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Introduction: Safeguarding Your Business with Ernie Bryan, Episode 21.  
 
You eat, sleep, and breathe your small business. You spend your days doing work you're 
passionate about, but what if one day it was all wiped away. The Safeguarding Your Business 
podcast is here to share industry experts to ensure your business is protected against just 
about anything. Here with another incredible guest is your host Ernie Bryan. 
 
Ernie: Hello everyone and thank you for sharing your precious time with us again. As 
always, I have another great episode for you. You are listening to the Safeguarding Your 
Business podcast, where I bring on experts and professionals to teach us tips and share their 
best practices to protect, safeguard, and grow your business in areas that you may have 
overlooked or haven’t considered. So today on the show, we have Generation Y Millennial 
expert Brad Szollose and he shares best practices to recruit, hire, work with, and sell to 
Generation Y.  
 
Numbering around 82 million strong, Gen Y has now outnumbered the boomer generation 
and were raised quite differently than previous generations, and Brad provides very 
informative tips on how to work with this generation. So without further delay, let's get on 
with the show. Welcome to Safeguarding Your Business, I am excited to have on the podcast 
today Brad Szollose. Brad, welcome to the show. 
 
Brad: Thank you Ernie. Thank you for having me on. 
 
Ernie: Well thanks for coming on. So Brad is a web pioneer, he is a global business advisor, 
former C-Level executive of a publically traded company, Generation Y Millennial expert 
and keynote speaker who helps smart companies like Dell and Master Card understand how 
much technology has transformed corporate culture and behavior, especially the behavior of 
Generation Y Millennials, and how that impacts management, interaction, and expectations in 
today's Information Age work environment. 
 
Brad explains it all in his award wining business book, Liquid Leadership: From Woodstock 
to Wikipedia. Brad is also the winner of the Arthur Andersen NY Enterprise Award for Best 
Practices and Fostering Innovation. So Brad thanks again for coming on the show. 
 
Brad: Thank you Ernie. 
 



	  

Ernie: So Brad, the listeners here in Safe Nation, we represent small business owners, home 
based businesses, entrepreneurs, online entrepreneurs, solopreneurs, some entrepreneurs and I 
have to guess this is probably a multi generation listener base as well. So they will be in store 
for some great information from you today.  
 
Brad: Right. 
 
Ernie: I love when experts and specialists like yourself come onto the podcast to share 
actionable intelligence on topics that are very important for our business development, 
growth, and protection. So I have a few topics today and mainly around leadership and in 
navigating the multigenerational divide. So if you are ready, I'd like to get started. 
 
Brad: I'm excited. I love talking about this stuff because it's like a big dysfunctional family. 
Everybody is pointing fingers at each other, everybody is upset. 
 
Ernie: All right, well great. So you introduced me to a new term here, liquid leadership. Can 
you tell our listeners what is liquid leadership? 
 
Brad: Well I'll give you the technical definition that corporations love to hear because they 
like a lot of corporate speak and that is this: Liquid Leadership is a fluid style of leadership 
that continuously sustains the flow of ideas in an organization in order to create opportunities 
in an ever shifting market place. 
 
Ernie: Okay. 
 
Brad: How do you like that globally good? 
 
Ernie: I liked it. 
 
Brad: Well let's go back in time. I'm known as the guy who started the first dot com, and this 
will help your listeners to kind of understand where I am coming from. I was trained in a 
traditional boomer hierarchy, which is, your boss is always right. I'm supposed to sit down, 
shut up, and listen to my elders and the authority figures in the room because they are 
smarter, wiser and they have experience way beyond what I could possibly understand.  
 
So I went through that business hierarchy of okay, when you're 30 now you're going to get a 
little bit of maybe management expertise. By the time you are 40 you are going to be running 
certain things and by the time you're 50 you're going to be in the board room or you're going 
to have the corner office and all the young people are going to look up to you. You are going 
to have this big salary and you'll be admired in your community. And I usually ask boomers 
at this point, how is that working out so far? 
 
Ernie: Yeah, I can imagine the answers there. 
 
Brad: Right. So everybody is sitting there and laughing and shaking their head. Something 
came along that changed all that and that is you have a new generation. I like to point out to 
people that this generation is very similar to us.  



	  

 
They want the opportunities and all these other things, but they were trained and raised 
completely differently and their brains aren’t even formed the same as boomers. When I 
started discovering this, was probably about 17 years ago Ernie.  
 
