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“Some of the biggest challenges in relationships
come from the fact that many people enter into a
relationship in order to get something:
they’re trying to find someone who’s going to
make them feel good.

In reality, the only way a relationship will last is if
you see your relationship as a place that you go to
give, and not a place that you go to take.”
—Anthony Robbins






Dedication

To my dear friend and mentor,
Arnold McLaughlin.




Words can’t express the gratitude and
appreciation of your friendship and mentorship
over all these years. There are many personal
traits of you in the book’s key character, Vic
Lawrence. You have inspired me to want more,
to grow and to appreciate being challenged. My
life’s path would not have been the same without
your input and caring support.

It is mind-boggling to me that we have been such
close friends for over 17 years, I am constantly
amazed at the impact you have had on my life,
both personally and professionally. After having
met on vacation all those years ago [ have so
enjoyed and treasured your stories, patience,
trust and delightful friendship that has evolved.

Arnold, you have become one of my most trusted
advisors and mentors, whom [ have relied on for
your hard-earned wisdom and support
throughout the years. We may be 30 years apart
in age, but we couldn’t be any closer in alignment
in our beliefs and values.

Here’s to many more years of friendship, I can’t
thank you enough.

Sincerely,

Mike



Foreword

Not that long ago, I learned firsthand that when
you start building relationships instead of
collecting them, you become more successful in
both life and business. This powerful eye-
opening lesson transformed my entire life.
Literally!

That’s why when Mike asked me to write the
foreword for this book, demonstrating the power
of personal connections in achieving life and
business success, | immediately accepted.

Over the years, | have become an avid student of
relationship building. I studied the required
elements of forming strong, mutually-
beneficially relationships, particularly

online. Whether you interact with your
connections face-to-face or through a digital tool
such as LinkedIn, time and consistency are vital
to building lasting relationships. I have also
found reciprocity to be a necessary component,
especially online.



This is NOT the gimmicky marketing type of
reciprocity, and it’s not a fad. [ am referring to
real reciprocity in relationships, mostly symbolic
in nature, that signals our desire to engage in
social relations with others. Reciprocity is about
our need to be seen and recognized by others. It
is through this action of reciprocity, recognizing
others and being recognized by them in return,
that we build relationships.

In this book, Mike examines in detail three key
components of relationship building: like,
respect, and trust. These elements will help you
engage in reciprocity in meaningful ways and
build long-lasting personal and professional
relationships. Through his heartwarming story
of Joe and the many mentors he meets and
friendships he makes along the way, Mike lays
out the blueprint you can follow to begin
building your own relationships that will ensure
your future success and enrich your life.

—Melonie Dodaro, Author of LinkedIn
Unlocked; LinkedIn for Students, Graduates, and
Educators; LinkedIn for Sales; and The LinkedIn
Code



Compliments
About the Book

“My relationship with Mike started similar to
most, but it’s been Mike’s ambitious values that
have driven our working relationship into a
friendship for keeps. Mike’s deep-seated attention
to collaboration, win-win thinking, and strong
relationship building are evident in all aspects of
the work we’ve done together. I can’t wait to order
this must-read book.”

~Brent Lawrence, Parts Operations Manager,
Stahl Peterbilt, Edmonton, Canada

“Mike Mack’s book, Relationships for Keeps is a
guru’s guide on creating, sustaining and enriching
relationships that pay off for a lifetime.”

~Sawan Kapoor, CEO Kapoor Lamp Shade Co.,
Chennai, India



“In Relationships For Keeps, Mike Mack shares the
secrets of building long-term, meaningful
relationships that are so essential to our success,
both personally and professionally. I was
completely engrossed in this compelling and
touching story that I know draws from Mike's own
experiences and relationship mastery. If you're
someone who is looking to learn how to develop
more meaningful and productive relationships or
are already accomplished and want to up your
'relationship game,' you'll thoroughly appreciate
and benefit from this book. Enjoy!”

~Shannon Waller, Entrepreneurial Teamwork
Specialist, Author, and Coach Strategic Coach Inc.
Toronto, Canada

“Many people talk about the importance of
relationships, yet so many don't put in the effort
required to create and maintain them. ['ve met
over 10,000 people in my life, from all around the
world, and I can unequivocally say Mike Mack is
the quintessential relationship guy. From the first
day we met, he genuinely built and authentically
fostered the deep friendship I'm appreciative to
have with him.”

~Rishi Patel, Partner, Client Relations, Keeran
Networks, Alberta, Canada



"LRT is a great foundation for relationships in

life. Being open and vulnerable and ready to truly
engage and learn throughout life is truly a
remarkable skill. Thank you for sharing Joe's
journey."

