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INTRODUCTION 
 
 

Everyone’s hand instinctively goes up. 

I’m speaking to a large group of project managers and I’ve just 
asked the question: 

“How many of you can think of a great leader you’ve had in 
your life?” 

It’s a simple question to which I’ve found—almost—everyone 
has the answer. And, after speaking to thousands of people, I’ve 
also found that people can answer the reverse of this question and 
easily think of a poor leader they’ve had in their life. 

Leaders come in and out of our lives, in all shapes and sizes. 
They are bosses, coaches, parents, community volunteers, teachers, 
captains or bus drivers.  

Herein lies the first fundamental principle of leadership—there 
are Appointed Leaders and Emergent Leaders.  

A title of “boss, teacher, captain, etc.,” is only something that 
can be appointed by someone else and means next-to-nothing in 
the grand scheme of leadership. It may put you in the position to 
inspire and influence, but it’s not the reason it happens. It’s 
insufficient. 

True leadership happens everyday when a person, with or 
without an appointed title, emerges from the pack and becomes 
the one others’ seek to follow. It can be in the boardroom, 
classroom or locker room. It unfolds the same way. 



 

 

This leader rarely needs to speak the loudest; their voice is 
heard by everyone. They are the ones people turn to when there’s 
conflict. Pressure. Change. Turmoil. They may not have the 
biggest office, but they have the biggest impact.  

Leadership is like charisma: You know it when you see it but 
it’s difficult to define—and even more difficult to describe why it 
happens and how to replicate it. When you watched the old-school 
TV show, Happy Days, it’s not easy to identify why Fonzi was so 
charismatic and cool. He just...WAS. 

Before launching into popular definitions and my 
Outperforming interpretation, let’s briefly review what leadership 
IS and what leadership IS NOT:  

  
Leadership is not a position. As described above, your title or 

spot on the organizational chart don’t matter. 
Leadership is not a paycheck. Digits and decimal points have 

nothing to do with people following your direction. 
Leadership is not a personality type. Introverts or extroverts. 

Thinkers or feelers. Commanding or compassionate. Leaders 
come in all shapes and sizes. 

Leadership is a privilege. It is a not a right, and if you’re 
reading this right now, leading others is a tremendous 
opportunity and a blessing.  

Leadership is power. Leaders have followers, and this mass 
can be used for good or bad. I’m not going to go into leadership 
examples of the latter—for purposes of this book, I’m going to 
assume you seek the former. 

Leadership is people. We manage things (budgets, KPI’s, 
metrics, targets, etc.). We lead people.  

 



 

 

Most popular literature would agree on these six principles, 
but the very definition of leadership still varies. Consider a few of 
the well-known viewpoints: 

 
Peter Drucker: “The only definition of leadership is someone 

who has followers.” 
Bill Gates: “Leaders are those who empower others.” 
Warren Bennis: “Leadership is the capacity to translate vision 

into reality.” 
John Maxwell: “Leadership is influence. Nothing more, nothing 

less.” 
Dwight D. Eisenhower: “Leadership is the art of getting 

someone else to do something you want done because he wants to 
do it.”  

Jack Welch: “Before you are a leader, success is all about 
growing yourself. When you are a leader, success is all about 
growing others.” 

Henry Kissinger: “The task of the leader is to get his people 
from where they are now to where they have not been.” 

 
None of these definitions are wrong, but they all seem 

incomplete, missing something. This leads to the Outperforming 
definition of leadership and the one which will guide this book: 

 
 

“Leadership is a commitment to consistently showing up as your best, 
to influence and inspire others to see more, do more and become more, 

towards the achievement of a goal or worthwhile ambition.” 

 

 



 

 

I purposely choose this definition for a few reasons: 
 

ü Making a commitment to consistently showing up builds a 
fundamental necessity for leadership: trust from those 
around you. 

