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INTRODUCTION


THE BUSINESS DEVOTIONAL OFFERS A UNIQUE VIEW OF the world within your office, whether you work for a large company or from a small room in your basement. In this volume I’ve collected 365 quotations that apply to the business world. Each entry is meant to be read either at the start of your day or as you unwind later, offering you simple advice or words of encouragement to help you improve your profits, manage your team, or motivate you to reach new heights of excellence.


You will meet some of the most outstanding business leaders from the past and present. You will learn from them, and you will laugh with them, too. You will understand what motivated them to excellence and see how their ideas connect directly to your work. Whether you are an entrylevel employee or a seasoned business professional, reading this book will help you improve your skills and become more productive. If you are a team leader or a managing professional, you’ll discover better techniques to deal with your peers and your employees. And for entrepreneurs, you’ll learn a few tricks from some of the master inventors and marketers known throughout the world.


You’ll receive advice from likely suspects, including Tom Peters, Peter Drucker, Harvey Mackay, Bill Gates, Warren Buffett, and Ken Blanchard, as well as nuggets of wisdom from sports heroes, literary figures, historical leaders, hysterical comedians, and some of today’s most celebrated business gurus. There are also plenty of surprises that will make reading this daily devotional an enlightening practice instead of a deliberate chore.


Each day of the week highlights a unique aspect of business life:


MOTIVATION MONDAYS


TEAM-BUILDING TUESDAYS


CAREER WEDNESDAYS


SALES THURSDAYS


LEADERSHIP FRIDAYS


ENTREPRENEUR SATURDAYS


MANAGING PEOPLE SUNDAYS


Enjoy. Now get back to work!














WEEK 1


MOTIVATION | MONDAY 


Your attitude, not your aptitude, will determine your altitude. —Zig Ziglar


IN ELEMENTARY SCHOOL, REPORT CARDS SHOWED A LIST of virtues that were important for succeeding in school. Chief among them was attitude. Even if you were getting decent grades, if the teacher felt you were not working up to your potential, your attitude could pull down your report card. And when your parents read, “If Johnny would only apply himself, he could be doing so much better in science,” they’d get on your case to study harder.


So, it’s not surprising that even though our school days are long gone, we’re still getting graded on attitude. If someone thinks you’re not delivering as well as you should, or the customer isn’t buying what you’re selling, you’ve got an attitude problem. It doesn’t matter if you’ve got the aptitude and you know you can do the job; if the attitude isn’t right, your boss isn’t happy.


Zig Ziglar points out that attitude in business is all about enthusiasm. Getting excited about your work and maintaining that excitement shows others that you believe in whatever it is you do. If you don’t believe in yourself or your company, or you show even the slightest discouragement or disinterest, it’s going to creep into your attitude. Nothing great is ever achieved with a bad attitude. Your level of enthusiasm will determine how high you’re going to fly.





WEEK 1


TEAM-BUILDING | TUESDAY 


Never commit your team unless you are confident your team will support your decision. —Christopher Avery, Ph.D.


TEAMWORK GURU CHRISTOPHER AVERY KNOWS THAT people don’t like a decision being made for them, especially when they don’t agree with the consensus.


Avoid this situation whenever you can. Always involve the team from the beginning. You’ll improve team morale when you work on commitments that they support. More important, your team leadership status will increase if your staff knows you won’t put them in an awkward position. Then, on the rare occasion when you have no choice in the decision making, your team will still support you, even if they do not agree with the decision made for them.


When you inform your team that they are going to work on a project that they don’t believe in and/or have no control over, it is your job to help the team take ownership of the decision. You can start by acknowledging that this particular case is not the best scenario for the team. Let them air their grievances. Keep the conversation from getting nasty, but don’t make excuses for every complaint. Sometimes being allowed to vent is enough. Then, turn the tables to see if the team can come up with any positive aspects to the project. Maybe they can test a new idea, or perhaps the department can get some new software they’ve wanted to complete the task. If you show them how to identify the upside, it will help them come to your side.





WEEK 1


CAREER | WEDNESDAY 


Men are anxious to improve their circumstances, but are unwilling to improve themselves. —James Allen


MANY PEOPLE DESIRE TO MAKE MORE OF THEIR BUSINESS life, whether it’s getting a promotion, finding a better job, or simply having the opportunity to take time off for a once-in-a-lifetime extended vacation. But we often miss these chances because we unintentionally hold ourselves back from success. For example, if you are stuck in a dead-end job, you’ve got to find a way to get out of it. If you stay in that position, you will never move up to the next level professionally, and you’ll miss out on longer vacation time, more money, and even more job flexibility.


Over one hundred years ago, British writer James Allen aptly remarked in his essay, From Poverty to Power, “To know that justice, harmony, and love are supreme in the universe is likewise to know that all adverse and painful conditions are the result of our own disobedience.” Positive, lasting change starts by knowing who we are and taking ownership for the dissatisfying aspects of our lives. We can’t rely on others, to improve our station. We must learn to act now.


Change in your career can require looking deep within yourself to find out how you can best succeed. Spend some time each day reflecting on where you want your career or your business to head. You will find that your dreams and goals will begin to take shape. It’s not going to happen overnight, and it’s not going to be easy, but it will work.





