Jan. 4, 2007

Googles Hiring Approach; Three "Must Do" Priorities for 2007; Dallas Rockefeller Habits Mar 20-21 

"...keeping you great" Ten Minutes with the Growth Guy 
HEADLINES:
Three "Must Do" Priorities for 2007 -- this is the title of my latest monthly syndicated "Growth Guy" column reprinted under DETAILS below. I open the piece with Lois Melbourne's (www.aquire.com) excellent alternative to simply hiring more expensive programmers, which you can apply to any of your key people. It's a win, win, win for everyone in the company. And it's a key approach to continually driving up revenue/employee over time -- please take five minutes to read the column or one minute to read Lois's approach.
What is your business and personal question for the year? Knowing your "question" is 80% of the battle. If you've not figured out your business question, take 30 minutes at your next weekly meeting and have your executive team figure out THE question i.e. "how are we going to ..." this year. Then once you think you have the question, peel another layer off the onion and push for what is the real question underlying that question! Get with your family and do the same on the personal side.
Two "Stop Doings" for 2007 -- this is actually one of the three priorities for 2007. Until you close some doors, it's hard to open others! And I believe more strongly each year that great strategy requires saying "no" more than "yes" -- that your real success will be driven as much by the "no" decisions as the "yes" decisions. Commit to saying "no" more often in 2007.
Google's approach to hiring -- great piece in the NY Times this week, as Google wrestles with ways to streamline the hiring of 200 people/week. And their research has found less correlation between grades and SAT scores and more correlation with "biodata" -- my take, which I exchanged with Brad Smart, guru of Topgrading, that Google is simply automating the Topgrading CIDS interview process. Makes sense since Google's key head of hiring came from GE, which has been using Topgrading for decades. Here's a link to the article. 
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." 
Dallas Rockefeller Habits workshop March 20 -- 21 -- just scheduled and to be held on the beautiful SMU campus -- Toronto Rockefeller Habits next week January 10 -- 11.
EDUCATION:
Join us for the Gazelles Sales & Marketing Summit April 24-25.
Learn the fundamental habits to grow your business with our Rockefeller Habits workshops. Sign up for Toronto, Ontario Jan 10-11, and Dallas, TX Mar 20-21.
Rockefeller Habits Workshops
Christchurch, NZ Feb 20
Auckland, NZ Feb 22
Sydney, AU Feb 26-27
Perth, AU Mar 2
Dallas, TX Mar 20-21 
Bombay, India May 9
Bangalore, India May 10
Hyderabad, India May 11
New Delhi, India May 14
Kuala Lumpur, Malaysia May 17-18
Atlanta, GA June 5-6
Washington, D.C. June 12-13
Gazelles Growth Summit October 23-24
Great Game of Business with Jack Stack
Springfield, MO
January 9-10, 2007
DETAILS:
Three "Must Do" Priorities for 2007
By Verne Harnish, the "Growth Guy"

As you prepare for 2007, here are three universal priorities that will have a significant impact on both you and your company:
Focus on Strengths
Instead of hiring more (and extremely difficult to find) programmers to keep up with the rapid growth of her HR software firm, Lois Melbourne, CEO of Irvine, TX-based Aquire, focuses on making her existing programmers happier and more productive. How?
She's taken a page from strengths guru Marcus Buckingham. I had read his highly successful book, Now, Discover Your Strengths, but had never really understood the power of his ideas until we hosted him to keynote our Growth Summit in November.
One of the finest communicators I've ever heard, Marcus drove home the point that we waste way too much time trying to fix our individual weaknesses and should instead play to our strengths, focusing on activities that energize and make us strong, while finding ways to delegate or eliminate those activities that drain us. To do this, Buckingham suggests taking a couple weeks and documenting all those activities you either love or loathe (I'm doing this right now as I write this column). 
This is precisely what Melbourne has her programmers do, noting all the activities that are energy draining and keeping them away from their primary strength -- programming. She then compiles this list, eliminates those activities no one should have to do (they creep into every job) and then uses the remaining list to create a job description for a new position. She then finds someone whose strengths and passion matches this combined list of activities. Result -- happier, easier to retain, and more productive programmers while minimizing the need to hire more.

Go to www.marcusbuckingham.com and spend $99 to get Buckingham's six DVD series entitled "Trombone Player Wanted." These remarkably produced mini-movies will have a profound impact on everyone in your company, helping to launch a strengths revolution. And for parents, these DVDs will fundamentally change the way you view your children's developmental progression. 
"Stop Doing" List
A perennial New Year's exercise, I'll keep emphasizing the importance of saying "no" so long as I'm writing for and advising leaders of growth firms. As Jim Collins emphasizes in his book Good to Great, we need "stop doing" lists more than we need "start doing" lists. 
Along the same vein of Buckingham's strengths revolution, someone recently sent me a quote from the great management guru, singer Tina Turner! Notes Turner, "Sometimes you've got to let everything go...purge yourself. If you are unhappy with anything...whatever is bringing you down, get rid of it. Because you'll find that when you're free, your true creativity, your true self comes out."
As part of your annual planning process, decide on two significant "stop doings" for 2007 -- product lines that need to be eliminated; activities that can be halted; customers with whom you'll spend less time; offices that need to be shuttered. Anything that's bringing the company down, purge from the organization. Until you close some doors, others can't open.
And commit to doing the same on a weekly basis as part of your regular staff meetings in 2007. In the last year alone our team has eliminated our land lines and moved to just using our cell phones (one less voice mail box for each of us to check); outsourced our product fulfillment to an outside firm, eliminating daily trips to a shipping facility; dramatically simplified our corporate legal structure; automated the reporting of daily cash balances; and executed dozens of additional "stops." All of these simple decisions combined increased our profit/employee by roughly $30,000 in 2006.
Three Concrete Objectives
Circling back to Marcus Buckingham, in his presentation he reminded us of the brilliance of New York City Mayor Rudy Giuliani's clarity of objectives when he first took office. Faced with a city wracked by a myriad of major problems, it would be easy for any leadership team to feel overwhelmed. Yet, Giuliani stayed focused and picked one single priority and message -- a priority he believed would be the first domino that would create a chain reaction of other good things to happen in the city.
He decided to focus on enforcing the city's petty crime laws, enacting a no tolerance policy; his theory being that hardened criminals start as petty law breakers. Then he got even more specific, outlining three concrete and visible objectives:
1. Rid the city of the squeegee guys using jaywalking laws (for those unfamiliar with these people, they would linger around tunnel entrances and major intersections and clean your windshield and then expect a tip)

2. Eliminate graffiti from the subways

3. Make the taxicab drivers wear collared shirts

In 2007, rather than babble on about generalities like improving customer service or driving revenue or reducing costs, get concrete and specific. Name three specific and measurable changes, like reducing turnaround time from 3 days to 1 day, you expect will create a positive chain reaction throughout the organization.
There you have it: Focus on Strengths; Create "Stop Doing" Lists; and outline Three Concrete Objectives for 2007. Here's to a profitable and growth-oriented New Year!
Jan. 12, 2007

3 Laws of Entrepreneurial Gravity; 3 Visibility Opportunities; Bloomberg Picks Up Private Co. Index

"...keeping you great" Ten Minutes with the Growth Guy 
HEADLINES: (awards, awards, awards)
Visibility Equals Credibility -- it's my third law of entrepreneurial gravity (the other two under DETAILS below). It's why PR is better than advertising and why it's useful to take the time to win awards, make your way onto lists, and sign up for any opportunity to give the company visibility. As marketing guru Doug Hall describes, one of the three laws of marketing physics is giving people a "reason to believe" -- visibility does this. In addition, recognition validates the efforts of your entire company, giving your people another reason to feel proud of the company for which they work.
Three "visibility" opportunities (North American companies only) -- I've listed them in terms of ease of participation, with the easiest first -- I've also included the deadlines with information on how to apply following: 
· The Private Company Index -- as soon as possible 

· New Inc. 5000 (expanding the Inc. 500) -- March 1

· The Wall Street Journal's new small business award created in conjunction with Winning Workplaces -- January 31.

Bloomberg, the leading financial reporting organization, is adding tremendous credibility and visibility to the Private Company Index, agreeing to track and announce the PCI monthly starting this month. For the life of me, I don't know why every single one of your companies doesn't sign-up to participate. Gazelles has been a part of the index for two years. All we have to do is report anonymously our revenues each month. And I feel it's all of our patriotic duties to participate in order to bring visibility to the mid-size company segment of the market. The PCI was up over 55% last year, outstripping the performance of the public market by a factor of 5! Sign up now 
Badge for your website -- and the Private Company Index, now that it has Bloomberg's reporting giving the Index visibility, is issuing a "badge" for your website designating you a Private Company Index reporting firm (like being a part of the Dow or S&P 500). The badge will point back to the Index and visa versa. All of these links help bring visibility and higher search results for your website. Again, it takes one minute to sign-up and a few minutes each month for your accounting person to email just your revenue numbers -- again, anonymously. 
Inc. 5000! -- (deadline March 1) yes, you're reading that correctly and no, I didn't accidentally add an extra zero. The Inc. 500 will still be featured in the Inc. 500 issue in September, but they'll be ranking private companies from 1 to 5,000 based on revenue growth from 2003 through 2006 at their website, Inc.com. The preliminary application is now available at www.inc5000.com. 
Top Small Workplaces -- (deadline January 31) The Wall Street Journal and Winning Workplaces are seeking nominations of exceptional small organizations -- private, nonprofit or publicly held -- for their first annual ranking of the Top Small Workplaces. They want to find small employers that foster teamwork, flexibility, high productivity and innovation while also treating their employees with respect, providing opportunities for professional growth and advancement, and providing benefits, both traditional and nontraditional, that make the employee experience better. 

Each nominee must be a North American organization that:
· is independent -- not a unit of a larger corporation 

· has no more than $200 million in annual revenues 

· has 500 or fewer employees

· has been in business at least five years 

Finalists will be selected in the spring, and the Top Small Workplaces will be announced on October 1, 2007, in a Journal Report on Small Business. Those named will be honored at a conference and celebration in Chicago in the fall of 2007.

To nominate an organization, StartupJournal.com

EDUCATION:

Presenters for the Gazelles Sales & Marketing Summit April 24-25 are now up on the website 
Rockefeller Habits Workshops
Christchurch, NZ Feb 20
Auckland, NZ Feb 22
Sydney, AU Feb 26-27
Perth, AU Mar 2
Dallas, TX Mar 20-21
Bombay, India May 9
Bangalore, India May 10
Hyderabad, India May 11
New Delhi, India May 14
Kuala Lumpur, Malaysia May 17-18
Atlanta, GA June 5-6
Washington, D.C. June 12-13
Gazelles Growth Summit October 23-24
Jack Stacks Great Game of Business
DETAILS:

First Law of Entrepreneurial Gravity -- Growth Sucks Cash

Second Law of Entrepreneurial Gravity -- Buy Low, Sell High

Jan. 18, 2007

Negotiation Myths; Critical Executive Skill; Power of Purpose

"...keeping you great" Ten Minutes with the Growth Guy 
HEADLINES: 
The power of purpose -- George Lucas, Film Director and Producer -- "You have to find something that you love enough to be able to take risks, jump over the hurdles and break through the brick walls that are always going to be placed in front of you. If you don't have that kind of feeling for what it is you are doing, you'll stop at the first giant hurdle." I love this quote. What jazzes me is finding the best, most practical, resources for growth firms. Read on!
Whoever names price first, loses -- right? Wrong! This and many other "standard" negotiation strategies I learned have been challenged successfully by one of the brightest and insightful negotiation gurus on the planet -- Dr. Victoria Medvec, professor at the Kellogg School of Management, Northwestern University. The leading scholar in negotiations and decision-making, she advises top M&A and FORTUNE 500 firms like GE where huge money is at stake. More about her strategies in a moment.
Negotiations are at the heart of almost every big decision we make, whether you're the CEO, COO, CFO, VP Sales, etc -- and as Dr. Medvec points out, in most of the key negotiations with partners, suppliers, customers, government agencies, etc. we have to maintain a strong relationship with them after the negotiations are concluded i.e. we need to win on our key points without irreparably damaging the ongoing relationship. What you do to negotiate a great deal on an automobile are not the tactics that apply well to ongoing relationships!
How do we top Jim Collins and Marcus Buckingham, our faculty headliners at our last two Summits? It took us two months, but we landed Dr. Victoria Medvec this past week for our Sales and Marketing Summit in Atlanta April 24 - 25 -- she's in huge demand -- whew!!! What I know you want are practical tools that will make you huge money fast -- skip the theory, skip the platitudes, just give you four hours of the best advice to make the Summit worthwhile right from the start and justify the time and expense. I know my ongoing credibility with you is at stake each and every time I decide who to place in the opening workshop (and the rest of the program). They must be both insightful AND an effective presenter. 
Some highly respected YPOers and business leaders turned me on to Dr. Medvec -- these are seasoned CEOs and executives who utilized Dr. Medvec's tactics and reported back to me that they made/saved hundreds of thousands if not millions of dollars. I then attended her program and have since saved/made over $100k the past several months myself that I directly attribute to using her approaches. And the mistakes I avoided are mistakes classic to entrepreneurial firms. 
Keep the negotiations focused and simple -- right? Wrong! Again, it's our instincts as entrepreneurs to want to "boil down" a negotiation as quickly as possible. Again, Dr. Medvec shows how this considerably weakens your position and why (and how) it's important to fractionalize the issues as much as possible, driving up the complexity.
Winning RFPs -- hey, they are still a reality for many companies. Unless you're the supplier that helped script the RFP (best position), you're at a disadvantage. Dr. Medvec shows how to change the leverage point and regain an advantage. And if you're the supplier that did help write the RFP, you had better know these tactics as well!
Move appointments, rearrange your schedule, but get to Atlanta April 24 -- 25 -- Dr. Medvec is providing the opening four hour workshop. Remember, the best tables go to the biggest teams that register the earliest. The rest of the faculty include the famous brand and PR guru Laura Ries; Randy Schwantz, creator of The Wedge as a way to separate a customer from their existing supplier; John DiJulius, one of the hottest new gurus in Customer Service; and a half dozen other gurus and guest CEOs are listed under DETAILS below.
Successful CEOs of growth firms will share the stage again -- feedback from the last Summit is that you loved hearing from those that are "doing it." Cameron Herold, 1-800-GOT-JUNK will share the specifics on how one of North America's fastest growing franchises garnered over 300 articles and a place on the Oprah Winfrey Show. 
Barrett Ersek, Happy Lawns (yes, the entrepreneur I reference that found the X Factor in the lawn care business) will show how he's using MapPoint more than Excel spreadsheets to drive the business. I still maintain, and Barrett is proving it, that the first companies in any industry to fully utilize MapPoint will dominate the industry. Come learn why I say this!
Faculty, logistics, and registration here and information on faculty under DETAILS below.
EDUCATION:
Brisbane, AU Feb 28 One-day Rockefeller Habits Workshop added.
Learn the fundamental habits that make it easier to grow your business. Join our Rockefeller Habits workshops
Christchurch, NZ Feb 20, Auckland, NZ Feb 22, Sydney, AU Feb 26-27, Perth, AU Mar 2

Rockefeller Habits Workshops
Dallas, TX Mar 20-21
Bombay, India May 9
Bangalore, India May 10
Hyderabad, India May 11
New Delhi, India May 14
Kuala Lumpur, Malaysia May 17-18
Atlanta, GA June 5-6
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

DETAILS:
Gazelles Sales & Marketing Summit Faculty
Dr. Victoria Husted Medvec

High-Stakes Decision Making and Negotiation Skills
Whoever names price first loses – right? Wrong. This and many other myths about high stakes negotiations have been challenged by the pioneering work of Dr. Medvec. Her ten steps for maximizing success in complex negotiations, especially where the relationship must be maintained after the sale, has brought her acclaim among top M&A and FORTUNE 500 firms. Growth firms spend a great deal of their time negotiating deals --mergers, acquisitions, partnerships, and key contracts all capture the attention of top executives. How do you construct the best possible deal? How can you negotiate effectively and secure value for your company while simultaneously building the relationship with the other side?
This seminar will help you to improve your effectiveness in all types of negotiations. This will be a highly interactive seminar where you will have the opportunity to share your own negotiating challenges and create strategies for critical upcoming negotiations. Through her consulting, Professor Medvec has helped many executives and sales leaders achieve incredible success in high-stakes negotiations. In this session, she will highlight the ten tactics that have led to her clients' success and teach you how to use these strategies.
Bio Info:
Adeline Barry Davee Associate Professor, Kellogg School of Management, Northwestern University
Founder and Executive Director, Center for Executive Women
Dr. Medvec is a leader on the Northwestern University campus, winning five of Kellogg's premier teaching awards and serving as the Associate Vice President for Research for the University. What's more, she serves as an advisor to companies around the world on strategic decision-making, high-stakes negotiations and partnership agreements. General Electric, Kaiser Permanente, Motorola and United Healthcare are among the high-profile list of clients she advises. She is a renowned scholar in the areas of negotiations and decision-making, and her research has been published in top academic journals such as Psychological Review. In addition, her wisdom has been highlighted in business media including the Wall Street Journal, New York Times, Washington Post and on the Today Show.

John DiJulius
www.johndijulius.com

Creating World Class Customer Service
President, John DiJulius Consulting
Founder and CEO, John Roberts Hair Studios and Spas
Author of: Secret Service: Hidden Systems That Deliver Unforgettable Customer Service.
Customer Service is back with a vengeance. It’s the key growth concept for 2007 --because word-of-mouth marketing can make or break your business. John DiJulius has literally written the book on creating a world-class service experience. Take your business to the next level using the same proven strategies he has used to grow his John Roberts Hair Studio and Spa to an award winning, $4 million business. DiJulius will share: The 10 non-negotiable principles of customer service vital to growing your business; strategies to identify what customers really want -- not what you think they want; and ways to ”walk your talk” 24/7, to exceed expectations during every customer contact. John’s dynamic, insightful session will give you the tools you need to deliver service so superior, it makes price irrelevant. 

Laura Ries
www.ries.com

Exploiting Divergence To Achieve Market Dominance
President, Ries & Ries
Co-author of The Fall of Advertising & The Rise of PR and The Origin of Brands.
What’s the most effective way to create a new brand in today’s marketplace? Laura Ries, together with her father, partner and co-author, renowned marketing strategist Al Ries, made the marketing world sit up and take notice with a startling answer to that question. Their controversial work, The Origin of Brands, forms the heart of Laura’s riveting presentation. Using thought-provoking logic and impassioned delivery, Laura Ries will reveal: How to push beyond gaining mere market share, to creating profitable, new markets; the five immutable branding laws you must use to focus your business and increase your profits; ways to narrow the scope of your business – for surprising revenue gains; and what best-practices branding shares in common with the pioneering work of Charles Darwin. After this lively, informative session, you’ll see why Ries has established herself as a go-to voice on marketing matters for Fox News Channel, CNBC, CNN and ABC World News Tonight.

Randy Schwantz
www.thewedge.net

Driving Organic Growth with The Wedge Sales Culture™
Author, The Wedge: How to Stop Selling and Start Winning and How to Get Your Competition Fired (Without Saying Anything Bad About Them) Founder, President & CEO, The Wedge Group
In demand as a speaker, coach and consultant, Randy Schwartz has taken the sales training world by storm with The Wedge®, his innovative selling system based on winning business away from incumbent vendors. He has coached hundreds of companies and thousands of sales professionals in the US and Canada to take sales growth to a higher level. In a lively, colorful style unique to this West Texas native, Schwartz will reveal why conventional sales methods fail to cut it in today’s complex market. Boost your firm’s sales – and profits – by understanding: the 3 relevant players in every single sales scenario; how to generate more revenue from top clients; and ways to unseat incumbent suppliers (without resorting to criticism). Randy Schwartz will equip you with the best practices and actionable tools you need to achieve increased sales in a forward-thinking, growth environment.

Erik Darmstetter
www.salesby5.com

Innovative Sales Growth Strategies
Founder and CEO, Sales by 5
Ernst & Young Entrepreneur of the Year
San Antonio Business Journal’s “40 Under 40”
What’s a truly new idea worth to your business? Chances are it’s priceless when you want to sell more, increase profits and dominate your market. Erik Darmstetter shatters the ceiling of tried and true with his innovative and creative take on growing your small or mid-market company. Erik will share: Surefire, new ways to turn “warm leads” into hot sales; how to forge an unbeatable service team ready to exceed customer expectations – even in the face of increased demand; and how re-branding and “secret shopping” could catapult your business growth by as much as 200%. Gain critical insights that will turbo-charge the power of every sales and marketing strategy in your arsenal.

Cameron Herold
www.1800gotjunk.com

Turning Junk Into Profit
COO, 1-800-GOT-JUNK?
Cameron Herold needs no introduction. As one of the principle architects of the 1-800-GOT-JUNK? brand, Herold is COO of company now known as “the FEDEX of junk removal.” His unique understanding of brand marketing and PR has helped grow this entrepreneurial venture into the $119 million company it is today. Herold has overseen the company’s exponential growth from a modest, Vancouver-based business to one with a presence in nearly every major North American city. A sought-after speaker among entrepreneurs worldwide, his high-energy approach to growing a business is contagious. Herold’s innovative strategies have received attention from Associated Press, Bloomberg, the Wall Street Journal, New York Times, Fortune and many others.

Dave Kurlan
www.objectivemanagement.com

Raising Sales Expectations, Elevating Sales Performance
Founder, Objective Management Group, Inc.
Author of:
Mindless Selling and Baseline Selling: How to Become a Sales Superstar by Using What You Already Know about the Game of Baseball.
In today’s uncertain economy, can your sales people step up? If not, you risk losing market share, profits and hard-won growth. With more than 30 years of experience in all facets of sales training, management and consulting, Dave Kurlan knows how to identify and coach sales superstars. His eye-opening presentation reveals exactly what it takes to build a top-flight sales team who will grow your company’s profits. In this engaging, interactive session, Kurlan will shed new light on: Hiring sales professionals who can overcome the increased resistance in today’s marketplace; how the hidden strengths and weaknesses of your salespeople influence profit; and ways to accurately predict future sales revenue, once your A team is in place. Leave with tools you can integrate immediately – at any size business, in any industry.

Verne Harnish
www.gazelles.com

Marketing Savvy for Fast-Growth Firms
CEO of Gazelles, Inc.
Founder, Young Entrepreneurs Organization (YEO)
Author of Mastering the Rockefeller Habits: What You Must Do to Increase the Value of Your Fast Growth Firm
Sales and Marketing are not one in the same. Sadly, many fast-growth companies ignore marketing strategy entirely, in favor of immediate – and sometimes overwhelming – sales demands. It’s a shortsighted error you can’t afford to make. To grab and keep new customers continuously, a dedicated marketing effort is crucial. Based on insights from many of the world’s top marketing experts, Verne will share ways to launch a powerful marketing effort that yields long-term success. Discover: The key approach Regis McKenna used to drive marketing during meteoric expansion at Apple, Intel, and Genentech; how to distinguish key sales metrics from key marketing metrics; and must-have technologies that will turbo-charge your marketing process. An engaging, dynamic speaker, Verne will offer a use-it-on-Monday plan for enhancing marketing strategy in your fast-growth environment.
Jan. 25, 2007
Extreme Service; The Ultimate Question; Biggest Contribution

"...keeping you great" Ten Minutes with the Growth Guy 
HEADLINES:
Extreme customer service examples -- FORTUNE Small Business is on the hunt for a company under $200 million that seriously messed up with a customer and then went way above and beyond to fix the problem, converting a furious customer into a deeply loyal one. They want a very vivid and interesting example -- email Justin Martin at jmartin44@nyc.rr.com
The Ultimate Question -- this is one of the hot new business books written by Fred Reichheld, also author of the hugely popular book "The Loyalty Effect." In essence, he provides formulas for calculating your Net Promoter Score. Customer loyalty is more important than customer satisfaction, and customer advocacy (are your customers actively telling others) is more important than customer loyalty. You need to both actively encourage and measure how much customer advocacy you're getting. 
Chairman of P&G gets more energy -- A.G. Lafley, also CEO, notes in FORTUNE "I've learned how to manage my energy...in a program called the Corporate Athlete (based on the book "The Power of Full Engagement" that I've been encouraging all of you to read!) that we put on for P&G managers. I did the two-day program, where I also learned to change the way I eat. I used to eat virtually nothing for breakfast. Now I have a V-8 juice, half a bagel, and a cup of yogurt. And I eat five or six times a day. It's about managing your glycemic level. You don't want to boom and bust." Here's a link to the short, powerful article (note -- you must disable your pop-up blocker) 
Single biggest contribution I make...Lafley also notes in the piece "On Sunday nights, [HR chief] Dick Antoine and I get together at his house or my house or on the phone and go through some part of our leadership development program. We started doing this shortly after I became CEO, because I know that the single biggest contribution I will make to this company is helping the next generation of leaders become the best that they can be." It's why we've launched two Summits this year -- an opportunity for you to provide your executive team with the best leadership development worthy of the FORTUNE 50. See you in Atlanta and Las Vegas.
Walk (and talk) with children -- Nick Arrigan, Vega Consulting Solutions, a NJ-based IT Services firm, noted "after your workshop I plan on taking scheduled weekly walks with my kids individually and have requested a recurring lunch or breakfast time with the owner of my company. I'm looking forward to them all." I've been going on an early morning walk around our lake with my two sons for over a year now and it's been a wonderful way to get "talk time" and get energized for the day.
More talk time -- Brad Geddes, CEO of Magi Seal Corporation, a London, Canada-based provider of extended warranties in the furniture industry, sent me the following note "just wanted you to know that our management team recently adopted the Rockefeller Habits -- what a tremendous start to bringing our organization closer together! Our "Daily Huddles" have been a real eye-opener for our leadership team -- and the enthusiasm is still very high -- even after a number of weeks having adopted an improved way of doing business."
LESSON -- Daily: eat breakfast, go for a walk, huddle with your team. And make your customers want to tell others! 
EDUCATION:
Join the Gazelles Sales & Marketing Summit April 24-25

Rockefeller Habits Workshops
Christchurch, NZ Feb 20
Auckland, NZ Feb 22
Sydney, AU Feb 26-27
Brisbane, AU Feb 28
Perth, AU Mar 2
Dallas, TX Mar 20-21
Bombay, India May 9
Bangalore, India May 10
Hyderabad, India May 11
New Delhi, India May 14
Kuala Lumpur, Malaysia May 17-18
Atlanta, GA June 5-6
Washington, D.C. June 12-13
Gazelles Growth Summit October 23-24
Great Game of Business with Jack Stack
Springfield, MO
Feb. 1, 2007

Disastrous Employee; Dell Back at Helm, Cancer Cure?; First "Verne" Winner

"...keeping you great" Ten Minutes with the Growth Guy 
HEADLINES:
Michael Dell back at the helm -- most of you probably saw the news yesterday -- Michael Dell is back as CEO after Kevin Rollins resigned effective immediately. HP has surpassed Dell in computer sales, which has rocked Dell's world. Michael has faced far worse setbacks. Hopefully we're going to see a Tiger Woods-style turnaround in Dell's game.

Disastrous employee situation -- FORTUNE Small Business magazine is doing a story on difficult employees. They are looking for situations where an employee damaged your business through inappropriate behavior (i.e. hostility to customers) or deliberate sabotage. If the situation has gone to court and is on the public record, that's preferred. If not, are you still willing to share names? Please email Elaine Pofeldt, Elaine_pofeldt@fortunemail.com
Quick update on Nick Arrigan's walk with his children -- I reported last week that Arrigan, Vega Consulting, was going to start a weekly walk with his kids in addition to launching a "CEO Council"-like meeting at his company. Nick emailed this week "I wanted to let you know that week one (with the kids) was like a typical sappy Broadway review. We laughed, we cried, it was amazing." Nick, keep on walking!

FDA approves Vitamin C trial for cancer -- this after Dr. Mark Levine published new evidence that suggests Vitamin C can work like chemotherapy, only better. Those that have read my insights for years know that I'm a huge proponent of regular Vitamin C IVs (I get one every six to ten weeks). My 2004 "Insight" about Vitamin C is republished under DETAILS below. And here's a link to the Chicago Tribune report on the latest FDA trial.

Hans Stoop wins the first "Verney" -- this note from Kees de Jong, Survey Sampling International (www.surveysampling.com) "At this year's YEO Gala in Amsterdam we had a "BEST VERNE IMPLEMENTATION" award. Really! This was won by Hans Stoop, who made his daily metrics as a visual Formula 1 race on this company intranet, thanks to you." Congrats Hans (www.dfk.nl) and thank you YEO Netherlands. Here's a link to a photo from the event.

The guy with the mike is YEO Netherlands co-President Xander Heijman (Axoft)
The guy with the glasses is the other YEO Netherlands co-President Pieter Vos (Alertinfo) and the third person is Hans Stoop (DFK), the winner. 

EDUCATION:
Join the Gazelles Gazelles Sales & Marketing Summit April 24-25. And for the Gazelles Growth Summit October 23-24.

Rockefeller Habits Workshops
Christchurch, NZ Feb 20
Auckland, NZ Feb 22
Sydney, AU Feb 26-27
Brisbane, AU Feb 28
Perth, AU Mar 2
Dallas, TX Mar 20-21
Bombay, India May 9
Bangalore, India May 10
Hyderabad, India May 11
New Delhi, India May 14
Kuala Lumpur, Malaysia May 17-18
Atlanta, GA June 5-6
Washington, D.C. June 12-13

Great Game of Business with Jack Stack

DETAILS: 

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

HEADLINES:

"...it takes much more than logic and clear-cut demonstrations to overcome the inertia and dogma of established thought." Dr. Irwin Stone

Year after year I would come down with the flu around the holidays and on vacations -- almost as if my body knew I couldn't get sick during the busy times, but had permission to "let down" when I had some time off. I wanted to understand why this happened to me and to many busy entrepreneurs and executives I know. 

Year after year friends and acquaintances would come off a high stress period in their business and develop chronic illnesses, some severe including cancer. And friends I've known that have been relatively healthy would start developing various chronic problems in their forties and beyond -- back and joint pain, fatigue, depression, etc. 

Three to four times a year, most recently just before Thanksgiving, I receive 30,000mg (30 grams) of vitamin C intravenously. I use a protocol created by Dr. Hugh Riordan over the past 20 years -- I had him share the protocol with my doctor so I can get it locally. And the U.S. National Institute of Health (NIH), in an April 2004 study, is finally validating Dr. Riordan's approach. The study showed that much more vitamin C gets taken up when it is given via the intravenous route than when the vitamin is taken orally. The authors of the study include Sebastian J. Padayatty, MD of the Molecular and Clinical Nutrition Section at one of the NIH institutes, and his chief, Mark A. Levine, MD (Harvard Medical School). Both are highly regarded figures in academic circles.

More importantly, the study shocked the medical community when it found blood plasma levels of Vitamin C could be achieved 60 times what was thought possible through intravenous Vitamin C-- breaking down one of the huge myths about large doses of Vitamin C. And there's a study being led by the University of Kansas Medical Center to study the impact of large does of intravenous Vitamin C on cancer (80 -- 100 grams of C). Remarkably, there are no side-effects of large doses of Vitamin C, as opposed to what has been found with Vitamin E. And the intravenous method bypasses the impact on the digestive system, going straight into the blood stream to replenish cells, boost your immune system and refill your adrenal glands, etc. But do your own research -- I'll share some references below under DETAILS.

Stress dramatically reduces your plasma levels of Vitamin C. Pumping adrenaline dramatically reduces your plasma levels of Vitamin C. Sitting on airplanes on runways (and taking in the engine fumes) dramatically reduces your plasma levels of Vitamin C. Firefighters, after a fighting a fire, or policeman, after engaging in a chase, will see their plasma levels of Vitamin C drop to zero. A simple cut consumes massive amounts of Vitamin C. Environmental factors all around us are causing our bodies to consume massive amounts of Vitamin C, which the body robs from cells over time since we are one of only two mammals that can't produce Vitamin C. And over time our cells and immune system are compromised to the point that flu and cancer and other chronic illnesses are able to grab a foot hold in our bodies. Joints actually start bleeding when you're low on Vitamin C (thus lots of early back problems with firefighters, not from the work as they had thought). Bleeding gums is actually a sign of low Vitamin C. Vitamin C is needed to maintain the strength of artery walls. 

