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PRAISE FOR 
MAKING BIG HAPPEN®


By using the MAKE BIG HAPPEN SYSTEM, in less than seven years we’ve grown our company from a $6 million business that represented a mere fraction of our dreams, to a public corporation now trading on the Nasdaq at over $3 billion in value.


—BRYCE MADDOCK, CEO AND COFOUNDER, TASKUS


CEO Coaching and the MAKE BIG HAPPEN SYSTEM played an instrumental role in shaping the way I lead. They helped guide my decision-making for a decade while we continued to double the business every five years. With their help we grew my company from $40 million to $175 million, ranking in the Inc. 500 fastest-growing companies and the 100 Best Places to Work for ten straight years.


—RICK STERN, CEO, NITEL


Building my business has been a wild ride, and without a doubt I wouldn’t be where I am today without CEO Coaching International. Using the MAKE BIG HAPPEN SYSTEM we were able to sell the company for a nine-figure sum at a 32x multiple of EBITDA.


—SARAH DUSEK, CEO AND COFOUNDER, UNDER CANVAS


My business was a TechStars start-up when I first met CEO Coaching International. While working with my coach, we were backed by Launch Capital and NXT Ventures, closed a $6.5 million round of funding, and grew like crazy. By implementing the MAKE BIG HAPPEN SYSTEM methodology, our platform exploded from 1,000 users to 500,000, and revenue grew 13x in less than two years. Ultimately we were able to sell to a multinational retail giant at an extraordinary valuation.


—VICTOR SANTOS, CEO, AIRFOX


The MAKE BIG HAPPEN SYSTEM has helped me grow my company from $25 million to $200 million in revenue in four years. My coach has helped me conquer my weaknesses and it has been amazing! Thanks to Mark and his whole team at CEO Coaching International.


—YI LI, PRESIDENT, RENOGY


I am intimately familiar with the impact generated by CEO Coaching International, and the amazing success experienced by their clients. Having worked with many of the CEOs who have used the MAKE BIG HAPPEN SYSTEM, I strongly recommend it for anyone looking to manage their business to extraordinary growth.


—SEAN MAGENNIS, GLOBAL PRESIDENT, YPO


It was a terrific journey taking my business from $0 to $120 million. By using the MAKE BIG HAPPEN SYSTEM, we reduced our annual attrition from 19 percent to 3 percent, resulting in a $50 million increase in annual sales in two years and a significantly higher exit to a large private equity firm.


—JIM BENNETT, OWNER, WORLDWIDE EXPRESS


CEO Coaching International has helped us grow our business from $1 billion to almost $20 billion in assets under management. After our recent investment from Bain Capital, Carson Group is now valued at $1.1 billion. The relentless focus and accountability of the MAKE BIG HAPPEN SYSTEM made this possible.


—RON CARSON, CEO AND FOUNDER, CARSON GROUP


After a decade of using the MAKE BIG HAPPEN SYSTEM, my team has accomplished results we never dreamed were possible. At one point in the journey of our business I stepped down as CEO, and my replacement decided against using the system. Results plummeted and I was soon brought back in. With the MAKE BIG HAPPEN SYSTEM, we’ve grown the business from $70 million to nearly $2 billion in sales and have had two successful exits so far. It has given me the confidence that I can run any company in the world. I truly hope you will take the time to learn this system. It will change your business and your life for the better.


—RICH BALOT, CEO, VICTRA


We founded our company thirty-eight years ago, and using the MAKE BIG HAPPEN SYSTEM over the past two years has been a game changer to us. Through the magic of the process and with the help of our coach we were able to sell the business for $340 million.


—ERIC BENSUSSEN, CEO, POWERA


We’re pleased to have over a dozen of our portfolio companies using the MAKE BIG HAPPEN SYSTEM, having seen firsthand that firms coached by CEO Coaching International realize extraordinary growth in revenue and EBITDA. Working with them has been hugely impactful for our CEOs in growing their businesses. I would recommend to any CEO to learn the MAKE BIG HAPPEN SYSTEM, and to any private equity firm leader to adopt this methodology with their CEOs.


