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PART ONE
Start Failing, 
Keep Failing
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Part One: Start Failing, Keep Failing

C OVID-19 has wrought unprecedented havoc on 

lives, businesses and families worldwide. Those 

of us fortunate enough to still be alive have 

experienced failures of friendships, marriages, businesses, 

careers and projects, and so many have lost their life’s 

work. COVID-19 is one of the greatest adversities humanity 

has faced in decades.

A lot is riding on our collective response to COVID-19: Does it 

make us weaker, have no impact or make us stronger?

In order for COVID-19 to make us stronger, we must have 

total and utter faith that the failures and adversity caused by 

COVID-19 are the seeds of an even greater advantage . That 

faith is hard to come by in times of great adversity—when your 

marriage, business, career and/or life’s work has been destroyed 

by forces beyond your control .

But remember, you can control your thoughts, and your 

thoughts determine whether or not these adversities make you 

weaker, have no impact or make you stronger .

What is the mindset that permits you to see this advantage, 

believe this advantage, and achieve this advantage, despite the 

trauma and adversity you have experienced? What are the steps 

you can take to achieve this mindset?

This book will help you turn any adversity, failure, heartbreak or 

trauma into an even greater advantage .

I have had a few failures and adversities of my own . I’ve been 

divorced, indicted, convicted and have failed at numerous 



Part One: Start Failing, Keep Failing

How to Turn Your Adversity Into Advantage  |  3

different business ventures. I am currently facing a lengthy 

prison sentence . Yes, I am potentially going to prison for asking 

for “fair and rigorous regulation” from an “unbiased regulator .” 

The federal government thinks I am a criminal, despite the fact I 

said on tape numerous times (not knowing I was being recorded) 

that everything we do must be fully compliant with the law .

I believe I’ve made every mistake there is to make in business at 

least twice . I had a golf ball-sized brain tumor removed, which 

means I am half deaf and had to learn to walk again . I’ve lost 

hundreds of millions of dollars on failed investments .

I am a humble student of the “School of Hard Knocks,” and I 

am hoping to share a few lessons with you here in overcoming 

adversity—and turning it into an even greater advantage .

I find the most powerful lesson in navigating failure and 

adversity comes from Napoleon Hill, who wrote almost a 100 

years ago that “every adversity, every failure, every heartache 

carries with it the seed of an equal or greater benefit.”

A warning before we start: This book is not going to give you 

the answers . Rather, this book will suggest a path that will lead to 

learning and wisdom through trial, error and failure . Simply reading 

this book will not give you this knowledge; you must take the 

material in this book and turn it into daily action and habits that will 

ultimately form your character after many years of repetitive effort. 

Nothing short of that will last . Nothing short of that will ultimately 

produce the greater advantage from your adversity . 

Adversity will only make you stronger if you put the hard-earned 

lessons into action every day for the rest of your life . If you 
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fail to put your newfound wisdom to work with new goals and 

objectives, you have wasted the experience . 

As Napoleon Hill says, “KNOWLEDGE will not attract money, 

unless it is organized, and intelligently directed, through practical 

PLANS OF ACTION, to the DEFINITE END of accumulation of 

money . Lack of understanding of this fact has been the source of 

confusion to millions of people who falsely believe that ‘knowledge 

is power .’ It is nothing of the sort! Knowledge is only potential 

power . It becomes power only when, and if, it is organized into 

definite plans of action, and directed to a definite end.”

Regardless of where you might ultimately find your advantage—

in business, your career, art, sports or your community— don’t 

expect results quickly . Turning adversity into advantage can take 

years . But when the advantage does appear—and appear it will if 

you persist long enough— you will be overwhelmed by its power 

and wonder where it has been all these years .

I was recently sentenced to more than seven years in prison for 

something all my advisors agreed “there was nothing wrong with .” 

It could take the better part of the coming decade to realize the 

full advantage from this adversity . But the advantage is there, and 

when it emerges, it will be more powerful than ever .

Along the way, you will learn you must always be a student . 

The day you stop asking questions, relax and rest on your 

accomplishments is the day you start dying . Relaxations are 

dangerous in any field, from poetry to plumbing to politics. 

And remember, I am not the teacher here . I am merely sharing 

my experiences as a fellow student . Your life experiences will 
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teach you . This book will simply encourage you to have those 

experiences in the first place.

We know failure is part of success—we have all seen the 

posters and put the quotes above our desks . Nevertheless, 

most of us think of failure as, well, a failure, and we do 

everything we can to avoid it . In society, education and 

business, failure is a humiliating negative . Failing a class, 

putting on weight, getting wait-listed, dropping out, getting 

divorced, going bankrupt, being convicted, being sent to prison 

 . . . all are considered failures in today’s society, when, in truth, 

these experiences can be the stepping stones for later, greater 

success in life. To quote the film based on the C.S. Lewis book 

Voyage of the Dawn Treader (2010), “Hardships often prepare 

ordinary people for an extraordinary destiny .”

We are often asked to dream of success, to imagine what life will 

look like when we win . But any such victory is likely to come only 

after agonizing failure and “practice shots .” Unfortunately, society 

does not prepare us for this failure . In fact, society abhors failure 

and teaches us from a very young age to avoid it . From the day our 

first grade is given in school, we are taught failure is a problem. 

We are taught not to fail on exams—let alone on something 

bigger, such as a business, a career or a marriage . Fear of failure is 

driven into our psyche and culture at the deepest level .

As a result, for most people coming of age today, the only safe 

route is to conform and not make any waves . 

This is a natural defensive mechanism driven by fear of 

opinion . Anyone who strikes out on their own runs the risk 

of embarrassment, being ostracized, being fired, and even 
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prosecuted . In this kind of a society, individualism and self-reliance 

are replaced with conformity and reliance on the accepted norms . 

“The individual has always had to struggle to keep from being 

overwhelmed by the tribe . If you try it, you will be lonely often, 

and sometimes frightened . But no price is too high to pay for the 

privilege of owning yourself,” says Nietzsche .

Unless we foster a willingness to fail, along with the courage to 

endure all manner of indignities and persecution, we might end 

up with generations of people living the life of the cold and timid 

soul who knows neither victory nor defeat .

The immediate feedback loop of today’s social media world 

compounds this problem and makes people even more afraid of 

not getting enough “likes .” The fact that everything you do will stay 

with you forever thanks to the internet is a heavy burden on people 

growing up today . The pressure to conform, not make waves, and 

not take risks is enormous . Worse, you have no idea how culture will 

change in the future and what is perfectly acceptable language 

or culture today may be grounds for ostracism later .

Instead of a world of cold and timid souls afraid of the slightest 

negative comment on Instagram, a much healthier approach is to 

learn to celebrate failing early  . . . and failing often . Failure is one 

of the most successful ways humans learn and society develops . 

When we don’t succeed, we try again, each time moving forward 

with the knowledge we have gained from our past experience . 

We honor stories of heroic perseverance: Thomas Edison and his 

10,000 attempts to find the filament that could burn inside a light 

bulb; Dyson’s 5,126 attempts to make a bagless vacuum cleaner; 
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and Helen Keller’s determination to communicate, despite being 

deaf and blind. Steve Jobs was fired from Apple before he returned 

and made it the $2 trillion tech giant it is today . We can only 

succeed if we embrace failure as our ally, as a badge of pride . We 

have to honor the effort, the struggle and not the result. We need 

to seek failure early . Not as a risk, not as setback, but as a moment 

of learning that offers us the momentum to propel us forward. 

When you fail early and often, you avoid catastrophic failure later .

I am grateful the failures and adversities I am facing now have 

come at a time when I have the energy and vigor to tackle 

them . Had these challenges come later in life, they could have 

been far more catastrophic . 

A rethinking of our entire approach to failure is needed—

especially if we are going to encourage the millions of people 

whose lives have been wrecked by COVID-19 to find the strength 

to turn their adversity into a greater advantage .

Failure is a stigma in our society today, and that ultimately 

prevents people from recovering from failure . Failure should not 

be a stigma . Rather, it should be a badge of honor that you tried . 

You did your best, but it didn’t work out . The tuition you paid 

was priceless . Put your newfound education from the School of 

Hard Knocks to work and try again .

We need to encourage learning through failure in school, 

business, relationships and the justice system . Before we can 

learn from failure, we need to stop being frightened of failure 

and stop punishing failure so severely . We need opportunities 

to learn that failure isn’t fatal, and being right isn’t the reward . 
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We need to celebrate being different just as much as being 

right . Our ability to learn from failure is in direct proportion to 

our ability not to fear the judgment of others and our ability to 

tolerate the unorthodox in our society .

Often, the right answer is simply a matter of our cultural 

perspective . The more diversity in any society, the more 

tolerance for new ideas and the more tolerance of failure and 

the unorthodox . The most diverse societies and organizations 

are the most successful in developing ideas that change 

humanity for the better .

The same is true for the diversity of ideas you entertain in your 

own mind . In fact, Nietzsche said, “I believe that it is precisely 

through the presence of opposites and the feelings they occasion 

that the great man, the bow with the great tension, develops .” 

We limit the growth potential of human ingenuity when we punish 

failure and ostracize and criticize those who are different. Ultimately, 

we all pay the price—with shorter lives and less prosperity . Fear 

of failure, driven by fear of judgment, is the number-one reason 

people don’t start a business, don’t innovate on new medical 

technology and don’t seek new and more fulfilling relationships.

Fear of failure is the only thing that can prevent you from recovering 

from the adversity of COVID-19 or any other adversity that you face .

The true innovators in our world—people such as Steve Jobs, 

Elon Musk, Patricia Bath and Temple Grandin—place no value 

on the judgment of others . They succeed because failure isn’t 

shameful for them . It isn’t a humiliation . It’s just a lesson learned .
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Our society punishes failure so severely that fear of failure 

becomes a prison around our “comfort zone .” People stay on the 

defined, approved path, terrified of the consequences of making 

a divergent move . This is not only the fault of the individual .

The most rigid, top-down hierarchical societies, companies 

and cultures are the least innovative, because they breed 

fear of failure and fear of judgment . It’s a cycle that’s hard to 

break . Rules become increasingly complex and convoluted as 

successive governments pass their own laws and regulations on 

top of previous laws and regulations . 

In 1927, for example, all of the federal laws in the United 

States could fit into a single volume . By the 1980s, there were 

50 volumes of federal laws comprising more than 23,000 

pages . Between 1995 and 2014, there were more than 4,200 

new federal laws enacted and more than 88,000 federal 

regulations enacted . 

The more these complex rules multiply, the more people 

are taught to fear failure and the more ossified the entire 

society, company or culture becomes . This fear of failure is 

not unfounded . Most Americans have no idea what the tens of 

thousands of federal laws cover .

With a maze of tens of thousands of laws getting more complex 

every day, the individual has much to fear from running afoul 

of the power of the state . Socialism in all of its forms, including 

national socialism, Soviet socialism, Chinese communism and 

Cuban socialism, are all based on this single idea of dominating 

individuals through fear of judgment and reprisal . Socialist 
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societies ostracize and prosecute those who do not conform in 

order to maintain their centralized power structure . 

Socialist societies achieve this centralized power with tens 

of thousands of complex laws that all ensure that in order to 

be a law-abiding citizen, you must conform . The larger the 

government, the more the socialist tendency to quash the 

individual emerges, and the more self-reliant individuals are 

persecuted and shamed . This is the self-preservation instinct 

at the core of all socialist societies . Those in positions of power 

know that anyone who does not pay them homage, who 

challenges their power, ultimately challenges their legitimacy . 

We are in the late stages of this in the United States today . We 

have become a nation steeped in the orthodoxy of millions of 

pages of undecipherable laws and even more complex social 

rules via which anyone can be charged with a felony . Our 

independent pioneer spirit has been quashed by the fear of 

failure . The American dream has become a straitjacket .

The rate of new business formation in the United States is at 

an all-time low . Millions of businesses have been impacted 

by COVID-19, and hundreds of thousands have gone out of 

business . Sadly, without a new mindset—and a new willingness 

to face down the risk of failure, ridicule, embarrassment and 

even prosecution—these entrepreneurs will not try again .

Complex laws proliferate for everything we do . Government 

investigations abound in numerous directions and with 

constant frequency. CEOs are routinely fired, and careers are 

ruined for an ever-increasing list of “bad behaviors .” Very few 
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people are ever given a chance to learn from their mistakes  . . . 

which, it turns out, is the only way to learn .

The United States today is an enormous “Leviathan,” reaching 

into every aspect of our lives . Millions of pages of laws and 

regulations govern every aspect of our daily lives . If the FBI 

wants to investigate you or charge with you a felony, it can 

do so at will . Most Americans have no idea they could be 

charged with a felony for their routine business, tax, political, 

environmental, travel or recreational drug use activities .

It’s not just U .S . citizens that are at risk . Even citizens of small 

towns in foreign countries can fall into the clutches of the 

tentacles of the Leviathan . 

Three U .S . senators recently sent a threatening letter to Fährhafen 

Sassnitz GmbH, which operates Mukran Port, alerting the 

company to its exposure to sanctions related to the Nord Stream 

2 pipeline project . In the letter, the senators wrote, “This letter 

serves as formal legal notice that these goods, services, support, 

and provisioning risk exposing Fährhafen Sassnitz GmbH and 

Mukran Port, as well as your board members, corporate officers, 

shareholders, and employees, to crushing legal and economic 

sanctions, which our government will be mandated to impose .”

I highly doubt the good citizens of Sassnitz, a small German fishing 

village, ever thought they could be hit with “crushing legal and 

economic sanctions” for their work on building a pipeline . 

Some Americans might think that the American model is the 

right model for the entire world . So, “tough luck, small German 

fishing village. Do it our way,” they say. 
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There is a different perspective to consider: with the United 

States being at the center of the global capitalist system, virtually 

anyone who touches a United States dollar anywhere in the world 

can be charged with a felony in the United States . This means 

maybe a billion people or more are unaware that they could be 

charged with a felony in the United States for something they 

had no idea was a crime . These people likely don’t even speak our 

language, let alone understand our laws .

Even if your activity is not a felony, a federal prosecutor and 

an aggressive FBI agent can use their unlimited time and 

resources to build a case that a jury will believe  . . . because, 

after all, we are taught to conform from a very early age . And, 

if you are the unlucky target of a federal prosecutor and the 

FBI, you don’t stand a chance of winning unless you have $10 

million to spend and can afford to not work at your “day job” 

for three or four years . 

To paraphrase Rob Cary: If you need luck or money to ensure 

justice, we don’t have much of a “justice” system at all .  

“Countless people have spent decades in state and federal prisons 

wrongfully convicted of crimes because of deliberate misconduct 

by prosecutors—none of whom have been held accountable for 

their wrongdoing,” note Sidley Powell and Harvey Silverglate .

As Daniel Medwed says, “Wrongful convictions tear at the tattered 

fabric of public confidence in the rule of law and the people chosen 

to enforce it. Without major repair efforts, the damage may soon 

be too great to restore faith in the idea of justice .”
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The rule of law requires that citizens be able to readily understand 

what is lawful and what is not . The rule of law requires that citizens 

be able to rely on law enforcement and government agents to 

tell them the truth about the law . The rule of law requires that 

citizens be able to trust law enforcement not to deceive them 

about the law . The rule of law requires that prosecutors and the 

judiciary be free from personal bias and political motivations . The 

rule of law requires that the law be applied equally to all, regardless 

of whether you can’t afford a defense lawyer or if your financial 

success makes you a “juicy” target for prosecutors . 

Harvey Silverglate says it best: “When the feds appear on the 

scene, claiming to represent public interest by going after some 

citizen who had no reasonable way of knowing that his or her 

conduct could be deemed a felony, do not ask for whom the bell 

tolls . It tolls for all .”

Unfortunately for the Leviathan, the fundamental essence of being 

human is a desire for freedom . From the very beginning, we strive 

to earn the freedom to crawl, walk and run . The fear of judgment 

that holds the Leviathan together is always overcome by brave risk-

takers who are willing to fight for the truth, regardless of the cost. 

These first-movers inspire others to action. As Plato said, “No law or 

ordinance is mightier than knowledge .”

What happens if we continue to live in fear of judgment and fear 

of reprisal from the Leviathan? Or, for that matter, live in fear of 

reprisal from anyone in our lives? Those who fail to fight for the 

truth—and take action on that truth—out of fear of judgment 

remain in a prison of their own making . Their freedom is a mirage .
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Hegel said it best: “The ignorant man is not free, because what 

confronts him is an alien world, something outside him and 

in the offing, on which he depends, without his having made 

this foreign world for himself and therefore without being at 

home in it by himself as in something his own . The impulse of 

curiosity, the pressure for knowledge, from the lowest level up 

to the highest rung of philosophical insight, arises only from the 

struggle to cancel this situation of unfreedom and to make the 

world one’s own in one’s ideas and thought .”

Someday, you might be faced with having to make a choice 

about which prison you will be locked up in—a prison of your 

own making or a real prison run by those whom you have been 

so bold as to challenge. If you find yourself in the latter, the 

good news is that it will make you stronger .

The essence of being human is the will to be free . This starts from 

the day we are born . My 11-month-old son has one fundamental 

goal: to control his own destiny . At this point, that means walking 

and talking . He has a lot to say, but no one can understand him 

just yet . He really wants to walk and gets annoyed that he can’t .

We can only achieve our fundamental desire for freedom by 

development of a will, as well as a power behind that will . 

Societies, companies and families that empower people with 

the most freedom will see that trust returned in spades with 

accountability and responsibility . This, is turn, will produce results 

for that society, company or family far in excess of its peers . 

Ultimately, a Leviathan whose tentacles are so intertwined in 

the life of its citizens will collapse of its own weight . People 

stop taking initiative and stop delivering results . The elites 
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have no one left to scalp . Ancient Rome, Soviet Russia and the 

British Empire all ultimately fell apart from myriad laws, taxes 

and repeated scalping of anyone who was brave enough to 

stand out . Quite simply, the tentacles of the Leviathan reached 

too deeply into the life of the citizens and suffocated the very 

thing they were designed to protect .

With all due respect to Hobbes, he failed to see this coming 

when he waxed poetic about the power and utility of the 

Leviathan to administer the affairs of humanity. Karl Marx made 

similar errors . There is not a limited amount of power in society, 

as Karl Marx believed . There is an unlimited amount of power in 

the minds of each and every individual who chooses to harness 

it . All power is fundamentally derived from each individual’s will 

to be free . In Marxist-Communist societies, only the elites—and 

perhaps only the “general secretary” (or whatever the ultimate 

leader is called)—have any free will . At its most extreme in the 

Communist or Socialist dictatorship, the leader harnesses all the 

free will in the entire society . The society exists to serve the will 

of the leader alone . No one else is free . 

…

I was born in a working-class family . My parents (who were 

children of a plumber and an auto mechanic) taught me 

that hard work and discipline were rewarded with success . I 

remember looking at a ledger book my grandfather kept . He 

made 8 cents an hour and recorded every penny of income and 

expense. My dad never took a day off when I was growing up.

I started a business in 1991 with $5,000 . I was a college student at the 

time and saw an unmet need in the home care market for regulatory 

compliance information and launched a home care newsletter . 
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By 1998, my business consisted of 12 people working out of one 

room full of folding tables and computers . We were struggling 

to meet payroll and pay our printing bill . 

During the 1990s, we built products in the health care space and 

started looking at acquisitions. My first acquisition was for $17,000 

in the travel ticketing space just before it disintermediated . That 

first failed acquisition taught the group a lot about how not to 

acquire companies . 

We survived a major adversity in 1998, when changes in regulations 

for home care agencies led to the loss of over half of our customers 

in fewer than six months . We learned from this adversity how to 

maintain a strict discipline in cutting costs as revenues decline .

I have enormous empathy for the pain of tens of thousands of small-

business owners who have lost their life’s work because of COVID-19 .

Sometimes, a “near-death experience” makes you stronger: My 

business almost died in 1998, and we were able to diversify our 

revenue streams and rebuild cash flow. By 2002, we were able 

to close a “stretch” acquisition for $8 million, which gave us a 

foothold in the medical coding space . 

In 2006, we acquired a health care business with $4 .8 million in 

EBITDA . We put into place new management and implemented 

our core values using lessons from several prior turnarounds . 

We then launched over a dozen product lines . Fourteen years 

later, that business has multiplied its customer base and has 

EBITDA of more than $74 million .

In 2007, we opened our first offshore office in Faridabad, India. 

It became a center for excellence in software development, 
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finance and leadership. It allowed us to buy companies under 

stress, cut costs and invest in development at the same time . 

Today, we have more than 1,800 employees in India .

In 2009, I survived a brain tumor . I was fortunately able to return 

to work within a few days after the successful surgery .

During the 2008–2009 timeframe, we perfected a turnaround 

expertise . Private equity groups noticed the success and started 

reaching out to the group when they had a business in trouble . 

We looked for companies that were stuck in a rut . 

We developed a turnaround strategy based on core values . At 

acquisition, the team went into each company and spoke about 

our unique culture. The team offered flexibility, meritocracy and 

unlimited opportunity for growth . In exchange, the team demanded 

that each employee grow and stretch . “A” players would have their 

roles expanded, and “C” players needed to go . The team wanted a 

company comprising only people who were passionate about what 

they were doing . Using this turnaround management expertise, we 

acquired more than 100 companies between 2009 and 2019 .

In 2016, I became politically active during the 2016 general election 

for North Carolina’s commissioner of insurance . I exercised my 

first amendment right to support former Commissioner Wayne 

Goodwin’s campaign. This ultimately set off a series of unfortunate 

events that lead to my indictment and conviction . 

I am very lucky . This entire battle has made me stronger . I am sleeping 

better, losing weight and working harder and more efficiently 

than ever . I feel younger and more energized . I am a better father 

and better friend . Stress and pressure are building my character . 
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If you ever find yourself in a similar battle, remember: In every 

adversity there are the seeds of an even greater advantage . 

This mindset is open to anyone free of charge . You just have 

to make the choice to welcome adversity for all the wonderful 

things it can teach you .

As Henry Ford said, “When everything seems to be going against you, 

remember that the airplane takes off against the wind, not with it.”

This adversity taught me I had hired the wrong people, made the 

wrong investments and trusted where I should have verified.

I also learned what extraordinary strength our business 

philosophy brings to our group of companies, because our 

companies deliver quarter after quarter of record results, 

despite the legal battles facing us . Amid the worst legal battles 

we have ever seen, and amid the worst economic environment in 

decades, our group of companies produced record results .

My parents were always so supportive of me . I don’t think it ever 

crossed their minds that some people resent success and will try 

everything they can to ruin you . That was the single biggest surprise 

in all of this . My parents were always proud of me—during both 

my failures and successes . “Just do your best,” is all they ever 

said . I (naïvely) never expected the hatred from all quarters for 

being “successful .” My parents are honest, hard-working people .

This book is full of the lessons I have harvested from the seeds 

of my adversity . If you want to begin work on your dream now, 

learn from failure and embrace pain . I’m here to help you get 

started and stay the course .
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You can do this . Turning adversity into advantage does not 

require a formal education . It does not require a particular 

background or heritage . It does not require any particular talent 

or skill . It does not require connections, lots of friends or even 

any current opportunities . 

Turning adversity into advantage only requires your undying 

faith and commitment to yourself that you can, and will, turn 

your adversity into an advantage  . . . or that you will die trying . 

Without the commitment to achieve this advantage or die trying, 

you might not get there . 

Napoleon Hill illustrates this with a story: “A long while ago, a 

great warrior faced a situation which made it necessary for him to 

make a decision which insured his success on the battlefield. He 

was about to send his armies against a powerful foe, whose men 

outnumbered his own . He loaded his soldiers into boats, sailed to 

the enemy’s country, unloaded soldiers and equipment, then gave 

the order to burn the ships that had carried them . Addressing his 

men before the first battle, he said, ‘You see the boats going up in 

smoke . That means that we cannot leave these shores alive unless 

we win! We now have no choice—we win, or we perish!’ They won .”
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If you are going to stand your ground, you need to know 

what you stand for. You are what you believe. Believe me, 

there are times when all you will have are your beliefs. In 

this section, I share with you the thinkers and philosophers 

whose ideas are critical to turning adversity into advantage.

Philosophy is meant to be consumed in small sips over 

numerous days, years and months . You must grow along with 

the philosophy you are reading and come back to passages over 

and over again as you make progress on your personal journey 

turning adversity into advantage . Developing your own system 

of thought is not an end goal; rather, it is an ever-evolving 

process that is guided by your experiences in life . As you conquer 

one adversity after another, you can put notches into your belt .

In fact, you should never achieve your goals in life . Goals create 

tension that give you a reason to live . As soon as you achieve a 

goal— and, in fact, turn that adversity into advantage—the most 

important word is “next .” What is your next goal? My 81-year-old 

father told me recently that he is just waiting around to die . This 

is painful to hear. I wish for him and everyone to find passion and 

purpose at every age . 
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Accepting the status quo of your life is dangerous . It holds 

you back and gives you a false sense of security . Yes, you feel 

comfort from your status in society . Yes, you feel insulated 

from struggle . But ultimately, it’s a dangerous mirage . You 

have let society determine your goals before you own goal has 

entered your conscience with the force of law . And, if you let 

society determine your goals, ultimately, society can take away 

its approval . Perhaps you will be “canceled” for bad behavior, 

or perhaps you will be falsely accused and sent to prison . Then, 

where are you?

As Nietzsche wrote, “To adapt ourselves too early to the tasks, 

societies, everyday life and everyday work, in which chance has 

placed us, at a time when neither our strength nor our goal has 

yet entered our consciousness with the force of law; the all-too-

early certainty of conscience, comfortableness, sociability thus 

achieved, this premature resignation that insinuates itself into 

our feelings as a release from inner and outer unrest, pampers 

and holds one back in the most dangerous fashion .”

Part Two: Foundations
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Divorcing your thought process from the culture in 

which you were born, the media you consume and the 

way you were raised is the first step to discovering 

yourself. Discovering yourself and what lies in the depths of 

your subconscious is the key to determining your own fate. 

And determining your own fate is what turning adversity into 

advantage is all about.

As Orison Swett Madison said, “Your outlook upon life, your 

estimate of yourself, your estimate of your value are largely 

colored by your environment. Your whole career will be modified, 

shaped, and molded by your surroundings, by the character of the 

people with whom you come in contact every day .”

Is your fate determined by your culture, family and media as 

they are embedded in your subconscious? Or do you have the 

CHAPTER 1:
Descartes

“A state is better governed which has few 
laws, and those laws strictly observed.” 

—René Descartes

René Descartes (1596–1650) was a French philosopher and mathematician. 

He is regarded as a foundational thinker in the development of Western ideas 

of reason and science. His philosophy was built on the idea of radical doubt, 

an understanding that nothing perceived or sensed is necessarily true. The 

only thing that can be true is doubting, or thinking, which is the essence of his 

famous phrase, “I think, therefore I am” (or, in Latin, “Cogito ergo sum”).
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analytical strength to start with Descartes’ basic maxim, “Cogito 

ergo sum,” and build your self-awareness consciously and 

knowingly, one thought at a time?

