chapter four

learning to play the game

[ was prcsuntcd with a very unusual oppor-
front ofhice Jazz

Early in my Jazz career,

tunity. Over a pregame dinner with several fellow
staff members, including Jay Francis, one of our VPs, we began discuss-
ing the Heimlich maneuver,
behind who is choking on something he or she has been e
or holding them and thrusting your locked arms backward into their
stomach to dislodge the intruding morsel. Within five minutes, Jay
standing and squirming over our table. I

the one where you grab someone from
ating, lifting

began pointing to his throat,
thought he was joking, but he wasn’t. I had never done the maneuver
before, but if he was teasing me, at least it would be good practice.
Years later, I had another opportunity, this time with my son during a
steak barbecue in our backyard. I liked Jay, but I love my son. I'm glad
Jay was my guinea pig, so to speak. | might have panicked otherwise.
Fortunately, both maneuvers were successful.

Sometimes, we are asked or required to do something completely
outside of our realm of experience. I was very grateful that in both
instances I could respond favorably. I think I was more shaken than
either of my patients. However, I might just prefer doing the Heimlich
maneuver as a profession over shooting a foul shot to win a game in the
NBA Finals. I'm a much better free-throw shooter than an emergency
technician. But shooting that game winning shot? That's pressure. A life
doesn’t hang in the balance, certainly, so the stakes are higher in that
case. But thoughts like “Maybe twenty million people are watching
me take this shot, not to mention my teammates and perhaps twenty
thousand people in the arena” could be enough to jolt anyone at the
free-throw line with a chance to win a big game.

That's probably one reason Karl Malone worked so hard on his foul
Shooting after his rookie season. Karl loved having the fans’ adoration.
He loved being the good guy, the one who sealed a win with a jump
shot, a breakaway dunk, or if it was necessary, a foul shot. Foul shots be-
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came necessary. Because ar 480

0, the chances were good thay K"IIWDu[d
miss that g‘.um-—winning toul shor bur probably n

shot or slam dunk. Why take a chances
he could embarrass you? [, the off
busy trading Adrian Dantley for Ke
worked on his free throws. In his second season, he shot 59.8%, neay
12% better than hjs rookie year. ’

And, in his third year, he shot 7%
from the line. That's over 219

% better in two Years, a remarkable fegt fy
anyone, by especially impressive for Someone who was not revered

a foul shooter when he came ino the league. In another year, he would
elevate and level off ar 76% free-throw shootin g. Now,
estly say thar Kar| Malone w;
ter—he was dangerous, I |

the draft, By 1988, dun’ng his third year, he was averaging just under 3
(29.1) poings Per game and almosgy 11 (10.7)
32% anywhere inside the three-p
i (Without the reb
(also sang rebounding)?
Karl’s teammages

ot the five-foo jumg
Why not foy] him early befy,
season, while the front office W
lly [ripucka and Kent Benson, K

you could hop-
S not only very, very good, but—even b

985, he was a steal at the thirteenth pick of

rebounds while shooting
oint line. Who does that sound like
ounds)? LeBron James? Kobe Bryant

He was on a fast track to bcwming legendary.

—poinrs-per—gamf: rate and
aton averaged a shade below Karl in
Darre]] Griffith managed 14 points
€s, albeij¢ varioys injuries had started
85-86 S€ason, which he missed in jts entirety.
I this Magnificene fun to the finals actually be-

1986-87 season and the start of
Something |, ly magic] happened. I¢’s where pas-
%, and chemistry MiX together i 4
tience, J¢ deserves

The starting pojng £,
840 sometime be

tWeen the eng f
the 1987-83 season, Sithe

sion, obsession, loya]
hopes for by few

: way every team
EVer witnesg Or expe y

a closer look.
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learning to play the game

My stats were improving a little as well. Not sure I deserve a closer
Jook, but I began to feel like I could play in the NBA sales game. I did
not big hands, though). Other than Larry Baum, |
was really the only full-time salesperson. Grant Harrison, Randy Rigby,
and David Fredman all had other demanding responsibilities, so their

Jrt-time status left things open for me to chase new clients. My note-
pad began to fill up, and I began to feel comfortable talking about the
Jazz to others. Never liking the craditional sales books about how to
“close” a deal, how to get in the front door, meet with the right people,
negotiate and leverage a deal, 1 began developing my own style. Of
course, some of my education was supplied by difficult prospects. Like
Stockton, who learned from others who cutored him on the guard line,
I studied my mistakes and weaknesses as I kept adding to my sales

notebook. I was more comfortable in my skin, and approaching pros-
ating. Just like the team, my teammates in

have an advantage (

pects was no longer intimid
sponsorship sales and I were learning to play, too.

