


Praise for The 7 Habits of Highly Effective People by Stephen R. Covey

“There are very few business books that are essential reading for anyone who
wants to make a di�erence. This is one of the great ones.”

—SETH GODIN, blogger and national bestselling author The Dip, Purple
Cow, and Tribes

“The 7 Habits have guided many of us on our journey through the world of
business. Simple but incredibly e�ective. A great guide for any aspiring
leader!”

—MEG WHITMAN, CEO of Quabi, former CEO of Hewlett Packard

“The 7 Habits of Highly Effective People is by now one of the best-selling
books of all time.”

—Fortune

“The 7 Habits of Highly Effective People is one of the most successful, top-
selling books of all time—and with good reason. Tens of millions of people
have used this material to completely change their lives, and I’m one of them!
I’ve quoted and recommended this book to friends, business associates, and
radio listeners several times a week for the past 20 years! If you want to be
successful in life, you need this book in your library.”

—DAVE RAMSEY, New York Times bestselling author and nationally
syndicated radio show host

“Stephen Covey’s pathbreaking book continues to guide and inspire millions.
It persuasively shows them that developing personal e�ectiveness can guide
them on the road to happiness and help them lead the changes that will make
the world a better place.”



—ROSABETH MOSS KANTER, PhD, Arbuckle Professor, Harvard
Business School Chair and Director, Harvard University Advanced

Leadership Initiative; bestselling author of Confidence and SuperCorp

“Ten years ago I attended a seminar where Dr. Covey taught the 7 Habits to a
large audience of adults, mostly corporate leaders. As I looked around the
room and saw how engaged everyone was, I couldn’t help but think, ‘Why
wait until people are adults to teach them these skills?’ Soon afterward we
began teaching the 7 Habits at our school, �rst to sta� and then to students—
even �ve-year-olds. The in�uence it has had on our school over the past
decade has been amazing. In my 36 years in education, I have never seen
anything have such an impact on student achievement, teacher retention, and
parent satisfaction. It thrills me that students are now learning these same
powerful habits in over 5,000 schools across the globe through The Leader in
Me.”

—MURIEL THOMAS SUMMERS, Principal, A. B. Combs Elementary
School

“This book, The 7 Habits of Highly Effective People, opened the eyes of the
world to a liberating truth: that our mind-sets play strange tricks on us. We
are poor if we think we are poor. Dr. Covey taught that the key to changing
our lives is to change that mind-set about ourselves—to realize that we are
each incalculably rich in potential and possibilities.”

—MUHAMMAD YUNUS, Nobel Peace Prize Winner, 2006

“I am reading it with pro�t.… It is most thoughtful and enlightening.”

—NORMAN VINCENT PEALE, author of The Power of Positive Thinking

“The 7 Habits has been on my favorite business book list for the past quarter
century. It’s the one business book that spills over onto my favorite ‘any
category’ book. Its lessons are life lessons worthy of 24/7 consideration.”

—JOEL PETERSON, Chairman of the Board, JetBlue



“The lessons outlined in The 7 Habits of Highly Effective People are an
important guide to success. This book is one of the top-selling books of all-
time for a reason. The success I’ve had in swimming and in life is credited to a
similar proactive, goal-setting approach—Dream, Plan, Reach. Through my
Foundation’s programing, we recognize the power of dreams and stress the
importance of executing a detailed plan to propel you toward your goals.”

—MICHAEL PHELPS, 22-time Olympic medalist and founder of the
Michael Phelps Foundation

“Stephen Covey in�uenced thousands in the U.S. Navy, starting with me.
Growing and developing leaders is our business, with life-and-death
implications. The 7 Habits taught us to think anew, taking on challenges new
to each of us and vital for the defense of our nation. His work impacted a
generation of leaders in our Navy and helped me lead our Navy in the days
following 9/11. I will never forget him sitting around the dinner table with a
group of my leadership team sharing ideas for making the Navy a better place
to be. He changed our lives forever!”

