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Chapter 1 - Changing the Mindset

Some time ago | noticed Doug, my warehouse manager, filling out a Lotto form. I'd
never seen one before so | asked him to explain the system and his likelihood of winning.

"Look George, it's easy. Just pick 6 numbers out of 44 in any order and you win a
million."

"How much does it cost?'

"Twenty five cents a game. I've been spending ten bucks a week for the last 15 years. I've
won afew small ones but reckon the big one's bound to come up soon."

| looked more closely at the form. "Ten bucks a week eh. Hmm." | started to do some
mental calculations. "Look Doug, | think your chances of winning a million bucks on
Lotto are pretty remote. Y ou spend ten bucks aweek and your chances of winning the big
one are 40 times 6 over 44 times 5 over 43 times 4 over 42 times 3 over 41 times 2 over
40 times 1 over 39. The way | see it you've got an even money chance of winning the
Lotto if you bought 40 tickets a week for the next 1,500 years. Why don't you win Lotto
theway | did?

| could see | now had hisfull attention.
"When did you win Lotto?"

"That's just a figure of speech Doug. I've been winning Lotto every month or so for 20
years and I've never bought aticket."

For once he was speechless which, if you know Doug, is saying something.

"L ook, there are lots of easier ways to get rich than gambling. The only ones who get rich
out of gambling are the promoters. Why don't you try this way: Y ou take your ten bucks
a week and bank it till you've got enough to buy a few shares. Blue chip, whatever, it
doesn't matter. After ten years you'll be amazed to discover your Lotto money has
ballooned out to between ten and twenty thousand dollars no matter how lousy an



investor you've been. You take this and put it down as a deposit on a small commercial
property. The rent (10% to 12% net) on this will repay the bank loan and interest in
another ten years. At the end of the time you'll have a property worth $150,000 plus.”

"What? Y ou mean it'll take me twenty years to make money? | think I'll stick to Lotto. It's
alot quicker than that."

"Doug, you've aready invested 15 years and ten thousand dollars into Lotto tickets and
you're still broke."

There is an easier way. Y ou can be enormously successful in this life and you don't have
to gamble or wait twenty years. But you will have to invest some serious effort into
changing your thinking in order to tip the odds dramatically in your favour. Fortunately
for you, most people are feckless. They mostly just go with the flow, chasing after the
ball like third-graders, never thinking. Put in even a modest effort into outsmarting the
game, by reading this book for example, and you're already ahead of 97% of the other
players. This is a tremendous advantage to you. Y ou have one of the greatest home-side
advantages you can ever get: player apathy. It's not a case of playing hard to win, it's a
case of out-thinking the game. When | set out in business twenty years ago, and | must
admit | was lucky, | made 5 years take-home pay in the first 2 months. And it got better
each year.

To understand how to tip the odds in your favour you're going to have to understand . . .



Chapter 2 - The Principles of
Abundance

Almost forty years ago an international conference of the world's leading economists, the
Club of Rome, set out to produce the seminal text on the future, which they entitled The
Limits to Growth. This was designed as a warning for the future, foretelling dire
consequences for the earth. It was no 'Nostradamus Predicts. It was a serious,
empirically-based treatise on the future of the planet based upon the evidence available at
the time. In 1960 it was apparent that by the 1990's the world would be plunged into
chaos. Famine and shortages would have gripped the world's populations. We would
have run out of oil and strategic materials. Prices for food and raw materials would
skyrocket astronomically. Death and destruction would be the normal order of the day.
Pretty heavy stuff.

Y et what happened? Today, as we enter the new millennium the only thing still in short
supply is love and goodwill. QOil is cheaper and more abundant today than bottled water,
even with Irag, the world's major producer embargoed. Commodities have never been
cheaper or more abundant. Coal is now cheaper than sand. We have an over-abundance
of food, enough food in fact, if evenly distributed to eliminate hunger and poverty.
Things have never been cheaper. When | was a teenager it cost the equivalent in today's
dollars of $20,000 for a television set and $50,000 for areturn airfare to London. We are
swamped in easily affordable material things, be they clothes, furniture, houses, cars,
travel. New technologies have opened up whole worlds of opportunity not foreseeable in
1960. Y et the doomsayers persist: "Well al be rooned.” They point to the fact that we're
dependent on finite fossil fuels and once that deck of cards tumbles we'll definitely al be
rooned. Definitely.

The problem with that kind of thinking is nobody can foretell the future. We live in a
time of rapid, bewildering change. We think the only guide we have to where we're going
is where we've been. If we use the rear-view mirror approach and extrapolate today's
trends into tomorrow the one certainty is we'll be wrong. Tomorrow will be completely
different from today. It may be better. It may be considerably worse. We don't know and
we cannot predict even its broadest outline. Look at the changes since 1960. In forty
years everything has changed. | drove past the house | grew up in recently. A new
motorway sweeps past the door. | don't even recognize the suburb | grew up in. The road
has been paved. The creek has been piped and built over. The baker no longer delivers
with his horse and cart. The ice man has stopped calling. The refugees from the old
countries, the Poms, the Italians and the Greeks have been replaced by the new wave of
economic refugees, the Vietnamese, the Lebanese, the Turks. The working poor have
become the working rich and moved on and have been replaced, and in another
generation the cycle will repeat itself. There is not one job which remains the same. Not



one person on the planet today is working at a job doing the same thing their parents or
grandparents did 40 years ago. Even the poorest subsistence farmers eking out a mean
and thrifty existence are using genetically engineered hybrid grains or artificial fertilizers
and drinking Coca-Cola. Rapid change is the norm and with it comes tota
unpredictability.

In the face of an unpredictable future we have two choices. we can fear it or we can
embrace it. Clearly, the Club of Rome in seeking to exercise some control over it, and in
failing, chose fear, a natural enough response. But just because our future is unpredictable
and outside of our power to control it is no reason to be afeared. We may not be able to
predict the future but by tapping into the basic principles of life we can predict we will be
able to adapt positively to whatever changes and upheavals come along, good as well as
bad.

What are these principles? Let me tell you about Adam at 17. It's little different to me at
17. Thisis the mental picture | have of him: "Why can't I? It's not fair! Why can't | do
what | want? Why can't | drink and drive? Why can't | drive asfast as | want? Why can't |
have what | want? It's not fair."

And | say to him: "Adam, you can do and have and be whatever you want. But you'll
have to accept whatever the consequence is. We al have the free will to drink and drug
and lie and cheat and steal and fornicate and have a wonderful time. There's nobody to
stop us. But everything we do has a consequence. The consequence is always larger than
the initial action and it accumulates. We may get away with it for a while but it's very
patient and it will catch up with us. It's not 'them' or the cops who stop us. It's the laws of
nature, like gravity, biology and chemistry that pull us up short. If we want to do stuff
with negative consequences that's fine. We can do it. But let me tell you from hard,
personal experience, if we want to be a real winner in life we need to do stuff with
positive consegquences.”