In an early encounter, I bumped into the local sales representatives
for Michelin Tires, and it turned out they had a healthy local advertis-
ing and marketing budget. Soon, we put together a sponsorship, which
included signage, on court promotions, tickets, and other amenities.
They were a great partner for several years, but just as quickly as they
had become a sponsor, they left, having lost the bulk of their budget.
I was devastated. I had worked hard to manage their account and had
cultivated good relationships with very good people on their side. It
was one of the first—and actually very few—losses I suffered. I remem-
ber going into a sales meeting headed by Larry Baum, having just been
given the very bad news, dreading to announce they were leaving. 1
moped around the office a couple days before 1 ventured back into the
field. Tt took me a minute, but I realized that there was nothing I could
have done to prevent their exiting as a Sponsot. We had become good
friends as well as business partners. It was the last thing they wanted to
do. We even tried a couple of years later to reconstruct our deal, but the

budget was never approved.
However, 1 found success bringing other companies into our fold,
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some quickly, some not so quickly,

[ crafted a deg) with M&MMan
one before: , player clinic, May
ressed an interest jp findi

that included something | hadn} |
Fish, who headed up local marketing

» CX]
way to leverage their in-s

n
tore presence at grocery stores. We createdi:
clinic idea, inviting key store managers to bring their children t0 2 tyg.
hour clinic fc;nuring several Jazz players teac hing skills and granting
autographs. ’Ihcy also received commemorative clinic T—shirrs, which
they loved having players sign, and refreshments. | began to see ot
possibilities that featured pla hes in private settings, some.
thing that other companies
Were a sponsor of the Jazz,

Not every deal came together quickly.
ance and FHP Healch, ap

yers and coac

couldn’t offer thejr customers unless they

[ called State Farm Insur-
d both of their execur; 'es :

€ a guest at one of our games,

and [ woyld check back. | Was not going to make it easy for them to

ignore me,

» followed closely by Bobby Hansen (9.7
G). The team was averaging 108 PPG
» Which was the biggest spread since the 1983-
¥ John Drey, and Darrell Griffith were lighting

points per game. John, Karl, Thurl, and Eaton
| Presented a new er, for the Jaz, They had size ang talent. They could

block shots, gr'ab rebounds, Move the by), and score, And they were
TR Excludmg Darre] Dawkins, who was in his twelfth year, play-

€IS averaged ;
traded faofeb ;‘:i; over three years of NBA €xperience. When the Jazz

Ti IPin, the frone line of th Jazz with Ea-

ton, Malone, apq Thurl Bajley, yei rolic
: Y, weigh . Frank
Layden aNnounced 5 , press a7 1000 pounes, -

conference that he thought this trade
the league,” Pure Frank.

84 season when Dantle
UP Opponents fo, 115
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|earning toO play the game

am lost in the first round. The
¢ at the end of the game,

al stature to Malone,

Unfortunately, this 1987 playoff te
ainst Golden State, bu

Jazz were Up 2-0 ag
Malone and Greg Ballar
had words and a shoving match near the
too, and Golden State’s coach, (
d. There were rumors that even his wife was
ing right in front of Mrs. (George) Karl, and
but my eyes were fixed

d. who was close in physic
scorer’s table. Fans got in-
volved, jeorge Karl, was evidently
shoved or perhaps punche
sccosted by fans. 1 was sitt
[ don’t remember seeing anything unfriendly,
on the scorer’s table, and there was plenty of pandemonium to watch

on the court.
The Jazz lost the next three games o Golden State. It didn’t help

that Ricky Green was injured in the second game, but the outcome
might have been different if Malone had just walked away from Ballard
that night with a victory. Then George Karl wouldn’t have been shoved

or possibly slugged, and Golden State wouldn't have had as much to

play for. One can never know, but It was a painful lesson for players

and fans. I guess it’s all part of learning how to play the game.

Why should a company become 2 Jazz sponsor? Why should they

spend advertising dollars with a professional sports franchise, a rela-
ing customers? The answers

e time. First, there wasn't
gnition. Even though

tively non-traditional method for reach
were becoming more apparent to me all th
a better way for a client to receive instant reco
ic Salt Palace only held about 12,000 people, the Jazz were play-
ing to a packed house 41 times during the regular season. TV ratings
were quickly elevating to record heights. For most games, OVet 25% of
hing the Jazz in prime-time television,
which made it the most watched show in that time slot. So, when cli-
ents questioned my sanity in calling, 1 had answers. Patiently, I built
my leads list and checked back from time to time, often extending an