—TROY TEMPLETON, MANAGING PARTNER, TRIVEST PARTNERS
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PREFACE


In Mark’s first book, MAKE BIG HAPPEN®: How to Live, Work, and Give BIG, he shared the four critical questions every business leader should explore on their journey to business and life success. The four questions, called the MAKE BIG HAPPEN QUESTIONS™, are as follows:


1. What do you want? (Vision)


2. What do you have to do? (Action)


3. What could get in the way? (Anticipate)


4. How do you hold yourself accountable? (Measure)


Since the publishing of MAKE BIG HAPPEN five years ago, these questions have served as a core framework for our coaching practice at CEO Coaching International, where we have helped over eight hundred clients in more than forty countries answer the MAKE BIG HAPPEN QUESTIONS. Our process is field-tested with proven results, with most clients achieving more than three times their industry’s average EBITDA growth and numerous clients who, with our help, experienced a nine-figure exit.


Our coaches are world-class former presidents and CEOs who have already made BIG happen in their careers. They did not just read about it or think about it; they actually did it. The coaches we have assembled at CEO Coaching International are world class and have built and run major organizations, including Home Depot, Samsung, Procter & Gamble, Goodyear, General Electric, Kendall-Jackson Winery, Tektronix, Telefonica, Xerox, Under Armour, AIG, Brookstone, Manulife, and Sun Computers. We push each other and our clients to do and be better every day. Our coaches combine the MAKE BIG HAPPEN SYSTEM™, described later in this book, with decades of experience as successful executive leaders to become the coach of your business. This is our critical differentiator at CEO Coaching International.


We offer a unique blend of coaching and consulting that leverages our coaches’ business experience and our proven coaching methodology to ensure your business achieves extraordinary growth. What you are reading is a collective effort from the many giants whose shoulders we stand on.


Most of our client companies range from $10 million to $1 billion in revenue and are run by growth-minded founders or CEOs. We also work with several presidents and CEOs who run divisions of multinational firms. In addition, we support many of the leading private equity firms by coaching the leadership teams of their portfolio companies to ensure they get the returns they expect. In all these cases, the business leaders have BIG dreams and are willing to do the work necessary to make BIG happen. Just like a rope is strengthened by many strands, our clients value advice, seek a like-minded community, and want to do well for all their stakeholders. These are the types of companies and leaders that have profited from our counsel.


It is one thing to know how other companies have used the MAKE BIG HAPPEN philosophy to achieve BIG results. What really matters is how you will use it to achieve stellar results in your business.


All businesses face some combination of obstacles, decision points, and outside pressures that must be managed in an environment filled with uncertainty. These include such things as the following:


• Technology disruption. Your worst nightmare could be a twenty-five-year-old who just closed on their $15 million series A round.


• Shiny object. The temptation to engage in the “next big thing” takes many CEOs down a rabbit hole that wastes time and critical resources.


• #you-name-it. In our socially connected business world, companies face a twofold challenge:


1. Anything you say or do not say can and will be used against you on social media. Platforms like Twitter have overtaken traditional news cycles and become the source of “truth” for millions of customers worldwide. Companies need to be hyperaware that whatever they post and however they respond, they must be sensitive to the social, political, and natural disasters on customers’ minds.


2. Customers expect more than they ever did in an increasingly digital world. If your customer experience is not adequate, customers will tell you—and the internet at large, too—and they will not have any qualms about airing their feelings. Business leaders cannot ignore their digital brand. If you do not proactively manage your digital reputation online, the internet will do it for you—for better or for worse.


