




Praise for It’s Called Work for a Reason!
“With a writing style best described as full-throttle rant, the host of the A&E reality show Big Spender reveals the naked truth about careers…. Winget sets a high threshold for delivering a likeable, useful book that will educate and promote behavioral changes. Yet he delivers. His brutal frankness about what’s wrong with how businesses—big and small—operate offers a refreshing contrast to other career counseling and management books…. His advice is solid: delivering results is the most fulfilling career move one can make.”
—Publishers Weekly
“[Winget’s] advice…is so blunt and so true that it might keep you sane until you retire.”
—Bloomberg News
“His clear sense of personal integrity and ethics are a much needed refresher in today’s business climate.”
—BookPage
“Winget is a no-holds-barred professional guru who…[offers] no-nonsense solutions about how to fix the problem.”
—Pages
“Larry Winget simultaneously takes on everyone from smart-ass employees and motivational speakers to bad service, bad salespeople, and bad bosses. It’s not a fair fight. Winget has an unfair advantage—he tells the truth and doesn’t give a damn if you like it or not. But like it or hate it, Larry will challenge you to be as amazing as you know you are.”
—Joe Calloway, author of Work Like You’re Showing Off!
“Thin skinned? No sense of humor? Don’t read this book! I warned you. On the other hand, if you want to read a book that cuts through the normal fluff and challenges you personally, then pay attention: Larry Winget will irritate you to be a better employee and a better person.”
—Mark Sanborn, C.S.P., C.P.A.E.; president of Sanborn & Associates, Inc.; and author of The Fred Factor

Larry Winget, aka The Pitbull of Personal Development®, is the author of You’re Broke Because Want to Be and the Wall Street Journal bestseller Shut Up, Stop Whining and Get a Life. One of the country’s leading business speakers and a member of the National Speakers Association Hall of Fame, he gives approximately one hundred speeches per year to businesses and organizations around the country, sharing his insights and principles in the areas of success, leadership, customer service, and sales. Larry is also the host of A&E’s reality series Big Spender, in which he coaches families in financial crisis. He lives in Paradise Valley, Arizona, with his wife, Rose Mary; his French bulldog, Butter; and his cat, Sparky Bob.
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Preface

