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			Book Presentation
The 110% Solution by Mark H. McCormack

			Book Abstract

			MAIN IDEA

			Humans feel their best when they are doing their best - when they are putting in a 110% effort. The main attraction of any sporting contest is that all participants are trying their hardest, producing an intense and exciting spectacle.

			This same principle applies not only to sports but in business as well. People experience their greatest happiness and highest job satisfaction when they are placed in a business environment in which they are putting in maximum effort. The investment of a peak effort in a business project produces enhanced self-esteem for everyone closely involved. Concentrating 110% on a successful project generates self-confidence and an intense sense of achievement. Total involvement generates pride.

			The benefits of a 110% approach to business don’t need to be enjoyed only on rare occasions or accidentially. A smart career builder will create the appropriate environment and motivating circumstances under which an all-out effort is required on a consistent basis. In that way, the practical benefits of the 110% performance (doing your best plus a little bit extra) can be enjoyed time and again.

			Important Note About This Ebook

			This is a summary and not a critique or a review of the book. It does not offer judgment or opinion on the content of the book. This summary may not be organized chapter-wise but is an overview of the main ideas, viewpoints and arguments from the book as a whole. This means that the organization of this summary is not a representation of the book.

			Summary of The 110% Solution (Mark H. McCormack)

			1. THE 110% IDEAL

			Main Idea

			Human beings feel their best when they are doing their best. This applies not only to professional sports but in business as well. People experience their greatest happiness and highest job satisfaction whenever they are immersed in a business environment into which they are putting a maximum effort.

			The investment of that peak effort produces enhanced self-esteem for everyone closely involved. Similarly, concentrating 110% on a successful project generates self-confidence and an intense sense of achievement.

			Any person can enjoy the benefits of an ongoing 110% effort with practice, discipline, knowledge and a willingness to push beyond current personal limits.

			Supporting Ideas

			Most of the developed world has a healthy obsession with the fortunes of locally based sports teams - whether the sport is rugby, soccer, baseball or whatever. The spectacle of any sports competition is thrilling because the people involved are trying their hardest.

			This same spirit does not need to be confined to the sports arena alone. In any area of life, a person putting in a 110% effort - their very best plus a little extra - is impressive. To maintain that over the long term takes discipline and a willingness to consistently push beyond normally accepted limits.

			Some people try and get by in their professional careers putting in only 50% of whatever they are actually capable of. Others operate at around 75% and rely on street smarts to make up for their lack of total commitment.

			For example:

			Assume a person has developed a new business idea and would like the chance to explain the idea to the Chairman of the company.

			A 50% solution would be to dream that it would be nice to run into the Chairman in the elevator some time.

			A 75% solution might be to think a little about what you would say to the Chairman if you happened to bump into him.

			The 110% solution is to plan in detail exactly what you would say, to rehearse beforehand and to find out what time each day the Chairman uses the elevator so you can be sure to be there.

			The only problem with working at the 50% or 75% levels is that human beings feel best when they have achieved something that required a 110% all-out effort. In the world of sport, the week-in week-out results measure whether you’re committing 110% effort. In most other aspects of life (especially business), there is no objective standard by which people can gauge their progress.

			Everyone is familiar with the story of a great athlete with all the skills needed to dominate his chosen sport who somehow fails to reach his full potential. The business equivalent is someone whose career never reaches any peaks of great achievement because they’re willing to slide by with a minimum of effort rather than make a 110% commitment.

			Key Thoughts

			“Success in business, after all, is just one aspect of success in life, and it is success in life - comfort and confidence in dealing with others, enjoying a healthy self-esteem, knowing the joys of affection - that finally matters.”

			– Mark McCormack

			“You have to go all out, you have to give 110% every day. If that intensity isn’t there - whether it is in business or music or writing or sport - you can never experience the magic moments. They don’t come often; they are the exceptions.”

			– Billie Jean King

			“It is important to realize that you can modify things. Never accepting things as they are is very important. To invent where there is nothing to invent: that is leadership.”

			– Jean-Claude Killy, Olympic Ski Champion

			“My style is not to rely on talent and ability but to bludgeon the competition, to work harder than the other guy. No stone left unturned. Attention to detail is how I get there. You can win with tremendous talent. But I combine mostly effort with some talent.”

