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Seven Profound Business Lessons  

(that you want to know sooner rather than later!) 

 

 

 

 

By: Steve Woodruff 

 

This little e-book is a distillation of many years of business experience and thought. It’s just the barest of 

outlines, actually. Your input is welcome. 

 

Steve Woodruff 

www.stevewoodruff.com 

Twitter: @swoodruff 

 

 

(this work may be printed, copied, linked, and passed along in its entirety, with proper attribution. 

Permission is hereby granted to quote sections in blog posts, etc. – again, with proper attribution. You 

know the drill…)

 

http://www.stevewoodruff.com/
http://www.twitter.com/swoodruff
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1. You’ll only be Truly Happy Running in your Strengths 

Many of us have ended up in jobs that are a “mis-match” for our true abilities. We may be able to 

perform the tasks involved in the role – perhaps with some competence and success – but if we take 

honest inventory, it feels like we’re only working at 30% capacity. 

Result: Frustration. 

Why is this so common? Two reasons: 1. We are not in touch with our primary professional strengths, 

and, 2. Those who employ us aren’t either. 

When I read First, Break All the Rules and Now, Discover Your Strengths (highly recommended), it was 

nothing short of an epiphany. Doing an inventory of your true abilities is the first step toward mapping 

out a future where you can run full speed. 

For many years, I was primarily a salesperson. I succeeded, by some measures. But I kept finding myself 

drawn to marketing, and I was at my best when listening to clients and solving problems. Later, I had the 

opportunity to work with a gal who was a REAL salesperson, and I saw first-hand the magic of someone 

with the ability to immediately build rapport and gain the confidence of people. It finally began to dawn 

on me, as I put all the pieces on the table and tried to find a clear picture – I was a consultant. An idea 

architect. A marketer. 

Sales was Saul’s armor to me. 

If you’re not yet in touch with all of your professional strengths, those books linked above, and this 

assessment, is a great place to start. Talk with close friends and colleagues who know you well. Identify 

where you really shine. Get a clear picture of the uniqueness that is you, the field that feels like “home” 

to you. 

Then find a way to work in that field. 

 

http://www.amazon.com/First-Break-All-Rules-Differently/dp/0684852861/ref=sr_1_1?ie=UTF8&s=books&qid=1272279565&sr=1-1
http://www.amazon.com/Discover-Your-Strengths-Marcus-Buckingham/dp/0743201140/ref=sr_1_1?ie=UTF8&s=books&qid=1272279498&sr=8-1
http://www.youthministry.com/?q=node/15340
http://www.amazon.com/StrengthsFinder-2-0-Upgraded-Discover-Strengths/dp/159562015X/ref=sr_1_1?ie=UTF8&s=books&qid=1272309216&sr=8-1
http://brandimpact.wordpress.com/2010/01/07/roll-your-own-future/
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2. Be a Builder 

You’ve worked with plenty of people who are clock-watchers. 

Eight o’clock is the worst time of the day. Can’t wait for five o’clock. Get the minimum done and get out. 

Will those people ever really succeed? Probably not, unless it’s by accident. It certainly won’t be by 

design. 

On the other hand, view the early years of your career as your building time. You’re there, not only to 

serve your employer and your customers (very important), but also to hone your skills. To acquire new 

ones. To boost your knowledge. To grow your network of solid and connected professionals.  

To earn a reputation that opens doors for you for the rest of your life. 

Let’s face it – your employer may or may not have much of an interest in developing YOU. That’s your 

job. You should not view yourself as an employee, but as an architect. 

Those who set direction, for themselves and others, rise to positions of leadership. You gain a reputation 

that will precede you, and will create new opportunities. With clear direction comes passion and drive.  

Filling up time and living for the weekend is for those who prefer drifting to building. And no-one 

respects a drifter. When you look in the mirror, be sure there is a purpose-full builder looking back. 

 

http://joblifearchitect.com/
http://brandimpact.wordpress.com/2010/04/17/lasik-for-the-soul/
http://brandimpact.wordpress.com/2010/03/18/being-purpose-full/
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3. The Leadership sets the Tone 

You learn this lesson the hard way, in most cases. 

When you have ideas, and a desire to improve things – when you have dreams and a drive to see them 

come to pass – you often come smack up against the very people who would benefit most from them. 

The people in charge. 

Unless you own your own business, you’re not in charge. And, believe it or not, whoever is in charge has 

an agenda which may not align with yours. At all. 

You cannot change this dynamic. Your pleas, your arguments, your case studies, may have surprisingly 

little effect. Why? Because while you may be right, you’re not in charge. 

