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A Road Map to Success
-For
You Personally and Your Business-
(9/1/16)

Introduction

There is an all too common public perception and myth that a company or
individual’s outsized success is due more to serendipity and good luck than thelr
actual displayed actions, discipline, and creativity.

That is to say, what success happens to come upon us is perceived as
chance and happen-stance and minimized by our peers rather than as a
recognition and respect of what we actually did or how we did it.

This perverse viewpoint is a myth and only serves to perpetuate an all too
common belief that the majority of us aren’t personally equipped to repeatedly
make successful choices or to demonstrate superior performance on a consistent

basis.

The upshot from this mode of thinking is to conclude that in general,
situations we face or must contend with lay beyond our control, that our financial
life is thereby uncertain and our future successes doubtful at best.

In this paper we are going to.focus specifically on the subject matter of
success and that you're being a mercurial and exceptional person is not a matter
of circumstance. Exceptionalism is a learned process and methodology which we

will review together.,

Personal success is a matter of conscious choice driven internally by your
own discipline(s). If you as an individual are acting alone or even as a company
CEO, you can be sure that much of your fate can rest in the hands of the people
surrounding you and determined on how you lead them. It's all a matter of;

« What you or they create
e What you or they do,
¢ How well you or they do it.
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Can you personally make your employees and staff guarantee success? -

} No. But when that pivotal make or break” moment comes - and it will, are they
: -'-rnclmed to advise or ask you what to do or, do they take: actron themselves? Are

~ they burned out or otherwise prone to em’ploy impulsive acts on your behalf? Are .

their personal and corporate values apparent to others? Does: everyone appear

“to just give in and accept average performance because many of their peers do? -
Do you or your staff capitulate to negative external pressures or, just give up on

. an assigned obJectlve when you ve just been beaten down by unexpected S

I ,' 'adversanal events?

i To overcome. much of the prospectrve negatlvrty expressed above you
must and I mean must ' . :

- '_ . Care about_personal or corporate values as much as wmnmg a target
objective. - -
. Care about your purpose as much as prof‘t - In other words belleve E

“in what you're doing.
: 9 Care about bemg as useful to your compatrlots as m_uch as bemg

g E Your goal |s to make these three “Care abouts (values, purpose and’
”usefulness) systemic to you and/or your company and hopefully, make these .

o ;values deeply engralned into you asa leader

The obJectlve of this wrrtrng is to dlstmgmsh what unrque characterlstlcs '
values, intellectual processes, strategies and-tactics: that, on the. whole, L
jconswstently rank high in the achievement list of exceptional and recurring

- suceessful endeavors. The relevance of these factors have been time tested
learned, and observed by other. hlghly successful people and authorities. This
— authonty is further enhanced. with-my own 49 years of personal busmess and
: '-':.f“ nancral real estate expenence L . . RN

-Leadershlp Characternst:cs- :

o Buﬁers and War Chests' o

o S We can atl acknowledge that in busrness orin personal crrcumstances a
o guaranteed verity of life is that you can be "certain of uncerl‘a/nty”ln evolvrng
- events experrences or predlcaments that you Just cannot control

These “Black Swan” phenomenon S such as the ﬂnancral crash of 2008 m

- the U.S. or the explosive unsettlmg effects of the “Arab Spring” in the Mid-East

all havea direct effect-upon us in real time due to reactive policy initiatives
-employed by our government to these events.and furthered by our own actions
. ln adjustlng to therr changrng policies.. (See Nov 2014 newsletter “Black



Swan/Whrte Swan” in Baner Flnandal Interests com Newsletter dated November
__2014) . _

- As a result there is one |mperatrve charactenstlc of leadersh:p that can be i

"~ learned from these impromptu experiences and. that is. anticipatory preparation.

