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POWERFUL PROFESSIONALS 

 

PROFESSIONALS: 
BREAKING THROUGH GOOD TO GREAT 

       Murray Hiebert 
 
Jim Collins’ recent research on the kind of executive that leads companies from being “good” organizations to 
“great” enterprises finds a parallel in “good” competent professionals who can evolve in their careers to 
“great” professionals, helping lead their organizations to superior performance, says Murray Hiebert, noted 
author on professional and leadership development. 
 

 

“Good is the enemy of great.” 
- Jim Collins 

 

Good to Great: Why Some Companies Make the Leap and Others Don’t , has rocketed to the top of the business 
bestseller list. Author Jim Collins of Built to Last fame, once again uses rigorous research to explain why some 
companies like Kimberly-Clark of Kleenex fame and Gillette of razor fame have had great, enduring business and 
financial returns while close comparison companies have not achieved, or maintained, the same degree of success. 
Although Good to Great is written for senior managers and executives, Collins is clear that he sees his research 
having much wider impact:  
 

“I see my work as being about discovering what creates enduring great organizations of any type. I’m 
curious to understand the fundamental differences between great and good, between excellent and mediocre. 
I just happen to use corporations as a means of getting inside the black box. I do this because publicly 
traded corporations, unlike other types of organizations, have two huge advantages for research: a widely 
agreed upon definition of results (so we can rigorously select a study set) and a plethora of easily accessible 
data. That good is the enemy of great is not just a business problem. It is a human problem. If we have 
cracked the code on the question of good to great, we should have something of value to any type of 
organization.”      (Good to Great, pp. 15-16) 

 
Our goal in this article is to apply the good-to-great principles to one very “human problem”—the role of 
professionals in helping organizations achieve superior performance. Although we have not measured sustained 
financial returns for professionals, our 50,000 client service surveys in 100s of organizations worldwide as well as 
our dozens of years leading over 10,000 professionals in workshops, leads us to some para llel conclusions for 
achieving good-to-great performance for professionals delivering an expertise. Professionals in engineering, IT, 
human resources, public affairs, medicine, or other fields can greatly enrich their experience, and expand their 
careers, by taking the time to enhance their good, solid professional skill base with competencies that will allow 
them to achieve truly great professional performance. 
 
What Separates the Good Professionals from the Great? 
 

Jim Collins feels his research has isolated what differentiates good corporations from great ones—those which 
sustained exceptional performance over at least 15 years. He sees great corporations building up from a few basics 
to breakthrough performance. We see professionals building from basics to breakthrough. He sees a great company 
building on some basics. We see great professions building on some basics. He looked for companies that had a 
sustained breakthrough to greatness. We have data from professionals that parallels his research and conclusions. 
Finally he sees the stages for good-to-great reinforcing themselves by a “flywheel” action. So do we. Below is a 
good-to-great model adapted for professionals. The number of stages and their descriptions are arbitrary—the 
overall progress towards greatness is not. 
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A. PERSONAL ORIENTATION 
 

The first two stages of this model are the foundation for professional greatness—being good at what you do. Just as 
many corporations are good, most professionals are competent—good—at what they do. It is not the place of this 
article to describe these early, “good” stages in detail. Being good is a necessary, but not sufficient, condition for 
greatness. Like Collins, we will spend most of this article on the later, more impactful stages. 
 
1.  THE CAPABLE PROFESSIONAL—The key client question: “Do they know their stuff?” 
Professional greatness all begins—and sadly often ends—with a competent and capable professional. Results from 
our client service survey from over 50,000 clients, indicate that three of the top four most discriminating items for 
effective professionals relate to technical skills. The first thing a client looks for in a professional is “Is this person 
professionally competent?” or, more colloquially, “Do they know their stuff?” If you are not technically competent 
and knowledgeable, you cannot move to the next stage. 
 
2. SERVICE BUT NOT SERVITUDE—The key client question: “Can they partner with my business?”  
Unfortunately, much research shows that many professionals never get beyond the competent professional stage. 
The very success of getting to this capable professional stage, and being recognized as having achieved it, becomes 
a millstone preventing the professional from progressing in his or her career. Becoming good professionally often 
becomes an obstacle to achieving greatness. Collins calls the hurdle here “The curse of competence.”  
 
