He compared the size of the global economy to the physical weight of all products and services (I didn't know this statistic existed!). In essence, if and when the global economy doubles in size, the global weight will stay the same. This means essentially all the growth will come from stuff that weighs nothing i.e. knowledge. Content Rules.

Grade Your Website -- Naomi Simson, founder and CEO of Sydney-based Red Balloon, mentioned a free tool that grades your website for SEO (search engine optimization) construction i.e. how easy is it for Google to find your website. Go to http://website.grader.com and type in your URL.

Manage Remote Contractors/Free Agents -- though this feels a little Big-Brotherish, check out oDesk. One of the challenges of hiring free-lancers/subcontractors from around the world, who charge by the hour, is knowing if they are really putting in the hours for which they are billing you. The oDesk tool captures an actual time-sequence of the work the freelancer is doing on their computer and time stamps it. And if the free-lancer has a remote webcam, it will even show them working (this is optional!). Much easier to understand if you just take 60 seconds and look at the website. And the website also helps you locate subcontractors, who have all agreed to utilize the system to track work.

Best Use of Twitter -- there was a great deal of talk about web 2.0 and enterprise 2.0 solutions for companies. Though this wasn't shared at the Summit, Shannon Blake Gans, head of New Deal Studios, sent me a note this week "I thought you would enjoy this story. Heard about Kogi, a Korean BBQ restaurant, on PRI. They use Twitter to tell people where their BBQ taco truck is going to be here in LA and 200 people show up. Now that is a good use of Twitter!" I couldn't agree more. And I love their tagline: We gives you zey grubbin, thanks for zey lovin!
@thegrowthguy -- so at the urging of Mike Jagger, CEO of Provident Securities, I now have a twitter address @thegrowthguy. However, I've been really struggling with what to use it for. Two of the best ideas I picked up at our Sydney Summit:

1. Let your "followers" know where you are physically i.e. "I'm in Sydney for three days" -- you might connect with someone you didn't know was there as well. 

2. Ask a question -- twitter is a great way to garner some wisdom from the crowd i.e. "what is the best tapas bar in Barcelona?" or "which application do you use to...?"

Note from Fred Crosetto, CEO of Seattle- and China-based Ammex -- "One of our 40 SSK (Start/Stop/Keep) goals for the year, which we are diving into in Q1, is to undertake 50 hours of sales training for anyone that interacts with clients. We are starting out with Victoria Medvec's DVD and plan on driving the Synchronous Presentation concept across the company. It's a mystery to me why companies cut back on learning and training in down time. Now is when more focus should be put on training and capturing opportunity." To not teach your sales team Dr. Medvec's process for dramatically reducing sales cycle time is to leave the door open for your competition to beat you to the sale.

Help -- if you feel Mastering the Rockefeller Habits is one of the best management books for entrepreneurial firms I would greatly appreciate you emailing a short note to kate@800ceoread.com -- they are compiling a list of the top books in various categories and I would like to get on their radar. Thank you immensely.
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Buffett's Four Simple Rules; John's Fault; Most Important Tool for Growth Firms; LEAN Webcast March 17

"...keeping you great" 

HEADLINES:

Warren Buffett's Annual Letter is Out -- my favorite excerpt is below, but first... 

Most Important Tool to Hit Growth Firms -- March 17 next LIVE video webcast with LEAN guru Guy Parsons 11:58am -- 2pm EST (US) -- and archive available afterwards -- don't miss learning about the most important tool to hit growth firms -- sign-up and also access Pat Lencioni and Seth Godin's webcasts.

Drive Revenue, Eliminate Waste, Save the Team -- I've been pushing hard on tools and techniques for driving revenue. Next I want to push on the waste side (you have much more than you think -- see definition of 'waste' below!). Many of you have heard me say "the first company in any industry that fully embraces the Toyota LEAN methodology will dominate their industry." Toyota, so far, has had no layoffs -- and I'm betting they come out the strongest of all the weakened competitors. It's not by accident. Now is the time to put their practices to work in your mid-market firm -- service or manufacturer.

It's John's Fault -- John Stepleton, who built a 500-person, three-time Inc 500 winning research company, was the first CEO to turn me on to the Toyota Production System called LEAN (I thought it was just for large manufacturing firms) -- and he implemented LEAN inside a non-manufacturing business model. So successful was his implementation, he was recognized by the Northwest Shingo Prize as an innovative implementation of the LEAN principals.

$10/hour Employees Realized 28% Productivity Improvements within a Week -- in a note from John this week, he shared "What better time to take the plunge. With the economy struggling, it is the perfect time to begin integrating LEAN into your business. I began my journey more than four years ago and of all the strategies I've implemented over the years (and I've tried a lot of different things) -- LEAN proved to deliver the biggest bang for the buck. If you're not sure it's right for your business -- I implemented LEAN into my call center business where I had $10/hour employees engaged in continuous improvement programs that realized productivity improvements of 28% in time periods as short as one week."

All of Vancouver Doing LEAN -- 100 Times Easier Than Six Sigma -- OK, not quite all of Vancouver, but it seems many of the CEOs in Vancouver have grabbed onto the LEAN movement, led by Mike Jagger, Provident Security (who has already saved $60k from his LEAN initiatives). And they've been using Guy Parsons, the co-founder of the Lean Institute, to teach them. What's brilliant is the simplicity of Parsons' approach to eliminate waste. In turn, you take the time your people get back from eliminating wasted efforts, steps, activities, etc. and re-purpose people to serve customers, make sales, and grow the business.

Five Minute Video on LEAN -- Jeff Booth, CEO of BuildDirect  is one of those Vancouver CEOs implementing LEAN to dramatically speed up the time it takes to get a new vendor up on his website among many initiatives (BuildDirect provides high quality, low cost building materials via a website www.builddirect.com -- check it out if you're remodeling!), Jeff has produced a five minute video interview of Guy Parsons that explains LEAN to his people and details how they are using it in his web-based distribution company. Here's a link which will help you decide if you want to tune into the LIVE webcast with Guy Parsons on March 17
What We Can Control -- notes Booth in his latest blog "One of the things that a company can control in a market like this is operational excellence, by removing waste in a system. Waste is easily defined as anything that happens in a company that a customer would not want to pay for. Guy Parsons, President of Value Stream solutions and co-founder of the Lean Institute is one of the thought leaders in lean thinking. I hope the video helps. I would love your thoughts."

Warren Buffett's Four Simple Goals -- here's my favorite excerpt from Buffett's letter to his shareholders -- take this list to your next CEO Council or monthly management meeting and discuss:

"In good years and bad, Charlie and I simply focus on four goals:

(1) Maintaining Berkshire's Gibraltar-like financial position, which features huge amounts of excess liquidity, near-term obligations that are modest, and dozens of sources of earnings and cash;

(2) Widening the "moats" around our operating businesses that give them durable competitive advantages;

(3) Acquiring and developing new and varied streams of earnings;

(4) Expanding and nurturing the cadre of outstanding operating managers who, over the years, have delivered Berkshire exceptional results."

Panhandler Secret -- I get Seth Godin's blog everyday (so should you) -- and this one earlier this week was particularly insightful because of Seth's story about a panhandler and his secret to success.
Haute N the Kitchen -- if you're a foodie, check our Heather Antonelli's just released book entitled Haute n the Kitchen: Entertaining Inspired by My Travel and Traditions. Early Rockefeller Habits fan and BOGer, Heather enjoys exotic travel and food. And if you're into food and interior design, check out her blog as well.

EDUCATION:

Note from Carol Robison, CEO, Robison Medical Resource Group "The recent call with Chet Holmes was not only an outstanding call with many useful points but an answer to the need for education in a difficult economy. The ability to really understand the resource for free before committing to offsite training (Sales Summit) is really helpful. Thank you for a great call and for all the outstanding education you offer. On a different note, my team began using your one page plan last year and they were recently asked what they thought we did well last year and their response was that the one page plan was the best thing we did to give them clarity and they loved it." Thanks, Carol, for being a great student of business!
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HEADLINES:

March 17 LIVE Webcast with LEAN expert Guy Parsons -- 11:58am -- 2pm EST (US) -- and available afterwards if you miss it in archived form. Go here to sign-up. The first company in ANY industry that embraces LEAN will dominate their industry -- mark my word. 

Doubled Sales, Doubled Call Center Volume, Eliminated Inventory, Made More Money etc -- Nurse Next Door Powers Business using LEAN -- the storm continues to rage in Canada -- another Vancouver-based company, Nurse Next Door engaged Guy Parsons for a set of LEAN initiatives in 2008. Results? Here's the list Ken Sims, co-founder, sent this week:

1. We have grown by 100% over the last year / have done it with 22 head office people vs. 30 last year.

2. Our payroll and billing accountant's biggest challenge this year -- she is bored/has nothing to do half of her time because her job has become so easy (vs. last year when she had to come in evenings and weekends to get her job done). We are now teaching these LEAN techniques to our franchise partners so they can work on growing the business vs. doing payroll all day.

3. 2 years ago, it was a challenge to add 1 new franchise partner each quarter. Now we add 2 per month (can add up to 5 per month without breaking a sweat).

4. Our call centre can handle 2x its current volume without adding a single person (which helps us reduce fees to our franchise partners).

5. With the elimination of process steps, we are making training of franchise partners / franchise partner's workflow easier (make more money)

6. Inventory levels have been pretty much eliminated (our franchise partners do not require as much capital to start / run their business).

7. We have reduced waste from a North American industry average of 95% to approximately 90%. While this doesn't seem like a lot, another way of looking at it is we doubled the size of our company (going from adding 5% value to 10% value = 100% gain) before you consider any top line growth.

8. Our lean initiatives are a major (but not only) reason why we (and our franchise partners) have been able to thrive in this terrible economic period.

Concludes Sims in his March 9 note "And this is just scratching the surface!" Thanks to Cameron Herold for forwarding this note to me.

BTW, Nurse Next Door Racks up Major Award -- announced on March 3, they were named North America's 6th best midsize franchise system by Franchise Business Review (FBR) on its 2009 Franchisee Satisfaction Awards top 50 list. Congratulations.

Adds Customer Value or it Doesn't -- In a follow-up note from Mike Jagger, founder of Provident Security, who championed bringing Guy Parson up to Vancouver for the EO chapter "The thing we did was divide all of our costs into two columns, things that add value to our clients and things that don't. We have a huge IT investment that we require for our monitoring business, which adds client value. However, our clients don't care who hosts our email... So we cancelled our scheduled server upgrade for our exchange servers and are migrating the entire company to gmail. First year savings on the hardware, software, management and support for that is just under $60k. We've got another great (LEAN) tool now to help us look at the business in a very different way." At your next weekly or monthly meeting make your list.

Chet Holmes On-Demand -- over 1200 executives have dialed into Chet Holmes teleconference on doubling sales in 2009. With his permission, he's allowed us to archive his 30 minute presentation for you to listen to anytime on-demand -- here's the link.

Sales Contest -- and this great idea (of course I loved it) from Samantha Belin with SmartCEO magazine after listening to Chet Holmes teleconference on how to double revenue "I told Craig (our publisher) that he should have a sales contest and the winner can go to the April 21st-22nd Sales and Marketing Summit in New Orleans. :-) We'll see what happens."

FYI, Hotel Room Conference Rate ends Friday, March 20 for our two-day Sales and Marketing Summit in New Orleans. If you're planning to attend, at least make your hotel room reservations before next Friday to get our conference rate. Go to this link and scroll down the right hand column to get the conference rate code and call-in information 

Drive Revenue, Eliminate Waste -- Gazelles is doing what it can, during these turbulent times, to bring you the most practical, actionable tools for thriving -- now is the time to pounce on the competition -- out learn, out execute, and out compete them while they are weak. Just keep listening and learning -- and that ONE idea -- that one Black Swan moment -- will arrive. But you have to stay in the game!
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 03-19-09
3 Lessons from 12 Recessions
"...keeping you great" 

HEADLINES:

For Those Loving Chet Holmes Book -- I've upped his time at the Sales and Marketing Summit -- he's now keynoting for four hours instead of two. And I encourage you to listen to his complimentary teleconference and read his book -- I continue to get emails on the huge impact his work is having on driving revenue and market share. 

Jim Collins on Navigating The Crisis -- read the Fortune magazine interview where Jim lays out lessons learned from his latest research on surviving turbulent times. When I was in Amsterdam last week I met Thomas Kascha, founder of AQ Services, an international Mystery Shopping service (yes, he's close friends with David Rich, ICC/Decision Services, here in the U.S.). Thomas wrote an excellent summary of the Jim Collins interview which I've reprinted with permission under DETAILS below. Take two minutes and read lessons learned and then review in your next weekly management meeting.

3 Lessons from 12 Recessions Spanning 120 years -- I just got off the phone with Victor Cheng, quantitative econ grad from Stanford and former McKinsey consultant who is just finishing a book based on his proprietary analysis of the past 12 U.S. recessions going back 120 years. His book provides case studies on 12 companies that were started in a recession that later went on to become billion dollar businesses. And he found three simple, yet profound, things all 12 companies had in common that made them more than "recession proof." He's going to print up several hundred copies of his manuscript and bring them to the Sales and Marketing Summit where I've invited him to be a last minute keynote -- we'll be one of the first audiences to hear his findings.

However, Victor Gave Me a Hint -- one of the 3 lessons, while it sounds obvious, is to sell people what they need during recessions i.e. massage parlors selling stress relief vs. pampering. More to the point, did you see the reports about the unexpected jump in housing starts in February? If you look into the data, almost all of it was in low-end multi-family rental housing which is what people like Harry Dent have been saying will be hot during the next decade -- in essence, all those people who had no business buying a home are going back to rentals. This lesson requires firms to look at a great deal of data and often involves entirely new strategies, which is why start-ups often have the edge during times like this. Victor shared with me that several companies he's advising, in some cases, are deciding to shut down completely and go a different direction the next decade. Warning -- this is counter to what Jim Collins is advising, but my conclusion? If you have a strong culture and sound strategy, stay the course, though you might have to alter your messaging. However, if the business never really made sense, times like this expose those weaknesses and you're best to change course.

BTW, Victor Cheng Understands our World -- he ran the $20 million a year eCommerce division of Art Technology Group (Nasdaq: ARTG). ATG is the #1 rated eCommerce software among Fortune 500 retailers. ATG software powers eCommerce sites bestbuy.com, neimamarcus.com, marthastewart.com, and kodak.com. He was also the VP of Product Management and interim Chief Technology Officer of LivePerson (Nasdaq: LPSN). LivePerson's flagship live chat service enables call center salespeople to engage in sales conversations with people who visit a company's website. The company is the market share leader in its industry. Victor was part of the executive team that took the company public in a successful IPO. And he's the author of three books, including one entitled Bookmercial Marketing: Why Books Replace Brochures in the Credibility Age -- sound like a familiar theme we've been promoting for years? WRITE A BOOK! It's a perfect thing to do during a downturn.

Investment in Education Fuels "Gazelles" Growth Companies -- and this latest news from the Private Company Index (PCI) -- there is a correlation between companies investing in education, especially sales and marketing education, and growth performance. Shouldn't be surprising!

Founders Outperformed Hired-Guns or Internally Promoted CEOs -- Sarah Weiss, HR Director for The Audit Group pointed me to this story in Forbes (which I'm not allowed to read as a Contributing Editor at FSB magazine :) ). It compares the performance of technology firms between founder-led, hired-guns, and internally promoted CEOs. I would be careful concluding too much from the article since I question the robustness of the research and the possible bias of the organization doing the research (a recruitment firm!). However, the founder performance does correlate with other studies I've read. 

Contrarians Win -- i.e. buy when others are selling (or do the opposite of what guys like me suggest!). For me, I find the same with travel. I've spent more money travelling in the past seven months getting face-to-face with my market than ever before. And I've spent more time on the phone with people than ever before. I hear so many companies cutting back on travel, however, now is the time to get out and see people while everyone else is staying home.
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DETAILS:
Thomas Kascha's summary of Jim Collins' interview, which he posted on an interesting website www.stopcrisisnow.com -- I find the first point the most fascinating:

Crisis is Normal -- Get Used to It!
· the past 50 years was an aberration in economic growth spurred by stability & unprecedented prosperity 

· in effect, the normal times, as we know it, are actually abnormal based on historical facts

Values Must Endure Time
· what's important is not "what" our values are, but that we have values at all 

· the more challenging the times, the more we need values; they keep us in check

It's All About People
· hire the best for each position, train & coach them 

· DON'T stop hiring; especially in crises, because during these times, the best people are overlooked 

· the best people are responsible; they DO NOT need to be MANAGED

Look to the Future
· plan for the long-term; what is apparently unnecessary now may be vital for the future 

· this is especially applicable to People, Systems, and Processes 

· be mindful of trends

Crisis is Our Friend
· crisis brings out the best in us 

· when we survive, we are more prepared to take on challenges for both good times and bad

Don't Just Stand There... Do Something!
· we cannot afford to be indecisive; we must choose to act on all challenges 

· if we choose to become defensive, we live to fight another day 

· if we choose to become aggressive, we need to ask: "how can we change the world with our plan of action?"

Balancing Faith and Reality
· we must believe in our capacity to survive and thrive, without becoming oblivious to the brutal facts 

· we must use the facts to craft a plan of survival and prosperity

 

Did you miss previous insights? - read here 
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 03-26-09

Lessons from the Mexican Tequila Crisis -- Gene Towle
"...keeping you great" 

HEADLINES:

"A fool with a plan will beat a genius without a plan every time." T. Boone Pickens' advice from his father 

Lessons from the Mexican Tequila Crisis -- Gene Towle, founder and CEO of Mexico-based Softec, sent me this lively note earlier this week "talking to my US friends I realize that they are living through something similar to what I lived through in 1995 with the Mexican Tequila Crisis. Just as I survived, they can as well. I'd be happy to share my experiences: Our companies went from +5M net worth in 1994 to -5M by 1995 and rebounded to just over +500M by 2008." So I took him up on his offer -- always willing to learn from a guy who builds a net worth of a half billion!

Tuesday, March 31, 11:58am -- 12:30pm EST (US) -- Complimentary teleconference with Gene Towle. Join me as I interview Gene for 20 minutes and let you fire questions at him for 10 minutes. Here's a link to register your email address to receive log-in info.

"Bold leaders in tumultuous times always have at least one crash" -- take three minutes and read Thomas Friedman's latest NY Times column -- research from Presidents that have survived crashes compiled by Stan Greenberg. Friedman's final paragraph summarizes the lessons "You can't be too honest in describing big problems, too bold in offering big solutions, too humble in dealing with big missteps, too forward in re-telling your story or too gutsy in speaking the previously unspeakable." Seems like sound advice for leaders of growth firms who regularly face crashes of people, strategy, execution, and cash.

Ezypay Doubles Quarterly Targets Using Themes -- it's time (April 1) for most companies to pick a critical number and drive it home with a quarterly theme. Celeste Kirby-Brown, Sales and Marketing Director for Australia-based Ezypay sent along this note "we attended your training session in February 2007 in Sydney and implemented the Rockefeller Habits into our business. Since then nearly every part of our business (except costs!) have grown dramatically. This is one of the best things that Ezypay has ever done - our staff loves it and it is a great management tool. Ezypay assists businesses to maintain cash flow and we recognise that whilst in part the current economic climate has contributed to our success we still attribute our strong growth to the Rockefeller Habits. For example last quarter alone we grew revenue by 20% for the quarter across Australia and New Zealand. This quarter we set a goal which doubled last quarter's target and we have already achieved this half way through the quarter!"

WARNING: The Following Video Might be A Little Risque -- continues Celeste "I thought that you might get a laugh from our current quarterly theme Revenge of the Nerds. We have used this theme because we are focusing our energy on improving systems and developing technology based products. Here is a link to a video that should make you laugh. The video was part of the quarterly theme launch that involved a bunch of nerds (fictitious Ezypay IT department) discussing life, the business and their involvement. The video is a thought bubble when of one of the Nerds (our CEO - Trent Brown), imagined what it would be like to be cool. The making of the video was done prior to the launch and the staff involved, whilst knowing it was for the launch, did not know the theme or what it represented. This of course added to the intrigue and excitement in the office and assisted with staff buy-in as a result of the process." NOTE: it's often critical to take a quarter and let your systems catch up with your growth -- congrats to Ezypay for picking this theme.
"Our-Habits Fell Apart in 2008" -- this is how Mason Arnold, "Cookie Monster" and founder of Texas-based Greenling started his recent note to me. He continued "we didn't create a one-pager or goals, primarily due to poor accountability management. We have recommitted as a team and created our '09 one-pager (Strategic Plan) that I'm happy to share." And I've posted his latest One-Page Strategic Plan and a couple others on our new wiki http://www.aboutus.org/Gazelles_Best_Practices_%E2%80%93_One-Page_Strategic_Plans. Please send me your latest one-page plans, I'll blank out the numbers, and post for others to see -- we get lots of requests for examples and these are helpful. BTW, Greenling has a neat service, delivering organic food directly to your home. I know he's stoked about the Obama's organic White House garden. 

T. Boone Pickens, the rest of the story -- and this note from Vince Virga, President of California-based SGIS a leader in Cyber-Security for Federal government agencies. "I went and saw T. Boone Pickens and the CEO of AutoNation this morning and T. Boone told a great story. T. Boone was taking a while to get through college. His father pulled him aside after his fraternity initiation and indicated that he and T. Boone's mom were worried about him. They felt that T. Boone's timeframe for successful completion of college was different than his. He then told him that he needed to have a plan to figure out what was going to be the quickest route to graduation. He told T. Boone, "A fool with a plan will beat a genius without a plan every time." His parents were afraid in his case that they had the absolute worst case on their hands: A fool with no plan.... Anyway, T. Boone figured the quickest way to graduation involved getting his degree in geology. That was his plan. Turned out to be a good one."

The Most Famed Experts are Wrong the Most -- and this nice summary of research by UC-Berkeley professor Philip Tetlok, noted "expert on experts." Beware of the most vocal black and white experts.

"Save the Date" for the new Growth Series -- 90 minutes of monthly executive education from the top thought leaders of our times -- stay ahead of the competition:

	 
	Tuesday, April 21 -- David Meerman Scott -- New Rules of Marketing & PR -- 1pm -- 3pm EST (US)

	 
	 

	 
	Wednesday, May 20 -- Dr. Victoria Medvec -- Negotiation Strategies in Turbulent Times -- 11:58am -- 1:30pm EST (US)

	 
	 

	 
	Tuesday, June 23 -- Keith Ferrazzi -- Who's Got Your Back: The 3 People That Will Change Your Life -- 11:58am -- 1:30pm EST (US)
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Five Minute Strategy Primer; Innovative CEO ebook; Get Schooled

"...keeping you great" 

HEADLINES:

"Revenue is not a given today -- in a sense we've been in daycare since we've had it so good up to this crisis -- and now it's time to grow up -- we're all going to need to go back to school." 
                                                                                                                            
                                                                                                              Brett Sheldon, Founder 
                                                                                                              Salvo Real Estate Solutions

Five Keys to Driving Revenue -- the first is to sell "loss avoidance" instead of benefits, the rest are outlined in my latest "Growth Guy" column which I've presented to over 1000 executives the past few weeks -- these keys work. Take three minutes and read or listen (I led a 20 minute teleconference on these five strategies on Tuesday -- here's the link) 

Strategy Drives Revenue -- I just got off the phone with Brett Sheldon who is attending our Sales Summit in a couple weeks -- Brett's always been a great student of business. He asked me an important question -- what are the frameworks for strategy/marketing (I see strategy and marketing as one in the same) since there doesn't seem to be a single unified theory. Here's a quick primer on strategy and some key resources:

1. First framework is Jim Collins' Hedgehog -- www.jimcollins.com for description, worksheets, tutorials -- and a key is figuring out a profit/x different than everyone else in your industry -- he has a tutorial on that as well -- I'll be pushing him on this topic at the Growth Summit in October.

2. Second framework is Bob Bloom's Who, What, How, and Imaginative Acts outlined in his book Inside Advantage. Noted Brad Skelton in an email to me last week, who runs a $100 million plus business that has averaged 35% annual growth the past eight years "We did a session 2 nights ago with Bob Bloom. Fantastic mate! He helped us cut through the crap and get to the essence of what Skelton Sherborne is about in simple language. The clarity we have is amazing and we are embarking on changing the way we communicate with customers and attract new business."
3. Third framework is Philip Kotler's Classic 4 P's of Marketing:

a. Price -- we don't think strategic enough about this topic, so read Holden and Burton's Pricing with Confidence as well as their blog or hear Burton speak at the Sales and Marketing Summit 

b. Product -- Geoffrey Moore is the thought leader -- his whole bowling pin strategy outlined in Crossing the Chasm is key along with the idea of making sure you pick a narrow enough niche and provide it with a 100% solution -- it's this last point most companies mess up and don't fulfill. Moore created an important marketing matrix for those of us at the Growth Summit in Vegas. 

c. Place -- whoever is in the most channels wins! Better to have less products and more channels than the other way around. Michael Masterson's book Changing the Channel outlines 12 different channel strategies -- I'm working to get him to next year's Sales Summit 

d. Promotion -- where the first location anyone looks is the web, a strong content-rich, educational promotional program is critical. David Meerman Scott is the first guy, in my viewpoint, that has made sense of Web 2.0 in his book The New Rules of Marketing and PR. These are the most cost effective promotional tools a business can use. We're actually webcasting his 2 hour presentation from the Sales Summit April 21.