~Curtis Stange, President and CEO, ATB
Financial, Alberta, Canada

“Mike Mack really captures the essence of the
importance of personal and professional
relationships in this easy to read and entertaining
story that will positively impact everyone who
reads it.”

~Sheri Fink, Inspirational Speaker, #1 Best-
selling Author, and Award-winning
Entrepreneur, California, USA

“I first met Mike at a Toastmasters group in 2005,
and we have built a great friendship ever since. |
have always admired how Mike makes every
person he meets feel like the most important
person in the world. When it comes to nurturing
and developing relationships, nobody is more
passionate about it than Mike.”
~Chad Griffiths, SIOR, CCIM Partner NAI
Commercial Real Estate Inc., Edmonton, Canada



“Upon reflection, this book reminds me that strong
relationships contribute to a long, healthy, and
happy life whether in business or in your personal
life.”

~Richard A. Wong President, Nova Hotels,
Alberta, Canada

“As you reflect back on your life it doesn’t matter
how much money you have made....it’s all about
how many friends you have gathered along the
way.”

~Jim Casey, Retired Executive, Nova Scotia,
Canada and Nerja, Spain

"l have always admired how Mike Mack builds
relationships. There is just a way about him that
makes it easy to build meaningful relationships.
He really knows how to make you feel heard.
Building relationships has always being a priority
for me and my relationships have transformed my
own business. This is a great book if you want to
sharpen your relationship building skills as it is
very relatable and easy to follow. I love Mike’s
analogy of dropping pebbles and chasing the
ripple effects.”

~ Catherine Vu, Chief Uptime Officer, Pro-Active
IT Management Inc. Alberta, Canada



Preface

As this is my second published book, [ am
hopeful that, in some small way, I can provide
more writing wisdom and influence, on a subject
that [ am very passionate about. My wish is that
you apply the lessons learned from this book, so
you may benefit from building long-term
Relationships for Keeps.

[ have always been someone who values
relationships. For me, the foundation is LRT =
Like + Respect + Trust.

If you truly have the desire and interest to really
establish stronger and more meaningful
relationships, this story is for you! Relationships
for Keeps provides simple, yet thought-provoking
lessons and advice.

Over the years, people have told me [ am a
master networker or think [ know everyone. In
reality, that’s not entirely true. I just really value
building lasting and meaningful relationships.



This book is about creating and maintaining
relationships for keeps and the work required to
make them last.

Some concepts and stories may depict some of
my own personal experiences throughout my
professional career and life. They are loosely
based and modified to emphasize key
relationship insight.

It’s the story of a fictional character named Joe
Lanz, who is a likeable and coachable guy who
dreams of owning his own business. He
desperately wants to break free from the world
of corporate bureaucracy. Along the way, he
faces many personal and professional struggles.
During his journey, Joe meets a man, Vic
Lawrence, who is 30 years older than Joe, and
over the years, they develop a relationship for
keeps.

Unbeknownst to Joe, Vic will become a dear
friend and mentor. Vic will teach Joe many
lessons in life, particularly about building strong,
lifelong relationships.

Anyone can put themselves in Joe’s shoes at
some point in their life; a business professional;
a sales representative trying to grow their client
base; a university student trying to build a
network of people for future career
opportunities; a partner who wrestles with an
important personal relationship; or a struggling
business owner who lacks the trusted network
they hoped for, when times are tough. Through
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all of our ups and downs in life, the people we
have meaningful relationships with are key to
helping us move forward and grow.

If you are in business, think of the clients you
have a very solid relationship with. Ask yourself
“Why is that relationship so strong?” Do you
have more one-on-one time with some than with
others? Maybe you don’t have quite the same
solid relationship with other clients. What can
you do to change that?

What about your closest friends and
connections? Ask yourself “Why are we so
close?” Do you really listen, share personal
feelings, and build vulnerability trust with them?
Who else can be drawn in closer to your circle
that you can help, or who, in turn, may be able to
support you?

Relationships can make all the difference!

Enjoy the story! With gratitude,

Mike
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A Vacation Like No Other

Joe was looking forward to his two-week family
vacation. It had been a long and stressful year.
There were not a lot of good things happening in
his career to make the year any better. The
career Joe had was very frustrating, full of
bureaucracy, and the president of the company
was not a very supportive leader. His arrogance
and everything about his attitude made most
encounters Joe had with him, unbearable.

To make matters worse, the picture of a great
and rewarding career that the recruiter had
painted was shattered when Joe’s first boss left
the company within months of Joe starting the
role. She was offered a great CEO position for a
wonderful national organization which she
decided to take. How could he blame her?

