Thu, 05 Jan 2006

Mark Gordon, Jimmy Calano, Randy Cohen, Best Holiday Card -- Happy New Year!
"...keeping you great" insights from the Growth Guy
HEADLINES:  Happy New Year!

Mark Gordon built four high-growth companies 
over the past 20 years.  He always considered 
himself a self-motivated, high achiever.  However, 
last year he chucked it all in, moved his family to 
Florida, and became a deep sea treasure hunter, 
joining his good friend Greg Stemm at Odyssey 
Marine Exploration (www.shipwreck.net).  He's 
living a life dream and couldn't be happier.

Mark credits reading Jimmy Calano's new book 
"Make Your Move" with the extra motivation to 
make this life change, particularly the chapter entitled 
"Dusting Off Your Dreams."  A quick read and full 
of practical insights, Mark noted in his December 29 
posting on Amazon "I highly recommend that you 
read this book before you draft your New Year's 
Resolutions!!!"

How's life working for you?  If you've hit a lull, 
grown complacent, or are grappling with a setback 
that's throwing you completely off track (or someone 
you know), grab a copy of Jimmy's book.  One of 
the founding board members of YEO and now a 
YPOer, Jimmy built the world's largest self-help 
seminar company, CareerTrack, and then sold it for a 
huge sum, retiring at age 38 -- and he's remained 
"retired" for the past decade.  Below are some 
insightful excerpts under DETAILS.

Speaking of lifetime experiences, I'm experimenting 
with having a sponsor for these Insights (welcome your 
feedback) -- Randy Cohen, CEO of TicketCity, 
stepped up and is supporting the Insights for January.  
His first offer fits this "Make Your Move" theme.

Sponsor ---------------------------------------------
"Looking for a once in a lifetime experience... Then 
don't miss this chance to attend the two most 
prestigious events in sports.  TicketCity.com is the 
best source to buy tickets for the 2006 Masters Golf 
Tournament and the 2006 Kentucky Derby.  The 
Masters is played in Augusta, Georgia this April.  
And the Kentucky Derby is run at Churchill Downs 
in Louisville, Kentucky this May.  Whether you go to 
enjoy the event, to network, to bet, or to woo 
perspective clients -- you will not be disappointed.  
And you will leave these events with a lifetime full 
of memories.  And get your tickets from the most 
reliable source, TicketCity.com -- online or by 
calling 1-800-SOLD-OUT."
------------------------------------------------------

My favorite holiday card message came from MIT 
professor Dr. Bill Isaacs and his team at Dialogos "In 
my dream, the angel shrugged and said if we fail this 
time it will be a failure of imagination and then she 
placed the world gently in the palm of my hand."  
Written by Brian Andreas and StoryPeople.  

The world and your future are in the palm of your 
hand.  Fire up your imagination and make 2006 the 
best year of your life.

EDUCATION:
March 16 -- Interested in some spring skiing in 
Colorado?  "Topgrading with Geoff Smart" 
one-day workshop March 16, Denver Colorado 
(how to hire "A" players)

April 4 -- 5 "Sales and Sales Force 
Management" with Neil Rackham, famous 
researcher and author of SPIN Selling and 
Rethinking the Sales Force.  Co-taught by 
Verne Harnish.  Washington, DC.

May 4 -- "Eureka Ranch with Doug Hall" -- a 
rare chance to spend a day with the guru of innovation 
at his unique facility in Cincinnati  -- an opportunity 
to literally fire up your imagination!

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

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

Great Game of Business with Jack Stack
Springfield, MO

2006:
January 24-25
April 25-26
May 20-21
June 20-21
September 26-27
October 24-25
November 14-15

2007:
January 9-10, 2007

DETAILS:
· For over two decades, Jimmy Calano had a 
hand in educating 10 million people on four 
continents. As CEO of the international training 
company CareerTrack, he continually helped 
people take initiative and actualize their 
potential, both inside and outside the 
workplace.

· In "Make Your Move", Jimmy distills his 
thoughts on how to create more and deeper 
fulfillments in life. Whether you're 26 or 62, if 
you are not satisfied with the direction your 
professional or personal life has taken, there's 
always time to take action, and this book will 
show you how.

· You'll quickly discover ways to move forward 
with these compelling chapters:

1. Harvesting Your Bonus Decade--no 
matter your age, exploit the "extra 10" 

2.  Making Your Days Count--you have 
a finite number, so add meaning to each 
one 

3. Triumphing over Procrastination--
win a fight you can't afford to lose 

4. Making Things Happen--take 
charge, set the pace, and pioneer 
progress 

5. Dusting Off Your Dreams--drive 
your destiny by renewing aspirations 

6.  Nourishing Your Mind--incorporate 
continuous learning into your daily life 

7. Rising above the Mean--move 
beyond mediocrity and stand apart 

8.  Dealing with Disappointment--
rebound from setbacks and move on 

· Jimmy believes prosperity is too possible, 
and life too short, to let your talents and 
unrealized ambitions languish. He uses an 
inviting style and easy-to-assimilate wisdom 
to give you the skills--and the inspiration--
to do more with your life.

· Best of luck in 2006

Thu, 12 Jan 2006

Matt Hogan's Sales Tip; Corporate Wall Art; Rate Your Discipline

"...keeping you great" Insights from the Growth Guy
HEADLINES:
Sales management tip for the week, but first...

Rate your discipline!  At the beginning of each quarter I encourage (beg) each of you to take 15 minutes and review the "Rockefeller Habits Checklist" of ten disciplines/habits critical to running a smooth operation.  Pick two areas to focus on initiating or fine-turning this quarter.  Here's a link to the complete Checklist.  Under DETAILS below is the quick summary of the ten habits.

Save 55 hours per week of time.  You can still be financially successful without any of the disciplines in place if you've nailed your strategy.  However, poor execution eats up a great deal of time.  Alan Rudy, CEO of IntoGreat and former CEO of ExpressMed (subject of Chapter 2 in my book), said it best.  "Before implementing the Checklist of habits, it took me literally 70 hours/week to run the business.  After implementing, the time was reduced to 10 to 15 hours/week." 

If dealing with internal issues seems to be taking up too much of your time vs. the time you know you need to be spending in more customer and market-facing activities, then take a serious look at the ten disciplines.  The right strategy makes you money; the right execution saves you time.

Sponsor------------------------------------------------------------------------
"Looking for a once in a lifetime experience...   Then don't miss this chance to attend the two most prestigious events in sports.  TicketCity.com is the best source to buy tickets for the 2006 Masters Golf Tournament and the 2006 Kentucky Derby.  The Masters is played in Augusta, Georgia this April.  And the Kentucky Derby is run at Churchill Downs in Louisville, Kentucky this May.  Whether you go to enjoy the event, to network, to bet, or to woo perspective clients -- you will not be disappointed.  And you will leave these events with a lifetime full of memories.  And get your tickets from the most reliable source, www.TicketCity.com -- online or by calling 1-800-SOLD-OUT."
---------------------------------------------------------------------------------

Turn your Corporate Vision into wall art.  Start the year right and get your Core Values, Purpose, BHAG, Brand Promises, Priorities, etc. up big on the wall (just like they do all over Dell).  To make it easier (and after much coaxing), one of our coaches, Erik Darmstetter created a website to make it easy to get large sets for common areas and small sets for every single office.  Check out www.graphicalignment.com -- and readers of this insight get 10% off the prices listed by simply putting "Gazelles discount" anywhere on the order form.  Erik, thanks for making this easy to get our Visions up on the wall!

This sales tip comes from Matt Hogan with Objective Management, the top sales organization assessment firm in the world. "Have a sales person role play a sale but let them be the buyer.  The first thing out of their mouth is the objection they fear the most!  Now you know how to coach them."  Brilliant, Matt.

EDUCATION:
March 16 -- Interested in some spring skiing in 
Colorado?  "Topgrading with Geoff Smart" 
one-day workshop March 16, Denver Colorado 
(how to hire "A" players)

April 4 -- 5 "Sales and Sales Force 
Management" with Neil Rackham, famous 
researcher and author of SPIN Selling and 
Rethinking the Sales Force.  Co-taught by 
Verne Harnish.  Washington, DC.

May 4 -- "Eureka Ranch with Doug Hall" -- a 
rare chance to spend a day with the guru of innovation 
at his unique facility in Cincinnati  -- an opportunity 
to literally fire up your imagination!

Great Game of Business with Jack Stack
Springfield, MO
2006:
January 24-25
April 25-26
May 20-21
June 20-21
September 26-27
October 24-25
November 14-15

2007:
January 9-10, 2007

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

DETAILS:
Here's a summary of the ten disciplines -- Click this link for a  more detailed list:  

· Everyone aligned with #1 thing that needs to be accomplished this quarter to move company forward 

· Communication rhythm is established.  Information moves through organization accurately and quickly 

· Every facet of the organization has a person assigned with accountability for ensuring goals are met 

· Ongoing employee feedback and input is systematized to remove obstacles and identify opportunities 

· Reporting and analysis of Customer Feedback data is as frequent and accurate as financial data 

· Core ideologies are "alive" in the organization 

· Clear understanding of the firm's market position drives strategic planning and sales and marketing 

· All employees can report at any time what their productivity is and how it compares against goals 

· A "situation room" is established for the weekly executive team meeting 

· As goes the Executive Team goes the rest of the firm

Fri, 20 Jan 2006

Yahoo!, Foul Play, Branding, and Private Company Index

"...keeping you great" 10 minutes with The Growth Guy
HEADLINES:
March 16 is one of two "Topgrading with Geoff Smart" workshops Gazelles is hosting in 2006, Denver, Colorado -- and get in some great spring skiing afterwards.  If you want to dramatically increase your hiring success rate attend this workshop.

250 quality applicants for his #2 position! Michael Mahoney, CEO of Reston, VA-based Brittenford Systems, Inc., created a 14 step process for recruiting and selecting A players based on Topgrading.  DETAILS below including the ad he used to attract this many quality applicants for his #2 position -- and how he "got his man!"

What a thrill to meet Jerry Yang, co-founder of Yahoo!, yesterday.  I was honored to be the "Distinguished Lecture Series" speaker for their top 150 executives in San Jose.  With revenue growth of 83% last year, they remain a high growth "gazelle" committed to learning.  And it should give you comfort to know they wrestle with the same issues all growth companies face, just with a few extra zero's added to the challenges

Speaking of growth, the Private Company Index closed 2005 with an annualized 25.1% growth rate, outstripping the Public Markets by 322%.  For Private Company Index December results and highlights go to www.privatecompanyindex.com  I encourage you to add your company to the list -- its great exposure (Gazelles is one of the companies reporting our revenues anonymously) and an important new index for our economy

WARNING:  If you suspect an employee of foul play, it is a BAD idea to take a quick look through their e-mail outbox for proof, notes Paul Lewis, CEO of PG Lewis & Associates, the DATA FORENSICS Company.  Doing so will irreparably damage the evidence and may make it inadmissible in court.  Business owners need to understand this growing risk and what to do if they think a current employee is up to no good.  Here's a link to a more extensive article Paul wrote on the subject -- pass it along to your HR people

Sponsor------------------------------------------------------------------------
"Looking for a once in a lifetime experience...   Then don't miss this chance to attend the two most prestigious events in sports.  TicketCity.com is the best source to buy tickets for the 2006 Masters Golf Tournament and the 2006 Kentucky Derby.  The Masters is played in Augusta, Georgia this April.  And the Kentucky Derby is run at Churchill Downs in Louisville, Kentucky this May.  Whether you go to enjoy the event, to network, to bet, or to woo perspective clients -- you will not be disappointed.  And you will leave these events with a lifetime full of memories.  And get your tickets from the most reliable source, www.TicketCity.com -- online or by calling 1-800-SOLD-OUT."
---------------------------------------------------------------------------------

What one or two words do you want to own in the minds of your market.  This was a question we wrestled with yesterday at Yahoo!  Note how Paul Lewis has grabbed the words "Data Forensics" which he highlights in all caps in his emails and other communications.  This and your Brand Promise are the two most important strategic decisions you make -- and sometimes they are the same

The Rockefeller Habits Checklist was also reviewed by the executives of Yahoo! -- did you take 15 minutes this past week and "rate your discipline?"  Dan Rosensweig, COO of Yahoo!, identified the two areas on the checklist he's meeting with his team today to drive down next through the organization.  Have you picked your two?  Here's a link, again, to the list.  It's important

EDUCATION:
Los Angeles "Rockefeller Habits" workshop March 15 -- 16, just added as a result of my presentation to the Malibu YPO chapter this week.  Room for three additional companies.

March 16 -- Interested in some spring skiing in 
Colorado?  "Topgrading with Geoff Smart" 
one-day workshop March 16, Denver Colorado 
(how to hire "A" players)

April 4 -- 5 "Sales and Sales Force 
Management" with Neil Rackham, famous 
researcher and author of SPIN Selling and 
Rethinking the Sales Force.  Co-taught by 
Verne Harnish.  Washington, DC.

May 4 -- "Eureka Ranch with Doug Hall" -- a 
rare chance to spend a day with the guru of innovation 
at his unique facility in Cincinnati  -- an opportunity 
to literally fire up your imagination!

Rockefeller Habits Workshops 2006
Feb 15-16 Auckland, New Zealand
Feb 20-21 Sydney, Australia
Feb 22 Brisbane, Australia
Mar. 15-16 Los Angeles, CA
Mar. 22-23 Dublin, Ireland
Apr. 20-21 Kuala Lumpur, Malaysia
May 9-10 Detroit, MI
June 7-8 Washington, DC

Great Game of Business with Jack Stack
Springfield, MO
2006:
January 24-25
April 25-26
May 20-21
June 20-21
September 26-27
October 24-25
November 14-15

2007:
January 9-10, 2007

DETAILS:
Invest five minutes to read the following article - it will save you hundreds of hours of headaches helping you avoid hiring the wrong people:

Bulletproof Process for Recruiting and Hiring A Players
By Verne Harnish

"We got our man!" exclaims Michael Mahoney, CEO of Reston, VA-based Brittenford Systems, Inc., a firm providing systems for accounting, budgeting, forecasting, and business intelligence. "By applying more rigors to the hiring process we not only attracted over 250 quality resumes for our latest position (Mahoney's #2 to help run the company), we have found everyone is more confident throughout the process and our hiring success rate has improved dramatically."  

After several painful and costly miss-hires, Mahoney, like many CEOs of growing firms, knew he had to finally get serious about getting the hiring process right (detailed below).  The stark reality is the average executive selects the right person only 25% of the time.  Most leaders would be better off throwing a dart at a list of candidates than waste time with the standard "feel good" interview selection process used by most executives of growth firms.

Even more challenging is attracting quality candidates to apply in the first place.  It's impossible to choose "A" players if they're not sending in their resumes!  Mahoney knew he had to increase both the number and quality of the resumes his firm attracts when recruiting for a particular position.  The key is selling the vision of the company and recruiting in non-traditional ways.
And the employment market is tightening back up.  A recent survey by the National Association of Manufacturers and Deloitte Consulting found that more than half of manufacturers said 10 percent or more of their positions are empty for lack of the right candidates. In addition, 81 percent face "moderate" or "severe" shortages of qualified workers. The survey questioned 815 U.S. companies of varying sizes. 
"Perhaps most importantly, we discovered that the process itself is a great sales tool," notes Mahoney.  "Candidates, who often have little information upon which to measure prospective employers, extrapolate a great deal from our hiring process, seeing it as the mark of a great place to work and a challenge to which they respond positively."

TOPGRADING

Mahoney revamped his hiring process based on the best-selling book Topgrading: How Leading Companies Win by Hiring, Coaching, and Keeping the Best People by Brad Smart.  He also utilized Smart's new interactive DVD-based ToolKit co-created with son Geoff Smart (available at www.topgradingonline.com) to train his management team on the rigorous Topgrading process.  Giving Mahoney confidence in the process was the fact that Brad Smart has been the guru of employee selection for over 35 years, starting with his breakthrough book entitled the Smart Interviewer.  Smart's books have remained the number 1 best-sellers in the category of employee selection ever since.

Smart was also hired by Jack Welch in the early ?80s to put in the management evaluation and selection process at GE.  Still used today, Welch considered the selection process at GE to be one of the three most important keys to GE's sustained success over the last couple decades.  Larry Bossidy, the famed Chairman of Allied Signal and best-selling author of Execution: The Discipline of Getting Things Done followed suit and installed the Topgrading process inside his company.  

Noted Bossidy on the cover of both the book and DVD series "Topgrading is the definitive manual for becoming an A player and for recognizing those traits in others."  Raymond Roberts, CEO of Cairo Corporation, a $10 million provider of IT services to the U.S. Government and recent convert to the Topgrading process using the DVD series, further noted that "though you'll need to spend 4-5 hours in a CIDS interview and it's a lot of work up-front, what's a few hours now versus 1000 hours of wrapping management around a C-player, paying their salary, getting no results for the job they were hired to do and frustrating the crap out of you as the alternative.  Whatever the cost of a C-player, it sure is a lot more than the 4-10 hours of time to ferret out that fact from the beginning."

What follows is a recap of the process Mahoney has created and implemented within Brittenford Systems:
 
Step 1:  A detailed job Scorecard defining the performance objectives for the position is created using the Scorecard format outlined in Topgrading (the DVD includes an interactive Scorecard Wizard for creating the form).  The Scorecard includes a listing of the company's Core Values, the competencies for the specific position, and a listing of the results you need the person to achieve.  It's this last item that is often missing from the typical job description used in most hiring processes.

Step 2:  Using Predictive Index (PI), a specific personality profile is developed and used in the early screening process. 

Step 3:  A detailed job ad is then created incorporating the information from Steps 1 and 2.  The opening paragraph asks questions drawn from the ideal PI we are seeking, and should attract or repel candidates accordingly.  The job ad also includes a summary of the performance Scorecard.  Key core values are generally woven into the ad.  Anyone responding should know exactly what the job requires and whether they are a reasonable fit.  A sample ad and the process for recruiting candidates are outlined at the end of this article.

Step 4:  A list of  phone screen and interview questions are created, drawing from the competency questions outlined in the Topgrading book, the standard four questions the Smart's recommend in a typical screening interview plus a few Mahoney's team have created on their own. 

Step 5:  Once resumes start pouring in from the recruiting process an online behavioral personality survey is administered for select candidates.  They compare survey results and resumes versus the profiles from the first four steps.  This phase screens out 70% of candidates.

Step 6:  A screening interview (10 to 20 minutes) is conducted over the phone using questions from Step 4.  For successful candidates, we lay out the rest of the interviewing process. This step weeds out another 15% of candidates.

Step 7:  An individual office interview (60 to 90 minutes) is conducted with the hiring manager.  This weeds out another 10% of candidates.

Step 8: Team office interviews (2/3 day) consisting of a series of 30 to 45 minute one-on-one interviews with 4 to 6 stakeholders for the position are held.  We assign each person a competency to evaluate (e.g. business development or operations management).  The idea is to avoid a series of shallow, repetitive interviews ("So, tell me about yourself.") and instead enables us to assemble a deep profile based on the compilation of several deep, competency-specific interviews.  We also review the job Scorecard with the candidate.  This step weeds out another 2-3% of candidates, leaving us with 2-3% of the original pool.

Step 9:  A Topgrading CIDS office interview (2.5 hours) is held with each of the finalists.  Mahoney notes that the new Topgrading DVD has been invaluable for prepping  his team for these crucial interviews.

Step 10:  At least five reference checks are conducted for each finalist.  These references are extracted from the CIDS interview process using the TORC (Threat of Reference Check approach) and the actual calls to the references are scripted according to the Topgrading process.

Step 11:  A "homework assignment" related to the position is given to each finalist.  The idea is to get a sense for whether the person is a self-starter, and whether they are willing to roll up their sleeves and work for the job. For Brittenford's sales reps, they ask for a written personal plan for their first 30/60/90 days.  For their managing director position, they asked finalists to complete the primary components of the Gazelles' One-Page Strategic Plan.  They gave the candidate a blank One-Page Plan template and the "how to complete" instructions.  Mahoney's team fills in the core values and rules and asks the candidate to complete the rest of the Plan for the group they'll be leading as MD.  This might sound like overkill but it does several things.  This step surfaces expectations gaps - are they generally aligned on where Brittenford is going?  Have they been listening?  Do they have original ideas to contribute?  It also tells Mahoney whether the candidate is able to ask good, challenging questions in order to complete the assignment. 

Step 12:  Background Check -- credit, criminal history, etc.  This costs under $100 and is inexpensive insurance to uncover any potential problems.

Step 13:  A decision and offer are made.  Clearly if a candidate makes it through this process its worth paying them appropriately to entice them to join the firm.

Step 14:  First-Day Drug Screening -- oral swab, non-invasive, can be done in our office, and costs $25

RECRUITING A PLAYERS

His latest search was probably his most critical -- hiring the right #2 for his company. "The ad was very effective" shares Mahoney. "I received about 250 resumes, including a large number of highly-qualified candidates from Accenture, Oracle, Bearingpoint, etc.  The ad is a bit different and had exactly the intended effect of giving me higher quality candidates who are very attracted to the position."

Here's the ad:


Managing Director, Business Intelligence Systems
For the versatile, experienced leader who answers "yes" to all of these questions, this is the opportunity for you.  You will be accountable for all aspects of growing and managing an established custom software development practice group within a recognized, successful firm.  You will report directly to and work closely with the CEO of Brittenford Systems, a Microsoft Gold Certified Partner that was named by Inc. Magazine as one of the 500 fastest growing privately held companies in the nation and by Accounting Technology as one of the USA's Top 100 VARs.  This position requires little or no travel.

This is a unique opportunity to scale a proven, winning software solution and business model to a position of dominance within a stable, clearly-defined prospect base in need of a solution.  You will be measured against performance in the following areas:

· Leadership 
Conceiving, defining and communicating a clear vision to align the practice around broader corporate goals; creating positive motivational energy while driving towards goals and results.

· Business Development and Marketing
Prospecting for new clients and within existing clients at an executive level;  developing marketing strategies and product demonstrations; defining statements of work and negotiating contracts; creating white papers; networking at a senior level and public speaking at industry events.

· Consultant Management 
Recruiting, managing, and developing consultants; defining and promoting best practices methodology for services delivery.

· Product Management 
Creating a documented framework for our product and services offerings; modularizing and productizing our core solution to drive delivery repeatability, business model scalability, and sales and marketing.

· Operations Management
Stewarding a $2M+ annual budget,   managing third party vendor relationships, and providing pro active, insightful communications with client accounts, vendors, and the company leadership team.

Your ability to perform and deliver will be rewarded with a generous compensation plan and outstanding benefits package.

Brittenford System's products and services help companies accelerate business decisions.  The company's deep understanding of systems for accounting, budgeting and forecasting, business intelligence has made it the solution provider of choice for government contractors, professional services firms, and non-profits.  We are located in the heart of Washington DC's high-tech corridor in Reston, VA.  Founded in 1997, we serve over 150 active Washington, DC metro-area clients with a growing team of 20+ professionals.  Our 2005 revenues will exceed $4M, with a 50%+ annual growth rate.  Our superior solutions and solid business plan are driving our growth and need for strong professionals to complement our leadership team.

The successful candidate for this position will have a minimum of ten years' progressive experience and demonstrated success in the areas of practice management, engagement management, account management, product management, business development, software engineering, and team leadership.  The successful candidate will also be able to multi-task, learn quickly, adapt to change, communicate effectively, and provide thought leadership.  

A strong technical foundation, particularly with ERP systems, business intelligence software and a .Net development environment, is a must.  A passion for learning and growth are essential.  Knowledge of the government contracting industry, including business issues, companies and people, are desirable, as is demonstrated experience with public speaking, networking, and relationship building.  

If you have what it takes to contribute to this winning team, contact us at careers@brittenford.com.  We look forward to meeting you.

And what did Mahoney learn:

· While job boards are great, circulating a good job ad to your personal network is just as valuable if not more.

· A small company with a good story is much more appealing to senior folks than I realized.  We really can hire top notch folks if we aim for them.

· Our rigorous and structured interview process is itself a great selling tool.  I tell candidates up front they need to be willing to go through it, and the top candidates are turned on by the challenge and respect our selectivity.  It's amazing to me how many of them say most companies they interview with make the decision on one or two short and loosely structured office visits.

As for the results from this latest critical search, Mahoney notes "The process was absolutely, undeniably a success.  The objectives of the process were to quickly filter through candidates, and raise the probability of success for the one we chose.  To that end, the process worked exceptionally well."  

"Is the candidate a success?" questions Mahoney.  "I am so jaded by my past mistakes that I have to withhold judgment until he's had time to deliver the goods.  I don't mean to hedge.  So far, he's doing very well (in his first three months) and he has my confidence. But here's the good news:  He is exactly what I expected him to be.  By the time we made the decision, I knew him like his mother knows him.  So while I knew his strengths, I also knew his weaknesses and was prepared to adjust accordingly.  One of my past mistakes was that I was ?surprised' after hiring someone.  No surprises here; we know him and he knows us.  THAT alone is cause for a small celebration in my book." 

Thu, 26 Jan 2006

Stop Doing This, Save a Buck, Container Store, Tuesdays with Morrie

"...keeping you great" 10 minutes with The Growth Guy
HEADLINES:
The Container Store rose back up to #6 on the 100 Best Companies to Work For list.  My favorite on the top 10 list because they are a relatively small company (36 locations) and remain privately held -- here's a link to the list and articles for ideas to make your company an employee magnet http://money.cnn.com/magazines/fortune/bestcompanies/
What are you going to "stop doing" in 2006?  More important than your annual "to do" list, this is a much, much tougher decision, which is why it's worth making!  It's easy to make a list of 75 things you need to accomplish this coming year, but what are the three you're going to eliminate?   Complete "Stop Doing" column under DETAILS -- make this a topic of your next weekly meeting

Or a perfect topic for your next Monthly Meeting -- pull together your broader management team for a few hours (I hope you've initiated this critical meeting as a way to pass down your DNA to the next level and focus on 12 big topics in 2006) and have everyone make a list of "stop doings" for 2006  

Stop paying for 411 calls.  This is Gazelles' "stop doing" this week (we try and pick something each week to stop).  Phone companies charge $1.00 or more for 411/information calls. When you need to use 411, simply dial 1 800 FREE 411 or 1-800-373-3411 without incurring a charge at all except for the minutes required to make the call if you are using a cell phone. Program this number into your cell. 

Sponsor ------------------------------------------------------------
"Looking for a once in a lifetime experience...   Then don't miss this chance to attend the two most prestigious events in sports.  TicketCity.com is the best source to buy tickets for the 2006 Masters Golf Tournament and the 2006 Kentucky Derby.  The Masters is played in Augusta, Georgia this April.  And the Kentucky Derby is run at Churchill Downs in Louisville, Kentucky this May.  Whether you go to enjoy the event, to network, to bet, or to woo perspective clients -- you will not be disappointed.  And you will leave these events with a lifetime full of memories.  And get your tickets from the most reliable source, TicketCity.com -- online or by calling 1-800-SOLD-OUT."
----------------------------------------------------------------------

Stop unprofitable activities -- do you have sufficient accounting?  Is your accounting department staffed sufficiently to provide you detailed profit and loss information for each individual customer, product line, territory, sales person, and project?  Above $3 million in revenue you need this kind of accounting granularity weekly to make good decisions about what to start and stop doing in 2006

Tuesdays with Morrie remains a top selling book (lots of "stop doing" lessons).   To celebrate 2005 the Gazelles team and their spouses went to see this touring show last night at the Warner Theatre (our idea of a wild time!)  

When Mitch asked Morrie what he would come back as if reincarnated, Morrie replied, "A gazelle."  We agree!!


EDUCATION:
Los Angeles "Rockefeller Habits" workshop March 15 -- 16, just added as a result of my presentation to the Malibu YPO chapter this week.  Room for three additional companies.

March 16 -- Interested in some spring skiing in 
Colorado?  "Topgrading with Geoff Smart" 
one-day workshop March 16, Denver Colorado 
(how to hire "A" players)

April 4 -- 5 "Sales and Sales Force 
Management" with Neil Rackham, famous 
researcher and author of SPIN Selling and 
Rethinking the Sales Force.  Co-taught by 
Verne Harnish.  Washington, DC.

May 4 -- "Eureka Ranch with Doug Hall" -- a 
rare chance to spend a day with the guru of innovation 
at his unique facility in Cincinnati  -- an opportunity 
to literally fire up your imagination!

Rockefeller Habits Workshops 2006
Feb 15-16 Auckland, New Zealand
Feb 20-21 Sydney, Australia
Feb 22 Brisbane, Australia
Mar. 15-16 Los Angeles, CA
Mar. 22-23 Dublin, Ireland
Apr. 20-21 Kuala Lumpur, Malaysia
May 9-10 Detroit, MI
June 7-8 Washington, DC

Great Game of Business with Jack Stack
Springfield, MO
2006:
January 24-25
April 25-26
May 20-21
June 20-21
September 26-27
October 24-25
November 14-15

2007:
January 9-10, 2007

DETAILS:
"Stop Doing This!"
by Verne Harnish
The "Growth Guy"

What are you going to "stop doing" in 2006?  More important than your annual "to do" list is a list of what you're going to stop doing.  And I admit, this is a much, much tougher decision, which is why it's worth making!  It's easy to make a list of 75 things you need to accomplish this coming year, but what are the five you're going to eliminate.

New Years Day five years ago I decided to stop a $2 million piece of our business which impacted a lot of our affiliates and customers.  It wasn't an easy decision.  And though it cut my revenues in half, it freed us up to pursue much more lucrative opportunities which by 2005 allowed us to almost double our revenues and triple our profitability over 2004.  It's hard to start something new if you don't stop something else. 

So take out a piece of paper and make the tough decisions (and send out an email to your team to solicit their thoughts).  What products and services should you stop supporting?  What underperforming offices should you shutter?  What customers should you politely send to your competition?  Which associate(s) on your team made 2005 less than fun and should have their "future(s) freed up?"  

One client a few years ago even decided to stop their entire firm.  The executives looked around the table at the talent they possessed vs. the results they were achieving and realized they had built a dumb business with no viable economic model moving forward.  Surely they could build something better if they jettisoned the preverbal boat anchor around their collective necks.  They did and Mike and his team are in a much better situation today.

And it's an equally important question to ask personally.  Make a list of those parts of your job that weigh you down energy- and time-wise and figure out how to delegate, eliminate, or outsource to someone else.   Pick one thing right now.

This past year my team integrated this exercise into our weekly meeting agenda.  We attempt each week to identify one thing we should stop doing that will make the company run smoother and our jobs easier.  As I'm writing this, we decided this morning to stop dealing with a certain supplier and find a replacement.  

David Rich, CEO of ICC/Decisions Services, a leader in mystery shopper programs, took an entire quarter and had his headquarters team of fourteen focus on activities they could stop doing.  Within ninety days they found 160 hours/week of work they were able to eliminate.  That's the equivalent of four full time positions (ten if this were a French firm!) for an almost 30% boost in capacity.  And along the way they found $8k per month in bottom line expense savings.  One big "stop doing" was an extensive report they generated everyday which they found no one needed.

Interestingly, the best test that you have a viable strategy (viable being the key word) is that you and your firm says "no" more than "yes."  The best example is Southwest Airlines.  With a market cap bigger than all the other U.S. airlines combined, they only serve 69 locations.  They've been extremely selective in their expansion plans over the 35 years they've operated, saying no to Denver twenty years ago before finally deciding to reenter the market in 2006.

Unless your firm is less than five years old, in which case you need to say "yes" to everything and everyone you can, its time to start saying "no" more often.  Once you realize, as the leader of your firm, that saying no is one of the most important aspects of your job, you'll be much better off.  The same for your role as a parent, but I'll save that conversation for another time!  

Fri, 03 Feb 2006

Subway's BHAG -- did they make it! Ride for Peace; Cognac's Brand Promise

"...keeping you great" 10 minutes with The Growth Guy
HEADLINES:
How close did Subway get to its 2005 BHAG (Big Hairy Audacious Goal)?  In 1995 Fred Deluca set a goal to go from $.25/person/week in the U.S. to $.50.  I checked in with Fred this week to get an update and the answer is...DETAILS below.  And he shared his next goal as well.

Relentless Repeatability -- flawless execution summarized in one phrase.  And repeatability creates trust.  Pick a Brand Promise and relentlessly deliver on your promise -- that's all it takes to build long term value!  Dr. James Alexander, the guru of "professional service organizations" puts out an e-newsletter appropriately entitled PSO Insights.  He covered this topic yesterday -- a perfect theme for 2006 if you're still searching for one! 

Communicate anything in ten minutes!  Guaranteed!  Now that's a Brand Promise that gets your attention and it's the promise made by Cognac, a UK-based firm that attended my presentation in Dublin, Ireland.  Tom Ball is founder and CEO -- and check out their brilliant Giveathon -- http://www.cogn.ac/Cognac2.aspx?tabid=459.  Tom shared a simple tool he's using to dramatically improve his cash flow -- see DETAILS.

Motorcycle through the Middle East with his Majesty King Abdullah of Jordan.  Long time friend and serial entrepreneur, Joel Cohen, recently sold his latest venture and co-founded Rides for Peace.  Established to bring attention to world peace efforts, his first group ride is through Jordan, Israel, and Egypt this fall.  DETAILS below.

James Craig, CIO of DFD CornoyerHedrick, (cool website www.dfdch.com), noted in an email last week "the 6:45am daily exec meetings we have been having are great!  We really notice the difference in having that rhythm established.  We are passionate about implementing Mastering the Rockefeller Habits in our company."  Are you doing a daily huddle with your exec team?

EDUCATION:
Los Angeles "Rockefeller Habits" workshop March 15 -- 16, just added as a result of my presentation to the Malibu YPO chapter this week.  Room for three additional companies.

March 16 -- Interested in some spring skiing 
in Colorado?  "Topgrading with Geoff Smart" 
one-day workshop March 16, Denver 
Colorado (How to Hire "A" Players)

April 4 -- 5 "Sales and Sales Force 
Management" with Neil Rackham, famous 
researcher and author of SPIN Selling and 
Rethinking the Sales Force.  Co-taught by 
Verne Harnish.  Washington, DC.

