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			“A Climb to the Top teaches career climbers how to become exceptional communicators. It is refreshing to see a credible sales leader provide the ‘how-to’ aspects via his ‘Ten Commandments of Great Communicators.’ This isn’t just another business book . . . it’s a hands-on, career Bible that you’ll refer to again and again!”

			Alan Geller

			managing director, AG Barrington, Inc.

			“This profound book reaches into the core of human influence. As a leadership consultant myself, I am constantly looking for ways to inspire other people to achieve greatness. This book is a powerful blueprint for any leader striving for excellence!”

			Dr. Matthew Miraglia

			president, Matthieu Enterprises

			“I have had the distinct honor of attending Chuck Garcia’s seminars as well as collaborating professionally and academically at Mercy College. The central theme that runs through everything Chuck does, simply put is, ‘It’s not what you say but how you say it that makes the difference.’ The demand for excellent communication is a fundamental requirement for virtually all professionals. Every message you convey could be a real opportunity to enhance and support your personal brand and that of your firm. Instant access to technology has profoundly changed audience expectations and behaviors. A speaker’s words are going to be repeated, sometimes broadcasted, and often critiqued immediately, so the stakes are always high. Chuck’s multidimensional, interactive communication model will provide you with the tools to enhance your personal brand, build a strong connection with your audience/constituents, and create effective communication strategies that both inspire and persuade. 

			A Climb to the Top is a must-read for even those who think they’re excellent communicators. Chuck Garcia delivers specific techniques and tools for speakers to use to develop well-crafted and concise messages with clearly defined objectives. His cutting-edge ideas will help you climb to the top. This book will certainly change how you think about yourself as a communicator, how you’re perceived and measured by what you say and how you say it, and how to better navigate through the rough terrains as you climb to the top.”

			Dave G. Kutayiah

			senior vice president of human resources, Clarion Partners, LLC

			 “As a sales professional, Chuck is the greatest inspiration in my life. Effective communication skills are vital in both a successful career and life. A Climb to the Top is a must-read for any individual, as his message is captured in a unique, exhilarating, and memorable way.” 

			Sean Robinson

			sales development representative, Lever 

			“Chuck Garcia trained me in his ‘Ten Commandments of Great Communicators,’ which sparked a personal transformation to become a successful professional at a Fortune 50 company in under two years. I can say with confidence that the skills I acquired from Chuck’s training are the main reason for my success.” 

			Anthony Sicuranza, Jr.

			executive compensation analyst, PepsiCo

			“As a product of what Chuck demonstrates in this book and the classroom, I know that this book will change lives. A Climb to the Top provides readers with the recipe to go beyond their own expectations and beat the odds through the art of communication.”

			Christian Perez

			operations analyst, Morgan Stanley

			“As a physician-communicator, A Climb to the Top teaches the communication skills required to succeed in the current competitive business environment. Chuck’s ‘Ten Commandments of Great Communicators’ has been life changing for me, allowing me to articulate my message to both patients with complex problems and our radio audience seeking insight on health and wellness. Collaboration with Chuck over the past thirty years has allowed me to witness firsthand the communications skills he has sharpened over the years and shares with his readers. As you climb with Chuck, he is by your side traversing you to the summit of success.”

			Joseph S. Galati, MD

			host of Your Health First radio program; Liver Specialists of Texas

			“We retained Chuck as our corporate sales trainer in order to elevate the skill set of our diverse sales and client services workforce in our NY office. Chuck used his ‘Ten Commandments’ as the foundation for the sessions in addition to customized sales techniques and methodology to reinforce the learning experience. Our sales force has embraced what they learned from Chuck, and we have seen an increase to our bottom line as a direct result. With his magnetic personality and powerful communication, Chuck engaged the audience and coached them to a higher level of communicators.” 

			Scott Barrie

			managing director

			Niki Lee

			VP of human resources, Trepp, LLC

			“How does a young professional gain an advantage in such a competitive and fast-paced world? Leveraging Chuck’s ‘Ten Commandments’ will equip you with the tools to become unique, stand out from the crowd, and take your career to new heights.” 

