Chapter 4 – Do What You Say You’re Going To Do 
In my business, or any business, there are three kinds of employees: A, B and C employees. The all-stars, those who love their job; then those who are doing the bare minimum, and the challenging ones who never contribute to the team. They’re the ones who have a crappy attitude, are chronically late, and may bring constant drama. You get the picture. 
The “A” employees bring me solutions, not problems. Every business needs “B” employees as well, but the “C” employees need to find a better fit somewhere else. In this chapter I lay out the importance of following through and some strategies for building the right team of people who do what they say they’re going to do. This is especially important in those first several years of building a business. 
In those first several years, you’re in the grind. You’re not focusing on 5 years out, you’re not keeping your eyes on the big picture or the long term view. Right now you’re focusing on that razor-sharp edge of being able to feed yourself and your employees, and keeping the lights on. During this time, it’s important to collaborate and keep the right people around you, especially when you hit rock bottom, as I did in Charleston—which you’ll hear about in this chapter.
To ensure you’re not just getting one man’s biased opinion, I’m also bringing in my good friend and business partner CR’s perspective. We both think the ideal characteristics of a CEO include being open to suggestions and change. The CEO needs to be open to feedback and can’t be set in his or her ways. Being approachable is critical so you can find out about problems before they spiral out of control. 
You also need empathy, not sympathy. While sympathy is feeling sorry for someone, empathy means walking in their shoes and really understanding what they are going through and how hard it can be. This quality of empathy is vital to manage your personnel, conduct sales and solve customer issues. Finally, communication – a very overlooked yet important factor. Man up and have the tough conversations so you can notice problems quickly and get to work on solving them. Examples of these qualities will emerge in the stories I’m about to share with you.
The Value of Networking
Driving down to the Master’s golf tournament in Georgia, CR and I had a chance to reflect on the early days of ISL when we were assembling the right people. The golf course is on one of the prettiest landscapes you’ll ever see. There is not a blade of grass out of place, not a weed in any flower bed. It is true perfection. Whether you like golf or not, everyone should appreciate the Augusta golf course.
Building the right team means finding people who complement you well. I don’t want a carbon copy of myself in another executive – it’s essential that we bring different skills to the table. Most people would advise against working with friends OR family, but once again I’ve bucked the norm and have done both. 
The biggest lessons over the years have never been about the job itself; it has always been about the value of networking and having the right people around you. Meeting people from different backgrounds and staying in touch has always been a huge part of my successes. 
I’ve seen it over and over again. When you meet people and genuinely stay connected, you never know where those connections might lead. It’s not about keeping score or expecting a favor right away; it’s about showing kindness, building trust, and supporting each other. 
Networking is about long-term relationships, not transactions. 
So when I talk to younger people, especially those starting their careers, I tell them the same thing: you don’t have to know exactly what you want to do. Focus on building friendships, staying in touch, and being there for others. When you do that, you’re setting yourself up for opportunities down the road.
Building the Team
When I’m hiring, I look for people who align with the culture we’ve built. I’m a nice guy, but like the title of this chapter – do what you say you’re going to do. Accountability is important to me. If someone doesn’t perform, we try to ensure they know where they stand early on, so it’s never a surprise if things don’t work out and we have to let them go.
Letting people go is one of the hardest parts of leadership. When the economy tanked, I was a DM in South Carolina and had to make tough calls on hours, pay, and layoffs. But a guiding question I’ve always used to find clarity is this: Is this person helping me build a better life for my family, or are they taking food off my family’s table? If they’re not contributing, then it’s time to part ways.
Over the years, I’ve learned that in these situations, less is more. Keeping it simple and direct when letting someone go is essential; if you start overexplaining, it gets emotional, and it’s easy to second-guess yourself. It’s important to be clear—it’s not personal; it’s just business. People usually know if things aren’t working out, and making it quick and straightforward is actually kinder in the end.
At ISL, we believe in the power of self-reflection, and I think it’s especially valuable for younger people in today’s world. It’s easy to point fingers when something goes wrong, but at the end of the day, you’ve got to take a hard look in the mirror. It’s about asking yourself honestly, Am I meeting the expectations of my role? Am I doing everything I can to succeed here? And if the answer’s no, that’s a reality check that only you can address.
And at home, too, we try to instill this quality in our sons—that you have to own your part before placing blame. That hard look in the mirror can be uncomfortable, but it’s essential for growth. You have to be willing to recognize what you could be doing better or where you may have fallen short. This approach—reflecting before reacting—can make a difference in every part of life.
