rookie moves

| went to work for a local :1!!1? course, cut

¢ a very young man, ‘
ting greens, raking sand traps, watering grass, and trimming the

roughsfv;n'd work. in other words. On my hrst dav. the head greens

keeper asked me to start the jeep near the maintenance building and

dump its contents in a make-shift garbage area behind the course

thn I SIL‘!W\'(I into lllt' UM, l.nlni army 1nnl\i[1;1 ;"l('(‘ﬂ \L'lll\ I&" I I(‘.li

ized it was a clutch-driven jeep (most were back then). This was some

thing I had never been taught in driving school,
And again. It just sput

which I think I had

just completed. But | tried. And tried again.

tered—wouldn't start. When 1 told the greens keeper it wouldn't turn

over, he mumbled something about having just driven it a few minutes
ago. I watched with interest, and some apprehension too, as it imme
diately started as soon as he hoppe d in, and of course, pushed in the
clutch with his left foot. As I tried to release the clutch and apply my
other foot to the gas, jerking along that dirt road, I'm sure my new boss
was shaking his head as he walked away. He could have called heads,
but, gratefully, he looked the other way. It might have been one of my

O {1 . 3 ;
first “rookie moves.” ‘The first of many.

Ironically, when I left’ [tiad America for the Utah Jazz, my ofhce
had just moved around the corner and down the hall within the same
bluldllw in which I had just spent three or so fairly intense years. My
new office looked a lot like my very last one at Triad: a small cubicle
with a table and chair. Even though I was nervous and uncertain about
the furure with the Jazz, I was glad to be gone from Triad America.
Long hours and insurmountable challenges to persuade people
change shopping, entertainment, dining habits, or move their ofhces

had been more than difficult, especially in Triad America’s retail sector,
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winning new accounts. True, but | quulgl_\' discovered that this was a

lictle different. In the ad ag
narketing budgets. While we might have had 20

to 30 clients at Fotheringham & Associates, the Jazz could easily have

100 or more companies on their spons
ad agency business.

Losing a Jazz sponsor didn’t mean cutting our

ency business, | was ¢ l),[g,ing_:‘ just a few com-
panies with attractive I

or roster. In some ways, [ felt

more pressure in the [Losing one client could xpcll

disaster for an agency.
saff, bur it did pntcnn;xlly mean taking :
could be lost and rcpl.ucd without .signific;ml damage

losing a client lightly, even though most

s of their business. Our infor-

1 hit in your wallet. Overall,

though, a client
to the Jazz. But I never took
clients left due to problems in other area
mal research told us that a large majority of our clients were happy with
their results from a Jazz sponsorship.

However, in 1986, annual sponsorship sales at the Jazz was less than
$2 million, which was still a very remarkable feat in my mind since it
was really only Larry Baum working full time on sales with part-time
help from Randy Rigby (broadcasting), Grant Harrison (game opera-
tions), and David Fredman (radio broadcasting). There was plenty of
room for more sponsors, albeit selling spnnsnrshi[n was a new venture
for me. I was used to working part time in sales at Fotheringham &
Associates. There were clients to manage, people to manage, and strat-
egies to create. We had to help our existing clients be successful and
happy with our work, and that took time. Selling was something I did
whenever I could. It wasn't first on my list to do each day. But on my
first day at the Jazz, I didn't have any clients. I didn’t have any strategies
to create. 1 didn’t have any people to manage—except one. A rather
paralyzing thought occurred to me: [ didn’t have any prospects, either.
I had a pen, an empty notepad, and a telephone on my desk. I had no

one to call. I was clearly, by every definition of the term, a “rookie.”

In the fall of 2004—18 years after I joined the team—1I asked Coach
Sloan as [ sat next to him on the bleachers of the Zions Bank Basketball
Center for a few moments what he thought of our two new rookie
draft choices, Kris Humphries and Kirk Snyder, who were among our
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at right in m, Case,
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rookie moves

vears than some thought pnssihlc. | love

and kept her alive for more
just like Manny Floor found room,

the Jazz for that. They found room,
m'cdcd llL‘Ip. ;md who, ﬂ)fcvcr gmwfu[’ gave

[ realized later that Helen did that. Most

Snarr. Probably the best business lesson I

for someone who really
it his or her all to perform.
importantly, she trained Mike
ever received came from her: Roll up your sleeves, work hard, and don't

ask anyone to do something you wouldn't do yourself.

