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Liz Cutler Maw, Executive Director, Net Impact

V4

“Lcredible.” “Dynamic.” “Inspiring.” ‘Awesome.

As MBAs, you encounter many kinds of teachers. There are tenured professors
who recite lectures from memory. There are guest lecturers who bring real-live
case studies into the classroom. There are patient tutors who symbolically hold
your hand through the crunch of the core curriculum.

And then there is Mark Albion.

Mark is a different kind of teacher, one who ventures outside the class-
room walls to teach what he loves to people he loves. Mark is passionate about
finding meaning in life and work, and he has made it his life’s mission to share
that passion with others.

At the Net Impact annual Conference, we are fortunate to see countless
great speakers, but few have made the impact on students that Mark Albion
has. The adjectives at the beginning of this section are just a few of the acco-
lades heard yearly as we poll attendees on their favorite speakers. Mark’s name
is always at the top of that list.

Why is Mark such a hit with MBAs and other business students or
professionals?

[ have my theories:

» Mark embodies the advice he gives. In More Than Money, Mark

advises readers to think differently about career possibilities.
Mark’s personal story is one in which he thought differently, chose

differently, and acted differently—and he glows with personal
peace from doing so.




» Mark understands that his topic is a hard one. It's not easy to make
career choices during business school, with the many options,
sources of advice, and financial constraints you face. Choosing the
right job or internship can seem like the most important decision in
the world to stressed and overwhelmed MBA students. Mark knows
this, and he doesn't belittle the seriousness of the choice but rather
supports his audience to make the decision the right way.

Like any good student, Mark has done his homework. He has
collected hundreds oflife stories and examples of career paths, and he
has traveled the globe to learn and share these experiences with others.

Mark is warm, funny, and caring, It's much easier to believe every-
thing will be OK with Mark as a guide instead of some of the other
types you might meet on your MBA journey. (You know the types
I mean.) And Mark’s right—it will be OK! Especially if you use
More Than Money as a resource.

At Net Impact, too often we hear from MBA students that they are torn
about how to make a difference and when to make a change in their career. The
decisions are tough ones, and the answers depend on each individual’s pas-
sions, talents, and life goals. This book is for everyone who is pondering these
issues now or who will face them in the future. Mark will lead you through his
unique process of asking the right questions and finding the right path.

There are many books designed to get you thinking about your career
and others that help you explore your feelings about your life, but very few
intermingle the two as successfully as Mark has. More Than Money will ask you
hard questions about who you are, what you want, and how you make deci-
sions. If you challenge yourself, it may not be the easiest book you've ever read,
but it may save you years of heartache.

Mark organizes his book around four questions and twelve lifelines, the
result of which is what he terms a “destiny plan.” He offers you choices on how

deep you want to delve into the questions he poses and offers suggestions for

working with groups of friends or colleagues to explore ideas and potential

actions. He also offers tools and resources to equip you on your quest. And

More Than Money

he throws in many great stories to keep you inspired and to make you smile.
Whether you're curious and just want to enjoy Mark’s readable prose or you're
ready to get down to the details of planning your future, Mark’s book will
reward your efforts with new insights and possibilities.

This book is a gift from a dedicated friend of Net Impact and a devoted
mentor for MBA students and professionals around the world. As Mark says,
More Than Money “supports you to follow your dream and make a contribu-
tion.” I hope that this book leads you not just to more than money but to a

future that is more satisfying than you had ever dared to dream.

Liz Cutler Maw has been Net Impact’s Executive Director since the fall of
2004. Liz has been active with the Net Impact network since 1999; she was
a co-leader of the student Net Impact chapter at Columbia Business School
and a co-founder and leader of the Bay Area Professionals Chapter. Liz’s
professional experience includes strategic consulting to nonprofits with the
Bridgespan Group, a not-for-profit strategy consulting firm, as well as fund-
raising and direct marketing for nonprofit organizations in New York City
and Washington, D.C. She holds a BA with honors from Yale University and
an MBA from Columbia Business School. Liz also spent one semester at the
Haas School of Business at U.C. Berkeley.
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[ don’t know what Yyour destinﬂ will be, but one
t/u'nﬂ [ know: the on/ﬂ ones among you who will be

rea/[y happy are those who have souﬂht and found

how to serve.
Albert Schweitzer, humanitarian

When was the last time you were called an “arrogant asshole” and it led to a
compliment?

I remember the last time it happened to me: December 16,2002. Yes, some-
one really called me that to my face—in public, no less. And yes, she was right.

This public unmasking made me think more deeply about my life and
career path than I had in my first fifty-one years. In reflection, I kept coming
back to the central question of this book, the question that will help you begin
your journey from business school to your unique destiny.

Over the past six years, this question has spawned other questions, many
of which were posed by MBAs attending my speeches. Your “assignment” is to
choose those questions that resonate most deeply with you and address them.
They will help you think differently about your career and your place in the
world. They will help you find your path of service, your personal path of hap-
piness and fulfillment.

But first, let me tell you what happened that unusual winter day.

After the corporate embarrassments of the unethical activities of Enron,
Tyco, WorldCom, and others, the Harvard Business School Alumni Associa-
tion was not going to invite another CEO to speak at its 2002 year-end session.

Instead, the alums decided to get someone “safe.” They chose me.
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I'dleft Harvard in 1988 after nearly twenty years as a student and profes-
sor. I'd been back to school many times since then, speaking to various groups
of students, large and small, about a network of service-minded MBAs I had
cofounded, Net Impact, and its parent organization, Social Venture Network,
the preeminent network of socially conscious entrepreneurs.

It was always fun to come back to speak at my old haunt—and a bit
strange, too. Maybe I didn't act the same or speak the same as I did at the other
business schools I'd visited. Whatever it was, something unusual always hap-
pened when I spoke at the institution that had been my “home” and my iden-
tity for the first half of my adult life.

I gave my speech to a packed hall of HBS graduates. It seemed to go well,
I guess. I handed out my latest media effort, a three-CD series titled Finding
Work That Matters, and asked for questions. Many hands shot up, and I chose
one near me, in the first row. The hand, the person, looked familiar. T wasn't
sure. Soon I would be.

“Thank you for coming, Professor Albion,” she began. “My name is Sara

Smith [not her real name]. I was one of your students in first-year marketing

backin 1982

Yes, I remembered her and drifted back twenty years in my mind. I tried hard
to picture the thirty-one-year-old Professor Albion. Then came the wake-up call.

“May I say that while I think we learned a lot about marketing in your
class that year, you were the most arrogant, self-centered asshole I had ever
encountered in my life.”

Thank you, Ms. Smith, I thought, for that announcement to yours truly
and the audience. That should get me a speedy request to come back to speak
to alums soon! Maybe I had given her a bad grade? Maybe not. But thankfully,
there was more to come.

“And as much as you came across as a Mr. Know-It-All, and as much as
your self-absorbed attitude and arrogance repelled me then, today I find you
kind and gentle, a caring man, who has wisdom to share and has done so in an
engaging, collaborative manner. Today, you seem to have as many questions

as answers—a curiosity and wonder about life I find quite infectious. And you
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are so energetic and seem so happy! I don't know what happened in the last
twenty years, Professor Albion, but you obviously learned a lot. Congratula-
tions. Good for you!”

In the following weeks, I realized that Sara had described someone I no
longer knew (I hoped!) but someone she had described accurately. Back in my
Harvard days, despite my accomplishments, I felt insecure and ungrounded.
I was in need of reconnecting with who I was, who I wanted to become, and
what [ was placed on earth to do. I was not yet on my destiny path.

Sara got me thinking about my destiny: If I died, how would I be remem-
bered? What would my eulogy be? Would people remember me as the first
person she described or as the second one? My reaction was simple: “I wish I
had thought about this earlier in my career!”

More Than Money asks one question in many ways, using questions and
stories to reframe your career decisions for life’s essential purpose: What will
your contribution be? The answer will tell you how you will be remembered,
how future generations will think of you when they look at your ancestral tree,
and when your eulogy is read, whether or not you'd be proud of what is said.

How paradoxical, you might say, that you start your career search by
contemplating your death! Yet that is the key to developing a destiny plan—
the key to living your life.

Beginning with the question of contribution rather than the more usual
“How can I make a living?” makes all the difference in the path you'll choose
and where you'll end up. It will give you a strong foundation for all that follows,
implicitly changing your business focus from getting to giving Your reward is
that you've taken the first step toward managing your career with your heart,
the pathway for great things to happen.

To answer this question of contribution, you'll need to consider how
your work will fit into your life. Be aware that in death, rarely will loved ones
remember you for your work in private enterprise as much as for what you've
done for your family and contributed to civil society.

There is one caveat that is crucial to your ability to make that contribu-

tion when making your career choices: What you perceive to be your “safest”
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choices may be your riskiest, and vice versa. Reframing this mental and emotional
shift, convincing you to make it, and supporting and guiding you to act on it in
your own way—that is the work of this book.

More Than Money is meant to complement a business school education.
Whereas a rapidly growing number of schools now have courses in sustainable
development, microfinance, corporate social responsibility, and social enter-
prise, few have material to help you develop a sustainable career. The book is
written so that whether you are considering business school, entering business
school, a current student, or a graduate, it should speak directly to you. I know.

I've satin your seat.

Who Is Mark Albion?

