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Priyanka Tomar  

Reflection Activities Blog 2 

RAB 2.1: Kris Olsen’s presentation was very educational and I learned many tips that I can apply to my business journey. 

Olsen made an interesting point about the unknown future of parking lots and garage spaces if driverless cars become 

more common. His point demonstrates a lesson that entrepreneurs need to be able to think strategically to follow trends 

that are going on the world.  For example, he compared Kodak and Canon to support this. Canon was able to adapt and 

modernize its brand to a digital camera company while Kodak stayed with film. Canon ended up being successful since 

they predicted market trends and consumer demands while Kodak went out of business. My other major takeaway from 

Olsen’s presentation was the advice he gave at the end. He emphasized 5 main tips: managing time, staying focused, 

staying connected, finding your talents, and living in the moment. I especially connected to his point of finding one talent 

and doing it excellently. Olsen used the analogy of a baseball player to support his claim that to be successful, a person 

does not need to be good at everything. Instead, if they find one talent and become exceptionally good at it, they will be 

set up for success. In my journey, both business and life related, I will stop trying to focus on doing everything, and as a 

result doing things mediocrely, but instead find few passions. I am very grateful I had the opportunity to be present in Kris 

Olsen’s presentation and will use many takeaways on my journey. 

 

RAB 2.2: Robert Frisch’s journey to create Firelight Camps was captivating, and he embedded many lessons that I can 

apply to my business journey moving forward. One of my main takeaways from his presentation was the importance of 

trying new things to find your passions. For example, Frisch tried teaching in a high school, but after 2 years he realized 

the profession wasn’t for him. However, if had never tried, he wouldn’t have figured this out. I will remember this 

concept and be more daring and embrace experimenting in my business journey. Even if something doesn’t work out, it’s 

a lesson. Failure helps a person grow to ultimately have success. My second major takeaway from Frisch’s presentation is 

the importance of seizing opportunities. While Frisch was in Nicaragua, he realized there was a high demand for hotels 

and land was cheap. He didn’t wait for someone else to build a hotel, but instead he took the opportunity. This is 

something I definitely need to work on. I am in the mindset in which I see a problem, and sometimes even a great 

solution, but I immediately wonder why no one has implemented it yet. I want to challenge myself to be the person who 

takes initiative instead of wondering why no one else has done anything. I am glad Frisch has been a part of my business 

journey since his presentation had many takeaways and lessons I will remember as I continue my career in business.   

 

RAB 2.3: Skyping Ambassador Aas was a great educational opportunity that taught me many skills. Before his 

presentation, I knew very little about Norway, but through skyping Ambassador Aas, I gained a unique perspective of the 

country. For example, I viewed socialist countries as unconducive environments for innovation due to the American 

perspective that socialism decreases motivation. However, Ambassador Aas shared a new perspective that Norwegian’s 

have the ability to switch jobs and explore new passions as a result of the socialist structure. This taught me the lesson that 

there are many sides to a story or topic and I should work on being open to new perspectives that differ from my own. 

Skyping Ambassador Aas also helped me learn skills for online conference calls. I learned many lessons such as the 

importance of looking into the camera, speaking slowly and clearly, and being prepared for technical difficulties. I’m glad 

I had the opportunity to talk to Ambassador Aas.  

 

RAB 2.4a: I am choosing to make my portfolio through Wix since I am relatively familiar with the site and it has many 

technical support resources. I am currently creating my website for Smiles for Smiles through using Wix, and that has 

helped me play around and familiarize myself with the software. I know the basics of how to use Wix, however if I have 

any questions, the site has a fantastic support system in place. Wix has a large collection of short articles answering 

almost all questions I can see myself having as I create my website. This is perfect for me since I dislike long videos and 

reading long articles.  

 

RAB 2.4b:  
Sunday 7/9 

 
Focus on content: LWH 

case model, VOSS case 

model, online 

presentation, 

*technology diagram if 

time 

Allot at least 30 mins to 

each element. 

Monday 

7/10 

 

Focus on content: *technology 

diagram, About You, Reflection, 

AEM 4940 Work showcase, call 

to action. Allot at least 30 mins to 

each element.  