Everything else may change dramatically, but human nature remains forever the same.
Plus ¢a change, plus c'est la méme chose. We al want the reward now and the effort
later, preferably never. The trouble is, the consequences accumulate. We kick against the
traces and demand rewards and pleasures now and fail to realise that by putting in the
effort now our rewards tomorrow will far exceed the pleasures of today. As Zig Ziglar
says. "The single most important determinant of success is the willingness to defer
gratification."

Nine days after getting his driver's license Adam rang home: "Hi Mum, It's me."



"Hi Adam. How are you?"

"Oh, fine. Mum have we got a spare tire?' Pauline had loaned Adam the car for the
holidays.

"Y es, there's a spare in the boot."

"No, | mean another one."

"Why do you need another one?"

"WEell, oh you wouldn't believe it Mum. | got two flat tires."

"Okay. Go to the auto-bank and take out $100. Then take off the other flat and take it to
Beaurepaires." Even at 8 in the morning Pauline has alogical mind.

"Well, it's worse than that Mum. |'ve wrecked the whedls."

"How on earth did you do that? Never mind. Don't tell me. | don't think | want to know.
Look, there's bound to be a wreckers at St Peters or Tempe or somewhere. Get $200 out
of the auto-bank, get ataxi to take you there and buy a couple of wheels for an 87 Toyota
Corolla. Then you can ring the NRMA to help you put them on."

The instructions were getting a little more than Adam could process. " | can't get into the
car. I'velost the keys."

"Look Adam, | think you'd better tell me what happened.”

"Well, oh you wouldn't believe my bad luck. You know how | was taking Scott to Brad's
party well it was pretty late and | decided to shortcut through Ginahgulla Rd and you
know how narrow that is and anyway there was this car coming at me so | had to squeeze
over to get past and | hit the gutter and wrecked the wheels. Well the people in the other
car got out to help and you wouldn't believe it, they were cops. How unlucky can you
get? Anyway they charged me with neg driving. Can you believe it?"



"Hmmm. How did you lose your keys?"

"Oh. Well. The cops took them off me. It's not fair Mum. They can't do that can they? |
dunno. Mum. They put the bag on me Mum. And they took me to Waverley Police
Station. They took my license off me too. And they took my fingerprints. I've got a
criminal record Mum!"

And on it went. I'll spare you the extended version.

We spin our wheels with the Yes but's and the If only's and the Why me's and the Why
don't they's trying to override the laws of nature, complaining that it's them. They doneit.
If only they would stop picking on me and give me a fair go. The truth is, we are all,
whether we like it or not, whether we agree with it or not, whether we acknowledge it or
not, subject to fundamental laws of nature. We fight and kick and protest that were
different, we're specia and that they don't apply to us, but there is an inexorable
steamroller of truth, a spectral, unkillable terminator which eventually tracks us down and
obliterates us when we choose to ignore them.

What are these natural laws? Depending on your perspective, you might choose to call
them the Punitive Laws of Nature. | prefer to call them . . .

The Principles of Abundance:
1) You Get Back What Y ou Give Out
2) All Actions Create Larger, Accumulating Consequences

3) ThereisLoveand Thereis Fear and One Drives Out the Other

These are the building blocks with which we will build our life of outrageous success and
great wealth. Our natural fearful human nature focuses on games of 'you lose, | win'.
These are called zero sum games. But the First Principle of Abundance tells us that you
get what you give, and the Second Principle says you get more than you give. The more
we give, the more we receive. The more we help others achieve their goals, the more we
create wealth in this world. Conversely, the more cynical and greedy we are, the more we
impoverish ourselves and others, not just financialy, but physicaly, socially, moraly,
spiritually, emotionally and intellectually.
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We have a choice. We can choose to greedily accumulate, to chase down our goals, ride
roughshod over everyone and never give an inch. Or we can seek to tap into the larger
game and in the process easily achieve far more than we'd dreamed possible. If you have
failed to date, if all your efforts have come to nothing, if you are looking for outrageous
success in your life | want to suggest you make a quantum change in your thinking
process and take on board the principles | am outlining here. They have taken me half a
century to realise. They work. And | give them to you with my blessing.

Understand the power of the idea. Nothing happens without vision. To achieve, we need
vision. Steve Duncan puts it this way: 'Those who succeed talk about ideas, those who
follow talk about events and those who fail talk about other people." To succeed in life,
we need to understand the ideas and principles that drive it, focusing on them, rather than
the day to day minutiae that otherwise would crowd out our lives and ensure our
mediocrity. People who falil, fail to become principle-centered. It's hard work. They fall
back on simplistic black and white rules and emotional tribalism for their decisions,
running with the mob and failing to understand the basic principles which drive it. You
can feed your ego or feed your family. If you can suspend the tendency to react, and
come to a problem with a measured response based on first principles rather than a
comprehensive set of rules and regulations that cover every contingency you will have
taken amajor step in unlocking your door to great wealth.

Understand that there is money and there is weath. Money is what we use to go
shopping. Wealth is completely different. Wealth is the ability to create choice. Wealth is
freedom, happiness, the ability to do and go and be whatever and wherever we choose.
To achieve abundant wealth we need to change our mindset. We need to focus on
abundance rather than shortage, on love rather than fear, on giving rather than getting.
We need to harness the Second Principle of larger accumulating consequences by
focusing on positive consequences, thereby tapping into the power of synergy. If we are
focused on lack, shortage, 'you win, | lose' thinking we are controlled by the state of
entropy where everything tends to go from order to disorder. Entropy sucks the life and
energy out of systems. Compulsion, coercion, control, communism. These all owe their
allegiance to entropy. As Kennedy said: "The police state will find it cannot command
the grain to grow." Under entropy's rule everything is a grind and requires large inputs of
energy to keep going. Does this presently describe you when you get up in the morning?
Y ou may need to change.

We need to recognize that much of what we've been taught from childhood is wrong. Our
education system encourages us to be selfish, individualistic, competitive and aggressive.
Why? Why is it that when in the adult world of commercial and social interaction we
operate on co-operation and teamwork, in the childhood world of school we stratify and
separate, encouraging 'excellence’ over empathy, prideful acquisitiveness over generosity
of spirit, conformity over creativity, one winner and many losers? | have asked this of
many teachers and school principals and the best answer they can give me is: "Look
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George, we know all that but we live in the real world. Parents want us to rate and
categorize their children. It's how they measure if we're doing a good job.”

My belief isthat schools (and many parents) happily employ competition and the natural
aggression of the child as a cheap means of keeping control. They operate at the
expedient, base-level, punitive Stage 1 of Kohlberg's Stages of Moral Development, a far
simpler approach than focusing on love, for which read patience, tolerance, forgiveness,
compassion, having a sense of humor about yourself and not taking yourself too
seriously. The very antithesis of the pedagogue and a sad indictment of the misnamed
education system.