Iam a “conflicted achiever.” Maybe you are, too.

Like many of you, I worked hard to get the best education I could find
and then took the highest-paying, most prestigious job I could get to build a
career platform from which T hoped to leap into work that I'd really love. What
[ found out is that it wasn't that simple and that there was a price to pay for tak-
ing that path. And I probably wouldn't have had to pay that price, even taking a
similar path, if  had been more aware of who I was and what I really wanted.

The first half of my life was Harvard. I began Harvard College when Iwas
fourteen years old. Not actually, of course, but it was true in #my mind. I'd meet
girls and tell them I went to Harvard to impress them. I thought they believed
me. Maybe not. Maybe they did by the time I was sixteen. I don't know. I just
know I didn't care back then. I knew that when the time came, I was going to
Harvard, and that was that. There was never a question in my mind.

I'll bet you too have a “Harvard” in your life. “Harvard” represents reach-
ing your dream, showing everyone how good you are, how accomplished
you are, how special you are. It’s society’s confirmation that your life on earth
counts—counts more than the lives of most other people.

I needed that confirmation, that identity. My parents divorced before I
could remember, and I had barely seen my father. Maybe I thought that T was

the reason for their breakup or the reason Dad rarely saw me. I don't know. But
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I knew one thing: my mother loved me, and if T went to Harvard, my father
would surely love me, too.

That's all I really wanted: to be loved. And respected, I might add. Every-
thing else was simply a facsimile of this truth. Maybe that's your truth.

My father had gone to Harvard (he was even buried in 2007 wearing his

Harvard Class of 45 tie). So in 1969, where else could I have gone to college?

Dad picked my major (economics) and one of his real estate properties served
as the basis for my undergraduate thesis. I felt that those choices would bring
me closer to Dad, but my heart wasn'tin it.

As graduation loomed, it was a slow period for selling real estate, so
instead of going to school or working, I backpacked around the world for a
year. It was a “socially unacceptable” choice, but it would be the most impor-
tant experience of my young life.

[learned that I could take care of myself and that there were many ways
to live a life. T learned about compassion, something lacking in my previous
education. I worked with children in impoverished areas of India and the
South Pacific. I supported myself by arranging an import-export business with
Dad. It paid for the trip and made Dad good money, too.

Back home in the United States, however, I felt the irresistible attraction
of Harvard once again. I visited the head of the joint business-economics doc-
toral program between Harvard Business School and the Graduate School of
Arts and Sciences, Professor John Lintner. He dismissed me because my col-
lege grades were too low. But I refused to leave, returning each day, sitting out-
side his office, getting to know his secretary.

[ did eventually get Professor Lintner to give me a chance: take a full load
of his handpicked graduate economics courses for two semesters, he told me,
and if T got all A's, he would consider my application for the following year.

I buckled down and worked harder than T had since high school. I lived
six days a week in the library (I actually had a bed in the stacks). I had a lot of
catching up to do. Catch up I did. That next spring, I received an acceptance
letter for the joint PhD program. I still remember the moment as if it were yes-

terday. I cried, and cried some more. I'd won! What I had won I was not sure.
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And then I broke down.

The next three weeks I was bedridden, exhausted and ill from seven
months of nonstop work and pressure. But I was back at Harvard again, the
way I wanted it to be. I had paid the price through tireless study and poor
health for a few weeks—a trade for something I so deeply wanted that I was
happy to make it. It was a trade to make me feel good and look good in the eyes
of others. What I needed was to be good and do good.

[ enjoyed my six years as a graduate student, including three years as an
undergraduate economics adviser and instructor. I wrote a book and a few
journal articles as well. But I struggled with values. In my graduate economics
courses, we studied how to make markets work better, how to make the world a
better place for all. At the business school, we studied how to make the market
work in your company’s favor, how to make the world a better place—for me.
Public purpose versus private profit.

What did I do? I chose not to pay attention to my heart, my passion for
market equity and social justice. When T finished my joint doctoral work, I
didn't become an economics professor but instead became a professor at the
business school—it paid better. I did enjoy the stimulating colleagues, moti-
vated students, and seemingly limitless research and consulting opportunities.
I made money beyond my expectations and even garnered my fifteen minutes
of fame.

In many ways, the achiever in me loved it. But the conflict in me grew.
Where was the person who had helped poor children in India in 19732 Where
was the writer, the adviser, who wanted to help students create a life of contri-
bution and fulfillment after college?

I would have to leave the business school in 1988 to pursue what I would
later call my destiny. I couldn't articulate my destiny yet, but I knew what it
wasn't. The defining moment came one evening on my way to the school park-
ing lot to get my car and go home.

It was around 10:00 p.M. when I walked by the window of Professor

Lintner’s office. In my graduate school years, we had taught together and spent
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many hours discussing our mutual love of research. He had become my men-
tor. I looked up at that window and thought of the man who occupied it.

Here was a man I greatly respected, even loved. Here was a man at the
top of his profession, a Nobel Prize winner, though he died before the award
was given to his research colleagues. Here was a man who in my eyes had all
the right values, turning down White House appearances if it meant cancel-
ing a class. I knew that if I did well, I could someday become a resident of
that office.

I thought of my “contribution,” my tombstone. I visualized my birth date,
a spot for date of death, and that dash in between. How was I going to spend
that dash? I wasn't sure, but I knew at that moment that occupying his office
wasn't it! T would feel that I had spent my life in the wrong place. Why? I didn't
exactly know. Where was the right place? I absolutely did not know.

In 1988, the second half of my life began, the Net Impact years of helping
service-minded MBAs find their destiny path and in so doing helping Mark
Albion find his own. These twenty years are captured in this book. Whereas I
helped found small, socially responsible businesses, following in my mother’s
footsteps, I learned that I still loved teaching and research; I just needed to
change subjects! The lessons learned from that transition are the foundation of
More Than Money.

The Book: Why I Wrote It, How You
Can Use It and Benefit from It

' wrote More Than Money for three reasons. The first is to make money and

leave a legacy. Coincidentally, the book is an example of two key messages:
money is an important goal, but so is serving yourself and others. When 1
made a lot of money, I probably gave too much away. Maybe I was out of bal-
ance. But I did what I thought was right and have few regrets. After giving
probably too much of my time away as well to the three nonprofits I love—
Net Impact, Social Venture Network, and Temple Beth David—it’s time for

me to provide for my family.
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The second reason is to inspire you, to give you the courage to focus your
career on service, on creating a better world for all. Given all of your educa-
tional opportunities, I believe that each of you has a lucky lottery ticket in life
compared with the other 6.7 billion people on earth. You are all going to make
a good living, The question is, what else will you do with that ticket? I want to
help you use that ticket to serve others and in that way serve yourself.

The third reason is to provide you with a guidebook for what can be a
difhcult career path. After a school speech a decade ago, one of my best friends
and colleagues, Deb Imershein, warned, “Mark, you do a great job of getting
the MBAs all fired up. But then they go out and get shot!”

Today, organizations like Net Impact can help you develop a support
community and get jobs that honor your values. But there’s no personal guide-
book. So think of More Than Money as a mirror to look at yourself—to exam-
ine your passions, goals, career, and life. It’s something we all need help doing
The heart of the book, the four chapter title questions and twelve lifelines
(described in the next section), takes you through the process of construct-
ing what I've called a destiny plan, a plan to help you seek and find your unique
“inner realizable purpose of life.”

In addition to the four chapter title questions, there are sixty-four sets of
questions to help you construct this personal, authentic plan: thirteen for each
of the four chapters and four each at the end of the Preface, Introduction, and
Conclusion. These questions appear at the end of the introductory section of
each chapter and after each lifeline. You should use only those questions that
work for you. No one is expected to use them all.

The questions in the Preface ask you to start off by thinking about where

you want to end up (for example, what will your contribution be?). The Intro-

duction follows by zooming in on today and your business school experience.
Your responses give you an end point and a starting point to construct your
plan as you read and respond to the next four chapters. The questions at the
end of the Conclusion ask you to reach inside and outside further, if you can.
You will see my destiny description, the core of your plan, without spe-

cific timetables and the like, in Chapter 1. You will see a structure that works
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for me, but there is no one format for a description, much less a plan. It is a work
in progress structured to be most useful to you. Its level of detail depends on
how you use the book.

Depending on how much time you have and what benefits you are look-
ing for, there are at least three ways you can use this book.

1. For inspiration. Read the book, taking notes on what questions and
challenges strike you as most compelling. Then return to those sections, reread
the relevant stories and discussion, and come up with changes you think you
need to make. Put one into action in your next job search.

2. For courage. Skim the book and then read in detail the sections that
most interest you with a group of friends. Discuss your different paths and reac-
tions, gathering ideas of how you might support each other in making changes.

3. As a guide. Use the entire book as a workbook. Read through it once, and
then go back over every section, writing down and responding to each question you
find relevant. For support, this is best done in a group. Your final assignment is a per-
sonal destiny plan, starting with your next step.

Of course, you can just simply read the book and see what sticks! It all
depends on what you expect to gain from More Than Money. The biggest ben-
efitis seeking and finding your “right place.”

More specifically, the book encourages you to think differently about
career possibilities. MBAs have broader opportunities than most people in
their career choices but often feel their options are limited. More Than Money
gives you a more expansive yet more personal perspective on career decisions
and the opportunity to explore your deepest desires. It supports you to follow
your dreams and make a contribution.