Before you start this book, you need a word of warning.
There will be parts of this book you won’t like.
Why would I say that? Why would any author begin his book by telling his readers they won’t like it? Because you will find out soon enough anyway, and I think you should be forewarned.
I would rather just tell you up front that my book is going to contain lots of stuff that will make you mad. Stuff that will bother you. Stuff that will be contrary to what you have become comfortable with. Contrary to what you believe. Stuff that will piss you off. Insult you.
Telling you all of this up front just seems more honest to me.
Now that we have that out of the way, can you tell already this book is not going to be your typical business book?
I hope so.
I have read thousands of business books. That is no exaggeration. I really have read thousands. All except a handful have been a total waste of time.
As a reader, I would have appreciated being warned that the business book I was about to read was nothing but worthless drivel. But they didn’t warn me. The author let me read the entire book and find out page by page that it was full of meaningless information. Then when I was finished, I put the book down and was pissed off that I had just wasted my time reading a book that basically said very little and had no practical application.
Most of the authors of business books on the market today like to stroke people’s egos by reinforcing information they already know. They tend to say, “You are really doing a good job; you just need to do it a little bit better or think slightly differently.” Others give you a detailed statistical analysis of the economy or buying trends or another analytical detail that encourages you to get lost in the pages of boredom until you have no idea what the book is even about. Some authors exploit the hottest new buzzword of the day (think branding) and beat it to death, without giving you any real idea how to do what they suggest must be done. Some say that all you have to do is love your job in order to be successful at it. The worst of the lot tell cute little parables through inane dialogues, with messages so simple and trite that we should all be insulted. Business books contain too much jargon, too much cute, too much pie-in-the-sky, too much BS, too much of everything except the key ingredient to success in business: work!
All of those books are selling a load of crap. And people are lapping it up like ice cream. The bottom-line answer to every problem in business is this: People aren’t working!!
Most employees are simply not doing a good job—in fact, they barely do their jobs at all. Workers are poorly trained, if trained at all. Customer service isn’t just bad, it is atrocious. And companies tolerate it, holding no one responsible while blaming the stupidity of the customer or a bad economy instead of their employees and, ultimately, themselves. Sales results are down in most companies because the salespeople don’t pick up the phone and actually talk to customers. Customer service is horrible because employees aren’t working at serving their customers, and their managers don’t care enough to do anything about it. Employees don’t do their jobs because no one expects them to, and there are no real penalties for not doing their jobs.
In this book I will make the case that poor results are the result of poor performance. I will take on the issues of sales, customer service, leadership and management, team building, change, and working with others and will point the finger of blame exactly where it needs to be pointed—in your face.
This book is going to be different from any you have read before. I am going to give it to you straight, with no sugarcoating and no cute little parables. I am going to use words you are familiar with, because I talk like you do.
This is a very opinionated book. That’s really all I have to offer: opinions. Opinions I have developed after years of real living, real working, real managing, real experience, and being real stupid. These opinions have worked for me in every area of my work experience. I believe they will work for you, too.
Why should you listen to me?
I know what I’m talking about. I grew up working at anything that paid a buck. I shoveled manure, trimmed trees, was one of the first male telephone operators in the Bell System, worked retail, sold, managed, and was the company president. I’ve been on the payroll and I’ve been responsible for making payroll. I’ve worked at just about every level of management and nonmanagement in both little bitty companies and in some of the largest companies on earth.
I was an award-winning salesperson and a top-ranked sales manager for AT&T. I started three companies from nothing and built them to be successful, thriving businesses. I’ve worked with and spoken to nearly four hundred of the Fortune 500 companies. I’ve traveled the world, speaking to every kind of business organization and association imaginable. I am a member of the International Speaker Hall of Fame. I am the host of a television show, helping people who made financial disasters of their lives. Impressed yet? It doesn’t matter. Just know this:
I’ve worked for big companies, and I’ve managed and owned small companies. I did a lot of things right along the way. I have also made every stupid mistake anyone can make in business. I have lost sales, delivered bad customer service, treated employees poorly, been lazy…the works. I’ve even gone bankrupt and lost it all. If it can be done wrong, I have done it. I could be the poster child for stupidity in business.
I am not a professor of economics and I don’t have a Ph.D. in business. I am a regular guy who came up the hard way, with lots of hard work. I learned some stuff along the way. I talked to people smarter than I was to learn from their experiences. I read more than three thousand books, some horrible and some priceless, so I could figure out what works and what doesn’t work. I listened to more than five thousand hours of audio from the best business minds around and got every morsel of good information I could from them. I studied, listened, and experimented until I figured out what it took to be successful. I went from bankrupt to multimillionaire as a result.
I now travel the world, speaking to businesspeople about how to be more successful. I talk to people in the trenches—the people who really do the work. I work with managers, franchise owners, and front-line supervisors who are desperate for some straight talk on how to do a little better. I talk to white-collar, blue-collar, and no-collar employees who aren’t getting what they need from anyone else. They pay me to tell them what to do. That’s what you are doing when you buy this book, paying me to give you some usable advice on how to be more successful. I want you to get your money’s worth.
“How do I know this book is for me, Larry?”
If you get a paycheck, this book is for you.
It’s for you if you work for a living, have ever worked for a living, or ever plan on working for a living. It is for the kid straight out of college about to start her first real job to the CEO who has been around for fifty years. It is for the secretary, the salesperson, the stock clerk, and the janitor. I have written this book for anyone who has a job—whether you manage others or others manage you.
This book contains some answers. Not all of the answers, for sure! I would never pretend to have all of the answers. These are just the answers to problems I have faced in business. These ideas are the things that have personally worked for me. I won’t ask you to do anything that I haven’t done myself. If my ideas make sense to you, then try them to see if they work. If they work for you, then celebrate, because it’s all been worth it. If my ideas don’t make sense to you, I suggest you try them anyway. After all, what you are currently doing probably isn’t working so well and you are probably ready for something new. If you try my ideas and they don’t work, what have you really lost? A little time, a little effort, and a little money. But you will still be one step closer to knowing what is right for you.
As you read this book, you may be prone to say, “I know this stuff.” I hope you do! I can’t imagine where you have been hiding if you haven’t become familiar with the concepts of taking personal responsibility, doing what you are paid to do, having personal integrity, using common sense, doing the right thing, and making tough decisions. That’s the crux of my book. No brain surgery involved. Just a handful of simple ideas we should all be reminded of and shown how to use in every situation. These ideas are perfect for anyone in any business. But they are more than just business ideas. These are ideas for life.
So let’s get started. Let me beat you up, tick you off, and possibly teach you something along the way. Be open to finding one good idea. Yes, just one. There is no shortage of good ideas here, but my goal is that you find a good idea that you will put to use immediately. One good idea can change your life, change your business, and make you rich. If you got only one good idea from this book, wouldn’t it be worth the price you paid for it? Of course it would. So start reading. Get a highlighter and a pen and start marking up the book as you go. Find your one good idea and get started on it today!