—ADMIRAL VERN CLARK, U.S. Navy, Retired

“I almost never recommend business or self-help books. But The 7 Habits of
Highly Effective People is one of those rare exceptions—in fact, I rate the book
a 10 and highly recommend it to business associates, family members, and
friends. I am especially pleased to have been associated with Stephen Covey
and his team and appreciate their important contributions to the world of
business.”

—FRED REICHHELD, Bain Fellow, author of The Ultimate Question

“The 7 Habits is more than a book: It is the legacy of a great teacher who lived
the life he wrote about. Dr. Stephen R. Covey’s convictions came from
principles and experience. I am grateful for this man, but I will not miss him.
He will continue to be with me every day, through the things that he taught.”



—CLAYTON CHRISTENSEN, Professor, Harvard Business School, and
author of The Innovator’s Dilemma and How Will You Measure Your Life?

“When I think of Steve Covey, I imagine him smiling as he hears the words,
‘Well done, my good and faithful servant.’ An important reason Steve deserves
such praise is The 7 Habits of Highly Effective People. This book’s lessons are
as meaningful today, if not more so, than they were when Steve �rst penned
them 25 years ago. The 7 Habits continues to be a must read—and a must
reread.”

—KEN BLANCHARD, PhD, coauthor of The One Minute Manager and
Leading at a Higher Level

“With all the responsibilities and demands of time, travel, work, and families
placed upon us in today’s competitive world, it’s a big plus to have Stephen
Covey’s The 7 Habits of Highly Effective People to refer to.”

—MARIE OSMOND, singer, actress, and author of The Key Is Love

“Covey is the hottest self-improvement consultant to hit U.S. business since
Dale Carnegie.”

—USA Today

“After the 7 Habits training sessions, we could really witness improvements in
the ability of our employees to work together and this is exactly what we
wanted. The fact that we have continued the training over the years shows
that we think it’s still worth it. The bene�ts in terms of personal
development, better relations among employees, and better e�ciency in
working across borders are so important for the success of an international
corporation like Georg Fischer, with companies on all continents.”

—YVES SERRA, CEO, Georg Fischer AG, Scha�hausen, Switzerland

“Stephen Covey’s 7 Habits of Highly Effective People has given tremendous
guidance to the Marriott organization as we’ve managed associates in 74



countries. His insights have helped us achieve breakthrough leadership for
hospitality excellence.”

—J. W. MARRIOTT, JR., Executive Chairman and Chairman of the Board
of Marriott International, Inc.
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FOREWORD
by Jim Collins

I �rst met Stephen Covey in 2001, when he asked for a meeting to talk about
ideas. After a warm greeting—his enveloping handshake feeling like the
comfortable leather of a softball glove that you’ve worn a thousand times—we
settled into a conversation that lasted two hours. Stephen began by asking
questions, lots of questions. Here sat a master teacher, one of the most
in�uential thinkers of the day, and he wanted to learn from someone twenty-�ve
years his junior.

As the conversation opened an opportunity for me to exercise my own
curiosity, I began, “How did you come up with the ideas in The 7 Habits?”

“I didn’t,” he responded.
“What do you mean?” I asked. “You wrote the book.”
“Yes, I wrote the book, but the principles were known long before me.” He

continued, “They are more like natural laws. All I did was put them together, to
synthesize them for people.”

That’s when I began to understand why this work has had such an impact.
Covey had spent more than three decades studying, practicing, teaching, and
re�ning what he ultimately distilled into these pages. He did not seek credit for
the principles; he sought to teach the principles, to make them accessible. He
saw creating the 7 Habits not primarily as a means to his own success, but as an
act of service.

