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Harvey’s short course in class
You have probably heard the term, “He or she is a class act.” 
Of course, it’s always a compliment. But exactly what does that 
mean? 

Class is easy to recognize but much harder to define. Similarly, 
the absence of class is easy to detect – and a serious flaw for 
anyone who aspires to be successful.

First of all, class is not an “act.” It’s a deep-seated way of life 
for those who possess it. Having class involves good manners, 
politeness, pride without showboating, empathy, humility, and an 
abundance of self-control. The actions of class-act people speak 
louder than their words. You can see it in their body language and 
the way they carry themselves. Class always shows without being 
announced.  

People can tell if you have class by the way you interact with 
others. If you have class, you don’t need much of anything else 
to be a winner. If you don’t have it, no matter what you do, it 
won’t make up the difference. Money, notoriety or success by 
themselves won’t give you class. Class comes from within, not 
from external sources.

As an explanation, I’ve created an acronym of what it means to 
be a class act:



 is for calm, courteous and in control. People who have class carry  
 themselves in a certain way. They stay calm under pressure and  
 don’t lose their temper. They are respectful and use good manners.  
 They don’t use crude language or criticize or complain in   
 public. They don’t interrupt others.

 is for living by high standards. Class acts set goals in both their 
 career and personal life. They are not afraid to step out of their  
 comfort zone and push themselves beyond their limits to see how  
 successful they can become.  

 is for above it all. Class acts take the high road and refuse to stoop
  to the level of their adversaries. They don’t have to apologize for  
 their unfortunate words because they know better than to give in  
 to the heat of the moment.  

 is for self-respect, and respect for others as well. They don’t gossip  
 or say mean and petty things about others. They take every 
 opportunity to make others feel good about themselves and 
 appreciated.

 is for self-confidence without being arrogant. Class acts 
 understand their abilities and are not afraid to use them. You can  
 develop confidence, just like any muscle or character trait, if you 
 are willing to work hard. Class acts also increase the confidence 
 of others.

 is for accountability. Class acts take responsibility for their actions  
 and results, whether it’s a success or failure.

 is for compassion. Classy people understand that helping someone  
 up will never pull you down. Compassion is a vital part of class   
 acts. Compassion feels and whispers, “I’ll help.” Class acts 
 really care.

 is for trust. Truthfulness and integrity are the basis for trust. 
 Classy people are trustworthy and understand the importance of  
 maintaining confidentiality. To me the most important five-letter 
 word in business is T-R-U-S-T.  
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In his book The Success Principles, my friend Jack Canfield lists “Be a 
Class Act” as Principle #55. What I found most intriguing are some of the 
reasons he lists as why being a class act helps you succeed.

He writes: “People want to do business with you or become involved in 
your sphere of influence. They perceive you as successful and someone 
who can expand their possibilities. They trust you to act with responsibili-
ty, integrity and aplomb. Class acts tend to attract people who are at the 
top of their game.”

That’s true in the game of life or sports. Class athletes have an edge over 
their opponents. Why? Their poise allows them to concentrate better. 
They exhibit better confidence to play to their potential. An added plus: 
Classy athletes usually have the crowd behind them.

So take a close look at your network of friends, co-workers, customers 
and so on. Are they class acts? Whether you realize it or not, they are a 
reflection of you. The good news is that you can change.

Make a decision to recreate yourself as a class act and see what kind of 
people you start attracting. Do fewer things, but do them better. Change 
your behavior for the better. Raise the quality of your attitude. When you 
have a higher level of personal standards, you get better treatment from 
everyone around you.
 

Mackay’s Moral:  
A class act can say a lot without uttering a word.  
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Take pride in your work, 
not yourself
Joe DiMaggio of the New York Yankees had a fierce pride about 
always doing his best. The Yankees were on the road for a doublehead-
er against the St. Louis Browns. The day was not only boiling hot, the 
Browns were last place in the league. Despite this, DiMaggio made an 
off-hand comment that he was looking forward to playing that day.
 
“In this heat!” said an amazed sportswriter. “How can you enjoy playing a 
double-header in stifling weather like this?”

Glancing toward the grandstand, DiMaggio said, “Maybe somebody out 
there has never seen me play before.”

DiMaggio, affectionately known as the Yankee Clipper, 
was a prideful player. He was serious and genuine when 
he made those comments. Unfortunately I know many 
people mistake pride for selfishness. When I looked up 
pride in a thesaurus, I was shocked at the suggestions – 
arrogance, conceit, smugness, self-importance, egotism, 
vanity, immodesty, superiority and on and on.
 
Maybe there isn’t a good synonym. But pride to me is being 
self-confident, but not egotistical. Pride is having a pos-
itive, can-do attitude because you will settle for nothing 
less than your level best.

I want people like Joe DiMaggio who are proud of the work 
they perform. Here are ways to build the pride that I look 
for: 

 • Build your reputation. Whatever you do for a   
  living, your signature is on it. You can’t buy a    
  reputation for doing good work, you must earn   
  it. Reputation is one of the few assets that your competition cannot
  undersell or destroy. Would you buy a product or service from
  someone who didn’t take pride in their work?



• Build your reputation. Whatever you do for a living, your 
 signature is on it. You can’t buy a reputation for doing good work,
 you must earn it. Reputation is one of the few assets that your
 competition cannot undersell or destroy. Would you buy a product
 or service from someone who didn’t take pride in their work?
 
• Play your role. Everyone has a specific job to do, no matter how
 small it might seem to you. Do it to the best of your ability. Be a
 good team player. The boat won’t go if we all don’t row.
 
• Be confident, but not cocky. There’s nothing wrong with being
 proud of your accomplishments, but you don’t have to tell the
 world. Keep your ego in check. A person who has the right to
 boast doesn’t have to. Self-esteem is a must for a prideful person.
 
• Stay positive. Don’t let others bring you down, which is why I
 don’t hang around with negative people. Be friendly to everyone,  
 including the people you dislike. As Michael Corleone said in 
 “The Godfather,” “Keep your friends close, but keep your enemies
 closer.”
• Build trust. The most important five-letter word in business is
 TRUST. Trust is central to doing business with anyone. People do
 not or cannot trust each other if they are easily suspicious of one
 another. When we trust people, we are optimistic not only that   
 they are competent to do what we trust them to do, but also that
 they are committed to doing it.   

• Be knowledgeable. Learn as much as you can, and then keep on
 learning more. Knowledge is power.

• Know that you don’t know everything. The way I like to say it
 is – I know that you don’t know, but you don’t know that you don’t
 know. You can’t know everything, but you can know people that
 do. The best remedy for conceit is to sit down and make a list of
 all the things you don’t know but should know.

• Do good. Be a nice person and polite to everyone. Help people
 who need help. Try not to be judgmental.

• Be kind. The Golden Rule applies here – Treat others the way you
 want to be treated. Smile and ignore anyone who wants to be   
 mean to you.

As a professional photographer, Julie took a lot of pride in her work, 
and brought samples everywhere she went in hopes of getting new 
business. One evening she was at a dinner party, and her host asked to 
see her portfolio. She showed him over a dozen pictures, and the host 
was impressed.



“These are some really nice shots,” he told her. “You must have a great 
camera.”  

Julie was annoyed at the suggestion that it was her camera – not her 
talent – that allowed her to take great pictures. But she said nothing until 
the meal was over.