“People would rather be nice than right, rather be sensitive than be true. Well, being nice and sensitive are important, but they’re not more important than being right; they’re not more important than the truth.”
—BILL MAHER


It’s Called WORK for a Reason!

CHAPTER 1
“Hi-ho, hi-ho, it’s off to work I go…”

“Bye, honey, I’m going to work!”
Oh, bull! You aren’t going to work at all. You are going to that place that isn’t home, where you have to dress a little better than you do around the house. You are going to the place that is full of other people who also just lied to their significant others when they said they were going “to work.” You are all liars—you and those people you say you work with. You say you are coworkers, when the truth is you are only co-goers.
Most studies say that people actually work only about half of the time they are on the job. And don’t ask me to cite to those studies—I didn’t actually have time to do the work to find the studies. I was too busy goofing off. You know about goofing off, don’t you? You do it about half the time you are “at work.” But I have heard about those studies, and they almost all say that people work only about half the time. The rest of the time is spent socializing, eating, griping, writing e-mails, surfing the Web, drinking coffee, daydreaming, going to the bathroom more than you need to, and stretching every break from fifteen minutes to twenty-five minutes and lunch hour to seventy-five minutes. This translates into a 50 percent effort from 100 percent of the employees. And the reason it goes by unchecked is because every single person in the company is doing it—from the janitor to the CEO.
When everyone works half the time, it takes twice as many people to do the work. That translates to higher payroll expenses, higher insurance costs, higher taxes, and higher prices. The high cost of doing business is the result of lazy people not working.
Reality check: It’s called work for a reason!
It’s not called playtime. It’s not called socializing time. It’s called work. Sadly, most employees don’t seem to understand this concept. Schools don’t teach it. Kids aren’t taught it at home. It isn’t made clear to new employees. It isn’t enforced. It isn’t really expected. It isn’t managed. The example isn’t there. It is only griped about when it doesn’t get done.
You were hired to WORK
What is work? Being productive. Getting results. That’s why they hired you. You are there to generate more revenue for the company than you cost the company. Your contribution must outweigh your expense. You do that not by dilly-dallying around but by doing the assigned tasks in a fast, efficient, cost-effective way. You do that by being proficient at doing the right things. You will know you are doing a good job when you are tired from doing it. You will know you are working when you break a sweat—either physically or mentally. Got it?
You aren’t working as hard as you think you are. Like most people, you work just hard enough so they won’t fire you, and they pay you just enough so you won’t quit.
Your company isn’t working as hard as its annual report says. It gives lip service to customer service but doesn’t really deliver it. It says “We are making every effort to…” when what it really means is “we’re having meetings about it and sending out memorandums regarding it.”
Face it: Productivity sucks. Want me to prove it? What have you accomplished today? Seriously. What have you done that actually contributes to the bottom line of the organization that writes you a check? Don’t lie. Don’t fool yourself. Just tell yourself the truth. You are the only one who will know right now, so go ahead and ask, “What have I done today?” Go ahead and do it now, I’ve got time. What have you done?
Now, cut it by 75 percent and you will be closer to the real truth about what you have actually done.
How does this happen?
We focus on process instead of accomplishment. We have become spectators instead of doers. We reward the wrong things. We tolerate poor performance. We don’t teach people how to be good workers. We don’t create an environment that promotes work. Expectations are low. Enough reasons? Not really, but it’s a good start. Let’s look at them.
Incorrect focus
The best example of how we focus incorrectly is one of the most used items in business today. The To-Do List. Got one? Ever used one? Of course you have. It’s a tool created to get people to focus and plan; yet it does just the opposite. Let me offer you a bit of Business Blasphemy: The To-Do List is a waste of time and is killing your productivity. Proof? Answer this question for me: What is more important, what you do or what you get done? Any semi-intelligent person will know that the correct answer is what you get done. But we don’t focus on what gets done. We focus on what people are going to do. Let me ask you another question: What difference does it really make what people are doing as long as what needs to get done really gets done?
This question brings up other questions. Questions about leadership, management, productivity, performance reviews, quotas, and reward systems, just to name a few.
All employers love for their people to look busy. A manager can stand proudly with her boss and look out across a field of busy little bees and brag that her department is busy. Is that really important? Well, it is if customers can actually see people standing around doing nothing, because that would give a bad impression to customers. So in retail, the answer is yes, it is important for people to look busy. But if you work where customers can’t see you, then I contend how busy you look is not always an accurate accounting of how much work has transpired. Don’t measure busywork. Don’t measure activity. Measure accomplishment. It doesn’t matter what people do as much as it matters what they get done. The employee who looks busy all the time might actually accomplish the least. Yet the busy-appearing employee is typically the one who gets rewarded. Managers have to ignore appearances and look deeper at the work.
So here is what I suggest: Throw away the little tablets that say “Things to Do” at the top. Get rid of your leather-bound planner with the To-Do List on the left-hand side. Instead, get some “Things That Have to Get Done” pads printed. Yes, it’s my idea and you should probably give me credit for it, but I am more interested in your getting things done. That way, when I call your company to ask about my order, you can just look at your list and happily reply with, “It’s done.” That is plenty of repayment for me.
“Oh, come on! What’s the difference?”
While both types of lists are based on future performance, there is a huge difference between the mind-sets that the two different lists create. Your “Things to Do” list is not much more than a wish list. Your “Things That Have to Get Done” list is more focused and concise, and acts as an action plan for your day. It will force you to constantly evaluate your tasks and separate them into “what would be nice to do” and “what absolutely has to get done.”
This is really what the whole concept of time management is about: doing what has to get done. But time management became something else over the years.
You don’t have the time to manage your time. It’s time consuming. Time spent managing time is time that should be spent doing other things—like getting the things done that have to get done.
Everyone should forget about managing time and should instead focus on managing priorities. When the right things get done, time takes care of itself.
The problem is that priorities are not clearly defined. Face it, if the most important thing gets done, what else really matters? The key is to know what the most important thing is.
“When priorities are clear, decision making is easy.”
—ROY DISNEY