Competent professionals are often either constrained into, or willingly adopt, a subservient role with respect to their 
clients. In the subservient role, professionals are expected to simply comply with client wishes or they want the 
client to tell them what to do. Professionals often take this role—and then get angry with the complaint “They don’t 
know how to make good use of my skills around here.” The first challenge for the professional in the pursuit of 
greatness is to make the transition from being subservient to being a partner in the client’s business—neither one-up 
nor one-down to the people he or she assists. Ironically, we have seen professionals react to subservience by taking 
on the expert role—“I’ll tell them what to do around here.” Both the subservient and expert roles are dysfunctional 
in the long-term. 
 

What it takes to be good as a professional  Potential barriers to becoming a partner 
Thinks mainly in terms of amassing professional 
expertise, builds individual skills 

Expects others to make the connection to business/ 
organizational needs 
Competes for success at the expertise/technical level  

Defines problems in terms of one’s expertise 
Defines technical problems not business problems 

Does not get at the underlying needs 
Does not see, or misses, the organizational issues 
Change sputters because technical solutions conflict with 
organizational systems 

Likes structured work; avoids ambiguity Is not strategic, does not see the big picture 

Break with 
the past 
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(More examples are on page 8 of Powerful Professionals.) 
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B. DISCIPLINED THOUGHT & SKILLS 
 

To break through the “glass ceiling” of being recognized as a good, capable and competent professional, new skills 
are needed—skills not taught in professional, business and engineering schools. Note that we are not saying every 
professional needs to move beyond the Capable Professional stage—organizations need good professional advice—
but if a professional wants to have more impact and influence, he or she must move to the next level. 
 
3. CONSULTING SKILLS—The key client question: “How do they deliver their expertise to real people?”  
The springboard to greatness is for professionals to think differently about themselves. The first step is for 
professionals to start looking at the people to whom they deliver expertise as clients —internally or externally. We 
prefer to use the word client rather than customer because with professional issues “the customer is not always 
right” (and neither is the professional!).  
 
The second step is for professionals to start thinking of themselves as consultants, because the truth is that most 
clients don’t know how to make the most effective use of professional expertise . Powerful professionals take the 
lead in managing the consulting process to the mutual benefit of the client, the organization and themselves.  
 
The skills of professional consulting, internally or externally, range from having a “mental model” of the consulting 
process to the very subtle skill of asking great questions. From models to questions, it is important for effective 
professionals to be able to manage the consulting process in face-to-face, real time interactions with clients. In those 
first crucial moments of the consulting conversation (and the most effective consulting still takes place in 
conversations), the professional often has the power to determine the kind of relationship with the client—their 
professional role—while assisting the client to solve organizational problems or to exploit business opportunities. 
 
Over the past twenty years we have developed and refined a 5 step consulting process for delivering professional 
expertise. We do not claim this process to be the ultimate in consulting models, however it has proven to be 
effective and adaptable for thousands of people working in a wide variety of professions in a multitude of 
organizations and countries around the world. The process consists of 5 easy-to-remember steps: 
 

Step 1. Exploring the need 
Step 2. Clarifying expectations & commitments 
Step 3. Gathering information 
Step 4. Recommending change (and sustaining change, if involved in implementation)  
Step 5. Taking stock or closing 

 
Each of these steps is detailed in the book Powerful Professionals and taught in the accompanying workshop. For 
this brief article, let us just look at just one subtle aspect of the first step, Exploring the Need.  
 

Break with 
the past 
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Most professionals yearn for more influential and meaningful roles with their clients. Yet when given the 
opportunity to have a role with real impact, professionals often squander the opportunity by asking what we call 
“Tell-me-what-to-do-boss-type” questions such as “How can I help you?” or “What can I do for you?” These kinds 
of questions, often ironically fueled by today’s “customer service” mentality, lead to reduced, “pair of hands” roles 
for professionals. Most importantly these kinds of questions can be dangerous, leading professionals and clients 
down a path that provides temporary solutions or “quick fixes” in a situation already characterized by fire fighting. 
 
Powerful professionals need to ask powerful questions. And powerful questions are NOT those which are often an 
automatic reflex to the client-defined problem such as: “When do you need this done?” or “What role would you 
want me to play?” or “How often has this occurred in the past?” These narrow questions lead to narrow roles—
without influence or impact! Worse, they can evolve into totally off-target solutions that actually exacerbate 
problems rather than solve them, damaging the credibility and career, not of the client, but of the professional. 
 
