The Lead Up Podcast - Fatal Flaws Hindering Organizations
Episode Transcript

Episode Summary - Mike Murphy - “In my experience, the two fatal flaws that happen to
organizations and they're generally a failure of leadership, but it generally falls in either one of
two places. First is an absolute fundamental belief in what they're doing as the be all, end all.
And again, it sounds like a strength, but it turns into a weakness if you're not measuring that
against the market.”

Mike Harbour (00:00:35) - Lead Up listeners. Mike Harbour, another great interview on the
Lead Up podcast. I'm excited to introduce Mike Murphy to you. Mike is the Managing Partner
of a company called Sunstone Management Advisors. He's right in the leadership space of
where we work helping other leaders, other companies transform the way they lead, the way
they do business in the world. Today, we're going to talk about some of those ideas today on
the Lead Up podcast. Mike, thanks for joining me. How are you, my friend?

Mike Murphy (00:01:02) - I'm doing well. Many thanks for having me on. I'm excited to be
here and, love your stuff and look forward to talking more about it

Mike Harbour (00:01:11) - Well, we talk about all things leadership here. | know you've got
a great deal of experience, varied background, primarily in the healthcare and insurance
space. But why don't you tell the listeners just a little bit about Sunstone Management
Advisors first, and kind of where your playground typically is?

Mike Murphy (00:01:30) - Sure. And so | had an advisory business kind of on my own for a
couple of years in between W2 gigs and when | left the last one, | was really trying to decide
what to do next and had a bunch of colleagues and folks that | work with and, you know, and
we're all singularly motivated, you know, building and fixing things. We love working with
energized people. We love working with folks that are trying to solve business issues and
figure out ways to bring exponential value to their company. And so we reformed Sunstone
Management Advisors, back a couple of years ago. Our specialty is small-midsize businesses.

Mike Murphy (00:02:10) - We have some larger clients as well in the healthcare and
insurance space, where all things life, accident, health. We're not really so much on the
commercial or property and casualty side in the health care space. Some things that we don't
kind of get involved with. Probably not in early stage, biotech and devices, medical research.
That's probably not our area of strength. Basically our motto is, is that we're we're here to
help companies get exponentially better. And some of that is figuring out growth strategies.
Some of that is figuring out ways, management technique and strategy, which is just, you
know, improved execution. Some of its execution leadership or fractional leadership. We roll
our sleeves up and help companies, if they got a near term fix or it's strategic review so
singularly motivated by making companies better. So we pick the people we want to work
with and pick the people we don't. We're not interested in big fancy binders. We're
interested in moving the needle.
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Mike Murphy (00:03:08) - That's what excites us. That's what gets us up out of bed every
day and looking for ways to really help folks. It's a transformative thing for me where | said,
well, I'm not going to try and find a way to help one company get better. | have a history of
doing that. I'm going to find a way with my partners to help as many companies we can.
Some of it's informal, brain picking, you know, and | do a fair amount of that during the week
as well, where somebody calls up and says, hey, I'm looking at a property. I'm thinking about
a strategy. Can | run it by you. | love talking shop and love just finding ways to pay it forward
That's the essence of Sunstone. | think what makes us a little bit different, is we're very much
hands-on, so it's not fancy talk and mouthpiece passed to a grad student. All of our
operating partners are executives with deep understanding and “under the fingernails
experience”.

Mike Murphy (00:04:01) - They're the ones doing the work. We're diverse. So we have a
very, complementary set of skill sets across the board. So any simple projects? We have
multiple talents that we can bring to bear in. The last thing is we are not chasing big projects.
We sit down with clients and we talk about, yes if, not no because. We figure out ways to
make budgets work and really not afraid to put our money where our mouth is in terms of,
being able to make an impact. So yeah, it's been fun. We're learning new muscle memory all
the time, talking to exciting folks, looking at their various leadership challenges and, you
know, happy to be doing this. This has been a blast and looking forward to doing more.

Mike Harbour (00:04:44) - Yeah, | love that term. Exponential value. I'm not good at math.
You know, | was never good at exponents and algebra, those kinds of things. But what do you
mean by exponential value? Double.

