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Best of Overdrive
FY2006/2007
Dear Readers,

The Entrepreneurs’ Organization (EO) is proud to present the following collection of “Top 10” Overdrive articles from FY2006/2007. I hope that you’ll read these articles and gain important takeaway value for your personal and professional development. 

The Entrepreneurs’ Organization reached an important milestone in 2007 and celebrated 20 years of fueling the entrepreneurial engine. EO has come a long way since 1987, and that growth is evident in our members’ personal stories, reflections and lessons. 

Even though EO members are spread across the globe, they all have one common bond: the powerful entity that is EO— that which inspires them to go beyond their comfort zone and fulfill their wildest dreams. That which allows them to make their entrepreneurial mark in this world.

Are you boldly making your own mark? 

Best,
Carrie Kenady

Managing Editor, Overdrive  
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The Peameal Incident
By Mark Graham, EO Toronto
[image: image1.jpg]overdrive @& -



February 2007
I am a regular shopper at a farmers market in Toronto, Ontario, Canada, called the St. Lawrence Market. Every Saturday, the market turns into a bustling exchange similar to what one might encounter in Europe or Asia. People yell, sell, cajole, promote, swear— and it's great. 
One of the main draws at the market is the famous Peameal Bacon Sandwich (pictured at right). Almost everyone in the market sells this sandwich, so your first inclination is to buy from the cheapest vendor. 
Well, this is exactly what I did as a market newbie many years ago. I 
stood in line at the Sausage King, where the sandwich was 25% cheaper than the crowded place across the aisle, Paddington's Pump. 
For about two years, I put up with surly cashiers, an inconsistent product and the same server who always forgot my exact same order each week and could never understand "grapefruit juice," despite it being front and center in their cooler. Despite this, I remained a customer, always justifying the mediocre experience by the cost savings.
About six months ago, Sausage King raised their prices. They were now only 10% cheaper than Paddington's, and it pushed me over the edge. How could they?! I bailed on them and joined the line at Paddington's. I gave my order to the pot-bellied, unshaven proprietor who was also charming, much like the “Soup Nazi” in that one episode of Seinfeld. He got the order right, gave me the right change, and moved us along quickly. And I loved the way he shouted "PEEAAAAMEEEAAAL" to the kitchen. 
The new sandwich is glorious! The Kaiser bun is always fresh. The amount of mustard is just right. The experience is perfect. What was I thinking before? 

The Peameal sandwich incident taught me a lot. When you’re good, you can charge a premium, and you should. When you’re good, you will attract the right customers, the ones who value experience and quality first, not price. When you’re good, you don't have to fake it. If you are surly and efficient, then revel in it. Don't pretend to be something you aren't. Customers will eventually find out and punish you for deceiving them.
Know what you’re good at, focus on it and perfect it, and your customers will come in throngs.
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What Did You Miss in Chicago?
By Gina Hoagland, EO St. Louis
September 2006
I just returned from the EO’s 2006 EO Chicago University, where I mixed and mingled with 450 successful, energizing entrepreneurs from around the world. 
I can't say enough about how exciting and worthwhile it was. 
Here are some highlights: 
Global
I met Pasha Romanovski, who relocated to Russia from Israel to start his company called Gameland. I met the gang from Shanghai, all wearing red shirts with MADE IN CHINA emblazoned on the back. Incidentally, none of them were of Chinese ethnicity or even born in China; all had relocated from Great Britain or the United States because of opportunity. I also befriended Vivienne van Eijkelenborg from EO Netherlands and heard about her baby products company, Difrax. She comes to EO Universities once per year to re-energize and get ideas. 
Inspirational
We heard from Michael Gerber of E-Myth fame, who stressed that we need to work ON our businesses, not IN them. Jerry Greenfield of Ben & Jerry's fed us ice cream for breakfast, and he spoke about the social mission and spiritual aspects of business, which was quite thought provoking. And you want to talk about amazing?! How about the scientist Robert Ballard, who discovered the 
Titanic wreck. He told us all about the potential of our oceans and the importance of pursuing your dreams. 
Applicable
I took away seven pages of recommendations, ideas, notes and thoughts. They range from implementing techniques and tests for recruiting top-notch salespeople to a “Family Bank” system to teach my kids responsibility. 
Profitable
I spent several thousand dollars on tuition, hotel bills, cocktails and the like, not to mention time away from my business and my family. But, I also met future clients, potential partners and real people who, like me, believe when no one else believes. I walked away with solid ideas for my business and personal life. I think I came home a little tired but a lot wiser. 
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EO Goes Tribal
December 2006
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On 9 November, EO Malaysia convened at EO Past President Vijay Tirathrai’s house to celebrate the “EO Tribal Village.” Malaysia served as a welcoming host to EO members from Thailand, the Philippines, Singapore and Indonesia.