When Bob Whitman, chief executive of FranklinCovey, called to ask if I
would consider writing a foreword for the twenty-�fth anniversary edition of
The 7 Habits of Highly Effective People, I responded �rst by rereading the entire
book; I’d read it shortly after its initial publication in 1989, and it was a gift to



reengage with its message. I also wanted to recalibrate: what makes it an
enduring classic? I see four factors that contributed to its rare�ed stature:

1. Covey created a “user interface” organized into a coherent conceptual
framework, made highly accessible by Covey’s strong writing;

2. Covey focused on timeless principles, not on mere techniques or
momentary fads;

3. Covey wrote primarily about building character, not about “achieving
success”—and thereby helped people become not just more e�ective
individuals, but better leaders;

4. Covey himself was a Level 5 teacher, humble about his own shortcomings,
yet determined to share widely what he’d learned.

Stephen Covey was a master synthesizer. I think of what he did for personal
e�ectiveness as analogous to what the graphical user interface did for personal
computers. Prior to Apple and Microsoft, few people could harness computers
to their daily lives; there was no easily accessible user interface—there were no
mouse pointers, friendly icons, or overlapping windows on a screen, let alone a
touch screen. But with the Macintosh and then Windows, the mass of people
could �nally tap the power of the microchip behind the screen. Similarly, there
had been hundreds of years of accumulated wisdom about personal
e�ectiveness, from Benjamin Franklin to Peter Drucker, but it was never
assembled into one coherent, user-friendly framework. Covey created a standard
operating system—the “Windows”—for personal e�ectiveness, and he made it
easy to use. He proved to be a very �ne writer, a master of short stories and
conceptual wordplay. I will never forget the story in Chapter 1 about the man on
the subway who could not control his screaming kids (and the point it makes),
nor will I ever forget the lighthouse or the wrong jungle or the analogy of the
golden eggs. Some of his conceptual wrapping paper worked exceptionally well,
being both descriptive of a concept, and at the same time prescriptive in its
application. “Win/Win or No Deal.” “Seek First to Understand, Then to Be
Understood.” “Begin with the End in Mind.” “Put First Things First.” He made
the ideas even more accessible by using personal life struggles and stories—



raising children, building a marriage, dealing with friends—to teach the habits
and build muscle �ber for living them.

The ideas embedded in the framework are timeless. They are principles. This
is why they work, and why they speak to people in all age groups around the
globe. In a world of change, disruption, chaos, and relentless uncertainty, people
crave an anchor point, a set of constructs to give them guidance in the face of
turbulence. Covey believed that timeless principles do indeed exist, and that the
search for them is not folly, but wisdom. He rejected the view of those who
shout from the rooftops, “There is nothing sacred, nothing enduring, nothing
durable to build upon in this ever-changing landscape! Everything is new!
Nothing from the past applies!”

My own research quest has focused on the question, “What makes a great
company tick—why do some companies make the leap from good to great
(while others don’t), why do some become built to last (while others fall), and
why do some thrive in chaos?” One of our key �ndings is the idea of “Preserve
the Core/Stimulate Progress”; no enterprise can become or remain truly great
without a core set of principles to preserve, to build upon, to serve as an anchor,
to provide guidance in the face of an ever-changing world. At the same time, no
company can remain great without stimulating progress—change, renewal,
improvement, and the pursuit of BHAGs (Big Hairy Audacious Goals). When
you blend these two together—Preserve the Core AND Stimulate Progress—
you get a magical dialectic that keeps a company or organization vibrant over
time. Covey found a similar pattern in personal e�ectiveness: �rst build upon a
strong core of principles that are not open for continuous change; at the same
time, be relentless in the quest for improvement and continuous self-renewal.
This dialectic enables an individual to retain a rock-solid foundation and attain
sustained growth for a lifetime.

