Announcer:	Welcome to Human Potential at Work; the show where we explore social impact, inclusion and empowerment of everyone including persons with disabilities. Get ready to be inspired, hear success stories and learn tips and principles that bring out the best in everyone. And now, here is your host and CEO of Ruh Global Impact, Debra Ruh.
Debra Ruh:	Hi everyone. This is Debra Ruh and this is Human Potential at Work. Today, I have a reoccurring guest and Doug Foresta, comes on all the time. He is my producer. He’s my friend. He’s my mentor. He coaches me. He’s just a real gift in my life and I really like the way his brain works. Which is why I often have him on the show.

	And so, today, we want to talk about you know, collaborating with clients. And if you don’t own a business, it’s just collaborating and partnering as opposed to looking at a person or a client and saying you know, “how much money can I make from you?” and sort of forgetting the purpose of why you’re even having conversation, you know. So, welcome Doug.
Doug Foresta:	Well, thank you so much, Debra. And I just want to say that, you don’t have to own a business to really get something out of this because what we’re really talking about is how do you treat other people and the kind of relationship that we have with other people versus like a transactional relationship versus a collaborative relationship, right?
Debra:	Yes. Well said. Well said.
Doug:	And, have you ever been on… have you ever on that side of it where… I mean, I’ve been there when I used to work for companies and we have vendors and I was in charge of deciding vendors. And you know, I’ve been on that other side of what it feels like where somebody treats you like you said, like a meal ticket. You know.
Debra:	Right. Right. Yes.
Doug:	It’s not pleasant.
Debra:	It isn’t. And it’s… yes. Of course. It has happened to me so many times and I… and of course, nobody I think set out to do that but, it sorts of happens. I know, I get hit upon LinkedIn and Facebook constantly with vendors. “do you need some warm leads?”, “do you need LinkedIn leads?”, “Do you need this?”, “Do you need that?” and I know these people are just trying to do their job and make a living and I…
Doug:	Yes.
Debra:	You know, I want to… I used to be a sales person. I still am I guess but…
Doug:	Yes.
Debra:	Years ago, when I first started out. When I was in my 18, 19, 20-year-old and I would cold call businesses and they would hang up on me and they wouldn’t talk to me and…
Doug:	It’s hard work.
Debra:	And I thought, “someday, when I’m in the position to make decisions like that, I’m going to talk to every single person that calls me.” Yes. The gift of youth, right?
Doug:	Sure.
Debra:	So, it’s like, “yes, Debra. You can’t do it. You would do nothing else.”
Doug:	Yes. That’s right.
Debra:	So… but, the reason why I was thinking about this topic was because I was talking to a potential client that we’re talking to and this client is a very… it’s a large global technology company and they are doing a competitive bid. And so, they’re talking to multiple vendors. And so, they reached out to us and they reached out to a couple of others and they came back to me and they said, “your proposal was so different than what we’re getting from the others.”
Doug:	Yes.
Debra:	“It feels like they think we have buckets of gold lying around and they’re like, woohoo! You know.”
Doug:	Yes.
Debra:	And they said, “we didn’t feel… it didn’t feel like a real collaboration. It just felt like they thought they’re going to make a whole bunch of money…”
Doug:	Yes.
Debra:	“and they got us you know…” and so, I was just thinking about the dynamics of that because you know, looking at it from a business lens, we are in business. We do have to make money to stay in business but, at the same time, I never want to, especially these days, I don’t want to just look at a customer and say… or potential customer and it’s like, “oh. I’m going to make so much…”
Doug:	Yes.
Debra:	I want to instead say, “alright…” Especially the kind of work that we do, Doug.
Doug:	Sure.
Debra:	And that we want to make sure they’re really focused on contributing back to society and making a difference in tech for all and tech for good, digital inclusion and also disability inclusion.
Doug:	Yes.
Debra:	Really valuing who individuals are as. We always look at it from three prongs. We look at it from the brand, from the customer perspective and from the employee perspective. That’s the way we look at it. And, I was just thinking about how often we fall in the trap of saying and forgetting that, that client, you know, that they also are trying to get their work done and…
Doug:	That’s right.
