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10 Business Lessons to Learn from 
Baseball 

One of America's favorite pastimes is awesome for enjoyment and 

relaxation purposes, but it's also the source of numerous life and business 

lessons. After all, some of our culture's most popular sayings ("You can't 

win them all," "He really hit a home run that time," and "He was out before 

he reached First Base," for example) come from the baseball diamond. 

Filled with memorable characters and fantastic rags-to-riches stories, 
baseball is more than just a sport for millions of people. Here are ten 
favorite lessons from the wonderful sport of baseball.  Whether you've 
spent hours in the dugout or in the stands, or if you don't know an RBI from 
HBO, you'll find a lot of great inspiration!! 
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Lesson Number One:  It's a Long Season 

The Major League Baseball season stretches from April to October, and 

includes over 160 regular scheduled league games.  That doesn't include 

pre-season games or playoff match-ups.  With each game lasting an 

approximate 2.5 to 3.0 hours, that's a lot of time on the diamond!  

What happens in the first inning of the first game in the pre-season has little 

bearing on who the pennant winner will be. The season lasts a long, long 

(and some say TOO long) time. By the time the season wraps up, the 

average batter has been in the box over 500 times. Sometimes they get a 

hit, but more often, they get out. But that first time up to bat doesn't set the 

tone for their season - unless they let it.  

Business is the same way. While any one "pitch," customer interaction, or 

promotion may seem of the utmost importance -- and it is, in that moment -- 

in the overall scheme of things, it is only one piece of a larger mosaic. Yes, 

great players play hard every pitch, but they also know how to pace 

themselves and shake off a missed strike and move ahead. 

In your business, you need that perspective.  Yes, you want to hit a home 

run each and every time you are at bat, and you want to make a play every 

time the game comes your way, but chances are you are going to flub a 

few easy pop-ups, and miss a few easy strikes. That is just the nature of 

the game.  

Sometimes, your perfectly crafted sales page does not convert. 

Sometimes, an unhappy customer remains unhappy no matter how hard 

you try to fix the situation.  Sometimes, a great product doesn't sell well. 

Sometimes you can figure out why, while other times you just have to let it 

go and move forward, realizing that you will have hundreds of other 

interactions and opportunities to make your season a winning one. 

To put things in perspective, the best hitters in baseball typically have a 

batting average of around .300. That means every ten times they get up to 

bat, they fail to get on base seven times.  And these are the best of the 
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best!  Even the venerable Babe Ruth had a lifetime batting average of only 

.342.  

On a team level, most clubs are striving for a winning season -- meaning 

they win more than they lose. That should be your goal, too -- to win more 

than you lose.  And when you do lose -- clients, accounts, mailing list 

subscribers -- dust your cleats off and try again.  
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Lesson Number Two: Play All Nine Innings 

The last lesson taught us the importance of not letting one bad pitch, 

inning, or game ruin your season. This lesson is an extension of that -- not 

giving up too soon, and also not getting comfortable in what appears to be 

an easy win.  

Nine innings includes 54 outs, hundreds of pitches, and dozens of plays. 

Thinking at the bottom of the first that you don't have a chance to come 

from behind is a mistake.  I’ve seen it many times when a team has come 

back from a large deficit and win the game.   At the pro level the Colorado 

Rockies scored nine runs in the bottom of the 9th to win 12-9 over the St. 

Louis Cardinals.  

Stories of business comebacks are no less rare or impressive.  “Target” 

came back from near-obscurity to take on discount retailer Wal-Mart.  

Apple was almost belly-up when Steve Jobs returned to re-invigorate the 

company.  The shoe company “Vans” was limping along until it became the 

footwear of choice for a generation of skateboarders. Comebacks happen, 

even in the ninth inning -- and beyond. 

Of course, the reverse is true. For every comeback kid, there is a losing 

team. The story of the Rockies' win could be turned upside-down and told 

as a cautionary tale of the Cardinals LOSING in the ninth inning.  IBM, 

apparently entrenched as the "safe" choice for computers, couldn't hold its 

own and is now a shadow of its previous self.  Companies getting too 

comfortable in their role as market leader are a dime a dozen -- and their 

stock might be trading for little more than that. 

The lesson for small businesses is obvious: It ain't over until it's over. 

Whether you're struggling mightily to stay afloat or you think your business 

is set on auto-pilot, take heed.  Anything can happen, and that's why the 

game has nine innings.  If the outcome was certain, we could all pack up 

and go home at the bottom of the first.  