Mike Murphy (00:04:57) - Triple. Quintuple. Right. It's like it's 1X2X3X. juxtaposition. You
have successes and you have failures. You have things that didn't work out the way you
wanted it to. Invariably it starts with talking to people that are saying, hey, you know, | have a
company that's one X today, and | want to figure out a way to make it three times bigger or
five times bigger. A lot of times five times better is bigger. So that's the exponential growth
we want to talk about. And those are the folks that, you know, have a, an energy and a zeal
and a leadership challenge that they're specifically focusing on, on those, as opposed to, hey,
you know, | just want to create a nice little management binder for myself, or | jokingly refer
to the old Willie Nelson line saying that, you know, he owned a golf course and he got to set
the pars and he set it at 15 and bragged about birdieng it.

Mike Murphy (00:05:57) - We're not interested in setting pars at 15 to birdie. We want real
stuff with real people that, you know, are trying to figure things out. And we try to figure out
how we can help them.

Page 2 of 14



The Lead Up Podcast - Fatal Flaws Hindering Organizations
Episode Transcript

Mike Harbour (00:06:08) - So let's dig a little deeper there. Whatgets in the way of a leader
or leadership team creating that value? Because I'm, you know, I'm, | think like you. Right? |
often tell people I'm allergic to the status quo, which means | want things to be better
tomorrow than they are today. The next day. Better than they are tomorrow, right? | just don't
believe in the status quo. I'm in the gym almost daily trying to make better my own body, my
own physical health. Right? | don't want to stay status quo. I'm reading books. and then the
work that | do with my clients, | want them to move the needle and not stay in the status quo.

Mike Harbour (00:06:52) - In your experience, what gets in the way of that exponential
value or increase for your clients?

Mike Murphy (00:07:01) - So there's a couple of fatal flaws that come to mind. And I'll start
with this, which is one of my all-time favorite quotes from Vince Lombardi. And he says, which
| think describes the vibe that you're talking about, which is perfection is not a goal that could
ever be attained. But if we pursue it with all our might along the way, we will find excellence.
That really is it. | mean, so your culture and your leadership that gets established, that's what
you want inside your organization. In my experience, the two fatal flaws that happen to
organizations and they're generally a failure of leadership, but it generally falls in either one
of two places. First, is a nabsolute, you know, fundamental belief in what they're doing is the
be all, end all. And again, it sounds like a strength, but it turns into a weakness if you're not
measuring that against the market.

Mike Murphy (00:07:57) - | don't know how many entrepreneurs I've talked to over the
years that have this great energy and this great almost missionary like, devotion to, you know,
going in some place, but they become kind of soul, you know, so focused on where they're
going that they're not reading the tea leaves and not checking themselves along the way and
adjusting. And | guess in a football analogy, it's like they're on their own goal line. They see a
goal on the other way, and they're just throwing bombs. They're not thinking about, gee, is
this is this working the way it should? And | will tell you my own practical experiences. I've
seen many entrepreneurs start on a path. You know, | got this great idea. Get down the path
and go, oh, that's not working. And then do a little 45 degree thing over here and find a wild
success, you know, because they pivoted. So the first thing is, you know, is that entrepreneur
that got that great, you know, that leaders got that great vision thing.

Mike Murphy (00:08:53) - And they get it. But are they checking it or are they measuring it?
Are they adjusting? You know, do they figure out when it's time to say, okay, | can't bend the
rubber tree plant, we'vegot to do something else. So that's flaw one. The second flaw that
sets in. And | think you described it where, the preservation of the status quo becomes the,
the agenda. And I'll tell you a little story which kind of illustrates it. I'll try to make it fast. A
bunch of executives sitting around the table. The company had almost gone bust, had
clawed back from the pit of despair. Half the team was new managers. Half the team was the
existing managers. They agreed on a goal and objective. But there was a lot of tension in the
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room. And it turned out it was just a disagreement on how much change that you need to get
there. So a little straw poll will go, and it's a little tool that works all the time.

Mike Murphy (00:09:48) - It's a scale of 1 to 10. One. We could fall asleep in our chair. We'll
get there. Ten we got to blow it up and start over again. How much change do we need to
make our goals? And it was the battle of the twos and the eighths. And so half the
management team thought it was twos. The other half team thought it was eights. and then
so you can start. Okay, we're going to start two. But then you got to reconcile if you start to
get off your plan and it got off their plan and the answer was back to my Willie Nelson thing
as well. Let's let's just reset the pars as opposed to let's deal with the reality of what we're
dealing with. And so that whole aspect of change and preserving what you got instead of
daring to be great. is a cancer that afflicts a lot of organizations. And so | think about my 40
year career on places where we failed as a team. It's kind of one of those two buckets that if
that generally it falls into.