Tiki torches lit pathways next to specially constructed huts, palm leaves and dried grasses. Guests enjoyed a huge Malaysian feast 
and sipped cocktails from coconut shells. Much merry-making 
ensued throughout the evening.

What’s more, each Forum group dressed up to emulate its own 
unique “tribe,” including the native Malay, the American Indian and 
the London Urban. Each tribe performed a war cry around the fire. 
The APB Forum tribe won first place and received a prized cockerel.

“Chief” Arthur Hull, a drumming guru, led the group in a “Manawaedram” ceremony, in which the tribe assembled in a drum circle to play different rhythms together in a complementary fashion. With more than 60 percussion instruments and 70 people, this was quite an extraordinary team effort.
“All the Forums and regional EO members came as different EO tribes but went home as one EO nation,” said George Gan, Area Director and EO Malaysia member. “It was a mesmerizing experience that helped to build team spirit, promote unity and strengthen the EO community.”
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It Was Worth the Trip
[image: image14.jpg]


By Sriram Bharatam, EO Hyderabad
January 2007
I had never heard of the EO/MIT Entrepreneurial Masters Program (EMP)—formerly called Birthing of Giants (BOG)—before one particular EO learning event. It was a mere 24 hours before the application deadline, but since I had already won the Kauffman Award and was 
an active member of my chapter, my EO buddies strongly encouraged me to apply that night. 

I’m glad they did. 

To be honest, I almost forgot about EMP until months later, when I received word that I had been accepted into the program. I literally jumped up from my chair to get the scoop. The alumni success stories blew me away.

In May 2005, I stepped onto the beautiful grounds of the Endicott 
House and joined my fellow students. During our first session, we each went around the group and shared our stories, and I couldn’t believe how unique everyone’s was. I met people from 10 to 15 different industries who had all kinds of unbelievable businesses. 

I heard Verne Harnish speak at the EO Los Angeles University, before EMP started. What a brilliant guy! I started practicing two of his key takeaway techniques and could see a huge difference in the way I ran my organization. My company grew almost 200% during my first year of EMP, and I took my company to the UK to form Iridium Interactive, which still thrives today. 

EMP was an experience of a lifetime. It is a very structured program that enabled me to raise my investments. I learned from unbelievable people, and all of us bonded and developed such a trust in each other that we will remain buddies for the rest of our lives. 
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The Game is Always Evolving
By Jamie Douraghy, EO Los Angeles
[insert date]
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One of the most important things I do outside of business is clear my mind and body of the stress that comes with the "joy" of owning a business. 

Instead of going home and plopping on the couch after a stressful day, 
I choose to fend off an aggressive opponent who wants a piece of me with a metal object. 

Since 17, fencing has been for me a subtle blend of style, grace, dedication, aggression, smarts and determination. It allows me to step away from my business and relax.

Not unlike entrepreneurship, fencing is about coming back from adversity and proving what you can do. In fact, during one match in college I was struck by a broken blade that cut a three-inch gash in my arm. After an hour's visit to the emergency room and 13 stitches, I was back en guard and won the tournament. 

I’m a little more careful now.

I continue to take lessons, since – just like business – the game is always evolving. But when I’m not fencing, I try to apply the lessons learned on the “strip” to my company, Artisan Creative. Victory for me is a roller coaster of emotion and concentration. I refuse to lose. That feeling drives me, and it carries me to victory. 
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Five Crippling Habits That Inhibit Change
By Bob Prosen, Speaker at the 2007 EO/MIT Entrepreneurial Masters Program (EMP)
February 2007
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We all have excuses for not changing. The following phrases may sound familiar to you: “We’ve tried that before and it didn’t work.” “I didn’t make my numbers because ....” 
“Here are all the things that could go wrong.” “It’s not my job. It wasn’t my fault.” 

Excuses signal systemic problems that are deeply embedded in the corporate culture. And while some hostile economic events are unavoidable, I find that many companies suffer 
from the same five crippling habits that inhibit change, progress and growth.

Crippling Habit # 1: Absence of Clear Directives
As a leader, ensure that everyone who reports to you understands and stays focused on achieving the company’s most important objectives. 

Crippling Habit # 2: Lack of Accountability
When I find a culture of blame or a victim mentality, it often points to a lack of clear ownership and the fact that the company’s reward system isn’t linked to results. People 
need to know what they’re responsible for delivering. 