ü We influence through communication and inspire through 
action 

ü We help others “see more” by casting a vision 

ü We help others “do more” and “become more” by 
connecting to a mission and purpose 

ü There is a finish line (goal or worthwhile ambition) we’re 
moving towards; something that’s bigger than ourselves 

 
On the following pages, you’ll receive the 50 Best Tips EVER 

for Leaders. The tips are quick and to the point, with very little 
fluff. They are short stories with tangible tools that you can put in 
your leadership toolbox, immediately.  

Let’s lead. 
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CHAPTER 1 

COMMIT TO YOUR BEST 
 

“YOUR best is more important than THE best.” 
 



 

 

 

ATTITUDE OF GRATITUDE 
 
One consistent topic that I mention in almost every speech, 
regardless of audience, is gratitude (or thankfulness). It's truly a 
needle-moving Outperforming habit that enhances every area of 
your life. 

Gratitude is a lot like exercise—there are very few other things 
that replicate the benefits physically, mentally and emotionally. 
Consider the following 8 advantages of Gratitude: 

 

ü Improved physical health. Grateful people exercise more 
and take better overall care of themselves. 

ü Develop more and better relationships. Personally and 
professionally, this is never a bad thing. 

ü Improved psychological health, including more happiness, 
fulfillment and lower risk of depression. 

ü Increased empathy (A MUST for getting the best out of 
others). Also reduced aggression. 

ü Better sleep, which is where all the magic happens. 

ü Improved self-esteem and confidence. Confidence is the 
ONE universal trait of all Outperformers. 

ü Reduced stress and anxiety. I think we can all use that from 
time to time, right? 

ü Increased mental strength, resiliency and ability to 
positively respond to adversity. 

(*research from Psychology Today) 

 



 

 

Just think about it—if you were to have all those benefits 
immediately injected into your veins, how much differently 
would you come at life? 

I realize this may sound like common sense—be grateful and 
you'll be a better person. But is it common practice? 

When you are grateful, it's not that it does away with the BAD, 
but it does reinforce and anchor in the GOOD. And one of the 
most compelling cases for gratitude is that you cannot 
simultaneously feel a positive and negative emotion. 

Have you ever been stressed? Anxious? Angry? Overwhelmed? 
Defeated? 

Well, you cannot experience...THAT...while being grateful at 
the same time. Try it—it won’t work.  

One of the easiest, most practical ways to have more gratitude 
in your life is to make a simple word shift: 

 

 
I HAVE TO à I GET TO 

 

 
We can all be guilty of making this mistake: 
 

I have to go to work. 
I have to get on an airplane. 
I have to finish my presentation. 
I have to lead this meeting. 
I have to do the laundry.  
 



 

 

Make the word shift. I promise, if you do it, you’ll count more 
of your blessings and feel better about every single thing you do 
in life, personally and professionally. 

 
 

START WITH INTENTION 
 

Leaders start their days with intention. They are masters of 
proactively planning, instead of reactively responding, to their 
environment. 

Doing this is simple, but it’s not easy. In our modern, hyper-
connected age of technology where text messages, emails and 
social media are available to you 24/7 with the swipe of a finger, it 
can be very easy to get sucked into other people's agendas and to 
lose sight of your own.  

You might be saying, “But, Scott, being a leader means other 
people’s agendas ARE my agenda! I need to support them.” I 
understand your point. But what do you think sets a stronger 
message—being hyper-connected and available to people at all 
times, or consciously setting the example of managing your 
priorities and proactively planning your day? 

To start your days with attention, ask three questions:  

1. What would I need to advance today to make it an 
Outperforming day?  

First, I use the word “advance” intentionally (instead of 
“accomplish”), because leadership almost always involves long-
term projects that cannot be completed on any given day. This is 
where I come back to a football analogy: 



 

 

 

 
being intentional means moving the ball down the field 

as efficiently, and effectively, as possible. 

 
 

When you evaluate your programs, projects, procedures and 
tasks, what decided actions and activities would allow you to 
advance today? To move the ball down the field? 

