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Foreword

Social media certainly has its rabid fans but I must confess I am 

not one of them. Even so, like everyone else, I am linked in to 

Linked In, I “like” Facebook well enough, I Twitter-tweet when-

ever I can, and I’ve even been known to post the occasional blog 

entry or two. For the most part, though, my workdays consist 

chiefly of the same quiet, steady daily tasks they always have, in 

my case, activities that advance the business goals of my thought 

leader clients. This includes in-person meetings, phone calls, 

writing and research, administrative duties and management of 

staff. By the end of each day, I can safely say I have done a lot, 

even on those frequent days when it feels like I could have done 

more. Given all that… where might I find time for social media?

Yet every Tuesday morning an eblast called “Thoughts for Tues-

day” arrives dependably in my e-box. These “TFT” eblasts never 
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fail to delight me, providing commentaries by Suzanne Bates 

whose sparkling, tight prose consistently begin with an engag-

ing personal story as a lead-in (something any writer knows is 

hard to pull off consistently), then shifts mid-point to a compa-

rable business insight, and winds up with a summary that un-

failingly ties everything together in a neat, pretty literary bow.

Suzanne’s Thoughts for Tuesday blog is the only such online 

column (aka blog) that I regularly read. Translation: it’s the 

only one I make time for, the only blog I ever bother to com-

ment on, the only business commentary to which I’m willing 

to carve out a whopping 3-4 minutes from my crushingly busy 

week. In short, it’s the only one I find “blog-worthy.”

Now, thanks to this select collection, you may join me in the 

fun. Browsing these pages, you’ll experience what I have been 

enjoying for years. You will learn, chuckle, marvel, go “Ah ha!” 

You’ll become a loyal TFT follower, disciple, avid reader, even 

… gasp … a “rabid fan.” Your precious time spent reading these 

gems will be well worth the diversion from your day or week, the 

literary equivalent of money well spent.

Ken Lizotte CMC is author of The Expert’s Edge: Become the 

Go-To Authority that People Turn to Every Time (McGraw Hill 

2008) and Chief Imaginative Officer (CIO) of emerson con-

sulting group inc. which specializes in transforming compa-

nies and business experts into “thoughtleaders.” Visit him at: 

www.thoughtleading.com.



In t roduct ion

When I first started Thoughts for Tuesday it was kind of a 

crazy idea. Life doesn’t really conform to doing the same thing 

at the same time, week after week after week. You never know 

where you’ll be or what will seem more important than pub-

lishing a blog. I committed for one reason—discipline. Tuesday 

always comes.

At first, I wasn’t sure what to write about.  I sure as hell didn’t 

want to be boring. A lot of blogs bore me. So, I put a pen and a 

pad on my nightstand and in the fog of morning, I’d wake up 

and think back on the last few days. If anything leaped to mind, 

I’d jot it down. Then I’d get up, go downstairs, and write before 

work. Even if it seemed like a stupid idea, I would write. And as 

I did, I started to see the lessons in those moments. Interesting-

things are always happening to us. We just don’t stop to con-

sider what they mean.   
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A long time ago, as a TV reporter, I got a lot of practice telling 

stories. When you have to be camera-ready, on set at 6 PM with 

a minute-and-a-half story “in the can,” you learn real fast how to 

synthesize information. The difference between then and now is 

that then, I told other people’s stories. Now, I tell my own.

I don’t have an extraordinary life. Like everyone else, I’ve expe-

rienced success and failure, joy and sadness, triumph and trag-

edy. Funny, but those aren’t my favorite blog topics. It’s more 

fun to write about little things. I’ve come to believe that it’s the 

little things that teach me the most important lessons.  

Now when I work with business people, I ask them to stop and 

pay attention to the little things, too. It’s amazing what happens 

when you do this consciously. You remember things you’d for-

gotten about in the busyness of life. You start to see a conversa-

tion, or a moment, not just for what it is, but what it can teach 

you. If you share that story, you connect with other people in a 

new way. People long for real connection. They want to know, 

what’s in your heart? 

Thoughts for Tuesday started as a task. To my surprise, it be-

came my gift to myself. Writing every week, it forces me to pay 

attention. Having readers is a privilege. I’m always amazed 

when people write me back. I hope that you’ll enjoy the book. 

Maybe you’ll connect part of my journey to your own. And per-

haps you’ll also be inspired – to share your own life’s little mo-

ments with others.  

- Suzanne



1

M i s t a k e s

Let mistakes and challenges be 

reminders to help guide the way

 As It Lies  

In the United States Golf Association’s “Rules of Golf,” Rule 

13 is referred to as “Ball Played as it Lies.” The rule prohibits 

improving the lie, the area intended for making a swing, the line 

of play, or area in which the ball is to be dropped or placed. In 

general, a golf ball should be played where it lands without any 

change to the overall situation. 

As a new golfer in my second summer on the course, I have not-

ed that you can fi nd yourself in some really tough lies. Hit for the 

fairway on what “should be” an “easy” shot and you often fi nd 

yourself searching for the tiny little speck of white in a wooded 

area laden with pine needles and dead leaves, or a muddy bog 

next to a pond with tall, unyielding reeds. As you feel the rush 

of negative emotion that begins with inner talk like, “I just can’t 
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get off the tee,” or “I always blow this hole,” you have a choice. 

You can let that head trash get the best of you, or make a con-

scious effort to relocate your golf zen.

If you choose to keep emotion in check, it not only improves 

your outlook on the day, it also improves your game. Golf ain’t 

for sissies. You have to negotiate the setbacks. Once you lose 

your ____t, (rhymes with bit)... you start saying more of the 

wrong things to yourself. Pretty soon, you’re ready to quit the 

game. For the 47th time.

When the professional golfers hit a bad shot, you know they’ve 

gotta be feeling really bad. 

After all, they’re screwing up 

in front of a gallery of onlook-

ers and TV cameras. They 

don’t just have to battle down 

their own head trash. They’re 

going home to watch the rerun of the broadcast in which the 

ubiquitous Jim Nance will wax negative about it, too.

