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What Got Your Business Here Won't Get It There:
Navigating the Ever-Changing Business Landscape

Introduction:

The Comfort Zone is a Business Graveyard
Many businesses achieve initial success by focusing on a specific strategy or market niche. However,
clinging to what worked in the past can be a recipe for stagnation and eventual failure. The business
world is dynamic, constantly evolving with technological advancements, shifting consumer
preferences, and emerging competitors. This article explores why relying on past successes can
hinder future growth and provides a strategic roadmap for adapting to change and achieving
continued success.

Article Outline:

I. Understanding Complacency: The dangers of resting on laurels and the importance of continuous
improvement.
II. Analyzing Past Successes: Identifying the factors that contributed to initial growth and determining
their current relevance.
III. Identifying Emerging Trends: Exploring current market trends, technological advancements, and
shifting consumer behaviors.
IV. Adapting Your Strategy: Developing strategies to embrace change and incorporate new
technologies and market opportunities.
V. Innovation and Diversification: The role of innovation in staying competitive and diversifying
revenue streams to mitigate risk.
VI. Embracing Change Management: Implementing strategies for managing organizational change
and fostering a culture of adaptability.

Article Body:

I. Understanding Complacency:

The Pitfalls of Resting on Past Successes
Many businesses find a winning formula and then become complacent. They stick to the same
strategies, ignoring evolving market conditions and customer needs. This complacency can lead to
missed opportunities and a decline in competitiveness. A successful business needs to view its
accomplishments not as an end point but as a springboard for continued growth.



II. Analyzing Past Successes:

Deconstructing Your Winning Formula
Before charting a course for the future, it’s vital to understand the factors that fueled past success.
What were the key elements of your business model? Was it a unique product or service, a strong
marketing campaign, an efficient operational process, or something else entirely? Analyzing these
factors provides a baseline for assessing their continuing relevance.

Assessing the Current Relevance of Past Strategies
Once you have identified the drivers of past success, critically assess their effectiveness in the current
market. Are these strategies still competitive? Have consumer preferences shifted? Have new
technologies emerged that render your existing methods obsolete? Honest self-assessment is crucial
here.

III. Identifying Emerging Trends:

Staying Ahead of the Curve: Market Research is Crucial
Businesses need to constantly monitor market trends to stay ahead of the curve. This involves
conducting thorough market research, analyzing competitor activities, and paying close attention to
emerging technologies and consumer behaviors. What are your customers demanding now that they
didn't before? What are competitors doing to gain market share?

Leveraging Technological Advancements
Technological advancements are constantly reshaping industries. Businesses must embrace new
technologies to improve efficiency, enhance customer experience, and create new revenue streams.
Ignoring technological innovation is a surefire path to obsolescence.

Understanding Shifting Consumer Preferences
Consumer preferences are constantly evolving. What was popular yesterday may be irrelevant today.
Businesses need to understand these shifts and adapt their products, services, and marketing
strategies to meet the changing demands of their target audience.

IV. Adapting Your Strategy:

Strategic Pivoting: A Necessity for Long-Term Growth
Adapting your strategy requires a willingness to embrace change and experiment with new
approaches. This might involve pivoting your business model, expanding into new markets,
developing new products or services, or adopting new technologies. Flexibility and adaptability are
key.



Embracing Agility: Responding Quickly to Market Shifts
In today's rapidly changing business environment, agility is paramount. Businesses must be able to
quickly respond to market shifts, emerging opportunities, and unforeseen challenges. A rigid,
inflexible strategy will likely lead to failure.

V. Innovation and Diversification:

The Power of Innovation: Staying Ahead of Competitors
Innovation is essential for sustained growth and competitiveness. Businesses must continuously seek
new ways to improve their products, services, and processes. This could involve developing new
technologies, creating innovative marketing campaigns, or finding new ways to deliver value to
customers.

Diversifying Revenue Streams: Mitigating Risk
Relying on a single revenue stream is risky. Diversifying your revenue streams can help mitigate risk
and ensure business stability. This could involve expanding into new markets, developing new
products or services, or exploring different business models.

VI. Embracing Change Management:

Leading the Change: Fostering a Culture of Adaptability
Implementing change requires strong leadership and a commitment to fostering a culture of
adaptability. Businesses need to communicate clearly with their employees, provide training and
support, and create an environment where employees feel comfortable embracing new ideas and
approaches.

Measuring Progress: Tracking and Analyzing Results
Change management is not a one-time event; it’s an ongoing process. Businesses need to track and
analyze the results of their changes, make adjustments as needed, and continuously monitor their
progress.

Conclusion:

What propelled your business to success in the past may not be sufficient for future growth. The
business landscape is dynamic, demanding constant adaptation, innovation, and a willingness to
embrace change. By understanding past successes, analyzing current market trends, embracing new
technologies, and fostering a culture of adaptability, businesses can navigate the challenges of a
changing world and achieve sustainable growth.



Frequently Asked Questions (FAQs):

Q: How can I identify emerging trends in my industry? A: Conduct thorough market research, analyze
competitor activities, attend industry events, read industry publications, and leverage data analytics
tools.
Q: How can I encourage a culture of adaptability within my company? A: Communicate openly,
provide training and support, reward innovation, and create a safe space for experimentation.
Q: What if my existing business model is no longer profitable? A: Consider pivoting your business
model, diversifying your revenue streams, or exploring new market opportunities.
Q: How can I measure the success of my adaptation strategies? A: Track key performance indicators
(KPIs) such as revenue growth, customer acquisition cost, customer satisfaction, and market share.