invitation to come to a Jazz game.
State Farm Insurance was particularly difficult, but finally, after al-
hael Galletti, the CEO for

most a year of short phone discussions, Mic
the Utah Division, agreed to come to a game and then to a meeting,

the viewing audience was watc

Tl




In our firse meeting, when | brought up, \
me to tell him who had the bes; ratin
saying thar i depended on th,

number-ope ranking

ratings, he Quickly g
on TV | responded truthfyj,

Each statiop could dair:n
as they were called, He fe

hrst PErson to tel] me rhe[ruth,
are number one

time of

day
S 1N some day parts
sponded with, “Thank you. You are the
Everyone else says they all day long, Tel] me mory’
a preliminar, Sponsorship agreement, and whepjj
worked, thar led to another Farm hcutmeavalued
, 00N hmnrzun;: a key partner,

[ had 3 similar €Xperience with FHp Health Plans. Steve Gold.
smith, their m ome a lite-long friend, de

t0o. But one year Jager. we finally had thy
hirst Meeting. It also led (o

wanted wag in-g

Thar meeting led 1o

and another, Seare
Sponsor for over 15 years

.lrkcting man who would be
clined o meet with me,

a multi-yeq sponsorship. One thing Steve
ame visibility on TV
our Game Operations VP
arena; the tip.-
well as an jn.q

and in the arena. Grant Harrison,
suggested something he had seen in another
We im'm'pnr.lrnf the
fena pregame “staged”

OH‘SP“““"- idea into TV games as

tip off just before the game started
to honor valued clien s of FHPp Presenting them wich the game ball ar
center coyry by the referees. Eventually,

tographed by , player |ike Stockton, M:

red for aboy 2

[ would have the game ball au-
one, or even the entire team.
7 years, ending just as [ was getting
arent Company sold the Utah division.

of years, advertisers could no longer overlook the
notional Opportunity. I like to think

0 with ys SPreading the word, by it also had alot
fecognizable On-court prodyct.

alesman, | couldn’t imagine selling
- I admire those who can. Products
probably Sooner. On the other hand,
ticket holder o join the ranks of com-
ays been passionate about

ways been 3 perennial Jazz fan, so

At perhaps he Jazz coylg bec

ome one product | could




and sell. [ was becoming passionate about it. The tans were

embrace
growing in numbers in

becoming passionate, too:
ushion. 1 saw the implications ©

anies and increase their succ
Not everyone was a Jazz fan. Not

almost geometric

{ how our pt'ndm[ could pmili\u]\
impact comp esses in the market. But my
asn't shared by everyone.

passion W
alue of being

every company could see the v

alone. Other NBA teams in the not-
though Frank had I'L'I.i['l(!'llihht'd his head coaching posi-

and casily one of the most color-

He had been coach of

a Jazz sponsor. They weren't

too-distant past took the Jazz tor

granted. Even
tion, he was still our team president
ful, fun loving pmplc the NBA had ever seen.
and an all-around good guy. But Frank
ined Bobby Hansen $5.000 for fighting
aking his hand in the pro-

the year, executive of the year,
could be tough too. He once f
with another teammate (Bart Kofoed), bre

cess. Frank was livid. Five thousand dollars was a lot to fine someone in

the late eighties. When Bobby complained, Frank said something like,
“ b . . ) .
You're costing me money by not being able to play, so I'm not going

to be the only one to pay for your stupidity.”

However, by the end of the 198788 season, it was readily appar-
ent that NBA foes could no longer ignore our on-court product either.
The team won 47 games (up from 44 the previous year), and even
though they had qualified for the plnynﬁ's for five consecutive years,
twice going to the second round, this year was different. The league
t}oticcd. Karl Malone was an NBA All-Star, a member of the All-NBA
Second Team, and so was Stockton. Stockton also received the Allstate
Good Hands Award. Eaton and Malone were named All-Defensive
NBA Second Team. John, Karl, and Bobby Hansen were named NBA
Players of the Week, and John and Karl were also named NBA Players
of the Month in February and March of that year. Most of these hon-
Ors came as we were finishing the season. The team was peaking just in
time for the playoffs, something every coach wanted to see but couldn’t

always control.
Even better, John beat out pcrcnnial NBA All-Star Isaiah Thomas

for the most assists during the year, and Eaton led the league in blocks
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for the scason, as well as three of the to
first round of the playoffs,

scoring 31 points off

Previoys SCasons, Dur

1
tnd

iﬂg[hg
Up iy
"3 game and thep 39 Poing

azz defeated the Blazers&l,‘”
playoffs, there was e, 'tement in the ajp. Nexty
the mighty Lakers,

against Pory| Ihurl Bailey came
lln‘ !u‘lu]l in the f
off the bench in game four. When the |

the first round of the

I had never been 4 Lakers fan, 7
New Orleans. | loved the Celrics. and [ loved watching thejr fierce .
valry with the Lakers, finding them treque

ntly fac ing each other in the
NBA Finals. But the |

Jazz and Lakers woyld « on become rivals, Rivaly
was a word | |iked hc.lring. It signified a4 new day