As I'm building my company, I started out as a traditional design firm and all of a sudden, my 
business partner runs into the office and says, "We have to become an Internet company."  
 
At that time I really was like, "What the heck is the internet?" Because it was 1994. The 
internet was a static page, or was email and as a graphic designer, creative director who 
worked in some of the largest corporate meetings that ever existed, two million dollar big 
meetings where we had video and we had slide shows and we had the latest technology in 
sound and audio equipment. And somebody comes along and says, "Here's what the internet 
is." It was like a huge step backwards for me but I said, "Okay, we'll see if this internet thing 
catches on." 
 
I had a young guy from Wharton School of Business stop at our office and he says, "Hey, I 
could sell what you guys do." That was David Setner and he was from the Wharton School of 
Business and had graduated a few years earlier and had just gotten married. He really was 
enthusiastic about the internet and he was only three years younger than us, but my business 
partner and I, Doug we were like sitting there going, "He acted very different from us," and 
we were scratching our heads.  
 
He's the rainmaker and the fact that he went to Wharton and all this, but he wasn’t acting like 
a baby boomer. He was like that first edge of Generation X. So he was only three years 
younger than us, but he might as well have been an alien. As we started to grow and explode 
and we started to do bigger and bigger websites like Dell Atlantic and we did the IBM Gary 
Kasparov's Chess Challenge. We did some pretty big events on the internet. I started hiring 
more and more younger employees from Gen X to gen Y and they were like once again from 
another planet. And I realized there was a generational shift that had taken place that nobody 
had figured out yet.  
 
I started to adapt my management model, my business model, everything that I have been 
trained in, in order to be successful because there was a new sheriff in town and it was not the 
way boomers had been trained. So that was really the impetus for Liquid Leadership because 
I had to change, I had to adapt, I had to start listening. I run my company more like a results 
only work environment, which I was used to in the graphic design field in meetings because 
everything is sort of like mission driven and once you're done, everybody leaves because its 
freelance based mostly, because they are not going to waste money on salaries and people 
and all these. So it's expanding contract depending on the job.  
 
So I run the company the exact same way, and I hope these are little tippets that everybody 
listening to can realize, this is the secret I'm telling you. I hope everybody kind of gets it. This 
is really where Liquid Leadership came from. I was either going to adapt and change, or I 
was going to have an empty office. 
 
Ernie: Got you. All right I appreciate that Brad. 



	  

 
Brad: Sure. 
 
Ernie: So we can assume that we're probably in the modern day, let's say American 
workplace. There's probably three generations working together: baby boomers, Generation 
X, the Generation Y Millennial as you talked about. And I'm guessing we all come from 
different mindsets as you talked about earlier. So how do we close that mutigenerational 
divide and as understanding their cultural divide? How do we do that? 
 
Brad: Well, I'll give you a story that happened to me last year in Texas. I was called in to 
give a workshop, a half-day workshop for a retired teachers association. So I'm in this 
workshop and I like to make it fun and train the corporate mindset, how this generation 
behaves differently, and the communication styles are different, all these different things. 
And as a business executive, I have experience on what really does motivate people. Well 
almost near the end, we're getting finished and this young Gen X woman-- she's furious, you 
could see on her face. She was upset and I told her, I said, "Jen, you could never play poker 
because I know what you're thinking every time." She goes, "This generation is lazy. They 
don’t want to do anything, this, and this, and this. How are they ever going to be successful?" 
 
The question actually stamped me a little, but in the moment I really got the answer and that 
was this: baby boomers were raised with a success mindset. You have to get up early, you 
have that puritan work ethic, shut up and listen to your elders, do your job, stay there for 25 
years. All of these things that made a boomer successful-- they removed when they raised 
millennials. Boomers raised millennials and now they are complaining about them because 
they don’t understand them. But you drove them to every soccer practice and you got them 
involved in karate classes, and dance lessons, and everybody got a trophy for showing up and 
all these other stuff. So imagine what that has done to the psyche of this next generation.  
 
