
The Upside Within Reach: The Idea and the Book 
by Drew Morris 

What’s the Book About? 

It’s a guidebook for creating a prosperous business. It helps those running it figure out how they 

can do that and hones their ability to create outsize results from then on. 

The Book’s Core Idea 

A business’s prosperity often hides in the 

gaps between what it does now, and 

what it could do, in 13 different areas, 

like whether customers will keep buying 

forever, and advertising that creates the 

highest possible sales. The business’s 

upside (its results potential) is just 

sitting, mostly unnoticed, in those gaps, 

as shown in the partial Upside Map at 

right. The book and its downloadable 

tools help readers find and deliver on 

the most promising and realistic elements of its upside in their unique businesses. 

How Do You Know That This Approach Works? 

Simply, the approach is to find all of the upside potential in the business and to figure out the 

most promising and practical things to tackle. If the reader does that, yes, it works. 

Two examples: 

1. Our approach to boosting profits and growing revenue determined the fates of two Fortune 

200 CEOs. (We didn’t work with either of them; it’s about what they did.) 

 One used it, and became a hero. 

 The other didn’t, and was replaced. 

The whole story, from the book’s introduction, is at theupsidewithinreach.com/two-ceos/. 

2. The talented general manager of his company’s $22 million US division worked through the 

approach with us. He discovered that he could create a new unit in his company whose role 

was creating more products like his current hits. He didn’t have such a unit and hadn’t 

thought of doing so. 

https://theupsidewithinreach.com/two-ceos/


Together with the other opportunities he uncovered, he estimated that over 3 years, he could 

get to revenue growth of 44.5% a year, up from 30%; increase profits from $3.2 to $7.7 

million; and boost his operating margin from 16 to 23%. 

His closing comment: “Now I have a map!” 

The Chapters 

The book’s chapters, each incorporating the wisdom of experts on the topic, include: 

• Creating zealous customers. 

• Honing a value proposition, so more people buy. 

• Raising a brand’s emotional power to attract sales. 

• Crafting ads that create I want that! 

• Pricing perspectives that capture an entire market. 

• Deftly managing costs. 

• Detecting and seizing opportunities. 

• Finding growing, hungry markets. 

• Sculpting powerful business designs. 

• Product and service design: creating “hit records.” 

• Innovative solutions to worthy problems. 

• Key management practices for boosting results. 

Working through the chapters above will surface a variety of things the reader could do to boost 

results. Very likely, there will be too many to pursue. It makes more sense to work on those few 

that will produce the best-possible improvement in results.  

So to narrow the choices, in the closing chapters, we introduce a new decision approach, insight-

based management. It’s built into an included, downloadable, Excel tool, Let’s See, that helps 

the reader choose the most lucrative and realistic of these potential improvements, and form 

their choices into a prosperity design—what they’ll work on, when. 

The outcomes: better financial results, a business that’s worth more, and a reader who now has 

a way to find and deliver those better results, time and again. 

The next few pages show the print-book’s jacket, followed by its backstory, the author’s bio, and 

how to get a copy. 

https://tinyurl.com/UpsideBook
https://theupsidewithinreach.com/contact-us/
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How the Book Came About…  

I started my first company more than 30 years ago. At first, it was easy, fun, and we were 

making money. Then along came powerful buyers, and a lot of competitors, some offshore. And 

the business design was, well, commodity. 

So, I went looking for a more powerful design, and ways to create much higher financial results. 

After a lot of searching through the business literature, I found myself frustrated that an overall 

way to improve results had not already been created or practiced. I decided to make one. 

The goal was to provide an honest, teachable way to increase results and create prosperous 

businesses. It also involved assembling, in one place, as much of the available wisdom about 

boosting results as I could. This book is the result of that effort, over the past 26 years. 

Author Bio 

I founded a mid-size consulting firm and sold it to a public company after serving as its CEO for 

22 years. 

Next, I started Great Numbers! LLC, which teaches executives how to find the best ways to 

increase their results. In that role, I was invited by Chief Executive magazine to lead a CEO 

Roundtable on leveraging assets like brands and patents, and to co-create the Wealth Creation 

Index it published annually from 2008 to 2015. 

I earned a PhD in Systems Engineering from what is now NYU’s Tandon School of Engineering, 

with a concentration in optimization (getting the best-possible outcomes). 

Getting the Book 

A no-strings sample of the book is available on its website, theupsidewithinreach.com. The 

complete print and ebook versions of The Upside Within Reach are available from major book 

retailers.  

We’ll welcome readers interested in becoming part of the results-improvement community that 

we’re creating. 

https://greatnumbers.com/
https://theupsidewithinreach.com/