Examples of these: preparations are; that you save more dollars; sell a property -

_in advance to gain added cash Irqwdity, sell a corporate division that has creates =
80% of your expenses but only 20% of the revenues; sell Off excess inventoryto

reduce debt overhang; you can buy gold; rewrite your corporate board rules to

- Insulate your firms internal structure or even hlre or F re vendors or employees as -
L the cwcumstances d|ctate , § S

You should prepare now for macro (worldwrde) or mrcro (Ioca]) “Black

B Swan" events so you don't get caught *flat footed’ to when these conditions
- arise. Defenswely seek to shield and protect yourself from situations that may =~
not be in your favor or alternatively be prepared to strike offenswely and quickly = -

"+ 'to pursué an opportunity if a situation appears to be in your favor or to your -
. advantage. It would be advisable for you to be in that anticipatory preparat!on

process now - September 2016 Bur/d your: War Chest:s and Buﬁers and Prepare

- __Nowl S

_Drsaglﬂr L

Self-cﬂscp//ne in all possmle personal and/or corporate actlvrties wrll serve
well to define ‘your consrstency A steady and confident Ieadlngrhand W|Ii L

. 'always prevarl to get results and added respect from others

I don't mean that the dasdpllne referenced above has to be a’ stralght

- Jacket’ reg|mented performance process. What I do I mean is for you provide to
- others'a confident, clearly defined, well thought out demeanor with a focused

approach to define and accompllsh your targeted long term goals. Internally

review incrementally, your: performanice benchmarks and tactical methodoiogles o .
- ‘with those who surround you as you go forward Do |t weekly :

The Jm plementation of the dlsc:|p||nes “Con5|stency” and “Performance

Reviews” prevents you from under or over-reacting to unexpected events,

succumbing: to outside *herd" thinking without getting the facts first of, Ieaplng at

- ~lrrelevant, disconnected opportunities that will consistently come your way in the s |

on. gomg constant ﬂow in dally collaboratlons wrth others Stay facused’ |

In the best sense be a non- conformlng maverick by’ thlnk:ng

" .independently and not Iettmg external pressures or social fads (polltlcal

correctness) knock you off course or dilute your tactlcal actrons and goals.



- Intellectuaz Indegendenc
o ThIS is- not to say, you should be an arbltrary mavenck for the sake of
- belng unique. What I mean is for you to look at “Empiricalfacts” (ewdence

-~ based on facts and not hearsay) in Wthh to base your dec15|ons Check it out

s Aska lot questions then venfy

T ThlS pragmabc course of actron of dealmg only wrth facts not fi ct|on, in .
SRS and of itself-will boost not only your self-canfidence but it will - validate your
-+ gut instincts that no dou_bt have already ansen wrthm that lnner v0|ce that
_f._constantly talks to you N BRIy : e -

- Ambltlon

Why do some people feel drwen or why do most people tend to wﬂlrngly

- follow or attach to a gifted potentlal or exrstrng leader? Because these people are. -

" “confident: Not necessanly in themselves but in what. they are seekmg to
o ‘ach;eve ; RSB . : - S

T A leader (whlch I hope s you) beheves in the achlevement of some
‘ srgnrﬁcant altruistic. obJectlve that is for a purpose beyond themselves. It. is true :

< leaders are fact driven and ambltlous but belief is what drrves them the

'commitrnent to the|r unlque purpose to begm w:th

.'- Thrs se!f~conf dence and dnve requn‘es a controlled (not excessrve) ega .
-' 'WhICh is a direct feed back Ioop to. your self-confidence and a focuséd belief that

you are accomplrshlng somethrng speCIal Thrs Ieader can be and very well could._

-_'be youl Right nowI

.. Ego, channeled in thrs dlscrplmed way, IS a very healthy and a necessary
" mner-mmd ‘component that lies deepin the character and DNA of a real leader. -

o Why can this be positive for.you? Because it serves to be a further supplement to' o

* your self-esteem.- You really do need selective ego because it channels your

SRR focus and thereby creatés in you a- conﬂdent and ﬂattermg alre to others Take i "
o -the challenge and see for yourself Get some ego, it's OK' o