Don’t Make the Same Mistake Twice!
In building this business, one of the core values I’ve tried to instill is that making mistakes is not only okay but part of the process. Especially for younger team members, I want them to understand that mistakes don’t need to be hidden. Early on, I made it clear that asking for help is crucial. You don't need to be perfect, but you do need to be honest about where you need support.
"Look," I often say, "we’re all learning here. I haven’t built a business before; most of us haven’t done this before. So, we’re going to make mistakes, and that’s perfectly fine. What’s not okay is letting pride or fear keep you from speaking up when you need help.” I genuinely believe that everyone needs that reminder—both in business and in life. Social media might paint a picture of perfection, but behind every polished post is someone dealing with challenges, doubts, or tough situations.
People often hesitate to ask for help, thinking they need to handle everything alone, but that mindset can lead to much bigger issues down the road. If someone’s mistake doesn’t come to light until it’s nearly disastrous, it’s usually because they were afraid of judgment or repercussion. That’s something I work against. In our company, mistakes should come with a learning opportunity, not punishment—unless, of course, it’s the same mistake repeated multiple times.
Our approach is culturally ingrained, with feedback loops that run from daily reviews all the way up to quarterly evaluations. At the “deal level,” for instance, our operations and sales teams are constantly reviewing their progress and catching mistakes in real-time. If there’s an error, the sales manager or a mentor steps in to coach them on it, so we’re addressing these things before they escalate. When it’s something significant, we elevate the issue, and I might get involved, but even then, the goal is the same: learn from it, grow, and don’t hide.
Each quarter, I bring everyone together to talk about results and reflect on areas for improvement. We review the big-picture stuff, but it’s these daily, deal-level corrections that really keep us on track. The expectation is that mistakes will happen—it’s inevitable. The key is to ensure we learn from each one so it’s not repeated.
Ultimately, we’ve built a culture that values openness and improvement over perfection. Making a mistake is just one step in the process. The job is simply to make sure we don’t make the same one twice.
Virginia Beach Business Culture
The unique blend of skills that CR brings to our business has helped us mature in ways I couldn’t have anticipated. Coming from a marketing and sales background for a larger and more established technology company, he added a layer of structure and process that’s really helped us refine how we operate. His rather “ruthless” way of finding inefficiencies is tough but necessary. He also has a talent for building efficiency by implementing the right technologies and tools. 
For instance, he’s moved us from manual, spreadsheet-based tracking to centralized systems, where everyone has access to clean, accurate data. That’s been huge, as now we’re all looking at the same numbers in real-time, which keeps us aligned and accountable. When everyone can see the results—both good and bad—it not only pushes people to perform, but it also allows us to address issues immediately rather than letting them fester.
His experience has shown us that while a small business can get by for a time on “brute force” alone, growth demands infrastructure and processes. If we want to scale, we need systems in place that ensure we’re working smarter, not just harder. Having a mentality of constant improvement and finding ways to be more analytical about our approach is really important—especially in sales and marketing. By pinpointing where we’re getting results and where we’re not, this mindset helps us make strategic decisions about where we allocate resources. A mature business owner knows when to cut off an unprofitable venture or process.
In addition to this process-driven mindset, creativity is also hugely important. ISL has developed a culture of accountability without losing our entrepreneurial spirit. It’s a fine line—one that’s only possible to walk if we’re all genuinely invested in each other’s success. In a small business, the stakes feel personal; you know everyone, and your results affect everyone. Approaching accountability from the mindset of showcasing impact is a very different feel than the more typical “punitive” style of accountability. We want to create an environment where every team member can see their impact and know how their work contributes to our goals.
Our company culture is nested in the larger Virginia Beach culture, which feels like the biggest small town on the East Coast. Although it’s a large city by population, there’s an interconnectedness here that’s almost unheard of in other big cities. It feels like everyone knows everyone, especially if you’ve been here long enough. Families like mine—who’ve been around for generations—become part of the fabric of the place. People know your story, and connections between businesses often blend the professional and personal in a way that creates a strong trust factor.
The local business culture in Virginia Beach is unique because so many professionals here grew up together or have longstanding relationships. There’s a level of trust and mutual support that you don’t always find in larger metro areas where transactions are strictly business. Here, people are willing to go the extra mile for each other. One of the reasons I feel so at home in this business and community is because we value those relationships and the sense that we’re all part of something larger than just our own companies. This is a place where people tend to stay, set down roots, and build connections that last a lifetime.