A lot of smart PhDs got together in the 60s and they said that the reason that we have 
problems in society, why people don’t choose the right jobs, and they wind up in crime and 
all these things is because they had low esteem. So they shifted the teaching methodologies 
right around the 70s and now you are expected to kind of talk to the kid and the young person 
in class was supposed to talk to the teacher and use the first name of the teacher, like become 
more familiar with the teacher. Well, guess what that did? That flattened the hierarchy in the 
classroom. So now a young person who is now today an adult millennial saw their teacher as 
a peer, not an authority figure, a peer that they could talk to and just open up and tell them 
what they really want to do, and in the household this also happened.  
 
Now some of you listening, you many not have raised your kids this way but you did listen to 
some of the cool aid that was being dispensed at that time which was, you have to include 
your child into every single function. So conversations were happening with kids and parents 
that basically went like this, "Hey Billy, hey buddy. How are you doing? Should mommy and 
daddy get a divorce? What do you think buddy?" And so here adult conversations were 
happening in the household and once again the hierarchy was flattened inside the home. So 
now children started to see their adult parents as peers, as friends.  
 



	  

Now we were shocked when they walked into the workforce 20 years later, 25 years later and 
they walked right up to the CEO and said, "Hey Chad, I'm going to show how to run this 
company because I just got my bachelors degree in Business Management." I don’t know 
Ernie, did you ever have this speech from your father because I got the speech. When I was 
still like 10 he just looked at me and he said, "I am your father. I am not your friend." 
 
Ernie: Actually yeah he did, he did tell us. 
 
Brad: When I tell you to get out of bed, you get out of bed. You put your work clothes on, 
you do what I say. If I say jump, you say, "How high." Maybe when you hit 35 I might find 
you interesting enough to have a beer with you, until then get your work clothes on. And then 
he'll be like, "And don’t tell your mother we had this conversation." Now a lot of you might 
be laughing if you are a boomer because that’s how we were raised. We took all that away 
from millennials and now we expect them to be successful. So what you have to realize is this 
is a cultural divide. Stop looking at it as, "Oh these young punks." 
 
It really is, they think differently, they've been exposed to technology that you know nothing 
about. They've been trained in business acumen since they were kids through video games 
believe or not and team building, and the big problem is-- and I tell this to every corporation I 
couch and consult with, you have to now instill in them a lot of things that have been taken 
away that they don’t know they should be doing. This is for the real source of frustration.  
 
Millennials if you're listening, the reason your boss is upset with you is you might be a little 
bit too relaxed or familiar with that person, and you just walk around not giving the proper 
respect or knowing your place in the company, or being able to hustle. Those little things that 
you may not be doing are really why your boss is upset because he doesn’t know that you 
maybe are a wizard when it comes to programming a website but he needs you for more than 
that. 
 
Ernie: Okay, great. So you're a business owner and let's say you have small or medium sized 
business and you've hired some millennials here, so there is a revolution going on, right? So 
how do you know if you’re in a middle of a revolution and what do you about it? How do you 
pull this all together? 
 
Brad: Well it's really about adjusting your communication style and don’t assume that people 
know what you’re talking about, let's put it that. And I'll tell you how I discovered this. When 
we were running around selling those very first websites, nobody knew what the web was. So 
we had to buy laptop which 20 years ago was a new fungal device. 
 
Ernie: Probably about 30 pounds. 
 
Brad: Yeah and it had a tiny little screen. This was at a time when people were still using VJ 
monitors and 56K modems. So we had to build a self-contained demo. In other words, you 
weren’t on the internet, but we made you think you were on the internet and we had a 
Netscape browser we created, and it paused and if you clicked on a hyperlink it would take 
you to the page that we decided you were going to go to, and we really doctored it up, made it 
look like you were on the web. Well we ran around to all these places that we were selling to 



	  

and we would do our pitch for our traditional design work and then we’d show them the 
internet part.  
 
Nobody understood that we were on the internet. Instead they looked at us, they said, "Could 
you create that same presentation for our sales team?" We were like, you know, palm-slapped 
to the head, but for three months we kept selling this thing called the internet. And all of a 
sudden we're in the boardroom at one of these big banks and the head of that division-- he 
was gray-haired, been in business for 35, 40 years, top of the food chain. At the end of our 
presentation he just looks at us and he goes, "Could you guys create a CD-ROM hybrid that 
would launch to proprietary browser to a section of our website for annual report. Could you 
guys do that? 
 
Ernie: Wow! 
 
Brad: Now I mentioned three months of nobody knowing what you’re talking about and 
suddenly a guy just says all the buzzwords. What would you do in that moment Ernie? 
 
