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A Message from the Publisher

 


I’ve faced many challenges in my life and I
know what it means to struggle. I sure wish I’d had this book
during those times. We handpicked some of the most successful
people we know who have had to learn how to discover their inner
strength. The authors I interviewed for this book have the
experience and knowledge that will help everyone learn a little
more about this vital component for success—inner strength. This
book is custom designed for those who want to increase their skills
and knowledge. Self-development is vital to success. One author
made this poignant observation: “Self-development tends to fall to
the bottom of the priority list for most people and they are not
the only ones to suffer for this choice. Their family suffers.
Their coworkers suffer. Their employees suffer. All of the crucial
relationships in their life suffer because they are not being the
absolute best they could truly be.” If you strive for excellence
and want valuable information about how some of the most successful
people in business today have found their inner strength and
achieved success, this book is the resource you need. People who
want to hone their skills to cope with life’s challenges will learn
from what these authors have to say. I know that I did and I
believe you will too.
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An interview with…


 


Ann Roulac

 Developing Personal
Mastery

David Wright (Wright)

Today we are talking with Ann Roulac,
visionary, author, and speaker who serves as a catalyst for change,
inspiring and empowering people to transform their personal and
professional lives. Ann is nationally recognized for her strategic
advice, and, as a trusted advisor, she has enabled thousands of
entrepreneurs and executives to achieve extraordinary wealth.
Through her research and working with clients, she has discovered
the qualities and thinking that distinguish highly successful
individuals—those she describes as pursuing the path to personal
mastery.

She designed Personal Mastery Programs to
support entrepreneurs and small business owners who are committed
to creating highly successful businesses. Her mission is to empower
her clients to actualize their authentic visions— visions that are
energizing and spirit-enhancing—to achieve personal, professional,
and financial freedom.

Ann, welcome to Discover Your Inner
Strength.

Roulac

Thank you David, it is a pleasure speaking
with you today.

David Wright (Wright)

What is the secret to developing personal
mastery?

Roulac

During the last thirty years, I’ve had the
privilege of working with countless successful men and women who
lead balanced lives and make enormous contributions to their
companies and communities. And yet, even though a number of them
are among the wealthiest people in the world, many of them— like
many of us—are not truly in touch with their own mastery and
power.

Success is not the result of a particular
level of intelligence or education. While a quality education and
being very smart make the journey a little easier, they are not the
main prerequisites for greatness. Some people make it look
effortless, as though they had tapped into some magic or secret
formula. The reality is that they have achieved personal,
professional, and financial freedom by following their own
convictions, personal truths, and authentic vision.

In my work with entrepreneurs, I have
observed unique characteristics in those who are advancing on what
I call the “path of personal mastery.” They have developed and
embody certain qualities that allow them to make healthy changes in
their lives and a positive difference in the lives of others. This
development of mastery is not an event but a journey. It’s a
process of deepening your vision to achieve your goals and
purpose.

Everyone’s path to mastery is unique and we
all have different lessons along the way. It’s unlikely that we
will eliminate personal challenges that we need to deal with, but
each problem presents an opportunity to learn and grow. Sometimes
it’s necessary to stand still and reflect on where we’re going and
what we’re learning. But other times it’s better to be in action,
even if it means making mistakes, so we can bring about change.

Maryann Williamson said, “Our deepest fear is
not that we are inadequate. Our deepest fear is that we are
powerful beyond measure. It is our light, not our darkness, that
most frightens us.” The path toward mastery requires risk-taking
and a leap of faith. It requires an act of courage and heroics to
move forward in a new direction. It also demands that we release
our addiction to instant gratification, the dream of winning the
lottery, or quick solutions. Fast, temporary relief—whether we’re
dealing with an illness, a weight-loss program, a life plan, or a
new business strategy—produces only disappointment, not
long-lasting results and well-being.

By developing personal mastery, you will
access higher levels of inspiration and learn to consciously
control your life in accordance with your desires, life purpose,
and vision.

The only limitations to a fulfilling and
rewarding life come from within. We are the sole impediment to our
own mastery.

Wright

How did you become interested in personal
growth and mastery?

Roulac

My fascination with the concepts of personal
mastery began over twenty-five years ago when I started my first
entrepreneurial endeavor. I had been working for a large bank as a
lender to real estate developers and had developed expertise in a
form of financing so complex that very few banks understood the
process or even how they could benefit. I taught banks how to
structure these transactions in a way that also benefited my Real
Estate clients. From that initial idea, we expanded our services to
meet the needs of our clients, which eventually included economic
advice, marketing strategies, and management consulting and
coaching.

My parents were real estate developers so
I’ve always been interested in this field. Additionally, the
complexity of development was attracting the best and the brightest
from the most prestigious business schools in the country. This
made my work challenging, exciting, and a lot of fun.

After several years, I began to notice that
some executives were continually successful and others were not. I
was fascinated by what they had in common and what differentiated
them. They all came from solid middle-class backgrounds, had
graduated from top business schools, were bright and creative
thinkers, and were attractive and personable. Yet some excelled and
became the leaders in their industry, and others failed
miserably.

Clearly, what set these two groups apart was
a set of personal principles, beliefs, and perspectives held by
most of those who were successful—what I define as “personal
mastery.” In my book Power, Passion & Purpose, I identified the
qualities of powerful people. The seven key characteristics that my
most successful clients had in common are that they:

Know who they are, what they want, where they
are going, and with whom they want to spend time,

Are aware of their strengths, gifts, unique
qualities, and what’s “right” for them,

Do what they say they are going to do and are
clear about their priorities and values,

Stay in the present, neither dwelling on the
past nor worrying about the future,

Believe in the power of something greater
than themselves and/or feel guided or supported by God,

Have a strong sense of self but are not
self-centered (i.e., life does not revolve around their needs and
wants), and

Are passionate about making a difference in
the world and giving to others.

 


Wright

What is the value in pursuing and developing
personal mastery?

Roulac

We live in complex times. Every day presents
innumerable ways to lose our balance and sense of control. Our busy
lives leave little time for solitude or reflection, and whatever
time we do have is usually spent seeking some kind of relief. Many
feel they have no control over their daily lives, let alone their
destiny and future. This sense of powerlessness can lead to
disillusionment with their careers, stress-related diseases,
transient relationships, and a general confusion of purpose.

When we experience the present as chaotic and
the future as unpredictable, it’s easy to become befuddled and
cautious about moving forward. In a climate of uncertainty, when we
aren’t in touch with our purpose and our personal power, we become
vulnerable to the well-meaning opinions of others—family, friends,
neighbors, gurus and therapists, even the local newscaster. This is
especially true in times of transition, when we’re stressed out and
overwhelmed. Unconsciously, we may give away our power until there
isn’t much left.

Joseph Campbell said, “The world is full of
people who have stopped listening to themselves or have listened
only to their neighbors to learn what they ought to do, how they
ought to behave, and what the values are that they should be
living.”

The development of mastery is a process of
moving toward our highest potential and the discipline of
clarifying and deepening our personal vision. Peter Senge said,
“People with a high level of personal mastery approach their life
as an artist would approach a work of art. They do that by becoming
committed to their own lifelong learning.”

Like a story, we are each a unique work of
art. And because the tale is never finished, we all have the
capacity to re-envision our lives in ways that help us achieve our
dreams.

Wright

So do you believe that anyone can achieve
success and personal mastery?

Roulac

I believe that we each have a specific and
important mission to fulfill in this lifetime, and that when we are
not on track with our mission and purpose, we feel drained of
energy, life, and spirit. When we develop a strong sense of who we
are and when we begin to access our own personal power and inner
wisdom, we will begin to manifest our deepest visions and
dreams.

My lifework is anchored in a conviction that
we all possess a unique genius. My passion is to support
individuals to achieve their highest potential. Through my study of
personal mastery disciplines and work with clients, I have
discovered that as we become more aware of our true nature, our
capacity to experience life-affirming shifts increases.

Anyone can attain higher levels of success
through personal mastery, but you need a guide, a coach, or trusted
advisor. One of the key aspects of successful entrepreneurs is that
they ask for advice, and they’re always learning. Few people seem
to have the insight and discipline to get there on their own. It’s
difficult, if not impossible, to become an astute observer of
oneself—that’s why people hire coaches. I began working with one
when I started my business twenty-five years ago and that was a
wise decision.

A study of Fortune 1000 companies showed that
coaching programs returned nearly six times the original
investment. It’s become common now for senior managers and
executives to have coaches, and many public companies I work with
are providing coaching for all of their employees. Numerous courses
offered via the Internet provide coaching through teleseminars and
webinars at affordable prices. You have to do your homework,
however, to make sure you’re engaging someone with the knowledge
and skills to benefit you. Internet marketing has made this a
greater challenge, I believe, because some coaches advertise
guidance services, but their main talent is nothing more than
brilliant marketing.

Wright

Why do you believe understanding power is the
foundation for creating personal mastery?

Roulac

Most cultures identify powerful individuals
as those with the greatest amount of control over others. Political
and business leaders certainly qualify, but the phenomenon of power
isn’t limited to people in obvious positions of influence. It
applies to anyone who claims a superior position due to race,
education, net worth, physical strength, physical beauty, position
of authority, or accumulation of assets. But true power comes from
within. Those who are in touch with their own true power have a
presence and a quality that affect the people around them. They
impress, not because they want to, but because of the energy they
radiate, which often has nothing to do with material accomplishment
or career success.

Unfortunately, many of us feel power-less and
unable to change our lives or make a difference in the world. When
we feel power-less we don’t feel powerfull. We desire what we
think we don’t have, which we view as external to us. This is one
of the reasons we emulate the lifestyles of those we perceive as
having “made it.” We focus our attention—sometimes to the point of
obsession— on pursuing the things they have: more money, more
beauty, more toys, more authority. If we could just get a bit more
of that, we could control our lives and feel safe and secure.

But these are only symbols of power. Real
power is not about control or looking good or having more. Real
power is about getting in touch with your strengths, skills,
talents, and gifts—your unique purpose and contribution to the
greater whole. To reclaim your power, you must let go of your fears
of making mistakes and leaving your comfort zone, stop worrying
about what others think, and open yourself to the constant flow of
ideas, opportunities and energies that are available to every one
of us, all of the time.

The tendency to look outside oneself for
answers is largely a product of our materialist culture, spinning
at breakneck speed. We’re addicted to the adrenaline rush of a 24/7
lifestyle, constantly responding to crisis and chaos with hardly
any time to reflect on what we’re actually doing. And yet its
dizzying pace makes us feel important and worthy. We’ve come to
believe that if our time is in demand every minute of the day, if
our days and nights are filled with activities, then we must be
doing something right. These distractions and perceptions can lead
to some very disempowering beliefs and habits.

Wright

How can our readers reclaim their personal
power?

Roulac

The source of your personal power—your
passion and life purpose—is what energizes you, enables you to
create an extraordinary life, and allows you to tap into the wisdom
of geniuses. When you are clear about your life’s vision, it will
serve as a guidepost for all of your personal and business
decisions and enable you to live with greater clarity and ease.

Those with a clear life purpose are not as
vulnerable to workplace stress and the pressures of day-to-day
living. They are able to see the big picture and observe how the
decisions they make either contribute—or not—to their own personal
growth, the life they want to lead, and the impact they want to
make on the world around them. When you integrate power, passion,
and purpose— the essence of personal mastery—you can accomplish
great things.

Materialism and the quest for more money and
possessions are motivating factors for many, but such goals are not
life-sustaining. Achieving them provides only temporary
satisfaction; they don’t feed the soul. I believe this is the main
reason why many people who attain a high level of financial comfort
and/or career success resort to mood-altering drugs to alleviate
depression. In spite of their wealth and accomplishments they still
feel empty, as if something is missing, and the pain of that
realization is too much to bear.

Power is the ability to get things done—to
take action and realize your goals and dreams. Personal power is
the ability to create what you want in life. When you reach a
greater understanding of who you are, it gives you power. The more
self-knowledge you have, the easier it becomes to create what you
want, rather than settling for less. If you don’t have the
self-knowledge, you don’t have the power. If you don’t have the
power, you can’t create what you want in life.

The process to regain power over your life is
not for the timid. Taking the necessary steps requires a
life-altering shift in your worldview. But why remain powerless
when you can get in touch with who you are and gain a sense of your
own personal purpose and passions—what truly makes you happy. When
you align yourself with change and flow with the pace and energy of
the universe, realignment occurs. You need only to strengthen your
will to live life more fully.

And so instead of turning your life’s
decisions over to others, commit to your own empowerment and to
symbols of inspiration and guidance that you choose to follow. The
challenge for each of us is to find that “missing” piece, to
embrace our gifts and put them in service to a grander vision of
who we can become and how we can contribute.

Wright

What are the disciplines that can support
people to attain personal mastery?

Roulac

George Leonard, a pioneer in the human
potential movement, said that taking up a regular practice or
discipline—anything from aikido to gardening to Zen—can help heal
us of our addiction to instant gratification. There are many
disciplines that can access your higher levels of vitality and
creativity and enable you to live in greater harmony and balance.
But I believe it’s important to find the ones that best fit your
lifestyle and personality, and then create an approach that is
uniquely yours.

For example, I’ve studied the basics of tai
chi with more than half a dozen teachers. When I follow someone
else’s discipline, I usually get caught up in doing it their
way—precisely and perfectly. In my own practice, however, I just
move and allow the energy to flow through me. Sometimes my practice
resembles tai chi, and sometimes it resembles an ancient Middle
Eastern dance. Although we shouldn’t become sloppy in our
applications, especially in the beginning, I believe there is
always room for improvisation if that feels right to your unique
body.

All transformation and change require an
understanding of the principles of energy. The state of our
personal energy affects all of our decisions, careers,
relationships, investments, and health choices. We all have the
capacity to tune in and access the most optimal choices and
decisions that will lead us toward greater happiness, health,
harmony, and a heightened state of awareness and insight.

Daily practices designed to increase, manage,
and balance personal and collective energies were a routine part of
life for many of our distant ancestors. These practices are still
around today, offering numerous benefits to anyone who wants more
control over his or her health and more wisdom for making the right
decisions. Instruction in yoga, tai chi, feng shui, and meditation
is now available in most major cities and towns. The basics are
easy—even modest practice can provide great benefits—and most of
them can be done by people of any age.

The more you understand the concepts of
energy and how you are affected in both positive and detrimental
ways by its movement and quality, the easier it will be for you to
change your environment, relationships, and the health of your
body. When you incorporate energy practices into your daily life,
you will come to view what is sometimes called “miraculous healing”
as logical and understandable, and not some kind of magic or
mystery. Personal mastery and change need not be difficult or
complex; it only takes a commitment to integrate energy practice
into your daily routine.

Wright

Do you provide coaching for corporate
employees or entrepreneurs?

Roulac

My commitment is to help individuals achieve
personal, professional, and financial freedom, so there’s a greater
possibility of that happening if you work for yourself rather than
for someone else. J. Paul Getty, oil tycoon and once the richest
man in America, said, “There is only one way to make a great deal
of money; and that is in a business of your own.” Besides, I have a
lot more fun working with entrepreneurs than with corporate
employees, and having fun is one of my guiding principles.

I spent more than fifteen years employed
within corporate America as an executive and was hired specifically
for my mastery as a rainmaker. In my industry, everyone had great
technical skills, but what differentiated my ability to produce
extraordinary results was my commitment to learning and personal
mastery.

While corporate employees certainly benefit
from coaching, entrepreneurs can’t afford not to have a coach. If
your business is not large enough to have an advisory board, you
risk being overwhelmed by the pressure of daily decisions. The
isolation can become very lonely.

I serve more as a trusted advisor and
catalyst than a coach. There are many great professionals who are
highly skilled at coaching, but may lack a technical business
background, which I believe is an important element. My diverse
experience in economics, finance, entrepreneurial strategies, as
well as personal mastery knowledge and disciplines, enable me to
help my clients achieve their highest potential.

The foundation of my own business has been to
provide strategic advice to business owners who are committed to
becoming leaders in their industry. My counsel has enabled them to
create extraordinary wealth and achieve personal freedom. We’re
currently expanding our training programs to incorporate what
author Margaret Lobenstine described as “Renaissance Souls.”

Wright

What is a Renaissance Soul and why is this
your current focus?

Roulac

In her book, The Renaissance Soul, Margaret
Lobenstine describes this personality as one who continually
pursues multiple passions and prefers variety to concentrating on
just one activity. The fact that these people do not follow a
linear path, are in touch with their emotions, and are masters at
multitasking may equip them to thrive in our volatile economy. In a
world where adaptability and creativity are fundamental to success,
they may have the necessary skills to become future business
leaders. In fact, I believe that if you don’t acquire the skills of
a Renaissance Soul, you won’t succeed as an entrepreneur.

I consider myself a Renaissance Soul, so I
can easily relate to the challenge that creative types have in
staying focused. We’re currently offering Personal Mastery Programs
that teach people how to think like Renaissance Entrepreneurs, but
also help them to clarify and focus their vision.

Clearly a sea of change is occurring, since
many emerging business leaders exhibit some of the characteristics
of Renaissance Souls. They have learned to harness their energy and
talents to achieve their vision and become successful Renaissance
Entrepreneurs. Renaissance Entrepreneurs who have created
enormously successful ventures include Sir Richard Branson,
business magnate and founder of The Virgin Group; the late Anita
Roddick, activist and founder of The Body Shop; and Michael Dell,
philanthropist and founder of Dell, Inc.

Some of the key qualities that distinguish
highly successful Renaissance Entrepreneurs include:

They are visionaries with exceptional focus
who know how to call future possibilities into being.

They continually reinvent themselves in order
to respond to changing market cycles and economic shifts.

They are masters at marketing and understand
how to utilize both dynamic and magnetic manifestation
strategies.

They appreciate the importance of staying
inspired and energized and have mastered being fully engaged in
life.

 


I believe that entrepreneurs who possess the
attributes of a Renaissance Soul and who can create and actualize a
clear, authentic vision for their business and life will emerge as
future leaders.

Wright

What is the key to finding balance and
creating life success in these turbulent times?

Roulac

Finding balance amid the chaos is an art, not
a science, and there are no singular solutions. Yet, when you learn
how to become more focused and balanced, you can make wise
decisions and the right choices. The real key is maintaining
internal balance and drawing from the principles of energy and the
power of thought to change your reality. Whenever you take the time
to evaluate your reactions, feelings, or responses in a challenging
situation, you accelerate your growth on the path of mastery.

The more observant and conscious you become,
the more you increase and expand your energy. When you begin to do
this consistently, you will attract the right opportunities and
people. And when you accept others, understanding that they are
exactly where they need to be in their life work and process, you
further energize your own growth.

The biggest challenge for entrepreneurs is
the relentless demand to bring in more business and obtain new
buyers for their products and services. In traditional business
development models and marketing training programs, it is commonly
believed that a start-up business will require that owners devote
up to 75 percent of their time and energy on marketing. This would
be true for those who have not honed their personal mastery skills.
Old paradigm thinking will cause you to work longer hours and
receive a lower return for your efforts. I’ve observed that many of
the marketing programs currently being offered leave people
exhausted and frustrated.

The speeding up of the world that we all
struggle with also means that the dynamics of cause and effect—the
maxim that every action creates an equal and opposite reaction—have
also accelerated. The result: it’s getting easier and easier to
manifest what you want in life when you use the right tools, but
the impacts of wrongful actions are also more evident.

Individuals who have achieved a high level of
personal mastery display the following traits:

They are selective in their activities and
relationships and know how to release those that distract from
their goals and drain them of energy.

They are continually reinventing themselves
in order to respond to changing market cycles and economic
shifts.

They are masters at marketing and know how to
utilize both dynamic and magnetic marketing strategies.

They understand how to be of service to
others and are clear about the contributions they make to their
clients.

They understand the importance of staying
inspired and energized and have developed mastery in being fully
engaged in life.

 


When you learn how to slow down, simplify
your life, and create an environment that nourishes your spirit,
your life will be more balanced, harmonious, and fulfilling. When
you become more centered, focused, and balanced, you can make wise
decisions. You’ll then be able to discover the nature of your own
particular genius, stop trying to conform to other people’s models,
and learn to be your authentic, individuated self.

Wright

So what do you believe is the foundation of
achieving higher levels of success and attaining personal
mastery?

Roulac

Through my work with thousands of clients,
including highly compensated business leaders and executives, what
I know for sure is this:

When you identify your personal
strengths—your unique genius—you can accomplish your goals with
greater ease.

When you understand the source of your
personal power, connect with your passion, and identify your
purpose, you will produce extraordinary results.

The secret of successful individuals is to be
fully engaged—mentally, emotionally, physically, and
spiritually.

The only limitation to achieving life success
is the extent to which you are committed to your own personal
growth and mastery.

 


Having spent most of my business career in
the fast lane, I know that I am as susceptible as anyone to loss of
perspective and the stress that follows. I’ve also come to know
that I have the capacity to balance myself and to make wise
choices, to create a state of being where I’m in control more than
out of control. This enables me to concentrate on more important
life commitments without the discomfort and distraction of
physical, emotional and psychological distress.

In fact, from my own experiences,
observations and interviews with truly successful people, I know it
is possible to work, live and even thrive in this hectic world of
ours without compromising our health and principles. More
importantly, I believe that by developing our
“shape-shifting/shamanic” potential—the ability to change and
control our state of being—we tap into a deeper source of balance
and wisdom that can profoundly impact how we see ourselves and the
purposes we choose to follow.

Successful people appear to manifest what
they want in life with very little effort. And because it seems
effortless, we believe it’s the result of long hours, advanced
degrees, or a high level of mental intelligence. Ultimately,
however, success, power, and the ability to manifest do not
originate from such efforts or talents; they fall into the category
of otherworldly, as they cannot truly be explained with any degree
of accuracy or depth by the measures of a material world.

We live in a time when it has never been
easier to initiate change or nurture creative ideas into existence.
We have the power to alter our actions, our beliefs, and our lives
instantaneously and for the better; we have merely forgotten that
we possess these skills. They are part of our heritage, part of our
DNA. We are the only impediment to our own mastery. We are the only
limitation to living a fulfilling and rewarding life.
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AS A VISIONARY, SPEAKER, AND AUTHOR, Ann
Roulac acts as a catalyst for change, empowering people to
transform their personal and professional lives. Roulac has
provided strategic advice to entrepreneurs and executives
throughout the world enabling them to develop highly profitable
businesses. She served as a Principal and national director of
Arthur Andersen and as a division president of Bank of America
Mortgage and International Realty Corporation.

Ann’s experience as an entrepreneur,
background as a corporate executive, and teacher of personal
mastery disciplines give her a unique ability to support people to
achieve their highest potential. Her sense of adventure and quest
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Dr. Ken Blanchard

Attitude is Everything

 David Wright
(Wright)

Few people have created a positive impact on
the day-to-day management of people and companies more than Dr.
Kenneth Blanchard. He is known around the world simply as Ken, a
prominent, gregarious, sought-after author, speaker, and business
consultant. Ken is universally characterized by friends,
colleagues, and clients as one of the most insightful, powerful,
and compassionate men in business today. Ken’s impact as a writer
is far-reaching. His phenomenal bestselling book, The One Minute
Manager®, coauthored with Spencer Johnson, has sold more than
thirteen million copies worldwide and has been translated into more
than twenty-five languages. Ken is Chairman and “Chief Spiritual
Officer” of the Ken Blanchard Companies. The organization’s focus
is to energize organizations around the world with customized
training in bottom-line business strategies based on the simple,
yet powerful principles inspired by Ken’s best-selling books.

Dr. Blanchard, welcome to Discover Your Inner
Strength.

Dr. Ken Blanchard (Blanchard)

Well, it’s nice to talk with you, David. It’s
good to be here.

David Wright (Wright)

I must tell you that preparing for your
interview took quite a bit more time than usual. The scope of your
life’s work and your business, the Ken Blanchard Companies, would
make for a dozen fascinating interviews.

Before we dive into the specifics of some of
your projects and strategies, will you give our readers a brief
synopsis of your life—how you came to be the Ken Blanchard we all
know and respect?

Blanchard

Well, I’ll tell you, David, I think life is
what you do when you are planning on doing something else. I think
that was John Lennon’s line. I never intended to do what I have
been doing. In fact, all my professors in college told me that I
couldn’t write. I wanted to do college work, which I did, and they
said, “You had better be an administrator.” So I decided I was
going to be a Dean of Students. I got provisionally accepted into
my master’s degree program and then provisionally accepted at
Cornell because I never could take any of those standardized
tests.

I took the college boards four times and
finally got 502 in English. I don’t have a test-taking mind. I
ended up in a university in Athens, Ohio, in 1966 as an
Administrative Assistant to the Dean of the Business School. When I
got there he said, “Ken, I want you to teach a course. I want all
my deans to teach.” I had never thought about teaching because they
said I couldn’t write, and teachers had to publish. He put me in
the manager’s department.

I’ve taken enough bad courses in my day and I
wasn’t going to teach one. I really prepared and had a wonderful
time with the students. I was chosen as one of the top ten teachers
on the campus coming out of the chute!

I just had a marvelous time. A colleague by
the name of Paul Hersey was chairman of the Management Department.
He wasn’t very friendly to me initially because the Dean had led me
to his department, but I heard he was a great teacher. He taught
Organizational Behavior and Leadership. So I said, “Can I sit in on
your course next semester?”

“Nobody audits my courses,” he said. “If you
want to take it for credit, you’re welcome.”

I couldn’t believe it. I had a doctoral
degree and he wanted me to take his course for credit—so I signed
up.

The registrar didn’t know what to do with me
because I already had a doctorate, but I wrote the papers and took
the course, and it was great.

In June 1967, Hersey came into my office and
said, “Ken, I’ve been teaching in this field for ten years. I think
I’m better than anybody, but I can’t write. I’m a nervous wreck,
and I’d love to write a textbook with somebody. Would you write one
with me?”

I said, “We ought to be a great team. You
can’t write and I’m not supposed to be able to, so let’s do
it!”

Thus began this great career of writing and
teaching. We wrote a textbook called Management of Organizational
Behavior: Utilizing Human Resources. It came out in its eighth
edition October 3, 2000, and the ninth edition was published
September 3, 2007. It has sold more than any other textbook in that
area over the years. It’s been over forty years since that book
first came out.

I quit my administrative job, became a
professor, and ended up working my way up the ranks. I got a
sabbatical leave and went to California for one year twenty-five
years ago. I ended up meeting Spencer Johnson at a cocktail party.
He wrote children’s books—a wonderful series called Value Tales®
for Kids. He also wrote The Value of Courage: The Story of Jackie
Robinson and The Value of Believing In Yourself: The Story of Louis
Pasteur.

My wife, Margie, met him first and said, “You
guys ought to write a children’s book for managers because they
won’t read anything else.” That was my introduction to Spencer. So,
The One Minute Manager was really a kid’s book for big people. That
is a long way from saying that my career was well planned.

Wright

Ken, what and/or who were your early
influences in the areas of business, leadership, and success? In
other words, who shaped you in your early years?

Blanchard

My father had a great impact on me. He was
retired as an admiral in the Navy and had a wonderful philosophy. I
remember when I was elected as president of the seventh grade, and
I came home all pumped up. My father said, “Son, it’s great that
you’re the president of the seventh grade, but now that you have
that leadership position, don’t ever use it.” He said, “Great
leaders are followed because people respect them and like them, not
because they have power.” That was a wonderful lesson for me early
on. He was just a great model for me. I got a lot from him.

Then I had this wonderful opportunity in the
mid-1980s to write a book with Norman Vincent Peale. He wrote The
Power of Positive Thinking. I met him when he was eighty-six years
old; we were asked to write a book on ethics together, The Power of
Ethical Management: Integrity Pays, You Don’t Have to Cheat to Win.
It didn’t matter what we were writing together; I learned so much
from him. He just built from the positive things I learned from my
mother.

My mother said that when I was born I laughed
before I cried, I danced before I walked, and I smiled before I
frowned. So that, as well as Norman Vincent Peale, really impacted
me as I focused on what I could do to train leaders. How do you
make them positive? How do you make them realize that it’s not
about them, it’s about who they are serving? It’s not about their
position—it’s about what they can do to help other people win.

So, I’d say my mother and father, then Norman
Vincent Peale. All had a tremendous impact on me.

Wright

I can imagine. I read a summary of your
undergraduate and graduate degrees. I assumed you studied Business
Administration, marketing management, and related courses. Instead,
at Cornell you studied Government and Philosophy. You received your
master’s from Colgate in Sociology and Counseling and your PhD from
Cornell in Educational Administration and Leadership. Why did you
choose this course of study? How has it affected your writing and
consulting?

Blanchard

Well, again, it wasn’t really well planned
out. I originally went to Colgate to get a master’s degree in
Education because I was going to be a Dean of Students over men. I
had been a Government major, and I was a Government major because
it was the best department at Cornell in the Liberal Arts School.
It was exciting. We would study what the people were doing at the
league of governments. And then, the Philosophy Department was
great. I just loved the philosophical arguments. I wasn’t a great
student in terms of getting grades, but I’m a total learner. I
would sit there and listen, and I would really soak it in.

