
Dear Share Holders,  

 

I recently spoke with a fellow on the phone who worked for an organization that developed training that seemed to be a 

good fit for one of our current corporate training initiatives. The level of experience, approach, methodology and price 

all seemed like a good fit for us, so I directed him to speak with our training director to further determine if leveraging 

his organization as a resource might make sense. When I followed up with our training director, I was surprised to find 

out the conversation lasted less than 3 minutes. When I inquired as to why this was, she explained to me that “we have 

very smart people and she was sure that we could develop as good a program internally.” She also explained that she 

was annoyed by the phone call and she is tired of sales people calling her, so she felt it was best to dismiss him right 

away. All at once, this “outside the box” thinking brought to me a moment of enlightenment.  

.  

Now, I know in the past we have based most of our business model on “good logical decisions”, however after speaking 

with our training director it became evident that we need to put emphasis on our own interests and avoid speaking with 

greedy sales people. So effective immediately, we will be changing how we do business.  

1. Since practically everyone has a car in the company, we will no longer be using our courier service to deliver 

packages. It seems we have good enough drivers with sound transportation so we see no reason to use this 

external service. Besides most of us really do enjoy a nice drive and an opportunity to get away from the stuffy 

office anyway.  

2. Most of you know Bob Smith in accounting, well it turns out he is a pretty handy carpenter, so instead of 

purchasing new office furniture, Bob is going to take measurements and customize each work station to suit 

employee’s needs. Bob thinks he can have this project done before his retirement in 2015. In the interim we are 

hoping some employees will cooperate by standing or sitting on the floor for the next couple of years. We really 

think this is a minor inconvenience, because when employees finally do receive the furniture – it will be “Just 

Perfect”. This approach will allow us to avoid speaking with sales people and Bob will be doing something he 

really enjoys “being creative”!  

3. Many of our employees have also been complaining about the variety of the snacks in the vending machines. 

We think it is time to have those removed! Instead we are going to have Betty Johnson from HR (who is an 

excellent cook) setup a short order kitchen on the second floor. Each employee will be able to place custom 

orders and she will make them their favorite treat right on the spot. Once again, we will no longer have to deal 

with sales people making calls and asking us if we want to try a different vendor or product!  

Now you may be asking yourself, “how is he going to pay for all of this?”. After all we are going to have to hire to backfill 

for Bob and Betty in accounting and HR. We will also need to bring on some temps to cover for each of us as we make 

our scheduled courier deliveries. Rest assured, I have already thought of this and I have the answer. I have told Jim 

Thurston, our sales director, that he is going to have to leave “no stone unturned”. We need our sales guys to double 

their efforts and call both new and existing customers to see if our products and services might be able to help them 

achieve their goals. Once they see our product, I am confident they will see it makes good logical sense.  

 

We will continue to look for other areas where we can replace external vendors with home grown solutions. After all, we 

have many skilled, smart and capable people and by using their talents we may never have to deal with another greedy 

sales person ever again.  

 

Best Regards,  

The CEO 