• Global crises. Through world wars and terrorist attacks, outcries for humanitarian and social justice, horrific climate catastrophes, and even a worldwide pandemic, businesses face global crises that are completely outside their control. Leaders must develop the resilience to stand by customers and employees as these events are happening; take a stance on these issues; recover internally from these events; anticipate the long-term changes that result; and assume leadership in reshaping best practices in their industries because of these outside factors.


• People problems. Managing people is getting harder, demands from staff are rising, and turnover remains destabilizing.


• Stalled growth. The dreaded plateau hits every company and most never break through to the next phase of accelerated growth. The median compounded annual EBITDA growth rate of private businesses has hovered around 10 percent1 for many years.


No doubt you can add to the list based on your own experience. Imagine if you and your leadership team could deploy a process that systematically led you to the answers to your questions, or to the solutions to your challenges. What if this process was universally applicable to every problem faced by any business in any country? How powerful would that be?


That is exactly what we are offering you in MAKING BIG HAPPEN®.


In MAKING BIG HAPPEN, we introduce the MAKE BIG HAPPEN SYSTEM: a step-by-step approach to leverage the MAKE BIG HAPPEN QUESTIONS and drive extraordinary growth for your firm. The MAKE BIG HAPPEN SYSTEM has three simple elements:


Element 1: Establish and Maintain the MAKE BIG HAPPEN RHYTHMS™ to Implement Structure


Element 2: Apply the MAKE BIG HAPPEN QUESTIONS™ to Take Action


Element 3: Leverage the Proven MAKE BIG HAPPEN TOOLS™ to Accelerate Your Success


In this book, we start with a brief overview of the MAKE BIG HAPPEN SYSTEM and then go in depth into each of the three elements. Next, we will provide a suite of proven tools to put the MAKE BIG HAPPEN SYSTEM into practice. If you would like to obtain an electronic version of any of the tools, please visit www.ceocoaching.com/MakingBigHappen. Finally, we will discuss common challenges that organizations might face in putting the MAKE BIG HAPPEN SYSTEM to work.


By applying the MAKE BIG HAPPEN SYSTEM to your specific situation, you will have a field-tested process to drive extraordinary growth in revenue and EBITDA.


Our clients have used the MAKE BIG HAPPEN SYSTEM to achieve an average compound annual EBITDA growth rate of 30.4 percent for clients coached over three years. This means a company that started with us at $5 million in EBITDA ended up, on average, more than doubling EBITDA to $11 million after three years of our coaching.


Would this kind of growth make a meaningful impact in your business and in the lives of all your stakeholders?


Entrepreneurs, CEOs, and business leaders like you are the backbone of the economic engine that drives growth throughout the world. You are on the front line for creating economic opportunity for millions of people. You inspire and lift people up so they can achieve much more than they ever thought possible. You MAKE BIG HAPPEN! There are few things we value more than working with business leaders who are determined to make a difference in people’s lives.


Read through this book. But more importantly, “do” the book. We lay out the MAKE BIG HAPPEN SYSTEM in a step-by-step fashion to make it as easy as possible for you to implement it. This system works for hundreds of our clients around the world, and it will work for you too.


Now, go MAKE BIG HAPPEN!


Sincerely,


Mark, Don, Craig, and Chris
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FOREWORD


“You are too small.”


That was the response I got when I first asked for an intro to Mark Moses.


It was 2013 and I was seated at the corner of a long table at a fancy steak restaurant in Los Angeles. The table was covered with sizzling steaks and big bottles of red wine. Around it was gathered a collection of uber-successful entrepreneurs. I was the least successful of the bunch, but had managed to score an invite from a fellow member of the Entrepreneurs’ Organization (EO) forum I was a part of.


Five years earlier my best friend Jaspar Weir and I had started TaskUs. At twenty-two years old we were convinced that a few years of hard work would make us as successful as Mark Zuckerberg. We took $20,000—our combined life savings—and opened an office with five employees in the Philippines. For the first year we provided virtual assistant services—helping busy professionals outsource their lives a task at a time. At the end of that first year we found ourselves living at home with our parents, broke, our business teetering on the edge of insolvency.


