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Advance Praise for WHEN BUSINESS IS LOVE



“LEADERS AT ALL LEVELS—in every workplace, not just the corporate world—will benefit from reading and internalizing the core messages throughout Jan Ryde’s When Business Is Love. Ultimately, we all benefit when we create a ‘Working Together’ leadership, management system, and its culture of love by design to create value for all the stakeholders and the greater good.”

—ALAN MULALLY, former Senior Vice President of the Boeing Company; President and CEO of Boeing Commercial Airplanes; President of Boeing Information, Defense, and Space Systems; and President and CEO of the Ford Motor Company

“EVERY GREAT COMPANY ends up being a reflection of the personal vision of a leader. Jan Ryde’s remarkable tale of self-development and his creation of a belief system that defines Hästens has transformed what was once a saddlemaker into one of the world’s most unusual and respected companies. This book is well worth reading, if only for the simple pathways we can all attempt to follow.”

—CLIFF EINSTEIN, Chair Emeritus, The Museum of Contemporary Art in Los Angeles

“JAN RYDE’S BOOK should be a required text for every Family Office or MBA program, illuminating the successful intergenerational path of one of Europe’s most beloved companies and the values that serve as its compass.”

—GARY R. PICKHOLZ, Jerome A. Chazen Scholar, International Finance, Columbia Business School

“I’VE BEEN A FAN of Hästens for years and now I’m a fan of Jan Ryde. Brain science has awakened us to the critical importance of sleep—both for mental health and mental acuity. Yet the extraordinary quality of a Hästens bed is surpassed by the values and culture that define the company. Jan Ryde sees love as the defining principle of his life and work and wants not only to elevate the way we sleep but to elevate the way we live. This book is not only the story of a bed designed and made by love, but a company fueled and driven by love.”

—ERWIN RAPHAEL MCMANUS, Founder, McManus Mastermind and author of Mind Shift

“THE END RESULT of any product always begins with the leader of the organization creating that product. Hästens comes as close to perfection as possible because it begins with CEO Jan Ryde himself. Jan’s approach to leading Hästens is more than just a ‘leadership style’—it is a way of being. His love for his company, his people, his clients, and the end products is infectious. Jan’s love for creating the world’s best sleep spreads organically from the designs to his people inside his organization, including his two sons who are also leading Hästens to building each and every bed that comes out of his manufacturing facilities in Sweden. To create a better world through better sleep is not just the CEO’s dream, it is a passion shared by Hästens’s global team. Jan Ryde is a once-in-a-lifetime leader whose company truly runs on love, which is manifested in every Hästens bed and this beautiful book.”

—FERRIS RAFAULI Designer and Artist

WHAT A GREAT INSPIRATION and reminder of the boundless possibilities that await us! Just what I needed to hear in this moment of my journey when I want to make significant changes in my life. And to have a life where everything I am capable of becomes possible and more.

—VIRPI HELENA VARJONEN, International Business Leader and Consultant

“SLEEP IS AND HAS ALWAYS BEEN an integral part of my performance and recovery. So much so, that one of my very first investments after winning a big tournament was a Hästens bed. Jan’s business is very much the definition of labor of love, and it comes through in every thread of his work.”

—MARIA SHARAPOVA Tennis Champion Ƅ Entrepreneur

“WHEN BUSINESS IS LOVE is a wonderfully personal account of the values, beliefs, and principles that guide Jan Ryde’s leadership at Hästens. While the book is a captivating story about how a struggling local family business at the brink of bankruptcy has become a thriving global premium producer of high-end beds and mattresses, it is not your usual management book. Jan Ryde outlines a philosophy that is not only about business; it is about life.”

—PROFESSOR MATTIAS NORDQVIST SEB Chair of Entrepreneurship and Family Business, Director, Center for Family Enterprise, Stockholm School of Economics, House of Innovation
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Foreword






DEAR READER,

Bring your notebook and your highlighter because there is a lot to learn here. The story you’re about to read is about building the future and leaving a legacy. Read as Jan Ryde, fifth-generation family member, tells the legacy story of Hästens. They say that most companies don’t make it past the first generation. Here’s one that has lasted five generations and over 170 years. That, in and of itself, is quite a story, but this book offers more. Jan takes you on this journey of how the legacy was passed down and, more importantly, how you can create a company that has an incredible legacy to be passed down for generations to come.