So what is the most important thing that has to get done in your business? Do you even know? If you don’t, then you are wasting time, energy, and money. Every individual in the business has to know the most important thing that must be done every day.
“But, Larry, those things and others must all be done.”
That’s the problem. Lots of things should get done and yet little of what absolutely has to get done actually gets done. What has to get done? Really has to get done? I didn’t say “should get done” or “would be nice if that got done.” I said “absolutely has to get done.”
As soon as you know what has to get done, do it. It’s as simple as that. Just do what absolutely has to get done. I didn’t say you should do only that, but I did say do that. Do it first. Don’t do anything else until it is done. Even if you have an overwhelming amount you would like to get done and it should be done, do what absolutely has to get done.
If that is the only thing you get done all day, you will be better off for having done it.
It really is that simple. Know your priorities.
Each job has priorities
A salesperson’s priority is to make sales. What goes into making sales? Talking to customers. You normally can’t sell something unless you ask someone to buy. That means the most important thing for any salesperson to do is to talk to customers and ask them to buy. Do salespeople have other things to do? Of course they do. They have to fill out their paperwork, turn in their orders, do follow-up within the company about their sales, and on and on and on. Those things all should be done. And they will get done. Right after the thing that absolutely must get done is done.
Every person’s job has lots of things that



	Stop lying to yourself and everyone else about how hard you work.
	Work faster, smarter, and harder. Stay busy. Find things to do.
	Stop periodically during the day and ask yourself: Does this matter? Is it contributing to the overall well-being of the company? Am I really getting something done or just killing time?
	Never tolerate poor performance in yourself or others.
	Create a clean, organized environment that encourages work.
	Expect the best from everyone.
	Teach your employees how to be good workers.
	Manage priorities, not time.
	Figure out what absolutely has to get done, and then do it first.
	Never get bogged down with the should-get-done’s or the wouldn’t-it-be-nice-to-get-done’s or the easy-to-do’s.
	There is plenty of time to do the right thing.
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