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Smart Path Systems Inc.

m Golf swing trainer

Price: $129.99

Where you can get it: smartpath-
golf.com and Golfsmith

Business founders: Geoff Greig, Rick
Romano and Doug Hanson

Location: Denver

Tidbits: Perfecting your golf swing
doesn’t have to entail expensive,
one-on-one lessons or several train-
ing products.

Greig, founder and inventor of
the Smart Path golf swing trainer,
has created a visually based trainer,
focused on teaching and reinforcing
the three elements that control the
flight of a golf club — path, arc and
club face.

The trainer consists of a gold
path with a green patch of polypro-
pylene turf, signifying go and you’re
doing excellent. On both sides of the
path are color-coded swing path
posts — yellow, your swing isn’t
good or bad; red, meaning stop,
you're doing it all wrong; and white,

which stands for pure flight.
“After three to five weeks of
regular practice, a person’s swing
should be changed for the better,”
Greig said. “The purpose of the
trainer is to help people not only

change their golf swing, but retain
that change as well.”

Left-handed and right-handed
versions of the trainer are available.
For more information: smartpath-
golf.com or 1-800-959-6077

Lily Organics
m Organic skin-care products

Price: $11-$29.95

Where you can get it: Natural-food stores and
lilyorganics.com

Business owner: Lily Morgan

Location: Henderson

Tidbits: Organic skin-care products may notbe a
terribly new concept nowadays. Unless you’re the
owner of Lily Organics, growing your own certi-
fied organic herbs for a line of products made
fresh every week.

It may sound like a lot of work, but Morgan is
passionate about the power of Mother Nature and
wouldn't have it any other way.

“The synthetic ingredients used in normal
skin-care products kills all the good Mother Na-
ture has. Synthetics are not our friends,” she said.

Among the herbs Morgan grows are
chamomile, used for anti-inflammation; calen-
dula, an anti-itch herb; mint, a stimulant that
helps bring blood to the skin's surface; and com-
frey, which has the power to heal bones, cells and
tissues.

Lily Organics offers three primary lines — dry,
sensitive and normal/oily — and each features a
cleanser, toner and moisturizing cream. Addition-
al products include a rejuvenating enzyme mask
and oil treatment, a lip moisturizer and an
at-home spa kit.

For more information: lilyorganics.com or
1-800-333-LILY
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Stories by Bianca D’Angelo
ADVICE
Kathryn Arbour
Co-founder and president,
Capabilities Inc.

m “Find where the mutual interests of businesses,
employees and customers intersect and cultivate that
‘sweet spot’ to achieve collaboration and satisfaction.»

When Arbour was making a career transition from
college professor to corporate executive, she felt a little
trepidation. But her supervisor was there with advice
Arbour has consistently used ever since.

“My supervisor drew an X,” she said. “One line was
the business goal, and the other line was employees
and customers. Where the lines met was mutuality. |
use the X over and over in my business and personal
life.”

Arbour said she focuses on incorporating the spirit of
collaboration and desire to look for mutual interests in
every stage of her business.
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FIRST JOB
Bill Farrell

Market president, downtown Denver business
and specialty banking, Wells Fargo Bank N.A.
m First job: commercial credit analyst

Farrell graduated with a degree in business from
Butler University in Indianapolis and entered a compet-
itive training program at American Fletcher National
Bank.

“l analyzed financial statements and assessed
lending risks of corporate borrowers,” Farrell said.
“There were 15 to 20 of us, and we were competing for
a finite number of jobs. It was a very fundamental,
important experience.”

Farrell said he wasn’t sure at the time what he
wanted to do for a career, and the position allowed
himto polish his business skills while receiving excel-
lent training.

“lt was a tough program, but I hung in there.”

Practice the right way so
errors aren’'t part of routine

Practicemakesperfect.Not
true.Youhave to add one word:
Perfect practicemakes perfect.

