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Marshall Goldsmith and Mark Reiter

What Got You Here Won't Get You There: 
How Successful People Become Even More Successful
[Goldsmith, Marshall, What got you here, won't get you there, Hyperion, New York, 2007, ISBN: 978-1-4013-0130-9]

Article written by Marita Botha

Once published, this book shot to the bestseller list of the New York Times and became number one business book in both America in The Wall Street Journal and USA Today and in Germany (FT). Not only that, it ranked as the number five best selling business book on amazon.com for 2007 as well as number twenty two bestseller for all books published on that website in 2007. Presently it is being translated into 15 different languages. 

So what is all the fuss about? 

It is about change, for the better. Readers of this book wax lyrical about the truth described in it and the accuracy of the little vignettes which the author uses to demonstrate ideas. Marshall Goldsmith, with the help of Mark Reiter, not only describes the things that keep us stuck, and explains why we get stuck and then stay stuck, but goes on to help the reader understand how to change. 

He writes about emotions and actions and how emotions impact on actions. What we feel and do, and our subordinates feel and experience as result, often look very different from each end. 

This book is an excellent gift to ourselves, and should our managers, for example, pick it up, it may only benefit them and us. What it teaches is as applicable to our social and private relationships as it is in our work environment. To listen without judging, for example, will be as much appreciated by our colleagues as by our children, partners and friends. 

It is about feedback, or rather 'feedforward" and getting in touch with reality. Feedforward is the tool we can use to effectively get in touch with reality, and reality is the map we can use to achieve our goals. It is about people who have already achieved success, and yet cannot get any further. They know that there is more to get, and yet they fail to achieve what their ambition spurs them on to achieve. People who find themselves wanting to inspire commitment and ownership, and never getting it from their employees, colleagues or partners, can stop wondering why and find answers in this book. 

By providing a list of seemingly insignificant little actions, the author shows us what we need to eliminate from our behaviour and belief systems. These actions are what make us seem overbearing and obnoxious, or controlling, or lazy; the list goes on. An action such as the need to win at all costs is related to the desire to add our two cents' worth to every discussion, another action that almost certainly makes our co-workers become less than co-operative. 

Others examples are the need to rate others and impose our standards on them and using sarcasm and cutting remarks that we think will make us sound eloquent and witty. Of course they make us sound sharp - murderously so, and they breed a culture and environment of distrust and wariness.

Goldsmith writes in the same style as he does in his articles. It is like having a conversation that instructs the reader without conscious effort or intent; the ideas, however, bring much food for thought. Humour permeates the book. For example, when describing a CEO he writes, "Like many creative people, he is also hyperactive, with the metabolism and attention span of a hummingbird" (page 4).

In my opinion this is a book that all would do well to read. It brings to mind the humble humour of a wise person, venerated for enjoying the little ironies of life and yet being able to see clearly, gently and wisely, what lessons to teach those who need it. Indeed, it teaches many lessons that packs a punch, devoid of both sugarcoating and overbearing omniscience. 

