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Gerry Zack’s 
investigatory reflex

I am having a blast working with SCCE 
& HCCA’s Incoming CEO, Gerry Zack. 
I watch him make decisions, and I am 

very impressed. I keep asking myself, what 
has he got that others don’t? Why is he differ-
ent? What is he doing differently? How does 

he do it? I have to tell you my friends, 
not many people can play the game 
of business at the level Gerry does. 
Part of it is his extensive compli-
ance investigatory training. He has 
tremendous investigatory reflexes, 
which is one of the keys to success 
in business. When a decision must 
be made, he thinks, “Start investigat-

ing.” Others just start talking, shooting from 
the hip, and blurting out answers. Gerry 
quietly starts gathering relevant information. 
I have seen him do this many times. 

It’s pretty funny. I am no business 
chump, but I will often start out the busi-
ness decision-making process with a lot of 
animation. Gerry starts out the business 
decision-making process as if he is pick-
ing up a Rubik’s Cube for the first time and 
examining it to see how it works before 
he tries to solve it. It’s as if he picks up the 
business opportunity/problem and starts 
turning it over and over in his hands and 
looking at it from all angles. While everyone 
else is immediately deciding things and 

pointing totally different directions, or while 
I am wailing and gnashing my teeth, Gerry 
is quietly asking questions and gathering 
information. But that is not all.

After he is done investigating, Gerry 
pulls the most material facts out of a pile of 
facts and makes a recommendation or deci-
sion. Many people can’t do this well. Instead 
of using the most material facts to support 
their decision, non-business types find a 
fact or two that supports what they feel like 
doing or what they want to do. Some people 
suffer from biased fact-gathering syndrome 
and are occasionally biased when they select 
the most important facts from all the avail-
able facts. People who don’t know what 
they are doing look like they know what 
they are doing, because they are confidently 
making immediate decisions. Gerry, who 
knows what he is doing, doesn’t look like he 
knows what he is doing, because he is qui-
etly asking questions as if he doesn’t know 
everything. It is one of life’s many marvelous 
ironies. However, people who know busi-
ness see what Gerry is doing. 

Business decision-making has a horrible 
feedback loop. You might not know the neg-
ative impact of your lack of business acumen 
until much later — maybe years later. Even 
after people receive clear feedback that 
they are unable to make business decisions 
because what they worked on for the last 
year proves to be a failure, they will often 
rationalize it away by blaming the failure 
on decisions that others made or they blame 
factors that were “out of their control.” 

LETTER FROM THE CEO

Please don’t hesitate to call me about anything any time.
612.709.6012 Cell • 952.933.8009 Direct 
roy.snell @ corporatecompliance.org 

 @RoySnellSCCE    /in/roysnell
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Unlike business, football has an imme-
diate feedback loop. If I were to try to play 
professional football, I would know I can’t 
play football after few plays. I would get 
immediate feedback. I might get hurt, and I 
would immediately look like a fool. People 
would say, “What were you thinking? You 
can’t play football. What made you think you 
could do that?” However, that is not how it 
works in business. There is little immediate 
feedback in business. When it comes to busi-
ness acumen, people don’t know what they 
don’t know.

I want to get back to this skill Gerry has 
related to pulling out the most material facts. 
This is a very important skill. I have men-
tioned it before. Gathering facts or having the 
“investigatory reflex” is only half the battle. 
Not all facts are created equal. You must be 
unbiased in your assessment of facts. You 
can’t grab just the ones you like or the ones 
that prove your point. Some facts are really 
important and others are not. You might 

even need to ask others which facts are most 
important to be sure you are picking the right 
ones to base your decision on. I watch people 
look at all the facts available, and they pull 
out one or two facts that support what they 
feel like doing. They appear to be pulling out 
“key facts” randomly. Some people leave very 
important facts out of their argument to make 
some business decision.

There is probably an 80% chance that we 
all can learn to use the investigatory reflex 
each time we make a business decision. 
However, there is probably only a 5% chance 
we can be taught which facts are the most 
relevant. In my opinion, it’s a rare talent, sub-
jective, and very vulnerable to bias. It’s kind of 
like football — you can teach me the plays, but 
you can’t teach me coordination and speed. 
You’ve either got it or you don’t. Gerry’s got 
it. Gerry has a one-two punch in business. He 
investigates before he makes a decision or rec-
ommendation, and he can determine what the 
material facts are like few others can. 

Don’t forget to earn CEUs for this issue
Complete the Compliance Today CEU quiz for the  
articles below from this issue:

 · Effective auditing and monitoring for your 
compliance program 
Marti Arvin (page 28)

 · Probe samples for healthcare audits, 
self-disclosure, and CIAs 
Christopher Haney and Chip Hancock (page 22)

 · Compliance considerations in the organization 
and operation of Federally Qualified 
Health Centers 
Jared O. Brooner (page 59)

 · SAMHSA: New substance use disorder disclosure 
requirements 
Tenny Soleymani and Hannah E. Grantham (page 67)

To complete a quiz: Visit www.hcca-info.org/quiz,  
log in with your username and password, select  
a quiz, and answer the questions. The online quiz is 
self-scoring and you will see your results immediately.You 
may also email, fax, or mail the completed quiz.

EMAIL: ccb @ compliancecertification.org

FAX: 952.988.0146

MAIL:  Compliance Certification Board 
6500 Barrie Road, Suite 250 
Minneapolis, MN 55435 
United States

To receive one (1) CEU for successfully completing the 
quiz: You must answer at least  
three questions correctly. Only the first attempt  
at each quiz will be accepted. Each quiz is valid  
for 12 months, beginning on the first day of the month of 
issue. Quizzes received after the expiration date indicated 
on the quiz will not be accepted.

Questions: Call CCB at 888.580.8373.