4. Then there are four critical articles to read (listed on My Gazelles as well):

a. Jim Collins "Building Your Company Vision" 

b. Jim Collins "Turning Goals into Results: The Power of Catalytic Mechanisms" 

c. Francis Frei's "Commerce Bank" case study 

d. Michael Porter's "What is Strategy"

Own a Word or Two -- then Control the Ink in your Industry -- when it's all said and done, what you hope to do is own a word or two in your industry ("Growth Guy") and then get about controlling the ink around that word -- books, articles, blogs, wikis, etc. And how do you know if you're making progress? Google your word(s) and see where you rank.

Ron Alvesteffer's ebook for Service Express -- speaking of ink, Ron, YPOer and President, emailed me last Thursday to let me know "I took your advice and wrote a book" -- and it's a very innovative ebook where he's embedded video of himself in the ebook -- you have to check it out by going to his website -- it's in the right hand column. It cost him roughly $50k including the ghost writer. It's serving as an excellent sales and marketing tool as well as a recruiting tool to find top talent. 

Just find the best ideas and then implement them -- this is Ron's philosophy which has helped him take the company to over $25 million, 135 employees in 14 offices. And his best producing offices are in Michigan! Notes Ron "once every two months I bring in all the managers from our offices and spend a day learning together. The key is simply finding the best ideas -- we attended last year's Sales Summit -- and then implementing them."

It seems the best keep on learning!
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4/7/2009
Congrats and Thank you -- Prabhu; Harrington; de Jong; Alawi; Amon; Robinson
"...keeping you great" 

HEADLINES:

Thank You from the Depths of my Heart -- you continue to be great students of business (summits, webcasts, workshops, coaching) and are reaping the rewards. I received several heart-warming emails this week of the results you're achieving as you continue to invest in learning and execute our teachings -- results achieved globally from Asia, the Middle East, Europe, and North America -- enjoy these positive signs:

· Ajay Prabhu (Bangalore) reports 65% year-on-year revenue growth (ending March 31) on their way to $100m next year -- and a surprise bonus for all the employees

· Jack Harrington (Paris) moved to Paris this week to head up a new $800 million joint venture for Raytheon.

· Kees de Jong (Amsterdam) is heading the other direction, moving to the U.S. to run the $100 million firm that purchased his company

· Nada Alawi (Kingdom of Bahrain) noted that communication and productivity have improved dramatically since putting the daily huddles in place just a few weeks ago

· Randy Amon (Maryland) this week became one of 8 global functional execs of a 123,000 employee firm

· Adam Robinson (Chicago) is controlling the ink in his industry and has seen web traffic jump 300%; web leads up 600%; and a Fortune 50 client hire his firm on the spot


Their short stories are under DETAILS below -- please read to know that there is a lot of positive news, especially among those remaining great "students of business". I look forward to hearing your stories.

Thank you for continuing to participate -- almost 200 executives will be attending the Sales and Marketing Summit two weeks from today in New Orleans -- I greatly appreciate the business as we share tools to drive revenue -- you don't want to miss this once-in- our-lifetime opportunity to grab market share NOW. If you can spare 48 hours, join us and feed on the "juice" from these events -- especially if you and your executives could use a good pumping up -- being around those that are winning!

Thank you for your support -- our family's journey ends tomorrow as we head back to the U.S. after seven months travelling around the world with our four children -- it's been an eye opening experience for all of us. My wife and I will be sharing our experience at the EO University in Barcelona next fall. Special thanks to Raghoo Potinii (India), Fred Crosetto (China), Hazel Jackson and Sonu Shivdasani (Middle East); and Kees de Jong, Sebastian Ross and Leendert Bikker (Europe) -- and their teams that served as our hosts in the various countries we visited.
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DETAILS:

Ajay Prabhu, COO, Bangalore-based QuEST -- "Happy to report that we have closed the last financial year (ending March 31, 2009) with 65% year-on-year revenue growth and have announced a surprise bonus for our people. Our five year goal was to cross $100M revenue in the year ending March 31, 2010. The market conditions are challenging to say the least. We are making progress with confidence. The Gazelles movement has taken hold in QuEST." Ajay noted that they meet one day a month for learning and a "workout" session; quarterly decide on Top 5 and Top 1 of 5 goals with posters pasted all over their buildings; established a mail id and web-page exclusively for Gazelles; and are popularizing a "daily question of the quarter" which Ajay asks all the time.

Jack Harrington sold his company, VTC, to Raytheon a few years ago. So impressed were they of his management disciplines they put him in charge of their fastest growing half billion dollar division. He's continued to send his team to our workshops and Summits (they'll be in New Orleans), and now Raytheon has given him an international assignment in France, outside Paris, as the CEO of a Joint Venture, 1/2 owned by Raytheon and 1/2 owned by Thales ($20B+ French defense company). Notes Harrington "it is about $800M in size, very globally focused, with 80% of business international. It will be a 3 year assignment and I'm moving the family to Paris. I want to get my new team to the Dec Rockefeller event in DC."

Kees de Jong has a similar story. He sold his Amsterdam-based firm to a larger company in the U.S., Survey Sampling International. The private equity firm that orchestrated the deal has now asked Kees to move to the U.S. to run the whole company, again, based on the management disciplines he had placed inside his own firm and helped spread to the larger company. You'll meet a couple of his team members in New Orleans as well.

Nada Alawi, General Manager of National Occupational Safety & Health Centre in the Kingdom of Bahrain, noted "Your workshop made a great impact on my business! I used to suffer from a lack of communication and ridiculous delays of all kinds in our workplace! Now I feel that most people are productive and I actually have disciplined myself to participate in our 9:30am huddle...I am very happy with the positive effect it has had on me and my company."

Randy Amon, in a similar story to Kees and Jack, sold his company to a billion dollar firm APCC several years ago, was able to survive the transition and became a Senior Leader of the larger firm. This week, he was named SVP, Global Customer Care, Quality and Process of Schneider Electric, the firm that acquired APCC over two years ago. Noted Amon in his email to me "I remain as one of the Sr. leaders in North America but my focus returns to a global leadership position. I had to once again see if I could survive in a new and much larger organization - we have 123,000 employees worldwide. I believe my continued success is in part attributed to the learning I received (via Gazelles)."

Adam Robinson, President of Illuma LLC, sent this note last Thursday "I wanted to share with you a major impact you've made to my business. I listened as you told us, 'if you're not blogging about your business or your industry, you're losing out on an amazing opportunity. Try it for 6 months, and see what happens.' So, I did.

My company is in the business of helping companies find and select talent and since August of 2008 I've been blogging at my Verne-inspired http://BetterHiringToday.com. What started off as a 'let's see if I can do this' side project has turned into a catalyst for a whole new way of looking at the world.

A few key results:

· the VP of Sales at a Fortune 50 company read my 4-part series on "How to Hire Salespeople" and sent me an email hiring us on the spot.

· Publishers have republished my articles, and paid me to license content that I was happy to post for free. Unbelievable!

· I was asked to pitch an outline for a book, based on the content I've been delivering to the blog, and have a proposal on the table to publish it.

· Web traffic to my business website is up over 300%, with inbound web leads up over 600%. Several of my posts are on Page 1 on Google for organic results (i.e. "recruiting templates", "30 60 90 Day Plans")

· Since I'm always looking for new things to write about, I'm out talking with more customers, and in more meaningful ways, about things that they care about. I then write about what we discussed, and send them a note telling them so. Loyalty has skyrocketed.

The results have been so good that I recently tossed the original rinky-dink free Wordpress design template and spent a few bucks to have it professionally redesigned and integrated with our mailing list. Thanks again for the incredible value delivered, and I'll see you in Chicago in May (Rockefeller Habits workshop).

Keep on learning and growing!
Did you miss previous insights? - read here
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4/9/2009
Don't Blame Capitalism; Nash's MOM; Coovert's Makeover; Chet Holmes 4 Hour Live Webcast
"...keeping you great" 

HEADLINES:

Chet Holmes 4-hour LIVE (and archived) Video Webcast -- over 1300 of you listened to Chet's 30 minute teleconference and given the response we're going to broadcast Chet's 4 hour presentation LIVE from the Sales & Marketing Summit, Tuesday, April 21, 8am -- Noon CST (9am -- 1pm EST) -- the same as we did with Tom Peters at the Growth Summit -- details below.

Why do you call them "Rocks" -- referring to the quarterly priorities on the One-Page Strategic Plan, it's a term borrowed from Stephen Covey. Cameron Herold, founder of BackPocketCOO, pointed me to a YouTube video where the term is explained in less than 2 minutes by the Franklin Covey organization in a nice demonstration -- go to www.gazelles.tv and scroll down the right hand column -- you'll see the video. Worth showing at your next weekly or monthly management meeting.

Alignment Starts with the Company Name -- and this note from Scott Nash a couple days ago "Yep- we all looked at ourselves quite puzzled when you said to write our (company) name on the top of the 1-page plan." Like Federal Express changed their name to FedEx; My Organic Market was known by its customers as simply MOM. So this week Scott announced that they had formally changed the name of their company to MOM's Organic Market (nice image anyway) including a change of their URL to www.momsorganicmarket.com. It's a hundred little things like this that drive brand and alignment.

Using Post-It Notes to Reinforce Core Values -- David Hauser is co-founder and CTO of GotVMail, a leading provider of virtual phone systems for entrepreneurs. In an earlier blog he shared how they use a very non-tech tool -- Post-it Notes -- to reinforce their core values -- here's a link to his short description/blog on the topic. And thanks to Les Rubenovich, their Gazelles coach, who brought this to my attention.

Absolute Tile and Stone is the latest "Makeover" company for Fortune Small Business magazine. Sander Coovert, President of this St. Louis-based firm, had seen the announcement to apply in my insights and was chosen. Here's a link to the article outlining his challenges and advice he's already received to drive revenues and reduce costs (the one-two punch we all must focus on). If you have ideas for him, please contribute -- there's a link in the article and your thoughts might be published as FSB continues to follow Sander's progress. There's also a short video about his firm (a real benefit from being chosen as a Makeover candidate).

India Leads Needed for FSB Article -- Malika Zouhali-Worrall, a reporter with FORTUNE Small Business Magazine, is looking for interesting for-profit social enterprises partly- or wholly- based in India (or with a large customer base there) to visit during an upcoming trip to India. "By 'for-profit social enterprise' I mean a company that is aiming to create a social impact and/or environmental impact as well as generate a financial profit. Given that we're a U.S.-based magazine, I'm looking for a company that has some connection to North America -- it would be ideal if one of the founders is North American or has spent a lot of time in the U.S. or Canada. If you know of anyone who does, please contact me ASAP at malika_worrall@fortunemail.com
Don't blame Capitalism -- the free market system has been taking a huge hit from this latest financial fiasco. I've ALWAYS seen the financial sector as a separate entity from entrepreneurs -- they are two different beings. And contrary to what our politicians would like us to believe, it was their co-opted support that caused the mess. This CNN article makes a great case for why Capitalism is not to blame.

Details -- Chet Holmes LIVE Webcast April 21, 9am -- 1pm EST -- you and your team can watch it live or later in archived form -- a way to partially attend the Sales and Marketing Summit without leaving your office.

Price:
1. No charge for those sending three or more execs to the Summit (this way your teams can share in the learning); otherwise, 

2. Not attending Summit with three - individual license $199; company license (unlimited viewers from various computers) $495. 

3. No charge -- and if you've already purchased a company license to watch David Meerman Scott's LIVE webcast from the Summit (April 21, 2pm -- 4pm EST), part of our April -- June Growth Series Webcasts, you'll get the Chet Holmes webcast for no charge.

This is our continuing push to bring first class executive education right to your desktop or conference room. Here's a link to sign-up for Chet's webcast or the entire Growth Series
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Law firms using Rockefeller Habits -- are you having success implementing the habits in your law firm? Let me know -- I have another law firm interested in picking up some hints on implementation.

Market Data more Powerful than Product Data -- to dramatically increase leads and improve close ratios, share market data vs. product data about your product or service -- here's a short 48 second clip where Chet Holmes describes this concept. He also describes the "Stadium Pitch" in this 30 second audio clip. He'll elaborate on these and ten other strategies for doubling revenue -- tune into his four hour video webcast live Tuesday, April 21, 9am -- 1pm EST or join us in New Orleans for the Sales Summit.

Daily Huddle Hint -- Getting Employees to Share "Stucks" -- Randy Sklar, President of Sklar Technology Partners, had a major breakthrough in their morning huddles. Note's Sklar "Your format starts with 'What are you stuck on?' Every day I ask this question and often I get almost no feedback - then one day I learned that one of our technicians had been stumped for several days on an issue and finally reached out for help from another senior tech. We started to dig into how this happened." Continues Sklar...

"The senior tech suggested to me to ask the question differently, he said that when we ask what are you stuck on it sounds like 'what are you failing at.' There is a lot of competition to be the best in our group and no one wants to admit failure. Now we ask 'what have you been working on for at least one day?' and the results have sounded like music. More are speaking out. It might be because we faced the brutal fact and made admitting to failure okay or maybe it is just our culture that makes the 'stuck' part fail." Randy, thanks for sharing -- and thanks for having us speak at your supplier (Ingram) conference.

NationLink Wireless Completes 150 Customer Calls Q1 to Drive Retention and Revenues -- Andy Bailey, President of NationLink, sent me this recent note "Our Q1 Theme was 'Back to the PAST' ...Getting back to basics with a focus on two things this entire year -- Thing 1 -- CAM Production (getting our sales team to perform at the highest level possible) and Thing 2 -- Retention (making sure that at a minimum we didn't lose what we have now -- retention of clients, team members and partnership). Q1 we managed a program that you suggested in a meeting over a year ago. We called it 'Client Contact' and we had each person call one client each week and ask your '4 questions.'" Continues Bailey...

"We created a scoreboard where we read aloud each Monday the results of those calls and checked off the board on the way to reaching out to 150 of them. Monday (April 6) was the last reporting day and our team reached the 150 goal (celebration is April 23rd where we are taking our team along with those clients we called to drinks and dinner at Urban Flats in downtown Nashville). Not just that but we have gotten so good at the calls and gotten so much great feedback and additional business that we have decided to make this Retention program a part of our culture and keep the calls going even after we close out the quarter... proof that you can create a habit (good ones or bad ones) in a short period of time. And there were people here that had no interest in calling clients -- now they actually enjoy it." Concludes Bailey... 

"Q2 Theme is 132 New Friends; we spent Q1 reaching out to existing "Friends" and Retention. Now we are going to focus on New Friends (new clients) while maintaining the old ones and we will use much the same approach where we write them in each Monday and talk about the successes as a group. Here's a picture of the new scoreboard we are using. We are using EMMA an online survey system to gather weekly data for our Monday meetings -- we send this survey to the team Thursday at 2:00 and require it completed by Friday it 2:00 -- this has given us all the content that we need to review and each manager has access to the data collected to prep for the meeting. Here is a link to the survey"

Rising Medical's 10th Anniversary Celebration -- notes Jason Beans of this Chicago-based firm "We recently celebrated our 10 year anniversary. Leading up to the event, we had a contest to develop a 'Rising Mascot' from old marketing materials. I wasn't involved with the contest, and had no expectations. What the employees in WI and IL came up with blew me away and touched me more than I can express. The Talent Management team put together a video clip of the event." What's powerful is how Beans' employees really connected back to the company's core values. And if you want to see a funny moment, go to minute 3 in the video. I thought this was an excellent way to celebrate a company's birthday.

Monthly Rhythm of Learning -- like the execs at GE, it's critical to develop a monthly habit of ongoing executive education for your middle and upper managers. To bring you first class education right to your desktop or conference room, we just announced our April -- June Growth Series of LIVE Webcasts --here's the link-http://www.gazelles.com/growth-s3.html. And the webcasts are archived so you can watch on your own schedule -- and we've removed the 30 day limit! HINT: you still have to schedule a time inside your company for everyone to watch the webcasts or it just won't happen -- that's why it's good to show these during a formal monthly management meeting.

As a Bonus, if you purchase the series, you will get the 4 hour Chet Holmes webcast live from our Sales and Marketing Summit -- April 21, 9am -- 1pm EST.
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Raising Bill Gates -- Gate's dad shared with Fortune an exclusive excerpt from his book "Showing Up for Life" -- worth spending three minutes reading, especially to learn Gate's parent's reaction when he decided to drop out of school. And I didn't know he was always known as Trey in his family and had launched a business before Microsoft.

Embracing Change and Stability -- below are two quotes by leadership professor Dr. John Kotter -- re-read a couple times. 

Management is about coping with complexity. Leadership, by contrast, is about coping with change.

Managers promote stability while Leaders press for change; and only organizations that embrace both sides of that contradiction can thrive in turbulent times. 

Power of Daily Huddle -- Jake Jacobs was the first one to point out to me that the power of the daily huddle is that it provides a sort of "radical" stability to help drive/survive radical change. Thus it's a critical tool for both managing and leading the business.

The SUIT Agenda -- George Contos, CEO of New Jersey-based World Wide Metric, has added a twist to the standard daily huddle. Noted Contos in a recent email "We have been doing the daily huddle for the past 5 months. We stand in the conference room, no paper, no coffee...just our brains and our hearts...12 min max. We go thru the same thing every day, what we call SUIT: -Sales- Updates -Issues/bottlenecks - Topic
Some days we don't have any updates, issues, or even a topic and we are done in 2 minutes. I found I was running out of topics and my team was not really bringing up the issues. 

Rotating Quarterbacks -- continues Contos, "So what I decided to do was have a new quarterback (as we call it) run the Huddle every week on Wednesdays. Every member of the team has to run the huddle and present a topic for discussion/learning. During the week prior they come to me with the idea and we work together to focus it, hone it and make it clear and simple and not complicated. This is our 3rd month doing it. I could never have planned for the kind of results we are now getting."

Peer to Peer Accountability -- "I am not talking about sales either. The peer to peer accountability....the topics that are chosen are their topics which benefit the team...they are excited to do this and want to do a good job. And they are getting more confident. They are coming to me now weeks in advance of their turn to get started on their topic. Now, finally in the past few weeks the level of trust has come so far that we are having debates and conflict and challenging each other in dialog to do better. And now we are!"

Change Things Up -- I asked Contos if this caused the Wednesday meeting to go beyond 15 minutes. Responded Contos, "Yes they go over, sometimes...mostly because a discussion begins....I encourage it. As long as the phones don't go crazy we carry on for up to 20+ minutes and that may happen on regular days as well. I think the Wednesday meetings changed things up and added a sense of diversity. Plus the more time the team spends together the camaraderie grows...the sharing grows and we're starting to have breakthroughs together." Concludes Contos, "Business has changed. We have to work smarter and more strategic... everyday." 

Contos is tackling complexity and driving change using his meeting rhythm. It can do the same for you.
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Thoughts on the Swine Flu Scare and Prevention below, but first...

"Discounting is the crack cocaine for businesses today" -- this was my favorite quote from the Sales & Marketing Summit -- shared by Mark Burton, co-author of Pricing with Confidence. Instead, companies can use a "good, better, best" strategy to provide various pricing levels without simply giving away margin. See Burton's blog post from yesterday on how to price segment a market and protect your premium brand pricing. I really do like his blog -- it has me thinking more about pricing than I ever have in the past.

Four "E's" of Marketing -- the four "P's" of marketing (Product, Price, Place, and Promotion) are old news. They've been replaced with the four "E's" -- Experience, Exchange, Everyplace, Evangelism. If you only glance through one article this week, read Ogilvy's short and excellent article on the four "E's" and then discuss how you apply at your weekly marketing meeting (you have one, right?). And here's a link to an accompanying slide show. BTW, Ogilvy is doing exactly the kind of educational marketing Chet Holmes? emphasizes we should all be doing.

Four Lessons from 12 Recessions -- Victor Cheng's 9 minute interview from last week's Sales & Marketing Summit is now posted -- BTW, the Summit received our highest ratings ever from the 240 mid-market leaders that participated. Go to www.gazelles.tv and scroll down the right hand column (you'll also see Chet Holmes, David Meerman Scott, and other interviews). Victor shares the four lessons learned from companies that thrived during the last 12 recessions/depressions. Watch and discuss during your weekly "Council" meeting. During his excellent LIVE presentation I particularly liked the FedEx story which exemplified the importance of selling more of what people need in a recession (Disney launched Mickey Mouse during the Great Depression -- the need for entertainment/distraction). 

FedEx was founded during the 1973 recession. To reduce costs, companies ramped up their use of new computer technology to replace people. In turn, companies like IBM promised quick service, since many of these systems were mission critical. This meant that if a small part was needed they would put someone on a flight to hand carry it to its destination. Fred Smith, founder of FedEx, figured out how to ship these critical parts overnight for a lot less, thus FedEx was really a cost savings strategy moving around critical parts companies needed "more of" during the recession. What do your clients need more of that you can provide?

Watching a Master Salesman at Work -- Chet Holmes' (author of The Ultimate Sales Machine which is still the #1 sales management book) four-hour presentation from the Sales Summit is now available to watch with your team during your monthly management meeting (you have this rhythm of learning as well?). He includes the single most important trait of a successful sales organization! For those in attendance, I know you'll never forget -- I've caught myself referring to this trait several times since. And though we were criticized by some for Chet's "extra" 23 minute sales presentation at the end, I marveled at the brilliance of his education-based sales approach and close -- it was great to see a master at work. 

200 million going to 500 million by year end -- that's the expected growth of Facebook. David Meerman Scott (author of The New Rules of Marketing and PR) was also brilliant, practical, and specific on what companies must do to take advantage of the web 2.0 tools at our disposal. David's two-hour presentation is now available to watch (and rewatch!). As a result of his presentation, I'm looking to bring on a 19 year old intern this summer (they get it) to focus on nothing but our social networking strategy. I also purchased a Flip Video camcorder to make it super easy to capture more video for YouTube postings. 

What Zappo's CEO is Reading -- approaching $1 billion in revenue (our family is a contributor!), this online shoe retailer is teaching all of us about customer service. So what a surprise when Jeff Schmeck, CEO of Miner Fleet Management brought to my attention that in the latest major article on Zappos (May issue of Inc) that the reporter noted a copy of Mastering the Rockefeller Habits on the desk of CEO Tony Hsieh (pronounced "Shay"). And thanks to Erik Darmstetter and his Salesby5 team that got Tony interested in the book. Here's a link to the mention in the article.

Now the Swine Flu...

Vitamin D3 is Critical to Flu Prevention -- the main way our body produces Vitamin D is via exposure to sunlight and it's a critical vitamin in protecting against the flu in addition to Vitamin C and Zinc. It's why more people get the flu in the winter time. Google "Vitamin D flu prevention" and make-up your own mind, but our family boosts our D in the winter. 

Swine Flu Prevention Guide -- Marc Isaacson, CEO of Village Green Apothecary, EO Member, and long-standing Rockefeller Habits practitioner, has published a short four-page Swine Flu Prevention Guide. He's also providing his employees various immune boosting nutrients at no cost. Please share this article with your employees. Thanks Mark!

More died from the swine flu vaccine than died from swine flu -- the last swine flu scare was in 1976. And all H1N1 flu's are descendants of the 1918 pandemic strain where it was calculated that 50 million -- 100 million died within 18 months (why everyone is so freaked). However, it's reported that scientists recently found that the flu didn't kill people, it was secondary strep infections, for which we are well prepared today in developed countries -- 2009 isn't 1918. In turn, Tamiflu (wow, to get a mention by the U.S. President Wednesday night was golden) is actually banned in Japan for children -- and has been found to cause reactions that are as severe as the flu it's trying to prevent in adults. Anyway, here's an excellent piece that puts the whole thing in perspective (3000 people die each day from malaria, but there's no money to be made curing malaria) -- and why there's big money in continuing to scare people -- frankly, I'm getting a little tired of all the billions we're throwing at problems.
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Most Important Vote You'll Cast This Week -- Deadline May 10! -- it won't cost you a penny while massively helping FreePlay Foundation reach four million orphans throughout Africa with vital education and safe light by which to read and learn -- and it will just take 15 seconds. Vote Now and pass this along to your network and get them to vote (get all your employees to vote) -- please, please, please take the time to vote for FreePlay Foundation and help them win one million dollars from Twittacause. http://www.twittacause.com/vote-for-a-cause.php -- they are currently #9 -- we need to get them to #1. Why am I helping them? Keep reading.

