Rep Business Rules of Survival

1.  A rep business is a service business and, thus, it's a people business so the rep business has much in common with virtually all other service businesses.   What causes each to succeed or fail is applicable to almost every service business.   The customers and principals you decide to pass by are more important to your success than those you select to work with.  

2.  In a service business, people are not only the number one asset; people are virtually the only asset and, thus, are almost always the reason for success or failure of a business.   This includes owners and managers.  Everyone.    

3.  People making the wrong decisions is the number one reason for success or failure.   By the way, "no decision" is also a decision.   Even a "no decision" can be good or bad but "no decision" is a real decision nonetheless.  

4. Especially in a service business, people are only as good as the decisions they make.   The most important decisions an owner/manager makes are whom they hire.

5. Service companies with motivated, intelligent, proactive, self-starters who enjoy what they do will always be the most successful.    Owners/managers who find and hire such people must also allow these people to manage themselves on all but the most important company-wide long-term decisions.    Owners/managers who have such people on their team should be coaches, not players.   Keep the team all pointed in the same direction to a common purpose and common goal then stay out of the way as much as possible, micromanage at your own peril.    A successful company is one with one "Main Chief" plus other "Chiefs" as a team.   No Indians.   "Coach, Don't Play".  Let others score the runs and hear the applause.  Just smile and praise the success of others.  

6. Let the "Chiefs" make mistakes.   Reserve the really big ones for yourself.   Note: there are VERY few "really big ones".     Constructively criticize in private and praise in public.    But, no matter who makes a mistake, "the buck stops here" -- meaning you.  Chiefs who are afraid to take chances is a sign of a pending failure.     

7. Never forget, it is a for-profit business first and last.   A business exists to make a profit.  Not to serve anyone else.  A rep business will serve others but going out of business while serving others serves no one.   ALWAYS look out for your company first.  

8. Always be pragmatic.  What worked well five years ago may be the path to failure today.   Plagiarism is good.  Copy what others do that works and don't copy what doesn't work for others.  Learn from other's mistakes.   Study others carefully, both success and failure.   There is much that can be learned.   It is the cheapest form of education and also the best.  

9.  "Don't get stuck on stupid" (Lt. General Honore).

10."Doing the same thing over and over again, expecting a different result is the definition of insanity" (Benjamin Franklin).  Personally, I think "insanity" is a little rough on all of us who have done this.  Ben was never a rep!   But it is good advice nonetheless.

11.  Nothing in business is sacred.   Be willing to throw any idea, any business model, any principal, and any customer over the side of the boat to survive.   But be true to the people who helped you achieve success when the going gets rough.   Be the first one to suffer if your team ever has to suffer to survive.  They'll thank you with loyalty and hard work.   If you don't survive then it just means you bite the dust a few months early.    Note: this does not include the recently hired and people who weren't pulling their weight to begin with (maybe having such people is what got you to this point?).  

12. Redoubling your effort after you've forgotten your goal is the definition of a zealot.   Don't be a zealot.

13. A rep is only as good as their next sale.  A business is only as good as its next quarter.  

14. Manage by the quarter, never by the month.   You'll worry yourself silly for nothing.  "Bad months happen".  

15. (a)Don't put all your eggs in one basket or, if you do, (b)Watch the basket very, very closely.  

16. Never win the battle and lose the war.  No matter how stupid a big dollar principal might be, they are ALWAYS smarter than you are.   No exceptions.  UNLESS it's time for one to become an ex-principal then use the occasion to take out all your pent up anger on one poor hapless idiot.   End that day with a smile on your face and your blood pressure twenty points lower.  Include as much of your staff in the cathartic happy event as possible. 

17. The path to success is never a straight line but the path to failure can be if you let it happen.  Always be pragmatic unless you have to be pragmatic.  

18. "Never, never give up" (Winston Churchill), except when it is time to give up.   Never bet the farm no matter how sure the forecast is for sunshine and rain.   

       Always hold back some "start over" seed money.  Always.    Take some money off the table on a regular basis.  Never double down.   

19.  When things get tough (like, daily) read Desiderata (look it up).  If they get REALLY tough, read the 23rd Psalm.   "Don't sweat the small stuff, almost everything is small stuff".

20. "Pride Goethe Before Destruction and a Haughty Spirit (ego) Before a Fall" (Proverbs 16:18)  

