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10 Key Concepts:

1) Business is hard, and people often find that their work is stressful, unfulfilling emotionally and doesn’t return the financial rewards they feel they deserve for their efforts.

2) I find that the successes were as much due to learning from failures as to the occasional great flashes of inspiration.

3) Happiness-Centered Business is about being focused on achieving happiness above all else.

4) To run a profitable business we sill need the systems and principles that have been developing as long as there has been commerce and industry – effective management, a sense of common purpose, a pleasant environment in which to work and efficient business systems.

5) To be effectively motivated everyone needs a good, selfish reason for their actions.

6) The most carefully crafted and well-meant mission statements will not motivate people to provide great service unless they can see some benefit to themselves in providing such service.

7) The most effective motivator for providing great service is a sincere interest and care for the person you are serving.

8) I firmly believe that it is possible to implant and nurture a culture of politeness and warmth into a business, so that after the initial mechanical efforts the emotional rewards are enough to ensure that it continues, self-fuelled.

9) Awesome service – is a system for human interaction and communication that we have collected from many sources and developed over a number of years – Courtesy System

10) To consistently provide wonderful customer service, it is important to change the spirit in the organization, not just the operating manual

11) Feeling stressed out and unhappy was not just something that happened to me.  I was in control of my mind and emotions and it was I who decided whether or not to become stressed and unhappy.
12) Perhaps the unhappiness and stress that we are having is largely caused by lack of politeness.

13) Use Pleas and than you whenever you ask for or receive something

14) If you have a problem with someone, talk to them about it and no one else.

15) Many people feel that having happiness at work is not consistent with making a profit.

16) When working towards a goal, it’s very easy to spend so much time thinking about the score and looking at the scoreboard – that you miss enjoying the time that you spend working towards the goal.

17) Aim to be happy at work instead of going the long way round.

18) When we are a work we are living our lives.

19) Enjoying work increases profits!

20) Customers enjoy buying from businesses where the team members are happy.  Happy team members tend to be more productive and have a long term commitment to their occupation.

21) We enjoy buying from happy people and we don’t enjoy buying from unhappy people.

22) Clients mirror our relationships.

23) Customers who see the business-family members being kind and considerate towards each other see them as people to be trusted.  And customers buy more from those they trust.

24) Customers buy when they feel they are liked – and they can tell the real from the fake.

25) Customers who like and trust the individuals in a business don’t feel the need to get angry.  They give feedback that helps improve the team’s service and increase profitability.

26) When team members co-operate, the team is efficient.  People who are unhappy find it hard to work together as a tem and consequently the business make less profit.

27) I have found that when the Courtesy System is implemented in business it produces the change of attitude that allows freedom to express positive emotions without fear of retribution.

28) The Courtesy System makes it possible for people acting in a nice way to survive and prosper in business.

29) The environment in which we find ourselves may affect all of us far more than we realize.  If we understand the profound effect our environment has upon us we have more chance to counteract it.  A change in our work environment can change our day-to-day behavior.
30) Interestingly, when we are virtuous almost all of us are happier than when we are not.

31) Use Customer-Speak language

32) Systems make difficult things easier.  The more of our tasks we can make automatic, the more free we are to think about other things – new more interesting and pleasurable things.  We have more time to think creatively and to consider ways to improve our lives and businesses.

33) Systems take difficult operations and make them easier.  Systems make complex tasks possible with little or not conscious thought, leaving us free to think and plan.  Systems make it possible for us to free our brains while we perform habitual tasks.

34) If we do not evolve system that make it possible for us to do relatively complex things automatically we waste a lot of our efforts thinking on the mundane.

35) There is an investment in effort to develop improved systems and to learn and implement them, but if we do invest the effort, we gain more freedom and time in our future.

36) The best kind of day for me is one where I do have a little leisure, but most of my time is spent pursuing aims that I find worth or useful. 

37) Even the most kindly, well-meant and constructive criticism takes on a much harsher tone when it is given in public and often it does not have the desired result.

38) An apology gains us more goodwill from our customers and co-workers.

39) Because so few people are brave enough to admit an error and apologize gracefully, people who do are seen as courageous, strong and honest.

40) When customers believe that the have to fight for their rights they become aggressive and demanding.

41) It is important to make time for personal contacts and the most important time for this is at the beginning and end of the day.

42) Customers don’t like to buy from those they see as dishonest.

43) Truth keeps things simple and it’s cheaper in the end.

44) Language is very powerful.

45) By habitually using language that is empowering and focuses on opportunities, we can create a new more positive reality for ourselves and those around us.

46) Bridge burning can force changes that previously seemed too difficult to implement.

47) Warm relationships are often more important than good technique.

48) It is important to implement a system to train front line people to give expert service, but it is even more important that the system encourages and allows warmth and bonding with customers.

49) Customers need to believe they are cared for, even if only a little.

50) Customers return to places where they feel cared for.

51) Happiness Indicators apply - People stay a long time with your business-long term team, customers and suppliers.  People smile and laugh a lot.  People do not complain constantly about their conditions, money, hours, standard of service, wages, bills etc. People come early and leave late.  They like to spend time at your place of business.  People talk with each other in a friendly way.  People are polite to each other.  People do not gossip and backbite.  When you ask people about each other their comments are complimentary.

52) People like to change; they don’t like to be changed.

53) Whenever we interact with another member of the team, we treat them at least as well as we would our best customer.  

54) Children who grow up in a family where they are unconditionally loved and supported simply because they are part of the family, not because of how they perform, become strong, kind and assured adults.

5 Statistics / Quotes / Comments

1) Lund’s Theory of Happiness Part 1: Spend more time with happy people and you will have more happiness.
2) Lund’s Theory of Happiness Part 2:  You will become surrounded with happy people when you are kind, generous and loving to those around you.
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