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You Don’t Need Permission 
Make your work work for you and your money 

matter more.  How to stop working for a living 

and make unlimited income without leaving your 

day job. 

Alan Hill, The Miracle Worker 
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Summary: ¢Ƙƛǎ ōƻƻƪ ƛǎ ǘƻ ǎƘƻǿ DŜƴ·ΩŜǊǎ and Millennial generations how they can leverage corporate 

workplaces for personal gain and profit.   

Target: Buyers readers and gen xers of the book Hacking Work  

Emotional hook: This audience is under constant messaging about how they are lazy, unmotivated, 

undisciplined and have no work ethic.  They believe that the rules of work (work hard, get a good job 

ŀƴŘ ȅƻǳΩƭƭ ōŜ ǎŜǘ ŦƻǊ ƭƛŦŜύ ŀǊŜ ŀ ƭƛŜ ōŜŎŀǳǎŜ ǘƘŜȅΩǾŜ ǎŜŜƴ Ƙƻǿ ǇƻƻǊƭȅ ƛǘ worked out for their parents 

generation with unsustainable levels of unemployment.  They see themselves as motivated, connected 

multi-ǘŀǎƪŜǊǎ ǿƘƻ ŀǊŜ ǳƴŀǇǇǊŜŎƛŀǘŜŘ ōȅ ǘƻŘŀȅΩǎ ΨŜǎǘŀōƭƛǎƘƳŜƴǘΩΦ  ¢ƘŜȅ ŀǊŜ ŎǳǊǊŜƴǘƭȅ ǘƻƭŜǊŀǘƛƴƎ ǘƘŜ ΨǊǳƭŜǎΩ 

until they feel they have enough leverage and power to safely ignore the rules of work and follow their 

own ideals.   

This book will hook into that emotional need to be recognized and provide actionable tools for them to 

use their global connections to create wealth for themselves and for the lucky companies smart enough 

to adapt and hire them. 

Ancillary support: Book, blog, website, videos, idea evaluation software, exchange marketplace, public 

speaking at trade associations, colleges etc. and online community building/social networking 

(discussion boards, twitter, facebook). 

Marketing: This book will leverage relationships with several notable authors integrating and 

synthesizing their work into this book.  Affiliate revenue partnerships will be offered in exchange for 

marketing and promotional support. 
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Prologue 

I was laid off from Accenture in 2007.  One of the generous things Accenture provided was 30 days of 

outplacement assistance, which included resume classes.  After one of these classes I stayed to visit with 

a friend and co-worker, also getting laid off.  He confided in me the stress of this was wearing on him. 

άL ŦŜŜƭ ŀǎ ƛŦ !ŎŎŜƴǘǳǊŜ Ƙŀǎ ǘƻƭŘ ƳŜ LΩƳ ƴƻ ƭƻƴƎŜǊ ŀ ƎƻƻŘ 5ŀǘŀōŀǎŜ !ƴŀƭȅǎǘέ ƘŜ ǎŀƛŘΦ  L ŎƻǳƭŘ ǘŜƭƭ ƘŜ ǿŀǎ 

ŜȄǇŜŎǘƛƴƎ ŀ ǎƻŦǘ ǎƘƻǳƭŘŜǊ ǿƛǘƘ ŀ ŎƻƳŦƻǊǘƛƴƎ ΨǘƘŜǊŜ ǘƘŜǊŜΣ ƛǘ ǿƛƭƭ ōŜ ŀƭǊƛƎƘǘΩ ǊŜǎǇƻƴǎŜ ŦǊƻƳ ƳŜΦ 

LƴǎǘŜŀŘ L Ƙƛǘ ƘƛƳ ǿƛǘƘ ŀ ōǳŎƪŜǘ ƻŦ ŎƻƭŘ ǿŀǘŜǊΣ ǾŜǊōŀƭƭȅ ǎǇŜŀƪƛƴƎ ά²ŜƭƭΣ ǘƘŜȅΩǊŜ ǊƛƎƘǘΣ ȅƻǳΩǊŜ ƴƻǘΦ  ¸ƻǳΩǊŜ 

ƴƻ ƭƻƴƎŜǊ ŀ ƎƻƻŘ 5.!Φέ L ǎŀƛŘ ŦƭŀǘƭȅΦ 

The look of shock on his face told me he felt betrayed as that comment penetrated his emotions.  

Undeterred, I continued: 

ά¸ƻǳΩǊŜ ƴƻ ƭƻƴƎŜǊ ŀ 5ŀǘŀōŀǎŜ !ƴŀƭȅǎǘ ǇŜǊƛƻŘΦ  Lǘ ƴƻ ƭƻƴƎŜǊ ƳŀǘǘŜǊǎ ƛŦ ȅƻǳΩǊŜ ƎƻƻŘ ƻǊ ƴƻǘΣ ȅƻǳ ŀǊŜ ƴƻ 

ƭƻƴƎŜǊ ŀ 5.! ǎƻ ǘƘŜǊŜŦƻǊŜ ȅƻǳ ŀǊŜ ƴƻ ƭƻƴƎŜǊ ŀ ΨƎƻƻŘΩ 5.!Φέ  L ǎǘŀǘŜŘΦ 

ά.ǳǘέ L ŎƻƴǘƛƴǳŜŘ ōŜŦƻǊŜ ƘŜ ƘŀŘ ŀ ŎƘŀƴŎŜ ǘƻ ŎŀǘŎƘ Ƙƛǎ ōǊŜŀǘƘΣ ά¸ƻǳ ƪƴƻǿ {v[Σ hǊŀŎƭŜΣ ¦ƴƛȄΣ ǊƛƎƘǘΚ ¸ƻǳ 

can go and be a Unix Administrator, or Oracle Applications specialist.  Just change your identity and 

ƭŀōŜƭΦέ   

His mouth finally closed as the look of shock wore off his face.  He blinkeŘ ŀƴŘ ǎŀƛŘ άL ƴŜǾŜǊ ǘƘƻǳƎƘǘ 

ŀōƻǳǘ ƛǘ ƭƛƪŜ ǘƘŀǘΦ  ¸ƻǳΩǊŜ ǊƛƎƘǘΦέ  IŜ ǘƘŀƴƪŜŘ ƳŜΦ  L Ƨǳǎǘ ǎƘǊǳƎƎŜŘΦ  Lǘ ǿŀǎ ŎƭŜŀǊ ǘƻ ƳŜ ƘŜ ƘŀŘ ǾŀƭǳŜΣ ƛǘ Ƨǳǎǘ 

ǿŀǎƴΩǘ ŎƭŜŀǊ ǘƻ ƘƛƳΦ  

!ŦǘŜǊ ȅƻǳΩǊŜ ǘƘǊƻǳƎƘ ǊŜŀŘƛƴƎ ǘƘƛǎ ōƻƻƪΣ ȅƻǳΩƭƭ ǊŜŀƭƛȊŜ ǘƘŀǘ ȅƻǳ ƴƻǘ ƻƴƭȅ ƘŀǾŜ ǾŀƭǳŜΣ ŀƴŘ ǎƻ Řƻes everyone 

ŜƭǎŜΣ ȅƻǳΩƭƭ ƪƴƻǿ Ƙƻǿ ǘƻ ǊŜŎƻƎƴƛȊŜ ƛǘΣ ŎǊŜŀǘŜ ƛǘ ƛƴ ƻǘƘŜǊǎ ŀƴŘ Ƙƻǿ ǘƻ ŎŀǇƛǘŀƭƛȊŜ ƻƴ ƛǘΦ  ¸ƻǳΩƭƭ ǘǊŀƴǎŦƻǊƳ 

your workplace into wealth for you, your co-workers your community and your boss.   

Everyone Wins. 

  



Quantum Common Wealth | www.quantumcommonwealth.com 
 

4 

Chapter 1 Introduction 

Problem:  You are a millennial, ƎŜƴȄΩŜǊ ƻǊ ƻǘƘŜǊ ȅƻǳƴƎ ǇǊƻŦŜǎǎƛƻƴŀƭΦ  You are working hard, but not 

getting paid ǿƘŀǘ ȅƻǳΩǊŜ ǿƻǊǘƘΦ  .ŀōȅ ōƻƻƳŜǊǎ ōŜƭƛŜǾŜ ȅƻǳ ŀǊŜ ƭŀȊȅΣ ǳƴƳƻǘƛǾŀǘŜŘΣ ŀƴŘ ǳƴŘŜǎŜǊǾƛƴƎΦ  

You know their rules about business and putting in your time for no reward ŀǊŜƴΩǘ smart.  You see 

loyalty is punished by layoffs ŀƴŘ ȅƻǳΩǊŜ ƴƻ ǎǳŎƪŜǊΦ   

Their number one rule of success - ΨǿƻǊƪ ƘŀǊŘΩ - is a lie.  Hard work and loyalty are not valued by 

business.  People are not laid off because they are lazy, unmotivated or unskilled, nor are they laid off 

because of their age.  ¢ƘŜȅ ŀǊŜ ƭŀƛŘ ƻŦŦ ōŜŎŀǳǎŜ ǘƘŜȅ ŘƻƴΩǘ ǇǊƻǾƛŘŜ perceived value.  

²ƘŀǘΩǎ ǾŀƭǳŜΚ  LƴŎƻƳŜ ƛǎ ǾŀƭǳŜŘ ōȅ ōǳǎƛƴŜǎǎΦ  aŀƪŜ ƳƻǊŜ ƳƻƴŜȅ ŦƻǊ ǘƘŜƳ ς you get to stick around, 

ǎǘƻǇ ōŜƛƴƎ ǾŀƭǳŀōƭŜΣ ȅƻǳΩǊŜ ƎƻƴŜ, no matter how much loyalty you have, no matter how often you show 

ǳǇ ƻƴ ǘƛƳŜΦ  aŀƪŜ ǘƘŜƳ ǿŜŀƭǘƘȅ ŀƴŘ ŘƻƴΩt show up on time?  You will be tolerated, maybe even loved, 

if you make them enough money.   

.ǳǘΧ ƛŦ ȅƻǳ Ŧƻƭƭƻǿ ǘƘŜƛǊ ǊǳƭŜǎΣ ƻǊ ƳƻǊŜ ŎƻǊǊŜŎǘƭȅΣ ǘƘŜ ƭƛŜǎ ǘƘŜy told you were the rules, you have no way 

to make wealth, for them or for youΦ  ¸ƻǳ ŀǊŜ ŜŀǊƴƛƴƎ ŀ ǇŀȅŎƘŜŎƪΣ ōǳǘ ȅƻǳΩǊŜ ƴƻǘ ŜŀǊƴƛƴƎ ǿŜŀƭǘƘΦ 

No matter how hard you work, can’t work your way to wealth.  You already know this from your 

ǇŀǊŜƴǘǎΩ ŜȄŀƳǇƭŜΦ 

Are you ready to learn how to earn real wealth and not income?  Are you ready to learn how to make the 

corporation work for you and stop working for the corporation? 

¸ƻǳ ŘƻƴΩǘ ƴŜŜŘ ǇŜǊƳƛǎǎƛƻƴΣ ȅƻǳ ƴŜŜŘ ǘƻƻƭǎΣ ŀ ǇŀǘƘǿŀȅ ǘƻ Řƻ ǿƘŀǘ ȅƻǳ ŀƭǊŜŀŘȅ Řƻ ōŜǎǘΣ ōŜ ǿƘo you 

already are. 

¸ƻǳ ŘƻƴΩǘ ƴŜŜŘ ŀ ōǳǎƛƴŜǎǎΣ ȅƻǳ ŘƻƴΩǘ ƴŜŜŘ ƛƴŦǊŀǎǘǊǳŎǘǳǊŜΣ you can get that from others, cheaply.  You 

Ŏŀƴ ƎŜǘ ǘƘŀǘ ŦǊƻƳ ǘƘŜ ŎƻƳǇŀƴȅ ȅƻǳ ǿƻǊƪ ŀǘ ŎǳǊǊŜƴǘƭȅΣ ƛŦ ǘƘŜȅΩǊŜ ǿƛƭƭƛƴƎ ŀƴŘ ǎƳŀǊǘΦ  LŦ ƴƻǘΣ ǘƘŜƴ ȅƻǳ Ŏŀƴ 

outsource to their competition. 

WARNING! 5ƻƴΩǘ ǎƛƎƴ ŀ ƴƻƴ-ŎƻƳǇŜǘŜΣ ŘƻƴΩǘ ǎƛƎƴ ŀƴȅǘƘƛƴƎ ǘƘŀǘ ƎƛǾŜǎ ŀǿŀȅ your network connections 

(database of contacts) or the rights to the intellectual property of your ideas ς this is the source of your 

wealth. 
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Chapter 2 How I learned to buck the system 

I started bucking the system in the United States Army.  If you ever want to learn how dumb a 

corporation can get, join the military.  Yes, they do great work, yes, they teach discipline, respect for 

authority, self-reliance, teamwork, adaptability, ǇǊƛŘŜΣ ǎŜƭŦ ŎƻƴŦƛŘŜƴŎŜΧ όŀƴŘ ǎƻ ƻƴύΦ   

They also teach office politics of the worst sort.  Backstabbing, CYA, hoarding information and more 

games than you can ever fathom, all designed to get one result, compliant obedience from soldiers.   

One time, in the fall, I was stationed at V Corps Headquarters in Frankfurt.  One of the major military 

bases in Germany.  We were ordered to start raking leaves.  Now this was a permanent party duty 

station, which is similar to your workplace in that everyone has a job to do, training is not a major part 

ƻŦ ǘƘŜ ŘŀȅΩǎ ŀŎǘƛǾƛǘƛŜǎ ƭƛƪŜ ƛǘ ǿƻǳƭŘ ōŜ ƛƴ ōŀǎƛŎ ǘǊŀƛƴƛƴƎΦ  IƻǿŜǾŜǊΣ ƻƴŜ ƻŦ ƻǳǊ ŎƻƳƳŀƴŘŜǊǎ ŘŜŎƛŘŜŘ ǘƘŀǘ 

we should all start raking leaves in the front of the headquarters building.  No explanation, just, start 

raking iƴǎǘŜŀŘ ƻŦ ǊŜǇƻǊǘƛƴƎ ǘƻ ƻǳǊ ǊŜƎǳƭŀǊ Řǳǘȅ ŀǎǎƛƎƴƳŜƴǘǎΣ ŀǎ ƛŦ ǿƻǊƪ ŘƛŘƴΩǘ ƳŀǘǘŜǊΦ  ¢ƘŜ ŎƻƳŜŘȅ ƛƴ ǘƘƛǎ 

situation was that the Army had hired contractors to rake the leaves.  Someone was paying money to a 

private company to have this service provided for them but instead, soldiers who had other jobs to do 

were raking instead.   

For comparison, imagine you came to work and they said everyone would be raking leaves instead of 

ǿƻǊƪƛƴƎ ǘƻŘŀȅΦ  bƻ ŜȄǇƭŀƴŀǘƛƻƴΣ ƴƻ ǊŜŀǎƻƴΣ Ƨǳǎǘ ŜȄǇŜŎǘŜŘ ŎƻƳǇƭƛŀƴŎŜΦ  hŦ ŎƻǳǊǎŜ ȅƻǳΩŘ ŀǎƪ questions but 

no matter what, they would never be able to give a rational excuse.  Likewise, many corporations have 

senseless expectations of their employees that have no value and in fact, destroy value and morale, yet, 

like the Army, they persist in these activities as if they truly had value.   

L ŘƛŘ ǊŀƪŜ ǘƘƻǎŜ ƭŜŀǾŜǎ ǘƘŀǘ ŘŀȅΣ ŀƴŘ L ŘƛŘƴΩǘ ǉǳŜǎǘƛƻƴ Ƴȅ ǎǳǇŜǊƛƻǊǎΣ ōǳǘ L ŘƛŘ Ǿƻǿ ǘƻ ƴƻǘ ƭŜǘ ǘƘƛǎ ōŜŎƻƳŜ 

an acceptable way of working. 

Later, when I graduated from college and began my career in electronics, I noticed similar rules and 

expectations, though not as blatant.  I also began to notice that I could turn these rules into advantage.  

If they expected a certain behavior and they rewarded that behavior, then so be it.  However, what they 

said they rewarded and what they actually rewarded were two different things. 

My nephew taught me how to use the rules to my advantage several years ago by his example.  When I 

was still in high school, I decided to go into the Army to help pay my way through college.  I knew college 

was going to be a big part of my future in computers, a field that had not even been invented yet as we 

know it today.  After my tour of duty in the Army I went to college and then started working my way up 

the pyramid of success.  Although, insǘŜŀŘ ƻŦ ǎǘŀȅƛƴƎ ŀǘ ƻƴŜ ŎƻƳǇŀƴȅ ŦƻǊŜǾŜǊ L ƪƴŜǿ L ǿŀƴǘŜŘ ŀ ΨŦŀǎǘ 

ǘǊŀŎƪΩ ǎƻ L ŘŜŎƛŘŜŘ ǘƻ ŎƘŀƴƎŜ ŎƻƳǇŀƴƛŜǎ ŀƴŘ ƎŜǘ ŀ ǇǊƻƳƻǘƛƻƴ ŀǘ ŀ ƴŜǿ ŎƻƳǇŀƴȅ ŜŀŎƘ ǘƛƳŜ L ǎŜƴǎŜŘ 

opportunity had stopped my success.  I was making good progress but it was rather slow.  I felt my 

income was not where I wanted it to be and I was having to fight for every inch of ground. 

aȅ ƴŜǇƘŜǿ ƳŜŀƴǿƘƛƭŜ όǿƘƻΩǎ ǘƘŜ ǎŀƳŜ ŀƎŜ ŀǎ ƳŜύ ŘŜŎƛŘŜŘ ǘƻ ΨǎŎǊŜǿ ŀǊƻǳƴŘΩ ƛƴ ŎƻƭƭŜƎŜΦ  Lǘ ǎŜŜƳŜŘ ǘƻ 

me he thought college was for parties and he flunked out of college.  He then spent a few years with a 
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travelling youth evangelical team.  He travelled around the United States and eventually Australia while I 

was working my way through college and started my career.  I finally felt I was making some progress 

income-wiǎŜΣ ǘƘƻǳƎƘ L ŘƛŘƴΩǘ ƘŀǾŜ ŀ ƘƻǳǎŜ ȅŜǘΣ ǿƘŜƴ Ƴȅ ƴŜǇƘŜǿ ŎŀƭƭŜŘ ŦƻǊ ǎƻƳŜ ŎŀǊŜŜǊ ŀŘǾƛŎŜΦ 

άL ǿŀƴǘ ǘƻ ƎŜǘ ƛƴǘƻ ŎƻƳǇǳǘŜǊǎ ƭƛƪŜ Ƴȅ ¦ƴŎƭŜ !ƭŀƴέ ƘŜ ǘƻƭŘ ƳŜΦ  L ŀŘǾƛǎŜŘ ƘƛƳ ǘƻ ƭƻƻƪ ŀǘ ǇǊƻƎǊŀƳƳƛƴƎΣ 

ōŜŎŀǳǎŜ ƛǘΩǎ ǘƘŜ ǎƘƻǊǘŜǎǘ ŀƳƻǳƴǘ ƻŦ ǘƛƳŜ ƛƴ ŎƻƭƭŜƎŜ ŀƴŘ ƳƻǊŜ ƘƛƎƘƭȅ ǎƻǳght after skill in the marketplace 

than hardware management, which I had chosen. 

άhƪΣ ǘƘŀƴƪǎΗέ  That easily he had embarked on an entirely new career path.  At the time, I thought it odd 

that he could so easily decide on a new career without investing more time and thought. 

Fast forward several years, I began to notice that my nephew was able to surpass me in income, faster 

than if he had worked his way up the ladder, as I was doing.  I began to review to see where I went 

ǿǊƻƴƎΦ  [ŜǘΩǎ ǎŜŜΧ He had flunked out of college and spent a year overseas in Australia.  Before that he 

ƘŀŘ ǘǊŀǾŜƭƭŜŘ ǘƘŜ ¦ƴƛǘŜŘ {ǘŀǘŜǎ ŦƻǊ н ȅŜŀǊǎΦ  ²ƘŜƴ ƘŜ ŘŜŎƛŘŜŘ ǘƻ ΨōǳŎƪƭŜ ŘƻǿƴΩ ŀƴŘ ƎŜǘ ǎŜǊƛƻǳǎ ŀōƻǳǘ Ƙƛǎ 

career, he quickly matched my income within about 4 years.   

What I suddenly realƛȊŜŘΣ ƛǘΩǎ ƴƻǘ Ψǎƭƻǿ ŀƴŘ ǎǘŜŀŘȅΩ ǘƘŀǘ ǿƛƴǎ ƛƴ ŀ ŎŀǊŜŜǊΣ Ƴȅ ƴŜǇƘŜǿ ƘŀŘ Ƨǳǎǘ ǇǊƻǾŜŘ 

otherwise.  It was his value.  He was savvy about promoting himself and getting people to like him, but 

just as importantly, he understood that companies pay for and promote value and talentΣ ǘƘŜȅ ŘƻƴΩǘ 

reward time in a position.   

What I learned - don’t believe in the rules, make your own.  If you can’t make your own rules, then 

play their rules to win.   

²Ƙȅ Řƻ ǘƘŜȅ ƳŀƪŜ ȅƻǳ Ŧƻƭƭƻǿ ǊǳƭŜǎ ǘƘŀǘ ŘƻƴΩǘ ǿƻǊƪΚ  ¢ǊǳǘƘŦǳƭƭȅΣ L ŘƻƴΩǘ ƪƴƻǿΦ  L ƘŀǾŜ ǎǇŜƴǘ ŀ ŎŀǊŜŜǊ 

trying to figure that out.  L ǇǊŜǎǳƳŜ ƛǘΩǎ ǘƻ ŎǊŜŀǘŜ ŎƻƳǇƭƛŀƴŎŜ ǘƘǊƻǳƎƘ ŎƻƴǘǊƻƭΦ  wŜŀƭƛȊŜ ǘƘŀǘ ŀǘ ǘƘŜ ǘƻǇ ƻŦ 

ǘƘŜ ǇȅǊŀƳƛŘ ǘƘŜǊŜ ƛǎ ŦŜǿŜǊ ƻŦ ΨǘƘŜƳΩ ǘƘŀƴ ǘƘŜǊe are of us.  What I do know is their behavior says they 

ǘƘƛƴƪ ȅƻǳΩǊŜ ŀ ǘƘƛƴƎΣ ƴƻǘ ŀ ǇŜǊǎƻƴΦ  ¢ƘŜȅ Ŏŀƭƭ ȅƻǳ ŀƴ ŜƳǇƭƻȅŜŜ - ŀƴ ΨƛǘΩ- a thing to be managed.  They look 

at employees as a category, a like you would your car or your house.  They think employees are a thing 

ǘƻ ōŜ ǳǎŜŘΣ ƴƻǘ ŀƴ ƛƴŘƛǾƛŘǳŀƭ ǘƻ ōŜ ƛƴǎǇƛǊŜŘ ŀƴŘ ƭŜŘΦ  .ǳǘ ǘƘƛǎ ƛǎ ƻƪ ǘƻ ǘƘŜƳ ōŜŎŀǳǎŜ ŀŦǘŜǊ ŀƭƭΣ ǘƘŜȅΩǊŜ 

ŜƳǇƭƻȅŜŜǎ ǘƻƻΦ  ¢ƘŜȅ ŀǊŜ ŀƴ ΨƛǘΩΣ ŀ ǘƘƛƴƎ ǘƘat gets managed by their bosses, the shareholders. 

In their mind employees need to be managed bŜŎŀǳǎŜ ȅƻǳ ŎŀƴΩǘ ƳŀƴŀƎŜ ȅƻǳǊǎŜƭŦ όǿǊƻƴƎύΦ  !ŎǘǳŀƭƭȅΣ 

ǘƘŜǊŜ ŀǊŜ ǇŜƻǇƭŜ ǿƘƻ ŎŀƴΩǘ ƳŀƴŀƎŜ ǘƘŜƳǎŜƭǾŜǎΣ ōǳǘ ǘƘŀǘΩǎ ƴƻǘ ȅƻǳΦ  ¸ƻǳ ŘƻƴΩǘ ƴŜŜŘ ǘƻ ōŜ ǘƻƭŘ ǿƘŀǘ ǘƻ 

do, but you do need to be told why this is important.  IŜǊŜΩǎ ǘƘŜ ǎŀŘ ŦŀŎǘΣ ǘƘŜȅ ŘƻƴΩǘ ƘŀǾŜ ŀ ΨǿƘȅΩΦ  There 

is no reason for half the work and most of the mandatory meetings they subject you to, something you 

ǎǇƻǘǘŜŘ ǊƛƎƘǘ ŀǿŀȅΣ ōǳǘ ǘƘŜȅ ǎǘǳōōƻǊƴƭȅ ǊŜŦǳǎŜ ǘƻ ŀŘƳƛǘ ǘƘŜ ǘǊǳǘƘ ǘƻ ȅƻǳ ƻǊ ǘƻ ǘƘŜƳǎŜƭǾŜǎΦ  ¸ƻǳ ŘƻƴΩǘ 

have to obey their rules, nor do you have to put up with being called lazy or entitled.  ¢ƘŜȅΩǊŜ ƴƻǘ ƎƻƛƴƎ 

ǘƻ ƭŜŀǊƴ ōŜŎŀǳǎŜ ǘƘŜȅ ŘƻƴΩǘ ǿŀƴǘ ǘƻ ƭŜŀǊƴΣ ǘƘŜȅ ǿŀƴǘ ǘƻ ōŜƭƛŜǾŜ ǘƘŜ ƭƛŜǎ ǘƘŜȅΩǾŜ ǎǘŀƪŜŘ ǘƘŜƛǊ ŎŀǊŜŜǊǎ ƻƴΣ 

ŜǾŜƴ ǿƛǘƘ ǘƘŜ ŜǾƛŘŜƴŎŜ ƳƻǳƴǘƛƴƎ ǘƘŀǘ ǘƘŜȅΩǊŜ ǿǊƻƴƎΣ ǘƘŜȅΩŘ ǊŀǘƘŜǊ ōŜ ǿǊƻƴƎ όƛƴ ŘŜƴƛŀƭύ ǘƘŀn be 

successful.   
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wŀǘƘŜǊ ǘƘŀƴ ǿŀǎǘŜ Ƴȅ ǘƛƳŜ ǘǊȅƛƴƎ ǘƻ ŜŘǳŎŀǘŜ ǘƘŜ ǳƴǿƛƭƭƛƴƎ ǇŜƻǇƭŜ ǿƘƻ ŀǊŜ ƛƴ ŘŜƴƛŀƭΣ LΩŘ ǊŀǘƘŜǊ ǿŜ ƳŀƪŜ 

each other wealthy.   Super wealthy.  Time wealthy and cause rich.  I want this to be the generation that 

gets their time back, their wealth back, and their lives back.  Together, wŜΩǊŜ ƎƻƛƴƎ ǘƻ ǎƘƻǿ ǘƘƻǎŜ ǿƘƻ 

ǘƘƛƴƪ ǘƘŜȅΩǊŜ ƛƴ ŎƘŀǊƎŜ Ƙƻǿ ƛǘΩǎ ǊŜŀƭƭȅ ŘƻƴŜΦ  ά[ƻȅŀƭǘȅέ ŀƴŘ άIŀǊŘ ǿƻǊƪέ ŀǊŜ ƴƻǘ ǊŜǉǳƛǊŜŘΦ  

άLƴŘŜǇŜƴŘŜƴŎŜέΣ ά/ǊŜŀǘƛǾƛǘȅέΣ ά/ƻƳƳǳƴƛǘȅέ ŀǊŜ ǿƘŀǘΩǎ ǊŜǉǳƛǊŜŘΣ these you already have. 

WƘŜǊŜ ǿŜΩǊŜ ƎƻƛƴƎ ς LΩƳ ƎƻƛƴƎ ǘƻ ƎƛǾŜ ȅƻǳ a system that works, on a global scale, to make profits for 

ourselves and value for our companies.  Yes, they get something out of it too, but we get them to leave 

us alone.  We no longer need them for permission, but we do need them for support.  They have the 

infrastructure we need. 

Why you? Because you understand that the old rules are irrelevant, ineffective and pure lies our parents 

told us, in a mis-guided effort to help us succeed at work.  Too bad the lies thŜȅ ōŜƭƛŜǾŜŘ ŘƛŘƴΩǘ ǿƻǊƪ ƻǳǘ 

ŦƻǊ ǘƘŜƳ ŀǎ ǘƘŜȅΩŘ ƘƻǇŜŘΣ ŎƻƴǎƛŘŜǊƛƴƎ ǘƘŜ ƳŀǎǎƛǾŜ ƭŀȅƻŦŦǎ ǘƘŜȅΩǊŜ ŜȄǇŜǊƛŜƴŎƛƴƎΦ  ¢ƘŀǘΩǎ ƴƻǘ ƎƻƛƴƎ ǘƻ 

ƘŀǇǇŜƴ ǘƻ ȅƻǳΣ ōŜŎŀǳǎŜ ȅƻǳ ǎŜŜ ǘƘƛƴƎǎ ŘƛŦŦŜǊŜƴǘƭȅΦ  ¸ƻǳ ǳƴŘŜǊǎǘŀƴŘ ǘƘŀǘ ƛŦ ȅƻǳ Řƻ ǿƘŀǘ ǘƘŜȅ ŘƛŘΣ ȅƻǳΩƭƭ 

get what they got: Laid ƻŦŦ ōŜŦƻǊŜ ȅƻǳǊ ǇŜƴǎƛƻƴ ƪƛŎƪǎ ƛƴ ŀƴŘ ȅƻǳΩǊŜ ǘƻƻ ƻƭŘ ǘƻ ƘŀǾŜ ŀƴȅ ŜƴƧƻȅƳŜƴǘ ƛƴ ƭƛŦŜΣ 

having worked all day, nights and weekends ς ignoring your kids because your boss insisted that work 

ǿŀǎ ƳƻǊŜ ƛƳǇƻǊǘŀƴǘ ǘƘŀƴ ƭƛŦŜΦ  LǘΩǎ ƴƻǘΣ ŀƴŘ ǿŜΩǊŜ ŀōƻǳǘ ǘƻ Řƻ ǎƻƳŜǘƘƛƴg about it, starting now. 
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Chapter 3 Background ς finding the pieces of the puzzle 

My history of defiance – growing up wrong 

DǊƻǿƛƴƎ ǳǇ L ƭŜŀǊƴŜŘ ǘƘƛƴƎǎ ŘƻƴΩǘ ǿƻǊƪ ǘƘŜ ǿŀȅ ǘƘŜȅ ǎŀȅ ǘƘŜȅ ŘƻΦ  L ƎǊŜǿ ǳǇ ƛƴ ǿƘŀǘ ȅƻǳ ƳƛƎƘǘ Ŏŀƭƭ ŀ 

ΨǎǘǊǳƎƎƭƛƴƎ ƘƻǳǎŜƘƻƭŘΩΦ  ²Ŝ ŘƛŘƴΩǘ ƘŀǾŜ ŀ ƭŀǊƎŜ ǾŀǊƛŜǘȅ ƻŦ ŦƻƻŘΣ ōǳǘ ǿŜ ƘŀŘ ǇƭŜƴǘȅ ƻŦ ƛǘΦ  bƻǊ ŘƛŘ ǿŜ ƘŀǾŜ 

ƴŜǿ ŀƴȅǘƘƛƴƎΦ  aƻǊŜ ƛƳǇƻǊǘŀƴǘƭȅΣ ǿŜ ŘƛŘƴΩǘ ƘŀǾŜ the way of wealth.   Anyone can have the wealth they 

ǿŀƴǘΣ ōǳǘ ǘƘŜ ǊǳƭŜǎ ƻŦ ǘƘŜ ƎŀƳŜ ŎƘŀƴƎŜ ŘŜǇŜƴŘƛƴƎ ƻƴ ǿƘƛŎƘ ƎŀƳŜ ȅƻǳΩǊŜ ǇƭŀȅƛƴƎΣ ŀƴŘ ƻǳǊ ŦŀƳƛƭȅ ǿŀǎ 

playing to lose.  Always switching houses, always switching schools, always taking the hard road.  Our 

family, specifically, my mother decided that life was a fight, so we fought for every inch of ground we 

gained.  But we also left it as quickly as we achieved it.   

L ŘƛŘƴΩǘ ƭƛƪŜ ǘƘŜ ǊŜǎǳƭǘǎ ǎƻ ǿƘŜƴ L ǿŀǎ ǘǿŜƭǾŜ ȅŜŀǊǎ ƻƭŘΣ L ƳƻǾŜŘ ǘƻ ƭƛǾŜ ǿƛǘƘ Ƴȅ 5ŀŘ ŀƴŘ {ǘŜpmother in 

Minnesota.  I quickly learned they had different rules, but they also had stability so I generally accepted 

ǘƘŜƛǊ ǊǳƭŜǎΦ  L ƪƴŜǿ ǘƘŀǘ ŜǾŜƴǘǳŀƭƭȅ LΩŘ ƎŜǘ ƻǳǘ ŀƴŘ ǎǘŀǊǘ ƳŀƪƛƴƎ Ƴȅ ƻǿƴ ǊǳƭŜǎΦ  .ǳǘ ŦƛǊǎǘΣ L ƴŜŜŘŜŘ ŀƴ 

education.  And to get an education, I needed money.   

For that, I turned to the US Army.  I enlisted for 2 years, then extended for another.  I saved enough 

money to see me through 2 years of technical college, where I earned an Associate degree in 

Electronics.  It was a low cost, non-profit school but I felt it gave me the head start in computers I 

needed. 

