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Are you being serious?  The on-court 
rants of former US tennis great John 

McEnroe were confronting, 

explosive, evocative and arresting. 

 
Everyone, himself included, was 

put on notice that he was not 

happy with the performance. That 

tended to be extended to all 

performances – the sprays were 

often targeted at umpires, lines-

people, and ball-boys/girls. 

  

In all spheres of life, business 

included, to the committed, 

driven, striving and high-achieving 

certain standards are immutable. 

Variances are intolerable. 

Performance gaps reveal 

vulnerabilities. 

  

Clearly, John McEnroe embraced 

and adhered to the philosophy of 

NFL (US National Football 

League) coaching icon Vince 

Lombardi’s philosophy: 

  

        Winning isn’t everything  

        Winning is the only thing  

  

Whether it is in the sporting 

arena, politics, society or life, 

understanding, embracing, 

implementing and maintaining 

ideals, beliefs, success, values, 

trust, integrity and a positive 

sense of self-worth are 

imperative. 

  

Half-measures can be financially 

rewarding in the short-term, but 

are not fulfilling. Just look at Nick 

Kyrgios and Bernard Tomic. 

The temptations and practice of 

utilising low-cost, entry-level, 

bland external resources in the 

conduct of business development, 

client retention and customer 

service initiatives are typically 

false-economies. Little harm is 

done, but Key Performance 

Indicators should not be about 

how many “things” are done. 

Outcomes, results, benefits, 

advantages and rewards are the 

fundamental and essential metrics. 

  

Many finance, banking and 

insurance senior executives who 

provided evidence at the Haynes 

Finance Industry Royal 

Commission have shown scant 

regard to being serious about 

standards, values, philosophy, 

beliefs, trust and integrity. 

  

Most have referred to advertising 

campaigns and corporate cultures 

which espouse: 

• Customer First 

• We won’t be beaten on price 

• Final sale 

• 50% off             

 

When life insurance premiums 

were being levied on the estates 

of deceased policy holders, why 

didn’t these executives and team 

members step forth and question: 

  

         Are you being serious? 

  

And just how many bank and 

finance employees reviewing the 

suspect incomes of single-parent, 

low-qualified parents took pause, 

and pondered: 

  

        Are you being serious?  

  

Going with the flow, complying, 

conforming, covering one’s butt 

and protecting a career and 

income-flow are morally, ethically 

and intellectually bankrupt. 

  

At his peak, and for most of his 

professional career, John McEnroe 

was not considered virtuous. 

However, he was at all times true 

to his values, beliefs and aims. 

Today, he is a respected sports 

commentator. 

 

There are no “silver bullets”, no 

shortcuts to sustained optimal 

performance. Foremost among 

the key ingredients are being 

committed, focused, being true to 

oneself and, yes, being serious. 
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Important Notice 
© Copyright 2019, Bizezia Limited, All 

Rights Reserved 
 

This article appeared in Better Business 

Focus, published by Bizezia Limited (“the 

publisher”). It is protected by copyright law 

and reproduction in whole or in part 

without the publisher’s written permission 

is strictly prohibited. The publisher may be 

contacted at info@bizezia.com (+44 

(0)1444 884220). (Some images in this 

article are taken from Creative Commons – 

such images may be subject to copyright. 

Creative Commons is a non-profit 

organisation that enables the sharing and 

use of creativity and knowledge through 

free legal tools). 

 

The article is published without 

responsibility by the publisher or any 

contributing author for any loss howsoever 

occurring as a consequence of any action 

which you take, or action which you 

choose not to take, as a result of this 

article or any view expressed herein.  

 

Whilst it is believed that the information 

contained in this publication is correct at 

the time of publication, it is not a substitute 

for obtaining specific professional advice 

and no representation or warranty, 

expressed or implied, is made as to its 

accuracy or completeness. Any hyperlinks 

in the article were correct at the time this 

article was published but may have changed 

since then. Likewise, later technology may 

supersede any which are specified in the 

article. 

  

The information is relevant primarily within 

the United Kingdom but may have 

application in other locations. 

 

These disclaimers and exclusions are 

governed by and construed in accordance 

with English Law. 
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