Debra:	They’re not just always about a price tag and about business at all expense. You know, sort of that thing.
Doug:	Yes. It’s interesting. You know, I was thinking… as you said that, I thought of… it’s like when, not to have a stereotype here but, a woman who walks in a bar and a guy goes, “hey. can I get you a drink?” he’s not actually concerned that she’s really thirsty. You know what I mean?
Debra:	That’s right.
Doug:	It doesn’t…
Debra:	Why is he concerned about what I would drink today?
Doug:	Yes. He just wants to make sure that I’m not parch, you know. So…
Debra:	Good analogy.
Doug:	There’s a… I think so much of it is the energy which we approach people.
Debra:	Yes.
Doug:	And it’s that piece about you know, how can I serve or you know, what can I give versus what can I get. Right?
Debra:	Well said. Well said. Yes.
Doug:	And when people feel that energy of like I’m trying to get something from you, it feels about as good as being hit on a bar you know by some creepy dude.
Debra:	Right. And you know, I think it’s such an excellent point. Which is why I always like talking to you. People can tell the energy.
Doug:	Right.
Debra:	Whether we accept it or not…
Doug:	Yes.
Debra:	We’re energetic beings…
Doug:	Yes.
Debra:	We’re in an energetic world…
Doug:	Yes.
Debra:	And people know. They can tell. They can tell.
Doug:	I know.
Debra:	They might not completely understand what they’re getting from you…
Doug:	Yes.
Debra:	But they can tell immediately. They can tell immediately. And I’m always fascinated by that because… so, what we try… what we try to do is we try to really analyze what do they need and what does… how will our… how would our community benefit from it?
Doug:	Right.
Debra:	Not benefit at the expense of them but benefit from the innovation of them…
Doug:	No. It’s a win-win, right?
Debra:	The creativity…
Doug:	It’s a win-win. Yes.
Debra:	Right. Right. Yes.
Doug:	You know, it’s funny, it reminds me when you say that is… you know, the people who listen to the show will know I have two daughters and they’re almost three and two now. I’d say two and one but they’re in a couple of months, they’re going to be three and two. And now, they’ll come up to me and especially my almost three-year-old and she go, “hi daddy.” You know and give you this… you know, bat her eyes. You know, “what’s going on?”, “I love you daddy. Can you open these cookies for me?”
Debra:	That’s right. Right. Right. Because she knows, Daddy.
Doug:	Yes. Yes.
Debra:	Yes.
Doug:	Exactly. You know like, “what do you want, sweetheart?”
Debra:	That’s right. Because I know you want something. I know. it is really interesting and it’s like… and I don’t think we realize how much we do this.
Doug:	Yes. That’s what I mean.
Debra:	You know, we do it all the time. You know, we do it all the time and they notice and the comment I got back. I got an email this morning from that particular… you know, they’re not a customer yet but, we hope they will be but, they… but also, could I be happy for the customer even if they don’t pick us and they pick another vendor? I always try to. I always say, “you know, is there anything we can learn?”, “can we do better?”
Doug:	Right.
Debra:	And regardless, good luck. And if there’s any way we can help you going forward. You know, even if you have questions about who you selected.
Doug:	Right.
Debra:	Instead of being mad at them.
Doug:	Exactly.
Debra:	“How dare you pick somebody else.” And “nothing you…” of course, we are disappointed and stuff sometimes but, if you can just really be happy for them regardless. I think it’s good.
Doug:	And you never know when it’s going to come back. I mean, you could…
Debra:	That’s what we always found.
Doug:	Right. I mean, it shouldn’t be a one time thing. I mean, we should be trying to create long-term relationships that are sustainable.
Debra:	Right.
Doug:	I always think it’s a red flag when someone’s just constantly churning out you know the companies or clients or customers that they work with. Like, to me that’s a red flag. It’s like, why are you constantly… you know, why are people not working with you for a long periods of time? You know.
