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    DEDICATION




    For my wife, Annie: Once upon a time, I met a girl in The Lenaboy Arms and that story transformed everything, and continues to do so. Thank you when needed for seeing through me but always for seeing me through. Long may we continue to share great stories together.




    For my children, Shane, Sarah, Harry and Óige: You may not always have listened to my stories, or laughed in the right places, but when I look at you I can say proudly we’ve done some things right.




    For my grandchildren, Zara and Finn: May you always carry a great story with you wherever you go, because storytellers rule the world.




    For my dogs, Mac, Eager and Potter: You have lived through every story with me for the past 40 years, including the many sitting ducks I missed along the way. But irrespective of the outcome, you always wagged your tails and radiated unconditional love. May you continue to bring the game home ‘oven-ready’ as you did so many times in the past.




    For my customers: Thank you for providing me with the purpose for getting up enthusiastically each morning and inspiring me to create. May our outcomes together continue to bring you purpose, prosperity and peace.




    For my teachers: Your influence is incalculable and you’ll never know for sure quite where it ends. May you continue to educate and inspire and transform. This book is littered with great teacher stories.




    And finally, to my creditors: Thank you for keeping me inspired and on my toes.


  




  

    FOREWORD




    Pádraic Ó Máille has been a good friend of mine for over 30 years. He creates positive energy in everyone fortunate enough to spend time with him.




    The first time I saw Pádraic in action was when I asked him to give a workshop to our team at Foinse, an Irish language newspaper we were producing from Carraroe in County Galway. His ability to actively engage with us in terms of creating our vision, strategy and actions formed the foundation for Foinse becoming the most-read Irish language newspaper in the country up to that time.




    Pádraic has supported and mentored both sports people and business people for many years, helping them on their journeys to success.




    He has an energetic, active and engaging style of storytelling, questioning and challenging. This creates space for individual and team reflection, resulting in deep personal learning and clear actions to help you bring your game to the next level.




    Pádraic calls the process SMACHT, based on the Irish word for discipline, which is fundamental to success.




    I wish Pádraic continued success in making a significant difference to people’s lives and businesses and I wish you, the reader, enjoyment and valuable lessons from reading this book.




    Pádraig Ó Céidigh




    EY Entrepreneur of the Year 2002


  




  

    INTRODUCTION: HIDE THE PILL IN THE PEANUT BUTTER




    We must all suffer from one of two pains: the pain of discipline or the pain of regret. The difference is discipline weighs ounces, while regret weighs tons.




    Jim Rohn




    For all of his gruff exterior, Reilly is an out-and-out softie when it comes to dogs. When his Labrador, Potter, emerged from the frozen lake like a drowned rat, Reilly noticed there was something wrong with the dog’s tail.




    As the day wore on, it seemed the pain intensified as the dog’s moans escalated from whimpering to barking to shrieking.




    Reilly called his old buddy, Séamus McManus, an iconic Galway vet, and explained the situation.




    Having listened attentively to the facts, Seamus diagnosed that it was most likely a case of ‘limber tail syndrome’, a condition that Labradors are prone to, but one that would heal up quickly.




    In the short term, however, it might help to give him a buffered aspirin – not paracetamol – to ease the pain and reduce the inflammation.




    Reilly procured the tablets and proceeded to give the dog the pill. But try as he might, that dog refused to swallow the pill.




    Reilly pushed it down his mouth, shoved it back his throat, and held his mouth closed but every time Potter would squirm out of his clutch and spit the pill out.




    In desperation, Reilly called Séamus back and explained his quandary.




    Séamus is a man of few words and calmly replied, “Hide the pill in peanut butter”.




    “What?”, said Reilly.




    “Hide the pill in peanut butter.”




    You’d want to have seen that dog’s first experience of peanut butter.




    First he sniffed it. Then he licked it. And as large globules of drool fell from his jaws, he proceeded to scoff the entire lot, pill and all.




    It took about 20 minutes for the moaning to subside. Then the dog turned on his back and commenced to snore loudly and sonorously.




    INSIGHTS




    • That’s the thing about pills. They can reduce pain, solve problems and virtually save your life. But in their raw state, they can be hard to swallow.




    • Your ideas and communications are exactly like the pill in the story above. Your messages can solve great problems for your audience but, first, you’ve got to get them to swallow the pill. In order to do that, it will help greatly to ‘hide the pill in peanut butter’.