As I progressed through my career, I worked at several companies.  Some people might say I was a job 

hopper but I understood that I alone was responsible for my career, no one else.  It seemed odd to me 

ǘƘŀǘ ƳƻǊŜ ǇŜƻǇƭŜ ŘƛŘƴΩǘ ōŜƭƛŜǾŜ ǘƘŜ ǿŀȅ L ŘƛŘΦ  Lƴ ŦŀŎǘΣ ƛǘ ǎŜŜƳŜŘ ǘƘŀǘ ŜǾŜǊȅƻƴŜ ŀǊƻǳƴŘ ƳŜ ǘƘƻǳƎƘǘ ǘƘŀǘ 

ǘƘŜ ŎƻƳǇŀƴȅ ǿŀǎ ǊŜǎǇƻƴǎƛōƭŜ ŦƻǊ ǊŜŎƻƎƴƛȊƛƴƎ ŀƴŘ ǊŜǿŀǊŘƛƴƎ ǘƘŜƛǊ ƭƻȅŀƭǘȅΦ  {ŜǊƛƻǳǎƭȅΣ L ǘƘƻǳƎƘǘΣ ΨƘƻǿ 

ŘǳƳō ŀǊŜ ȅƻǳΚΩ   

I understood what no one else seemed to, that I was responsible for providing value, and furthermore, I 

ǿŀǎ ǊŜǎǇƻƴǎƛōƭŜ ŦƻǊ Ƴȅ ƴŜȄǘ ǇǊƻƳƻǘƛƻƴΦ  L ǿŀǎƴΩǘ ƎƻƛƴƎ ǘƻ ǿŀƛǘ ŀǊƻǳƴŘ ŦƻǊ ȅŜŀǊǎ ōŜŦƻǊŜ ǎƻƳŜƻƴŜ 

recognized my worth and miraculously promoted me like some Cinderella in a fairy tale.  If some 

ŎƻƳǇŀƴȅ ŘƛŘƴΩǘ ǎŜŜ Ƴȅ ǿƻǊǘƘ ŀƴŘ L ǿŀǎ ǳƴŀōƭŜ ǘƻ ǇŜǊǎǳŀŘŜ ǘƘŜƳ ƻŦ Ƴȅ ǾŀƭǳŜ ǘƘŜƴ L ǿŀǎ ƭŜŀǾƛƴƎΣ ǎƻƻƴŜǊ 

ǊŀǘƘŜǊ ǘƘŀƴ ƭŀǘŜǊΦ  L ƘŀŘ ŀ ƭŀŘŘŜǊ ǘƻ ŎƭƛƳō ŀƴŘ ƛǘ ǿŀǎƴΩǘ ƎƻƛƴƎ ǘƻ ǿŀƛǘ ŦƻǊ ƳŜ ǘƻ ǘŀƪŜ Ƴȅ ǘƛƳŜΦ   

You can read all about my story and more importantly, the lessons I learned at my blog, 

http://themiracleworker.wordpress.com.  I share all the things I learned about working the system 

there.   

I once heŀǊŘ ŀ ǉǳƻǘŜ ƻƴ tǳōƭƛŎ wŀŘƛƻ ǘƘŀǘ ǎŀƛŘ ΨThe law exists only because we all agree it exists, and we 

ƛƴǎƛǎǘ ǘƘƻǎŜ ǿƘƻ ŘƻƴΩǘ ōŜƭƛŜǾŜ ƛǘ ŜȄƛǎǘǎΣ ŀŎǘ ŀǎ ƛŦ ǘƘŜȅ ŘƻΦΩ  LǘΩǎ ǘƘŜ ǎŀƳŜ ŦƻǊ ǿƻǊƪΦ  ¢ƘŜ ǊǳƭŜǎ ƻŦ ƘƛŜǊŀǊŎƘȅ 

and loyalty and putting in your time and being ŀ ŦŀƛǘƘŦǳƭ ŜƳǇƭƻȅŜŜ ǿƛƭƭƛƴƎ ǘƻ ΨǿƻǊƪ ƘŀǊŘΩ Řƻ ŀ ƎƻƻŘ ƧƻōΣ 

keep your nose to the grindstone are not true, no matter how much your boss wishes it was true and no 

ƳŀǘǘŜǊ Ƙƻǿ ƳǳŎƘ ǘƘŜȅ ƛƴǎƛǎǘ ȅƻǳ ŀŎǘ ŀǎ ƛŦ ȅƻǳ ōŜƭƛŜǾŜ ƛǘΦ  ¸ƻǳ ŘƻƴΩǘ ƘŀǾŜ ǘƻ ōŜƭƛŜǾŜ ƛǘΣ ȅƻǳ ŘƻƴΩǘ ƘŀǾŜ ǘƻ 

act that way to succeed and you ŘƻƴΩǘ need their permission to succeed. 

http://themiracleworker.wordpress.com/
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¦ƭǘƛƳŀǘŜƭȅ LΩƭƭ ǘŜƭƭ ȅƻǳ ς ŘƻƴΩǘ ōŜƭƛŜǾŜ ǿƻǊƪ ǿƻǊƪǎ ǘƘŜȅ ǿŀȅ ǘƘŜȅ ǎŀȅ ƛǘ ŘƻŜǎΦ  LǘΩ ŘƻŜǎƴΩǘΦ   

My goal in doing this is to create world peace through a world party.  Does that sound dumb?  Maybe, 

but imagine a time when people have what they need and can quickly, easily get more whenever they 

want, without waiting for permission from government or your boss.  Imagine that your wealth and 

prosperity are intricately tied up in helping people succeed around the world, regardless of nationality. 

You ǿƻƴΩǘ ōŜ ǾƻǘƛƴƎ ǘƻ ōƭƻǿ ǳǇ ŀ ŎƻǳƴǘǊȅ ǘƘŀǘ Ƙŀǎ ȅƻǳǊ ŦǊƛŜƴŘǎ ƛƴ ƛǘΣ ǊƛƎƘǘΚ  Neither will they blow you up 

as long as they have what you have ς this is the missing piece ς abundance and prosperity for all.    

The future is here, and it’s not pretty – HS DENT 

Along the way I found an author who can see the future.  His name, Harry Dent or, H. S. Dent as he 

ǇǊŜŦŜǊǎΦ  IŜ ǿǊƻǘŜ ŀ ŦŀƴǘŀǎǘƛŎ ōƻƻƪ ǘƛǘƭŜŘ άGreat Boom Aheadέ ǿƘŜǊŜ ƘŜ predicted the tremendous rise 

in the DOW Jones average, some of the most amazing predictions about generational migrations and 

how this all became one of the greatest booms in American history, all because of the Baby Boom 

generation and the predictable spending habits of a great consumer nation, the United States.   

I share this with you because he also predicted the future great depression ahead, because for every 

upturn there is a downturn.  So ƭŜǘΩǎ Ǉƭŀƴ ŀƴŘ ƳŀƪŜ ǊŜŀŘȅ ƴƻǿ.  Oh, by the way, the same people who 

cling to the lie that working hard is the way to success, also stubbornly cling to the idea that the nation 

will not enter another recession.   

DƛǾŜƴ 5ŜƴǘΩǎ ǎǘŜƭƭŀǊ ǘǊŀŎƪ ǊŜŎƻǊŘ ŀǘ ǇǊŜŘƛŎǘƛƴƎ ǎƻ ŦŀǊΣ ǿŜΩǊŜ ƛƴ ŦƻǊ ŀ ƘǳƎŜ ŘƻǿƴǘǳǊƴ, which will create 

huge opportunity if you know how to buy what no one else wants.  Imagine it as the greatest garage sale 

event ever, where people are shedding overpriced assets for pennies compared to what they paid for 

them.  Coming soon to a company near you, maybe the one you work in today.   

Dent also predicted a new way of working that would allow employees to leverage their companies, 

instead of the other way around.  He foresees two types of workers, front end browsers (who are 

customer focused) and back end servers (who are specialists in a particular field).  This will come into 

play for us in the next chapter as we show how to use this to make wealth for ourselves, regardless of 

which type of person we choose. 

Talents are gold – Faith Ralston 

I also recently read a great short book about ǘŀƭŜƴǘǎ ōȅ CŀƛǘƘ wŀƭǎǘƻƴΦ  Lƴ ǘƘƛǎ ōƻƻƪΣ άPlay Your Best 

HandέΣ CŀƛǘƘ ŜȄǇƭŀƛƴǎ Ƙƻǿ ƭŜŀŘŜǊǎ ŀƴŘ ƳŀƴŀƎŜǊǎ Ŏŀƴ ǳƴŘŜǊǎǘŀƴŘ ŀƴŘ ŎŀǇƛǘŀƭƛȊŜ ƻƴ ǘƘŜ ƴŀǘǳǊŀƭ ǘŀƭŜƴǘǎ ƻŦ 

their employees (a phrase that will soon go out of vogue, once companies understand that they doƴΩǘ 

own employees and employees start capitalizing on the strengths of corporations).  One of the great 

things about this ς talents are not experience or skill based.  This means you already have them, they 

ŘƻƴΩǘ Ǝƻ ŀǿŀȅ ŀƴŘ ǘƘŜȅ ŀǊŜ ǿŀƛǘƛƴƎ ǘƻ ōŜ ǳǎŜŘ ōȅ you, right now. 

Faith explains that there are four basic talents that managers can use to get a project completed.  I 

invite you to notice that you can use the talents of your fellow co-workers also, to achieve what you 

http://www.hsdent.com/
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want, as long as you help them get wƘŀǘ ǘƘŜȅ ǿŀƴǘΦ  ²ŜΩƭƭ ŘƛǎŎǳǎǎ ǘƘŀt in depth in upcoming chapters 

but you can watch a great introductory video right here.   

CƻǊ ƴƻǿΣ ƭŜǘΩǎ ŜȄŀƳƛƴŜ ǘƘŜ ŦƻǳǊ ǘŀƭŜƴǘǎ ŀƴŘ Ƙƻǿ ǘƘŜƛǊ ƻǊƎŀƴƛȊŜŘ ŀǊƻǳƴŘ ŀ ǇǊoject. 

!ŎŎƻǊŘƛƴƎ ǘƻ CŀƛǘƘΣ ǘƘŜǊŜ ŀǊŜ п ōŀǎƛŎ ƻǊ ΨƳŜǘŀΩ ǘŀƭŜƴǘǎΦ  hŦ ŎƻǳǊǎŜΣ ǇŜƻǇƭŜ ƘŀǾŜ ŀ ƳƛȄǘǳǊŜ ƻŦ ŜŀŎƘ ƻŦ ǘƘŜǎŜ 

to some degree ς ǿƘŀǘ ǿŜΩǊŜ ŘŜŀƭƛƴƎ ǿƛǘƘ ƛǎ ǿƘŀǘ ǘŀƭŜƴǘόǎύ ƛƴŘƛǾƛŘǳŀƭǎ ǘŜƴŘ ǘƻ ǊŜƭȅ ǳǇƻƴ ƳƻǎǘΦ  Lƴ ǘƘŜ 

completion of any project or task, theǎŜ ǘŀƭŜƴǘǎ ŎƻƳŜ ǘƻƎŜǘƘŜǊ ŀǘ ǘƘŜ ǇǊƻǇŜǊ ǘƛƳŜ ǘƻ ǎǳŎŎŜŜŘΦ  IŜǊŜΩǎ ŀ 

diagram that will help you visualize it: 

   

This diagram illustrates how you and your fellow team members and co-workers have much to share in 

order to get things done.  

 Diamonds love new ideas ς they come up with better ways to do anything faster than most people 

can understand or process them.  ¢ƘŜȅ ŀǎƪ Ψ²Ƙŀǘ ƴŜŜŘǎ ŘƻƴŜΚΩ 

 Clubs are amazing at taking an idea and providing structure to ensure it succeeds.  ¢ƘŜȅ ŀǎƪ ΨIƻǿ 

will this ƎŜǘ ŘƻƴŜΚΩ  

 Hearts ŀǊŜ ōƛƎ ƻƴ ǊŜƭŀǘƛƻƴǎƘƛǇǎΦ  ¢ƘŜȅ Ŏŀƴ ŀŎƘƛŜǾŜ ƳǳŎƘ ǘƘǊƻǳƎƘ ƻǘƘŜǊǎΦ  ¢ƘŜȅ ŀǎƪ Ψ²Ƙƻ ǿƛƭƭ ƎŜǘ ƛǘ 

ŘƻƴŜΚΩ 

 Spades ŀǊŜ ŀƳŀȊƛƴƎ ƛƳǇƭŜƳŜƴǘŜǊǎΦ  ¢ƘŜȅ ƪƴƻǿ Ƙƻǿ ǘƻ ŦƻŎǳǎ ŀƴŘ ŦƛƴƛǎƘΦ  ¢ƘŜȅ ŀǎƪ Ψ²ƘŜƴ ǿƛƭƭ ƛǘ ƎŜǘ 

ŘƻƴŜΚΩ 

LΩƳ ǎǳǊŜ ȅƻǳΩǾŜ ǎŜŜƴ ǘƘŜǎŜ ǇŜƻǇƭŜ ƛƴ ȅƻǳǊ ǿƻǊƪǇƭŀŎŜ ŀƴŘ ȅƻǳΩǾŜ ǎŜŜƴ Ƙƻǿ ǘƘŜƛǊ ǘŀƭŜƴǘǎ ǿƻǊƪ ǿƘŜƴ 

ǘƘŜȅΩǊŜ ƛƴ ǘƘŜ ǊƛƎƘǘ ǘƛƳŜ ŀǘ ǘƘŜ ǇǊƻƧŜŎǘΦ  !ƴŘ ǿƘŜƴ ǘƘŜȅ ŀǊŜ ƻǳǘ ƻŦ ǎŜǉǳŜƴŎŜ όƻǊ ƳƛǎǎƛƴƎύ Ƙƻǿ ƛǘ 

negatively impacts the success of the team. 

http://www.youtube.com/watch?v=Aw_V3MgfywA
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IŜǊŜΩǎ ŀ ƪŜȅ Ǉƻƛƴǘ ŦƻǊ ǳǎ; these people exist all around us, and we are a part of their reality.  How can we 

organize them and ourselves to accomplish what we want to do? 

L ǊŜŎƻƎƴƛȊŜ ǘƘŀǘ ǘŀƭŜƴǘǎ ŀǊŜ ƭƛƪŜ ƎƻƭŘΣ ǾŜǊȅ ǾŀƭǳŀōƭŜΣ ōǳǘ ǘƘŜȅΩǊŜ ƴƻǘ ǊŀǊŜΣ ǘƘŜȅΩǊŜ ŀōǳƴŘŀƴǘΦ  9ǾŜǊȅƻƴŜ Ƙŀǎ 

them and people are all around us.  You can give your talents endlessly to create abundance for yourself 

ŀƴŘ ƻǘƘŜǊǎΦ  ²ŜΩƭƭ ŎƻƳōƛƴŜ ǘƘŜǎŜ ǘŀƭŜƴǘǎ ǘƻƎŜǘƘŜǊ ǘƻ ŎǊŜŀǘŜ ǊŜŀƭ ǿŜŀƭǘƘΦ 

Ultimately, we need each other, and we need corporations (not the other way around) to create real 

wealth.  The nice thing, it’s no longer about time (as in ‘putting in your time’) it’s about talent, and 

talent is available now, to be used now.  The new phrase isn’t ‘time is money’ but ‘talent is money’. 

You can read more about Faith Ralston on her website http://www.playtoyourstrengths.com and while 

ȅƻǳΩǊŜ ǘƘŜǊŜΣ ŘƻǿƴƭƻŀŘ her fantastic ebook that explains how to recognize talent and how to put a team 

together that works because of the talents of each person.   

Fight like a warrior or trade like a villager - Katherine Kearney Ph.D. and Thomas White Ph.D 

Does it seem like work is a battlefield, a constant contest of one-upmanship?  Or perhaps you see (or 

wish you saw) innovative collaboration among the people who, as a community, have to come together 

to get something done.  

The truth is, both of these exist, according to Katherine KeaǊƴŜȅ ŀƴŘ ¢ƘƻƳŀǎ ²ƘƛǘŜ ƛƴ ǘƘŜƛǊ ōƻƻƪ άMen 

and Women At Work - Warriors and Villagers on the JobέΦ  Lƴ ǘƘŜ ōƻƻƪ ǘƘŜȅ ǳǎŜ ǘƘŜ ŎƻƳǇƭŜƳŜƴǘŀǊȅ 

metaphors of warriors and villagers for explaining the 2 most common, prevailing ways people tend to 

look at work.  If you are a warrior, you tend to view work as a contest where you and your team are 

ΨŀƎŀƛƴǎǘ ǘƘŜ ǿƻǊƭŘΩΦ  ¸ƻǳ ōŜƭƛŜǾŜ ǘƘŜ ŎƻƳǇŜǘƛǘƛƻƴ ǎƘƻǳƭŘ be eliminated, regardless if the completion is a 

ǊƛǾŀƭ ōǳǎƛƴŜǎǎ ƻǊ ƛŦ ƛǘΩǎ ŀƴ ƛƴǘŜǊƴŀƭ ǊƛǾŀƭ ŦƻǊ ǇƻǎƛǘƛƻƴΣ ǇƻǿŜǊ ŀƴŘ ŀǳǘƘƻǊƛǘȅΦ 

If you see the world through the eyes of a villager, you look for ways to cooperate with your coworkers, 

your customers and even ȅƻǳǊ ŎƻƳǇŜǘƛǘƛƻƴΦ   {ƻƳŜ ƻŦ ǘƘŜ Ƴƻǎǘ ǎǳŎŎŜǎǎŦǳƭ ōǳǎƛƴŜǎǎ ǇŜƻǇƭŜ LΩǾŜ ƳŜǘ 

understand the necessity of supporting others in their business community.  If fighting got you to the 

ǘƻǇΣ ƛǘ ǿƻƴΩǘ ƪŜŜǇ ȅƻǳ ǘƘŜǊŜ ŦƻǊ ǾŜǊȅ ƭƻƴƎΦ  !ƴŘ ǿƘŜƴ ǾƛƭƭŀƎŜǊǎ ŦŜŜƭ ǘƘŜ ƴŜŜŘ ǘo, they can easily 

undermine the best efforts of others.   

When I read this book I understood how villagers could be organized to cooperate together, in a virtual 

work marketplace.  The example I use to explain to others ς ƛƳŀƎƛƴŜ ŀ ƭƻŎŀƭ ŦŀǊƳŜǊǎ ƳŀǊƪŜǘΧΦ Everyone 

is selling various items, tomatoes, cheese, fresh unbaked bread dough, delicious sausages, fresh herbs 

and more.  A lone villager walks into this marketplace and is struck with an idea.  She buys up all the 

ǎǳǇǇƭƛŜǊǎΩ ǇǊƻŘǳŎŜ ŀƴŘ ǇǊƻŘǳŎŜǎ Χ tƛȊȊŀΗ Which she sells for a larger profit than if she resold the 

commodities.   

Some may look at that story and see an example of the value chain at work, where an integrator adds 

ǾŀƭǳŜ ōȅ ŀǎǎŜƳōƭƛƴƎ ǘƘŜ ŎƻƳǇƻƴŜƴǘǎΦ  ²ƘƛƭŜ ǘƘŀǘΩǎ ǘǊǳŜΣ ǘƘŜȅ ŀƭǎƻ Ƴƛǎǎ ǘƘŜ point of focus.  The one who 

first recognized the value of combining the parts together also provided great value. 

http://www.playtoyourstrengths.com/
http://www.playtoyourstrengths.com/sites/default/files/wp_align_4_talent_types.pdf
http://www.amazon.com/Men-Women-Work-Villagers-Differences/dp/B000ZJKXIU
http://www.amazon.com/Men-Women-Work-Villagers-Differences/dp/B000ZJKXIU
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!ƴŘ ǎƻ ƛǘ ƛǎ ǿƛǘƘ ƻǳǊ ƴŜǿ ǿƻǊƭŘ ƻŦ ǿƻǊƪΦ  LǘΩǎ ōŜŜƴ ƘŜǊŜ ŀƭƭ ŀƭƻƴƎΣ ǿŀƛǘƛƴƎ ŦƻǊ ǳǎ ǘƻ ǊŜŎƻƎƴƛȊŜ ǘƘŀǘ ǿŜ 

ŘƻƴΩǘ ƴŜŜŘ ǇŜǊƳƛǎǎƛƻƴ ǘƻ ǎǘŀǊǘ ŀŎǘƛǾŀǘƛƴƎ ǘhe talents of others.  If we see the workplace as a 

marketplace, we can start trading and co-operating for right now to achieve amazing community 

success. 

How others’ beliefs hold you back – Ruby Payne 

Recently a friend told me to read about Ruby Payne, she wrote about how poverty minded beliefs of 

students clash with middle class beliefs of teachers and schools.  I do recommend reading about the 

hidden rules of wealth.  What I found striking was one of her comments indicated that poor students 

struggle because their poverty beliefs (which are not inherently wrong) are in conflict with the school 

system, which is traditionally run by middle class people, so they create a system that corresponds to 

and supports middle class beliefs.  Like at work, the school system adopts the predominant beliefs of 

those in charge, hence the school becomes a middle class school.   

Because these poor and middle class beliefs are often in conflict, Ruby Payne asserts that the poor are at 

a social and structural disadvantage.  Here is a summary of the different beliefs.  Notice how many are in 

conflict (opposed to each other). 

 Poor Middle Class Wealthy 

POSSESSIONS People. Things. One-of -a-kind objects, legacies, 

pedigrees. 

MONEY To be used, spent. To be managed. To be conserved, invested. 

PERSONALITY Is for entertainment. 

Sense of humor is 

highly valued. 

Is for acquisition and 

stability. Achievement is 

highly valued. 

Is for connections. Financial, political, 

social connections are highly valued. 

SOCIAL 

EMPHASIS 

Social inclusion of 

people he/she likes. 

Emphasis is on self-

governance and self-

sufficiency. 

Emphasis is on social exclusion. 

FOOD Key question: Did you 

have enough? 

Quantity important. 

Key question: Did you like it? 

Quality Important. 

Key question: Was it presented well? 

Presentation important. 

CLOTHING Clothing valued for 

individual style and 

expression of 

Clothing valued for its quality 

and acceptance into norm of 

middle class. Label 

Clothing valued for its artistic sense 

and expression. Designer important. 

http://ahhaprocess.com/
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personality. important. 

TIME Present most 

important. Decisions 

made for moment 

based on feelings or 

survival. 

Future most important. 

Decisions made against 

future ramifications; 

Traditions and history, most 

important. Decisions made partially 

on basis of tradition and decorum. 

EDUCATION Valued and revered as 

abstract but not as 

reality. 

Crucial for climbing success 

ladder and making money. 

Necessary tradition for making and 

maintaining connections. 

DESTINY Believes in fate. 

Cannot do much to 

mitigate chance. 

Believes in choice. Can 

change future with good 

choices now. 

Noblesse oblige. 

LANGUAGE Casual register. 

Language is about 

survival. 

Formal register. Language is 

about negotiation. 

Formal register. Language is about 

networking. 

FAMILY 

STRUCTURE 

Tends to be 

matriarchal. 

Tends to be patriarchal. Depends on who has money. 

WORLD VIEW Sees world in terms of 

local setting. 

Sees world in terms of 

national setting. 

Sees world in terms of international 

setting. 

LOVE Love and acceptance 

conditional based 

upon whether 

individual is liked. 

Love and acceptance 

conditional and based largely 

upon achievement. 

Love and acceptance conditional and 

related to social standing and 

connections. 

DRIVING 

FORCES 

Survival, relationships, 

entertainment. 

Work, achievement. Financial, political, social connections. 

HUMOR About people and sex. About situations. About social faux pas. 

 

L ŘƻƴΩǘ ŘƛǎŀƎǊŜŜ ǿƛǘƘ ƘŜǊΦ  Lƴ Ƴȅ ƻǿƴ ƭƛŦŜ ƎǊƻǿƛƴƎ ǳǇ L ŘƛŘƴΩǘ ōŜƭƛŜǾŜ ǘƘŜ ǎŀƳŜ ǿŀȅ Ƴȅ ŦŀƳƛƭȅ ŘƛŘΦ  ¢ƘŜȅ 

tended to have poor beliefs, while I had middle class beliefs and wealthy aspirations.  Needless to say 
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this created a lot of conflict at home when my parents and siblings tried to insist I believe as they did 

and I refused.   

IŜǊŜΩǎ ǘƘŜ ǘƘƛƴƎΣ ǘƘŜǎŜ ōŜƭƛŜŦǎ ǊǳƭŜ ƻǳǊ ǎȅǎǘŜƳǎ ŀƴŘ ƻǳǊ ƛƴǎǘƛǘǳǘƛƻƴǎΦ  ¢ƘŜ Ƴƻǎǘ ƛƳǇƻǊǘŀƴǘ ǇŀǊǘ ƛǎ bhb9 

OF THESE BELIEFS ARE TRUE, we simply act as if they were.  Beliefs make up the context of our 

workplaces, our religious institutions, our government, our laws, our society.   

I’ll say it again, while these beliefs are necessary for natural functioning of society, they are NOT 

TRUE, but society requires that we act as if these beliefs were true.   

More importantly, we insist that others believe as we do or else - our society, structures, systems and 

institutions reject them.  We believe we have to in order to establish normal functioning.   

When others beliefs are imposed upon us, these beliefs can hold us back from achieving what we want ς 

ƛŦ ǿŜ ŘƻƴΩǘ ǊŜŎƻƎƴƛȊŜ ǿƘŀǘΩǎ ƎƻƛƴƎ ƻƴΦ  LŦ ǿŜ Řƻ ǊŜŎƻƎƴƛȊŜ ƛǘΣ ǿŜ Ŏŀƴ ƭŀōŜƭ ƛǘ ŀƴŘ ƛƴ ƭŀōŜƭƛƴƎ ƛǘΣ ŀǘǘŀƛƴ 

power and mastery over it.  By this simple act of labeling (as in the chart above), we obtain power over 

ƻǘƘŜǊΩǎ ōŜƭƛŜŦǎΦ   

LŦ ǘƘŜ ōŜƭƛŜŦǎ ŀǊŜ ǳƴƴŀƳŜŘΣ ƴŜōǳƭƻǳǎ ŀƴŘ Ƨǳǎǘ ΨǘƘŜ ǿŀȅ ǘƘƛƴƎǎ ŀǊŜ ŘƻƴŜ ƘŜǊŜΩΣ ǘƘŜƴ ƻǘƘŜǊǎΩ ōŜƭƛŜŦǎ ƘŀǾŜ 

ǇƻǿŜǊ ƻǾŜǊ ǳǎΦ  .ȅ ƘŀǾƛƴƎ ŀƴ ǳƴŘŜǊǎǘŀƴŘƛƴƎ ƻŦ ƛǘΣ ǿŜ Ψǳƴ-ƘƛŘŜΩ ǘƘŜ ǊǳƭŜǎ ŀƴŘ ǿŜ ŀǘǘŀƛƴ ƳŀǎǘŜǊȅ ƻǾŜǊ ǘƘŜƛǊ 

beliefs.  If it serves us to leave them alone, we can do so, if it serves us to identify them for others, then 

we can do so.   

This leads us to our next ah-ha moment:  You make your own beliefs, therefore you make your own 

ǊǳƭŜǎΦ  LŦ ȅƻǳ ŘƻƴΩǘ ƭƛƪŜ ǘƘŜ ǊǳƭŜǎ όōŜƭƛŜŦǎύ ȅƻǳΩǾe been given, teach others a new set of rules.  By inviting 

them to believe as you do, you help them understand there are alternatives. 

Iƻǿ Řƻ ȅƻǳ ŎƘŀƴƎŜ ǎƻƳŜƻƴŜΩǎ ōŜƭƛŜŦǎΚ  ¸ƻǳ ŘƻƴΩǘΣ ǘƘŜȅ change their own beliefs, their own rules.  But 

you can help them in that process by showing them their beliefs (like the chart) and asking them which 

they want to change and why.  Help them understand that different beliefs create different outcomes.  I 

ǘŜƭƭ Ƴȅ ŎƭƛŜƴǘǎ ǘƘŀǘ L ŎŀƴΩǘ ƘŜƭǇ ǘƘŜƳ ǳƴǘƛƭ ǘƘŜƛǊ ƭŜǾŜƭ ƻŦ ŦǊǳǎǘǊŀtion exceeds their point of denial.  This 

sets up a question in their mind about their beliefs.   

5ƻ ǘƘƛǎ ǿƛǘƘ ŜƴƻǳƎƘ ǇŜƻǇƭŜ ƛƴ ŀ ƎƛǾŜƴ ǎŜǘǘƛƴƎ ŀƴŘ ȅƻǳΩǾŜ ǉǳƛŎƪƭȅ ǘƛǇǇŜŘ ǘƘŜ ǎŎŀƭŜǎ ƛƴ ȅƻǳǊ ŦŀǾƻǊΦ  

Suddenly people start acting according to their new beliefs about money, relationships, power, 

achievement and more.  Beliefs that support what they want to achieve, as opposed to what the 

company, institution, religion, (or whatever organization). wants to achieve.  In this way the organization 

now starts serving us, instead of us serving the organization. 

¢ƘŜǊŜ ƛǎ ŀ ōŜƭƛŜŦ ǘƘŀǘ ƛǎ ǘƻƻ ŎƻƳƳƻƴ ƛƴ ǘƘŜ ǿƻǊƪǇƭŀŎŜ ǘƻŘŀȅΣ ά²ƻǊƪ ƘŀǊŘΧέΦ  ¢ƘŜ ōŜƭƛŜŦ ŎƻƴǘƛƴǳŜǎ ǿƛǘƘ 

ΨΧƎŜǘ ŀ ƎƻƻŘ ƧƻōΣ ŀƴŘ ȅƻǳΩƭƭ ōŜ ǎŜǘ ŦƻǊ ƭƛŦŜΩΦ  LǘΩǎ ƴƻǘ ǘǊǳŜΣ ōǳǘ ǿŜ ŀŎǘ ŀǎ ƛŦ ƛǘ ǿŜǊŜ ǘǊǳŜΣ ŀƴŘ ǿŜ ŀŎǘ ŀǎ ƛf 

ǘƘŀǘΩǎ ǘƘŜ ǿŀȅ ǘƻ ƎŜǘ ŀƘŜŀŘ ƛƴ ǿƻǊƪΦ  ²Ŝ Řƻ ǘƘƛǎ ōŜŎŀǳǎŜ ǿŜ ƘŀǾŜƴΩǘ ǊŜǇƭŀŎŜŘ ƛǘ ǿƛǘƘ ŀ ƳƻǊŜ ŀǇǇǊƻǇǊƛŀǘŜ 

belief.    
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It came from our manufacturing / industrial revolution, when the machine was king.  Everyone started 

work on a schedule, quit on schedule, took breaks on schedule.  Our entire lives organized around 

manufacturing, synchronized through time.  Previous to that our agrarian lives were synchronized by 

seasons, not time. 

This bleeds over from our consumer mindset.  When we go shopping, we have an unspoken question 

ƎƻǾŜǊƴƛƴƎ ŜǾŜǊȅ ǇǳǊŎƘŀǎŜΥ ά5ƛŘ L ƎŜǘ ƻǾŜǊ ƻƴ ǘƘŜƳΚέ  ²Ŝ ŘƻƴΩǘ ǿƻǊŘ ƛǘ ǘƘƛǎ ǿŀȅΣ ǿŜ Ŏŀƭƭ ƛǘ ΨŘƛŘ L ƎŜǘ 

ǾŀƭǳŜΚΩ  IŦ ǿŜΩǊŜ ƘƻƴŜǎǘ ǿƛǘƘ ƻǳǊǎŜƭǾŜǎ it really means άIƴ ǘƘƛǎ ǘǊŀƴǎŀŎǘƛƻƴΣ ŘƛŘ L ƎŜǘ ƳƻǊŜ ǘƘŀƴ L ƎŀǾŜΚέ  

What we ΨgetΩ usually is way more than features or functionΣ ōǳǘ ŜƴŎƻƳǇŀǎǎŜǎ ƻǳǊ ŜƳƻǘƛƻƴŀƭ ƎŀƛƴΦ  ά²ƛƭƭ 

L ōŜ ƳƻǊŜ ǇǊŜǘǘȅΣ ƳƻǊŜ ǎƳŀǊǘΣ ƳƻǊŜ ŀŎŎŜǇǘŜŘ ƛŦ L ōǳȅ ǘƘŜǎŜ ŎƻǎƳŜǘƛŎǎΣ ǘƘŜǎŜ ǎƘƻŜǎΣ ǘƘƛǎ ŎŀǊΚέ  LŦ ƴƻǘΣ 

ǘƘŜƴ ǘƘŜǊŜΩǎ ƴƻ ǎŀƭŜΦ  LǘΩǎ ǘƘŜ ǇƻǿŜǊ ƻŦ ǘƘŜ ŎƻƴǎǳƳŜǊ ƛƴ ǳǎΦ  

This hidden, underlying consumer identity is how we view every transaction, including the one we make 

with work.  As a consumer at work, ǿŜ ŀǎƪ ƻǳǊǎŜƭǾŜǎ ά5ƛŘ L ƎŜǘ ƳƻǊŜ ƛƴ Ǉŀȅ ǘƘŀƴ L ƎŀǾŜ ƛƴ effortΚέ  ¢Ƙƛǎ 

ŎƻƴŦƭƛŎǘǎ ōȅ ǘƘŜ ǿŀȅ ǿƛǘƘ ƻǳǊ ǎƻŎƛŀƭ ōŜƭƛŜŦ ǘƘŀǘ ǿŜ ǎƘƻǳƭŘ ΨǿƻǊƪ ƘŀǊŘΣ ƎŜǘ ŀ ƎƻƻŘ ƧƻōΣ ŀƴŘ ǿŜΩǊŜ ǎŜǘ ŦƻǊ 

ƭƛŦŜέΦ  tŜǊƘŀǇǎ ȅƻǳ Ŏŀƴ ǎŜŜ ǘƘŜ ǘŜƴǎƛƻƴ Ŏreated when a bunch of consumer minded employees with ΨŘƛŘ L 

ƎŜǘ ƻǾŜǊέ mentalities are being socially pressured in every workplace to produce more than they ask for 

in salary.  9ƳƻǘƛƻƴŀƭƭȅΣ ǘƘŜȅΩǊŜ ƴƻǘ ƎŜǘǘƛƴƎ ƳƻǊŜ ƛƴ ǘƘŜ ǘǊŀƴǎŀŎǘƛƻƴ ǘƘŀƴ ǘƘŜȅ ƎƛǾŜΣ ǎƻ ǘƘŜȅ ŀƭǿŀȅǎ 

perceive it to be a net loss to them.  Work violates their consumer minded beliefs about trade. 