That small business owner is. That corporate boss is. Wall Street is, with its quarterly assessment of 

progress. 

If you are uncomfortable with the direction that is being set, and you find that your input is not 

appreciated, begin to make plans to move on. Do the best job you can. Leave behind a reputation for 

professionalism and competence. 

But realize that the one who owns the car will drive it, and has programmed his/her/their own agenda 

into the GPS. 

When considering a new job, make it one of your top priorities to understand the direction and modus 

operandi of the leadership. Find alignment with your own direction, as much as is possible. 

It doesn’t help you get to your destination when the train you’ve boarded is heading in a different 

direction entirely.  
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4. Every Organization has a Culture 

There are many great companies, clubs, non-profits, and organizations. 

Some are doing things you are intensely interested in. You may even work in one. And yet, you feel out 

of place. 

The match seemed right. Your skills were needed for the role. The area of interest is something you’ve 

always enjoyed. The commute is manageable. 

So why is it just not working? Because it’s a cultural mis-match. 

I’ve been in high-control environments, and it’s not for me. I need creative license and independence. In 

my younger years, I did not understand the profound impact that organizational culture has on the 

environment. 

In one of my prior jobs, people would walk into the office, and remark that it was as quiet as a library. It 

was a very tech/geeky place. And the tone set early on was not one that encouraged a sales or 

marketing person. Some really good work was done in that place. But the culture was like a slow-moving 

stream in the wrong direction for a person needing energetic companionship. 

You won’t “fit” in everywhere. If you get the distinctly uncomfortable sense, when interviewing, that the 

emotional tone of the place is stifling, pay close attention to your gut instincts. Even if the “math” of the 

situation seems to add up otherwise. 

And be sure to note that the culture is primarily set by the leadership. 
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5. Short-term Thinking (usually) = Trouble 

Think back on the business disasters of the last decade. 

What they have in common is short-term thinking. Making the quarterly numbers. Maximizing quick 

profits. Jumping in to a hot market to make a killing. Lying to close business. Inflating the numbers to get 

a big buyout. 

Building a sustainable business and a stellar reputation is a long-term project. Oaks take years. Squashes 

take weeks. 

Here’s the ugly truth: people do what they are incentivized to do. And for most people, short-term 

incentives win out over long-term results. 

There are no short-cuts. You need to build for the long haul. Which means patience, vision, and concern 

for others, not just yourself. 

Do for others what you have them do for you. You won’t find this practiced at Enron-like companies. 

Invest your professional time in companies that think long-term; or, if you’re creating your own 

organization, make this a foundation stone. 

You might not get the applause from the superficial crowd. Be convinced that that’s a very good thing! 
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6. It Really is Who you Know 

You’ve heard it a thousand times. “It’s now what you know, it’s who you know.” 

Some bromides are popular because they’re true. This one qualifies! 

What are you doing, as a professional, when you interact with colleagues, clients, even competitors? 

You’re not just getting by. You’re building an opportunity network. You’re building a vital web of 

relationships that will be the open doors, the resource pool, the recommendation engine of your future. 

You’re investing. Investing in others, who will also invest in you. Creating, not another corporation, but a 

“co-operation” that transcends any company structure. Your own set of influencers and connectors. 

Your own advisers and counselors. 

Don’t view networking as something you suddenly begin to do when you lose your job, just to try to get 

the next job. That’s short-term thinking. Cultivate a network so that your next job comes to you, and so 

that you help your neighbor with their next role. 

The company is not going to take care of you. Neither is the government. And your knowledge and skills 

will only get you so far. 

Above all that you build, build your network. Invest in people as a lifestyle. It’s the best job security 

you’ll ever have. 

 

http://www.mpdailyfix.com/do-you-have-an-opportunity-network/
http://brandimpact.wordpress.com/2010/04/22/surround-yourself-with-smart-people/
http://brandimpact.wordpress.com/2010/03/07/the-worlds-first-management-consultant/


   8 | P a g e  

 

7. Quality. Not Quantity. 

So you have 8,000 followers on Twitter. Eight hundred people read your blog every day. You have 1,500 

people in your contact database. Your network has a theoretical reach of 1,458,323 people. 

Hot stuff. 

Do you know how many of those actually can and will have a dramatic and measureable impact on your 

business? How many of those folks “have your back” when trouble comes? Do you know the difference 

between an audience and an inner circle? 

Be careful where you invest your time. Big numbers are deceiving. They aren’t necessarily a measure of 

worth. 

The best business and connections and support usually come from a small handful. 

By all means, recognize that broad can be good. But first and foremost, build deep! 

 

http://brandimpact.wordpress.com/2010/02/11/circling-your-social-network/