When I went over to Colgate and got into the
education courses, they were awful. They were boring. The second
week, I was sitting at the bar at the Colgate Inn saying, “I can’t
believe I’ve been here two years for this.” This is just the way
the Lord works: Sitting next to me in the bar was a young sociology
professor who had just gotten his PhD at Illinois. He was staying
at the Inn. I was moaning and groaning about what I was doing, and
he said, “Why don’t you come and major with me in sociology? It’s
really exciting.”

“I can do that?” I asked.

He said, “Yes.”

I knew they would probably let me do whatever
I wanted the first week. Suddenly, I switched out of Education and
went with Warren Ramshaw. He had a tremendous impact on me. He
retired some years ago as the leading professor at Colgate in the
Arts and Sciences, and got me interested in leadership and
organizations. That’s why I got a master’s in Sociology.

The reason I went into educational
administration and leadership? It was a doctoral program I could
get into because I knew the guy heading up the program. He said,
“The greatest thing about Cornell is that you will be in the School
of Education. It’s not very big, so you don’t have to take many
education courses, and you can take stuff all over the place.”

There was a marvelous man by the name of Don
McCarty who eventually became the Dean of the School of Education,
Wisconsin. He had an impact on my life; but I was always just
searching around.

My mission statement is: to be a loving
teacher and example of simple truths that help myself and others to
awaken the presence of God in our lives. The reason I mention “God”
is that I believe the biggest addiction in the world is the human
ego; but I’m really into simple truth. I used to tell people I was
trying to get the B.S. out of the behavioral sciences.

Wright

I can’t help but think, when you mentioned
your father, that he just bottom-lined it for you about
leadership.

Blanchard

Yes.

Wright

A man named Paul Myers, in Texas, years and
years ago when I went to a conference down there, said, “David, if
you think you’re a leader and you look around, and no one is
following you, you’re just out for a walk.”

Blanchard

Well, you’d get a kick out of this—I’m just
reaching over to pick up a picture of Paul Myers on my desk. He’s a
good friend, and he’s a part of our Center for FaithWalk Leadership
where we’re trying to challenge and equip people to lead like
Jesus. It’s non-profit. I tell people I’m not an evangelist because
we’ve got enough trouble with the Christians we have. We don’t need
any more new ones. But, this is a picture of Paul on top of a
mountain. Then there’s another picture below that of him under the
sea with stingrays. It says, “Attitude is everything. Whether
you’re on the top of the mountain or the bottom of the sea, true
happiness is achieved by accepting God’s promises, and by having a
biblically positive frame of mind. Your attitude is everything.”
Isn’t that something?

Wright

He’s a fine, fine man. He helped me
tremendously. In keeping with the theme of our book, Discover Your
Inner Strength, I wanted to get a sense from you about your own
success journey. Many people know you best from The One Minute
Manager books you coauthored with Spencer Johnson. Would you
consider these books as a high water mark for you or have you
defined success for yourself in different terms?

Blanchard

Well, you know, The One Minute Manager was an
absurdly successful book so quickly that I found I couldn’t take
credit for it. That was when I really got on my own spiritual
journey and started to try to find out what the real meaning of
life and success was.

That’s been a wonderful journey for me
because I think, David, the problem with most people is they think
their self-worth is a function of their performance plus the
opinion of others. The minute you think that is what your
self-worth is, every day your self-worth is up for grabs because
your performance is going to fluctuate on a day-to-day basis.
People are fickle. Their opinions are going to go up and down. You
need to ground your self-worth in the unconditional love that God
has ready for us, and that really grew out of the unbelievable
success of The One Minute Manager.

When I started to realize where all that came
from, that’s how I got involved in this ministry that I mentioned.
Paul Myers is a part of it. As I started to read the Bible, I
realized that everything I’ve ever written about, or taught, Jesus
did. You know, He did it with the twelve incompetent guys He
“hired.” The only guy with much education was Judas, and he was His
only turnover problem.

Wright

Right.

Blanchard

This is a really interesting thing. What I
see in people is not only do they think their self-worth is a
function of their performance plus the opinion of others, but they
measure their success on the amount of accumulation of wealth, on
recognition, power, and status. I think those are nice success
items. There’s nothing wrong with those, as long as you don’t
define your life by that.

What I think you need to focus on rather than
success is what Bob Buford, in his book Halftime, calls
“significance”—moving from success to significance. I think the
opposite of accumulation of wealth is generosity.

I wrote a book called The Generosity Factor
with Truett Cathy, who is the founder of Chick-fil-A. He is one of
the most generous men I’ve ever met in my life. I thought we needed
to have a model of generosity. It’s not only your treasure, but
it’s your time and talent. Truett and I added touch as a fourth
one.

The opposite of recognition is service. I
think you become an adult when you realize you’re here to serve
rather than to be served.

Finally, the opposite of power and status is
loving relationships. Take Mother Teresa as an example—she couldn’t
have cared less about recognition, power, and status because she
was focused on generosity, service, and loving relationships; but
she got all of that earthly stuff. If you focus on the earthly,
such as money, recognition, and power, you’re never going to get to
significance. But if you focus on significance, you’ll be amazed at
how much success can come your way.

Wright

I spoke with Truett Cathy recently and was
impressed by what a down-toearth, good man he seems to be. When
you start talking about him closing his restaurants on Sunday, all
of my friends—when they found out I had talked to him—said, “Boy,
he must be a great Christian man, but he’s rich.” I told them,
“Well, to put his faith into perspective, by closing on Sunday it
costs him $500 million a year.”

He lives his faith, doesn’t he?

Blanchard

Absolutely, but he still outsells everybody
else.

Wright

That’s right.

Blanchard

According to their January 25, 2007, press
release, Chick-fil-A was the nation’s second-largest quick-service
chicken restaurant chain in sales at that time. Its business
performance marks the thirty-ninth consecutive year the chain has
enjoyed a system-wide sales gain—a streak the company has sustained
since opening its first chain restaurant in 1967.

Wright

The simplest market scheme, I told him,
tripped me up. I walked by his first Chick-fil-A I had ever seen,
and some girl came out with chicken stuck on toothpicks and handed
me one; I just grabbed it and ate it; it’s history from there
on.

Blanchard

Yes, I think so. It’s really special. It is
so important that people understand generosity, service, and loving
relationships because too many people are running around like a
bunch of peacocks. You even see pastors who measure their success
by how many are in their congregation; authors by how many books
they have sold; businesspeople by what their profit margin is—how
good sales are. The reality is, that’s all well and good, but I
think what you need to focus on is the other. I think if business
did that more and we got Wall Street off our backs with all the
short-term evaluation, we’d be a lot better off.

Wright

Absolutely. There seems to be a clear theme
that winds through many of your books that has to do with success
in business and organizations—how people are treated by management
and how they feel about their value to a company. Is this an
accurate observation? If so, can you elaborate on it?

Blanchard

Yes, it’s a very accurate observation. See, I
think the profit is the applause you get for taking care of your
customers and creating a motivating environment for your people.
Very often people think that business is only about the bottom
line. But no, that happens to be the result of creating raving fan
customers, which I’ve described with Sheldon Bowles in our book,
Raving Fans. Customers want to brag about you, if you create an
environment where people can be gung-ho and committed. You’ve got
to take care of your customers and your people, and then your cash
register is going to go ka-ching, and you can make some big
bucks.

Wright

I noticed that your professional title with
the Ken Blanchard Companies is somewhat unique—“Chairman and Chief
Spiritual Officer.” What does your title mean to you personally and
to your company? How does it affect the books you choose to
write?

Blanchard

I remember having lunch with Max DuPree one
time. The legendary Chairman of Herman Miller, Max wrote a
wonderful book called Leadership Is an Art.

“What’s your job?” I asked him.

He said, “I basically work in the vision
area.”

“Well, what do you do?” I asked.

“I’m like a third-grade teacher,” he replied.
“I say our vision and values over, and over, and over again until
people get it right, right, right.”

I decided from that, I was going to become
the Chief Spiritual Officer, which means I would be working in the
vision, values, and energy part of our business. I ended up leaving
a morning message every day for everybody in our company. We have
twenty-eight international offices around the world.

I leave a voice mail every morning, and I do
three things on that as Chief Spiritual Officer: One, people tell
me who we need to pray for. Two, people tell me who we need to
praise—our unsung heroes and people like that. And then three, I
leave an inspirational morning message. I really am the
cheerleader—the Energizer Bunny—in our company. I’m the reminder of
why we’re here and what we’re trying to do.

We think that our business in the Ken
Blanchard Companies is to help people lead at a higher level, and
to help individuals and organizations. Our mission statement is to
unleash the power and potential of people and organizations for the
common good. So if we are going to do that, we’ve really got to
believe in that.

I’m working on getting more Chief Spiritual
Officers around the country. I think it’s a great title and we
should get more of them.

Wright

So those people for whom you pray, where do
you get the names?

Blanchard

The people in the company tell me who needs
help, whether it’s a spouse who is sick or kids who are sick or if
they are worried about something. We’ve got over five years of data
about the power of prayer, which is pretty important.

One morning, my inspirational message was
about my wife and five members of our company who walked sixty
miles one weekend—twenty miles a day for three days—to raise money
for breast cancer research.

It was amazing. I went down and waved them
all in as they came. They had a ceremony; they had raised $7.6
million. There were over three thousand people walking. A lot of
the walkers were dressed in pink—they were cancer victors— people
who had overcome it. There were even men walking with pictures of
their wives who had died from breast cancer. I thought it was
incredible.

There wasn’t one mention about it in the
major San Diego papers. I said, “Isn’t that just something.” We
have to be an island of positive influence because all you see in
the paper today is about celebrities and their bad behavior. Here
you have all these thousands of people out there walking and trying
to make a difference, and nobody thinks it’s news.

So every morning I pump people up about what
life’s about, about what’s going on. That’s what my Chief Spiritual
Officer job is about.

Wright

I had the pleasure of reading one of your
releases, The Leadership Pill.

Blanchard

Yes.

Wright

I must admit that my first thought was how
short the book was. I wondered if I was going to get my money’s
worth, which by the way, I most certainly did. Many of your books
are brief and based on a fictitious story. Most business books in
the market today are hundreds of pages in length and are read
almost like a textbook.

Will you talk a little bit about why you
write these short books, and about the premise of The Leadership
Pill?

Blanchard

I really developed my relationship with
Spencer Johnson when we wrote The One Minute Manager. As you know,
he wrote, Who Moved My Cheese, which was a phenomenal success. He
wrote children’s books and is quite a storyteller.

Jesus taught by parables, which were short
stories.

My favorite books are Jonathan Livingston
Seagull and The Little Prince. Og Mandino, author of seventeen
books, was the greatest of them all.

I started writing parables because people can
get into the story and learn the contents of the story, and they
don’t bring their judgmental hats into reading. You write a regular
book and they’ll say, “Well, where did you get the research?” They
get into that judgmental side. Our books get them emotionally
involved and they learn.

The Leadership Pill is a fun story about a
pharmaceutical company that thinks they have discovered the secret
to leadership, and they can put the ingredients in a pill. When
they announce it, the country goes crazy because everybody knows we
need more effective leaders. When they release it, it outsells
Viagra.

The founders of the company start selling off
stock and they call them Pillionaires. But along comes this guy who
calls himself “the effective manager,” and he challenges them to a
no-pill challenge. If they identify two non-performing groups,
he’ll take on one and let somebody on the pill take another one,
and he guarantees he will outperform that person by the end of the
year. They agree, but of course they give him a drug test every
week to make sure he’s not sneaking pills on the side.

I wrote the book with Marc Muchnick, who is a
young guy in his early thirties. We did a major study of what this
interesting “Y” generation—the young people of today—want from
leaders, and this is a secret blend that this effective manager
uses. When you think about it, David, it is really powerful in
terms of what people want from a leader.

Number one, they want integrity. A lot of
people have talked about that in the past, but these young people
will walk if they see people say one thing and do another. A lot of
us walk to the bathroom and out into the halls to talk about it.
But these people will quit. They don’t want somebody to say
something and not do it.

The second thing they want is a partnership
relationship. They hate superior/subordinate. I mean, what awful
terms those are. You know, the “head” of the department and the
hired “hands”—you don’t even give them a head. “What do I do? I’m
in supervision. I see things a lot clearer than these stupid
idiots.” They want to be treated as partners; if they can get a
financial partnership, great. If they can’t, they really want a
minimum of a psychological partnership where they can bring their
brains to work and make decisions.

Then finally, they want affirmation. They not
only want to be caught doing things right, but they want to be
affirmed for who they are. They want to be known as individual
people, not as numbers.

So those are the three ingredients that this
effective manager uses. They are wonderful values when you think
about them.

Rank-order values for any organization is
number one, integrity. In our company we call it ethics. It is our
number one value. The number two value is partnership. In our
company we call it relationships. Number three is affirmation—being
affirmed as a human being. I think that ties into relationships,
too. They are wonderful values that can drive behavior in a great
way.

Wright

I believe most people in today’s business
culture would agree that success in business has everything to do
with successful leadership. In The Leadership Pill, you present a
simple but profound premise; that leadership is not something you
do to people; it’s something you do with them. At face value, that
seems incredibly obvious. But you must have found in your research
and observations that leaders in today’s culture do not get this.
Would you speak to that issue?

Blanchard

Yes. I think what often happens in this is
the human ego. There are too many leaders out there who are
self-serving. They’re not leaders who have service in mind. They
think the sheep are there for the benefit of the shepherd. All the
power, money, fame, and recognition move up the hierarchy. They
forget that the real action in business is not up the
hierarchy—it’s in the one-to-one, moment-to-moment interactions
that your frontline people have with your customers. It’s how the
phone is answered. It’s how problems are dealt with and those kinds
of things. If you don’t think that you’re doing leadership with
them— rather, you’re doing it to them—after a while they won’t take
care of your customers.

I was at a store once (not Nordstrom’s, where
I normally would go) and I thought of something I had to share with
my wife, Margie. I asked the guy behind the counter in Men’s Wear,
“May I use your phone?”

He said, “No!”

“You’re kidding me,” I said. “I can always
use the phone at Nordstrom’s.”

“Look, buddy,” he said, “they won’t let me
use the phone here. Why should I let you use the phone?”

That is an example of leadership that’s done
to employees, not with them. People want a partnership. People want
to be involved in a way that really makes a difference.

Wright

Dr. Blanchard, the time has flown by and
there are so many more questions I’d like to ask you. In closing,
would you mind sharing with our readers some thoughts on success?
If you were mentoring a small group of men and women, and one of
their central goals was to become successful, what kind of advice
would you give them?

Blanchard

Well, I would first of all say, “What are you
focused on?” If you are focused on success as being, as I said
earlier, accumulation of money, recognition, power, or status, I
think you’ve got the wrong target. What you need to really be
focused on is how you can be generous in the use of your time and
your talent and your treasure and touch. How can you serve people
rather than be served? How can you develop caring, loving
relationships with people? My sense is if you will focus on those
things, success in the traditional sense will come to you. But if
you go out and say, “Man, I’m going to make a fortune, and I’m
going to do this,” and have that kind of attitude, you might get
some of those numbers. I think you become an adult, however, when
you realize you are here to give rather than to get. You’re here to
serve, not to be served. I would just say to people, “Life is such
a very special occasion. Don’t miss it by aiming at a target that
bypasses other people, because we’re really here to serve each
other.”

Wright

Well, what an enlightening conversation, Dr.
Blanchard. I really want you to know how much I appreciate all the
time you’ve taken with me for this interview. I know that our
readers will learn from this, and I really appreciate your being
with us today.

Blanchard

Well, thank you so much, David. I really
enjoyed my time with you. You’ve asked some great questions that
made me think, and I hope my answers are helpful to other people
because as I say, life is a special occasion.

Wright

Today we have been talking with Dr. Ken
Blanchard. He is coauthor of the phenomenal best-selling book, The
One Minute Manager. The fact that he’s the Chief Spiritual Officer
of his company should make us all think about how we are leading
our companies and leading our families and leading anything,
whether it is in church or civic organizations. I know I will.

Thank you so much, Dr. Blanchard, for being
with us today.

Blanchard

Good to be with you, David.
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University, and his PhD in Educational
Administration and Leadership from Cornell University.
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Kimberly Alyn

Leadership: Your Vital Inner Strength

 David Wright
(Wright)

Today we’re talking with Kimberly Alyn. Kim
is a best-selling author and award-winning professional speaker.
She speaks to groups and organizations all over the world on
self-improvement issues such as leadership, conflict resolution,
and team-building. Kim has written a variety of books on these
topics and it is a pleasure to interview her today.

Kimberly Alyn, welcome to Discover Your Inner
Strength.

Kimberly Alyn (Alyn)

Thank you, David.

Wright

Kim, your background and education appears to
focus on leadership. What has sparked your interest in this
area?

Alyn

There are a number of reasons I have been
drawn to the topic of leadership. First of all, I think it is one
of the most prominent inner strengths that can be developed and yet
one of the most neglected. Secondly, I didn’t have the opportunity
to grow up with many real examples of role model leadership, so I
was curious as to what that looked like and what leadership really
meant. Thirdly, I have made some bad decisions in my own life and
reaped the consequences of those decisions, which made me realize
the importance of stepping up to real leadership. Lastly, over the
years I have noticed a decline in the quality of leaders who are
represented in public and private organizations, and it has
inspired me to focus on this area.

As I started conducting training seminars in
different organizations, I noticed a plethora of “command and
control” style of leaders. These people assumed that if they barked
orders at others and held a position of authority, things would get
done. But they couldn’t understand why morale was low and turnover
was high. As I interviewed managers and leaders, there appeared to
be a prevalent attitude of “it’s my way or the highway,” and “if I
want your opinion, I will give it to you.”

One of the sectors I work closely with is the
fire service. I noticed that this type of intimidating management
style was pervasive in fire departments throughout the United
States, as it is with a lot of organizations. One of the
justifications I heard for this type of leadership was, “We are a
paramilitary organization.” Many of the managers in the fire
service assumed there was no other way to get results other than
using your title and position to force people to do what you wanted
(a combination of positional and coercive power). After conducting
countless leadership training classes in the fire service, it was
obvious that there was a hunger and a need for better leadership.
There are some fantastic leaders in the fire service who use their
positive influence to get people to want to follow and my goal is
to get more people to step up to that style of leadership.

Wright

That makes sense. Well, that brings me to my
next question on leadership. Do you think great leaders are born or
made?

Alyn

Both. Leadership is all about influence and
the ability to get people to work together toward common goals. I
think there are people who are born with a natural tendency to
influence others. However, if these people do not direct their
abilities to influence in a positive direction, they will end up
like Hitler. He was considered a leader. So was Saddam Hussein. But
these types of leaders used coercive power to demand compliance
from their followers instead of inspiring people with a positive
vision and core values that call people to a higher moral ground
and ethical behavior. I try to warn leaders that with the Hitler
type of leadership, followers will undermine your leadership when
you are not present, try to overthrow your leadership, or
eventually try to kill you!

In my opinion, great leaders who leave a
lasting legacy of leadership are more made than born. If leadership
is “an ability” to influence people to achieve certain goals, then
abilities can be developed. Researchers and leadership experts have
differing ideas and opinions about what it really means to be a
leader or what defines leadership. When I survey people about what
leadership is and what describes great leaders, I often get
differing answers, but there seems to be some pretty common themes.
The main common themes are: people want leaders to be honest, to
take initiative, to be competent, to inspire others, to get things
done, to empower others, to show integrity, to serve others, and to
be team players. These are all actions and behaviors that can be
developed.

Wright

So do most people embrace these types of
leadership concepts as a way to develop their inner strengths or do
they resist it?

Alyn

My experience has been very positive in this
area. Most of the people I speak to and work with in the public and
private sectors embrace these concepts. There are always a handful
of people who want to cling to the pushy leadership style, and
those people tend to resist my message. But for those who welcome
it, real changes take place.

I met a manager at a conference where I was
giving a keynote presentation on leadership—let’s call him “Matt.”
Matt approached me after the presentation and admitted that he had
been using a command and control style of leadership. He said
that’s what he grew up with and that’s what his military father
grew up with. He confided in me that he had convinced himself that
this was the only way to get respect from his followers, otherwise,
they might see him as weak and walk all over him.

Matt’s belief system is not uncommon among
some people in leadership positions. They think they have to demand
respect from people when in fact, if they would exhibit the
behaviors of positive leadership, they would command respect. When
you garner this type of respect from followers, the respect is
apparent in your presence and in your absence. As I discussed these
very issues with Matt, he said he realized that he was definitely
born with natural leadership ability and had always gravitated
toward leadership positions. Matt had the natural ability to
influence others, but he was the first to admit that he was
influencing people in a manner that caused resentment when he left
the room, and his actions hurt morale in the organization.

As Matt and I continued to discuss these
leadership issues, he made a commitment to go back to his
organization and start changing his behavior. Matt was going to
attempt to choose different actions that would inspire people
instead of intimidate them. He was going to go back and work on
getting people to want to follow his lead.

I meet a lot of people at conferences and
training seminars, and after some time goes by, I often forget
about some of the conversations I’ve had. I had long put Matt out
of my mind when an e-mail popped into my box seven months later. It
was from Matt. He started out by refreshing my memory with where he
had met me and what we had discussed. Our conversation came
flooding back and I was anxious to see why Matt was contacting me.
As it turned out, he wanted to let me know the incredible
transformation that had taken place. He returned to his
organization and began to focus on the needs of his followers
(serving others), admitting his mistakes and being honest about
things (showing integrity), following through on his commitments
(taking initiative), and allowing the employees more input and
decision-making ability (empowerment). Matt witnessed an incredible
change. His followers started to trust his motives. They saw his
effort and followed his lead by putting in more effort themselves.
They became more committed to the team. Morale went up, grumbling
went down, and he was being rated as a much better leader and
manager.

Matt discovered something that leaders all
over the United States are discovering: great leaders can be made
by the actions they choose. So while some people are born with some
natural leadership ability, great leaders are more made than
born.

Wright

You mentioned “empowerment” as one of the
common themes followers want in their leaders. Why do you think
that is so important, and can you provide some examples of what
that really looks like?

Alyn

Absolutely. Employees want to be empowered by
leaders in a few key areas. One is the ability to provide input.
Employees find it very difficult to carry out missions, visions,
and strategic plans that they didn’t help create. By giving
followers the opportunity to give input into these major areas,
what you create is an environment where people take ownership of
those missions, visions, and strategic plans. Having things
“dictated” to employees cultivates a resentful compliance when the
leader is present, and a pervasive rebellion when the leader is
absent.

Another area in which employees want to be
empowered is decision-making. They want to be trusted to use their
best judgment once they have been thoroughly trained in their jobs.
When you train your employees to think and make decisions at the
customer level, you create very satisfied customers! It is very
frustrating for employees and customers to encounter a problem that
cannot be solved without having to call for a manager. When
employees are empowered to solve problems and make decisions,
everyone wins.

The CEO of the Ritz Carlton understands this
important aspect of leadership. He tours all his properties
personally and asks the employees for input and suggestions on how
to improve operations and customer service. He has empowered
employees to make any decision up to $1,500 to solve a customer’s
problem. The employees feel empowered and guests feel valued. This
CEO understands the importance of getting customers to come back.
He communicates this importance to his employees by letting them
know that every guest at the hotel potentially represents over
$100,000 of lifetime business! You will never hear an employee at
the Ritz Carlton say “I am sorry, there is just nothing I can
do.”

Leaders need to eradicate some of these
common sayings from the vocabulary of their employees: “I will have
to get a manager to approve that.” “I am not authorized to do
anything else.” “That’s just our policy.” “There is nothing I can
do to help you.” “I am not the person to talk to about that.”
“That’s not my job.” All of these phrases demonstrate a lack of
empowerment and poor leadership within the organization. Strong
leadership is reflected when employees own the problems and create
the solutions. They don’t push it off to someone else or another
department.

I work with a lot of organizations across the
United States on leadership development. The lack of employee
empowerment is a common issue. Too many leaders worry about
empowering employees because they feel it will dilute their own
power. The exact opposite holds true. When you empower your
followers to think, make decisions, and solve problems, you
increase your own power and productivity. It frees you up as a
leader to work on big picture issues and ensure the organization is
moving toward its mission, vision, and goals. Leaders who refuse to
empower employees spend their time putting out fires and solving
simple problems that force them to operate on a small picture level
while the big picture issues are neglected.

When employees are empowered, they begin to
discover their own inner strengths for creative problem-solving.
Additionally, they begin to perceive the trust their leaders have
in them.

Wright

I think everyone appreciates it when
employees can solve problems. I can see the importance of
empowering others as a leader. Earlier you listed “taking
initiative” as one of the important behaviors of a leader. Will you
expand on that a little bit more?

Alyn

One of the traits of all great leaders
throughout history is the ability to get things done. Christopher
Hegarty once said, “Vision without action is nothing more than
hallucination.” It doesn’t do anybody any good for leaders to
create great vision if they don’t take the initiative to make sure
that vision becomes a reality. Followers need leaders who will get
off their butt and make things happen. Additionally, followers who
want to be considered leaders need to take initiative as well. Even
leaders need to operate in the role of a follower at times and it
is impossible to become a great a leader without being a great
follower. Taking initiative is a critical element to both.

So what does taking initiative really look
like? It is best depicted with a story I read several years ago: A
father is working in the field one day when one of his sons asks,
“Father, why is it that you give my brother more reward and more
responsibility when I am the oldest?”

The father answered, “That is a great
question son, and I will be happy to answer that for you. But
first, I need you to do something for me. I need you to run over to
the Johnson’s farm and see if they have any geese for sale. We need
to add to our stock.”

So the son ran over to the Johnson’s farm and
returned quickly. “Yes Father, they have some geese they would be
willing to sell.”

“Excellent, son. Now please find out how many
they would be willing to sell to us.”

The son ran off again to the Johnson’s farm
and returned with the answer. “Father, they have ten geese they
would be willing to sell to us.”

“Wonderful!” the father beamed. “Now go and
find out if they could deliver those geese tomorrow by 3:00 PM if
we were to purchase them today.”

Once again, the son jetted off to the Johnson
farm. He returned out of breath saying, “They can deliver the geese
tomorrow by 3:00 PM without a problem.”

“Thank you for gathering that information
son. Now I want you to stand here and watch and listen.” The father
called his younger son in a nearby field.

As the younger son approached the father
said, “Son, I need you to run over to the Smith’s farm and see if
they have any geese for sale. We need to add to our stock.”

The son dashed over to the Smith’s farm and
returned with his information: “Father, the Smiths have fifteen
geese for sale. They want $10 a piece for them but if we buy all
fifteen, they will reduce the price to $8 each. I told them to
deliver all fifteen geese by tomorrow at noon unless they hear from
us otherwise.”

The father turned to the older son and said,
“That is why your younger brother has more responsibility and more
reward.”

Taking initiative is not doing what you are
asked or doing what is expected of you. It’s doing what you are not
asked to do and anticipating what would be expected of you. Leaders
take the initiative to anticipate the needs of their followers and
meet those needs. They anticipate what needs to be done and they
get it done. Great followers anticipate the needs of their leaders
and take the initiative to make things happen.

Wright

That’s a great story to demonstrate
initiative. I want to go back to another characteristic of a good
leader that you brought up. You mentioned “team player.” I know
that effective team-building is a challenge for every organization.
What are some ways leaders can build better teams?

Alyn

You’re right—teambuilding is a challenge for
many organizations. There are a number of things leaders can do to
create more effective teams. Let me share seven great ways to build
better teams:

Let team members have input into creating the
vision and goals for the team (part of the empowerment we talked
about earlier). Leaders can also inventory the skills, talents, and
interests of the team members to best utilize their abilities. Even
some of the best employees tend to do a mediocre job at tasks they
have no interest in or any of the skills necessary to perform the
task. On the other hand, employees tend to excel at things they
love and are skilled in doing. Too many leaders neglect this
important aspect of team-building. They just assign tasks to
employees and expect the employees to do a stellar job without
providing an environment of inspiration or adequate training to
develop skills. This is the process where leaders discover the
inner strengths of their followers—it’s vital!

Provide constructive evaluation and positive
feedback for the team members. Employees need to know when they are
off track, and they need to know when they are excelling at goals
and expectations. When

 


leaders become too busy to provide this
important element, morale suffers. Additionally, when leaders spend
more time on correcting employees than giving positive feedback,
employees become discouraged.

Provide an environment where employees can be
self-motivated. I don’t believe you can motivate people. Motivation
is intrinsic and people have to motivate themselves. But what
leaders can do is create an environment where employees can be
self-motivated. Leaders do this by finding out what drives
employees and gives them a sense of passion and purpose. Once you
have that information, you can provide the tools, resources, and
working environment where people can put their self-motivation to
use.

Facilitate an environment of open
communication. One of the major problems I see in organizations is
the hoarding of information. There is always information that needs
to free-flow up, down, and across the chain of command. What
inevitably happens is someone receives information and decides to
hoard it so he or she can feel more powerful. Now that person is
“in the know” while others are in the dark. Hoarding information
gives people a sense of one-upmanship against those they work with.
This type of behavior hurts teams and creates animosity. Leaders
need to set the example by providing open communication and
encouraging others to do the same.

Give Credit Away Freely to the Team. Great
leaders build better teams when they allow the team to share credit
for successes. The leader doesn’t feel the need to be in the
limelight and get all of the attention. Instead, the glory is
shared freely with the team where all members of the team can feel
valued. When things go wrong, the leader steps up and takes
responsibility for team failures. This takes guts and real
leadership, and few people are willing to rise to this
standard.