Consider this, what job function does a CEO (or any executive) have?  ¢ƘŜȅ ŘƻƴΩǘ ǇǊƻŘǳŎŜ ŀƴȅǘƘƛƴƎΦ  

¢ƘŜȅ ŘƻƴΩǘ ŀƴŀƭȅȊŜ ǘƘŜ ŦƛƴŀƴŎŜǎΣ ǘƘŜȅ ŘƻƴΩǘ ŎǊŜŀǘŜ ǘƘŜ ǎǘǊǳŎǘǳǊŜΣ ǘƘŜȅ ŘƻƴΩǘ ƛƳǇƭŜƳŜƴǘ ǇǊƻƧŜŎǘǎΣ ŀƴŘ 

ǘƘŜȅ ŘƻƴΩǘ ŜǾŜƴ ŎƻƳŜ ǳǇ ǿƛǘƘ ǘƘŜ ƎǊŜŀǘ ƛŘŜŀǎ ŦƻǊ ƴŜǿ ǇǊƻŘǳŎǘǎ όwϧ5ύΦ  They are not the Spade, the Club 

or the Diamond.  Their sole function is to create relationships, the Heart.  They are outside the 

functioning machine and system of business.  They ŘƻƴΩǘ ŀǎƪ Ψ5ƛŘ L ƎŜǘ ƳƻǊŜ ǘƘŀƴ L ƎŀǾŜΚέ ǘƘŜȅ ask 

ǘƘŜƳǎŜƭǾŜǎΣ ά5ƛŘ L ƎƛǾŜ ƳƻǊŜ ǘƘŀƴ L ǘƻƻƪ ƻǳǘ ƻŦ ǘƘƛǎ ǊŜƭŀǘƛƻƴǎƘƛǇΚέ 9ǾŜǊȅƻƴŜ Ŝƭǎe evaluates you based on 

ǿƘŀǘ ȅƻǳ ƎƛǾŜ όƻǊ ƳƻǊŜ ŎƻǊǊŜŎǘƭȅΣ ǿƘŀǘ ǘƘŜȅ ƎŜǘύΦ  /9hΩǎ ŜǾŀƭǳŀǘŜ ŜǾŜǊȅ ƛƴǘŜǊŀŎǘƛƻƴ ƭƛƪŜ ŦŀƳƛƭȅΣ ά5ƛŘ L 

ƎƛǾŜ ƳƻǊŜ ǘƘŀƴ L ǘƻƻƪΚέ 

Imagine a time in your future when the corporation serves your best interest.  Imagine how little would 

have to actually change except your beliefs about your role and relationship to your organization or 

workplace.  Instead of you serving it, it starts serving you.  Instead of you serving a machine - in a 

manufacturing ς slave to the assembly line belief, the machine now serves you – by conveniently 

gathering and providing all the resources, people, talents and time synchronization you need to be 

successful. 

If you want to start seeing this happen in your organization or workplace, start sharing with others the 

beliefs that are more convenient to achieving your goals and theirs.  Help them understand that these 

ōŜƭƛŜŦǎ ŀǊŜ ƳƻǊŜ ŎƻƴǾŜƴƛŜƴǘ ǘƻ ǘƘŜƳ ƛƴǎǘŜŀŘ ƻŦ ǘƘŜ ƻǊƎŀƴƛȊŀǘƛƻƴΦ  tŜǊƘŀǇǎ ȅƻǳΩƭƭ ŦƛƴŘ ǘƘŀǘ ƻǘƘŜǊǎ ǎƘŀǊŜ 

your beliefs as well, but they are merely acting as if they hold other beliefs to be true.  Why would they 

Řƻ ǘƘƛǎΚ .ŜŎŀǳǎŜ ǘƘŜȅ ōŜƭƛŜǾŜ ƛǘΩǎ ŜȄǇŜŎǘŜŘΦ 

Another belief that limits us value is conferred and granted from the organization.  LǘΩǎ ƴƻǘΣ ōǳǘ ǿŜ ŀŎǘ ŀǎ 

if it were.  Ever met someone new and asƪŜŘ ά²Ƙƻ ŀǊŜ ȅƻǳΣ ǿƘŀǘ Řƻ ȅƻǳ ŘƻΚέ  Lƴ !ƳŜǊƛŎŀ ŜǎǇŜŎƛŀƭƭȅ ǿŜ 
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have identified with our work.  I am what I do.  Specifically, my value is based on my work.  Therefore, 

no work, no value.  This is based on a belief that the corporation gives us everything and can therefore, 

take away everything, including our value, credibility, and worth.   

I have met so many clients who feel devalued and worthless when they lose their job, so they act 

worthless when they meet others.  You or people you know at work are doing this right now.  You pay 

them a compliment on their good work or you tell them how amazed you are at their talent and they 

ǇǳǎƘ ǘƘŜ ŎƻƳǇƭƛƳŜƴǘ ŀǿŀȅ ǿƛǘƘΣ Ψƛǘ ǿŀǎ ƴƻǘƘƛƴƎΩ ƻǊ ΨL ǿŀǎ Ƨǳǎǘ ŘƻƛƴƎ Ƴȅ ƧƻōΩΦ  ¢ƘŜǎŜ ŀǊŜ ǘƘŜ ŎƻƳƳƻƴΣ 

expected responses.   

Once they lose their job from that denial of value and self worth, they meet me and I help them identify 

what value they created for others.  I have heard stories of multi-millions of dollars of value created for 

companies.  I have heard stories of people saving the company from bankruptcy and more, but none of 

ǘƘŜǎŜ ǇŜƻǇƭŜ ŦŜƭǘ ǘƘŜȅ ǿŜǊŜ ǾŀƭǳŀōƭŜΣ ōŜŎŀǳǎŜ ǘƘŜȅ ŘƛŘƴΩǘ ƘŀǾŜ ŀ ƧƻōΦ   

In every case, I helped the person identify their worth and talent based on their intrinsic value, not 

conferred value.  What I mean is they have intrinsic worth in what they know, what they can create, 

what problems they can solve.  Worth and value are not given by the corporation.  They come from 

within.  By helping clients identify their worth is intrinsic, not conferred, I help them change their beliefs 

about themselves, their value, their identity and more.   

The process is extremely simple.  I ask them to tell me a story where they are the hero at work.  

9ǾŜǊȅƻƴŜ Ƙŀǎ ǘƘŜƳΣ ŜǾŜƴ ǘƘƻǎŜ ǿƘƻ ƛƴǎƛǎǘ ǘƘŜȅ ŘƻƴΩǘΦ  tŜǊƘŀǇǎ ƛǘΩǎ ōŜŎŀǳǎŜ ƻŦ ŀ ƴational aversion to 

ƳŀǘƘ ŀƴŘ ƴǳƳōŜǊǎΣ ǇŜƻǇƭŜ ŘƻƴΩǘ ŦŜŜƭ ǘƘŜȅ Ŏŀƴ ǉǳŀƴǘƛŦȅ ǘƘŜƛǊ ǿƻǊǘƘΦ  L ǇŜǊǎƻƴŀƭƭȅ ŦŜŜƭ ǘƘŀǘ ǇŜƻǇƭŜ ōŜƭƛŜǾŜ 

ǘƘŀǘ ƛŦ ǘƘŜȅ ǉǳŀƴǘƛŦȅ ǘƘŜƛǊ ǾŀƭǳŜ ŀƴŘ ǿƻǊǘƘ ƛǘ ŎƘŜŀǇŜƴǎ ƛǘΣ ŀǎ ƛŦ ƛǘ ǎŜǘǎ ŀ ōƻǳƴŘŀǊȅ ǘƘŀǘ ǎŀȅǎ ΨȅƻǳΩǊŜ ƻƴƭȅ 

worth this much and no ƳƻǊŜΩΦ  LǘΩǎ ƴƻǘ ǘǊǳŜΣ ōǳǘ ǇŜƻǇƭŜ ŀŎǘ ŀǎ ƛŦ ƛǘ ƛǎΦ  L ƘŀǾŜ ƭŜŀǊƴŜŘ ŦǊƻƳ ǎŜǾŜǊŀƭ ŎƭƛŜƴǘǎ 

that people have unlimited, undiscovered value. 

Lynn was struggling with the story concept I taught in class, so I agreed to meet her afterward to help 

her capture her value. 

άL ƘŀǾŜ ǘƘŜ ǇǊƻōƭŜƳ ǿǊƛǘǘŜƴ ƻǳǘ ƭƛƪŜ ȅƻǳ ǎŀƛŘΣ ŀƴŘ L ƘŀǾŜ ǘƘŜ ǎǘŜǇǎ L ǘƻƻƪ ǘƻ ǎƻƭǾŜ ǘƘŜ ǇǊƻōƭŜƳΣ ōǳǘ L 

ŘƻƴΩǘ ƪƴƻǿ Ƙƻǿ ǘƻ ƛŘŜƴǘƛŦȅ ǘƘŜ ǾŀƭǳŜΦέ [ȅƴƴ ǎǘŀǊǘŜŘΦ 

Taking her neatly printed worksheets I scanned them quickly for key areas I thought might have good 

value potential.  I was looking for the impacts and benefits that her employer experienced, as they are 

always hidden away in each story of success.  I have found people focus on what they did to solve the 

problem, so what I do is shift their focus to how the employer benefited. 

άhƪΣ Ƙƻǿ ŀōƻǳǘ ǘƘƛǎ ƻƴŜΧΩ L ǇƻƛƴǘŜŘ ǘƻ ǘƘŜ ǎŜŎƻƴŘ ǎǘƻǊȅ ƻƴ ƘŜǊ ǿƻǊƪǎƘŜŜǘΦ  ά¢Ŝƭƭ ƳŜ ƳƻǊŜ ŀōƻǳǘ 

ΨŎǊŜŀǘŜŘ ŀ ŘŀǘŀōŀǎŜΦ  ²Ƙȅ ŘƛŘ ȅƻǳ ƴŜŜŘ ǘƻ ŎǊŜŀǘŜ ǘƘŜ ŘŀǘŀōŀǎŜΚέ 

ά²ŜƭƭΣ ǘƘŜ ƭŀǿǎ ŀƴŘ ŦŜŘŜǊŀƭ ǊŜƎǳƭŀǘƛƻƴǎ ƘŀŘ ŎƘŀƴƎŜŘ ŀƴŘ ƻǳǊ ŎƻƳǇŀny was legally obligated to track and 

record the money through the complex investment structure.  So I developed the database to track the 

ƛƴǾŜǎǘƳŜƴǘ ƻǊƛƎƛƴ ŀƴŘ ǎƻǳǊŎŜΦέ 
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άhƘΣ ƻƪΣ ǎƻ ǿƘŀǘ ȅƻǳΩǊŜ ǎŀȅƛƴƎ ƛǎ ǘƘŀǘ ǿƛǘƘƻǳǘ ǘƘƛǎ ŘŀǘŀōŀǎŜ ǘƘŜȅ ǿƻǳƭŘƴΩǘ ƘŀǾŜ ōŜŜƴ able to make those 

ƛƴǾŜǎǘƳŜƴǘǎΣ ŀƴŘ ǘƘŜȅ ǿƻǳƭŘƴΩǘ ƘŀǾŜ ōŜŜƴ ŀōƭŜ ǘƻ ƳŀƪŜ ǘƘƻǎŜ ǇǊƻŦƛǘǎΣ ǊƛƎƘǘΚέ 

[ȅƴƴ ƘŜǎƛǘŀǘŜŘΣ ƴƻǘ ǿŀƴǘƛƴƎ ǘƻ ǘŀƪŜ ǳƴŘǳŜ ŎǊŜŘƛǘ ŦƻǊ ƻǘƘŜǊǎ ŀŎŎƻƳǇƭƛǎƘƳŜƴǘǎΦ  ά²ŜƭƭΣ L ŘƛŘƴΩǘ ǎŜƭƭ ǘƘŜ 

ƛƴǾŜǎǘƳŜƴǘǎ ƛŦ ǘƘŀǘΩǎ ǿƘŀǘ ȅƻǳ ƳŜŀƴΣ ŀƴŘ L ŎƻǳƭŘƴΩǘ ƳŀƪŜ ǘƘŜ ƛƴǾŜǎǘƳŜƴǘǎ ƳȅǎŜƭŦΧΦέ  

L ƛƴǘŜǊǊǳǇǘŜŘ ƘŜǊ ά¢ƘŀǘΩǎ ǘǊǳŜΣ ōǳǘ ǿƘŀǘ ȅƻǳΩǊŜ ǘŜƭƭƛƴƎ ƳŜ ƛǎ ǘƘŀǘ ƛŦ ǘƘŜȅ ŘƛŘƴΩǘ ƘŀǾŜ ǘƘŜ ŘŀǘŀōŀǎŜ ȅƻǳ 

ŎǊŜŀǘŜŘΣ ǘƘŜǊŜΩŘ ōŜ ƴƻ ƛƴǾŜǎǘƳŜƴǘ ōŜŎŀǳǎŜ ƭŜƎŀƭƭȅ ǘƘŜȅ ŎƻǳƭŘƴΩǘ ǘŀƪŜ ǘƘŜ ƳƻƴŜȅ ŦǊƻƳ ƛƴǾŜǎǘƻǊǎΣ ǊƛƎƘǘΚέ  

Lynn hesitatingly agreed. 

άhƪΣ ǎƻ ǘƘŜƴΣ ƛǘΩǎ Ƨǳǎǘ ŀ ƳŀǘǘŜǊ ƻŦ ŘŜǘŜǊƳƛƴƛƴƎ Ƙƻǿ ƳǳŎƘ !ƳŜǊƛŎŀƴ 9ȄǇǊŜǎǎ ōŜƴŜŦƛǘǘŜŘ ǘƘŜƴΦ  Iƻǿ ƳǳŎƘ 

ŘƛŘ ǘƘŜȅ ƳŀƪŜ ƛƴ ǎŀƭŜǎ ōŜŎŀǳǎŜ ƻŦ ǘƘŀǘ ŘŀǘŀōŀǎŜΚέ 

[ȅƴƴ ǿŀǎ ǘƘƻǳƎƘǘŦǳƭ ŦƻǊ ŀ ƭƻƴƎ ǇŀǳǎŜΦ  άhƘΣ ǇǊƻōŀōƭȅ ŀōƻǳǘ Ϸсл aƛƭƭƛƻƴ ŘƻƭƭŀǊǎΦέ {ƘŜ ŜǎǘƛƳŀǘŜŘΦ 

ά²I!¢ΚΗΚΗΗ [¸bbΗ ¸ƻǳΩǊŜ ƴƻǘ ŀ 5ŀǘŀōŀǎŜ !ƴŀƭȅǎǘΣ ȅƻǳΩǊŜ ǘƘŜ сл aƛƭƭƛƻƴ ŘƻƭƭŀǊ ǿƻƳŀƴΗέ L ŜȄŎƭŀƛƳŜŘΦ  

Sometimes I get overdramatic to make a point when I meet with a client, so that they finally get 

ƻǾŜǊǿƘŜƭƳƛƴƎƭȅ ǇƻǎƛǘƛǾŜ ŦŜŜŘōŀŎƪΣ ōǳǘ LΩƳ ŎŀǊŜŦǳƭ ǘƻ ōŜ ǎƛƴŎŜǊŜΦ  I realize that too many bosses are 

sincerely negative.   A large part of my work is to be overwhelmingly, sincerely positive. In this case I was 

beyond positive, I was tremendously impressed and mildly shocked. 

ά[ȅƴƴΣ L ƘŀǾŜ ǘƻ ǘŜƭƭ ȅƻǳΣ L ƘŀǾŜ нл Ǉƭǳǎ ȅŜŀǊǎ ƻŦ L¢ ŜȄǇŜǊƛŜƴŎŜ ŀƴŘ ŜǾŜƴ L ŎŀƴΩǘ ƭŜƎƛǘƛƳŀǘŜƭȅ ŎƭŀƛƳ ŀ сл 

Ƴƛƭƭƛƻƴ ŘƻƭƭŀǊ ōŜƴŜŦƛǘ ǘƻ Ƴȅ ŜƳǇƭƻȅŜǊ ƻƴ Ƴȅ ǊŜǎǳƳŜΦέ  [ȅƴƴ ǿŀǎ ǎǳŘŘŜƴƭȅ ǊŜŀƭƛȊƛƴƎ ǘƘŀǘ ǎƘŜ ǿŀǎ ǘƘŜ ƻƴŜ 

selling herself short.  Just to anchor the point I looked over a couple of her other stories and helped her 

through the process of finding more value and self worth in the workplace. 

IƻǇŜŦǳƭƭȅ ȅƻǳ Ŏŀƴ ǎŜŜ Ƙƻǿ ǘƻ ŎƘŀƴƎŜ ǇŜƻǇƭŜΩǎ ōŜƭƛŜŦǎ ƛƴ ȅƻǳǊ ǿƻǊƪǇƭŀŎŜ ŀƴŘ ǎǘŀǊǘ ŎŀǇƛǘŀƭƛȊƛƴƎ ƻƴ ǘƘŜ 

ƛƴǘǊƛƴǎƛŎ ǾŀƭǳŜΦ  ²ŜΩƭƭ ŜȄǇƭŀƛƴ ǘƘŜ ŜȄŀŎǘ ǎȅǎǘŜƳ ŦƻǊ ŘƻƛƴƎ just that in a later chapter. 

Cause is King  - Glen Townsend, http://ardaich.com    

Glen Townsend from Ardaich taught me how to help people find their cause, and he taught me why 

cause is important.   

Glen raises up people for a living.  His mission is to take anyone with a dream and show them how to 

turn it into a reality in the workplace.   

I learned from Glen that having a cause is important because it allows others to support you and your 

efforts to improve something or ǎƻƳŜƻƴŜ ŜƭǎŜΦ  IŀǾƛƴƎ ŀ ŎŀǳǎŜ ŀǘ ǿƻǊƪ ƳŜŀƴǎ ȅƻǳΩǊŜ ŘƻƛƴƎ ƳƻǊŜ ǘƘŀƴ 

Ƨǳǎǘ ǎƘƻǿƛƴƎ ǳǇ ŦƻǊ ŀ ǇŀȅŎƘŜŎƪΣ ȅƻǳΩǊŜ ǎƘƻǿƛƴƎ ǳǇ ōŜŎŀǳǎŜ ȅƻǳ ƳŀǘǘŜǊΣ ōŜŎŀǳǎŜ ǘƘŜ ŎŀǳǎŜ ƳŀǘǘŜǊǎΣ 

ōŜŎŀǳǎŜ ƛǘ ƴŜŜŘǎ ǘƻ ōŜ ƛƳǇǊƻǾŜŘ ŀƴŘ ȅƻǳΩǊŜ ǘƘŜ ƻƴŜ ǘƻ Řƻ ƛǘΦ   

hŦ ŎƻǳǊǎŜΣ ǿŜ ŎŀƴΩǘ Řƻ ƛǘ ŀƭƻne, this creates room for others to help you.  This room to support creates 

space for others to give generously.     

http://ardaich.com/
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This is important to us for later because it creates the motivation to give and give generously in others.  

It creates the emotional reason to trade with us, because it helps us win and helping us win means our 

cause will benefit others.   

We will trade with our cause. 

Your cause is an important precursor to success.  Glen explains that your cause is like a tuning fork.  We 

all know that tuning forks resonate when struck.  So if you strike your internal tuning fork (cause) ȅƻǳΩƭƭ 

ǎǘŀǊǘ ǊŜǎƻƴŀǘƛƴƎ ŀōƻǳǘ ȅƻǳǊ ŎŀǳǎŜ ǘƻ ƻǘƘŜǊǎΦ  ¸ƻǳΩƭƭ ōŜ ǎǘŀƴŘƛƴƎ ƛƴ ŀ ŎǊƻǿŘ ŀƴŘ ȅƻǳΩƭƭ ǎƻƳŜƘƻǿ ŦƛƴŘ ŀ 

ǿŀȅ ǘƻ ǘŀƭƪ ŀōƻǳǘ ȅƻǳǊ ŎŀǳǎŜΦ  hǊ ȅƻǳΩƭƭ ƘŜŀǊ ŜǾŜǊȅǘƘƛƴƎ ǎƻƳŜƻƴŜ says in relation to your cause, asking 

ȅƻǳǊǎŜƭŦ Ƙƻǿ ǘƘƛǎ ǇŜǊǎƻƴΩǎ ƛƴǘŜǊŜǎǘǎ Ŏŀƴ ŎƻƴƴŜŎǘ ǿƛǘƘ ȅƻǳǊ ŎŀǳǎŜΦ  

IŜǊŜΩǎ ǎƻƳŜǘƘƛƴƎ ǇŜƻǇƭŜ ŘƻƴΩǘ ƻŦǘŜƴ ƪƴƻǿ ŀōƻǳǘ ǘǳƴƛƴƎ ŦƻǊƪǎ ς they cause other tuning forks to start 

resonating if they are vibrating at the same frequency.  If you imagine a forest of tuning forks of all 

ŘƛŦŦŜǊŜƴǘ ŦǊŜǉǳŜƴŎƛŜǎΣ ƻƴŎŜ ȅƻǳ Ǉŀǎǎ ŀ ǊŜǎƻƴŀǘƛƴƎ ǘǳƴƛƴƎ ŦƻǊƪ ƻǾŜǊ ǘƘŀǘ ƎǊƻǳǇ ȅƻǳΩƭƭ ŦƛƴŘ ǘƘŀǘ ǘƘŜ ƻƴŜǎ 

ǘƘŀǘ ŀǊŜ ΨǘǳƴŜŘ ƛƴΩ ǘƻ ǘƘŀǘ ŦǊŜǉǳŜƴŎȅ ǿƛƭƭ ŀƭǎƻ ǎǘŀǊǘ ǊŜǎƻƴŀǘƛƴƎΦ 

People often resonate on their hobbies.  Most often when people share common interests ς cooking, 

swing dancing, auto repair or perhaps ǎŎǊŀǇōƻƻƪƛƴƎΦ  LΩƳ ǎǳǊŜ ȅƻǳΩǾŜ ǎŜŜƴ Ƙƻǿ ǘƘƛǎ ŎǊŜŀǘŜǎ ŀ ƎŀǘƘŜǊƛƴƎ 

around a common interest, perhaps attending scrapbooking classes or swing dancing lessons.  

Regardless, it often happens that like attracts like.  If you want to attract people to help you in your 

cause, start resonating around cause instead of hobbies.  !ŎŎƻǊŘƛƴƎ ǘƻ DƭŜƴΣ ǿƘŀǘ ȅƻǳΩƭƭ Řƻ ƛǎ ŎŀǳǎŜ 

them to start resonating.      

To find your ŎŀǳǎŜΧ ǎǘŀǊǘ ǘŀƭƪƛƴƎΦ  ¢Ŝƭƭ ƳŜ ǿƘŀǘ ŦǊǳǎǘǊŀǘŜǎ ȅƻǳ ŀǘ ǿƻǊƪΣ ŀƴŘ ǿƘƻ ƴŜŜŘǎ ǘƘŜ Ƴƻǎǘ ƘŜƭǇ ƛƴ 

ȅƻǳǊ ǿƻǊƪǇƭŀŎŜΣ ȅƻǳǊ ƛƴŘǳǎǘǊȅ ƻǊ ȅƻǳǊ ŎǳǎǘƻƳŜǊ ōŀǎŜ ŀƴŘ LΩƭƭ ǎƘƻǿ ȅƻǳ ȅƻǳǊ ŎŀǳǎŜΦ  DƭŜƴ ǳǎŜŘ ǘƻ ǎŀȅ ΨLΩƭƭ 

ƪƴƻǿ ƛǘ ǿƘŜƴ L ǎŜŜ ƛǘέ ǿƘŜƴ L ŀǎƪŜŘ Ƙƻǿ ǿƻǳƭŘ ƘŜ ƪƴƻǿ ǎƻƳŜone found their cause.  Consider someone 

who is arguing emotionally over something versus someone ordering breakfast: Which has more 

passion?  Which do they care about more?  That passionate involvement is the difference between 

having a cause versus having a job. 

tǊŀŎǘƛŎŀƭ ŜȄŜǊŎƛǎŜΣ ŦƛƴŘ ŀ ŘƛŀƭƻƎǳŜ ǇŀǊǘƴŜǊ ǘƘŀǘ ǿƻƴΩǘ ƎƛǾŜ ȅƻǳ ŀŘǾƛŎŜΣ ōǳǘ ǿƛƭƭ Ƨǳǎǘ ƭƛǎǘŜƴ ŀƴŘ ŀǎƪ 

questions.  Invite them to ask you what you find frustrating at work and why.  Once you have identified 

your cause (and you may have many, so pick your battles, take the one you want to do first), we can 

then use the strategies presented later to make your workplace work better and reward you and others 

in the process.   

Iƻǿ Řƻ ȅƻǳ ŎŀǇƛǘŀƭƛȊŜ ƻƴ ȅƻǳǊ ŎŀǳǎŜΚ    ±ŜǊȅ ŜŀǎȅΦ  LΩƭƭ ƎƛǾŜ ȅƻǳ н ǿŀȅǎ ōǳǘ ȅƻu must find others.  

Go to the website http://partnershipseminar.com  ƛǘΩǎ ōȅ ŀ ƎǊŜŀǘ Ǝǳȅ ǿƛǘƘ ŦŀƴǘŀǎǘƛŎ ƛŘŜŀǎΣ .ǊŜƴŘƻƴ 

Buchard.  He shows why others desperately want to give you and your team money, because you and 

your cause bring high value to their audience.  Find the right audience and the right people will gladly 

pay you to make their lives easier, more informed, more enriched and inspired.   

http://partnershipseminar.com/
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hƴŎŜ ȅƻǳ Řƻ ǘƘŀǘΣ ŎƘŜŎƪ ƻǳǘ ǘƘŜ ōƻƻƪ άCrush It!έ by Gary Vaynerchuk.  He talks about the same thing 

but he extends the idea to the next level.  He helps you understand how to use social media to stay in 

ǘƻǳŎƘ ǿƛǘƘ ȅƻǳǊ ŀǳŘƛŜƴŎŜ ƻƴŎŜ ȅƻǳΩǾŜ ƳŜǘ ǘƘŜƳΦ  Iƻǿ ǘƻ keep them inspired and active.  Dovetailing 

ƛƴǘƻ {ŜǘƘ DƻŘƛƴΩǎ ǘƻǇƛŎ ŀōƻǳǘ ǘǊƛōŜǎ όƭŀǘŜǊύ ȅƻǳΩƭƭ ǳƴŘŜǊǎǘŀƴŘ Ƙƻǿ ƻǘƘŜǊǎ ǿƛƭƭ Ǉŀȅ ȅƻǳ ŦƻǊ ǘƘŜ ǊƛƎƘǘ ǘƻ 

ŀǇǇǊƻŀŎƘ ȅƻǳǊ ŀǳŘƛŜƴŎŜ όƻǊ ǘǊƛōŜύΦ  Wǳǎǘ ƳŀƪŜ ǎǳǊŜ ǘƘŜȅ ǇǊƻǾƛŘŜ ǊŜŀƭ ǾŀƭǳŜ ǘƻ ȅƻǳǊ ǘǊƛōŜ ŀƴŘ ȅƻǳΩƭƭ ōŜ 

gratiŦƛŜŘ ŀƴŘ ǊŜǿŀǊŘŜŘΦ  LŦ ȅƻǳ ƻƴƭȅ Řƻ ƛǘ ŦƻǊ ǘƘŜ ƳƻƴŜȅΣ ȅƻǳΩƭƭ ōŜ ΨǊŜǿŀǊŘŜŘΩ ǿƛǘƘ ŀ ǘǊƛōŜ ǘƘŀǘ ƭŜŀǾŜǎΦ 

Identity, The power of Passion - Katie Hindes http://girlmeetsgeek.com   

I worked with a fantastic young lady, Kate Madonna Hindes.    She has an amazing gift for inspiring 

others and is a true champion.  We worked together for a state government agency that provided 

services to job seekers and we were both relatively new to the job.  One day Kate stopped by my cube 

as we were discussing a new workshop we wanted to start offering to the customers. 

YŀǘŜ ǎǳǊǇǊƛǎŜŘ ƳŜ ǿƛǘƘ ǘƘƛǎ ǎǘŀǘŜƳŜƴǘ άL ƘƻǇŜ ǘƘŜȅ ŀǇǇǊƻǾŜ ǘƘƛǎ ǿƻǊƪǎƘƻǇΣ L ǿŀƴǘ ǘƻ ōŜ ŀ ǘǊŀƛƴŜǊ 

ǎƻƳŜŘŀȅΦέ  Lǘ ǎǳǊǇǊƛǎŜŘ ƳŜ ōŜŎŀǳǎŜ L ƘŀŘ ōŜŜƴ ǎƻ ƛƳǇǊŜǎǎŜŘ ǿƛǘƘ ƘŜǊ ŜƴŜǊƎȅΣ ŘǊƛǾe, passion and 

ƛƴǘŜƭƭƛƎŜƴŎŜΣ L ŜȄǇŜŎǘŜŘ ƘŜǊ ǘƻ ǳƴŘŜǊǎǘŀƴŘ ǘƘŜǊŜ ƛǎ ƴƻ ǎǳŎƘ ǘƘƛƴƎ ŀǎ ǇŜǊƳƛǎǎƛƻƴΦ  L ŀǎƪŜŘ ƘŜǊ ƛŦ ǎƘŜΩŘ ŜǾŜǊ 

ǊŜŀŘ ǘƘŜ ōƻƻƪ Ψ¢ƘŜ {ŜŎǊŜǘΩ ōȅ Rhonda ByrneΦ  {ƘŜ ŀŘƳƛǘǘŜŘ ǎƘŜ ƘŀŘƴΩǘ ōǳǘ ǿŀǎ ŦŀƳƛƭƛŀǊ ǿƛǘƘ ƛǘΦ 

ά¢ƘŜ ǎŜŎǊŜǘ ƻŦ ΨTƘŜ {ŜŎǊŜǘΩ ƛǎ ǘƘŜǊŜ ƛǎ ƴƻ ǎŜŎǊŜǘΦέ L ǘƻƭŘ YŀǘŜΦ  ά¸ƻǳ ŜƛǘƘŜǊ ŀǊŜ ŀ ǘǊŀƛƴŜǊ ƻǊ ȅƻǳ ŀǊŜ ƴƻǘΦ  LŦ 

ȅƻǳ ŀǊŜΣ ǘƘŜƴ ǎƛƳǇƭȅ ǎǘŀǊǘ ǘǊŀƛƴƛƴƎΦ  LŦ ȅƻǳ ŀǊŜƴΩǘ ŀ ǘǊŀƛƴŜǊΣ ǘƘŜƴ ŘƻƴΩǘ ǿƻǊǊȅ ŀōƻǳǘ ƎŜǘǘƛƴƎ ǇŜǊƳƛǎǎƛƻƴΣ 

ƛƴǎǘŜŀŘ ŘƛǎŎƻǾŜǊ ǿƘŀǘ ȅƻǳ ǊŜŀƭƭȅ ŀǊŜ ǘƘŜƴ ǎƛƳǇƭȅ ǎǘŀǊǘ ŘƻƛƴƎ ǘƘŀǘΦέ 

I continued:  άWǳǎǘ ƭƛƪŜ ŀƴ ŀǊǘƛǎǘ ŘƻŜǎƴΩǘ ƴŜŜŘ ǇŜǊƳƛǎǎƛƻƴ ǘƻ ǇŀƛƴǘΣ ȅƻǳ ŘƻƴΩǘ ƴŜŜŘ ǇŜǊƳƛǎǎƛƻƴ ǘƻ ōŜ ǿƘƻ 

you are.  If you are a trainer, you will start training, not because you are paid but because you must 

train.  Your identity will compel you to start fulfilling your vision of yourself.  Therefore you will either 

ǎǘŀǊǘ ǘǊŀƛƴƛƴƎ ƻǊ ȅƻǳ ǿƻƴΩǘΦέ 

She was a bit dumbfounded by this for a few moments as the reality sunk in ς but I was surprised how 

quickly she became a fantastic trainer, much better than me.  Because - while I do training, I am not a 

trainer.  I have the skills to train in a workshop but I am not really a trainer.  Kate had become a trainer 

and it showed.  She always delivers a fantastic experience because she intuitively understands what to 

do in front of the class. 

Quickly she adjusted her identity in other areas of her life.  {ƘŜ ǊŜŎŜƴǘƭȅ ǘƻƭŘ ƳŜ  ΨI am a national 

speaker, world class writer and reporterΩ and more.  With each acceptance of the identity shift, her 

outer world simply realigned to fulfill her reality.  She started acting as if she was a writer and the world 

responded and started treating her as if she was a writer.  

IŜǊŜΩǎ ǘƘŜ ǎǘŀǊǘƭƛƴƎ ŘƛŦŦŜǊŜƴŎŜΣ ǎƘŜ ǎǘŀǊǘŜŘ ŘƛǎŎƻǾŜǊƛƴƎ ǘƘŜ ǿƻǊƭŘ ŎƻƳƛƴƎ ǘƻ ƘŜǊ ς as if she had become 

magnetically polarized to attract her success.  She did this by having a key passion to teach job seekers 

and her identity keyed in to be the answer to fulfill her passion.  She discovered at that point that 

ǎǳŎŎŜǎǎ ŦƻǳƴŘ ƘŜǊΣ ǎƘŜ ŘƛŘƴΩǘ ƘŀǾŜ to chase it. 

http://crushitbook.com/
http://girlmeetsgeek.com/
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Why is this important?  Because if you want people to support your cause you need to have a cause to 

be passionate about.  And you need to have the identity to support you taking action.  As you move 

forward, support, sponsorship, money and success will come to you.  Having a cause and a clear identity 

combined together creates a magical attraction force.  The world starts helping you.  This is no joke, nor 

is it meditating/chanting/breathing mumbo-jumbo.  When you know who you are and what you need to 

do the world starts helping. 

