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Down to Business

Quotes from the Legends 
 

“Each person holds so much 
power within themselves. 
Sometimes they just need 
a little nudge—direction, 
support, coaching.” 
—Pete Carroll, NFL Coach

“When I get a feeling about 
where a teammate is going 
to be, I can pass without even 
looking.” 
—Wayne Gretzky, NHL Legend

“Aristotle once said: ‘Excellence 
is not a singular act. It’s a habit. 
You are what you repeatedly 
do.’” 
—Shaquille O’Neal, NBA Legend

Business competition is a game 
you need to play to win. Games and 
sports are a universal language, 
and treating your productivity and 
sales goals like a sport can be an 
excellent incentive for your team.

You can emulate how great sports 
teams fine-tune their constant 
competitive edge in your business. 
What does a great sports team do 
that others don’t? 

Practice 
Great teams practice a lot. Bring 
more practice into your team 
environment daily. Whether it’s 
15 minutes or a dedicated hour, 

practice pays back dividends with 
more robust sales.

Think as One 
You’ve watched great players 
communicate with just a look to 
their teammates. When teams start 
to think as one, there can be an 
incredible boost in productivity. 

Teamwork 
The greatest teams know how to 
work together. Players know their 
roles, and they have outstanding 
leadership within the group. It’s easy 
to work together if each person’s 
role is well defined and rewarded for 
consistency.

You’ve heard business being called a game at some point in your 

life. What does that even mean? It sounds like a gamble, like a 

competition that you either win or lose against a competing team, 

and a risk that may not be in your best interest. 

GET IN THE GAME
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Business 
Quotes

Print Advantage

“The best way out is always through.” 
—Robert Frost

“Yesterday’s home runs don’t win 
today’s games.” 
—Babe Ruth

“I never dreamed about success. I 
worked for it.”  
—Estée Lauder

“I feel that luck is preparation 
meeting opportunity.” 
—Oprah Winfrey

“Many of life’s failures are people 
who did not realize how close they 
were to success when they gave up.” 
—Thomas Edison

“Success is often achieved by 
those who don’t know that failure is 
inevitable.” 
—Coco Chanel

“There are no secrets to success. It is 
the result of preparation, hard work, 
and learning from failure.” 
—Colin Powell

“The way to get started is to quit 
talking and begin doing.” 
—Walt Disney

“The first one gets the oyster; the 
second gets the shell.” 
—Andrew Carnegie

If you are willing to put it on 
paper, you are showing that your 
message is not only worthy of the 
reader, it’s also trustworthy and 
reliable. That is the power of the 
printed word.

Anyone can put up a website or 
blog forum and say whatever they 
want, which is why people are less 
likely to listen to the countless 
digital messages of today. Imagine 
working to counter that skepticism 
with print: the value and validity 
of your message increases 
exponentially. 

Take full advantage of something 
this simple. Say it in print, and 
your audience will read it with 
interest. Capture your prospects’ 
and customers’ actions with 
your guidance and build a real-
world following, with purchases 
and commitment from people 
who are looking for trustworthy 
information.

Become real and tangible to your 
customer. Whether you send them 
a mailer or put your logo on your 
product packaging, it brings your 
brand to life.

There’s nothing that can compete with the credibility of a 

printed message.

CREDIBILITY IS 
ON THE PAGE

GET IN THE GAME

“The only place where success 

comes before work is in the 

dictionary.” 

 — Vidal Sassoon
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Featured Branded Merchandise

UNIQUE BRANDED 
OFFICE GIFTS
Whether you are promoting your brand to those working 
in the office or working from home, we offer several very 
unique ways to keep your brand in front of your customers 
or employees. 

ZOOM LIGHT

WIRELESS MUSCIAL PLANTER

FOLDING FULL SIZE WIRELESS MOUSE

Ergonomic smart design for comfortable use. 
Available in these colors: Silver/Black, Red/Black, White/Blue, 
White/Silver, White/Orange 
Plug & play Nano receiver and has 2 AAA alkaline batteries 
(included).

