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"I don't know the key to success,  
but the key to failure is trying  

to please everybody." 

Bill Cosby 
 

Failure is not a single, cataclysmic event. 
You don't fail overnight. 

Instead, failure is a few errors in judgment, 
repeated every day. 

Jim Rohn 
 

“Most ailing organizations have developed a 
functional blindness to their own defects.  They are 
not suffering because they cannot resolve their 
problems but because they cannot see their 
problems.”  John Gardner 

"It's too bad that stupidity isn't painful."  Anton 
Szandor LaVey 

 

 

 

Success and Failure 

 
What is your definition of success?  Is it a 
comfortable lifestyle? A new car?  A sailboat?  A 
happy family? A new home?  A 2 million dollar bank 
account?   

What is your definition of failure?  Are you a failure 
if you do not drive a new car?  Have a new home? Or 
have a 2 million dollar bank account?   

Clearly defining both success and failure sets the 
boundaries for our expectations and the parameters 
for our actions.  Once we know exactly what we 
consider a success or failure – then we can detail 
specific action that will take us to that success.    
Take a minute and write down your definitions of 
these two critical upper and lower parameters in life 
and business.  Be very specific.   

The key to success is also the key to avoiding failure.  
That key is a process you use everyday that is a good 
habit.  Success, like failure, is not a matter of luck. 
but instead the fruits of our labors.  It is the result of 
adhering to a process that includes planning, working, 
delivering, listening and assessing.  It is a matter of 
choosing whether or not we are going to follow 
proven processes of success and then making that 
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process a good habit.  Once it is a habit, we do it 
without thinking. 

In other words, success and failure are our choices.  
That is right – we choose success or failure.  Which 
one do you choose? Of course we will all say we 
choose success.  However, do our actions support our 
choice?  If we say we want to be successful, but we 
violate proven processes of success, we are only 
kidding ourselves.  To be successful, we have to 
choose to be successful by doing what we know are 
the right things to do.   

Define success carefully and then evaluate each 
action to make sure it helps you get to your definition 
of success. 

Source:  Dr. Loren Murfield, Murfield International 

 

"The difference between great people and everyone 
else is that great people create their lives actively, 

while everyone else is created by their lives, 
passively waiting to see where life takes them next. 

The difference between the two is the difference 
between living fully and just existing." 

- Michael E. Gerber 

 

ROI:  A Building Block of Success 
– The Reason for Failure 

 

“In finance rate of return, or ROR, return on 
investment, ROI, or sometimes just return, is a 
comparison of the money earned (or lost) on an 
investment to the amount of money invested.”  

Wilkipedia, a free online dictionary  

As small business owners and managers, we must 

continually look for the return on our investment 
(ROI).  We continually invest our money, time and 
effort to make our business a success.  We are then 

looking carefully to see how successful those actions 
are.  If we invest in a new form of advertisement, we 
definitely want to know if it was successful or not. If 
we hire a new employee, we definitely want to know 
how if they are making or costing us money.  After 
all, we cannot afford to spend money without 
measuring whether or now we are making money.  
After all, making money is one of the primary reasons 
we are in business.  Return on investment.  We want 
to be good stewards of what we have.  We want to be 
wise investors.  We want to be smart and successful 
business people.  As small business owners, we 
cannot afford bad investments.  We simply cannot 
afford to invest our money foolishly.  

We are operating blindly if we do 
not calculate the return on our 
investment for all aspects of our 

business. 
I have heard a number of small businessmen and 
women say, “It doesn’t matter what I get out of that, 
it was free.  Since it didn’t cost me anything, anything 
I get is frosting on the cake.” Let’s examine that 
thought.  Was it really free?  Was it actually without 
any cost? To answer that question, let’s examine our 
networking. There are many networking and leads 
groups that do not have a specific membership fee.  
They are “free” according to the advertisements.  
Indeed, there may be no membership fee but there are 
costs.  We pay for our breakfast or lunch.  We pay for 
the cost of our time.  We definitely pay for the cost of 
travel (gas isn’t cheap anymore!)  Add those up and 
see how much that “free” network or leads group 
actually costs us.   

