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IT’S ALL ABOUT ME! 
Seven Key Strategies for  

Thriving in the Corporate World  
 
 
 
 

The world is an upside down place.  The 1980’s and 1990’s began to encourage 

the illusion that self growth and self acknowledgement would bring people 

happiness and allow corporate executives a free pass straight to the top of their 

career goals.  The title of this Special Report may seem a little misleading, but it 

is only because you were not given the entire title, it should read: 

 

It’s all about ME helping YOU grow and 
become the person you were meant to be. 

 

This Special Report is not only for corporate executives. It is for everyone 

who wants to believe they can truly make a difference in their workplace.   

 

This special report is for the CEO, for the Board of Directors, for top 
executives, for the senior management committees. It is for middle 
management. It is for employees. It is for support staff, suppliers, vendors 
and even your customers! 
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This Special Report is designed to help every reader gain greater strategic 

clarification as to exactly how their personal skills and talents can impact their 

company, their families, their home life and maybe even the world around them. 

By making a single conscious effort to realize it is no longer what we do for 

ourselves that will make the greatest impact on our career future, rather it is how 

we focus on helping those around us recognize their truest potential, we can and 

will unleash the most enormous and often under utilized and hidden potential for 

internal and lasting growth at your company. 

 

For ease of reading, we are listing these seven key strategies here.  But, you 

must promise to do more than simply read about them.  In order for your 
organization to unleash their full power, you must embrace them, teach 
them and give your people the freedom to use them daily: 
 

1. Much More Than a Vision – You Must Create a Strategy and a Story. 
2. Be the Person that Rekindles Dreams. 
3. Allow Yourself and Those Around You to Align Their Work with Their 

Purpose in Life. 
4. Acknowledge Your Goals. 
5. Build Better Customer Service with Four Simple Ideas. 
6. Unleash the Power of Your Mind. 
7. Believe that Change Happens in an InstantTM. 

 

Let’s get started right now... 
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1. Much More than a Vision – You Must Create a 

Strategy and a Story. 
 
Two things separate you from your competition: a very specific strategy for your 

business and a story that tells the community you live in—or even the world—

why you are different.  Your strategy needs to be specific, compelling, and easily 

communicated.  Every manager, employee, and client should understand it. 

Whether you are a financial advisor, an accountant, a plumber, or a doctor, you 

need a clear and powerful strategy and a compelling story to differentiate you 

from your competition and attract new clients.  

 

Strategy and story are essential for powering the momentum of any business. 

Strategies are important to management teams.  Stories are important to your 

customers.  Creating and sharing your story can transform your business over 

night. What is your strategy?  Is it simple and succinct enough that you can easily 

explain it to a prospective client in your first meeting?  What price are you willing 

to pay to raise the bar on your own personal competence so that people will 

come to you as an expert and choose you over all other service providers in your 

field? 

 

Consider the strategy of Federal Express. Delivery services have been around 

since the Pony Express. Nevertheless, Fred Smith, the founder of Federal 

Express, developed a concept for a service that would guarantee overnight 
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delivery anywhere in the United States.  How different is that?  Who would have 

thought you could develop a system of trucks and planes to take a package from 

Jonesboro, Arkansas, to New York City in one day?  Smith did not stop there, 

though, he also wrapped his strategy in a story; “Absolutely, positively overnight.” 

Smith believed in the strategy, told a compelling story, and today Fed Ex boasts 

revenues in excess of $29 billion. 

 

Stories build dreams.  They create hope in both the senior executives and the 

people to which they sell.  Most corporations have some sort of corporate 

strategy, but very few have stories.  Consider, for example, Chico’s FAS, a 

clothing company started in 1983 by Marvin and Helene Grainick. Chico’s is a 

great example of a company with a compelling story, based on a very different 

(there is that word again, different) sales strategy.   The Chico’s story is that they 

work to deliver great-looking, comfortable, high-quality clothing, in a friendly, 

helpful environment, at a great price. Everything about Chico’s strategy tells their 

story. The company designs many of their own fabrics using bright, interesting 

colors. Chico’s created its own size structure: 0, 1, 2, and 3; not the standard 8, 

10, 12, 14 that women in this country are accustomed to. Chico’s clothes are 

great for travel and the company produces some original pieces that they sell 

year after year, which allows you to build your Chico’s wardrobe, add to your 

collection and mix and match.  Its small boutiques are in great locations and have 

a warm, inviting atmosphere. The sales staff is friendly and helpful, and they 

really try to assist you in putting together clothes that fit your shape, style—and 
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budget. Chico’s offers frequent sales and the company sends out coupons to its 

regular customers; the clothes last for years and move well from season to 

season. Wearing Chico’s clothes makes me feel good. I am hooked on the 

Chico’s story of great style, great value, and great service. 

 

Strategies and stories are critically important factors for any individual or 

organization that wants to be different tomorrow.  Many corporations invest 

millions of dollars in advertising, to help tell their story to the world, but the most 

effective stories do not come from marketing teams. They spring from successful 

strategies that help clearly differentiate one business from its competitors.  

 

When you have a sound and strong business strategy, you do not need to tell 

your clients who you are or what you do—your unmistakable identity explains 

that for you. Then, your story will explode from the mouths of your exceedingly 

satisfied customers.  Starbucks does not have to tell you why you are paying $3 

or more for a cup of coffee.  You know from the moment you walk in the door that 

you are paying for the experience of having a great cup of coffee from a hip 

company with modern sensibilities and a social conscience. That is Starbucks’ 

strategy at work.  

 

Federal Express does not just sell a delivery service. They sell you a time 

guarantee; their strategy was to build a business by guaranteeing next day, on-

time delivery. Today, the company’s name is synonymous with that strategic 
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guarantee. Chico’s does not have to rave about its great service; its stores, 

products, staff, and customers tell that story clearly and compellingly. 

 

Remember this Seven Minute Idea: A strong strategy and story provides 

ongoing energy to feed the power of growth and change in your personal 

and business life.  Creating a strategy and a story is one of the most important 

points in this book.   

Micro-Action: Frame Your Strategy 
If you want to be different, you must create a strategy that makes that difference 

crystal clear in the marketplace. Take ten minutes to identify three concepts you 

view as your competitive advantages—aspects of your strategy that differentiate 

you within your workplace or your business within its marketplace. 

1._______________________________________________________________ 

________________________________________________________________ 

________________________________________________________________ 

2._______________________________________________________________ 

________________________________________________________________ 

________________________________________________________________ 

3._______________________________________________________________ 

________________________________________________________________ 

________________________________________________________________ 
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Micro-Action: Create Your Story 
Once you have clarified your competitive advantages you want to develop or 

refine your strengths into a compelling story—an easily understandable story, 

embraceable by your employees and your customers.  For this micro-action, take 

ten minutes to describe your story here. 

