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James D. Murphy : Business|s Combat: A Fighter Pilot's guideto Winning in Modern Warfare before
purchasing it in order to gage whether or not it would be worth my time, and all praised Business |s Combat: A Fighter
Pilot's guide to Winning in Modern Warfare:

0 of 0 people found the following review helpful. Five StarsBy Joe ConsumerA must read for anyone looking to
improve their skill setsin life, and in the working sector.0 of 0 people found the following review helpful. Very
refreshing !By Nicholas AssefMany business texts are a bit ho hum these days. Flashy dust cover but not all that great


http://f3db.com/pub/links.php?id=B003YCOP7K

content.When | bought this book | was alittle skeptical, but you know what - it is an easy read and a pretty good one.
In particular the application of a highly structured environment like the military to the business world has
application.This book breaks down many of those concepts into simple observations and devel ops frameworks for
application. Refreshing, easy to read, straightforward.0 of 0 people found the following review helpful. Great book
presented in away that helped my employees understand ...By Floyd W. ScottGreat book presented in away that
helped my employees understand how there jobs related to other people in the company.

Whether you're engaging in supersonic jet combat at 48,000 feet or entering a tough sales battle with a cutthroat
competitor, the goal is the same:absolute victory. In Businessis Combat, former F-15 pilot James D. Murphy, an
expert in both business and combat strategy, offers a full-scale training course in military techniques that have made
the United States Air Force the most advanced air-combat force in the world. From nurturing teamwork to maintaining
focus to planning and executing each new mission, Murphy offers advice that's practical aswell as thrilling. Whatever
your mission, whatever your battle, Business Is Combat provides a blueprint for the kind of success every warrior
seeks -- absolute victory.

From Publishers WeeklyAdvocating the use of military training techniques in motivating sales people, Murphy walks
histalk as a sales consultant and F15 fighter pilot for the Air National Guard. Having started in sales as a high school
student working for afamily office-supplies business, he contends that he has successfully divided his time between
work and the military for a number of years because of the similarities between the two fields. In hisview, both fighter
pilots and sales peopl e require mission statements that "must be absolutely clear and understandable measurable
achievable and must support the overall objectives of the organization." In addition, just as fighter pilots must take a
specific sequence of stepsin the course of each flight, sales people need a concrete action plan for accomplishing their
goals, such asfocusing on their key objective and eliminating the unnecessary clutter: "Listen, don't talk. Know when
to abort and establish a sense of value to the mission.” Writing in afriendly, anecdotal tone, rather than that of a
military commander, Murphy offers some helpful advice, although it would be more effective if he had supplemented
his own experiences with additional examples from the real world of sales. 50-city radio tour. (Apr.) Copyright 2000
Reed Business Information, Inc.From Library JournalMurphy, aformer military officer and salesman, has turned his
military experiences into a successful business. The founder (in 1996) and president of Afterburner Seminars, he uses
his expertise and that of other military pilots to create a unique training program, to which both large and small firms
have sent employees to improve their personal and business skills. This book is essentially a manual to help
individuals and companies improve business and communications skills. The author explains how each step in
planning and executing a combat mission can be adapted to the business world and includes his "six steps to combat
mission planning,” which isavery useful tool. The text is quite readable, and the combat anecdotes and real-life
scenarios should speak to most readers. Enjoyableif just for its combat stories, this book is recommended for public
libraries. (Readers may even consider taking the seminar.)-David M. Alperstein, Queens Borough P.L., Valley Stream,
NY Copyright 2000 Reed Business Information, Inc.From BooklistThe analogy likening business strategy to military
strategy is arecurring one in popular books devoted to management. The writings of Sun Tzu, a Chinese general from
the 4th century B.C., are perennially in demand. Within the past year, three different books have advised executives to
emulate (take your pick) generals George S. Patton, Robert E. Lee, and Ulysses S. Grant, respectively. Now Murphy
updates the comparison to account for the high-tech, fast-paced demands of business today. Murphy, who was a
fighter pilot for eight years, created Afterburner Seminarsin 1996. Those workshops simulate a battlefield for
Murphy's clients, including a mock attack by business competitors complete with camouflage netting, parachutes, and
sandbags. The image of aroomful of accountants grabbing helmets and hitting the floor to duck incoming missiles
fired by rival CPAs gives pause, if nothing else. What Murphy's seminars do demonstrate, and what he emphasizes
here, isthat successin today's business environment requires speed, precision, teamwork, decisiveness, accurate
(competitive) intelligence, and good communications. David Rouse