Mike Murphy (00:10:44) - So failing to, you know, check your premise and, you know, have
you dare to dream kind of thing. But don't make that a fatal flaw and two is being so, focused
on preservation as opposed to really thinking outside the box and bringing value, that you
get locked into the status quo and refuse to make change.

Mike Harbour (00:11:08) - Man, that's fantastic stuff, | love it. We could go a lot of different
directions with that. But you know, | think they go hand in hand . Right. | teach a principle
called saperverde. It's just a Latin term. | write about it in my book and and really what
superior is spelled sap ere ve d ere. And really, all it means is learning how to see. | teach
it from the perspective that as leaders we need to learn how to see. And we have to use, kind
of three lenses of leadership.

Mike Harbour (00:11:47) - We've got to be able to look backwards and okay, what's
working, what's not working. Right. What has worked in the past? We've got to be able to
look for that foresight. We're leaders, great leaders. Mike, I'm sure you're aware, they're able
to look around the corner, right? They can kind of see what's coming that that visionary
leadership as you talked about, they can see around the corner. But once we have those, the
even greater leaders that exponentially great leaders are able to bring those two pieces
together for insight, to effect change, to move us out of status quo. Right? Yep. and that's
kind of how | teach teach that, but it's and then and then when we do that, it, it keeps us in
pursuit of. | love the quote, the Vince Lombardi quote, but it keeps us in pursuit of excellence.
And, you know, | often teach James Clear should pay me for royalties because I'm often
talking about his book Atomic Habits.

Mike Harbour (00:12:44) - | don't know if you've read that book.

Mike Murphy (00:12:46) - | have not read it, but | know of it. It's in my reading list.
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Mike Harbour (00:12:50) - Yeah, it's a fantastic book about, you know, habits and how we
create them, how we create new ones. But the greatest thing to me from that one book and |
talk about this a lot, is his 1% rule. And if we just got 1% better every day, by the end of the
year, we're going to have a 37% return on our investment. | call it our ROTI, our return on
time invested. So as leaders we use our hindsight foresight inside and then okay how are we
going to. Because we can't go from where we are to where we want to go overnight. But if we
say, gosh, it's such so hard to work and I've worked so hard to get here, that's what keeps us
in that status quo, right? We get complacent because we don't want to work hard anymore.

Mike Harbour (00:13:37) - But if we just focus on the small perfections or micro moves
toward excellence. We begin to make progress, toward that. | love your daring to be great.
That's really what it takes, right? Yeah. And what do you see in leaders that prevent them
from daring to be great?

Mike Murphy (00:14:03) - Yeah, | think it's it starts with, frankly, it's intestinal fortitude. It's
there's a little bit of courage there. It's the old, it's a great line as the comedian Stephen
Wright has, he says he's got that is that deadpan. He says, you know, if you lean back in your
chair and in that moment you feel like you're going to fall back, because | feel that way all the
time. And, you know, a leader that is afraid of that moment or afraid of that, you know, that
kind of, butterflies in the stomach or want to make a change and is motivated by security, is
going to find it very, very hard to do the very thing that you describe.

Mike Murphy (00:14:42) - And by the way, | love that that that catchphrase is superior
because that's it, you know, and it happens to the best of us too, because you'll see data and
you'll see things that tell you there's a problem and you go, oh, that's a one off. That's just an
aberration. And | know I've done it myself because you're so caught up in the dream of where
you're going. You're so convinced you got it all figured out. There is a there's a little thing
they're telling you that maybe you don't have it figured out, and you kind of go through it and
and you learn the hard way because you can't ignore it. So, | think it just starts with a fear of
the unknown and, and getting outside and not being afraid to go. Holy crap. | got this all
wrong. Right? | got this all wrong. | got to do something else, you know? And sometimes it's a
big thing.

Mike Murphy (00:15:39) - Sometimes it's a small thing, but it just comes down to fear.
That's just fear of, you know. I'd like to think we're that way, we live for that. You know, we live
for the fact that, oh, my God, you described yourself. You know, | think when we were talking
that, you're not a maintenance guy, | don't put me in charge of something that's already
working because I'm going to break it, you know, so that | can fix it, you know, because that's
what really excited about. So | think that mindset is what drive what drives a big part of, of
where executives can get lost in it. You just gotta not be afraid to lean back in your chair and
feel like you're going to fall and relish that moment.
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Mike Harbour (00:16:19) - Yeah, | think that's the key. You nailed it. | knew you would have
the right answer. Right. I'm not saying it's the right answer.