Debra:	Right.
Doug:	Unless what you’re selling or what you’re offering is that’s the nature of it. The most part if it’s a service. You know, why are people moving on from you so quickly? And…
Debra:	Yes.
Doug:	You know, yes, if you’re really sour about like you didn’t get a bid or something, you don’t know. Maybe you would have gotten the next one but, you certainly not going to now, right?
Debra:	Right. Right. I remember one… I won’t say the company’s name. Even though they’re great company but, they’re a global bank and they came to us and they ask us to do a project for them and worked really hard. You know, we work hard on this.
Doug:	Yes.
Debra:	You know and presented it and they selected another vendor. And I came back to them and I said, and I meant it, you know, really meant it, you know, “good luck. I hope it all works out.”
Doug:	Yes.
Debra:	You know, “is there any feedback you can give us to you know, that might have helped?” but you know, really seeking to understand. And the guy came back and he really surprised me and he said, “you…” he said, “what you presented was so different from what we were thinking and we loved it.” and he said, “even though we went in this little different direction…” and it really was logical what they did. They were… they needed somebody to help turn up the marketing and the social media… socialize…
Doug:	Yes.
Debra:	This project they were doing and what they chose to do instead of working with us because we’re more of a global, national big. We’re going to turn that volume up…
Doug:	They went with like a more local regional…
Debra:	A very local.
Doug:	Yes.
Debra:	Very specific local.
Doug:	Yes.
Debra:	And by the way, it really did make sense when he explained it but he said, “this was so hard for us because we loved what you were offering. But we thought it might make more sense for us to start with this other and then expand.” And about let’s say about a year and a half later, they came back to us.
Doug:	Right. Exactly.
Debra:	And they said, “hey. Debra.”
Doug:	That’s right.
Debra:	Because sometimes, you aren’t the right vendor.
Doug:	That’s right.
Debra:	It’s not even personal. It’s because it was somebody else’s turn. I always like to think that too. If it’s mine… when I get myself all wrapped up about…
Doug:	Yes.
Debra:	Oh. if we don’t this or we don’t that. And it’s like, okay. Truly, if it really does belong to you; it’s going to come to you.
Doug:	That’s right.
Debra:	So, don’t focus on the outcome. Focus on just doing the very best that you can do. And we always try to make sure that our proposals for example have a lot of good content that no matter what they do; it will get them to think in ways that I think benefit the community for example that I care about. You know, a lot of these are disability inclusion type things. And I think we need to stop focusing on… often, I think we focus on the wrong things.
Doug:	Definitely.
Debra:	In our field, a customer will come to us and they’ll say, “oh. We have this great service and we want you to socialize it and really turn the volume up.” And I’ll say, “okay. Is that service accessible to the community of people with disabilities?” “oh. well…” and it’s like, “well. you don’t want us to turn up the volume for you if you’re not accessible because we’re actually going to put you more at risk.”
Doug:	Right. Right. That could backfire. Yes. Exactly.
Debra:	Yes. Yes. So, I’m not saying that we don’t want to work with you because we do. And that’s one reason why we offer accessibility and client services because you don’t want to go out there and brag about how much you care about inclusion and your website is not accessible or your services and products are not accessible. And there’s a lot of wonderful vendors out there besides us that could do it too but, I have to care enough about the customer to also protect the customer.
Doug:	Right. Right. I really want your best interest. I’m not just trying… and that goes back to the give and get thing. Like, I’m really trying to collaborate with you. I’m really trying to offer you something. I want to… you know, I want your best interest at heart. I’m not just trying to get… I’m not just trying to get something from you or extract something from you.
Debra:	Yes.
Doug:	I don’t think that model works at all except in a very short-term.
Debra:	Yes.
Doug:	It really works best for con artist you know, if you think about it.
Debra:	I know. I know.
Doug:	Or robbers, right? like, I’m going to take your wallet and leave.
Debra:	Right.