High school and college basketball players are coddled, adored,
protected, and virtually worshiped every day of their athletic lives, un-
til the first day they report to camp for an NBA team. Now they're
starting over. They need to prove that they can play in this league, on
this team, and earn their new “rookie salaries” worth millions of dol-
lars. This is the first time they really get paid for their talents. Are they
good enough to make a difference? How long will they be “rookies?”

Although they were undoubtedly the stars of their high school or
college teams, now they had to mesh with at least a dozen other guys
who had already established a team culture surrounding an all-star-
status player like Michael Jordan, LeBron James, Kobe Bryant or John
Stockton/Karl Malone. Every team has that kind of leader. I only had
to worry about Helen Daynes. If I washed out, I would find another
job. A rookie player who doesn't last more than one season in the NBA
will rarely find that kind of employment opportunity again. It’s a very
tough, highly competitive, and pressure-filled position facing a young
man right out of college, or in some cases, maybe high school.

A college schedule spans about four months and approximately 25
games. An NBA season lasts six months and 82 games, not including
the playoffs. One of the toughest challenges any rookie faces is learn-
ing to be mentally and physically ready to play as many as three to
four games in one week. It’s a near-horrific adjustment, and sometime
around four months into the NBA season, most rookies encounter
what is known, auspiciousiy, as the “Rookie Wall.” And the “Wall” is
real. I've watched just about every one of our rookies hit it, with the
possible exceptions of John and Karl. When they do, they begin an
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on-court tail spin, LHILHI:,'_ lackl

pretty. Some recover in time

uster, tred, and uninvolved, l['srm[
(O hnmish the Scason u'\pulah]\’. genjng

(ht‘ir \t‘ull]d \\'imi. 50 (o \}u'.ll\ Some «flll:[

Veterans don’t make it casy
way uf:n.nking sure a rookie
to carry a st

mn nrse-vear ;'J'.a'u rs ('HIM‘!'. 'chv havea

kie. A rookie might haye
ar player’s overnight bag on road rips. A rookie will soqp
learn which locker is his. where to sit on the

the team meal. Each (e

I\Iltl\\\ !I(' IS 4 rog

bus, and even when to ¢y
am has its own traditions and unwritten rules
for “welcoming” the new rookie to the team. Yoy might call the proce
a mild form of h.m’ng. Whether you're destined to be 3 future hall of
famer or 4 second-round pick, expect to be relegated to the back of the
bus, end of the line, or the last room at the hotel.

I dont know w

Thurl had o put up with during their initial seasons.
when | began traveling with the tean

our rookies wore little, pink children’s bac kpacks. My guess is that Der-
on Williams may have started that rookie tradition,
notice it whep he was 3 rookie, Luckily,
them wear them oyt o the town d

hat kind of veteran trials rookies Karl, John, and

In later years,
a litde, I found i amusing that

because I didnt
I don't think our vets made
uring road trips, only around the

ides, b();lrding a chartered plane, and getting in and
out of arengs, Hard ¢o imagine someone like Carlos Boozer wearing a
little pink backpack and driving 5 Bentley,

The other mij

nd shify | needed o
the NBA didn’t

ake as 3 rookie (salesman) in
Come casily, either. At’

[riad America and in the ad
attire prevajled. You never showed

up ¢ ' . ; ;
P to work Without Suit and tje, Never. In the Jazz offices, on the
Pen collars or o collar ar all. Oc-

S might strol] through the office in T-shirts



to look a little too casual (or something like that). In the next sales
1CW dress uldn': ties, suits, sport coarts,

arry paascd along our
before Larry showed up

meeting, [
and no Casua
in slacks and a white golf shirt. In

| Fridays. It wasn't long, however,
a4 sales meeting, | asked him about

the uo-go]f—shirl rule.
Without blinking, he said, as if he had
" Larry was the boss. End of conversation.

.llllixip.llul the tlllc\linn.

