Jan. 3, 2008

Surviving Hospitals; B-17 Lesson; Power of Checklists; Rockefeller Habits Checklist

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

HEADLINES: (Theme: Power of Checklists)

Surviving Intensive Care -- if you or a loved one might EVER end up in an I.C.U. please take five minutes and read this article -- and take it to your local hospital administrator and ask them "are your teams using these simple checklists?" Save a life NOW in your community -- it might be yours. Thanks to our Indian partner, Raghoo Potinii, CEO of Knowledge Capital, for pointing out this article highlighting the importance of top performers using checklists.

Quarterly Infection Rates Reduced to ZERO! -- the biggest risk of going to a hospital is getting an infection, particularly from the lines placed in your body. Disturbed by the thousands of needless deaths, John Hopkins critical-care specialist, Peter Pronovost, put together a simple five step CHECKLIST in 2001 for installing lines in the body. Almost immediately, infection rates plummeted at John Hopkins. However, he couldn't get hospitals interested, primarily because physicians felt they didn't need checklists to do their job (sound familiar?). 

Save $175 Million -- Dr. Pronovost finally gets the state of Michigan to try his simple checklists in a handful of the worst hospitals in the country. Results? Notes the article "In December, 2006, the Keystone Initiative published its findings in a landmark article in The New England Journal of Medicine. Within the first three months of the project, the infection rate in Michigan's I.C.U.s decreased by sixty-six percent. The typical I.C.U.—including the ones at Sinai-Grace Hospital—cut its quarterly infection rate to zero. Michigan's infection rates fell so low that its average I.C.U. outperformed ninety percent of I.C.U.s nationwide. In the Keystone Initiative's first eighteen months, the hospitals saved an estimated hundred and seventy-five million dollars in costs and more than fifteen hundred lives. The successes have been sustained for almost four years—all because of a stupid little checklist."

Inspired by the B-17 Bomber -- Boeing almost went bankrupt when one of their top pilots crashed a newly designed bomber right in front of top military brass. Realizing their new generation of aircraft was too complicated for even the best pilots, Boeing created a simple checklist and proceeded to sell over 13,000 planes that flew over 1.8 million miles without a crash! 

The Best Utilize Checklists -- many of the budget-killing mistakes that risk customer capital can be dramatically reduced or eliminated by putting together simple checklists and getting everyone to follow them. Where could you dramatically reduce mistakes and/or increase quality using a checklist?

Rockefeller Habits Checklist -- once/quarter I ask/beg executive teams to review the Rockefeller Habits checklist -- a set of habits that help drive execution and keep your team aligned. Pick two items from the checklist and focus on implementing the specific habits over of the next 90 days. Alan Rudy, CEO of IntoGreat, describes how he uses the checklist in this 1:53 minute video clip off the Rockefeller Habits instructional DVD series.

January 10, 2008

Hendricks Dies; Dell Speaks Out; Whole Foods Holiday Story; Vitamin C Cancer Update

"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES: (warning -- big company stories today -- plus Vitamin C IV cancer update)

Ken Hendricks Passes Away -- the world lost a great entrepreneur the end of December. The co-founder of Beloit, WI-based ABC Supply with his wife Diane, they built this roofing, siding, and window distribution company into one of the largest private firms in the U.S. in 25 years with revenues of $3 billion last year. I first heard Ken speak at Jack Stack's "Gathering of Games" many years ago and I marveled at his fanatical focus on customers; his extensive training and empowerment of employees; and his embracing of financial literacy for all his employees. Anyone in a basic trades or distribution business should study and benchmark Ken's company -- just visit one of his local stores and talk to the employees. Here's a link to some latest news -- take five minutes and read the "Ken Hendricks Profile" -- it will inspire you! Ironically, he died falling from the roof of a construction project at his home. He was 66 years old. Tragic.

Speaking of Customer Service -- you have to take 2 minutes and read the last couple paragraphs of Jeff Jarvis's blog (which became a BusinessWeek article) on what Mark Jarvis and Michael Dell are now doing and thinking re: blogs, wikis, and customer feedback. Here's an excerpt -- "Mark Jarvis, Dell's new chief marketing officer, acknowledges that customers are now influenced by peers, not marketers (emphasis mine): 'The challenge is how you create a network of advocates for your business.... By listening to our customers, that is actually the most perfect form of marketing you could have.'" 

And Michael Dell's Thoughts? -- Jeff Jarvis continues "He predicts that customer relationships will 'continue to be more intimate' and response times faster. He even spoke of 'cocreation of products and services,' a radical notion from a big company. 'And I'm sure there's a lot of things that I can't even imagine but our customers can imagine, Dell says, sounding darned near like a blogger himself. 'A company this size is not going to be about a couple of people coming up with ideas. It's going to be about millions of people and harnessing the power of those ideas.' Once you can hear them." What are you doing to engage customers in coming up with ideas!?

I Need Your Suggestions -- if you could hear anyone speak at our fall Growth Summit, who would it be? Have you read an amazing book? Email me at vharnish@gazelles.com or simply reply to this insight. 

Whole Foods Gives Away Groceries When Computer System Goes Down -- Mike Jagger, CEO of Provident Security alerted me to this neat story over the holidays of amazing customer service. The West Hartford store's cash registers went on the blink during a snowstorm so the store manager made a quick decision to just let the customers leave with their groceries without checking out until the systems could be fixed -- all in all, it cost them about $4000 in food and garnered them full page stories that cost more than that! And remember, customers are now influenced by peers, not marketers!!

More IV Vitamin C Cancer Research -- Ben Hoffman, CEO of CityHunt, which creates corporate scavenger hunts to increase the "experience" factor of events, knows of my advocacy of Vitamin C IVs (my entire extended family and many of my staff now get them -- knock on wood, no illness over the holidays, which is when I would normally "let down"). He sent me this link to the latest university to get the go ahead from the FDA to move forward with clinical trials -- Thomas Jefferson University, over the next ten weeks, will give high-dose intravenous Vitamin C to 20 non-Hodgkin's lymphoma patients who have failed standard treatments and have a life expectancy of less than a year. And Dr. Jeanne Driscoll, University of Kansas, will release shortly her results from Vitamin C IVs in the treatment of late stage ovarian cancer. In essence, Vitamin C given intravenously, acts like chemo, except it only kills cancer cells, not all cells. And it does it through a simple mechanism -- it creates hydrogen peroxide at the site of the cancer cell, releasing electrons that kill the cell! How simple. But can drug companies make money off something so simple -- that's the barrier. 

January 22, Nashville; February 5 Indianapolis -- I'm heading to both cities to lead one-day Rockefeller Habits workshops. Open to the public, Nashville is being hosted by the local EO chapter (Clay Blevins, CEO of Comfort Supply, is my host). Indianapolis is being hosted by Ray Hilbert, founder of Truth at Work, a Christian Leadership organization. Information and registration for Nashville; information and registration for Indianapolis. 

Jan. 17, 2008

Breakthrough Companies; Classic Must Read Article; Fleck for the Internet; Moving Tons
"...keeping you great" Ten Minutes with the Growth Guy 

HEADLINES:
The Breakthrough Company: How Everyday Companies Become Extraordinary Performers -- this week - Jan 15 - Keith McFarland's highly touted book was released, based on a five-year study that resulted in a focus on nine companies that broke through the $250 million barrier. I have the book in hand and plan to read it over the weekend -- I'll come back to you with my feedback. Stay tuned.

Vannevar Bush's "As We May Think" -- on the heels of Amazon's new wireless reading device, Kindle, and Apple's continued release this week of well designed "memex's" I encourage you to take five minutes and read (or re-read) one of the most classic essays ever written about the future of technology published in The Atlantic Monthly July 1945. I'm told that many of the great technology entrepreneurs of today gained their inspiration from this article. Vannevar Bush was the director of the US Office of Scientific Research and Development for the WWII effort and was both before and after the war president of the Carnegie Institute and Dean of Engineering at MIT. In this article he discusses what goals scientists should pursue now that the war is over. 

Fleck.com allows you to interact with web pages like you would the pages of a magazine -- think electronic Post-It Notes for the web™. Boris Veldhuijzen is a well-known Dutch serial internet entrepreneur and co-founder of Fleck.com. He's the one who turned me on to the Vannevar Bush article during a recent dinner in Amsterdam. It's exciting how a 63 year old article can still provide inspiration to today's entrepreneurs. Again, scan through Bush's article and see what it inspires you to do.

As We May Watch -- David Rich, founder of ICC/Decision Services, a leading mystery shopper and customer experience management firm, is using his recently produced video hosted on YouTube to visually convey the power of his service and "who his shoppers are" to retailers, something he found was difficult to do via just the written word. This video cost David $5000, but he finds it engages his clients better than the written word, who normally wouldn't take the time to wade through his pages of description anyway. Here's a link -- scroll down to see the video. 

Seeing is Believing -- Brad Skelton, founder and CEO of Brisbane-based ST Group, one of the world's largest movers of massive equipment, also produced a video hosted on YouTube showing how his firm moves one segment of the world's largest tunneling machine using a 14 line trailer and three prime movers in tandem. Here's the link -- it's just amazing to see how this is done.

Multi-family apartment industry -- quick request -- Richard Roos, VP of Finance and Operations of Ontario-based Venterra Realty, wanted to connect to with other multi-family apartment firms who are further down the path in implementing the Rockefeller Habits -- you can reach Richard at rroos@venterraliving.com

Quote of the Week -- Brian Price, President of Rochester, MN-based Rockwood Retaining Walls, noted in a recent conversation about the importance of executive and employee education "I don't want to be the smartest guy in the room!" It's all about surrounding yourself with people smarter than you and then keeping them smart!

Jan. 24, 2008

Critical Review; Lessons from a Turnaround; Stop Unprofitability; Best Companeis to Work For; PCI Re

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

"Breakthrough Company" Review -- with all the hype and promise, I was expecting to be blown away by Keith McFarland's book -- maybe I'm too close to the subject -- but I could hardly keep focused -- it was so full of platitudes and generalities with very little real insight or specifics -- and in many places his advice, because of the lack of specifics, is dangerous. However, I did find three good pages. See my complete review along with a list of the three pages I recommend under DETAILS below -- and I would love to hear from you if you've read the book -- again, maybe I'm too close to the subject and missed something.

Worth Reading -- Quiznos Turnaround -- FORTUNE had a great article this week on how Greg Brenneman, who turned around Continental Airlines, seems to have turned around Quiznos. In every case, a turnaround involves just a handful of key strategic decisions. For Quiznos, Brenneman slashed discounting, simplified the menu from 29 to 21 items, created a $2 Sammie to compete on price with Subway, and developed a web-based ordering system. It's important to examine Brenneman's "playbook" as you look at your own firm.

Stop Doing -- a key to Brenneman's success is analyzing profitability at a granular level (by product, by route, by store, etc) and then stopping the unprofitable stuff!! Duh!! At Continental he started by eliminating inefficient routes. At Quiznos, he eliminated 8 menu items that were the least profitable (this also reduced complexity). Plants need pruning. So do our companies. What are you doing that is unprofitable? Do you even know? When you find out -- prune it NOW!! -- especially in volatile times. Here's an excellent piece on his turnaround of Continental. 

Self-funding Bonuses -- Brenneman also did something very simple at Continental. Focusing on the basics, he notes "In one way it was simple: we had to get people to their destinations on time -- with their underwear -- and serve up good food when passengers wanted it. Plus we had to make sure that employees liked coming into work." Therefore the incentive was simple: "We were at the bottom of the on-line list, so let's take the money we save on putting passengers up in hotels, or on other flights, and return it to the workers," he said. This is what Jack Stack means by picking a Critical Number (some measurable target) that will generate real dollars and then use some of the gain to fund rewards.

Bad Profits at eBay -- Meg Whitman, CEO of eBay announced her departure. And her replacement, John Donahoe, announced in the FIRST HOUR that he was reducing upfront fees that have alienated users and driven them to Google and Amazon! Today's NY Times piece provided the best management decision overview. 

Listen to Customers -- and this excerpt from FORTUNE: A prominent eBay members network - that the San Jose-based company closely monitors - says that its members listings dropped 14% in the fourth quarter from the previous year. "eBay's marketplace isn't set up to scale well for sellers. Whether you list one item or one million, it's a flat price structure," says Jonathan Garriss, the executive director of the Professional eBay Sellers Alliance. "As sellers build bigger businesses, it makes sense to have their own platform and participate in shopping engines like Google or sell on the Amazon platform." 

Finding Opportunity in Economic Turmoil -- FORTUNE Small Business magazine is doing a story and looking for:

· Small businesses and owners who have seen opportunity in the economic turmoil. These could be companies that are seizing the moment to grab market share from weak competitors of all sizes; companies that are buying and leasing capital equipment for rock bottom prices; even companies that are hiring highly skilled workers who are newly available and so on. 

· Small businesses and owners who saw the chill coming and prepared themselves, by building cash reserves, for example, or holding down costs.

Contact Malika Zouhali-Worrall at Malika_Worrall@fortunemail.com.

FORTUNE 100 Best Places to Work list out this week -- Google #1, Container Store #20. Top 10 includes Quicken Loans, Wegmans, Edward Jones, Genentech, Cisco, Starbucks, Qualcomm, Goldman Sachs, and Methodist Hospital Systems.

The Private Company Index (PCI) hit an all-time high (so much for a cross-industry recession, right?) with a 1.7 % increase in December and an overall 33% gain in 2007. And the five companies honored with the Growth Company Award 4th quarter 2007 saw an average of 56.3% higher revenue than their own Q4 2006 figures (sense of pride: four of the five are Gazelles clients and the top two participated in our Rockefeller Habits 2 program last week -- congrats). 

The Top Five Growth List:
Appletree Answering Services -- Wilmington, DE -- Live answering services and call center serving the business sector.
High Performance Technologies -- Reston, VA - performance-based architecture service provider for the information technology marketplace.
Indigenous Designs -- Santa Rosa, CA -- Handmade fashions created from organic materials using fair trade practices.
Nationlink Wireless -- Franklin, TN -- Wireless solutions and software for both businesses and individuals.
Ticketcity.com -- Austin, TX -- Sports, entertainment and major event ticket broker.

EDUCATION:
Rockefeller Habits Workshops
Indianapolis, IN Feb 5
Perth, Australia Feb 22
San Francisco, CA March 11-12
Newark, NJ March 12-13
Dallas, TX March 25-26
Charlotte, NC March 26-27
Cedar Rapids, IA April 8-9
Midland-Odessa, TX April 15-16
Seattle, WA May 6-7
Toronto, Ontario May 14-15
Cleveland, OH May 20-21
Atlanta, GA June 3-4
Washington, DC June10-11
Denver, CO Oct, 8-9
Charlotte, NC Nov 12-13
Seattle, WA Nov, 12-13
Atlanta, GA Dec 2-3
Washington, DC Dec 9-10

      2009
Portland, OR Jan, 7-8

DETAILS:
"The Breakthrough Company" Review
First, let me list the best three pages:
p. 44 -- bottom of the page McFarland tells the story how Roger Staubach handled a dispute over commissions that two brokers brought to him. After listening to the two brokers he announced he was giving the entire commission to charity and told the brokers next time to "work it out between yourselves." This became a legend that prevented any further commission disputes throughout the company! I'm going to use this with my children as well.

p. 180 -- McFarland makes an excellent point in involving more people in the strategic planning process in order to create broader buy-in and garner a more diverse set of opinions (research shows that a true dialogue requires 40 -- 60 people). He suggests involving "board members, select managers, and members of the sales team, up to twenty-five to sixty people in all, when setting the firm's direction." We're going to emphasize this more with those using the One-Page Strategic Plan.

p. 197 -- McFarland quotes Scott Cook, founder of Intuit, "Anyone can run a company during the tough times -- it's the good times that actually challenge the leaders." As McFarland notes "what great leaders like Cook understand is that rather than coast during the times that the business is flying high, the company should continue asking hard questions about where it is going, digging more aggressively for ways to tap its latent potential."

Over $250 million -- I did enjoy reading about the nine breakthrough firms McFarland chose to highlight: ADTRAN, Chico's FAS, Express Personnel, Fastenal, Intuit, Paychex, Polaris, SAS, and The Staubach Company, although I personally knew most of their stories through reading the popular press and had already received, in more depth than McFarland provides, the keys to their success. FORTUNE magazine, Fast Company, and Inc. have covered many of these companies over the years and I find their writers much more adept at capturing the nuggets of brilliance and depth of ideas than McFarland. The bigger issue -- McFarland shares that only .10% of firms make it to $250 million. What the world needs is the book on how to get from $1 million to $10 million which is different than what it takes to go from $10 million to $50 million, which is different than what it takes to go from $50 million to $350 million (this is the better cut-off point). None of the critical nuances in making these multiple leaps are captured in McFarland's work.

Made Up Terminology -- what the world DOESN'T need are more made-up business terms. It's driving me crazy how everyone wants to make up labels. And some of his labels are bad -- like calling a company's support system (board of directors, advisors, consultants, mentors, CEO groups, etc) "scaffolding" which he defines as "temporary structures outside the company..." My key advisor of 25 years, Arthur Lipper, has been more permanent than any of my employees, for instance, as has been my involvement in the Entrepreneurs' Organization. 

Contradicts Jim Collins -- along these same lines, he contradicts Jim Collins in several places without any relevant proof i.e. he attacks the notion of a company having core values and instead, chooses to describe the importance of a company having "character" -- he's simply splitting hairs and playing to the fact that many firms, admittedly, have botched the whole core value thing. However, it's not a reason to discard the entire notion of core values and replace it with something that will likely be botched even worse since there's no depth to McFarland's analysis. And his relating of charisma and character, again, is just outright wrong -- they don't even come from the same etymology. 

Totally Misses the Dynamics of Growing a Business -- much of his advice, since he doesn't provide boundaries or specifics, is downright dangerous. For instance, he drags out the age old platitude of companies having too many layers. It depends on where you are in your growth between $1 million and $250 million. For smaller firms, the issue is often not enough layers. And in India, many of the growth firms, obviously misapplying the notion of having "flat organizations" have spans of control of 15:1 or greater (a problem giant Dell ran into as well). My analysis and research found a direct correlation between high turnover and overly flat organizations. As another example, McFarland fails to give us the points at which firms added a board or built a formal educational department or "upped the ante" -- was it when they were $10 million, $50 million, or after they went public? And was it before or after they figured out their "hedgehog" (hey, I wasn't happy when Collins made up this term as well). Collins is adamant, and I agree, that you must figure out your focus BEFORE doing many of things McFarland recommends. This critical piece of knowledge is neither acknowledged nor disputed.

Something is Not Right -- OK, I'm going on public record as challenging McFarland's claims to have followed an approach anywhere near the rigor of Jim Collins. His book is really full of his own opinions and observations working with 50 plus clients over the five years he's been a consultant and selectively finding pieces within nine excellent firms that fit his experience. Nothing wrong with this -- I've drawn much of my ideas from the thousands of growth firms we've served over the decades. But I don't wrap my claims in the veil of Jim Collins quality research. 

Conclusion -- his handful of suggestions aren't necessarily wrong -- there's just no depth into how, for instance, Intuit systematically gathers customer data (something which has been reported on in depth and is worthy of reporting) -- these are the details companies need. And in many cases, his illumination of a critical point is considerably less clear than what is already currently known i.e. Geoffrey Moore's work around "Core vs. Context" and how companies must navigate between customer intimacy, product leadership, and operational efficiency is more succinct and useful than McFarland's "Bermuda Triangle" discussion. Last, there were so many places where an obvious researcher would have not thrown out "pop" conclusions without taking the most basic of steps to give the reader some real insight and validation. 

January 31, 2008


Successful Workplaces; Success Rules; Success Launch; Success Quote

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

HEADLINES: 

URGENT -- February 1 (tomorrow!) deadline for nominations -- Top Small Workplaces in the U.S. -- co-sponsored by The Wall Street Journal, if you're under $200 million in revenue and think you have a great place to work, nominate your firm by tomorrow -- it's a very short form -- then you'll receive a more extensive application which will be due later -- here's the link: -- winning awards like this can really boost your ability to attract top talent -- they are worth the time to apply. FYI, this is the old "Best Bosses" contest which FORTUNE Small Business is no longer doing.

SUCCESS magazine - What Achievers Read -- One of my closest friends and a founding board member of YEO, Stuart Johnson, purchased SUCCESS July of last year and is re-launching the publication with a promise to return it back to its legendary roots as the preeminent personal and professional achievement magazine. Expecting 100,000 newsstand distribution when the premier issue is released in March, Stuart has already reached over 700,000 in paid distribution making it one of the biggest first issue magazine launches of all-time. Stuart has offered my insight readers an exclusive reduced rate of $24.99 for 12 issues -- this is real savings over his best discounted rate. It's definitely a magazine I want sitting around for my children to peruse! Subscribe right now.

Speaking of success, Bob Parsons, Founder of GoDaddy, has "16 Rules for Success in Business & Life" -- now this is a list worth posting near your desk!! Here's a link to the list -- be sure to scroll down on the landing page to see all 16 Rules (under the poster he's selling). Thanks to Tom McFadyen, founder of McFadyen Solutions for pointing me to this insightful list

#16 is my favorite: To quote Parsons "There's always a reason to smile. Find it. After all, you're really lucky just to be alive. Life is short. More and more, I agree with my little brother. He always reminds me: ‘We're not here for a long time, we're here for a good time!'" I've been getting too serious lately -- I need to loosen up!! Bob, thanks for the reminder.

Rate your e-commerce site -- BTW, Tom McFadyen wrote an excellent and detailed (with examples) article on how to rate your e-commerce site -- I've already passed it on to my webmaster and we're going to review it at our next weekly marketing meeting -- you have a weekly marketing meeting, don't you?

Save 4 hours -- read Inc article on Breakthrough Companies -- Stephen Adele, founder of Golden, Colorado-based Isatori, a leader in "lifestyle" supplements, sent me the following note: "I, too, was excited to read it (Breakthrough Companies), but found it difficult to take McFarland's book seriously...I actually thought the article/interview on this book, found in the most recent Inc. magazine was sufficiently better than the book itself (and could save you 15 bucks and about 4 hours). 

Quote of the week -- Maria Sharapova, while waiting to receive the Daphne Akhurst Trophy for winning the Australian Open, shared with the crowd that she had received a text message from tennis great Billie Jean King telling her "Champions take chances and pressure is a privilege."

Feb. 7, 2008

Selling in Harder Times; Best Sales and Marketing Tool; Show Up and Throw Up

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

HEADLINES: Print-Friendly Version
Execute without Drama -- 40 seats available for Patrick Thean's March 4 studio taping of his 4-hour workshop, Chantilly, VA (same place we've taped the other programs). Specifics under DETAILS below. $99 per person.

Selling in Harder Times -- Customers will pay more -- for those that missed mention of Neil Rackham's article on selling during tougher times -- here's the link to his article and several other complimentary "tools" from the faculty speaking at our upcoming Sales and Marketing Summit in Orlando (scroll down and click on the "Free Tools" starburst). One surprising conclusion from his research -- customers will actually pay more for your products and services during down times!! He explains why in the article. This and more insights from the father of sales research and the famous author of SPIN Selling and Rethinking the Sales Force.

Do Your Sales People "Show up and Throw Up" -- Eric Darmstetter, founder of SalesBy5, uses as his "marketing piece" an airline-grade barf bag with his Sales Safety Information card inside. It proved to be a "remarkable" piece at the Consumer Electronics Show in Vegas. Are your marketing materials "remarkable" i.e. people "remark" about them? Here's a link to Eric's blog where he details the promotion and provides his 10 Sales Safety Information tips. His "salt and pepper" tip is the best!

Best Sales and Marketing Tool -- Andy Buyting, CEO of Green Village Home & Garden, shared with me a detailed update on the specific impact on sales and marketing his book has had since being published last October, including helping him attract franchisees, employees, and establish his credibility as an expert in retailing. And he's going to come out with a new book each year -- details below.

EVERY CEO should write a book!! Contact me if you need a ghost writer -- and here's a link to my short article on writing a book which will give you the inexpensive ($7k), mid-range, and expensive ($70K) approaches to publishing your book. 

Here are Andy's thoughts on the impact of writing a book:

The Retailer's Roadmap to Success: 33 Secrets for Driving Your Business to the Next Level has made a huge difference for me and my business, Green Village Home & Garden. Quickly here's what my book has done for me.

1. It is helping me to establish credibility as an expert in retailing and gain exposure. It's enabled me to publish a few articles in business & trade magazines, book a few speaking engagements (which I increased my prices and demand has grown), I've been able to meet several interesting people and have actually added the president of Home Depot Canada & Asia to my list of mentors whom I meet with regularly.

2. It is also helping my business grow. I plan to start selling franchises in 2008, and because of the book I've gained serious interest from two potential franchisees already, before I've done any kind of promotion or marketing effort. I'm also finding that people, more than ever before, want to do business with me and my company. My purpose for publishing the book has always been for the marketing aspect it could generate for my business. And it is certainly doing an incredible job, putting my name and my business on the map.

3. The last benefit, and it's a huge one, is how it helps align my team. I'm finding it easier to attract high quality managers (again, people want to do business with our company), as well as educate our existing staff. This season we are going to have a staff of about 120 people in retail, and each person will get a copy of my book as an initiation gift. For each person who thumbs through it and reads it, I have another person who learns my entire philosophy on management, customer service, marketing, pricing and merchandising. This is powerful stuff. Also, the feedback I see and get is that they are proud to be working with a progressive company, where the leader as actually published a book. 

I would recommend it for anyone who really wants to expand their business.

We actually love this approach so much so that we are going to be embarking on a series of books, geared towards our customers as the target audience. I am hiring a ghost writer to coordinate and put together a series of books on gardening. Not entirely decided on the title yet, but the "Green Village" series of gardening and landscaping books will be written using content from our staff and self-published to sell through our stores, on Amazon and possibly through a distributor. This will again go a long way towards establishing our company as experts in the gardening and landscaping field, and will add so much credibility to what we do in the eyes of our customers. We plan to start within the year, and publish one book per year for 4 to 6 years. Exciting stuff!

Andy Buyting

Green Village Home & Garden
Author of The Retailer's Roadmap to Success
Tel: (506) 450-3388 ext. 222
Fax: (506) 450-2622
Email: andy@greenvillage.ca
http://www.greenvillage.ca
http://www.retailersroadmap.com
 

EDUCATION:
Sales & Marketing Summit
April 22-23 Orlando, FL

Growth Summit
October 21-22 Atlanta, GA

National Growth Summit
February 18-19 Sydney, AU

Rockefeller Habits Workshops
Perth, Australia Feb 22
Newark, NJ March 12-13
Dallas, TX March 25-26
Charlotte, NC March 26-27
Cedar Rapids, IA April 8-9
Seattle, WA May 6-7
Toronto, Ontario May 14-15
Cleveland, OH May 20-21
Atlanta, GA June 3-4
Washington, DC June 10-11
Denver, CO Oct 8-9
Charlotte, NC Nov 12-13
Seattle, WA Nov 12-13
Atlanta, GA Dec 2-3
Washington, DC Dec 9-10
Portland, OR Jan 7-8, 2009

Great Game of Business with Jack Stack
Springfield, MO
DETAILS:
Here's a more detailed description for the Execute Without Drama workshop we'll be taping on March 4.

Execute Without Drama™ Workshop
The power of metrics is astounding! Actually, it's the RIGHT metrics that carry all the power. What can you measure NOW that will give you insight into the FUTURE of your business? 

You will learn how to: 

· Develop the RIGHT METRICS to measure performance

· Get everyone ALIGNED behind the right metrics

· PREDICT outcomes, solve problems, avoid being blindsided

· Make BETTER DECISIONS and make them faster

Tools you can apply immediately and get results:

· Practical and simple Performance Dashboards

· 3 dashboards every growth company must have

· A common language that infuses performance into your culture

Here is what past attendees have to say:

	"Thank you for your presentation last week at B.O.G. I really connected with your no nonsense approach and have been working hard to "desuck" my company."

