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Why Endorsement Matters
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is how business does or does not get done.
Endorsement is so important that it can make
or break a person and can determine the
bottom line of a company. One only needs to
look at recent events caused by a number of
corporate executives who failed to act
responsibly, not only with their employees, but
with their investors as well. Subsequently,
investors have removed their endorsement

is a bit unhappy in his present position.
Later on in the week, you have a casual
conversation with a CEO friend who is
looking for someone with your client’s very
credentials, and you tell the CEO friend that
you happen to know someone that could fill
his requirements. You have already
established credibility with your CEO friend
so he immediately connects with your client

What Judy is Readling 4 from the stock market and the losses on Wall and bingo----your client gets the position
Street have been staggering. We have just because of your endorsement of him! You
Heads Up! 4 experienced a tough lesson in what it meansto  believed in his worth and were willing to put
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Our next issue:

Got aquestion?
Need an answer?

endorse or withhold one’s endorsement of
another.

By now you are thinking, here we go again,
another example of “corporate babble” that
will soon run its course. Not so. Endorsement
is basically putting your name on the line for a
person or an organization. What you are really
doing is pledging your assets, your credibility.
Those corporate executives who caused Wall
Street numbers to plummet so drastically
should now understand the meaning of
endorsement as their credibility hit rock bottom
when their questionable accounting practices
and other corporate scandals were revealed.
You can win or lose through endorsement, so

your reputation or your stamp of approval on
the line for him. That is endorsement.

But, what has this done for you? Sure, it got
your client a new position and your CEO
friend has met his need. But, if your
endorsement was on target, you have
increased your assets exponentially as each
of the satisfied persons in your endorsement
path will tell others about your abilities.
Those “others” will also pass on your name
and you only stand to increase your worth.
Henry Ford once said, “You can’t build a
reputation on what you are going to do.” To
be truly effective, endorsement requires
thorough, decisive, ethical action and

ASK JUDY you better be certain when you pledge your follow-through. For more on the value of
assets for someone else. You stand to endorsement, watch for my new book that is
increase your assets or lose all credibility. now in the developmental stage.

Let CEIl know y y P g

your questions
and then watch
for Judy’sadvice
in futureissues.

“Good reputations...
Are not built cutting corners;
they’re built upon insistence on high standards”

James R. Eiszner
CPC International
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Personal leadership is a “doing” thing, not a

“talking” thing.

Linda Wachner

Mest Judy's Staff

Darbie Bufford
The “Gatekeeper”

Eileen has supported Judy’s
business endeavors since
conception. In addition to serving

as Judy’s Financial Advisor and Eileen Tooley
Computer  Consultant, Eileen
manages Judy’s budget, accounts The “Surge Protector” A graduate of Lander University, Darbie

payable and accounts receivable,
tax preparation and deposits.

joined Judy’s staff two years ago. She has a
strong customer focus and watches the
bottom line. She is a “Realist” and always
asks, “why?” Her primary responsibilities
include:  customer interaction, systems
administration, presentation design (she’s
our powerpoint queen), brochures and
proposals and serves as our MFS Profiles /
IDS and Inscape staff expert.

Judy Suiter
The “Go to” Guru

Janet Boyce
The “Web Witch”

Janet is a friend of Judy’s for 24+ years. A
retired high school teacher, Janet has B.A.
and M.A. degrees in History, Political Science
and Economics and a very high theoretical
values cluster. Her areas of focus are:
research & analysis, reading assignments,
CEIl publications’ preparation and editing,
Janet is editor of our CEl Newsletter.

Carol Schug

The “Go-for
Extraordinaire”

lggy Kahl
The “Project Oracle”

Carol was a college classmate of Judy’s at
the University of lowa and has worked with
CEl for the past 10 years. Carol’s primary
activities are: keeping the files organized,
maintaining our book list, inventory
control, and KEEPING JUDY HAPPY!! (She
makes great gazpacho and cold cucumber
soup!)

A retired BellSouth IT Project Manager, lggy is
a new addition to Judy’s staff. Her activities
include: customer interaction, database and
nurture  marketing management,  office
administration, project management and
systems design. She is our SalesMax and Select
staff expert.

What Our Clients Are Saying...

“As a plant manager, | faced issues such as lack of trust, lack of direction, lack of training and lack of teamwork. Also,
there was no formal way in place to measure the relative performance of my staff. She has helped me make some
tough decisions and has provided me feedback on my performance as measured by my team...We have become a
well-rounded high performance team.

Jim Walter, Plant Manager
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