But I think the most important aspect of The 7 Habits—what makes it not
just practical, but profound—is its emphasis on building character rather than
“attaining success.” There is no e�ectiveness without discipline, and there is no
discipline without character. While writing this foreword, I’m in the midst of
�nishing a two-year journey as the class of 1951 Chair for the Study of
Leadership at the United States Military Academy at West Point. I’ve come to a



personal belief that a key ingredient in the West Point recipe is the idea that great
leadership begins �rst with character—that leadership is primarily a function of
who you are, for this is the foundation for everything you do. How do you build
leaders? You �rst build character. And that is why I see the 7 Habits as not just
about personal e�ectiveness, but about leadership development.

As I re�ect upon some of the exceptional leaders I’ve studied in my research,
I’m struck by how Covey’s principles are manifested in many of their stories. Let
me focus on one of my favorite cases, Bill Gates. It’s become fashionable in
recent years to attribute the outsize success of someone like Bill Gates to luck, to
being in the right place at the right time. But if you think about it, this argument
falls apart. When Popular Electronics put the Altair computer on its cover,
announcing the advent of the �rst-ever personal computer, Bill Gates teamed up
with Paul Allen to launch a software company and write the BASIC
programming language for the Altair. Yes, Gates was at just the right moment
with programming skills, but so were other people—students in computer
science and electrical engineering at schools like Cal Tech, MIT, and Stanford;
seasoned engineers at technology companies like IBM, Xerox, and HP; and
scientists in government research laboratories. Thousands of people could’ve
done what Bill Gates did at that moment, but they didn’t. Gates acted upon the
moment. He dropped out of Harvard, moved to Albuquerque (where the Altair
was based), and wrote computer code day and night. It was not the luck of being
at the right moment in history that separated Bill Gates, but his proactive
response to being at the right moment (Habit 1: Be Proactive).

As Microsoft grew into a successful company, Gates expanded his objectives,
guided by a very big idea: a computer on every desk. Later, Gates and his wife
created the Bill & Melinda Gates Foundation, with huge goals, such as
eradicating malaria from the face of the earth. As he put it in his 2007 Harvard
commencement speech, “For Melinda and for me, the challenge is the same:
how can we do the most good for the greatest number with the resources we
have” (Habit 2: Begin with the End in Mind).

True discipline means channeling our best hours into �rst-order objectives,
and that means being a nonconformist in the best sense. “Everyone” might say
�nishing Harvard should be the most important task for a young Bill Gates.



Instead, he aligned his e�orts with his mission, despite any disapproving glances
from well-meaning people. As he built Microsoft, he poured his energies into
two overriding objectives: getting the best people and executing on a few big
software bets; everything else was secondary. When Gates �rst met Warren
Bu�ett at a dinner, the host asked all those at the table what they saw as the
single most important factor in their journey through life. As Alice Schroeder
related in her book The Snowball, both Gates and Bu�ett gave the same one-
word answer: “Focus” (Habit 3: Put First Things First).

Gates’s relationship to the fourth habit (Habit 4: Think Win/Win) is a bit
more complicated. At �rst glance, Gates would appear to be a win/lose
character, a �erce combatant who so feared how easily a company’s �anks could
be turned that he wrote a “nightmare” memo laying out scenarios of how
Microsoft could lose. In the race for industry standards, there would be only a
small set of big winners, and a lot of losers, and Gates had no intention of
Microsoft’s being anything less than one of the big winners. But a closer look
reveals that he was masterful at assembling complementary forces into a
coalition. To achieve his big dream, Gates understood that Microsoft would
need to complement its strengths with the strengths of others: Intel with its
microprocessors, and personal computer manufacturers such as IBM and Dell.
He also shared equity, so that when Microsoft won, Microsoft people would
win as well. And he displayed a remarkable ability to complement his personal
strengths with the strengths of others, especially his longtime business alter ego,
Steve Ballmer; Gates and Ballmer accomplished much more by working together
than they ever could alone; 1 + 1 is much larger than 2 (Habit 6: Synergize).