Exercise: Who do you care about more than yourself?  What frustrates you to the point that you have to 

solve their problem? Great, go and start solving it and tell others that you are solving it.  When they ask 

ΨƘƻǿ Ŏŀƴ L ƘŜƭǇΚΩ ǘŜƭƭ ǘƘŜƳ ǿƘŀǘ ȅƻǳ ƴŜŜŘ; ƳƻƴŜȅΣ ǘƛƳŜΣ ǎǇƻƴǎƻǊǎƘƛǇΣ ǿƘŀǘŜǾŜǊΦ  LŦ ǘƘŜȅ ŘƻƴΩǘ ƘŀǾŜ ƛǘΣ 

ǘƘŜȅ ǿƛƭƭ ƎŜǘ ƛǘΦ  LŦ ȅƻǳ ŘƻƴΩǘ ƪƴƻǿ ǿƘŀǘ ȅƻǳ ƴŜŜŘ όŀƴŘ ȅƻǳ ǎƘƻǳƭŘ ŀƭǿŀȅǎ ƪƴƻǿ ǿƘŀǘ ȅƻǳ ƴŜŜŘύΣ ǘƘŜƴ ŀǎƪ 

ǘƘŜƳΣ ΨǿƘŀǘ Ŏŀƴ ȅƻǳ ƻŦŦŜǊΚΩ 

Instant wealth, no waiting – Robert Allen 
I was reading a book by Robert Allen about real estate investing.  You may know him from such books as 

άbƻǘƘƛƴƎ 5ƻǿƴ CƻǊ ǘƘŜ флΩǎέ ŀƴŘ άaǳƭǘƛǇƭŜ {ǘǊŜŀƳǎ hŦ LƴŎƻƳŜέΦ  IŜ ǿŀǎ ǇǊŜǎŜƴǘƛƴƎ Ƙƻǿ ƘŜ ƎƻŜǎ ŀōƻǳǘ 

identifying properties that have potential and exactly how he spots potential.  One of the key ways is he 

looks for how he can convert a property to a higher and better use.   

His chart looked something like this: 

 

Robert explained that if you go to the trouble of getting the city to approve lots on raw land it is now 

worth more than the price you paid to the farmer for farm land.  If you continue and build houses on the 

ƭŀƴŘ ǘƘŜƴ ƛǘΩǎ ǿƻǊǘƘ ƳƻǊŜ ǘƘŀƴ ǎƛƳǇƭȅ ƘŀǾƛƴƎ ǘƘŜ ƭƻǘǎ ǇƭƻǘǘŜŘΦ  LŦ ȅƻǳ ǘŜŀǊ Řƻǿƴ ǘƘŜ ƘƻǳǎŜǎ ŀƴŘ ŀŘŘ ƘƛƎƘ 

rise condos or aparǘƳŜƴǘǎΣ ǘƘŜƴ ƛǘΩǎ ǿƻǊǘƘ ŜǾŜƴ ƳƻǊŜ ǘƘŀƴ ƛƴŘƛǾƛŘǳŀƭ ƘƻǳǎŜǎΦ 
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¢ƘŜǊŜΩǎ ƴƻ ǊŜŀǎƻƴ ǿŜ ŎŀƴΩǘ Řƻ ǘƘƛǎ ǿƛǘƘ ǇŜƻǇƭŜ ōȅ ŎƻƴǾŜǊǘƛƴƎ ǘƘŜƳ ǘƻ ŀ ƘƛƎƘŜǊ ǳǎŜΦ  ¢ƘŜ ōƛƎ ŘƛŦŦŜǊŜƴŎŜ ƛƴ 

doing so is we create value instantly.  People are more flexible than property.  While it may take several 

months to get farmland approved to become lots, and years to fully build out a development with 

houses, people can be put to a new use instantly once they agree to do so. 

If we do the converting, we can provide them more value without waiting for the company we work for 

to do it.  Adapting Robert !ƭƭŜƴΩǎ chart, we can see opportunities to put people to higher and better use. 

 

As you can see, people can be instantly valued more highly.  We can do this with them by giving them 

skills and helpiƴƎ ǘƘŜƳ ŎƘŀƴƎŜ ǘƘŜƛǊ ƛŘŜƴǘƛǘȅΦ  ¢ƻƻ ƻŦǘŜƴ ƛƴ !ƳŜǊƛŎŀ ǿŜ ƘŜŀǊ ǇŜƻǇƭŜ ǎŀȅ ΨLΩƳ ŀ ǇƭǳƳōŜǊέ 

ƻǊ άLΩƳ ŀ ƳŀƴŀƎŜǊέ ƻǊ άLΩƳ ŀ ŎŀǊǇŜƴǘŜǊέ.  We unfortunately identify ourselves by our work.  When we 

think of ourselves as lowlier on this chart, it diminishes our value.   

If you try to teach or learn new skills without first transforming the self identity, people struggle with 

ƭŜŀǊƴƛƴƎΦ  LǘΩǎ ǿƘȅ ǎƻ Ƴŀƴȅ ōŀōȅ ōƻƻƳŜǊǎ ǿƘƻ ŀǊŜ ǳƴŜƳǇƭƻȅŜŘ ŀǊŜ ǎǘǊǳƎƎƭƛƴƎ ǿƛǘƘ ƭŜŀǊƴƛƴƎ ŎƻƳǇǳǘŜǊǎ 

or twitter.  They are not so much afraid of the technology as they are afraid of losing their identity and 

having to admit to themselves in a public action (training) that their identity (their former work role) is 

now outdated and worthless in the workplace.  While this may or may not be true, simply believing it 

makes it so. 
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IŜǊŜΩǎ ǘƘŜ ǘƘƛƴƎΥ ±ŀƭǳŜ ƛǎ ƴƻǘ ŎƻƴŦŜǊǊŜŘ ƻǊ ƎǊŀƴǘŜŘ ǳǇƻƴ ǳǎ ōȅ ƻǳǊ ŎƻǊǇƻǊŀǘƛƻƴΣ ŜǾŜƴ ƛŦ ǿŜ ŀƎǊŜŜ ƛǘ ƛǎ ŀƴŘ 

even if we act as if it is.  In truth, value is evoked from within.  The more value we evoke from within 

the more we can be paid for our value.  We evoke this value by changing our identity and our purpose 

and putting our skills to use in a different (more valuable) area.  As I related earlier in my story about my 

friend and I being laid off from Accenture, one of the things I did was to help him understand how to 

shift his identity from worthless to instantly valuable.  

 

Just recently I worked with a client who was frustrated with their job search.  They had applied to 

several jobs and had attended several networking events ŀƴŘ ƛǘ ǿŀǎƴΩǘΩ ǿƻǊƪƛƴƎ ŦƻǊ ǘƘŜƳΦ   {ƘŜ ǿŀǎ 

clearly at the end of her rope emotionally.  She had enough and was extremely frustrated.  As we 

conversed I offered her several options to present value to her people, she rebuffed them all with a 

ǾŀƎǳŜ ΨǘƘŀǘ ǿƻƴΩǘ ǿƻǊƪΩ ȅŜǘ ǇǊƻǾƛŘŜŘ ƭƛǘǘƭŜ ǘƻ ŜȄǇƭŀƛƴ ǿƘȅ ǎƘŜ ŦŜƭǘ ƛǘ ǿƻǳƭŘƴΩǘ ǿƻǊƪΦ   !ŦǘŜǊ ƳǳŎƘ 

conversation we explored her identity.  

άLΩƳ ŀ ŦƻƻŘƛŜέ ǎƘŜ ŎƻƴŦŜǎǎŜŘΣ ŀƴŘ ǇǊƻŎŜŜŘŜŘ ǘƻ ǇŜǊƪ ǳǇ ŀǎ ǎƘŜ ǘƻƭŘ ƳŜ ƻŦ ǘƘŜ Ƨƻȅ ƻŦ ǇǊŜǇŀǊƛƴƎ ƳŜŀƭǎ ŀƴŘ 

sharing recipes with fellow foodies, as well as attending events and of a special location that allowed 

chefs starting a restaurant to share commercial restaurant equipment in a food court at a local mall. 

ά¢ƘŜǊŜΣ ǘƘŀǘΩǎ ƛǘέ L ŜȄŎƭŀƛƳŜŘ ŀǎ ǎƘŜ ǎǘŀǊŜŘ ŀǘ ƳŜ ōƭŀƴƪƭȅΦ  

ά²Ŝ know your ideƴǘƛǘȅΣ ȅƻǳΩǊŜ ŀ ŦƻƻŘƛŜΦ  bƻǿ ǿŜ Ƨǳǎǘ ƴŜŜŘ ǘƻ figure out who needs a foodie to help 

them create special events that people enjoy around food.  Our question now is who needs to pay for 

ǘƘŜ ŦƻƻŘƛŜ ŜȄǇŜǊƛŜƴŎŜΚέ   

She blinked and pondered as she slowly nodded.  άLΩƭƭ ƘŀǾŜ ǘƻ ǘƘƛƴƪ ŀōƻǳǘ ǘƘŀǘέ ǎƘŜ ŀƎǊŜŜŘΦ 

She said she was meeting the next day with a sales person at a company that sold food to schools.  I 

explained to her that ǾƛǊǘǳŀƭƭȅ ƴƻ ǎŎƘƻƻƭ ƭǳƴŎƘ ŎƻǳƭŘ ōŜ ŎƻƴǎƛŘŜǊŜŘ ŀ ΨŦƻƻŘƛŜΩ ŜȄǇŜǊƛŜƴŎŜΣ ŀƴŘ ǎƘŜ 

ŀƎǊŜŜŘΦ  ά.ut what if school lunch were an experience?  What would that mean for the students 

ƭŜŀǊƴƛƴƎΚ  ²Ƙŀǘ ǿƻǳƭŘ ƛǘ ƳŜŀƴ ŦƻǊ ǘƘŜ ƛƳǇŀŎǘ ƻƴ ǎŎƘƻƻƭ ǾƛƻƭŜƴŎŜΚέ 

She left with a greatly renewed hope and with a renewed purpose because her work identity had been 

shifted from dietician (perceived worthless due to a layoff) to foodie (something she already was, and 

could not be taken away). 

By shifting our identity to a more appropriate (and higher value) use, we can instantly transform our 

worth (and income) without waitinƎ ŦƻǊ ŀ Ǉŀȅ ǊŀƛǎŜΣ ǇǊƻƳƻǘƛƻƴΣ ƻǊ ŀƴƴǳŀƭ ǊŜǾƛŜǿΦ  ²ŜΩƭƭ ƭŜŀǊƴ ŜȄŀŎǘƭȅ 

how to capitalize on this later. 

You don’t have to take it anymore - Hacking Work Bill Jensen, Josh Klein 

¢ƘŜǊŜ ƛǎ ŀ ǊŜŎŜƴǘ ōƻƻƪ ƻǳǘ ǘƘŜǊŜ ǿǊƛǘǘŜƴ ŀōƻǳǘ ǘƘŜ ŦŀƛƭƛƴƎǎ ƻŦ ǘƻŘŀȅΩǎ ƳƻŘŜǊƴ ǿƻǊƪǇƭŀŎŜ ǘƻ ƳŜŜǘ ǘƘŜ 

ƴŜŜŘǎ ƻŦ ǘƘŜ ƴŜǿ ƳƛƭƭŜƴƴƛǳƳΦ  !ƭǘƘƻǳƎƘ ǘƘŜȅ ŘƻƴΩǘ ŜȄǇƭƛŎƛǘƭȅ ƳŜƴǘƛƻƴ ƛǘΣ ǘƘŜȅ ǘƻǳŎƘ ƻƴ ǘƘŜ ŦŀŎǘ ǘƘŀǘ ƻǳǊ 

http://hackingwork.com/
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beliefs about work are based on a manufacturing metaphor ς work is a factory and we are but slaves to 

ǘƘŜ ƳŀŎƘƛƴŜΦ  !ǎ ƭƻƴƎ ŀǎ ǿŜ ŀƭƭ ƪŜŜǇ ǘƘŜ ƳŀŎƘƛƴŜ ǇǊƻŘǳŎƛƴƎ ŜŦŦƛŎƛŜƴǘƭȅ ŀƴŘ ƘƛƎƘ ǾƻƭǳƳŜΣ ǿŜΩƭƭ ŀƭƭ ƘŀǾŜ 

jobs.   

¢Ƙŀǘ Ƴŀȅ ƘŀǾŜ ōŜŜƴ ǘǊǳŜ ŀƎŜǎ ŀƎƻΣ ǿƘŜƴ ƻǳǊ ǇŀǊŜƴǘǎΩ ǇŀǊŜƴǘǎ ǿŜǊŜ ŎǊŜŀǘƛƴƎ ǘƘŜ ƛƴŘǳǎǘǊƛŀƭ ǊŜǾƻƭution, 

but no more.  Unfortunately, our beliefs about work have not kept up.  We have not developed the 

language, they beliefs and the systems that allow us to collaborate on our best work, using our best 

talents.   

Bill and Josh assert the rules have optimized our work experience for the benefit of the machine, not for 

the benefit of the individual.  They prescribe the medicine of self control and ownership.  They call it 

ΨIŀŎƪƛƴƎ ²ƻǊƪΩΣ ǿƘƛŎƘ ƳŜŀƴǎ ƛŦ ǘƘŜ ǊǳƭŜǎ ȅƻǳΩǾŜ ōŜŜƴ ƎƛǾŜƴ ǘƻ ǿƻǊƪ ǳƴŘŜǊ ŘƻƴΩǘ ƳŀƪŜ ǎense then 

ŎƘŀƴƎŜ ǘƘŜ ǊǳƭŜǎΣ ƻǇŜǊŀǘŜ ŀŎŎƻǊŘƛƴƎ ǘƻ Ƙƻǿ ȅƻǳ ƪƴƻǿ ȅƻǳΩǊŜ ƎƻƛƴƎ ǘƻ ōŜ Ƴƻǎǘ ŜŦŦŜŎǘƛǾŜΣ ŦƻǊ ǘƘŜ ōŜƴŜŦƛǘ 

ƻŦ ǘƘŜ ŎƻǊǇƻǊŀǘƛƻƴΦ  LŦ ȅƻǳ ǇǊƻŘǳŎŜ ǊŜǎǳƭǘǎ ŦŀǎǘŜǊ ŀƴŘ ƳƻǊŜ ŜŦŦƛŎƛŜƴǘƭȅΣ ǘƘŜƴ ƳƻǊŜ ƻŦǘŜƴ ǘƘŀƴ ƴƻǘ ȅƻǳΩƭƭ ōŜ 

forgiven instead of fired.   

From pŜǊǎƻƴŀƭ ŜȄǇŜǊƛŜƴŎŜ L Ŏŀƴ ǘŜƭƭ ȅƻǳ ǘƘŀǘ ƛŦ ȅƻǳ ŘƻƴΩǘ ƘŀǾŜ ǎǘǊƻƴƎ ǇŜǊǎƻƴŀƭ ǊŜƭŀǘƛƻƴǎƘƛǇǎ ǿƛǘƘ ƘƛƎƘŜǊ 

ǳǇǎΣ ȅƻǳΩƭƭ ŀƭǿŀȅǎ ōŜ ŦƛǊŜŘ ŦƻǊ ƴƻǘ ŦƻƭƭƻǿƛƴƎ ǘƘŜ ǊǳƭŜǎΦ  .ȅ ǎǘǊƻƴƎ ǇŜǊǎƻƴŀƭ ǊŜƭŀǘƛƻƴǎƘƛǇǎ L ƳŜŀƴ ŦƛǎƘƛƴƎΣ 

hunting, golfing, shoe shopping, dinner parties or whatever non-work experiences bond you to those 

who perceive themselves as in charge. 

!ƭƭ ƻŦ ǘƘŀǘ ƛǎ ΨƴŜƛǘƘŜǊ ƘŜǊŜ ƴƻǊ ǘƘŜǊŜΩ ŀǎ Ƴȅ aƻƳ ǳǎŜŘ ǘƻ ǎŀȅΦ  ¸ƻǳ ŘƻƴΩǘ ƴŜŜŘ ǘƻ Ǌƛǎƪ ȅƻǳǊ Řŀȅ Ƨƻō ōȅ 

trying to change the rules you operate under.  Nor should you believe that it will be different at any 

other company you go to work for, because they all operate on the same fundamental flawed belief that 

work is a machine and you work in a factory.  Instead, realize that you are instantly connected to the 

world through the Internet.  I know you already understand that, my point is your intrinsic worth and 

value to others is also instantly connected to the world.  You can start providing your value right now to 

others, you just need to package it up in a consumable product (ebook, video, computer program, 

website, etc.).   

L ǿƻǊƪŜŘ ǿƛǘƘ ŀ .ŀōȅ .ƻƻƳŜǊ ŎƭƛŜƴǘ ǿƘƻ ŎƭŀƛƳŜŘ ƘŜ ƴŜŜŘŜŘ ƘŜƭǇ ǿƛǘƘ Ƙƛǎ ǊŜǎǳƳŜΣ ōŜŎŀǳǎŜ ƘŜ ǿŀǎƴΩǘ 

getting any interviews.  Because I worked with enough clients I instinctively knew his problem was a lack 

of identity, value and self worth, so I agreed to meet with him.  As I was looking at his resume, he said 

ƘŜ ǿŀǎ ΨƧǳǎǘΩ ŀ ǇŀǊǘǎ ƳŀƴŀƎŜǊ at a particle board manufacturing facility in northern Minnesota.  He said 

it as if he made no difference in the workplace.  He believed he was worthless and he wanted me to 

believe it as well, and treat him accordingly, with sympathy instead of insistence that he find his worth.  

I of course, refused to accept his reality. 

ά{ƻΣ ǘŜƭƭ ƳŜ ŀōƻǳǘ ŀ ǘƛƳŜ ǘƘŜǊŜ ǿŀǎ ŀ ŎǊƛǎƛǎ ŀǘ ǿƻǊƪΦ  ²Ƙŀǘ ǿŀǎ ǘƘŜ ǇǊƻōƭŜƳ ŀƴŘ ǿƘŀǘ ŘƛŘ ȅƻǳ ŘƻΚέ L 

asked. 

He appeared thoughtful for a while, then the most incredible story came out.  He told me about a time 

when the plant was installing a new manufacturing line and one of the machines broke down.  He called 

the equipment supplier who told him it would be 6 weeks before they could make another part for the 
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machine.  This meant the plant would be shut down for 6 weeks.  He refused to accept this so he asked 

them where else they sold their equipment.  Turns out it was just being installed at a competitor in the 

next town who also made particle board.  So he called his personal friend in the parts department and 

asked him to send the replacement part, offering to swap the part he had on order in 6 weeks, since the 

ŎƻƳǇŜǘƛǘƻǊΩǎ ƭƛƴŜ ǿŀǎ ƴƻǘ ƛƴ ƻǇŜǊŀǘƛƻƴ ȅŜǘΣ ƛǘ ǿƻǳƭŘ ƴƻǘ ŘƛǎǊǳǇǘ ǘƘŜƛǊ ǇǊƻŘǳŎǘƛƻƴΦ   

L ƛƴǘŜǊǊǳǇǘŜŘ ƘƛƳ ŘǳƳōŦƻǳƴŘŜŘΦ  ά5ƛŘ ȅƻǳ Ƨǳǎǘ ǎŀȅ ȅƻǳ ŎŀƭƭŜŘ ǘƘŜ ŎƻƳǇŜǘƛǘƛƻƴΣ ŀƴŘ ǘƘŀǘ ȅƻǳ ƘŀŘ ŀ 

ǇŜǊǎƻƴŀƭ ǊŜƭŀǘƛƻƴǎƘƛǇ ǿƛǘƘ ǘƘŜƳΚΚέ L ŀǎƪŜŘ ƛƴ ŀ ŦŜƛƎƴŜŘ ƛƴŎǊŜŘǳƭƻǳǎ tone.  Having grown up in the north 

woods of Minnesota, I understood these relationships are quite common and transcend the boundaries 

of work, but I wanted him to understand how uncommon it is elsewhere.   

άhŦ ŎƻǳǊǎŜέ ƘŜ ǎƘǊǳƎƎŜŘ ς faintly realizing that what he did was so incredible. 

ά{ƻ ǿƘŀǘ ƘŀǇǇŜƴŜŘΚ  5ƛŘ ǘƘŜȅ ǎŜƴŘ ǘƘŜ ǇŀǊǘΚέ L ŀǎƪŜŘΣ ŀƎŀƛƴ ǎǳǎǇŜŎǘƛƴƎ ǘƘŜ ŀƴǎǿŜǊ ōǳǘ ŎŀǊŜŦǳƭ ƴƻǘ ǘƻ ƭŜǘ 

on. 

IŜ ōƭƛƴƪŜŘ ƛƴ ŘƛǎōŜƭƛŜŦ ŀǘ ƳŜΣ ŀǎ ƛŦ L ǿŀǎ ŀ Ŏƛǘȅ ǊǳōŜ ǿƛǘƘ ƴƻ ǳƴŘŜǊǎǘŀƴŘƛƴƎΦ  άhŦ ŎƻǳǊǎŜ ǘƘŜȅ ǎŜƴǘ ƳŜ ǘƘŜ 

part, why ǿƻǳƭŘƴΩǘ ǘƘŜȅΚΚέ L ƘŀŘ ǘƻ ǎƳƛƭŜ ƛƴǿŀǊŘƭȅ ŀǘ Ƙƛǎ ŀƴǎǿŜǊΣ L ǳƴŘŜǊǎǘƻƻŘΣ ōǳǘ ƛǘ ǿŀǎ ŎƘŀǊƳƛƴƎ ǘƻ 

see how oblivious he was to his own worth and value.   

ά{ƻ ǿƘŀǘ ƘŀǇǇŜƴŜŘΚ  Iƻǿ ƭƻƴƎ ǿŀǎ ǘƘƛǎ ōŜŦƻǊŜ ȅƻǳ Ǝƻǘ ǘƘŜ ǇŀǊǘ ŀƴŘ Ǝƻǘ ƛǘ ƛƴǎǘŀƭƭŜŘΚέ  L ǉǳŜǊƛŜŘΦ 

άhƘΣ ŀōƻǳǘ нп ƘƻǳǊǎ L ƎǳŜǎǎΣ ƎƛǾŜ ƻǊ ǘŀƪŜέ ƘŜ ǎŀƛŘΣ ǎƘǊǳƎƎƛƴƎΦ 

άhƪΣ ǎƻΣ ȅƻǳΩǊŜ ǘŜƭƭƛƴƎ ƳŜ ǘƘŀǘ ȅƻǳ ŀǾŜǊǘŜŘ ŀ с ǿŜŜƪ ǎƘǳǘŘƻǿƴ ōȅ ŎŀƭƭƛƴƎ ǘƘŜ ŎƻƳǇŜǘƛǘƛƻƴ ŀƴŘ ƎŜǘǘƛƴƎ 

them to send you a critical part ǘƘŀǘ ŀƭƭƻǿŜŘ ȅƻǳǊ Ǉƭŀƴǘ ǘƻ ƎŜǘ ōŀŎƪ ƛƴ ƻǇŜǊŀǘƛƻƴ ǿƛǘƘƛƴ нп ƘƻǳǊǎΚΚΚέ I 

added a lot of dramatic emphasis so he would understand the value and magnitude of his 

ŀŎŎƻƳǇƭƛǎƘƳŜƴǘ ά!ƴŘ ǿƘȅ ƛǎƴΩǘ ǘƘŀǘ ƻƴ ȅƻǳǊ ǊŜǎǳƳŜΚέ L ǇǳǎƘŜŘ ƎŜƴǘƭȅΦ 

IŜ ōƭƛƴƪŜŘ ƛƴ ƘŀƭŦ ŘƛǎōŜƭƛŜŦ ŀǎ ǘƘŜ ǊŜŀƭƛȊŀǘƛƻƴ ƻŦ Ƙƛǎ ǿƻǊǘƘ ŀƴŘ ǾŀƭǳŜ ǎǳƴƪ ƛƴ ǘƻ Ƙƛǎ ƛŘŜƴǘƛǘȅΦ  άhuh.  I was 

Ƨǳǎǘ ŘƻƛƴƎ Ƴȅ ƧƻōΦέ IŜ ǎǘŀǘŜŘΦ 

άDƻƻŘέ L ǎƳƛƭŜŘΦ  άbƻǿΣ ǿŜΩǊŜ ΨƧǳǎǘΩ ƎƻƛƴƎ ǘƻ Ǉǳǘ ƛǘ ƻƴ ȅƻǳǊ ǊŜǎǳƳŜΦέ 

The point - dƻƴΩǘ ƭƛƳƛǘ ȅƻǳǊǎŜƭŦ ǘƻ ǇǊƻǾƛŘƛƴƎ ǾŀƭǳŜ ǘƻ ȅƻǳǊ ōƻǎǎΦ  [ƻƻƪ ƻǳǘǎƛŘŜ ȅƻǳǊ ǿƻǊƪǇƭŀŎŜΦ  [ƻƻƪ ŀǘ 

your companies customers, your companiŜǎ ǎǳǇǇƭƛŜǊǎΣ ǘƘŜƛǊ ŎƻƳǇŜǘƛǘƛƻƴΣ ȅƻǳǊ ŎǳǎǘƻƳŜǊǎΩ ŎƻƳǇŜǘƛǘƛƻƴ 

and consider what value you provide to the community of your industry.  They are all waiting, nay 

begging for you to show up with the answers you already have in your hands and in your head. 

Bill ŀƴŘ WƻǎƘ ŀǊŜ ǊƛƎƘǘ ƻƴ ǿƛǘƘ ǘƘŜƛǊ ŎƻǊŜ ƳŜǎǎŀƎŜΣ ȅƻǳ ŘƻƴΩǘ ƘŀǾŜ ǘƻ ǘŀƪŜ ƛǘ ŀƴȅƳƻǊŜΦ  ¢ƘŜ ǳƴŦƻǊǘǳƴŀǘŜ 

thing about the beliefs Baby Boomers operate under is they have to take it, and they expect you to take 

it also.  If you accept their beliefs you have no choice, if you refuse, you have the entire world to serve 

with your unlimited potential value, and they will GLALDY pay you for it.   

Be a Linchpin, lead your tribe – Seth Godin 

http://sethgodin.com/


Quantum Common Wealth | www.quantumcommonwealth.com 
 

25 

Lƴ ŎŀǎŜ ȅƻǳ ŘƻƴΩǘ ƪƴƻǿΣ {ŜǘƘ DƻŘƛƴ is one of the masters in the field of marketing.  One of his early, 

ǎƛƎƴŀǘǳǊŜ ōƻƻƪǎ ƛǎ άtŜǊƳƛǎǎƛƻƴ aŀǊƪŜǘƛƴƎέ ǿƘŜǊŜ ƘŜ ǇƻǇǳƭŀǊƛȊŜŘ ǘƘŜ ŎƻƴŎŜǇǘ ƻŦ ƎŀƛƴƛƴƎ ǇŜƻǇƭŜΩǎ 

permission to market to them.  If you want to really understand marketing, or you need to explain it to 

ƻǘƘŜǊǎΣ ƎŜǘ ǎƻƳŜ ƻŦ {ŜǘƘΩǎ ōƻƻƪǎΦ   

¢ǿƻ ōƻƻƪǎ ǎǘŀƴŘ ƻǳǘ ǘƻ ƳŜ ά[ƛƴŎƘǇƛƴέ ŀƴŘ ά¢ǊƛōŜǎέΦ  ¢ƘŜǎŜ ōƻƻƪǎ ǘŀƪŜƴ ǘƻƎŜǘƘŜǊ ǘŜŀŎƘ ǳǎ ǘƘŀǘ ǿŜ ŀƭƭ 

have value and worth and like minded people are waiting for us to lead them in our cause to make 

things better.  

In Linchpin, Seth teaches us that there are special people at our workplace, people who are truly artists 

in their work.  He also encourages us to do likewise.  Artists are people who are working their natural 

talents (ie Faith Ralston) but they go fuǊǘƘŜǊΦ  ¢ƘŜȅ ŘƻƴΩǘ ƘƻƭŘ ōŀŎƪ ƻǊ ŀŎǘ ǎǘƛƴƎȅ ǿƛǘƘ ǘƘŜƛǊ ƎƛŦǘǎΣ  ǘƘŜȅ 

naturally express them for the benefit of others, even if no one is watching.  Seth compares them to 

artist painters or sculptors who are compelled to create art.   

Seth shows us that we can do this as well ς when we identify our talents (starting with Faith Ralston) of 

organizing, strategy, visionary or critical thinking and problem solving, we discover we have more to 

offer our coworkers than our skills or our time in the office.  We become the artist by understanding our 

individual talents and gifts and start using them in a way that others find valuable.   

We can also identify otherΩs talents and help them create their natural expression.  Once we start down 

this path, according to Seth Godin, we become Linchpins.  People who are naturally indispensible and 

are highly regarded in the workplace.  Linchpins understand the fastest way to create value is to start 

serving up their talents and to keep doing so until people begin to notice and start appreciating your 

contributions ς ǎǇŜŎƛŦƛŎŀƭƭȅ ǎǘŀǊǘ ŀǇǇǊŜŎƛŀǘƛƴƎ ȅƻǳǊ ŎƻƴǘǊƛōǳǘƛƻƴǎΧ ǘƻ ǘƘŜƳΦ   

First, be the artist, then lead your tribe.   

Lƴ {ŜǘƘΩǎ ōƻƻƪ ά¢ǊƛōŜǎέ ǿŜ ƭŜŀǊƴ ǘƘŀǘ ƻǘƘŜǊǎ ƴŜŜŘ ǳǎ ǘƻ ŀŎǘ ƛƴ ǘƘŜƛǊ ōŜǎǘ ƛƴǘŜǊŜǎǘΦ  ¢ƻ ǘƘŜ Ǉƻƛƴǘ ǿƘŜǊŜ ǿŜ 

become someone they look to for insight, assistance, direction and more.  By showing others how much 

ǿŜ ŎŀǊŜ ŀōƻǳǘ ǘƘŜƳ ŀƴŘ ǘƘŜƛǊ ǎǳŎŎŜǎǎΣ ǘƘŜȅ ƴŀǘǳǊŀƭƭȅ ŜȄǇŜǊƛŜƴŎŜ ŀ ǇƘŜƴƻƳŜƴƻƴ ŎŀƭƭŜŘ ǘƘŜ Ψƭŀǿ ƻŦ 

ǊŜŎƛǇǊƻŎƛǘȅΩ ǿƘŜǊŜ ǘƘŜȅ ǿŀƴǘ ǘƻ όƴƻΣ ƳŀƪŜ ǘƘŀǘ b995 ǘƻύ ƘŜƭǇ us back. 

You can help others succeed by caring about them enough to share your gifts and talents.  Do this with 

enough people, consistently and suddenly they start helping you help others.  By finding our voice and 

giving our gifts and talents we naturally draw to us those who need what we have to give. 

We find our tribes by seeking out those who need and want our help so badly they will gladly pay 

ǿƘŀǘŜǾŜǊ ǿŜ ŀǎƪ ƛƴ ŦƛƴŀƴŎƛŀƭ ǘŜǊƳǎΣ ōŜŎŀǳǎŜ ǘƘŜ Ŏƻǎǘ ƛǎ ƴƻǘ ǘƘŜ ƛǎǎǳŜ ŦƻǊ ǘƘŜƳΣ ƛǘǎ ǎǳŎŎŜǎǎΦ  {ǳŎŎŜǎǎ ǿŜΩǊŜ 

in ŀ Ǉƻǎƛǘƛƻƴ ǘƻ ƘŜƭǇ ǘƘŜƳ ŀŎƘƛŜǾŜΦ  ¢ƘŜȅ ǿƛƭƭ ƎƭŀŘƭȅ Ǉŀȅ ȅƻǳ ǘƻ ƳŀƪŜ ǘƘŜƳ ǎǳŎŎŜǎǎŦǳƭΣ ŀƴŘ ǘƘŜȅΩƭƭ ǘŜƭƭ 

others to become part of your tribe. 

Be indispensible – Larry Myler 

http://moreorlessinc.com/
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{ŜǘƘΩǎ ƳŜǎǎŀƎŜ ƛǎ ƎǊŜŀǘ ōǳǘ ǿƘŜǊŜ Řƻ ȅƻǳ really start?  LŦ ȅƻǳΩǊŜ ƭƛƪŜ Ƴƻǎǘ ŜƳǇƭƻȅŜŜǎΣ ȅƻǳΩǾŜ ƴƻǘ ƘŀŘ ǘƘŜ 

ōŜƴŜŦƛǘ ƻŦ ǎŜǾŜǊŀƭ ȅŜŀǊǎ ƻŦ ōǳǎƛƴŜǎǎ ŜŘǳŎŀǘƛƻƴΣ ŎŀƴΩǘ ǊŜŀŘ ŀ tǊƻŦƛǘ ŀƴŘ [ƻǎǎ ǎǘŀǘŜƳŜƴǘ όŀƴŘ ƳŀȅōŜ ŘƻƴΩǘ 

ǿŀƴǘ ǘƻύ ŀƴŘ ƘŀǾŜ ƴŜǾŜǊ ŦƛƎǳǊŜŘ ƻǳǘ ǘƘŜ ΨǎŜŎǊŜǘ ƭŀƴƎǳŀƎŜΩ ƳŀƴŀƎŜǊǎ ǎŜŜƳ ǘƻ ǳǎŜ ǿƘŜƴ ǘƘŜy talk to each 

other.  How do you really go from clueless to priceless?  

[ŀǊǊȅ aȅƭŜǊ ƛƴ Ƙƛǎ ōƻƻƪ άIndispensible by Mondayέ ǎƘƻǿǎ ȅƻǳ Ƙƻǿ ǘƻ ōǊŜŀƪ ǘƘŜ ŎƻŘŜ ƛƴ ŀ ǿŜŜƪŜƴŘΦ  

Larry explains that business people use a secret language of money.  They use it as a scorecard to keep 

track of their performance compared to others, compared to what they could have done, compared to 

what they did last year, compared to what they expected they would do and compared to what others 

expected they would do.  Help them with their score and you help them in a way that makes you 

indispensible. 

I was explaining this to a friend some time ago at Best Buy.  He wanted and needed some software to 

improve the batch process on the Mainframe.  The software cost nearly a half a million dollars and he 

was hesitant to ask for it because he was certain the request would be shot down. 

I showed him that all he needed to do was explain in financial terms the daily negative impact on sales 

late patch was having - it was in the millions of dollars daily.  When added up over a quarter this 

ōŜŎƻƳŜǎ ƳƻǊŜ ǘƘŀƴ Ƨǳǎǘ Ψŀ ǇǊƻōƭŜƳΩ ƛǘ ōŜŎƻƳŜǎ ŦǊƛƎƘǘŜƴƛƴƎ ŦƻǊ ƳŀƴŀƎŜǊǎ ǊŜǎǇƻƴǎƛōƭŜ ŦƻǊ ǘƘŜ ŎƻƳǇŀƴȅΩǎ 

finances.   