Getting on your destiny path sooner is a second benefit. Too often people
fail to make necessary changes until the pain of not changing becomes greater
than the fear of change. More Than Money should reduce your fear of change
and thus the time you spend not living your life. Through the perspective of
your destiny path, the book reframes your perceived risks and the rewards
expected from various career choices. You'll also have more time to build a

community to support you through life’s ups and downs.
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The third benefit is for you to feel happier and more fulfilled. More Than
Money can help you unlock your passion and be true to yourself. If you do,
compassion will follow. There’s a symbiotic relationship between serving your-
self and serving others. You can even be a “hard-core” MBA but still benefit
from finding or creating work that is closer to the values of your heart. And in
so doing, you'll inevitably end up giving more to others.

More Than Money offers a unique continuum from self-actualization
(Chapters 1 and 2) to a service-based life (Chapters 3 and 4). 1t’s up to you how
far you want to go. Clarifying your values and trying to create or find work that
expresses those values may be enough for now. Each step in the process of serv-
ing yourself and serving others is important for spending your time as you like.

As the New York Times reported, every living thing has about one billion
heartbeats. What will you do with your billion?

Book Overview

More Than Money guides you through four essential questions and twelve life-
lines that will help you examine your life and find your path of service and ful-
fillment. I don't expect you to connect with every lifeline or story, but I'm sure
you'll find plenty of stories and “sticky” questions embedded in the text to help
you construct your destiny plan.

Setting a foundation for the four questions, the Introduction holds
a mirror up to your business school experiences. Drawing on hundreds of
questions raised at my school sessions and thousands of e-mails I've received
over the past two decades, I offer something you've probably never seen
before: I paint a picture of your challenges, anxieties, pressures, and options,
understanding that no one size fits all. Ideally, this portrait will help you to
rethink your risk-reward perceptions and how the MBA environment affects
those perceptions.

Chapters 1 through 4 present the four chapter title questions and
twelve lifelines. The four questions are (1) “Who are you?”; (2) “What do you

want?’; (3) “What can you do?”; and (4) “Where are you going?” It is impor-
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tant to read these chapters in order. Most of you start your life at question 3,
“What can you do?” rather than asking more reflective questions of yourself
first—"Who are you?” and “What do you want?” Without that knowledge,
how can you construct an authentic personal compass for a career path, no
less a destiny path?

Each chapter offers three lifelines. These lifelines are intended as guide-
lines for yourlife that will keep you from drowning—from getting off course. As
I mentioned, the first two chapters (the first six lifelines) are internally focused
to help you learn more about yourself. To translate the first six into a destiny
path requires that you explore the next six externally focused lifelines, too.

Here’s each lifeline with a description:

Chapter 1: Who Are You?

You start by unlocking what you're passionate about.

1. Don't Get Really Good at What You Don’t Want to Do. You're told
youTe good at something when youTe young, and that’s that. Years later, you
realize that you're really passionate about something else. At business school,
it’s pretty much about being good at marketing or finance. But each one of you
has special gifts. Have the courage to find them and be the best you—even ifit
is in marketing or finance!

2. Listen to the Little Voice. Adult conditioning and the voices of your
family, friends, peers, and society have overwhelmed your childhood
instincts. At business school, hallway bulletin boards and digital televisions
tell you what that voice should be. Don't forget your instincts, expressed in
your unique inner voice. You need to notice and develop that voice for the
outside world.

3. Broaden Your Vision of Life. You are born into one vision of the world:
yours. At business school, you study several different case situations but learn
one way of approaching them. It's important to meet and learn from all kinds
of people with different perspectives about life to help you round out what you

believe in and how you want to touch the world.
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Chapter 2: What Do You Want?

You need to know what is important to you and what your priorities are to
begin on any path. You will get a four-part tool to measure what you want.

4. Know How You Measure Success. Only you can define what constitutes
personal success. It may have many dimensions and change over time. At busi-
ness school, the measurement of success is often assumed. It's up to you to pro-
actively search for your definition and use it as your North Star.

S. Money Doesn’t Talk, It Swears. 1 assume that one of your goals is mak-
ing a good living. This lifeline serves to reemphasize how important money is
in most lives. How you make it, what you do with it, and how much of it you
consider is “enough” are tests of your character. At business school, its primacy
is assumed. Getting your attitude toward money straight is crucial to future
career opportunities and personal happiness.

6. Don't Treasure Your Trash and Trash Your Treasures. As high achievers,
it's easy for MBAs to get sidetracked. In business school, that assumed set of
values looms behind every conversation. Make sure youre able to keep your
priorities straight when the pressure of the business world conflicts with your

values.

Chapter 3: What Can You Do?

The book takes on a cautionary tone to ensure that you find the right place to
bring your values to work—today.

7. Turn Your Values into Value. Now that you understand who you are
and what you want, it’s time to apply your passion and values to your work.
At business school, elective courses or extracurricular activities can prepare
you. But at work, creating value is less about your skills and more about your
will to fight for what you believe in. You will go through a four-step process
for creating value.

8. Keep Your Walking Costs Low. This lifeline is at the heart of refram-
ing your perceptions of risk. At business school, you discuss economic risk and
possibly “performance” risk. Yet it is a third kind of risk, psychosocial risk, that

can dominate your life and needs to be managed, too.

XXiv More Than Money

9. Don't Live a Deferred Life Plan. When considering career changes,
there are always reasons to delay. Yet after making a change, most MBAs wish
they had done so sooner. At business school, the focus is on your first job out
of school in a select number of high-paying fields. MBAs today are examining
other paths. Make sure you don't forget what you learned in the first sixlifelines
and delay too long,

Chapter 4: Where Are You Going?

Shifting from approaching your career as a job to regarding it as a vocation, a
calling, you focus on the service aspects of your destiny plan and refine it.

10. Look Not at the Masses but at the One. In crafting your destiny plan,
it is easy to think of “contribution” or “impact” as requiring size and scale. That
can be daunting, At business school, you get caught up in the law of growth for
impact. But it’s easier and often more effective to start small and even to stay
that way. Size and scale are not as important as purpose.

11. Surround Yourself with a Community of Love. MBAs who are happiest
at work often say it is because of their relationships with colleagues and clients.
Atbusiness school, you primarily practice analytical thinking, not relationship
building. Don't underestimate the importance of a community of respect and
friendship for personal fulfillment and success.

12. Plant Trees Under Whose Shade You'll Never Sit. A critical part of any
destiny plan is to have an unreachable ultimate goal. Counter to business school
teachings of achievable goals, unreachable goals add meaning to your life and

energy to your work as they connect you with something bigger than yourself.

The concluding chapter reemphasizes the centrality of service to the
process of crafting a life that is more than money. It summarizes the key argu-

ments with a story of the service ethic in a man I met years ago in Goa, India.
A resource chapter follows. It contains a speech that will make you

think deeply about your life and the role of money.

I hope that after you've read this book, you'll do some journaling to help

you become more aware of who you are and what you want. As you grow,
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these definitions will evolve as well. Journaling allows you to disconnect from
the external electronic world every once in a while and connect to your inner
world. How else will you find the work you love and for which others will love
and remember you?

It's time to get started by taking a closer look at yourselfand the business

school environment.

Destiny Plan Questions

» What do you see when you look in the mirror? How would you describe
yourself?

How would you like to be remembered after you are gone? What would
you like your eulogy to be?

In your lifetime, what will your contribution be?

What does “contribution” or “service” mean to you? What role does this
concept play for you in having a ‘meaningful life”?

More Than Money

== nnnm [NTRODUCTION: THE MBA TRAP

Money sometimes costs too much.
Ralph Waldo Emerson, poet

MBAs are focused, driven, thoughtful people who typically choose
one of two career paths. The first, the more common, is the one I took.
[ callit the conflicted achiever path, expressed as “I'll make some money
now, pay off my debts, build a little nest egg, and then ... who knows?
But business school will give me the skills and cachet I need to change
careers, move up, and make more money, after which I'll do what I'm
passionate about and contribute to society.”

The other path is the passionate striver path: ‘I want to do some-
thing meaningful now. I already know the kind of work that I find ful-
filling, Business school will give me the skills I need to be more effective
in my work and a network to draw on for help along the way so that I
can advance faster in my career.” Both paths are fine as long as you don't
get stuck in the wrong job or see your passion frustrated and fade.

The reality is that most MBAs take jobs in management consult-
ing or investment banking, After all, that’s what business school does

best: train students to be market or financial analysts. Nothing wrong

with that. Just remember that few of you grew up dreaming of selling

another strategic plan or making another business deal.
The challenge is to use that job in ways that will help you seek
and find your unique contribution—which may very well be in con-

sulting or banking, Those professions have also evolved with your




interests in mind, offering MBAs work in nonprofit divisions of the most
respected consulting firms as others work in “bottom of the pyramid” microfi-
nance at top-tier investment banking companies.

MBAs want to make a contribution through their work, whether it’s in
the workplace, the marketplace, or the community. This was not as true in my
day, but today it’s true of the vast majority. You're different, and the world you're
inhabiting is different. Even my venerable school, staid Harvard Business
School, changed its mission in the twenty-first century to “educating leaders
who make a difference in the world.”