May 4 -- "Eureka Ranch with Doug Hall" -- a 
rare chance to spend a day with the guru of 
innovation at his unique facility in Cincinnati  
-- an opportunity to literally fire up your 
imagination!

Dell Benchmarking
Inside look at 2005's Most Admired Company

Rockefeller Habits Workshops 2006
Feb 15-16 Auckland, New Zealand
Feb 20-21 Sydney, Australia
Feb 22 Brisbane, Australia
Mar. 15-16 Los Angeles, CA
Mar. 22-23 Dublin, Ireland
Apr. 20-21 Kuala Lumpur, Malaysia
May 9-10 Detroit, MI
June 7-8 Washington, DC

Great Game of Business with Jack Stack
Springfield, MO
2006:
January 24-25
April 25-26
May 20-21
June 20-21
September 26-27
October 24-25
November 14-15

2007:
January 9-10, 2007

DETAILS:
Subway Details:

· Fred Deluca, founder of Subway (25,099 restaurants in 83 countries), knew he needed to change the strategic direction of the company in 1995 from solely focusing on growth from new stores to driving more business into his existing stores and appealing to a broader demographic. 

· In 1995 he set a 10 year goal to go from averaging $.25/week from every man, woman, and child in the U.S. to $.50.  At the beginning of 2005 I checked in and Subway was at $.41.  Many of you might recall how I noted that Fred had cleared his calendar and he and his organization were working harder than ever to make the last $.09. 

· So did they make it?  Fred emailed yesterday to let me know they had reached just above $.47!  And the 2010 goal is now $1.00.  Noted Fred, "By far, this may one of the most difficult goals that we've ever established, but we're up for the challenge."

Cognac Cash Details:

· Tom Ball sent this note "One tip from Ireland inspired me to move to "e-invoicing" - we now use www.blinksale.com for $6/month and can all issue/monitor/chase invoices!  Our cash flow has gone way-up and debtor days are down (alas we don't track) for pennies!" 

· Not appropriate for all businesses - but for low $ service firms it's perfect.  Thanks Tom.


Ride For Peace Details:

· A long time friend and serial entrepreneur, Joel Cohen, recently sold his latest venture and is now the co-founder and Executive Director of a 501(c)(3) organization; Rides For Peace, Inc. RFP has been established to bring attention to world peace efforts and raise money for charities that support victims of conflict. 

· High profile motorcycle rides will be the delivery "vehicle" for these efforts. Those of you that have participated on any group rides already know the formidable power of the human bonding potential of a group motorcycle ride. It is close to the benefits associated with your Forum participation. 

· Their first ride, through the Middle East in Oct.-November of 2006, is now in the implementation stages and will include his Majesty King Abdullah of Jordan and proceed through Jordan, Israel and Egypt on a 7 day magical excursion. 

· Please check out the details on their website at www.ridesforpeace.org and consider joining them or just supporting their efforts. You can contact Joel direct at 703-615-5951 for more details. 

Thu, 16 Feb 2006

101 Life List; Key to Controlling Your Industry; Squidoo and Blogs

"...keeping you great" 10 minutes with The Growth Guy
HEADLINES:
Whoever controls the INK in an industry controls the industry -- therefore, write a book, start a Blog, create a Squidoo page (as the expert in your industry), launch a column, start a Wiki -- and you can hire people to help you ghost write and create all these, but get out there in 2006!!!  Read on about Blogs and Squidoo.

101 Things to Accomplish in Your Life -- Ted Leonsis, Vice Chairman of AOL and founding board member of YEO, has a new Blog which includes his 101 "Life" List including #12 Pay off College Debts, #40 Own a Sports Franchise, and #86 Invent a Board Game.  Created in 1982, he updated in 1992 -- fun read http://ted.aol.com/ -- do you have a "Life" List?

Email is now "scheduled" at Affant Communication notes Gregory Keyes, CEO of this network security firm (www.affant.com).  And in today's Blog (http://ted.aol.com). Ted Leonsis discusses the challenges with managing email.  Turning over more of your email (like your regular mail) to your assistant and scheduling specific times to do it are critical to creating "white space" -- time to think!

Why do you need a Blog (think diary on the web that everyone can read -- it's all about communicating)?  You need one if popping high on search engines is important to your business.  And the guru of CEO Blogs is Debbie Weil www.BlogWriteForCEOs.com -- download her free "7 Tips to Write an Effective Business Blog" and/or just hire her (and her network of friends) to set one up for you -- less than $1000.  Plus her site lists several top CEO Blogs -- great way to see how CEOs are using them.

Create a Squidoo page NOW!  Seth Godin, the marketing genius of our time (Purple Cow, Permission Marketing, All Marketers are Liars) has launched a new site for Experts -- be the first Expert in your industry.  Instead of searching Google, search Squidoo and find someone who has 20 years of expertise on a subject and let them guide you to the appropriate resources.  Just now in Beta -- but jump in and be the "corrugated box" guru.

Here's my Blog featuring Subway's BHAG (Big Hairy Audacious Goal) - http://verneharnish.typepad.com/growthguy/2006/02/subways_2005_bh.html
Here's my Squidoo Page (http://www.squidoo.com/business_growth/) -- complete with links to help you with your People, Strategy, Execution, and Cash decisions -- a one-stop shop for resources -- would love your feedback.

EDUCATION:
Dell Benchmarking
Inside look at 2005's Most Admired Company

Los Angeles "Rockefeller Habits" workshop 
March 15 -- 16, just added as a result of my 
presentation to the Malibu YPO chapter this 
week.  Room for three additional companies.

March 16 -- Interested in some spring skiing 
in Colorado?  "Topgrading with Geoff Smart" 
one-day workshop March 16, Denver 
Colorado (How to Hire "A" Players)

April 4 -- 5 "Sales and Sales Force 
Management" with Neil Rackham, famous 
researcher and author of SPIN Selling and 
Rethinking the Sales Force.  Co-taught by 
Verne Harnish.  Washington, DC.

May 4 -- "Eureka Ranch with Doug Hall" -- a 
rare chance to spend a day with the guru of 
innovation at his unique facility in Cincinnati  
-- an opportunity to literally fire up your 
imagination!

Rockefeller Habits Workshops 2006
Feb 20-21 Sydney, Australia
Feb 22 Brisbane, Australia
Mar. 15-16 Los Angeles, CA
Mar. 22-23 Dublin, Ireland
Apr. 20-21 Kuala Lumpur, Malaysia
May 9-10 Detroit, MI
May18-19 Charlotte, NC
June 7-8 Washington, DC

Great Game of Business with Jack Stack
Springfield, MO
2006:
January 24-25
April 25-26
May 20-21
June 20-21
September 26-27
October 24-25
November 14-15

2007:
January 9-10, 2007

Thu, 23 Feb 2006

Record Compensation; Best Bosses; New Zealand Story

"...keeping you great" 10 minutes with The Growth Guy
HEADLINES:
World Record Compensation -- for the first time in history a major company surpassed an average of $500,000/employee in compensation, over double the average paid at their two major competitors!  And they generated over 2.5 times the bottom line profit/employee vs. their two major competitors.  Company, stats, link to article under DETAILS below.  BTW, they need two thousand employees in 2006 -- do you think they'll have a problem?

Use P.R. to recruit employees -- unemployment is essentially zero and I'm not just talking about in the U.S.  As I wrap up my tour of New Zealand and Australia the common concern among growth firms is being able to hire enough people.  Focus your sales and marketing efforts on recruiting people, not just customers.   Getting recognized as a "Best Boss" and garnering local and industry publicity for your quarterly themes, employee celebrations, and training initiatives are great ways to up your visibility.

FSB Magazine "Best Bosses" Applications Due February 28 -- easy to apply Click Here.  Do you have a great boss and think he/she deserves recognition?  Congratulations to last year's winners and Gazelles clients Andrew Field, PrintingForLess; Steve Randazzo, Pro Motion; Brian Scudamore, 1-800-GOT-JUNK; and Larry Weinberg and Josh Baker, BOWA Builders 

Favorite Topgrading Story from New Zealand ("Topgrading with Geoff Smart" workshop in Denver March 16) -- Ben Ridler, CEO of Results in Business, has been using the Topgrading interviewing process for a year.  Halfway through a recent four hour interview, the candidate stopped and said "wow, I can see a pattern of behavior I never really saw before and I wouldn't hire me!"  The candidate then called Ben's firm back the next day seeking if they could help him fix the problem!

Private Company Index up 16.2% in January -- and Average Monthly Gain in revenue since inception of the Private Company Index Companies is 5.9% representing an average growth of 70.5% annually.   Average number of employees for Index companies is 41.  For more details and to sign-up here(one more exposure point) 

EDUCATION:
Dell Benchmarking Inside look at 2005's Most Admired Company

Los Angeles "Rockefeller Habits" workshop March 15 -- 16, just added as a result of my presentation to the Malibu YPO chapter this week.  Room for three additional companies.

 "Topgrading with Geoff Smart" Interested in some spring skiing in Colorado? One-day workshop March 16, Denver Colorado (How to Hire "A" Players)

"Sales and Sales Force Management" with Neil Rackham, famous researcher and author of SPIN Selling and Rethinking the Sales Force.  Co-taught by Verne Harnish.  Washington, DC. April 4 -- 5 

"Eureka Ranch with Doug Hall" -- a rare chance to spend a day with the guru of innovation at his unique facility in Cincinnati  on May 4 -- an opportunity to literally fire up your imagination!  

Rockefeller Habits Workshops 2006
Los Angeles, CA Mar. 15-16
Dublin, Ireland Mar. 22-23 
Kuala Lumpur, Malaysia Apr. 20-21 
Memphis, TN April 26
Detroit, MI May 9-10 
Charlotte, NC May18-19 
Washington, DC June 7-8 

Great Game of Business with Jack Stack
Springfield, MO
2006:
January 24-25
April 25-26
May 20-21
June 20-21
September 26-27
October 24-25
November 14-15

2007:
January 9-10, 2007

 DETAILS:
· The New Zealand Herald noted that "Goldmine" Goldman Sachs, one of the worlds leading investment banking firms, paid their 22,425 employees an average of $521,000 in 2005 

· This is over twice the average salaries at the two main rivals Morgan Stanley and Merrill Lynch 

· Morgan Stanley -- 53,218 employees, $5.2 billion profit, $97,560 profit/employee (and I'm being generous by not including the extra $1 billion write-off they had to take in 2005) 

· Merrill Lynch -- 54,600 employees, $5.2 billion profit, $95,238 profit/employee 

· Goldman Sachs -- 22,425 employees, $5.63 billion profit, $251,000 profit/employee 

· Half the people, 2.5 times the productivity, twice the pay -- less people, paid more, and more profitable!  The formula is simple 

· And Goldman Sachs figures they need to recruit another 2200 employees in 2006.  Do you think they'll be able to cherry pick the crème of the crop? 

· The battle goes to those who have the best brains, not the cheapest backs! 

· BTW, you have to have the educational programs to "keep them great."  It's not coincidental that Goldman Sachs recruited the head of GE's "Crotonville" learning center five years ago, Steve Kerr, to launch a similar educational institution at Goldman.

Tue, 28 Feb 2006

Opportunity in Brazil; Driving Sales; Learning From Dell

"...keeping you great" Ten Minutes With the Growth Guy
HEADLINES: 

Have interest in doing business in Brazil? Last minute opportunity surfaced. March 15 -- 17 is 10th annual World Entrepreneurs Summit in Brazil (Sao Palo). The $1200 registration fee will be waived plus 4 nights hotel accommodation provided (you just need to get yourself down there) for 20 entrepreneurs. Contact Kirstin Elaine Myers at kirstin@globond.com immediately. For more info go to http://wsye.wtuglobal.org -- thank you Kaihan Krippendorf for this opportunity.

NOW is the time to drive sales. The famous Neil Rackham, the Jim Collins of sales (author of SPIN Selling, Rethinking the Sales Force, etc), is teaching his 1.5 day "Sales and Sales Force Management" workshop April 4 -- 5, Dulles, VA (near Dulles airport). Verne Harnish is teaching the second half day (11 keys to driving sales and marketing). Neil will also share his latest research with the equally famous marketing guru Phil Kotler on how sales and marketing can best work together. Many of you have seen the video on how Fred Crosetto tripled sales using Neil's techniques (and he sells rubber gloves!).

Dell Benchmarking Event -- May 15 -- 16, Austin, TX -- once a year Dell's executives open up their operations and share specific details on how they drive strategy, sales, operations, marketing, online traffic, customer customization, and accounting -- all the key functions are covered. Plus you'll see how they run their Focus Group sessions by participating or observing. For details and a White Paper summarizing last year's highlights, including Dell's Ten Tenets for doing e-business Click Here
EDUCATION:
Dell Benchmarking Inside look at 2005's Most Admired Company

Los Angeles "Rockefeller Habits" workshop March 15 -- 16, just added as a result of my presentation to the Malibu YPO chapter this week.  Room for three additional companies.

"Topgrading with Geoff Smart" Interested in some spring skiing in Colorado? One-day workshop March 16, Denver Colorado (How to Hire "A" Players)

"Sales and Sales Force Management" with Neil Rackham, famous researcher and author of SPIN Selling and Rethinking the Sales Force.  Co-taught by Verne Harnish.  Washington, DC. April 4 -- 5 

"Eureka Ranch with Doug Hall" -- a rare chance to spend a day with the guru of innovation at his unique facility in Cincinnati  on May 4 -- an opportunity to literally fire up your imagination!  

Rockefeller Habits Workshops 2006
Los Angeles, CA Mar. 15-16
Dublin, Ireland Mar. 22-23 
Kuala Lumpur, Malaysia Apr. 20-21 
Memphis, TN April 26
Detroit, MI May 9-10 
Charlotte, NC May18-19 
Washington, DC June 7-8 

Great Game of Business with Jack Stack
Springfield, MO
2006:
April 25-26
May 20-21
June 20-21
September 26-27
October 24-25
November 14-15

2007:
January 9-10, 2007

Mar. 3, 2006

Paranoid Survive! Bird Flu Prevention Option and CDC Checklist
"...keeping you great (and safe)" Ten Minutes with the Growth Guy
HEADLINES:
Bird Flu Prevention Mask -- Factory Direct N95 Face Masks for Friends & Family.  Fred Crosetto, founder and CEO of Ammex, (also YPOer and long time customer of Gazelles) is offering his face masks to Weekly Insights readers at his wholesale price.  Complete details plus support information on the use of the masks under DETAILS below.

Flu Pandemic Checklist -- Clay Gilbert, President of Thornton Brothers, Inc., (www.thornton-brothers.com) noted "with all your focus on Checklists I thought of you when I received CDC's (Center for Disease Control's) flu pandemic checklist.  It's a good list for all sorts of situations."  I agree.  The Gazelles team is reviewing the checklist as an excellent disaster planning document -- worth one 30 minute session at a weekly meeting.

My friends in the CIA tell me it's not IF, but WHEN.  With all the natural and terrorist disasters we've experienced around the world it just makes sense to follow some basic preparation guidelines.  For instance, I'm carrying a couple masks and a travel-size bottle of hand sanitizer in my carry-on luggage.  I also have a small and powerful flashlight and a small plastic screwdriver that passes airport security yet will let me extract my hard-drive from my laptop if needed (thank you Richard Rhodes for this Katrina experience advice).

"The paranoid survive" -- this statement by Andy Grove, the legendary leader of Intel, sums up my thoughts when it comes to at least making reasonable preparations for disasters.  And it's hard to tell when we're overreacting (SARS) or under-reacting (Katrina).  But I do know that fundamentally entrepreneurs are NOT risk takers.  They do risky things, but they tend to be prepared.  Be safe!

EDUCATION:
Dell Benchmarking Inside look at 2005's Most Admired Company

Los Angeles "Rockefeller Habits" workshop March 15 -- 16, just added as a result of my presentation to the Malibu YPO chapter this week.  Room for three additional companies.

"Topgrading with Geoff Smart" Interested in some spring skiing in Colorado? One-day workshop March 16, Denver Colorado (How to Hire "A" Players)

"Sales and Sales Force Management" with Neil Rackham, famous researcher and author of SPIN Selling and Rethinking the Sales Force.  Co-taught by Verne Harnish.  Washington, DC. April 4 -- 5   

Rockefeller Habits Workshops 2006
Los Angeles, CA Mar. 15-16
Dublin, Ireland Mar. 22-23 
Kuala Lumper, Malaysia Apr. 20-21 
Memphis, TN April 26
Detroit, MI May 9-10 
Charlotte, NC May18-19 
Washington, DC June 7-8 

Great Game of Business with Jack Stack
Springfield, MO
2006:
April 25-26
May 20-21
June 20-21
September 26-27
October 24-25
November 14-15

2007:
January 9-10, 2007

DETAILS:
Here's the info from Fred Crosetto on the masks:

* We have seen a huge interest among YPO's that want masks for their families and on-site at their facilities as a precaution.  Many are also getting PURELL and gloves.  Additionally, we have hotel chains, banks and other businesses large and small contacting us via the web from all over the USA.  We just sold 26,000 masks to a major USA hotel for their Caribbean hotel operations!  

* Sabrina Kowalski is the go to contact for our FAMILY AND FRIENDS program on the masks.  Her telephone is #800-274-7354 x111 or she can be reached by email at skowalski@ammex.com.  She will take care of anybody that calls in and make recommendations.  All FAMILY AND FRIENDS get our wholesale pricing.

* As incidences of avian flu H5N1 virus continue to be found around the globe; now is the time for every person to prepare.  Avian flu or another related pandemic will cause significant disruptions and will be a health risk for everyone.  The best way to get prepared is to look at what our first line of defense, health care providers, are preparing and the guidelines they are following.  

* Note: since there has not been any documented human-to-human transfer, the CDC is following their protocol developed for the SARS epidemic.

* The Centers for Disease Control and Prevention is recommending health care workers who handle contagious avian flu or SARS patients, wear masks that meet, at a minimum, an N95 NIOSH standard.  The National Institute for Occupational Safety and Health test facemasks for filtration efficiency. N95 facemasks must filter out at least 95 percent of airborne particles of 3 microns during testing.

* Many people have asked how a mask can provide adequate protection since the H5N1 virus is smaller than 3.0 microns?   Basically, the flu virus spreads through large droplets sneezed or coughed by an infected person and inhaled by a surrounding individual.  Since the virus is contained in the mucus, the virus within the mucus becomes too large to pass through the filter media.

* In an ABC news interview with NIOSH representative Roland Berry Ann stated "Research indicates that N95 respirators provides higher protection than a standard surgical mask," The fit of the mask is also very important. Workers have to keep in mind if you can breathe around the mask, then the filter isn't going to help.

* Proper fit of facemasks is important.  An N95 facemask must seal to your face.  If you can breath from around the edges of the mask, the mask will not be effective.  It is important to be clean shaven, since beards, or even stubble can make getting a proper fit impossible.

* N95 masks are a proven defense. During the SARS outbreak, masks were quite effective in reducing the incidence of the disease in nurses who were wearing them in both Toronto and Singapore.

* Two styles of masks -- with or without exhalation valve.

* The exhalation valve reduces the build-up heat and moisture inside the mask, so your mask lasts much longer. An exhalation value is important for eyeglass wearers, since it help prevent fogging as well.  An N95 facemask with a valve can be worn for up to eight hours in a clean, dry environment.  You must replace and dispose of your mask if it become wet, dirty or breathing becomes difficult. It is important to handle your used mask by the straps only, since the filter area may be contaminated.  Be certain to wash your hands after touching your used mask.

* Now is the time to order your N95 facemasks before an avian flu pandemic begins. N95 masks will most certainly be in short supply after the first case of human to human avian flu H5N1 virus transmission occurs.

* To purchase these masks go to ammex.com
Mar. 7, 2006

Best Sales Question; Hiring Someone?; American Inventor -- Congrats Doug Hall
"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES:
Eureka! Ranch Innovation Event Postponed -- innovation guru Doug Hall has been chosen to be the "Simon" on the new television series "American Inventor" -- it's an American Idol-type show for inventors.  Instead, we're going to host Doug at our annual "Go For Growth" conference in the fall.  Congrats Doug!  And looking forward to the inside scoop.

Best questions for testing the effectiveness of your sales team (per Neil Rackham)?  Would your customer pay for the sales call?  Is your sales process/salesperson delivering such value that the customer welcomes the interaction?  Or is your salesperson just a talking brochure? Before a sales call, the sales manager should sit down with the salesperson and think through what value they can bring to the prospective customer.

Sales and Sales Force Management -- four weeks until Neil Rackham's 1.5 day workshop based on his bestseller "Rethinking the Sales Force" and "SPIN Selling" -- Verne Harnish will teach the second half day sharing his 11 keys for driving sales and marketing.  Now is the time to grab market share!  April 4- 5, Dulles, VA (Washington Dulles airport).   BTW, what is the primary role of a sales manager?  Dell actually measures their sales managers on this activity.  Come learn from Neil.

Do you need to hire someone this year?  Do you want to be 90% sure you hired the right person?  March 16 is Geoff Smart's Topgrading workshop in Denver -- something we offer twice a year.  

Note's Raymond Roberts with Cairo Corporation -- "you'll need to spend 4-5 hours in a Topgrading interview...it's a lot of work upfront but spending a few hours now vs. 1000 hours or wrapping management around a C player, paying their salary, getting no results for the job they were hired to do, and frustrating the crap out of you.  Whatever the cost of a C-player, it sure is a lot more than the 4 -- 10 hours of time to ferret out that fact now."

I've never seen a single testing process that delivers the same 90% success rate -- testing is great to confirm what you learned in a Topgrading interview, but there isn't a test on the planet (I've taken or used most) that will ferret out the nuances needed to guarantee success in YOUR company.  Again, I think testing is an excellent screening tool to get down to the top three candidates, but not for choosing the final candidate or eliminating all the candidates even if they passed the tests.

EDUCATION:
Dell Benchmarking Inside look at 2005's Most Admired Company

Los Angeles "Rockefeller Habits" workshop March 15 -- 16, just added as a result of my presentation to the Malibu YPO chapter this week.  Room for three additional companies.

"Topgrading with Geoff Smart" Interested in some spring skiing in Colorado? One-day workshop March 16, Denver Colorado (How to Hire "A" Players)

"Sales and Sales Force Management" with Neil Rackham, famous researcher and author of SPIN Selling and Rethinking the Sales Force.  Co-taught by Verne Harnish.  Washington, DC. April 4 -- 5   

Rockefeller Habits Workshops 2006
Los Angeles, CA Mar. 15-16
Dublin, Ireland Mar. 22-23 
Kuala Lumper, Malaysia Apr. 20-21 
Memphis, TN April 26
Detroit, MI May 9-10
Baton Rouge, LA May 16
Charlotte, NC May18-19 
Washington, DC June 7-8 

Great Game of Business with Jack Stack
Springfield, MO
2006:
April 25-26
May 20-21
June 20-21
September 26-27
October 24-25
November 14-15

2007:
January 9-10, 2007

Mar. 10, 2006

Buffett's Sage Advice; Fourth Law of Motion; "Widening the Mote"
"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES:
Warren Buffett’s Annual Letter to the Shareholders -- click on "2005 Chairman’s Letter"  -- spend your ten minutes this week reading through his splendid letter!  My highlights below under DETAILS.

Buffett’s "Owners Manual" -- and if you have a few more minutes go to Berkshire Hathaway and click on his piece entitled "Owners Manual." BTW, congrats on being named the second wealthiest guy on the planet again this week!

Buffett’s Fourth Law of Motion -- "For investors as a whole, returns decrease as motion increases!"  Buffett describes why most private investors lose big over time due to all the "Helpers" (investment advisors) constantly trading your account.  It's transaction costs that kill your returns, with the money people making fees whether you win or lose.  This section is really worth studying.

5.3% annual return -- this is the total return of the stock market since its inception.  Wow, I thought it was supposed to be twice this rate on average.  Buffett includes the calculations and what it means for the market the next 100 years -- you have to love a guy looking out that far!

NOTE: Los Angeles Rockefeller Habits (March 15-16) and Topgrading (March 16) workshops next week; Dublin, Ireland Rockefeller Habits (March 22 -- 23) -- hey, just hop on a plane and come over -- you’ve always wanted to come to Ireland!

EDUCATION:
Dell Benchmarking Inside look at 2005's Most Admired Company

Los Angeles "Rockefeller Habits" workshop March 15 -- 16, just added as a result of my presentation to the Malibu YPO chapter this week.  Room for three additional companies.

"Topgrading with Geoff Smart" Interested in some spring skiing in Colorado? One-day workshop March 16, Denver Colorado (How to Hire "A" Players)

"Sales and Sales Force Management" with Neil Rackham, famous researcher and author of SPIN Selling and Rethinking the Sales Force.  Co-taught by Verne Harnish.  Washington, DC. April 4 -- 5   

Rockefeller Habits Workshops 2006
Los Angeles, CA Mar. 15-16
Dublin, Ireland Mar. 22-23 
Kuala Lumper, Malaysia Apr. 20-21 
Memphis, TN April 26
Detroit, MI May 9-10
Baton Rouge, LA May 16
Charlotte, NC May18-19 
Washington, DC June 7-8 

Great Game of Business with Jack Stack
Springfield, MO
2006:
April 25-26
May 20-21
June 20-21
September 26-27
October 24-25
November 14-15

2007:
January 9-10, 2007

DETAILS:
· You have to love his style -- from suggesting a name for your grandchildren (Tony) to sharing a story about a romantically challenged elderly couple to quoting Mark Twain -- scan his letter and enjoy!  

· GEICO improved its productivity by 32% the past two years.  Employment fell by 4% while policy count grew by 26% -- Warren Buffet watches productivity, you should too!  How do you measure productivity?  Are you doing more with less people? 

· This says it all: "Every day, in countless ways, the competitive position of each of our businesses grows either weaker or stronger.  If we are delighting customers, eliminating unnecessary costs and improving our products and services, we gain strength." 

· "But if we treat customers with indifference or tolerate bloat, our businesses will wither. On a daily basis, the effects of our actions are imperceptible; cumulatively, though, their consequences are enormous." 

· "When our long-term competitive position improves as a result of these almost unnoticeable actions, we describe the phenomenon as "widening the moat." And doing that is essential if we are to have the kind of business we want a decade or two from now." 

· "We always, of course, hope to earn more money in the short-term.  But when short-term and long-term conflict, widening the moat must take precedence.  If management makes bad decisions in order to hit short-term earnings targets, and consequently gets behind the eight-ball in terms of costs, customer satisfaction or brand strength, no amount of subsequent brilliance will overcome the damage that has been inflicted."

Mar. 14, 2006

Let the Battle Rage; Nine Tactics Big Companies Use; FSB Needs Stories
"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES:
Need stories for national article -- Justin Martin, FORTUNE Small Business magazine, is looking for owners willing to discuss their successful or failed attempts to sell their business.  He wants to focus on the "tricks" buyers play and the countermoves sellers can make.  Let me know if you're willing to talk to him or email him directly jmartin44@nyc.rr.com 

Nine tricks buyers' use to steal your company -- below is my latest "Growth Guy" column entitled "Now's the Time to Sell Your Business."  I list nine tactics buyers use and some countermoves you can make.  If these sound familiar and you're willing to talk about your experiences, good or bad, let me or Justin know ASAP

April 6 San Antonio; May 25 Philadelphia; June 22 Atlanta -- Patrick Thean is hosting his "Selling Your Business for a Premium" workshops.  Thean has adapted Dr. Tom McKaskill's approach to the U.S. market with updated examples  

Corporate America needs innovation and growth; Private Equity firms need to use their cash -- take advantage of these competing forces to maximize the value of your growth firm.  This is the battle raging right now and smart firms with unique innovations are taking advantage of the feeding frenzy

Tune in to "American Inventor" Thursday evening -- Doug Hall, one of our long standing faculty members and innovation gurus, will be the "Simon-like" judge for this new reality TV show.

EDUCATION:
"Last Chance to sign-up for Topgrading workshop this week in Denver, March 16"
How to Hire "A" Players.

Dell Benchmarking Inside look at 2005's Most Admired Company

Los Angeles "Rockefeller Habits" workshop March 15 -- 16, just added as a result of my presentation to the Malibu YPO chapter this week.  Room for three additional companies.

"Sales and Sales Force Management" with Neil Rackham, famous researcher and author of SPIN Selling and Rethinking the Sales Force.  Co-taught by Verne Harnish.  Washington, DC. April 4 -- 5   

Rockefeller Habits Workshops 2006
Los Angeles, CA Mar 15-16   
Dublin, Ireland Mar 22-23   
Philadelphia, PA Mar 28    
Kuala Lumpur, Malaysia April 20-21  
Memphis, TN April 26   
Detroit, MI May 9-10   
Baton Rouge, LA May 16    
Charlotte, NC May 18-19    
Washington, DC June 7-8  

Great Game of Business with Jack Stack
Springfield, MO
2006:
April 25-26
May 20-21
June 20-21
September 26-27
October 24-25
November 14-15

2007:
January 9-10, 2007

DETAILS: 

Now's the Time to Sell Your Business
By Verne Harnish "Growth Guy"

· If you've ever thought of selling your business, do it now!!  That's been my advice since a close friend phoned me to say he had sold his business.  When I asked why, he said the economics were simple.  There is so much money chasing so few deals that the final price was way beyond reason.  And he figures he can re-purchase his company for a fraction what he received once the buyer blows it up (and from what I've seen already, it won't be long)! 

· "You'll make more money selling your company than you'll ever make selling your products or services" exclaims Stephen Watkins, founder and CEO of Entrex, an entrepreneurial exchange launched to create a market for privately-held firms (www.entrex.us).  A modern day Alexander Hamilton, Watkins' Private Company Index (my company Gazelles is reporting to the Index) is giving private firms visibility to the capital markets and documenting how the private company sector of the economy is growing three times faster than the public company sector -- and the people with money to invest are taking notice. 

· In fact, dozens of friends and clients have sold their businesses in the last six months and more are in the process.  Granted, there's some critical knowledge you need, starting with understanding how large companies are trained to steal companies from entrepreneurs. I'll get to their tricks in a moment with some countermoves you can make. 

· But first, what's going on?  The baby-boom!  It always comes back to them.  They are pouring billions into retirement funds while the stock market is flat, so these funds are ending up in the private equity market.  Last year alone it's estimated that $100 billion went unspent.  Combine this with Corporate America needing to innovate its way to the next level, while incapable of innovating internally, and you have an environment where large companies are willing to purchase ten entrepreneurial firms to find the one home-run new product or service while trying to outbid private equity firms looking for a place to stash their cash.  And the winner is...you!  But only if you play your cards right. 

· Warns Watkins, "It was obvious when we were interviewing various entrepreneurs that they were excellent at knowing how to sell their products, but struggled when it came to selling the value of their company."  Just watch some of their interviews on the Private Business Channel (www.privatebusinesschannel.com) and you'll see what Watkins means. 

· Someone who knows how the game works is Patrick Thean, Charlotte business advisor, who has been leading a series of workshops around the nation on Selling Your Business for a Premium (my firm is helping Thean promote these workshops).  Having sold several firms himself in the U.S., he boldly states "if you simply end up selling for some multiple of EBIDTA, you've failed."  The key to garnering a premium is finding a couple strategic buyers -- companies that have to purchase your firm for strategic reasons and need to do it quickly -- and then creating an auction. 

· This leads me to the tricks buyers play.  Here are their steps:

1) Offer the entrepreneur a price at the very top of their price range and suggest that the deal can get done in weeks vs. months -- the idea is to lull the entrepreneur into not wanting to look for another buyer.
2) In turn, ask the entrepreneur to sign an exclusive arrangement where they are forbidden from shopping the deal during due diligence (which is only supposed to take six to eight weeks anyway, so what's the big deal!).  This prevents an auction.
3) Take the entrepreneur out to dinner frequently in the beginning and get them to discuss what they are going to do with all their money.  Best if you can get them to describe in detail the boat, house, car, and/or trip around the world they plan to purchase.  The key is to get the entrepreneur already spending the money in their mind.
4) Now, drag out due diligence as long as possible -- six months, nine months, even a year -- all along telling the entrepreneur that its only a "few more weeks."
5) During this time find out when the entrepreneur has scheduled a vacation, has a critical trade show to attend, or is planning a company retreat and then demand certain information or meetings that disrupt these events.
6) Count on the entrepreneur, in the meantime, to hold off on all tactical and strategic decisions i.e. releasing a new product, hiring a key executive, upgrading technology, or making a key investment.  After all, the entrepreneur is figuring "why go to the expense if I'm closing the deal in the next few weeks."
7) Wait for these delays in time, decisions, and emotional costs to catch up with the entrepreneur.  This in turn will cause company performance to slip just enough so the large company has reason to dramatically reduce the final price.
8) At the 11th hour, 59th minute, slash the price, toss in all kinds of demands and restrictions, throw a room full of lawyers into the mess, and crush the unsuspecting entrepreneur.  The entrepreneur is now so invested in the process and has delayed so many critical decisions they have to sell. Victory has been had!
9) And best of all, use your size to avoid paying the entrepreneur any of the earn-out payments.  What are they going to do, sue you?  Just hope the entrepreneur goes away.

· To counter these moves:

1) Identify several strategic buyers and keep them all engaged in due diligence initially.  You want several firms investing time; for you its just duplicate boxes of documents.  This will also give you more time to assess the buyers.  And when you pick a finalist, give them a set time to close the deal or you're back negotiating with the other firms.
2) Don't make a single decision differently until the check is cashed.  One entrepreneur released his five year plan on the eve of closing the sale of his firm.  Sometimes your only leverage if you've failed to create an auction is your willingness to keep running the business.
3) Keep your best customers extremely happy -- they are your best defense.  One entrepreneur identified four key customers and encouraged his team to do whatever it took to keep them ecstatic.
4) Focus on company performance during due diligence.  Nothing is better than producing higher revenues and/or profits than the buyer expected.  The key is hiring some help to run interference with the buyers so you can stay focused on running the company.
5) Maintain a position of strength.  One entrepreneur went to a wealthy friend and secured a huge line of credit as a way to demonstrate to the buyer he had access to the capital needed to compete in the market.  In turn, he's paying the friend a fee, in addition to interest, once the deal is done.
6) Be proactive.  Another friend, who is in the middle of due diligence right now, planned his vacation in the town of the buyer!  When the buyer then requested the anticipated emergency meeting, he showed up within the hour.
7) Have a #2 in place that will be attractive to buyers so you can extract yourself from the company as soon as the sale is made.  You want to avoid earn-outs as much as possible, or at least accept the fact that you might never see another penny, so be happy with the cash you receive upfront.