My friend showed the impact and then also submitted his measly request for just $500,000 to fix the 

problem, happily just in time for the Christmas buying season. 

άL ǘƘƛƴƪ L Ƨǳǎǘ ƭƻǎǘ Ƴȅ Ƨƻōέ ƘŜ ǘƻƭŘ ƳŜ ǊƛƎƘǘ ŀŦǘŜǊ ƘŜ ǇǊŜǎŜƴǘŜŘ Ƙƛǎ ŎŀǎŜΦ 

L ǿŀǎ ǾŜǊȅ ŎƻƴŎŜǊƴŜŘΣ ǘƘŜ ƭƻƻƪ ƻƴ Ƙƛǎ ŦŀŎŜ ǘƻƭŘ ƳŜ ƘŜ ŘƛŘƴΩǘ ǘƘƛƴƪ ǘƘŜ ŘƛǎŎǳǎǎion went well with his boss. 

ά²Ƙŀǘ ƘŀǇǇŜƴŜŘΚέ L ŀǎƪŜŘΦ  IŜ ŜȄǇƭŀƛƴŜŘ ǘƘŀǘ ǿƘŜƴ ƘŜ ǇǊŜǎŜƴǘŜŘ Ƙƛǎ ŦƛƴŘƛƴƎǎΣ Ƙƛǎ ōƻǎǎ ǎƴŀǘŎƘŜŘ ǘƘŜ 

ǇŀǇŜǊ ƻǳǘ ƻŦ Ƙƛǎ ƘŀƴŘǎΣ ǎǿƻǊŜ ƭƻǳŘƭȅΣ ƧǳƳǇŜŘ ǳǇ ŦǊƻƳ Ƙƛǎ ŘŜǎƪ ƭƛƪŜ ƘŜΩŘ ōŜŜƴ ŜƭŜŎǘǊƻŎǳǘŜŘ ŀƴŘ 

demanded to know if this was true.  aȅ ŦǊƛŜƴŘ ŀǎǎǳǊŜŘ ƘƛƳ ƛǘ ǿŀǎΦ  ά!ŦǘŜǊ ǘƘŀǘΣ Ƴȅ ōƻǎǎ Ǌŀƴ ƻǳǘ ƻŦ Ƙƛǎ 

ƻŦŦƛŎŜΣ ƭŜŀǾƛƴƎ ƳŜ ǎǘŀƴŘƛƴƎ ǘƘŜǊŜ ōȅ ƳȅǎŜƭŦΦέ  

I started to laugh hysterically as I assured him that in fact, no, he was not about to lose his job.  I 

explained that right at that moment his boss was in his ōƻǎǎŜǎΩ office explaining a critical problem that 

ƘŀŘ Ƨǳǎǘ ōŜŜƴ ōǊƻǳƎƘǘ ǘƻ Ƙƛǎ ŀǘǘŜƴǘƛƻƴ ŀƴŘ ǘƘŜȅ ǿŜǊŜ ǿƻǊƪƛƴƎ ƻǳǘ ǎƻƭǳǘƛƻƴǎΦ  L ǘƻƭŘ Ƴȅ ŦǊƛŜƴŘ ǘƘŀǘ ǘƘŜȅΩǊŜ 

ƎƻƛƴƎ ǘƻ ŎƻƳŜ ŀƴŘ ŀǎƪ ȅƻǳ ƛŦ ƘŜΩǎ ŀōǎƻƭǳǘŜƭȅ ŎŜǊǘŀƛƴ Ƙƛǎ ǎƻŦǘǿŀǊŜ ǊŜǉǳŜǎǘ ǿƻǳƭŘ fix the problem and they 

ǿƻǳƭŘ ƎƭŀŘƭȅ ŀǇǇǊƻǾŜ ǘƘŜ ǊŜǉǳŜǎǘΦ  !ƴŘ ǘƘŀǘΩǎ ŜȄŀŎǘƭȅ ǿƘŀǘ ƘŀǇǇŜƴŜŘΦ 

It happened because my friend found the way to speak their language, numbers. 

Lƴ Ƴȅ ǿƻǊƪ ǿƛǘƘ ŎƻǳƴǘƭŜǎǎ Ƨƻō ǎŜŜƪŜǊǎ L ǎƘƻǿ ǘƘŜƳ Ƙƻǿ ǘƘŜȅΩǾŜ ōŜŜƴ ŀƭǊŜŀŘȅ ŎǊŜŀǘƛƴƎ incredible value 

ǿƛǘƘ ǘƘŜƛǊ Řŀƛƭȅ ǿƻǊƪΣ ōǳǘ ǘƘŜȅ ƘŀǾŜƴΩǘ Ǉǳǘ ƛǘ ƛƴ ŦƛƴŀƴŎƛŀƭ ǘŜǊƳǎ ǎƻ ǘƘŀǘ ǎƻƳŜƻƴŜ ŜƭǎŜ Ŏŀƴ ǳƴŘŜǊǎǘŀƴŘΦ  I 

show them how easy it is to speak the language of managers so they can create value. 
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Lƴ [ŀǊǊȅΩǎ ōƻƻƪΣ ȅƻǳ Ŏŀƴ ƭŜŀǊƴ ǘƻ ǎǇŜŀƪ ǘƘŜǎŜ ƴumbers too, and if you want to make your work easier, 

ȅƻǳΩƭƭ ƭŜŀǊƴ ǘƻ ǎǇŜŀƪ ǘƘƛǎ ƭŀƴƎǳŀƎŜ ŀǎ Ŝŀǎƛƭȅ ŀǎ ōǊŜŀǘƘƛƴƎΦ  [ŀǊǊȅΩǎ ōƻƻƪ ƎƻŜǎ ƻƴ ǘƻ ǎƘƻǿ ȅƻǳ Ƙƻǿ ȅƻǳ Ŏŀƴ 

start identifying hundreds of areas to start saving money immediately.  He even has a tremendous free 

tool on his website (http://moreorlessinc.com) that elegantly formats your suggestions for improvement 

in convenient, easy to understand financial language.   

²ƘŜƴ ȅƻǳΩǊŜ ǊŜŀŘȅ ǘƻ ƘŀǾŜ ȅƻǳǊ ƴŜȄǘ ǎǳƎƎŜǎǘƛƻƴ quickly adopted, you need to check out this book and 

website. 

The truth is, there are 5 categories of problems to be solved.  They never change, but they do call them 

ŘƛŦŦŜǊŜƴǘ ǘƘƛƴƎǎΦ  ¢ƘŜȅ ƴŜǾŜǊ Ǝƻ ŀǿŀȅΣ ǘƘƻǳƎƘ ȅƻǳΩǾŜ ǿƻǊƪŜŘ ƘŀǊŘ ǘƻ ƛƳǇǊƻǾŜ ǘƘŜƳΦ  ¢ƘƻǎŜ categories 

are: cheaper, faster, better, more and people. 

Cheaper ς this is the category of cost management and revenue increases.  This is the primary 

ŦƻŎǳǎ ƻŦ [ŀǊǊȅΩǎ ōƻƻƪ ŀƴŘ ƛŦ ȅƻǳΩǊŜ ǊŜŀŘȅ ǘƻ ƳŀƪŜ ŀ ŘǊŀƳŀǘƛŎ ƛƳǇŀŎǘ ŀǘ ǿƻǊƪΣ ȅƻǳ ƴŜŜŘ ǘƻ ƎŜǘ 

this book iƳƳŜŘƛŀǘŜƭȅΦ LǘΩǎ Ŧǳƭƭ ƻŦ ƘǳƴŘǊŜŘǎ ƻŦ ǿŀȅǎ ǘƻ ǎŀǾŜ ȅƻǳǊ ŎƻƳǇŀƴȅ ƳƻƴŜȅΦ  !ƴŘ ŘƻƴΩǘ 

ǳǎŜ ǘƘŜ ŜȄŎǳǎŜ ΨǘƘŜȅΩƭƭ ƴŜǾŜǊ ŀǇǇǊƻǾŜ ƛǘΩ ōŜŎŀǳǎŜ ǘƘŜȅ ǿƛƭƭΦ  [ŀǊǊȅ ƎƛǾŜǎ ŀ ǿŜōǎƛǘŜ ǘƘŀǘ ŀƭƭƻǿǎ ȅƻǳ 

to format your recommendations in the language of numbers.   

This is also the category of new revenue.  Cheaper is the function of the difference between 

Revenue and costs.  You come up with a new way to make money that is aligned with the 

ŎƻƳǇŀƴȅ Ǿƛǎƛƻƴ ȅƻǳΩƭƭ ƘŀǾŜ ŀ ǿƛƴƴŜǊΣ ŀǎ ƭƻƴƎ ŀǎ ǘƘŜ Ŏƻǎǘǎ ŘƻƴΩǘ ŜȄŎŜŜŘ ǘƘŜ ŜȄǇŜƴǎŜǎΦ 

Faster ς Often referred to as efficiency, productivity, time to market, early project completion.  

When you made your work faster, you saved the company time.  They view that as saving 

ƳƻƴŜȅΦ  ¢Ŝƭƭ ƳŜ ŀōƻǳǘ ŀ ǘƛƳŜ ǿƘŜƴ ȅƻǳ ǎŀǾŜŘ ǎƻƳŜƻƴŜ ǘƛƳŜ ŀƴŘ LΩƭƭ ǘŜƭƭ ȅƻǳ ŀōout a 

tremendous gift that you gave your company.  How many more of those can you identify in 

other departments?  How much would it be worth in terms of increased productivity? 

Better ς This is the domain of quality, an area we all think we know well.  This could be quality in 

the manufacturing, or the quality of their customer service, or the quality of the relationships 

between your company and the vendor or between your company and your customers.  If the 

relationship is of poor quality, then you improve ƛǘ ǘƘǊƻǳƎƘ ƭƻȅŀƭǘȅΣ ǘƘŀǘΩǎ ŀ ƳŜŀǎǳǊŀōƭŜ ƛƳǇŀŎǘΦ 

More ς More customers, more capacity, new functionality, adapting products and services to 

ŘƛŦŦŜǊŜƴǘ ǳǎŜǎΣ ŀƭƭ ǘƘŜǎŜ ŀǊŜŀǎ ŀǊŜ ŎƻƴǎƛŘŜǊŜŘ ΨƳƻǊŜΩΦ  tŜǊƘŀǇǎ ȅƻǳ ƪƴƻǿ ȅƻǳǊ ŎƻƳǇŜǘƛǘƻǊǎ 

customers are disgruntled ǿƛǘƘ ǘƘŜƛǊ ǎŜǊǾƛŎŜΦ  aŀȅōŜ ǘƘŜǊŜΩǎ ǎƻƳŜǘƘƛƴƎ ȅƻǳ Ŏŀƴ Řƻ ŀōƻǳǘ ƛǘΦ  

Maybe today would be a good day to start. 

People ς Employee turnover, training, morale, lack of passion, poor customer service, lack of 

dedication.  These are all symptoms of people problems.  More correctly, they indicate poor 

ƳŀƴŀƎŜƳŜƴǘΣ ƴƻǘ ōŀŘ ǇŜƻǇƭŜΦ  LŦ ȅƻǳΩǾŜ ǎǇŜƴǘ ǘƛƳŜ ǎƻƭǾƛƴƎ ǇǊƻōƭŜƳǎ ƛƴ ǘƘƛǎ ŘƻƳŀƛƴ ǘƘŜƴ 

ŎƻƴƎǊŀǘǳƭŀǘŜ ȅƻǳǊǎŜƭŦΣ ȅƻǳΩǾŜ ƛƴŘƛǊŜŎǘƭȅ ǎƻƭǾŜŘ ǇǊƻōƭŜƳǎ ƛƴ ŀƭƭ ǘƘŜ ƻǘƘŜǊ ŀǊŜŀǎΦ   /ƻƴǎƛŘŜǊ ǘƘŀǘ 

when people are de-motivated their productivity, quality and capacity to perform all suffer and 
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decline.  There is no faster way to ruin a company than to demoralize the employees.  Likewise, 

ǘƘŜǊŜΩǎ ƴƻ ŦŀǎǘŜǊ ǿŀȅ ǘƻ ƛƳǇǊƻǾŜ ŀƴȅ ŎƻƳǇŀƴȅ ǇŜǊŦƻǊƳŀƴŎŜ ǘƘŀƴ ǘƻ ŘŜƳƻƴǎǘǊŀǘŜ ǘƘŀǘ ȅƻǳ ŎŀǊŜ 

about the employees and the customers.  

Why is all this important?  You need to know the areas in which you have the most value.  Value is not 

ǿƘŀǘ ȅƻǳ Ŏŀƴ ŘƻΣ ƛǘΩǎ ǿƘŀǘ ȅƻǳ Ŏŀƴ Řƻ ŦƻǊ ƻǘƘŜǊǎΦ  {ŀƛŘ ŀƴƻǘƘŜǊ ǿŀȅΣ ƛǘΩǎ ƴƻǘ ȅƻǳǊ ǎƪƛƭƭǎΣ ƛǘΩǎ ǿƘŀǘ ȅƻǳ Ŏŀƴ 

do with your skills.  If you can save money, increase revenue, improve efficiency or quality, identify new 

customers or motivate people to perform, you my friend, are valuable.  ¸ƻǳΩƭƭ ƘŜŀǊ ȅƻǳǊ ōƻǎǎ ǎŀȅ ΨL ŘƻƴΩǘ 

care how you do it, just do it.Ω  /ƻƴƎǊŀǘǳƭŀǘƛƻƴǎΣ ȅƻu no longer need permission. 

You’re worth it, act like it – Alan Hill  

A few years ago I was hired by a local outplacement company as a contractor to help people write their 

resumes.  During the worst of the recession their placement counselors were being overwhelmed with 

ǎƻ Ƴŀƴȅ ǇŜƻǇƭŜ ŀƴŘ ǎǳŎƘ ƘŜŀǾȅ ŎŀǎŜƭƻŀŘǎ ǘƘŜȅ ŘƛŘƴΩǘ ƘŀǾŜ ǘƘŜ ǘƛƳŜ ǘƻ ǇǊƻǾƛŘŜ ŀǎ ƳǳŎƘ ƛƴŘƛǾƛŘǳŀƭΣ ƻƴŜ-

on-one attention as they would have liked.  As a result, their resume coaching suffered so they hired me 

to deliver the individual attention so needed by their clients. 

As I was working with these clients L ŘƛǎŎƻǾŜǊŜŘ ǘƘŜƛǊ ŦƻǊƳŀǘ ŀƴŘ ƭŀȅƻǳǘ ƎŜƴŜǊŀƭƭȅ ǿŀǎƴΩǘ ǘƘŜ ǇǊƻōƭŜƳΦ  

The problem was the content.  Imagine reading a newspaper that had irrelevant articles, uninteresting 

ƘŜŀŘƭƛƴŜǎ ŀƴŘ ǳǎŜƭŜǎǎ ƛƴŦƻǊƳŀǘƛƻƴΦ  ¸ƻǳ ǇǊƻōŀōƭȅ ŎŀƴΩǘ ƛƳŀƎƛƴŜ ƛǘ ōŜŎŀǳǎŜ ƴƻ ƴŜǿǎǇŀǇŜǊ ǿƻǳƭŘ ƭŀǎǘ ƭƻƴƎ 

ŜƴƻǳƎƘ ǘƻ ōŜ ǊŜŀŘ ƛŦ ǘƘŜȅ ǿŜǊŜ ƛǊǊŜƭŜǾŀƴǘΦ  ¸Ŝǘ ǘƘŀǘΩǎ Ƙƻǿ Ƴƻǎǘ ǊŜǎǳƳŜǎ ŀǊŜ ǿǊƛǘǘŜƴΦ   

Resumes are written that way ōŜŎŀǳǎŜ ǇŜƻǇƭŜ ŘƻƴΩǘ ŀŎŎŜǇǘ ǘƘŜƛǊ ƛƴǘǊƛƴǎƛŎ ǾŀƭǳŜ ŀƴŘ ǿƻǊǘƘΦ  !ǘ ōŜǎǘ ǘƘŜȅ 

ƪƴƻǿ ǘƘŜƛǊ ǎƪƛƭƭǎ ōǳǘ ƴƻǘ Ƙƻǿ ǘƘƻǎŜ ǎƪƛƭƭǎ ŀǊŜ ǊŜƭŜǾŀƴǘ ǘƻ ǘƻŘŀȅΩǎ ŜƳǇƭƻȅŜǊǎΦ 

I had to help these people put forth a message that was relevant to their next employer, so I had to 

explore what value they brought to their previous employers.  As I asked them questions about their 

ŀŎŎƻƳǇƭƛǎƘƳŜƴǘǎ ǘƘŜȅ ǿƻǳƭŘ ǎǘŀǊǘ ōȅ ǘŜƭƭƛƴƎ ƳŜ ŀƭƭ ǘƘŜ ŀŎǘƛƻƴǎ ǘƘŜȅ ǘƻƻƪΦ  ά¸ŜǎΣ ōǳǘ L ǿŀƴǘ ǘƻ ƪƴƻǿ Ƙƻǿ 

ȅƻǳǊ ŜƳǇƭƻȅŜǊ ōŜƴŜŦƛǘǘŜŘΦέ L ǿƻǳƭŘ ŀǎƪΦ   

Theȅ ƻŦǘŜƴ ǿŜǊŜ ŀǘ ŀ ƭƻǎǎ ŦƻǊ ǿƻǊŘǎ ǎƻ L ŎƻŀŎƘŜŘ ǘƘŜƳ ǘƘǊƻǳƎƘ ǉǳŜǎǘƛƻƴǎ ά²Ƙȅ ŘƛŘ ȅƻǳǊ ŜƳǇƭƻȅŜǊ ƘŀǾŜ 

ǘƘŀǘ ǇǊƻōƭŜƳΚέ ά²Ƙŀǘ ǿƻǳƭŘ ƘŀǾŜ ƘŀǇǇŜƴŜŘ ǘƻ ȅƻǳǊ ŎǳǎǘƻƳŜǊ ƻǊ ȅƻǳǊ ŎƻƳǇŀƴȅ ƛŦ ȅƻǳ ŘƛŘƴΩǘ ǎƻƭǾŜ ǘƘƛǎ 

ǇǊƻōƭŜƳΚέ ƻǊ άIƻǿ ŘƛŘ ȅƻǳǊ ŎƻƳǇŀƴȅ ōŜƴŜŦƛǘ ƻƴŎŜ ȅƻǳ ǎƻƭǾŜŘ ǘƘƛǎ ŎƘŀƭƭŜƴƎŜ ŦƻǊ ǘƘŜƳΚέ  ¢ƘŜǎŜ ǿŜǊŜ ŀƭƭ 

ǉǳŜǎǘƛƻƴǎ ǘƘŀǘ ǘƘŜȅΩŘ ƴŜǾŜǊ ōŜŜƴ ŀǎƪŜŘ ōŜŦƻǊŜΣ ŀƴŘ L ƎŀǾŜ ǘƘŜƳ ǘƘŜ ƻǇǇƻǊǘǳƴƛǘȅ ǘƻ ŜȄǇƭƻǊŜ ōŜȅƻƴŘ ǘƘŜƛǊ 

skills.  I showed them that their skills and experiences made a difference, a real, bottom line impact.  In 

doing so I shifted their identity from worthless job seekers to highly valued, self respecting contributors. 

There was one young lady early on that told me she was looking for help desk manager role, similar to 

her last position.  As we explored her value contributions I discovered she had managed a call center for 

a company that took credit cards.  This was important because she had figured out how to achieve a 

high compliance for the security audits that are necessary for keeping your merchant account with VISA 

ŀƴŘ aŀǎǘŜǊ/ŀǊŘ ƛƴ ƎƻƻŘ ǎǘŀƴŘƛƴƎΦ Lƴ ǘƘŜ tŀȅƳŜƴǘ /ŀǊŘ LƴŘǳǎǘǊȅΣ ƛŦ ȅƻǳ ŘƻƴΩǘ ƪŜŜǇ ƎƻƻŘ ŎƻƴǘǊƻƭǎ ƻƴ 

ƛƴŦƻǊƳŀǘƛƻƴ ǎŜŎǳǊƛǘȅΣ ±L{! ǿƛƭƭ ǊŜǾƻƪŜ ȅƻǳǊ ŀŎŎƻǳƴǘ ŀƴŘ ȅƻǳ ǿƻƴΩǘ ōŜ ŀōƭŜ ǘƻ ǘŀƪŜ ŎǊŜŘƛǘ ŎŀǊŘǎΦ 

http://www.themiracleworker.wordpress.com/
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IŜǊŜΩǎ ǘƘŜ ŀƳŀȊƛƴƎ ǇŀǊǘ ƻŦ ƘŜǊ ǎǘƻǊȅΣ ǎƘŜ ƘŀŘ ŀŎƘƛŜǾŜŘ ŀ Ƙƛgh 90% compliance in her team by actively 

ƳŀƴŀƎƛƴƎ ŀƴŘ ōȅ ǊŜǿŀǊŘƛƴƎ ƎƻƻŘ ōŜƘŀǾƛƻǊ ƛƴ ƘŜǊ ǘŜŀƳΦ  ά²Ƙŀǘ ǿŀǎ ǘƘŜ ǊŜǎǘ ƻŦ ǘƘŜ ŎƻƳǇŀƴȅ ŀǘ 

ǇŜǊŎŜƴǘŀƎŜǿƛǎŜΚέ L ŀǎƪŜŘΦ  {ƘŜ ŀŘƳƛǘǘŜŘ ǘƘŀǘ ǘƘŜȅ ǿŜǊŜ ƴƻǘ ƘƛƎƘ ŜƴƻǳƎƘ ǘƻ Ƴŀƛƴǘŀƛƴ ǘƘŜ ƳŜǊŎƘŀƴǘ 

account, and were at risk of losing it.  In fact they had a project team in the company that was 

ǎǇŜŎƛŦƛŎŀƭƭȅ ŦƻŎǳǎŜŘ ƻƴ ƛƳǇǊƻǾƛƴƎ ǘƘŜ ŎƻƳǇƭƛŀƴŎŜΣ ōǳǘ ǘƘŜȅ ǿŜǊŜ ƴƻǘ ŀŎƘƛŜǾƛƴƎ ǎǳŎŎŜǎǎΦ  άLƴ ŦŀŎǘΣ L ǿŀǎ 

ǘƘŜ ƻƴƭȅ ŘŜǇŀǊǘƳŜƴǘ ǘƻ ŀŎƘƛŜǾŜ ǎǳŎƘ ŀ ƘƛƎƘ ǊŀǘƛƴƎΦέ {ƘŜ ŀŘƳƛǘǘŜŘΦ   

άhƪΣ ǎƻ ǿƘȅ ƴƻt go back to that company and talk to the CEO and let them know you can solve this 

ǇǊƻōƭŜƳ ŦƻǊ ǘƘŜƳ ƴƻǿΚ  !ŦǘŜǊ ŀƭƭΣ ǿƘŀǘΩǎ ƎƻƛƴƎ ǘƻ ƘŀǇǇŜƴ ǘƻ ǘƘŀǘ ŎƻƳǇŀƴȅ ƛŦ ǘƘŜȅ ƭƻǎŜ ǘƘŜƛǊ ŀōƛƭƛǘȅ ǘƻ 

take credit cards? Think of all that lost revenueΧ that company might ƘŀǾŜ ǘƻ ǎƘǳǘ ŘƻǿƴΦ  LΩƳ ŀōǎƻƭǳǘŜƭȅ 

ŎŜǊǘŀƛƴ ǘƘŀǘ ƛǎ ŀ ƘǳƎŜ ŎƻƴŎŜǊƴ ŦƻǊ ǘƘŀǘ /9hΣ ŀƴŘ ƛŦ ȅƻǳ ƘŀǾŜ ŀ ǎƻƭǳǘƛƻƴΣ LΩƳ ǎǳǊŜ ƘŜ ǿŀƴǘǎ ǘƻ ǘŀƭƪ ǘƻ ȅƻǳΦ  

And if not, then it would be a simple matter to call VISA and ask them who else is having this challenge 

and go sƻƭǾŜ ǘƘŜƛǊ ǇǊƻōƭŜƳΣ ōŜŎŀǳǎŜ ƛǘΩǎ ƴƻǘ ƛƴ ±L{!Ωǎ ōŜǎǘ ƛƴǘŜǊŜǎǘ ǘƻ ƘŀǾŜ ŎƻƳǇŀƴƛŜǎ ǎǘƻǇ ǘŀƪƛƴƎ ŎǊŜŘƛǘ 

ŎŀǊŘǎΣ ǊƛƎƘǘΚέ 

She was thoughtful for a moment ς I could see the shift of her identity happen, she had transformed 

from a skill (Help Desk Manager) to a benefit (Solve the problem of not being able to take credit cards).  

bƻƴŜ ƻŦ ǘƘƛǎ ǿŀǎ ƻƴ ƘŜǊ ǊŜǎǳƳŜΣ ōŜŎŀǳǎŜ ǳƴǘƛƭ ǿŜ ƳŜǘΣ ǎƘŜ ŘƛŘƴΩǘ ǊŜŎƻƎƴƛȊŜ ǘƘŜ ǾŀƭǳŜ ƻŦ ƘŜǊ ŜȄǇŜǊƛŜƴŎŜ 

and ability.  That day she changed from being a job seeker looking for help desk work to a problem 

solver looking to eliminate the problem of not being able to process credit cards. 

Every day I had the same experience.  People who knew their value quickly found work.  People who 

didn’t understand their value couldn’t find work.  In desperation they thought their resume was the 

ǇǊƻōƭŜƳΣ ŀƴŘ ǘƘŜȅ ǿŜǊŜ ǇŀǊǘƭȅ ǘǊǳŜΦ  ¢ƘŜƛǊ ǊŜǎǳƳŜ ŘƛŘƴΩǘ ŎƻƳƳǳƴƛŎŀǘŜ ŀƴȅ ǾŀƭǳŜ ǘƻ ŀ ƴŜǿ ŜƳǇƭƻȅŜǊΦ  

¢ƘŜ ǊŜŀƭ ǇǊƻōƭŜƳ ǿŀǎ ǘƘŜȅ ƘŀŘƴΩǘ ǘŀƪŜƴ ǘƛƳŜ ǘƻ ǳƴŘŜǊǎǘŀƴŘ ƻǊ ŎƻƳƳǳƴƛŎŀǘŜ Ƙƻǿ ǾŀƭǳŀōƭŜ ǘƘŜȅ ǊŜŀƭƭȅ 

were in their last job.   

I started to get tremendous feedback from people and counselors who thought I would give them a 

simple resume critique but instead received a life transformation.  It began to amaze me that so many 

ǇŜƻǇƭŜ ŘƛŘƴΩǘ ǳƴŘŜǊǎǘŀƴŘ ǘƘŜƛǊ ǾŀƭǳŜΦ 

There was the lady that insisted she was just a payroll clerk and never had any outstanding 

ŀŎŎƻƳǇƭƛǎƘƳŜƴǘǎΦ  ά!ƭƭ L ŘƛŘ ǿŀǎ ǎƘƻǿ ǳǇ ŜŀŎƘ ŘŀȅΣ ǇǊƻŎŜǎǎ ǇŀȅǊƻƭƭΣ ŀƴŘ Ǝƻ ƘƻƳŜΦέ {ƘŜ ǿŀǎ ŀŘŀƳŀƴǘΣ 

even in the face of the ōŀǊǊŀƎŜ ƻŦ ǉǳŜǎǘƛƻƴǎ L ǘƘǊŜǿ ŀǘ ƘŜǊΦ  ά5ƛŘ anyone on your team make a mistake 

ǘƘŀǘ ȅƻǳ ƘŀŘ ǘƻ ŎƻǊǊŜŎǘΚέ bƻΦ ά5ƛŘ ȅƻǳ ŜǾŜǊ ǎǳƎƎŜǎǘ ŀƴȅ ƛƳǇǊƻǾŜƳŜƴǘǎΚέ bƻΦ  ά5ƛŘ ȅƻǳ ŜǾŜǊ ƎŜǘ ŀ 

ǇǊƻƳƻǘƛƻƴ ƻǊ ǎǇŜŎƛŀƭ ǊŜŎƻƎƴƛǘƛƻƴΚέ bƻΦ {ƘŜ ǿŀǎ ǎǘǳōōƻǊƴƭȅ ŘŜƴȅƛƴƎ ŀƴȅ ǾŀƭǳŜ ŀƴŘ ǿƻǊǘƘΦ  L ǎǳǎǇŜŎǘŜŘ 

she had been recently laid off, as often times people are still processing the emotions of being told 

ΨȅƻǳΩǊŜ ǎƻ ǿƻǊǘƘƭŜǎǎ ǿŜΩǊŜ ƴƻǘ ƎƻƛƴƎ ǘƻ ƪŜŜǇ ȅƻǳΦΩ  9ǾŜƴ ǘƘƻǳƎƘ ƛǘΩǎ ƴƻǘ ǘǊǳŜ, that is the message our 

emotions hear when we experience a layoff, especially if we believe in loyalǘȅ όΨǿƻǊƪ ƘŀǊŘΣ ƎŜǘ ŀ ƎƻƻŘ 

ƧƻōΧέύΦ  

Cƛƴŀƭƭȅ L ŀǎƪŜŘ ƘŜǊΣ άIŀǾŜ ȅƻǳ ŜǾŜǊ ōŜŜƴ ǘƘǊƻǳƎƘ ŀ ǎƻŦǘǿŀǊŜ ǳǇƎǊŀŘŜ ƻŦ ǘƘŜ ǇŀȅǊƻƭƭ ǎȅǎǘŜƳΚέ  {ƘŜ 

admitted that they had, and she provided input and did software testing on the new system. 
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ά²ŀǎ ǘƘŜǊŜ ŀƴȅ ōǳƎǎ ƛƴ ǘƘŜ ǎȅǎǘŜƳ ōŜŦƻǊŜ ǘƘŜȅ ŘŜǇƭƻȅŜŘ ƛǘΚέ L ŀǎƪŜŘ ǿƛǘƘ ŀ ǎƭȅ ǎƳƛƭŜΦ  L ƘŀŘ ŀ ƭƻǘ ƻŦ 

experience with large software deployments and I knew for certain there are legions of software bugs in 

every deployment.  

ά¸ŜǎΣέ ǎƘŜ ŀŘƳƛǘǘŜŘΦ  ά¢ƘŜ ƎŀǊƴƛǎƘƳŜƴǘǎ ǇǊƻŎŜǎǎ ǿŀǎƴΩǘ ŎŀƭŎǳƭŀǘƛƴƎ ŎƻǊǊŜŎǘƭȅΦέ  

I confirmed that she did identify the problem and that she told the deployment team and they fixed the 

ǇǊƻōƭŜƳΦ  .ǳǘ ǘƘŜƴ L ŜȄǇƭƻǊŜŘ ǿƛǘƘ ƘŜǊ Ƨǳǎǘ ǿƘŀǘ ǘƘŜ ƛƳǇŀŎǘ ǿƻǳƭŘ ƘŀǾŜ ōŜŜƴ ƛŦ ǎƘŜ ƘŀŘƴΩǘ ŎŀǳƎƘǘ ǘƘŀǘ 

bug. 

ά²ƻǳƭŘƴΩt the Department of Revenue impose ŦƛƴŜǎ ŀƴŘ ŦŜŜǎ ƻƴ ǘƘŜ ŎƻƳǇŀƴȅ ƛŦ ǘƘŜȅ ŘƛŘƴΩǘ ŎƻƭƭŜŎǘ ǘƘŜ 

ƎŀǊƴƛǎƘƳŜƴǘǎΚέ  

άtǊƻōŀōƭȅ.έ {ƘŜ ŀŘƳƛǘǘŜŘΦ 

ά{ƻ ǘƘŜȅ woulŘ ƘŀǾŜ ǎǘƛƭƭ ƎƻǘǘŜƴ ǘƘŜƛǊ ƳƻƴŜȅΣ ŀƴŘ ƛŦ ǘƘŜ ŜƳǇƭƻȅŜŜǎ ŘƛŘƴΩǘ Ǉŀȅ ƛǘ, then the company 

would have probably been on the hook, right?έ 

άtǊƻōŀōƭȅέ {ƘŜ ǿŀǎ ƴƻƴ-committal, but she was starting to finally admit to herself she had been 

valuable. 

ά!ƴŘ ǘƘŀǘ ǇǊƻōŀōƭȅ ǿƻǳƭŘ ƘŀǾŜ ōŜŜƴ ŀǘ ƭŜŀǎǘ ǎŜǾŜǊŀƭ ǘƘƻǳǎŀƴŘ ŘƻƭƭŀǊǎ Ƨǳǎǘ ƛƴ ǘƘŜ ŦƛƴŜǎ ŀƴŘ ŦŜŜǎΣ ǘƻ ǎŀȅ 

nothing of the actual garnishments they woulŘ ƘŀǾŜ ǘƻ ƘŀǾŜ ǇŀƛŘΦ  {ƻ ǿƘŀǘ ȅƻǳΩǊŜ ǘŜƭƭƛƴƎ ƳŜ ƛǎ ȅƻǳ 

saved your company several thousand dollars in fines and fees all because you simply caught a 

ƎŀǊƴƛǎƘƳŜƴǘǎ ŜǊǊƻǊ ƛƴ ǘƘŜ ƴŜǿ ǎƻŦǘǿŀǊŜΦ  ²Ŝƭƭ ŘƻƴŜΗέ L ŜȄŎƭŀƛƳŜŘΦ 

Suddenly there was no denying her value.  As hard as she tried to make herself worthless in her own 

mind, she was faced with the fact that she was worth more than she was paid.  