________________________________________________________________

________________________________________________________________

________________________________________________________________

________________________________________________________________

________________________________________________________________

________________________________________________________________

________________________________________________________________ 

________________________________________________________________

________________________________________________________________

________________________________________________________________ 

 

The problem for most of us is that we don’t have a compelling story.  We 

may have excellent products, great prices, competitive advantages, but until you 

are willing to create a compelling story, your company will continue to work within 

the same space as thousands and tens of thousands of other companies.  In 

order to break out of this cycle, don’t assign the project of coming up with your 

“story” to a committee.   

 

Your “story” is often right in front of you.  Just take the time to write down what 

you already know to be true.  What are your most compelling differences?  What 

is the most thrilling and exciting part of your current strategy?  Ask your friends 
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outside of your business to describe what is best about your company.  Ask all of 

your employees to attempt to put their concepts of what your company story is in 

writing.  Hold a contest.  Create excitement.  Your story is already there.  It just 

needs to be discovered. 

 

Once you have your story firmly in place, once you have a firm understanding of 

it, then you must create “Buy In.”  You can’t have three stories. For it to be 

effective, you can’t have two stories. You must choose to stand for something 

big.  You can only have one story.   

 

Then you begin to shout it from the rooftops.  You share it with your senior team, 

with your employees, with your customers, with your friends, with people you 

don’t even know.  You tell the media, you tell small children.  You beat the drum.  

You tell the story again and again and again and again.  You tell it until other 

people begin to tell your story for you and you tell it until people are telling your 

story back to you.  That is when you know you have succeeded - when you are 

talking to one of your key customers and they begin to tell you your own story. 

 

For the first time you begin to realize “It’s not about Me.”  All along it has been 

about me helping others find and discover how our company can solve 
their problems and fill their needs.  Creating your compelling story is your first 

step along that path. 
 

© 2006 Seven Minutes, Inc.  All rights reserved.  http://www.TheSevenMinuteDifference.com  10 
allyson@TheSevenMinuteDifference.com    870.897.4494    
susan@TheSevenMinuteDifference.com    870.897.0845 

http://www.TheSevenMinuteDifference.com


 

2. Be the Person that Rekindles Dreams. 
 
Dreams are amazing gifts. Our dreams can sweep us away to the farthest 

reaches of our imagination. Dreaming helps us to conceptualize our goals, so we 

can implement daily steps that draw us closer to realizing them. With the same 

power, however, our negative illusions can limit our lives and throw obstacles in 

our path toward growth and change.  

 

Consider this Seven Minute Idea: Our dreams influence our actions and 
therefore help form the blueprint of our lives. The brain is a mysterious force. 

The pictures we vividly place in front of our minds on a continuous basis often 

become self-fulfilling action plans. Our dreams are one of the strongest positive 

tools we have working in our favor—if we can dream it, we can become it.  By 

taking just a short time to acknowledge the positive dreams we hold for our 

future, we strengthen our ability to achieve those dreams.  

 

Why is dreaming so important? 
It was easy for us to dream when we were children.  We could easily believe that 

we could become whatever we set our minds to.  As we aged, we began to set 

aside our dreams.  We slowly watched as many of our dreams faded away and 

slowly died as the daily activities of work and life crowded out those dreams.  As 

you read this Special Report, you know exactly what I mean.  Many of you 

reading this have amazing gifts and talents as leaders, encouragers, visionaries.   

 

Yet, we have read that the average corporate executive spends less than 15 
minutes a week dreaming about ways they can truly move their company 

forward in the future.  Rather their time is wrapped up in the urgent daily-ness of 

the non-stop activities of running a large business.  What if you were willing to 

double that amount of scheduled time from 15 minutes a week to 30 minutes a 

week?  What if you would commit to a single hour per week to dream about the 

future of your company and your life?   
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What if you would encourage your employees to commit to scheduling a single 
hour per week to dream and brainstorm ideas and suggestions for how they 

could make the company better, how they could enjoy their work more, how they 

could envision expanding their personal gifts and talents to contribute more to the 

company.   If it is truly not about us, but it is about how we can help others grow 

and become the people they were meant to be, can you imagine the excitement 

that could come from this simple exercise? 

 

Sometimes we need to step back from the never ending cycle of the daily grind 

so we can find out where we really want to go in the future.  Are you willing to 

encourage each and every person in your organization to step back and take a 

few minutes to re-kindle their dreams?  This simple act of showing that you care 

about what is important about them could be the one thing they needed to gain 

the confidence to show you their idea for how to save your company money or it 

could prove to be the next breakthrough product for next year’s line. 

Micro-Action: Positive Dreaming 
You can explore this idea by taking seven minutes (or five minutes, or a morning, 

or an entire weekend) just to dream about what your life could be like from this 

moment on. Through dreaming, you form a clear mental image of your ideal life, 

and the things you do and experience within it. Take this simple micro-action: 

Spend five minutes a day positive dreaming. You will condition yourself to 

think and plan and act in ways that support the life you dream. Here is a simple 

exercise that can help you get started in this life-changing practice. 

 

Close your eyes for a moment and imagine a large blank wall, eight feet tall and 

ten feet wide and completely white. The room is perfectly clean and in the back 

of the room is the most comfortable chair you have ever seen. See yourself 

sinking into its warmth and comfort as you pull a footstool under your feet. Take a 
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few deep breaths then begin to project a mental image on that clean, white wall 

of the life you want to be living in five years. What does the picture look like? Are 

you continuing to grow and learn more every day?  Can you see yourself with 

new sets of skills and abilities?  What is your family life like?  Are you a 

homeroom mom or the coach of the soccer team?  Those vacations you always 

talked about, do you plan and take them?  What kind of relationships do you 

have with your friends?  Do they know you deeply and love you for the person 

you are?   

 

Take a moment to imagine your health. In your dream, do you maintain a healthy 

weight, exercise regularly, and eat the kinds of food that provide energy and 

strength?  For a moment, dream about your job.  Can you clearly see yourself in 

the promotion you always wanted?  Can you envision how the dynamics of your 

leadership skills influence the future of your corporation?  Consider your 

finances. Can you see yourself debt free and making more money than you are 

spending? Oh, it feels so good to have your finances back under control! Are you 

investing money for your future and giving to charity?  It feels great to be helping 

other people and making a difference in their lives, doesn't it?   

 

Imagine all of these things as vividly as you can, and see yourself doing, being, 

and pursuing the life you want to have. When you have projected those pictures 

on the blank wall of your imagination, envision yourself standing up from your 

chair and walking toward them—becoming part of the life you have dreamed.  