Connects to mobile device to play 
music, Plant seeds and soil included. 
Seed packet options: Forget-Me-Nots, 
Pansies, Impatients, Poppies, Basil, 
Chives, Parsley, Thyme, Kentucky Blue 
Grass, Play 10 preset piano songs by 
touching plant, Multi-color changing 
lights to beat of the music, 360° sound 
and bass sound, Wireless distance: 10M, 
Charging time: 4 hours, Playing time: 12 
hours, Cable Included.

Call or email our team at Sun to get your order placed today! 

803-791-1786 or info@SunSolutionsUSA.com



Business 
Funnies®

A CATALOG 
OF SUCCESS

Featured Product

Flipping through a catalog is a stimulating activity, and when it’s 
your catalog someone has in their hands, you are the beneficiary 
of their hopes and dreams. Overdramatic? Not in the least.

Your customers are looking through your information to solve 
real problems they’re facing. You have the solutions that are right 
for them, so make sure you show them the way.

Give your products the amount of space they need to tell the full 
story of their potential contribution to your customers’ success. 
Booklets or catalogs of all sizes are the perfect solution.

When one page is simply not enough to hold your 

success, booklets and catalogs let your products shine!

Financial pain points involve any 
problem your customers face around 
money, from cost to payment options.

Productivity pain points hinder 
your customers’ abilities to perform 
activities in an optimized way.

Process pain points make customers’ 
processes, both internally or 
operatively, more challenging.

Support pain points happen when 
customers are not receiving the 
support they need along the way.

Look deeply at your customers’ pain 
points and work towards fixing them 
for your business. Focus on this, and 
you will see customer loyalty and 
satisfaction increase.

You wisely want to avoid pain 

points for your customers. Here 

are four main areas to focus on:

“What is your pet peeve with him?”

Don’t Be a Pain
Customer Care
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Health & Wellness

Apps Scene

Get Them 
Talking
Most people have friends and family 
far away that they keep in touch with 
using social apps. And for anyone 
who remembers life before social 
networks, you probably keep in touch 
more now that people are only a text 
away. When long-distance phone 
calls were used sparingly, there were 
long periods between communication 
with people who lived far away.

If texting and messaging are so easy, 
and people do more of it than ever 
before, it must be better, right?

MIT professor Sherry Turkle has been 
studying the effects of technology 
on human social behavior. She has 
found that our digital communication 
has morphed us into “press releases” 

of ourselves. People carefully craft 
posts and texts, which is different than 
if people have actual conversations 
where they are unedited and 
spontaneous. Technology allows 
people to create a version of 
themselves that may not be true to 
what they are experiencing.

What we get from speaking to people 
as opposed to texting or messaging is 
the emotional need humans have to 
be heard. It is a fundamental part of 
humanity. The digital noise of replies 
and shares is not enough to fill the 
need to converse.

Taking the time to call people and 
chat over the phone, or even over 
video chat, lifts your spirit, allows you 
to run through human emotions more 
naturally, and builds empathetic ties 
necessary to a happy existence.

It’s essential to get enough sleep, and 
for those who need white noise, this 
free app is just the thing. Some sounds 
are like radio static, strong wind, or 
even a flowing river. There are other 
kinds of noise types to help with any 
sort of concentration challenge. Try 
Tibetan monks or springtime in the 
woods. This app will even play in the 
background while you listen to other 
apps so you could listen to music 
while it sounds like you’re at the shore.

myNoise 
Android & iOS

What seems like a silly app can 
actually be quite useful for trying to 
“show” a customer visually what you 
are trying to explain. Draw something 
on paper, take a photo with the 
DoodleLens app, and then you will see 
your drawing overlaid on your phone’s 
lens as you point your camera around 
the room, like your own personal 
augmented reality.

DoodleLens 
Android

The perfect app for achieving any 
goal, Strides lets you set a SMART goal 
with Specific, Measurable, Achievable, 
Relevant, and Timely steps to help 
you accomplish it. The app uses 
the SMART categories as separate 
sections that help you set and monitor 
reasonable steps that move you 
towards reaching your goal.

Strides 
iOS

How often do you talk with 

people instead of sending 

texts or messages? Depending 

on your age, even older 

generations are active on social 

platforms that have them 

sending posts and messages 

more often than talking.
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MOVING UP
Books in Review

At the Office

1. Clear Vision. People who know 
what they want, where they want to 
go, and what they want to achieve 
tend to get at those goals faster 
than people who don’t exactly 
know what they want.