2. How do I want to show up today? 

When you decide how you want to show up, you become 
intentional about how other people see you. What do you want 
them to see?  

Answering this question helps in two ways. First, especially if 
you’ve been with a company or organization for a long period of 
time, you’ll maximize your interactions. Instead of thinking, “It 
really doesn’t matter if I don’t show up as my best today because 
I’ll see them tomorrow;” you’ll make each one count. Second, 
you’ll have less bad days. Even if you have a day going in the 
wrong direction, you have created a pattern interrupt. With this 
comes awareness, and I don’t know about you, but...  

 
 

I’d never answer the question,  
“How do I want to show up?”  

with  
“Stressed out, pessimistic, disengaged and uncaring.” 

 



 

 

3. Who needs me to Outperform today? 

Is it your customers, clients or company? Your team or direct 
reports? Or perhaps your family, community or church?  

In his book, High Performance Habits, Brendon Burchard asks, 
“Who needs my ‘A Game’ today?” Mine is similar. Asking 
yourself this question raises psychological necessity, which is the 
strength of your action towards a goal.  

When you anchor in who is relying on YOU to Outperform, it 
becomes non-negotiable for you to be at your best. You MUST 
show up. There is built-in pressure for you to perform (in a good 
way). Days of going through the motions are replaced with days 
of dedication and intention.  

 
Ask and answer these three simple questions and I promise you’ll 
have more Outperforming days. 
 

 

THE BEST VS. YOUR BEST 
 

The psychology of high achievement can be broken down into 
two different orientations: 

The first is an Ego Orientation (some also call it a Performance 
Orientation), or stacking yourself up against someone else, or 
something else. It's rooted in comparison. If you’ve ever watched 
what others are doing and thought, “How can I gain a competitive 
advantage?”, you’re using an ego orientation.  

Much of sports, business and life, is rooted in this type of 
comparison. It's the desire to beat others; to be best in class. To 
dominate your marketplace, industry or field. 



 

 

Many of the most successful people of all time have used an 
Ego Orientation, namely Michael Jordan, who had one of the most 
legendary Hall of Fame induction speeches of all time. I give him 
complete credit for being raw and authentic, because his speech 
was nothing more than a long list of all the people who doubted 
him (and that he eventually beat), all the way from his high school 
basketball team through his NBA Championships.  

Even though Michael Jordan was, by far, my favorite athlete of 
all time, watching it made me a bit sad. You can be INCREDIBLY 
high achieving—like Michael—by focusing on being better than 
others but I wonder whether you’re every truly fulfilled?  

A fixation on climbing mountains faster than everyone else 
matters very little if you never stop to appreciate your progress, or 
the view from the summit.   

 
 

“comparison is the thief of joy.”  

 
 
Teddy Roosevelt echoed this statement and I believe it, all the 

way to my core. In general, the highest achievers on the planet 
have a Mastery Orientation, which is evaluating you against you. 
Instead of basing your comparison against someone else, you’re 
competing against your own previous performance standards.  

Where are you today compared to yesterday? 
Where are you this month compared to last month? 
Where are you this year compared to last year? 
Where are you this decade compared to last decade? 
A mastery orientation means striving for better than before. 

That probably sounds overly simplistic, but the leaders that 



 

 

operate by this philosophy are not only higher achieving, but are 
also more motivated and fulfilled.  

They realize being THE best can only happen when you are 
being YOUR best.  

One final point—I understand if you're a leader in charge of a 
team, department, division, or company, you must look outside at 
what other people are doing. I'm not dismissing the importance of 
this at all. What I am saying is to carefully balance the evaluation 
of looking at what OTHERS are doing with what YOU were 
previously doing. I will promise you this—if you wake up every 
single day and focus on making your team, division, department, 
or company a little bit better today than it was yesterday, you’ll 
gain the greatest competitive advantage. 