 

This blank wall is the canvas of your life and you are the painter.  The brighter, 

the richer, and the more vividly you can paint this picture, the more likely it is to 

come true. If you practice this exercise regularly, your mind—both consciously 

and unconsciously—will guide you in making the decisions and taking the actions 

necessary to achieve your dreams.   
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3. Allow Yourself and Those Around You to Align 

Their Work with Their Purpose in Life. 
 
Sir Ernest Shackleton, one of history's most daring navigators, was a man whose 

purpose was to lead explorations of the earth's unknown areas. In pursuit of that 

purpose, Shackleton determined that he would lead an expedition to explore the 

Antarctic. He knew that the area held a wealth of important scientific information, 

and that such an expedition would be both historically and scientifically 

significant. He had a vision, he had a purpose, and he had a burning desire to 

accomplish things that no man had ever accomplished.   

 

Shackleton, and a crew of 26 men (and one stowaway) set sail from Plymouth, 

England on August 1, 1914, aboard the Endurance, a ship named for the 

Shackleton family motto "By Endurance We Conquer.” After sailing around the tip 

of South America, the ship slowly made its way through the thickening ice of the 

Atlantic Ocean, until the crew could see the Antarctic continent before them. 

Then, on January 19, 1915, the ship stopped completely as the huge ice floes 

that clogged the sea trapped it.  

 

With no other perceived options, Shackleton decided to wait until the spring thaw. 

Throughout the long, dark Antarctic winter the ship was locked in place, the men 

stranded. As a leader, Shackleton knew that he must keep the crew's spirits high 

or they would never be able to endure the horrible cold and loneliness of this 

desolate situation. He led the men in games of football and hockey on the ice. 

They celebrated holidays, sang patriotic songs, and raced their dog sleds in what 

they called the Antarctic Derby.  

 

After ten long months, the ice floes began to shift; but instead of freeing the 

Endurance, they slowly crushed the ship and dragged her to the bottom of the 

ocean. The crew unloaded as many supplies as they could, salvaging food, 

© 2006 Seven Minutes, Inc.  All rights reserved.  http://www.TheSevenMinuteDifference.com  14 
allyson@TheSevenMinuteDifference.com    870.897.4494    
susan@TheSevenMinuteDifference.com    870.897.0845 

http://www.TheSevenMinuteDifference.com


 

lifeboats, sled-dogs, and supplies, then made camp on the ice floe that had 

crushed their ship. If you have ever felt trapped by circumstances beyond your 

control, adrift, or crushed by the shifting changes of the world around you, you 

might have some concept of the challenges facing Shackleton and his crew 

during these agonizing months. 

 

Again, Shackleton stepped forward as a leader. He gave his men his word that 

he would return every one of them safely to England. He did not allow them to 

consider the possibility that they would fail. Shackleton assigned daily rotating 

duties to the men, to keep them all engaged and actively at work on achieving 

their purpose. He reminded the men frequently of their return voyage, and he 

kept their dreams of home always vivid in their minds.  He asked the men to 

describe their homes, the counties where they lived, their wives, children, 

parents, and friends. He treated the idea of a successful voyage home as a 

foregone conclusion, and made the goal of achieving that dream the driving force 

behind every crewmember’s work and purpose. 

 

On April 12, five-and-a half months after the break-up of the Endurance, the ice 

floe on which the men were camped broke free and drifted within 30 miles of tiny 

Elephant Island. In a courageous dash, Shackleton and his crew boarded their 

three tiny lifeboats and sailed for the relative safety of the island. Amazingly, all 

three boats landed safely. Although they were able to shelter in the inhospitable 

place, the only source of food on the island was its flocks of penguins. 

Shackleton knew that without vegetables, he and his men would contract scurvy 

and die, and he was determined to avoid such a horrible conclusion to their 

venture. 

 

So, in a 22½ foot lifeboat named The James Caird, Shackleton and five of his 

men set out to reach the whaling station on South Georgia Island, a 25-mile strip 

of land 800 miles away, across the open and stormy sea. With nothing more than 

a compass to guide them, Shackleton and his crew accomplished one of the 
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greatest navigational feats in history and landed on the southern coast of the 

Georgia Island on May 10, just 14 days after launching.  

 

Leading his tiny crew over uncharted mountains, through an icy rushing stream, 

and down the 30-foot drop of a waterfall, Shackleton successfully reached the 

whaling station within 36 hours after landing on the small island. Then, after four 

months of repeated efforts to return, Shackleton successfully sailed back to 

Elephant Island and rescued his remaining 22 crewmembers. When he landed 

back on the island, 105 days after leaving, he was amazed to find that all of his 

men remained alive. As Shackleton had promised, he and his men realized their 

dream; all of them returned to their homes in England.  

 

These were ordinary men with the same dreams and fears we have, but, by 

sharing the deep and passionate purpose of their leader, they persevered in the 

pursuit of an incredible achievement. Shackleton and his crew formulated 

common goals, and made sure that every choice they made and every action 

they undertook specifically moved them closer to those goals. They drew upon 

their strengths to survive throughout enormous hardship. Shackleton’s core belief 

in a single, powerful dream guided them.  

 

This story of courage and survival teaches so many lessons.  What 

circumstances are crushing you?  Are you making concrete plans to overcome 

them?  Are you reaching out to your “crew” for encouragement?  Are you willing 

to do whatever it takes to make it back alive?  One of the most telling parts of 

Shackleton’s story is his family motto, “By Endurance We Conquer.”  Too many 

people simply give up.  Take courage, persevere, and never be afraid to follow 

your dream. 

 

What did Ernest Shackleton have that most leaders don’t have or don’t fully 
understand? 
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Ernest Shackleton had a driving purpose in life.  He understood at the core of 

his heart that he was an explorer.  He wanted to go places no one had ever 

gone, he wanted to see things that had never been seen, he was willing to take 

risks, he wanted to lead courageous men on dangerous expeditions and he 

wanted to successfully bring them home.  He wanted to uncover new scientific 

advances, he wanted to understand more about uncharted places.  He was 

driven by these forces that were deep within his heart. 

 

The unfortunate part for many people is that they don’t have an understanding of 

what their own driving force in life is.  What is the one thing that compels you to 

get out of bed in the morning?  What would you do even if your company couldn’t 

pay you to do it?   

 

Purpose is what we do for others.  Are you a leader, encourager, team 

member, listener, comforter, team member, visionary?  What is your purpose?  

And how can sharing your purpose with your company make an impact on your 

company’s future? 