    • The single most powerful, effective and impactful way to make your ideas and messages stick is to present them in story format.




    • Think of the last presentation you attended. The chances are it was a PowerPoint presentation, loaded with facts; 90% of all business presentations are fact-based.




    • The problem with facts are that they’re hard to swallow and digest.




    THE PILL IN THIS BOOK




    On 8 February 2011, bang smack in the middle of the worst economic recession business-owners had ever experienced, Reilly was facilitating a tense meeting in the hallowed Board Room of the Golf Club in Adare Manor, County Limerick.




    Gathered around were 12 business owners who were absolutely terrified at their prospects of surviving in business.




    For all his idiosyncrasies, Reilly was a skilled facilitator. He dived straight into the first of three questions he had built his consulting career upon:




    “What are you worried about?”




    The answers didn’t make for pretty listening.




    Successful and proactive business people had seen their fortunes destroyed by falling sales, bad debts and negative equity.




    “What can you do about it?”




    The response was almost unanimous. Extreme discipline would be needed to survive: the discipline to make extra sales calls each day; to wage a relentless war on costs; and to have uncomfortable conversations with customers, employees and suppliers alike.




    “What will you do about it?”




    It was here that big Paulie O’Connell from Crecora Mills – not the rugby player, but equally as big, competitive and successful – threw a spanner in the proverbial works.




    “There’s one fundamental problem with all this discipline caper, Reilly.”




    “What’s the problem, Paulie?”, said Reilly tetchily.




    “The problem, Reilly, is that I love the concept of ‘discipline’. It’s just that I hate the word ‘discipline’.”




    There was widespread approval for Paulie’s argument.




    Reilly feared losing the dressing room and might well have, but for another intercession from Paulie.




    “Reilly, you were always a great man for the Irish. What’s the Irish word for ‘discipline’?”




    “Paulie, the Irish word for discipline is smacht and there’s an ancient Irish proverb that proclaims: Ní bhíonn an rath, ach mara mbíonn an smacht (There’s no success without discipline).”




    The group loved the word ‘smacht’ (pronounced smokt, where the ‘k’ is a soft throaty sound like the ‘ch’ in loch) and, out of sheer desperation, a mindset was agreed.




    SUCCESS IS A FEW SIMPLE DISCIPLINES PRACTICED DAILY.




    Over the following years, hundreds of business owners would participate in SMACHT Mastermind Groups throughout Ireland.




    Almost all of them survived the recession. Many of them would go on to become super-successful and legends in their communities and industries.




    What began first as a word and a mindset went on to become an operating system and a body of stories designed to make the understanding and application of those disciplines more palatable.




    This book shares 52 ‘pills’ or simple disciplines, all presented as stories, that will help drive your business and personal success.




    The six simple disciplines that developed into the Smacht Operating System are contained in the SMACHT acronym:




    • Strategy: The discipline of conscious choice and focus.




    • Marketing: The discipline of attracting and retaining customers.




    • Attitude: The discipline of living the best version of yourself.




    • Cash: The discipline of becoming financially free.




    • Human Beings: The discipline of attracting and retaining great people.




    • Time: The discipline of living life to the full.
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    TAKE THE RIGHT DIRECTION




    If the ladder is not leaning against the right wall, every step we take just gets us to the wrong place faster.




    Stephen Covey




    Reilly took his grandson, Finn, out the Flaggy Shore to show him the first of the year’s Gentian Violets. They were so engrossed with the rare flowers that they didn’t hear the car behind them until it honked its horn harshly.




    Turning around, they saw a portly man in a big car with the passenger window down.




    “How far is it to Linnane’s Lobster Bar?”, he shouted gruffly.




    Before Reilly could get a word out, Finn piped up: “It’s 24,885 miles”.




    The visitor was clearly unimpressed and let Finn know that in no uncertain terms: “Hey Buster, back where I come from, children are seen and not heard.”




    With that, he put the boot down and tore off at speed out west along the Flaggy Shore.




    “That was a bit of a porky you told there, Finn”, said Reilly gently. “Not at all, Reilly. If he continues in that direction, that’s exactly how far it is. The thing is, if he turned around, it’s less than a mile.”




    Out of the mouths of babes.




    INSIGHTS




    • Direction in business and life is everything.




    • There’s no point going faster if you’re going in the wrong direction.