Ernie: Oh well that’s eureka there, right? 
 
Brad: Yeah. You'll probably jump up and go, "Yes, we can do that thing you just said." Now 
you wouldn't sit there and stand silent like we did for 10 seconds. We were like, "Oh my God, 
he just said what we've been trying to get out of people for months." 
 
Ernie: And he didn’t ask for a presentation or tutorial either, right? 
 
Brad: And what happened is we had the programmers, we had the designers, we knew what 
we were doing, we just needed a project, and that’s how we won the JP Morgan Chase CD-
ROM Hybrid for their 1996 annual report. That was a $250,000 account. 
 
Ernie: Nice. 
 
Brad: Yes. We got some of the largest biggest accounts that way, but the big moral of the 
story is this, all of a sudden when we walked in to these C-Level or high rep executives, if 
they had gray hair, whether they were male or female they knew all about the internet. This 
became such a comical thing that we started to ask them, "How do you know so much about 
the internet?" And they all had the same answer, their grand kids. What was happening in 
every household in America is on the weekends, these guys are gone to see their grandkids 
and their grandkid was playing a game from a CD-ROM and they played that game, they go, 
"Grandma, grandpa look at this blah-blah-blah." And they are playing the game and all of a 
sudden they launch something that would take them to the internet.  
 
Well, a business mind is going to sit there and go, "Oh my goodness. We have all these 
platforms. This is a game changer." But that isn’t where we stopped, we started asking more 
questions and here is where we discovered the big thing that was the big change. And that 
was this, at the top of every organization they all understood what the internet was if they had 
grandkids. At the bottom of every organization, entry level positions people were one or two 
years out of college, they all knew what a CD-ROM hybrid was, what digital archiving meant 



	  

to a company, the difference between the worldwide web and the internet and they were 
working with T1 and T4 lines in college and building their own websites.  
 
So at the top of every organization, they understood the digital age, at the bottom of every 
organization they understood the digital age, but in the middle there was a revolution going 
on and nobody knew about it. These people that we were trying to sell to; they were all 
middle management in the beginning. We were talking to them and they had no idea what the 
internet was, but at the top and the bottom was this wonderful beautiful sandwich. We started 
to realize a lot of people were clueless, and that might be happening in your business right 
now with a young person that’s frustrating you, you've hired a staff, and you're sitting there 
tearing your hair up because they are not doing what you expected them from a traditional 
standpoint.  
 
So what you need to do is you need to have better training, you need to create a work 
environment that gets them excited and they have to understand there are rules to business. 
But at the same time you as a boomer business owner or a Gen X business owner, if you 
don’t have the right training you can't expect them to know what you want of them. And you 
also have to understand there might be a piece of software that could either destroy your 
business or enhance your business that’s being used right now, and the young people are the 
way you're going to discover it. 
 
Ernie: Alright, awesome. So then let's talk about this whole digital revolution here going on. 
So what's the difference between a digital native and a digital immigrant, and how do we 
meet their needs? 
 
Brad: Well the big difference is-- and I like to use 1977 as the cutoff day. A lot of 
generational experts and workforce culture, intelligence experts, they like to get caught up in, 
well this is how Gen X acts, and this is how boomers act, and this how millennials acts. Now 
anybody born before 1977 is a digital immigrant that means that you may have been exposed 
to the technology but you really didn’t grow up with it. It's not part of your brain, let's put it 
that way. Think of it this way, Maryann Wolf wrote a book called “Proust and the Squid: The 
Story and the Science of the Reading Brain”. What she discovered was this, we learn to speak 
let's say English or Spanish or Hebrew as babies because we listen to our parents. 
 
They're talking around us and we pick up the language because that’s the obvious thing. It 
only comes later when we learn to read and write it because we have to be taught how to read 
and write. And then later on in life we learnt let's say, how to drive a car, so more complex 
tasks were thrust upon us as we grew up. It was linear and then eventually many boomers 
listening right now, we didn’t pick up a computer or started using a computer until we were 
in our 30s or even our 40s. 
 
So that was a linear thing. Well anybody born after 1977, they started manipulating digital 
information before they could read and write and in many cases before they could speak. So 
it becomes a part of their contacts, it becomes a part of their brain stem in the early formative 
years of the brain. So it's actually technology is almost like a language they've mastered since 
childhood. So that is what a true digital native is. It's almost as if it’s innate in a part of them 



	  

and I'll give you a good example. You might not even see this Ernie because you're Gen X, 
right? 
 