We had made friends with other entrepreneurs, all of whom were smarter and more successful than we were. At that time it seemed everyone we knew was raising millions of dollars of venture capital. But no investor would back us. Every time we pitched they would say, “So you are just an outsourced service provider.”


Fortunately for us we discovered that our more successful friends were all facing the same challenge—as their companies grew rapidly they struggled to efficiently scale their operations. So we pivoted our business to address this challenge. We persuaded a few of our venture-backed friends to give us a shot. At the start, these companies trusted us to handle their most basic work: data entry and transcription. But, as we earned their trust, we took on more critical parts of their operations such as advanced technical support and user-generated content review.


Five years of grueling work had landed me at the table of that steak restaurant. A few months earlier we had begun paying ourselves $60,000 annual salaries, and I was able to move out of my parents’ house into a shared apartment. Our business was on pace to make $6 million in revenue that year. We were a long way from Zuckerberg, but we felt successful.


With that said, I knew we needed help. If Jaspar and I did anything well it was surrounding ourselves with people who were smarter than we were and devouring every morsel of information and advice they offered us. In those first five years in business we relied on the mentorship and guidance of many other entrepreneurs. We were lucky to find brilliant founders ready to offer countless hours of guidance to two hungry twentysomethings. These mentors provided advice and introductions and, in some cases, became TaskUs customers.


With growth came a new set of challenges that our mentors were not as well equipped to help us solve. We had never built a strategic plan. Instead we had reacted to each opportunity and challenge as they presented themselves to us. This was okay to go from nothing to a few million dollars in sales. But as we dreamed of growing into the tens of millions and perhaps even the hundreds of millions of dollars in sales, we needed to develop a longer-range plan. We knew that having the plan was only the first step. We needed a system for developing annual and quarterly goals and a process for measuring our weekly and daily progress toward those objectives. Finally, having built the company on a shoestring budget, we were sorely lacking leadership. We needed a proven method for attracting, retaining and managing world-class leaders.


I had heard about executive coaches from a few friends in my EO forum. There was a mixed bag of results and a hefty price tag to go along with it. It appeared that the differences in results all came down to the quality of the coach. One name that I only heard good things about was Mark Moses. One of the members of my forum said a friend of his had grown his software company from single-digit millions to a multi-hundred-million-dollar exit relying on Mark’s management system and coaching. At dinner I found myself seated across from this newly minted multimillionaire. He told stories about how Mark had brought focus and structure to their operations, helped him recruit a world-class COO, and navigated the interpersonal challenges that inevitably arise on a high-performance executive team.


At the end of dinner I worked up the courage to ask, “Can you introduce me to Mark?”


“You are too small,” was my forum mate’s reply.


I had heard these kinds of replies at every stage of building our business. At first they discouraged me, but eventually I used them as fuel. In this case his response only motivated me to work my network for an introduction to Mark. That introduction came six months later, in the summer of 2014, from another member of my EO forum who had met Mark at a conference and was considering using his services.


I can still remember our first conversation. Mark’s deep baritone voice, two octaves lower than his height would let on, asked, “Imagine it’s the end of 2020. You are partying on New Year’s Eve. You look back on the last five-plus years and you feel awesome. Why?”


My reply was almost instant: “We have built TaskUs into a billion-dollar company that employs tens of thousands of happy, healthy, and engaged teammates around the world.”


There was a brief pause. At the time we were still a single-digit-million-dollar company. Had I dreamed too big? I wondered.


“All right, then. Let’s get to work,” Mark said.
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Young TaskUs cofounders Bryce Maddock and Jaspar Weir meet their new business coach, Mark Moses.