I think of business leaders like professional golfers. Bad shots 

happen. You get paid to play it as it lies. If you allow emotion to 

overrun you when things go awry, it will cloud your judgment, 

make you rush, choose the wrong club, or hit it too hard, and 

ruin your next shot, in a game of nuance and inches. 

You are a human being with feelings just like anyone else. It 

would be foolish to imagine you wouldn’t feel frustration or 

anger when your project or plan goes off course. It’s what you 

I think of business 
leaders like professional 

golfers. Bad shots 
happen.
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do with those feelings that puts you in the big leagues. It’s what 

happens on the next shot that matters most. As a leader, you’ve 

hit around trees and out of bogs before. You can do it again. 

Breathe.

 The Dark Room  

I once had a darkroom mishap. It was a disastrous day in my 

young TV career. This took place back in the “Anchorman” days 

just before videotape became the standard format for television. 

News interviews were still shot on film. That meant whatever 

you reported in the field that day had to be in the processor by 

about 4 PM. It took that long for the film to be developed so you 

could get the clips chosen, edited, and spliced onto the newsreel 

to air on the 6 PM News.

I was never really comfortable in the darkroom. Couldn’t get 

the hang of it. It wasn’t like you picture it, with romantic, glow-

ing light by which the photographer lifts up a still photo, clips 

it onto a wire with a clothes pin, and admires his latest handi-

work. This room was pitch-black. Somehow, you were supposed 

to wrestle the film out of the camera and crank it by hand onto 

a reel that would be loaded into the film processor, where the 

chemical mix would then perform its magic. Once done with 

that unpleasant task, you could grab a cup of coffee, hightail it 

into the newsroom and get your stories written. The film was 

“in the soup.”

Unfortunately that day, I was the one in the soup.
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I fumbled as I was opening the camera, and soon I had a tan-

gled nest of unprocessed film spilling around the table and all 

over the floor. It felt like one of those long, twisted rolls of party 

streamers at the end of the celebration when you are wadding 

it up and putting it in the trash. That mess represented about 

half of the 6 PM newscast. Help was way, way, WAY upstairs 

on the second floor. Opening the door would mean ruining any 

exposed film.

I wish I could tell you that I was able to calm down and patiently 

untangle the disorder I had created. I was young, it was my first 

job, and I wanted so badly to do everything well. I was so frus-

trated I couldn’t think straight. And there was no one around.

Panic set in. Finally, one of my colleagues, Jerry, just happened 

to wander into the processing room. I cracked open the door, 

he came in, and we rescued what we could. As I recall, my news 

director, Mary McCarthy, was pretty sanguine about it all; a 

credit to her. I guess the anchorman (“Chuck”—now there’s a 

TV name from the past) got more time “on camera” that night, 

which probably didn’t bother him much.

I was reminded of this incident while looking around our office 

the other day at all the young people working here this summer. 

It took me right back to those times filled with the emotions you 

feel while fumbling through the first days, weeks, months on 

the job. At that point you are just trying to figure out how not to 

mess up. As leaders, with so much of that uncertainty behind us, 

it is easy to forget how that feels. 
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These young people walking around our offices are the future 

of our companies. It’s good for them to be tested, for sure. They 

have to learn to figure things out. But sometimes it would be 

nice if they had someone standing just a little closer to the door.

Don’t get me wrong. I am a big fan of hard-won experience. 

There is no substitute for solving your own problems and 

becoming resourceful. Handling adversity builds character and 

confidence.

I just keep looking at those young professionals and wanting 

them to know that I know how they feel, as they stand in their 

own dark rooms. I want them 

to know someone is there 

and ready to help if they ask. 

It’s good that they will have 

to untangle things on their 

own. But they should know at least, there is somebody like me 

within earshot.

 Bad Decisions  

I’m of the mind that there are no bad decisions. Or at least not 

many. The exceptions are people who get behind the wheel after 

too many drinks; people who take money that doesn’t belong to 

them; and elected officials who “sext” to their 17 year old con-

stituents. The illegal/unseemly stuff will at best kill your career, 

and at worst, kill other people.

I know how they feel, as 
they stand in their own 

dark rooms.
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Most decisions in business are not life and death. Yet they cause 

us so much agita. We hem and we haw and we can’t pull the 

trigger because there is so much “at stake.” Then when we make 

a decision, we spend way too much time and energy worrying 

about whether we made the right call. 

You are going to make bad decisions. Even well into your career. 

Worse than making a bad decision is no decision at all. Do your 

due diligence. Then, get on with it. As they say, no decision is 

still a decision. 

There isn’t any way any human 

being can go through life or 

their career without making 

decisions that they regret. The 

other day, I was looking at 

new office space for an expan-

sion with the president of my 

firm, Dave Casullo. None of 

the locations, configurations or amenities added up to the per-

fect home for the business. But there were some good options. 

Walking out the door of a so-called Class A building that was 

immediately crossed off the list (dingy, no windows, a maze of 

a place—how depressing), we went back to discussing the two 

frontrunners. Dave said, “I don’t understand people who say 

they never have regrets.” “Yea,” I replied, “I have regrets just 

about every day.” We both laughed out loud. It’s true. 

A big decision has high stakes. For the office expansion, hun-

dreds of thousands of dollars separate the two spaces over a five 

There isn’t any way 
any human being can 

go through life or their 
career without making 

decisions that they 
regret.
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year period; room for expansion is also an issue—if we have to 

move again too soon; one has better location, the other better 

amenities; the convenience factor varies significantly. Once the 

choice is made, a ton of time, energy and resources will go into 

creating the work environment that will foster the culture and 

reflect the brand. It’s a decision that could paralyze you. But, 

there is an option to sublet and a clause that has the landlord 

getting us into a larger, comparable space should we need it. 

Time to move!

You evaluate the situation with the facts you have in front of 

you and then go with your gut. See what happens. If you make a 

mistake -fix it the best you can. 