Mike Harbour (00:16:25) - We could be wrong. In our experience, it's between the ears,
right? It's the fear, the mindset of what if | make a mistake or we're not ready yet? Or what if
you know, what if | say it wrong? you know, it can be there can be. | just | just had a coaching
session with a CEO client of mine earlier today. | mean, even successful people, CEOs that
you know, they'verisen to the highest levels of their industry or their company. They battle
that fear, right? That mindset of what if you want to speak into that a little bit.

Mike Murphy (00:17:04) - Sure | think and | heard the best way to kind of go after that, kind
is that sense of trepidation is to do. And then what? Right. Keep asking yourself and then
what? And then what? And then when and then what?. And to try to size the problem, like,
oh, if  make a mistake on this product rollout and my company and.

Mike Murphy (00:17:29) - Okay. And then what, you know, then next quarter's revenue is
going to be off by 25%. And then what? Well, then the board's going to be grumpy with me.
And then what? You know, he's just kind of going then finally could say, okay, I'm not going
to die, right? It's not, we're not building a respirator for a baby. Right? This is just business,
right? We could survive this. And more often than not, if you have the mindset of not being
afraid, you know, you're going to make far fewer mistakes. So the other thing which is an
edge, right? It's an edge that you can't be afraid of it. And the great athletes have it. And
obviously some of the great leaders in history have it, which is they were never out prepared,
you know. You know, I'm not necessarily always going to be the smartest or the most
eloquent, but | know in my heart I'm going to be constantly chasing perfection, and I'm going
to make mistakes, but I'm still going to be better than most folks because I'm constantly
chasing it.

Mike Murphy (00:18:26) - I'm constantly getting better at what | do, so I'm not afraid to
make a mistake. And by the way, there's a cultural aspect too which is if you surround yourself
with people that see your confidence, not arrogance, so they can approach you and say, hey,
dude, we're going off the rails here. We need to make an adjustment. They're not afraid to
tell you you're full of beans. You know, you're not that irreproachable leader, you know? Then
you've got kind of a magical culture. But that's got to be your mindset as well. Don't be afraid
to make a mistake. | know I've made so many mistakes in my career. | go back and look at it,
but I still think I'm better most because I'm not afraid. And | know I'm really good at what | do.
And if | make a mistake, it's not going to be from sloth or lack of thought. It's just something
that's going to happen and I'm going to deal with it and I'm going to be better for it.
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Mike Murphy (00:19:14) - And if it costs me a job or cost me anything, then okay. The
lesson was a little heavier than | thought, but | still move on. I'm still better for it. | think it's
confidence that you have and not be afraid.

Mike Harbour (00:19:25) - Yeah. That's so, so good. | love that, you know, because it took
me a long time to really learn it. |, | grew up with a lot of arrogance but not confidence, Mike.
And as a leader, you know, | had to learn to build my confidence Often thought others were
better than me. But | tell you. And today | feel like I'm better. Like you. I'm better than most.
It's not that I'm better than. It's just that | hung on longer.

Mike Harbour (00:19:55) - Yeah.

Mike Harbour (00:19:55) - Right, | took the lessons from the mistakes that I've made along
the way and learned from it. You know, Carol Dweck wrote a great book called Mindset.

Mike Harbour (00:20:05) - In that book she distinguishes the fixed mindset and the growth
mindset. For the great leaders that hang on, they're learning from those mistakes and
adjusting as they go forward. Right. But that's where that superior victory comes in. We've got
to be willing to pause a little bit and look and then also do what you said, set aside our ego
so that others can speak into our lives as well and call us out. You know, they're not
necessarily calling us out or pointing out our failures. It's not your mom or dad saying you're a
failure.

Mike Harbour (00:20:39) - Its your team coming around you and saying, hey, we're going
off the rails here. We think you're making a mistake. They're not calling you a failure. They're
just bringing something to your awareness. And that, to me, that's the sign of a great leader is
willing to listen.