Chosen from over 100,000 non-profits, red-hot Twitter chose FreePlay as one of only fifteen charities to compete for the prize money. And FreePlay is the smallest of the charities by a factor of ten -- it's David vs. Goliath -- just the kind of race we like to support -- and this money will massively help FreePlay "teach a child to fish" vs. just provide another handout in Africa -- it's about education.

You Don't Need to Join Twitter, You Just Need to Vote -- if you skipped over the first paragraph because you're not a twitter user, please go back and vote -- you don't have to be a twitter user or have an account to vote.

Rory Stear is One of Us -- A "Gazelle" -- founder of South Africa-based FreePlay Energy, they develop and manufacture human-energy powered devices including radios and flashlights (torches). Rory is an MIT "Birthing of Giants" graduate and long-standing practitioner of the Rockefeller Habits. I've personally flown to Capetown, South Africa, and spent time leading his management team through various strategic planning sessions -- so this is very personal! And his firm was one of the original participants in our Master of Business Dynamics (MBD) program. He's a serious student of business.

Nelson Mandela helped them open their first factory -- and FreePlay Energy and their Foundation has attracted a virtual who's who of the business world as supporters. It was through Rory that I had the honor to meet Anita Roddick, the late founder of The Body Shop and the most famous woman entrepreneur on the planet -- and Rory is that one that hosted her visit to MIT for our graduate executive program -- one of the highlights of my life as a business educator. Anita's husband is still actively involved with FreePlay.

Kristine Pearson, Rory's wife, heads-up FreePlay Foundation -- they've helped hundreds of thousands of orphans throughout Africa through the donation of human and solar-powered radios and flashlights -- and Kristine and the foundation have won numerous awards around the world for the kind of charity that multiplies itself and lasts a lifetime through education. Note's Kristine:

Radio remains the most important communication medium in Africa. For six years the Lifeline radio has enhanced the lives of hundreds of thousands of vulnerable children by providing educational programming plus practical information on health, farming, and much more. Up to 40 children share one radio!
This prize will also help us light-up Africa. Children can study, read, walk safely at night and guard against dangers. Our clean energy solar-powered, wind-up Lifelights will help end the use of dangerous candles and toxic kerosene.
Vote now and send this on to your friends and networks. You can vote multiple times by using different web browsers. Thank you very much!
Click NOW: http://www.twittacause.com/vote-for-a-cause.php- They're #9 in the navy box.
Please Hurry -- again, the deadline is this Sunday, May 10. Have all your employees vote and send out to your network ASAP. For those on Twitter, send out the following post:

Educate orphaned African girls through technology! Thanks! Vote for @freeplayfound on @Twittacause http://tinyurl.com/dc3vgz -Pls RT.

 EDUCATION:

Rockefeller Habits Workshops
Chicago, IL - Postponed - New Date TBD
Washington, DC - Jun 9-10, 2009

Growth Series Webcasts
May 20 -- Dr. Victoria Medvec "Negotiating in Turbulent Times"
June 23 -- Keith Ferrazzi "Who's Got Your Back: 3 Critical Relationships"

Summits & Conferences
Growth Summit
October 20-21, 2009 Dallas, TX

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 



 PDA versions of my "Growth Guy" weekly insight are now available in easy-to-read blog form. Click this link to register at Viigo. Then select Business>Entrepreneurship. You will be able to add "The Growth Guy" blog to your mobile device. It's a great way to get the Weekly Insights wherever you are.




Sign up for Verne's Weekly Insights 

5/14/2009 
Jim Collins New Book; Best Guerilla Marketing Campaign; Come Drink
"...keeping you great" 

HEADLINES:
(Print-friendly Version >)

Jim Collins New Book -- his long awaited next book, How the Mighty Fall And Why Some Companies Never Give In, arrives in bookstores (and ships from Amazon) next Tuesday, May 19. And an excerpt from the book will be in the May 22 Business Week that hits the newsstands tomorrow (Friday, May 15). This is the new material Collins, author of Good to Great and Built to Last, will be sharing in a four hour presentation at our Growth Summit Oct 20 -- 21 in Dallas. Mark your calendars.

Chocolate Covered Grasshoppers -- talk about "lumpy mail" -- GotVMail just changed their name to Grasshopper and to highlight the change and guerilla market their company (they provide virtual phone systems for entrepreneurs) they FedEx'd out 25,000 chocolate covered grasshoppers to influential entrepreneurs and received Fox News coverage. And it's working. I spoke to the EO Chapter in Chicago yesterday where several members were talking about the chocolate covered grasshoppers they had just received and whether or not they had tried them!

Entrepreneurs Can Change the World -- CEO David Hauser and the Grasshopper team also produced an excellent video on how entrepreneurs can change the world, part of a viral marketing campaign -- take a few minute to watch this inspiring piece and share with other entrepreneurs and your children. BTW, this is the same company that got actor Gary Busey to do the YouTube video piece on their core values and uses Post-it-Notes to share their values around the office -- they continue to find clever ways to market internally and externally. Thanks to their Gazelles' coach Les Rubenovitch for alerting us to these innovations.

Looking to Expand Into New Zealand? -- Rockefeller Habits practitioner and fan, Adrian Low, is between gigs and looking to see if any other companies aligned with our techniques is looking to expand into New Zealand. Low would like to help you rapidly grow and expand your business in one of the most beautiful spots on the planet. Contact Low at Adrian.low@duffillwatts.com. 

6 Critical Success Factors for Managing a Successful Acquisition Program -- white paper available. Gary Moon, BOGer, Rockefeller Habits practitioner, and M&A guru and his team have developed their buy-side acquisition program methodology across hundreds of transactions including best practices from today's most prolific acquirers, developed specifically with Gazelles mid-market client companies in mind. Here's the link. 

Should you be considering acquisitions today? Most of our client companies have done well in identifying new markets, developing new revenue streams, and growing their companies organically -- but they often overlook an equally important path to growth - Acquisitions. The more successful a company gets, the more likely they will need to acquire in order to develop new and varied streams of growth and earnings. When the economy turns and the recovery shifts into full swing, the playing field in many industries will have shifted, sometimes dramatically. Companies can either participate in this reordering, or risk watching it happen around them. Acquisitions in today's environment create an unprecedented opportunity to separate from your competition in this time of uncertainty.

Frequent buyers consistently outperform non-buyers -- Bain and McKinsey studies have shown that companies that pursue an active balanced program of acquisitions create more shareholder value than those with passive, or no M&A strategies. They also show that constant acquirers - or those that buy consistently through economic cycles, and recession acquirers -- or those that increase their buying in recessionary times, consistently outperform growth buyers -- those which buy principally in growth periods. 

Yet, why do such a high portion of acquisitions fail? According to many studies, up to 70% of acquisitions fail to create value for owners, yet it is virtually impossible to build a world-class company through organic growth alone. Most firms should engage in disciplined, strategy driven deal making, which usually means both buying and selling, and need to bring on specific deal expertise to increase probability of success. Get some help by finding the right "who."

Are you Playing Not to Lose, Or Are You Playing to Win -- My Last Two-Day Rockefeller Habits Workshop This Season -- June 9 -- 10, DC. Before I move the family to Barcelona in August I'll be personally leading a two-day Rockefeller Habits workshop. You have a six to twelve month window to grab market share and take advantage of your competitors' weakened business. I'll be working with you on five strategies for doubling revenue in the next twelve months and providing specific updated tools for reducing by 80% the time it takes for you to manage the business so you can spend more time on market-facing activities. Join me in DC (next to Dulles airport) June 9 -- 10.

EDUCATION:

And this note from Joseph Carberry, CEO of Medical Solutions Supplier:
"I just finished one of your two day seminars in Philadelphia yesterday. Let me start off by thanking you for your work. Medical Solutions Supplier has grown from a "basement run", 3 man operation in November of 2004 to a $16.8 million, 41 person organization as of December of 2008 and I can fundamentally attribute that growth to your book and tools. I had our executive staff take your book chapter by chapter on a weekly basis and worked through it with them last year and decided that the best thing I could do now is reinforce this knowledge by having the 4 of us participate in the two day workshop. It was the best decision to date that I have ever made. It's amazing to me how many people can be led to the water but can't be forced to drink!"

Come Drink With Us!
Rockefeller Habits Workshops
Washington, DC - Jun 9-10, 2009

Growth Series Webcasts
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June 23 -- Keith Ferrazzi "Who's Got Your Back: 3 Critical Relationships"
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	"The individual who wants to reach the top in business must appreciate the might of the force of habit and must understand that practices are what create habits. He must be quick to break those habits that can break him and hasten to adopt those practices that will become the habits that help him achieve the success he desires."

	 
	J. Paul Getty
1892-1976, American Oil Tycoon


Slightly Boring CEOs More Effective -- David Brooks, one of my favorite columnists in the NY Times, penned an excellent summary of some recent research on CEO effectiveness this week. Seems people skills are overrated and execution/persistence more important -- it's been my experience as well. Take three minutes and read this important column -- and he ties it to Jim Collins work -- hopefully you picked up a copy of Jim's new book that came out on Tuesday -- I'm just now reading it 

Execution and Organizational Skills -- and my favorite paragraph in the article "What mattered, it turned out, were execution and organizational skills. The traits that correlated most powerfully with success were attention to detail, persistence, efficiency, analytic thoroughness and the ability to work long hours." 

Clear Direction and Incremental Efficiency Gains -- Brook's continues "The market seems to want C.E.O.'s to offer a clear direction for their companies. There's a tension between being resolute and being flexible. The research suggests it's more important to be resolute, even at the cost of some flexibility. The second thing the market seems to want from leaders is a relentless and somewhat mind-numbing commitment to incremental efficiency gains." Remember, this is for big company CEOs, who are more likely hired-guns vs. the original entrepreneur -- keep this in perspective. Smaller firms often have to be nicer to people in order to attract and keep top talent -- and entrepreneurs often hire CEOs/Presidents to fulfill the above functions as the company gets bigger -- it depends on your own ability to follow habits of success.

How to Engage Your Entire Organization in Driving Business Results -- in an article entitled the same, Gazelles coach Kevin Lawrence shares how Victorian Epicure (blended spices), founded by Sylvie Rochette in 1991, uses Quarterly Themes to provide clear direction and drive incremental efficiency gains -- one of the reasons why she runs one of the largest woman-owned companies in Canada helping 5000 women across Canada to run their own businesses. 

In & Out in 72 -- one of their quarterly themes focused on a serious issue customers were having in getting their orders just before Christmas. In order to drive home the need to deliver orders in less than three days, they called the theme "In & Out in 72." And to counterbalance the concern that increased delivery speed (Process) might hurt accuracy (effecting customer satisfaction -- People), they also declared that delivery accuracy would need to be at least 97%. This is why there are two Critical Numbers listed on the new One-Page Strategic Plan, one that impacts the people/reputation side of the business and one that counterbalances and impacts the process/productivity side of the business. 

Bold Move -- as a way to drive home the theme and put some visible heat on the company to meet these new aggressive delivery goals, the team created a series of ads which they sent to their external sales consultants -- here's a link to these clever ads. The final ad entitled "Period5" ran after the end of the quarter to acknowledge accomplishment of the goal. Again, read Kevin's short article to get an excellent example of using Critical Numbers and a Quarterly Theme to drive performance.

Pixability's Discipline (and Outstanding Home Videos) -- and this note from Bettina Hein, Founder & CEO of Pixability who's firm takes amateur home videos and makes them into stunning custom home videos -- check out these before and after videos. Notes Hein "We've been using the Daily Huddle for 2 months now and have integrated it not only with our Quarterly Themes/Goals but also with a management methodology called Agile that was originally designed for software development teams. We're not developing software at Pixability but we've found the methodology works wonders for us."

Iterate More Quickly -- continues Hein, "Agile involves:

	 
	1) creating a 'backlog' of 'stories' (things that need to get done)

	 
	2) dividing the quarter into 2-week sprints

	 
	3) deciding in a 2-weekly planning meeting what everyone will be working on (2hrs.)

	 
	4) all those stories go up on our "Scrum Board"

	 
	5) every day we meet in front of the Scrum Board for Huddle to discuss numbers, progress and bottlenecks/blockages

	 
	6) at the end of the 2-week sprint we have a retrospective meeting (max 1hr.) to measure our 'velocity' (how many stories we got done) and to discuss learnings.


This process has made us so much more productive and connected. It has also helped us correct mistakes earlier and iterate more quickly. It makes my job as a manager much easier because everyone's stories/tasks are in plain view for all to see and everyone sees how they progress on the board. The group is the manager and the group feels much more responsible for getting everything done."

What a Beautiful Thing -- Kelly Freeman, co-owner of Network People, a Microsoft Solution Provider and IT Services firm, adds to the importance of Quarterly Priorities and Daily Huddles. In a recent note to me, Freeman notes "To our daily huddles, this morning we posted scoreboards for our Quarterly Priorities around our meeting room (Baseball theme- if we make the goal we are taking the team to dinner and a Tampa Bay Rays Game). Just before receiving your e-newsletter about daily huddles I asked the guys to rate the helpfulness of our daily meetings on a scale of 1 -- 10. Average score was a 7, but all agreed that it was helpful for the company as a whole. Later in the day I overheard the guys discussing between themselves the real goal behind our metrics. An hour later I had a phone call with a team member letting me know about an accomplishment toward our quarterly priority. And later I found 3 team members working together on accomplishing another. 

What a beautiful thing it is to see alignment...for the first time in 10+ years."

Quarterly Themes and Daily Huddles -- a powerful way to drive incremental improvement and discipline -- just like the best CEOs of large companies! Keep implementing the Rockefeller Habits.

EDUCATION:
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Urgent Media Request from FORTUNE Small Business Magazine -- May 27 deadline -- looking for small business owners/CEOs who have cut their own salaries (permanently or temporarily) sometime in the last two years to help keep the business running and seen positive results. They are looking for upbeat stories, told by people who are willing to be honest about their experiences. They are NOT looking for start-up stories where the entrepreneur didn't take a salary for a couple years. If you think you fit the bill, or know of anyone who does, please email Megan Erickson at Megan_Erickson@Timeinc.com.

What Jim Collins Say About Circuit City and Fannie Mae -- Two of the "Good to Great" companies, many have wondered what Jim has to say about these failures. He dedicates a long passage in his new book, How the Mighty Fall, defending Good to Great -- and he shares some thoughts in a major Sunday NY Times piece. To quote Jim from the article "Just because a company falls doesn't invalidate what we can learn by studying that company when it was at its historical best."Take five minutes and read this article more for an insight into Jim Collins the person, how he writes, hires assistants, his personal goals, and his amazing discipline. 

Sleep and Time Logs -- among Jim's disciplines are to make sure he sleeps enough, so he remains creative, and that he spends at least 50% of his time on creative work. He went to a sleep lab to understand his sleeping patterns and has found that he needs 70 to 75 hours of sleep over a ten day period, so he keeps a sleep log (I think I'm running short myself and I'm going to track for a few weeks). To track his creative time, he keeps a stopwatch in his pocket which tracks three times -- his creative time, his teaching time, and his "other" time. To understand "mastery" take five minutes and read the NY Times article about Jim -- lessons in there for all of us. 

Only 18 Speeches per Year -- notes the article "Mr. Collins also is quite practiced at saying 'no.' Requests pour in every week for him to give speeches to corporations and trade associations. It could be a bustling sideline, given that he commands a top-tier fee of $65,000 to dispense his wisdom. But he will give only 18 speeches this year, and about a third of them will be pro bono for nonprofit groups. "BTW, one of those top-tier speeches is at our upcoming Growth Summit, October 20 -- 21, Dallas, TX. Joining Jim will be four other best-selling authors.

Private Luncheon with Jim Collins -- companies that send an executive team of four or more to the Growth Summit will receive a seat at a private luncheon with Jim Collins (eight or more will receive two seats). 

Front Ten Tables Already Reserved -- instead of playing games with early bird discounts, etc., we're more like a rock concert -- the earlier you reserve a seat (simple deposit of $250) and the more seats you reserve, the closer your table is to the stage. Companies have already reserved the front ten tables. Reserve your seats and the balance isn't due until Sept 20 (help you save cash), so grab the best seats now. 

June 1 Full Page Ad for Growth Summit Reaches over 1 Million CEOs in FSB magazine -- we usually get a big spike in reservations when the ad hits. We want you to have preferential seating -- so reserve seats now and beat the crowd. Here's a link to the ad 

How the Mighty Fall -- It's time to grab market share and gain a leg-up on our competition. It's been over 70 years since we've had similar market conditions. In 48 hours we'll give you the ideas, tools, and techniques to take advantage of this opportunity. It's the bold that win during times like this, not the faint at heart. Come join a growing list of winners at our upcoming Growth Summit 2009.

	"Awesome Summit. We now have 14 things we must do to be massively successful in the next 24 mos. The Summit is responsible for about half of them!"

	 
	 

	 
	Paul Taylor, CEO
Webmarketing 123


Growth Summit Sponsors: American Airlines, American Express, AFLAC and Pitney Bowes

With warm regards,


Verne

6/5/2009
Team of Leaders; 14 Year Problem Fixed; Ratliffs Big Return; Mulally Meeting

"...keeping you great" 

HEADLINES:

Team of Future Leaders -- "this one idea has already been worth a quarter million dollars the last five months," notes John Ratliff, CEO of Appletree Answering Service. John was chatting with Cameron Herold (franchising and PR guru) about how customer complaints and issues in his company are left up to his customer service managers and operations managers to handle -- he simply didn't trust his supervisor level (first level above his call center agents) to handle properly nor did they have access to his CRM system. 

Customers Made to Wait -- continues Ratliff "problem is, we are 24/7 and the managers only work Monday -- Friday, therefore if a problem came up over the weekend, we made the customer wait until Monday. "At that point Cameron said, "then you're an a*s!" (direct and to the point!)

14 Year Problem Fixed -- so John immediately bought 38 additional Salesforce.com licenses, bringing their total to 102 (not cheap). He then flew his supervisors from 13 locations across the U.S. to his corporate office for training (again not cheap) so they could learn how to professionally handle customer issues and avoid losing the customer. Results -- Appletree has cut customer turnover from night and weekend complaints to the tune of $250k. They track complaint times, dates, and quit dates and had experienced a high skewed number of quits on Mondays from weekend complaints -- a problem that's existed in his business for fourteen years. "It is gone," exclaims Ratliff. "Our Monday quits are now in line with the rest of the week and overall service-related quits are down."

Babysitting Role -- concludes Ratliff "we always viewed our Supervisors in a more babysitting role -- by empowering them we are seeing dramatic results and we're developing a team of future leaders. It still amazes me how very, very simple some things are yet when you're on the inside looking out you just cannot see them." 

India's Future Leaders -- speaking of empowering future leaders, I just returned from educating over 250 CEOs and executives of growth firms (and large firms) in India on the Rockefeller Habits. India's economy is expected to be one of the fastest growing in 2009 and their business leaders remain eager to learn. And roughly 50% of the audience represented repeat business -- CEOs and MDs bringing larger teams a second or third time to the workshop indicating that the habits are gaining traction and starting to have a significant impact on these Indian firms. 

Ford's Weekly Huddle -- Jeff Snyder, President of CT-based Inspira Marketing Group, summarized this piece out of Fortune Magazine:

"I live for Thursday mornings at 8 a.m.," says Ford Motor CEO Alan Mulally in a Fortune article by Alex Taylor III (5/25/09). Thursdays at eight is when Alan meets with his direct reports from 12 functional areas in the Thunderbird conference room at the Ford headquarters. Alan and his team sit "around a circular dark-wood table" with Alan in the "pilot's seat." Blackberries aren't allowed and neither are side conversations. 

"If somebody starts to talk or they don't respect each other, the meeting just stops," says Alan. "They know I've removed vice presidents because they couldn't stop talking because they thought they were so damn important." Instead the team presents reports coded as either "green for good, yellow for caution, red for problems." The first few times Alan held these meetings everybody coded their reports "green," but Alan fixed that in a hurry.

He said: "You guys, you know we lost a few billion dollars last year. Is there anything that's not going well?" Well, um, maybe. Within a week, says Alan, "the entire set of charts were all rainbows." Whether there are pots of gold waiting for Ford at the end of those rainbows remains to be seen, of course. But Alan sounds resolute: "I am here to save an American and global icon," he says. His secret is, there are no secrets. "This is a huge enterprise, and the magic is, everybody knows the plan," he says.

EDUCATION:

	"When times are tough and the world is changing fast, getting education is SECOND TO NONE in getting yourself in the right frame of mind."

	 
	John Ratliff, CEO
Appletree Answers
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Do You Have an Elegant Business? -- one that flows, is almost effortless, that scales naturally. This is the question that's been haunting me since I read pages 13 -- 15 in Keith Ferrazzi's new book Who's Got Your Back: The Breakthrough Program To Build Deep, Trusting Relationships That Create Success -- And Won't Let You Fail. Keith is the acclaimed author of Never Eat Alone. Join us June 23 for his 90 minute LIVE video webcast -- next in our "Growth Series" 

Number One Non-Fiction Book -- and this past weekend Who's Got Your Back hit #1 on Publisher Weekly's official list. I thought Jack Canfield, co-author of Chicken Soup for the Soul, summed up Ferrazzi's new book the best:

	 
	"Keith Ferrazzi does for relationships what Tom Peters did for management . . . he's opened our eyes to a new reality that relationships are the key to success in business. Who's Got Your Back will teach anyone, from job seekers to CEOs, how to quickly build the kinds of relationships that really make a difference in business."


Richard Branson's Success -- right after reading Ferrazzi's book, I finally got around to reading the 624 page autobiography of Richard Branson this weekend. And wow -- it's obvious that what Ferrazzi teaches is exactly what Branson has done to become the huge success he is. His life is all about relationships and having people covering his back (and front and sides!). And how Branson does it, again, mirrors what Ferrazzi teaches. It seems the "soft stuff" is the "key stuff." 

Branson's Question -- as you know, I'm all about the question more than the answer. So Branson is going to meet, for the first time, the guy to which he's going to trust his life as they fly first across the Atlantic in a hot air balloon, then across the Pacific, and then around the world. When they finally meet, Branson only has one question for the guy. Can you guess what he asks to determine whether he's going to bet on a guy not to get him killed? Think about it -- I'll give the answer below.

Four Vows -- anyway, back to Ferrazzi. He suggests, if you choose a better future, that you must commit to four vows:

	 
	1) We've chosen to help others and stop worrying only about ourselves. 
2) We've chosen to let our guards down so others can help.
3) We've chosen transparency and candor over politics and BS.
4) We've chosen to hold each other accountable so that we don't fail.


Then he asks three questions: What choices are you making today to be more prosperous? What choices will you make? How will you reach out to someone to make a difference in your life -- and in theirs? And he asks leaders to share their commitment with a comment on his blog
Marshall Goldsmith Concludes -- author of the NYT best seller What Got You Here Won't Get You There notes "If I'd had this book at the start of my career, I would have saved myself 30 years of trial and error. If you are serious about your success, I strongly recommend that you read this book and build your support circle today." 

Sign-up for Keith Ferrazzi's inspiring and insightful 90 minute LIVE video webcast with your team June 23, noon -- 1:30pm US ET. 

	 
	I love the webinars. I haven't missed one yet. We watch with our team and lively discussion always follows.

	 
	Scott Nash, CEO
MOM's Organic Market


Branson's Question -- so, since Branson has two children of his own, the only question he asks Per, the guy that he'll team up with for the balloon adventures, is "Do you have children?" When he says yes, Branson agrees to go! 
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(Print-friendly Version >)

Best Year in Profits and Revenues in 23 Years -- Scott Nash, founder of MOM's Organic Markets, was filling out an application for "best business in Maryland" award. One of the questions "How have you made your company better as a result of the recession?" prompted the following answer, another indication that this "black swan" moment in our economy can provide once-in-a-lifetime opportunities...

Bank Refuses to Finance New Stores... "This recession is one of the best things to happen to me as an entrepreneur. MOM's is largely recession-proof and grown nicely over the years, but until now I have been neglectful in almost solely focusing on top-line growth. When the bank told me in Oct. of 2008 that they would not finance any more new stores, I was forced to focus for the first time on existing operations and how to make the best of what I have."

Gross Margin is Key... "Since then, without compromising sales or service, we reduced our labor 3 points, improved margin 1.5 points (we have maintained our "lowest price guarantee" by mostly reducing shrink and lowering cost of goods sold), implemented meaningful daily/weekly/monthly metrics, and conduct effective monthly P&L meetings. 