When I was younger I used to read management books that 

recommended empowering managers and letting people make 

mistakes. I didn’t really understand it. That was, until I made 

a few doozies of my own. Now I am an evangelist for mistakes. 

Savvy companies don’t punish people for mistakes unless they’re 

committing crimes. They empower their leaders, give them the 

coaching and mentoring they need and even then, expect an 

occasional blooper. 

The most empowering words in the language of business are 

“yes,” and “no.” The most paralyzing word is “maybe.” Get off 

the merry-go-round, and go make the call. 
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 Lessons from the Emergency Room  

As if it were yesterday, I vividly remember the moment when 

I walked into the foyer and saw my then six-year-old daugh-

ter pressing an old (clean) white towel to the bloody gash on 

her chin. It was a nasty cut. Peaking underneath I could see the 

news was bad; the cut was deep. Our neighbor had carried her 

across the yard to the front door after seeing her tumble over 

the top of the handle bars on her bike. That (damned) bump on 

the sidewalk formed long ago by a tree trunk with nowhere bet-

ter to go had finally found a victim. 

I went mushy inside. You know the feeling–it’s a shudder. You 

feel queasy. As if the physical pain is going right through you. 

Returning the cloth to her teary face, I forced a smile. She saw 

right through it. There was only one question. “Do I have to get 

stitches?”

I’d like to say I gave that innocent query some careful consid-

eration, the way a mature, crisis-savvy mom would. Instead, I 

blurted out, “Well, uh, gosh, we’ll have to go to the emergency 

room, and, oh, I don’t know, it looks deep, yes, I mean, maybe, 

let’s see what the doctor…” and at that the wailing began in ear-

nest, the tears streamed down her cheeks, just as my husband 

arrived on the scene (with a second towel).

“What did you tell her?” 

“I said she might need stitches.”

“Oh, GREAT. You could have WAITED.” Point being, it would 
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have been a lot easier to get her TO the emergency room if I’d 

just not given her so much information so soon. No, I had to get 

it off my chest. Get the bad news out. It’s hard to keep your wits 

about you when you’re freaking out. 

This, by the way, is the established pattern of our family com-

munication in stressful times. Thank God my husband always 

seems to have the right words. It is true. He has the artful 

approach, the perfect timing. He never dodges the truth, he just 

keeps a lid on the emotional chaos. I, the communications con-

sultant in contrast, somehow leave good timing and thoughtful 

phrasing at the office. I speak too soon, say too much, and wear 

the panic on my face. 

I was thinking about this 

because a few of our clients are 

going through some difficult 

times. Some of them have had 

to announce bad news. It’s been the equivalent of sending peo-

ple headfirst over top of the bike. 

Yet, I’ve noticed those that give it a little thought up front, those 

that don’t panic, seem to navigate the trip to the emergency 

room pretty well. 

Here’s an example. Two coaches on our team were working 

with a C-level executive and group on a business plan that will 

shake things up. The coaches asked, “How transparent are you 

going to be about this? What are you saying now, if people ask?” 

HMMMM. Heads turned. They room went quiet. They looked 

It’s hard to keep your 
wits about you when 
you’re freaking out.



ThoughTs for Tuesday

18 

at each other. And then they had a lengthy, productive conver-

sation. The outcome was a communications plan stating what 

should be said, by whom, when. Crisis averted. 

Sometimes, you have to deliver bad news. Jobs get cut, projects 

get canceled, budgets get slashed. The pain is searing. The only 

way to get through it is to be very well prepared. Think ahead. 

Know what you are going to say when. Be sure you’re in lock 

step. Even the word transparency can be interpreted differently 

by intelligent people.

In the end, if you are on the same page, that proverbial trip to 

the emergency room will be a little less… well, dramatic. Stitches 

may be required, but people will appreciate what you’ve done to 

do right.

 The Scene of My Crime  

The other day on my way to a lunch meeting in Philadelphia I 

passed by the scene of a crime—my own—some 20 years ago. It 

wasn’t illegal, unethical or immoral; however, what I did was 

nearly fatal to my budding television career. 

Snow flurries were swirling outside 30th Street Station on a bit-

ter cold, pre-Thanksgiving night, when I was sent out to do a 

live shot for the 11 o’clock news on WCAU-TV. The jingle played; 

the anchorman introduced me; I offered my one-line “lead-in”; 

they rolled the pre-recorded story, voiced from the field. When 

it ended, they cut back to me for the live close; I started, and 
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then stopped. Mid SENTENCE. I couldn’t for the life of me 

remember how I had planned to throw back to the studio. 

I still wince when I imagine the panic that must have ensued 

in the control room. ”What the….did her brain freeze? What’s 

wrong? BATES! You’re ON! Mike—CUE. CUE!!!!! We’ve got 

nothing. Standby, Larry…back to you….” After the longest 7 or 8 

seconds of my lifetime, Larry Kane must have apologized to the 

audience. I don’t remember. It’s a blank. I was horrified. And 

humiliated.

Trudging slowly up the stairs to the newsroom now after mid-

night, I encountered producer Paul Gluck who had waited for 

me, rather than joining the crew for an after-news beer. 

“What the hell happened?” he asked. 

“I don’t know,” I replied. “I memorized every word.” 

“That was your first mistake,” he retorted. “Never memorize. 

Internalize.”

I have often shared that story. The lesson is to master mate-

rial without setting yourself up to be a victim of momentary 

memory lapse. You can’t count on the brain to fire on all cylin-

ders WORD FOR WORD. Practice phrases and internalize the 

ESSENCE of it. 

I share the story for a different reason here. I was struck -as I 

drove by the scene of my “crime”—and felt a flutter of those old, 

raw emotions. It wasn’t exactly like yesterday but I was back 

there, feeling something again. 
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That’s when it dawned on me to write about this. About how 

important it is to go back and re-live those moments as you 

think about sharing your stories. Not just retell. Re-LIVE.

Freeze frame the moment. You’ll find a rich source of mate-

rial. Because it’s the feelings that make your story powerful. 