It was hard after she left. She was such a kind
and supportive leader, someone Joe aspired to be
like. Now, he was stuck with a president jerk that

12



didn’t care about building a strong working
relationship. Rather, it was all about him. Thank
goodness he was based across the country in
Toronto and Joe didn’t have to see him very
often and he found out that a new executive was
being hired and Joe would be reporting to her. A
silver lining, perhaps, Joe thought!

Vacation time!

Joe was always responsible for organizing and
loading the vehicle. He had the storage unit
mounted on top of the SUV and the supplies in
the garage were ready to load; everything from
tennis racquets and golf clubs to lounge chairs
and games. Joe thought of everything the family
would need to make the most enjoyable vacation.

There was always lots of planning and
anticipation for this annual family vacation. Two
weeks relaxing in the sun and enjoying time with
the family would be great and just what Joe
needed to recharge his “energy tank”, which had
been running on fumes the past few months. He
was looking forward to lots of pool time, grilling
delicious dinners, playing tennis with the family,
and reading a book or two. Joe wasn’t much of a
reader, but, while on vacation, he always took at
least two self-development books with him.

One old faithful was The Power of Focus, by Jack
Canfield, Mark Victor Hansen, and Les Hewitt.
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It was a special book for many reasons, including
the fact that ]oe had met Mark Victor Hansen and

‘ : had the book signed on
a bonus incentive trip to
a sales conference in the
Caribbean a few years
earlier. Joe brought that
book on several
vacations, and the pages
were starting to fall out,
%2 but he didn’t care. The
book somehow gave h1m comfort after a grueling
year working in a job that he didn’t enjoy.

This time, maybe he would discover something
profound and life would be different when he
returned from vacation.

Then Came Vic

After settling into their vacation resort in the
mountains, Joe and the kids started the BBQ grill
and enjoyed the view from the deck. So nice! Joe
took a long, deep breath and already felt more
relaxed, and it was only day one.

The next few days flew by as Joe and the kids
spent lots of time in the pool playing games,
swimming, and laughing. Joe’s wife preferred to
sit quietly on the lounge chair furthest from the
pool and read. She didn’t like being in the pool,
swimming, or getting wet. The kids were good
swimmers, having taken swimming lessons.
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They were like fish in water. They loved being in
the pool, playing and swimming all day if they
could.

One morning, Joe was on the lounge chair just
settling into his newspaper. On vacation, this was
a treat and a morning routine for Joe. At home,
he rarely found the time.

A distinguished gentleman on a lounge chair just
across from him called out, “Anything good to
report in the news today?”

Joe looked over at him, smiled and said, “No,
unfortunately not. Mainly bad news.”

“If you don’t mind, when you are done, [ would
like to read a section or two of your paper, and
oh, let me introduce myself. My name is Vic
Lawrence,” the smooth-talking and confident
man said as he walked over.

Shaking hands, Joe introduced himself and
returned pleasantries with his new vacation
neighbour. They asked each other the usual
questions. Where are you from and how long are
you visiting this resort? Ironically, they were
staying the same dates.

The first day went by quickly. As Joe and his
family were leaving the pool that afternoon, they
walked past Vic. “Have a great evening and see
you tomorrow.”

“You folks enjoy your evening as well.”

kkkok
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Early the next morning, Joe was outside, eager to
get a spot on the grass near the pool. He wanted
the family to have the best view of the mountains
and be close to the pool. On holidays, the daily
ritual to get the ideal spot was Joe’s
responsibility. He liked to keep everyone happy,
particularly his wife. Hopefully today, the
location would be perfect.

It was going to be a hot one today; lots of pool
time would be on the agenda to keep cool. Joe’s
kids loved to jump off the high diving board, and
Joe was always ready to join in the fun. When it
was time for a break after the steady activity, Joe
relaxed on his chair and soaked in the heat from
the sun. With his eyes closed, feeling very
relaxed, a voice came from behind him.

“How is your day going, Joe?”

He looked in the direction the voice was coming
from and saw that it was Vic.

“It is great so far; the kids tired me out already

N with the pool and high
s o O e .
. Kﬁw < ‘fﬁ diving board routine.

How is yours?”

“It’s excellent. My wife
and I enjoyed a nice

i breakfast together,
and we went for a
long walk and
admired the
mountains and all the
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beautiful flowers around the property.”

“Sounds nice,” Joe replied, thinking how happy
the two of them seemed together.

The Beginning of a Dream

After a light lunch that Joe had prepared and
packed in the cooler that morning, the kids ran
back to the pool to play. Joe walked over to Vic
and asked,

“Are you interested in going in the pool and
cooling off?”