Doug:	And I don’t really care because I’m not coming back. So…
Debra:	Right. That’s so funny. And also, I want to just be transparent and say, it’s not that I don’t get super disappointed when we lose.
Doug:	Right.
Debra:	And I don’t…
Doug:	Exactly.
Debra:	I have to work with my feelings…
Doug:	We’re human beings and…
Debra:	Right.
Doug:	Yes. Of course.
Debra:	So, sometimes, it’s like, you know.
Doug:	Yes.
Debra:	And this particular vendor I’m talking to. When they told me they were talking to other people I was like, “oh.”
Doug:	Yes.
Debra:	But then, I… so, I’m human.
Doug:	Yes.
Debra:	I’m human and have to have talks with myself and say, “really? Well, I thought…” you know. I’m not saying this always comes naturally but, I do know that one thing that I found that when I’m dealing with clients or when I’m dealing with individuals or dealing with things that are very important to me or to them, I try to be in the right frame of mind so that I can bring my best self to the conversation.
Doug:	Yes.
Debra:	And sometimes, that best self is you know, a little sick. A little tired. A little overwhelmed. You know what I mean? I just think if we try to do the right thing. We try and look at these… you know, look at the… almost… and I think, sometimes, we forget this in the business world. Especially if you’re a company like ours in that we’re trying to make a difference in a lot of different areas. With social good, disability inclusion, tech for all, all of those things.

	You know, Doug, you and I have had many conversations about what makes a corporation good. And I’ve actually written a blog about it. And I haven’t published it because I can tell it’s not there yet. It’s not what I want to say so, I keep tweaking at it. but you know, some of the customers that we work with, some of them are… they’re gigantic and some of them sometimes are getting attacked in the press for all kind of different reasons. Whether or not they’re valid or not, blah.

	You know, that’s a whole different story but, at the same time, we want to have conversations with you know, corporations that truly want to have more positive impact in the world. And even if somewhere else in the organization; they you know, didn’t handle a sexual abuse case properly. Or they’re accused of this or that. It’s just… it’s very interesting dynamics you know.

	You know, what makes… can we say that all … that a corporation that has done something; everybody that works for them is bad and they’re an evil corporation? And…
Doug:	Yes.
Debra:	Are they or…
Doug:	Exactly.
Debra:	Right. Right. It’s tough.
Doug:	Yes. Corporations are just made of people, right? And just like… I think, what has happened is that, this is a show for another time but, you know, some of the laws about some of the things perhaps that we’re giving corporations has been problematic. But, corporations themselves are just made of people and people are complex you know.
Debra:	They are. They are. And you know, there are… there’s very few brands that I would hesitate to work for. There’s two and I’m not going to name them that…
Doug:	I was going to say. Yes. Exactly.
Debra:	Well, because I don’t believe in shaming corporations.
Doug:	Right.
Debra:	Or people. I just don’t. I don’t know… I don’t think that’s very helpful and there’s so many other that are happy to do that. So, that’s just not the game I’ll play.
Doug:	Right. We can leave it to them.
Debra:	Yes. But there are… I can think of two just because I’ve been thinking about the topic a lot that I think I would really struggle to work with because I just think that they’re doing things that are not positive for people and for the planet. And then there’s others that we’ve worked with that have… and I’ll… I’ll just give an example of an amazing brand that by the way is not a customer you know but, we’d love to have them. Johnson & Johnson are wonderful…
Doug:	Yes.
Debra:	Brand. And Johnson & Johnson have done so many things right. And I think you know, your daughters, No More Tears. I mean, that’s the shampoo I used when my kids were little…
Doug:	Sure. Sure.
Debra:	And they have so many products and they’re such a great company but, they also got in big trouble with the opioid crisis and they got a very…
Doug:	Right.
Debra:	Large lawsuit and they you know fine place against them.
Doug:	Yes.
Debra:	So, does that mean that Johnson & Johnson is a bad corporation? Are they bad? You know. Or you know, where mistakes made you know.
Doug:	Right.