Mike Murphy (00:20:53) - It's so important. You know, when | think about everything that
I've done in my career in terms of building teams and businesses as a team sport, right?
We're not sole practitioners.

Mike Murphy (00:21:03) - We don't have a lemonade stand by ourselves. Right? And
you're surrounding yourself with folks and the culture you create. And | tell everybody do not
sit out in the hall rehearsing your speech. Do not do that. Come right in. Call me all kinds of
names. Tip the desk over. You know, if you're grumpy at me, let me have it, because I'm not
interested in how you're conveying the message. I'm interested in the content. | have enough
confidence in myself to say, and it's empowering to sit there and say, you know, | screwed
that up. | missed that, and it's not like, you know, it's not cutting me to the core where
suddenly | can't get out of bed the next day. No. It's empowering. It's it was like, oh, geez,
and if you've got a team around you that you have that kind of level of communication,
they're not afraid to come in and say you know, you're not doing this right.
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Mike Murphy (00:21:55) - And | know that exchange, if | get that, if they're rough around
the edges, there may even be cussing at me a little bit. | go, okay, | got it. | could trade with
this team. I'm never going to talk to them the same way, obviously because of my role as
leadership. But if they're confident talking to me that way, | know I'm getting unfiltered,
passionate. | care about the organization feedback, and that is the single most important
thing you need to do as a leader. And then they feel hurt. And | and | say to them, look, you
know, this is not a democracy. So let's be clear. | reserve the right to pull rank. | won't do it all
the time. And we each reserve the right to say, | told you so. So if you were right, | was wrong.
You could come in and go. | told you so. But | get to do the same thing, right? | said, but
every now and then | may go in and say, okay, I'm taking the bat out of your hand on this one.

Mike Murphy (00:22:43) - You can be mad at me, but | got my reasons for doing it because
I'm ultimately accountable. But,if you have that kind of environment, that sense of
accountability and communication, | mean, that's what magic teams do, magical things. But it
starts with the leader having the confidence and the security to be able to, you know, solicit
and get, they don't have to be a constructive. It could be just a shouting match, you know, it's
just it's passionate. And then you got a good environment.

Mike Harbour (00:23:12) - That's good. You know, Mike, | know you're an expert in in
helping businesses grow and, you know, create value and exponential value. Let's talk about
that because again this the question about to ask you could we could probably talk about it
for an hour alone, but maybe what are the top three lessons you could share with our leaders
or listeners today that would help them in building and growing a maybe an existing business
to that next level, especially in the market that we that we're in, you know, kind of the
environment that we're in today or maybe it's a new business, maybe they're a startup and
they're trying to get to that next level.

Mike Harbour (00:23:51) - What are three of your greatest lessons that that you could
share today.

Mike Murphy (00:23:57) - Sure. the first thing | would say, and we've talked a lot about
culture and environment and all that, and that's, you know, probably near the top of the listin
terms of an organization's DNA and its a potential indicator for future success. | think it starts
with what we've already kind of talked about. You know, the second thing is, and which is
really around the strategic intent of the organization and defining their why, why are they in
business, why do they exist? And there's different kinds of cultures. There's sales driven
cultures, there's operational driven cultures, and then there's market driven cultures. And in
my career, you know, I've seen all three, and the only one that works is a market driven
culture where the company strategy and their why and what they're doing and why is built
around their customer and back. So that's strategic blocking and tackling.
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Mike Murphy (00:24:55) - That's like what's your value proposition. How are you bigger,
faster better cheaper. What's your proprietary distinction. You know what. How are you
discernibly better than the competition. It sounds simple, but | can say my forty years | never
saw an organization, you know, kind of get it right. And so a lot of the organizations that | look
at, you know, go to their website and see if you can tell me whether it's early stage or later
stage, see if you can tell me what they do, see if you can tell me how they're, you know, how
they make their customer lives better, especially some of the earlier tech ones ago. And this
is the floor. The kind of the tech entrepreneur madly in love with their new guys bot. They'll
throw things around like, you know, Saa$S stacks and Al and machine learning and you know,
all this stuff, right? And at the end of the day, how do you know, what's your value
proposition? What are you doing? And what's your proprietary distinction? Tell me why
you're bigger, faster, better, cheaper discernibly than the competition.