Daily/Weekly Metrics... "In the past, I never really analyzed the details of financial statements- mainly focusing on the top line and merely glancing at the bottom line, figuring that growth would solve any problems. Now, I have a very good reading fiscally on how MOM's is doing each week, if not each day in some categories. 2009 will be MOM's best year in our 23 year history- both in revenues and in profits- and I feel fortunate to have been taught this valuable lesson (better late than never!).

Securing Cheap Real Estate and Hiring Good People... "One more thing- not only is MOM's stronger right now within our 4 walls, but our competition is much weaker. Whole Foods is getting beat up and the other independents in our region are pulling back. One such direct competitor who was moving into the area from Richmond just pulled out of a lease in downtown DC and we are now negotiating for that same space at a lower rental rate. The opportunities in hiring good people and securing cheap real estate are as good as I've seen in my 23 years in business!"

Unlimited Opportunities...concludes Nash (FYI, he was worried when giving me permission to share his note to me that he would come off as bragging -- anyone that knows Scott knows that he's one of the most humble leaders you'll ever meet) "When this economy turns around, surviving companies will be lean and mean and have unlimited opportunities." Scott, thanks for sharing the good and the bad.
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Keep your team smart -- Keith Ferrazzi LIVE Video Webcast -- Tuesday, June 23, noon -- 1:30pm ET (US) -- a dose of first class monthly execution education for your management team, but first...

For CEO/Founder's Only (and former BOGers) -- join 35 top-notch CEOs from around the globe -- evening in suite at NY Met's new ball field with Hall of Famer; Jack Daly, Cameron Herold, Simon Sinek, Stephen Jagger, Jamie Flinchbaugh as faculty; Poker Tournament; 35 CEOs from MIT's "Birthing of Giants" executive program. Four seats left for June 24 -- 28th executive program in NYC co-hosted by John Ratliff, CEO of Appletree -- a chance to build close lasting relationships with your fellow CEOs -- complete details below under DETAILS or go to www.birthingofgiants.com

Success isn't a result of intelligence -- so much as hard work and a unique process of collaboration. That's been the power of the MIT Executive program I chaired for fifteen years -- and I'll be back up at MIT Thursday to kick-off a new class as the opening keynote. It's the power of collaboration i.e. "tapping into more brains" that is the key to maximizing your potential. And this is the power/message behind Keith Ferrazzi's new book.

#2 NY Times Bestseller -- just edged out by Gladwell's megahit Outliers, Ferrazzi's new book 
Who's Got Your Back: The breakthrough program to build deep, trusting relationships that create success - and won't let you fail demonstrates that becoming a winner in any field requires a trusted team of advisors who can offer guidance and hold us accountable to achieving our goals.

9-step Program -- Ferrazzi's 90-minute video webcast presentation will focus on his 9-step program for building the ultimate team-based success strategy. Participants will learn:

	 
	 
	1)
	The Four Mindsets to build deeper, more trusting "lifeline relationships"

	 
	 
	2)
	Tips and tools to overcome the career-crippling habits that hold us back

	 
	 
	3)
	How to set goals in a dramatically more powerful way

	 
	 
	4)
	Why we should replace "yes men" in our lives with those who get it and care - and will hold us accountable to achieving our goals

	 
	 
	5)
	How to lower our guards and let others help


Marshall Goldsmith Concludes -- author of the NYT best seller What Got You Here Won't Get You There notes "If I'd had this book at the start of my career, I would have saved myself 30 years of trial and error. If you are serious about your success, I strongly recommend that you read this book and build your support circle today." 

Sign-up for Keith Ferrazzi's inspiring and insightful 90 minute LIVE video webcast with your team June 23, noon -- 1:30pm US ET.

	 
	I love the webinars. I haven't missed one yet. We watch with our team and lively discussion always follows.

	 
	Scott Nash, CEO
MOM's Organic Market
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DETAILS:

This note from John Ratliff re: the June 24 - 28 Executive Program in NYC:

As some of you may know I have attended a program for the last 3 summers called Birthing of Giants at MIT in Boston. It is a program designed to help Entrepreneurs drive their companies forward. My class has organized a Birthing of Giants program again this summer in NYC. It is an invitation only event attracting amazing Entrepreneurs from around the world. Due to a few last minute cancellations, and the fact that I am on the organizing committee, I have been given the authority to offer up to 4 spots to individuals outside the program. It is short notice but this is a don't miss event. It is an ultra small and intimate group with no more than 35 attendees, and most of the presenters are "staying around" for the night networking events and will be available essentially one on one.

So the Details...

Birthing of Giants Year 4 / BOG Reunion

Hosted at the amazing Empire Hotel in New York City -- www.empirehotelnyc.com

June 24-28th in New York City

	 
	*Hosted and Moderated by Cameron Herold, former COO of 800-GOT-JUNK
*June 24th Opening Reception and Networking event
*June 25th Full Day with Jack Daly on Sales and Marketing -- Jack is essentially doing the follow up talk to the Culture discussion from Owners Forum!!
*June 25th evening -- Jack and Cameron to host workshops and one on one discussion over dinner and drinks and networking
*June 26th am Simon Sinek, EO and YPO top 5 rated speaker discusses the concept of The Golden Circle
*June 26th afternoon Jamie Flinchbaugh cofounder of The Lean Learning Center discussing operational efficiency
*June 26th Evening dinner and networking and member workshops followed by a Poker Tournament and lessons with a Poker Pro!
*June 27th Stephen Jagger of Combustion Labs Media discusses the web and online tools as they relate to business and marketing
*June 27th afternoon, networking lunch and free time in NYC


The culminating event of the week will be the Empire Suite at new CITI Field, home of the NY Mets for the Mets / Yankees "Subway Series"!!! These are impossible to get tickets. We will have a special guest Mets Hall of Famer visit the suite during the game.

www.birthingofgiants.com

The cost to attend is $3600 all inclusive except alcohol for single occupancy at the Empire, and $3200 if you want to double up. Everything, speakers, hotel, food and refreshments (except alcohol) and the game in the Empire Suite are included in the price. Every penny collected for the event fee is going back into the event as it is being run by volunteers from our class and not a third party. It is a true value!!

So, this is a once in a lifetime chance to get into a Birthing of Giants program without the formal application process. If you attend year 4 you will be guaranteed a spot in all future BOG events we host going forward, which will be at least yearly. It is truly one of the most significant learning events I have ever been a part of, and I am excited to get a few industry people involved. The only requirement is that you are the Owner or a Senior Manager of the business.

We only have 4 spots so if you think you might be interested please email me directly ASAP and let me know. The spots will not last very long.

I am at jratliff@appletreeanswers.com

Have a great day!
John Ratliff
Appletree Answers
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6/19/2009

Why You Need One of These People in Your Business

"...keeping you great" 

HEADLINES:

Private Equity Firms -- do any of you have connections with Private Equity Firms? If so, let me know vharnish@gazelles.com -- thanks.

Eleven-Page Must Read e-book -- Matt Heinz, Heinz Marketing, sent along his new e-book entitled Six Essential Social Media Tools for Every Small Business -- it's both concise and specific on what businesses should do re: Facebook, Linked In, Flickr, Blogs, YouTube, and Twitter. Review at your next one-hour marketing meeting (you have this meeting, right?).

How Twitter Will Change the Way We Live -- Raghoo Potinii, founder and CEO of Knowledge Capital in India, pointed me to this excellent Time magazine piece by Steven Johnson, the famous author of Emergence. In the article Johnson describes precisely how Twitter enhanced a conference on school reform he attended earlier this year (attended by entrepreneurs, VCs, educators, etc -- the kind of group that could actually reform school!). Take 3 minutes and read this article.

10 Ways Twitter Will Change Business -- the Time article also points you to their equally excellent piece on applying Twitter to business. Here's the link that provides the specific list -- you can then choose which idea you wish to dive into. Again, review this at your next one-hour weekly marketing meeting -- that's all it takes to stay on top of your marketing initiatives.

Best Use for a Summer Intern -- frustrated with my own lack of time to understand and execute how our company can use Web 2.0, I hired a summer intern who just graduated from high school (they get it). He has 20,000 twitter followers, his neighbor is the VC behind Twitter, and he's launched his own social networking business. I found him through my own staff whose children and spouses knew of Greg and his talents -- and who thought that working with us might be more educational than working at a Smoothie King this summer to earn some spending money for college. BTW, I used Topgrading's five screening interview questions to interview Greg (you use them as well, right?) to make sure he was a great fit with our culture and company -- it still matters even with interns.

Specific Assignment -- his project is to get Gazelles up on Facebook and to figure out how best we can connect with existing and potential customers. With Facebook projected to have 500 million users by the end of this year, your customers are likely to be there. He'll also structure a Twitter strategy to help us communicate with those customers who prefer this channel (I was up teaching at MIT yesterday and several CEOs in the class used Twitter as a way to take collective notes of my lecture which are permanently stored on Twitter and available to the other Executive Management Program attendees). 

Reading and Watching Assignments -- I also gave Greg several books to read, starting with David Meerman Scott's New Rules of Marketing and PR and World Wide Rave. He also watched Scott's two hour webcast from our Sales Summit and is excited to tune-in to Keith Ferrazzi's webcast next week since Keith is so well known in the marketing and internet/Web 2.0 world. In addition, I have him reading Steven Johnson's famous book Emergence, which is the strategy behind Google, Facebook, Amazon, Wikipedia, etc. Last, I had him Google "Olgivy's Five E's of Marketing" which provides an outstanding PowerPoint and white paper on the Five E's that have replaced the Five P's of marketing. It's been fun for me to see Greg light up over this material vs. the mind numbing stuff they teach 18 year olds in high school i.e. the need for school reform.

Cost of Intern -- actually Greg wanted a high-end laptop (roughly $2200) as compensation for a summer of work. He's in our offices each day cranking hard and reading at night -- and its great having his youthful energy and insights injected into our offices. And I feel we're helping to educate a future entrepreneur. What's better than that! So find a young person and mentor them this summer.
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Number One Business Question
"...keeping you great" 

HEADLINES:

Half-day Rockefeller Habits Workshop -- last-minute addition -- July 30 Atlanta, GA -- it's the last workshop I'll lead in the U.S. before heading to Barcelona for a year...Details

Who Are the 250 Most Important Relationships To Your Business? -- and who are the 50 most vital! This is a very powerful and strategic question -- the key question posed by Keith Ferrazzi on our Growth Series video webcast Tuesday. He's been sitting with CEOs of top companies around the world and working on this very question. We've started our list for Gazelles -- influencers, media-types, suppliers, global partners, inside staff, and of course a key list of customers. It forces you to examine your short and long term strategy, which must be clear if you're to decide the right 250! Excellent exercise for your next weekly, monthly, or quarterly meeting.

What Are You Doing to Deepen Those Relationships? -- Keith describes five levels of relationship one can have with a person ranging from no relationship to what he calls a "lifeline relationship" -- someone who truly has your back. Even most couples can't say that about each other. And many people have "chains" from childhood that prevent them from developing deep relationships i.e. issues of worthiness, self-esteem, intimacy, or openness. 

Four Steps to a Deeper Relationship -- Keith described four steps one takes to deepen an existing or new business (or personal) relationship so it's more close, personal, and sincere: Generosity, Vulnerability, Candor, and Accountability. The first step aligns with Robert Cialdini's "Reciprocity" principle of Influence. You must first be generous and genuine in finding out what would be helpful to the other person and then helping them. Vulnerability is a willingness to discuss your own passions, struggles, and beliefs. Candor is caring enough about someone to be straightforward with them. And Accountability is holding each other to the promises and goals you make.

Five Minutes Is All it Takes -- notes Ferrazzi "Because of fears and insecurities, most people take a very long time to develop intimacy. With the right approach, in five minutes you can develop a level of intimacy with somebody you've never met before that is deeper than what you probably have with people who share cubicles and office space. It starts out very simply by being willing to share some of your passions in life and asking others to do the same. Then it goes to the next level: sharing some of your struggles and asking others to do the same." I experienced this in Bahrain -- one of the EO Members and I immediately delved into questions concerning Islam and Christianity leading to a deep and powerful conversation and relationship -- and it happened as quickly as Ferrazzi describes. 

Read Who's Got Your Back First -- and then read Never Eat Alone. Ferrazzi suggests he wrote the books in reverse order. Or tune into the archived version of Tuesday's 90 minute webcast -- it's the soft stuff that delivers hard results to the business. Ferrazzi's presentation had a real impact on my thinking and actions, which I put into practice the very next day to deepen a relationship with a key thought leader -- powerful, yet simple, stuff.

Father -- Son Relationship -- speaking of relationships and social networking, Dave Davis, CEO of RDA Systems sent me this note in reaction to us hiring an intern to work our Facebook strategy "Wanted to let you know I also took David Meerman Scott's advice in Rave (World Wide Rave) and hired my 18 year old son to do the same thing you are doing with your intern. A win / win / win. Company, family & son." Doesn't get any better than that!

Americorps VISTA Volunteer -- and Steven Reames, Executive Director of Genesis World Missions, sent me a similar note "We procured an Americorps VISTA (Volunteer in Service to America) for a year-long $10,000-stipend opportunity. She's helping us write and assemble our 3-5 year strategic plan, marketing plan, fund development plan etc. Part of her activity is updating the Facebook page 1-2 times a day: thanks to volunteers, thanks to donors, current needs list for our non-profit, etc. It keeps our activities at the top of everybody's news feed this way and is generating BUZZ. Then she recruited a volunteer who is heavily into Twitter and has trained her to generate material within her sphere. Great use of volunteers for non-profits!!"

The Youth Have Our Backs -- all across the globe, it's the youth that remain the future of our nations! May we be great role models in helping them build deeper and more lasting relationships than our generation.
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Fri 7/3/2009

Losing Our Freedom; Most Fragile LInk; Steve Jobs Back; Summer Reading; Teenagers
"...keeping you great" 

HEADLINES: (while on vacation -- so more personal)

First, glad Steve Jobs is back -- he officially returned this week, though he was on the Apple campus as early as last week.

We're Losing Our Freedom -- on the eve of Independence Day in the U.S. I have to share the single biggest shocker that struck me while traveling the world with my family the past nine months -- we've slowly lost our freedoms in the U.S. It took being gone for nine months to see it from afar. It's not that we don't have more freedom than others on the planet, it's just that we're losing a lot of freedom we've had. Like the proverbial frog in a pot of hot water, our freedoms have been slowly eroded -- our freedom to make our own decisions, our freedom to do as we choose, our freedom to live without fear of violating some law, even our freedom of speech -- the entire Life, Liberty, and Right to Private Property (how it was originally written) aspect of our Declaration of Independence. I'll be speaking to this subject when my wife and I make a presentation on our trip at the EO Barcelona University this fall.

Join Us in Panama -- our favorite hideaway, Panama, inaugurated a new President this week, WPOer Ricardo Martinelli, a self-made businessman who built one of the largest private companies in Panama, the Super 99 supermarket chain. And his Vice President is YPOer Juan Carlos Varela. I spent last Thursday leading another workshop for the Panama YPO chapter. One of Martinelli's agendas is to institute a 10% flat tax making Panama the Hong Kong of Latin America. And the new Finance and Economic Minister is Alberto Vallarino, one of the wealthiest business owners in Panama as former CEO of Banistmo Bank, which he sold to HSBC for $1.6 billion. Alberto is our neighbor as the developer, with EOer Fernando Duque, of Latin America's premier five-star resort Buenaventura where we own a couple properties.

BuenaVentura Opportunities -- there are some real estate opportunities in Buenaventura -- would love to have you as a neighbor. I particularly recommend the few four-bedroom villas left at the Bristol Hotel in Buenaventura. And you'll be among other business executives and owners including other EOers and YPOers. Contact Tatiana Dominguez if interested (I'm not receiving a penny of compensation nor do they even know I've made this mention -- I'm just bullish on the resort and Panama). 

Most Accessible Private Jungle Reserve in the World -- and my two oldest sons joined me for a three day adventure in the jungles of Panama located in what I call "the most fragile link" in the Americas. It's a 10,000 acre private reserve (one of the new rages among the wealthy) located at the narrowest point of Panama (35 miles). It's vital in that birds and animals have just this narrow spot to move between North and South America. And leading the initiative is Nathan Gray, founder of Earth Train, a global organization educating a new group of youth leaders through biocultural restoration. Nathan also brought OxFam to the U.S. and has 40 years of educating youth around the world. And since it?s located just 45 minutes from Panama's International Airport (PTY), it's one of the most accessible (and bug free) jungles in the world. With Wifi and satellite phones, we were also in touch with the world while communing with nature. My sons had a blast.

Teenagers -- having four children, I continue to struggle with the whole parenting role. One of my mentors is Rabbi Baars and his Get Bliss programs. His latest short piece on dealing with teenagers is perfect where he outlines the worse punishment you can administer a teenager! And it helps build the relationship vs. hurt the relationship as does most punishment.

Summer Time Reading -- and I just started the latest biography on Andrew Jackson entitled American Lion: Andrew Jackson in the White House. It's excellent so far.
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Best Advice I Ever Got; Two Lies; Worst Advice; Stimulus Package for Growth Firms

"...keeping you great" 

HEADLINES:

Best Advice I Ever Got -- Fortune magazine produced a wonderful series featuring the best advice people like Tiger Woods ever received in their life. For Eric Schmidt, CEO of Google, it was to "hire a coach." He at first resisted the idea since he had been CEO of several successful firms, but John Dorr, the VC behind Google, insisted Schmidt meet Bill Campbell (also Steve Jobs coach) and it proved to be the best advice Schmidt at ever received. Take 60 seconds to read the role of Schmidt's coach and possibly peruse some of the other Best Advice features. And thanks to Matt Heinz, Heinz Marketing for bringing this to my attention.

Guarded Advice -- I'm just returning from leading a workshop for an EO Forum and their executives in Bogota, Columbia. According to the EO members that hosted me (and my limited observations), Columbia is on the mend. Kidnappings are down from several hundred per year to just 40, and those were limited to the jungles. The present President is cracking down on the guerillas, security is visible everywhere (vs. sitting inside like before), and you could see people biking and enjoying what is one of the more beautiful (and clean) cities around the world. And with the challenges of nationalization of businesses in Venezuela and Ecuador, many major firms are setting up shop in Bogota. Its airport is also the largest cargo hub in Latin America. With a 48 hour work week (fun fact), they also seem serious about business. Anyway, my views of Columbia were moderated on this visit.

Worst Advice -- FSB Story Request (July 10 deadline) -- Megan Erickson is working on a story examining the downside to receiving external funding (on a state or federal level--small business grants, commercialization awards, government contracts or stimulus money, etc.) for small businesses and would like to interview small business owners who had negative experiences or setbacks that they attribute to having received grants, awards, and other external funding--as well as if/how they overcame them. Please only respond if you or a small business owner you know fits these exact specifications. Email Megan_Erickson@timeinc.com

Stimulus Package Advice -- take three more minutes and read pages 11 -- 13 of this eBook entitled "The Stimulus Package: What it Means for Growing Businesses". Of particular note:

	· You can carryback net operating losses (NOLs) in 2008 (tax years beginning or ending in 2008) as far back as five years if you're under $15 million in revenue. Using the longer carryback period ensures that current losses will be fully utilized to produce the largest tax refund possible. This can help with cash flow issues NOW. 

· You can fully depreciate $250,000 in furniture, computer equipment, off-the-shelf software, etc. in 2009 -- and there are other accelerated depreciation bonuses along with limitations if you have over $800k to depreciate. Time to get everyone new computers! 

· Tax credits for hiring certain workers, including veterans. 

· There are certain energy tax credits for going green. 


Produced by MyVenturepad in cooperation with SCORE and sponsored by SAP, the eBook explains what the Stimulus means to small and midsize businesses, including an analysis of the tax implications of the stimulus package by small business and tax expert Barbara Weltman. 

Parenting Advice -- Two Lies That Will Destroy Your Family -- and Scott Nash, CEO of MOMs Organic Market, sent along a July 4th copy of a newsletter to which he subscribes entitled "Celebrate Calm" which describes the two big lies that can destroy families and all relationships: Lie #1: If you were a good parent/spouse, family life wouldn't be such a struggle and Lie #2: "It's too late." Click here to read. And I particularly identified with (and continue to experience) author Kirk Martin's final point:

	HUGE FINAL THOUGHT: The truth is that I made relationships difficult because of my own anxiety, internal tension, stress and rigidity. Plus I just never had tools to communicate differently and understand my family. It's funny how everyone and every circumstance seemed much easier once I changed!
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The Dutch Rock; Two Thousand Thank You's; FSB Media Request
"...keeping you great" 

HEADLINES:

The Dutch Rock -- fun fact for your next pool party -- Royal Dutch Shell has taken over the number one spot as the largest company in the world with $458 billion in revenue, beating #2 Exxon and #3 Wal-Mart. And coming in at #9 is another Netherlands-based company, banking giant ING -- wow, two of the top ten based in this tiny, yet powerful European country. FYI, seven of the top ten are oil companies and #10 is Toyota -- our dependency on autos continues to increase. Here's a link to the entire list.

2000 Thank You's -- Andy Bailey, President of NationLink Wireless, shared photos of his latest quarterly theme "2000 Thank You's." Last quarter they had a "Friends" theme focused on adding 132 new clients. They blew away the number and added 156, boosting revenue in June 2X every other month this year or last! In the upcoming quarter they are focused on retention, sending handwritten Thank You notes to clients, vendors, friends -- anyone that makes an impact on the company will receive a card the next day. Notes Bailey "The team is clicking on all cylinders and taking the theme and goal setting process to heart."

Make It Visual and Meaningful With Donation to AHA -- Continues Bailey "We are reporting the number sent, along with who it went to, each morning in the huddle as a KPI and checking off a "heart" on the scoreboard. We've also posted a reminder banner out in front of our offices (see attached photos). We are wrapping it up with a celebration and donation of $2,000 to the American Heart Association at the end of the quarter - $1 for every Thank You that goes out the door. The use of themes, huddles and all the other principles have made our business predictable and kept everyone focused on the important activities that drive revenue and thus success."

It's not too late to set a 3rd Quarter Theme -- pick a measurable focus, give it a name, put up a scoreboard, and set a celebration date -- just do it!!

FSB Media Request -- Doing Business in China -- this note from Malika Worrall "I'm a reporter with FORTUNE Small Business Magazine (published online at www.CNNMoney.com/smallbusiness). I'm looking for interesting businesses partly- or wholly- based in China (or with a large customer base there) to visit during an upcoming trip to China. Given that we're a small business magazine, I'm looking for start-ups or companies with less than $150 million in annual revenue. I would also be interested in hearing from any China-based for-profit social enterprises, by which I mean a company that is aiming to create a social impact and/or environmental impact as well as generate a financial profit. Given that we're a U.S.-based magazine, I'm looking for a company that has some connection to North America -- it would be ideal if one of the founders is North American or has spent a lot of time in the U.S. or Canada. If you think you fit the bill, or know of anyone who does, please contact me ASAP at malika_worrall@fortunemail.com. Thanks, Malika Zouhali-Worrall
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HEADLINES:

Oops: 13 Management Practices That Waste Time and Money -- Aubrey Daniels, the world's leading human behaviorist as it applies to running a business and Harvard prof, has just published his latest quick read book (he's also one of the faculty for our Oct 20 -- 21 Growth Summit in Dallas along with Jim Collins, Hermann Simon, David Allen, and Lynne Twist). As a quick reading guide:
	1. Read the story on the bottom of page 6 -- this highlights the power of his approach 

2. Go to page 23 to see a list of the 13 practices that management gets wrong -- and pick the one or two that fit your company -- his chapters are a quick read with excellent summary points on what we do wrong and how to do it right 

3. Favorite quote is on p 25 "There are cheaper ways to upset people." I'm still chuckling! 


I just sent a copy to the CEOs of our top clients and we're already getting back excellent feedback -- it's worth a quick read

Help Each Other -- many of you keep asking for more examples of completed One-Page Plans -- especially using our new format -- and Quarterly Themes. Please, please, please forward last quarter's or last year's plans and themes (we'll black out ALL the numbers and post, so you don't have to do anything but email them) so we have more examples to share on our One-Page Strategic Plan and Quarterly Theme wikis -- and you can go to the wikis to see the samples we have.

The Shipping Bloke: Brad Skelton -- if you think blogs are just for consumer driven businesses, check out Brad Skelton's new blog for the heavy equipment shipping industry. Founder and CEO of Brisbane-based Skelton Sherborne, he's revamped the company and his personal websites and is focused on controlling the ink in his industry. Many of these initiatives came out of his strategy session with Bob Bloom, famous author of Inside Advantage and retired CEO of the fourth largest ad agency in the world (you, too, can engage Bob's services). Under DETAILS below I share his blog launch letter -- I particularly like this line "This blog isn't about Skelton Sherborne or me. It's about you and making sure you are kept up to date with interesting, informative and thought provoking ideas that are relevant to anybody moving heavy equipment around the world." This is why his blog is better and different than most.