Love, love, love—the Beatles had it right. Everything is love. And when you start with this powerful idea, things flow from there. Hästens has believed in love since its inception. The idea of loving what you do started with Pehr Adolf Janson, the founder of Hästens. He was a master craftsman who made the best saddles and then beds for his community that he could. He established this love for his mastery. You see, when you’re a master, you put your heart into it. The idea that he couldn’t put anything but his best foot forward for his community was something that his spirit couldn’t let go of. If he made a poor saddle or bed, the community would know it. Not only would his reputation be ruined, but most importantly, his inner being understood that he could not do anything but his best. And that heart, that spirit, that love have been passed on from generation to generation.

Hästens’s singular mission is to make the world a better place, to spread love, to make this world more joyful, abundant, and peaceful by creating the most wonderful beds in the world. Hästens sells beds of unparalleled quality—beds that make people feel happier and love themselves more, and that makes the world better. What matters to it is the quality of love and joy its beds bring to the world.

It all starts with learning to be present. When you are present, you become more aware. You’ll see you have choices, and the choices you make will make your life. Hästens teaches and reaffirms this with each associate. They teach that people have the power to make their lives abundant through their powerful connection to their higher source within themselves.

Hästens’s principles run parallel to the Fish! philosophy. They both share a common understanding that we are all human beings, not just human doings. Being present to one’s inner-life source is crucial. Understanding that you always have choices in your life. You can choose how you show up, living in intention. Hästens understands the power of reawakening your childlikeness, your curiosity, your sense of wonder, all of which lead to innovation. Both philosophies discuss kindness and how it important it is to brighten the lives of your partners, your teammates, and your customers.

Hästens has created its own category. It doesn’t consider itself to be in competition with other companies. It focuses on its own metrics of quality, craftsmanship, mastery, love, service, and making the best possible beds to enrich the lives of their customers, period.

As Jan explains, why waste time comparing? Just focus on abundance, love, peace, and joy. Hästens sees itself as an ambassador of abundance, here to make the world a better place. When you look at the world through this lens, you don’t worry about what others are doing. Hästens associates see themselves as creators, and every day they are only competing with themselves to improve their own mastery. That’s how the best gets even better. And although it doesn’t compare itself to others, any company that puts this much love into its products is lightyears ahead of the rest of the businesses that just make products to sell.

Hästens has mastered the concept of alchemy. It has taken something seemingly ordinary, a bed, and made it extraordinary! This is the journey Jan wants to take you on: How to look at your life and work and make them extraordinary.

If these ideas appeal to you, then you’re a “blue check person” too.

Welcome to your new possibilities!

John Christensen

CREATOR OF THE FISH! PHILOSOPHY

Coauthor of Fish! A proven way to boost morale, and improve results

A BESTSELLER WITH OVER SIX MILLION COPIES SOLD





A Note to the Reader






DEAR READER,

Although we have never met, I already love you unconditionally! My purpose in this book is to offer you some new ideas about bringing more love, joy, peace, humility, gratitude, and abundance into the world.

It is my great joy to share with you the story of a company whose name you might not recognize. We are a brand whose products are sold worldwide and which has existed for more than 170 years. Yet in many ways, we have stayed “under the radar” when it comes to talking about ourselves. You could say that we like our products to do the talking for us!

I recently realized that the time was right to explain our philosophy of life, our approach to business, and our thinking about how to create amazing products for amazing people. And so, this book came into being.

I began my career at Hästens after having been a doctoral candidate at the Linköping Institute of Technology. I was an associate professor, teaching the normal business school curriculum. And then, over a period of time, God or a higher power—call it what you will—made me aware of certain principles or laws of nature that weren’t part of the traditional curriculum. It soon became clear that we at Hästens could apply these principles in our family business and achieve positive results.

When I left the university to come to Hästens—the company founded by my grandfather’s grandfather in 1852—our revenue, which is derived from selling beds to consumers via retail partners, was about 1.8 million Swedish kronor. I told myself I would write a book about the ideas I had been exposed to when we passed one billion Swedish kronor in revenue, which is just over $100 million in US dollars, I knew that when we reached this milestone, the time would be right to share with the world the principles I had been granted access to by that higher power. Since we recently reached that goal of one billion Swedish kronor in sales, now is that time.

I don’t think of the principles in these pages as scientific in nature, although perhaps they are. Instead, I think of them more as ingredients in a recipe. You might not expect to use these particular ingredients when managing a business enterprise, as they include love, joy, peace, gratitude, humility, mastery, abundance, and success. But when you put these ingredients into what you are creating, you get the same awesome results every time. It’s like having a favorite recipe for chocolate cake! As long as you follow this recipe, you will always have wonderful chocolate cake coming out of the oven! And so it is with these principles. If you apply them, I promise you that the results will be fantastic.