			– Dennis Conner

			“If you think about the implications of what you’re trying to do, if you spend time worrying about all the outside influences and all the things that could get in the way, you’ll be overwhelmed. You need to stay in the present and focus on what has to be done. I’ve had to work to get this kind of focus to become a habit, to get to the point where in a match my attention is very sharp, very precise on exactly what is happening. When I’m on the court, I am alone. The preparation has been done and it is up to me to deliver. If I’m not ready, nobody can help me. I have to figure it out myself. When I first started working on my head and my focus, it was exhausting. I had to concentrate on concentrating, until concentrating became a habit for me. If I hit a bad shot, I had to figure out why I missed it and try to improve the next time, but then put it behind me.”

			– Martina Navratilova

			“The 110% approach to life is not the only worthwhile approach. The world is a big place. It has room enough for people who put in their eight hours and bolt, room enough for those who daydream rather than perform. We cannot, finally, know the depth or quality of another person’s experience, and we should never presume to think ourselves more inherently worthy just because we try harder. The goal is to be as demanding of ourselves as we choose to be, yet tolerant of others whose priorities are different.”

			– Mark McCormack

			2. FIRST THINGS FIRST

			Main Idea

			Business professionals, like professional athletes, cannot expect to make it to the top without a thorough and intensive grounding in the basics. Otherwise, anyone who has paid the price to master the basics will always have an advantage.

			Before embarking on a successful business career, take the time to ensure the correct basics are in place.

			Supporting Ideas

			The basic requirements of a 110% approach to life are:

			
					Find something you are really good at, and that you passionately enjoy. You’re more likely to excel in this area than in any other alternative, and by working with your interests, you effectively give yourself a head start over the competition.

					Once you’ve identified an area for which you have a talent, do something about it. Don’t deny yourself an opportunity to do well.

					Focus intensely on what you are doing today. Long-term goals and comparisons to contemporaries are interesting, but you need to focus on the challenges at hand today. By making a success of each day, the future will take care of itself.

					People in a tight situation have two options: to waffle or to be completely open and admit mistakes. Candor - telling the blunt truth - is by far the best approach. By being completely blunt, other people know exactly where they stand and what they need to do.

					If you ooze enthusiasm, you’ll find that people will go out of their way to accommodate you.

					Everyone has minimum requirements - how much sleep is needed to operate at peak efficiency, how much food is required, the amount of money needed to meet financial commitments.

					A 110% performer has the discipline to resist distractions which will encroach on those minimum requirements, and arranges his life so all minimum requirements are consistently met.

					If you do what you love for a career, you are willing to sacrifice and to endure hardships long after your competitors have quit because the going is getting too hard. If you don’t love what you’re doing, success won’t mean much at all.

			

			Key Thoughts

			“When you analyze the whole business of giving 110%, the key is getting great pleasure from the work. Though you are flogging yourself, you really gain stimulation and fulfillment.”

			– David Frost

			“In a way, athletes are spoiled. They set an objective and there is a score at the end of the day; they have won or lost. In business, your assessment of whether you are succeeding or failing is subjective. Progress, whether it is in life or sport, is gradual. You have to back off, then go forward; but in the end, you have to close the deal. You’ve done 99% of the job but you still haven’t got the signature or the first payment. That requires daily effort and persistence.”

			– Billie Jean King

			3. WHAT IS LIFE MADE OF?

			Main Idea

			To make the best possible use of your time, you need to develop work habits which are high performance and effective from the perspective of your own personal requirements. Hard work done well is energizing, and your capacity to work hard increases the more you push yourself to achieve.

			Supporting Ideas

			The only truly irreplaceable commodity in life is time. Yet, it is painfully clear that most people give lip service to time management but end up doing whatever they feel like anyway. These people tend to settle for the path of least resistance rather than setting to and seeing exactly what they can achieve with the resources at their command.

			For example, instead of reading the newspaper in the morning when your thinking is clearest, why not apply that time to positive tasks that build careers. You can then come back and catch up on the news later in the day.