Crippling Habit # 3: Rationalizing Inferior Performance
When the most productive leaders hear someone rationalizing inferior performance, 
they switch the conversation from negative to positive. Instead of asking why an individual hasn’t met a goal, ask what he’s doing to get there. 

Crippling Habit # 4: Planning in Lieu of Action
If only I had a nickel for every time I heard one of the following: “That’s not in the plan.” “We missed the plan and need a revised forecast.” The most effective plans are those with specific, measurable goals that are evaluated monthly. 

Crippling Habit # 5: Aversion to Risk and Change
We’re all creatures of habit. We’d much rather navigate familiar territory and clutch the belief that if we just keep doing what we’ve done that produced good results, those outcomes will continue in perpetuity. Management can practice the encouragement of calculated risk taking and truly demonstrate that people who take risks and occasionally miss the mark will live to try again.   
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If They Can Do It, I Can, Too
By Katherine Sampson, EO Melbourne
April 2007[image: image17.jpg]



Is it possible to leave school at age 16, be a single mum with two kids 
and run the fourth fastest-growing franchise in Australia? 

Of course!

When you have the passion, vision and determination to give something 
a go, you won’t believe what you can do.

I was brought up in a Greek household and once believed that a woman’s place was in the home. But all my relatives were either self-employed or owned a 
small business, so from them I learned about the freedom that comes with running your own company. 

I always believed that I would work until I had babies. After my first child was born, however, I started getting itchy feet, so I set up a children’s accessories business. After 15 months, my products were in 45 stores, including a major department store in Melbourne. I wasn’t making any money, but I learned a 
lot about business and sales.

Soon after I got out of that business, I started working in a relative’s sandwich bar for a bit of “pocket money.” Eight months later, when the business was for sale, I bought it and opened my doors for business in October 1992. 

I intended to run the business around the children, but after my second child 
was born, I found myself a single parent and ended up expanding the franchise. Running four shops was a huge workload, but being my own boss made it easier. 

Today I run a 23-outlet sandwich bar franchise that turned over AU$14.3 million in 2005-2006. By the end of this year, there will be 30 Healthy Habits stores throughout Melbourne, and my five-year plan involves 100 outlets.

The expansion period was breathtaking and hectic. But it really taught me how to multi-task— and it was an unforgettable lesson. 

I often ask myself how I do it all. It’s a juggling act— that’s for sure. But it’s my desire to provide a good life for my children that keeps me going. My parents were non-English-speakers when they came to Australia. They didn't have a cent to their names. They had a fish-and-chip shop for 14 years and sent three of us to private schools. I thought, “If they can do it with no language and education, then I can do it, too.”
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Take Control of Your Personal Brand
By Lesley Everett, Speaker at the 2007 EO Berlin University
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March 2007
Whether we’ve consciously cultivated it or not, we all have a brand image. What does 
yours say about you? 

Here are the different strides you can take toward Walking TALL™ and building and 
maintaining an authentic personal brand:

Stride 1: Who You Really Are
What are your personal brand values? These are your fundamental strengths, your individuality, your motivators and drivers, and your personality. Uncover what you’re outstandingly good at and what your values really are. Now get feedback from others. 
Ask for three words that describe you. How big are the gaps? 

Stride 2: The First 7 Seconds 
We make an immediate impact on people from the moment we meet, and it can take 
another 20 additional experiences with somebody to change a first impression. How on
message is your first impression?

Stride 3: Dress Like You Mean It
Style and grooming are the packaging of your personal brand. Do you present yourself in a way that invites trust and credibility as an immediate perception of your brand?  

Stride 4: Silent Indicators
Your body language speaks volumes about you. A genuine smile, a good handshake and positive eye contact are essential when you meet people; you will be judged on all three.  

Stride 5: Speak Easy
Have you listened to your voicemail message to hear how professional you sound? Never underestimate the potential power of your voice. 

Stride 6: Be Interested and Visible
Being interested in others will make you a more interesting person, and being interested is a great way to develop social skills. 

Also, how visible are you within your organization? Do people really know who you are, or do others have to describe you in great detail for people to put a face with your name? 

Stride 7: Each Time, All the Time
Consistency is crucial. For any brand to be 100% successful, it has to be 100% consistent. 
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Leverage Your Network of International EOers
By Jorge Lopez, EO Mexico DF 
June 2007
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Size doesn’t always matter when it comes to global expansion; even small companies can expand into international markets. As Partner and CEO of Vitalis—a firm in Mexico that offers actuarial consulting 
and asset management for pension funds—I learned how to take a small company and go global. I did it with the help of government money and by leveraging my network of EO peers around the world.
Vitalis was a local company until 2005. At that time, my partner and 
I decided we were paying too much in taxes, so we sought out help from the government. We ended up hiring Antonio, a man who knew 
a lot about the government and bureaucracy. Because of his patience, attention to detail and perseverance, he discovered a government program that helps entrepreneurs with funding and establishing international connections. The program led us to other similar programs, which in turn gave us more connections, business opportunities outside Mexico and meetings with peers around the world. 

