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IF IT’S NOT 
WRITTEN, 

IT’S NOT 
REAL

“Verba Volant, 
Scripta Manent.”

“Verba volant, scripta manent.”
 Spoken words fly away. Written words remain.
                                                       Latin proverb      

“Write it down,” were the words I constantly 
heard from those in the places I wanted to go. 
Your dreams, your goals, your ideas, they will 
be nothing more than thoughts until you write 
them down on a piece of paper.

It took me a little more than a minute to 
understand the power of this simple practice. 
As a very stubborn teen, my own hubris 
allowed me to believe that, by keeping things 
in my head, I would be able to map out my 
entire successful future. Two kids later, a 
college dropout, and now a twenty-something 
professional life wanderer, writing things down 
did not seem like such an unattractive idea any 
longer.
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You see, the imagination, the belief, the 
vision which has you winning accolades and 
securing top-tier dollars, looks amazing while 
parked safely in your brain. There are no 
risks there. There are no defeats, no losses, 
no embarrassments, no “I told you so’s.” 
Everything is guarded and beautifully safe.

But safety comes at a steep price, a price we 
all eventually pay in the form of emotional 
friction and disillusionment.

This friction develops from a deep sense of 
settlement. Of knowing we could do more, be 
more, feel more, yet comfort has us by the 
horns, and we are fatigued by the daily internal 
fight, so we give up. We give up on hope 
because the vision was never an action. It was 
always a thought.

By writing things down, we begin to program 
the brain with movement. The mind awakens, 
and the senses become more attuned and 
receptive to process. We gain clarity and 
begin to ultimately see that our dreams and 
aspirations are closer to reality than we 
imagine.

By writing things down, thoughts become 
action. It all becomes real.

Plans begin with a draft, and in business you 
soon learn that “hope is not a plan.” Not writing 
things down will lead to chaos in operations, 
lack of trust in philanthropy, uncertainty in 
sales, and revenue loss across all sectors.

In life, thoughts without action can easily lead 
to a life on a hamster wheel, running in circles 
with no exit in sight.

Seeing your ideas on paper is the best way to 
come to terms with the phrase, “I can do this.”
The only way FORT has been able to not only 
survive, but thrive during times of uncertainty, 
is through deliberate actions which all started 
as thoughts.

Writing things down is a way to honor your 
mind for all the opportunities it presents you. 
It’s a way to identify what’s doable now and 
what goes on the shelf for later. It’s a way to 
know you are alive.

Words are meant to fly, but when it comes to 
goals, they must land on paper.
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Documentation 
Is Leadership

Operations teams do not fail because they 
lack effort. They fail because too much of the 
work lives inside people instead of inside the 
business. A company can have hardworking 
staff, committed managers, and long hours on 
the floor, yet still suffer from delays, confusion, 
rework, and missed expectations. Why? 
Because when knowledge is not documented, 
performance becomes dependent on memory, 
mood, and availability.

That is why documentation is not clerical work. 
It is leadership.

OPERATIONS

Strong operators understand that a 
documented process does more than explain a 
task. It protects standards. It reduces avoidable 
error. It creates continuity when someone 
is absent, leaves the company, or simply 
forgets a step under pressure. Documentation 
turns tribal knowledge into organizational 
knowledge. It allows a business to repeat what 
works, correct what does not, and train new 
people without starting from zero every time.
In practical terms, documentation answers the 
questions that slow operations down every day. 
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What is the exact process? Who owns the next 
step? What is the expected turnaround time? 
What should happen if something goes wrong? 
Where is the approved version? When those 
answers are written clearly and kept current, 
teams move faster with less friction. When 
they are missing, people guess. Guessing is 
expensive.

Many leaders avoid documentation because it 
feels slow. They tell themselves they are too 
busy solving real problems to stop and write 
things down. That mindset is understandable, 
but it is costly. If a problem happens more 
than once, and the solution still lives only 
in conversation, then leadership has not 
completed the job. Solving the issue in the 
moment matters. Capturing the solution so the 
issue does not keep returning matters even 
more.

Documentation is also a sign of respect. It 
respects the next employee, the next manager, 
the next shift, and the next customer. It says, 
we will not leave success up to interpretation. 
We will define expectations. We will make the 
invisible visible. We will build a business that 
can function with discipline, not drama.