“That dinner was excellent,” she said.

“Thank you,” said the host, pleased. “I prepared it myself.” 

Julie smiled. “You must have some great pots and pans.”

Mackay’s Moral:  
Pride is the stone over which many people stumble. 
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Make like a pencil 
and get the lead out

A young boy asked his mother what he should do in order to be a suc-
cess when he grew up. The mother thought for a moment, and then told 
her son to bring her a pencil. Puzzled, the boy found a pencil and gave it 
to her.
 
“If you want to do good,” she said, “you have to be just like this 
pencil.”
 
“What does that mean?” her son asked.
 
“First,” she said, “you’ll be able to do a lot of things, but not on your own. 
You have to allow yourself to be held in someone’s hand.
 
“Second, you’ll have to go through a painful sharpening from time to 
time, but you’ll need it to become a better pencil.
 
“Third, you’ll be able to correct any mistakes you might make.
 
“Fourth, no matter what you look like on the outside, the most 
important part will always be what’s inside.
 
“And fifth,” the mother finished, “you have to press hard in order to make 
a mark.”
             
Great advice. His mother touched on five important topics – teamwork, 
being able to accept criticism, correcting mistakes, self-confidence and 
working hard. Let’s take them one at a time.



Teamwork. As I like to 
say, even the Lone Ranger 
had Tonto. You can’t do it 
all alone. My definition of 
teamwork is a collection 
of diverse individuals who 
respect each other and are 
committed to each other’s 
successes. Teamwork some-
times requires people to 
play roles that aren’t as 
glamorous as they’d like.   
 
For example, I once asked a 

symphony conductor which instrument is the most difficult to play? 
Without missing a beat, the conductor replied: “Second fiddle. I can get 
plenty of first violinists. But finding someone who can play second fiddle 
with enthusiasm is a real problem. When we have no second violin, we 
have no harmony.” And you just can’t be successful without harmony or 
teamwork.
 
Criticism. Giving and taking criticism is no easy task, but it is necessary
if you want to become better. If you ignore the problem and hope it 
goes away, you are not going to improve. Every office I’ve ever worked 
in or done business with has been made better because of suggestions 
or criticisms of the people who spend their working hours there. No one 
ever choked to death swallowing his or her own pride! Admit you aren’t 
perfect. Remember that the goal of honest criticism is to make you 
better than you were before.
 
Mistakes. Everyone makes mistakes. What’s important is that you learn 
from them. President Ronald Reagan said: “What should happen when 
you make a mistake is this: You take your knocks, you learn your 
lessons, and then you move on.”
 
The greatest mistake a person can make is to be afraid to make one. In 
fact, you often need to increase your failures to become more successful. 
Mistakes don’t make you a failure. How you respond to a mistake 
determines just how smart you really are. There are really no mistakes 
in life, there are only lessons.
 
It’s important to remember that the person who made a mistake isn’t 
the only one who can learn from that experience. Talk about mistakes, 
so they are not repeated by others.



Self-confidence. When I’m interviewing potential employees, one of the 
traits that I look for is confidence. Confidence doesn’t come naturally to 
most people. Even the most successful people have struggled with it in 
their careers. The good news is that you can develop confidence, just 
like any muscle or character trait, if you’re willing to work at it. My 
advice: track your success, practice being assertive, accept that failure is 
not the end of the world, step out of your comfort zone, set goals, keep 
improving your skills and above all else, don’t compare yourself to 
others.
 
Work hard. Success comes before work only in the dictionary. Many 
people look for a magic formula to turn things around, but there is no 
magic formula. Sure, natural talent can make a big difference. But show 
me a natural .300 hitter in the major leagues, and I’ll show you some-
one who bangs the ball until their hands bleed trying to keep that hitting 
stroke honed. Ask any surgeon about how much sleep they got for the 
eight to 10 years it took them to get through medical school, internship 
and residency. It takes iron determination and lots of hard, hard work.
 

 
Mackay’s Moral: 
If you want to make your mark, sharpen your skills. 
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Hot off the press –
The Mackay MBA paperback
Everyone is a salesperson all of their life. After all, whether you are a 
mechanic, teacher or a manager, you are selling ideas. You are negotiating. 
You are communicating... persuading... influencing.
             
If you don’t believe you are a salesperson, I encourage you to rethink 
your position because the probability that you will become successful is 
significantly diminished. 
             
This is the lesson that I would give to people who might tell me that my 
most recent book is not for them. The Mackay MBA of Selling in the Real 
World is for everyone, especially now. 
 
The hardcover edition was published in November 
2011. The paperback version comes out May 1 and 
contains 10 new chapters and nine new “quickies,” 
including sections on such important topics as 
relationships/networking and time management. 
I’d like to share a preview of the new material. 
 
Networks are the foundation of business. 
Robert Kiyosaki, author of Rich Dad, Poor Dad hit 
the nail on the head when he wrote, “The 
richest people in the world look for and build 
networks. Everyone else looks for work.”
 
Ace networkers learn to master the navigation 
and the niceties that earn networkers 
acceptance, respect and authority. Here are 
three road-tested tips:



1. Create timelines for your networking goals. Be patient. 
 Understand that it may take one or two years to position yourself in 
 a network. Always plan the supporting network routes to business 
 objectives far ahead. Totally determined to sell a major prospect and
 ready to make a proposal in 18 months? Is the buyer an opera buff or
  dedicated to funding a dialysis center? Are you building a network 
 path to mesh with those passions?
 
2. Don’t stall answers. When you acquire a serious network presence,
 you’ll be asked for favors in no time. Don’t be slow to answer calls,
 even if you can’t promise your contact much help. Networks telegraph
 who the fast responders and who the slowpokes are. The biggest
 mistake you can make is not to answer a viable network member who
 is reaching out to you. That remains true even if it’s just to tell them
 “no” in a clear and polite way. 
 
3. Act confidently and take meaningful risks. In networking, as in
 anything else, the wise person isn’t the one who makes the fewest
 mistakes. It’s the one who learns the most from them.
  
Discussing time management, my favorite lesson comes from the late 
Peter Drucker, who said, “Until we can manage time, we 
can manage nothing else.”
 
We all start out in life with one thing in 
common – the same number of min-
utes and hours in each day. So why 
do some people accomplish so 
much, and others, very little? 
Because so few of us have 
learned to beat the clock.
 
For a salesperson, time isn’t 
next to money in the asset 
column. It is money. Perhaps 
the most important lesson I 
ever learned is that not every-
one’s clock ticks to the same 
drumbeat. I poked around and 
learned that 9 to 5 didn’t have 
to be 9 to 5. It didn’t matter how 
my clock ticked. What mattered was 
how my prospects’ clocks ticked. 



Some buyers came in at 6 a.m. Some worked until 7 p.m. Some worked 
Saturday mornings. That boiled down to an edge, if I chose to use it – 
for three hours every morning, two hours every afternoon and four hours 
on Saturday. This was invaluable competition-free time. Naturally, these 
time slots turned out to be my most productive opportunities. 
 
So I changed the playing-field clock. Then I changed my contact tactics. 
Cold calls were out. I always called ahead to make sure the buyer was 
in. I made creative appointments and asked for only 300 seconds of the 
buyer’s time. Sounds basic, but the message said my product was 
special. It was as special as the working hours of my customers. 
 