Descartes’ statement of certainty is our guide to discovering 

truth . “I think, therefore I am .” Boiling it down to its most basic, 

Descartes established “I know I exist, because I know I can 

think .” Thought, in fact, proceeds our knowledge of existence . 

As babies, we grasp at objects until we understand that our 

hands belong to us . As Descartes argued, we cannot trust 

our understanding of the world, because we can only know 

the world from our own perspective . I can understand that 

someone’s experience is different from mine, but I can’t know 

it . What I do know is a combination of nature and nurture, 

my biological constructs and my learned understanding that 

together make my perspective . 

Descartes teaches us that our view of the world is fundamentally 

shaded by our own experiences . To reach a level of self-awareness 

that allows you to capture your destiny in your own hands—that 

is, to turn adversity into advantage—you must separate this 

inherited world view from your own thought process .

For example, when I was a young child, I remember my parents 

suggesting that the Rockefellers (the descendants of John D . 

Rockefeller, the founder of Standard Oil, who had vast amounts of 

wealth and owned big businesses) were somehow evil . My parents 

were just responding to basic human nature . They were brought 

up in a working-class environment . My family was always “the 

people who worked for the person who owned the business .” After 

I started my business, I remember my dad kept asking when I was 
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going to get a job. For more than five years, every time he saw me, 

he would ask, “Greg, when are you going to get a job?” I would say, 

“Dad, I have 12 employees . I don’t need a job; I’m an employer .”

My dad had a great career as an airline pilot. He loved to fly, 

and he was an employee all his working life . He had a good 

job, a good retirement and wanted the same for his son . My 

dad gave me wonderful advice to “love what you do, and you’ll 

never work a day in your life .” 

He loved to fly so much he often said he would do it for free. As 

Maria Popova says (as quoted by Tim Ferriss), “If you are looking 

for a formula for greatness, the closest we’ll ever get, I think, is 

this: Consistency driven by a deep love of the work .”

“Love what you do” was the best advice my Dad ever gave me . 

He just never considered that “what you do” could be something 

other than working as a traditional employee . Being an employee 

is a wonderful thing, and it’s a great move for most people—

especially if you join the right organization that embraces failure 

and allows you to learn, grow, develop and overcome adversity, 

all while riding the train of a larger group of people . In fact, 

the Global Growth group of companies has minted numerous 

millionaires, including some of our very first employees, who 

still work on the front lines of our business today . I hope 

that someday, we will mint billionaires from the ranks of our 

employees and people who sell their companies to our group .

Regardless of your choice of vocation, that choice was likely 

heavily influenced by your family and cultural upbringing ... 

which determine your subconscious mind . The subconscious 
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mind determines what you think . And the way you think 

determines your actions . In turn, your actions determine the 

habits you form . Your habits form your character, and your 

character is your fate . 

Quite directly, your subconscious is your fate. The subconscious 

determines the thoughts and actions you permit to occupy 

your mind . As Carl Jung said, “Until you make the unconscious 

conscious, it will direct your life, and you will call it fate .”

Are you prepared to get out of your comfort zone and examine 

what unconscious beliefs are driving you to a fate that you might 

neither want nor deserve? Are you ready to embark on a path 

of self-awareness, of making the unconscious conscious, and to 

form new thoughts, new actions, new habits and a new character? 

These are critical steps toward turning adversity into advantage— 

and they must come first. You can’t skip right to the end. 

“It is psychological law that whatever we desire to accomplish 

we must impress upon the subjective or subconscious mind,” 

according to Orison Swett Madison .

As you embark on this path, keep in mind that the pace of your 

errors will increase, and your certainty of your own knowledge will 

decrease . As Descartes relates about his own path to discovery, 

“For I found myself embarrassed with so many doubts and errors 

that it seemed to me that the effort to instruct myself had no 

effect other than the increasing discovery of my own ignorance.”

And be prepared for a re-evaluation of all your values . As 

Descartes says, “If I find some reason for doubt in each of my 

beliefs, that will be enough to reject all of them .”
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“The Allegory of the Cave” tells the story of prisoners, 

tied by their hands to a ceiling from birth so they can 

only look forward. Behind them is a fire. Behind the 

fire, people and things move, casting shadows on the wall in front 

of the prisoners. That is reality for the prisoners. 

When a prisoner escapes out of the cave and into the sunlight 

(or truth), he is dazzled and confused until he understands 

that this is reality . When he runs back inside to tell his fellow 

prisoners what he has learned, they turn on him and kill him, 

preferring the comfort of their known shadows to any stories of 

a world of three dimensions and sunlight . 

This is a story about reality, about the force of our perception to 

shape our world, our reluctance to see the world differently and 

the power of truly knowing something through experience . 

CHAPTER 2:
Plato

“We can easily forgive a child who is afraid  
of the dark; the real tragedy of life is when men are 

afraid of the light.” —often attributed to Plato

Plato (c. 428 BCE–c. 348 BCE) was an ancient Greek philosopher who wrote 

some of the most influential works in Western thought. A student of Socrates, 

Plato was so impressed by his teacher’s method of debate that he wrote all 

his works in the Socratic method of question-and-answer. Devastated after 

Socrates’ trial and death, Plato travelled for 12 years through Europe and 

Egypt, studying mathematics, geometry, geology, astronomy and religion. 

During this period, Plato wrote his most famous works, including The Republic, 

which contains “The Allegory of the Cave.” On his return to Athens, Plato 

established the Academy—the first organized school in Western civilization.
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It is the “red pill” from The Matrix. When Morpheus says, “This 

is your last chance . After this, there is no turning back . You take 

the blue pill, the story ends, you wake up in your bed and believe 

whatever you want to believe . You take the red pill, you stay in 

Wonderland, and I show you how deep the rabbit hole goes .”

Are you ready to take the red pill? Are you ready to separate 

perception, ego, bias and intellect from your view of reality? Or 

are you entranced by the shadows of your mind? This is, perhaps, 

the most important step in turning adversity into advantage .

Those who successfully turn adversity into advantage force 

themselves to confront reality—however isolating it might be . 

Elon Musk has developed a method for separating perception 

from the truth, so he can access reality and help his team do the 

same . This skill has helped Musk’s enterprises repeatedly turn 

enormous adversity (and what short-sellers believed was near 

certain failure) into an even greater advantage:

Talking to Rolling Stone in November 2017, Musk outlined his 

process for assessing an idea:

1. Ask a question .

2. Gather as much evidence as possible about it .

3. Develop axioms based on the evidence, and try to assign a 

probability of truth to each one .

4. Draw a conclusion based on cogency in order to 

determine: Are these axioms correct, are they relevant, 

do they necessarily lead to this conclusion, and with 

what probability?

5. Attempt to disprove the conclusion . Seek refutation from 

others to further help break your conclusion .
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6. If nobody can invalidate your conclusion, then you’re 

probably right, but you’re not certainly right .

Musk explains, “Most people don’t use it . They engage in 

wishful thinking . They ignore counterarguments . They form 

conclusions based on what others are doing and aren’t doing . 

The reasoning that results is ‘It’s true because I said it’s true,’ 

but not because it’s objectively true .” Being able to access the 

objective truth is an invaluable skill to develop . 

Be a philosopher first and an entrepreneur second. (Descartes 

says it best: “To live without philosophizing is, in truth, the same 

as keeping the eyes closed without attempting to open them .”)

The process starts with what Susan Scott calls “interrogating reality .” 

She describes this as a “fierce conversation … one in which we come 

out from behind ourselves into the conversation and make it real .” 

Fundamentally, seeking objective truth is about not being afraid 

of what you uncover .

Scott outlines three stages of interrogating reality: (1) Identify 

the issue on the table and your proposed solution . (2) Check 

to see that everyone understands . (3) Check for agreement . 

“Be sure you get everyone’s input and resist the temptation to 

defend your idea,” she says . “Real thinking occurs only when 

everyone is engaged in exploring differing viewpoints.”

In many companies today, you see the “The Corporate Nod .” 

This occurs when people don’t say what they are really thinking, 

according to Scott . “Companies and marriages derail because 

people don’t say what they are really thinking .” When people 

don’t ask tough questions, everyone suffers. “The quality of our 
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lives is largely determined by the quality of the questions we 

ask—and the quality of our answers,” she points out .

While Scott outlines a logical path for fierce conversations, even 

more important to implementing such a logic is a lack of fear of 

opinion . Remember: In “The Allegory of the Cave,” when the prisoner 

runs back inside the cave to tell his fellow prisoners what he has 

learned about the truth, they kill him. To think differently and to 

follow radically logical conclusions, you must eliminate fear of where 

your logic might take you and what others will think about you .

Musk has shown a total fearlessness of opinion and fearlessness 

of opposing the power of the federal government, going as far 

as to mock the Securities Exchange Commission as the “Short-

Seller Enrichment Commission .” He even pushed the envelope in 

naming one of his children “X Æ A-12 Musk .” Musk is not afraid 

of the tentacles of the Leviathan at the SEC, and he is not afraid 

of other people’s opinions .

In another culture, a name such as X Æ A-12 Musk might be 

perfectly acceptable and recognizable . Like the cave dwellers, 

we begin our lives bound by perspective and perception . Our 

nature and our nurture—or our genetics and our upbringing—

lock us into a way of seeing and understanding the world .

Most people underestimate the extent to which they are subject 

to the perceptions and perspective lens of their nature/nurture 

background . As a result, they limit the possibilities they see in life 

to the limitations of this lens . And, most importantly, they limit 

their ability to turn adversity into advantage . This, in turn, limits 

their ability to recover and prosper after living through a disaster 

such as COVID-19 .
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Subconsciously imposed limits on our freedom limit the number 

of new businesses that are formed, the number of new medical 

breakthroughs that are made, and they reduce the overall 

progress of humanity . This all limits humanity’s ability to recover 

from the COVID-19 disaster .

But, your subconscious is not your fate . And your genetics are 

not your fate . Your subconscious can be made conscious and 

be rewritten with new affirmations that will both unleash your 

freedom and quite possibly alter your genetic structure .

As Jim Kwik says, “If an egg is broken by an outside force, life 

ends . If broken by an inside force, life begins . Great things always 

begin from the inside .”

Yes, you can alter your own genetic structure with the right 

thoughts, environment, behaviors and habits . This concept 

is known as “epigenetics.” Adrian Bird defines epigenetics as 

“the structural adaptation of chromosomal regions so as to 

register, signal or perpetuate altered activity states .” Epigenetics 

means you can repair and alter your DNA in a way that, quite 

literally, makes you a different person. In fact, survivors of the 

Irish potato famine in the 1840s had such powerfully altered 

DNA that several generations later, researchers were able to 

identify purely environmentally induced changes in DNA in the 

descendants of those who bore children during the famine .

I’ve lately taken up intermittent fasting, some days eating only 

one meal a day . I am wondering what epigenetic impact that will 

have on my DNA, as well as on my future children . 
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Democratic Athens saw Socrates as a threat to its 

dogma. He was charged with corrupting youth 

when, in reality, he was teaching them to think for 

themselves. The guardians and the “herd” saw him as a threat. 

So, out of fear, they silenced him.  

Many people today say democracy is the ultimate protector of 

freedom . As Socrates discovered, this is not the case . 

As Attorney General Barr comments, “This criminalization of 

politics will only worsen until we change the culture of concocting 

new legal theories to criminalize all manner of questionable 

conduct . Smart, ambitious lawyers have sought to amass glory by 

prosecuting prominent public figures since the Roman Republic. It 

CHAPTER 3:
Socrates

“The unexamined life is not worth living.” 
—as said of Socrates’ final trial

Socrates (469–399 BCE) is the founding figure of Western philosophy. His style 

of teaching—immortalized as the “Socratic Method”—involved asking question 

after question until his students arrived at their own understanding. He 

wrote nothing himself, so the only record we have of his teachings comprises 

the writings of his followers, most notably, Plato. After several acts of civil 

disobedience, Socrates was charged with failing to honor the Athenian gods 

and corrupting the young and was sentenced to death. Although colleagues 

begged him to escape, he chose to stay, spending his last days among friends 

before accepting the cup of hemlock from his executioner and drinking it.
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is utterly unsurprising that prosecutors continue to do so today to 

the extent the Justice Department’s leaders will permit it .”

As Attorney General Barr notes, “In case after case, we have advanced 

and defended hyper-aggressive extensions of the criminal law .” 

The net effect of today’s hyperaggressive extensions of 

criminal law is that the federal government is now determining 

what your “pursuit of happiness” means . There are tens of 

thousands of undecipherable federal laws on the books, and 

you never know when you might run afoul of one of them . The 

collective of the Leviathan has prescribed exactly what the 

options are for your happiness . 

Author Ayn Rand said, “The Right to the Pursuit of Happiness 

means man’s right to live for himself, to choose what constitutes 

his own private, personal, individual happiness and to work for 

its achievement, so long as he respects the same right in others . 

It means that Man cannot be forced to devote his life to the 

happiness of another man nor of any number of other men . It 

means that the collective cannot decide what is to be the purpose 

of a man’s existence nor prescribe his choice of happiness .”

Some people have chosen to build businesses and accumulate 

wealth . They are no better or worse than those who have 

chosen to be poets or surfers or to live off the grid with no 

material possessions . Despite this fact, billionaires are the 

“Socrates” of our generation .

The risk to innovation, experimentation and economic 

advancement is grave . And, this risk is even greater than any 

risk that prosecutors think they are protecting us from . 
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Attorney General Barr comments, “It may be better to live under 

robber barons than under omnipotent moral busybodies . The 

robber baron’s cruelty may sometimes sleep, his cupidity may at 

some point be satiated; but those who torment us for our own 

good will torment us without end for they do so with the approval 

of their own conscience  . . . Even the most well-meaning people 

can do great damage if they lose perspective . ‘The road to hell is 

paved with good intentions, as they say .’”

Billionaires and the “1 Percent” have become a persecuted class, 

attacked for having vision, conviction and the determination to 

persist. Men such as George Soros, Elon Musk and Jeff Bezos are 

relentlessly attacked in the media for their personal and professional 

decisions . For many, “billionaire” is a pejorative term; and Washington 

is very much interested in bringing tech giants to heel .

It was a real wake-up call for me when I discovered how much 

people can hate you because you are successful . It has been one 

of the biggest lessons I have learned . My mom and dad were 

always proud of me—whatever I did, success or failure . I am 

happy for people who are successful . That is my value system . 

It didn’t occur to me that people would want to see me fail . 

Psychologically, it is their own fear of failure that has prevented 

them from being a success . People want to justify where they 

are in life by seeing successful people fail . It is one of the 

saddest parts of our culture today . Some people get enormous 

joy out of seeing successful people fail . Ultimately, they feel 

that your failure justifies why they haven’t been a success .

Perhaps instinctively, I knew this might be the case . It might be 

why I kept as low a profile as possible with my business for the 



36  |  Failing Early and Failing Often

Part Two: Foundations

first 25 years of building a billion-dollar company from a $5,000 

investment . I sensed that some people are not going to like you 

solely because you’ve been able to achieve your goals in life .

What I didn’t fully appreciate is that some people who aren’t able 

to achieve their goals will go out of their way to see that you do 

not achieve yours . (And, it’s not unique to our current society: For 

instance, if you put crabs in a bucket, when one of them tries to 

climb out, the other crabs pull it back in .) We don’t want anyone 

getting ahead of the pack . It makes the rest of the pack look bad .

There is a danger in being the innovator—politically, socially, 

economically . You will be unpopular . You might be persecuted . 

The innovator challenges established thinking and established 

perceptions, which form the basis of the self-esteem and self-

identity of the ruling class and the existing elites . This can be 

dangerous for the innovator . 

In order to turn adversity into advantage, you must be fearless to 

the danger from those who will seek to stop you because they see 

you as a challenge or threat to established norms, ideas, practices, 

companies, competitors and those in power today . Turn your goal 

into a burning desire that overcomes your fear of failure, fear of 

opinion, fear of prosecution and any other fear that is holding 

you back . Make your goal an all-consuming obsession that puts 

everything else in perspective as less important .

Start with one small step to challenge what stands in your way and 

repeat that step over and over again, taking a larger and larger 

step each time until your courage builds . Keep your burning desire 

in the front of your mind at every step . As Nietzsche says, “He who 

has a why to live can bear almost any how .”
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CHAPTER 4:
Nietzsche

“I absolutely cannot see how one can later make up for having 

failed to go to a good school at the proper time. Such a man 

does not know himself; he walks through life without having 

learned to walk; his flabby muscles reveal themselves with every 

step. Sometimes life is so merciful as to offer this hard schooling 

once more later: sickness for years perhaps, that demands the 

most extreme strength of will and self-sufficiency; or a sudden 

calamity, affecting also one’s wife and child, that compels one 

to a form of activity that restores energy to the slack fibers and 

toughness to the will to live. The most desirable thing is still 

under all circumstances a hard discipline at the proper time, i.e., 

at that age at which it still makes one proud to see that much 

is demanded of one. For this is what distinguishes the hard 

school as a good school from all others: that much is demanded; 

and sternly demanded; that the good, even the exceptional, is 

demanded as the norm; that praise is rare, that indulgence is non-

existent; that blame is apportioned sharply, objectively, without 

regard for talent or antecedents.”—Friedrich Nietzsche

Friedrich Nietzsche (1844–1900) lived on the tightrope between brilliance 

and madness. Largely ignored while he was alive, his insights about Western 

religion, music, morality and philosophy have affected generations of thinkers, 

psychologists, poets, novelists and playwrights. As one of his biographers 

wrote, “For Nietzsche, thinking was an act of extreme emotional intensity. He 

thought the way others feel.” Nietzsche wrote his masterpieces while suffering 

from bad health and terrible pain. In 1889, he collapsed, never to regain his 

mental health. He spent the last 11 years of his life deranged and eventually in 

silence. He died at age 66 in the care of his sister.
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Nietzsche believed a good education from the “School 

of Hard Knocks”— not from any university—is a 

required form of character development.

I have seen this firsthand. I had the good fortune to barely 

get into Yale off the wait list. Yet, that education paled in 

comparison to the education I received from the School of 

Hard Knocks . I learn more every six months there than I did 

in four years at Yale . Yale won’t teach you how to survive in a 

knockdown, drag-out fight to the death.

Graduates of today’s formal educational institutions have learned 

some tools for knowledge acquisition, but they haven’t yet 

acquired true knowledge . True knowledge comes only from doing, 

learning and failing  . . . preferably, in the School of Hard Knocks .

Formal education, especially in a highly dogmatic and somewhat 

ossified society, is inversely correlated to truth-seekers. The 

more “education” you have, the more you believe you “know”  . . . 

when, in fact, true knowledge comes from doing . The greatest 

danger from education is believing you know .

Nietzsche notes that education is “essentially the means of 

ruining the exceptions for the good of the rule .” And higher 

education is “essentially the means of directing taste against the 

exceptions for the good of the mediocre .”

In other words: Education is meant to fundamentally enforce the 

current culture, society and the powers that be . It is meant to 

educate you to prefer the status quo . It is meant to give you the 

false premise that you know something .
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Such an education to induce conformity in our youth is highly 

corrosive to their free will  . . . and ultimately corrosive to an open 

society . As Nietzsche stated, “The surest way to corrupt a youth 

is to instruct him to hold in higher esteem those who think alike 

than those who think differently.” 

Education in classrooms largely started with German Chancellor 

Otto von Bismarck, when he wanted to build a training system 

for soldiers in the Prussian army . If you want to train infantry 

soldiers for battle in 19th-century European ground wars, 

classroom training can be very effective. Bismarck’s educational 

system worked well, and the Prussian army forced the 

unification of Germany and created the German Empire.

Today, we are thankfully not fighting infantry battles in Europe. 

Even if we were, the education of a modern warrior would involve 

little classroom training and lots of experience in the field. 

Yet, classroom training lives on and has largely outlived its usefulness .

Graduating with a Harvard MBA is dangerous, in that you might 

be inclined to believe you know how to run a business . This is 

not the case . Running a business requires experience—and 

experience requires failure .

A reporter once asked Walmart founder Sam Walton, “How did 

you become so successful?” Walton answered, “I’ve made a lot of 

good decisions .” When he was then asked how he learned to make 

good decisions, Walton replied, “By making a lot of bad decisions .”

I was lucky enough to start a business in my sophomore year 

of a very formal education . I failed miserably at that business . 
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I started another business, which also failed, but not after a 

year of back-breaking work . It was immediately apparent to me 

that the skill set of getting good grades in a formal education 

environment had nothing to do with running a successful 

business . In fact, it appeared to be entirely the opposite .

Formal education is about studying and learning from what is 

already known . It is about following rules, procedures, schedules 

and pre-determined formats . Business is about navigating 

the unknown . It is about inventing and creating entirely in the 

absence of procedures and pre-determined formulas .

The best scholars in formal education know everything . The best 

business people assume they know nothing . In formal education, 

there is a clear demarcation between students and teachers . In 

business, the best leaders are always the students . 

In 1872, Nietzsche presented a series of five lectures (called “On 

the Future of Educational Institutions”) . He had no time for a higher 

education system determined “to make man into a machine by 

teaching him how to suffer being bored.” He believed “the doer 

alone learneth” and “that which does not kill us makes us stronger .”

If you are not doing, learning and failing, you are not getting 

stronger . In fact, you might be getting weaker . Going to prison 

for up to seven years is not going to kill me; rather, it means, by 

definition, that it is going to make me stronger. 

We learn so much from doing. And we stifle so much with formal 

education . Far too often, formal education is pampering and 

insulation from the experimentation and battles that build real 

knowledge and wisdom . 
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Thomas Edison (1847–1931), one of America’s greatest inventors 

and businessmen, only spent 12 weeks in school . 

Edison was a sickly child. When he finally got to school, his 

teacher pronounced him “difficult.” Edison’s mother, an 

accomplished teacher, took him out of school and taught 

him from home . It was the perfect education for this curious, 

energetic child . He developed a love and ability for independent 

learning that would propel him through life . 

Edison also had a great gift of learning from experience . As 

he famously believed, “Opportunity is missed by most people 

because it is dressed in overalls and looks like work .” (At Global 

Growth, one of our core values is to “get our hands dirty .” We 

don’t command from on high; instead, we are on the front lines, 

dealing with problems and challenges—all of which become 

opportunities for learning, strength and opportunity .)

Edison “got his hands dirty .” When he was 12, he was selling 

newspapers on the Grand Trunk Railroad line . He soon created 

his own paper, The Grand Trunk Herald, and sold it to passengers . 

By 15, he had learned to operate a telegraph. For the next five 

years, he travelled through the Midwest, reading, studying 

and experimenting with electrical science in his spare time . 

At 19, while working the night shift at The Associated Press in 

Kentucky, he made the most of his time by developing a method 

of thinking without biases, proving things to himself through 

objective examination and experimentation . By 22, he sold his 

first invention and earned enough money to devote himself to 

discovering needs and creating solutions . It is an education that 

is unthinkable for so many of us now, but we can see so clearly 
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the lessons of perseverance, enquiry, experimentation and 

innovation that Edison learned on the road . 

Thinking without bias is perhaps the most difficult task and first 

requires deep self-awareness of the subconscious beliefs that 

determine how you think without you knowing it . Once you 

reach a conclusion, you must have the courage to accept the 

results of your analysis, regardless of who you offend or how 

society or your peers might view you . 

Hegel says that “to be independent of public opinion is the first 

formal condition of achieving anything great .” And conversely, 

“The man who lacks sense enough to despise public opinion 

expressed in gossip will never do anything great .”

For me, operating without fear of opinion is the most difficult 

daily habit I strive to achieve . Living without fear of opinion 

requires a fundamental self-confidence in yourself so you don’t 

require the approval of others in order to live your life . People 

with such confidence—the Elon Musks of the world—unnerve 

those who are bound by fear of opinion and who can’t break free 

from the shackles of society’s norms .

You might ask, “But what if I don’t have that confidence?” 

Then, create it. Pick a positive affirmation, such as, “I speak my 

mind every day, regardless of what people think about me .” 

Then, repeat it every day . It becomes a habit, and this habit 

forms part of your character .

Napoleon Hill describes this process as “auto-suggestion”: 

“Taking an inventory of mental assets and liabilities, you 

will discover that your greatest weakness is lack of self-
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confidence . This handicap can be surmounted—and timidity 

translated into courage—through the aid of the principle of 

auto-suggestion .” That is, through auto-suggestion, you can 

program your mind with new beliefs that will allow you to live 

without fear of opinion . 

My auto-suggestions are as follows: “I am disciplined, rigorous, 

relentless, dogged, determined, diligent, precise, fastidious, 

systematic, methodical, workmanlike, demanding, focused and 

consistent, accountable and responsible, adaptable and flexible, 

and I act with ferocious resolve to achieve my goals .” 

The credit for this list of affirmations goes to Jim Collins, who lists 

them as attributes of the culture of companies who make the leap 

from good to great . They help me overcome fear every day . I must 

have recited these affirmations a thousand times before I went into 

the nine-hour surgery that successfully removed my brain tumor .  

As I now prepare for a seven-year prison sentence, these affirmations 

guide me and strengthen my resolve to win my case or die trying .

Create your own positive affirmations today. Write them down. 

Recite them daily, out loud, with conviction, confidence and passion. 

Visualize yourself acting in this way . Visualization is the most 

important part .  

Three basketball teams were studied over a two-week period:

Team #1 was told to practice daily as normal for two hours .

Team #2 was told not to practice at all .

Team #3 was told to visualize practicing daily for two hours .
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The results: Team #3 (the team that practiced mentally) achieved 

nearly the same improvement in results as Team #1, the team that 

practiced physically . Team #2 performed substantially worse .

Your action item: Create a clear vision of who you are after you 

have achieved these positive affirmations. Then, review this vision 

daily and in detail until you can see your success as clearly as your 

current reality . Then, The most important step: Emotionalize these 

affirmations in times of great fear so they become part of your 

reptilian brain, which can only be programmed via emotional input .  

I emotionalized these affirmations going into surgery, preparing 

for prison and numerous other circumstances for which I would 

normally be overcome by fear. These affirmations are so far-

driven into my reptilian brain that I get teary-eyed just thinking 

about them. Auto-suggestions as positive affirmations can help 

you overcome any fear, especially the fear of opinion .  

Fundamentally, if you live your life with any fear of opinion, then 

you are not living your life . The society, culture, organization and 

family that surround you are determining how you live your life . A 

small example is clothing . I have generally always worn the same 

clothes every day . It’s a simple task to get dressed every day . In 

the beginning, I was teased relentlessly . Over time, I got used to it . 

Today, the comments have no impact on my decision-making . 

One of the most fearless people who wore the same clothing 

every day was Steve Jobs . His formal education looks like 

a mess: He was labeled as “difficult” in elementary school, 

although, like Edison, his parents stood by him . He was a loner 

who was bullied in middle school . In high school, he was equally 

fascinated with electronics and literature . Jobs dropped out in 
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his first semester at Reed College without telling his parents. 

