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My game changer 
From iCompete by John T. Hewitt. Copyright ©2015 by JTH 
Publishing LLC. Published by A Book’s Mind (www.abooksmind.
com).

I’ve heard that they tell a 
joke about me at Jackson 
Hewitt. Ready for this? 

What’s the difference be-
tween God and John Hewitt? 
God doesn’t think he’s John 
Hewitt. That’s so true! Some 
people call me cocky, arrogant 
— even abrasive. Maybe. I call 
myself confident. If you have 
the achievements to back it 
up, you can also call yourself 
confident. In your game of life 
and business, will you choose 
to be a winner or a loser? Just 

normal or extraordinary? Will you choose to be a fanatical en-
trepreneur and how will you measure your results?

Today, I measure my greatest achievements not by sales, but 
by giving back and changing lives. We operate a company that 
is famous for our culture and giving back is at the center of this.

When I was struggling financially, I still wanted to tithe  
(donating traditionally 10% of income) but I couldn’t mentally 
grasp it. I felt that I just didn’t have enough money. So I made 
a deal with God. I said, “I can’t afford to give 10%, but as soon 
as I get over this hump, I’m going to give way more than 10%.” 
As soon as I started giving a lot of money, I received more and 
more. It seemed like that was an escalation point in my life and 

my business career. Giving became a game changer for me.
This is where I formulated one of my theories: you can’t give 

more than you receive. Some form of this principle is taught in 
many religious cultures, but here’s the twist: when I give some-
one something, I’m not saying that person gives me something 
back — that almost never happens. Way more than 90% of the 
time they don’t even appreciate it. Instead, overall, gifts in life 
come in from all different ways. It’s not just financial gifts; it’s 
emotional, health, everything. 

John Hewitt is CEO of Liberty Tax Service (www.libertytax.com), a lead-
ing tax preparation franchise that he founded in 1997 following the sale 
of the Jackson Hewitt tax preparation company, which he also founded.

Frank Perdue’s 
legacy advice
From Tough Man, Tender Chicken by Mitzi Perdue. Copy-
right ©2014 by the author. Published by Significance Press 
(www.significancepress.com).

Dear Children, Grandchildren, and Family Members 
(present or future): I want little more than your long-
term happiness. To be happy you need character and 

self-respect and these come from following your highest values.
To be happy, consider the following:
1. Be honest always.
2. Be a person whom others are justified in trusting.
3. If you say you will do something, do it.
4. You don’t have to be the best, but you should be the best 

you can be.
5. Treat all people with courtesy and respect, no exceptions.
6. Remember that the way to be happy is to think of what 

you can do for others. The way to be miserable is to think 
Edited by James Kristie. Excerpts printed with permission  

of the publishers. All rights reserved.
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communications, values-based leadership, unrealistic optimism . . . and ‘Dear Children’ advice.
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about what people should be 
doing for you.

7. Be part of something bigger 
than your own self. That some-
thing can be family, pursuit of 
knowledge, the environment, or 
whatever you choose.

8. Remember that hard work 
is satisfying and fulfilling.

9. Nurture the ability to laugh 
and have fun.

10. Have respect for those 
who have gone before; learn 
from their weaknesses and build 
on their strengths.

Mitzi Perdue was a syndicated columnist for two decades, writing 
about food and agriculture and the environment. She is the widow of 
Frank Perdue, CEO of Perdue Farms, which he built from a family farm 
into the country’s third-largest chicken processor, with revenues  
of $2.8 billion, at the time of his death in 2005.

Measuring the return on 
values-based leadership
From Becoming the Best by Harry M. Jansen Kraemer Jr. 
Copyright ©2015 by the author. Published by John Wiley & Sons 
Inc. (www.wiley.com/business).

If we want to assure ourselves 
that values-based leadership 
really does make a difference 

— elevating performance at 
every level, from the newest team 
member to the senior leadership 
team — we need to examine one 
measure: shareholder value.

If we really believe that the 
five bests — best self, best team, 
best partner, best investment, 
and best citizen — will improve 
financial performance, then the 
proof is in the total shareholder 
return they generate. Otherwise, 

the bests are only interesting concepts or nice things to do, but 
they cannot stand up to the measures that determine invest-
ment performance or create financial stability for an organiza-
tion. It’s like going to the doctor for your annual physical. You 
may be happy to report that you are walking more, eating leafy 
green vegetables, and drinking plenty of water, but if you’re 25 
pounds overweight, your cholesterol is 30 points higher, and 
your blood pressure is soaring, then what you’re doing is not 
very effective!

The five bests, if done well, generate the kind of improve-
ments that are critical to a successful organization. If not, 
then something is missing. Returning to our annual physical 
analogy, perhaps your healthy habits are being undermined 
by unhealthy ones, such as overindulging in the wrong foods. 
If we think we’re doing our best in all areas, but the organiza-
tion is not generating a shareholder return that is at least in 
line with its benchmark group, then we have to go back and 
reexamine our execution around each best.

Harry M. Jansen Kraemer Jr. is the former chairman and CEO of Baxter 
International Inc. He is a professor of management and strategy at 
Northwestern University’s Kellogg School of Management and an  
executive partner with private equity firm Madison Dearborn Partners.