Related Keywords:

business strategy, market trends, innovation, adaptation, change management, competitive
advantage, business growth, diversification, technological advancements, customer preferences,
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  what got your business here won t get it there: What Got You Here Won't Get You There
Marshall Goldsmith, 2010-09-03 Your hard work is paying off. You are doing well in your field. But
there is something standing between you and the next level of achievement. That something may
just be one of your own annoying habits.Perhaps one small flaw - a behaviour you barely even
recognise - is the only thing that's keeping you from where you want to be. It may be that the very
characteristic that you believe got you where you are - like the drive to win at all costs - is what's
holding you back. As this book explains, people often do well in spite of certain habits rather than
because of them-and need a to stop list rather than one listing what to do. Marshall Goldsmith's
expertise is in helping global leaders overcome their unconscious annoying habits and become more
successful. His one-on-one coaching comes with a six-figure price tag - but in this book you get his
great advice for much less. Recently named as one of the world's five most-respected executive
coaches by Forbes, he has worked with over 100 major CEOs and their management teams at the
world's top businesses. His clients include corporations such as Goldman Sachs, Glaxo SmithKline,
Johnson and Johnson and GE.
  what got your business here won t get it there: Now, Build a Great Business! Mark
Thompson, Brian Tracy, 2011 In this revolutionary book, bestselling business authority Mark
Thompson and international success expert Brian Tracy join forces to show readers how great
leadership, great people, and great products are the key to building a phenomenally successful
business, inspiring customer loyalty--and experiencing tremendous growth. Now, Build a Great
Business! does this by revealing a series of seven principles guaranteed to improve any business in
any industry. You'll learn how to inspire superior results from everyone around you; attract and keep
great people; develop a business plan that maximizes your resources; identify market demands;
deliver superior customer service; craft a standout marketing plan; and motivate customers to buy
again and again. With real-world examples from wildly successful businesses and accessible,
all-encompassing strategies to guide you through the most important facets of any profitable
venture--including leadership, sales, and marketing--Now, Build a Great Business! will transform
your business and help you deliver extraordinary results.
  what got your business here won t get it there: What Got You Here Won't Get You There
Marshall Goldsmith, Mark Reiter, 2011 The corporate world is filled with men and women who have
worked hard to reach upper level management. They're intelligent, skilled, and even charismatic.
But only a handful of them will ever reach the pinnacle--and as executive coach Marshall Goldsmith



shows in this book, subtle nuances make all the difference. These are small transactional flaws
performed by one person against another that, using Goldsmith's straightforward, jargonfree advice,
are easy behaviors to change. EDITORIAL REVIEWS: From Publishers Weekly Goldsmith, an
executive coach to the corporate elite, pinpoints 20 bad habits that stifle already successful careers
as well as personal goals like succeeding in marriage or as a parent. Most are common behavioral
problems, such as speaking when angry, which even the author is prone to do when dealing with a
teenage daughter's belly ring. Though Goldsmith deals with touchy-feely material more typical of a
self-help book--such as learning to listen or letting go of the past--his approach to curing
self-destructive behavior is much harder-edged. For instance, he does not suggest sensitivity
training for those prone to voicing morale-deflating sarcasm. His advice is to stop doing it. To
stimulate behavior change, he suggests imposing fines (e.g., $10 for each infraction), asserting that
monetary penalties can yield results by lunchtime. While Goldsmith's advice applies to everyone, the
highly successful audience he targets may be the least likely to seek out his book without a direct
order from someone higher up. As he points out, they are apt to attribute their success to their bad
behavior. Still, that may allow the less successful to gain ground by improving their people skills
first. (Jan. 2) Copyright (c) Reed Business Information, a division of Reed Elsevier Inc. All rights
reserved. --This text refers to the Hardcover edition. From Booklist By now, the CEO as celebrity is
old hat. (Just start counting the books from former company heads.) That goes for the
executive-recruiter-cum-president-makers. What has yet to be explored--until now--is the celebrity
business coach, the individual who helps C-level executives correct flaws, whether invisible or
public. A frequent interviewee in major business magazines like Fortune, Goldsmith, with the sage
help and advice of his collaborator Reiter, pens a self-help career book, filled with disguised
anecdotes and candid dialogue, all soon slated for bestsellerdom. His steps in coaching for success
are simple, honest, without artifice: gather feedback from appropriate colleagues and cohorts,
determine which behaviors to change (and remember, Goldsmith specifically focuses on behavior,
not skills or knowledge), apologize, advertise, listen, thank, follow up, and practice feed-forward.
Admittedly, this shrewd organizational psychologist only works with leaders he knows will listen,
follow advice, and change--especially considering that he doesn't receive fees until improvements
are secure and visible. On the other hand, these are words and processes anyone will benefit from,
whether wannabe manager or senior executive. Barbara Jacobs Copyright (c) American Library
Association. All rights reserved--This text refers to the Hardcover edition.
  what got your business here won t get it there: Triggers Marshall Goldsmith, Mark Reiter,
2015-05-19 Bestselling author and world-renowned executive coach Marshall Goldsmith examines
the environmental and psychological triggers that can derail us at work and in life. Do you ever find
that you are not the patient, compassionate problem solver you believe yourself to be? Are you
surprised at how irritated or flustered the normally unflappable you becomes in the presence of a
specific colleague at work? Have you ever felt your temper accelerate from zero to sixty when
another driver cuts you off in traffic? Our reactions don’t occur in a vacuum. They are usually the
result of unappreciated triggers in our environment—the people and situations that lure us into
behaving in a manner diametrically opposed to the colleague, partner, parent, or friend we imagine
ourselves to be. These triggers are constant and relentless and omnipresent. So often the
environment seems to be outside our control. Even if that is true, as Goldsmith points out, we have a
choice in how we respond. In Triggers, his most powerful and insightful book yet, Goldsmith shows
how we can overcome the trigger points in our lives, and enact meaningful and lasting change.
Goldsmith offers a simple “magic bullet” solution in the form of daily self-monitoring, hinging around
what he calls “active” questions. These are questions that measure our effort, not our results.
There’s a difference between achieving and trying; we can’t always achieve a desired result, but
anyone can try. In the course of Triggers, Goldsmith details the six “engaging questions” that can
help us take responsibility for our efforts to improve and help us recognize when we fall short. Filled
with revealing and illuminating stories from his work with some of the most successful chief
executives and power brokers in the business world, Goldsmith offers a personal playbook on how to



