PURSUE THE BEST OVER THE EASIEST
NOTES
“The most important decision we ever made
was the decision to be the best.”
—Carl Sewell
Sewell Automotive

The Results Rule! ® Enterprise
Leadership Component

• Strategic Goals
• Operational Goals and Plans
• Resource acquisition and
allocation

• Mission, Vision & Values
• Measurement and Analysis of
Organizational Performance
• Performance Management

Operational Component
•
•
•
•

Product & Service Delivery
Information Systems
Customer Engagement
Support Processes

• Financial Performance
• Customer Performance
• Operational Excellence

People Component

•
•
•
•

Business Results

Work Systems
Selection
Employee Education & Training
Employee Satisfaction

• Human Resource Results
• Supplier & Partner Results
• Organizational Effectiveness

Fundamentals are the minimum, being distinctive is
the difference ... if it adds value.

FOCUS THE ENERGY TO MAKE THE MAIN THINGS
THE MAIN THING
•

Three questions to determine the main things in your
operation:
• What results must we deliver to create a valuable
connection with our customer?
• What behaviors must we exhibit to build
partnerships externally and internally?
• What must we learn to be better tomorrow than
today?
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LEVERAGE THE POWER OF PARTNERSHIPS
•

People see no particular need to be your partner unless you
give them one.

•

Here is the question: How much do they love you? Do your
customers love you so much that they sell for you? Do your
employees love you so much that they can’t wait to help
you succeed?

•

The process for building partnerships is always the same.
Great transactions and open, honest interactions lead to
relationships. And, relationships, over time become
partnerships.

•

Three ways to know someone is a partner:
1. You look for opportunities to make each other
successful.
2. You each consider the impact on the other when
making goals, plans, and decisions.
3. You both are in it for the long-term. There is a trustbased relationship that stands the test of time.

CONTINUOUSLY LEARN, GROW,

NOTES

AND ADAPT

The truth about change:

The ability to change is based on readiness.
Intellectual understanding does not ensure
emotional readiness.

People change for two reasons

•
•

Crisis pushes us to change
Opportunity pulls us to change

SHOW THE COURAGE OF ACCOUNTABILITY
•

Most organizations do not hold themselves
accountable for results and behaviors that distinguish
them from the other guys.

•

Three things get in the way of accountability
• We don’t tell ourselves and others the truth
• We settle for effort rather than results
• We lack the courage to confront

•

Start tomorrow – no $.79 problems for anyone.
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