· I'm on my way out to see another friend in a couple weeks who is so tired from the due diligence process that she's about to give up and sell the company for whatever price she can get.  

· It's sad to see an entrepreneur reach this point after putting in 15 years of blood, sweat, and tears.  Selling your company is the final stage of building a company, whether it's to a buyer, your children, the public, or as part of your estate settlement.  Make it count.

Mar. 16, 2006

Visual Pipeline; Baseline Selling; Friday Conference Call

"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES:
Baseline Selling -- How to Become a Sales Superstar by Using What You Already Know about the Game of Baseball.   I wrote the Foreword to Dave Kurland's book so I'm obviously a fan -- read my Foreword under DETAILS below

Visual Pipeline -- Dave has also created a highly useful tool to see at a single glance the state, stages, balance and movement of your sales pipeline, as well as an accurate prediction of future revenue.  If you order Dave's book from Amazon on Thursday, March 16, Dave will send my Insight readers a complimentary copy of his Visual Pipeline.  Just email your proof of purchase to dave@baselineselling.com
Conference call with Dave this Friday, March 17, Noon EST -- in addition to the Visual Pipeline, Dave will email you instructions to participate in the call, giving you a chance to talk about sales and selling -- use the time to pick his brain

"You sell to people, not companies" -- this is one of my favorite reminders from sales guru Neil Rackham (we're hosting him April 4 -- 5 in DC).  What Dave's book did was remind me of the people fundamentals that often get lost in many formal sales methodologies

Are we hosting Neil in the fall?  We're getting this question quite a bit.  The plan is for us to host him in Ireland this fall, so April will be our only U.S. workshop.

EDUCATION:
Dell Benchmarking Inside look at 2005's Most Admired Company

"Sales and Sales Force Management" with Neil Rackham, famous researcher and author of SPIN Selling and Rethinking the Sales Force.  Co-taught by Verne Harnish.  Washington, DC. April 4 -- 5   

Rockefeller Habits Workshops 2006  
Dublin, Ireland Mar 22-23   
Philadelphia, PA Mar 28    
Kuala Lumpur, Malaysia April 20-21  
Memphis, TN April 26   
Detroit, MI May 9-10   
Baton Rouge, LA May 16    
Charlotte, NC May 18-19    
Washington, DC June 7-8  

Great Game of Business with Jack Stack
Springfield, MO
2006:
April 25-26
May 20-21
June 20-21
September 26-27
October 24-25
November 14-15

2007:
January 9-10, 2007

DETAILS:  

Baseline Selling Foreword
· Baseline Selling -- simple, readable, practical, actionable -- a grand slam. 

· What more do you need to hear from the person writing the Foreword.  In a way, to say more is just getting in the way of you reading the book and making more sales.  After all, being a former sales and marketing manager and now owner of my own business (always selling!), the last thing I want to do is get in the way of a method to help you generate more sales!

· As luck would have it, shortly after Dave asked me to write this Foreword I happened to have dinner with a good friend and colleague Tina Sung.  In our conversation she brought up the word "minessence" -- the ability to take complex ideas from different sources and convert them into a simplified, practical technology that improves society. "Technology" is used in its broadest sense to mean a usable practical system. Though you won't find the word in a dictionary, you will find a corresponding website.

· Tina couldn't have found a better description for what Dave has created.  Dave's highly usable and practical system for improving sales is drawn from the very best of different sales sources combined with his experience teaching and coaching sales.  And he's framed his approach so it's both memorable and actionable -- you can't use what you can't remember!

· Having an edge in sales is always important and it's even more so now that the playing field has expanded globally.  Most companies have optimized themselves about as much as they can.  Now is the time to grab market share.  At Gazelles we're pushing all our clients to get out there and sell, sell, sell.

· And it's useful to remember that you sell to people, not companies.  Selling is still a people to people process requiring a person to make a decision.  As I read Dave's book I was reminded of many of the people fundamentals that tend to get lost in many formal sales methodologies.

· If I say more I'll have to start quoting from the book.  Turn the page and start improving your sales.

Mar. 24, 2006

Stupid Business; French Riots; Best Business

"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES:
Stopping a stupid business -- notes Larry Patterson in an email to me last week “It is hard to admit being a smart guy in a stupid business is not a winning strategy.   However, no amount of desire, work or intelligence can overcome the market"  It's the “stop-doing" decisions that are often more important than the start doing

Strategic advantage makes life better -- Patterson further notes “I appreciate your involvement with Glass Doctor.  I believe I am seeing some significant changes and improvements with our franchise organization as a result. Based on much of what I have studied with you, I closed my Mustang Glass contract business to focus on Glass Doctor in Dallas. I could find no strategic advantage in Mustang, as I could in Glass Doctor. Things personally and professionally are going much better as a result!"

The Best Company to Work for in the World-Period! -- This is the title of the article on Ann Price, CEO of Motek, in the most recent American Airlines magazine.  It details her amazingly employee-friendly culture -- here's the article 

Speaking of employees -- two-thirds is great! -- Getting two-thirds of people behind you is sufficient -- we beat ourselves up too much trying to get 100% of people aligned -- the key is to get twice as many on your side than not -- thus the difference between good and great is going from 1/3 aligned to 2/3 aligned (and the truly exceptional firms shoot for 75%!).  So stop beating yourself up, ignore those “not getting it" and give all your attention and support to those who do

The exception to the 2/3rd's rule is the executive team -- you need 100% alignment.  Disagree behind closed doors, but come out aligned.  

Riots in France -- I'm heading back from Ireland as I write this.  A key to Ireland's massive success was labor, government, and business agreeing that “if you make it easy to fire you make it easy to hire."  The French unions (and youth) just don't get it.  Is it any wonder they have 10% plus unemployment and 30% among youth.  Wake up!

EDUCATION:

Just two more weeks and five seats left for "Sales and Sales Force Management" with Neil Rackham, famous researcher and author of SPIN Selling and Rethinking the Sales Force.  Co-taught by Verne Harnish.  Washington, DC. April 4 -- 5

Dell Benchmarking Inside look at 2005's Most Admired Company

Rockefeller Habits Workshops 2006  
   
Philadelphia, PA Mar 28    
Kuala Lumpur, Malaysia April 20-21
Nashville, TN April 25  
Memphis, TN April 26   
Detroit, MI May 9-10   
Baton Rouge, LA May 16    
Charlotte, NC May 18-19    
Washington, DC June 7-8 
Denver, CO Oct 17-18

Great Game of Business with Jack Stack
Springfield, MO
2006:
April 25-26
May 20-21
June 20-21
September 26-27
October 24-25
November 14-15

2007:
January 9-10, 2007

Mar. 30, 2006

Batting 1000; Three Times Profitabilty; Cause Whiners to Leave

"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES:
"Batting 1000" was Kelsan's annual theme (ending March 31, 2006) -- Ken Bodie, President of East Tennessee's leading janitorial and sanitation supply distributor (Jan-San), emailed me to say they had reached their theme goal a few weeks ahead of the year end -- details on how he rolled it out, the rewards, metrics, and his next theme launching April 1 under DETAILS below.  It's time for your next quarterly theme.  Pick a Critical Number and drive on it daily!

Three times industry average profitability -- so I asked Ken if the theme drove financial performance.  Not only did they experience their largest sales growth since 2001, they will end the year 2.25 times industry average profitability and he expects to be at more than three times the Jan-San industry average, putting him among the elite few in his industry nationwide.  Congrats Ken and his 160 employees!

Topgrading everyone -- whiners just leave -- Ken noted that they focused heavily on using Topgrading to hire sales and staff this past year, training all their managers in the interviewing process.  "It's taking us longer to get people but we're getting so much better talent.  It's frustrating our sales managers but we're not just hiring industry retreads!  It's brutal now to get into the company but A players love it."  In addition, his new focus on performance has driven out the C Players -- the "victims" just leave, he said, since they have no one to which to whine.

Sales and Sales Force Management -- this is the one chance in 2006 to spend a day learning from the famous Neil Rackham, author of the four most influential books ever written on sales -- April 4 -- 5 (I teach the second half day) in Washington, DC.  See you next week.

Rate your discipline!  At the beginning of each quarter I also encourage (beg) each of you to take 15 minutes and review the "Rockefeller Habits Checklist" of ten disciplines/habits critical to running a smooth operation.  Pick two areas to focus on initiating or fine-turning this quarter.  Here's a link to the complete Checklist (James, link to the "Rate Your Discipline" checklist under Downloads). 

Turning revenue into profit -- nothing is more frustrating than growing the business only to be generating less profit.  Strategy drives revenue growth; but its "relentless repeatability" that comes from the Rockefeller Habits that converts revenue into profit -- profit that is 3 to 5 times industry average.

Save 55 hours per week of time.  Poor execution also eats up a great deal of time.  Alan Rudy, CEO of IntoGreat and former CEO of ExpressMed (subject of Chapter 2 in my book), said it best.  "Before implementing the Checklist of Habits, it took me literally 70 hours/week to run the business.  After implementing, the time was reduced to 10 to 15 hours/week." 

If dealing with internal issues seems to be taking up too much of your time vs. the time you know you need to be spending in more customer and market-facing activities, then take a serious look at the ten disciplines.  The right strategy makes you money; the right execution saves you time and generates profit.

EDUCATION:
Next Tuesday and Wednesday "Sales and Sales Force Management" with Neil Rackham, famous researcher and author of SPIN Selling and Rethinking the Sales Force.  Co-taught by Verne Harnish.  Washington, DC. April 4 -- 5

Dell Benchmarking Inside look at 2005's Most Admired Company

Rockefeller Habits Workshops 2006  
     
Kuala Lumpur, Malaysia April 20-21
Nashville, TN April 25  
Memphis, TN April 26   
Detroit, MI May 9-10   
Baton Rouge, LA May 16    
Charlotte, NC May 18-19    
Washington, DC June 7-8 
Denver, CO Oct 17-18

Great Game of Business with Jack Stack
Springfield, MO
2006:
April 25-26
May 20-21
June 20-21
September 26-27
October 24-25
November 14-15

2007:
January 9-10, 2007

DETAILS:
· After attending the Rockefeller Habits workshop in NYC last April, his team inspired by attending a Yankee's game while in town, Ken Bodie and his staff launched an annual "Batting 1000" theme for fiscal year 2006 on May 13 last year (year ending March 31).

· The two Critical Numbers were opening 1000 new accounts, which they equated to "hits;" and increasing lines per order which they equated to "batting average."  They measured and reported daily these two numbers.  They had opened 747 accounts the year before, so the theme was targeting over a 30% increase in activity.

· All but eleven of their 160 employees from six territories across East Tennessee and North Carolina attended the 1.5 hour kick-off.  Crackerjacks, popcorn, and hot dogs flowed freely while baseball music played ("take me out to the ball game") and movie clips from The Natural were used to emphasize the theme.  And they sent a video of the event to the eleven that couldn't make it.

· A large baseball diamond was displayed with home to first representing first quarter; first to second representing second quarter; etc.  Since they had started the year late, they targeted 130 new accounts for the remainder of 1st quarter then 290 for each of the next three.

· They held quarterly meetings where they gave out trophies.  If a sales person didn't open any new accounts for the quarter they were placed in the "minor leagues;" one new account put them "on the bench;" two new accounts made them a "utility player;" three new accounts a "starter;" and if they led their district in new accounts they were designated an "All Star." 

· When I talked with Ken this morning (March 30) he reported they were at 1036 new accounts and expected to be at 1060 by tomorrow.   A huge One-Page Plan is blown up and posted in his office along with the Critical Numbers. 

· Noted Ken "we have 100% of our headquarters staff on board and about 80% in the field.  And everyone has had a blast this past year driving on the theme, measuring the results daily, celebrating quarterly, and looking forward to our reward event Saturday June 24."  He's hosting a family picnic at the Tennessee Smokies Baseball Stadium and then all employees and their family's are attending the baseball game.

· The next annual theme is already set to roll out April 21.  Entitled "Drive For Five" it's a race car theme where new customers are called "sponsors" and lines per order called "RPM's."  Since they focused on opening new accounts last year, they are going to really focus on the lines per order this coming year.

· The six top execs are called "Team Owners" and each is assigned to one of their six territories.  District managers are the "Crew Chiefs;" sales people are the "Drivers;" and the rest of the staff are "Pit Crew."  In addition, each of the corporate staff is assigned randomly to a team to foster better field support.

Just do it!!  Pick a theme for the next quarter or the balance of the year, focused on something that will drive revenue, profit, gross margin, cash, customer loyalty, etc -- then roll out the theme, pick some fun quarterly rewards, and meet, measure, and report daily.

Apr. 4, 2006

April 13 Webinar -- Join Patrick Lencioni Live -- First 50 get Comp Book
"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES:
Oops -- Here's the link to the "Rockefeller Habits Checklist" -- please take time during your next weekly or quarterly meeting to review the checklist.

Anyone have a blog or wiki?  How are they working for you?  My next monthly column will discuss this topic and I need some examples -- thanks! 

The famous Patrick Lencioni is hosting his first-ever live virtual seminar -- entitled "Confronting Dysfunction and Politics on Your Team" -- experience Lencioni's theories right from your own office or conference room -- $199 per site, so invite your whole team to participate.

Thursday, April 13, 2pm -- 3:30pm EST (US).  Interact with New York Times best-selling author Pat Lencioni as he covers the concepts outlined in his longstanding best-seller, "The Five Dysfunctions of a Team," and his newly released book "Silos, Politics, and Turf Wars."  

As a friend of Gazelles -- register now and be one of the first 50 individuals who qualify for a free copy of Pat's new book, "Silos, Politics, and Turf Wars."  To be eligible for Pat's free book giveaway, please enter the promotion code -- gazelles -- at check out.  The lucky winners will receive their books the week following the webinar.

Click here to register 

DETAILS:
Patrick Lencioni will discuss:
· How to eliminate the barriers that create organizational politics 

· How to identify the dysfunctions that may be blocking productivity and cohesiveness in your organization 

· How transforming dysfunctional teams can give your organization a distinct competitive advantage 

· How you can create buy-in and make better decisions by focusing on the right issues 

· How to prevent your best employees from leaving your organization out of frustration 

· How to work with -- and not against -- human traits related to trust, conflict, commitment, accountability, and results

Apr. 6, 2006

Dell's New Goal; How Miner Corp Tripled Revenue; 10% Increase in Trust Same as 36% Raise
"...keeping you great" Ten Minutes with the Growth Guy

HEADLINES:
10% increase in trust same as 36% raise in salary -- Dave Hersh, CEO of Jive Software (www.jivesoftware.com), a leader in enterprise collaboration software, passed along this study.  Doing work that requires a high level of skill and work that provides variety also ranked as three of the top four factors in job satisfaction -- Read the short article. 

Great companies as hard to find as great employees -- if you create a great work environment, that goes a long way to attracting great employees and taking pressure off wages.  Getting local publicity about your quarterly/annual themes; winning local "best boss" awards; and sharing best practices with the local business press will help elevate the reputation of your firm in the eyes of potential employees.

"On to the Pacific" is Miner Corporation's annual theme for 2006 -- noted Jeff Schmeck with Miner (www.minercorp.com) "Has the theme been effective so far? First quarter results are gang busters, revenue is more than triple last year first quarter, margin is up 7%, and earnings are way, way up.  On top of the financial gains, (which are wonderful) we have a team that is having fun, which is focused, and they are growing as leaders' everyday."  DETAILS and link to photos of theme below.

You still have time to set a quarterly/annual theme -- we put one together for a sizable firm in about 20 minutes, complete with song choice, movie clip ideas, and collateral -- just get in a room and DO IT.  What is the single most important measurable thing your organization needs to accomplish in the next 90 days?  Measure it and drive with a daily huddle.

Dell announces $100 billion goal -- Kevin Rollins, CEO of Dell, shared this goal yesterday in the press.  Pack up your team and come down to Austin May 14 -- 15 for our Dell Benchmarking event (1.5 days) -- Dell is very open and willing to share best practices that will positively impact your business immediately -- it's not just "big company" stuff but concrete ideas that you can implement -- plus participate in their focus group session.

Dell is primarily a sales and marketing machine -- along with outstanding execution focus.  All of us need to drive on sales and marketing the next several years -- come learn from the best whether you're a retailer (Dell's a retailer); service firm (Dell sells a lot of service); for a manufacturer.

EDUCATION:
Dell Benchmarking Inside look at 2005's Most Admired Company

Rockefeller Habits Workshops 2006  

Kuala Lumpur, Malaysia April 20-21
Nashville, TN April 25 
Memphis, TN April 26  
Detroit, MI May 9-10  
Baton Rouge, LA May 16   
Charlotte, NC May 18-19   
Washington, DC June 7-8
Denver, CO Oct 17-18

Great Game of Business with Jack Stack
Springfield, MO
2006:
April 25-26
May 20-21
June 20-21
September 26-27
October 24-25
November 14-15

2007:
January 9-10, 2007

DETAILS: 

· Here's the email I received from Jeff Schmeck.  And here are the photos of their theme 
· After reading this week's comments, I was inspired to provide an update on our theme this year... Please excuse my enthusiasm!

·  "On to the Pacific"

· We took a cue from the Corps of the Discovery (Lewis and Clark) and set forth to take our company to new places, take it to places it's never been before, uncharted waters, and change the world in which we live and work. A very similar mission as the L&C team did 200 years ago.

· To kick off our year, Robert Villegas and I flew to St. Louis at the convergence of the Missouri and Mississippi Rivers and shot a video, kind of like a National Geographic special (probably more like Peter Coors!).  We introduced the journey, we talked similarities between the groups, such as the number of people, the diversity of the original Corps (woman, African American, even a dog), the need to add resources, add personnel etc.  We did this on a Saturday so as not to take away from their time.  I have attached a photograph of the score card, a jar of water and a statue of a prairie dog.  All three are significant to theme.

· The map helps us track our progress; we did the calculations and equated miles to dollars.  With each dollar we generate the boat moves so many miles, etc.  For the year we need to travel the 3,700 miles or so many dollars.  At the end of each month we move the boat, make a big deal out of it.

· The Mason jar is water I drew from the Missouri and Mississippi River and we are going to carry that water to the Pacific and pour it in there.

· The prairie dog is our "trophy." Lewis and Clark had never seen such animals and were fascinated by them, so we adopted the prairie dog as our mascot.   Each quarter we have a goal, for example this first quarter we focused on improving our gross margin, so the team with the highest gross margin percentage gets to baby sit the prairie dog for the month in their respective work area. You wouldn't believe the excitement and competitiveness over this little statue!

· The kick off meeting...
We then had a meeting after the normal working hours and showed our video and presentation, we had ribs from St. Louis for everyone to munch on as we talked.  When the team came into the meeting room, we handed them "boarding passes to Astoria, WA" with their name on them.   We didn't tell them what they were for, just handed them the pass and welcomed them to come on an adventure!

· After the video we did our PowerPoint presentation which outlined what "On to the Pacific" means to them, what we need to do to get there (financial goals), what additional bonuses we are willing to pay if they in fact hit the targets, (in addition to the trip), and the highlight of the kick off was...when we hit these targets we are going to fly the entire team to the west coast for a weekend.  A great many of our employees have never traveled outside of Texas, and the vast majority of them have never seen the Pacific Ocean. 

· We then passed out uncirculated gold $1.00 coins of Sacagewea in a holder as a visual reminder of our journey. Teams have put them in frames with the boarding passes, they are on display on people's desk, and they are visible!  As another reminder we opened up a closet door and handed out painted canoe oars for each team. We invited the team leader up front, made a big deal of the symbolism of accepting the oar etc. After the meeting I came back to the office and hung them up so when everyone came to work the next day they were up.  Have they been effective?  We started another team recently, and one of their questions to me was "can we pick our colors for our oar?"

· Has the program been effective?  First quarter results are gang busters, revenue is more than triple last year first quarter, margin is up 7%, and earnings are way way up.  On top of the financial gains, (which are wonderful) we have a team that is having fun, which is focused, and they are growing as leaders' everyday.  I bet at least once a week someone leaves one of those Jefferson nickels on my desk, when we have visitors and clients in the office, I listen to the folks "tell the story" about "On to the Pacific."  They keep me pumped up!

· For the second quarter kick off, we will be showing video shot in South Dakota up the Missouri River, and serving buffalo burgers, maybe even some quail, and we will be communicating this quarter's focus.

· The fabric that held the original Corps of the Discovery was TEAMWORK, LEADERSHIP, and COMMUNICATION.  Everyone focused on the goal of getting to the Pacific, there were no passengers on that trip, everyone pulled and oar!  Ours is no different, we need everyone pulling in one direction.  When we have a new hire, the next to the last new hire's job is to set up the meeting with me and help explain the journey, so we are sort of passing this forward from employee to employee, not just the head of the company.  

Jeff Schmeck
jschmeck@minercorp.com
Apr. 11, 2006

Best Article I've Read All Year; 25 Ideas From the Best Companies on the Planet; Lencioni's Webinar
"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES:
Best thing I've read this year! -- Business 2.0 magazine sent out their reporters to gather the Best Practices of 25 great companies -- it's a super quick read, just click through the 25 short slides to garner some of the best ideas I've picked up so far in 2006 -- Read more here.

Google's Corporate Graffiti -- whiteboards are everywhere at Google, including two 30 foot whiteboards where "one is packed with cartoons and jokes that workers have scrawled under the slogan "Google's Plan for World Domination." This is one of the 25 ideas -- go back and click on the link above!

Colgate-Palmolive's Bad News Folders -- DAILY, yes, daily, the field sends in "situation" reports to serve as an early-warning system of brewing issues. You need headlights shining further out than the speed with which you're moving. This is one of the Best Practices I encourage you to read.

UPS's Three Minute Daily Huddle -- all 220,000 employees are in some kind of daily huddle -- you know this brought tears to my eyes! Please, if you read nothing else this week, scan these 25 Best Practices and get the details -- and then pick three you'll implement the next three months.

Planet Honda's "Just Looking Badge;" Guitar Center's "Phone Shopping" itself; and Urban Outfitter's use of employees to spot new trends are a few more great ideas.

The famous Patrick Lencioni is hosting his first-ever live virtual seminar -- Thursday, April 13, 2pm -- 3:30pm EST (US) -- entitled "Confronting Dysfunction and Politics on Your Team" -- Click here to register -- please enter "gazelles" as the promotion code. 

EDUCATION:
Dell Benchmarking Inside Look at 2005's Most Admired Company, May 15-16, Austin, TX

Rockefeller Habits Workshops 2006 

Kuala Lumpur, Malaysia April 20-21
Nashville, TN April 25
Memphis, TN April 26 
Detroit, MI May 9-10 
Baton Rouge, LA May 16  
Charlotte, NC May 18-19  
Washington, DC June 7-8
Denver, CO Oct 17-18

Great Game of Business with Jack Stack
Springfield, MO
2006:
April 25-26
May 20-21
June 20-21
September 26-27
October 24-25
November 14-15

2007:
January 9-10, 2007

Apr. 18, 2006

How Bill Gates Works; Strangest Statistic; How Many Founders Still Running FORTUNE 500 Firm

"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES:
More detailed Dell Benchmarking Event schedule listed below under DETAILS -- May 15 -- 16, Austin Texas -- only time to get an inside look at Dell in 2006.

FORTUNE 500 data in April 17 issue -- the latest issue is on the newsstand -- look for the big 500 on the cover.  Articles on how Bill Gates works p.45 (his only low-tech device -- a white board which he cherishes!) and the performance of the twenty-seven FORTUNE 500 firms still run by the founders p. 34 (stocks returned 18.5% annually the past ten years, seven points better than the FORTUNE 500 average) are worth the read. 

Median profit of the FORTUNE 500 in 2005 was 5.9% on just over $9 trillion in total revenue -- this is essentially double the historical average though roughly where it was last year.  It's worth going to your industry category in the magazine (or online at www.fortune.com if you are a subscriber -- click on the Fortune 500 list and they make it easy to sort by industry) and look at some of the numbers like profitability of the large companies in your industry -- great way to do some quick back-of-the-napkin benchmarking.   

Median revenue per employee is $400,000 -- this is up from $250,000 just three years ago.  Corporate America IS driving productivity. Again, go to your industry category and look at the ranges of revenue per employee to benchmark against your firm (you'll have to make the calculations yourself, but they give you the revenues and number of employees).  This is a key metric for all of us to track since revenue per employee can actually trend down as you grow if you're not careful.

Strangest statistic -- the total market value for the FORTUNE 500 in 2005 was just over $11 trillion while their assets totaled almost $24 trillion.  This puts valuations at just over one times revenue ($9 trillion) and less than half the asset value -- can this be right?  How can the market value be less than the asset value?  

If you didn't catch the news, ExxonMobile is now the largest firm, pushing Wal-Mart back to number two.  And Texas surpassed California last year in having the most FORTUNE 500 firms headquartered in their state -- 56 vs. 55!

Dell fell to the second best 10 year return for investors behind NVR, a homebuilder based in my backyard of Reston, Virginia.

EDUCATION:
Be sure to sign up for the Rockefeller Habits Workshops in Nashville, TN on April 25, and Memphis, TN on April 26

Dell Benchmarking Inside Look at 2005's Most Admired Company, May 15-16, Austin, TX

Rockefeller Habits Workshops 2006
Kuala Lumpur, Malaysia April 20-21
Nashville, TN April 25
Memphis, TN April 26
Detroit, MI May 9-10
Baton Rouge, LA May 16 
Charlotte, NC May 18-19 
Washington, DC June 7-8
Denver, CO Oct 17-18

Great Game of Business with Jack Stack
Springfield, MO
2006:
April 25-26
May 20-21
June 20-21
September 26-27
October 24-25
November 14-15

2007:
January 9-10, 2007

DETAILS: 

Gazelles Benchmarking Event
May 15-16, 2006
**Please note-media representative in room during all meetings
                      La Frontera Marriott- Round Rock, TX  
Monday, May 15, 2006
	Time
	Presenter
	Activity

	8:00-8:15 a.m.
	Michelle Brigman* &  Verne Harnish
	Opening Announcements

	8:15-9:00 a.m.
	David Marmonti, GM Dell Sales
	Evolution of Dell from small 
business to global technology 
leader; Dell strategies

	9:00-10:00 a.m.
	Mark Davies, VP Finance
	Finance & control points

	10:00-10:30 a.m.
	Break
	 

	10:30-11:30 a.m.
	Zita Cassizzi, Director HSB Online
	10 Tenents of Transactional 
E-Biz

	11:30-12:30 p.m.
	Lunch
	 

	12:30- 1:30 p.m.
	Bill Clark, Director Small Business Sales
	Sales Force Evolution, Profile, 
Key Metrics

	1:30-1:45 p.m.
	Break
	 

	1:45- 2:30 p.m.
	Supply Chain or Premier pages
	TBD

	2:30-3:30 p.m.
	Joyce Mullen, VP Sales Operations
	The Customer Experience

	3:30-4:30 p.m. 
	Jim Sepulveda, Director HSB Human Resources
	Leadership Development

	4:30-5:00 p.m. 
	Wrap Up/Q&A/Tour Information for Tuesday
	 



  
Tour Pick-up location- La Frontera Marriott                    
Tuesday, May 16, 2006                  
Departure Time  Tour Escorts & Facility Guides  Group # & Destination
	7:45 a.m.
8:15 a.m.
7:30 a.m.
	(Host); (Guide)
(Host); (Guide) 
(Host); (Guide) 
	#1- ECC/TMC 
#2- ECC/TMC
#3, 4- TMC/ECC    


Apr. 21, 2006

Seth Godin's Talk at Google; Do You Have A Marketing Function?

"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES:
Seth Godin's talk at Google -- this is a great (free) 48 minute seminar on marketing. Author of six of the top marketing books, including his latest All Marketers are Liars, Seth spoke as part of Google's Author Series. And the presentation provides some insights into why Google has done so well. Thanks to Jeff Bisset, Interact Direct (www.interactdirect.com), for forwarding this link.
Do you have a separate marketing meeting each week? -- one of the biggest weaknesses I see in growth firms is the lack of a marketing function that is separate from the sales function -- it requires a different weekly meeting, different metrics, and different agendas. Below is an article I wrote awhile back on the function of a marketing meeting.
Here's an idea -- take 48 minutes next week and gather your executive team together and watch the Seth Godin talk at Google and then discuss how his advice/views apply to your company. That would be a great marketing meeting!
My marketing meeting is at 11:15am Monday mornings -- since taking my own advice and reinitiating a separate marketing meeting the beginning of this year, we're seeing some results already. Who's in the meeting? David Rippe, CEO of Celestia Corp, who is our outsourced marketing firm (and webmasters); another person out of Colorado who is helping us find sales channels for our products; and various guests depending on the subject (I have someone joining our meeting next Monday to explain how he took his e-newsletter from 5,000 to 50,000 readers!).
Watch Seth's presentation and scan my article below and fire up your marketing function.
EDUCATION:
Be sure to sign up for the Rockefeller Habits Workshops in Nashville, TN on April 25, and Memphis, TN on April 26
Dell Benchmarking Inside Look at 2005's Most Admired Company, May 15-16, Austin, TX
Rockefeller Habits Workshops 2006

Nashville, TN April 25
Memphis, TN April 26
Detroit, MI May 9-10
Baton Rouge, LA May 16
Charlotte, NC May 18-19
Washington, DC June 7-8
Calgary, Ontario, Canada, September 26
Denver, CO Oct 17-18
Great Game of Business with Jack Stack
Springfield, MO
2006:
April 25-26
May 20-21
June 20-21
September 26-27
October 24-25
November 14-15
2007:
January 9-10, 2007
DETAILS:
THE Key Fundamentals to Marketing
By Verne Harnish, the "Growth Guy"
Years ago I asked the top marketing mind in the country, Regis McKenna, (the marketing genius behind Intel, Genentech, and Apple Computer) what the most fundamental key to effective marketing was. He simply raised his index finger and exclaimed "one hour per week." He also highlighted the two most important metrics used to measure marketing effectiveness -- the number of warm leads generated and the cost per lead. I'll elaborate in a moment.
The good news is that entrepreneurs seem to be interested in the subject once again. An ignored function in many firms the past few years, marketing is back in vogue. The combination of a recovering economy, the opportunity to grab market share, and entrepreneurs tired of downsizing their way to success has re-ignited the subject. My own indicator of this interest level? Our recent one-day workshop with the famous marketing guru Seth Godin (read all his books!) sold out in less than a week -- an interest in marketing I've not seen since 1998.
Marketing is about getting the word out, figuring out how to attract attention, getting media coverage, and deciding how to position your product and services against your competitors -- it's all messy stuff that just needs some jawbone time to sort out and be creative. For this reason, McKenna was adamant that the key to effective marketing is getting a handful of the right people in a room for one-hour each week, talk about what you do next to drive your marketing strategy, and then act on your ideas that week.
THE REPUBLICAN'S ONE-HOUR WEEKLY
Not since Theodore Roosevelt had a Republican president gained seats in the legislature in on off-year election. Yet President George Bush did just that in 2002. The key to this enormous marketing feat was a weekly meeting every Tuesday morning at 7:30am at the Republican National Committee's headquarters on Capital Hill, initiated shortly after Bush's inauguration. Led by Karl Rove, Bush's top political strategist, he and a handful of other individuals used these meetings to analyze polling data, recruit candidates, set themes, and drive a weekly campaign calendar for Bush. And my understanding is that this same approach is being taken in Bush's 2004 campaign.
There are many reasons the election went the way it did, but I'm confident an underlying key was the weekly meetings -- the jawboning time of discussing strategies, looking over data, and sticking to a weekly rhythm of decision making and action. 
In my own case, Gazelles' marketing is handled by an outside firm. Even though they're not employees, we participate in a one-hour conference call together Monday mornings at 10:30am, brainstorming, discussing, and working through a list of marketing initiatives. These meetings keep marketing top of mind and serve to drive some kind of activity or improvement each and every week. And we do real work in these meetings, reviewing new marketing messages, revamping the website, organizing testimonials, and scheduling interviews, just to name a few of our more recent activities this past month.
INFLUENCERS
It was also McKenna that emphasized the importance of influencers within a market -- the handful of thought leaders that exist in every industry (a precursor to Malcolm Gladwell's bestseller The Tipping Point). A big part of his marketing discussions each week, for firms like Intel, were spent identifying the appropriate influencers, planning ways to reach them, cultivating relationships and garnering a favorable response from them. Some of the practical ways to nurture these influencers include inviting them out to visit your firm, serving as a resource of information and help to them, including them on your advisory board, and keeping them in the loop to receive your newsletters and announcements. 
A close friend, Gene Kirila, named one of the "Heroes of Manufacturing" by Fortune magazine a couple years ago, is brilliant at identifying and nurturing influencers in his market. Whenever he would meet someone he considered key, he would invite them to visit his manufacturing facility and pay whatever fee they asked to consult with his firm for a day. Besides learning everything he could, he would turn around and sell them on his firm, entertaining them at his magnificent lake retreat a few miles from the plant. He would also get them to introduce him to other key influencers. It wasn't surprising to any of us, then, when he showed up on Fortune's radar screen for their annual "Heroes" honor -- where do you think Fortune gets their nominees but from the influencers in the market!
MEASURING MARKETING
If the sales function is measured by its ability to close deals and generate revenue, then marketing is measured by its ability to find the right deals to close i.e. generate targeted warm leads. Running focus groups, designing ads, garnering feedback from existing customers, feeding ideas into R&D, and the myriad of other marketing activities all have one function and that is to ultimately generate interested customers. Keeping it that simple and focused will keep your marketing function effective. Measuring cost per warm lead will keep it efficient.
In summary, do you want to dominate your market? Pick a handful of key people, a time each week to meet, and get your brain trust focused on how you're going to do it. Now is the time to trump your competition by out marketing them -- it just requires discipline and rhythm.
Apr. 28, 2006

"Big Stuff" meeting; Controlling the Ink; Dell's Supply Chain

"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES:
Dell adds supply chain presentation -- Dell's execs let us know this week that they are adding a presentation on their supply chain process. May 15 -- 16 is the Dell Best Practices event -- room for two more companies.