What I've seen at the business schools is, as I like to say, “You've got the
religion. You just don’t know how to get to church.” Regardless of which of the
two initial career paths you choose—or some combination of the two—the
work of this book is to help you get to a place where you're appreciated and can
make a contribution to others that’s worth more than money.

In that spirit, the book’s central argument is that if you put contribution—
crucial to a meaningful life—on an equal footing with money, what you perceive
as your safest career choices may actually be your riskiest, and vice versa. That is, if
you assess risk with the career goal of a meaningful life (which includes mak-
ing money), you'll make different choices or at least be more aware of the risk-
reward trade-offs of your choices and choose a job that is more likely to be on
your destiny path.

Whether you are searching more for money or meaning initially, each
path has its negative externalities. However, you often recognize the externali-
ties of choosing more satisfying work but overlook them when you choose the
employer who shows you the money.

That's the MBA trap: improperly assessing the risk-reward ratio in your
career choices by not including all the externalities. This trap occurs when you
measure success just by money rather than including the desire to make a con-
tribution as part of a meaningful life. With a meaningful life as your goal instead
of money, your definitions of safe and risky change: you now recognize that a
“safe” job choice is one that you believe is on your destiny path, and a “risky”

choice is one that is not.

More Than Money

To explain, I'd like to share a parable that resonates with MBAs more
than any other story I know. I believe it gets you to reconsider what constitutes

a successful life.

The Good Life: A Parable

The career perspective of the MBA environment may be best expressed in a
parable you won't find in business school. It has received the most responses
from MBAs in all my years of writing; I first published it over a decade ago after
returning from an idyllic week on an island of just seventy people. I spent my
days diving with local dive master Ollie Bean and imagined what it would be
like it he met up with the Harvard Business School student in me.

My purpose is to show how your higher education and the values and
expectations that often go with it might lead you away from a life path that
is enjoyable, rewarding, and contributory. With minor editing,' here’s “The
Good Life™:

An American businessman was at the pier of a small coastal Mexican vil-
lage when a small boat with a lone fisherman docked. Inside the boat were several
large yellowfin tuna. He complimented the fisherman on the quality of fish and
asked howlong it took to catch them. “Only alittle while,” the fisherman replied.

The businessman then asked why didn't he stay out longer and catch more
fish. The fisherman said he had enough to support his family’s needs. The busi-
nessman asked, “What do you do with the rest of your time?” The fisherman said,
“I sleep late, fish a little, play with my children, take siesta with my wife, Maria,
and then teach children how to fish before I stroll into the village each evening
where I'sip wine and play guitar with my friends. Thave a full and busy life.”

The businessman laughed at him. “Tam an MBA and could help you. You
should spend more time fishing and with the proceeds buy a bigger boat. With

IT've since seen this parable in many forms to which my monthly e-newsletter readers have

directed my attention, so it is clear that others have written similar stories. The earliest [ have
foundis “Anckdote von der Senkung der Arbeitsmoral” (‘Anecdote to Reduce the Work Ethic”),
written in 1963 by the German Nobel Prize laureate Heinrich Boll, nearly identical but used dif-
ferently. A similar tale apparently also appears in a Buddhist story and in Russian folklore.
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the proceeds from the bigger boat you could buy several boats. Eventually you
would have a fleet of fishing boats. Instead of selling your catch to a middleman
you would sell directly to the processor. Eventually you could open your own
cannery. You would control the product, processing, and distribution.”

“‘And then what would I do?” the fisherman wondered.

“You would then, of course, need to leave this small coastal fishing village
and move to Mexico City, then probably Los Angeles, and eventually locate in
New York City, where you would run your expanding enterprise.”

The fisherman asked, “How long will this all take?” “Ten to fifteen years,”
the MBA replied. “But what then, senor?” The MBA laughed, saying that’s the
best part: “When the time is right, you would announce an IPO [initial public
offering] and sell your company stock to the public. You would become very
rich, making millions of dollars.”

“Millions? Then what?”

The MBA businessman concluded, “Then you would retire. Move to a
small coastal fishing village where you would sleep late, fish a little, play with
your kids, take siesta with your wife, and then teach children how to fish before
you stroll into the village each evening where you could sip wine and play your
guitar with your friends.”

A simple parable worth reading again, “The Good Life” is about values
often taken for granted as the material world and its partner “greed” pull you

away from yourself, magnified in most business school settings.

Your Business School Environment

Business schools have a culture that narrows your perceived options and can
often direct your behavior as a businessperson, at least early in your career, by
the values espoused. What are those values?*

In the 1970s, the elite business schools were organized around the goal

of producing general managers. The CEO as enlightened corporate statesman

2The next three paragraphs are based on Rakhesh Khurana, From Higher Aims to Hired
Hands: The Social Transformation of American Business Schools and the Unfulfilled Promise
of Management Education (Princeton, N J.: Princeton University Press, 2007).
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was still of interest, although it would fade in the 1980s with the emergence of
investor capitalism and its takeover wave.

By 1980, business experts wrote that countries like Japan were turning
out better managers. American managers needed to learn how to manage more
effectively toward one goal: maximization of corporate value. Shareholder pri-
macy became the new mantra. The New York Times duly noted that the new
model of corporate “goodness ... eschews loyalty to workers, products, corporate
structures, businesses, factories, communities, even the nation.” The new flood of
corporate takeovers meant that only “maximizing stock price can be allowed to
matter.” This maxim would dominate the culture of most business schools.

These arguments led to aligning managers’ incentives with those of
shareholders. The executive option market flourished, one of the most disas-
trous developments in the history capitalism. It exacerbated the fixation on
short-term profit regardless of longer-term cost. The same ethos would domi-
nate the culture of business schools.

The era can be summed up by an early-1990s televised comment by a
large insurance company CEO who resigned soon after the interview. He had
agreed to come on the show to discuss the company’s new innovative employee
assistance programs for minimum-wage workers. But the interviewer focused
on the just released quarterly results, which were one penny below expecta-
tions. The CEO’s comment: “Now I get it. If you want to do something that
serves the interests of society, the environment, the community, or the poor,
and it costs your shareholders one penny, it is immoral.”

In October 1993, Net Impact (known until 1999 as Students for
Responsible Business) was created to build a community of MBAs that
believed that the responsibility of a corporation is not just to shareholders but
to all stakeholders. Managing Director Daniel O’Connor best expressed Net
Impact’s business philosophy in a 1999 speech at the University of Michigan.
Daniel explained that the purpose of business is to create value for its society.
Through a mission-driven network of emerging business leaders united by a
shared commitment to use the power of their careers, Net Impact would create
a better world for all.
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In the 1990s, the majority of business schools saw Net Impact as a fringe
group primarily consisting of liberal “tree-huggers” and “do-gooders.” But as
the twenty-first century dawned, the new global economy transformed the
cost-benefit parameters of business through the market realities of climate
change, the price of oil, and the demand for young talent who often have social
and environmental interests. Net Impact began to grow rapidly as a network
for emerging progressive business leaders.

AsIwrite, Net Impact has over 190 business school and professional chap-
ters and is growing rapidly worldwide, with its first European office and chapters
in Asia, Africa, and Latin America. At many business schools, Net Impact is the
largest student group. Net Impact and its local chapters have also been instru-
mental in changing business school curriculum while unleashing an energy best
seen at the annual conference, which hosts two thousand attendees.

This decade has seen the rising prominence of Aspen Institute’s Beyond
Grey Pinstripes school rankings. The biennial rankings are based on how well
business schools integrate social and environmental stewardship into their cur-
riculum and research. Students are demanding that curriculum more closely
reflect their values, and business schools are accommodating those changes.
Green business courses were available at nearly two-thirds of business schools
surveyed in 2007, twice as many as in 2001.

Still, how much have the schools themselves really changed? Schools
have opened institutes, some jointly with other university departments, and
many offer elective courses in sustainable business, microfinance, corporate
social responsibility, and social enterprise. Yet there remain no tenured or ten-
ure-track professors in these fields, indicating that the values espoused by these
courses are still not central to most business schools.

Business schools remain driven by rankings and fundraising (helped by
higher rankings). Rankings are determined in part by the starting salaries of grad-
uates, not whether they like their jobs or can express their values at work. Where
can MBA graduates get the highest starting salaries? See your options narrowing?

For the most part, the bottom line remains the same. As reported in “A

Growth Industry” in the April 14, 2008, issue of Newsweek, business schools
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are adopting the philosophy “make a bunch of green by going green’; indeed,
the article’s subtitle states, “business schools are teaching entrepreneurs how to
get rich helping to save the environment.”

Interest in a “triple bottom line” can be accommodated as long as the
financial bottom line is satisfied. Like Wal-Mart and Toyota, two companies
invested in “greening” their companies, environmental responsibility is a busi-
ness calculation of innovative ways to save and make money.

One student at Aspen’s top-ranked school, Stanford University, said it
best. A twenty-nine-year old with an engineering background, he spent two
years studying environmentally sustainable business. Is he doing this because
of his values? “The honest answer is no. It makes good business sense to be sus-
tainable.” He hopes to be working at a private-equity fund upon graduation.

