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To Elliott Mae Snarr,

our newly born, first grandchild.
She’s a beautiful baby:
bright, inquisitive, lively.

And, she has long fingers.

[ think she might be a baller.
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introduction

worked for the Utah Jazz in sponsorship sales for 28 years, and in the

summer of 2015, I retired. The front office, led by Kevin O’Connor
and now Dennis Lindsey, deftly stockpiling draft picks and using them
wisely over the past several years, had put young players on the court
who came in charging—seemingly out of nowhere—to have the third-
best record in the NBA after the All-Star break of my last season. We
had seven potential all-star players, all in their carly twenties. Lindsey,
the team general manager, jokingly said at one point that the starting
five were barely old enough to have a drink in a bar. Our core players,
Derrick Favors, Gordon Hayward, Rudy Gobert, Alec Burks, Rodney
Hood, Trey Burke, and Dante Exum (just 19 years old at the time),
were developing chemistry and getting an education about how to play
the game from their energetic, bright, and very focused rookie NBA
Head Coach Quin Snyder, who, as much as any player on the team,
was filled with resolve to succeed.

And, under the seven-foot-nine-inch wingspan of Mr. Gobert, the
team had gone from twenty-eighth in the league in defense to the third
best by the end of the 2015 season. By 2016, Utah would be the best
defensive team in the league. Things had not looked brighter since Karl
Malone, John Stockton, Mark Eaton, and Jeff Hornacek had teamed
up with Coach Jerry Sloan in the mid-1990s. I was there for the first
run at a championship, and I still had row eleven seats to watch the
new team start another run. For the first time in over a dozen years,
fans were hastening to buy season tickets, the press was optimistic,
and our owners, the Miller family, had to be thinking that there was a
chance to go deep into the playoffs, if not immediately, at least in the
next several years. That was my “take,” too.

All four of my children, who are avid Jazz fans themselves, told
me I was crazy to hang it up. My neighbors seemed surprised too.
One of my very closest friends took the time to write the follow-
ing bogus news story months before I announced I was leaving the

organization:
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introduction

was changing the way we addressed them. It was going to be a new day,
as if some upstart NBA executive had decided to move the three-point
line back another ten feet. It would be a slightly different game, and
[ wasn't very high-tech. But 28 years ago, in the fall of 1986, I was a
rookie with the Utah Jazz (and so was Dell Curry, by the way, in a dif-
ferent department). Frank Layden was the coach, Ricky Green was the
starting point guard, John Stockton was in his third season, and Karl
Malone was in his second. Dave Checketts was the team president. I
didn’t realize I would soon have an opportunity to make a contribution
to the franchise by helping build an all-star lineup of bright, funny,
talented, savvy salespeople who, in mirror-like fashion to the players
on the court, came from different backgrounds but would evolve into
one of the finest sponsorship sales lineups in professional basketball.

When 1 was hired, I told my pregnant wife that I would do this
for six months and then find a real job. After all, a real job wouldn’t be
with an NBA basketball team comprised of, as Frank Layden once said,
‘twelve young millionaires.’

[ had no idea that the next 28 years would become what they did:
challenging, draining, adrenaline-filled, but ultimately, extremely re-
warding. For that reason, I'm grateful to the late Larry Miller, team
owner, his wife, Gail, and all the Miller family for giving a rookie sales-
man a spot on the front office bench and then letting him play out his
carcer with the Jazz. This is a business story, but it’s also a whole bunch
of other stories that, in total, make up the incredible saga of a small-
town team in a big city, professional basketball world. As is often said
around the office as well as around town: “Go Jazz.” The owners, the
front office, the players, and millions of supportive fans have embraced
this team and helped create one of the finest sports cultures in any
town in any sport. Very few of us really thought wed still be chanting
“Go Jazz” nearly 40 years later.
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beginnings

7. Don’t lose sight of your objectives. Maybe that’s easier to do if
you play professional basketball or become a rock star. If suc-
cess comes too easily, which wasn’t the case for me, please step
back a little and talk to someone who has been down that road
before. If you “play your cards right,” it will be a long road
with a nice payday at the end of it.

8. My all-time favorite “takeaway” from a sales seminar I attend-
ed was this: “Never forget to ask a prospective client what is
important to them.” That little phrase, when asked earnestly,

never failed me.
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coach

chapter six takeaways

Layups are better than long-distance shots, most of the time.
With the addition of the three-point line and the increasingly
uncanny shooting ability of many NBA players today, those
long shots are starting to look like layups. Now if you can
choot 40% or better from the three-point line, you can pass
on making a measly layup or slam dunk. But in business, look
for slam dunks.

A good coach is hard to find. If you have one, hold onto him
or her as long as you can. That goes for parents too. They know
stuff. Lots of stuff.

If you happen to be a coach, hire the best people who can be
found. Empower them so they'll stick around. Hopefully, they
are faster, smarter, and as dedicated as you are. Don’t worry
about being the dumbest guy in the room. You're not. You got
there for a reason.