WEEK 1


SALES | THURSDAY 


Only knowledge put to use can create capital. —Mikel Harry and Richard Schroeder


SIX SIGMA WAS DEVELOPED BY MIKEL HARRY AND Richard Schroeder when they were working at the Motorola Company in 1986. It is a dynamic management process designed to streamline operations and maximize profits. Its fame derives from an innovation in quality control. The Six Sigma system teaches managers how to quantitatively hone in on specific information to find out what’s working and what’s not. These measurements and analyses of the business processes provide statistics, which give you the knowledge you need to make your business more profitable. Knowing this information enables a business to recreate its operation and eliminate defects entirely.


Without data, you’re at best guessing why you’re either winning or losing, or what the cost of defects means to your operation—from creating product to keeping files of purchase orders and billing. With the right data you can make sense of your past sales problems, show what needs to be improved or fixed, and then implement the changes to increase your profits. It applies to the manufacturing process as well as the sales process.


Knowledge put to work this way, focusing on improving virtually undetectable defects, creates capital. See if your company can benefit from a Six Sigma orientation, and then put the results to work for you.





WEEK 1


LEADERSHIP | FRIDAY 


The man who never makes a mistake always takes orders from one who does.


—Anonymous


SOMETIMES BEING PERFECT CAN BE HARMFUL WHEN attempting to move up the ladder. If you are a consistent top performer in your current job, but have been passed over for promotions, it’s time to rethink what your diligence is doing to your career. After all, if you successfully fulfilled your duties and responsibilities in a timely and efficient manner, your boss would surely see that you were ready for a promotion. Unfortunately, perfect performance is not always what gets you ahead—sometimes the imperfect performance demonstrates your potential.


Risk taking shows initiative—a trait valued by superiors. Whether your job requires complex processes or more mundane tasks, you probably see countless areas for improvement within the company. In terms of leadership, this spells opportunity. Let’s say your department ships one thousand boxes of inventory each day. Over time you’ve noticed several processes that hinder the operation. You have some ideas for improvement, but are hesitant to present them to the higherups. If they work, and you double the amount of inventory moved, you will make the company a great deal of money. If they fail, all is not lost—you will have shown initiative, a trait of true leadership. The lesson here is obvious: don’t be too eager to be perfect. Taking risks shows a certain aptitude bosses look for when looking to promote.





WEEK 1


ENTREPRENEUR | SATURDAY 


Nothing is more difficult than the art of maneuvering for advantageous position.


—Sun Tzu


HOW CAN AN ANCIENT CHINESE GENERAL BE CONSIDERED a business guru twenty-five hundred years later? By having written a book on military strategy called The Art of War. Business people from all industries have considered this little book a classic for their own skill development. The book covers the intellectual side of war and lays out a strategy for “psyching out” the enemy. Many a business mogul believes that Sun Tzu’s teachings are an indispensable guide to everyday life. Countless quotations are pulled from The Art of War and used not only by business people, but by sports coaches and military personnel.


“Maneuvering for advantageous position” refers to the strategy that before you march toward your business goals, you need to have a firm plan as well as the flexibility to change those plans as your needs arise. You won’t just land in the right place to take advantage of a good business opportunity by accident. But with a good plan, you can create your own opportunities. And if things change in your favor, you can modify your plans for an easier journey.


With that in mind, consider this famous Sun Tzu quote that many entrepreneurs hang on the wall: “According as circumstances are favorable, one should modify one’s plans.”





WEEK 1


MANAGING PEOPLE | SUNDAY 


A company is only as good as the people it keeps. —Mary Kay Ash


THE FOUNDER OF THE MARY KAY COSMETICS EMPIRE proved early in her sales career, long before she became a household name, that she could break sales records by herself. But once she started the cosmetics line, she realized that she needed lots of people to support her success. Mary Kay Cosmetics Inc. is one of America’s largest privately held companies not because of one person, but because of its hundreds of thousands of sales reps. They are the ambassadors who turn women onto the company’s products and recruit new reps by living the company’s values: recognition, motivation, support, and financial success.


Ultimately, Mary Kay Cosmetics is nothing without its employees. Sadly, many companies (and managers) don’t see this big picture. They get more jazzed about technological advances, manufacturing efficiencies, or stock options. They don’t recognize employees for jobs well done. They don’t motivate employees to stretch their skills. Too often they see employees as little more than “cost centers” because compensation is often their biggest expense. But there’s a good reason employees cost so much: they hold tremendous knowledge and possess unlimited potential. Sometimes you might hire a bad egg, but that’s a correctable mistake. But when you hire the right people, you and the entire company look like a million bucks.














WEEK 2


MOTIVATION | MONDAY 


When walking through the valley of shadows, remember, a shadow is cast by a light. —Aeschylus


SHADOWS REPRESENT THE DARK SIDE, LIKE GLOOM AND depression. Shadows are metaphors for negatives. Yet on the other side of a shadow is light. Shadows could not exist without light.


Aeschylus, a revered Greek playwright, often referred to as the founder of tragedy, wrote about the Persian invasion of Greece. He wrote about the dark days of war and turbulence and the shadows of pain and suffering that accompanied these wars. Aeschylus knew pain and suffering was not what life was all about. He knew to juxtapose them with the life-affirming light behind these shadows. He offered a brilliant lesson to those who came to see his plays: life was not always exactly what you saw.