Debra:	And I’m not here to defend that one way or the other but, I’m just saying that like you said, it’s complex.
Doug:	It’s complex. Yes.
Debra:	It’s complex. And I was talking to a woman the other day and she was… we were at this dinner party and the woman said her dad work for Philip Morris and Philip Morris is you know…
Doug:	That was one of the companies I was thinking of when you said… yes. Sure.
Debra:	Any way…
Doug:	That’s a complex company.  Right.
Debra:	Right. So, but she was saying that her dad works there and she realized that where her dad works. They made cigarettes and people are dying. And so, she started really harassing her dad and she would come home and she would say, “I’m so ashamed of you dad.”

	She was telling me about this and I was thinking from the perspective of her dad. And I thought, that must have broke his heart because what he’s trying to do is make sure his daughter has clothes on her back and she has food…
Doug:	Right.
Debra:	And she has electricity and she has…
Doug:	Right.
Debra:	Her home and she has the car you know that takes her to work. And I understand she’s like, as a teen ager, “oh. Dad.” And I’m not even saying that’s not a valid response but, I just couldn’t help the…
Doug:	But there’s more to it. Right. There are more things to it…
Debra:	Yes. I felt very empathetic for her father.
Doug:	Absolutely. Yes.
Debra:	And she’s an adult now. She’s in her… I think she’s in her mid-20s or something. And as she was telling the story, I was thinking, how has that changed. And she said, “And I’m still mad at my dad.” And I thought, “okay. Well. That answers it.” And I’m not defending you know, her dad’s corporation.
Doug:	No. But I mean…
Debra:	But I felt…
Doug:	I think…
Debra:	I felt empathetic for her dad.
Doug:	Of course.
Debra:	But I also was listening to her and I was… I was not judging her for doing that. I just couldn’t help but put myself in her father’s position and think, I understand. And you know, you think…
Doug:	Yes.
Debra:	“Well. Yes but, he shouldn’t work there. Go get another job.”
Doug:	Yes.
Debra:	But you know, it’s not always that simple.
Doug:	Right. No. We know it’s not. And you know, you bring up… you remind me of a point which is when we talk about how can we collaborate with our clients to realize that just like relationships; you know, we’re not for everyone and everyone is not for us. Right?
Debra:	Right.
Doug:	So, just because let’s say, we may pass on working with someone because it’s not the right fit for us; it doesn’t mean we have to demonize or vilify them.
Debra:	Right.
Doug:	Because it wasn’t the right fit for us.
Debra:	Yes. And I agree. And I remember this one project that we were asked to bid on and they selected another vendor. The vendor they selected for this particular project; she was really good. She’s really good. And I got aggravated with the client but, this is why I got aggravated with them. I didn’t get aggravated with them because they pick somebody that is really good. I got aggravated because they didn’t tell us.
Doug:	Got it.
Debra:	And so, we sort of tripped across finding it and I…
Doug:	Yes.
Debra:	I felt just like, you can’t even give me the curtesy of telling me you went in the different direction. Why? Were you afraid I was going to be mean? I’m going to get on social media and… that I thought was short sighted and how I found…

	You know, I found out because she told me that and I was like, “well, you know what, I think you’re amazing and so, I think they’re a smart people for doing that.” But then, that client came and said… or that company came and they said, “oh. by the way, will you do me these other favors?” and I said, “well…” and I knew they selected somebody else but, I’m like, “well, I would have…” because I give them…
Doug:	Right.
Debra:	A lot of good content.
Doug:	Right.
Debra:	And I said, “by the way. You know, you didn’t say anything.”
Doug:	Yes.
Debra:	And they… so, I think it’s got to go both ways.
Doug:	I was just going to say, that’s the other side of it. You can’t… you know, prospects and customers can’t also just be transactional with us. Right?
Debra:	Right.
Doug:	We want to have that win-win. We want to have that relationship. So, that’s right. It’s not… it works both sides you know. We certainly…

	You know, I hate it personally when you know… and I know… I think it’s happening less, Debra but, over the years, I see people come to you and like, “I just want to pick your brain.” You know, brands or…
Debra:	Oh. Yes.
