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Is The Trust Barrier Costing You Too Much? –by Les Hewitt  

 
 

Recently, Peter, a friend of mine, was negotiating a joint venture agreement with someone he knew fairly 
well. This new partner wanted to sell Peter’s consulting services in a specific geographic area. The negotiations 
became bogged down in legal details and it seemed both parties were continually wanting to overprotect their 
interests. As a result, tension developed and the relationship started shifting from one of friendship to business 
opponents. Of course this wasted a tremendous amount of time and energy on both sides which also created a 
significant financial cost. 
 
Finally Peter called a truce and said, “Let’s meet to see if we can resolve this”. At the meeting, Peter suggested 
they both write down the three most important things they wanted from the joint venture. They did so and 
exchanged notes. Five minutes later they shook hands and consummated the agreement, without a lawyer in 
sight! What really happened here was the relationship moved from initial trust to lacking trust and finally back to 
trust again. 
 
In his excellent book, The Speed of Trust, author Stephen M.R. Covey (he’s the son of Stephen R., the more 
famous Covey) describes trust as the one thing that changes everything. That’s a pretty big statement. However, 
he backs it up with some powerful real world situations.  
Covey says, 

 Consider the example of Warren Buffett—CEO of Berkshire Hathaway (and generally 
considered one of the most trusted leaders in the world)—who recently completed a major 
acquisition of McLane Distribution (a $23 billion company) from Wal-Mart. As public companies, 
both Berkshire Hathaway and Wal-Mart are subject to all kinds of market and regulatory scrutiny. 
Typically, a merger of this size would take several months to complete and cost several million 
dollars to pay for accountants, auditors, and attorneys to verify and validate all kinds of 
information. But in this instance, because both parties operated with high trust, the deal was 
made with one two-hour meeting and a handshake. In less than a month, it was completed. 
 In a management letter that accompanied his 2004 annual report, Warren Buffett wrote: 
“We did no ‘due diligence’.”  We knew everything would be exactly as Wal-Mart said it would be—
and it was.” Imagine—less than one month (instead of six months or longer), and no “due 
diligence” costs (instead of the millions typically spent)! High trust, high speed, low cost. 

 
 Here’s another example on a much smaller scale. “Jim,” a vendor in New York City, set 
up shop and sold donuts and coffee to passersby as they went in and out of their office buildings. 
During the breakfast and lunch hours, Jim always had long lines of customers waiting. He noticed 
that the wait time discouraged many customers, who left and went elsewhere. He also noticed 
that, as he was a one-man show, the biggest bottleneck preventing him from selling more donuts 
and coffee was the disproportionate amount of time it took to make change for his customers. 
 Finally, Jim simply put a small basket on the side of his stand filled with dollar bills and 



coins, trusting his customers to make their own change. Now you might think that customers 
would accidentally count wrong or intentionally take extra quarters from the basket, but what Jim 
found was the opposite. Most customers responded by being completely honest, often leaving 
him larger-than-normal tips. Also, he was able to move customers through at twice the pace 
because he didn’t have to make change. In addition, he found that his customers liked being 
trusted and kept coming back. By extending trust in this way, Jim was able to double his 
revenues without adding any new cost. 
 The bottom line? When trust is low, speed goes down and cost goes up. When trust 
is high, speed goes up and cost goes down. 

 
Would you rather do business with people you can trust implicitly? Of course! Would you rather develop personal 
relationships that have a high level of trust at their core? Same answer! 
 
For too long trust has been considered as something soft and fuzzy, not measurable and certainly not pertinent to 
financial outcomes. As the younger Covey eloquently points out, nothing could be further from the truth. 
 
During the next few days, I challenge you to do some soul searching on two fronts. Do you have any important 
business relationships that are on shaky grounds because of low levels of trust? If so, what will you do to improve 
the situation? 
 
Secondly, are you having trust issues with any of your important personal relationships—spouse, siblings, friends, 
children, parents, in-laws, out-laws? How can you repair this? If you need help, read the book! 
 

Les Hewitt, Founder and President of The Power of Focus Inc. 
Les is one of the top performance coaches and business speakers in North America.  He is an international bestselling 
author and a dynamic speaker and workshop leader at conventions, sales conferences and management retreats. 
The Power of Focus Personal Coaching Program  
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<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<< 
“If you want to change your results, shift your focus!”  —Les Hewitt 
<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<< 
 

There’s Nothing You Can’t Accomplish –by Anthony Robbins 

 
 

The truth of the matter is that there’s nothing you can’t accomplish if: 
• 1. You clearly decide what it is that you’re absolutely committed to achieving, 

2. you’re willing to take massive action, 
3. you notice what’s working or not, and 
4. you continue to change your approach until you achieve what you want, using whatever life gives you along the 
way. 
 

• Any time you sincerely want to make a change, the first thing you must do is to raise your standards. When 
people ask me what really changed my life eight years ago, I tell them that absolutely the most important thing 
was changing what I demanded of myself. I wrote down all the things I would no longer accept in my life, all the 
things I would no longer tolerate, and all the things that I aspired to becoming. 

 

• I discovered a long time ago that if I helped people get what they wanted, I would always get what I wanted and I 
would never have to worry. 
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<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<< 
“If you must go on a diet, start by starving yourself of worry, doubt and guilt.” —by Les Hewitt 
<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<< 

 

Coming Soon! 

 
 

THE POWER OF QUOTES: inspiring messages for successful daily living by Les Hewitt 
This little booklet contains 156 thought provoking quotes and questions that will sustain and motivate you as you face the 
challenges of life.  
 

Available for purchase April 2008. 
To order email quotes@thepoweroffocus.ca or you may also call The Power of Focus office, 403-295-0500.  
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Our Picks of the Month 

 
 

Book:             The Speed of Trust —by Stephen M.R. Covey 
Mr. Covey makes a very strong case for putting trust as the number one priority for creating a truly 
successful life, professionally and personally. 
 

 
 

• Hardcover: 384 pages  
• Publisher: Free Press; 1 edition (October 17, 2006)  
• Language: English  
• ISBN-10: 074329730X  
• ISBN-13: 978-0743297301  

 
 
 

 

Movie:        Planet Earth (DVD Series) —an amazing visual spectacular that will give you a much broader 
perspective on life, and why our earth is a truly amazing planet. Highly recommended!    

 

  
 
Music:  ONCE —the award winning music from the movie of the same name. Includes the Oscar song 

of the year. Original songs from two new and talented songwriter /musicians from Dublin, 
Ireland. 
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<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<< 
“Accountability sucks — be accountable anyway!”   —by Les Hewitt 
<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<<< 
 

3 BIG Questions to Ponder 

 
 

1. What are your 3 greatest strengths at work? 

2. What percentage of your time are you honestly spending on these, in a typical week? 

3. What can you do immediately to increase this percentage by 10%? 
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Stay Focused and have a great month!  Please subscribe my friend 

 



Privacy Policy:  We never sell or give out our client list to any other individual or organization. 
 

 

If you would like more information about our complete range of Power of Focus programs, products and services please 
contact us at: 
Toll Free 1-877-678-0234 
Direct (403) 295-0500         
Email info@thepoweroffocus.ca 
Website www.thepoweroffocus.ca 
 

 
This email was sent by:  
The Power of Focus Inc. 
Mailing Address: 
Suite 251, 171 – 5005 Dalhousie Dr. NW 
Calgary, Alberta T3A 5R8 
Canada 
 
Questions or feedback? Email info@thepoweroffocus.ca 
Please unsubscribe me 
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