In addition, I take 8 grams (800 times the Recommended Daily Allowance) of C orally a day. I've come to learn this is the right amount for me (different for each person). I've learned from research why you have to increase your tolerance slowly, why you need this much, how enzymes are produced by the body to aid absorption, how this impacts you if you skip a day, how it DOESN'T make you dependent, etc.

After exhaustive study and first hand experience, let me state emphatically here that we'll look back on chemotherapy as the equivalent of bloodletting. We'll look back on all the pills we're consuming as the equivalent of poisoning ourselves. Traditional medicine is effective at treating acute problems, but has been largely ineffective at dealing with chronic problems. The long term research is conclusive that most of the infectious diseases can be cured with large doses of Vitamin C. And rather than heal us through cutting, burning, and poisoning (present approach to cancer), IV Vitamin C will both kill the cancer while strengthening the immune system and building up the cells to prevent its spread. I'm going out on a limb, but I've done my homework. 

The biggest obstacle is economics and inertia. It takes forty years for the medical community to come around to new ideas. And it's not in the interest of the medical and pharmaceutical industries to find inexpensive cures. I could go on and on, but happy to talk with any of you privately if you have questions. Maintaining our health is critical to having the energy and desire to run our companies. 

"Vitamin C should be given to the patient while the doctors ponder the diagnosis." 

FOR MORE INFORMATION:

The American College for Advancement of Medicine is a medical society that educates health-care professionals about alternative therapies. It teaches vitamin C infusion protocols as part of training in chelation therapy. It has a physician referral phone line (1-888-439-6891) and a searchable online physician directory:

Contact the Center for Human Functioning 316-682-3100 to get the protocol for intravenous Vitamin C -- it is the standard used by NIH and the various research institutions studying the impact on various infectious diseases.

I just finished the 452 page book "Vitamin C, Infectious Diseases, and Toxins" by Thomas E. Levy, MD, JD. It summarizes the over 1200 medical and scientific journal articles on Vitamin C over the past century.

Check out this link for a concise update on the NIH, University of Kansas, and the history of why Vitamin C was bypassed as a cure for several decades: 

Go to www.cforyourself.com for additional links to resources and studies on Vitamin C.

And for an interesting letter from Dr. Irvin Stone, who authored the opening quote, go to http://nutri.com/stone/
Feb. 8, 2007
Eliminating Competition; THE Council; Welch Podcast; Dubai Success

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

HEADLINES:
Any CEO Council examples I can feature? -- my next "Growth Guy" column will be on CEOs embracing the formation of a "council" -- the weekly breakfast or lunch meeting giving you talk time around the important issues driving the business -- the kind of "council" Jim Collins outlines on pages 114 -- 116 in his book "Good to Great." Please let me know if you have one and the impact it's having on the business. I believe this is the MOST important meeting of the week. 

Inform middle management first -- this came up during my first monthly conference call for Rockefeller Habits DVD owners (a great way for me to stay connected to our most active customers). It's key, when you have something important to announce, that you brief any and all middle managers first. Include anyone between you and the frontline employees -- from supervisor up to senior executive. Entrepreneurial firms tend to mess this up by announcing things broadly, only to have frontline employees ask their immediate manager "so what's this all about" and them saying "I don't know, I'm hearing this for the first time just like you." Difficult to grow the business if you don't respect, honor, and grow a middle management team.

Jack and Suzy Welch weekly podcast -- one of the other participants on the conference call (my apologies for forgetting who) suggested I check out the free weekly 5 to 7 minute podcast featuring Jack Welch of GE fame and Suzy Welch, former editor-in-chief of Harvard Business Review. Each week they answer two specific questions from readers. The latest podcast (listen via your computer or download to your iPod) deals with how an entrepreneur chooses their successor. To sign-up to receive the audio podcast each week go to http://www.businessweek.com/search/podcasting.htm and scroll down until you see the "The Welch Way" link. Good stuff from a savvy business leader -- and its something you can listen to while answering emails.

Vitamin C case study -- Vernon Menard III, COO of Charlotte-based Choice Translating, emailed me after my last Insight "I've been taking 6 grams of oral C every day for a year with amazing results...I have severe hypothyroidism and I was catching every virus and bacterial mess that came within a mile of me. I even resorted to wearing surgical masks whenever I traveled on planes. After starting the vitamin C treatments I have rarely been sick at all."

Dubai success story -- congratulations to Spencer Brod, long time client and close friend, who left the comforts of his Colorado home and moved to Dubai, where it was just announced he's joined premier Dubai developer, Nakheel, as Senior Development Manager of the Dubai waterfront project. Dubai Waterfront is a master development covering 72 km of the last remaining coastline of Dubai and eventually will be home to almost 1 million people, once fully completed--this is a massive project! 

Eliminating competition from Australia to Asia -- and this note from Alex Koo, who is chairing this year's "Taipan: The Making of Asian Giants" May 16 -- 18 in Kuala Lumpur "I'm sold on the Gazelles Growth Tools...while being part of a family business, I started a new animal health business. By applying your Rockefeller Habits I took it from $0 to US $8 mil in 5 years. Not just outperforming, but eliminating competition from Australia to Asia! I can't wait to take it to $50 mil in the next 5 years!" The firm is called Tallahesse which operates in and out of Hong Kong, Malaysia, Singapore, Thailand and Australia, including 6 retail stores called JC Milton & Co. throughout Australia. Congrats Alex.

Christchurch, Auckland, Sydney, Brisbane, and Perth -- speaking of "down under," I'm touring New Zealand and Australia in a couple weeks. Hope to see many of my friends and Insight readers when I'm in your town.

EDUCATION:
Join the Gazelles Gazelles Sales & Marketing Summit April 24-25

Join us for our Rockefeller Habits Workshop tour in Australia and New Zealand. Dates include: Christchurch, NZ Feb 20, Auckland, NZ Feb 22, Sydney, AU Feb 26-27, Brisbane, AU Feb 28, Perth, AU Mar 2

Rockefeller Habits Workshops
Christchurch, NZ Feb 20
Auckland, NZ Feb 22
Sydney, AU Feb 26-27
Brisbane, AU Feb 28
Perth, AU Mar 2
Dallas, TX Mar 20-21
Bombay, India May 9
Bangalore, India May 10
Hyderabad, India May 11
New Delhi, India May 14
Kuala Lumpur, Malaysia May 17-18
Atlanta, GA June 5-6
Washington, D.C. June 12-13

Gazelles Growth Summit October 23-24

Great Game of Business with Jack Stack
Springfield, MO
Feb. 15, 2007

Top 10 Factors for Getting Salespeople to Over Achieve; How I Work; End of the Trail

"...keeping you great" Ten Minutes with the Growth Guy 
HEADLINES:
"How I Work" -- this is my favorite feature in any business magazine -- if you only read one business article every couple weeks, tear this one out of your FORTUNE magazine when it comes in (before placing the magazine on your "tower of guilt" -- everything you want to read when you get the time). Here's a link to the two-page Bill Gates "How I Work" feature, the one I've been referencing in my Rockefeller Habits workshops 
"How I Work" for growth firms -- examples needed! I was excited to learn this week that FORTUNE Small Business is launching a similar feature and they need stories. They are looking for stories of entrepreneurs who have found a creative way to manage their work and time. In the first column, appearing in March, they feature an industrial designer who plans to manage his business from a sailboat during a trip around the world -- send story ideas to Elaine_pofeldt@timeinc.com 
Top 10 Factors for Getting Your Salespeople to Over Achieve -- this is Dave Kurlan's latest blog that is getting a lot of attention -- check it out 
Dave is the creator of the #1 licensed sales organization assessment tool. He's also author of Mindless Selling and Baseline Selling. He's one of the most knowledgeable gurus on sales organization effectiveness and we're excited to have him keynoting our Sales and Marketing Summit April 24 -25, Atlanta. 
Miner Corporation reaches the "End of the Trail" -- in a final update, Jeff Schmeck with Miner sent me a photo of his team taken Jan 27th in front of a statue of Lewis and Clark in Seaside, OR -- here's a link. Notes Schmeck, "this was the reward to the company for achieving (exceeding) our annual theme of ‘On to the Pacific.' The financial results were remarkable, but the real gold was in the focus and the esprit de corps that was built up all year long." And the video they created from the weekend will be used in upcoming employee recruiting trips and during orientation. This is a BRILLIANT way to multi-purpose a quarterly or annual theme. We'll get a copy of the video and post it.
BOWA Builders' CEO Council -- thank you to all that sent me examples for my upcoming column. Notes CEO Larry Weinberg "My CEO Council has had lunch every Monday for the past few years. In fact, we have found the informal strategic discussion time so valuable that we no longer consider lunch once a week enough. With the pressures of the day and the interruptions of the waiter, we sometimes come away frustrated. As a result, this year we have scheduled quarterly CEO council retreats. Sometimes we combine them with an industry conference or an educational event. We have planned one around the Gazelles Growth Summit in Vegas this October. Two of the retreats are just all day talk time away from the office." Remember, this is in addition to their strategic planning and weekly management meeting rhythm -- this is more time to just talk.
National Remodeler of the Year -- BTW, all of this "talk time" is paying off. BOWA was just received this prestigious award from Professional Remodeler magazine on the heels of Larry Weinberg being selected as one of the "Best Boss" winners in the U.S. One key to winning this latest honor was their On Time guarantee, a way to put teeth in their Brand Promise. See more about why BOWA won under DETAILS below. Congrats BOWA -- see your team in Las Vegas.
Inform middle management first -- Dave Steeves, CEO of Vancouver-based IT services firm Steeves and Associates, notes "we've always made sure we inform middle management first, before making a general announcement. In addition to having mid-managers prepped for questions, it also gives us front line perspective so we can fine-tune our message. This helps us make sure we are hitting the target and we are framing it in a way that the front-line and mid-managers can work with it (and clients)." Exactly!!

Another Vitamin C story -- notes Zane Safrit, CEO of Conference Calls Unlimited "I've been taking 6 grams of Vitamin C ever since I heard one of your presenters in Houston describe its benefit. I've avoided many of the colds and flu's that are so common in Iowa at this time of year." 
Australia and New Zealand tour -- I'm heading out Saturday -- looking forward to seeing everyone "down under" over the next two weeks.
EDUCATION:
Join the Gazelles Sales & Marketing Summit April 24-25, and the Gazelles Growth Summit October 23-24.
Also the Rockefeller Habits Workshops are coming to Dallas, TX March 20 and 21.

Rockefeller Habits Workshops
Christchurch, NZ Feb 20
Auckland, NZ Feb 22
Sydney, AU Feb 26-27
Brisbane, AU Feb 28
Perth, AU Mar 2
Dallas, TX Mar 20-21
Bombay, India May 9
Bangalore, India May 10
Hyderabad, India May 11
New Delhi, India May 14
Kuala Lumpur, Malaysia May 17-18
Atlanta, GA June 5-6
Washington, D.C. June 12-13
Great Game of Business with Jack Stack
Springfield, MO

DETAILS:
BOWA Named National "Remodeler of the Year" by Industry Magazine
· BOWA Builders is pleased to announce that the company has been named the 2006 national "Remodeler of the Year" by Professional Remodeler magazine. The December issue of the magazine includes a feature article on the company. 

· "This is a tremendous honor for BOWA," said Larry Weinberg, CEO and co-founder. "Our team has worked very hard to improve our processes and practices over the past 18 years. While our top priority will always be serving our clients and earning their respect, it's encouraging to receive this recognition from our peers." 

· Professional Remodeler is a national industry magazine that sponsors this competition annually. The prestigious award "recognizes the remodeling firm that is showing the rest of the industry a better way." The review committee seeks out companies that are excellent in all aspects of remodeling, including various areas of operations, being highly reputable and employing the best and the brightest personnel. 

· "To be honest, BOWA could have been named our top remodeler almost any year," says Michael Morris, editor of Professional Remodeler. "But this year their accomplishments demanded recognition." 

· When the magazine's editor called Larry in late September, he specifically cited some of the reasons BOWA was chosen as this year's "Remodeler of the Year." Among them were BOWA's continued growth, the recent launch of an on-time guarantee program and the firm's newly launched team handbook, which serves to document the company's best practices, construction processes and policies in an effort to better serve its clients. 

· "I'm excited about what this means for our business," stated BOWA's president and co-founder, Josh Baker. "I truly am very proud of every member of the BOWA team and thankful for their help in making this honor possible." 

· To read the full "Remodeler of the Year" story, please visit the Professional Remodeler web site.

Feb. 23, 2007

Branson Luncheon; 10 Richest Ever; Beat Buffett; Best NZ BHAG

"...keeping you great" Ten Minutes with the Growth Guy 
HEADLINES:
10 Richest Americans Ever (Rockefeller maintains his lead!) -- just released, a fun list to click through -- I didn't realize that there were four people ahead of Bill Gates 
Speaking of rich! -- this conglomerate outperformed Warren Buffett's firm the past 20 years -- this got my attention. BusinessWeek had a must read article this week on Steven and Mitchell Rales' company called Danaher Corp -- the best unknown conglomerate on the planet (based in DC) -- they've acquired boring niche businesses, applied outstanding management principles, and are now each worth over $2 billion. I had never heard of these two guys. Anyway, highly informative article, especially for those of you building your own mini-conglomerates and doing acquisitions. Here's a link 
Danaher Business System -- to quote BW "DBS, as it's called, is a set of management tools borrowed liberally from the famed Toyota Production System." The Rales have been applying Lean principles to their businesses since 1987. I'm meeting with the head of the Lean Institute next Monday evening -- we're going to explore how we can adapt the Lean tools to growth firms -- stay tuned. Strategy drives revenue; streamlined processes drive profit -- you need both! Interestingly, they say Steve Rales is strategy focused while his brother Mitchell is operations oriented -- great combination.
Two screens: Little Improvements Add Up -- this note from Raymond Roberts yesterday, CEO of Cairo Corporation (www.cairocorp.com) "the whole team has two LCD screens on their desks now and everyone loves it. They are all saying that it improves productivity. Thanks for encouraging us to do this." The Lean approach is about making constant productivity improvements. Saving time opening and closing windows adds up over time!
Controlling the Ink in Your Industry -- congrats to "Soap Expert" Anne-Marie Fiaola. Notes Anne-Marie this week "I just wanted to let you know that we took your book idea one step above - we created two DVDs positioning us as soap experts! Here's the link to the DVD's on our site: (first two listed)." You'll find the two articles I wrote about book writing, blogs, wikis and squidoos in the left hand column of this insight.
Dinner with Sir Richard Branson -- Mike Faith, CEO of San Francisco-based Headsets.com, has launched a brilliant idea -- he's been combining his philanthropic obligations; his insatiable appetite for knowledge and scratching his entrepreneurial itch by hosting dinners with well know business luminaries in the interests of charity. Successful intimate dinners for ten to twelve, with the likes of Sir Richard Branson, head of Virgin and Rob Carter CIO of the $33B FedEx have kicked off what looks to be an educational and inspirational venture -- and have raised almost $100,000 for charity. More info at www.reservedinners.com and let Mike know if you want to attend one of these celebrity dinners. All of you could replicate this in your own town! Brilliant Mike!
Best BHAG from NZ tour -- I had an outstanding week in NZ, hosting over 400 executives of growth firms with our coaching partners The Results Group. One of the neatest companies was Hamilton Jet which has a BHAG to "Kill Propellers!" Hamilton Jet is one of the pioneers of waterjets, dating back to 1950. And you have to check out their new MouseBoat technology -- you literally use a mouse-like device to steer a boat -- move the mouse sideways and the boat moves sideways!
Best Quarterly Theme in NZ -- Generation Developments' "M.A.S.H." theme, giving them all a reason to kick back and sip martinis (as if the Kiwi's need any more reason to party). David Mansel, Director of Generation Developments (www.generation.co.nz), has been a client of The Results Group for almost a decade during which they've maintained their massive "gazelles" growth pace and dominated their niche within the homebuilding industry. I first met David and his team when they flew up three years ago to Malaysia and participated in their first of three Rockefeller Habits workshops.
EDUCATION:
Join us for the Rockefeller Habits Workshop in Dallas, TX Mar 20-21

Attend the Gazelles Gazelles Sales & Marketing Summit in Atlanta, GA, April 24-25, and the Gazelles Growth Summit October 23-24 in Las Vegas.
Mar. 2, 2007

Warren Buffett Letter; CEO Survey; More Energy; Best Buffett Line

"...keeping you great" Ten Minutes with the Growth Guy 
HEADLINES:
Warren Buffett’s annual letter -- released yesterday evening, this is your "must" reading assignment for the weekend! Buffett’s firm once again beat the S&P 500 by 2.6% -- 18.4% vs. 15.8%. Notes Buffett, "We believe that $16.9 billion is a record for a one-year gain in net worth -- more than has ever been booked by any American business, leaving aside boosts that have occurred because of mergers (e.g. AOL’s purchase of Time Warner). Here’s a link to download the letter.
Power of productivity gains -- most telling was Buffett’s praise for GEICO, which saw policies increase from 5.7 million to 8.1 million, a jump of 42% between 2003 and 2006. Yet during this same timeframe the number of fulltime-equivalent employees FELL 3.5%. This is a productivity gain of 47%! "And GEICO didn’t start fat," notes Buffett. In turn, GEICO over doubled its advertising budget. Success formula -- get more operationally efficient and then plow a good chunk of the gain into driving sales!
For CEOs only, a chance to be heard -- speaking of CEO insights, if you want your opinion to be heard and compared against the NYSE's CEO's and Deutche Bank's recent "Alternative Investment Survey"; here's your chance. Logon and take the Private Company Index's 10 minute survey of Private Company's CEOs to share your thoughts about the economy, the market and the challenges... 
Want more energy? Mixed nuts and fresh fruit -- plus breakfast. Mark Brownlee, Managing Director of Nightlife Music and Video, an international leader in providing music videos to businesses, was in our Rockefeller Habits workshop in Brisbane. To maintain energy among their employees, they are providing healthy snacks throughout the day and are initiating breakfast service in a couple weeks. Mark emphasized the importance of serving unsalted nuts, otherwise people will tend to eat too much (and get too much salt) and serving sun dried fruits vs. sulfur dried. 
Best Buffett line -- "Once you’ve flown NetJets, returning to commercial flights is like going back to holding hands."
EDUCATION:
This month the Rockefeller Habits Workshops will be presented in Dallas, TX on Mar 20-21.
Attend the Gazelles Gazelles Sales & Marketing Summit April 24-25, and the Gazelles Growth Summit October 23-24


Rockefeller Habits Workshops
Dallas, TX Mar 20-21 
Bombay, India May 9
Bangalore, India May 10
Hyderabad, India May 11
New Delhi, India May 14
Kuala Lumpur, Malaysia May 17-18
Atlanta, GA June 5-6
Washington, D.C. June 12-13
Great Game of Business with Jack Stack
Springfield, MO
Mar. 8, 2007

Best Employment Ad; Bill Gates Book Recommendation; Two Award Winners

"...keeping you great" Ten Minutes with the Growth Guy 
HEADLINES:
Outstanding employment ad -- Scott Nash, President/Owner of MOM: My Organic Market, received outstanding response to his ad seeking a CFO/HR Director. I particularly loved his list of questions including "Do you have an entrepreneurial spirit trapped inside a CPA body?" and "Do you want to come to work in jeans?" This is the kind of "sell the vision" ad you need to attract talent. The full ad is under DETAILS below.
Custom motorcycle company opportunity -- U.S. "Hero of Manufacturing" winner Gene Kirila, and close friend, has suffered health issues that are necessitating lifestyle changes and forcing him to step aside from Hardbikes, his fourth venture launched in 2005. The company has a full senior team in place, capital, and a dealer network established. Hardbikes is seeking a strategic partner or purchaser with marketing skills to take over day to day operations. Hardbikes is the world's only build to order licensed custom motorcycle manufacturer that can deliver tricked out custom bikes in 60 days. To learn more contact Hardbikes CFO John Kelly johnkelly@hardbikes.com or Michaelene Harris michaeleneharris@hardbikes.com at 724-981-7000. 
Bill Gates recommended book -- I just finished reading "Emergence" by Steven Johnson (one of the brightest guys I've ever read!), who is also author of "Everything Bad for You is Good" which makes the case, among other things, that video games might just be critical to your child's development! Here's a link to Johnson's blog where he details his encounter with Geoffrey Moore moderating a panel with Bill Gates and the CEOs of Google, Cisco, and Skype at Davos where they are discussing the "digital lifestyle." And I'm excited that Johnson has agreed to keynote the Growth Summit in Vegas -- where he'll also encounter the very famous Geoffrey Moore (our opening four-hour workshop).

Congratulations to Paul Hogan, founder and chief executive officer of Home Instead Senior Care® who was just named Entrepreneur of the Year - one of the highest honors in franchising - by the International Franchise Association (IFA). Past winners of this award include franchise greats such as J. Willard Marriott and Fred DeLuca (Subway). I look forward to keynoting their 450 person international convention in a few weeks and you'll usually see their team at our Summits.

Congratulations also to The Marena Group, recently chosen as the #1 apparel company in the U.S. by Apparel Magazine. Noted William (Bill) Watkins, Founder and COO, "yup, little, tiny us was pitted against the biggest and baddest apparel retailers and manufacturers in America and after careful review, our industry chose us. Gazelles was a ‘behind the scenes' part of our success (your book and seminars like Rockefeller Habits, Dell visit, Topgrading, and much more). Thanks for the help." And they are really helping people. Their scientifically developed products are designed to be worn after a surgical procedure in order to help minimize bruising and swelling. And they were the first to feature antimicrobial technology in their products.
EDUCATION:
MP3 Audio download of "Mastering the Rockefeller Habits" is now available. Download to your iPod and listen to the book 
Join the Gazelles Gazelles Sales & Marketing Summit April 24-25, and the Gazelles Growth Summit October 23-24


Rockefeller Habits Workshops
Dallas, TX Mar 20-21
Bombay, India May 9
Bangalore, India May 10
Hyderabad, India May 11
New Delhi, India May 14
Kuala Lumpur, Malaysia May 17-18
Atlanta, GA June 5-6
Washington, D.C. June 12-13
Great Game of Business with Jack Stack
Springfield, MO
DETAILS:
Here is the My Organic Market Ad

	Title:
Classification: 
Target Work Week:
Department: 
Reports to: 
Direct Reports: 
Location: 
Salary Range: 
	CFO / HR Director
Full-Time, Exempt
45 hours
Finance / Human Resources
Owner / President
5 (1 HR, 2 AP, 1 Payroll, and 1 Reporting)
Rockville, MD
Negotiable


HELP ME MAKE MOM's A GREAT COMPANY!... 
"As the Owner of MOM's- My Organic Market, I am looking for a talented and successful CFO/HR Director to oversee and guide our finance, accounting, and human resources functions. Working side-by-side with myself and other members of the Leadership Team, you will also need to provide insight for company-wide strategic planning and initiatives. I am looking for someone with a "partner mentality", to help innovate, strategize, and move this company forward!"... Scott Nash, President/Owner

At MOM's, we are committed to organic products, our Purpose of environmental restoration, training, a great culture, and strong Values.
For the A-player looking for something special who can answer "yes" to all of the following questions, this is the opportunity for you. 
· Do you have an entrepreneurial spirit trapped inside a CPA body?

· Are you seeking meaning and purpose in your career?

· Do you hate office politics as much as we do?

· Do you want to come to work in jeans?

· Do you excel in accounting but want to do more?

· Are you seeking an atmosphere of open and direct communication, debate, and creative brain-storming?

· Are you professional and results driven, yet lighthearted and fun?

· Can you see the forest and work in the trees? 

· Are you level-headed and able to see both sides of the coin? 

· Do you exceed people's expectations of you on a regular basis? 

· Is it in your bones to seek continual improvement? 

· Do you have passion?

· Would you rather work for David than Goliath?

· Do you want to make a difference?

If you answered "yes" to these questions, we want to meet you! Please visit our hiring website at myorganicmarket.iapplicants.com. Phone calls are not accepted. 
Our Company
MOM's- My Organic Market is a successful locally owned organic grocery chain. Everyday, MOM's promises and delivers to our customers the highest quality 100% produce, an incredible selection of products, and remarkable customer service. MOM's is much more than a successful retailer of healthy foods, we are a proactive leader for environmental restoration. MOM's mission is to "restore the environment to the maximum extent we are able." Currently, MOM's has 4 stores located in Rockville, College Park, Alexandria, and Columbia and we have 1 additional store slated for opening April 2007 in Frederick, MD. We launched our "15 X 15 Initiative" in 2005, when we currently had 3 existing stores... 15 additional stores by the year 2015.
The Position
The role of the CFO/HR Director has 4 primary components consisting of (1) Leadership Team -- Provide consistent and positive input, results, & leadership; (2) Accounting Dept Head -- Provide timely and accurate financial reporting, (3) Financial Leadership -- Provide useful financial insight, monitor cash flow, control costs, etc.; and (4) Human Resources -- Design & implement systems to hire A-players. 
At MOM's, success in this role will be measured against performance in the following areas:
· Monthly financial reviews (key metrics include, but not limited to, financial statements, cash flow, AP aging, monitoring line of credit, projections, cash controls, etc.)

· Cost Cutting Progress (metric includes setting goals, reviewing project status, and accomplishments to reduce costs)

· Human Resources (ability to manage and continually improve the ‘people process'; metrics primarily include turnover rates, days to fill open positions, employee tenure, morale, etc.)

· Positive leadership team contributions & company-wide contributions

· Maintain positive & favorable external relationships (banks, vendors, suppliers, etc.)

· Other accountabilities, as assigned.

Qualifications
At MOM's, your values, abilities, and track record of success are more important than direct experience. That being said, an ideal candidate would have the following:
· Strong competencies in intellect (the ability to learn, understand, and innovate), personal skills (integrity, candor, excellence, etc.), and interpersonal skills (oral and written communication, customer service, etc.)

· Candidate is a CPA with at least 5 years of successful experience in accounting, payroll, human resources, and financial reporting. Experience and knowledge of consolidation and retail inventory accounting a plus.

· Proven ability to multitask and follow-through.

· Excellent proficiency in using QuickBooks (or similar accounting software) and Microsoft Office Suite. Experience and knowledge of ADP a plus.

Benefits
MOM's goal is to maintain a diverse, motivated, and positive work environment full of great people. Take pride in working for a company that lives its Purpose/Mission and Values and continually provides quality food for consumers, while working to improve the environment. As a salaried exempt position, benefits include: 
o Competitive salary
o Medical coverage
o Paid time off / comp time 
o A matching socially responsible 401k plan 
o 20% Employee discount on all store products
o Generous $3,000 company contribution towards the purchase of a hybrid vehicle
o A "Green" Benefits Package
o And more! 
Contact
If you are interested in this opportunity please visit http://myorganicmarket.com/iapplicants.com to fill out an application online (all candidates must fill out the online application to be considered). You can also submit a cover letter and resume to the HR Manager, Katie Ennis, at katiee@myorganicmarket.com. Phone calls are not accepted. Please visit our web site for additional information on our company and this position at www.myorganicmarket.com. 
Mar. 15, 2007

Best Website, Best Customer Service, Best Place to Work in Dallas

"...keeping you great" Ten Minutes with the Growth Guy 
HEADLINES:
Growth Summit Update -- Fred Reichheld, author of the best selling book "The Ultimate Question", will keynote the Growth Summit in Las Vegas. His Net Promoter Score (NPS) is changing the way companies think about customer satisfaction.
Outstanding Website Design -- check out Caroline Caskey's Identigene website, the leaders in DNA testing. What catches your eye FIRST is the bold brand promise backed with a guarantee of "3 Days or Free." They state clearly their "only ones" position in the marketplace. The contact info and hours is top left, making it easy for the customer to contact them. The "What's wrong with a $99 test" is going right at their competitors. And their "Get SECURE answers to your questions, ONLINE" box in the lower right shows a clear understanding of the customers sensitivities while providing clear answers to the top four common questions. Best use of web real estate I've seen on a site.
Identigene's "Test" Site -- it's obvious a great deal of research and thought has gone into their site, so I asked Caroline how she did this. The key is that they have a private labeled site which they use to play around with pricing and other changes to see what impact those changes make. Noted Caroline "Identigene's site converts far more clients than the private label site, even when the test site offers much lower pricing. It's been interesting to see what works." LESSON -- be your own competitor. Set up a competitive site with an unrelated URL and see what you can learn by tweaking layout, offerings, etc. 
10 Website Domain Name Strategies -- speaking of websites, Eric Shannon, President of LatPro, Inc, the leading job board for Hispanic and bilingual professionals, has written a very concise 10 commandments for getting the right domain names (and getting plenty of them) -- the key is creating a moat around your existing domain name by getting names that are slightly misspelled and making sure you have domain names that mirror your brand promise and product/service names. Notes Eric "this is the kind of knowledge that can make a 20 fold difference in your outcome. I learned it the hard way: LATE!" Here's a link to his 10 commandments
5 Million Contacts and Email Addresses -- this might be old news for many of you, but Steven Krane, President of Therasage pointed me to www.jigsaw.com, an online database of over 5 million contacts complete with email addresses. I've looked up several of you and surprised to find many of you in this "world's largest rolodex." Founded by Jim Fowler, a veteran sales executive, in a previous life he was owner and operator of Lookout Pass, a ski resort in Idaho, and served in the US Navy as a Diving and Salvage Officer!
Best and Worst Customer Service Stories Needed -- for a FORTUNE Small Business cover story on customer service, Justin Martin plans to include a sidebar on "Service Highlights and Lowlights." This will feature CEOs describing their best and worst service experiences from a consumer perspective. You can discuss notable experiences, good or bad, with an airline, restaurant, bank, you name it. There's no need to identify the company that furnished the experience, though you can if you like. March 21 deadline email martin44@nyc.rr.com
Best Place to Work in Dallas-Forth Worth 2007 -- congratulations to Tony Hartl and Planet Tan for this latest recognition. With 10 locations in the Dallas-Fort Worth area, they count among their spokes persons the infamous Mark Cuban, owner of the Dallas Mavericks. And Tony runs a very Rockefeller Habits-disciplined organization, while having a loads of outrageous fun -- the two can co-exist!!
EDUCATION:
Gazelles Sales & Marketing Summit April 24-25 in Atlanta GA -- only 5 weeks away!
Join the Gazelles Growth Summit October 23-24 in Las Vegas NV


Rockefeller Habits Workshops
Dallas, TX Mar 20-21
Bombay, India May 9
Bangalore, India May 10
Hyderabad, India May 11
New Delhi, India May 14
Kuala Lumpur, Malaysia May 17-18
Atlanta, GA June 5-6
Washington, D.C. June 12-13
Great Game of Business with Jack Stack
Springfield, MO
Mar. 27, 2007
April 2 Deadline; Knowledge is Power; Summit Philosophy and FAQs

"...keeping you great" Ten Minutes with the Growth Guy 
HEADLINES: (Sales and Marketing Summit update)
URGENT -- April 2 hotel deadline -- for those participating in the Sales and Marketing Summit in Atlanta April 24 - 25, the deadline for getting the conference rate for the hotel is next Monday, April 2. Here's the hotel information: Marriott Atlanta Airport 1 (800) 228-9290 call for reservations -- ask for "Gazelles Sales and Marketing Summit" $169 room rate single/double -- again, cut-off date is April 2.
Always new program -- I've been asked by many if the Sales and Marketing Summit will be repeated. The plan is to host it each spring. However, it will be an entirely new program each year. The idea is to expose you to the very best thought leaders each year and if you miss a year, you miss that group of thought leaders (like Dr. Victoria Medvec, the Jim Collins of Complex Negotiation!). This year's program is listed under DETAILS below.
What about CFO, COO, HR, etc -- topics this year include Negotiations (everything you do in business); Customer Service (all execs must encourage and practice); Branding (everything you do effects branding, including how you send out invoices); Sales (need I say more -- we had all better be selling all the time); and Marketing (getting people and money often more key than getting customers). The idea is for you to bring the executive team and have a learning experience together -- from the very top thinkers in each of these subject areas.
GE's execs at Crotonville monthly -- the best companies know you have to "keep executives great!" It doesn't happen by accident. The idea of the Summits is to provide a consistent, high quality, executive education experience twice a year -- providing you the same kind of educational rhythm we advocate in other aspects of your business. We want to be your "outsourced corporate university" and for you to feel there isn't a better executive education option twice a year.
YPO, EO, Vistage, Inner Circle and other CEO group participants -- the other key idea behind the Summits is to provide an educational experience for the rest of the team equivalent to the kind of education we're privileged to receive via our CEO organizations. We need the team aligned and learning together. 
Discounts -- the 10k program -- many of you see the significant discount our 10k members receive -- $1250/seat vs. the $1495 (3 or more) or $1695 individual. Our regular attendees simply commit to bringing at least four execs to each of the Summits -- that's it! Pre-paying $5k each six months guarantees the best seats. And you can use the 10k seats to get discounts on the DVD products and other workshops. We want to reward loyalty and consistency.