Ernie: Right. 
 
Brad: You're right in between, if I hand a boomer a very complex device, let's say an iPhone 
simple, if I handed that to my father or anybody in my generation they'd be afraid to touch the 
buttons, they'd be like, "Ah, how do you turn this oh no." You know, there's only four 
buttons, that’s crazy. I tried to get a boomer to sit down and play a play station game, let's say 
a Halo or a final fantasy hater something like that, they're going to sit there and go, "Oh what 
do I do? I have to press what, XX, triangles, squares, what?"  
 
Ernie: Right. 
 
Brad: Well, a digital native doesn’t do that, a digital natives knows intuitively how to turn 
something on, how to program it, do all this things. A good example my nephew when I was 
doing some videos for my speaking career. 
 
Ernie:  Okay. 
 
Brad: He must have been 12, and he sat down and he edited with the sound, and the 
transitions, and an opening, and a closer, and he bumped up the sound, and he did all this 
stuff. And it took him maybe half an hour and he looked at me and said, "I am so sorry Uncle 
Brad." I said, "That's okay Sebastian, but why are you apologizing?" He was, "I didn't really 
know the program, I just downloaded it." And I went what the hamna hamna hamna, you 
know like the gears in my brain.  Technology is a primary central ability that all millennials 
and the next generation have built within them.  
 
So if you're like you are small business owners and maybe you're people don’t have a big 
staff, and you're probably sitting here and going, "Well, I don’t really need to use technology 
because I own a restaurant, or I have a chain of car washes." Au contraire, if you're not using 
iPads in your restaurant right now, you're not really on the cutting edge. It takes a couple of 
little things to change and get a new clientele into your stores, and into your businesses, 
because they're looking for technology that enhances what they do. You know it's just-- 
almost all cars now come with a Bluetooth or a Wi-Fi connection. 
 
Ernie: Really? 
 
Brad: Your car actually becomes a cloud, so if you're not taking advantage of that, some of 
that advertising, some of that ability to connect with your customer, sit down with your 
millennials and ask them, how that gets done. And that will enhance what you're doing, 
because honestly Ernie we're transitioning from the 20th century. 
 
Ernie: Right. 
 



	  

Brad: Into the 21st century. So that doesn't mean all the old stuff needs to be thrown out, 
what it means is you have to decide what is important for your business. Are you the type of 
business that’s under time constraints, so people have to be there on time? 
 
Ernie: Right. 
 
Brad: Which means you have to hire millennials that respect time, and if they don’t you need 
to fire them, or are you more in a let's say a design field where the best ideas have to happen, 
and you want them to happen at two o'clock in the morning or at nine o'clock in the morning, 
and so you're not under the gun when it comes to time, but you have deadlines. So you have 
to really know how to use your staff and your people in this new day and age because we 
have some 21st century things that are out there that are going to make your business work 
faster, smoother, quicker, things like that. 
 
Ernie: Okay, great so I know at least I have read that the Gen-Y, the millennials are-- on 
sheer numbers, I guess they exceed the baby boomers, eighty something million plus, I guess 
and growing. 
 
Brad: Yes. 
 
Ernie: And so inevitably we're going to probably have them working in our businesses, we're 
going to probably try to sell our goods and services to them, and let's just talk about them that 
work with us in our businesses. There's a funny phrase here, so what does a midlife crisis 
look like for a millennial man, and how do we motivate him? 
 
Brad: This actually- I am glad you asked this question because this actually happened to me 
over the summer. I was teaching a series of workshops for a company that handles over 
twelve trillion dollars in assets, okay, but they do with only 300 employees, which means 
they're super efficient and they're using technology to be efficient. And so I am sitting there 
and I'm teaching the workshop and the workshop is made up of all the people leaders and 
they vary in age from boomers to Gen-X, mostly Gen-Xers all the way down to a couple of 
millennials. 
 
Ernie: Okay. 
 
Brad: So on the break, I started asking a few people about, what did a midlife crisis look like 
and all this and blah blah blah, and one of the young guys he looks at me and goes, "Oh, I had 
a midlife crisis when I was 35," and I just looked at him, because he had a baby face and I 
said, "Oh, well, you had a midlife crisis at 35?" and said, "What did you do?" He said I went 
and bought a skate board."  
 