They were big city
City—meat and potatoe
if you drove from SLC
out of town and wel| on
couldn’t imagine anyone
out diﬁercntly whe
that year,

cven when the Jazz was still i

maybe a new e,
*-'Hu”}'\\'nud and high life. We were smal

$—and more counrn than city. You knew thy
to LA. It only took

the way to smaller ci
living in SL.C
n we faced them in ¢

about 25 minutes to be
ties, towns, and farms |
hunmin;; a Lakers fan. I found
h(‘ second round ()f.[hﬁ playoﬂ's

along with more yellow jerseys
ace-off with a Lakers fan. It was afte
of our teams were just a little on the

other side of their glory years. He taunted me by thumbing his jersey

X hoisting it and saying something with just

I approached him and gaiq, «
“What?” he said,
“Tknow whe you are,”

[ know wheo you are.”

i "I said again. “You're the same guy that WUf’e
® Balls Jersey when they were the best team. And you wore Detroits
when they were the ‘hag boys.

the Knickg 00, "And yoy probably wore the Spurs and

irted by me. | actually think
't resist labeling him as the kind of guy
who al € gy | g :
WaYS wore th 1 jersey to §ames, even if he was in his home
AMS areng

) beat
; Our team wasn’t sy pposed to
Magi W, g
ag C) Orthy, Kal‘eem, Cooper, and Con‘lpany WOUId bﬁ




WOJH‘M!HI to ;,‘.1\,‘ the game

andle. We knew that. The Lakers made sure we knew

to0 much to h : ‘
{ly by about 20 points in the hrst playoft

chat, too, beating us sounc

LA. | remember Frank ac
that we just werent in their lcnglw—(h;u

game in |dressing the media after the game,
elling them, apologetically,
we couldn’t compete. We were ha
be aquick series. But that's not what he told the team. Not at all. I'm
sure he told them not to hang th
According to stories that later emerged
them that they would win the next game
Frank was brilliant. He was the perfect bal-
hness, and game knowl-

ppy to be there, and we knew it would

eir heads for a minute after the loss.
rom the locker room, he told

and told them exactly how

they were going to do it.
ance of fun, humor, craziness, inspiration, toug
edge. He knew his players, and he knew how to motivate them. He
reminded me a litcle of Red Auerbach of the Celtics, who led that team
to nine straight NBA Championships.

The Jazz won the second game in LA,
lictle Bac-footed on the way to victory. They w
in SLC but then fell to the Lakers in the second home game at the
Salt Palace. The series was dead even at two games apiece. No one,
absolutely no one, expected that to happen, except maybe Stockton,
Malone, and, of course, Frank Layden. Further, no one ever thought it
s, But it did. Layden had quietly set the
llowing the team’s blow-out loss

making the Lakers look a
on the next one back

would become a 7-game serie
table with his post-game interview fo
in LA. Under his expert guidance, the team with their young, emerging
talent rose to the occasion.

The Lakers won the fifth game in LA, but the Jazz countered with
a 28-point win in SLC. The series was even at three games apiece.
You always hear that a seventh game is anyone’s game. It’s a very nice
thought, especially if you've been the underdog. But the fact is that
most home teams win the seventh game. LA was going home. They
might have been shuffling their feet a little on the way, but they were
most definitely going home.

For the seventh game, full-time Jazz employees were given a very
nice bonus: a trip to see that final game in LA. It was a very nice gesture
from ownership (Larry Miller was the sole owner of the team), and my
wife and T made plans to attend the game. It was only my second year

with team, and life in the NBA seemed pretty good.
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Our seats for the seventh game of the \X
finals a¢ the LA Forum, which held about 18.000 vellow
jerseys, give or take a few, were ¢ lose to the
what could have been a helipad
[huught as I nestled in quietly
swarm of fans i |

estern (fnnfcrcnce

Semi.
and pupl

top of the drena, just b

v OF SO It \-\\!!l\\i

LAt least theyy nside,
lous stares from  pulsatiy

O

1EXT to SUSPI
akers jerseys.