This is areal hurdle to overcome. We have all been processed through a dysfunctional
school system which equips us to be docile factory fodder. Just as each General is
superbly equipped to fight the last war, so our education system is superbly equipped to
produce citizens for the fifties and sixties. Clearly many schools have taken up the
challenge but we still have along journey in front of us to overcome the programming of
the Post-War era. For one, it doesn't work, note the disparity between the skills required
for job vacancies and the skills of job-seekers, and for another it is actively corrosive to
the attitudes and values I'm suggesting are needed to achieve personal success in the new
millennium. This will require a generational change but fortunately I'm not talking
generally, I'm talking specifically. To you. Y ou're the one reading this book. Read on and

prosper.

You may have been damaged by imperfect rearing and education. We al have to some
degree. You may feel justifiable malice and resentment. Understand that you can't afford
this luxury. As you read this you may be running ahead of me with the 'Yes but I'm
different's. Indulge this if you will but it will rob you of success. Resentment and
negativity rot their container. To achieve great things we need to focus on love to drive
out all fear. Love and positivity tap into synergy where the whole is greater than the sum
of its parts. To change our luck (and to change our life) we need to let go of cynicism,
competitiveness and negativity and tap into actions and thought processes with positive
outcomes not for ourselves, but for those around us. As we give to others our life will
change for the better. The more we work for the benefit of others, the better the outcome
for us. My goal in this book isto lead each of us, myself included, through the process of
changing our thinking to change our destiny. As the thought creates the action, the action
creates the habit, the habit creates the life, the life creates the character and the character
creates the destiny so by changing the way we think and see the world we radically alter
our destiny.
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Summary

We cannot know or control the future. All our planswill be wrong

There are natural laws which work for good if we apply them, but bad if we
ignore them

If we tap into the natural laws of abundance we can ensure the future is as positive
aspossible
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Chapter 3 - Playing Soccer in the Rain

| have a confession to make and | need to get it off my chest right now. I've been great at
making money but lousy at keeping it. I've been too much of arisk-taker. Non-conformist
to the end, my youthful, and at times, not so youthful, arrogance brought me undone three
times before | learnt the value of wisdom and caution. It's been an expensive learning
curve, dreaming big dreams and losing millions in the process. But it's been invaluable
experience that has taught me the value of testing all assumptions. I've made a lot of
money over the years but | look like a poorly shaved wombat in a suit and | doubt any
professor of business studies would ever ask me to address his students. These were
terminal qualities. | knew | was going to have to do something extraordinary to overcome
my antagonism to conformity and traditional thinking. All the well-meaning advice was
useless on me: "Work hard. Play hard. Run with the ball as hard as you can etc." These
were meaningless to me. | was rebellious. | was happy to work hard on my own ideas but
there was no way | was going to conform or do what anyone else told me. By rights |
should have been on the dole. | was unemployable. But | had one advantage. | would
rather think than conform.

| have this mental picture of myself. I'm at school playing soccer. The teacher has bullied
us into getting out on the field. It's raining. |1 haven't brought my sports clothes so I'm
playing in my school uniform, soaked, splashing, shirt hanging out, teeth chattering with
the cold and I'm thinking: "Am | the only one who thinks this is stupid?' Seemingly so.
The rest of third grade are chasing the ball like bees around a migrating queen, immune
to the cold. And | think: "There's gotta be a better way."” Now thisis the point where you
have a choice of sneaking off to the weather shed reading Phantom comics or doing some
lateral thinking. | stand to one side and analyse the game. And | think. And after awhilel
notice something odd. No matter how assiduously the mob follows the ball it inevitably
squirts away from the mob every minute or so and comes out into the open. This is third
grade after al but you know, business is little different. Anyway, | reason that if |
position myself anywhere on the field away from the mob | stand a significantly better
chance of scoring a goal with no opponents to block me. So | nonchalantly walk away
from the mob, wait a minute, run like crazy for 10 seconds and casually score agoal. This
vision has been with me all my life. Rebelliousness. Nonconformity. Doing it my way.
There is always a better way than following the mob. If you're following the mob and
getting nowhere, grab hold of what I'm going to tell you. It could change your life.

For 11 years I'd been teaching, more or less unhappily. | fell into teaching after dropping
out of university as the easiest, no-effort option with 2 years of full-board and pay and
minimal work. | scraped through after numerous deferrals, but | was completely unsuited
to the discipline of even a 9.30 to 3.30 job with up to 16 weeks off ayear and | could see
my relationship with my employer was increasingly terminal. They'd tried everything,
transfers, warnings, counseling, but | knew they were closing in on me. | was diffident,
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reluctant, resentful. Basically | hated my job but | continued with it because | needed
money to survive. | had yet to discover that there is fun and happiness in work. | equated
work with necessity and drudgery.

As part of my minimal-effort policy at the time, | ended up teaching deaf children
because the training course gave me a year off on full pay and | found myself swanning
around playing checkers with kids | couldn't communicate with, feeling increasingly
frustrated. Fortunately there was little accountability and plenty of resources available to
me and | began playing around with the idea of writing a computer program to drill
language skills. We had a little math drill computer and | began looking for a computer
with drawing and animation capability that | could program. | didn't realise it at the time,
but this one idea was to be the start of a multi-million dollar business.

Somebody smarter than me said: "Business is easy. Find a need and fill it." I'd found a
need. | wasn't going to fill it, but just trying to was going to make me millions of dollars.
The September 1977 issue of Scientific American provided the key. Advertised in its
pages was a new computer with dot addressable graphics. The Apple Il. | was
spellbound. Here at last was the vehicle that could trandate my dream into reality. | was
excited. | couldn't sleep. | kept the magazine on my bedside table and read and reread the
specs. It was exactly what | was looking for. The next morning | rang Apple in America
(the first overseas call 1'd ever made in my life to that time). Where could | get one? Not
available in Australia yet. A distributor due to be appointed in May. In September 78 |
marched into Electronic Concepts in Clarence St and bought the eleventh Apple sold in
the country.

There are turning pointsin life. Thiswas one. | went on to write some particularly flaky
software which | advertised in Interface Age, a US computer magazine (an ad the size of
a postage stamp) and made 5 years take home pay in 2 months. | had joined the money
roller coaster. How do we recognize, anticipate and take advantage of these turning
points? For me at the time, | didn't give it a thought. | was having fun. | was excited,
enthusiastic, rich beyond my dreams. But there's a clue here. Our turning point comes
when we are passionately enthusiastic about something. For years I'd got by on minimal
energy output, miserable, depressed, working at a job | hated to survive alife | resented.
My enthusiasm was ignited when | could identify the coming together of an intractable
problem with a new, unpredictable and out-of-left-field solution.

