


184 The Payoff Principle

 

4. You Refuse to Settle for “Good Enough”

Producers are never satisfied with getting by or squeaking through. As 

Debbi Fields, the founder of Mrs. Fields Cookies, would say, great lead-

ers know that “good enough never is.”

In his Telephone Prospecting and Selling Report newsletter, Art Sob-

czak says, “Good enough does not win championships or make people 

Are you taking 

ownership for 

the educational 

changes you need 

to make?  Or are 

you simply sitting 

around and  

hoping things will 

work out?



185Chapter 11: The Process of Continuing Education 

excellent, wealthy, or healthy.” Champions know that good enough is 

seldom if ever actually good enough.

However, when I’m about to offer training in a company, some sour-

puss will always say, “I don’t need to go to those classes.” “I’ve taken 

plenty of training in the past.” “I’ve already heard all that stuff.” and 

“I’ve been here a long time and I’m doing good enough as it is.”

On the surface, the sourpuss might think he has a good point, 

but put his comment in another context. You wouldn’t want to hear 

your cardiac surgeon say, “I had a class on heart surgery once back 

in medical school. That’s good enough.” Likewise, you would have 

your doubts about the professional baseball player who says, “I don’t 

need to go to spring training. I’ve been playing the game for years. 

I’m good enough.” 

Of course, this commitment to ongoing development applies to orga-

nizations as well as people. Take Tastefully Simple, for example, a direct 

sales company that offers unique, easy-to-prepare foods. They refuse to 

settle for good enough and declare “personal development” as one of 

their core values. As a result, they offer a host of classes and conferences 

based on their TRIM model. They’re constantly looking for ways to 

Train, Recognize, Inform, and Model to their thousands of consultants 

around the country.

If that sounds too touchy-feely for you or your company, if you 

think their emphasis on personal development would be a waste 

of time, money, and energy, you should tour through this company, 

watch the employees work, and notice their overwhelming enthusi-

asm. As I walked through the company, I heard singing and cheering. 

I saw motivational prints and slogans everywhere. And I came across 

employee after employee who said, “I love my job. I love it here.” Taste-

fully Simple has turned their emphasis on education into an employee 

productivity factor and a healthy bottom-line result. 

To achieve the maximum payoffs at work or at home, you must adopt 

and adhere to the process of continuing education. Try these strategies.