	 
	- Clint Drawdy, President, Medical Methods


	"Thank you so much for speaking to us at BOG this year. Your presentation was excellent and I look forward to implementing what you have shared with us. I am requesting the forms you had in an EXCEL format and will definitely put them to good use. Please let me know if I can EVER do anything for you."

	 
	- Scott Woodland, President, Onestream.net


	"Thanks for the awesome presentation at BOG last week. I am going to take my current Rhythm meeting and accountabilities to a new level with the Green, Yellow, Red." 

	 
	- Jarrett Davidson, President, World of Water International Ltd.


	"Thanks again for your amazing presentation and ideas. I've started building my dashboards and it would be helpful to receive what you've built in an excel format. Thanks for everything and I'm excited about the results." 

	 
	- John Trapp, President, Total R.


Feb. 14, 2008

Hidden Champions; Go Global; Keep Building; Australian Growth Summit; NPS Stories Needed

"...keeping you great" Ten Minutes with the Growth Guy 
HEADLINES: (Happy Valentine's Day) Print-Friendly Version
NPS Stories Wanted -- Justin Martin is writing a story for FORTUNE Small Business on small to mid-market firms using Fred Reichheld's Net Promoter Score (NPS). If you have some experience, good or bad, using NPS please email Justin -- and read Reichheld's book The Ultimate Question. Firms that utilized NPS had 2.5 times the growth rate of those that didn't -- it's all about focusing the organization on creating advocates for your business.
Keep Building -- this is Ram Charan's first principle for managing during a possible recession (my favorite of his four). Take five minutes and read his FORTUNE magazine article "Managing Your Business in a Downturn" (skip right to his four principles).

Charan is one of the most famous business thought leaders of our time as co-author of Execution with Larry Bossidy and his latest two books: Know-How: The Eight Skills that Separate People Who Perform from Those Who Don't and What the Customer Wants You to Know: How Everybody Need to Think Differently About Sales. I've just ordered the latter book for review since I'm pushing EVERYONE to focus on sales and marketing in 2008. Ram tends to be very practical and insightful as a former Harvard, Northwestern, and Boston U prof -- and as a close advisor to leaders like Jack Welch. I tend to pay attention to what he says.
Go Global -- this is my recommendation, recession or no. For companies in the U.S., go international. The rest of the world's economies are growing at 3 to 4 times the U.S. economy and the low US dollar gives us a huge advantage right now. Even GM, while offering buy-outs to all their employees in the U.S., is booming overseas. A close friend of mine in the AV furniture business is doing a booming business in Russia. I'm moving my family to India in September to build up our Gazelles business in Asia and the Middle East. The problem with companies in the US is we've become spoiled living in a huge domestic market and thus never developed the DNA to do business internationally, like our entrepreneurial friends in small markets like New Zealand or The Netherlands. 
Export-Import Bank -- 85% of their loans go to small businesses. FORTUNE Small Business magazine did an excellent piece this month, with plenty of small to mid-size company examples, of U.S. companies taking advantage of the dollar's decline. Take a look at this article which includes links to the Ex-Im bank info.
Hidden Champions: Lessons from 500 of the World's Best Unknown Companies -- I read this book over a decade ago and found it to be one of the most insightful books about mid-size firms I had ever read (though now out-of-print -- check your library). The main point that stuck with me, if you want to dominate a narrow niche, was the importance of extending your reach into markets around the globe before companies in other parts of the world, focused on your same niche, enter your market! Your biggest competitive threat, even in the tiniest of niches, is a competitor you don't see coming from the other side of the planet. And you need the global market intelligence that comes with doing business in other markets. Here is an excellent article that outlines the five keys to being a hidden champion (take 15 seconds to glance at the sidebox in the article). 
Australian National Growth Summit -- speaking of international, we co-host with Business Connect, our first annual "Growth Summit" in Sydney next week -- February 18 -- 20. Joining me from the U.S. are business thought leaders Geoff Smart (Topgrading) and Kaihan Krippendorf (The Art of the Advantage). A dozen additional Australian business experts will round out the program. Here's a link
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Best "quick tip" -- Alex Lopez, principal with Sydney-based Quantify Corp www.quantify.com.au, recently started color coding the items on his to-do list -- red for non-income producing activities; green for income producing activities. Notes Alex "when I first started, I found a 2 to 1 ratio of red activities to green activities; however, today, it's just the opposite." He showed me his list -- nothing fancy. Just a single sheet of paper listing his to-do's and then he uses a red or green highlighter to colorize each item. I did the same with my to-do list yesterday -- very insightful (and visual)!

Best "quote" -- "Use hands less, brain more" -- Diana Williams, Founder and Executive Chair of 3000 employee Fernwood Fitness and previous Australian Woman of the Year as she described the importance of delegating and getting others to "do" so she has more time to think. Carve out more time to think!

Best statistic -- Bill Evans, Chief Economist for Westpac bank, noted that the world's Gross Domestic Product (GDP) was split 50/50 between the developed countries and the developing countries. And whereas the developed countries (U.S., UK, Australia, etc) had a combined growth rate of just 2% last year the developing countries (Brazil, Russia, India, China, etc) had a combined growth rate over 8% giving the world an average growth rate between 4% and 5% -- and this is expected to be the case for the next decade. Seems obvious, if you want to go where you have the wind to your back, is head to the developing part of the world. It was also noted that China has grown 8% per year for 55 years!!!

Best example of strategic activities -- Kaihan Krippendorf, author of The Art of the Advantage, describes how Kola Real has competed successfully against Coca-Cola in Latin America -- they partner with rural bottlers; re-use old beer bottles; distribute through beer companies; stop advertising; and sell huge sizes. These are all ACTIVITIES that would almost be impossible for Coca-Cola to do. As the famous strategist Michael Porter emphasizes in his classic HBR article What is Strategy? (Read the article at "mygazelles.com" login or quick registration required), the key to strategy is doing different ACTIVITIES than your competition. What are the ways you go about doing business -- the activities -- that are different from the way your competition does business? Don't confuse this with your Brand Promise. Again, it's differentiating your activities and picking activities that are difficult, if not impossible, for your competition to do.

Best book recommendation -- for those of you doing business with other cultures (or plan to) get the book Riding the Waves of Culture by Charles Hampden-Turner and Fons Trompenaars. They studied 51 national cultures and found 7 major differences that I found were practical and useful like Universal vs. Particular. For instance, they asked what you would do if you were with a friend and he hit a pedestrian while speeding in his car and you could spare him some serious consequences if you simply testified that he wasn't speeding. What would you do? In Universal cultures, like the U.S., the focus is on rules more than relationships (with an emphasis on contracts); in Particular Cultures, like Mexico, the focus is on relationships more than rules (and a belief that legal contracts can be modified). 

Best list -- Phil Ruthven, Founder and Chairman of IBISWorld Business Information, is one of the more entertaining CEOs I've heard speak. His firm is one of the top business intelligence firms in the world and he was kind enough to provide each attendee at the Growth Summit a $1500 set of reports on their respective industry. Through this research he's distilled 12 keys to operating a great company. This list is under DETAILS below.

New Jersey Rockefeller Habits workshop -- March 12-13 -- Only three weeks away. Sign up today!
EDUCATION:
Sales & Marketing Summit
April 22-23 Orlando, FL

Growth Summit
October 21-22 Atlanta, GA

Rockefeller Habits Workshops
Perth, Australia Feb 22
Newark, NJ March 12-13
Dallas, TX March 25-26
Charlotte, NC March 26-27
Cedar Rapids, IA April 8-9
Seattle, WA May 6-7
Toronto, Ontario May 14-15
Cleveland, OH May 20-21
Atlanta, GA June 3-4
Washington, DC June 10-11
Denver, CO Oct 8-9
Charlotte, NC Nov 12-13
Seattle, WA Nov 12-13
Atlanta, GA Dec 2-3
Washington, DC Dec 9-10
Portland, OR Jan 7-8, 2009

Great Game of Business with Jack Stack
Springfield, MO
DETAILS:
Here is Phil's list for operating an industry dominating business:

1. Stick to one business and one business only

2. Aim to dominate

3. Forever innovate -- product, process, marketing, sales, etc.

4. Outsource non-core aspects of the business

5. Don't own hard assets

6. Have good and professional financial management

7. Think and plan outside-in -- have great external intelligence

8. Anticipate industry life-cycle changes

9. Build strategic alliances

10. Learn and implement world best practices

11. Strong unique cultures

12. Leadership is first; management is second

Feb 28, 2008
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The Founder's Dilemma -- this is the title of an article in the February 2008 Harvard Business Review. Notes the article: "Most entrepreneurs want to make a lot of money and to run the show. New research shows that it's tough to do both. If you don't figure out which matters more to you, you could end up being neither rich nor king." Here's a link to the article -- you only get the first page -- the rest of the article will cost you $6.50 -- I found the article worthwhile to read and made me think about how I might transition myself in Gazelles, though WARNING -- it is mainly focused on technology-based firms. Thanks to David Mammano, founder of NextStep Magazine for bringing this to my attention.

Founder Frustrations -- the author of the article, Norm Wasserman, is an assistant prof at Harvard specializing in Entrepreneurial studies. He has an interesting blog entitled "Founder Frustrations" -- he has both an excellent overview of the above article (i.e. businesses that are not capital intensive are the easiest for founders to maintain control) with links to his data and research. And if you scroll down you'll see his various postings on topics like how to split equity with the founding team, founder-CEO succession, whether to partner with friends, etc. I've added his blog to my list to receive. 

Founder Fun -- "Top-Gun Airborne Action" May 15 -- 18, Las Vegas -- late last year I told you about Maverick Business Adventures™ -- they host one-of-a-kind adventure experiences for business leaders. The first experience was an off-roading Baja adventure with Jesse James and 3-time Super Bowl winner, Darren Woodson. You can watch a 4-minute highlights video here. Two Gazelles' insight readers participated and their enthusiastic feedback is under DETAILS below. The next trip is their "Top-Gun Airborne Action" May 15-18, 2008 in Las Vegas, NV. It's a Zero-G flight, Aerial combat in a jet fighter (you fly), Helicopter into the Grand Canyon, dinner with Peter Diamandis (founder of the X prize), unique business sessions and much more still shaping up -- it's already half sold-out. Check it out here. Work Hard, Play Hard!!

Founder's Freebie -- I don't know how long it will last, but the banner ad on the HBR site (click on the HRB article link above) offers a free copy of Michael Porter's HBR classic "Strategy and the Internet" if you take a quick survey. The article highlights how companies can mistakenly dismiss strategy fundamentals just because the internet has changed the playing field. It's always a great idea to read Porter's HBR articles -- we have his classic "What is Strategy" referenced on the My Gazelles page -- one of the seven "must read" articles.

Founder's Quote -- "Selling the product is for sales guys... Selling the company is for CEOs" Stephen Watkins, founder of Entrex. 

Founder's Mistake -- and last, I loved this piece in the NY Times this week about Steve Jobs and reading. Seems he did make a big mistake. According to AP research last year, only 27% of Americans had not read a book recently. In turn, 27% had read over 15 books in a year and 50% six books. As Timothy Egan, the author, points out 60 million copies of the DaVinci Code have been sold vs. 3.7 million iPhones. OK, OK, not a fair comparison, but hey, I'm a reader and enjoyed the article defending books and reading!

EDUCATION:
Sales & Marketing Summit
April 22-23 Orlando, FL

Growth Summit
October 21-22 Atlanta, GA

Rockefeller Habits Workshops

March Workshops
Newark, NJ March 12-13
Dallas, TX March 25-26
Charlotte, NC March 26-27

Rest of Year
Cedar Rapids, IA April 8-9
Seattle, WA May 6-7
Toronto, Ontario May 14-15
Cleveland, OH May 20-21
Atlanta, GA June 3-4
Washington, DC June 10-11
Adelaide, AU Sept 15
Melbourne, AU Sept 16
Sydney, AU Sept 17
Brisbane, AU Sept 18
Denver, CO Oct 8-9
Charlotte, NC Nov 12-13
Seattle, WA Nov 12-13
Atlanta, GA Dec 2-3
Washington, DC Dec 9-10     
Portland, OR Jan 7-8, 2009
Great Game of Business with Jack Stack
Springfield, MO
DETAILS:
Here's what a few of the Gazelles on the trip had to say about their Baja experience (and I like the added note Mike sent me -- see last posting):

"What we found here is a group of likeminded individuals. We're not all in the same business; we're not doing the same things and that's part of the beauty of it. But everybody is here to work hard and play hard, so you get a very intense group of guys. You don't get to meet a guy like that in an evening or over a round of golf...these are guys I'm going to be talking to and relating to for weeks and years to come." -- Mike Lally, PCB Group

"When I first got here the first day, I thought, "Well, I won't be lasting," but after a couple of days I found that I was looking forward to the next trip out to Las Vegas ....from a business perspective, the meetings were phenomenal with great insight. They were really motivating to, I think, any business man at whatever level you may be, at the top of your field or just an entry-level guy. With the type of talent and consideration that these fellows have, this club will definitely make a difference in my life and I'm sure will make a difference in a lot of the people that I deal with." -- Jim Spano, International Resort developer

Mike Lally further noted, to my delight "...as part of the evening business sessions, I introduced the whole maverick group to the one page strategic plan. Many were one man internet businesses, but a few were from the brick and mortar world. Ironically, guest celebrities Jesse James (Monster Garage) and Darren Woodson (Dallas Cowboys) were scribbling notes just as fast as all the mavericks as we discussed tips and tools in the 'what's working' sessions.
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Warren Buffet -- once again on top, Buffet was named the wealthiest person in the world by Forbes magazine with a net worth of $62 billion (Gates third with $58 billion) and his firm, Berkshire Hathaway, was named the second most admired company in the U.S. -- a good week for Warren. 
Warren Buffet's Annual "Letter to the Shareholders" -- a perennial must-read, please take ten minutes this week and scan through Buffet's letter. And if you're short of time, just read pages 5-8, his section entitled "Businesses -- The Great, the Good, and the Gruesome" -- he outlines three different business models, emphasizing how beautiful his Sees Candy investment has been. Though it's in a slow growing market the key is that it doesn't take much capital to grow the business, therefore the return on equity over time is extremely high (The Great). In turn, businesses that might have nice bottom line profit and nice growth rates can be Gruesome if they require increasingly large amounts of capital to fuel the growth. It's nice to have a business in your portfolio (or product line in your business) that will provide steadily increasing profits without capital infusions, giving you money you can invest in other ventures. This is why they call them "cash cows." Entrepreneurs are generally terrible at maintaining these kinds (or parts of their existing) businesses because they get bored quickly! Read pages 5-8 several times.
Stock Market Returns More Like 7% at Best -- and if you have a few more minutes, read pages 18-19 where Buffet once again takes on the investment community who wants you to believe you can achieve 8%-10% annual returns in the U.S. equity market. He's thinking 7% max after the hefty "helper" fees. My take, which is the theme for our Growth Summit in the fall -- its time to "get out of Dodge" and go global with your business. I've found some outstanding experts in the field to speak -- stay tuned.
Favorite Buffet Quote -- "My behavior resembled that of a politician Molly Ivins once described: 'If his I.Q. was any lower, you would have to water him twice a day.'"
Entrepreneurs to the Rescue -- so like EVERY major challenge the world has ever faced, it's the entrepreneurs that must come to the rescue. Notes Stephen Watkins, founder of Entrex and the Private Company Index (PCI), "Buffet's insight into the market returns underscores not the "Bubbles" people talk about...it is an overwhelming "effervescence" caused by the vast increases in the supply of capital through main street American investors buying a limited supply of public companies...we need to recognize that of the 20,000 public entities...trading only happens in 1700 of them...but real economic gains are in the 24,000,000 private companies which not only produce 50% of the GDP but 80% of job growth. Wealth needs to be created, and transactionalized, in private companies which would bring real economic gain to the economic growth engine... away from the hype of supply and demand in the public markets 1700 companies and false economic returns." Hopefully Watkins can create a private company market space -- a vision he's been pursuing for six years! Keep going Steve.
Most Admired Company List -- and if you need something else to read, FORTUNE released their annual "Most Admired Company List." Apple landed on top followed by Berkshire Hathaway (way to go Buffet!), GE, Google, Toyota, Starbucks, FedEx, Proctor and Gamble, Johnson & Johnson, and Goldman Sachs Group. And FORTUNE had an outstanding and somewhat critical article on Steve Jobs and then Steve, I think yesterday, responded. It's some fascinating reading for the week. And if you only have one minute, take a look at this segment of Jobs interview -- he describes how Apple would survive without him and why he's so demanding on people.
Beef Jerky -- FYI, FORTUNE Small Business magazine has a Makeover section and needs a couple "meaty" comments to this month's Makeover of a company that sells beef jerky. The best and most insightful comments will likely be included in the print magazine -- deadline for comments is tomorrow, Friday, March 7. Here's a link. 
(Pride Warning) -- Sheikh Mohammed Business Excellence Awards -- this is Dubai's largest and most prestigious annual business awards program which held its awards ceremony this past Tuesday. What a surprise when I found out that The Dubai Chamber of Commerce wanted to use the Rockefeller Habits book as a core gift, placing it on the seats of all 600 attendees representing the top CEOs and business leaders from the region (yes, I autographed all 600!). The book was positioned as Successful Business habits through the design and stylish packaging. Thank you to our wonderful Dubai coaching and marketing partner Biz-Ability. Our One-Page Strategic Planning template and other tools/techniques are making their way through that part of the world. Go Global!
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Negotiators Who Name Price First, Win!! We've posted a short video from Dr. Victoria Medvec's presentation from last year's Sales and Marketing Summit where she outlines this critical point -- you'll see it in the right hand column of our Gazelles.tv website. Take three minutes and watch this video -- attendees at last year's Summit have shared with me story after story how her four-hour program has made them millions of dollars and particularly her point about naming price first. There's a reason Goldman Sachs is one of her main clients -- and now her entire four-hour workshop is on an interactive DVD. John Ratliff, CEO of Appletree Answers, who had the fastest growing company in the 2007 Private Company Index (PCI), has been putting all his key leaders and managers through her DVD interactive course (also online) with great results.
Sales Superstar Checklist -- one of the complimentary tools for this year's upcoming Sales and Marketing Summit faculty is Jack Daly's "Sales Superstar Checklist." Jack, from my viewpoint, is the top sales management trainer. It's sales management (or lack of) that is at the root of most sales function challenges. I'm always excited to hear Jack -- it's like I need my yearly dose of "Jack." Here's a link to the tools. 
"Five People you MUST Meet" Update -- I made a huge mistake in programming our IntroNetworks system which eliminated a bunch of obvious "matches." If you already posted your profile, please log back in and take a look at your push pin diagram -- there are likely several people in our network that are close matches to your interests, questions, etc. (those with pins in your "inner circle"). Take a look at their profiles and find out why there was a match. I, myself, found a critical match to a key question for our company -- that person has agreed to give me a hand in solving our problem -- thanks Jim. And if you haven't posted your profile, then take five minutes and join the "Gazelles Community" and find the five most important people you MUST meet Sales and Marketing Summit-- for User Type leave as "Member" unless you're planning to attend the , then make it "Member@Summit" since we're going to make physical connections at the event.
Long Lost Friend Found -- Brian Wolf, CEO of Baltimore-based Activus Technology Corporation, sent me this short note "I registered for the intronet your company put together.  I want to thank you for doing so.  While looking over some of the other members of the network, I came across someone I knew years ago but had lost contact with.  We've been able to reconnect, and renew a friendship.  Much thanks!"
FORTUNE Small Business Magazine Focus Groups -- FSB is going to run some more focus groups at the Sales and Marketing Summit -- a way to garner feedback from leaders of small to mid-size firms. Those that participated last year had a blast and enjoyed seeing how the "pros" run these focus groups -- let us know if you would like to participate in a focus group session -- they will run from 5:30pm -- 7pm Tuesday, April 22 in Orlando at the Summit.
Old-School Networking Best Practices -- Matt Heinz, Senior Director of Marketing for Verdiem sent me this note last week re: our networking system "Good stuff. I published a column this morning on old-school professional networking best practices, thought you might enjoy it given the topic..." -- thanks Matt. I particularly enjoyed his detailed list of activities toward the end of the article. BTW, Verdiem is a green technology company focused on reducing the carbon footprint of every IT device worldwide i.e. a way to manage the electrical usage of your various PCs. Check them out and "go green."
Why Not the Sales and Marketing Summit? -- during my "council" meeting Monday morning (you do have a "council" yourself -- if not read pages 114 -- 116 in Jim Collins book "Good to Great") the key question we explored was "given the competitive environment and the economic challenges and the importance of sales and marketing, we're surprised not EVERYONE in our network of 15,000 aren't attending the Sales and Marketing Summit." Even though we're on pace to have a record turn-out, it pales in comparison to our network. So I thought I would just ask you! Where ideas are the most important thing an executive of a growing company can provide the company, why aren't you taking two-days to hear from the top thought leaders and getting away from everyday challenges to give yourself some time to think? All feedback is appreciated.
Mar 13, 2008
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How Do You Handle Dress Codes -- FORTUNE Small Business Magazine is looking for small business owners who would like to share the challenges they have experienced and/or the solutions they've come up with in dealing with their employees' dress codes. Whether it's tattoos that are covered up or out in the open, jeans or slacks, lawsuits or wardrobe allowances, we want to hear about it. By small business we mean 1 to 100 employees and/or $1 million to $100 million in annual revenues. We also prefer businesses located outside the New York area. If you have something to contribute to the story, please contact fsb_mail@timeinc.com with the subject heading: "DRESS CODE IN THE WORKPLACE." 

How to Know if Someone Has to Go? -- Wallace Brumley, CEO of Brumley Professional Employer Services, has a simple way to know if an employee should go. Annually he sends out a letter commemorating an employee on their employment anniversary -- and it includes hotel and dinner. If he doesn't feel like sending the letter, it tells him it's time for the employee to go.

The Southwest Airlines of the Portable Storage Industry -- A Big Hairy Audacious Goal (BHAG) is a key tool for motivating employees. Stephen Shang, CEO of Falcon Storage sent me the following note on Monday "Our BHAG is "To be the Southwest Airlines of the portable storage industry."  I had always thought that this was just a 'rallying cry' for our Boxperts (what we call our employees).  What I didn't realize was that it was a way to share the dream of Falcon Storage with the world, and when they are on board, they help make that dream come true in ways I never dreamed possible."

Enter Herb Kelleher, founder of Southwest Airlines -- continues Shang "You see, I've been doing a lecture at the University of Texas Entrepreneurship program.  When asked where I envisioned our company in 30 years, it was only logical to mention our BHAG.  Well one of the professors knew Herb Kelleher, and recommended that we meet.  We had lunch this past Friday and needless to say, it added JET FUEL to our BHAG!!!  The meeting helped us really flesh out what it means to be the Southwest Airlines of our industry; we gained so many nuggets of wisdom from Herb.  For Falcon's culture, this meeting will be one of those legends that we tell for many years to come.  Most importantly, it helps us gain a laser like focus on this Big Hairy Audacious Goal." Here are a couple photos of Herb and Shang's team and a poster they presented to Herb with all their Boxperts' signatures.

Best Tagline -- and I love Falcon Storage's tagline "It's a box... you put stuff in it!" You don't get any more basic than this!

Capturing Employee Intellectual Capital -- Lee Rosen, President of Raleigh-Durham based Rosen Law Firm, launched an internal company wiki. Note's Rosen "I used a $1000 contest to encourage our lawyers and staff to contribute to the wiki and within a year we had over 4000 pages of intellectual content!" Rosen also pointed me to the recent Inc. article about how companies are using wikis which provides more details behind Rosen's use of their wiki. BTW, check out Lee's video segment on their home page -- an excellent example of how to use imbedded video to help your customers and establish credibility. 

Less Employees Paid More Even for Schools! -- my favorite article since my last insight (and my personal favorite so far in 2008) is this NY Times piece on Lee Vanderhoek's bold experiment with a new charter school in NY where he's cutting out administration, laptops, elective courses, and increasing student/teacher ratios and then taking the savings and offering teachers six figure salaries, in many cases twice what they make now. Quoting Vanderhoek in the NY Times article "I would much rather put a phenomenal, great teacher in a field with 30 kids and nothing else than take the mediocre teacher and give them half the number of students and give them all the technology in the world." BTW, Vanderhoek, a 31 year old Yale graduate and former middle school teacher, built a test preparation company that pays its tutors far more than the competition -- once again, showing the power of entrepreneurs to lead and change the world.

Employee Education -- and this note this week from David Rich, founder of ICC/Decision Services, a leading customer experience management and measurement company, "Wanted to let you know that we bought your Rockefeller Habits DVD and have put it to good use. At the beginning of each weekly staff meeting we show a section. It is a great review for those who have attended the workshop and a great introduction for those who have not. Over the years I probably have had 80 hours of Rockefeller Habits (BOG, YEO, EO, plus THREE Gazelles 2-Day Rockefeller workshops)....HOWEVER I always gain motivation to do something a little better with each viewing/exposure." Repetition is the key to mastery.

Principles of Persuasion -- persuasive skills are crucial in dealing with employees, customers, and the rest of your stakeholders/people. For everyone that raved about Dr. Robert Cialdini's two-hour presentation at the last Growth Summit (the finest presentation I've EVER seen), I encourage you to participate in one of their two-day workshops. I sent three of my team members to their workshop this week in Phoenix. They are also hosting a workshop in Montreal April 10 -- 11 in conjunction with the McGill International Executive Institute. FYI, it's a workshop highly recommended by Charles Munger, Warren Buffett's partner. Enough said! For more information, please visit www.hrdpop.com. 

Mar 18, 2008
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NOTE: March 21 Deadline - Hotel Reservations for Sales and Marketing Summit -- our $159/night room rate expires March 21 -- if you plan to attend the April 22 -- 23 Sales and Marketing Summit in Orlando, please make your hotel reservations -- here's a link to info. We try and get the hotel to extend the rate for late registrations, but it's never guaranteed. And you can cancel later, so reserve a room if you think you might attend.
Ten Ideas That Are Changing the World -- this is the cover story of the March 24 issue of Time Magazine. Idea #7 is "Authenticity" and features Jim Gilmore and Joe Pine, authors of Authenticity: What Consumers Really Want as well as their best-seller The Experience Economy. BTW, Jim is one of the main keynote speakers at our upcoming Sales and Marketing Summit. Here's a link to their piece in the extensive article.

Jim and Joe are referenced throughout the article, written by Time staff writer John Cloud who interviewed them extensively for the piece. We're honored that this venerable magazine is devoting so much coverage to why the desire for authenticity is now driving consumer behavior and business change and we're excited to be hosting them at our event. We encourage you to read what Time is saying about the growing role of authenticity and when you're ready to continue the conversation about authenticity, be sure to go to www.AuthenticityBook.com where you can explore, learn, and share your own ideas on getting real in an increasingly unreal world. 
FORTUNE Small Business Focus Group -- see invite to participate in a focus group session at the Sales and Marketing Summit -- under DETAILS below. $100 Amex gift certificate for each participant -- plus experience how the focus group process works, something you can use in your own sales and marketing activities.

No Thursday insight -- I'm on spring break with my family -- I'm taking a break from writing which is why this one is short as well.

DETAILS:

We are recruiting a select group of small business owners who read FORTUNE Small Business to join us in Orlando during the FSB and Gazelles Sales and Marketing Summit to share their valuable insights and opinions on how technology helps grow business.

This invitation-only focus group will be conveniently held in the same hotel as the Growth Summit -- the Marriott Orlando Airport, Orlando, FL-- and will not conflict with any of the conference program. The focus group will last approximately 90 minutes. We recognize that your time is valuable, so if you are selected, you will receive $100 in American Express Gift Cheques for your participation.

