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This is serious. Clients and 

consumers are finding it difficult to 

find, and enjoy, entities that are fun 
to do business with, and to visit. 

 
It’s depressing, which is reflected 

in sales, customer loyalty and 

cash-flows. 

  

Fun, enthusiasm, excitement and 

pride are emotive, subjective – 

and typically, overt. They are also 

infectious. 

  

Business owners and leaders need 

to recognise being up-beat is far 

better than being beat-up. 

  

Coming down on self and others 

during testing times is common, 

perhaps even understandable. 

However, it’s a reflective mood, 

typically echoing the external 

marketplace. Recessed economic 

conditions can and do contribute 

to depressed internal attitudes. 

Neither is productive, or 

progressive. 

  

A positive, up-beat and fun 

mindset counts for a lot. 

  

In isolation, individual humans, 

teams and companies can not 

greatly influence or determine 

global and macro-environments. 

They can, however, become, or 

be, a beacon of hope and relief. 

  

Now might be a good time to sit 

back, contemplate and embrace 

the long-standing business adage: 

Take the marketplace seriously 

but don’t take yourself too 

seriously. 

 

 

 

A good start will be to assemble 

the team members … - and have 

some fun. 
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