Mike Murphy (00:25:52) - So. The second area | think that is an area of focus is really
around the strategic intent of the organization. Does everybody in your organization
understand what your mission is? | mean, the old great adage about culture was the janitor in
Houston said, what do you do? He said, well, | you know, | work on the space program. | put
people on the moon. You know, there's just that sense of being part of something. So there's
strategy as a big part of it. The second thing | would say, is the lack of informatics. It's the lack
of really understanding your metrics and having meaningful numbers to steer by. | had this
conversation once, so this is a true story with a CEO of a publicly traded company, and this
company got in trouble because it wasn't growing the way it's supposed to. And of course,
the first thing you stop doing when you don't grow as you lay people off, you know, because
you got to save your way to greatness and then you start going through the budget.

Mike Murphy (00:26:50) - They couldn't answer price mix, volume questions about their
business. The revenue went up and down. They couldn't tell you. Was it a price change? Was
it a volume change? Was it because they had no idea, and they were starting to build a data
warehouse to try and get at that. And they said, we got to cut that. | remember saying to him,
why are you going to cut that? And he said, well, Wal-Mart knows everything about its
customers and it misses numbers. So what chance do we have? So | said, well, you're a
you're.

Mike Murphy (00:27:17) - So | said you're a pilot, right? Yep. Got some fancy avionics there
in the plane. Yep. Can you fly the plane without them? Yeah, but it's not good. Okay. Those
planes crash. Yep. But what the hell? What do you think? It took all the avionics out of the
plane. We don't need them anyway. So anyway, so the second flaw, | would say, is really
around meaningful data and then understanding.

Mike Murphy (00:27:39) - And | guess a subset of that is really around kind of the sales side
where they got pipelines. And those pipelines are made up heuristics, right? They just made
up and look at our pipeline and, you know, look at all the stuff and the close ratios, the
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chance of closing and all that forecasting is all. And it's fine. You got to do it. But they never
go back and test how good they were at predicting. So metrics, key visibility KPIs turn, you
know, goals are, you know, dreams, you know, with a deadline. So you just put your dreams
into meaningful, measurable KPIs. And I've found lots of companies where you tease it all out.
They don't realize where they're making money and where they're not. So and they think, oh,
we're doing great here. No, actually, you're growing in a line of business that's losing you
$0.20 on the dollar, right?

Mike Murphy (00:28:28) - So | would say that was the second thing. and the third thing is,
is building a management process and structure around trust but verify and accountability
clearly measured objectives that everybody understands. It's so hard to stay in the in the lane.
But you've got to provide regular feedback to everybody right. Quarterly formal sit downs
semi-annual actual written performance. You know really you know, engaging your people in
part of the mission. So I'd summarize that. We've said the fourth thing which talk about
culture, but it's meaningful strategies tested understood and driven throughout the
organization. It's data, KPIs, informatics that are meaningful that you're steering your plane
by. And the last thing is, is that regular, feedback loops and engagement with your
employees. Those are the those are the buckets that | would look at or | if | see somebody in
trouble, those are usually where they are.

Mike Harbour (00:29:31) - Yeah. That's really good. | thank you for sharing those Mike. And
and | know our listeners are going to want to know more about how they can get a hold of
you to learn more.

Mike Harbour (00:29:42) - Because, look, we're in a 30 minute conversation we've had
today a little bit longer on a podcast. We're simply hitting, you know, touching the the tip of
the spear, so to speak, about what what really happens. | do want to drive, our listeners back
to last week's podcast. | did and then | want you to listen to all of this episode. If you haven't
finished yet, continue to listen. as we wrap up, go back and listen to episode 390 on the Lead
Up podcast as well, and then come back and listen to this episode again and listen to Mike's
wisdom. The topic of last week's episode, Mike, was, what's the greatest question to ask
yourself as a leader? And you know what Mike's just described to us? Our four kind of big key
things that we need to set out there as a leader. Right. And again, this is about our vision as a
leader. It's its strategy, its tactics, its culture. And what was the what was the fourth one? there
Mike, | can't remember

Mike Murphy (00:30:41) - It was around feedback and engagement with employees.
Mike Harbour (00:30:44) - Accountability right.