 
 
 



 

 

 
 
 

 
 
 
 



 

 

 
 

SECTION 2 

SHOW UP 
CONSISTENTLY 

 

“It’s never the wrong time to do the right thing.” 
 
 



 

 

 

THE CRUX OF CONSISTENCY 
 
“How is he today?”, I ask, secretly fearing the response. 

“Not good,” replies Jared. “Best to keep your distance.” 
This was our standard conversation in between shifts at an 

upscale golf resort in northern Minnesota, circa 1999. Jared and I 
were “bag boys,” which meant that we were responsible for 
helping members get ready to play their round and finish up 
afterwards.  

Clayton, our boss, was in charge of the department. Some days 
were good. Some days were...not so good.  

Jared and I realized early on that Clayton was a good guy. He 
had big, black glasses and a funny, dry sense of humor that 
caught you off guard at times. He had been working at the resort 
for over five years, since it opened. When he said something, you 
listened. I was always fine with that. 

What we found most problematic was his consistency.  
One day he would treat us like we were his best friends—very 

complimentary and caring. The next day (or, sometimes, even 
later that same day) we would get berated for not paying 
appropriate attention to members and not being fast enough with 
our service. 

To use a cheap golf pun, it “chipped away” at our belief in him 
as a leader. We wanted to work hard, but it was driven more out of 
fear than a desire to follow his lead. Even when things were going 
well, we were both on edge because we knew the “ball could drop 
at any point.” 

(Did I just use two cheap golf puns in the same paragraph?) 



 

 

It created a difficult environment for us to thrive in and be our 
best. 

Consistency builds one of the most essential components in 
Outperforming leadership: TRUST. 

Have you ever had a boss, manager, leader or coach, that acted 
erratically? How much trust did you have in that person?  

I’m guessing not a lot.  
It’s natural that the two must work hand-in-hand for 

leadership:  
 

 
CONSISTENCY IS THE RELIABILITY OF PERFORMANCE. 

TRUST IS A BELIEF IN THE RELIABILITY. 

 
 

When we show up consistently, as our best, day-in-and-day-
out, people know what to expect from us. It’s dependable. It 
creates a psychologically safe place (more on this later) for those 
that seek to follow.  

That being said, I don’t think anyone wakes up and says, “I’m 
going to act as inconsistently as possible today!” It’s something 
that—often unwillingly and unknowingly—occurs as a response 
to things happening in our personal and professional lives.  

So, it begs the question: How do we show up more consistently? 
Read on please... 
 

 

WINNING THE MENTAL GAME OF LIFE 
 



 

 

You condition the mind like you condition the body; the same 
way that you don’t get fit from working out one time; you also 
don’t win the mental game of life with one positive, episodic 
thought.  

It is conditioned daily, with excellence. It is built on the basics. 
In the Outperforming world, basics means mindset. It's the 

foundation on which everything good, personally and 
professionally, is accomplished. The reason being: 

 
 

THOUGHTS à FEELINGS à BEHAVIORS à RESULTS 

 
 

We hear these things a lot: 
 
"Be positive!" 
"Learn from your mistakes!" 
"Have confidence!" 
"Stay motivated!" 
 
ALL of these things directly impact your results, which are 

impacted by your behaviors, which are impacted by your feelings, 
which are impacted by your thoughts (or mindset). 

It's one thing to SAY you should have an Outperforming 
mindset. It's another thing to actually lead and GIVE someone the 
tools to bring it to fruition. 

So, in the essence of moving from information to 
implementation, here are six simple ways to upgrade your 
mindset: 



 

 

ü Surround yourself with GREAT people.  

Implement a zero-tolerance policy for people that don't support 
your goals, dreams and aspirations. 

ü Feed your mind daily.  

Print books, eBooks, audiobooks, podcasts, TED Talks, videos—it 
has never been easier to consume positive content...if you choose 
to make it a priority. 

ü Contribute to others. 

It is really, really hard (if not impossible) to have a negative 
mindset when you know you're doing something good for 
someone else. 