-Try to make office hours to ask 

any questions (1pm-3pm with 

Matthew) 

Tuesday 

7/11 
Reread over content and 

rubric. Make edits to work 

-Start designing actual 

website  

-Go to office hours (7pm-

9pm with Taylor Hardy) 
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Wednesday 

7/12 
-Continue formatting 

all content into website 

-Try to finish a rough 

draft of the website 

*Office hours if needed 

(1pm-3pm with 

Matthew) 

Thursday 

7/13 
-Make final edits  

-Look back through the rubric  

-Peer edit with classmates 

-Go to office hours (1pm-3pm 

with Charity or 7pm-9pm with 

Taylor Hardy) 

Friday 

7/14 
Submit website 

 

RAB 2.5: Value creation is the main goal for a business. It can be determined in terms of the value created for 

shareholders, the community, customers, and the labor.  

Shareholders: To create value for shareholders, businesses need to make sure their output revenue exceeds their total cost 

(which includes investment costs), and ultimately leads to cash flows. This will increase the stock prices, which ensures 

future investment opportunities.  

Community: To create value for the community, businesses can offer employment for local residents. Companies can 

also support communities through sponsoring volunteer programs, donating money to schools, and supporting social and 

environmental programs.  

Customers: Businesses can create value for customers by listening to customer needs and developing products around 
these needs. Value creation can be obtained through continuously working to improve the customer experience.  

Labor: Value can be created for laborers (employees, managers, workers) by sharing the profits of the company, for 

example through bonuses or promotions. Also, companies should not layoff their experienced employees when business is 

slow.  

 

RAB 2.6: Attached at the bottom  

 

RAB 2.7: Strategic marketing is the use of strategy when branding a company. It has these 7 characteristics: decisions 

made have long term consequences, environmental monitoring is done to identify opportunities, creation of synergies 

between activities that form the value chain, environmental monitoring, adopting a proactive perspective on the 

environment, stimulating continuous creativity and innovation in the company, and identifying strategic areas of attractive 

activities. The three environmental changes that increase the role of strategic marketing include: the rapidly changing 

technology process, maturation and fragmentation of markets, and the increasing internationalization level of markets. 

The four roles that brands can play in a portfolio include: the strategic brand, silver bullet, adjacent brand, and cash-cow-

brand.   

Strategic brand: A brand which is of critical importance for a company’s future level of sales and profits. A company 

invests many resources on this brand for promotion, research and development, etc. For example, iPhone is an example of 

a strategic brand for Apple. 

Silver Bullet: Represents a product, brand, program, or sponsorship that significantly enhances the target brand just by 

association. For example, an iPod is part of Apple; it has fantastic features and is a great product, but it is much cheaper 

than Apple’s other products. For this reason, the iPod is able to positively change and support Apple’s image, showing 

customers that not all products are expensive.   

Adjacent brand: Brands that are not in the main business area of a company’s market, but energize or support the main 

product or brand from their adjacent market. For example, iTunes is an adjacent market for an iPhone.  

Cash Cow: A company keeps profiting from the Cash Cow brands long after the investment has been recouped. This 

brand does not require as much investment as other portfolio brands, and even when sales are stagnant or slowly 

declining, this brand has a loyal customer base that is unlikely to leave. An example of this is a MacBook which has 

moved from the strategic brand to Cash Cow over the years. 

 

RAB 2.8: Attached at the bottom of the page 

 

RAB 2.9a: Throughout his presentation, Jim Clifton makes it clear that in today’s age, people want jobs in which they 

feel like they are doing something valuable. 20 out of 50 million Americans in the workforce feel as if no one cares about 

their development, making them “actively disengaged”. This means not only are they miserable, but they petition their 
misery to bring everyone around them down as well. Clifton briefly mentions that a solution to this is making employees 

feel like they are doing something to aid their self-development or help the improvement of humanity. Some of my ideas 

to foster Clifton’s idea are spreading his message and helping people see the value in their work. I believe that it is 

important to spread Clifton’s message to major companies and organizations so they can realize the aspects modern day 

employees value. For example, Clifton mentions that many employers do not recognize that employees are no longer 



 3 
interested in “satisfaction” (which includes having access to volley ball courts or table tennis tables). Instead, they are 

attracted to how a company can help them develop and ultimately become someone important. To support this, employers 

can outline the ways a specific project or task will help an employee grow or support a bigger picture. This way, 

employees will feel like there is a reason behind what they are doing, they’re not just doing a task because they were 

assigned to it. Gallup can also attempt to get this lecture posted on Newsweek or BusinessWeek so that more people are 

able to view it; if leaders take the time to watch Clifton’s 30-minute lecture, they will be able to foster an environment 

conducive to success for their employee. In addition, I think another solution to making people feel valuable is giving 

them the opportunity to share their achievements or what they are working on. Similarly, to how when a user plays a game 

like Candy Crush or Temple Run and receive a high score, the app asks the user if they would like to share their scores on 

Facebook. Facebook could add a feature in which people are able to post their work-related accomplishments or a project 

they are currently working on. That way they could receive recognition from their friends and family, ultimately making 

them feel like what they are doing is important.  