Mike Harbour (00:30:48) - Fantastic. So what's greatest question that | think all leaders can
ask themselves is that if | want that, if | want that vision that I'm sitting out there, what do |
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have to do today to be that, to achieve that, to have that right. Because we can want that all
day long. | could want a healthy body. | could want to, you know, whatever it is, |, you know, |
can want millions of dollars in the bank. | can want that all day long. | can want this great
company that's run on with a great culture, accountability with systems and data and all those
kind of things. What is the leader | need to be right now, today, in this moment? What am |
going to say? What am | going to ask? How am | going to act? How am | going to perform?
How am | going to coach? What do | need to do in this moment to have those things that |
have in my vision? And so that's great.

Mike Harbour (00:31:39) - That's brilliant.

Mike Harbour (00:31:40) - And | had it for questions in that podcast. But yeah. Speaking to
that.

Mike Murphy (00:31:47) - And, so it comes down to does your calendar reflect your
mission? Right? Is our are the things that you're working on. | remember this was the
sammary of my old employer, which | thought was brilliant. And it was a little placard and it
said, what would your customer say about this? Right. And so the first question is, do you
know what your customer would say about it? So again, areyou plugged into your business.
And second of all, what are you doing in that minute, you know, and what you're doing. Is
that moving you forward? Is it necessary? Are you spending the time and the things you're
supposed to do? Does your calendar reflect your mission? And | tell you, it's easy and which |
love the way you framed it. It's easy to get lost.

Mike Murphy (00:32:28) - And so I'm I'm a little on the anal retentive side with regards to
planning and to do lists. And how much time do | think I'm going to spend on something,
and how much time do | actually spend on it? And so I'm, you know, really, you know,
probably borderline psycho actuary with regards to planning.

Mike Harbour (00:32:46) - | think visually, yeah.

Mike Murphy (00:32:48) - You know, | fail miserably because | always think I'm going to get
a lot more done. It was, you know, back when | was commuting and, you know, call the wife,
say, I'll be home at 6:00. I'm working on something, you know, 930. | walk in, you know, it's
invariably you just never can get it done as fast as you think, but | will. | have the discipline of
going back and looking and said, all right, well, what did | spend my time with? You know,
the to do list, the calendar, you know, look back to your point.

Mike Murphy (00:33:12) - You know, about looking back as you start to look forward.
because and then you realize real quickly said, gee, I'm spending time on things that are not
going to prove the enterprise value of this enterprise. If I'm not, you know, if I'm not putting
the time in now on these 5 or 3 or 4 or 5 things that | need to be doing, and I'm not checking
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myself, it's easy to get lost in it. So, you know, it's the old thing plan, do check, act, you know,
plan what you're going to do, do it, then go back and check to make sure you've been doing
it, and then act on with that foundation. So everybody's got their own system. |, you know, |
try to mine has been built up over the years and and some of it is also | use it, you know,
cannily to, to battle boring stuff.

Mike Murphy (00:33:58) - I'm like, | don't want to do that. But if | put it on a to-do list and it
jumps at me like, | gotta get this off my list, you know, it even took me, probably took me
more time to put it on the list than it did to do it. But | know in my discipline, if | do that, I'll
take it off the list.

Mike Murphy (00:34:12) - Yeah, | think that's that's the key there is.

Mike Harbour (00:34:16) - So good Mike, | coach leaders, | have a couple tools that | use
called once called the daily GPS. Yeah. There's the weekly roadmap. Right. And they're just
planning tools. What am | going to get done today. What do | need to get done this week.
You know I'm looking that week ahead the daily roadmap. What | got to do today today to
push toward that. you know, what mile markers do | have to hit.

Mike Harbour (00:34:40) - We're talking to executive level leaders today. We're not sure
who's listening. Entrepreneurs, business owners maybe you're a department manager. Here's
the reality, Mike. And I'm sure you're aware of this with your clients as well, is most people
rise to the level of their incompetence right there. The Peter Principle and typically an
entrepreneur or maybe even a CEO of a company, they're technically good in kind of
whatever business they run, because that's what they were like, you mentioned, you know, it
guy. And all of a sudden this IT guy becomes the CEO of the IT company is really good at
maybe coding or whatever it was. And now he wants to run the company that way. Right.
From a leadership perspective, it's new skills that we have to learn. We have to transform our
ability or skills, our thinking, to be able to lead effectively as well. Mike, this has been a great
conversation. We | know we could talk more. we'd love to do that.

Mike Harbour (00:35:33) - Tell the audience, though, how they can find you and and what's
your key area of expertise and specialty is if they want to if they want to learn more about that.