If you are a small business owner and a FORTUNE Small Business reader and you would like to participate, please visit the link below and enter your contact information:

http://www.businessownerscouncil.com/surveys/m/3033fg/invite.asp
Mar 27, 2008
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Archive of Quarterly Themes -- Gazelles is launching a public wiki (think Wikipedia) in partnership with AboutUs.org where we're asking you to upload past quarterly themes so other firms can garner new ideas for their themes -- include theme title, pictures, pdf's of posters and handouts, description, etc. -- here's the link -- more detailed instructions under DETAILS below (though the beauty of wikis is the simplicity of putting up information on the web!). Please upload and share your quarterly themes, past and present, with others. Hopefully we'll have a bunch for you to look at by the next Insight. 
Exceptional Employee Retention in Notoriously High Turnover Industries -- FORTUNE magazine needs two companies under $100 million that have figured out how to retain their hard-to-retain employees. Tech/Software and Health Care are two industries that have high turnover rates. Have you cracked the code on employee retention? Let me know and I'll pass along your info -- U.S. companies only. 
Chicago Bread Company "Makeover" -- any suggestions for how to help this company? Here's the link. Post your comments by Wednesday, April 2, and the best comments will run in the May issue of FORTUNE Small Business magazine. 
200 Sales Leads -- this was the 4th quarter Critical Number for Boise-based Employers Resource. Noted co-founder Mary Gersema, "our 4th quarter goal was 200 leads from employees for prospective clients. (We have 97 employees so figured 2 from everyone was lofty). The prize. . . 42" flat screen to watch the Super Bowl (#42). Theme NFL 'need for leads.' We did daily phone calls to tally the count. On December 19th we had stalled out and I did impassioned pleas (I was shameless) and got us from 189 (at 9am) to 200 by 1pm! We ended up with 215 leads, had a ball (get it. . . football), gave a TV to a great employee and have already converted 2 of the leads to clients and will most certainly convert more."
Rolling out Themes to Branch Offices -- continues Gersema "I forgot to mention that we have 8 branch offices around the country so each branch became an NFL team. Almost all branch offices have a 'real' team so it was easy to have the Dallas Cowboys, Atlanta Falcons, etc. Full decorations and tailgating parties for every 50 yards (leads). Awesome fun and 100% participation." 
Captain Ahab and Ishmael -- Sherry Hoffman, head of Marketing & Communications for Portland-based Fairway America sent me this note about their latest quarterly theme "We just had one of the most amazing 1st Quarter Kickoffs ever to date. Picture our CEO dressed as Captain Ahab and our esteemed President as Ishmael. It just gets better from there. You can read/see the story in brief on our website."

Power of Themes -- concludes Hoffman "We greatly appreciate your trainings and guidance as it has made an immense difference to our company culture and growth as we have integrated the Rockefeller Habits into our daily rhythms. Last year was our best year ever, and we anticipate this year being even better."  
New One-Page Strategic Plan Word Document -- and yes, there were some formatting issues with the Word version of our new One-Page Strategic Planning template. So we hired some pros and the Word document works fantastic now. We still have the "Classic" version available as well. Just click on "My Gazelles" in the upper right corner of our website, enter your email address (our system will recognize you if you're already registered) and scroll down the left hand column of your personalized page -- you'll see links to the New and Classic One-Page Strategic Planning templates. 
Top Two CEO Concerns -- the latest IDC annual survey of CEOs found that "Sales Productivity" and "Customer Care" are the top two concerns of CEOs given the volatility of the economy. These happen to be the two main topics of our April 22-23 Sales and Marketing Summit. Take 48 hours and immerse yourself in the practical ideas contained in over a dozen leading books. "Ideas are our main value-add as executives." And those that attended our Summits know that there is very little theory and a lot of practicality. BTW, we've exceeded our numbers from last year, so it will be a dynamic Summit. 
Speaking of Ideas -- I had a thirty-minute call with Insight reader James Dickey, who runs marketing for a half billion firm (he did it after hours!). IntroNetworks, our new community-building system in which he's participating, matched him and me up based on how we each filled out our profiles. His expertise matched a specific challenge I'm facing in my business and his advice and insights were invaluable. Thanks James. Take five minutes to fill out your profile and visually see who is in your inner circle. It's a dating service for executives of growth firms. Many of you have already shared how you've met fellow executives in our network that share common interests, concerns, and talents. "Whoever has access to the most brains, wins!" And we'll be doing a live networking event at the Sales and Marketing Summit led by Mark Sylvester, co-founder of IntroNetworks. Find the ideas that matter to you!
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Great Game of Business with Jack Stack
DETAILS: (Quarterly Theme wiki)
Ray King, founder of AboutUS.org, is a serial entrepreneur who has built and sold several technology firms -- and has been one of our longest standing clients -- many of you met Ray at our last Growth Summit. His last firm, SnapNames, provides the domain name backorder and auction engine for most of the domain name registration companies -- in fact, rather than pay domain name backorder charges upfront, like you have to do at GoDaddy, Network Solutions, etc., you can go directly to www.snapnames.com and declare which URL's you would like to own. And you only pay if you get access to the URL. It's how I got www.bestpractices.com (I get lots of requests to buy it!)
Anyway, Ray's latest firm, AboutUs.org, has technology that automatically builds a parallel wiki for every website in the world. And since most websites are business oriented, AboutUs is becoming the largest wiki of businesses. In fact, the founder of wiki's is on his board and Ray, himself, if recognized as one of the top five experts on wikis. 
Why do you need a public wiki (lots of you are starting to use wikis internally to capture employee IP)?
1. Information in wikis pop higher on search engines because they are so hot-link rich

2. We should all have wikis to start tapping into the collective intelligence of our own networks -- again, "whoever taps into the most brains, wins" -- this is the key behind the success of Facebook, My Space, Wikipedia, and Google

3. You don't want your wiki to be an island on its own. You need to be hanging out in a large ocean of wikis so people can find you

This is why we're partnering with Ray. Gazelles is going to be building a bunch of topic specific wikis to make it easier for our network of 15,000 to share best practices around meeting rhythms, strategic planning, etc. And our first is a wiki to share Quarterly Theme ideas. 
Start sharing and networking with what I believe are 15,000 of the savviest and smartest executives of growth firms on the planet. And the network is growing. 
 
Apr 3, 2008
Jim Carrey and Jenny McCarthy, Perfect Parenting, Topgrading Children; Autism, Quarterly Themes

contained a blend of four food dyes and the preservative sodium benzoate. The parents were not aware of when the children received the plain juice and when their juice was laced with additives. During the "challenge period" (when the children consumed the chemicals) parents reported these reactions: disturbing others, difficulty settling down to sleep, poor concentration and temper tantrums.

The amount of dye used, 20 milligrams, is very small, considering the number of brightly colored foods children typically consume today, particularly in the United States.

To give you an idea of what 20 mg of dye equals, it is less than the amount you would find in one half teaspoon of bright colored frosting, not nearly enough to cover a cupcake. If such a small dose could trigger problems for one fourth of the children, what would be the effect of using a more typical dose? Ten times the amount used in the British study would be more representative of what an American child ingests in a day. And the child attending a birthday party, consuming dyes in the cake, ice cream, drink and candy can easily reach 600 milligrams. Even when a family limits the sweets, children are exposed to growing amounts of petroleum-based dyes in their toothpaste, vitamins, cereals, "fruit" juices, and medicines.

The study suggests that the more a child consumes, the greater his chance of being affected.

This study demonstrates what parents have been reporting for decades:
their children behave badly after they eat certain foods. Now it has been documented that food additives affect the behavior of children who have no history of behavior problems. See the abstract of the study.

As a result of this study, the British Food Commission, an independent watchdog, is demanding that those additives be removed from food and drinks designed for children. They estimate that the elimination of the troublesome additives would significantly reduce the number of children who are diagnosed as hyperactive.

There's an ugly side to those pretty colors. Most of the food dyes found in products marketed to children are made from petroleum (crude oil), just like gasoline.

Food additives, including dyes, are not required to be tested to determine if they can affect behavior. But studies have shown that they are responsible both for behavior problems and for an assortment of serious health problems.

Red dyes were found to cause DNA damage, physical toxicity, possible breast cancer and damage to the reproductive systems of test animals.

Yellow dyes led to migraine headaches, suppression of the immune system, abdominal pain, asthma, eczema and cancer.

When the American Academy of Pediatrics studied the damaging effects of "inactive" ingredients - the dyes used in drugs and thought to have no effect - they found that the additives are far from inactive. Most of them triggered various respiratory problems. Considering the epidemic of childhood asthma, that health professionals are at a loss to explain, a good place to look for clues would be right under our noses or more specifically, under the noses of the children who routinely ingest phony fruit drinks, green ketchup, blue applesauce, purple vitamins, pink antibiotics and fluorescent cereals.

For more information on dyes and their effects, see: Research on Dyes, Information on Coloring, and Adverse Effects of Inactive Ingredients (based on Pediatrics 1985)



Sign up for Verne's Weekly Insights 


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.
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Grand Master Strategy; Gene Kirila and Paul Silvis; ABCs of Pitching; More Moves Wins

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

HEADLINES: (Theme -- Masters!) Print-Friendly Version
"Grand Master" Strategist Gene Kirila Turns $7 Million Division into $100 Million Opportunity -- I spent the last two days with a couple of dear friends and long-standing clients Gene Kirila and Paul Silvis. Gene was the youngest-ever named "Hero of Manufacturing" in the U.S. for pioneering several manufacturing technologies that have changed entire industries; Paul is founder of Restek, a $60 million leader in manufacturing chromatography products. Knowing that the best need coaching, Paul invited Gene in to look at a $7 million division that he felt should be generating considerably greater revenues. What resulted from the strategy session was a credible and realistic new strategy to generate $100 million. It's strategy that drives revenue growth -- if your top line isn't growing as fast as you would like you need to tweak your strategy!! How they did it is under DETAILS below.

Grand Masters Have the Most Moves -- Kaihan Krippendorf, the brilliant ex-McKinsey strategist and author of The Art of the Advantage book and DVD series points out that Grand Master chess players aren't thinking any more moves ahead in a chess match than an expert-designated player. The difference is that given the layout of the chess board at any particular moment the Grand Master has 10 times the available next moves he or she can make i.e. more available patterns residing in their brain. Kaihan, who is doing strategy training work for firms like Wal-Mart and Microsoft finds that most executives have the same handful of moves or patterns they fall back on when plotting strategy. His approach expands that to 36 moves -- moves all of you should have at your disposal. BTW, you might notice Kaihan appears to have a new book out -- it's simply a re-titling of his Advantage book now called Hide a Dagger Behind a Smile! The key is to play with a half-dozen of his strategies at each strategy planning session until they become second nature.

50 Deals and Experience -- so let's go back to Gene and Paul. Paul has been ensconced in basically one business for decades. In turn, Gene has been involved in over 50 deals during the same time. As you'll read below, Gene simply had a bunch of moves and experiences available at his fingertips that were different than Paul's. This is why we all need outsiders -- advisors, consultants, coaches -- to help us maximize the potential of ourselves and our businesses. It's not a sign of weakness (Paul is one of the most respected business leaders in his community -- FYI, he's a candidate for Trustee at Penn State U -- any Nittany Lion alums, please cast your vote); it's the best that reach out. That's why the Microsoft's and Wal-Mart's hire grand masters like Krippendorf.

10,000 Hours to Become a Master -- Bryan Fischer, with Catalyst Connection in Western Pennsylvania, pointed me to this outstanding April 1, 2008 NY Times Op-Ed piece by David Brooks. Published on opening day of baseball, it's one of the most succinct and elegant explanations on how to instill discipline within people and organizations I've ever read using the insights about focus and discipline from the H.A. Dorfman's book The Mental ABCs of Pitching. And in the op-ed piece he notes that it takes 10,000 hours to master anything -- roughly three hours per day for 10 years -- which I shared with my children. Please, please, please share this article with ALL your employees (you don't have to be a baseball fan to enjoy this article)!! Make it the subject of your next weekly meeting or brown-bag lunch series. 

Masters Lose Themselves in the Task -- there are so many great lines in Brooks op-ed piece, but this one particularly hit home as you watch Grand Masters do anything -- notes Brooks "A baseball game is a spectacle, with a thousand points of interest. But Dorfman reduces it all to a series of simple tasks. The pitcher's personality isn't at the center. His talent isn't at the center. The task is at the center...and by putting the task at the center, Dorfman helps the pitcher quiet the self. He pushes the pitcher's thoughts away from his own qualities -- his expectations, his nerve, his ego -- and helps the pitcher lose himself in the job." 

Grand Master Tiger Woods at the Masters -- as I write this Woods is just four back from the lead at the coveted Masters Golf Tournament. If there is anyone on the planet that knows how to "lose himself in the job" and place the task at the center, it's Woods. And if you take time to watch the Masters this weekend you'll once again witness a player who simply has more moves in his arsenal than the rest of the field -- and an outstanding coach in Hank Haney.

Grand Masters Set Strategy; Experts Drive Execution -- I'm starting to see that it takes a village of coaches to help firms. When it comes to setting strategy, you have to engage a Grand Master -- someone with decades of diverse experience who is wicked smart. And this strategy is critical because it has to last 5-7 years if not longer. Challenge is -- these people are expensive in the short run, but if you amortize over several years (and calculate the cost of not getting your Business Model correct) then it's inexpensive. In turn, driving execution and holding your feet to the fire would bore strategists, so you need a different kind of long-term coach to support this execution process.

You Don't Know What you Don't Know -- that's why Bill Gates does his "Think Weeks." This is why we host our two Summits. Gene Kirila will be in Orlando at the Sales and Marketing Summit precisely because he's a great student of business -- he's there to learn from other masters, picking up new moves and patterns. He'll have no idea when he'll use them, but they'll be there as he does his next 50 deals. Whoever has the most patterns and focus wins i.e. lots of diverse patterns applied to a single-minded focus! Come meet Gene.
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Great Game of Business with Jack Stack
Springfield, MO
DETAILS:
Here's the essence of Paul and Gene's strategy. Gene asked what the main differential advantage was provided by the $7 million division. Their metal coatings can reduce costs by 20% - 30%. He then asked who the largest customer was which was a firm doing about $400k. He then asked Paul how much business this customer should be doing with this Restek division. Paul replied roughly $25 million. 

Gene then had Paul's team pull up the 10k for this customer and point out "which line item on the income statement is affected by the 20% - 30% improvement?" Turns out, in the larger scheme of things, Restek's process is maybe impacting the customer a fraction of a percent -- not enough to get anyone to be a strong advocate for the process.

Gene then asked if there was any existing client where the Restek process made a critical impact on the business. One of the people in the meeting said yes, there's a critical valve in off-shore rigs that has to be replaced frequently. And when the rig is shut down for the eight hours to replace this valve, it costs the company millions of dollars. Restek's process can have a significant impact on the life-expectancy of these valves!! The strategy, therefore, is to dramatically narrow the focus of marketing/sales and go after companies in this industry. There's one client they figure might do $100 million in business with them.

Paul also pointed out publicly in our Rockefeller Habits workshop yesterday that Gene had also opened his eyes to a marketing strategy he never would have contemplated. They have a major customer that has been balking at the cost of their coating process. Gene suggested they do the coating for free (install a coating facility within this major customer's plant -- something Gene did himself in another venture) and then split the gains i.e. the coating will let the customer increase the price of the product by $10 so Restek and the customer can split this gain. 

Time will tell if these are viable strategies. Stay tuned.

Dilbert on Daily Huddles; Warren Buffett on the Economy; Pixar's Brad Bird on Innovation

Apr 17, 2008
"...keeping you great" Ten Minutes with the Growth Guy 
HEADLINES: (Theme -- smarter people than me!) Print-Friendly Version
Dilbert on the "daily huddle" -- you know a concept "has arrived" when Scott Cook starts beating it up -- check out Tuesday's strip and Wednesday's strip. I did send an email to Scott Adams offering to train Dilbert & Co. on the proper way to lead a daily huddle!!
Warren Buffett on investing, the economy, etc. -- 15 times a year the wealthiest person on earth shares his wisdom with a group of students. Recently, FORTUNE magazine was invited to sit in -- if you read just one article this week take ten minutes to scan through this insightful piece -- this link provides a summary, but I would encourage you to click on the full article. My favorite Buffett line "I think we've got fabulous capital markets in this country, and they get screwed up often enough to make them even more fabulous. I mean, you don't want a capital market that functions perfectly if you're in my business." There you have it -- thank goodness for fools!
Pixar's Brad Bird on innovation -- and if you have any brain minutes left, read this amazing interview McKinsey did with Brad Bird, two-time Oscar-winning director at Pixar for directing both The Incredibles and Ratatouille. His insights on how he got the animation teams to produce something four times as difficult for less money/minute and overall time IS incredible. And how he excited the "black sheep" to shake up the way they had been doing things up to that point is insightful. This article is particularly critical for those of you with creative teams i.e. software, PR, engineering, architectural, and accounting firms (OK, maybe not accounting -- we need to keep it legal!). What's even more amazing is that Bird was brought in to purposely shake up the status quo after he had just produced a financial disaster -- The Iron Giant.
Stickk on maximizing upfront cash and meeting goals -- thank you Matt Heinz, Senior Director of Marketing, Verdiem -- Power Management for PC Networks -- for turning me onto this upfront cash machine -- a website called Stickk. Their tagline is "Put a Contract Out on Yourself." In essence, you pick a tough goal, establish the stakes, and pick a referee. Let's say you want to lose some weight and you put $50/week at stake. If you achieve your weekly goals, you get the money back. If not, it goes to charity or a friend or an anti-charity. Stickk doesn't actually get to keep any of the money in the end, but it gets to sit on the money (think interest) during the goal period. Here's a great explanation of the idea. I imagine many of your firms could do something similar to help people in your office achieve some personal goals -- and hey, if you're a little short of cash flow...J

Apr 25, 2008
Main Role of Sales Manager; Daily Sales Huddle Example; 3Cs of Trust

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

HEADLINES: (Sales Tips from the Sales & Marketing Summit) Print-Friendly Version

Sales Managers Don't Grow Sales, They Grow Salespeople! Jack Daly was his typical energetic and insightful self, closing our Sales Summit this week. Here's a link to his 21 Tips for driving sales and creating great sales leadership. As Jack notes, sales management is more than a full-time job. And the majority of the sales manager's time should be spent recruiting and training sales people, not garnering sales themselves-- or trying to run the company when the CEO is the default sales manager!!

Daily Sales Huddle -- Keith Crownover, CEO of Delta Health Technologies, a home health software solution company, shared at the Summit how they recently launched a daily huddle for their sales people. Notes Joe Fochler, Director of Sales "I was an initial skeptic of the daily huddle for my sales team; I am now a raving supporter. We had been holding an hour 'touch base' meeting each week as our only source of group communication. My reluctance remained even after we attended your recent seminar in State College. Following the workshop our management team spent some time with our coach Gene Kirila and he convinced me to 'give the huddle a try' and had some sound examples of how to 'sell the huddle' to my team. He told me to try the huddle for three weeks and if we don't feel there is any value, then we can stop using the huddle..."

Learn Faster and Save Time -- continues Fochler, "...We started the daily huddle on April 2, 2008 and the huddle has become a habit and my team has really enjoyed the quick resolution of 'stuck' points. Our huddle is from 4:50PM to 5:00PM each day and I take any 'stuck' items to my morning huddle with the executive team. I often have issues resolved before we get back together for our nightly huddle. I have actually found that I have fewer interruptions throughout the day as my team has developed a discipline to wait until our daily huddle for certain issues to be discussed. We have experienced great 'findings' about competitive advantages that a salesperson shared that may have been lost if we waited a week. We all feel like we are 7 days ahead of our competition and the pace has definitely picked up as a result of the daily huddle." Here's a link to my article on running a daily sales huddle.

Sales People Need to Bring Value to a Sales Call, Not Just Communicate Value -- this was one of the key messages Neil Rackham delivered to our audience. And how does the sales person deliver such high value that the customer would actually pay for the sales call? (this is an excellent litmus test for determining if you have an effective sales force) -- Here is Neil's list in order of value (low to highest): 
· Talking brochures add no value

· Information on customer relevant trends and issues adds minor value

· Acting as the customer's advocate creates value

· Problem solving and customizing solutions add high value

· Helping customers change strategic direction adds most value

Neil suggests, as part of a call planning process, that the sales person with their sales manager figure out the kind of value they can bring to a particular sales call.

Transactional vs. Consultative Sale -- Neil also drove home the point that you can't get stuck in the middle. You either need to dramatically reduce your transactional sales costs (web solution or distribution channel strategies) or build deeper consultative selling skills and approaches i.e. Oracle took the transactional database sales away from the sales force and moved to a telesales and distribution channel strategy and in turn focused their sales team on landing the larger applications business that required deeper consultative skills. The result -- no reduction in database sales while a dramatic increase in application sales. In transactional sales, the buyer trusts the product; in consultative sales the buyer trusts the seller (sales person). 

Three C's of Consultative Selling -- so how does a salesperson build trust? Candor -- straightforward, no exaggeration, honest about ignorance; Concern -- cares about what I think, listens, asks questions; Competence -- professionally sound, technically proficient, experienced. And which of the three is most important, Rackham's research shows? Concern. This led to his famous SPIN Selling model. I encourage ALL sales people to read his SPIN Selling book or fieldbook once a year to sharpen their questioning and listening skills.

Sales Manager or CEO Should NEVER Offer Customer Concessions -- this powerful tip from Neil Rackham. The quickest way to undermine your sales person and signal to the customer that he/she should deal with you directly rather than the sales person is to OK concessions. If a customer asks for a discount or free shipping etc. and you're on the sales call with your sales person you should turn to the sales person and ask "would it be OK if we offer the customer an 8% discount -- you know the numbers?" 

Marketing Hints Next Week! And the next Sales and Marketing Summit is April 21-22, 2009 -- mark your calendars.
May 1, 2008
Godin & Ries iPhone Slap Down; Customer Sacrifices; Most Brains Wins; Kingstone Rant

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

HEADLINES: (Marketing Tips from Sales and Marketing Summit) Print-Friendly Version
iPhone "Slap Down" Between Laura Ries and Seth Godin -- as an update from the 2007 Sales and Marketing Summit, you might recall a debate was initiated between marketing gurus Seth Godin and Laura Ries over whether the iPhone was a fad or lasting product -- the iPhone was to be launched shortly after our last Sales Summit. Seth, in his blog, took on Laura Ries and predicted 2 million units would be sold in 2007 with more in 2008. The iPhone ended up selling 3.7 million in 2007! Seth wins!! However, to Laura's point about convergence, most iPhone users still need to carry two devices and two chargers since it's much easier to use the iPhone with some kind of Bluetooth headset -- so Laura also sort of wins. Note's Seth "it's nice to be right!...but it's important to be willing to be wrong."

When You Customize a Service it Becomes an Experience -- Jim Gilmore, author of The Experience Economy, walked us through the progression of commerce: the agrarian economy was about "extracting" commodities; the industrial economy was about "making" tangible goods; the service economy was about "delivering" intangible activities; and he maintains that the experience economy is about "staging" memorable events i.e. Case Tomahawk building a huge sandbox where prospects can come play with the huge earth moving equipment they intend to purchase. His point -- we should look at the key service points of interaction with our customers and figure out how to make it more of a memorable experience.

"...ing" the Thing -- the key is looking for "..ings" in your product/service offering. Case Tomahawk focused on "playing" with the earth moving equipment; Steinway did something similar by focusing on a "piano-playing" experience (if you purchase a Steinway they host a party in your home, provide a professional piano player, and allow you to invite your friends. It becomes an experience that normally results in two additional sales!). Gilmore even showed how Coca-Cola Fountain "...ing'd" their briefcases (he explains in his book). It's why we focused on "networking" at the event using the IntroNetworks system (see who you match-up with among the 727 that have entered profiles!) -- a way for the attendees to identify the five people they must meet at the event. And from the feedback, it looked like it worked for most of the attendees, helping to customize the experience for each attendee.

Identify a Place of Sacrifice -- Gilmore also suggested looking at some existing "ings" in your business and seeing where customers are not receiving a customized service i.e. the paying process, invoicing process, etc. We're looking at our "registering" process to see how we can make it more of a memorable experience -- and one place where attendees have to sacrifice is picking where they are seated at our events. It's decided by order of registration -- those that put down earlier deposits get the best seats (BTW, almost 100 are already holding seats for our Growth Summit October 21-22 -- the infamous Tom Peters is headlining! -- reserve a seat now) but for some they might prefer to be further back or closer to the door, etc. We're looking into this. Where are your customers sacrificing and how can you fix it?

Most Brains Wins -- this is my latest mantra and what is underpinning the drive to create customer communities. Dell's IdeaStorm website has received feedback from over 600,000 customers and garnered almost 9000 ideas, including the need to standardize power cords for laptops! Starbucks has followed suit. Jim Fowler, founder of Jigsaw, showed us how companies like ours are using Jigsaw's collective rolodex of over 300,000 sales people to update and clean-up our customer databases. Our own Gazelles' Quarterly Theme wiki now has 23 quarterly themes submitted by the readers of these insights -- and we suspect we can get that to over 100 by the end of the year -- that's a significant database of knowledge well beyond what I could contribute myself. What are you doing to tap into the collective knowledge of your customers and allowing your customers to help each other? 

Most Brains Frees Journalist from Jail -- using the micro-blogging site Twitter, a young American journalist sent out a one-word message "arrested" to alert fellow users of Twitter and other bloggers what had happened to him in Egypt. They immediately sprung into action, alerting others in their community and providing the journalist with contacts that helped him secure his freedom. Here's a posting of his story.

What's Your Biggest Challenge? Identify the five people in our network that can help you. Take ten minutes to complete your profile (the more detailed the better the system can help you) and then take a look at the relationship map to see who are your top five matches -- then send them a note. Les Rubenovitch shared how our system matched one of his clients up with someone else in our network and now the two of them are doing some significant business together. Take ten minutes to "find your match" in our network of top executives of growth firms.

Protecting your IP internationally -- Brett Kingstone, founder of public company SuperVision (now Nexus Lighting), shared his grueling story of having his IP stolen by a Chinese firm and how he had to utilize his own private investigators to gather the evidence necessary to gain a conviction and judgment award of $41 million (while the Chinese defendant used U.S. taxpayer provided legal services to defend himself!). Kingstone has yet to collect a penny of the judgment, but his story did bring to light the issue within Congress. He mentioned a publication called Start-It that is tracking the issue with positive suggestions on how you might protect yourself. Here's a link to the Part 1 and Part 2 articles -- worth reading if you're doing business in other countries.

May 8, 2008 
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Jim Collins' Latest Article in FORTUNE -- is worth taking five minutes to read. Here's Jim's key line that sums up his position on enduring greatness "Companies do not fall primarily because of what the world does to them or because of how the world changes around them; they fall first and foremost because of what they do to themselves."

Milken Global Conference -- Michael Milken, the king of junk bonds, hosts an annual conference for 3000 focused on education, health, and finance. I was invited to speak on the importance of small to mid-market firms going global as a way to insulate themselves from local downturns. With developing countries growing at 3 to 4 times the rate of developed countries, it's imperative that mid-market firms take advantage of these growth areas. And it's been THE topic of discussion in Malaysia this week as I co-host our 7th annual "Taipan: Making of Asian Giants" conference. More and more of the local firms have found it necessary to expand regionally, venturing into Vietnam and Thailand as well as India and China. I recommended two books: Doing Business Anywhere by Tom Travis and Riding the Waves of Culture by Fons Trompenaars (which Tom Peters called "...a masterpiece"). BTW, both authors will speak at the Growth Summit Oct 21-22 along with the famous and irrepressible Tom Peters.

Eric Schmidt, CEO of Google -- keynoted the Milken conference. One of his main points was the importance of setting aside email and taking time to think, read, and come up with ideas! He particularly sets aside time each weekend for reading books, a routine critical for keeping himself and Google relevant in today's global marketplace. And he admitted that he has to discipline himself to do it since the pace at Google is grueling.

T. Boone Pickens, who also keynoted the Milken conference, explained how he recently turned a $4.3 million investment into over $5 billion! The key? -- a disciplined routine that includes four daily huddles with his team and the equivalent of a mini-CEO Council meeting each morning over breakfast (hey, I'm just asking you to do a single daily huddle and a CEO Council meeting each week!). At 5:30 a.m. his top two traders arrive and begin assembling information about what's happened in the global oil industry in the past twelve hours. Pickens then gets on the phone with his traders at 6:15 a.m.where he's briefed. He then works out with a trainer, allowing him to process what he's just learned while energizing his brain and body. Next is a 7:30 a.m. breakfast (egg white omelet already prepared) with his team where they informally discuss their trading strategy. This is followed, throughout the day, with two or three additional team meetings, including one at 4:30 p.m. to wrap up the day. It's these constant focused synchronous conversations, vs. endless emails, that have driven the success of Pickens portfolio. He must have used the words "discipline" and "routine" a dozen times in his presentation.