The key is enthusiasm. | had a vision of what | could achieve and it carried me forward.
Optimistic, excited, happy for the first time in my life. | was doing something that would
help other people and it was giving me what | wanted. Up to this turning point life was to
be endured. Now | had a mission | felt empowered, useful, worthwhile. My enthusiasm
gave me the energy to go on, to work, to push, to put in the long hours and build a multi-
million dollar computer mail-order company which continues to this day.
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Each of us can achieve unlimited success in life, | believe, if we tap into this power
source of enthusiasm. Find a need and fill it. It will make you rich but more importantly,
it will make you happy. Enthusiasm is the turning point. If you're battling, struggling,
devoid of enthusiasm and joy in your life, stop, walk to the sidelines and analyse your
position. If you're stuck with the mob, chasing the ball, it could be you need to make a
radical change. For the fearful or unimaginative, the radical reaction is often doing a
geographical, running away, drinking, drugging, sliding into depression or perhaps
sulking and shifting to afew acres in the bush, but | would like to propose an even more
radical change. As John Kennedy said "Most people look at what is and say 'Why? | look
at what isn't and say "Why not?"

Six years ago, my friend Carl was broke. Again. He'd been a graphic designer with a six-
figure price tag in the hedonistic eighties, but coming into the hungry nineties the demand
for his exquisite work evaporated in the rush to the banal. He could have succumbed.
Well-meaning friends offered him modestly-paid work but he stuck to his vision: "Don't
sell yourself short. Do something meaningful." A couple of small, well-paid contracts
kept him alive for the six years of almost total absence of income while he was working
on his dreams. Some called it false pride. Carl knew what he was doing. Even when all
around him were mocking he dared to dream big dreams. A domestic airport, a private
university, a high-speed gas-turbine ferry utilizing compressed natural gas.

Carl had enormous goals. But he was also that rarest of all people, a thinker. He had
creativity combined with an unstoppable belief in himsef and an unguenchable
determination to succeed. And he succeeded. From nothing but an idea conceived in the
kind of material poverty that would have driven anyone else to give up and sell their time
for wages, he brought forth a billion dollar, multi-national ferry project that will
revolutionize short-haul ocean transport.

We too willingly allow what is to define what will be. Like the fleas in a flea circus we
allow non-existent barriers to limit our lives. Habit and comfort take the place of effort
and thought and we spiral down into the lightless sediment thinking this is al there is.
Are you flopping about at the bottom of the ocean, breathing mud with al the others
who've lost hope? You don't have to. You don't have to anesthetize yourself with
television, beer and shopping, telling yourself you're living it up. You don't have to line
up for a skinny paycheck at the dole or the office or the factory. Y ou have a choice.

But how do you exercise that choice? This is where we get really radical. Okay, listen up.
Stop doing what you're doing. Stop talking up the back. Pay attention here. This is
important. Pick up your folding chair and go sit on the sidelines. And think. Most people
never, ever think. Thinking is hard work. They'd much rather yahoo around, go fishing
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and have a beer. Avoid such people and if you are one, stop. You can change. As Zig
Ziglar says. "The good news is: If you don't like who you are, you can change." Thisis
serious stuff. If you want to make serious, radical changesin your life and not just score a
million bucks so you can slob out, then you have to do some serious strategic thinking.
And don't give yourself that smokescreen that you're just a this, or only athat. You can
doit. Your brainisamuscle. The more you useit the stronger it gets.
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Summary

Y ou have to out-think the game
Think big. Y ou might aswell.
The key is enthusiasm. Enthusiasm unlocks the chains that binds our creativity

The only limits are the ones we impose on ourselves. If we want to change, we
can
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Chapter 4 - How Do | Become an
Entrepreneur

My buddy Adrian's an entrepreneur. When | first met him he was importing cheap and
cheerful Chinese junk: roller blades, fake watches, computer clones etc. His approach
was novel. He would find out what was available and what people wanted to buy, pre-
sell, then import a container-load. He told me he only had eleven major customers. He
worked from his garage, which | remember had that distinctive Taiwan smell of
mouldering cardboard and towers of boxes containing extras of whatever his customers
had ordered surrounded his desk.

Adrian had a real nose for selling. He was not in any particular industry, not bound by
preconceived ideas of expanding into similar product lines. He ssimply focused on what
was available cheaply that he could sell for a profit, rang around his retailer mates to see
if they were interested, then placed an order and a month later flogged it off. Everything
was fair game. He found out what people wanted, imported it, sold it off and squirreled
the profits into real estate. When | first met him he was living in a small flat in Oakburn
South and a month or two later had bought a house in Toorak. Three years later he had
six houses and athousand acre farm. And all the while he drove a battered old Toyota.

Adrian had all the qualities of a squirrel. Quick, nervous, a high-flying risk-taker but dash
back to the safety of the knot hole as soon as you've got your prize. He had no desire to
build a big, respectable company that one day he could sell. His only business asset
(which was his real wealth) was the knowledge he had in his head. | met him at Taipel
airport on one occasion. He shared with me the purpose of his trip. He'd just come from
Andamooka and Lightning Ridge with a pocketful of opal which he'd sold and was on his
way to Los Angeles to buy a large downtown office building before making it back to
Toorak for breakfast the day after tomorrow.

| don't think Adrian got past 3rd year high school. He certainly had no time for MBA's or
business experts. He was simply too busy having a ball, making money. He started out
while he was dtill at school scavenging lost golf balls, repainting and reselling them. As
an inquisitive lad he wondered where golf balls came from and asked his Dad who told
him he was too busy and to go ask his Mum. She looked embarrassed and told him they
came from the Good Witch of the East. This was his turning point. Golf balls had to have
some rational explanation. They had to come from somewhere. And he set about locating
their source, breaking into the cartel, and gray-market importing.
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Adrian was hugely successful because he focused on finding a need and filling it
profitably. He cut to the chase pretty quickly. No overheads, al profit. No office, no staff,
a phone, fax, telex. He worked from his garage and rented extra garages nearby when he
needed to, resolutely refusing to employ anyone other than his wife. He took risks, but
they were calculated risks. He didn't sit and wait for opportunity to come to him. He was
proactive. He sought out business. He started from where he was and created a business
from filling the needs of others. He asked questions. "What would you like me to find for
you? Folding bicycles? Sure | think | can locate some cheaply for you. Inflatable boats?
Printer ribbons? Garden tools? Computers? Circuit boards? Doorbells? He became
known as the man who could get it for you.

He believed in himself. Starting from nothing, but buzzing around like Road Runner he
created enormous wealth. He didn't spend it on shopping or self-indulgence. He wasn't
interested in drawing attention to his cleverness through conspicuous consumption. He
didn't buy a new Mercedes or a big-screen television. He didn't take expensive holidays
(He was travelling enough sourcing products.) He made profits by finding out what
people wanted and finding a way to get it for them cheaply. Tapping into the Principles
of Abundance he gave away products that people wanted at prices they couldn't refuse.
You win-1 win. Adrian would ring me up and offer me a truckload of Apple circuit
boards at afifth of the price I'd been used to paying. Why wouldn't | take the lot? | could
pass them on to my customers at a third the price they were used to paying and make
huge profits for myself and huge savings to the customers. Everybody wins!