Serve the Members of the Team. People tend to
look out for number one instead of looking out for what’s in the
best interest of the team as a whole. To build better teams,
leaders need to start by serving the needs of the team. Great
leaders understand that by helping the individuals of the team meet
their needs and goals, the team members in turn want to contribute
more to the team and exhibit a higher level of commitment.

Let the Team Have Fun! This is one of the
most neglected aspects of team-building. Managers and leaders get
so focused on the end result that they forget the importance of
having fun. It’s a physiological fact that stress and laughter
cannot occupy the same space at the same time. Employees cannot be
stressed while laughing. Some would also argue that they can’t get
things done while they are laughing or having fun. That is simply
not accurate. Some managers seem to be on a mission to hunt down
any resemblance of fun and beat the living hell out of it. When
employees hate their jobs, they are less productive and they are
less committed to the team. By allowing employees to have fun, you
build stronger teams with a sense of camaraderie.

 


Well, that was a mouthful. Can you tell I
feel strongly about the importance of building teams?

Wright

Yes, I can see that! What advice would you
have for a new leader or a leader coming into a new organization or
team as far as building trust with employees?

Alyn

People who are newly promoted into a
supervisor’s position often feel the need to prove themselves or
let people know they are the new “boss” with the new power.
Margaret Thatcher once said, “Being in power is a lot like being a
lady—if you have to tell people you are, then you aren’t.” When you
have to go around telling people you are the one in charge, you are
probably not doing a very good job of building trust and
influencing people to want to follow your lead.

New leaders, or leaders in new positions,
need to take the time to establish trust with employees. The best
way to start this process is to meet with employees, interview
them, and ask them what their goals, expectations, and needs are.
Ask them what they believe would make the organization better and
what would make their job more rewarding.

One of the best things you can do as a leader
is learn to listen—I mean, really listen. Let followers share their
concerns, their ideas, and their goals. Listen without interrupting
or interjecting or making it about you. Ask for clarification.

Ask them to share more. Listen intently
without judging, getting defensive, or jumping to conclusions.
Listen without finishing their thoughts or sentences. Show an
interest in what is being said by smiling and nodding and asking
for more. Active listening takes practice and great leaders have
learned the absolute importance of this vital skill. You would be
amazed at the amount of trust you can build with followers just by
truly listening to where they are coming from and where they want
to go.

Another way for new leaders to build trust is
to show a high level of dependability. Do what you said you will do
when you say you will do it and in the manner you say it will be
done. If followers can’t depend on you to follow through on what
you say you will do, a breech in trust occurs.

If leaders want to establish more trust with
followers, they also need to tell them the truth. Don’t lie to your
employees and don’t keep bad news from them. There’s a great saying
that “trust is a lot like fine China—once broken, it can be
repaired, but it’s never quite the same.” The fastest way to erode
trust with employees is to deceive them or keep pertinent
information from them. Leaders need to openly communicate what is
happening in the organization and what their thought processes are.
Transparency in leadership is a huge trust-builder. This area takes
us back to an earlier point of the importance of communication and
making sure information is free-flowing in the organization.

Another huge trust-builder for employees is
seeing the vulnerability and authenticity of their leaders.
Followers have a difficult time trusting leaders who act like they
are perfect and never make mistakes. As a leader, a surefire way to
build trust is to admit your mistakes. Learn how to say these
important phrases if you want to build trust: “I screwed up.” “I am
sorry.” “Please forgive me.” “What can I do to make this right?” “I
have a lot to learn too.” Projecting an image of infallibility does
not build trust, but humility does.

Wright

Those are some great tips for building
trust.

Let me ask you about another hot topic in
leadership discussions—change. How important do you think it is to
be open to change as a leader?

Alyn

I don’t think it’s enough to be open to
change anymore. I think it’s imperative to initiate the positive
changes that are needed in every organization. Constantly looking
for ways to improve is a sign of good leadership. Just to make
myself clear, I am not talking about change for the sake of change.
Not all change is positive. Some managers and leaders think they
need to create change just to show they are “change agents.” If
change doesn’t result in improvement, it was probably an
unnecessary change. I am talking about productive change that
results in improvement.

Unfortunately, a lot of employees and
managers cling to the status quo. It’s like a security blanket for
people and it gets them stuck in a rut. People tend to convince
themselves that if something didn’t work before, it won’t work now.
I hear a lot of the same things: “We tried that before and it
didn’t work.” “We don’t have the budget for that.” “No one around
here would get behind that idea.” “That’s just the way we’ve always
done it around here.”

There are also employees who have stuck out
their neck for change and gotten burned in the process. They tend
to recoil and not want to try again. Leaders have a real challenge
in overcoming this obstacle when it comes to change.

At one point in my childhood we had a
Doberman pinscher. He was a huge dog with a lot of rebellion pent
up inside. He had a bad habit of leaving our property and stalking
the neighborhood poodles to use as chew toys. So we decided to put
up a radio fence around the property to change his behavior. These
radio fences come with a collar for the dog and are designed to
“train” the dog to stay on the property. When the dog goes near the
property line he receives a deterring shock. After a few of these
shocks, the dog decides to stay clear of the property line. After a
good amount of training, you can remove the collar from the dog and
it won’t try to test the boundaries of the property line again.

People are the same way. People tend to avoid
repeating any potentially unpleasant experiences. So if employees
get up the nerve to make suggestions for change or improvement and
they get shot down, they clam up. If they put themselves out there
and get burned, they avoid putting themselves out there again.

Mark Twain once said, “We should be careful
to get out of an experience only the wisdom that is in it and stop
there; lest we be like the cat that sits down on a hot stove lid.
She will never sit on a hot stove lid again and that is well; but
she will never sit down on a cold one anymore either.” Leaders need
to set the role model example of not becoming victim to this “hot
stove effect.” Then they need to slowly coax employees to test the
stove top—it may be cold this time and easy to sit on!

Change takes risk and it requires leaders who
are willing to take that risk while keeping the best interest of
their followers in mind. Sometimes great leadership is taking your
followers where they need to go and not necessarily where they want
to go.

Wright

I can certainly see the importance of change.
We are a rapidly changing society! What role do you think
technology will play in the future generations of leaders?

Alyn

Technology is advancing so fast, it will play
a huge role in the future generations. It is estimated that more
new, unique information will be generated worldwide this year alone
than in the previous five thousand years combined. In a book titled
The Jobs Revolution: Changing How America Works, the authors point
out that as recently as 1991, less than 50 percent of all jobs in
the United States required skilled workers. By the year 2015, it is
estimated that 76 percent of jobs will require highly skilled
employees who are comfortable with high technology. Former
Secretary of Education Richard Riley asserted that the top ten jobs
in demand in 2010 did not even exist in 2004. Future leaders will
need to be skilled and knowledgeable about technology and how to
use that technology to solve problems.

Additionally, our older generation of leaders
will need to learn how to communicate with our incoming generation.
I call the up and coming generation the “E” generation. The “E”
stands for electronic and entitlement. This generation is born with
iPods in their ears, cell phones in their hands, and computers on
their laps. They also feel “entitled” to all of the luxuries and
technological advancements that society has to offer. This
generation communicates primarily through technology, whether it’s
text messaging, cell phones, instant messaging, or MySpace.

As a society, we are accepting this massive
shift toward technology more and more each year. Willard R. Daggett
EdD described it well when he said, “To achieve a 25 percent
penetration rate in U.S. homes, it took thirty-five years for the
telephone, twenty-six years for television, sixteen years for
personal computers, seven years for the Internet, and three years
for personal digital assistants (PDAs).” Technology is coming at us
faster and faster and we are embracing it in record time as
well.

When I conduct leadership presentations, I
encourage leaders to become very proficient with technology. It’s
not going away and it’s advancing at rates faster than we can keep
up. The purpose of most of this technology is to improve the
efficiency and effectiveness of communication. It has certainly
improved efficiency—we can communicate faster and with anyone
anywhere in the world within seconds. However, in my opinion, it
has not improved effectiveness. We are communicating less and less
face-to-face. Younger generations are not learning how to read body
language, interpret facial expressions, or carry on meaningful
conversations in person. Instead, they are relying on technology
for their communication and this can be a detriment when they
attempt to lead teams later in life.

Leaders today will need to be ready and
willing to deal with this E generation and provide the training
they will need to be better face-to-face communicators. Leaders
will also need to stay on top of technology and the advancements we
face or they will be left in the dust. Adaptability will be a
critical skill for leaders as technology continues to change the
way we communicate, do business, and operate as a global
community.

Wright

Those are some amazing statistics on
technology. We are advancing like crazy and I can see why leaders
need to keep up.

Kim, do you think leaders have a higher
accountability in any particular areas (other than keeping up on
technology) than people who are not leaders?

Alyn

I actually do. There are a number of areas in
which I feel leaders have a higher level of accountability than
people who are not leaders. The first area is to set the role model
example. You need to be the change you want to see in others. Be
the leader you want to see in your team. Be the work ethic you
desire in your followers.

The second area of higher accountability is
supporting the mission, vision, and goals of the organization. This
doesn’t mean you agree with every single aspect of every goal or
objective, but it means you support the general direction the
organization is taking. Great leaders understand this important
concept: if you don’t like something, you try to change it. If you
can’t change it, you try to change the way you look at it. If you
can’t change the way you look at it, you change employers or
careers. What you don’t do is spread a cancer throughout the
organization with your negative comments and criticisms. Great
leaders go up the chain with their complaints and concerns, not
down or across. If you can’t support the general direction of the
organization, you shouldn’t be working there.

The third area is having a love and a passion
for what you do. Leaders need to show followers that they love
their job. It doesn’t mean you have to love every aspect of your
job, but it means you show a passion for the work you do. People
want to be around people who love what they do. People want to do
business with people who love what they do. People want to follow
people who love what they do. When you love what you do, you tend
to do it well.

There are aspects of my job that I don’t
love. In fact there are aspects of my job that I hate. I hate
cancelled flights, and it happens a lot! I have to rent cars and
drive for hours when an airline cancels the last leg of my flight.
I have arrived at my hotel at 3:00 AM in the past only to have to
get up at 6:00 AM to set up at 7:00 AM to do an all-day workshop
starting at 8:00 AM. I hate showing up for a keynote and asking if
the batteries are new in the lavalier microphone and being told
they are, only to have it die on me after fifteen minutes. I hate
overpriced airport food. I hate being told I can’t carry certain
items on an airplane only to go through airport security and then
have the “opportunity” to buy some of that stuff in the airport and
stick it in my bag! There are so many things I could do without;
but I put up with all of the aspects I hate to be able to do what I
love.

Too many people take a brush of disdain and
paint it over their entire job or career because there are aspects
of their jobs they don’t like. If you don’t love what you do, you
need to do yourself and everyone around you a favor and get the
heck out! Life is too short to spend such a large portion of your
life doing something you hate.

Wright

I like the way you put that—you don’t have to
love every aspect of your job, but you should at least love what
you’re doing.

Okay Kim, I have one final question for you.
What do you think is the biggest hindrance for people when it comes
to discovering their inner strengths?

Alyn

I think the biggest hindrance is a lack of
prioritization. People insist they don’t have time to really
evaluate their skills, talents, and strengths, much less work on
developing them. I think we make time for what’s important to us.
We all have the same twenty-four hours in a day and yet some people
seem to make time for this important area while others do not.
Self-development tends to fall to the bottom of the priority list
for most people and they are not the only ones to suffer for this
choice. Their family suffers. Their coworkers suffer. Their
employees suffer. All of the crucial relationships in their life
suffer because they are not being the absolute best they could
truly be.

You would be amazed at the amount of time you
have available to work on these important areas if you cut out just
a few of the time siphons in your life. The biggest time-waster is
television. The A.C. Nielsen Company estimates that the average
adult watches five hours of television a day. That may sound like a
lot, but I challenge you to add yours up. Keep track of how often
your television set is on—I think it will shock you. If you shifted
some of that television time to discovering and developing your
inner strengths, you could make some serious progress in improving
yourself!

Another huge time-waster is “surfing the
’Net.” There are appropriate times when you need to look something
up and do some research, but that’s not what I’m talking about. I’m
talking about pulling up your browser to look something up and
seeing that news story link you just have to click on or seeing
that sports highlight clip calling your name. Before you know it
you have wasted thirty minutes on something that didn’t add any
value to your life.

If you don’t make a concerted effort to
prioritize your time, life will just happen to you and before you
know it, you’ll be ninety years old wondering where all of the
years went. It has taken me a long time to learn this valuable
lesson, and I am so thankful I learned it before age ninety. My top
priority is making sure my life aligns with the will of God. My
next priority is my family. My next priority is making sure I
develop the inner strengths, skills, and talents that God has
blessed me with and figuring out what those are. In the process of
doing that, I become a better person for my family, my friends, and
the people I work with. This is a never-ending process that I hope
to be continuing when I am ninety!
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nineteen and possesses a contagious passion
and enthusiasm for life that you just have to experience for
yourself!
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Kimberly Alyn

Best-Selling Author & International
Professional Speaker
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Mary Lippitt

Seize Opportunities, Eliminate Pitfalls,
Mobilize Energy, & Achieve Results

 David Wright
(Wright)

Today we’re talking with Dr. Mary Lippitt,
who is an award-winning author, consultant, trainer, and
researcher. With more than twenty-five years of experience, she is
an internationally recognized authority on leading for results, the
successful execution of strategy, and capturing tangible benefits
from building a high trust culture. Her results orientation and her
focus on organizational priorities guide leaders as they set goals
and implement plans. Unlike most leadership work that examines
personal style or skill sets, Mary targets how leaders use
information and adjust to new business circumstances. By applying
this approach, leaders can recognize what needs to change to ensure
both short- and long-term results. With a bias toward action, Mary
spotlights a new aspect in leadership development—business results.
A business framework offers immediate impact, captures
opportunities, and avoids pitfalls. It is in stark contrast to the
costly trial-and-error school of leadership. Her award-winning
book, The Leadership Spectrum: Six Business Priorities That Get
Results, makes the case that you must focus on results to get
results.

Mary, welcome to Discover Your Inner
Strength.

Mary Lippitt (Lippitt)

Well, thank you. It’s a pleasure to be
here.

Wright

You focus on business priorities in your
work. How do you define a priority and why do you target them?

Lippitt

I define a priority as a leader’s most
desired goal or outcome, given the current situation. Too often the
business context is omitted from the discussion of leadership. We
are in a fast-changing world and the cycles—whether economic,
technological, or product—impact what we can achieve.

There are several advantages to focusing on
priorities. First, using priorities ensures that all the key
information is fully vetted and weighed before decisions are made.
Next, priorities provide a common language for communicating plans
and expectations throughout the organization, aligning efforts and
gaining support for action. Finally, no “translation” is needed.
People understand these business terms right away since they are
part of our business language.

The priority framework does not replace the
two traditional approaches to leadership development—personal style
and skill set. Instead, it adds the new dimensions of business
decision-making and goal-setting to ensure solid results. If
leaders want results, they must focus on them.

Wright

Of course, that’s certainly a new way of
looking at leadership. What led you to this new priority
perspective?

Lippitt

Many of my clients were asking for concrete
guidance on how to adapt to the changing realties within their
organizations and within the larger business world. They wanted a
framework to assess what actions would produce the best results.
The costs of not adapting are painfully high. The priorities
framework helps leaders recognize when change is needed, stay well
positioned for change, and communicate change for rapid
implementation. The traditional leadership approaches are not
outcome focused. Recent Wall Street failures reflect what happens
when leaders don’t fully examine options and assumptions.

The traditional leadership frameworks are not
outcome focused. Style frameworks look at “who” is in front of you,
while priorities look at “what” you are confronting. In the end,
getting things done must be the prime leadership focus. When
business situations shift, leaders must know how to read the
internal and external signals and adjust accordingly. While skill
development is important, it still does not address the “bottom
line” of producing a desired outcome. Priorities equip leaders with
the mindset to select the right skill sets for the situation. My
clients wanted business impact, not just improved satisfaction with
a leader’s personal skills or competencies.

Put another way, leaders want guidance on
what they must do to cope with changing realities. They want the
business wisdom to make the best decision possible. Leaders are
acutely aware that the cost of a poor decision is not only job
loss, but also organizational failure.

Wright

You talk and write a lot about business
wisdom; would you tell our readers a little bit more about what you
mean by “business wisdom”?

Lippitt

Let’s start with the U.S. financial crisis.
It does not take a rocket scientist to know that the more mortgages
you make, the more profit the organization has the potential to
earn. However, how many financial institutions understood the risk
of what could happen if a homeowner owes more than the house is
worth? How many financial institutions saw the advantage of
increasing their “leverage” by extending a loan, but did not see
the potential problems with having to foreclose on homes when the
homeowner could not pay the mortgage?

Wisdom means making a smart decision for
short- and long-term. A wise leader knows it is crucial to ask all
relevant questions, to weigh the information appropriately, and to
make a choice that serves all key stakeholders.

Instead, banks seem to have “cloned” each
other’s business strategy and entered into either sub-prime loans
or “liar loans” without really assessing the liabilities. Some
leaders felt that since everyone was doing it, it must be okay. And
we all know that this kind of thinking leads to problems, not
excellence.

Wright

So how can knowledge of the priority
framework help leaders develop their business wisdom?

Lippitt

I think it will help them plan. There’s a
saying that leaders never plan to fail but they do fail to plan.
Without a grasp of key business priorities and how to balance them,
crucial issues, variables, or assumptions are overlooked, resulting
in distorted decisions. This happens to many leaders—those who make
the headlines as well as those who do not.

Leaders tend to target one thing at a time.
While I value the KISS, or Keep It Simple Stupid principle, our
complex world is not easily simplified. That was a luxury for
another time, and such simplistic thinking must stay in the
past.

Priorities also serve as a checklist for key
elements that must be factored into goal-setting and
decision-making. They help to keep leaders “in tune” with the
times.

We all know leaders who assume that
persistence with a “vision” will eventually lead to success. While
I value persistence, we live in a world of such complexity and
speed that persistence is a vice as well as a virtue. I want
leaders to persist wisely, having considered all of the relevant
issues, factors, information, opportunities and potential
consequences. Conviction without thorough analysis is dangerous.
With knowledge of the full spectrum of key priorities, success is
much more likely.

Wright

Will you give our readers and listeners an
example of how priorities helped a leader demonstrate wisdom?

Lippitt

Yes. Let me tell you about a wise CEO. His
organization was about to launch a new product line, which was
widely assumed to help the firm become a market leader. Enthusiasm
was high, the financial projections scrutinized and positive, and
everyone was on board for what seemed like a slam-dunk for the
firm.

The CEO called a meeting prior to making the
final plunge. The leader asked his team, what are the risks if we
implement today? After a long silence, it became evident that no
one could identify any risk. Everyone had become fixated on the
benefits. Many leaders might have taken that as a sign to move
ahead full steam. This leader recognized that trap. He said, “If we
do not know the risks, we do not understand the entire picture.” He
knew that only when they understood the potentially negative
consequences would they have sufficient knowledge for solid
decision-making.

In my opinion, that is an example of business
wisdom. Many leaders would authorize the new venture, happy to have
“everyone on board.” Instead, he knew that no decision is entirely
risk free. Their blind spot was dangerous and this executive
recognized it, preventing problems in the future.

I think business wisdom is demonstrated when
decisions are made by design rather than default, and when leaders
ask the relevant questions instead of relying on a quick answer.
Wisdom happens when leaders interpret all of the facts, trends, and
opportunities to make an informed decision.

Wright

I can see how overlooking some priorities
threaten effective decision-making. Why are leaders prone to
overlook key priorities?

Lippitt

I think leaders believe that they must have
the answer, and they must come up with it quickly, resulting in the
proverbial silver bullet approach, where The Lone Ranger only
needed one bullet to handle any desperado. It can also be called
the “ready, fire” leadership school. An analogy would be the
homeowner who believes that WD–40 is the answer to anything stuck,
just as duct tape is the solution for anything broken. In our rush
for action, we cling to what has worked before and skip over
analysis. Critical thinking is not considered a key leadership
function, when it really is the most important one. Only thinking,
analysis, and judgment can help leaders cope with changing
organizational situations and challenging business realities.

Let me offer an example of how a failure to
consider context and a broad scope of priorities can derail
executives. Consider new CEOs who are hired from outside the
organization. These new CEOs tend to replicate what they did
before, and fail to see that the context is different, so they
flounder and frequently fail. This is what happened at Home Depot.
Bob Nardelli was a highly successful GE executive who was
considered Jack Welch’s successor. When he did not get the top job,
Nardelli became CEO of Home Depot and brought his GE practices with
him. The practices that worked well in an established firm like GE
did not work well in a rapidly growing firm.

This tendency to use what has worked in the
past has also encouraged many executives to imitate successful CEOs
like Welch. When Welch introduced a new policy or practice, many
CEOs assumed that if it was good for Welch it would be good for
them, too.

Celebrity CEOs do not face the same situation
as every other leader, so their solutions are not guaranteed to
work in every organization. Leaders need to make informed and
balanced choices, and avoid believing that any “fad of the month”
is the path to success.

In some organizations there is actually a
parade of single solutions based on a Celebrity CEO or a recent
best-selling management book, each lasting about six to twelve
months. After each fails, it is discarded and another adopted. Then
the workforce becomes skeptical and less likely to support the next
initiative. What is lost in the tendency to replicate others is a
balanced, comprehensive, and tailored approach to setting strategy
and goals.

Wright

Those examples of the cost of focusing on one
or two goals or priorities are compelling. I understand you
conducted some research in this area. Was that tendency validated
in your research?

Lippitt

Yes, it was. Our research indicates that 45
percent of the leaders we work with are using one priority, another
31 percent are using two, and 22 percent are using three
priorities. When you tally those up, it means that 98 percent are
using half of the six business priorities. Now, this does not
necessarily mean that these leaders are making poor decisions. The
critical question is whether the full spectrum of priorities was
included in their deliberations before they selected the priorities
that guided their actions. Knowing the priorities and how to weigh
them for their situation helps leaders select the ones that will
deliver success.

Let me briefly summarize the six key
priorities in the framework. They are:

developing new products or services

gaining marketing share and retaining
customers

designing systems and policies for internal
excellence

improving efficiencies and quality

developing talent and a high performing
culture

examining trends, assumptions, and new
business models

 


(A more complete description can be found on
my Web site.)

As you can see, these are business issues,
and trying to balance all of them requires judgment. Leaders are
known to ask that production be done “faster, cheaper, better.”
When employees ask, “Which one do you want done first?” a leader
typically indicates which priority is most crucial. It would be
better to make that decision before the workforce gets confused.
Finding the right balance between the six priorities and then
knowing when to adjust that balance as circumstances evolve is the
hallmark of an outstanding leader.

Wright

I understand the attraction of the silver
bullet or the single simple solution; we’ve all probably been a
victim of this mentality. Applying a single solution must have a
cost. Will you tell our readers about the cost?

Lippitt

The costs, as your question suggests, are
quite high. We see it in a extremely high turnover rate in the C
suite. However, there are hidden costs. We know from research that
the success rate of new initiatives ranges between 11 and 33
percent and that means a huge investment loss. We also see it in
failed mergers, where the goal of “economy of scale” overshadows
other pressing needs. A “bet the ranch” approach is costly, yet it
still has adherents. The allure of the brass ring keeps some
leaders searching for the answer. It reminds me of the definition
of insanity, which is doing what you have always done, but
expecting different results.

Wright

In a workshop I held the other day, one of
our speakers said that practice does not make perfect, practice
makes permanent.

Lippitt

I like that very much, it’s very true.

Wright

Given my age I had to agree with him! Given
those long odds against success, what can leaders do to
successfully implement strategic change?

Lippitt

One way, of course, is to use the priority
framework. There is a second strategy too, which is to examine your
assumptions about how to move from strategic planning into project
management. Too many leaders want to develop a goal and then
immediately start implementation. It is our action orientation and
it rarely works.

The “ready, fire” mentality must be replaced
with a “ready, aim, fire” practice. Aiming is a translation step,
which I term “execution planning.” The payoff is that people
understand, accept, and are committed to implementation. Execution
planning also fosters more cross functional approaches, creates
clear progress measures for monitoring achievement, and enables
mid-course corrections to keep the plan on track.

Mid-course corrections ensure that a leader
achieves the intended goals. NASA reports that rockets are off
target 80 percent of the time. However, with multiple mid-course
corrections, the rockets arrive at the intended target. The same is
true with organizations. Only with active monitoring and adjustment
will any plan succeed.

Wright

Tell me more about execution planning’s role
as the translation step between strategy and project planning.

Lippitt

Let me say that strategic planning is
comparable to looking at the future from 50,000 feet. It is lofty
and far-reaching. What happens is that the big picture view rarely
offers sufficient detail to guide project planning, where the
rubber meets the road.

What is needed is something more at the 1,000
foot level that translates lofty goals into specific outcomes that
can drive action. In addition, many leaders want the strategic
plans to do more than guide decision-making, they want them to be
inspiring. Clarity is rarely found in strategic plans. Execution
planning is a process that bridges this gap to the development of
project plans that position implementation for smooth sailing.

Wright

What actions can leaders take to ensure
successful change?

Lippitt

To me, building a culture of trust is
essential, and frequently overlooked. Drucker knew the power in
culture and captured it with his statement that “culture eats
strategy for breakfast.” Our research and experience show that
trust is critical to alignment, initiative, and collaboration. Few
people think about culture in those terms. Too often culture is
equated with dress codes, using first names in the hallway,
attendance policies, and loyalty.

What I mean by culture is a composite of the
organization’s systems, practices, policies, and actions that
foster personal behavior and practices. When there is a high level
of organizational trust, it means that the workforce believes the
organization is fair, that management walks its talk, and the
organization is headed in the right direction. With low trust or
worse, distrust, people drag their feet, actively resist, or wait
to see if a new initiative has any sticking power. Too many adopt
membership on the “B” team (i.e., I’ll be here when it starts and
I’ll be here when it ends. I can wait it out until it passes. No
reason to really get on board).

We need to recognize that organizational
culture plays a substantial role in creating the way staff view
management. Today, many see senior management as the “them” on the
top floor who have low credibility at exactly the point in time
when more is being asked of the workforce. Only high trust will
enable an organization to move quickly, seize opportunities, and
enter new markets.

I have seen a great deal of attention focused
on individual trust, and that is valuable. The question is where
you should focus first—on the organization’s culture and top
management or on frontline individuals? From my experience, I think
you must start with senior management creating a high trust
culture. The reason is that it is easier for an organization’s
culture to shape the frontline worker than it is for a frontline
worker to shape an organization’s culture.

Wright

Well, you’ve certainly given us a lot of food
for thought. What is the one thing that you want readers to take
away from our discussion?

Lippitt

I would like readers to know how critical it
is to keep their eye on the prize— they need to keep their eye on
the outcomes and results. They can do that with the priorities
framework, since it focuses on results. In times of change, relying
on the silver bullet mentality just will not work. Wise
decision-making in the face of change is critical to leadership
effectiveness. Not only will it produce results, but it also
enables leaders to move from being the one “with all the answers”
to asking the key priority questions. Socrates demonstrated the
power of questions. Questioning spurs innovative as well as
analytical thinking. It also develops personal judgment, while
molding future leaders. While developing others may sound like a
long-term payoff, there is also an immediate one—you get the
results you want.

Wright

What a great interview. I really appreciate
all the time you’ve taken with me this afternoon to answer these
questions. I have really learned a lot and you’ve given me a lot of
things to think about.

Lippitt

Thank you. I have enjoyed speaking with
you.

Wright

Today we’ve been talking with Dr. Mary
Lippitt. Mary is the Founder and President of Enterprise Management
Ltd. She is an internationally recognized authority, consultant,
speaker, and writer on leadership, strategic execution, trust, and
implementing change. Her book, The Leadership Spectrum: Six
Business Priorities That Get Results, earned the Best Business Book
Award and her firm won the Top Ten Training Product of the Year
Award from Human Resource Executive. Mary provides exciting,
cutting-edge ideas and practical tools to help clients get desired
short- and long-term results.

Dr. Lippitt, thank you so much for being with
us today on Discover Your Inner Strength.

Lippitt

David it’s been a pleasure. Thank you very
much.
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Government alumni meeting. She served as an
Executive in Residence at the HR Institute, where she worked on
research studies on: The Future of Leadership, Quest for
Innovation, and Strategic Execution.

In addition to consulting, speaking, and
writing, she enjoys her community work, time with her two grandsons
and crossing items off her “bucket list.”
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Mary Lippitt

4531 Roanoak Way Palm Harbor, FL 34685
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Lin Scheib

Put Life in Your Life!

 7 Sparks to Aliveness

David Wright (Wright)

Today we’re talking with Lin Scheib. Lin is a
certified personal and professional coach and is the owner of
Lightning Life, LLC, where she specializes in coaching and
consulting with executives and professionals. Her multi-faceted
corporate career and coaching credentials give her unique insight
into the challenges and opportunities faced by professional men and
women.

Lin, welcome to Discover Your Inner
Strength.

You had a very successful corporate career.
What made you retire early— “graduate,” as you call it—to start
your own personal and professional coaching business?

Lin Scheib

Thank you, David. It is a pleasure to be
talking with you today.