"Big Stuff" weekly meeting at O'Rourke Petroleum (www.orpp.com) is in the spirit of Jim Collins' CEO Council -- Mushahid Khan, President and COO of this Houston-based petroleum products and solutions firm noted "during this meeting we cover the top 2 or 3 business opportunities that can vault us to a new level, like acquisitions. We found that we were not able to properly cover our Big Stuff during our weekly Leadership Team meetings (and keep them relatively short)."

"Most of all, our Big Stuff meeting is cool because it means big bucks for our company!" -- concludes Khan. Reread pages 114 and 115 of Jim Collins' "Good to Great" where he describes how all eleven firms held a regular meeting separate from the executive team meeting where they could discuss and brainstorm about the "big stuff" -- congrats Mushahid for making this happen!

Controlling the "Ink" in your industry -- my latest monthly "Growth Guy" column is reprinted below. Read how Guy Maddalone's book resulted in an exchange with Jack Welch and ended up in the hands of Bill Gates.

Mason Harris, CEO of YouGotMeals.com, completed his book in six weeks, printed in two, and had his ready in time for two major tradeshows in March. Budgets, resources, approaches, and distribution strategies are outlined in this quick read article -- and read Mason's best emotional moment with his book and how he included all his employees!

Todd Hopkins, CEO of Office Pride, notes in the opening of the article "Writing a book has provided the single greatest return on investment than any other business decision I have ever made in the history of the company."

Every CEO should write a book -- it is the single greatest recruiting, marketing, orientation, reputation building, sales tool you can create. I share tips on how to organize a quick book -- and Gazelles Publishing to help you get it produced quickly.

EDUCATION:
Dell Best Practices Inside Look at 2005's Most Admired Company, May 15-16, Austin, TX

Rockefeller Habits Workshops 2006
Detroit, MI May 9-10
Baton Rouge, LA May 16
Charlotte, NC May 18-19
Washington, DC June 7-8
Amsterdam, Netherlands June 15
Calgary, Ontario, Canada, Sept 26
Dublin, Ireland Oct 10-11
Denver, CO Oct 17-18

Great Game of Business with Jack Stack
Springfield, MO
2006:
April 25-26
May 20-21
June 20-21
September 26-27
October 24-25
November 14-15

2007:
January 9-10, 2007

DETAILS: 

Control the "Ink" in Your Industry
By Verne Harnish "Growth Guy"
· "Writing a book has provided the single greatest return on investment than any other business decision I have ever made in the history of the company," exclaims Todd Hopkins, CEO of Indianapolis-based Office Pride and author of Five Wisdoms for Entrepreneurial Survival. 

· Whoever controls the INK in an industry controls the industry. For years I've been encouraging CEOs to write a book. It's the single greatest marketing tool you can create to attract customers, employees, and industry attention, besides making your children and extended family proud!!! 

· Best of all, you can hire people to help you ghost write, print, and distribute the book. What follows are details in terms of time, costs, and results from three CEOs that are using a pen to slay their industry competitors. 

· Mason Harris, founder of YouGotMeals.com, a Rockville MD-based provider of diner loyalty and email marketing services for restaurants, bars, and nightclubs, took the quick and inexpensive approach to write his book entitled Entrée Marketing: Six Critical Principals for the Overworked Restaurateur -- www.entreemarketing.biz 

· Though Harris had been developing his material through industry and customer presentations and had talked about writing a book for over a year, it wasn't until January that he decided to start. "I wanted to have copies available for the International Restaurant and Food Service Show in NYC March 5 and the Vegas National Nightclub and Bar Show March 7," recalls Harris. "Having a significant deadline like these shows provided the impetus to get started." 

· Harris had roughly six weeks to write his 170 page book. He garnered some great tips from Steve Manning, author of a process on how to write a book in 14 days (www.writeabooknow.com), including the importance of not editing as you write. "If you can talk, you can write," Harris notes, quoting a line from Manning's material. 

· "It did take me 100 to 120 hours, including five days full time to wrap up the book." Harris then spent $3000 and had 500 copies printed using a quick print publisher, which turned his Word document into a book in two weeks. 

· Not only did people buy his $25 book at the tradeshow, but he felt the book helped separate him from everyone else "because we're the guys that wrote the book," added Harris. And he's already been able to contribute sales leads to the book in the first thirty days since it was published in addition to sending the book along with proposals. "The book simply increases my credibility," concludes Harris. 

· Hopkins, CEO of one of the nation's largest franchised commercial cleaning services companies with over 70 franchised locations in nine states, had also been thinking about a book for three years. Like Harris, Hopkins material came from training seminars and stories he had been telling for eight years, though most of the stories had never been put in writing. 

· One simple way to organize and write a meaningful book, if you have a set of core values and a core purpose, is to take this list and make them the titles of your chapters. Then take the next year and gather stories where you and your company have "lived" these principles. These company legends are then retold within each of the corresponding core value chapters and viola! -- You have an instant and useful book. 

· Hopkins essentially took this approach to organizing his Five Wisdoms book, spending $6000 and hiring a creative writer that helped him make the book a more enjoyable read. "The writer also provided accountability for me to stick with the project until its completion," noted Hopkins. He then spent $15,000 to print 4000 copies, of which he's distributed 3000 since publishing the book a year ago. Most he's given away. 

· "I expected it to help communicate and drive a cultural message throughout the organization," shared Hopkins.  "What I had not considered was the positive impact it would have on recruiting Area Developers (franchise owners for larger Metro markets).  I can simply send a prospect a copy of the book, and many times after they read it, they immediately call and say they want to be a part of our company." 

· Adds Hopkins, "writing a book is one of the best ways for CEO's to help people get inside their head and to understand how they think and what drives their decisions.  For those who agree, this breeds confidence in them joining the organization.   And our franchisees have given the book to customers and the results have been positive," notes Hopkins. 

· Equally important, Hopkins has calculated that Franchise and Area Developer fees paid by those who would say reading the book influenced their decision has exceeded $250,000. Not a bad payback in one year. 

· Guy Maddalone, the self-proclaimed "Household Help Guy" and CEO of GTM, the nationwide leader in household payroll services and human resource management (think NannieGate!), took a much more methodical approach to writing his book. 

· "The idea for How to Hire and Retain Your Household Help began in February 2003 as I was preparing for a presentation to some household managers," recalls Maddalone. "During the presentation, the audience's preconceptions were so misconceived it left me wondering if the majority of household employers were as confused as these people." 

· After conducting an employer survey, Maddalone and his team sensed the majority of household managers were also confused and so they began building "how to" content in the shape of a 29-page draft. By September, he hired someone to research, interview, and write a book with him. 

· "At the same time, I began offering a 6-month webinar series to small household help agencies on the 10 risky behaviors of conducting their business," explains Maddalone. "This was really the rough outline of the book and was designed to ‘try out' material by bouncing information -- some controversial -- off of those operating inside the industry." 

· By March 2004, the book's third draft was completed and Maddalone had it reviewed by three labor attorneys, a seasoned HR consultant and several household help clients for accuracy and to provide brutally honest feedback which really helped shape the book's final outcome. 

· In April Maddalone finished the fifth draft and sent it to a copy editor for grammar and style review and then to the book's typesetter in May. Changes were made during two "long months," as Maddalone describes them, finally ending with a last minute name change and a final layout approved on July 15th. First bound copies arrived six weeks later. 

· Over the 18 months, Maddalone figures the overall cost settled around $70,000 not counting roughly 300 hours of his own time. $25,000 was spent on the writing and development; 1,000 hours ($36,000) of his marketing department's time; $7,500 printing costs for 3,750 books and $5,000 to pack and ship 2,500 complimentary signed copies to clients, marketing partners, select prospects, and friends. 

· As of first quarter 2006, Maddalone had distributed 7000 copies, mainly to CPAs, marketing partners, agencies, and new customers. "And a couple FORTUNE 500 companies have purchased copies and then hired me as a speaker for ‘lunch and learns,'" shares Maddalone. "These have led to multiple clients." 

· And the press has been tremendous, cementing Maddalone and his firm as the industry experts. From multiple appearances on various New York television shows to articles in the Wall Street Journal and New York Times, the coverage has not only provided impressive collateral for his marketing packets, but the book has helped GTM raise its average ticket price since customers are buying more products. The book also helped Maddalone launch a new help desk service, again, because GTM is now seen as the experts. 

· "A highlight was talking personally with Jack Welch about the book and knowing that Bill Gates also has a copy," exclaims Maddalone. And he's had a 2nd edition picked up by the leading publisher of self-help legal books to be released this coming September. "Overall, writing the book and handling the press coverage has helped me become a better communicator," summarizes Maddalone. "And it gives me and the company more credibility, which is critical given how many high profile careers have been ruined by mishandling nanny taxes!" 

· If these stories aren't convincing enough to write a book, at least consider the side benefit Harris achieved. "I named the characters in my book after all the kids of my employees, including my own. What a great thing for them to take the book home and show their kids! And on the appreciation page I named all the employees," shared Harris. 

· "Even better, my daughter carries my book back and forth to school in her backpack," beams Harris.

In summary:

Cost of a book: $3,000 to $70,000

Payback for business: $25,000 to $250,000 plus

Daughter carries book in backpack: priceless

There's plenty of time in 2006 for you to make your mark and your daughter proud. Get writing!

May. 4, 2006

Seven Keys for Driving to a Billion; Why Advertising Agencies Don't Advertise!!
"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES:
Blueprint to a Billion -- there are seven traits common among firms that go from zero to a billion -- this is the cover story of the latest FSB magazine based on the book by David Thomson. Here's the best link to the seven traits.  I've also summarized the seven below under DETAILS with my thoughts.

$50 million is an inflection point -- Thomson found that these firms grew exponentially after crossing the $50 million threshold, reaching a billion within four to twelve years. That's why it's critical to get across the $5 million chasm and then the $25 million chasm.

There are six up and coming billion dollar firms -- Brian Scudamore, CEO of 1-800-Got-Junk is one of them. Here's the link to that interesting list. Congratulations Brian for yet some more amazing press for your fast growing franchise.

Why don't advertising agencies advertise? -- Simon Sinek (www.sinekpartners.com) sent me a link to his excellent April 17 BrandWeek article on advertising (Seth Godin concurred). In essence, PR works considerably better than advertising -- and again, Scudamore's company is listed along with Google and Starbucks as examples of firms that don't advertise. Here's the link. Besides running his NY-based consultancy, he teaches at Columbia University's graduate program in strategic communications.

The billion dollar company list of traits didn't shake up my thinking like the work of Jim Collins -- however, it's an excellent reminder of the basics. Take Thomson's list to your next monthly or quarterly gathering and brainstorm a few ideas for how your company might act on each of the traits.

Detroit, Charlotte, and DC Rockefeller Habits workshops finish this half of the year -- Detroit is next week May 9 -- 10; Charlotte is May 18 -- 19; and DC is June 7 -- 8. I'm also hosting a one day workshop for the Louisiana EO Chapter in Baton Rouge May 16 -- any of my readers are welcome to sign-up.

EDUCATION:
Dell Best Practices Inside Look at 2005's Most Admired Company, May 15-16, Austin, TX

Rockefeller Habits Workshops 2006
Detroit, MI May 9-10
Baton Rouge, LA May 16
Charlotte, NC May 18-19
Washington, DC June 7-8
Amsterdam, Netherlands June 15
Calgary, Ontario, Canada, Sept 26
Dublin, Ireland Oct 10-11
Denver, CO Oct 17-18
Kuala Lumpur, Malaysia May 17-18 2007

Great Game of Business with Jack Stack
Springfield, MO
2006:
May 20-21
June 20-21
September 26-27
October 24-25
November 14-15

2007:
January 9-10, 2007

DETAILS:
Here's the short list from Thomson's book -- and the articles I've written can be found here 
1. Create and sustain a breakthrough value proposition -- this maps to the Brand Promises and X Factor outlined in the Rockefeller Habits. Focus on a promise that "only you" can deliver by finding an underlying 10 to 30 times advantage over your competitors. Check out my "Brand Promise" and "X Factor" articles for help. 

2. Exploit a high growth market -- the key is picking a rapidly expanding Sandbox. You actually need to do this first before figuring out a breakthrough proposition. 

3. Focus relentlessly on cash flow -- enough said. Continually improving your Cash Conversion Cycle, as we point out in the workshop, provides the fuel for growing the business. Take time to brainstorm six ways you can double your operating cash in 2006. Check out my "Cash Flow: Twelve Ways to Improve Cash" article. 

4. Leverage big-brother alliances -- think Microsoft's early alliance with IBM. The MIT and Inc. Magazine alliances were critical to the early success of YEO. Find a couple big players in your industry that can "walk you around" the rest of the industry. 

5. Pack board with industry experts -- check out my "Advisory Board" article on how to attract and hook big named experts to sit on your advisory board. 

6. Marquee customers to build credibility -- in the same vein as leveraging big-brother alliances. 

7. Inside-outside leadership team -- if you weren't lucky enough to start the business with this kind of partnership, you need to find that key #2. Key lesson? Look for someone you've know for awhile -- a customer, school or childhood friend, family member, consultant you've gotten to know, supplier, industry expert -- and if you don't know them well, test drive them first by working on some projects together.

May. 12, 2006

Three Keys to Self-Actualization; Best Buys New Focus; Lencioni's Video Package

"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES:
Three Keys to Happiness and Self Actualization -- Ted Leonsis, Vice Chair of AOL, was honored last night as the "Entrepreneur of the Year" at the National Foundation for Teaching Entrepreneurship (NFTE) DC Gala. During his moving speech he shared how he's been studying deeply the subject of happiness and self-actualization and has concluded there are three keys -- I share his insights under the DETAILS section below.

Focus on Profitable Customers -- great story in the April 3 issue of FORTUNE magazine about Best Buy's CEO Brad Anderson and why he's messing with the superstore's successful business model. In essence, he's figured out which customers are the most profitable (five demographic groups) and he's aligned products, services and the stores to focus on these customers.

Benchmarking Outside Your Industry -- Best Buy's Anderson, "to the consternation of his team," would disappear for weeks and attend conferences outside the electronics industry to look for ideas. As Tom Peters has suggested, pick one trade conference outside your industry and attend it this year. Breakthrough ideas come from shamelessly stealing ideas from other industries.

Tap Thought Leaders -- in addition, Anderson brought various thought leaders to headquarters to mine their ideas. Larry Selden, professor at Columbia's business school, laid out a theory that most companies end up driving so hard for sales that they don't realize there are highly profitable customers but also customers (and products) that aren't worth the time and effort. This is what Tom Meredith did for Michael Dell -- gave him the granular enough data to see where they were really making money and not.

Segment Your Customers -- Best Buy has segmented customers into five highly profitable groups named Barry, Jill, Buzz, Ray, and Mr. Storefront. Dell has focused on segmentation as well. Gazelles has done the same with our $10k program and YPO/YEO focus. Divide your customers into a few segments, focus on each segment differently, and decide which customers to ignore -- doesn't mean you say no, but don't spend your time focusing on them.

Save 10% on the Five Dysfunctions of a Team Video Series -- Pat Lencioni has a $495 video package that is a great tool for tuning up your executive and mid-management teams to drive more accountability and results through the organization. Gazelles has arranged a 10% discount -- here's the link -- just enter "Gazelles" in the promotional code. There are also discounts for the individual assessments tools. 

EDUCATION:

Dell Best Practices Inside Look at 2005's Most Admired Company, May 15-16, Austin, TX

Be sure top sign up for Rockefeller Habits workshops in Charlotte, NC on May 18-19 and Washington, DC on June 7-8
Rockefeller Habits Workshops 2006
Baton Rouge, LA May 16
Charlotte, NC May 18-19
Washington, DC June 7-8
Amsterdam, Netherlands June 15
Calgary, Alberta, Canada, Sept 26
Dublin, Ireland Oct 10-11
Denver, CO Oct 17-18
Kuala Lumpur, Malaysia May 17-18 2007

Great Game of Business with Jack Stack
Springfield, MO
2006:
May 20-21
June 20-21
September 26-27
October 24-25
November 14-15

2007:
January 9-10, 2007

DETAILS:
Here are Ted's three keys. As he said, "more than money, power, or fame, these are the three keys to becoming self-actualized" (remember, being able to eat and have shelter DOES come first):

1. Get actively involved in various communities -- industry, non-profit, community-based, religious, political, etc. 

2. Show gratitude and say thank you often 

3. Give back to others

Interestingly, Ted has really gone "deep" in a couple areas. Specifically, he has one "Best Buddy" he's mentored for years, which includes communication on a daily basis with this young man. In addition, he's mentored a young man for years he met through "Hoop Dreams." Besides the broad involvement Ted has given various communities, he's also chosen to make a significant difference in the lives of two particular people.

May. 19, 2006

Lessons from Dell; Advocacy vs. Satisfaction; Power of Focus

"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES:
Dell's cash conversion days now -44 days!!  Our Best Practices event at Dell earlier this week was another huge success. Last August Dell was at -39 days; -34 days the year before -- they never believe there's a finish line -- and they emphasized that a key supplier with a name starting with the letter "I" demands 30 day payments and its still at 30 days, so they've achieved these amazing results by reducing inventory to four days (down from five days just two years ago) -- and one day of inventory is more than the cost of an entire factory -- vs. just beating down suppliers.

Dell admitted problems in customer experience -- they were amazingly candid with Gazelles' group of growth company executives (that also participated in a focus group). Dell has identified five specific areas of improvement and are acting on them. One area, which will bring cheers to customers, is the elimination of the paper intensive rebate process. They've moved to an instant rebate. And they said give them 18 months on the other issues.

Frank Muehleman, head of all consumer and small business for Dell, calls three customers each week -- customers that have had their issues escalated. This is the guy accountable for a huge amount of Dell's total revenue, so he's a busy executive, yet he knows how important it is to touch base with customers directly each week. Are you calling three customers each week and talking to them about how they are being served?

Last year we learned how measuring customer loyalty is more important than customer satisfaction. This year they emphasized that they are now looking at measuring and driving customer advocacy -- very insightful in that you don't just want repeat customers but repeat customers that advocate for the company and encourage others to do business with them. So here's the hierarchy -- Satisfaction, Loyalty, Advocacy.

Dell has also gone from four global priorities last year to three this year -- less is more. They also shared with the group the 30 specific questions, called Tell Dell, they are using to assess employee loyalty. To emphasize quarterly focus, though the questionnaire is divided into five sections, the HR department is focusing on just one of the five sections represented by three of the thirty questions -- focus, focus, focus along with measure, measure, measure.

So much more, including very specific metrics, insights, and lessons learned, but we were asked to keep the information confidential. Great news is it looks like we'll get another event in 2007. What impresses me most is how much the company has changed each of the last four years we've run the Best Practices event -- this is a company that continues to learn and evolve!

"Selling Your Business for a Premium" workshop June 22 Atlanta, GA -- this is our last workshop of the season. "Rockefeller Habits" DC June 7 -- 8, and Amsterdam June 15, the last for those workshops this season. More in the fall.

EDUCATION:

Rockefeller Habits Workshops 2006
Washington, DC June 7-8 Sign up now
Amsterdam, Netherlands June 15 Sign up now
Calgary, Alberta, Canada, Sept 26
Dublin, Ireland Oct 10-11
Denver, CO Oct 17-18
Kuala Lumpur, Malaysia May 17-18 2007

Great Game of Business with Jack Stack
Springfield, MO
2006:
May 20-21
June 20-21
September 26-27
October 24-25
November 14-15

2007:
January 9-10, 2007

May. 25, 2006

New Collins Tool
"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES:
Jim Collins new "Good to Great" diagnostic tool -- as Jim promised during our last "Growth" conference, he's created a bunch more tools for us to use including a new Good to Great summary and diagnostic tool -- here's the link -- thanks to Scott Morris, our coaching partner in Calgary, for bringing this to my attention.

Brand from the Inside: Eight Essentials to Emotionally Connect Your Employees to Your Business -- the co-author, Libby Sartain, was the head of People for Southwest Airlines and is now SVP of HR and Chief People for Yahoo!  The best page is p51; and if you're short of time, just read Chapters 5 & 6 -- great checklists and implementation tools.  I'll explain more under DETAILS below.

TripleHead2Go box makes it easy to use three screens -- several of you asked, after I wrote about Bill Gates' jump in productivity when he went to three screens on his desk (left screen Outlook, middle screen what he's working on, right screen browser), how to hook this up.  Trent Dyrsmid, CEO of Dyrand Systems (www.dyrandsystems.com), sent this link -- and the device is just $299.

White board in the family room -- Frank White, partner in StayTuned (www.StayTunedIn.com), shared with the audience during my keynote speech at the Consumer Electronics Association meeting in Hilton Head, that his family installed a 4' x 8' white board in their family room.  Over the past decade it's been an excellent outlet for creative art, a communication hub, a place for the children to share thoughts and ideas, and a safe place to "write on the walls."  Great idea!!  White boards everywhere!

Sad day for Texas -- the Republican governor of Texas just signed into law the largest business tax increase in Texas history -- and most of the largest corporations are exempt, so the $3.4 billion tax increase will fall on the shoulders of growth firms.  Gazelles' longstanding client, Steven Hotze, did all he could to fight the tax, coming within one vote of stopping it.

Joseph Schumpeter, the first economist to recognize the vital importance of the entrepreneur in the economy, couldn't have described the situation we just witnessed in Texas any better:

"Schumpeter thinks that the success of capitalism will lead to a form of corporation and a fostering of values, especially among intellectuals, of hostility to capitalism. The intellectual and social climate needed to allow entrepreneurship to thrive will not exist in advanced capitalism and it will be succeeded by socialism of some form or another. There will not be a revolution, but merely a trend in parliaments to elect social democratic parties of one stripe or another. He argued that capitalism will collapse from within as democratic majorities will vote themselves the creation of a welfare state and place restrictions upon entrepreneurship that will burden and destroy the capitalist structure. Schumpeter emphasizes that he is analyzing trends, not engaging in political advocacy."
EDUCATION:

Rockefeller Habits Workshops 2006
Last workshops until the fall,
Washington, DC June 7-8, Sign up now
Amsterdam, Netherlands June 15, Sign up now

Calgary, Alberta, Canada, Sept 26
Dublin, Ireland Oct 10-11
Austin, TX Oct 19-20
Denver, CO Oct 17-18
Kuala Lumpur, Malaysia May 17-18 2007

Great Game of Business with Jack Stack
Springfield, MO
2006:
May 20-21
June 20-21
September 26-27
October 24-25
November 14-15

2007:
January 9-10, 2007

DETAILS:

· The premise of "Brand from the Inside" is to make sure that you're delivering on the promises to your employees that align with the brand promises you're making your customers. 

· And it's about igniting the hearts and engaging the emotions of the employees so they can in turn ignite the hearts and engage the emotions of your customers. 

· BTW, never forget -- you sell to people, not companies -- and the emotional side is ALWAYS important. 

· Purchase this book and give it to your head of Human Resources.  Then make sure the top execs read the Introduction, p. 51, and skim chapters 5 and 6. 

· Page 51 describes how Southwest took their external brand of Freedom ("You're Free to Move About the Country) and created Eight Freedoms internally as a way to connect the brand with employees and provide eight reasons people would want to work at Southwest -- brilliant, simple, aligned!! 

· You can definitely skip Chapt 4 -- applicable only to larger firms. 

· Chapter 5 gives you tools for figuring out what Libby and her co-author Mark Schuman calls your "Employer Brand." 

· Chapter 6 then gives you tools for how to apply this brand inside your firm. 

· I've pulled a couple of key paragraphs out of the Introduction: 

· "That's why we call employer brand the secret sauce that, when properly prepared, can create real results for business.  And we're among the first to tell this story.  Although many books talk about brands and customers, few focus on how to build a legendary employer brand from within." 

· "And it all begins inside.  Just as a brand makes promises to customers on the outside, that business makes promises to its employees on the inside.  And for that internal experience to be authentic, it must build what it is and what it believes from inside the business.  So that leaders in the business deliver on the promise to the employees, who deliver on the promise to customers.  So the business captures a share of the heart of the employee, who in turn captures a share of the heart of customers, which ultimately results in success for the business.  The essence of this emotional connection is the same core of a business that is at the core of the brand the business takes to its public."

Jun. 2, 2006

Churchill Misquoted; Minimizing Humiliation; Great Game of Business

"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES:
Winston Churchill has been misquoted -- Jay Goltz, CEO of Artists' Frame Service and author of The Street-Smart Entrepreneur: 133 Tough Lessons I Learned the Hard Way points out that the famous "Never, never, never, never give up" statement is inaccurate. What Churchill said was "Never, never, in nothing great or small, large or petty, never give in except to convictions of honor and good sense."

Sometimes it's best to give up when it makes good business sense. Goltz was surprised and delighted to find out that the "...never give up" quote was inaccurate. He's seen too many people hang on for too long to bad strategies, unprofitable customers, wrong people, and "dumb" companies. At times you must give up when "convictions of honor and good sense" prevail! 

"When one door closes, another opens" -- several CEOs reported out, at the executive program I'm running this week at MIT, that they sold, closed parts of, took sabbaticals, or backed away from their businesses (hired key people to help run) and found this quote to be true.

Giving up on people -- Chris Rosica (www.rosica.com) noted "In his book, Jack Welch says minimize humiliation. Every employee who leaves goes on to represent your company -- they can bad-mouth or praise for the next 5, 10 or 20 years.  Also, he said ‘No surprises.' Performance evaluations are reflective of this. Until he or she departs, build up his self-confidence & let him/her know there is a good job out there, where their skills are a better match."

"It's not income, it's outcome" that matters -- Jay Goltz left us with this insightful quote yesterday. He's one of the fourteen companies profiled in Bo Burlingham's insightful book Small Giants: Companies That Choose to be Great Instead of Big. What is the outcome of your life's work? I do recommend Bo's book if this weekly insight has struck a cord with you.

Last "Great Game of Business" workshop this season June 20 -- 21 -- this is THE best follow-on course for those that have participated in the Rockefeller Habits workshop. If you want to take your operations, execution, employee engagement, and financial performance to the next level, bring your team to this two-day workshop. Southwest Airlines, Harley Davidson, and other great firms are continuing to put their people through this amazing workshop as they continue to dominate their industries and remain competitive in turbulent markets -- get info 

EDUCATION:
Rockefeller Habits Workshops 2006
Washington, DC June 7-8, Sold Out
Amsterdam, Netherlands June 15, Sign up now, the last workshop until the fall.
Calgary, Alberta, Canada, Sept 26
Dublin, Ireland Oct 10-11
Denver, CO Oct 17-18
Austin, TX Oct 19-20
Kuala Lumpur, Malaysia May 17-18 2007

Great Game of Business with Jack Stack
Springfield, MO
2006:
June 20-21
September 26-27
October 24-25
November 14-15

2007:
January 9-10, 2007

Fri, 9 Jun 2006

What You Can't Buy; Top Rankings; Building Technology

"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES: -- High Tech, High Touch
"No man or woman is rich enough to buy back their past"-- Dr. Barrie Greiff, former psychiatrist to Harvard Business School, shared this poignant thought during his presentation to a room full of growth company CEOs last week. It was shared in the context of Self, Family, and Work, the model for Greiff's original book appropriately titled Tradeoffs.
"How Much Land Does a Man Need?" -- This is the question posed by the famous author Leo Tolstoy in his short story with the same name. Here's a link to the short story -- the classic "answer" is at the end of the story if you want to spoil the ending for yourself - http://www.katinkahesselink.net/other/tolstoy.html
Design your technology to serve the customer and then restructure the company to fit the technology -- and make it extremely simple. Randy Fields, futurist, technologist, and other half of the Mrs. Fields' duo, keynoted the Inc 500 conference and spoke last week at the exec program I chair. Too many companies are designing technology to fit their company and people instead of starting with the customer and working backwards. This is a critical point.
Ways to Get Google to Love Your Website -- Aaron Moscoe, The Promotion Specialists, forwarded an excellent and short summary list of "must dos" to make your website friendly to Google (and avoid being banned!) -- the list is under DETAILS below. Particularly review the very short "low hanging fruit" list at the end of the piece -- I'm reviewing with my web masters on Monday -- never hurts to tighten up the website
50 (More) Ways to Get Google to Love Your Website -- Todd Michael Cohan, www.metacom.net, shared this link to an excellent e-article http://www.johnston.co.uk/ My instant takeaway is to get each of our 36 coaching partner organizations to point to the Gazelles website in a proper manner to drive all of us up higher in the Google rankings
Selling Your Business for a Premium -- June 22, Atlanta -- here's the link

EDUCATION:

Patrick Thean's Selling Your Business for A Premium
Atlanta, June 22 

Rockefeller Habits Workshops 2006
Amsterdam, Netherlands June 15, Sign up now, the last workshop until the fall.
Calgary, Alberta, Canada, Sept 26
Dublin, Ireland Oct 10-11
Denver, CO Oct 17-18
Austin, TX Oct 19-20
Kuala Lumpur, Malaysia May 17-18 2007
Great Game of Business with Jack Stack
Springfield, MO
2006:
June 20-21
September 26-27
October 24-25
November 14-15
2007:
January 9-10, 2007
DETAILS:
Aaron Moscoe’s EO Forum member James Chisholm (www.experiencepoint.com) put together the following short list of hints to drive your rankings up on Google:
I've put into motion a little experiment for the summer (our slow period) -- to drive traffic to our site by: 
1. increasing our profile on the major search engines and; 

2. trying Google Adwords 

We're a web-company so I thought we did a pretty good job on item (1).  I know now that we have a long way to go.  I thought I'd share a summary of our research here in case you were wondering the same thing as me.  Here's how Google determines it's page rankings: (A) Site Factors - our website; (B) Off Page Factors - other websites linking to us.
A. SITE FACTORS affecting Google rankings - This is key stuff for your web-designer to know / implement. 
· Keyword in title tag 

· Make sure each page has a customized title 

· Keyword in description meta tag 

· Shows theme - less than 200 chars 

· Keyword in keyword metatag 

· Shows theme - less than 10 words. Every word in this tag MUST appear somewhere in the body. If not, it will be penalized for irrelevance. NO single word should appear more than twice. If not, it is considered spam. Google purportedly no longer values this tag, but others do. 

· Keyword in H1, H2 and H3 

· The <title>, <h1>, and <h2> tags need to be descriptive. They should briefly describe the purpose or content of the page. 

· Use H1 font style 

· Keyword in body 

· As a general rule of thumb try to get all the great keywords in the first few paragraphs of every page so that spiders can't miss it. 

· Keyword in alt text 

· Should describe graphic - Do NOT fill with spam 

· Keyword in links to site (and outgoing) pages (anchor text) 

· Links out anchor text use keyword - should be descriptive - not 'click here' 

· Links to internal pages- keywords 

· Link should contain keywords. The filename "linked to" should contain the keywords. Use hyphenated filenames, but not long ones 

· Freshness of Pages 

· Google likes fresh pages. The newer the better 

· Freshness - Amount of Content Change 

· New pages - Ratio of old pages to new pages 

· Dynamic Pages 

· We do know that Google is one of the few search engines that crawl dynamic/database driven websites. Take a look at how we tackle this issue. We have a knowledge base with hundreds of pages and we list them all here on our kbindex page. We know that Google has crawled our kbindex page because it shows up on the Google cache, which means that all of our articles will be indexed. We've also applied this same principle with our site map. 

· Use Robotstxt effectively 

· robotstxt.org 

B. OFF PAGE FACTORS affecting rankings - This is key stuff for your marketing mgr to know/implement 
· Incoming Links 

· PageRank 

· Based on the Number and Quality of links to you. Google link reporting continues to display just a SMALL fraction of your actual backlinks, and they are NOT just greater than PR4 - they are mixed. 

· Total incoming Links 

· use Search for more accurate proxy of links 

· Age of link 

· Google patent - Old = Good 

· Link from "Expert" site (EDU site?) 

· Google patent - Big time boost -  

· Directories 

· Site listed in DMOZ Directory 

· HUGE boost - it is said that Google's directory comes STRAIGHT from the DMOZ directory. You MUST get into dmoz 

· Site listed in Yahoo Directory - Big boost - You can get in by paying $299 each year 

· Site listed in LookSmart Directory - Boost - Another great vote for your site 

· Site listed in inktomi - Use Pure Search to check your inktomi position 

What we're going to do about it. 
· Low-hanging fruit - On-Page factors: 

· <title>, <h1>, and <h2> tags need to be descriptive 

· Update description and keyword meta tag 

· Keyword in keyword metatag 

· Keyword in alt text 

· Keyword in links to site (and outgoing) pages (anchor text) 

· Sitemap, aliases 

· robots.txt 

· Custom Content 

· Wrap previous newsletter content into a resource section 

· Off-Page factors: 

· Partner linking program 

· prepare a little blurb that we could easily mail out to existing clients - wrap into partner survey, as for links 

· make sure current links are accurate  

· Directories 

· business 

· industry 

· Blogs 

· post links to content (eg. newsletter) in blogs 

 Good Resources
· Google Ranking Factors 

· Educated guesses by SEO webmasters on top webmaster forums. Various confirmed and suspected Google Search Engine Optimization (SEO) Rules are listed below. 