He attended classes—famously, Robert Palladino’s calligraphy 

class—slept on the floor in friends’ dorm rooms, got money 

from returning Coke bottles and ate for free at the Hare 

Krishna temple . Formally, not a lot going on . Informally, Jobs 

was learning about electronics beside his father, a machinist, 

making personal connections that would found Apple, 

exploring ways of thinking, learning about digital technology 

and finding out what products sell.

Bill Gates, the founder of Microsoft, dropped out of Harvard 

in 1975 after a year to pursue his passion for coding . By 1981, 

Microsoft had a revenue of $16 million . It was what Gates learned 

from his own initiative and inquiry that made all the difference 

to his life . You know this for yourself: When you think back over 

the lessons you have learned in life, so many of them were in the 

doing; so many were outside formal classrooms and lessons .

The best advice for learning how to turn adversity into advantage: 

Take a step toward your burning desire that gets you out of your 

comfort zone, out of your knowledge base and that risks public 

ridicule for failure . Your learning rate, driven by a fundamental 

survival instinct, will multiply tenfold . The goal is not success or 

failure; rather, it is learning from the process to have no fear .

This approach is available to any of us . If you are relaxed, 

you have not found the right challenge, and you are likely 

suppressing what you really want from life . What is your burning 

desire? What is at the core of your free will? 

From the day we are born, our goal as humans is to have power 

over our surroundings . “Physiologists should think before putting 
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down the instinct of self-preservation as the cardinal instinct of 

an organic being . A living thing seeks above all to discharge its 

strength—life itself is will to power; self-preservation is only one 

of the indirect and most frequent results,” Nietzsche comments .

If you have surfaced your burning desire, made it conscious and you 

face some degree of fear at every step of the way toward achieving 

your goal, you are on the right path . Once you have mastered 

the courage to take on a challenge that forces you out of your 

comfort zone, there is nothing that stands in your way from the 

breakthrough that will turn your adversity into an advantage .

Failure to turn adversity into advantage fundamentally is a failure 

to break free from your comfort zone . Your comfort zone has 

become your prison . Without even prosecuting you, the Leviathan 

and all of its tentacles into society and law have put you in a prison 

that limits your freedom just as much as a real prison .

Perhaps you will be blessed with a prosecutor who says he wants 

to “incapacitate” you; perhaps it will be another mortal threat that 

stirs you to decisive action . Perhaps you will be blessed with a brain 

tumor or a long-term sickness that strengthens your will to live .

Without such gifts of adversity, if your life has been smooth 

sailing, you might slip into a dangerous relaxation . I am 

not talking about meditation, vacations, time off, work-life 

balance and everything else that goes along with good stress 

management . I’m talking about maintaining a level of self-

control over your free will such that you are always prepared for 

any challenge that comes your way . 
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Numerous studies have shown that this level of self-control and 

“eternal vigilance” does, in fact, reduce stress, cancer, depression 

and other diseases caused by feelings of helplessness . So, when 

adversity shows up, or when the Leviathan wraps its tentacles 

around you and threatens to send you to prison, you are prepared 

to take on the challenge with persistence and determination . 

Daniela Kaufer, associate professor of integrative biology at 

the University of California, Berkeley, notes that the right 

kind of stress is healthy: “Some amounts of stress are good to 

push you just to the level of optimal alertness, behavioral and 

cognitive performance .”

You are never too relaxed to find a challenge. You can always 

challenge yourself and grow—as long as you have control over your 

own mind. If your life is entirely peaceful, find a challenge within 

that peace that allows you to fail and learn . Maybe take up piano 

and schedule a recital for yourself six months out with your closest 

friends . Set the date in stone and see what happens to your focus .
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F or Hegel, life is a process, not an end. We reach a point 

of understanding; that state is challenged; we reach a 

new understanding; and the process begins once again. 

Once we stop questioning and working toward synthesis, we 

stagnate. It is so important to keep learning and keep doing 

what you love. The minute you feel life is at an end, that you 

have nothing more to learn, that there are no more surprises, 

it’s over and you die. If you are always growing, you are always 

learning, you are always stretching, you are always alive—right 

up to the day you physically die.

CHAPTER 5:
Hegel

“It is solely by risking life that freedom is 
obtained ... the individual who has not staked 
his or her life may, no doubt, be recognized as 

a Person; but he or she has not attained the 
truth of this recognition as an independent 

self-consciousness.” —Georg Wilhelm Friedrich 
Hegel, The Phenomenology of Spirit

Georg Hegel (1770–1831) was a German philosopher and is considered 

to be the leading thinker of his era. His philosophies include the idea that 

progress is messy and non-linear; ideas we disagree with hold kernels of 

truth we should examine; and growth requires the clash of different views, 

represented by the Dialectic: an accepted thesis, challenged by an opposing 

antithesis, resolving in a synthesis. At 48, he was appointed professor of 

philosophy at the University of Berlin.
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Three of the men I most admire are working and learning into their 

80s and beyond . The chairman of the Global Growth board, George 

A . Vandeman, challenges himself every day at the age of 80 . 

George’s career has been one of constant learning, striving and 

growth . Before coming to Global Growth, George was chairman of 

the board and a director of MPG Office Trust (a Southern California-

based office property REIT) until its sale in late 2013. From April 

2006 to November 2008, George was a member of the board of 

directors of ValueVison Media, Inc ., operator of the cable shopping 

channel ShopNBC . He also served as vice chairman of the board of 

Genelux Corporation, a San Diego-based biotechnology company . 

And, until recently, he was a member of the board of directors of 

Symbio Pharmaceuticals, Limited, a publicly traded, Tokyo-based 

biotechnology company . In addition to serving on these boards, 

as an attorney, George advised hundreds of boards of directors, 

including boards of some of the world’s largest companies . 

From 1995 to 2000, George was senior vice president and general 

counsel of Amgen and a member of its operating committee, a 

company with revenues of $23 .75 billion in 2019 . Before joining 

Amgen, George was a senior partner and head of the mergers 

and acquisitions practice at the international law firm, Latham & 

Watkins, where he worked for nearly three decades . His client list 

at Latham comprised a “who’s-who” of American business and 

entertainment, including Marvin Davis, Ted Turner, Merv Griffin, 

John Forsythe, Aaron Spelling, Hard Rock Café, Holiday Inns, 

Michael Jackson, Imagine Films and Nestlé USA .

George was also the founding shareholder of KHNR, an all-news 

station featuring CNN Headline News Radio, in Honolulu . He was 
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the architect of, and a principal in, the acquisition of Los Angeles 

television station KTLA, Channel 5 in 1983 by Kohlberg, Kravis, 

Roberts and the subsequent sale of that station in 1985 to The 

Tribune Company . He was also a founder of Cinema Group, an 

independent motion picture production company, and VideoNet, 

the first live-via-satellite teleconferencing company. George 

was a member for many years and past chair of the board of 

councilors at the University of Southern California Law School . 

…

My oldest employee, Stan Sanoff, was born in 1926. That’s 

right—1926. He works for us five days a week as our assistant 

general counsel in California . Stan is the epitome of someone 

who has never stopped learning . As a young man, he left school 

before he matriculated to play jazz clarinet in New York . When 

his family moved west, he set up a credit collection bureau . From 

1954 to 1963, he grew his business . 

Nearly 10 years in, Stan was getting “bored of the business 

world.” When a client of Stan’s confided he was about to leave 

his job to start practicing law, Stan was shocked . 

“I didn’t even know you could go to law school!” It was a life-

changing revelation . 

Stan enrolled in Southwestern School of Law . He had never been 

considered a “natural student,” but in the second week, he knew 

he was exactly where he should be . He graduated magna cum 

laude  . . . despite having to juggle his studies, two young children 

and running a business . Apart from his seven holes-in-one on the 

golf course, it is his proudest achievement . 
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Stan has worked in law ever since . At 94, he jokes that ‘red wine 

and good genes’ are his fountain of youth . I know that from 

working with Stan, his strong life force is also because he never 

stops learning . California labor law changes every year, every 

week; it’s very complicated . Stan is up on all the laws . That’s my 

inspiration—to be 94 and still learning .

… 

I met Les Sufrin in 2001, when he helped Global Growth with the 

acquisition of The Coding Institute . Les has been like a father to 

me ever since. He introduced us to our first lenders, helped us 

close our first acquisitions and provided wise counsel on myriad 

life and business matters . Global Growth would not exist today if 

it weren’t for Les Sufrin .

In 1975, Les left his comfortable job with a big accounting 

firm to start out on his own. From day one, Les had clients 

who recommended him to other clients, and so his firm grew. 

Thirty years later, he sold his business to a French firm and kept 

working for Global Growth .

Les’s success has been founded on consistently providing the 

best possible client service. The lesson he passed on to his staff 

was that “the most important thing in client service is your work 

ethic . You have to be fully committed, 24/7, to the work ethic . 

There’s a need for balancing home and professional life, but 

when you are engaged in doing the work, you should be 24/7 in 

that engagement and totally focused on service .”

From this work ethic, Les built a professional business he is 

rightly proud of . “My greatest thrill has been taking a start-up 
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professional accounting practice from nothing and building it 

into a very reputable firm that enjoys an international reputation 

and also being able to provide a livelihood and professionalism 

to all my employees over the years .” 

One of Les’s other great joys is bringing together an insight into 

the numbers and an understanding of the business . He calls it 

“marrying the words and music .” Les is aged 79 . You can hear his 

enthusiasm for people, their stories and their work in his voice . 

“Every client represents an opportunity to learn more about 

another business, another industry . Every new client is like an 

additional graduate degree .” 

Les’s other tips for success include: “You have got to stay in 

touch with everyone . You can’t stand on ceremony . And try to do 

the right thing, always . I like to help people, which comes from 

my work . You want to help people succeed and support them 

through adversity .” 

In between working and connecting with existing and new 

clients, Les fits in time to visit museums, galleries and the opera 

with his wife . Les has lived a life that is rich with risk, reward and 

return . His dedication to learning and constantly extending his 

knowledge is a quality I admire deeply . 
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I n a 2009 profile in The New York Times, Jim explained 

that when his wife, Joanne Ernst, announced she thought 

she could win an Ironman triathlon, Jim resigned from his 

job at Hewlett Packard and devoted himself to her training, 

sponsorships and well-being. Joanne won the Hawaiian 

Ironman Triathlon in 1985. 

For his 50th birthday, Jim’s gift to himself was 18 months 

of training for an attempt to climb El Capitan in fewer than 

24 hours . Jim made it to the top . In 1995, he founded a 

management laboratory in Boulder, Colorado, where he 

conducts research and engages with CEOs and senior leadership 

teams . Jim is also a Socratic advisor to leaders in the business 

and social sectors and, according to Forbes (2017), he is one of 

the “100 Greatest Living Business Minds .”

One of Jim’s most foundational concepts is “First Who, Then 

What .” He discovered great leaders who build organizations 

CHAPTER 6:
Jim Collins

“Great vision without great people is 
irrelevant.” —Jim Collins

Jim Collins (b. 1958) is teacher and writer dedicated to studying what 

makes great companies tick. He has written and co-authored eight books 

that have sold more than 10 million copies worldwide. His book, Good to 

Great, was a study of the success of unassuming, determined leaders who 

keep their focus on clear, simple goals—much like Jim himself. 
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from the people up . He described it as “getting the right people 

on the bus” and making sure those people are in the key seats 

before you figure out where you are going to drive. Business 

is unpredictable . You can’t possibly know what challenges you 

are going to face, but you can know that your team can handle 

anything while adapting and continuing to perform at their peak 

under any circumstances . 

Collins is right: The right person in your busines can be a 

transformational game-changer; and the wrong person can cause 

you endless misery . The biggest failures in my life can be traced 

back to one simple decision: allowing the wrong person on my bus .

Unfortunately, there is no way to learn how to bring the right 

people into your life without failing with the wrong people 

first. Once you learn who is right for you, your friends, your 

organization and your career, give them the respect of their own 

freedom . They are critically important to you, and you must treat 

them with utmost care .

In business, hire people who are smarter than you, more talented than 

you, and then get the heck out of their way . If you hire the second 

best instead of the best or a “C” player instead of an “A” player, 

you are going to get your butt handed to you on a silver platter . 

If I had hired better people to help with government relations, I 

wouldn’t be writing this book . I had a VP of compliance . I had a 

consultant . I had a head of government relations . I had a general 

counsel . I had outside counsel . But, I didn’t have the right people 

on my team . None of these people ever gave me even the 

slightest warning something might have been amiss . A better 

team would have done better .
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On the flip side, I have seen how the right business leader can 

transform a money-losing business into one of the most successful 

businesses . I bought Beckett Collectibles in 2008 and went through 

two CEOs to find the right one. At the time, it was losing millions 

of dollars a year . Today, it makes more than 10 million dollars a 

year. Had I not persisted in finding the right leader for Beckett, the 

business would likely have died . 

This lesson applies to every relationship in your life—your love life, 

your spouse, your friends, your business associates, your partners, 

your co-workers, your lawyer and your accountant . Just one 

wrong person on your bus in any one of these areas can mean the 

difference between misery and a beautiful and rewarding life.
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Napoleon Hill’s Think and Grow Rich is my all-time favorite 

book. I must have listened to it on tape more than 1,000 

times. Early in my career, it helped me set and achieve 

my goals and find my burning desire. Hill believes the art of 

success is simply setting an objective and turning it into a burning 

desire, with daily focus on the goal. Business and success are by-

products of setting a goal and achieving it. It could be a goal to 

lose weight or to fast 22 hours a day. It could be a goal to raise a 

family, a goal to climb a mountain, master electric car repair or to 

live off the grid for a year with your family.

CHAPTER 7:
Napoleon Hill

“Whatever the mind can conceive and 
believe, it can achieve.” —Napoleon Hill

Napoleon Hill (1883–1970) was an American self-help author. He was the 

first author to write about the connection between success and the powers 

of the mind, and his life’s work has become the cornerstone of modern 

motivation. Hill was born into poverty in the Appalachian town of Pound, 

in Southwest Virginia. At age 13, he began working as a mountain reporter 

on his father’s newspaper. He saved his earnings to enter law school but 

had to withdraw, due to a lack of money. He worked as a reporter until 

an assignment in 1908 changed the course of his life. While interviewing 

the powerful industrialist, Andrew Carnegie, Carnegie challenged Hill to 

interview wealthy, successful men and see if he could discover the formula of 

their success. Published in 1937, Think and Grow Rich was an instant success 

and made Hill one of America’s most beloved motivational authors. It is still 

among the 10 best-selling self-help books and has never been out of print. 
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The core of your character is your ability to tell yourself you’re 

going to do something—and then do it . That is the agreement 

we make with ourselves . That is internal integrity . For me, that is 

what success means . “I said I was going to do it, and I did it .” Your 

free will depends on it .

I said I was going to build a billion-dollar business . I said I was 

going to get into the insurance business . I said I was going to do 

acquisitions . I said I did nothing wrong with my campaign donations, 

and I intend to win my case, regardless of how long it takes . I made 

a commitment to myself and a commitment to other people . Your 

ability to keep your own word is the core of your character .

Nietzsche wrote, “I also want to make asceticism natural 

again: in place of the aim of denial, the aim of strengthening; 

a gymnastics of the will; abstinence and periods of fasting of 

all kinds, in the most spiritual realm, too; a casuistry of deeds 

in regard to the opinions we have regarding our strengths; an 

experiment with adventures and arbitrary dangers . (Diners chez 

Magny: ‘Nothing but spiritual gourmets with indigestion .’) One 

should even devise a test for one’s strength in being able to 

keep one’s word .”

Perhaps with the next adversity you face, make this commitment 

to yourself: “I will turn this adversity into an even greater 

advantage, or I will die trying .” 

This was perhaps Hill’s greatest advice: “In every adversity, there 

are the seeds of even greater advantage .” I have seen the power 

of this firsthand. My indictment and trial have together been 

the most powerful learning experience . I wouldn’t give it up for 

anything . My education in the School of Hard Knocks has been 
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priceless . You can’t buy this kind of education anywhere at any 

price . You have to go through it . You have to live it . 

Humans have three responses to adversity: It makes us weaker, 

it has no impact or it makes us stronger . Thankfully, thanks to 

my parents, adversity and failures make me stronger . The more 

intense the adversity, the greater the strength . Napoleon Hill 

understood this too . His son was born deaf . He kept telling 

his son, “This is an advantage . You’re deaf; it’s got to be an 

advantage .” He had no idea how being deaf was going to turn 

into an advantage for his son; he just knew it would—his son 

later built a successful hearing aid company . 

Ray Charles faced similar adversity . He was born poor and black 

in the Jim Crow South . He lost his eye sight by age 7 . His father 

abandoned his family . Despite these challenges, Charles became 

one of the greatest modern musicians . He turned his lack of 

sight into a greater advantage of mastering sound .

You’ve got to keep looking for the advantage in adversity 

because, at first, you won’t see it. It might take years to emerge. 

But emerge it will, if you persist long enough . 

After the indictment, we found a new chairman, a new legal team 

and a new CFO . We discovered wonderful, new leaders . Our team 

is more disciplined and more focused than ever . I have had an 

amazing education about the machinations of politics and law 

enforcement in the United States . I have a new passion for helping 

people who don’t have the means to fight injustice. There are all 

kinds of advantages coming from this adversity . The light of this 

advantage is very clear to me . It’s coming straight at me .
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I also have a newfound appreciation of the enormous waste of 

humanity created by today’s criminal justice system . I have found 

extraordinary talent in the ranks of the 70-plus million Americans 

who have a criminal record . (If you have a criminal record, you 

are welcome to apply for a position at one of our companies .)

Sadly, most employers don’t see the opportunity of hiring 

people with a criminal record—despite the enormous tuition 

these people have paid in the School of Hard Knocks . That 

tuition is largely wasted by employers who refuse to hire people 

with criminal backgrounds .

The Brennan Center for Justice published the shocking  

chart below:

There are just as many people in America today with a criminal record as 

with a college degree . There are more people with a criminal record in 

America than people who voted for Obama in 2012 . Perhaps someone 

should start the “American Ex-Con Party”—its voter base would be the 

largest of any political party . Sadly, in many states, people with a criminal 

record can’t vote . 
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Laws that prohibit felons from voting effectively disenfranchise 

a whole segment of the population . Perhaps this is intentional 

self-preservation by the existing elites . The practice skews 

elections to “law and order” voters—that is, voters who have not 

yet come face to face with the tentacles of the Leviathan . Over 

time, the more shakedowns there are of law-abiding citizens by 

the Leviathan, the more attitudes will change .

There are about 328 million people in the United States . 

When more than 70 million of them (21 percent, or one in 

five) have criminal backgrounds, something is gravely wrong . 

The rule of law in America is a mirage when one in five people 

is branded a “criminal .”
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Values
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CHAPTER 8:
Seek Truth

P lato defined a “philosopher” by a literal translation of 

the word, “wisdom-lover.” For Plato, a philosopher is 

someone who loves true knowledge, as opposed to mere 

experience or education. 

From this belief in the power of ruling from truth, Plato fashions the 

“Ship of State” metaphor, one of his most often-quoted ideas, along 

with his “Allegory of the Cave”: “The true pilot must of necessity 

pay attention to the seasons, the heavens, the stars, the winds, 

and everything proper to the craft if he is really to rule a ship .” You 

cannot lead if you are not aware of everything around you .

Quite simply, the leader in the room is the person closest to 

reality . Regardless of your title, your antecedents, your upbringing, 

your rank, you are the leader in any given situation if you are the 

closest to reality . Gentle lies might seem an easier path, but it is 

by facing hard truths that we make progress, both personally and 

professionally. Brutal honesty with yourself is the first step.

Living your own truth is not easy . Studies show that 60 percent of 

adults lie at least once in a 10-minute conversation . Being a truth-

seeker is even harder work . Truth-seekers universally endure pain, 

ridicule, failure, embarrassment, social ostracization, persecution, 

injustice and other indignities . Truth-seekers in art who were 

“Too many prefer gentle lies to hard truths.” 
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ignored during their lifetimes, such as Vincent Van Gogh, Herman 

Melville and Edgar Allan Poe, are well known to us now .

Nietzsche said, “To those human beings who are of any concern to 

me I wish suffering, desolation, sickness, ill-treatment, indignities 

 . . . I wish that they should not remain unfamiliar with profound self-

contempt, the torture of self-mistrust, the wretchedness of the 

vanquished: I have no pity for them, because I wish them the only 

thing that can prove today whether one is worth anything or not; 

that one endures .” (From The Will to Power) .

Are you prepared to endure for the sake of your truth 

as long it takes, regardless of prosecution, persecution, 

embarrassment, and ridicule? 

Galileo was placed under house arrest for the last seven years 

of his life for his public support of Copernicanism (the belief 

that the sun was the center of the universe, not Earth) . Galileo’s 

work on developing and improving the telescope meant he had 

observed the movement of the stars and planets . He would not 

deny what he knew to be true and was publicly shamed and 

punished for his adherence to the truth .

Alfred Wegener was the first scientist to describe “continental 

drift” as the explanation for the separation of the continents 

from Pangaea, the original supercontinent . Until Wegener’s 

theory, scientists thought the continents had been created 

by sinking, which they thought had created the oceans . 

Wegener published his theories in 1912 . Reactions were almost 

universally hostile . By the time of his death in 1930, his ideas had 

disappeared from scientific discourse. It wasn’t until the 1960s 

that Wegener’s theories were validated as part of the study of 
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plate tectonics . Continental drift is now taught as a fundamental 

truth to every geology student .

Ignaz Semmelweis was a doctor who worked in obstetrics in the 

mid-1800s . His observations about maternal mortality rates at 

the Vienna Hospital led him to mandate that all medical staff 

had to wash their hands in a chloride solution before entering his 

ward . It was a revolutionary approach at a time when everyone 

believed disease was spread through the air .

His measures had an immediate and drastic impact . The rate 

of maternal deaths dropped hugely by the end of the year . 

Semmelweis’s boss, possibly feeling upstaged, refused to 

reappoint him to the obstetrics clinic . Colleagues didn’t want to 

admit that they were the cause of patient deaths . Semmelweis 

died in an insane asylum, his work ignored by superiors . 

Years after his death, he is known as a pioneer of antiseptic 

procedures . In 2020, we are all too aware of the importance of 

his insight as we live through a modern pandemic .

The more society can accept and embrace truth-seekers, the less 

pain there is around innovation, and the faster we can benefit 

from the truth . This means more wealth, more prosperity, more 

happiness for everyone . Not everyone is a truth-seeker, but 

everyone can benefit from living among them in a society that 

values freedom and nurtures free thought . It is a simple equation: 

The more tolerant and free the society, the greater the propensity 

for truth to flourish and the greater the subsequent advantages.
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CHAPTER 9:
Welcome Pain

Most of us have heard of PTSD (post-traumatic stress 

disorder). Less well-known is post-traumatic growth, 

or PTG. Developed by psychologists Richard Tedeschi, 

Ph.D., and Lawrence Calhoun, Ph.D., in the mid-1990s, PTG is the 

understanding that people who endure a psychological struggle 

following adversity often experience positive growth afterward. 

PTG is different than “resilience.” People who are resilient rarely 

experience PTG . It is people who struggle to bounce back who 

often grow the most after a traumatic experience . Tedeschi and 

Calhoun developed a “Post-Traumatic Growth Inventory,” which 

measures growth in seven areas:

• Greater appreciation of life

• Greater appreciation and strengthening of close relationships

• Increased compassion and altruism

• The identification of new possibilities or a purpose in life

• Greater awareness and utilization of personal strengths

• Enhanced spiritual development

• Creative growth

Pain is a traveling professor and it goes and 
knocks on everyone’s door. The smartest 

people I know are the people who say, ‘Come 
in, and don’t leave until you have taught me 

what I need to know.’ ”—Glennon Doyle
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It is possible to thrive after a disaster . Given that 61 percent of 

men and 51 percent of women report at least one traumatic 

event in their lifetime, we need to develop a new attitude to pain . 

As with failure, we are taught to avoid pain from the earliest age . 

Pain, however, is not only unavoidable, it is essential .

COVID-19 has presented all manner of trauma for millions of people . 

Lives have been lost, businesses ruined, relationships torn apart and 

careers ruined . If you are fortunate enough to be alive to be reading 

this, then this trauma can turn into an even greater advantage .

I do not know of a single great artist, musician, entrepreneur, 

religious leader or military commander, personally or by 

reputation, who avoided pain . You must know you can endure 

pain to be a leader. It is by withstanding pain that you find 

the truth and break free from the constraints that put you in 

danger—moral, physical or emotional—in the first place. 

The types of pain most people want to avoid include:

• Physical pain (lack of exercise)

• Mental pain (lack of disciplined thought)

• Emotional pain (fear of loss of love)

• Social pain (fear of failure)

• Financial pain (fear of financial risk)

• Pain that keeps us locked in the prison of our comfort 
zone (fear of life)

Sam Chand spells it out beautifully: “Do you want to be a better 

leader? Raise the threshold of your pain . Reluctance to face pain 

is your greatest limitation . There is no growth without change, 

no change without loss and no loss without pain . Bottom line: If 

you’re not hurting, you’re not leading .”
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Until recently, most of my pain was self-inflicted—giving up a 

social life to work, dedicating my time and energy to my business . 

The greatest test of my life have been my trial and public 

accusations of wrongdoing . I was fortunate to have the funds to 

fight a battle in court, but my money would have been worthless 

if I hadn’t been prepared to suffer through the pain of this battle. 

The measure of the strength of your character is your ability to 

endure pain . This translates into your ability to seek the truth and 

escape the prison of your comfort zone and mediocrity . Quite 

directly, your free will is dependent on your ability to endure pain .

Nietzsche was right when he said, “I assess the power of a will by 

how much resistance, pain, torture it endures and knows how to 

turn to its advantage .”

The amount of pain and trauma you can endure and turn into 

an equal or greater advantage is the measure of your ability to 

connect with your fundamental will to be free . Each of us has that 

fundamental will, and each of us can identify, surface and connect 

with that will through making the subconscious conscious .

To understand how enduring pain can free your will, become 

an art and music lover . Most great art and music comes from a 

place of great pain . 

Hegel said it best: “If we are in a general way permitted to regard 

human activity in the realm of the beautiful as a liberation of 

the soul, as a release from constraint and restriction, in short, to 

consider that art does actually alleviate the most overpowering 

and tragic catastrophes by means of the creations it offers to our 

contemplation and enjoyment, it is the art of music which conducts 

us to the final summit of that ascent to freedom.”
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CHAPTER 10:
Embrace Failure

I am the youngest of six. By the time I came along, my mom 

had raised a lot of children, so she was hands off with me. 

She gave me an enormous amount of unconditional love, 

along with a loving, stable family. My parents were my greatest 

champions. They put up a poster in my room that said, “Greg is 

great.” I was probably 7 or 8 years old. If I failed, all they said 

was, “You did your best. We’re proud of you.” And they have 

always been proud of me, even through my biggest failures. 