Consistent scheduling -- many firms have asked for advanced dates of the Summits -- they want to build their planning cycles around the education, particularly the fall Growth Summits. We're standardizing on the Tuesday-Wednesday closest to April 22 for the spring and the Tuesday-Wednesday closest to October 22 in the fall (Oct 23 -- 24, Vegas, 2007). Three weeks into new quarters, you should have some breathing room post the previous quarter. And a Tuesday-Wednesday lets you be in the office on Monday and back for Thursday-Friday.
Breadth plus depth -- the Summits are meant to provide your team a way to survey the very latest in business thinking -- "you don't know what you don't know -- the most dangerous situation". The sessions are two to four hours so the presenters have time to provide depth. However, we recognize that it takes months to take something really deep -- it's why we're also structuring programs like the Doug Hall "Eureka! Winning Way" process introduced at the last Summit to help your team go deep with Doug's innovation process. The Summits give you a healthy depth and taste -- then you can pick where you want to dive even deeper.
Education is never urgent -- I'm doing what I do because education is THE key competitive weapon -- knowledge truly is power -- and the hundreds of emails I receive regularly of the impact the education has had on your business are a testament to the impact -- like those that have been transformed by Marcus Buckingham and Doug Hall presentations at the last Summit.
EDUCATION:
Join the Gazelles Sales & Marketing Summit April 24-25 in Atlanta GA
DETAILS:
2 Days. Five Key Topics. 8 Speakers
Featuring...
Dr. Victoria Husted Medvec
Getting the Deal You Want: Maximizing Your Success
in Complex Negotiations

Adeline Barry Davee Professor of Management and Organizations, Kellogg School of Management, Northwestern University

Whoever names price first loses – right? Wrong. This and many other myths about high stakes negotiations have been challenged by the pioneering work of Dr. Medvec. Her ten steps for maximizing success in complex negotiations, especially where the relationship must be maintained after the sale, has brought her acclaim among top M&A and FORTUNE 500 firms. Growth firms spend a great deal of their time negotiating deals – mergers, acquisitions, partnerships, and key contracts all capture the attention of top executives. How do you construct the best possible deal? How can you negotiate effectively and secure value for your company while simultaneously building the relationship with the other side? This seminar will help you to improve your effectiveness in all types of negotiations. This will be a highly interactive seminar where you will have the opportunity to share your own negotiating challenges and create strategies for critical upcoming negotiations. Through her consulting, Professor Medvec has helped many executives and sales leaders achieve incredible success in high-stakes negotiations. In this session, she will highlight the ten tactics that have led to her clients’ success and teach you how to use these strategies. 

John DiJulius, www.johndijulius.com
Creating World Class Customer Service

President, John DiJulius consulting • Founder and CEO,
John Roberts Hair Studios and Spas
Author of: Secret Service: Hidden Systems That Deliver Unforgettable Customer Service.

Customer Service is back with a vengeance. It’s the key growth concept for 2007 – because word-of-mouth marketing can make or break your business. John DiJulius has literally written the book on creating a world-class service experience. Take your business to the next level using the same proven strategies he has used to grow his John Roberts Hair Studio and Spa to an award winning, $4 million business. DiJulius will share: The 10 non-negotiable principles of customer service vital to growing your business; strategies to identify what customers really want – not what you think they want; and ways to “walk your talk” 24/7, to exceed expectations during every customer contact. John’s dynamic, insightful session will give you the tools you need to deliver service so superior, it makes price irrelevant. 
Laura Ries, www.ries.com
Exploiting Divergence to Achieve Market Dominance

President, Ries & Ries
Co-author of: The Fall of Advertising and The Rise of PR and The Origin of Brands.

What’s the most effective way to create a new brand in today’s marketplace? Laura Ries, together with her father, partner and co-author, renowned marketing strategist Al Ries, made the marketing world sit up and take notice with a startling answer to that question. Their controversial work, The Origin of Brands, forms the heart of Laura’s riveting presentation. Using thought-provoking logic and impassioned delivery, Laura Ries will reveal: How to push beyond gaining mere market share, to creating profitable, new markets; the five immutable branding laws you must use to focus your business and increase your profits; ways to narrow the scope of your business – for surprising revenue gains; and what best-practices branding shares in common with the pioneering work of Charles Darwin. After this lively, informative session, you’ll see why Ries has established herself as a go-to voice on marketing matters for Fox News Channel, CNBC, CNN and ABC World News Tonight.
Randy Schwantz, www.thewedge.net
Driving Organic Growth with The Wedge Sales Culture

Founder, President & CEO, The Wedge Group™
Author of The Wedge: How to Stop Selling and Start Winning and How to Get Your Competition Fired
(Without Saying Anything Bad About Them) 

In demand as a speaker, coach and consultant, Randy Schwantz has taken the sales training world by storm with The Wedge®, his innovative selling system based on winning business away from incumbent vendors. He has coached hundreds of companies and thousands of sales professionals in the US and Canada to take sales growth to a higher level. In a lively, colorful style unique to this West Texas native, Schwantz will reveal why conventional sales methods fail to cut it in today’s complex market. Boost your firm’s sales – and profits – by understanding: the 3 relevant players in every single sales scenario; how to generate more revenue from top clients; and ways to unseat incumbent suppliers (without resorting to criticism). Randy Schwantz will equip you with the best practices and actionable tools you need to achieve increased sales in a forward-thinking, growth environment.
Erik Darmstetter, www.salesby5.com
Innovative Sales Growth Strategies

Founder and CEO, Sales by 5 • Ernst & Young Entrepreneur of the Year • San
Antonio Business Journal’s “40 Under 40” 

What’s a truly new idea worth to your business? Chances are it’s pricelesswhen you want to sell more, increase profits and dominate your market. Erik Darmstetter shatters the ceiling of tried and true with his innovative and creative take on growing your small or mid-market company. Erik will share: Surefire, new ways to turn “warm leads” into hot sales; how to forge an unbeatable service team ready to exceed customer expectations – even in the face of increased demand; and how re-branding and “secret shopping” could catapult your business growth by as much as 200%. Gain critical insights that will turbo-charge the power of every sales and marketing strategy in your arsenal. 

Cameron Herold, www.1800gotjunk.com
Turning Junk into Profit

COO, 1-800-GOT-JUNK? 

Cameron Herold needs no introduction. As one of the principle architects of the 1-800-GOT-JUNK? brand, Herold is COO of company now known as “the FEDEX of junk removal.” His unique understanding of brand marketing and PR has helped grow this entrepreneurial venture into the $119 million company it is today. Herold has overseen the company’s exponential growth from a modest, Vancouver-based business to one with a presence in nearly every major North American city. A sought-after speaker among entrepreneurs worldwide, his high-energy approach to growing a business is contagious. Herold’s innovative strategies have received attention from Associated Press, Bloomberg, the Wall Street Journal, New York Times, Fortune and many others. 

Dave Kurlan, www.objectivemanagement.com
Raising Expectations, Elevating Performance

Founder, Objective Management Group, Inc.
Author of: Mindless Selling and Baseline Selling: How to Become a Sales
Superstar by Using What You Already Know about the Game of Baseball. 

In today’s uncertain economy, can your sales people step up? If not, you risk losing market share, profits and hard-won growth. With more than 30 years of experience in all facets of sales training, management and consulting, Dave Kurlan knows how to identify and coach sales superstars. His eye-opening presentation reveals exactly what it takes to build a top-flight sales team who will grow your company’s profits. In this engaging, interactive session, Kurlan will shed new light on: Hiring sales professionals who can overcome the increased resistance in today’s marketplace; how the hidden strengths and weaknesses of your salespeople influence profit; and ways to accurately predict future sales revenue, once your A team is in place. Leave with tools you can integrate immediately – at any size business, in any industry. 

Verne Harnish, www.gazelles.com
Marketing Savvy for Fast-Growth Firms

CEO of Gazelles, Inc. • Founder, Young Entrepreneurs
Organization (YEO)
Author of: Mastering the Rockefeller Habits: What You Must Do to Increase the
Value of Your Fast Growth Firm 

Sales and Marketing are not one in the same. Sadly, many fast-growth companies ignore marketing strategy entirely, in favor of immediate – and sometimes overwhelming – sales demands. It’s a shortsighted error you can’t afford to make. To grab and keep new customers continuously, a dedicated marketing effort is crucial. Based on insights from many of the world’s top marketing experts, Verne will share ways to launch a powerful marketing effort that yields long-term success. Discover: The key approach Regis McKenna used to drive marketing during meteoric expansion at Apple, Intel, and Genentech; how to distinguish key sales metrics from key marketing metrics; and must-have technologies that will turbo-charge your marketing process. An engaging, dynamic speaker, Verne will offer a use-it-on-Monday plan for enhancing marketing strategy in your fast-growth environment.
Mar. 30, 2007

Brain Can't Multitask; On-Site's Quarterly Awards; Kiwanis BHAG video; Checklist of Habits – quarte

"...keeping you great" Ten Minutes with the Growth Guy 
HEADLINES: 
FRIENDLY REMINDER -- Please take five minutes and do a quarterly check-up on your company -- every 90 days it's vital to review the 10 point "Rockefeller Habits" checklist of disciplines that make for a well-managed company -- here's the link to the checklist -- just do it and pick one or two items on which to focus -- see next Headline.
Brain can't multi-task very well!!! -- if you read just one article this week, read this NY Times piece summarizing new research on the limits of your brain to multi-task. This is the article I've been waiting for! Less is more. Focus is key. ONE THING AT A TIME! And email is killing us -- you must answer it just once an hour, not every few minutes! And you can only handle a few big projects at a time. It's all here in this article!

Notes Rene' Marois, a neuroscientist and director of the Number Information Processing Laboratory at Vanderbilt University, the human brain, with its hundred billion neurons and hundreds of trillions of synaptic connections, is a cognitive powerhouse in many ways. "But a core limitation is an inability to concentrate on two things at once," said René Marois. 
A recent Microsoft study found a group of Microsoft workers took, on average, 15 minutes to return to serious mental tasks, like writing reports or computer code, after responding to incoming e-mail or instant messages. They strayed off to reply to other messages or browse news, sports or entertainment Web sites. "I was surprised by how easily people were distracted and how long it took them to get back to the task," said Eric Horvitz, a Microsoft research scientist and co-author, with Shamsi Iqbal of the University of Illinois, of a paper on the study that will be presented next month.

Speaking of single minded focus -- Rob Parker, new CEO of Kiwanis International, shared with us at the last Growth Summit his BHAG of 1 million members by the 100th anniversary of KI built around the theme of "Mission Possible." He then held a Million Member March in January. Here's an excellent video clip of that announcement posted on their website -- a way to keep the BHAG and Theme alive and visible. Watch it as a model for what you might do to bring your BHAG and Theme alive -- 

Invitation from Rob Parker -- CEO Council for Kiwanis. At the tender age of 91, Kiwanis is reinventing itself to respond to the needs of a next generation of leaders. With a fresh approach to leadership development, Kiwanis is equipping men and women to serve as leaders in their families, careers and communities. Kiwanis CEO Rob Parker told me he would like to hear from executives of growth firms who are willing to serve on a CEO Council to help guide Kiwanis through this remarkable transformation. Rob can be reached at rparker@kiwanis.org
On-Site's Quarterly Employee Recognition -- Notes Chris Canada, CEO of On-Site, an IT services firm, "we spend almost 25 percent of our quarterly meetings recognizing people which include annual acrylic tombstones for people and they love them. We etch the number of years of service into the reverse side for the tenure, translating the years of service into number of days." It's given to each employee whose annual tenure falls within that quarter. Here's a link to a photo of the plaque. They get these plaques from Jennifer Owens, 512-970-6388, jowens@boundlessnetwork.com. Ask for "L Custom 4" x 6" x 1" with Embedded 2 color Acetate & Laser Engraved on Back."
Trimester vs. Quarterly Priorities -- again, speaking of focus, it's that time for most people to set quarterly priorities. However, many firms are finding it better, given the rhythm of their business, to do this once every four months. At Gazelles, we have three distinct seasons -- Jan - May; June - Aug; Sept - Dec. Do what works, but do set a handful of priorities. 
"If your only goal is to become rich, you will never achieve it." John D. Rockefeller. John Anderson, whose wife had me read "Titan," Rockefeller's biography, sent me this quote. Seems getting rich wouldn't be the best single focus! Pick a focus each day, week, quarter, year, and 10 years!
EDUCATION:
Please join us for our Rockefeller Habits Workshop in Atlanta, GA on June 5-6, and our workshop in Washington, D.C. on June 12-13 
Join the Gazelles Sales & Marketing Summit April 24-25 in Atlanta GA, and the Gazelles Growth Summit October 23-24 in Las Vegas NV


Rockefeller Habits Workshops
Bombay, India May 9
Bangalore, India May 10
Hyderabad, India May 11
New Delhi, India May 14
Kuala Lumpur, Malaysia May 17-18
Atlanta, GA June 5-6
Washington, D.C. June 12-13
Great Game of Business with Jack Stack
Springfield, MO
Apr. 5, 2007

150 Candidates Line Up for Aquire; Sourcing Employees; India Tour

"...keeping you great" Ten Minutes with the Growth Guy 
HEADLINES: (Theme -- sourcing employees)
Sourcing employees article -- Mike Frommelt, Principal and Co-Founder of KeyStone Search (and new EO member) authored an excellent and short article on sourcing employees -- complete article under DETAILS below -- take five minutes and scan this article. Thanks Mike.

150 deep at booth for job fair -- Lois Melbourne, CEO of Acquire, participated in a MBA summer job fair and had candidates lined up 150 deep. Corporations like Wells Fargo, TI, Bank of America and others kept coming to her booth and asking "who are you guys and what did you do???"

Inspired by Trench Safety -- a while back I shared Trench Safety's recruitment brochure. Based on their brochure, Melbourne designed one for Aquire -- here's a link to download a copy. 

Best Places to Work in Texas -- noted Melbourne, "We did no advanced marketing prep for the job fair. The students had done web research on the company prior to the job fair (as any candidate we would consider hiring does these days). On the web site they found two things they said impressed them: 1. our customer list; 2. our award for "Best Places to Work in Texas" -- here's a link -- this is why it's important to apply for these awards!

"Remarkable" word of mouth -- "At the job fair we started handing out the brochures to the candidates we spoke to that really clicked with us. We started getting people coming to us asking for the brochure and telling us it was impressive, which told us people were showing it off elsewhere in the lobby or in the job fair," described Melbourne. 

Bragging rights -- concludes Melbourne "I believe this type of positioning will be more and more important to the newer generation of workers coming on board. They want to respect their employer and what to be able to brag about the workplace environment."

Speaking of sourcing employees -- I'm going on my first tour of India: Mumbai, Bangalore, Hyderabad and New Delhi May 9 -- 14. I'll be leading one-day Rockefeller Habits public workshops hosted by Bob Potini with E Gen Solutions.

EDUCATION:
2 Days. 5 Key Topics. 8 Speakers. Attend the Gazelles Sales & Marketing Summit April 24-25 in Atlanta GA

Rockefeller Habits Workshops
Bombay, India May 9
Bangalore, India May 10
Hyderabad, India May 11
New Delhi, India May 14
Kuala Lumpur, Malaysia May 17-18
Atlanta, GA June 5-6
Washington, D.C. June 12-13

Great Game of Business with Jack Stack
Springfield, MO
Gazelles Growth Summit October 23-24 in Las Vegas NV 

DETAILS:
Sourcing: The Missing Link to Great Hiring
All CEOs interested in growth aspire to fill their teams with "A Players". Unfortunately, despite the many books and articles on how assess and evaluate talent, hiring the best every time can still be elusive.

One key reason is the lack of attention, or lack of understanding, of one of the most critical pieces of great hiring: Sourcing. If you are not fishing in the right body of water, you will never land the trophy.

Like many things in business, good sourcing starts with the right mindset. 

The Mindset:
Recruitment is a sales process, not a human resources process. Don't get me wrong, I'm not putting down the HR community. Certain HR types can make great recruiters, but they are generally trained to screen and assess, not source. Ask yourself this, "Is my HR person able (or even willing), to pick up the phone tomorrow, call one of our competitors, and solicit their VP of Sales to leave that company and join ours?" If not, you have a screener, not a sourcer. Recruiting is a sales function. It is the process of "selling" the vision of an organization, and convincing a candidate to "buy" (join the company). Because it is so similar to sales, an easy way to illustrate the recruiting process is through the 100 year old, tried and true "sales continuum". (diagram below).
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For recruitment, the continuum represents the entire pool of "minimally qualified" candidates in any particular region or industry, for an open position. 

Always available
On the far left are the people who are always ready to move. You know the types, 25 cents more an hour and they're gone, never been happy with any employer, no employer has ever been happy with them, etc... These are the first to apply when you put your feelers out. They scan Monster and Career Builder from their employer's PC and apply for your job, using the other guy's equipment. They will do the same thing on yours, if you hire them! 

Never available
On the far right are the never candidates. You can't move them from their current position, even with a crowbar. They love their employer, have golden handcuffs, work two minutes from home, etc... 

Maybe available
The middle section represents the maybes, the people who may move, if they are presented the "right" opportunity. This could be more responsibility, a better working environment, a chance to be a part of something really exciting, etc. Every individual has their own hot buttons.

Where the A Players are
Studying the continuum, you will quickly see where A Players generally reside; Toward the right, closer to the "Never" category. Why is this? Put simply, these people are successful in their current companies. They may not be 100% happy, but they keep their nose to the grindstone, work hard to succeed, and are generally paid accordingly. Also, they are highly regarded by their co-workers, giving them a sort of "first among equals" status. Basically, everything you would love them to be in your company. These people do not scan the classifieds, or Monster, they work hard all week and spend their free time with family, significant others, etc... If they do become extremely unhappy, they simply take a few of the recruiter calls coming in regularly, and confidentially explore opportunities.

So, how do you get to them? The following are six ways to start sourcing more A Players.

1. Write "exciting" and "descriptive" ads -- Verne Harnish gives some great examples on how to do this on Gazelles.com, so I won't repeat it here, but do make sure you include information regarding culture and values. Good people move for culture, not money. Studies have shown that great people look for three things in their employer 1) "Where are we going 2) "What is our plan to get there" and 3) "How do I factor into that plan". If you can't paint a compelling picture of your corporate vision and culture while answering those questions, you will not be very successful in luring A Players.
2. Build a recruitment database. Let all employees know that the organization is committed to talent, and that you are always recruiting, even if you have no official openings. Any time you or any of your people, go to an event, bring back as many names/titles/information as you can and enter them into a database. Also, make sure all your vendors and customers are in that database, as they can be great referral sources. For a small company, you can use Outlook or ACT! to manage this very inexpensively.
3. Get a sales minded individual to manage recruitment. Once you have a database, you need someone to call potential candidates. Again, this has to be a person with a strong sales orientation, who is not afraid to make cold calls. I suggest if you are adding people quickly, you may want to pull someone from your sales group to handle recruiting. Of course, you still have to pay them like a salesperson. This will quickly raise the number of A Players coming across your desk. TopGrading by Brad Smart reminds us that only A Players will hire other A Players. The same is true of referrals; A Players more often refer A Players. As you build your database, develop a method of identifying the A Players in their respective fields and industries and call them first.
4. Don't rely on personal networks: Nearly every CEO I know believes they have a wide, diverse, and willing network capable of producing almost anything with a few phone calls. Although this may be true for getting tickets to the big game, when it comes to recruitment, its simply not enough. Take this example: As an executive search consultant, when I recruit on a C-Level position with regional parameters, I will make an average of 150 targeted phone calls. For example, all CFOs with manufacturing experience in a three state area. For a search with a national scope I will often make 250-300 calls. These calls generally result in 12-15 candidates strong enough to interview. From there, 4-6 will be strong enough to present to my client, and usually only one or two will ultimately be worthy of an offer after evaluating cultural fit, skillsets, track record and potential for growth. Here's the eye opener - only about 10% of the people I will contact in that initial round of 150- 300 calls will be a part of my existing "network" or database. The rest are developed through original research and start out as pure cold calls. I spend the majority of my work life talking with executives, yet my "network" only accounts for 10% of my calls on any given search! Even if you have 200 A Players in your network, you cannot possibly know enough people to give you a complete scan of any major market or industry, as it relates to a particular position. You must rely on the networks of others to ensure you have evaluated the whole field of talent.
5. Be "broad" when asking for referrals: When you call (or your recruiter calls) and asks for referrals, do not ask "Who do you know that can fill our Director of Marketing job?" When asked this question, people automatically try to think of others they know who are "looking." The truth is, A Players, are never really "looking." Ask instead, "Who are the very best Marketing people in XYZ Industry, or Anytown, U.S.A.?" This question they can usually answer with a few relevant names. Let them know you will not be using their name when you call these people. This will maximize the number of referrals you will receive. If you have a good, sales oriented recruiter, they will create interest in the role and your organization when they reach those A Players.
6. Get your culture aligned before starting an employee referral program: 
Formal employee referral programs rarely work. Most of the ones offering trips, cash or the like are desperate attempts to create candidate flow into an unattractive environment. The truth is, if your culture is not healthy, invigorating and well aligned around your core values, employees simply will not refer A Players. I do not know many people who will "sell out" their best friends and top colleagues for a trip to Tahiti, or $2000 in cash. Remember, A Players are nearly always currently employed and have done well for themselves in their careers by making smart moves. If there is not a compelling reason to leave their current employer (usually cultural in nature), they will hold tight. There are many great resources available on cultural/values alignment, including Gazelles.com, The Rockefeller Habits and jimcollins.com, just to name a few.
Of course, all of these suggestions will only provide results if they are part of both a well thought out plan and sincere intent to hire the very best. Many companies I encounter claim to be "all about talent" but then refuse to make sourcing a priority in terms of time and/or dollars. Sourcing, and overall recruiting, is like anything else - what you get out of it will be a function of what you put into it. 
Happy Hunting!

Mike Frommelt is Principal and Co-Founder of KeyStone Search. He is also a new EO Member. KeyStone provides executive search services to CEOs who know the power of a well aligned corporate culture. mikef@keystonesearch.com, www.keystonesearch.com


Sign up for Verne's Weekly Insights 


Apr. 12, 2007


The Three Most Important Pages Ever Written In Business
"...keeping you great" Ten Minutes with the Growth Guy 
HEADLINES: (Theme -- the "Council")
NOTE: Following is my latest "Growth Guy" syndicated column entitled "The Council: The Three Most Important Pages Ever Written in Business" -- please take ten minutes and scan the article -- thanks.

The three most important pages ever written for business leaders are pages 114 -- 116 in Jim Collins' landmark book Good to Great. It's a bold statement, but I've seen the transformational impact on leaders and their growth companies when the concept on these pages is implemented. 

It was key to putting $160 million in Richard Kay's pocket; it's been critical in helping Brian Scudamore manage the growth of one of North America's top franchises; it repaired Lance Pederson's executive team; it aided Lee Prosenjak in designing their new dance studio and Scott Mesh in solving a major staffing problem; it helped Larry Weinberg win two prestigious national awards; and it's already brought Nick Arrigan closer to his children. 

This simple concept even underpinned one of the most successful U.S. college football seasons for a rookie coach in 2006 and was something that drove the success of the wealthiest entrepreneur of all time. What Collins outlines on these three pages are the eleven characteristics of what he calls "the Council." 

Unlike the standard executive or management team meeting that's a weekly staple of most companies, this additional meeting is aimed solely at giving council to the CEO. It's not about consensus building; it's about generating "talk time" in an era when executives have been driven to silence by technology and left to solve problems via email.

It's about generating conversations around what's vital to the success of the business and helping the executive team discover and face "the brutal facts" as Jim Collins so aptly describes in Good to Great.

Structuring Success
"Players that shoot foul shots the same each time, make a lot of shots," notes Richard Kay, co-owner of the NBA Washington Wizards and founder of OTG Software. "The same in business. I felt my most important job was creating a consistent structure for being successful."

And successful they were. Launched in 1992, Kay's data management software firm grew to 450 employees with 12,000 customers, including more than 1,000 credit unions and over 500 hospitals. Going public in 2000, OTG was acquired by Legato in 2002 for $403 million, of which Kay owned 40%. Legato was then acquired by EMC for $1.3 billion while Kay was on the board of directors. 

Underpinning this success was a simple meeting and accountability process that started with a 7am breakfast every Monday morning, including most Monday holidays, at the Bethesda Marriott Suites across from OTG's offices in Maryland. From the day Kay started OTG until the day it sold, he and his executive team stuck to this routine.

"The reason we met so early on Monday was we knew we were up against a lot of smart, well prepared competitors," recalls Kay. "This early start to the week motivated us to prepare and helped us generate excitement as the company grew. And some of the best conversations occurred on the walks over and back from these meetings."

Following Kay's "council" breakfast were a standard set of management, sales and marketing, software development, and finance/accounting meetings that often took the executive team (and department heads as they grew) through to lunch. 

The key is that they had this additional breakfast meeting that was more open ended, giving the top team a chance to talk through the challenges facing the company every week. I sat in on some of these meetings and observed as Kay's team would debate, laugh, discuss, decide, and most importantly, talked openly and candidly with no set agenda. The more tactical issues were then handled during the follow-on functional meetings.


The STORM
1-800-GOT-Junk? is one of the fastest growing franchises in North America, adding 110 of their 315 franchisees in 2006 alone. Key to driving and managing this growth is a weekly 3.5 hour STORM (STrategic Operational Review Meeting) attended by a nine- member Leadership Team -- CEO, COO, CFO, VP IT, VP Strategy, VP Operations, VP Call Center and Director of People. 

"We meet to engage in dialogue and debate focused on our Strategic Plan," explains founder and CEO Brian Scudamore. "We'll discuss and debate opportunities 6 months to 3 years out, a lifetime when your business is growing rapidly. We really try not to argue to be right but debate to really ensure we all get our fears and worries out on the table."

"Sometimes the discussions just continue to further align us in our goals and strategic opportunities facing the company. We have a set of Norms that we try to follow and respect to make the meeting as productive, focused and respectfully contentious. Considering the level of debate there is a ton of respect too."

"The cool part about this STORM meeting is that we never get into any other issues. It's always strategic. If we have more tactical or urgent issues to discuss they are always held at other times," concludes Scudamore. 

What Scudamore and his team understand is that if you want to move faster you have to pulse faster. Whereas most teams moving as fast as Scudamore's would exclaim there is no way they can take this much time each week to meet, Scudamore knows that the strategic issues must stay top of mind and be continuously tweaked.

Executive Team Health
Pat Lencioni, author of the best seller Five Dysfunctions of a Team, emphasizes the importance of a team being both Smart and Healthy -- Healthy defined as having a level of trust and understanding that allows conflicts to surface among the team members.

"The state of our relationship as a management team wasn't very good," describes Lance Pederson, CEO of Oregon-based Convergence Networks. "I think secretly each of us had issues with one another in more ways than one." 

So starting in January of this year, Pederson, his business partner, and the VP of Sales and Marketing started meeting every Thursday morning at 6:00 AM at Sheri's, a local breakfast joint near their offices (they've recently switched to Friday mornings). 

"At first I would say that our conversations weren't the greatest but we kept showing up each week," explains Pederson. "Eventually what started to happen was that we began to talk more and more about the future of the company and the things that we would like to see happen."

One recurring topic was how they would be able to bring on five new employers a day. "This is when I finally understood the term ‘blue sky' -- some of the things you come up with are pretty wild but if you can pull them off they would totally work," recalls Pederson. 

The team then started to spend more time just talking about one another when they were younger and the crazy things they did. Lencioni has emphasized the importance of team members doing just this to develop a deeper level of understanding and trust.

"We would talk about our families and stuff like that," notes Pederson. "Now for most that probably doesn't sound like a big deal but I just so happen to be one of those guys that is pretty much dead serious all day long at work." The informal breakfast setting worked out better for Pederson because he didn't feel pressure to have to discuss strictly business -- he knew that his team would have time to cover the tactical issues of running the company in a more formal meeting later on in the day. 

"I could go on and on at how beneficial it has been for us, but the bottom line is that we are more connected as a management team in every facet. We no longer spend countless hours debating the semantics of a point. We accept each other for who we are because we know each other at a deeper level than we previously did," explains Pederson.

"As we all know running a great company starts at the top. If your management team isn't on the same page then the rest of the organization doesn't stand a chance." 


Major Decisions
Lee Prosenjak, founder of Colorado-based Cherry Creek Dance, started his Council October of 2006. Rotating breakfast places Friday mornings at 7:45am so they don't get bored with the menu, they'll often bring in an expert to help facilitate the discussion.

"We invited in a real estate broker one morning when we knew we were going to talk about where to move our location," explains Prosenjak. "The whole team was then a part of the planning process, engaging in a blue sky conversation to design the perfect new space. In speaking with the broker afterwards, he walked away with as much from the discussion as we did from him."

Scott Mesh, co-founder of Los Ninos, a New York-based provider of early childhood services, has tackled similar big issues at their Friday lunch meeting. Separate from their Monday morning management meeting, though with the same management team, the purpose is to dig into one topic deeply a bit more informally. 

"The goal is to get to the bottom of big hairy problems," notes Mesh. "For instance, last summer we lost five case managers over a change in their Service Coordination (SC) Plan and compensation plans. That got our attention!"

Mesh used their Friday lunches to talk through and reexamine every aspect of the compensation plans, core values, and management of the staff and decided to create a new Senior SC position. This new position provided an additional salary step with added responsibilities, allowing Los Ninos to "hire up" and provide a career path for their existing SCs. 

"Morale turned around 180 degrees," beamed Mesh. "And we're growing significantly again. Many of the issues facing our firm need significant talk time, which you have to schedule or it just doesn't happen."


Longer Sessions
Larry Weinberg's executive team has had lunch every Monday for the past several years, following their management meetings. And he credits these luncheons to why his McLean, Virginia-based firm, BOWA Builders won National Remodeler of The Year in 2006. These meetings were also critical in designing and maintaining the kind of work environment that led to Weinberg being named one of the "Best Bosses" in the U.S. by FORTUNE Small Business magazine in 2005.

In fact, they've found the informal strategic discussion time so valuable that they no longer consider lunch once a week enough. "With the pressures of the day and the interruptions of the waiter, we sometimes come away frustrated," notes Weinberg.

As a result, they started scheduling quarterly CEO council retreats. "Sometimes we combine them with an industry conference or an educational event. Two of the retreats are just all day talk time away from the office," explains Weinberg. "It's too numerous to describe all the concrete ideas we've hatched during these sessions -- just know they've been crucial to our success."


A Long Walk
For Nick Arrigan, Senior Account Manager of New Jersey-based Vega Consulting Solutions, the idea of the leadership "council" spurred him to start weekly walks with his children individually. Recalling his first week, Arrigan shared "it was like a typical sappy Broadway review. We laughed, we cried, it was amazing."

It was another weekly walk that was behind the successful first season for Bret Bielema, coach of the Capitol One Bowl Champion Wisconsin Badgers college football team. Following in the footsteps of the legendary Barry Alvarez, who took the Badgers to eight bowl wins in 16 seasons, all eyes were on Bielema, the second youngest coach in U.S. college football.

Though Alvarez and Bielema talked frequently, every Thursday Alvarez and Bielema took a scheduled hour and half walk. Noted Bielema, in a Wisconsin State Journal interview "During the season, it was about games that weekend, matchups. I'll usually go in there with a couple thoughts, questions to bounce off him about the direction of the program. We've really become good friends, more than anything else."

And when Alvarez asked if it was OK if he missed the Capitol One Bowl game, since he was doing color commentary for the Fiesta Bowl on the same day, Bielema responded affirmatively, so long as they still did their Thursday walk -- which was scheduled on a Saturday to keep it two days before the game like in the regular season.

Now that's sticking to a routine! 

