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the four D’s of, 83–84
Selling your business, when to,

64–68
Seventh Generation (see Hollender,

Jeffrey)
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elevator, 15, 82–91, 147
mission, 94–95
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Stein, Marc, 89–91
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Thoreau, Henry David, 47, 69
Thought patterns, as a filter 20–22
Time:

deficiency syndrome, 30–31
management, 32–33

Tom’s of Maine, 94
Tools:

analysis, 38
brand touch points, 136
management, 96
performance measurement, 122

balanced scorecard, 126
to simplify business, 165
web-based, 173
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Twitter, 173–174, 178–179, 183
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The (UR-UV), 79–82

Umpqua Bank (see Davis, Ray)
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143–146
Unlock the Game, (see Galper, Ari)

Value(s), xviii–xix, 96
as a filter, 11–12
Based Fees, 57, 152. See also Weiss,

Alan
company, 95–96
core, 12, 95
creating sustainable, 55
drivers, 55

of consulting, 159
establishing, 11
expressing and demonstrating to

market, 55
honoring in defining wealth,

50

linked to marketing and planning,
22–24

perception of, 151
unique, 103

Van Seters, David, 133
Victoria’s Secret, 149
Vieira, Jerry, 85
Vision:

honoring in defining wealth, 50
in planning, 71
lack of, 51
statement, 23, 93, 145

Vonage, 14
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barriers, uncovering, 53
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how much is enough, 66–68
inner and outer game, 55
quotient, 121, 135, 175

assessing your companies, 55–64
increasing, xiv, 47–68, 172
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WD-40 (see Ridge, Garry)
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167, 170–171
Whole Foods Market (see Mackey, John)
Wigder, David, 180
Wikipedia, 49, 103, 140
Wild Oats Market (see Mackey, John)
Wood, John, 94
WorldCom, xvii, 51

Xobni.com, 185

Yahoo, 175–176
YouTube, 173
YPartnership’s National Travel

MonitorTM, 30–31

Zappos, 15, 179
Zing, 173, 175
Zipcar, 152, 174