When you find yourself enmeshed in a modern-day Greek tragedy—conflict provided by the cast of characters that is your office team or someone in middle management who just won’t listen to either the bad or good news that you must pass along—go past the shadows, weed out the conflict, and find where the light beams through.





WEEK 2


TEAM-BUILDING | TUESDAY 


We never get to the bottom of ourselves on our own. We discover who we are face to face and side by side with others in work, love and learning. —Robert Bellah


YOU CAN’T SEE YOUR OWN REFLECTION WITHOUT A mirror. At work, your team members function as that mirror, allowing you to see how others perceive your true character. Not only do coworkers provide you with the ability to learn about yourself, but surrounding yourself with different kinds of people can bring out aspects of your personality that even those closest to you haven’t seen. This is when working on a team can be revealing, rewarding, and also frustrating.


Famed sociologist Robert Bellah comments that being a member of a community, or a team, offers the opportunity to learn things about yourself you didn’t realize. You may find that you have the ability to relate to someone twenty years younger than you are; that you are compassionate; or that you can inspire confidence in someone who is feeling insecure. It can also be frustrating—maybe patience isn’t your virtue, yet you need to muster every bit of it in order to get along productively with another team member.


When you discover traits you don’t appreciate in yourself, working with a team can be a beneficial way to work through them that improves both your work and home life.





WEEK 2


CAREER | WEDNESDAY 


Charm is the quality in others that makes us more satisfied with ourselves.


—Henri-Frederic Amiel


WE ALL KNOW SOMEONE WHO WALKS INTO A ROOM and radiates charm. This person always seems confident, happy, and quick with a joke or story to tell. We can’t help but gravitate toward her. We look forward to seeing her again and again. We find charming people to be captivating, yet not overbearing. Most important, charming people are often successful in business.


Poet and philosopher Henri-Frederic Amiel lived in Switzerland during the eighteen hundreds, a time for which charm could procure almost anything, except for social status. Even though he was denied access to the aristocracy, he knew that being around someone with a great personality makes others feel good. But how can someone always be upbeat, especially when charm seems unreal or exhausting for the rest of us to master? Even though they may seem disingenuous, charming people are very real. Unfortunately, many of us underestimate the power of charm.


On a scale of one to ten, how charming are you? Most people are probably a five. To raise your score, start by being friendlier towards your coworkers. Dole out compliments as long as they are sincere. Charm pays off by making people feel better about themselves. Try making your workplace a more pleasant environment. This will pay off in the long run and even the office grump might come around.





WEEK 2


SALES | THURSDAY 


One learns to itch where one can scratch.


—Sir Francis Bacon


YOU’D THINK THE PHILOSOPHER, WRITER, AND SCIENTIST Sir Frances Bacon, who was said to have been the last man on earth to have all knowledge as his province, and who some have even theorized was the author of works attributed to Shakespeare, would be above concerning himself with itching and scratching. But he makes his point quite succinctly—you learn how to itch in places that you’re able to reach to scratch.


The subject is adaptability, and Bacon spent a lot of time writing about it in his scientific studies. This led to the “Baconian method,” or, as we call it four hundred years later, the scientific method. Yes, Bacon invented the scientific method, a practical approach to science that involves adapting next steps according to observational or experimental findings. Inflexibility does not have a place in scientific study.


This advice applies to sales: being rigid in sales will never work. To succeed, you must learn to adapt to changes in the market, in technology, and in your own attitude. Those who adapt often break new ground. Adapting to a situation or being able to reorient yourself in new directions—finding a place where you can scratch—is a win-win situation for you and your company.





WEEK 2


LEADERSHIP | FRIDAY 


From the earliest days at eBay, I posted five core values on the site—not because they came from some business plan, but because they were values I’ve lived my life by—values I hoped would help govern the community. —Pierre Omidyar


PIERRE OMIDYAR STARTED EBAY AS A HOBBY. HE SAW A need for a marketplace that would empower people to sell things on the Internet. Since day one, Omidyar’s social leanings have been “utopian,” posting on the Web site a set of core values that his company espouses. These core values are so important that Omidyar added a feedback forum where users rate each other’s honesty and reliability.


The five core values are the following:


• People are basically good.


• Everyone has something to contribute.


• An honest, open environment can bring out the best in people.


• Recognize and respect that everyone is an individual.


• Treat others the way you want to be treated.


Applying and adhering to a set of core values demonstrates true leadership. In turn, these values will help you define your business and life goals. With their coffers from eBay continuing to grow, Omidyar and his wife now finance an international microfinance fund for entrepreneurial efforts. The Omidyars exemplify how leaders who are true to their core values excel in any field.





WEEK 2


ENTREPRENEUR | SATURDAY 


Birth and fortune are evidently the two circumstances which principally set one man above another.


—Adam Smith


MANY PEOPLE WHO HAVE ACCUMULATED WEALTH—either through inheritance or their own hard work—have shown that it pays to be generous to those who aren’t as fortunate. Bill and Melinda Gates started their foundation focusing on global health and learning. Warren Buffett set up his children with sufficient inheritance then pledged the rest of his great fortune to the Gates’ foundation. Tiger Woods and other highly compensated sports athletes have created foundations to help less fortunate children realize their dreams. Most of these people have more money than they can ever spend in their lifetime, and perhaps their children’s lifetimes, but even those of us with more modest fortunes can help raise the fortunes of others.