 

If you are a key executive reading this Special Report you definitely want to know 

and understand the purpose of those around you.  Their purpose is their 

heartbeat.  Their purpose drives them and when you allow them to align their 

purpose with their daily activities at work – their potential grows exponentially and 

their contributions to your success will grow exponentially as well. 

 

If you are an employee reading this Special Report, don’t wait for your supervisor 

to ask you what your driving purpose in life is – make the effort to hold this crucial 

conversation and allow him or her the right to utilize your key gifts and talents 

that revolve around your purpose. 

 

Purpose is the driving force in your life.  Discover your purpose and then 

allow your goals and your time to revolve around fulfilling that purpose. 
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Micro-Action: Describe Your Purpose 
For this section’s final micro-action, I encourage you to run through your own 

version of the life-changing exercise.  Take out a yellow legal pad or any other 

sheet of paper and—giving yourself a set period of time—write down what you 

consider to be your purpose in life. 

 

Purpose is not about who we want to become; purpose is what we do for 
others.  
 

Purpose is how you serve others with your gifts and talents.  Keep this 

fundamental truth in mind as you complete this important micro-action. 

 

By outlining a clear and solid description of your purpose in life, you begin the 

process of fundamentally changing your attitudes and approaches to your life—

both at home and at work. Remember, “painting the canvas” is a process of 
discovering goals and determining what we want our lives to look like. 
What we do for others, however, defines our purpose in life. Deep within 

your soul drives your purpose, and your purpose will likely revolve around your 

natural passions and the things you love. 

 

Please take the time to discover your purpose.  You may think you know what 

your purpose in life is, but when you take the physical action of writing down your 

purpose on a sheet of paper, your purpose then has the opportunity to become 

the driving force what drives the actions and outcomes of your life.  Just 

remember that our vision is what we want to happen in our own lives, and our 

purpose is how we plan to serve others. 
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My Purpose in Life is… 

________________________________________________________________

________________________________________________________________

________________________________________________________________

________________________________________________________________

________________________________________________________________

________________________________________________________________

________________________________________________________________

________________________________________________________________

________________________________________________________________

________________________________________________________________

________________________________________________________________

________________________________________________________________

________________________________________________________________

________________________________________________________________

________________________________________________________________

________________________________________________________________

________________________________________________________________ 
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4. Acknowledge Your Goals 
 
Your purpose tells you what you want to do with your life and how you want to 

serve others. As you learned in the story of Ernest Shackleton, your goals closely 

link to your purpose in life because they describe what you want to accomplish in 

the pursuit of that purpose. When you have a clear vision of your goals in life, 

you are one step closer to fully understanding and fulfilling your purpose. 

 

Goals can be personal or professional, tiny or grand, achieved tomorrow or 

aimed at achievements extending past your span on earth. Consider for 

example, the variety of my own goals:  

• Personal goals—I want to spend more time with my children, my husband, 

and my parents.  I want to take more pictures of my family.  

• Financial goals—I want to be debt free, contribute a set amount to savings 

each month, and increase my income significantly, all within the next year. 

• Small goals—I want to clean my kitchen drawers and clear my closets of 

clutter, donating clothes we no longer wear to charity.  

• Far-reaching goals, as well—I want to spread the message of hope and 

growth to millions of people. I want my workshops and books to touch so 

many lives that Oprah Winfrey invites me on her show.  

• Vocational goals—When I'm at work, I want to work.  I want to attract a 

very specific type of client and I want to build a stronger reputation in the 

community and industry.  I want to help people become better stewards of 

their financial resources, so they can enjoy life more and worry less about 

their money. 

• Health goals—These are straightforward: I lost 11 pounds after my 44th 

birthday and I want to maintain my weight. 

• Goals for leaving a legacy—I want to fund an endowment through 

contributions to a local university to help reduce the tuition costs and other 

expenses of students with limited financial resources. 
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Micro-Action: Writing a Daily Goals List 
Acknowledging your goals is essential to understanding your purpose, but it’s 

only the first step toward achieving them. In his book, Goals—How to Get 

Everything You Want Faster Than You Ever Thought Possible, Brian Tracy 

encourages readers to do three things: 

1. Write down your goals. It’s not enough just to have a vague idea of what 

you want to achieve; you need to develop specific goals and write them 

down. 

2. Make plans to achieve your goals. For every written goal, you need to 

determine three or four specific actions that will help you reach that goal. 

3. Work on those plans every day. Most goals cannot be achieved by 

sporadic and occasional effort, but require daily attention and action. 

 

Tracy's book lays the groundwork for one of the specific Seven Minute Ideas I 

want you take away from this chapter: Your goals in life reflect and help fulfill 
your purpose.  
 

To support that idea, I encourage you to adopt this micro-action: Spend 15 

minutes every day, writing down your list of goals and two or three specific 

actions for achieving them.  

 

That's 15 minutes of work on your written goals, every day. If you could adopt 

this one micro-action, and take time daily to articulate plans for working toward 

your goals, what kind of changes might you make in your life? How might this 

single micro-action serve to differentiate you from your competitors?  

 

Statistics say that only 3 percent of Americans have any kind of written goals at 

all.  Most of us talk a good talk. We say we want to be more knowledgeable, lose 

weight, clean up our house, or bolster our financial condition, but we do nothing 

to accomplish these goals.  
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Just by the single daily act of acknowledging and affirming your goals, you vastly 

improve the likelihood that you will actually accomplish the goals you have set. 

Of course, you might find that your goals change over time, but that's okay; you 

can gauge your growth and progress by the changes in the goals you set for 

yourself. 

 

Buy a notebook, or copy and use the following form, to record your top ten or 

fifteen goals.  List the accomplishments that will help propel you toward your 

purpose. Then use the list as a starting point for the daily micro-action of 

rewriting your listed goals, along with two or three specific steps for 

accomplishing them. Whom do you want to help?  Whom do you want to serve?  

What do you want your legacy to be? Be specific in describing your goals and try 

to complete this list within 15 minutes. 

 

My Daily Goals 
1. ___________________________________________________________ 

2. ___________________________________________________________ 

3. ___________________________________________________________ 

4. ___________________________________________________________ 

5. ___________________________________________________________ 

6. ___________________________________________________________ 

7. ___________________________________________________________ 

8. ___________________________________________________________ 

9. ___________________________________________________________ 

10. ___________________________________________________________ 

11. ___________________________________________________________ 

12. ___________________________________________________________ 

13. ___________________________________________________________ 

14. ___________________________________________________________ 

15. ___________________________________________________________ 
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5. Build Better Customer Service with Four 

Simple Ideas 
When it comes to customer service, it is definitely not about ME!  It should 

never be about what will make it easier for your company to do business, or what 

is more convenient for your employees.  Your customer service strategy should 

constantly remain focused solely on how to create loyal customers who will not 

only buy your products and services, but who will become your advocates and 

spokespeople in a crowded business world. 