To make 4 long story shorr. we lost by abour 10 points, By|
and every Jazz fan in America was 5o ver proud of our team, They
had pushed the mighty | I-fought final game of the .
ond round. Stockton hac ames. In game five, he scoreq
23 points and dished 24 aggiges to his teammates
dropped in 29 Points and had 20 assists! The
win the NBA (:h:tmpiun.\hip that y
after losing the firse on
them get it done, ”..V then you would like the team
that beat yoy, o be the champs. Even thoy,
had buil 5 dynasty, and they
bad. And they had M
the playoffs. First teq
Pion.” Hard ¢, bear s
Very close.

akers to 2 harc

| two 20/20 g

In game seven, I
Lakers would go on o
car, beating Detroit in seven games

¢ at home, and | like to think the Jazz helped
Ou can'’t win | all,

gh I wasn't a Lakers fan, they

had a Swagger about them, which isn’tal
agic. Magic used to say something like “We're in
M to get 15 (today it’s 16) wins will be the cham-

omeone with thar much mojo, but we came close.

“ompany bought them. But having
> You get through the difficult times.

‘o ales
» tWO very good men joined ours
team, . ;
ol Larry Baum bl‘ought them o, First came Les Barber, a rookie,
like me. How

€ver, he wag stra
Over when, 44 as

for a class a¢ Bri
Presented thejy 4

ometime argypy 1

ight oyt ofcollegc. and he had won Larry
tudent) he had he

gham Y,
ndings, pe

aded up a se
ng Universi
tol

d Larry

ason-ticket sales project
ty. After he and his classmates
he would come to work for free




learning tO play the game

e could do. Larry had a pg-m'h.lm tor pcuph- who were

to prove what h
heir sleeves and work hard,

willing to roll up ¢
clients during pitch t
i would be free. “Free” stu

But Les did what he promisec
istent people 've ever know

and he sometimes told

hat at the end of the season, if they didn't like it,

ck in his mind.
i. i lt' \\’ul'[\'t‘tl ll.ll‘d. l 1:.' was onc Ui‘lhl'
n, and he quickly fit into our cul-

most Pers
ome, dark-haired [talian from

wre. So did Kevin Gianatiempo, a hands

New York. Larry bumped into him through on
ed with a local TV station. While he looked for a

ay ata local Marriott

e of the national sales

“rep” firms that work
Salt Lake, Larry paid for him to st
Salt Palace Arena. Kevin looked

dressing immaculately while

place to live in
hotel just across the strect from the
and acted the part of a polished salesman,
networking with local and national sales rep firms and prospects. He
even sent Larry his shoeshine bill, which 1 know Larry didn't relish
We then had six sellers with boots (or p()lishcd
ant, Les, Kevin, and me.

he sales side of things, just as

receiving or paying for.
shoes) on the ground: Larry, Randy, Gr
Things were taking shape forusont

they were for the team.

Malone, Stockton, Eaton, Bailey, and company finished the 1988—
89 season by winning four more games while crossing the 50-win
benchmark that virtually guarantees a pretty good playoff spot. But
they lost in the first round of the playoffs, and even worse, Were swept
by the Golden State Warriors. How could that possibly happen to the
team that took the Lakers, the eventual NBA champs, to seven games

in the second round of the 1988 play()fﬁ?

W
\

Our sales team went to lunch on the first day of the 1988-89 NBA
Playoffs with Don Nelson, head coach of the Warriors. Well, not ex-
actly with him, but at the same restaurant. Qur leader, Larry Baum, had
made reservations at a nice, local eatery, and several tables away, sat Nel-
son and his coaching staff. We peeked at them from time to time, and I
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[hl'lll:hf lh('\ WCimed pret

Y were the seventh seed,;md.;‘}

Were second. hl!l\.i!J::;‘ Dehing ) l W ji-llj h“”]t‘-t‘()ur[&d\'ﬂﬂ;
tage, Potentially playing three gy rena in 3 ﬁ"'l"gamf‘SEri{\_,
Other \X stern Confer “I Lakers Vs. #8 POr[lanc‘
5 Houstop, We v

the sec 'Nd round. And we ahuuldhave,[r_
ry team wich lmrm--courtadvm.
wept Portland 3-0, Phoes

Ouston 3 —| Lfc\piu' Iht’f-()ur[hk"s‘

toughest

#3 Phoeniyx VS. #6 Denver
Projected 1o fi ¢ Phoenix in
the firse round of the
tage won casily
swept Denver 3 0,
hfth seed martg
Chalk j¢
(but 3 ¢

f'j.t\n!f SCries I
('\\t'pt us ”I( | ake
and Searrle bear H
hup supposed|, !u-m;j the
Ptoa h.ltf \\('('i\.
arn gnnd one)
l(mking towards
Year, and some Player injuries.