The dangerous doctrine   
of elite infallibility
From Dead Companies Walking by Scott Fearon with Jesse 
Powell. Copyright ©2015 by Scott Fearon. Published by Palgrave 
Macmillan (www.palgrave.com).

One of the primary causes of unrealistic optimism in 
the corporate and investing worlds is an almost slavish 
faith in the capabilities of our country’s elite. People 

seem to think that a degree from a top university inoculates 
its holder from failure. I can’t tell you how many times stock 
analysts and fellow money managers have tried to convince 
me that a clearly troubled company would turn around simply 
because its CEO was a graduate of some distinguished school. 
“He’s a Harvard MBA,” they’ll say in almost reverential tones, 
or, “He graduated cum laude from Princeton” — as if those 
facts alone would be enough to offset overwhelming evidence 
that, despite their impressive backgrounds, they were running 
their business straight into the ground.

Whenever I hear this special pleading, I think of a guy 
named Robert Jaedicke. He was an accounting professor at 
Stanford when I was an un-
dergraduate there. Shortly 
after I graduated, he became 
the dean of  the business 
school. He parlayed that 
prestigious position into a 
number of lucrative seats on 
corporate boards, includ-
ing the chairmanship of the 
audit committee for Enron.

Jaedicke began that job 
in 1985 and held the job all 
the way until the company 
blew apart in 2001 in the 
biggest accounting scandal 
in American corporate his-
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tory. In retrospect, it’s obvious that the only thing the board 
of Enron managed to audit in all that time were the buffet 
tables at their meetings. But right up to the end, the impres-
sion that such a distinguished figure from a top school like 
Stanford was overseeing the company’s books gave an awful 
lot of Enron investors a dangerously false sense of security.

Scott Fearon has spent 30 years in the financial services industry, 
starting as a stock analyst and mutual fund portfolio manager. Since the 
early 1990s he has managed the hedge fund Crown Capital. He blogs at 
www.scottfearon.com.

Old Equity under  
duress, seeking recovery
From Equity Holders Under Siege by Henry F. Owsley and 
Peter S. Kaufman. Copyright ©2014 by Beard Books. Published 
by Beard Books (www.beardbooks.com).

For any distressed com-
pany, going through a 
restructuring process is 

unpleasant. Layer on top of 
that a mission to extract value 
from a situation where other, 
more senior constituencies 
are being financially disap-
pointed, and you are looking 
at a truly daunting process, 
one that is potentially expen-
sive and offers no guarantee 
of success. So why would a 
rational Old Equity player 
undertake such an effort? The 

short answer is: for financial and other gain.
Old Equity may be a private equity fund seeking to achieve 

the highest possible portfolio returns in an increasingly com-
petitive investment environment.

Or Old Equity may be the company’s founder, who has 
experienced setbacks and now faces the prospect of lenders 
selling the business out from under him. 

Or Old Equity may be the board of directors of a public 
company. The directors may have been with the company for 
years, and have longstanding relationships with key stock-
holder groups.

Regardless of the identity of Old Equity, these various in-
carnations share some basic similarities. They are motivated, 
they want a recovery for stockholders that may fall outside of 
the bounds of conventional recovery thinking, and they are 
willing to engage with creditors to achieve their aims. They 
may have differing abilities and access to financial wherewith-
al, but they have declared themselves players and are willing 
to throw their hat into the ring.

In short, whether or not they realize it, Old Equity is 
seeking options and optionality. It’s the role of an uncon-
flicted, creative and zealous investment banker to provide 
these. 

So now Old Equity has the will. What is the way?

Henry F. Owsley is the founding partner and CEO of the New York-
based investment bank Gordian Group LLC. Peter S. Kaufman is 
Gordian Group’s president and head of its restructuring and dis-
tressed M&A practice (http://gordiangroup.com).

How communicators can   
add value to governance 
From Business Essentials for Strategic Communications by 
Matthew W. Ragas and Ron Culp. Copyright ©2014 by the au-
thors. Published by Palgrave Macmillan (www.palgrave.com).

Corporate governance is a particularly tricky area for 
strategic communication professionals because the 
communication function does not necessarily have a 

direct hand or voice in governance decisions like executive 
compensation, board diversity, or shareholder rights. 

But a strategic communicator can add value in this area 
by: 

1. Staying current and educated on trends in good gover-
nance and stakeholder activism, to know whether an orga-
nization is in-line or out-of-line with a specific governance 
practice (and vulnerable to activists). 

2. Making sure there is a program in place to monitor and 
listen to the governance concerns of a range of stakeholders 
(not just shareholders) while 
relaying these priorities to 
business managers. 

3. Encouraging the organi-
zation to release more timely 
and accessible information on 
governance topics that stake-
holders indicate are most 
important to them. While 
potentially uncomfortable at 
times, shining more light into 
the boardroom and C-suite 
should ultimately benefit both 
the organization and its stake-
holders in collectively creating 
long-term shared value.

Matthew W. Ragas is assistant professor and academic director of 
the graduate program in public relations and advertising at DePaul 
University in Chicago. Ron Culp is a veteran public relations executive 
and past Directors & Boards author who serves as the graduate  
program’s professional director.