That’s what I want to deliver to other people—the support that 

will help them take pride in their failures. 

I talked to my mom recently, and we talked about my divorce, 

indictment, conviction, looming prison sentence and various 

business setbacks, and she said, “You have so much going for you 

Greg . I am so proud of you .” With that kind of support, “you just 

keep pushing . I made every mistake that could be made . But I 

just kept pushing,” as Descartes says .

People are brought up being criticized for failure . Sadly, for most 

people, the criticism of failure starts when they are very young . 

For so many of us, the first words we hear are, “No, don’t do 

that” or “That was stupid”  . . . or worse .

Putting negative thoughts into the hearts and minds of 

children is one of the worst things a parent can do to a child . 

“Mistakes are the portals of discovery.”—
James Joyce
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The child’s natural will to power is covered up in fear and self-

doubt . This trauma will take years to reverse .

My parents took a different approach. They provided 

unconditional love, regardless of when I failed . And I failed a lot .

Most people don’t achieve what they want to achieve in life 

for one reason: fear of failure . Why don’t most people start a 

business? Because they don’t want to be seen as a failure . Why? 

Because psychologically, they are still hurt by something that 

happened when they were probably 3 years old .

For some, their fundamental will to power is covered up by a 

subconscious fear of failure that prevents them from taking 

on challenges that will ultimately allow them to turn adversity 

into advantage . So, instead of turning adversity into advantage, 

some people, through no fault of their own, bury their will even 

further . They pull back, withdraw, retreat, quit and concede to 

the will of others . Their burning desire is nowhere to be seen 

and is covered up by the fear of a young person being scolded by 

their parents . Their free will has vanished in the valley of fear .

This same dynamic is at play in the business world . Providing a 

business environment in which people are encouraged to grow 

through failure is empowering and builds trust . You are not a 

real dealmaker until you have had a failed deal . You are not a real 

business leader until one of your big, new initiatives fails .

At Global Growth, we use the saying, “Fail Early, Fail Often .” 

Failure makes you stronger, especially when it comes early and 

often . Big failure later is often caused by a lack of early failure in 

the beginning . Failure makes you stronger if you celebrate your 

failure and embrace it as a learning experience . All of this avoids 

a much bigger failure later .
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You can’t predict where your next failure is going to come from . 

You will attempt a challenge, you will put your heart and soul into 

a project or relationship. At some point, you will fail. All effort is 

eventually met with error and shortcoming . Human fallibility and 

human failure are constants . Embrace them . Fail early . Fail often . 

The degree to which you can admit your own fallibility, naïvetés 

and incorrect beliefs is the degree and pace at which you can 

learn . And, once you start learning, you will start to succeed .

“There is no shame in failing but only  
in refusing to learn from your failures.”

Be proud of your failures . Don’t hide from them in shame . If we 

are not open to receive the gifts that adversity can teach us, we 

will miss the lesson entirely . This is because in most cases, the 

opportunity is hidden and might take months or years to emerge . 

“Opportunity often comes disguised in the form of 

misfortune or temporary defeat,” says Napoleon Hill . “When 

the opportunity came, it appeared in a different form, and 

from a different direction than Barnes had expected . That is 

one of the tricks of opportunity . It has a sly habit of slipping in 

by the back door, and often it comes disguised in the form of 

misfortune, or temporary defeat . Perhaps this is why so many 

fail to recognize opportunity,” says Hill .

If you do not believe that your adversities can lead to even 

greater advantage, you will most certainly fail to recognize 

the opportunity that these adversities present . If the wrong 

beliefs are in your subconscious mind, you might never realize 

what you are missing . 
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CHAPTER 11:
Maintain Discipline 

Iwas born in a working-class family. My grandfather on 

my mom’s side was an auto mechanic; on my dad’s side, 

a plumber. Both were hardworking, everyday people. A 

generation prior to that, my ancestors were German and Swedish 

peasants who immigrated to the United States in the late 1880s. I 

remember looking at my great-great grandfather, Peter Frederick 

Lindberg’s, census documents. He was listed as a “day laborer.” 

His own great grandfather worked to dig the Gota Canal in 

Sweden, living in a hut alongside the great dig.

My ancestors lived a long, hard, grueling life . I feel an 

extraordinary obligation to not waste the hardship they lived 

through . I am grateful for their struggles and grateful for the 

gifts of perseverance I inherited from them .

Nietzsche points out, “In general, everything is worth as much as 

one has paid for it . This does not hold, to be sure, if one takes the 

individual in isolation; the great capabilities of the individual are 

utterly out of proportion to what he himself has done, sacrificed, 

and suffered for them. But if one considers his family history, 

one discovers the history of a tremendous storing up and capital 

accumulation of strength through all kinds of renunciation, 

“Discipline is just choosing between what you 
want now and what you want most.”  

—Abraham Lincoln
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struggle, work, and prevailing . It is because the great man has 

cost so much, and not because he appears as a miracle and gift of 

heaven and ‘chance,’ that he has become great: ‘Heredity’ a false 

concept . One’s forebears have paid the price for what one is .” 

My dad never graduated from college . I lucked out . My parents 

were able to invest in a private education for me . I got into Yale 

(off the waitlist). I took it very seriously. My parents saved and 

scrimped every dime they could to put me through college .

When I came out, they gave me $5,000 as a graduation present . 

In 1993, $5000 was a lot of money . I took that $5,000 and 

invested in my business . I bought a blue 1969 Chevy van for 

$500. My roommate and I filled it up with all our stuff and drove 

it down to North Carolina. I rented an office space for $285 a 

month and lived there . I had a sleeping bag under my folding 

table, and that’s how I started .

I ate at Golden Corral, an all-you-can-eat buffet, for $10 a 

meal, three times a day . I showered at the gym . And, I built 

the business . I didn’t have a girlfriend, and I didn’t have friends 

beyond my roommate . I just worked . I slept under the desk for 

10 years . I had a singular focus on my burning desire . I didn’t 

allow “earthly pleasures” to distract me . 

Napoleon Hill believes that young people, particularly young 

men, shouldn’t focus on sex . Instead, they should focus all 

their energy on their mission . He calls this the art of “sexual 

transmutation .” In other words, take the energy that is normally 

focused on finding a mate and focus instead on taking action 

toward your burning desire . So, instead of dating a lot in my 
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20s, I built a business . By 2000, when I was 30 years old, I had 

built a $5 million business from scratch with no outside capital . 

I bootstrapped it . By the year 2001, the business was making 

about $1 million in profit a year. That could have afforded me a 

very good life in 2001 . Even so, I didn’t take that money out of 

the business and start spending it . 

I paid myself just enough to live on: $40,000 a year for the first 

10 years . Everything else went back into the business . I kept 

reinvesting and reinvesting . We bought more companies and grew 

the business . And, we became more successful . It can look like 

luck, magic or being in the right place at the right time, but when I 

look back at those early years, it was simply discipline and focus .

When I say, “discipline,” I don’t mean a cold, heartless monotony . 

Rather, I mean building your dream into a fiery passion and 

allowing that fire to consume you at the expense of all else. 

Inside, you get a “burning,” and nothing else matters except 

keeping your word for achieving the goal you set for yourself .

To paraphrase Nietzsche, your passion must be great enough 

to extend your will across great stretches of your life “and to 

despise and reject everything petty  . . . including even the fairest, 

‘divinest’ things in the world .” Are you prepared to live the life 

a monk, rejecting all earthly and petty pleasures for the sake of 

keeping your word? Sometimes, that is what it takes .

At the core, this is simply a matter of controlling your thoughts . 

As we discussed earlier: Your thoughts turn into actions, your 

actions turn into habits, your habits turn into character, and your 

character is your fate . 
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Henry Ford, founder of the Ford Motor Company, is a relevant 

example . Despite all the naysayers, Ford made a commitment 

to build a car that almost anyone could afford. As Napoleon 

Hill pointed out, “His decision to trust his own judgment 

has already piled up a fortune far greater than the next 

five generations of his descendants can squander. For the 

benefit of those seeking vast riches, let it be remembered 

that practically the sole difference between Henry Ford and 

a majority of the more than one hundred thousand men who 

work for him is this—Ford has a mind and controls it, the others 

have minds which they do not try to control .”
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CHAPTER 12:
Transcend Fear 

Napoleon Hill lists out six basic fears: Fear of poverty, 

fear of criticism, fear of ill health, fear of loss of love of 

someone, fear of old age and fear of death.

Perhaps the greatest fear we all have is fear of death . How do soldiers 

who, in a time of war, face death every day, assemble the courage 

to face this fear? As Nietzsche comments, “One must learn from war  . . . 

to associate death with the interests for which one fights.”

If you can learn to face death in the way a soldier does—as a possible 

sacrifice for the goal you are fighting for—death simply becomes one 

of the potential sacrifices you must make to achieve your goal.

Whatever you are fighting for will live on as energy if you are not 

around anymore . Your family, your business, your art, your community, 

your life’s work comprise the energy you bring to the world . 

Hill describes it best: “The entire world is made up of only two 

things, energy and matter . In elementary physics we learn that 

neither matter nor energy (the only two realities known to man) 

can be created or destroyed . Both matter and energy can be 

transformed, but neither can be destroyed . Life is energy, if it is 

anything . If neither energy nor matter can be destroyed, of course 

“The cave you fear to enter holds the 
treasure you seek.”  
—Joseph Campbell
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life cannot be destroyed . Life, like other forms of energy, may be 

passed through various processes of transition, or change, but it 

cannot be destroyed . Death is mere transition . If death is not mere 

change, or transition, then nothing comes after death except a 

long, eternal, peaceful sleep, and sleep is nothing to be feared . 

Thus you may wipe out, forever, the fear of Death .”

Don’t fear death . Instead, stake your goals on it . 

A simple statement I say to myself when I set a goal is, “I am going 

to achieve this goal, or I am going to die trying .” It is a simple binary 

outcome . You can rest assured of one or the other outcomes . 

• I am going to win the case pending against me,  
or I am going to die trying .

• I am going to build the business I want to build,  
or I am going to die trying .

• I am going to raise wonderful children,  
or I am going to die trying .

• I am going to cure aging, or I am going to die trying .

• I am going to survive my brain tumor,  
or I am going to die trying .

Raising the stakes on your ability to keep your own word on 

achieving your own goals puts fear of death into perspective . The 

irony of fear is that it is usually not what we fear that hurts us; it is 

the unknown—that which we don’t know exists, so we don’t fear 

it—that ultimately catches us off guard and can do real damage.

The other types of fear, including fear of failure, fear of loss 

of love, fear of not being accepted, fear of missing out, are all 
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rooted in a fear of opinion . We have seen that these can be 

overcome with the tools we have discussed here .

Perhaps the most important fear to overcome is the fear of evil . 

While dealing with competitors and building a business for two 

decades, I never saw pure evil . Businesses generally operate with 

the integrity and rationality of self-interest for their own economic 

advancement . You don’t get ahead in business without delivering 

a superior product or service and delivering on your promises .

Perhaps the best technique for facing down fear is getting close 

to reality . Be real . You will encounter evil in your life . You will 

encounter liars, cheaters and people whose jealously of you drives 

them to attempt to ruin everything you have built . Expect it, plan 

for it, and when it comes, you fear will be replaced with a plan . 

And, once you have a plan, fear recedes and action takes over . 

Drive your action items and preparation into your subconscious with 

positive affirmations, such as “I will win this case, or I will die trying.”

A rational, determined, calculated thought must always 

proceed such a commitment . As Nietzsche notes, “That one 

should put one’s life in danger, yielding to a generous feeling 

under the impulse of the moment, is of little value  . . . a higher 

stage is: to overcome even this pressure within us and to 

perform a heroic act not on impulse—but coldly, reasonably, 

without being overwhelmed by stormy feelings of pleasure .”

Once you have mastered this cold, hard, reasoned 

commitment to yourself and your objectives in life, fear is 

pushed aside by focus and determination . 

In his poem, “Invictus,” William Ernest Henley describes it best:
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Out of the night that covers me
Black as the Pit from pole to pole
I thank whatever gods may be
For my unconquerable soul. 

In the fell clutch of circumstance 
I have not winced nor cried aloud.
Under the bludgeonings of chance
My head is bloody, but unbowed.

Beyond this place of wrath and tears
Looms but the Horror of the shade,
And yet the menace of the years
Finds, and shall find, me unafraid.

It matters not how strait the gate,
How charged with punishments the scroll,
I am the master of my fate:
I am the captain of my soul.

The more you challenge the established powers, the 

more people will try to take you down . The stronger your 

commitment to yourself to keep your own word, the less fear 

you will have . With enough focus on determination, your soul 

will be unconquerable . Your critics, opponents and detractors 

will never have the pleasure of making you afraid . 

Your detractors will lose all power if you do not permit their 

negative energy to occupy your mind . I am facing a prison 

sentence of more than seven years . I am not afraid . That is one 

victory I will never give to my detractors .

Your team, your tribe, your family, your followers, your 

company and your community depend on your ability to 

conquer your fear . Your future and your freedom depend on 

your ability to conquer your fear .
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When you do conquer your fear, this can, in turn, instill fear 

in your detractors, especially those detractors whose power 

comes solely from their title . These detractors, without that 

title, know they are nothing . 

Some of your detractors might mistake your persistence 

and focus in fearlessly achieving your goals as ruthlessness . 

However, this is not ruthlessness; it’s simply a combination of 

strength of will stretched over a long period of time without 

any fear of the opposition you will encounter .

Napoleon Hill describes this best:

Willpower and desire, when properly combined, make an 

irresistible pair. Men who accumulate great fortunes are 

generally known as cold-blooded, and sometimes ruthless. 

Often they are misunderstood. What they have is willpower, 

which they mix with persistence, and place back of their 

desires to ensure the attainment of their objectives.

Henry Ford has been generally misunderstood to be 

ruthless and cold-blooded. This misconception grew out 

of Ford’s habit of following through in all of his plans 

with PERSISTENCE.

The majority of people are ready to throw their aims 

and purposes overboard, and give up at the first sign of 

opposition or misfortune. A few carry on DESPITE all 

opposition, until they attain their goal. These few are the 

Fords, Carnegies, Rockefellers and Edisons.

There may be no heroic connotation to the word, 

‘persistence,’ but the quality is to the character of man 

what carbon is to steel.
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CHAPTER 13:
Deepen Faith 

S uccess begins with faith in yourself. If you find 

yourself lacking faith in yourself, discover what 

subconscious beliefs are lurking unexamined and 

examine them. It’s likely that at some point, someone put a 

belief into your subconscious that you weren’t good enough 

or weren’t worth loving. Surface that subconscious belief 

and relentlessly rewrite it with a new belief: “I am worthy, 

I am loved.” Drill this into your subconscious with emotion. 

Emotionalizing new beliefs is the only way they can travel into 

the reptilian brain, which stores your subconscious beliefs.

Andrew E . Budson, M .D ., explains in Psychology Today, 

“Automatic routines which, over time, we have learned to 

do without thinking about them, such as playing tennis and 

even driving, are largely performed by our reptilian brain . So 

when we are driving and, at the same time, engrossed in a 

conversation with a friend, we may find that we have driven 

somewhere with no memory of how we did it—that’s because 

the reptilian brain was doing most of the driving .”

“Faith is taking the first step, even when you 
can’t see the whole staircase.”  

—a concept popularized by Martin Luther King Jr.
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The scary part of life is that a lot of what we do is done without 

thinking, governed by our reptilian brain . Our fundamental 

beliefs, for starters, if they are not excavated, challenged and 

potentially revised, are then governing our life from their 

position in the reptilian brain .

If you do not have total and utter faith that you can keep your 

own word and achieve your goals or die trying, then someone, 

somehow, has put the wrong belief into your reptilian brain . If 

you cannot rewrite this faulty belief yourself to give yourself 

new faith, seek professional help . There are numerous self-

awareness workshops that can help you that are affordable and 

open to everyone .
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I’m certainly not the best at numbers. I was okay at math. 

I always found that if I put a dollar sign in front of the 

number, it was easier for me to do. I am not the best 

analyst or spreadsheet wizard or anything like that. My 

number skills are adequate. However, it is not about numbers. 

Business is about people. Surround yourself with people who 

are different and whom you trust, and let them do their jobs.

I’m an entrepreneur . Fundamentally, that means I look for ways 

to empower people to achieve more than they thought they 

were able to. One of my great joys in life is to find somebody 

who has great potential and provide opportunities for them, 

period . The product is secondary . Business is all about people . 

Business is about whom you are in business with . If you are in 

business with people you can trust, your life is wonderful . If you 

are in business with people you can’t trust, your life is miserable .

My parents raised me to trust people . That’s my second talent in 

business. The first talent is finding great people and getting the 

heck out of the way and giving them all the credit . Make them 

CHAPTER 14:
Offer Trust 

“People are smarter than you think. Give 
them a chance to prove themselves.”  

—Tim Ferris
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the CEO, let them name the business . Let them run the business . 

Don’t show up and tell them you’re the boss . They are the boss . 

Trusting people and giving them true autonomy to operate is 

not the usual method of operating in corporate America . Most 

CEOs typically suck all the air out of the room and command 

from on high . This is because a lot of people in corporate 

America are there for ego alone . They want to be the big boss . 

That just de-motivates everyone on the team: “If he is the big 

boss, that means I’m not .” 

Jack Welsh said it well: “When all the employees have their eyes 

focused on the leader, their [asses are] focused on  

the customer .” 

He was right . Don’t focus on me, guys . It is the customer  

that matters .
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CHAPTER 15:
Remain Humble 

D on’t put your name on the door. Don’t put your ego 

all over the business. Don’t take the credit. And, 

stay relentlessly close to reality—even when that 

means admitting you are wrong. Always be a student and ask 

more questions than you give answers. You have two ears 

and one mouth for a reason: Humans who listened more than 

they talked survived. Quite literally, the half-deaf, chatty 

hunters are extinct. The careful listeners lived to reproduce.

To build any large enterprise, the credit must go to your team 

members . It should be their ego in the front and their credit for 

the success . Otherwise, you have what Jim Collins describes in 

his book, Good to Great, as the “genius-with-a-thousand-helpers 

model .” He explains that this style describes a leader who is 

really good at what they do, and so, they call all the shots . 

However, unwilling to teach the followers, the leader retains all 

the knowledge of the organization’s decision-making authority . 

When questions arise, the group must rely on the leader for 

direction . Due to this lack of knowledge, when the leader 

leaves, the group is lost .

“Aside from the imminent truth that the organization 

will suffer when the leader is gone, I see another huge 

“Nobody stands taller than those willing to 
stand corrected.”—William Safire



Chapter 15: Remain Humble

How to Turn Your Adversity Into Advantage  |  85

disadvantage to the model . There is no real leadership  . . .  . 

Leadership is mentorship and trust  . . . Not being asked or 

allowed to make decisions can create a question of trust 

between the group and the leader . As this cycle continues, 

the group will progressively make less and less decisions (even 

small ones),” Jim Underwood explains .

When all the decisions pile up on the plate of the genius, the 

organization becomes ever more dependent on one person . 

And, when that leader leaves or ceases to be a genius because 

of changing market conditions or necessary knowledge, the 

organization collapses .

The antidote here is a significant dose of humility for the leader. 

Instead of a team that is afraid to make decisions, the biggest act 

of humility for a leader is to accept and embrace the mistakes of 

those people on his or her team: As a leader, you tell them that 

you could very well have made the same mistake . Congratulate 

them on having done their best . Give them an opportunity to 

learn and grow from their error (which was all but inevitable, given 

that it is impossible to learn without error and shortcoming) . Over 

time, the lessons learned from the failure of those on your team 

are priceless and will build a deep and powerful organization .

When the leader in an organization is afraid of mistakes, so 

will everyone . This fear is the bigger mistake . As Hegel writes, 

“Should we not be concerned as to whether this fear of error is 

not just the error itself?”

Most importantly, forgiveness of error builds loyalty in an 

organization . When you are vulnerable enough to admit that 

you could have made the same mistake, you can see others’ 
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mistakes in the right perspective . A forgiving organizational 

culture also encourages innovation and risk-taking, which leads to 

breakthrough results. If you can get fired for making a mistake, 

no one is going to take on a new acquisition or new project that 

might fail . In fact, I tell my team members that they are not true 

dealmakers until one of their acquisitions fails . If you do not 

tolerate failure in your organization, you are wasting the tuition 

your organization paid to the School of Hard Knocks .

Perhaps the most important part of remaining humble is 

admitting that you just don’t know . 

Once a leader decides they have found the truth, the decline 

begins . That is why it is so important to be a truth-seeker . The 

search never ends . Once you think you have found the truth, 

your comfort zone grows and traps you . Your enemies creep in, 

unnoticed, because you are confident you know everything you 

need to know . Eternal vigilance in the search for truth and self-

awareness is the only key to lasting success .
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CHAPTER 16:
Celebrate Difference 

W e need tolerance, diversity, inclusion. It’s good 

for business, it’s good for our communities, and 

it’s good for all of us as individuals. 

“Tolerance and an open mind are the practical necessities of 

the dreamer today,” Napoleon Hill points out . The leader who 

embraces the most radical diversity and who is the most inclusive 

will ultimately be the most effective. This is not just politically 

correct dogma; it’s the only way true leaders get closest to the 

truth. Any prejudice weakens the leader’s effectiveness. 

Mohammad, the founder of Islam, was perhaps the most effective 

leader in the history of the world precisely because of this tolerance 

and inclusiveness for all the different cultures and religions his armies 

encountered . He learned from them, absorbed them and welcomed 

them . Ironically, this led these cultures to adopt the Arab culture in a 

more lasting way than any other religious leader has accomplished .

The more-inclusive, diverse and adaptable culture is the most 

persuasive . Diversity in business brings increased creativity, 

higher innovation and faster problem-solving . 

“Inclusivity means not ‘just we’re allowed to be 
there,’ but we are valued. I’ve always said: Smart 
teams will do amazing things, but truly diverse 

teams will do impossible things.”  
—Claudia Brind-Woody
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Plato had it right more than 2,000 years ago: “Nothing can be 

more absurd than the practice that prevails in our country of 

men and women not following the same pursuits with all their 

strengths and with one mind; for thus, the state, instead of 

being whole, is reduced to half .”

A look at some of the most influential and creative Americans 

is a testimony to the power of diversity . Hamdi Ulukaya, the 

founder of Chobani yogurt, was a political refugee from 

Turkey . The creator and founder of Google, Sergey Brin, move 

to the United States from Moscow with his family to escape 

persecution . Levi Strauss was born in Germany . Madeline 

Albright moved from Prague when she was a child . One of 

America’s greatest architects, Ieoh Ming Pei, was born in 

China in 1917 and moved to the United States when he was 

18 . The founder of What’s App and the founders of YouTube? 

Immigrants . The diversity and life force that new people bring 

to a country or organization are powerful . 

But, to make the most of these incredible talents, we need 

to promote a culture of openness and acceptance . It’s no 

secret why California is the center of world innovation, from 

entertainment in Los Angeles to technology in Silicon Valley . 

The culture of tolerance, diversity and inclusion of the 1960s 

and 1970s in California provoked these engines of innovation, 

because that culture welcomed truth-seekers . Steve Jobs came 

to Palo Alto because of the culture . He didn’t go to Washington, 

D .C . or New York City, where he would face much stronger 

opposition from existing powers . 

Let in anyone who can help with progress .
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CHAPTER 17:
Set Goals 

S uccess can be defined simply as setting goals and 

working toward meeting them. Success and goal 

achievement are often confused with monetary success, 

but it is not. The process of setting goals for a poet, plumber or 

surfer are the same: Do you have the internal integrity to keep 

your own word and do what you say you are going to do?

Author Ayn Rand says it best: “Achievement of your happiness 

is the only moral purpose of your life, and that happiness, not 

pain or mindless self-indulgence, is the proof of your moral 

integrity, since it is the proof and the result of your loyalty to the 

achievement of your values .”

Your happiness comes from being the best you can be in the 

plumbing trade, the most creative poet or the most talented 

surfer . All of these require goal-setting and an extraordinary 

dedication to rational and consistent effort. True happiness can 

only be achieved with such effort. Happiness cannot be achieved 

by escapism and pure pursuit of pleasure .

“Happiness is not to be achieved at the command of emotional 

whims,” according to Ayn Rand . “Happiness is not the satisfaction 

“I’m always more interested in what I’m about 
to do than what I have already done.”   

—Rachel Carson
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of whatever irrational wishes you might blindly attempt to indulge . 

Happiness is a state of non-contradictory joy—a joy without penalty 

or guilt, a joy that does not clash with any of your values and does 

not work for your own destruction, not the joy of escaping from 

your mind, but of using your mind’s fullest power, not the joy of 

faking reality, but of achieving values that are real, not the joy of a 

drunkard, but of a producer . Happiness is possible only to a rational 

man, the man who desires nothing but rational goals, seeks nothing 

but rational values and finds his joy in nothing but rational actions.”

I grew up in California . My dad was an airline pilot, and he found 

his happiness to be a “damned good stick .” My mom found her 

happiness in her six wonderful children . 

Despite their modest income, my parents ponied up the cash 

and sent me to a private high school, Crystal Springs Uplands 

School . I was really lucky to go . However, it was a school of 

mostly wealthy parents and their kids . My parents were working 

class . Everyone would drive up to the school in their Beamers 

and Porches. My mom dropped me off two blocks away, because 

she was so embarrassed by the 1979 Honda Civic (she called it 

“Tin Lizzie”) that she drove . I would walk the rest of the way to 

school. (My parents couldn’t afford a nice car because they were 

putting all their money into tuition .) It never occurred to me at 

the time that my mom was embarrassed about her the old Civic . 

I only knew her as a fearless and dominant woman who could 

handle anything that came her way .

It was at that point I started dreaming about a nice car . The car I 

had was a 1969 hand-me-down Chevy Malibu my sister gave me . 

It was totaled and then refurbed . 
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California is a car culture . Some people put more into their cars 

than their houses . All the girls liked nice cars . I wanted to have 

a nice car . What did I have to do to get one? Clearly, my parents 

weren’t going to buy it for me . I had to make some money . That 

was the first goal I set in life. 

The very first thing I did when I started my own business was to lease 

a new Mercedes 190E . I washed that car three times a week . My rent 

payment was less than my car payment . It was a labor of love . It was a 

beautiful, shiny, low-end, entry-level Mercedes . My life was very basic . 

I had that car. I slept in the office. I built my business. And it worked. 

Within five years, I had a turnover of $1 million and a staff of 12. 

It was time for the next goal .

In 2002, I bought a business in Naples, Florida. I would fly into 

Fort Meyers and drive to Naples (there weren’t any commercial 

flights to Naples back then). In Naples, I would stay at the Inn on 

5th Avenue—right on the approach path for the private airport . 

Every five minutes, a private jet flew over my head. I would sit 

there, working, looking up at these planes flying over. I watched 

these guys fly right into Naples’ municipal airport on their own 

jets . I thought that was pretty cool, and I dreamed about having 

my own plane for many years .