achieve change in our lives, make it stick, and become the person we want to be.
  what got your business here won t get it there: What Got You Here Won't Get You There in
Sales: How Successful Salespeople Take it to the Next Level Marshall Goldsmith, Bill Hawkins, Don
Brown, 2011-09-07 This title provides you with high-impact, quick-hitting language for influencing
clients, selling ideas, and beating the competition at every turn.
  what got your business here won t get it there: How to Become CEO Jeffrey J. Fox,
2001-09-01 Vision, persistence, integrity, and respect for everyone in the workplace--these are all
qualities of successful leaders. But Jeffrey J. Fox, the founder of a marketing consulting company,
also gives these tips: never write a nasty memo, skip all office parties, and overpay your people.
These are a few of his key ways to climb the corporate ladder.
  what got your business here won t get it there: Mojo Marshall Goldsmith, 2010-12-09 The
follow-up to global bestseller What Got You Here Won't Get You There (the Amazon.com no.1
bestseller for 2007 on Leading People) addresses the vital phases of gaining mojo (tough),
maintaining it (tougher) and recapturing it after you lose it (toughest of all, but not impossible) This
is vital in any competitive arena, whether business, sport or politics. Goldsmith draws on new
research, as well as his extensive experience with corporate teams and top executives, to provide
compelling case studies throughout. Readers will learn the 26 powers that are within us all and will
come away with a new, hyper-effective technique to define, track and ensure future success for
themselves and their organisations. Goldsmith's one-on-one training usually comes with a six-figure
price tag. Now his advice is available without the hefty fee.
  what got your business here won t get it there: Grow the Pie Alex Edmans, 2021-11-11
Should companies be run for profit or purpose? This book shows how they can deliver both-based on
rigorous evidence and an actionable framework. This edition, updated to include the pandemic and
latest research, explains how managers, investors and citizens can put purpose into practice-and
overcome the difficult trade-offs that hold them back.
  what got your business here won t get it there: Act Like a Leader, Think Like a Leader,
Updated Edition of the Global Bestseller, With a New Preface Herminia Ibarra, 2023-10-17 A new
edition of the bestseller that has helped aspiring leaders worldwide advance their careers and step
up to larger leadership roles. You aspire to lead with greater impact. The problem is you're busy
executing on today's demands. You know you have to carve out time from your day job to build your
leadership skills, but it’s easy to let immediate problems and old mindsets get in the way. Herminia
Ibarra—one of the world's foremost experts on leadership—shows how individuals at all levels can
step up to leadership by making small but crucial changes in their jobs, their networks, and
themselves. In Act Like a Leader, Think Like a Leader, Ibarra offers advice to: Redefine your job in
order to make more strategic contributions Diversify your network so that you connect to, and learn
from, a wider range of stakeholders Become more playful with your self-concept, allowing your
familiar—and possibly outdated—leadership style to evolve Ibarra turns the usual leadership
advice—generate insight about yourself through reflection and analysis of your strengths and
weaknesses—on its head by arguing that you must first act and experiment your way into trying new
things. The valuable external perspective you gain from direct experiences and
experimentation—which Ibarra calls outsight—provides new and critical information on what kind of
work is important to you, how you should invest your time, why and which relationships matter, and,
ultimately, who you want to become. Updated with new examples and self-assessments, this book
gives you the tools to start acting like a leader and advancing your career to the next level.
  what got your business here won t get it there: Succession Marshall Goldsmith, 2009-02-10
A leader's greatest challenge can be knowing when it's time to step aside. A great deal has been
written for corporate boards on the issue of succession planning. But most executives have few
resources to help guide them through the process. How do you start preparing yourself--and your
successor--for your inevitable leadership transition? In this concise book, leading executive coach
and bestselling author Marshall Goldsmith offers candid advice on succession from the outgoing
executive's perspective. From choosing and grooming a successor while sidestepping political