As Gates moved to social impact with the foundation, he did not step forth
saying, “I’ve been successful in business, so I already know how to achieve social
impact.” Quite the opposite; he brought a relentless curiosity, a quest to gain
understanding. He pushed with questions, trying to get a handle on the science
and methods needed to solve some of the most intractable problems, ending one
exchange with a friend with a comment along the lines of “I need to learn more
about phosphates.” (Habit 5: Seek First to Understand, Then to Be Understood.)
And, �nally, I’m struck by how Gates renewed. Even during the most intense
years building Microsoft, he periodically set aside an entire week to unplug for



reading and re�ection, a Think Week. He also developed a penchant for reading
biographies; at one point he told Brent Schlender of Fortune, “It’s amazing how
some people develop during their lives”—a lesson Gates looks to have taken as a
mantra for his own life (Habit 7: Sharpen the Saw).

Gates is a fabulous case, but I could have used others. I could have
highlighted Wendy Kopp, who founded Teach For America with the idea to
inspire hundreds of thousands of college graduates to serve at least two years
teaching children in our most underserved schools, with the ultimate aim to
create an indomitable social force to radically improve K–12 education (Be
Proactive; Begin with the End in Mind). Or I could have used Steve Jobs living in
a house without furniture, too busy creating insanely great products to get
around to seemingly unimportant activities like buying a kitchen table or a sofa
(Put First Things First). Or Herb Kelleher of Southwest Airlines, who created a
win/win culture between management and labor, with everyone uniting
together after 9/11 to keep its thirty years of consecutive pro�tability intact
while also keeping intact every single job (Think Win/Win). Or even Winston
Churchill, who took naps throughout World War II, thereby giving himself
“two mornings” every day (Sharpen the Saw).

I do not mean to imply that the 7 Habits map one-for-one to building a great
company. The principles in Good to Great and Built to Last, for example, and the
principles in The 7 Habits of Highly Effective People are complementary, but
distinct. Covey set out to write a book, not on building great organizations, but
on achieving great personal e�ectiveness. Still, organizations are composed of
people, and the more e�ective those people, the stronger the organization. And I
do suspect that those who live the 7 Habits perhaps have a higher likelihood of
becoming Level 5 leaders, those rare transformational �gures I wrote so much
about in Good to Great. Level 5 leaders display a paradoxical combination of
personal humility and professional will, channeling their energy, drive, creativity,
and discipline into something larger and more enduring than themselves.
They’re ambitious, to be sure, but for a purpose beyond themselves, be it
building a great company, changing the world, or achieving some great object
that’s ultimately not about them. One of the most important variables in
whether an enterprise remains great lies in a simple question: what is the truth



about the inner motivations, character, and ambition of those who hold power?
Their true, internal motivations will absolutely show up in their decisions and
actions—if not immediately, then over time, and certainly under duress—no
matter what they say or how they pose. And thus, we return full circle to a
central tenet of Covey’s framework: build inner character �rst—private victory
before public victory.

And that brings me to Stephen Covey himself as a Level 5 teacher.
Throughout his rather miraculous career, he displayed a disarming humility
about his impact and in�uence, combined with an indomitable will to help
people grasp the ideas. He genuinely believed the world would be a better place
if people lived the 7 Habits, and that belief shines through these pages. As a
Level 5 teacher, Stephen Covey did his human best to live what he taught. He
said that he personally struggled most with Habit 5 (“Seek First to Understand,
Then to Be Understood”). There is a great irony in this, as he �rst went on a
multi-decade intellectual journey to gain understanding, before he wrote the
book. He was �rst and foremost a learner who became a teacher, then a teacher
who learned to write, and in so doing made his teachings enduring. In Habit 2,
Stephen challenges us to envision our own funeral, and consider, “What would
you like each of the speakers to say about you and your life?… What character
would you like them to have seen in you? What contributions, what
achievements would you want them to remember?” I suspect he would be very
pleased with how it turned out for him.