Vic quickly jumped up and replied, “Absolutely.”

The two men walked to a quieter area of the pool
so that they could talk and visit. Slipping into the
pool, Joe asked what Vic did professionally. He
shared that he had a 30-plus year career in
commercial Real Estate. It was evident that his
confident, smooth talk and likable personality
would have served Vic well over his career.

Vic turned the conversation from himself to Joe
and started with a few open questions about
Joe’s career and activity back home. Vic could
sense that he didn’t love what he was doing in
his career. Joe confided in him that he had hoped
his job could be more rewarding, but after 12
months, there was no sign that it was going to
get better.

Vic asked quietly, “Joe, if you weren’t working
where you are now, what would you be doing?”

17



Joe closed his eyes to think of a good reply and
tilted his head toward the sun. “I've been
thinking about that question for a long-time, Vic,”
Joe replied. “I have lots of close friends back
home who suggest [ should start my own
business.”

“What do you want, Joe?”

“I want to be remarkable and truly help people
become better, more successful, and happier in
their jobs. A bigger income would be awesome
for me, with some independence, and most
importantly,” Joe exclaimed, “zero bureaucracy!”

He continued, “I want to do what’s right and feel
good about doing it every day. [ never thought
about being an entrepreneur, and frankly, it
scares the crap out of me.”

Vic listened carefully and tried to ask his
question from a different angle. “Let’s say we
were standing here in this pool next summer,
and I asked you how things were going with your
new business. What would you say to me? Don'’t
overthink it, just imagine it.” Vic was being quite
direct and really pushed Joe with this question,
but it was precisely what he needed to hear.

“Well, there would be lots of variety. [ don’t
necessarily want to work in just one industry. I
would be excited about getting up and going to
work every day,” Joe said in a confident tone.

18



“That sounds exciting,” Vic answered. Probing a
bit more, he continued, “What exactly would you
be doing?”

“I have always been quite gifted and comfortable
talking and speaking to others. After several
years in Toastmasters, | gained more confidence
in speaking in front of an audience. [ know that I
can always improve in this area, but in my last
position, before this terrible job, I did a lot of
coaching and supported my team with training.”
Joe paused and thought for a moment before
continuing. “I got a lot of joy and gratification
from helping people, especially those who
wanted to grow and push themselves. It gives me
areal sense of purpose and satisfaction.”

Vic could sense the change in Joe’s voice. He was
more animated, talked with his hands, and kept
going on and on about how that type of work
made him feel like he could make a difference for
others.

Vic smiled at Joe and said, “I think that you may
want to pursue that dream further.”

Dream, Joe thought. That’s crazy. Vic was so
intuitive. How does he know this is my dream? Joe
could tell that Vic loved this conversation and
thrived on asking tough questions, and then just
listening to every word and watching every
gesture.
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Right Doesn’t Equal Happy
“What prevents you from living your dream Joe?”

“Well, there are many reasons” Joe retorted,
“Fear, number one! Uncertainty, money, and my
wife would never go for it.” He didn’t look and
sound as excited as he had two minutes earlier.

“Those are all good points, Joe, and we never
know if decisions we make will work out right,
but you need to ask yourself, ‘Do you want to be
right, or do you want to be happy?”

Wow, what a question! Joe was speechless and
just nodded in response.

He thought for a few moments and realized that
he’d always tried to do the right things and make
things right for everyone else, but that didn’t
always make him happy.

“As I have learned over the years,” Vic chimed in,
breaking the silence, “most people will regret the
things they didn’t do versus the things they tried
to do.”

As the newly found friends continued talking,
Joe’s kids swam up beside them and stated,

“Mom wants some ice cream.”

“I better go,” Joe said, looking at Vic, “and treat
the family to some ice cream. Why don’t you join
us?”

“That sounds like fun. I want some ice cream,
too.”

20



Never Leave a Stranger

During the rest of the vacation, Joe watched as
Vic would chat or say hi to strangers with ease.
Joe could tell that he enjoyed talking and making
a connection with everyone. It was common to
see Vic greeting the staff at the resort by their
first names. Whether they were serving ice
cream, cleaning the grounds, or the lifeguard, Vic
seemed to know everyone already. While they
had only met ten days ago, Joe admired Vic’s
confidence, his natural ability to talk with
anyone, and he seemed so happy when meeting
new people. Vic never left any conversation, as a
stranger.

As the final full day of the vacation arrived, Joe
and Vic had talked about so many different
things: life, business, health, family, their
mediocre golf game, even the benefits of
meditation. It seemed crazy to think that these
two men were strangers less than two weeks
ago.