Not only did these details help me manage my own schedule more 
efficiently. They helped guarantee that I was up to bat when the 
prospects were greatest for a maximum payoff.
             
Along with these two subjects, I’ve added chapters on topics including 
how to be prepared should you ever lose your job, execution intelligence 
and the importance of volunteering. 
 
Will any of these ideas require major changes? Probably not, but I hope 
they help you see the importance of selling skills for success in any field.
 

 
Mackay’s Moral: 
You’ve heard me say it many times, “Little things mean a lot – 
not true. Little things mean everything.” 
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Commit yourself to success
Eugene Orowitz was a skinny, awkward kid from New Jersey. Painfully 
shy, very self-conscious, and lacking self-confidence, when a high school 
coach half-jokingly asked him to try out for the track team, Eugene took 
him up on it, according to author Glenn Van Ekeren.
 
“Ugy,” as his friends affectionately called him, discovered a talent for 
javelin throwing and committed himself to being the best that he could 
possibly be. What Ugy lacked in self-confidence, he made up for in 
commitment.
 
By graduation, Eugene had achieved a national high school record for 
throwing the javelin over 193 feet. His commitment 
also resulted in a college track scholarship at the 
University of Southern California.
 
A torn shoulder muscle ended his javelin-throwing 
career and any hope of making the Olympic team. 
However, while watching a play, Eugene became 
intrigued with acting. Again, he committed himself to 
being the best. He was determined to make it as an 
actor, so he enrolled in acting class. And he changed 
his name.
 
You know Eugene Orowitz as Michael Landon, who 
went on to star in three of the most popular shows 
in television history: “Bonanza,” “Little House on the 
Prairie” and “Highway to Heaven.”
 
Eugene/Michael demonstrated the difference 
between interest and commitment. When you’re 
interested in doing something, you do it when 
circumstances permit. When you’re committed to 
something, you accept no excuses, only results.  
 



Commitment is a prerequisite to success. Commitment is the state of 
being bound – emotionally, intellectually, or both – to a course of action. 
Commitment starts with a choice and is sustained by dedication and 
perseverance. Actions speak louder than words.
 
If you want something, but you’re not motivated to do the work 
required, you will be frustrated and unsuccessful. So take action!

• Make a list of everything you want. Write it all down. Don’t leave out
 anything that you want, from becoming a CEO to getting a date. Then
  rate each item according to its importance.

• Consider your investment. Examine each of the items on your list and
 ask yourself: “Am I willing to invest the time, energy and resources
  necessary to achieve this?”
 
• Make a decision. Look at your list and identify the items that you want
 the most with the highest score for “willingness.” Then start working  
 on a plan for success over the next weeks or months – and be sure to
 set a deadline.

Rev. Robert Schuller says there are four kinds of people: “First, there are 
the cop-outs. These people set no goals and make no decisions.
 
“Second, there are the hold-outs. They have a beautiful dream, but 
they’re afraid to respond to its challenge because they aren’t sure they 
can make it. These people have lost all childlike faith.
 
“Third, there are the drop-outs. They start to make their dream come 
true. They know their role. They set their goals, but when the going gets 
tough, they quit. They don’t pay the toll.
 
“Finally, there are the all-outs. They are the people who know their role. 
They want and need and are going to be stars: star students, star par-
ents, star waitresses. They want to shine out as an inspiration to others. 
They set their goals... The all-outs never quit. Even when the toll gets 
heavy, they’re dedicated. They’re committed.”

To be committed, you must be “all in.” You can’t just do the best you 
can. You have to do everything you can. Remember, the difference 
between 100 percent all in and 99 percent all in is 100 percent.



When I think of commitment, I think of the story of the Pig and the 
Chicken who are walking down the road. The Chicken says: “Hey Pig, I 
was thinking we should open a restaurant!”
 
The Pig replies: “Hmmm, what would we call it?”
 
The Chicken responds: “How about ‘Ham-n-Eggs?’”
 
The Pig thinks for a moment and says: “No thanks. I’d be committed, but 
you’d only be involved!”
 
 

Mackay’s Moral: 
An ounce of commitment is worth pounds of promises.
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The art of the apology
Have you heard the colossal customer service bungle about the 
“bedbug letter”?
             
A guest in a hotel finds himself attacked 
by bedbugs during his stay. He writes an 
angry letter to the president of the hotel 
company. Within days, the president sends 
the guest a heartfelt apology which reads in 
part: “I can assure you that such an event 
has never occurred before in our hotel. 
I promise you it will never happen 
again.”
             
Sounds good, except for one small 
detail: included with the apology is
the guest’s original letter. Scrawled across
the top is the message: “Send this idiot 
the bedbug letter.”
             
So it begs the question, who is sorry now?
             
There are several lessons to be learned from this situation.

• Remedial customer service may start with an apology.
• Never, ever mess up an apology.
• The apology is almost always the start, not the end, of finishing things.
• If you think being sorry solves a problem, you will really be sorry.
• Finally, the cost of the fix is nearly always greater than doing things   
 right the first time.

Start with the premise that everyone makes mistakes. It’s human nature. 
What happens next is what demonstrates the true level of regret. The 
hotel president likely lost that customer forever. Unfortunately, it doesn’t 
stop there. That customer tells family, friends and anyone who will listen 
about his experiences – both with the bugs and the insulting letter. 
Reputations are ruined in an instant.



Businesses have long understood that bad customer experiences will be 
reported to family and friends nine times more than good experiences. 
Misery loves company, I guess.
 
Even the most sincere apology has limited effect. But if it helps a little, it’s 
worth the effort. So don’t blow what could be your only opportunity.
 
We see an apology from some thoughtless public figure weekly: “If I 
offended anyone, I apologize.” “My words were taken out of context.” “I 
didn’t realize that my actions would cause such a stir.” All pretty pathetic 
attempts at sounding sorry, in my opinion.
 
Train your brain to think before you speak, act or tweet. Self-restraint is 
not old-fashioned. Remember that your private conversations or 
anonymous postings may be anything but private and anonymous.    
 
The apology is just the beginning. It is critical to get it right. So take steps 
to be sure you don’t disappoint a second time. The shallow “if I offended 
anyone” indicates that you are only sorry because you were forced into 
the apology. I’m curious, does anyone take those similarly-phrased 
apologies seriously? Or do they sound like something your mother may 
have made you say when you were a child?
 
In business situations, apologies are generally related to poor service or 
defective products or missed deadlines. Those apologies must go beyond 
words.
 
First, admit your mistake. Don’t gloss over the error or the effect it had 
on your customer. Get to the point and own the situation. You will not win 
the blame game.
 
Next, offer a solution that will demonstrate your sincere desire to make 
things right. Even if the customer had some responsibility, the cost of 
fixing one mistake is much lower than trying to repair a reputation after 
you’ve been panned on Facebook, Twitter or Angie’s List.
 
Third, express your intention to 
make sure the same mistake never 
happens again. Offer the customer 
an opportunity to make suggestions, 
and be prepared to deal with critical 
feedback. Be sure to thank them for 
their input.  

Finally, learn from the experience 
and use the lesson to train your staff. 
Make sure they understand that even 
minor mistakes and disappointments 
can cause major damage to your 
company’s good name.



So my ideal apology might read: “We are so sorry for messing up what 
could be our only opportunity to serve you. Your disappointment in us is 
completely justified. We will fix this problem immediately and will not 
consider the case closed until you are completely satisfied. Here is the 
name, email and phone number of the person you can contact 24 hours a 
day to question, complain, or check the progress of your situation.” Then 
insert the name of the president of the company. That should let them 
know that you’re serious.
 