And I burst out laughing because any boomer will remember that basically there was a movie 
called Midlife Crisis with Bruce Dern and Ann-Margret. And Bruce Dern is only 40 in the 
movie and he looked horrible, you know and that’s what a 40 year old looked like back then. 
Okay, and if you see any pictures of me online, that's what a fifty something year old looks 
like. So we don’t age the same as we used to, and a midlife crisis no longer is I'm going to 



	  

buy a Porsche and have an affair, the midlife crisis is maybe I need to go and reinvent myself 
you know. 
 
Ernie: Sure. 
 
Brad: So I had this young guy who is 37 stands up and say, what did you do for your midlife 
crisis and when he said that he bought a skate board, everybody burst out laughing, I said, 
now I don’t want you to laugh at that, I want you to understand there are no divisions-- linear 
divisions anymore for age versus what we are supposed to be doing with our life. 
 
Ernie: True, I agree with that. 
 
Brad: Okay, let me give you a good example, I don’t know if you're a Star Trek fan but I 
once was… 
 
Ernie: Oh, yeah, yeah, definitely. 
 
Brad: They had an episode where Captain Kirk and the crew wind up on this planet where 
the children run the planet, and it turned out they were trying to create a formula that would 
prolong life and what happened, is all the people who were over 17 let's say died off. And so 
it left the kids running the planet and they were playing all the time, and all this world turns 
out each kid was 200 years old. So they aged very slowly, they didn’t want to grow up, and 
they called anybody who was grown up a 'grup', which is a short for grup [phonetic]. 
 
Ernie: Okay. 
 
Brad: So that’s become a term in today's where you say a grup and what that means, what a 
grup is, it's somebody who is 40 or 50 years old who is still hip and cool, maybe wears a 
backpack, and even though they have children, they take their children to Pearl Jam Concerts, 
and hang out late at night, and live the good life and go surfing in a skate board to work, and 
they don’t look like their father did at that age. Some people think I am a grup because I hang 
out with my nephew at karate, don’t judge me.  
 
What happened is when he got his black belt at 16 he said, "Uncle Brad, why don’t you come 
work out." And I think it was his way of saying I am going to be your teacher, you know so 
he got a kick out of being my sensei. So I get to hang out with young people at the dojo, and I 
get to hear and listen to what they're complaining about, what they're talking about and they 
are the types of millennials now because they were kids when I started, and now they are 
young adults in college or graduating from college, and they truly don’t think like us. 
 
So it helps us start-- I would say start reversing your mentorship and start listening to 
millennials, and Gen-Xers even in a very different way, start listening to them instead of 
sitting there and going, "I invented Teflon back in the 70s, and you need to respect me." They 
know all that, so you don’t need to keep hacking on it. What you want to do is start listening 
to them in a way that I call 'reverse mentorship', have a cup of coffee or some breakfast with 
your two sharpest millennials and even a couple of the weirdoes, and start getting into their 



	  

head. I am serious, start listening to the guy with purple hair. You'll be shocked at how savvy 
somebody who has the hootspa to basically dye their hair purple, how smart they might be. 
 
Ernie: All right. 
 
Brad: And I know that sounds-- in a boomers mindset it's like, "Are you kidding me Brad," 
well hey I'll give you a good example. A friend of mine has one of the largest design firms 
here on Long Island in New York, and he had a young man who was a wiz at technology, but 
he was a little autistic when it came to taking facial cues in meetings and talking to clients. 
 
Ernie: Okay. 
 
Brad: So he would get pedantic and he would go on for half an hour on the details of the 
programming, which a client doesn’t care, they just want to know that you can do it. So they 
were-- my friend was very-- he didn’t know what to do, let's put it that way. He was very 
frustrated with his employee because this young man could program the daylights out of any 
website and build whatever you wanted, it didn’t matter how weird it was he could do it. So 
he had this amazing asset in this young person and he knew it, and any small business owner 
knows if you have somebody who is very talented, you don’t want to lose them just because 
they have one quirky problem. 
 
Ernie: Right. 
 