“I¢’s okay if it’s white.
[ learned years later that

as “suits.” 1 don't think he or any
There was clearly separation berween

John Stoc kton referred to the front office

of the other players did it out of

respect for what we were doing.
the front office and basketball operations. It was okay to come to our
g too far into the locker room without

place, but be wary of venturin
y with that. Still okay

special dispensation. [ understood that. I was oka
with that.

When | took over for Larry Baum and headed up the Jazz Sponsor-
ship Sales Department years later, 1 read Phil Jackson's book, Sacred
Hoops. To build loyalty and commitment among his team members,
Phil designated a special room that was for players only. He decorated it
with Native American artifacts and Western decor. Not even the owner
was invited in. Occasionally, I found a separate room in the belly of the
t_hcn Delta Center that was rarely used and held sales meetings there
f})r the same purpose, sans the Native American artifacts. Dave Dalton
from our hospitality group was great at dressing it up and making it
look special. It was a refreshing reprise from the hustle and bustle (and
continual interruptions) we experienced in the gl;lss—windn\wd confer-
ence rooms upstairs. It was a good opportunity to help ease the stress
for our sales team, including “rookie hires,” too.

[ wanted anyone we brought in off the streets to work for us to feel

welcome. In most cases, we hired veterans who had been in sales with
other NBA teams, sports marketing enterprises, or local media sales
outlets. I only really hired one rookie during my tenure. [ think he was
grateful for the way we included him. Jackson Brown was a former
bﬂd(up quarterback at Brigham Young University, who would become
Astar performer for us, but I worried about him incessantly for the first
six months or so of his Jazz career. He rarely said a word in meetings,

and despite his sports background, he appcared to be struggling to find
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I'just drop in on an unresponsive prospect?
talked with my wife, | ¢
in the mirror. Unfortuy
like Jackson was,

Many times, | debated just

[ talked with my boss. ]
alked with the walls.

| rehearsed my approach
1ately,

[ kept struggling. And struggling. Just

anging it up and begging my former
employer or another local ad gency to take me back. I attended a few
sales seminars, by, even with all that wonderfy advice and guidance, |
didn’t seem o learn anything [ didn’, already know. Helen Daynes was
putting me through rookie boot camp, bur no even she could help
me figure our this awful, lowdown, dirty business of selling I had got-
ten myself into, | was unprepared for my new life
rookie Counterparts, Del| Curry w ‘

but he could shoot a jump shor, |

in sales, just like my
as probably in the same boat as me,
couldn’t even make a layup.

} > :}:
About 20 )‘zears after | Joined the Jazz, the NBA got smart about
their own rookies. They started two-week rookie “boot cam p” of their
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olving players, including rookies.
onaire. How would you spend all
t many players did:
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lest guy in town. You have friends you have

:‘;i[lt[ivncl\ that love to shop

every NBA city. ( ) course, Most

Suddenly, you're the coo
never even heard of. And ;;i:'lhiumis
multiple girlfric
players were careful.
ily and kept in touc
players weren't as careful.

nds, puu-lm.nH\ one in
They invested rather than spent. They hclpcd fam-

h with close friends. Genuine friends. But some

They were the exception, but they were the

ones getting the headlines, not the |n.um.li. down-to-carth guys who

had heard that the average careet i the NBA is about five years. Spend

that money now, and in hy
At issue were things like the remprtation of drugs,
a posse (i.c. extended family and

e years, you could be destitute.
lifestyle, attire,

agents, investing and saving wisely,

friends), fan adoration (o1 occasionally, scorn),

few of us worried about at that age. The NBA's rookie school addresses

if nothing else, just what they

and other issues that

all of this, helping young men realize,
are up against in this new world of big-league sports. The league had

plenty of examples on cither side to draw from: those that had been

smart, retired, and lived well, even if they had a relatively short career,
as well as those who had made millions upon millions of dollars but
lost it all, perhaps even dying broke.