			Ryan Chand

			Fordham University 

			“Anyone looking to advance his or her career should read A Climb to the Top. If you are looking for a career change or greater success in your current role, learning and practicing these communication skills is imperative.”

			Tom Waldron

			vice president of sales, EDR 

			“As engaging as it is insightful, A Climb to the Top combines historic truths with modern techniques to help you advance your message and win over your audience. 

			Whether you’re an executive preparing a presentation for a board meeting or a college student trying to overcome a crippling fear of speaking in front of classmates, A Climb to the Top is a must-read for anyone wanting to become a more persuasive communicator. Chuck’s conversational prose and engaging style will leave you excited and prepared for your next presentation.

			From harnessing the power of a well-told story to seeing the benefit of speaking without a podium, each chapter is packed with irrefutable principles brought to life by clear and illustrative examples.”

			William Dodd

			University of Texas at Austin

			“Chuck deeply understands the vital link between compelling communications and driving business results. Every aspiring business manager who wants to build credibility with their clients and teams needs to read A Climb to the Top.” 

			—Brenton Karmen

			global head of terminal sales, Bloomberg

			“Under his mentorship, I have seen the transformation of his students who emerge looking, acting, and speaking like leaders. His spirit as a professor is one of a top artisan with a singular focus on the perfection of his craft, and each of his lectures bears his unique signature.”

			Dr. Ed Weis

			dean, Mercy College School of Business; former managing director, Merrill Lynch 

			“I have been privileged to know Chuck Garcia his whole life. A Climb to the Top is, like its author, eminently helpful, practical, and thoughtful. After a remarkable career building teams and helping top Wall Street firms succeed, Chuck is now turning his skills to helping others make the journey themselves. Every page of this book has something that will help you build trust, inspire loyalty, and lead effectively. It is chock-full of tips, techniques, and tactics, all told in a compelling and accessible way. I have already made it required reading for my students and clients. I know you will get a lot out of it.” 

			Helio Fred Garcia

			author, The Power of Communication: Skills to Build Trust, Inspire Loyalty, and Lead Effectively; executive director, Logos Institute for Crisis Management and Executive Leadership; adjunct associate professor of management and communication, NYU

			“Chuck Garcia is a gifted salesperson, coach, and communicator. I was very fortunate to have a chance to learn from him firsthand while we were working together in financial technology. His book, A Climb to the Top, has taken many of his best lessons and distilled them down to their essence, giving you tricks, tools, and skills that will help you communicate with greater clarity, impact, and credibility. Whether you are marketing to the Fortune 500, raising money for your startup or—most difficult of all—attempting to convince your ten-year-old daughter to finish her piano practice, A Climb to the Top is a must-read for anyone looking to gain influence and change behaviors.”

			Dave Zweifler

			end-to-end lending solutions marketing leader, D+H
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			This book is dedicated to Frederick C. H. Garcia, my dad and the best teacher I ever had. 
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			by Dushyant Shahrawat

			It was October 1999, the height of the Internet boom, and I was at the Le Meridien hotel (now the Langham) in Boston listening to a splendid speaker talking about Bloomberg’s position in the market and giving listeners a firsthand account of how Internet technology was impacting financial markets. When I asked someone who the impeccably dressed, well-spoken, and impressive speaker was, I was told he was Chuck Garcia, a well-recognized Bloomberg marketing executive. Little did I know that in time, we would become good friends, get to know each other very well, discover that we had a very similar upbringing living amidst the military, or that seventeen years later, I would be writing the foreword to Chuck’s first book on a topic so dear to both our hearts and about which he has tremendous advice to offer.

			I have two decades of experience in financial services, having worked at financial institutions, technology firms, and for the last decade as an analyst covering Wall Street and the investment industry. I’ve been privileged to speak at thought leadership events across twenty countries. I have been widely quoted in the press, interviewed on TV, and been a Fellow at MIT’s Sloan School of Management. After interacting with innumerable executives and business leaders, I have learnt that effective communication is the prerequisite of great leadership and of professional success. Furthermore, good communication skills are not only vital for a successful career, but they also greatly improve personal relationships and enrich your soul. You see, we think people judge us by our intentions, but they actually judge us by our actions and words—by our ability to communicate.