Wind and Solar -- BTW, T. Boone was bullish on wind and solar power. Just this past week his firm placed orders for $2 billion worth of wind turbines to be installed near Sweetwater, Texas. Expected to be fully operational by 2015, his wind farm will generate 4000 megawatts of power. And he laid out a plan whereby the U.S. could become energy independent; eliminating the $600 billion paid annually for foreign oil. It involves building a series a wind farms running from Texas north through Oklahoma and Kansas, all the way up to the Canadian border. A similar solar power belt would run west from Texas to California. This would generate enough power to replace the contribution natural gas makes to the production of electricity so it could be used to power our trucks and cars with liquid natural gas (LNG). He pointed out that the distribution system for this is already in place given the extensive network of natural gas lines that run into almost every home. It's a small device that each home could have to convert the natural gas into LNG. It was some bold thinking. 

Profitability of the FORTUNE 500 -- the latest list was recently published and the first thing I did was calculate the overall profitability (after tax) of this $10 trillion economic engine. You might recall that historically profit has run around 3%. It almost doubled to 5.9% in 2004 and 2005 and reached a historical level of 7.9% in 2006. Therefore, I was wondering what happened in 2007 with all the bad news. Yes, it did drop, but it still beat 2004 and 2005, coming in at almost 6.1% after tax. We're still looking at profits over twice historical averages! And the companies that performed best had a large share of international business. BTW, Wal-Mart reclaimed its lead as the largest company, surpassing ExxonMobile. Wal-Mart, through clever pricing, managed to grow 7% in 2007 reaching $379 billion in revenue. And the best performing stock for the past five and ten years? Apple, providing an annual return of over 50% per year for the past ten years!!! 

Vikram Pandit, New CEO of Citigroup -- was featured in the latest FORTUNE 500 issue. Noted FORTUNE "(Pandit) insists that his schedule include time to think" to which the writer noted "how refreshing!" The article also noted that the first thing Pandit did after taking over in December was announce three priorities for 2008: raise capital; protect earning power by paying people as well as he can; and get their risk assets under control. If the CEO of Citigroup can name three priorities, we all can get this specific in our own companies. 

May 15, 2008
Sleep Challenges; Science of Success; Skill and Will; Jeff Booth Blog
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Sleep Challenges? FORTUNE Small Business magazine is looking for entrepreneurs who either: 

1. HAD sleep problems (most likely insomnia, but could be anything else, including sleep apnea) that damaged/ruined their businesses and who saw business grow/rebound after they fixed the problem (perhaps by going to a sleep lab, taking sleeping pills, doing whatever worked to fix the sleep problem). Ideally, we need sales numbers to back up the damage to, and recovery of, business.

2. Took sleep aids (Ambien, Lunesta, whatever else is out there) and had a bad side effect such as: sleep eating, sleep driving, making a phone call they regret, setting a fire (these things apparently happen!), etc.

Please email Anne Fisher anne_fisher@fortunemail.com
Koch Industries is Largest Privately Held Company -- with over $98 billion in revenue, Wichita, KS-based Koch Industries is once again at the top of the list of U.S. privately held firms. Just over a year ago, CEO Charles Koch published a book entitled The Science of Success: How Market-Based Management Built The World's Largest Private Company. I've known Charles for over two decades and I offered this endorsement "The same exacting thought, rooted in the realities of human nature, that the framers of the U.S. Constitution put into building a nation of entrepreneurs, Charles Koch has framed to build an enduring company of entrepreneurs - a company larger than Microsoft, Dell, HP, and other giants. Every entrepreneur should study this book." The book IS worth studying!

Skill and Will -- as Charles Koch's book highlights, the free market economy helps create the "will" to succeed, which is the main reason, I believe, our public education system is failing our students. Reflecting back on the Milken Global Conference, I heard education leaders speak from Singapore, Korea, and Japan -- and the common theme is that the key to educational success was having children not only with the "skill" but the "will" to learn. More importantly, the parents need the "will" to support their children ("more is caught than taught"). From their viewpoint, the American children they've taught in their international schools generally lack this will. So right after the conference I sat down with my oldest son and discussed the need for him to have both the will and the skill to succeed. He seemed to understand. Will and Skill. Heart and Head. Make sure it's present in your people and your company. 

Youth Leadership Development -- yesterday I toured the facilities and had lunch with Richard Rossi, co-founder of Vienna, VA-based Envision EMI. To date they've provided leadership and personal success education to almost a half million high achieving young people in seven countries on five continent -- life skills not typically taught in elementary and secondary schools. And research shows that when students learn basic leadership and personal success skills, their academics improve as well. Students are nominated to participate by their teachers. BTW, they were just named a third time in 2007 as one of the best places to work in the DC region and they've been recognized as one of the top places to work in the U.S.

The Most Brains Wins -- my latest monthly "Growth Guy" syndicated column brought together many of the ideas you've heard me write and speak about over the past few months -- that whichever companies tap into the most brains, win! Called "Emergence Theory," I encourage you to take 5 minutes and scan my column under DETAILS below. BTW, the brains have to be awake!!

Jeff Booth's Blog -- CEO of BuildDirect, a direct supplier of building materials for less, is "controlling the ink in his industry" with the launch of his blog. And he was kind enough to blog about his experience bringing his team to our Rockefeller Habits workshop in Seattle a couple weeks ago . Entitled "The Best Leadership Course I've Ever Attended" Booth notes in his blog "I recognize that a small part of me didn't think we could afford the time for the entire management team to attend the retreat -- there was so much to do to take two days away from the business. After spending the time, I cannot believe we did not do it sooner." Booth was also kind enough to thank his good friends Pascal Spothelfer, president of BCTIA and Roger Hardy, CEO of Coastal Contacts for "giving me the 'gentle' nudging to attend. You have made a difference." Thanks Jeff, Pascal, and Roger!
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DETAILS:

Most Brains Wins!
By Verne Harnish "Growth Guy"
What do Google, Facebook, MySpace, YouTube, eBay and Wikipedia have in common? Besides being six of the fastest growing organizations in history and making several of their founders billionaires in less than a decade, they all utilize a new reality of the information age -- whoever leverages the most brains wins! Figure out how to do this better than your competition and you win big.

The subtitle of James Surowiecki's best-selling book The Wisdom of Crowds: Why the Many are Smarter Than the Few and How Collective Wisdom Shapes Business, Economics, Societies, and Nations is another take on this new strategic weapon. It's no longer sufficient to have just a smart executive team. You need to launch initiatives to access the collective wisdom of your employees, customers, and the broader world around you.
Besides reading Surowiecki's book (quicker yet, just read the collective wisdom of Wikipedia's overview!), read Steven Johnson's breakthrough book Emergence: The Connected Lives of Ants, Brains, Cities, and Software. It's Emergence Theory that drives the success of the organizations listed above. You not only have to understand and apply this theory to your business, you need to start doing it immediately -- so jump on Amazon, another Emergence Theory company, and place your order.

In past columns I've touched on several approaches to tap into the collective intelligence of your marketplace including the systematic gathering of customer and employee feedback and the use of wikis to capture and organize this information. There is also some innovative new "community" or "networking" technologies that aid in helping your customers connect with and help each other and in the process, help you. 

4000 Pages in One Year

Lee Rosen, President of Raleigh-Durham based Rosen Law Firm (disclosure: they are a client) knew he needed to capture the intellectual capital of his employees and find a way to efficiently organize the information necessary to run his thriving law practice that specializes in divorce cases. Launching an internal wiki, Rosen notes "I used a $1000 contest to encourage our lawyers and staff to contribute to the wiki and within a year we had over 4000 pages of intellectual content!" For more details, Rosen pointed me to a February 2008 FORTUNE Small Business magazine article about how companies are using wikis featuring his firm (Google will help you find the article).

My company recently launched a public wiki devoted to collecting examples of quarterly themes. Within a few days of announcing the website, many of our long standing clients took the time to populate the wiki with past quarterly theme ideas, photos, and detailed write-ups. This, in turn, is now a valuable resource to the rest of our clients which strengthens our market position as a source of tools and ideas for helping executives grow their businesses. 

And we decided to house our wiki on a large public site called AboutUs.org. Founded by one of the top five thought leaders in the wiki space, Ray King, we were advised to avoid becoming a wiki-island onto ourselves. Why is this important? A significant and powerful aspect of wikis is the ability to link to other wiki pages. And it's this rich-link environment that helps raise the profile of your information on search engines. So it's important that your wiki, if you want it to be found by others, is housed where it can connect with many other wiki pages. If you want to check out the wiki, go to AboutUs.org and search for "quarterly themes."

IntroNetworks "community"

We've also ventured into the community building aspect of our business. Whereas I can see teenagers spending a great deal of time on community websites like Facebook and MySpace, it's been hard for me to imagine our network of 15,000 executives of growth firms taking the time to visit and benefit from a networking site. In turn, I know there is a tremendous amount of shared experience and talent among these executives if only they could efficiently tap into this reservoir of knowledge.

Spending $15,000, we licensed a system called IntroNetworks -- the same system the famous TED conference uses to network their attendees. What their system does is help the people in your network build specific profiles and then through the magic of various algorithms, determines who should talk to whom. Think of it as a matching/dating service for your customers where they can reach out and help each other. And since they are your customers, they likely have various common points of interest. 

Within a week of our IntroNetwork's-supported community, one of the 15,000 executives in our network contacted me to say he might be able to help with a business challenge I personally posted on the network site. And it was someone I didn't even realize was in the network!

We did connect and he was able to help me determine two concrete courses of action to solve my challenge. For me, that's knowledge I would have never accessed had there not been the technology to facilitate the introduction.

At your next executive meeting, tackle the question "how can we dramatically increase the number of brains we can access to drive our business." Then do it and let me know what you create -- I need your brain as well!



Sign up for Verne's Weekly Insights 


 

PDA versions of my “Growth Guy” weekly insight isare 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.
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Co-creation, Latest Buzzword from C.K. Prahalad -- this is the article to read this week. It builds on the idea I've been pushing the last year "whoever taps into the most brains wins" and emphasizes the importance of tapping into the creativity of your broader customer base. The article will take less than five minutes to read and might spur an important idea or two for your own company. FYI, C.K. Prahalad is also the creator of the famous "core competency" terminology along with Gary Hamel. We've added a spot on the new Gazelles One-Page Strategic Plan to list your own firm's core competencies and we've highlighted their famous HBR article. Both the new One-Page form and link to the article are on My Gazelles. Quick registration required for these valuable resources.

Power of the Monthly Management Meeting -- any positive stories from those of you successfully running a 3 to 8 hour monthly management meeting with your broader middle and upper management team? This is part of the Daily, Weekly, Monthly, Quarterly, Annual meeting rhythm, yet it seems to be the one meeting many of you have yet to initiate. I want to write a more extensive column on the importance of this meeting as a way to 1) get senior management DNA passed down to the next level of management so changes you make "stick"; and 2) a way to guarantee buy-in from and increase the knowledge of your broader management team so they can more successfully lead the rest of your employees. Please email me at vharnish@gazelles.com or respond to this insight if you have a successful monthly meeting -- I'll call and interview you. Thanks!

Fingers in the Dam/Chasing Your Tail? -- maybe you're not focused on the root cause. John Ratliff, CEO of Appletree Answers, whose firm was the fastest growing Private Company Index (PCI) firm in the U.S. last year, emailed me re: the quarterly themes to say "I kind of feel like the kid with his finger in the dam. We get pretty good at plugging the big leak and then set out to focus on another leak next quarter, and the original comes back in some form, and then on to the next and now two big leaks and I have an impending sense of doom that I am chasing my tail." BTW, John's firm is doing extremely well, but I empathize with him. So I gave him a phone call -- here were my thoughts:

To Stop Chasing Your Tail -- 1) make sure the #1 priority/critical number you're going after is the root driver i.e. the first domino in the series of domino's you're trying to knock down -- often if dominos keep popping up you need to look for a more root (or earlier) domino to knock down first; 2) he has a core group of 35 managers that need to be more involved in the setting and driving of the quarterly theme -- and the monthly meeting is key! 3) it is critical, as part of the quarterly theme, to pick the one process that supports your #1 priority and make sure it is designed/re-designed so it supports and maintains the positive changes i.e. we're redesigning our nurture marketing process to support a focus on marketing in 2008.

Life Crisis? How to Survive -- Lauren Hefferon, founder and CEO of Ciclismo Classico, pointed me to a poignant interview Guy Kawasaki did with Jerry White, founder of Survivor Corps, who recently released his book I Will Not Be Broken: Five Steps to Overcoming a Life Crisis. The interview does a great job of capturing the essence of White's recommendations (having faced getting his own leg blown off in Israel). Step #5 "Give Back" is especially important. When I almost lost my own company (and home) in 2001 I pledged the largest three-year donation I had ever committed to in my life and not surprisingly, it all worked out. Please take a moment and read Guy's interview and pass along to anyone you know that is facing a life crisis.

Tour of a Lifetime -- and congratulations to Lauren and her firm. Ciclismo Classico was just named as having one of 2008's "Tours of a Lifetime" by National Geographic Traveler, one of the premier active travel publications, with nearly 8 million readers annually. The publication's editors selected their "Sardegna Multisport Adventure," a family trip combining cycling, hiking and watersports, out of hundreds of submissions in the family category. If you're still wondering what to do this summer or fall, get some exercise and join one of Lauren's many singles, couples, or family bike trips throughout Europe and New England. I was a beginning cyclist and had a blast when I took my family -- trips designed for all levels of biking experience. 

Giving Back: Another FORTUNE Small Business Makeover Needs Your Help -- an ex-HR executive with GE has launched an HR consultancy firm and could use some advice on her website, marketing, and running the business now that she'll be moving it from Atlanta to Denver. Here's a link.

What Recession? PCI Index up 4.93% Over Last Month -- and the Private Company Index (PCI) is up almost 50% over the same time last year. And the Gazelles segment of the index (firms growing over 20%) is up 12.88% over last month. This supports what surveys are showing, the mid-market privately held firms are carrying the economy! And next week Entrex releases a 300-page book highlighting 25 of the Private Company Index companies. I say it each month -- consider joining the PCI -- no cost, just report your monthly revenues confidentially -- the numbers are amassed and only reported in the aggregate. Sign-up at www.privatecompanyindex.com and see the full PCI results. 
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Dell Gets Leaner -- it's no big secret that I'm a Michael Dell fan and so far his turnaround is beating Wall Street expectations. Yesterday they reported 9% revenue growth from last year and their earnings were higher than expected (operating margin of 5.6%) as they've taken advantage of cost cutting measures and consumers/companies wanting lower-priced PCs amidst the downturn in the U.S. economy. Here's an excellent summary of their efforts and results -- Dell is increasing margins while facing increasing costs and price pressure -- it takes real management discipline to pull that off. AND the Dell problems you report to me get sent right to a top guy at Dell for him to respond -- they are trying to increase customer service at the same time (see John DiJulius's new customer service book What's the Secret noted below).
Questions About Pricing and Wage Pressures -- please share your quick feedback. I'm getting called almost daily by the media asking what I'm hearing from the mid-market segment of the economy. With increased food and fuel costs they are asking two specific questions: 1) are you feeling the pressure to raise your own prices and by how much; and 2) are your employees asking for increased wages to offset their own increased costs of putting food on the table and commuting to work? I'll keep your responses anonymous unless I get your permission to share with the media that contact me.
Do You Have Any Quirky Ways You Measure the Health of the Economy -- FORTUNE Small Business magazine is looking for rather quirky, unusual metrics any of you might use to gauge the health of the economy i.e. one CEO noted "I like to attend boat shows to see the ratio of new vs. used boats for sale. It shows the outlook for the market. At the recent Palm Beach Boat Show it was mostly used. Makers are afraid buyers won't be able to get loans." Please send ideas to fsb_mail@timeinc.com with the subject line: My Economic Indicator. 
WHAT'S THE SECRET: TO PROVIDING A WORLD-CLASS CUSTOMER EXPERIENCE -- this is the title of John DiJulius's new book released just a few weeks ago. It's a sequel to his best--selling book Secret Service and is timely given that we're in the midst of a customer service crisis given cost pressures. The key is delivering this customized service (which creates an "experience") for little or no cost! What I particularly like is John's new format driven around his X Commandments:
1. Having a Service Vision that articulates why your business exists

2. Creating a World-Class Internal Culture: Attract, hire, and retain only the people who have the Service DNA 

3. Having Nonnegotiable Experiential standards everyone must follow

4. Secret Service Systems: Utilizing customer intelligence to personalize their experience and engage and anticipate their needs

5. Training to Provide a World-Class Customer Experience: Systems and processes that remove variation and provide a consistent customer experience

6. Implementation and Execution: How to go from ideas on a paper to being consistently executed

7. Zero Risk: Anticipating your service defects and having protocols in place to make it right

8. Creating an Above-and-Beyond Culture: Constant awareness and branding of how to be a hero

9. Measuring Your Customer's Experience: What gets measured gets managed

10. World-Class Leadership: Walking the talk

There is also a demo of John's new four hour training DVD -- perfect for reviewing one commandment per week at your brown-bag learning lunch or weekly meeting. And the DVD includes his famous opening piece about his son peeing in the pool and his closing video where his son wins his first national wrestling championship. Go to www.gazelles.tv and scroll down the left column -- the DVD demo's are in alphabetical order thus his is last.
Do I Want to Feed the Media Frenzy -- entrepreneurs are optimists (and the profiles in our IntroNetworks community support this) though we're also realists. The key is to keep making forward--moving decisions that take advantage of the higher fuel and food costs (entrepreneurs find advantages in EVERYTHING!) while using this period to tighten up expenses while pushing hard on strategy to drive revenues. "Going Global, Getting Lean" is our mantra for 2008 -- and a key focus of our Growth Summit this fall. It's time to grab market share!!! Go, Go, Go!! 

Jun 5, 2008
7 Ways to Drive Revenues
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Where to Find the Best Sales People to Drive Revenues -- Neil Rackham, the father of sales research and author of four of the most important books on sales (SPIN Selling, Rethinking the Sales Force, etc.), has a half dozen concrete ideas for helping growth firms find and select top sales people - hint: hire top sales people from 3rd tier firms. In addition, he summarizes succinctly what growth firms must do to add value to the sales process -- hint: product differentiation is not enough...sales people must add value themselves! 

Half the Number of Customers to Drive Revenues -- and Rackham's overall advice is to go after half the number of customers and shower them with twice the attention. Take five minutes and watch his insightful interview on Gazelles.tv (right hand column) - and then watch it again with your sales team (these interviews were conducted at the Sales and Marketing Summit a few weeks ago). BTW, Rackham shares an interesting stat -- the top 10% of a sales force typically outperforms the bottom 10% by a 3:1 margin! This is where opportunity exists.

A Simple Metric That Measures Referrals and Drives Revenue -- coming off last year's Growth Summit, FORTUNE Small Business magazine wrote a comprehensive June cover story on how growth firms are using Fred Reichheld's (The Ultimate Question-guy) Net Promoter Score (NPS) to measure customer advocacy and create focus and alignment within their companies around this simple metric. Results -- sales are up!! And congrats to Tony Hartl, CEO of Planet Tan (Mark Cuban does commercials for him!) and long standing client of Gazelles, for making the cover of the June issue for his use of NPS -- and congrats to Ron Hollis, CEO of Quickparts (I think Ron has one of the best websites I've seen) and John Ratliff, Appletree Answering Services, Gazelles clients also featured in the article. Take five minutes to scan this article and then implement this very simple metric

Yes!: 50 Scientifically Proven Ways to Be Persuasive -- and Drive Revenues -- in the fields of influence and persuasion, Dr. Robert Cialdini is the most cited living social psychologist in the world. His classic book Influence has sold over a million copies and is backed by 30 years of research into how to get someone to say "yes." So I was obviously excited to hear that he was co-authoring a new book -- really the first new book from Cialdini in over 20 years. And I love the structure of the new book entitled Yes!: 50 Scientifically Proven Ways to Be Persuasive -- fifty short and concise chapters that take one idea, provide the science behind why it works, and gives you an idea how to apply to your business. I've been pushing the importance of marketing and this book will give you plenty of ideas to discuss at your weekly marketing meetings (you are holding weekly marketing meetings? Here's my article on the subject).

Your Video Golf Lesson is Ready to Help Drive Revenues -- OK, maybe I'm pushing it a little with this one, but a lot of business is done on the golf course -- and here's a link to some online golf lessons from Targeted Golf -- just click on the Targeted Golf video in the upper right hand column. And if you took some swings in their golf simulator at the Sales and Marketing Summit, your personal golf lessons and swing video are now available as well -- just click on the same link. For the personal golf lesson from the Sales Summit your username is your full email address: (Example: bdixon@targetedgroup.com) and your password is: Password. 

Entrex Company Book -- Exposure that Drives Revenues -- 25 companies are premiered in the Entrex Private Company Index's first "Alternative Monthly." As I've said before, this is a free and anonymous index of private company performance, now check out the exposure and credibility your sales, finance and corporate leaders can get by association. Join today! Request your free copy.

The Employee Spirit That Will Definitely Drive Revenues -- and this from Tiffany Luby, Medical Solutions Supplier who noted in an email to me "Increased Sales = Job Security!!!" Now that's an associate who gets it!! 

Jun 12, 2008
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"I had to change" Notes Bill Gates -- and thus the relationship between Bill Gates and Steve Ballmer was saved. Bill Gates steps down from Microsoft June 27. Please take five minutes and read this insightful June 5 WSJ article by Robert A. Guth on how Gates and Ballmer made their relationship work and how they've handled the delicate transition of power -- it's a Master Class on succession and finding the right #2. Thanks to Jimmy Calano (founding board member of YEO) for turning me on to this article. 

Someone You've Known a Long Time -- this is one of my favorite moments in the article "Their relationship started at Harvard University in the mid-1970s, where the two played poker and thrived by pushing their intellectual limits. Once they skipped a graduate economics class for the entire semester, then teamed up a few days before the final exam to try to learn the material all at once. Mr. Ballmer recalls he got a 97; Mr. Gates a 99." Later in the piece Ballmer notes "I think brothers tend to argue a lot, and somehow they stay brothers and stay connected," he said. "I think Bill and I have figured out how to do all of that." My research indicates that the best #2 is someone the entrepreneur has known for quite some time (and played a lot of poker with!), which is why the Michael Dell/Kevin Rollins partnership blew up as did all of Howard Schultz's (Starbucks) CEOs.

Max Weber on Charismatic Authority -- Guth notes in the piece "Looking for guidance, Mr. Ballmer says he cracked open a book from his college years by Max Weber, the German sociologist, on how organizations handle the disappearance of 'charismatic leaders'....One way for a firm to retain the charisma of a departing leader, Mr. Weber wrote some 100 years ago, is for the leader to name his own replacement." I found an interesting Wikipedia piece on Max Weber and his theories around Charismatic Authority -- worth another five minutes. 

Speaking of Microsoft and Leadership -- congratulations to Sam Goodner for being named the 2008 Entrepreneur-of-the-Year for his region. Goodner is President & CEO of Catapult Systems, a 250 person Austin-based IT consulting firm focused exclusively on Microsoft solutions. His firm has also been named the "Best Place to Work" in Austin and was listed as the #2 Best Place to Work in Texas by Texas Monthly. And check out this photo -- proud to see Sam's One-Page Plan prominently displayed in the background!! Congrats Sam and everyone at Catapult.

#1 Customer Service Book and interactive DVD -- and congratulations to customer service guru John DiJulius (and Sales Summit superstar) -- his new book What's the Secret: To Providing a World Class Customer Experience is the #1 ranked customer service book on Amazon this week. In most cases it's superior service that is the main differential advantage growth firms provide their customers and John lays out ten simple commandments for doing this inexpensively and well -- and his four hour training program is now available on an interactive DVD which you can view/demo at www.gazelles.tv -- just scroll down until you see the product.

Houdini's Metamorphosis -- and forgive a little fatherly pride, but those of you that attended the last Growth Summit saw me perform some less than smooth illusions. Well, my son Cameron is learning the art and performed his first major stage illusion last Friday in his school's talent show -- Houdini's famous "Metamorphosis" illusion. Here's a link to the YouTube video (he's dressed in black, his friend Charlie in white). Thanks to Shep Hyken, who preformed some real magic at the Summit, for all his assistance. And stay tuned as I prepare a major illusion for the upcoming Growth Summit, October 21 -- 22, in Atlanta.
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Gates/Ballmer Handover -- several of you had trouble getting a full version of the WSJ article last week. The link remains elusive (it goes from being the full article to becoming a teaser for subscribing to WSJ), but you can always go to Google News and search "Gates Ballmer WSJ Guth" and find a link that displays the entire article. The article is entitled "Gates-Ballmer Clash Shaped Microsoft's Coming Handover" written by Robert Guth.

Tiger Woods and John D. Rockefeller Related? -- not exactly, but David Brooks wrote an outstanding Op-Ed in the NY Times, on the heels of Tiger's amazing US Open win, on Tiger's power to focus -- it's an article every business leader/manager should read. And like Rockefeller, Tiger was going to be an accountant! It's all about discipline -- accountants' rock! Here's a link to the article. 

Discipline of Customer Feedback and Daily Huddles -- speaking of discipline, Susan Mealer, Owner/CEO of Memphis-based Answering Advantage, sent me a note detailing the impact daily huddles have had on boosting the confidence of her frontline employees -- knowledge is power! She also noted that the weekly customer calls drove them to revise their training and re-program individual accounts and message tickets. They are also working on their "uncommon offering" -- this is Bob Bloom's process for figuring out your unique selling proposition from his book Inside Advantage. Details of her feedback and results are under DETAILS below.

Uncommon Offering -- Bob Bloom interview -- take three minutes and watch Bob Bloom's interview from the Sales and Marketing Summit. About a minute in he gets to the uncommon offering discussion. Almost like his "four imported cheeses" example, we've decided our uncommon offering is the Gazelles One-Page Strategic Plan tool along with our other "four one-page tools." Gazelles -- home of one-page tools for growing your business! The key, as Bob suggests, is to repeat this message at all your customer touch points. View interview at www.gazelles.tv -- scroll down right hand column. 

Class III-IV Whitewater, Rock Climbing, Mountain Biking and a 4x4 Off-roading Experience in Aspen, CO August 13-17 -- "Work Hard, Play Hard" -- 7 spots left in Maverick Business Adventures experience taking place August 13-17, 2008 in Aspen, CO. Join fellow like-minded CEOs and successful entrepreneurs along with special guest Frank McKinney, who the Wall Street Journal called "the Real Estate Rock Czar". Frank builds $10, $20, $30...even $100M+ luxury ocean front estates entirely on spec. Watch 12 different Maverick members (several Gazelles among them) share their candid insights about their experience: Even if you're a little unsure about your schedule for August, don't worry. Maverick members are covered with the added assurance of "cancel anytime" insurance policy. So you can get a full reimbursement for any business reason right up until the last minute. 

DETAILS:
Here's the note from Susan Mealer, CEO, Answering Advantage:

I wanted to share some feedback about the implementation of my many take-aways from the ATSI Owner's Forum in January.

Mentor -- First I found a mentor as you suggested -- John Ratliff agreed -- lucky me! And he's been very patient in allowing me to "suck his brains dry" (your words)!

Daily Huddle -- The daily huddle is an outstanding idea! (I was the undecided one at the Forum who asked you during a break for motivation in starting a daily huddle in my small business). I couldn't be happier with the results. Our front line supervisors now have insight and better understanding of issues (payroll, cash flow, service inquiries) that I have attempted to help them understand for many years. Their main focus has always been in the call center and on the employees. Having this extra knowledge seems to have given them more confidence in what they do on a day to day basis. I also see more ownership from them. I created a month of daily basics which are read at the end of every huddle. Many of the quotes I have chosen have sparked many fantastic conversations. (Because we are smaller, we have extra time during the 15 minutes). I have hooked so many peers on this concept -- practically everyone in my peer-peer mentoring group has started a huddle. Of course, I tell them to read your book first. 