Don't become too discouraged by an apparent loss, and don't become too 
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comfortable with a certain win.  A change of pitcher -- or a change in the 

economy or market conditions -- can work in your favor or against you.  A 

new customer can change the whole game, as can a new competitor.  You 

never know what the other team has up its sleeve.  

Playing all nine is synonymous with doing your best, even when defeat -- or 

victory -- seems certain.  It is the mindset of a winner, who knows that 

losing an inning, a game, or even a season doesn't mean much when 

looking ahead to next year.  
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Lesson Number Three: You Have to Swing to Get a Hit 

It was little Joey's first season in Little League Majors.  He was only 10, but 

he was facing pitchers two years older and 20 pounds heavier than he was, 

and it showed.  Being a smart, if not big, kid, he figured he'd play it safe.  

He knew that even though they were much more experienced than he was, 

many of the pitchers couldn't throw consistent strikes.  If he just stood there 

and didn't swing, maybe he'd get lucky and get walked.  

His first time up to bat, it worked.  After three balls and two strikes, the 

pitcher threw a fourth ball for a walk.  He was on base, and he even 

managed to score a run when the kid behind him hit a home run. 

His strategy worked so well, he decided to try it again the next time he was 

up.  This time, he made it to a full count again, but the sixth pitch was a 

called strike, and he walked back to the dugout for an out. Still, he was one 

for two for getting on base.  

The next inning was about the same -- he stood there as three straight 

strikes went right by him.  He was out again.  Still, scoring one run in his 

first Major League game wasn't too bad -- was it? 

After the game, the coach went over everyone’s batting average.  Joey was 

a little surprised when the coach read his name aloud and said, “Zero.” 

Zero?  How could you have a “zero” batting average?  Hadn’t he scored a 

run?  His coach saw the confusion and hurt on his face, and after the treats 

had been handed out, he pulled the little boy aside. “Coach,” said Joey.  “I 

don’t understand.  How do I have zero?”  

The coach put his arm around Joey’s small shoulders and leaned in close. 

“Son, you have to swing to get a hit.” 

You have to swing to get a hit.  Those words reverberated in Joey’s brain. 

Maybe it wasn’t enough to get on base just because the pitcher threw balls. 

Maybe he did have to take a risk to get in the game.  



8 
 

You know how the story ends – the next game, Joey went in there 

swinging.  Over the course of the season, he hit some, he got out some 

and he missed some.  But he never forgot his coach’s wise words: You’ve 

got to swing to get a hit. 

The same is true in business.  Sure, you can score every once in a while 

because your competition is so bad that customers will choose anything 

else.  But to really be a superstar and make something happen, you’ve got 

to get a hit.  And to get a hit, you have to swing.  It’s as simple as that.  
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Lesson Number Four: The Better You Do, the More Fun It Is 

Some might say that professional athletes have the best job in the world. 

They get paid to play a game that many millions of people only dream 

about doing!  They spend the day in the sun, with thousands of fans 

screaming their names and wearing their jersey number.  How cool is that? 

It is pretty cool – but only if you’re winning.  If you’re in a hitting slump or 

your team is in the midst of a losing streak, suddenly, the sport you love 

isn’t that much fun.  And of course, the converse is true: The better you’re 

doing, the more fun it is! 

Translate that to the business arena.  When you’re in that golden space 

where every product you release is a hit and your customers love you, 

everything is fun – even paying the bills and emptying the garbage.  But 

when your bank balance is hovering near the red and every phone call is 

another unhappy client, everything seems like a chore, including the tasks 

you usually adore.  

It is possible to make a mental shift – in fact, it’s imperative that you do so. 

You can’t afford the luxury of a negative attitude, so here’s how to make 

things more fun when it all seems to be going wrong: 

1. Focus on small successes.  Did you meet a tough deadline, get a 
nice thank-you email, or release a new product?  Recognize and 
celebrate these achievements, however small. 

2. Downplay the bad parts. Remind yourself that everything seems 
worse when your attitude is bad.  Give yourself a reality check: Was 
the tone of that call from your partner as negative as you thought, or 
is your poor mental state coloring your perceptions?  

3. Choose to believe.  As the famous author and Holocaust survivor 
Viktor Frankl wrote, “Everything can be taken from a man or a woman 
but one thing: the last of human freedoms to choose one's attitude in 
any given set of circumstances.” You have the right and the obligation 
to choose your attitude – so why not choose a positive one? 