minefields, to finally handing over responsibility, Goldsmith walks you through each step in the
succession process. Done right, your successor can enter to applause while you gracefully bow out
and start the next chapter of your life.
  what got your business here won t get it there: Netflixed Gina Keating, 2012-10-11 Netflix
has come a long way since 1997, when two Silicon Valley entrepreneurs, Marc Randolph and Reed
Hastings, decided to start an online DVD store before most people owned a DVD player. They were
surprised and elated when launch-day traffic in April 1998 crashed their server and resulted in 150
sales. Today, Netflix has more than 25 million subscribers and annual revenues above $3 billion. Yet
long- term success-or even survival-is still far from guaranteed. Journalist Gina Keating recounts the
absorbing, fast-paced drama of the company's turbulent rise to the top and its attempt to invent two
new kinds of business. First it engaged in a grueling war against video-store behemoth Blockbuster,
transforming movie rental forever. Then it jumped into an even bigger battle for online video
streaming against Google, Hulu, Amazon, and the big cable companies. Netflix ushered in such
innovations as DVD rental by mail, a patented online queue of upcoming rentals, and a
recommendation algorithm called Cinematch that proved crucial in its struggle against bigger rivals.
Yet for all its success, Netflix is still a polarizing company. Hastings is often heralded as a
visionary-he was named Business Person of the Year in 2010 by Fortune-even as he has been called
the nation's worst CEO. Netflix also faces disgruntled customers after price increases and other
stumbles that could tarnish the brand forever. The quest to become the world's portal for premium
video on demand will determine nothing less than the future of entertainment and the Internet.
Drawing on extensive new interviews and her years covering Netflix as a financial and
entertainment reporter, Keating makes this tale as absorbing as it is important.
  what got your business here won t get it there: Be the Best at What Matters Most Joe
Calloway, 2013-02-26 Winners in business aren't the ones who do the most things; the winners are
the ones who do the most important things Be the Best at What Matters Most is about the one
essential strategy for business leaders, entrepreneurs, owners, managers and those who want to be
one. Simplify, focus, and win by outperforming all your competition on those things that create real
value for the customer. This is about substance, not flash, and the ultimate wow factors of high
quality performance, consistency and relentless improvement. Thought provoking questions,
activities, and action steps are built into every section of the book Author Joe Calloway, an
International Speakers Hall of Fame inductee, has been a popular business speaker for thirty years
and worked with hundreds of companies to help them create and sustain success Be the Best at
What Matters Most will help you and your team focus on taking the actions that maximize results,
growth, and profit.
  what got your business here won t get it there: Stepping Up John Izzo, 2012 A guide to
solving problems presents seven principles that enable individuals to be their own agents of change.
  what got your business here won t get it there: Make Today Count John C. Maxwell,
2008-06-11 Drawing from the text of the Business Week bestseller Today Matters, this condensed,
revised edition boils down John C. Maxwell's 12 daily practices to their very essence, giving
maximum impact in minimal time. Presented in a quick-read format, this version is designed to be
read cover to cover in one sitting or taken in as brief lessons in a few spare minutes each day. It
covers such topics as: -- Priorities -- Health -- Family -- Finances -- Values -- Growth Readers will
learn how to make decisions on important matters and apply those decisions daily to put them on a
path to more successful, productive, and fulfilling lives.
  what got your business here won t get it there: Taking Your Church to the Next Level
Gary L. McIntosh, 2009-09-01 All local churches experience a predictable life cycle of growth and
decline. But if a church is on a downward trend, how can it turn around? Taking Your Church to the
Next Level explains the impact of age and size on churches and outlines the improvements that must
be made at each point for a church to remain fruitful and faithful to its mission. McIntosh deftly
describes the cycles of fruitfulness and the importance of continual improvement to diminish
destructive forces that keep a congregation from its mission. Church leaders, pastors, and all who



care about the church and desire to see it experience biblical growth will benefit from the sage
wisdom offered in these pages.
  what got your business here won t get it there: Family Business Succession K. LeCouvie, J.
Pendergast, 2017-07-03 The first ever comprehensive guide to family business succession planning.
This book covers everything from what family business ownership is and how to structure ownership
bylaws to business structure, leadership transition, and how a founder exits the business. Drawing
on original research, case studies, and white papers, Family Business Succession is a thorough,
complete, and required reading for every family member working in a family business.
  what got your business here won t get it there: High Performance Habits Brendon
Burchard, 2017-09-19 THESE HABITS WILL MAKE YOU EXTRAORDINARY. Twenty years ago,
author Brendon Burchard became obsessed with answering three questions: 1. Why do some
individuals and teams succeed more quickly than others and sustain that success over the long
term? 2. Of those who pull it off, why are some miserable and others consistently happy on their
journey? 3. What motivates people to reach for higher levels of success in the first place, and what
practices help them improve the most After extensive original research and a decade as the world’s
leading high performance coach, Burchard found the answers. It turns out that just six deliberate
habits give you the edge. Anyone can practice these habits and, when they do, extraordinary things
happen in their lives, relationships, and careers. Which habits can help you achieve long-term
success and vibrant well-being no matter your age, career, strengths, or personality? To become a
high performer, you must seek clarity, generate energy, raise necessity, increase productivity,
develop influence, and demonstrate courage. The art and science of how to do all this is what this
book is about. Whether you want to get more done, lead others better, develop skill faster, or
dramatically increase your sense of joy and confidence, the habits in this book will help you achieve
it faster. Each of the six habits is illustrated by powerful vignettes, cutting-edge science,
thought-provoking exercises, and real-world daily practices you can implement right now. If you’ve
ever wanted a science-backed, heart-centered plan to living a better quality of life, it’s in your hands.
Best of all, you can measure your progress. A link to a free professional assessment is included in
the book.
  what got your business here won t get it there: Leading from the Middle Scott Mautz,
2021-05-18 The definitive playbook for driving impact as a middle manager Leading from the
Middle: A Playbook for Managers to Influence Up, Down, and Across the Organization delivers an
insightful and practical guide for the backbone of an organization: those who have a boss and are a
boss and must lead from the messy middle. Accomplished author and former P&G executive Scott
Mautz walks readers through the unique challenges facing these managers, and the mindset and
skillset necessary for managing up and down and influencing what happens across the organization.
You’ll learn the winning mindset of the best middle managers, how to develop the most important
skills necessary for managing from the middle, how to create your personal Middle Action Plan
(MAP), and effectively influence: Up the chain of command, to your boss and those above them
Down, to your direct reports and teams who report to you Laterally, to peers and teams you have no
formal authority over Anyone in an organization who reports to someone and has someone reporting
to them must lead from the middle. They are the most important group in an organization and have a
unique opportunity to drive impact. Leading from the Middle explains how.
  what got your business here won t get it there: Good to Great Jim Collins, 2001-10-16 The
Challenge Built to Last, the defining management study of the nineties, showed how great
companies triumph over time and how long-term sustained performance can be engineered into the
DNA of an enterprise from the verybeginning. But what about the company that is not born with
great DNA? How can good companies, mediocre companies, even bad companies achieve enduring
greatness? The Study For years, this question preyed on the mind of Jim Collins. Are there
companies that defy gravity and convert long-term mediocrity or worse into long-term superiority?
And if so, what are the universal distinguishing characteristics that cause a company to go from
good to great? The Standards Using tough benchmarks, Collins and his research team identified a



