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Follow It, Embrace It, Live It, Never Give Up

ears ago I read that human
beings use only 25 percent of
their potential. What a waste
of human potential. How
many great achievements
would never be, because people lacked
what it takes to reach down and unleash all that innate potential?
That one thought is probably
what most ignited my passion to
support individuals, from young
to older, to move away from their
current reality, to achieve what they
know they could be. All by just unleashing their potential. How simple, but not
necessarily easy, as I’d later learn.
As a corporate employee and
public educator, I’d seen first-hand
how education, or learning, was
undermining this innate potential of
human achievement. So many young
people and adults seemed trapped
in holes where they kept on digging
and digging without passion, without purpose, without a vision, squandering their potential. As a mentor
of mine, commenting on public and
corporate education, once said, “No
one looks good in a bad system.”
He was, and still is, so correct.
Maybe it was being a first-generation Swede and listening to my Swedish
grandmother, Hilma, who’d shared her
stories of twice coming to this country
as a teenager to work, that started me
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walking a different path. Poorly educated by today’s standards, she cleaned
hotel rooms in New York City in the
early 1900’s. Upon her second trip back
to Sweden, as she sailed past the Statue
of Liberty, this teenager promised
herself that she’d have one child born
in this great country of America.
Her passion to return to America
never left her. After marrying my
grandfather, she sent her single
brother to America to establish a
homestead and become a naturalized
citizen. It took him 20-some years, but
he was finally able to sponsor her and
her family. Little did she know, at the
age of 42 with four children in tow,
winding her way through the lines of
Ellis Island, that she was pregnant
with her last child, my father.
My grandmother’s self-leadership
grew from her own determination and
desires. She taught herself English,
from speaking to writing. Her older
children no longer heard Swedish in
the household, because she understood
the value in learning English as their
primary language. Her grandchildren
still remember what an incredible
woman she was, a leader who never
gave up. On the day she passed on,
she’d just gotten back from an eightmile bike ride to and from town. Not too
shabby for an 84-year-young woman.
Just imagine the possibilities if

this kind of self-leadership could be
fostered earlier in the educational
process. Adults would be more open
to change, more willing to take risks
and ultimately achieve more sustainable results. This change in behavior
would benefit the business world as
well as the community. No longer
would organizations have to pour so
much of their resources to training
people, but could truly focus on developing leaders to become ever better.
Again, just imagine the possibilities.
Of course, our passion sometimes hits a solid wall, and this
happened to me. Educators claiming
to be open to change turned out to
have some of the most closed minds
that I’d ever encountered. This
mindset is very prevalent today in
teacher education programs, where
the emphasis is on teaching knowledge and skills, when the greatest
obstacles to engaged learning are
attitude and habits.
And then there was the issue of
bills having to be paid. So my passion
took to the sidelines while I worked to
expand my executive consulting and
coaching practice, where I focused on
adults. Yet in the back of my mind, I
realized somewhere, somehow, there
must be a way to overcome this obstacle and reach young people.
Marcel Proust said, “The true

voyage of discovery is not seeking new
landscapes but seeing with new eyes.”
I had to look at things differently.
So for the past 12 months, I’ve
been revisiting my business model,
specific to this passion of infusing selfleadership into young people so that
they can put more of their potential
to use, make incredible promises to
themselves, and achieve their dreams.
What I discovered is that I needed to
change my target market and truly
focus on buyers who appreciate the
value that my solution can deliver.
During this process, I also
changed my overall business approach. First, I articulated three
main buying rules.

Buying Rule #1: People buy from
people they know and trust. This
actually came from my father, who
stressed that people don’t necessarily
have to like you to trust you.
Buying Rule #2: People buy first
on emotion, justified by logic. This

rule has been around for as long as
people have been exchanging goods
and services. Dad also said, “No one
likes to be sold, but everyone loves
to buy.”

Buying Rule #3: People buy on value
unique to them. I formulated this rule
after working with clients for over 30
years. The same solution had a different value for each client. Once I could
identify that unique value, I was far
closer to earning the sale.
After committing these three
sales buying rules to writing, I then
focused on the third rule. How can I
unite my passion to their perception
of value?
Then it hit me – the answer was
always there, but I was so focused
on selling my passion, I forgot about
Rule #3, which was already being
practiced by retailers in fields like
new home construction and automobile manufacturing.
For example, a new car is

offered in the basic model with no
special features. This is the Good
solution. The buyer can choose to
upgrade to the Better model that
sports a few more value features.
Finally, the Best solution, the topof-the-line model, provides all the
Good and Better options along with
a few more. Not only is the Good/
Better/Best approach offered in
each model, it’s available from the
basic car (Good) to the luxury sedan
or SUV (Best).
What would happen if I were to
tailor my solutions using the Good/
Better/Best approach? Being a
practical person, I tried it with my
sales coaching practice. The result
was an almost immediate increase
in sales.
Could it be this easy?, I asked
myself.
People want choices – they want to
make the best buying decision based
on what they value, balanced against
their resources of time, energy, money,
and emotion. With the Internet, buyers
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are more educated than ever before.
Some sales people, from small business
owners to C-suite executives, continue
to view this as a detriment. They work
against it by complaining about how the
Internet has killed business and fail to
see opportunity; instead, they see only
scarcity.
Yet, as one of my coaches said,
“What it Is, is.”
Another change for me was becoming certified as a sustainability
consultant. With their resources being limited, decision makers wanted
solutions that wouldn’t require another costly redo. From the start, my
values statement had included terms
of “sustainable results” so this certification just made common sense.
Now my passion was truly moving from the sidelines to front-andcenter once again. I realized that even
though working with schools was the
best place to impact the most young
people, this wasn’t going to happen
right now.
So instead of fighting reality, I
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explored other realities where I could
unite all my Sales Buying Rules to work
with my passion. One of those realities
was the six-year college plan.
Research from the National Center for Education Statistics showed
that most full-time college students
are taking six years to earn a fouryear degree. Then, looking at the
current economic trends and the
tight job markets, plus what business
leaders are seeking in new employees,
I saw an incredible opportunity.
What would happen if I offered the
Good/Better/Best approach to upper-income
parents of high school students (juniors and
seniors) who wanted to give their children
the career competitive advantage, and I
made it possible to deliver the solution in five
(5) consecutive days each summer between
late May and late August?
I started marketing this solution in
Fall 2011. So far, there’s been far greater interest, even though the investment
is much more. More importantly, I’m
once again following my passion, embracing it and living it.

Thomas Edison is well-known for
his self-leadership skills, especially
“stick-to-it-iveness.” After failing
countless times, he remarked, “I have
not failed. I’ve just found 10,000 ways
that won’t work.” Edison embodies
slow-and-steady, stay-the-course,
win-the-race, with these words: “Our
greatest weakness lies in giving up.
The most certain way to succeed is
always to try just one more time.”
We all can take a lesson from
Edison and countless others, including my Swedish grandmother, by
never giving up. For when we stay the
course, follow our passion, never give
up, we can truly live incredible lives.
And, then just start to imagine the
possibilities. N
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