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Balancing act is in four sections this month:
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1. Techniques for Balance
2. Musings
3. The Human Condition: Generations
4. ORTIYKMWOYBNT-O Department
FOLLOW ME ON TWITTER! YOU CAN FIND ME
HERE:
http://twitter.com/BentleyGTCSpeed
Every day I provide 3-5 brief, pithy pieces of advice for
growth. Join the thousands who read these "quick hits"
every morning. Over 7,900 followers! Why aren't you
among them?
AND FIND ME ON

See Writing on the Wall,
featuring Koufax the Wonder
Dog.

FACEBOOK: https://www.facebook.com/RockStarOfConsulting
Free consulting newsletter: The Million Dollar Consulting® Mindset:
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https://www.alanweiss.com/million-dollar-consultingmindset/
Monthly, fast advice on consulting techniques with case
studies.
Listen to my new, free Podcast Series on iTunes or on
ContrarianConsulting.com: The Uncomfortable Truth
Maria and I wish you all a Merry Christmas, Happy
Holiday Season, and Happy New Year, with health,
peace, and prosperity for you and yours!

Two new podcasts every week.
Special cigar smoking room.

• The more someone asks to “think about” something, the less likely you’ll
receive the answer you’re hoping for.
• Get overdraft protection. Never allow a check to bounce in these days of credit
reporting.
• In business and first class you’ll usually receive a small bag with amenities.
Turns out it’s perfect for storing your electronic chargers, wires, and so on in
your baggage.
• Quoting Dan Gilbert: If something sounds like fun and there’s no downside, do
it.
• I think we’re responsible for helping our kids be successful and instilling the
right values, but not for making them rich.
• Playing Frisbee with a dog is not doing the dog a favor, it’s doing yourself a
favor.
• A driver allowed me to make a left to get into Dunkin’ Donuts (with the dogs)
ahead of him in line. At the window I paid for that driver’s order, as well. I didn’t
do it for him, I did it because it made me feel good.
• I have never been without at least one book (hard copy or electronic) being
read at any time since I was graduated from Rutgers in 1968. My record is 11
books waiting to be read. Sometimes I read three concurrently.
• When it gets to the point where a woman or a man is afraid to tell the other that
they look good in the morning, the world is in a sorry place.
• I don’t care what you read or are told about leading people and reaching goals,
because accountability is the key to positive change.

The first thing I asked
executives I was coaching
was, "Are you having fun?"
Your career should add to your
life, not detract from it. If it's
doing the latter, change it.
Alan Weiss
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We were traveling in California a couple of years ago, and I’m always interested
in looking at cars. (I’m told I buy cars the way my wife buys shoes, but that’s
another issue.) We found ourselves in Marin County at a Fisker dealer, one of
the original, modern electric cars. I had seen one at the Peninsula in Beverly
Hills not long before.
The dealer told us that these cars couldn’t be leased, only purchased outright.
Maria and I got in one with the sales guy and I soon found that the car couldn’t
get out of its own way. When he told me to push the “super” button, there was
hardly an appreciable improvement. I later found out that the reason you couldn’t
lease one was that the banks were sure the company would go under and had
no interest in the risk of a lease.
They were right.
How could a dealer mislead a customer to that extent?
I’d guess because he wasn’t thinking of referral business or repeat business,
only the immediate business of unloading a lemon on anyone walking in the
door. This is why I pay attention to reviews, experiences of people I trust, and
repeated tests of my own for anything requiring a major investment. We use
inspectors (I would hope) for houses we’re considering buying. I expect people
to be honest with me about shortcomings in their products and services. My
Rolls dealer told me the company refuses to make heated steering wheels, and
my Corvette dealer told me on tight turns the car will “chatter.”
When we put my kids into a private school, I asked the middle school head,
“What’s the weakest element in your school? What would you improve tomorrow
if you had the chance?”
“I’ve never been asked that question by any parent,” he said immediately, clearly
surprised.
“That’s okay, tell me the first thing that comes to mind.” He did, quite honestly,
and I was reassured. (He said, “We’d like a more diverse student body.”)
In business, I explain to people that my bookstore is a benefit for people who
want to pursue my work in written, audio, or video form, but that we’re not
Amazon. Don’t expect instant downloads or overnight books.
I don’t mind a bad meal, but I do mind a bad restaurant. The former can be an
exception in any decent place, but the latter is a management mentality. I don’t
mind not having a heated steering wheel, but I do mind a car so slow to
accelerate that it’s dangerous on a highway.
Be honest with me. That used to be a keystone of relationships. But now it
seems it’s almost too much to ask.