On the other side, I have heard many people say, “I 
can’t afford that leads group, it is too expensive.”  
They dismissed the opportunity because of the initial 
price.  That is a mistake because  
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It’s not the initial price but 

 the Value that is important. 

Value is the return on your investment. A good value 
exceeds you predetermined worth to spending a 
certain amount of investment.  A bad value does not 
meet our expectations.  Value is a careful analysis of 
all the costs and all the returns – not simply looking 
at the initial price.  The formula to determine value is 
simple and looks like this: 

Benefits – Costs = Return 

Benefits = Initial Sales + Subsequent Sales + 
Relationship Building + Valuable Experience 

Costs = Initial Price + All Additional Costs  

Whether it be a networking group, piece of 
equipment, advertising, employee or business 
coaching, look for the best ROI.  At the same time, 
help your clients to see how your product or service is 
a great value and provides them the best return on 
their investment.   

FREE means Falsely Reacting to Escaping Expenses 

Remember,  

There is no free lunch. 
FREE is simply a marketing tool to entice us to invest 
in a product or service.  Sometimes FREE is the most 
expensive option.  Sometimes the most expensive 
product or service is actually the best value.   

Focus on Value – not Price. 

Source:  Dr. Loren Murfield, Murfield International 

 

“I am your constant companion.  I am your greatest 
helper or heaviest burden.  I will push you onward or 
drag you down to failure.  I am completely at your 
command.  Half the things you do might just as well 
turn over to me, and I will be able to do them quickly, 

correctly.  I am easily managed – you must merely be 
firm with me.  Show me exactly how you want 
something done, and after a few lessons I will do it 
automatically.  I am the servant of all great people; 
and alas, of all failures as well.  Those who are 
failures, I have made failures.  I am not a machine, 
though I work with all the precision of a machine 
plus the intelligence of a human being.  You may run 
me for a profit or turn me for ruin – it makes no 
difference to me.  Take me, train me, be firm with 
me, and I will place the world at your feet.  Be easy 
with me and I will destroy you 
 
Who am I?  I am habit.”   
 

Anonymous 

 

Top Tips for Business 
The July issue of Entrepreneur magazine asked five 
successful entrepreneurs for their top three tips for 
startup businesses and top five tips for growing 
businesses.  The following are their responses: (in no 
order of importance) 

Advise for Startups 
 
Focus specifically on what you want to accomplish 
Once you identify your goals, keep it simple, 
Do something you enjoy 
 
Overplan 
Start with some seed money 
Hire administrative help immediately 
 
Do research 
Be stubborn 
Prepare yourself for anything that can go wrong 
 
Visualize where you want to be 
Stay focused on your goals 
Do what you say you’re going to do 
 
Do your homework 
Define your goals 
Focus on everyday results 
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Advise for Growing a Business 
 
Know the market 
Know the business 
Provide consistent, high-quality products 
Listen to your customers, and make changes based on their 
feedback 
 
Scrutinize every expense 
Take advantage of open source solutions (free solftware) 
Refine your fulfillment processes 
Know how to relate to customers 
 
Outsource 
Branch out 
Build a website 
 
Recruit and maintain a strong customer base 
Get good help 
Get your technology in order 
Hire a business consultant and a business manager 
 
Make good real estate deals 
Get your supply chain in order 
Never stop thinking like an entrepreneur 
Develop strategic partnerships 
Invest in talented people 

 

Source:  Entrepreneur Magazine. July 2006, p. 94-101  

Desire Is the Fire of Life 
(© Max Stein) 

  

The key that insures your success in any endeavor, is 
desire. 
If you are willing to pay the price, 
even your circumstances will change. 
If you want something badly enough, 
you are sure to get it. 
Reality forms around the commitments you make. 
Your desires will in time externalize themselves into 
concrete facts. 
Obstacles don't matter very much. 
Pain or other circumstances can be there.  
But if you want to do something bad enough, 
you'll find a way to get it done. 
You only have to love a thing greatly to get it. 