I hope the pattern of success is apparent. Like John D. Rockefeller's daily luncheon with his directors, getting regularly scheduled talk time is crucial to the success of your company. Locate your copy of Good to Great and get a "council" in place.
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Billionaire Advice; Why Toyota Might Lose; Radical Change Requires Radical Stability; the A3 and Val

"...keeping you great" Ten Minutes with the Growth Guy 
HEADLINES: (what I learned up at MIT this week)
Radical change requires radical stability -- Robert "Jake" Jacobs was our first presenter in the Advanced Business Program I chaired up at MIT. He explained "why" the Rockefeller Habits of meeting rhythms and quarterly themes are so important. They provide a kind of stability that most employees need if they are to deal with the change leaders of growth firms are often thrusting onto their organizations. This is why it's said "if you want to move faster, pulse faster." The more you change, the more stability you need.
Use paying-labor vs. paid labor -- Jim Gilmore, author of "The Experience Economy," suggested we all think of things in our business where we could get people to actually pay to do some work for us (THINK -- working dude ranches and Dennis Tito paying $20 million to fly into space). In fact, there's a company called Vocation Vacations where you pay to work i.e. as an evening bartender in a British Pub for a week. Gilmore himself uses paying labor to help organize their annual "ThinkAbout" event. Here's a link to more info on paying-labor including a link to Gilmore's article on the subject -- what about having people pay a contest fee to submit their designs for your new packaging?
99% of processing time is wasted -- Guy Parsons, co-founder of the Lean Institute, delivered a fast-paced workshop on applying Lean to all our companies -- the Toyota method we must all use so we can double revenue with the same number of people. Two key tools are Value-Maps and a one-page form called A3. Value-Maps let you document that a billing process that takes three days might only have 14 minutes of actually labor being performed -- the best Value-Map booklet is "Learning to See" by John Shook -- here's a link to learn more and purchase --
"Rocks" or Priorities need more detail -- the biggest criticism I receive about the One-Page Plan is that there needs to be some additional worksheets to help people flush-out the details behind their individual "Rocks" or Priorities. I've found the answer!!! Its Toyota's A3 one-pager (named after the European equivalent of an 11 x 17 sheet of paper -- the same as the One-Page Plan). Here's a link to see a completed A3. In addition, here's a link to templates and info about A3s -- stay tuned for more info 
Why Toyota might lose -- Jim Womack, co-author of the original book about Toyota "The Machine That Changed the World" which was just re-released, wrote a piece on Toyota and why they might lose -- if you read just one article this week, read this one -- it's below under DETAILS (reprinted with permission).
Scarcity focuses the mind -- Evan Chrapko co-founded one of the top technology firms in Canada, DocSpace, selling it for almost $600 million. They turned down an offer of $12 million for the company when they barely had enough food to eat. The VCs visited their home furnished with furniture from dump heaps and walked past the garden where they were growing some vegetables. When the VCs asked "but don't you need the money" his answer was "we can live like this forever." Side story -- one of the MIT participants is funded by one of the top VC firms in the U.S. His BMW had broken down, so he borrowed his mothers old Acura. He still has it years later. When the VCs visited him, he took them around in the Acura and saw him have to open his door to pay tolls since the drivers-side window doesn't work. The VCs were impressed. All his time and resources are directed at the business.
Alex d'Arbeloff, co-founder of multi-billion dollar Teradyne, concluded our executive program with a very simple piece of advice. In the 37 years he built and operated Teradyne he would pick one specific project each year that he would spearhead -- a pet project he thought would help take Teradyne to the next level. Looking back, it was these specific projects that had tremendous impact. What is the one personal initiative you're going to spearhead in your firm? This is often different from the #1 priority for the company. For me, it's writing another book in 2007. Last year it was recruiting Patrick Thean to run Gazelles.
EDUCATION:
Join us at the Gazelles Sales & Marketing Summit April 24-25 in Atlanta GA, and the Gazelles Growth Summit October 23-24 in Las Vegas NV
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Hyderabad, India May 11
New Delhi, India May 14
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Atlanta, GA June 5-6
Washington, D.C. June 12-13
Great Game of Business with Jack Stack
Springfield, MO
DETAILS:
Latest Note from Jim Womack, founder of The Lean Institute:
Simon & Schuster has just re-issued "The Machine That Changed the World," which Dan Jones, Dan Roos, and I co-authored 17 years ago. Doubtless, our publisher has noticed the current Toyota boom when any book with "Toyota" on the cover sells.
Fortunately, Machine is still the best description of the complete Toyota business system - product development, supplier management, dealing with the customer, fulfilling orders from raw materials through production, and management of the global enterprise. It still has a story to tell. As new CEO Alan Mulally remarked to Ford employees when he arrived in Detroit last fall, it is the best summary of why Toyota is winning. 
But in fact Toyota has already won. It's just a matter of totaling units sold and revenues during 2007 to know exactly when to transfer the industry leader's jersey from GM to Toyota. Much more important from a business standpoint, Toyota won the profitability race years ago.
The interesting question for the future is not the precise day Toyota wins but how Toyota can lose. The conventional wisdom is that it may fumble on quality (as evidenced by recent recalls) or go soft on costs or stumble in trying to make Lexus a truly elite brand or fail to gain a stable production and sales base in the emerging markets of China and India.
And these could happen. But if they do they will be symptoms, not the root cause. Toyota's real challenge for the future is to introduce and sustain lean management and lean leadership at every point in a rapidly growing organization.
It's sobering to realize that many new employees at Toyota read Jeff Liker's "The Toyota Way" and Jeff and Dave Meier's "The Toyota Way Field Book" (which every lean thinker should read as well) to try to understand the company they have joined. Toyota's traditional way of creating managers by hiring them straight from high school or college and carefully coaching them over many years to become seasoned Toyota-style leaders is being severely strained by Toyota's breakneck growth rate. There are too many new pupils and not enough mature teachers as Toyota opens new plants, engineering centers, and supplier development groups across the world.
Toyota's great risk, the way it can lose, is that its new managers and the managers in its new suppliers will revert to the old, mass-production mentality of the companies or schools they have come from. If this happens, Toyota's management performance will regress toward the mean. Instead of moving the whole world to embrace lean management, Toyota will become just another company. And that will be a tragic failure for us all.
What does Toyota need to teach its new lean managers? Obviously, the specific methods (tools) for conducting production, product design, supplier management, and sales are important. But these are the easy part. The heart of the lean manager's knowledge is strategy deployment originating with senior managers, A3 problem solving for line managers in the middle of the organization, and standardized work for primary supervisors near the bottom.
And at every level Toyota needs to teach its managers to utilize these concepts by going to the gemba. There, they need to lead by asking questions about the true business problem, the current condition causing the problem, a better condition (that is, a better process) that could address the problem, who must do what when to achieve this new condition (the future state), and what evidence will show that the problem has been addressed.
This means managing the organization's value-creating processes (value streams) by asking highly informed questions rather than managing results at the end of the reporting period. (The latter is simply another form of end-of-the-line quality inspection.) And it means avoiding a resort to orders on what to do next when matters seem to be getting out of hand.
Issuing crisp orders is the natural instinct of any boss. Indeed, most bosses seem to think that by virtue of their experience and authority, they should be able to solve any problem lower in the organization. But orders from the boss rather than informed questions take away the lower-level managers' responsibility for solving problems. They start a vicious circle in which lower-level managers wait to be told what to do by higher-level managers who are much further from the gemba where value is created and who inherently have less - not more - knowledge of the best thing to do. 
Compared with the rest of us, Toyota has one major advantage. It never acquires companies or facilities. It expands by opening "greenfield" operations in new locations. So if it finds that it can't grow lean managers at the same rate as sales it can simply slow down. And my bet is that Toyota will slow down if it senses that its management values are being diluted. 
The rest of us face a harder problem. We already own and operate "brownfields" that urgently need a transformation in their management. Slowing down this transformation simply makes us fail faster!
In summary, Toyota can fail and if it does the root cause will be a failure to propagate its management system. We can also fail. And if we do the root cause will be a failure to transform our outdated mass-production approach to management. Thus it turns out that we all face the same challenge!
It follows that all of us in the Lean Community need to learn from each other about the best way to create lean managers and lean leaders. I'm happy to report that sharing our experience will be a key objective of the Lean Enterprise Institute as we begin our second decade next fall. We don't want anyone to fail.
Best regards,
Jim
Jim Womack
Chairman and Founder
Lean Enterprise Institute
P.S. For years -- and again in recent weeks as I have been speaking at lean conferences in Australia -- readers have come up to me to say that "Machine" was a great book about factories. And I hope this is true. But anyone who says this didn't understand the book. "Machine" is about factories and it is also about manufacturing more broadly. But it's much more important contribution is to describe for the first time a complete, lean business system, a new way of managing multi-function organizations that is relevant to any organization creating any type of value.
I'm hopeful that original readers will now give "Machine" a fresh look and that a new generation of readers will discover the book and read it for lessons on lean management going far beyond its lessons for lean production. Dan, Dan and I have written a new Foreword and Afterword for the re-issued book to place it in historical perspective and to describe what we've learned in the years since it was published. And I autograph every copy from our web-based bookstore at www.lean.org. Feel free to forward this message to suppliers, customers, or colleagues who are implementing lean - or should be.
If this e-letter was forwarded to you, visit LEI <http://www.lean.org> to subscribe. Just click the "Join" button on the right to get a free subscription and access to all the valuable content about implementing lean principles in production and service value streams.
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Trumps Harvard; iPhone fails; Name price first; Never email proposals
"...keeping you great" Ten Minutes with the Growth Guy 
HEADLINES:
Trumps Harvard -- we had many experienced CEOs and executives that have been through the Harvard negotiation courses (purportedly the best) who raved that Dr. Victoria Medvec's (Northwestern University) detailed 10 step process for handling complex negotiations clearly trumps anything they had learned before -- she is the Jim Collins of Negotiation, backing up her approach with solid research and "in-field" experience since she's often the chief negotiator on multi-million dollar deals. She was the opening four hour workshop this week at the Sales and Marketing Summit -- following is a summary of top ideas from the faculty:
Name price first! -- There are six steps that must occur before you name price first. However, what is clear from the research is that whoever names price first achieves one key objective -- strengthening the relationship instead of damaging it. By letting the other person name price first, in most cases what you're countering with is subtlety saying "that your product, service, business, etc." isn't worth what you think it is -- and for many this can be downright insulting. By offering price first, you put the other party in the position of countering. This is very, very important and the opposite of what most of us were taught.
Make offers face-to-face or via phone -- NEVER send in your proposal via email, fax, or mail. First, this prevents you from being rejected outright without the ability to defend your proposal. Second, synchronous communication lets you gauge reactions immediately and make adjustments if necessary. Third, pushing for all synchronous communication (face-to-face or phone) can shorten lengthy negotiations from months to days -- again, she has the real world experience and research. And she showed us how to get around the purchasing agent, even when the RFP explicitly states you can't talk to anyone but the purchasing agent.
Reactive vs. proactive service -- Randy Schwantz, author of The Wedge, drove home the point that what most of us call "great service" (which is generally a key differentiator when you're not strictly the low price competitor) is really just reacting to customer issues as they come up i.e. "hey, if it breaks we'll fix it in 24 hours, etc." What we need to do is bundle all these "service" pieces into a proactive service offering, give it a name like "Gold Service" and use it to truly differentiate our offering from the competition.
Challenge sales candidate in first interview -- Dave Kurlan, CEO of Objective Management (for 30 years the leading sales organization assessment tool used by professionals around the world), emphasized the importance of making the first interview with a potential sales candidate a challenging event i.e. act like the kinds of customers they will encounter on first sales calls -- rushed, making them wait, not overly friendly, guarded -- and see how they react in the first five minutes of the interview (great sales candidates will figure out what you're doing and actually enjoy the challenge). The second interview then is the "good cop" interview. He suggested renting the movie "Antitrust" and watch the great recruiting scene.
iPhone will ultimately fail -- Laura Ries, author of "Branding," made a strong case for why markets diverge instead of converge, giving growth firms the opportunity to pick new niches within a specific industry i.e. within technology, something IBM used to own in total, Microsoft now owns the operating system, Dell/HP the PCs, Oracle the databases, and IBM just services. Thus she predicts the iPhone will have limited success. Like her, I see business people with a phone, PDA, and iPod because each does its job superbly whereas combo units (note the death of TV, DVD combo units) have to sacrifice key aspects to integrate. 
The answer is yes...now what is the question? -- John DiJulius, author of "Secret Service," wowed us with his motivational presentation style while delivering concrete substance on driving superior service. We walked through an exercise where we outlined several key situations in our businesses where we're tempted to say "no" and how our teams should handle without saying "no." I loved the Disney example where a child that was a ¼" too short to get on a ride, but had waited in line for an hour (despite the various warnings about height restrictions) leaves the ride operator in a huge bind of having to say "no." Instead, they are instructed to give the child a certificate that lets them cut to the front of the line the next time they visit Disney and are tall enough. How much is that child going to bug their parents to come back to Disney!!! Brilliant solution. You can find similar solutions in your business.
2008 Sales and Marketing Summit -- next year's Summit, with a whole new faculty, will be April 22 -- 23, 2008. We've not picked a location, but you can lock in the dates. And so many of the CEOs attending, like always, wished they had brought more of their team. Hope to see you teams next year and this fall at our Growth Summit October 23 -- 24 in Las Vegas.
May. 3, 2007
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"...keeping you great" Ten Minutes with the Growth Guy 
HEADLINES: (Emergence vs. Divergence vs. Convergence)
Laura Ries/Seth Godin "Smackdown" -- the "iPhone failure" piece last week generated a lot of response, including a note from Seth Godin, the world's top marketing guru. He's made a prediction, including number of units sold, that the iPhone will be a success and has challenged other marketing gurus to a wager -- he specifically highlights Laura Ries' comments. Here's a link to Seth's blog and Laura's counter blog 
iPhone will end up being an excellent PDA -- but you'll still need to carry at least two devices! -- In the "for what it's worth" category, my response to the iPhone debate is under DETAILS below -- convergence loses once again. And I share my prediction on which company I think might be the real winner in all this iPhone mania.

YouTube -- 1-800-GOT-JUNK's Daily Standup Meeting video -- if you want to see a successful daily huddle, here's a link. It's been a key tool for driving their rapid growth. "If you want to move faster, pulse faster."

"If the answers are yes, don't ask...just do it!!" -- Randy Nelson, co-founder of NSTAR Global Services (www.nstarglobalservices.com), which provides staffing solutions to the semiconductor industry, has empowered employees to makes decisions based on "if the answers are yes" to five questions:
1. Is it right for the customer?

2. Is it right for NSTAR?

3. Is it ethical?

4. Is it something for which you're willing to be accountable?

5. Is it consistent with NSTAR's basic beliefs and values?

BTW, this is the kind of rules-based approach that creates "Emergent Systems" of management -- more about this breakthrough approach to managing a company at the Growth Summit in Vegas -- thus Emergence wins over Convergence and Divergence!
Multi-tasking debate -- Michael Caito, CEO, Restaurants-on-the-Run, encouraged me to look at this recent Inc. article that seems to contradict the assertion that we can't multi-task. 
Multi-tasking surgeons! -- My response: "It's not that we don't have to multi-task a lot of the time, it's just that we also all need some focus time. I know people that essentially get no uninterrupted time -- that's what is bad. Give your priorities 30 -- 60 minutes per day of uninterrupted time (hey, you don't want your surgeon multi-tasking on the job!) and then you can multi-task your heart out the rest of the time." FYI, Michael let me know that he's implemented a "15-30 minute ‘most important thing first' routine himself."
Rockin' 2007 -- Mark Lancaster, CEO of Employment Group, sent me some photos of their latest quarterly theme, where the executive team is representing a different band each quarter. Check out these "KISS" photos. The key to a successful quarterly theme is having a question you pose to the organization every day. Notes Lancaster "we accomplished our 5 priorities for Q1, achieved 105 percent of our Critical Number and continue to recruit and develop ‘A' players with the focus of our daily question ‘How many ‘A' players have you hung out with or talked to this week?'"
EDUCATION:
Develop the fundamental habits that make it easier to grow. Join the upcoming Rockefeller Habits Workshops available in these locations: Bombay, India May 9, Bangalore, India May 10, Hyderabad, India May 11, New Delhi, India May 14, Kuala Lumpur, Malaysia May 17-18, Atlanta, GA June 5-6, Washington, D.C. June 12-13
Join us for the Gazelles Growth Summit October 23-24 in Las Vegas NV
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Washington, D.C. June 12-13
Great Game of Business with Jack Stack
Springfield, MO
DETAILS: 
Here are my thoughts on the iPhone debate:
· I was having drinks with Bert Quigg in Vancouver last night (Quigg has become THE premier high-end residential builder in Canada with his latest billion dollar plus project just underway) and discussing the Godin/Ries Smackdown when he pulled out both his Trio and Motorola Razor. I asked him why he carried both and he said because the PDA phone is just too hard to dial (as I found), isn't as good a phone to hear and be heard, etc. -- and his contacts are in both. At our Sales Summit, several companies acknowledged that their sales people carry both as well for the same reasons. 

· The PDA really needs a bigger screen which the iPhone has but the phone needs to be smaller -- that's the divergence. Therefore, I think the iPhone will actually be a just a smaller computer while the phone functions are moving more to the Plantronic-type ear devices which will communicate with the PDA (yes, I've adopted the Cyborg-look myself courtesy of a gift from Mike Faith, CEO of Headsets.com) -- so we'll still have two devices requiring two chargers, not one! That's Laura Ries' point!

· Most PDA/phone people find the Bluetooth devices necessary so they can be looking things up on the PDA (and doing email) while talking on the phone. And these Bluetooth headsets are becoming as inexpensive and feature rich as phones.

· Thus, two devices -- phone and PDA!!! 

· BTW, same with camera phones -- just a fad. Laura Ries pointed out that fads are typified by rabid and rapid sales that then fall off, whereas solid technologies have more of a traditional exponential ramping in sales. Case in point, Mike Faith, CEO of Headsets.com, wanted to take a photo with Laura Ries -- now this is one of the most high tech guys I know and he has a camera phone -- but he brought out his small digital camera to take the photo. Each device does its job the best and what makes for a great phone by definition doesn't make a great camera -- in fact, my wife has a camera PDA yet LOVES her high end, full size Canon M20 -- she takes 500 times (literally) the photos than she does from even her small digital camera.

· Conclusion: iPhone is poorly named, it will do well initially and morph quickly into a handheld Mac, and the Headsets.com and Plantronics of the world will be the "phone" distributor and manufacturers of choice. And like high end stereo equipment, we'll own and use a separate camera, PDA, and phone -- three devices from three separate companies to do three distinct jobs.

May. 17, 2007

Live Forever; Lessons from India; Body Warranty!; Business Plan Contest for Gazelles

"...keeping you great" Ten Minutes with the Growth Guy 
HEADLINES:
June 11 deadline -- FORTUNE Small Business magazine's pro-am business plan contest is now open to companies with 100 employees or less. Submit your business plan and compete against entrepreneurship students from the nation's top colleges for recognition in magazine—which has a circulation of 1 million. I will be judging the contest, along with business leaders including USA Networks founder Kay Koplovitz and venture capitalist Ann Winblad. Deadline: June 11. For details, go to www.fsb.com/showdown. 
India is a free-for-all -- 550 executives participated in my Rockefeller Habits workshops across India last week. Key impressions of executives: wicked smart, love to debate, enjoy theory, hungry for practical, organizations too flat, and understand polarities -- more on these topics, India, and their amazing Indian School of Business (ISB) under DETAILS below.
Best book on India -- in preparing for my trip, it was recommended I read "In Spite of the Gods: The Strange Rise of Modern India" by Edward Luce. Released in 2006, it's an easy read which helped me understand some important cultural nuances and history.
Ray Kurzweil's formula for never dying -- three articles caught my attention this past week -- if you can only read one, scan this one -- it's FORTUNE's latest piece on Ray Kurzweil, one of the brightest futurists and artificial intelligence inventors; father of the electronic keyboard, speech recognition, and the flat bed scanner; and founder of ten companies. He now has a hedge fund using his AI technology to recognize patterns and invest. But what caught my eye is that he's also tackling aging and has managed, at age 59, to stop the aging process and actually achieve a biological age of 40 and some hormonal and nutrient levels of someone in their 30s. 
Hospital's "catalytic mechanism" -- offers warranty! (Note: these NY Times links expire quickly, so click and grab this article). In essence, this central PA hospital is guaranteeing its workmanship, charging a flat fee that includes 90 days of follow-up treatment. Results: less likely to return to intensive care; fewer days in hospital; more likely to go home immediately vs. going directly to a nursing home. Here is a link to Jim Collins famous article on catalytic mechanisms -- you do have a catalytic mechanism in your firm?
NEVER use a book publisher to publish your book -- Dick Cavett, famous talk show host, lambastes the publishing industry in his latest blog -- this is exactly why I recommend all of you skip traditional publishers and self-publish your own book (are you writing one?)! Cavett details the real world nightmares here. You may have to sign up to NY Times Select.
EDUCATION:
Join us at the Gazelles Growth Summit October 23-24 in Las Vegas NV


Rockefeller Habits Workshops
Kuala Lumpur, Malaysia May 17-18
Atlanta, GA June 5-6
Washington, D.C. June 12-13
Washington D.C. Dec 11-12
Great Game of Business with Jack Stack
Springfield, MO
DETAILS:
· Attendees in my four Indian workshops included execs from GE and Microsoft and various growth firms. In addition, execs from two of the top five "best places to work" winners in India participated including an innovative company called MindTree Consulting.

· Indian School of Business (ISB) -- check it out -- I toured this ninth wonder of the world! Five years old, it's already Asia's largest graduate business school. McKinsey is the impetus behind the school and the board reads like a Who's Who of top Indian and global entrepreneurs including Michael Dell. Steve Jobs was a recent visitor as well. Its educational partners are Kellogg School of Management, Wharton, and London Business School. Google, Microsoft, and others have major facilities on or near the campus. I'll be back on campus in November speaking to 1200 top executives.

· Organizations are too flat -- in order to compete on a global scale, Indian firms have had to be low cost providers. To maintain this position, I found many of the Indian companies way too thin in terms of management talent, running spans of control of 15:1 up to 25:1. This is penny wise and pound foolish. Spending money on more and better mid-management talent would address the number one issue raised by Indian firms -- huge employee turnover. This was a real revelation for the audience.

· Radical Change requires Radical Stability -- in a recent insight I discussed this important polarity of Jake Jacobs. The Indian audience embraced this idea easily, given that they have the single best culture for handling polarities i.e. their entire history and philosophy is rooted in dealing with fundamental polarities: unity and diversity; super rich and super poor; passivity and aggression; left brain and right brain (something they discuss a lot).

· Going into the horn repair business -- their traffic is the loudest and craziest I've ever experienced -- sort of like the "free-for-all" I generally experienced in all aspects of their country. 

May. 24, 2007

Brain's #1 Capability; Entrepreneur is GT Racing Champ; Phil's New Coach; Suleman's Daily Huddle

"...keeping you great" Ten Minutes with the Growth Guy 
HEADLINES:
Phil Mickelson hires Tiger Woods' former coach -- more on this in a moment...
The #1 capability of the brain? Why we can learn? Hit a golf ball? Read this insight? Race a car? The answer is: Pattern Recognition. Our brains are uniquely wired to do this one thing brilliantly. Therefore, the key to mastering anything (and making great decisions fast) relies on you feeding your brain appropriate data and then letting it do its thing -- find the patterns within the chaos!
2006 GT British Race champ at age 36! Chris Niarchos, founder of Sydney-based The Cobra Group PLC , the world's leading 10,000 employee face-to-face marketing firm, joined the racing circuit late (he keynoted our Taipan: Making of Asian Giants program in Malaysia last week). The key to his mastering the sport so quickly? 1) He identified the very best racers; 2) He mounted cameras inside their race cars so he could record both their hand and feet movements; 3) He then spent three to four hours each evening studying the tapes, feeding his brain massive data so that when he was on the race course, his brain would recognize familiar patterns of the course and his hands and feet would "automatically' do what they needed to do to win -- which they did!! Simple as that, but requires a lot of data and discipline.
Whoever learns faster wins! You need a certain frequency and amount of data to recognize appropriate patterns. If you only get data once a month, it takes several months for your brain to see certain trends; if you get data weekly, then it will be several weeks; and if you get and discuss data daily, your brain will see critical patterns within days. It's not any more complicated than this, which is why companies that huddle daily and track appropriate data will out-decide firms with longer learning cycles.
Gather data from customers/employees daily or weekly. This is the power of GE's Quick Market Intelligence (QMI). This is why I strongly recommend executives talk with one customer per week and have lunch with one employee. This is why Lou Gerstner, the famous CEO of IBM, required the top 240 executives of IBM to talk with five customers per week and five employees per week. These are all mechanisms for feeding key decisions makers' brains streams of data that aids in identifying trends quicker than the competition.
90% hiring success rate -- pattern recognition is also the power behind the Topgrading interview process. The structured interview process that Brad and Geoff Smart have perfected over the decades provides the kind of consistent chronological data that helps the brain rapidly establish patterns of performance. Here's a link to their DVD training program. 
Minute-by-minute -- Razor Suleman's "To The Point" nine-minute daily huddle -- CEO of Toronto-based I Love Rewards Inc., provides the kind of rapid information sharing among their 40 headquarters staff that fuels a growing company and maintains a strong culture -- and helps the leaders see patterns of performance! Notes Suleman "We've been doing it at I Love Rewards for about 1.5 years and I can honestly say it's one of the best things we do as a company. Can't understand why all growth companies don't do it." Here's a recent article that details, by the minute, how they organize their nine-minute daily huddle. I also like his $1 penalty if you're late for the daily huddle, which goes to a children's charity, and $10 penalty if the manager isn't prepared to present their overview.

Employee Experience (EE) vs. Human Resources (HR) -- the above referenced article also discusses Suleman's views of the traditional HR function, which he prefers calling his Employee Experience function (love the name). Monthly fun rewards, extended vacation time (four weeks for a new employee), and daily communication have supported low staff turnover.
No one has ever achieved peak performance without a coach -- the battle of the coaches -- Butch Harmon is Tiger's early coach that helps propel him to #1. Tiger then fires his coach and goes it alone, resulting in his first loss of the money title in 2004 and two years without a single major's win. Tiger then hires Hank Haney as his coach, gets back the money titles in 2005 and 2006, and wins nine of his last fourteen PGA tournaments. And he sits atop the FedEx Cup Challenge.
In an interesting turn of events, Phil Michelson hires Tiger's old coach, Butch Harmon, three weeks before the Players' Cup championship (largest purse of all the tournaments, making it the informal 5th major of the season). Woods chokes (I have to think it affected Woods that Phil hired his old coach) and Michelson wins a week ago, propelling him to #2 in the world behind Woods. Watching the battle of the coaches will be as much fun for me as watching the players. Stay tuned.
Daily meetings, daily metrics, and daily input from customers and employees -- it's all about feeding the brain more frequent data points so it can do its job brilliantly -- recognize patterns before the competition, driving better decisions, and ultimately helping you win! And the right coach helps accelerate the process. Here's to mastery!
May. 31, 2007

Father's Day Appeal; June 11 Deadline; George Naddaff, the Great Founder; Become a Founding Father

"...keeping your children and wives great"
HEADLINES: (NOTE -- time sensitive material -- June 11 deadline to help your children and wives -- see below)

George Naddaff is one of the great "founders" of our time -- 77 years young, George will be teaching again in the MIT executive program tomorrow and sharing his stories of how he's launched (or found!) several well-known companies including Boston Chicken. His latest, KnowFat! Lifestyle Grill has grown to eight locations in the Boston region with 15 other national territories being built out as we speak -- he's taking on the obesity issue -- it's entrepreneurs that solve problems!

Chicken and Children -- George also launched two successful early learning center chains that eventually helped anchor KinderCare's expansion in the Northeast -- he's always had a soft spot for young people, especially children. With this passion, he's helping dramatically reduce the violence against women and children.

To all you Fathers on Fathers Day (and "founders") -- consider becoming a "Founding Father" -- join with other men across the country to advance a new concept: use Father's Day as a reminder to take a stand against violence against women and children. If your $500 or larger donation is made by June 11, you'll be included in a full page ad in the NY Times. Please see the note below from my dear friend George Naddaff -- I dedicate this weekly insight to his message.

Please take five minutes to read George's message to us Fathers -- and then act -- you'll see my name in the ad -- I hope to see many of yours -- www.founding-fathers.org!:


From: George Naddaff 
Sent: Tuesday, May 29, 2007 5:18 PM
Subject: FW: Founding Fathers Outreach

Dear Friends & Colleagues:
Please join me in planning something special for Father's Day this year. Last year I was approached by one of our investors to become a Founding Father. The idea was to join with other men across the country to advance a new concept: that fathers could use Father's Day as a reminder to take a stand against one of the most pervasive, destructive, yet largely hidden problems in this country -- violence against women and children. 

· 1 out of 5 teenage girls reports being beaten or abused by a dating partner 

· More than half of teens (57%) know friends who have been physically, sexually or verbally abused 

· 1 in 3 women will be physically or sexually assaulted in her lifetime

I never really considered ending domestic/sexual violence a personal priority because fortunately, I never witnessed it in my own home. But it shocked me to know that these statistics could easily represent any one of our own daughters, sisters, friends and family. 

Our kids look up to us as fathers, coaches, and role models. As concerned men, as fathers, husbands, brothers, and "coaches" to boys and girls, we can no longer stand on the sidelines. We must become part of the solution. 

As new Founding Fathers, we each took a pledge to dedicate ourselves to coaching the next generation of boys to be better men and we each invested a minimum of $500 in the Family Violence Prevention Fund (FVPF), the nation's leading organization working to make families strong and communities safer for all of our daughters and sons. Our investment in FVPF is already making a significant difference. 

This past year Founding Fathers helped launch the Coaching Boys into Men Playbook, a program that instructs athletic coaches on how to teach boys to channel their energy through sports and to resist violence -- on and off the field. The Playbook features "teachable moments" and inspiring quotes from champion coaches such as M.L. Carr, John Thompson, Sr., and Pat Riley to name a few. It has been adopted by UNICEF for international distribution to soccer coaches and fans around the world, and it is being used by hundreds of local community and school-based sports programs throughout the United States.

With Father's Day just around the corner, I hope I can count on you to join me by making a gift of $500 toward this year's effort. When you do, the Ford Foundation will match your investment dollar for dollar to help the Family Violence Prevention Fund (FVPF) sustain and expand programs such as Coaching Boys into Men (among others) throughout the world. 

In recognition of your support, you will be listed alongside other caring fathers in a special Father's Day Declaration in the New York Times. In the past this list has included men such as Joe Torre, Russell Simmons and Tom Brokaw, to name a few. This year will feature a particularly special message as Founding Fathers lay the foundation for a new campaign called, Give Respect. 

Give Respect is a direct response to the overwhelmingly positive public reaction to the Coaching Boys into Men program. Scheduled to launch later this year, Give Respect will engage individuals everywhere to participate in building a foundation of respect for a violence-free tomorrow. It is based on the simple premise that giving respect to one another is the ultimate tool to prevent violence against women and children. At first, Give Respect will focus on enlisting workplaces through dynamic education and involvement activities for employees. Over time, it will become a leading platform to involve corporate executives and their employees, pop culture icons and opinion leaders, and the public at large. 

By lending your name to this year's Father's Day effort and declaring your support as a new Founding Father you will have a deep and lasting impact on programs such as Coaching Boys into Men, Give Respect, and so many other groundbreaking initiatives led by the Family Violence Prevention Fund. Consistently listed as one of Worth Magazine's best nonprofits in America and recognized by Congress as the nation's leading organization working to end violence against women and children for more than two decades, I assure you that your donation will be invested wisely (and don't forget, it will also be matched $1:$1 by the Ford Foundation)!

On a more personal note, I must also say that you will take great pride in knowing that you are playing a significant role in paving the way toward new kind of society -- where decency and respect are the norm and violence against women and children is a thing of the past. 

As men, there is no question that we have a special role to play in making the world a safer place for all of the women and children in our lives. As new Founding Fathers, we now have a unique opportunity to give back and be part of the solution. Together we can make Father's Day mean even more.

Thank you in advance for your consideration. I hope you will take a few minutes to visit the Founding Fathers website www.founding-fathers.org and that you will feel free to contact me with any questions you may have about this campaign and my involvement. Please note: the deadline for inclusion in this year's New York Times Father's Day statement is Monday, June 11th.

Happy Father's Day!

All the best,

George Naddaff

[image: image2.png]



George A. Naddaff
Chairman & Co-CEO
KnowFat Franchise Co.
o: (617)787-6000
www.knowfat.com
Jun. 7, 2007

Google's Buganizer; Ask for Cash; Recruiting Cards

"...keeping you great" Ten Minutes with the Growth Guy 
HEADLINES: (Blocking and Tackling)
Google's "Buganizer" system is a model for tracking and resolving customer issues -- Google is such a well run company, period! Take five minutes and scan this June 3 NY Times article. 