IwishthatIhad coinedthat
phrase,butIdidn’t. Legendary
pro-footballcoach Vince Lom-
bardidid. Practicesomething
time and time again and, if you
don’t know what you are doing,
allyou arereally doingis perfect-

cians. There areno walk-onsat
the Super Bowl or Carnegie Hall
(orin corporateboardrooms,for
that matter). Thelevel of per-
formancein those exalted plac-
esisonly partially areflectionof
talent. There are two other
qualitiesthat are indispensable
formakingit tothetop—deter-
minationand expert coaching.

ingerrors. Whateveryoudo,

I have studied Rus- youcanbebetteratit
sian, Chinese, Japa- Harvey ifyoujustkeep on
nese and Arabic,and, Mackay learning.I certainly
quite frankly, people havenot masteredthe
thinkIamaheckofa Ol%L?E\gthgg}ngG art of making enve-

linguist. Actually,I am

alot slowerlearner than most of
the studentswith whom I start-
edmylanguagesclasses.But
thereis one marked difference:I
finished. They didn’t.

It’skind of like a stonecutter
hammeringawayat arock 100
times without dentingit. And
yetonthe 101st blow,therock
splitsin two. And it wasn’t the
last blowthat did it, but the 100
beforeit.

A perfectexampleofthe
aboveis whenmy son, David,
and I were taking Japanese-lan-
guagelessonsfrom the Berlitz
language schoolin preparation
forafour-weektrip toJapan. At
the time, David was an under-
graduate studentat Stanford
Universityandright at the peak
ofhislearning curve.I was some-
what over the hill and would not
be considereda fastlearner.
However,it made no difference
becauseof my perseverance.
Twoweeksinto the class, David
wason Page 150 of the textand I
was on Page 50. By the end of
the course,hehadlearnedap-
proximately 35 percent more
thanIbecauseofhis speedand
youngerbrain. To overcome
this,Ihadtospendanextra
three weeksof studyingto catch
up with him. So, in the final
analysis, we bothhad the same
Japanesevocabulary.Ijust had
topayahigherprice.

Lookat athletesand musi-

lopes, sellingenve-
lopesor developingnew enve-
lopes.

The minuteI convincemyself
thatIhavelearnedall thereisto
learnabouta subjectand can
relax,that’sthe moment my
competition willhand me my
head and slam me into the pave-
ment. The annals of business
are filled with stories of compa-
niesthat thoughttheyhadit
made and could milk their enter-
prisesas cash cows without
having toimprove their prod-
uctsorservices.It’samazing
how fast they found theirmar-
ketsdisappearing.

Applythislessontoyourown
business. Hire people who are
stilllearning, people who feel
thatlearningis alifelong pro-
cess—in the classroom,the
office or at home. Show that you
wantthem to grow—and your
businesswill grow, too.

Iwillneverforget one of my
visitsto Moscow,whereI spot-
ted a help-wantedsign that
translated:“InexperienceWant-
ed!” They wanted a new employ-
eetheycould train.

Mackay’sMoral: Allthe
world’sa stage,and most ofus
need morerehearsals.

Harvey Mackay canbereached
at harvey@mackay.com
orbywriting himat Mackay
EnvelopeCo.,2100Elm St. SE,
Minneapolis, MN 55414.

AT THE WATER COOLER
Workers lose zest for job amid layoffs

As the market shimmies and
shakes with fears of impending
recession, corporations start
looking to cut costs — including
employees. In the past few
months, for instance, Bank of
America, Countrywide and Bos-
ton Scientific have announced
plansto fire thousands of Ameri-
can workers.

American workers, hardened
by more than 20 years of mass
layoffs, are more likely today to
bevictims of a “psychologicalre-
cession,” according to Judith
Bardwick, an expert on work-
placepsychology.

Many workers today feel they
are living in a chaotic world of job
insecurity, she says in her book,

One Foot Out the Door. Relying
on questionnaire data, primarily
from 1998 to 2005, she claims
those workersare no longer com-
mitted to their companies or
theirworkresponsibilities.

“On average, 80 percent of the
people in many companies are
not engaged in the work that
they do,” she said, citing a Gal-
lup poll of 12.5 million people
from 2003 to 2005. “Uninvolved
people take no interest in their
work — they do just enough not
togetfired.”

To shore up employee motiva-
tion, management should work
to build trust with its work force
and be opentoideas, she said.
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