The cost of operating one’s own plane is astronomical . The 

cheapest private jet is at least $1 million a year . My entire 

business at the time was making a couple of million a year . 

I couldn’t afford it. But, I put that dream in my goal book 

(Napoleon Hill “101”: “Set a goal and achieve it .” See it, believe 

it, and achieve it). I imagined myself flying on that plane every 

day . I did the math and realized that the company would need 
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to probably get to $50 million of EBITDA before we could afford 

a private jet . So, I set the goal to achieve $50 million in EBITDA .

When I started going to Naples, we had a few million dollars of 

EBITDA . By 2014—when I leased a plane—our EBITDA came in 

right at $50 million . I worked 12 hours a day, six or seven days a 

week, for 12 years for that dream . I built a business so that I could 

afford a plane. I loved every minute of the business. It wasn’t as if 

it was hard labor, but I worked hard to achieve my long-term goal . 

First is the dream . Second is years of hard work . I leased that plane 

in 2014 . I started the business in 1991 . That is a long time .

After you achieve your dream, the most important thing is to 

immediately set a new goal . Don’t linger being proud of yourself . 

Take yourself out to dinner, take your friend out to dinner . Then 

ask, “What’s next?”

If you find yourself easily achieving your goals, dream bigger. 

Every chosen field—from auto mechanics to poetry to plumbing—

has a need for people who dream big . My grandfather was a 

plumber . You might think of that profession as somewhat traditional 

 . . . until your toilet doesn’t work, your water bill is unsustainable or 

you find out there is lead in your pipes (in fact, some historians 

say that lead pipes were one of the primary contributors to the 

decline and fall of the Roman Empire, one of the greatest empires 

in the history of humanity) . Don’t underestimate the importance 

of “workman-like” jobs such as plumbing or auto mechanics . Your 

entire world is based on them . The people who work in these 

professions can achieve greatness at the same level as any other . 

Regardless of where you choose to make a difference, choose a 

path that will require you to use all your gifts . As Descartes says, “It 

is not enough to have a good mind; the main thing is to use it well .”
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CHAPTER 18:
Keep Innovating 

I f you want to succeed, you have to study the masters in 

your field. This might seem obvious, but the most successful 

people make it an obsession.

If you find your happiness in business, start by memorizing 

the Forbes 400 . You have got to read every, single scrap of 

information you can find about people who are successful. 

You need to read and emulate . Then, most importantly, put 

your own ingredients in the mix . I learned the hard way that 

you cannot simply emulate someone else’s success; you must 

always innovate .

Many savvy investors have admired the Berkshire Hathaway 

(BRK) model that provides $118 billion in insurance “float” for 

investment, primarily in affiliated equity. Competing buyers, 

like private equity funds, must pay equity returns to their 

investors, whereas BRK’s cost of funds is based on underwriting 

losses and annuity crediting rates—a far lower cost than 

private equity LPs demand or even corporate debt markets .

Under insurance laws in many states, and under the NAIC Model 

Holding Company Act, affiliated investments are permitted 

without limitation, provided they are fair and reasonable . So, 

why is BRK the only insurance company with the majority of its 

assets invested in affiliates? The answer: Regulators in various 

states don’t like the model of affiliate investment. 

“There’s a way to do it better. Find it.”   
—Thomas Edison
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The BRK model was first approved by the Nebraska Department 

of Insurance in the late 1960s and 1970s . Now, this approval 

is effectively grandfathered, and further approvals for new 

entrants into the market are not welcome .

Senator Ben Nelson was appointed the director of the Nebraska 

Department of Insurance in 1975 . He made the wise decision 

to support the growth of BRK’s National Indemnity’s affiliate 

investments . Policyholders win when their premiums are 

invested by a long-term, patient and savvy investor with a 

reputation for investing in inflation-protected investments. 

Through no fault of his own, Warren Buffett has an additional 

enormous moat around his business: regulatory approval for 

an incredibly intelligent and profitable investment strategy 

that no one else can replicate . Today, BRK still invests the 

majority of its assets in affiliated investments . 

BRK has become the backstop for the entire P&C world and has 

lowered the cost of insurance worldwide with its large balance sheet . It 

has also provided stable capital for a long-term buy and hold approach 

protecting the jobs of hundreds of thousands of employees . It’s 

the right model of capitalism—long-term and people-focused .

Numerous investors have pondered how to replicate this model . 

I tried to replicate it . 

Some critics might say, “well, you aren’t Warren Buffett.” True, 

I’m not . My group of companies was founded with $5,000 

in 1991 and has a fair value net worth in excess of $1 billion 

today—a CAGR in excess of 50 percent. This is significantly 

better performance than BRK and most family offices, private 

equity funds, hedge funds and publicly traded conglomerates .
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Other critics might say, “Well, you don’t have Warren Buffett’s 

reputation .” True, but where was Warren Buffett in 1980?  

Our equity returns are better .

Some other reasons our model was superior to BRK include:

• BRK typically puts its acquisitions on the balance sheet as 

“wholly owned subsidiaries,” which means these assets 

are less liquid than our middle market loans. Refinancing a 

loan is easier than selling a company .

• BRK is primarily a P&C insurance company, which has more-

volatile liabilities and needs more liquid reserves than a life 

insurance company . 

• Our portfolio is more 21st-century oriented, with a focus 

on health care, technology and financial services. And, our 

investment track record is superior to what Buffett was 

able to achieve at the same age . 

• We added two layers of disaffiliation to provide third-party 

oversight in a downside scenario: Stock holdings in trusts and 

affiliated assets managed by third parties. BRK doesn’t 

have these protections . If things “go south,” the largest 

shareholder can call all the shots—which could lead to a 

conflict between the shareholder of the parent company and 

the policyholders of the subsidiary insurance companies .

It wasn’t until March 2018 that the Nebraska Department of Insurance 

told us it would never allow anyone to repeat what Warren Buffett did. 

Through no fault of his own, Buffett now has an ironclad regulatory 

monopoly on investing insurance reserves in affiliates. No one else 

need apply. Warren Buffett made his $80 billion and single-handedly 

lowered insurances rates worldwide . But don’t try to emulate his 

success, because the door is firmly closed to new entrants.
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CHAPTER 19:
Be Aware 

M ost people have success wrong. They think success 

is an achievement. I’m here to tell you that all 

successes bring bigger problems. The more 

successful you are, the bigger your problems at every single 

level; the bigger your battles, the bigger your enemies. So, be 

careful what you wish for.

The reason most people don’t push themselves forward is because 

it never gets easier . With every stage of growth, you have new and 

more powerful detractors . Complexity and challenges grow at every 

level of success in every field. You have to wake up “paranoid” every 

day. You cannot afford to relax. If you want to be in business or if you 

are on the growing edge of your career, relaxation is dangerous . In 

fact, relaxation is dangerous at any point in building a business .

I ask all my employees to do personality charts . My personality 

chart reflects that I am low on social, have a high preference 

for autonomy, am low preference for social interaction and 

show very high detail orientation . And, detail orientation at 

a very high level becomes paranoia . I write everything down . 

Every, single thing I do is written down on my to-do list and then 

crossed off and checked. I have spreadsheets on everything I do. 

Being detail-oriented has been an important part of success in 

business, because after all, you’ve got to watch your business . 

As it turns out, I wasn’t paranoid enough .

“Sometimes paranoia is just having  
all the facts.”—William S. Burroughs
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PART FOUR
Prepare Yourself 

for Success
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If you want to become a leader in any field, think first 

about why. There are plenty of roads to happiness 

that don’t involve leadership. As Ayn Rand says, true 

happiness can only be found by someone who seeks “nothing 

but rational goals, seeks nothing but rational values and 

finds his joy in nothing but rational actions.” There are 

plenty of rational actions that don’t involve leadership.

Think about if you are ready to make the sacrifice to be a 

leader . Leadership is not easy . Leadership is not entertainment . 

Leadership will absolutely increase your stress level and make 

you a target for everyone who wants what you have but doesn’t 

want to pay the price . 

Hegel said it best: “If we go on to cast a look at the fate of world 

historical personalities ... we shall find it to have been no happy 

one . They attained no calm enjoyment; their whole life was labor 

and trouble; their whole nature was nothing but their master 

passion. When their object is attained they fall off like empty 

hulls from the kernel . They die early, like Alexander; they are 

murdered, like Caesar; transported to St . Helena, like Napoleon .”

Only decide to become a leader if you are one of those people 

whom adversity makes stronger, because we humans truly 

only want leaders who can lead us through adversity and help 

us achieve that which we didn’t believe we were capable of 

achieving . Only decide to become a leader if you are prepared 

to attend the School of Hard Knocks for years or decades on 

end, with the only positive feedback coming from your own 

positive affirmations. 
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And finally, only become a leader if you are prepared to take 

the bullets, lead the charge from the front lines and face 

physical pain . If that is not how you feel, leadership might not 

be right for you . There is nothing more demotivating for a team 

than a leader who won’t stand up and fight and take the brunt 

of the blows . 

If you aren’t the first to be blamed, the first to take the 

negative attention, the first to face the risks of embarrassment, 

prosecution and even death that comes along with leadership, 

you aren’t a true leader .

The paradox of leadership is that you are more likely to be 

criticized, defamed, ridiculed, prosecuted and even, as Socrates 

found, put to death for true leadership . Even when you do 

something good for society, your enemies, who act out of fear 

and jealousy, will use this against you .

Once you make the decision to be a leader, here a few key ideas 

to keep in mind:

• Leaders are truth-seekers, not commanders. The leader is the 

person in the room closest to reality . The ability of the leader 

to grow in self-awareness and persist in the search for truth 

governs the rate at which the group the leader leads will grow . 

• The truth-seeker is the one who challenges norms. If you 

are afraid to challenge society, culture, institutions, accepted 

practices, the government and other forces, you aren’t going to 

be an effective leader. Such institutions are a barrier to freedom, 

and they are obstacles to the truth-seeker . True leaders know 
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it is not power, but truth, that sets them apart . That is why they 

don’t fear losing power; they look only to the truth . 

• Your own personal self-awareness is a gating item to your 

success in leadership. The bottleneck is always at the top 

of the bottle, and the bottleneck is your ability for personal 

growth . Your ability to grow outside of your comfort zone 

will determine your ability to seek the truth without fear .

• Are you motivated by the truth or by honor and glory? 

Honor and glory are vital . The military of a nation is vital to 

its survival and is usually filled with, and lead by, those who 

seek honor and glory . The most exemplary military leaders 

however are those who seek truth and serve alongside their 

troops . Alexander the Great was, perhaps, the greatest 

military leader of all time because he led his armies into 

battle and often rode into battle on the front line and in the 

first wave. Had World War I generals been required by honor 

and culture to go into battle in the first wave of infantry, 

the war would have ended a lot sooner and would have 

prevented many millions of lives from being lost . 

• Are you willing to face the most pain and danger of anyone 

you lead? The leader must always be willing to face the most 

pain and the most danger; otherwise, the social contract 

between the leaders and the followers is broken . The leader 

must take the risk of persecution, indignity, embarrassment, 

pain, incarceration and death, if necessary . Any leader not willing 

to accept these risks is ultimately a leader in title only . The 

followers are forced, not drawn, by the presence of the leader . 
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Forced leadership is not leadership; rather, it is slavery of the will . 

Forced leaders ultimately leave a hollow organization that can 

shatter the minute they die or are removed from their position—

think Stalin, Hitler, Pol Pot . There are numerous examples of 

companies and nations destroyed by forced leadership .

• Does your ego permit you to give other people the 

authority to be the “boss”? The stronger the leader, the less 

force they need to apply to achieve breakthrough results . 

Gandhi made leaders of everyone who followed him and gave 

birth an entire nation . He exerted very little physical force, 

but he toppled the British Empire in India . This leadership 

style mandates that you encourage strong, dominant 

leaders on your team . Fear of loss of power leads many a 

politician, leader and corporate executive to purge from their 

organization any talent that could be a threat .  

• How does your success metric relate to the society and 

culture in which you live? Leadership looks very different in 

different societies. In a socialist or communist country, for 

example, the currency of success becomes political power . 

Every society is going to have its own metric of success . 

 I’m Scandinavian, and in Scandinavia in 900 A .D ., the metric 

for success was how many raids you went on and how many 

people you slaughtered in battle . Well, we’re pretty happy 

that this is not the metric for success in America in 2020 . Still, 

every society needs a success metric . Otherwise, what is going 

to motivate people? Human beings fundamentally want to 

do something . My 11-month-old son has a fundamental will . 
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We are all born with a fundamental will . Society, through its 

culture and economy, molds that will into an objective . 

• The role of the leader is no more valuable than the role of 

the follower. Not everyone is a leader, and that is critical to 

the self-preservation of the “tribe .” True leaders salute those 

who make the engine work and celebrate the person who 

sweeps the floor and cleans the toilets. Meaning in life comes 

from doing something well. Cleaning the floor well is just as 

important as the leader’s job. A dirty floor can kill you if the 

wrong virus is spread to the tribe .

• A simple test of your leadership potential. How far 

into the future do you plan your actions? The time span 

of your planning that governs your actions today is the 

degree to which you are a natural leader . If you plan 30 

years out and act today in accordance with that plan, you 

are a leader . The longer the term of your planning, the 

more likely you are to persist through the valley of fear to 

reach the truth and, ultimately, your objective . Likewise, 

the time span of your action determines your ability to 

withstand pain . The tribe will naturally select the leader 

who has the best chance of ensuring the tribe will survive 

and thrive—and that is the leader who can determine 

today’s action in harmony with very long-term plans .
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CHAPTER 20:
Hi-Vis Leader 

Y ou need to own your public profile. If you are 

anonymous in today’s world, your enemies get to 

define who you are. It’s scary and it’s risky, but you 

have got to control your public persona ... or your opponents 

will do it for you. My personality is “very low social.” My best 

day is Sunday, when no one is around. I prefer to be alone with 

my thoughts’ that is just who I am. Publicity is all a distraction. I 

avoided publicity. And that was a mistake.

Plato talks about the hierarchy of the soul . His “Allegory of 

the Cave” reflects the different hierarchies of the human soul . 

At the bottom are people motivated by gluttony and feeding 

themselves . Next are people motivated by glory and honor . 

At the top is the person motivated by the truth . I just want to 

know the truth . I don’t want the glory . I don’t want the honor . 

That is why I was off the record for many years . I know now it 

was a mistake . You can’t be anonymous in this world .

My business philosophy was, “We don’t brag about our success; 

we just succeed .” 

At any age, in any career, at any point in life, you need to 

create a public persona for yourself . I have done this recently, 

“If I was down to my last dollar, I’d spend it on 
public relations.” —Bill Gates
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so I can share my tips with you . Write down your own story 

and share it with others . Film yourself being interviewed 

and post it on a YouTube channel . Offer free advice to your 

peers . Write articles and publish them . Accept all requests for 

interviews, and promote yourself in local media outlets . Make 

the most of Twitter, Instagram, LinkedIn and Facebook . 

Of course, you should be judicious, but you need to be out 

there, where the public can see you . Attend local events, 

sponsor local charities, give speeches at local schools . Turn up 

for the church bake sale and pack up the lemonade stand—

and make sure someone takes your photo while you are 

doing it . I used to think these strategies were bragging, but I 

now know the consequences of modesty: You are vulnerable 

if you can’t be seen . Your public narrative and persona will 

be created by someone; so, I recommend it is you, and you 

should start today .
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CHAPTER 21:
Succeed by Doing the Impossible  

I began in 1991 as a 21-year-old student reading a newsletter 

and thinking, “I can do better.”

My main competitor didn’t take me seriously until it was 

too late . My newsletter, Home Care Week, became a significant 

competitor in the industry . By 1998, my company, Eli Global, 

comprised 12 people working out of one big room full of folding 

tables and computers . We published Home Care Week and Rehab 

Report and had just launched Home Care Compliance Alert .

That same year, cuts to home care funding from the Balanced 

Budget Act of 1997 hit us hard and made us grow up . We let 

go of quality people . We worried about meeting payroll and 

paying our printing bill .

We built up our products in the health care space and started 

looking at acquisitions. Our first acquisition was the Travel Research 

Bureau in 2000 . We bought the company for the price of taking 

over the owner’s debts and cleaning out his office. My IT director 

and I rented a U-Haul and came back with a pile of files, furniture, 

a glass pumpkin candy dish and a microwave . The microwave was a 

handy addition to our poorly equipped break room . However, the 

most valuable thing we got from the acquisition was a tough lesson . 

The Travel Research Bureau addressed the complex connection 

between travel agents and ticketing entities … just as companies 

such as Travelocity were transforming the industry .
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Our next big step was buying The Coding Institute in 2002 . 

We had to deal with prima donna writers who were extremely 

expensive and modestly talented . They left the company, thinking 

they had dealt us a fatal blow . We then hired brilliant people with 

great attitudes and gave them two weeks to master material 

that took most people a year . Ninety percent of them succeeded 

and became the core of Global Growth’s editorial excellence . 

Some of these writers are millionaires today because of the stock 

appreciation rights in our group of companies that they received .

Our third big step was completing a $40 million acquisition 

in 2006 . We’d had our eye on the company for years, as did 

several other suitors . But we were scrappier . We found the 

owner’s contact information from a colleague of a colleague . We 

e-mailed him to say, “We are going to be on your front doorstep 

Monday, and we will do what it takes to buy your company .”

Our first India office was a real game-changer . We found a 

new way to live by our “and, not or” philosophy . Opening 

our Faridabad office in 2007 allowed us to cut costs while 

investing in growth and product development .

After Faridabad, our globalization strategy really took off. We 

opened offices in the Philippines and Malta. We bought our first 

non-U .S . company in Ireland . In the meantime, our publishing 

business was faltering. Workflow products and information in real 

time were replacing newsletters . So, we transitioned our products 

into software that integrated into the customers’ daily activities .
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Our health care business grew, while our print-based 

competitors faltered .

In 2012, we saw we had a knack for growth . We were successful 

in taking “okay” businesses and making them great . Our growth 

was limited by two factors: access to great leaders and access 

to capital . We invested in leadership development, bringing 

in robust executive coaching to grow internal leaders while 

creating an aggressive recruiting team to find them externally. 

I learned some hard lessons during those early years:

• Have the financial discipline to run your company as if 

there is about to be a recession .

• No matter how good the deal, you must look at long-term 

market-drivers .

• Build a loyal community, and you have built a barrier to 

entry for your competitors .

• Ignore people who tell you that you won’t succeed . Just 

prove them wrong .

• Roll up your sleeves and get your hands dirty .

• Embrace a location-agnostic business philosophy, or you 

will get left behind .

• Innovate or die .
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CHAPTER 22:
Define Your Offer 

A s you think about your “burning desire” in life 

while you think about what you want to achieve, 

start first with how you are doing good. Global 

Growth starts with Global Good.

What is “good”? Abraham Maslow was a psychologist who 

studied positive qualities and the lives of exemplary people . In 

1954, he created his “Hierarchy of Human Needs .” 

In Maslow’s hierarchy, each need must be met before you can 

move on to the next . It starts with physiological—breathing, food, 

water, sex, sleep . Next is safety—whether that is employment, 

health, family or property . Next are love and belonging—family, 

friendship and intimacy. Esteem is next—confidence, achievement 

and the respect of others . At the top is self-actualization—

morality, creativity, acceptance of facts and lack of prejudice . 

What are you going to offer that meets one or more of 

people’s needs? When I think of acquiring a company, I always 

consider what need it meets:

“You shouldn’t go through life with a  
catcher’s mitt on both hands. You need to be 

able to throw something back.”  
—Maya Angelou
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• Food, water, shelter, health

• Energy, education, ICT

• Health span, freedom

The success of Global Growth was based on a significant percentage 

of investments related to health care. Health care is an infinite good 

and will consume an ever-greater portion of the world economy in 

the future . Within 50 years, health care will quite possibly be north 

of 50 percent of the GDP of advanced economies . 

What kind of return will this bring for your business, and what 

kind of return will this be for the world? This is not just an 

altruistic concern; companies that add value attract the best 

people, and they are more likely to thrive . 

Companies in the Global Growth portfolio—

• Cure blindness

• Provide health care 

• Conduct research to increase healthy lifespan

• Ensure freedom of the press

• Make personal information secure

• Protect financial security

• Make health care more efficient

• Improve the quality of health care

• Advance people’s careers through training and certification

• Encourage investment in the environment

• Share technological advancements
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Each Global Growth company must contribute to its 

humanitarian impact by creating value and social good . Before 

I acquire a company, I ask, “How does this company add 

value?” And this is not only because I believe it is important to 

contribute to improving the world; companies that make the 

world a better place are more likely to thrive .

Each Global Growth company must seek out and contribute 

to social good in order to have a positive humanitarian impact 

on the world . Global Growth companies and their affiliates 

have donated millions of dollars to causes and provided many 

hundreds of volunteer hours . Here are just a few examples of 

the work we do—outside of work hours . 

• We have committed to providing one million meals 

worldwide to areas affected by the global pandemic. Our 

companies operate in more than 20 countries, and our 

giving program must do the same . We have delivered 

meals via nonprofits in the United States, Europe, India, 

the Philippines, Costa Rica and the Ukraine . Our strong 

connections to local communities mean the giving 

is targeted for optimal impact . Our global footprint 

allows us to have people who live and work in these 

communities choose the organizations that can provide 

the most good . For example, we have partnered with the 

Akshaya Patra Foundation in India and the Food Bank of 

Central and Eastern North Carolina . 
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• We also invest in eye care and eye surgery for 

underserved populations . Through sponsored free 

clinics and events, adults and children who would 

otherwise go without the means to maintain and correct 

their eyesight, can get proper care and eyeglasses .

• In 2019, Special Olympics North Carolina officially 

received recognition as a “Healthy Community”—a 

distinction from Special Olympics, Inc . that denotes a 

year-round focus on advancing the health of people 

with intellectual disabilities . SONC’s nutrition-focused 

health programs and resources provide opportunities for 

athletes to learn about the benefits of healthy eating. 

We support these initiatives of this distinction through 

“Gold” partnership status . Our contribution as a Healthy 

Communities partner helps promote nutrition education 

among SONC athletes, as well as allow for engagement 

opportunities among Global Growth employees .

2020, with all its challenges, is a reminder of how important 

it is for us all to be pulling in one direction, working toward 

making the world more equitable, habitable and just for 

everyone . Your business should be doing the same .
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CHAPTER 23:
Embrace ‘And,’ Not ‘Or’ 

In Man and Superman, George Bernard Shaw wrote, “The 

reasonable man adapts himself to the world: the unreasonable 

one persists in trying to adapt the world to himself. Therefore 

all progress depends on the unreasonable man.” 

All progress belongs to the unreasonable person . We are taught 

to be reasonable, to accommodate, to be polite and negotiate . 

But, there are times when you must demand the unreasonable . 

You must ask for more than anyone thinks is possible . 

• Turning a bankrupt publishing company into a thriving 

online business that makes $15 million a year .

• Delivering record results, despite COVID-19, legal battles 

and pending incarceration .

• Growing organically at over 15 percent per year over 15 

years straight .

• Keeping the team together and motivated, despite all manner 

of adversities, false allegations and negative media attention .

I can’t tell you how many times over the past 29 years I have heard 

“You can’t” and gone on to prove the doubters wrong . I’ve been told:

“You must do the things you think  
you cannot do.” —Eleanor Roosevelt
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• You can’t launch a newsletter company from your dorm room .

• You can’t start a company without outside investment . 

• You’ll never be able to buy that company, because the big 

players want it .

• You can’t just buy an insurance company .

Fundamentally, when someone tells you “You can’t,” and 

this conflicts with a commitment you have made to yourself, 

you have a choice: Honor your own word, or listen to their 

feedback . If you have made a commitment to yourself to 

achieve the goal you have set out or die trying, you have no 

choice but to prove the doubters wrong .

Often, doubters will say you that must make a choice . Instead, 

Jim Collins encourages us to embrace “and,” not “or .” Here are 

some “ands” that we embrace:

•  Profitability and growth: Most managers say they can 

turn a profit or invest in growth. I ask all my leaders to 

do both . Get creative . Figure out how you can get your 

development done cost-effectively while keeping costs 

down elsewhere .

•  Customer-focused and employee-centered: The 

customer should be the focus of every business 

decision . Where does that leave the employees? It 

leaves them working as part of a customer-focused, 

thriving organization that offers them almost unlimited 

opportunities for growth . 
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•  Fearlessness and compliance: We are aggressive . We 

are also compliant . We push boundaries but understand 

that we must do so in compliance with applicable laws 

and regulations . We can develop game-changing products 

while maintaining a robust quality system that ensures we 

still meet the letter of the law .

•  Strategic thinking and execution: We always plan for 

the future but insist on operational excellence . We break 

molds and try the impossible, but we are still workmanlike 

in our pursuit .

•  Organic growth and acquisitions: We grow through 

acquisition, but that should never be the only way . When 

we acquire an asset or company, we expect its leader to 

show sustained growth as well . Acquisitions are exciting, 

but they cannot take a leader’s eye off the mandate for 

the strategic growth of existing companies .
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CHAPTER 24:
Develop Your Self-Awareness  

I n order to gain self-awareness, you must have the 

emotional fortitude to deal with criticism and learn from 

your mistakes and failures.

•  Emotional fortitude is the key to self-awareness, effective 

coaching and surviving failure . 

•  Coaching and self-awareness are the keys to achieving 

performance through others . 

•  Energy is the key to enthusiasm, generating forward 

motion and imagination, and it is the key to doing better 

and better every day in every way . 

•  Personal organization is essential to mastery of details and 

business processes . 

•  Details are the key to engagement with the business and 

effective financial management, financial modeling and 

metrics-based coaching . 

•  Engagement with business is the key to building reality-

based strategies . 

•  Reality-based strategies are key to facing the brutal facts, 

maintaining our competitive advantage .

“Know Thyself.” 
—Inscription on the temple at Delphi
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So, quite literally, emotional fortitude is a requirement to 

maintain your competitive advantage and win in any walk of 

life . Each person on the team must have the fortitude and 

ability to take ownership of the customer relationship .

Emotional fortitude means you must be open to criticism from your 

coach, your employees and your customers . Peter Drucker suggests 

that every leader engage in feedback analysis . “Every time you make 

a decision, write down what you expect will happen . Nine or 12 

months later, compare the results with what you expected,” he says . 

You should also be getting feedback from your employees, 

peers and customers . The more feedback you get, the better a 

leader you will be .

How do you know if you’re self-aware? How easy was it for you 

to list your failures and weaknesses? When was the last time 

you got criticism from your coach and acted on it? When was 

the last time you were criticized by your direct reports? If you 

have the emotional fortitude to open yourself up to criticism 

and to truly hear and act on it, you will gain self-awareness . 

So, if you haven’t done a 360 review, why not?
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CHAPTER 25:
Set Your Standards  

I n my family, we have a set of standards; we call them the 

“Lindberg Family Values.” They comprise the following:

1.  Love what you do, and do what you love .

2.  Mistakes are OK . The only question is, What did you learn?

3.  You are expected to pay your own way and earn your 

own way . No handouts .