While it was the right decision to leave Virginia Beach and head to Denver, it was also the right decision at the right time to leave Denver and move to Charleston. It was not without its intense challenges, and ultimately I would end up at rock bottom in just a few years and moving back to Virginia Beach to start all over again.
Leaving Denver
Looking back, the decision to uproot my family and move from Denver to Charleston was pivotal. We had just had our first child, and here I was, making a major cross-country move with my family. I was all-in on the role and had worked with the same regional vice president for almost eight years. We weren’t just colleagues at that point; we knew each other personally. And this wasn’t just any transition—I was stepping into one of the highest-level positions in the company, a major move that I expected to be met with some recognition for what I’d done for the company. But when it came time to make that move, all they offered was a rental van. They threw in $500, maybe $1,000 tops, for the expenses. The rest was on me.
I couldn’t believe it. I was relocating my family across the country for them, moving away from the life we’d built in Denver. But the company couldn’t see beyond the cost of a moving van. It hit me hard—really hard. That was the moment the loyalty I’d held so close for years started to crack. Here I was, giving everything to them, and it felt like they couldn’t care less. That sting—that realization that I was just another name on a spreadsheet—cut deep.
Once I saw it, I couldn’t unsee it. And I started noticing more and more signs, small ways that loyalty felt one-sided. It was a snowball effect, eye-opening and painful. I’d always believed in loyalty to a fault, but now it was clear: my loyalty was my own, but theirs was nowhere to be found. The idea that you’re pouring your heart into a company that won’t do the same in return—it’s a hard pill to swallow.
The move to Charleston forced me to reassess everything. I still had work to do and a team to lead, but now I was more aware. I wasn’t blinded anymore. I was ready for a bigger challenge, a place where that loyalty and hard work would be valued.
Charleston – Lessons Learned about Leadership
Moving to Charleston, South Carolina was something—we had a great house on a cul-de-sac in a golf course community. A good place to raise the family. But stepping into the district manager role, Charleston was an eye-opener. You had these extremes: the wealthy, and then everyone else, with no middle ground. There were challenges you’d see in some places in the Southeast—people dealing with generational health problems, poverty, even substance issues. It was a hard adjustment, realizing that quality of life was just lower there than what I was used to.
And I had this big district to run with eight branches at first. I was managing branch after branch with all kinds of different personalities and problems. I learned fast that I couldn’t be everything to everyone. I tried to be there for everyone, from the managers to the part-time employees—until I realized, it was draining me and I had no energy left to give. As a leader, it’s important to work directly with your managers, then let that filter down. Your managers have to work directly with their people—you have to let your managers do their job. This is where I learned the value of asking people to bring me solutions, not just problems. If it’s something you absolutely can’t fix, sure—bring it to me—but not before you try to solve it yourself.
Then the pandemic hit, and things really went sideways. It hit the South hard, and we were seeing the consequences in real time. The challenges people were already facing with health and poverty, and sadly during the pandemic, issues with substance use got worse. And for the stores, that meant trying to keep people safe, dealing with staff shortages, and struggling to stay afloat in small towns where business was already tough. Morale was low, and some of the employees had a hard time getting through it all—there was a lot of stress, fear, and pressure just to keep going.
Corporate was still pushing us to open stores everywhere, “a branch on every corner” kind of mentality. But they didn’t know what it was like down here. We’re trying to put stores in small towns that just couldn’t support them—towns where you’re never going to make a profit. And as district managers, we were all complaining, saying, “I’ve got to open four stores next year, and I have no idea where the hell I’m supposed to put them.” We all knew it wasn’t going to work, but that was the pressure from corporate up in Winona. They had no idea what was going on in Walterboro, South Carolina, or anywhere else down there.
Corporate was completely disconnected from what we were doing at the branch level. I remember a call with all the district managers and the CEO at the time. They introduced a new pricing strategy, offering a 15% discount off a list price, but they had inflated the list prices to make the discount sound bigger than it actually was. I called it out, saying it was still double what competitors were selling for, and the CEO just slammed me on the call. It was like, he had no clue what was really going on on the ground. That was a huge red flag for me. It was clear that the higher-ups had no idea what we were dealing with down at the branch level. They were running everything from up high and it just wasn’t connected to reality.
So, when I look at how I lead now, it’s all about staying connected. I get that as a company grows, you can become more disconnected from the front lines, but I always make sure the door’s open for my team. I want them to come to me with problems, but they need to have done their homework first. I tell them, "Don't come to me with a problem unless you have a solution or at least some ideas on how to fix it." That’s what’s key. It’s not just about bringing the issue up—it’s about thinking through how to resolve it. A problem’s always going to lead to a solution if you really put your mind to it.