· SSW Rules to Better Google Rankings 

· Page Rank Checker 

· Key Factors to Achieve High Google Ranking 

· Gaining a Top Google Ranking in Two Weeks - Blog Case Study 

Thu, June 22, 2006

Jiffy Lube Advice; Feiner's Law; Team Building Exercise; Private Company Index up

"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES:
New workshops -- I'm piloting a one-day "Rockefeller Habits 2" in Montreal Sept 28 for experienced "Rockefeller" teams; Neil Rackham's "Sales and Marketing" October 3-4 in DC; next "Growth" conference in Houston November 14-15 (the famous Marcus Buckingham is anchoring!)
Quarterly planning time -- July 1 starts a new quarter for most -- following are examples of the keys to running a disciplined and successful firm:
"Imagine a perfect world and work like heck to make it happen" -- Stephen Spinelli, Jiffy Lube co-founder, shared this aspirational thought with a group of CEOs this week up at MIT. Its entrepreneurs and their teams that have initiated all that has changed the world. What is your Core Purpose? What difference are you and your firm making in the world?
1000 stores in 10 years -- this was Spinelli's BHAG (Big, Hairy, Audacious, Goal). It did end up taking 13 years. What is your 10 to 30 year goal? And they are proud that a key contribution of Jiffy Lube is making sure that millions of gallons of oil are recycled each year rather than Do-It-Yourselfers pouring it down the drain or dumping in on the ground. We can all make a difference, even if it's just changing the oil.
Skyway 06 -- Construction Zone -- this is the annual theme for Skytron, a supplier of state-of-the-art medical equipment based in Grand Rapids Michigan. Notes Dave Mehney, president, "As the VPs and I struggled with theme ideas...I asked for a committee of volunteers to name the annual and quarterly themes based on the objectives we determined in our planning session." Below under DETAILS is a memo from Dave outlining what the group came up with -- it's a great idea to delegate the creation of the theme to a group of employees! What is your quarterly theme for July 1 -- Sept 30?
Law of Intimacy -- this is one of Dr. Michael Feiner's 50 "Feiner Points of Leadership." To build team cohesion, Blake Swensrud, founder of IMC Worldcell, had his executive team bring to a meeting a brown bag with 10 things that represent them. "What great conversations we had and I really better understood my team after this exercise." Having a "healthy" team that knows each other and can have fun together is critical. Great idea Blake! What will you do to bring your team closer together this quarter?
14 minute daily meeting -- Bhushan Kulkarni, GDI Infotech, Inc. (three time Inc 500 winner), sent me a note about one of his people and how he had run "a great, crisp daily meeting -- 1) All the requirements in; 2) Brief discussion on what is hot and what is not to give confidence to our India recruiters; and 3) Meeting done in 14 minutes." Kulkarni suggested I send his guy, Raj, a gold medal for his dailies!
Private Company Index up 6% last month (killed the S&P 500) -- this is becoming a great group of companies which represent the growth of the private sector -- you should participate! We now have the index graphed on our Gazelles home page. It costs nothing to join ... info@privatecompanyindex.com.
EDUCATION:
"Rockefeller Habits 2" in Montreal Sept 28 for experienced "Rockefeller" teams 
Neil Rackham's "Sales and Marketing" in DC October 3-4 
Next "Growth" conference in Houston November 14-15 

Rockefeller Habits Workshops 2006
Calgary, Canada, Sept 26
Montreal, Canada, (RH2) Sept 28
Dublin, Ireland Oct 10-11
Denver, CO Oct 17-18
Austin, TX Oct 19-20
Brisbane, Australia Oct 24
Melbourne, Australia Oct 25
Sydney, Australia Oct 26
Kuala Lumpur, Malaysia May 17-18 2007
Great Game of Business with Jack Stack
Springfield, MO
2006:
September 26-27
October 24-25
November 14-15
2007:
January 9-10, 2007

DETAILS:
Here is Dave Mehney's email he sent out outlining the new quarterly theme and discussing how they will celebrate the previous quarterly theme:
From: Dave M. Mehney  
Sent: Thursday, April 13, 2006 12:02 PM 
To: Ed Zeilstra; Ken Pechumer; Larry Perez; Randy Tomaszewski; Tom Maher 
Subject: Quarterly Objective Committee Meeting
Today we had a follow up to yesterday's Quarterly Objective Committee Meeting as the group wanted to sleep on it.  They took it seriously and had a number of ideas.  We (and it really was driven by the group rather than me) decided on the annual theme as Skyway 06 -- Construction Zone as a play on highway and I-96.  The theme will involve road signs.
Signs will include:
Growth Ahead - Curve ahead sign
Yield to Changes -- Yield sign
A big sign indicating the quarterly objectives similar to mileage to cities... which will include Interaction April 1 -- June 30, Traffic Shift July 1 -- September 30, Service Plaza October 1 -- December 31, Hospital -- January 1 -- March 31, 2007.
For this quarter there will be:
Two way street -- Two way street sign
Interaction Ahead -- Intersection Ahead sign
Stoplight with Red = identify road blocks, Yellow = yield to change, Green = grow
Communicate -- blue phone sign
Rest Area -- bathrooms
Scenic Overlook -- upstairs
Street signs on aisles and hallways include -- Skyway 06, Communication Blvd, Listen Lane, Trust Ave, Growth Alley, Cooperation Circle, Consultation Place, Engage Street, Think Trail, Connect Court, 3 in 3 Turnpike
There will also be "Noted and waiting" Roundabout by Kari's cubicle
The miniature golf party (award for meeting Q1 Objective) will be Wednesday, May 3.  Mary Murphy will make the announcement at the Quarterly Meeting.  Everyone can wear golf attire all day.  Food and drink stations to be set up.  Carol has already arranged the rental of the holes to be set up throughout the building.  Other details to follow...
Ken, do we invite GLM to this?  Kari will send an announcement to the field about the party since they played a part.  Distributors will ask if they can attend and we should allow them to if they like. I doubt they will.
June 29, 2006

FSB Looking For Stories; Spanish Checklist; Martha Graham; Resell Your Themes

"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES:
FORTUNE Small Business magazine looking for stories -- of small businesses using technology to act like big businesses, in particular, doing business internationally. This could be a small company that uses a high-tech application to remotely monitor its overseas manufacturing. Or it could be a company that relies on some kind of automated translation software to break into international markets. Bottom line: looking for small companies that are able to go global like the biggies, thanks to some kind of technology. Please email info on candidate companies to Justin Martin at jmartin44@nyc.rr.com. 
Here's your pre-flight checklist -- even the best pilots don't take-off until they go through their pre-flight checklist. Here's a link to the "Rockefeller Habits" checklist, which I suggest you review each quarter. Pick one or two items on which to focus this next ninety days. "Routine sets you free." WARNING: this is an Execution checklist. It can't substitute for an effective Strategy and an "A" team of People -- these must also exist for the business to thrive.
"Technique sets you free" -- sage advice from the great choreographer and pioneer of modern dance Martha Graham to her dancers. When your technique is perfect, then you are most free to be creative. If you don't have to think about where to place your fingers on the frets as a guitar player or where to place your feet as a dancer, you are free to be the most creative. This is the same for you and your business if you execute the "Rockefeller Habits."
Checklist in Spanish -- John Rauschkolb, CEO of Panama-based mortgage company called La Hipotecaria, www.lahipotecaria.com, attended my workshop in Panama City last year and again this week. He was kind enough to have the checklist translated into Spanish -- here's the link. John's team reviews the list every month. Noted John "You have helped me and our executive team more than you can ever know." John, thank you for being a great student!
Quarterly Theme Examples -- here's a link to the "Growth Guy" column I wrote a while back on Quarterly Themes -- it will give you and your team some ideas -- it's also reprinted below under DETAILS. July 1 is the start of a new quarter for most of you. It should take you no more than 20 minutes to brainstorm with your executive team a theme for the quarter. Gazelles theme is "Wrap-Up and Recharge" -- each member of the team has two projects to Wrap-up by August 31 while taking time this summer to Recharge before the fall season, our busiest.
Want to Resell Your Quarterly Theme? -- many of you have created nice graphics, videos, posters, and other little things that have made your themes work. Why let all this go to waste. Send me a paragraph describing your theme and an electronic file with all your materials (take out the sensitive stuff) and we'll resell your packaged theme and split the fees. In turn, Gazelles will make available pre-packaged themes companies can purchase to make creating a theme easier.
EDUCATION:
"Rockefeller Habits 2" in Montreal Sept 28 for experienced "Rockefeller" teams
Next "Growth" conference in Houston November 14-15
Rockefeller Habits Workshops 2006
Calgary, Canada, Sept 26
Montreal, Canada, (RH2) Sept 28
Dublin, Ireland Oct 10-11
Denver, CO Oct 17-18
Austin, TX Oct 19-20
Brisbane, Australia Oct 24
Melbourne, Australia Oct 25
Sydney, Australia Oct 26
Kuala Lumpur, Malaysia May 17-18 2007
Great Game of Business with Jack Stack
Springfield, MO
2006:
September 26-27
October 24-25
November 14-15
2007:
January 9-10, 2007
DETAILS:
Themes
By Verne Harnish "Growth Guy"
Virtual Technology Corporation exceeded their sales goal by $1.4 million; Dial One Printing added five points to their gross margin; Capital Recovery Group increased sales on a new service offering by 2000%; and ICC/Decision Services saved 160 hrs per week of work among fourteen employees allowing them to take on additional business without adding to headcount. All of these firms kicked off a previous year with a single-minded focus and theme. Rather than enter the year with a random list of 75 things to do, they picked one overarching focus around which to drive their employees' activities and results.
It's the beginning of a New Year. Are you kicking off the year with an energizing theme for the next three to twelve months -- something to rally the troops and get them focused? In getting "everyone on the same page" have you reduced your strategic plan to a single page aligned around a single-minded focus? If someone asked one of your employees what's the focus for the year, could they tell them? If not, you still have time to pick a theme for 2005, put up big scoreboards and reminders where everyone can see them, and plan a celebration and reward for when it's been achieved. And for a Word-editable One-Page Strategic Plan form go to Gazelles -- for the form and a "How To Complete" document downloadable for free.
Jack Harrington, CEO of Virtual Technology Corporation, a 125 employee provider of simulation products and services for many of the largest and most complex simulations in government and industry, has driven several fun and successful quarterly themes, including a first quarter 2004 "Six Million Dollar Man" theme. It starts with a simple question "what is the biggest opportunity or challenge facing the firm and how are we going to address it?"
Coming off a successful fourth quarter 2003 "Sweet Sixteen" theme where they successfully recruited sixteen high-end PhD-type simulation experts to join the team, it was time to plan for 2004. When Harrington's executive team met last January for their planning session, it became obvious that the team was not comfortable that they had control of their sales pipeline.  As a result they were not confident that VTC would hit its revenue goals for 2004 or 2005.  Compounding the concern is the industry's long lead time from identifying and qualifying a lead to winning and receiving a contract.  They were also concerned with just going out and adding sales revenue without building a scalable new business process that enabled them to project revenue at least 12 months into the future with a goal of eventually projecting 3 years out. 
"We had been operating in more of a reactive sales mode than a proactive sales mode," notes Harrington.  "We estimated that we were roughly $2.8 million short of our revenue goal for 2004 and we typically estimate that a qualified lead needs to have approximately a 50% win ratio with the goal of getting it to 80% by the time we write a proposal," explained Harrington.  So the executive team settled on a number one focus for the first quarter of 2004 to add $6 million in qualified bids to the new business pipeline.  At a 50% win rate, this would exceed the $2.8 million they needed to meet their 2004 sales plan. After much brainstorming, the team came up with the "Six Million Dollar Man" quarterly theme. It's important to frame your goal in a fun and memorable way.
At the Quarterly kickoff meeting, as they played some clips from the opening theme from the hit television show, Doug Greenlaw, their VP of New Business, entered the room as VTC's Six Million Dollar Man, dressed in full red sweat suit and sneakers (same as Steve Austin wore), to the sounds of nananananana. "It was great! Even the young techies in our company knew about the show," chuckled Harrington.  To track progress, the team created a large poster of a cartoon-looking Steve Austin, posted in a place where most employees could see it on a daily basis, and added 1 body part (filled in the red color) for each $1 million they achieved during the quarter.  To further align with the theme, they stressed to the employees that the purpose of the goal was to make VTC even "Better, Stronger, Faster." 
"Well, by the end of the quarter, we blew away our goal by 124%, added $7.4 million to the pipeline, and looks like we'll beat our 2004 revenue goals by $1.4M," notes an ecstatic Harrington.  "Even more important, we achieved several key objectives along the way: focused our VP's energy on developing new business moving forward; developed a key tool to support projecting, tracking, and managing our sales pipeline; engaged people across the company to help identify opportunities and write proposals; and worked a lot of the opportunities to closure during the first quarter.  I have no doubt that none of these would have occurred if we had not met at the beginning of the year, agreed on the #1 focus, aligned the company around a theme, and focused like a laser on exceeding the goal.  It truly demonstrates the power of goal setting, alignment, communication, and focus."
As a celebration they held a drawing for an acrobatic flight and had a VTC flight jacket made for the lucky winner, with employee name, company logo, and the theme "Better, Stronger, Faster, on a patch.  And VTC's executive team is set to meet January 5, 2005, to set the next theme. Are you willing to do the same? If you're interested in the details behind the other examples I mentioned in the first paragraph and would like to receive my weekly insights in 2005 via email, please email vharnish@gazelles.com and place "weekly insights" in the subject line. In addition, I'll let you know what VTC comes up with for a 2005 theme. Happy New Year!
July 7, 2006

Best Business Ever! plus China, India, Panama, Baby Boomers
"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES:
WARNING -- the following is not actual investment advice -- in most cases by the time us mere mortals learn of trends it's too late, however, driving business decisions based on demographic trends is always a smart idea.

Whatever China needs...invest in it -- Arthur Lipper, my long-time mentor and coach, made this comment during our last session together. Global demographics have always been powerful market drivers. China is building, so is it any wonder why copper prices have doubled; Caterpillar Tractor was the best performing stock in the U.S. the past five years; steel prices have gone through the roof; oil prices have doubled! These are all things China needs.

Whatever the U.S. baby boomers need...invest in it -- I'm in Panama for a month and construction is going crazy -- it looks like China! Why? Because Panama has become the new Costa Rica for U.S. baby boomers looking to retire. The first baby boomers turn 62 in 2008 (early retirement); they start to turn 65 in 2011. You figure it out for your business.

FORTUNE 500 companies averaged 5.9% in after-tax profit -- I reported on this a couple months ago. The average profit of the 500 largest U.S. companies has historically been around 3%. In 2004 and 2005 it was almost double. And many of these firms are buying up their own stock. Why the boost in profitability? Productivity is up 60% the last two years as measured by revenue/employee, driven by technology. We're finally getting a real boost after 30 years of playing with computers (it took the same time to see gains from electricity!)

What business should I be in? -- trying to guess the trends, people ask me this question all the time. My answer is always the same "whatever aligns with your passion." And if it happens to align with demographic trends around the world, that's even better. The July issue of Popular Mechanics (p76) has a great story about Richard Sachs, likely the best custom bike-frame builder in the world. Handcrafting two a week for the last 34 years, my guess he's earning a half million/year while biking 250 miles/week and cycling in 40 to 50 races per year. Pick a passion and stick with it for 30 years!

Water! -- however, when I was pressed to name the best business in the world by an Australian reporter, my answer was "anything having to do with water." China needs it! The baby boomers (and the whole of civilization) want to live near it and play in it! If they were to do a modern version of the classic movie "The Graduate" this would be my choice to replace the equally classic "plastics" answer in the movie.

India -- we're a little slow at jumping on trends at Gazelles, but we're finally going to India May 10 -- 11, 2007. I'll be leading one-day "Rockefeller Habits" workshops in Bangalore and Hyderabad hosted by Bob Potini of E Gen Solutions (www.egeni.com).

EDUCATION:
"Rockefeller Habits 2" in Montreal Sept 28 for experienced "Rockefeller" teams
Next "Growth" conference in Houston November 14-15

Rockefeller Habits Workshops 2006
Calgary, Canada, Sept 26
Montreal, Canada, (RH2) Sept 28
Dublin, Ireland Oct 10-11
Denver, CO Oct 17-18
Austin, TX Oct 19-20
Brisbane, Australia Oct 24
Melbourne, Australia Oct 25
Sydney, Australia Oct 26
Kuala Lumpur, Malaysia May 17-18 2007

Great Game of Business with Jack Stack
Springfield, MO
2006:
September 26-27
October 24-25
November 14-15

2007:
January 9-10, 2007

Thu, 13 Jul 2006
FORTUNE SB Needs Help With Another Story -- Personal Bankruptcy
"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES:
FORTUNE Small Business Magazine needs help with another (tough) story -- a story on personal bankruptcy -- here is Elaine’s note:

"Many successful entrepreneurs have struggled financially before reaching their business goals. Some have had to file for bankruptcy along the way. FORTUNE Small Business is looking for stories of entrepreneurs who have filed for personal bankruptcy since U.S. laws changed last October. If you would be willing to share your experiences, please contact senior editor Elaine Pofeldt at elaine_pofeldt@timeinc.com."

Nothing else to report this week 

EDUCATION:

"Rockefeller Habits 2" in Montreal Sept 28 for experienced "Rockefeller" teams
Next "Growth" conference in Houston November 14-15

Rockefeller Habits Workshops 2006
Calgary, Canada, Sept 26
Montreal, Canada, (RH2) Sept 28
Dublin, Ireland Oct 10-11
Denver, CO Oct 17-18
Austin, TX Oct 19-20
Brisbane, Australia Oct 24
Melbourne, Australia Oct 25
Sydney, Australia Oct 26
Kuala Lumpur, Malaysia May 17-18 2007

Great Game of Business with Jack Stack
Springfield, MO
2006:
September 26-27
October 24-25
November 14-15

2007:
January 9-10, 2007

Thu, 20 Jul 2006
16 Rules for Business Success; PCI up 5.47%; Offer to Sell 8% of Firm
"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES:
Bob Parsons' 16 Rules for Business and Life Success -- these from 54 year old Parsons, founder of the number one domain registration firm, GoDaddy.com. If you only take ten minutes this week to read something, read these rules -- here's a link to his July 6 blog -- http://www.bobparsons.com/My16Rules2006.html. I've listed all 16 rules under DETAILS below, but you should read his background info (almost murdered, Vietnam action, etc). Thanks to Jonathan Clark, President of Five Flags Web Solutions: Affordable Web Solutions for Small Business (www.fiveflagsweb.com), for bringing this to my attention.

My favorite is Rule 7 -- Always be moving forward. Never stop investing. Never stop improving. Never stop doing something new. The moment you stop improving your organization, it starts to die. Make it your goal to be better each and every day, in some small way. Remember the Japanese concept of Kaizen. Small daily improvements eventually result in huge advantages.

My second favorite is Rule 13 -- Never expect life to be fair. Life isn't fair. You make your own breaks. You'll be doing good if the only meaning fair has to you, is something that you pay when you get on a bus (i.e., fare).

Looking to raise capital this year or wanting to cash in some chips (chance to sell 8% of your firm) -- Entrex (the new Entrepreneurial Exchange) has been challenged by the financial market to grow to 250 companies before year end.  If you expect to be looking for capital before the end of the year, Entrex has quantifiably doubled the value of the firms on average who have finished the Entrex Process. Email Stephen Watkins, a friend and founder of the market (SWatkins@entrex.net).  He's not only ready to give you a guarantee; he's committed to me to pay some of the fees to get you involved.

Private Company Index up 5.47% for June, 35.24% for Year -- and Join Today. It's free and great PR for your company. Let's grow this to critical mass so the financial community sees the growth of Gazelles companies http://www.privatecompanyindex.com/ -- I'm confidentially reporting Gazelles' revenues each month as part of the index -- and neat to compare our results with the rest of the firms in the index -- great benchmarking tool.

EDUCATION:
"Rockefeller Habits 2" in Montreal Sept 28 for experienced "Rockefeller" teams
Next "Growth" conference in Houston November 14-15

Rockefeller Habits Workshops 2006
Calgary, Canada, Sept 26
Montreal, Canada, (RH2) Sept 28
Dublin, Ireland Oct 10-11
Denver, CO Oct 17-18
Austin, TX Oct 19-20
Brisbane, Australia Oct 24
Melbourne, Australia Oct 25
Sydney, Australia Oct 26
Kuala Lumpur, Malaysia May 17-18 2007

Great Game of Business with Jack Stack
Springfield, MO
2006:
September 26-27
October 24-25
November 14-15

2007:
January 9-10, 2007

DETAILS:
Here are Bob Parson's 16 Rules:

1. Get and stay out of your comfort zone. I believe that not much happens of any significance when we're in our comfort zone. I hear people say, "But I'm concerned about security." My response to that is simple: "Security is for cadavers."
      

2. Never give up. Almost nothing works the first time it's attempted. Just because what you're doing does not seem to be working, doesn't mean it won't work. It just means that it might not work the way you're doing it. If it was easy, everyone would be doing it, and you wouldn't have an opportunity. 
      

3. When you're ready to quit, you're closer than you think. There's an old Chinese saying that I just love, and I believe it is so true. It goes like this: "The temptation to quit will be greatest just before you are about to succeed." 

4. With regard to whatever worries you, not only accept the worst thing that could happen, but make it a point to quantify what the worst thing could be. Very seldom will the worst consequence be anywhere near as bad as a cloud of "undefined consequences." My father would tell me early on, when I was struggling and losing my shirt trying to get Parsons Technology going, "Well, Robert, if it doesn't work, they can't eat you." 

5. Focus on what you want to have happen. Remember that old saying, "As you think, so shall you be." 
        

6. Take things a day at a time. No matter how difficult your situation is, you can get through it if you don't look too far into the future, and focus on the present moment. You can get through anything one day at a time. 
         

7. Always be moving forward. Never stop investing. Never stop improving. Never stop doing something new. The moment you stop improving your organization, it starts to die. Make it your goal to be better each and every day, in some small way. Remember the Japanese concept of Kaizen. Small daily improvements eventually result in huge advantages. 
    

8. Be quick to decide. Remember what General George S. Patton said: "A good plan violently executed today is far and away better than a perfect plan tomorrow." 
        

9. Measure everything of significance. I swear this is true. Anything that is measured and watched, improves. 
    

10. Anything that is not managed will deteriorate. If you want to uncover problems you don't know about, take a few moments and look closely at the areas you haven't examined for a while. I guarantee you problems will be there. 
        

11. Pay attention to your competitors, but pay more attention to what you're doing. When you look at your competitors, remember that everything looks perfect at a distance. Even the planet Earth, if you get far enough into space, looks like a peaceful place. 
      

12. Never let anybody push you around. In our society, with our laws and even playing field, you have just as much right to what you're doing as anyone else, provided that what you're doing is legal.  
      

13. Never expect life to be fair. Life isn't fair. You make your own breaks. You'll be doing good if the only meaning fair has to you, is something that you pay when you get on a bus (i.e., fare). 
      

14. Solve your own problems. You'll find that by coming up with your own solutions, you'll develop a competitive edge. Masura Ibuka, the co-founder of SONY, said it best: "You never succeed in technology, business, or anything by following the others." There's also an old Asian saying that I remind myself of frequently. It goes like this: "A wise man keeps his own counsel." 
      

15. Don't take yourself too seriously. Lighten up. Often, at least half of what we accomplish is due to luck. None of us are in control as much as we like to think we are.  
     

16. There's always a reason to smile. Find it. After all, you're really lucky just to be alive. Life is short. More and more, I agree with my little brother. He always reminds me: "We're not here for a long time; we're here for a good time."

The above rules for survival are included with the permission of Bob Parsons (http://www.bobparsons.com) and is Copyright © 2004-2006 by Bob Parsons. All rights reserved."

Thu, 27 Jul 2006

Best Business Idea in the World; See How You Match Up; A Team of Rivals
"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES:
Best Business Ideas in the World -- this is how Business 2.0 is billing their online August series -- the first in the series is about maverick Richard Branson and his latest idea -- here's a link, its some great business reading for the summer.

This is Fun -- Take the Private Company Index Challenge:   Compare your company's performance through the first six months of 2006.  Compare your revenue growth to: NASDAQ; DOW; and the companies participating in the Private Company Index. It is all anonymous...while allowing you to see how you perform to the national markets. Give it a try at www.privatecompanyindex.com.

Best Non-business Book I've Read this Summer -- I just finished the 944 page mammoth "Team of Rivals: The Political Genius of Abraham Lincoln" by Doris Kearns Goodwin. It provides real leadership insights and how one manages human capital -- Amazon has a great overview of the book and highlights the key players Goodwin covers in the book -- here's the link. 

Patience with People was the Biggest Lesson I Learned from the Book -- and he seemed to understand the essence of one of my favorite quotes "time exposes or promotes." He would allow time to both heal relationships and time to let incompetent people "take themselves out." However, it was obvious, in hindsight, that had Lincoln switched generals earlier in the Civil War that thousands of lives might have been saved -- hard to know. Anyway, Kearns highlights the details of how Lincoln made several tough decisions.

EDUCATION:
"Rockefeller Habits 2" in Montreal Sept 28 for experienced "Rockefeller" teams
Next "Growth" conference in Houston November 14-15

Rockefeller Habits Workshops 2006
Calgary, Canada, Sept 26
Montreal, Canada, (RH2) Sept 28
Dublin, Ireland Oct 10-11
Denver, CO Oct 17-18
Austin, TX Oct 19-20
Brisbane, Australia Oct 24
Melbourne, Australia Oct 25
Sydney, Australia Oct 26
Kuala Lumpur, Malaysia May 17-18 2007

Great Game of Business with Jack Stack
Springfield, MO
2006:
September 26-27
October 24-25
November 14-15

2007:
January 9-10, 2007

Aug. 3, 2006

The Secret; The Boss' Child as CEO; The Law of Attraction

"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES:
Have any of you watched "The Secret"? -- I know I might be a little behind the rest of you, but I was catching up on old emails and came across Jason Abernathy's (co-founder of SureClick, a leader in customer acquisition programs) recommendation to watch "The Secret" -- I watched part of it with my children last night -- more on this later.

"When the Boss' Son Becomes CEO" -- Dan Turner, CEO of TCG, a leader in e-Government and e-Business solutions, sent me an interesting Danish study of 5000 firms determining the overall performance outcomes of turning a business over to a son or daughter vs. bringing in someone from the outside. Results: $14k less return per $million in assets when left to a son or daughter -- here's the link -- I know it didn't work well for either Motorola or Ford!

Topgrading is always best -- this is the lesson I took from the study. Everyone that is hired OR promoted must be vetted through the rigors of Topgrading. Remember, GE uses the Topgrading process as much to determine internal promotions as they do external hiring. Other than that, I wouldn't read too much into this limited study -- read it for yourself and be easy on the boss' kids!

Commitment to goals is important -- back to "The Secret" it's been one of those strange weeks where a stream of events have all revolved around this theme of commitment. It started with a Gazelles' customer concerned about making their annual goal and whether they should adjust it now. It's their first year of using an annual theme and they have a company-wide celebration and trip tied to making an aggressive goal. My advice -- don't give up until January 1 -- I'm constantly amazed what people can achieve if they commit en masse. 

"If you make the unconditional commitment to reach your most important goals, if the strength of your decision is sufficient, you will find the way and the power to achieve your goals." This Robert Conklin quote (author of the classic - "How to Get People to Do Things") was the daily inspirational quote I received this morning in my email. This gives a hint to "The Secret."

The Law of Attraction -- this is the essence of "The Secret" -- and it literally relates to the energy vibrations you send out to the world. You basically attract what you seek. Here are two interesting links: one to Wayne Perkins' site relating the power of hypnosis to The Law of Attraction -- my ten year old liked this, but it was a little over the head of my seven year-old who thought the main lesson was not to eat greasy hamburgers! The other link is to Steve Pavlina's blog on "The Secret" -- I got a kick out of his tagline "Personal Development for Smart People."

August is a great time to reclaim your goals and prepare your mind and company to reach them in 2006 and beyond.

EDUCATION:
"Rockefeller Habits 2" in Montreal Sept 28 for experienced "Rockefeller" teams
Next "Growth" conference in Houston November 14-15

Rockefeller Habits Workshops 2006
Calgary, Canada, Sept 26
Montreal, Canada, (RH2) Sept 28
Dublin, Ireland Oct 10-11
Denver, CO Oct 17-18
Austin, TX Oct 19-20
Brisbane, Australia Oct 24
Melbourne, Australia Oct 25
Sydney, Australia Oct 26
Kuala Lumpur, Malaysia May 17-18 2007

Great Game of Business with Jack Stack
Springfield, MO
2006:
September 26-27
October 24-25
November 14-15

2007:
January 9-10, 2007

Aug. 17, 2006

Small is the New Big; THE Marketing Checklist; Do the NEVER; Balaji Krishnamurthy

"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES:
Marketing genius, Seth Godin, has his next book coming out this Friday -- entitled "Small Is the New Big: and 193 Other Riffs, Rants, and Remarkable Business Ideas." Go to www.sethgodin.com and you can preview several of the sections of the book, including the title essay "Small is the New Big." Have your team read this book as a great way to jump start the fall season -- order several copies now.

What Good Marketers Know -- the classic checklist of what good marketers already know, this is a must-read one-page checklist included as one of the book preview sections on Seth's website. This is the kind of list you should review in your weekly one-hour marketing meeting (you have one, don't you?!!!) -- take one item each week and use it to stimulate marketing ideas.

Do the Never -- yet another short little section in Seth's new book:

Here's a neat way to invent a new Purple Cow.

Figure out what the always is. Then do something else...

Toothpaste always comes in a squeezable tube.

Business travelers always use a travel agent.

Politicians always have their staff screen their calls.

Figure out what the always is, then do exactly the opposite.

Do the never.
Workshops/conferences NEVER have great food -- what if we served amazing lunches at our events? Seth's little "do the never" has us thinking at Gazelles about ways to make our events more "remarkable." Seth's little mental NEVER exercise is an excellent topic for your weekly marketing meeting (get one started!).

Balaji Krishnamurthy, former CEO of Planar Systems, was named one of the Top 25 Global Business Influencers by CNN and Time, along with Jeff Immelt (GE's new CEO) and 23 other great leaders. Balaji is one of our BREAKOUT speakers at the fall "Growth" Conference in Houston. He took Planar from $120 million to $250 million in six years through a unique process built around speed and agility supplying firms like Dell. More on Balaji under DETAILS, who has shared the stage with some of the top business leaders of our time.

Breakout Sessions are NEVER as good as the Keynotes -- our keynote speakers were amazing last year (Jim Collins, Pat Lencioni, Seth Godin) and are equally amazing this year (Marcus Buckingham, Doug Hall, Duane Boyce), but you nailed us on the breakout sessions. This year, I'm focusing on making our breakout sessions as insightful and powerful as our main keynotes -- stay-tuned!! Do the NEVER.

EDUCATION:
"Rockefeller Habits 2" in Montreal Sept 28 for experienced "Rockefeller" teams
Next "Growth" conference in Houston November 14-15

Rockefeller Habits Workshops 2006
Calgary, Canada, Sept 26
Montreal, Canada, (RH2) Sept 28
Dublin, Ireland Oct 10-11
Denver, CO Oct 18-19
Austin, TX Oct 19-20
Brisbane, Australia Oct 24
Melbourne, Australia Oct 25
Sydney, Australia Oct 26
Portland, OR Jan 3-4
Seattle, WA Jan 4-5
Kuala Lumpur, Malaysia May 17-18 2007

Great Game of Business with Jack Stack
Springfield, MO
2006:
September 26-27
October 24-25
November 14-15

2007:
January 9-10, 2007

DETAILS:
Here's the bio on Balaji Krishnamurthy, who spent many years at GE and Tektronix before taking over as CEO of Planar Systems. He's received numerous leadership and governance awards. The bio describes the approach to building "gazelles."

As founder and principal of LogiStyle, a management consulting firm helping corporations develop logical leadership, Balaji Krishnamurthy communicates decades of corporate leadership experience through provocative logic and passionate delivery. As President and Chief Executive Officer of Planar Systems from 1999 to 2005, he led the company's transformation from a display component manufacturer to a full-service provider of flat-panel display hardware and software. Even as the technology industry collapsed, annual sales of this Nasdaq high-tech company more than doubled under his watch, to $256 million. With a strong track record as a general manager, Balaji earned his stripes in engineering, marketing and general management roles during a 15-year tenure with test-and-measurement device maker Tektronix. At the laboratories of Tektronix and General Electric Co., Balaji had established himself as a world-recognized researcher in various computer and electrical engineering fields of study.

Balaji defines leadership as the product of leverage and legacy. He feels leaders must seek to influence a large number of people over a time long beyond their tenure. He is known for building an intentional culture within organizations that promotes empowerment and logical and critical thinking. He has been nationally recognized on many occasions for his concepts of transparency and stewardship in corporate governance.

Time Magazine recently profiled Balaji as one of 25 influential business leaders worldwide in 2004, and he's also appeared in publications such as Business 2.0 and the Wall Street Journal. With an incisive intellect and engaging communication style, coupled with an extensive background in science and technology, Balaji has become known for innovative, metric-based solutions to business challenges. For example, he placed himself last in line for payout from Planar's variable compensation plan, explaining "those with the highest capacity to influence results should be rewarded only if they've first discharged their stewardship responsibilities to other stakeholders." And among the behavioral qualities he daily strives to build into his organization's culture are "speed and agility," which he models himself for anyone who tries to keep up with him.

A frequent speaker at industry meetings and conferences, Balaji energetically engages audience on topics ranging from corporate governance and entrepreneurship to overseas technology investment, and is a quick-thinking contributor in question-and-answer formats.

The prestigious Birla Institute of Technology and Science, in Pilani, India, awarded Balaji his BS and MS degrees in mathematics. He earned a PhD in computer science from the University of Massachusetts, Amherst, in 1981.

Balaji, 52, resides just outside Portland, Oregon, with his wife Pat and their two teenage sons. As an amateur magician he is always good for a quick card-trick. He has a passion for sports. As he says, "Give me a team, rules and a goal; I'm there!" 

Aug. 25, 2006

China, Japan, Germany, U.S., India -- Dramatic Changes in Over-60 Trends

"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES:
China, Germany, and Japan are in worse shape than the U.S. demographically -- John Anderson, principal with The CEO Advantage (www.theceoadvantage.com) sent me an insightful Wall Street Journal article from June. If you're a subscriber, here's the link -- in essence, these three large economic powers are aging pretty dramatically, creating a much larger aging issue which impacts almost every economic decision we make, affects 20 and 30 year bond rates, and influences our relationship with these other countries.