4.  Big dreams are GOOD and to be encouraged . If you think 

big, you get big .

5.  Self-reliance and self-sufficiency build character, and 

dependency destroys it .

6.  Struggle and challenges build character .

7.  Humanity has unlimited potential . You CAN . End of story .

8.  Happiness is using your mind to its fullest extent and power .

9.  Master the warrior spirit; don’t seek peace and comfort .

10. Think for the very long term .

11.  Objective reality powers success, whereas blind faith 

leads to persistent failure .

12.  Respect our family heritage, because the struggles of 

our ancestors have created us .

13.  It’s your life . Don’t let anyone make you feel guilty for 

living it your own way .

14.  Add your values here . Make it personal .
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I encourage you to have a similar list for yourself, both personally 

and professionally . Of course, there should be a high degree of 

crossover between the two, but your professional values should 

focus on the work and results you intend to deliver .

Some core behaviors that are essential in any successful group 

of people include:

•  Accountable and responsible. You are able to manage the 

entire process, work independently without supervision 

and deliver on time without excuses . 

•  Adaptable and flexible. You don’t get hung up on things 

that don’t matter to the core objective or core principles; 

you can handle change .

•  Demanding. You are assertive, aggressive when appropriate, 

won’t accept a lack of response or lack of results and you hold 

yourself and your team to a high standard .

•  Dogged and determined. You are able to fail early and fail 

often without losing faith in ultimate victory . You are also 

able to accept criticism without an emotional response . 

•  Precise and fastidious. You are able to master details and 

careful operating practices and hold others to the same 

high standard .

•  Systematic and methodical. You are able to master a 

process by repeated practice and effort; you don’t jump to 

conclusions without necessary buildup . 

•  Workmanlike. You are informal, non-hierarchical, not too 

proud to fail, connected to your team and focused on 

execution and results—not just ideas and strategy .
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These values are summed up in our Global Growth  

Code of Conduct:

•  Hire the best. Don’t tolerate “C” players on your bus .

•  Expect the best. Don’t tolerate mediocre performance .

•  Keep climbing. Don’t tolerate people who rest on past 

accomplishments .

•  Never stop learning. Don’t tolerate people who aren’t 

coachable .

•  Get your hands dirty. Don’t tolerate prima donnas and 

people who don’t do real work .



120  |  Failing Early and Failing Often

Part Four: Prepare Yourself for Success

CHAPTER 26:
Do You Measure Up? 

At whatever stage you are in your career, it is important 

to regularly ask yourself the following questions. You 

might not tick all the boxes every time (remember: It’s 

important to fail often), but keeping these challenges in your 

sights helps you stay on track and keeps you close to reality.

• First “who,” then “what.” Do you work overtime to get 

the right people on the bus and the wrong people off the 

bus? Are your team members accountable, responsible, 

disciplined people who take their goals and their 

commitments seriously? 

• Do you constantly inject a continuous stream of “A+” talent 

into the organization? You must have a relentless focus on 

hiring and recruiting to make sure you get attract and keep 

lots of new A+ players who will energize every business unit .

• Do you train relentlessly? Model the masters and then 

train relentlessly so everyone can learn . Leadership 

training and development, when done right, is continuous, 

ongoing and never-ending .

• Does your team get regular coaching, ranking and 

talent reviews? Everyone on the team has a different 

level of capability . Make sure you customize the minimum 

standards of performance to each individual .
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• Do you receive effective coaching? You should coach 

from the field, not the locker room. There is no shame in 

your areas for improvement—tackle them head-on every 

day. If you don’t have an effective coach, find one.

• Do you face the brutal facts head-on without flinching? 

There are no secrets, hidden agendas or politics in a well-

run company . If you are not getting critical feedback and 

unwelcome news, there is something wrong .

• Do you set clear goals and achieve them? Start with 

the end in mind . Then work backward to determine 

what you need to do today to get there . All your goals 

should be in writing, and the expectations must be clear . 

Accountable people welcome clear goals . When we miss 

goals, we are accountable for the miss, and we don’t 

just move the goal line .

• Do you promote strong leaders who are self-aware and 

willing to admit their mistakes? The true leader is the 

person closest to reality, who is not too proud to admit 

failure and asks, “How can I help you succeed?” If there 

isn’t someone on your team good enough to take your job, 

you need to spend more time on leadership development .

• Are you workmanlike? As a leader, you need to roll up 

your sleeves and get things done . 

• Are you a visionary strategist? Do you have a seven-year 

plan for every business you are involved in? Do you think 

ahead? Be prepared for tomorrow’s problems . When there 

is no way forward, invent one . 
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Eleven Key CEO Metrics 

When I presented to new leaders in our team, this slide came 

with the subheading: “If you only master one slide, master this .” 

Everybody has a different leadership style, but every great 

leader I have ever seen in action has met these 11 standards . 

These are questions I have asked more than 100 CEOs who 

have worked for companies affiliated with Global Growth to 

regularly ask themselves:

1.  Are you close to reality? The leader in the room is the 

person CLOSEST to reality . Is that you?

2.  How self-aware and open to coaching are you? Are 

you willing and able to focus on your own personal 

development? This means you never stop learning and 

have a willingness to learn through failure .

3.  Are you scrappy or bureaucratic? Are you adaptable 

and flexible, and can you get things done quickly and 

creatively with minimum fuss? Or do you get hung up on 

needless formality, process and drama? 

4.  Are you aggressive and relentless in pursuing your goals? 

Are you dogged, determined, disciplined, diligent and 

demanding in holding YOURSELF and others accountable?

5.  Are you workmanlike? Are you willing to get your 

hands dirty and do whatever the job requires? Do you 

steer away from formal hierarchies and focus more 

on results than titles? Are you direct and open with 

everyone you deal with? 
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6.  Can you master the KEY details of your business? 

Are you precise, fastidious, focused, methodical and 

consistent? Do you have a natural mastery of your daily 

cash flow?

7.  Can you simultaneously focus on short-term results 

and long-term transformational plans? Do you have 

a vision for what your business might look like in 10 

years? 30 years?

8.  Can you “smell the money”? Are you tough on costs 

and metrics? Do you have an intuitive understanding of 

business opportunities—and how to seize them? Can 

you find “outside-the-box” ways to make money?

9.  Do you embrace global talent? Are you maximizing 

global talent pools, and can you manage teams in 

multiple global locations?

10.  Are you trustworthy? We operate as a federation 

of independent businesses with very limited 

interference from “HQ .” This places a high value on the 

trustworthiness of the business leader . 

11.  Do you build strong leaders on your team and allow 

them to shine? How many people on your team at all 

levels are “A” players? The success of your business is 

directly proportional to the percentage of A players on 

your team .
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Our companies serve customers worldwide in the areas of: 
healthcare technology and services; communication technology 
and services; accounts receivable management services; 
collectible technology and services; mortgage origination and 
servicing; marketing, market research and media and more.

Global Growth focuses on high barrier-to-entry, high recurring-
revenue businesses with strong underlying market growth 
potential in global niche markets.

We follow a contrarian model that puts decision-making in the hands 
of each company and keeps corporate bureaucracy to a minimum. 
We believe that the people who know our customers and employees 
must drive outcomes.

Global Growth is a group of companies with operations 
in over a dozen countries. We have more than 8,500 
employees and 100 business units worldwide.

Introduction
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The Global Growth Healthcare Technology Group 
provides innovative software products to hospitals, 
clinics and physicians worldwide. Our mission is to 
improve access to quality healthcare by improving 
visibility and connectivity across the health care 
continuum. We make healthcare better and more 
affordable for millions of patients in more than a dozen 
countries and have operations on 6 continents.

• Our electronic medical records operations allow physicians and 
patients to see medical histories, lab results, test results and more 
all in one place—allowing for easier diagnosis and treatment.

• Our physician communications products allow doctors to 
communicate with each other and with pharmacies and labs 
on the most secure platforms available.

• Our surgical management systems allow for more efficient use 
of facilities and supplies.

• Our pharmaceutical management systems improve safety 
and efficiency for patients and facilities.

• Our population health management and data analytics 
systems allow visibility across specialties to improve treatment.

Healthcare Technology Group
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Healthcare Technology Group

Electronic Health Records

Population 
Health  
Management

Senior Care  
Management 
Platforms

Practice 
Management  

Platforms

Clinical Coding 
Software

Surgical  
Management 

Systems

Data  
Analytics

Secure Healthcare 
Messaging

Pharmaceutical  
Management Systems

Speech 
Recognition 
Software 
& Digital 
Dictation
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The Global Growth Healthcare Services group 
provides education, certification, and revenue cycle 
management to physicians and health care facilities. 
We also provide direct care through our eye care clinics 
and addiction treatment facilities. 

Our mission is to improve healthcare by improving 
efficiency for providers.

• Our revenue cycle management operations ensure that bills 
are paid efficiently to reduce costs to all patients.

• Our certification and professional education operations  
ensure that physician practices have access to well-trained, 
professional staff.

• Our specialized pharmacy and durable medical equipment 
companies provide medication and medical equipment to 
underserved groups.

• Our clinics and addiction treatment facilities provide high 
quality, evidence-based care.

Healthcare Services Group
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Healthcare Services Group

Certification  
Systems

Specialized Pharmacies

Professional Education 
Operations

Revenue Cycle  
Management 

Operations

Outsourced 
Transcriptions

Durable 
Medical 

Equipment

Virtual & Physical Clinics
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Healthcare Technology &  
Services: Where We Operate 

Canada
United Kingdom

Ukraine

Philippines

India

United States

Australia

New Zealand

Europe

UAE

Healthcare 
Technology:

20%

Healthcare 
Services:

27%

Global Growth 
Revenue Percentage
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Global Growth’s Accounts Receivable Management 
Group provides outsourced customer service, 
collections and end-to-end accounts receivable 
management.

We do both business to consumer and business to business 
collections for customers in North America with operations in 
Canada, United States, India, Costa Rica, Jamaica and Chile.

Our companies specialize geographically as well as by target 
customer. We have major North America brands that focus on 
financial services, telecom, healthcare, government and others.

Accounts Receivable  
Management Group
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Accounts Receivable  
Management Group

Business 
Process 
Outsourcing 
(BPO) 

Accounts Receivable  
Management

Predictive &  
Bankable Analytics

1st Party & 3rd Party 
Collections Expertise

B2B and B2C  
Collections

Private  
Pay Billing

Customer Service

Consumer 
Debt 

Purchasing
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Accounts Receivable 
Management Group:  
Where We Operate 

Global Growth 
Revenue Percentage

Canada

Chile

India

United States

Jamaica

Costa Rica

16%
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Global Growth’s Technology & Communication 
companies design, deploy, service and support large-
scale IT & communication solutions to manage data and 
voice communication throughout the entire lifecycle.

Our companies support customers with 50 to 50,000 employees 
in the areas of:

• Higher Education

• Healthcare

• Financial Services

• Contact Centers; and

• Governmental Organizations

Our markets include: Europe, the UK and the Americas. Our 
companies have operations in the EU, Eastern Europe, the US, 
Central America and Southeast Asia. 

Communication Technology 
and Services
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Communication Technology  
and Services

Unified Business 
Communications Technologies

Disaster 
Recovery 
Services

IT Network 
Management & 
Monitoring

Enterprise Grade Cloud 
Aggregation Platform

Business Grade 
Internet Connectivity 

Services

Remote  
Backup  

Support

Enterprise 
Network 
Support

Integrated Information 
Security & Privacy Processes

IT Service Management (ITSM) 
Software, Solutions & Services

Contact 
Center 
Solutions
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Communication Technology  
& Services: Where We Operate 

Ireland

United Kingdom

United States

Europe
Costa Rica

Australia

New Zealand

South Africa

Sweden

Lithuania

Global Growth 
Revenue Percentage

13%
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The Global Growth mortgage origination and servicing 
group provides home loans to qualified borrowers, offering 
conventional, FHA, VA, and USDA loans at competitive 
rates. We are an approved Fannie Mae, Freddie Mac, and 
Ginnie Mae direct seller and servicer, and also provide 
loans for cash-out refinancing and home renovations. With 
operations throughout the U.S., we close thousands of 
quality loans each year.

Our mission is to empower our borrowers to feel the sense of 
pride that stems from homeownership and financial stability. 
Our values of honesty, integrity, transparency, and community 
are the foundation of our business, providing a smooth path to 
homeownership for each and every borrower.

• Our companies connect customers with local lenders, giving 
borrowers a personalized, customer-centric experience while 
contributing to local economies.

• Our advanced technology, including an easy-to-use online 
borrower portal, allows us to process mortgages more quickly and 
efficiently than other lenders.

• Our businesses tailor home loans to each borrower’s specific needs, 
helping them to achieve their financial goals while providing a first-
class customer experience.

• Our mortgage origination companies provide borrowers with 
educational tools to guide them through the loan process and beyond, 
ensuring a full understanding of their rights and responsibilities.

Mortgage Origination  
& Servicing
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Mortgage Origination  
& Servicing

Education 
Tools & 
Advanced 
Technology

Mortgage Servicing

Conventional,  
FHA, VA, and USDA 
Home Loans 

Fannie Mae, Freddie Mac, 
and Ginnie Mae Direct 

Selling and Servicing
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Home Loans

Cash-Out 
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Loans

Mortgage Origination 

Online 
Borrower 

Portal
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Mortgage Origination & 
Servicing: Where We Operate 

Global Growth 
Revenue Percentage

United States

9%
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Global Growth’s Information and Technology Services 
Group provides data, insights and technology services 
to businesses.

• Our market research products provide research forecasts  
and strategic insights in global markets with a focus on 
emerging technologies

• Our marketing and media companies allow companies to use 
technographics, geo-targeting, geo-fencing, intent-based search 
and other technologies to build audiences and reach customers. 
Targeted niche content ensures they convert.

• Our reputation management companies display their 
strengths and virtues in the media and online.

• Our compliance, certification and resource management 
companies drive interoperability and security and resource 
allocation in the key areas of healthcare, technology  
and transportation.

• Our project management and collaboration software helps 
unite teams with easy global collaboration solutions.

Information Services and 
Technology Group
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Information Services and 
Technology Group 

Project 
Management  
& Collaboration 
Software

Content 
Marketing

Market Research

Niche Enthusiast 
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Information Services and 
Technology Group:  
Where We Operate 

Central America

Japan

India

China

South Korea

United States Europe

Global Growth 
Revenue Percentage

8%
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The Global Growth Collectibles & Gaming Technology, Products and 
Services Group provides professional grading and authentication 
services for collectibles and memorabilia including modern sports 
cards, rocks and gems, comic books, coins, and more. Our Beckett 
brand offers proprietary pricing software, an online marketplace 
connecting collectors with small-to-medium sized hobby shops, print 
and digital specialty publications, and sponsors B2B and B2C events.

Our companies provide a trusted platform for collectors, and industry-leading 
products and services. With operations in the U.S., Canada, Europe, Japan, 
Philippines, India, and Ukraine, Global Growth companies are the voice of the 
collectibles industry. 

• Our companies provide grading and authentication services to private 
collectors, hobby shops, dealers, and auction houses with trusted, third-
party certification to increase the value of collectible items and protect 
buyers and sellers. 

• Our e-commerce and marketplace operations provide tools for collectible 
enthusiasts to maintain, organize, and trade their collections, and offers a 
B2B platform for dealers and hobby shops to sell inventory online.

• Our companies’ proprietary price-guide software catalogs over 12 million sports 
and non-sports items and is the industry’s most reliable online pricing resource. 

• The group’s conferences and summits bring collectors, retailers, 
manufacturers, and other industry leaders together to learn from expert 
speakers, build relationships, attend exclusive events, and access the latest 
products and services. 

• The group’s specialty publications provide collectors of sports and non-
sports memorabilia with the latest news, trends, reviews, previews and 
more, written by industry experts. Our publications include print and digital 
magazines, books, and pricing guides.

Collectibles & Gaming Technology, 
Products and Services
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Online 
Marketplace

Professional Autograph  
Authentication Services

Print and Digital 
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Certified  
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Collectibles & Gaming Technology, 
Products and Services:  
Where We Operate 

Global Growth 
Revenue Percentage

3%

Canada
Ukraine

Philippines

India

United States

Europe

Japan
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Head Count per Country 
as of December 2019 

Canada

United Kingdom
Denmark

Malta

Philippines

India

United States

New Zealand

Other 
European
Countries

3974

170
515

2157

52

1153
552

Australia

8

159

Costa Rica

24

7
Ireland

138
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WE CREATE GLOBAL GOOD

Each Global Growth company is tasked to seek out and 
contribute to social good in order to have a positive 
humanitarian impact on the world. We believe that companies 
that make the world a better place are more likely to thrive. 
We will invest in growth companies that add value globally. We 
will act always with integrity. Global Growth companies and 
their affiliates have donated hundreds of thousands of dollars 
to causes and provided many hundreds of man hours. In the 
following pages, you will see just a few examples of that effort.
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One Million Meals Worldwide

Global Growth companies have committed to providing 1 million meals to 
areas affected by the global pandemic. We are a truly global company. Our 
companies operate in more than 20 countries, and our giving program will 
do the same. So far the meals have gone to nonprofits in the U.S., Europe, 
India, the Philippines, Costa Rica, and the Ukraine. Global Growth’s strong 
connections to local communities means that the giving is targeted for optimal 
impact. Our global footprint allows us to have people who live and work in 
these communities choose the organizations that can provide the most good.

IN INDIA
Together with its partners, Global Growth has helped distribute grocery kits, meals and other food relief aid 
to vulnerable communities in the Delhi, India area during the Covid-19 pandemic.
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IN THE UNITED STATES
In the United States, Global Growth has partnered with a variety of partners, in the Raleigh, North Carolina 
area; in Richmond, Virginia; and in Los Angeles and San Francisco, California, to help organize and distribute 
essential and healthy food supplies to those affected by the pandemic.
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One Million Meals Worldwide (continued)

With a $10,000 donation, Global Growth kicked off a new partnership with Second Harvest of Silicon Valley 
in San Carlos, California to help provide 20,000 meals for neighbors in need.
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Global Growth has also partnered with the Food Bank of the Rockies. The pandemic has hit  Colorado hard. 
A new study by Hunger Free Colorado shows that more than 1/3 of Coloradans are struggling to provide 
food for themselves or their families. A Global Growth team recently volunteered for a half-day at their main 
warehouse in Denver and also delivered a $10,000 donation that will help provide 40,000 nutritious meals 
for families struggling during the pandemic
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One Million Meals Worldwide (continued)

IN UKRAINE
During the period from September 15th to 22nd of September, Candor Global LLC provided donations for the 
residents of Mykolayiv, Ukraine. The goal set by LLC CGS is to carry out charitable events to improve the food 
supply for socially vulnerable people during COVID-19, such as families with many children, disabled people, 
and others who require special attention. The company distributed over 300 food baskets.
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Better Eye Care with Eye Camps

Global Growth companies have long invested in eye care for underserved 
populations. Enterprise Growth Accelerator, a Global Growth division, sponsors 
an ongoing series of free clinics and eye care events in India. These Eye Camps 
provide adults and children with eye checkups, eyeglasses and corrective 
surgeries so that those who would otherwise not be able to get the eyecare 
they need can correct and maintain their eyesight. 

IN INDIA
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Better Eye Care with Eye Camps (continued)
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Special Olympics  
North Carolina Gold Partnership

In 2019, Special Olympics North Carolina officially received recognition as a 
Healthy Community, a distinction from Special Olympics, Inc. that denotes 
a year-round focus on advancing the health of people with intellectual 
disabilities. SONC’s nutrition-focused health programs and resources provide 
opportunities for athletes to learn about the benefits of healthy eating. Global 
Growth supports the initiatives of this distinction as a statewide partner 
through Gold partnership status. Our contribution as a Healthy Communities 
partner will help to promote nutrition education among SONC athletes, as 
well as allow for employee engagement opportunities among Global Growth 
employees within the scope of these health-related efforts.
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Special Olympics North Carolina  
Gold Partnership (continued)
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Special Olympics North Carolina  
Gold Partnership (continued)

The Special 
Olympics North 
Carolina programs 
sponsored by Global 
Growth include 
athlete fitness 
challenges, group 
online fitness 
classes, custom 
exercise and healthy 
eating plans as well 
as fun sports and 
fitness events.



globalgrowth.com

https://globalgrowth.com
https://globalgrowth.com
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CHAPTER 27:
Get a Great Team  

G etting the right people on your bus is 90 percent of 

the business. You have people who want to grow. 

They want to make a career for themselves. They 

want to make money. They want to run a business. They want 

experience. Providing growth opportunities for exceptional 

people is fundamentally my business strategy.

Your growth as a company is limited only by the number of 

great people (“A” players) in the right positions . Jim Collins, in 

Good to Great, says that truly great companies focus on “First 

who, then what .” He says you must start by getting great 

people and then decide where they will take the company .

It is hard to hire the right people, and it takes a long time . 

The only thing more costly in the long run is not hiring the 

right people . Hiring the right people allows you to move on 

to tomorrow’s opportunities without having to micromanage 

yesterday’s problems .

“We found instead that they (great 
companies) got the right people on the bus, 
the wrong people off the bus, and the right 

people in the right seats. And then they 
figured out where to drive it.”  

—Jim Collins, Good to Great
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If you hire people with the potential to grow and hire other 

great people, you’ve unfettered your potential for growth . The 

biggest mistake most leaders make is not hiring people who will 

challenge them. If you don’t find the right person at first, keep 

looking or try another recruiting firm. Don’t settle.

Here are some questions to ask about yourself and anyone you 

are considering bringing onto your team:

• How long into the future can you work and plan 

without any guidance? The best leaders have the 

longest time span .

• How long into the future can you hold your vision 

while simultaneously acting on short-term steps that 

will get you there? The single most important skill of 

leadership is to make short-term decisions in concert with 

a clear long-term vision, despite an increasingly uncertain 

world . I wanted to build a billion-dollar company when 

I started in 1991 . By 1996, we had achieved just 1/1000 

of that goal ($1 million in revenue) . It took another 20 

years for our revenues to cross $1 billion . The constants 

throughout that time were the goal and the vision of a 

health care-related business .

• What is your span of control? The highest-level leader 

can keep a maximum number of complex parallel and 

conditional initiatives operating simultaneously and 

integrating each as necessary .

• What caliber of people do you hire? Are you afraid of 

hiring people who can replace you?
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• What is your level of emotional fortitude in making 

decisions? Do you react emotionally in times of stress, or 

do you react analytically?

• How close to reality are you? Do you face the brutal facts, 

regardless of consequences, or play politics?

• What is your level of self-awareness? Do you accept 

critical feedback as a gift to make you better, or are you 

defensive and do not listen to the feedback?

Get the Wrong People Off the Bus

Even when you do everything possible to hire the right person, 

sometimes, they will turn out to be the wrong person . As soon 

as you know someone can’t thrive in a position, let them go or 

move them to another place on the bus .

Ask yourself: Would I hire this person again? If you wouldn’t hire 

them again, they should not be on the team . 

You are what you tolerate. If you tolerate people who don’t fit 

your values, your values don’t matter . If you keep people who 

are mediocre, excellence doesn’t matter . Think about the times 

you’ve had to let people go . How many times have you said, 

“I should have done it sooner?” Almost never do people say, “I 

really should have waited to let that person go .”
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The Keeper Test

The biggest obstacle to adding “A” talent and removing “C” 

talent is that it takes hard work and persistence in the short 

run . However, if you get it right, your job is a lot easier in the 

long run . You now have time to tackle new opportunities . The 

most common way to stop growing is to stop hiring “A” talent 

and people who challenge you .

Ask yourself, “Would you hire this person again?” If not, move 

them off the bus or to a different spot on the bus . Also ask 

yourself, “If they quit and came back a week later, saying they 

had made a mistake, would you emphatically rehire them?”

Once you’ve decided you have the wrong person, no one 

benefits from delaying action . The employee in question is 

under great stress and will become a negative, toxic influence 

on the culture .
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CHAPTER 28:
Develop Independent Leaders  

G reat leaders develop great leaders. Less-confident 

leaders don’t, because they fear being surpassed. 

Failing to develop great leaders out of fear will never 

lead to sustainable growth.

How many people have you developed who have gone on to 

do great things? If you are a great leader, we have one great 

leader . If you create great leaders, we have dozens .

Most of the successful leaders at Global Growth have high 

aggression and a strong need for autonomy . One of the key 

signs of a great leader is their ability to develop other strong 

“The best executive is the one who has sense enough 
to pick good men to do what he wants done, and 
self-restraint to keep from meddling with them  

while they do it.” —Teddy Roosevelt

“To lead a larger and more fully managed 
company, a leader must provide vision and exhibit 

a rigorous devotion to planning, goals, and 
accountabilities, in other words, discipline. A CEO, 

you might say, needs to be a qualified leader.”  
—Randy H. Nelson, CEO, Gold Dolphins LLC
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leaders . A less-able leader isn’t able to develop leaders within 

their team, because they are worried they will lose their job . 

If you don’t have leaders capable of taking your job, you aren’t 

building great leaders . And, if you don’t have people who are 

capable of taking your job, ultimately you can’t grow and take 

on new challenges. You are effectively stuck in your comfort 

zone out of fear that a potentially strong successor might take 

over your position .



168  |  Failing Early and Failing Often

Part Five: How to Win in Business

CHAPTER 29:
Results Over Control  

M anagement is a fallacy. Most management activity 

justifies the existence of management instead of 

focusing on results. That is why, in the aggregate, 

small businesses grow faster, are more profitable and create 

more jobs than larger ones. 

At the core of the fallacy of modern organization management—

in business, government, the nonprofit sector and even the family 

unit—is a lack of trust . The theory of leadership common in most 

organizations today is that followers must be told what to do . This 

theory of leadership is expressly based on a lack of trust and a lack 

of confidence in the followers. That lack of confidence and lack of 

trust will become a self-fulfilling prophesy.

People will either rise to your level of expectation or fall to your level 

of disregard . If you expect those whom you lead to be independent, 

they will be independent . If you expect them to be dependent and 

disregard their talents, most will comply and become dependent .

I’ve made this mistake numerous times by assuming that someone 

on our team is not capable of making the next big step in their 

career development . When some of these people were turned 

“Hierarchy is an organization with  
its face toward the CEO and its ass toward 

the customer.” —Jack Welch
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over to another leader in our organization who had a more open 

mind regarding their potential for growth, they thrived . 

In organizations without such enlightened management that gives 

people opportunities to become independent leaders in their own 

right, layers of hierarchical control develop to accommodate for 

the fact that no one feels comfortable making a decision .

If your child is empowered to make their own decisions early in 

life, you job as a parent will be a lot easier . The same is true in 

any organization . 

In big corporations, over-management is a much bigger 

leadership problem than under-management . This is why, in 

aggregate, small businesses soundly outperform large ones . 

Likewise, “over-parenting” is a much bigger problem in families 

today than “under-parenting .” Kids are raised to be dependent 

and obedient . (As a result, we wonder where the next 

generation of entrepreneurs is going to come from .)

