










TRAT EGIES FOR ATTAINING SUCCESS 

YO" CIUI Will: WiIIII,rs do,,'t do differ 
, III lhi",.. Th,y do tlUngs diff,,,,,tly, 
by Shiv Khera. Macmillan India 
Ltd.,New Delhi, 1998 (Reprinted twice) 

pp. xii + 269, paper, Rs. 283. 
Individuals as well as organizations make efforts 
of varying degrees to be successful in realizing 
their goals. A large number of them don't 
succeed not due to lack of competence but 
because they don' t know how to unlock their 
potential fully or how to adopt correct recipes 
for mixing the fundamental principles of 
attaining success. Often we are not fully aware 
of our strengths and weakne53. Many a time we 
are not able 10 make an action plan to overcome 
our weaknesses and translate 0lB' strengths into 
concrete guidelines for attaining our goals. 
Principles of successful behaviour are not always 
universal but they often change in specific 
cultural contexts; but as apples fall on the ground 
everywhere humanity has evolved codes of basic 
ethics which contain acceptable human 
behaviour all over. By and large, humans have 
accepted certain fundamental notions of rights 
and wrongs. The Bible, the Gita, the Quran. 
Shrutis, Srnritis, Upanishads, Dharamshastras 
and other religious scriptures do enlighten us on 
virtues of humane behaviour. But. lay person 
finds them too complex, complicated, rich and 
detailed to be effectively adopted. Common 
people always look forward to ideas and 
literature that reflect simple truths about good 
behaviour. 

"Come to the edge, " he said. 
They said, "we are afraid . .. 
"Come to the edge," he said. 
7hey came. 
He pushed them ... and they flew. 
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Debl S. Saini 
The book by Khera, a management consultant 
ofindian origin based in the U.S., is an important 
attempt which seeks to pcovide compcehensively 
a simple how-to Code of "universal" "principles" 
"applicable in any situation, organization, or 
country" (p.ix), but il basically targets common 
people. Lay persons always seek to know 
variegated human virtues all put in simplest 
possible language, without use of jargon, 
presented in the form of prescriptions which they 
can imbibe in their behaviour. 

Running into eight chapters, the book covers 
topics such as attitude, motivation, self-esteem, 
interpersonal skills. values and so on. It goes to 
the credit of Khera that he has effectively 
translated complex realities related to human life 
into extremely simple prescriptions. He has used 
stories, anecdotes and eltarnples to support his 
formulations. But not all these are Interesting 
enough. For example, the baloon anecdote with 
which he starts chapter one may not excite even 
the lay reader. 

Most sermons that Khera preaches or 
fannulations that he makes are every day "daadi­
ma" (grandmotherly) prescriptions. This helps 
the readers a great deal in identifying themselves 
with the observations made or issues raised. 
Some of the interesting observations made in 
various chapters are as follows: 

"Foolish people have a strange kind of 
confidence which comes along with ignorance" 
(p.24); "A fool speaks without thinking; a wise 
man thinks before speaking" (p.163); " Whenever 
people succeed in life. petty people will take 
cracks at them and try to pull them down ... in 
order to fight petty people you have to come to 
their level" (p. 31); "winners use hard arguments 
but �~�o�f�t� words" (p.36); "Successful people 
compete against themselves. They better their 
own records and keep improving constantly" 
(p,47); "success is nOl an accident It is result of 
our attitude" (p.33); "There is no magic wand 
few success ... [It] c()mes to doers, not observers" 
(p.61); "Most people love success but hate 
successful people .. . critics ... are unachievers who 
shout at doers, telling them how to do it right" 
(p.62); "most [organizational] members are 
inactive. They want and get the full benefit of 
the effort of the active ones" (p.76); "the problem 
with lying is that one has to remember one's lies" 
(p.185); "laughing at yourself gives you the 
energy to bounce back" (p.193); "relationships 
should never be taken for granted .. . [they need 
to] be nurtured constantly" (p.I97); and "just 
because more people agree on something doesn't 
make it right" (p. 254). 

The central message of the book is thaI feelings, 
altitudes and relationships are extremely 
important for individuals as well as 
organizations. It portrays that knowledge is not 
enough for winning; winners have to learn to 
behave differently. This is also in consonance 
wilh the findings of research by Standard 
Research Institute which concluded that "only 
12 percent of effeclive managemenl strategy i. 
knowledge and 88 percent is dealing 
appropriately with people." It suggests how tlJey 

could be developed so as to be conducive to 
achieving success. All prescriptions are based 
on positive rather than negative �a�l�l�i�t�u�d�i�n �~� 

manifestation • . 

Interestingly, Khera does not use or quote any 
literature on organizational behavi our or 
psychology to buttress his formulations. But his 
almost entire set of exhortations is in consonance 
with behavioural and business sciences, 
including some of the latest theoretical 
developments in these areas. For example, as is 
envisaged by the evolutionary approach to 
business strategy, Khera argues that "be [winner] 
must have been at the right place at the right 
time." Likewise. one is reminded of incremental 
business strategy when one comes across his 
suggestion. "Successful people don't do great 
things, they only do small things in a great way" 
(1'.49). 

Contemporary scholarship on concepts such as 
management of change, teams management and 
JapanizBtion emphasize individual as well as 
organizational learning, which are viewed 8.l 

keys to success. Kbera is aware of these 
developments when he suggests Illat: " per:oD 
who thlnks he knows everything bas !he most to 
learn (p.89) .. . only preparation wil l gi \ e >ou Ille 
competitive edge ... success gravitates to those 
who are pcepared (p.83) .. . wise people learn from 
other people's mistakes" (p.85). 

The best part of Khera's unilateral behavioural 
rationality can be found in the chapter on 
attitudes, motivation, succes . and inteT-peTSOUal 
skills. The other positive points about !be book 
are: lucidity of style, flawless editing, good 
illustration of prescriptions and excellent 
production. 1be book's important asset i also 
its encouraging tone and guiding ptimis 
His jaunty style helps the lay reader idenu( 
himself with the issues discussed. Undoubtedh. 
the lay reader finds the book quite readable �~ �d� 
helpful. 

Since Khera is a management trainer, managers 
would be justified in expecting the book to serve 
their needs as well. On this count, however, his 
preachings remain quite s\lperficial. The 
strongest limitation from this point of view is its 
insistence on a pedantic, unilateral perspective 
which does not encourage alternative 
fonnulations; there is little room for generating 
fresh thinking. His admittedly "Universal" truth 
does not fit well in view of the changed concept 
of diversity management as developed within the 
human resource management discourse. His 
sweeping generalisations presuppose human 
beings as a homogeneous mass. 

Also, leadership. empowerment, trust-building 
and team-working find only cursory treatment. 
Despite the book' s encouraging lOne Bnd guiding 
optimism the reader may find the title of the book 
misleading when "benchmarking" has almost not . 
been discussed. After III, does not the sub­
theme-winners don't do different things; they 
do things djf,ferently-promise substantial 
discussion on benchmarking and Kaizen in a 

Contd. on page 10 ... 
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