			I applaud you for taking the time to read this book, and I promise it will be a serious investment in your future. Let me also assure you that you can’t have a better guide through this journey of discovery and self-improvement, than my friend Chuck Garcia. He is one of those rare individuals who possesses a blend of enormous experience, deep insight, and great humility. This book is his gift to us all, sharing crucial lessons of effective leadership and communication, skills he learnt and honed over a long and successful career.

			Contrary to what you may think, effective communication is not God gifted or a natural-born ability but can be studied, practiced, and mastered. This is especially true for public speaking, as many examples in this book describe. Chuck does a remarkable job of making the tips, tricks, and tactics of public speaking accessible to all of us, and I urge you to take serious note of this book’s valuable lessons, which will guide to becoming an exceptional communicator.

			Authors write books for many reasons, but Chuck’s motivation is special. It is a deep desire to share his wisdom with us all, to give back—especially to younger people—crucial lessons he has learnt about leadership, communication, and public speaking.

			Please read on, and enjoy ascending the mountain with Chuck . . .
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			Introduction

			“It is the ultimate wisdom of the mountains that a man is never more a man than when he is striving for what is beyond his grasp.”

			—James Ramsey Ullman, climbing historian

			May 28, 1953. It was twenty-five degrees below zero Fahrenheit. Altitude: 27,500 feet. Two men, Edmund Hillary, a beekeeper from New Zealand, and Tenzing Norgay, a mountaineer from Nepal, pitched a tent in preparation for their next milestone. The following morning, after a freezing, sleepless night, they left high camp and proceeded to climb. Fighting through snow, winding along a ridgeline with drops of over 3,330 feet on either side, they scrambled up steep, rocky steps and navigated a sloping snowfield on their way to the world’s highest peak.

			Wedging himself into a crack in the mountain face with the summit in sight, Hillary inched himself up to what was thereafter known as the Hillary Step. He threw down a rope, and Norgay followed. At 11:30 a.m. on May 29, 1953, the climbers stood on the top of the world and did what eleven prior expeditions failed to do. They achieved what had been considered the unachievable. Since that historic day, more than four thousand people have scaled their way 29,035 feet above sea level to the summit of Mount Everest.

			You can watch a recreation of this event in Beyond the Edge, a 2013 docudrama about their monumental ascent. The event stunned the world and inspired many people to seek goals beyond their wildest imaginations. The story is about ordinary people achieving the extraordinary. It’s also a lesson on cause and effect, risk and reward, conflict and triumph. Asked about the significance of this remarkable accomplishment, Hillary humbly said, “It’s not the mountain we conquer but ourselves.”

			If you watch this or any other film on the topic, you’ll notice the journey begins at a place called base camp. It’s a staging area to assemble supplies, bond with your team, and mentally prepare for the challenges ahead. Ready to confront your fears and embark on the unknown, this feels remarkably similar to a career ascent.

			Mountains are not climbed alone; neither are careers. They depend on the generosity you’re willing to extend to your colleagues, known as the Law of Reciprocity.

			It’s a universal understanding to explain that in order to create success, extend help to others along the way. They in turn will assist and inspire you to reach your career summits.

			[image: ]Mountaineering is also a metaphor for the way we climb the corporate ladder. In both cases, we set a goal, take one step at a time, and collaborate our way to the top. We bring our own ability, motivation, and mind-set on the way up. Having worked in high-performance cultures, one other observation about career climbing became evident. No matter what your job is, success will be determined:

			
					5 percent by your academic credentials;

					15 percent by your professional experiences;

					15 percent by your natural ability; and

					65 percent by your communication skills.

			

			As a leadership-communication coach to organizations worldwide, my mission is to help people exceed their own expectations. While there are many ways to develop these capabilities, my approach is to take the wisdom, tactics, and approaches related to persuasive communication I’ve learned over the years and impart those skills to others.