Adrian taught me everything | needed to know: 'Always leave enough in the deal for the
next guy. Don't squeeze too hard. Whatever else happens, make the sale. A saleis a sale,
as long as you make a profit it's okay. Get in and get out quickly. If you're stuck with
dead stock, dump it below cost. If it still doesn't sell, give it away as a gift with other
orders. Don't waste your energy on lame duck products. Charge whatever the traffic will
bear then give friend-of-the-family discounts on bulk purchases. Give the customer more
than he expects. Be generous. The customer is King. Give him what he wants and you've
got himfor life. Sell out quickly, get your money in and buy another container of products
that are going to sell even faster. Take cautious risks on new products. Always push the
envelope. Question everything and avoid complacency. Avoid accounts. Buy and sell for
cash and reinvest in stock. Avoid overheads and structure. Invest excess profits in
income-producing real estate. And above all else, sell.'" What a mouthful! Condense most
of this book and you have this paragraph. Come to think of it, why don't | put it in italics?
Y ou can buy ahi-lighter pen if you like and emphasize it further.

He invested his profits in income-producing real estate and he became outrageously
wealthy. How long did it take him to make his first million? When | first met him he was
just starting out. In his first year importing he made $300,000 profit. Year two saw his
assets hit amillion.
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Okay, you want to be an entrepreneur like Adrian. You're looking for a turning point,
something that's going to radically turn your life around, give you a new direction, and
hopefully score you a few million in the process. Well, let me tell you, it ain't gonna
happen on wages. Yes, | know | showed Dougie how to make $150,000 on ten bucks a
week out of storeman’'s wages, and | can point to a few real estate millionaires who've
worked for low wages al their lives. That's all the cautious and careful stuff you'll read
about in books by Jan Somers, Bruce Davis and Paul Clitheroe. Cautious, careful and
slow. Okay, yes, you'll most likely need to work for wages for awhile to get some capital
together, but let me tell you again: The fastest way to make your first million is to ditch
your job and get a business happening.

Scary stuff. Throw in my security? Yes. Take arisk? Yes. Scary, yes, but it's like learning
to ride a bike or a wind-surfer. It looks impossible but when you know the technique and
practice it, you're a winner. You're going to need to sack your boss and go to work for
your customers. And for that you need to put your brain into gear and think.

Where do you start? The moment you start looking you realise there is no shortage of
opportunities. Every day, if your brain is as scatty and unhinged as mine, you are
overwhelmed with possibilities for starting a business. Start where you are and look
around you. Babysitting, mail-order garden furniture, home air-conditioner servicing,
small-scale manufacturing, desktop publishing, lawn-mowing, car washing, home
security, property maintenance, setting up a home nursery, plant hire, fish-farming,
marriage guidance, concreting, mobile phone selling, craft and jewelry making etc. Help!
It's like the Internet. We get bowled over by the number of choices and sit dribbling and
mumbling in the corner.

How do you narrow it down? This is where the thinking comes in. Y ou need to exercise
your brain. And I'm not talking about cerebral activity alone. Thinking includes getting
out and asking questions, researching, listening with your ears open, researching both
sides of the street. Use your common sense. Listen to the seller and halve it, listen to the
buyer and double it. Remember the Parry Paradigm: It's always harder than it looks, it
always takes longer, it aways costs more and it always returns less profit then you
expect. And the tougher the problem the more unpredictable and out-of-left-field the
solution. The more effort you put into research beforehand, the better chance you will
have of success.

What do you want? Do you want to buy yourself a job? Plenty of dissatisfied business
owners wanting to sell out. Or do you want to have an interesting, exciting life with
plenty of money, things to do, people who love and admire you, power and challenge?
WEell, you could be ready to move into a bit of lateral thinking. Business is about finding
aneed and filling it, but entrepreneurship is about seeing an opportunity and grabbing it.
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Anyone can go into business. Ask any one of the 900,000 Australian business owners,
there's nothing complicated about getting into business. The question is: Which business?

So many people jump into business on the basis that they're good at what they do, surely
there must be a profit in it. Raoul teaches computers at university. He was so convinced
the general public would pay for his teaching skills he talked his Dad into guaranteeing a
$100,000 loan so he could outfit his new business. A dozen computers, fancy offices,
furniture, no customers. Within five weeks his partner landed in the divorce court thereby
guarantining his guarantees and the father had to sell his home to meet the son's debts.
Zero to minus a hundred grand in five weeks. I've seen and made some stupid mistakes in
my time but I've yet to see the equal of thisfor blind insanity.

Where did Raoul go wrong? He put the cart before the horse. He didn't create his
business on the basis of filling the needs of others, but on filling his own needs. Most
businesses operate that way and most businesses are failures. Most people go into
business out of personal necessity. They don't have a job. They have to do something to
stay alive and feed their family, so they set up or purchase a'business. They look at what
they're experienced in, what their hobby is, or what they would like to do and they start
out to build a business around that. "Yeah, | used to work on a truck delivering flour to
bakeriesand | like cooking so | decided to set up a bakery." Hmmm.

Usually the result is disappointment and the owner makes little better than wages. We see
this every Saturday in the classifieds Businesses for Sale. Upbeat little ads promising
great returns with little effort. Owner reluctantly selling due to ill health. Rubbish! The
owner is sick all right. Sick with the worry of trying to keep the business afloat and he's
desperately trying to offload it before it sinks and drags him through the bankruptcy
courts. Run with the mob and you'll be trampled.

How do you avoid that when just about everyone you hear about who goes into business
with a golden handshake from their retrenchment pay-out ends up embittered and broke?
Think. That word again. Run with the mob and they'll break your legs. There are no free
lunches. Anyone who's trying to sell you something is by definition trying to advantage
himself by disadvantaging you. A universal truth, only the scale and the camouflage
varies. Far better to utilise your own ideas and retain total control than to tag along with
someone else's formula. Avoid franchises or multi-level marketing. These are for victims.
They paint a rosy picture and lure you in with the carrot of greed, and generally the
money goes the wrong way, to the promoter rather than the worker. Keep away from get-
rich-quick schemes. Y ou will work yourself to a standstill to enrich the people above you.
You've been given a brain. Use it. All afranchise is, is a dave/master relationship. Like
the battery chicken, you are assured of a regular feed, but at what cost to your
independence and ability to make serious wealth? Be independent. It's your best chance
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of making something from nothing. There are no free lunches. Use your brains to create
your own money machine, not someone else's.

It isvery easy to get lured into these get-rich-quick promotions and you'll need to develop
your instincts to avoid them. Multi-level marketing is promoted almost to the level of a
cult religion, and participants are whipped up into afervor of zealotry. Network, or multi-
level marketing is a creeping evil which destroys marriages, families, homes and livesin
the headlong greed for money. The top 2% make all the cash by exhorting the remaining
98% to give it to them, lying through painted smiles that they too can make it big time.
Avoid promoters who flaunt their own riches saying you too can be like me. It's just bait
with a hook in it, trying to catch you with your own greed. Gordon Gekko was wrong.
Greed is bad. Greed is the quick fix that tries to ignore the second Principle of
Abundance. You may desire wealth and power and influence but greed is not the vehicle
that will get you there. Aim higher.