These principles work here at Hästens and have worked for the hundreds of businesses I have since had the privilege of coaching or guiding. These companies have grown, seemingly effortlessly, by following the “recipe” I am about to share with you. My aim is for you to enjoy the same wonderful benefits.

Before I started to write this book, I wondered, Who would believe that you can really run a business on love? That’s why I waited until we had passed that billion kronor mark. There’s something almost magical about a big round number like that! And now that we have crossed that threshold, and have grown Hästens more than 50,000 percent, the timing has never been better.

The intention of this book is to spread love, joy, peace, and abundance to serve, guide, and support humanity so we may all have better lives, enjoy more love, experience more joy, and feel more peace. My purpose is not just to make your life better. My purpose is to make the entire world a better place. When love, joy, peace, and success are abundant, everything is easier. I know this sounds like a message that might have been written in the 1960s. It’s certainly not the hard-nosed approach to commerce one often finds in traditional business books. But that’s because we are not a traditional company! As you will discover in the following pages, we are a family business that started six generations ago, guided by the principles the higher power has shared with me.

One of my favorite books is Think and Grow Rich by Napoleon Hill. In the introduction to his book, Hill explains that there are secrets hidden in plain sight within every one of his book’s chapters. If you find the secrets, success, abundance, and joy will be yours. You could say the same thing about this book! The secrets are right here, hidden in plain sight. I urge you, as you read each chapter, to uncover the step-by-step recipe that has worked for us and so many other businesses and apply it in your personal life as well as your professional life, so more abundance, more love, more joy, more excitement, and more peace will be yours for the tasting!

With love and gratitude,

Jan Ryde

KÖPING, SWEDEN, SEPTEMBER 2023





CHAPTER 1 Can You Really Run a Company on Love?






WE ARE HÄSTENS, and we have a singular mission: to make our world a better place by creating the most wonderful beds in the world. We sell our beds in more than fifty countries on five continents. We believe that our name is synonymous with the utmost levels of mastery and craftsmanship. Hästens holds a unique place in people’s hearts and minds because our vision, passion, and intense devotion to quality result in beds that are like no others—gorgeous beds designed for peaceful, restorative sleep that can create health and happiness.

You may wonder how Hästens is able to sustain the unique position it holds in the minds of consumers worldwide, how we command premium pricing for our products, and how your company can do likewise. It’s not actually that complicated. You just commit to creating the most value possible for your customers. You stay focused on that goal. And you don’t worry about what the competition is doing. Of course, Hästens has an extraordinary history. But despite being a 170-year-old firm, we think and act like a start-up. Most importantly, though, we operate our business on a unique premise.

That premise is love.

Hästens, quite simply, runs on love—love of people, love of our products, love of mastery and fine craftsmanship, and love of our mission to create happiness for people worldwide. You might think that sounds rather corny or silly. What business really can run on love? Well, Hästens does! You can feel love’s presence and its remarkable effects when you visit our factory and offices in Köping, Sweden. In ever more locations around the world, you can also feel it from the moment a warmly smiling team member picks you up to drive you to a Hästens store. And you’ll certainly feel it when you lie down on one of our magnificent beds and breathe a sigh of comfort and pleasure.

The most critical resource that we use in running our company is love. In fact, we believe that love is the only way to run any business. That’s right. You, too, can run your business on love, and thereby enjoy a level of success that’s unimaginable for those who are stuck in the conventional business operational mode of furiously running on a hamster wheel—and never getting anywhere.

In many ways, Hästens has a lot in common with Apple Inc., a like-minded company that operates in much the same way we do. Both companies work tirelessly to create exceptional products with which to delight customers. Everybody else in our respective fields make commodity products as cheaply as they can manage. Apple and Hästens create unparalleled, high-value products—products that people fall in love with and develop fierce loyalty to.

Because of this dedication to constantly improving our high-quality products, Apple and Hästens each have an intensely devoted fan base. Later in the book, I’ll tell you the story of how Hästens has been inspired by Apple in how to run companies where people love to work, making products that people cherish.


Hästens Values Run Deep

To understand how Hästens runs on love, let me take you back to our very beginnings, 170 years ago. There’s no better place to start our journey than with the life of the company’s founder, a devoted family man who overcame severe hardships with an unwavering vision and commitment to hard work, quality craftsmanship, and service.

My grandfather’s grandfather, Pehr Adolf Janson, was born in 1830 near Köping, Sweden, and grew up in extreme poverty. Crop failures and other misfortunes led to widespread hunger and starvation in Sweden at several points during the nineteenth century. During this period, more than a third of Sweden’s population fled the hardships and migrated to the United States. By the time Pehr Adolf was seven years old, his parents had seven children. Two years later, on Christmas of 1839, his mother died, leaving his father to care for those children on his own.