			A person committed to getting 110% out of every day is more interested in creating news than in reading about what others have done. Most people can extract all the useful information from a newspaper in around 10 minutes of reading - anymore is simply wasting valuable and irreplaceable time.

			Being efficient sometimes can mean doing nothing. For example, when working long hours, a simple one-hour period of relaxation in the middle of the day can result in sharply increased energy levels throughout the rest of the day. In fact, in many countries, a midday siesta is an accepted social feature.

			Effective time management also suggests that many projects reach a point of diminishing returns at some stage. For example, you may be able to complete 98% of a project quickly, but the final 2% will take days and days. Sometimes it’s better to acknowledge the customer won’t even miss that last 2%, and move on to another project.

			Many people fall into a daily pattern or habitual routine for approaching their day. In reality, the first and most important

			
			Key Thoughts

			
			
			
			Main Idea

			
			Supporting Ideas

			
			
			
			
			
			
			
			Key Thoughts

			
			
			
			
			
			Main Idea

			
			Supporting Ideas

			
			
			
			
			
					Know which battles you have to win and which battles would be nice to win, and focus intensely on the must-wins.

					Be driven by the joy of loving to win rather than the fear of hating to lose. When you hate to lose, you can be forced to do something counterproductive to your long-term interests just to maintain a perfect record.

					Be relentless but not to the point of malice. Stay focused. In most situations, you will never actually stand toe-to-toe and punch it out. More often, you’ll be matching something you do against something your opponent does.

					Depersonalize any business contest and your ego will never get in the way. Instead of reacting to business rivals, look for ways to improve service, to innovate and to provide an enhanced product. Outperform the competition and it doesn’t make any difference who they are.

			

			Key Thoughts

			
			
			
			
			
			Main Idea

			
			Supporting Ideas

			
			
					Is a great simplifier. An effective leader takes a complicated situation and reduces it to essential steps that must be successfully carried out.

					Is a great informer. He motivates his staff by keeping them up to date.

					Stays in the trenches with the workers. The best bosses are always alongside their workers exhorting them forward rather than issuing decrees from on high.

					Doesn’t feel the need to be a star. Good bosses recognize their own weaknesses and let their employees cover for them in those areas.

					Is selective in the use of criticism. Effective leaders ask questions allowing employees to reach their own conclusions.

					Creates trust by not being afraid to mention mistakes he has made in the past. The recounting of past defeats adds more pleasure to present and future achievements.

					Keeps meetings focused, relevant and brief. He works on the basis it’s better to explore a topic than exhaust it.

			

			
			
					Never be intimidated by corporate hierarchies and fancy titles. You’ll soon find that the people in corporate power structures have exactly the same problems you do.

					Always look for the maverick in any corporate structure. Focus on the person who loves to work outside the established lines of order.

					Realize that CEOs tend to like dealing with other CEOs, regardless of the difference in size between the companies. Rank tends to gravitate towards equivalent rank. Use this to your advantage.

					As a small operator, your strongest asset is information. Never underestimate how interesting the top person at another company may find the information that you have to offer him.

			

			
			
					Find a 110% partner. Form a strategic alliance with a company which operates more efficiently. This will force your company to raise its standards to be able to make a meaningful contribution to the alliance.

					Ideally, if you are linking up with a company already giving 110%, you will be forced to give that much yourself just to keep up. Finding the right partner can sometimes be a stroke of good luck rather than good management, but teaming up with a top performer will always increase your own chances of winning.

					If you can’t find a 110% partner, look for inspiration by doing battle against a 110% opponent.

					Negotiating with a formidable opponent can be turned to your advantage. Acknowledge their strengths and let them handle their areas of expertise. At the very least, you will gain insights enabling you to come back harder and stronger next time around.

			

			Key Thoughts

			
			
			
			
			
			
			
			
			
			
			
			Main Idea

			
			Supporting Ideas

			
			
					Your career should never be totally dependent on one single mentor in the top ranks of the company. If that person changes their mind or leaves for another job, it can put you in an entirely unsuitable position.

					Most senior managers welcome an opportunity to demonstrate they can still perform out in the field. Therefore, give your career a boost by finding legitimate situations where senior staff can play a key role in your negotiations.