			The goal is to set high expectations for clients and students, challenging them to push out of their comfort zones. The character John Keating, played by Robin Williams in the movie Dead Poets Society, is my role model. He encouraged his students to be authentic, innovative, and to find the courage to plot their own career paths. I work to embody the timeless core values expressed by the Keating character, which remain as compelling today as they were when the movie was released in 1989.

			
					We must constantly remind ourselves to look at things in a different way.

					No matter what anybody tells you, words and ideas can change the world.

					Strive to find your own voice because the longer you wait to begin, the less likely you are to find it all.

			

			Despite evolving management theories, differing corporate cultures, and various product lines, there is one common thread that weaves its way through today’s economy: the top jobs go to the most compelling communicators. By committing to learn and apply the Ten Commandments of Great Communicators, the foundation of this book, you have taken the first step on your journey to the summit.

			Climbing and public speaking also underscore the battles we fight in our minds as we seek to define the meaning of success. They tap into the deepest understanding of ourselves and help us realize the importance of tenacity in pursuit of success. As General George Patton once said, “I don’t measure a man’s success by how high he climbs but how high he bounces back when he hits rock bottom.”

			As you learn to apply these principles, many will seem unnatural, uncomfortable, and awkward. Public speaking brings fear and frustration to many. Rarely do these skill developments happen spontaneously. Like climbing a mountain, your ability to speak powerfully brings a new set of struggles. In both cases, it’s in the act of overcoming challenges where professional and personal growth occurs.

			Consequently, this book is not just about communicating or climbing your metaphorical mountains. It’s about you and your success—and the recognition that it’s rarely a straight line to the top. You’ll zig and you’ll zag recognizing that these tools and tactics will help you to keep moving up.
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			The book is also a series of “how-to” lessons and a call to action to learn these techniques and put them into practice. As you contemplate the challenges that lie ahead, look to the mountains for inspiration, and reflect on these wonderful words of wisdom to propel your career to new heights:

			“Challenge is the core and mainspring of all human activity. If there’s an ocean, we cross it; if there’s a disease, we cure it; if there’s a wrong, we right it; if there’s a record, we break it; and, finally, if there’s a mountain, we climb it.” 

			—James Ramsey Ullman, climbing historian

			Welcome to A Climb to the Top. It is a privilege to be your guide on this journey of self-discovery and professional development.
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			Chapter 1

			Primacy/Recency Effect: Begin with the End in Mind

			“How much does your life weigh?

			Imagine for a moment that you’re carrying a backpack. I want you to feel the straps on your shoulders. Feel ‘em? Now I want you to pack it with all the stuff that you have in your life. You start with the little things: the things on shelves and in drawers, the knick-knacks, the collectibles.

			Feel the weight as that adds up. Then you start adding larger stuff: clothes, tabletop appliances, lamps, linens, your TV. The backpack should be getting pretty heavy now. And you go bigger. Your couch, bed, your kitchen table. Stuff it all in there. Your car, get it in there. Your home, whether it’s a studio apartment or a two-bedroom house. I want you to stuff it all into that backpack. Now try to walk. It’s kind of hard, isn’t it? This is what we do to ourselves on a daily basis. We weigh ourselves down until we can’t even move. And make no mistake, moving is living.

			—Ryan Bingham, Up in the Air

			Played by George Clooney in the movie Up in the Air, Ryan Bingham, a corporate downsizing expert, flies around the United States to fire people. He’s the kind of businessperson who feels more at ease at an airport than in his own home. In his quest to help these recently unemployed people find new jobs, Bingham delivers a speech called “What’s in Your Backpack?”

			The character argues that commitments and possessions slow us down. Get rid of them, he says. We’re better off without them. He’s not only speaking about material things but also our backgrounds, prejudices, and past experiences. These can be more debilitating and make it even harder for us to move ahead.

			Think about that speech for a moment and what makes it so memorable. Instead of opening his speech with a statement, he poses a thought-provoking question. “How much does your life weigh?” And then through the use of a metaphor—that brilliant symbol of a backpack—he provokes his audience to think about their lives in an entirely new way.

			Every member of his audience can relate to Bingham’s words on a personal level. He knows, even before he delivers his speech, that every person will answer the question he’s posing in a way that’s uniquely meaningful to them.
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