Brad: So what he did was, he sat him down, took him out as per my suggestion, took him out 
to dinner and got to know him a little bit better, and found out he had a passion for writing. 
He decided to put him on the team that wrote the pitches for new business-- for new business 
development, and then they brought him into meetings and they would train him on how to 
give the presentation first, so that he would know to just say what he had to say, sit down and 
that’s it we're done, like in the Atominton at Disney, okay. 
 
Ernie: Right. 
 
Brad: So they did this and all of a sudden their proposals started to become mind-blowingly 
good, and they were now landing four million dollar projects with ease, because of this young 
man. All I can say to anybody is don’t look at this next generation through the rose colored 
glasses that boomers have been raised with, look at them instead of what is their potential that 
you can't see, what could enhance your business a little bit better, and could help you at 
another level.  
 
It's easy to sit there with a list of rules that we all grew up with and say well if they don’t 
meet that criteria they're-  sorry for this word but they are a loser, and I don’t need them, they 
need to get out of here, don’t do it that way. They just have not been raised to obey those 
rules, they may not even know those rules exist. 
 
Ernie: All right, well great so that’s-- and as we you know in respect for your time here we're 
going to wind down here… 
 



	  

Brad: Sure. 
 
Ernie: But kind of my last question, so we looked at the millennials, the Gen-Yers from the 
employer point of view, this last question kind of deals with them as customers of our goods 
and services. What do we need to know to help them love our brand and become loyal rabbit 
fans? 
 
Brad: You got it. Well I work with Dell and one of these things that Dell was doing, and I 
remember Dell was-- I think Michael Dell was a boomer and he said, "Hey know the 
technology, right." Well they were having trouble all of a sudden, because they would go into 
these meetings where after they sold a product, their customer and this is the B2B part of 
Dell, not the one you see on the internet where you can just buy a laptop, this is the big server 
installs, the Wi-Fi networks, things like that. 
 
Ernie: Okay. 
 
Brad: And they've a product called Crow Bar, which gets you up and running and creating 
your own cloud within two hours, so this is a hot product. Well I work with Rob Hashfield 
over there and he said they were in a training for a customer one day, and it was a three, four 
hour meeting, and they're doing this traditional linear power point presentation. And he walks 
in and his time-- he was supposed to come in for about 15-20 minutes and give his 
presentation and leave. Well if you know Rob he's a very humble guy, he's very like you 
know, hey how's the going guys, and he gets into the heads and in the mind s of everybody 
he's working with by just simply asking questions. 
 
Ernie: Okay. 
 
Brad: So he opens the floor up and he starts asking questions, while the client and all the 
people were being trained in the software and hardware erupted, they started getting 
involved, they have this huge discussion and the 15 minutes were up, and Robb got up and 
basically left the room and everybody followed him. So the next speaker gets up and they are 
standing there on stage going, "What the hell just happened." And they are all angry with Rob 
and all this-- so Rob started to do a little bit of research and he realized the average buyer of 
B2B products for Dell was 37 years of age. 
 
Ernie: Okay. 
 
Brad: So that meant they were a digital native-- hallo, that means they already did their 
research tonight before they started playing around with the software, and they were using it 
already and when Dell's managers come in who were older and they said, "We're going to do 
this linear power point presentation," guess what-- they bored the hell out of the clients, 
because they already knew the software, they knew it they could probably build it half of this 
young people, and so they were very frustrated with this linear process.  
 
The other thing is it made the sales a little bit different because in the past- and a lot of you 
know this, you know let's be honest-- you could sell staff that the client didn’t really need and 
you could pad the bill. And so now you're having digitally savvy buyers who are sitting there 



	  

and going, "I don’t need that software and I don’t need that software, I only need this 
software." So they were very efficient, very knowledgeable and you can't sell them a bill of 
goods. And Dell did some very smart things with their cloud division, they would go in and 
the salesperson might be sitting there going, "Oh, this is a four million dollar sale or 
something."  
 
And the head of that division would go, "Wait, let's relax, let's see what goes on." And they 
would talk to the client, start to listen to them and they would start to realize they don’t really 
know what their clients' needs are, so they say, "Okay let's put in a basic cloud structure, we'll 
get you installed, that’s 500 grand, we'll set that up, boom they're done. So they do that, they 
go in 30 days we'll assess what you need. Well after that 30 days, that four million dollar 
potential sale turned into a 36 million dollar sale with a 10 year contract. 
 
Ernie: Oh, nice yes. 
 