This doesn’t mean you abdicate . Empowerment requires very 

clear accountability and authority . What you will deliver as a 

leader each year is the most important conversation you will 

have with your team—the “Accountability Conversation .” This 

is not an easy conversation, especially if the person is afraid of 

failure or afraid of commitment . Once this conversation is done, 

step back and allow people the freedom to achieve .

This “federation of independent businesses” has been at the 

core of the Global Growth operating philosophy since day one . 

We kept adding businesses to our group and gave them a wide 

latitude to perform . The worst move you can make when you are 
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growing is to layer-on top management hierarchy that adds self-

justifying overhead .

In the past, when I was more hands-on with the business units, I 

would tell people, “If things are going well, and you are on-plan 

and building your business for the long term, you won’t hear 

much from HQ unless you ask for help . No news is good news . 

Meanwhile, if I show up at your office and tells you I’m your new 

co-pilot, this is not a good sign .”

These have been the foundations of running a federation of 

associated businesses, and they apply to leading an organization 

of any size . Don’t force leaders to become “part of a big company .” 

Ego and empire-building, which, in the end, is seeking glory, are 

always trumped by the fundamental truth that answers are found 

on the front lines—with customers and those who serve them—not 

at HQ . The leader in the room is the person closest to reality, and 

reality starts with the customers and the market you operate in .

The right role for any centralized leadership function, from family 

to business, is sharing knowledge and values . When values are clear, 

and knowledge flows freely, behaviors don’t need to be controlled. 

They are prescribed by shared values and shared knowledge . This 

approach avoids the demotivating effects on the human psyche of 

not being trusted and being told what to do . Children want to be 

trusted  . . . and everyone on your team wants to be trusted . 

“The more that laws and regulations are  
given prominence, the more thieves and robbers  

there will be.”—Lao Tzu
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How many cultures have been destroyed by a bureaucratic 

focus on rules and processes instead of giving people freedom 

to think and do for themselves what is right?

After the end of World War II, new governments in many 

Western democracies were formed, with rules and regulations 

that were simple and straightforward for everyone to 

understand . As successive governments passed more and more 

regulations, these rules have become ever more complex and 

indecipherable . The message of the millions of pages of laws 

and regulations that entrepreneurs must navigate is simple: The 

government is going to tell you what to do and how to do it .

This “movie” always ends in the collapse of the Leviathan under 

its own weight . People simply stop taking the initiative because 

of their learned helplessness and constant reminders from the 

Leviathan that they are unworthy of making their own decisions . 

It is similar to a child who was raised by a domineering parent and 

was told constantly they were not permitted to make decisions . 

This child will ultimately give up . The Leviathan, through all of its 

rules, regulations and “programs,” is saying it owns the problems . 

And, if you own someone else’s problem, they can’t own it .

Instead of a complex set of rules and regulations, what works 

is a simple set of values and shared best practices . Western 

democracies all start off with these simple set of core values. 

Successful families and businesses do the same .

“If you try to change it, you will ruin it . Try to hold it, and 

you will lose it,” Lao Tzu notes . His advice is relevant for any 

relationship you have in life—your friends, your family, your 
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lovers, your co-workers and your employees . The tighter you 

hang on to something, the more likely you are to lose it .

Global Growth has done a lot of acquisitions, and one of the 

most important reasons we are successful is that we work 

very hard to preserve and enhance the original essence of 

the business we acquired . Often, this starts with keeping the 

business and its brands intact and not attempting to integrate 

the company . (How many businesses have GE, HP or IBM ruined 

through acquisition integration?) 

What works instead is a simple set of shared values and expectations: 

• You must achieve your earnings targets .

• You must have a coach and be on a continuous path of 

self-improvement . 

• You must build your business for the long term .

• You must be growing faster than your market .

Global Growth’s “federation of associated businesses” model will 

always beat the “central planning” model of many large companies . 

Good leaders need coaches, not bosses . The more you can 

empower your leaders to do their best without interference 

from a boss, the better they will do . The more you can 

empower anyone in your life to do their best without your 

interference, the better they will do . People almost always rise 

to your level of expectation . 

Ownership thinking and empowerment generates leaders at all levels: 

sales person as leader, telemarketer as leader, customer service rep 

as leader . You might think this would lead to too many bosses and 

not enough workers—but the opposite happens: You have a team 
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of independent, confident, scrappy workers who are determined to 

deliver their best and know it is their responsibility to do that . And 

that is the attitude you want everyone on your team to have . 

At every stage of the development of the Global Growth group 

of companies, we faced the same challenge: Control or let go . 

Early on, I edited every, single newsletter issue that went out 

and every, single marketing piece . I learned to let go and trust 

that the people I hired would produce high-quality content .

At one point, we were running diverse companies under 

one management structure . We could build a more-complex 

management structure, or we could let go . We chose to let go . 

We brought on competent CEOs and gave them the reins . Our 

oversight consisted of enforcing company policies, compliance 

reviews and strategic planning reviews .

Then, we realized we were assessing strategic plans for 

businesses for which we had never met a single customer; and 

we were enforcing compliance rules in countries we’d never 

lived in . We could create more-comprehensive strategic review 

and compliance teams, or we could let go . We let go . We hired 

competent, entrepreneurial portfolio leaders to drive the 

strategy for their portfolios and enforce compliance . 

It might seem the lesson here is that strategic reviews and 

compliance aren’t important . The lesson is just the opposite: 

They are so critical that they should be tackled by experts, not 

dilettantes . Each leader must have accountability and authority . 

Every organization and every person in each organization must 

understand clearly what they are accountable for delivering, 

even as they are given flexibility in how to deliver it.
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CHAPTER 30:
Stay Focused on Results  

I n many organizations, titles are on every door. Titles 

are what everyone knows. However, in a results-driven 

organization, titles are not prominent. Your results are 

what everyone knows. 

Categorizing people based on their titles is like watching the 

shadows that come from the fire inside the cave: They aren’t the 

truth . The truth is the reality of what each individual has produced . 

In a results-driven organization, everyone on the leadership 

team can answer every one of these questions:

 What is your revenue year to date as compared to goal?

• What is your strategy for the next five years? 

• How will you beat your competitors? 

• What are your leading indicators? 

The results-driven organization goes beyond the top level of 

leadership . Every person in the organization should know their 

make-or-break metrics . They should know your company’s goals 

for the next five years. They should know how their successes 

and failures affect the company’s bottom line.
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If your focus is on results, the self-justifying bureaucracy most 

companies suffer from will disappear. Anything that doesn’t 

benefit the employees or the customers is extraneous. Look 

at your policies and procedures . Do you need all of them? Do 

some of them apply only to certain roles? If so, give them only 

to the people who need them . 

HR is a great example . The HR function in a company is to help 

us make the most of our most important asset: our people . 

The job of HR is to hire the right people, fire the wrong 

ones and develop the existing ones, all while maintaining 

compliance . Too often, HR becomes a paper mill . Instead of 

providing effective coaching and leadership development, 

you get mandatory reviews . Instead of helping employees 

access resources, you get paperwork . Done right, it greases the 

wheels of strategy; done wrong, it gunks them up .

In a results-driven organization, people don’t have time to worry 

about status and titles, because they are too busy driving toward 

their goals . In no-growth companies, the focus is on what title 

people have . In results-oriented companies, the focus is on what 

results they have, and everything else falls by the wayside .
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CHAPTER 31:
A Simple Way to Build the Right 
Culture Through Meetings  

P olitics and social-climbing have no place in any effective 

organization. Team members who are wasting time on 

politics aren’t producing results. Results are the only 

thing you should value. One effective way to reinforce this 

culture is through how you run meetings.

At Global Growth, we suggest a meeting code along these lines:

• Face the real issues directly; that is, the elephants in the 

room that no one wants to talk about .

• Participate. If you are quiet in a meeting, why are you there?

• Praise and criticize publicly.

• Share financial information.

• Bring all issues to the group—no subgroups, private 

conversations, etc .

• Ask yourselves, “What are we afraid to talk about?” 

Then, address those issues .

• Offer analysis—not just numbers, raw data or speculation .

• Be inclusive, ensuring the meeting is equally productive 

for all participants, regardless of location .
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• Listen attentively; don’t hold side conversations, and 

don’t interrupt .

• Be accountable. When action items are discussed, agree 

on who will do what by when .

• Be respectful of the group’s time. Only hold detailed 

discussions of issues relevant to the group as a whole .

• Be prepared. Have an agenda, send out information 

beforehand when possible and bring all information 

necessary for the scheduled discussion .

Susan Scott, author of Fierce Conversations, suggests you ask these 

questions in your meeting:

1. What has become clear since we last met?

2. What are you trying to make happen in the next  

three months?

3. What is the most important decision you are facing?

4. What topic are you hoping I won’t bring up?

5. What part of your responsibilities are you avoiding  

right now?

6. What do you wish you had more time to do?

7. If you were hired to consult with our company, what 

would you advise?

Use these principles in EVERY conversation you have, especially 

ones you think are “private .”
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The true culture of an organization will show up in what you 

say when no one is looking  . . . or, in my case, when I didn’t know 

someone was looking . As C .S . Lewis said, “Integrity is doing the 

right thing when no one is watching .”

Not knowing I was being recorded, here is what I said: “We’re 

gonna do it right . And we’re gonna do it with every, single 

piece of law out there .”

What are you going to say when you think no one is listening? Your 

freedom may depend on it .

Stick to your internal integrity—regardless of the pressure 

from people who hold power over you . We were not going to 

break the law .
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CHAPTER 32:
Stay Scrappy  

I n a healthy, apolitical company, the leader isn’t “too good” 

to do any job in the company: A leader connects with 

employees and customers, signs for packages and gets in 

the trenches. Titles don’t matter, results do. The best leaders 

put customers and employees first, which inspires loyalty. 

That customer and employee loyalty translates into business 

results. Your results do the talking for you.

In my first office, leaders worked from cubicles, and the frontline 

staff, such as customer service, billing and sales, worked in offices. 

It’s a balance I maintain today . The most important employees 

are the ones who face the customer . The rest of the organization 

is there to provide strategy and make them successful .

At first, our offices were ugly, 

because we couldn’t afford 

anything better . We spent money 

on marketing, great people, gym 

benefits and technology (and 

good coffee), but not on office 

furniture . As the company became 

more profitable, we kept the 

ugly office furniture, especially in the interviewing room. We 

realized some people were turned off by the folding tables and 

bare walls . Those people would never succeed at our company . 

If we lost a candidate because of office décor, good riddance.
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For the longest time, we kept an old shopping cart in our 

conference room that was from our in-store advertising 

business. We also kept a desk that I used in 1991. On first 

impression, the conference room looked like a lot of junk . This 

was intentional: It scared away people who were not going to 

get into the trenches, roll up their sleeves and focus on results 

over titles and the size of their office.

How do you know you are scrappy?

• You don’t care about titles .

• You don’t care about offices.

• You don’t tolerate bureaucracy .

• You keep administrative personnel to a minimum .

• Your internal communications are direct, simple and 

straightforward .

How scrappy are you?

• If I ask anyone in my organization what their make-or-break 

metrics are and how they affect the company’s bottom line, 

can they answer?

• How often do people ask about titles?

• How many administrative personnel are in your 

organization? Is it over 5 percent?

• How often do I and other leaders have conversations with 

customer-facing employees?
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• How long is my employee handbook? Is it more than 10 pages?

• Does everyone in the organization know the company’s 

strategic plan and mission?

If you are a leader in the company, you should roll up your 

sleeves and get your hands dirty . There is no one too important 

to take a customer’s call . Ask yourself:

• When was the last time I spoke with a customer?

• Do I have administrative staff between me and my 

employees who schedule my phone calls or send my e-mails?

• When was the last time I signed for the mail or took out 

the trash?
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CHAPTER 33:
Get Close to Reality  

T he leader in the room is the person closest to reality; 

the person who does not rely on hope as a strategy. 

To continuously improve, we must receive continuous 

feedback on the good, bad and ugly. Managing without 

feedback is like bowling without seeing the pins..

In Good to Great, Jim Collins refers to the “Stockdale Paradox”: 

“Never confuse faith that you will prevail in the end  . . . with the 

discipline to confront the most brutal facts of your current 

reality .” Admiral Stockdale was a prisoner of war in Vietnam . He 

talked about two groups of fellow prisoners who were unable 

to survive: those who gave up hope and those whose hope 

was based on overly optimistic prognoses . Stockdale said the 

overly optimistic folks always believed they would be home by 

“You must never confuse faith that you will prevail in 
the end—which you can never afford to lose—with 
the discipline to confront the most brutal facts of 

your current reality, whatever they may be.”  
—Admiral Jim Stockdale, eight-year Vietnam POW

“Bad news isn’t wine. It doesn’t improve with age.”  
—Colin Powell, 16th U.S. National Security Advisor, 
12th Chairman of the Joint Chiefs of Staff, 65th U.S. 

Secretary of State



Chapter 33: Get Close to Reality

How to Turn Your Adversity Into Advantage  |  183

Christmas, by Easter, by their anniversary, by year’s end . When 

it didn’t happen, their spirit was crushed .

Stockdale took the other route . He believed that while these 

prisoners might not get out today, this month, or even this 

year, they would get home . While none of us is likely to be 

called upon to show the heroism of Admiral Stockdale, we can 

learn from his experience: We must accept the facts before we 

can deal with them .

Humans can survive just about any adversity and turn it into a 

greater advantage. The first step is getting to the cold, hard truth 

about the adversity you face . This means I am preparing daily for a 

lengthy prison sentence . Prepare for the worst, aim for the best .

Twenty years ago, everyone subscribed to print magazines 

and newsletters . The industry was bullish on print, even as 

circulation numbers began to fall . Publishers found articles 

entitled, “Why Print Will Never Die,” and circulated them 

among themselves . At every conference, there were feel-good 

presentations about how nothing would ever replace the 

“weight” of a book or magazine in your hands .

Some publishers faced the fact that print and mail were getting 

more expensive, while free content was becoming more and 

more readily available on the Web . Some of these publishers 

started testing workflow products and software. Others came 

up with creative ways to monetize Web content . Still others 

began using their content to sell products . Those companies 

look very different than they did 20 years ago. Some aren’t even 

recognizable as publishing companies, but they are thriving .
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The companies that spent their time telling each other that 

print would never die have failed . 

How were the successful companies different? First, they had 

leaders willing to face realities head-on and who fearlessly tried 

and failed with many models, knowing that one would prevail 

in the end . Second, they had a culture of reality .

“We must not lose our sense of proportion  

and thus become discouraged or alarmed. When 

we face with a steady eye the difficulties which 

lie before us, we may derive new confidence by 

remembering those we have already overcome.”  

—Winston Churchill,  
(“Report of the War” broadcast; April 27, 1941)

Winston Churchill personified resolve. He believed England 

would prevail against Hitler’s war machine against all odds . He 

knew there were almost insurmountable challenges in their 

way . He knew his intelligence personnel were discovering new 

facts about Hitler’s growing munitions factories and troop 

movements every day . He also knew he had a huge, challenging 

personality and that few people would be willing to tell him 

bad news. So, he created the Statistical Office. This ministry 

existed outside the regular chain of command . Its sole purpose 

was to feed him unvarnished facts .
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You want leaders with big personalities .You want strong, 

aggressive leaders . However, those traits can also create an 

environment in which people hesitate to come forward with 

bad news . That is why you must create a “culture of reality,” via 

which people are encouraged to speak up, no matter what .

Ask yourself, “How often do I get bad news before it shows up 

in the numbers?” “Do I get it early enough to act on it instead 

of reacting to it?” “How short is the path of information from 

the customer to my ear?” “How do I know what customers think 

about my products?”

Use these strategies to create a climate where brutal facts  

are shared:

• Make sure all employees are trained on your values .

• Lead with questions, not answers .

• Engage dialogue and debate, not coercion .

• Conduct “autopsies” without blame .

• Build red-flag mechanisms.

• Make sure there is a robust customer feedback loop .
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CHAPTER 34:
Fail Early, Fail Often  

W e’ve tamed bureaucracy, faced the brutal facts 

and are driving toward aggressive goals. You 

might ask, “Where’s the safety net?” The answer? 

“There isn’t one.”

We try . We fail . We try again . We succeed . Global Growth got 

where it is today through a series of failures . We tested 100 

newsletters in 2004 ... with only five successes. We had eight 

failed acquisitions . We bought a newsletter aimed at travel 

“It is not the critic who counts: not the man who points 
out how the strong man stumbles or where the doer of 
deeds could have done better. The credit belongs to the 
man who is actually in the arena, whose face is marred 

by dust and sweat and blood, who strives valiantly, 
who errs and comes up short again and again, because 

there is no effort without error or shortcoming. The 
credit belongs to the man who knows the great 

enthusiasms, the great devotions, who spends himself 
for a worthy cause; who, at the best, knows, in the 

end, the triumph of high achievement, and who, at the 
worst, if he fails, at least he fails while daring greatly, 

so that his place shall never be with those cold and 
timid souls who knew neither victory nor defeat.”  

—Teddy Roosevelt, April 23, 1910



Chapter 34: Fail Early, Fail Often

How to Turn Your Adversity Into Advantage  |  187

agents the year Expedia and Travelocity launched and made 

newsletters superfluous. We hired leaders who went out 

in a blaze of hubristic failures and others who went out in a 

whimper of mediocrity .

When we’ve failed, we’ve learned and tried again . We have gotten 

where we are today by being unafraid to try daring things . 

One place you will fail is hiring . Half of all leaders of 

turnarounds will not succeed . Set clear goals when you hire 

a leader; and if they fail to meet the goals, replace them . At 

the CEO level, that is expected, and no one benefits from 

unsuccessful captains steering the ship . Just accept that you 

hired someone who was not a fit for the job. Then, move on.

Sales is another place where you will fail . A healthy organization 

will turn over at least 30 percent of its sales staff every year. 

It’s the nature of the beast . And, companies who put failing 

salespeople into endless performance-improvement programs 

are wasting their own time and money, as well as keeping that 

salesperson from moving to a new company, at which they 

could be making their commissions .

Once you’ve mastered the art of failing and learning from your 

failures, you’re halfway there . Next, you have to learn to let 

your team fail and learn from their own failures . Fight your 

tendency to micromanage and instead, inspire and lead .
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CHAPTER 35:
Creative Destruction  

W hat is your long-term transformational vision for 

your company? Every company must have one. It’s 

not enough to do the same things well. Simply doing 

more of the same thing is neither visionary nor transformational. 

It’s often a recipe for marching straight off a cliff.

In 2005, 90 percent of our revenue came from print newsletters .  

It wasn’t enough to strive to be the best print newsletter company 

in the world . We had to transform, so we launched software 

products and bought a certification company. We transformed 

before the newsletter market crumbled at our feet .

Capitalism is the process of creative destruction . How do you 

make sure you are transforming ahead of your industry? How 

do you make sure you are the one creating the destruction and 

not the one being destroyed? Only the paranoid survive . Use 

threat analysis to build a bomb-proof company .

“Imagine an ideal future and reverse 
engineer it... A man with the power of will 
can make anything he wishes, no matter 
what the circumstances.” —Willis Carrier  

(Carrier invented air conditioning in 1906, which single-handedly 
turned the American South into a prosperous and growing region 

that had long been in decline. Today, Carrier Corp., a unit of United 
Tech, employs 45,000 people and has revenues of $13 billion a year.)
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Ask yourself:

• Where will my industry be in five years? What is its 

strategic direction?

• What are my top five external business or competitor threats?

• What are the top five political, governmental and 

regulatory threats to my business?

• What are my top five internal threats? 

• What are my top five tech threats?

Ask yourself: What kind of business could put me out of 

business? Then, become or acquire that business .

In his book, Traction, Gino Wickman uses an image to help 

leaders visualize the importance of effective goal-setting: 

Imagine you have a pile of rocks, a pile of pebbles and a pile 

of sand . You are asked to put 

them into the glass container that 

matches their total volume . If you 

start with the sand and then the 

pebbles, the rocks will spill over the 

top . However, if you start with the 

rocks and then add pebbles and 

then sand, you will be able to fit 

them all in .

Do what is most critical first, and let 

the rest fill in around it.

Once you have decided what kind 

of disrupter you need to be, it’s 
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time to use your fearlessness of failure we’ve talked so much 

about . Don’t be timid: If the change you are envisioning is not 

out of your comfort zone, you aren’t stretching far enough . It’s 

time to set a what Jim Collins calls your “Big, Hairy, Audacious 

Goal (BHAG)—a future that cannot be achieved in a straight 

line from your current reality . Then, make it happen .

Remember your commitment to achieve your goal or die 

trying . Genius is divine perseverance . Creativity is a function 

of discipline and focus over a long period of time . Strategic 

thinking sets the course, but operational excellence from daily 

perseverance is what achieves results . 
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CHAPTER 36:
Always Keep Learning   

G lobal Growth has gone through numerous 

transformations over the past 30 years:

“It’s not that I’m so smart: It’s just that I stay with 
problems longer.” —Albert Einstein

“Character cannot be developed in ease and quiet. 
Only through experience of trial and suffering can 
the soul be strengthened, vision cleared, ambition 

inspired and success achieved.”—Helen Keller  
(She became blind and deaf in 1882 at aged 19 months. She went 
on to write 12 books and became a national motivational hero.)

• From print newsletters to online software

• From coding to entire revenue cycle

• From a single company to a federation of 
independent businesses

• From a U .S . company to a global company

• From revenue cycle to health care technology

• From a health care company to a company diversified 
across many industries

• From third-party debt to a mix of third-party debt and 
insurance asset funding

• From a federation of independent businesses to a 
federation of independent portfolios of businesses

• From insurance asset funding back to third-party 
debt funding
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One of the greatest advantages that has come from our legal 

battles has been the recruiting and hiring of new leaders at 

Global Growth. Our new chairman, new chief financial officer 

and new legal team all are direct results of the lessons from our 

legal battles. These are all “first who, then what” hires, and the 

transformational effect on the business is immediately apparent 

when you bring on talented, new leaders .

Over the next 40 years, we will go through many more 

transformational changes . Sustainable greatness requires the 

never-ending personal growth of everyone in the organization . All 

our leaders must stretch and grow to survive .

To be sustainably the best requires the continual growth of the 

competencies of all the people in the organization . This means 

putting yourself in situations for which you have to stretch and 

grow to survive . If you aren’t afraid, you aren’t nervous and you 

aren’t stretched . Therefore, you aren’t learning . As we have 

discussed, comfort and relaxation together equal your eventual 

weakness and downfall . 

Leadership is about taking your team places they didn’t think 

they could go—because they were too afraid, nervous or 

uncomfortable to go there . Some people are prisoners of their 

comfort zones . Criticism leads to growth and success . Fear of 

criticism prevents timid souls from achieving greatness .

Leaders must learn by doing and experimenting . Real credit goes 

to those who are willing to bear the risk of failure by venturing 

into the unknown and unproven . 
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CHAPTER 37:
Develop a Growth Mindset 

A strong desire to learn and grow leads you to:

Good leaders are demanding because they refuse to allow people 

to default on their commitments to themselves . Those who 

develop themselves and keep their word get support . Those who 

can’t or won’t develop themselves will be gone . 

The leader must create a necessity of learning . This means 

forcing people into situations during which they must learn 

to survive in the organization . There is no steady state . 

• Embrace challenges and welcome hardship as a 

learning experience. Never avoid challenges .

• Persist in the face of setbacks. Fail early, fail often, 

but don’t give up, and never surrender .

• Understand that daily workmanlike effort is the key 

to mastery. There are no short cuts or easy ways out . 

Don’t be cynical about the benefits of extra effort.

• Welcome criticism from others. Get the bad news 

first; it’s the only way you can do better. Always 

welcome useful negative feedback .

• Find lessons and inspiration in the success of 

others. Celebrate and learn from the success of 

others or the success of people you hire .
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Complacency kills life . Growth enlivens . You must be the change 

you want to see in your organization . 

As Nietzsche notes, “If only we could foresee the most favorable 

conditions under which creatures of the highest value arise  . . . we 

can increase courage, insight, hardness, independence, and the 

feeling of responsibility; we can make the scales more delicate and 

hope for the assistance of favorable accidents .”

The more responsibility you give to people in your life, the more 

courage and accountability they will have . The less responsibility 

you give to people in your life, the less accountable they will be . 

As of this writing, I am facing a lengthy prison sentence, and I 

am entirely confident the team at Global Growth can grow the 

business without my day-to-day involvement . The team has 

already been given enormous responsibility and has returned this 

in spades with enormous accountability for delivering results .



Chapter 38: Think Long Term

How to Turn Your Adversity Into Advantage  |  195

CHAPTER 38:
Think Long Term  

O ne of the biggest mistakes American companies 

make is favoring quarterly earnings over long-

term, strategic results. Yes, quarterly earnings are 

important, but not when they come at the expense of long-

term results. A focus on public share price is largely what 

drives the quarterly earnings-focused mindset of the typical 

American CEO.

Time and time again, public companies cut corners to drive 

quarterly earnings and ultimately face a write-down or write-off or 

other business adversity because of persistent short-term thinking .

Our most important daily action is to prepare for the next 40 

years. My oldest employee, Stan Sanoff, was 44 in 1970, the year 

I was born . I constantly ask myself, “What will Global Growth 

look like 44 years from now?” For example, in 1970, Berkshire 

Hathaway had $32 million in insurance assets and similar amounts 

of sales and net worth . Today, it has $78 billion in insurance assets 

and hundreds of billions in sales/net worth .

Our long-term thinking shows up in our behaviors:

• Global Growth comprises a buy-and-hold group of companies . 

• We have only sold a handful of companies .

• We have a 40-year plan for each business we operate .
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• We build long-term relationships with our employees 

and customers .

• We invest in people for the long term .

• We focus on those who are coachable, who can grow 

beyond their comfort zone and who don’t rest on past 

accomplishments .

• We focus on the “A” players and move the “C” players 

off the bus .

• We have no outside common equity investors, which 

allows us to focus on long-term growth .

• The founder and the employees own 100 percent of the 

common equity of the company .

• We are driven by a passion for excellence, not big offices 

or big titles .

• We are quietly confident. We stay below the radar, and we 

don’t shout about our success .

• We have strong cash reserves, strong cash flow, and we 

invest for the future .

• We are building a diversified group of businesses worldwide.

• We aren’t afraid of turnarounds and getting our hands 

dirty with hard work .
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O ne of the greatest gifts you can give yourself and 

your team consists of the insight and wisdom of a 

coach; someone who asks the tough questions and 

helps you get out of your comfort zone and face reality.

Over the years, I have been lucky to have numerous wonderful 

coaches, starting with Bill Buxton, long-term leader of the Raleigh 

Durham Vistage group that I belonged to . Later, I hired Arnie 

Pollard and Gideon Malherbe, who did excellent work challenging 

me and others to reach new levels . Most recently, my personal 

coach is Randy H . Nelson, an entrepreneur, coach and author . 