Remarkably, Pehr Adolf’s father somehow managed to keep the family together and raise all the children himself. In the process, he came to the conviction that to provide an abundant life for one’s family, it was necessary to master a craft. “I want you to be better than me,” he told his children. “To learn and master a profession of your choosing that will let you give people something they need. And by doing so, you will always be able to look after the ones you love.”

With this idea instilled in him, Pehr Adolf became an apprentice to a master saddler at age eighteen. He began learning to make fine leather saddles as well as beds and mattresses. The making of beds was, at that time, part of the saddler’s trade. Earning this apprenticeship was a huge accomplishment for Pehr Adolf, as such trades tended to be near monopolies then. Craftsmen closely guarded their secrets, choosing their apprentices very carefully. To work as a master saddler in that day and age required a certificate issued by the king of Sweden.

Driven by a determination to avoid the starvation and deprivation he experienced as a boy, Pehr Adolf applied himself diligently to his apprenticeship. On March 22, 1852, he received his Letter of Mastery, authorizing him to practice his chosen trade. He soon moved to Hed, a little village just outside the town of Köping, west of Stockholm, where he set up shop as a master saddler. By this time, he was married, with four children—Adolf Fredrik, Ida Elisabeth, Per Thure, and Karl Ludvig. Pehr Adolf was meticulous and hardworking. He loved his craft, loved the saddles and beds he made, and loved the people he served. Because his business was also rooted in love, it grew and prospered throughout the second half of the nineteenth century.




Passing the Torch

Following in his father’s footsteps, Per Thure Janson took over the family business in 1885. He was soon faced with a challenge to the family’s prosperity—the rise of the automobile. Per Thure recognized that demand for saddles would soon decline, and he’d be forced to adapt to changing times as technology advanced. So he pivoted, eventually turning the company’s focus toward beds and mattresses. Our bookkeeping records, dating back to the nineteenth century, tell quite a story. We have found that more than one thousand beds made by our company over fifty years ago are still in use. In fact, the oldest bed still in use today was purchased from our company in 1902! Our family’s passion for fine craftsmanship and continual product innovation soon elevated the company to the top of its field. To the best of my knowledge, Per Thure’s company is the oldest remaining company on the planet to still make beds with handmade mattresses that are stuffed with real horsehair.

By 1917, the family business was in the hands of Per Thure’s son David (my grandfather), who had apprenticed under his father, just as Per Thure had learned from Pehr Adolf. David took the company in a new direction. Instead of the prior model, a master working with apprentices and journeymen to create products, David scaled up the company, moving to a factory model, but maintaining the focus on quality craftsmanship.

Now, carefully trained workers turned out high-quality beds, mattresses, and bedding. Hästens was operating as a business. David established our first trademarks. He was also the first in the family to buy a motor car. Owning a car deepened his conviction that the market for saddles was about to decline precipitously.

My grandfather David deserves the credit for focusing the business on making outstanding beds while maintaining the family devotion to quality. The enterprise was given the name Hästens, derived from the Swedish word for “horse.” In midsummer 1917, the first Hästens logo was created by David’s cousin, an artist named Paul Janson. That logo featured a horse, both as a nod to Hästens’s origins in Pehr Adolf’s saddlery business, and because horsehair was—and still is—the signature material in our upholstery.

In a Hästens bed, each horsetail hair becomes an amazingly resilient curled strand that functions as a tiny spring. Together, hundreds of thousands of these soft springs cushion the sleeper’s body, complementing the work of our internal spring systems. Another benefit of horsetail hair is that it can breathe. Beds and linen made from synthetic materials can block ventilation, trapping heat and causing the temperature to rise under the blanket. This can result in restless sleep.

Horsetail hair has unique properties. Every strand is hollow, like a tube, and the diameter of this tube is perfectly suited to create a capillary effect. This means that the horsetail hair, prepared in our unique manner, transports moisture with fantastic efficiency. In our experience, it keeps everything dry, which prevents the bed from getting too hot. The opposite appears to happen in a bed made with synthetics or foam because these artificial materials are isolators—and trust me, that is not good when you want your best sleep.

Not just any horsehair will do, however. If you are committed to excellence, the quality of the hair matters. It must be carefully selected, washed, boiled, spun, scorched, and cleaned to bring out the proper filling properties. Because of this, it is difficult to find horsehair of adequate quality—and in sufficient quantities—to meet demand and to maintain the high standards that make a Hästens bed the highly desirable product that it is.