 

Perpetrator Problem:  It’s Hard to 
Run Away in Falling Trousers 

Cops say Loose, Baggy Jeans Trip Up Many a Thief; 
‘Hey, Dude, Buy a Belt’ 

“It’s a problem for perpetrators.  Young men and 
teens wearing low-slung, baggy pants fairly regularly 
get tripped up in their getaways, a development that 
has given amused police officers and law abiding 
citizens a welcome edge in fighting crimes.”   

It seems young criminals are literally getting caught 
with their pants down.  The article notes several 

instances when criminals try to get away from a crime 
scene only to have their pant drop and trip them.  
Some shed their pants in attempt to flee.  One 

misadvised young man tried to flee from in front of 
the judge but lost his pants on the front steps of the 

courthouse.  The ironic part came when that 
individual found out that the charges were about to be 

dropped.  Unfortunately, he ended up serving 17 
months for resisting arrest.  Ouch.  Busted and 

embarrassed. Source:  Wall Street Journal, July 20, 2006, p. A1 

"An ounce of practice is worth 
more than tons of preaching." -- 

Mohandas Gandhi  

 
BECOME THE LEADER WHO  

UNLEASHES 
YOUR ULTIMATE 

FORTUNE 
 
“Leadership is setting goals and 
achieving results” Martin & 
Mutchler in Fail-Safe Leadership 
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Leaders change their world because they know how 
to set and achieve ultimate goals that increase sales, 
customer loyalty, employee satisfaction and bottom 
line profits.   
Leaders  

• Identify, Set and Achieve Team and 
Individual Goals  

• Motivate Others Effectively 
• Make Wise Decisions  
• Managing Time Efficiently and 

Effectively 
• Develop Healthy and Successful 

Attitudes and Habits 
• Identify and Overcome Obstacles  
• Create Effective Action Plans and 

Timetables 
• Communicate with Power 
• Solve Problems Collaboratively 
• Identify and Develop Their Default 

Leadership Style  
• Understand and Identify Effective and 

Ineffective Leader’s Behavior 
• Change Leadership Styles to Best 

Remedy the Situation 
• Identify and Utilize Teams Strengths 

 
Do you want to become the leader who unleashes 
your business fortune?   
Do you want to become the leader who helps others 
unleash their fortunes? 
You can set appropriate goals and achieve your 
ultimate results by enrolling in   

Murfield International’s  
Ultimate Leadership 
Development Course 

This is a 13-session course is designed to help you develop the 
skills, knowledge, attitude and habits necessary to unleash your 
potential and the potential of your business. 
 

Reservations are now being taken for the 
class beginning in September. 

 
Contact me today for details. 813-383-2526 

 

Book Recommendation 
 
Have you read a business book that you believe will 
help others?  If so, email me at 
Loren@MurfieldCoaching.com and make your 
recommendation.   
Source:  Dr. Loren Murfield, Murfield International    

 
 

Where’s Dr. Murfield?  
I am always welcoming opportunities to speak.  I 
have spoken to for-profit and non-profit groups.   
 
July 19, I am the featured speaker at HR Tampa 
where I will be helping them to see how they can 
break out of the ordinary stereotypes in their career 
and business. 
 
I enjoy speaking to businesses, trade organizations, 
civic groups, religious settings and schools.  Please 
contact me if you want someone to come in and raise 
the expectations and productivity of your group. 

 
 

"Anything I've ever done that 
ultimately was worthwhile initially 

scared me to death." -- Betty Bender 

 

 
Murfield Coaching International helps 
businesses achieve their goals and move 
from ordinary, middle of the pack 
businesses to attention getting, award 
winning ultimate businesses.  We offer one 
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on one business coaching, in-house 
training in leadership, management, 
customer service and sales training.  We 
also provide training and assistance in 
strategic thinking & planning and cycle 
time reduction.   
 
Call us today at (813) 383-2526 to begin 
achieving your ultimate performance, 
production and profits. 

 
Subscribe to this newsletter by emailing Dr. Loren 

Murfield at Loren@MurfieldCoaching.com 
All articles, quotes, and material in this newsletter are copyrighted. © 2006. No part can 
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