Yes, I did have a successful corporate
career—beyond my wildest dreams. I grew up in poverty in a pretty
dysfunctional family. I was the first and only member of my family
to graduate from college. So, the fact that I enjoyed seven very
unique careers in two corporations and worked all over the United
States and in eleven other countries was quite amazing to me.
Actually, when I started with IBM, I dreamed of being CEO someday.
Of course, that was before I had any idea what it meant to be an
executive in a global corporation. By the time I had enough
experience and was included in the Executive Resource Program, I
wasn’t at all sure that it was what I wanted.

As I progressed in my career, I was exposed
to more and more of the demands of a corporate culture. At one
time, I wrote in my journal, “I have no friends, no life. My home
is an airplane or hotel room, and my only friends are my
professional colleagues.” That was when I realized I was allowing
my life to be usurped by my professional role. But, I was wrapped
up in achieving the external and internal notions of success. I
struggled with myself and learned as much as I could about claiming
my own life. I began to study and later taught Stephen Covey’s
“seven habits of highly successful people.” I drank in this
material—to me it was like water to a dehydrated vagabond. It
helped to stabilize me.

In 2004, I attended a coaching class. The
class changed my life. I knew from the first moment that my purpose
was to bring coaching to the lives of others. Over the next few
years, as I completed the coaching training, certification, and
leadership programs, the plan began to materialize. I worked with
my own coach to clarify my dreams and to gain my new life. I
coached professionals as part of my global leadership role. The
more I coached and saw the impact it had on people’s lives, the
more I wanted to coach. It was infectious.

So, I made the very difficult decision in mid
2007 to leave my corporate career to begin my own business coaching
and supporting other professionals. I termed my departure as
“graduation.” To me, the term signified that I was moving on to
another exciting part of my life for which my experiences to date
had prepared me well.

Wright

You said that leaving your corporate career
was a difficult decision. How did you manage to find the strength
to make that decision?

Scheib

Well, it’s like the experience I’ve heard
other people relate—one day I just knew. It was a Monday morning in
early 2007. My husband and I were taking a walk before work. I felt
like I was tethered to something heavy that made any movement
difficult. In my heart, I knew that the tether was to the financial
security and very comfortable income level I had achieved. As tears
ran down my face, I told my husband that the money wasn’t worth
another five years of the desolate life I was experiencing—it
wasn’t worth even one more year or one more day. With his support,
I set about to make some changes.

I talked with my boss that very day. Over the
next couple of weeks, we explored options like part-time work,
leave of absence, etc. But my heart cried out that I needed to be
brave and trusting enough to significantly sever my ties to the
life that claimed me. I believe my courage came from listening to
my inner self, from being unhappy enough, and from wanting
something else badly enough. I had worked in transformation for
most of my career, and I knew that change is never easy. But, I
also knew that it is the only way to break old patterns and open
ourselves up to discover our inner strength. I have never looked
back.

Wright

So, you have started your own coaching
business, called Lightning Life. Why did you choose that name?

Scheib

The name is very consistent with the impact I
want to have in the world. I want people to realize and claim the
rich life that can be theirs. Lightning is powerful, beautiful,
exciting, and cannot be ignored. When it flashes, nothing can stand
in its way or dim its natural essence. I am passionate about
helping people live their fullest lives. With that goal in mind, I
developed the “7 Sparks to Aliveness.”

Wright

What are the “7 Sparks to Aliveness” and how
does your company name relate to them?

Scheib

The “7 Sparks to Aliveness” are aimed at
helping professional women reclaim their personal lives in the
midst of corporate culture. Like lightning, they are powerful. They
ignite energy and passion into a woman’s life. I use the acronym,
“ISPARCS” to talk about them because the verbalization of the
acronym is “I spark.” Using the acronym “ISPARCS,” the following
are the seven sparks:

I—Imagine the Possibilities

S—Live in Serenity

P—Claim your Personal Power

A—Awaken to New Beginnings

R—Release your Radiance

C—Act with Confidence

S—Soar with Synergy

Wright

How did you identify the seven sparks?

Scheib

As I thought about my professional career and
the women with whom I worked, I felt a void that needed to be
filled. Personally, I had allowed my professional life to identify
me to the point where I was performing but not really living. I
knew from working with other women that they shared the same
experience. It is not new. There is a phrase in the 1955 version of
the Merle Travis song, “Sixteen Tons,” that says, “I owe my soul to
the company store.” What is new is that women are assuming more and
more of the professional roles and are struggling to preserve their
true selves as they integrate into the corporate culture.

Women, by nature, are caring, giving, and
nurturing. We also tend to carry the burdens of others on our
shoulders and to be our own worst critics. The competitive
environment of the corporate world positions one person against
another on a daily basis. It is draining and counter to most
women’s inherent nature. Over time, if we aren’t very careful, that
demanding, competitive environment takes over our lives, leaving us
flat. It isn’t very fulfilling to live life like a flat line on an
EKG monitor.

So, I thought, “What would I like to
encourage in professional women so that they could more fully enjoy
their lives while also performing in the corporate world?” (I am
not suggesting that all women follow the path I did to leave the
corporate world—I only want them to have the life of abundance,
joy, and fulfillment that can be theirs.)

As I pondered this question, I was inspired
by nature during a quiet, solo drive through the high plains of the
western United States. I guess you could say that the universe
spoke to me.

I saw the blue sky with gently floating
clouds and I wished for women to caress the serenity of that scene.
I noticed the bright sunshine and was moved by the confidence and
stability exuded by its golden hue. I thought of a star-filled
night and remembered as a child believing that anything was
possible—all I had to do was wish upon a star. I recalled beautiful
sunrises, washing the Earth with new light and life and knew that
every moment could be a new beginning. I thought of a powerful
thunderstorm and knew that each woman has her own personal power to
claim. The sunset filling the horizon reminded me of the passion
and radiance that lives within every woman. And, finally, the
rainbow reminded me of the exquisite beauty that is achieved
through harmony, balance, and synergy.

Wright

Let’s spend some time talking in more depth
about each of the seven sparks. Let’s start with “Imagine the
Possibilities.”

Scheib

Remember when you were a child and you really
believed that anything was possible? Maybe you wished upon a
star:

“Star light, star bright

First star I see tonight.

I wish I may, I wish I might,

Have the wish I wish tonight.”

No holds barred—you asked for what you
wanted. I’ll bet you didn’t think, “Is it practical, logical,
doable, or reasonable?” You simply let your imagination work and
asked for your wish.

The inspiration in nature for the “Imagine
the Possibilities” ISPARC™ is a starlit night. It is about
recalling and reclaiming our ability to dream, imagine, and wish
with the unbridled faith of a child. I’m not sure when we begin to
lose this ability, but I see it absent or hidden in many people. We
get worn down by being told “no” and by conforming to a corporate
environment. My, how we deprive ourselves when we bury that
child-like openness and excitement and belief in possibilities.

There are ways to reignite the spark to
“Imagine the Possibilities.” One way is to brainstorm all the
wishes you have for your life. Include a friend you trust and who
will encourage you. Stop yourself when you begin to think about
reality (practical, doable, reasonable, etc.). Just let your
imagination play!

Do this daily at first, then as often as you
feel compelled. If you get stuck, look up at Father Sky on a
starlit night. Let it inspire you and remind you of the endless
possibilities that reside in you. Wish upon a star. Be reminded of
the unending and ever-present potential that is a part of your
humanness.

Imagine the Possibilities—it will be fun!

Wright

I can see how keeping the dream alive is
important. Now, tell me about “Live in Serenity.”

Scheib

Life can be hectic, full of “to do,” “not
done,” “wish I hadn’t done,” “if only.” You could probably add more
of your own. When we allow our lives to be dominated by all the
“should’a,” “would’a,” “could’a,” thoughts, we lose focus on the
soul of our lives.

This challenge isn’t unique to today’s world.
The Serenity Prayer was written over six decades ago and is equally
relevant today.

“God, grant me the serenity

to accept the things I cannot change;

the courage to change the things I can;

and the wisdom to know the difference.”

—Reinhold Niebuhr




Of the things we cannot change, one thing is
certain—we cannot change anything that has happened in the past. No
amount of regret, guilt, or worry will change past events. Another
certainty is that we cannot change another person. Only that person
has the will and power to make changes in his or her life.

However, we can change how we respond to
people and events around us. This is a conscious decision to choose
how we act in the world. It is about choosing to be grateful and
living a life of abundance.

“Live in Serenity” is about adopting a gentle
acceptance of our past mistakes and failures. It is about being
comfortable in our humanness. It is also about choosing and
deciding to focus on the impact we can have in the world—from this
moment on—all the time honoring our uniqueness and gifts. Imagine
lying in a lush meadow, gazing up into a blue sky, with white
clouds gently moving with the breeze—this is nature’s inspiration
for serenity.

Here’s a tip to gain more serenity in life:
When you find yourself faced with a difficulty, ask yourself
whether the situation is something you can change. Write down the
situation and what needs to be changed. If you can truly do
something about it and you choose to, put the paper in an obvious
place for your action. If not, ceremoniously tear it up, throw it
away, or burn it. Let it go.

Live in Serenity—it will add peace to your
life.

Wright

That certainly sounds like something we could
all take to heart. Tell me about “Claim Your Personal Power.”

Scheib

The “Claim your Personal Power” portion of
ISPARC reminds us that as human creatures, we have enormous
personal power. We are gifted with the intellect to learn, reason,
and choose our path. Most things we do are by choice, and realizing
this makes us feel more in control in our own lives.

All too often, though, we give away our
inherent power to people and circumstances in our lives. We tell
ourselves, “I can’t,” or equally as disempowering, “I have to,” or
we blame others for the circumstances of our lives. In all cases,
we give our power to another person. In effect, we are saying, “I
have no control. I have no choice. I have no power.”

In the book, The 7 Habits of Highly Effective
People, Stephen Covey talks about responsibility by separating the
components of the word: response-ability. He teaches that we all
have the ability to choose our response to life’s situations. The
next time you’re about to blame someone else for a circumstance,
reconsider the role you played and the choices you have. Then, move
forward from a place of choice, knowing your personal power.

Visualize the power released in a
thunderstorm—the sharp glow of the lightning, followed by the
rumble of thunder. This is truly power in action and is the
inspiration for this ISPARC. As humans, we are no less powerful
than the thunderstorm. We have our power to release to the world.
It is a gift and a responsibility—choose to use it in ways that
benefit yourself and others.

To claim your personal power, begin by
noticing when you use words or have thoughts or beliefs that give
away your personal power. Then, make a small change to reclaim your
power, such as replacing the words “I have to” with “I choose to.”
This simple act will raise your awareness of your power to
choose.

Claim Your Personal Power—it will give
direction to your life

Wright

Wow! What powerful thoughts. Let’s now
discuss “Awaken to New Beginnings.”

Scheib

What would it be like if every sunrise truly
brought the dawn of a new day into our lives? Imagine what might be
possible if we could know that we are truly beginning anew. This,
in fact, is the reality. Every last day, every last moment, every
last second has passed. The reality and the opportunity exist only
in the now!

It’s pretty easy to identify the obvious
opportunities for new beginnings: a new year, marriage, divorce,
birth, death, new location, new job, new school, or new career.
These are significant life changes that can trigger the desire and
dedication to make changes in our lives. We can look at all these
and other major life events as new beginnings—the time to let go of
unhealthy, disempowering habits and beliefs—and adopt the habits
that bring us joy and happiness. Less obvious are the everyday
opportunities to create new beginnings.

Sometimes we allow ourselves to get in a rut
and the longer we stay there, the deeper it gets. Pretty soon, it’s
almost impossible to see the way out. The weeds of complacency take
over where blossoms could thrive. Hope for something better is a
distant memory.

I recently read an intriguing statement on
hope in a newspaper article, “Hope remains, even when it’s hidden
by nagging doubts,” by Bob Lively who is a teacher-in-residence at
the First Presbyterian Church of Austin and serves on the adjunct
faculty of Seton Cove Spirituality Center. He wrote,

“Hope is a fragile thing easily damaged by
skepticism . . . and suffocated by cynicism . . .

“. . . it is an amazing . . . power that is
bequeathed to us when we need it most, especially in those dark
nights of the soul when despair is poised to attack. And because
its origin is pure love, it invariably comes to us gently, and
silently it invites us to embrace its essence as the bedrock upon
which one can build a new and beautiful life.

“Those who claim that ‘hope is passion for
the possible’ are likely on target . . ..”

Try this exercise: Stand with your weight
firmly planted on both feet. Then, begin to release one foot, then
the other, shifting your weight at an even pace. This reminds us of
the ticking of time. It also reminds us that each moment brings the
opportunity for a new beginning. The last moment is passed; the
current moment is an opening for creation. It is as certain as the
dawn of a new day, which is nature’s inspiration for this
spark.

Awaken to New Beginnings—it will bring hope
to your life.

Wright

That’s an exciting thought—that every moment
is the opportunity for a new beginning. Let’s move now to “Release
Your Radiance.”

Scheib

Do you remember a time when your world was
filled with radiance? Perhaps it was when a child was born or you
met a person whose presence filled the room. Perhaps it was when
you observed a sunset that filled the horizon and touched the
heavens. You couldn’t help but notice.

Sunset is the inspiration for this element of
ISPARC. It’s about our not holding back and playing small. It’s
about letting our internal beauty shine forth in a way that cannot
be overlooked. It’s about knowing our impact and standing in
it—full out!

The key to releasing our radiance is to know
and appreciate our internal beauty. Here’s a portion of a poem,
called “Broaden Your Base of Beauty” by Patty Mayeux that says it
all:

“Seek the beauty within;

Be bold and let it shine . . .

Embrace Beauty!

Not from without

But from within

And smile when you encounter it.”

Releasing our radiance is about learning our
authentic self and being true to ourselves. Sometimes there are so
many expectations on us that it feels like life is squeezing us
into an ever-smaller box, leaving no room for the real us.

To begin to recognize your internal radiance,
write down all the gifts you bring to the world—yes, all of them.
Focus on who you are (e.g., sincere, honest, trustworthy,
generous), as well as what you do (e.g., run fast, lead people,
manage projects). Vibrantly share your gifts with those around you.
Add to your list as you discover more of your gifts.

Release Your Radiance—it will impact the
world!

Wright

The world could certainly be a brighter
place. Next is “Act with Confidence.” Tell me about that spark.

Scheib

You know confidence when you see it. It is
often associated with standing tall, holding the head erect, and
maintaining eye contact. Confidence is also associated with the
clear and direct expression of thoughts and ideas. These actions
send the message that people are sure of themselves and their
position. But, what is really going on inside? Only the person
knows. He or she may be feeling squirmish like a bowl of Jello or
as strong as steel. In either case, the person is projecting a
sense of confidence, which engenders confidence from others. The
person is acting “as if” he or she is totally sure of his or her
value and message.

People aren’t born with confidence. We
acquire it through recognizing our knowledge, skills, and value
throughout life. And sometimes we have to fake it because inside we
are as wobbly as a toddler. It doesn’t matter. The perception of
confidence is largely in the eyes of the beholder.

Try this exercise to increase your
confidence: Spend time in front of a mirror. Examine your posture.
Bring your shoulders down and back, spine erect, vertically aligned
from head to toe. Practice breathing deeply and easily, while
holding your abdominal muscles taut. Keep your hands at your side.
Now, look yourself squarely in the eyes for two minutes. As you do
so, notice the amazing person staring back at you. What an
unbeatable pair! This will help confidence come more naturally the
next time you need it.

Act with Confidence—it will boost yourself
and others.

Wright

The last of the seven sparks is “Soar with
Synergy.” Tell me about that one.

Scheib

The word “synergy” dates from around 1660 and
comes from the Greek word, synergos, meaning “working together.” It
refers to the phenomenon in which two or more discrete things act
together to create an effect greater than that predicted by knowing
only the separate affects of the individual things. It was
originally a scientific term.

The opposite of synergy is antagonism, the
phenomenon where two things in combination have an overall effect
that is less than that predicted from their individual affects. In
short, synergy occurs when the whole is greater than the sum of its
parts. It is important to realize, however, that synergy is a
dynamic state in which combined action is favored over the sum of
individual actions. Synergy is achieved when the combined actions
are in balance with priorities.

Visualize a rainbow, which is the inspiration
for this ISPARC. Individually, each arc of a rainbow is beautiful.
Joined in balance and harmony, the arcs unify into something truly
magnificent. This is synergy. The “Soar with Synergy” element of
ISPARC reminds us to pay attention to balance in our lives, with
all aspects gently supportive of and contributing to the lives we
wish to create.

Here is an exercise to examine the synergy in
your life. Draw a circle and divide it into the aspects of your
life (e.g., family, career, health, finances). Use names that are
relevant to you. Taking the center of the wheel as zero and the
outer edge as ten, rate your satisfaction with each aspect by
drawing a line (ten is best). Notice where your satisfaction is
low. Identify action plans to bring balance.

Soar with Synergy—it will add fullness to
your life.

Wright

Let’s talk more about the “7 Sparks to
Aliveness.” Is there a set pattern for women to follow as they
develop these sparks?

Scheib

As I started working on the sparks, there was
no set pattern. As I mentioned, I arranged them into the acronym
ISPARCS because it was catchy and gave the message “I spark!” in a
succinct way. As I have continued to develop them, however, I have
recognized that there might be a pattern. That being said, I would
encourage women to start with any of them and work with each in a
way that resonates most with them.

Wright

Tell me more about the pattern that
emerged.

Scheib

To make a change in life, we must first
believe that it is possible. The first ISPARC, “Imagine the
Possibilities,” is about opening ourselves to that belief. A
logical next step is to acknowledge what we can and can’t control
in the world.

Most of us spend a lot of time worrying or
fretting over things that we can’t control. The “Live in Serenity”
ISPARC encourages us to accept the things we cannot change. By
doing this, we release energy that we can devote to those things we
can change. With renewed belief and energy, we can step fully into
our power. The message of the “Claim Your Personal Power” ISPARC is
to empower ourselves fully and rid ourselves of blame and
self-doubt.

In doing so, we can embrace the notion that
every moment holds the opportunity for a new beginning. So, with
the dawn of each new day (new moment, in fact), we can “Awaken to
New Beginnings.” The “Act with Confidence” ISPARC encourages us to
move boldly into each of those opportunities. By acting “as if,” we
can develop the confidence that is required to move into uncharted
territories. The culmination is our ability to let our true light
shine to the world; thus the “Release Your Radiance” ISPARC. Armed
with the belief that anything is possible and that we have the
power and confidence to make it happen, we no longer play small. We
fully live our lives, radiating the strength and beauty that we
possess.



Finally, the “Soar with Synergy” ISPARC is
about finding the harmony and balance that is right for a
particular time in our lives. Synergy is not static; it is a
constant rebalancing of priorities. With conscious choice, we can
achieve the synergy that makes the whole of our lives better than
the sum of the parts.

Wright

It sounds like the seven sparks would be good
for men, too. Are they applicable only to women?

Scheib

Well, I defined them based on my personal
experience as a professional woman and on my interactions with
other professional women. Many people have told me that they are
also applicable to men, but I don’t have direct experience with
that! I do believe they are important to any man who lives with,
works with, or knows a woman!

Wright

So, let’s assume that a professional woman
wants the support of her corporation in developing the seven sparks
we’ve talked about. What’s in it for the corporation?

Scheib

Having incorporated the seven sparks into her
life, a woman will be more creative, more focused, more productive,
less risk-averse, a better public relations ambassador, better at
getting results, and overall happier and more balanced. Any
corporation would love those characteristics in their
employees!

Wright

How can women remember to incorporate the
seven sparks into their lives?

Scheib

We are each responsible for the lives we
create, no matter the circumstances that surround us. This might be
a little hard to swallow at times, but it is ultimately the truth.
We can’t look to any other person or thing as responsible for the
joy, or lack of it, in our lives. And, we could all use a little
help.

I have mentioned the inspiration in nature
for each of the sparks. Simply let these acts of nature remind you
of the sparks. For example, on a beautiful sunny day, let the
bright sunshine remind you to act with confidence. I have also
designed jewelry as a reminder for each of the sparks. It is
patterned after nature’s inspiration and meant to be worn as a
reminder. Pictures and more information on it and other products
are available on my Web site. Finally, work with a coach or trusted
advisor who supports your desire to live fully.

We must remember that this life is momentary
and transient. I love the quote, “A lifetime is like a flash of
lightning in the sky.” Each is brief, unique, and powerful. Choose
aliveness and “Put life in your life!” Each of us possesses the
inner strength to make that choice.

Wright

Thank you, Lin. This conversation has pointed
out seven sparks that women can incorporate into their lives to
discover their inner strength and aliveness. It has been a very
inspiring insight into how to claim a more powerful and full
life—for women and men.
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such as work-life balance, career
progression, stronger relationships, alignment of work with
personal values and increased sense of control. Her coaching
clients include professionals at IBM, Dell, 3M, IntegReview LLP,
ViaSat Corporation, Coldwell Bankers Residential Brokerage, and
GlaxcoSmithKline.

Lin believes in the capability of people to
have the lives that fulfill and enrich them and the power of
coaching to help them realize their true potential.

Lin Scheib

Lightning Life, LLC 6607 Lakewood Point Cove
Austin, TX 78750 512.343.LIFE (5433) lin@lightninglifecoaching.com
www.lightninglifecoaching.com
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Building Bridges

 A Cross-Cultural Approach to
Transformation and Wholeness

David Wright (Wright)

Today we are talking with Lisa Berg,
President of One Global Bridge, a cross-cultural and human
potential consulting firm. Lisa is a transformational speaker whose
topics include “The Nature of Leadership for Transformational
Times” and “Ancient Wisdom for Modern Times: Co-Creating Our
Future.” She is an inspirational singer and global networker. Lisa
co-creates innovative, multidisciplinary events for leaders who
are ready to engage in evolutionary practices for our time. Lisa
has lived and now works internationally. She has a master’s degree
in Transpersonal Psychology. She founded International Friends, a
vibrant organization that facilitates transition for international
women.

Lisa, welcome to Discover Your Inner
Strength.

Lisa Berg (Berg)

Thank you so much David.

Wright

How do you recognize inner strength?

Berg

When I am with someone living from a place of
inner strength, I see and feel their radiance and confidence. They
are really comfortable in their skin. They know who they truly are.
That kind of person is a true leader, in my opinion. Whomever they
touch is uplifted.

In speaking to many people over the years who
exude that kind of confidence, I can tell they have faced their
fears and have found a way to make peace with them. They express
what I call their Expanded Self, fully engaged in life and able to
tap into their highest potential in linear and non-linear ways.
Their lightness and trust in life is infectious!

We all have the ability to express our
magnificence in this way but with the trials and tribulations we
face growing up and living in a stressful world, many of us have
forgotten.

Wright

I agree. Many of us have forgotten. That is
why we felt the need to write this book. Will you share your story
with us?

Berg

I would be happy to. I grew up in the suburbs
of New Jersey. My mother was afraid of the outside. She wasn’t fond
of dirt, bugs, or animals like squirrels and dogs, so I didn’t
really go out much.

Then, in my mid forties, around the time my
children went off to college, I began to delve deeper into the
spiritual side of life. I entered a master’s program in
Transpersonal Psychology, a field of psychology that builds upon
traditional psychology and incorporates consciousness theory and
the wisdom of many traditions into the healing of the whole
person.

At that time, like many women, I knew parts
of me were missing. Despite years of having my own business, living
internationally, volunteering, being a good wife and mother, I
really didn’t know who “I” was. I felt trapped, even though I truly
wasn’t. My life on the outside was and still is amazing by anyone’s
standards, yet I knew I had to make a change and I was afraid.

What I discovered was a wild woman who was
trying to emerge but didn’t know how!

One of our first assignments was to go
outside for at least three hours without a plan. We were to follow
our feet and see what happens. I was so scared! I sprayed myself
with bug spray, gathered my courage, and walked out my front door.
I was taken aback by the beauty of the boulders and trees on my
front lawn. I had seen them every day with my eyes, but now I was
feeling my connection in a new way. I realized that there is a
natural rhythm in Nature that we can tap into. I saw so clearly
that we are all part of the same energy, and feeling this again
woke something up deep inside me. I began to weep as I remembered a
part of myself—my “Nature Girl” whom I had forgotten.

I didn’t realize how much I was missing by
being separate from Nature. I feel very clear and grounded, able to
make decisions from my deep inner core, after something as simple
as taking a short walk or sitting on the ground and letting my mind
clear. I now spend time outdoors, connecting deeply with Nature as
my main strategy for staying strong.

After completing the master’s program and
still not feeling complete, I continued to try many things looking
to find something to “fix” me. That process created a lot of
hardship in my family because I kept changing and they didn’t know
how to deal with me. It took a lot of strength for me to keep
going, but I did, with as much joy, awe, and love as I could muster
for myself and everyone else. I kept looking forward, believing
that the destination of really knowing myself and being able to
fully contribute my unique strengths to the world would be worth
the wait. I am happy to report it was.

I know there are a lot of men and women doing
this profound transformational work of looking deeply at their
lives. It takes a lot of courage to even recognize the need for
this kind of growth, not to mention the strength it takes to shift
from old concepts of ourselves to a more expanded version. I
applaud anyone who is on this path, whatever step he or she is
on.

One thing I have learned is that there are
many ways to approach this important work. Finding the right
combination of techniques or strategies for ourselves is key. I
know transformation isn’t easy, but I believe it doesn’t have to be
so hard!

My repertoire of growth strategies includes
ancient practices such as creative expression, guidance from
ancient wisdom, and remembering my sacred relationship to the
Earth, which helps me lighten up a bit. And I need that.

Wright

What other ancient practices, in addition to
connecting to Nature, have you found helpful in reclaiming your own
sense of inner strength? What are some of the benefits you see for
the world?

Berg

There are many ancient teachings as well as
lessons from organizational development and human potential experts
that I find particularly useful. For me personally, a teaching
about opening to our innate creativity and personal story was and
continues to be a powerful reminder.

Angeles Arrien, a leading cross-cultural
anthropologist and one of my mentors, says that indigenous people
ask, “When did you stop singing? When did you stop dancing? When
did you stop being delighted with the story of your life?” That is
the time, they say, when we experience “soul loss” or a loss of
power.

I know that is true for me. As a little girl,
I begged my parents to send me to art camp. They sent me to a
sports camp instead. Boy, I hated that. The only things I liked in
camp that summer when I was twelve years old, were rowing in a
canoe—handling the back paddle—the arts and crafts cabin, and the
theater. We put on West Side Story that year. I wanted to play
Maria, but the counselor said I was too fat. She made me stand
behind a curtain during that performance. I sang the songs and
Maria, who was thinner and prettier but couldn’t sing as
beautifully as I could, mouthed the words.

I carried that shame for many years. I
believe a part of me left that day. I never felt the same about
singing or being seen. I believed I was not good enough to fully
express my creative self. I graduated college with a degree in
music, got married, and didn’t sing for decades except for the
occasional wedding or bar mitzvah.

A big part of the work on our
transformational journeys is letting go of those kinds of beliefs
and finding the courage to think new thoughts and try new things.
When I began singing again, first in the car and then belting it
out with a Bette Midler CD, I felt my power coming back.

I sing as part of my work now and I encourage
people to sing along. I know it is scary for many people to tap
into their creativity, whether it is cooking or singing, dancing or
writing. It is one of the places where many of us are wounded. I do
hope we can remember what the ancient people said, however, and
reclaim that part of ourselves more often. It helps many of us move
out of our heads and into our hearts to feel more balanced and
empowered.

Another lesson from that teaching is to share
our story. Life is so busy these days. Many of us don’t make time
for meaningful conversations. This is an art that has been lost in
the days of television, movies, and the internet, where we are
entertained but rarely listened to.

I recently visited the Achuar people of the
Ecuador rainforest. The Achuar only opened themselves to the modern
world fourteen years ago because they were guided to in their
dreams. I learned a lot about the importance of dreams and sharing
song and stories in community. The impact the Achuar have made on
the world because of these practices is very impressive.

The elderly shaman (medicine man) invited me
and my fellow travelers into his home, which is a gathering place
for the community. He said to us through interpretation, “We don’t
have much. Sometimes we have to travel six days for food, but we
are happy. People in the modern world have a lot, but they are not
always happy.”

He asked us to share our talents with the
villagers. They then performed for us a wonderful greeting ritual
that went beyond words and built trust between us. We sang and
danced for each other. Everyone was happy.

One reason I believe the Achuar people are
happy is that they are interested in each other’s stories. Each
morning at 4:30 the people of this tribe meet in community to share
their dreams from the night before. A powerful result of this daily
practice is that, years ago, their dreams showed them that
something was coming that would disrupt their way of life and the
rainforest they lived in.

Trusting this “sign” from their collective
dreams, they wanted to prepare— not in the old warrior way of using
weapons, but by reaching out to the modern world to build positive,
working relationships. In doing so they have been able to keep oil
companies out of their land and preserve their lifestyle and the
two million acres of rainforest they steward so we can all breathe
easier.

This is very exciting to me because I know we
all have access to what the Achuar and indigenous people have—the
ability to sense and know from a place beyond the thinking mind.
Wouldn’t it be wonderful if we could harness those abilities? Who
knows? We might even begin to create success stories with the same
impact as saving expanses of the rainforest.