 
Mackay’s Moral: 
Saying you’re sorry and showing you’re sorry are not 
the same thing.
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The ABCs of selling
Not long ago, I was listening as one of my grandchildren practiced his 
ABCs. He had a little picture book that helped him remember what the 
letters stood for, and he studied it intently, determined to be the first in 
his class to know all the letters and words. With his determination, I knew 
he would master the alphabet in no time at all.

As he worked, I started thinking about what those letters mean to me, 
after a lifetime in sales and years of helping young hopefuls get started in 
their careers. I didn’t draw pictures, but these are the words my alphabet 
book would include:

  vailability for your customers is essential, so they can reach you   
  with questions, concerns or reorders.

  elieve in yourself and your company, or find something else to sell.

  
  ustomers aren’t always right, but if you want to keep them as your   
  customers, find a way to make them right.

  eliver more than you promise.

  
  ducation is for life – never stop learning.

  ollow up and follow through. Never leave a customer hanging.

  oals give you a reason to go to work every day.  
  When you reach your goals, set higher ones!

  umanize your selling strategy by learning everything you can about   
  your customers.

  is the least important letter in selling.

A

B

C

D

E
F

G
H

I



J

K

L

M

N

O
P

Q

R

S

T

U

V

  oin trade organizations and community groups that will help
  you both professionally and personally, such as Toastmasters,   
  chamber of commerce or Junior Achievement.

  
  now your competitors and their products as well as you know your
  own.

  isten to your customers or they’ll start talking to someone else.

 
  aybe is the worst answer a customer can give. No is better than
  maybe. Find out what you can do to turn it into a yes.

 
  etworking is among the most important skills a salesperson can
  develop. Someone you know knows someone you need to know.

  pportunities are everywhere. Keep your antennae up.

 
  rice is not the only reason customers buy your product, but it’s a
 good reason.

  uality can never be sacrificed if you want to keep your customers   
  satisfied.

  elationships are precious: They take time to develop and are worth
  every minute you invest in them.

 
  ervice is spelled “serve us” in companies that want to stay in 
  business for a long time.

 
  rust is central to doing business with anyone. Without it, you have
  another word that begins with T: Trouble.

  nlimited potential is possible whether you sell computers or candy.
  You are the only one who can limit your potential.

 
  olunteer: It’s always good to give back. You’ll probably find that you
  get more than you give, and there is no shortage of organizations   
  that need your help.



  inning doesn’t necessarily mean beating everyone else. A win-win   
  situation is the best of both worlds.

  -ray and catscan your customers so that you know everything
  about them – so you can serve them better. 

 
  ou is a word your customers need to hear often, as in “What can I   
  do for you?”

  eal is a critical element in your presentations, service and life in   
  general. Let your enthusiasm shine through!

Some things never change – including the importance of knowing how to 
treat your customers and what really matters in your relationships. And 
as you can see, most of these items cover far more than just sales.

Someday, I think my grandchildren will still be able to use my little 
alphabet book. Nothing would make me prouder.

Mackay’s Moral:  
Now you know my ABCs – sales skills from A to Z.

W

X

Y

Z
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Lessons they don’t teach in school
Education is a stepping stone to success, but some of the most important 
lessons aren’t taught in class. There are plenty of life lessons that we need 
to know, and the textbooks often do not have chapters on them. Here are 
some lessons you should learn in order to grow both in your career and in 
your personal life.

You can’t do everything yourself. Control freaks make the job harder 
and foster resentment among the troops. Learn your limits so you can 
concentrate on what you do best and delegate the rest to people (or tools) 
capable of doing as good a job, or better.

You need to understand finance. No matter what field you’re in, a basic 
understanding of how money flows in and out of your organization will help 
you stand out from your peers and enable you to make better professional 
and personal decisions.

You don’t always get a second chance. Failure isn’t necessarily fatal, 
but that doesn’t mean you’ll get unlimited opportunities to try, try again. 
Learn to distinguish between foolhardy gambles and reasonable risks. Do 
your best – but be ready to move on if things don’t work out. Failure is not 
falling down, but staying down.

Your attitude is paramount. Stay upbeat no 
matter what happens. Employers and co-workers
respond to your positive energy and outlook. 
You’ll be more motivated and productive if you 
approach your work with optimism and a can-do 
spirit. Your attitude, plus your aptitude, will 
determine your altitude.

Take your work seriously, but don’t take 
yourself too seriously. Starting your day with a 
good laugh is as beneficial to your health as it is 
to your mood. There is no place that needs humor 
more than the workplace. Human resources 
directors will tell you that employees with a sense 
of humor are more creative. And much more fun to be around.



Everyone smiles in the same language. I learned years ago that one 
of the most powerful things you can do to have influence over others is to 
smile at them. A smile comes as standard equipment for everyone!

Your boss doesn’t have all the answers. Listen to your managers, 
but remember that they’re human, too. They don’t always have the best 
answers, so be prepared to offer solutions. Your job is to help them get 
things done, not dump problems in their laps. Offer solutions and support 
wherever and whenever you can.

You never really know it all. Arrogance is one of the deadliest of all 
human failings and can destroy a business. It is the easiest to rationalize 
and the hardest to recognize in ourselves. Don’t confuse arrogance with 
confidence, which allows you to perform up to the level of your capabil-
ities. As I like to say about arrogance, I know that you don’t know, but 
you don’t know that you don’t know.

You have to market yourself. You’re responsible for your own success. 
Most of your managers and colleagues are too busy with their own issues 
to look out for your career. Look for opportunities to shine. Let people 
know what you’re capable of. And be ready to prove yourself. 

Beat rejection before it beats you. Rejection is – and always will be – 
part of business. For example, if it was easy to succeed in sales, 
everyone would want in. Rejection helps knock out the weak. You can’t 
take it personally. People don’t realize that in order to get the yeses, you 
must hear the nos.

Honesty is the best policy. If truth stands in your way, you’re headed 
in the wrong direction. As the father of three children, one of my rules – 
especially when they became teenagers – was to tell me the truth imme-
diately. That philosophy seemed to work for me, and quite frankly, I’ve 
always believed that telling the truth is the best policy. In business, it’s 
the only policy. 

You don’t always get a trophy. Don’t let ups and downs leave you 
down and out. Handling disappointment is one of life’s challenges, and 
often an indication of how you deal with adversity at work as well. 
Achievers focus on the road, rather than the bumps in it, to reach their 
destination. Rough spots sharpen our performance. And more often than 
not, the obstacles can be turned into advantages. You just can’t let your 
disappointment get in the way.

Mackay’s Moral: 
You learn something new every day – if you are 
paying attention.   
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Street smarts put you 
on the road to success
You learn how to be book smart in school, but you better not forget that 
you need to also be street smart. There’s an old saying about how the “A” 
students in school end up working for the “B” and “C” students in life. I’ve 
always been amused by that notion.    
 
I succeeded because I have street smarts. Here are some street-smart 
ideas that have worked for me over the years. If one or two of them work 
for you that’s terrific.
               