As for growth, small businesses can’t take too many risks or grow too fast. It’s about finding a balance. A quote that I heard from a mentor has always stuck with me: “People often overestimate what they can do in the short term but underestimate what they can do in the long term.” Small businesses are on a razor’s edge—you’ve got to be really careful. If you try to expand too quickly or take too many risks, it can all come crashing down. It's about being more conservative and focusing on profitability. You can’t just grow for the sake of growing. If you don’t have the cash flow to back it up, you’re setting yourself up for failure. That’s why slow, steady, and methodical growth is the best way to go.
I learned a lot of lessons about the leader I would become through all of this. A big one was understanding the importance of steady, controlled growth. Eventually, we were fortunate to get an investor who believed in us and allowed us to keep pushing forward. Having that partnership was crucial to our success and gave us the room to make the right decisions for the business.
Rock Bottom
By the end of my four years in Charleston, it had become almost unbearable. The economy crashed in 2009, and it was like everything we’d built was crumbling. Fastenal’s focus was all about profits, but when the economy tanks, there's no growth to be had, and that’s when everything started to spiral. I had to lay people off, and we were only allowed to hire part-time workers who could work just 15 hours a week. Who can live off 15 hours a week? So you’re stuck in a bind—how do you find people who can even survive on those hours? The personnel situation was a nightmare. And on top of that, I was working harder and harder but making way less money. I took about a $40,000 pay cut. I’m busting my butt, working more hours, and losing money. It was like a slow death, like I was just dying a little bit more each day.
And if that wasn’t bad enough, I ended up landing this huge account for Fastenal—one of their biggest. It was with one of the largest manufacturers of armored vehicles, the company that built the MRAP (Mine-Resistant Ambush Protected) vehicles for the Department of Defense. We went from no business with them to having eight employees onsite managing everything for them—production fasteners to their maintenance supplies, plus personal protective equipment and commodities like gloves, earplugs, soaps, rags—everything. It became one of Fastenal’s top five accounts, doing $250,000 a month in sales. My quarterly bonus was based on my net profit for my district, which was also coincidentally $250,000 per quarter. However, my bonus was only $3000 that first quarter, a drop of more than 80%. 
I remember bringing this to my Regional Vice President at the time because this seemed absurd to me. Before the economy crashed, my bonus was more like $20-25k per quarter. When business is thriving, no one expects to have their income gutted  My Regional VP said “But you’ll be overpaid next year when the economy comes back.” I could not believe what I had just heard. I simply could not wrap my brain around my district netting $250k per quarter and them only paying me $3000.
But then everything took a dark turn. The manager of that big account I had just landed was a guy who was confident, liked by the customer, but also confrontational. Sadly, he ended up getting hooked on crystal meth and he started stealing products from our customer. This wasn’t just small-time theft—he was driving Fastenal’s truck three times a week to deliver products to the customer, but also stealing the products and taking them to a meth lab at another government contractor’s facility. The DEA eventually busted him. They had him on video, caught him stealing products, driving back and forth, while also cooking meth in the paint booth of a government contractor.
One day, I was called into a meeting by the head of security for government contractor, and there was a guy there with a DEA jacket. I knew something big had gone down. We sat down, and they showed me the video surveillance of my manager, stealing from one of our largest accounts, and also cooking meth. The stolen products were being bartered for crystal meth. To make matters worse, I had to fire the manager, who was in charge of my district’s largest account, but also had to figure out how to keep the business from kicking us out. If we lost that account, it could’ve been disastrous for us. But I got zero support from corporate. I had to handle everything myself—getting the stolen products back, counting them, and determining their value. Corporate wasn’t there to help. I was running the district and trying to keep this massive account, but I had no support. I was being hung out to dry.
I’ll never forget the moment when I was standing in the shower, just crying uncontrollably. I was done. I had nothing left. That was the breaking point for me. I felt like I couldn’t keep going anymore. I was working around the clock, probably putting in over 60 hours a week, and the stress was taking its toll. I was so tired one day that I showed up to a sales call with two different shoes on. I hadn’t even noticed. One of the branch managers pointed it out, and I couldn’t believe it. But I was so exhausted, I didn’t even have time to go home and change.