Planmng Actlons

. Be Paranwd -and Look Over Vour Sﬁou/der Ofl‘en |

Become paranord and prepare selectlve ongomg, short—term |

‘contingency” plans (both written .and: mental) while simultaneously rmplementmg_"‘ o _' S
- _your targeted personal or corporate goals. Build yourself or, better yet, havea = -~
" trusted peer develop an alternate Plan “B” in ‘which to otherwise modify your -

- goal and if it warrants, even an alternate. Pl_an “C". The purpose of a Plan "B Is. - 5



"to l‘eVlSIt or. tweak your current strategles or prrorrbes but belng careful not to
._over-radicaliy change the original ‘base plan’ unnecessanly Only tweak a little as - o
o ;you may deem necessary and oniy uniess out5|de crrcumstances ciearly tndicate R

A Always, and I mean aiways assume and recnte aloud to y0urself the g s e
T '-.case scenarios that can happen. as you progress, and: then establish added - '

N ‘_plan(s) to combat these worst case or alternate: scenarlos as your back~up
o -Plan(s) e. g. pians “D” and possxbly “E" ; - S P

To compllment thiS technique w1th con5|stenCy and added fieX|b|lity,

B "estabiish mlnlmum and maxrmum performance parameters Wlthln each plan

R A defensrve piannlng strategy as outllned above W|Ii help ensure concrete e
,--fciear and well thought: through. performance: mechanlsms that; i rigorous]y R
_]adhered to and.adjusted as you go WI|| keep you or . your company on a steady”:\ o
and “sustalnable” success track S . . e v

R In addstion to the above and to remain con51stent asa group, then create.
a wntten corporate code for aii to foliow as outhned below L e e

| A General Constztut!onal Framework

ThIS specrf ic tactic for success is nothlng more than a personal or - .'f o

'.corporate *operating code of conductandphllasophy” that bullet points’ a' o
. set of personnel goals and/or corporate general and rdeoioglcal practlces for you S
i and yeur group. It has more focus on-corporate character and constitutional SRR
... .ideology policies and actions verses the strategicaliy focused plans A B C D or R
i :‘_':-E mentloned above T e T T

o An operatlng code of conduct provides a wntten outllne of what _Q_d__ and TSR
o also what not to'do as. individual or corporate philosophies. If thought through,
S --"debated and agreed by all this code isa guide of policy and principal dosand .
7 don'tsthat will keep. you and everyone on your team on a level bearmg in vnew e e
o of the outsrde world so as to retaln conastent optlcs of your actlons : BERTR

So create a bmder or’ handbook w:th mdividual tabs for alI facets of your s

L ':?;:‘f corporate constitutional vaiues to abide by ThiS code ﬂows through and over all o -
T your speciﬁc endeavors : L o

Adhere to these |deals w:th a common d|sc|plme and mod|fy the codes

SR -only if you must and only with great specrfczty in purpose and text. The.
... psychology of any changes should be: analyzed to weigh in as to whether the S
- change is.necessary for flindamental reasons or is it to adjust or compensate for o
an unmtended slip in your past indiwduai or: corporate efforts o L



Remember The S|gnature of medlocrlty is chronlc lnconslstenc:es
If al! your plans are going well"- Don't become euphonc and suddenly

splurge like there:is no tomorrow or otherwrse, if your: plans go bad, over react -
- ‘Or even worse yet, shut down your plan entlrely 1If time allows let the lmmedrate
o __;srtuatron rest a-while (say one day) and pursue pOSSIble actlons that c:an be
taken by thlnkmg through thelr respectlve consequences Do :