David and Per Thure solved this supply problem by starting their own horsehair processing mill and traveling the world in search of first-rate materials. They were obsessed with quality, and when they determined that the best horsehair came from Arabian horses, they went all the way to Egypt to source horsetail and bring it back to Sweden. Since those days, nearly a century ago, we have garnered much more expertise regarding the hair that comes from different horse breeds. We now use a unique, proprietary mixture, which is the precise combination of hair needed to create the high level of quality that goes into a Hästens bed.





A New Home for Hästens

By 1924, the little village of Hed was no longer big enough to serve as a suitable location for the Janson family’s rapidly growing business. The logistics of importing twenty metric tons of Egyptian horsehair to this bucolic hamlet each year were becoming increasingly fraught. David considered moving the company to Stockholm, until love intervened and guided him in a different direction. He met and fell head over heels for a woman named Astrid, and ultimately established Hästens’s new headquarters in her native town, Köping. A year later, Astrid gave birth to the couple’s first child—my mother, Solveig.

In 1946, David met with British architect Ralph Erskine and commissioned him to build a new Hästens facility. David’s vision was to build a “dream factory”—a workplace that appealed to people’s aesthetic sensibilities, rather than merely serving as a warehouse for an assembly line. This untraditional factory, to be built in Köping, was one of the first that Erskine designed in Sweden, and since that time it has become an iconic architectural landmark.

In 1998, Erskine returned to Köping to expand the building he had designed more than fifty years earlier. As we walked through the factory, he and I had a moment together that I still cherish. He stopped me, touched my shoulder, and said, “Jan, it feels the same as when I was walking here with your grandfather fifty years ago—the feelings of peace, love, joy, and abundance.” Yes, time had passed. Technology and the factory design had progressed. Yet the experience of working at Hästens and the values by which we live and work remained the same, half a century later. I truly love the fact that this feeling persists and that we still operate today as we did back then, as attested to by the architect who designed the factory many years before I was born.




Facing Challenges

After Per Thure died in 1926, control of the company went to my grandfather David and his sister. Because the family did not agree on all aspects of how to run the business, growth plateaued in the 1950s. After a series of heart attacks, my grandfather didn’t have the strength to continue to run the company in the way it needed to be run, and the business started to deteriorate. All of this would have been quite enough for David to have on his plate—but then he discovered that his sister’s husband had been embezzling small amounts of money from the company since the 1930s. My grandfather intended to report the matter to the authorities, until he was stopped by an appeal from his mother. “You can’t go to the police,” she told David. “It would be terrible for the family.”

So my grandfather let the matter drop, which may have been necessary to maintain family cohesion, but at the same time, it contributed to the difficulties faced by his business. Those difficulties were exacerbated when the next generation—David’s sister’s children—took over their parents’ share of the company. They began to oppose nearly every decision David made. This constant conflict made David’s working life miserable and helped drive the company to the brink of bankruptcy.

Fortunately, one of the values we uphold at Hästens, and in our family, is the ability to learn from negative experiences. The lessons we derived from this difficult period have been a blessing to every generation of our family since then. We understand profoundly that internal power struggles are poison for any family business. Because our fortunes are linked, all family members must work together to build a solid foundation of mutual service, love, and peace.




Almost Lost

When David died in 1963, my parents, Jack and Solveig Ryde, with support from my aunts Ethel and Yvonne, took over his share of the business. By then, Hästens had become pretty much worthless, at least on paper. The other branch of the family tried to sell the company. It was futile; no one wanted to buy it. Besides the problems caused by family strife, there were other reasons the company had lost so much value by the 1960s. A worldwide fascination with technology and speed was growing. Making handcrafted goods from natural materials was now deemed old-fashioned and passé.

In the early 1960s, people wanted inexpensive goods, which necessitated using second-rate materials and mass production techniques. Yet Hästens was never about mass production. Then, as now, we had a proud tradition of master craftsmanship. Unfortunately, few in the ’60s were interested in tradition—so in the eyes of the marketplace, Hästens wasn’t worth a single krona.

Of course, we never felt that way. My parents and my two aunties didn’t want to sell the company. They wanted to buy out the stakeholders in the other branch of our family. Because of the company’s low value, however, they couldn’t borrow the money they needed—no bank wanted anything to do with Hästens. Undeterred, Jack and Solveig managed to borrow money from friends. So many people contributed that my parents were able to raise the 1.8 million Swedish kronor they needed. They took over the company after I was born.

