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Little brown book for success
Author Kagay releases guide for getting first jobs, improving customer service
By Ken Esten Cooke

Standard-Radio Post editor

Author Greg Kagay’s
plain, brown cover stock
on his new book may lack
flash, but the advice within is priceless for young
people and work veterans,
alike.
“Success spoken here:
A Young Person’s Guide
to the Customer-Facing
Workplace” was published
by Kagay, a 20-year resident of Fredericksburg
and retired Wall Street
analyst. He hopes his
book will be a guide to
help people and tourismdependent Fredericksburg
to succeed.
“Some of this came
from frustration of visiting many businesses, particularly small businesses
where you may observe a
lack of training,” Kagay
said. “But that can translate (to customers) into a
lack of friendliness or humanity.”
The book is divided into
two parts — First-Job
Success and Hospitality
Spoken Here. The first, of
course, includes simple
tips such as how appearance, attitude and other
helpful hints, while the
second focuses on reminders for longtime employees
about customer service.
It is geared toward high
school students, but also
to parents of high schoolers, and the small business
owner or manager who
may need a refresher.
The book is divided into
easily digestible chapters, from “Get a Job!” to
a primer that gets young
workers to look outside
themselves, such as “Why
Do Companies Succeed?”
He offers tips on improving verbal communication to sometimes-shy job
seekers.
There are also some “basics” such as “Countdown
to Day One,” which focuses on asking others for
help, presenting a decent
wardrobe and grooming,
as well as making sure the
job seeker doesn’t have car
trouble the day of an interview.

Author Greg Kagay, a former Wall Street analyst, now resides in Gillespie County. He has
penned a book geared to teens seeking their first job experience, but also with material for
veterans who may need to brush up on customer service. — Submitted photo

Background
The author shares his
own experiences of job
hunting. He did a stint as
a dishwasher at a barbecue
restaurant, which taught
him the responsibility of
showing up. Another teenyears job at Baskin-Robbins ice cream shop had
him working the counter
and learning how to interact with customers.
During those first two
jobs, he saved up for a
BMX bicycle, a hobby he
loved. While slowly getting
to know the bicycle shop
owner, he worked his way
into a paid apprenticeship
in this industry he loved.
He learned that each customer had unique needs,
and he was expected to
find solutions. “Consequently, my passions and
talents were finally in
demand,” he wrote. “I
strove to make the most
of them.”
While working his
way through college, he
advanced into the corporate office of what

was, at the time, the largest chain of bicycle shops
in the country.
The lesson was for job
seekers to find something
they are passionate about
or at least interested in.
“If you have a child who
has a real passion for something like playing guitars
or knitting, then maybe
instead of selling pizza, get
them to surround themselves with their passion,”
Kagay said.
That’s where some guidance from the parents, often lacking, is valuable, he
said. And he suggests parents of teens read this little
brown book, as well.
Wall Street
Kagay then moved on to
the big leagues and job on
Wall Street, working from
St. Louis, Detroit and then,
New York City.
He worked as an equities research analyst with
his primary focus being on
the automotive industry.
He covered the Big Three
automakers, along with

European manufacturers,
along with mainstay suppliers, like Goodyear and
others.
“It was a pretty high
pressure business, especially for an introvert like
me,” he said. “But it’s just
a terrific business, and it
gave me terrific exposure.
And they paid me to observe companies and write
about them. I think you
can see the parallel to ultimately writing this book.”
Kagay is still observing, and he wants to offer
constructive advice to this
small town that is quickly
becoming a stop for sophisticated global travelers.
Job market
Kagay
acknowledges
non-perfect timing for
launching this book when
“headlines like I’ve never
seen in The Wall Street
Journal about how easy it
is to get a job.”
He definitely believes in
the dignity of work. But he
wants service to drive one’s

work ethic.
That’s where Part II of
the book comes into play,
the one geared toward
those who have been in the
workforce far longer than
teens.
Fredericksburg and Gillespie County bring more
than 1.5 million visitors
annually, and some of
those are used to top-tier
retail experiences. He
wants teens and adult
workers to realize they are
a cog in a wheel that keeps
this local economy humming.
“Part II gets back to
cordiality and connection
and mindfulness, or being
present,” Kagay said. He
said young servers can’t
spent all their time looking
at screens instead of looking their customers in the
eye.
He relayed one experience shopping at a Create & Barrel, and a young
employee who was conversational just based on
the area code he gave her.
“That was a great way to
engage,” he said.
He also addresses simple
things, such as never making the customer repeat
themselves or simple environmental things like the
music being too loud, as he
experienced here.
As business moves more
online, he suggests employees help their customers by
offering gift wrapping or
shipping of packages.
“I was at a store yesterday and bought a somewhat fragile thing for my
fiancé,” Kagay said. “They
had packing paper, but
they did not have boxes.
But the young woman
scrounged for a box and
found something that was
a very good size. It’s going
that extra mile.”
Online
Kagay is selling the book
himself for now, hoping to
get it picked up by retailers. But his website, www.
successspokenhere.com,
makes it easy to purchase,
and it also gives access to
several free downloads,
including other papers he
has written. Those include
a readiness quiz, an interview with a young person
looking for work.
He suggests parents and
teens work together and
learn how to manage their
time.

▶

Who is the book for? High school students, parents of high school students, customer-facing employees of all ages,
small business managers and small business owners.

▶

Where can the book be purchased? Purchase the book for $20 online at https://www.successspokenhere.com.
Kagay hopes to soon get it placed with larger retailers and on Amazon.com.

Try not to let
raw emotion
guide decisions

R

ecently, I’ve had to
made some big decisions. One that I
know I got right. And one,
maybe not entirely wrong,
but probably harder than it
needed to be.
Decisions are a curious
thing. Some people agonize
over making even the smallest choices. I am not one of
those people. Because when
you think about it, many of
the decisions we make have
very little consequence in
the grand scheme of things.
And virtually all can be
amended, although it may
take some time, money or
setting aside our own ego to
fix.
I believe some of the hardship we face in making decisions is giving ourselves too
many options. A few years
ago, I went to an upscale department store to purchase
a dress for a formal occasion. I quickly selected one,
which fit nicely.
While trying it on, the
salesperson had selected a
half dozen more gowns for
me to try. When I politely
declined, she asked, “But
what if you like one of these
better?” I told her I would
never know and left the
store with my undisputed
favorite.
I bought the first (and
only) vehicle I test drove
four out of the five times in
life I have made such a purchase. That fifth time? My
dear car dealer friend insisted I look around. I bought
the first one, again.
It’s easy to be a little willy-nilly in buying a dress
or even a car. But there
are decisions that require
thoughtful and comprehensive consideration. Especially those we know will affect
others. When faced with
these types of decisions, I
find it best to first take the
time to define the problem
to be solved. This gives me a
benchmark to compare options against.
Next, I believe objectivity
is best achieved by assembling as much data as possible and layering that data
to discern the decision most
likely yielding the desired
outcome.
I still like to take out a big
sheet of paper, draw a line
down the center and start
scribbling pros and cons. I
may rearrange the lists, color code items or add sticky
notes with extra detail. It
probably looks a little silly if
anyone else were to look, but
as a visual learner, it helps
me to compare information
in a way that makes sense
to me. And I can sleep on it
and come back to the same
place with fresh eyes.
That decision I might have
gotten wrong? Blame it on
my pesky friend, Emotion.
Aside from pure matters
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