Bobh_\' Hanse
sively, missed the
sion with teamm

Year. Plus, the Jazz had offered up Ricky Green in the expansion duf
before the season Started,

.lnd ( :,IJI‘!HH" took h””- We ‘!J\() [r;ld(’d Kt‘”l
Tripucky ¢, Charlotte fo, Mike

a little un. cranty wich NEw coach

» Matchups, the idea thar we might have beg

Phoeniy after messing with

he Lakers the previois

n, a solid numbp

Cr-two guard dn'h'll\i\.'t‘l‘)' and offen-
PLI‘\'()“‘\ I)(\ ause

of a broken hand due to that colli

ate Barr Kof: ed’s jaw, He only played 46 games that

* Brown, who evolved into an integrd
XU season. The Jazz signed José Orti

in Sp; and Played in the 1988 Olympics
but he didn’ look like 3 hfteenh pick when |

1¢ suited up for the Jaz.
yed in 5] games

and didn't have muCh,m
uch Pressure on the starting five
and no one (o help a slighely O_ldﬂ
* {dMost 5 perfect Storm. We just didn't see it brewing
Bue | think Don Nelsop did, even rhcmgh Larry Baum had jokingly
PUE W aVerbaj “h 0 i staff cxitcd p;t.;[ us at the i'vsr;lul‘i%“['
ike 4 Magician and said something
of “You're gonna lose.” BU_[ by
S to know about the Jazz trom

Srockmn

t his breach he e
then, Nelson > the effecy

7 ty
et he knew they had a pretty

Watched on Ty

as the crowd in 522‘1
S the g throughout the fin




learning

“sweep of the series. ['m sure game operations had
as soon as wc went

game, signifying a SV
ed a bunch of very cheap,

plll'ChaS ]‘1.1\[[\ IE\[HH[H\

Jdown two games (0 none.

same thing!

[ think Grant | larrison would have done the

Larry. Both brought energy,

Les and Kevin were fortuitous hires by
am. ]'Neil Romero

drive, and ambition to our somewhat small sales te
and Shannon Roberts worked at sales administration, and Grant Har-
rison brought a refreshing sense of humor, color, and the ability to es-
wblish good relationships with clients, eve
working for us part time. Grant was busy during the summer preparing
all the in-game promotions and events for the coming season. [magine

meeting with an important client and then hustling over to the arena
national anthem at home games.

had “cubicles” right next door

n though he was technically

to audition singers for the nightly
Grant could be hilarious. For a while, we
to each other.

One day, after I had finished talking with a prospect, Grant leaned
over the partition and said, “That was the biggest bunch of BS I've
ever heard.”

“Just following your lead,” I told him.

Like the team, we made mistakes too. It’s e
going to happen and to look past it to the next deal. Larry
“A deal is not done until it is done.” He may have
at infamous line from Yogi Berra, the

asy to think a deal is
taught me

an important lesson:
borrowed the concept from th
Yankees beloved catcher, and probably the most quotable player ever,
* But he was right. It was important
as possible, keep track
sh ahead, when

who said, “Ir ain’t over till it’s over.
to juggle deals and put as many balls in the air
of every deal, and know when to let it sit, when to pu
to negotiate, and when to let a client or prospect do the talking. It was
a learning process.

Relating to and developing
sales team was also a process. E
our own egos to go along with them. S

rection, often took on a life of their own,

esprit de corps with each member of the
ach of us had different personalities and
ales meetings, under Larry’s di-
and shouting matches were
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not completely uncommon. I think [arr

liked to see ys passionate

defending our position on an issue of arguing over

a client Situatioy,
Larry didn't believe in client exclusiy ities,

and | mostly agreed with hip,
on this. The market wasn't big, even though it was growing, and g
sponsorship concept was new enough that it was hard for clients to puty
high value on it. Hence, we were courting several banks, severa] fast foog
restaurants, and several of just about an: category. Easy to step on togs

One of the best things Larry did was introduce a s
sion pool. That meant that we all shared the commission on each deg
(some a little more than others), which was something I thought v
fair, especially for a small sales team. A the end of the day, it paid—
literally paid—for each of us to work together to complete deals tha
made sense—for everyone. Mostly,
a competitor. If we lost a deal, we al

When I took over sales after Larry left, I wanted to build on the
momentum Larry had established.
agenda that listed our goals
guidelines we would stand fo
is everybody’s business,” “Pyr

strengths.” T was also not
there were

<

ales commis.

there were no end runs to upstage
| lost.