Weekly Customer Calls -- Also, we started making the weekly calls to our customers, asking the 4 questions you suggested. The results have been better than we could have ever expected -- even my 2 naysayers in the office (they're the number crunchers, naturally their glass is half-empty) see that the feedback is invaluable. Based on the results, to name a few changes, we have re-tooled our training ("your operators always do a great job, but we can always tell when you have a new operator") and re-programmed individual accounts and message tickets ("I've been meaning to call you because I wish you could do X for me" You'd think we invented the world wide web)!

Uncommon Offering -- Almost finished with our "uncommon offering." I polled most employees individually about what they do well -- most said the same things. It was an extremely humbling exercise to ask our customers what we did best and/or set us apart from our competition. A practice administrator in a big GI group actually went to EVERY practitioner, to everyone in A/P and to all front-line staff who regularly interact with our service to obtain a response. Another customer obtained feedback from every staff level as well before responding. Wow! Taking that amount of time to answer our question was overwhelming!

One of the most enlightening outcomes? That we mean so many different things to different people. The On-Call techs like us becauseour operators are friendly and appreciate the fact that they have to deal with the same cranky customers they do. The On-Call coordinator likes our flexibility when she has to change the on-call schedule sometimes 2-3 times a day or even within one hour. The physicians like our compassion with their patients. The business owner likes our tenacity in tracking down the on-call personnel to deliver a message as quickly as possible. The billing office likes our quick response time to billing questions.

Net Promoter Score (NPS) -- My 3rd quarter goal? To implement NPS! The recent articles in FORTUNE Small Business magazine were great!

Jun 26, 2008
Smart's 4-Step Hiring Model; Gates' 4 Rules; Ballmer's 3 Priorities; Gates' 3 Offices

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

HEADLINES: Print-Friendly Version
Three Outstanding Articles on Bill Gates' Transition -- Gates gave FORTUNE an exclusive interview and access to some never before seen photos. The three part series is outstanding. Under DETAILS below I provide links to these three articles plus my favorite excerpt from each article.

Four-Step Hiring Model -- Geoff Smart's new book entitled Who: The A Method for Hiring -- based on a four-step "S" model: Scorecard, Source, Select, and Sell that generates a 90% success rate. Watch Geoff's CNN Money interview here. And the book is thin! He's also pioneered a new visual model that greatly simplifies the process using the letter "A" -- a process based on interviews with over 20 billionaires (the stories are worth the read), 60 CEOs, and a University of Chicago study with 300 CEOs on hiring practices. Pre-order here.

Four Live Interactive Teleseminars, Bonus Video, and an additional 90-minute exclusive "Gazelles Fireside Q&A Session" with Geoff Smart and Who co-author Randy Street a month after the book comes out. All you have to do, before July 15, is pre-order one book for the bonus video or 10 books (every hiring manager should read the book or give as gifts to customers) to participate in the 4 one-hour live Teleseminars and the 90-minute Q&A session. Go to http://www.whothebook.com site to order books then RSVP for the Gazelles-only event by emailing Beth Murtaugh, mbmurtaugh@ghsmart.com, who is the administrator in charge of that event.

One-Page Plan wiki -- for most of you it's that time of the year to update your Gazelles' One-Page Strategic Plan. And because I'm often asked for sample plans, we've launched another wiki (just think of it as a shared website that anyone can update), like the Quarterly Theme wiki where you can upload your One-Page Plan for others to see -- obviously, many of you will want to leave off some of the numbers, but it's useful for other firms to see your Core Values, Purpose, BHAG, Brand Promises, Critical Numbers, and Themes. Here's the link to post your plan -- please contribute!!

Quarterly Theme Ideas and Contributions-- and remember, there are over two dozen Quarterly Themes you can look at for ideas -- just scroll down and you'll see a list of themes. And please upload your recent quarterly theme for others to see.

Tips for Getting to Sleep -- FORTUNE Small Business magazine wants your ideas/tricks for getting to sleep -- ideas they can share with other entrepreneurs. Email adriana_gardella@timeinc.com.

Better Ideas -- notes Bill Gates "Even today people at the foundation get lots of e-mail from me, but after Sept. 1 they'll get a lot more because now I'll be able to take courses, read more, meet more smart people, and have better ideas." Again, check out DETAILS below for links to the latest three article series and some great quotes!

More Better Ideas -- and Priority Seating for Tom Peters -- OK, not sure that passes second grade grammar rules, but the full page ads for our fall Oct 21-22 Growth Summit in Atlanta hit the stands July 1. Since we give preferential seating to those that pre-register early, if you're planning to attend the Growth Summit (where you'll "take courses, meet more smart people, and have better ideas"!) then get registered and reserve the best seats. Whoever learns fastest wins! Just click on the Growth Summit link to see the full program including four hours with one of the most famous and still highly insightful and relevant business thought leaders, Tom Peters.

EDUCATION: 

Gazelles DVD/Online Learning Products -- Gazelles.tv
PEOPLE
What's the Secret To Providing World Class Customer Experience
Topgrading

STRATEGY
High Stakes Negotiations
The Art of the Advantage

EXECUTION
Mastering the Rockefeller Habits
Execute Without Drama
Growth Summit
October 21-22 Atlanta, GA

Rockefeller Habits Workshops
Adelaide, AU Sept 15
Melbourne, AU Sept 16
Indianapolis, IN Sept 17-18
Sydney, AU Sept 17
Brisbane, AU Sept 18
Philadelphia, PA Sept 18-19
Salt Lake City, UT Sept 23-24
Toronto, ONT Sept 24-25
Dallas, TX Oct 7-8
Phoenix, AZ Oct 7-8
Denver, CO Oct 8-9
Boston, MA Nov 5-6
San Francisco, CA Nov 5-6
Charlotte, NC Nov 12-13
Seattle, WA Nov 12-13
Atlanta, GA Dec 9-10
Washington, DC Dec 9-10
Portland, OR Jan 7-8, 2009
Vancouver, BC Jan 28-29 2009
Great Game of Business with Jack Stack
Springfield, MO
DETAILS:
Gates' Three Offices -- Bill Gates will be splitting his time between three offices: a day at Microsoft; two days at his foundation; and two days at his new personal office, where he'll have time to think. Here's the first link to the FORTUNE article entitled "Gates Without Microsoft." And my favorite quote from the article (warning, some bad language) "The classic CEO needs to be right, or rather needs to appear to be right more than he needs to actually be right -- and that's not Bill," says his pal (Nathan) Myhrvold. "Lewis and Clark were lost most of the time. If your idea of exploration is to always know where you are and to be inside your zone of competence, you don't do wild new shit. You have to be confused, upset, think you're stupid. If you're not willing to do that, you can't go outside the box." 

Gates' 4 Golden Rules -- 1) Think of software as a utopian tool; 2) Let the engineers rule; 3) Institutionalize paranoia; 4) Invest for the long term. Here's a link to the second FORTUNE article entitled "Gates' 4 Golden Rules." And my favorite quote "At a recent executive retreat, Gates said he thought every great businessperson at Microsoft should cultivate at least five close relationships with engineers." 

Ballmer's Three Priorities -- the final article entitled "Microsoft without Gates" outlines three challenges: Growth, Google, and those "pesky Apple ads." Here's the link. And here's my favorite quote, colored by the fact that Gazelles has in beta with six customers our new Rhythm dashboard and smart board technology, "And around the same time, he (Ballmer) persuaded Kevin Turner to leave his job as Wal-Mart's CIO to join Microsoft in a newly created chief operating officer role. Turner, 43, is a stickler for accountability and measurement. At Microsoft, he's developed a 30-metric "scorecard" with concrete annual goals -- in everything from customer satisfaction to growing Windows market share -- or every manager in 65 countries where the company sells its products. Each month Turner gets a report on what he calls ROB, the rhythm of the business. It's the list of 30 metrics, each with a color next to it -- red, yellow, or green. You don't want to be a manager with more than one red."

 

Jul 1, 2008

Number One Contribution of Executives; Priority Seating; Prevent Irrelevance

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

HEADLINES: Print-Friendly Version
My Rationale for the Faculty Chosen for the Growth Summit Oct 21-22, Atlanta. Below is a list of the faculty keynoting the Growth Summit along with my explanation of their importance to growing your business. The main theme is People, Strategy, and Execution with a sub-theme of "Going Global, Getting Lean." I'm convinced every growth firm must be the first in their industry to implement Toyota's Lean Practices as applied to service firms; and to keep companies on the other side of the globe from entering your market, you need to enter theirs! Eat or be eaten. Headlining the Summit is the infamous Tom Peters featuring his newest book (August 2008) The New World of Wow! Whoever learns fastest wins -- and your main contribution to the business, as an executive, is ideas. Give you and your team two powerful days to THINK! 

Best Seats Based on Order of Pre-reservation -- for those attending the Summit for the first time, preferential seating is given to those that pre-register the earliest and bring the larger teams. So if you want to know "how did they get that table so close to the main stage" this is how -- and pre-registrations are already twice what they were this same time last year. Deposit is only $250/executive with balance not due until 30 days before the event -- helps preserve your cash. Each team of four or more gets their own private round table -- we want to emphasize the importance of team learning and implementation. The number one reason executives and companies become irrelevant is they fail to keep up. List of faculty below.

Ad Hits July 1 in FSB Magazine -- If you're planning to join some of the top executives of growth firms from around the world, pre-register to reserve the best seats before the magazine ad reaches the bulk of the new attendees. 

Growth Summit Faculty (More detailed bios and topic descriptions available at this link):
Tom Peters -- he's going to drive home the importance of firms "going global" and "getting lean" to compete internationally -- and he'll highlight the latest in management approaches in the kind of hard hitting manner that has made him an icon on the business stage for over two decades.

Annie McKee -- Emotional Intelligence is one of the most important determinates of executive success -- and one of the main reasons careers derail. As co-author of the international best seller Primal Leadership with Daniel Goleman (author of Emotional Intelligence) and Richard Boyatzis, she's one of the handful of experts in the field.

Sam Wyly -- Texas billionaire, he's built and sold businesses ranging from data communications to Bonanza steakhouses. I read an advance copy of his book (1000 Dollars and an Idea: Entrepreneur to Billionaire -- Sept 08) and was highly impressed by his methodical approach to changing industries and turning around businesses. And how he took on AT&T and broke that monopoly is an inspiration of all of us that are fighting Goliaths.

Jack Perkowski -- built a billion dollar business in China, he's the author of the most respected (and enjoyable) book on doing business in China entitled Managing the Dragon -- and he's the highest rated YPO resource in China.

Guy Parsons -- he helped build, with Jim Womack, the Lean Institute. Whereas Six Sigma, from my viewpoint, is over complicated and costly, Toyota's "lean" approach is built around a one-page document. And Guy is focused on applying Lean to the service sides of businesses -- accounting departments, call centers, etc. I'm convinced the first company in any industry that fully embraces Lean is going to win big -- like Toyota has in the auto industry.

Tom Stemberg -- founder of Staples, now an investor -- enough said.

Tom Travis -- author of Doing Business Anywhere he's been one of the top experts in helping companies go global -- and I found both his book and his style straightforward and insightful.

 Jul 10, 2008
Green Makeover Opportunity; Daily Basics List; Largest Company on the Planet; Book of the Month

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

HEADLINES: Theme -- Employees -- plus Global 500 List Released Print-Friendly Version
Susan Mealer's 31 "Daily Basics" for Employees -- several of you asked to see Susan's list of 31 "Daily Basics" that she reviews, one per day, during her daily huddles -- an idea she borrowed from Towne Park who modified a similar ritual practiced at the Ritz Carlton -- here's a link to see the nicely laid-out format of these basics. 

Roger Hardy's "Book of the Month Club" for Managers -- Jenny Harvey, Coastal Contacts, sent this recent note "When going through your Rockefeller Habits Checklist at our last off-site management meeting, we noticed that the section on alignment had been a bit neglected. The number one thing that Roger (CEO) did that has made the entire management team feel aligned is to start a Book of the Month' club. Every manager is given a book at the beginning of the month and we are tested on 3 chapters at each Monday morning meeting. After the test there is discussion on the chapters we have read and how it relates to Coastal Contacts. This has really brought the team together and helped us conceptualize the task at hand which we are to be aligned on." Whoever learns faster wins!!

Geoffrey Moore, from the Last Growth Summit, is Chosen -- Jenny continues "The first book Roger chose for us was Inside the Tornado by Geoffrey Moore. The book was great for our team as we were able to realize as a group exactly where we are in the tornado lifecycle, and what we need to do to get ourselves to the next step. We are currently reading Crossing the Chasm by Geoffrey Moore and Roger has asked a speaker from the book to give a presentation to the team at our next global summit." For a list of books I recommend all managers read go to mygazelles.com-- just enter your email address if you're already registered at My Gazelles.

"Green" Makeover Opportunity -- FORTUNE Small Business magazine is looking for a small business that would like to be the subject of a "green" makeover that will ultimately save the business money and provide a great ROI. A non New York-area company with a warehouse, factory, and fleet of trucks would be ideal as energy savings will likely be a big part of the ROI. The company we choose will be the subject of an FSB Makeover story, and will receive advice from 3 consultants who offer tips on growing green. Interested business owners should send an e-mail to fsb_editors@fortunemail.com with the re: line "Green Makeover." In your e-mail, please provide basic information regarding your business (industry, city, state, number of employees) as well as your most recent annual revenue figures.

Paul Silvis on "Fostering Trust in the Workplace" Webinar -- I've been recently highlighting Paul's $60 million firm Restek in how he's re-strategized a $7 million division to grow to $200 million. Paul's team has also fostered an excellent environment for employees, being named one of last year's winners of the Top Small Workplace competition. Paul will be sharing his lessons on servant leadership and how they help their staff construct individual growth plans in a July 29, 10am CST webinar. For more information and to register for the webinar go to winningworkplaces.org. And if you think it's all soft stuff, notes Paul "It's just a happy fest if the environment doesn't lead to results."

Excellent Benchmarking Data on Employee Training, Benefits, etc. -- $44 million Professional Placement Resources came in at number 12 of the Top 25 "Best Small Companies to Work for in America." Here's the link to the list which provides a quick summary of the number hours of training/employee; percent of budget spent on training; percent of hires referred by staff; percent of internal promotions; etc. And there's a quick summary section of best practices from each of the 25 winners -- there will be a couple you can shamelessly steal -- review at your next weekly meeting! 

Global 500 Largest Companies List Released Today -- Wal-Mart at $379 billion tops the list, edging out Exxon Mobil by $6 billion. And Toyota comes in at #5 as GM drops to #9 -- it's why we're focusing on Toyota's Lean process as it applies to companies our size at the Growth Summit, and ING, the Dutch banking firm, came in at an impressive #7 -- proves the power of focus as they continued to shed non-related businesses and laser focused on their simple business model -- provide the highest rates on deposits and the lowest rates on mortgages. Here's a link to the entire list and for nice thumbnail sketches of the top global companies which outline their key strategies go to money.cnn.com
Jul 17, 2008
Seligman Defense; Foolish Love; Peru Talent; India Tour

"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES:
Martin Seligman Defends Himself -- I didn't expect to lead with this headline, but a note from Marty's friends this morning asked me to weigh in and help spread the truth. I'm a huge fan of Seligman, author of the famous book Learned Optimism and the Optimistic Child. In a book released just this week entitled The Dark Side, it implies that Seligman helped the military develop torture techniques. Marty's reply is below under DETAILS. 

Foolish Love -- this was the German translation of an HIV medication that Choice Translating caught before the mistake was made. Congrats to Vernon and Michelle Menard, co-founders, whose Charlotte-based company is featured in the July issue of FORTUNE Small Business magazine. As more companies are expanding globally, you need to make sure your product names, taglines, and company name translate properly and Choice has carved out a niche helping large and small firms, for a fixed fee of $13k, make sure their brand translates in various markets. Choice is also helping firms make sure their visual brand (colors, images) translate as well. For instance, white often represents purity in Western cultures, but in China it's the color for death and mourning. Here's a link to the article. 

Peru Talent -- and the Menards were having trouble finding sufficient talent in Charlotte, so even though most of their clients are U.S. based (and much of their work comes from local firms in Charlotte), they've opened a project office in Lima, Peru where they have 15 staff vs. 7 in Charlotte. Notes Vernon in the article "It was hard to find talent in Charlotte; we were often dealing with the leftovers after the banks had their pick. In Peru we are a top-tier employer." I'm surprised by how many local firms think there's no reason to think globally because all their business is local. However, you need to look globally for resources if you want to remain competitive even in your local markets. I appreciate greatly my assistant in India!

90% of Life is Showing Up -- or at least responding to media requests -- it's the best way to get great PR. Note's Vernon Menard in a recent email to me "This article would not have been possible without you. I contacted FSB a few months ago after you forwarded a request from FSB for stories about dress code issues in small businesses. After learning more about my company, the reporter, Malika Zouhali-Worrall, decided to write a full article just about Choice Translating. See you in October!" Thank you to all my Insight readers for responding to requests from reporters I highlight in the Insights. It has garnered great PR for many of you. And if you want to learn more about Choice Translating's services or staffing in Peru, they'll be in Atlanta at the Growth Summit.

"It's a VUCA World" -- this from a quote by P&G's COO Robert McDonald. VUCA, a term borrowed from the military, stands for volatile, uncertain, complex, and ambiguous. This is the world we face (but haven't we always!). Take five minutes and read this latest FORTUNE article entitled "The New New World Order." It highlights some important statistics on global growth rates and substantiates the figure that the world's middle class will grow by over 1 billion people between now and 2020 -- by 600 million in India and 500 million in China alone -- the biggest opportunity business has ever faced. It also substantiates why there's been a 40% decline in the Indian stock market. Even if your business is local, you need to be aware of general global trends.

Gazelles' Performance-enhancing Drug -- and this cartoon forwarded to me from Dan Turner, President of TCG -- you can only view if you open today, July 17 -- I'm working to get permission from the cartoonist to permanently use this cartoon as a follow-up to my cheetah/gazelle video. We like to think that our Summits and workshops are performance-enhancing!

Join Verne in India -- he'll be leading one-day workshops Sept 5 in New Delhi; Sept 23 Mumbai; Sept 25 Bangalore -- here's a link for more information.

DETAILS:
Martin E. P. Seligman's Response to Allegations Attributed to Jane Mayer's Book, "The Dark Side" Here, with permission, is Marty's letter to his friends: July 14, 2008 

The allegation that I "provided assistance in the process" of torture is completely false.
I gave a three-hour lecture sponsored by SERE (the Survival, Evasion, Resistance, Escape branch of the American armed forces) at the San Diego Naval Base in May 2002. My topic was how American troops and American personnel could use what is known about learned helplessness and related findings to resist torture and evade successful interrogation by their captors. I was told then that since I was (and am) a civilian with no security clearance that they could not discuss American methods of interrogation with me. I have not had contact with SERE since that meeting. I have not worked under government contract (or any other contract) on any aspect of interrogation or any aspect of torture. Mr. Mitchell and Mr. Jessen were present in the audience of about 50 others at my speech, and that was, to the best of my knowledge, the sum total of my "assisting them in the process." I have had no contact at all with the American Psychological Association about their relevant policies. As of today, I have not seen Jane Mayer's book, only the blogs. If necessary, I will comment further on its contents. Most importantly, I strongly disapprove of torture and have never and would never provide assistance in its process.
Martin Seligman
Jul y 24, 2008

Google's Coach; Steve Jobs Walks; Formula 1 Racing; Must Read Book; Five Rules for Success
"...keeping you great" Ten Minutes with the Growth Guy
"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES: Print Friendly Version
Coach to Google and Apple (the Ivy Lee of Silicon Valley) -- take five minutes and read FORTUNE magazine's latest article entitled "The Secret Coach" -- it's about Bill Campbell, coach to Eric Schmidt at Google; Steve Jobs at Apple; Scott Cook at Intuit; and many others (yes, they have coaches!). It provides some wonderful insights into the power of a coach and why the best have (and need) a coach -- and it outlines his five rules for success he's taught Silicon Valley giants. Thanks to Matt Kuttler, founder of www.ReStockIt.com, who brought the article to my attention. Two of my favorite moments in the article include:

Regular Sunday Walks -- notes Jennifer Reingold, senior writer for FORTUNE "At Apple, Campbell is not just a board member; he's also Jobs' friend, and the two take regular Sunday walks around the streets near their homes in Palo Alto, where Jobs says they discuss "the things that have got me concerned and things I haven't yet figured out," It highlights the power of having some unstructured talk time with someone Steve Jobs calls "deeply human."

Déjà vu -- just like financier Andrew Carnegie recommended that Bethlehem Steel CEO Charles Schwab meet with coach Ivy Lee, coach to many of the great industrialists at the time (including Rockefeller); Reingold writes that "John Doerr, partner at Kleiner Perkins Caufield & Byers and one of Google's VC investors, suggested that Schmidt (Google CEO) might benefit from a session with Campbell. 'My initial reaction was 'I don't need any help,'" says Schmidt, who had previously been CEO of Novell. "I don't need a coach." But he agreed to a meeting (and the rest is history)." Concludes Reingold, "For Schmidt and others, having a foulmouthed angel on their shoulder -- one who isn't on the payroll, with no overt political agenda -- is a dream come true."

Team Coach -- speaking of coaches, dear friend, former head of YEO, and founder of Forum Resources Network, Mo Fathelbab, has just released a great book loaded with tools for your team entitled FORUM: The Secret Advantage of Successful Leaders. Those of you familiar with Mo's work know that he is "THE" Forum Guru. His book is a fantastic resource and is loaded with communication tools for management teams (not just forums). And if you enjoyed Patrick Lencioni's Five Dysfunctions of a Team, you will find Mo's tools invaluable for building trust and handling conflict, the first two critical steps in Pat's five-step process. I recommend you buy a copy for each member of your senior team or your Forum. The book is packed full of tips, easy-to-follow exercises and techniques to help form, maintain and grow healthy groups that continue to work together strongly and effectively to reach common goals.

Buntch (I've not misspelled) -- and this tool for driving "talk time." John McNeely, Research in Motion (RIM) (Blackberry fame), recently attended the Rockefeller Habits workshop in Canada. After I noted the importance of verbalizing your frustrations, concerns, and "stucks" in the daily huddle so that the thoughts move from the amygdale in your brain to the pre-frontal lobe (so you quit worrying and start acting!), McNeely noted that he had been hosting several buntches for his team -- a portmanteau combining the word for a female dog with the word lunch! These sessions have proved useful in helping everyone air their gripes and complaints so they can move on and be productive. It's about getting stuff "off your chest" -- or in this case "out of your amygdale!"

F1 Formula Racing -- 20 spots -- if a buntch doesn't relieve enough tension, the day before the Gazelles Growth Summit (October 20, 2008) experience the thrill of F1 racing combined with business breakthroughs and exclusive networking. There are only 20 spots available for you to join a small group of adventurous Gazelles for a special day racing F1 cars up to 140 mph+. Go ahead and strap yourself into a real Formula race car, rev the RPMs and forget about the speed limit for awhile. You'll also walk away with actionable business ideas, strategies and resources from other like-minded entrepreneurs. You'll participate in brainstorming sessions, Hot Seats, and "What's Working" sessions to share best practices. Plus, there will also be a special celebrity business icon to coach you along the way. Get all the details on this "Taste of Maverick: F1 Racing Edition" day here. 

Rave Reviews for the Daily Huddle -- Dave Jaworski, CEO of Tennessee-based PassAlong Networks, sent me the following note this past week "It has been several months since I received your book and we exchanged emails. I stated that I did not buy into the daily meetings. I have since completed your book and am *totally* bought into the daily meetings. We have implemented daily meetings for one of our dev teams with fantastic results. We are now going to take them company-wide, with the full game plan as you outline it in your book (Daily, Weekly, Monthly, Quarterly and Annual). I was wrong." 

This from Down Under -- More Rave Reviews for the Daily Huddle -- Jason Ellenport, who participated in my Australian webinar earlier this morning, sent this note from Melbourne (Jason is Managing Director of BOMweb Pty Ltd, a sourcing and procurement best practices firm) "We implemented daily huddles following your Sydney workshop in March. We run a daily '848' -- a 12 minute stand up huddle every morning at 8:48 AM. The process ensures WE ALIGN EVERY DAY to achieving our weekly, monthly, quarterly, 1 year, 3-5 year and 10 year goals. This alignment allowed us to dramatically improve our business strategy. We no longer go around in circles as we have a direct flight path to commonly understood objectives. Finally -- we celebrate our wins...something we never did previously!" 

62% Ahead of Last Year -- so far sign-ups for the Growth Summit are running considerably ahead of last year. I've been asked repeatedly, given the economy, why I think this is. In essence, you don't have to be smart to do well in an up-economy. It's in tougher climates that the smarter, more savvy teams excel. And the Summits are gaining a reputation for being hard-hitting, practical, and providing the kind of fresh ideas in 48 hours that companies are able to implement quickly to boost bottom and top lines. "Whoever learns faster, wins!" 


EDUCATION:
Gazelles DVD/Online Learning Products -- Gazelles.tv
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What's the Secret To Providing World Class Customer Experience
Topgrading

STRATEGY
High Stakes Negotiations
The Art of the Advantage

EXECUTION
Mastering the Rockefeller Habits
Execute Without Drama
Growth Summit
October 21-22 Atlanta, GA

Rockefeller Habits Workshops
New Delhi, India Sept 5 


 HYPERLINK "http://www.businessconnect.com.au/Events-List.asp?CategoryID=16&ParentCategoryID=0&navid=4" Adelaide, AU Sept 15
Melbourne, AU Sept 16
Indianapolis, IN Sept 17-18
Sydney, AU Sept 17
Brisbane, AU Sept 18
Philadelphia, PA Sept 18-19 Sponsored by CBIZ, Inc
Mumbai, India Sept 23 
Salt Lake City, UT Sept 23-24
Toronto, ON Sept 24-25
Bangalore, India Sept 25 
Dallas, TX Oct 7-8
Phoenix, AZ Oct 7-8
Denver, CO Oct 8-9
Boston, MA Nov 5-6
San Francisco, CA Nov 5-6
Charlotte, NC Nov 12-13
Seattle, WA Nov 12-13
Atlanta, GA Dec 9-10
Washington, DC Dec 9-10
Portland, OR Jan 7-8, 2009
Vancouver, BC Jan 28-29 2009

Great Game of Business with Jack Stack
Springfield, MO
Jul 31, 2008
August Priority; #1 Problem Facing Companies; Acquisitions on the Rise; Better than Bug Spray
"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES: (Quick Summer Tips) Print-Friendly Version
7 Tips to Boost Sales in August -- this from Caryn Kopp -- "Why waste the month of August cleaning your office? Make the most of your summer by seizing new business opportunities while your competition plays miniature golf! Most business owners and salespeople assume making calls in August is pointless because decision makers are on vacation. While it's true that most people do vacation in August, I don't know anyone who goes away for 4 weeks straight! What does this mean for you? It means people are at their desks, often in good moods and are more likely to pick up their phones to speak with you. Seize this valuable opportunity and boost your business by following these 7 Key Strategies in August." I particularly like her first tip of adding 20 new A-List prospects to your call list and call them in August. Don't be surprised if you hear from me!

#1 Problem Facing Most Companies -- Hiring Mistakes! CNNMoney produced an excellent and informative 3-minute interview of hiring guru Geoff Smart. Geoff shares the number one way growth companies can generate a flow of A Player candidates and the four initial questions you should ask. He also discusses how to avoid the most common interview pitfalls. Take three minutes and show the clip at your next weekly meeting or Friday brown bag lunch training session. 

Free Training Keynote or 4-part Teleseminar -- and if you would like to learn more from Geoff and his co-author Randy Street, take advantage of special preorder offers of their soon to be released book Who (e.g. free training keynote for a 40+book preorder; free 4-part author teleseminar with 10+book preorder). Please place your 10+book preorders at http://www.whothebook.com. And for your 40+book preorders, Geoff's assistant Linda Naden (ljnaden@ghsmart.com) will take great care of your order and will schedule your keynote training session. The books make great business gifts or reading for your managers and it's a chance to access their training very inexpensively.

