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Critical Q ueStiOnS By Robert Gignac

Having spent the last 10 months on an assignment in Switzerland, | have had the
opportunity to experience business in a different culture and witness business prac-
tices that range from extraordinary to downright dumb.

In this issue, I would like to focus on a short interlude I recently had with a Custom’s Agent upon my returning to Canada on
business. I greeted him as I presented my passport and custom’s forms, and he very efficiently asked me three questions: Where have
you been? Why are you here? Where are you going? There was nothing particularly special about the questions, as a Canadian living
out of the country I had expected to be asked about my trip. I answered the questions and was quickly on my way with a pleasant

“Enjoy your stay in Canada”. As I stood watching the circling bags at the carousel, the three questions kept replaying in my head. At
times like these, I usually say to myself, “Self, what are you supposed to learn from this?”

The purpose of my visit was to meet with three financial services companies to promote my Canadian best seller “Rich is a State
of Mind”, and myself as a speaker for their upcoming events. Being an author and speaker is one thing — being able to sell yourself and
your services is something entirely different. I decided that a new approach would be to use those three ‘simple’ questions in order to
help focus my thoughts at the upcoming meetings. Let’s look at the three questions and how they can help you do the same.

Where have you been?

Why are you here?

Where are you headed?