Mike Murphy (00:35:42) - So, the first question we ask is to ask anybody is are they
satisfied with how their company is going right now and where it's going? And then the
second question we ask is, are you open to a relationship with somebody that you know
might be able to lend a hand without any? Some of it doesn't necessarily have to be a
commercial relationship. So we're not sticking our tin cup out asking for money. But those are
the two questions. If you're satisfied and you're confident everything's going good or you're
not satisfied. But no, | don't need any help. | got it all figured out. Okay? You know, they
always say the second best answer in sales is the quick no.

Page 12 of 14



The Lead Up Podcast - Fatal Flaws Hindering Organizations
Episode Transcript

Mike Murphy (00:36:19) - But | think in terms of anybody that, again, it fits in that kind of
sweet spot of us.

Mike Murphy (00:36:24) - You got growth issues you're trying to figure out. You're trying
to figure out how to get more efficient in your operations and grow your margins. you're not
sure your strategy or you need some help on the cultural side, or you just need another set of
hands? You know, those are all the things that we can help with. And again, we have a very
diverse team. So I've got a wide range. You know, my skill sets are strategy, you know, and
analytics certainly growth strategies product sales marketing and built sales organization
growing up. That's | got a one couple of partners that are marketing geniuses. They do stuff
that | can't even, you know, think about. | got one of my partners, these logistics guy, jokingly
say he alphabetizing a sock drawer. You know, he's our 5:00, the Wapner guy, right?

Mike Murphy (00:37:15) - We've got all those skills, so even something as simple as a go to
market strategy where you need the sales execution side of it and sales skill set and sales
planning and CRM and all that stuff. But then there's a project management aspect, there's a
messaging side of it, and then there's, you know, other, other aspects that need to be
broughtin. So even simple as a go to market strategy, we bring multiple skill sets to the table.
So if there if there's a company out there and if you're not sure. Well, I'm all about building
relationships, so I'll have a conversation with anybody. Again, | spend a fair amount of time
just talking to folks. They might not have a need right now, but if | can bring them value and |
can help them, or I'd say, oh, | know somebody could connect you and |, it's not a commercial
relationship and do that all day long.

Mike Murphy (00:38:08) - Ultimately I'm not worried about the economics because when
we bring value to somebody, we're going to do work. We'll make that work. If | can find it,
help as many people as | can. That's my mission. | love that, and I'll do that all day long. And,
so, yeah, if you're not sure or you, you know, if you're kind of like, | need another set of eyes
on this, and | need a safe place to do that. Call us, you know, come, come, come talk to me.

Mike Harbour (00:38:35) - Right on. So you can find more out about Mike Murphy on his
website, Sunstone Management advisors.com. they've got a contact tab there. We'll make
sure we put that in the show notes for you. So you can go click that link and go right to Mike.
learn more about how he can help you create exponential value in the business, the teams
that you lead as well. Mike, thanks for being a great guest.

Mike Murphy (00:38:59) - My pleasure. | really enjoyed the conversation. You know, just
throw a little plug in about a sunstone. So I'm a history major. So you talked about skill sets,
right? So | have accounting for dummies in my. | didn't know what EBITDA was, so | had to
develop new skill sets. A sunstone is a, Viking navigation device that allowed the Vikings long
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before there were compasses to navigate the North Atlantic. You know, when there wasn't
the sun in the sky. So our little schmaltzy thing is we're going to help you find your son. So
that's what it.

Mike Harbour (00:39:31) - | have a sunstone behind me. It's a compass.
Mike Harbour (00:39:36) - That's right.

Mike Harbour (00:39:36) - That's that's my logo. And. Yeah, actually live on Sunstone Drive
where | live.

Mike Harbour (00:39:42) - Really?

Mike Harbour (00:39:43) - The address of my house. So, Yeah, that's great history. Thanks
for educating me a little bit.

Mike Murphy (00:39:51) - Yeah, it was my daughter. I've got to give her credit for that
because | said, we have a contest to name daddy's company. And she knew | was a history
major, and my lineage is Irish. And so there was a big Viking influence in Ireland. And she
said, you know, Sunstone Management Advisors.com is out there and a sunstone, you know,
and | thought, oh that's cool, | like that.

Mike Harbour (00:40:18) - Thanks, Mike. Appreciate the conversation. Appreciate what
you're doing. helping create a better world out there.

Mike Murphy (00:40:24) - Thanks so much
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