Think of ways that your company can contribute to the betterment of society. Let your employees know that this is an essential part of your business plan. Include them in the conversation about which organizations your company will support, or set up a matching fund so that your company will contribute to charities that match their personal interests.


Adam Smith, the founding father of modern economics, knew the value of social status. The same rules apply today, more than two hundred years later. Because of this, remember to use your good fortune to help others who are less fortunate.





WEEK 2


MANAGING PEOPLE | SUNDAY 


Don’t shoot the messenger.


—Anonymous


HOW MANY TIMES HAVE YOU HEARD THAT PHRASE? Probably too many to count. The principle is simple: When you hear something that you don’t particularly want to know or think about, don’t automatically blame the person who brings the bad news to your attention.


Let’s say you’re a brand manager for a toothbrush company, and you learn from a subordinate at a morning meeting that the competition is developing a radically new product that brushes and flosses at the same time. The idea seems ridiculously far-fetched in your mind, as you believe that focusing on what works today is more important than worrying about half-cocked ideas that won’t work tomorrow. Dressing down the subordinate for wasting precious time isn’t going to help. And more important, it’s not going to stop the competition.


Don’t bother throwing around your authority by shooting the messenger. It’s a natural reaction, but it’s also a sign of emotional weakness. It’s defensive and it makes you look foolish instead of powerful. Now think about the wondrously valuable alternative: there’s usually an important message to be absorbed when you hear something you don’t like. So be receptive to what other people have to tell you, especially when it’s bad news.














WEEK 3


MOTIVATION | MONDAY 


Only a man who knows what it is like to be defeated can reach down to the bottom of his soul and come up with the extra ounce of power it takes to win when the match is even.


—Muhammad Ali


DEFEAT IS A MAJOR THEME IN BOXING. MANY GREAT writers have waxed poetic on the subject. Metaphors and analogies for everyday life abound. And within boxing, no star rises higher than that of Muhammad Ali. But his career was no straight and steady course toward victory. He was handed defeats on the world stage many times.


Ali’s career could have ended when he was stripped of his heavyweight title by the World Boxing Association for his refusal to serve in the army during the Vietnam War, stating he was a conscientious objector. Ultimately, he was exonerated in the courts, but he didn’t fight for three more years. In the meantime, he stayed in shape, always thinking of the day he would return to the ring to regain his title. This vision became a reality when Ali triumphed over George Foreman in the “Rumble in the Jungle.” Against Foreman, Ali came up with that “extra ounce of power” to win.


Ali learned from his defeats. He never gave up, and when the time came, he brought forth all the inner strength he gained through years of defeat and used it to win against Foreman.


Be like Ali, and use defeat to find your inner strengths.





WEEK 3


TEAM-BUILDING | TUESDAY 


Purpose inspires performance and commitment. —Ken Blanchard


MANAGEMENT GURU KEN BLANCHARD TEACHES supervisors that if you assign a task that may appear pointless, spend the time to explain what the purpose of the task is. Explain why the results of their statistical analysis will allow the marketing department to better understand the buying habits of teens, which will in the long run save them from spending time and money developing a marketing plan that simply won’t work.


Horseback riders see this in their horses. Riding in circles in a ring holds no excitement to a horse. Even though there is a purpose—getting ready for a dressage test or a show with the local club—the horse has no idea about this future purpose. Yet most horses will go through the motions without argument, getting a glazed-over look in their eyes. But, if you give the horse an immediate purpose—herding cows, trimming overhead branches on a trail, or just riding to the end of a long driveway to get the mail—you’ll get a more lively, committed partner.


So, too, with your team members. Giving purpose to the tasks you give your team will energize their intensity. Then they will be able to perform the tasks they are given with commitment and a desire to excel.





WEEK 3


CAREER | WEDNESDAY 


You never get a second chance to make a first impression. —Anonymous


WE ARE TAUGHT FROM A YOUNG AGE TO DRAW conclusions and make choices quickly. That’s why it’s crucial that we take full advantage of making a good first impression. People lead excruciatingly busy lives—juggling a career, family, and friends—so grabbing someone’s attention is difficult. And, if you succeed in getting their attention, you will only have seconds before they move on to the next new thing. Automatically, someone will make a judgment about you in the first moments of seeing you.


It’s easy to put your best foot forward when you meet new people in both your business as well as your personal life. Make sure to always be clean and well-groomed. After an initial introductory handshake, look your team members or business associates in the eye, smile, and stand up straight. Repeat their name, and then follow with your full name. Don’t mumble. If your name has a strange pronunciation, briefly explain it. For example, “I’m Chuck Digh, spelled like High.” People will not only appreciate the information, it will create a reason for them to remember you.


During an initial business encounter, don’t interrupt others while they are talking. Don’t take a cell phone call, fidget, or look at your watch. If the situation warrants, hold the door or offer a hand to help. And lastly, express gratitude for the opportunity to meet them. If you follow these common courtesies, you’ll always make a great first impression.