In Exploring the Need, Step 1 of the consulting cycle, powerful professionals understand the critical importance of 
the first few questions as they engage their clients in the initial consulting conversation. In this conversation 
effective professionals use “big picture” questions that lead to “big picture” roles. These “big picture” professionals 
realize clients are often presenting a solution to a managerial or organizational problem, NOT the problem itself. 
Like an iceberg where only 10% appears above the surface, the bulk and root causes of a client’s problem lie below 
the waterline. Like an iceberg, it’s what the client does not see, and what the professional does not hea r, that 
constitutes the continuing danger for the organization. Powerful questions that probe what’s below the surface of 
the problem and at the underlying causes are what create the opportunity for powerful professional roles which 
address real business needs. 
 
Jack Welch, the much admired former CEO of GE, started working at the top Fortune 500 company as a neophyte 
professional—an engineer. In his autobiography, JACK: Straight from the Gut, he discusses how the skill of asking 
powerful questions helped set him on the path to great success: 
 

“Bosses usually have answers in mind when they hand out questions. They’re just looking for confirmation. 
To set myself apart from the crowd, I thought I had to think bigger than the questions posed. I wanted to 
provide not only the answer, but an unexpected fresh perspective.” (p. 26) 

 
In our experience, many professionals do not appreciate that their own behavior—in this case the questions they 
ask—is the biggest determinant of the real impact of their work. Often they prefer blaming their clients for 
difficulties rather than examining the processes they engage in. The Powerful Professional’s consulting cycle is 
offered here as one proven model that can assist professionals in leveraging their expertise to boost organizational 
and business performance. This flexible model can serve as a basis for becoming—over time and with experience—
a Master Consultant, i.e. a professional who now ensures organizational success by assisting, in the growth of other 
professionals. 
 
4. MASTER CONSULTANT—“Setting up others for success.” 
Up to this point, most professionals’ energy has been focused on themselves, on their personal capabilities. 
However “what got you here ain’t what it takes to get you farther.” This stage of good to great i s perhaps the 
biggest hurdle for a professional on the road to greatness. Now professionals have to fully share their expertise and 
experience by giving away their hard-earned “good stuff” to other professionals and clients! 
 
Gene Dalton and Paul Thompson’s landmark book, Novations, describes the need for high performing professionals 
to stop focusing on their own personal results and instead start focusing on the results of others. For many 
professionals this can be a traumatic experience. Most professionals, by nature, expect to become more specialized 
and efficient within their professional expertise as they develop in their careers. Another general assumption is that 
professional career growth takes a linear path. The research however, shows that highly productive (and ultimately 
personally satisfied) professionals progress through four nonlinear, discrete levels of growth. Each level is a 
quantum leap, requiring a new outlook and different skill sets—as well as giving up “what got you here”. 
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Most professionals peak in productivity around mid career (note the word ‘most,’ not ‘all’), say Dalton and 
Thompson. They also present research data showing that some professionals continue to increase leverage and 
productivity over their whole careers. What is their secret? The research is clear: as their experience increases, 
those professionals who continue to be productive fundamentally change the way they look at their roles . 
 
Below are some characteristics identified in professionals who continue on the breakthrough path to great 
performance as Master Consultants—“Helping others be successful”: 

� Sees own success as the success of others; gives expertise away. 
� Develops and influences others: as project leader, consultant, or coach, to more junior professionals. 
� Demonstrates a wide breadth of professional, business and organizational understanding and insight. 
� Represents the professional work group to clients, other work groups, industry associations, middle 

management. 
� Builds a strong network of organizational and industry relationships. 
� Builds relationships with a range of clients; levers these relationships to market and sell professional 

services. 
� Takes on more complex projects; is not afraid of complexity or ambiguity.  

(More examples and issues are presented in Chapter 12 Powerful Professionals.) 
 
Reflective of the path to greatness as an experienced professional is this insight: A client who is floundering with 
the complexity of an issue can be a much better client than one who has it “all figured out.” In the early stages of 
career growth, it may appear that a client who gives you a straight problem in your area of expertise is the easier 
client to work with. As it turns out, the opposite is often the case. The client who is confused and floundering is 
frequently more open to your assistance and partnering. The client who has the problem “nailed” may have 
misdiagnosed the issue, often rebuffs any diagnosis or alternative solutions and may be leading you down the 
garden path of misplaced, misdirected answers. 
 