The league was also facing a branding crisis. Players from low-in-
come areas and big cities often sported an urban style that bordered on
being inappropriate. Fans noticed. Players began wearing overly long
basketball shorts well below the craditional benchmark around the
knee. With money and fame, players could appear cocky, ungrateful,
distant, or maybe even threatening. The league soon enforced a dress
.Code for on and off-court appearances. Slowly, with the help of chang-
ing American fashion, players became ingratiated to fans. Some players
never embraced the urban look. My favorite TV commercial from that
era featured the three women from the very popular TV series Friends,
sitting on a couch, watching an NBA game. One of them turns to
the others and says in admiration something like “Wait, wait, here he
comes. There, there he is, in those short shorts” as the camera flashes
o the TV screen showing John Stockton dribbling up the court wear-
ing about the same sized shorts he probably wore in ninth grade. That
scene, seemingly from the hit TV show, played right into the hands of
the NBA, who needed people like John Stockton for more than just
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on-court heroics. They needed a new brand, and |
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| wish | could say it was a cold
actually called
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O pop into our culture, and he
Jazz. We met. He

associates with him, and within two hours,
al: $20,000 of half trac

an icebreaker‘ 50 to speak. | was €cstatic. Randy and | became great,
llfe-long friends oyer the next severa] years. Of course, the end of the

story is that Cellyq, One morphed into AT&T. A few years later, the
late Bj|| Quick and | Put together 3 three

in the vicinity of $675,000 Per year, just
of the contrac. ['would K

le and half cash. It was

-year agreement somewhere
wer $2 million for the term
! more ecstatic if | could have
at d“.‘"- $20,000 ;IL‘[II.!“_\' looked like $2

ave been evey

It was abouyt SiX monthg Or so after we hired Jackson Brown that he
completed hjs first deq] too. I'm sure he felt like

I did at that moment.
Nnual sgleg retreat, |

often published 3 top 10 moments
d one for Jackson: “April 17, Jackson
g~ 'lbday. still a litele quiet and shy in
andfy]| of eljte salcspmplc for the Jazz,
im as 8ood friends and people I had the
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Performed wit
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even a recession, and years of helping educate clients

ness downturn,
ties with the Jazz, a relatively new concept

about sponsorship opportuni
when I first joined the team.
Baum explained it to me. But back then, even with one deal under my
belt, I knew 1 still hac
career. One year does not
Jerry Sloan. He'll tell you.

| didn’t even know what it was until Larry

| an awful lot to learn. One deal does not make a

rurn a rookie into a veteran player. Just ask

One thing a rookie will learn very quickly is what the culture of

his team looks like. What's expected of him? Is the te
p? On the business side, I'd say we were

am culture loose

or stiff? Relaxed or buttoned u

pretty buttoned up at the Jazz. That’s not to say it wasn't fun. It was

very, very fun. There was a sense of pulling together, of doing what was
you could. Everyone felt some respon-

needed, of helping out where
pmduct on the court. The “Utah”

sibility and some ownership for the
Jazz had only been in the state for about seven years when 1 joined
them. There may have been 25 or so full-time employees. We were
still, more or less, in start-up mode. Although we were all about doing
business, selling tickets, and selling spunsorships, having a pmfcssinnal

sports team in Salt Lake City was still a relatively new venture. Nothing
| systems used in today’s NBA

es on signs. It hadn’t been too

many years earlier when Sam Battistone, then owner, asked the city to
make a pledge for the number of tickets we could sell before he tried
to bring the team to Salt Lake. Could the city sell enough tickets, es-
pecially at a $5-10 per ticket price for 41 home games? With the help
of the city, including the Chamber of Commerce, commitments were
made, tickets sold, and a team arrived to play NBA basketball.

Once here, the team, including its rookies, had to adapt to several
(especially visible as teams

like the sophisticated and more technica
world to put people in seats and compani

cultures: the team culture, the NBA culture
traveled to other cities), and, of course, Salt Lake City culture. That was
probably one of the reasons NBA Commissioner David Stern thought
the team wouldn’t make it here. Utah lacked the diverse, urban culture
that might appeal to most NBA players. Portland, facing similar chal-
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Jeff Malone, Antoine Carr
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'tah for a seconq
after he wag traded, Mike Brown, Ty Corbip,
Morris, Hrymt Russel