Mistakes in Pricing -- and I just received Mark Holden's latest Pricing blog this morning -- it's worth a quick read -- especially the second story (Quiznos pricing which caused revenue to jump 26%) and the short story about C F Martin Company which makes medium to high priced guitars. Seriously consider reading their blog regularly. 

Amazon buys Zappos, Seth Godin's Take -- Amazon's biggest deal to date, there was plenty of press yesterday and today after the Wednesday announcement, so I don't need to rehash the $880 million all stock deal ($40 million cash). It was Seth Godin's thoughts that most intrigued me and had me thinking about our own ability to create market value. Take 60 seconds to read his blog; and take your next longer meeting to discuss how you're building a company others might value highly.

Driving Business Valuation -- after Keith Ferrazzi's webcast (Who's Got Your Back), I decided to get serious about building an elegant business and finding someone to push me on building the valuation of Gazelles, so I've asked a close friend with experience in this area to think with me and push me to increase Gazelles' valuation 10 fold -- he's starting by valuing, from an investor's standpoint, Gazelles today. Part of the reason for this push is that I figure I can't fight the government in terms of dramatically raising our taxes to the highest in the world (what's proposed already pushes us past France and Italy), so instead I need sufficient wealth to weather the storm. You can't be stuck in the middle!

See you in Atlanta -- my last public half-day workshop in the U.S. before moving to Barcelona is next Thursday, July 30. You have six, maybe 18 months, to grab market share -- I'll be sharing the tools and techniques to take advantage of this once-in-seventy-years opportunity.
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DETAILS

Here's Brad's launch letter for his blog -- I delayed sharing because I wanted to make sure Brad was serious about keeping it alive, which he has:

Monday, June 22, 2009
Personal invitation to subscribe to "The Shipping Blokes Blog"
You have received this invitation because you are a personal friend, colleague, client or supplier to my business, Skelton Sherborne - "The Choice of Heavy Industry."

A major overhaul of Skelton Sherborne's and my personal website has just been completed. There are numerous new resources that are relevant to heavy equipment shipping decision makers and it's been re-engineered so it is quicker and more intuitive to navigate than ever before. We also have some new initiatives about the way we communicate with everybody and how we can improve your overall shipping experience.

One of these initiatives is the launch of this Blog. This blog isn't about Skelton Sherborne or me. It's about you and making sure you are kept up to date with interesting, informative and thought provoking ideas that are relevant to anybody moving heavy equipment around the world. It also seeks to provide a platform for shippers of heavy machinery to connect and provide comments that our peers can see and increase awareness of issues that are affecting us. I promise to take these comments on board and try and champion whatever change I can to make shipping easier, more cost effective and safer, wherever possible.

If all this sounds interesting to you, then I hope you will subscribe to The Shipping Bloke's Blog by Email.

The first Shipping Bloke's Blog will be posted later this week and I hope you will find it interesting reading.

Kind regards
Brad Skelton...The Shipping Bloke.
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Predator vs. Prey; Scrum; Daily Sales Routine
"...keeping you great" 

HEADLINES:

Predator vs. Prey -- if you want to reduce your anxiety, become the predator vs. the prey. The NY Times had an interesting article on the importance of "hunches" -- particularly when it comes to avoiding danger. And anxiety tends to reduce hunches. Notes the article "in the Army study of I.E.D. detection, researchers found that troops who were good at spotting bombs in simulations tended to think of themselves as predators, not prey. That frame of mind by itself may work to reduce anxiety, experts say." Are you on the offensive during this downturn or playing defense? Playing not to lose or playing to win? Warning, this article has a bitter sweet ending.  

SCRUM, Used to Develop Software, is an Excellent Project Management Tool -- I mentioned this in an earlier insight -- and at the heart of the SCRUM process is a 15 minute daily huddle. Tom Ball, head of London-based Cognac which specializes in helping companies communicate anything in 10 minutes, pointed me to an excellent Wikipedia overview of SCRUM including the rules of the 15 minute huddle (parallels our approach to the daily huddle). Take a few minutes to review this process or go right to section 4 on the daily scrum.

Highs, Lows, and Need to Knows -- Daily Feedback From Sales -- Nik VanHaeren, President of Ontario-based Uvalux Tanning and Support, sent me a note about their daily data gathering from sales. Notes Nik "I thought I'd share with you one of my favorite management tools. I call it our Highs, Lows and Need to Knows. These are my "tea leaves"... I see a lot of trends, allows me to celebrate successes, find out what's bogging our sales department, and what they are hearing in the industry."

...Three Question Survey -- continues Nik "Everyday, I send a simple survey to our sales team. It has three simple questions on it. What was your high point of the day? What was your low point? And anything you heard that management should need to know? It arrives in their inbox at 4:55pm every day, so the last thing they do before they go home is reflect on their day and get things off their mind. I use Constant Contact to send the survey. It's the first thing that I read in the morning, and I love it. It gives me any key items that I have to look at first thing in the morning. We discuss it at our huddle, and get it done!" It's about seeing trends sooner than your competition and the market.

Barriers to Successful Daily Huddles -- and a CEO from an India-based company sent me the follow reasons why his teams are having a difficult time with their daily huddle -- what they call their D15:

	1. Was busy at that time, was late to work today, was caught up in something urgent 

2. "Everything is already in my daily/weekly report. I don't think D15s are required" 

3. Boss (myself) was not in the office and could not call in so the D15 was not convened 

4. The accountable person for the Sales group did not have good sales to report so he lost interest in D15s 

5. "We meet daily anyway throughout the day" 

6. Group shrunk down to 2 people due to staff turnover 

7. Work is going fine, nothing is stuck, have discussed offline with concerned person, no new great progress to report 


Some thoughts. First, like the rules for the SCRUM, the meetings must start and stop on time and be held each day at the same time whether everyone is available or not, including the boss. Second, even though you might get a daily report, there's something about hearing the information which let's another sense process the data and look for patterns. Third, even if you're bumping into each other during the day, specifically focusing on "What's up the next 24 hours; Daily data/metrics; and Stucks?" is critical to everyone hearing the information at the same time and looking for potential opportunities or avoiding train wrecks. Even if it's just two people, taking 15 minutes to review these key questions keeps communication clear. Anyone that's married understands that just because you see each other a lot doesn't mean anything close to clear communication is happening. And if anyone things they are not stuck, is probably really stuck or not pushing the envelope. 

If you do the daily properly it will save a number of emails, prevent a number of needless interruptions, and keep everyone connected.
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Near-Death Experience; Netflix Culture; OpenRDA Global Move; Hidden Champions

"...keeping you great" 

HEADLINES:

Near-Death Experience -- this is what is required for a company to become great, at least this is the advice John Chambers, CEO of Cisco, received from Jack Welch. Take three minutes to read this insightful NY Times interview as Chambers discusses hiring, his new approach to leadership, and from whom he garners advice!

Netflix Shares Their Internal Presentation on Culture -- the blog Hacking Netflix posted the 128-slide presentation on Netflix's culture along with an excellent summary this week. Slides 24 and 28 are my two favorite, including the "Keeper Test" managers should use to determine if they have a star employee (go to slide 29 for the rest of the lesson!). By posting the slide deck, Netflix has a powerful recruiting tool and it serves as an excellent way to inculcate new employees. And it's an alternative to writing a lengthy book (or employee manual). Take three minutes to pop through the slides. Thanks to Todd Klein, Managing Partner of Legend Ventures (and Gazelles Advisory Board member), for bringing this to my attention.

Going Global By Following a Customer -- the quickest way to expand globally is to ask your existing clients if they have any opportunities in other countries for your products and services. I mentioned this in my workshop last week in Atlanta. The next day Dave Davis, CEO of OpenRDA which provides open source accounting software for schools and governments, sent me this note "today I spoke with one of our vendor/partners, Sujee Saparamadu, President of OrangeHRM an open source HR software package. Sujee has roots in Sri Lanka. I shared with him a desire to take our products to his native country. Not only was he very receptive, he mentioned he has customers in several countries around the globe. Furthermore, he has been looking for a system like mine to compliment his offering. Amazing. It might take a couple of years but it begins with one small step. Again, thank you for the encouragement."

A Narrow Niche Pursued Around the Globe -- this is a key strategy and one highlighted by Hermann Simon in his book Hidden Champions of the 21st Century -- and this is a key strategy for a company like OpenRDA. Dave may have found an ideal partner to help him grab his niche around the planet. BTW, we're bringing Hermann over from Germany to keynote the Growth Summit -- he's considered the Jim Collins of our world of privately held (family-owned in many cases) mid-market companies, having researched them for over three decades.

80% Revenue Growth -- and this note from Paul Taylor, President of Webmarketing123 "wanted to mention that our company is doing very well this year with 80% revenue growth so far. This is thanks in large part to Gazelles and Keith's (Keith Cupp, Gazelles' coach) wise counsel. BTW, the Dallas summit looks like an awesome lineup. I look forward to it."
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Four Companies Play to Win; Secret to Higher Prices; Skype Video for Customers

"...keeping you great" 

HEADLINES:
Business Owners in Pittsburgh, Morgantown, Charlottesville, Houston, and Arlington/Alexandria -- Fortune Small Business is working on their annual Best Places to Live and Launch issue and would like to speak with small business owners who have a story about why they chose to launch their business in the cities listed above. Please only respond if you or the person you know is a small business owner who is currently running a business in one of the above cities, and include specifics when possible. Email Megan_Erickson@timeinc.com 

Four Large Companies Playing to Win -- entitled "The New (Recovery) Playbook", take five minutes to read this excellent Fortune article about how GE, Nalco, Avon, and others are adapting their companies to the new realities. It started with Jeffrey Emmelt, CEO of GE, commanding his divisions to find ways to win rather than detail why they were losing! And Nalco's "Big Bang" meeting is the kind of deep pruning all companies must face -- especially stopping unprofitable products and services. And the most interesting statistic came from Andrea Jung, CEO of Avon, who shared research that says only 13% of those trading down will go back to their old spending habits. We all have short memories so we'll see.

Close to the Customer Using Skype Video -- Lora Stevenson with Nashville-based Randa Solutions was in my Las Vegas CompTIA presentation last week and shared how she uses Skype Video Chat to communicate "face-to-face" with customers. Notes Stevenson "I've sent cameras to customers and team members who were global and found that a $20.00 camera and 30 minute install of this free software makes not only my business relationships and teams stronger, but improve the lives of my customers (who doesn't have a grandchild, friend, or associate at a great distance these days)." These are great tools to bridge the generation gap between those who are accustomed to one on one conversation and those (perhaps younger) folks who hope to make technology a more frequently used tool. 

"Hidden Champions" are Closer to the Customer and Command Higher Prices -- Robbin Phillips with Brains On Fire took my note about Hermann Simon's new book on Hidden Champions (Simon is keynoting the Growth Summit) and wrote an excellent blog. To excerpt: http://brainsonfire.com/blog/index.php/2009/08/07/is-closeness-to-customer-a-new-measure-of-success/
It seems that of the Hidden Champions Simon has studied, 88.7% of them have this characteristic in common: Five times as many employees (25-50%) have regular customer contact. This is compared to larger companies who typically have only 5-10% of their employees who have regular customer contact.

Hmmm.

Number One or Number Two In the World -- continues Phillips "It is probably important to note that Hidden Champions are number one or two in world market share, less than 1 billion in revenues with low visibility and public awareness. An interesting (and some might argue odd) bunch for those of us involved in social media to learn from for sure. But I love studying the less obvious.

So what is the value of customer closeness? According to Simon, by staying close to your most demanding customers, these companies drive performance and innovation. Their strategies become value driven, not price driven, so they can charge 10-15% more for their product or services. (I would bet money that employees are more engaged if they are closer to the customers. It's always a signal of corporate health and profitability in my opinion.)" I'm reading Simon's new book now and looking forward to hearing this global guru keynote our Growth Summit along with Jim Collins.
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Tue 8/18/2009

Urgent Input Requested for NPR Interview; Fastest Growing Public Company

"...keeping you great" 

HEADLINES: (quick one)
Appearing on NPR Friday -- Need Your Urgent Input -- if you're a CEO/Managing Director/President of a company I would greatly appreciate you taking a few minutes to complete a CEO Sentiment Survey -- it's modeled after the same survey Fortune 500 CEOs complete quarterly. I want to represent the perceptions of mid-market companies accurately on the broadcast. 
CEO Sentiment and Private Company Survey
(http://www.zoomerang.com/Survey/?p=WEB229HWA97Q4A)

Thanks a million!

Fastest Growing Public Company -- and the winner is? RIM -- famous maker of the Blackberry. For all the success of Apple (#39 on the list), the Curve is the top-selling smart phone in the U.S. I'll have more to say about this on my regular weekly insight later this week -- but wanted to get you the list hot off the press. For the full list click here; for a quick synopsis of each company go to http://money.cnn.com/magazines/fortune/fortunefastestgrowing/2009/snapshots/1.html
 

With warm regards,
Verne
Verne Harnish, Author
Mastering the Rockefeller Habits
 
Fri 8/21/2009

One-PHRASE Strategic Plans; Australia Next; Gazelles New Website

"...keeping you great" 

HEADLINES:
Gazelles' New Website -- rebranded the "Four Decisions for Driving Growth" company, we're committed to bringing you the educational, coaching, and technology resources to dominate your industry while helping you manage the chaos that comes with growth. It's been amazing to continue to talk with long standing participates in our programs and hear how they are thriving during these turbulent times -- it's what it's all about! Please take a look at the newly designed website -- we welcome your feedback.

One-Page Strategic Plan Resources -- and check out the new link in the upper right hand corner of the website -- we heard you and we've responded -- you no longer have to log-in and link through My Gazelles to access resources supporting the One-Page Strategic Plan -- now there's a direct link via the homepage.

One-PHRASE Strategic Plan -- as I mentioned Tuesday, RIM, the famous makers of the Blackberry, is the fastest growing public company in N.A. according to Fortune -- and their Curve outsold Apple's (#39 on the list) iPhone. Almost every year since they launched, pundits have been predicting the demise of RIM, most recently given the launch of the iPhone. However, they just keep growing faster. Why? A profoundly simple strategy. I still remember Jim Balsillie, co-founder of RIM, sharing with a group of us (at a YPO Alaska event) that "if you can't state your strategy in a sentence, you don't have one!!" And RIM's? "Easy in, impossible out" i.e. RIM makes it very easy for a corporation to install, but because the way the technology spiders its way into the main systems, it's almost impossible to extract. So even though a whole host of executives would love to get iPhones, its impossible.

Southwest Airlines' One-PHRASE Strategy -- for them it's simply "Wheels Up" -- if that expensive hunk of metal is in the air more than the competition, then they are going to make more money. And notice this is different than a Brand Promise (though aligned), which is just one aspect of the business model. This one-phrase definition of strategy is more in line with Michael Porter's (Harvard's famous strategy guru) definition of strategy -- that it's the difference in underlying ACTIVITIES from the competition that makes for an effective strategy. And the one-phrase provides a focus for those activities. In Southwest's case, no advanced reservation seating and using the same aircraft are two key activities they do different than all the other airlines AND are key to getting the "Wheels Up" on their aircraft faster.

Rackspace's One PHRASE Strategy -- in their case the One-Phrase Strategy is in line with their brand promise of Fanatical Support -- "it's not about the servers, it's about the support." BTW, their stock price is 12% ahead of their offering price last August -- impressive in this market. 

Congrats to Alan Trefler's Pegasystems -- and number #19 on the fastest growing company list is Gazelles' angel investor Alan Trefler's firm which has seen its stock skyrocket 125% in 2009 -- I suspect it will be one of the fastest growing stocks in the U.S. And I've always maintained that the first company in any industry that deploys Pegasystems' "Built for Change" software engine will dominate their industry. BTW, their tagline captures the One-Phrase Strategy Alan has been pursuing since 1983 -- to make it easy for business managers to change the software underlying their systems -- changes that can be made in minutes instead of months which allows a company to be much more agile in the marketplace. Pegasystems is also an example of a firm providing a product companies need more of in a recession. I have no doubt Alan will get the company to a $1 billion soon 

Indian Firm Funds Dreamworks -- indicative of the future, Anil Ambani's Reliance ADA Group sunk $325 million into Stephen Speilberg's movie studio this week. I remain bullish on India -- you'll continue to hear more from their global companies -- and hope you're finding ways to connect with business leaders in this amazing country.

Australia Next -- my next workshop tour is Australia Sept 15 -- 17 (Melbourne, Brisbane, and Sydney). Our partner in Australia, BusinessConnect, is offering a $100 discount for my insight readers -- just use the promo code Gazelles when registering online. I'll be sharing my Five Strategies for Driving Revenue material as part of the updated Go For Growth workshops. 
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Thu 8/27/2009

Triple, Triple; Rockefeller Habits Wedding -- August 29

"...keeping you great" 

HEADLINES: (A little light today -- just settling in Barcelona for a year)
Three Daily Huddles; Triple Stock Price -- so I missed this sidebar quote by Jamie Dimon, CEO of JP Morgan, back in the May 28th issue of Fortune "Our management team, 15 to 30 people, talk every day at 7:30, 12 Noon, and five o'clock - what's going on, sharing information, making some decisions on the spot, reviewing facts and information. I'm always surprised at companies that don't have discipline - they don't have business reviews, they aren't looking at their competitors." BTW, JP Morgan's stock has tripled since its low point this year as the second largest bank in the U.S. and the largest credit card issuer -- and they basically avoided the credit crunch with Jamie Dimon President Obama's supposed Wall Street favorite. Thanks to J.J. Abbott with New Jersey-based Premiere Creative for bringing this fabulous example of meeting discipline to my attention -- the real players do this stuff!!!

Rockefeller Habits Wedding -- and our sincere congratulations and best wishes to Niklas VanHaeren and Cheryl Greene on their upcoming wedding this weekend -- the first couple we know that met because of a Rockefeller Habits pick-up line! Here's the story from Niklas (I was told Cheryl approved): 
	 
	A little over 2 and a half years ago I picked up a wonderful woman named Cheryl Greene from the Airport. She was the general manager of a client of ours. They were based in Vancouver, and I'm in Ontario. There is a 5 hour flight between us. I originally invited her out to do a train the trainer event and teach her some of our training techniques and share some of our tools. 

It was a sunny Sunday afternoon when we made our way back to the hotel at which she was staying. We were sharing a Gin and Tonic getting to know each other and building a business relationship. She asked me what my typical day was so I started by saying that we have 3 daily meetings/huddles that happen in our company and the first 30-40 minutes of my day are attending those meetings. 

At which point... she said is that "Rockefeller Habits??" I said it was and that I attended one of your conferences and saw you speak on multiple occasions, including in Boston a couple of times at BOG. I may have mentioned that we at one point shared a drink or two. 

You should have seen her light up... it turns out that she attended one of your conferences in Seattle with one of her previous employers from Vancouver. 

Well 1 gin turned to 2 or 3... we were talking about you, Rockefeller, business... then things started getting personal. It was amazing. We hung out the next night, and then she flew back to Vancouver. I "found" an excuse to fly to Vancouver about 2 weeks after that. 

One thing led to another and we dated long distance for about a year, until she moved here to Ontario. I asked her to marry me last October, and we will be married August 29th. 

Now, I can't give you all the credit (I don't want to feed your ego :)... but I do have to say thanks. 

Rockefeller habits helped 2 people connect and eventually fall in love. And I couldn't be happier. 


We can now add this to the "loss avoidance" list of benefits of the Rockefeller Habits! 
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More Important Than Money; Making Ideas Stick; Big Parties; Webcast Sept 22

"...keeping you great" 

HEADLINES:
"Ideas are more important than money" -- my uncle, Walter Hickel, just celebrated his 90th Birthday. Twice governor of Alaska, Nixon Cabinet member, and entrepreneur, Uncle Wally has provided me inspiration (writing, business, and politics) for a half century with his emphasis on thinking huge and being fearless. And one of his most quotable lines is the one I used to open this insight. From helping bring Alaska into statehood to his latest initiative, the Northern Forum, this former Golden Glove boxing champ arrived in Alaska with 37 cents and became one of its wealthiest and most influential global citizens. Take three minutes and read this quick summary of his life it will provide inspiration to children and entrepreneurs alike. 

Next Big Idea -- And if you can handle the rough language, watch this short interview of Wally (remember, he was a boxer) -- it's the video clip in the right hand column, at this link, showing him with the Pope. I can only hope to have his energy and huge ideas at age 90 -- and his ability to execute those ideas. I particularly liked his response when asked about his goals over the next ten years! Happy Birthday, Uncle Wally.

Making Ideas Stick -- Six Keys -- Stanford professor Chip Heath, co-author of bestseller Made to Stick: Why Some Ideas Survive and Others Die (which is still one of the top business books over two years later) is presenting his powerful ideas Sept 22 in a 90 minute LIVE webcast -- noon -- 1:30pm ET. Heath will cover six key principles in getting your message heard and shared: simplicity, unexpectedness, concreteness, credibility, emotions and stories. He'll also pull for his new book "Switch" which will be published in 2010 (we get a sneak preview). 

Ideas for Growing the Business -- Heath kicks off our final Growth Series for 2009. October will feature David Allen (Getting Things Done fame), broadcast live from the Growth Summit Oct 21; and the Influence guru who helped get President Obama elected, Dr. Robert Cialdini, will finish out the year November 17. Purchase all three and save money.

Big Parties are More Important Than Money -- and Gail Davis, in her blog, pointed me to this Texas Roadhouse CEO's interview -- and why spending $2.5 million on a big event for his people is critical during these tough economic times! I particularly like how his annual event includes having his people spend one day in their host city doing charity work, where they spend upwards of $1 million on supplies.

Ideas About Managing Money -- Fortune Small Business magazine is seeking retirement-related questions from business owners (not employees or prospective business owners) for a future Wealth Building column like "how do I hedge against the inevitable high inflation the latest budget deficits will create." They will take your questions to a panel of experts and the answers will appear in the magazine. The questions can be on anything related to retirement, for example: what are the best plans for small business owners, how to plan for a Roth conversion in 2010, maximizing your estate planning, good strategies for exiting your business during a downturn, what to do if my exit strategy was to sell my business, and now I can't find a buyer, good strategies for rebuilding my nest egg, or anything else! Email jeanne8lee@yahoo.com or 917-309-5801. They should be willing to have their name, business name, title and location appear in print. 

Fall and Spring Workshop Schedule -- we'll be running a series of half-day workshops entitled Four Decisions: SuperGreen™ Execution -- this is the new Rockefeller Habits workshop -- see list of cities and dates below. We have four more in the works -- stay tuned.
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Fourteen Books; Jim Collins Four Hours; What Top Leaders Do

"...keeping you great" 

HEADLINES:
How Many of These 14 Books Have You Read? See list below...

2856 Hours Left...until the end of 2009. And I figure we have six to twelve months left, while the competition is weakened and still in survival mode, to grab market share and prepare for ongoing turbulent times. How are you going to spend the remaining hours of 2009 as you prepare for 2010?

What Top Leaders Will Do -- ideas are more important than money (per the last insight) -- the founder of Kinko's, Paul Orfalea, described how one idea he had generated $30 million to the bottom line. It's why Bill Gates continues his Think Weeks as he runs his foundation, plowing through hundreds of books, manuscripts, etc. It's why Eric Schmidt, the CEO of Google, emphasizes his habit of shutting off his Blackberry on weekends and reading a book or two. I believe teams versed in the latest business ideas and drive a "learning culture" will continue to dominate their market.

14 Books in 24 Hours -- at a minimum, you should be well versed in the following books, many released in 2009. You can read all these books or commit 24 hours and learn directly from the authors themselves. Invest 1% of the hours left this year, some without leaving your office, to make the other 99% more powerful, equipping yourself to remain a few crucial steps ahead of your customers and competitors.

10 Books in 15.5 hours at the Growth Summit, Oct 20 -- 21, Dallas 
	 
	Jim Collins -- How the Mighty Fall; Good to Great; Built to Last
Aubrey Daniels -- Bringing Out the Best in People; OOPS!:13 Management Practices that Waste Time and Money
Hermann Simon -- Hidden Champions of the 21st Century; Beat the Crisis: 33 Quick Solutions for your Company
David Allen -- Getting Things Done; Making It All Work: Winning at the Game of Work and Business of Life
Lynne Twist -- The Soul of Money


5 books (2 duplicate) and 4.5 hours via the Growth Series LIVE Webcasts
	 
	Chip Heath (Sept 22) -- Made to Stick: Why Some Ideas Survive and Others Die; Switch: How to Change Things When Change is Hard
David Allen (Oct 21) -- Getting Things Done; Making It All Work: Winning at the Game of Work and Business of Life
Robert Cialdini (Nov 17) -- Influence: The Psychology of Persuasion 


1 book and 4 hours via the Growth Workshops -- Four Decisions: SuperGreen™ Execution

Patrick Thean (various dates) -- Execution without Drama

Let us equip you and your executive team with the best ideas as you prepare for 2010!
 