Good coaches have a deep keel. They don't get too many tech-
nicals or tossed from critical games unless they want to make a
point. Jerry was smart that way too. He picked his spots. And
there are times when it might make sense to watch from the
locker room. Sending a message to the team or refs isn’t always
the wrong thing to do. It gets their attention. Maybe it will fire
up the team or make the refs think twice, but live to play or
coach another game. Your team needs you.

In your business, if you have clients, look for good ways to re-
ward them or “add value” to your partnership. Jazz tickets or an
occasional “shootaround practice” are pretty good things, for it
makes them feel special, wanted, and valued.

Find something you enjoy doing outside of your career. Main-
tain balance. Have a hobby (Jerry Sloan collects tractors and
fine pottery). We all need a little diversion.

ey ‘




Achieving your goals is a process hlled with delays

long shots and ayups

chapter seven takeaways

and detoyrs,

Waiting can be very frustrating. Go as fast as you can but don't rygh

success. You're a champion, so stay with it.

1.

Learn something from every misstep. Get a little better each
day at doing what you do best.

Be yourself. There's only one Emmet Bryant, and no matter
how hard I tried to look like him, wear his sideburns, or copy
him in any way, I couldn't. I'm better off being me.

It’s a good idea to know where you are in life. You don't want to
miss the chance to play in an important game, like game seven
of the NBA Finals, especially if it was yesterday.

We're all marketers. We're all about branding, selling, and stag-
ing. So is the NBA. So are the Rolling Stones. And so is each
one of us.

If you get pranked, the best thing to do is roll with it. But dont
rule out revenge. Sometimes getting even can be fun if you do
it without ire.

I reccommend having friends. Friends are essential. Right next
to family. You'll live longer and enjoy each day a lot more with
good friends by your side, and you don't need to rent a heli-

copter or go on an expensive trip to have good, close friends.
That’s optional.
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the finals, part one

chapter nine takeaways

To be at the top of your game, learn to take the crowd out of
it. Focus on winning without being distracted by the madding
crowd, whether they're rooting for you or against you.

2. Play to your strengths. Don’t worry too much about your
weaknesses unless they tend to overshadow your strengths. |
[ could remember names better than phone numbers, but

wish
I figured one out of two wasn't bad.

3. Generally, it’s a lot harder to remain the best at whatever you
do than it is to become the best. Work as hard once you've ar-
rived as you did to get there.

4. Do your homework. Scout your competition. Know the lay
of the land as well as what is at stake. Be prepared before you

make a proposal to a possible name rights partner or even your

future wife.
5. Giving 110% is not a bad idea. No better way to separate your-
self from the competition, unless it takes 120 percent.

6. 1don' like the word “adversity,” but a little of it can propel you

to greatness as you work through it and come out on the other

side. But don’t go looking for it. It will find you.




Having a fan is a great thing, whether it's vour

wife, husband, or friend. Be gl.m'hll and return the favor,

chapter ten takeaways

mom, dad, sister,

Being a fan

Is as important as h.u‘ing one.

.

(%]

4.

Stay true to '\'nnlw“'. cultivate integrity, and be nice, m‘d}’t’rs

who do that earn lots of fans, even if they aren’t the best player
on the court.

One important truth: The better vou are ar whatever you do,
the more fans you'll have.

Embrace being a fan burt realize that obsession is unbecom-
ing. Why experience being in a bad mood because vour team
lost an important game? Let the players do that. That’s their
job, anyway.

Someone once said that having fans is a wonderful thing. They
will love you, worship you, and pay homage to you. “Enjoy
that feeling, but don't ever inhale it.”

I'm a Jazz fan. I'm also a big fan of my family. I love my beauti-
ful wife and each of our four children (and their spouses) and
our newest addition, a granddaughter, even more than the Jazz.
You might even call it an obsession.

228




long shots and layups

chapter eleven takeaways

The Jazz prove that it’s really the journey that matters. John
Karl, Jeff, Jerry, and company played every minute of every
game at the highest possible level for over 10 years, mostly 1o
gether, to get to the NBA Finals. The final score, in my estime
tion, was just a footnote.

Sometimes things happen that disrupt our personal universe
a little, like a lockout. Don't let “if only” into your vocabulary
very often. Play on.

Being called “gritty” is a compliment of the highest order. Why?
Because your opponent knows you aren't going away.
Getting to the finals or accomplishing anything noteworthy
starts a lot earlier than we might realize. Preparation sounds
trite, but it’s vitally important to achieving our goal.

Don’t be afraid to take the last shot. It might be a gamble, but
what have you got to lose?

Winning is fun. Losing, not so much. Win with honor but lose
graciously. We'll probably all have the opportunity to do both

244
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long shots and layups

chapter twelve takeaways

People like to be empowered. Research shows thar empowered
people are more productive, loyal, and effective. Don't be afraid
of losing control. Your people will respect and admire you all
the more knowing that you trust them.

Larry Miller always said, “Take care of the customer.” If you
are in business, you already know how critical thart is. Don't
listen to anyone who says client relationships don't matter
You know better.

