
 

 

 

 

There’s an old saying; “familiarity breeds contempt.”   What does it mean?  It should mean many things that 

keep you respectful and grateful about your past, vigilant about your future and aware of your present.  

Primarily, it should mean that when you take anything for granted, it will eventually abandon you.  It should 

also mean to beware of routine.  It makes you complacent and less prepared for the unexpected.   So does 

success.  What routine does is make things you need to do and say, easier to do and say.  They then lose their 

sparkle.  We cheapen language and forget the basics that contribute to value, worthiness and reputation.   

Take our political leaders for example.  We all complain about them but we tolerate them.   Maybe if we 

called them ‘Mr Prime Minister’ and ‘Mr Albanese’, we might expect more from them than when we talk about 

Scomo v Albo?  Interviewed by ‘Koshy’ or ‘Carlos’.   Putting the logistical challenges associated with the last 

two years of chaos aside, we’ve never seen more GP and greater associated incomes.  This is fantastic for the 

short term.   What kind of effect can it have on the long term though?   Humans are funny, we’ll take the 

momentary benefits at the expense of consequences most days.   So, here’s the question; when is an 

individual, or a team, most likely to trip and fall?   The answer is when they are going fast!   Marking time or 

standing still creates little collateral harm.  Carnage ensues when you’re flat out.   This is the time to be most 

careful about protecting the basics.  Mr Albanese’s campaign looks like a disaster already and primarily 

because he floundered with basic concepts that should be platforms.  When the platform is shaky, what hope 

is there for what you’re trying to build on it?   Let’s take a look at the notion of basics and the impact they have 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

www.stephenwren.com.au STUFF 
NO. 139 APRIL 2022 

 

It’s funny how, the more important the task, the greater the focus seems to be 

on never forgetting the basics.  Especially when the importance of the tasks 

involves risk of consequences for failure.   Happily, when people in sales and 

service fail, it’s not life threatening; even though it may be livelihood 

threatening.   In competitive sports and in the military or the para-military, if you 

don’t sweat in training, you’ll probably bleed in battle.   Think of football teams 

playing catchup football.  They abandon the basics because it’s panic 

stations.   Usually this results in Hail Mary’s.  Prayers in other words.   There’s no 

need to pray or beg if the preparation equates to the challenge.   Think of a 

fighter who loses his or her cool.  What have they abandoned?  It’s the basics.  

In the military they have a saying, “how you do anything is how you do 

everything.”  It’s the reason they drill endlessly and have high expectations 

for presentation because presentation precedes performance.  The 

soldier’s shoes at far right are ‘spit polished.’  Literally.   If the boots are shiny 

and the uniform is pressed to perfection then the gun will be clean and 

that’s life and death.   So, you’re wondering, “what’s that got to do with  me?  I sell cars.   It’s not life and death.”     That’s  

great that it’s not but if you’re interested in a career that maximises the one shot you’ve got on the planet, if you want to 

build a reputation for excellence, maintain some sort of standards and set some kind of an example, this sort of personal 

discipline is a great way to do it.   Get the person part right and the salesperson will emerge naturally.  This is why many 

keynote speakers and life coaches are ex-military.   Check out Admiral William McRaven’s (above left) commencement 

address on YouTube.   I highly recommend it.   While you’re at it, I commend Melbourne Storm coach Craig Bellamy’s book, 

“Home Truths.”  Craig (at right) will be one of the (if not the) best sports coaches this country has produced.   He wrote, “at 

the Melbourne Storm, we don’t practice ‘til we get it right, we practice ‘til we can’t get it wrong.”   His big secret  

is that he doesn’t tolerate any less than the standards people who sign on know they need to perform at.  They  

know their job, they’re willing to bleed to do it and they share a common vision despite the diversity of their back 

-grounds.  Like any benchmark team, they understand their “why”.  Do you understand yours?  Does your team?   

THANKS THIS MONTH MITCHELL GRAY, JOHN BLAINE,  HADLEIGH GARNHAM & CONGRATS TO CELEIDH BISHOP.   