The other heartbreaking moment came with my family. Amy, my wife, called me one day, absolutely hysterical. She was at Walmart with our two kids—Jake, who was about four, and Hunter, our newborn—and she couldn’t pay for the groceries. Our credit cards were maxed out, and she was in the store with a cart full of food, crying with the kids in the background. She had to leave everything behind and come home with no food. That was a low point. Hearing her cry with the kids in the background, knowing I couldn’t do anything to help her, was devastating. I was as close to rock bottom as I’ve ever been. At this point, I knew something had to change.
Wrestle to Win
Now, when it came time to leave Fastenal, things were beyond difficult. I was stuck. We were flat broke, upside down in all our finances. I couldn’t afford to leave. I was in a position where I had to keep working, even though I was working on other projects behind the scenes. There was a serious conflict of interest. I wasn’t proud of it, but it was the reality of the situation. When I finally gave them my notice, it got ugly. I was managing two of Fastenal’s top five accounts, both of which were involved in the MRAP program, so I had access to a lot of sensitive, proprietary information. When I left, Fastenal didn’t let me go without a fight. They came after me hard, and it was a very difficult and tense time. There were a lot of consequences for making that decision, but it was a choice I had to make to move forward.
Amy was busy taking care of the two kids while I was commuting between Virginia Beach and Charleston – a 6 ½ hour drive – in order to sell the house. The economy had crashed, so we actually had to show up at our closing on the home in Charleston with $40,000 cash – I had to pay to close on the house, far from getting a windfall that I could use to start the new business. 
I wasn't perfect. Hell, I did what I had to do to survive, and I don’t regret a damn thing. Sure, I might have done some things differently, but I got angry, I got careless at times, and I probably made mistakes because of that. But if you ask me now, I wouldn’t change a thing. I had no choice but to push forward. Remember that word my Dad taught me? Tenacity. I had to wrestle to win. This experience got me to where I am now, and sometimes that’s all you can ask for. My exit strategy? Yeah, I could’ve handled that better. Should’ve been more strategic. But at the time, I was just trying to keep my head above water.
It was a tough gig from the start, moving from Denver to Charleston. Think about moving your wife and infant across the country to take a promotion to one of the highest levels in the company, meanwhile…all they paid for was the moving truck, but leaving me to figure everything else out on my own. They weren't exactly the easiest to work with. The whole "you figure it out and just sell" approach without listening to my ideas about pricing, strategy—none of that built any trust. They just kept pushing me into a corner, expecting me to make it work. It wasn’t a good setup from the beginning, and when you’re stuck in a bad situation, you either fight to survive or let them walk all over you. The lack of leadership and support is something I’ll never forget and it sticks with me to this day. It also made me realize the type of person I never wanted to be in a leadership role. 
And I’m not the kind of guy who’s just going to take it. It takes a hell of a lot to get me angry. I’m pretty easygoing, I get along with almost everyone. But when you start messing with my family’s livelihood, that’s when I start fighting back. They pushed me past my limit. I’ve got a lot of patience, but once you start taking food off my table, I’ve got no patience left. So, I did what I had to do. There was no other choice.
One of the biggest wins that came out of that mess was landing the MRAP account. It wasn’t just some regular deal. They were building these armored MRAP trucks for the military as fast as they could to get them into theater—meaning the theater of war—but they fell behind shipping the spare parts needed to repair the vehicles. They had this huge backlog with the Department of Defense, and they needed someone to step up and handle it. They came to me and said, “You’re the fastener guy. You’re our go-to supplier. We need you to figure out how to ship all this stuff.”
At that point, I was thrown into the deep end. I had to teach myself how to navigate government contracts, how to handle the paperwork, how to meet their requirements. It wasn’t pretty. It wasn’t smooth. But I got it done. That kind of experience is invaluable, though. When you have to learn something from scratch under pressure, it sticks with you. That’s when I learned how to turn chaos into opportunity, and it gave me the confidence to go out and start ISL. Without that, I don’t think I would’ve had the guts to make that leap.
But the biggest lesson I walked away with was knowing when to pivot. In business, just like in wrestling, you’ve got to recognize when you’re in a bad position, and you’ve got to change your game plan before you get pinned. You can’t just wrestle not to lose. You’ve got to wrestle to win. And at first, I was wrestling not to lose. I was trying to play it safe, to avoid making mistakes. But that mentality only gets you so far. As I grew, as I got more confident, I started fighting for the win. That’s when things really started to change.
Solid Foundations
Looking back, I know I could’ve done things differently. I probably could’ve made better decisions, especially with how I left Fastenal. But all of that taught me the grit and determination I needed to build something for myself. Everything I went through—good and bad—shaped who I am today. And no matter how tough it got, I kept pushing because that’s what it takes to survive in this world.