Connecting with audiences on an emotional level is the point. 

Leaders teach. People learn when they make both an intellectual 

and emotional connection. Hence, emotion is part of teaching. 

Truth be told, people vastly prefer to hear about your mistakes. 

To err is human, and people 

want to follow human beings. 

They appreciate leaders who 

open up. They connect with 

you emotionally. And that is 

powerful stuff.

You may not relish going back 

to the scene of some of those crimes. However, it’s easy, work-

ing with a partner, to recall emotions and imbue your presenta-

tion with authenticity. Let them prompt you. “How did you feel 

about that?” When we teach storytelling “live” at boot camps it’s 

amazing how well this works. You see the impact in the faces of 

the audience, as the storyteller reveals an emotion. They soften, 

smile, nod, laugh, and cry. 

Yes, it is appropriate in business to share emotions. In fact, if 

you want to influence hearts and minds, it is imperative. So don’t 

take the detour. Drive by the scene of the crime, if only literally.  

... go back and re-live 
those moments as you 

think about sharing 
your stories. Not just 

retell. Re-LIVE.
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 Getting a Little Ahead  

In college I once pulled three all-nighters. In a row. I wasn’t try-

ing to ace the finals. I had to cram, just to pass. It wasn’t a report 

card I was proud to show my parents. And, just before the last 

final at 7 pm, I lay down (exhausted) to take an hour or two nap. 

I awoke in the middle of the night, in a panic, 7 hours late for 

the test. No way to reach the professor. I sweat it out until office 

hours. He had mercy and let me do a make-up. 

This experience taught me one powerful lesson—I didn’t have 

the stomach to be a procrastinator. It made me too nervous to 

put things off. Even in the ensuing two decades in television 

news, when stories broke late, 

assignments changed mid-day, 

and 6 pm came, ready or not, 

I never was the kind of report-

er who liked to crash edit, 30-seconds to air. Instead, I would 

mentally note the start and finish of each sound bite during the 

interview and write as much of the story as possible in the car 

on the way back to the newsroom. Even if I was car sick, I liked 

the feeling of getting a little ahead.

When I started coaching executives, I realized that a lot of sea-

soned, smart leaders must never have had a scare like I did. They 

were starting to work on their presentations way too late. As in 

a day, or two, or three before the event. Even a week. It wasn’t 

enough time, not when so much was riding on it. They ended 

up rehearsing at 9 pm while sitting in bed while their spouses. 

I liked the feeling of 
getting a little ahead.
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“Honey, how does this sound?” 

“MMM? Oh……sounds great, dear.” 

“Are you actually listening?” 

“MMM HMMM.”

When they received feedback to work on their presentation 

style, or executive presence, it wasn’t that they didn’t know how 

to present. They just weren’t ready to present. They needed to 

learn the art of getting a little ahead. 

So here’s a concept I stole from my TV days that our clients find 

helpful in preparing a presentation. Backtiming. Television pro-

ducers start by looking at the time they need to be OFF THE 

AIR and work backward to schedule stories, weather, voice-

overs and chit chat. In preparing your presentation, start with 

the end date, look at your calendar, and block off time (white 

space, clearly marked for this purpose) for all the research, writ-

ing, vetting, and rehearsal. Look at your calendar, and you’ll see 

that you are already just a little ahead. 

I don’t know about you, but I’m definitely too old to pull 

all-nighters. 

 Spilled Wine  

Sitting down to dinner with one of my favorite clients in a fancy 

Italian restaurant, I was really enjoying the conversation. We’d 

just been served the first course; fresh, delicious endive salad 

for me, Caesar salad for her. The only very minor complaint I 
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could have made was that the table next to us (where a couple 

was celebrating their anniversary) was so close, a casual observ-

er would have surely mistaken us for a party of four. 

The waiter, no rookie, was negotiating the tight quarters just 

fine, until returning from the bar to deliver a glass of red wine to 

our neighbor’s table. He tipped the tray ever-so-slightly, spray-

ing the entire glass on my brand new light blue Armani suit. It 

was the first time I had worn it. I would tell you what it cost but 

my husband and I have a don’t ask, don’t tell policy in our house 

about that sort of thing and he reads this column.

The wait staff whirled into action. A second waiter whisked away 

my jacket to apply red wine remover. The manager apologized 

profusely, offering to send it to the dry cleaner or let me take it 

home to my own; if the stains weren’t removed to my satisfac-

tion, he explained, they would replace it. When it was time for 

the check, dinner was on them. I left and drove home with a 

nasty red stain on my jacket and a smile on my face. Never once 

through the entire ordeal did I feel the slightest bit angry, or 

even annoyed. 

This is not always my M.O. I am not always so patient. In fact, 

that very next morning I wanted to kill somebody when I walked 

into a room where 8 or 9 people were just standing around look-

ing at each other, helplessly. The chairs for our event were set up 

all wrong and we were ten minutes to Wapner—when our guests 

would be arriving. Everyone seemed, well, paralyzed. My blood 

pressure was through the roof and I don’t even have high blood 

pressure. (Believe me, I didn’t keep my thoughts to myself.)
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In fairness, there was a lot of miscommunication and I was 

responsible for some of that. And we were working with hotel 

staff, people we hadn’t met until ten minutes before the event. 

Having said that... in the context of leadership... 

I think what drives a lot of my clients crazy isn’t the problem. 

It’s the paralysis. You want people to spring into action and get 

it done. Why don’t they? Frankly, it’s on you as the leader. If 

you haven’t made sure people know what to do and empowered 

them to do it, you’re going to get chaos.

That restaurant won me 

over, because they didn’t 

stand around staring at 

each other, blaming each 

other, or wondering what 

to do. They all knew their 

parts and played them 

like a symphony. Hiring the right people is the first step; giv-

ing them experience and setting expectations about how to deal 

with problems is the rest. 

BTW, I’m still waiting for the jacket to come back from 

the cleaners.