Acquisitions Are on the Increase -- not only is Warren Buffett funding several major acquisitions, I'm hearing from many of you that you're being approached to be acquired -- acquisition activity is picking up. We have just 23 copies left in the U.S. of Tom McKaskill's "Selling Your Business for a Premium" -- $24.95 (they were $49.95) and free shipping. After these copies are gone, you'll have to get them from Tom directly in Australia. Tom's techniques really work. Here's the link.

Better than Bug Spray -- and for those of you on vacation in August start relying on vitamin B1. People who have diets high in thiamine (vitamin B1) report fewer insect bites than others. "That's because the vitamin gives off an odor when you perspire that is unattractive to insects but undetectable to humans," says John Yunginger, M.D., professor and pediatrics consultant at the Mayo Clinic in Rochester, Minnesota. Good sources of thiamine include whole grains, organ meats and brewer's yeast. I take a mega-B supplement and was recently in a bug infested tropical environment and didn't receive a single bite while those with me (covered with Deet) still received bug bites. It really does work!

Aug 14, 2008

One Powerful Index; Two Powerful Words; Three Powerful Questions; Four Powerful Webinars

"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES: Print-Friendly Version
One Powerful Index -- compare your company's revenue growth performance with the Private Company Index (PCI), Dow, Nasdaq, and S&P Small Cap. Go to www.privatecompanyindex.com and click on the "PCI Challenge" link and see how you compare with other mid-market firms and the public market space. And it's completely confidential. YTD, the PCI index is up 6% vs. a dramatic decrease in the public markets. "Gazelles" continue to be a powerful economic force -- keep up the great work.

Two Powerful Words - there are two key words, when used in conjunction with each other, which can dramatically improve your conversation skills and make you more likable -- and they come from improv training. It's the "Yes...and" technique. CNN.com featured an interesting story on the technique on Tuesday (also effective in getting a job or date!) so I thought I would give it a try. My son was having some issues with our move to India yesterday and I responded "Yes, I can see the move is bothering you...and it reminds me of when our family moved from Colorado to Kansas...." I proceeded to share some of my own experiences with him and sure enough, it seemed to help (at least in the short run). He felt I had heard him (the "Yes" part) and then opened the door for a healthy dialogue (the "and" part). Take five minutes and read this powerful article -- then apply it at home and work.

Three Powerful Questions - you and your team/associates have been working through a difficult issue/decision/process or you've just taken the team through a training session or vision-sharing session and you want to make sure your message is getting through. Ask these three questions at the end of the session:

1. What did you hear?

2. What questions of clarification do you have or what do you want to know more about?

3. What are your reactions (thoughts AND feelings)?

If it's a small group, just go around the room, taking one question at a time. If it's a larger group, break people up into teams of 6-8. For the clarification questions, you might have to get back to them later with answers -- the key is making sure you do get your people answers.

Notes Cheryl Beth Kuchler, founder of CEO Think Tank "we've used these with dozens of client organizations (even in my "pro bono" work with the Union League of Philadelphia when they were going through a massive master planning process) and they are very effective at helping leaders to hear how their message is being received as well as what's catching people's attention and what isn't. The process also gets people involved - thus creating buy-in and commitment. And people actually ask questions! It's much better than when you ask at the end of a team meeting Do you have any questions?'"
Four Powerful Webinars - four complimentary webinars will be co-hosted by Verne Harnish and top thought leaders focused around the four major decisions that drive your business: People, Strategy, Execution, and Cash. One hour in length, the first 30 minutes will highlight the respective One-Page tool and the second 30 minutes will highlight the expertise of a recognized thought leader -- to sign-up click here. Here's the schedule:

People Webinar -- 12:28pm - 1:28pm EST September 4, 2008 -- "People: Getting the Right Butts in the Right Seats" -- featuring the updated Gazelles' One-Page People Plan, the webinar will be co-taught by Geoff Smart and Randy Street, co-authors of the about to be released best-seller Who: The A Method for Hiring (Random House Sept 30, 2008). These co-creators of Topgrading® conducted the largest set of interviews with billionaire entrepreneurs, over 20, and discovered their best advice and stories about how to build a talented team. New research, new insights, new practical best practices you can use to grow your business."

Strategy Webinar -- 12:28pm - 1:28pm EST October 9, 2008 -- "Strategy: The New One-Page Strategic Plan" -- featuring the updated Gazelles' One-Page Strategic Plan, the webinar will be co-taught by Bob Bloom, best-selling author of The Inside Advantage. Bloom is the 74 year old "grand master" behind the brand strategies of Southwest Airlines, Perrier, TGI Fridays, and BMW. He'll share his simple, yet powerful, four-step process for determining your Brand Promise and how to bring it alive in the minds of your core customers.

Execution Webinar -- 12:28pm - 1:28pm EST November 4, 2008 -- "Execution: Driving Profit and Reducing Time" -- featuring the updated Gazelles' One-Page Execution Plan, the webinar will be taught by Patrick Thean, best-selling author of Execute Without Drama: The Red, Yellow, Green Series. Patrick has built and sold several growth firms and has led a team to build an electronic dashboarding system called Rhythm. See the latest demonstration and review the 10 Habits that drive flawless execution.

Cash Webinar -- 12:18pm - 1:28pm EST December 4, 2009 -- "Cash: Dramatically Improving Your Cash Position" -- featuring the updated Gazelles' One-Page Cash Plan, the webinar will be taught by Rich Russakoff, co-author of Getting Bank Financing, chapter 10 in Mastering the Rockefeller Habits. Rich has helped hundreds of firms dramatically improve their cash conversion cycle (CCC) and raise significant amounts of money to fuel their growing businesses.

Aug 21, 2008
Irreverent Gary Busey Video; Income-Producing Habit; Banks Still Loaning Money; Watch Banking Fees

"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES: Print-Friendly Version
October 9 "Strategy" Webinar Moved to October 10 -- our apologies for scheduling the Strategy webinar with Bob Bloom on Yom Kippur. We've moved the webinar to the following day 12:28pm -- 1:28pm October 10 to sign-up click here.

Infamous Actor Gary Busey Brings GotVMail's Core Values Alive -- having discovered their Core Values, GotVMail engaged Gary Busey, the actor, to do a series of irreverent videos about their Core Values -- which are conveniently represented by the acronym G-A-R-Y! Here's a link to founder David Hauser's blog which describes their positioning statement and hosts their YouTube Gary Busey video -- enjoy!! GotVMail -- Gary Busey video and intro 
Thanks to their coach Les Rubenovitch for bringing this to our attention.

Dramatically Increase Income-Producing Activities -- Alex Lopez with Sydney-based Quantify Corporation uses a simple technique to double his income-producing activities. He divides his to-do list into two columns. Column one is labeled "Non-income Producing Activities" (Red) and Column two is labeled "Income Producing Activities" (Green). He then forces himself to place a to-do item in one of the two columns. When he first started, his non-income producing activities outnumbered his income-producing activities by a two to one ratio. Over time, he's been able to flip that ratio. This is an excellent exercise for ALL of us to follow. As Quantify Corporation's tagline says "If you can't measure it, you can't control it."

Banks Still Loaning Money -- Rich Russakoff and Mary Goodman, who are leading the "Cash" webinar in December, recently responded to a July 28th NY Times article entitled "Worried Banks Sharply Reduce Business Loans." Rich and Mary counter (from firsthand experience) that banks need to lend money to credit-worthy small businesses to offset their losses on mortgages. And as Dr. Neil Churchill's research uncovered years ago, small business loans are more profitable to banks than large company loans, mainly due to the loan to checking account ratio (small businesses aren't the best at putting their cash to work and watching their banking fees). Rich and Mary's detailed response is reprinted under DETAILS below. 

Watch Banking Fees -- as I was writing this I decided to call my bank and review the monthly fixed fees I pay for various banking services Gazelles uses. In essence, I was able to eliminate just over $350/month -- fees that had crept in over time -- that was worth 20 minutes of my time! Normally my personal business banker calls me to review the account and make sure I'm maximizing the use of my funds, however, I found out that my business account was taken over by someone else three months ago and they hadn't bothered to let me know that there had been changes to fees, etc. Seems the bank is trying to make their money in other ways!


EDUCATION:
Profitability Doubled and Revenues Increased 38% -- and this recent note from Ivanka Menken, co-Founder and Executive Director of The Art of Service, a Brisbane-based IT Service Management education and content development company with a global network of resellers and delivery partners across 5 continents "After attending the (Rockefeller Habits) workshop and reading the book, we started implementing some of the concepts: daily huddles, weekly meetings, quarterly themes to name a few of them. It has made a massive change to the company -- communication has improved, everybody is focusing on the same target and in combination with the implementation of a Topgrading style recruitment process I have now the opportunity to work with an amazing team of people!" Adds Menken "since getting involved with The Rockefeller Habits our annual revenue has increased 38% and our profitability has doubled. We have more returning customers and less staff turnover." Thanks Ivanka!


DETAILS:
Here's Russakoff's and Goodman's article making a case for why banks want to lend to small businesses right now:

With all the bad banking news, we were not surprised by the pessimistic tone of your July 28th article "Worried Banks Sharply Reduce Business Loans." The good news is that most entrepreneurs are optimists and in the words of Winston Churchill: "An optimist sees the opportunity in every difficulty." 

Banks make money by making loans. The void created by home mortgage slow down must be filled. This creates an opportunity for the savvy, proactive entrepreneur. Small businesses are a significant profit center for many banks because of the multitude of other services and products they use. 

We asked William Bachino, an assistant VP with Comerica about the negative trend your article described. He told us: "Banks like Comerica are very much seeking to extend loans and lines of credit to credit-worthy businesses. Businesses who have a strong credit rating and good financials should absolutely continue to seek out financing for their business needs."

Instead of the pessimistic picture your article painted, we advocate a pragmatic approach. Whereas the optimist sees the glass as half full and the pessimist sees it as half empty; the pragmatist sees the glass as under-utilized. After all, whether half full or half empty, it is only operating at 50% capacity. 

Having worked with countless businesses for over three decades, we've realized that the best approach is to ignore the attitude and take what the market gives you. Certain fundamentals apply regardless of conditions. Here are just a few that will make for better outcomes:

Business owners like Mr. Greenblatt should shop the market for banks that are aggressively looking for good small businesses. 

Introductions go a long way. Contact your network to give you specific names of loan officers to call, and ask them if they will make the introduction for you. 

Never let one bank's "No" convince you that you are not bankable, especially if that bank is in big trouble. Wachovia is dealing with some serious issues including monumental losses of close to $9 billion, and they have announced that they are laying off 10,750 people. That alone will disrupt their lending process. The loan officer Mr. Greenblatt spoke to on the phone may be out of job next week.

Based upon the information you shared, we believe that Marlin Steel Wire has a bankable loan and there are hundreds of banks who would be delighted to start a business/lending relationship with Mr. Greenblatt, as well as thousands of other business owners who have been turned down by their banks. But as every successful entrepreneur knows, success doesn't happen passively. This, like all times, good and bad, is a time to be pro-active. 

	 
	Rich Russakoff and Mary Goodman 
Bottom Line Consultants
Bottom Line Up Enterprises


Aug 28, 2008
3 Big Questions for a Frantic Family; 3 Steps to a Strong Family; 3 Weeks to Perfect Parenting; 5Fs

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

The 3 Big Questions for a Frantic Family -- this is the title of Pat Lencioni's latest, and maybe, most important fable. Famous author of Five Dysfunctions of a Team, Pat has done it again with a powerful message and process for Restoring Sanity to the Most Important Organization in Your Life, borrowing a line from the book's subtitle. And Pat has provided some powerful tools including a worksheet summary of the "three questions" at this link. Here's also a quick link to pre-ordering Pat's book from Amazon.

Well Planned Businesses; Well Planned Families? -- I receive Pat's monthly e-newsletter which arrived yesterday. In his newsletter he makes the case for applying the same thoughtful time and energy to the family organization as we do to our business organizations. Below is Pat's concise and impassioned message from yesterday's newsletter under DETAILS below. And I encourage you sign-up for Pat's newsletter. 

Weekly Family Meeting -- since hearing family experts Linda and Richard Eyre at a YPO event a couple years ago, my wife and I launched a weekly family meeting Sunday evenings with our four young children where we review our family's core values and set weekly goals, posted on the refrigerator, that align with our family's themes (getting ready for our India trip being the latest). And the children actually enjoy the meetings and love admonishing me when I don't meet my own weekly family goal! I encourage you to go to the Eyre's website (they've raised nine children) and explore their 25 plus books. Three Steps to a Strong Family is one of my favorites where they outline how to teach values; suggest an effective process for handling disputes; and provide a clever allowance system to teach financial responsibility -- a system we've adopted in our own family.

Rite of Passage Program -- this week we wrapped up the first year of a Rite of Passage program for our 12-year old son. Along with five other fathers and sons, we focused on 5Fs -- the importance of making decisions in the context of Faith, Family, Friends, Fitness, and Finance. And the fathers worked hard to make sure it was also Fun! Quick overview -- we organized a series of events to emphasize each "F" including an overnight trip to the mountains with a local pastor to discuss faith; a visit to the Sasha Bruce House in DC, a home for children without families (we purchased the home a television, games, and treated several of the home's children to box seats at an NHL game); organized a scavenger hunt (thanks Ben Hoffman with CityHunt) that emphasized the importance of working together with friends; travelled north to a local Marine base to learn about the importance of fitness (one of the fathers is a former Marine and commander of the base); and finished with a visit to Wachovia's DC headquarters where our sons played Robert Kiyosaki's Cash Flow Game (Rich Dad, Poor Dad fame) in their board room and then visited the vault. Another year of activities are planned, using Richard Rohr's framework for Rite of Passage initiations; and then we prepare each of our sons individually for a formal Rite of Passage weekend based on the King, Warrior, Magician, and Lover framework for manhood.

3 Weeks to Perfect Parenting -- and I've enjoyed immensely Rabbi Stephen Baars email-based parenting tutorial. Each day, for three weeks, you receive a short email emphasizing one key aspect of effective parenting delivered in a humorous and insightful manner. I've signed-up for my third time through the course -- here's a link.


DETAILS:

Here is Pat Lencioni's impassioned message for focusing on the family from his August 27 newsletter -- please take two minutes:

Pat's POV (Point of View)

Most leaders I know have multiple jobs, even if they are only paid to do one of them. For instance, I am a leader of a small company, but I have leadership roles in my church, on my sons' soccer, baseball and basketball teams, and of course, in my family. However, when I think about all of those roles, and the constituencies who are impacted by them, I cannot help but conclude that my wife and kids have received short shrift when it comes to my leadership time and energy. 

After all, I've spent hours and days and weeks thinking, reading and meeting about how to better run my company. I've worked with my team to identify our core values and to clarify our strategy. And I've worked to ensure that those values and strategies have been implemented consistently over time so that our firm can maximize its potential.

Within my church, I've spent many hours in long meetings developing plans to ensure that we're utilizing our resources in the best possible way. And I regularly spend time preparing for each soccer or basketball practice I lead, and on multiple occasions I've attended two-day classes to make me a better soccer coach. I've even read a stack of books on soccer to give me an added edge.

And then there is my family, the most important organization in my life. How many books have I read about running an effective family? Zero. How many family management classes have I attended? None. And how many off-sites have my wife and I had to improve the way we organize and lead our children? You know the answer. 

As common as this is for many family leaders who also work in the ‘real' world, it just doesn't make any sense. When we fail to be purposeful and proactive about the way we plan and run our home lives, our families become reactive, unfulfilled and frantic. And though we might not see a direct, short-term connection between this and downstream difficulties like divorce and childhood stress, it is hard to deny such a connection. Ongoing frustration and disillusionment among parents, even when it is minor, cannot help but have an impact on family members. 

So what is a family to do? Something. Anything is better than sitting back and reacting to the next request or opportunity that comes along without any context. And that word ‘context’ is key. It is what is missing from most frantic organizations, especially families. 

Context provides leaders with a framework and a perspective that they need so that every opportunity that arises doesn't create a stressful dilemma. In the business world, a leader deciding to acquire a company or pursue a client or hire a candidate for a job, can often fall back on a clear set of values, strategic priorities or goals that will allow him to make consistently good decisions and retain a measure of sanity in the process. 

The same is true at home. Without clear context, our lives become reactionary and stressful and often a guilt-driven act of daily survival rather than the joyful, intentional experience that it is meant to be. Should we sign Johnny up for lacrosse? Go on vacation with the Martins? Remodel our home like the Jones' or buy a summer cabin like the Johnsons? If there is nothing clear to fall back on, each decision will create unnecessary anxiety, not to mention months or years of potential regret. 

So what exactly can families do to get some relief? They need to create a sense of context by answering a few simple questions, and then use those answers to guide their decisions. The questions have to do with a family's core values, strategic priorities and near-term goals. And once those answers are set, the family needs to keep them alive and use them on a daily, weekly and monthly basis. Of course, it's key to keep all of this simple and practical, and avoid overly structured or bureaucratic approaches, because families have even less time and tolerance for bureaucracy and protocol than companies do. 

More detailed information about the questions a family must answer and the methods for using those answers on a regular basis are included in my new book, The Three Big Questions for a Frantic Family. But for those of you who receive this newsletter and would like to get more information including a free downloadable tool, click here 

I hope this short article, and possibly the book and simple tool that go with it, help your family to become a little less frantic and a lot more purposeful and peaceful. 
Yours, 
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September 5, 2008

Please Open This Insight; NationLink's Rock Wall; Committed to XCS; Business Needs Help
"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES: 

My Apology for the Dire Subject Line -- hopefully you're getting this Weekly Insight. Given the increasingly large number of Insight subscribers (thank you), we had to upgrade our CRM system to handle the volume. FYI, we chose Infusion, recommended by Jim Cecil, the top Nurture Marketing guru, and funded by marketing guru and VC Geoffrey Moore (Crossing the Chasm fame). I'm hoping most of my readers open this Insight so I know it's reaching you - I'll monitor the statistics closely the next few insights. Please have your IT department white list emails coming from our new e-newsletter server: gazelles.infusionsoft.com.

NationLink's "Rock Wall" -- here's a link to photos Andy Bailey, President of NationLink Wireless (MyNationLink.com), sent me yesterday. Referencing our use of the term "rocks" to designate quarterly priorities, Bailey noted "we did something cool with ROCKS...we have done ROCKS for years and one thing we noticed is that others in the organization didn't really get a sense of the shear amount of accomplishment that was taking place. So, we took a wall in our "Bistro" break room and painted it with a ROCK WALL then we had some small ROCKS color copied and as people get their ROCKS completed they label a ROCK with their name, date and what they accomplished and post it to the ROCK WALL. This gives everyone a snapshot of what the overall organization is getting done - and frankly it surprised me when I saw it coming together. It is more than awesome to see the amount of achievement displayed there for everyone to see - and we take clients in there to show them as well; always impresses them." Making your goals, priorities, and metrics visual is key - congrats Andy!

Committed to XCS -- this was the tagline of Rudy Vidal's signature line in a recent email he sent to me. Of course I took the bait and had to ask him what it meant - Xtreme Customer Service. Notes Vidal, EVP and Chief Customer Officer for Utah-based UCN, a leading contact center operation, "In essence the philosophy holds that loyalty is an emotional reaction. As such, we should manage the emotional level of our customers at each touchpoint." And Vidal is both blogging about XCS and plans to write a book likely entitled "Xtreme Customer Service." This is an example of picking a word or two and controlling the ink within your industry - put the word(s) in your emails, blogs, and book title. Here's a link to Vidal's blog where he touches on aspects of XCS Wiltheybuyagain.wordpress.com.

Advice Needed by Woman-Owned Waste-Hauling Firm -- FORTUNE Small Business magazine has another "Makeover" posted online: click here to view. Please take a few minutes and post online your insights for this fellow business executive or email your thoughts to adriana_gardella@fortunemail.com and put in the Subject line "November Makeover Letter." Hopefully your thoughts will also make the printed copy of the magazine. Please take two minutes to read her story - there's always a lot to learn from the struggles of other business owners.

EDUCATION:
Scott Stevenson of Rego's Purity Foods was on the cover of Hawaii Business. He was a recipient of the magazine's Small Business Success Award. Notes Stevenson "Prior to using the Gazelles Coach (Roger Merriam) and the Rockefeller Habits I had no managerial training or previous management experience so I was basically winging it. Once we implemented our strategic plan with our top priorities and daily meetings, our management team became totally aligned and effective. With much less stress and much more fun we now consistently hit our goals." It's time to tune-up your "habits" and participate in an upcoming Rockefeller Habits workshop and/or get a coach.
September 11, 2008

Google Birthday; 5 People You Should Meet; Ramoji Rao; Flashback Tree; BHAD
"...keeping you great" Ten Minutes with the Growth Guy

HEADLINES: (new India Update below)

Google at Age 10 -- last Sunday, Sept 7, Google turned 10. The NY Times featured an excellent blog comparing Google with Microsoft when they were 10 and today. One factoid - Google's revenue at age 10 is $19.6 billion; Microsoft's was $140 million ($279 million in today's dollars). The other interesting comparison - Google's revenue per employee is $1 million; Microsoft's (today) is $672,000 - take 2 minutes to scan the various comparisons.  

Emergence Theory -- Google, Facebook, Wikipedia, MySpace, Amazon, eBay - all companies that have exploded onto the scene and achieved multi-billion dollar market caps in a matter of years (OK, Wikipedia is a non-profit). And they are achieving this by taking advantage of "Emergence Theory" as outlined in Steven Johnson's must-read book entitled Emergence (we hosted Steven at last year's Summit). The essence of Emergence Theory is "whoever taps into the most brains, wins." It's no longer sufficient to have a smart CEO or even a smart executive team - you need to tap into the collective wisdom of all your employees, customers, and community. Consulting firm McKinsey is labeling this Co-Creation.  

Quarterly Theme Database -- case in point, we're approaching the start of a new quarter for many of you (Oct 1) and time for a new quarterly theme. A few months ago we launched a Quarterly Themes wiki where you can get theme ideas from other firms. Not only is it an example of our customers helping other customers; all you have to do is Google "Quarterly Themes" and our wiki page is the number one listing ahead of Apple's resource center, UBS's resource center, etc. - much larger firms than Gazelles.  

Who are THE 5 People You Should Meet -- and taking the idea of community even further, Cameron Herold, former COO of Vancouver-based 1-800-Got-Junk shared with me how he used our new community network to hook up with a key resource in Australia. If you've already entered your profile into our Gazelles' Community network, consider checking back in to see who the system has matched you with since hundreds of additional executives have been added since we first launched; and if you're new, take the time to create a profile and see who is in your "inner circle" - consider it a sophisticated matching service for executives of growth firms.   What are you doing to tap into your "community" and the collective wisdom of your employees and customers? Please share your stories with me for a future article.  

INDIA UPDATE:  Ramoji Rao, Founder of Largest Film Studio in the World -- we arrived in India Sept 3 and since then I've spoken to the EO Chapters in Delhi and Hyderabad and led a one day Rockefeller Habits workshop in Delhi. An additional highlight was a family luncheon with Ramoji Rao, one of the most powerful businessmen in India (see photos of Mr. Rao with my children and our Indian marketing partner, Raghoo Potinii - he's standing to the right of Mr. Rao and arranged for this once in a lifetime meeting). Youngest child of three and only son of a farming family, today he heads up the largest media group in India including Ramoji Film City which has produced hundreds of movies, including 90 directed by Ramoji himself. He also founded ETV and today hosts nine television channels. And his newspaper has the largest circulation in all of India. The children enjoyed touring his theme park where we were afforded VIP treatment.   

Flashback Tree -- after purchasing 2000 lush acres for his Film City in the late '90s, Ramoji spent many hours sitting under what is called the "Flashback Tree" on his property - an enormous tree under which he contemplated, dreamt, and visualized his studio. Finally launched in 2002, it's already involved with production deals involving leading studios around the world. With over 90 lush gardens and dozens of massive outdoor sets, it's an impressive tour that shows the realities of Ramoji's contemplations. How many U.S. business leaders would spend this much time in focused thought?  

BHAD (Big Hairy Audacious Dream) -- I asked him if he had a big goal when he launched his first business, a local newspaper. He specifically said it wasn't as much a goal as a dream - and he did dream of one day having the largest circulation newspaper in all of India - dreams do come true! He also emphasized the importance of having a key set of values which he articulated in our meeting, the most important being a focus on customer satisfaction and getting as close to the truth as possible -- something that has rankled the government, to the point where they've launched a competing newspaper, at a loss, to try and force him out of business (I learned about this later from my hosts in India - it's not something he mentioned).  

30,000 Employees and Dealing with Turnover -- Ramoji oversees nine companies including Priya Pickles! Combined, his vast empire employs over 30,000. A key to his success -- he launched various private journalism, film production, and hospitality schools (he has two hotels onsite, a three star and five star) and focuses on hiring from his own graduates vs. from the outside - that way they share the company's values and approach to writing, film production, and customer service. His biggest challenge is dealing with a recent increase in turnover of employees given the number of opportunities now afforded people in India and the rest of the world. However, he says many of them now want to come back, but he has a rule that if someone leaves they can't return. This will cause employees to think twice before leaving.  

EDUCATION:  Joe Lupone, President and CEO of InteliCoat Technologies (www.intelicoat.com) sent me a kind note this week: "I attended the one day session you held for the YPOers in Hartford CT (August 28). I brought my Senior Management Team (SMT) and we are now in our 2nd week of daily meetings.  Today I had our investors in (private equity firm)...they showed up right when the 15 minute daily meeting started so they hung out to observe. They were blown away by the effectiveness of the meeting and the pulse they got of the activity of my team in just a short period of time.  I love the technique and cannot imagine running my business without it." Having a practical and immediate positive impact on your business is the focus of our workshops. Come join the management revolution!

Sept. 19, 2008

Best Countries; Best BHAG; Best Coffee Cup; Best Line from a Nov
"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES: 

Best Countries for Business -- Singapore, New Zealand, and U.S. -- for the fourth year in a row named the top three best countries for start-ups and growth companies based on tax laws, regulations, judicial system, etc. Here's a link to the top 20 countries and the rationale for their inclusion. FYI, on the list of the worst countries for small business, Republic of Congo ranked worst of the 181 countries listed.  

Best Coffee Cup -- and this from my Australian tour this week -- Nicholas Bloor, CEO of Queensland-based weed and pest control firm Technigro, wanted his branded coffee cup to be the one sitting on his customer's desk, so he gathered up a wide-range of styles and sizes from his local promotional products supplier and decided to simply ask his customers -- novel idea! Surprisingly, they universally picked the same large cup with a large handle, given the demographics of those that tend to purchase his services, and now his cup (and branding) is king among his customers.   

Best BHAG Display -- Naomi Simpson, founder of Sydney-based Red Balloon has a Big Hairy Audacious Goal (BHAG) of providing one of their gifted experiences to 10% of Australia's 20 million people by 2015. To keep this BHAG visible, they have a large LCD screen in their lobby that displays a running total (north of 350,000 so far) of the number of experiences provided to date, updated instantly whenever another experience is booked (an actual figure of a person appears on the screen and is shown being added to the total). And with an annual growth rate exceeding 50% -- 67% last year -- they have a goal to be over a third of the way by 2010 (750,000 experiences). How many of your associates are visually reminded daily on the progress of your BHAG?  

Best Line from a Novel -- I've just started reading the Australian/Indian International best-selling novel entitled "Shantaram" -- rumor has it Johnny Depp has signed on for the movie. Written by Melbourne native Gregory David Roberts, he was sentenced to nineteen years in prison, escaped and lived as a fugitive in Bombay -- where he established a free medical clinic for slum-dwellers and worked as a counterfeiter, smuggler, gunrunner, and street soldier for a branch of the Bombay mafia. Recaptured, he served out his sentence and established a successful multimedia company upon his release. He is now a full-time writer and lives back in Bombay, where he's established a charitable trust to care for slum-dwellers. Best line in the book, so far, when Lin (Roberts' alias) is asked by his newfound friends in Bombay to share what he thinks is the best thing in the world after they offered up power, money, love...:  "Well, if you press me, I'd have to say freedom."  "The freedom to do what?" he (Didier) asked... "I don't know. Maybe just the freedom to say no. If you've that much freedom, you really don't need any more."  