On the Sunday morning of Independence Day weekend in Nashville, wandering through
the 37 acres of the Opryland Hotel, | came across a vast church gathering in the 3 acre
ballroom. Standing in the doorway | listened to the preacher for a while and his sermon
concluded with a quartet singing Michael W Smith's song 'Friends. The preacher then
continued with exhortations to the emerald and diamond sales people to ‘come on down'
and the audience erupted in spontaneous applause. It was a network marketing
convention! All that weekend I'd seen people wearing bright red T-shirts emblazoned
'Rizzi Family Re-Union' or 'Harris Family Gathering, July 3-6, 1992 Nashville' and I'd
thought what wonderful, family-oriented people were these Americans. Thousands of
family members had gathered for reunions on this holiday weekend and they'd even
organized T-shirts so they could recognize one another. But it wasn't real. It was network
marketing bringing people together in artificial, greed-constructed families.

You're unlikely to make any serious money buying an existing business, though you
might selling out of it. To make serious money you're going to need to change your
mindset, get focused on looking for opportunities instead of security. Most people go into
business to find security, and all they end up with is self-employment. There's no security
in that. And generally you're little better off financially. Do you see what I'm trying to tell
you? There's being in business, and there's making money and the two are not
synonymous. Y ou can be in business and not make money. 70% of business owners can
tell you that from personal experience. But to make money you've got to be in business.
Y ou've got to be focused on the business of making (and keeping) money. And to do that
you need to focus on two things: opportunity and customers.

The good entrepreneur is a customer-focused opportunist. Running with the right
opportunity gets you started but focusing on your customers gives you the competitive
edge once your business matures. Run on opportunity alone and you're going to have to
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recreate opportunity whenever a competitor picks up your idea and does it better. That
doesn't mean you're going to have to travel to the edge of the known world and create a
totally new kind of business such as writing a user-friendly, plain language interface to
the Internet (a project, incidentally which will materially enrich the first programmer who
does it). You can make plenty of money in a copycat business if you do it right.
Whichever way you jump you're still going to have to use your brain. Suppose, for
example, you wanted to start up a common business such as a bakery or a hairdressing
salon. How are you going to differentiate it from its competition? Take a look at the
competition and come up with something different or better. What are they doing right?
Look at how Stefan Ackerie did it. A poor immigrant in outback Queensland, all he knew
was cutting hair. So he started out giving free haircuts to people in the local retirement
home. News of this spread through the bush and inquisitive locals came to see the idiot
who cut hair for free. And they stayed to have their hair cut. And paid for it. And now
Stefan's a zillionaire. From cutting hair! His philosophy? The heart that gives is the heart
that gathers. How can you create a quantum level of difference that will differentiate you
enough, and meets the aspirations of your customers, to guarantee your success?

You don't have to be different to succeed but you do have to be good at it. The more
commonplace your business concept, the more efficient and customer friendly you're
going to have to be to make a success of it, and conversely, the more off the wall and
different your business concept the less efficient and more customer clumsy you can be.
Sometimes the best way to differentiate yourself is to do what you do so well your
customers would never think of going elsewhere. However, if, like me, efficiency is not
your strong suit you'll need to come up with something different and original, highly
profitable and far removed from competition. Back in the 80's | was in the right place at
the right time to ride the PC wave, and before the competition got wind of it managed to
sell 13% of the diskette market in Australia. Not bad for a backyard show. Fortunately as
competition tightened we managed to reinvent the company and get efficient just in time
to avoid falling off the wave.

To make money, we need to sell something, and to do so effectively we need to position
ourselves or our businesses so that sales happen automatically or inevitably. The key isto
look for choke points, places in the equation where the customer has severely restricted
choice, or no choice, but to buy from us. These ‘ambush points' rarely occur naturally and
usually have to be created, and this is where good business sense comes into play.
Variables include, location, product, price and service, all designed to slow down our
potential customer long enough to convince him to buy. We can create ambush points by
taking a range of products that the customer needs and pricing them so low that he has
little option but to buy. Discounting, however, is self-limiting. If the competition doesn't
beat you, low profitability will. We can endeavor to corral our customers into our
franchised exclusive territory, but if it's a good product or idea someone will come along
and emulate it and do better.
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What we need is either the key to the toilet door at the day/night one-day cricket, or the
key to the light switches. We need either a product that alarge number of people want, or
a product that is critical to afew people. Business is about finding that critical advantage
and exploiting it without exploiting people. The more limited the availability for our
goods and services, and the greater the need, the greater the likelihood that we will make
the sale. Thetricky part is creating that scarcity and need.

We need to tap into the natural inclinations of the customer and create a sand trap that she
will fal into nine times out of ten. Look at Telstra. Telstra is a government telephone
service which has recently privatized and is looking to make profits for its shareholders.
One of the loss-making services it provides is Directory Assistance and given that it is
free it is over-used by people too lazy or illiterate to look up the phone book. Telstra
sought to apply a $0.50 charge to this service but were refused permission by the majority
shareholder, the Federal Government.

How did Telstra respond? They created a new Direct Connect service which dialed the
number for you (for a fee of course). They provided instant response to your cal, as
opposed to the ‘iron-curtain’ response on their free service and they tapped into the
natural synergy of the system. People became lazy, they used Directory Assistance
instead of the phone book, and the natural extension was to dial the number for them.
Anything which saves effort, e.g. remote controls, computers, mobile phones, fast food
etc will be readily adopted and is the source of many business fortunes.

| liken starting a business to going fishing. You can invest all your effort into one line or
you can set a larger number of lines and respond to the ones that catch a fish. To
determine what business to go into | tend to advocate the latter approach. It's too easy to
be wrong about an idea. Sincere, but wrong. We can too easily climb the ladder of
success as it's placed against the wrong wall. The customer is always right. Let the
customer decide which of your business ideas is best by trialing a variety of approaches.
There's no harm in making mistakes. The harm comes from not making them. We learn
by trial and error.

It comes as second nature to me now to constantly test the edges of the envelope. If I've
invested huge energy into winning a contract I'll keep some energy in reserve for a
completely different approach such as making a strategic investment in an emerging
company or spending time seeking out Internet opportunities. Nothing is so daunting as
putting all your eggs in the one basket and watching year by year as they wither and die.
You can take this approach when you're starting out and jump ship if it starts to sink
(Sorry about mixing metaphors) or you can build in some redundancy by putting out half
adozen fishing lines.
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So often in life | find my own predictions and hunches prove wrong. By letting the
market dictate my moves, rather than my own preconceived conceit, | can amost
guarantee that | will succeed. | am reminded of the story of the customer who took arall
of film to a processing shop:

"Could you process this film please?' she asked.

"Sure", said the attendant. "That'll cost $19.95"

"But it only costs $7.95 across the street and they give me two for one!" she spluttered.

"WEell, maam" he said "If price is that important to you, | guess you'll be better off going
over the street. But we sure have agood quality print here."

She stood thinking. "Look, give me that film back. | can't see how your processing can
possibly be worth more than twice the price of the shop across the street.”

"Here you are, maam.” he said. "Sorry we couldn't be of service." And with that she
twirled on her heel and marched across the street.