Doug:	“I just want to pick your brain.” And it’s like, would you go to the doctor and you expect to go for free and be like, “you know, I just want you to look at my arm for a second. Just a moment.”
Debra:	Right.
Doug:	Right? Well, that’s what I do. I get paid for that you know.
Debra:	That’s right. And I do that all day long.
Doug:	And I do that all day long. Right. And you obviously know I’m good at it because you’re asking me to do it.
Debra:	Right. And you know what, I think because we have talked about this on air so much; I’m not getting it as much. And it’s funny it happened this morning but, the way it happened, it was a very natural thing. So, actually, one of our clients came to us and they were asking us about this other… they were asking me questions and as I answer them, I realized that they really did not need us.
Doug:	Yes.
Debra:	They just really did not need us. And so, I’d said, “okay. This is what you need to do. And then do this. And then do this.”
Doug:	Yes.
Debra:	And they’re like, “alright. And then, maybe we’ll come back.” And I said, “maybe you will come back.” I said but, “I bet you won’t because I don’t think you’re going to need us.”
Doug:	Right. But, that’s okay, right? That’s okay. That came out of a natural conversation. Yes.
Debra:	Right. It is okay. It was just… it was a natural thing and it’s… but, I’m finding that people aren’t doing that as much and I think…
Doug:	I know. I do think… I do think that those conversations are helping.
Debra:	Only because I’m always… I always want to help but, outside the company to run, I have amazing employees. Most of them that have disabilities themselves and I’m very proud that they are.
Doug:	Yes.
Debra:	Speaking of being proud of somebody, LaMondre Pough is you know, our chief sustainability officer and…
Doug:	Yes.
Debra:	He’s a person with a disability and he did a little moment of impact. We’re going to do a series of moment of impact. His idea. And I had said to him one time and I knew exactly how I meant it and I had said, “you know, LaMondre, I don’t even see your disability.” And I understood what I meant. And what I mean is, I don’t see disability. I see him as a complex individual.
Doug:	Sure.
Debra:	You know and there’s so many moving parts.
Doug:	Yes.
Debra:	But he addresses that on the moment of impact.
Doug:	Right.
Debra:	And he says, and he explains to me what those comments even though he knows they’re very well-intended…
Doug:	Yes.
Debra:	Accidentally can mean to him. And so, “I do have a visible disability. I am a man. I am African American.”
Doug:	Right.
Debra:	“I am southern in the United States.”
Doug:	Yes.
Debra:	“I’m all these things and this is what makes me up as a whole.” And he’s like, “but, I wouldn’t want you to be insulted because you’re one of the people that have said to me before ‘I don’t even see the disability.’” And I said…
Doug:	But, it’s good for us to learn, right?
Debra:	Right.
Doug:	It’s good for us to hear that feedback.
Debra:	Exactly. That’s what I said. I said, “no. But, I appreciate the perspective because that isn’t the way I meant it but I understand what you’re saying. And I think, we really need to have these conversations.” And so, you know, it’s like, that’s a really valid point you know.
Doug:	Yes.
Debra:	So, I just think it always goes back to honoring the people we’re dealing with and appreciating what they’re having to go through. No matter what situation it is, right? Whether it’s a you know, how can we be a better collaborator and partner to a client all the way down to an individual…
Doug:	That’s right.
Debra:	Or multiple relationships. And can you… can you have the empathy to see where they’re coming from and that maybe where they’re coming from is very complex.
Doug:	That’s right.
Debra:	And we don’t always have you know, the authority to do everything we want to do. You know, sometimes… I’ve been in situations where you know, we ourselves are deciding a vendor and part of the team felt we should go one way and part of the team thought we should go in another way and then you just collaborate and you figure it out. And you know, maybe your side isn’t picked but, it doesn’t mean that what we decided to do is wrong. It just means it’s different.