 Bad Boys  

Years ago when my daughter was in high school, she was walking 

home with a friend who was, let’s just say, not in the so-called 

I think what drives a lot of 
my clients crazy isn’t the 

problem. It’s the paralysis. 
You want people to spring 
into action and get it done.
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“popular crowd.” As they turned the corner towards home, they 

heard jeers from the second floor window of a neighbor’s home. 

From behind the screen, a boy their age and his posse of friends 

felt emboldened; secure with their relative anonymity, they said 

outrageous and hurtful things. My daughter and her friend kept 

walking. They came home and told us about it, but said they 

didn’t want us to confront the parents. In retrospect, we should 

have. It was reprehensible behavior.

We wrote it off as juvenile group-think and speculated that any-

thing we said to the par-

ents wouldn’t matter; these 

boys were already who they 

were. Their character was 

already formed. Secretly, I 

hoped that by some miracle 

they might wake up someday and think, “I regret that. That is 

not who I am or want to be. That was not a day I was proud of.” 

Then I ran into the adult version of these bad boys and got a 

dose of bad boy behavior myself.

I was playing golf at our country club, and on the 9th hole it took 

me several shots to get past the water hazard to the green. My 

putting was frankly embarrassing. In the distance, I was vaguely 

aware of a group of people cheering from a window at the club-

house. I looked up and saw a couple of guys standing in that 

window. I didn’t know them. My golfing partner explained they 

were actually jeering; they were betting on our shots.

Then I ran into the adult 
version of these bad boys 
and got a dose of bad boy 

behavior myself.
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It was a game. We were the entertainment. My misery was mak-

ing somebody a hundred bucks.

I finished the hole and decided that this could not possibly stand. 

So took a deep breath and walked upstairs to the pro shop, 

through the well-appointed lobby, and into the big oak bar. I 

was surprised to see how many men were in the room at 11:30 

AM on a Sunday morning, drinking beer. I later learned that 

they always grab the early morning tee times, and come back to 

the clubhouse to imbibe and make a few more bets before going 

home. Don’t get me wrong, I have nothing against a beer or two 

after golf. Still, the scene kinda took me back. Especially before 

noon on a Sunday. 

By the time I arrived, they had abandoned the window. Some 

of them were looking intently at each other, or down into their 

beers. A few looked up. I finally said to the group, “Who was just 

standing at the window?” After a pause, one man said, “We all 

were.” Then, silence.

In that moment, I realized they were all in on it. Only this wasn’t 

high school. These were grown men. Executives and retired 

executives. I smiled, scanned the room and locked eyes with 

a couple of them who had the courage to look back. I nodded 

my head. And kept nodding, as I scanned the room, making eye 

contact with a few more. As in, “Real cool, aren’t you?” And then 

I turned around and walked out of the bar. 

In retrospect, some of them must have known that I was coming 

when they saw me head up the stairs. The sensible thing would 
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have been to prepare an apology. Yet, they all hid behind each 

other, just like those high school boys. I guarantee not a single 

one of them went home and told their wife this story. If they 

had, they would have caught hell. 

There is a leadership lesson. I have been thinking a lot 

about it. When bad boy behavior takes hold it is tolerated 

and eventually accepted. I guarantee the bartender and man-

ager are mortified witnesses to this behavior, week after week. 

It has gone on for so long that they now believe they are best 

advised to look the other way. The bad boys in that place rule.

Anybody who knows me would tell you I have the loudest laugh 

in the room, and I’m the first to tell a joke, especially if it involves 

my golf game. Bad boys will always try to write off their behav-

ior by saying the recipient has no sense of humor. Accept this 

explanation at your peril.

Companies spend millions recruiting and retaining “top talent,” 

and then often are left wondering why good people walk out 

the door.

Sometimes, it’s just because these employees know it isn’t high 

school, and that they don’t have to put up with bad behavior. 

If I could rewind to that day when my daughter and her friend 

came home and told us what happened, I would walk down the 

street, knock on my neighbors’ door, and tell them. Bad boys 

grow up to be... bad boys. That is, unless somebody decides not 

to let them hide.
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I n s p i r a t i o n s

Lessons from great bosses, leaders, and 

everyday inspirational people

 Living the Dream 

I was dining alone in a Sheraton in Brooklyn, I think the name 

of the place was Grubsteak. It was too late to go out with an ear-

ly morning speech so I settled on a Blue Moon and a burger and 

sautéed spinach. Other than the spinach, it turned out to be a 

pleasant meal. My waitress, Fatima, was lovely. As I was getting 

ready to go, I asked, “So, what’s your story? Why are you here?”

She looked surprised but answered directly, “Well, I’m actually 

a make-up artist.” 

“Really? That’s great.” 

“Yes, I’m starting to get some great clients. In fact, I’ve worked 

on a couple of movies. I feel good. In fact, I’m hoping to leave 

here soon, so I can go full time.” 
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I left her a ten dollar tip for an eighteen dollar meal, which won’t 

get her a ticket out of the Sheraton, but may be a little sign from 

the universe to pursue her dream. 

The next day it just so happened that my speech on Discover 

Your Brand was to dreamers. They were almost all entrepre-

neurs. Not my typical crowd, but great people, many with solo 

businesses that need their own brands. 

“How many of you were told by your parents to just work hard, 

and success (and money) will follow?” I asked. Every hand went 

in the air. “How 

many of you think 

that’s all it takes?” 

Of course the answer 

is—it can’t be. Lots 

of hard working 

people never make 

it. And most of them 

are good at what they do, they just don’t do enough to tell their 

stories and make themselves known. 

For example, a woman named Pamela snagged me to tell me she 

was trying to figure out the brand for her start-up --a software 

technology—actually a game that helps chronically ill patients 

manage their diseases. 

I asked her to tell me her story. It turns out a couple of years ago 

she was diagnosed with pancreatitis, a chronic disease that kills. 

She was whisked from graduate school to the acute care center 

I left her a ten dollar tip for an 
eighteen dollar meal, which 
won’t get her a ticket out of 
the Sheraton, but may be a 

little sign from the universe to 
pursue her dream. 