Wright

How does your work at One Global Bridge
foster that kind of creativity and collaboration?

Berg

The underlying premise of all my work has
been global unity. I have spent years creating a global network of
practitioners who are on the cutting edge of consciousness and
peace-building. There is a give-and-take and a generosity of spirit
in this group. In the United States, my colleagues include people
from The Institute of Noetic Sciences, The Pachamama Alliance, The
Peace Alliance, and Jean Houston’s Social Artistry program. In
Brazil, I am closely associated with Unipaz (The University of
Peace) and Globalnet, both associated with UNESCO. And last year I
spent eight months living in Brussels, Belgium, building
relationships with people in the Art of Hosting community, The
Center for Human Emergence in the Netherlands, and the Hub Network
of social entrepreneurs. These colleagues are doing great work in
the fields of health care, the European Commission, as well as
community and business ventures worldwide. Together we create
unique events that combine our various talents in the arts,
psychology, ancient wisdom, and deep collaborative communication
practices.

The setting for this kind of work needs to be
welcoming and safe because it requires becoming vulnerable and
sharing from the heart, often sitting across from people who have
differing viewpoints than our own. Sometimes there are long,
uncomfortable silences or power struggles. This is just part of the
process.

The way we do this is by creating a welcoming
atmosphere filled with music, beautiful images, time spent in
Nature and in concrete practices that allow people to go deep and
wide to recognize their own expansive human capacities and inner
resources. We provide plenty of time for integration and
co-creation with the community of participants who gather.

At the Celebrate the Earth Conference I put
on in Sedona, Arizona, participants came from Europe and all
corners of the United States. We opened at an art gallery with
musicians and food, of course. The weekend continued with music,
art, and presentations that balanced offering various ways of
accessing knowledge and time for deep conversation. A bond formed
among the participants that was palpable. One international
businessman said, “There is a real sense of community and love in
this room!”

Everyone’s favorite experience was being in
Nature with two Native American elders who led us in prayers,
ritual, story, and dance amid the magical red rocks of Sedona.
Through ceremony they taught us to remember our interconnectedness
with “all our relations.” This is an important part of my teaching.
I believe that once we remember our interconnectedness, everything
else will fall into place. It is difficult to harm another person
or the Earth when you remember you are closely related.

From this broadened perspective of our place
in the world, we examined the truth of what is happening to our
environment and talked about how we, individually and collectively,
could make a difference. There were a lot of passionate
conversations and action plans hatched that day and a lot of good
friendships formed.

Wright

You say you’re a cross-culturist. That’s an
intriguing title, what does it mean?

Berg

My own definition is someone who honors all
cultures and knows the value of creating synergy among differing
views. For years I defined culture as national identity, like the
French or Brazilian culture. Then, after a transformational trip to
Bali, Indonesia, I added the various spiritual and traditional
values that make up the human experience to my definition. Later,
my studies confirmed that my new definition had a basis in the
findings of transpersonal psychology, the Human Potential Movement,
and quantum physics.

It all started for me when my family and I
moved to Tokyo in 1993. One day my husband came home and said, “How
would you like to move to Japan?” I was unsure. I really wanted to
live overseas. That had always been a dream. But now I was in a
master’s program, we had two little boys, ages five and seven, a
nice house and car, and friends in New Jersey. Why would I want to
leave?

My husband’s company sent the four of us to a
five-day program in Boulder, Colorado, to help us make up our
minds. We learned all about Japanese life, what culture shock is,
and how to adjust to a new country with its unique customs, smells,
lifestyle, and way of doing business. We even learned where we
could shop and where the children could go to school. I was hooked.
I loved the idea of moving to Japan after that and even more, I was
determined to be a cross-cultural trainer myself.

I sought out opportunities in Tokyo to work
in that field. I studied all the theories underlying the practice
of cross-cultural communication, which was started by Peace Corps
volunteers who wanted to really understand the values and beliefs
of the people they lived with.

I designed and delivered programs to
executives at Sony, NEC, Ricoh, and other Japanese companies
sending employees overseas. When I returned to the United States I
ran my own cross-cultural consulting firm in the Metro New York
area and started International Friends, a women’s organization that
is still actively supporting women twelve years later. My
colleagues and I delivered hundreds of programs on cross-cultural
issues to international executives and their families in
transition.

But before leaving Tokyo, after a five-year
stay, I spent two weeks on the island of Bali, Indonesia, a trip
that changed my whole view of what it means to be a
cross-culturalist forever.

One day, my group was invited to a ceremony—a
daily part of life in Bali. This was an auspicious ceremony to rid
Adé, a little three-year-old, of his “naughtiness.” As I sat in
this beautiful home compound, with separate buildings set around a
courtyard, I took in the smells of incense, the fragrance of the
flower offerings, and the beauty of the young female dancers who
performed for us with their glittering red and gold headdresses and
sarongs.

Adé, it was said, was the reincarnation of
his grandpa, who was a “dirty old man.” Grandpa used to lift up
women’s skirts and Adé was already repeating this! The shamans came
down from the mountains with water from nine rivers. They chanted
and performed ceremonies while we all watched. The whole thing was
becoming more and more surreal for me. I said to my friend Jean,
“Oh come on, Jean. You can’t be serious!”

And then it hit me. I looked around and
thought to myself, “The people here are very happy. I really feel
the peacefulness in the air here. Maybe there is something to this.
Who says that Western science has all the answers?” “Why not? Who
knows?” became an important “mantra” for me as a way to approach
life.

Although I don’t know what ultimately
happened to Adé and if he is still lifting up women’s skirts, I did
realize it was imperative to include the spiritual dimension of
life in my search to reach my highest potential so I too could live
a peaceful and self-actualized life.

Wright

What are some of the ideas you share with
your international clients moving overseas that are valuable to
those of us who find ourselves in the midst of transition?

Berg

There are many important ideas that we shared
with our clients moving overseas. Right now, it is my perception
that our human family and the Earth are going through a transition
from one kind of world to another. Many of us are experiencing
rapid changes in our lives. Our environments, relationships,
religious and political organizations, finances, and businesses are
changing. I know these changes are disconcerting for many people. I
feel we are being given an opportunity to welcome new ways of being
in the world and that the lessons I learned while living
internationally certainly apply.

Here is the advice I gave to my international
clients moving from one world to another:

There is no right and wrong, only difference.
Learn to appreciate people who are from other cultures and enjoy
your time together.

Find the synergy between divergent world
views. In that case it was one culture to another. Now we can
broaden the definition to mean finding synergy between logical and
non-linear, feminine and masculine, right and left brain
activities, ancient and modern wisdom. The list goes on.

Look beneath the surface—like at the bottom
of an iceberg—to really understand why someone is doing what he or
she is doing. Then you can

 


more easily release judgment of “what” people
are doing and approach them with a sense of understanding and
compassion—maybe even admiration.

Know that you will expand your sense of who
you are, not diminish it in any way, by going out of your comfort
zone and being adventurous. Try it—you might like it!

There are ups and downs to transition. Like a
hero’s journey, expect to experience excitement, ambiguity,
challenge, fear, and intrigue. Stay with it and get out and
explore. Know you will get to the other side of the chaos. Be
gentle with yourself at these times. The key is to find ways of
taking care of yourself and those around you.

 


Wright

In your talks I know you suggest that people
“be the bridge.” Would you tell our readers more about that?

Berg

Albert Einstein suggested we widen our circle
of compassion to embrace all living creatures and the whole of
Nature in its beauty in order to move past our feelings of
separateness and to experience our rightful place in the universe.
This speaks to the ultimate bridge—the interconnection of all
things. That invisible connection is the One Global Bridge I
thought about when naming my company.

There is a prophecy that comes from the
Indians of the Andes in South America that I believe speaks
beautifully to building bridges between differing points of view.
It’s called the Eagle and the Condor prophecy.

The prophecy says that every
five-hundred-year period is called a pachacutic. It was predicted
that around the year 1500, the people from the Eagle world—the
modern, logical, technological, mind-based world—would dominate the
Condor people who represent the more spiritual, land-based,
non-linear, heart-based world. As we know, in 1492 Christopher
Columbus came to what is now the United States. Around the same
time, the South American civilizations experienced domination by
outside forces.

Now, during this new pachacutic, around the
year 2000, the Eagle and Condor people have the opportunity to
“remember” that they are each other and rejoin in a way that
creates synergy between their two worlds. After developing
excellence in their different domains of head and heart, they can
come back and nourish each other and the world into a new possible
future that works for all.

We are all a part of this prophecy. We can
start by building bridges between the many aspects of ourselves.
Integrating all our various parts on our path to wholeness is one
of the most important ideas in psychology. Here are some of the
many possibilities. You may or may not agree with all this but in
any case, it is clear that we are very complicated beings. We have
our personality, sub-personalities, archetypes, egos, past lives,
our various roles of son, mother, grandpa, etc. We have our
masculine and feminine nature, our logical and intuitive
capacities. The mystics and ancient traditions would add that our
guides, angels, and ancestors are part of us. We have our Higher
Self and our little “self.” We have our soul. We have our shadow
and our light.

I know it’s a lot, but remember, it doesn’t
have to be so hard. I choose to approach all this with a little bit
of skepticism, light heartedness, and lots of humor. Why not? Who
knows? You might as well have fun with it!

The journey of self-realization and
integration is ongoing. It is surely a more difficult journey for
me than moving to Tokyo. I believe, though, that it is the greatest
gift we can give ourselves. So that is what keeps me going for the
prize—a sense of feeling comfortable in my skin.

Wright

What else do you think people need today to
be more successful in their personal and professional lives?

Berg

I think slowing down and learning to trust
our intuitive voice that comes from a deeper level of understanding
and true experience is of number one importance. I know it’s not
easy to step off the treadmill, much less listen to our bodies in
new ways, but we really have to in order to save our health, the
quality of our work, and our relationships.

Luckily, this is happening in many areas of
the world. One organization I have worked with that is opening to
the idea of “slowing down to speed up” is a global organization of
young leaders called AIESEC. While still in college, these young
people run an international global organization that arranges
hundreds of cultural exchanges and conferences around the world. To
say these young people are working hard is an understatement.

My colleagues and I from the Art of Hosting
community were called in recently to some of the conferences to
help shift the perception that going 24/7 is the most productive
way of getting things done. We helped the participants— 800 young
people and alumni from 106 countries—self-organize parts of the
conference. The room was abuzz with possibilities and commitments
to create sustainable projects. Many participants told me they felt
empowered and appreciated the opportunity to slow down and have
real conversations. People are hungry for this, and it is actually
so simple.

Wright

How do you find the courage to sustain
yourself through your own challenges?

Berg

I feel the most courageous when I am really
centered. There is a central point in my body where I feel calm and
at peace. It’s from that place I get a strong sense of knowing what
to do in everyday situations or when the going gets tough. Some
people use dance, yoga, tai chi, or other methods that help them
cultivate that energy in themselves. I like using a chi gong
exercise where I sweep energy up along my body, from above and
below, send it out to others, centering in my belly and heart
region. I was influenced by a practice I learned in Bali.

In the fields of Bali there is a shrine, a
little temple that the farmers give offerings to throughout the
day. It reminds them of their connection Man to Man, Man to Earth
and Man to Spirit. I call these the “Three Points of
Connection”—Earth, Humanity, and Universal Wisdom. This belief of
being interconnected permeates the Balinese psyche. You can see it
in the way they walk—barefoot on the earth, toes spread and
gripping the ground, the women often balancing several baskets of
fruits and sweets on their heads as they go to celebrations in the
temples. They are connected. It is this invisible connection I find
myself calling upon automatically in my most difficult
situations.

On February 15, 2006, I received a phone
call. My mother had committed suicide.

I gathered my senses and then my family. We
drove from Washington, D.C., up to New Jersey to my mother’s home.
One of my sons joined us from Boston, and my sister and her fiancé
from Philadelphia. My parents had lived in a beautiful home filled
with luxurious things—a collection of antiques, and decorative
items that were treasures. We had already heard from people,
“Sorting this out is going to take time. Maybe two years. Don’t
rush.” “Isn’t this terrible! How could she do this?”

As my family stood together in the entry hall
of my mother’s home, I felt a surge of energy shoot down through my
body and ground me into the earth. I said, with so much love in my
heart, “We can do this in two months. I’m going to stay here. I’m
going to commit myself to handling this.” I chose to see past the
conventional viewpoint or solutions people offered. I said, “I know
she did this with as much love as possible. We will be okay.”

It was at that moment when I realized a part
of me was speaking that was coming from an inner strength, not from
my head, but from my heart.

When I look back, I realize I was able to
take that stand because of my practice of connecting to the “Three
Points of Connection”—Earth, Humanity, and Universal Wisdom. In
those difficult months, I went outside to ground myself with the
Earth and trees when things got tough. I continually reached out to
people for support. I kept expressing my gratitude for the many
synchronicities and apparent miracles that occurred to help me
accomplish what might have been an impossible task.

The house sold and the contents found their
new owners within months. My sister and I are closer than ever and
my sense of standing grounded in the middle of a storm now has a
touchstone that I can turn to as more of life’s inevitable
challenges arise.

Wright

Will you give us an example of how you use
that in your professional life?

Berg

Yes. It was the early days of owning my
cross-cultural consulting firm. I always paid my consultants up
front. I didn’t wait for the payment to come three months later
from the corporations. One day, after I had taken $10,000 out of my
husband’s and my joint savings he said, “We just can’t keep going
like this!” His option was that I would likely have to stop
operations.

I was reading books like, How Would Confucius
Ask for a Raise? and listening to my Deepak Chopra tapes at the
time. Deepak told a story of the Maharishi putting on a peace
conference. Someone asked, “Maharishi, where will all the money
come from?” To which the Maharishi answered, “From wherever it is
at the moment.”

You know how sometimes you just “know”
something is right? You totally trust a situation without any real
knowledge of how things will turn out. Well, that is how I felt
about this. I checked into that central core in my body. I felt
strong. I trusted the money would come—just as the Maharishi
did—because I was following my life purpose by bringing people
together across cultures to help create a more harmonious world.
And, as a bonus, my clients made more money because they were being
culturally aware and making better business decisions. Of course,
there was always a plan B in case money didn’t show up, but I
didn’t have to go there.

I said to Michael, my husband, “Don’t worry.
I know the money will come.” And three days later, honestly, I got
a call from Lucent Technologies: “Lisa, we want you to put on ten
programs. At $4,000 each, that is $40,000. And, we have to pay you
up front because it is the end of the year and we have to spend
this budgeted money in this current fiscal year.”

Wright

That’s pretty amazing. What role did passion
play in discovering your life’s purpose and how do you keep on
track?

Berg

I believe our most difficult moments can be
our best teachers. When I was a little girl, I was called
“broigus,” which means sullen in Yiddish. I was not happy, it’s
true. I just knew there was something wrong with the way I was
being treated. Because I felt so unseen, I remember thinking to
myself, “When I grow up I’m going to help people be the best they
can be.” The passion I felt to help people be happy so they didn’t
have to suffer as I did was a strong motivator.

When I think about why I do what I do, I see
that the little phrase, “When I grow up I’m going to help people be
the best they can be,” drove me to spend years studying psychology
and the many ways we can reach our human potential. There was a
force asking me to transform my suffering into a worthy vocation.
It was the future calling me forward in some way. I didn’t always
know where the future was leading but I trusted it would be
okay.

I often felt as though I was going in and out
of a chrysalis, transforming myself again and again to get this
right. I knew I had to let go of the deep sorrow and grief
associated with childhood wounds in order to have the energy to
step into my life’s purpose. Those heavy emotions were getting in
the way. It also felt as though I was carrying the pain of the
whole Jewish race on me at one point. Who knows? I might have been!
Eckhart Tolle calls that the pain body—part of the energetic
field.

There came a time when I knew I had to
release all that. It wasn’t mine to carry; it was making me sick
and it was interfering in my relationships. I really wanted to live
life fully and enjoy each moment. I did a lot of work forgiving
myself and others and learning to be gentle. I can be my own worst
critic! So now I am able to be much more engaged on my path of
helping others because even when sad emotions come up (and they do,
of course) I am better able to handle them and move on to enjoy
life.

Wright

What are key points you would like to share
with our readers to help them discover their inner strength?

Berg

I think it is important to note that we all
have the ability to reach our potential to experience a higher
state of consciousness and self-awareness. Clearly, many of us have
been through experiences that have hampered us in the past. But we
do have a choice now. We can choose joy or sorrow, confusion or
clarity, fear or love, courage or resignation. Being courageous
doesn’t always mean it is easy. It means we are alive and willing
to engage in life in a way that many are not ready to assume.

The Hopi Indians of North America have a
prophecy that gives us important guidelines for finding our
strength and keeping a broad perspective in difficult times. You
can find the whole prophecy on my Web site,
www.OneGlobalBridge.com. The key points from the Hopi prophecy that
I would like to leave you with are:

“. . . this is the 11th hour. . . .

There are those who will be afraid.

(but) this can be a good time!

It is time to speak your Truth.

Create your community.

Be good to each other.

And do not look outside of yourself for the
leader. . . .

The time of the lone wolf is over.

Gather yourselves!

Banish the word struggle from your attitude
and your vocabulary. . . .

All that we do must now be done in a sacred
manner and in celebration.

We are the ones we’ve been waiting for.”

I know we can do this. When we see life from
the broad perspective of an open heart and a future that is calling
us forward, anything is possible.

And remember, “Why not? Who knows?” can be a
valuable motto.

Wright

As difficult as it might be for some people,
the attitude of having a broad perspective and believing the future
is calling us forward in times of stress sounds liberating to
me.

Berg

Yes, it is, David

Wright

Well, what great conversation, Lisa. I really
appreciate all the time you’ve spent with me this afternoon
answering these questions. You’ve given me a lot to think about and
I’m sure our readers will have a lot to think about too.

Berg

Thank you so much, David. I enjoyed speaking
with you.
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Dr. Stephen Covey

A Values-Based Approach

 David Wright
(Wright)

We’re talking today with Dr. Stephen R.
Covey, cofounder and vice-chairman of Franklin Covey Company, the
largest management company and leadership development organization
in the world. Dr. Covey is perhaps best known as author of The 7
Habits of Highly Effective People, which is ranked as a number one
best-seller by the New York Times, having sold more than fourteen
million copies in thirty-eight languages throughout the world. Dr.
Covey is an internationally respected leadership authority, family
expert, teacher, and organizational consultant. He has made
teaching principle-centered living and principle-centered
leadership his life’s work. Dr. Covey is the recipient of the
Thomas More College Medallion for Continuing Service to Humanity
and has been awarded four honorary doctorate degrees. Other awards
given Dr. Covey include the Sikh’s 1989 International Man of Peace
award, the 1994 International Entrepreneur of the Year award, Inc.
magazine’s Services Entrepreneur of the Year award, and in 1996 the
National Entrepreneur of the Year Lifetime Achievement award for
Entrepreneurial leadership. He has also been recognized as one of
Time magazine’s twenty-five most influential Americans and one of
Sales and Marketing Management’s top twenty-five power brokers. As
the father of nine and grandfather of forty-four, Dr. Covey
received the 2003 National Fatherhood Award, which he says is the
most meaningful award he has ever received. Dr. Covey earned his
undergraduate degree from the University of Utah, his MBA from
Harvard, and completed his doctorate at Brigham Young University.
While at Brigham Young he served as assistant to the President and
was also a professor of Business Management and Organizational
Behavior.

Dr. Covey, welcome to Discover Your Inner
Strength.

Dr. Stephen Covey (Covey)

Thank you.

Wright

Dr. Covey, most companies make decisions and
filter them down through their organization. You, however, state
that no company can succeed until individuals within it succeed.
Are the goals of the company the result of the combined goals of
the individuals?

Covey

Absolutely—if people aren’t on the same page,
they’re going to be pulling in different directions. To teach this
concept, I frequently ask large audiences to close their eyes and
point north, and then to keep pointing and open their eyes. They
find themselves pointing all over the place. I say to them,
“Tomorrow morning if you want a similar experience, ask the first
ten people you meet in your organization what the purpose of your
organization is and you’ll find it’s a very similar experience.
They’ll point all over the place.” When people have a different
sense of purpose and values, every decision that is made from then
on is governed by those. There’s no question that this is one of
the fundamental causes of misalignment, low trust, interpersonal
conflict, interdepartmental rivalry, people operating on personal
agendas, and so forth.

Wright

Is that primarily a result of an inability to
communicate from the top?

Covey

That’s one aspect, but I think it’s more
fundamental. There’s an inability to involve people—an
unwillingness. Leaders may communicate what their mission and their
strategy is, but that doesn’t mean there’s any emotional connection
to it. Mission statements that are rushed and then announced are
soon forgotten. They become nothing more than just a bunch of
platitudes on the wall that mean essentially nothing and even
create a source of cynicism and a sense of hypocrisy inside the
culture of an organization.

Wright

How do companies ensure survival and
prosperity in these tumultuous times of technological advances,
mergers, downsizing, and change?

Covey

I think that it takes a lot of high trust in
a culture that has something that doesn’t change—principles—at its
core. There are principles that people agree upon that are valued.
It gives a sense of stability. Then you have the power to adapt and
be flexible when you experience these kinds of disruptive new
economic models or technologies that come in and sideswipe you. You
don’t know how to handle them unless you have something you can
depend upon.

If people have not agreed to a common set of
principles that guide them and a common purpose, then they get
their security from the outside and they tend to freeze the
structure, systems, and processes inside and they cease becoming
adaptable. They don’t change with the changing realities of the new
marketplace out there and gradually they become obsolete.

Wright

I was interested in one portion of your book,
The 7 Habits of Highly Effective People, where you talk about
behaviors. How does an individual go about the process of replacing
ineffective behaviors with effective ones?

Covey

I think that for most people it usually
requires a crisis that humbles them to become aware of their
ineffective behaviors. If there’s not a crisis the tendency is to
perpetuate those behaviors and not change.

You don’t have to wait until the marketplace
creates the crisis for you. Have everyone accountable on a
360-degree basis to everyone else they interact with—with feedback
either formal or informal—where they are getting data as to what’s
happening. They will then start to realize that the consequences of
their ineffective behavior require them to be humble enough to look
at that behavior and to adopt new, more effective ways of doing
things.

Sometimes people can be stirred up to this if
you just appeal to their conscience—to their inward sense of what
is right and wrong. A lot of people sometimes know inwardly they’re
doing wrong, but the culture doesn’t necessarily discourage them
from continuing that. They either need feedback from people or they
need feedback from the marketplace or they need feedback from their
conscience. Then they can begin to develop a step-by-step process
of replacing old habits with new, better habits.

Wright

It’s almost like saying, “Let’s make all the
mistakes in the laboratory before we put this thing in the
air.”

Covey

Right; and I also think what is necessary is
a paradigm shift, which is analogous to having a correct map, say
of a city or of a country. If people have an inaccurate paradigm of
life, of other people, and of themselves it really doesn’t make
much difference what their behavior or habits or attitudes are.
What they need is a correct paradigm—a correct map—that describes
what’s going on.

For instance, in the Middle Ages they used to
heal people through bloodletting. It wasn’t until Samuel Weiss and
Pasteur and other empirical scientists discovered the germ theory
that they realized for the first time they weren’t dealing with the
real issue. They realized why women preferred to use midwives who
washed rather than doctors who didn’t wash. They gradually got a
new paradigm. Once you’ve got a new paradigm then your behavior and
your attitude flow directly from it. If you have a bad paradigm or
a bad map, let’s say of a city, there’s no way, no matter what your
behavior or your habits or your attitudes are—how positive they
are—you’ll never be able to find the location you’re looking for.
This is why I believe that to change paradigms is far more
fundamental than to work on attitude and behavior.

Wright

One of your seven habits of highly effective
people is to “begin with the end in mind.” If circumstances change
and hardships or miscalculations occur, how does one view the end
with clarity?

Covey

Many people think to begin with the end in
mind means that you have some fixed definition of a goal that’s
accomplished and if changes come about you’re not going to adapt to
them. Instead, the “end in mind” you begin with is that you are
going to create a flexible culture of high trust so that no matter
what comes along you are going to do whatever it takes to
accommodate that new change or that new reality and maintain a
culture of high performance and high trust. You’re talking more in
terms of values and overall purposes that don’t change, rather than
specific strategies or programs that will have to change to
accommodate the changing realities in the marketplace.

Wright

In this time of mistrust among people,
corporations, and nations, for that matter, how do we create high
levels of trust?

Covey

That’s a great question and it’s complicated
because there are so many elements that go into the creating of a
culture of trust. Obviously the most fundamental one is just to
have trustworthy people. But that is not sufficient because what if
the organization itself is misaligned?

For instance, what if you say you value
cooperation but you really reward people for internal competition?
Then you have a systemic or a structure problem that creates low
trust inside the culture even though the people themselves are
trustworthy. This is one of the insights of Edward Demming and the
work he did. That’s why he said that most problems are not
personal— they’re systemic. They’re common caused. That’s why you
have to work on structure, systems, and processes to make sure that
they institutionalize principle-centered values. Otherwise you
could have good people with bad systems and you’ll get bad
results.

When it comes to developing interpersonal
trust between people, it is made up of many, many elements such as
taking the time to listen to other people, to understand them, and
to see what is important to them. What we think is important to
another may only be important to us, not to another. It takes
empathy. You have to make and keep promises to them. You have to
treat people with kindness and courtesy. You have to be completely
honest and open. You have to live up to your commitments. You can’t
betray people behind their back. You can’t badmouth them behind
their back and sweet-talk them to their face. That will send out
vibes of hypocrisy and it will be detected.

You have to learn to apologize when you make
mistakes, to admit mistakes, and to also get feedback going in
every direction as much as possible. It doesn’t necessarily require
formal forums—it requires trust between people who will be open
with each other and give each other feedback.

Wright

My mother told me to do a lot of what you’re
saying now, but it seems that when I got in business I simply
forgot.

Covey

Sometimes we forget, but sometimes culture
doesn’t nurture it. That’s why I say unless you work with the
institutionalizing—that means formalizing into structure, systems,
and processing the values—you will not have a nurturing culture.
You have to constantly work on that.

This is one of the big mistakes organizations
make. They think trust is simply a function of being honest. That’s
only one small aspect. It’s an important aspect, obviously, but
there are so many other elements that go into the creation of a
high-trust culture.

Wright

“Seek first to understand then to be
understood” is another of your seven habits. Do you find that
people try to communicate without really understanding what other
people want?

Covey

Absolutely. The tendency is to project out of
our own autobiography—our own life, our own value system—onto other
people, thinking we know what they want. So we don’t really listen
to them. We pretend to listen, but we really don’t listen from
within their frame of reference. We listen from within our own
frame of reference and we’re really preparing our reply rather than
seeking to understand. This is a very common thing. In fact, very
few people have had any training in seriously listening. They’re
trained in how to read, write, and speak, but not to listen.

Reading, writing, speaking, and listening are
the four modes of communication and they represent about two-thirds
to three-fourths of our waking hours. About half of that time is
spent listening, but it’s the one skill people have not been
trained in. People have had all this training in the other forms of
communication. In a large audience of 1,000 people you wouldn’t
have more than twenty people who have had more than two weeks of
training in listening. Listening is more than a skill or technique;
you must listen within another's frame of reference. It takes
tremendous courage to listen because you’re at risk when you
listen. You don’t know what’s going to happen; you’re
vulnerable.

Wright

Sales gurus always tell me that the number
one skill in selling is listening.

Covey

Yes—listening from within the customer’s
frame of reference. That is so true. You can see that it takes some
security to do that because you don’t know what’s going to
happen.

Wright

With this book we’re trying to encourage
people to be better, to live better, and be more fulfilled by
listening to the examples of our guest authors. Is there anything
or anyone in your life that has made a difference for you and
helped you to become a better person?

Covey

I think the most influential people in my
life have been my parents. I think that what they modeled was not
to make comparisons and harbor jealousy or to seek recognition.
They were humble people.

I remember one time when my mother and I were
going up in an elevator and the most prominent person in the state
was also in the elevator. She knew him, but she spent her time
talking to the elevator operator. I was just a little kid and I was
so awed by the famous person. I said to her, “Why didn’t you talk
to the important person?” She said, “I was. I had never met
him.”

My parents were really humble, modest people
who were focused on service and other people rather than on
themselves. I think they were very inspiring models to me.

Wright

In almost every research paper I’ve ever
read, those who write about people who have influenced their lives
include three teachers in their top-five picks. My seventh-grade
English teacher was the greatest teacher I ever had and she
influenced me to no end.

Covey

Would it be correct to say that she saw in
you probably some qualities of greatness you didn’t even see in
yourself?

Wright

Absolutely.

Covey

That’s been my general experience—the key
aspect of a mentor or a teacher is someone who sees in you
potential that you don’t even see in yourself. Those
teachers/mentors treat you accordingly and eventually you come to
see it in yourself. That’s my definition of leadership or
influence—communicating people’s worth and potential so clearly
that they are inspired to see it in themselves.

Wright

Most of my teachers treated me as a student,
but she treated me with much more respect than that. As a matter of
fact, she called me Mr. Wright, and I was in the seventh grade at
the time. I’d never been addressed by anything but a nickname. I
stood a little taller; she just made a tremendous difference.

Do you think there are other characteristics
that mentors seem to have in common?