Brad: It really was about listening to your customer, and shifting and doing things that get 
them excited about working with you, listening to them, being there for them. Don’t just 
shove them a bunch of stuff and expect them to just accept it, because today's consumer is 
very savvy, they can look up a price online, or do their research all within a half an hour, they 
don’t have to drive anywhere anymore. 
 
Ernie: That’s true. 
 
Brad: Yeah, so I mean look at the brands that have reinvented themselves like Zappos. When 
Tony Hsieh took over, they were not doing so well, and he implemented not only a great 
training program, but run around and got all the delivery people, everyone of the major 
warehouses to deliver faster and quicker just for Zappos. And they have a training program 
over at Zappos, where I think it’s a six weeks training program or nine weeks something like 
that. 
 
Ernie: Okay. 
 
Brad: And at the end of that they will tell you, if you are unhappy you can leave and we will 
give you $4500 in cash. 
 
Ernie: Yeah, I had about it, yeah that’s very unique. 
 
Brad: And nobody has left yet. He also has a theory and I believe this theory 100%, it isn’t 
like it was in the past where when your company meant- and boomers will know what this is- 
you worked at a company and your customer didn’t really know what was going on inside the 
company. 
 
Ernie: Right. 
 
Brad: It was this one-way conversation, well that’s different today people are watching your 
brand to see how you treat people because it gets out into the public eye. So Tony Hsieh 
actually said this, "Your culture-- your corporate culture is your brand, so if you don’t treat 



	  

your people well and you don't start to work to get this contagious work environment and get 
everybody excited about your product, don’t expect the customer to get excited." 
 
Ernie: Well put, I appreciate that. 
 
Brad: Sure. 
 
Ernie: Well, Brad you know our listeners just like I am like yourself we continue to educate 
ourselves, to stay abreast of what's going on in the work place, in the market place. Do you 
have any resources out there that you're a big fan of that you can share with our listeners that 
we may benefit from? 
 
Brad: Oh, sure go pick up my book "Liquid Leadership: From Woodstock to Wikipedia" and 
the subtitle is great, 'Multi-Generational Management Ideas that are Changing the Way we 
Run Things', and it's on sale at Amazon, and you can even go under Barnes and Noble and 
ask them for it, it's there as well, or if you just want the digital version it's on Kindle. 
 
Ernie: Okay. 
 
Brad: It's for Sony E-readers, Kindle and things like that. And also anybody listening, shoot 
me and email over at brad@liquidleadership.com, its one word. 
 
Ernie: Okay. 
 
Brad: brad@liquidleadership.com and I will send you a free report entitled 'What every 
business needs to know about Millennials,' and I talk about the three big influences that 
change the next generation and how that changes behavior, and how that impacts 
management expectations. So send off an email and mention Ernie and this podcast and I'll 
send that out to you right away. 
 
Ernie: All right, I appreciate that and at Safe Nation you can find everything that we've been 
talking about in today's episode as safeguardingyourbusiness.com/bradszollose. So Brad I 
definitely enjoyed this interview… 
 
Brad: Good. 
 
Ernie: Thanks again for your time, for sharing out your expertise, please share the best way 
that our Safe Nation listeners could find out more about you. 
 
Brad: Just go to www.liquidleadership.com, that’s my blog and my website, and I have some 
keynote speeches and workshops and things over there, and also you get your free report if 
you email me. And I think I have some pretty good articles that will help you in managing the 
21st century workforce. 
 
Ernie: Awesome, well they're here and they're not going anywhere, so it's time they lean how 
work with them better than… 
 



	  

Brad: Oh yeah, and by the way for your listeners Ernie, just remember millennials are about 
to turn forty, so stop seeing them as kids, they're ready for management. 
 
Ernie: That’s right, that’s right. All right, so again all this information, the links, Brad's 
contact, recommendation will be in the show notes at 
safeguardingyourbusiness.com/bradszollose. So Brad we salute you, thanks again for coming 
on the show and providing some great information, I really appreciate it. 
 
Brad: Thank you Ernie, take care. 
 
Ernie: All right, you too. 
 
Brad: Bye, bye. 
 
Now you've got valuable knowledge of another way to protect your business, for more great 
resources including check-lists, videos, and show notes, visit safeguardingyourbusiness.com 
and join our mailing list. That’s all for this episode of safeguarding your business, we'll see 
you next time. 
 
	  