ThoughTs for Tuesday

30 

in the hospital where she learned she was one of three patients 

with a similar diagnosis. The other two died within weeks. She 

decided to live. She collared every doctor, specialist, nurse, min-

ister and rabbi to learn everything about it. Defying the odds 

and her own doctor’s prognosis, she hobbled out of the hospi-

tal on Labor Day, with a still uncertain prognosis. She refused 

to succumb by Thanksgiving or Christmas as they warned she 

might. Instead, she finished her graduate thesis, which became 

the basis for her business plan. She already has United Health 

as an investor. 

Here’s what’s crazy. I asked if she had shared her story with the 

investors she’s approaching. “No!” she replied. “I never really 

made that connection!” So, I had her get up and tell her story to 

the group. They had tears in their eyes. Afterword, she was posi-

tively giddy. “I’ve got my story!” she proclaimed. The next time she 

goes out to talk to investors, I predict they’ll be pulling out their 

checkbooks. There are 30 million people in the US suffering from 

chronic illness. That’s a market. And with a story like that, she has 

a pretty good shot at standing out among other entrepreneurs. 

It’s funny how sometimes we just don’t think to tell our sto-

ries. Think how powerful it is when you hear one like that. A 

story connects with hearts and minds. People want to hear your 

voice. In telling your story, you connect with your audience on 

a deeper level. 

Didn’t get Fatima’s last name, and didn’t get her whole story, 

but I hope just the same, that she does tell it to some people who 

can do something to support her dream, too.
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 The Yellow Legal Pad 

Some years ago I had a boss who demonstrated how easy it is 

to get the best ideas from people. I was a television reporter at 

then-CBS-owned WCAU-TV in Philadelphia. Every morning at 

8 am (an ungodly hour for those of us who worked the 11:00 

pm news) the entire team of reporters and producers crammed 

into a standing-room only glass-walled office at the center of 

the newsroom.

My boss started each meeting the same way—by opening his 

drawer and reaching for a yellow legal pad and pen. He looked 

to his left and asked whoever was standing next to him, “What 

have you got?” Each of us had about a minute to pitch a story 

idea. He jotted notes as we stood there. Around the room we 

went. Sometimes I felt my stomach knotting up. But it forced 

me to get into the game.

It was understood that the quality of your pitch would deter-

mine the quality of your assignment and ultimately, the path of 

your career. No one got a pass. But, if you did well, the reward 

was to cover your own story. And, you were partnered with one 

of the better producers. If you were in a coma after a late night 

of partying? Cowboy up, or take your lumps. You’d be covering a 

dreaded house fire and riding with the photographer who bathed 

once a week and was determined to give you the blow-by-blow 

on his 3rd divorce. An only slightly better scenario would be 

an “evergreen” story that could run “anytime” — which usually 

meant it would never see the light of day.
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If you didn’t have an original idea you could always propose a 

creative side-angle to the top story of the day. This might still 

get you into the “A-block” (the first 8 minutes of the newscast). 

Eventually with enough top block stories, you had a resume reel 

that might well be your ticket to the big-time network someday.

I’ve often thought this boss was a genius. He didn’t just set an 

expectation. He actually made it so everyone HAD to contribute.

We often receive executive coaching requests for high poten-

tial leaders who aren’t contributing as much as their boss had 

hoped. We love to work with 

them, and our approach is 

to help them structure and 

think through their meeting 

contributions in advance. 

But what’s also required is 

a holistic approach to team 

dynamics. As we tell our 

clients, to create a high functioning environment, the lead-

er should acquire fantastic meeting leadership skills, and the 

group should go through training to agree on best practices and 

norms.

Getting the best from people has less to do with dissecting per-

sonalities and more to do with a robust meeting environment. 

You need all types of personalities to build a high functioning 

team. Getting everyone to contribute is a leadership issue. It’s 

your job to manage—so the quiet ones contribute and the bolds 

don’t suck the air out of the room.

I’ve often thought this 
boss was a genius. 

He didn’t just set an 
expectation. He actually 

made it so everyone HAD 
to contribute.
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It takes no more time to get the best from everyone. In fact it 

saves time. When you create the right dynamic everybody knows 

what they are supposed to do and you make faster progress.

When I think back on the 20 years I spent in TV news, he’s the 

only boss I ever had who did it this way. Usually it’s just a few 

producers meeting on the phone and then doling out assign-

ments. The mystery surrounding those decisions compares to 

the cloak and dagger style selection of the Pope and produces 

a lot of grumbling. At least once a day a disgruntled reporter 

would call in to inform the assignment desk that the story was 

a “bust.”

It is common sense that if you ask people their opinions they 

will be flattered and find an answer. If they don’t have one, they 

don’t belong on the team. If they do, get out your yellow legal 

pad and start writing. In no time it will be filled with great ideas.

 Given What it Takes 

Given what it takes for most of us to juggle our own work, fam-

ily and personal lives, it is nothing short of inspiring to hear the 

stories of college graduates across this country, many of whom 

had to work two jobs and support a family while getting their 

associate degrees. These are young (and sometimes not-so-

young) people who didn’t have time for beer pong and sun bath-

ing on the quad. They drove rusted out cars, ate boxed macaroni 

and cheese, slept four hours a night, never had a weekend off, 
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and watched their checkbooks dwindle down below ten bucks in 

those months when tuition came due.

I just couldn’t ignore the lump in my throat that lingered for 

an hour after sitting in an audience of very proud parents and 

friends, listening to stories that were at once ordinary and 

extraordinary.

The student commencement speaker (graduating with some-

thing like a 3.87 GPA) had taken a wrong turn after high school, 

been incarcerated for a year, and decided he deserved some-

thing better out of life. Following his release from prison, with a 

GED that he said was meaningless, he went ahead and enrolled 

at the college, and found some supportive faculty who got him 

going in the right direction. The best thing from his experience? 