The word “veteran” is not a synonym for becoming worn out or
useless. It connotes experience, and when put to good use, one
can still drop that long-range, slightly less-elevated jump shot
on a hapless rookie.

If you feel like you're losing your edge, think twice. It might be
that you just need to work a little smarter, not harder. Success
is attainable, whether you are a wily veteran or a youngster just
learning the ropes.

Someone once evaluated my signature and told me that (way
back then) it indicated that I had a healthy degree of self-accep-
tance because it was very legible. I don’t know what happened
to it, but the important thing for me is that I can still read it!

I like to avoid confrontation, but occasionally, it becomes nec-
essary. Ending a skirmish amicably is a good idea. Very doable
Unless you feel the need to break someone else’s glasses.

You'll make mistakes. Few, if any, will be severe enough to pre-
vent you from recovering as long as your ego doesn't get in the
way. It might be a good idea to take a deep breath, count to
ten, sleep on it, and put yourself in their shoes—or someone
else’s shoes, like your dad’s, perhaps. Then, make a plan, slecp
on it some more, and then test or revise your apprmch. Trust
me on this.
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long shots and layups

chapter thirteen takeaways

When things get tough, look for allies, especially if you're the
only one drinking a Coke at a bar where your client’s beer is
sold.

To borrow a phrase from John Wooten, one of the world’s
greatest basketball coaches: “Make every day a masterpiece.”
Study. Grow. Be ready. Someone might be training you to be
their replacement—or vice versa.

When you are called to lead, step in quickly, establish a plan,
lay down the rules, and give everyone the power to get things
done. Set your sights, and theirs, as high as you dare.

Drink in every moment of your career. Love what you do. If
you don't, pretend to love what you do until you can afford to
do something else.

Realize your greatest teachers will be your parents. They did so
many things so well, but you probably won't realize how much
they've done for you until they're gone.

They say there’s no such thing as a perfect deal. We all have im-
perfections. Therefore, deals have imperfections, too, but that’s
why we negotiate. Of course, there are exceptions to every rule.
Just ask John Stockton or my youngest son, who knew early on

how to make a deal—a perfect deal.
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Love your familv. Unlike a basketball team, which can also be
like family, you can’t trade up in the draft for a younger brother
or sister hoping to love them more.

As a parent, you set the tone, along with your chosen compan-
ion, for just what your family will look like, act like, and stand
for collectively. Your family has a personality just like you do in-
dividually. Ask yourself, how is your family perceived by others?
[ think it is a good idea to have a family mission statement.
Ours is: “We will strive to find enriching opportunities for
each member of our family so that they can grow, develop, and
shape their own families.”
This is Part 11 of our mission statement: “We will establish the

kind of warm, family home environment where everyone can

feel welcome and .lL'L'L‘PICd.“

[ asked my father as I pondered the Worriso
planet, “What can I do to make a difference in t
Take care of your family. That’s

me state of the
he world?”
He simply replied, * the most
important thing you can do.”

Family can run deep. It can inclu
good friends. Good friends are hard t

de extended family and even

o find. When you do find

them, treat them like family. . .
me feel like I was family: He did that with

't mean that he could

espcciaﬂ

Larry Miller made

; i
e ¢ get mad. It did
everyone, but it dld oy

y if you did your

mean that you were always welcome,

job well.
There’s no place like home.
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From a self-proclaimed sports marketing junkie, here’s the inside
story of how a top US sports franchise functions, how one man
brought it to Utah against the advice of the NBA, how another man
and his family gave it new life, passionately embracing the team,
making countless financial and personal sacrifices throughout its
history, how its general managers, coaches, and players rallied behind
the exuberance of a state full of sports fans, and how a last-place
sports property became a model of success, surprising most sports
business experts and the entire front office of the NBA along the way.

For over 28 years, Michael Snarr worked in the front office of
the Utah Jazz and watched as all of these fascinating stories, plots,
and subplots unfolded. Balancing the history of the team from the
time it re-rooted itself in Utah, Snarr also tells us about the business
of sports marketing, how it all came together, grew, and how some
extremely remarkable and committed individuals on the team and
business side achieved what few people thought possible, especially
in one of the smallest cities in the NBA.

The Utah Jazz met Michael Jordan and the Chicago Bulls in the
NBA Championship Finals twice. That accomplishment grabbed the
attention of America, and indeed, much of the world. It was a series
where individual play was overshadowed by team effort. Almost
everyone watched. In fact, the 1998 NBA Finals is still the most
watched series in the history of the NBA.

This is a story of success, of overcoming failure year after year,
and of beating the odds to achieve more than expected. The final
score is just a footnote to a much greater and inspiring story. The
story of the Utah Jazz during the golden era of Stockton to Malone.

MIKE SNARR graduated from the University
of Utah in business management and worked for
the Utah Jazz from 1986 to 2015 in sponsorship
sales, when he retired. He lives in Salt Lake City
with his wife of 38 years, Tamie Merrick Snarr.
They have four children, and recently, a first
grandchild. Mike enjoys trying to stay in shape,
playing golf, and spending as much time with
his family as they will allow.
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