In Randy’s book, The Second Decision, he suggests an exercise to 

start your coaching process:

Imagine you were fired a year ago. Your successor has surged 

ahead in your role. What did they do to make such a difference? 

What did they do that you didn’t want to do? What did they 

know how to do that you didn’t? What did they know to do that 

you weren’t aware of? Look into that future and see the most 

significant change they made. 

The first prompt to move us out of our comfort zones into a new 

realm of risk-taking and confidence is thinking about how things 

could have been done better .

“A leader is best when people barely know he 
exists; when his work is done, his aim fulfilled, 

they will say: we did it ourselves.” —Lao Tzu
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The Franciscan priest, Fr . Richard Rohr, a globally recognized 

ecumenical teacher, reminds us that “our ego is committed to 

not changing and is highly defensive by nature—somehow, we 

need to engage in hands-on experiences, emotional risk-taking, 

moving outside our comfort zones .”

Inside our comfort zones, where 90 percent of the population 

lives, we just survive . We are in a space of mediocrity, weariness, 

depression and fear . We are constantly settling and scaring 

ourselves by asking, “What if I can’t?” Outside this zone, you find 

passion, excitement, purpose and fulfillment. 

In a journey of self-discovery, you are constantly making a splash, 

realizing your dreams, creating a legacy to be proud of that includes 

freedom and living a life without regrets . I know from personal 

experience how uncomfortable it can be outside your comfort 

zone . But, anything worthwhile in life—from relationships to art, 

music, to business lies on the other side of the “valley of fear .”

Napoleon Hill notes, “The subconscious mind  . . . makes no 

distinction between the constructive and destructive thought 

impulses . It works with the material that we feed it . The 

subconscious mind will translate into reality a thought driven 

by fear just as readily as it will translate into reality a thought 

driving by courage or faith .”
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CHAPTER 39:
Are You Qualified to Lead?  

T he process of leadership is a constant reset. Resets 

are setbacks, failures, changes in course and 

embarrassments. Every one of them is an opportunity 

for growth and to expand your potential. If you are not 

heading toward a reset, you are in your comfort zone. 

You need to be able to answer why you are qualified as a 

leader in your field. Why should your employees look up to 

you and follow your example? What sets you apart from your 

employees? What can you bring to your organization that no 

one else can? What passion will you bring to your role? Do you 

get energy from being a leader?

Randy Nelson has a series of questions you should ask yourself 

regularly if you are a leader—or dream of being a leader:

• What don’t you know that you absolutely need to know to 

grow your organization to its greatest potential?

• How will you significantly improve your ability to develop 

other leaders over the next two to three years?

• What is the next for you, and what skills do you need to 

succeed in that role, skills that you don’t have now?

• What are your top two or three improvement areas 

needed over the next 24 to 36 months—as you have found 

out in your 360 assessment?
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• What areas of running your organization are you not 

qualified to do today? 

Randy’s coaching has unearthed numerous game-changing 

questions for me that have changed the course of our business .

One of Randy’s fundamental questions is, “What are your 

top five ‘rocks’ for the next year?” “Rocks,” a term, coined by 

Stephen R . Covey, author of The 7 Habits of Highly Effective 

People, are the pieces of your development that must happen; 

the foundation of your growth you cannot do without . 

To help identify your “rocks,” ask yourself—

• What are my three greatest strengths as a leader in my 

organization?

• What are my three greatest weakness as a leader in my 

organization?
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CHAPTER 40:
Growth Through Goals  

T he Big Hairy Audacious Goal (BHAG; pronounced 

“bee-hag”) is a concept articulated by Jim Collins in 

his book, Built to Last. A BHAG is clear and compelling, 

needing little explanation; people get it right away (think 

of the NASA moon mission of the 1960s). The best BHAGs 

require both building for the long term AND exuding a 

relentless sense of urgency.

BHAG is not necessarily a business goal . It can be anything you 

want to do in your life . In setting your BHAG, think about what 

Napoleon Hill says about goals: 

“Too many people refuse to set high goals for themselves, or 

even neglect selecting a career, because they fear the criticism 

of relatives and ‘friends’ who may say, ‘Don’t aim so high; people 

will think you are crazy .’”

The criticism of your BHAG is likely to come from the cold and 

timid souls who have not yet realized that the limitations they 

know have already been exceeded . As Hegel points out, “The 

very fact that something is determined as a limitation implies 

that the limitation is already transcended .”

Whatever your dreams are—regardless of the long odds against 

you—they are not crazy . 

Brian Tracy says it best: “The potential of the average person 

is like a huge ocean unsailed, a new continent unexplored, and 
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a world of possibilities waiting to be released and channelled 

to some great good .”

You will even be criticized for trying to do the right thing for your 

family . When I was searching for an egg donor, I did extensive 

background checks and surveillance on potential donors to make 

sure the person I chose was someone I wanted to be connected 

with for the rest of my life . First and foremost, I was seeing how 

honest they were . Many did not pass the test . You will never 

keep the critics happy, so don’t even try . 

The cold and timid souls who know neither victory nor defeat will sit 

on the sidelines and criticize you to no end . The media, politicians, 

competitors, and anyone who is jealous of your success will criticize 

you . Expect it, welcome it, and revel in it . And then set a new 

BHAG that will drive your critics absolutely nuts . So, yes, I will buy 

a bigger boat some day and have more children out of wedlock .

And we will set even bigger BHAGs for the Global Growth group 

of companies . By 2030, we will exceed $10 billion in revenue (up 

from up from $1 .4 billion today) . 

The key is to set another BHAG as soon as you achieve your 

original BHAG. Setting clear, huge, defining goals is a surefire 

way to keep you out of your comfort zone

If people tell you your idea is crazy, you might be onto something . 

Peter Diamandis notes, “I talk to CEOs all the time, and I say, 

‘Listen, the day before something is truly a breakthrough, it’s a 

crazy idea . If it wasn’t a crazy idea, it’s not a breakthrough; it’s an 

incremental improvement . So where inside of your companies 

are you trying crazy ideas?’”
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Jim Collins’s example of the moon mission is useful here . You 

know you have a BHAG when you have a goal that is clear and 

compelling and works as a unifying focal point of committed 

effort for your team. BHAGs generate team spirit. With a clear 

finish line, people will know when they have achieved their goals. 

A BHAG is tangible and energizing, demanding intense focus . 

Your team members understand immediately what you are 

asking of them . They might wonder if the goal is reasonable, but 

the force of the idea makes them believe they can achieve it . 

Most management gets lost in mission statements that seek to 

preserve the core . But, if you want to make progress, you need 

to think beyond safe corporate statements that play to your 

comfort zone and embrace the power of a BHAG .

Setting a BHAG can be lonely and painful . Lean into that pain 

and let it drive you . “That the individual feels himself isolated is 

itself the most powerful goad in the process towards the most 

distant goals: his search for his happiness is the means that 

holds together and moderates the form-giving forces, so they 

do not destroy themselves,” Nietzsche notes .

If you are not scared, alone and nervous, you have not 

stretched yourself far enough .

As you ponder the enormity of your BHAG, take the advice 

of Descartes: “Divide each difficulty into as many parts as is 

feasible and necessary to resolve it .” Then, once you have 

solved the first step, use that learning experience to solve 

the second and so on . As Descartes says, “Each problem that I 

solved became a rule, which served afterwards to solve other 

problems.” Step by step, fear recedes and confidence builds.
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CHAPTER 41:
Doing the Right Thing  

P eter Drucker was the father of modern management. 

Jim Collins suggests that if you are going to read one 

book on executive self-management, it should be 

Peter Drucker’s The Effective Executive. 

My coach, Randy Nelson, lives by the following Drucker quote: 

“Management is doing things right . Leadership is doing the 

right things .” It is worth stopping to think about that . The 

difference between maintaining the status quo and forging a 

new path is knowing what is right and acting on it . The greatest 

leaders, of course, do the right things right .

To help leaders achieve the “right thing,” Nelson recommends 

following the 10 Rockefeller habits (referenced from 

Verne Harnish’s book, Scaling Up) . These are habits John D . 

Rockefeller established more than 100 years ago:

1. The executive team is healthy and aligned .

2. Everyone is aligned with the number-one thing that 

needs to be accomplished this quarter to move the 

company forward .

3. Communication rhythm is established, and information 

moves through the organization quickly .

4. Every facet of the organization has a person assigned 

with accountability for ensuring goals are met .
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5. Ongoing employee input is collected to identify 

obstacles and opportunities .

6. Reporting and analysis of customer feedback data is as 

frequent and accurate as financial data.

7. Core values and purpose are “alive” in the organization .

8. Employees can articulate the key components of the 

company’s strategy accurately .

9. All employees can answer quantitatively whether they 

had a good day or week .

10. The company’s plans and performance are visible  

to everyone . 

Rockefeller’s 10 steps are invaluable . However, you also need 

to look outside . You need to face the brutal facts, without 

varnish, and be prepared to address them . You need to 

consider where disruption will happen in your industry in the 

next three years . You need to be able to identify the top three 

trends over the next three years . And, you need to be able to 

articulate where your competition is beating you .

Disruption and innovation are two sides of the same coin . You 

cannot have one without the other . When you are assessing 

your key initiatives over the next 10 years, you need to think 

about what will stay the same (that is, what can you dominate) 

and what will be different (where you need to innovate).
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Nelson speaks of “defendable differentiators” in three of 

his books (The Second Decision: The Qualified Entrepreneur, 

The Third Decision: The Intentional Entrepreneur and The 

Fourth Decision: The Maximized Entrepreneur) . “Defensible 

differentiation” is basically the idea of doing things your 

competitors cannot easily do as well; more specifically, 

doing high-value things your competitors cannot easily 

do too . Doing high-value things your competitors are not 

doing will help you create a strong, durable competitive 

advantage . According to Nelson, when you have defendable 

differentiators, your job is to educate the client . When you 

don’t, your job is to outsell the competition . 

One way of finding your defendable differentiator is to use Jim 

Collins’s diagram in Good to Great . Collins asks you to identify 

three things:

• What you’re most passionate about; 

• What can you be the best in the world at?

• What drives your economic engine?

The answer is your defendable differentiator—the one thing you 

can provide at the highest value .
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CHAPTER 42:
Lagging Indicators  
and Leading Indicators  

W hen you consider your competition, there are 

two key questions to answer: What would a well-

funded competitor do to put you out of business? 

Why would you fail? If you know the answer to these key 

questions, act on them.

You have some insights . Now, how do you act on them? Well, you 

need to make decisions based on metrics . Decisions based on 

intuition, or guessing, will never be confident decisions. Metrics 

and key performance indicators give you the ability to predict 

the future with a high level of confidence. It is not guesswork; 

rather, it is understanding the data, applying your vision and 

creating strategy from your experience and knowledge .

It is vital to understand your leading and lagging 

indicators. Simply put: Leading indicators influence your 

future performance . Lagging indicators analyze your past 

performance . Both are important but, too often, we look to the 

past because it is in our comfort zone . A leading indicator looks 

forward at future outcomes and events . A lagging indicator 

looks back at whether the intended result was achieved .

Apply the concepts of leading and lagging indicators to a car: 

Leading indicators look forward, through the windshield, at the 
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road ahead . Lagging indicators look backward, through the rear 

window, at the road you have already travelled .

A financial indicator such as revenue, for example, is a lagging 

indicator . It tells you what has already happened . Strictly 

speaking, last year’s revenue does not predict future revenue 

(although it has been used to do just that by many businesses 

in the past) . But an indicator such as customer satisfaction does 

point to future revenue. Satisfied customers are more likely to 

repurchase and tell their friends about your company . 

Lagging indicators are typically “output” oriented—easy to 

measure but hard to improve or influence—while leading 

indicators are typically input oriented—hard to measure and 

easy to influence. 

A great example is weight loss . The amount you weigh is a clear 

lagging indicator that is easy to measure . You step on a scale, 

and you have your answer . But, how do you actually reach your 

goal? For weight loss, there are two leading indicators: calories 

taken in and calories burned . These two indicators are easy to 

influence but hard to measure. You can restrict what you eat 

and exercise for three hours a day, but when you order lunch in 

a restaurant, the amount of calories is not listed on the menu . 

In addition, if you are like most people, you have no clue how 

many calories you burn on a given day .
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CHAPTER 43:
Levers  

T here are two ways to grow your business: increase 

revenue or decrease expenses. There is only one right 

way to grow your business in the long term: increase 

your revenue. It is as simple as that.

The way to increase your revenue is to think of your business 

as a machine . You have new levers, existing levers, cogs and 

growth levers . 

Existing levers offer the opportunity for organic growth within 

your company . Ask yourself where you want each existing 

lever to be in three years . Where should this lever be to make 

sure everyone reaches their full potential, taking into account 

industry trends, competitors and company potential?

To increase your revenue and profitability, you need to have all 

your levers and cogs working like a well-oiled machine . Randy 

Nelson outlines the process in his book, The Fourth Decision: The 

Maximized Entrepreneur:

• Increase existing revenue streams (existing levers)

• Increase your productivity in your organization with 

existing revenue streams (metrics)

• Implement new organic revenue streams by developing 

your “growth pyramid”: vision and execution (new levers)

• Employ growth leaders who can lead revenue growth (levers)
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• Manage mergers and acquisitions (inorganic growth levers)

• Decrease expenses (“cogs”)

Common “levers” in most businesses are:

• The number of customers and revenue per customer

• The number of products sold and price per product

• The number of services sold and price per service

• The markets/industry segments served

• Geographic locations

• Customer retention

• Customer turnover

• Salespeople

• The method of sales delivery (direct or online)

There are different methods you can use to analyze your total 

company revenues . But, for the next exercise to work, the 

levers must add up to the total company revenue .

Once you have identified which levers generate what income, 

you can determine what each lever would deliver . Now you can 

know the key thrusts that will propel your business and start to 

generate increased revenue . 

According to Nelson, “By identifying all of the levers in your 

organization and conducting a three-year projection for each, you 

should see where your greatest opportunities are in the future, 

by different levers, and where your growth is not as strong. The 

levers are the starting point, the pure gold in your organization  . . . 

they clearly identify how you operate today . When you add your 
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intuition and decide where you should be with each lever, that is 

how you mine for the real diamonds for the future!”

Begin by defining your core values; for instance, what are your 

hire and fire rules? Then, focus on your core purpose: Why does 

this organization exist? Your three- to five-year key thrusts will 

show you where to focus your efforts. Your annual goals and 

plans define what you will accomplish; the quarterly goals and 

plans specify how you will do it; and your daily, weekly and 

monthly goals outline who does what by when . Without the 

foundational knowledge of your core values and purpose, your 

day-to-day work will never head in the right direction .
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CHAPTER 44:
Metrics

R andy Nelson talks about metrics, and we know how to 

easily measure some of them. But, how do you capture 

metrics for leading indicators? Turns out, it is not all that 

different from collecting information for lagging indicators.

To obtain your metrics, you need to—

• Collect the data;

• Input the data into a spreadsheet;

• Convert the numbers to percentages;

• Data sort the numbers and percentages;

• Analyze the trends; and

• Make decisions regarding current and future targets .

In this model, as in life, it is wise to remember that “revenue is 

vanity, margin is sanity, cash is reality,” according to Nelson .

From your metrics, you need to create a one-page decision 

sheet that includes five years of history, expenses as a 

percentage of revenue, with input from your income 

statements. On the same page is your target for this fiscal year: 

for instance, one year and three years from today .
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I f I haven’t scared you off from a life of achieving your 

burning desire, in business or in any other field, then 

start today by writing down your burning desire and the 

milestones that will help you get there. 

Identifying your burning desire must be an intensely personal 

journey that is unclouded by fear of opinion and other 

beliefs that were emotionalized by your upbringing into your 

subconscious . “No one can construct for you the bridge upon 

which precisely you must cross the stream of life, no one but you 

yourself alone,” Nietzsche says .

And don’t expect your burning desire to be static . Nature, itself, 

is incapable of reaching a final, ever-lasting, unchanging and ideal 

state. Embrace the constant struggle between a finite goal and 

the infinite nature of the universe. 

As Abdul Malek explains in Progress in Physics (2014), “The 

only way the conceptual problem of infinity can be resolved 

is through the dialectics of Hegel—the law of the unity of the 

opposites. The notion that the finite and the infinite reside 

together in a contradiction; that they are united as well as are in 

opposition to each other. That, the finite is the infinite and vice 

versa . That this contradiction resolves itself continuously in the 

never-ending development in time and extension in space of the 

universe, in the same way as for example intellectual advance 

find its resolution in the progressive evolution of humanity from 

one particular generation to the next .”

And don’t expect to ever find the truth. “In human history, as well as 

in the history of natural science, hitherto all claims to the ‘final truth’ 

are but the partial masquerading as the complete,” Malek states .
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It is going to be a long and never-ending journey . So, get started now . 

Ask yourself, “What do I need to start doing? What should I keep 

doing? What should I stop doing?” Then, revisit your goals every, 

single day until you achieve your burning desire  . . . or die trying . 

As Richard Koch describes in his book, The 80/20 Principle, your 

“stop-doing” list is perhaps the most important . As you ponder 

everything in this book, ponder first how to narrow your focus. 

Koch’s key principles for doing so are as follows:

1. Find your “20% Surge.” This is the one thing that you can 

be THE BEST IN THE WORLD AT (that produces 80 percent 

of the results in your life) . Then, focus on it . Build a life 

around it—and delegate or eliminate everything else .

2. Focus on the “Vital Few” and ignore the “Trivial Many.” 

People, actions, thoughts, priorities, etc . Be rigorous and 

relentless: What really matters to your “20% Surge”?

3. A few key relationships are better than many “friends.” 

In our social media society, who gets to know people 

really well? A few deep relationships built on trust and 

mutual respect are all you need for success . 

4. Get more with less. What is the single thing you do 

that produces the most results? For most of us, it is the 

choice of the people we associate with . That is job #1, 

#2 and #3 for me .

5. Emotional fortitude = the #1 skill for 80/20 thinking. 

You must say “no” and have the courage to make tough 

choices. You must be capable of deep self-reflection and 

analysis . What are your true talents?
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6. Above all else: Follow your passion. What do you love 

doing? Figure it out, then DO IT . You can build a great 

life around any passion . You can only be the world’s 

best if you have great passion for your endeavor . 

None of the other motivations (money, glory, guilt or 

gluttony) will get you there .

In finding your burning desire and your 80/20 surge, focus first on 

your goals for self-improvement and self-awareness . Only then 

can you be intentional about the thoughts you permit to occupy 

your mind  . . . which will form the habits that determine your 

character and will ultimately decide your fate . 

As Napoleon Hill notes, hard work, alone, will not get you there . 

“If you are one of those who believe that hard work and honesty, 

alone, will bring riches, perish the thought! It is not true! Riches, 

when they come in huge quantities, are never the result of hard 

work! Riches come, if they come at all, in response to definite 

demands, based upon the application of definite principles, and 

not by chance or luck .”

You might not desire riches; you might not desire anything in the 

physical world . But, at the core of every one of us is a desire for 

freedom. Define that freedom, visualize it, believe in it and set a 

goal to achieve it . Your free will depends on it  . . . and your free will 

is what makes you human . 

Finally, in deciding on your “burning desire” in life— what will truly 

make you free—be careful, because once you “set the wage, you 

must bear the task .”
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“I bargained with Life for a penny,

And Life would pay no more,

However I begged at evening

When I counted my scanty store;

For Life is just an employer,

He gives you what you ask,

But once you have set the wages,

Why, you must bear the task.

I worked for a menial’s hire,

Only to learn, dismayed,

That any wage I had asked of Life,

Life would have paid.”

―Jessie B. Rittenhouse
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APPENDIX I:
Global Growth and  
Global Good
What follows is the full text of the Skip Press article published in 

the Post-Gazette on June 18, 2020:

Global Growth and Global Good: Greg Lindberg’s Journey 
from Donor To Social Benefactor

People who build great wealth tend to develop and share the same methods 

and habits. I first saw evidence of this when I read Napoleon Hill’s famous 

book Think and Grow Rich. I’d put off reading it for a long time, because I was 

more interested in improving the world than building wealth . I didn’t realize at 

the time how much wealth can be used to facilitate a better society .

Once I read Hill’s book, I discovered that he was writing about routes to 

financial success, but also about a life rich in happiness and service.

According to Hill, he simply wanted to finance getting himself and his 

brother through law school, so he approached legendary steel magnate 

Andrew Carnegie for a job. Carnegie offered Hill an opportunity instead. 

He introduced him to rich and famous friends who shared their successful 

philosophies and habits . This research became Hill’s bestseller book and 

secured his legendary career .

When I first met Tony Robbins, he was living in a two-bedroom apartment 

in Venice Beach, California . He was going around meeting highly successful 

people . Tony knew something successful journalists learn, that people of great 

achievement love to give advice . In Hollywood terms, it’s called “giving back .”

Successful people seek wisdom, mentors, and like-minded people all their 

lives . It’s one of their most important good habits . People help them, and 

they help others .

Author Thomas C. Corley spent five years learning about the daily habits of 

177 self-made millionaires and dubbed their best practices “rich habits .” He 
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chronicled his findings in the books Rich Habits: The Daily Success Habits of 

Wealthy Individuals and Change Your Habits, Change Your Life .

One curious thing Corley discovered was why many wealthy people turn to 

charity . It’s not a case of building good public relations, like the old John D . 

Rockefeller story of handing out shiny new dimes to poor kids as reporters 

snapped photos . The millionaires Corley studied contribute to charities 

to network with other like-minded people . According to Corley, “This is 

why so many wealthy people volunteer for charitable organizations, civic 

groups, or trade groups . It helps them expand their network of other 

success-minded people .”

There’s also another reason . Many self-made millionaires grew up struggling 

and thus understand human needs from personal experience . Corley 

discovered that 41% of the self-made millionaires in his Rich Habits Study 

(which resulted in his book) came from poverty .

Greg Lindberg had a family legacy like that . Today, his Global Growth 

conglomerate encompasses dozens of companies, with 8000 employees 

worldwide . He built his fortune from a $5,000 investment while in college . He 

was the first Lindberg to graduate from college. From a working-class family 

with occupations like plumber and auto-mechanic, Greg learned that hard 

work and discipline is rewarded with success . He was also aware he came from 

meager beginnings . When he perused a ledger book that his grandfather 

kept, he saw that at one time granddad was making only 8 cents an hour .

That’s enough to make anyone sensitive to the struggles and needs of the 

less fortunate .

Lindberg was civic minded as his fortune grew . At one point, making him so 

well-known his charity work became big news .

Lindberg didn’t attend the press conference and declined interview 

requests. He was content to give $200,000 a year for five years, covering 

scholarships of $10,000 a year for business students at historically black 

colleges and universities in North Carolina. The only official corporate 

statement came from Brandon Mitchell, a vice president of Lindberg’s 

Global Bankers Insurance Group, who said the company planned to steer 

scholarship recipients into the company’s internship program .
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Lindberg’s charitable involvement has continued to date . In January of 2020, 

he pledged a $50,000 donation to the Special Olympics of North Carolina 

(SONC) as a year-round Healthy Communities partner focused on nutrition . 

This involvement included state-level events such as the Winter Games, 

Summer Games, Equestrian Tournament and Fall Tournament, promoting 

nutrition education among SONC athletes .

Lindberg’s partnership with SONC allows for employee engagement 

opportunities among Global Growth employees within the scope of these 

health-related efforts. As a Healthy Communities partner, Lindberg’s support 

impacts SONC athletes year-round .

He also holds deep concerns for health and nutrition . In July of 2020, his 

companies provided the first 100,000 meals in a commitment to provide 

1 million meals to areas affected by the global pandemic. The meals go to 

nonprofits in the U.S., Europe, India, the Philippines, Costa Rica, and the 

Ukraine with a focus on programs that provide the most nutritious meals 

at a reasonable cost .

In announcing the donation, Bridgett Hurley, the company’s Chief 

Development Officer, said: “Our companies operate in more than 20 

countries, and our giving program will do the same .” With strong connections 

to local communities where the company operates, Global Growth’s giving is 

targeted for optimal impact .

This new program was not some new idea prompted by worldwide 

troubles . Global Growth has invested in eye care surgery for underserved 

populations and in research for treatment of Parkinson’s disease, and 

has been providing medical services to tens of thousands of people in 

developing countries since 2015 . The pandemic suspended providing 

these services to the degree possible in the past, so the free meals offered 

the opportunity to make a meaningful impact . The company has a plan to 

expand the program during 2021 .

Lindberg once again turned to charity . He pledged $1 million to the ACLU’s 

Criminal Law Reform Project (CLRP) which focuses on the “front end” of the 

criminal legal system to end excessively harsh criminal justice policies that 

stand in the way of a fair and equal society .
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“I have been disturbed by the consequences of prosecutorial abuses and 

unjust incarceration of non-violent offenders for some time,” Lindberg says. 

“Recent events have exacerbated these concerns. Most people can’t afford to 

fight, and they get rolled over by prosecutors and their bag of tricks. ‘Justice 

for all’ is sadly a mirage in much of today’s America .”

With his donation, Lindberg sought to support the objectives of the CLRP to 

ensure that someday “justice for all” is not a meaningless phrase . He believes 

the United States justice system must truly operate without regard to income, 

race, or persuasion .

With the United States having the highest incarceration rate in the world, that 

kind of ambition seems very lofty, but for someone who built a worldwide 

company of 8000 employees from a $5000 investment in a part-time business 

while in college, great things are possible .

Lindberg quoted ACLU Founder Roger Baldwin, who said, “So long as we 

have enough people in this country willing to fight for their rights, we’ll be 

called a democracy .”

In all of his global endeavors—business and charitable—Greg Lindberg 

has followed the advice of Teddy Roosevelt by being one who is “actually 

in the arena, whose face is marred by dust and sweat and blood .” He has 

created greater advantage in every adversity he and his companies have 

faced. Finding greater advantage in every adversity reflects core elements 

of Global Growth’s organizational culture . And charitable examples like 

this benefit us all.
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Greg Lindberg has known incredible  
success ... and devastating adversity.

He built a billion-dollar global business  
from a folding table and $5,000. He has  
also survived a brain tumor, been 
divorced, indicted and convicted. 

Greg has paid an enormous tuition to 
the “School of Hard Knocks,” and that 
knowledge so painfully gained is laid 
out here for you to benefit from.

Starting with the essence of what it 
means to be human, Greg will take you 
on a path of self-discovery that will unlock 
your free will and help you discover the 
strength hidden in your subconscious. He will 
help you overcome fear, build confidence and 
lead a life of rational determination to achieve 
your burning desire—in any field, from poetry to 
plumbing, from business to art.

Greg will help you stand down your detractors and 
stand up to those “powers that be” who hold you back. 
He will help you turn your failures and adversities into 
an even greater advantage. For those lucky enough 
to have survived COVID-19, the principles 
Greg outlines can help anyone turn the 
devastation of COVID-19 on careers, 
families and businesses into an even 
greater advantage.

If you consistently apply the principles 
in this book, you will be able to fully 
embrace the free will that defines us 
as “human.”