It wasn’t easy. My parents’ struggle to gain full control of Hästens took a couple of years. In the end they were successful, and their triumph was a blessing. To this day, I am grateful to my parents for saving Pehr Adolf’s business and returning it to the control of the original family line.

Sadly, the other side of the family soon started to compete with us. Every Christmas, one of my mother’s relatives would get very drunk and call my father on the phone to tell him, “This is the year we are going to make you go bankrupt.” This was something of an annual New Year’s resolution for him, I think! When I was old enough, I became aware of this strange family dynamic, and eventually I became accustomed to it.

“Who was that calling?” I would ask.

“Nobody important,” he would answer. “It was just someone with his usual New Year’s promise to take us out of business.”

And that’s how I grew up.




Keeping the Dream Alive

The 1960s were tough for Hästens. Business kept shrinking, yet somehow my parents managed to keep the company alive, along with the Hästens unwavering commitment to quality. My father, Jack Ryde, had a talent for design, and he began working with different kinds of checkered patterns. He fine-tuned the proportions and colors of these patterns, and by the late 1970s, he had devised the iconic look that would revolutionize our brand.

Close your eyes and think of Hästens. You see a blue check pattern, don’t you? It wasn’t always this way, though. That iconic pattern actually arrived on the scene 126 years after the company was founded. My father’s stunning blue check pattern was first presented at the Stockholm Furniture Fair in 1978.

Jack had the soul of an artist. As he saw it, a Hästens bed was never meant to be a silent fixture in a darkened room. He wanted to give the bed a bold voice, and to do that, he flew against the prevailing winds when it came to the color scheme. The 1970s were a dark time in the world, what with terrorism, kidnappings, and oil price shocks. The prevailing color palette was brown, orange, and avocado green. (Look at pictures of homes from that era—you’ll see what I mean.) Jack’s design was fresh and original. It carried joy and positive energy, a sharp contrast to the headlines of the era.

In the years since then, those blue and white checks have become synonymous with Hästens’s brand identity. Blue and white—a bold demand for a new way of looking at and experiencing the world. Those unattractive brown, orange, and avocado shades made way to a feeling of freedom and a timeless iconography that would forevermore distinguish Hästens from its competitors.




Love, Quality, and Hästens Endure

In 1987, we were the smallest of fourteen different companies making beds and mattresses in Sweden. By 1992, we were outselling what had been the biggest and nominally the most successful premium brand by a factor of five to one whenever both were available in the same stores. By the late 1990s, our domestic growth had exploded.

Around the same time, our exports began to take off as well. The hard times we’d endured during earlier decades were now well and truly behind us. We no longer had any competition to speak of because, by then, we were beyond competition.

We focus on quality, not on what others are doing, because we aim for the sky and seek to serve an even higher good. When I lie in a Hästens bed, it feels like I’m floating. My organs can breathe, relax, and reset. This is wonderfully restorative, refreshing, and deeply restful. When I fall asleep in the evening, I never wake up until morning. I sleep well, and as a result, I function better and more happily during the day. We’re selling better sleep, but we’re really helping people create better awake time. Often people don’t know that they are sleeping poorly because they have never slept well. All people know is that when they sleep better, they feel better—their minds are sharper, and their days are filled with more joy.

We believe that the quality of a Hästens bed is incomparable, which explains why Hästens, out of all the manufacturers of beds in Sweden, was made Purveyor to the Royal Court of Sweden in 1952. The following year, the king of Sweden made an official visit to our new factory, for which we remain very grateful. Since that time, we have remained purveyor and delivered at least fifty beds to the royal palace. (I’ve had the pleasure of meeting the current king several times. King Carl XVI Gustaf is a loving, caring man, full of warmth and humor.)

Consumers are intelligent, and they have told us that they’ve noticed there aren’t many differences among most other mattress brands. They all look pretty much the same. It would seem to us that they are the same. The huge difference for Hästens is our willingness to dive into the spirit of our products and feel their essence, as unusual as that may sound.

When I only look at a thing, I will never be able to get in touch with the whole spirit of it. Diving into the spirit of something means I am able to sense its entire existence, to get in touch with its vibration and with what it radiates. This is the key to creating the best possible products.

Because of its role in the critical biological function of sleep, the essence of a bed appears to be deeply intertwined with a person’s well-being. Not just their sense of well-being—their actual physical well-being. Sleep is much more important than many people realize. People who sleep well live up to twenty years longer than those who sleep poorly. With sleep deprivation, the brain becomes cognitively impaired. That’s as true with short-term sleep loss as it is in cases of chronic sleep disorders. You literally lose IQ points when you don’t get a good night’s sleep.