Single point of accountability; Big white board; Daily reporting; Weekly meetings; Pattern Recognition -- plus three person teams -- it's all so basic -- key points from Google article under DETAILS below.

Just ask and get pre-paid -- Brad Mullahy, CEO of Raleigh, NC-based Synaptis, a leading supplier of web-based training, shared his cash story with our Rockefeller Habits workshop audience Tuesday in Atlanta. Shortly after purchasing the firm, and needing cash to fuel a turnaround, he approached AOL and asked if they would be willing to pre-pay their contract if he provided a 3% discount. The AOL manager was happy to save the 3% and since the contract was already in the budget, it wasn't a problem prepaying. Just ask!!! 

Hand out recruiting cards -- Peter Hanan, Principal with Rain Maker Consulting, noted that a high growth software firm in Ireland created recruitment cards for all their employees to hand out to anyone they thought would be a great fit for their company. Getting everyone involved relieves pressure off the HR/recruiting personnel in the company.

500 feet of pipe vs. 1500 feet of pipe -- Bob Lobos, founder of Baton Rouge-based Wolf Creek Business Growth Institute, shared how one of his clients, that is a leader in cleaning sewer pipe (someone has to do it!), recently started the daily huddle among their six senior executives, complete with metrics. Within days, the benefits of the daily huddle surfaced when the team learned that one team had cleaned 1500 feet of pipe the previous day while another team only cleaned 500 feet. The exec team immediately went out into the field to find out what was happening and corrected the situation. Noted the CEO "this kind of discrepancy would have normally been buried within monthly production numbers and likely never discovered."

Australia October 9 -- 11 -- I'll be heading back down under for three one-day Rockefeller Habits workshops -- Brisbane Oct 9; Melbourne Oct 10; Sydney Oct 11. Go to www.goforgrowth.com.au for workshop and registration information. 

EDUCATION:
Join us at the Gazelles Growth Summit October 23-24 in Las Vegas NV

Rockefeller Habits Workshops
Washington, D.C. June 12-13
Brisbane, AU October 9
Melbourne, AU October 10
Sydney, AU October 11
Atlanta, GA Dec 4-5
Washington, D.C. Dec 11-12

Great Game of Business with Jack Stack
Springfield, MO
DETAILS: 

· Blocking and Tackling -- As mentioned above, Google's process for gathering customer input and acting on it to improve their product is elegant in its simplicity -- and doesn't require a bunch of elaborate technology.

· Single Point of Accountability -- Amit Singhal, 39 year-old native of India, is the Google Fellow (i.e. one of the elite engineers) who is the designated "master of the ranking algorithms" that serve as the heart and soul of Google's search engine capability.

· Big White Board -- next to Singhal's desk, complaints from users about searches that went awry, are scrawled on the board along with graphs and various mathematical algorithms

· All Google Employees Contribute -- 100 search problems per day get submitted by Google's 10,000 employees using their "Buganizer" system -- which are routed to Singhal, someone chosen for his passion for "treasuring and cherishing every single broken query."

· Pattern Recognition -- Singhal keeps juggling the complaints on his white board, prioritizing them if they keep coming back. This provides a clean visual without a lot of fancy technology that lets Singhal see patterns quickly.

· Small Ad Hoc Team -- one of the recurring items was "freshness" (the article describes what this means) so Singhal assembled a team of three engineers to figure out how to solve -- and Google likes teams of three so they can move fast.

· Weekly Gathering -- Udi Manber, who oversees Google's entire search-quality group, hosts a weekly meeting that then reviews all major projects where Singhal presented the freshness issue and was able to take advantage of the collective intelligence of a broader group of top search engineers

· Give it a Name -- and like all Google initiatives, the freshness challenge was given a name: QDF for "query deserves freshness."

· 1,000 Little Tunings -- the key to Google maintaining their lead is this daily, weekly, feedback and focus process. 

Jun. 14, 2007

Got-Junk's PR Video; TicketCity's Blog; Matt Heinz's Books; GazellesTV Launch

"...keeping you great" Ten Minutes with the Growth Guy 
HEADLINES: (Controlling the Ink)
GazellesTV debuts -- featuring Cameron Herold (1-800-GOT-Junk "ambassador"). This is Herold's streaming video presentation from the Sales and Marketing Summit. Cameron outlines how 1-800-GOT-Junk has garnered over 4700 P.R. articles, news stories, features, etc. using a simple three step approach -- and not requiring the use of a PR firm. Click here to view this complimentary presentation (Cameron charges a lot for his speech!). And look under DETAILS below for a list of available franchise territories for one of North America's fastest growing franchises (and Australia!).
Every employee writes a blog! (Controlling the Ink part 2) -- Randy Cohen, founder of TicketCity has contests to see who is writing the most blogs in his office, helping to spread the workload. Notes Cohen, "Because of this blog, TicketCity is now ranked higher on Google and Yahoo! searches for all concert, theatre and sporting events that we sell. What that means is we come up higher on search engines when someone types in an event like Texas Longhorn tickets or U.S. Open Tennis tickets. We are also seeing an increase in our web traffic and sales. This is a big deal and I am very impressed with how a simple thing like blogging can enhance how Google and Yahoo! rate our site." Several of the posts are hilarious -- take a look at their simple and picture rich blog.
Matt Heinz self-publishes two books (Controlling the Ink part 3) -- congrats to Matt, founder of HouseValues, an online service that provides complimentary home valuations (and leads for realtors!). Publishing is the quickest way to establish yourself as an expert -- and it's the best calling card you can provide. Here are links to his two books
housevaluesbook
sellingpants
95 marketing questions answered -- did you notice Matt's second book! "Are You Selling Pants or Selling a Dream?" is his quick read book on marketing tips for business owners -- go back and check it out -- marketing is THE most needed function in most growth firms -- to both attract customers and talent. Here's the link again for "Selling Pants" 
FORTUNE Small Business blog -- can you answer some business questions? Gazelles received a short term contract to answer almost 600 business questions submitted by CNN/Money/FSB readers. We've involved many of our 70 worldwide coaching partners and various business thought leaders to help with the task. Here's a link  that includes some questions that need answers -- we would love for you to chime in with some experience sharing! 
Cynthia Kaye on setting up a War Room, Ron Huston on improving cash, and Alan Rudy on the how to use customer and employee feedback to drive priorities -- these are other complimentary videos on GazellesTV.com. 
Writing books, blogs, squidoos, and wikis -- please check out the two articles "Controlling the Ink" and "Controlling the Ink 2" in the left hand column -- these are two of the most important marketing efforts you can initiate for you and your business.

DETAILS:
Here's a list of available franchise opportunities -- happy to share in exchange for Cameron letting me post his presentation on GazellesTV -- and I know they are aggressively moving into AUSTRALIA.

1-800-GOT-JUNK
Available Territories (North America) 3/27/2007
Alabama
Auburn - Columbus, AL
Huntsville - Decatur - Florence, AL
Montgomery, AL
Mobile, AL 

Alaska (all markets sold out)

Arizona (all markets sold out)

Arkansas
Little Rock - Pine Bluff - Conway - Hot Springs, AR 

California
Bakersfield - Oildale, CA
Handford - Visalia - Tulare, CA
Inglewood - Gardena - Lynwood - Florence, CA
Victorville - Hesperia, CA

Colorado 
Pueblo, CO 

Connecticut 
Litchfield - Torrington - Watertown, CT

Delaware (all markets sold out)

District of Columbia (all markets sold out)

Florida
Jacksonville, FL 
Miami, FL
Pensacola, FL 
Ocala - Deltona, FL
Homestead - Key West, FL
Palm Bay, FL
Jupiter, FL

Georgia
Columbus, GA
Dalton - La Fayette, GA
Macon - Warner Robbins, GA
Albany - Valdosta, GA

Hawaii (all markets sold out)

Idaho
Coeur d'Alene, ID

Illinois
Chicago - Blue Island - Evergreen Park, IL
Springfield - Decatur, IL
Peoria - Bloomington, IL
Alton - Granite City, IL
Collinsville - Belleville, IL
East St. Louis, IL

Indiana
Indianapolis, IN
Muncie - Anderson - Richmond, IN
Evansville, IN 
Gary - Hobart - Merrillville, IN
Hammond - East Chicago, IN
Michigan City - Portage, IN
La Porte - South Bend - Goshen, IN
Fort Wayne, IN 

Iowa
Council Bluffs - Treynor, IA

Kansas
Wichita, KS 
Kansas City - Lawrence - Topeka, KS

Kentucky 
Louisville - Jeffersontown, KY

Louisiana
La Fayette - New Iberia, LA
Baton Rouge, LA 
New Orleans, LA
Slidell, LA

Maine (all markets sold out)

Maryland (all markets sold out)

Massachusetts (all markets sold out)

Michigan
Detroit - Redford - East Point, MI
Flint - Burton, MI
Adrian - Monroe, MI
Kalamazoo - Portage, MI
Battle Creek - Jackson, MI
Brenton Harbor - Lake Michigan Beach - South Haven, MI
Niles - Stevensville - New Buffalo, MI 
Lincoln Park - Taylor - Trenton, MI
Midland - Bay City - Saginaw, MI
Port Huron, MI

Minnesota 
Rochester - Winona, MN
Woodbury - Cottage Grove, MN

Mississippi
Jackson - Clinton, MS
Gulfport - Biloxi, MS

Missouri
Kansas City - Independence - Liberty, MO 
Nebraska 
Lincoln - Malcolm, NE 
Omaha - Papillion - Bellevue, NE 
Nevada 
North Las Vegas, NV
Reno - Carson City - Dixie Valley, NV 


New Hampshire (all markets sold out)

New Jersey (all markets sold out)

New Mexico (all markets sold out)

New York
Niagara Falls - Lockport - West Seneca, NY
Utica - Rome, NY 
Queens, NY 
Bronx, NY
North Carolina
Greensboro, NC
Fayetteville, NC 
Statesville - Hickory - Salisbury, NC
Asheville, NC 
Greenville - Goldsboro, NC

Ohio
Elyria - Sandusky, OH 
Cleveland - University Heights - Shaker Heights - Maple Heights, OH
Euclid - Willoughby - Ashtabula, OH
Portsmouth, OH
Lakewood - Parma - Brooklyn, OH
Toledo, OH
Akron - Barberton - Massillon, OH 
Columbus, OH 
Youngstown - Boardman, OH - New Castle, PA

Oklahoma
Oklahoma City - Shawnee - Norman, OK 
Tulsa - Broken Arrow - Claremore, OK 
Edmond - Yukon - Bethany, OK

Oregon (all markets sold out)

Pennsylvania
State College - Altoona, PA 
McKeesport - Johnstown, PA
Washington - Waynesburg, PA
Monroeville - Ford City, PA
Erie, PA
Rhode Island (all markets sold out)

South Carolina (all markets sold out)

Tennessee
Memphis, TN
Knoxville - Maryville - Morristown, TN 
Chattanooga - Cleveland, TN 
Smyrna - Lebanon, TN 
Southhaven - South Memphis, TN

Texas
Dallas, TX
Irving - Farmers Branch - University Park, TX
Beaumont - Port Arthur, TX
Mesquite, TX
Cedar Hill - Waxahachie - Lancaster, TX
Cleburne - Burleson, TX
Arlington - Grand Prairie, TX
Fort Worth - Benbrook, TX
Denton - Flower Mount, TX
Houston - Pasadena, TX
Alvin - Pearland - Angleton, TX
Kingwood - Channelview, TX
Friendswood -- League City - La Porte, TX
Galveston, TX
San Antonio, TX 
El Paso, TX 
Tyler - Longview - Marshall, TX
McAllen - Edinburg - Brownsville, TX 
Corpus Christi, TX
Midland - Odessa, TX
Lubbock, TX
Amarillo, TX
Laredo, TX

Utah (all markets sold out)

Vermont (all markets sold out)

Virginia
Roanoke - Lynchburg - Blacksburg, VA 
Washington
Yakima, WA
Richland - Pasco - Kennewick, WA 

West Virginia
Ashland - Huntington - Charleston, WV

Wisconsin
Wauwatosa, WI 
Janesville - Beloit, WI
La Crosse, WI
Stillwater - Woodbury - Cottage Grove, WI

Alberta (all markets sold out)
British Columbia (all markets sold out)
Manitoba (all markets sold out)
Newfoundland (all markets sold out)
New Brunswick (all markets sold out)
Nova Scotia (all markets sold out)
Ontario
Brockville - Cornwall, ON
Quebec
Sherbrooke, QC

Saskatchewan (all markets sold out)
Jun. 21, 2007

Rite of Passage; Seeking Feedback; New Fall RH Schedule

"...seeking your help" 
HEADLINES: (Rite of passage for children -- need your advice)
Best 3-4 hour program for 11 year old boys in each of five areas -- I need your suggestions in these five areas: Faith, Family, Friends, Fitness, and Finances. 

Thinking of family instead of business -- I apologize that this isn't a business-related insight this week -- my head just hasn't been in the business world. It started with my wife and I attending the most humorous and insightful program of our marriage hosted by Rabbi Stephen Baars earlier this week. His program is called Bliss. Thank you goes to my dear friend (and client) Marc Isaacson, CEO of Village Green Apothecary for making the introduction.

OK, so I've been thinking of business some -- we've nailed down our schedule of Rockefeller Habits workshops for the fall -- listed under EDUCATION below.

Back to family and a transition for my son -- The Jewish community has the Bar Mitzvah and Bat Mitzvah -- a way to mark the point where young boys (age 13) and girls (age 12) become responsible for their own actions. I'm looking for a similar process for my children (we're not Jewish) -- BTW, this wasn't what Bliss is about, but it got me thinking.

Getting older younger -- and it seems I need to start this process now, given that my oldest son is turning 11 in August. I discussed this with Rabbi Baars after his workshop and he said you really have to start the process even sooner. Anyway, I'm at where I'm at. 

Hand-n-Hand -- so I met with another close friend this week and we outlined a five-year transition program we want to pilot with a group of six 11 year- old boys in August. The rough outline is under DETAILS below. I could really use your feedback, insights, experience, and thoughts.

Therapy Fund -- and hey, please tell me if I'm being overly prescriptive. Being the children of a teacher is almost as tough as being the children of a preacher -- but do know our children have fully funded therapy funds!

EDUCATION:
Join us for the Gazelles Growth Summit October 23-24 in Las Vegas NV

Rockefeller Habits Workshops
Columbus, OH Sept 21
Brisbane, AU Oct 9
Dallas, TX Oct 9
Melbourne, AU Oct 10
Raleigh-Durham, NC Oct 10
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Great Game of Business with Jack Stack
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DETAILS:
Here's a quick overview of what we've come up with so far as the beginning of a transition process for our 11 year old sons:

Code Named -- "Hand-n-Hand" -- we must offer our hands to our children and guide them through this critical period

Purpose to provide a five-year guided transition for young boys and girls -- age period 11 -- 16

Kick-off week of August 27, 2007

Frameworks (five fingers):

1. 5Fs -- Faith, Family, Friends, Fitness, and Finance

2. 5 ways to pray -- Father (God), Family (Immediate), Family (Church), Family (World), Self

3. 5 Bodies -- Physical, Mental, Emotional, Casual, Spiritual

4. 5 years

Description:
Over the next five years, provide a process that helps our children discover their own understanding of Faith, Family, Friends, Fitness, and Finance and initiate some lifelong habits that help them keep these five aspects of their life strong and balanced over time. 

(FYI -- the 5Fs came from a presentation I saw decades ago by James Hansberger, one of the top investment advisors in our country. He shared his simple model of priorities -- and yes, he suggests they are in order of importance -- and I've never forgotten them. In fact, I've used his model to plan my personal priorities each year for the last two decades.)

In the process, reinforce a simple method of prayer using the five finger model Pastor Dave Norman has suggested.

And along the way, help our children develop an awareness and skills for maintaining a healthy "body" in line with the five bodies -- physical, mental, emotional, casual, and spiritual.

Details:
Six Boys: (figured I shouldn't list the names in this email)

Name: Something better than Hand-n-Hand -- something that signifies the transition and would be cool for kids.

Initial Program: We're making this up as we go. As Jim Collins says, the key is finding the right Who -- a key person to help guide us in each of the five areas. And we know it has to be fun and challenging, hands-on, outdoors, various settings, non-competitive, emphasizing teamwork and collaboration.

Proposing that we take the week of August 27 to kick-off the program -- it's the week before school starts and a good time to get the boys back into a structured routine of getting up early and "working." Thinking of running each program from 7am -- 10:30am -- they say the key to mastery is "3 hours/day" -- each session structured into two 90 minute sessions with a break in-between. Another option is 10:30am -- noon, lunch, then 1:00pm -- 2:30pm -- this is actually when they say boys are most receptive to learning. They would then still have the rest of the afternoon and evening to do what they want.

· Monday -- Faith -- Dave Norman is key guide -- involve reflection time, maybe out at camp.

· Tuesday -- Family -- ? is key guide -- the whole family is involved.

· Wednesday -- Friends -- ? is key guide -- the six boys do some structured activities together like building a go-cart, ropes course, egg drop, emphasize teamwork.

· Thursday -- Fitness -- Steve has an ex-Marine friend that might be guide.

· Friday -- Finances -- I suggested the Eyres program -- boys get allowance equal to what we spend on them and they pay for everything moving forward -- checking account, etc. -- they put together a simple budget, decide what they are saving for, and decide on a charity to support with 10%.

And obviously, if key components of each of the five can be built into the activities of each of the five, that would be ideal. For instance, the boys stretch each morning and sit in reflection time for five minutes. They'll be with friends all week, so that is self-reinforcing. Tithing can be discussed during Faith and they can put together a quick budget for the activities each day -- something like this to support Finance. And their fathers representing Family will be walking side-by-side doing the activities (hey, the competition could be between the boys and their fathers -- ala "Can you beat a fifth grader!").

Follow-on:
· Weekly -- Each day of the week could represent one of the 5 Fs

· Once Every Two Months -- Mini-session? Reinforce one of the 5 Fs every two months

· Once a Year -- Repeat the one-week process

· Age 13 -- Big event like a Bar Mitzvah celebration

Again, I could really use your feedback, insights, experiences, and thoughts.

Jun. 26, 2007
Beat a million CEOs to the punch; 12 MUST READ business books; Gates Think Week

"...keeping you great" Ten Minutes with the Growth Guy 
HEADLINES (June 30 deadline to beat a million CEOs to the punch -- see below)
12 MUST READ books listed below -- OK, I've lost many of you already. Your "tower of guilt" is already six feet high in your office -- filled with books, magazines, trade journals, and articles just waiting to be read. There is an easy solution to reading the 12 books I list below -- a way for your executive team to learn together.
Defeating the Peter Principle -- this famous principle, where people have been promoted beyond their ability, plays itself out more rapidly in growth firms. In my 25 years of educating executive teams of growth firms THE reason a particular exec doesn't make it is they've simply failed to learn faster than the organization or industry is moving. And no tougher decision is made by a CEO than having to replace a trusted exec who hasn't kept up. Us members of YPO, EO, Vistage, Inner Circle, Renaissance and other CEO groups get regular educational opportunities -- it's important we provide the same for the rest of our executive team. 
Bill Gates "Think Weeks" -- twice a year Gates secludes himself with his own tower of reading material. He's repeatedly claimed that these sessions have been critical to helping him navigate the turbulent waters of his industry. And those that have read Malcolm Gladwell's book "Blink" know that having a great "gut feel" for making a decision actually requires reams of information that's been piled into your brain over time.
Read these 12 books or come spend two days in Las Vegas at the Gazelles Growth Summit and hear them speak October 24 -- 25 -- consider it a "mini-Think Week" for your executive team. 
Best seats to those that place down a $250 deposit first* -- since its Vegas we're expecting a crowd to rival the 20th anniversary EO conference that immediately follows. We have space for just 600 executives. The balance of the fees aren't due until 30 days before (in turn your credit card balances won't come due until after the conference -- we know you have to protect your cash!).
1 million CEOs will receive their FORTUNE Small Business magazine the end of this week -- and the first full page ad runs for the event in the July/August issue. FORTUNE's conference division is back as the main host -- this event is just one of five major events they host worldwide. I want to give my readers a chance to grab preferred seating before these ads run (they'll run the next four months) -- here's a link to the ad.
Here are the authors and their books:
Geoffrey Moore -- Crossing The Chasm: Marketing and Selling Disruptive Products to Mainstream Customers; Inside the Tornado: Strategies for Developing, Leveraging, and Surviving Hypergrowth Markets; Dealing with Darwin: How Great Companies Innovate at Every Phase of Their Evolution; Living on the Fault Line: Managing for Shareholder Value in Any Economy 
Dr. Robert Cialdini -- Influence: The Psychology of Persuasion
Fred Reichheld -- The Loyalty Effect: The Hidden Force Behind Growth, Profits, and Lasting Value; The Ultimate Question: Driving Good Profits and True Growth 
Paul Orfalea, founder of Kinkos -- Copy This!: Lessons from a Hyperactive Dyslexic who Turned a Bright Idea Into One of America's Best Companies
Steven Berlin Johnson -- Emergence: The Connected Lives of Ants, Brains, Cities, and Software; Everything Bad is Good for You
Kaihan Krippendorff -- The Art of the Advantage: 36 Strategies to Seize the Competitive Edge
Verne Harnish -- Mastering the Rockefeller Habits: What You Must Do to Increase the Value of Your Growing Firm

Here's a link to detailed information on each of these speakers -- all top in their respective fields.
Come spend two days in Las Vegas October 23 -- 24 and fill your brain with the latest in business thinking -- a way to read 12 important books to fuel your business.
SPECIAL NOTE TO EO Members -- bring your team to Las Vegas for two days, then send them back and stay on for EO's 20th anniversary celebration which starts the same afternoon we finish the Growth Summit. And if this is too long to be out of the office (hey, the measure of a leader is the performance of their company in their absence!) -- send your team to the two day without you -- they'll get a couple outstanding days of education and you can follow with the EO University.
*Larger teams get the best seats. Seats for teams of equal size are assigned based on earliest date of registration.
Jun. 28, 2007

Blue Clover Theme Video; Catapult Best Place to Work; Dell Sponsorship; RH Checklist

"...keeping you great" Ten Minutes with the Growth Guy 
HEADLINES: (Themes and Checklist)
Blue Clover's theme video and photos -- next week starts the second half of the year -- a great time to launch a year-end theme or your next quarterly theme. With the help of their Gazelles' coach Erik Darmstetter, Blue Clover, San Antonio-based leader in digital and traditional branding, launched a 15 month "Las Vegas" theme. Here's a link to their theme video and check out their website -- very well done as you would expect. BTW, all the founders are under age 30.
HARD ROCK Café lends a hand -- Notes Darmstetter, CEO of Sales by 5, "I picked up a giant box of keys, brochures, napkins, matches, coasters, and gift shop items from the HARD ROCK café in Vegas...they loved the idea and were awesome to work with to give us tons of free items. The artists at the Blue Clover "got it" and did a great job. There are posters on the restroom doors, in hallways and all tied in with what they must do each quarter for the theme." Here's a link to photos of the theme collateral. 
High touch chart -- Darmstetter also helped them create "high touch" charts/dashboards that measure how many customers have remarked about their service. Their purpose is: "Creating remarkable experiences." Notes Darmstetter "they filled their chart with industrial magnets designed to apply to graphics laminated to metal. No dead deer on the walls, just charts, charts, charts."
Catapult Systems takes 1st Place in "Best Place to Work" -- congrats to Sam Gardner, CEO of Austin-based Catapult Systems, a Microsoft technology consulting firm. Noted Gardner "I thought you get a kick out of the core values, vision, and TopGrading references in our Austin Business Journal article about our company taking first place in the local "best places to work" competition." This is their second year to receive this local prestigious honor. Here's a link to the article.
It's time again to review the Rockefeller Habits Checklist -- like pilots pre-flighting their plane, I beg you to take fifteen minutes with your team and see how many of the habits you now have in place from the list of 10 Rockefeller Habits -- do this at your next weekly, monthly, or quarterly meeting. The key is just picking one or two to focus on in the next 90 days. Here's a link to the checklist.
Dell signs on as sponsor of the Las Vegas "Growth Summit" -- we're excited to announce that Dell will be one of the lead sponsors. We're obviously inviting Michael to speak.
Jul. 12, 2007
Big Oops!; Container Store Sold; Ron Hollis Book; PCI Survey

"...keeping you great" Ten Minutes with the Growth Guy 
HEADLINES:
BIG OOPS -- the CEO of Catapult Systems, the company named the best place to work in Austin, is Sam Goodner (a close friend whose name I butchered in my last insight -- I was even in Sam and Caroline's wedding!). At the very least I could have had some fun and referred to him as Sam Caskey, referring to his equally famous wife Caroline Caskey, who just sold her firm Identigene, the leader in "whose your daddy" paternity testing. Or if I really wanted to have fun, I could have referred to him as Sam Goodnerd -- as everyone knows he is! My apologies Sam.
The Container Store sold July 6 -- speaking of best places to work, Kip and Garrett's 39 store retail chain has perennially been in the top 10 best places to work in the U.S. this entire century (OK, it's been just seven years!). Leonard Green & Partners, a private equity firm, made the acquisition for an undisclosed sum -- here's a link to an article with more details (you may have to register)-- thanks to Rich Manders, AutomationSolutions, for the heads-up.
National Private Company Survey -- mirroring the Public Company Quarterly survey, the Private Company Index (PCI) is conducting its quarterly Private Company Survey. This three-minute survey captures company perceptions in some key financial areas. PCI index numbers and data are regularly reported by Forbes.com and other financial media; add your voice for the "traditional" financial & investment community to hear. 
Get Products to Market Faster -- Ron Hollis, Ph.D., President and CEO of Atlanta-based Quickparts took me up on my CEO challenge to write a book. Entitled "Better Be Running!: Tools To Drive Design Success" the book is focused on helping companies get products to market faster and under budget. You can read about it at www.betterberunning.com. Under DETAILS below Ron outlines the process he went through to write and publish his book.
Summer is a great time to start writing YOUR book -- there is no better P.R. tool.
EDUCATION:
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DETAILS:
Following is Ron's note detailing his book writing process:
As you know, writing (and completing) a book is an interesting and uniquely challenging project.
I used a "writing consultant." Since this was a blend of technical and business topics, I would write the copy and have the professional writer review and significantly edit and/or challenge the content. We would write and re-write until we had the wording to the point where it was very understandable to her AND professionally written. She was very valuable to the process as she helped me stay on a schedule AND provided active criticism throughout the book. Her fees were only $10,000 and the total book investment was approximately $15,000 to get to print.
How long did it take...it was faster to have my son! Seriously, it took about 10 months. I started writing about the same time as we conceived, so it was race and Mother Nature won.
I did self-publish. I had one opportunity to publish with a technical publisher but felt the book would be better served if I could control the process.....with self-promotion and Amazon, the world of publishing seems very accessible today.
My life plan had me writing my first book after I sold my first company and was sitting at the beach looking for my next gig. However, after our last MIT class, I realized that I needed to have 2 books in me (one now and one later)!!
Thanks, 
Ron
Jul. 19, 2007

Top 10 Business Book; Sumo Wrestling Theme & Video; Greatest Economic Boom Ever

"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES:
Top 10 business book -- I'm placing a bet that Todd Hopkins (and Ray Hilbert's) just released book this week will be the first growth company CEO's book to reach the Top 10 in business books! Todd is Founder & CEO of Office Pride Commercial Cleaning Services 
The Janitor: How an Unexpected Friendship Transformed a CEO and His Company -- a quick read in the style of Pat Lencioni's famous fable books (Five Dysfunctions of a Team, etc); with the emotional impact of a Ken Blanchard/Spencer Johnson bestseller; and the insights that only the leader of a growth company can share. Todd and Ray have written a classic book for this decade and beyond -- a book that will continue to move up the bestseller list as it virals its way around the business and personal development circles.
Let's help a fellow growth company leader -- you're going to purchase this book sometime anyway, so let's all pile on and give Todd and Ray a boost this summer. Please order this afternoon. And if you can wait a couple hours (don't, if you think you'll forget -- just do it NOW), place your order with Amazon or Barnes & Noble online between 4pm and 5pm EST today (Thursday). And most importantly, order the book this week or next since the book buyers use sales during a book's first two weeks to determine future positioning. 
China's economy expected to grow north of 12% this year -- best economic growth since 1995, the entire world economy is on fire. If you read just one article this week, read Rik Kirkland's July 12 FORTUNE article entitled "The Greatest Economic Boom Ever." -- it supports the premise in my book that ALL the real money is made in the decade after the boom/bust of a new technology. You should be making hay, as they say!

Best strategy of the week -- this from Kirkland's article "Last fall he (Jeff Immelt, CEO of GE) took a list created by Boston Consulting Group of the 100 most important companies in developing economies and arrayed it into four camps: customers, suppliers, competitors, and nonaligned. "I tell my leadership team, 'Our goal for this group is to have lots of customers, lots of suppliers - and no competitors,'" he says. Again, take 10 minutes and read this article! 

Andy Bailey's Q3 Theme -- Here are some great photos and PowerPoint (and Sumo Wrestling Video!) you can download from the Q3 theme launch for Tennessee-based NationLink Wireless. Notes Bailey, President "we just rolled out the Q3 theme based on a word I got from BOG (the MIT program in which I teach) -- Kakushin. I have attached a PPT that goes through the who, what's and why's. We had Koosh balls and wild glasses to get everyone thinking about LOOKING at things differently to discover Radical Productivity Improvements... and as a reward we are hosting a Japanese dinner and renting Sumo Wresting suits for an all out assault on each other (there is a link in the PPT to a Sumo video that we played as well). Everyone was pumped up and ready to go."

Still time to roll out a theme for the balance of the year and have your team take 20 minutes and go through the Rockefeller Habits checklist -- pick a couple habits and focus on them for the next 90 days. "Routine sets you free!" 

And still time to order (and then read) Todd's book! This is enough for the week -- hope my northern hemisphere friends are enjoying the summer and my southern hemisphere friends are getting some work done (while still enjoying life like its summer, as they always do!)
Jul. 27, 2007

Critical New Protocol for Heart Attack Victims; Same Protocol for any Oxygen Deprivation Situation

"...keeping you great" Ten Minutes with the Growth Guy 
HEADLINES:
Do any of you run an effective monthly meeting involving your broader management team? I'm writing a monthly column on the importance of the monthly meeting vs. the weekly and daily and I could use some good case studies -- what you cover, who participates, the impact on the development of the management team and performance of the organization. Please email me at vharnish@gazelles.com -- thank you!
Critical new protocol for heart attack victims -- in case you didn't see this important cover story in Newsweek -- two things to remember: quickly chilling someone down to a 92 degree body temperature helps with all kinds of injury recoveries (only 200+ hospitals out of 5000 have the equipment -- find out if yours does); and more importantly, giving people pure oxygen for more than a few minutes actually makes people, whose brains were deprived of oxygen, (drowning, heart attack, stroke) crash within 24 hours -- they now know the mechanism why. Lesson, get people off oxygen quickly!! Read this article -- and I've confirmed that my own doctor has read it 
Napoleon's surgeon general first noted -- infantrymen who recovered from battle injuries lying on the cold Russian ground recovered much better than officers lying next to the warm fire. Put this in your "life's little ironies" file! As the article said, could it really be this simple?
Pure oxygen is damaging? -- Who would have thought, but it makes sense once you look at the data. This is why we must continue to challenge "conventional" wisdom. If I'm not careful, I'll start into a rant about how conventional wisdom has hurt our educational and healthcare systems -- and why we're spending more and more and getting less and less -- but I'll save you the rants. In this case, the good guys are prevailing.
That's it -- the lazy days of summer (northern hemisphere) are catching up with me -- please take the time to read this one article -- hard to lead your company if you die.
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Aug 02, 2007

Generation V; Business Videos; DealLocker

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

HEADLINES: Theme -- Web 2.0 

Todd Klein's Generation V -- we all know about "Generation X" and "Generation Y", but what to name the next generation of children. Todd Klein, managing partner of Legend Ventures, has ventured a label -- Generation V, the Virtual Generation. Here's a link to his blog where he lays out his case for the label. Like his young daughter, my young children are likewise addicted to www.Webkinz.com. I think Todd has really nailed the trend, something he must do as he makes early stage investments in New Media, telecommunications, and information technology firms. Take five minutes and read his blog.

