
 

  

jjjjjjjjjjjjjjjjjjjjjjjjjjjjjjjjj 

jjjjjjjjjjjjjjjjjjjjjjjjjjjjjjjjj 

jjjjjjjjjjjjjjjjjjjjjjjjjjjjjjjjj 

jjjjjjjjjjjjjjjjjjjjjjjjjjjjjjjjj 

jjjjjjjjjjjjjjjjjjjjjjjjjjjjjjjjj 

jjjjjjjjjjjjjjjjjjjjjj 

jjjjjjjjjjjjjjjjjjjjjj 

jjjjjjjjjjjjjjjjjjjjjj 

jjjjjjjjjjjjjjjjjjjjjj 

jjjjjjjjjjjjjjjjjjjjjj 

jjjjjjjjjjjjjjjjjjjjjj 

jjjjjjjjjjjjjjjjjjjjjj 

jjjjjjjjjjjjjjjjjjjjjj 

jjjjjjjjjjjjjjjjjjjjjj 

jjjjjjjjjjjjjjjjjjjjjj 

Start With  

Why  

http://www.matthewrmottola.com/
http://www.matthewrmottola.com/
http://www.matthewrmottola.com/
http://www.matthewrmottola.com/
http://www.matthewrmottola.com/
http://www.linkedin.com/in/matthewmottola
http://www.linkedin.com/in/matthewmottola
http://www.linkedin.com/in/matthewmottola
http://www.linkedin.com/in/matthewmottola
http://www.linkedin.com/in/matthewmottola
https://twitter.com/matthewrmottola?lang=en
https://twitter.com/matthewrmottola?lang=en
https://twitter.com/matthewrmottola?lang=en
https://twitter.com/matthewrmottola?lang=en
https://twitter.com/matthewrmottola?lang=en


Matthew R Mottola | 1  
 

 

 

 

Simon Sinek, Start with Why 

 

 

 

 

 

 

Summary 

Trying to differentiate personally or professionally? From marketing to personal branding this book 

shows that the secret to differentiation is understanding and communicating your why. 

I’ll be honest, watching his Ted Talk would be enough to understand the point as 80% of the book was 

repeating the below principles.  

Ted Talk Link 

  

My Takeaway 

The ability to start with why is something I’ve encapsulated into my every day thought and action. From 

the people I surround myself with to the opportunities I embrace, why is the starting point for 

everything. 

Business wise and professionally, the ability to tell a story is an increasingly popular trend and 

something that must be authentic.  
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Complexity (From 0-10) My Rating (From 0-5) 

https://www.ted.com/talks/simon_sinek_how_great_leaders_inspire_action
https://twitter.com/matthewrmottola?lang=en
https://twitter.com/matthewrmottola?lang=en
https://twitter.com/matthewrmottola?lang=en
http://www.matthewrmottola.com/
http://www.matthewrmottola.com/
http://www.matthewrmottola.com/


Matthew R Mottola | 2  
 

The What-How-Why Onion 

 

 

 

 

 

 

 

 

 

 

 

Lesson 1: Why is the Cause of Action  

Throughout my content you’ll see the importance of our subconscious forces. Why is the root of all 

these forces.  

 

Lesson 2: The Shortsightedness of Manipulation  

Manipulation, things like bonuses for employees or discounts for customers only create short-term gains 

and in fact hurt long-term success. 

Instead of looking to manipulate, look to inspire, which means understanding the intrinsic motivation of 

your audience and matching your objectives with theirs.  

 

Lesson 3: The Why is Your Story 

A companies or an individuals greatest differentiator is NOT price, or quality, but instead the story 

behind them. 
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Lesson 4: Why Why? 

 

“The heart represents the limbic, feeling part of the brain, and the mind is the rational, language 

center.” 

 

The why gives something people can believe in, and we’re biologically wired for this. In Nir Eyal’s book 

Hooked, he talks of three intrinsic human motivators. They are the tribe (think social), the self (think 

yourself), and the hunt (think money). Why hits on belonging, which is the spark behind all three of 

these motivations.  

According to neuroscience, it comes down to the way our brain is wired. Our Limbic Brain, which is 

emotions, is run by the why and how (your story), while the rational brain, the neocortex, is driven by 

the what (what you actually offer).  

 

 

 

 

 

 

In Daniel Kahneman’s book Thinking Fast and Slow, we also learn how our brain has two decision 

making processes he calls Type I and Type II. Type I is based off emotion, and is the go-to unless we 

consciously force ourselves to think rationally.  

The key takeaway is that if you align your why, you’re type I will be working with you instead of against 

you. For example, if you’re in a job you don’t like, you’ll naturally make decisions against that job as it’s 

not your why. On the contrary, if you’re passionate, you’ll naturally be moving towards mastery of that. 

My favorite example is well…myself. When I was studying accounting I would force myself to study long 

hours out of sheer self-discipline. However, in my free time the last thing I was doing was learning more. 

With startups and psychology, my true why, my free time is generally consumed by reading books on 

the subject. Naturally I find myself training mastery without much cognitive strain.  

 

Lesson 5: Values Must Be Verbs 

Loyalty and transparency are great. But you know what actually works, saying we are loyal to 

sustainable practices, or we are committed to keeping our financial position transparent across the 

entire company.  

Verbs make it actionable. 

© Simon Sinek, Inc.  
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Lesson 6: Your 80/20’s 

One of the hardest lessons to learn is that not everyone is a good customer. Just like how not every 

friend is made equal, so are customers. But according to Sinek, focusing on your why makes sure you’re 

80/20 customers are the ones your serving. These customers are the loyal ones, the ones where lifetime 

value flows naturally. 

 

   

 

 

 

Like What You See? To learn more check 

this out! 
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