					Always be alert to the possibility of veiled commands. Most managers prefer to suggest a course of action and leave it up to employees to decide for themselves rather than to issue definitive orders.

			

			
			
					Don’t go to anyone for advice unless you are willing to act on any advice they may give.

					Look for the best source of advice rather than the nearest. Find someone without ulterior motives or hidden agendas who can relate to your professional interests.

					Consciously look for high quality advisers who may be able to provide advice in the future. An informal group of successful business people whose advice you respect can be a vital element in your ongoing career development.

			

			
			
			
			
					Keep proposals short and focused on the target reader. Generally speaking, senior executives want strategic solutions, vice-presidents require tactical answers and junior people search for technical details.

					Include a selection of your best ideas but not all your ideas. Use a rule of thumb that the proposal will be judged on the basis of the worst idea contained, not the best.

					Keep an open eye for innovative presentation ideas others in your office are using that you can adapt.

					Create an aura of inside information. If appropriate, sending prospects copies of suitable inside memos along with a covering letter. Make the reader feel like they are involved in the development of the concept.

			

			
			
					If you dread paperwork, assign a subordinate to handle it.

					If you love paperwork, set strict time limits so you can get some real work done.

					Never send a memo to just one person. Ring them instead.

					Whenever someone sends you a letter, hand write a reply in the margin and send it straight back.

					Consider sending taped messages rather than paperwork wherever possible.

					Periodically spring clean your paperwork files.

			

			
			
					Learn to recognize the signals indicating you are influential at work. This cuts through the lines of rank and hierarchy to the simple issue of whether your fellow employees value your opinion or not.

					Always try to be the voice of reason and calm, especially on emotionally charged issues. If you are calm while everyone else is up in arms, your authority is enhanced.

					Stick to the main issue whenever others lose their intellectual bearings or get sidetracked on minor issues. It generates attention, respect and control.

					Take the initiative and be a self-starter. You then become the authority once the project gets underway.

					Give genuine praise to fellow employees when they’ve earned it and if the situation warrants it. Be careful though -avoid lavish or manipulative praise.

					Maintain a keen sense of balance between influence and authority. If any situation warrants overstepping your authority, you’d better have the influence to justify your actions.

					As a general rule, people that move ahead start acting like they have authority well before they formally obtain it. They exercise their influence with boldness and confidence. If they’ve read the situation correctly, their influence is soon matched by an appropriate level of formal authority.

			

			Key Thoughts

			
			
			
			
			
			Main Idea

			
			Supporting Ideas

			
			
					When trying to develop a new business idea, first try the clean sheet approach. Look at the business concept as if you were becoming aware of it for the very first time. Give no thought to how that problem was overcome in the past. That way, you are positioned to develop something original rather than something derivative.

					Always try and develop open ended ideas which can lead to multiple applications rather than one-shot ideas which have just one single application.

					Recognize that ideas can be tangible or intangible. Both are equally valuable.

			

			
			
					You can either tell people your idea has value or show them. Showing is usually much more effective, as long as you have accurately anticipated what your client needs.

					Developing a good idea takes time. What makes or breaks an idea is not the market conditions on the day the idea is first conceived, but the prevailing conditions at the time the product or service is offered for sale.

					Most good business ideas are based on variations to existing ideas rather than something totally new. While originality is highly craved, never avoid the chance to improve on an idea that already exists.

					Try to develop multiple ideas that are both bold and realistic. A good mix of attainable goals and moonshots reflects an active imagination.

					Never dilute your business focus by diversifying unless your business is nearing its saturation point. Resist the chance to diversify whenever your original business concept is working well and still has growth potential.

					The first person to have a new idea is not always the person who will ultimately end up reaping all the financial benefits. Always be alert to business opportunities that may arise due to other people’s timing considerations.

			

			Key Thoughts

			
			
			
			
			
			Main Idea

			
			Supporting Ideas

			
					Developing an original idea is an intuitive process. Understanding and successfully implementing an idea are intellectual processes. The two different processes each have their own characteristics and demands.

					In the world of business, the most enduring ideas and ultimately the most valuable ideas create a win-win situation for all parties. Always try to structure your business affairs so everybody benefits further down the track.