Covey

I think they are first of all good examples
in their own personal lives. Their personal lives and their family
lives are not all messed up—they come from a base of good
character. They also are usually very confident and they take the
time to do what your teacher did to you—to treat you with uncommon
respect and courtesy.

They also, I think, explicitly teach
principles rather than practices so that rules don’t take the place
of human judgment. You gradually come to have faith in your own
judgment in making decisions because of the affirmation of such a
mentor. Good mentors care about you—you can feel the sincerity of
their caring. It’s like the expression, “I don’t care how much you
know until I know how much you care.”

Wright

Most people are fascinated with the new
television shows about being a survivor. What has been the greatest
comeback that you’ve made from adversity in your career or your
life?

Covey

When I was in grade school I experienced a
disease in my legs. It caused me to use crutches for a while. I
tried to get off them fast and get back. The disease wasn’t
corrected yet so I went back on crutches for another year. The
disease went to the other leg and I went on for another year. It
essentially took me out of my favorite thing—athletics—and it took
me more into being a student. So that was a life-defining
experience, which at the time seemed very negative, but has proven
to be the basis on which I’ve focused my life—being more of a
learner.

Wright

Principle-centered learning is basically what
you do that’s different from anybody I’ve read or listened to.

Covey

The concept is embodied in the Far Eastern
expression, “Give a man a fish, you feed him for the day; teach him
how to fish, you feed him for a lifetime.” When you teach
principles that are universal and timeless, they don’t belong to
just any one person’s religion or to a particular culture or
geography. They seem to be timeless and universal like the ones
we’ve been talking about here: trustworthiness, honesty, caring,
service, growth, and development. These are universal principles.
If you focus on these things, then little by little people become
independent of you and then they start to believe in themselves and
their own judgment becomes better. You don’t need as many rules.
You don’t need as much bureaucracy and as many controls and you can
empower people.

The problem in most business operations
today—and not just business but non-business—is that they’re using
the industrial model in an information age. Arnold Toynbee, the
great historian, said, “You can pretty well summarize all of
history in four words: nothing fails like success.” The industrial
model was based on the asset of the machine. The information model
is based on the asset of the person—the knowledge worker. It’s an
altogether different model. But the machine model was the main
asset of the twentieth century. It enabled productivity to increase
fifty times. The new asset is intellectual and social capital—the
qualities of people and the quality of the relationship they have
with each other. Like Toynbee said, “Nothing fails like success.”
The industrial model does not work in an information age. It
requires a focus on the new wealth, not capital and material
things.

A good illustration that demonstrates how
much we were into the industrial model, and still are, is to notice
where people are on the balance sheet. They’re not found there.
Machines are found there. Machines become investments. People are
on the profit-and-loss statement and people are expenses. Think of
that—if that isn’t bloodletting.

Wright

It sure is.

When you consider the choices you’ve made
down through the years, has faith played an important role in your
life?

Covey

It has played an extremely important role. I
believe deeply that we should put principles at the center of our
lives, but I believe that God is the source of those principles. I
did not invent them. I get credit sometimes for some of the Seven
Habits material and some of the other things I’ve done, but it’s
really all based on principles that have been given by God to all
of His children from the beginning of time. You’ll find that you
can teach these same principles from the sacred texts and the
wisdom literature of almost any tradition. I think the ultimate
source of that is God and that is one thing you can absolutely
depend upon—“in God we trust.”

Wright

If you could have a platform and tell our
audience something you feel would help them or encourage them, what
would you say?

Covey

I think I would say to put God at the center
of your life and then prioritize your family. No one on their
deathbed ever wished they had spent more time at the office.

Wright

That’s right. We have come down to the end of
our program and I know you’re a busy person. I could talk with you
all day, Dr. Covey.

Covey

It’s good to talk with you as well and to be
a part of this program. It looks like an excellent one that you’ve
got going on here.

Wright

Thank you.

We have been talking today with Dr. Stephen
R. Covey, cofounder and vice-chairman of Franklin Covey Company.
He’s also the author of The 7 Habits of Highly Effective People,
which has been ranked as a number one bestseller by the New York
Times, selling more than fourteen million copies in thirty-eight
languages.

Dr. Covey, thank you so much for being with
us today.

Covey

Thank you for the honor of participating.
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received the National Fatherhood Award in
2003, which, as the father of nine and grandfather of forty-four,
he says is the most meaningful award he has ever received.

Dr. Covey currently serves on the board of
directors for the Points of Light Foundation. Based in Washington,
D.C., the Foundation, through its partnership with the Volunteer
Center National Network, engages and mobilizes millions of
volunteers from all walks of life—businesses, nonprofits,
faith-based organizations, low-income communities, families, youth,
and older adults—to

help solve serious social problems in
thousands of

communities.

Dr. Stephen R. Covey

www.stephencovey.com
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Developing A Lifestyle Of Leadership

 David Wright
(Wright)

Today, we’re talking with Christina Parker
and Donny Henderson, cofounders of The Leadership Movement. The
Leadership Movement is a leadership development company dedicated
to developing people of influence and integrity. Through extensive
research and years of experience, Parker and Henderson have
designed a program that will unleash the power and potential of any
organization or individual. Combining dynamic programming and
resources, along with revolutionary keynote presentations, this
“Dynamic Duo” is helping shape leaders of significance.

The Leadership Movement specializes in
cultivating leaders of confidence who are committed not only to
leading, but to creating a movement of leadership through the
conscious development of others.

Christina and Donny, welcome to Discovering
Your Inner Strength.

Why is this idea of inner strength so
important to The Leadership Movement?

Christina Parker (Parker)

Thanks for letting us share. For us,
everything comes back to leadership. We have dedicated our lives
and our careers to helping uncover the passion and power that lies
within the heart of every leader.

Identifying and accessing inner strength is
the crucial first step on the journey toward effective
leadership.

Wright

As experts in leadership, will you tell our
readers where leadership intersects with discovering one’s inner
strength?

Donny Henderson (Henderson)

Sure. First let’s discuss “leadership” and
what it means to be a leader. Let’s start by asking a few
questions.

So what is leadership, exactly? I mean, what
are the qualities that define a leader? These are questions that
have to be answered before you begin your quest for influence or
success. Over the years I have heard many fairly good answers to
these questions, but none that really satisfied me.

Some have said that a leader is “the boss” or
someone with a title—someone who has climbed the ladder of success
and has gained respect because of his or her extensive experience
in a particular field. Others have said a leader is someone who is
in charge—a person in a position of authority and a boss people are
required to follow.

Those answers are all, at least partially,
true, but I believe they are incomplete. It is true that sometimes
a leader is a boss, and many leaders do have significant experience
in a particular field—but not always. And it is true that leaders
are often in charge, and many do rise to positions of authority and
acclaim—but not always.

Let me illustrate. Have you ever watched a
Little League baseball game or any youth athletic event? There is
usually a bunch of young people doing their best to perform while
screaming parents in the stands hope and pray that their child will
score the winning run or sink the winning basket. In those
environments, often one child will somehow stand out. You’ve seen
it—this kid just seems to have a natural ability to bring the team
together or to motivate them. He or she is the same age as the
others so the kid doesn’t necessarily have more experience than the
others. He or she has no title or authority to speak of, but that
child is a leader.

Likewise, many of us have had a boss with
little or no experience. This person might be someone who may have
had a title or was in a position of authority, but really had no
business being in charge. That doesn’t sound like much of a leader.
It can be infuriating, right?

So, you have to ask yourself again: what are
the indefinable qualities that make a leader?

Christina and I asked this question of
several respected leaders from a variety of fields. They shared
some amazing stories and insights about leadership. There were a
couple of common threads that ran through all of their stories. The
first thing we noticed was that they were all dedicated to the
development of the people around them. Even more striking was that
each of their stories had a unique beginning—some defining moment
that seemed to fuel and fill them. They had all discovered this
source of inner strength. Many of them called it their dream.

Wright

Okay, I’m intrigued now. Tell me more about
the dream.

Henderson

Well, the dream is just the starting point.
See, I strongly believe that discovering your inner strength is the
easy part. In fact, it comes quite instinctively to us.

Remember when you started out in life. When
you were a child you had big dreams. Some kids wanted to be super
heroes or policemen. Others wanted to be President of the United
States or maybe rock stars. You had your dream and you were
determined that it would come true. Nothing was impossible. You
believed you were destined to change the world or maybe even save
it.

So what happened? I mean, you spent all this
time working and saving and fighting and pushing, only to find
yourself right back where you started. Reality replaced your dreams
and somehow you got lost in your life instead of living it.

Reality has a way of making you lose sight of
your dreams. I don’t mean that you give up on them, but maybe you
just put them aside for a bit. We’ve all said it: “Someday I’ll
make time for . . .” or “someday I’ll work on . . .” And the
reality, my friend, is that unless we make a conscious effort to
change course, that “someday” never comes.

Sounds bleak doesn’t it? Well, it is, in a
way, but there is good news. See, I think the answer is in the
journey.

You have to view your life, your job, and
your dreams in the same way you did when you were a child. Forget
the skeptics and dream! Sounds tricky, right? It is actually quite
simple. Here it is: focus on the dreams of the people around you.
When you look for opportunities to bring out the hidden best in
someone, you will see that your life is profoundly better. It is in
this way of life or in this journey that you find strength and
passion and joy, as you are able to inspire big dreams in someone
else. Remember how good it felt as a child when a teacher or parent
spoke words of affirmation to you? Remember when someone encouraged
your dream? Pretty good, right?

So, what are the rewards? What are the
results of living this kind of life? Well, I believe that when this
happens, everyone wins. You win—your life is made richer in every
way. Those countless individuals who have been touched by the
investments you have made are better for it, and the world benefits
from one more life lived gracefully. And all of this because you
simply shifted your focus to others.

Finally (and this is my favorite one), you
will leave a legacy. History will remember you.

Wright

I love it! Now put skin on it. In other
words, can you share a specific instance in which these principles
proved to be effective?

Parker

In our travels, Donny and I have talked to
people from all walks of life who have shared stories of how
lifestyle leadership has profoundly affected them. We hear success
stories all the time, as I am sure you do. Let me share one that is
close to my heart. It is my story.

My dream has always been to be a business
owner—someone who is successful and has the respect of the people
around me. I call it my “EF Hutton dream.” You’ve probably heard
the firm’s advertising slogan: “When EF Hutton talks, people
listen.”

When I was twenty-nine I started my second
business. One of my clients, Donna, owned a Bruster’s Real Ice
Cream franchise. One day after a consulting session she took me
next door to Bruster’s for some ice cream. As I walked up to the
building I could smell the vanilla gently floating through the air
from the waffle cones that they were making inside. I remember
feeling nostalgic for the times when I used to go get ice cream
with my grandparents when I was a little girl.

When I took my first bite of the ice cream, I
was amazed at the richness of the flavor and the perfectly broken
Oreos that were still crisp because they were so fresh. That, along
with the crisp waffle cone, seemed like the closest thing to heaven
that I had ever experienced. When Donna walked up to the building
she could barely make it to the window because of all of the
customers stopping her to talk to her as they saw her Bruster’s
logo on her shirt. I left that day thinking, “Wow! This is
magical!”

I immediately contacted Bruce, the founder,
and attended one of his contagiously energetic “Taste of Bruster’s”
seminars. I was approved for a franchise by Bruce and within two
weeks approved for an SBA loan. Two weeks later, Donna approached
me about buying their store. Within five weeks from the day that
Donna introduced me to Bruster’s, I was a franchisee.

I thought that I knew what I needed to know
about leadership and had no reservations about the success that I
was sure to enjoy. I have to admit that from a ROI perspective, I
initially purchased the concept for the real estate investment.
Frankly, I thought it would be like an ATM machine—I’d be able to
drop in, come back in ten years, and pull out some money.

About six months into the business, my
reality hit. I found a lump in my right breast. It was a small lump
so I didn’t really think much of it, but I went to the doctor to be
on the safe side. The doctor put me in surgery the very next
day.

On the day following my surgery, I found
myself sitting in the doctor’s office with my husband and our two
small children as we listened to the doctor tell us that I had
cancer and it was terminal.

So many thoughts were racing through my mind:
How would my family cope without me? Would my husband be able to
raise our children on his own? Would my boys even understand? What
would happen to the business? Can my family survive this? My dreams
were being destroyed by this terrifying reality.

I know that many people have a reality that
seeks to destroy their dreams. As I said before, we hear the
stories every day. For some people it is the loss of a loved one or
a painful childhood or some other tragic circumstance or situation.
For me it was cancer.

It was clear that I needed to begin to invest
in the people close to me if my family and our business were going
to make it. I had to focus my physical and emotional energy on my
family and my own survival, not on the business. I was so weak I
couldn’t even get out of bed. It was a helpless feeling. It was
time to start investing in leadership for the store, or my dream
would crumble before my eyes.

In order to do this, I was going to have to
learn a lot about leadership—and fast. The saying that “a company
cannot grow without until its leaders grow within” is so true. Weak
leaders make weak organizations and strong leaders make strong
organizations. Everything really does rise and fall on
leadership.

I needed my burden to be lightened and I
needed someone to help carry my vision and enlarge it. Leaders who
only have followers around them will be called upon to continually
draw on their own resources to get things done. Without other
leaders to help carry the load, a leader will become fatigued and
burned-out. This is what was happening to my business and to me.
This is when I learned my first real lesson about leadership. Not
the kind of leadership that seeks followers, but the kind of
leadership that inspires others to stand beside you so that one day
you can step back as they step forward. This is what I call a
movement of leaders.

In order to have this unique movement of
leaders, it is not enough for the people around you to simply
believe in your vision. They have to be passionate about it and
make it their own. The only way that this will happen is when you
take the time to consciously develop and invest in those around
you, not just in the areas that the yearly review form says they
must develop, but in their personal lives as well. Until people are
well balanced personally, they will never operate to their full
potential professionally. This is where my journey of learning
started.

Wright

What did you learn?

Parker

More than I could have imagined. I had hired
a young man named Oscar as a manager, thinking that he would be a
great leader and that he would be able to help propel the business
forward. I knew I would have to invest in Oscar if he was to be the
kind of leader who could create a movement of people. That is the
kind of leader I needed him to be. It became clear that it would be
crucial to the survival of the business.

Oscar’s development is very interesting.
Oscar is smart and he’s a good student when he really puts his mind
to it. He had often been put in charge of activities he was
involved in, and he was even the business manager of his own band.
But despite his good qualities, he was not a leader—he was really
more of a manager.

Managers tend to be very dogmatic. They are
very much into systems. Oscar wasn’t naturally drawn to people. I
mean, he was a great guy and friendly, but he could easily walk
through a crowd of people without stopping to connect with anyone.
I quickly realized that if I did not take the time to help develop
Oscar, my profits and my investment would be yet another casualty
in this battle of my life.

When you have potential leaders who think
like managers, your goal should be to help them develop better
relational skills and to change their pattern of thinking. When you
begin to take time to teach managers how to be leaders, you will
often have to stop what you are doing to walk them through your
thought process. You will have to try to explain why you are doing
what you are doing. This can be time-consuming, tedious, and
sometimes downright frustrating. It is crucial that you
consistently show them the big picture until they get it for
themselves. If done correctly and with the right spirit, they will
get it.

This was something I had not yet done for
Oscar. I had not taken the time to identify the opportunities he
needed to grow into the leader that he was destined to be.

I use a simple acronym of the word “BEST” to
outline the steps I needed to follow in Oscar’s development. These
are the same steps any potential leader needs to take. The “BEST”
leaders understand that they must:

B—Believe: Be inspired to invest in others
with the greatest gift of all— believing in them. When you believe
in yourself and others it releases their potential to harness
success.

E—Empower: Learn how to empower others to
overcome obstacles in order to enhance their connection to life and
increase productivity.

S—Share: Rediscover ways to share yourself
with others. The human connection is the secret to lifetime
triumphs. These moments of connection and compassion are the brush
strokes on the canvas of life.

T—Teach: Challenge yourself to think about
what your legacy will be. Taking the time to teach those around you
as well as investing in yourself ensures your legacy.

In order to create the right opportunities,
we must look at the potential leaders around us and ask, “What does
this person need in order to grow?” If we don’t fit the opportunity
to the potential leader, we may find ourselves in the position of
offering things that our people don’t need, or worse yet, expecting
results that we have not prepared our people to achieve. When you
get it right, you will find that you are helping people to achieve
their dreams while enhancing your own as well.

Wright

Did it work?

Parker

You bet it did. As I began to apply these
principles to my own life and make efforts to develop Oscar, we
began to notice some real positive changes in not only the
business, but also in the lives of our employees, management, and
even our customers. It didn’t happen overnight, but it certainly
began to happen and continues today. Our business is thriving and
we are seeing substantial growth in both our bottom line and in our
ability to serve our community.

The rewards of watching someone grow, learn,
and develop right before your eyes can be quite valuable. Knowing
that you have a hand in it is priceless.

The most fascinating thing about Oscar’s
story is that the principles proved to have a life of their own.
This idea of Lifestyle Leadership is contagious. Oscar, now a
successful business leader in our local community, is inspiring an
entire generation of young leaders. He has applied these principles
in his own life and we have been thrilled to see him Believing,
Empowering, Sharing, and Teaching young people on the south side of
Atlanta.

Wright

How were you able to focus on Oscar or even
think about your business during such a dark and difficult time in
your life?

Parker

Well, the truth is that Oscar became a
“project” that was able to distract me from some of the pain. It
was one of the many outlets that gave me something to fight for.
God knew what He was doing all along.

The lessons I learned while on my back in a
hospital bed and while undergoing chemotherapy are the lessons that
have stayed with me and have led me to want to create a movement of
leaders. These are just a few of the lessons that we try to teach
through The Leadership Movement. As it turns out, cancer was the
greatest gift I ever received.

Wright

A “gift”?

Parker

Absolutely. I was blessed with the
opportunity to learn and understand “the meaning of life” at the
tender age of thirty! Some people learn it much later in life.
Some, sadly, never learn it. I was blessed to have experienced the
beauty of a life lived for others at a fairly young age. Of course,
I would be lying if I said that the journey was easy. The truth
is—if I can be candid—it sucked. It was the hardest thing I have
ever experienced. But, it was, without a doubt, a gift.

See, life and leadership are about others. I
am glad I learned this lesson.

Wright

What would you say to the people who have
doubts about whether or not they possess the ability to make these
kinds of changes in their lives?

Henderson

I would say, “I get it.” I probably shouldn’t
share this, but I am not naturally compassionate. My default
position has never been a sympathetic one. That is not to say that
I am mean or disconnected from the world or the people around me,
but I have never been one of those people who paid much attention
to things outside of my little world. I wasn’t fully aware of all
the opportunities I was missing. I guess you could say I was a bit
like Oscar in that I would probably be the guy who walked through
the crowd of people before stopping to connect with someone. If I
knew of an issue in someone’s life, I would certainly take some
time to help, but it wasn’t yet a lifestyle. I can totally relate
to people who feel that this idea of “living a life for others”
might not come naturally to them. In fact, I don’t think it comes
naturally to most of us.

What I learned over time is that when I made
conscious decisions to make investments in others, it began to make
sense. I remember going out of my way to put myself in situations
that I knew would require this kind of effort. At first it was
awkward and a bit uncomfortable, but to my surprise, it became a
source of strength and inspiration. Before long, I began to look
for opportunities to serve or to encourage. I found that it was not
only easy, but rewarding as well. So, my first recommendation to
someone would be to find a way to contribute. There are plenty of
opportunities in every community.

The other thing I learned is that
leadership—real leadership—is not just for CEOs and Presidents.
Anyone can do this. Leadership is about inspiring and encouraging
others. It is pretty tough to inspire or encourage someone you know
nothing about. Look for opportunities to change someone’s life. Get
to know the people in your circle of influence and then find ways
to expand the circle. You will be surprised how quickly it becomes
a way of life.

Wright

Now that I understand your philosophy, would
you describe the experience? Or more directly, what should someone
expect from an encounter with The Leadership Movement?

Parker

The Leadership Movement has several
presentation formats available, including keynote style
presentations, small group training, and one-on-one consultations.
We also welcome the opportunity to create a custom presentation
designed to meet the unique needs of any organization.

Participants will be challenged and renewed
as they participate in a high-energy event that is designed to
establish foundational principles that are crucial to success in
today’s corporate world. With the inclusion of music, humor, and
state-of-the-art multimedia, The Leadership Movement event is a
virtual feast for the senses. Participants are not only motivated,
but inspired to set and reach goals, and to make positive changes
in their lives and in their world. Our program will not only
outline and define truths that can lead to success in every area of
life, but it will also provide the practical tools to enhance
personal leadership skills and breathe new life into any
organization.

All of The Leadership Movement events feature
One Night Only, the short film series that takes viewers on an
inspirational journey through the eyes of an unlikely leader who
discovers the lasting rewards of investing in others. Experience
lifestyle leadership in this captivating presentation that will not
only enhance your personal leadership skills, but will also breathe
new life into your organization.

Wright

Where can our readers learn more about you
and what The Leadership Movement has to offer?

Henderson

We encourage people to visit our Web site:
www.TheLeadershipMovement.com for more information about The
Leadership Movement or to obtain information about scheduling an
event. Visitors to our site can view our official demo video, read
testimonials, preview the short film series, One Night Only, or
check out “The Leadership Ledger,” the official blog of The
Leadership Movement. We would also encourage everyone who is
interested in becoming a more effective leader to sign up for our
free e-mail newsletter to receive updates and insights from our
team.

Wright

Do you have any final thoughts?

Henderson

Discovering your inner strengths is vitally
important to the life of a leader, but it is not some secret
treasure that is waiting at the end of a long and difficult
journey. It is inside all of you. Reconnect with your dreams. And
remember, in the end it is up to you. You can continue to live in
mediocrity (the reality is that most people do) or you can begin to
dream those big dreams again. Take a bold step on your journey and
experience the rewards of a life well-lived.

I encourage you to take the step. Your
journey begins now!
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IN ADDITION TO HIS ROLE AS CO-FOUNDER of The
Leadership Movement, Donny Henderson is the CEO of a brand
development and image consulting company, President and Owner of an
artist management agency, and President of a music publishing
company. He has dedicated his life to helping others reach their
maximum potential. Donny and his wife, Carisa, live in the Atlanta
area with their daughters, Julia and Jenna.
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Donny Henderson

The Leadership Movement

678.583.1063 Donny@TheLeadershipMovement.com
www.TheLeadershipMovement.com
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Gain Confidence by Transcending your Fear

 David Wright (Wright)

Today we’re talking with Frank S. Adamo.
Frank is a communications coach, international trainer, instructor,
speaker, and published author. He’s known to his friends as
“Francesco, the Godfather of Believers.” He feared public speaking
not for years but for decades. He’s made every excuse not to speak
and experienced every symptom of the fear. Because of his extensive
experience, he now considers himself the foremost authority on the
fear of public speaking. Frank has discovered his inner strength
and now comes with his own unique perspective and understanding
found nowhere else. He offers individual and group coaching
sessions and a series of workshops on effective communications and
presentation skills. A techie with a Master of Science degree in
Analytical Chemistry, Frank specializes in working with technical
professionals and simplifying technical documentations. His passion
is to help others transcend their fears of speaking in front of
audiences.

Frank, welcome to Discover Your Inner
Strength.

Frank Adamo (Adamo)

Thank you very much.

Wright

So your passion is helping others get over
their fear of speaking in public. Would you explain why it’s so
important?

Adamo

I have seen a public defender looking down at
the floor, dancing nervously back and forth, uttering filler words
(ahs and ums) all while attempting to reduce the bail for his two
clients. He may be an expert in criminal law, but because he had a
fear of presenting and lacked inner strength, he didn’t show
conviction. Perhaps, that’s why he was still a public defender,
unable to move toward his full potential. Another presenter
literally read his entire speech from behind the lectern while
attempting to persuade his audience. But how can we persuade an
audience by simply reading a speech? We really can’t.

Me? I experienced many instances where I lost
a job or was not promoted simply because I lacked the confidence
and inner strength to communicate effectively. For example, I had
applied for a supervisory position. I had the skills, knowledge,
and experience to be a lab supervisor. Heck, I had been a lab
consultant in Seoul, South Korea, and a lab director for a small
consulting firm. But, like that public defender, I was still shy
and quite fearful of speaking. As a result, I lacked effective
communication skills. The company still liked my background, and so
they offered me a research chemist position. Reluctantly, I
accepted the position because it was my first offer after about six
weeks of searching for a position. And the supervisor they did
hire? Well, he was less qualified than I was, but he could
communicate well.

Later, I discovered a bit of my inner
strength. I left that company and started my own business. I
ventured out into the world of entrepreneurship. I struggled for
many years and I made several mistakes because I was still shy and
feared speaking in front of groups.

I can give you more examples of presenters,
including many more about myself, but I think you are beginning to
get the picture. In a way, if we fear speaking in public or if we
have another fear, it’s as though we are tied to a ball and chain.
That’s how I felt for many years. It doesn’t mean a lack of some
success, but at the same time, we limit ourselves from reaching our
full potential. For example, that public defender was able to
reduce the bail for his two clients, but how many times was he
unable to be victorious?

I believe many men and women limit themselves
and do not achieve their full potential. Someone once stated that
the greatest source of knowledge is the cemetery—all the unwritten
books, all the unsung songs, all those undiscovered discoveries,
and all because they never reached their full potential. And why?
In my opinion, many times it was because they feared speaking out.
They feared to reach out. They feared to unshackle their ball and
chain to step out of their comfort zone. That’s why I have the
passion to help others rid themselves of their fear. I don’t want
others to go through life without reaching their full potential and
fulfill their dreams.

Wright

I understand you consider yourself the
foremost expert on the fear of public speaking. Is that right?

Adamo

Yes, because I’ve been there. I’ve been
emotionally crippled by the fear of speaking to groups for many
years. I understand the frustration of having the knowledge, but
not the inner strength to communicate what I know. I fully
understand what others are going through and so I can help them
transcend their fear naturally and effectively. My approach comes
from my own experiences and it is straightforward and practical. I
do not encourage the use of alcohol, medicine, or hypnosis. I want
no bandages or camouflage to hide the fear temporarily. You see,
fear is based on the unknown. Thus I use nothing— except to teach
others to understand fear and why we have it.

Let me tell you my story, I have a hereditary
speech impediment, based on a very high arched palate. If you take
the Grand Canyon, reduce it down to a small size and invert it,
that’s the inside of my mouth. This makes it difficult for me to
articulate certain words and phrases. As a result, I was rather shy
when I was growing up, yet I still had confidence and participated
in activities such as Boy Scouts, band, and selling Christmas
cards.

It was only when I was in my high school
English class and I raised my hand to interpret the poem, The Road
Not Taken, by Robert Frost, that I lost my confidence. I did a
literal interpretation of that poem and said, “My parents decided
to drive through the forest one Sunday afternoon and came to a fork
in the road. They decided to take the less traveled path and it was
so green and beautiful.” It was not a philosophical answer, which
was what the teacher wanted. The kids in the back of the room began
to snicker at my answer, which bothered me a little; however, the
teacher—an adult who should’ve known better—also ridiculed me for
my answer.

That one incident, along with my speech
impediment, crippled me not for years, but for decades. I never
raised my hands or volunteered to answer questions of any sort. I
even feared expressing myself in front of my friends. Even in grad
school, I remember my classmates and I would meet downstairs in the
basement for coffee nearly every morning. A general discussion
about current events, our classes, and more would take place and
everyone would have something to say—everyone but me. I never
contributed to the conversations. Afraid I would be ridiculed
again, I simply listened.

I’ve gone through all the symptoms of the
fear of speaking in public—the trembling hands, the shakiness,
nervousness in my stomach, and more. I’ve even had experiences of
backing away from speaking or I froze because I was simply too
afraid to express myself. As a result of my extensive experience, I
fully understand and appreciate the anguish of being fearful.
Further, I’ve been teaching classes and giving presentations on how
to transcend the fear of speaking in front of audiences for more
than three years. And it has been very encouraging to see others
transcend their fear and discover their inner strength.

Wright

Why do you emphasize the fear of presenting
in front of an audience rather than what many people consider the
number one fear, the fear of public speaking?

Adamo

Most people who have to speak in public do
not want to be public speakers; however, they do want to be
comfortable in giving presentations and speaking in front of
groups. They may have to give a sales presentation, speak at an
event, or even give a toast at a friend’s wedding. This is not
public speaking per se, and when I teach or give workshops, almost
no one in my audiences is interested in becoming a professional
speaker. People who attend my workshops merely want to be
comfortable and effective when giving presentations.

Wright

So how do you describe fear?

Adamo

According to the dictionary, fear is a
feeling of anxiety caused by the presence of imminent danger. This
is true, particularly if the fear is based on “real” fear—if we are
faced with a potential death situation. For example, if we are
confronted with a mountain lion, rattle snake or a bear, I’m
certain many of us would be fearful and rightfully so. Though
speaking in front of a group is not an actual danger—we won’t die
from the experience—it is a perceived fear and it is real to the
ones who have it.

For me, fear is a very positive attribute of
human beings. It protected our ancestors. Fear is the body’s way of
protecting us from danger. If our primitive ancestors hadn’t had
the capability of feeling fear, the human race would have been
extinct eons ago.