Noel M. Tichy with Eli Cohen succinctly summarize this stage in The Leadership Engine: How Winning 
Companies Build Great Leaders at Every Level: “The ultimate test for a leader is not whether he or she makes 
smart decisions and takes decisive action, but whether he or she teaches others to be leaders and builds an 
organization that can sustain its success even when he or she is not around”  
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C. DISCIPLINED ACTION 
 

With appropriate skills and concepts firmly in mind, professionals are ready to focus disciplined action in support 
of results-oriented, organizational goals. Discipline is the key word here because, as Jim Collins puts it: 
 

“To go from good to great requires transcending the curse of competence. Just because something is your 
core business—just because you’ve been doing it for years or perhaps even decades—does not necessarily 

Break with 
the past 
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mean you can be the best in the world at it. And if you cannot be the best in the world at your core 
business, then your core business absolutely cannot form the basis of a great [professional practice].”  
        (Good to Great, pp. 13) 

 
In this phase of professional growth, professionals are honing their expertise and experience to world-class levels in 
the service of recognized, value-added work that is aligned with the organization strategy. 
 
5. STRATEGIC ORIENTATION—“Being the best in the world at what you do.”  
Browsing the business sections of large bookstores, one can find dozens of book on strategy, written for executives 
and senior managers. There will be very little, if anything at all, on being strategic for professionals; neither is there 
much for professional groups.  
 
Here is a framework that will help professionals continue on their path to becoming great (with more details and 
examples in Chapter 13 Powerful Professionals). Remember, the skills and concepts that assisted professionals to 
reach this level, are not the skills and concepts that will make possible achievement of this level. 
 
To continue the breakthrough to becoming great, professionals must take a hard-nosed, disciplined look at their 
current activities, and categorize them as to their value-add to their clients and organization. Collins calls this the 
“Hedgehog Concept”—like the hedgehog of the fable, being great at a few things is better than being mediocre at 
many. Translating Collins’ three intersecting circles for great companies into circles for the great professional 
yields the graphic below: 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
The intersection of these three circles is the professional “sweet spot” for becoming and being great. Let’s take a 
further look at what Collins’ research on great companies might mean for the professional. We are again selecting 
and translating Collins’ corporate perspective, then adding our database and experience, to produce a set of parallel 
findings for great professionals. 
 

� “The key is to understand what [you] can be the best in the world at, and equally important what [you] 
cannot be the best at … The Hedgehog Concept is not a goal, strategy, or intention; it is an 
understanding. 

� “… The ‘best in the world’ understanding is a much more severe standard than a core competence. 
You might have a competence but not necessarily have the capacity to be truly the best in the world at 

What you are deeply 
passionate about 

What you can be the 
best in the world at 

What activities most 
value-add to your 

organization 
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that competence. Conversely, there may be activities at which you could become the best in the world, 
but at which you have no current competence. 

� “The good-to-great [professionals] are more like hedgehogs—simple, dowdy creatures that know ‘one 
big thing’ and stick to it. … [less successful professionals] are more like foxes—crafty, cunning 
creatures that know many things yet lack consistency. 

� “… You absolutely do not need to be in a great industry to produce sustained great results. ”  
(adapted from Good to Great pp 118-119) 

 
As with good-to-great companies, the transition to disciplined action can take time—“… four years on average for 
the good-to-great companies to get a Hedgehog Concept.” There is no way that this strategic change can be thought 
out in a two-hour meeting and no way its implementation can take a few weeks. And remember, as Collins says: 
“Greatness is not a function of circumstance. Greatness, it turns out, is largely a matter of conscious choice.”  
 
A practical way to act on the Hedgehog Concept is to actually list your activities in our good-to-great Professional 
Framework below. (Professionals may look at this framework from either an individual perspective or, more 
powerfully, from their professional team perspective.)  
 

THE “GOOD-TO-GREAT” CAREER FRAMEWORK 
FOR PROFESSIONALS 

Definitions: 
Value-Add:  Is key to the current success of your clients and organization.  
 

Necessity:  Must be done but is not core to your clients’ success; often seen as “base business.” 
 

Unique to you: Must be staffed or is best done by employees in the organization because  
(or to your of security, legislation, policy, or is proprietary to the organization or  
professional Must be done by you or your professional group because of your unique expertise.  
group) 
 
Can be Done Services that are, or could be, supplied by others in your organization, or by external 
by Others: professionals, that is, generic services. 