U.S. population over 60 is expected to represent 24.6% of totalby 2050, up from 16.7% now -- in contrast Japan's over-60 will balloon to 41.7% up from 26.33%; Germany at 35%, up from 25.1%; and China at 31%, triple what it is now. India is expected to remain young, with the over-60 growing to 20.7% up from just 7.9% right now.

Youth means innovation, entrepreneurship, and payrolls -- the U.S. birthrate is 30% higher than Europe and Canada. And Utah Senator Bob Bennett, who organized a summit on this topic, emphasized the importance of keeping the borders open to immigrants -- if we just rely on birthrate, we'll end up like Europe.

1-2-4 equation in China -- where one child is supporting two parents who are supporting four grandparents -- this all because of China's earlier one-child policy. And many parents have no children. This trend plus the dramatic water shortage facing China has to impact their policy decisions.

U.S. Senator Bob Bennett was a successful business person, so he understands the importance of understanding demographic trends on economic decisions -- Bennett's most notable business success began in 1984 when he became chief executive office of the Franklin International Institute, Inc., a firm with only four full-time employees. When he left to become a candidate for the United States Senate, the corporation, now listed on the New York Stock Exchange and known as Franklin Quest, employed nearly 1,000 and had annual sales of over $90,000,000. Franklin Quest is known internationally for its day planners and time-management seminars.

EDUCATION:

"Rockefeller Habits 2" in Montreal Sept 28 for experienced "Rockefeller" teams
Next "Growth" conference in Houston November 14-15

Rockefeller Habits Workshops 2006
Calgary, Canada, Sept 26
Montreal, Canada, (RH2) Sept 28
Dublin, Ireland Oct 10-11
Denver, CO Oct 18-19
Austin, TX Oct 19-20
Brisbane, Australia Oct 24
Melbourne, Australia Oct 25
Sydney, Australia Oct 26
Portland, OR Jan 3-4
Seattle, WA Jan 4-5
Kuala Lumpur, Malaysia May 17-18 2007

Great Game of Business with Jack Stack
Springfield, MO
2006:
September 26-27
October 24-25
November 14-15

2007:
January 9-10, 2007

Aug. 31, 2006

The Matrix Quarterly Theme; Be Fair to C Players; Growth Summit Agenda and Speakers

"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES:
"The Matrix" is High Tech Health's upcoming quarterly theme -- "On September 1st the Fight for the Future Begins" is the subtitle. Sam Penny's Australian-based sport, disease, and health solutions firm (www.hightechhealth.com.au) is using this theme to drive focus on nine specific revenue targets -- here's a link to the laminated form each employee will receive.
We have averaged 55% annual growth for the past 4 years, further notes Penny. We had 80% growth last financial year and will probably end up with a bit over 100% this fiscal year. The Matrix means we can look at individual sales targets over the next quarter and pick 9 smaller ones rather than the one big one. If we make this, then we will have revenue for the quarter of $2m. Not bad considering we did $3.2m last FY. You can imagine our cash situation at the moment. On a knife's edge! (But closely monitored)"
O'Rourke Petroleum (www.orpp.com) developed a "Best Driver Standard" applying the Topgrading approach to existing employees. Notes Mushahid Khan, President and COO of this Houston-based firm "now we're evaluating our existing drivers vs. the standard and the best part is the drivers actually developed the standard themselves! We plan to take this approach to our sales group next."
Be Fair with Your C Players...or Else! This is the latest "insight" Brad Smart, author of Topgrading, recently wrote. Notes Smart "as thousands of managers have topgraded their teams, I have cautioned them to be impeccably fair with their C players or they will regret it." Please take five minutes and scan his message under DETAILS below.
The latest Topgrading brochure outlining the comprehensive benefits and curriculum for the October 30 workshop in Denver is now available -- here's a link which also includes a link to two white papers outlining the application of Topgrading to two growth firms -- http://www.gazelles.com/executive_training_topgrading.html
The agenda and comprehensive list of speakers for the Gazelles "Growth" Summit are now available, complete with descriptions and extensive background bios on the eight speakers booked for this team event -- November 14 -- 15, Houston, TX. Best tables go to the earliest registered teams -- just pay $250 deposit now. 
EDUCATION:
"Rockefeller Habits 2" in Montreal Sept 28 for experienced "Rockefeller" teams
Next "Growth" conference in Houston November 14-15
Rockefeller Habits Workshops 2006
Calgary, Canada, Sept 26
Montreal, Canada, (RH2) Sept 28
Dublin, Ireland Oct 10-11
Denver, CO Oct 18-19
Austin, TX Oct 19-20
Brisbane, Australia Oct 24
Melbourne, Australia Oct 25
Sydney, Australia Oct 26
Portland, OR Jan 3-4
Seattle, WA Jan 4-5
Kuala Lumpur, Malaysia May 17-18 2007
Great Game of Business with Jack Stack
Springfield, MO
2006:
September 26-27
October 24-25
November 14-15
2007:
January 9-10, 2007
DETAILS: (here is Brad Smart's latest article)
BE FAIR WITH YOUR C PLAYERS... 
OR ELSE!
As thousands of managers have topgraded their teams, I have cautioned them to be impeccably fair with their C players, or they will regret it. 
"I know," the topgrader typically responds, "I should be fair because:
· our company values treating everyone with respect, 

· I hired or promoted Cs, so I must share some blame for their failures, 

· if I'm nasty and fire them, they'll be more apt to look for some reason to sue, 

· and besides, earlier in my career I was a square peg in a round hole, an underperformer, a C player—so I should have empathy."


Those are all good reasons to be fair with C players. We all know that top leaders earn respect by being fair. So, C players are given a real chance to achieve A player performance. They are given maybe six months to do it, and if they need training or better tools, those are provided.  
 
But my main reason for cautioning topgraders to be very fair with C players is this: Some C players who feel mistreated undermine you and they sabotage your topgrading efforts. Many C players are very honorable and do not fit this characterization, but some might feel victimized, do not take responsibility for their failures, and seek revenge. 
C players who feel mistreated undermine you and sabotage topgrading. 
I’ve heard the same story again and again: After the C players were gone it became obvious that they were far more creative and resourceful undercutting topgrading than they ever were doing their job! 
1. There is a very predictable pattern that takes place; sort of a “one-two punch” who gets punched--you!  
 
Topgraders might become a little intoxicated with their new topgrading skills--skills that enable them to improve from 25% to 90% success in hiring and promoting people. So, instead of “living with” underperformers, worrying that there was only one chance in four of replacing them with a high performer, they aggressively topgrade. No longer feeling as though they have to be patient, they squeeze the C players.

2. Some C players, feeling the squeeze, become resentful, bitter, and vengeful.  
 
It’s possible some will want to--get you. They could coalesce into a group, have beers together, bemoan your unfair treatment of them, and pledge to make life difficult for you. Some C players become passive aggressive. You can’t see it, but they deliberately miss opportunities for you to look good. They thrive on “credible deniability.” They say they are “trying to” implement your new performance management system, but economic changes make your goals unrealistic. Darn--someone quits, so business pressures caused cancellation of your training session. Too bad when that A player recruit of yours needed a ride to their airport--“I just didn’t get the message in time (heh, heh).” 


After a C player is gone customers say, “I didn’t want to cause problems by complaining to you, but Pat really blew that big proposal last year and that’s why you didn’t get the order.” Lower level employees come forth and say, “I sensed Mr. C Player was out to get you, but I didn’t actually see anything to prove it.” To protect yourself from the tyranny of C players, you must be fair and be perceived as fair. Here’s how: 
· Frequently ask, “Is there anything else I can do to help you achieve the A player standard of 75 widgets per month?” 

To protect yourself from the tyranny of C players, you must be widely perceived to be fair. 

· If you are quite sure the C players will not rise to A player performance, begin recruiting replacements, but root for the (low performing) incumbents. 

· If after a few months your C players realize they won’t succeed, sincerely help them explore other jobs, internally or externally, where they can achieve A player performance. 

· Don’t give phony references. If your C player sales manager had been an A player sales rep, say you’ll recommend him for sales, not sales management. 

· Coach the soon-to-leave C players to leave on a high note. It’s better for a C to quietly find another job than be fired, so encourage taking a day “here or there to look.” If you sense some hostility, say, “I know you’re frustrated, but remember, you need good references.” 

· Whether the person is transferring to a different department or leaving the company, have an appropriate going away party--a cake at lunch, or whatever. 

· Do 360 surveys to become aware of any C player tyranny. In my experience many C players can’t resist nailing topgraders in surveys. Read their comments and react appropriately. If you know A players need only bi-weekly staff meetings and you’re pretty sure it must be three C players saying you confuse them by not having enough staff meetings, have more. 

SUMMARY 
Get the most out of your C players until they become high performers or they leave. Take a chill pill, so that you don’t condescend and make them feel entitled to--get you!
Bragging Rights 
Forgive me for bragging a bit, but the 2005 revision of Topgrading: How Leading Companies Win by Hiring, Coaching, and Keeping the Best People continues to be the world's #1 best seller of over 1400 books on hiring. Only a dozen (or so) business books have remained #1 as long (5 years). Why? Some say the many case studies in chapter 5 prove that companies can improve from 25% to 90% high performers.

Sep. 7, 2006

Raise Prices; War Between Sales and Marketing; Godin Blog on Writing a Book

"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES:
Raise prices -- Joe Papalia did it and profit went up 60% -- Joe's story under DETAILS. Of Philip Kotler's 4 P's of marketing, price is the only one that provides direct revenue, the other three (product, place, and promotion) are expenses hoping to drive revenue.

Ending the War Between Sales and Marketing -- this is the title of Neil Rackham's and Philip Kotler's latest article in Harvard Business Review. The most famous Sales professor teams up with the most famous Marketing professor to bring these two functions together -- here's a link to purchase the article for $6
Page 4 of the article features a 20 question checklist to access how well sales and marketing are working together -- you can skip the article and just take a few minutes to scan through the questions to give you some valuable ideas. I also like the integrated sales and marketing funnel they describe.

Growth firms lack marketing functions -- less than a quarter of growth firms I meet have a well defined marketing function separate and distinct from sales. Rackham and Kotler acknowledge this situation in their seminal article. Their article is most instructive for firms that have separate heads of sales and marketing.

Neil Rackham's fall workshop is October 3-4, Washington DC area (near Dulles airport) -- besides focusing on sales force management; structuring sales teams; how to land large accounts; reviewing the power of SPIN Selling; and how to coach properly; he'll share the results of his latest work with Philip Kotler. I (Verne) will teach marketing and share my 11 sales strategies the following half day. Here's a link for more info on the workshop.  

19 Tips for Writing a Book -- Mike Jagger, President of Provident Security (the "community security guy"), sent me the following link to Seth Godin's blog on writing a book. Notes Jagger "our blog (www.providentblog.ca) is providing some of the framework for a handbook on home security (and another on small business security) ... we are still getting amazing feedback on the blog itself as well as a fair chunk of media stories on it as a marketing medium in and of itself (which, of course provides for more content on the blog)"

EDUCATION:

Be Sure to Sign up for the Sales and Sales Force Management Executive Workshop with Neil Rackham and Verne Harnish Washington D.C. Oct 3-4, 2006

Rockefeller Habits Workshops 2006
Calgary, Canada, Sept 26
Montreal, Canada, (RH2) Sept 28
Dublin, Ireland Oct 10-11
Denver, CO Oct 18-19
Austin, TX Oct 19-20
Brisbane, Australia Oct 24
Melbourne, Australia Oct 25
Sydney, Australia Oct 26
Portland, OR Jan 3-4
Seattle, WA Jan 4-5
Perth, AU Mar 2
Kuala Lumpur, Malaysia May 17-18 2007

Great Game of Business with Jack Stack
Springfield, MO
2006:
September 26-27
October 24-25
November 14-15

2007:
January 9-10, 2007

DETAILS:
· Joe Papalia, PrideStaff, a contract manufacturer of (primarily) waste water treatment equipment, raised prices 4% in the spring. Sales are up 25% from last year and profits are up almost 60%.

· Papalia actually raised prices 1% the first month, 1% the second month, and 2% the third month, easing in the increases. 

· Customer reaction? Notes Papalia "they reacted as if they knew it was coming -- we hadn't raised prices for a long time and I simply explained that we needed to raise prices to keep up with the increases in material costs."

· To compensate, PrideStaff added some reporting tools for the customers that give them visibility into the production schedule. Keeping the customers better informed provided a value add that further justified the price increases.

NOTE: Please share with me your stories of raising prices.

Sep. 12, 2006

Jim Collins vs. Marcus Buckingham; Tom Peters' Rant About Buckingham; A Dozen Business Books Read

"...keeping you great" Ten Minutes with the Growth Guy 
HEADLINES:
It's like reading a dozen of the leading business books in two days -- to the extent you believe "those who learn faster win", the Growth Summit November 14-15 in Houston is designed to provide you and your team FORTUNE 50-quality executive development for a fraction of what it would cost in both time and money to access their tools on your own. The faculty alone will cost us over $100,000. 

Marcus Buckingham vs. Jim Collins -- several CEOs have asked how I compare this year's program to last year's, given the star power of Jim Collins. Buckingham, booked in the opening three hour slot and backed up with research involving over 1.7 million business leaders, managers, and employees, has brought to the business world specific and practical tools for addressing the People, Strategy, and Execution (our theme again) challenges of growing a business. 

First Break All the Rules: What the World's Greatest Managers Do Differently is Buckingham's first mega-bestseller, debunking many of the standard myths about what it takes to manage people and optimize performance. It was the famous guru Tom Peters that first labeled Buckingham the next Peter Drucker and exclaimed "Buckingham proved me wrong about the importance of management!" Under DETAILS I share Tom's rant about Jim Collins vs. Marcus Buckingham -- it's worth the read! Buckingham is one of those rare guys that challenges Collins, backed up with equally convincing research. It's worth a listen.

Now, Discover Your Strengths (People Theme) is his second mega-hit which emphasized that a leader's primary job is to identify an employee's strengths and maximize them, rather than focus on improving their weaknesses. And he created a concrete test for identifying those strengths and putting them to work to drive performance.

The One Thing You Need to Know...About Great Managing, Great Leading, and Sustained Individual Success is his third mega-classic. Providing us with plenty of Strategy and Execution tools to round out the theme, Buckingham displays the Einstein-like simplicity he brings to complex challenges. He's found the E=MC² for running a business!

$1 million -- this is what Buckingham has spent in the last few months creating four of the most clever mini-movies (roughly 9 minutes each) to drive home the key points of his work -- this is a thought leader on the leading edge of executive education -- and we'll get to see his work.

Understanding and applying the knowledge from Buckingham's books will greatly impact the way you lead and manage. It's why I'm so excited to bring him to the growth company audience.

Duane Boyce vs. Pat Lencioni and Doug Hall vs. Seth Godin next Tuesday -- there's a method to the madness but well worth the 48 hours of high impact learning.

EDUCATION:

Be Sure to Sign up for the Gazelles "Growth" Summit in Houston, TX Nov. 14-15, 2006.



 HYPERLINK "http://www.gazelles.com/rh_montreal.html" Register for Mastering the Rockefeller Habits 2 with Verne Harnish in Montreal, Canada Sept. 28, 2006.   

Rockefeller Habits Workshops 2006
Calgary, Canada, Sept 26
Montreal, Canada, (RH2) Sept 28
Dublin, Ireland Oct 10-11
Denver, CO Oct 18-19
Austin, TX Oct 19-20
Brisbane, Australia Oct 24
Melbourne, Australia Oct 25
Sydney, Australia Oct 26
Portland, OR Jan 3-4
Seattle, WA Jan 4-5
Perth, AU Mar 2
Kuala Lumpur, Malaysia May 17-18 2007

Great Game of Business with Jack Stack
Springfield, MO
2006:
September 26-27
October 24-25
November 14-15

2007:
January 9-10, 2007

DETAILS:
This from Tom Peters:

Don't want to give Jimbo (Collins) too much of a Free Ride. I just blurbed a superb new book, by Marcus Buckingham (first famous as co-author of First, Break All the Rules); I went so far as to compare him with the otherwise incomparable Peter Drucker. I'll tell you more later, but for now I just want to offer up his swipe at a Collins-ism to which I am inalterably opposed. Buckingham: "Although I appreciate what Collins was railing at—egomaniacal leaders such as Al "Chainsaw" Dunlap, Dennis "Shower Curtain" Kozlowski, and Jeffrey "Off Balance Sheet" Skilling—the most effective leaders are not self-effacing and humble. In fact, a powerful ego, defined as the need to stake grand claims, is one of their most defining characteristics (although, obviously, not the only one).

Yup (exclaims Peters!)

If you want to have some fun, Google Tom Peters comments on Marcus Buckingham -- Tom even includes a PowerPoint presentation he created from some of Buckingham's brilliant insights.

Sep. 15, 2006

Become the "Toyota" in Your Industry; RDD Increases Productivity 177%; LEAN Applied to Service Firms

"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES:
NOTE: Mike Martyn and John Stepleton will host a breakout workshop on applying Lean to service firms at the upcoming "Growth" Summit in Houston Nov 14 -- 15.

29% increase in revenue per employee; 177% productivity increase; 98% reduction in lead time -- these are the results John Stepleton's Portland-based firm Research Data Design (RDD) achieved after applying Lean "manufacturing" methodologies to his service business. RDD (www.researchdatadesign.com) runs focus groups and has three call centers conducting research for clients (you might get called by them concerning the upcoming elections!).

Lean is based on the Japanese production system pioneered by Toyota -- it is now being applied to service companies with the same kind of results that have propelled Toyota ahead of the rest of the automotive industry. Stepleton's firm is one of the early mid-market growth firms to apply these principles in the service industry. Here's a link to an August 29 article the Oregonian newspaper wrote about RDD's results 

Measuring productivity in service firms can be a challenge.  Mike Martyn, founder of SISU Consulting, and a fellow EO member with Stepleton in the Portland chapter (bio under DETAILS), helped RDD develop visual production systems for his call center employees, fairly low paid ($9.80/hr) front line people. They also used three metrics to measure productivity in the call centers so they had a baseline from which to tackle productivity improvements: RPH (revenue per hour); Run (turnover of staff); and cost of labor as a percentage of revenue.

Simple tools are the key -- Martyn uses a two-sided sheet to visually indicate the sex of the person they are calling: blue for male, pink for female. They also have a dial they can now turn to visually indicate political affiliation. In Stepleton's business, the key is not calling too many of the wrong people. These new visual systems have improved this dramatically, thus the jumps in productivity and revenue per employee.

What about flexibility? One misconception growth firms have about applying Lean to processes is that it makes them rigid. Just the opposite. RDD's clients find they are much more flexible to change campaigns mid-stream besides being faster to complete jobs. This is the kind of flexibility Stepleton's clients want.

It's hard to be simple -- this is one of the keys to Lean and Toyota's success. Like with the One-Page plan -- once a firm nails down the RIGHT answers it looks simple. But it takes a lot of effort to get a Brand Promise or the process of calling people down to its simplest basics. In our rush to do things (which is why growth can kill) we often over complicate the business. Simple is good.

EDUCATION:
Be Sure to Sign up for the Gazelles "Growth" Summit in Houston, TX Nov. 14-15, 2006.



 HYPERLINK "http://www.uptilt.com/c.html?rtr=on&s=cmt,ms8o,108e,lal5,d0p9,hgs4,i9p2" \t "_blank" Register for Mastering the Rockefeller Habits 2 with Verne Harnish in Montreal, Canada Sept. 28, 2006.   

Rockefeller Habits Workshops 2006
Calgary, Canada, Sept 26
Montreal, Canada, (RH2) Sept 28
Dublin, Ireland Oct 10-11
Denver, CO Oct 18-19
Austin, TX Oct 19-20
Brisbane, Australia Oct 24
Melbourne, Australia Oct 25
Sydney, Australia Oct 26
Portland, OR Jan 3-4
Seattle, WA Jan 4-5
Perth, AU Mar 2
Kuala Lumpur, Malaysia May 17-18 2007

Great Game of Business with Jack Stack
Springfield, MO
2006:
September 26-27
October 24-25
November 14-15

2007:
January 9-10, 2007

DETAILS:
Here's the background information on Mike Martyn:

Michael Martyn is the Founder and Managing Principal of SISU Consulting Group, a firm specializing in increasing stakeholder value through the development of lean leaders at each level of the organization. By creating transparency in the organization, implementing standard work, and raising the level of shared accountability, SISU works with each of its clients to build a sustainable continuous improvement program and significantly improve bottom-line results through the development of its most valuable asset, its people.

Mr. Martyn has extensive experience over a broad spectrum of service-based and manufacturing environments. He has held numerous senior-level executive positions and has been successfully turning around companies since the mid 1990s. Mr. Martyn's recently orchestrated the lean transformation of Dura-Craft, Inc., the world's largest manufacturer of dollhouse and log cabin kits.

During his tenure as President, the company underwent extensive process revitalization, including the implementation of a visual production system and the creation of a shop-floor leadership development program. Over the course of three years, Mr. Martyn's work resulted in a 624% improvement in gross profit margins, an 89% reduction in lead times, and a 451% improvement in EBITDA and was nominated for the Small Company Turnaround of the Year Award by the Turnaround Management Association.

Mr. Martyn received his undergraduate Bachelors of Arts in Economics and English at Reed College in Portland, Oregon, and earned a Masters of Business Administration at Portland State University. Mr. Martyn is the Executive Director of the Northwest Shingo Prize and is also a member of the Association for Manufacturing Excellence, the Association for Corporate Growth, the Northwest High Performance Economic Consortium, and the Young Entrepreneurs Organization.

In his spare time, Mr. Martyn serves as the Director of the Judo & Jujitsu divisions for the World Oriental Martial Arts Federation, where he has won 3 distinguished service awards and an instructor of the year award. Mike and his wife Jennifer reside in Clackamas, Oregon with their twins, Hannah and Andrew.  

Sep. 19, 2006

Single Most Important People Skill; Three Laws of Marketing Physics; Keys to Driving Growth

"...keeping you great" Ten Minutes with the Growth Guy
 HEADLINES:
 "Leaders of growing companies focus on developing executive talent -- their own and others -- and improving the skills of the company's workforce."  This from Wayne Pletcher, CEO of Minnesota Technology Inc. (MTI), reporting on research his non-profit organization released this summer based on growth firms in Minnesota.  The balance of what they've learned to drive growth is reported under DETAILS below.  It's all about continuous learning in a knowledge economy.

What's the single most important "people" skill of a leader?  To answer this question, I booked Duane Boyce, Arbinger, (www.arbinger.com) to fill the "People" slot that Pat Lencioni (Five Dysfunctions of a Team fame) filled at last year's Growth conference.   Duane is one of the authors of Leadership and Self Deception.  Having sold over a quarter million copies, this underground bestseller outlines the one people attribute of a leader that MUST be present if literally any of the other people skills are to be effective -- and it's the one attribute, if missing, that leads to personal self deception and can kill a career quicker than anything else. 

When I've tried to explain this critical leadership attribute, without leaders either hearing Duane (he's anchored the MIT programs I've chaired for several years) or reading the book, I prove ineffective.  However, in a nutshell it's vital that leaders see people as people, not objects.  If the people you lead sense that you're simply using the latest management or leadership techniques to get what you want, they will often backfire.  How you stay "out of the box", as Duane describes it, is the key -- and he'll explain how to do this particularly with people that drive you crazy or have hurt you in some way (customers, investors, peers, -- even spouses -- Duane's work has given my wife and me key relationship skills and language).

Notes Stephen Covey of Seven Habits fame, "I've known the work of the Arbinger Institute for years. Arbinger's ideas are profound, with deep and sweeping implications for organizations."  I couldn't agree more.  It's these kinds of insights I want to bring to growth company's executive teams.  Go to www.arbinger.com to learn more.

And what are the three most important laws of Marketing Strategy?   For the "Strategy" slot at the Growth Summit, I had to equal last year's brilliant insights of marketing guru Seth Godin.  This is why I chose the infamous Doug Hall (www.doughall.com) for this year's Summit.  Founder of Eureka! Ranch and the "Simon-like" judge on the hit TV show American Inventor (Doug's pick won the event), Doug has scientifically backed up what he calls the three laws of marketing physics -- the three definitive tests for determining the success of a product or service offering -- see a list of the laws under DETAILS below.

Save money before launching a new product or service -- Doug will let your team take your existing product or service offering, or one you're considering, and walk you through a three step evaluation based on his three laws of marketing physics.  He'll also offer concrete ways to dramatically improve the success of your product or service in the market.  With clients like American Express, Nike, and Walt Disney, he's helped the very best in the market.  Research shows that the average American family has 18 products Doug's team has either invented or reinvented for their major clients.

Another MIT "Advanced Business Program" faculty member -- Doug Hall has taught for us at MIT the past two years and received our first-ever perfect 10.0 rating for presentation skills and a 9.80 overall rating.  Go to www.doughall.com for more on Doug and his results.  The Growth Summit is my way of bringing the very best in business resources, which I've shared with CEOs, to the entire executive team.   

As promised last Tuesday, this is the Pat Lencioni vs. Duane Boyce; Seth Godin vs. Doug Hall write-up -- the People and Strategy business thoughts leader at the Growth Summit, Houston TX Nov 14 -- 15 -- a way to "read" a dozen of the top business books in 48 hours and prepare your team for 2007 and beyond.  And if you can't attend, hopefully these summaries help you select appropriate books to read and give you insights into the simple and effective tools these "Einsteins" of business provide.

CEO's bringing a team of five or more to the Houston "Growth" Summit will attend a private luncheon with Marcus Buckingham on Tuesday, November 14 -- we did the same last year with Jim Collins, a rare opportunity to spend some small group time with one of our world's top thought leaders.

EDUCATION: 
Be Sure to Sign up for the Gazelles "Growth" Summit in Houston, TX Nov. 14-15, 2006.

Also Check Out Neil Rackham's Sales and Sales Force Management 
with Verne Harnish
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DETAILS: 

· Here's an excerpt from the Minnesota Technology magazine article:

· "Since the economic downturn of 2001, state companies have worked to reduce costs and improve efficiencies. "For the past four years, our clients have had to focus on continuous improvement because of the economy," says MTI President and CEO Wayne Pletcher. "But there is another part of the equation and that is growth."

· Companies that have shown growth have done so by taking advantage of current economic conditions—usually by improving sales and marketing programs, infiltrating and exploiting niche markets, developing new products to capture new markets, pursuing mergers and acquisitions, and increasing sales outside of the United States, says Pletcher. In addition, leaders of growing companies focus on developing executive talent— their own and others—and improving the skills of the company's workforce."

· And what are the three laws of marketing physics, i.e. does the marketing of the product/service communicate:

1. Dramatic Difference -- how is the product/service different from what is already on the market? 

2. Overt Benefit -- what are the tangible deliverables?

3. Reason to Believe -- what gives the purchaser a reason to believe the Overt Benefit and Dramatic Difference

Sep. 22, 2006

David Kaplan Tragedy; No Reason to be Alone; Help Available

"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES: 

David Kaplan, CEO of Resurgence Financial, took his own life last Saturday, leaving behind a family of three small boys. Just last week his business was listed as #28 on the Inc 500 fastest growing firms in the U.S. He was a member of the Chicago EO chapter. Notes Mike Maddock, who alerted me of the tragic news, “He was an incredibly smart, intense, and emotional guy.” Dave had recently rejoined Mike's EO forum after taking a short break. Despite being a very close forum, they did not see this coming and they are shocked."

"It’s OK to be independent, but no reason to be alone." This is the phrase that Joe Mancuso, founder of the CEO Clubs (www.ceoclubs.org), uses as a motto for his organization. When I first met Joe in 1983 (he was our keynote speaker at the launch of the Association of Collegiate Entrepreneurs) it was this message that inspired me to build ACE and later launch YEO. Building a company can be lonely -- it’s why we have to flock together.

Peter Thomas, founder of Century 21 in Canada, and a key supporter of YEO in the early days, lost a son to suicide. Today he has an organization called LifePilot (www.lifepilot.org). If you know of anyone that might be depressed and needs someone to talk to, email Peter -- peter@lifepilot.org.

Test if potential candidate for suicide -- Ricardo Brostella’s wife, Anabella Sosa de Brostella, has helped pioneer a paper and pencil test that predicts if someone is suicidal -- she’s using it in the school systems in Panama (given the high rate of teen suicide) and hopes to bring the technology to the rest of the world. Ricardo is a member of the Panama EO Chapter ricardo@casabrostella.com. You can reach Anabella at Garanex@cwpanama.net.

Anti-depressants are linked to suicide -- I don’t know if Dave was taking anti-depressants, but a doctor put my mother on anti-depressants after a family situation a few months ago and they spiraled her into a much worse condition (I know this isn’t the case with everyone and might be related to certain body chemistries). It took our entire family working together to get her off the drugs and on a path of health by getting her natural bio-chemistry back in order (there are tests that can determine this). She’s a whole new person -- knock on wood -- and just joined us for a family reunion this past weekend. My viewpoint -- doctors are too quick to write a prescription to mask what are root causes.

Other resources to help? If you have any other sources to help prevent suicide, please share them with me. Thank you.

Sep. 26, 2006

Top 5 Favorite Growth Firm; Two-Minute Rule; Getting Things Done
"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES:
Zero revenue in 1999; $240 million run rate 2006 (up from $165 million 2005) -- I called Graham Weston, CEO of Rackspace, last week to get his latest numbers. It's no big secret I'm a huge fan of his industry-dominating company (one of my top 5). I feature them in the Rockefeller Habits workshop as a company that can state their strategy in a phrase ("fanatical support is the difference"); uses catalytic mechanisms to drive internal performance (money-back guarantees); and has boiled their business down to a handful of simple metrics that align with their strategy (answer the phone in three rings). More numbers in a moment.

What are Graham and Rackspace learning? Graham is one of the CEOs I call to find out what I should be learning -- he's an amazing "student" of business! And he's the one that really turned me on to Marcus Buckingham, our kick-off three hour program at the Growth Summit. All his employees go through a beginner course on Buckingham's tools; and Graham, himself, teaches the advanced program to leaders. "I can't say enough how important Buckingham's tools have been in growing our company," noted Graham in our phone conversation. In fact, his company is bringing literally a bus-load of people and customers to attend the Summit -- and they are busy like everyone else.

Lean manufacturing applied to service firms -- Graham noted that this is also something they are beginning to apply to their 1000 person company (up from 750 last year) -- it's why we're featuring this topic at the Growth Summit. There ARE specific tools that help firms drive dramatic productivity improvements. Graham is committed to doubling revenue per employee between now and $1 billion in revenue -- he's already increased it almost 15% in the last 12 months as measured by revenue per employee (if I did the math right).

Education is the only investment that has shown a direct correlation to an increased net worth of a company -- not R&D, not capital expenditure -- but education. And it didn't surprise me to read this evening a cover story about Bill Clinton's Foundation that he still devours four to five books a week. Learning has shown a direct correlation to leadership effectiveness. We're all busy, but not too busy to learn.

Getting Things Done: The Art of Stress-Free Productivity -- this is the title of the number one time management book on the market (in the Top 25 business books as ranked by Amazon; Buckingham's is in the Top 10). David Allen's company is sending their long standing consultant/presenter Wayne Pepper to lead a breakout session at the Growth Summit. Personal productivity is key to having more time to think. 

Two-Minute Rule -- this is one of many concrete techniques Allen teaches -- if there's anything you must absolutely do (the key is "absolutely") and it can be accomplished in two minutes or less, then do it NOW. This will free up your mind and time tenfold over the long run. Allen also has tools and add-ons for Outlook to make it a much more productive tool for the information-driven executive along with a one-page flowchart that will drive your personal productivity.

Rackspace's additional numbers?  Graham asked me not to share profit and cash flow, but suffice it to say they are both astronomical. He'll help me both open the Growth Summit Nov 14 -- 15 and introduce Marcus Buckingham -- let's see if we can get him to share some more of the numbers and how he and his team are knocking it out of the park.

My other four favorite growth firms?  Yours, of course!

EDUCATION:
Be Sure to Sign up for the Gazelles "Growth" Summit in Houston, TX Nov. 14-15, 2006.
  
Rockefeller Habits Workshops 2006
Calgary, Canada, Sept 26
Montreal, Canada, (RH2) Sept 28
Dublin, Ireland Oct 10-11
Denver, CO Oct 18-19
Austin, TX Oct 19-20
Brisbane, Australia Oct 24
Melbourne, Australia Oct 25
Sydney, Australia Oct 26
Washington, DC Dec 6-7
Portland, OR Jan 3-4
Seattle, WA Jan 4-5
Perth, AU Mar 2
Kuala Lumpur, Malaysia May 17-18 2007

Great Game of Business with Jack Stack
Springfield, MO
2006:
September 26-27
October 24-25
November 14-15

2007:
January 9-10, 2007

Sep 29, 2006
Wild, Wild, East; State Priorities as Questions; Quarterly Check-up–Review RH Checklist with Team

"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES:
Dubai is the Hong Kong of the Middle East -- it's the Wild, Wild, East! Sheikh Mohammed bin Rashid al-Maktoum http://www.sheikhmohammed.co.ae/ is the ruler and effective CEO of this magnificent city-state. Just like Hong Kong transformed the Asian region into a modern economic powerhouse, Dubai will do more to bridge the gap between the Middle East and the rest of the world than any other catalyst in the region. If your company has global plans you need to set-up shop in Dubai (at least get on the growing waiting lists to qualify for the free economic zones which opened in 2000!).

Dubai Internet City (http://en.wikipedia.org/wiki/Dubai_Internet_City) is one of several free economic zones (Dubai Media City and Dubai Knowledge Village are two others) providing 50 year tax and foreign ownership benefits that aren't available elsewhere in the region. Firms like Microsoft, Cisco, and IBM along with hundreds of aggressive growth firms occupy the zones. Gazelles' partner, biz-ability LLC, is located in these free zones and has been working in the region for almost 15 years. Hazel Jackson is the well-connected and bright co-founder. Last week was my third speaking tour in Dubai and I'm heading back in November.