2. Aim High. These types of people 
have big goals, even seemingly 
unachievable goals. They reach 
for the unreachable, which pushes 
them further and faster than regular 
people.

3. Unwavering Self-belief. They 
believe in themselves and don’t 
let other people’s skepticism steer 
them from their path.

4. Take the Initiative. There’s no 
waiting for these types of go-
getters. They don’t sit around and 
hope for an opportunity; they make 
their own opportunities.

5. Focused. With sharp focus, they 
stay concentrated on the goal 

at hand and don’t waver or get 
distracted by things that lead away 
from their ultimate goals.

6. Failure as Feedback. One 
amazing trait about this group of 
people is how they’re not afraid to 
fail, and they use any failure as a 
teaching moment. They learn from 
their mistakes and the mistakes of 
others.

7. Crave Criticism. They want to 
know what they can do better, how 
they can do better, what works, 
and what doesn’t work. They’re not 
afraid to change and ask for help to 
do so.

8. Change with the Times. Change 
is their friend. Stay the same, and 
you get the same results. They’re 
willing to transform as needed to 
stay on task and on goal.

9. Follow Their Passion. They know 
what they love, and it drives their 
moves forward.

Who Not How: The 
Formula to Achieve 

Bigger Goals through 
Accelerating Teamwork  

by Dan Sullivan and 
Dr. Benjamin Hardy

Esteemed entrepreneurial coach 
Dan Sullivan teams up with 
psychologist and best-selling 
author Benjamin Hardy to bring 
you Who Not How, an essential 
guide to achieving business 
success through people.

Sullivan’s most substantial advice 
for the people he coaches is 
that you don’t do it alone. Even 
if you think you are achieving 
success by yourself, you are not 
a team of one. This book aims 
to guide entrepreneurs to think 
strategically about collaboration 
and create a team of people to 
help you achieve your goals.

Sullivan proposes a paradigm 
shift. Instead of thinking “How can 
I do this?” his book is trying instead 
to switch your thinking to “Who 
can do this for me?”—essentially 
freeing you up from thousands 
of hours of doing things you 
shouldn’t be doing anyway. You 
can take steps to start thinking 
differently about how to achieve 
your goals and who can help you.

Do you ever wonder what it takes to move up in the workplace as 

quickly as some people do? Here are nine traits that are common 

among people who are promoted rapidly in their careers.
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Working Together

A study has shown that 74% of 

people in the U.S. have some 

speaking anxiety. It doesn’t 

matter if you are all in the same 

room, in a virtual meeting, or a 

conference call; the dread in 

your stomach is still there.

John Bow, a contributing writer for 
CNBC.com, breaks down a few 
simple tricks you can use to make 
the process of preparing for your 
shining moment easier. Know who 
your audience is, and know your 
purpose for addressing them.

Audience 
1. Who are they? 
2. How do they view the world? 
3. Do they already know about you 
or your topic? 
4. What benefit will they get from 
listening to you?

Your Purpose 
1. Why are you speaking to them? 
2. What do you want them to know? 
3. Why is it important? 
4. What are you trying to get them 
to do?

Once you have answered these 
questions for yourself, Bow has a 
15-word sentence for you to narrow 
down your topic so that you don’t 
have to spend any extra time talking 
if you don’t have to:

As a result of my [talk], they will 
understand [this], and respond by 
[doing that].

Here are a few examples: 
As a result of my phone 
conversation, they will understand 
this new feature and respond by 
agreeing to a meeting.

As a result of my presentation, they 
will understand how my product 
benefits their company and will 
respond by purchasing our software.

FEAR OF PUBLIC 
SPEAKING? TRY THIS!
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*Please note that anniversaries are recognized beginning at 3 years, followed by 5 
years and then onward in increments of 5.

February Birthdays

February Anniversaries

John Moroz – 02/06
Gavin Davis – 02/17
Tina McFalls – 02/17
Robert Koon – 02/19

Patrick Tysinger – 3 years
Eddie Strickland – 20 years

Larry Conard – 25 years

Sherry Senn – 02/26
Jay Dover – 02/27
Darrell Eskew – 02/28