ü Be YOU. 

Stop comparing your performance to others and start comparing 
it to your own previous bests. Continuously improve. Grow. 
Evolve. Do it better than you did it before. 

ü Celebrate your small wins.  

Stack 'em up! They're the essential stepping stones to big wins. 

ü Laugh more, especially at your imperfections.  

There's enough seriousness in the world that embracing the fact 
that we're not perfect (and never will be) makes finding humor in 
every situation an exceptionally rare trait. 
 



 

 

 
 
 
 
 
 

SECTION 3 

COMMUNICATE 
EFFECTIVELY 

 

“Tell me and I forget, 
teach me and I remember, 

involve me and I learn.” 
 

 



 

 

 

BE INSATIABLY CURIOUS 
 

Two years ago, I spoke at a conference in Milwaukee, Wisconsin, 
and Bo Ryan was the closing keynote speaker. If that name means 
nothing to you, he was a legendary University of Wisconsin-
Madison (my alma mater) men's basketball coach.  

Consider his impressive resume: 
 

ü 747 total wins 
ü Four Division III National Championships 
ü Two Final Four appearances 
ü 40+ years in coaching 
ü 2017 inductee into the College Basketball Hall of Fame 

 
To basketball fans, Bo Ryan is a coaching god in the state of 
Wisconsin. 

I’d never actually met him because he was a coach after I'd 
graduated from the university, so when I heard that he was going 
to be the closing keynote speaker, I made it my mission to meet 
him. I had so many questions I wanted to ask him: What’s your 
philosophy on coaching? How did you balance being tough and being 
caring? Why were you such a great leader of young men? 

My breakout session was earlier that morning and I found out 
from the conference organizer that Bo was going to be arriving 
shortly after I finished. 

I strategically made sure that I was in the lobby of the Crowne 
Plaza hotel when he arrived. I immediately walked up to him, 
shook his hand and introduced myself (he initially thought I was 



 

 

a Crowne Plaza employee). I told him that I was here speaking at 
the conference. 

“Oh, that’s great. What did you speak about?” he responded. 
I said that my session was about peak performance, leadership 

and productivity. 
“That’s really interesting. Tell me more about your company.”  
I explained that it’s Outperform The Norm and I work with 

business leaders and athletes on being their best.  
He leans in. “Wow, how long have you been doing it?” 
I get pulled away to sign some paperwork and I’m slightly 

caught off guard that he’s asked every question and I’ve asked 
none.  

That’s okay, I tell myself, there’s still time. 
About 5-10 minutes later, I see him in a break room off of the 

stage where he was going to be speaking. 
But, now, I notice he has the conference brochure in his hand, 

and he's read it cover-to-cover, including my personal and 
professional bio. 

Before I can open my mouth, he asks, “You’ve really done 
Ironman Wisconsin five times?” 

“Yes, sir. I have.” 
“How did you train for that?” 
I give him the short answer of “A lot of swimming, biking and 

running,” and then he asks me about my background in sport 
psychology and how I used that in the Ironmans and my 100-mile 
ultra marathon. 

At this point, I’m starting to get mildly frustrated. I’m thinking 
to myself: You’re BO RYAN, Wisconsin basketball coaching god! 
You’ve coached basketball for more years than I've been on this planet. 
What the heck can you learn from ME? I should be learning from YOU!  



 

 

At that moment, it hit me. I realized this simple interaction 
with a hall of fame basketball coach told me everything I needed 
to know about why he was so successful as a coach and as a 
leader. 

He’s endlessly curious about other people, about the world, 
about how things work, about YOU. 

Think of the great leaders you've had in your life—do they talk 
about themselves constantly? Do they act like they have it all 
figured out? That they've got nothing left to learn? 

Probably not. 
Great leaders never stop growing, never stop listening and 

never stop asking questions to improve their own personal 
performance. They're the ones constantly learning different tools, 
tips and techniques to be better.  