With warm regards,
Verne
 

Verne Harnish "Growth Guy"
CEO Gazelles
Thu 9/10/2009

Steve Jobs; Alex Rigopulos and Eran Egozy; Randy Cohen; Tom Ball; Tony Hartl -- Living Life

"...keeping you great" 

HEADLINES:
(Print-friendly Version >)

Welcome Back Steve Jobs -- though he's been back on the job since June, it was great to see him "vertical" in front of an audience and the global community-at-large yesterday, sharing his continued passion for creating and making dreams come true.

The Beatles: Rock Band -- speaking of dreams-come-true, a must-read article this week concerns the two young founders of Harmonix, Alex Rigopulos and Eran Egozy. Creators of the highly popular Guitar Hero, they released a Beatles version yesterday, after two years of negotiations and development directly with Paul McCartney, Ringo Starr, Yoko Ono, and Olivia Harrison. This story will re-ignite your passion for dreams, thinking big, handling defeat, and sticking to your core purpose. Take five minutes and read this CNN/Money interview (and then share it with your children!)

"Enable everyone the experience, the joy, of making music" -- note Alex and Eran in their interview, "One thing we're proud of -- if you look back to 1995 and read the mission statement of our first business plan, it's exactly the same as it was today, which is to enable everyone the experience, the joy, of making music...As an entrepreneur you never want to lose sight of the mountaintop you're trying to get to, but you have to remain incredibly flexible about the path that you take to get there, which often needs to change direction. Fortunately, we didn't have to abandon the mountaintop." This is both a powerful One-PHRASE Strategy and Core Purpose wrapped into one. Again, take five minutes and read their interview -- and don't abandon your mountaintop!

Ticket to the Limit -- someone that has never abandoned his mountaintop and accomplished yet another personal goal, writing a book, is Randy Cohen, founder of Ticket City. Known for his "woo-woo" philosophy of business and life, Cohen just released his new book Ticket to the Limit: How Passion and Performance Can Transform Your Life and Your Business into an Amazing Adventure. And it's a good book (unlike many personal story books)! Besides giving the reader a glimpse into the mega-sports industry, his story inspires you to build a business that fulfills your life instead of your life being just about the business. Randy -- superb job!! And all you entrepreneurs reading this -- order a copy from Amazon right now and show support for a fellow business owner -- and bring it to the Growth Summit where Randy will be autographing copies.

Enthuse Your Customers (great idea for your business)...and in response to my insight last week, Tom Ball, founder of UK-based Cognac, sent me the following note "We started getting a few "like minded companies" to throw a party to thank our clients/partners/friends together... That was four years ago -- last Christmas 12 small companies (many of them 2-5 people) came together and we had 1200 guests at the London Hippodrome for a Moulin Rouge party - and this year looks like it will be even bigger. There has never been a more important time to show how much you appreciate the people that keep you in business! Doing it with "like-minded" companies gives everyone more bang for buck." Tom, brilliant idea!

Bike the Island of Sardinia with My Family -- and if you want to party with the Harnish clan, we're joining Gazelles' fan Lauren Hefferon's family and owner of Ciclismo Classico on a week-long multi-sport adventure of the beautiful island of Sardinia (off the western coast of Italy) June 20th, 2010. Here's a link

 HYPERLINK "http://www.ciclismoclassico.com/trip_finder/view_trip/32/sardegna_multi_sport" \o "http://www.ciclismoclassico.com/trip_finder/view_trip/32/sardegna_multi_sport" \t "_blank"  to the itinerary -- and you don't have to have any experience biking -- fun for the entire family. 

FYI -- in a note from Tony Hartl, who recently sold his tanning business and is now travelling the world, which included one of Lauren's bike tours "I had a great time cycling in Piedmont Italy. This was my first time ever, I mean ever clipping into a bike and now I'm hooked. I'm already checking out different road bikes in Dallas. Please let Lauren know that everything was a 10 -- guides, accommodations, routes, and everything in between." And he's set to go on another tour this October. Lauren does have the best family and individual bike tours in the world! You'll see the discipline of the Rockefeller Habits in action (and see her in Dallas at the Growth Summit).
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HEADLINES: (NOTE: Hotel cut-off Sept 21 for Growth Summit)
(Print-friendly Version >)

Stanford Professor, Top Business Author -- join us for Chip Heath's LIVE webcast Tuesday, Sept 22, noon -- 1:30pm ET where he'll walk us through the six keys to making an idea stick from his huge bestseller Made to Stick and he'll give us a first glimpse into his new 2010 book Switch. If you miss the LIVE broadcast, you can watch the archived presentation. Sign-up now.

Idea from Summit Lands Greg on CBS -- this note from Greg Slamowitz, CEO of NYC-based Ambrose Employer Group "One big take away from the Sales Summit in New Orleans was education based selling. With that in mind, we had prepared a best practices seminar series on hiring practices and background checking for our clients and prospects. Shortly thereafter I was fortuitously contacted by CBS Evening News with Katie Couric who was looking to do a piece on fraudulent resumes. I was prepared and gave them an incredible amount of information on the topic and the next day they came down and interviewed me. The interview appeared nationally in prime-time! A solid take away from the Sales Summit. See you in Dallas for the Growth Summit." Take 2 minutes and watch the interview -- Greg is about a minute into the total piece. See, ideas are more important than money!

Hiring a Spouse -- speaking of hiring, one of the regular blogs I read without fail is Brad Smart's Topgrading blog. His latest shows how to apply Topgrading practices in your personal life -- to topgrade nannies, housekeepers, home contractors, even your spouse! (OK, read before jumping on me). 

What's Your Personal Productivity Level? -- David Allen and his team have created a 2 minute Getting Things Done IQ assessment that measures your personal productivity level along two aspects -- perspective and control. I took the quiz and am classified as a Crazy-Maker, a description that my team would support. Whether you're coming to the Growth Summit to learn from Allen or not, take the assessment and cruise his site for personal productivity tools. 

Four Additional Hours, Four Additional Book -- last Tuesday I failed to mention the four half-day Advanced workshops we're hosting in Dallas the day following the Growth Summit:

	 
	People -- Aubrey Daniels' team presenting their Bringing Out the Best in People workshop - how to get 40% more discretionary effort from your people

	 
	 

	 
	Strategy -- Bob Bloom, author of Inside Advantage, with Chris Bryant -- how to actually nail your Sandbox and Brand Promise and make it spread like wildfire

	 
	 

	 
	Execution -- Patrick Thean, author of Execute without Drama -- how to execute your One-Page Plan with "no drama" metrics and the right KPIs

	 
	 

	 
	Cash -- Rich Russakoff, author of Chapter 10 of my book on bank financing -- how generate and secure much needed cash


Here's a link to more detailed information on these four Oct 22 workshops in Dallas.
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Living Longer; Leading Better; Giving Easier; Sept 21 Hotel Deadline

"...keeping you great" 

HEADLINES:

Deadline to Book Hotel Rooms Sept 21 -- the conference rate for the Growth Summit expires on Monday. 

Participate in Leadership Research for PhD Thesis -- there's a two part anonymous survey that took me ten minutes to complete. Bill Schell, VP Strategy & Development for PrintingForLess, is working on his doctoral dissertation in the area of transformational leadership -- and wants to study entrepreneurial firms. For participating he'll share the full results with all of us.  

No Cost 360 Degree Survey -- and for participating in Schell's survey, you can also opt in to receive a no cost, confidential, 360 degree survey where they survey your colleagues about your leadership attributes. I've not had one completed on me in years and thought the feedback might be insightful (or scary) -- anyway, I liked the no cost! You'll get back a personal leadership report. 

Two Virginia Tech Student Entrepreneurs' -- two seniors, Kevin Eberling and Joe Casola, have created a no cost way to earn money for charities (sounds like Alchemy!). All you do is click through NiceBuy.org, a nonprofit organization they founded, before shopping at affiliate sites like Amazon or Best Buy. Then the link percentage they get is passed on to a deserving charity -- right now it's providing renewable electricity for impoverished communities in Nicaragua. The students (whom I know) are not taking a commission or salary, just getting some business experience and raising money for charity. And your name, email, etc. are not gathered, so your personal info cannot be sold nor will you receive emails from NiceBuy. 

Living Longer: The Blue Zones -- Bob Hubbard, CEO of Hubbard Family Swim School, saw my mention of the Sardinia bike trip last week and pointed me to a book he highly recommended entitled The Blue Zones: Lessons for Living Longer From the People Who've Lived the Longest by Dan Buettner. It highlights four areas in the world where a disproportionate percentage of the population lives to be 100, and Sardinia is one of the four. Buettner went on to study what it was about these places and the lifestyles that contributed to people's longevity (how about using NiceBuy to order the book through Amazon -- so many people win!). 

Living Longer: Vitamin C Update -- for those new to my Weekly Insights, I'm a huge proponent of high dose vitamin C. I take 6 grams orally a day and receive 50 grams intravenously every couple months (like taking 4000 grams orally). Here are three recent articles:

	 
	IV Vitamin C Used to Recover Terminal Swine Flu Case -- amazing how this family had to fight the hospital to use IV Vitamin C (Vitamin C given intravenously). And sufficient Vitamin C seems to protect against swine flu (or any flu). 

	 
	 

	 
	Vitamin C Deficiency May Impair Brain Development -- a new study suggests that pregnant women need to have sufficient intake of vitamin C or L-ascorbic acid to prevent their fetuses from becoming victims of brain impairment that is associated with memory and learning capability later in their childhood. FYI, my wife Julie continued receiving her IV Vitamin C all throughout her pregnancy.

	 
	 

	 
	Vitamin C Useful for Skin Healing -- study indicates a mechanism by which vitamin C could contribute to the maintenance of healthy skin by promoting wound healing and by protecting cellular DNA against damage caused by oxidation.
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Jim Collins Opportunity -- LIVE Video Webcast
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HEADLINES:

Bring the Muffins and Donuts -- create a learning event at your company. Emphasize the importance of learning by hosting your team in your conference room. Host your own mini "Growth Summit" a few hours each day on Oct 20 and Oct 21. Participate in the same group activities Jim Collins will lead at the Summit -- and receive his one-page summary of Action Steps he'll share at the Summit to grow your business without being there physically. Do the same with David Allen. How, might you ask?

Jim Collins LIVE Video Webcast direct from the Growth Summit . Jim Collins, author of Built to Last, Good to Great, and How the Mighty Fall, has been kind enough to allow us to beam-out his four hour presentation LIVE Tuesday October 20, 8am -- noon CST to your companies. This is a huge opportunity for those that can't make the Growth Summit. And for those participating in the Growth Summit, it's a way for other executives and managers back at the office and in the field to share in the learning -- it's so much easier to implement ideas when they are more broadly shared. 

Australia/Asia Timing -- Collin's webcast will ONLY be available this one time, though available online via a password and user name for 24 hours so our Asian/Australian friends can view at a decent hour. This is also in case there are any technical difficulties -- your user name and password will be valid for 24 hours. And there's a 100% money back guarantee if your team has an emergency or the timing doesn't work out at the last minute or there were connection issues (beyond a couple minutes -- the internet is finicky) -- we simply want you to have a fabulous learning opportunity.

Bundled with David Allen and Robert Cialdini -- we're also webcasting execution guru David Allen, author of Getting Things Done and Making it All Work, LIVE from the Growth Summit the next day -- Wednesday, Oct 21, 1pm -- 3pm CST (archived and available for viewing for three months).

To finish the series, Dr. Robert Cialdini, author of one of the top ten business books ever written entitled Influence: The Psychology of Persuasion, will present a 90 minute webcast Tuesday, Nov 17, noon -- 1:30pm ET (archived and available for viewing for three months). Together, they represent three of the finest business thought leaders of our time. To summarize the Growth Series schedule:

	 
	Jim Collins  -- Oct 20, 8am -- noon CST -- available for just 24 hours 

	 
	David Allen  -- Oct 21, 1pm -- 3pm CST -- available for 3 months afterwards

	 
	Robert Cialdini  -- Nov 17, noon -- 1:30pm ET -- available for 3 months afterwards


7.5 Hours of Executive Education -- One Price for All Three -- for a fraction of the cost for one person to participate in the Growth Summit or for you to hire these gurus to speak to your executives (over $100k) your company can participate in these three learning events from your desk or conference room for $995. Of course, you can purchase the David Allen and Robert Cialdini webcasts separately -- $199/individual; $495/company license (unlimited browsers -- for those with executives scattered around the world) -- however, the Jim Collins webcast is bundled with the other two as a company license.

How to Choose -- have you noticed there must be a webcast every day in which you could participate -- many of which are free. Our focus at Gazelles is to choose only the best thought leaders who we feel have highly relevant ideas for growth firms -- and to make them available to you on a consistent basis without overwhelming you. They are lengthy enough for you to get the real meat of their ideas, but short enough that it doesn't consume more than a few hours per month. And I work directly with the thought leaders in structuring the content so it's applicable to you -- I'll be on a call with Jim Collins for an hour next week thinking through the content -- it's because Jim cares enough to want to deliver the highest value to you and your firm. And because your time is worth considerably more than the cost of the webcasts, why take a chance with the teaser freebies flooding the internet. It's no time for amateur hour -- why not learn from the best.

Sign-up for the final Growth Series of 2009  -- ideas are more important than money.
9/24/2009
Netherlands, Barcelona, Europe -- Fidelity vs. Convenience
"...keeping you great" 

HEADLINES:

How Starbucks Lost Its Fidelity -- the trade-off between fidelity (the quality of a consumer's experience) and convenience (the ease of getting and paying for a product) is a critical distinction -- and companies caught trying to provide both get crushed. In turn, those at either extreme do well. Here's a link to an exclusive Fortune magazine excerpt from Kevin Maney's book Trade-Off: Why Some Things Catch On and Others Don't -- Maney has been a favorite tech writer for years. Take four minutes and read this important article -- then discuss with your team where you are on the continuum. Thanks to Douglas Wick, Positioning Systems, for bringing this to my attention.

Power Thank You -- take another 2 minutes and read Keith Ferrazzi's latest blog where he shares Mark Goulston's three step process for thanking someone properly in a note. In fact, print out the three steps and post next to everyone's computers in your office! Here's the link 

Why It's Best to Operate a Global Business from Europe -- this is something Hermann Simon discusses in his latest book Hidden Champions of the 21st Century. Because of the way the time zones are constructed, with the U.K. at GMT 0, you can reach all the time zones between 8am and 8pm CET (Central European Time) if you're located in Europe. Personally, I found it particularly challenging conducting business in Asia and Australia from the U.S. However, now that I'm based in Barcelona I'm able to talk with Asia (including India) and Australia in the morning and the U.S. in the afternoon. 

EO Barcelona University -- speaking of Barcelona, are any of you attending EO's University next week? My wife Julie and I will be hosting a session sharing tips and hints and lessons learned on our trip around the world with our four children. And I'll be leading a second session on the new "Me" one-page personal planning tool Gazelles created for the EO Injected Program. We're honored that our four One-Page "Growth Tools" will be foundational to the EO Injected Program aimed at EO members with businesses larger than $15 million and/or members in the organization for seven years or more. Let me know if you'll be in Barcelona. 

Inside Advantage -- and this note from Brad Skelton, CEO of Brisbane-based Skelton Sherborne, referring to his workshop with Bob Bloom, author of Inside Advantage "Bob helped us cut through the crap and get to the essence of what Skelton Sherborne is all about. For the first time in my company's history, I am confident that we have perfected our brand promise and that our team is behind it." Here's a 2 minute video showing Bob Bloom in action. Nail your Brand Promise from the guy who did it for Southwest Airlines, Perrier, TGIF, etc. -- Bob will be hosting a half-day workshop immediately following the Growth Summit. And here's a link

The Netherlands -- and this from our partner in Amsterdam, Spark Leadership Foundation -- they are hosting David Meerman Scott for a one-day workshop Oct 15. Author of The New Rules of Marketing and PR and World Wide Rave, they were so impressed by his articulation of what business leaders must do to use Web 2.0 to drive their businesses (as was I), that they are flying him over to The Netherlands. Marketing is critical to growth companies and David shows how to use the modern tools of Web 2.0 to create a worldwide rave for your products and services. Here's a link to more info. 
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What Motivates Billionaires; What Motivates Us; What Motivates Them
"...keeping you great" 

HEADLINES:

Motivate U.S. Senator John Cornyn -- anyone know him well? 

What Motivates Us -- OK, so maybe I'm late, but I'll jump on the bandwagon and encourage you to watch 9 minutes of this 18 minute presentation by Dan Pink at the TED conference in July (the entire 18 minutes is fantastic where you learn about the famous candle experiment, but for those with less time, go to the 9:12 spot). Pink, author of the hugely popular A Whole New Mind: Why Right-Brainers Will Rule the Future and Drive: The Surprising Truth About What Motivates Us (Dec 2009) attacks some of the incentive-based approaches companies use (excellent for non-thinking work) and suggests that Autonomy, Mastery, and Purpose (vs. Carrots and Sticks) are the intrinsic motivators needed for those that have to create, design, and think for a living. Thanks to Richard Lethin, CEO/Owner of NYC-based Reservoir, an outsourced R&D firm, for pointing me to this powerful presentation.

Atlassian Motivates Programmers -- and at the 13:45 point in the presentation Pink highlights Atlassian, an Australian software firm (and fan of the Rockefeller Habits) that created a clever variation on Google's 20% rule for programmers. They call it their FedEx Days (because you have to deliver something overnight) where several times a year they take 1.5 days (lunch Thursday to 4pm Friday) and let programmers jam on any project they desire -- then results are shown and winners chosen. Here's a short description of this crazy irregular event that has created important features/updates to their software. Pink highlights this as an example of Autonomy. 

What Motivates Billionaires -- Rick Sapio, founder of Mutuals.com and now head of Mutual Capital Alliance, spent last year with thirteen billionaires, interviewing them, hanging with them, and partying with them (Richard Branson) -- and he's distilled what he calls the Billionaire Mindset. Rick reviewed his results with me and they are truly insightful. Rick is going to present his findings at the Growth Summit in Dallas -- thanks Rick!

If Muhammed Ali Motivates You -- Ken Sim, co-founder of Nurse Next Door (who is also sharing his lessons from implementing Lean at the Growth Summit), sent me this note from his friend "We are showing clips of a new Ali documentary film at Lumiere at 6 pm on Oct 8. My friend David Sidoo is putting up dinner and wine at Vancouver's #1 restaurant and Ali will come for a couple of hours for photos etc. His faculties are muted but....Only come if you are a fanatic like me. It is $5,000 a person (20 people) and the money goes to Ali foundation and Imagine One Day." Reply to this insight if interested.

Motivate you to Register -- Oct 2 Conference Program Deadline -- you can register for the Growth Summit up to the last minute. However, if you would like your company and team listed in the conference program, please register by tomorrow, Friday, Oct 2. See you in Dallas in a few weeks. We have the largest crowd we've ever had -- it's the place to be for 48 hours.

Motivate you to Tune-In -- and if you can't make the Growth Summit, at least tune-in. We're video webcasting Jim Collins and David Allen LIVE from the Growth Summit -- and Jim and his team (I had my call with Jim Monday night -- I'm super excited about what he's presenting especially for us) have allowed us to archive for 24 hours so those in different time zones around the world can view at a reasonable time. Here's a link to sign-up.
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Reduced Jim Collins Webcast Price

"...keeping you great" 

HEADLINES:

Messed up Jim Collins Webcast Pricing -- OK, I've heard you loud and clear -- you don't like to be muscled into things you don't want! So, I'm unbundling the Jim Collins' LIVE video webcast and offering it alone -- same pricing as our other webcasts -- $495 company license (unlimited viewers from same company); $199 individual license (one computer/viewer). And we're using the honor system -- if you're going to show it to a bunch a people at the company, please pay the company license. Here's the link to sign-up.

Two Segments -- Jim Collins LIVE Webcast October 20, 9am -- 1pm ET -- Jim will actually speak in two segments. There will be a ninety minute segment 9am -- 10:30am ET; thirty minute break; and then a two hour segment 11am -- 1pm ET on Oct 20. And it will be archived for 24 hours so you can watch part of it LIVE and then watch the other part the next day if you like -- and this is also to accommodate our international viewers so they can watch at a convenient time for them.

Available for 24 Hours -- however, let me be clear that Jim's webcast is ONLY archived for 24 hours unlike the other webcasts. This we can't change. If you do sign-up and for some reason miss the webcast LIVE or within the 24 hours, we'll be reasonable and refund your money. 

David Allen and Robert Cialdini Webcasts -- two of the other biggest names in business, their webcasts are still available as a bundle with Jim Collins -- all three for $995 company license; $199 each for individual license. These will be archived for 3 months, so you have more leeway when you watch them. David Allen Oct 21, 2pm -- 4pm ET; Robert Cialdini Nov 17, noon -- 1:30pm ET. Here's the link to sign-up.
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Embezzled Cash; Killer Cash; Cashing In

"...keeping you great" 

HEADLINES: 

Cash From Patents -- FORTUNE Small Business Magazine is looking for a U.S. business owner or entrepreneur who has a patent or patents in their name. If so, they want to know whether that patent has been of any value to you and/or your business. Have you ever had to defend your patent in court and were you successful? Have you ever reaped any financial reward from owning a patent? Do you think the cost of filing for your patent(s) was worth it? Whether the answer is yes or no, they would like to hear from you, so if you think you fit the bill, or know of anyone who does, please contact Malika ASAP at malika_worrall@fortunemail.com. 

Killer Cash Position -- John Ratliff, founder of Appletree, relied on a big line of credit (LOC) to support his growth. Not anymore. They just finished the best quarter in their history (answering phones!) and more importantly their best cash position ever with no need for the LOC. The key? A daily cash report. Noted John in an email this past week "I have been attending your sessions for nearly 4 years now...however hearing you say over and over to get a report of your cash position every single day never really resonated with me."

Daily Cash Report -- continued John "we have a great bank relationship, big line of credit and pretty healthy cash flow so I never really paid too much attention except monthly. We would be in and out of our line of credit 2 or 3 times a month, never for all of it, sometimes half but that is about the most we used. Finally it dawned on me that it was stupid to be doing that, so even though we were not in crisis or even mildly in danger I was majorly annoyed. So, I started getting cash reports daily (only took 15 years!) and wow what an insight that is. Today is September 30th, close of the 3rd quarter (hard to believe) and we just finished the best quarter in our history, and maybe more importantly our best cash position ever! No LOC use this month and a killer cash position. Thanks for finally getting the cash message through my thick head."

Embezzled Cash -- Jay Goltz, owner of Chicago-based Artist Frame Service and dear friend, wrote a scary piece for FSB magazine this week -- the con artist he hired as his accounts payable person who embezzled $75k of cash from him. Take two minutes and read his lessons learned. It's critical that you have two separate people handling your banking -- one person accountable for tracking the money coming into the company (treasurer/receivables); and a second person accountable for tracking the money leaving the company (controller/payables). Receiving a daily cash report also goes a long way to preventing embezzlement -- you can see daily changes tied to specific checks issued and amounts collected that let you see odd patterns of activity.

Free Cash Flow -- are your executives financially literate? A sample of C-Level executives to supervisors was asked to take a basic financial literacy exam and they flunked, scoring on average 38%. Most operations managers, marketing execs, etc. couldn't distinguish between cash and profit or an income statement from a balance sheet. And 70% couldn't pick the correct definition of "free cash flow." Here's a link to the results and some of the questions. As the study notes, it's hard for managers to increase cash when they are unaware of the balance sheet levers they could pull to increase cash flow. Thanks to Gary Moon, Managing Director of Ridgecrest Capital Partners and fellow Barcelonan now, for pointing me to this October 2009 HBR article.
Cashing In -- and this note from Rich Manders, Founder/President of AutomationSolutions, "As you may recall, using the skills gained at the MIT 2005 classes you taught and lots of help from EO and friends I was able to sell my business to a private equity firm. The Rockefeller Habits was a key to our high profitability and high multiple we received." It's our continued experience that companies that implement the Rockefeller Habits achieve superior profitability and valuations. Let us know if we can help.