David Cornblatt uses YouTube to promote his business -- people are searching YouTube for information just like Google -- or at least getting to YouTube via Google. As such, David Cornblatt, CEO of OLS Liquidation Advisors, shot a couple videos last week and posted on YouTube -- cost was under $1500. They also give him short information videos he can use on his website -- take a look to see how he positions these videos. 

Here are links to the two pieces on YouTube -- and if you feel its worthy, give his promo piece a 4 star rating -- he would appreciate it!!

The informational piece
The promo piece
Entrepreneurs love to get deals on purchases -- share coupon codes via www.DealLocker.com. Jonathan Lieberman is back! One of our early, early clients, most of you have seen his "Fast and Furious" Focalex theme video which I've been showing for years in our Rockefeller Habits workshop. He sold Focalex and traveled the world with his wife Soyan. Upon returning, they settled in Solano Beach, CA and Lieberman launched DealLocker -- a place where "friends help friends get deals" through coupon code sharing. Below under DETAILS Lieberman outlines the new company and makes a plea for some help/promotion -- worth reading for ideas on how to promote your own company -- Jonathan understands how to rank high on places like Google. 


EDUCATION: 

Join us for the Gazelles Growth Summit October 23-24 in Las Vegas NV

Rockefeller Habits Workshops
Columbus, OH Sept 21
Brisbane, AU Oct 9
Dallas, TX Oct 9
Melbourne, AU Oct 10
Raleigh-Durham, NC Oct 10
Sydney, AU Oct 11
Toronto, Canada Oct 11
Calgary, Canada Nov 15
Atlanta, GA Dec 4-5
Seattle, WA Dec 6-7
Washington, D.C. Dec 11-12

      2008
Portland, OR Jan 9-10 

Great Game of Business with Jack Stack
Springfield, MO

DETAILS:
Here's the note I and a thousand of Jonathan's closest friends received this week (yes, Jonathan and I also communicated directly about this!):
Hello! I am writing to update you and ask for a few minutes of your help.
Soyan and I have returned from our extended travels and have a new home in Solana Beach, a coastal community just north of San Diego. Soyan is looking for a job in science and I have a new company called DealLocker.com.
Deal Locker is dedicated to the concept that "friends help friends get deals". It is a place to find and share online coupon codes. When you buy something online, and you see that empty little coupon code box on the check out page, we can help! Deal Locker is a database of coupons for thousands of online stores.
Need a coupon for a specific store? Just type in any store and we'll show you all the coupons we have. Don't have a specific store in mind? Search our coupons by topic or just browse your favorite stores and see what deals you find. We have thousands of coupons, but this sort of site gets better as more people use it, and that's where I'd like to ask for your help.
BUT HOW CAN I HELP?
Funny you should ask... :)
1. MOST IMPORTANT: Spread the word and help build links!

2. Think of us when you go shopping.

3. If you get a coupon code, submit it.

HOW TO SPREAD THE WORD AND BUILD LINKS:
(and generally accumulate massive good karma)
If you don't use social bookmarks, have a blog, or a myspace page: Please send this to your 5 most connected friends and ask them to help.
SPREADING THE WORD WITH SOCIAL BOOKMARKS:
If you are web 2.0 sort of person and you know what digg is, please digg us today (we are trying to make the first page).
If you don't know what digg is, just skip this, but in brief it is a popular site where the tech community votes for favorite pages.
http://digg.com/tech_deals/Coupon_Codes_that_Work
If you use:
Stumble Upon,
Del.icio.us,
Netscape social bookmarks
Reddit or any other social bookmarking site please add us! Include keywords like: coupons, coupon codes, promo codes and shopping. Generally heaping praise on us is much appreciated too.
BLOG ME, BABY...
Do you have a blog? If you do and you'd like to write a post about the site that would be really appreciated. I am happy to help in any way I can, but as a start I offer up the following headlines as inspiration:
Never Pay Retail
Seven Seconds to Saving Some Scratch
Shop like Paris Hilton without a Trust Fund
Now you can save money and help your friends.
Stop being mocked by the empty coupon code box.
What everybody ought to know about shopping online.
How I Learned to Stop Paying Retail and Love the dotCom.
If that is too much effort maybe you could throw a link up that said: "Coupons" or "Coupon Codes" or "Never pay retail" or "My friend has this awesome site to help you find coupons when you shop online."
ONLINE FORUMS
If you are active in any online forums where it would be appropriate to mention the site or to include a link please do. Obviously, please don't do anything spammy, but there is often a way to include a link to the site (or to a single store coupon page) in a way that it is a useful contribution to the forum. We have seen several links from forum posts occurring naturally.
TELL YOUR FRIENDS:
You don't have to email everyone you know about the site, only those people who like to save money.
Thanks in advance, I really appreciate your help and I hope to catch up with you more (or see you in person) soon.
Warmly, Jonathan
Aug. 9, 2007

Defying Gravity; Summer Cash; Big Foot; NextStep Magazine
"...keeping you great" Ten Minutes with the Growth Guy 
HEADLINES:
Summer Cash! -- David Mammano, founder and publisher of nextSTEP Magazine, has always had to dip into lines of credit in the summer. Instead, his latest quarterly theme is putting a sizable amount of cash IN the bank this summer -- not just booked, but checks deposited. And it's working -- see below. BTW, they were also a 2007 "Periodical of the Year" winner. Congrats David.
Bill the whole amount upfront -- notes Mammano "Since we only publish during the school year, summers are usually a huge dry spell (AKA -- credit line time!). Our Gazelles coach Les Rubenovitch challenged us to rethink our billing system. The "norm" for magazines is to bill per issue. For instance, if a client bought our Sept, Nov, and March issues, we would bill them after each issue ran. We now bill for the whole amount upfront -- due net 15 days. Guess what? Most clients are doing it. We get the whole year's cash upfront. We've even had clients thank us for making it easier for them. They like to pay all at once and just get it done with! Who knew?! Les did -- THANKS LES!!!"
Public display of cash -- and Mammano has the entire company engaged and aware of their progress on cash. Here's a link to the "big foot" they have posted in their conference room for all to see -- even clients!! Company leaders are often too worried about letting employees and customers know what their challenges are and how well they are doing or not. Instead, this kind of thing shows vulnerability which is a key step in building trust as Pat Lencioni notes in his landmark book "Five Dysfunctions of a Team."
12 Ways to Improve Cash -- below under DETAILS is an earlier article I wrote on improving cash. It never hurts to take a weekly or monthly meetings and discuss ways you can improve cash flow. And I find that making EVERY decision with one eye on how the decision will impact cash improves overall decision making within a company -- and improves the financial health of the company.
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DETAILS:
CASH FLOW -- 12 WAYS TO DEFY THE "ENTREPRENEURIAL LAW OF GRAVITY"
Get rid of your bank lines -- Bill Ritchie, CEO of ThinkFun, and his team, focused on cash and reduced what had become a permanent $1.5 million bank line down to zero. Reduce your cash cycle days -- PPR Travel changed the color of their invoice to blue and reduced their cash cycle days by 15. Get customers to help fund your growth -- Wild Birds Unlimited accomplished this through an innovative Free Birdseed Storage program. 
Growth consumes cash -- the first law of entrepreneurial gravity -- yet all three firms mentioned above dramatically improved their cash positions while growing their businesses. Below are 12 ways to reduce your cash cycle. Gather your executive team together for 30 -- 60 minutes and brainstorm five ways you can immediately reduce your cash cycle and double your operating cash position within the next 12 months. 
And how do you know if you're generating enough cash to grow? How do you calculate a cash cycle? The best article on this subject, complete with formulas, is Neil Churchill's Harvard Business Review article entitled "How Fast Can Your Company Afford to Grow?" You can go to www.hbr.com and download a copy for $6.
Some areas of opportunity:
1. First, stop saying, "Well, this is just the way it is in our industry." 

2. Have your available cash reported DAILY with a short explanation why it changed the last 24 hours -- and chart against A/R and A/P weekly. You'll learn so much more about your business when you see how the cash is flowing on a daily basis.

3. If you want to be paid sooner, ask. Small firms are finding that large firms (and governments!!) will pay considerably faster or even prepay if you simply ask, ask, ask, ask, and ask some more.

4. Give value back for customers that pay in advance or on time -- more below.

5. Get your bills out quicker -- hire one more person in accounting to do nothing but make sure invoices are timely and followed-up.

6. Understand why your clients are paying later -- many times there are recurring mistakes on the invoice or the invoice is not structured to make it easy for the customer to reconcile.

7. Understand your customers' payment cycles and time your billings to coincide.

8. Pay many of your own expenses with a credit card so you can play the float and get your own customers to pay by credit card.

9. Help your customers improve their cash so they can pay you -- offer them leasing options, for instance.

10. Shorten product and service delivery cycle times. All of you have some kind of "work-in-progress." The quicker you complete projects, the quicker you get paid.

11. Have such a valuable product or service that you have some leverage with your customers to pay sooner.

12. Of course, improving margins and profit improves cash.

The Wild Birds Unlimited story demonstrates how you can give value back to customers for paying in advance. Consistently recognized as one of the best franchises in the country, WBU sells birdseed, feeders, and other suppliers for those interested in birds. Jim Carpenter, the founder, recognized that his customers would love to purchase birdseed in bulk, but didn't want to haul it or store it. Twice a year he offers his customers the chance to purchase a year's supply of birdseed at a significant discount, yet he agrees to "store" it for them through his Free Birdseed Storage program. Then every two to four weeks, the customer can come in and pick-up what birdseed they need. Not only does this generate a significant amount of upfront cash, but it creates traffic in the stores -- a win/win/win for everyone.
PPR Travel, a leading healthcare placement firm, hired an extra person to make sure invoices were accurate; to call hospitals to proactively find out how they each wanted their invoice structured; and to make follow-up phone calls. In addition, they hit upon the idea to change the color of their invoice from the industry standard white to blue so its noticed in the huge pile of invoices sitting on the accounts payable clerks desk. Dwight Cooper, the CEO, has received lots of anecdotal feedback from hospitals where clerks say "because we know your invoice is accurate and won't be a hassle, and we know its blue, we grab in from the middle of the pile and up it on top to be processed first."
As for helping customers improve their cash flow, back when I was selling $100k energy management systems in college, we worked with a firm to lease the equipment to companies with a monthly payment less than the energy savings we were generating. We received our money the minute the contract was signed and the paperwork reached the leasing firm. The customer actually improved their cash flow because of the net difference between their energy savings and the lease payment. And the leasing firm did a nice business with us.
I've never found a business that can't dramatically improve their cash flow. And what it takes to reduce your cash cycle almost always leads to much greater operational excellence and customer service. You don't have to cheat your customers or suppliers to achieve better cash flow. And with more cash, you sleep much better at night!
Aug. 16, 2007
Johnson Buys Success Mag; Mortgage Meltdown; Topgrading Nov 6; Book ROI

"...keeping you great" Ten Minutes with the Growth Guy 
HEADLINES: (whoever controls the ink in an industry controls the industry!!!)
Geoff Smart's Topgrading Interview and Hiring Workshop November 6 in Denver -- after taking a break for a year, Geoff is back offering a one-day "Topgrading" workshop in Denver, CO November 6. Geoff is also completing the research on a new book which he'll be releasing in 2008. It will be great to pick-up on his latest research. Here's a link to register.
Graham Weston's Fanatical Support video -- Weston's short video is now posted at www.gazellestv.com -- Weston is the CEO of Rackspace, one of the fastest growing mid-market companies in the US. The 5 minute video is from his presentation at our last Growth Summit. It's a great clip on how Rackspace established their Brand Promise and how they keep it alive -- driving the business to a $240 million run rate in 2006. And Graham's team will be front and center again with a sizable team at our 2007 Growth Summit in Vegas -- thanks Graham.
Stuart Johnson purchases Success Magazine -- founding board member of the Entrepreneurs' Organization (EO), close friend, and client Stuart Johnson, CEO of VideoPlus, has purchased 116 year old Success Magazine which he'll re-launch in 2008. Notes Johnson "For more than 100 years, Success magazine has been a well-respected publication committed to personal development and journalistic excellence. We look forward to maintaining that esteemed reputation as we move into the magazine's next phase of publication." Congrats Stuart.
The mortgage meltdown -- Steve Curnutte, past president of EO Nashville and CEO of Finworth Mortgage jumped out front and wrote a summary of what he sees is happening in the mortgage world and sent it last Thursday to 3000 customers and industry influencers. Notes Curnutte "I had newspapers call asking for quotes the next morning because the e-mail was forwarded around before breakfast. Some publications were local and some were from across the country. I had clients calling me to jump off the fence and do loans, but the business was an unintended consequence. Knowledge is power and it is meant to be shared, to inspire collaboration and problem solving, and at times, be an engine of commerce." You can view his summary and blog at http://finworthmortgageblog.com/ 
Daniel Marcos publishes book "Hogares para Hispanos" -- Marcos is CEO of Austin-based UNIKA Mortgage. Notes Marcos "you can't imagine how much it (the book) has helped me with my business. I self-published the first 1000 copies, sent out a PR Wire about the release of the book and put a link on my website to give the first 1000 away free...and 200 people have signed up in less than 2 weeks!!! I also received several calls for interviews including Univision and Bloomberg TV. I was also invited to record some sections of a real estate show that will air in Houston twice weekly. The book will pay for itself the first month...thank you for your recommendation -- it's by far one of the best things I have done to increase my business." 
Matt Heinz shares ROI for HouseValue's book -- Heinz is the Senior Director of Marketing for HouseValues, Inc. Their book "Move the Mouse and Make Millions" published this spring. Here's a quick update on the ROI according to Heinz: 
· Highest adoption of a new feature set by our customers within the first month (can't give specifics, but it was impressive)

· Tested a free e-copy of the book in new customer acquisition campaigns, and tripled our "control" response rates

· One customer (also an agent trainer) has incorporated the book (with HouseValues attributes) into his training of new real estate agents

· The book has opened up new speaking opportunities within the real estate industry, helping us extend our thought leadership

Get out there and control the ink in your industry -- write a blog, write book, launch (or buy) a magazine!! Knowledge is meant to be shared and it will mark you as an industry guru!
EDUCATION:
Catapult your hiring success rate, sign up for the Topgrading Workshop on November 6, in Denver CO.
Join us for the Gazelles Growth Summit October 23-24 in Las Vegas NV

Rockefeller Habits Workshops
Columbus, OH Sept 21
Brisbane, AU Oct 9
Dallas, TX Oct 9
Melbourne, AU Oct 10
Raleigh-Durham, NC Oct 10
Sydney, AU Oct 11
Toronto, Canada Oct 11
Calgary, Canada Nov 15
Atlanta, GA Dec 4-5
Seattle, WA Dec 6-7
Washington, D.C. Dec 11-12
      2008
Portland, OR Jan 9-10 
Great Game of Business with Jack Stack
Springfield, MO
Aug. 23, 2007

False Masculinity; Rite of Passage Update; Season of Life; Out of Control Elephants

"...keeping your children great"
HEADLINE: (Rite of Passage Update) 
52 pages of response -- my request for assistance in developing an appropriate Rite of Passage program for my children was enormous. I've posted a document that combines all the unedited feedback I received -- here's a link -- I particularly liked the Cherokee Indian story Bob Hubbard shared on page 17. It's fascinating to read all the ideas and to know that it's an important topic. Following are some highlights:
Secret Service at Home -- John DiJulius, the Customer Service guru we hosted at the Sales and Marketing Summit, who captured all our hearts when he shared the story about how his son became the U.S. wrestling champ seven years in a row, sent me a piece he wrote summarizing the activities he does with his three boys while running a business and traveling -- including Daily Journals, Surprise Day with Dad, "tickle" email notifications, and an amazing Lemonade Stand idea!! Take five minutes and scan his ideas below under DETAILS.
Season of Life: a football star, a boy, a journey to manhood -- several books were recommended which I'll list in a moment. However, the book that had the greatest impact on me (thank you Jeff Schmeck for sending me a copy) was Season of Life, a book about the famous captain of the Baltimore Colt's, Joe Ehrmann, written by the Pulitzer Prize-winning author Jeffrey Marx. It's a powerful short book that EVERY man who influences/coaches/mentors boys should read. He shares the three components of what he terms "false masculinity": athletic ability, sexual conquest, and economic success which have led to entire generations of lonely men. Ehrmann suggests masculinity is really defined by two more important aspects of a man's life: relationships and purpose. 
Number one job of a coach -- Ehrmann, besides on the circuit lecturing to pro football teams and their coaches; driving a program called "Building Men for Others"; and the founder of The Door, an organization that serves inner city families in Baltimore, Ehrmann volunteers as a coach for the top rated Gilman High School football team, which has only surrendered one conference championship since 1998. At the beginning of each practice the coaches ask the boys "what is our job?" and the boys respond "to love us." Then the coaches ask "and what is your job as players?" and the boys respond "to love each other." Powerful stuff for young men producing one of the most winning football teams in the U.S.!
Two More books -- many of you recommended I read Adam's Return: The Five Promises of Male Initiation by Richard Rohr; and Raising a Modern-Day Knight: A Father's Role in Guiding His Son to Authentic Manhood by Robert Lewis. One of my Insight reader's father, Steven Hicken, is also preparing to publish a book entitled From Boy to Man: A Practical Guide to Welcoming our Sons into Manhood. Mr. Hicken was kind enough to share an early draft for me to read. I'll let you know when it's published.
King, Warrior, Magician, Lover -- this is one of several frameworks we're going to use with a group of 11 year old boys we've gathered to start the Rite of Passage process next week. I'm convinced, after all I've read this summer, that there isn't just one framework. The 5F framework (Faith, Family, Friends, Fitness, and Finance) will anchor our program next week. And Joe Ehrmann's "relationship and purpose" framework will permeate all we do over the next several years. 
Boy Scouts -- Several Insight readers questioned whether I was simply re-inventing the wheel. Several fathers who were Eagle Scouts themselves have sons going through the process. One father credits the experience with helping his son get into Stanford. I really thought the Boy Scouts had lost much of its influence, but the more I look into it, the more I'm impressed -- a lot depends on the troop and the involvement of the father. BTW, the Boy Scouts celebrated their 100th anniversary on August 1.
Story of the elephants -- one story struck me the most in Richard Rohr's book. There was an animal preserve where a group of the male elephants started acting strange: killing small animals; crushing a VW bus, etc. What some elephant experts discovered is that through famine, poaching, and death, there were no elder male elephants around. Once a few were introduced into the herd, the young male elephants calmed down. It is quantity time that matters most. It's why you'll see me less on the road from now on. I've noticed a huge difference in my children (sons and daughter) since being home for an extended period of time.
Next week's process -- I'll let you know how it goes and will share details on how (and if we were successful) in instilling the 5Fs within a group of 11 year old boys -- the first step in a multi-year process we're designing as we go. Thank you, immensely, for your willingness to share your experiences and ideas -- I'm continually amazed at the sheer amount of intellectual capital represented by the leaders of growth firms willing to take 10 minutes and scan my weekly insights. Again, thank you.
EDUCATION:
Catapult your hiring success rate, sign up for the Topgrading Workshop on November 6, in Denver CO.
Join us for the Gazelles Growth Summit October 23-24 in Las Vegas NV

Rockefeller Habits Workshops
Columbus, OH Sept 21
Brisbane, AU Oct 9
Dallas, TX Oct 9
Melbourne, AU Oct 10
Raleigh-Durham, NC Oct 10
Sydney, AU Oct 11
Toronto, Canada Oct 11
Indianapolis, IN Nov 8
Calgary, Canada Nov 15
Atlanta, GA Dec 4-5
Seattle, WA Dec 6-7
Washington, D.C. Dec 11-12
      2008
Portland, OR Jan 9-10 
Great Game of Business with Jack Stack
Springfield, MO
DETAILS:
Secret Service at Home


By: John R. Di Julius III
Since it is the holidays I thought I would share some tricks for delivering Secret Service at home. My family and personal balance are the most critical things to me. One of my nagging fears is that I will be remembered for being a good business man. I have the following quote framed above my desk in my office for daily inspiration for the legacy I want to leave:
“I want to be remembered as a loving, caring husband
and father who happened to be a good business man.”
Like most Entrepreneurs I have a lot on my plate. I have six locations with over 150 employees. I am an author writing my second book and I have a [image: image4.jpg]


Consulting business where I spend over 150 days a year traveling doing customer service seminars. I am also a husband and father of three young boys, and a baseball and wrestling coach. When people ask me how I sleep at night, I tell them, “Like a baby, I wake up every two hours and cry my eyes out!” 
I do not want to miss a thing, a day, a moment. I want to share in all their events and I cringe at every birthday and start of new school year because I realize that they are another year older. Nothing is more important for me then to be a great father and husband. Sometimes it can be difficult with all that I do. I will admit that I have failed from time to time. That is why it was necessary for me to create habits and personal systems in order for me to be the best father I can be. 
I am the author of Secret Service, which profiles how companies have hidden systems that deliver unforgettable customer service. I travel around the world and teach organizations how to create world class customer service systems. I teach people that in order to have world class customer service, you must provide great service in four areas of your life: Secret Service to your customer, your team members, your community, and at home. I truly believe World-Class starts at home. I have to walk the talk in my personal life as well. So I created some Secret Service systems at home. I do all of these on a regular basis and I can’t tell you how much it has enriched my life and helped me be more present with my kids. 
The following are the Secret Service systems I have created for my three boys, Johnni, Cal, and Bo to gain more personal fulfillment with my children. I hope by sharing them you can borrow and recycle some that will provide you with as much joy as I get out of mine.
Daily Journals: First off, I have been guilty of leaving for work before my kids get up in the morning and coming home as they are going to bed. My wife Stacy would tell me, if I want to see them today, that I better go put them to bed. Then I would grab them, run them upstairs, brush their teeth and kiss them good night and come downstairs and start opening e-mail. This is when I realize that I totally missed out on those days and have no idea if something significant had occurred or if they needed me or my advice. I missed an opportunity to “high-five” them or give them needed comforting. 
I created journals for each one of my children. These journals are kept on their bed stands and are filled out every night before they go to bed. We start a new journal every season, fall, winter, spring and summer. The first page is the current data we collect the first day of the season. I fill out all the information and ask them questions like who their current teacher is, what sport they are playing, height, weight, favorite color, breakfast, lunch, dinner, movie, restaurant, activities, TV show, etc. to what do they want to be when they grow up. We only do this four times a year (start of each season) but it is funny how the answers change so drastically each time.
The rest of the journal consists of blank pages with lines on it waiting to be filled out. And every night before bed, they tell me how their day went and I write down whatever they say. They tell me what happened at school, at recess, after school, and the rest of their day. We finish with their highs and lows of the day. We have been doing this for about four years. We have boxes full of journals that have so many amazing things written on them. I cherish these and know my boys will cherish them someday when they are older. It has become such an important part of our daily routine, that when I travel I bring the journals with me and call them from wherever I am at precisely 9 pm Cleveland time and we do their journals over the phone.
Bedtime Stories: I know I didn’t create this ritual, but I have tweaked it a bit. I wanted more opportunities to share my values and philosophies with my children and it was sometimes awkward to just start these conversations unprovoked. So a few years ago, just before we do our nightly journals I read my boys a story from a feel good book such as Chicken Soup for the Soul - great short stories that have a touching message. After I read them we all talk about what the story meant to them. We have great conversations and I am able to teach them how it ties into their lives at home, in school and with their friends. I also bring the book with me on the road so I am able to do this when I call to do the journal.
After School Phone Calls: I ask my boys to call me every day when they get home. I want to hear how their day went at school and help them prepare for the rest of the day. I remind them to do their homework before they play, clean up the garage or basement, etc. I just enjoy hearing from them and seeing how their day went at school. Sometimes they forget to call me, so on my Outlook on the computer, I have daily pop-ups at 4 pm to call them in case I haven’t heard from them yet. 
Surprise Day with Dad: This is one of my most favorite traditions that I started five years ago. Everyday when I drive my boys to school, I always say, “How about we blow off school today and just go play?” And they say, “Really?” And I say, “No”. Well one day a year my answer is, “Yes!” And I pull out of their school parking lot and we are off. It’s typically planned ahead of time, but they don’t know it. We have done things such as spend a day downtown at the Arcade, Science Center, Omni Max theatre and Chucky Cheese. There have been other days were we have driven right to the airport and flown to Winter Haven, Florida and spent the weekend watching the Cleveland Indians play their spring training games or we’ve gone to Disney World. The looks on their faces when this surprise unravels is priceless.
Blocking Off Calendar: Usually by June, I have already blocked the days and weeks off for the following year that coincide with their vacations and days off from school. This way I can schedule my business events and speaking around when they are off. I rarely accept any speaking jobs on the weekends. In fact my speaking fees are much higher for Saturday and Sunday events, in order to deter people from having me do their functions on the weekend and encourage them to book me Monday through Friday.
Drive-In Movie Night: Three times a year, we host a drive in movie night at our home for all the kids in the neighborhood. Its actually more like a “bike in” movie night. The three dates are the evening of the last day of school, July 4th weekend and the last Sunday of the summer. We project a PG rated movie on our garage (10 feet tall by 20 feet wide), and all the kids get sleeping bags and lie on the driveway and enjoy the movie. We have fully stocked concession stands and all the parents bring their folding chairs and enjoy the movie as well. We even shoot off fireworks after the event. Sometimes the police even stop by.
Lemonade Stand: Once a summer we put together the coolest lemonade stand in the area. We pick a hot Saturday in August and put a long table at the front of our development where the cars from all 300 houses have to enter and exit. We get five or six kids in the neighborhood to help out and position each of them at the four corners with signs. All our signs are professionally made, and read: “Super Size Lemonade & Ice Tea to go”. Our cups are 16 ounces, with lids and straws. Typically no one has to get out of their car, they just roll down their window, pay a $1, and receive a super size drink on the run. We not only offer lemonade and ice tea, but smoothies and slushies. All the money goes towards Rainbows Babies & Children’s Hospital. It is quite an event and people are extremely generous. We have raised as much as $300!
Video a Life in Our Kid’s Day: I wanted to video tape a day in my kid’s life. As you can see we have many traditions and I wanted to capture them so we can look back someday in many years and see all the great times we shared together. However, I never seemed to be able to coordinate a day where I could video tape them waking up, going to school, coming home, and going to bed. So I finally decided I would do it in stages. One day I video tape them waking up, eating breakfast, getting ready for school, and getting on the school bus. Another day I video taped them getting ready for bed, reading their story to them, doing their journals, and going to sleep. And yet another day I video taped them getting off the bus after school and doing their after school activities. Then I cut and put the three different tapes together as one morning, afternoon, and evening to capture a day in their life. 
E-mail Notice: Like most business people, I get between fifty and a hundred e-mails per day. My computer would make this sound affect that after awhile would start to annoy me. I would think, “Another e-mail to read, hooray.” Then one day I turned my e-mail notice into something that I wanted to hear. My wife and I grabbed our boys one night and just tickled them, all three of them at the same time for about 30 seconds. We taped them laughing while we just went crazy tickling them. The sound of your kids laughing immediately puts you in the best mood and reminds you what life is all about. I took that sound and created a Wav file on my computer. Now whenever I receive an e-mail, I hear my three boys laughing hysterically. Now I welcome e-mails, because it makes me smile from ear to ear at least fifty times a day.
Surprise late-night movie: Once a quarter, I try to surprise each one of my boys separately, by sneaking into their rooms after we have put all them to bed and saying, “how would you like to stay up and watch a movie?” The first time we did this, they thought it was so cool, I made it appear than no one knew we were watching a movie, including my wife, she would act like she heard us and we would shut off the TV and pretent we were sleeping when she opened the door. After she left, we turned the TV back on. Very cool. 
Breakfast before school: Again once a quarter, I try to plan one day each with each of my sons to get them up early, and take them to a local restaurant, just the two of us. For whatever reason, they love this and really look forward to their turn. It’s a great way to kickoff the day, knowing you just made your kid’s day. 
I have been very blessed with an unbelievable family. I enjoy great quality time with them even though I lead a very busy and successful professional life. I hope some of my Secret Service at home can aid you in getting closer to that balance we all seek. 

Sep. 4, 2007

The Ultimate Question; PPR raises NPS 12 points; Cooper's Secret Not Yet Revealed
"...keeping you great" Ten Minutes with the Growth Guy 
HEADLINES: (Thursdays, regular Insight; Tuesdays Growth Summit highlights)
Dwight Cooper raises Net Promoter Score (NPS) 12 points -- and Cooper figures it added almost $4 million in net annualized revenue -- details follow including a link to how to compute your NPS. Cooper is co-founder and CEO of Jacksonville, FL-based PPR, one of the world's leading nurse staffing firms. 
The Ultimate Question -- NPS is the key Customer Advocacy measure highlighted in Fred Reichheld's latest book "The Ultimate Question: Driving Good Profits and True Growth." Reichheld's previous best-seller is "The Loyalty Effect: The Hidden Force Behind Growth, Profits, and Lasting Value." Reichheld is keynoting our FORTUNE Small Business' "Growth Summit" October 23 -- 24 in Las Vegas. Cooper will also share his real world application of NPS to his growth firm.
The very best score 75 -- notes Cooper "thirteen months ago we benchmarked our NPS. We are very good at customer service and it has been a big reason for our growth over the years so we scored a 60. Great number. I felt we could do better. Reichheld says the very best score 75 or more. We set out to achieve a NPS score of 70 and gave ourselves a year to achieve the goal. Moving 10 percentage points in a year would be extremely difficult. It was our theme for the year."

PPR scores a 72 -- a few weeks ago Cooper conducted a new round of NPS surveys and the results were exciting. They scored a 72! "How has it helped us?" explains Cooper. "We had a 6 basis point increase in nurse retention. This results in an annualized increase in revenue of $3.75mm."
How PPR did it? -- "Let me share with you the things we did to impact our score" noted Cooper in a recent email update:

* We tied compensation to our NPS score. Not just the compensation of our sales people but everyone. BTW, if you do this it is important to build in protection against your sales force trying to influence NPS scores by discussing the surveys with their nurses. For us it was simple. The sales people were not permitted to discuss it at all under threat of termination. 
* We had a compensation piece for internal customer service (how they treat each other) and external (NPS score). My view is that they could not offer world class service consistently unless they were offering that service every day to each other.

