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Let a little perspective give you
a big boost

Business Spotlight

Connie’s Comments

by Connie Brubaker

When we’re frustrated, when
we’re uncertain about the future
— so often that’s just when
opportunity strikes.
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It’s starting to feel a little more
like fall here in Central Texas.
The temperature is slowly becoming

more bearable, conversations are turning
to the Horns’ chances
against Oklahoma,
and there are just a
little over 100 shop-
ping days left till
Christmas.

Which means an-
other summer has
come and gone, leav-
ing in its wake a stack
of vacation photos for
me to sort through.

This year my husband and I spent a
couple of weeks touring some of our na-
tional parks, including Mt. Rushmore.

Looking up at the massive, 60-foot-
tall busts of Presidents Washington,
Jefferson, Lincoln and Roosevelt, you
can’t help but be amazed. We shaped a
mountain. Just stop and ponder that one
for a while whenever life’s little (and not
so little) frustrations get you down.

It wasn’t easy, of course — the things
worth doing never are. And it probably
wouldn’t have happened at all if not for
an unlikely combination of events that,
at the time, seemed disastrous.

In August 1924, a brilliant but eccen-
tric sculptor named Gutzon Borglum was
fed up. He had been hired to create a
massive Civil War memorial at Stone
Mountain, Georgia, back in 1915. Nine
years later, the project was still incom-
plete, largely due to inadequate funding
and creative differences with the project’s
board of directors. Rumors were flying
that the board was planning on firing
Borglum and hiring someone else to fin-
ish the memorial.

It was the low point of Borglum’s
career. And then, out of the blue, he re-
ceived a letter from the South Dakota
State Historical Society asking if he might
be interested in creating a montage of
Western heroes along a cliff face in the
Black Hills. With nothing to lose, Borglum
went to judge the project’s feasibility for
himself — and to see if something would
rekindle the flames of inspiration within.

Looking at the magnificent scenery,
Borglum was inspired — just not the way
the Historical Society anticipated.
Borglum told them that a canvass like this
should be dedicated not to regional fig-
ures, but to national heroes, to the kind
of men who embodied American virtues.
“American history,” Borglum declared,
“shall march across that skyline!”

Over the course of nearly 15 years,
Borglum worked tirelessly to make his
dream a reality. It wasn’t easy. The Great
Depression made funding erratic at best,
and instead of skilled artisans, Borglum
had to depend on 400 unemployed local
miners as his workforce. But despite the
hardships — or maybe because of them
— the dream grew. Borglum’s dream be-
came the dream of every man who
worked on the project. “I put the curl in
Lincoln’s beard, the part in Teddy’s hair,
and the twinkle in Washington’s eye,”
said driller Norman Anderson years later.
“It still gives me a thrill to look at it.”

Kip Piper is the president and founder of
MTC Interactive, which has been devel-
oping commercial web sites since 1994,
making it one of the oldest professional
web design firms in the nation.

S: MTCIA has survived both the dotcom
boom and bust. What’s your secret?
K: Communication. I stay in consis-
tent contact with my customers, pro-
viding them with industry informa-
tion, tips for their Internet success,
and offering them new features and
services. Because of this communica-
tion, when the dotcom busted, all of
my customers knew I was here to
stay—and here to meet their needs. In
turn, they continued to refer me to
their colleagues, which continues to
provide growth for my business dur-
ing the economic slump.

S: What is the most common sales mis-
take in web development?
K: Trying to force the concept of tech-
nology onto a client, instead of first
determining the client’s needs and
then seeing if the service or product
meets their needs. I learned early on,
and with Integrity Selling improved
my presentation, that staying quiet and
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Get some perspective

Looking at my vacation photos, I
think about the lesson of Gutzon
Borglum. When we’re frustrated, when
we’re lost, when we’re uncertain about
the future — so often that’s when oppor-
tunity strikes. But it’s hard to see it if we’re
fixated on failure.

It’s all about perspective. Mt.
Rushmore becomes more impressive with
distance, not less. If we could all step back
from being so focused on our day-to-day
tasks and appreciate the totality of our ac-
complishments — career, family, friends
— I think we’d all feel a lot more re-
freshed, inspired and energized.

I’ll leave you with this parting story.
A man touring a construction site stops
and asks one of the workers what he’s
doing. The guy grunts and says he’s lay-
ing bricks.  The man asks another worker
the same question. He stares and says he’s
making a wall. So the man moves on to a
third worker, who’s whistling and smil-
ing as he works. “So, what are you do-
ing?” the man asks. “I’m building a ca-
thedral,” the worker proudly replies.

Communication the key in technology issues

carefully listening to what solutions the
client needs, I am better prepared to meet
those needs or refer them to someone
who does. Even today, there are still times
when technology is not the answer.

S: In web development, it seems you’re sell-
ing part product, part service. How does
that dynamic affect a sales call?

K: Developing a web site is a very per-
sonal process, even for the largest com-
panies. I work closely with each client
to understand their vision and then I
convert that vision into reality. Each
project is customized for the individual
client needs.

For more information, visit www.mtcia.com or
call (512) 251-3081.
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“Do what you can, with what you
have, where you are.”

— Theodore Roosevelt