Studies suggest that losing just an hour of high-quality sleep has the same effect as being slightly drunk. In fact, being awake for eighteen consecutive hours is equivalent to having a blood alcohol level of 0.05 percent. If you’ve been awake for twenty-four hours, your level of impairment doubles, shooting up 0.1 percent—well over the legal limit for driving in most countries!1

Most of us are seldom awake around the clock. And yet, we sleep so poorly. We don’t get enough sleep, and when we do fall into slumber, we toss and turn. We often awaken and struggle to get back to sleep. The alarm clock becomes our enemy. When we have to get out of bed, we do not feel rested or refreshed. As a result, most people start their day in a state of diminished alertness compared to how they could be engaging with the world after having a solid night’s sleep.

A night of optimal sleep changes everything. Sleep helps us to restore ourselves. It helps us feel energized and alive. Because the immune system works better while we’re sleeping well, we increase our body’s ability to repair itself, thereby increasing our ability to resist illness as well as to prevent accidents and injuries. By sleeping well, we enjoy a better day, have a more positive and optimistic outlook, and position ourselves to enjoy a longer, healthier, happier life. Longevity is in part a function of getting good and proper rest.

In today’s world, with its incessant hamster-wheel pace, few cultures treat sleep with a level of importance that matches its true intrinsic value, both to individuals and to society.

That’s why many people can’t understand that an investment in a great bed is an investment in their own health, well-being, happiness, and success. At Hästens, we encourage everyone to see that when they invest in a bed, they’re investing in themselves. They often find that they enjoy a return on their investment they never dreamed possible—that is, if they’ve never slept in a Hästens bed before.

Most people don’t think twice about investing in a fancy new car. Yet we spend a fraction of the time in our automobiles that we spend in our beds. Although a car is a necessity in most places, an expensive set of wheels provides no particular value to your health. Most items we purchase are visible to the outside world—cars, clothing, and jewelry. A bed is something we buy for ourselves. People may not see your Hästens bed. They will see you, however. And they might notice that you’re better rested, happier, and healthier. And isn’t that more important than driving around in a four-wheeled status symbol? What could be more valuable than your health and happiness? If you’re going to invest in a flashy car, which you’ll keep for only a few years until you trade it in, wouldn’t it make sense to buy a more modest car and invest your money in a bed that could improve the quality of your life for a long, long time to come? We think so! People who have slept in a Hästens bed have shared with us that they are able to follow their desires in life and fulfill their mission because they are well rested. Once people understand this, they want to invest in one of our beds. The important question they face when deciding whether to buy a Hästens bed is this: Do I love myself enough to invest in myself? As soon as they discover that yes, they have that level of self-love, and they do want to make that investment, we ask them another question: What other product could give you these kinds of health benefits? What other product could give you a better life, full of joy, love, peace, success, and abundance, compared to a bed from Hästens? Nothing in your driveway or your clothes closet can do all that for you.

Hästens desires that all people live their best lives, and toward that end, we want to give each individual the best possible sleep. We are able to command premium pricing far beyond that of other manufacturers. One reason, perhaps, is that many companies tend to see the products they create as commodities—not as gifts to the world. Let’s face it: Hästens is not your typical modern company. From the time we were founded, we have run the business on the concepts of mastery, quality, and, above all, love. In each of the following chapters, I will share with you one more aspect of the Hästens philosophy. By the time you finish reading this book, you’ll know exactly how to run your organization and your life with the key ingredient so often overlooked in the business world: love.





CHAPTER 2 My Own Story






I’M A VERY PRIVATE PERSON, and it’s unusual for me to tell my own story. I’m doing so now, for the first time, so that you can understand the unique role that Hästens, and our culture of love, plays in the world. I’ll start at the beginning—quite literally—since I have memories from before my delivery. Everything was warm and peaceful, and I was floating. I don’t know where this memory comes from. I only know that it is from before my birth and is intrinsically connected to the mission that defines my life.

In regression hypnosis, you learn how to recover memories from before birth. Some such memories can even come from previous lives. In this specific case, I’m not speaking about a previous life memory. Rather, it is like a fragment of a mission statement that came to me before I was born. When we emerge from the womb, we already have a mission. We often don’t know what it is for a while, but we must figure out this mission that animates our souls and gives energy to our lives. Even when we have a sense of it, it is easy to become distracted from our mission. As soon as we can free ourselves from that distraction, we can make choices and create our potential. We can then pursue the mission that is our birthright, regardless of where we start in life.