As I mentioned earlier, fear is caused by the
unknown. For example, if a solar eclipse occurred fifteen hundred
years ago, everyone would have flocked together in fear because
they had no idea about what was happening. Wouldn’t you be
frightened if suddenly the sun began to disappear in midday? Today
millions flock together—not in fear—but to enjoy the experience of
a rare solar eclipse.

We have the fear of speaking because most of
us have not had the opportunity to speak in front of audiences. We
don’t have the knowledge and experience to understand how to give
presentations. Thus I consider fear as a natural and positive
reaction to real danger or the unknown, whether real or
perceived.

Wright

Are you saying that our fears are
positive?

Adamo

Very definitely. Most people use negative
terms like panic attack, anxiety, or phobia to describe fear. Why?
We should embrace fear because it is so very positive. As I already
mentioned, without fear the human race would be extinct and we
would not be here discussing this topic or publishing a book.

Additionally, fear is a very natural process
in which the body physically changes to prepare us to fight or flee
from danger. If we understand the purpose of fear, understand the
process of how the body prepares us for danger, and realize that
the symptoms of fear are very normal, then we can begin to treat
fear positively. That’s what I do. I teach others how to understand
and then transcend their fear by treating fear positively.

Wright

You mentioned that our bodies physically
change. What do you mean?

Adamo

All the symptoms we have when we are fearful
are part of a natural process to prepare us to stand and fight in
the face of danger or flee from it. When we feel fear, all
nonessential body processes, including the digestive system, shut
down. Thus, we may have butterflies in our stomach or we might feel
nauseated because of undigested food and acid in our stomach.
Adrenalin is released, causing the heart to beat faster because we
need to supply oxygen to our muscles. Energy in the form of glucose
(sugar) is also rushed to the muscles. Thus, the excess oxygen
causes the shaky hands and knees, the trembling lips and voice.
Cold hands are caused by the warm blood being rushed away from the
hands to the muscles. And the shortness of breath is caused by the
fast heartbeat. All are caused by the natural reaction to fear.

Wright

Then would you suggest a few things that can
be done to lessen our fear?

Adamo

Yes. First, as I mentioned, when you are
fearful, all nonessential processes in your body shut down,
including the digestive system. If you are the least bit fearful,
don’t eat before you speak. If you are at a wedding or some type of
event where a meal will be served, and, for example, you are
scheduled to speak or give a toast after the meal, don’t eat until
after you’ve spoken. Since you’ve built up excess oxygen and energy
in your muscles, dissipate the oxygen and energy by shaking your
arms and legs before you speak. Run in place. Do the Hokey Pokey.
Do anything to disperse that energy (but of course, not in front of
the audience). Go backstage or find a nearby empty room. If you get
nervous during your presentation, you might want to consider asking
your audience to stand up and do a little exercise. Of course, you
would want to demonstrate the exercise to help dissipate your
nervousness.

Before your presentation, practice, practice,
and then practice some more, and finally rehearse. The more you
practice and learn your speech, the less fearful you will be. Then
do a dress rehearsal. Even if you do it at home or in a hotel room,
dress accordingly, set up your visual aids, and rehearse as if you
were giving the actual presentation.

As often as you can, visualize yourself
giving your speech and getting a standing ovation. You may not get
a standing ovation, but you will lessen your fear. Many
professional ballplayers visualize catching the winning touchdown
or making that three-point basket at the very last second of the
game. It doesn’t always happen, but it will happen more often if
that ballplayer visualizes it every moment he or she can. And
finally, embrace your fear and make it work for you, not against
you. Instead, use that energy not to fight, but to inspire and
motivate your audience.

Wright

So we should embrace fear?

Adamo

We should definitely embrace fear. Take those
who have been on Dancing with the Stars. Just like you—an expert in
your own profession—they are professional magicians, ballplayers,
singers, performers, actors, and the like. However, they certainly
were not experts in ballroom dancing. Some have not ever danced
before. Do you think they didn’t feel fearful? Even though they may
be well-known to the public, they danced on national television in
front of millions of viewers. Some have admitted that they were
fearful. But they all embraced their fears and accepted the
challenge.

We need to embrace our fears to begin
transcending them, and we begin by learning about and understanding
the fear.

Talking about dancing, I taught a group of
fifty nursing students in Tbilisi, Georgia, in 2007. Don’t ask me
why, but all fifty students were from India—they were not
Georgians. Many, if not all of them, were quite shy and reluctant
to embrace their fear. I was there to teach them about American
culture and communication and interview skills.

In four days, I had them role-playing for
interviews and giving presentations in front of their classmates.
That fourth evening, before I was to return to the States, they
gathered together to perform for me. They sang Indian songs and
performed outstanding native dances.

I asked them how they could so readily
perform so well, yet they had been so reluctant to communicate in
front of their own classmates. Of course, the answer was that they
had practiced, rehearsed, and learned to sing and dance. They were
comfortable in dancing and singing because they had embraced their
original fear. Now that they had learned to embrace their fear of
speaking they were on their way to finding their own inner strength
in speaking.

Wright

How does transcending one’s fear lead to
inner strength?

Adamo

As I mentioned before, fear is like being
tied to a ball and chain. We can move around. We can be successful.
But, it’s much tougher. Thus, fear, in my opinion, can be crippling
and can restrict us from reaching our full potential. Through
transcending our fear, we can find our inner strength.

What I have done in the past is talk about
embracing our heritage. I talk about the three little pigs. The
first little piggy had a house made of straw and the big bad wolf
blew down the first little piggy’s house. The second little piggy
had a house made of twigs and branches and the big bad wolf had
more difficulty, but he eventually blew down the second little
piggy’s house. But the third little piggy had a house built of
bricks and stone and no matter how hard he blew, the wolf was
unable to blow down the third piggy’s home. In real life, the wolf
is like the adversities and tragedies we all have to go through in
life, including having the fear of speaking in front of
audiences.

We can be like the first little piggy where
we are crushed every time we have to struggle in life. People like
the first piggy have never discovered their inner strength. They
are the ones who end up in graveyards with all those unsung songs
and unwritten books.

Then there are those like the second little
piggy. They can struggle through the adversities in their lives and
each time they find some inner strength and can grow from it. For
example, we can find enough inner strength to attend a Toastmasters
club to help us transcend our fear of speaking in public.

Finally, there are those like the third
little piggy who have discovered their inner strength. One incident
that comes to mind is Todd Beamer and the others on Flight 73 who
found the courage and inner strength to act. They were ordinary men
and women who took extraordinary steps to save the lives of others
while giving their lives on September 11, 2001. Each and every one
of us can find our inner strength, not as traumatically as those on
that flight, but at least by transcending our fear of speaking in
front of audiences. And not just for ourselves, but to serve others
as Todd Beamer and the others did.

Wright

Why is it so important to transcend one’s
fear of speaking in public?

Adamo

Simple—to give back to society. I tell my
audiences that we all have a story to tell. We all have a unique
life and we have all gone through our own struggles and
adversities. We can help others by telling our stories about how we
struggled and survived through our adversities. But we need to
transcend our fear of speaking out and telling our stories. I never
talked about my speech impediment and my terrible fear of speaking
for more than three decades of my life. Who wants to talk about
embarrassing things? However, I’m doing it now because that is part
of the process of helping others through the struggles they are
having.

The very first speech we give in Toastmasters
is “the Icebreaker.” This is where we talk about ourselves; it is a
way to introduce ourselves to the other members. Oh, wow! Some of
the stories are so compelling and touching. Some Icebreakers have
taken my breath away. These are the stories we have to tell to
others. These are the stories that many of us take to our graves.
That’s why it’s so very, very important to transcend our fear of
speaking out and telling our stories.

Wright

Some folks I’ve known have mentioned
Toastmasters, what do you think?

Adamo

I have been in Toastmasters since 1991.
Without Toastmasters, I would not be speaking to you; I would not
be teaching, and giving workshops—especially on communication
skills—and I would not be doing many things that I’m doing now. Not
only am I a better communicator, I’m also a much better leader
because I have the confidence and inner strength to follow and
fulfill my dreams.

Toastmasters is the most cost-effective and
the most incredible worldwide organization to improve your
communications and leadership skills. What I tell other people is
that it can actually empower you to be able to fulfill your dreams,
fulfill your passion, and reach your ultimate destiny of where you
want to be. So I will encourage everybody, including people in my
classes and people who attend my workshops to join Toastmasters
because it gives you the confidence and the inner strength that you
need to fulfill your destiny.

I have written a book, 31 Tips to Becoming an
Effective Presenter, which is the first in a series of thirty-one
tips books. The thirty-first step in each of these books will be
about joining Toastmasters.

Before leaving this topic, please let me tell
you what happened to me. As I have said, I was very shy. I was
actually an extreme introvert when I was growing up. When I decided
to return to Springfield, Illinois, for my fortieth high school
reunion—my first reunion—I told the coordinator that I was a member
of Toastmasters. He then told me that the person assigned to do the
invocation was reluctant to do it and he asked if I would. Of
course I accepted—I was a Toastmaster. When I gave the invocation
in front of nearly eighty of my high school classmates, I believe
they were all in shock to see the shyest introvert in the class
giving the invocation. Later, the coordinator pulled me aside and
asked, “You never said more than two words in high school, did
you?” This is the power of Toastmasters. It gives the power to
empower.

Wright

Do you have any last thoughts for our
readers?

Adamo

Definitely: join Toastmasters. Being educated
as a chemist, I had classroom studies as well as hands-on sessions
in a laboratory. Toastmasters is, in my opinion, the laboratory of
communications and leadership. This is the place to practice,
refine, and improve your communications and leadership skills. In
fact, I can say that Toastmasters can be your life laboratory
because it can change lives. It did for me.

In my opinion, inner strength is a process
whereby we can change our mindset, gain confidence, and fulfill our
passion and dreams. I urge anyone who has not only a fear of
speaking in front of an audience, but any fear that is crippling
themselves from your ultimate potential, to unshackle that ball and
chain and discover your inner strength. Only then, in my opinion,
can you capture their confidence and pursue your dreams with
conviction and determination.

Wright

Well, I really do appreciate all this time
you’ve taken with me today, Frank, to answer all these questions.
You’ve raised some really important considerations when it comes to
the number one fear in this country today, and I think that what
you’ve said here is going to help our readers tremendously.

Adamo

I appreciate that. I appreciate having the
time to be able to talk with you and I hope that people can begin
to understand and transcend their fear in order to find their inner
strength.

Wright

Today we’ve been talking with Frank Adamo. He
is a communications coach and an international trainer, instructor,
and speaker. He feared speaking to an audience for decades; he’s
made every excuse not to speak and has experienced every symptom of
the fear. Now he considers himself the foremost authority on the
fear of public speaking, and after listening to him I’m inclined to
believe he knows what he’s talking about.

Frank, thank you so much for being with us
today on Discover Your Inner Strength.

Adamo

Thank you very much.

[image: tmp_2f5f859b5a0293ab013822e45b1f978f_OCzpic_html_m2bd717f0.jpg]

published author. He’s known to his friends
as “Francesco, the Godfather of Believers.” A techie, Frank
specializes in working with technical professionals, and
simplifying technical documentations. His passion is to help others
transcend their fears of speaking in front of audiences.
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Susan Bock

You Have the Keys to Unlock Your Success

 David Wright (Wright)

Today we’re talking with Susan Bock. Susan’s
clients call her their Business Success Expert. She works
exclusively with women business owners who want to reach and
sustain new levels of success. Her breakthrough work tackles the
gnarly problems businesswomen encounter on their road to success.
She has developed the GPS Business Coaching Model™, using the
acronym GPS for Goals, Perspective, and Success. You will learn
proven strategies that will identify your unique strengths and
talent so you can engage in activities to propel you from where you
are to where you want to be. Susan gained fifteen years of
experience in corporate America prior to starting her firm. She has
a PhD in Business Management, a master’s degree in Organizational
Management, and is a Mastered Certified Executive Coach through the
College of Executive Coaching.

She is a resource for Entrepreneur Magazine.
Additionally, her works can be found in Coaching for the New
Century, published in 2004.

Susan, welcome to Discover Your Inner
Strength.

Susan Bock (Bock)

Thank you, David, for inviting me to join
you.

Wright

The title of the book, Discover Your Inner
Strength, suggests we have untapped internal resources. Would you
concur and if so, what has been your experience with this discovery
process?

Bock

Absolutely—I concur! I believe we have
unlimited internal strengths, resources, and talents. Our adventure
as human beings can be viewed as three components: our internal
world, our external world, and our actions to integrate the
two.

Reflecting on events in my past, it is easy
to see that the times of greatest strife, pain, anguish, or sorrow
were when there was disparity between my internal world of beliefs,
wants, desires, and feelings, and the external world. It would be
during those times when someone might say to me, “You’re never
given more than you can handle.” When hearing that—which was not
what I wanted to hear—I seriously doubted the truthfulness of the
thought. However, in time, the underlying meaning of those words
emerged. I had no idea about what I was capable of handling or what
internal resources were available to me. The most compelling
question then became: “How could I discover this inner strength and
tap into it?” Ah, the quest is born!

A perfect example of this is my career. I had
little difficulty in being hired—I had great difficulty in wanting
to stay employed! Although I was reliable, talented, and had all
the “perfect” qualities of a great employee, I could not seem to
sustain an interest or continue performing at a level that was
acceptable to me or to my employer.

After several starts and stops, the
opportunity came to me to work at a multinational advertising
agency. Within five years, I was elected to Vice President and two
years later, Senior Vice President. By the way, I was the first
female senior vice president in the Western Region and this was in
1992—not exactly the olden days! Being in a male-dominated
industry, this was quite the accomplishment. As a result, I found
inner strength I did not know I processed. Umm, could it be as
simple as that?

Alas, not so. By 1999, the business sizzle
had begun to fizzle! What had been a blazing bonfire was now
smoldering embers. The external environment had changed with the
age of mergers and acquisitions; more importantly, I realized my
internal environment had changed. I no longer wanted to engage in
the fame. It was time for me to take action rather than waiting to
react to whatever might occur.

Walking away from the comfort of the corner
office, a high income, and all the benefits was a very scary thing
to do—and that was the action required. Having no clarity about my
future, the most appropriate action was to get off the bus,
reflect, assess, evaluate. The compelling question of “what next?”
was overwhelming. Little did I know the answer would involve
starting a business that would launch me into the totally unknown
realm of being an entrepreneur!

This was a perfect time for my inner strength
to step into the driver’s seat— because my “conscious” thinking
could only take me to what I “knew.” It was time for belief, faith,
and those great internal resources like self-determination,
self-respect, self-acceptance, self-conviction, self-esteem, and
self-awareness to help guide me on this new adventure. “Courageous”
is not a word I would use to describe myself—it was much more basic
than that. I simply wanted the zest to return to my life.
Challenges had not deterred me in the past, however, facing a
future without zest scared me into action, and fear can be a great
motivator!

Women in business today face what could be
defined as overwhelming challenges. Having had first-hand
experience, I learned early on that women in business require a
fully stocked tool kit with specific skills and abilities to
navigate the minefields and obstacles on their road to success.

Wright

I know there must be a lot of problems that
women business owners struggle with. Would you name the ones that
in your opinion are in the top three?

Bock

Starting with a broad view, we’ll look at the
top three challenges facing women in business. Then we’ll narrow
the focus to discuss the top three challenges women business owners
must confront. Interestingly, the answers are not that
different.

First and foremost, education and experience
being equal, women continue to earn less than men. In a Boston
Globe (2007) article titled, “Gap Shrinking,” staff writer, Diane
Lewis, refers to a study presented at the Federal Reserve Bank of
Boston. She states, “The pay gap between men and women is smaller
than it’s ever been, but women still face an uphill climb in the
workplace.”

Secondly, and perhaps a by-product of the
compensation gap, many women in business are compelled to prove
their value. Although it may appear the “proving” is for their male
counterparts, in fact, it may be more strongly rooted in proving
their worth to themselves—to their “inner” selves. To an extreme,
these women are totally driven—success at any cost. Their career
comes before anything else. All too often, the cost is paid by
their personal and family life.

The last challenge is Wonder Woman. If you
are of the age to remember the television show or young enough to
have watched the animation, then you recognize the message. We
bought into the belief of “having it all.” We can have a successful
career, be a fabulous parent and spouse, plan and participate in an
active social life, run a household, keep our figures trim and fit
while being a gourmet chef, entertain, read, and stay current with
world events—phew! Unfortunately, that image—that belief in the
“having it all” life—did not come with a how-to manual.

Let’s shift our focus to the challenges
facing women business owners. Whether your business is
multi-national or you are a solo-prenuer, the challenges aren’t
that different. Isn’t that interesting?

We’ll start with the third challenge and work
up to the number one challenge women business owners deal with on a
daily basis. The third challenge is increasing competitive
environments. The Internet has introduced tremendous competition.
Positioning your product or service with a highly identifiable USP
(Unique Selling Proposition) is crucial. In marketing parlance, it
would be stated as, “What is the benefit and the benefit of the
benefit of your product or service?”

The second challenge facing women business
owners is limited sales and marketing resources. Considering the
breadth and scope of the previous challenge, sufficient resources
must be allocated for sales and marketing. A misconception of many
businesses owners is that their product/service/offering is so
amazing, it will sell itself! If only that were true. The consumer
has become very sophisticated, informed, and knowledgeable in
shopping for the best deal.

This lends import to the planning stage of a
business, either in the launch of a new company or a new product or
a new service. Marketing requires a methodical, well-orchestrated
plan with adequate resources in talent and money.

The number one challenge for women business
owners is lack of understanding of their services or products. As
the business goals are not being met, the business owner learns
that her marketing message is: a) lost in the plethora of other
marketing messages, and/or b) a poorly executed marketing strategy
that failed to create a compelling Unique Selling Proposition (USP)
and/or, c) insufficient resources to sustain the message. The
lifeblood of a business is market sustainability.

As a society, we have come to expect—and
accept—a fifteen-second sound byte, so the marketing or sales
message has to grab us in the first few seconds or we flip the
channel, turn the page, go to a different station, or click to a
different Web site. Attracting and retaining the attention of the
consumer or client is the key.

Wright

What does this have to do with discovering
your inner strength?

Bock

Let’s go back to the number one challenge
facing women business owners: lack of understanding of services or
products. I would suggest that we, as individuals, do not have an
understanding of our inner strength. Our inner strength is what
sustains us, gives us encouragement, provides us with choices, and
helps us look at events and circumstances from different
perspectives. How can we expect to be successful in the external
world if we do not know our internal world sufficiently to
capitalize on our uniqueness? We each have our own USP, our own
personal marketing message and our unique value—a combination of
talents, knowledge, experience, and wisdom that is unlike that of
anyone else in the world!

In an attempt to simplify a very complex
topic, it is my belief that the single largest obstacle blocking
women today from having it all, is themselves.

Wright

The topic de jour in recent years has been
alignment, harmony, connecting energies. Why is there such a thirst
for this concept?

Bock

What a great question. Living in a world that
is ever-changing, living at a continually accelerating pace, and
being offered more choices and options than ever before, it’s not
surprising to see people seeking a more “connected” approach to
living. Having spent time considering what harmony and alignment
could mean to me has allowed me to create my own definition of
nirvana: when we are in harmony with all, our internal and external
lives are in alignment and our actions re-energize our awareness.
Doesn’t that sound intriguing? Umm, maybe not!

Wright

So how can we discover inner strengths?

Bock

As previously mentioned, we have become very
comfortable with a fifteen- or thirty-second sound byte. Some say
the demands on our time are so significant that we only have five
seconds to listen! For some aspects of our lives, that may well be
the case. However, the one message we must give our undivided and
long-term attention to is our internal dialog.

The most important conversation you will ever
have is the one you have with yourself. The most important
relationship you will ever have is with yourself. How much time do
you invest in asking yourself thought-provoking questions? What
effort do you expend in self-discovery? How quickly do you expect
an answer? How comfortable are you to sit in the question?

Here are some questions that have the
potential to stimulate your discovery:

What is your definition of success?

Has your definition changed in recent years?
If so, how?

What does success look like, feel like?

What do you want from success?

What do you expect from success?

What are you willing to give to achieve
success?

What actions are you willing to take?

What will keep you focused?

What will you do when your actions are out of
alignment with your success goals?

How will you know when you have
“arrived”?

 


Asking ourselves these questions and waiting
for an answer is not a luxury we often allow ourselves. When was
the last time you had a conversation with yourself? Not the dialog
of critical self-talk or even job well done; but rather, an actual
conversation when you asked questions—purposeful, meaningful
questions—that would invite the light of day into your inner
sanctum?

Our inner strength can be our lifeline and it
needs, requires, and deserves, time, attention, and nourishment. By
taking care of and caring for these precious gifts, we can have the
honor of calling upon these strengths to help us dream our dreams,
imagine our future, and take the actions to turn our vision into
reality. We can act in ways that are congruent and consistent with
what we desire. However, for all of this to happen, we have to
engage in an internal dialog, get to know ourselves, and stay in
conversation with our inner strength. Give a voice to your inner
strength, your internal drive, your inner being. Don’t keep it a
secret!

To me that sums up what living and
discovering what our inner strength is all about. Because it
resides within us, it is our responsibility, on a daily basis, to
open the door and shed the light on our inner strength and live in
the comfort of knowing that the purpose of our strength is to help
us be more than what we are. Are you choosing success or are you
choosing the average and ordinary?

You can shift from ordinary to extraordinary
by asking yourself, “Am I connected to and utilizing all of my
strengths? If the answer is no, then you have taken the first step
toward success.

Wright

What roles do insight and eyesight play in
your GPS Business Coaching Model?

Bock

We build our lives, our business, and our
success based on answers to questions. What I discovered with my
clients is that the key to unlocking many of their inner strengths
and of opening the doors to new ideas and opportunities is to ask
the right questions. This became one of the foundational blocks of
the GPS Business Coaching Model. Asking new and different questions
will reveal surprising answers. As a business coach, I have the
responsibility to ask my clients questions that will reveal their
answers and their solutions which leads to their success.

This foundational block is supported by a
recent shift in our societal norms. We are seeing more and more
direction and energy put toward our “insight” versus the external
“eyesight” that has been a real force in previous decades. We used
to look at success (and at times we still do) based on the
accumulation of what we can see, be it the bigger house, the better
clothes, the fancier car. The “eyesight” determined our success. We
are now experiencing a trend that is shifting our view from
“eyesight” to “insight.” Even though the smallest trinket in my
younger days might have brought me great short-term joy, it was not
a long-lasting satisfaction. Insight has given me the opportunity
to know and understand that what resides within is what will
sustain and nurture my strengths and will provide me with the
ability to continue to excel.

Wright

Why are internal answers often difficult to
unveil and easily discounted?

Bock

Ooh that’s an easy one—it’s because we’ve had
years of practice, literally, years of practice and in some cases,
decades!

Recently I was evaluating numerous approaches
that I might use in an upcoming coaching session, which was a
particularly gnarly situation. My husband, Dr. Marc Bock, who
consistently enhances my journey on the planet, asked me three
questions when I presented him with the situation. His three short
questions created a substantial shift in my thinking. Here are the
questions:

What do you want from this interaction?

What do you expect from this interaction?

What are you willing to give?

 


These three questions had power and gave me
pause. The more I considered each question, the more I realized
that there was a broader application, both internally and
externally. Once again, the power is in asking the question,
waiting for the answer, and then moving into action!

Now, when I am looking at a situation and I
want to find an internal answer, I use these three questions: what
do I want, what do I expect, and most importantly, what am I
willing to give? This requires me to engage in a decision-making
process. Seeking the answers internally provides a clear plan of
external action. I have to do something—take action—and it’s my
responsibility to be part of the solution.

Wright

Would you describe for our readers and me
what actions can be taken to support and sustain our newfound
discoveries?

Bock

Can every person achieve and even surpass his
or her dream? Yes. Does every person achieve and surpass his or her
dream? No. What makes one more likely to succeed than the other? It
starts with awareness and acknowledgment that the deterrent to our
success is our limited thinking. Taking action to expand beyond our
thinking, to listen as though we don’t have an opinion, to ask
questions of ourselves, and invite the answers to be revealed, is
how we can get out of our own way.

The actions we engage in on a daily basis
determine our results. We have to integrate what we learn and
release behaviors that are not aligned with what we want to be and
where we want to go. New perspectives will be revealed.
Reinforcement, encouragement, and replicating success are how we
move on to the next adventure.

It’s not something that we can just learn and
say, “Great, now I know that, I’m done with it.” Accepting a new
behavior or a new discovery and integrating it into our lives often
means that we have to change something we’re currently doing and,
as you and I know, we’re always in favor of change when it involves
somebody else, not necessarily when we have to change!

Do you remember the effort, determination,
and perseverance required to learn how to ride a bicycle? It was
painful! Likewise, learning to engage in new behaviors can be
painful. We have to release what is comfortable and known in order
to make room for the new.

To change something we first have to
recognize that there is an end. In the book, Managing Transitions:
Making the Most of Change by William Bridges, the author introduces
the concept of three stages to change. The first step is
acknowledging the end—we have to let go of a limiting belief, a
behavior, or of an activity that is not in keeping with where we
want to go, with what we want to be doing, and with how we want to
be doing it.

Bridges labels the second stage as the
neutral zone—the space between what was and what will be. This is
when we are most susceptible to reverting to our former behavior.
As quickly as possible, we need to move into the final stage—a new
beginning.

Cherry Garcia ice cream is a perfect example.
My goal is to maintain a healthy lifestyle. Cherry Garcia ice cream
interferes with that goal when it is in my refrigerator. Using
Bridges’ three stages, the end would be to stop opening the
refrigerator door and taking out the carton of Cherry Garcia ice
cream. Alternatively, the end could be to stop buying the ice
cream. The neutral zone is between my ears—do I go the refrigerator
door, the ice cream store or for a walk? The beginning would be for
me to open the front door, go outside, and take a walk: end,
neutral, beginning.

Wright

So repeating old behaviors and replicating
success; what is that all about?

Bock

If we truly want to replicate success then we
need to look at our past and continue to reflect on circumstances
and situations when we have been particularly successful. Take a
focused looked at the behaviors around that moment, our energy,
what actions we engaged in, and who was providing support and
encouragement. Consider all of the elements that came into play.
Our resources are not limited to the obvious external resources
such as people, money, and time. Our resources are internal as
well, and we have some very valuable ones called self-will,
self-discipline, self-learning, and self-assurance. How much time
do you spend building your “self” muscles? We have such a vast
array of resources available to us if we choose to invite them into
action.

Wright

You use an unusual example for explaining the
difference between taking action and taking control. Would you tell
our readers the distinction?

Bock

This is another foundational block for the
GPS Business Coaching model. The internal dialog is manifested
externally. Consider this: words become thoughts, thoughts become
actions, and actions define us. The questions surrounding this are
the following. What is your internal dialog? Is your mental iPod
playing the downloaded “oldies” tunes? What messages are you
sending to yourself? If we’re using words in our communication that
are not accurate (as society has become adept at doing), then we
are misunderstanding ourselves and we are setting ourselves up to
be misunderstood.

In the example of action versus control, we
will say, “I’m taking control of this situation” or “I am in
control of this situation.” According to the Webster’s Dictionary,
that means you are “restraining or directing or dominating or
commanding.” Webster’s defines action as the “the state of acting
or of being active.” When you’re taking action, you are engaged in
an activity very purposefully, very directly, and it is toward a
particular outcome. Controlling a situation usually indicates that
in fact you are attempting to circumvent or restrict what is taking
place at that particular time.

Rather than becoming lax in our vocabulary, I
encourage you to examine the words used in your internal and
external communication—are you sending an accurate message?

Wright

So, what haven’t we touched on that you think
would be relevant to our readers?

Bock

I would close with this quote from Henry
Ford: “Whether you believe you can, or you believe you can’t,
you’re right.”

Wright

I’m afraid you’re right, as I reflect on my
own life.

Well, what a great conversation, Susan. I
really appreciate all this time you’ve taken today to answer these
questions. I have learned a lot. You’ve given me a lot to think
about, and I’m sure our readers will learn a lot also.

Bock

Thank you. It is a pleasure to help you and
others.

Wright

Today we’ve been talking with Susan Bock. She
has developed the GPS Coaching Model, using the acronym GPS (Goals,
Perspective, and Success). Her GPS Coaching Model accelerates the
achievement of success. With her system, you will learn proven
strategies that will identify your unique strengths and talent so
you can engage in activities that will produce results that will
propel you from where you are to where you want to be.

Susan, thank you so much for being with us
today on Discover Your Inner Strength.

Bock

You are most welcome. Thank you for your
interest.
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Many years ago, Brian Tracy started off on a
lifelong search for the secrets of success in life and business. He
studied, researched, traveled, worked, and taught for more than
thirty years. In 1981, he began to share his discoveries in talks
and seminars, and eventually in books, audios and video-based
courses.

The greatest secret of success he learned is
this: “There are no secrets of success.” There are instead timeless
truths and principles that have to be rediscovered, relearned, and
practiced by each person. Brian’s gift is synthesis— the ability to
take large numbers of ideas from many sources and combine them into
highly practical, enjoyable, and immediately usable forms that
people can take and apply quickly to improve their life and work.
Brian has brought together the best ideas, methods, and techniques
from thousands of books, hundreds of courses, and experience
working with individuals and organizations of every kind in the
U.S., Canada, and worldwide.