What started as two ninety-minute coaching sessions a month blossomed into a deep partnership. Mark would go on to help us build our annual and quarterly strategic planning process, develop a rigorous framework for hiring world-class senior leaders, and navigate extremely complex and emotional disagreements among our senior team. Mark went from coaching just me, to me and Jaspar, to our entire senior executive team. Members of our team began working with other coaches at CEO Coaching International as well. Mark was there to celebrate our wins, but, far more importantly, he was the person I knew I could turn to in the darkest and most frightening times in the business. With success comes isolation and in some cases Mark was the only person I could turn to.


The role of an executive coach can be so powerful when done well. Here is a person who grows to understand the business as well as the CEO, but remains distant enough to not become entangled in the emotions and egos that can vex an executive team. Unlike an investor or board member, an executive coach has no vested interest, other than seeing you and your team succeed.
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Bryce and Jaspar, Inc. 30 Under 30 list members, receiving the Ernst & Young Entrepreneur of the Year award alongside their coach Mark Moses.





In December of 2020, five and a half years after Mark and I began our journey together, we closed the year with nearly $500 million in sales and over $100 million in EBITDA. Six months later Mark would stand with our team on the stage at Nasdaq as we took TaskUs public and grew past a $3 billion valuation. With over thirty thousand employees around the world and the highest Glassdoor score and lowest attrition rate in our industry, we have accomplished the vision Mark helped me articulate when we first met. We are here in a large part thanks to Mark and the MAKE BIG HAPPEN SYSTEM he built into the fabric of our business.


These days I often find myself at a table of entrepreneurs and someone with a fledgling business will ask me, “How did you accomplish all of this?”


My answer is simple: “Find yourself mentors and coaches and don’t be afraid to ask for help.”


Then I slip them Mark’s phone number.


“This is a good place to start.”


[image: imgxxiv.jpg]




[image: imgxxv.jpg]


TaskUs founders Bryce Maddock and Jaspar Weir celebrating their achievement of the ultimate dream for start-up founders—taking their company public on the Nasdaq stock exchange—alongside their executive team and their coaches Tracy Tolbert and Mark Moses.








[image: imgxxvii.jpg]




[image: imgpart01.jpg]


A bad system beats a good person every time.


—W. EDWARDS DEMING


Most books that teach you how to build and grow a business are organized around the functional areas of business, such as people, finance, operations, and marketing. Or they talk about how you need to create a vision, have values, develop a strategy, and follow through on tactics. Those things are important and necessary—no question—and we will discuss them. But what is missing from that list is an overarching methodology that systematically reels in every aspect of building and running a successful company and creates a repeatable process to discuss, review, decide, and execute on the activities that will lead to BIG growth in your company.


At CEO Coaching International, we have applied the MAKE BIG HAPPEN QUESTIONS from our first book, MAKE BIG HAPPEN, to help over eight hundred companies reach extraordinary revenue and EBITDA growth, which uncovered a proven set of best practices. In MAKING BIG HAPPEN, we have translated these hypergrowth best practices into a simple three-step process, supported by over twenty-five proven tools, to show you how to achieve extraordinary business growth.


The key to extraordinary quarter-over-quarter and year-over-year growth is the successful application of the three-part MAKE BIG HAPPEN SYSTEM:


1. Establish and Maintain the MAKE BIG HAPPEN Business RHYTHMS to Implement Structure


2. Apply the MAKE BIG HAPPEN QUESTIONS to Take Action


3. Leverage the Proven MAKE BIG HAPPEN TOOLS to Accelerate Your Success
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A system is defined as “a set of principles or procedures according to which something is done; an organized framework or method.” The MAKE BIG HAPPEN SYSTEM is a step-by-step set of principles and procedures to drive extraordinary growth in revenue and EBITDA. Just like the iterative process of a machine learning algorithm which leads to the flywheel effect of compounding learning upon learning, the MAKE BIG HAPPEN SYSTEM creates a flywheel effect by stacking daily execution on top of weekly performance improvement, on top of bimonthly accountability, on top of monthly progress review, on top of quarterly alignment, on top of annual planning, and on top of biennial recalibration. The result is a systematic process to build your business and grow BIG.