A generation, these days, is deemed to be about 70 years. Think about the fact
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that the great cathedral in Rouen took 400 years to build, or that tapestries
hanging in halls of the French aristocracy took 200 years to weave, when
generations were perhaps 40 years.
When you choose to have children, you can’t help but think generationally. Who
will they become? Are our traits passed down? Will they remain close or drift
away? What will our family look like?
Personally, I never felt it to be my duty to make my children rich. I felt it was my
responsibility to try to help them be successful in their chosen fields, and to
impart the values that my wife and I felt were important for growth, societal
responsibility, and personal accountability. I think these attributes are important
from generation to generation, but money is not. One can always earn money,
but will never be able to reclaim a lost day. In many cases, giving money to your
kids can ruin them, and the adage is that a first generation founds a business,
the second runs it, and the third ruins it.
My kids shocked me recently—they’re in their 40s—when they advised me how
fortunate they are that my wife and I paid their college tuitions. I felt this was our
responsibility. My parents were poor and couldn’t pay mine, but I won
scholarships, worked part time, and took college loans that required $120 a
month to pay off over a couple of years. But many of my kids’ friends emerged
from college saddled with backbreaking debt.
I felt it proper to pay for our kids’ schooling (I calculated it cost $450,000 for both
of them from Kindergarten through undergraduate, all in private schools.) I paid
that all out of cash flow over the 17 years required. I subsidized their rent and
expenses for a while, but then they were off on their own. I paid for my
daughter’s wedding but not my son’s, which was the etiquette of the day. And, of
course, in those rare emergencies I was there and always will be.
But I’m convinced that my being poor led to my great strengths and ability to
build a prosperous career. I couldn’t make my kids poor, but I could try to avoid
making them complacent.
I understand that not all of you have children, but you all do have families of
some sort, near or distant, small or extended. We have an obligation to help
each other, but that obligation isn’t always about finances. It’s about love,
support, understanding, tolerance, forgiveness, and a place to return to when
things are rough elsewhere.
My will isn’t my legacy to my family. My presence is.

Early in my career I was trying to impress a friend and referral source at dinner
with our wives. The captain came over and I tried something I thought was
highly sophisticated: "You choose the wine, please. Something that you think
would go well with our food."
"And what would be the price range?" he inquired. Unprepared for that, I blurted
out a number.
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"I'm sorry, sir," he sniffed, "but we have nothing in that range."
After that, I began to learn about wine.
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NEW: SHAMELESS MEETS SOCIAL
How to leverage social media to grow dramatically with less labor
Lisa Larter, master social media marketing strategist, and I are hosting a
brand new experience in Naples, which includes:
How to “live” in a shameless social media mindset. Do you really
think about “going on to the electrical grid” every time you turn on the
toaster? Why would social media marketing be any different?
How to easily create a one-minute shameless Facebook Live
stream video that you can use over and over again on any platform.
And you’ll do it with us and your colleagues after we demonstrate it.
How to create dramatic IP quickly and daily, and shamelessly
promote it on social media to accelerate business growth.
Five shameless strategies you probably haven’t considered using on
social media to elevate your brand immediately.
Limited attendance! Go here for far more details on a program that
can accelerate your business immediately: Shameless Meets Social
NEW: EVERGREEN RELATIONSHIPS AND MILLION DOLLAR CLIENTS
Colleen Francis, the global sales strategy thought leader, joins me for an
intense session on creating annuity clients which, over the years, provide
seven figures in income. Consultants believe that the key to building a
huge, fulfilling practice is signing six-figure deals with every new customer.
Just like baseball hitters who only swing for home runs, they also lead the
league in strikeouts. The truth is that hitters who simply get on base score
more runs.
The fastest path to annuity clients (clients generating strong sevenfigures during your relationship) begins with five figure deals. The secret is
knowing who to target and how to grow your perceived value and,
consequently, their business with you.
Limited attendance! Learn more and register here: Evergreen
Relationships and Million Dollar Clients
NEW: LIVESTREAM WORKSHOPS 2018
Join me for one or both of my new monthly series in 2018: The Genesis of
the Sale, and Exponential Growth. There will be live questions during the
broadcasts from global viewers, and they’ll be recorded for viewing at your
leisure, as well. Both occur on the same day, consecutively, each month
(except July and August).
See the detailed agenda and sign up here: Livestream Workshops
2018 (special bonuses this month!)
NEW: THE FOURTH MILLION DOLLAR CONSULTING® CONVENTION
April 18-20, 2018, Boston
Featuring my special guest Chip Bell, general sessions by Suzanne Bates
and
Dorie Clark, 12 concurrent sessions, networking events, cocktail
reception,
and…me! We already have nearly 100 people on board,
join us for what
participants call "the best event of its kind in the
world":
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Sign up here: The Fourth Million Dollar Consulting® Convention
NEW: LIFETIME GROWTH ACCESS
My collected IP in text, video, audio, workshop, and electronic availability,
about
$75,000 worth from the past decade and more, is available for
one payment for
lifetime membership. This was formerly up to $4,500
annually, and is now $2,500
for lifetime access, and we are continually
adding new IP.
Go here: Lifetime Growth Access
Endorsed Programming
I offer fabulous resources through global experts in
areas such as positioning, wealth building, fitness,
social media excellence, coaching, and other areas,
all of whom I personally work with and support.
Consider this your "galaxy of expertise." Note that we
now offer self-publishing ranging from ghost writing to
editing, from artwork and design to printing.
Learn more: Endorsed Programming
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