Best Testimonial for the Week -- and congratulations to Jai Gill, founder of Inflection Point, our longest standing coaching partner in Australia, who shared with me a letter he received from David Cohen, a well known Australian entrepreneur and advisory board member to many successful firms. Cohen noted that in his 20 years of building, advising, and participating in the strategic planning sessions of companies, his planning session with Jai, using the One-Page Strategic Plan, was the finest he's ever experienced.   

LEARNING and COACHING:  For a List of Gazelles Coaching Partners, go to:http://www.gazelles.com/coach_overview.shtml
Sept. 26, 2008

Manufactured Crisis; Black Diamond Theme; Missed the Number -- Now What?
"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES: 

Manufactured Crisis! -- this is my perspective on the financial meltdown in the U.S. -- my full response is under DETAILS below.  FYI, Goldman Sachs wins!  And if you want a fantastic read get Goldman Sachs: The Culture of Success -- I just finished reading it a month ago and it gave me some real perspective into the workings of Wall Street.  

Quarterly Theme Examples -- October 1 marks the beginning of another quarter for most companies (it's the beginning of the fiscal year for many traditional Indian firms -- dates back to the end of the monsoon season) and it's time to launch another Theme.  Here's a link to our Quarterly Theme wiki where dozens of Themes are listed.  At the top of the wiki is a link for adding your past themes (please contribute to the community) and at the bottom of the wiki are theme examples plus a link to my Quarterly Theme article.  

Black Diamond Trimester Theme -- Naomi Simson, founder of hugely successful Red Balloon, hosted a successful trimester theme entitled "Black Diamond" -- if the company achieved $20 million in revenue to finish her fiscal year she would take the entire company (43 employees) skiing.  Here's a link to photos of her artwork for the theme along with the celebration.  

Warren Miller Ski Video Clip -- notes Simson "Every Monday we would blog a Warren Miller ski video clip. We had special music and then in the lead up to the event we would leave things on people's desks -- ski hats, scarves, etc. It was all about Revenue to finish the final trimester on the number."  

Missed the Number -- What to Do -- continues Simson "Now we did not actually get the number ($20m) we got to $18.3 -- but I got up in front of the whole company and said, 'We are not going to make it -- the credit crunch knocked us around a bit -- but you've all played full out. So if you still want to go -- let's go skiing -- but it will be on a budget'. Everyone was sooo excited that we were all still going, they really pitched in. We stayed in hostel style accommodations instead of hotel...we paid for meals, they paid their own drinks."  

Red, Yellow, Green, Super Green -- concludes Simson "One of the things I've learned is it is good to have a second prize...Rather than all or nothing."  This is why we modified theOne-Page Strategic Plan to include Red, Yellow, Green, Super Green targets, effectively giving your team the chance to win bronze, silver, or gold!  

Photo of Red Balloon's BHAG -- and Naomi sent along a photo of the big screen displaying her BHAG that I reported on last week -- this is impressive!  

EDUCATION:  

Celeste Kirby-Brown, Sales and Marketing Director for Australia-based EZYPAY sent this kind note to me this week: "We attended your training session in February last year 2007 (our CEO Trent Brown actually attended in Fall 2006) in Sydney and implemented the Rockefeller Habits into our business.  Since then nearly every part of our business (except costs!) have grown dramatically.  This is one of the best things that Ezypay has ever done - our staff love it and it is a great management tool."  Experience the same results -- book your team into one of our upcoming Rockefeller Habits workshops.

DETAILS:  Financial Meltdown Continued...  I'm so surprised the business media doesn't see through the smoke and mirrors - this is a manufactured crisis!  90%+ of the loans are performing loans, yet because of some ridiculous rules mandated by Congress (it's over-control, ironically, that has gotten us into this problem) banks and investment firms were forced to "mark to market" their portfolios.  For example, the value of my home is underwater (less than my loan), however, I'm still dutifully paying on the loan.  However, the mortgage company (Bear Stearns in my case) had to mark the loan down, assuming a paper loss that didn't exist in reality!  Again, I'm paying on my loan so it's still good, as are 90% plus of the American people.  As is always the case, the winners are laughing all the way to the bank - the big firms are getting to purchase loan portfolios for 20 cents on the dollar that are still performing at 90 cents.  So they'll make a killing as these loans continue to perform.

And Goldman got what they've wanted since 1933 - the chance to once again be both a bank and an investment firm - the structure they had for decades before the Great Depression and the possibly ill-advised Glass-Steagall Act  which was repealed in 1999 on behalf of CitiGroup. Now Goldman can be on par with CitiGroup.  Goldman Sachs wins with the help of their former Chairman Hank Paulson as Treasury Secretary!!  And Warren Buffett didn't put $5 billion into Goldman this week as a charity act -- he knows a great investment when he sees it! 

Oct. 3, 2008

Double Profitability; Appletree's 4th &3; Notre Dame Fans; Financial Crisis Conclusions

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

HEADLINES:   

Financial Crisis Update below -- but first...  Doubled Profitability -- Hema Raney, CEO of Mumbai-basedAyushakti, a leading provider of Ayurveda (traditional India medicine based on herbs, massage, and yoga), doubled the profitability of their 8-country operation since attending our first Rockefeller Habits workshop in May 2007.  Hema brought her team to my recent workshop in Mumbai and shared with my audience that she only had 4 items checked on our Rockefeller Habits Checklist when she first attended sixteen months ago and now they have over 20.  Results?  Besides doubling her profitability, the habits freed up her time to work on growing the business!    

Do You Have the Discipline -- each quarter I encourage companies to take a few minutes at their next weekly or monthly meeting to "rate their discipline" by going through the Rockefeller Habits Checklist --please take five minutes, complete the checklist, and pick a couple habits to focus on this coming quarter.  These habits have proven over decades to save significant time and increase profitability.  Why wait!!  

4th & 3 Football Video Theme -- Notre Dame fans will love this one -- John Ratliff, founder of Appletree Answering Services, who doesn't even like Notre Dame football, nevertheless used their tradition of each player touching a "Play Like a Champion" sign as they go onto the field to design their fourth quarter theme "Think Like a Customer."  Here's a no cost video they created to help kick off the theme.  By thinking like a customer their goal is to reduce customer attrition to 3% in the fourth quarter. As a side note, Ratliff noted "every company should have one Mac machine to produce their themes!"  

Sportscast-themed Video and Collateral -- Ratliff also professionally produced a more extensive 7 minute introductory video (cost $5k), structured like a sportscast, to announce the theme to his employees across their twelve U.S. locations (including Puerto Rico).  Photos show examples of their scoreboards and the location of their various "Think Like a Customer" signs.  They also created an extensive "playbook" that outlines the priorities for each position in the company.  It was printed by Apple for about $11/playbook.    

Join Pete Scott of NASCAR.com in racing FORMULA Cars -- 2 spots left for our Maverick Business Adventures Race Day the afternoon of October 20 in Atlanta, just prior to our Growth Summit. Pete Scott is Executive Director of digital partnerships for Turner Sports where he oversees NASCAR.com, NBA.com, PGA.com and PGATour.com, as well as broadband channels TNT OverTime on NBA.com and TBS Hot Corner on MLB.com  

Financial Crisis Update -- entitled "The Accounting Rule You Should Care About" CNNMoney published an important article this week on the "Mark to Market" rule that has created this crisis -- the point I made in last week's Insight -- and I believe its cash flow that matters, not market value.  Three key points and a link to a critical video under DETAILS below. 

 EDUCATION:  

BHAG -- Top 10 Website in the world -- Ray King, founder of Portland-based Aboutus.org, the leading wiki for businesses, has put in place the Rockefeller Habits at his two last successful technology firms.  He's been doing it again at his latest.  He recently brought his team of 6 to our Salt Lake City workshop for a refresher and while there shared that they just broke the Top 1000 Website barrier late last week -- which is a BIG milestone.  Congrats Ray.  FYI, Aboutus.org is hosting our Quarterly Theme wiki. 
DETAILS:  Financial Crisis (my opinion) continued...three points: 

1. Of course greed and power caused this crisis -- but what's new.  Our founding fathers based our system of checks and balances on the fact that greed (self-preservation) and need-for-power are inherent in humans.  The key is to set-up systems so "greed balances greed" and to let business do business and government provide regulation -- an essential tension that makes for a successful economy.  When business is allowed to regulate or government tries to "do business" the whole thing gets mucked up!  The Republicans are particularly guilty at letting businesses self-regulate themselves into messes and Democrats keep thinking government should provide services to the point that the service is both bad and costs are out of control i.e. the state of education in our country (I'm a huge fan of McCain's Educational Choice plans -- enough for me to vote for him). 

2. President Clinton Mucked This One Up -- as is often the case, one president creates the mess another gets blamed for (the same for prosperity) given the lagging impact of economic changes.  In wanting to appear to help the lower middle class (beware of politicians offering to help), Clinton pushed through new regulations for the Community Reinvestment Act (CRA) that required banks to make home loans to low income groups (1995).  Banks were pressured by CRA bank regulators to make these risky loans or suffer penalties -- and they were encouraged to "innovate" and offer 100% or more loan-type products.  Of course, many banks were happy to figure out how to make a lot of short term money from this open invitation to make a bunch of bad loans.  What's sad is home ownership is NOT a good way to invest so the poor have been duped again by their supposed friends in the Democratic Party!  As Robert Kiyosaki (Rich Dad fame) has pointed out, an asset MAKES you money, a liability COSTS you money.  Here's a must watch video on how politicians mucked this one up. (Thanks to Pat Lencioni, author of Five Dysfunctions of a Team, for pointing me to this video) 

3. We the People Should Shoulder a Big Part of the Blame-- the Vice Presidential debates were worthless -- and Palin saying the American people were not to blame for this mess is political pandering (Biden wasn't any better).  If we could all just learn one thing "when it sounds too good to be true, it probably is!! -- or it's illegal -- or it's some special interest group manipulating the political process at the expense of others."  Our educational system has suffered; our health care system is set to suffer more; and now our financial system has been compromised because of this "something for nothing" mentality.  Bethany McLean, author of The Smartest Guys in the Room: The Amazing Rise and Scandalous Fall of Enron, had an excellent Op-Ed in the NY Times this morning simply entitled "The Borrowers."

 And here are some interesting figures from a critical deal this week.  To get Citigroup to absorb Wachovia, the FDIC agreed to share the risk on a $312 billion portfolio of loans -- Citi has to eat the first $42 billion in potential losses; anything above that hits the FDIC fund.  Obviously, the people evaluating Wachovia's portfolio of loans figure there are no more than 12% of the loans that are bad; in turn Citigroup likely thinks it's less than half.  The numbers support the fact that 90% of the loans are likely to continue performing and generating sufficient cash flow.

Oct. 3, 2008

#1 Management Book; What is ooVoo; Video Conferencing Quarterly Planning; Friday Webinar

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

HEADLINES:   

Friday "Strategy" Webinar with Verne Harnish and Bob Bloom-- featuring the new Gazelles' One-Page Strategic Plan and the Four Step Growth Process from Bob Bloom's bestselling strategy book "The Inside Advantage." 12:28pm -- 1:30pm EST (US). Here's a link to register for this complimentary webinar.   

Save Travel! Video Conferencing used to host Quarterly Planning Meeting -- Eric Shannon, President of LatPro, Inc., a leading job board for Hispanics, held his latest quarterly planning session using video conferencing service ooVoo. Conferencing in his team from Florida, Colorado, and Delaware, Shannon noted, "It was a grand success and a great relief for those used to traveling to Florida, not to mention the significant cost reduction for the company!" Here's Shannon's blog postshowing a screen shot of his video conference and providing more details.   

#1 Management Book -- congratulations to Geoff Smart -- his latest book Who: The A Method for Hiring just hit #1 on Amazon.Who addresses every entrepreneur's #1 problem, making costly hiring mistakes, and offers a simple solution that works. They call that solution the "A Method for Hiring," which continues to add practical advice and how-to stories to advance their work onTopgrading®. It's a key book for every hiring manager to read.   

"The Gazelle Wins" Video -- Joshua Burnett, CEO of Chicago-based 9ci, a leader in providing automated cash flow management solutions, sent along this link to a clever take on the Lion and Gazelle. The Gazelles might just win in this economy!   

EDUCATION:  

Greg Slamowitz with Ambrose Group, a New York City-based Professional Employee Organization (PEO), notes "We have been implementing a lot of your stuff and it has had a profound effect on Ambrose (we are now at about 70 employees).  I have been pitching you to friends and clients and a number of them have implemented the daily huddle and other habits and swear by them." Bring your team to one of our Rockefeller Habits workshops and have a profound impact on your organization.

Oct. 17, 2008

Tampa Bay Rays 9=8 Theme; Dow's Ink; Turnaround Specialist Keys in Volatile Times; FSB Makeover

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

(Print-friendly Version >)
Tom Peters' VIDEO Webcast Tuesday, Oct 21, 8am - noon EST - here's the link to sign-up -- spots still left!!  OK, there's always spots left on a webcast.

David Dow "Controls the Ink" In His Industry - co-founder of TrenchSafety, with his wife Melissa, they just published a book entitled How to Make More Money with Construction Machine Control.  They also have video clips on a special page on their website that further highlights ways customers can make money that aligns with the book.  And David includes a note about the book at the bottom of his email signature.  This is the way to become the default "expert" in your industry!!

Customers "Blown Away" -- notes David Dow "we're selling the book for $29.95 but have given almost 500 copies to customers.  Initial response has been excellent.  We're doing something that no one has ever done in our industry.  Most people are blown away when we tell them we've written a book on this subject."  BTW, he followed Steve Manning's techniques for writing a book (just Google Manning), whom I've mentioned in previous emails.  And we have several ghost writers able to help as well - let me know if you're interested in contacting one of them.

Bodyguard to the Stars - FSB Needs Your "Ink".  Dana Picore owns a growing security firm in L.A. that provides protection for small businesses and for events like the Academy Awards.  In this latest "Makeover" article, FORTUNE  Small Business magazine could use your input on how Dana can get out of her "low margin swamp."  Grab some ink yourself and lend a comment or two.  Here's a link to the article and where you can help out a fellow entrepreneur! 

Tampa Bay Rays "9 = 8" Theme - the baseball playoffs are in full swing in the U.S.  Red Sox fan Dave Kurlan, author of Baseline Selling, sent me a note this week "when I was watching the Red Sox-Rays playoffs, Joe Buck began to talk about the Rays' worst to first turnaround - the most games ever won by a team that went from worst to first.  He talked about Joe Madden, the Rays' manager, and his theme "9 = 8."    

9 players playing hard on every play for 9 innings.

And that would lead to:

9 additional games won by their defense

9 additional games won by their offense

9 additional games won by their pitching

And if they did that they would be one of the

8 teams to be in the playoffs

Just goes to prove that ALL teams need a theme!

Additional Ink in Gulf News -- "Playbook of Turnaround Specialists" -- Gulf News, the largest English newspaper in the Middle East, just yesterday started publishing my monthly "Growth Guy" column in the same spot they feature Jack Welch's regular column.  Take three minutes and scan lessons from turnaround specialists in managing volatile economic times.  Here's a link to the article.
 EDUCATION:

Jon McCluskey, Victoria-based Poster Printing sent me this kind note on Monday "I attended your Melbourne seminar last month and wanted to again thank you for your invaluable ideas and guidance. Your presentation was exactly what I needed to re-motivate myself and I have since set about injecting this energy into my business. In a short time, we're already seeing some positive indicators and we now have a collective goal in mind, which is helping across the board. I am now also taking the time to explore a much more significant project that I would otherwise have shied away from." 

October 28th

Barter Stories Needed; Execution Webinar; Aquire Increases Intelligence; How Long Will Recession Last
"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES: 

(Print-friendly Version >)


"Execution" Webinar Nov 4 12:28pm EST -- details below for this 3rd in our four-part complimentary webinar series -- hope it helps! http://www.gazelles.com/webinars.html
How Long Will The Recession Last -- we polled the attendees at our Growth Summit on several economic issues -- results below, but first...

Recession Fighting Tools -- in a recent email Vince Virga, COO of $90 million DC-based SGIS noted "I can't tell you how much the Rockefeller Habits have already impacted our organization in a positive way from top to bottom.  Our communication and morale has never been better.  We are attacking issues in their infancy before they become major problems. We are seeing opportunities more clearly and taking advantage of them faster.  We know what our priorities are and spend our time on those now vs. fighting fires all day.  As an owner, it's so great to actually feel like your piloting the ship again vs. getting dragged behind it." And thank you to their Gazelles' coach: Roger Merriam.

Aquire's Focus on Increasing Intelligence -- Lois Melbourne, CEO of Dallas-based Aquire, has launched a program that might be helpful to many of you.  Notes Melbourne, "we wanted more of our employees to grow and to enhance their knowledge of the industry we support (HR).  We call this domain expertise.  We set a goal for each employee to gain 10 domain credits in 2008.  They can earn these credits in many ways.  Most of them include a requirement of presenting their new knowledge to their department and writing up a summary.  We have added several ways to get domain credits as the year has progressed."  Here's a link to download a document that details the program and it's reprinted below under DETAILS.

Jeopardy-Style Game Show - continues Melbourne "The most fun way to earn credits is a game show style event at our company lunches.  The last one was a Jeopardy style game where the three contestants were employees being quizzed on items from tests that had been developed for domain credits by our President, earlier in the year.  It was great energy and everybody got to learn industry information.  I think the next game is going to be "Who wants to be a Millionaire", so that others in the audience can help the contestants too. The level of industry discussion has greatly increased in the company. It has helped our people gain more presentation skills.  Product features have been suggested from this new knowledge.  Some of the research has been used by marketing, the executive team and product management for their daily jobs.  It is working!"  Lois, thanks for sharing.

 

FSB needs "barter" stories -- FORTUNE Small Business magazine is focusing an article on informal barter, as opposed to bartering through organized online barter exchanges. They are looking for companies that have recently struck up informal arrangements to trade goods or services.  There are two main themes the writer wants to address in the story. 1) Barter is a great way to avoid spending cash so that cash can be preserved for necessities like paying utility bills, and 2) In a tough economy, barter is a great way to employ unused capacity (employees with downtime or unsold inventory).   Please contact Justin Martin ASAP at jmartin44@nyc.rr.com.

52.8% Feel the Recession Will Last 2 years -- and 34% felt it would last 1 year.  In turn, when Tom Peters asked:

"Has, or will, the downturn change your view of growth per se as an objective?" 

46% answered "the same" and 44% answered "positive" - don't you love the optimism of entrepreneurs!  

67% said they are actually increasing R&D during this period (as is Gazelles). 

And when Tom asked:

"Do you have a major project in the works that you will fund, come hell or high water, that could be a post-recession game changer?"

78.7% said yes!!  Recessions give you an opportunity to breathe, think, renew, invent, invest! 

Complimentary "Execution" Webinar Nov 4 - 12:28pm - 1:30pm EST  -- as Tom Peters mentioned last week "Internal Excellence is the Deepest Blue Ocean" -- it's firms that can actually execute that win.  And it's flawless execution that drives profitability and dramatically reduces the time it takes for you to manage the business so you have more market-facing activity time.  So join Patrick Thean, author of Execution without Drama, for this U.S. Election Day webinar (for those of you earning less than $250k, the taxman needs you to earn more; for those earning more than $250k, you'll need to earn a LOT more in the future!)

EDUCATION:

Inject critical energy into your business - bring your team to one of our Rockefeller Habits workshops:
Rockefeller Habits Workshops
Boston, MA Nov 5-6

San Francisco, CA Nov 5-6

Charlotte, NC Nov 12-13

Seattle, WA Nov 12-13

Washington, DC Dec 9-10

Portland, OR Jan 7-8, 2009
Vancouver, BC Jan 28-29, 2009
Great Game of Business with Jack Stack
Gazelles DVD/Online Learning Products -- Gazelles.tv
PEOPLE What's the Secret to Providing World Class Customer Experience Topgrading  STRATEGY High Stakes Negotiations The Art of Advantage  EXECUTION Mastering the Rockefeller Habits Execute Without Drama
DETAILS:

Here's the write-up on Aquire's Domain Expertise Initiative for 2008

Domain Expertise
To drive Aquire's growth and reputation in the marketplace, we desire an increase in all employee's awareness and understanding of the human resource industry.  It is critical that we understand our customers, not only why they need our services and products, but also the other elements of their business day.

To increase our knowledge we have selected a systematic approach to bring the most information to the broadest group of employees with the least individual effort possible.  Each employee must earn a total of 10 domain credits in 2008.  New employees hired during the year will receive a prorate requirement.

These credits are earned by exploring information about the HR and M&A industry, summarizing the information in a written format and presenting the summary to your department or to another department that most benefit from the information.  This allows everyone to benefit from the new knowledge of their co-workers without having to do the separate research themselves.

Examples for topics and summaries:

Watch a webinar on the process of changing your HRIS system to a new provider.
Research white papers on the cost of dirty HRIS data or the solutions available for cleaning them up. 
Read a book about the HR metrics or succession planning. 
Earn an industry certification.
The summaries should recap the data and whenever possible draw direct correlations to how this information can be used to influence our products and services now or in the future.  Summaries get saved in a central location on the network.

Managers need to approve topics to reduce redundancy and to keep focus on relevant topics.  Managers can also assign credit levels to projects.

Examples of credit assignments:

 Webinar summary - 1 credit. 
 Research of topic via articles, book, whitepapers and summarize 1 - 2 credits depending on depth of topic and report. 
Earn a certification from the industry - (this may depend on the certification PHR, SPHR, GPHR all worth 10 credits for the year, with summaries of information needed throughout the study process).
This is a valuable initiative to raise our marketability, your expertise and the quality of our offerings.

To be considered for any salary increases in 2009 this domain expertise credit objective of 10 credits in 2008 must be achieved..

Nov 6th
"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES: 

(Print-friendly Version >)


Monthly Meeting About Cash! -- My latest "Growth Guy" column discusses the specifics for running a monthly meeting (I didn't do a good job in my book).  This meeting is KEY to getting your DNA passed down to your middle management and strengthening their understanding of the business.  And at your next monthly meeting, take a couple hours and discuss how you're going to generate more cash in the next twelve months -- cash is king, particularly now!  Here's a link to the article and it's also reprinted below under DETAILS.

Save Cash! -- Complimentary Holiday Gifts -- We're offering to pay for your holiday business gifts again this year (Canada and US only because of shipping costs).  Send us a list of your best customers, suppliers, and entrepreneurial friends and we'll send them an autographed copy of my book Mastering the Rockefeller Habits as a gift FROM YOU!  During tough times the disciplined win -- hopefully they'll see this gift as a way to strengthen their business which will help your business.  Please email Joanne Costello with your list: jcostello@gazelles.com.

Increase Cash! -- "Cash" Webinar Dec 5, 12:28pm -- 1:30pm -- participate in the last of our four part complimentary (save cash) webinar series based on our Four Decisions model -- People, Strategy, Execution, Cash -- and our four one-page tools.  Rich Russakoff, who authored chapter ten in my book on bank financing, will be joining me.  He's continuing to get banks to compete to give loans to his clients, even during these tight financial credit times while focusing on strategies for generating internal cash - again, cash is king during times like this.

No-Compromise on Cash! -- and if you're looking for an excellent quick read, get a copy of Neil Ducoff's new book No-Compromise Leadership: A Higher Standard of Leadership, Thinking, and Behavior.  I particularly liked Chapter 5 where he focuses on profit and cash.  Highly endorsed by gurus Jack Stack, John DiJulius, Bo Burlingham and dozens of other growth company thought leaders, I like his strong message about "just not compromising" on performance, customer service, cash flow, etc. - it was a message I needed to hear myself!  Just do it!

Spend a Little Cash! -- Success for Teens --
 I received this note from Vernon Menard III, co-founder of Charlotte-based Choice Translating who went back after the Growth Summit and introduced the Success for Teens book into a local high school (50 books for $50 which includes workbook):

 "I wanted to share a quick story about how "can-do" people can work together to make a real difference in the world.  I know a Teach for America volunteer at West Charlotte High School. I gave him a copy of the Success Foundation book I got in Atlanta (Growth Summit) to evaluate and told him that if he felt the program might work in his class or throughout his school, Choice Translating would provide as many books as needed. He reviewed the book and he LOVED it. He proposed the idea to his principal... and he LOVED it. It seems we may have the entire student body of West Charlotte High School in the program starting January 2009. 

Also, a good friend of mine is a good friend of Dr. Peter Gorman, the superintendent of Charlotte Mecklenburg Schools, and CMS is a Choice Translating client. There is a fair chance we can have a rather large number of schools participate if the West Charlotte experiment delivers results. 

At Choice Translating we like to say that we "change the world, one word at a time." I'll keep you posted on our progress. Thanks for allowing the Success Foundation to speak at the growth summit!"

Vernon - thanks.  It is entrepreneurs that will change the world!

EDUCATION:

"GREAT workshop," notes Jeff Mask, CEO of Infusionsoft, who is funded by Geoffrey Moore's VC firm.  "This by far exceeded my expectations -- and I'm an optimist with high expectations. It was great to better understand the power of Gazelles." 

"What I loved most is how the Rockefeller Habits workshop completely lived up to your mission of giving:

Actionable & practical growth tools, and 
Access to business thought leaders
It just further confirms our certainty that we are aligned in such a strategically powerful way."

 

Inject critical energy into your business - bring your team to one of our Rockefeller Habits workshops:
Rockefeller Habits Workshops
Boston, MA Nov 5-6

San Francisco, CA Nov 5-6

Charlotte, NC Nov 12-13

Seattle, WA Nov 12-13

Washington, DC Dec 9-10

Portland, OR Jan 7-8, 2009
Vancouver, BC Jan 28-29, 2009
Dallas, TX Mar 3-4, 2009
Ceder Rapids, IA Mar 17-18, 2009
Mexico City, MEX Mar 23-24, 2009
Indianapolis,IN Mar 31-Apr 1, 2009
Philadelphia, PA Mar 31-Apr 1, 2009
Miami, FL Apr 14-16, 2009
Toronto, CAN Apr 30-May 1, 2009
Dublin, IRE May 6, 2009
Seattle, WA  May 6-7, 2009
Charlotte, NC May 19-20, 2009
Washington, DC Jun 9-10, 2009
Phoenix, AZ Oct 7-8, 2009
Seattle, WA Oct 28-29, 2009
Charlotte, NC Nov 10-11, 2009
Washington, DC Dec 8-9, 2009
Portland, OR Jan 6-7, 2010
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Aligning Middle Management: The Power of a Monthly Meeting
By Verne Harnish "Growth Guy"
"We are one of the fastest growing franchises among 39 countries," notes Niiraj Shah, National Director of BNI-India.  "And yes, our 3 hour monthly management meeting involving my four senior managers and nine Regional Directors, our middle managers, has allowed us to be more strategic and work on the business rather than in the business."

The toughest management challenge, as the leader of a growing business, is getting your DNA passed down to the next generation of leaders -- those middle managers that either make your life easier by carrying a large management load of the business or wreak havoc as they repeat many of the same mistakes you thought were already resolved earlier in the company's history.

Ground Hog Day Experience
Once you get over 40 employees and you start to fill out a middle management level in the company, you start to experience your own "Ground Hog Day" movie moments, where it feels like you're reliving the same frustrating day, day in and day out.  The only viable solution I've found for developing an outstanding middle management and supervisory team is pulling them ALL together (yes that might mean spending some travel dollars) and spending four to eight hours each month collectively focused on the priorities and challenges of the business.  

It's in the process of wrestling common issues, challenges, and opportunities "to the ground" together that you, as the leader of your company, are able to share your industry knowledge, thought processes, approaches to problem solving, and core values.  In addition, it provides you and your senior team real insight into "who's getting and who's not" among your middle managers, letting you know with whom you might need to spend a little more time training and coaching. 

It's also a convenient time to provide some collective training and education.  Schedule training on your new CRM system during this time or invite in a vendor to work with your team to share the latest developments in your industry.   