4. Do what you love.  If you truly love your job in a broad sense, then 
the little annoyances (like emptying the garbage!) are just part of the 
overall mission.  In other words, the more you love the big stuff, the 
less the little stuff matters. 
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No professional athlete lasts long if they don’t have mental toughness that 

allows them to continue on, even when times get bad.  As a 

businessperson, you need to cultivate that same mental toughness in 

yourself.  
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Lesson Number Five: Ignore the Hecklers 

Have you ever watched a professional baseball game and seen an athlete 

enter a stand to fight a fan because the fan went just a little too far in his 

taunting?  It’s not a pretty sight.  And no matter how abusive the heckler 

was, the athlete is the one who ends up looking bad.  Right or wrong, the 

assumption is that athletes are expected to rise above the crowd, not 

allowing the taunts, jeers, and comments to get to him. After all, the athlete 

is getting paid; the fan isn’t.  

This situation is similar to what businesspeople face.  You’ve heard the 

phrase, “The customer is always right – even when they’re wrong.”  That 

means that you sometimes have to bite your tongue and move forward, 

even when an objective observer would say you were “right.”  Here are five 

reasons you should always take the high road: 

1. You gain karma.  Putting positive energy into the universe will bring 
positive experiences back to you. 

2. You never know what’s happening behind the scenes.  The person 
screaming at the center fielder may just have found out he has colon 
cancer and is venting his fear.  The person sending you a nasty email 
may have just found out her daughter is suffering from epilepsy. 
Giving others an undeserved helping of grace might help them when 
they need it most. 

3. You can’t really “win.”  With customers (and heckling fans) you never 

win, even if you “win.”  Don’t get into a spitting contest when 
squashing them like a bug will just make you look bad. 

4. You won’t waste time or energy.  Some people are just grumpy, 
looking for some place to blow off steam.  Fighting back only fuels the 
fire.  Direct your energy where it can be put to best use.  

5. Your mom was right.  Remember when she told you that the people 
talking behind your back were just jealous?  A lot of times, that’s true. 
The fact that people are aiming their squirt guns your way is a sign 
that you’re succeeding, and the more you succeed, the more it will 
happen. 

 

Yes, it’s hard to ignore the hecklers. But here are some ways you can block 

out the jeers and taunts: 
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1. Imagine them as little children.  If a two-year-old was throwing a 
tantrum, you’d treat them with more compassion and less anger, so 
imagine them that way. 

2. Breathe deep.  When you think you’re being attacked, it’s easy to fall 
into that “fight or flight” response.  Breathing deeply helps clear the 
adrenaline from your body. 

3. Bring in a third party.  If a response is required and you cannot 

answer without anger or emotion, have an objective third party 
answer for you.  Many business people outsource their customer 
support email for this particular reason.  

 

Your time and energy is precious; invest it where you’ll get good things in 

return.  
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Lesson Number Six: You Play Better with a Coach Who Knows the 

Game 

Coaches matter. In fact, a so-so team can be taken to an unimaginable 

level based solely on the coach they have.  Coaches serve many roles for 

a baseball team: 

1. They see the big picture.  A catcher or first baseman may see the 
game only from their limited perspective; the coach sees everything 
on the field and how all the pieces fit together. 

2. They have the wisdom of experience.  The average coach has 
lived through more games than the average player, and they’ve seen 
things that some players haven’t.  They bring that experience to the 
team. 

3. They are invested in the outcome, but they are in it for the long 
haul.  Just as kids can’t see past the end of the school year, players 
sometimes can’t see beyond the end of the season.  The coach can 

put things into perspective. 
4. They inspire.  Because they care deeply about the players and the 

game, they are able to connect with the team in a way outsiders 
cannot. (If you have any doubt of this, just check out some of the 
famous “locker room” speeches from great sports movies such as “A 
League of Their Own.”) 

5. They get you in shape.  No one WANTS to do stadium steps or run 
wind sprints, but the coach knows that these unsavory exercises are 
needed to whip the team into shape.  

 

Just as you’ve never seen a winning ball team without a coach, you’d be 

hard-pressed to find a winning business person without a coach as well.  

A business coach can perform many of these same roles that a baseball 

coach does. They can help keep things in perspective, guide you from their 

experience and wisdom, help you think past the next fiscal quarter, and 

motivate and inspire you to move forward. They know what needs to be 

done, and in what order, so they keep you from wasting time and energy on 

unnecessary tasks.  
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The best coaches get personal satisfaction in helping you succeed, so 

choose wisely.  Find a mentor with a history of successes not just on the 

field, but as a coach as well. You wouldn’t want a baseball coach who was 

still reliving his glory days as a Major League fielder and felt in competition 

with the players on his team; you also don’t want a business coach who 

feels threatened by your success.  

Ask around for recommendations; the list of talented Major League 

Baseball coaches is short, and the best candidates come from referrals. 