Whether curriculum change leads to cultural change remains to be seen.
Business schools reflect the interests of the surrounding business community,
particularly their alums. As green business opportunities in clean technology
have grown, curricula have grown in these areas, too. There are now a handful of
new schools like Presidio School of Management and Bainbridge Graduate Insti-
tute, where sustainable business practices are not a calculation but a commitment
to social justice and environmental responsibility as much as financial results.

To conclude, business school remains focused on your financial growth,
not personal growth. I believe you get at best only marginal help in business
school at understanding your values and what is important to you in your career.

If you don't know exactly what you want to get out of business school,
then the business school’s curriculum and culture will do little to help you
clarify your purpose, awaken your passion, and realize your potential. Just look

at the pressures and challenges the typical MBA faces.

A Mirror on MBA Decision Making

With the pressure of job interviews starting in early September (in my day,

none were allowed until March), the driving determinant for most students
remains money. You take time from work and pay tuition for which you expect

a good return, a hefty ROI (return on investment).
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Much has changed during my thirty-five years with MBAs, but career
decision making has not changed measurably. Synthesizing what you've told
me over the past five years in conversations and e-mails, your decisions are pri-

marily driven by six factors:

» MBAs often don't consider their own values very high on the list of
motivations in making a career decision.

MBAs are not usually encouraged to consult a personal compass
to direct their goals when making career decisions.

MBAs feel peer pressure to earn a lot of money when they enter
the working world after graduation.

MBASs are expected to measure success in money and public
recognition rather than in personal fulfillment.

MBAs are risk-averse, so they often choose to make career
decisions that theyre supposed to make rather than the decisions
their hearts would have them make.

MBAs fear that taking a job that fulfills their heart’s desires will
not provide enough money to live on.

You may not see yourselfin this description of the “typical " MBA. Good
for you! But most business schools reinforce this stereotype. To remain atypi-
cal, you need to be clear about your answers to the four chapter questions and
stick to them. The questions and lifelines can help reaffirm your thinking and
existing career goals and aspirations and turn them into a plan of action for
your future, your personal destiny plan.

Let me illustrate these six factors in three pairs with examples to help
deepen your understanding of how this kind of decision making can limit your

options and pull you away from your destiny path.

» MBAs often don't consider their own values very high on the list
of motivations in making a career decision and are not usually
encouraged to consult a personal compass to direct their goals
when making career decisions.

More Than Money

MBA graduates have often told me that one of the most important
determinants of their happiness and career success has been making the right
choice of where they want to live and then looking at job possibilities. Finding
the right place to live and work, however, is often considered a low priority in
the business school environment.

Recruiters see most MBAs heading to corporate America, working as
long as they can stand it, and then striking out for the “small time.” Small time?
Why not start there? Why not stay with the good life, like the Mexican fisher-
man? Why not focus on achieving a life of working and living in a place you
belong, doing work that matters with people you care about?

Instead, many MBAs may be destined to be ruled by the “Paul Principle.”
Akin to the Peter Principle (“You are promoted until you reach a job at which

you are incompetent”), it states, “You are promoted until your job is no longer

fun.” Feel free to substitute career or life for job. And you can substitute moved
(geographically) for promoted.

I take the recruiters insight personally. After just my first term teaching at
Harvard Business School, I knew I was in the wrong place. I was not on my path
and felt I had to leave my values at home. (It took me six more years to leave.) I
was stunned. After all, I'd dreamed of a job like this. My income shot up well into
the six figures; my time was my own; I had no direct boss and was surrounded by
brilliant, diligent colleagues and students. The Harvard name opened every door
imaginable, and the senior faculty could not have treated me better.

[ found it hard to get out of bed each day and make it to school, but I per-
severed. I figured there was something wrong with me. And the results were
obvious. My teaching was average at best, and my research stumbled along,
though I received more credit than I deserved. I was blessed with the “appear-
ance” of a Harvard Business School professor, the “carriage” of those times. I
was afforded every advantage possible—to no avail.

I needed permission to reframe my thinking about what is important in
life and how to measure success. I needed to use my personal compass. Instead,

[ had taken what I considered to be the safest path, the one with the most
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money and status, and yet I almost lost myselfin it. Being a Harvard professor
was a great job that offered me a great career. But it wasn't the right one for me. 1
would eventually be supported by business students I met through Net Impact

to rethink my career and the role of business.

> MBAsfeel peer pressure to earn alot of money when they enter the
working world after graduation and are expected to measure success
in money and public recognition rather than in personal fulfillment.

Most of you will feel that peer pressure to achieve a certain level of “suc-
cess,” which includes a high salary but not necessarily happiness and fulfill-
ment. And the business world reinforces it. For example, during her job search,
Maureen Gilbert, a twenty-six-year old INSEAD MBA, wrote me about the

“soul price” of financially remunerative work you don't really like:

The more in touch your job is with your soul, the less your wage matters

to you. Talk to anyone that isn't happy with his or her job or that secretly
dreams of doing something else and nine times out of ten, money will be
the reason why they don't leave. So, what is your soul price? How much do

you need to be paid to do a job you really don’t love? [her italics).

Maybe you think you won't make it without a “safety net.” Maybe you
feel the timing isn't right. It's always more comfortable to go the “safe” route.
But what if you never get on that other route?

You know that life is about more than making money and spending it.
But on a practical daily basis, you can forget too easily, especially in business
school. The result is that you make your alma mater (and possibly parents)
happy by selling your soul to the highest bidder. There's a price to be paid, how-
ever; a price perhaps unrecognized at first, to be paid years later. As the years
increase, so does the soul price. Why do you sell your soul so easily, so cheaply,

to the highest bidder without knowledge of the price?

> MBAs are risk-averse, so they often choose to make career decisions
that they're supposed to make rather than the decisions their hearts
would have them make. MBAs fear that taking a job that fulfills their
heart’s desires will not provide enough money to live on.

More Than Money

When I left Harvard to help MBAs find their path of service, I was con-
cerned about my drop in income. I did well enough for years, but the last few
years, my pro bono work has been out of balance.

When I'was speaking to MBAs at Portland State in 2006, I heard a ques-
tion that has yet to leave me. It was in response to a student’s statement about
the need to make money first and then find fulfillment—if for no other reason
than to pay off school loans. Work that was closer to his heart would clearly be
sacrificed. Another student responded by asking him and the audience, “How
far are you from the gutter?”

Think about that. You have many ways to get by: friends and family who
will help you and work you could do if necessary. You need to let go of that
excuse for not taking the road less traveled—your road, the road that's made to

fit one person atatime.

Your Safest Choices May Be Your Riskiest

To repeat my definition of safe and risky career choices:

A’safe” job choice is one that you believe is on your destiny path.

Arisky” choice is one that is not.

I don't know whether your “safe” choice will be a high-paying, high-
prestige job, an entrepreneurial launch, or the distribution of relief services in
Darfur. I know that what you need to do to stay on your path will vary over the
course of your life. And I know that whatever it is, it will be meaningful to you
and of service to others. Is money important? Of course it is, in balance with
contribution to others.

What are the “riskiest” choices? Those that don't allow you to become the

person you want to be, to live your life full measure. Survey results of the general

population confirm that people’s biggest fear is neither death (which ranks third)

nor public speaking (second) but “failing to live a meaningful life.” That's our
greatest fear, our biggest risk. And it all begins with not living your life.
[ fear not living my life. I fear looking in the mirror and not liking what

I see. I fear not having the right regrets. I fear not being the best me, of dying
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with my music still inside. Whenever I ask myself, “If I do this, what's the worst
that could happen?”it’s rarely worse than not living my life out loud.

I realize that in the business school environment, these are not the stan-
dard definitions of safety and risk. I realize that you are given a narrow range
of career options to choose from, unless you want to search outside the tradi-
tional recruiting opportunities. And I realize the challenge of being highly risk-
averse with all the pressure and expectations of what you will do with that great
opportunity of an MBA. You're also very good at putting pressure on yourself.

[ was concerned about how I'd honor all the sacrifices my parents had
made to get me through school. But as a parent, I now realize that whereas I
might not understand my children at first, what I most want is for them to be
happy and contribute to society. I also want them to reframe the voices of judg-
ment they will hear that may pull them away from their destiny path.

The next four chapters will help you reframe and redefine your notion of
the risk-reward trade-offin a way that works for you. It's a way you always knew
but have forgotten. Once there, you'll see that the riskiest outcomes for the
head are often the least risky for the heart. What seemed like the safest choice
in your current environment may preclude happiness and fulfillment down
the road. Or at least, slow you down a bit.

One statistic stunned me into rethinking my career, how I spent my
time, and how I did or did not live my values. I learned several years ago that the
country of Tanzania, with its twenty-five million people, had a gross domes-
tic product that year less than what a well-known investment bank made and
shared among its 161 partners. Now, don't go rushing to that investment bank
for a job just yet! That wasn't my point. My point is, aren't these truths today
that should not be truths tomorrow?

I know that in the time it took you to read the preceding paragraph
(twenty seconds), one hundred children died of starvation. I know that over
four billion people don't have enough to eat. I don't let these facts paralyze
me, nor am I going off to live like Mother Teresa. But I do know that those

realities make me think more deeply about what I can do to make a differ-
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ence through the most powerful force on the planet (no, it's not compound

interest): business.