I, Howard Eisley, Danny
» David Benoie, Donyell Marshall, DeShawn Ste-

s and Ty Corbin, as wel
3s future greats like Derjck I

Burks, Rodney Hood, Rudy (

ives here full time, Alec
1oberr, Joe Johnson. Mehmet Occur, and

ace. I think thay cach would speak highly
" Playing days for the Jazz and the On-going fan support in Utah,
idntappeal ¢o Some players who vocalized their
playing In Utah, iﬂdll(“llg R(m‘\' \\'cik.ll'\'. who ended up
0 Utah, Epes Kanter, whose rather inflam-

1t well wich Jazz fans when he was traded in

Harper, who Played for the Mavericks and
when they triec

1 to acquire him toward the

as cventually traded to Detroit, he decided
crreported to gy, team either, Gordop Hayward sur-

n he Opted to join the Celtics (o earn less money than he

for so long? Easy: The Jazz front
office has always had 5 Teputari 4 strong franchise with
tive years making the playoffs, a

AYers appreciate good coaches),
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Ne of my favorice stories aptly
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rookie moves

demonstrates fan avidity. It happened when we were in the finals with
John and Karl. A good friend and neig

successful excavation company had a team of workers scheduled to dig a

hole for a new home in an cast side, Salt 1
One afternoon, as the team began to clear the ground, a ncighbor,
ran across the street and confronted the foreman.

' he said. To the incredulous project fore-

hbor of mine who owned a very

ake nuighbnrlmnd.

waving frantically,

“You can’t work here today,
“Because Karl Malone lives next door, and he’s sleeping

man, he added,
play the Bulls tonight. You'll have to come

this afternoon before we
back another day.” He wouldn't t

was postponed!
[ don’t recall anyone asking fellow workers to guard my office door so

[ could concentrate on landing my next deal after Cellular One. Rookie

(or even veteran) status didn’t grant me th
own office until I took over the sales depart-
a cubicle, especially as a rookie,
another

ake “no” for an answer, so the work

at privilege. In fact, I didn't

earn the chance to have my
ment after Larry Baum retired. Life in
was intimidating, It was easy to be self-conscious while receiving
“not interested” rebuff from a prospect over the phone. [ always felt like
everyone in the office could hear me pleading for just one 15-minute
meeting with the person on the other end of the line, and I felt like many

were probably saying, “This guy is never going to make it.”

Making the team is on every rookie’s mind, no matter how high
he was drafted or how brilliant his college career was. No matter how
big, fast, or gifted, most players probably have some doubts about their
ability to play and flourish in the NBA. Putting up with rookie ini-
tiation, trying to form friendships with other players, developing the
skills needed to play in the NBA, and knowing that the coach is watch-
ing every move can be unnerving.

Years after he became who many consider to be the most brilliant
point guard in the history of the NBA, 1 reflected on John Stockton’s
rookie season and early Jazz career. I can't say I know John very well.
He's a very private person. All business, you might say, especially on the

basketball court.
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in Basketball Association teams. | used to

ana Pacers and other Americ:
and sneak down to

buy the fve-dollar ticket with my hr iends in college
the lower echelon seats to watch them play. Now, | had my own seats

for each Jazz game, and 1 was expected to
make sure promutinn‘ll or hospitable details happened for them. Since
[ loved basketball so much, especially pmiminnnl b-ball, this was a

erk I continued to enjoy until 1 retired.
Typicallv, [ staved to watch a game throughout its entirety, win

o lose. I only remember leaving early once.
ainly was a rookie move. The Jazz were play-
With about 10 seconds to go, the Jazz
| thought. So I exited. In the park-

be there to meet clients and

[t wasn't overtime to me.

I’m not sure if it was my

rookie season, but it cert
ing a very good Dallas team.
were down nine points. Game over,
ing lo, virtually alone, I routinely tuned into the game on the radio.
Hot Rod Hundley was shouting— no—virtually screaming something
Was it a client’s new commercial? No. |

[ couldn’t quite understand.
ay. Somehow, the

soon realized it was Hot Rod’s live action p]ay‘hy-pl
Jazz had overcome that deficit to win the game. It involved at least a
prnhuhly from Darrell Griffith, sealing

couple of three-point shots,
atest-ever comebacks. It was many,

the victory in one of the team’s gre
many years before I ever left a game early after that. redeemed myself
a little when 1 watched from my seats in the arena as the Jazz beat
Michael Jordan’s Bulls, down eight points with 40 seconds to go, John

Stockton scoring a winning, break-away layup with Jordan breathing

down his back.

