
CHAPTER 9
LESSONS I'VE LEARNED AS A TOUR GUIDE



5 Business & L i fe  Lessons I 've  learned as a  Tour  Guide

- - - - - - - - - - - - - - - - - - -

1.  Open & Close in  a  Memorable  Way:

“Take th is  onion.  Peel  back the d i f ferent  layers .  This  is  what  Jerusalem is  about—a 36- layer  onion ,  a
c i ty  bui l t ,  destroyed ,  and rebui l t  36 t imes.”This  s imple  metaphor  about  Jerusalem stuck wi th  hundreds
of  people  I ’ve  guided.  They remembered i t  not  just  for  days ,  but  for  years.  Why? Because the beginning
and the end of  any  exper ience carry  the most  weight .  In  business ,  the  same ru le  appl ies.  A  memorable
opening grabs at tent ion ,  and a  st rong c losing leaves a  last ing impression.  Ref lect ion:  What ’s  the story
or  metaphor  that  wi l l  make your  audience remember  your  message?

2.  People  Remember  Exper iences,  Not  Words:

Here ’s  a  fact :  People  reta in  10% of  what  they  hear ,  50% of  what  they  hear  and see ,  and a  remarkable
80% of  what  they  personal ly  exper ience.
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Instead of  ta lk ing about  Masada,  I ’d  c l imb i t  at  sunr ise  wi th  the group.  Instead of  lectur ing about
Maimonides ,  I ’d  br ing them f lavors  inspi red by  h is  medical  rec ipes.
In  business ,  words a lone don’ t  cut  i t .  A  hands-on product  demo or  a  tangib le  exper ience creates
impact .  Ask Yoursel f :  What  can you add to  your  next  presentat ion that  your  audience can exper ience
f i rsthand?

3.  Logist ics  is  Everything:

The best  tour  in  the wor ld  means noth ing i f  the  logist ics  fa i l .  Where ’s  the shade i f  i t ’s  hot?  How c lose
is  the bathroom? How noisy  is  the sett ing?
As tour  guides ,  we have to  p lan for  everyth ing.  The t iming ,  the  env i ronment ,  even what  people  would
feel  l ike  af ter  lunch.  Why? Because logist ics  determine f low,  and f low determines success.
In  business ,  th is  pr inc ip le  is  the same.  I f  you ’ re  host ing a  workshop or  de l iver ing a  p i tch ,  ant ic ipate
every  deta i l  so  the focus stays on your  message.
Pro T ip :  What  smal l  log ist ica l  adjustments  can you make to  e levate  your  next  meet ing or  event?
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4.  Pract ice Isn ’ t  Opt ional :

Every  great  tour ,  l ike  every  great  presentat ion ,  comes down to  one th ing:  preparat ion.  Wr i t ing out  a  5 -
minute  speech and pract ic ing i t  may not  fee l  spontaneous ,  but  i t  ensures c lar i ty  and impact .
Without  rehearsal ,  you r isk  rambl ing ,  los ing at tent ion ,  or  overusing f i l le r  words.  Steve Jobs rehearsed
re lent lessly—and i t  showed.
Takeaway:  Before  your  next  p i tch or  meet ing ,  rehearse.  Then rehearse again .  The d i f ference wi l l  be
night  and day.

5.  Relate  to  Their  World:

No two tours  are  the same.  A group of  star tup founders ,  re l ig ious guides ,  and European d ip lomats wi l l
approach the same s i te  complete ly  d i f ferent ly .  Thei r  interests ,  references ,  and goals  are  wor lds apart .
In  business ,  the  same is  t rue.  Repl icat ing the same strategy or  p i tch for  d i f ferent  audiences is  a  rec ipe
for  fa i lure .  Tai lor ing your  approach isn ’ t  just  he lpfu l—it ’s  essent ia l .  Ask Yoursel f :  Are  you adapt ing
your  message for  your  audience ,  or  just  repeat ing what  worked last  t ime?
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