WEEK 3


SALES | THURSDAY 


A brand for a company is like a reputation for a person. You earn reputation by trying to do hard things well. —Jeff Bezos


HIS COLLEAGUES WERE SKEPTICAL WHEN JEFF BEZOS left a promising corporate career to sell books on this new thing called the Internet. Amazon.com launched in 1994, and the rest is history. Today Bezos is ranked thirtythird on the Forbes list of America’s wealthiest people.


As a computer scientist, Bezos was already familiar with online communications, and as soon as the World Wide Web debuted to the consumer market, he saw a great potential for a vast new sales vehicle. At the same time, he realized he had a difficult challenge ahead of him. He wouldn’t be meeting his customers face-to-face, so he had to find a way to build a reputation for his start-up another way. He made people respect the reputation of his brand.


Amazon treated customers like friends. The praise about Amazon spread by word-of-mouth. This positive spin was followed up with outstanding customer service. If you needed to return something or make an exchange, Amazon handled these transactions immediately and efficiently.


As Bezos and his team improved the technology, Amazon became an even better friend. Its state-of-the-art artificial intelligence knows you—making clever suggestions for new books, CDs, and DVD. See how you can learn from his lead in your business, whether or not you ever meet face-to-face with your customers.





WEEK 3


LEADERSHIP | FRIDAY 


It is the mark of an educated mind to be able to entertain a thought without accepting it. —Aristotle


IF YOU’VE EVER QUESTIONED THE WAY A BUSINESS DOES something, only to be told, “It’s always been done this way,” you’re in good company. It’s the premise behind Aristotle’s book, Ethics, which espouses “theoretical wisdom to be a more valuable state of mind than practical wisdom.” To live your life following practical wisdom is to follow predetermined rules and work within set boundaries. This status quo provides a comfortable structure for most individuals.


Doing without thinking or accepting without questioning, however, is limiting. Aristotle understood that in order to be a leader, you need to think beyond what is already acceptable convention. Instead, you must entertain radical thinking or what he called, “a pursuit of theoretical wisdom.”


It’s the same in the business world. Most technical, social, and modern advances have come from inquisitive leaders, asking the simple question, “What if…?” Without questioning the existing rules that governed the human world, there is no hope for innovation. Instead of relying on conventional methodology, a true leader thinks of new ways to view everything.


Pursuing theoretical wisdom requires you to acquire a working knowledge of the boundaries that exist and to develop your mental ability to analyze and pursue a new way of looking at the subject matter.





WEEK 3


ENTREPRENEUR | SATURDAY 


For every failure, there’s an alternative course of action. You just have to find it. When you come to a roadblock, take a detour. —Mary Kay Ash


ANY ENTREPRENEUR WILL TELL YOU THAT THE ENTRE-preneurial road is like Dorothy’s yellow brick road in The Wizard of Oz: sometimes it’s a beautiful thing, and other times there is danger lurking behind every talking tree.


Talk about roadblocks! Take cosmetics giant Mary Kay Ash: during her sales career she was repeatedly passed up for promotions despite her sales success. Each time, the better jobs went to men, which was not an unusual experience for women in the mid-twentieth century. But these roadblocks led her on a path that would change her life. She started Mary Kay Cosmetics Inc. in 1963. Branding her company with trademark pink packaging as well as the legendary pink Cadillacs which were given to top performers, Mary Kay soon became phenomenally successful. When she died in 2001, Mary Kay Cosmetics had more than $2 billion in sales. Her many books have provided inspiration to millions of readers, including students at Harvard Business School.


It’s hard not to get discouraged when your road to success is bumpy. So inspire yourself with a book or two that highlights other entrepreneurial success stories. Read how other entrepreneurs shook off failure and soldiered on to fulfill their dreams and accomplish amazing things. Follow their examples, and soon you will experience similar success.





WEEK 3


MANAGING PEOPLE | SUNDAY 


You take people as far as they will go, not as far as you would like them to go.


—Jeanette Rankin


JEANETTE RANKIN WAS A DREAMER WHO DREAMED BIG. A small-town girl from Minnesota, she was elected as the first congresswoman to the United States House of Representatives in 1916—a full four years before women officially got the right to vote in a federal election. Talk about leading the pack.


Early on, Rankin knew that she wanted to be a voice for women in America. She lived her life setting the example that she wanted others to follow. As the lone woman on Capitol Hill, Rankin was no stranger to controversy. A lifelong pacifist, she voted against the United States entering World War I, World War II, and the Vietnam War. Trying to persuade other members of Congress that going to war was the wrong choice was considered political suicide. Nevertheless, Rankin stuck to her guns and continued to be reelected.


The wisdom of Rankin’s actions applies to any manager in business. As a supervisor, you can only lead people so far. Whether it’s motivating a lazy employee to reach his or her potential or persuading an eager newbie to slow down, you can’t be responsible for what others end up doing. All you can do is try your best to show them the way.














WEEK 4


MOTIVATION | MONDAY 


The achievement of one goal should be the starting point of another.


—Alexander Graham Bell


ACCOMPLISHMENT IS A GRATIFYING EXPERIENCE: IT offers the rare opportunity to sit back, relax, and revel in how great you are. And there’s nothing wrong with enjoying the glow of your achievement. Take advantage and treat yourself to a fine dinner or a day at the spa. But after that, don’t linger. There’s a lot more to do. One achievement should lead to another. So start thinking about a new goal.