 

Exceeding your customers’ expectations can be a challenge; your customers will 

not come to you with a specific, written list of instructions on how to do it. You 

have to provide them with services and benefits they might not even realize they 

want or need when they begin their relationship with you. Despite the enormity of 

the task, most effective customer service ideas are not extravagant, expensive, 

or complicated.  

 

A combination of small, well-targeted efforts is usually the best way to 
create a blockbuster customer experience. Your total customer experience 

will convince your clients that dealing with you is unlike dealing with any other 

company in your field, and in the process, you will strengthen every aspect of 

your business.  

 

Although each business must create its own unique blend of customer service, I 

believe four important concepts are the basis of any successful total customer 

experience: 

• Competence 

• Process 

• Details 

• Strategy 
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Put these four concepts to work in forming your own total customer experience.  

Remember – IT’S ALL ABOUT THEM! 

Being the Best—Competence 

Competence is going to be an ongoing competitive edge.  The importance of 

constantly increasing your knowledge, building your skills, and expanding your 

experiences, no matter what business you are in, all of these qualities contribute 

to your competence. Remember this important Seven Minute Idea: Your 
competence is the basis for any outstanding customer service program 
you offer. When your customers know that you know that you are providing 

them with exceptional performance, you build both their respect and their loyalty. 

Outstanding reputations begin with a high level of competence. 

 

Let me give you an example. In 1996, I was diagnosed with rheumatoid arthritis.  

Of course, I had excellent doctors in Arkansas, but due to some extenuating 

circumstances, my local doctors referred me to the Mayo Clinic in Rochester, 

Minnesota for further review. The Mayo Clinic has an international reputation for 

excellent diagnostic services; my expectations were extremely high, based on 

that reputation. 

 

When I arrived at the designated area for my scheduled appointment, I was 

directed to a huge open area filled with about 200 beige chairs that looked as 

though they had been in that waiting room since the 1960s. Although the waiting 

room was not luxurious, it made me feel that this clinic was all about serious 

business. I suspected that the Mayo Clinic invested its funds in top-quality 

medical staff and diagnostic equipment rather than in its waiting-room furniture.  

 

After four hours in that waiting room, it was finally my turn. The experience was 

well worth the wait—the treatment I received went beyond any experience I had 

ever had in a medical facility, and it certainly exceeded my expectations!  The 

doctors worked as a team, and every member of the team spent time with me 
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discussing my medical history. More importantly, their questions and close 

attention to my answers assured me that they cared deeply about fully 

understanding and solving my problem. Next, I went through a two-day series of 

tests. At the conclusion of those tests, the doctors had the answers they were 

looking for. They explained everything to me carefully and took more time to 

answer all of my questions. No rushing, no distracted grunts or mumbled 

responses to my comments and questions, no hurriedly scratched out 

prescription and a quick exit for these doctors. These specialists were experts in 

their field, and my issues were their greatest concerns during the time they spent 

with me. The magnificent medical minds of the Mayo Clinic staff and the extreme 

professionalism of the treatment they offered me combined to create an 

experience I will never forget.  

 

This unparalleled level of competence has helped make the Mayo Clinic one of 

the most respected hospitals in the world. How competent are you in your 

chosen profession? Remember the Seven Minute Idea you learned in Chapter 2: 

To grow professionally, you must increase your knowledge. Here, I can add that 

your competence and your ability to model a successful customer service 
program depends upon your professional growth. Have you created a plan 

for improving your professional knowledge and competence? Do your employees 

receive training and education about the products and services your company 

provides, and can they easily use it to answer customer questions or provide 

service? Customers are expensive to find and even more expensive to replace. 

The level of competence you demonstrate in your business plays an important 

role in delivering a total customer experience—and in building long-term 

customer loyalty. 

Providing Reliability—Process and Systems 

If we want consistently excellent customer service throughout our company, then 

we must develop a process for delivering that service. A thorough employee-

training program is part of that process. Standardize all employee procedures—
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the proper way to deal with a client, wait on a customer, answer the phone, or 

record a sale.  Your systems and processes prepare employees to greet people 

entering your business, answer their questions, and resolve their problems. 

Customers should receive the same high level of professional service every time 

they interact with anyone associated with your business.  

 

The first step in honing our processes is to make sure that all employees are fully 

trained and confident in their knowledge of their job. Your customers should not 

be left waiting while an employee scurries around trying to find someone to 

answer a question about a basic transaction or issue. Training processes should 

cover all of the tasks employees participate in from answering the phone to 

attending client luncheons. If you need help designing a training process for your 

business, contact your local Chamber of Commerce and ask for the name of 

someone in your area who can assist you. By investing in thorough employee 

training up front, we save our customers time, reduce their frustration, and 

contribute to a better customer experience. 

 

The speed and convenience of the processes also contribute to the reliability of 

our service. We live in a microwave age. Building speedy service into our 

systems demonstrates respect for our customers’ busy schedules. I encourage 

you to develop processes that emphasize customer convenience, including 

proper preparation and planning, easy access parking, automated checkout—

anything that can make your customers’ experiences smoother, faster, and more 

trouble-free. 

Paying Attention to Details—Surprise and Delight 

Exceeding customer expectations means surprising and delighting your 

customers. That happens when you pay close attention to the details of your 

business operation. Everyone loves a surprise. Do you remember when your 

husband sent you flowers for no reason at all and the handwritten note seared 

your heart?  Or the surprise birthday party your parents threw for you when you 
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were ten years old? Our clients are surprised and delighted by the attention we 

pay to even the smallest details of our business transactions.    

 

Micro-actions: Create an Exceptional Customer Experience 
Every business has unique opportunities for providing surprising and delightful 

customer service, but here are just a few small details—micro-actions—that can 

make a big difference in your customers’ experience:  

 

� Give your client a warm greeting. A client’s first impression forms within 

the first few seconds of meeting us, so the way we greet our customers is 

incredibly important. I make it a habit to greet people quickly and 

graciously when they enter my office. Our greeting should tell customers 

that we are grateful they have chosen to come to us and that we are 

anxious to help them in any way we can.    

� Focus fully on your customer. When we are serving a customer or client, 

we must fully focus all of our attention on that person. I want to make sure 

that when I am working with a client, I am fully in their presence. That 

means that I am listening to them, my phone is turned off and messages 

sent to voice mail, and I am not reading or responding to e-mail.  