No person lasts forever, but books and ideas can endure. When you engage
with these pages, you will be engaging with Stephen Covey at the peak of his
powers. You can feel him reaching out from the text to say, “Here, I really believe
this, let me help you—I want you to get this, to learn from it, I want you to
grow, to be better, to contribute more, to make a life that matters.” His life is
done, but his work is not. It continues, right here in this book, as alive today as
when �rst written. The 7 Habits of Highly Effective People is twenty-�ve years
young, o� to a very strong start indeed.

—Jim Collins Boulder, Colorado, July 2013



PREFACE TO THE 30TH ANNIVERSARY
EDITION BY SEAN COVEY

I’ve stopped counting the number of times I’ve been asked, “What was it like
being raised in the home of the world-renowned Dr. Stephen R. Covey and his 7
Habits?”

When I was growing up, my parents were simply my parents, and while they
were kind and good, they were also embarrassing. When I was a teenager,
strangers would approach me, hug me, start crying on my shoulder, and con�de,
“I want you to know that your dad’s book changed my life.” I was seventeen
years old, thinking, “Are you serious? Do you realize that my dad wears velour
sweatpants with a dress shirt and boat shoes? And he changed your life?”

I remember the time in grade school when Dad showed up for lunch and
started singing a tune he’d made up on the spot called “I Love My Family” while
standing in the lunch line with me. My friends thought it was funny. I thought I
was going to die. To top it o�, Dad was bald! The humiliation!

It wasn’t until later that I had any clue as to the gift I had been given as a
child. At age nineteen, when I �nally picked up one of Dad’s books and began
reading what he had to say, I thought, “Wow, my dad is really smart. He has
matured a ton.” It brought back all of the lessons I had learned throughout my
life. As the fourth of nine children growing up in the 7 Habits home, I was
surrounded by this content. Not only did Dad teach us the principles he wrote
about, but he considered us his most valued students. He tried out all of his
material on us. Yet, analogous to �sh who discover water last, we were so
immersed in the element that we were unaware of its presence.

As I began my career and became increasingly aware of the profound nature
of the 7 Habits, I decided to write a teenage version of the book called The 7



Habits of Highly Effective Teens. Luckily for me, I didn’t have teens at the time.
Now that I have them, I take back everything I said—there is no such thing as an
e�ective teen. It’s an oxymoron. Just kidding. Really, now… there are plenty of
exceptional teenagers.

Seeing the in�uence of The 7 Habits on people’s lives, I was inspired to
continue sharing its message, publishing an illustrated children’s book called The
7 Habits of Happy Kids and a college textbook titled The 7 Habits of Highly
Effective College Students. As the head of the Innovations division of
FranklinCovey, I also produced workshops, webinars, videos, and workbooks on
the 7 Habits over a couple of decades. In short, in addition to being raised in the
7 Habits home, I think that perhaps I have worked with, written about, and
thought about the 7 Habits more than anyone else in the world, except my dad.

So when Simon & Schuster, the publisher of The 7 Habits of Highly Effective
People, asked me to add my insights to a thirtieth anniversary edition of the
book, I was torn. My immediate response was “No way! This book is a
masterpiece. Why add anything to it?”

Yet, as I thought more about it, I began to feel that it may be a good idea
because it would allow me to illustrate the impact the 7 Habits have had not just
on me, but also the world. I realized I could share some behind-the-scenes
accounts from my father’s own life, as well as illustrate the ongoing relevance of
the 7 Habits.

Truly, the deeper the problems and challenges become within families,
organizations, and society, the more relevant the habits. Why? Because they’re
based on universal, timeless principles of e�ectiveness that endure. My father
didn’t claim to invent these concepts; rather, he saw them as universally accepted
principles. His role was to synthesize them into habits a person could live by.

My dad’s stated mission was to �ood the world with principle-centered
leadership. I often heard him say, “It’s not about me. It’s about the principles.
And I want these principles to be taught far beyond my life span.” I am
emboldened by that statement and feel that if Dad were here, he’d encourage me
to add some color to his book so these principles can live on.