A decade ago, I was asked in front of four hundred University of Michi-
gan alums to describe in one sentence what is a good business. I was caught
off guard and had little time to think. Normally, my response would have been
about serving all the stakeholders. Instead, what came out of me was this: “A
good business uplifts the human spirit and helps alleviate poverty and suffer-
ing on the planet.”

After I said it, you could have heard a pin drop in the room! I heard
mumblings like, “Are we at the Divinity School or the Business School?” For
the next ninety minutes, however, the questions all had a different tone. That
evening, we looked at the business world and our careers from the perspec-
tive of my definition. I've since used that expression as my personal North Star.
You'll find your star by working through Chapters 1 and 2 and then applying
what you learn there in Chapters 3 and 4.

Destiny Plan Questions

» Which career path is more in line with your thinking: (1) make some
money first and then focus more on what you are passionate about, or (2)
focus on what you are passionate about right away? What are the risks and
rewards of each?

What do you see as a “safe” job choice and as a “risky” job choice? Why?

What do or did you expect to get out of business school? Did the school
experience meet your expectations?

What is the purpose of business?
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CHAPTER T H H H H N WHO ARE YOU?

/f the things we believe are dlﬁ%rent than the
th/hﬂs we do, there can be no true happiness.

David O. McKay
Ninth president of the Mormon Church

It was that day in 1943. A nineteen-year-old boy from Dorchester,
Massachusetts, had become a low-beam radar navigator in the Eighth
Division of the United States Air Force. And today was the day that
he would fly his first mission—over Germany. That day, this boy had
to make a decision that would leave childhood far behind: whether
or not to wear the Jewish Star of David on his missions. He knew the
price he might pay if his plane were shot down. He knew his chances
of survival would plummet if he were caught wearing that Star.

He decided to wear that Star. When he did, he joined peoples
from all nations, religions, races, and creeds who have chosen through-
out the course of human history to uphold their beliefs and heritage
in the face of persecution, torture, and even death. As that legendary
Scot, William Wallace of Braveheart fame, exhorted his men, “Cow-
ards die many times; brave men die only once.”

By declaring himself publicly, my father told the world and him-
self who he was, who he wanted to be, and what he believed in. By that
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one act, he took the abstract concepts of values, conscience, and personal
responsibility and made them real, creating a living heritage for his future
family.

[ often think of my father’s challenge. I ask, “What is my Star of David?
What are the values that direct my decisions? What am I passionate about,
whatever the cost?”

My father was not a zealot or even a practicing Jew. He chose to wear that
Star of David because it was how he made sense of his world and his place in it.
Although he wasn't aware of it then, in many ways that singular decision would
define his life forever. It helped him come to terms with who he was. It was also
the greatest gift he took into civilian life. That reckoning imprinted by thirty-five
missions gave him the confidence to develop a winning career after the war. He
found himselfand his internal compass through his allegiance to that Star.

I'm sometimes jealous of my father’s “opportunity” to discover who he
was and what he stood for. Whereas his life was put at risk, the war forced him
to dig deep into his soul and clarify his passion to be a Jew and an inner drive
to win, whatever the odds.

Few of you will experience such a dramatic situation. Yet to realize your
potential by fulfilling your destiny, you too need to search inside yourself to
awaken what makes you come alive with passion and without fear. This chap-
ter guides you with the first step in creating your destiny plan: three lifelines
that open your heart and your inner self. By working through the twelve life-
lines and addressing the questions offered that most resonate with you, you
will have written down the basic information you need to construct your des-
tiny plan. Think of it as your personal, authentic strategic plan.

I think it might be helpful for you to see a brief description of my destiny
plan to guide you in developing your own. Without a timetable or more specif-
ics, the plan that serves as my North Star appears at the top of the next page.
Asyou can see, a destiny plan is not a résumé, nor is it a description of any par-
ticular job. It is a summary of your hopes and dreams and how you will make a

contribution to a better world. Like the word service, it is less about a specific act
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Goal:  To help MBASs find their path of service

Why:  To humanize the way we do business in the world and to
make sure no MBA has to give up making a life to make a
living

How:  Through work I enjoy, including writing, speaking, and
advising

Values: The highest integrity and personal freedom

than an attitude, a consciousness of how you want to affect people and the planet,
all living things. It is not only a window into the future but also a mirror to let
you look at yourself today.

Constructing a destiny plan therefore requires you to address all four
chapter title questions and a significant number of the other sixty-four “destiny
plan” questions in the book. Select the questions that you find most helpful in
reframing your risk-reward assessment of different job alternatives. Chapters 1
and 2 will offer a mirror in six lifelines to help you understand yourself. In my
description, my responses are recorded in the “how” and “values” lines. Self-
actualization, learning how to serve yourself, is a big step for most of you, some-
thing you are not taught in school.

Chapters 3 and 4 offer guidance for the next step: bringing your dreams
and desires into the marketplace of your life (the “goal” and “why” responses to
the challenges of this chapter and the next). These chapters do not tell you what
to do or what job to pick. They are more cautionary in tone. Their purpose is not
to carve out your path for you but rather to give you the greatest opportunity to
find your path, stay on it, and get back on it more quickly when you fall off.

Today, your career, your destiny, is in your hands. Your destiny is something
you achieve. With your passion and values as your guides, your ultimate success
will be less a function of your abilities and more the result of your choices—

choices of “small deeds done with great love,” in Mother Teresa’s words.
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First Steps: Unlocking the Courage to Be Yourself

In your career search, how you begin aftects where you'll end up. It's much
easier to make small adjustments than to reroute your entire path (though it
can be done). Your foundation and starting point are based on discovering
who you are and what you want—your value and values that come from deep
inside. You need to fight being defined by what you do and first and foremost
discover who you are, what you stand for, and what you believe in. Otherwise
you risk being stuck in a career you never really wanted.

Your guide is your passion. It's what makes you special. I'm surprised by
how many MBAs write me that there’s nothing special about them. In Leviti-
cus 19:2, God says, “You shall be holy because I the Lord Your God am holy.”
For me, saying we are “holy” is another way of saying that we each are special
beings with a special purpose and that we reach that purpose through study,
prayer, and deeds of loving-kindness. Whether you are a Bible reader or not,
that’s still a powerful way to start off thinking about your career!

Your passion will allow you to get lost in something bigger than yourself,
as it is that passion—your will, not your skills—that will define you and make
you great. That's how you find yourself: by getting lost in something you feel has
importance beyond yourself. It may be addressing a social challenge, building
a company, or collaborating with colleagues to meet a deadline. And when you
can meet a business need and a social need, especially if it is personal, the feeling is
priceless. As an example, look no further than social entrepreneur Joe Sibilia.

Joe houses a series of businesses called Gasoline Alley in a troubled area
of his blue-collar hometown, Springfield, Massachusetts. Buildings and furni-
ture are constructed from discarded materials and recycled products, and the
375 feet of front footage and acres behind have been renovated organically.
Prisoners and former drug addicts, people “discarded by society,” populate the
businesses. What is Joe doing? “You ask me what the mission of my business is?
It’s to give value to that which has been abandoned.”

Compassion comes from being linked to your passion. Joe's dedica-

tion to the “abandoned,” to a neighborhood that he could have left decades
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ago when his financial success first began, is personal. It comes from his past.
“When I was born, my folks split up, Dad moved out, and soon thereafter Mom
left. My brother is ten years older, and he left, too. An aunt came to live with me.
My real support came from the ‘guys on the Corner.”

The Corner is where Joe hung out, growing up in Springfield with few
resources but big dreams. His buddies went through a life of difhiculties. Today
many of them work for Joe at Gasoline Alley, finding new life and purpose.

Joe has owned over twenty companies; you too will have many changes
in your work. But whereas the form of what you do may change, that core of
who you are, often developed in your early adolescent years, doesn't change. It
gets tested and grows.

Finding out who you are and where you belong is often a process of find-
ing out where you fit in by not fitting in. It's a lonely business, trying to fit in and
failing. But that’s what you have to do. It typically starts when you're a child,

around nine to twelve years old.

What Did You Want to Do Before the
World “Should” on You?

This is another way of asking yourself to try to remember your childhood
instincts and aspirations before adult conditioning took over. You may have
considered that lemonade stand “play” back then, but in many ways, you
were experimenting in a child’s version of making a living, For me, it took my
younger daughter’s impression of who I was, sharpened by her instincts of what
I enjoyed, to get me back on track in my mid-forties.

When my daughter Nicolette (Nikki) was five (she’s now seventeen),
she drew a picture of who she thought her Daddy was and what he loves to
do—two ideas linked inextricably as one for her. Her drawing, along with her
description of me appears on the next page.

She was right. Earlier that year, I'd gone up into my attic and found the
proverbial “box in the attic” of memories buried, suppressed, and repressed
long ago. In a box were short stories I had completely forgotten about! I now

remembered what served as my “lemonade stand.”
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“My Dad has a big head and a big mouth, with a stubby little body.
[That's OK—she gave me a lot of hair!] Here he is next to his puter. What
my Dad loves to do is type. He loves to type.”
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When I was eight years old, I'd write these stories, type them up, and
get them mimeographed at my grandfather’s office. I'd then sell them door-
to-door: 3 cents for a one-page story, S cents for a two-page story. The stories
had titles like “T Went Mad,” “T Was the Fiery Demon,” and “Friday the 13th.”
(What do you want? I was just a kid and obviously no Hemingway.) As you
might expect, no one in the neighborhood turned me down. And it certainly
beat having a paper route. But what was the message I got at home? “You can't
be a writer. Writers don't make much money.” So the dream went into the box.