Alexander Graham Bell needs no introduction as the inventor of the telephone. He began inventing sound devices because his mother and his wife were both deaf. There were a lot of other sound-related experiments before that famous day in Boston in 1876 when he phoned his assistant down the hall, and said, “Mr. Watson, come here. I want to see you.”


Bell didn’t stop with the telephone, which even he realized would completely change the world. He went on to invent the phonograph, the metal detector, the hydrofoil, and a host of other things. Each achievement was the starting point and motivation for another.


Goal setting never stops if you build on your achievements. Once you accomplish one goal, set another for yourself. When you sit back on your laurels, remember that it will soon be time to start thinking of where you can go and what you can do next.





WEEK 4


TEAM-BUILDING | TUESDAY 


It’s not the will to win, but the will to prepare to win that makes the difference.


—Bear Bryant


SUCCESS ON OR OFF THE FOOTBALL FIELD DOESN’T COME simply from the desire to be successful. Instead, you need to do the groundwork in order to “win.” You may have a great business idea, but you just can’t open shop and assume all you need is that one good idea. You need to create a business plan, investigate where your market is and how to reach it, figure out what you are going to need for sales materials, and research the best way to maximize sales. These steps are crucial if you want your business to last for any length of time. And in order to be fully vested in the project or the business venture, you need to believe that preparation is both rewarding and meaningful.


If you are a leader charged with overseeing your team doing the prep work of a new project, let them know how important their work is to the bigger picture. Legendary University of Alabama football coach Bear Bryant knew that no football team could win a game without many practices and workouts—pro baseball teams spend two months in spring training preparing for the season!


All the preparation in the world can’t guarantee your success, but lack of preparation will almost certainly ensure failure.





WEEK 4


CAREER | WEDNESDAY 


What the world needs from you is not to add to their number, but to figure out, and then contribute to the world, what you came into this world to do.


—Richard Nelson Bolles


FINDING A CAREER THAT IS BOTH CHALLENGING AND rewarding can be difficult, but it is worth the effort. Begin by determining if your current job fits into your life’s purpose. If you are relatively happy at work, you may just need to make small adjustments like finding a new job in the same industry or switching departments within the same corporation.


If you are ready for a more radical change, you can employ Richard Nelson Bolles’s methodology. His classic book, What Color is Your Parachute?, teaches that you can find the career you were meant for by prioritizing your values. The first step is to rank them in order of importance. Do you value stability, mental challenges, or a three-day weekend? If you like to work outdoors, then accounting obviously won’t be a rewarding career choice.


Once you evaluate your priorities, new career options will begin to crystallize. Some of your current lifestyle choices, like having a new luxury car every few years, may not match your new earning potential. But, according to Bolles, identifying your unique business skills will ultimately lead to financial and personal success. And by doing so, you’ll find yourself in a career, instead of just a job.





WEEK 4


SALES | THURSDAY 


We’re adding a little something to this month’s sales contest. As you all know, first prize is a Cadillac Eldorado. Anybody want to see second prize? Second prize is a set of steak knives. Third prize is you’re fired.


—Blake, Glengarry Glen Ross (1992)


BLAKE, A CHARACTER PLAYED BY ALEC BALDWIN IN THE film version of David Mamet’s brilliant play, is the guy from the central office who reads this blistering riot act to the four salesmen in a losing real estate branch. He wants to see “closers” on deals and taunts them with “leads” on the hot new properties, Glengarry and Glen Ross. The month’s bottom seller will not only lose out on getting any of these leads, he will also be fired.


The machinations that follow are not only career-ending but criminal for some of the characters. Mamet makes the point that, given a cut-throat competitive environment, the pressure to be the best will make some people go to any lengths to win. Sales careers are stereotyped by this type of attitude, but you certainly don’t have to behave this way in order to succeed.


It’s tough not to bow to pressure when your job—and commissions—depend on it. Keeping your values in perspective and not compromising your integrity means a lot more than keeping a job. And if your boss asks you to do something unethical, find a new job. Life is too short to work in a hostile environment.





WEEK 4


LEADERSHIP | FRIDAY 


Politics is not a necessary evil in the leadership game—it is necessary. No leader achieves goals without playing politics. Politics is the air leaders breathe and an important source of an organization’s energy and dynamism.


—Anthony F. Smith


THERE IS A FINE LINE BETWEEN WORKING THE ROOM AND working someone over. While some people eagerly join in the carousel of cronyism, others cringe at the thought. However, being political can actually be a useful tool for someone working his or her way through the company’s ranks. Anthony F. Smith writes in his book, The Taboos of Leadership, that politics serve a company by outlining who the players are and who really yields the power.


Politics get a bad rap, however, when management promotes blatantly obvious kiss-ups while ignoring the hard work of others. Although you might need to play politics to get to the top, a true leader shouldn’t play politics overtly—it undermines her authority. Instead, as a leader, you must master the illusion that you are not playing politics. This will satisfy the underlings while you wheel-and-deal with the power players who also have their own agenda. Smith writes, “The political leader knows how to stack the deck, play the right cards, build solid alliances, triangulate issues, and isolate those with conflicting points of view.”