 
THE PROFESSIONAL “GOOD-TO-GREAT” MODEL 

 

     Professional Contribution to Organizational Strategy 

   

High-Value Add 
 

 

Business Necessity 

 
 
 
Professional 
Expertise 

 

Unique to 
the Professional 
or Professional 

Team 
 

1 
Great 

“Be best in class &  
market” 

 

2 
Good 

“Maintain; keep it running 
effectively, use minimum 

resources” 
 

& Technology  

Can Be Done 
by Others/ 

Generic 
 

3 
Coach Others or 

Broker Out 
“Find, work with or coach 

the best in class” 
 

4 
Delegate or 

Contract Out 
“Find others who will 

provide worry-free service” 
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Great teams, great professionals and great professional groups are ruthlessly strategic—concentrating on work that 
is high value-add and is uniquely done by them. When we ask the 1,000s of professionals in our workshops what is 
the biggest barrier to doing work in the “ Great” quadrant above, they mention Business Necessity (sometimes 
called transactional work) activities—paperwork, routine reports, maintaining systems, etc.—take up 100% of their 
time.  
 
Note that Business Necessity or Good work is not unnecessary work; rather it is work which must be done. This 
work is like the Olympic Qualifying Standard—unless professionals can do the Necessity work well, they will be 
given no opportunity to do Great work. Ironically when professionals go out to their clients, and ask the apparently 
reasonable question “What would you like for us to do?” their clients will rhyme off Business Necessity work, 
because without this work the wheels of the business would come to a screeching halt. How long could any 
organization carry on, for example, without the Business Necessity of highly accurate pay remittances? Yet highly 
accurate pay remittances are hardly recognized as strategic or value-add to organizations. 
 
The only place to get the time to do great, value-adding work is to take time from Business Necessity or to make 
time by using quadrants 3 and 4. As in Stephen Covey’s four quadrant Time Management Matrix, Business 
Necessity activities are those urgent and important activities which crowd out the non-urgent and also important 
activities that make for great professional work. Minimizing Business Necessity work is not an easy issue—it is a 
key issue of living as much as work. Covey’s recommendations, tough as they are, are the hard-truth best we know: 

“To say “yes” to important … priorities, you have to learn to say “no” to other activities, sometimes 
apparently urgent things. … you have to decide what your highest priori ties are and have the courage—
pleasantly, smilingly, non-apologetically—to say “no” to other things. And the way you do that is by 
having a bigger “yes” burning inside. The enemy of the “best” is often the “good.” … Keep in mind that 
you are always saying “no” to something. If it isn’t to the apparent, urgent things in your life, it is probably 
to the more fundamental, highly important things. Even when the urgent is good, the good can keep you 
from your best, keep you from your unique contribution, if you let it. 
 
“As I work with different groups, I tell them that the essence of effective time and life management is to 
organize and execute around balanced priorities. Then I ask this question: if you were to fault yourself in 
one of three areas, which would it be: (1) the inability to prioritize; (2) the inability or desire to organize 
around those priorities; or (3) the lack of discipline to execute around them, to stay with your priorities and 
organization? 
 
“Most people say their main fault is a lack of discipline. On deeper thought, I believe that is not the case. 
The basic problem is that their priorities have not become deeply planted in their hearts and minds.”  

(The 7 Habits of Highly Effective People, pp. 156-157) 
 
Once professionals have determined the value-add, best-done-by-me work, they are not done. Professionals must 
market—and sell—this value-added work. It is rare that a client will say to a professional “I really appreciate the 
business necessity work that you do for me, but there are a few things I’d like you to do for me which are more 
professionally value-add.” At this level, a professional is expected to know enough about the client’s and the 
organization’s business, as well as his/her professional expertise area, to be able to say: “Yes, there are a number of 
things that must be done to keep the business running smoothly. Here are a few things I have thought about that I 
could work on with you to take organization’s performance to a new level.” 
 
Before we move on to the highest stage of being professionally great, a few more comments about Quadrant 3; 
“Coach Others or Broker Out” and Quadrant 4; “Delegate or Contract Out.” The subtle nuance of language may 
mask a crucial distinction for professionals. Where an activity is Business Necessity but there are others who can 
do it, professionals and professional groups must find someone or some group who can provide that service on a 
worry-free basis. For example, most IT departments have found external training groups to provide basic operating 
system, networking and office program training. When a manager phones asking saying “I’ve hired a couple of 
people who need training on our network capabilities.” IT typically will say: “Talk to XYZ training company. They 
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provide these basic training courses for us.” And IT expects that the client will not call again because XYZ 
provides worry-free service. Of course, the referral does not have to be to an external business; it can be internal. 
 
