RIDE THE WAVE Q&A
1. What can you tell us about your book and why you decided to write RIDE THE WAVE?
RIDE THE WAVE is a business book that highlights the new challenges we are all experiencing
because of technology and information-sharing platforms. There is a new power dynamic
between companies and customers in which buyers no longer need organizations to help them
make a purchase decision.
This change is happening so fast within markets that organizations are having a hard time
keeping up and professionals are having to rethink how they approach selling and marketing as
well as what skills will be needed to solve these new challenges.
I wrote RIDE THE WAVE because I had experienced these same challenges first-hand and I had
to go through the process of reevaluating where I was at in my professional career and had to
identify the kinds of sales and marketing skills that I would need now and in the future.
From this journey, I developed a process that helped me embrace the change I was
experiencing, it provided me with a way to rethink how I would develop these new skills and it
forced me to take on or explore greater professional risk than I ever had before.
I shared this process with other organizations and business leaders who were experiencing the
same set of challenges and I used what we learned to create the Ride the Wave Process that I
present in this book.

2. Why did you use surfing or surfers as the model for overcoming these
challenges?
Just prior to writing this book, I had two experiences that served as the genesis for RIDE
THE WAVE. The first was a failed product launch while working for an organization
where our customers were making purchase decisions independent of our sales and
marketing efforts and we really struggled to get traction with that product.
Around that same time, I tried ocean surfing for the first time. My attempt at surfing in
the ocean proved to be more challenging than I had anticipated and I failed in
spectacular fashion! I had prepared for weeks to try and surf, but experienced a set of
challenges that I did not expect and was not at all prepared for.
In both situations, I realized that the conditions were more challenging than I had
anticipated, that I had did not have skills needed for either and that there was a
tremendous amount of risk that I had not fully thought about until it was too late.
I took what I learned from my experiences ocean surfing and applied them to the
challenges I was experiencing professionally within business. What I learned was that

surfers had a set of principles that they used to ride waves and there was a lot business
professionals could learn from their approach.
Based on what I learned, I created three principles that can help organizations to
embrace the conditions (quickly evaluate changing markets), adopt a progression-based
mindset (continually build new skills) and use risk as a compass (willingly explore riskdriven strategies) to thrive in the new conditions.

3. Who is RIDE THE WAVE for?
RIDE THE WAVE is for business leaders, organizational teams and anyone looking for a
process to overcome a new personal or professional challenge. Everyone can relate to
the experiences I describe in the book. I wanted to make it personable and relatable,
but I also wanted a good balance between using my own experiences and providing
some tactical or actionable sales and marketing strategies that the reader could use.
I highlight examples of how successful organizations have overcome market challenges
and used the principles to better understand and manage the changes that are
happening in their markets. There are examples of how business leaders identified new
sales and marketing capabilities needed within their organizations and then used the
process to lower the risk involved with making those kinds of changes within their
organizations.
Business leaders can also use the book to evaluate their current strategies and to
identify new opportunities in their respective markets. Sales and marketing managers
can use the process to evaluate their current individual skills and capabilities. And the
book can help anyone that needs the motivation or inspiration to take on a new personal
challenge that involves change and a healthy amount of risk.
RIDE THE WAVE is meant to inspire readers to embrace the changes we are all
experiencing and my hope is that the process gives readers the roadmap to explore
these challenges in a new way. The surfer profiles and principles bring new life to the
challenging business situations we are all facing and the process gives us a way to
explore them together.
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