Idea #1: Take time – whenever possible – to think about 
important situations that arise before taking any action. 
Unexpected problems come up in life. No matter what you 
are hit with without warning, memorize these six words – I 
want to think about it. All my life I’ve seen people react 
instantly to events that took them by surprise, and they 
opened their mouths and really hurt themselves. So prac-
tice: I want to sleep on it! I want to think about it! You 
won’t be sorry.
             
Idea #2: Agreements prevent disagreements. Whenever 
you have a meeting of real importance, summarize your 
understanding with a brief note back to the other party. 
I guarantee this will save you from a lot of “he said /she 
said”... “I thought you meant”... or “We never talked about 
that.” Nail it down before it nails you.
             
Idea #3: Leaks don’t just come from faucets. Just remember that the 
walls have ears, or as I now say, the world has ears. Don’t discuss private 
important business or personal matters where it can be overheard by other 
parties. Many deals have gone down in elevators. Smart phones and 
recording devices are everywhere.
             
Idea #4: Always let someone else set the table for you. Let other people 
talk you up. It will carry a lot more weight. The sound carries further when 
someone else blows your horn.   



Idea #5: Dial up your telephone skills. Never, never just leave your name 
when you call someone. Always leave the exact timeframe you can be 
reached to avoid playing telephone tag. Also, whenever you do reach a 
customer, client, VIP or key person in your network, immediately ask 
them, “Is this a good time to talk?” Don’t blow a deal just because of 
inconsideration. I’ve received calls all my life where I was preoccupied, 
and the caller had no chance to be successful. 
             
If you have an assistant who takes your calls, you will always make a 
solid impression if your assistant says that you are expecting their call.
            
Lastly, and this is a tough one, but try to only take phone calls at a 
specific time of day. This is a huge time saver. Of course, there will 
always be VIP exceptions.
             
Idea #6: Don’t be boring. Don’t be predictable. Don’t be dull. Put some 
creativity into your life and business. For example, I have various types of 
letters that I use on a regular basis. I have unique and creative letters of 
Congratulations and Thank You, and then I always add a personal message 
to them. I do a report card letter where I list ten or so items and rank 
each item A+, assuming they deserve it. I’m a big proponent of putting a 
smile on people’s faces, whether it’s with creative gifts or personal notes.
             
Idea #7: Check out who is attending events to which I’m invited. I often 
call the person in charge of an event to try and get a list of attendees and 
where they will be seated. The cocktail hour is usually not long enough to 
greet more than 25 percent of the crowd. However, if you have the seating 
chart, you know the exact table number, plus who’s attending. Then you 
can zero in on the contacts you want to make. If you can’t get a list in 
advance, arrive early and check the name tags to see who will be there.
             
Idea #8: Many times in life when you are faced with a difficult situation, 
you should try and apply this philosophy: If you can afford to buy your way 
out of a problem, you don’t have a problem.
             
Idea #9: Call people who have experienced a setback, demotion or 
personal tragedy. Everyone calls people on the way up, but not so often on 
the way down. You will always be remembered for your kindness. 

  
Mackay’s Moral: 
A student of life considers the world a classroom. 
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Visualization helps you 
live your dreams
The old saying goes: If you can dream it, you can do it.  
 
I think that’s more than just an axiom. I believe that visualiza-
tion is one of the most powerful means of achieving personal 
goals. To have an idea or dream, and then see how you can 
make it happen, helps shape your plans and defines your goals 
more clearly.
                  
Many people, especially athletes and celebrities, have discovered 
the amazing power of visualization and have used it to enhance 
their careers and achieve their goals and dreams.
             
Actor Jim Carrey wrote a check to himself in 1987 in the sum of 
$10 million. He hopefully dated it Thanksgiving 1995 and added the 
notation, “for acting services rendered.” He visualized it for years and in 
1994, he received $10 million for his role in “Dumb and Dumber.”
             
Oprah Winfrey openly used visualization techniques on her talk show. She 
often talked about the power of the subconscious mind and goal-focusing 
techniques. Oprah said, “The biggest adventure you can take is to live the 
life of your dreams.”
 
Nobel Laureate Jonas Salk was asked how he went about inventing the po-
lio vaccine. His reply: “I pictured myself as a virus or a cancer cell and tried 
to sense what it would be like.”
 
When I was 13 years old I dreamed about owning a factory. Then when 
I actually owned the factory, I visualized selling the largest and most 
prestigious account in town – General Mills. And I finally did it.
             
One of the most well-known studies on creative visualization in sports 
occurred when Russian scientists compared four groups of Olympic 
athletes in terms of their physical and mental training ratios:

• Group 1 received 100% physical training.
• Group 2 received 75% physical training and 25% mental training.
• Group 3 received 50% mental training and 50% physical training.
• Group 4 received 75% mental training with 25% physical training.



Unbelievably group 4 had the best performance results, indicating that 
mental training or visualization can have significant measurable effects 
on biological performance. 
             
Similarly, for many years Russian gymnasts dominated the Olympic Games. 
The Americans trained just as hard, but they couldn’t compete with the 
near flawless Russians. It wasn’t until many years later that the Americans 
and others discovered that the Russians used sports psychologists to help 
with mental training techniques. They spent a few hours each day visualizing 
their routines with perfect landings, twists and jumps. Today, most top 
athletes use the power of visualization to perform at their peak.
             
People who soar refuse to sit back and wait for things to change. They 
visualize that they are not quitters. They will not allow circumstances to 
keep them down.
             
Back in 1952, Florence Chadwick became the first woman to ever swim the 
Catalina Channel. She had to make two attempts before she achieved her 
goal. On her first try, she quit after swimming 21-and-a-half miles and 
finishing only a half-mile from shore. The reason? It wasn’t the freezing 
cold water. Or the fear of the sharks circling around her. Or even her 
fatigue. She told reporters later that it was because she couldn’t see the 
shore through the fog. She had lost sight of her goal.
             
Two months later, she swam the channel again – this time with a clear 
mental picture of the shore that lay beyond the fog. She not only became 
the first woman to swim the channel - she beat the existing world record 
by two hours!
             
History teems with tales of experts who were convinced that the ideas, 
plans and projects of others could never be achieved. But then someone 
else came along and accomplished those dreams with a can-do attitude.
             
The Italian sculptor Agostino d’Antonio worked diligently on a large piece 
of marble. Unable to produce his desired masterpiece, he lamented, “I can 
do nothing with it.” Other sculptors also worked this difficult piece of 
marble, but to no avail. Michelangelo discovered the stone and visualized 
the possibilities in it. His “I-can-make-it-happen” attitude resulted in one of 
the world’s masterpieces – his statue of David.
             
Are you reading these stories with the aid of an electric light? Consider the 
plight of Benjamin Franklin. He was admonished to stop his foolish experi-
ments with lighting. What a waste of time! It was absurd to think anything 
could outdo the fabulous oil lamp. Thank goodness Franklin “saw the light” 
– and made it happen. 

Mackay’s Moral: 
If seeing is believing, visualizing is achieving. 
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How do you get better at your job?
When I am hired to speak to a company or association, I typically talk 
ahead of time to six to eight people who will be in the audience to get a 
better sense of the group. I ask them a series of questions about creative 
selling, teamwork, negotiations, how they get close to their customers 
and so on. Then I surprise them and ask what they do to get better at 
their jobs?
             
Over the years some of the typical answers I’ve received include: going 
back to school to learn new skills or get another degree, joining trade 
organizations and attending events, networking, listening to speakers, 
reading everything they can get their hands on, being more available, 
working harder and smarter, improving people skills and many more.
             