� Take time to explain your product or service. Take time with your 

customers to educate them about the product or service you offer.  Do not 

rush them to make a decision.  Remember, developing a relationship with 

your customer is more than simply making a sale. Developing a strong 

customer relationship is an essential element of providing a total customer 

experience. 

� Pay attention to the appearance of your business and its staff. Everyone 

who works in our place of business should look like the ideal company 

representative: clean, neat, and eager to serve. If you own a retail 

business, make sure your employees wear some kind of uniform or badge 

so that customers can easily spot someone who will answer their 

questions or concerns. The building’s appearance is important, too. All 
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interiors should be immaculately clean and tasteful. The customer should 

begin to be drawn to our business before even entering the building; 

flower urns, greenery, and other outdoor decorations show customers that 

we care about making their experience with us as pleasant as possible. 

Clean restrooms, a vase of flowers on the reception desk, magazines in 

the lobby—these are the small details that can make a monumental 

difference in the way our customers perceive our business. 

� Create a pleasant working atmosphere.  I cannot tell you how important it 

is to make your business a fun place to work. There is nothing that 

contributes more to a positive customer experience than a business 

staffed by people who are glad to be there. Customers can sense this the 

minute they walk in our door—they can even sense it over the telephone! 

Again, small details create this kind of atmosphere; soft, appropriate 

music, good lighting, clean employee lounges or break rooms all make 

employees feel happier and more valuable. Those feelings contribute to 

improved performance, productivity, and sales—and better service for our 

customers. 

� Demonstrate a commitment to community service.  I believe that giving 

back to the community that helps pay our bills is one of the most important 

benefits we can offer our customers. I encourage you to participate in 

fundraisers, help collect and contribute to emergency funds, offer to match 

employee contributions, and let the community know that it can count on 

your support. Our willingness to invest money, time, and effort into 

improving our community improves the community’s trust in and 

appreciation for our business.  

Promoting Your Company’s Image—Strategy and Story 

As we have already discussed, I believe that all companies need a strong 

identity—a strategy and story employees can wrap their arms around that the 

public cannot fail to notice. All businesses must have new customers to grow, 

and a strong company identity and image is what attracts new customers. A 
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company’s image is the face it shows to the world,, so image is a critical part of a 

strong and memorable customer experience. Here is an important Seven-Minute 

Idea for you to remember about your company’s image: The small details that 
differentiate your business from others form the highlights of your 
company’s image.  
 

To understand the importance of this idea, look at the following image: 

 

 

 

 

 

 

 

 

What do you see:? An aerial photograph of my hometown of Jonesboro, 

Arkansas? A partial picture of the moon?  This picture is simply a collection of 

dark areas with no discernable highlights, making it hard to draw any concrete 

conclusions about what it represents. However, when I highlight the important 

areas of the image, you can clearly see that this is actually the picture of a cow:  
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This is a simple visual shift, but it does an excellent job of illustrating the 

importance of emphasizing the details of your customer service to present a 

strong and identifiable image of your business to the public. So many companies 

are just cookie-cutter versions of every other similar business; they have no 

special features, no niche, no story to tell their employees and customers. You 

do not want a grey and ‘faceless’ business. You want your business to be 

immediately recognizable and very memorable. 

 

Micro-Action: Ask Your Clients for Feedback  
If your corporate image is not even clear to you, here is a micro-action that can 

help you clarify that image right now. Contact five of your top clients, and ask 

them what they like best—and least—about the service you are performing for 

them. Their answers should tell you a great deal about your corporate image.  

 

Do your clients see you as a reliable source for information, products or 

expertise? Do they enjoy the personal attention you offer them? Do they 

appreciate the fast turnaround you offer or your willingness to set and meet 

aggressive deadlines? Do they really turn to you only because your prices are 

low? Do they view you as a ‘stop-gap’ or last-minute choice, rather than a 

professional solution?  If multiple clients offer similar responses, those similarities 
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are the highlights that form your image, and that image tells the story that your 

employees and clients will understand about your business.  

 

In a typical grocery store, placed at eye level in very conspicuous locations 

throughout the store are items that people want rather than need. That is a 

strategy for selling impulse items—and it works. Constructing a strong image is a 

powerful strategy you can use to catch the attention of your customers. You want 

to make sure that your strengths are clear and easy to identify, so that your 

customers immediately recognize your image and remember it long after they 

leave your office or store.  

 

Your customers begin forming their opinion of your business from the moment 

they pull into the parking lot. A million small details contribute to that image and 

the total customer experience. Is your image what you want it to be?  If it is, work 

to strengthen it. If it is not, now is the time to start changing it. 

 

When it comes to dealing with our customers – it is NEVER about fulfilling 
your wants and needs.  Your entire focus should be on how you can constantly 

improve how you can make their experience of working with you faster, easier, 

more convenient and more pleasant.  And, remember to take into account all of 

the emotional components that go into their decision to do business with you.  

They want to feel important to you.  They want you to appreciate their business 

and they want you to prove to them that you value them as people by provided 

not just adequate customer service – rather that you desire to exceed all of their 

wants and needs. 
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6. Unleash the Power of Your Mind 
 
Your mind holds all of the power necessary to propel you toward your goals. You 

may have heard the expression ‘If you can believe it, you can achieve it.’ I know 

that statement is true. Nothing can take you farther or make more of a difference 

in your life than the incredible power of your own mind.  

 

Let me show you what I mean. Take a glance at this picture of lemons.   

 

 

 

 

 

 

Now, stare at the picture for a moment. As you do, imagine holding one of the 

lemons in your left hand. Feel the texture of the skin, feel the weight of the fruit in 

your palm. Now imagine cutting into the lemon and slicing it into perfect wedges.  

Next, imagine picking up one of the lemon wedges and holding it close to your 

nose. Smell the lemon deeply.  Finally, imagine biting into the lemon wedge.   

 

What happened to your mouth when you thought about biting into the lemon?  If 

you are like me, you received a big burst of saliva through your mouth as though 

you had just experienced a tart, sour taste. Your body responded with a physical 

reaction to a purely mental cue; your mind said “you taste something sour—

salivate!” and your body obeyed.   