Clifton conveys the message that the appropriate way to increase jobs through innovation is finding natural born 

innovators. Clifton stresses the fact that no business has come out of innovation centers, this is a mis-diagnosed approach. 

He instead makes the point that similar to singing, entrepreneurship and innovation are talents. Some are born with the 

natural talent, and some simply aren’t. Clifton recommends the early identification and development of natural born 

entrepreneurs. This means finding teenagers who possess entrepreneurial talent and supporting them to become successful 

adults who can bring more jobs, and ultimately help the world 

 

RAB2.9b: Exercising has always been an important part of my life and I want to make it one of my non-negotiables 

moving forward. Exercise is import to me not only to keep up a physical health, but also de-stress. I try to engage in some 

type of exercise 3-4 times a week whether that is swimming, running, or going to the gym. However, I do it very 

spontaneously since I do not have a specific time or set of days designated to exercise. I also don’t make exercising 

enough of a priority since it is not a structured part of my day. Moving forward in my journey, I want to set aside the time 

of 5-6pm on Monday, Wednesday, and Friday and designate it specifically to exercising. I won’t make plans with any 

friends, teachers, or my family during that time, and if I have work to finish, I will complete it after 6pm. 

My second non-negotiable moving forward in my journey will be keeping time for myself during my free seventh 

period on Fridays. Seventh period is the last period of the school day, meaning I have a free period during the last class 

period of the week. Last year, I tried to keep this period open as my personal time to reflect, relax, and debrief after a long 

week, however I often planned meetings with teachers and students, or left homework to be completed for that time. This 

coming year, I will make it a priority to preserve that time for myself. I will make sure I all my work done ahead of time 

and do my best to schedule meetings during another one of my free periods. I will write this into my schedule so that I 

always remember even though I have a free period, it’s not a period that’s available for anything else. 

 

RAB 2.10: Looking back through the vlogs, I can definitely see clear improvement between Vlog 1 and Vlog 4. In Vlog 

1, I look and sound very nervous. As the vlogs go on, I continually become more and more comfortable in front of the 

camera, and that becomes clear in my tone and my body language. I am able to stand still and don’t talk too slow or too 

fast. In addition, I am able to make better eye contact with the camera. Looking back through my vlogs, my hooks 

definitely got a lot better as well. I tried to model my hooks off of Chip Kidd’s idea of clarity and mystery. In my first 

vlog, I used a quote by Kanye West as my hook, however I had to overcomplicate my video to relate it back to the central 

theme. As my vlogs progressed, I got better at using more simple, clear, and interesting hooks. For example, in my 3rd 

and 4th vlogs, I used a picture that summarized my central theme. It kept the viewer watching because they wanted to 

know how the picture related to my journey, and the picture stayed true to the theme of my vlog, ultimately keeping 

everything simple. Lastly, I got a lot better at using editing as the vlogs progressed. I didn’t edit my first or second vlogs 

at all, I simply talked into the camera. In the 3rd and 4th vlogs however, I was able to incorporate sub titles and pictures to 

enhance the vlog and make it easier to follow along. Overall, through filming the four vlogs, I learned a lot about how to 

present myself in a quick business pitch. One thing I can keep working on in the future is speaking more clearly and 

enunciating my words. I believe that if I continue practicing, I will be able to perfect the art of giving a pitch. 

 

RAB 2.10b: 

6.28: Today was my first day in a Cornell class and I learned what a college class is like and how to work with people 

around the world.  

6.29: If I work on my DIP for 60 seconds everyday it might become a reality.   

6.30: The importance of taking every opportunity to network and build relationships. 

7.3: The importance of being prepared for every class. 
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7.5: Focus on one talent and do it exceptionally well instead of trying to do everything, but as a result doing it mediocrely.  

7.6: The value of writing thank you notes to guest lecturers and teachers.  

7.7: Thinking outside the box no matter how crazy an idea may sound.  

7.10: The importance of trying new things to figure out what I like. 

7.11: The value of reading the newspaper to stay up to date and engage in conversation.  

7.12: People rarely remember you unless you follow up.  

 

RAB 2.6: 
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RAB 2.7 
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