A customer who had been listening to this conversation remarked: "It must be hard
competing against such low prices. Do you get many customers like that who desert you
for cheaper prices?'

"Sure!" said the shopkeeper, "about a quarter of them.”

"Doesn't that make you mad?' enquired the customer, curious at the shopkeeper's
seeming indifference to lost business.

"Oh no" he muttered absent-mindedly, "I own the shop across the street.”
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Summary

To be an entrepreneur you'll have to take risks

Focus on sales. Everything elseis window dressing

A good entrepreneur is a customer-focused opportunist

An entrepreneur needs to be different

We need to create ‘ambush places which impel customers to buy from us

Take out some insurance with a number of different sales approaches and let the
market dictate your success
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Chapter 5- SoWhat Am | Goingto
Do?

The cheapest and simplest way to get into business is selling your services. Not a good
long-term prospect unless you intend to employ lots of other people to do the work for
you, but a great place to start in order to get your bank together so you can do some
serious entrepreneurial activity. You might do house cleaning, desktop publishing,
managing rock bands, car washing. Jodee Rich, a friend with assets now in the hundreds
of millions started out while he was still in school hiring fish-tanks to businesses. Kip
McGrath, a former business partner with 400 franchises, started out coaching math for
pocket money. You have to start somewhere. And all you have to do is get up off your
chair and do it. One of the coolest entrepreneurs I've met, and it's just a step up from
washing windscreens at traffic lights, was a guy who accosted drivers as they entered a
city parking lot asking if they wanted their car washed. If yes, you paid $20, he put a
sticker on your window and came to find you with a bucket in a pram. All cash. A
hundred bucks an hour. You don't have to be flash to earn cash. Just smart. And | guess
too, you need to have the confidence to just do it. | mean who'd be a wussy busker
fronting the public for $5 an hour when you can take it a level further and make real
bucks?

Fronting up takes confidence and practice. You've got to front up a work or the dole
office, why not front up for ten times the money? Another exceedingly cool dude was the
guy who imported a whole bunch of (probably pirate) Simpsons and Daffy Duck style
socks and ties and flogged them door to door. | talked with him about his business when
he fronted our office. Cost $2. Sale Price $10. All cash. Smiling very broadly all the way
to the bank, or in his case, the biscuit tin in the backyard.

Set your sights high. Most people sell themselves way too short. If you're going to be a
successful entrepreneur you have to believe in yourself with a deep, unshakable faith.
Even if al around mock you, keep your eyes on the goal. Stephen, my mate Bernie's
brother-in-law is a well-known sculptor, having been commissioned to produce a million
dollar sculpture in Sydney as well as various half million dollar municipa projects in
regional cities. | ran into him at Bernie's place. They'd invited us over to meet Stephen
and his family before they went back to Tasmania. Now, to be as polite as | can, Stephen
was temporarily short of funds. He'd hitch-hiked around the world, paying for his family's
passage by doing crayon portraits. He'd been down to Antarctica on the Rainbird and had
spent 6 months in Ireland tramping about in a horse and covered wagon, and had arrived
in Newcastle on a tramp steamer bereft of the readies to make it home. Bereft, in fact, of
the 30c to make a phone call.
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So the three families got together for a takeaway pizza washed down with chateau
cardboard and Stephen regaled us with his adventures. Half way through the hilarity the
bottom line surfaced and he hauled out his portfolio of crayon drawings and asked would
we like to buy some.

"Sure", | said, with the expansive magnanimity of the man with cash in his pocket, "Give
usalook”.

And he proceeded to casually leaf through a vast pile of over-large sheets of paper all
colorfully infilled with purposeful crayon smudges and outlines. They were good. Even |
could see that. None of that impressionist garbage. Interesting perspectives on seagulls
looking down on the ice-covered base camp. Seals. Penguins. It was good and | got
carried away with excitement and generosity and selected 6 works. "That'll be eighteen
grand.” said Stephen. | looked at his face to try to interpret what he meant. No trace of a
smirk. | waited, in the classic '"He who speaks next loses' negotiating ploy. "Yeah, three
grand each. They'll retail for five." He wasn't joking. | couldn't take it in. He was serious.
Here he was, some old bearded tramp I'd never met before, down on his luck, flat broke
and he's hustling me like this was the Dorchester. "Get outta here." | intoned in perfect
Seinfeld speak, "No way!" And there wasn't either.

Five months later we're in Tasmania doing the tourist thing and we end up in agallery in
Richmond. Familiar paintings line the walls. Stephen's. All nicely framed. | looked
closer. Five grand. Five grand. Six grand. And | looked again. Red sticker. Red sticker.
Red sticker. All sold. | felt a total goose but it taught me a good lesson: Don't undersell
yourself. The way things are now is not the way they'll aways be. The end, my friend, is
not yet.

Keep your eyes open, stay close to the action and look for opportunities. Sean was an
employee in a used car auction business, twenty something, when one of his clients
offered him a bunch of superseded computers. His first reaction was "Not my thing", but
he did something that only one in a thousand do. He thought. He took his folding chair
and went to the sideline and looked at the game he was playing and considered his
choices. Here was the turning point that would turn his life around from a used car
salesman to a multi-millionaire. And he decided to grab this opportunity. He took a punt
and bought 300 used PC's. Today he's out of cars and into superseded PC's. He can't get
enough of them. His clients fax orders from Eastern Europe, the Pacific Islands, South
America, Tasmania (Sorry, Stephen. Having alend of you. That last bit's not true). All he
needs is a phone, a fax and a storeroom. Adding value to the equation he began sourcing
new replacement PC's for the companies updating. An enormously profitable
undertaking, despite the slim margins, given the huge numbers involved. He did a deal
through his mate Brian to arrange leasing. Brian has now sold half his business for two
hundred million.
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Incidentally, you're a hundred times better off selling product than time. The companies
selling services to my company, the mailing house, printer, courier etc had to work
extraordinarily hard in an enormously competitive environment to make as much as| did
advertising and sitting back taking orders. And they had to invest millions of dollars in
infrastructure to make trivial profits. Like the shark they had to keep swimming to stay
alive and they were constantly chasing debtors and investing in new technology to stay in
front. It's always a temptation to buy your way into a seemingly protected business by
purchasing expensive new technology and charging hundreds of dollars an hour for your
services. This will work for a little while, but one of two things will happen: you'll get
competitors, or the technology will change and you'll feel obliged to spend al your profit
and more on these new toysto stay in front. In the computer industry we spent over half a
million dollars on hardware that's now landfill.

If you want to make a million this year you're going to have to charge a thousand dollars
an hour for your time. (I make that speaking at seminars, but sadly, I'm only on a few
times a year!) Sell time, even franchising the time of others in your control, and you
won't make much more than amillion ayear at most. | have a friend with a large service
chain both here and overseas that has taken him 20 years to put together, and at lunch
recently he declared his ambition was to make a million dollars after tax. | used to get
close to that with a staff of 3 selling cheap and cheerful Chinese junk. Sell product and
you're selling someone else's time, and that's unlimited. | think of the guy who took a
punt on a container-load of Mexican ornaments about 8 years ago. He set up atent at our
local service station a couple of months before Christmas and sat there for 6 weeks till
he'd sold it all. $50,000 makes $600,000 in 6 weeks. All cash.