After that, we seized every opportunity and government program available. We were invited to compete in an international program that supported software technology, and our government awarded us 50 percent of what it would cost to open our international offices. Later, the government encouraged us to open offices in Spain, and it expanded its support for an additional two years.

Having the ability to say that your company is international is a powerful marketing tool. Local clients and prospects believe our company is bigger since we have offices outside of Mexico, so that alone enables us to boost our local sales.  

Even if the government hadn’t connected us with international peers, we had another astounding resource at our fingertips—  the EO network. No government program or international association can welcome you like a fellow EOer can in a foreign country. Whenever I travel internationally, I e-mail EOers who live in that city and ask for help, and I always get a response. Then, when I arrive in town, I already have several established contacts and knowledge of how to spend both my business and leisure time. I’m eternally grateful to all EOers who introduced me to their cities and invited me to meals as if we were old friends. 

Cindy Boyd, a former chapter President of EO Houston, was the first to make me realize how important it was to leverage the EO network. Her efforts made me comprehend how seriously committed EOers were and how much my business could benefit from such strong connections. 

With the size of my business, it would have been impossible to find this kind of global network. Our government contacts are very valuable, but not as valuable as the ones I made through EO— we share the same principles, solidarity, values and entrepreneurial spirit.

If you ever visit Mexico, please look me up beforehand. I will offer as much help as I possibly can.
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To the Brink and Back
By Dallas Oskey, EO DC 
(Pictured here, third from right)
May 2007
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I think I’ve aged 20 years in the last two. I can honestly tell you that the only reason I’m here today is because of EO.

I started my business, Telforward, with my wife in 2001. I knew telecommunications, and I could sell phones. I also thought I knew how 
to run a business.

Things started off great: We grew to 15 employees, moved into a nice office space and learned as we went. But then things took a turn for the worse. The business was hemorrhaging money, my wife was diagnosed with multiple sclerosis and our partner quit. I started second-guessing every decision and 
was certain that someone else knew more and could do it better.

Even attending Forum meetings was rough. It seemed like all my Forum mates were thriving and dealing with “problems” I would have loved to have dealt with, such as struggling to figure out how to sustain amazing growth rates. I was just trying to figure out how to survive. I didn’t feel worthy of sitting there with them, and I felt like a loser.

We learn about Gestalt Language Protocol in Forum training, but until I opened up to my Forum about all the challenges I was facing, the whole Gestalt concept never really registered. As my Forum mates started sharing their experiences with me, the power of Forum protocol finally clicked. I heard so many stories to which I could relate, and most of their experiences happened many years ago, during times when they, too, felt like giving up and quitting.

Opening up to my Forum was just the beginning of the long road back for me. I had absolutely no idea how generous people could be with their time and expertise. For example, Toby Studley introduced me to his company’s CFO, Leonard Raymo, who taught me how to really read a balance sheet. Leonard even brought along his daughter, Jacquie, a high-demand financial consultant who helped us decide where to make some painful cuts.

When we couldn’t afford to pay the rent on our office space, Jim Brown – our current Chapter President and the Founder of Xcalibur Software – sublet space to us in his office. Jim also took on the role of a coach and mentor. He spent countless late nights with us, sharing his own business experiences and encouraging us to keep going. 

EO DC member Steve Reznikoff also offered me his shoulder to cry on during our hard times, and he took us on many sailing adventures when we couldn’t have afforded such luxuries on our own. Steve, along with so many other EO members, introduced us to people living happy and successful lives with multiple sclerosis. My wife, who is currently in remission and virtually pain-free, has many close friends and shared resources with the wonderful people we have been introduced to through EO members. 

Because of privacy issues, I won’t divulge any more names. But I’d like to thank all the EO members who shared their own stories. They gave us the hope necessary to get us where we are today. After hard work, difficult decisions and many sacrifices, Telforward is finally profitable again. 

I owe tremendous thanks to my fellow EOers, and especially my Forum, for helping me through this. They made me feel like I deserved to be there, even when I didn’t think I did. When I couldn’t figure out how to put one foot in front of the other, they were there with the technical know-how to carry me through. They knew me once-upon-a-time when I was brilliant, and they believed in me when I didn’t believe in myself.  
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