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Just in case one of those “positive thinking” gurus tell you 
that it's “all about you” or “you deserve to be rich” or some 
other New Wage bilge like that, don't get sucked into their 
delusion.

I'm  going  to  elaborate  as  to  why  the  world  does  NOT 
revolve around you, and why it’s NOT all about you and 
why nobody owes you a living.

You Are NOT The Center of The Universe

Sorry to be the one to burst your bubble and rain on your 
parade,  but  the solar  system doesn't  need you.   You're 
here because you've learned how to survive and stay on 
top of the 'food chain.'

If you're a parent and you have kids, they might be quick 
to tell you it's all about them.  They already think they're 
the  center  of  the  universe  and  all  the  planets  revolve 
around them.  In a business sense being the center of the 
universe  and  having  the  world  revolve  around  you is  a 
powerful delusion.  It's like a drug: it will make you totally 
oblivious to reality.

Unless you've made yourself the most valuable person in 
your organization, don't succumb to the illusion that you 
are the Big Cheese.  You're not.
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Every  business  needs  a  leader,  and  in  most  cases  that 
leader is the original owner who figured out a bunch of 
stuff  that  others  haven’t  figured out.   They're the ones 
who gave you the job you have.  They're the ones who put 
in  12  and  18  hour  days  (and  nights)  working  overtime, 
sacrificing  personal  and  family  time—doing  the  things 
most people won't do—to build the company where you 
now have a job.  You ought to walk up to them and thank 
them for the privilege to work for them, because it damn 
sure isn't your right.

Nowhere in the Constitution—or anywhere else for that 
matter—is it declared that you have a right to a job.  In 
some states you might have the “right to work” without 
being forced into union membership, and you might have 
a right to “life, liberty and the pursuit of happiness” but 
that doesn't mean your boss has to bend down and pay 
obeisance  to  your  derrière  like  you  were  some  sort  of 
demigod.

Get over yourself!

In fact, there are a lot of things the leader does that the 
rest can’t or won’t do as well as he or she can do.  While 
you're at your desk schlepping in your cubicle, or surfing 
the  Internet—killing  time on  someone  else's  nickel,  the 
boss is probably having a meeting with his top assistants, 
trying to figure out how to keep more work coming in so 
that YOU will continue to have a job, so you can continue 
to pay your bills, put food on your table, and keep your 
mortgage paid.

And if you're lucky enough to have benefits with your job, 
you ought to consider yourself lucky and blessed.  It's not a 
“right” to have benefits, and it's not a right to have a job. 
If you have either or both, it's because you and the boss 
came  to  an  agreement  in  the  interview—or  the 
negotiation process—when they created the opening for 
your job.
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It costs money to make a place for YOU to work in ANY 
company.   Jobs  are  not  created  out  of  “thin  air”  —no 
matter what the government tells  you about how many 
“jobs” bills they have created.

In  many  cases,  no  one  in  your  organization  is  a  better 
Marketer,  Copywriter,  or  Speaker  than  your  boss. 
Sometimes you'll get a junior manager who is inept in his 
or  her  position:  sometimes  people  do,  indeed,  get 
promoted beyond their capabilities.  But what is required 
of you is teamwork.  It's YOUR responsibility to ask them 
how you can make their job easier, and you will find that 
your intrinsic value goes up.  It's YOUR responsibility to ask 
them, “How can I make you look good, boss?” And then 
deliver the goods!  (Whether they ask you or not.)  The key 
here is to  make yourself valuable.  Eventually you will be 
recognized for it.

Years  ago  I  used  to  work  for  Borden Dairies  and  ran a 
wholesale ice cream route.  I serviced grocery stores and 
convenience  stores,  and  lots  of  little  “mom  and  pop” 
markets.   Many  times  I  had  to  arrange  my  own  sales 
programs and keep them stocked so they wouldn't run out 
of inventory.  My first month with the company, I made it 
to Top Salesman and continually beat the daylights out of 
the other route salesmen.  They couldn't keep up with me.

I wanted to be the best I could possibly be at whatever I 
was doing.   I used to program in FoxPro, and while I might 
be  dating  myself,  I  worked  with  dBase,  Paradox,  and 
FoxBase—back  when  it  was  a  Mac  product—before 
Microsoft  bought  it.   When  companies  searched  for  a 
FoxPro programmer on the headhunting sites,  my name 
would come up to the top of the list.  No brag: just fact.
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Today, I sell telecommunications products and services to 
a select group of industries and have become an expert at 
implementing  Unified  Communications  and  Messaging 
systems for their businesses.  I'm also the Editor in Chief of 
The  Guerrilla  Review  and  CEO  of  Questar 
TeleCommunications.com  and  an  expert  in  Unified 
Communications  for  the  Real  Estate  and  Insurance 
industries and the medical, military defense, government, 
and legal professions.

I don't want this article to be all about me, but I want to 
illustrate the fact that nobody gave me anything.  I have 
done  things  the  way  John  Houseman  would  say  about 
Smith-Barney  Investments:  I  make  money  the  “old 
fashioned” way—I earn it!

Nobody  gave  me  anything:  as  a  matter  of  fact,  I  have 
probably had more people try to impede my progress and 
thwart  my  efforts  than  be  of  help.   I've  had  a  dogged 
determination to get  things  done,  even if  it  costs  me a 
certain amount of popularity.  I'm not in this business to 
be  popular:  I'm in  it  to  win,  and  to  be the best  in  the 
industry.

Today, I have become a coach of sorts to new agents who 
pursue  a  career  in  telecommunications  sales.   I  have 
identified  certain  skills  that  need  to  be  applied  to  this 
business,  and  have  written  a  training  manual  to  impart 
that knowledge and experience to new recruits.   I  have 
“done my homework” and whatever necessary to get the 
job done.

The  most  valuable  contributor  to  the  success  of  the 
business should be none other than you.  It is YOU who is 
responsible for being a team player in the success of your 
company,  and  not  the  other  way  around.   It  is  NOT 
everybody else's  responsibility  to  facilitate  your success. 
When you  “bend  over  backwards”  to  see  the  company 
succeed, YOU will succeed.  And you will be handsomely 
rewarded for it, too.
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Your job is not to slow down or entangle your company 
and co-workers in trivia.  You’re either enabling or you're 
an  impediment  to  the  progress  of  your  company,  your 
boss, and your team group.

I know all this sounds diametrically opposed to the usual 
self-help crap you read out there.  And I'm sure some of 
my friends in  the New Wage movement would disagree 
with me.  But we're not here to be Prima Donnas.  We're 
here to succeed, and if that success calls for us to give a 
hand  to  a  co-worker,  or  a  “leg  up”  to  one  of  our 
downlines, then we do it.

I think it was Zig Zigler who said it best when he said “...if 
you help enough people attain what they want, you will 
get what you want.”  Or, something like that...

Ernest O'Dell is Editor in Chief of The Guerrilla Review 
and CEO of  Questar  TeleCommunications.and is  an  
expert in Unified Communications applied to the Real  
Estate and  Insurance industries  and  the  medical,  
military defense, government, and legal professions.  
For  more information how to turn your  sales  up  a  
notch, give him a call or email.

Ernest O'Dell – CEO Questar TeleCommunications
Phone: (806) 297-3267
Email: eodell@QuestarTeleCommunications.com
Website: Questar TeleCommunications

Brochure: http://questartelecommunications.tripod.com/telecenter/telecenter.pdf 
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