Earlier in the week, Vic suggested that he and his
wife host Joe’s family for a BBQ on the last night
of the vacation. Both families coordinated what
each could bring to use up their remaining food
and shared in the planning of the dinner.

Joe and Vic exchanged phone numbers and email
addresses and agreed it would be nice to keep in
touch. Joe was most excited about the things he
could learn from his new friend who seemed to
know something about absolutely everything.
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As the two men said their goodbyes, Vic reached
in his pocket, pulled out a small object.

“Here, Joe. Catch!”

Joe grabbed it. He opened his hand and saw a
small pebble.

“What’s this? Are you throwing rocks at me
before I leave?”

“It's a pebble” Vic smiled “I want you to keep it in
your pocket. I'll explain more the next time we
talk.”

“Sure thing, Vic!”

Joe felt somewhat confused, but he went along
with it, knowing that Vic probably had
something profound to say, even about a small
pebble.

Once home with his family, Joe couldn’t stop
thinking about his new friend. Vic was
everything Joe wanted to be. He was confident,
experienced, successful, and wise, and was just
the coolest guy. To top it off, he was in a loving
relationship with his wife.

“How is it possible to have all of that?” Joe
thought in awe.

Joe reached in his pocket and pulled out the
pebble that Vic had given him on their last day of
vacation. Such a strange gift, Joe thought. Why
would Vic give this pebble to me? I guess I will
have to wait and find out.
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Drop a Pebble and Chase
the Ripples

Joe was filled with anticipation for his first call
with Vic. If this call were half as good as a day
talking at the pool, it would be a great
conversation. Joe reflected on the many qualities
Vic possessed, from his confidence and listening
skills to his overall desire to help Joe.

We were strangers less than a month ago and now
we are preparing to have a phone conversation. |
sure hope that there are more calls after this one,
Joe wished silently.

He contemplated the call. What would they talk
about? More importantly, where would the
friendship go? After all, they only met during a
short summer vacation.

Joe paused to think about his father, who had
passed away just a few years earlier. Joe and his
father didn’t have regular phone calls, and he
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would speak with his mother more than him. He
would visit with his father when he traveled to
see his parents, but that was not very often. It
was a full day’s drive and flying was very
expensive, especially when the entire family
came along. His relationship with his mother was
very special. While his connection with his father
was good, Joe accepted he just wasn’t the type of
man to show his feelings or emotions.

Joe’s father taught him to work hard, be
disciplined, and respect people, particularly
hard-working people. While Joe’s father was
somewhat strict, he was always supportive and
proud of what Joe had become in life and his
career. His father’s sense of humour was
something that Joe really loved and looked
forward to when he would visit. He could tell a
funny story better than anyone and adored the
attention he would get when the whole family
was roaring with laughter. Joe reflected on those
memories and a big smile came to his face.

Early Lessons Last a Lifetime

Joe’s mother, on the other hand, helped Joe
appreciate people; every type of person, rich or
poor, young or old. She was a wonderful human
being, and Joe admired the kind, loving nature of
her character. In many ways, Joe was like her.

Joe recalled a time when he was about nine or
ten and his mother was upset with him. Joe was a
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good kid growing up, but he hung out was some
local boys who liked to be a bit more
mischievous. One night, the boys planned to raid
an elderly lady’s vegetable garden. Joe was not
thrilled about the idea, but he wanted to be part
of the group. During the raid, they stopped to
enjoy some tasty carrots in the garden, and the
elderly lady came out on her front porch.

“Get out of my garden,” she yelled at them.

As luck would have it, Joe was the only boy the
lady recognized, and as she called out his name,
Joe immediately knew he was in trouble. Joe
went home and had trouble sleeping that night.
He felt terrible about what he had done and
worse yet, that he’d been caught. In the morning,
Joe couldn’t bear the guilt, so he told his mother
what happened. While she was very upset, she
didn’t yell. Her type of punishment had much
more meaning and wisdom. He didn’t know it at
the time, but this lesson would help shape Joe’s
character.

Joe’s mother made him walk beside her to the

- T elderly lady’s house and
¢ knock on the front door.

S Along the way, his

mother told him he had
to do all the talking and
apologize for damaging
her garden. The elderly
lady was very kind and
accepted his apology.
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Joe thought he was off the hook, lesson learned,
and started to walk off the porch.

“Not so fast,” his mother announced. Turning to
the old lady, she said “It would be only fair if Joe
helped clean up the garden. And, for the next two
weeks, he will also help out with any other yard
work or chores you may have.”