The next year, I had a counseling business: I would advise my friends on
how to get along better with their siblings. (Of course, I myself had no siblings
at the time.) [ charged a nickel for that service. Like Lucy in the Peanuts comic
strip, I did well with my little advice stand business. And what was the message
I got this time? “That’s great, Mark. You want to be a psychiatrist!”

When I explained that I had no intention of becoming a doctor, well, my
parents’ expressions were . .. priceless? I then followed the “Twant to be a” with
two words that can kill any parents: “social worker.” Better to be a sculptor—at
least the folks get to see something tangible!

Today, I'm living my childhood dreams. I write and advise. I guess you never
trulyleave childhood; rather you take alittle bit of it with you. For me, it took a daugh-
ter’s drawing and forty years to get back there! Want to do it sooner? Listen to your
children and friends. Think back. What did you want to do in your early days? What
lights you up, makes you jump out of bed in the morning, excited by a new day?

It's the complex, wondrous journey of the heart whose only risk is not

being true to itself. That’s a risk overcome by following the first three lifelines.

Destiny Plan Questions

» What are you passionate about?

» Describe your perfect day. What does your description tell you?
» What did you love to do when you were around eleven or twelve?

» Do you do things that are at odds with what you believe in? If so, what are
they, and why do you do them?
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® LIFELINE 1 =

Don’t Get Really Good
at What You Don’t Want to Do

I'm a fan of the comedian Drew Carey, who responds when someone com-
plains about work, “Oh, you hate your job. Why didn't you say so? There’s a
support group for that. It’s called ‘Everybody, and they meet at the bar.”

Funny, but sadly true, even among highly educated MBAs—surpris-
ing for a community with lucky lottery tickets. You have options but lots of
pressures; you fear being an outsider—the required identity to follow your own
path. You forget that each person has a unique story to live, one that you need
to identify and actualize. You forget that work can give you joy.

It’s easy to slide into a career that matches your skills but not your deep-
est desires. At first, it can be harder not to do what you are really good at and
instead to work at what you really love. And what do you love? Sometimes
youTe not sure; other times it requires you to balance a cluster of core values
that include work, social contribution, family, and personal life (see Lifeline 6
in Chapter2).

When you get good at something you don't want to do, you feel as if
youre dying a little bit each day—that your soul is being sucked out of you.
Worse yet, it takes time to realize what’s going on. Maybe you don't enjoy your
work as much as you used to, or you aren't performing as well as you know
you can. Maybe Sunday nights are a misery, causing you to wake with a knot
in your stomach Monday morning. Maybe you're wondering, “How did I get
here?” That's why I agree with the late George Burns: I'd rather be a failure at
something I love than a success at something I hate.

I call “Don't Get Good ..." my “bobble head” lifeline. When I use this
expression in a speech, I can see the heads of my audience bob up and down
in acknowledgment. We've all been there. I was a Greek major in college and
then wanted to do graduate work in psychology. But I was good at math and
economics, so that’s where I went. It took me thirty years to get back to Greek

(Bible study group) and psychology (my work with MBAs).
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I have scores of letters from MBAs talking about jobs they hate but “can’t
leave” or “don’t know how to leave.” Here’s a sample: “Since [ was 15 I wanted to
be a teacher and a coach. Instead, after getting my MBA I've chased the golden
handcuffs asa management consultant, had TPO dreams with an Internet com-
pany, and then ran a hedge fund. I always promised that I wouldn't sell out’ like
so many of my friends who are lawyers or I-bankers. As I sit here watching five
computer screens 80 hours a week, I ask myself, What am I building?”

This first lifeline asks you to start your destiny plan, to consider what
your contribution will be and your eulogy will say, by clarifying what you don't
want to do and who you don't want to be. Start by asking yourself instead,
“Who are my heroes, and why do I admire them?” Your answers allow you to
visualize your future self so that you can work your way back to what you need
to do today—and may not be doing,

My heroes built a strong platform and then used their money and status
to have a positive impact on their community and the world. They are Muham-
mad Ali, Arthur Ashe, Shirley Temple Black, Robert Redford, and Oprah Win-
frey. (I also admire my mother and how she has run her business for forty years,
as well as several Net Impact MBAs who show me repeatedly what's possible.)
Each of these five people will be remembered as athletes or entertainers who
gave much of their life energy to serving others. When they pass on, Redford
may be more remembered for Sundance and Oprah for her work in Africa then
for their “careers.”

[ have surveyed several thousand MBAs at my speeches. The common
“hero” responses include parents and teachers, along with Mother Teresa, Dr.
Martin Luther King Jr,, Bill Gates, and heads of state who have made a signifi-
cant contribution to world peace. So ask yourself, “If this is a person I admire,
am I on a path to honor what he or she stands for? If not, what changes do I
need to make?”

It all comes back to knowing who you are and what your values are.
If you're not clear in defining yourself, others will do it for you. Moreover, you can
become a creature of your uniform. You go from being defined by parents to

falling under the influence of your peers, your workplace, and its culture. You
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become the person of that job. You may be further influenced by well-meaning
senior colleagues and lose yourselfif you're not careful. I almost did.

I was young when I became a marketing professor at Harvard Business
School. I was told that I looked young, too, which only made matters worse.
The challenge was that our MBA students are known for their combativeness.
They test professors and respect only toughness. Any chink in the armor and
“those eighty-eight students of yours will eat you for lunch, Mark.” There's
nothing worse than losing control of your class. Makes for a long semester.

[ listened to all my senior professors™ advice. “Have them call you
‘Professor Albion,” “Don't fraternize with students,” “If you make a mistake
during class, don't admit it,” and so on. I even followed their methods of teach-
ing, putting my own style and ideas in a box. After all, what did I know? I knew
one thing better than my learned, and concerned, senior professors knew:
Mark Albion. But 1 did not stand up for myself or speak with my own voice.

Instead of being called “Mark,” which I much prefer, instead of playing
touch football with my students (many of whom were my age or older), and
instead of admitting calculation errors in class, I didn't, didn't, didn’t. When I
would speak or ask questions, it was as if I were following someone else’s script
rather than choosing what I felt was helpful from the mounds of advice and
then practicing how I'd like to teach. How I'd like to be.

Fora time, I got good at being someone else. But it was a disaster. [ was
adisaster. And I was miserable, too. The least I could have done was fail glori-
ously! What I had risked was not just what I was doing but who I was becom-
ing Twanted to be a success, to feel success, but how can you when there is no
joy? What I needed to do was find my own voice, the second step of a destiny

plan.

Destiny Plan Questions
» Who are your heroes? Why?
» Do you dislike what you do? If so, why do you do it?

» Outside your family, what do you do that gives you joy?
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® LIFELINE 2 &

Listen to the Little Voice
In the Hebrew Bible it is called your kol katan, that little voice inside you, hard

to hear but essential to find and use if you are going to fulfill your potential.
That voice will connect you with your deep desires and your vocation (from
the Latin vocare, which means “to call”)—your calling That voice will help you
touch the world and serve others by drawing on what is deep inside you. That
voice is your authenticity. More Than Money comes from my little voice.

It takes time, patience, and courage to listen and respond to that little
voice. For me, it wasn't until the last two years at Harvard that I began to hear
that voice and use it. In the classroom, thirty-five-year-old Mark played his
childhood accordion (I have pictures to prove it!). I made calculation mistakes
and laughed at myself. I spoke of personal issues and brought my background,
my self, into the discussion. It was fun, and for the first time, I experienced a
classroom of human beings, not just students.

What helped me do it? Partly the pain of not being myself became greater
than my fear of being different from what I was told I should be. But what really
happened was that Thad promised myself and my wife in 1986, when my mother
was diagnosed with stage-four cancer, that after she recovered, I would move on
to another job. I was no longer worried about pleasing others and getting pro-
moted. As I brought all of me to work, I felt “free” and flourished.

It's hard to feel confident in your abilities and intuition and not mimic
others. Cultural dictates are powerful. Those voices of judgment (VOJs, as
they're called) can make it difficult to find your voice, to be you and not them. If
you'e driven to prove your worthiness to others, you've handed over your life
to the VOJs.

At times, you feel like an impostor—a little kid dressed up in big kid’s
clothing—with a job beyond your abilities. You feel that someone is going to
find out and call you to task. Rather than relaxing and being yourself, you get
into trouble trying to do stuff that doesn't fit who you are. Finding and sticking
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with your little voice helps you set your values and focus on what you really
want to give and get out of life.

How hard is it? Think of the startling revelation by Senator Hillary Clin-
ton after her surprise win in the New Hampshire presidential primary in Janu-
ary 2008. Following an unusually emotional week of campaigning, she was
considered out of the race. She began her victory speech with “I listened to you
and in the process found my own voice.”

Are you in touch with your little voice? How do you know? One way is to
take a look at your body language when you respond to questions about your
work in social situations.