Somewhere in between Stockton’s rookie season and his game-
winning driving layup vs. the Bulls, Stockton became the player fans
hoped for. I'm not sure if even Stockton knew how far he could go.
But John might be one of the most determined, focused, and yes,
tough-minded players to ever pick up 2 basketball. He grew up in a
family of athletes, was schooled by his older brothers, and received no
sympathy from his father when he would come in from a street game
a little bloodied or bruised. Was he gifted? Certainly. But, it wasn't
obvious to the casual observer. He wasn't especially fast a foot, yet he
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Blue Edwards, fo, instance, byt i reality, he did
ly 20 years in the NBA (especially ar iy teet one) without having 2
Very strong, durable, rock-solid body Rarely injured, Stockron, like
Malone, coylq play through pain, get knocked d

4gain in seconds like nothing happened. He used o
drive other playe S, gaini
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forms ofcommunic.uinn now dominate a world that used to live by
the phone.

[ wasn't comfortable with a “drop
eone see me if they just

by cold call” .l]\[)[u.ull. however.
In my career, | rarely let som “dropped by." 1 was
used to planning a full day, anc
-one | pro

| there were enough inner ofhce distrac-
bably didn’t know into my domain.

tions without letting somc
¢ me the importance of making a good hrst

Nevertheless, Larry taugh
atching carefully, and listening intently during a first-
His or her body language, attire, ofhce

and office clutter were all keys

impression, W
ever meeting with a prospect.
decor, family pictures, trophies, awards,

to who he or she was, what was important,
about them. Office clutter, c.xpcgi.llly desktop

.l1llL'd you o Illilll\' hc or .\ht‘ was l\ll\}'.

and what your future cli-

ent wanted you to know
clutter, might mean he or she w
And, in a few minutes, with the right questions, you could determine
whether it was true or not. If someone just wanted to make you think
he or she was busy, then the chances were someone else was more likely
the decision maker. Important to find out.
Larry had a knack for getting deals, anc
During that first season, [ be-

11 n(L".lSiUll.l“}' watched

them come together. It was impressive.
gan to gain confidence as | followed his lead. My batting average was
still very, very low, but improving. [ began pursuing insurance compa-
nies, for I had noticed the Prudential Halftime Report on nationally
televised NBA games, among others. Health care was also a growing
category, along with banks and fast food (later called quick-serve) res-
taurants. | balanced my day between making calls and scheduling ap-
pointments with my clients.

Larry also tried to help me prepare written proposals for clients,
but on this point, we tended to disagree. “Keep it simple,” he often
told me. Easy things to fulfill were TV, radio, program ads, and tickets.
Larry had really been a one man show, so keeping it simple was key to
him. He had a very small staff, so he was left to fulfill most contracts.
I felt like we needed to start creating new inventory/assets and provide
reasons for clients to be more distinguishable. In the ad agency busi-
ness, positioning a client in a way that made them stand out from the
competition was very important. I felt the same responsibility here,
too. As [ began to get deals, he often reminded me that they were too
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‘AlS .llld ll‘..l]\'t' pl';'\u‘lll.lliulla. | l\(‘liu‘\'t'ti in l}l(‘ L‘“.('L[i\'L'-
'c'nplt' were lx'girlmllg to get €Xc ired about

near sell-out fashion, watched on

to write propos

ness of a Jazz Spunsnr\hip. |

the Jazz. They came (o games in
TV in droves, and thus pm\-idui us with fans in rec
were quickly becoming the most followed game in town. The “value

in marketing terms, was becoming evident. Using a va-
), like signage, media, in-arena promotions, I

¢ what we liked to call “instant awareness .

ord numbers. We

proposition,"
riety of assets (inventory
realized that we could creat
or “top-of-mind” or “top-of-market” awareness for a client. With our

help, they could establish a distinctive “position”
competition. One of the ways

for themselves in the
marketplace, often one-upping their
for them to do that was to “own” something. Ownership was very

singular, very distinctive, and in many cases,
told us that companies that became sponsors of

it endeared a client to
the public. Research
1g more community minded, more sup-

portive of the city, and more “user-friendly.” Jazz fans (a quickly grow-

thﬂ ]azz were pCI‘LL‘i\\'(‘ as beir

ing demographic) were more likely to support, buy from, or at the

least, have a more positive impression of them. Soon, others started

calling us “the only game in town,” a phrase we often used internally
but rarely with sponsors. It was better, | thought, for them to stumble

upon that idea themselves.

