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on value-added extras,

55, 88–89
“Super Bowl Shuffle,”

33–35
Swimmurn, Nick, 80
SWOT analysis, 96
Syncro-Vox, 67

T
Tactics/techniques:

action as, 38–55, 66–76,
156–157

authenticity as, 14–27
to become 800-Pound

Gorilla, 153–160
being quotable as,

90–105
cage-rattling as, 28–37
exposure to multiple, ix
heroic behavior as,

56–65
knowing competition as,

116–124
mastery of fundamentals

as, 137–152
passion as, 125–136
rejection management

as, 107–115
sales funnel as, 70–73
thinking bigger as,

1–13
value-added extras as,

38–55, 77–89
Takeaways:

on action, 55, 75–76
on authenticity, 25–27
on being a hero, 64–65
on being quoted,

104–105
on cage-rattling, 37
on knowledge of

competition, 123–124
on mastery of

fundamentals,
151–152

on passion, 136
on rejection, 114–115

htt
p:/

/w
ww.pb

oo
ks

ho
p.c

om



Chapter = E1BINDEX Date: Sept 22, 2009 Time: 3:2 pm

INDEX 183

on thinking bigger,
12–13

on value-added extras,
55, 88–89

Tampa Bay Rays, 5–6
Teague, Juanell, 68–72
Teixeira, Mark, 4
Terwoord, Chris, 131–136
Testimonials, 68–69, 71
Thinking bigger:

by 800-Pound Gorillas,
1–13

innovation opportunities
in, 1–2, 6–8, 13

risk involved in, 3–6, 12,
13

size not determinant in,
10–12, 13

takeaways from, 12–13
vision associated with,

8–10, 13
Ticketmaster, 2
TIG Global, 119–120
Toews, Jonathan,

134
Trendsetters, 102–103
Trial and error, 57–59,

73–75
Trump, Donald, xxii
Trust, 57–59
2Logical, 142

U
Underground Comedy Movie,

The, 101

Unethical behavior, 15, 27,
60, 153–156

United Parcel Service, 30

V
Value-added extras:

broadening client
experience as, 77–80

creating opportunities
for others as, 44–51,
85–88

customer service as,
80–83, 120–122

delivering long-term,
147–148

differentiation through,
41–43, 51–52,
118–122

800-Pound Gorillas
providing, 90–105

passion as, 128–131
persistence as, 51–52
price vs. value, 82–85, 89
providing no-cost

information/service as,
43–44, 80, 82

risk-taking as, 52–55
takeaways on, 55, 88–89

Visibility, 122–123, 124
Vision, 8–10, 13. See also

Creativity

W
Wackel, Tim, 15–17, 142
Wallace, Steve, 102–103
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Wall Street Journal Radio,
xii–xiii

Wally’s Wine and Spirits,
102–103

Wal-Mart, xxii, 80
W/B Custom Shirtworks,

39–41
WBYG-FM, 125–128
Webinars, 6–8, 43–44
Web site resources, x,

157
Weigand, Randy, 33
White, Brad, 85–88
Williams, Roy, 97
Wilson, Stefan, 153
Winfrey, Oprah, xxii

Wirtz, Bill, 132, 133
Wirtz, Rocky, 133–134
WKAN, 42
Word-of-mouth

promotion, 81–82. See
also Testimonials

WorldCom, 154
Wright, Gary, 42

Y
YES Movie, The, 9, 110–112
Young Entrepreneur

Society (Y.E.S.), 10

Z
Zappos.com, 80–83
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