These are all great ideas, but I’d like to add to the list and share some of 
my ideas on what you can do to get better at your job.
 
Improve your time management. Most people fail 
because they let time manage them rather than 
managing their time. Time becomes a crook. Often it’s 
the people who make the worst use of their time who 
complain there is never enough of it.
 
Get organized. This will not only improve your 
productivity, but it will streamline your life, lower your 
stress and save you money. The Wall Street Journal 
reported that the average U.S. executive wastes six 
weeks per year retrieving misplaced information from 
messy desks and files. (I’m still working on this.)
 
Stay positive. Positive thinking is more than just a tagline; it changes 
the way we behave. And I firmly believe that when I’m positive, it not 
only makes me better, but it also makes those around me better. Positive 
thinking turns obstacles into opportunities.
 
Write down your goals. Goals not only give you more than a reason to 
get up in the morning; they are an incentive to keep you going all day. 
Goals tend to tap the deeper resources and draw the best out of life. 
Achieving goals produces significant accomplishments.



Learn to compromise. When you observe the politics in Washington, 
compromise appears to be a lost art. Maybe that’s because it often is 
looked upon as weakness. Nothing could be further from the truth. 
Business involves constant compromise – negotiating contracts, hiring, 
closing sales and so on. Compromise is the art of dividing a cake in such 
a way that each party thinks they got the biggest piece.
 
Exercise your mind and body. Taking care of business starts with 
taking care of yourself. Exercise makes me feel better and gives me 
energy to work more productively. My philosophy is exercise doesn’t take 
time; it makes time.
 
Develop your confidence. Confidence doesn’t come naturally to most 
people. Even the most successful people have struggled with it in their 
careers. The good news is that you can develop confidence just like any 
muscle or character trait. Some tips: improve your skills, keep track of 
your success, practice being assertive and step out of your comfort zone.
 
Improve your relationship with your boss. A good relationship with 
your boss is the foundation of a successful career. Your boss is the person 
most likely to recognize your contributions and achievements and 
potentially recommend you for promotions. Strive for a positive work 
environment.
 
Surround yourself with mentors and coaches. You can’t do it all by 
yourself. Seek out the very best help you can find to take your game to 
the next level. On the flip side, don’t shy away from mentoring younger 
workers because business is a team sport.
 
Practice public speaking. Most people dread public speaking but there 
are few skills more important. Public speaking improves your confidence 
and communication skills and helps you think better on your feet. How 
you say things can be as important as what you say. Join Toastmasters 
International, one of the best-kept secrets in the world. (I did.)

Learn to love feedback. You can learn from anyone if you are open to 
accepting feedback from not only your manager but from colleagues and 
customers. If you really believe in yourself, you’ll be open to criticism, 
learn from it and improve your performance.
 
The main thing is that you keep working on you. Life is like riding a 
bicycle. You don’t fall off unless you stop pedaling.
   

 
Mackay’s Moral: 
Improvement begins with I.
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Advice for winning entrepreneurs
Ever since I was a kid, I wanted to be an entrepreneur. I still have trouble 
spelling the word, but I didn’t let that stop me.

I’ve always believed that entrepreneurs are the unsung heroes of our 
economy. They’re the ones who start the companies that create the 
majority of new jobs.

The term “entrepreneur” originally meant a person who led a military 
expedition. It has come to mean an innovative, creative leader who 
undertakes a risky venture in the hope of creating wealth and capital.

Eric Sevareid, the legendary radio and TV commentator, wrote: 
“Entrepreneurs are the lead players in the drama [of business]. In at least 
four specific settings their role is crucial. A new industry... a new product 
in an existing industry... the one who opens up new markets... when, so to 
speak, the economic ground shifts... The category of entrepreneur includes 
all the people who set out to change the corner of the business world in 
which they find themselves – all the people, in a word, who 
push the system along its restless path.”

Entrepreneurs are a distinct group. They often like to lead 
the pack. Fulfillment often means more to them than mon-
ey. Entrepreneurs believe in making things happen. They 
are seldom content. They’re constantly looking for new 
things. They have faith in their ideas and are risk takers.

In short, they aren’t satisfied with the status quo. 
They need to change, improve, innovate and invent.  

Actor Alan Alda, the star of the TV show “MASH,” gave 
some great advice to his daughter: “Be brave enough to 
live life creatively. The creative is the place where no one 
else has ever been. You have to leave the city of your com-
fort and go into the wilderness of your intuition. You can’t 
get there by bus, only by hard work and risk and by not 
quite knowing what you’re doing. What you’ll discover will 
be wonderful. What you’ll discover will be yourself.”



Maybe you don’t want to start your own company. Maybe you aren’t ready 
to strike out on your own. Maybe the economic climate makes financing 
tough. Maybe you need a little more time to develop your idea. I understand 
that. I toiled for a few years at an established company to prepare myself.

But you undoubtedly want to be the master of your own career. You can let 
your entrepreneurial spirit come through whether you are your own boss or 
not. You can cut your entrepreneurial teeth at jobs that present opportuni-
ties for innovative thinking and management experience. Companies large 
and small will always find room for employees with attitudes and abilities 
that will advance their goals. It’s a win-win situation to be sure. 

Here’s some valuable advice that’s useful for anyone wanting to get ahead.  
You can apply these tips to your career, and your life, whatever your path 
might be:

 • Network.  The more people you know, in your business and outside   
  of it, the more sources of information, advice and support you have to 
  rely on. The more you exercise your networking muscles, the stronger  
  they get – and the easier networking becomes.
 
 • Don’t listen to naysayers. Some people will always say you can’t
  succeed. Listen to everyone, but don’t pay undue attention to
  “friends” with negative attitudes.  
 
 • Think creatively. Entrepreneurs succeed by finding new solutions to
   old problems. Don’t repeat what everyone else has already 
  accomplished. Instead, look for ways to achieve something different.
 
 • Learn from mistakes. You’re going to make them. Most successful
  people fail from time to time, but they don’t let setbacks stop them.
  Commit yourself to learning from your mistakes so you don’t make
  them again.

 • Be honest. No matter what you’re engaged in, you need associates,
  friends, employees, investors and other stakeholders to trust your
  word. Tell the truth at all times to build solid relationships.
 
 • Be flexible. No matter how good your ideas are, or how committed
  you are to your goals, remember that things change. Be ready to
  modify your plans so you can take advantage of opportunities that
  present themselves.
 
 • Find a mentor (or two or three). Seek talented people willing to
  share their expertise and wisdom. You can’t know everything, 
  especially when you’re starting out, so an experienced mentor can
  supply guidance that will help you avoid the obvious mistakes.
 

Mackay’s Moral:  Entrepreneurship is living a few years of your 
life like most people won’t, so that you can spend the rest of your 
life like most people can’t.
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Pushing the envelope
“Pushing the envelope” is a phrase that originated with American test 
pilots like Chuck Yaeger and John Glenn in the 1940s. It described max 
stress situations for the metal skin (“envelope”) of a jet aircraft. In 
other words, the plane was designed to fly safely up to a certain speed for 
a certain distance at a certain altitude. 
 
The job of test pilots was to “push the envelope” by making the plane 
go faster, farther and higher. The term “pushing the envelope” came into 
popular parlance in the blockbuster book and movie (1983) “The Right 
Stuff.” 