What I learned was that so many people from the Baby Boomer era ōŜƭƛŜǾŜ ƛǘ ǘƻ ōŜ ŀ ǾƛǊǘǳŜ ǘƻ ōŜ ΨƘŀǊŘ 

ǿƻǊƪƛƴƎΩ ƛƴǎǘŜŀŘ ƻŦ ΨƘƛƎƘƭȅ ǊŜƭŜǾŀƴǘΩ ƻǊ ΨƘƛƎƘƭȅ ǾŀƭǳŀōƭŜΩΦ  ¢ƘŜȅ ǘƘƛƴƪ ǘƘŀǘ ǿƻǊƪƛƴƎ ƘŀǊŘ ƛǎ ǘƻ ōŜ ǊŜǿŀǊŘŜŘ 

ŀƴŘ ǎƻ ǘƘŜȅ ŀŎǘ ŀŎŎƻǊŘƛƴƎƭȅΦ  !ƴŘ ǘƘŜȅ ƛƴǎƛǎǘ ǘƘŀǘ ǘƘƻǎŜ ǿƘƻ ŘƻƴΩǘ ōŜƭƛŜǾŜ ǘǊŜŀǘ ǘƘŜƳ ŀǎ ƛŦ ƛǘ ǿŜǊŜ ǘǊǳŜΦ 

She wanted me to treat her as a hard working employee, and she wanted that to reflect in her resume 

and in her job search.  She did not want to be recognized as valuable apart from hard work.   

Let go for success 

At that point, I developed the concept of letting go.  I shared it with other clients who were insistent 

that the world treat them as hard working, loyal, wage slaves instead of highly valuable employees who 

get paid for preventing problems and making money, not working hard. 

I introduced them to a bobber.  Whenever I met a client that was reluctant to let go of the belief of 

ΨǿƻǊƪ ƘŀǊŘΩ L ŀǎƪŜŘ ǘƘŜƳ ŀōƻǳǘ ǘƘŜƛǊ ōŜƭƛŜŦǎ ŀōƻǳǘ ǘƘŜƳǎŜƭǾŜǎΣ ǘƘŜƛǊ ǿƻǊƪΣ ǘƘŜƛǊ ǾŀƭǳŜΦ  L ŀǎƪŜŘ ǘƘŜƳ 

ŀōƻǳǘ ǘƘŜ ƛƳǇƻǊǘŀƴŎŜ ƻŦ ǿƻǊƪƛƴƎ ƘŀǊŘ ŀƴŘ ǘƘŜƴ LΩŘ ŀǎƪ ǘƘŜƳ ΨIƻǿΩŘ ǘƘŀǘ ǿƻǊƪ ƻǳǘ ŦƻǊ ȅƻǳΚΩ  {ƛƴŎŜ ǘƘŜȅ 

were sitting in front of me because of a layoff, they had to admit that until recently, it had been working 

but now, not so good. 
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I would then ask them about bobbers and fishing.  ά{ŜŜΣ ŦƻǊ ǘƘŜ ƭƻƴƎŜǎǘ ǘƛƳŜΣ L ǳǎŜŘ ǘƻ ǘƘƛƴƪ ǿƻǊƪ ǿŀǎ ŀ 

struggle.  And sort of like climbing a mountain, you have to struggle and fight your way up the pyramid 

to make progress and get promoted.  I thought my career was like climbing a mountain, and I knew it 

ǿŀǎ ƎƻƛƴƎ ǘƻ ǘŀƪŜ ŀ ƭƻƴƎ ǘƛƳŜ ǘƻ ƳŀƪŜ ǇǊƻƎǊŜǎǎΦέ 

ά.ǳǘ ǘƘŜƴΣ L ǊŜŀƭƛȊŜŘ ǘƘŀǘ ōƻōōŜǊǎ ƘŀǾŜ ŀ ƴŀǘǳǊŀƭ ōǳƻȅŀncy, their natural state is to float on top of the 

ǿŀǘŜǊΦ  ¢ƘŜ ƻƴƭȅ ǘƛƳŜ ǘƘŜȅ ŘƻƴΩǘ ƛǎ ǿƘŜƴ ǘƘŜȅ ŀǊŜ ŎŀǳƎƘǘ ōȅ ǿŜŜŘǎ ŀǘ ǘƘŜ ōƻǘǘƻƳ ƻŦ ǘƘŜ ƭŀƪŜΦ  LŦ 

somehow we could teach the bobber to just let go of the weeds it would naturally pop up to the top.  I 

suddeƴƭȅ ǊŜŀƭƛȊŜŘ ƻƴŜ Řŀȅ ǘƘŀǘ ǘƘŀǘΩǎ Ƙƻǿ ŎŀǊŜŜǊǎ ŀǊŜ ŀǘ ǿƻǊƪΦ  LŦ ǿŜ Ƨǳǎǘ ƭŜǘ Ǝƻ ƻŦ ǘƘŜ ōŜƭƛŜŦǎ ǘƘŀǘ ƪŜŜǇ 

ǳǎ ŘƻǿƴΣ ǘƘŜ ōŜƭƛŜŦǎ ŀōƻǳǘ ƻǳǊ ǾŀƭǳŜΣ Ƙƻǿ ǿŜΩǊŜ ƴƻǘ ǿƻǊǘƘ ƛǘ ƻǊ ǿƘŀǘŜǾŜǊΣ ǿŜ Ŏŀƴ ǉǳƛŎƪƭȅ ǊƛǎŜ ǘƻ ǘƘŜ 

ǘƻǇΦέ   

To completely anchor the lesson I would ask if there was someone they knew at work that was a rising 

star.  Someone who seemed to be on the fast track and progressed quickly.  That would usually bring 

ǎƻƳŜƻƴŜ ǘƻ ƳƛƴŘΦ  L ǿƻǳƭŘ ŜȄǇƭƻǊŜ ǿƛǘƘ ǘƘŜƳ ǘƘŀǘ ǘƘŜȅ ƻŦǘŜƴ ŦŜƭǘ ǎƻƳŜ ǎƻǊǘ ƻŦ ǊŜǎŜƴǘƳŜƴǘ ƻǊ Ψƴƻǘ ŦŀƛǊΩ 

attitude toward that person who was getting promoted without putting in their time.  Often this person 

was not any smarter or talented than anyone else, but they certainly were more effective.   

I would explore and compare how this person, instead of being resented could be copied - If we just 

ǿƻǳƭŘ ƭŜǘ Ǝƻ ƻŦ ǘƘŜ ōŜƭƛŜŦ ǘƘŀǘ άL Ƴǳǎǘ ǿƻǊƪ ƘŀǊŘέ ŀƴŘ ǘƘŜ ƻǘƘŜǊ ōŜƭƛŜŦǎ ǿŜ ƛƴǎƛǎǘ ŀǊŜ ǘǊǳŜ ōǳǘ ŀǊŜƴΩǘ ǘǊǳŜ 

for others, we could start rising up in the organization more quickly, because we would have let go of 

the ōŜƭƛŜŦǎ ǘƘŀǘ ƘŜƭŘ ǳǎ ǘƻ ǘƘŜ ōƻǘǘƻƳ ƻŦ ǘƘŜ ƭŀƪŜ ŀƴŘ ǿŜΩŘ ǊŜǘǳǊƴ ǘƻ ƻǳǊ ƴŀǘǳǊŀƭ ǎǘŀǘŜΣ ōŜƛƴƎ ƻƴ ǘƻǇΦ 

²ƻǊƪ ƛǎƴΩǘ ǊŜŀƭƭȅ ƘŀǊŘΦ  !ǘ ƭŜŀǎǘΣ ǿƻǊƪ ƛǎƴΩǘ ƘŀǊŘ ǿƘŜƴ ǿŜΩǊŜ ǿƻǊƪƛƴƎ ƻǳǊ ǘŀƭŜƴǘǎ ŀƴŘ ƎƛŦǘǎΦ  Lƴ ŦŀŎǘΣ ǿƘŜƴ 

ǿŜΩǊŜ ǊŜŀŘȅ ǘƻ ǿƻǊƪ ƻǳǊ ǘŀƭŜƴǘǎ (as identified by Faith Ralston) instead of a job title, work becomes 

ŜŦŦƻǊǘƭŜǎǎΦ  L ǊŜŀŘ ŀ ōƻƻƪ άDo Less, Achieve Moreέ ōȅ Chin-Ning Chu.  The title was enough to cause me 

to grab the book.  The book was generalized enough to make it near irrelevant to my search for easy 

ǿƻǊƪΣ ƘƻǿŜǾŜǊΣ ǘƘŜ ǘƛǘƭŜ ŀƴŘ ǘƘŜ ƛƳǇƭƛŎƛǘ ǉǳŜǎǘƛƻƴ ǎǘǳŎƪ ǿƛǘƘ ƳŜΤ ά²Ƙŀǘ ǿƻǳƭŘ ƛǘ ƭƻƻƪ ƭƛƪŜ ǘƻ Řƻ ƭŜǎǎ ŀǘ 

ǿƻǊƪ ōǳǘ ŀŎƘƛŜǾŜ ƳƻǊŜΚέ  Lǘ ǿƻǳƭŘƴΩǘ ǘŀƪŜ ƭƻƴƎ ǘƻ ƎŜǘ the answer.  

As I was helping job seekers with their resumes, I was helping them discover their value and worth.  The 

particular difference ς I WAS NOT DISCOVERING THEIR VALUE AND WORTH, they were.  They were 

ŘƻƛƴƎ ǘƘŜ ΨƘŜŀǾȅ ƭƛŦǘƛƴƎΩ ƛƴ ǘƘŜ ŎƻƴǾŜǊǎŀǘƛƻƴΦ  Through the process of telling their story, they were 

remembering their value and discovering their worth apart from their company.  Truthfully, I did very 

little other than listen effectively.  In fact, by showing a genuine interest in their stories, I allowed them 

the space conversationally speaking to keep going until they learned for themselves how valuable they 

really were.  

L ōŜƎŀƴ ǘƻ ƴƻǘƛŎŜ ǘƘŀǘ ŀǘ ǘƘŜ ŜƴŘ ƻŦ ŜŀŎƘ Řŀȅ L ŘƛŘƴΩǘ ŦŜŜƭ ŘǊŀƛƴŜŘ ƻŦ ŜƴŜǊƎȅΣ ƛƴ ŦŀŎǘΣ L ōŜƎŀƴ ǘƻ ǊŜŀƭƛȊŜ 

ǘƘŀǘ L ǿŀǎƴΩǘ ΨǿƻǊƪƛƴƎ ƘŀǊŘΩ ŀǘ ŀƭƭΦ  L ǿŀǎ ƘŀǊŘƭȅ ǿƻǊƪƛƴƎΦ  L ǿŀǎƴΩǘ ƎƛǾƛƴƎ ŀƴȅǘƘƛƴƎ ƻǘƘŜǊ ǘƘŀƴ ǎǇŀŎŜ ŀƴŘ 

time.  Conversational space and relationship time to be exact.  In the midst of all that my clients were 

rediscovering their energy and motivation and as a result, neither of us felt drained, we both felt 

ŜƴŜǊƎƛȊŜŘΦ  !ǎ {ŜǘƘ ƳŜƴǘƛƻƴǎΣ ǘƘƛǎ ŀƭƭƻǿŜŘ ƳŜ ǘƻ ŎǊŜŀǘŜ ŀ ǘǊƛōŜ ƻŦ ǇŜƻǇƭŜ ǿƘƻ ŎŀƴΩǘ ƘŜƭǇ ōǳǘ ǊŜŦŜǊ ƳŜ ǘƻ 

others. 

http://www.amazon.com/Do-Less-Achieve-More-Discover/dp/0060988754
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{ƻ ƛǘ ƛǎ ǿƛǘƘ ŜŀŎƘ ƻŦ ǳǎΣ ǿƘŜƴ ǿŜ ŀƭƭƻǿ ƛǘΦ  ²Ŝ Ŏŀƴ ŦƛƴŘ ǿƻǊƪ ǘƘŀǘΩǎ ƴƻǘ ǿƻǊƪΣ ŜŦŦƻǊǘ ǘƘŀǘΩǎ ŜŦŦƻǊǘƭŜǎǎ ŀƴŘ 

ǾŀƭǳŜ ǘƘŀǘΩǎ ǳƴƭƛƳƛǘŜŘΦ  .ǳǘ ǿŜ ŎŀƴΩǘ ŘƛǎŎƻǾŜǊ ǘƘƛǎ ǿƘŜƴ ǿŜΩǊŜ ŎƭƛƴƎƛƴƎ ǘƻ όƻǊ ōŜƛƴƎ ŦƻǊŎŜŘ ǘƻ ŀŎŎŜǇǘύ 

ōŜƭƛŜŦǎ ǘƘŀǘ ŀǊŜƴΩǘ ǘǊǳŜ ŀōƻǳǘ ƻǳǊǎŜƭǾŜǎΣ ƻǳǊ ǿƻǊƪΣ ƻǳǊ ǿƻǊƭŘΦ   

LǘΩǎ ŜǾŜƴ ƳƻǊŜ ǘǊǳŜ ǘƻŘŀȅΣ ǿƘŜƴ ǿŜ ŀƭƭ ŀƎǊŜŜ ƛǘΩǎ ƴƻ ƭƻƴƎŜǊ ǘǊǳŜ ǘƘŀǘ ȅƻǳ ƴŜŜŘ ǘƻ ΨǿƻǊƪ hard, get a good 

ƧƻōΩ ς ƴƻ ƻƴŜ ōŜƭƛŜǾŜǎ ǘƘŀǘ ȅƻǳΩƭƭ ōŜ ǿƛǘƘ ŀ ŎƻƳǇŀƴȅ Ŧƻr life, let alone even 20 years, yet many people in 

Ǉƻǎƛǘƛƻƴǎ ƻŦ ŀǳǘƘƻǊƛǘȅ ŀŎǘ ŀǎ ƛŦ ƛǘΩǎ ǘǊǳŜ ŀƴŘ ǘƘŜȅ ƛƴǎƛǎǘ ǘƘŀǘ ŜǾŜǊȅƻƴŜ ŜƭǎŜ ŀŎǘ ŀǎ ƛŦ ƛǘΩǎ ǘǊǳŜ ǿƘŜƴ ƛǘΩǎ ƴƻǘΦ 

If left unchecked, this insistence feeds into and becomes part of the cultural divide between boomers 

ŀƴŘ ƳƛƭƭŜƴƴƛŀƭǎ ƛƴ ǘƘŜ ǿƻǊƪǇƭŀŎŜΦ  ά¸ƻǳΩǊŜ ƭŀȊȅ ŀƴŘ ŜƴǘƛǘƭŜŘΗέ ōŜŎƻƳŜ ǘƘŜ ǊŀƭƭȅƛƴƎ ŎǊȅ ƻŦ ōƻƻƳŜǊǎ ǿƘŜƴ 

milliennials refuse to act as if the world of work were stuck in the 8лΩǎΦ   

aƛƭƭŜƴƴƛŀƭǎ ŀǊŜƴΩǘ ƭŀȊȅ ƻǊ ŜƴǘƛǘƭŜŘ ς ǘƘŜȅ Ƨǳǎǘ ƪƴƻǿ .Φ {Φ ǿƘŜƴ ǘƘŜȅ ǎŜŜ ƛǘΣ ŀƴŘ ǘƘŜȅ ƘŀǾŜƴΩǘ ȅŜǘ ŀƎǊŜŜŘ ǘƻ 

behave against their beliefs.  ¸ƻǳ ƘŀǾŜ ƛƴǘǊƛƴǎƛŎ ǿƻǊǘƘ ŀƴŘ ǾŀƭǳŜΦ  LǘΩǎ ƴƻǘ ōŜŎŀǳǎŜ ƻŦ ǿƘŀǘ ȅƻǳ ŘƻΣ ǿƘŀǘ 

you know or your many years of experience.  Your value is based on what you can do for others.  And 

ǿƘŀǘ ȅƻǳ Ŏŀƴ Řƻ ŦƻǊ ƻǘƘŜǊǎ ŎŀǳǎŜǎ ǘƘŜƳ ǘƻ ǿŀƴǘ ǘƻ Ǉŀȅ ȅƻǳ ƻōǎŎŜƴŜ ŀƳƻǳƴǘǎ ƻŦ ƳƻƴŜȅ ƛŦ ǘƘŀǘΩǎ ǿƘŀǘ 

you want.  Baby Boomers have not figured that out yet.  They still insist they need to work hard, and 

they desperately wish it were true, to justify having done it for their entire career. 

Unfortunately, without an alternative belief system that works for minnennials, they are left holding the 

ōŀƎΦ  ¦ƴǘƛƭ ǘƘŜƛǊ ōƻƻƳŜǊ ŎƻǳƴǘŜǊǇŀǊǘǎ ǊŜǘƛǊŜ ǘƘŜǊŜ ǿƻƴΩǘ ōŜ ŀƴȅ Ǉƻǎƛǘƛƻƴǎ ƻŦ ǎƛƎƴƛŦƛŎŀƴǘ ŀǳǘƘƻǊƛǘȅ 

ŀǾŀƛƭŀōƭŜ ǘƻ ƳŀƪŜ ǘƘŜ ŎƘŀƴƎŜǎΦ  .ƻƻƳŜǊǎΩ ƳŜǊŜ ǇǊŜǎŜƴŎŜ ƛƴ Ǉƻǎƛǘƛƻƴǎ ƻŦ ŀǳǘƘƻǊƛǘȅ ƳŀƪŜǎ ƛǘ ƛƳǇƻǎǎƛōƭŜ 

for real change to happen, or does it? 

What if there were a way you could use their positions against them?  There is a martial arts concept of 

ǳǎƛƴƎ ǎƻƳŜƻƴŜΩǎ ŦƻǊŎŜ ŀǎ ƭŜǾŜǊŀƎŜ ŀƎŀƛƴǎǘ ǘƘŜƳΦ  LŦ ǎƻƳŜƻƴŜ ŀǘǘŀŎƪǎ ȅƻǳΣ ƛƴǎǘŜŀŘ ƻŦ ŘǳŎƪƛƴƎ ƻǊ ōƭƻŎƪƛƴƎ 

ȅƻǳ ƎǊŀō ƛǘ ŀƴŘ Ǉǳƭƭ ǘƘŜ ǇŜǊǎƻƴ ΨǘƘǊƻǳƎƘ ǘƘŜ ǇǳƴŎƘΩ ǎƻ ǘƘŀǘ ǘƘŜƛǊ force becomes too much for them to 

stop.  It throws them off balance and causes them to lose their position. 

If there were a way to use their leverage against them, what would that look like?  ²ŜΩƭƭ ŎƻǾŜǊ ǘƘƛǎ ƛƴ 

detail soonΣ ōǳǘ ŦƻǊ ƴƻǿΣ ǊŜŀƭƛȊŜ ǘƘŀǘ ǘƘŜȅΩǾŜ ǎǇŜƴǘ ŀ ƭƻǘ ƻŦ ƳƻƴŜȅΣ ŜƴŜǊƎȅ ŀƴŘ ǘŀƭŜƴǘ ŎǊŜŀǘƛƴƎ 

infrastructure that we can start using immediately.  We can use it to enrich them, ourselves and our 

ŎƭƛŜƴǘǎΦ  ²ƘŜƴ ǎƻƳŜǘƘƛƴƎ ƛǎ ŀǾŀƛƭŀōƭŜ ǘƻ ǳǎ ǿŜ ŘƻƴΩǘ ƴŜŜŘ ǇŜǊƳƛǎǎƛƻƴ ǘo start using it, nor do we need to 

wait to be granted the authority before we start capitalizing on the people, systems and processes that 

surround us.  What we need is to create value relationships that work for everyone. 

Recap 

[ŜǘΩǎ ǎǳƳƳŀǊƛȊŜ ǘƘŜ Ǉƻƛƴǘǎ so far: 

From H. S. Dent we learned that we are in for a cataclysmic, multiyear economic downturn, like Japan.  

This is important for 2 reasons, one there will be fantastic buying opportunities and 2 those systems, 

compŀƴƛŜǎ ŀƴŘ ƛƴǎǘƛǘǳǘƛƻƴǎ ƻǳǊ ǇŀǊŜƴǘǎ ǊŜƭƛŜŘ ǳǇƻƴ ŀƴŘ ŦŜǊǾŜƴǘƭȅ ōŜƭƛŜǾŜ ƛƴ ǿƻƴΩǘ ƭŀǎǘΦ  Lǘ ǿƛƭƭ ōŜ ǳǇ ǘƻ ǳǎ 

ǘƻ ǊŜŎǊŜŀǘŜ ǿŜŀƭǘƘ ƛƴ ǘƘŜ ƴŜǿ ƳƛƭƭŜƴƴƛǳƳΣ ŀƴŘ ǊŜǘǳǊƴƛƴƎ ǘƻ ƻƭŘ ǾŀƭǳŜǎΣ ƻƭŘ ǎȅǎǘŜƳǎ ŀƴŘ ƻƭŘ ōŜƭƛŜŦǎ ǿƻƴΩǘ 

save us.   

http://www.hsdent.com/
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From H. S. Dent we also learned that there are 2 new groups of workers emerging: front end browsers 

and back end servers.  Front end servers will be people who specialize in people and excel at connecting 

people into teams and resources into solutions for customers.  Back end servers are people who 

continually excel in a given domain of expertise.  They are the resident experts in a given technology, 

process or knowledgebase. 

Faith Ralston shows us how people are more than skills or job function.  They have a particular way of 

helping through their talents and when put in proper sequence for getting a task completed, can have a 

tremendous effect (or detriment) on success.  The gap is today almost no one in corporate America 

understands how to sequence people according to their talents (Diamonds at the start of a project, 

{ǇŀŘŜǎ ǘƻǿŀǊŘ ǘƘŜ ΨƎƻΩ ŘŀǘŜύΦ   

Today almost no one can imagine hiring and tasking someone with the primary responsibility of 

relationships for any project success (outside of sales).  Yet this is exactly what enables quick success for 

ŀƴȅ ǇǊƻƧŜŎǘΦ  tǊƻƧŜŎǘ ƳŀƴŀƎŜǊǎ ƪƴƻǿ ǘƘŜ ǘƘŜƻǊȅ ƻŦ tǊƻƧŜŎǘ aŀƴŀƎŜƳŜƴǘ ŘƻŜǎƴΩǘ ǿƻǊƪΣ ȅŜǘ ǘƘŜȅ ŎƻƴǘƛƴǳŜ 

to insist and act as if it does because they have no other viable management alternative.  This creates 

opportunity for people who want to succeed by not following the beliefs and rules of the Project 

Management Office.   

Lǘ ŀƭǎƻ ŎǊŜŀǘŜǎ ƻǇǇƻǊǘǳƴƛǘȅ ŦƻǊ ǳǎ ƛƴŘƛǾƛŘǳŀƭƭȅ ǿƘŜƴ ǿŜ ƘŀǾŜ ŀ ǘŀǎƪ ǘƻ ŎƻƳǇƭŜǘŜΦ  hƴŎŜ ǿŜΩǊŜ ŀōƭŜ ǘƻ Ǉǳǘ 

people in their proper oǊŘŜǊ ŦƻǊ ƎŜǘǘƛƴƎ ƻǳǊ ǘŀǎƪǎ ŘƻƴŜΣ ǿŜΩǊŜ ōŜǘǘŜǊ ŀōƭŜ ǘƻ ŜƴǊƛŎƘ ǘƘŜƳ ŦƻǊ ǘƘŜƛǊ 

contribution, not just their work. 

²Ŝ ŀƭǎƻ ǎŜŜ ǘƘŀǘ ǘƘŜ ōŜƭƛŜŦǎ ƻǳǊ ǇŀǊŜƴǘǎ ǘǊƛŜŘ ǘƻ ƎƛǾŜ ǳǎ όǿƻǊƪ ƘŀǊŘύ ŀǊŜ ŀ ŦŀƭƭŀŎȅ ŀƴŘ ŘƻƴΩǘ ǿƻǊƪΦ  Lƴ ŦŀŎǘΣ 

when people work from their talents - not their skills - work becomes effortless.  There is no more 

drained feeling at the end of the workday, because talent is an internal, gushing fountain of unlimited 

ability.  As we return to working from our talents (not skills) we find the source of unlimited energy.  If 

you want to make this a success for yourself you can choose to stop working hard (and stop working 

smart) and start working effortlessly.  Do less, achieve more.  

Katherine Kearney Ph.D. and Thomas White Ph.D showed us that there are two ways of viewing work, as 

a warrior (contest) or villager (collaboration).  These viewpoints are neither bad nor good, they simply 

are there.  Where they become a problem is when we try to inflict these views on others and insist they 

behave according to our viewpoint.  When we inflict our beliefs on our business structure (or school or 

ƻǘƘŜǊ ƛƴǎǘƛǘǳǘƛƻƴύ ǿŜ ŎǊŜŀǘŜ ŎƻƴŦƭƛŎǘ ŀƴŘ ŎƻƴŦƭƛŎǘ ŘŜǎǘǊƻȅǎ ǿŜŀƭǘƘΦ  {ƛƴŎŜ ǿŜΩǊŜ ǿƻǊking on our individual 

wealth, the last thing we need to do is sponsor conflict in the workplace by insisting our viewpoints are 

right or the only way.   

This conflict extends into our workplace, our interactions with customers and our perspective on 

competition.  I have repeatedly challenged the American business assumption that the competition is 

bad and must be crushed.  The energy expended on our side just to overcome, overpower and eliminate 

an opponent is a tremendous waste.  That energy could be better invested in delighting the customer 

and our employees to the point that we outpace, outplace and outdistance the competition to the point 

where they no longer are considered competition.   

http://www.playtoyourstrengths.com/
http://www.amazon.com/Men-Women-Work-Villagers-Differences/dp/B000ZJKXIU
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Taking our cue from the villagers metaphor and mindset, we can capitalize on others strengths, talents 

and position by treating them as a global village, a global farmers market where we can spot an 

opportunity, assemble the necessary back end servers into a new product or service that delights our 

customers.  Once we realize that the world is ours to assemble, we can realize this includes the people 

ŀǘ ƻǳǊ ƛƳƳŜŘƛŀǘŜ ǿƻǊƪǇƭŀŎŜΣ ǇŜƻǇƭŜ ƛƴ ƻǳǊ ŎƻƳǇŜǘƛǘƻǊΩǎ ǿƻǊƪǇƭŀŎŜΣ ǇŜƻǇƭŜ ŦǊƻƳ ŀŎǊƻǎǎ ǘƘŜ ƎƭƻōŜ ŀƴŘ 

right in our own backyard.  If necessary and helpful, it can include using the infrastructure of our current 

workplace, for a commensurate reward.  If they are unwilling, unable, or undesirable, we have the 

ability to reach out to their competition to fulfill our request.   

We no longer need the workplace, the workplace needs us.  In other words, the world of work needs us 

to produce value more than we need them to bless us with a job. 

Ruby Payne shows us how our beliefs hold us back.  And when those beliefs insinuate a system (work, 

ǎŎƘƻƻƭΣ ǊŜƭƛƎƛƻƴΣ ƛƴǎǘƛǘǳǘƛƻƴύ ǘƘƻǎŜ ǿƘƻ ŘƻƴΩǘ ŀƎǊŜŜ ǘƻ ǘƘƻǎŜ ōŜƭƛŜŦǎ ŀǊŜ ƴƻǘ ǿŜƭŎƻƳŜΦ  Today many baby 

boomers have insisted the right way to get ahead at work is to do what they did, as they were taught by 

their parents ς Ǉǳǘ ƛƴ ȅƻǳǊ ǘƛƳŜΣ ǿƻǊƪ ƘŀǊŘΣ Řƻ ŀ ƎƻƻŘ ƧƻōΣ ȅƻǳΩƭƭ ōŜ ǊŜǿŀǊŘŜŘΦ  ¢ƻŘŀȅ ŜǾŜǊȅƻƴŜ ƪƴƻǿǎ 

ŀƴŘ ƻŦǘŜƴ ŀŘƳƛǘǎ ǘƘŜǎŜ ōŜƭƛŜŦǎ ŘƻƴΩǘ ǿƻǊƪΣ ȅŜǘ Ƴŀƴȅ ōŀōȅ ōƻƻƳŜǊǎ όƻŦǘŜƴ ōŜŎŀǳǎŜ ǘƘŜȅ ŀǊŜ ƛƴ ǇƻǿŜǊύ 

insist that eǾŜǊȅƻƴŜ ŀŎǘ ŀǎ ƛŦ ǘƘŜȅ ŘƻΦ  ¦ƴŦƻǊǘǳƴŀǘŜƭȅΣ Ƴŀƴȅ ƳƛƭƭŜƴƴƛŀƭǎ ŀǊŜ Ψƴƻǘ ǿŜƭŎƻƳŜΩ ƛƴ ǘƘŜǎŜ 

ǎȅǎǘŜƳǎΣ ƛƴǎǘƛǘǳǘƛƻƴǎ ŀƴŘ ǿƻǊƪǇƭŀŎŜǎ ōŜŎŀǳǎŜ ǘƘŜȅ ǊŜŦǳǎŜ ǘƻ ŀŎǘ ΨŀǇǇǊƻǇǊƛŀǘŜƭȅΩΦ   

But we have an opportunity to change our beliefs and the beliefs of others by simply showing them their 

beliefs.  Once they see them, named and identified, they can choose new ones that are more 

appropriate.  This allows us to create a team that works according to what is appropriate to our 

common goals, our wealth and the personal wealth of others.  There’s no reason to not take ownership 

of our beliefs, otherwise, our beliefs own us. 

Glen Townsend shows us that cause is important because it creates resonance and a rally point with 

others.  Having a cause allows others to support our efforts to improve something or someone else.  

IŀǾƛƴƎ ŀ ŎŀǳǎŜ ŀǘ ǿƻǊƪ ƳŜŀƴǎ ȅƻǳΩǊŜ ǎƘƻǿƛƴƎ ǳǇ ōŜŎŀǳǎŜ ȅƻǳ ƳŀǘǘŜǊΣ ōŜŎŀǳǎŜ ǘƘŜ ŎŀǳǎŜ ƳŀǘǘŜǊǎΣ 

ōŜŎŀǳǎŜ ƛǘ ƴŜŜŘǎ ǘƻ ōŜ ƛƳǇǊƻǾŜŘ ŀƴŘ ȅƻǳΩǊŜ ǘƘŜ ƻƴŜ ǘƻ Řƻ ƛǘΦ  ¢Ƙƛǎ ǊƻƻƳ ǘƻ ǎǳǇǇƻǊǘ ŎǊŜŀtes space for 

others to give generously. 

Capitalize on your cause by finding sponsors who need you to be valuable to their audience.  Once you 

have a following, capitalize on that following by finding others who want to speak to your audience and 

will gladly pay you for the honor. 

Kate Madonna Hindes example illustrates how important it is to identify our passion and give ourselves 

permission to be the identity of whomever we need to be to fulfill that vision of success.  Just like an 

ŀǊǘƛǎǘ ŘƻŜǎƴΩǘ ƴŜŜŘ ǇŜǊƳƛǎǎƛƻƴ ǘƻ ǇŀƛƴǘΣ ǿŜ ŘƻƴΩǘ ƴŜŜŘ ǇŜǊƳƛǎǎƛƻƴ ǘƻ ōŜ ǿƘƻ ǿŜ ŀǊŜΦ  hƴŎŜ ǿŜ ƎƛǾŜ 

ourselves permission to be who we are, we start acting according to our beliefs about ourselves.  The 

best part is others start responding and treating us according to our identity.   

This is the secret, OTHERS TREAT US THE WAY WE EXPECT TO BE TREATED.  When our identity is 

ΨǿƻǊǘƘƭŜǎǎΩ ƻǊ ǿŜ ōŜƭƛŜǾŜ ǘƘŀǘ ƻǘƘŜǊǎ ƎǊŀƴǘ ǳǎ ƻǳǊ ƛŘŜƴǘƛǘȅ ŀƴŘ ǿƻǊǘƘΣ ǘƘŜȅ ǘǊŜŀǘ ǳǎ ŀǎ ƛŦ ǿŜ ŀǊŜ 

http://ahhaprocess.com/
http://ardaich.com/
http://girlmeetsgeek.com/
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worthless, or they treat us like they have power over us, to remove our identity (and by implication our 

worth).  This is the single biggest mistake Baby Boomer parents make when teaching their kids about 

work.  Our work does NOT grant us our identity or worth, no matter what they assert to the contrary.  

²Ŝ ŜŀŎƘ ŎƻƴǘǊƻƭ ŦƻǊ ƻǳǊǎŜƭǾŜǎ ƻǳǊ ƛŘŜƴǘƛǘȅ ŀƴŘ ǿƻǊǘƘΦ  ²Ŝ ŘƻƴΩǘ ƴŜŜŘ ǘƻ ŎƘƻƻǎŜ ǿƻǊǘƘƭŜǎǎƴŜǎǎΣ ǿŜ Ŏŀƴ 

choose to be high value. 

Robert Allen ς Instant wealth, no waiting. Identity is not given to us by our workplace.  Our workplace 

pays us in exchange for our value.  ¢ƘŜ ƳƻƳŜƴǘ ǿŜ ŎǊŜŀǘŜ ƳƻǊŜ ǾŀƭǳŜΣ ǿŜΩǊŜ ŀōƭŜ ǘƻ ŀǎƪ ŦƻǊ όŀƴŘ ƎŜǘύ ŀƴ 

increase in pay.  As we learned from Kate Madonna Hindes, if we shift our identity instead of our skills 

ǿŜΩƭƭ ŀŎƘƛŜǾŜ ŀ ƘƛƎƘŜǊ ƛƴŎƻƳŜ ƛƴ ŀ ŦŀǎǘŜǊ ŀƳƻǳƴǘ ƻŦ ǘƛƳŜΦ  The trick is to convert ourselves to a higher 

and better use.  This will allow our incomes to rise proportionally to our value contribution.   

Bill Jensen, Josh Klein  ƛƴ άHacking Workέ ǎƘƻǿ ǳǎ ǘƘŜ ƪŜȅ ƛǎ ǘƻ ǊŜƳŜƳōŜǊ ǘƘŀǘ ǿŜ ŘƻƴΩǘ ƴŜŜŘ ƻǳǊ 

workplace to reward our value.  We can create that financial reward ourselves, by collaborating with 

others.  We can just as easily make something others find valuable, someone other than our boss.  Look 

ŀǘ ȅƻǳǊ ŎƻƳǇŀƴƛŜǎ ŎǳǎǘƻƳŜǊǎΣ ȅƻǳǊ ŎƻƳǇŀƴƛŜǎ ǎǳǇǇƭƛŜǊǎΣ ǘƘŜƛǊ ŎƻƳǇŜǘƛǘƛƻƴΣ ȅƻǳǊ ŎǳǎǘƻƳŜǊǎΩ 

competition and consider what value you provide to the community of your industry.  When this is 

aligned together with prƻǾƛŘƛƴƎ ǾŀƭǳŜ ǘƻ ǇŜƻǇƭŜ ŀƴŘ ŎŀǳǎŜǎ ȅƻǳΩǊŜ ǇŀǎǎƛƻƴŀǘŜ ŀōƻǳǘΣ ȅƻǳ ōŜƎƛƴ ǘƻ 

understand the value of helping others. 