For sales meetings, | prepared an
and sales guidelines, the principles and
r. A couple of them were: “New business
the (sales) team first,” and “Play to your

interested in over-the top contention. Yes
disagreements, bug they could
[ often halted meetings during te

what is the right thing to do in th

I was learning the importance of te
One day, our CFQ, Bob Hyde, walke
and said, “Hey Mike, can you call
money? | need to Pay some bills’

always be worked out, and
sty moments to say, “Ask yourselves,
is situation?

am play in other ways, too.
d in my office at Triad Center
X, Y, and Z clients and collect some

[ \i
reminded me that he had to Paé{
layer salaries every two weeks, afl

: e .
going overhead. I quickly told hi

t revenue to the team, too. Teresd
I, once said to me while we W“T’Tf
€ your guys are driving over s
ship sales through this company, and
ng it. But I'm here to help you in any

Promotion, “Mjil
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The Hillside Jr. High Basketball All-Star Team, the peak of my

athletic career. “Man Mountain” Brown is on the left in the top row.
My close friend Erv Terry is on the bottom left. He passed away in 2017.

I'm wearing my game face, first row, second from the right.
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Larry honors Julius Irving during his farewell tour.
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The sales sraff with the team during the 1999 lockout year.
We still went to work every day!
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learning to play the game

now she had our backs. We felt that

n.” Comforting. Nice o k
partment, PR, accounting, and

ort from the marketing de

way [ ca
kind of supp

broadcasting t00-

One prospective client I had begun to pursue was ZCMI, the larg-
at the time, and one of the largest in the coun-
* marketing, but I really didn’t get any-
wsorship work

est retailer in the state
try. | first met with the head of
where. She couldn’t quite see how we could make a spor
for them. On the way out of the meeting, located in a large warchouse
in the west part of the Salt Lake Valley, I bumped into
ad up the camera department. [ told him the

a ncighbor

who just happened to he
purpose of the meeting, and he immediately jumped in, indicating
that he had his own departmental budget and would love to see us put
something together. He wanted to do something in the arena. Back at

the office, I grabbed Dave Allred, who headed up PR, and Grant Har-

rison, and we brainstormed. Luckily, it was Dave who came up with
the final idea, because the press was his domain, and our contest win-
ner would be invading his space: the guest press photographer. Each
game, someone who entered their name at 7CMTI’s camera department
would be selected to sit on the floor of the arena for one quarter just
like the professional photographers. 7CMI would supply a camera via
Olympus Cameras, their key supplier at the time, for the guest to use.
He or she could click off as many photos as they wanted. ZCMI would
process the film for them. We were even able to get a few players to
autograph them from time to time. The winner also had a pregame
dinner (with his or her guest) in the press room and two tickets to
the game. Other ZCMI buyers/department heads noticed. Within a
couple of years, they became one of our premiere sponsors, and we in-

volved multiple departments in varying sponsorships. It was hard work

because we weren't holding hands with one client but more like a half
s complicated and extensive. I had

dozen. Fulfillment and activation wa
ple, but our client was spend-

violated one of Larry’s rules to keep it sim
ing well over six figures. It had started with one $25,000 sponsorship.

He liked seeing exponential growth in a sponsor. So did I.

81




While the tea Wil ing thej heads afmm
\hmkm}; loss 10 Lolden &, Giold Yle wys fming to Phofmi
In face, they only wOon one game & | NIXS tour, By, then Phogs;
]u\l to the l akers four games ¢ ) NOY ! [akers were L‘fc;lrl}'ﬁu;;j
away the bes; €am in the W that mad

painfyl, Lnumn;:
Couple of hnghr st

Points as ||
tallied 27

our hrst-roynd exit my,

dthe Lakers the year befor |
YOLS were evident, how ver. Karl M.

lone 3 veraged
i\ o ;'.H“]t'

ries, and John Stock
'€y cach averaged ghy
pressive, .'\m;w.ing. MB‘JL

]‘Hil’ll\.lfnf 13 dassises, \Y h.u S Mor

t}
45 minyge

YA game (our ot 48). More than im
Eaton grabbed 11 rebounds.