	And so, I think honoring that as well and trying to remember at the end of the day, what are we here for? What are we trying to accomplish? What are the goals? And the goals can’t… it just can’t always be about bottom line is only about money. And I think that has gotten us in trouble in society over and over and over and over again.

	And so, tell me what you stand for. You know, tell me who you are. Tell me how I can contribute. Tell us how we can partner. How we can collaborate. Your win is my win as you were saying earlier. I just think we need to keep evolving as species and the way we do it Doug, is by digging into it. You know…
Doug:	Yes.
Debra:	When I say, “I don’t see your disability” and I mean it as you know, as a compliment.
Doug:	Right.
Debra:	But, wait a minute, Debra, but you don’t see…
Doug:	You don’t see it but, I live it. Right.
Debra:	And I… that is who I am.
Doug:	Right.
Debra:	That’s part of my identity.
Doug:	Right.
Debra:	And that’s like, “oh. that’s a really good point.” Because… I guess, “I don’t see it as a deficit” is really the correct way to say it. Right? When I look at LaMondre, I do not see…
Doug:	Right.
Debra:	His disability as a deficit as a colleague. I just don’t.
Doug:	Right. And there’s a difference. I think that’s the difference. I don’t see your disability as… I don’t see you as less than because… what you’re really trying to say is…
Debra:	Right.
Doug:	I don’t see you as less than because of your disability.
Debra:	Yes. Yes.
Doug:	You know. And…
Debra:	And do we have to drive in those nuances? I think we do, Doug.
Doug:	I think we do. I think we do, yes.
Debra:	I think we do. And so, once again, you know, just staying on this specific topic…
Doug:	Yes.
Debra:	If you are you know, a vendor and you’re working with the client like we do at Ruh Global Impact…
Doug:	Yes.
Debra:	You know, can you have the guts and the empathy to really truly care about what your potential clients are going to get out from the relationship they have with you…
Doug:	That’s right.
Debra:	Even if in the end they choose different path. It doesn’t mean they’re wrong. It just means that you know, sometimes, it’s just a part of the walk, you know.
Doug:	Yes.
Debra:	And who knows where it’s going to take you in the end? But I think these conversations about empathy and who are we and what does that mean and how is the world changing and how are these disruptions changing everything; it’s fascinating. And I’ll tell you something else. We talk a lot about artificial intelligence and the lack of data sets and…
Doug:	Yes.
Debra:	Are we all going to… you know, on the show.
Doug:	Yes.
Debra:	But, I am finding that you know, before you can have some of those rich, deep conversations, you almost have to back it up and say, are we having the conversations that are the most impactful to society by… you know, is that the most impactful conversation or is a climate action the most powerful impact?
Doug:	Right.
Debra:	Especially at the time where we’re seeing major, major crisis because of…
Doug:	Yes.
Debra:	The issues we’re seeing in the world. So, it’s… I think all the… all of these conversations tie together. And I think deciding that all corporations are bad or you’re a big corporation so I’m going to triple charge you because I know you got tons of money when instead… to me, that’s not being a good partner.
Doug:	I agree. I agree, Debra. It’s being less transactional and being more…
Debra:	Yes.
Doug:	And with that, I just want to give my PayPal number if people want to send…
Debra:	That’s right.
Doug:	No. I agree.
Debra:	That is true and that’s a good way of saying it. Less transactional and more really, really concerned about, is this a win for everybody?
Doug:	Yes.
Debra:	Is this a win for everybody including the community that I love and support? So, I appreciate you having this conversation with me today…
Doug:	I do, Debra.
Debra:	Because I think it’s something that we need to approach in every single relationship we have. Whether you’re a business owner, whether you’re a vendor, whether you’re a you know, a subcontractor in this new gig economy; I think, we have to really rethink what it means to support each other and to applaud and to understand each other. You know, all these intersectionality’s are very important topic so…
Doug:	I agree.
Debra:	Thank you. Thank you for being on the show today.
Doug:	Thank you Debra. It’s always a pleasure.
Debra:	I agree. Thanks everyone.
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