Knowing how to play politics will only help you win.





WEEK 4


ENTREPRENEUR | SATURDAY 


Growth without prior planning can be as fun as a hard kick in the stomach.


—Tim Berry


BUSINESS GROWTH IS NOT ALWAYS A POSITIVE THING. Small businesses frequently fail as a result of growing too fast—overstretching their resources, taking on too much debt to finance growth, or losing their attention to detail and keeping track of additional costs. Growth, however, is usually a business goal and can turn out to be lucrative when it is carefully planned.


Planning for growth goes beyond just projecting increased sales and higher revenues. Be sure to factor in how you are going to get there. How do you pay for supplies until sales catch up? Do you have the human resources in place to accommodate the increased business? If not, where do you get them? What upfront expenses need to be covered before you can see the resulting revenue? Where will that money come from?


One of the first places you can turn to for consultation about growth is your accountant or a financial representative at your local bank. These people should be able to advise you and help you plan for expansion.


Entrepreneurs must guard against being swept up in the rush of the moment where expansion gets out of hand. As business planning expert Tim Berry knows, you must expect growth by planning for it.





WEEK 4


MANAGING PEOPLE | SUNDAY 


Effective leaders adjust their style to provide what the group can’t provide for itself. —Ken Blanchard


A WINNING BASEBALL MANAGER KNOWS WHAT HIS TEAM needs inside the clubhouse and on the field. When his team plays its best, he can stay out of the way. In a pressurepacked playoff game, he might call for a clever pitching change, or during a losing streak, he can take the pressure off slumping batters with a day off or a lineup shift.


Whether it’s baseball or business, the ability to adapt successfully to the circumstances often defines the best managers. After all, employees and players alike want to prove their worth to the team. Legendary consultant Ken Blanchard teaches that the most effective managers regularly adapt to the needs of the groups they lead. At various points, these leaders provide direction, support, encouragement—or nothing at all.


When a new project is in the pipeline, the need for direction from the start is paramount. Group members may be committed but unsure of what to do next. Later, they may start doubting other team members’ commitment or wondering if their own ideas matter. At this point, rather than telling people what to do, effective leaders should solicit the group’s best ideas to show everyone that teamwork is crucial. In the end individual members of the group may never realize what it takes to win without agile leaders giving them what they need when they need it.














WEEK 5


MOTIVATION | MONDAY 


Our fear of weakness seems to overshadow our confidence in our strengths.


—Marcus Buckingham and Donald Clifton


DEEPLY ROOTED IN OUR CULTURE IS THE IDEA THAT mistakes and weaknesses need to be fixed. Starting in childhood, your parents might have done everything they could to help you overcome your weaknesses: if you had trouble in math, they got you a tutor; if you couldn’t play baseball, they found you a pitching coach. But if the situation was looked at from another vantage point, you might have fared differently: if the focus was put on how well you did in all subjects other than math or on how fast you could run even though you couldn’t throw a ball, you might have succeeded in other areas.


Rather than focusing on perceived weaknesses in your management of personnel or in the delivery of the duties of your job, switch gears and focus on your strengths. Develop confidence in those strengths and develop strategies to work around your weaknesses.


If public speaking is your strong point but writing long annual reports is not, see if you can redesign your job so that more speaking is involved. As the authors of the bestselling business book, Now, Discover Your Strengths, teach, concentrate on building upon your strengths rather than fixing your weaknesses.





WEEK 5


TEAM-BUILDING | TUESDAY 


Regardless of what you are doing, if you pump long enough, hard enough, and enthusiastically enough, sooner or later the effort will bring forth the reward.


—Zig Ziglar


SOMETIMES IT SIMPLY TAKES HARD WORK TO REACH success. You may seem like you are getting nowhere, but as Zig Ziglar instructs, by pumping harder and longer your muscles will start getting stronger, so you won’t have to pump as hard in the future to get to success.


Convey your enthusiasm to your team, and never stop believing in your success. This doesn’t mean going out and panning for fool’s gold. But if you have done your homework and know your idea is of sound value, keep motivating your team to plug away. No one else is going to believe in your ideas unless you show that you do.


There are famous examples of those who didn’t give up. A dramatic case is the Wright brothers and their crazy idea of flying a plane. They kept trying, each time tweaking their invention and getting a few feet further off the ground on the next flight. And look where we are now with aviation—from legs dangling in the air in an open cockpit to luxury airliners crossing the globe.


The Wright brothers were so enthusiastic and committed to flying, that they changed the world. And even though they aren’t around to see its peak, they surely knew aviation was headed somewhere they couldn’t even imagine.





WEEK 5


CAREER | WEDNESDAY 


Office politics is just like the lottery. Dreaming about winning doesn’t get you anywhere—there’s no pay off if you don’t buy a ticket. You have to play if you want to win. —Jamie Fabian


JAMIE FABIAN BELIEVES THAT SHUNNING THE POLITICAL scene at the water cooler will get you nowhere fast. “You’ll be most effective if you can deal with things the way they are, not the way you think they should be,” says Fabian, a business writer and columnist for Jobcircle.com.