¢ight boards Griffich
feSpectively, ()h\'inml}

and Thurl Bailey averaged 12 points 2
and Bobl, Hansen averaged 12 and 11 poing
v Karl, John | company couldn’ g

They needed help, bu

)wing S¢ason, 1989 ]‘)‘)H,
ade the playoffs for

1 Thie a2 ; ¢ WO wins ini
= hrsl round, This time, they did m.m.l;,t (Wo v
ve-game Series

even though the team notchel

Ve ves i
the seventh tonsecutive year, rhe'

nix, f’.linfu”\. we had to watch shoormg

gUard/forward Eddie .luhn.mn bank iy, a three point desperation shot
0 win ¢} fift game—,p g the serjes

0se we long days, Y. were juse a6 discouraged (maybe _mmf

$0) thap, the ¢ » and g were the fans! Some of our fans were d'ﬂ'"s'

a saleg team, . decided M0t to spend 00 much time presenting

NEXt year's Spong rship Proposals clients ang prospects for at least

a few Wee We Worked

. Tked op adnﬂnixtr;nivc d
Meetings, Wwalke through A whole bunch of “what-if” scenarios, a
dodged cliengs. O

the othey hang, the te
and hearq fro € Coaches,

things, made plans, held

s na ay
am alwgays met the next da
There were

; e. They gave thej, pl
t M to jm d get Teady o,
VN withiy, 24

‘ ith
one-on-one meetings w]d
ayers “homework” and to
ar. ’ | e: out
fext year, Ihen they cleaned

s €.
ours, | Wanted to do the sam




learning to play t

Leaving town did seem like a good idea. No one likes to be sweptin

n you have home-court
West. Although | didn’t want to talk to or even
lid want to talk. Like us, they were fans, and
portant truth

. especiall}-’ whe advantage and the sec-

ond-best record in the
bump into clients, they ¢
they were hurting. It took time for me to discover this im
about sports marketin a client to cancel a sponsor-
ship. A bad playoff series do
the Dallas Mavericks | {ead of Spons
awful for at least three years, said he thought they were just starting
So what was the key to keeping good

al marketing value and spccial.

g: It takes time for
esn't matter. At one NBA league meeting,

orship Sales, whose team had been

to see some sponsors back away.
dients? Obviously, providing exception
es was critically important, but it really ¢
e valuable to clients. Something so easy that

unique opportuniti ame down

to something much mor
ven think or worry about. Even today, this is

most companies don't e
Tom Peters,

something I don't see many companies emphasize: service.
a highly-regarded business author, wrote book about it. It was called
In Search of Excellence, and after months of researching successful busi-
hen all is said and done, the one trait that

nesses, he concluded that w
al service

the most successful companies shared was offering exception
to their customers. He called it “a blinding flash of the obvious.”

One of the most challenging client recoveries we ever attempted

came sometime in the mid-nineties. It was all about service, or rather

lack of it. We were a well-respected, seasoned playoff team starting to
make a charge for a championship. In the summer, well before the
season started, Larry Baum received a letter from a newer client, Eagle
Hardware, firing us. It was obvious that it had nothing to do with team
performance. We simply had not fulfilled all the activation elements
in our agreement. There was a middle man, an advertising agency that

also looked culpable. We all agreed it was an important relationship

(any relationship is important, for that matter). And we weren't accus-

tomed to losing a client.

Larry asked me to go to S
agency. After several failed attempts with no call backs from the agency,

cattle to meet with the client and the
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earning to p! yy the game

but one of the things we came up with was the

| had been looking for a “hole” in
vould have

il of the package,
Eagle Hardware Starting Lineups. |
our broadcast, a place where we could insert a feature that v
Eagle Hardware would be the sponsor o e fod

a prominent position.
adio broadcast. We would teature

rure at the opening of every TV
g lineup with stats and inform:

and r
ition about each player and

our startin
This could also lead to pro-

brand the team closely to their company.

in-store displays of their “starting (pmduct) lineup.”

motions featuring

They loved the idea. They kept asking questions
aspects of our team, and how they might

ons. We gave them carte blanche

about how we could

link it to their store, to other

utilize the starting lineup in pmm:ni
t0 do all the above. And I made sure that we had buyoft by our TV pro-
ducers and that all the other elements in the package could be activated
and fulfilled without any problems. They ended up almost doubling
their sponsorship spending with the Jazz.
le sold their stores to Lowe’s, we
we always did. That
that to them.

For the next several years, until Eag
managed the account like 1 knew we could—Tlike
problem had been an anomaly, and we wanted to prove
visited their offices each summer and met with the agency in Seattle
asure results, and map out the next year. I

to review the package, me
¢’s as a sponsor

was sad when they sold their company. We kept Low
but they eventually began to reduce their

for the next couple of years,
atter of time before they

footprint in Utah, and 1 knew it was just am
dropped our sponsorship.
ad Eagle Hardware gave us another chance. We
ant company. We helped them
lasting

In retrospect, I'm gl
salvaged our reputation with an import
carve a nice niche and succeed in our market. We created long-
relationships. It didn't matter that they weren't a local company. It didn’t
matter that I had to grovel so much in Seattle. It only mattered that we
were able to do things right, even if it was the second time around.
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