Find a need and fill it. Or find an opportunity and grab it. Sometimes stuff just grabs you
by the throat and says: "Do it!" When compact fluorescent light-bulbs first came out my
undisciplined brain said: "This is gonna go like Crunchie Bars at a Christmas party” so |
grabbed a few Wotans and advertised them. Crunchie Bars no. Tripe sandwiches yes.
Wassamatta? They were a great product, they lasted 8 times longer and they cost a sixth
as much to run. And they cost 30 times as much to buy. But a couple of years later I'm in
Hong Kong and | see an ad for a compact fluoro maker. And | wander through the alleys,
my agent checking all the time on his mobile phone, "We're getting closer to you. Where
areyou?', and after scrambling over boxes and up aflight of stairs we come to a 'factory’
on the 8th floor making these new high-tech lights. Three bucks each. | see the exact
same product being sold today in the discount chain stores in Australia for $26. And |
think: "Somebody, somewhere is going to make a killing selling these at $9.95 each!"
That could be you.

A few years ago now | sent my stepson, Adam to Eastern Russia on a wildlife doco
filming assignment. He was also part of a consortium setting up the first commercial tv

30



station in Vladivostok just after glasnost. The country was (and still is) falling apart. The
consortium had purchased a whole block of downtown Vladivostok for a couple of
hundred thousand and were preparing to build a casino as one of their first ventures,
which will give you an idea of the carpet-bagging nature of the group. | gave Adam a
drawerful of US$1 bills and told him to keep his eyes open. | had them left over from
trips to the US where tipping has reached the level of a social evil. You have real money
in one pocket and $1 bills in the other for tips. The tips drawer was the rouble equivalent
of $8 million, enough at that time to buy an army tank and a Sikorsky helicopter as
private transport for the crew and still have enough left over to live like a Byzantine
prince. Months later, after he'd exhausted himself in the flesh-pots of Irkutsk, with $5 to
his name, on the day before returning home, remembering my injunction to go forth and
buy something, he went to a local market to see what turned him on. Nothing. Russian
dolls. Lacquer boxes. Nothing. And he came upon an elderly babushka knitting beanies.
Cashmere, double layered with ear muffs. Feeling defeated that this was all there was
available, no painted icons, no treasures, no great works of art, he despondently proffered
the $5 and gestured in deaf Russian granny-speak "How many for this?' The babushka
trembled, put down her knitting, shook with shock and disbelief as she laid a groundsheet
on the floor and proceeded to empty the entire market stall into it. 600 beanies. Burdened
with a huge sack of beanies, Adam went back to his digs, sorted out the best ones and
threw half away.

On his return to Australia, Adam gave hundreds of beanies away to all and sundry to the
point where people greeted him with: "Stop. You've already given me beanies. | don't
want any more." With half a suitcase full to dispose of, Adam came up with the idea of
offering them to Pete at the local ski shop. "Yes, I'll pay $20 for them." Said Pete.
"Great!" thought Adam. "A profit. I've quadrupled my investment" And Peter proceeded
to write out a check for $1200. $20 each! Six months later Pete rang: "Adam, have you
got any more beanies?"

Money comes from the simplest sources. We need to open our eyes and ook at things not
from our point of view, but from the point of view of a potential customer. What to you is
useless junk, to another is priceless treasure. The only difference is the perspective. If you
live in the bush amongst great slabs of turpentine and ironbark and all around you are
fallen branches you tend to take the bushie view and see firewood. If you're my mate Ken
you see opportunity. Bush furniture. Common as bulldust out here. The height of chicin
Cherrybrook. A grand aday for playing with achainsaw. All cash.

What do people want? If you can work that out you'll make millions. Occasionally we
just fal into it by accident and sometimes it just evolves. But it al requires thought,
creativity, lateral thinking. Put yourself in the other person's shoes. What does he want?
Everywhere there's opportunities. Everywhere! | dropped into McDonalds late one night,
it was closing so | went through the drive-thru. (Don't you love the subtle colonization of
our language) and | noticed arow of potted figs standardised into topiary balls. Hundreds
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of them. On reflection | remembered seeing them in our local nursery at $199 each. Even
in bulk they'd have to cost over $50 each. And | considered how easy it was to grow figs
from cuttings and shape them. There's a business right there. Look at the trends. City
living, smaller gardens, baby boomers retiring, courtyards, café society. Set up a
specialist nursery. Call it the Sculptured Garden. Grow topiarized figs, Murraya,
honeysuckle, syzygium, box etc. Buy the moulds for expensive pots and statuary and
make your own in fake sandstone. You'll be asflash as arat with a gold tooth before your
neighbors draw breath.
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Summary

Selling your time limits you. Selling product is unlimited
Don't undersell yourself. The world will pay whatever price you charge
Opportunities are everywhere. Don't overlook the simple things

Think laterally. Lifeis short. Go for the main chance
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Chapter 6 - How Do | Get Moving?

To really get mobile you must look at the trends. And | don't mean transient fashions.
That's just being a victim. | mean the deep, underlying groundswell of change that most
people miss because they're totally focused on the now. Sure, you can fal into it by
accident but it seems to me if you do the mental discipline of trying to make sense of the
big picture you'll be ready with your engines running, on the runway with a clear map of
the world for when you decide to take off. Most people don't think or plan or reason at
al. Most people are too busy making a living to make money. They are by and large the
mindless consumers of whatever pap is fed them. You can swallow it if you want but
you've been given abrain for areason. Yes, thinking is hard. But consider the alternative.
And you must out-think the game if you're to succeed.

So consider the deep, underlying trends:

e apolarized society with a growing gulf between rich and poor, skilled and
unskilled

e exponentia expansion of low-cost technology (mobile phones, GPS, Internet,
CDROM, faxes, PC's) which empowers the individual and allows him to do more
with less

e convergence, overnight adoption, acceptance, de facto standardization and
indispensability of new technol ogies (CDRom based GPS mapping in entry-level
carsisaclassic example. Soon the entire surface of the earth will be GPS-coded
on CD)

e emphasis moving from molecules to electrons, from hardware to software, from
goods and products to information, from physical possessions to knowledge, from
the material to the spiritual

e exponentialy increasing rate of change with shorter systems and information half-
life with need for ongoing learning and reskilling

e higher skill, flexibility, heuristic reasoning and intelligence requirements at the
top end and elimination of lower skilled jobs at the bottom end

e |longer working hours for those in work, with husband and wife both working

e low or zero inflation with the prospect for deflation, ending 50 years of inflation



e 37% of the population dispirited and disenfranchised deriving more than half their
income from welfare (Australian figures)

e |ossof community resulting in irrational fear and cocooning, home-based activity
and flight to traditional val