The same is true in the business arena.  
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Lesson Number Seven: It Hurts Worse When You’re Losing 

Watch any sporting contest for long enough, and you’re sure to see at least 

one injury or near-injury.  The runner stealing home collides with a  catcher 

blocking the plate; the pitcher gets mowed down by a line drive; the center 

fielder runs into the wall. It happens.  

What is interesting to me is that the same tumble that might earn one 

player a few days on the DL (disabled list), is nothing more than a shake of 

the head from another player.  What causes the difference? 

What I’ve noticed is that if a player gets hurt sliding into home for the 

winning run, he’s more likely to leap to his feet and celebrate with his 

teammates, rather than having to be carried off the field on a stretcher.  

The simple fact: It hurts worse when you’re losing.  

The same is true for business.  If you pull an all-nighter to get your first 

product ready to launch and it’s a rousing success, earning you five figures 

in a matter of hours, you’re less likely to complain of sleep deprivation.  The 

adrenaline of a great play carries you through the discomfort.  But if that 

same person pulls an all-nighter for a product that flops, you’ll feel a lot 

more tired.  

Here’s what to do when you experience your own jaw-clenching mess-up: 

1. Remind yourself that a setback is just that:  A temporary obstacle, not 
a death sentence.  Tomorrow is another day, another game, another 
chance to improve.  

2. Look for the lesson.  Dig deep into a missed play or loss to find the 
nugget of wisdom you can use to improve your next go-round.  Did 
you find a great new widget for your blog?  Did you increase your 
traffic?  Did you make any new contacts?  These are all 
achievements that will outlive the pain of a bad tumble. 

3. Watch the instant replay.  Replay that awful crash not to beat yourself 
up, but in order to avoid a similar pile-up in the future.  Were there 
warning signs you missed?  Did you know the outcome was 
inevitable?  What can you do differently the next time around? 
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Losses hurt.  But they don’t have to send you to the infirmary for the rest of 

the season.  Remind yourself that there is a win hidden in defeat, and 

commit to finding and extracting the lessons.  It’s all just part of the game. 

The only true failure is to fail to learn from your own mistakes.  
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Lesson Number Eight: Review the Statistics 

Hidden in the announcer’s box is someone charged with a very special job: 

Watching each and every pitch thrown, ball hit, play made, and recording it 

all in the official Scorebook.  Each ball and strike, walk and steal, are all 

duly accounted for in the scorekeeper’s book.  Then, after the game, the 

scorekeeper calculates statistics such as batting average, earned-run 

average, slugging percentage, and a host of other mind-numbingly-precise 

details.  

Not only do these statistics give the announcers something to talk about 

during the inevitable lulls in the game (“This batter is 0-for-3 against left-

handed pitchers with an “X” in their last name!”), they also provide 

invaluable information for the coaches and the players themselves. The 

stats are reviewed and rehashed, posted and celebrated (or moaned) over. 

Statistics matter in baseball. 

They matter in business, too. Knowing that a certain affiliate is bringing in 

the bulk of your sales, or that a particular product’s appeal has dropped off 

significantly, or that one sales page is doing twice the business another is, 

are all valuable bits of information.  Sure, you can get lost in the numbers, 

but there are a few basics online business owners must track on a regular 

basis: 

1. Site visits/page views/unique visitors.  How many people come to 

your site?  How many pages do they view? Do they come back? 
2. Conversions.  When they visit, do they take the action you desire, 

whether it’s making a purchase or signing up for your mailing list? 
3. Total sales and total expenses.  How much are you bringing in, and 

how much are you spending?  
4. Referring sites.  Who is sending you traffic and why?  

 

If you don’t do business online, the same general topics can be tracked for 

any businessperson.  Instead of site visits, you can track number of people 

who come into your store or who call your (800) line, and what percentage 

of those actually order.  You can track total sales and expenses, and what 
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brought the visitor into the store (billboard, radio ad, referral from a friend, 

etc.).  

But tracking these statistics isn’t enough, just as knowing that your clean-

up batter always walks the first time up in a home game,  You have to DO 

something with that knowledge, and review it again and again over time, 

looking for patterns and trends.  You need to know as much about your 

business as those announcers know about the home team.  
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Lesson Number Nine: Slumps Happen 

In the classic baseball movie “Major League,” one of the players has taken 

to sacrificing chickens and rubbing mysterious voodoo tchotchkes on his 

bat in order to get a hit.  Some of the other players belittle his efforts – until 

it appears to work.  Superstitions aren’t just the stuff of Hollywood; Hall-of-

Famer Kiki Cuyler refused to move to a different spot in the batting order; 

Dolf Camilli used to rub the batboy’s head before entering the batter’s box; 

and possibly one of the most famous that players of all levels have 

adopted: Tapping your bat on home plate before each at-bat.  