This matters even more as a company 
grows. Informal communication may 
carry a small team for a season, but scale 
punishes ambiguity. Growth exposes every 
undocumented habit, every inconsistent 
handoff, and every process that depends 
on one heroic individual. Businesses do not 
become stronger by adding more people to 
weak systems. They become stronger when the 
work is structured clearly enough for others to 
execute with confidence.

Real leadership is not proven only in vision 
meetings or motivational speeches. It is proven 
in whether the operation can run consistently, 
clearly, and accountably. The leader who 
documents is not being bureaucratic. The 
leader who documents is building memory, 
stability, and trust into the organization. He is 
reducing friction, strengthening accountability, 
preserving standards, and creating a 
foundation others can follow without confusion.

It is how disciplined organizations protect 
excellence when pressure rises and personnel 
inevitably changes.

Documentation is leadership because 
leadership is not merely telling people what 
matters. It is building systems that help them 
do it well.
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Written Expectations 
Protect Relationships

SALES

Sales problems are often mislabeled as 
people problems. A team says the client 
misunderstood. The client says the rep 
overpromised. Operations says the handoff 
was incomplete. Finance says the terms 
were never made clear. Leadership says 
communication broke down. In many cases, 
all of them are partially right. But the deeper 
issue is not personality. It is the absence of 
written expectations.

In sales, clarity is kindness.

The strongest relationships in business 
are not built on enthusiasm alone. They are 
built on alignment. That alignment must be 
documented. When expectations live only in 
calls, hallway conversations, text threads, 
or memory, both sides are left to interpret 
what was meant. Interpretation creates 
friction. Friction creates disappointment. 
Disappointment, if repeated, damages trust.
Written expectations protect relationships 
because they reduce ambiguity before 
ambiguity becomes conflict.
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A good salesperson does more than close. 
A good salesperson defines scope, timing, 
pricing, responsibilities, contingencies, 
and next steps in writing. What exactly is 
being delivered? What is excluded? When 
should the client expect the first shipment, 
update, meeting, or result? What must the 
client provide for success? What happens 
if assumptions change? These are not 
administrative details. They are the architecture 
of a healthy commercial relationship.

Too many businesses treat documentation 
as something that happens after the sale, 
as though the relationship begins once the 
contract is signed. In truth, the relationship 
begins the moment expectations are set. If 
those expectations are vague, emotional, 
rushed, or undocumented, the account starts 
with instability. The sale may still close, but the 
foundation is weak. Weak foundations always 
reveal themselves later.

This is especially important because optimism 
is natural in sales. Sales professionals are 
wired to solve, encourage, and move forward. 
That energy is valuable, but unmanaged 
optimism can unintentionally create promises 
the rest of the company cannot support. 
Writing things down forces precision. It 
slows assumption. It brings discipline into 
the conversation. It protects the client from 
confusion and protects the company from 
preventable strain.

Written expectations also create accountability 
on both sides. They preserve the truth of the 
conversation. They provide something objective 
to reference when questions arise. Instead of 
debating what someone thought they heard, 
both parties can return to what was clearly 
documented. That changes the tone of problem 
solving. It makes resolution faster, calmer, and 
more professional.

Most importantly, written expectations 
communicate respect. They tell the client, 
your time matters, your planning matters, 
and we take our word seriously enough to 
put it in writing. That signal matters. Serious 
businesses do not rely on charm to carry 
accountability. They rely on disciplined 
communication.

Strong sales organizations understand that 
trust is not protected by good intentions alone. 
It is protected by clear agreements, consistent 
follow-through, and documentation that keeps 
everyone aligned after the excitement of the 
pitch is over. Relationships last longer when 
expectations are visible, shared, and revisited 
as needed.

Sales is not just the art of persuasion. It is the 
discipline of alignment.

And alignment becomes durable when 
expectations are written before pressure, 
confusion, or disappointment have the chance 
to rewrite them later.
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Systems That 
Capture Knowledge

Technology is often misunderstood in business. 
Many companies speak about it as though 
it were primarily about speed, automation, 
or modern appearance. They want better 
dashboards, cleaner platforms, smarter tools, 
and faster workflows. Those things matter, 
but they are not the deepest value technology 
provides. At its best, technology captures 
knowledge so that a business can think more 
clearly, execute more consistently, and grow 
without losing what it has already learned.