Even though you might think you are above office politics, plan on embracing them. Rethink your perspective and determine how office politics can help your career. First, the heavy hitters are usually involved. Chances are that one of them is someone important who needs to know about you and your accomplishments. Second, make sure you can run in different circles and don’t cast your vote too early. It takes awhile to ferret out the posers from the real power players: you don’t want to risk aligning yourself with a persona non grata. Third, before jumping into the gossip mill, take a step back and listen for a change in political climate. People who listen get more information and can pick and choose their course of action.


And remember—just because you heard it, doesn’t mean it’s true. Steer clear of rumor mongering. It’s bad for your career and your reputation.





WEEK 5


SALES | THURSDAY 


Price is what you pay. Value is what you get.


—Warren Buffett


THIS LINE EPITOMIZES THE INVESTMENT PHILOSOPHY OF the “Oracle of Omaha.” His astute value investment strategy made him the richest person in the world in 2008. Buffett doesn’t invest according to price. Rather, he invests on the basis of value or what the market or the customer gets in return.


It works this way. A customer will pay for a product if she thinks it has an intrinsic use. What assigns its worth is quality—the value. A product isn’t necessarily quality just because a long manufacturing process makes it and it costs a fortune at retail. If it doesn’t work for the customer, it has no value. And if the product has no value, then customers won’t buy it, no matter how impressive the sales pitch.


Take software, for instance. The software manufacturer believes that the years of development that went into designing the upgrade determine the product’s value. But if the customer isn’t going to get anything new from an upgrade, then why pay for it? The software maker is then proven wrong.


Know that you are selling value, and the price tag won’t matter. The customers will want it, no matter what the cost.





WEEK 5


LEADERSHIP | FRIDAY 


Effective leaders provide for succession.


—Alan Axelrod


QUEEN ELIZABETH I WAS NO STRANGER TO THE POLITICS of succession. As the only surviving heir of her father, Henry VIII, and mother, Anne Boleyn, she was favored for the crown—that is, until her mother was beheaded. Imprisoned and exiled by her own sister (Mary, Queen of Scots) because she wasn’t a Catholic, Elizabeth never spoke out against her sister, but kept her counsel to herself. During her long reign as queen, Elizabeth never forgot the power of keeping a secret. Knowing that picking the right successor would be the only chance to ensure a peaceful transfer of power, she kept her subordinates guessing about her successor as she went on with the business of governing.


Alan Axelrod writes in Elizabeth I, CEO that a leader must keep her choice of successor a secret at all costs. If you make the information known too early, you risk alienating and undermining your authority. For Elizabeth, this meant possibly being overthrown or killed.


Although extreme, this metaphor might feel applicable to many CEOs. While not openly rejecting candidates or showing favoritism, a leader must scrutinize all potential candidates. After you have made a choice, give your successor the means to make decisions implicitly while maintaining the illusion that you are still calling the shots. Using this method of indirectly relinquishing power, you’ll be able to adequately mentor and prepare your successor.





WEEK 5


ENTREPRENEUR | SATURDAY 


Good design can’t fix broken business models. —Jeffrey Veen


THE BEST PRODUCT IDEA IN THE WORLD WILL UNLIKELY reach its target market without fundamental manufacturing, marketing, and sales models representing good business. That doesn’t mean you can’t be innovative and original in how you do business. Many companies have tried creative ideas to stand out, either publicly or within the organization’s makeup. Employee ownership, flexible work schedules, and other employee-oriented ideas can attract a loyal and creative workforce.


Ford Motor Company’s Saturn brand went straight for the jugular of automobile purchasing by eliminating the negotiation dance that customers feel compelled to do—and often dislike—when buying a new car. And the brand is still around today. Overnight service? Free shipping on Internet sales? These and other “crazy” ideas have helped make many companies stand out and be successful.


The innovations may be in the details, but the foundation for models of good business are still intact. You can build a bicycle with new toe clip design, put the shift levers on the tips of the handlebars, or use solid disc wheels instead of wheels with spokes—but in order for it to be a bicycle, it still needs a framework that allows for it to move on two wheels. Famed Web designer Jeffery Veen knows that you can tweak the details, but you should leave the fundamental framework of good business intact.





WEEK 5


MANAGING PEOPLE | SUNDAY 


Search others for their virtues, thyself for thy vices.


—Benjamin Franklin


AS A MANAGER, IT’S EASY TO PIGEONHOLE YOUR employees. You’ve seen them all in action—the leaders, the workers, the slackers, the confused, the wannabes, and the nobodies. People will eventually play into the stereotypes that you’ve created. Constantly reminding people of their bad habits and crowing about how you might as well do it yourself isn’t very effective either.


One of the main reasons people change jobs hasn’t changed since the time of old Ben Franklin. People often leave good employment opportunities simply because they don’t like their immediate supervisor. Since turnover is costly and unproductive, rethinking your expectations as well as how you interact with your employees might benefit everybody.


Start by considering each of your employees as a unique person with the potential to become great at his job. If you let him know that you are expecting greatness, it might actually happen. Another trick to getting the most out of people is to let them know that you’re on their side. If you empathize with employees, you’ll develop a relationship of trust and understanding with them. When weakness rears its ugly head, your employees will seek your counsel and try to work with you in order to get better, because they are seeking your approval. Who knows? They just might do it.
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