The problem with superstitions like these is that they work… until they 

don’t.  Eventually the slump happens, no matter how many chickens 

sacrificed or batboys rubbed.  Sometimes, baseball slumps just happen. 

You’re on fire the entire season until one day you wake up, do everything 

you did the day before, and suddenly you can’t get a hit to save your life. 

You’re in a slump, and it hangs around until it breaks – or you do.  

Businesspeople experience their share of seemingly inexplicable slumps, 

too.  And just as in baseball, you have a choice: Through or out.  

Top-notch marketing blogger and best-selling author Seth Godin based his 

book, “The Dip,” on this very principle.  He says that dips – “slumps,” in 

baseball speak – will happen; it’s not a question of if, but when.  And when 

it does happen, you have a choice to make.  Are you going to give up, or 

are you going to barrel through it?  

If your reasons are strong enough, you will continue to get in that batter’s 

box, says Godin.  You’ll put out products, talk with customers, market your 

wares.  And you’ll also work behind the scenes to improve your chances of 

getting a hit.  You’ll review your statistics (Lesson #8), you’ll work with a 

coach (Lesson #6) and you’ll keep refining your process.  And then you’ll 

keep on swinging (Lesson #3).  And eventually, the slump will end and 

you’ll get that hit.  

Of course, giving up is always an option.  More than one baseball player 

has let the slump get the best of them and quit without ever managing to 
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make it back on base.  The choice is yours.  In the meantime, your 

competitors will be facing the same challenges at one time or another.  The 

spoils will go to the one who can stick it out. 
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Lesson Number Ten: The Game Reflects Your Preparation 

When you watch a Major League Baseball game, it can seem like magic. 

The organ is playing, the crowds are madly cheering, the diamond is 

groomed just so, and the players are all in the zone.  It seems impossible 

that they can miss a ball or not make it to the base on time to beat the 

throw from short.  

What you don’t see is all the preparation that goes on behind the scenes. 

The steamy spring training scrimmages under the blistering Florida sun. 

There are the thousands of swings in the batting cages, the pulled muscles, 

the locker room pep talks, and the sweaty socks.  What you see is the best 

of the best – after all the hard work has gone in. The three hours of game 

time are really a drop in the bucket compared to what preceded it. 

Business is the same.  When you see someone’s “perfect” website, or 

watch their seamless launch, you aren’t witnessing the blood, sweat, and 

tears that went into it. You see the beautiful product displays, piles of 

spreadsheets, and hours upon hours of hard labor.  

Transfer this to your own endeavor:  Any professional athlete will tell you 

that you’re only as good as your preparation.  If you don’t practice hard, 

you can’t play hard.  And if you don’t play hard, you can’t win.  

How much effort you are willing to dedicate to the background work of your 

business will determine how far you will go.  Everyone from Bill Gates to 

Steve Jobs to David Ortiz to Alex Rodriguez knows that it’s the hours that 

you put in off the field that determine how far you go on the field.  

To be a success in business, you have to be willing to: 

 Practice.  Do dry-runs of your processes to make sure they work. 

 Listen to your coach.  Accept feedback from your mentors and 
coaches without getting defensive.  They’re just trying to make you 
the best you can be.  

 Try new things.  Adjust your grip on the bat, try a new marketing 
angle, take a few risks in a practice game to see how it works.  

 Work with your teammates.  Team spirit is built in the hours on the 
practice field, in the dugout, and in the locker room BETWEEN 
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games.  What can you do to create a spirit of teamwork with your 
employees before you’re under the gun? 

 

While playing to a crowd can be invigorating, exciting, and motivating, the 

real motivation must come from within.  Remember that character is how 

you act when no one is looking – and character is what makes a real 

winner.  
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Conclusion 

Baseball is life – the rest is just details. 

 

While the above quote is somewhat tongue-in-cheek, I hope by now I’ve 

convinced you that baseball holds a lot of wisdom that’s applicable to life in 

general and to business in particular.  From setting an example of how to 

handle adversity, to teaching us how important it is to take risks, baseball is 

full of wisdom. 

I hope you will look at one of our nation’s favorite pastime with a different 

perspective, searching for more ways we can apply the lessons of the 

players to our everyday business and entrepreneurial challenges.  

I truly believe that when you’re ready to learn, the teacher will appear; 

perhaps in the form of a uniform-clad second baseman. 

To your success – and to a winning season! 

 

 

 