Karl Malone, drafted with the thirteenth pick one year after the
Jazz drafted Stockton at sixteen, had an immediate impact on the team.
That year, he played in 81 games (it would be a long time before he
didn't play an 82-game season), shot just under 50% from the field,
averaged 14.9 points and 8.9 rebounds, which was good enough to
lead the team in rebounds and place second in scoring. Adrian Dantley
managed a whopping 29.8 points a game and scored 56% of the time
he shot the ball. With Eaton at center, Karl and Dantley next to him,
and Stockton and Green finding them open 12 times a game, the Jazz
averaged 108 points a game. Unfortunately, opponents averaged 108-
plus points per game. And there was trouble inside the locker room.
Apparently, Dantley had become sullen and seemed more interested in
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ames instead of
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There was ne doubt thar bogh John Stockton and Karl Malone
were ¢merging players, Even better, they were likabe people. No chips

g attitudes or unwillingness to

Munity embraced them. They had already
» Whose sense of humor

and personality had
truck up a somewh,

at unusual li'icnd.\hip based on
wing that they coul

d really help each other become
t the word “legendary” had en-
oint. Johp Was quiet, steady, and frugalL
he roomed with John during his rﬂ?km
ing the temperature well below comfort-
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I loved basketball from an early age. It soon became an obsession

aved whenever | could.
(left knee), and at 22, my second

assion/obsession. At 40 years old,

of mine, t00. | pl By the time | was 18 years
Old, I h;ld my first knee U}K'I'.;li()n
(right knee), but it didn’t slow my p

] had an osteotomy, which is one step
ho didn't tell me to quit the game.

below a knee rcpl.\ccmcnl. | saw

three doctors before I found one w

He was our team orthopedic physician, and he was obsessed with play-

ing sports like me. After surgery, my wife said the words “wheelchair
league.” She also said she'd be out of tow
like that. Somewhere around 52 years old. I measured my vertical leap
and realized that I really wasn' pl
about 54 years old, left to playing golf and sitting in the hot
time, 1 had my first hip replacement. To cap things,
) about 14 years later.

n the next time | had a surgery

aying basketball anymore. [t was time

to quit. At
tub from time to
I had my second hip replacement (the other hip
I managed to play 18 holes of golf (my last time pl
Jazz Sponsor Golf Tournament before retiring) the day before I had
surgery. The last three or four holes helped me make
decision that 1 did need a new hip on that side of my body too. My
says [ am probably looking at a

aying in the Utah

the emotional

new doctor (the others have all retired)
knee replacement in the near future. Looking back, it would have been
smart to take up lawn bowling or swimming at about the age of 40,
when most men have grown up and moved on from schoolyard sports.
But I did have fun playing the game on cement, on grass, in the weeds,
in a gym, and once or twice in an arena. | had just as much fun as John
and Karl did. But the pay scale was different. [ didn't make any money
and probably spent easily over a half million dollars repairing my body.

Definitely not smart. Not even close to smart. Rookie move.

John and Karl, at least as obsessed and passionate as I was, had
NBA bodies. They were durable, strong, athletic, and gifted. John had
those big hands and the ability to play, even on a broken leg. He could
pass, and he worked hard on shooting too. Karl had size, speed, and the
willingness to run the court like a point guard. He had “attitude,” as
they say. I can't think of anyone who wanted to take on a charge from
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rookie moves

ane as John was leaving, gym shoes and basketball

When his friend incredulously asked where he was going, John
aid, “T've got just one chance to make it in the NBA.”
a good way. During his rookie

home in Spok

ton

in tOw.

supposedly s
Karl was also tough on himself. In

season, teams knew who to foul at the end of a game: Karl. He was

oul line, likely costing the team some

hovering around 50% from the t
tical of him, he made a

wins. When the press and fans were a little cri

even announced that he would be better. Each year for

firm resolve and
the next several ye
ended up shooting about 78% or more for his career.

