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Why Clean My Own Shrimp? 

 
This may seem like an unlikely headline for a leadership article, yet chances are good that 

you’ve had a situation in business that would relate to this in one way or another.  

 

Have you ever had a circumstance in your career when you felt that you could do a job or task 

better than anyone and that delegating it would be much more difficult and time consuming than 

just doing it yourself? I remember many times when I was working my way up within an 

organization when I felt that way. I knew I was capable of accomplishing whatever was put in 

front of me, and I prided myself on getting things done right the first time. As my responsibilities 

increased, it became more difficult and less efficient or effective to carry that same attitude. 

 

A few weeks ago, I ordered a shrimp cocktail and noticed that some of the shrimp hadn’t been 

completely cleaned, at least not the way I would have cleaned them. It made me think about all 

the times I felt that something hadn’t been done satisfactorily, to my satisfaction any way, and 

wondered what causes some people to do things better, more completely, or at least differently 

than others. I realize that not everyone sees cleaned shrimp the same way. Perhaps if the shrimp 

cleaner doesn’t have to eat the shrimp they’re cleaning, they don’t clean it the same way as they 

might when they clean shrimp for themselves. Or maybe, just maybe, they aren’t as picky about 

their shrimp as others are. So “clean” isn’t always, clean? 

 

In the world of leadership, we are always finding ways to encourage people to do the best job 

possible, to accomplish whatever is in the best interest of not only the company but also the 

customer. Sometimes that requires a balance between the two, but it must never result in a 

dissatisfied customer. So how do you make sure the balance is the best it can be while 

consistently satisfying, or exceeding the customers’ expectations? 

 

There may never be the perfect answer, but I believe we can agree that frequent contact with the 

customers and understanding what they desire and expect is a good start. Sharing that 

information with all who affect the customer experience, even those who may have only 



LEADERSHIP – Karl Zimmer III 
 

©2019 Karl R. Zimmer III RULE® is a Registered Mark All Rights Reserved  

indirectly contact with the customer, is important as well. Once we understand what the customer 

wants and expects, we then make sure that we have a clear definition, one that is repeatable, and 

even obvious, that everyone within our organization fully abides to. 

 

This column is dedicated to sharing experiences, research, and ideas about great leaders, for 

great leaders. Please send your comments, questions, and suggestions. 

 

About:   

 

See IRULEtheWorld.com for Karl’s work with individuals (RULE Your World®) and 

organizations (Profit in Harmony®). 

 

For more information or to schedule Karl Zimmer III for an expert media interview, speaking 

engagement, or other appearance on peer pressure, bullying, or leadership principles,  

contact him at Karl@IRULEtheWorld.com. 

 

Karl Zimmer III is a Speaker and Board Certified Hypnotist. He is Advisory Board Chair for the 

International Center for Intercultural Communications at IUPUI, the former CEO of a leading 

packaging company and founder of a limousine company.  

 

His practice, Zimmer Success Group, is in Plainfield, IN. 
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