    • Be nice to people. Genuinely nice people finish on top.




    QUESTIONS




    • Where are you in your business now?




    • Is it where you want to be?




    • What are you going to do about it?
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    MODEL YOUR BUSINESS LIKE AN AIRPLANE




    When you build your business like an airplane, it will fly far and fast.




    Donald Miller, Storybrand




    When everything seems to be going against you, remember that planes take off against the wind – not with it.




    Henry Ford




    Reilly was sitting beside Pádraig Ó Céidigh on the 5pm Friday afternoon Aer Arann flight from Dublin to Galway. It isn’t every day you get to sit beside the owner of an airline, or the current EY Entrepreneur of the Year.




    Reilly had been going through a ropey patch in his business at the time and he came straight out with it to Pádraig: “Pádraig, my business seems to be stuck in a rut at the moment. How would you go about growing a business?”




    Pádraig, a maths and commerce teacher before becoming a businessman, inhaled deeply and observed the plane that was preparing for take-off.




    “Reilly, if you model your business on an airplane, it will fly safely and speedily and successfully. There are seven components that every successful business has in common with a plane.




    “We’ve a few minutes before take-off. Come with me for a moment.”




    Pádraig proceeded to walk through the plane, introducing himself to the passengers and asking them where they were going.




    Some were going home to visit sick relations. Others were going to funerals. More again were going on holidays and one American guy was going to Lisdoonvarna in search of a ‘red-haired Mary’.




    As they took their seats, Pádraig asks Reilly: “What do all those passengers have in common?”




    “They all have an Aer Arann ticket for one thing”, says Reilly smartly. “You’re in the airline business, after all, and you’re doing pretty good at it, judging from the full occupancy.”




    “You missed the point, Reilly.




    “We’re not in the airline business. Neither do we sell airline tickets.




    “We’re in the destination business and we sell destinations.




    ‘The one thing every one of these passengers has is a destination – and our business is to get them there safely, speedily and successfully.




    “That’s the first foundation of a successful business and a successful flight: know where your customers want to go, and where you are taking them.




    “Look out the window there, Reilly, and tell me what you see.”




    “Wings, Pádraig. Two massive big wings.”




    “That’s the second component of growing a business and getting it airborne. The wings of a plane represent your products or services. Without products or services, you don’t have a business because you have nothing to sell. You have no lift. It’s the wings, or your products and services, that gives a plane and a business ‘lift’ and gets it airborne.”




    As he was speaking, there was a huge surge of noise and power and explosive movement underneath as the aircraft prepared for take-off.




    “What you’re experiencing now, Reilly, is what we in the aviation business call ‘thrust’.




    ‘In business, your marketing and sales are the thrust that drives your business forward and helps you arrive at your destination. Without thrust, your business is going nowhere.




    “You can have the best wings or products in the world but it won’t take off without thrust or effective marketing.”




    At precisely this moment, Eoin Kelly, the pilot, emerged from the cockpit and recognised Reilly.




    “You’re a long way from New Quay, Reilly”, says Kelly, amiably.




    “I am”, says Reilly, nervously. “And if I am itself, shouldn’t you be inside driving the plane not yacking out here as if you'd be drinking pints at the bar in Linnane’s?”




    “That’s why we have co-pilots, and global positioning satellite technology, to ensure we stick to our flight plan. That frees us up to look after the needs of important passengers like you.”




    “The cockpit, and what it contains, is the most critical area of the plane or the business model”. says Pádraig. “There are three components to a successful cockpit, which represents the leadership of your business.




    “Despite all the advances of modern technology, there’s no substitute for strong leadership.




    “Secondly, no pilot would ever countenance taking-off without a flight plan. Yet you’d be amazed at the number of businesses that operate without a business plan!




    “Thirdly, with the help of the GPS, the pilot knows at any given moment, and can track, the exact details of a number of key performance indicators such as destination, current position, altitude, wind direction, and fuel. Every business also needs to identify a core number of KPIs and track them constantly.




    “Look beneath the floor there, Reilly, and tell me what you see?”




    “I see big tanks, Pádraig. I guess they’re the fuel tanks for carrying the petrol.”




    “Spot on, Reilly. Like planes need aviation fuel to operate, so also businesses need working capital to get airborne and arrive safely at their destination.