Putting Cash to Work -- no book has more profound impact on my thoughts about money than Lynne Twist's Soul of Money. As she suggests, money is like water -- it's meant to flow with positive intention. For those that know how to properly put money to work, more money will flow to them; for those that hoard money or use it for bad intent, it will tend to stop flowing. Get the book (or hear her speak at the Growth Summit Oct 21) and be sure to read Chapter 5 first. 
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HEADLINES:

Book of Failures -- Fortune Small Business is looking for stories for their Owner's Manual section in the magazine. This is a story where an entrepreneur describes a business mistake s/he made and then goes on to describe how s/he learned from the mistake and went on to prosper. Email adriana_gardella@timeinc.com 

Book of Failures, part 2 -- during my call with Jim Collins, in preparation for his presentation next week at the Growth Summit, he reflected on how rare it is that we study failures vs. successes which is how his latest bestseller, How the Mighty Fall, came to fruition (we hope your team will tune-in to his LIVE webcast if you won't make the Summit). A week later I heard of a concrete process by which a centuries old firm has done just this -- systematically documenting and learning from its past mistakes...

Black Book of Torres -- ...Miguel Torres, 5th generation of Torres Wines (60 million cases, 140 countries, 300 year old vineyards), spoke at the EO University in Barcelona. During his presentation he described their "Black Book of Torres" which formally documents the mistakes they've made going back 50 years! Whenever a mistake is made, the person responsible writes it up in the black book -- then whenever anyone is hired, they are required to read the black book -- obviously, the importance of studying failures. BTW, the last entry had to do with the CFO not listening to the rest of the executive team which strongly advised against a certain currency hedge resulting in a $200k loss. Stuff like that.

Building Books (or anything) That Sell in the Digital Age -- Seth Godin, the marketing guru, has written 10 bestsellers. And he's used some non-traditional tactics to promote his books. In a recent blog post he linked to a video of a presentation he gave eighteen months ago where he details the tactics he used to sell books -- tactics he thinks can help you sell anything in the digital age. For those of you writing books as a promotional tool for your business, this is a must watch -- for the rest of you, there are powerful marketing lessons in this video -- watch at your next weekly marketing meeting.

Book to Attend Seth Godin's Workshop -- Nov 19, NYC -- $880. And I might be too late in announcing, but Seth is offering a rare one-day public marketing workshop -- come learn from the #1 marketing guru of our time.

Would You Call a Book "Book" -- Brad Skelton, CEO of Brisbane-based Skelton Sherborne, has a BHAG to win 95% of their business without quoting. In the meantime, they still have to send out quotations and he wondered, first, if there was something better to call them. They've been using "Rate Confirmation." Second, he wanted to know how to properly position his price in the rate confirmation. So we posed the question to Mark Burton of Holden Advisors, the pricing guru that spoke at the Sales Summit: 

"One of the top experts in proposal writing is Tom Sant. Tom is a friend of our firm and one of his key pieces of advice: Never title your proposal "Proposal" which doesn't say anything the client can't figure out themselves. But, oddly enough, that's what most proposals are titled (it's a little like writing a book and titling it "Book", isn't it?). Instead, try writing a substantive title that states a benefit to the client: Increasing Network Reliability and Convenience Through Automated Fax Capabilities. So using Tom's advice, every proposal is a means to further position and confirm your value -- right on down to the title at the top of the page. Brad should consider a series of high-impact titles that reflect the value that his team delivers to customers." 

Price is About Trust -- continued Burton "A key driver in presenting price is trust. Shipping can be a complex business and I'm sure that many shipping firms use this complexity to layer in fees. As soon as a customer feels like they have to read the fine print, trust is being eroded. So anything that Brad can do to keep things simple and as obvious as possible will be consistent with the way that he is trying to position the business development and affirmation process."

John Assaraf's Book out in Paperback -- I'm a fan of his book The Answer and his use of vision boards -- a concept anchoring the new EO Injected program (for companies over $15 million in revenue and/or seven years in EO). The Answer is now out in paperback -- pick up plenty for your team.

Obama's Nobel Peace Prize -- and this column brought me to tears -- and I read it to my children. Thomas Friedman remains my favorite Op-Ed columnist of all time. Read (if you're a U.S. citizen) his piece on what President Obama should say when he accepts the Nobel Prize in December. 
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HEADLINES: (Focus on China for a few minutes this week)

China is Coming with Quality -- Hermann Simon, author of Hidden Champions of the 21st Century, just returned from a visit to China last week before speaking at our Growth Summit yesterday. He brought news that Chinese firms are focused on building competing quality products that will challenge even Germany's lead in many export areas -- and that they are building factories in Germany and the U.S. and other parts of the world. They want to get "in our backyards" before we get in theirs! With over $2 trillion in surplus cash (vs. the U.S. $9 trillion deficit), they have the financial muscle to do it.

China Moving Up the Value Chain -- a recent  Fortune article entitled "It's China's World. (We just live in it)" describes how China is now focused on moving up the value chain, not satisfied with just being the world's factories. In areas of real estate, oil production, banking etc. this article is worth taking a few minutes to scan. My message to you, since most of you are in service businesses: it may be too late for our manufacturing friends, but we need to get our service models and brands into China before they get in our markets. China will continue to move up the value chain rapidly and they have our business models to copy (but difficult to copy our customer service cultures!)

China's Top 10 Companies -- to continue with this mini China lesson, take a few more minutes and scan this list of the top 10 companies in China -- as business owners we should be aware of what's happening around us and be familiar with the rising business landscape.

Buffett Invests in Chinese Auto Manufacturer -- and while we're on the subject of China, just a reminder that Warren Buffett invested $230 million earlier this year for a 10% stake in a Chinese electric car and battery manufacturer called BYD. As this Fortune article notes, this was a real departure for Buffett since he tends to only invest in companies in which he understands the technology. Again, worth a few minutes of reading to see Buffett's take on China.

Keep Your Brand in China -- I've asked one of our best customers, who has been doing substantial business in China since the late 80s (one of the first U.S. firms to do so), to advise Gazelles on setting up operations in China. His first advice is "not to split the brand." And Hermann Simon's research shows that the Hidden Champions set up wholly owned subsidiaries in China (almost all the Hidden Champions are there) with their own people on the ground vs. simple licensing or JV arrangements. 

Secret Service Summit Nov 5, 6 -- no, not for the intelligence community but for those of you that know that customer service is how you differentiate your company from your competition (and China). This is John DiJulius's Customer Service Summit in Cleveland. I'll be keynoting along with seven others including the top execs from Zappos, Ritz Carlton, Nordstrom, The Melting Pot, and Hallmark -- companies known for their exceptional customer service practices. Here's a link to more information -- hope to see many of you in Cleveland in a couple weeks.
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HEADLINES: (Growth Summit Highlights Day 1, 2 minute interviews)

Best News from Jim Collins -- THE question that got the attention of a lot of entrepreneurs and their teams in the room last week was when Jim was asked whether founders were able to actually build a company beyond start-up i.e. would they be able to go from telling time to being clock-builders. And the answer is yes!! In the great companies it was NOT the case that the entrepreneur had to be replaced with professional management. Whew! This was reinforced with Hermann Simon's research that the tenure of the founder/CEO in Hidden Champions was over 20 years. 

Jim Collins' Top Ten Books -- Jim spoke for over 3.5 hours, so difficult to summarize everything, however, here's a link to a short 2 minute interview I conducted asking him about the specific disciplines necessary to build a great company. There is also a lengthier interview available as well -- both in the right hand column at www.gazelles.tv. And below are listed Jim Collins top ten recommended books and top ten courses.

Aubrey Daniels takes on Dan Pink -- Aubrey carefully corrected Pink's assertion that traditional rewards can't drive creative thinking -- here's the link to a short 2 minute interview where I asked Aubrey to elaborate on his Dan Pink comments (www.gazelles.tv -- in the right hand column). More to Aubrey's point, most reward/compensation schemes are useless in driving performance since they are not reinforcing to the performer, whether it's highly creative problem solving work or routine process activities. What does work all the time are PICs -- Positive, Immediate, and Certain reinforcers. The best example? A scoreboard!! That's why the BHAG video scoreboard, posted where everyone can see it at Australia-based Red Balloon, is such a powerful tool. Go to right hand column of www.gazelles.tv and look for the "BHAG -- Red Balloon" video to see their BHAG scoreboard.

Theme/Celebration for 2009/2010 -- and to add a little spice to the Growth Summit, we featured Gazelles customer Wide Open Baja (Christian Hammarskjold, CEO) and one of their $100k high-performance off-road vehicles. If you're looking for a reward for your team for doing a great job, a place to host your strategic planning session, or a customer appreciation event, it's one of the best I've found. Check out their executive excursions and Horsepower Ranch at www.wideopenbaja.com NOTE: Gazelles isn't receiving any compensation for this -- we're just enthusiastic supporters since we know how hard it is to come up with fun executive activities and rewards. 

Do you need expert assistance constructing a winning plan for 2010? -- At the Summit, Jim Collins talked about how the best companies are actively taking advantage of the current market conditions to come out as big winners. Are you playing to win in 2010 or not to lose? Take the time now to block out two days to work with your team to develop a solid plan for 2010. If you need help with your Annual Planning, Gazelles can help you. Contact Cindy Praeger at Gazelles (cindy@gazelles.com or 704-996-0399). If you sign up before December 31, we will help you jumpstart your plan with 1 free month of Rhythm Execution Coaching and Software.

Feedback from Benetton India -- and India Tour Dec 1 -- 3 -- I'll be leading one day workshops in Mumbai Dec 2 and Bangalore Dec 3. I'll also be leading another private session for Benetton India -- this note from Sanjeev Mohanty, CEO of Benetton India post our first session earlier this year. "During our session we had set up a challenging target of 65% growth for the 3rd quarter. I am happy to share that we have achieved this target! We had launched a very creative campaign across the organization and charged up and motivated everyone with the same and it was a great experience. This is an amazing achievement as most of our competitors are either no growth or even worse, de-growth in business. The most amazing part of the story was that more than the sales guys the supply chain, design, manufacturing and HR guys were chasing the numbers on an hourly basis." The Rockefeller Habits tools are effective across various cultures. 

Jim Collins Top Ten Lists:

Ten Books Jim Collins Recommends

1. Churchill, The Second World War
2. Caro, Master of the Senate
3. Goodwin, Team of Rivals
4. Bernstein, Against the Gods: The Remarkable Story of Risk
5. Lewis, Moneyball
6. Homer, The Iliad
7. Drucker, The Effective Executive
8. Gardner, Self-Renewal
9. Lewis, Assault on Lake Casitas 
10. Manchester, Goodbye Darkness 

Jim Collins Top 10 Great Courses from the Teaching Company

1. How to Listen to and Understand Great Music by Robert Greenberg. 
2. Great American Presidents
3. Argumentation -- The Study of Effective Reasoning
4. What are the Chances? Probability Made Clear
5. Economic History of the United States, 1900 - 2000
6. Art Across the Ages
7. Dante's Divine Comedy
8. Emperors of Rome
9. The History of Ancient Egypt
10. History of Modern Russia + From Yao to Mao -- 5000 years of Chinese History
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Anniversary Obama's Election; Record Sales; Master of Persuasion
"...keeping you great" 

HEADLINES: (Nov 17, Dr. Robert Cialdini, father of Persuasion)


Record Number for Jim Collins Webcast -- as we expected, an audience rivaling the size of our live audience watched the Jim Collins' and David Allen's webcasts LIVE from our Growth Summit. Executives are finding this an effective way to "keep great" and garner the kind of first class executive education that keeps ideas flowing (our number one job as a leader) and keeps them ahead of the competition. 

Record Turnout for Elections -- today marks the one-year anniversary of President Obama's election (and I'm eagerly awaiting today's outcome of state elections in Virginia, New Jersey, and NY). Whether you support or oppose his policies, there's no denying the effectiveness of his campaign. It seems he received some important help from...

Advisor to Presidents -- ...Dr. Robert Cialdini, author of Influence: The Psychology of Persuasion. This Time magazine article outlines how Dr. Cialdini and a group of behavioral psychologists served as an advisory panel to Obama's campaign. After speaking with his office, I found out Dr. Cialdini has advised presidential candidates for decades. 

Record Sales and Results -- just changing one phrase in the initial Bose radio ads resulted in record sales -- something Dr. Cialdini advised after their initial ad campaigns failed. His six keys to influencing are the standard by which marketing copy, messaging, and processes are structured to get people to do things -- whether you're influencing customers or community activists. These are keys you should understand and master.

Nov. 17 Video Webcast noon -- 1:30pm ET -- join executives of growth firms around the world (we'll have a group gathered at the famous IESE Business school in Barcelona where they are huge fans of Dr. Cialdini) and spend 90 minutes in a LIVE video webcast session with Dr. Robert Cialdini. $199/individual license; $495/company license (unlimited computers connected from your firm). And it will be available for your team to watch as an archived video for 3 months in case a couple of your team miss the LIVE event.

First Time -- Grand Master of Persuasion -- and this is the first time Dr. Cialdini has ever allowed an organization to webcast his powerful presentation. After hearing him keynote our Growth Summit in Las Vegas, I noted that he was "the finest, most precise, presenter I've ever heard." The precision and clarity of his ideas come from having focused and mastered this single important subject over the decades. Spend 90 minutes learning from a grand master the six keys to persuasion. 
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US Gets Crushed; Role of CEO; Israel's Miracle; Help from Two Entrepreneurs

"...keeping you great" 


HEADLINES: (Growth Summit Highlights continued)

Hermann Simon on Why the U.S. Lags in Exports -- Hermann outlined six strategies, from his research into 3000 "hidden champions", for dominating your industry -- strategies outlined in his book Hidden Champions of the 21st Century. Here's my 2-minute interview asking Hermann why the U.S. is getting crushed by the Germans and the Chinese in exports. Go to the right hand column of www.gazelles.tv and scroll down. 

Very Deep vs. Broad -- my favorite case study in Hidden Champions is Winterhalter. Originally a manufacturer of commercial dishwashers, they decided to abandon dishwashers for hospitals, schools, companies, and organizations and JUST FOCUS on dishwashers for hotels and restaurants. And they've gone deeper within this niche by providing water conditioners, detergents, and other services focused around cleaning dishes in hotels and restaurants. As Hermann says "only focus and concentration lead to world class." Grab a copy of his book and read the Winterhalter case study.

Marketing and R&D -- it was also insightful when Hermann noted from his research that marketing and R&D were primarily led by the CEO in the hidden champions -- and this meant that the CEO spent a great deal of time face-to-face and on the phone with customers vs. "running the place." To Hermann's point, Niraj Balasaria, CEO of Virginia-based Petron Pacific, shared with me that he spent the entire day before the Growth Summit with his key distributor in Houston. From what he learned he figures sales for one of his divisions will triple. He?s also set-up a regular Thursday call with his distributors and reps, treating it like a weekly sales and marketing meeting as if they were directly employed by him (which they aren't). How much face time are you getting with your customers?

Israel's Innovation Powerhouse -- and more lessons for the U.S. and the developed world -- yesterday marked the publication of what has already become a best-seller, Start-Up Nation: The Story of Israel's Economic Miracle by Dan Senor and Saul Singer. Here's a link to an informative 6 minute interview of Senor who does a great job summarizing the main points in the book. Thank you to Rabbi Stephen Baars for bringing this interview to my attention

"Made it in..."series -- and for those wanting to venture out into some of the leading business hotspots around the globe like the Hidden Champions, entrepreneurs Graham Jeal (former president of EO China) and Simon Cann are authors of a new series of books entitled Made It In China, Made it in Vietnam, Made it in Kazakhstan, with more on the way. Graham is a British-born entrepreneur who has been building companies in China since 2001. Cann is a prolific writer and management consultant to companies spanning the music, entertainment, and broadcast industries. I met Graham and Simon on my last trip to China and was impressed by their enthusiasm and initiative to encourage others to leave the comfort zone of their own markets. 

Made It In China -- in their first book they feature specific lessons learned from nine entrepreneurs including Graham, who have built manufacturing plants, launched internet businesses, started hotels and restaurants, and created large sales organizations within China. One of the entrepreneurs was even the first foreign participant on China's equivalent of "The Apprentice." In all cases, these entrepreneurs left their home countries and built businesses in a culture different from the own -- and their stories are both inspirational and instructive. I encourage you to go to their website to learn more. 
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Influence IQ -- 10 questions

"...keeping you great" 

HEADLINES: 

Dr. Robert Cialdini -- leading the first ever 90 minute LIVE video webcast Nov 17, noon -- 1:30pm ET, Dr. Cialdini has devised a short 10 question Influence IQ test which shows the practical application of his six keys to influence. As author of one of the top 100 business books of all time and considered by most critics in the Top 10, his principles are timeless and continue to drive important decisions around the globe. $199/individual; $495/company license (unlimited computers) -- and access to archived program for three months.

Influence IQ -- Ten Questions -- below are the ten questions. Go to this link to score your results.

Are you an "influence genius"? Choose the best answer from these options to discover your Influence Quotient. Dr Robert Cialdini, the leading expert on Influence and Persuasion presents a simple quiz that can help you understand your ability to recognize influence and persuasion techniques.

1. Upon first entering the office of the purchasing manager of a company with whom you would like to do business, you notice a picture of the team mascot of your alma mater on the wall. You should:
· Mention that you went to the same university prior to discussing business. 

· Mention that you went to the same university after discussing business. 

· Not mention this personal similarity in a business meeting. 

· Discuss the fact that you went to the same university only if the client brings up the topic.
2. You are attempting to persuade the Board of Directors of your company that it is in your company's best interest to implement a costly revision to your back-office functions. You know that the Board is very concerned about costs, so you have also formulated two alternate plans that are less costly and less comprehensive. When it comes time for your presentation, which of the following strategies should you use to obtain the optimal results (the greatest degree of change the Board will support)?
· Describe the least expensive revision first. 

· Describe the mid-range revision first, and then ask the Chair if s/he would like to hear the alternate plans. 

· Describe the most expensive revision first, then the mid-range, and then the least costly plan. 

· Ask the Chair which plan s/he is most interested in and then describe that plan only.
3. Your company is launching a new product and your boss asks you to make a marketing decision. Your boss is considering two options to generate initial interest from the public: offering a price reduction on the product for a "limited-time" or offering a price reduction for a "limited number" of the product. Which approach should you recommend to get the greatest interest from the public?
· "limited-time" 

· "limited-number" 

· Either option will produce the same positive results. 

· Neither option will produce positive results.
4. You have an important meeting with a prospective client later today. You know from your previous discussions that the prospect is impressed with your proposal, but does not believe that implementing your ideas at this particular time is a top priority. Which of the following approaches to the meeting would provide you with the greatest chance of persuading the prospect to approve your proposal in the shortest period of time?
· Emphasize what the prospect will lose if he does not implement your ideas at the present time. 

· Emphasize the positive features and benefits of your proposal. 

· Ask the prospect to outline his objections to your proposal. 

· Begin with a request for a commitment and then try to close the sale.
5. Imagine you are the (unlucky) campaign manager of a political candidate who has recently lost the public's trust. Now imagine that the candidate wants to rebuild his reputation through profiling himself as a touch crime fighter. Even though his opponent has a credible track record in his regard. Of the following choices, which represents the best way for your candidate to start his next ad?
· "My opponent has not gone far enough in fighting crime..." 

· "Many have supported my ability and willingness to fight crime..." 

· "Although my opponent has a good record of fighting crime..." 

· "Fighting crime is a critical issue..."
6. Imagine you are a financial advisor, and you believe that a young client of yours is invested too conservatively. In order to persuade her to invest in riskier, high-return investments, you should concentrate on describing:
· How others like her have made similar mistakes. (appeal to consensus) 

· What she stands to gain if she invests in riskier options. (appeal to greed) 

· What she stands to lose if she does not invest in riskier options. (appeal to loss) 

· The importance of the two of you working as a team on this issue.
7. You are attempting to sell your professional services to a medium-sized software company. They have never done business with you before and are uncertain as to whether they should select your company as the service provider. You will increase your persuasiveness the most by:
· Providing them with a testimonial from Microsoft, who utilizes your services currently 

· Providing them with a master list of all your clients 

· Talking about other clients' experiences with your company in general ways, without providing any specific testimonials. 

· Providing them with several testimonials from other medium-sized software companies who are your current clients.
8. If you have a new piece of information, when should you mention that it is new?
· Before you present the information. 

· In the middle of the presentation of the information. 

· After the presentation of the information. 

· You should not mention that it is new information.
9. You have responsibility for motivating your company's sales force to increase its annual performance. You were told by your supervisor to set goals for the sales people and hold them accountable. Which of the following strategies would be the most effective?
· Set a goal for each employee based on his or her prior year's performance and inform each of the goal. 

· Have each employee set a reasonable private goal for themselves. 

· Have each employee publicly state a reasonable goal for the year. 

· Have each employee set an unrealistically high personal goal, and keep it private.
10. You are having difficulty with employee attrition, so you organize a retreat for your office to energize your employees. You want to give each a gift for attending that will enhance the employee's commitment to give back to the organization. Which one of the following strategies is likely to produce the best results?
· Give them all the same, expensive gift with your company's name engraved on it. 

· Give them no gifts, but thank them for attending. 

· Give each employee a personalized gift that is meaningful, even if it is not expensive 

· Give gifts only to those employees who complete the evaluation forms for the retreat.
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CEO of the Decade; Message Timing; Idea Paint; Three Advantages

"...keeping you great" 


HEADLINES:

Steve Jobs Named CEO of the Decade -- let me take a pause from the Growth Summit highlights and pay kudos to Steve Jobs, named CEO of the Decade by Fortune magazine last week. Why? He's transformed four industries - computers in the 80s; music, movies, and mobile phones this decade. And Apple's market cap started the decade at $5 billion; today it's $170 billion, slightly bigger than Google. Take five minutes and read this awe-inspiring article and click through previously unseen photos of Steve. And you can see the list of the other 12 runners-up for CEO of the Decade along with several other fun "galleries."

Steve Jobs Turnaround -- two key points that dovetail on Jim Collins' presentation at the Growth Summit. When Steve took over Apple he did three things: shore up cash by swallowing his pride and getting help from Microsoft; dramatically pruned Apple back to a handful of products so his team could focus; and replaced the top management team which has served as the nucleus of what Fortune calls "Jobs brain trust for the next ten years." Again, take five minutes and read the Steve Jobs story once again and take lessons from this business grandmaster. 

Message Timing -- one thing admired about Steve is not just the precision of his messaging, but the precise timing of his messaging. That's why I'm especially excited about next week's video webcast. I had my call with Dr. Robert Cialdini yesterday to discuss his presentation next Tuesday (noon -- 1:30pm ET). He left academe in the spring and is devoting full time to writing a brand new book -- not on the content of the message (the essence of his first book) but on the TIMING of the message (the essence of his next book) -- as he mentioned to me "everyone talks about how timing is everything, but no one has ever helped people figure this out." Every leader talks about getting the timing right, but are there definitive research studies and guidelines that will help a leader get it right? In fact, there are. And Dr. Cialdini will spend 15 minutes giving us a glimpse into the new research. Just trying to keep you on the bleeding edge!

Three Advantages Over Competition -- Dr. Cialdini also shared with me that three of the six principles of influence, which he'll cover next Tuesday, are especially effective in a crisis when customers are putting off the buying decision. Companies that leverage these three principles to their fullest will continue to have a huge leg up on those that don't. He'll be emphasizing these three and how you apply them next Tuesday during his 90 minutes LIVE video webcast. 

Idea Paint -- Steve Jobs is also famous for his ideas -- and there's no better way to express those ideas than writing all over the walls, something I saw at 3M's Innovation Center in Austin. To make this easier, check out this product called Idea Paint -- you apply it to any wall and you have an instant white board -- especially fun for painting curved surfaces. Thanks to Bob Hubbard, CEO of Arizona-based Hubbard Family Swim Schools for bringing this to my attention.

Are You the Next Leader of the Decade -- and to gauge the leadership effectiveness of Gazelles insight readers (anyone with people reporting to you), we're assisting Bill Schell, VP of Strategy for Printing4Less, with his PhD thesis on leadership. He's particularly looking at leadership traits of executives and managers of growth firms as a tool for helping us choose the kinds of teams that can be our "brain trust for the next decade." Those that take the survey will get to share in the results -- here's a link, takes about 10 minutes. Again, it's open to ALL insight readers if you have people reporting to you. 

Five Fold Growth in Five Years -- on the eve of hitting $100 million in revenue and celebrating their 2000th associate, I received this note this week from Ajay Prabhu, COO of QuEST Global, whose firm (think avionics for the new 787 and A380 planes along with deep R&D for other major global firms) has been an early Indian customer of Gazelles and outstanding practitioner of the Rockefeller Habits "I am happy to share with you that we are inaugurating the QuEST Special Economic Zone in Belgaum, Karnataka (India); we are closing this year with $100M+ revenue; and celebrating the 2000th person to join the QuEST family. Many will be surprised that it includes 300 American and 100 European nationals." I'll be with some of Ajay's team when I?m back in India Nov 30 -- Dec 4. Hope to see many of my readers from India when I'm back in the country (specific locations below). 
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Best Marketing Book Ever; Beating Major Competitors; Must Read for Parents; Crowdsourcing

"...keeping you great" 


HEADLINES:

Best How-To Marketing Book I've Ever Read -- they did it, EOers Mike Lieberman & Eric Keiles have written the most concise, how-to, marketing book I've ever read entitled Reality Marketing Revolution: Transform Your Business into a Money Making Machine!. Immediately go to page 39 and read Chapter 6 (four pages) and do their blue-circle, red-square test on your website, marketing materials, customer emails, proposals, etc. Then jump to Chapter 17 and check your website's home page against their suggested structure -- statement of pain, emotional photo (vs. the standard stock photos we all use), offer of free resources, etc. Office Practicum has a homepage that fits all their criteria. May all our websites be so crisp and compelling. Then read the rest of the book! There are dozens of practical, actionable, marketing tools in this simple and short book. Plus they provide a sequential marketing process you can follow in Chapter 22. 