set of elite companies that made the leap to great results and sustained those results for at least
fifteen years. How great? After the leap, the good-to-great companies generated cumulative stock
returns that beat the general stock market by an average of seven times in fifteen years, better than
twice the results delivered by a composite index of the world's greatest companies, including
Coca-Cola, Intel, General Electric, and Merck. The Comparisons The research team contrasted the
good-to-great companies with a carefully selected set of comparison companies that failed to make
the leap from good to great. What was different? Why did one set of companies become truly great
performers while the other set remained only good? Over five years, the team analyzed the histories
of all twenty-eight companies in the study. After sifting through mountains of data and thousands of
pages of interviews, Collins and his crew discovered the key determinants of greatness -- why some
companies make the leap and others don't. The Findings The findings of the Good to Great study will
surprise many readers and shed light on virtually every area of management strategy and practice.
The findings include: Level 5 Leaders: The research team was shocked to discover the type of
leadership required to achieve greatness. The Hedgehog Concept (Simplicity within the Three
Circles): To go from good to great requires transcending the curse of competence. A Culture of
Discipline: When you combine a culture of discipline with an ethic of entrepreneurship, you get the
magical alchemy of great results. Technology Accelerators: Good-to-great companies think
differently about the role of technology. The Flywheel and the Doom Loop: Those who launch radical
change programs and wrenching restructurings will almost certainly fail to make the leap. “Some of
the key concepts discerned in the study,” comments Jim Collins, fly in the face of our modern
business culture and will, quite frankly, upset some people.” Perhaps, but who can afford to ignore
these findings?
  what got your business here won t get it there: Startup CEO Matt Blumberg, 2020-08-04
You’re only a startup CEO once. Do it well with Startup CEO, a master class in building a business.
—Dick Costolo, Former CEO, Twitter Being a startup CEO is a job like no other: it’s difficult, risky,
stressful, lonely, and often learned through trial and error. As a startup CEO seeing things for the
first time, you’re likely to make mistakes, fail, get things wrong, and feel like you don’t have any
control over outcomes. Author Matt Blumberg has been there, and in Startup CEO he shares his
experience, mistakes, and lessons learned as he guided Return Path from a handful of employees
and no revenues to over $100 million in revenues and 500 employees. Startup CEO is not a memoir
of Return Path's 20-year journey but a thoughtful CEO-focused book that provides first-time CEOs
with advice, tools, and approaches for the situations that startup CEOs will face. You'll learn: How to
tell your story to new hires, investors, and customers for greater alignment How to create a
values-based culture for speed and engagement How to create business and personal operating
systems so that you can balance your life and grow your company at the same time How to develop,
lead, and leverage your board of directors for greater impact How to ensure that your company is
bought, not sold, when you exit Startup CEO is the field guide every CEO needs throughout the
growth of their company.
  what got your business here won t get it there: Designing Exceptional Organizational
Cultures Jamie Jacobs, Hema Crockett, 2021-02-03 WINNER: Nonfiction Authors Association Book
Awards Gold Award 2021 Designing Exceptional Organizational Cultures is a practical guide for HR
and OD professionals which explains how to proactively design, build and foster a culture that
creates employee and business success. For a company to outperform the competition and achieve
sustainable business growth, it needs a high performing, engaged and committed workforce with the
skills the business needs both now and in the future. Attracting, motivating and retaining top talent
can't be done simply by attaching individual benefits to specific job roles. To be effective, companies
need to build an exceptional company culture where people want to work and that allows them to
develop and perform to their full potential. Designing Exceptional Organizational Cultures provides
guidance on all elements of building a top performing culture including how to identify and define
core company values and embed them throughout policies, processes and behaviours as well as how
to create an organizational structure that leverages employees' strengths for optimum performance.



