
Letters to the Auditor
By John Landreth, CPA

Welcome to this issue
Letters to the Auditor. In this iss
we hear from an auditor who tak
a look at the Big Picture......

Dear Letters to the Auditor,
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Everything’s the same, day in and day out, reports, au-
dits, responses, follow-up, new audits, new staff, etc. I sense move-
ment but I’m not getting anywhere. My feet are firmly planted on
the ground, I know where my career is going, but where am I
going in L-I-F-E? In other words, I ask myself, what’s the pur-
pose of it all?

Signed,
Watts D. Poynt

Dear Watts,

There has been a resurgence in recent years in introspec-
tion for managers at all levels of organizations (i.e. Covey train-
ing etc.) People are taking a look at their “lives.” Sometimes this
happens when a disruption occurs such as their job is eliminated,
there’s a catastrophic illness or a close friend or loved one passes
away.

Over the years, business professionals have gotten their
corporate “lives” together. We have corporate mission statements,
strategic planning processes, integrated implementation plans,
quality improvement plans, benchmarks, and performance evalu-
ation processes. When those fail we re-engineer, right size, down
size and MIDAS-size if all else fails. Their departments and their
businesses are in great shape but, personally, they may be a mess.
Teenagers call it “getting a life.”

Carl Sandburg made a similar observation several years
ago when he wrote the following:

LIMITED

I am riding on a limited express, one of the crack trains of
the nation,

Hurtling across the prairie into blue haze and dark air go
fifteen all-steel coaches holding a thousand people.

(All the coaches shall be scrap and rust and all the men and
women laughing in diners and sleepers shall pass to ashes.)

I ask the man in the smoker where he is going
and he answers, “Omaha”.

Your mission, if you decide to accept it. . . . . .
What is your personal mission statement? What are your

deeply held beliefs? Are you a company man? Do you spend 60 -
80 hours a week at work and barely see your family or are you a
family man who has never missed your son or daughter’s baseball
or soccer game?
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Possibly you have a family mission statement. What val-
ues do you cherish in your life? What values do you want to instill
in your children and your children’s children? Get out a piece of
paper and write down five personal values that you want your
children to teach their children. How are you making this happen
today?

The Customer is always right but. . . . . Who are they?
Who are YOUR customers? Are they family, friends,

neighbors? Don’t forget your community too . If the world’s been
good to you, what are you giving back to it? Don’t forget yourself.
It’s your life we’re talking about. These are the people who influ-
ence your mission and personal strategies. Make a list of your
customers and note why they are important, then ask yourself how
they’d evaluate your service to them? Maybe you should ask them
and conduct a survey.

Is your personal VISION 20 : 20?
What is your vision for yourself and your family? Where

are you leading your Corporate family? Where are you taking
them? OK, there’s college, maybe a wedding or two and then re-
tirement. Does your savings account and spending reflect these
goals? Some dreams only become realities when you plan for them.

Speaking of retirement, that wonderful peaceful time when
no one owns you, when you can do whatever you want, go wher-
ever you want. If the money is there will the body be ready? Will
you be physically capable of living out your retirement dreams?
Here’s another customer - your body. Are you keeping your physical
self ready for those retirement tennis courts of your dreams? Are
you eating the right foods, exercising, getting regular physicals
and doing all the right things for your body?

Is your personal portfolio diversified?...... Take time
to smell the Roses.

Speaking of time, are you so over invested in your dreams
for the future that you’re not enjoying today? Are you deferring
your enjoyment of life for the sake of another “TO DO ” list today?
How’s your BIG PICTURE doing? How many people have never
set foot in that retirement swimming pool because they worked
themselves to death?

Have you diversified your personal portfolio between work
and play? Have you reconciled and balanced your leisure time and
work time accounts? How does the old saying go, “No on ever
had any deathbed regrets about spending more time at the office.”

Here’s a short checklist. When was the last time you
watched the sun set? Or pulled the car over for a rainbow, skipped
stones on a lake or giggled uncontrollably?

Someone once said that a person has just so many sun-
sets. Heres some statistics to think about. If you are 40, you have
lived about 14,610 days. How many sunsets did you watch and
enjoy last year? How about the last 10 years? Assuming that you
are fortunate to live another 40 years, how many more sunsets do
you want to see? Do you want to set a goal-a “sunset quota”?
Now maybe sunsets are not your cup of tea, but you get the point.
Take a look at the things you really enjoy doing, the things that re-
charge your personal batteries and evaluate the “balance” in your
life.

No business analogy is complete without.... A Strategic Plan !
We’ve thought about our mission, our customers, our vi-

sion for the future, when does the rubber meet the road? Let’s talk
about YOUR strategic plan. This is a good time to determine
where you want to be?

Let’s start with something very simple. What are the 25
things that vou want to do, places vou want to see. maces  and
things vou want to experience for the rest of your life? Too short a
list - make it 50 - you get the point . What were the things you
always wanted to do before things got busy in your life? Did you
ever want to learn how to play the piano or maybe the saxophone,
run a marathon or climb a jungle gym one more time. Let’s call
these your long term strategic goals.

What are the three things that you’ve  been meaning to do
but have been nutting off for several years that you have not made
the time to do? (Isn’t it time we started moving on this?) If this
were a job related goal, it would have been done or you might be
fired. You can’t fire yourself. (You just have to live with a well
meaning non-performer. ) Funny how that goes - huh?

And if all of these things seem questionable to you, if you
were to die today, what would your regrets be? What dreams
would you have had that were unfulfilled that you could not have
changed? How much better could your life have been in the days,
weeks or years preceding you demise had you done a few things
earlier or better yet today? Make a list of these regrets.

And finallv vour Oualitv Imvrovement  and Compliance
Proprum.  (There is that word again .) What’s your Quality Im-
provement Plan? If you’ve defined who you are, what you like,
where you’re going and what your goals are, how will you make
sure you’re getting there in the way you want to get there?

What benchmarks will you set? Where will your checks
and balances to ensure that you stay on track? How will you set
your goals and how will you make sure that your goals are achieved
in a “quality way”?

Ouantifv your goals and remind vourself of them con-
stantly. That’s what happens at work. Set deadlines and detailed
action plans. At least give your I(fe the priority that you give the
lowest priorities at work.

Remember, a journey of a thousand miles, begins with a
single step. What is your journey and what will be your first step?
Good Luck!

Well that’s all for this issue of “Letters to the Auditor.”
Please keep your letters, faxes, phone calls and e-mails coming in.
Our phone number is (3 12) 908-2944; fax number is (312) 908-
3 175; and e-mail address is jlandret@nmh.org.

John Landreth is Director of Internal Audit at Northwestern Me-
morial Hospital in Chicago, IL.

[The views expressed in this column do not necessarily reflect the
view of the Association of Healthcare Internal Auditors, Inc., its
board of directors, or management, nor does AHIA endorse any
products or services mentioned.]