Deming’s quote above serves as a corollary to Peter Drucker’s famous line that “culture eats strategy for breakfast.” It also pairs well with the age-old adage “The road to hell is paved with good intentions.” Achieving great things in life depends on considerably more than a great idea or force of will, vision, or strategy alone, or even exclusively on assembling the smartest and most capable group of people. All of these conditions and more must exist together or be brought together at a moment in time. Moreover, they must be bound by processes that combine their individual strengths and guide them in the correct direction to achieve tremendous outcomes.


Recently, Mark Moses, CEO and founder of CEO Coaching International, spoke to an audience of six hundred CEOs and entrepreneurs. He asked them, “How many of you know what success looks like in your business three years from now?” Very few hands went up. Then he asked, “How about what success looks like one year from now?” Maybe 25 percent of the hands went up. He then paused and said, “If you don’t know where you are going, I promise you won’t get there.”




Jim Bennett, CEO of Worldwide Express, is another example of a client who used the MAKE BIG HAPPEN SYSTEM to produce a nine-figure exit. A franchising company targeting small to medium businesses for LTL (less than full truckload) shipping services, Worldwide Express’s revenue was driven by a field sales team across the United States.


When we first started working with them, they had two significant problems. First, their customer service was weak, and that led to high churn. And second, they had no sales leadership and, not surprisingly, were unable to hit their sales goals.


So, we helped the company implement our cadence of the annual, quarterly, monthly, bimonthly, and weekly meetings. With the annual goals in place, we established a quarterly alignment session rhythm and focused on several critical initiatives, including the following: solving churn through a focus on customer service, hiring new sales leadership, and reinventing the sales hiring process by hiring college athletes right out of school.


Following this process over a two-year period, Jim Bennett and the team transformed their business and became the top-growing franchisee in the system. This led to an extraordinarily successful acquisition by the franchisor for a nine-figure price.


Most companies flunk this planning and execution test. Many more fail to utilize tools that drive real value beyond possibly implementing a system that is designed to save them time.





Element 1: Establish and Maintain the MAKE BIG HAPPEN RHYTHMS to Implement Structure


We are what we repeatedly do. 
Excellence, then, is not an act, but a habit.


—WILL DURANT


The first element of the MAKE BIG HAPPEN SYSTEM starts with setting up a regular cadence of healthy business rhythms and then maintaining these rhythms no matter what obstacles you face in your business. Our MAKE BIG HAPPEN RHYTHMS help you adopt a set of disciplined, consistent, and collaborative planning and execution rhythms for your business.


We have a saying: “The process doesn’t change—only your problems do.” Our seven MAKE BIG HAPPEN RHYTHMS are time tested, having helped countless businesses achieve sustained quarter-over-quarter revenue and EBITDA growth, even through a pandemic!


We have discovered that top high-growth firms follow these seven iterative best practices to create alignment and focus among their teams. Collectively, we refer to these practices as the MAKE BIG HAPPEN RHYTHMS.
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MAKE BIG HAPPEN RHYTHM 1—Challenge Core Identity. This is a biennial rhythm where the foundational strategic questions like mission, vision, and core values get answered and reexamined.


MAKE BIG HAPPEN RHYTHM 2—Develop an Annual Plan. This is an annual rhythm that sets up the year for success by challenging current strategies and developing new hypotheses that will be tested throughout the upcoming year to drive meaningful growth.


MAKE BIG HAPPEN RHYTHM 3—Execute a Thirteen-Week March. This is a quarterly rhythm that defines a focused set of specific and measurable quarterly company outcomes (i.e., lagging indicators) to drive growth and defines the specific and measurable activities (i.e., leading indicators) that will drive each outcome. We often refer to these outcomes as the quarterly goals.


MAKE BIG HAPPEN RHYTHM 4—Stay on Track. This is a monthly rhythm that directs the leadership team to review monthly performance against quarterly goals and make any necessary strategic adjustments to keep their teams on track for the quarter.