It also covers how to assess what roles the business needs, how to recruit for future success and
make the most of non-traditional hires as well as covering employee engagement, motivation,
reward, diversity and Learning and Development (L&D). With practical examples, tips and advice
throughout , this is crucial reading for anyone needing to build a culture that attracts the very best
talent and achieve sustainable business growth.
  what got your business here won t get it there: Love is Just Damn Good Business: Do
What You Love in the Service of People Who Love What You Do Steve Farber, 2019-09-06
From the bestselling author of The Radical Leap and Greater Than Yourself comes the first book to
directly address love as a hard-core business principle that generates measurable results It’s time to
toss aside the touchy-feely notions of love in business and acknowledge the real power that it holds.
Love is not only appropriate in the context of business, it’s the foundation of great leadership. To put
it bluntly: love is just damn good business. That’s the simple but profound truth that leadership
consultant Steve Farber has discovered in his extensive work with Fortune 100 companies and other
successful businesses. His game-changing approach to love as a practical business strategy will help
you to: • Identify your passions—and share them with others • Create a culture of love at work—and
spark innovation, productivity, and joy • Serve your customers, so they love how you treat
them—and have them coming back for more • Invest time in making personal connections—that are
mutually rewarding • Focus on serving the needs of others—they’re going to love it • Do what you
love—and make it your business, so others love it, too The proven principles you’ll find in this book
will help you lay the groundwork for a thriving, competitive enterprise. When love is part of your
organization’s framework and operationalized in its culture, employees and customers feel genuinely
valued. Employees who are passionate about the work that they do are more loyal, innovative,
creative, and inspired, and that translates to great customer experience. They don’t serve others out
of obligation, but because of a genuine desire to improve people’s lives. And when customers
reciprocate by loving your products, your services, and your people, that’s when something great
happens. That’s when you get loyalty. That’s when you get raving fans. It’s a refreshingly human way
of doing business. In addition to Farber’s field-tested strategies, you’ll find inspiring case studies
from a wide range of industries and leaders, revealing self-assessment quizzes, and practical
pointers on how to build a corporate culture based on love, the ultimate competitive advantage. At
the end of the day, it’s just damn good business.
  what got your business here won t get it there: Four Thousand Weeks Oliver Burkeman,
2021-08-10 AN INSTANT NEW YORK TIMES BESTSELLER Provocative and appealing . . . well
worth your extremely limited time. —Barbara Spindel, The Wall Street Journal The average human
lifespan is absurdly, insultingly brief. Assuming you live to be eighty, you have just over four
thousand weeks. Nobody needs telling there isn’t enough time. We’re obsessed with our lengthening
to-do lists, our overfilled inboxes, work-life balance, and the ceaseless battle against distraction; and
we’re deluged with advice on becoming more productive and efficient, and “life hacks” to optimize
our days. But such techniques often end up making things worse. The sense of anxious hurry grows
more intense, and still the most meaningful parts of life seem to lie just beyond the horizon. Still, we
rarely make the connection between our daily struggles with time and the ultimate time
management problem: the challenge of how best to use our four thousand weeks. Drawing on the
insights of both ancient and contemporary philosophers, psychologists, and spiritual teachers, Oliver
Burkeman delivers an entertaining, humorous, practical, and ultimately profound guide to time and
time management. Rejecting the futile modern fixation on “getting everything done,” Four Thousand
Weeks introduces readers to tools for constructing a meaningful life by embracing finitude, showing
how many of the unhelpful ways we’ve come to think about time aren’t inescapable, unchanging
truths, but choices we’ve made as individuals and as a society—and that we could do things
differently.
  what got your business here won t get it there: Do More Great Work Michael Bungay
Stanier, 2010-02-22 You work hard. You put in the hours. Yet you feel like you are constantly
treading water with Good Work that keeps you going but never quite moves you ahead. Or worse,



you are mired in Bad Work—endless meetings and energy-draining bureaucratic traps. Do More
Great Work gets to the heart of the problem: Even the best performers are spending less than a
fraction of their time doing Great Work—the kind of innovative work that pushes us forward,
stretches our creativity, and truly satisfies us. Michael Bungay Stanier, Canadian Coach of the Year
in 2006, is a business consultant who’s found a way to move us away from bad work (and even good
work), and toward more time spent doing great work. When you’re up to your eyeballs answering
e-mail, returning phone calls, attending meetings and scrambling to get that project done, you can
turn to this inspirational, motivating, and at times playful book for invaluable guidance. In fifteen
exercises, Do More Great Work shows how you can finally do more of the work that engages and
challenges you, that has a real impact, that plays to your strengths—and that matters. The exercises
are maps—brilliantly simple visual tools that help you find, start and sustain Great Work, revealing
how to: Find clues to your own Great Work—they’re all around you Locate the sweet spot between
what you want to do and what your organization wants you to do Generate new ideas and
possibilities quickly Best manage your overwhelming workload Double the likelihood that you’ll do
what you want to do All it takes is ten minutes a day, a pencil and a willingness to change. Do More
Great Work will not only help you identify what the Great Work of your life is, it will tell you how to
do it.
  what got your business here won t get it there: Who Geoff Smart, Randy Street, 2008-09-30
In this instant New York Times Bestseller, Geoff Smart and Randy Street provide a simple, practical,
and effective solution to what The Economist calls “the single biggest problem in business today”:
unsuccessful hiring. The average hiring mistake costs a company $1.5 million or more a year and
countless wasted hours. This statistic becomes even more startling when you consider that the
typical hiring success rate of managers is only 50 percent. The silver lining is that “who” problems
are easily preventable. Based on more than 1,300 hours of interviews with more than 20 billionaires
and 300 CEOs, Who presents Smart and Street’s A Method for Hiring. Refined through the largest
research study of its kind ever undertaken, the A Method stresses fundamental elements that anyone
can implement–and it has a 90 percent success rate. Whether you’re a member of a board of
directors looking for a new CEO, the owner of a small business searching for the right people to
make your company grow, or a parent in need of a new babysitter, it’s all about Who. Inside you’ll
learn how to • avoid common “voodoo hiring” methods • define the outcomes you seek • generate a
flow of A Players to your team–by implementing the #1 tactic used by successful businesspeople •
ask the right interview questions to dramatically improve your ability to quickly distinguish an A
Player from a B or C candidate • attract the person you want to hire, by emphasizing the points the
candidate cares about most In business, you are who you hire. In Who, Geoff Smart and Randy
Street offer simple, easy-to-follow steps that will put the right people in place for optimal success.
  what got your business here won t get it there: Disrupted Dan Lyons, 2016-04-05 An instant
New York Times bestseller, Dan Lyons' hysterical (Recode) memoir, hailed by the Los Angeles Times
as the best book about Silicon Valley, takes readers inside the maddening world of fad-chasing
venture capitalists, sales bros, social climbers, and sociopaths at today's tech startups. For
twenty-five years Dan Lyons was a magazine writer at the top of his profession--until one Friday
morning when he received a phone call: Poof. His job no longer existed. I think they just want to hire
younger people, his boss at Newsweek told him. Fifty years old and with a wife and two young kids,
Dan was, in a word, screwed. Then an idea hit. Dan had long reported on Silicon Valley and the tech
explosion. Why not join it? HubSpot, a Boston start-up, was flush with $100 million in venture
capital. They offered Dan a pile of stock options for the vague role of marketing fellow. What could
go wrong? HubSpotters were true believers: They were making the world a better place ... by selling
email spam. The office vibe was frat house meets cult compound: The party began at four thirty on
Friday and lasted well into the night; shower pods became hook-up dens; a push-up club met at noon
in the lobby, while nearby, in the content factory, Nerf gun fights raged. Groups went on walking
meetings, and Dan's absentee boss sent cryptic emails about employees who had graduated (read:
been fired). In the middle of all this was Dan, exactly twice the age of the average HubSpot