    “So, Reilly, those seven simple components of an aircraft and of a business are the fundamentals of getting your business airborne and to your destination.”




    Reilly was so intrigued with Pádraig’s masterclass that he scarcely noticed the time flying.




    “This is Captain Eoin Kelly, your pilot, speaking. We will shortly be commencing our final descent into Galway Airport from a south-westerly direction over Galway Bay, passing over New Quay, Kinvara, Kilcolgan and Oranmore.”




    Such was the clarity of the evening sun that, as the plane banked, Reilly could clearly look in through the back window of Linnane’s pub - and could actually see his stool at the bar.




    That was his destination and that’s where he wanted to go.




    INSIGHTS




    Getting a business airborne is relatively simple. Like in aviation, you need seven basic components:




    • A destination to take your customers to;




    • A great product or service;




    • Impactful marketing;




    • Strong leadership;




    • A flight plan indicating your business destination, milestones along the way, and your current position;




    • An accountability system to track your KPIs;




    • And enough money to get you to your destination.




    QUESTIONS




    • Where (destination) are you taking your customers to?




    • How strong are your products or services?




    • How effective is your marketing and sales?




    • How powerful are you as a leader?




    • Have you a ‘flight plan’ for your business?




    • Who is your accountability partner that helps you track your KPIs?




    • Have you enough money to fund your business?
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    “OH, MY DARLING NORA”




    Show me any person, of ordinary ability, who will enthusiastically tell their story to four or five people a day, and I’ll show you a successful person.




    Frank Bettger, How I Raised Myself from Failure to Success in Selling




    Everyone wondered how Reilly always managed to secure tickets to all the soccer internationals. And seated in the corporate box too, surrounded by all the alickadoos and WAGs.




    Nobody knew until now.




    Part of Jack Charlton’s remuneration package, if he succeeded in getting Ireland to its very first World Cup finals, was to provide him for an entire week with a ghillie who knew Lough Corrib.




    Reilly got the job hands down. Everyone knew he was the most successful dapper on the Corrib by a country mile.




    As luck would have it, conditions were ideal that May. A force four south-westerly wind ensured there was a bit of nature in the air and the choppy wave would prevent the trout getting too good a view of the bait.




    The trout were taking in profusion and it wasn’t long before Reilly had six fine trout colouring the deck of the boat.




    This contravened the first rule of ghillieing – never upstage the client. And it was this rule that Reilly struggled most with in life. He was a born competitor; he loved to win, and struggled to let others better him.




    The problem was his client, who was equally competitive and not enjoying the best of bonne chance. He was either striking too quick or too slow and his humour was accordingly in decline.




    Reilly sensed the frisson and feared the worst.




    “Reilly”, huffed Jack, confronting the brutal facts head-on. “We’re both using the exact same lure (two fresh mayfly impaled on a size 5 copper hook). We’re sat in the exact same boat. We’ve each have had 10 rises of a trout to our fly. You’ve struck on 10 occasions, landing six, and I’ve failed on every single occasion to even strike a ruddy fish. So Reilly, it seems to me you know something I don’t know, and if you don’t spill it to me you’ll be swimming home.”




    Reilly knew his goose was cooked and uttered a silent prayer for the repose of the soul of his Uncle Stiofáin, who had shared the formula with him many years ago, vowing him to angling omertà.




    “Jack, what’s your wife’s first name?”, asked Reilly coyly.




    “What’s my wife’s name got to do with ruddy fishing?”, hissed Jack narkily.




    “Jack, if you want to catch fish like me, you have to tell me your wife’s first name.”




    “My wife is called Pat”, says Jack uneasily.




    “That won’t do”, says Reilly. “It’s too short. Where does the name Pat come from?”




    “Patricia. She was called Patricia when she was born. Now what’s this bloody well got to do with fishing?”




    “Patricia won’t do either. It’s too long.”




    “Flaming Nora!”, said Jack. “Will you ever tell me what this malarkey is all about?”




    “Nora. Now that’ll work perfectly, Jack, as long as you don’t mind using that in the formula. Pat need never know.”




    “Reilly, what formula are you prattling on about? Tell me now or you’re going over the side.”




    “Jack, the Corrib trout are not the finest in the world for nothing. They’re also the cutest and are highly sensitive. When they rise to an artificial fly, they sense it immediately and spit it out.