 

Of course, in reality, you cannot feel, touch, or taste those lemons—they are only 

images on a page. All of those sensations - along with sight and hearing - 

registered in your brain, though. Your body reacts to the world based on the 

directions your brain gives it. Everything you feed your brain influences your 

actions, ideas, and your state of being.  Realizing that, we should be alarmed at 
© 2006 Seven Minutes, Inc.  All rights reserved.  http://www.TheSevenMinuteDifference.com  32 
allyson@TheSevenMinuteDifference.com    870.897.4494    
susan@TheSevenMinuteDifference.com    870.897.0845 

http://www.TheSevenMinuteDifference.com


 

the results of studies that show the average American household watches five to 

eight hours of television per day!  Think about what our brains absorb during 

those hours: tabloid news, violent television shows, mind-numbing sitcoms, 

celebrity gossip, and endless, repetitive advertisements. If we feed our brain 

violence, pettiness, hopelessness, and consumerism, can you imagine how our 

bodies respond?    Do we want to condition our minds to believe they exist in a 

world of negativity, greed, and despair?  Our beliefs become our reality, and our 

lives unfold accordingly.  
 

Of course, many of the negative things reflected on television and in the weekly 

tabloids really do exist. I do not accept, however, that they define the world we 

live in. Our world is so much bigger, and better, and more complex than the two-

dimensional reflection of a television screen. I choose to feed my brain a more 

balanced diet. Fifteen minutes of news in the morning, fifteen minutes at night, 

and many hours spent talking with my family, reading good books, traveling, 

visiting with my friends, living through my faith, and enjoying my hobbies. For 

every nasty, frightening, negative reality in this world, there are a hundred bright, 

shining, positive treasures that are equally real and infinitely more nourishing—

both intellectually and spiritually.  

 

Our brains are more powerful than any of us truly knows. I believe saying positive 

statements aloud, visualizing the outcome with your eyes, and embedding future 

expectations in your conscious and subconscious mind will put the wheels of 

change in motion and make those expectations a reality. According to John 

Maxwell’s audio series titled, How to Make Personal Changes, there are six 

steps that we go through in the process of changing thought into reality. 

 

1. Thought—As I noted earlier, if you think it, you can live it. We have 

to think about whom we want to become, what path is most likely to 

take us there, and what we might have to sacrifice along the way. 

© 2006 Seven Minutes, Inc.  All rights reserved.  http://www.TheSevenMinuteDifference.com  33 
allyson@TheSevenMinuteDifference.com    870.897.4494    
susan@TheSevenMinuteDifference.com    870.897.0845 

http://www.TheSevenMinuteDifference.com


 

2.  Belief—If we want to be different tomorrow than we are today, we 

must believe we can become different. We also must believe in the 

direction we have chosen for our life, and our ability to make the 

journey. 

3. Expectation—Expectation causes our energy level to rise and 

releases adrenaline into our system. Although it begins as a purely 

mental phenomenon, expectation triggers a physical reaction. 

Expect the best, and harness the power of your expectations. 

4. Attitude—Having a positive attitude means facing every 

circumstance head on and pushing through with character, dignity, 

and integrity. I believe the old saying that successful people are 

willing to do what unsuccessful people are not. Your attitude is a 

mighty tool for dealing with challenges and making the most of 

opportunities. 

5. Behavior—Your behavior is an outward reflection of your inward 

thoughts, beliefs, expectations, and attitudes. Therefore, as you 

become more positive and proactive in each of those areas, your 

behavior will improve accordingly. 

6. Performance—Your performance provides a daily measuring stick 

of your personal growth and development. I am happy to say your 

performance is one of the easiest things to improve. If you were 

inconsiderate yesterday, you can become kinder and more 

thoughtful today. If you overslept today, you can get up on time 

tomorrow. 

 

Micro-Action: Feeding Your Mind with Positive Images 
What kinds of images, thoughts, and ideas are you feeding your brain? Believe 

me, they reflect in everything you do: the way you look, your attitudes, your 

beliefs, your accomplishments. Your mind is busy creating your reality, so what 

kinds of tools and building materials are you supplying it? 
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If we wake up every morning saying “I can be more today than I was yesterday” 

paying attention to the good things in our lives, and expecting that today is going 

to be better than yesterday, then we have set the stage for that expectation to 

come true. 

 

See yourself taking action, walking into your office happy and energized, 

enjoying a healthy lunch, accomplishing the day’s goals, and returning home with 

joy to spend the evening laughing with your family or friends, reading a good 

book, working in your garden, playing the piano, refinishing furniture, or doing 

anything that contributes to making your world a better, more pleasant place to 

be. Try to vividly imagine these positive events unfolding as you read the 

statement and hold them in your mind for a few minutes after you finish reading. 

 

I challenge you to try this micro-action every morning for two weeks. If you 

develop a different positive statement with which you would like to greet the 

morning, by all means, use it! The important thing is to experience the power of 

beginning every day with optimism and a positive plan.  

 

You cannot predict or control the future, but you have great power to influence 

your own journey through life. I encourage you to nourish your mind and actively 

envision the positive and productive life you want to live. Your mind is the most 

powerful part of your body, so care for it well—make good use of it! 
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7. Believe that Change Happens in an InstantTM 
Remember for a moment the title of this Special Report:  

 

It’s all about ME helping YOU grow and 
become the person you were meant to be. 

 

For years people have believed that moving ahead in their career required them 

to focus on the ME portion of their efforts.  True leaders and visionaries have 

learned that it has always been about how you can focus all of your attention on 

helping those around you grow and become the people they were meant to 

become.  When you can draw out the best in their skills and talents, can count on 

all of your employees to focus on aligning their purpose with their work, and give 

them the freedom and encouragement to share their best ideas with you, you will 

unleash potential and power in your corporation that you never knew existed. 

 

The best part of this entire concept is that real change happens in an 
instant.  It happens the moment you decide to change. 
 
The framework for this idea contains several underlying truths: 

1. Change begins to happen the moment you decide to change 

2. You must want change 

3. You must expect change 

4. You should enjoy the process of change 

 

You can be different tomorrow than you are today.  Are you living from your 

heart?  Can you feel that same level of passion and desire that first drew you to 

your current vocation?   
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Many of you have known for a long time that you need to make some significant 

changes in your life. Perhaps you’ve wanted to be more productive at work, 

receive a promotion, or even move into a new career.  You might want to 

organize your home life or use better judgment in managing your time. You want 

to find time to do the things you believe to be most important in your life—to 

regain control over your health, finances, and other aspects of your life that feed 

your body, mind, and spirit. 

 

Change really does happen in an instant.  It happens the moment you decide to 

change.  Now that decision is yours to make—either you are In or you are Out.  It 

is that simple.  The earth does not have to shake nor does lightening have to 

flash across the sky.  You simply draw a line in the sand and you say ‘Today, I 

chose to be different.’ You can decide right now to begin the wonderful process 

of growing into your true self. 

 

Decide to be In. Once you make that decision from your heart, your life will never 

be the same.  Change happens in an instant and if you make the decision to 

change you are instantly on your way. 