Abdullatif Al Mulla, the new CEO of Tecom Investments, is the former GM for Microsoft in the region. He's intelligent, savvy, and young -- and he's making key investments in biotechnology, print, media and other diversified industries on behalf of Dubai Holdings. There is a huge shortage of business management talent in Dubai. I've met many British, Irish, and German business leaders, but there are very few Americans. Gazelles' clients and friends Marsha Ralls and Spencer Brod are making inroads, but more of us should be exploring opportunities in the region.

Rate your discipline!  At the beginning of each quarter I also encourage (beg) each of you to take 15 minutes and review the "Rockefeller Habits Checklist" of ten disciplines/habits critical to running a smooth operation. Pick two areas to focus on initiating or fine-turning this quarter. Here's a link to the complete Checklist. 

Turning revenue into profit -- nothing is more frustrating than growing the business only to be generating less profit. Strategy drives revenue growth; but its "relentless repeatability" that comes from the Rockefeller Habits that converts revenue into profit -- profit that is 3 to 5 times industry average.

Save 55 hours per week of time.  Poor execution also eats up a great deal of time. Alan Rudy, CEO of IntoGreat and former CEO of ExpressMed (subject of Chapter 2 in my book), said it best. "Before implementing the Checklist of habits, it took me literally 70 hours/week to run the business. After implementing, the time was reduced to 10 to 15 hours/week." 

If dealing with internal issues seems to be taking up too much of your time vs. the time you know you need to be spending in more customer and market-facing activities, then take a serious look at the ten disciplines. The right strategy makes you money; the right execution saves you time and generates profit.

Lessons from the launch of Rockefeller Habits 2 in Montreal -- I had a wonderful time with the companies that participated in our pilot of this follow-on program. I'll be sharing these insights over the next several weeks. First lesson -- LESS PRIORITIES THE BETTER! And I'm encouraging firms to list their priorities in the form of questions instead of statements i.e. "how do we recruit four more sales reps?" vs. simply stating a priority as "four sales reps" -- a question is more inviting and injects energy into the process.

EDUCATION:
October's Rockefeller Habits Workshops Are Fast Approaching. Sign up for Dublin, Ireland Oct 10-11, Denver, CO Oct 18-19, and Austin, TX Oct 19-20.

  
Rockefeller Habits Workshops 2006
Dublin, Ireland Oct 10-11
Denver, CO Oct 18-19
Austin, TX Oct 19-20
Brisbane, Australia Oct 24
Melbourne, Australia Oct 25
Sydney, Australia Oct 26
Washington, DC Dec 6-7
Portland, OR Jan 3-4
Seattle, WA Jan 4-5
Perth, AU Mar 2
Kuala Lumpur, Malaysia May 17-18 2007

Great Game of Business with Jack Stack
Springfield, MO
2006:
October 24-25
November 14-15

2007:
January 9-10, 2007

Oct 05, 2006

Best Boss Winners; Revive's People on Fire; Innovative Advertising Strategies Needed

"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES:
Stories needed on innovative approaches to advertising -- Justin Martin with FSB Magazine is looking for small companies that have found new ways to get maximum impact from traditional advertising mediums such as the yellow pages, newspapers, radio, TV, or billboards. He also wants to feature those of you doing truly unique things in managing search-term advertising -- email him at jmartin44@nyc.rr.com
FSB's "Best Bosses" announced this week in the U.S. -- eight of the eighteen are Gazelles' clients (winners listed under DETAILS below), including Graham Weston, CEO of Rackspace, who will speak at the Growth Summit. One of Graham's ways to thrill employees is handing top performers the keys to his BMW M3 to drive for a week! Here's a link to the Best Bosses article which includes a very short interactive highlighting five of the winners. It will give you some quick ideas to improve the workplace -- take five minutes and steal one idea!
Jeremy Dixon, owner of Auckland, NZ-based Revive has juiced up his weekly staff meetings and turned his group of minimum-wage café' workers into a passionate group you would think owned the company. Noted Dixon in an email to me on Sunday, "I have tried your staff feedback system from your book with my staff (I have a healthy café concept I hope to franchise). I have only 7 staff.  We have some small pieces of paper with 3 tick boxes -- Great Idea, Customer Feedback, and Something that Bugs Me -- and an area for the detail and their name.   We discuss them all at our staff meetings and then draw one at random to win a CD/book voucher.
"Yes it started off small and sure some don't get involved," Dixon continues, "but it has generated a heap of great ideas and a feeling of being listened to. And at our weekly staff meetings (which used to be full of disinterested people falling asleep) the discussion is so passionate an onlooker would think that the workers have shares in the business.  Plus some basic procedure changes (even as simple as keeping a section of our hallway clear and labelling areas for certain tools) have made workflows quicker.  Who would have guessed from a group of minimum waged café workers?
"Cost: a NZ$30 Borders' voucher every 2 weeks and 15 minutes of my time printing up some forms and cutting a hole in the top of a box," concludes Dixon. When I asked him about the every 2 weeks, he clarified that they have staff meetings every week, but the ideas are discussed/drawn every 2 weeks to hold down on costs. It's these basics that make the difference. Do you have a simple ongoing process to gather and execute on employee ideas? Get it in your routine.
Bringing tears to my eyes -- congratulations to John DeHart, Nurse Next Door (www.nursenextdoor.ca) and Roger Hardy, Coastal Contacts (www.coastalcontacts.com) for winning the Ernst and Young Entrepreneur of the Year awards for the Pacific Region of Canada last night.  The tears part?  Noted DeHart in an email to me this morning “two Gazelles disciples...thought you might like to know as we both attributed a large part of our success to the Rockefeller Habits and your teachings.”  John and Roger, thanks for the note -- and keep on growing!

EDUCATION:
Drive the Success of Your Business, Sign Up for our Growth Summit in Houston TX, November 14-15 2006.
October's Rockefeller Habits Workshops Are Fast Approaching. Sign up for Dublin, Ireland Oct 10-11, Denver, CO Oct 18-19, and Austin, TX Oct 19-20.
  
Rockefeller Habits Workshops 2006
Dublin, Ireland Oct 10-11
Denver, CO Oct 18-19
Austin, TX Oct 19-20
Brisbane, Australia Oct 24
Melbourne, Australia Oct 25
Sydney, Australia Oct 26
Washington, DC Dec 6-7
Portland, OR Jan 3-4
Seattle, WA Jan 4-5
Perth, AU Mar 2
Kuala Lumpur, Malaysia May 17-18 2007
Great Game of Business with Jack Stack
Springfield, MO
2006:
October 24-25
November 14-15
2007:
January 9-10, 2007
DETAILS:
Here's the list of the Best Bosses winners for 2006
· Richard Caturano, President, Vitale, Caturano & Company 

· Linda Dunkel, President and CEO, Interaction Associates, Inc. 

· Mike Faith, President and CEO, Headsets.com, Inc. 

· Paal Gisholt, President and CEO, SmartPak Equine 

· Henry S. Givray, Chairman and CEO, SmithBucklin Corporation 

· Megan Glasheen, Managing Member, Reno & Cavanaugh, PLLC 

· Mellody Hobson, President, Ariel Capital Management, LLC 

· Dan Hoffman, President and CEO, M5 Networks 

· Jeffrey A. Hollender, President and Chief Regeneration Officer, Seventh Generation, Inc. 

· Keith Jacob, President, St. Louis Staffing 

· Timothy P. Keenan, President and Founder, High Performance Technologies, Inc. (HPTi) 

· Michael Lacey, CEO/President, Digineer, Inc. 

· Carl La Mell, President, Clearbrook 

· David M. Pierce, CEO and Chairman, ENA 

· Pete Snyder, CEO, New Media Strategies 

· Nicolas Thomley, President and CEO, Pinnacle Services, Inc. 

· Graham Weston, Chairman and CEO, Rackspace Managed Hosting 

· David Williams, President and CEO, Merkle Inc.

Oct 13, 2006

Recruitment Brochure Ex; War for Talent; OMG Quadruples Assessements

"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES:
Recruitment brochure for employees -- David Dow, co-founder of Trench Safety (www.trenchsafety.com) (love the company name -- tells you the two words they want to own in the minds of their market!) sent me an email this week noting "it dawned on me a couple of years ago that we were spending a ton of money on marketing materials for customers, but very little ($0) on marketing materials for prospective employees."

"We also consciously do some things to differentiate ourselves from other employers," continues Dow.  "That's the reason we put the brochure together.  We didn't want the brochure to be too "glitzy," but wanted to communicate our points and make the right "first impression."  We've used the brochure w/ prospective employees, handed them out at job fairs, given the brochures to customers, etc." Here's a link to download the brochure -- thank you David for sharing.

Dublin, Calgary, Dubai -- it's a war for talent all over the world -- besides these three cities in which I've run workshops the past few weeks, growth firms from all over the world are asking me about best practices for attracting and retaining talent. Key one, apply guerilla marketing in attracting talent like you would customers (and why we have Doug Hall, marketing messaging genius, in Houston for the Growth Summit). Key two, have a rigorous method of interviewing and hiring (Topgrading, Oct 30, Denver) -- we shared in our workshop the success of one the first Irish growth firms to utilize Topgrading and how they found that top talent only respects a firm that is vigorous in their selection process. 

OMG's BHAG (Big Hairy Audacious Goal) quadruples the business -- Dave Kurlan, founder of Objective Management, the leader in providing sales organization assessment tools around the world, sent me this email on Tuesday. "After your talk last January, I set OMG's BHAG to 14 million salespeople assessed (we were at 250,000) and we started measuring the various things that impacted the number of assessments -- different from the things that impacted revenue."

Critical Number aligns with BHAG. Continues Kurlan, "In January we were doing about 100 assessments per day. By the beginning of the summer we were up to 200 assessments per day and now that it's fall, we're up to 300 assessments per day and we hit 400 today. It's quadrupled in 10 months! Thought you'd like to hear another success story" Lesson -- your BHAG (column two of our One-Page Plan) is a critical decision and is one of the two biggest strategy dials (Brand Promise being the other) you control in driving decisions and alignment in the organization. Focus, focus, focus.

Geoff Smart, co-creator of the Topgrading methodology, schedules two one-day workshops per year where he teaches their interviewing and selection method to executives of growth firms. October 30, Denver, CO is the last event for 2006. Why Denver and always Denver? That's where Geoff lives and we're able to offer such a great rate (normally triple) because Geoff gives us a break on his fees if we come to him. He used to live in Chicago which is why the Topgrading workshop used to be in Chicago.

EDUCATION: 

Catapult your hiring success, sign up for Topgrading in Denver, Colorado October 30, 2006
Drive the Success of Your Business, Sign Up for our Growth Summit in Houston TX, November 14-15 2006.
  
Rockefeller Habits Workshops 2006

Denver, CO Oct 18-19
Austin, TX Oct 19-20
Brisbane, Australia Oct 24
Melbourne, Australia Oct 25
Sydney, Australia Oct 26
Washington, DC Dec 6-7
Portland, OR Jan 3-4
Seattle, WA Jan 4-5
Perth, AU Mar 2
Kuala Lumpur, Malaysia May 17-18 2007

Great Game of Business with Jack Stack
Springfield, MO
2006:
October 24-25
November 14-15

2007:
January 9-10, 2007

Oct 17, 2006

Urgent Deadline; Three Immutable Outcomes; Top Three Leadership Programs

"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES:
URGENT -- October 23 deadline for getting the conference room rate of $169 at the Growth Summit in Houston Nov 14-15. If you're thinking of attending or have already registered, make your hotel room reservations this week. JW Marriott Galleria, 713-961-1500 -- ask for "Gazelles Growth Summit" event. After October 23 you can still register for the Summit. And Houston is a main Southwest Airlines hub -- inexpensive flights.
Three immutable outcomes? Pat McGovern, founder of IDG ($2.4 billion tech magazine publisher -- here's a great recent article on McGovern about his investment in brains, latest $100 million VC Fund in Vietnam, $350 million he gave to MIT, and the future of tech!), was named CEO of the decade in the 80s back when IDG was a much, much smaller organization. He was also the very first speaker I ever hosted in the executive programs I've run for fifteen years at MIT. He required three quarterly outcomes from all his business units: grow twice the rate of the market; 10% profit; and spend 3% of revenue on education -- use it or lose it (at a time when many of his magazines were start-ups!). 
McGovern knew that when push came to shove, executive education gets put to the side -- execs are too busy or they don't want to spend the money. This is when the CEO has to lead! McGovern knew early on that executive development is THE key competitive weapon. So he made sure his executives didn't have excuses for why they didn't take time to continually invest in developing themselves and their people. 
One of the top three leadership development programs?  Marcus Buckingham, our main three hour presenter at the Growth Summit! Ranked by Leadership Excellence, results were published September 28 based on survey responses, site visits, and 22 years of experience publishing in the field. Notes Ken Shelton, editor, "These programs appear to deliver the best return on investment." Shelton observed, "Participants come in with clear expectations and come away with concrete applications and accountability for results." 
Still deciding whether to attend the Growth Summit or not? Feedback from last year: 
"The Summit was a great event. Thank you for doing the right things so growth companies obtain access to leading business thinkers. Our team had a wonderful experience." Lanham Napier, co-founder, Rackspace
"Best event of yours that I've ever been to. Great job! My team was pumped being there. Huge value for all of us... and we'll certainly be there for more. My team is very bought in." Brian Scudamore, CEO, 1-800-GOT-JUNK?
"You need to know that the Growth Summit was, by an enormous margin, the best learning experience of my professional life of 40+ years." Dick Tesauro, President TMC
"Absolute best event I've attended. Crammed with substance, leveraged with fun." Dr. Tim Walker, TWB
"I must say that the Dallas event was nothing short of spectacular!!!! Content to the power of ten!" Morris Burch, CEO of IRC-Australia
"This Conference was OUTSTANDING...an 11 on a scale from 1-10. Your conference had a profound impact on me and so many attendees.  Imagine the ripple effect across America." Susan Torroella, CEO, COLUMBIAMEDCOMGROUP
"Finest educational conference I have ever attended. The speakers were phenomenal, and in many cases I was able to interact personally with some of the best business minds in the country." Mason Harris, CEO, Robin Technologies
"Congratulations on THE BEST EVENT that I (and many others that I spoke to) ever experienced!" Scott Morris, CEO, AlignLink
EDUCATION:
Catapult your hiring success, sign up for Topgrading in Denver, Colorado October 30, 2006
Drive the Success of Your Business, Sign Up for our Growth Summit in Houston TX, November 14-15 2006.
  
Rockefeller Habits Workshops 2006

Denver, CO Oct 18-19
Austin, TX Oct 19-20
Brisbane, Australia Oct 24
Melbourne, Australia Oct 25
Sydney, Australia Oct 26
Washington, DC Dec 6-7
Portland, OR Jan 3-4
Seattle, WA Jan 4-5
Perth, AU Mar 2
Kuala Lumpur, Malaysia May 17-18 2007
Great Game of Business with Jack Stack
Springfield, MO
2006:
October 24-25
November 14-15
2007:
January 9-10, 2007
Oct 20, 2006

Bad Employees; Significant Revolution; On to the Pacific; Culture of Learning

	



	




	"...keeping you great" Ten Minute with the Growth Guy
HEADLINES:
Particularly bad employees -- Phaedra Hise, writer for FORTUNE Small Business magazine, is working on a story about "employees from h#@l" -- nightmare stories of bad employees small companies have had to deal with. She's on a tight deadline. You can reach her at 804-342-2372 or email Phaedra@aerobat.com 
Culture of learning -- book a month. All full time staff have been reading a book a month since 2002, notes Monica Luedecke, COO of Hotze Health and Wellness Center (www.hotzehwc.com) in Katy, Texas, one of the leading centers for wellness in the nation. "In 2002, after attending a Gazelles conference, we decided to expand our monthly reading and educational program from the leadership team to the entire full time staff (now 80)," explains Luedecke.
Written reports -- "Every month we select either a medical book, historical text, success book or business book for the staff to read and write a report. And every year we re-read Mastering the Rockefeller Habits and then write new reports. It is always gratifying for me to read the comments, particularly from the new staff members who really get why we do the things we do (critical numbers, quarterly and annual themes, Top 5 & 1 priorities and the daily huddle at 7:30am). Even better, the staff members who are on their third and fourth reading never fail to communicate some new inspiration."
"A more significant revolution is taking place here."  Jeff Schmeck, Miner Corporation (www.minercorp.com), shared with me this week the culture of learning that has embraced their Inc 500, Aggie Top 100, rapidly growing nationwide firm. "I came in my office last week and discovered two employees going through my library looking for "motivational reading materials and ideas" they could use in their daily huddles," notes Schmeck.  "We have our morning huddle as a company (all employees jammed in the conference room), then the individual teams (3-4 people) go off and have their own huddles, in the lunch room, outside on the entrance way, standing around their cubes, anywhere there is space."
"These team leaders have raised the bar, they are becoming leaders in their actions and their efforts to self educate," continues Schmeck. I get asked daily "What are you reading right now, and can you recommend something for me?" Our AR team has a daily and weekly huddle and the achievements are note worthy, we have our AR under control, and they have taken ownership of the process! This is real dollars here."
On To The Pacific...this is the nickname for Miner's 2006 "Lewis and Clark" Theme and what Schmeck contributes to creating the culture of learning inside the company. This theme combined with the huddles has transformed the company, according to Schmeck. As an example, here's how Miner kicked off the 4th quarter (note, each quarter Jeff and his team shoot a video at different spots along the famed Lewis and Clark route).
"To get our 4th quarter kicked off Robert Villegas and I flew to the Oregon coast and filmed our last video, inviting the TEAM to join us, we had a lot of fun doing it, and they had fun watching. (If you recall we started the first one in St. Louis, then the second in Idaho, all along the route taken by Lewis and Clark) Then right after the video was shown to the employees, (Robert and I weren't there), someone introduced two special guests straight from Vegas...We came out in tuxes, and did a karaoke to "The Best is Yet to Come" by Sinatra.  Keep in mind this is 7:00 am in the shell of our new facility, not the most comfortable place to hold a meeting!  We went all out, cocktail glasses, cigarettes; Robert was flirting with the ladies, calling them kittens etc, straight out of the video.  He was fantastic to watch, and the rest of the day the teams were singing the song...very simple, inexpensive way to charge up the troops."
Reached annual goal this week -- Jeff reported out during the Austin Rockefeller Habits workshop yesterday that Miner reached their financial targets and qualifiers for their reward trip, with two months to go. "Looks like we are taking everyone to Astoria OR in January to see the Pacific Ocean (many of their employees have never seen it)! If this quarter comes in similar to last year's 4th quarter, we'll have a record year. My biggest fear is we put a lot of emotion and energy into this year's theme, how are we going to top this one?  We have our theme for next year, "Mining for Gold," we are shooting to be a $50 million dollar company next year, hence the gold tie-in.  We have the quarterly themes laid out, now we have to build the excitement around this theme."
"Excuse my enthusiasm for what this team has accomplished year," concludes Schmeck. "It has been a lot of work, but extremely rewarding for me personally.  I am not bragging on them, they just inspire me to become better every single day, heck I have too, otherwise I'll be left behind!"
It's not too late to put together a quick "end of year" theme and to begin preparing for your 2007 theme.
EDUCATION:
Catapult your hiring success, sign up for Topgrading in Denver, Colorado October 30, 2006
Increase the value of your growth firm, sign up for the Rockefeller Habits in Washington, D.C. December 6-7 

Drive the Success of Your Business, Sign Up for our Growth Summit in Houston TX, November 14-15 2006.
  
Rockefeller Habits Workshops 2006

Brisbane, Australia Oct 24
Melbourne, Australia Oct 25
Sydney, Australia Oct 26
Washington, DC Dec 6-7
Portland, OR Jan 3-4
Seattle, WA Jan 4-5
Christchurch, NZ Feb 14
Aukland, NZ Feb 22
Perth, AU Mar 2
Kuala Lumpur, Malaysia May 17-18 2007
Great Game of Business with Jack Stack
Springfield, MO
2006:
October 24-25
November 14-15
2007:
January 9-10, 2007


Oct 24, 2006

Deadline Extended; #1 Growth Firm in Australia; Congrats Panama

"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES:
NOTE: Deadline extended until tomorrow (Wednesday, Oct 25) for the Growth Summit room rate of $169 -- then it goes up to $269.

Congratulations Panama -- the voters in Panama gave approval four to one for building a new $5.6 billion canal parallel to the existing canal. This is going to provide a huge economic boost to what is already a rapidly growing economy. Panama must be added to the land of opportunity category! We're excited for our clients down there.

Fast 100 in Australia -- I'm on tour in Australia this week hosting several of the winners of the fastest growing firms in Australia (several are Gazelles clients). BRW, the magazine posting the results noted in a survey of the winners "short courses are popular: 70% have trained in leadership, business management, marketing, and business planning. Fifty-four per cent say training has given them the confidence to succeed in their businesses."

Ben Woodhouse, co-founder of Maxum Foods, ranked the #1 fastest growing firm went on to note "Thirty percent of growth in my business can be attributed to training; an additional 30 percent came from coaching and mentoring." Woodhouse has used four coaches and mentors -- all before turning 30. Doesn't surprise me. The best have coaches!

Australia is facing huge employee shortages in both Western Australia and Queensland -- again, driven by the commodity demands of China. It's the mining industries that are fueling the need for employees, with Western Australia (Perth) experiencing a GDP growth of 14% this past year; Queensland 7%. These are developing country growth rates. Whatever China needs....

Brad Skelton, CEO of ST Group (www.stgroup.com), ranked 12th on the Fast 100 list (you have to check out the website and see pictures of the massive equipment they move -- they are one of the leaders in the world!), shared with our audience of 124 executives today that through the use of Topgrading, he's now so selective in who he hires that he would rather let sit idle his equipment than hire the wrong person, even though we're talking about a $1 million piece of equipment and massive shortages of talent. He's been using the Topgrading "virtual bench" process to build a reservoir of talent and training his hiring managers in the Topgrading process.

EDUCATION:
This is your last chance in 2006 to catapult your hiring success. Sign up for Topgrading in Denver, Colorado October 30, 2006

Drive the Success of Your Business, Sign Up for our Growth Summit in Houston TX, November 14-15 2006.
  
Rockefeller Habits Workshops 2006

Melbourne, Australia Oct 25
Sydney, Australia Oct 26
Washington, DC Dec 6-7
Portland, OR Jan 3-4
Seattle, WA Jan 4-5
Christchuch, NZ Feb 14
Auckland, NZ Feb 22
Perth, AU Mar 2
Kuala Lumpur, Malaysia May 17-18 2007
Great Game of Business with Jack Stack
Springfield, MO
2006:
October 24-25
November 14-15
2007:
January 9-10, 2007

Oct 27, 2006

Best Cash Flow Idea; Red Balloon Days BHAG; ST Group BHAG

"...keeping you great" Ten minutes with the Growth Guy
HEADLINES:
10% of the Australian and New Zealand population receiving "Red Balloon Days" -- this is the BHAG (Big Hairy Audacious Goal) of Naomi Simpson's Sydney-based Red Balloon Days firm pioneering a new approach to gift giving.  They allow you to give "experiences" as gifts, ranging from bungy jumping to cooking classes to flying in a jet fighter.  Five years old, they've grown from 300 experiences the first year to booking 300 experiences everyday!  

Moving more heavy equipment than Caterpillar manufactures in one year -- this is the BHAG of Brad Skelton's ST Group (www.stgroup.com).   Brad's best intelligence tells him the Caterpillar manufactures roughly 78,000 pieces of equipment.  Last year he moved 19,000, so his firm is making progress.   And his firm updates DAILY their progress on the BHAG, displaying the information on ST Group's intranet and sending it to everyone's cell phones and PDAs. 

One million members by 2015, Kiwanis's 100th birthday, serving 200 million children -- this is the new BHAG for this service organization that has seen membership decline from a peak of 324k in 1992 to 250k today.  Rob Parker is the new CEO, bringing the Rockefeller Habits practices into this global service organization.   He's planning a Million Member Summit in January and has set up a huge countdown clock in their new situation room.  He'll have his team in Houston at the Growth Summit so be sure to say hello if you're there.

"If you're not living on the edge, you're taking up too much room" -- Skelton's Peter Kinsella shared this quote with our Brisbane, Australia audience.  I can't think of a better rationale for a BHAG!   Do you have a BHAG and are you tracking it every day?

Best Cash Flow Idea this week -- put an actual due date on the invoice.  One of the managing directors of a firm participating in the Sydney Rockefeller Habits workshop shared with the audience that his firm places an actual due date on their invoices i.e. Due December 2, 2006 rather than "Due 30 Days from Billing Date."  They immediately saw payables days go down, guessing that when a manager signs off on the invoice and sends it to payables, the payables clerk sees the due date and figures the manager meant for it to be paid by that date! Brilliant!

EDUCATION:
This is your last chance to sign up for the Topgrading Workshop in Denver, Colorado October 30, 2006

Drive the Success of Your Business, Sign Up for our Growth Summit in Houston TX, November 14-15 2006.
  
Rockefeller Habits Workshops 2006

Washington, DC Dec 6-7
Portland, OR Jan 3-4
Seattle, WA Jan 4-5
Christchuch, NZ Feb 14
Auckland, NZ Feb 22
Perth, AU Mar 2
Kuala Lumpur, Malaysia May 17-18 2007
Great Game of Business with Jack Stack
Springfield, MO
2006:
November 14-15
2007:
January 9-10, 2007
Nov 02, 2006

Revenge of the Customer; 10 Commandments of Service; Secret Service

"...keeping you great" Ten Minutes with the Growth Guy 
HEADLINES:
Customer service is back as a hot topic -- seems companies, so focused on getting operationally lean that past few years, found out that their customers were feeling the pinch. Below is my latest monthly "Growth Guy" column on the subject, complete with some useful resources, a book recommendation, and the 10 Commandments of Service at the end of the article (along with some amazing turnaround results from Dell!):

Revenge of the Customer: Just Respond and Say "Yes"
By Verne Harnish
"The answer's yes...now what's the question?" Customer service doesn't get any more basic than this, unless answering the phone (and responding) is a challenge!

It's been a long time since I've ranted and raved about customer service. And just when I thought I should refrain, echo's of management guru Tom Peters' admonishments that it's our patriotic duty to rant and rave kept ringing through my head. Name names, he would say. Demand that companies treat us better. Don't accept shoddy service. Our companies can't compete globally if we don't beat on them locally!

I'll get to my personal customer service story along with some concrete recommendations and resources in a minute. But first...

I had the pleasure of attending John DiJulius's customer service workshop a few weeks ago, where I picked up the opening line of this column. DiJulius, author of Secret Service: Hidden Systems That Deliver Unforgettable Customer Service, also hates the word "no" and strongly suggests it be eliminated from the customer service vocabulary. I couldn't agree more. And he's seeing resurgence in interest in improving service now that companies have optimized about as much as they can. I'm seeing a similar trend among the 10,000 executives we communicate with on a regular basis.

Witness what's going on with Dell. The good news is they saw it coming and were already responding by the time the mainstream business press picked up on the story. We were at Dell in May with a group of growth company executives where they outlined their plan to spend $150 million to fix their customer service issues -- issues as basic as letting a customer return a product or get a problem resolved in one phone call vs. several.

These basic initiatives have eliminated over two million calls per quarter and their ACSI scores jumped 5 points from 72 to 78 vs. Apples' industry leading score of 83, second quarter of 2006. As we've witnessed Michael Dell admit himself, Dell had simply gone too far in pushing productivity vs. serving customers. And the solutions have been as simple as slowing down and helping customers resolve their problems.

Which brings me to my story. We moved to new offices this summer and figured we would bring along our phone service. It seems a certain major telco (hint -- first three letters match my name) couldn't master even the basics of answering their phone in a timely manner or scheduling an appointment they could keep. After six missed appointments and hours each time on the phone trying to find out why they didn't show up, my team gave up and we called their wireless counterpart that goes by the same name.

Yes, we've gone completely wireless in the office. And the customer service experience couldn't have been more different. It still took quite a while to get lines transferred over, again, because the land line firm kept making the most basic mistakes. However, Steve Thompson, a front line supervisor for the wireless firm, gave us his personal cell phone number and actually followed-up with us proactively to let us know how our situation was getting resolved. Wow!! Just the basics of being polite and helpful with an attitude dedicated to finding the "yes." 

To understand how powerful the basics can be in driving your company's success, track down the Harvard Business School case study on Commerce Bank, authored by Francis Frei, the new guru on service excellence (www.hbsp.harvard.edu). At the risk of oversimplifying the case, Commerce Bank is making a killing providing outstanding service using a simple interview technique to identify the right employees and a simpler paper an pencil exercise to get new employees to make eye contact with customers (they are to note the color of a customer's eyes -- try it -- you really have to look into someone's eyes more closely to catch the color!).

I love simplicity like this. And it comes back to paying attention to the customer. Another basic is having someone welcome people on your website. Otherwise, it's like having a store front with no people to welcome the customers. Go to Rackspace's website (www.rackspace.com) and see how they handle this internally. Through their "Fanatical Support" promise (click on the link and study what they say and do), they've become the dominate player in the hosted server market in five short years. One key? No automated attendants and a policy to answer phones within three rings.

Smaller firms, like my company Gazelles, can offer a similar web-greeter service via firms like LiveAdmins.com. Our customers seem to love the personal attention and guidance provided by these web greeters.

And to make sure the basics of responding and finding ways to say "yes" are executed at Rackspace, they've instituted a Jim Collins-defined catalytic mechanism -- a service guarantee that has real teeth and financial pain associated with failure. Travelocity has instituted a similar guarantee (www.travelocity.com/guarantee) and has seen booked travel revenues jump 59%, including non-air transactions jumping 90% over 2005. Spend $6 and download a copy of Collins' HBR article entitled "Turning Goals into Results: The Power of Catalytic Mechanisms" from www.hbr.com and figure out how to institute this in your firm. 

While you're out searching the web, stop in at www.johndijulius.com and take a look at several of DiJulius's concisely written articles, including the one that explains which 27 store restaurant chain adopted the "the answer's yes..." brand promise. And I've included a sidebar of his 10 Commandments to World Class Secret Service.

Answer your phones and website; get back to people with straight answers as quick as possible; find a way to say "yes" without giving the store away; and institute a catalytic mechanism to make it happen consistently -- its time to review the basics inside your organization. 

The following are the 10 Commandments that all World-Class Organizations excel at;
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X Commandments to World Class Secret Service

Service Brand Promise
An inspiration service vision that instills the service passion in all yaur
ermployees
Servant's Culture
Attract, hire and retain only the people who have the Service DNA
Non-Negotiable Secret Service Systems
Minirmum service standards everyone must follow
Anticipate Service Defects & Above & Beyond Opportunities
Company wite awareness of what to avaid and when & how to be 2
hero
Be Zero Risk
No hassle prablem solving
Train-Train-Train, On-going & Next Generation
Standardized, consistent training for new & existing employees
Master the Norm Factor
Profiling customers so all employees recognize and make each one
feel like a VIP & the ability to constantly distinguish between New,
Returting, & VIP guests
World Class in Team/GuestfCommunity/Home
Walk the talk in all areas of ones life
Daily Pre-Shift Huddles
Mand atory 5-minute daily communication huddles to ensure camrmon
and clear vision & goals
Above & Beyond Legacy
Constant awareness by recognizing & celebrating your success
stories




Nov 09, 2006
Mark Cuban Customer Service!; Google's Hidden Ad; VCs Shunned; Daily Recap ICC/Decision Services

"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES:
Mark Cuban on "customer service" -- the beloved raging billionaire owner of the Dallas Mavericks basketball team wrote an excellent blog on customer service this week -- it's worth the three minutes to read 
Venture Capitalists being shunned -- this has to be music to many entrepreneurs' ears!  The NY Times had an excellent piece this morning on how the world of VC funding is adapting as internet start-ups are taking on less money and growing more "on a shoestring."  Here's the link

Google's "hidden" recruiting ad -- Jeff Schmeck, Miner Corp, sent me the following note "I was flying home last week and came across this article in the United Way magazine.  I thought I was reading an article about Ed Miner, and then when I got to the end, I realized it is a ‘want ad'.  Just another (guerilla marketing) idea to go after A players."  Clever marketing is needed as much to recruit people as recruit customers.  Here's a link to the ad 
Daily Huddle recap -- notes David Rich, founder of ICC/Decision Services "we've been doing our Daily Huddle for 4 years now -- below is an example of the recap we send out EVERYDAY following the meeting."  Under DETAILS below I include the recap from his Tuesday huddle -- note how they include immediate issues that need resolved and an update/reminder of their 4th Quarter Theme everyday.  ICC is expected to triple in revenue next year -- they remain on a screaming growth path!
Off to a jammed ballroom at the Growth Summit in Houston -- I look forward to seeing many of you next week at our annual "Growth Summit" in Houston.  Thanks for continuing to invest in your executive development.  I constantly hear how an idea that has recently sparked your company came from a workshop or conference you attended years ago.  Ongoing education is the most important "leading" indicator of future success.
EDUCATION:
Need a facilitator for your annual planning session?  Gazelles has 26 certified coaching partners around the world, expert at implementing the One-Page Strategic plan -- here's a link http://www.gazelles.com/executive_coaching.html
Last Rockefeller Habits public workshop in 2006 -- Washington, DC Dec 6-7
Drive the Success of Your Business, Sign Up for our Growth Summit in Houston TX, November 14-15 2006.

Rockefeller Habits Workshops 2006

Washington, DC Dec 6-7
Portland, OR Jan 3-4
Seattle, WA Jan 4-5
Christchuch, NZ Feb 14
Auckland, NZ Feb 22
Perth, AU Mar 2
Bombay, India May 9
Bangalore, India May 10
Hyderabad, India May 11
New Delhi, India May 14
Kuala Lumpur, Malaysia May 17-18 2007
Washington, D.C. June 6-7
Great Game of Business with Jack Stack
Springfield, MO
2006:
November 14-15
2007:
January 9-10, 2007

DETAILS:

From: Melissa Tuliebitz [mailto:mtuliebitz@iccds.com] 
Sent: Tuesday, November 07, 2006 10:27 AM
To: drich@iccds.com; 
Subject: Daily Huddle-Tuesday
Daily Quote:

"If they have to drop five to catch five touchdown passes, that's fine with me." 