Leadership starts with an insatiable curiosity. 

 
 
 

EPP: EXPECTATION PERFORMANCE PROCESS 
 
Assumptions: We ALL have them. We see someone that is 

black or white, rich or poor, democrat or republican, fit or 
overweight, and we assume something about the person. 

To completely rid ourselves of assumptions is unrealistic—they 
are, literally, ingrained into our psychology based on our 
experiences and interpretations. The best we can do is to 
recognize when it happens and to not let false assumptions cloud 
our judgment and behavior. 

A recent Wednesday night reminded me of this point. 



 

 

I took an evening flight from Denver, CO, to Tampa, FL. I had 
run that day, at altitude, and the last thing I wanted to do was to 
show up in a warm-weather climate already dehydrated. 

So, I drank water...A LOT of water. Throughout the 3 hour and 
15 minute flight, I had five cans of this Deja Blue water... 

 

 
 
I was basically chugging it. 
Because it was an evening flight, they had the cabin lights 

dimmed. As we started our descent and I was polishing off my 
fifth can, the lady sitting next to me took off her headphones and 
turned to me. 

We hadn't said anything to each other the entire flight. 
"Oh, that's WATER in your can?!?!", she said. "I thought you were 

chugging BEER this whole time!" 
I laughed hysterically and responded: 



 

 

"You really thought I hammered down five beers on this flight???" 
She obviously did. 
Now, be honest—if you were sitting next to someone on an 

airplane and you saw them chug five cans of water vs. beer, what 
would your assumptions be about the person? 

I'm guessing they'd be very different. Mine would be too. 
We all need to be cognizant of false assumptions, especially in 

leadership. It can be a huge blind spot. 
These assumptions can affect the performance of others via the 

Expectation Performance Process (EPP). To simplify, consider the 
following two scenarios: 

 
1 – You identify Bob as a high-potential, long term team 

member 
2 – You identify Bill as a low-potential, short term team 

member 
 
Your “identification” of these people are based on your initial 

perceptions of them as a person, and of their behavior. After these 
perceptions, you develop expectations for what they are, or are 
not, capable of accomplishing. This, in turn, affects the quality 
AND quantity of your instruction and interactions.  

You invest more in Bob and, because of this, he thrives and 
develops, thus confirming your initial expectations. 

You invest less in Bill and, because of this, he stalls, disappoints 
and quits, also confirming your initial expectations. 

Now, ask yourself: What if your expectations of Bill and Bob were 
flawed from the beginning?  

This is the EPP at work. There isn’t a fool proof way to defend 
against it, except to: 



 

 

 
ü Be objective and impartial 
ü Start everyone with a clear, blank slate 
ü Use a fair meritocracy 
ü Invest in everyone equally (at least at the start)



 

 

 

 
 

 

SECTION 4 

CONNECT 
TO A PURPOSE 

 

“A powerful purpose precedes motivation.”



 

 

WHAT ARE YOU TEACHING PEOPLE? 
 

My mother was a high school English teacher. I still remember, 
growing up, and starting sentences with, “Me and my brother....” 

Immediately, she’d interject, “Scott, it’s supposed to be ‘My 
brother and I’....” 

Thanks, Mom.  
It drove me crazy at the time and that’s what I understood to 

be my Mom’s job—teaching English. 
I couldn’t have been more wrong. 
A little over two years ago, she passed away from cancer. 

When you come from small-town Albany, MN, population 1701, 
everyone shows up to pay their respects at funerals.  

One of the things that struck me about that day were the 
number of her former students in attendance. Before, and after, 
the funeral, all of them had a nice thing to say about Mom. She 
was the type of person that didn’t have a mean bone in her body. 

One former student walked up to me and said, “Your Mom 
taught me how to be a good person.”  

Another one, grinning from ear-to-ear, offered, “She taught me 
how to stay positive...and to always smile!”  

Yet, another student claimed, “She taught me that it’s OK to 
not know the answer; that it’s OK to ask for help when you need 
it.”  