When I think about starting ISL, one thing I always stress is how important it was to have a solid foundation. You’ve got to be in a good place personally before you can take on anything new. If things are tough at home, if you’re not getting the support you need, trying to start a business or a new career is only going to make everything harder. That family foundation and support, is crucial. And, looking back, I see how much I took that for granted. I really didn’t fully appreciate it until I found myself in a situation where I had to rely on her more than ever. Please don’t ever take your family or loved ones for granted.
Amy was the glue that held everything together for me. I can sit here and talk about how I’m the CEO, but the truth is, it was Amy who kept everything from falling apart. Amy deserves all the credit for being the one who kept us going. When things got tough, it was her resilience that made it possible to keep moving forward. I think a lot of people forget how important that is—having a team at home that’s solid, supportive, and invested in what you’re doing. And it doesn’t just apply to business; it’s just as important in your personal life. You need that solid foundation.
I didn’t always recognize it, but the sacrifices she made during those years were huge. We moved six times in five years in Virginia Beach, and let me tell you, that’s not easy on anyone, especially with young kids. There was a time when we were living in a small studio apartment—basically a converted condo in a retirement community—and it was brutal. Our family of four was crammed into this tiny space. It was one room with a closet. The walls were paper thin, and with two young, screaming kids, it was beyond tough. I remember we would hang our towels over the balcony to dry because we didn’t have a dryer. Of course, we’d get complaints from the neighbors—older folks who didn’t understand what it was like to live with two young kids. It was hard not to feel out of place. Everyone else’s lives seemed so buttoned up, while we were just trying to get by, living on a tight budget.
But despite all the hardship, I did learn a lot during that time. It wasn’t easy, but it made me the leader I am today. And, you know, I met some amazing people in South Carolina—people who still stay in touch with me, who call me for mentorship. That’s something that makes all the tough times worth it. I still consider those relationships to be some of the most valuable ones in my life. Even though my time there didn’t end the way I wanted, I’m grateful for the people I met and the impact I had on their lives.

GET TACTICAL
STRUGGLE BUILDS STRENGTH – TURN ADVERSITY INTO OPPORTUNITY 
1. Networking 
[image: Bullseye with solid fill]Networking isn’t about collecting contacts; it’s about building real, lasting relationships. It’s not always about knowing exactly where you’re going—sometimes it’s about connecting with people, building trust, and supporting each other. Those connections may lead to something meaningful down the line.
2. Grit 
[image: Bullseye with solid fill]Success in business isn’t handed to you—it’s earned. It takes grit and resilience to push through the challenges. Business isn’t a straight line, but the ones who persevere, keep moving forward despite the setbacks, are the ones who win. It’s the grind that sets you apart.
3. Build the Right Team 
[image: Bullseye with solid fill]Leadership is about more than making decisions—it’s about getting the right people on the team. The best leaders find people who align with the vision and the culture, who will hold themselves accountable and push the company forward. A great team can make or break everything.
4. Learn From It, Don’t Repeat It
[image: Bullseye with solid fill]Mistakes are part of the game. It’s not about avoiding them—it’s about how you handle them. A culture that doesn’t fear mistakes is a culture that can grow. I always tell the team: learn from it, don’t repeat it. It’s the lesson that matters most.
5. Cut the Noise
[image: Bullseye with solid fill]Chaos feels like the enemy when you’re trying to stay on top of everything. But the right systems bring order. Streamlining processes and centralizing the work doesn’t just make things easier—it creates space to move faster and more accurately. It’s about cutting out the noise so you can focus on what matters.
6. Trust & Culture
[image: Bullseye with solid fill]Trust doesn’t come from promises; it’s built through actions. When people have each other’s backs, the whole team becomes stronger. The real power in any group comes from knowing you can rely on one another, not just for the big wins but for the tough days, too. 
7. Real Leadership 
[image: Bullseye with solid fill]Leadership is more than just a title or a decision made from a distance. It’s about staying connected to the work and understanding what’s really going on. Real leaders don’t just lead—they know that the best decisions come from being in the trenches with the team.
8. Struggle, Resilience, and Growth 
[image: Bullseye with solid fill]Life isn’t always easy. The pressure, the mistakes, the moments where it feels like everything’s falling apart—it all tests you. But it also builds you. Resilience isn’t about avoiding failure; it’s about learning from it and pushing forward. It’s tough, but it makes you stronger.

What is the most meaningful thing you can follow through on today?
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