Now contrast this with the Coach Others or Broker Out Quadrant 4 activities which are value-added but still best 
done by others. When these kinds of projects come up, the professional will NOT simply refer the client to another 
source, but will make an offer like “For this important project, can you and I meet with the person I have in mind 
who can best do this job, so we can make sure the project gets off to a great start.”  
 
Because the work is value-add but can, and in many cases should, be done by others, the professional in this case 
needs to stay involved for a number of reasons: 

• to ensure the value-add work is done well. 
• to be part of the recognition that invariably comes with well-done, value-add work. 
• and often, because you do not possess the value-add skill. Staying involved means learning from the person 

who has this important expertise. 
 
One of the most distressing things we hear from professionals is: “We are so busy doing business necessity work 
that when a value-add project comes up, we bring in externals.” Great professionals do not allow this to happen to 
them. More information on this framework for professional greatness is contained in Chapters 13 and 14 of 
Powerful Professionals. 
 
6. LEVEL 5 LEADERSHIP— “Leading with Professional Will and Personal Humility” 
The most surprising, counter-intuitive, research-based conclusion of Jim Collins study was the description of CEOs 
who transformed good companies to great ones on a sustained basis. Collins admits that he resisted the conclusion 
for a long time that a certain type of individual leader was responsible for good-to-great companies, especially since 
most of these leaders lacked charisma and great press. However Collins and his research teams did eventually come 
to the conclusion that a certain type of leader was crucial, and one of the most distinguishing characteristics of these 
transformational leaders was humility. Befittingly, Collins decided to give this type of leadership with the non-
flashy title of “Level 5 Leadership.” We feel that what Collins says about leaders who led organizations from good 
performance to great performance is just as relevant to professionals who have reached this level.  
 
Collins loves to point out the unlikely and ironic nature of the two aspects of Level 5 leader. He calls the first aspect 
“Professional Will”—a great name for professionals, of course. And the second aspect is “Personal Humility”—
also a hallmark of many unassuming, hard working professionals we have met. With some changes to make the lists 
more attuned to professionals than CEOs, here are Collins’ two aspects adapted for professionals: 
 

Professional Will 
 
• “Creates superb results, a clear catalyst in the 

transition from good to great. 
• Demonstrates an unwavering resolve to do 

whatever must be done to produce the best long-
term results, no matter how difficult. 

• Sets the standard of building an enduring great 
[organization inside and outside his/her area of 
expertise]; will settle for nothing less. 

• Looks in the mirror, not out the window, to 
apportion responsibility for poor results, never 
blaming other people, external factors, or bad 
luck.” 

 

Personal Humility 
 
• “Demonstrates a compelling modesty, shunning 

public adulation; never boastful. 
• Acts with quiet, calm determination; relies 

principally on inspired standards, not inspiring 
charisma, to motivate. 

• Channels ambition into the [organization], not the 
self; sets up successors for even greater success in 
the next generation.  

• Looks out the window, not in the mirror, to 
apportion credit for the success of the company—to 
other people, external factors, and good luck.” 

 

(Good to Great, p 36) 
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As Dalton and Thompson point out with their reasonably equivalent career Stage IV, we don’t think professionals 
need to be a manager to be a Level 5 leader in their area of expertise. We think the goal of effective professionals in 
any organization or with any client group is Level 5 Leadership in your area of expertise. It can be done without 
climbing the corporate ladder. It is the professional’s choice to go for it! 
 
This article was inspired by Jim Collins and his Good to Great. It seems fitting that we end with his encouragement 
for professionals to make this critical transition: 
 

“… in short, Level 5 is a very satisfying idea, a powerful idea, and, to produce the best transitions from 
good to great, perhaps an essential idea. 
 

“My best advice, based on the research, is to begin practicing the other good -to-great disciplines we 
discovered. … There is no guarantee that doing so will turn you into a full-fledged Level 5, but it gives you 
a tangible place to begin. 
 

“We cannot say for sure what percentage of people have the seed within, or how many of those can nurture 
it. … For like all basic truths about what is best in human beings, when we catch a glimpse of that truth, 
we know that our own lives and all that we touch will be the better for the effort.” 

(Good to Great, p. 38) 
 
 

For more information about Powerful Professionals, visit our website at www.consultskills.com or call Murray 
Hiebert at (403) 252-7166 
My thanks to my editor, Eilis Hiebert, and to my colleagues Mel Blitzer and Ursula Wohlfarth for their feedback 
and suggestions. 
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