“I got my confidence back,” he said. He was awarded a tuition 

waiver to finish at a state university, and plans on attending law 

school after that. You should have seen the smile on the college 

president’s face, and the tears streaming down countless cheeks 

during the standing O.

There were more stories. My other favorite was the guy who 

served six years in Iraq, and came back to get a degree from 

the college’s BMW school. A married father of (I think) two, he 

supported the family while managing to earn a perfect 4.0. His 

ambition, he said, is to run a shop. At that point my husband 

leaned over and whispered, “Forget that... he should OWN the 

place.” If it had been up to the crowd of onlookers dressed in 

everything from shorts and flip flops to Sunday best, he would 
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have walked out with a diploma AND the keys to the BMW deal-

ership of his choice.

What makes this country great is what has always made it 

great... we fundamentally believe in self-reliance and person-

al determination. Is it a legitimate concern that we seem to be 

collectively drifting toward an entitlement society? Maybe. But 

when you hear stories like these, it does restore your faith. A 

significant percentage of us aren’t waiting around for somebody 

to hand over the American dream.

If you find people like this you need to hire them to come to work 

for you, and you need to promote them and hang onto them 

with everything you’ve got. They are the ones who will come in 

and help you build a company, while building their lives.

How do you recognize them?

• Their stories make it obvious that they know what it 
means to work hard, really hard.

• They have the kind of confidence that doesn’t ever come 
off as empty bravado because they won it the hard way, 
overcoming life’s challenges.

• They talk a lot about being grateful for family, friends, 
teachers and bosses who believed in them.

• They never blame other people for their troubles or 
mistakes.

• No matter what it takes, they never stop.

I hope you have a chance to go to a commencement like that 

sometime. I will remember this one, especially those two guys. 
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 Captain Sully’s Heroic Lesson    
for Business Leaders 

It isn’t a stretch to compare what business leaders often face 

with a metaphoric “bird strike”—a catastrophic event or sudden 

economic meltdown causing immediate loss of altitude that for 

some could spell doom. Like U.S. Air’s heroic captain Chesley 

Sullenberger, we never expect it to happen. When it does, we 

have to think fast, evaluate the options and find a safe land-

ing spot—where there is 

no traditional runway in 

sight.

Captain Sullenberger, 58, 

has told his compelling 

story to the major net-

works over the years since 

his heroic incident, cap-

turing the imagination of 

a weary nation. The accounts are riveting: the loud thump of 

birds hitting the plane, sweeping through the air system; he 

never saw it coming. He told Katie Couric, “My initial reaction 

was one of disbelief. This doesn’t happen to me.’”

What can we learn from his heroism? How can we make a safe 

landing in the Hudson? What can we take away from the story 

of this leader with such skill and presence of mind?

...we never expect it to 
happen. When it does, we 

have to think fast, evaluate 
the options and find a safe 
landing spot—where there 
is no traditional runway 

in sight.
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Lesson 1: Assess the Situation from your Vantage Point

When the tower recommended Sully land at Teterboro, he 

quickly realized it wasn’t going to happen. “Unable” was his 

response. He quickly assessed the situation, rejected the option 

presented based on immediate evidence in front of him, and 

came up with a plan he could execute. As a leader, you have to 

accept the situation in front of you and make the call. There is 

no other way to lead when rapidly changing market events are 

pummeling your aircraft.

Lesson 2: Control your Emotions

Like the captain of the damaged aircraft, many of us experience 

emotions we haven’t felt in business before, when we’re faced 

with an unprecedented challenge—and there is a physiological 

component to it. Sullenberger said, “I had to force myself to use 

my training and—and force calm on the situation.” 

Like the pilot in the cockpit, as a leader you must get in con-

trol of your emotions and focus on what matters. By doing this 

you also have a tremendous impact on the psychology and func-

tioning of those around you. Survival experts say that survivors 

commonly are able to remain calm, believe in themselves, and 

focus on the future. When doubt and worry creep in, reject them 

immediately; don’t allow those emotions to impair your vision.

Lesson 3: Visualize a Successful Outcome

Sullenberger credited his lifetime of experience as a pilot with 

preparing him to see the terrifying accident’s successful out-
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come. He had spent thousands of hours in the cockpit, and more 

hours in a simulator, preparing for such a day. And to the credit 

of the airlines, they never stopped providing this type of leader-

ship/skill training. Note to CEOs and organizations: don’t stop 

preparing and training leaders—because they need to know how 

to react in a crisis.

Lesson 4: Don’t Look for Perfect Solutions.

Sullenberger said after the flashbacks and sleep issues that he 

grappled to “forgive myself for not having done something else. 

Something better. Something more complete. I don’t know.” 

But as we all know, there are no perfect answers. We did not 

see the bird strike, we can only react and use our training, stay 

focused, and land the plane.

Lesson 5: Communicate Clearly, Concisely and 

Accurately

The last communication to air traffic controllers from the pilot 

of US Airways 1549 was direct and to the point. “We’re gon-

na be in the Hudson,” he says to controllers. He never wasted 

words, but he told people exactly what would happen. “Brace 

for impact,” he told the passengers, a signal that also prepared 

the flight crew to fall back on their training, remain calm, and 

get passengers safely off the plane.

Lesson 6: Balance Confidence and Humility

Anyone in Sully’s position could be forgiven if they were over-

whelmed by national media attention, as well as the heartfelt 
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letters, emails and well wishes that poured into their homes in 

buckets. Sully is a reluctant but gracious hero. “I don’t feel com-

fortable embracing it, but I don’t want to deny it. I don’t want to 

diminish their thankful feeling toward me by telling them that 

they’re wrong. I’m beginning to understand why they might feel 

that way,” he said.

Peter Gibbon, author of A Call to Heroism: Renewing America’s 

Vision of Greatness, told Katie Couric there are three compo-

nents that make a hero: extraordinary achievement; bravery 

and courage; and “greatness of soul.” Sullenberger’s humility 

stirs the public admiration, Gibbon said. 