Seth Godin ς Among the many things Seth Godin teaches, some points are hyper-relevant to our 

individual work situations.  First, be the artist, then lead your tribe.  We become the artist by 

understanding our individual talents and gifts and start using them in a way that others find valuable.  

We find our tribes by seeking out those who need and want our help so badly they will gladly pay 

ǿƘŀǘŜǾŜǊ ǿŜ ŀǎƪ ƛƴ ŦƛƴŀƴŎƛŀƭ ǘŜǊƳǎΣ ōŜŎŀǳǎŜ ǘƘŜ Ŏƻǎǘ ƛǎ ƴƻǘ ǘƘŜ ƛǎǎǳŜ ŦƻǊ ǘƘŜƳΣ ƛǘǎ ǎǳŎŎŜǎǎΦ  {ǳŎŎŜǎǎ ǿŜΩǊŜ 

ƛƴ ŀ Ǉƻǎƛǘƛƻƴ ǘƻ ƘŜƭǇ ǘƘŜƳ ŀŎƘƛŜǾŜΦ  ¢ƘŜȅ ǿƛƭƭ ƎƭŀŘƭȅ Ǉŀȅ ȅƻǳ ǘƻ ƳŀƪŜ ǘƘŜƳ ǎǳŎŎŜǎǎŦǳƭΣ ŀƴŘ ǘƘŜȅΩƭƭ ǘŜƭƭ 

others in your tribe. 

Be indispensible – Larry Myler 

Iƻǿ Řƻ ȅƻǳ ǊŜŀƭƭȅ Ǝƻ ŦǊƻƳ ŎƭǳŜƭŜǎǎ ǘƻ ǇǊƛŎŜƭŜǎǎΚ  ²ƘŜƴ ȅƻǳΩǊŜ ǊŜŀŘȅ ǘƻ ƘŀǾŜ ȅƻǳǊ ƴŜȄǘ ǎǳƎƎŜǎǘƛƻƴ 

quickly adopted, Larry has the answer. 

There is a secret language of money, learn to read a Profit and Loss statement and figure ƻǳǘ ǘƘŜ ΨǎŜŎǊŜǘ 

ƭŀƴƎǳŀƎŜΩ ƳŀƴŀƎŜǊǎ ǳǎŜ ǿƘŜƴ ǘƘŜȅ ǘŀƭƪ ǘƻ ŜŀŎƘ other.  You would study any language of any country 

ȅƻǳ Ǿƛǎƛǘ ǎƻ ȅƻǳ Ŏŀƴ ǘŀƭƪ ǘƻ ǘƘŜ ƭƻŎŀƭǎΣ ǊƛƎƘǘΚ  {ŀƳŜ ƘŜǊŜΣ ȅƻǳΩǊŜ ǾƛǎƛǘƛƴƎ ƛƴ ǘƘŜ ŦƻǊŜƛƎƴ country of 

ΨōǳǎƛƴŜǎǎΩ ŀƴŘ ȅƻǳ ƴŜŜŘ ǘƻ ƭŜŀǊƴ ǘƻ ǎǇŜŀƪ ǘƘŜƛǊ ƭŀƴƎǳŀƎŜ ǘƻ ƘŀǾŜ ǎǳŎŎŜǎǎΦ  {ǇŜŀƪ ǘƻ them in a way that 

makes you indispensible.   

LŦ ȅƻǳ ǿŀƴǘ ǘƻ ƳŀƪŜ ȅƻǳǊ ǿƻǊƪ ŜŀǎƛŜǊΣ ȅƻǳΩƭƭ ƭŜŀǊƴ ǘƻ ǎǇŜŀƪ ǘƘƛǎ ƭŀƴƎǳŀƎŜ ŀǎ Ŝŀǎƛƭȅ ŀǎ ōǊŜŀǘƘƛƴƎΦ  [ŀǊǊȅ 

has provided you a tremendous free tool on his website (http://moreorlessinc.com) that elegantly 

formats your ideas in a convenient, easy to understand financial language. 

http://www.robertgallen.com/
http://hackingwork.com/
http://www.sethgodin.com/
http://moreorlessinc.com/
http://moreorlessinc.com/
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Alan Hill - You have intrinsic value.  Your value is not your job, your skills or education.  Your value is 

ǿƘŀǘ ȅƻǳ Ŏŀƴ Řƻ όŀƴŘ ƘŀǾŜ ŘƻƴŜύ ŦƻǊ ƻǘƘŜǊǎΦ  5ƻƴΩǘ ōŜƭƛŜǾŜ ǘƘŀǘ ǿƻǊƪ ƎƛǾŜǎ ȅƻǳ ǾŀƭǳŜ ŀƴŘ ǿƻǊǘƘΦ  ¢ƘŜȅ 

ŘƻƴΩǘ ƎƛǾŜ ȅƻǳ ȅƻǳǊ ǾŀƭǳŜΣ ǘƘŜȅ Ǉŀȅ ȅƻǳ ŦƻǊ your value and worth. 

How do you find your value and worth?  Identify your talents, combined with the times people were 

impressed with what you did and how easy you made it look.  These clues are breadcrumbs to showcase 

your value to others.   

 H. S. Dent ς Specialize or generalize, and be ready to capitalize on the biggest garage sale in 

economic history. 

 Faith Ralston ς Talents are gold.  Keep your people close and put them in the right order for 

success according to their talents.  Working talents makes work effortless. 

 Katherine Kearney Ph.D. and Thomas White Ph.D ς Warriors or Villagers, your choice how you 

want to create wealth in the new economy.  Whatever you choose, remember, you no longer 

have to take what the boss is giving you.  You can turn the tables and make use of what and who 

surround you for your own success. 

 Ruby Payne ς 5ƻƴΩǘ ōŜƭƛŜǾŜ ŜǾŜǊȅǘƘƛƴƎ ǘƘŜȅ ǘŜƭƭ ȅƻǳΦ  5ƻƴΩǘ ōŜƭƛŜǾŜ ŜǾŜǊȅǘƘƛƴƎ ǘƘŜȅ ƛƴǎƛǎǘ ƛǎ ǘǊǳŜΦ  

.ŜƭƛŜǾŜ ǿƘŀǘ ȅƻǳ ǿŀƴǘ ǘƻ ōŜƭƛŜǾŜ ōǳǘ ǊŜƳŜƳōŜǊΣ ǘƘŜȅΩǊŜ ǎǘƛƭƭ Ƨǳǎǘ ōŜƭƛŜŦǎ ŀƴŘ ǘƘŜȅ ŀǊŜƴΩǘ ǘǊǳŜΣ 

even if everyone insists they are and even if they insist you act as if they are.  You can teach 

others new beliefs and you can create systems that utilize beliefs appropriate to accomplishing 

the result you desire. 

 Glen Townsend ς 5ƻƴΩǘ ŦƻǊƎŜǘ ȅƻǳǊ ŎŀǳǎŜΣ ƳŀƪŜ ȅƻǳǊ ŎŀǳǎŜ ǿƘŀǘ ƳŀǘǘŜǊǎ ǘƻ ƻǘƘŜǊǎΣ ǘƘŜȅΩƭƭ 

gladly give you money and support. 

 Kate Madonna Hindes ς ¸ƻǳǊ ƛŘŜƴǘƛǘȅ ƛǎ ŎǊǳŎƛŀƭƭȅ ƛƳǇƻǊǘŀƴǘ ǘƻ ȅƻǳǊ ǎǳŎŎŜǎǎΦ  .ŜȅƻƴŘ ΨōŜƭƛŜǾŜ ƛƴ 

ȅƻǳǊǎŜƭŦΩΣ ǎǇŜŎƛŦƛŎŀƭƭȅ ƛŘŜƴǘƛŦȅ ǿƘƻ ȅƻǳ are, what role you get the most joy out of fulfilling at 

ǿƻǊƪ ŀƴŘ .9 ǘƘŀǘ ǊƻƭŜΣ ŘƻƴΩǘ ǎŜŜƪ ǇŜǊƳƛǎǎƛƻƴ ǘƻ ōŜ ǿƘƻ ȅƻǳ ŀǊŜΦ    

 Robert Allen ς Instant wealth, no waiting.  Convert yourself, your identity to a higher and better 

ǳǎŜΦ  5ƻƴΩǘ ƭŜǘ ȅƻǳǊ ǿƻǊƪǇƭŀŎŜ ŘƛŎǘŀǘŜ ȅƻǳǊ ǾŀƭǳŜ ǘƻ ȅƻǳΦ 

 Bill Jensen, Josh Klein  IŀŎƪƛƴƎ ǿƻǊƪΦ  5ƻƴΩǘ ƭƛƳƛǘ ȅƻǳǊǎŜƭŦ ǘƻ ǇǊƻǾƛŘƛƴƎ ǾŀƭǳŜ ǘƻ ȅƻǳǊ ōƻǎǎΦ  [ƻƻƪ 

outside your workplace.   

 Seth Godin ς Your skills, experience and knowledge can be packaged into a convenient use for 

others in your industry and in other industries.  5ƻƴΩǘ ƭŜǘ ǘƘŜƳ ŦƭƻǳƴŘŜǊ ǿƘŜƴ ȅƻǳ Ŏŀƴ ŎǊŜŀǘŜ ŀ 

spreadsheet, program or ebook that will help their business and make them successful.  That 

approach has real, tangible, convertible value.  They will gladly pay you to make them 

ǎǳŎŎŜǎǎŦǳƭΣ ŀƴŘ ǘƘŜȅΩƭƭ ǘŜƭƭ ƻǘƘŜǊǎΦ 

 Larry Myler ς there is a secrŜǘ ƭŀƴƎǳŀƎŜ ƻŦ ƳƻƴŜȅ ƛƴ ōǳǎƛƴŜǎǎΣ ƛǘΩǎ ŀ ǎŎƻǊŜŎŀǊŘΦ  ¸ƻǳΩǾŜ ōŜŜƴ 

ŘƻƛƴƎ ƎǊŜŀǘ ǘƘƛƴƎǎ ōǳǘ ȅƻǳΩǾŜ ƴƻǘ ōŜŜƴ ƪŜŜǇƛƴƎ ǎŎƻǊŜ ς change that immediately.  And when you 

do, your ideas and suggestions for improvement will be quickly adopted without struggle on 

your part. 

 Alan Hill - You have intrinsic value.  Your value is not your job, your skills or education.  Your 

value is what you can do (and have done) for others. 

http://www.themiracleworker.wordpress.com/
http://hsdent.com/
http://www.playtoyourstrengths.com/
http://www.amazon.com/Men-Women-Work-Villagers-Differences/dp/B000ZJKXIU
http://ahhaprocess.com/
http://ardaich.com/
http://girlmeetsgeek.com/
http://www.robertgallen.com/
http://hackingwork.com/
http://www.sethgodin.com/
http://moreorlessinc.com/
http://www.themiracleworker.wordpress.com/
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How can we use these to create something where collaboration wins in the marketplace for each of us? 

Act Now 

9ǾŜǊ ŎƻƴǎƛŘŜǊ Ƙƻǿ ǘƘŜ ƳŀǊƪŜǘǇƭŀŎŜ ǿƻǊƪǎΚ  !ǎ ŎƻƴǎǳƳŜǊǎ ǿŜΩǊŜ ǘǊŀƛƴŜŘ ǘƻ ŦƻŎǳǎ ƻƴ ǘƘŜ ŜƴŘ ƻŦ 

ŜǾŜǊȅǘƘƛƴƎΦ  !ǎ ŎƻƴǎǳƳŜǊǎ ǿŜ ŀǎƪ ƻǳǊǎŜƭǾŜǎ ά5ƛŘ L ƎŜǘ ƳƻǊŜ ƛƴ ǾŀƭǳŜ ǘƘŀƴ L ƎŀǾŜ ƛƴ ǊŜǘǳǊƴΚέ  .ǳǎƛƴess 

ǇŜƻǇƭŜ ŀǎƪ ǘƘŜƳǎŜƭǾŜǎ ά5ƛŘ L ƎƛǾŜ ƳƻǊŜ ƛƴ ǾŀƭǳŜ ǘƘŀƴ L ŀǎƪŜŘ ƛƴ ǊŜǘǳǊƴΚέ ōŜŎŀǳǎŜ ǘƘŜȅ ƭƻƻƪ ŀǘ ŀ ŘƛŦŦŜǊŜƴǘ 

part of the supply chain.  We can adopt a business mindset in our work, and in our daily activities.  Doing 

so will cause people to willingly help us and support our cause.  By giving them more than we ask in 

ǊŜǘǳǊƴΣ ǿŜΩǾŜ ƎƛǾŜƴ ǘƘŜƳ ŀ ǎǘǊƻƴƎ ƳƻǘƛǾŀǘƛƻƴ ǘƻ ƘŜƭǇ ǳǎ ōŜŎƻƳŜ ŦƛƴŀƴŎƛŀƭƭȅ ǿŜŀƭǘƘȅΦ 

Doing so will allow us to take advantage of and put to immediate use the vast resources our company 

has made available to us in the form of people, productivity, computers, systems, processes and more.  

hƴŎŜ ǿŜ ǳƴŘŜǊǎǘŀƴŘ Ƙƻǿ ǎƛƳǇƭŜ ǘƘƛǎ ƛǎ ǿŜΩƭƭ Ŝŀǎƛƭȅ ōŜ ŀōƭŜ ǘƻ ŎƻƴǾŜǊǘ ǘƘŜ ŜŦŦƻǊǘ ƻŦ ƻǳǊǎŜƭǾŜǎ ŀƴŘ ƻǘƘŜǊǎ 

into money.  Moreover, they will be glad to assist us in this because financially they will be better off by 

helping us. 

But how exactly would this work in the workplace? 

First and most importantly, we must have clear the definite aim or cause as Glen Townsend has 

explained to us.  Without a definite cause, without our internal tuning forks resonating with a definite 

purpose and plan, no one will be attracted to helping us.  Without a purpose, others will continually ask 

ǳǎ ΨǎƛŘŜƭƛƴŜΩ ǉǳŜǎǘƛƻƴǎ ǘƘat are seemingly irrelevant.  However, without our purpose of achievement 

clearly in our mind others will hesitate to help us.   

We find our cause by finding out who we choose to help as a group, as a community, as an identifiable 

class of people that seek to improve their lot in life and need our help to do so. 

Perhaps it is the unemployed, or unemployed women, or the impoverished in Atlanta, or young 

executives.  Perhaps you wish to help college age adults seeking to understand their place in the world.   

Regardless of your cause, identify how you intend to help them, what services do you intend to offer in 

exchange for payment.  If I were to invest in you, how would you put that money to use and achieve a 

greater return of financial value?   

Do not be deceived into thinking that you are offering charity.  If your aim is to be charitable with others 

ƳƻƴŜȅ ǎŀȅ ǎƻ ǳǇ ŦǊƻƴǘΦ  5ƻ ƴƻǘ ƘƛŘŜ ōŜƘƛƴŘ ŀ ǾŜƴŜŜǊ ƻŦ ΨƛƴǾŜǎǘƳŜƴǘ ƛƴ ǘƘŜ ǿŜƭƭ ōŜƛƴƎ ƻŦ ƻǘƘŜǊǎΩ ƻǊ ǎƻƳŜ 

other nonsense statements.  State clearly you intend to give the money away in an orderly fashion. 

However, if you intend to create wealth for yourself and others, you can do so in the form of providing 

more value than you ask in return.  Have your plan in place to do this and be ready to share that plan 

with others and you shall quickly have all the financial success you deserve.  If you find that you are not 

receiving money and payment from others as quickly as you would like, re-examine this section to see 

where you have failed to make your plans clear for others to see how they benefit from helping you help 

others.  

http://ardaich.com/
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How it works 

You are quite familiar with craigslist and eBay, and how they offer things of value in exchange for 

money.  Pay particular attention - because the astute observer will notice that what is actually 

happening is someone (a seller) is offering something they have an abundance of in exchange for 

something they want, money.   

So the formula for money is abundance – traded for – money. 

On the other side, someone is offering money in exchange for something they dearly want more than 

money.  Something they perceive they lack, whatever that is.  It may be a lack of a physical thing, 

computer, bike, electronics, books, etc.  Or it more correctly is the emotional empowerment that comes 

from the enjoyment of the thing.  I will be viewed as more successful, handsome, secure, accepted, 

ǎƳŀǊǘ ƻǊ ōŜŀǳǘƛŦǳƭ ƛŦ L ǇƻǎǎŜǎǎ ŀƴŘ ǳǎŜ ǘƘƛǎ ΨǘƘƛƴƎΩ ŦƻǊ ǿƘƛŎƘ L ǿƻǳƭŘ gladly exchange my money. 

²Ŝ ŘƻƴΩǘ ƴŜŜŘ Ŝ.ŀȅ ƻǊ /ǊŀƎǎƭƛǎǘ ǘƻ ŀŎƘƛŜǾŜ ǘƘƛǎ ŜȄŎƘŀƴƎŜΣ ǘƘƻǳƎƘ ŀŘƳƛǘǘŜŘƭȅ ƛǘ ƛǎ ǾŜǊy convenient to use 

them.  What we need is to simply understand that there is a transaction taking place and that the nature 

of that transaction is an exchange of money to achieve desired emotional state.  Furthermore, that 

exchange of money is happening most readily with someone who possesses in abundance that which we 

desire. 

[ŀǘŜǊ ǿŜΩƭƭ ŎƻǾŜǊ ǘƘŜ ǘƻǇ мл ŜƳƻǘƛƻƴŀƭ ƴŜŜŘǎ ŦƻǊ ǿƘƛŎƘ ǇŜƻǇƭŜ ƎƭŀŘƭȅ ǘǊŀŘŜ ǘƘŜƛǊ ƳƻƴŜȅΦ  [ŜǘΩǎ identify 

that which we have in abundance and to identify those who lack this particular abundance, then setup 

and establish an exchange of our abundance for their money.   

If we wish to enhance our potential for money we can readily teach others to identify their particular 

storehouse of abundance and trade with them directly from their abundance and ours. 

In this way everyone wins. 

If this seems too esoteric to you, perhaps it would serve to have an example at this point. 

A working example 

Imagine for a moment a sales person at any large corporation.  His job is to go out and meet new clients 

and obtain new sales.  Unfortunately for him, this means that he has no time to service his existing 

clients in the manner he wishes.  Let us further imagine that he is dismayed at the lack of special 

treatment the customer service department provides those customers he considers friends.   

Meanwhile, elsewhere in the corporation, there is an administrative support professional.  She is quite 

handy with details and organization, and she manages her time so efficiently that she has an abundance 

of it.  In ŦŀŎǘ ǘƘƛǎ ƛǎ ǿƘŀǘ ƳŀƪŜǎ ƘŜǊ ǎƻ ƎƻƻŘ ŀǘ ƘŜǊ Ƨƻō ƻŦ ƳŀƴŀƎƛƴƎ ƘŜǊ ōƻǎǎΩǎ ŎŀƭŜƴŘŀǊ ŀƴŘ ǿƻǊƪ ŘŜǘŀƛƭǎΦ  

¦ƴŦƻǊǘǳƴŀǘŜƭȅΣ ǎƘŜΩǎ ƴƻǘ ŀōƭŜ ǘƻ ŜŀǊƴ ǘƘŜ ƛƴŎƻƳŜ ǎƘŜ ǿƻǳƭŘ ƭƛƪŜ ŀƴŘ ƛǎ ŎƻƴǎƛŘŜǊƛƴƎ ǘŀƪƛƴƎ ŀ ǎŜŎƻƴŘ ƧƻōΦ 

Why not put these two needs together?  One has a lack of time to service their clients, the other has an 

abundance of time.  What would an exchange between them look like? 
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The enterprising sales person could approach the administrative professional and offer to teach her the 

basics of handling orders and upselling clients on additional goods and services when they call.  This is 

good for the client because they get treated professionally and with the same consideration the sales 

person would if he were able and had time. 

The administrative professional gets the benefit of putting her additional time to good use, without the 

inconvenience of taking a second job, which with the travel time alone would eat up a lot of time in 

unproductive hours.  In addition, she is increasing her income because the sales person offered to 

provide her with a 15% commission out of his own pocket on the increase of each additional sale.  When 

you consider that the customer service department does not upsell clients but only takes the orders as 

submitted by the client, the salesperson wins tremendously.  His income increases and his customer 

satisfaction dramatically improves. 

Emotions are worth money 

.ŜŦƻǊŜ ǿŜ ƳƻǾŜ ƻƴΣ ƭŜǘΩǎ ŎƻǾŜǊ Ƙƻǿ ǇŜƻǇƭŜ ǿƛƭƭ ǘǊŀŘŜ ŀƭƭ ƳŀƴƴŜǊ ƻŦ ƳƻƴŜȅΣ ǿŜŀƭǘƘ ŀƴŘ ƛǘŜƳǎ ƻŦ ǾŀƭǳŜ ƛƴ 

exchange for emotions.   

Many years ago when I was starting my career in electronics, I took a job at Best Buy as the Store 

Technician.  There was very little technical ability required so I was soon looking for another job more 

aligned with my interests to work on Personal Computers.  Meanwhile, one of my friends received a 

ǇǊƻƳƻǘƛƻƴ ǘƻ ǎŀƭŜǎ ǇŜǊǎƻƴ ƛƴ .Ŝǎǘ .ǳȅΩǎ ŎƻƳǇǳǘŜǊ ŘŜǇŀǊǘƳŜƴǘΦ   

I was delighted for him, except a week after working in the department he came to me rather 

ŘŜǇǊŜǎǎŜŘΦ  Lǘ ǿŀǎƴΩǘ ǿƻǊƪƛƴƎ ƻǳǘ ŀǎ ƘŜΩŘ ƘƻǇŜŘ ǎƻ L ŀǎƪŜŘ ƘƛƳ what was he doing during the sale. 

άL ŜȄǇƭŀƛƴ ŀƭƭ ǘƘŜ ǘŜŎƘƴƛŎŀƭ ŘŜǘŀƛƭǎ ǘƻ ǘƘŜ ŎǳǎǘƻƳŜǊέ ƘŜ ǎŀƛŘΦ άLΩƭƭ ŜȄǇƭŀƛƴ Ƙƻǿ ƳǳŎƘ w!a ƛǘ ƘŀǎΣ ǘƘŜ ƘŀǊŘ 

ŘǊƛǾŜ ŎŀǇŀŎƛǘȅ ŀƴŘΧέ !ǘ ǘƘŀǘ Ǉƻƛƴǘ L ƛƴǘŜǊǊǳǇǘŜŘ ƘƛƳ 

άbƻΣ ƴƻ ƴƻ ƴƻΗέ L ǎǘŀǘŜŘ ŜƳǇƘŀǘƛŎŀƭƭȅ ά²Ƙȅ ǿƻǳƭŘ ȅƻǳ Řƻ ǘƘŀǘΚέ L ŀǎƪŜŘΦ 

ά.ŜŎŀǳǎŜ L ǿŀƴǘ ǘƘŜƳ ǘƻ ƳŀƪŜ ŀ ƎƻƻŘ ŘŜŎƛǎƛƻƴΦέ  IŜ ŦŜƭǘ ǘƘŀǘ ǘƘŜǎŜ ǇŜƻǇƭŜ ǿŜǊŜ ŎƻƳƛƴƎ ǘƻ ƘƛƳ ŦƻǊ 

information. 

άbƻΣ ǘƘŀǘΩǎ ƴƻǘ ǿƘȅ ǘƘƻǎŜ ǇŜƻǇƭŜ ŀǊŜ ǎǘŀƴŘƛƴƎ ǘƘŜǊŜ ƛƴ ŦǊƻƴǘ ƻŦ ȅƻǳΦ  ¢ƘŜȅ ŀƭǊŜŀŘȅ ƪƴƻǿ ŀƭƭ ǘƘŀǘΣ ǘƘŜȅ 

have it in the circular froƳ ǘƘŜ ƴŜǿǎǇŀǇŜǊΦ  ¢ƘŜȅ ǇǊƻōŀōƭȅ ŜǾŜƴ ƘŀǾŜ ƛǘ ƛƴ ǘƘŜƛǊ ƘŀƴŘΣ ǊƛƎƘǘΚ ¢ƘŜȅ ŘƻƴΩǘ 

ƴŜŜŘ ȅƻǳ ǘƻ ǊŜŀŘ ƛǘ ǘƻ ǘƘŜƳΦ  ¢ƘŜȅ ŘƻƴΩǘ ƴŜŜŘ ƛƴŦƻǊƳŀǘƛƻƴ ŦǊƻƳ ȅƻǳΣ ǘƘŜȅ ƴŜŜŘ ŜƳƻǘƛƻƴŀƭ ǊŜŀǎǎǳǊŀƴŎŜ 

ǘƘŀǘ ǘƘŜȅΩǊŜ ƳŀƪƛƴƎ ŀ ƎƻƻŘ ŘŜŎƛǎƛƻƴΦέ 

My friend blinked bewildered.  It was clŜŀǊ ƘŜ ǳƴŘŜǊǎǘƻƻŘ ōǳǘ ŘƛŘƴΩǘ ƪƴƻǿ Ƙƻǿ ǘƻ ŀǇǇƭȅ ǿƘŀǘ ƘŜ Ƨǳǎǘ 

learned. 

άhƪΣ ƭƻƻƪέ L ŎƻƴǘƛƴǳŜŘΦ  άbŜȄǘ ǘƛƳŜ ǎƻƳŜƻƴŜ ŎƻƳŜǎ ǘƻ ȅƻǳ ŀƴŘ ŀǎƪǎ ŀōƻǳǘ ŎƻƳǇǳǘŜǊǎΣ ŀǎƪ ǘƘŜƳ ǘƘƛǎΥ  

Ψ²Ƙŀǘ ƳƻŘŜƭ ŀǊŜ ȅƻǳ ƭƻƻƪƛƴƎ ŀǘΚΩ ŀƴŘ ǿƘƛŎƘŜǾŜǊ ƻƴŜ ǘƘŜȅ Ǉƻƛƴǘ ǘƻ ǎŀȅ ǘƘƛǎ ΨǘƘŀǘΩǎ ŀ ǎƳŀǊt decision, 
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ǘƘŀǘΩǎ ǘƘŜ ƻƴŜ L ōƻǳƎƘǘΦΩ  !ƴŘ ƛŦ ȅƻǳ ŎŀƴΩǘ ǎŀȅ ǘƘŀǘ ǎŀȅ ΨǘƘŀǘΩǎ ŀ ǎƳŀǊǘ ŘŜŎƛǎƛƻƴΣ ǘƘŀǘΩǎ ǘƘŜ ƻƴŜ L ǿƛǎƘ L ƘŀŘ 

ōƻǳƎƘǘΣ ŀƴŘ ƘŜǊŜΩǎ ǿƘȅΦΩ ¢ƘŜƴ ǘŜƭƭ ǘƘŜƳ ƻƴƭȅ ƻƴŜ ŦŜŀǘǳǊŜ ǘƘŀǘ ƳŀƪŜǎ ƛǘ ŀ ōŜǘǘŜǊ ōǳȅ ǘƘŀƴ ǘƘŜ ƻǘƘŜǊǎΦέ 

My friend was delighted, the next week he came to me with a huge grin on his face because he was 

number one in sales in his department.  He had learned that people buy on emotion, not facts. 

aƻǊŜ ǎǇŜŎƛŦƛŎŀƭƭȅΣ ǇŜƻǇƭŜ .¦¸ 9ah¢LhbΦ  tŜƻǇƭŜ ǿƛƭƭƛƴƎƭȅ ǘǊŀŘŜ ǘƘŜƛǊ ƳƻƴŜȅ ŦƻǊ ŜƳƻǘƛƻƴΦ  LŦ ǿŜΩǊe going 

ǘƻ ǘǊŀŘŜ ǿƛǘƘ ƻǘƘŜǊǎΣ ǿŜ ƴŜŜŘ ǘƻ ƪƴƻǿ ǘƘƛǎ ŀƴŘ Ǉǳǘ ƛǘ ƛƴǘƻ ǇǊŀŎǘƛŎŜΦ  [ŜǘΩǎ ŜȄǇƭƻǊŜ ǿƘŀǘ ŜƳƻǘƛƻƴǎ ǇŜƻǇƭŜ 

buy. 

The top 10 emotional wants are based on an article by Dr. Douglas Ramm  
1. Meaningful material objects are the necessities of life, as well as those tangible entities 

ǘƘŀǘ ŎƻƴǘǊƛōǳǘŜ ǘƻ ŀ ǇŜǊǎƻƴΩǎ ŎƻƴǘŜƴǘƳŜƴǘ ŀƴŘ ǎŀǘƛǎŦŀŎǘƛƻƴ ƛƴ ƭƛǾƛƴƎΦ 

2. Money is cash, credit, stocks, bonds, coupons, insurance benefits or any other object 

that can be used as a medium of exchange. 

3. Affirmation is the experience of being recognized as an adequate, competent, 

acceptable, desirable and/or lovable human being. 

4. Companionship is the experience we have when we share concerns, interests and 

activities with people whose company we enjoy. 

5. Intimacy occurs in relationships that already involve affirmation and companionship. 

They are where we can also share thoughts, emotions and experiences that could be 

embarrassing or lead to ridicule or rejection, but the other person in the relationship 

continues to remain affirming. 

6. Health is the state of physical and mental well-being, which is characterized by the 

absence of disease, disability and pain. 

7. A rewarding occupation is one where we enjoy the tasks involved, are competent at 

performing those tasks and experience a sense of accomplishment from a job well done. 

8. Rewarding recreation is a sense of renewal obtained from an activity pursued for the 

mere joy or pleasure it provides and which allows us to return to the tasks of living 

refreshed and renewed. 

9. Freedom is the ability to do what we want to do when we want to do it. It includes 

liberty as well as the ability to think freely, to express our own ideas and to initiate 

courses of action without the fear that engaging in personally fulfilling behavior will 

prompt some unjustified verbal or physical aggression in response. 

10. Security is physical safety as well as confidence in our ability to obtain or maintain the 

other nine core values. 

!ǎ ǿŜ Ŏŀƴ ǎŜŜ ǘƘŀǘΩǎ ŀƴ ŀƳŀȊƛƴƎ ƭƛǎǘΦ  hŦ ŎƻǳǊǎŜ ǘƘŜǊŜ ŀǊŜ ƳƻǊŜΣ ōǳǘ ǇŜƻǇƭŜ ǿƛƭƭƛƴƎƭȅ ōǳȅ ǘƘŜǎŜ ŜƳƻǘƛƻƴǎΣ 

and they willingly give money for products and services they feel will give them these emotions. 

So the successful trader is able to trade emotional desire for any manner of physical goods and/or 

personal services.  To be a successful trader, we must allow people to buy emotions and help them 

http://www.totalhealthbreakthroughs.com/author/dr-douglas-ramm/
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attach that emotion to our product or service.  To do that you must know why (emotionally) they are 

seeking to buy. 

[ŜǘΩǎ ǘŀƪŜ ŀ ƭƻƻƪ ŀǘ ǎƻƳŜ ƘȅǇƻǘƘŜǘƛŎŀƭ ŜȄŀƳǇƭŜǎΣ ƛƴ ƴƻ ǇŀǊǘƛŎǳƭŀǊ ƻǊŘŜǊΥ 

 Security ς This is what people buy from security companies 

 Rewarding recreation ς This is why people buy golf memberships 

 Companionship ς Many people pay therapists and coaches huge sums of money annually to get 

this 

 Health ς all manner of insurance providers and health care systems, including those that provide 

this for our aged parents and grandparents.  How would you feel if your grandparents were left 

unattended?  What would you trade to ensure they are in good health? 

LΩƳ ǎǳǊŜ ȅƻǳ Ŏŀƴ ƴƻǿ easily identify your own examples. 

The trick is to understand that you can sell or trade anything on this list for anything else on the list.  You 

can convert security into health or companionship into security, or freedom for security.  Of course, the 

most convenient (and most understood) trade of all is any of the other items for money in all its forms. 

bƻǿ ƛǘ ǊŜƳŀƛƴǎ ŦƻǊ ǳǎ ǘƻ ǳƴŘŜǊǎǘŀƴŘ ǘƘŜ ƛƳǇƻǊǘŀƴŎŜ ƻŦ ŀǘǘŀŎƘƛƴƎ ǘƘƛǎ ŜƳƻǘƛƻƴŀƭ ƴŜŜŘ ǘƻ ǿƘŀǘ ǿŜΩǊŜ 

offering in trade.  We must make this as tangible as possible for the sake of the sale.  Tangibility makes 

the deal.   

Consumers, as preǾƛƻǳǎƭȅ ŜȄǇƭŀƛƴŜŘΣ ǘƘƛƴƪ ƛƴ ǘŜǊƳǎ ƻŦ ΨŘƛŘ L ƎŜǘ ƳƻǊŜ ƛƴ ǾŀƭǳŜ ǘƘŀƴ L ƎŀǾŜ ƛƴ ƳƻƴŜȅΚΩ  

Now we also know that they purchase emotions, more specifically, they purchase tangible items that are 

successfully attached to emotions.  The formula in their subconscioǳǎ ƛǎ ΨǘƘƛǎ ǇǊƻŘǳŎǘ will fill that 

ŜƳƻǘƛƻƴŀƭ ƴŜŜŘΦΩ   

²ƘŜƴ ǘƘŜȅ ŘƻƴΩǘ ƘŀǾŜ ŀ ǇǊƻŘǳŎǘ ǘƘŜ ŦƻǊƳǳƭŀ ŎƘŀƴƎŜǎ ǘƻ Ψthis service provides a tangible representation.  

¢Ƙŀǘ ǘŀƴƎƛōƭŜ ǊŜǇǊŜǎŜƴǘŀǘƛƻƴ ƎƛǾŜǎ ƳŜ ǘƘŜ ŜƳƻǘƛƻƴŀƭ ǇǳǊŎƘŀǎŜΦΩ 

LŦ ǘƘŜȅ ŘƻƴΩǘ ƘŀǾŜ ŀƴȅǘƘƛƴƎ ǘƻ ǎƘƻw for their purchase, generally they will feel hesitant about 

purchasing.  They need something to show to others for spending their money, otherwise they risk 

people thinking they are foolish.   