Joe accepted his sentence and went to work. As it
turned out, Joe quickly realized that his
newfound chores and workload didn’t even feel
like a punishment. The elderly lady was always
very kind to Joe, and after he finished his chores,
she called him into the kitchen for a snack and
homemade iced tea.

She talked about life on the farm when she was
growing up, the school she attended as a little
girl that only went up to grade six. She also
talked about losing her husband a few years
back, which made Joe sad.

Weeks passed, and while the formal punishment
for Joe’s crime had been served, he still went
back every week and continued to help and
enjoy her company. It was funny to think that a
nine-year-old boy could have such a sweet, warm
relationship with this older adult, who was close
to 80 years old at the time. Who knows? Maybe
Joe would get good at building relationships in
the future.
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Dropping Pebbles

As the first phone call began, Vic asked what’s
been happening in Joe’s world over the past few
weeks since their last day together. After some
back-and-forth conversation, Vic got right into
some great advice.

“As you plan to take the leap with your new
business venture from your current career, the
advice that I'm about to share will be very
important now and in the future.”

Vic went on to explain.

“This is a game-changing lesson, and this is what
helped me transform how I operate. Are you
ready to hear it?”

“You bet,” Joe said with the excitement of a
young boy on Christmas morning waiting for a
special present.

“Joe, do you still have that pebble I gave you on
the last day of our vacation?”

“Yes, I do, Vic. I never leave home without it,” Joe
said with a chuckle.

Vic laughed, “Great to hear!!”

“Joe, I want you to start dropping pebbles and
chasing the ripples. To be clear, [ am not
suggesting that you throw rocks,” Vic snickered.
“This simple, yet compelling concept can have a
significant impact on your business and your
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life’s future, Joe, but I must warn you that you
have to be patient.”

Joe was keen to hear the advice, and eagerly
replied, “Okay, I am listening.”

Slowly but Surely

Vic went on to explain that the simple concept
behind this advice is that, in life or business, we
have the opportunity to slowly but steadily drop
a pebble. At first, the impact of the pebble may
seem insignificant. You can’t see much of a
difference or effect of the small, subtle ripples.

For example, maybe you are working on a
prospective client, and it takes two years to
obtain their business. You were always
professional with them and consistently
validating that you are the right person to help
them with their business needs.

Maybe you're trying to earn the trust and respect
of someone who, for whatever reason, doesn’t
like or trust you yet. You keep being helpful,
offering support without expecting anything in
return, no immediate
payback.

You may have teenage
kids and they always
challenge you. Rarely do
they agree with what you
say, but you keep saying
it and doing the right
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things to provide a good example and lead by
example, knowing that perhaps someday they
will get it.

You've likely heard of the ripple effect; it’s the
continuing and spreading results of an event or
action. The keyword is continuing, as you can’t
stop dropping pebbles if you want to maximize
the outcome. If we toss or drop a pebble in the
lake of business or life and let the ripples take
hold, we can accomplish so much in the long run.

Patience and persistence
will be required!

We all have a choice to drop a pebble and chase
the ripples, but the key is that we must learn to
be patient but persistent. We could make a big
splash and risk upsetting everyone and turning
them off with bold actions.

“Admittedly,” Vic explained, “it seems simple, but
it took me a year or two to figure this out, but the
good news is that [ have.”

Drop More Than One Pebble

Vic continued. “As you plan your career exit
strategy in the months ahead, you must also
drop many pebbles and continue to chase the
ripples. Think about who your target clients
might be and what you will do to help them. Also,
when you are talking with people you can trust,
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share your plans with them. That will be creating
awareness of your ideal future and you are
planting the seeds, or like we have been talking,
dropping a pebble, with your trusted and close
contacts. It's subtle but extremely effective.”

Vic and Joe wound down the conversation and
slowly ended their first call. They hung up,
agreeing on the time and date for the next one.
Joe was so excited about this new information
which seemed to fit right into his dreams that
suddenly had begun to take shape as plans.

In the next few weeks, Joe kept the pebble and
ripple image in his head, thinking about how and
what to do next. Joe started to research and
make plans for the future, always hearing Vic’s
confident voice and advice echoing in his head.

Many Pebbles Equals Many Ripples

On the next call V1c got right into it by asking Joe
‘ SO0 W UIES  to explain how he might go

s # about dropping pebbles and
v2 chasing the ripples.

‘:J ! Joe paused for a moment. He
4% was ready for this question
458 and went on to explain some
of his plans. “I haven't fully

ﬁgured it out yet, but here are some of my
thoughts. I'm thinking about taking a university
course called Becoming a Master Instructor. It's
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coming up in late fall. The course teaches you
how to deliver training, learn adult education
techniques, and ensure that you connect with all
participants.”