And as Jack Welch, former CEO of GE, experienced during his all day monthly visits to Crotonville, GE's executive education facility, it was lecturing to and hanging out with the up-and-coming middle managers where he picked up the real stories behind the numbers he had been examining all month.

Agenda
Gene Kirila, named the youngest hero of manufacturing in the U.S., is the one who turned me on to this key management meeting.  In every one of the businesses he built, he would gather all his team leads, supervisors, middle managers, and senior leaders together and host them the third Thursday of each month at his lake cabin - just 30 minutes from his factories.  He expected everyone in management to give up one evening a month to work "on the business."

Starting at 4pm he would gather his 12 to 15 middle and upper managers together and follow a strict 12 point agenda:

Growth Report- Good News and Actions Needed.  
Drivers of Reputation and Productivity Report and Actions Needed.  
Discipline Report on Priorities, Metrics. Meeting Rhythm. 
Numbers- Performance Indicators, Financial Report and Actions Needed.  
Market report on Customers Competitors News and Actions Needed.  
Intellectual Capital/People Report and Actions Needed.  
Corporate Calendar of events and Process reviews and Actions Needed.  
Action Teams and Committee Report and Actions Needed. 
Glossary of Terms updates. 
Decision Time- People, Cash, Execution, Strategy. 
Quarterly Action plan report and  Actions Needed. 
Review of the one page plan and consensus on edits then publish for sign off.
Gene is now coaching other firms on how to run these monthly management meetings, including Keith Crownover's team at Altoona, PA-based Delta Health Tech.  Out of his 69 employees, he brings together his five senior managers, four mid-level managers, and four lower-level supervisors for a monthly meeting that uses Gene's preferred agenda.  

Notes Crownover "we are relatively recent adopters of these monthly meetings...regardless, I have already seen the benefit of including mid and lower level managers despite my original reluctance to do so.  It's been a real awakening process for everyone." 

For India-based Shah, his 3 hour monthly management meeting follows a simpler four part agenda:

 Three - 5 minute education slots by 3 different directors. One covers a personal development tip, one covers how to manage more effectively and one covers how they can help their clients make more money out of their BNI membership. 
 This is followed by an update from each director on his/her goals and achievements that they would like to trumpet and what the pipeline is looking like for the next 30-60 days. They look at 3 Key Result Areas (KRAs) - Number of members, number of visitors and amount of business generated. They also ask for help if required and other directors who would like to help with an issue take it offline.  
 Announcements about key events and points to note from their HQ in the US. 
This is followed by breakfast so that by 10.30am everybody is on their way.
Number of Participants
You can figure having 7% to 12% of your total number of employees in these monthly meetings since this represents the typical range of "management span of control" within most organizations.  This means for a firm with 400 employees, I've seen 40 to 50 supervisors to senior managers involved in these monthly meetings.  This is actually and ideal number of participants if you want to maximize the diversity of ideas while keeping the meeting manageable.

For Richmond, VA-based Rainbow Station, CEO Gail Johnson involves the Directors of her six corporate owned sites, two Vice Presidents, her CFO, Facilities Manager, and herself.  With approximately 175 employees in the core business, she knows it would also be ideal if she figured out how to include her franchisee partners as well.  This would put her closer to the 10% figure. 

Tangible Results
For Larry Parrotte, COO of Springfield, VA-based TransForce, their monthly day-long management meeting has been in place for just over a year.  Named the "Executive Leadership Series" it falls between their Quarterly Board Meetings and the Annual General Managers Conference.  Tangible results include creating a strategy that has resulted in a new multi-year contract valued at over $2 million per year; naming two fundamental elements of their DNA and building into their branding and marketing efforts; and identifying the need to hold periodic focus group meetings with various field managers.

Notes Parrotte, "While there are multiple tangible results and benefits we're realizing from our monthly meeting series, perhaps the most important is the fact that we have a chance to step off the intense daily merry-go-round of running the business to dedicate some very intentional time to forward looking strategic planning and the development of a shared vision."
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"...keeping you great" Ten Minutes with the Growth Guy
HEADLINES: (from Shanghai)

(Print-friendly Version >)


Calculating Billable Utilization Rate - for professional services firms, this can be a real challenge.  Here's a link to information on how to do this.

"Jellies" for Telecommuting and Freelance Workers - and this from the Herman Report - I must be behind the times but this is the first I've heard of "Jellies" -  a common place for young computer workers to co-mingle so they don't get so lonely and can share in the camaraderie of others - read up on it concerning some pitfalls and how you might put them to work for you. 

Fastest Daily Stand-up Meeting - Scott Farquhar, co-founder of $35 million Sydney-based Atlassian sent me a link this week to their "day in the life of the Confluence team" blog post - it's 74 seconds long and features the fastest daily stand-up meeting I've ever seen!  Confluence, a simple enterprise wiki designed for team collaboration, is one of their main product lines used by over 13,000 customers in 106 countries.

Core Values Video - noted Farquhar "We then held a competition (posted internally on our wiki!) asking our staff to create a video that showed what it was like to work at Atlassian. John Rotenstein instead came up with a video about our core values and interviewed our staff about them. The first time I found out about it was when it was finished. We have followed your articles about core values and followed Jim Collins' articles on creating them.  I just wanted to share with you where it can lead and how employees then adopt them themselves."  Here's a link to their 6 minute Core Values Video (PG-13).

China Update - the 200 plus executives in my Shanghai and Beijing workshops were upbeat - though they acknowledged that increased domestic competition is forcing a focus on productivity and management effectiveness not required until recently - thus the intense interest in the Rockefeller Habits.  My host, Fred Crosetto, founder and CEO of Ammex , a major manufacturer and distributor of rubber gloves, is another excellent case where a Seattle-based entrepreneur has set-up direct operations in China not only for manufacturing but for the creation and production of much of his sales materials; has his outbound and inbound global sales being handled by his call center teams in the Philippines (who often outsell his U.S. teams) and has moved his family to Shanghai where his children are learning Mandarin.  He's taking advantage of global resources to make his firm competitive domestically and internationally.

China Taxes - and learning from the lessons of Hong Kong, which has had 50 years of sustained economic growth, China on January 1, 2008 reduced corporate taxes on domestic companies to a flat tax of 25%, giving them a further advantage over U.S. firms that pay some of the highest corporate taxes in the world.  Hong Kong has had a flat tax of 16% on individual income, 16% on real estate profits (after a mandatory 20% deduction for maintenance), and 16% on corporate profits (17% for some) without the double taxation we experience in the U.S. - in turn there aren't a bunch of complicated deductions or additional business-paid taxes on behalf of employees though personal top bracket income tax rates are still high at 45%.

EDUCATION:  

Next Stage of Success - Paul Taylor, President of Webmarketing123  sent me this note last Friday "Wanted to let you know how impressed we were with Gazelles and Keith's session the past 2 days in Oakland, CA (Rockefeller Habits workshop).  I feel certain that implementing the habits and continuing to work with Keith will be the key factor in moving us into our next stage of success."

Inject critical energy into your business - bring your team to one of our Rockefeller Habits workshops:
Rockefeller Habits Workshops
Washington, DC Dec 9-10, 2008
Portland, OR Jan 7-8, 2009

Vancouver, BC Jan 28-29, 2009
Dallas, TX Mar 3-4, 2009
Ceder Rapids, IA Mar 10-11, 2009
Mexico City, MEX Mar 23-24, 2009
Indianapolis,IN Mar 25-26, 2009
Miami, FL Apr 29-30, 2009
Toronto, CAN Apr 30-May 1, 2009
Philadelphia, PA  May 5-6, 2009

Seattle, WA  May 6-7, 2009
Charlotte, NC May 19-20, 2009
Washington, DC Jun 9-10, 2009
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20 Customer Calls; Roger Hardy Congrats; Google Job Swaps; Facebook Influencers; Road Rules; Return from India
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(Print-friendly Version >)

Road Rules by Andrew Sherman -- Nov 19 was the official launch of Andrew's latest book -- and his first self-development book vs. the dozen other purely business books he's launched. As legal council to EO, regular speaker at the MIT exec programs, and dear friend I'm excited to see him share his years of wisdom on personal life balance and success. Subtitled Be the Truck, Not the Squirrel: Learn the 12 Essential Rules for Navigating the Road of Life, take this holiday season, read Andrew's book, and remember it's more about the journey than the destination!

20 Customer Calls per Week -- this has been a key to $100 million Vancouver-based Coastal Contacts' ability to innovate and differentiate itself in a commodity market. Congratulations to Roger Hardy, CEO and president, for making the cover of this month's Canadian Profit Magazine.

One Idea Increases Business 60% -- those of you that have heard me speak in the last year know that I'm pushing top executives of companies to make customer calls each week. And 99% of these calls won't result in any huge breakthrough, which is why most companies stop them. But you're looking for the "black swan" -- that one comment that increases business 60% as it did for Roger in one of his markets -- read below under DETAILS. 

Using Facebook to Identify and Market to Influencers -- and here's a link to the entire story that highlights how Roger uses these calls to drive differentiation. Under DETAILS below I also share a detailed explanation from Roger how they use both NPS (Net Promoter Score) surveys and phone calls to discern customer ideas -- along with how they are using Facebook to identify and market to influencers! Take 5 minutes to read the story and info below and then implement within your own firm! 

Core Values Land 2 New Customers -- and this note from Erik Hinson, CEO of Tennessee-based Falcon Worldwide Distribution "Our team has read and has been applying the principles of your book since May of this year. I feel we have a clear strategic direction and have extremely effective daily and weekly meetings. And by simply having and executing our Core Values and Top 5, it has allowed us to gain 2 new customers for the single reason that we communicated those values to them during the courting stages."

Core Values Eliminated Potential Partner -- Erik continues "But I also had an experience where I shared the Core Values with the owner of a potential distribution partner and his response was to toss them aside and ask about the 'numbers' (i.e. the money of the deal). This gave me a good indication this is not a group I wish to work with."

P&G and Google Job Swap to Learn More About Targeting Customers -- and take another 2 minutes and scan this November 19 CNN/Money article. Think about job swapping with a major customer or firm you most admire -- it's all about learning from customers and others.

Join Me December 9 -- 10 -- I'm returning to the states from India to teach the last Rockefeller Habits public workshop for 2008 where I'll also share what I've learned so far on my travels throughout Asia and the Middle East.

EDUCATION:

"Cash" Webminar Dec 4, 2008

Upcoming Rockefeller Habits Workshops
Washington, DC Dec 9-10
Portland, OR Jan 7-8, 2009
Vancouver, BC Jan 28-29, 2009

Sales and Marketing Summit, New Orleans, April 21-22, 2009

Rockefeller Habits Workshops
Dallas, TX Mar 3-4, 2009
Ceder Rapids, IA Mar 10-11, 2009
Mexico City, MEX Mar 23-24, 2009
Indianapolis,IN Mar 25-26, 2009
Miami, FL Apr 29-30, 2009
Toronto, CAN Apr 30-May 1, 2009
Philadelphia, PA  May 5-6, 2009
Seattle, WA  May 6-7, 2009
Charlotte, NC May 19-20, 2009
Washington, DC Jun 9-10, 2009

Growth Summit
October 21-22 Atlanta, GA
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Details from Roger Hardy, Coastal Contacts, on their use of NPS and Customer Calls

My only real learning of the past year is that NPS and customer calls are finely linked.
NPS gives us the macro data by surveying customers using survey monkey - and updating the management team weekly and we use it to gauge overall how we are "wowing customers."
Then our customer calls give us insights and clues to how to deliver a quantum leap value proposition.

The clues customers gave us - overnight shipping is big, so we started overnighting everything... and sales grew 60 percent in one of our markets.

And focusing on improving our NPS macro measure saw an increase in the overall number of referrals.

We all need to figure out how to provide a quantum level value delivery and wow so that customers will tell each other about us... No one can afford to market to everyone -- it's just too expensive. And the reality is once you deliver quantum level value - you don't need to market.

BTW, we asked how many people clicked on an ad before using Google or joining Facebook - the answer is none - they all went based on referral...and demand of friends and family - so for us customer calls are a way of finding the hidden nugget that will make our boring business (delivering contacts overnight) one step closer to a quantum level wow...

And the last thing I learned this year while consulting with the Chasm Group about bowling pins (Geoffrey Moore's strategy for segmenting and expanding markets -- Roger started working with them after his team heard Moore speak at our Growth Summit) ...there is no tool more powerful than Facebook on the planet.

If you figure out who your bowling pin is...nothing will let you talk to them better than Facebook -- which can give you media based on demographics, gender, age, region, company, high school and a plethora of other data that can let you deliver your message to the key promoters you may need to reach...

This year Coastal grew only 20 million in sales, so although we feel it was a neutral year, we feel like we inched closer to our inflection point, where the number of wows take hold and we are propelled on the nonlinear growth trajectory we want to achieve.

11-25-2008

Planet Tan Sold; Biggest Opportunity to Ever Face Business; Apple's Operational Excellence; India Thriving So Far

"...keeping you great" 

HEADLINES: (Happy Thanksgiving in the U.S.)
(Print-friendly Version >)

Congrats to Tony Hartl on the Sale of Planet Tan -- most importantly, he received 85% of the price in cash! Announced on November 19, he sold to a strategic buyer Palm Beach Tan. The purchase makes them the largest in the tanning industry by revenue. Noted Tony, in an email to me last week, "I decided to sell to a very strategic buyer and could not be more excited to finally realize the 14 years of effort to bring this to exit. You were very helpful and encouraging along my journey and I think it is important to thank and appreciate your advice and motivation." Tony, you ran a superb operation and are a great student of business. BTW, he's taking a six month trip around the world and plans to write a book! Here's a link to the announcement.

Single Biggest Opportunity to Ever Face Business -- with all the doom and gloom, there's good news -- and I've seen it first hand on my travels through Asia -- 1 billion additional people moving into the middle class between now and 2020. Going after this opportunity saved Eric Zuziak's $11 million architectural firm; it's helping bolster our business. Please take five minutes and read my latest "Growth Guy" column which outlines the opportunity and keys to going after it -- reprinted under DETAILS below.

India Appears Least Effected by U.S. Recession -- with a 20% savings rate (vs. 2% in the U.S.), the India banks have a lot of cash. More importantly, as my partner in India, Raghoo Potinii, said to me a couple days ago "it's only ten years ago I had just the clean shirt on my back -- all of us in India still remember and know what it's like to have nothing." And having just come from China, the contrast is night and day. China, with all their infrastructure and lifestyle, they have a lot to lose. In India, you get a sense that if everyone lost most of what they have they would just keep on doing what they're doing -- it's a country that knows how to survive on very little -- a spirit I worry is somewhat lost in the U.S. and other developed countries.

Genius Behind Steve Jobs -- this is the title of FORTUNE magazine's article about Apple COO Tom Cook -- he's been the guy behind Apple's almost flawless execution. My favorite story is how he decided to lock up the supply of a critical flash memory component until 2010 when the Nano was introduced in 2005 -- the same strategy Soft Soap used to thwart P&G. Here's a link to the article
Happy Thanksgiving in the U.S.!
EDUCATION:

"Cash" Webminar Dec 4, 2008

"Verne returns to teach the final Rockefeller Habits workshop in Washington, DC Dec 9-10"

Upcoming Rockefeller Habits Workshops
Portland, OR Jan 7-8, 2009
Vancouver, BC Jan 28-29, 2009

Sales and Marketing Summit, New Orleans, April 21-22, 2009

Rockefeller Habits Workshops
Dallas, TX Mar 3-4, 2009
Cedar Rapids, IA Mar 10-11, 2009
Mexico City, MEX Mar 23-24, 2009
Indianapolis, IN Mar 25-26, 2009
Miami, FL Apr 29-30, 2009
Toronto, CAN Apr 30-May 1, 2009
Philadelphia, PA  May 5-6, 2009
Seattle, WA  May 6-7, 2009
Charlotte, NC May 19-20, 2009
Washington, DC Jun 9-10, 2009

Growth Summit
October 21-22 Atlanta, GA
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The Single Biggest Opportunity
By Verne Harnish "Growth Guy"

Five years ago Eric Zuziak made a few minor changes to his website to be more visible to potential clients in other countries. After landing an architectural job in Beijing, leading to another in Dubai, today 50% of JZMK Partners' $11 million in revenue comes from international projects. More importantly, it helped him source capabilities, like 3D CAD designers in China, which make him much more competitive in his domestic market. And given the dramatic cutbacks in construction projects in the U.S. he doubts he would have survived without his international clients.

The single largest opportunity in the history of industry is before all of us. Between now and 2020 over 1 billion additional people will enter the middle class, increasing the marketplace for our goods and services by 50%. Five hundred million will arise in India, as their middleclass swells from 53 million to over 550 million. An equal number will move up in China with the rest of the developing world running not far behind.

Let me share a simple way to penetrate these global markets so you're profitable day one versus blowing a chunk of change on establishing a market outside your current sandbox. But first...

Hidden Champions

We can all learn a lesson or two from Germany's Middelstands -- mid-size companies that serve as the engine behind Germany's success as the #1 exporter in the world, beating the likes of the U.S., Japan, and China. These mostly family owned, privately held businesses hold industry dominating market shares often north of 80% while generating insane profits. Profiled in the 90's best-selling book Hidden Champions: Secrets from the 500 Best Unknown Companies, the book highlighted several common straits that have led to their continued success.

In essence, these mid-market "giants" focus on extremely narrow market niches and then follow their market around the globe, like Goldman Produktions, which is the undisputed market leader in supplying expensive pigments in the dipping and coating of candles! The key is to get in your competitor's backyard before they get in yours.

And it's the intel gathered and learning garnered by being geographically dispersed that provides these middlestands with their competitive edges.


Managing the Dragon

Jack Perkowski, author of Managing the Dragon, points out that there are two markets in China -- the one that represents the 400 million Chinese averaging just over $8000 per capita income and the other 900 million averaging just under $500. While the FORTUNE 500 companies are going after the wealthier foreign/local market, it's the latter purely "local" market that is birthing competitors who are learning to build a business under hungry conditions. As the weak are whittled away and the smart begin to move up to serve the wealthier Chinese market, they are hungry to expand internationally.

Case in point, Jack's own firm manufactures automotive parts including piston rings. When he first entered the Chinese market in 1994 there were 150 highly fragmented competitors. However, instead of the market players consolidating as he would have expected, today there are over 400 manufacturers of piston rings in China, fueled by the motorcycles, agricultural vehicles and "inkfish" (single piston engines spewing massive amounts of black smoke) driven by the underlying local market. This kind of competitive marketplace is making these entrepreneurial firms tough, smart, and savvy players itching to get into international markets.

Follow Your Customers

The first step in exploring international waters is asking your best customers if any of them have potential business in other countries -- and have them take you with them -- it's that simple. I have a close entrepreneurial friend who did precisely this. He had an existing large company customer that was expanding into Russia and he offered to service them overseas as he is domestically. Since he had an anchor customer he was profitable day one and has subsequently built a sizable business half way around the globe.

It was a similar path for my own company, following one customer to Canada (hey, you have to start somewhere) and then another customer to Malaysia where we've been hosting programs for seven years. It was through those programs that we then met partners that have taken us to other countries in the region. Today, 20% of our revenue comes from international business with a goal to be at 40% in the next three years, prompting me to move my family to India this past September as we further expand our business in the Asia and Middle East regions. It was all through following one customer at a time.

And like Zuziak and his partners, we're tapping into global resources that make us more competitive in our own domestic market like web and printing services in India, marketing help from our partner in Australia, and visibility in the Middle East through our partner in Dubai.

Doing Business Anywhere

Besides reading Perkowski's outstanding book, I would pick up a copy of Tom Travis' thin and very readable book appropriately entitled Doing Business Anywhere. Having logged almost 10 million airline miles, Tom has been helping companies navigate international waters for over 30 years.

I realize how easy and comfortable it can be to remain focused on your local market. However, the rest of the world isn't waiting. It is time to "get outta Dodge" and smell the curry!
12-04-08

Inconvenient Genius; Hostopia Doubles Valuation; Mumbai Update; Tom Peters Interview
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Tom Peters on "Growing in a Shrinking Market" -- take just over a minute (consider sharing at your weekly meeting) and watch FSB's short interview of business icon Tom Peters at our Growth Summit. Then discuss how you might apply his ideas to your business. Go to (www.CNNMoney.com/video). When you get there, scroll to the middle of the page and click on "BY SECTION" then click on the left "Fortune Small Business" - you will see Tom's interview on the second row. Short and sweet. And if you scroll down to the third row you'll see the founder of Staples, Tom Stemberg's advice as well. Worth another 2 minutes.

Colin Campbell Grows His Valuation in a Shrinking Market -- keep from being blindsided -- watch how Co-Founder and CEO of $50 million public company Hostopia successfully doubled the valuation of his company in July 2008, selling his company for $10.55 per share when he was trading at $4.50 on the Toronto Stock Exchange. Colin was one of the first to beta-test Rhythm, our new dashboarding software, which transformed his weekly meetings from mere status sessions to meetings focused on priorities and taking action. It's the disciplined, as both Tom Peters states and Colin exemplifies, that thrive in turbulent times.

An Inconvenient Genius -- "How often has one person affected humanity to such a degree that were the fruits of his labor withdrawn immediately from our day-to-day existence, the world as we know it ... would essentially stop?" This is the opening line of a fascinating piece on the real (and little-known) inventor of the radio, wireless power, remote controls, alternating current and hundreds of other technologies. Steve Kayser interviews Marc Seifer, the expert on this genius inventor but bad businessman -- lessons for all of us.
India (and Mumbai) Update -- thank you for all the notes I received concerning our well-being in India. Yes, we were in Mumbai last week and ended up hunkered down in a heavily guarded Marriott. Just the evening before the strikes, the family was sitting around in the Taj lobby and touring India Gate. Despite the craziness, I've grown to love India and its people. Why? -- read this Dec 2 piece from BusinessWeek's India bureau chief entitled "Why India is a Target."
Shiva's "Start, Stop, Keep" -- Shiva is the supreme God in the Shaiva tradition of Hinduism. While at Gateway of India in Mumbai, we took an hour's boat ride to visit the famous Elephanta Caves, hewn out of solid rock in 600 AD. The largest sculpture is that of the three faces of Shiva -- Creation, Destruction, and Preservation -- mirroring the Start, Stop, and Keep aspects of growing a business. East continues to meet West. I look forward to seeing those of you making the journey to my final Rockefeller Habits workshop in DC next week -- more stories to share and a great way to prepare for 2009!
EDUCATION:
"Verne returns to teach the final Rockefeller Habits workshop of the year in Washington, DC Dec 9-10"
Rockefeller Habits Workshops
Portland, OR Jan 7-8, 2009
Vancouver, BC Jan 28-29, 2009
Dallas, TX Mar 3-4, 2009
Cedar Rapids, IA Mar 10-11, 2009
Mexico City, MEX Mar 23-24, 2009
Indianapolis, IN Mar 25-26, 2009
Miami, FL Apr 29-30, 2009
Toronto, CAN Apr 30-May 1, 2009
Philadelphia, PA  May 5-6, 2009
Seattle, WA  May 6-7, 2009
Charlotte, NC May 19-20, 2009
Washington, DC Jun 9-10, 2009 
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First 250 Receive Complimentary DVD series" -- $1250 value -- for first 250 firms that sign-up for the three part LIVE video webcast series with Pat Lencioni, Seth Godin, and Guy Parsons you can choose one of our six DVD learning series as a holiday gift -- Negotiation, Execution, Topgrading, Customer Service, Art of the Advantage, or Rockefeller Habits -- details below.

Will Smith's Marriage has 40 Year Plan -- though I'm not one to follow Hollywood stars, USA Today posted a fascinating interview with Will Smith this week, whose box office total is $2.45 billion in North America alone. The article outlines 7 keys to his success, including #1 -- Think Globally! #7 on his list is Leave Nothing to Chance, including his 11 year marriage to Jada Pinkett. "We did a business plan," Smith says. "Listen, everyone should do a marriage business plan. Why are you together? What's the point? Because he's cute? That's not going to hold up."

Greater Philanthropists Than Bill and Melinda Gates -- "Will Smith continues "Jada and I sat down and asked, 'Where do we see ourselves?' We went to 40 years from now. We see ourselves some place where there are seasons. That's a big thing for Jada. We think there's mountains. We think we live on a golf course. We don't have more children -- we have grandchildren. We are the greatest philanthropists that America has ever seen. We're going to try and get up there with Bill and Melinda Gates. We talked through all the elements of where we want to be so we can start, in this moment, designing our life toward that." Does your family have big goals?
Family "Rallying Cry" -- and does your family have a short term goal? Our family has set a goal each 90 days (learn Spanish this coming Jan - Mar) giving us a focus. Pat Lencioni's newest book The Three Big Questions for a Frantic Family advocates creating a "rallying cry" and values for the family -- here's a link to a short article featuring Pat's outstanding new book. Pat is going to include material from his latest book during his two-hour LIVE video webcast Jan 20.
Teaching Giving to 12 -- 16 year olds -- hey, maybe this could be your next rallying cry or long term goal -- Greg Altieri, COO MacNair Travel Management sent me a note last week apprising me of a new initiative called Grab the Torch which works with schools to teach 12 -- 16 year olds the Art of Philanthropy. I plan to share this with my children's schools.
BHAG and Quarterly Theme -- Family or business, the key is to have both a long term goal and a 90 day focus -- "where we plan to be and what we have to do next." Now's the time to draw up a plan for the family and business for 2009. Just two decisions -- keep it simple!
Grab Market Share NOW -- Sales and Marketing Summit Faculty Announced -- Keith Ferrazzi, Chet Holmes, David Meerman Scott, Mark Burton, Al Lautenslager, Greg Alexander, Jim Cecil, and Bryan Flanagan. Don't recognize these thought leaders in Sales and Marketing? Here's a link summarizing their contributions. Then learn what's working in sales and marketing, April 21 -- 22, New Orleans (or read their books)!
Book Offer Has Ended -- thank you for the over 3000 requests for books -- they are going out as we speak -- hope they make a difference -- Happy Holidays!
Prepay Expenses to SAVE Tax in 2008 -- hey, you can't fault me for asking, but you can register for the Sales and Marketing Summit (early registrants with a deposit get the best seats) and/or register for the three LIVE video webcasts in Jan, Feb, and March.
First 250 Offer -- just register your company for the $995 package of three two-hour LIVE video webcasts with business gurus Pat Lencioni (Five Dysfunctions of a Team) Jan 20; Seth Godin (#1 Marketing guru) Feb 10; and Guy Parsons (LEAN for Service/Manu firms) March 17 -- 11:58am -- 2pm EST (rebroadcast for Australia, Dubai, India) and then choose one of our six DVD learning series featured on www.gazelles.tv. These are complete workshops available online and on-demand 24/7 to train your team in Negotiations, Customer Service, Execution, Topgrading, Art of the Advantage, or Rockefeller Habits. This is a $1250 value so think of it as either getting the LIVE webcasts for no charge is you purchased a DVD series or visa versa.
EDUCATION:

Sales and Marketing Summit, New Orleans, April 21-22, 2009

Rockefeller Habits Workshops
Portland, OR Jan 7-8, 2009
Vancouver, BC Jan 28-29, 2009
Dallas, TX Mar 3-4, 2009
Cedar Rapids, IA Mar 10-11, 2009
Mexico City, MEX Mar 23-24, 2009
Indianapolis, IN Mar 25-26, 2009
Miami, FL Apr 29-30, 2009
Toronto, CAN Apr 30-May 1, 2009
Philadelphia, PA  May 5-6, 2009
Seattle, WA  May 6-7, 2009
Charlotte, NC May 19-20, 2009
Washington, DC Jun 9-10, 2009

Growth Summit
October 21-22 Atlanta, GA

Great Game of Business with Jack Stack 

Gazelles DVD/Online Learning Products -- Gazelles.tv
PEOPLE
What's the Secret to Providing World Class Customer Experience
Topgrading

STRATEGY
High Stakes Negotiations
The Art of Advantage

EXECUTION
Mastering the Rockefeller Habits
Execute Without Drama 