But Karl and John had been rookies too. They weren't perfect, and
. after he had signed a shoe

ars. his foul-shooting percentage impmvcd until he

they didn't always see the whole court. Once
Karl showed up at team warmups just before

contract with LA Gear,
w purple shoes. When Jerry asked him why,

tip-off wearing brand ne
Karl told him about the shoe contract. Jerry said something like “That’s
fine, but you'll have to wear those in the locker room, not on the court.
We wear white shoes.” Karl attempted to plead his case. Jerry didn't
budge. Karl may have even hinted that he wouldn’t play. I'm not sure,
but I think I know what Jerry would say to that. Karl left the floor, and
a few minutes later, re-emerged with white shoes, laced up, and ready
to go.

I can hear Jazz Announcer Hot Rod Hundley saying one of his
patented phrases now: “You gotta love it, baby.”

John and Karl played their rookie seasons with passion and that
hard-to-define obsessive compulsion. That’s my term, not the doctor’s.
Other rookies have played with a similar passion bordering on obsession
too. Another one of my other favorite rookies was Andrei Kirilenko.
He played with such infectious enthusiasm that fans were immediately
drawn to him. He had some rookie moves too. I remember watching
John Stockton shout at him from time to time about where to be for a
play, often waving almost violently at him to move, drop back, or get
to a spot in order to run a play. But Andrei had skills only a few other
colntemporary players could match. Statistics proved that he was in an
elite group of NBA players who could affect the outcome of a game in
a positive way. In one study, he was ranked in the top five invaluable
players who could turn a loss into a win at the end of a game.
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Although Jerry Sloan told me it might take up to three years to

see if his rookies could make it in the NBA, [ think he saw potential
in Stockton, Malone, Eaton, Thurl Bailey, and others who had an im

as rookies. On the other hand, I sometimes felr like 1

mediate impact
One of the adjust-

might need at le
ments | had to make was rea

kind of a job. It’s hard to make cold cal
[n my world, I had been used to being to

[ could still do that with the Jazz, but suc-

ormal business hours. I could pre-

ast three years to make an impact.
lizing that selling is really an eight to five

ls or schedule meetings before

eight or after five o'clock.
work early and staying late.
cess really happened between those n

pare presentations, plan my day, and do administrative tasks at other

but I had to be effective during game time, just like

My gu;il was to improve my un-

times, early or late,
any other Jazz player—rookie or not.
derstanding of how a sponsorship could help a company extend their
liver more customers, and to learn how

brand, be more recognizable, de
and I knew |

to structure deals to accomplish just that. [t was a process,

3 .
couldrit cut corners or stand all alone to be a hero. Jerry used to tell his

players to “let the game come to you.” That resonated with me. I think
it resonated with Stockton, Malone, Hornacek, and everyone else in-
volved in that run to the finals. Early in our careers, we're all rookies.
We don’t want to hold onto that title for too long. We need mentors
around us who we can depend on and gain strength from so we can eke

out wins sooner l'h.lll l‘d(l.'l'.
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chapter thre

Have big hands if you play point gu:
strengths and fully develop them.

hands helped him deliver the

ird, or if not, fing vour

Stockton recognized that hjg
ball to his teamm
precise way, and he developed other talents to

strength. Whatever your go-to s}
maximize i, P|

ates in a very
complement hjg
ill is, find it, develop it, and
ay to your strengths.

Learn to be patient. A suc cesstul career usually takes time o
develop. Inevitably, you will experience some ups and downs,
Don't give up on the downside.

Know and embrace the culture that you'll be working in. Or
move on quickly. Being adapt
Being headstrong and above the system will not embellish your
career. It might even shorten .

Do the work. Know what is needed. Use your time in the office
wisely, especially if yoy really only have from cight to five t0
make a difference.
To get ahead, extra effort will be re
your skills, hopefully not
do what is necessary. You

able is paramount to survival

quired. Find time to hone
at the expense of a family party, but
can party later.