* We also:

- Evaluated each employee on customer service quarterly
- Did 8 hours of group customer service training
- Did lots of call coaching on service
- But the best thing we did is going to remain secret to your readers but I will share with you (or Fred) the next time we are together (OK, now we have something to ask Dwight about at the Growth Summit!!!)
How to calculate NPS -- here's a link to a quick guide on how to measure your company's Net Promoter Score (NPS), Bain, the leading consulting firm for which Reichheld works, suggests that companies with the leading NPS in an industry enjoy growth that is typically 2.5 times the average growth rate of the competition.
Read the equivalent of 12 leading business books -- if you don't have time right now to learn or think about all of this, register now for this mini "Think Week" for your team (Bill Gates takes a couple weeks each year to focus and learn) -- "Growth Summit" October 23 -- 24, Las Vegas -- here's a link for more details 
Sep. 6, 2007
Warren Buffett's Guy; Extreme Entrepreneurship; Extreme Discipline

"...keeping you great" Ten Minutes with the Growth Guy 
HEADLINES:
Complex Negotiation Workshop Sept 28, DC -- Dr. Victoria Medvec, the Northwestern U star faculty member who wowed our Sales & Marketing Summit participants, is producing a DVD program based on her 10 tactics -- the taping is Sept 28, 8am -- noon, and you're invited to attend for the cost of food/facilities -- $99/person -- let us know if you want to participate -- limited to 50 participants.
Warren Buffett pulled Jim Kilts out of retirement to turnaround Gillette -- Kilts then created a bidding war and sold Gillette to P&G for $57 billion! One of the most disciplined old-school CEOs, every morning Kilts and his senior management team received a report tallying up precisely how many razors, batteries, and toothbrushes Gillette sold the day before -- good, old-fashioned basics.
Jim Kilts's long awaited book came out this week -- entitled Doing What Matters: How to Get Results That Make a Difference -- The Revolutionary Old-School Approach, it immediately jumped to #2 on the Leadership best-seller list, right behind Good to Great. I've NOT read the book yet, but have followed Kilt's career for over a decade and have quoted from him extensively in past insights -- and I've been pursuing him to speak at our Growth Summit -- hopefully next year. Warning: he's NOT loved by all!
Maddock Douglas discipline -- speaking of old-fashioned basics, Mike Maddock, founding partner of Chicago-based Maddock Douglas, sent me a quick note last week endorsing the daily huddle. Notes Maddock "we started our '9@9' about a week after we had Patrick (Gazelles' President) in to speak to us in June. The title of the meeting is a promise; we'll never go past 9:09 am. We use your recipe, discussing good news, numbers and 'stucks.' Occasionally we'll slip in a birthday cake or some other surprise." 
Invite potential clients to huddle -- further notes Maddock "The meetings have been a success and have brought with them an unexpected benefit. We've seen greater focus and momentum since we've brought back the daily huddle. We've also garnered some real financial feedback from our clients and potential clients. You see, since we often have clients in the office first thing in the morning, we invite them to watch our huddle. We've received amazingly positive feedback on the huddle highlighted by two clients who hired us when our new business pitch was started with the 9@9. Who knew? Anyway, thanks for the great idea. It's working." Potential clients love to see disciplined suppliers!!!
Extreme Entrepreneurship Education -- I've taken a personal interest in helping Michael Simmons, a National Foundation for Teaching Entrepreneurs (NFTE) graduate, who has launched Extreme Entrepreneurship Education Corporation (you have to LOVE the name). He's focused on helping college students launch companies and could use some entrepreneurs to serve on college panels and as speakers to the students -- here is his upcoming schedule -- can any of you help? Email Michael at michael@extremee.org:
	School
	Date 
	Location

	Reading Area Community College
	September 19
	Reading, PA

	Utica College
	September 29 
	Utica, NY

	University Illinois Springfield
	October 2
	Springfield, IL

	University of Rochester
	October 3
	Rochester, NY

	Stark State College
	October 4
	Canton, OH

	Bowling Green State University
	October 11
	Bowling Green, OH

	Fox Valley Technical College
	October 15
	Appleton, WI

	Saginaw Valley State University
	November 1
	Saginaw, MI

	Saginaw Valley State University
	November 2
	Saginaw, MI


And I love a great student!! Michael was a guest in the DC Rockefeller Habits workshop in June and he's been extremely disciplined in implementing the habits. Here's his recent update: 
Quite honestly, we've really launched forward as a company!! I'm not exaggerating when I say a lot of this is as a result of the increased disciple from the Rockefeller Habits seminar. Here are some highlights:
· We've signed contracts with and gotten verbal commitments from 20 schools who pay us $7,500
· We've closed $70,000 more in corporate sponsorship
· My partner and I have daily meetings using your format
· My partner and I setup a weekly meeting with a close-friend who is an entrepreneur using your format
· We have weekly meetings with our sales team using your format
· We've led group coachings of young entrepreneurs this summer using the weekly format
· We're working on getting a group of twenty-something young entrepreneurs in the Tri-State area together to bring in a Gazelles coach. 
· Sheena and I have been going off a quarterly theme to get 30 schools at a $5,000 gross profit per event and we're on track
· We just purchased a 30-foot RV
All very exciting. 
It's all about being disciplined! Congratulations Michael.
Sep. 13, 2007
Raise Prices; Top Source for Management Talent; Anita Roddick in Top 3

"...keeping you great" Ten Minutes with the Growth Guy 
HEADLINES:
Raise Prices!! Take a few minutes to scan this latest FORTUNE Small Business article entitled "Raising Prices, Keeping Customers" by Justin Martin (many of you have helped Justin over the past year with his various articles). Pricing is one of the most important decisions you'll make in business and raising prices is the quickest way to profitability AND forcing you to improve your value proposition. 
An upside from the wars -- leadership talent! Combat produces young leaders that are resourceful, quick thinking, and calm under pressure. Many of them will be entering the workforce over the next few years. When you've had bullets whizzing by your head, facing an irate customer is a piece of cake!! 
Hire-a-Hero -- Dan Caulfield, CEO of HQ Group, and a long-time client of Gazelles, has launched Hire A Hero. Dan has been in the business of helping firms hire military personnel for years. Recently featured on CBS, his interview is running on American Airlines this month. Here are links to the stories CBS News Interview: CBS Evening News Story: 
Orion International -- is another Gazelles client which has been in the business for years helping firms hire military personnel -- in fact, you'll find their case study in the Appendix of "Mastering the Rockefeller Habits." There is always a shortage of management talent and the men and women returning from the Middle East will be an excellent source for many of our companies.
Anita Roddick in Top 3 -- in an interview yesterday I was asked to comment on Anita Roddick, the pioneering founding of The Body Shop, who passed away earlier this week. It's my feeling that Anita Roddick is among the top three most innovative entrepreneurs of our time -- Steve Jobs and Richard Branson being the other two. 
Four "seats" left for Miami, FL Rockefeller Habits 2 workshop -- four teams signed up after my announcement Tuesday, there's room for just four more. If you want to take your implementation of the Rockefeller Habits to the next level, join me in South Beach, Fl January 17 -- 18, 2008. 
Sep. 18, 2007
Five Powers; Six Principles; Handful of Rules; 36 Stratagems; and Crazed Entrepreneur

"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES: (Deadline to get discounted hotel Growth Summit rate next Monday Sept 24 -- info below)
"In times of change, learners inherit the earth while the learned find themselves beautifully equipped to deal with a world that no longer exists." Eric Hoffer
Making "blink" decisions -- I've heard executives tell me that they don't want to overload themselves or their teams with new ideas/knowledge. However, the key to creativity (Edison read or scanned 10,000 books in the Detroit library) and making right decisions fast is having a brain full of knowledge (often competing knowledge) that lets patterns and trends be quickly discerned. And if an executive can't sort through ideas and stay focused, that's a whole other issue.
Five Key Market Powers -- I had my one hour conference call with Geoffrey Moore to outline the details of his 3 hour presentation at the Growth Summit -- and I'm stoked!! Besides covering the classics (Inside the Tornado, Crossing the Chasm) in terms of new product/service introduction and how you cover your backside from competition (the biggest mistake companies make is not providing a 100% solution on their existing offerings), Moore has evolved a "powers" model of the marketplace and provides a detailed matrix of specific marketing activities a company must drive in order to maintain these five key types of power in any niche market. As a VC, consultant to Silicon Valley, and famous author, Moore is one of the top five most respected thought leaders in the world -- your entire team should know his frameworks inside out (and his significant modification to "The Discipline of Market Leaders"!
Six Principles of Persuasion -- Dr. Robert Cialdini's book Influence is a classic and the only book I've ever seen highlighted on Jim Collins website. A professor of psychology at Arizona State University, he's spent decades devoted to the scientific investigation and research of persuasion techniques. Out of this work he's identifies six basic social and psychological principles that form the foundation for successful strategies used to achieve persuasion. He's the two-hour "People" presenter at the Growth Summit -- persuasion tools applicable in all areas of your business.
Handful of Rules -- Steven Johnson is the one "stretch" presenter at the Summit. Unarguably one of the five brightest minds of our time, Johnson's new "emergence" approach to leadership is spawning an entirely new management discipline. In essence, leaders don't make decisions; they set the rules and the right decisions emerge. BTW, the very best web strategies work this way as well as Johnson will explain.
The Ultimate Question -- I covered this extensively last week. In essence, the only way to break through the noise of any market is to nurture advocates -- however, you can only manage what you can measure and Fred Reichheld has provided the formulas through his "Net Promoter Score". Customer focused strategies are back!
Thirty-Six Stratagems -- though there are only 36 known strategies to win, Kaihan Krippendorf knows how to make them practical and has created a tool that helps a company, given a specific competitive situation, pick the handful of strategies most likely to succeed. Microsoft, GE, and other major firms are booking all of this ex-McKinsey's time.
Paul Orfalea -- founder of Kinko's, he's a mad man, that's all. He says some of the most outrageous, yet insightful things, like how he set prices at Kinkos (he would walk in and ask store managers if they had received any complaints about prices; if not many, he would have them raise prices!). Above all else, he's a simple and practical leader/entrepreneur who failed miserably in school and knows how to have fun along the way. 
Hotel situation -- our $145/night conference rate and block of rooms goes away next Monday, Sept 24. We picked the Luxor because of its proximity to the airport and we're the only event in the hotel (EO, on the other hand, is sharing their hotel with sheet metal workers and bull riders!). And because of the nature of the market and deal we received on meeting space, if an attendee chooses to stay at another hotel, there will be a $145/night surcharge to the conference registration fee. Here's the hotel info:
Luxor Hotel and Casino
3900 Las Vegas Blvd S
Las Vegas, NV 89119
www.luxor.com
800 288 1000
"You are what you repeatedly do. Excellence is not an EVENT - it is a HABIT." 

	 
	Aristotle
384-322 BC
Philosopher and Scientist


I hope you and your team will make the annual "Growth Summit" a habit. My commitment to you is to hand select the faculty best geared to growth firms.




Sep. 21, 2007
20 Billionaires Interviewed; Seven Traits of Entrepreneurial Employees; Three Things Employees Want
"...keeping you great" Ten Minute with the Growth Guy
HEADLINES:
How Top Companies Breed Stars -- I'm a huge fan of whatever Geoffrey Colvin, FORTUNE Senior Editor, writes. Take five minutes and scan his latest article that came out yesterday -- it accompanies this week's release of FORTUNE's list of the Top Companies for Leaders. No surprise, GE came out on top!
"Your competition can copy every advantage you've got -- except one," notes the subhead of the article. "That's why the world's best companies are realizing that no matter what business they're in, their real business is building leaders." For growth firms, it's good to look at the list to see where you might poach some talent!! Here's a link to the list and the article specifically on how GE develops leaders.
Job Flexibility, Development, and Community Involvement -- these are the top three reasons new employees give for staying with Capital One Financial. In my personal experience, these three ring true for employees in growth companies as well. Job flexibility is almost a given in growth firms since employees often have to wear multiple hats and deal with daily changes. And I know that community involvement inspires my team. From sponsoring one of our employee's daughter's soccer team to the ongoing support we give to the National Foundation for Teaching Entrepreneurship to the young man Joanne Costello and her family is helping (they found a dentist to donate his services this week), the community piece is powerful. It's the development piece that is most difficult, given time constraints.
Seven Traits of Entrepreneurial Employees -- Jeffrey Dennis, serial entrepreneur and president of Toronto-based Cale Financial Corporation, sent me yesterday his latest monthly column published in Profit Magazine entitled "The Blue-Chip Blues." Jeffrey notes that leaders from big companies might not work out and lists seven traits he looks for in employees for entrepreneurial firms. Here's a link to download this quick-read column.
Twenty Billionaires Interviewed -- instead of developing talent, growth companies often have to hire talent. Geoff Smart (Topgrading fame) and his team just completed a 2-year study on hiring, which is the most thorough and most expensive research ever done on the topic. He interviewed over 20 billionaires and 30 CEOs of large and small companies to listen to their best advice and stories on the topic of hiring. His insights will be released in his forthcoming book StreetSmart Hiring: A Solution to Every Manager's #1 Problem (Random House, 2008). Geoff is also going to share his insights during his annual Topgrading: Interviewing and Hiring A Players workshop Nov 6 in Denver. 
Oct. 4, 2007

Where All the VCs Will Be; Why India Can Beat China; Advisory Board Ideas Needed

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

HEADLINES:
Looking for stories -- Adriana Gardella, Editor of FORTUNE Small Business magazine, is working on a story about advisory boards and is looking for companies that have come up with innovative ways to woo/attract/keep board members -- and examples where the right/wrong board member saved/ruined their company! Email her at Adriana_gardella@timeinc.com. The article I wrote on Advisory Boards is reprinted below under DETAILS, including a sure-fire way of hooking the best to volunteer.

Year for India -- Entrepreneurs' Organization (EO) is hosting its Global University in New Delhi, India February 6 -- 10, 2008; FORTUNE Magazine is hosting its annual FORTUNE Global Forum in New Delhi October 29 -- 31, 2007; and I'll be keynoting The Indus Entrepreneurs (TiE)-Indian School of Business (ISB) "Connect" conference in Hyderbad November 14 -- 16, 2007. Three great events that should bring you to India!

Why India Can Beat China -- John Elliott, FORTUNE's India correspondent, has an excellent blog. I particularly enjoyed his recent blog on why India can beat China. Here's a link and consider adding him to your list of blogs you follow.

FORTUNE's new India page -- here's a link which includes a list of the Indian firms that made the Global 500 list. There are several outstanding business stories including the battle between Pizza Hut and Domino's; the challenge of infrastructure in India; and an article on Infosys U -- what they call the Taj Mahal of corporate training centers. Take five minutes and poke around on the site.

One of the most powerful business organizations on the planet is The Indus Entrepreneurs (TiE). I'm honored they've invited me to keynote this annual conference held in conjunction with the largest graduate school of business in all of Asia -- the Indian School of Business. Here's a link to their conference. Most of the VCs investing in India will be attending.

Rockefeller Habits Mumbai, India -- November 15 I'll also be leading a one-day workshop in India hosted by our partners Knowledge Capital. Here's a link to the event -- I hope to see many of you in India over this next year! (and in Las Vegas Oct 23 -- 24!!)

EDUCATION
October Rockefeller Habits Workshops North America -- Next week! Sign up now for Dallas, Raleigh-Durham, Toronto
October Rockefeller Habits Workshops Australia -- Next week! Sign up now for Brisbane, Melbourne, Sydney
Join us for the Gazelles Growth Summit October 23-24 in Las Vegas NV

Rockefeller Habits Workshops
Brisbane, AU Oct 9
Dallas, TX Oct 9
Melbourne, AU Oct 10
Raleigh-Durham, NC Oct 10
Sydney, AU Oct 11
Toronto, Canada Oct 11
Calgary, Canada Nov 15
Mumbai, India Nov15
Atlanta, GA Dec 4-5
Seattle, WA Dec 6-7
Washington, D.C. Dec 11-12

      2008
Portland, OR Jan 9-10 

Great Game of Business with Jack Stack
Springfield, MO
DETAILS:
Advisory Boards

Karen Usher credits her advisory board for driving 85% growth in revenue in 2002 and an additional 35% in 2003. Frank Holt believes he would have avoided three costly mistakes if he had consulted an advisory board, so he formed one last May. Every major business decision I've made has been shaped by my board of advisors. Running a business is simply easier if you have some help and advice from a group of trusted individuals dedicated to seeing you succeed.

After working with my own board for many years and collecting the experiences of others with advisory boards, here are five suggestions: 1) Get one; 2) avoid group meetings unless the members are local; 3) pick a project for each member to drive; 4) customize their compensation packages; and 5) avoid a formal Board of Directors. Let me elaborate.

Getting One

Frank Holt, Chairman and CEO of North Carolina-based Holt Sublimation Printing and Products Co. (among other things, they manufacturer all those themed flags you see hanging on the sides of homes), recently sent me a note. "One Sunday afternoon, I listed the 3 biggest mistakes I had made in the last several years. I determined that I wouldn't have made any of those mistakes had I held myself accountable to a group of experienced businessmen who I respected." 

His board consists of six members plus himself. They include a leading turnaround specialist, an executive search specialist (headhunter), his attorney, his accountant and a very talented and proven entrepreneur. Why did he choose these types of executives? "In particular," noted Holt, "the turnaround guy helps me face and make tough decisions. The headhunter reminds me to develop my executives to be the best and he's in tune with my strategy so that if I need a new executive, we can get started right away on the search. My attorney is one of the best in the state in working on corporate and tax matters and I leveraged his contacts to build this Board. Likewise for my accountant. They all believe in me and they are all willing to help me stay out of trouble and to succeed."

Karen Usher, President and CEO of McLean, VA based TPO, Inc, an outsourced HR services firm, had similar reasons for putting together an advisory board. "I felt I had reached my current natural limits on learning how to be a CEO, was not getting enough consistent and targeted professional development from groups like my CEO roundtables, and felt I didn't have time for full-time school," recalled Usher. "How can I keep on learning in real time on real issues that I'm facing?" She went for two members first -- one to bolster her skills in finance, strategic relationships and senior teams and one to support her continuing efforts in service quality. Besides crediting them with her growth in revenues, they've helped her transition the entire leadership team into new roles, managed a major trade market infringement scenario, and helped her work out their business plan for the next 4 years.

How do you attract an advisor? Just ask. And keep asking. It took me two years to get John Cone', the former head of Dell Learning, to agree to be on my advisory board. And the key to keeping them is to follow-up with emails detailing how you've specifically acted on their suggestions and/or why you've decided not to follow their advice -- either way, close the loop and they'll stay engaged.

Avoid Group Meetings 

Unless your board is strictly local, I have found organizing advisory board meetings to be such a scheduling and travel hassle that it was enough to make me end the process. Besides, my advisory board doesn't need any more contacts, so meeting each other isn't worth the headaches of scheduling. Instead (and several CEO friends with advisory boards have done the same) I work with each advisory board member one-on-one. I'll have one of them fly in for a half-day; I'll meet with another for breakfast; and mostly I seek their advice and help via email or the phone.

For those that do have regularly scheduled quarterly meetings, they still find it highly beneficial to spend one-on-one time with each member, which leads to the next point.

One Favor at a Time

If you want to maximize everyone's time and get the most from your board, pick one specific action item for each board member to pursue on their own. For example, last year I asked John Cone' to help me nail down the GE, Dell, and Southwest Airlines benchmarking events. I had breakfast with Boyd Clarke, CEO of the Tom Peters a few months ago to get his advice on marketing. Bill Gladstone, one of the top author agents in the country, is working with me on a potential second book deal. Ted Leonsis, Vice Chairman of AOL and investor in Gazelles, was key to securing my relationship with Fortune Small Business magazine. And my longtime advisor, Arthur Lipper, former owner of Venture Magazine, is helping us get some business in Singapore. The help I've received from my advisory board, since pursing individual projects with each, is considerably greater now then when we met as a group. And it keeps me from overwhelming them as they all have their own busy schedules.

Compensation

When I was holding quarterly meetings, I paid my advisors a daily fee plus expenses. Usher pays her advisors the same, while Holt pays three of his advisors an additional quarterly retainer in addition to the daily fees to compensate for the conversations and assistance that occurs between meetings. His lawyer and accountant simply receive their normal hourly rates. As for stock options, unless it's a high growth firm with some near term liquidity prospects, I would avoid using them. They can create some real legal and paperwork issues down the road. 

Now that I don't have formal meetings anymore, I've tailored each advisor's compensation to fit their circumstances. John Cone' receives a daily consulting fee and expenses for his formal visits and I send him American Express certificates to take his wife to dinner after a phone consultation. Bill Gladstone gets 15% of any publishing deals he does for me and ongoing fees from my present book. Boyd Clarke and I exchange favors and help. And Arthur Lipper gets a piece of my wealth when the worth of my company exceeds a certain valuation.

Better than a Board of Directors

The recent Sarbanes-Oxley Act imposed on public companies has soured private firms on having a formal Board of Directors. I originally structured a Board of Directors for Gazelles. However, after a few formal meetings, I remember Arthur Lipper recommending to the Board that they disband and form an Advisory Board instead -- mainly because I was too loose of a cannon and they didn't want the fiduciary responsibility that comes with being a formal board of directors. And they realized their contribution was more advice rather than setting policy which I would be technically forced to follow.

Holt summed it up nicely in his note to me "the strategy (of getting an advisory board) is young but it is already paying dividends in many ways." Usher echoed Holt's thoughts when I emailed her this morning as I finished up this column. Start with just one or two advisors. Get some outside help and perspective. You can become more formal and sophisticated later with your advisory board, but make sure you have one.

Oct. 11, 2007

Fantastic Planning Idea; Focusing Tool; Change Requires Stability

"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES:
Use your customers' board rooms for quarterly/annual planning -- Elton Swarts, Executive Director of Western Australia Business News, noted in an email to me this week "we have just booked our next two quarterly management team off sites in the boardrooms of two of WA Business News' key clients and invited them to join us for lunch when we break bread. This beats sitting in a hotel room by a country mile, the client is all enthusiastic and the cost to us is half (we organize the catering)...the idea was born from your repeated push for us to talk to our customers." This is an idea many of you can utilize. Gazelles did the same for our planning session, using the board room of a Rockefeller Habits "fan" in Atlanta.

Priorities listed on every door! -- Jack Williams, President of Stone Mountain, GA-based The SURVIS Group, sent me some photos of the small combination cork and white boards his 30 staff have mounted on their doors for listing their weekly priorities. He also included pictures of the enlarged copy of two pages from the "Overview" section in my book that they have displayed in their main conference room -- a way to remind everyone of the three "Rockefeller Habits" they've been practicing since June of this year. Here's a link to the photos.

"Change" requires "Stability" -- many of you have heard me quote Robert "Jake" Jacobs on this point. This is what setting weekly priorities is doing for The SURVIS Group. Notes Jack Williams "we've been in the process of transitioning from being a staffing firm that focused exclusively in the telecommunciations industry (given all the consolidation in this sector) to an IT Staffing business. As we diversified, we also began to makes changes in our Associate team based on the new skill sets required for IT. Some of these new Associates were young with limited business experience."

Short term laser focus -- continues Williams "It was obvious that we knew what we wanted to do and where we wanted to go but there was so much on our to do list that it seemed we were "shooting up there amongst them" to quote the famous Southern comedian Jerry Clower. We used this tool to create a short term laser focus on what needed to be done this week and only this week. We established 90 day goals as well and the weekly priorities needed to be in alignment with the quarterly priorities which were published and posted in our "gathering room"."

Priorities with "teeth" -- In the beginning, Williams had to make sure that everyone listed priorities that had teeth instead of some "warm and fuzzy" activities that would not contribute to the overall transition effort. Explains Williams "as we continued, getting relevant priorities was no longer an issue and people began to see the value of the process. We then asked each person to list one of those priorities as a Commitment. That item was going to get completed regardless of what occurred. That began to allow our Associates to really incorporate the concept of tackling the one item each week that will have the most impact on the business or their specific area of responsibility."

Focusing tool -- concludes Williams "this focusing tool has been extremely helpful. It's kept our team focused on the important and short term things that we need to accomplish without getting caught up with some of the other "noise" that surrounds all businesses. We are making steady progress in our transition steps and hope to have a breakout year in 2008 as we come out of our transition mode the last half of 2007. It's really great to see our Associates mark off the items on their list after they've completed them. It's been a great tool for our newer less experienced Associates as well to help them understand the discipline needed to be successful."

Oct. 18, 2007
Elvis Lives; Welch Advice; 313 CEOs; People Process; Virtual Bench

"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES:
Jack Welch's advice to CEOs -- Mark Lancaster, CEO of Employment Group, shared with me some advice from Jack Welch, the retired CEO of GE. When asked if he had any final advice for CEOs, Welch said "you're the last person to know!" This is why it's SO critical for top executives to proactively talk to customers and employees on a weekly basis. BTW, Mark also just sent me the latest photo from his 4th Quarter "Rockin" theme -- his team dressed as Elvis! I'm hoping they'll repeat their performance in Vegas next week at the Summit!
People Formula -- with 100 corporate employees and 350 self employed drivers, Michael Caito, CEO of Restaurant on the Run, has a formula for his people process: job description (accountabilities, metrics, and competencies) + Topgrading + On-Boarding (90 day training plan, 90 day goals, mentor team) + performance review + development plan!
Caito's Corporate U -- Michael's firm has also recently launched a corporate university which contains the curriculum that drives the development plans of his people. It especially focuses on leadership development.
Virtual Bench delivers Director of People -- using the Topgrading process for building a "virtual bench" Caito had in his talent pipeline for 2 years Robin McNatt, who is his new Director of People. In charge of Business Development for Executive Education at the University of California Irvine, when Caito was finally able to hire this position, he contacted Robin to apply. She not only applied but referred in other applicants. Going through an exhaustive Topgrading process Robin ended up being their clear cut favorite.
Planning to hire someone in the next 12 months? Once-a-year Geoff Smart leads a one-day Topgrading public workshop -- November 6 in Denver -- why Denver? That's where he lives. It's the best way for us to get a day out of his busy schedule. Here's a link to the workshop. 
313 CEOs -- Geoff Smart, at his workshop, is going to share information from his two year "StreetSmart Hiring Study" -- see detailed information about this study which included analyzing the performance of 313 CEOs in attracting and retaining A-Players under DETAILS below.
Keep them fed -- Mike Faith, CEO & President of Headsets.com, followed up my earlier Insight about firms serving employees breakfast noting "We've had organic fruit and bagels delivered for about 7 years now, for all our staff to enjoy. We use www.fruitguys.com -- they're making the food delivery model work." 
$2k in fruit per week -- Rob Robson, CEO of Australia's only national freshcut provider (ready to eat fresh salads, stirfry, watermelons, mangoes, etc) OneHarvest shared with me during my Rockefeller Habits tour down under last week that he employs roughly 600, many of whom are Samoans battling a high incident rate of diabetes. To deal with this challenge, he began providing unlimited fresh fruit for his employees to eat. The added benefit -- they won't eat bad, aging fruit, which reinforces the need for them to produce high quality food products for their own customers! Win-Win.
EDUCATION:
Learn how to hire A players, join us for the Topgrading Workshop on Novemebr 6, in Denver Colorado
Join us for the Gazelles Growth Summit October 23-24 in Las Vegas NV

Rockefeller Habits Workshops
Calgary, Canada Nov 15
Atlanta, GA Dec 4-5
Seattle, WA Dec 6-7
Washington, D.C. Dec 11-12
     
Portland, OR Jan 9-10, 2008
Great Game of Business with Jack Stack
Springfield, MO
DETAILS:
· ghSMART has been working on the "StreetSmart Hiring Study" for 2 years. We hope you will find it extremely valuable and entertaining. It is the largest study ever done to identify a solution to every manager's #1 problem-unsuccessful hiring, an affliction which we call "hiringitis." 

· Whether you are a private equity investor, CEO of a Fortune 500 company, or front line manager, you or somebody you manage is suffering from hiringitis. It is costing you career and financial success.

· We interviewed over 20 billionaires (the most billionaires we ever interviewed for one study), over a dozen Fortune 500 CEOs, about 30 private equity investors, and completed a project with a University of Chicago research team which analyzed the performance of 313 CEOs-all to find out how to dramatically improve your ability to hire or invest in A Players. How to find them? How to screen for them? How to pick out an A Player out of a pool of similar-looking candidates? How to seal the deal? The stories, advice and actionable insights are extremely powerful.

· Some early highlights of the study are featured for you in this article, which we published in the May 28, 2007 issue of Buyouts magazine. 

· The entire "StreetSmart Hiring Study" is now for sale. It is $5k for an enterprise license of the study to circulate to your companies. 100% satisfaction guaranteed. As an owner of this StreetSmart Hiring Study, you will automatically receive early release copies of our forthcoming book StreetSmart Hiring: A Solution to Every Manager's #1 Problem when it launches in 2008. Be the first person on your block to benefit from the insights in this Study and book, and work to solve your #1 problem affecting your career and financial success. Randy Street is taking orders now for the "StreetSmart Hiring Study" and/or pre-orders of our book at rhstreet@ghsmart.com. Thank you!

Nov. 1, 2007

Perform or Perish; Inside Advantage; Heroes of Environment; Top Five Private Growth Firms
"...keeping you great" Ten Minutes with the Growth Guy 

HEADLINES:
Perform or Perish -- this is the cover story of the current BusinessWeek issue (Nov 5) that mentions Geoff Smart's Topgrading methodology being used to assess CEOs of private-equity backed firms. It describes in the article the traits of those CEOs that succeed vs. those that tend to fail -- there's a big mess in the private equity markets -- here's a link -- NOTE: Geoff Smart is hosting his annual one-day Topgrading workshop Nov 6 in Denver -- and yes, its always in Denver, since that is where he lives -- and yes, just once/year (he's in huge demand). If you need to hire even one person in the next 12 months, get someone to this workshop -- those that bet big bucks on important hires trust their methodology, so no reason to use something inferior.

The Inside Advantage -- for over a decade I've been looking for this book -- a book that provides a simple process for nailing down the Sandbox and Brand Promise part of our One-Page Plan AND gives some practical insights into how to make this strategy "remarkable" -- a Seth Godin idea. Robert Bloom has done just this in his new book "The Inside Advantage: The Strategy That Unlocks the Hidden Growth in Your Business." It is also one of the best written "how-to" books I've ever read. Here's a link to getting the book on Amazon.

Southwest, BMW, Perrier, TGI Fridays -- and tanning salons and ball bearing manufacturers -- they have all built their growth strategies using Bob Bloom's process. A 73 year-young retired US Chairman and CEO of Publicis Group, it was in Bob's offices in Dallas that the first plans to launch Southwest Airlines were made -- and it was Bob's firm that created the "LUV" promotion. 

"Who" is more than a demographic -- Bob's "Who, What, How, and Imaginable Acts" Growth Discovery Process keeps the strategy process simple, yet not so simple that it becomes meaningless. For instance, he's right in that most of us describe our customers insufficiently using simple demographic descriptions i.e. 25 -- 40 year old males; or chemical manufacturing firms in the Northeast. His methodology takes you beyond these simplistic approaches and provides real teeth for describing your customers, products/services, and the methods for communicating your value proposition. I've provided a detailed example under DETAILS below -- the one Bob shared at our Growth Summit in Vegas.

TIME Magazine's "Heroes of the Environment" features long time Gazelles' client Rory Stear, founder and Chairman of Freeplay Energy, and his lovely wife Kristine Pearson, founder of Freeplay Foundation. They manufacture and distribute the hand powered radios bringing education to remote parts of the planet (and to Home Depots near you!). They are truly making a difference in the world -- congrats Kristine and Rory. Here's a link to the story. 

Top Five Fastest Growing PCI (Private Company Index) Firms Announced -- in partnership with Gazelles, Stephen Watkins, CEO of Entrex, announced the top five Q3 growth firms -- ABC Packaging Direct, Indigenous Designs, Kindermusik, NouvEON, and TicketCity.com -- here's a link to the winners -- and a place for you to sign-up your firm -- you simply report anonymously your revenue each month to be included in this Index that the media is recognizing as the definitive measure of private company performance in the economy -- we owe it to our world to let the markets know the importance of private firms in the economy -- sign-up now. And check out Stephen Watkins interview on Fox Business News on Monday. 

EDUCATION:
Tis the season to prepare for 2008 -- bring your team to a Rockefeller Habits workshop to learn how to use our seven "Gazelles Growth Tools" for powering your business including the updated One-Page Strategic Plan:

Rockefeller Habits Workshops
Calgary, Canada Nov 15
Mumbai, India Nov 15
Atlanta, GA Dec 4-5
Seattle, WA Dec 6-7
Washington, D.C. Dec 11-12
Portland, OR Jan 9-10, 2008

Great Game of Business with Jack Stack
Springfield, MO
DETAILS:
Core Customer WHO, WHAT, HOW, and OWN IT! Statements
A National Chain of Suburban Newspapers
WHO: An active suburban homeowning family that cares about enhancing its quality of life and learning about local products and services that satisfy its needs and wants

WHAT: Timely, valuable news and information that touches the lives of the local community more consistently and comprehensively than any other source

HOW: Earn the community's trust and respect by helping to make it a better
place to live

OWN IT!: Ubiquitous and explosive imaginative acts: 

· Reader coffee talks with reporters 

· Reader feedback panel 

· Cheer cards to hospital patients 

· Free article lamination service 

· Advertiser appreciation lunches "Where are they now?" stories about high school grade 

· Recipe contests 

· Community calendar 

· Sponsorship of the annual Fourth of July celebration 

· Amateur art contests 

· Putting a phrase like "Helping You Build a Better (Town Name)" on the masthead of the paper, deliver cars, business cards, telephone greeting, banners for community events

· New-neighbor showcase 

· Creation of a community spirit award 

· Sponsorship of a food drive or holiday toy drive 

· Sponsorship of a community special Olympics program 



Sign up for Verne's Weekly Insights 


Nov. 9, 2007

Baja Racing; Sumo Wrestling; Billionaire Gifts; Unknown Entrepreneurs
"...keeping you great" Ten minutes with the Growth Guy
HEADLINES:
30 Initiatives "Kakushin" theme for NationLink Wireless -- a Japanese management concept of radical productivity improvement, Andy Bailey, president of NationLink, sent me some photos of their Sumo wrestling celebration held in their parking lot on November 2. Celebrating over 30 productivity improvement initiatives for Q3, they are on course to exceed their 70% growth rate target for 2007. Initiatives included:

1. Implementing the TopGrading hiring program

2. Starting a new "weekly" sales-focused meeting in addition to our group huddle

3. Outsourcing our PR efforts rather than "struggling" with it ourselves

4. 100% use of our CRM sales opportunity program.