Today, I have asked Brian to discuss his
latest book, Victory!: Applying the Military Principals of Strategy
for Success in Business and Personal Life.

Brian Tracy, welcome to Discover Your Inner
Strength.

Tracy

Thank you, David. It’s a pleasure to be
here.

Wright

Let’s talk about your new book the Victory!:
Applying the Military Principals of Strategy for Success in
Business and Personal Life. (By the way it is refreshing to hear
someone say something good about the successes of the military.)
Why do you think the military is so successful?

Tracy

Well, the military is based on very serious
thought. The American military is the most respected institution in
America. Unless you’re a left liberal limpwristed pinko most
people in America really respect the military because it keeps
America free. People who join the military give up most of their
lives— twenty to thirty years—in sacrifice to be prepared to guard
our freedoms. And if you ask around the world what it is that
America stands for, it stands for individual freedom, liberty,
democracy, freedom, and opportunity that is only secured in a
challenging world—a dangerous world—by your military.

Now the other thing is that the people in our
military are not perfect because there is no human institution made
up of human beings that is perfect—there are no perfect people. The
cost of mistakes in military terms is death; therefore, people in
the military are extraordinarily serious about what they do. They
are constantly looking for ways to do what they do better and
better and better to reduce the likelihood of losing a single
person.

We in America place extraordinary value on
individual human life. That is why you will see millions of dollars
spent to save a life, whether for an accident victim or Siamese
twins from South America, because that’s part of our culture. The
military has that same culture.

I was just reading today about the RQ-1
“Predator” drone planes (Unmanned Aerial Vehicles—UAVs) that have
been used in reconnaissance over the no-fly zones in Iraq. These
planes fly back and forth constantly gathering information from the
ground. They can also carry remote-controlled weapons. According to
www.globalsecurity.org, the planes cost $4.5 million each and get
shot down on a regular basis. However, the military is willing to
invest hundreds of millions of dollars to develop these planes, and
lose them to save the life of a pilot, because pilots are so
precious—human life is precious. In the military everything is
calculated right down to the tinniest detail because it’s the
smallest details that can cost lives. That is why the military is
so successful—they are so meticulous about planning.

A salesperson can go out and make a call; if
it doesn’t work that’s fine—he or she can make another sales call.
Professional soldiers can go out on an operation and if it’s not
successful they’re dead and maybe everybody in the squad is dead as
well. There is no margin for error in the military; that’s why they
do it so well. This is also why the military principals of strategy
that I talk about in Victory! are so incredibly important because a
person who really understands those principals and strategies sees
how to do things vastly better with far lower probability of
failure than the average person.

Wright

In the promotion on Victory! you affirm that
it is very important to set clear attainable goals and objectives.
Does that theme carry out through all of your presentations and all
of your books?

Tracy

Yes. Over and over again the theme reiterates
that you can’t hit a target you can’t see—you shouldn’t get into
your car unless you know where you are going. More people spend
more time planning a picnic than they spend planning their
careers.

I’ll give you an example. A very successful
woman who is in her fifties now wrote down a plan when she was
attending university. Her plan was for the first ten years she
would work for a Fortune 500 corporation, really learn the
business, and learn how to function at high levels. For the second
ten years of her career she talked about getting married and having
children at the same time. For that second ten years she would also
work for a medium sized company helping it grow and succeed. For
the third ten years (between the ages of forty and fifty), she
would start her own company based on her knowledge of both
businesses. She would then build that into a successful company.
Her last ten years she would be chief executive officer of a major
corporation and retire financially independent at the age of sixty.
At age fifty-eight she would have hit every single target. People
would say, “Boy, you sure are lucky.” No, it wouldn’t be luck. From
the time she was seventeen she was absolutely crystal clear about
what she was going to do with her career and what she was going to
do with her life, and she hit all of her targets.

Wright

In a time where companies, both large and
small, take a look at their competition and basically try to copy
everything they do, it was really interesting to read in Victory!
that you suggest taking vigorous offensive action to get the best
results. What do you mean by “vigorous offensive action”?

Tracy

Well, see, that’s another thing. When you
come back to talking about probabilities—and this is really
important—you see successful people try more things. And if you
wanted to just end the interview right now and ask, “What piece of
advice would you give to our listeners?” I would say, “Try more
things.” The reason I would say that is because if you try more
things, the probability is that you will hit your target

For example, here’s an analogy I use. Imagine
that you go into a room and there is a dartboard against the far
wall. Now imagine that you are drunk and you have never played
darts before. The room is not very bright and you can barely see
the bull’s eye. You are standing along way from the board, but you
have an endless supply of darts. You pick up the darts and you just
keep throwing them at the target over there on the other of the
room even though you are not a good dart thrower and you’re not
even well coordinated. If you kept throwing darts over and over
again what would you eventually hit?

Wright

Pretty soon you would get a bull’s eye.

Tracy

Yes, eventually you would hit a bull’s eye.
The odds are that as you keep throwing the darts even though you
are not that well educated, even if you don’t come from a wealthy
family or you don’t have a Harvard education, if you just keep
throwing darts you will get a little better each time you throw.
It’s known as a “decybernetic self-correction mechanism” in the
brain—each time you try something, you get a little bit smarter at
it. So over time, if you kept throwing, you must eventually hit a
bull’s eye. In other words, you must eventually find the right way
to do the things you need to do to become a millionaire. That’s the
secret of success. That’s why people come here from a 190 countries
with one idea in mind—”If I come here I can try anything I want; I
can go anywhere, because there are no limitations. I have so much
freedom; and if I keep doing this, then by God, I will eventually
hit a bull’s eye.” And they do and everybody says, “Boy, you sure
where lucky.”

Now imagine another scenario: You are
thoroughly trained at throwing darts—you have practiced, you have
developed skills and expertise in your field, you are constantly
upgrading your knowledge, and you practice all the time. Second you
are completely prepared, you’re thoroughly cold sober, fresh, fit,
alert, with high energy. Third, all of the room is very bright
around the dartboard. This time how long would it take you to hit
the bull’s eye? The obvious answer is you will hit a bull’s eye far
faster than if you had all those negative conditions.

What I am I saying is, you can dramatically
increase the speed at which you hit your bull’s eye. The first
person I described—drunk, unprepared, in a darkened room, and so
on—may take twenty or twenty-five years. But if you are thoroughly
prepared, constantly upgrading your skills; if you are very clear
about your targets; if you have everything you need at hand and
your target is clear, your chances of hitting a bull’s eye you
could hit a bull’s eye is five years rather than twenty. That’s the
difference in success in life.

Wright

In reading your books and watching your
presentations on video, one of the common threads seen through your
presentations is creativity. I was glad that in the promotional
material of Victory! you state that you need to apply innovative
solutions to overcome obstacles. The word “innovative” grabbed me.
I guess you are really concerned with how people solve problems
rather than just solving problems.

Tracy

Vigorous action means you will cover more
ground. What I say to people, especially in business, is the more
things you do the more experience you get. The more experience you
get the smarter you get. The smarter you get the better results you
get the better results you get. The better results you get the less
time it takes you to get the same results. And it’s such a simple
thing. In my books Create Your Own Future and Victory! you will
find there is one characteristic of all successful people—they are
action oriented. They move fast, they move quickly, and they don’t
waste time. They’re moving ahead, trying more things, but they are
always in motion. The faster you move the more energy you have. The
faster you move the more in control you feel and the faster you are
the more positive and the more motivated you are. We are talking
about a direct relationship between vigorous action and
success.

Wright

Well, the military certainly is a team
“sport” and you talk about building peak performance teams for
maximum results. My question is how do individuals in corporations
build peak performance teams in this culture?

Tracy

One of the things we teach is the importance
of selecting people carefully. Really successful companies spend an
enormous amount of time at the front end on selection they look for
people who are really, really good in terms of what they are
looking for. They interview very carefully; they interview several
people and they interview them several times. They do careful
background checks. They are as careful in selecting people as a
person might be in getting married. Again, in the military, before
a person is promoted they go through a rigorous process. In large
corporations, before a person is promoted his or her performance is
very, very carefully evaluated to be sure they are the right people
to be promoted at that time.

Wright

My favorite point in Victory! is when you
say, “Amaze your competitors with surprise and speed.” I have done
that several times in business and it does work like a charm.

Tracy

Yes, it does. Again one of the things we
teach over and over again that there is a direct relationship
between speed and perceived value. When you do things fast for
people they consider you to be better. They consider your products
to be better and they consider your service to be better—they
actually consider them to be of higher value. Therefore, if you do
things really, really fast then you overcome an enormous amount of
resistance. People wonder, “Is this a good decision? Is it worth
the money? Am I going the right direction?” When you do things
fast, you blast that out of their minds.

Wright

You talk about moving quickly to seize
opportunities. I have found that to be difficult. When I ask people
about opportunities, it’s difficult to find out what they think an
opportunity is. Many think opportunities are high-risk, although
I’ve never found it that way myself. What do you mean by moving
quickly to cease opportunity?

Tracy

There are many cases were a person has an
idea and they think that’s a good idea. They think they should do
something about it. They think, “I am going to do something about
that but I really can’t do it this week, so I will wait until after
the month ends,” and so on. By the time they do move on the
opportunity it’s to late—somebody’s already seized it.

One of the military examples I use is the
battle of Gettysburg. Now the battle of Gettysburg was considered
the high-water mark of the Confederacy after the battle of
Gettysburg the Confederacy won additional battles at Chattanooga
and other places but they eventually lost the war. The high-water
mark of Gettysburg was a little hill at one end of the battlefield
called Little Round Top. As the battle began Little Round Top was
empty. Colonel Joshua Chamberlain of the Union Army saw that this
could be the pivotal point of the battlefield. He went up there and
looked at it and he immediately rushed troops to fortify the hill.
Meanwhile, the Confederates also saw that Little Round Top could be
key to the battle as well, so they too immediately rushed the hill.
An enormous battle took place. It was really the essence of the
battle of Gettysburg. The victor who took that height controlled
the battlefield. Eventually the union troops, who were almost lost,
controlled Little Round Top and won the battle. The Civil War was
over in about a year and a half, but that was the turning
point.

So what would have happened if Chamberlain
had said, “Wait until after lunch and then I’ll move some men up to
Little Round Top”? The Confederate troops would have seized Little
Round Top, controlled the battlefield, and would have won the
battle of Gettysburg. It was just a matter of moving very, very
fast. Forty years later it was determined that there were three
days at the battle of Gettysburg that cost the battle for the
Confederates. The general in charge of the troops on the
Confederate right flank was General James Longstreet. Lee told him
to move his army forward as quickly as possible the next day, but
to use his own judgment. Longstreet didn’t agree with Lee’s plan so
he kept his troop sitting there most of the next day. It is said
that it was Longstreet’s failure to move forward on the second day
and seize Little Round Top that cost the Confederacy the battle and
eventually the war. It was just this failure to move forward and
forty years later, when Longstreet appeared at a reunion of
Confederate veterans in 1901 or 1904, he was booed. The veterans
felt his failure to move forward that fateful day cost them the
war. If you read every single account of the battle of Gettysburg,
Longstreet’s failure to move forward and quickly seize the
opportunity is always included.

Wright

In your book you tell your readers to get the
ideas and information needed to succeed. Where can individuals get
these ideas?

Tracy

Well we are living in an ocean of ideas. It’s
so easy. The very first thing you do is you pick a subject you want
to major in and you go to someone who is good at it. You ask what
you should read in this field and you go down to the bookstore and
you look at the books. Any book that is published in paperback
obviously sold well in hardcover. Read the table of contents. Make
sure the writer has experience in the area you in which you want to
learn about. Buy the book and read it. People ask, “How can I be
sure it is the right book?” You can’t be sure; stop trying to be
sure.

When I go to the bookstore I buy three or
four books and bring them home and read them. I may only find one
chapter of a book that’s helpful, but that chapter may save me a
year of hard work.

The fact is that your life is precious. A
book costs twenty of thirty dollars. How much is your life worth?
How much do you earn per hour? A person who earns fifty thousand
dollars a year earns twenty-five dollars an hour. A person who
wants to earn a hundred thousand dollars a year earns fifty dollars
an hour. Now, if a book cost you ten or twenty dollars but it can
save you a year of hard work, then that’s the cheapest thing you
have bought in your whole life. And what if you bought fifty books
and you paid twenty dollars apiece for them—a thousand dollars
worth of books—and out of that you only got one idea that saved you
a year of hard work? You’ve got a fifty times payoff. So the rule
is you cannot prepare too thoroughly.

Wright

In the last several months I have recommended
your book, Get Paid More and Promoted Faster to more people. I have
had a lot of friends in their fifties and sixties who have lost
their jobs to layoffs all kinds of transfers of ownership. When I
talked with you last, the current economy had a 65 percent jump in
layoffs. In the last few months before I talked with you, every one
of them reported that the book really did help them. They saw some
things a little bit clearer; it was a great book.

How do you turn setbacks and difficulties to
your advantage? I know what it means, but what’s the process?

Tracy

You look into it you look into every setback
and problem and find the seed of an equal or greater advantage or
benefit. It’s a basic rule. You find that all successful people
look into their problems for lessons they can learn and for things
they can turn to their advantage. In fact, one of the best
attitudes you can possibly have is to say that you know every
problem that is sent to you is sent to help you. So your job is
just simply look into to it and ask, “What can help me in this
situation?” And surprise, surprise! You will find something that
can help you. You will find lessons you can learn; you will find
something you can do more of, or less of; you can find something
that will give you an insight that will set you in a different
direction, and so on.

Wright

I am curious. I know you have written a lot
in the past and you are a terrific writer. Your cassette programs
are wonderful. What do you have planned for the next few years?

Tracy

Aside from speaking and consulting with
non-profits, my goal is to produce four books a year on four
different subjects, all of which have practical application to help
people become more successful.

Wright

Well, I really want to thank you for your
time here today on Mission Possible! It’s always fascinating to
hear what you have to say. I know I have been a Brian Tracy fan for
many, many years. I really appreciate your being with us today.

Tracy

Thank you. You have a wonderful day and I
hope our listeners and readers will go out and get Focal Point
and/or Victory! They are available at any bookstore or at
Amazon.com. They are fabulous books, filled with good ideas that
will save you years of hard work.

Wright

I have already figured out that those last
two books are a better buy with Amazon.com, so you should go to
your computer and buy these books as soon as possible.

We have been talking today with Brian Tracy,
whose life and career truly makes one of the best rags-to-riches
stories. Brian didn’t graduate from high school and his first job
was washing dishes. He lost job after job—washing cars, pumping
gas, stacking lumber, you name it. He was homeless and living in
his car. Finally, he got into sales, then sales management. Later,
he sold investments, developed real estate, imported and
distributed Japanese automobiles, and got a master’s degree in
business administration. Ultimately, he became the COO of a $265
million dollar development company.

Brian, you are quite a person. Thank you so
much for being with us today.

Tracy

You are very welcome, David. You have a great
day!
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Discovering your inner leader is the topic I
will be focusing on with Jim Bandrowski, president of Strategic
Action Associates, a global training and consulting firm that helps
organizations achieve breakaway results. His highly requested
speech and training topics include “Breakaway Leader,” “Strategic
Innovation,” “Breakthrough Lean Six Sigma,” and “Execution
Excellence.” Jim is author of Corporate Imagination—Plus: Five
Steps to Translating Innovative Strategies into Action published by
Simon & Schuster. It was the first book on how to put creative
thinking into strategic planning.

For the last fifteen years, Jim has been
speaking, training, consulting, and researching around the world
with the mission of finding the one thing that distinguishes great
leaders from good ones. Ten years ago he found it and has since
presented it to over ten thousand CEOs, executives, managers, and
professionals around the globe, and asked for their ruthless
feedback, which is part of his model. Jim reports he has received a
surprising 99.9 percent confirmation from audiences and
interviewees that this one thing is the real deal. It will be the
focus of my interview with him on how to discover the remarkable
leader within you.

Bandrowski

Thank you, David. It’s wonderful to be
here.

Wright

Let’s get right to the big question. For
thousands of years, scholars, researchers, and gurus have been
seeking the singular trait that differentiates great leaders from
good ones, and you say you have discovered it? Please, tell me what
you believe it is.

Bandrowski

David, in a single word, it is Amplitude.
Great leaders unleash their intellectual amplitude and modulate
their emotional amplitude.

My definition of leadership is simple. It is
guiding people to a new and better place. Management is improving
that place when you get there. Leaders unquo the status. Managers
improve the status. Both roles are a part of every person’s job.
Everyone is leading someone, if only themselves. But the higher you
are in an organization, the more your job should be focused on
unquoing.

Breakaway Leaders achieve remarkable results
in all walks of life by being imaginative, inspirational
implementers. And by creating an innovative culture, they motivate
the people around them to do the same. Their leadership style
inspires their organizations to conceive and put into action
inventive strategies and processes that amplify value while
reducing costs. Customer elation is the goal, not merely
delight.

Wright

Jim, please first explain what you mean by
unleashing intellectual amplitude and what it does for one’s
leadership capacity.

Bandrowski

Jack Welch declared: “You can’t be a
moderate, balanced, thoughtful, careful articulator of policy.
You’ve got to be out there on the lunatic fringe.” The core
competency of remarkable leaders in all walks of life is they
continually visit two intellectual fringes. One extreme is being
100 percent passionately positive, to drive innovation. They set
super high stretch goals, pursue a powerful purpose, dream a vivid
vision, conceive ideal strategies, are irrepressibly optimistic,
continuously sell the benefits of change, and lavish positive
reinforcement on employees who are aligned and executing. This
focus on the light side provides purpose, and energizes and
motivates the entire organization.

But great leaders also visit the opposite
extreme or fringe, which is 100 percent constructively negative, to
assault imperfection. Yes, negative thinking— the dark side. But
the key word is “constructively.” World improvers identify and
passionately pursue the vital few things that are immensely
imperfect today or potentially so in the future on any one of five
levels in: 1) society, to change the world, 2) commerce, to rock
their industry, 3) market, to identify unmet needs, 4)
organization, to improve its processes and people, and 5)
themselves, for self-improvement. In each they are leveraging the
power of negative thinking—done constructively. Al Gore exhibited
this capacity when he spotlighted global warming in his film An
Inconvenient Truth. He rang the alarm for the world.

Great leaders, successful inventors, and
world changers are excellent problem-solvers. But they are even
better problem finders—seeing huge problems the rest of us don’t
see or don’t believe are possible to solve, so we think, “Why
bother?” Once remarkable leaders have identified the problems and
confirmed the value of solving them, they motivate their entire
organizations to leap to the positive extreme to seek solutions,
select the best ones, and implement them. Breakaway Leaders believe
the impossible isn’t.

Wright

Jim, explain to me exactly how great leaders
employ big intellectual amplitude.

Bandrowski

David, I want you to visualize the full cycle
of a sine wave that starts at the mid-point, goes downward into
constructive negativity, turns upward to passionate positivity, and
then comes back down to the mid-point again. I call this the
Breakthrough Wave.

Find what is broken and fix it. Exceptional
leaders motivate their organizations to discover what is most
imperfect in the world, industry, and company. Then they encourage
and embrace any and all ideas at the positive extreme, even if they
appear to be too expensive, unfeasible, or counter to company
policy.

Scott Cook, CEO of Intuit, the company that
sells Quicken and other software, stated in 2007, “To me, success
is changing customers’ lives for the better, and solving their
important problems. That’s what keeps our company young. That means
we’re constantly trying new things, things that have not been ‘what
we do here.’ ” Innovative leaders know that these wild things may
work or can fuel the conception of an attractive, feasible
strategy. They are constantly constructive, not destructive,
throughout the Breakthrough Wave.

Ineffective leaders may have high
intellectual amplitude, but they defeat innovation through
destructive intelligence. For example, at the negative extreme they
know every reason why new ideas won’t work, and on the positive
extreme they fall in love with unworthy ideas, particularly their
own, or they falsely apply their organization’s strengths. In the
1990s, Motorola did this by continuing to push its advantage in
analog cell phone technology while Nokia leapfrogged over them with
digital.

Wright

What happens when a leader and his or her
organization has a low intellectual amplitude or none at all?

Bandrowski

Entrepreneurial companies by definition start
out with a big amplitude to create and implement a new
innovation—their growth engine. But as companies grow, either the
founders or the hired professional managers can get conservative,
thinking they are reducing risk. The amplitude of the company’s
Breakthrough Wave then dampens until it is zero. Electronic
engineers call this “signal attenuation.” I have had clients in
just about every industry, including many in health care. What
happens when a patient’s EKG dampens to zero?

Wright

Flatline!

Bandrowski

Exactly. Zero amplitude in terms of
leadership and innovation will eventually result in what I call
“corporate flatlining”—not recommended for management, employees,
or stockholders. Amplitude is how great companies, leaders,
inventors, and innovators in all walks of life achieve remarkable
results, and then sustain them.

Just think what would happen if the entire
world’s amplitude dampened to zero. In 3000, for example, products
and services would be the same as they are today. The world on its
journey to a better place—abundant energy, world peace, a cure for
every disease, a meal and education for every child, a vocation or
avocation for every person—would never be attained.

Now most leaders aren’t flatlined, but many
have low intellectual amplitude. On the constructively negative
side, for example, you hear statements such as “customers in our
industry complain about all us suppliers” (my breakthrough antenna
goes up) or “let’s not discuss uncomfortable, unsolvable
issues.”

On the positive side it is “don’t propose any
ideas unless they are feasible, safe, and assured a good return on
investment” or “let’s not aim too high because we are sure to
miss.” The expression to “think out of the box” is a sixty-year-old
cliché and comes from the nine-dot creativity exercise. David, I
give you the box—it is low amplitude. The box is real, not a
metaphor. And a person, organization, or country can graph theirs
and how much they stay in it or go beyond it. In today’s incredibly
fast-moving and competitive world, you either lead out of the box
or your company gets buried in one. If you reduce your amplitude to
zero, the box becomes a coffin.

Amplitude has physical significance in that
it is the generator of intensity and strength. For example, it
determines the loudness of sound and the brightness of light. And
amplitude is an expression X-Game judges use to express the height
of jumps in snowboarding, freestyle skiing, skateboarding, BMX
biking, and other extreme sports. Call my model High Amplitude
Leadership. Generation X and Y want meaning. Employees want to work
for a leader and company that have huge amplitude aimed at a high
purpose.

Wright

Let’s switch to the emotional amplitude you
mentioned earlier. You said that great leaders modulate theirs. How
does this fit into their core competency— their one thing?

Bandrowski

As with intellectual amplitude, there is a
constructive and destructive way to employ emotion.

Leaders with constructively high emotional
amplitude on the positive extreme demonstrate great passion for the
mission and vision for their businesses. They are emotionally
involved and connected with their companies and this sparks passion
in the rest of their organization.

On the constructively negative extreme, they
feel deep empathy and compassion for their employees, customers,
and the world. This leads to recognizing latent customer needs—the
fuel of innovation.

But the danger is that high emotional
amplitude can easily slip into being destructive. Destructive
positive emotion taken to the extreme is called mania, with
feelings of omnipotence, omniscience, inflated self-esteem,
grandiosity, and the pursuit of excessively risky activities or
investments. On the negative extreme it manifests itself in anger,
yelling, despair, paranoia, delusions, fatigue, and deep
depression. Combine the two extremes and you have a
manic-depressive (i.e., bipolar), generally not a quality that
boards of directors are seeking in a CEO or CEOs in executives.

Interestingly, many remarkable leaders could
be described as having a mild form of mania called “hypomania.”
They brim with infectious energy and have irrational confidence in
their really big ideas, as in entrepreneurs who gamble second
mortgages and their children’s college education funds on their new
ventures. Examples of notable hypomanic leaders includes Jim Clark,
cofounder of Netscape, Craig Venter, genetic pioneer and maverick,
Christopher Columbus, Alexander Hamilton, Andrew Carnegie, and many
more. They were provocative, unconventional, impatient, and their
unstoppable zeal enabled them to change the course of history.

Steve Jobs is another example. He likes to
make his own rules and has changed the game in entire industries.
He sets amazingly high goals for his product developers and the
rest of the organization, and is ruthless in dealing with schedule
slips. He views himself as an artist, Apple’s creator-in-chief, and
has listed himself as “co-inventor” on over one hundred Apple
patents. And he judges the world in binary terms. Reportedly,
products in his view are either “insanely great” or the other
extreme. He has called subordinates either geniuses or “bozos,”
indispensable or no longer relevant. David, do you see a touch of
polarized thinking and emotion? Products at Apple are hatched in
conversations something like this: “What do we hate? Cell phones.
What do we have to make? A cell phone with a Mac inside.” The rest
is history. This works for Steve Jobs, but he is unique, so I don’t
recommend leaders emulate him. At 53, I’ve been told that Steve
Jobs has mellowed a bit with age. But he still intends to change
the universe.

We all have in our minds a mix of
constructive and potentially destructive intellectual and emotional
amplitudes. Harnessing the constructive elements and dampening the
destructive ones are the keys to remarkable leadership, as well as
a life of fulfillment. Eliminating all emotion in the form of zero
amplitude doesn’t work because it will lead to a listless,
lifeless, and boring organizational atmosphere.

The key is to let your constructive emotional
amplitude out of the box, and keep your unconstructive emotional
amplitude in the box. While I would never claim to be perfect at
this, many people do the opposite—they harness their constructive
emotions and easily unleash their deconstructive ones. They should
try what I call emotional rebounding: when success is starting to
go to their head, rebound off an imaginary roof of the
box—humility. Conversely, at the immediate onset of anger,
disappointment, etc., rebound off an imaginary floor of the
box—resilience. Emotional rebounding produces poise under
pressure.

Wright

Will you give some examples of great
executives who consciously or instinctively employ High Amplitude
Leadership?

Bandrowski

The goal at Microsoft when entering any new
market or product space is world domination. It doesn’t get any
higher than that. Yet Bill Gates has often told his employees in
his annual state of the company address, “We are two years from
going out of business.” Microsoft for years has maintained well
over $30 billion in cash, so why such a dark side remark? In its
industry, products are released and cannibalized every two years,
and Microsoft has many competitors who would love to crack its
market stronghold. It’s not that Microsoft would be out of business
if it didn’t release a new version of software every two years, but
it could lose its dominant lead and trigger the tipping point into
a downward spiral. Bill Gates knows complacency kills
corporations.

Andy Grove, former CEO of Intel, is another
leader who exemplifies the use of constructive intellectual and
emotional amplitudes. On the dark side, he wrote the book Only the
Paranoid Survive. Its central point was that leaders need to
constantly be vigilant for what he called an industry inflection
point—when a technology or market abruptly leaps to a new and
better solution. Productive paranoia is good, clinical paranoia is
not. Your company had better be doing the inflecting or here comes
that burial box again.

Three other High Amplitude Leaders I can
think of include Jack Welch, John Chambers, CEO of Cisco, and A. G.
Lafley, CEO of Proctor & Gamble.

Wright

Why not first go upward in the Wave to
passionately positive. Can this path also be successfully
taken?

Bandrowski

Yes it can, David, but with caution. In the
Breakthrough Wave, one finds what is broken and then invents a
solution. I call the path you just mentioned the Creation Wave,
which is to create a new vision, strategy, or invention first, as
in Appreciative Inquiry. But then one must go to the dark side to
confirm if there is a real need for it.

The problem is that many people, teams, and
entire organizations fall in passionate love with their ideas and
don’t want to vet them in the spotlight of harsh reality.

Look what happened to Webvan. Its CEO, George
Shaheen, was the former CEO of Arthur Anderson. The company bet a
billion dollars of raised capital on building massive, automated
grocery warehouses around the country on the premise that a huge
market existed for consumers who would order groceries and pay a
premium to have them delivered to their homes. Which competitors
already had “warehouses” of groceries? Existing supermarket chains
that waited for Webvan to go belly up and then they jumped in and
served the niche market.

Both the light and dark side are needed,
regardless if you begin your Innovation Wave positively or
negatively.

Wright

Jim, are you saying that remarkable leaders
never moderate their intellectual amplitude? Are they ever balanced
between the two extremes of passionately positive and
constructively negative?

Bandrowski

Very perceptive, David. Yes, they spend quite
a bit of time balanced in their intellectual wave—scientists call
this a state of equilibrium. This may be counterintuitive, but
that’s exactly where savvy leaders make decisions—in the box. You
don’t want to judge the potential of a strategy or new venture in
either the passionately positive or constructively negative states
of mind. One’s amplitude that precedes decision-making creates the
menu of potential innovative strategies. It is now time to be
balanced in one’s thinking and select the best ones.

Intellectually balanced is the state in which
corporate, divisional, marketing, operations, and other plans
should be written. It is also where one prepares a budget, provides
a forecast to one’s banker or Wall Street, or makes a commitment.
These should not be stretch goals (I will discuss this later), but
promises with a 95 percent confidence level that you can deliver on
them.

Wright

Besides in their leadership style, what are
the other primary ways leaders apply amplitude?

Bandrowski

The great ones apply their core competency of
leading out of the box to ten crucial competencies: 1) strategic
leadership, 2) marketing leadership, 3) financial leadership, 4)
technology leadership, 5) process leadership, 6) change leadership,
7) organizational leadership, 8) facilitative leadership, 9) self
leadership, and 10) global leadership.
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