TECHNOLOGY

That matters because knowledge disappears 
faster than most leaders realize.

It disappears when a strong employee leaves. 
It disappears when a manager carries too 
much in memory. It disappears when decisions 
are made in meetings but never recorded in 
a system others can access. It disappears 
when customer preferences, repeated issues, 
process adjustments, and operational lessons 
remain trapped in inboxes, spreadsheets, text 
threads, or individual experience.
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When knowledge is not captured, the company 
keeps paying tuition for lessons it has already 
learned.

This is where technology becomes strategic.

A good system does not simply store 
information. It preserves context. It helps 
teams see what happened, why it happened, 
who touched it, what changed, and what should 
happen next. It turns scattered activity into 
usable intelligence. It allows the business to 
build memory. That memory is critical because 
organizations do not become stronger merely 
by working harder. They become stronger by 
learning in a way that can be retained and 
repeated.

This applies across every department. In 
sales, systems capture account history, pricing 
decisions, follow-up commitments, and buying 
behavior. In operations, they preserve process 
flow, exceptions, timelines, and recurring 
failures. In finance, they create visibility into 
obligations, approvals, and cash timing. In 
customer service, they protect continuity so the 
client does not have to reteach the company 
every time an issue arises. The common thread 
is simple: what the company learns must not 
vanish when the moment passes.

Many businesses delay building these systems 
because they believe technology is expensive, 
complicated, or premature. But the absence of 
proper systems has a cost too. People repeat 
mistakes. Teams reinvent answers. Handoffs 
become inconsistent. Customers feel the 
drag of internal confusion. Leaders lose time 
searching, clarifying, and correcting what 
should already be visible. Weak systems quietly 
tax the organization every day.

The right technology reduces that tax. It 
turns experience into structure. It transforms 
information into institutional memory. It makes 
the business less dependent on individual 
recall and more dependent on shared visibility. 
That shift is not cold or impersonal. It is 
responsible. It allows people to spend less time 
chasing information and more time applying 
judgment.

Technology should not be adopted merely 
because it is new. It should be adopted because 
it helps the company remember. A serious 
business captures its knowledge, organizes its 
lessons, and creates systems that allow truth 
to travel farther than any one employee can 
carry it alone.

In the end, technology is not just about tools. It 
is about continuity. It is about protecting hard-
earned learning from being lost to turnover, 
growth, distraction, or time. The companies that 
build lasting strength are not simply the ones 
with the newest software. They are the ones 
with systems capable of remembering what 
matters most.
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Transparency 
as Trust

Philanthropy is often spoken about in emotional 
language, and rightly so. Giving can change 
lives. It can open doors, restore dignity, and 
create opportunities that might not otherwise 
exist. But if philanthropy is to be sustainable, 
credible, and worthy of long-term support, it 
cannot live on emotion alone. It must also live 
on transparency.

Transparency is trust made visible.

People do not merely want to hear that good 
is being done. They want to understand how 
it is being done, who is being helped, how 
funds are being used, what standards guide 
decisions, and what outcomes are actually 
being produced. This is not cynicism. It is 
stewardship. Donors, partners, customers, and 
communities have a right to know whether the 
mission is real, organized, and accountable. 
The more noble the cause, the greater the 
responsibility to be clear.

PHILANTHROPY
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Transparent philanthropy does not mean 
turning generosity into self-promotion. It 
means building a framework that honors the 
seriousness of the responsibility. It means 
documenting the process, reporting the 
outcomes, communicating the criteria, and 
showing the connection between resources 
given and lives impacted. It means making 
it easy for others to see that the work is not 
random, inflated, or symbolic. It is disciplined, 
intentional, and real.

This is especially important for businesses that 
connect profit with purpose. When a company 
says that a portion of revenue supports 
scholarships, community programs, relief 
efforts, or other initiatives, the claim must be 
backed by evidence. How much is allocated? 
When is it distributed? Who receives it? What 
has been accomplished so far? Purpose 
becomes powerful when it is both heartfelt and 
verifiable.

Trust grows when people can see the structure 
behind the generosity.