Best Parenting Article We've Read -- entitled "How Not to Talk to Your Kids" Po Bronson points out, in this New York Magazine piece, the grave mistake of praising your child for being smart. Instead, it's critical you praise them for hard effort. And that your praise be very, very specific. And Po backs up his ideas with solid research showing the damaging effects praising children for being smart has on their confidence to tackle challenging work. Thanks for Rick Sapio, CEO of Mutual Capital Alliance for pointing my wife and I to this important article. 

"Out Read the Other Guy" -- this is Tom Peters' latest video message -- the importance of out reading your competition. Take just over 2 minutes (2:05) and get a dose of Tom to end your week. In my presentation to a group of MBA students and faculty from IESE last night, I noted that over my 27 years of educating executives of growth firms the best predictors of success are a voracious thirst for learning and a bias for action i.e. learn fast, act fast. It's why Eric Schmidt, the CEO of Google, focuses on his routine of shutting off his Blackberry over the weekend and reading a book or two. 

Seth Godin's November Reading List -- and yesterday Seth Godin, marketing guru, shared his latest reading list (mainly non-marketing books and some excellent sci-fi). Note the first book -- a sci-fi account of crowdsourcing, bottom-up innovation, and the new economy -- made Seth shed a tear. And I immediately ordered the The Art of the Idea by John Hunt, just released a month ago. In fact, Tom Peters rants and raves about this book along with Seth (who is milder!). 

Beating Major Competitors (your thoughts?) -- the book entitled Eating the Big Fish, on how to take on major competitors, caught my attention. How can Gazelles take on Stanford, Harvard, Babson, and MIT in the area of executive education? Goldman's $500 million (announced yesterday) will be spent providing community college and university-based entrepreneurship education to small business owners when I know our simple and practical approaches would be more useful in many situations. Thoughts? Connections?

What Are Your Favorite Books/Authors? -- continuing with crowdsourcing (definition from Wikipedia), what books are you reading right now? I'm planning our webcast series for 2010 and would love to know which business thought leaders you would love to hear present LIVE for 90 minutes. John Hunt is now on my short list. BTW, Dr. Cialdini rocked earlier this week -- his principles of Influence are timeless and his 90 minute presentation is a MUST for all executives/leaders -- it's only available for three months in our archives per our contract with Dr. Cialdini -- he's practicing what he preaches -- scarcity!. 
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Triple Crown Winners; Fast vs. Feast; Red Paper Clip for Home; Key to Money

"...keeping you great" 


HEADLINES: 

Right-Sized Homes -- Congratulations to Simonini Builders, the 2010 National Housing Quality Award winner and cover story of the October issue of Professional Builder. Their "Right-Sized Home" product aligns with the end of the era of the mega-mansion. More on their success and that of Ideal Homes and BOWA Builders below...but first:

Perils of Overconsumption -- for many in the U.S., tomorrow marks not a day of thanks, but a day of overconsumption -- a day symbolic of the deeper problems facing my home country. What we need instead is a gigantic fast -- to purge ourselves of the toxins that have ravaged our freedom and our psyche. Little did I know that the U.S. used to celebrate a spring fast to balance the fall feast -- and that fasting preceded and proceeded various feasts to keep us pure (vs. the further accumulation of "stuff" on Black Friday). Elyssa East's Tuesday NY Times Op-Ed entitled "A Movable Fast" is a must read. And for those with children, please share this important piece of history with them over the holidays.

Most Companies Die of Indigestion -- David Packard, cofounder of HP, observed that a great company is more likely to die of indigestion from too much opportunity than starvation from too little. Inspired by this insight, Jim Collins' team created Packard's Law which states that "no company can consistently grow revenues faster than its ability to get enough of the right people to implement that growth and still become a great company."

Remembered for What You Allocate vs. Accumulate -- Lynne Twist, author of The Soul of Money, shared her Law of Sufficiency at our Growth Summit. In its most basic form "When you let go of trying to get more of what you don't really need, it frees up tons of energy (expended in that chase) to direct toward making a difference with what you already have." And she went on to suggest that we'll be remembered a lot more for what and how we allocate our money vs. how much we accumulate. Please take 2 minutes and watch my short post-keynote interview of Lynne Twist -- scroll down the right hand column to see the interview -- a fitting message for this week of Thanksgiving in the U.S.

When in Financial Trouble, Give More -- Robert Kiyosaki, author of Rich Dad, Poor Dad, noted toward the end of his book that whenever successful people got into financial trouble they would make a large donation "to get money flowing again." It had to be a sincere gesture without an expectation of return, but nevertheless it works. I've personally experienced the same phenomenon and it aligns with Lynne Twist's notion that money is like water -- it must flow vs. be hoarded. And money carries with it all the intentions for which it was used so they must be honorable. 

Turning One Red Paperclip Into a Home -- and for a super dose of inspiration (and ideas), take 6 minutes and watch this story of how one young man turned a red paperclip into owning a home -- all with no money exchanging hands. Robert Kiyosaki has been showing people how having no money is very freeing -- and that you don't have to have much to create a lot! Another great video to show your children as well -- it has my sons (and me) thinking hard about what they might barter.

Triple Crown of Home Building Industry -- we couldn't be more excited that three Rockefeller Habits fans have won the Triple Crown of the Home Building Industry:

· Builder of the Year 2010 -- Ideal Homes, on the cover of the December issue of Professional Builder magazine -- and included a picture of my book and mention of their Gazelles' coach Troy Schrock. 

· National Housing Quality Award Winner 2010 -- Simonini Builders, on the cover of the October issue of Professional Builder magazine -- and included mention of my book and our tools as key. 

· #1 Full Service Remodeler of the Year 2010 -- BOWA Builders honored by Remodeler magazine. BOWA is one of the Gazelles 22 founding companies. 

And this kind note from Bill Saint, President of Simonini Builders "I just had to send a quick note of thanks from our entire team. We are a luxury homebuilder in Charlotte North Carolina who has adopted many of your principles and guidelines in your Mastering the Rockefeller Habits book and wanted to pass along our gratitude for helping us grow and thrive. Recently, we were recognized for the second time, with the 2010 National Housing Quality Award, which is patterned off the Malcolm Baldrige award. 

Several years ago, we were turned on to your book and while I'm sure we've modified to fit our culture, several key items have helped make the difference for us. The key takeaways that we adopted into our everyday business practice include (1) Rocks -- each quarter we identify our 3-4 Rocks and then each person writes a personal Rock plan to help accomplish these, (2) meeting rhythm -- daily, weekly, monthly, quarterly, annual and (3) key business drivers -- we call it the Big 6 (I come from a Big 10 school, but we only needed 6 key drivers!).

A great example of our Rock success is the reaction to today's drive of our buyers. The era of the mega-mansion is over and we heard loud and clear that our buyers wanted incredible luxury, but in the right size and price. Our Island Collection, introduced in only 8 months a record time for product development, marketing and launch, was all possible due to intense focus by our entire team -- and a constant focus on that ROCK!"

Fasting from Owning a Home, Car, Possessions -- speaking from personal experience, our trip around the world with our family was a year-long fast -- we left behind our home, possessions, cars, after school activities, and even the closeness of family and friends -- and it was cleansing. You find out from the experience what matters (friends) and what doesn't (stuff). It's good to fast every once in awhile so you can enjoy the feast.
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Highest Paid Position; Tim Storm Almost Blindsided; 300 Pounds of Force

"...keeping you great"


HEADLINES: 

The Blind Side -- every one of us needs someone or something to watch our blind side -- and it was great to see the success of Michael Lewis's book, The Blind Side, as a movie this past weekend -- it appears to be on the way to $200 million. I'll leave the human side of the story for you to pick-up in the book or movie. It's the x-ray like statistics underpinning football that caught my attention when I first read the book two years ago; surprising stats that were as revealing as Lewis's treatise on baseball in his classic book Moneyball.

Highest Paid Position in Football -- what was so surprising was learning that the highest paid position in football was not the quarterback, running back, wide receiver, or line backer -- players that garner 99% of the attention -- but the rarely noticed offensive left tackle whose job it is to protect the blind side of the quarterback (for right handed passers). It's a position that requires a 300 pound human with "the body control of a ballerina" to borrow a phrase from the book -- and there are only a handful of humans on the planet that qualify! And if the left tackle doesn't do his job game in and game out, one blindsided sack (when most quarterbacks get hurt) can end the career of a quarterback and the season for a team. This is why the position is so critical.

Fat Wallet's Blind Side -- take 31 seconds and watch Tim Storm, CEO of Fat Wallet, one of the top bargain hunting websites (coupons and cash back deals perfect for the holidays!), discuss how he was almost blindsided in his business from not tracking some underlying metrics that had been in decline and were not made visible until he implemented Rhythm -- underlying metrics that if not corrected would have destroyed his company.

Avoid Being Blindsided -- this has been the tagline for our online dashboarding system called Rhythm since it was launched in 2008. For the fraction of the cost of a left tackle, the system is explicitly designed to watch your back -- and to keep the CEO and management team from being blindsided by declining metrics and missed priorities -- situations that can go unnoticed if you don't take proactive action to make them highly visible, which the system does. We're learning it's best for companies with over 50 employees, where keeping track of cascading priorities and metrics can become a spreadsheet and paperwork nightmare -- the kind of thing that can make critical metrics invisible quickly.

Dramatically Shorter Meetings -- and I also talked to Alex Mackay, CEO of DMTI, a leading location content provider, about his experience with Rhythm (part of my weekly customer calls). Besides concurring with Tim that it keeps all his performance data more "in sight, in mind," he was amazed at how the system dramatically shortens his weekly meetings since everything he needs to know about the status of priorities and the KPIs driving the company are at the team's fingertips. Equally important, the system is now the objective "bad guy" instead of Alex! 

WARNING -- 300 Pound Gorilla -- the system is not for leaders queasy about holding people accountable or teams unwilling to face the brutal facts -- it will expose weaknesses fairly quickly and this can be very uncomfortable -- it's why I've seen management teams push back, but the results far outweigh this resistance. Rhythm is your 300 pound gorilla in the room, though you have control of its ballerina-like movements. 

Patrick Thean, My Left Tackle -- ex-Oracle (enough said) who's built and sold three technology companies, is the force behind Rhythm -- a tool he uses to run Gazelles Systems as well. Patrick, thanks for all you've done for me and our company. And send him an email if interested in a demo patrick@gazelles.com or catch him at his last half-day "Four Decisions SuperGreen™ Execution" workshop of the year, December 8 in McLean, VA (suburb of Washington, DC).
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Michael Dell Video; India's Biggest Challenge; 3I Program; Ted Turner

"...keeping you great" 


HEADLINES: 

Nurse Next Door #1 Best Place to Work in BC -- congrats to this Vancouver powerhouse, their third consecutive year to make the top 10 and the first time they were #1. Noted Ken Sim, co-founder, in a recent note to me "(Gazelles) has been a big part of this achievement. Before we were part of the Rock Habits cult :), we ranked #72." 

Video with Michael Dell -- and Mark Graham, head of RIGHTSLEEVE, an online promotional products company, sent along this video of his recent meeting with Michael Dell. RIGHTSLEEVE won the Dell SMB Excellence Award and got to spend time with several senior leaders of Dell at HQ along with Michael. Mark noted that Michael was very down to earth and approachable -- here's the link to his conversation with Michael

India's 7.9% GDP Growth -- this for the quarter ending in September, was not surprising given the changes I've seen in India just the past few months -- the new airports, roads, and building construction -- it was actually a pleasure travelling through India last week. And our workshops in India were all oversold (we actually had to turn people away). Universally, the firms participating are bullish on the future and simply trying to find enough talent to keep up with demand (Infosys, alone, is offering 13,000 jobs) -- all good problems. And my guess is that this GDP growth is understated given the size of the informal economy in India. Here's the Economic Time's reaction to the GDP growth, where several India economists suggest that the growth will drop because of a poor crop season

Mid-Management Monthly Meeting -- the main rhythm I focused on with the firms in India last week (both my public and private workshops) was the importance of the monthly management meeting that involved ALL the managers in the company (you're hosting one, correct?). The key weakness in India firms is the lack of mid-management development -- to the point where as the company grows, it puts more and more pressure on the senior management team because their mid-managers are unable to take over the day-to-day running of the business. The monthly management meeting, where the focus is on collectively solving a couple big challenges in the business together, is the most effective way for the senior team to get it's DNA passed down to the middle managers. It's in the process of working on the business together that you see who gets it and who doesn't so you can direct appropriate education and coaching -- and where the senior team can share their industry knowledge, thought processes, and model the core values. 

Farewell to A.G. Lafley, P&G -- two large company CEOs I've admired/followed for years are Ratan Tata in India (think nano-car) and A.G. Lafley, former CEO and Chairman of Proctor & Gamble. Like Ratan Tata (who lives in what's described as a "book-crammed" bachelor pad), Lafley has focused on the executive development of P&G's leadership (i.e. he put all of P&G management through the Power of Full Engagement training) and on getting extremely close to customers, making sure that customer ideas and needs drive decisions in P&G vs. the "plant guys." Here's a quick Fortune magazine tribute to A.G. Lafley who is stepping down completely in January and an important Noel Tichy  Harvard Business Publishing article on how Lafley mishandled and then corrected the promotion of a top executive against the wishes of his team. It's a lesson in the importance of involving the broader management team even if they aren't going to like the decision.

Jimmy Calano's 3I Program -- in my book I highlight CareerTrack's 3I program. Jimmy Calano, a founding board member of EO and long-time advisor/mentor to me, felt a main job of anyone in management was to constantly contribute ideas to making their company grow revenue, reduce costs, and/or better serve the customers. As such, he required the managers at CareerTrack to submit three ideas each month that would help in these three areas. He would then review these in detail, providing constructive feedback where he thought it was necessary, and then brought all his managers together each month where they focused on implementing the best ideas he had identified from those submitted. This process of working on the company together and focusing the collective intelligence of his managers on the business not only contributed real results to the bottom line (he figured a million dollars each year), but more importantly, it was both a powerful executive development tool and a way to get his managers closer to the customer and their teams, since they needed their ideas to submit each month. 

Ted Turner Revisted -- and Jimmy Calano, still an avid reader (usually 100+ books per year), sent over a copy of a mini op-ed piece he wrote for his local newspaper, recalling the time 25 of us spent an afternoon with Ted Turner (and Jane Fonda) back in 1990. Jimmy recently read Ted's new 2009 autobiography entitled Call Me Ted which I just downloaded to my Kindle for some holiday reading. BTW, I didn't realize Ted is the largest private land owner in the U.S. with 2 million acres -- a nice trivia question for the holidays. Anyway, here is his short op-ed.

This week's Boulder Daily Camera question: Many of us spent Thursday with friends and/or family, gathered around the feast of the year. If you could assemble your dream dinner party, inviting famous or distinguished people from history, whom would you invite and why?

I would choose Ted Turner (still living!) as my sole guest of honor. Although I missed his recent address at CU, I had the privilege of spending time with him in 1990 as part of a Young Entrepreneur's Organization gathering. For two hours, Ted regaled 25 of us with outrageous stories about his business successes and failures. I recently read his autobiography, Call Me Ted, and learned more about his personal life. And what a life it's been.

In addition to taking control of his family billboard business after his father committed suicide, Ted founded and built the Turner Broadcasting System (TBS) and changed the face of broadcast media. Nicknamed "the mouth of the south," outspoken Ted has been a pioneering business titan (CNN was his brainchild), an internationally renowned sailor (winning the America's Cup), a good father (of five), a three-time husband (but with no lasting marriages), the largest U.S. landowner (two million acres), a World Series winner (as the Atlanta Braves owner), a restaurant mogul (Ted's Montana Grill chain), and a towering philanthropist (he pledged $1 billion--a third of his fortune--to the UN Foundation).

I'd be thrilled to have Ted Turner share his passion and wisdom on the three issues that now most concern him: world population growth, climate change, and nuclear annihilation. An inspiration to all of us, he is devoting the balance of his life to these global causes. Turner, though not perfect, is an accomplished person with noble, grand ambitions--even in his twilight years.

-- Jimmy Calano
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#1 Book Canada; $170 Million Tograding Story; CEO of Zappos

"...keeping you great" 

HEADLINES:

"He has a home" -- living in no place for more than 8 months, T.J. Peeler was taken in by a family when he was 14. Four years later, he'll be the first in his original family to graduate from high school and he'll have a full ride football scholarship to University of Pittsburgh, as one of Virginia's top high school running backs. It's a modern-day "Blind Side" story in our own backyard. And his goal? "I just want a family and kids, that's it. I just want to be a man and take care of my kids."

Joanne and John Costello -- The community in this story is Ashburn, VA. The family is our own Joanne Costello and her husband John. Joanne runs operations for Gazelles; John is the local high school (championship) basketball coach. Please take five minutes to read this heart-warming cover story in the Washington Post last Friday (and click on the photos -- there is definitely some resemblance between Joanne and Sandra Bullock). Joanne and John are truly "A+" people -- at work, in the community, and at home -- and this is a perfect holiday story worth sharing with your children. We are so proud of them!!! BTW, TJ's team did win a second state championship last Saturday.

#1 Book in Canada, #5 in China -- speaking of "A" players, it was announced this week that Geoff Smart's book entitled Who: The "A" Method of Hiring, was named the #1 best business and management book for 2009 in Canada by The Globe and Mail newspaper. A month ago, it was named a "Top 5 Business Book for 2009 in China" by the Shanghai Daily (the Chinese get it). And a year ago, it hit every major bestseller list in the U.S. after being ranked #1 out of 2.4 million titles on Amazon the two weeks following its release. 

$170 million Topgrading Story -- and yesterday, Brad Smart, Geoff's father and the father of Topgrading, shared the story of 28-year old genius Aaron Patzer, who earlier this month sold Mint.com to Intuit (Quick Books-fame) for $170 million. Patzer is staying on as the head of a new personal finance division for Intuit. Patzer credits Topgrading as critical to his success, helping him achieve a 90% successful hiring rate (no time for amateur-hour hiring practices). Patzer's amazing story is below. And take a look at Mint.com's Dec. 4 amusing video questioning the U.S. government's unemployment statistics. 

Geoff Smart Jan 21 Webcast -- Gazelles is hiring (new person in January) and I hear that many of you are as well. As such, Gazelles' top 250 customers will receive a holiday gift of Geoff's book next week. And on January 21 we kick off a new Growth Series of LIVE video webcasts starting with Geoff Smart January 21, noon -- 1:30pm ET walking you through the details of hiring "A" players. This webcast will be highly instructional, not just an overview of the book. $199/individual; $495/company license (unlimited browsers) and it will be archived for a year. And the three month series will be $995/company license. The other three webcasts:
 
	 
	Geoff Smart (People) January 21 noon -- 1:30pm ET -- author of bestseller Who: The "A" Method of Hiring

	 
	 

	 
	Jeff Jarvi (Strategy) February 18, noon -- 1:30pm ET -- author of bestseller What Would Google Do?

	 
	 

	 
	Chip Heat (Execution) March 25, noon -- 1:30pm ET -- Stanford Prof and co-author of bestsellers Made to Stick and Switch: How to Change Things When Change is Hard which will be released Feb 16, 2010


Monthly Web-Based Education -- schedule it now for 2010 and "...keep your management team great."

MOVED TO VEGAS -- Sales and Marketing Summit, April 20 -- 22, we landed Tony Hsieh, CEO of Zappos, as a keynoter. And the Gazelles 22 participating executives will have a private tour of Zappos Headquarters, which is in Henderson, NV, so we moved the event to Vegas. The rest of the faculty is set as well -- here's a link for a sneak peak. On Thursday, April 22 (since there are limited flights out Wed night) there will again be three half-day workshops including one led by Eric Keiles and Mike Lieberman, authors of my favorite "how to" marketing book Reality Marketing Revolution.

Aaron Patzer Story -- from Brad Smart's "Topgrading Tip" (to listen to this Topgrading Tip, click here)

This short case study is amazing, the title is not hyped, and the case study has some great lessons for all managers.

Meet Aaron Patzer, founder of Mint.com, and a 28-year old who just sold his company to Intuit for a cool $170 million. I read that he attributed some of his success to using Topgrading methods. So I called Aaron, and here's a brief version of his story ...

Aaron grew up in Indiana, got into computers at age six, paid for school by designing websites starting at age 16, graduated Duke in computer sciences and electrical engineering, dropped out of a Ph.D. program at Princeton, and received a MSEE instead.

He joined IBM, got three patents on Play Station and quit because IBM seemed to promote people on the basis of seniority and Aaron guessed he would not have a fun job for more than a decade. He joined a start up, wrote code and soon he was interviewing candidates on the phone.

With about a 600 IQ, Aaron wasn't satisfied with his interviewing skills, and he picked up my big, fat book, Topgrading: How Companies Win by Hiring, Coaching, and Keeping the Best People. I suspect he memorized the book and particularly the Topgrading Interview Guide. He asked the questions about education years and then investigated a person's career by asking about - for EVERY job - successes, failures, bosses ("I figured if a candidate's last 3 bosses were jerks, I'd be one to hire him."), boss appraisals, and reasons for leaving. Aaron "got it," the power of gleaning patterns and the importance of asking "why?" 1,000 times. He used the TORC (Threat of Reference Check) Technique and asked finalists to arrange reference calls with past bosses.

Aaron says Topgrading is the best business book he's read, although he says the first part included name dropping with famous Topgraders, and too much "selling" of Topgrading. He instructs his managers to go to Chapter 11 for the practical advice (which today is available in a much more exciting tool, the Topgrading Workbook - click here). And I suggested that his managers read Chapter 12, the legalities of hiring, written by the largest employment law firm in the US and written to keep managers out of a minimum security prison.

Back to his success story - at age 25, Aaron was working 75 hours per week and frustrated with the additional hours necessary to manage his personal finances using Money or Quicken. The bolt of lightning struck - he'd create the best personal finance software.

So he did it, he launched Mint.com, with occasional self doubts. After all, he was attacking Microsoft and Intuit with no business experience, no leadership experience, no knowledge of Java web services, and by the way - no money. Ahh, but he already knew how to hire A players.

Google Mint.com to see details of his business, videos of how someone can enter a few super secure credit card and bank accounts in 6 minutes and immediately begin saving money and time. And it's free. 

So, at 26 years of age Aaron started hiring people for Mint.com and now he has 40 employees. When he sold Mint.com to Intuit, the company made him head of their personal finance division, so there will be a lot more opportunities to Topgrade.

How did he Topgrade Mint.com? He used the Topgrading hiring methods, with a few tweaks to really, really zero in to be sure he wouldn't make a mistake. For example, he asks engineers general questions about their methods to determine if they are so customer service oriented that they sit with users and note any frustration.

And what is his track record? Four mis-hires out of 40. Not bad! A couple of others quit for good reasons - a dad died and another one of Aaron's employees returned to Asia to take over the family business. Looks like a 90% success record, with successful hires not just "okay," but true high performers. 

Aaron Patzer makes assembling a team of outstanding performers look easy. He didn't happen to mention one small factor that actually does make Topgrading "easy" - he's clearly an A player!

Recommended Resource: The "Cliff Notes" for Topgrading is the 176-page Topgrading Workbook, a bit shorter than my 650-page tome! The Topgrading Workbook explains each of the crucial Topgrading steps, and then presents the fun, illuminating exercises that teach how to do it. Those are the same exercises we use in our Topgrading workshops. For more information or to purchase, click here.

EDUCATION:
Growth Series Webcasts
PEOPLE -- Geoff Smart - 21 Jan '10
STRATEGY -- Jeff Jarvis - 18 Feb '10
EXECUTION -- Chip Heath - 25 Mar '10

Sales and Marketing Summit 

Sales and Marketing Summit
April 20 - 22, 2010
Growth Workshops - Four Decisions: SuperGreen™ Execution

Spring 2010

Jan 21 - Richmond
Jan 26 - Miami
Feb 16 - San Francisco
Mar 2 - Atlanta
May 25 - Houston
Sep 23 - New York City
Oct 7 - Portland

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

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 