					When working in a competitive company, there are two ways to ensure nobody else claims ownership for your original creative ideas. You can either keep your thoughts to yourself or you can tell everyone everything whenever you have a chance.

					If you keep your ideas to yourself, you can then disclose them at the most strategic moment. On the other hand, if you have shared your idea with everyone in the office, it will be rather difficult for anyone else to lay claim to that idea in the future.

					Too much of a good thing is still too much. That is, in some situations, trying too hard can do almost as much damage as not trying at all. At this point, the potential rewards are smaller than the price of achieving more. The line between an extraordinary effort and an excessive effort is extremely fine and hard to judge.	A fixation to the point of obsession on one point of view or one way of doing business.

	An inability to say no when unrealistic commitments are expected.

	A willingness to cut corners and take shortcuts in critical areas.

	An inability to back off on a deal if it has the potential to do long-term damage to your client’s interests.




					Sometimes, an extraordinary gesture can produce extraordinary dividends far exceeding the effort put in. For example, never make an idle promise (“Let’s do lunch sometime”) unless you really mean to follow through on it. When you do follow through, it will be so noteworthy that it will make an impression on the other party.

					You can also build goodwill through an ongoing gesture that is small and inexpensive. In these cases, the fact that you’ve remembered is more significant than the gesture itself. The best gestures are timed well, add a special touch and display insight.

			

			Key Thoughts

			
			
			
			Main Idea

			
			Supporting Ideas

			
			
					Understand the difference between persuasion and manipulation. Persuasion is positive - speaking in terms of benefits - and builds a relationship between the salesman and the client while manipulation - speaking in terms of dire consequences - is negative and builds nothing but barriers.

					To be effective as a persuader, you must be a good listener with the ability to show the other party you are listening to them.

					The best idea is not always to make the biggest sale but to make the smartest sale in terms of the interests of your client.

					A smart sales approach is to structure any deal so you become a partner-in-risk with the person buying your product or service. This definitely builds trust and confidence.

					An important element of making any sale should be to arm the buyer with enough positive arguments to be able to defend the sale decision to anyone else in his or her company.

					If you can show a prospect an array of services and products and allow them to pick whatever they like, they feel no pressure and the likelihood of your success increases.

					A sales presentation is by nature confrontational. Therefore, whenever you can, look for ways to make sales calls away from the office. Over lunch, on the golf course or somewhere else will be a much better place to sell than in an office either side of a desk.

					Sales success is generally a combination of both what you know and who you know. Both elements are an integral part of your overall success rate, so work on both areas with equal fervor. And remember that who you know may open a door but you’ve still got to perform once you get inside.

					All other things being equal, people prefer to do business with someone they know and like rather than with someone else they’ve never met. Personalities play a large part in business.

			

			
			Main Idea

			
			Supporting Ideas

			
			
					Negotiating is an emotional activity with a few rational aspects thrown in for good measure. A negotiation tends to take on a life of its own.

					Never neglect timing considerations. The outcome of any negotiation is strongly influenced by exactly when the negotiation occurs.

					Equally important is the tone of the negotiation. If one party feels empathy for the situation of the other party at the beginning of a negotiation, a more conciliatory tone generally ensures a win-win situation develops.

					Always approach a negotiation with the attitude you are simply trying to clear away obstacles so the other party can say yes to your proposal.

					The golden rule of effective negotiating is to have a clear understanding of exactly what the other side wants, and how you can give it to them, if at all possible.

					Always look at ultimatums for what they are: the beginning of a negotiation and not the end.

					If anyone tries the good-cop bad-cop negotiating ploy, ignore the good guy and concentrate on the bad guy. If you can’t turn him to your way of thinking, you haven’t lost anything in reality.

					Whenever you make a concession, you should expect a 110% return. A 50% return is to make a concession but get nothing in return. The 75% situation is to make a concession in return for something of equal value. The 110% ideal occurs when you get more in return than your concession was worth.

					Barter is an often ignored but highly useful negotiating tactic. It can be used as a foot-in-the-door introductory tactic. Barter can also be useful in situations where cash is not a priority. In fact, barter for goods often makes an even greater impression than payment in cash. It can turn a routine transaction into something with passion for both parties.
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