employee, and literally old enough to be the father of most of his co-workers, sitting at his desk on
his bouncy-ball chair.
  what got your business here won t get it there: It Doesn’t Have to Be Crazy at Work
Jason Fried, David Heinemeier Hansson, 2018-10-04 Jason Fried and David Heinemeier Hansson, the
authors of the New York Times bestseller Rework, are back with a manifesto to combat all your
modern workplace worries and fears.
  what got your business here won t get it there: No Bullsh!t Leadership Martin G. Moore,
2021-09-28 What makes a truly exceptional leader? Discover the practical, fail-proof tools that will
help you to fine-tune your leadership skills, solidify respect among your workforce, and ensure your
company’s lasting success. When Martin G. Moore was asked to rescue a leading energy corporation
from ever-increasing debt and a lack of executive accountability, he faced an uphill battle. Not only
had he never before stepped into the role of CEO; he also had no experience in the rapidly evolving
energy sector. Relying on the practical leadership principles he had honed throughout his
thirty-three-year career, he overhauled the company’s culture, redefined its leadership capability,
and increased earnings by a compound annual growth rate of 125 percent. In No Bullsh!t
Leadership, Moore outlines these proven leadership principles in a clear, direct way. He sweeps
away the mystical fog surrounding leadership today and lays out the essential steps for success.
Moore combines this tangible advice with honest, real-world examples from his own career to
provide a no-nonsense look at the skills a true leader possesses. Moore’s principles for no bullshit
leadership focus on: Creating value by focusing only on the things that matter most Facing conflict,
adversity, and ambiguity with decisiveness and confidence Setting uncompromising standards for
behavior and performance Selecting and developing great people Making those people accountable,
and empowering them to do their best Setting simple, value-driven goals and communicating them
relentlessly Though the steps aren’t easy, they are guaranteed, if implemented, to lift your
leadership–and your organization–to a higher level. Wherever you are in your career, No Bullsh!t
Leadership will help you develop the skills and form the habits needed to become a no bullshit
leader.
  what got your business here won t get it there: Lucky Bitch Denise Duffield-Thomas,
2018-03-20 Can you learn to be lucky? Self-made millionaire Denise Duffield-Thomas not only
believes this is possible, she knows it’s possible. From being broke, hating her office job and
generally having a life that made her completely miserable, Denise went on to travel the world and
make all of her dreams come true within the space of a few years. She attracted more than half a
million dollars-worth of free travel, scholarships, prizes and bank errors in her favour, and in this
book she reveals how you can do the same. Whether you’re already lucky and want to attract even
more into your life, or you feel like your luck is just about to run out, Lucky Bitch will show you how
to take action in areas of your life that are lacking in magic.With her trademark humour and
encouragement, Denise gives clear and effective instructions based on the principles of the Law of
Attraction to get you closer to living your dream life. You’ll also learn the ‘Ten Lucky Bitch
Commandments’ and how to use them to create luck in all areas of life, including business and
money. This book has already changed the lives of tens of thousands of women. Now it has the
potential to change yours. If you’ve been asking for an answer or a miracle, this book is it!
9781788171342
  what got your business here won t get it there: Hacking Leadership Mike Myatt, 2013-12-16
Hacking Leadership is Mike Myatt's latest leadership book written for leaders at every level.
Leadership isn't broken, but how it's currently being practiced certainly is. Everyone has blind spots.
The purpose of Hacking Leadership is to equip leaders at every level with an actionable framework
to identify blind spots and close leadership gaps. The bulk of the book is based on actionable, topical
leadership and management hacks to bridge eleven gaps every business needs to cross in order to
create a culture of leadership: leadership, purpose, future, mediocrity, culture, talent, knowledge,
innovation, expectation, complexity, and failure. Each chapter: Gives readers specific techniques to
identify, understand, and most importantly, implement individual, team and organizational