“That sounds good, Joe, but how is that dropping
a pebble?”

“Well, as I see it, I'll meet with the corporate
program’s director at the university in advance,
and find out how they help corporate businesses,
as they will be my target clients. That way, it
gives me a chance to meet with them one on one.
They will learn about me and my proven career
history. I will let them know that I am a speaker,
12 years as a Toastmaster and my MBA for
added credibility. Letting them get to know me
will start a relationship with the program chair
before I even begin the course. Those would be
valuable connections Vic and it can't hurt,
dropping more pebbles and creating added
ripples to chase."

Joe felt more and more confident as he was
finally verbalizing and sharing his plans for the
first time. He didn’t feel intimidated or insecure,
knowing that Vic would only be supportive and
helpful during this journey. Joe had only a few
people in his life with whom he would even
dream of sharing such ambitious plans.

Joe continued excitedly, “I also talked with a guy
[ know through my daughter’s basketball team.
He is a business consultant and seems very sharp
and successful. He agreed to meet me for coffee
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last week and recommended a book called The
Consultant’s Calling.”

Finally stopping, Joe caught his breath and asked.
“What do you think, Vic?”

“I like it. I really like it! I believe you are on the
right track. Who knows what ripples will come
from all those pebbles? [ know you’ll chase every
one of them.”

Joe always appreciated positive feedback from
his friend who now seemed to have become a
mentor, but Vic hadn’t finished yet.

“Joe, do you have a little more time for this call?”
“Sure, of course.”

“Joe, I want you to think 12 months from now.
You're running your new business as a keen and
focused entrepreneur. What have you done for
your new clients to get paid for your services?”

Joe was ready for this question. “I would be
helping them with improving employee
communication and sales performance. It may be
training or coaching services, not quite sure yet. |
see myself working onsite with them so it’s more
convenient, and [ would spend a whole day with
their employees and sales team. I would promote
the discipline of sales, habits and structure. Who
knows? [ may even teach them how to drop a
pebble and chase the ripples,” Joe laughed, “and
of course, [ would give you full credit.”
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“Thanks, Joe, I would like that,” Vic smiled with
pride.

While Vic was 30 years older than Joe, their
connection was growing very strong. Almost like
a father-and-son bond. Joe truly treasured and
was very grateful that this wise and caring man
had come into his life.

“Joe,” Vic said in closing “you’ve made some great
progress, and I think we've had a very
productive call. Let’s re-connect in a couple of
weeks. I'm off on a big family road trip through
the Rockies for a family wedding.”

“Okay, sounds great, Vic. Thanks again for your

support and advice. Have a great trip and travel
safely. Summertime traffic in the mountains can
be dangerous.” Joe stated as they ended the call.

Vic’s advice:

We all have the chance to slowly but steadily drop
a pebble to create ripples. There are endless
opportunities all around us, but we must be
present to be aware of them and be ready to take
action.

With practice, these opportunities will become
more apparent and easier to spot. This is
extremely valuable when it comes to building any
relationship, but you must learn to be patient for
the best outcome.
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The Unexpected Call

Vic called one afternoon in the middle of the
week and talked to Joe’s wife. Joe was still at
work. Vic always called when Joe was home, and
it was usually a scheduled call, but today was
alarmingly different. It was not a social call. Vic’s
daughter and son-in-law had been killed in a
terrible car accident on a winding mountain
highway on their return trip from their cousin’s
wedding. Vic’s teenage grandchildren were in
critical condition, and they were flown by
helicopter to the nearest hospital.

When Joe arrived home that day and heard the
horrific news from his wife, he thought, how
devastating!

Joe immediately called Vic to offer his
condolences and support but was at a loss as to
what he could say to comfort his new friend.
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When Vic answered the phone, Joe’s kindness
and offer of support and sympathy flowed so
sincerely, Vic felt a deep sense of comfort, even
in the midst of a devastating situation. Vic went
on to explain every heartbreaking detail. It
seemed to Joe as though he just needed to talk
about it, so he let him take the lead in the
conversation. The news got worse when he
explained that a stolen vehicle was involved in
the accident, passing a semi as they were coming
around a curve. It was a head-on collision, with
no possible chance for anyone to react.

Life’s Tragic Curves

Vic and his wife had stayed a few days after the
wedding, but his daughter’s family left the day
after, and that’s when the accident happened.
Nobody had Vic’s cell number, so it was a couple
of days before they found out the tragic news. Vic
was controlled, calm, and methodical through
the entire phone conversation,

“We have to stay strong,” Vic calmly explained to
Joe, “There are so many things to focus on, and
we are now responsible for the well-being of our
two grandchildren.”