Naturally, this phrase is near and dear to me. On my business card, my title 
is “Envelope Salesman.” So literally, I am pushing the envelope every day! 
 
Beyond that, for me “pushing the envelope” means 
pushing the boundaries and pushing yourself to 
maximize your advantage to be better, faster and 
smarter and to get the results you want, in business and 
in life. I can assure you that as times and businesses 
change, I have had to make many changes and adjust-
ments to keep our company functioning and prospering. 
It’s about determination and risk taking – going above 
what your customers expect and trying new things that 
will put you outside of your comfort zone.

Most people go for safety and security when planning 
and living their lives. There are certain lines they won’t 
cross. Many life-changing, transforming and worthwhile 
items are outside their comfort zone and require risk, 
which prevents them from attempting to change.

When you study truly successful people, you’ll see that 
they all saw opportunities, took risks, made plenty of 
mistakes, but when they were knocked down, they kept getting up… and 
up… and up. They owe their success to their willingness to accept change 
as inevitable and welcome the challenge. 



Determination keeps people hammering away. Determined people 
possess the stamina and courage to pursue their ambitions despite 
criticism, ridicule, or unfavorable circumstances. In fact, discouragement 
usually spurs them on to greater things. When they get discouraged, they 
recognize that in order to change their results, some change is in order.

At 211 degrees, water is hot. One small change – one more degree – and 
it boils, changing into steam. And steam can power a locomotive. That 
small change of one more degree makes all the difference. That one extra 
degree in business and in life separates the good from the great. It’s your 
life. You are responsible for your results. Never be afraid to turn up the heat. 
   
A little book, Jonathan Livingston Seagull, swept America in 1970, 
selling more than seven million copies. And by the way, it was turned 
down by 18 publishers before it was accepted.

Richard Bach wrote the 10,000-word story about a seagull that 
refuses to join with the seagulls in his flock that are only interested in 
scavenging savagely for food. Instead, Jonathan Livingston Seagull wants 
to fly and soar to heights none of his kind could even imagine.

Most seagulls learn only how to get from shore to food and back again. But 
Jonathan kept going off by himself, flying higher and higher, until he finally 
was able to reach 8,000 feet, far higher than any other seagull had ever 
flown. He even learned to fly at night, something seagulls never do. 
Jonathan would go into dives straight down – reaching the incredible speed 
of 214 miles per hour. He taught himself to do the loop, the slow roll, the 
snap roll, the point roll, the inverted spin and the pinwheel! Every day he 
kept learning new ways to fly that stimulated and nourished his soul. 

Although initially rejected by his flock for his unorthodox approach to life, 
Jonathan eventually became a seagull hero of wisdom and renown. 
Younger seagulls flocked to Jonathan to learn his flying secrets.

The lesson of this little book is the necessity to risk some things in life and, 
above all, to keep on learning – always learning. There are few prizes for 
following the flock.

No doubt about it, taking chances and making changes can be daunting. 
But consider the alternative. If you aren’t content with the status quo, you 
have no choice but to change the way you are operating. 

After all, it is the continued search for excellence and devotion to learning 
that is the true secret of professional accomplishment and personal 
happiness.
 

Mackay’s Moral:  
To get what you’ve never had, you must do what you’ve 
never done. 
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Taking care of business 
for 20 years
October 1993 was the beginning of one of 
my favorite ventures: my weekly column. 
Twenty years of sharing stories and advice 
have passed quickly and have taught me 
many lessons about the nature of business.

Did I have a long-range plan in mind when 
I started writing? Only to provide the most 
helpful information available. As I research 
topics, I learn plenty myself. I’ve offered up 
both successful and embarrassing stories 
from my personal experiences. I have drawn 
inspiration from readers who challenge me, 
and I am always delighted to hear that a 
particular column had a positive impact on a 
reader’s career or life. 

Newspapers all around the country carry my column every week, plus 
50,000 subscribe to it free on my website, harveymackay.com. 

My favorite part of each column, as often echoed by readers, is Mackay’s 
Moral that sums it up in a memorable lesson.
 
I’m celebrating this milestone by highlighting 20 of the most important 
morals that have run with these 1000-plus columns. 

People become successful the minute they decide to be. A goal is 
a dream with a deadline. 

People don’t plan to fail, they fail to plan. It’s easier to prepare and 
prevent than to repair and repent.

Practice makes perfect… not true. You have to add one word – 
Perfect practice makes perfect. Amateurs practice until they get it 
right. Professionals practice until they can’t get it wrong.



They don’t pay off on effort... they pay off on results. A lot of 
people work very hard but never seem to make any headway. Always 
keep an eye on the finish line.

Knowledge does not become power until it is used. There are 
plenty of people who know it all but have never bothered to do any of it. 
Ideas without action are worthless.

I know that you don’t know... but you don’t know that you don’t 
know. Ignorance is not the problem – it’s not knowing we are ignorant 
that causes difficulty.

Your day usually goes the way the corners of your mouth turn. 
The most powerful single thing you can do to influence others is to smile 
at them.

Time is free, but it’s priceless. You can’t own it, but you can use it. 
You can’t keep it, but you can spend it. Once you’ve lost it, you can 
never get it back.

The single biggest tool in any negotiation is the ability to get up 
and walk away from the table without a deal. Smile and say no, no, 
no, no, no, no, until your tongue bleeds. 
 
If I had to name the single characteristic shared by all the truly 
successful people I’ve met over a lifetime, I’d say it is the abili-
ty to create and nurture a network of contacts. You don’t have to 
know everything as long as you know people who do.

It’s never right to do what’s wrong, and it’s never wrong to do 
what’s right. You cannot do business without trust.

People go around all of their life: What should I buy? What 
should I sell? Wrong question: When should I buy! When should 
I sell! Timing is everything.

When a person with money meets a person with experience... 
here is what happens: The person with the experience winds up 
with the money and the person with the money winds up with 
the experience. Enough said.

You will never get ahead of anyone as long as you are trying to 
get even with them. Helping someone up won’t pull you down.

The biggest room in the world is the room for improvement. If 
you think education is expensive, try ignorance.

The best place to find a helping hand is at the end of your arm. 
Self-explanatory.



There will always be a place in the world for anyone who says, 
“I’ll take care of it,” and then does it. Remember the 10 most 
powerful two-letter words in the English language: If it is to be, it is up 
to me.

Failure is no more fatal than success is permanent. You don’t quit 
trying when you lose; you lose when you quit trying.

People don’t care how much you know about them once they 
realize how much you care about them. Caring is contagious – help 
spread it around!

We are judged by what we finish, not by what we start. And this 
seems like the perfect place to finish.

Mackay’s Bonus Moral:  
Gratitude should be a continuous attitude. 
Thank you, readers!
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Swim With Sharks 
Without Being Eaten Alive
A few weeks ago I wrote about my 20th anniversary of this column. This 
year, I also celebrate another important anniversary – 25 years since I 
published my first book, Swim With the Sharks Without Being Eaten Alive.

“Sharks” is still selling briskly around the world after all this time because 
the concepts haven’t changed. This is why “Swim With the Sharks” 
became the success it did, especially coming from a then unknown 
author from the flyover state of Minnesota.
 