leadership hacks. Addresses blind spots and leverage points most leaders and managers haven’t
thought about, which left unaddressed, will adversely impact growth, development, and
performance. All leaders have blind-spots (gaps), which often go undetected for years or decades,
and sadly, even when identified the methods for dealing with them are outdated and ineffective –
they need to be hacked. Showcases case studies from the author’s consulting practice, serving as a
confidant with more than 150 public company CEOs. Some of those corporate clients include: AT&T,
Bank of America, Deloitte, EMC, Humana, IBM, JP Morgan Chase, Merrill Lynch, PepsiCo, and other
leading global brands. Hacking Leadership offers a fresh perspective that makes it easy for leaders
to create a roadmap to identify, refine, develop, and achieve their leadership potential--and to create
a more effective business that is financially solvent and professionally desirable.
  what got your business here won t get it there: Your Move Ramit Sethi, 2018-01-31 In his
first book in nearly a decade, New York Times bestselling author Ramit Sethi cuts through the BS
and bad advice to show you how to really escape the 9-to-5. This no-nonsense guide distills the most
important lessons Sethi learned building his dorm room blog into an 8-figure-a-year company. If you
want to build a business that makes you an extra 5-figures a month, this book will show you how.
Inside you'll discover: The 3 Rules of Money (any business that breaks these is doomed to fail) How
to tell if a business will profitable in under 45 minutes How to find your first 5 customers - and just
how critical these first 5 are Growing from $300 to $10,000 a month The truth about passive income
and what it takes to really automate a business And so much more...
  what got your business here won t get it there: Accelerate May Busch, 2016-02-29 In a
world where being good at your job is no longer enough, this simple, actionable guide helps you
identify, understand and master the hidden skills you need to get - and stay - ahead.
  what got your business here won t get it there: Stakeholder Centered Coaching Marshall
Goldsmith, Sal Silvester, 2018-02 This book lays out the framework to help you generate better
results from your coaching practice using the Stakeholder Center Coaching(R) approach.
  what got your business here won t get it there: How to Win Big in the Music Business ,
2020-07 Whether you want to be a singer, rapper, DJ, producer, manager, executive, promoter, etc.
this book IS your go to, kick in the ass, strategy guide for making big breakthroughs and next level
success in the music industry.
  what got your business here won t get it there: Buy Then Build Walker Deibel, 2022-09
Entrepreneurs have a problem: startups. Almost all startups either fail or never truly reach a
sustainable size. Despite the popularity of entrepreneurship, we haven't engineered a better way to
start...until now. What if you could skip the startup phase and generate profitable revenue on day
one? In BUY THEN BUILD, acquisition entrepreneur Walker Deibel shows you how to begin with a
sustainable, profitable company and grow from there. You'll learn how to: Buy an existing company
rather than starting from scratch Use ownership as a path to financial independence Spend a
fraction of the time raising capital Find great brokers, generate your own deal flow, and see new
listings early Uncover the best opportunities and biggest risks of any company Navigate the
acquisition process Become a successful acquisition entrepreneur And more BUY THEN BUILD is
your guide to outsmart the startup game, live the entrepreneurial lifestyle, and reap the financial
rewards of ownership now.
  what got your business here won t get it there: How to Avoid Loss and Earn Consistently
in the Stock Market Prasenjit Paul, 2015-07-14 Are you suffering loss in equity investment? Do you
want your hard earned money to grow consistently? Do you want to learn easy methods for selecting
great stocks? If any of the above answers is ?YES?, then this book will be a perfect guide for you.
Written in a simple language, this book will help you in ? Selecting fundamentally strong stocks for
consistent return Proper construction of equity portfolio When to buy and when to sell stocks
Avoiding loss in equity investment
  what got your business here won t get it there: Everything I Know About Business I Learned
from the Grateful Dead Barry Barnes, 2011-11-02 The Grateful Dead is one of the most popular
bands of all time and they have enjoyed incredible relevance to this day. But let's admit it, they were



not exactly poster boys for corporate America. In Everything I Know About Business I Learned From
the Grateful Dead, Deadhead and business scholar Barry Barnes proves that the Dead's influence on
the business world will turn out to be a significant part of their legacy. Without intending to, the
band pioneered ideas and practices that were subsequently embraced by American corporations.
And in this book Barnes shares the ten most innovative business lessons from the Dead's illustrious
career, including: Creating and delivering superior customer value Incorporating and establishing a
board of directors early on Founding a merchandising division Giving away your product for free to
increase demand Above all, Barnes explains how the Dead were masters of what he calls strategic
improvisation-the ability to adapt to changing times and circumstances -- and that their success lay
precisely in their commitment to constant change and relentless variation. For an extraordinary
thirty years, the Dead improvised a business plan and realized their vision -- all while making huge
profits. Everything I Know About Business I Learned From the Greatful Dead will show you how they
did it -- and what your business can learn from their long, strange trip.
  what got your business here won t get it there: Entrepreneur on Fire - Conversations
with Visionary Leaders John Lee Dumas, Levi McPherson, 2014-05-07
  what got your business here won t get it there: Breakthrough Leadership Team Mike
Goldman, 2020 This is NOT a leadership book. If you want to be the leader of a growing, profitable
business that positively impacts the lives of employees and clients, it'll take more than leveling up
your capacity and capabilities as leader. It will require a leadership team of A-players who can work
with you to create a vibrant, winning environment that cas.
  what got your business here won t get it there: How Women Rise Sally Helgesen, Marshall
Goldsmith, 2018-04-10 Overcome the twelve habits holding you back and take your career to new
heights with this wise and approachable guide from two business leadership experts. Ready to take
the next step in your career . . . but not sure what's holding you back? Read on. Leadership expert
Sally Helgesen and bestselling leadership coach Marshall Goldsmith have trained thousands of high
achievers -- men and women -- to reach even greater heights. Again and again, they see that women
face specific and different roadblocks from men as they advance in the workplace. In fact, the very
habits that helped women early in their careers can hinder them as they move up. Simply put, what
got you here won't get you there . . . and you might not even realize your blind spots until it's too
late. Are you great with the details? To rise, you need to do less and delegate more. Are you a team
player? To advance, you need to take credit as easily as you share it. Are you a star networker?
Leaders know a network is no good unless you know how to use it. Sally and Marshall identify the
twelve habits that hold women back as they seek to advance, showing them why what worked for
them in the past might actually be sabotaging their future success. Building on Marshall's classic
bestseller What Got You Here Won't Get You There, How Women Rise is essential reading for any
woman who is ready to advance to the next level.
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