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      To the tenacious and driven men and women who have succeeded in business against the odds, in spite of themselves, and to
         the surprise of all the people who told them success would never happen. Booyah!
      



   
      
      Introduction

      Secrets and Lies

      A CIA operative is sent to the outskirts of Dublin to retrieve an important piece of information from a man named Murphy—a
         man he has never met.
      

      “Drive to this area,” the operative is told. “You’ll find Murphy at 2:00 p.m. local time sitting on a stone wall in front
         of a farm. Say to him, ‘The sun will rise in the east and set in the west, and tomorrow will be another day.’ Murphy will
         then give you what you need. Return here immediately—in person. Tell no one. Murphy is a closely guarded asset. This is top
         secret at the highest levels.”
      

      The operative leaves immediately and boards a plane for Dublin, rents a car, and drives to the appointed area at the appointed
         time. Sure enough, the operative sees a man sitting on a stone wall in front of a farm. The operative rolls down his window
         and wanting to be certain asks the man if he knows someone named Murphy.
      

      “Well,” says the man in his deep Irish accent. “That depends on which Murphy you mean. There’s Murphy the butcher, Murphy the baker, Murphy the mayor… and wouldn’t you know as it turns out? My name is Murphy.”
      

      The operative looks at his watch: 2:00 p.m. He looks back at Murphy on the stone wall and says, “The sun will rise in the
         east and set in the west, and tomorrow will be another day.”
      

      “Oh, you’re looking for Murphy the spy,” says the man. “He’s just up the road a bit.”

      Psst… want to know a secret? There are no secrets. Oh, wait, you thought I had the next quick fix, flashy guarantee, and easy
         solution? Not in my book. Murphy the spy is just up the road. You can find the books he wrote by the curb in a box marked
         “free.”
      

      In this book, the ideas may be “simple” to follow, but achieving success is not necessarily quick, flashy, or easy. It comes
         from doing three things right: focusing on what you do, delivering the value people demand, and selling and leveraging what
         you have and do like crazy to grow your business. If that sounds like a secret then so be it, but there has never been a better
         or more important time for businesses of any size to get back to a no-nonsense approach—one that balances both common sense
         and innovation. Yes, I might sound like your dad, but I live in the present. I may love the power of print, but I exploit
         the power of social media such as Facebook, LinkedIn, Plaxo, Twitter, Digg, Flickr as well as RSS, SEO, etc. I see them as
         one “tool” in our business toolbox. That’s how it should be. You can’t expect business-as-usual approaches to work, but you
         also can’t expect technological innovations or financial gimmicks to get you out of this mess either. After all, they’re a big part of what got us into this mess in the first place. Too many people got lazy and sloppy,
         relying on flash and gimmicks to create the illusion of success. We all looked for an edge, but too many of us became consumed
         with greed—accumulating seven-figure-plus on overextended credit lines and depending on a seemingly never-ending wave of consumer
         spending that delivered fat and unsustainable (and often fake) profits. Promises? Value? Best practices? Gone.
      

      And here’s the kicker: We’re going to do it again. Today’s volatile economies have made it challenging for businesses to operate
         profitably. Too many of us will look at the ideas and processes laid out in the following chapters and say, “I know I should
         do that…” and then not do it, abandoning our principles and making the same mistakes we made before. Think of this book as
         sunscreen: You might dismiss that you need it, forget to apply it, or just refuse to use it—when you need it most—but if you
         do, you will likely get burned again.
      

      But here’s the good news: Most businesses have never had better chances to thrive. Even in good times, many still do more
         with less. Competition multinational? What else is new? Economics and competition have always been major concerns for most
         business owners. But the core truth remains: If you are willing to look at what’s working and what isn’t—and take the necessary
         steps to fix things no matter how drastic, difficult, or different—you can succeed.
      

      Remarkable opportunities exist for any company willing to change the way it works—or change back to the way it once worked.
         And what happens to those who can’t or won’t change? They’ll end up the “last dog”—the slowest animal in the herd when the lions are chasing. The luckiest ones might settle for the middle of the pack. But the view from
         there is like the view my wife, Tami, has from the back of our tandem bike: not pretty. At least Tami is protected. In business,
         being in the middle means mediocrity, not safety. Eventually those businesses will fail the basic mirror test. If they are
         not already dead, they will most likely die soon.
      

      I’m offering another way. I’m offering what that first mirror test does: proof of life.
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      Focus
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