MAKE BIG HAPPEN RHYTHM 5—Hold Yourself Accountable. This is a bimonthly rhythm where the CEO and other key executives engage individually with an accountability partner to (a) hold themselves accountable to the completion and effectiveness of their own leading activities, (b) identify the next commitments that spur momentum toward the next milestone, and (c) determine whether a pivot might be necessary, based either on improper initial assumptions or the intervention of unforeseen outside factors.


MAKE BIG HAPPEN RHYTHM 6—Focus on the Outcomes. This is a weekly rhythm that holds the team accountable to tactical execution of the quarterly goals while allowing for week-to-week adjustments to tactics and monitoring of the overall health of the company. This rhythm drives cross-functional teams to myopically execute on the top one to three quarterly goals (i.e., outcomes) despite the myriad of distractions from their day jobs pulling them away from executing on these goals.


MAKE BIG HAPPEN RHYTHM 7—Increase Productivity. This is a daily rhythm that guides every manager to ensure they have the right people in the right seats doing the right things and are addressing potential blind spots.


We will explore each rhythm in-depth in part II, chapter 1. But first, let’s look at an overview of element 2 of the MAKE BIG HAPPEN SYSTEM.


***


BUM RAP


We know—the last thing you want to do is attend another meeting. Meetings get a bum rap. But that is because most people do a poor job running them. They call a meeting, chitchat for a few minutes, ramble on with a vague sense of the meeting’s objective, and then leave the meeting complaining that all they do is sit in on meetings all day long. We get it—you are busy. Us too. But we are never too busy to establish a rigorous, clear, and regular cadence for quality leadership meetings that ensure efficient communication between us, our leadership team, and our team members.


In 2018, Harvard Business Review published a fascinating study of how CEOs of large companies (averaging $13 billion in revenue) spent their time. They discovered that the average CEO attended thirty-seven meetings per week and spent 72 percent of their total work time in meetings.2 That is a lot of wasted time if you are not doing them right.


The MAKE BIG HAPPEN SYSTEM follows a series of straightforward, progressive steps, starting with the desired objective and working backward toward the specific and measurable leading activities that must be performed and tracked now—and tomorrow and next week and continuously—to build momentum and an ever-faster flywheel effect of growth. Each step in the MAKE BIG HAPPEN SYSTEM requires observation, analysis, responsibility, and an openness to learning and adjusting if necessary. It is at these steps where significant customization takes place—applying provocative thinking to your business and your unique opportunities and challenges; assessing real-time resources, people, and conditions that affect your ability to achieve the desired outcome; and leveraging the strength of your team and your culture to bring your Huge Outrageous Target into view.


Element 2: Apply the MAKE BIG HAPPEN QUESTIONS to Take Action


Judge a man by his questions rather than by his answers.


—VOLTAIRE


In our book MAKE BIG HAPPEN, we introduced four critical questions every business leader should explore on their journey to business and life success. The four questions, called the MAKE BIG HAPPEN QUESTIONS, are as follows:


1. What do you want? (Vision)


2. What do you have to do? (Action)


3. What could get in the way? (Anticipate)


4. How do you hold yourself accountable? (Measure)
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By answering these four questions, you create the foundation for a fast-growing, profitable business. The questions are universal, but the power in this framework is in your ability to apply it to all types of challenges, from strategic to tactical, and all levels of your organization, from the C-suite to the frontline workforce.


Armed with a proven cadence of healthy business rhythms in element 1, you will be well on your way to revenue and EBITDA growth. However, to truly launch your company to extraordinary growth, you must develop the skills and discipline to consistently apply the four MAKE BIG HAPPEN QUESTIONS to every challenge and at every level of the organization.