At the end of each section and habit, I have added a few pages of insights and
stories that I hope will add texture and help you better apply the principles.



Please note that I have not changed any of my father’s words. This book is
vintage Stephen R. Covey, and as you read it, you will feel him jumping out of
the book, a�rming your worth and potential—teaching you how to become a
more e�ective person at work and at home.

The more I work with the 7 Habits, the more I see them as a profound
scienti�c breakthrough in the �eld of social-emotional learning or the behavioral
sciences. The 7 Habits are not just another set of seven “this or that.” Rather, I
concur with what Jim Collins wrote in the foreword to this book:

I think of what Stephen Covey did for personal e�ectiveness as analogous to
what the graphical user interface did for personal computers… there had been
hundreds of years of accumulated wisdom about personal e�ectiveness, from
Benjamin Franklin to Peter Drucker, but it was never assembled into one
coherent, user-friendly framework. Covey created a standard operating system—
the “Windows”—for personal e�ectiveness, and he made it easy to use.

The 7 Habits are currently being applied by students in thousands of
elementary, middle, and high schools around the world, by Fortune 100
companies, by mid-size and small companies, in prisons, in equine therapy
sessions, in the armed forces, by people with disabilities, within families, and on
and on.

The principles, metaphors, and stories in The 7 Habits can be life-changing. I
received a letter from a sixteen-year-old girl who had just learned about the
concept of Think Win-Win at school. She wrote,

Dear Sean, it’s really hard trying to break the habits I’ve formed along the
path of life. One of the major things is that I’ve stopped trying to compete with
this girl at school. She is very bumptious (sorry, I just learned this vocab word
and think it is too cool! Bumptious means rude, forward, and pushy) and also
interested in the same things I am so we’ve been pushed together a lot. In the
past, I have let my dislike of her poison my enjoyment of certain things like the
school play and speech tournaments. Well, I am getting so much better at this! I
have forgiven her and moved on. Today I wrote in my journal a note to myself
telling me to remember, life is not a competition. And you know what? I feel so
much better! I feel like I have this huge burden o� my back.



And I remember this email from the president of Mississippi Power,
Anthony Wilson, who wrote,

In the nineties, when the threat of deregulation presented unprecedented
challenges to our industry, our company turned to the 7 Habits to move us
forward. We trained every employee from top to bottom in Covey’s 7 Habits and
Principle Centered Leadership and instilled these habits into our culture. In
2005, Hurricane Katrina ravaged our 23-county service territory, knocking out
power to all our customers. We had to bring in 12,000 line personnel from
around North America, but we didn’t have enough supervisors to lead them. We
entrusted our employees to take leadership roles in this emergency response.
Because they knew how to Begin with the End In Mind and Seek First to
Understand, and so forth, they performed brilliantly. We were able to get the
power back on in 12 days, a feat described by USA Today at the time as a “case
study in crisis management.” We had an empowered culture that was able to step
up and lead, make quick decisions, and innovate amid total devastation. The 7
Habits remain woven into the fabric of our high-performing culture. I just
wanted to thank you!

That is the power of principles. That is the power of the 7 Habits. I hope you
�nd the insights I have included throughout this book to be helpful.

All my best,
Sean Covey

Sean Covey is President of FranklinCovey Education and is the cofounder and
Chairman of the Bridle Up Hope foundation. A sought-after speaker, Sean speaks
to audiences around the world and has appeared on numerous radio and TV shows
and in print media. A Harvard MBA, Sean is also a New York Times bestselling
author and has authored or coauthored several books, including the Wall Street
Journal #1 business bestseller The 4 Disciplines of Execution, The 6 Most
Important Decisions You’ll Ever Make, The Leader in Me, and The 7 Habits of
Highly E�ective Teens, which has sold over eight million copies worldwide. Sean
resides with his family in the shadows of the Rocky Mountains.
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