By example, you will notice that people buy shares in corporations all the time but they receive a stock 

certificate in exchange.  The corporation has made tangible the emotion of ownership.  Of course now 

that is reduced to a number of shares on a statement, yet the statement is still tangible. 

While we are at it, money itself is merely a tangible representation of emotion.  As we can see by the list 

of 10 emotional needs, people trade their labor for the convenient exchange (in the form of money) of 

emotions.  In other words, they put in 8 hours a day (or more) for money (#2) to allow them to 

conveniently obtain all the other items on the list.  Money is the medium of emotional exchange. 

Make the trade 
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Now that we have a strong foundation of understanding, including how people trade, and how to 

discover and create vŀƭǳŜ ƛƴ ƻǳǊǎŜƭǾŜǎ ŀƴŘ ƻǘƘŜǊǎΣ ƛǘ ƛǎ ǘƛƳŜ ǘƻ ƳŀƪŜ ǘƘƛǎ ǿƻǊƪ ƛƴ ǘƘŜ ΨǊŜŀƭ ǿƻǊƭŘΚ  ! ƪŜȅ 

ǉǳŜǎǘƛƻƴ L ŀǎƪ Ƴȅ ŎƭƛŜƴǘǎ ƛǎ ΨhƴŎŜ ȅƻǳ ƭŜŀǾŜΣ Ƙƻǿ ǿƛƭƭ ȅƻǳ Ǉǳǘ ǘƘƛǎ ƛƴǘƻ ŀŎǘƛƻƴΚ ²Ƙŀǘ ǿƛƭƭ ōŜ ŘƛŦŦŜǊŜƴǘ 

ǘƻƳƻǊǊƻǿΚΩ  ¢Ƙƛǎ ŦƻǊŎŜǎ ǘƘŜƳ ǘƻ Řƻ ƳƻǊŜ ǘƘŀƴ ŀōǎƻǊō ƛƴŦƻǊƳŀǘƛƻƴΣ ōut to process it and learn to apply 

it. 

{ƻ ƭŜǘΩǎ ŀǎƪ ƻǳǊǎŜƭǾŜǎΣ ƴƻǿ ǘƘŀǘ ǿŜ ƪƴƻǿ ŀƭƭ ǘƘƛǎΣ Ƙƻǿ ǿƛƭƭ ǿŜ ŀǇǇƭȅ ƛǘ ƛƴ ƻǳǊ ǿƻǊƪǇƭŀŎŜǎΚ 

The answer is simple, once you have value, and you know what value others bring, start trading. 

For an example, we need only to look at eBay and Craigslist.  These tools are simplified global 

marketplaces.  They have (for a fee) arranged the convenient connection points to others.  All we need 

to do is give them the right message in order to get the response we want. 

That messagŜΣ ǊŀŘƛŎŀƭƭȅ ǎƛƳǇƭƛŦƛŜŘ ƛǎ ΨL ƘŀǾŜΣ L ǿŀƴǘΩΦ  9ȄǇŀƴŘŜŘ ƻǳǘΥ L ƘŀǾŜ όƛƴǎŜǊǘ ǎǇŜŎƛŦƛŎ ǾŀƭǳŜ ƘŜǊŜύΣ L 

ǿŀƴǘ όƛƴǎŜǊǘ ǎǇŜŎƛŦƛŎ ƛǘŜƳ ƻǊ ǎŜǊǾƛŎŜ ǿŀƴǘŜŘ ƘŜǊŜύΦΩ  When we consider eBay and Craigslist, this is the 

simplified format for a successful trade on these systems. 

IƻǿŜǾŜǊΣ ǿŜ ŘƻƴΩǘ ƴŜŜŘ ǘƻ ƘŀǾŜ Ŝ.ŀȅ ƻǊ /ǊŀƛƎǎƭƛǎǘ ǘƻ ŀǎǎƛǎǘ ǳǎΦ  LŦ ǿŜ ƘŀǾŜ ǎǳŦŦƛŎƛŜƴǘƭȅ ƭŀǊƎŜ ŀǳŘƛŜƴŎŜΣ ǿŜ 

can use whatever is available to us, such as email or text messaging or twitter. 

If however, your audience does not understand their value you can educate them, or help them discover 

ǘƘŜƛǊ ǾŀƭǳŜΦ  tŜǊƘŀǇǎ ƛǘΩǎ ŜŀǎƛŜǎǘ ǘƻ ǎƘŀǊŜ ǘƘƛǎ ōƻƻƪ ǿƛǘƘ ǘƘŜƳΦ  Lǘ ƛǎ ŀƴ ǳƴŦƻǊǘǳƴŀǘŜ ŎƻƴŘƛǘƛƻƴ ǘƘŀǘ ǘƻƻ 

Ƴŀƴȅ ǇŜƻǇƭŜ ŘƻƴΩǘ ǳƴŘŜǊǎǘŀƴŘ ǘƘŜƛǊ ǾŀƭǳŜ ŀƴŘ ǿƻǊǘƘΦ  !ƳŜǊƛŎŀ Ƙŀǎ ŎƻƴŘƛǘƛƻƴŜŘ ǘƘŜƳ ǘƻ ǘƘƛƴƪ ƻŦ ǘƘŜƛǊ 

value only in terms of their labor.  How much labor they can provide to obtain money.  As we discovered 

this is only partially true, and there is more each of us can provide.  If you want to increase your trade 

value, help others discover their value and worth goes ōŜȅƻƴŘ ƭŀōƻǊΦ  LǘΩǎ ƴƻǘ ǘƘŜƛǊ ƭŀōƻǊ ǎƻ ƳǳŎƘ ŀǎ 

what their labor produces in the form of emotional value that people gladly exchange money for.  

Use the template and the examples in the appendix to guide you as you create your messages. 

[ŜǘΩǎ ǘŀƪŜ ŀ ŎƭƻǎŜǊ ƭƻƻƪ ŀǘ ǘƘŜ ǘŜƳǇƭŀǘŜǎ ŀƴŘ ƛŘŜƴǘƛŦȅ ǿƘȅ ƛǘΩǎ ǿǊƛǘǘŜƴ ŀƴŘ Ƙƻǿ ƛǘ ǿƻǊƪǎ ŜȄŀŎǘƭȅΦ 

The first line identifies what we need or want.  This serves as a headline to allow people to 

ŘŜǘŜǊƳƛƴŜ ƛŦ ǘƘŜȅ ƘŀǾŜ ǿƘŀǘ ǿŜ ǿŀƴǘΦ  LŦ ǘƘŜȅ ŘƻΣ ǘƘŜȅΩƭƭ ƪŜŜǇ ǊŜŀŘƛƴƎΣ ƛŦ ƴƻǘΣ ǘƘƛs email will 

likely be ignored. 

The second line identifies the benefits you are offering to your cause.  If your audience 

resonates with your cause and purpose, they are more likely to support you by completing the 

request. 

The third line provides what exactly you are offering in trade.  You can offer something tangible 

or emotional (from the list by Douglas Ram) but your best chance of success is to offer 

something with compelling emotional value in a tangible form.  Something they will appreciate 

and value more than money. 
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The optional paragraph provides an estimate if appropriate.  If you are looking for specialized 

labor then this paragraph may help you further define your request.  Ordinarily the person 

responding should provide this uƴƭŜǎǎ ȅƻǳΩǊŜ ǿƻǊƪƛƴƎ ƛƴ ŀƴ ŜŦŦƻǊǘ ǘƘŀǘ ȅƻǳ ǳƴŘŜǊǎǘŀƴŘ ǿŜƭƭ ŀƴŘ 

can easily estimate what the labor effort should require. 

The final two lines ŀǎƪ ŦƻǊ ǘƘŜ ǇŜǊǎƻƴ ǘƻ Ǉŀǎǎ ǘƘŜ ŜƳŀƛƭ ŀƭƻƴƎ ǘƻ ƻǘƘŜǊǎ ƛŦ ǘƘŜȅ ŎŀƴΩǘ ŦǳƭŦƛƭƭ ǘƘŜ 

request and to provide contact information. 

This simple message allows us to communicate with others to get what we want. 

The process, putting it all together 

bƻǿ ǘƘŀǘ ǿŜ ƘŀǾŜ ŀƭƭ ǘƘŜ ŎƻƳǇƻƴŜƴǘǎ ƛǘΩǎ ǘƛƳŜ ǘƻ Ǉǳǘ ǘƘƛǎ ǘƻƎŜǘƘŜǊ ƛƴ ŀ ǇǊƻŎŜǎǎ ǘƘŀǘ ǿƻǊƪǎ ŦƻǊ ŦƛƴŘƛƴƎ 

our value, communicating our needs and making the trade. 

Here is an overview of the process: 

1. Have a cause  

2. Know what you want to have (time, money, assistance, etc.) 

3. Know your value 

a. How to identify it (through stories) 

b. Know what you have to offer in trade (time, money, expertise, spreadsheets, videos 

utility ς Seth Godin) 

c. Convert your value to a higher and better purpose (Robert Allen) 

4. Know why people trade emotionally (Douglas Ram) 

5. Make the trade  

Step 1 Have a cause.   

Without a cause there is no resonance to induce others to help us, except that we must make clear 

during the trade step how this is exclusively in the best interest of the trading partner.  With a cause or a 

reason to help others we appeal to their good nature and make it easier for them to say yes to our 

request.  Remember, people are emotional creatures and make emotional decisions about their money, 

ǘƘŜƛǊ ǿŜŀƭǘƘ ŀƴŘ ǘƘŜƛǊ ǿƻǊǘƘ ŀƭƭ ǘƘŜ ǘƛƳŜΦ  !ǇǇŜŀƭ ǘƻ ǘƘŜƛǊ ŜƳƻǘƛƻƴǎ ŀƴŘ ȅƻǳΩǾŜ ǇŀǾŜŘ ǘƘŜ ǿŀȅΦ 

Step 2 Know what you want to have. 

Carefully identify and commit to having your desire.  Without it I assure you, you will flounder around 

ŀƛƳƭŜǎǎƭȅ ŀƴŘ ƴƻ ƻƴŜ ǿƛƭƭ ōŜ ŀōƭŜ ǘƻ ǇǊƻǾƛŘŜ ȅƻǳ ŀǎǎƛǎǘŀƴŎŜΦ  ¢Ƙƛƴƪ ƻŦ ƛǘ ŦǊƻƳ ǘƘŜƛǊ ǎƛŘŜΦ  hƴŎŜ ȅƻǳΩǾŜ 

found someone you want to help in their ŎŀǳǎŜΣ ȅƻǳǊ ƴŀǘǳǊŀƭ ƴŜȄǘ ǉǳŜǎǘƛƻƴ ƛǎ ΨIƻǿ Ŏŀƴ L ƘŜƭǇΚΩ  LŦ ȅƻǳ 

ƘŜŀǊ Ψƴƻǘ ǎǳǊŜΩ ȅƻǳ ƴŀǘǳǊŀƭƭȅ ǎŀȅ ǎƻƳŜǘƘƛƴƎ ƭƛƪŜ ΨŎŀƭƭ ƳŜ ǿƘŜƴ ȅƻǳΩǊŜ ǎǳǊŜΦΩ  Iƻǿ Ŏŀƴ ȅƻǳ ƘŜƭǇ ǎƻƳŜƻƴŜ 

ǿƘƻ ŘƻŜǎƴΩǘ ǎǇŜŎƛŦȅ ǿƘŀǘ ǘƘŜȅ ƴŜŜŘΚ  ¸ƻǳ ŎŀƴΩǘΦ  bŜƛǘƘŜǊ Ŏŀƴ ƻǘƘŜǊǎ ƘŜƭǇ ȅƻǳ ƛŦ ȅƻǳ ŀǊŜ ƴot definite 

about what you want from them. 

  Step 3 Know your value. 

¦ǎƛƴƎ ŀƭƭ ǘƘŜ ǘŜŎƘƴƛǉǳŜǎ ƛƴ ǘƘƛǎ ōƻƻƪ ȅƻǳΩǾŜ ōŜŎƻƳŜ ŀƳŀȊƛƴƎƭȅ ŜǉǳƛǇǇŜŘ ǘƻ ǳƴŘŜǊǎǘŀƴŘ ȅƻǳǊ ǾŀƭǳŜΦ  

More than any other employee in any business anywhere, you deeply understand that you have value to 
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provide, and you understand that you deserve more than money in exchange for your labor.  You 

understand that you deserve a portion of the wealth you help create for others. 

Without understanding this value, you are relegated to trading dollars for time and labor for money.  

This is not a way to wealth.  It is a way to poverty and unemployment through layoff.  Those who do not 

seek to understand their value are committed to poverty.  This is not you.   

Your worth is not what you can do.  Worth is not determined by your skills.  Your worth is what your 

ǎƪƛƭƭǎ Ŏŀƴ Řƻ ŦƻǊ ƻǘƘŜǊǎΦ  ¸ƻǳǊ ǎǘƻǊƛŜǎ ƻŦ Ƙƻǿ ȅƻǳΩǾŜ ƘŜƭǇŜŘ ƻǘƘŜǊǎ ǎǳŎŎŜŜŘ ǿƛƭƭ ƎǳƛŘŜ ȅƻǳ ƛƴ ŘŜǘŜǊƳƛƴƛƴƎ 

your worth.  Use the Problem Action Result (PAR) formula to determine your value and worth.  If you 

ŘŜǾŜƭƻǇ ōǊŀƛƴ ŦǊŜŜȊŜ ŀƴŘ ŎŀƴΩǘ ǎŜŜƳ ǘƻ ŘŜǘŜǊƳƛƴŜ ŀƴȅ ǘƛƳŜ ȅƻǳΩǾŜ ƘŜƭǇŜŘ ƻǘƘŜǊǎ ǎǳŎŎŜŜŘ ŦƛƴŘ ŀ 

dialogue partner who will walk through the process with you. 

hƴŎŜ ȅƻǳ ƪƴƻǿ ȅƻǳǊ ǾŀƭǳŜΣ ȅƻǳΩƭƭ ƛƳƳŜŘƛŀǘŜƭȅ ǎǘŀǊǘ ŘƛǎŎƻǾŜǊƛƴƎ ƻǘƘŜǊǎΩ ǾŀƭǳŜΦ  ¢ƘŜȅ ǿƛƭƭ ǎǳŘŘŜnly appear 

ŀǎ ǾŀƭǳŀōƭŜ ǘƻ ȅƻǳ ŀǎ ȅƻǳ ǘŀƭƪ ǘƻ ǘƘŜƳ ŀōƻǳǘ ǘƘŜƛǊ Řŀȅ ŀƴŘ ǘƘŜƛǊ ƻŎŎǳǇŀǘƛƻƴΦ  ¸ƻǳΩƭƭ ŦƛƴŘ ȅƻǳǊǎŜƭŦ ƘŜŀǊƛƴƎ 

ŎƭǳŜǎ ǘƻ ǘƘŜƛǊ ǾŀƭǳŜΦ  ¸ƻǳΩƭƭ ŀƭǎƻ ǎǘŀǊǘ ǘƻ ǊŜŀƭƛȊŜ ǘƘŀǘ ǘƘŜȅ Ŏŀƴ ǇǊƻǾƛŘŜ ǾŀƭǳŜ ǘƻ ȅƻǳ ŀƴŘ ȅƻǳǊ ŎŀǳǎŜΦ  IŜƭǇ 

them become a trading partner with you and you both win. 

Remember that people pay less for knowledge (which they can get for free on the Internet) and more 

for the utility of the knowledge.  Seth Godin teaches that others pay money for convenient use of and 

consumption of information ƛƴ ǘƘŜ ŦƻǊƳ ƻŦ ōƻƻƪǎΣ 5±5ΩǎΣ ŀǳŘƛƻ ōƻƻƪǎΣ ǎǇǊŜŀŘǎƘŜŜǘǎΣ Ŝōƻƻƪǎ ŀƴŘ ƳƻǊŜΦ  

/ƻƴǾŜǊǘ ȅƻǳǊ ƪƴƻǿƭŜŘƎŜ ǘƻ ǇǊƻŘǳŎǘǎ ŀƴŘ ƘŜƭǇ ƻǘƘŜǊǎ ŎƻƴǾŜǊǘ ǘƘŜƛǊ ƪƴƻǿƭŜŘƎŜ ǘƻ ǇǊƻŘǳŎǘǎ ȅƻǳΩƭƭ ƘŀǾŜ ŀ 

much easier time trading, because the knowledge will become tangible, which people can more easily 

attach an emotional need for.  

One of the key ways to instantly increase value is to convert the knowledge to another use.  For 

example, one of the trends in hospital care today is to treat the patient as if they have arrived at a hotel.  

Patients are provided with room service and can even order their meal to be individually delivered to 

their room whenever they are hungry, not on a schedule.  They have taken the specialized knowledge 

and processes of the hospitality industry and applied it to health care.   

They converted the knowledge to a higher and better use.  We can do the same in all manner of 

knowledge and experiences.  It is a simple paring process to identify problems of one industry and 

solutions in other industries.   

Step four know why people trade 

Your success in this will depend on getting others to say yes.  Therefore it is critically important to know 

and apply the reasons people say yes.  The chief reason people respond positively is an emotional 

ǊŜǎǇƻƴǎŜΦ  DŜǘ ǘƘŜƳ ŜƳƻǘƛƻƴŀƭƭȅ ŀƎǊŜŜŀōƭŜ ŀƴŘ ǘƘŜ ΨȅŜǎΩ ŎƻƳŜǎ ǿƛƭƭƛƴƎƭȅ ŦǊƻƳ ǘƘŜƳΦ   

LƎƴƻǊŜ ǘƘŜ ŜƳƻǘƛƻƴŀƭ ǊŜŀǎƻƴǎ ǇŜƻǇƭŜ ǎŀȅ ȅŜǎ ŀƴŘ ȅƻǳΩǾŜ ŜȄǇƻƴŜƴǘƛŀƭƭȅ ƛƴŎǊŜŀǎŜŘ ȅƻǳǊ ƻǇǇƻǊǘǳƴƛǘƛŜǎ ŦƻǊ 

failure. 

Begin today to create emotional reasons for people to say yes to every request you make.  When you 

are shopping for clothes, food and daily coffee.  Create emotional reasons for people to say yes and then 
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ŀǎƪ ŦƻǊ ǘƘŜ ΨǎƻƳŜǘƘƛƴƎ ŜȄǘǊŀΩΣ Ƨǳǎǘ ǘƻ ǎŜŜ Ƙƻǿ ǎǳŎŎŜǎǎŦǳƭ this works in daily life.  Extend this out to garage 

sales in your neighborhood.  Learn the emotional reasons they are selling and what will happen to them 

ƛŦ ǘƘŜȅ ŘƻƴΩǘ ǎŜƭƭΦ  ²ƛƭƭ ǘƘŜȅ ƘŀǾŜ ǘƻ ƳƻǾŜ ǘƘŜ ǎǘǳŦŦ ǘƻ ǘƘŜƛǊ ƴŜǿ ƘƻƳŜΣ ŎŀǳǎƛƴƎ ŜȄǘǊŀ ƭŀōƻǊ ŀƴŘ ŜŦŦort?  

tŜǊƘŀǇǎ ǘƘŜȅ ǿƻǳƭŘ ōŜ ǿƛƭƭƛƴƎ ǘƻ ŘƻƴŀǘŜ ǿƘŀǘŜǾŜǊ ŘƻŜǎƴΩǘ ǎŜƭƭ ǘƻ ǘƘŜ ƭƻŎŀƭ ŦƻƻŘ ǎƘŜƭŦ ƻǊ ǘƘǊƛŦǘ ǎƘƻǇ ƛŦ ȅƻǳ 

ǿƻǳƭŘ ōŜ ǎƻ ƪƛƴŘ ŀǎ ǘƻ ǘǊŀƴǎǇƻǊǘ ƛǘ ŦƻǊ ǘƘŜƳΦ  ¸ƻǳΩǾŜ ƴƻǿ ƎƛǾŜƴ ǘƘŜƳ ŀƴ ŜƳƻǘƛƻƴŀƭ ǊŜŀǎƻƴ ǘƻ ƎƛǾŜ ȅƻǳ 

their stuff for free in exchange for helping the cause of the poor in your community. 

Find and practice as many of these emotional trades as possible. 

Step five make the trade  

Once you have identified your cause, your value and their emotional reasons to say yes to trading, 
ȅƻǳΩǊŜ ƴƻǿ ǊŜŀŘȅ ǘƻ ƳŀƪŜ ŀƴ ƻŦŦŜǊ ǘƘŜȅ ŎŀƴΩǘ ǊŜŦǳǎŜΦ  ¦ǎŜ ǘƘŜ ǘŜƳǇƭŀǘŜ ǇǊƻǾƛŘŜŘ ǘƻ ǎǘǊǳŎǘǳǊŜ ȅƻǳǊ 
request.  This request can be transmitted in the form of eBay, Craigslist, email or text message, as long 
as the critical components are in the message.  You can even do this in person which in many ways 
ƛƴŎǊŜŀǎŜǎ ǘƘŜ ŎƘŀƴŎŜ ƻŦ ǘƘŜƳ ǎŀȅƛƴƎ ΨȅŜǎΩ ǘƻ ȅƻǳǊ ǊŜǉǳŜǎǘΣ ōǳǘ ƛǘ ŘƻŜǎ ƭƛƳƛǘ ȅƻǳǊ ǊŜŀŎƘ ǘƻ ȅƻǳǊ ǇƘȅǎƛŎŀƭ 
presence.  This can also take more time as you have to arrange meetings which depends on their 
schedule and availability. 
 
wŜƎŀǊŘƭŜǎǎΣ ǘŀƪƛƴƎ ǘƘŜ ǘƛƳŜ ǘƻ ǳƴŘŜǊǎǘŀƴŘ ǘƘŜ ƴŀǘǳǊŜ ƻŦ ǘƘŜ ǘǊŀŘŜ ǿƛƭƭ ŜƴǎǳǊŜ ȅƻǳǊ ǎǳŎŎŜǎǎΦ  LŦ ȅƻǳΩǊŜ 
going to trade your way to success you may as well make it easy for them to say yes.   
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In the land of the blind, the one eyed man is king 

Now you have the tools and know how to create wealth.  Your new perspective allows you to see what 

others are missing.  Your future, your wealth, your success is now completely in your hands.  You have 

ŜǾŜǊȅǘƘƛƴƎ ȅƻǳ ƴŜŜŘ ǘƻ ǎǘŀǊǘ ǎǳŎŎŜŜŘƛƴƎ ŦƛƴŀƴŎƛŀƭƭȅΦ  ¸ƻǳ ŘƻƴΩǘ ƴŜŜŘ to wait for a promotion, a new job, 

ŀ ƴŜǿ ŎƻƳǇŀƴȅΦ  ¸ƻǳ ƴƻǿ ǊŜŀƭƛȊŜ ǘƘŀǘ ŜǾŜǊȅǘƘƛƴƎ ƛǎ ȅƻǳǊǎ ǘƻ ǳǎŜΦ  ¸ƻǳ ŘƻƴΩǘ ƴŜŜŘ ǇŜǊƳƛǎǎƛƻƴ ǘƻ ōŜ 

wealthy. 

Employees have caps on their earnings, no matter how high up the chain they go.  You do not need to 

waste time climbing the corporate pyramid to get more wealth, though doing so will give you more 

salary.  Salary, however, is not wealth, and those who spend their careers chasing salary are doomed to 

poverty, they just have extended the time that it takes to get there.  You no longer have a cap on future 

earnings.  

¢ƘŜ Ψ²ƻǊƪ ƘŀǊŘ ƎŜǘ ŀ ƎƻƻŘ ƧƻōΩ ŎǊƻǿŘ ŀǊŜ ōŜƛƴƎ ƭŜŦǘ ƛƴ ǘƘŜ Řǳǎǘōƛƴ ƻŦ ƘƛǎǘƻǊȅΦ  ¢ƘŜƛǊ ōŜƭƛŜŦǎ ŀǊŜ ƴƻ ƭƻƴƎŜǊ 

suitable, regardless of how much they insist you be a loyal corporate servant.  Loyalty to a corporation is 

no longer required.  

As always, you are in charge of your career path.  More importantly, you are now in charge of your 

value, income, worth and success.   

¸ƻǳΩǊŜ ƛƴ ŎƘŀǊƎŜ ƻŦ ȅƻǳǊ ǘƛƳŜ ς if you want to work 8 hours a day, so be it, if you want to create 

investments for income, you can do that.  Your corporation can benefit too, if they help you by providing 

services.  If not, some other corporation will benefit by allowing you to use their infrastructure, systems 

and people to create wealth for tƘŜƳ ŀƴŘ ȅƻǳΦ  5ƻ ƴƻǘ ǘƻƭŜǊŀǘŜ ǿƻǊƪƛƴƎ ŦƻǊ ŎƻǊǇƻǊŀǘƛƻƴǎ ǘƘŀǘ ŘƻƴΩǘ 

understand, make your life as easy and as enjoyable as possible.  Refuse to work with corporations that 

are stuck in the past. 

You can give back to causes you find important ς You can give more than money, you can give more 

than time.  You can organize talents of others into powerful solutions that meet real, human needs.  

¸ƻǳǊ ŎŀǳǎŜ ƛǎ ǿŀƛǘƛƴƎ ŦƻǊ ȅƻǳ ǘƻ ǎƘƻǿ ǳǇ ŀƴŘ Řƻ ȅƻǳǊ ǾŜǊȅ ōŜǎǘ ŦƻǊ ǘƘŜƳΦ  bŜǾŜǊ ǎŜǘǘƭŜ ŦƻǊ ΨƧǳǎǘΩ 

volunteering when you can do more. 

You have freedom to career ς freedom to explore ς freedom to find the real world, not the one they 

show you on TV. 

Now what?  

How can you put this into action?  When you put this book down, what will you do differently, starting 

now?  You can start with this simple action plan: 

1. Start with a need, opportunity or idea  

2. Put the team together  

http://www.wherethehellismatt.com/videos.shtml
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3. Recognize talent in others 

4. What do you have to offer/exchange  

5. Setup a revenue tracking system  

6. Get the structure support in place  

7. Get wealthy! 

Start with a need, opportunity or idea ς This is your goal and your cause and as Glen Townsend from 

Ardaich explains, this is what makes people activate and get drawn toward you.  As Seth Godin 

ǘŜŀŎƘŜǎ ƛƴ ά¢ǊƛōŜǎέ ǘƘƛǎ ŘŜŦƛƴƛǘŜ ƎǊŀƴŘ ǇǳǊǇƻǎŜ ƛǎ ǿƘŀǘ ŎŀǳǎŜǎ ƻǘƘŜǊǎ ǘƻ ŀŎǘ ōŜŎŀǳǎŜ ƛǘΩǎ ƭŀǊƎŜǊ ǘƘŀƴ 

any one person and requires collaboration to succeed.  Cause causes collaboration.  Find out who 

needs you and your talents to solve their problem. 

Put the team together ς Speak your cause to others and those who resonate (like a tuning fork) will 

become your key leaders.  As these people show up, they are important, start investing your time to 

build a relationship with them.  That relationship is key to success. 

Recognize talent in others ς ǘƘƛǎ ƛǎ ǿƘŜǊŜ ȅƻǳ ΨƎŀǘƘŜǊ ȅƻǳǊ ǊŜǎƻǳǊŎŜǎΩ ƛƴ ǘƛƳŜΣ ǘŀƭŜƴǘ ŀƴŘ ƻǘƘŜǊǎΦ  

Start recognizing what others around you are capable of ς eveƴ ƛŦ ǘƘŜȅ ŘƻƴΩǘ ǊŜŀƭƛȊŜ ƛǘ ǘƘŜƳǎŜƭǾŜǎΦ  

Use the knowledge of Faith Ralston and their stories of accomplishments to identify value in others.  

What do you have to offer/exchange ς in the same way you discover value in others, discover the 

value in yourself.  9ƴƭƛǎǘ ƻǘƘŜǊǎ ǘƻ ƘŜƭǇ ȅƻǳ ƛƴ ǘƘƛǎ ƛŦ ȅƻǳ ŘƻƴΩǘ ƘŀǾŜ ǘƘŜ ŀōƛƭƛǘȅ ǘƻ ǎŜƭŦ-reflect (very 

few people do).  Find ways to mine your own gold and prepare to offer it in exchange. 

Setup a revenue tracking system ς Money (dollar bills) is a simple, convenient way to track value, 

worth and convert emotions for things.  You will need a way to reward others for their 

contributions.  I suggest you consider new cash systems like paypal to track your trades and 

facilitate the exchanges. 

Get the structure support in place ς longer term, nothing lasts like structure.  Pyramids have lasted 

for over four thousand years because of their stability.  Remember that business enterprises are just 

structures, nothing more.  They are ŎƻƴǾŜƴƛŜƴǘ ǿŀȅǎ ŦƻǊ ǇŜƻǇƭŜ ǘƻ ΨŎƻƴǘŀƛƴŜǊƛȊŜΩ money.  Likewise, 

you will need to build your wealth platform / structure to enable you to turn money and income into 

wealth.  The full scope of that is beyond this ebook, however, you might want to consider starting a 

small business or non-ǇǊƻŦƛǘΦ  ¢ƘŜǊŜ ŀǊŜ ǿŀȅǎ ǘƻ Řƻ ǘƘƛǎ ōǳǘ ǘƘŜ ƻƴŜ ǘƛǇ ƛǎ ŘƻƴΩǘ Řƻ ǘƘƛǎ ŀƭƻƴŜΦ  ¸ƻǳ 

have by this time developed the art of gathering others together, use that to make your structure. 

Get wealthy! ς this needs no explanation other ǘƘŀƴ ǘƻ ǎŀȅ ǘƘŀǘ ȅƻǳΩǾŜ ŘŜǾŜƭƻǇŜŘ ǘƘŜ ƳŀǎǘŜǊȅ ƻŦ 

making money ς you can continually grow organically from where you are, even when where you 

are is much further ahead than where you are today. 

Have fun! 

 

http://ardaich.com/
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Appendix A 

TEMPLATE AND EXAMPLES 

Instructions: Complete this email template and send it out to your contacts. Remember 

others may be able to provide what you want because they have varied backgrounds besides 

just what they do at work. 

 

Template  

I am seeking (need or task) for (your department or function).   

The benefits include (Benefit of the need when solved) 

 

I am offering your choice of (offer one), (offer two), or (offer three) if you are interested. 

 

OPTIONAL PARAGRAPH: 

I estimate it will take about (# hours) of (task) time. 

Special requirements are (special requirements or none). 

 

Please pass this along to other employees you know who may be interested. 

 

I can be reached at (phone) or (email).   

 

Thanks 

(name) 

(title) 

 

Project Manager Example  

I am seeking web programming help with my Customer Intranet project.   
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This will allow our customers to place orders 24/7, anytime day, even holidays. 

I estimate it will take about 40 hours of programming time. 

 

I am offering your choice of Pizza party for your team, lunch with the CEO, or plane tickets to 

Aruba if you are interested. 

 

Special requirements are html, Java and .Net experience. 

 

Please pass this along to other employees you know who may be interested. 

 

I can be reached at (612) 488-8888 or joe.bloggs@anycomp.com.   

 

Thanks 

Joe Bloggs 

Web project manager 
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Marketing Manager  / Department Lead Example  

I am seeking ideas on the best television ad for our new jewelry line.   

The best idea will tell consumers about our line and increase store traffic. 

 

I am offering your choice of free blog setup, leftover promotional ball cap and polo shirt or 

Slayer concert tickets if you are interested. 

 

You must be able to explain why this ad will work and cite successful examples for other retail 

shops. 

 

Please pass this along to others you know who may be interested. 

 

I can be reached at (phone) or (email).   

 

Thanks 

Mary M. Kerter 

Marketing Manager 

 

Operations Manager / Team Lead Example  

I am seeking experts on space layout for our assembly line.   

Weôre doing this to maximize productivity and minimize floor space. 

 

I am offering your choice of my management training workbooks, the opportunity to come to our 

stand up meeting or free copies of Infocomôs Zork trilogy if you are interested. 

 

I estimate it will take about 4 hours of design and 40 hours of implementation time. 
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Please pass this along to others you know who may be interested. 

 

I can be reached at (phone) or (email).   

 

Thanks 

Marcus Welby 

Operations Manager 

 



Quantum Common Wealth | www.quantumcommonwealth.com 
 

53 

Sales Person Example 

I am seeking warm introductions to qualified leads for our new offsite computer service.   

I have a goal of 20 new leads which will result in 5 sales this month. 

 

I am offering your choice of $50 per lead that converts into a sale, a one way ticket to paradise, 

or Valleyfair day for your family if you are interested. 

 

Warm introductions mean someone has expressed an interest in having a sales person contact 

them with additional information. 

 

Please pass this along to other employees you know who may be interested. 

 

I can be reached at (phone) or (email).   

 

Thanks 

Mark E. Mark 

Sales person 

 

 

Business owner Example 

I am seeking leads on people with international sales experience for our new international 

division.   

This person will help our company expand into new territories and help create a global brand for 

our new line of international hand tools. 

 

I am offering your choice of one week of extra Paid Time Off, your mortgage paid for one month, 

or helicopter rides in the parking lot for a successful hire if you are interested. 
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Special requirements are this person must have 5 years experience in a sales role in China or 

India.   

 

Please pass this along to other employees you know who may be interested. 

 

I can be reached at (phone) or (email).   

 

Thanks 

(name) 

(title) 
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Employee Example 

I am seeking a mentor for promotion to manager from team lead, especially since I donôt have a 

college degree.   

It will help me become a more valuable member of the company. 

 

I am offering your choice of free IBM DOS operating system, copy of Windows ME, or a sizable 

donation to the charity of your choice if you are interested. 

 

I estimate it will take about 4 hours of total mentoring time each week for 6 months. 

Special requirements are to help me understand the most effective way to become a leader in 

this company. 

 

Please pass this along to other leaders and managers you know who may be interested in 

helping promote the future of this company. 

 

I can be reached at (phone) or (email).   

 

Thanks 

Billy Gates 

Team Lead 
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Appendix B 

My idea research and market evaluation tools 

Appendix C 

Links to promoted content and promoted authors 

Appendix D 
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