Part II, chapter 2 provides in-depth real-world examples of how our clients have applied the four MAKE BIG HAPPEN QUESTIONS to solve typical challenges a business will face throughout their own application of the MAKE BIG HAPPEN RHYTHMS, resulting in extraordinary growth. But first, let’s explore how to leverage the plethora of MAKE BIG HAPPEN TOOLS at your disposal to expedite your growth journey.


Element 3: Leverage the Proven MAKE BIG HAPPEN TOOLS to Accelerate Your Success


The more time you spend sharpening your axe, the less time you’ll have to spend swinging it.


—AUTHOR UNKNOWN


We cannot overemphasize how important it is to use the right tool for the right job.


There is no need to reinvent the wheel. Through decades of experience, our coaches at CEO Coaching International have assembled over twenty-five proven tools and best practices to jump-start your path to MAKING BIG HAPPEN.


To get the most out of our tools, be sure to leverage them in the context of the MAKE BIG HAPPEN RHYTHMS to achieve extraordinary revenue and EBITDA growth.


[image: img11.jpg]


Part II, chapter 3 provides a catalog of every tool, cross-referenced to the relevant MAKE BIG HAPPEN RHYTHM, with detailed descriptions of each tool, how to implement them, and the mistakes to avoid.


***


How to Use This Book


Now, let us lay out what is in the rest of this book.


In part II, chapter 1, we cover the first element of the MAKE BIG HAPPEN SYSTEM: Establish and Maintain the MAKE BIG HAPPEN RHYTHMS to Implement Structure. We will show you what to do before, during, and after every step to ensure decisions get made and results are achieved. We also reference the appropriate tools to leverage within the context of each rhythm. It is all about planning and execution. And while the process is not complicated, it is nuanced.


In part II, chapter 2, we cover the second element of the MAKE BIG HAPPEN SYSTEM: Apply the MAKE BIG HAPPEN QUESTIONS to Take Action. We will provide real-world examples of how our clients have applied the four MAKE BIG HAPPEN QUESTIONS to solve typical challenges businesses face throughout their own application of the MAKE BIG HAPPEN RHYTHMS, resulting in extraordinary growth.


In part II, chapter 3, we cover the final element of the MAKE BIG HAPPEN SYSTEM: Leverage the Proven MAKE BIG HAPPEN TOOLS to Accelerate Your Success. We will walk you through each of the tools we use with our clients that form an integral part of the MAKE BIG HAPPEN SYSTEM. These tools cover a wide range of areas and will help you make smarter decisions and get better results faster. We will describe what each tool is, how to implement it, and tips to get the most out of each tool. In practice, each tool is used on an as-needed basis within the context of the MAKE BIG HAPPEN RHYTHMS described in part II, chapter 1.







Tool Callout: Throughout the book, you will see references to specific tools. Whenever a tool is first referenced, we will highlight its name and provide a page reference to the description and use of the tool found in part II, chapter 3.








In part III, we will discuss how to integrate the MAKE BIG HAPPEN SYSTEM into your organization and explore various challenges or obstacles that can get in the way of success. With many decades of combined coaching experience, our partners here at CEO Coaching International have pretty much seen it all. We know what works, and we know what can trip you up.


And here is something else that is important to know. None of what we are sharing with you is theory or our opinion. Everything here is based on our real-world experience, our partners’ experience, and the results we have helped our clients achieve. We will share many stories in the following pages that will illustrate how business leaders and CEOs just like you have used the MAKE BIG HAPPEN SYSTEM to MAKE BIG HAPPEN in their businesses.


To get the most value from the book, read it first so you gain an overall understanding of the system and how each part interconnects with the others. Then, leverage the tools as you implement the seven MAKE BIG HAPPEN RHYTHMS in your organization. Finally, have everyone on your leadership team read it so you are all on the same page. Having done so, you will be indoctrinated into a business philosophy that we call MAKE BIG HAPPEN. This philosophy is all about unlocking the growth potential in you, your team, and, most importantly, your business so you can create tremendous economic value for all your stakeholders and personal growth beyond measure for you and your team.
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