 

As the author of this Special Report and of the book, The Seven Minute 

Difference, I can tell you with confidence, “I’M IN!”  My hope is your life will be 

filled with much joy, hope, and love as you continue to discover how the smallest 

decisions can have a huge impact on your life—seven minutes at a time. 
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For More Information 
 

If this Special Report has been helpful to you and if you find yourself wanting to 

take a fresh look at discovering your hopes and dreams, then The Seven Minute 

Difference: Small Steps to Big Changes is the book for you. 

 

The Seven Minute Difference offers a series of proven ideas that you can use 

to bring about those important changes.  In this book, I’ll share with you some of 

my favorite Seven Minute Ideas and the micro-actions that can bring those ideas 

to life.  I will also outline projects that, with some thought and deliberation, you 

can leverage to effect meaningful change in your routine habits and actions.  This 

book is filled with hundreds of specific, concrete, actionable ideas that you can 

begin to implement immediately in your daily life.  

 

You will learn specific techniques for: 

• Discovering your purpose 

• Changing your life through Seven Minute Ideas and micro-actions 

• Choosing success 

• Exceeding your customers’ expectations 

• Building momentum into your business 

• Breaking through to your destiny 

• Translating life-changing decisions into life-changing actions 

 

This is a book about fulfillment of purpose. It doesn’t just tell you about other 

people’s successes; instead, it guides you in a step-by-step journey toward your 

own personal and professional destiny. I will show you simple, proven techniques 

for increasing your personal knowledge and raising your core competencies. I will 

guide you in establishing written goals that can outline a roadmap to your 

success.  
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You will also learn powerful techniques for mastering core business 

practices,such as improving customer service, creating a strategy for growing 

your business, leveraging your key strengths, and overcoming critical 

weaknesses.  

 

Finally, this book encourages you to look for the best in life—both at the office 

and at home. My goal in writing this book is to help you discover or rediscover 

the sheer passion and joy of doing what you do best. Above all, this is a book of 

hope. 

 

Remember: 

 

It’s all about ME helping YOU grow and 
become the person you were meant to be. 

 

Change happens in an instant, it happens the moment you decide to change.  

Invest in your future.  Take advantage of implementing these amazing concepts 

throughout your entire business.  This Special Report is only the beginning.  

There is a big difference in talking about change and implementing change.  

Take the first step by buying individual copies of The Seven Minute Difference: 

Small Steps to Big Changes for your entire organization. 
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Special Offers: 
Receive bonus products and services from the author when you buy at least 100 

copies of The Seven Minute Difference! 

 

¾ I’m IN!: Buy 1 copy 
o visit www.TheSevenMinuteDifference.com to place your order 

¾ Want to Share it! Level: Buy 10 copies 
o Receive a 30% volume discount - $14 each 

¾ Making a Difference Level: Buy 100 copies  
o 25 of those copies will be signed editions of the book 

o Receive a 45% volume discount - $11 each 

¾ The Entrepreneur Level: Buy 500 copies  
o 100 of those copies will be signed editions of the book 

o Receive a 50% volume discount - $10 each 

o One 1-hour teleseminar with the author – a $1000 value FREE 

¾ The Executive Level: Buy 1000 copies  
o 250 of those copies will be signed editions of the book 

o  Receive a 55% volume discount -$9 each  

o One free two-hour webinar with the author – a $2500 value FREE 

¾ The CEO Club: Buy 2500 copies  
o 500 of those copies will be signed editions of the book 

o Receive a 55% volume discount - $9 each 

o A 25% discount to have Allyson live on-site at your next national meeting, 

conference, or corporate event.  A savings of $3125. 

¾ The Chairman’s Circle: Buy 5000 copies  
o 1000 of those copies will be signed editions of the book 

o Receive a 60% volume discount - $8 each 

o A 40% discount to have Allyson live on-site at your next national meeting, 

conference, or corporate event.  A savings of $5000. 
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Don’t be left out – 
 

Order your personal copy today. 

 
http://www.TheSevenMinuteDifference.com 

 

 
Change really does happen in an instant.   

It happens the moment you decide to change. 
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About the Authors and Consultants 
 
 

Allyson Lewis 
¾ CEO, Seven Minutes, Inc. 
¾ Author, Motivational Speaker and Strategic Consultant 
¾ CERTIFIED FINANCIAL PLANNERTM practitioner 
¾ Trains thousands all across America 
¾ Author, The Seven Minute Difference (Kaplan Publishing. 2006) 
¾ Author, The Million Dollar Car & $250,000 Pizza (Kaplan 

Publishing, 2000) 
¾ Member, National Speakers Association 
¾ Has been a guest on CNN, CNNfn and Bloomberg Information TV 

 
 
A renowned author, motivational speaker and business consultant Allyson has spent the last 23 
years developing and teaching concrete yet actionable business ideas to executives all over the 
country.  Her new book, The Seven Minute Difference: Small Steps to Big Changes (Kaplan 
2006), has grown out of the workshops she has been teaching for the last several years.  Since 
1993, Allyson has led over 300 seminars and workshops focused on helping people gain greater 
understanding of who they are, and what they can become.  Her mission is to educate, 
motivate and encourage.  Hired at the age of 22 and thrown head first into the competitive world 
of sales, Allyson knew she had found her niche.  With over 20 years of sales experience, she is 
enjoying helping other people rediscover the joy and sheer excitement of their daily work.  
 
 
  

 
Susan Naylor 
¾ President, Seven Minutes, Inc. 
¾ Strategic Consultant 
¾ MBA and CERTIFIED FINANCIAL PLANNERTM practitioner 
¾ President - ASU College of Business Alumni Chapter 
¾ Vice President - Altrusa International of Jonesboro  
¾ Graduate of “2004 Leadership Jonesboro Class”  for the Jonesboro 

Regional Chamber of Commerce 
 
 
 

 
 
Susan serves as President of Seven Minutes, Inc.  Her mission is to prioritize, organize, and 
simplify.  Susan’s ability to create strategic clarification will allow you to heighten your 
knowledge, increase your efficiency, improve your time management and give strategic 
processes and systems.  Susan’s extensive business and organizational background has added 
numerous concrete and immediately actionable Seven Minute Ideas to these concepts including: 

- creating a written daily action plan 
- identify your priorities 
- tracking your progress 
- utilizing forms to simplify your daily activities 
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Allyson Lewis, author of the upcoming book “The Seven Minute Difference: Small 
Steps to Big Changes” (Kaplan 2006), has spent the last 23 years developing and 
teaching concrete yet actionable life changing concepts. She is also a renowned 
motivational speaker and strategic business consultant. 
 
For more information, please visit http://www.TheSevenMinuteDifference.com or call  
870-897-0845. 
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