Of course, in the back of my mind, I’m thinking, “Huh? I 
thought my Mom’s job was to teach ENGLISH? Why is no one 
talking about being taught proper grammar and sentence 
structure?”  

Then it dawned on me—my Mom wasn’t teaching these 
students English. She was teaching them valuable, memorable life 



 

 

skills and lessons, disguised as proper grammar and sentence 
structure.  

As a leader, you’re doing the same. You might think you’re 
teaching tasks and tactics, projects and procedures, but what 
you’re actually teaching people is something much, much more.  



 

 

 

 

SECTION 5 

CAST A VISION 
 

“Where are we going and 
what will it look like when we arrive?” 

 



 

 

WHERE ARE WE GOING? 
 

Naghmeh Kiumarsi makes fashion that’s a statement, not just a 
style. 

In the United States, this belief could be seen as common; 
normal. But in Tehran, Iran, it couldn’t be more different. 

In a country of strict Islamic dress code where women are 
expected to be dressed head-to-toe in traditional black hijabs, 
Naghmeh was a pioneer by introducing color, patters and textures 
into the women’s wardrobe.  

When she rolled out her first designs in 2003, her controversial 
ideas weren’t received well. Why try to fix something so seeped in 
culture that wasn’t necessarily “broken?” 

“I believe in the unique style of each person and I want to be 
able to show another side of Iranian women,” she said. 

Remaining steadfast, Naghmeh continued to visualize a 
brighter future for her middle eastern home through fashion. 
Now, she’s attracted a global audience and has received countless 
messages that she’s fundamentally changed the images associated 
with Iranian women and given them a unique expression that has 
never existed.  

What’s next? “More designs and a broader audience,” she says. 
“The sky is the limit.” 

 

 
A GOOD VISION PAINTS A PICTURE OF THE FUTURE THAT IS NOT YET REALITY. 

 

 



 

 

On a micro, or macro, level, casting a vision shows people where 
you’re going. It lets them know what to expect. This creates 
certainty—in an otherwise uncertain world—for those following 
you. 



 

 

 
 

SECTION 6 

BE COURAGEOUS 
 

“To lead without worries, fears, judgments and 
insecurities is a heroic and courageous act.”



 

 

 

FOR EVERYBODY = FOR NOBODY. 
 

When I started writing my first Outperform The Norm book, I had 
"writer's block" for almost two years. 

My biggest problem? I was trying to write something for 
everyone. And when you write something for everyone, you also 
write something for no one. 

It’s a common struggle for new writers: They simply want their 
message to resonate with too many people. 

 

 
IT’S NOT EASY TO WRITE, SPEAK, OR LEAD, 

KNOWING YOUR VOICE IS GOING TO RUB SOME PEOPLE THE WRONG WAY. 

 

 
A short time ago, I read an article about Minnesota Gophers’ 

football coach, P.J. Fleck. Their football team has a long history of 
losing, but they’re currently performing better than they have in 
the last 50 years. Fleck, a high-energy guy that truly "coaches 
people up,” does an amazing job of maximizing the potential of 
his team. 

There was one quote from the article that stood out: It was 
when he was asked about his leadership style: 

"I'm not for everybody," he acknowledges. "And when you're a 
leader, you know you're not going to be for everybody. You have to be 
OK with not being for everybody when you're a leader. And if you are 
for everybody, you're not leading." 

Simple to say; not always that simple to do.  



 

 

In Fleck’s case, even though the team is winning, he has a lot of 
people that don’t like him; that disagree with his approach. This is 
part of his secret sauce—it doesn’t really matter if fans, media, or 
other coaches, don’t align with his message.  

What matters is that the message resonates with his team. If 
they are on board and follow, the team will Outperform.  

Think about it like this: If you had 100 people in a room, would 
you rather? 

ü Have 100 people that are lukewarm. They aren’t put off by 
you but they won’t necessarily follow you, either. They’re 
marred by indecision. 