    “To catch a trout on an artificial fly, you’ve got to strike like lightning. To catch a trout on a natural mayfly, however, you’ve got to give the trout a biteen longer. And it’s that biteen longer that my Uncle Stiofáin identified with pinpoint, forensic and laser-like accuracy.




    “Stiofáin was a great man for the ladies, and strictly in the pursuit of science, loved to take them fishing.




    “When a trout would rise to his fly, he’d amorously declare ‘Oh my darling’ (whatever the name of the girl he had in the boat at the time) and then strike.




    “He noticed that, with certain girls, he was more successful hooking fish than with others. When he was with an Anne or a Liz or a Jane – even a Joy – the company might be delectable, but the results were less than perfect.




    “Similarly, when in the company of a Fiona or a Regina or a Jessica, they’d have a great time but the fishing was only mediocre.




    “His favourite girls’ names to fish with were Annie, Sarah and Zara. With girls like those, he became the best angler on the Corrib.




    “You see, Jack, success at dapping is an exact science. Use a girl’s name with just one syllable and you’ll strike too fast. Use a girl’s name with three syllables and you’re too slow. But the sweet-spot is two syllables. It’s that forensic.”




    Just then a large trout swirled around Jack’s mount and gobbled the fly.




    In the sweetest voice you ever heard, Jack crooned, “Oh my darling Nora”.




    Reilly never had to ask for another match ticket.




    INSIGHTS




    • Science and precision play important roles in business and success.




    • Find the precise formula for success and watch your results blossom.




    • Remember never to upstage your client.




    QUESTION




    • What’s your formula for business?
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    THERE’S A DIFFERENCE BETWEEN VISION & SIGHT




    Shoot for the Moon. You might get there.




    Buzz Aldrin




    If your dreams don’t scare you, they’re too small.




    Richard Branson




    Our main business is not to see what lies dimly in the distance, but to do what lies clearly at hand.




    Thomas Carlyle




    Helen Keller once poignantly declared that “the most pathetic person in all the world is someone with sight but no vision”. Reilly always loved the pathos of that quotation, without ever fully realising what it meant.




    That would change one Monday morning in 1993.




    He was presenting a module on presentation skills to a team of Irish business people based in Voronezh in Russia.




    Each Monday, he had the class present on an aspect of social or cultural life that they’d experienced in Russia over the weekend.




    At the time, there was a flourishing trade in ‘blind-dating’, where Western people were introduced to Russian people.




    This particular morning, two young graduates, Sean and Máirtín, both from Conamara, chose to recall their first experience of a joint blind-date in Russia.




    “It was like this”, says Séan. “Myself and Máirtín went to the hotel where we were to meet our two dates. Everything went to plan and we met the two as arranged.




    “And I’ll tell you now without one word of a lie: Máirtín’s date was a vision; mine was a sight.”




    INSIGHTS




    • This crude, if subtle, distinction, inspired Reilly to create two distinct types of goals in SMACHT: Moon Goals and Action Goals.




    • Moon Goals represent what winning looks like. They are the big, aspirational, audacious, someday goals that excite you and scare you in equal measure.




    • Action Goals represent waypoints towards your Moon Goal. They are more predictable, visible and achievable.




    • A classic example of a Moon Goal is the 25 May, 1961 announcement by U.S. President John F. Kennedy, that the U.S. “should commit itself to achieving the goal, before this decade is out, of landing a man on the Moon and returning him safely to the Earth”. When Kennedy said this, there was neither evidence that this could be achieved nor a plan for achieving it.




    • An Action Goal towards achieving this might have been to “have an astronaut orbit the Moon safely and return to earth safely, within the year”.




    • Action Goals form an arc, over time, leading towards the Moon Goal and, at the same time, a set of go/no-go checkpoints as to whether the Moon Goal is achievable at all.




    • In SMACHT, we define Action Goals in terms of a year, month, day and now.




    • So, in order for a business to survive and thrive, you need ambitious, meaningful Moon Goals that both challenge and motivate. And a series of Action Goals that guide you along the way or help you to understand when you need to change course.




    QUESTIONS




    • What is your Moon Goal?




    • What is your Year Goal (that will bring you to your Moon Goal)?




    • What is your Monthly Goal (that will bring you to your Year Goal)?




    • What is your Daily Goal (that will bring you to your Month Goal)?




    • What will you do Now (to bring you to your Day Goal)?
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