My Youth

I was born in 1963, in Köping, a small town in southern Sweden with a history dating back centuries. I remember from my childhood how dark and gloomy the Swedish winters can be. As a young child, I often spoke with what some might call an angel or a spirit guide. Of course, my parents and aunties did not believe it was an actual angel. They called it my imaginary friend. Imaginary or not, that angel explained a lot of things to me.

My parents tried to impress upon me the imaginary nature of this friend and discouraged me from speaking with it on the grounds that it wasn’t real. So I learned not to talk to my angel in front of them anymore. After a while I forgot about it. For most of my life, I never gave this angel another thought, until I was reminded of it only a few years ago by my auntie, who is now eighty-six years old. It is a pity that my family discouraged this friendship. Children are so full of love because they haven’t yet learned what they’re not “supposed” to be doing.

For the first four years of my life, we lived in an apartment. Hästens wasn’t exactly setting the world on fire in the 1960s. Nevertheless, my upbringing was comfortable. My parents worked very hard and managed to build a house, which we moved into when I was about four and a half. I grew up in a very peaceful neighborhood, with a few playmates. Because there were barely any cars, we used the streets as a playground. The neighbor kids and I spent our days outside playing football or land hockey.

My parents had a rusty old Volvo that they kept for many years. My father drove the Volvo to call on customers. One man, a furniture store owner, walked out to the street for a look at the rusty old clunker. He took one pitying glance at it, and with great compassion he told my father, “Come inside with me. I will give you an order just because that car is so crappy.” We had that shoddy car until 1970, by which time Hästens had started to make enough for my parents to invest in a Mercedes. We didn’t have much during my first seven years, although things eventually got better. Still, seeing my parents struggle to run the company they depended upon to put food on our table made a profound impression on me. This is when I first began to perceive the world as a great, pointless hamster wheel from which I wanted to escape at the first opportunity.




Finding My Voice

Köping was a smallish town in the 1970s, and today, with a population of roughly 27,000, it’s not much different. Back then, people would spend their Saturday nights going out, getting drunk, and fighting in the center of town. That hasn’t changed terribly much in the last fifty years, though there’s been some modest improvement in the social climate. Today, most people do their drinking inside restaurants, and they are calmer when they leave.

I was painfully shy as a child and even as a young man. Like many shy children, I was mercilessly bullied—a wretched experience, as anyone who has endured bullying can attest. While my shyness likely contributed to the problem, I was targeted mostly because I was cross-eyed. Children have a special capacity for cruelty.

Other factors may have been at play too. My own kids also were bullied when they reached school age, so maybe it runs in the family. Or maybe we are just too happy a family. People see happy kids and maybe they think their parents are well off, and they don’t like that. Bullying often is motivated by jealousy. Although I was bullied, and often even physically beaten up, it didn’t bother me as much as you might imagine. At a young age, I learned to erect the necessary psychological defenses, thanks in part to my spirit guide/angel. That’s all right, I told myself. Whatever those people think of me, it doesn’t matter, so never mind.

Eventually, I grew bigger and stronger, and after a while, I could beat up anyone who taunted me or tried to intimidate me. Still, my loneliness and alienation persisted throughout my teenage years. In high school I was very much interested in girls, although I was way too shy to approach them. Even into my early twenties, I was so shy, insecure, and filled with self-doubt that I could only speak in whispers. I got all red in my face if I went near a girl. At school, in gym class, when the kids were picking their teammates for football, you can only guess who got picked last. Me, of course. Every time.

That’s an unfortunate way to grow up—lonely, alienated, and bullied. But however unpleasant those experiences were, I was able to see in hindsight how every adversity, every pain, and every abuse I suffered in school at the hands of bullies—and in some instances, at the hands of my teachers—was ultimately a blessing. If I hadn’t faced these and other adversities—if I hadn’t grown up cross-eyed and shy—I probably wouldn’t have been humble enough to observe that life is nonetheless beautiful. We are here to experience life in all aspects and to learn things and serve other people in the process. Moreover, had I just been shy rather than the world’s shyest teenager ever—so shy that even in my early twenties, I still couldn’t raise my voice—I probably wouldn’t have challenged myself to become a teacher.

As a young man, I went to a speech therapist who told me, “There is nothing wrong with you. You just have to exercise your voice to strengthen it.” So at the therapist’s urging, I started making it a habit to scream and sing whenever I was alone in my car. It took almost half a year of this exercise to achieve the desired results. After a while I became eager to challenge myself in other ways. When I finished school, this manifested as a desire to serve and help others. Becoming an educator was a natural next step. I started teaching at Linköping Institute of Technology at Linköping University, and I ended up being the associate professor with the highest student rating while I was there.
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