Lesson 7: Give People Hope

Something about this episode has captured people’s imagina-

tion, said Sullenberger. “I think they want good news. I think 

they want to feel hopeful again. And if I can help in that way, I 

will.” Likewise, as a leader, recognize that your employees are 

looking for reason to hope, too. Motivating and inspiring people, 

telling them you believe in them and giving them hope for the 

future—that’s what leaders do. Now, more than any time in our 

history, it’s time not just for management, but for leadership.

 A Roadside Conversation  

Speaking to the graduating class at Princeton University, Amazon.

com Founder Jeff Bezos shared a story about a long drive in Texas 

with his grandparents. He was ten years old at the time.
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His grandfather was driving on the highway. His grandmother 

sat in the passenger seat, smoking cigarettes. Recently Bezos 

had been hearing an ad campaign about smoking. The gist of it 

was that every puff of a cigarette reduced your life by two min-

utes. This intrigued him—purely as a mental math problem. 

He thought about his grandmother’s smoking habits and made 

a bunch of calculations in his head. Finally he came up with the 

answer! He tapped his grandmother on the shoulder. “At two 

minutes per puff, you’ve taken nine years off of your life!”

Bezos thought he would 

be applauded for his clev-

erness. So he was shocked 

when his grandmoth-

er burst into tears. His 

grandfather pulled over 

on the shoulder and got 

out of the car. Then he opened Jeff’s door and waited for him 

to get out.

Jeff had never heard a harsh word from his grandfather, a 

smart, quiet man. Would he get yelled at? Would he be forced 

to apologize? 

His grandfather looked at him silently for several seconds. 

Then—calmly and gently—his grandfather said, “Jeff, one day 

you’ll understand that it’s harder to be kind than clever.”

What’s the leadership lesson here? It’s very easy to focus on com-

ing up with the right answer without considering how it may be 

It’s very easy to focus 
on coming up with the 
right answer without 

considering how it may be 
heard by others... 
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heard by others. When you’re delivering news, you always need 

to anticipate how your audience might react.

This story is also a great example of how you can develop and 

deliver personal stories that highlight your brand. Bezos has 

said that “our goal is to be earth’s most customer-centric com-

pany.” And it’s working: Amazon was named the most trusted 

consumer brand earlier this year.

You have to wonder if that intense focus on the customer’s point 

of view grew out of that roadside conversation when he was ten 

years old.

What turning points have made you who you are as a business 

leader? Drill into the details, and you’re bound to end up with a 

story that highlights your leadership brand. 

 Labor Day  

Labor Day in America has come to mark the end of the sum-

mer. Years ago in “high society” Labor Day was considered the 

last day of the year when it was fashionable to wear white or 

seersucker. I am not sure how relevant that is anymore. I just 

purchased a white, sleeveless wool dress for fall. White jeans are 

now de rigueur year round.

As Labor Day approaches, what is on most people’s minds is 

snatching one more lazy summer weekend respite, having a few 

folks over for a backyard barbecue before the tsunami of the 

Fall’s calendar overtakes us. But in the background, the news 
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and talk shows will be replete with the debates of this political 

season- what the unemployment rate really means, how to cre-

ate jobs, how to drive economic growth. 

By most accounts, in 1882, Matthew McGuire, head of the CLU, 

Central Labor Union of New York, first proposed celebrating 

the worker with a recognized day. After labor tensions rose, cul-

minating in the deaths of workers during the Pullman Strike, 

the proposal was rushed through Congress to be voted a federal 

holiday in 1894. 

A hundred some years later, 

as a (now former) partici-

pant in a professional union 

(AFTRA), membership was 

mandatory but hardly a life 

and death matter for folks 

like me. The worst thing 

that can happen in a TV stu-

dio is that you get caught in the crossfire of anchor banter on the 

set. We “labored” under the protection of personal contracts, 

which rendered inconsequential most of the gains or losses of 

collective bargaining. Yet it was interesting to be part of a group 

of employees who had some common goals. At the time I lived 

in a world where most people I knew had an ‘us versus them’ 

view of the workplace.

Now as an entrepreneur and CEO, I get down on my knees and 

say a prayer of gratitude every day for the people who show up 

and give it their all. 

I get down on my knees 
and say a prayer of 

gratitude every day for 
the people who show up 

and give it their all. 
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Every business owner and CEO I know is absolutely in awe of 

the good people who show up and deliver above and beyond. 

It is true that they don’t always express it. Let’s just say most 

business owners could hit the pause button on the 24/7 task of 

“building that” to express thanks.

For example, I usually stay at the office until about 6:15 PM, and 

the last hour of the day I try to power through to get a couple 

things done. When the phone stops ringing and the inbox quiets 

down, I relish that hour and go into a zombie-like trance check-

ing off those last important tasks.

Around 5:45, the woman who maintains our offices shows up 

to empty my wastebasket. Most evenings I am so engrossed in 

work I don’t hear her walk in. Since she doesn’t speak much 

English, she often stands there waiting politely until I look up, 

and (reluctantly) move my chair aside to hand her the recep-

tacle. If I am honest I will tell you that I often have to fight off 

feeling annoyed at the interruption. In the heat of getting one 

more thing done, I have to force myself to pause, smile and say 

thank you.

This morning when I woke up and thought about writing this 

blog post, she was the person that leapt to mind. Her contri-

bution to keeping our office spiffy and spotless goes beyond 

cleanliness. A great looking office environment is part of our 

company brand.

Every task matters. Every person’s contribution should be 

acknowledged, not just for what it is on the face of it, but what it 
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creates. If you haven’t taken time to think about that, and thank 

some people who get forgotten, this would be a good week to 

do it.

I hope all Americans can come together this weekend, in spite 

of our political differences, to celebrate what built this country... 

hard work. We do honor labor in all its forms. Every man and 

woman’s sweat and toil contributes to our collective well-being. 

We may disagree on how to create jobs or get our economy on 

track, but we must appreciate the enduring meaning of Labor 

Day, to celebrate each person’s earnest measure of labor, which 

has created a society that is still second to none.
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