For example, I was in New Yorkin 2000 with myleadership consultant, Mike
Barr, talking about launching a new executive program. It would be a big money-
maker for us both. Mike had four children bound for college in the next few years,
so I was sure he would be excited about it. Mike’s response: “You went through it
beautifully, like a true MBA." He then asked me how my writing was going,

As he told me fifteen minutes later, I nearly “exploded” (his word) in my
seat, arms waving wildly as I talked, enthusiasm oozing with every word. He
could hardly get in a word himself. He simply smiled. When I finished, T knew
whatT'd forgotten. My body language had made me aware of my little voice.

When you're in touch with your little voice, you come alive—you are
being you, being authentic. So how do you get in touch with your little voice and
bring it into your life? Just answer the question “When do I feel authentic?”
Those times are windows to your inner world.

It would take me ten years after playing the accordion in class to give my
first speech with my own voice. As you can see from my 2000 conversation
with Mike, it’s easy to slip back into old habits without friendly advice. As you
read through the circumstances of my speech, think about what elements of
my story may help you hear your inner voice.

Through chance events, I had the opportunity to give an official speech
to the United Nations and its delegates on June 5, 1996.1 had done a survey of
MBAS’ attitudes and values to help promote Net Impact. To get MBA students
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to fill out an online thirty-five-minute survey, I promised that if a thousand stu-
dents filled it out, I'd deliver the findings to the United Nations. I had no idea
how to get a UN speech, but the “Let Your Voice Be Heard” MBA campaign
pulled in twenty-three hundred completed surveys.

Fortunately, through Social Venture Network (SVN) Europe, an Ital-
ian colleague arranged two sessions for me at the UN's official conference in
Istanbul, Turkey. One was a seminar and the other was a speech to business
leaders. I delivered the findings to the three hundred business leaders and got
ready to go home after a day of relaxation with SVN friends.

The ofhicial speeches to the delegates began two days later. A top U.S. educa-
tor was to deliver a speech on the role of education in creating socially responsible,
young global business leaders. Unfortunately, her brother was killed back in the
States, and she had to rush home. A replacement was needed, an educator. Though
I balked, my friends made it clear that this was something that I had to do.

I spent the next two days practicing a twelve-minute speech that I was
given to read verbatim to the assembly of delegates and guests. It was handed
to UN translators, too. It was technically an excellent speech, but it had no
heart, no soul. How could I give such a dry, uninspiring speech about educat-
ing the next generation to help the homeless and the needy of the world?

Before the session, I promised myself two things: that I would not be
nervous so I could enjoy the two-and-a-half-hour session (five twelve-minute
speeches and discussion time) and that I'd give the speech from my heart.

I was the third speaker. As the second presenter wound down, I could
see the delegates nodding off. Listening to a speech read word for word is not
exciting. About five minutes before my turn, I decided not to use the prepared
speech and just speak from my heart, without notes. (This was a little hard on
the translators, but they caught up quickly.)

To my surprise, I gave the speech of my life. T talked about lessons on
compassion from my daughters and the importance of service work in develop-
ing responsible young leaders. I discussed the heart of the survey results and the

importance of a career that addresses social challenges. As I gave the speech, I felt
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bathed in a light of peace and comfort. No nerves. Tranquillity. Whatever I said,
while I knew it wouldn't be perfect, I also knew it would be from the heart. It would
have energy behind it. It would be me. And the delegates could tell.

When I finished, I felt as if a great weight had been lifted from my shoul-
ders. For once, I didn't need any compliments, though the next day I'd meet a
member of the audience, whose complimentary words still mean a great deal to
me. I would have never met her if T hadn't listened to and spoken with my voice.

What does this “little voice” look like? Mother Teresa expressed hers on
the calling card she’d hand to people. It read:

The fruit of SILENCE is Prayer
The fruit of PRAYER is Faith
The fruit of FAITH is Love

The fruit of LOVE is Service
The fruit of SERVICE is Peace

How better to describe the essence of Mother Teresa? That little voice allows
you to close the chasm between the divine and the human, between doctrine
and doing,

What can you take from my story? When I look back, I realize that by
following the love—my passion for Net Impact—and serving like-minded
people whose concerns are my concerns (SVN), if I take a deep breath and
trust in those people who care about me, they will help me dig deeper and be
true to thatlittle voice. It means taking risks (the trip had many complications)
and letting go of control at times. It requires you to not think too much.

Listening to your inner voice requires you to go outside yourselfand be aware
of what's happening around you. Rarely do these life experiences come from
“straight ahead.” More often than not, they occur when you least expect them,
when you are doing things you don't normally do. Maybe it's when you are doing a
special favor or attending a particular function for the first time. They come “out of

nowhere.” But nowhere is somewhere when you broaden your vision.
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Destiny Plan Questions

» When do you feel authentic?

» Who are your voices of judgment? What do they say, and how
do you deal with them?

» Ifyouhad a calling card, like Mother Teresa, what would
yours say?

= LIFELINE 3 =

Broaden Your Vision of Life

Management consultant Peter Patch described to my MBA class what he
learned at business school. A Stanford MBA, Peter responded that as business
school is primarily an education in how to develop your own way of making
decisions, whenever he had to make a decision, he'd call a dozen of his bright-
est friends and get their take, to make sure he hadn't overlooked something,
“Perspective is worth 100 1Q points,” he summarized.

Two decades later, on September 11, 2006, I was near Ground Zero.
After my speech to nonprofit executives, I was asked what is the most impor-
tant quality for young leaders. I responded that it was multicultural sensitivity.
Who you are as a leader is defined not only by your own inner sense of being
but also by your relationships with others. More than ever before, these rela-
tionships are with people from different cultures and ways of life. Understand-
ing them and how to work with them is critical to becoming a successful leader
in the twenty-first century.

These two aspects of broadening your vision—perspective and under-
standing—form what I call my “travel the world and talk to grandmas” lifeline.
This lifeline asks you to broaden and deepen your understanding of who you are
through a range of relationships so that you don't risk limiting your potential.

That there are different perspectives on ways of living life was the most
important lesson I learned from my backpacking trip around the world. In

trying to become “me,” there wasn't just the one way I had learned in the
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Boston-Washington corridor of careers of achievement and contribution.
There were many other ways to be a successful human being.

I traveled by bus and third-class train and even hitchhiked, all of which
allowed me to meet people I'd never normally meet. And of course, I spent time
with the grandmothers, the keepers of the cultures. Years later, I realized how
that experience had deepened my knowledge of myselfin a way that school or
work never could.

At the MBA career restaurant, youre fed a narrow selection of meals to
represent the menu of life. What is or is not success is made clear. Anything off
the menu is considered high risk. Yet I believe that even though those few options
may help you start on the path of who you want to become, there are many oth-
ers that may suit some of you better. Without investigating those options, you are
taking a greater risk: setting out on your path with a shaky foundation.

In some cultures, for example, who you are is understood through the lens
of who we are. In South Africa, the African aphorism “Tam because we are” guides
personhood. If you want to know a person, you must know the community, for it
is the community that makes us who we are. So if you want to meet someone
properly, you should learn about the community that raised that person. If you
were visiting, say, Nelson Mandela, it would be best to read about Transkei, the
region where he was born, and Qunu, the village where he was raised.

That's the paradox of individuality, not just in South Africa but to some
extent everywhere. Who we are is very much in relation to others, to a set of val-
ues and expectations we call “culture.” As the social philosopher Charles Handy
has said, “True individuality is necessarily social. ... We find ourselves through
what we do and through the long struggle of living with and for others.”

A narrow vision of what defines you—TIabels of the past: “I'm the son of
So-and-So,” ‘T come from a place called...,” “Tma at IBM"—does
not encompass the breadth of your life or your possibilities and potential. It
can prevent you from connecting to your higher purpose.

This trap is all too common. I'll never forget the chilling comment from

a college senior applying for business school: “Dr. Albion, I've played soccer all
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my life. The season is now over, and I'm not going to play in the pros,” she stam-
mered as her eyes filled with tears. “T don't know who I am.”

The Sufi say, “Wisdom tells me I am nothing; love tells me that T am every-
thing. Between the two, my life flows.” Business schools provide you with one
culture, one way of looking at who you are and how to be a successful person. It is
your job to look outside those four walls and inside your own heart. Ask yourself,
“How would I define myselfas broadly as possible?” Think broadly!

You now have three lifelines to guide you and nothing to lose. If you
need help, think back to all the ways you might have defined “who Tam” at vari-
ous ages. Then compile those definitions and see what you have. In the next
chapter, we'll complete your self-examination by making explicit the goals and

priorities of your personal destiny plan.

Destiny Plan Questions

» When people ask you who you are, what do you say? Consider different
variations depending on the situation and who is doing the asking,

» Think about who you are as defined by four different people in your life.
What do those definitions have in common?

» Without your current job or family, who are you? Think as broadly as
possible about your definition.

WHo ARE You? 31




this material has been excerpted from

More Than Money:
Questions Every MBA Needs to Answer

by Mark Albion
Published by Berrett-Koehler Publishers
Copyright © 2008, All Rights Reserved.
For more information, or to purchase the book,
please visit our website
www.bkconnection.com




	Albion_FM_rev2
	Albin_Chs1-4_rev
	Albion_Chapter01_rev
	Albion_Chapter02_rev
	Albion_Chapter03_rev
	Albion_Chapter04_rev

	Albion_Conclusion_Backmatter_rev
	Albion_Conclusion_rev
	Albion_Resource_rev
	Albion_backmatter_rev