5. Implementing a DISC profiling program to tell us "why" people do what they do.

6. ID’ing and fixing the top three "time suckers" in our support group.

7. Making sure "every" person has two monitors and the fasted PC we could find.

3 days of wild off-road adventure driving starting in Cabo San Lucas, Mexico and ending in Loreto with highly seasoned Baja off-road driving experts, Wide Open Baja. Gazelles is partnering with Maverick Business Adventures to offer their first "Ultimate Baja Experience" -- limited to 26 CEOs and entrepreneurs, I think it’s important that business leaders play hard and work hard together (no, I’m not getting a free trip -- just thought this would be neat to promote since I’m always writing about such serious business stuff). The founder, Yanik Silver, is a serial entrepreneur and "adventure junkie" who knows how to plan an event -- Jan 29 - Feb 2 which includes an optional Super Bowl party. And you should see the specially equipped Baja racers you get to drive -- details under DETAILS below.

9 things to buy for the Billionaire on your holiday list -- Jonathan Lieberman, of Focalex fame (all of you who have attended a Rockefeller Habits workshop have seen his short "Fast and Furious" theme video), has a new firm called Deal Locker, which is a discount code and coupon sharing service for online shopping (hey, entrepreneurial firms are always looking for the best deals). Anyway, for fun he’s created this Billionaire gift list -- enjoy and start shopping early -- our economy needs it!!! 

Celebrating the "Unknown Entrepreneur," -- the Private Company Index, a Gazelles partner, is doing a pitch to the national media aligned with Veteran's Day. Reporters are expressing interest, but we need your help. The concept -- Celebrating the "Unknown Entrepreneur" 

· The entrepreneur who started a company, grew and sustained it for a while, but ultimately closed it (doesn’t mean it failed). 

· The angle is that these entrepreneurs worked to launch a company that, for a time, provided jobs, innovative products/services, and stimulated local/regional economies. 

· In a nutshell, leaders of these closed companies should be recognized for their collective contributions and paving the way for today's companies. We'd like to identify any entrepreneur CEOs who are currently running their second or third (or fourth +) business. Please let us know who you are! 

Here's a link to recent article about lessons from failed companies. We're not pitching this exact angle, but you can see that reporters are willing to write about it. 

EDUCATION:

Rockefeller Habits Workshops
Calgary, Canada Nov 15
Atlanta, GA Dec 4-5
Seattle, WA Dec 6-7
Washington, D.C. Dec 11-12 
Portland, OR Jan 9-10, 2008

Great Game of Business with Jack Stack
Springfield, MO
DETAILS:
Ultimate Business Adventure for Gazelles
· Last week at ‘The New New Internet Summit’ I met serial entrepreneur and ‘adventure junkie’, Yanik Silver. His newest business is called "Maverick Business Adventures" and the big idea behind it is to take top entrepreneurs & CEOs on truly once-in-a-lifetime experiences while combining the power of exclusive business connections & networking that can only occur outside of normal business settings. 

· Maverick Business Adventures first trip is the "Ultimate Baja Experience" scheduled for Jan. 29 to Feb. 2, 2008. The itinerary begins with 3 days of wild off-road adventure driving starting in Cabo San Lucas, Mexico and ending in Loreto. 

· Your specially equipped and purpose-built Baja racer has been designed to tackle the desert landscape. Rocks, bumps, holes, boulders and nearly anything else in your path is no match for your car’s 20" of travel. (This is like walking over a pebble in your sneakers.) Your car devours the road with a 4-speed manual transmission, Porsche-powered engine, incredible suspension and 20" wheels. You’ll experience a mix of pure adrenaline, exploration and incredible adventure.

· Participants then spend a day surfing, sunning and jet skiing at Scorpion Bay, a remote oasis known for its seclusion and natural beauty. The final highlight is a day observing the Pacific Gray Whales of San Ignacio Lagoon. Not only can you see the magnificent Gray Whales from shore but you’ll head out in private skiffs for a series of close encounters with these magnificent creatures. It finishes with an optional VIP Super Bowl party with a former NFL player back in Cabo San Lucas, Mexico.

· Plus, on the business-side, each day are specific "What’s Working" sessions, a bonus session from a high-profile business expert and plenty of time for networking and meeting like-minded entrepreneurs (making this legitimately tax deductible).

Nov. 15, 2007
Key Learnings from Growth Summit; BMW for Employees; Marketing Matrix
"...keeping you great" Ten Minutes with the Growth Guy 

HEADLINES:
BMW convertible purchased for Employees -- Brad Mullahy, President of Cary, NC-based Synaptis, sent me a note earlier this week "just thought I would share a recent article about our latest quarterly theme. After our visit to your Rockefeller Habits workshop in Atlanta we identified we had to build our contractor pool. We hit our goal (20 new contractors) and everyone is driving the (BMW) convertible." Brad purchased Synaptis in 2003 after revenues dropped in half from $9 million to less than $5 million and losing $50k/month. He's since turned it around, generating 20% plus profit margins, has doubled revenue again, and is driving the change with quarterly themes -- here's the article which discusses this turnaround and the latest theme where he purchased a BMW for the employees to drive -- congrats Brad!

FYI -- Calgary, Seattle, Atlanta, DC -- last Rockefeller Habits workshops for 2007 - great way to prepare for 2008. 

Lessons from the Growth Summit Day 1 -- I'm in India this week and was reminded by our Indian marketing partner, Knowledge Capital, that I've not yet provided a concise summary of the key lessons learned from the Growth Summit -- my bad -- so here they are -- useful as a review for those that attended but more critical for those who didn't -- here's a summary from Day 1 of Growth Summit -- Day 2 next week:

Robert Bloom -- Inside Advantage -- I already summarized his critical lessons a couple weeks ago -- his book "Inside Advantage" is the finest "how to" book I've ever read. Read it!

Geoffrey Moore -- Core vs. Context -- early in the genesis of your business, most of your activities were spent on the core of your business i.e. delivering a great differentiated product or service to the market. However, as you grow, you and your best people get sucked into spending your time on "context" activities i.e. making sure A/R is collected, dealing with employee turnover, etc. It was a wake-up call for my team. Our core is delivering highly PRACTICAL tools for growth firms. Moore's presentation has made my team focus on shedding/outsourcing more of the context activities (I hired an Indian assistant this week) and getting back to what has made us great. It's all about what you spend your week doing! The key book is Moore's "Dealing with Darwin."

Geoffrey Moore -- Five Types of Marketing Activity -- here's a link to Moore's "Marketing Matrix" -- this isn't in any of his books. It details the five types of marketing activities, how to measure them, who has accountability, types of campaigns, etc. -- this is powerful stuff. And he pointed out that mid-market growth firms should spend most of their time on the Product Marketing and Segment Marketing activities. This was a wake-up call, again, to my team. We have a tendency to spend most of our time on Field Marketing activities. You're going to see us make some adjustments to our priorities.

Robert Cialdini -- Influence, the Art of Persuasion -- this was THE finest presentation I've ever seen and the conference attendee ratings supported this!! My team is taking Cialdini's Six Principles of Persuasion (here's a link to the list on Wikipedia) and applying them to all our messaging. The biggest one for us was the importance of selling based on avoiding pain vs. gain i.e. what an amazing example when he showed the two different Bose radio ads. The one ad announced the "New" Bose radio. The second ad simply changed "New" to "Hear What You're Missing" and it increased sales 40%. It's the fear of loss that drives more decisions than the prospect of gain -- huge, huge lesson in influence. Get his book "Influence" and study it -- and keep his summary card handy, for those that picked one up at the Growth Summit.

Cialdini two-day workshop -- this material was so powerful we're looking at hosting a two-day workshop with Cialdini's people -- let me know if you're interested in participating -- limited to 30 people -- my team wants two intense days to really apply his influence approaches -- price will be $995/person.

Steven Berlin Johnson -- Emergent Systems -- in essence, the four hottest "businesses" on the planet all use emergent systems theory to drive their success -- Google, My Space, Facebook, and Wikipedia. This means all us "old timers" had better catch on and catch on quickly. Again, my team is exploring specific ways we can make our websites and tools more emergent -- and you're going to see us using more emergent ideas in designing our future Summits i.e. we've heard you loudly -- there is going to be some built in time for you to interact with the other participants besides your own team. In essence, emergent systems create a platform driven by a handful of organizing rules and then the participants are free to create! Read Steven's book "Emergence."

Day 2 Summary next week!
EDUCATION:
Rockefeller Habits Workshops
Calgary, Canada Nov 15
Mumbai, India Nov 15
Atlanta, GA Dec 4-5
Seattle, WA Dec 6-7
Washington, D.C. Dec 11-12
Portland, OR Jan 9-10, 2008
Dallas, TX March 25, 2008

Great Game of Business with Jack Stack
Springfield, MO
Nov. 20, 2007

Beat Dow Jones, S&P 500, NASDAQ; Dec 13 Taping with John Dijulius -- Join Us in DC

"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES: 
The top customer satisfaction companies beat the Dow Jones by 93%, S&P 500 by 201%, and NASDAQ by 335% (more on this below) -- Customer service is back as a hot topic. And THE thought leader on the subject is John Dijulius, author of Secret Service: Hidden Systems that Deliver Unforgettable Customer Service and the soon to be released (Spring 2008, Wiley) What’s the Secret? To Being a World-Class Customer Service Organization. What I like about John’s work is that it’s highly practical, specific, and implementable -- not a bunch of feel-good platitudes -- check out his video, Tom Peters endorsement, client list (Starbucks, GE, etc).

December 13, DC, Dijulius half-day workshop -- John Dijulius is going to produce an interactive DVD and you can be one of the audience participants -- an opportunity for you and your team to learn from Dijulius -- $99 vs. the normal $595 fee -- limited to 40 participants given the size of the studio (same place as the Medvec taping) -- first come, first serve. Go to this link to sign-up. Outline of workshop under DETAILS below.

Back to the study -- to give me a break the week of Thanksgiving (U.S.) I asked John Dijulius if I could share one of his latest weekly insights where he highlights Claes Fornell’s article entitled "Customer Satisfaction and Stock Prices: High Returns, Low Risk." Here’s his insight -- worth the three minutes to scan.

Is an investment in customer service really worth it? 

In an article titled "Customer Satisfaction and Stock Prices: High Returns, Low Risk," author Claes Fornell uses the result of extensive research and studies to prove that an increase or decrease in customer satisfaction not only greatly impacts each individual organization, but also has a significant impact on the future health of the economy. Fornell is the director of the American Customer Satisfaction Index, a leading indicator of consumer behavior measuring the satisfaction of consumers across the U.S. Economy.

His findings are consistent with previous studies indicating firms that have higher customer satisfaction are more likely to enjoy both a higher volume and more stable net cash flow. Their study proved investing in the leading ACSI companies consistently outperformed the market by considerable margins. 

THE SMOKING GUN
Several studies were used comparing the top ACSI companies against the market with regard to stock performance over a six-year period (1997 to 2003) where the stock market had both ups and downs. The results were astonishing. You may have known the importance and benefits of providing consistent superior customer service, but I doubt you realized how significant it really is!

The top customer satisfaction companies beat the Dow Jones by 93%, S&P 500 by 201%, and NASDAQ by 335%.

The results conclusively show that customer satisfaction pays off in up-markets and down-markets. When the stock market dropped in value, the stock prices of firms with highly satisfied customers seemed to have benefited from some degree of insulation. 

No one can argue that these results are extraordinary. There are very few actions or strategies a business can take, if any at all, that can produce these kinds of financial results. This is proof that there is a significant return on investment in improving an organization's level of customer service. In the accounting world, the economic value of satisfied customers seems to be systematically undervalued even though these customers generate substantial net cash flow with low risk. Firms that do better than their competition in terms of satisfying customers (as measured by ACSI) generate superior returns at lower systematic risk.

It is conclusive that organizations that consistently deliver superior customer service generally enjoy repeat business, lower price elasticity, higher prices, more cross-selling opportunities, greater marketing efficiency, and a host of other things that usually lead to earnings growth. In addition, several research studies find that higher customer satisfaction has a positive impact on employee loyalty, cost competitiveness, profitable performance, and long-term growth.

EDUCATION:

Rockefeller Habits Workshops
Atlanta, GA Dec 4-5
Seattle, WA Dec 6-7
Washington, D.C. Dec 11-12
Portland, OR Jan 9-10, 2008
Dallas, TX March 25, 2008

DETAILS:
Here’s a quick outline of John Dijulius’s workshop:

	What’s The Secret? 

	To being a world class customer service organization


1. Service Aptitude 
2. State of Customer Service 
3. Distinguishing between new, existing & VIP’s 
4. Personalizing, engaging & Anticipating your customer’s needs 
5. Focusing on Last Impressions 
6. Service Brand Promise 
7. It’s not our fault, but it is still our problem 
8. Creating an above & beyond legacy 
9. The answer’s yes, now what’s the question 
10. Zero Risk 
11. Customer Experience Mapping 
12. Being World Class in your community 
13. Secret Service at home 
14. Your Hiring Non Negotiables 
15. Creating a World-Class Team culture 
16. Is technology reducing your relationships with your customers 
17. World Class Leadership

Nov. 29, 2007
Aggie 100; Leaders Top 2; Bad Profits; Day 2 Growth Summit Summary

"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES:
Aggie 100 Celebration -- today (November 29) Miner Corporation is celebrating their naming to the Aggie 100 list -- here's a link to the video they produced to celebrate the win. I thought the invitation, party, and video were good models for those of you wanting to celebrate a "win."

Day 2 Summary of Key Points from the Growth Summit:
Paul Orlafea, Founder of Kinko's -- Ideas and Savings, these are the two most important things leaders of growth firms must have!! His advice: close your open door, stop doing email (assistants can handle most -- and inexpensively from India!), and get more think time. Paul is so right -- what is a great idea worth to your venture? Yet, are you taking enough time to come up with them or are emails and interruptions getting in the way. His one idea for creating custom calendars gave Kinko's a $30 product that only cost $3. As for savings, this is the war chest you need when opportunity surfaces. In an earlier Insight it was suggested you take 5% - 10% of revenue right off the top and put it in savings -- you likely won't miss it.

"Kiss the hands that ring the cash registers -- Happy Fingers, Happy Registers" -- I smile every time I picture Paul standing on stage kissing his hand and sharing, in his classic style, the importance of just being nice. If you're mean to your people, they will be mean to your customers. Period. And don't answer your people's questions, because then they'll keep asking you!! Again, it's not good to be so valuable or available! Just be happy and come up with ideas. You have to love Paul and his style -- so simple and elegant at the same time. It was a 45-minute learn and laugh fest -- thanks Paul!

Fred Reichheld, The Ultimate Question -- OK, this was the most surprising session for me. This guy has his research down pat -- he started by showing that companies that focus on and generate loyal customers have 2.5 times the growth rate, industry after industry (with concise examples). THE KEY is giving managers the METRICS and MUSCLE to garner the same attention to loyalty as one might give to productivity, quality, speed, etc. And the key metric is the Net Promoter Score (NPS), which is calculated by just asking the customer one question "would you enthusiastically recommend our company to a friend" -- and he was specific about using a 10 point scale vs. 5 point; how what you label the scale doesn't matter; how to use the results to calculate your NPS; and that the only other question you ever need to ask the customer is "and if you didn't give us an eight or better, may we call you to discuss?" -- that's it -- forget all the other questions you're asking customers (he means on your standard customer satisfaction survey!).

Good Profits vs. Bad Profits -- Reichheld also drove home how companies must differentiate good profits from bad profits. I'm living this situation right now in India as I write this Insight. I lost my passport on a Kingfisher Airlines flight (the JetBlue of India). The airline went out of its way to find my passport, searching the plane twice, calling other offices at 3am in the morning, etc -- and then tracking me down and getting me my passport -- not in time to make my flight, but I had my passport. They went to great time and expense to help me -- and they moved quickly -- I'll remember this. In turn, I go back to the high-end hotel where we hosted our workshop to book another room -- and where we spent a nice chunk of change earlier in the week. It's 4am, I'm going to turn around and leave at 10pm, so we're talking 18 hours -- yet, they charge me for two full days. I've already discussed with my India partner about avoiding using their properties in the future -- and he's the one that reminded me "these are bad profits" earned at the expense of treating customers badly. Where are you earning bad profits? (and where has Gazelles earned bad profits -- would love your candid feedback).

Frank Muehleman, Dell -- Customer and Employee Feedback -- you've heard me preach how important it is to FORMALLY gather customer and employee feedback on a daily and weekly basis. Well, Michael Dell is back doing this with a vengeance. Checkout IdeaStorm -- this is Dell's new "community" where customers can provide all kinds of feedback -- and since initiating six months ago, over 500,000 posts have been made. Dell has created a similar site for employees. And Michael started back up his Friday morning meeting where these suggestions are vetted. Muehleman's presentation about the 10 keys to web marketing also has us looking at all the up-sell paths on our website (which we have none!) -- it was a real wake-up call for my team. Muehleman also emphasized how websites are becoming more commonly structured, with navigation in the left hand column and various resources in the right hand column. Again, we're going to act on these ideas. (Dell, thanks for being the main sponsor of our Growth Summit).

Kaihan Krippendorf -- The Art of the Advantage -- there's a reason Microsoft and other major firms are buying up all of this ex-McKinsey's time -- he's brought real-world examples, tools, and processes to the famous 36 Strategems of eastern warfare. What struck me was the importance of programming your brain with these 36 strategems, which will happen naturally if you utilize them quarterly as part of your strategic planning process. Krippendorf pointed out that the difference between Master Chess players and Grand Master Chess players is that the Grand Masters have four times the number of chess move patterns at their disposal. They are not any further steps ahead, just able to bring up a broader range of countermoves. To help you visualize and use these stratagems, Krippendorf has made them available on an interactive DVD which includes a powerful "stratagem selector" that aids in choosing the right six stratagems (out of the 36) depending on the competitive situation facing you and your company.

"Declare your Core. Core Customers, Core Competencies, Core Values.
And Stick to them. Study them, Act on them, Measure how you are doing on them. And Really start focusing on developing Loyalty among your Core Customers. That's where the Growth is. And it can be measured." I borrowed this overall Growth Summit summary from Michael Synk, our Memphis coaching partner, who sent this along to me after the Summit -- nicely stated Michael.

Next Summits: Sales and Marketing Summit, April 22 -- 23, Orlando, FL; Growth Summit, October 21 -- 23 (likely Atlanta, GA); National Australian Growth Summit, February 18 -- 20, Sydney, Australia.

Dec. 6, 2007
Public Apology; Key to Strategic Planning; Problem with Marriage Counseling; A's vs. C's

"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES:
NOTE: iPhone, Blackberry, or PDA versions of my "Growth Guy" Weekly Insights are now available in easy-to-read blog form. Click this link to register at Viigo. Then select Business>Entrepreneurship. You will be able to add "The Growth Guy" blog to your mobile device. It's a great way to get the Weekly Insights wherever you are.
Annual and Quarterly Planning -- STOP Focusing on What's Wrong!! My latest syndicated "Growth Guy" column opens with a public apology to all the companies I've misguided over the past twenty-five years -- I apologize for dredging up all their problems, for focusing on what is wrong instead of what is right. Focusing on "what is working" is an entirely new way to approach strategy planning -- please take ten minutes and scan my short column under DETAILS below.
Report Card Time -- Do You Focus More on the A's vs. C's? Marcus Buckingham, author of Go Put Your Strengths to Work, notes that focusing on the C will not improve the C. Yes, you must address the C, but spend your time studying the A's. Why do they like that subject? What does the teacher do? How is it taught? Only by studying the A can you improve the C. And, again, it gets everyone focused on the positive.
Marriage and Family Counseling -- my wife and I went through a rough period in our marriage a few years ago and sought out traditional marriage counseling. However, after several sessions we both realized that we felt worse after the sessions, since the focus was on "what is wrong." What helped turn around our relationship was a specific activity in an ImagoTherapy weekend called flooding (something we've done with our children as well). In essence, one of you sits in a chair while the other person "floods" you with all the reasons they love/like/admire you, anchoring each positive with a touch across your shoulders. 
Relationship Handbook -- this book by George Pransky further strengthened our relationship. Pransky, like Buckingham, denounces the focus on problems and weaknesses. Instead, his thin little book takes a radical and positive approach to strengthening relationships.
The Thin Book of Appreciative Inquiry -- this is the 70 page booklet that turned it all around for me. Have your team read this book before going into your next planning session -- or simply read it now. And please take a look at my column below. Focus on what's working!!
EDUCATION:
National Growth Summit February 18-19, 2008, Sydney
www.growthsummit.com.au
Mastering the Rockefeller Habits Workshop
February 20, 2008, Sydney
www.businessconnect.com.au

Rockefeller Habits Workshops
Seattle, WA Dec 6-7
Washington, D.C. Dec 11-12
      2008
Portland, OR Jan 9-10 
San Francisco, CA March 11-12
New Jersey March 12-13
Dallas, TX March 25-26
Charlotte, NC March 26-27
Midland-Odessa, TX April 15-16
Seattle, WA May 5-6
Indianapolis, IN May 13-14
Toronto, ON May 14-15
Cleveland, OH May 20-21
Atlanta, GA June 3-4
Washington, DC June 10-11
Denver, CO Oct, 8-9
Pittsburgh, PA Nov 11-12
Seattle, WA Nov 12-13
      2009
Portland, OR Jan 7-8
DETAILS:
Here's my latest "Growth Guy" syndicated column:
No More Problems, Please!
A Different Approach to Strategy Planning
By Verne Harnish
First, my public apology to all the companies I've misguided over the past twenty-five years, as well as an apology to my employees. And while I'm at it, let me add a public apology to my family and friends.
I apologize for dredging up all their problems, for focusing on what is wrong instead of on what is right. I apologize for focusing on the F's instead of the A's. I just didn't know any better until I read a thin 70 page book called the Thin Book of Appreciative Inquiry.
Quick summary -- Focus on what's working instead of on what's not working. Period.
Here's the rub. During quarterly planning and consulting sessions the tendency is to make a list of problems and then spend the bulk of the time discussing these problems and trying to solve them. No wonder people dread the process. 
This was brought home to me recently when a client introduced me, as his new consultant, to some of the people in his accounting department. One of the women quipped "I suppose you're here to point out everything we're doing wrong." Ouch! But an accurate description of the role of most consultants.
As a leader of my own firm, I've fallen into this same "problem analysis" focus of solving my growth company challenges. And as a father, during a recent teacher-parent conference, I caught myself focusing more on the "B's" than the "A's", even though I now know better -- these are difficult habits to break.
Driving Revenues
So what's the alternative? Let me go back to my latest planning session with the client mentioned above. Their main challenge was driving revenue. Rather than analyze all the reasons why revenues were NOT growing as rapidly as they would like, we took a different tact. Instead, we explored a time when revenues were exploding i.e. when things were going great.
Back in 2004, one of their divisions had driven revenues from $2 million to just over $9 million in the span of twelve months. Since then, that division's revenues have gone flat. So we brought in the head of that division and rather than spend an hour analyzing why revenues had gone flat, instead we asked "what were you doing right in 2004 that caused revenues to explode?" 
First, the head of the division was getting to re-live a positive time, rather than hash through a bunch of negatives. More importantly, about an hour into the conversation, as we continued to explore what worked in 2004, the head of the division had a major insight. 
Back in 2004, he was spending about a week a month out in the field visiting with his main distributors and customers. However, after experiencing the sharp jump in revenues, he was sucked into all the challenges of running a much larger operation which had reduced his field time to less than a week every quarter. The minute he said it, the CEO looked at his head of operations, he looked at me, and we all looked at the division head and we knew our answer had been found. We then spent the next hour figuring out how to get some activities off the division head's plate so he could get back out in the field. 
Results? When I checked back three months later, though the division head had not yet achieved a week/month of field time, he had managed to get out a lot more than he had been and in the process found a new product that may likely add $10 million in revenue in 2008! Now the company is faced with finding the cash to support the added inventory and again, when explored how they had successfully accomplished this in the past.
Anticipating a Recession
A close entrepreneurial friend of mine had a similar result focusing on appreciative inquiry. During his 2nd quarter planning session his team discussed the possibilities of a recession and what they might do to prepare for it. Since their IT services firm had survived the 2001 downturn, they spent the bulk of their time discussing what they did right (or by accident) that helped them survive. 
What they concluded is that the 30% in revenue they had from Federal Government contracts had helped them weather the storm. Since 2001, they had ramped up their corporate business to a point where their Federal Government work was now just 10% of their revenue. Getting the mix back up to 30% became their strategic focus and they expect to achieve it by the end of the year.
Turnaround Strategies
Another friend who turns around business said he uses a similar process. He simply asks for a graph of the company's financial performance for the past decade or so, looks for a point where the performance was stellar, and then brings together leaders and employees who were around during that period and spends a couple days inquiring into what the company was doing then that they aren't doing now. 
In one recent turnaround, he found seven distinct activities the firm was doing during the boom times that they weren't doing now and he simply focused the firm on doing those activities again, even though the market and products had shifted over time. Results? Another successful turnaround.
Focus on Strengths
Marcus Buckingham, the strengths movement guru (Go Put Your Strengths to Work), notes that if you want to help your children with their F's, ask them about their A's -- what did they do to get their A's, why they like that subject more than the other, what the teacher does, etc. You don't ignore F's, but you must study the A's, not dwell on the F's, if you have any hope of supporting your child in a positive way.
The same with your company. You don't ignore your problems, but it's far more productive to study what's working, in your own company or others, as the best way to solve the challenges facing your growing firm.
Dec. 14, 2007
146 Ideas; Word Version of NEW One-Page Plan; Innovate Like Edison

"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES:
Word version of the updated One-Page Strategic Plan is now available -- my apologies for taking so long to get this Word version posted. We introduced the new format at the Growth Summit and we taught it during our most recent Rockefeller Habits workshops. You can find it in the left column of My Gazelles (gold box in upper right of www.gazelles.com). 

Summary of updates to One-Page Strategic Plan -- though there IS NOT an updated manual to go with this updated version (that will come later), most of the boxes are self-explanatory. The major updates: space for summarizing a full SWOT at the bottom; the addition of Jim Collin's Profit/X from the Hedgehog; and space along the top of the form to place Key Performance Indicators for each of the key relationships and processes that drive your business. There is also more detail around the Critical Number and a more complete 7th column for putting each individual's ongoing KPIs, quarterly priorities, and their measurable Critical Number(s) for the quarter/year.

146 ideas in 30 minutes -- Bank of Tennessee's employee feedback process -- ‘tis the season when many firms seek employee feedback. Roy Harmon, CEO and President of the Bank of Tennessee, sent me this note Nov 30 "I took a variation of the (Dell) Ideastorm and sent out an email to all our 200 employees requesting suggestions -- it was fast moving and fun. I offered $100 to someone randomly drawn from each 20 suggestions that I received. As I received 20, I had one selected by different employees and announced the winner. I received 146 in about 30 minutes! Contest over. There were duplicates and the ideas ranged from very good to so-so, but the employees had some fun and got a little Christmas cash. I think that sending them to the CEO got their attention as everyone wants to give ideas, but for lots of reasons, do not. Sometimes simple works." Roy, I agree -- simple works!!!

What were some of the ideas? Notes Harmon "There were a couple of main themes...first is what I can do for them to make their life at work better...jeans on Fridays, upgraded computers, more insurance coverage, etc. I did run the last $100 give away for cost saving suggestions though. The best was for us to really push electronic statements which we already have in the works. It does show employee support for that initiative which will help us cut paper and postage cost." 

Innovate Like Edison: The Success System of America's Greatest Inventor -- this is the title of a new book on innovation which I enthusiastically endorsed. And I was at first leery to read the book since I wasn't a fan of co-author Michael Gelb's first book How to Think Like Leonardo da Vinci which I thought was full of feel good platitudes and generalities (though many people would disagree with me). However, his latest book is a homerun from my viewpoint. As I read it, I felt I was reading some of the same fine specific insights that went into the timeless classic Think and Grow Rich. In fact, I'm also teaching Gelb and Sarah Caldicott's step-by-step process to my two oldest sons. Edison WAS systematic in his methodology and what is more important to our children's future than innovation, something not taught in the majority of today's schools.

Ignoring Problems -- I did receive some questions regarding my push to focus on "what's working" vs. trying to solve specific problems. My response "you DON'T ignore the problems -- in fact, you have to address the C's -- its just that you can't FIX the C by studying the C -- you have to study what's working in your company or others -- that's the idea of Best Practices.

Dec. 19, 2007

Problem on the Planet; New Year's Gift; Save Money and Taxes

HEADLINES: "'tis the Season"
Unemployed Young Men -- at the risk of being over-simplistic, a primary challenge on the planet is unemployed young men -- they populate our jails, commit a majority of the crimes, and fuel terrorism. One organization doing something about this is the National Foundation for Teaching Entrepreneurs (NFTE). For some young men and women, the only way out of poverty is to create their own job. If you've had a great year financially, NFTE is looking for 100 entrepreneurial firms willing to sponsor an entrepreneurship course at an inner city high school -- cost is $10,000 -- a great gift for this holiday season. I personally sponsor a course myself -- I see it as entrepreneurs helping entrepreneurs -- it's not so much about charity as helping to keep our economies healthy and our streets safe. Let me know if you're interested.
Complimentary New Years Gift -- I'll personally autograph a complimentary copy of Mastering the Rockefeller Habits and send on your behalf to a decision maker of a mid-market company ($5 million to $100 million) you think would benefit from our tools and techniques. Consider a firm on your accounts payable list -- a firm you spend a lot of money with since they are the most willing to take the gift seriously -- it's important to strengthen your suppliers. Email cathleen@gazelles.com (or simply respond to this email) with a name, title, and mailing address. 
Save Some Money and Taxes -- for those of you interested in pre-paying some expenses before the end of the year and saving a chunk of change on our Summits (and getting the best seats) and products, consider joining our $10k membership program. You'll save $249 to $449/seat at our two Summits; and receive a 25% discount on our educational interactive DVD courses. Details below under DETAILS.
50 hrs/year -- Educational/Training Library -- www.gazelles.tv -- one of the benefits your best employees and executives find crucial is access to world-class education -- and nothing is more painful than outgrowing your team! We now have a full online and DVD-based offering. Consider setting a goal for your employees in 2008 to complete X number of hours of online education. Each topic is broken down into 1 to 5 minute segments -- perfect for showing at a brown bag lunch, monthly meeting, or viewing on their own. Topics include:
High Stakes Negotiations -- Dr. Victoria Medvec -- four hours of Northwestern University's top-rated professor whose clients include Goldman Sachs.
Customer Service -- John DiJulius is author of Secret Service and his upcoming book What's the Secret. 10 specific strategies for gathering customer information that lets you customize the service experience so price is irrelevant.
Strategy -- Kaihan Krippendorf, ex-McKinsey consultant and author of The Art of the Advantage, studied the top 100 performing firms and found 36 specific strategies these firms used to crush their competitors. 
Interviewing and Hiring -- Brad and Geoff Smart's famous eight hour Topgrading workshop and interactive DVD -- knowing how to properly interview is one of those top five management skills.
Execution -- Rockefeller Habits -- my complete two-day workshop on DVD and online -- a chance to systematically review and reinforce the fundamental tools and techniques designed to drive alignment, improve focus, and dramatically reduce the time it takes to manage the business.
Negotiation, Customer Service, Strategy, Hiring/Interviewing, and Execution -- foundational skills for all supervisors/managers/executives.
Each course is $1250 or $995 with a $10k membership -- www.gazelles.tv
DETAILS:
· $10k Membership -- BTW, when I asked the question a couple weeks ago "if Gazelles has areas where we're producing bad profits" I had several people respond saying the time restrictions around our $10k membership represented bad profits. So I'm changing that.

· Membership is not for everyone -- it's geared for those that plan to bring some executives to our Sales and Marketing Summits or Growth Summits and want the big group discount i.e. the seats are normally $1695/executive; $1495 if you bring three or more; and $1250 if you bring eight or more. With the $10k membership, you receive any seat for $1250, so you can send four to the Sales and Marketing Summit and four to the Growth Summit and still get the $1250 price -- it's that simple. And if you end up just sending a couple to each, you can carry over the benefit to future years. 

· Basically, you're pre-purchasing 8 seats at future Summits -- a chance to take the deduction now, save some significant money, and get preferential seating and discounts on all our learning products. Here's a link to sign-up for 2008. Let me know if you have any questions. 

