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Introduction 
[bookmark: _GoBack]“People Over Profit” is a book written by Dale Partridge revealing seven core beliefs that can create success by putting people first instead of profit. According to Dale, people matter more than gain and they always will (Partridge, 195). This paper explores this book, pointing out three compelling items from the book and tying it with what has been learned in class. In the discussion, I agree with the author on the issues discussed. 
In his book, Dale explains the four stages of honesty and deception and gives insights can avoid ending up in the latter stages of in the first place. One of the compelling items in this book is honesty. According to Dale, every business starts with honesty whereby it prioritizes quality and social responsibility. Then the company looks for efficiency. Here it focuses on profit at the expense of values. Then it enters the deceptive era whereby it starts to mislead the public and obstruct transparency. Finally, the business enters the apologetic period whereby it begins to work hard to restore its reputation. Dale gives some examples of prominent companies that have passed these cycles such as Ford, Domino's Pizza and McDonalds. As companies grow and become more successful, Dale observes that they tend to confuse bigger with better, generally at the expense of their principles which leads to "profit over people" instead of "people over profit."
I agree with the sentiments of Dale in this book. I find every point of the book golden to me. Concerning the four cycles of companies undergo, I see sense in them. First companies will be honest to customers to attract them. Once the company wins the attention of the customers, it starts to look for efficiency which often makes the company focus on profits rather than the values. The company is more concerned in making profits at the expense of its values. It does no longer regard the customers. Then the company starts to mislead the customers and obstruct transparency before entering the apologetic stage and tries to restore its reputation. I find truth and sense in this part of the book. This cycle is very applicable to many companies.
In the final stage, the company may fail to restore its reputation and may end up collapsing. This is because the company becomes "greedy" and wants to make more profit at the expense of people. The company's much attention is on making a profit rather than caring for the people. I concur with Dale on the seven solutions he provides for companies and businesses. They include people matter, transparency frees, truth wins (pg. 89), quality speaks, authenticity attracts, generosity returns (pg. 129) and courage sustains. I believe that these approaches to breaking the cycle of monetary gain are simple, clear and doable for any company with a conscience. With these characteristics, a company can break these cycles and be successful.
The second compelling item presented by Dale is that "people are paramount in business." This is Partridge's mantra which sounds great but is difficult to implement and maintain due to the business cycle phenomena. Most of the companies end up compromising and fail to address people over profit but end up doing the opposite. I concur with Partridge on how to treat people in the business. Partridge contends that people are valuable, no person is worth more than the other, everyone should be treated fairly and with dignity and you should be emphatic to everyone including your team, vendors and customers. This is tied up in his sentiments of honesty and authenticity because when you are fair to everyone you will be honest to all of them and you put an equal value to all of them (Partridge, 65).
Additionally, a compelling item is the "double bottom line" whereby the company and employees both profit. In this case, the people in the business feel valued. This will contribute to the success of the company because I believe when people are valued, they work more passionately and result in higher output. The employees will develop a sense of belonging and will be happy to work for the company. I, therefore, agree with his idea of double bottom line whereby no just the company that benefits but also the employees. 
Conclusion
This book "people over profit" is a very nice book to read both for business people and your personal life. The book emphasizes the importance of putting people first rather than profit when doing business. The book warns on the four eras of organizational behavior starting with honesty, efficiency, deceptive and later apologetic. From the book, I find some compelling items such as honesty which forms a relative portion of the book, people being paramount in business and the "double bottom line." All these compelling items are tied to what I have learned in class. From the presentation, I agree with all the compelling elements of the book, and I recommend that any business person read this excellent book to avoid falling into the loopholes that many people find themselves in. It is such a beautiful book that can help build your business when you put people first.
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