In the end, philanthropy should not ask anyone 
to believe blindly. It should invite confidence 
through clarity. The goal is not only to do good, 
but to do good in a way that can be understood, 
respected, and supported over time. When 
transparency is present, generosity gains 
weight. It becomes more than a moment. It 
becomes a model.

And models built on trust do more than help 
people once. They create the confidence 
needed to keep helping people again and again, 
across years, seasons, and generations to 
come.

This matters because good intentions do 
not automatically create good systems. A 
philanthropic effort may begin with sincere 
passion, but without structure it can become 
inconsistent, unclear, or vulnerable to 
misunderstanding. Who qualifies? How are 
recipients selected? How are contributions 
tracked? How is impact measured? What 
portion of the funds reaches the intended 
purpose? What safeguards exist to ensure 
fairness? These questions should not be 
treated as inconvenient. They are central to the 
integrity of the work.

Transparency protects everyone involved.

It protects the giver from wondering where the 
support went. It protects the recipient from 
the stigma that can come when programs 
appear arbitrary or performative. It protects 
the organization from confusion, reputational 
damage, and internal drift. Most importantly, it 
protects the mission itself. A cause that cannot 
be explained clearly will eventually struggle to 
scale, inspire confidence, or survive scrutiny.

Image by Freepik
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Details 
Determine 

The Trip

Business travel reveals something many 
companies do not notice until it is too late: 
small details carry large consequences. A 
missed confirmation, an unclear itinerary, an 
unverified pickup, or a poorly communicated 
schedule can disrupt more than a trip. It can 
disrupt meetings, damage credibility, waste 
money, and create unnecessary friction around 
work that was already difficult enough to 
execute. In that sense, travel is never just 
about movement. It is about coordination.

Details determine the trip.

In business, travel is often tied to outcomes 
that matter. A site visit may affect a contract. A 
supplier meeting may shape future pricing. A 
conference may open access to relationships 
that took months to secure.

TRAVEL
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A client dinner may strengthen trust that 
cannot be built over email alone. When travel 
supports revenue, partnerships, inspections, 
negotiations, or key decisions, the margin 
for error becomes smaller. What looks like a 
minor oversight on paper can become a visible 
failure in practice.

This is why serious organizations treat 
travel as an operational discipline, not an 
afterthought.

The details that matter are rarely glamorous. 
Flight numbers. Hotel confirmations. Ground 
transportation. Exact addresses. Contact 
names. Meeting times. Backup plans. Expense 
expectations. Arrival windows. Check-in 
requirements. Shared calendars. Written 
itineraries.
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None of these things generate applause, but 
they protect execution. They reduce confusion, 
limit avoidable delay, and help the traveler stay 
focused on the purpose of the trip rather than 
the problems surrounding it.

Poor travel coordination creates costs that 
extend beyond inconvenience. It consumes 
time that cannot be recovered. It creates 
stress before important conversations. It 
makes teams look unprepared in front of 
clients, vendors, or partners. It forces reactive 
decisions that often cost more than disciplined 
planning would have cost in the first place. 
Most importantly, it distracts from the actual 
reason the trip exists. When details are weak, 
the logistics become the story. That should 
never happen.

Strong businesses understand that travel 
precision reflects operational maturity. If an 
organization struggles to coordinate a simple 
itinerary, confirm key details, and communicate 
clearly across a small trip, it is often 
revealing broader weaknesses in planning 
and accountability. Travel exposes those 
weaknesses quickly because movement leaves 
little room to improvise. Time is compressed. 
Dependencies multiply. Mistakes become 
visible fast.

This is where written clarity matters. Important 
travel details should not live in memory, 
scattered messages, or assumptions between 
departments. They should be visible, confirmed, 
and accessible. A traveler should know exactly 
where to be, when to be there, who to contact, 
and what to do if the plan changes. That level of 
preparation is not excessive. It is professional.

In the end, business travel is not won by 
enthusiasm. It is won by precision. The 
destination may hold the opportunity, but the 
details determine whether the opportunity 
is reached smoothly, expensively, or not at 
all. Companies that respect details protect 
time, preserve trust, and move with greater 
confidence.

That is the real lesson. Travel does not create 
operational excellence. It reveals whether it 
was there before departure ever began in the 
first place.
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