Books from first-time authors typically have print runs of 
only 7,500 to 10,000 copies, which is only a couple 
books per store. This makes it much easier for publishers to 
recoup their losses if books don’t sell well. But I knew that 
to really give “Sharks” a chance, I needed a first printing 
of 100,000 copies. We were on the 28th floor of a New York 
skyscraper when I asked for that size print run. They 
practically told me to jump.

Fortunately I brought in two huge briefcases with two 
large Rolodex files (remember, this was 1988) – 
containing more than 6,500 names from all over the 
world, including my connections with major 
companies, organizations and associations. That 
helped convince the publisher, William Morrow, to 
print 100,000 copies. “Sharks” became a #1 
New York Times bestseller for 54 weeks.

As much as I love the title “Swim With the Sharks 
Without Being Eaten Alive,” unfortunately a lot of 
people thought I was advocating becoming a shark. 
Rather, my message then and now is to give people 
the tools to get along and work with sharks.

I’m often asked to name the #1 piece of advice in the book. No contest: 
The Mackay 66 Customer Profile, which is available for free on my website 



harveymackay.com, which helps readers humanize their selling strategy 
and take business relationships to a personal level. You can’t talk about 
business all the time, so it’s important to learn about education, family, 
hobbies and interests, favorite sports teams, vacation habits, previous em-
ployment, professional and trade associations, clubs, and so on. In other 
words, know what turns that person on.

The Mackay 66 is a concept, philosophy and tool. Perform and build a good 
relationship and you not only get the order, you get all the reorders.

And remember… this is not just for customers. It’s also for suppliers. 
Use the Mackay 66 for employees and competitors – anyone whom you 
can benefit from knowing more about. Each time you encounter those per-
sons, you learn a little bit more about them and keep 
building your list.

“Swim With the Sharks” is divided into sections on salesmanship, 
negotiation and management. That’s why the subtitle is so 
appropriate – “Outsell, Outmanage, Outmotivate and Outnegotiate Your 
Competition.”

Sales lessons include:  

 • It’s not how much it’s worth, it’s how much people think 
  it’s worth.

 • The sale begins when the customer says yes (customer 
  service).

 • Writing personal notes yields positive results.

 • If you don’t have a destination, you’ll never get there until you
   set, develop and track your goals.

 • Fantasizing and projecting yourself into successful situations is
  one of the most powerful means there is to achieve personal   
  goals.

Essential to successful negotiations are these ideas:   

 • The most important thing in any negotiation is the ability to 
  say no.

 • Everything is negotiable.

 • Agreements prevent disagreements.

 • The most important term in any contract isn’t in the contract – it’s   
  dealing with people who are honest.

 • Make decisions with your heart and you’ll end up with heart disease.

 • If you burn bridges, you better be a damn good swimmer.



Top management lessons include:  

 • It’s not the people you fire who make your life miserable; it’s
  the people you don’t fire who make your life miserable.

 • You’ll always get the good news; it’s how quickly you get the
  bad news that counts.

 • Little things don’t mean a lot; they mean everything.

 • Practice makes perfect, not true. You have to add one word:  
  Perfect practice makes perfect.

 • The single biggest mistake a manager can make is a bad hire.

 • You can’t solve a problem unless you first admit you have one.

Sharing what I have learned in my decades of business has been pure 
delight. When I revised and updated “Sharks” in 2005, I challenged 
myself to see how much of my own advice I was still following. I can 
honestly report that my formula still keeps me safe in shark-infested 
waters.

 
Mackay’s Moral:  
People’s lives change in two ways:  
The people we meet and the books we read.
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ABCs of public speaking 
It’s been said there are two times in life when you are truly alone: just 
before you die, and just before you deliver a five-minute speech. Stage 
fright can be terrifying, but it needn’t be paralyzing. 

Delivering over a thousand speeches teaches a person a thing or two 
about getting through to the audience. Because I am often asked for 
advice from nervous speakers, I have developed my ABCs of public 
speaking.

 
  is for audience. Learn all you can about those who will be in   
  attendance so that you can tailor your remarks to hold their   
  interest.

  is for body language. Move around, gesture and use facial 
  expressions to demonstrate your enthusiasm for your topic. 

  is for creativity. Don’t be afraid to use props, PowerPoint or   
  audience participation to add sparkle and surprise. Even the  most  
  serious topics can benefit from a creative approach to make them  
  memorable.  
 

  is for deliver. Your presentation needs to have a focused 
  message that leaves the audience with significant take-home 
  value. 

  is for eye contact, a critical feature of an effective 
  speaker. Connecting with your audience can’t 
  happen without it.

  is for feedback. Ask for immediate, unfiltered 
  responses so you can continue to improve your 
  skills. And don’t forget to debrief yourself after the
   event, including what worked well and what didn’t.



  is for grammar. Pay attention to the language you use. Make 
  certain it is correct and concise. 
 

  is for homework. Study the organization you are addressing: What  
  are the problems, issues, concerns and opportunities. 
  Mispronouncing names is unforgivable.

  is for introduction. Make sure that the person introducing you is a
  real pro.  Provide a prepared introduction with your pertinent 
  information.  
 
  
  is for jokes. Try them out on several people to make sure they are  
  appropriate and amusing. Humor, anecdotes and stories add so  
  much to a speech as long as they are not offensive. Plays don’t  
  open up on Broadway, they open in New Haven.

  
  is for knowledge. Speakers have to demonstrate a real grasp of the  
  subject at hand in order to be taken seriously.  

  is for lighting. People laugh more and retain more in brightly lit  
  rooms. Dim the lights only if you are using PowerPoint presentations,  
  and only as long as necessary.

 
  is for masking tape. Seal noisy door latches to avoid distractions.   
  Block off the back rows of chairs to keep the audience up front.   

  is for noise, which is a real attention killer. After-dinner speakers  
  especially have to compete with clearing tables and clinking glasses.
  Consult with the host organization about minimizing noise interruptions. 

  

  is for opening. In order to grab the audience’s attention 
  immediately, you need a spectacular opener.

  

  is for practice, practice, practice. There is no substitute for 
  preparation.

 
  is for Q & A. Take questions five minutes before you are ready to  
  close, so that you have the last word and control the ending.
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  is for room size. If you have any control over the venue, insist
   that the room seat only the planned number of audience members.
  A room that is too big destroys rapport.

  is for smile. Let the audience see that you are pleased/happy/
  honored to be asked to speak. A smile adds instant warmth. 

  is for Toastmasters International, the organization that I
   recommend for anyone who wants to hone their speaking skills. It’s  
  tremendous training for speakers at all levels of ability. 

  is for unforgettable. Make your speech memorable with a well-
  organized message peppered with clever stories and examples,
  sprinkled with humor, and wrapped up with a great summary.  

   
  is for voice. Listen to yourself on tape so that you can adjust 
  tempo, tone, timing and inflection.  

  is for wisdom. You want your message to teach and inform. I’m
  particularly fond of starting the lessons in my speeches with a
   “Mackay’s Moral,” words of wisdom that drive home my point.

  is for experience. (Yes, I know it starts with “e”.) The best way to   
  become a better speaker is to speak as often as you can.

  is for you. Take pains to look your best.  

  is for zip it up. A smashing closing is as important as a gripping   
  opening.   

I have another speaking tips handout, “Harvey Mackay’s 35 To Stay 
Alive,” available at 35toStayAlive.com.
 

Mackay’s Moral:  
The best way to sound like you know what you’re talking about 
is to know what you’re talking about.
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