Joe was heartbroken for his new friend. He
couldn’t imagine what it would be like to lose a
child, let alone dealing with such a devastating
accident for the entire family. After much
deliberation, Joe decided not to attend the
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funeral for Vic’s daughter and son-in-law. There
was no reason, other than he felt he didn’t know
Vic or his family well enough.

“How well do you need to know someone,” Joe
thought, “to offer support in a time of need and
grief?” Joe struggled with his decision not to
attend the funeral as he had never encountered
such a situation.

Joe and Vic talked a few times briefly and Joe
offered support as best he could. Vic understood
his decision not to come to the funeral. He was
grateful that Joe called to ask how the grandkids
were doing, how Vic’s wife was holding up, and
how he was doing, too. Joe didn’t spend any time
asking Vic for career or business advice. Now, it
was all about Vic’s family and how Joe could best
support his dear friend.

Eventually, Vic and Joe kept in touch with
regular, but shorter calls. Vic seemed to
appreciate being able to talk about things in Joe’s
world as it would take his mind off the
significant and ever-changing challenges in his
life. For a short while, Vic could be removed from
his current situation and feel that he was making
a difference for someone else.

Months had passed since the accident and they
eventually had more regular calls. Vic continued
to encourage Joe to keep rolling on getting his
new business off the ground. Joe was keen to do
it, but extremely nervous. He still had to sell it to
his wife, but how?
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The Decision

Over the next several months Joe continued the
conversations with Vic to get valuable advice and
insight, but he also talked with some close
friends and key influencers in the business
community. The time now felt right to begin to
sell his plan to his wife. Joe realized that quitting
a job with a family of four was not something he
could do without the support of his wife, even if
his plan was solid.

Planning was always
front and centre. Joe
had written many
pages in a journal and
had details with
crucial steps what he
believed would help
reduce the risk of
transitioning into his
new business venture. With all the pebble
dropping and ripple chasing, some great
opportunities had begun to develop.
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Having finished the university course and
making some great connections, doors were
starting to open already. Also, while traveling on
business, Joe arranged to have dinner with a
favourite aunt and uncle. Joe admired them. Not
only were they terrific people, they were also a
loving and supportive couple. Joe was grateful
for the visit. His uncle was a retired sales
professional. He’d made an excellent living and
knew what it was like to be an entrepreneur as
he earned straight commission income.

Fear Comes Before a Change

As his aunt served dessert, Joe pitched his
business idea to his uncle. He explained what he
would do and that he already had work lined up
with two corporate clients for the next 90 days.
After a lengthy and thoughtful conversation, they
offered their full support and agreed that some
calculated risk is to be expected if you want to
have forward progress in life. He was ready for
the discussion with his wife but felt stressed
because she was someone who didn’t like change
or risk. She hadn’t changed or challenged herself
in years. Joe talked about the idea of starting his
own business, but she was never willing to even
have the conversation and he was always shot
down, so each time he would retreat, left to
reflect and ponder on his own.
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However, the time had come to tell her. That
evening, as she was watching TV, Joe entered the
room just as a commercial started.

“Do you have a few minutes? [ want to bounce an
idea by you?”

“Yeah,” she mumbled, not taking her eyes from
the screen. “What is it?”

Nervously, Joe began. “I've been doing a lot of
thinking about our future and I want to start my
own business. [ have a solid business plan with
customers already lined up. It will be a great
opportunity for flexibility, financial
advancement, and I can start doing what I love to
do! I want to quit my job in the next two
months.”

There was dead silence.

Persistence Scares Fear Off
Joe repeated, “I want to start my own business.”

“NOPE, that won’t happen!” She suddenly burst
out, “I don’t even want to talk about this. What a
dumb idea!” She quickly turned back to the TV.

Joe persisted. “Please listen. I've thought a lot
about this, and I know it can take our life to a
new and exciting level. [ ran my ideas by Vic, and
he liked them.”
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“Oh great, Vic liked them, but he doesn’t have to
live with the risk or this dumb idea,” she said in
her usual condescending tone.

Joe was usually very passive with his wife, but
this time, it was different. He was more confident
and unyielding.

“Listen, I've thought about this for a long time,
and I honestly believe I can do this, but [ do need
your support. It’s the only way,” Joe explained
hopefully.

“My support for what? To agree with a bad idea?”

“No,” Joe implored. “I need your support to help
me, to help us through the transition. I get it. We
don’t like risk, but if we want something