ü Have 50 people that are piping hot, and will listen and 
follow you anywhere, anytime. The other 50 people are 
frigid cold and want nothing to do with you.  

Which leader do you think gets better results from their team? 
I’m not saying this is easy. In fact, it may be one of the hardest 

things to do in leadership. But look at any great leader throughout 
history and you will find a somewhat polarizing person. As we all 
strive to be the best Outperforming version of ourselves, it's this 
level of real, raw, courageous, authentic leadership that truly 
draws people—the right people—towards us. 

.



 

 

 
 

SECTION 7 

CREATE 
YOUR GAME PLAN 

 

“The Norm seeks information. 
Outperformers seek implementation.”



 

 

 
 

KAIZEN 
 

Not long ago, I attended a "fantastic" branding workshop, 
facilitated by an organization called OrangeBall Creative. 

I put fantastic in quotes because it was seven hours talking 
about branding, messaging and marketing for your business. It 
was a...GRIND (in a good way).  

I actually came home and took a nap afterwards! 
But it was fun for me to be on the other side in the audience vs. 

at the front of the room. I came to appreciate some of the simple, 
tough questions, which require deep, introspective thought, but 
yield insightful answers.  

I can feel this from the audience every time I do a Daily 
Execution presentation. In a nutshell, I only ask four basic 
questions: 

 

ü What do you want? 

ü Why do you want it? 

ü When will you get there? 

ü How will you make it happen? 

 
When I do the presentation, everyone has handouts, and I've 
found that people usually fall into three categories: 

 

ü They sit there, do nothing, and don't even try (yes, this 
happens) 



 

 

ü They give a half-hearted effort 

ü They think, struggle, grind and search within themselves to 
find the answers 

 
In this workshop, I was determined to be in the third category. 
This is the category where the Outperformers live. 

I'm not ashamed to admit that I didn't have all the answers. I'm 
still trying to narrow down exactly who I serve and to be crystal 
clear on my messaging. I cannot tell you the number of times that 
I raised my hand and said, "I don't know what to write--can you 
please help me?" 

I had to fight the urge of feeling like an idiot; like everyone else 
in the room had the answers except me. 

It's OK to ask for help, and if you're reading this right now, 
maybe it resonates with you.  

 

 
SO OFTEN WE WANT TO BELIEVE THAT WE SHOULD HAVE THE ANSWERS 

TO ALL THE TOUGH QUESTIONS POSED BY LIFE. 
BUT THAT’S NOT THE TRUTH. 

 
 

If you haven't realized it by now, I'm talking about much more 
than branding. I'm talking about asking simple, but tough, 
questions about you being the best leader possible to inspire and 
impact others.  

One of the things they also said at the beginning of the 
workshop is that most people won't take a day out of their 
schedule to work ON their business. They'll continue to work IN 
their business.  



 

 

They're right.  
I'd also argue that many people won't take time out of their 

schedule to work ON their life, goals, ambitions and leadership. 
I'm convinced one of the reasons we don't do this is because we 
don't want to be confronted by the fact that we may not know the 
answers. Better to distract and deflect than to be faced with that 
reality.  

C'mon, Scott, how do you not know THAT? What's WRONG with 
you? 

Nothing, actually. Scott circa 2010 would have seen it 
differently. He would have given a half-hearted effort or avoided 
asking altogether. I've learned that, sometimes, it's okay not to 
know. 

Kaizen is the Japanese word for “continuous improvement” 
that has been used by Toyota and many other successful 
companies. It combines personal discipline, with small steps, and 
suggestions for improvement. The end result is a change for better. 

It is why I believe we are here on this planet. 
Going forward, take the time to ask tough questions--about 

your leadership AND your life. If you don't know the answers, 
admit it, ask for help and involve others in the process. Life is a 
team sport. 

All the best to you in your journey and keep Outperforming, 
 
Scott 
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