--D.J. Shockley
...................................................................................................... ... ... ... ... ... ... ... ..................
 
4th Quarter's Theme! Execution is Everything!

Our goal with this theme is to complete all clients' shops early.  We have changed the incentive plan.  If on an individual basis you wrap your accounts early you will receive a $100 dollar gift certificate.  Once you have finished your territory, you have the opportunity to help out others that need it.  At the end of the month if all territories wrap early then you will receive an additional $150 gift certificate. 
If you have any specific questions regarding the theme or your priorities for the day please contact Kevin, Bud or Melissa.
 ................................................................................................................................. 
                               
Smart Numbers ICC/Decision Services:
 
Average Editor Turn: 2.0
                                                              
MTD Execution : 40.6 %
 
R/A: 21.6%
 
DAILY ANNOUNCEMENTS:
 
· Please don't forget about the organization's online suggestion box.  Below, please find The Suggestion Box link: 
 
http://www.surveymonkey.com/s.asp?u=112681639450
 
Please email Melissa with any questions
 

· Call today with Sandy at PACSUN to transition the account to Diane 

· David is out tomorrow 

· Talbots call on Wednesday, we will be starting a test this month 

· Mike from New York and Company will be in the office on Friday/No Jeans 

· Please clean up the office for Mike before Friday 

· Nine West test will start next week 

· Next week we will start with a test for IVR for Duane Reade 

· Sur La Table will start on Nov. 15th 

· Do it Best will start this month with 25 stores 


Rocks:
· The color printer is not working.  A piece should be in today and it should be up and running by the end of the day. 

· The debase printer is down. 

· Wrapping Best Buy by Monday -- we will raise the fee by $5 for two days to see if the shops will be picked up. 

· It looks like when shops are submitted late they are not being flagged as late shops. 

Melissa Pagano-Tuliebitz
Account Executive
ICC Decision Services
Phone: (973) 890-8611
Fax: (973) 890-8615
www.iccds.com
World Class Service Begins Here!
Nov. 17, 2006
THANK YOU -- Friedman, Herman, Growth Summit, Gazelles 
"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES:
Thank you Milton Friedman -- entrepreneurs around the world lost one of our greatest champions, the free market economist Milton Friedman, who passed away yesterday at the age of 94.  Just last month he was criticizing Hong Kong leader (Chinese puppet) Donald Tsang for changing the "positive non-intervention" policies that were critical to bringing free enterprise to that half of the globe.  May we all be of such clear mind at 94.

Thank you Roger Herman -- the world also lost an important futurist and employment trend guru (and good friend), Roger Herman last week.  Known as the "father of employee retention," Herman founded and was CEO of The Herman Group.  His partner Joyce Gioia will continue this important work.

Thank you Roger and Joyce for the "Employer of Choice" program.  All of you can garner this designation and use it to attract and retain key talent.   And I've received their e-newsletter for years, helping me keep up on the latest employment trends.  Under DETAILS below I share their latest column noting that "nearly 50 percent of the United States workforce will become eligible for retirement by 2012!!"   This is going to impact all of us and we need to understand the ramifications.

Thank you "gazelles" -- Milton Friedman understood how critically important you are to our world economies.  It's because of entrepreneurs that many of the world's problems have been solved.  And it will be entrepreneurs, not governments, which will continue to tackle the problems that face our nations.  

Thank you Growth Summit attendees -- it was another amazing event.  As almost all of you related to me, Marcus Buckingham is literally one of the best and most insightful speakers you have ever heard -- I couldn't agree more!!  He IS the Drucker of our era.  I'll be sharing from his work and that of our other presenters in my next several weekly insights.  Next year's Growth Summit October 23 -- 24, 2007 -- mark your calendars.

Thank you Gazelles customers -- for continuing your investment in "keeping smart." Again, the world needs you to be at the very top of your game!!

Happy Thanksgiving for those in the U.S. (last month for my friends in Canada) -- there will not be a weekly insight next week, I'm taking a mini-break.

EDUCATION:
Last Rockefeller Habits public workshop in 2006 -- Washington, DC Dec 6-7

Rockefeller Habits Workshops

Washington, DC Dec 6-7
Portland, OR Jan 3-4
Seattle, WA Jan 4-5
Christchuch, NZ Feb 14
Auckland, NZ Feb 22
Perth, AU Mar 2
Bombay, India May 9
Bangalore, India May 10
Hyderabad, India May 11
New Delhi, India May 14
Kuala Lumpur, Malaysia May 17-18 
Washington, D.C. June 6-7
Great Game of Business with Jack Stack
Springfield, MO
2007:
January 9-10, 2007

DETAILS:
Following is The Herman Group's latest e-newsletter on trends in employee benefits -- I encourage all of you to sign-up to receive this insightful newsletter.  Thank you Roger and Joyce.


Evolving Employee Benefits 
November 14, 2006

One sure sign of a tightening labor market is employers' willingness to sweeten the pot to aid recruitment and bolster retention of qualified workers. According to a recent employer survey this trend is exactly what happened over the first two-thirds of 2006.

The study, released in August by JobKite.com, indicated that 56 percent of respondents report having made "significant" benefits enhancements during this period. Some benefits changes are fairly typical. For example, 88 percent of respondents supplemented medical benefits and 69 percent enhanced compensation in a variety of areas including increased stock vesting, 401(k) funds, salary relative to market averages, sign-on bonuses, quarterly bonus plans, and/or relocation packages.

However, other program changes are less traditional. Forty-one percent of responding companies reported increasing the number of paid days off per year. Thirty-six percent have ventured into alternative working arrangements. Specifically, they are adding or enhancing flexible work schedules or allowing employees to work remotely.

These aren't random changes. Members of younger generations, most notably Generation Y, those born after 1985, are known for wanting more control over their work lives. The Boomers' concept of "work-life balance" is irrelevant to the youngest members of today's workforce. The focus now is "life-work balance".

A semantic difference to some managers, this issue is of utmost importance to those entering the workforce today. They want to know how their work will enable them to live the types of lives they want to lead. Work to them is an enabler of life, not the reason for it.  They define themselves not by what they do during the work week, but what this sacrifice allows them to do outside of it.

Accordingly, the type of benefits and bonuses offered to induce these workers to join and encourage them to stay must change in order to continue to match up with the values they hold.

According to the Bureau of Labor Statistics, nearly 50 percent of the United States workforce will become eligible for retirement by 2012. As older workers retire and the composition of the workforce evolves further, expect more changes in all areas of employer-employee relations.
*******

LOOKING FOR A SPEAKER TO WOW YOUR AUDIENCE?
Our speakers offer thought-provoking and penetrating insights, along with creative ideas to implement right away. Whether you're looking for a keynote speaker/author or simply a seminar leader, The Herman Group can help you find a speaker for your needs, no matter what your budget or topic. Call Rich Tiller at 800-227-3566 to discuss your event.
*****  
  
Herman Trend Alerts are written by Roger Herman and Joyce Gioia, strategic   
business futurists, Certified Management Consultants, authors, and   
professional speakers. Archived editions are posted at http://www.hermangroup.com/archive.html  
  
Find it interesting? Send it to your friends. The e-advisory is received by   
over 29,000 subscribers in over 80 countries, in addition to other websites and printed magazines. The Herman Trend Alert is published each week in English, Spanish, French, and Portuguese.  
    
"© Copyright 1998-2006 by The Herman Group of Companies, Inc., all rights reserved.  Reproduction for publication is allowed by permission of The Herman Group, Inc., and must include the following attribution: "From 'The Herman Trend Alert,' by Roger Herman and Joyce Gioia, Strategic Business Futurists. (800) 227-3566 or http://www.hermangroup.com. The Herman Trend Alert is a trademark of The Herman Group of Companies, Inc."  
  
The Herman Group, 4057 Battleground Avenue, Greensboro, NC 27410 USA (336)   
282-9370  www.hermangroup.com
Nov. 30, 2006
Remarkable Stories; Remarkable Billboards; Remarkable Photos
"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES:
What is your company's "remarkable" story -- a story worthy of others "remarking about" throughout your industry and market?  Seth Godin, marketing guru and author of four books presently on the business bestseller list, helped me educate and entertain a global audience of YPOers this week in Toronto.  Read, reread, and reread again his book "All Marketers are Liars" and then get some talk time around finding your remarkable story.  Following are some examples:

Ryzex has 140 people in one office, but no garbage cans (that's remarkable) -- and will recycle your waste electronics for free!  Founder Rud Browne, YEOer, BOGer, YPOer (and Gazelles client), has taken his new and recycled barcode scanners and mobile wireless computers firm from a few million when I met him to just over $70 million in 2006.  Equally important, he's so dedicated to recycling that they've found a way to recycle 100% of their waste (about 250,000 lbs per year).  In fact there is only one garbage can in the whole place and it's empty. The only reason they have it because it's required by law! 

Ryzex is now also offering free recycling of waste electronics and rechargeable batteries for their customers, staff, local community, and for "friends of Verne" (remarkable for all of us that have this stuff sitting around).  Just go to www.ryzex.com/recycle to find out more.  I've also included under DETAILS below more about the Ryzex story and an insightful blog from Joel Makower, the guru on corporate environmental practices -- these practices actually contribute significantly to the top and bottomline!!!

Let's put them over the top! -- please take one minute and vote for Rud and Ryzex, my fellow gazelles.  This month Inc. magazine launched in its first annual edition of the Inc. "Green 50".  I encourage you to read the Ryzex "Green 50" story. If you like what they are doing you can tell them by voting for them (they are currently in the top 2).  

Freeplay powers the $100 computer (that's remarkable) -- though they are not mentioned by name in this morning's NY Times article, they are the company (and Gazelles client) behind providing power to Nicholas Negroponte's One Laptop Per Child global initiative.  Rory Stear is the visionary founder of Freeplay.  With 1000 prototypes now a reality, this project is getting interesting -- how a dream becomes reality.  Here's a link to this remarkable story.

On the lighter side of "remarkable," Jeff Schmeck with Miner Corporation (www.minercorp.com) sent me 7 pictures of (European) semi-trucks being used as rolling billboards!  These are all remarkable and memorable billboards.   What kind of remarkable visual messages are you creating?

Is your personal corporate photo remarkable?  In the latest book on Starbucks entitled "The Starbucks Experience: 5 Principles for Turning Ordinary into Extraordinary" Joseph Michelli notes that "everything matters" when it comes to branding.  Even your corporate photo!  I had speakers, CEOs, authors, etc send me their photos for our Summit a couple weeks ago. Take a look at what Rich LaHaye, President and COO of Cal-Tex, sent -- the quality and look represents how everything is done at Cal-Tex.  And for fun, I also posted a great photo of Seth Godin, the one I used to introduce him this week.  Make your promotional photo remarkable!

What's also remarkable? -- the performance of the Private Company Index (PCI).  Performance is up over 50% for 2006 YTD while its public counterparts, the Dow and NASDAQ Indexes, returned YTD increases of only 12.7% and 7.4% respectively.   Here's a link to the results -- I encourage you to sign-up and participate -- Gazelles does and it's confidential and painless -- and fun to compare our own results with those of the index companies!

What are you going to do in 2007 that is remarkable?  It will be a key question we're going to be asking ourselves at our own upcoming planning session.  

EDUCATION:
2007 Planning -- four upcoming Rockefeller Habits workshops can jumpstart your year.

Washington, DC Dec 6-7
Portland, OR Jan 3-4
Seattle, WA Jan 4-5
Toronto, Ontario Jan 10 - 11
Rockefeller Habits Workshops

Christchuch, NZ Feb 14
Auckland, NZ Feb 22
Sydney, AU Feb 26-27
Perth, AU Mar 2
Bombay, India May 9
Bangalore, India May 10
Hyderabad, India May 11
New Delhi, India May 14
Kuala Lumpur, Malaysia May 17-18 
Washington, D.C. June 12-13

Great Game of Business with Jack Stack
Springfield, MO
January 9-10, 2007
DETAILS:
Here's a quick overview of the Inc. article with a couple key links:

Do Good, Get Rich: The Eco-Advantage

Every few years or so, American companies and consumers embrace the concept of green business. But something seems different about our current green awakening. This time, the action is being driven as much by markets as morality. Here's a look at 50 of the most intriguing companies that are helping to drive today's green revolution. You might say they've found a way to do good and get rich.

Below is Joel Makower's blog (provides some nice background info on Ryzex).  And for those looking at launching a blog, I would go to http://makower.typepad.com/ and check out the overall structure of his blog -- excellent subtitle, description, and clean look -- "everything matters!" 

Inc. Magazine's 'Green 50' Celebrates Green Entrepreneurs

It's been a long time coming, but environmentally minded entrepreneurs are finally enjoying their day in the sun -- or, more specifically, the Klieg lights of the mainstream media. Inc. magazine, in its November cover story, has named The Green 50 -- "a new set of entrepreneurs" that, cumulatively, are creating "a new way to think about being in business."

It's all good. My only question is: What took them so long?

Many of the companies named to the list will be familiar to longtime readers of this blog (and of GreenBiz.com) for they are stalwarts of the sustainable business and clean technology marketplace. As always, there's Ray Anderson and Interface (is there any "green" list on which they don't appear?). There are icons of green business (Clif Bar, NaturaLawn, New Belgium Brewery, New Leaf Paper, Seventh Generation, Stonyfield Farm); rising stars among clean-energy companies (Energy Innovations, Greenfuel Technologies, Konarka Technologies, Nanosolar, Tesla Motors, Verdant Power); makers of green building products (AFM, Collins Co., Hayward Lumber, IceStone, Michelle Kaufmann Designs); and several lesser-known (for now) firms.

It's great to see many good friends listed here (including GreenOrder, with which I am affiliated). Overall, it's a good list. I can't think of many major omissions.

Unlike Inc.'s signature ranking -- the Inc. 500, which tracks the fastest-growing private companies -- the Green 50 is far more subjective. "There's nothing scientific about it," Larry Kanter, Inc.'s articles editor, told me. "There's no real methodology other than that we appreciated the passion and creativity that these business owners were bringing to their companies."

I asked Kanter if he was surprised by what he and his team of researchers and writers found. "We expected to find the venture-backed science and technology companies that were doing super-ambitious, Silicon Valley-kinds of start-ups," he replied. "But we also came across a lot of fairly anonymous companies that aren't particularly using sustainability as a marketing tool. They're doing it as something that's the right thing to do."

As an example, he pointed to the Belllingham, Washington-based Ryzex Group, which sells and repairs new and used bar code scanners and data-collection equipment. According to Inc.:

CEO Rud Browne started the business because he was sick of seeing old machines wind up in landfills when companies upgraded their systems. If Ryzex can't find the machines a home, it dismantles them and sells the parts to recyclers. And the commitment to sustainability doesn't end there. This year, the company, which expects revenue of $75 million in 2006, went 100 percent waste-free -- trash cans disappeared and staffers began recycling everything, even leftovers from lunch. To date, Ryzex has recycled 225,000 pounds of garbage, including over 15,000 pounds of paper, 1,400 pounds of bubble wrap, and countless Chinese food containers.

Of course, leave it to the mainstream media to oversimplify things. I'm referring specifically to a couple of sidebars that accompany the fifty write-ups. One, "How to Make Your Business Greener," offers the kind of "simple things you can do" advice I was writing back in 1991. ("Go paperless." "Get an energy audit." "Buy green.") It will represent progress when esteemed publications like Inc. begin telling companies how to go beyond such elementary steps to engage in more cutting-edge moves companies (including many in the article) are making: creating closed-loop manufacturing processes, turning products into services, harnessing nature's design protocols to develop new products, and all the rest.

There's also a temptation to quibble with the magazine's cover line: "Do Good, Get Rich." It's a little too reminiscent of the "doing well by doing good" mantra that's more than a little passé. Fact is, a lot of these companies, while no doubt concerned about "doing good," are driven by much less altruistic concerns. There are billions of dollars to be made providing clean energy, water, materials, services, and other staples of a more sustainable world. And the companies in the Green 50 are out to claim their unfair share.

Green business as a ruthlessly capitalistic pursuit: I kind of like that.

Dec. 8, 2006
Wackiest CEO Photos; EmploymentGroup's Scion Billboards; EC English's Andrew "Bond"

"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES:
Last week's Insight, emphasizing the importance of visual branding, generated a wave of photos:

Wackiest photos come from Craig Morantz with Leed's, the fourth largest supplier in the $16 billion promotional products business.  Notes Morantz "You talked this week about pictures -- make them memorable -- I have been doing this for years and attached is a recent one I use to follow up with Key Customers. I put captions on them. Nobody forgets wackiness."  Here's a link to these scary photos.
This "Theme" photo comes from Catrin Diamantino with Malta-based EC English, a leading operator of English language schools in Europe and Africa.  Notes Catrin "Following your newsletter about CEO photos I thought I should share our Christmas Party invitation as it shows Andrew (Mangion, CEO) at his very best"  Here's a link to this photo.
Rolling billboards highly effective -- Mark Lancaster, President and CEO of EmploymentGroup, a Battle Creek, Michigan-based employment agency, rolled out logo'd Scions for his sales force earlier this year.  They've been highly effective in differentiating his firm and will save him just under $158k in traditional billboard advertising.  Here's a link to the photos.
Focused on teaching his people financial literacy via Jack Stack's Great Game of Business (GGOB), Lancaster outlined for his employees the specific financial justification for the new Scion's -- I love how Lancaster is keeping his people informed -- see his email message under DETAILS below.  

Success is wonderful -- Jennifer Montgomery, one of the first EmploymentGroup's sales people to drive a rolling billboard, shares her immediate success story, landing a client after he saw her Scion -- it's a great story -- see DETAILS below.  As Seth Godin would say "It's All Marketing Now!"

EDUCATION:
JUST ADDED Toronto -- Rockefeller Habits January 10 -- 11, 2007

Rockefeller Habits Workshops
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Seattle, WA Jan 4-5
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Auckland, NZ Feb 22
Sydney, AU Feb 26-27
Perth, AU Mar 2
Bombay, India May 9
Bangalore, India May 10
Hyderabad, India May 11
New Delhi, India May 14
Kuala Lumpur, Malaysia May 17-18 
Washington, D.C. June 12-13

Gazelles Sales & Marketing Summit April 24-25

Gazelles Growth Summit October 23-24

Great Game of Business with Jack Stack
Springfield, MO
January 9-10, 2007
DETAILS:
Following is Mark Lancaster's email to his employees outlining an economic justification for the rolling billboards:

"If you haven't seen our new rolling billboards you will soon.  We rolled them out on Friday and they look great!
 
These cars are another effort to differentiate us in a highly competitive marketplace -- to help us stand-out amongst our competition.  We feel this will be highly effective in helping us meet our goal of promoting the EmploymentGroup brand.
 
Another big goal we have is teaching business literacy to all of our staff members.  On that note let me illustrate the cost effectiveness of the cars as an advertising tactic.  Prior to providing each salesperson with a "rolling billboard" we reimbursed them for travel costs related to sales activities.  The average cost to the company, per salesperson was $525/month.  Providing the cars to the sales people cost the company $540/month, which includes gas, insurance, and cost of the vehicle.

The net cost to the company per vehicle is $15/month
Traditionally EG has utilized outdoor billboards as part of our marketing mix.  Again to stand-out and differentiate ourselves we chose to utilize the new cars.  To illustrate the cost effectiveness of the cars vs. billboards let me illustrate the cost difference between the two:
 
1 Billboard in 4 markets cost  $158,500 annually
4 cars net cost                        $720 annually
 
There is your Great Game of Business and Marketing lesson for the week."


From: Montgomery, Jennifer
To: Allstaff
Subject: FW: Marketing, WE GOT THEIR ATTENTION
 
Hi All,
 
I have to piggy-back on Mark's email about differentiation, and you are going to love this!
 
Today I was in Jackson doing some cold calling before I had a 1pm appointment.  I noticed an engineering firm that I had never seen before.  I quickly turned around (safely though) in our eg-mobile and headed in to drop off some information for myself and our Rockin' Professional/Technical (ProTech) Division.  I talked with the lady at the front desk about EmploymentGroup and what we do!  I left her my business card along with ProTech's and asked for the business card of the appropriate person we would contact.  She handed me the VP's card and I was on my way to my appointment just down the road.  
 
I was at my appointment for a little over an hour.  As I was leaving I noticed I had 3 voicemails.  I checked those messages and one of them was from the President of this engineering firm I had just been at.  He said he received my business card and had noticed that I was down the road because he SAW MY CAR and wondered if I had time to stop by.  Well, OF COURSE I DID, so I met with him and the VP and before you know it, we were on a conference call with ProTech.  They are in need of not only Engineers but also Design CAD individuals as well.  We DROVE OFF with ProTech orders and another meeting scheduled for Monday!
 

Dec. 14, 2006

5 Compensation Rules; 50 Tips for 2007; Robert Tolls 5 Keys to Business Success
"...keeping you great" Ten Minutes with the Growth Guy 
HEADLINES:
5 Tips from Robert Toll on Running a Business -- Robert Toll, co-founder of the $6 billion builder of "minimansions," was featured in The Wall Street Journal yesterday. Here are his five tips for running a successful business:

1. A wise man knows what he doesn't know (never assume knowledge)

2. We're already born rich. The goal is to not die poor.

3. It takes a long time to build a brand, but it doesn't take long to destroy it. Always protect the brand.

4. Respect the management. It's what got you here.

5. Remember: It's only business. Wipe it off your shirt when you go home at night.

Here's a link to the article (must be a WSJ subscriber) 

5 Rules for Getting Compensation Right -- end of year is when issues of compensation arise. Under DETAILS below is my latest "Growth Guy" column outlining the five key drivers of compensation decisions. Payroll is one of your largest expenses -- you have to get it right!

50 Quick Tips/Hints for Succeeding in 2007 -- Marc Isaacson, CEO of Village Green (www.myvillagegreen.com), Bethesda-based pharmacy and nutrition store, alerted me to the latest brilliant Business 2.0 list -- they interviewed Michael Dell, Eric Schmidt, Richard Branson, and other business luminaries on what they see as critical to succeeding in 2007 and beyond. It's another quick list you can scan in 10 minutes. And if you want a huge belly laugh, read Michael Scott's tips to motivating people -- he's the crazed manager in the hit TV show "The Office." Here's the link to the list including Scott's hilarious tips

Want Something to Read over the Holidays? -- Best non-business book I've read lately is "Charlie Wilson's War: The Extraordinary Story of the Largest Covert Operation in History" by George Crile. It's the true story of how a Texas Congressman teamed with a rogue CIA agent to fund the Afghan's war with the Soviet Union. And you'll learn who trained and supplied the very people we're fighting today!!! Ugh!! Thanks to Randy Cohen, CEO of TicketCity (www.ticketcity.com), for this recommendation (College Bowl tickets anyone?).

1 Tip for Reducing Taxes in 2006 and Saving Money in 2007 -- sign up for our 10k membership. If you're planning on attending any of our workshops or Summits, you can receive up to 25% discounts plus preferential seating, early notices, etc. It's a way to pre-pay $10,000 worth of expenses before year-end and save money in 2007. Please contact Joanne Costello 703-858-2300.

EDUCATION:

"Great way to kick-off the New Year with your executive team"
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Seattle, WA Jan 4-5
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Great Game of Business with Jack Stack
Springfield, MO
January 9-10, 2007

DETAILS:

Tis the Season for Compensation -- Five Rules
By Verne Harnish


Two identical payrolls. One company has half the people paid twice as much. Its competitor has twice the people paid half as much. Who's going to win the war for talent? Just theory? Stay tuned.

"Would we rather have a bunch of low paid dumb people or a lot less better paid smart people?" This was the question Kip Tindell and Garrett Boone asked themselves 28 years ago. Today, their privately held retail store chain, The Container Store, has been consistently named one of the best places to work in the U.S. while maintaining dominance of their niche.

The single largest expense of most companies is payroll. How you spend it relative to your competition is one of the most important decisions you'll make in the coming decade, especially now that the war for talent is becoming fiercer. And the latest studies say 65% of employees are looking for new jobs! Compensation isn't everything, but it's a key component. Here are my five rules for getting it right:

1. Less People, Paid More
This is the most fundamental shift. In essence, you need to rabidly focus on doubling revenue per employee over the next five to ten years so you can boost real wages by 50%. Goldman Sachs is showing us all the way. With literally half the number of employees vs. Merrill Lynch and Morgan Stanley, Goldman is paying their people on average twice as much, setting a record as the first company in history to average over $500,000 per employee in compensation. And what did Goldman get in return? Almost three times the profit/employee than their nearest rivals. 

Tindell and Boone, on the other end of the food chain, have preached this same mantra that one great employee can replace three good ones. In turn, they pay their people almost twice the average retail wages in the U.S. and provide 241 hours of training to a first year sales associate vs. an industry average seven hours. Less people, paid more, and then drive productivity through training and development.

And when these firms need to attract talent, The Container Store had 4000 people apply for their 40 jobs in NYC. Goldman needed 2200 more employees in 2006 and is getting some of the best while Morgan Stanley announced, in a panic move October 2, a scheme to stem defections.

Simon Lim, who runs a janitorial service in Kuala Lumpur, took this advice to heart and boosted wages for his janitors 30% above local averages, then focused hard on driving productivity to where he has the lowest cost per square meter. And he's winning business and having no problem getting and keeping janitors. Big, small, retail, finance -- higher pay, even higher productivity, so you have a lower labor cost, is the way to go.

2. Structure to Fit Culture
Though the trend in compensation is clear, one size doesn't fit all in terms of HOW you structure the payout. The key is to match the structure of your compensation plan with your culture. If your culture emphasizes rugged individualism, you might want to have a high commission/bonus based comp plan driven by internal competition among employees. Given the culture of team work at The Container Store and their emphasize on customer service, they pay their store employees a straight hourly wage so there's no fighting over customer commissions. Look to your core values and make the overall design aspects of your compensation plan match.

3. Don't Adjust Too Much
A side outcome of Jim Collins research supporting his book Good to Great was that good companies tended to change their compensation systems frequently, hoping that this would propel their business. Great companies tended to leave their compensation systems alone, recognizing that there are much more important factors that drive performance.

How does this jive with the first two rules? Again, The Container Store shows us the way. The structure of their compensation fits their culture and has remained relatively unchanged for 28 years. However, like Simon Lim, the direction has been to find ways to continuously improve productivity so the overall compensation can exceed competitors.

4. Do Whatever it Takes 

However, when it came to the key people "on the bus" that absolutely drove the economic engine of the business, great companies simply do whatever it takes to keep these people, including customizing their compensation packages. If one person wanted less base and more incentive-based pay, so be it. If another wanted more time off, so be it. Forget any idea of "fairness" and "sameness" and make sure you keep your top talent happy from a compensation package perspective.

5. Mini-Games Drive Short Term 
Most bonus plans fail to drive performance -- they simply become entitlement programs. Instead, make a trek to Springfield, MO (Harley Davidson, Southwest Airlines, and other respected firms have made the trek!) and attend one of Jack Stacks' Great Game of Business programs. Learn how to structure bonuses and mini-games (short-term incentives) to drive performance -- they get it!

Honeymoon is Over
As the economy heats back up, it's going to be harder to retain people once again -- the honeymoon is over. Many businesses are finding it much easier to restructure their economic models, processes, and hiring practices so they can have considerably less people producing the same revenue so they can pay them above industry average wages while having a lower total payroll. And less people drives down costs while the higher wages takes the compensation issue off the table.


"Charlie Wilson's War" -- speaking of tickets for the bowl games -- TicketCity -- "best of tickets for the best of times!"

Dec. 21, 2006
Best Vacation Tip; Barry Alverez "walk"; Bo Schembechler Wisdom; Best Speaker?

"...keeping you great" Ten Minutes with the Growth Guy 
HEADLINES: 
Best Vacation Tip Ever! -- John Lund's wife forbids him from calling into the office while on vacation. However, how do you keep a clever entrepreneur from sneaking a call or two? John's wife solicited the help of his entire company, getting them to all agree to hang up on him if he calls in! John calls, they just hang up!! Hilarious!!! Actually, this isn't the best vacation idea; this is the BEST idea of the year, period. Happy Holidays.

Rings of Excellence -- in case you want to find out what this ambushed-by-his-wife-and-staff entrepreneur does, Lund is founder of Omaha-based Offwire (www.offwire.com), a value-added national distributor of wireless accessories since 1995. And check out the Rings of Excellence designation he gives his customers, providing them with increasing levels of service (Bronze, Silver, Gold, and "Kiss-my-ankles" Platinum) based on their purchase levels for the year. OK, I added a few words to his Excellence levels, but you'll get the point when you read about the Rings.

Young vs. Old -- ‘tis the season for College Bowl football games in the U.S. A few weeks ago I watched the newest coach in the league Bret Bielema play the oldest coach in the league Joe Paterno when the Wisconsin Badgers beat my wife's alma mater Penn State. Bielema went on to achieve an 11-1 record, ending the season ranked 6th in the nation and on to the Capital One Bowl New Year's Day (1pm EST). Now a little history (hang in there, I have a vitally important point to make).

The Measure of a True Leader -- (point 1) Barry Alvarez is one of only two coaches to win three Rose Bowl Championships while amassing six 9-win seasons as the former coach of the Wisconsin Badgers. Now the Athletic Director at Wisconsin, Alvarez had to hire and mentor his replacement, trying to find someone to fill his huge shoes.

Thursday Morning Walks Builds Champions -- (main point) so they are interviewing Alvarez on what and why Bielema is doing so well. Of all the things Alvarez could have said, he simply noted that he and Bielema take a one and a half hour walk every Thursday morning and talk about the team, the upcoming game, what's working, etc. Talk Time! CEO Council!! Rockefeller's daily walks with his key team to and from work. Make a New Year's resolution that you're going to set aside an hour each week and blue sky about the business -- get some walk and talk time. I'm serious.

Bo Schembechler, the legendary coach of the University of Michigan Wolverines, passed away a few weeks ago. Michael Synk, class of '79 and a Gazelles certified coach in Memphis, wrote a tribute to Schembechler entitled "Wolverine Wisdom for Business Leaders" -- I've reprinted it below under DETAILS.

Want to be featured in an HP ad? Their ad agency is looking for 10 "cool" small businesses that are doing creative things using HP technology. Email us.

Who would you recommend speak -- Jim Collins and Marcus Buckingham are two huge pairs of shoes to fill -- they anchored our last two Growth Summits. Graham Weston at Rackspace turned me on to the importance of Buckingham's work. Now I'm turning to the rest of you. Who do you think would have four hours of practical knowledge critical for executives of growth firms to hear at our next Growth Summit (Las Vegas October 23 -- 24)?

EDUCATION:
Strategic Planning facilitation? We have 36 certified coaching partners around the world that can give you a hand 
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January 9-10, 2007
DETAILS:
Here's Michael Synk's tribute to Bo Schembechler -- and a link to where it is posted on his website. 


Wolverine Wisdom for Business Leaders from Bo Schembechler
By Michael Synk

While driving from one appointment to another I heard the news on National Public Radio. The legendary University of Michigan football coach, Bo Schembechler, had died unexpectedly that morning. I graduated from Michigan in 1979, when Bo was in his prime and the news report stopped me in my tracks. In the past few days I've thought a lot about why he was so successful and why so many Michigan alumni and college football fans love and admire him. 

Several things come to mind: integrity, candor, loyalty, generosity, as well as a commitment to excellence, all of which Bo had in abundance. But for me it was something else: an ability to focus on what was important. A sound byte from an interview with Bo sums it up best. I've paraphrased it below. 

"Beating Ohio State isn't a big thing at Michigan, it's the only thing. Nothing else matters. It's so important, we work on beating Ohio State every day. It starts on the first day of spring practice and continues through every week of the season. The game might be against Indiana this week, but we'll spend a portion of each practice working on beating Ohio State. That's how important that game is."

When he came to Michigan, Bo understood that if he wanted to win the Big Ten Championship and go to the Rose Bowl, his biggest obstacle was Ohio State. The Buckeyes were the best team in the conference. If he concentrated on beating them, chances were pretty good he would win most of the rest of the games on the schedule, giving him a chance to win the conference and go to a bowl game. 

The genius of this approach is two fold. First, it gave his coaches and players a specific and meaningful objective to focus on (beating Ohio State) that enabled the achievement of larger goals (winning the Big Ten and playing in the Rose Bowl). Second, it spread the task of beating Ohio State out over the entire season, rather than piling it all on the week before the big game, making it a much more manageable task and a less daunting one as well. As a result, Bo's Wolverines played their final game with Ohio State each year with confidence and intensity. His record in the big game was 11-9-1 and the losses were all closely contested. Bo took Michigan to seventeen bowl games. 

Most business leaders are really good at setting the big goals for their businesses, such as increased sales, higher margins, more locations, or larger market share. These are easy to identify. But they struggle with identifying the obstacles or opportunities that prevent or enable the achievement of these goals. What would happen if they took Schembechler's approach? 

My guess it that they would achieve success faster and sustain it longer. The most effective leaders, like Bo, focus on only one or two big things at a time. They regularly seek out the biggest obstacle or opportunity, that if addressed improves their chances for success. Then they spend at least an hour a day, every day, working on that item with a singular focus until the obstacle is removed or the opportunity is optimized. Then they move on to then next one. 

That's why I ask my coaching clients to identify their Next Ninety Day Focus---the "one thing" they will work on in the next quarter that will significantly improve their business. Then I ask them to devote the equivalent of one hour a day to it. Just identifying the "one thing" makes a difference. By working on it every day, that difference is multiplied. Then every ninety days the "one things" start to build on each other. The big goals are more manageable and less daunting.

Bo Schembechler's "one thing" was beating Ohio State and focusing on it enabled his Michigan teams to win thirteen Big Ten Titles and compete in ten Rose Bowls. What's your "one thing" and what will focusing on it enable your business to achieve? 

Go Blue!

Michael Synk ‘79 is certified as a business coach for fast growth companies by Gazelles International and is the founder of Inner Circle® of the Mid-South. Inner Circles are peer groups that guide members in clarifying business and personal goals and thinking through the means to obtain them. Contact Michael at msynk@in-synk.com