As a t‘ nal supplement the to the comments above actlonable

' '.;performance time fines set in place in all your Plans A - E are also very
~.. -important. Try to get the time lines reasonably right. If too short, you'll be
S ;;exposed to self-lmposed and uncontrollable situations - i.e, you very well may
~+ ¢ end up trying to put a round peg. into & square hole atthe-wrong time. If tog =~
" long a-timeline, your plan:delay loses echacy and mementum, Ifitis a c0rporateu L
- endeavor, the f'nanc:al dollarmetﬂcs you estlmate hére should square with:
T your time line goals. i:e. - Earnings pressures; stock buy back announcements
olare, examples short term actions. Debt: liquidity adjustments or the repositioning - "
-+ ofyour Income property leases are long term actions. Have the financial back-up
_dollar-reserves in place to manage each time line. Make sure all your strategies  ~ *. .
~.and: subsequent actions are unwavenng and Iaserfacusedto the enterprrse or SRR
- _'.‘_ob]ectiveyou areseeklng e e e e e
Remember to re~measure your personal or corporate achrevements as yeu A

. "go constantly and consustently, week to week quarter to quarter and year to o
',--year l S ‘ l R N

o -Good /ntent/on.s don’t‘ count-‘ '

-.S'elf A wareness and Cor:'orate I/l' llance_

The advent of unpredrctable events can be of |mmense threat to your

. 5:goals or, can. otherwisé can present a unigue Opportunlty Your sensrtlwty and -

mental wgrlance of the world around you are of paramount importance. By

B that T mean constantly: ‘looking left and-looking right’ which Ithlnk ls an. ::
‘_appropnate metaphor l'"or thls |mporl:ant aspect of leadershlp S

You cannot knowmgly leave yourself lnnecently or negllgently exposed to I

S unforeseen events. To the extent that this is |mpractlcable, at minimum be -

. - conscious of your surroundlngs and reasonably lnformed of your competlng
S wmarket(s) in whrch you are. Il'l ‘ . , .

T | Lastly, constantly try to search for weak llnks w1thin the support personnel S
o surrotmdmg you and also for potentral weak Imks W|th|n your current strategles N
._.Vaswell - . . e T v R



: -No One eres Unpfeasant Surpnses-

A’nawledge of your surroundlngs knowmg the people belng aware of

- their-actions and tacit knowledge of your local competing markets will serve -
- hicely to give you that self-confident and assured demeanor in those seemmgly
out—of controf envrronments 5 - o T :

v Havrng empmcal (factual) knovvledge of your current 5|tuat|on and your PR
S 'surroundlngs plus belng prepared in advance are your best gurde to knowmg

When to Ha/d and When ro Fa/d’ |
- and very importantly -
When to P/ck Your Batt/es

s@yon ntrack, and progress in smaII mcrements Don’t over—reach in. debt o

' ':' ‘acqwsrtron Stay Ilqurd and sleep at nrght every nrght

g Persanal and Cargorate Tactlcal Strategles

PR ‘Progressrng in mcrements mentloned above isa very crrtlcal process to
" achieve success and to minimize risk exposure You'II stay on your strateglc ‘

bafance beam better W|th sure-footed short steps verses Iong Ieaps

When searchlng for the. ultrmate busmess strategy, personal se!f controi

S and ﬁnancral discipline has to be employed. There are plethora’s of sketchy - .
~deals, opportunities and ideas abounding out there that, onthe surface appear
attractive. Many of these schemes are based upon shaliow concepts and- T
" presented on emotional, 'made to fit’ - hand ~me-down economlc conclusrons and .
statrstrcs posed to you. as rnater of fact | . RS SRR

Heres a prehmrnary vettlng process for you to try in selectmg e

R . opportunltres that seems to have worked weII for. many

U F|rst Identrfy a preferred market and then estabhsh a goaf or obJectrve_ '-

7 within that market but only pursue rt if the ultrmate prospects iook
. ‘enticing. '

Always start with the end game in wew flI‘St and work back to the AR

- starting pomt not the other way around
" ‘Second: Give that targeted market and-its feasrbrlrty a ubseguen
~“lookover and |nspect|on This is the time to set a-preliminary: obJectrve
- .. Third; Conduct a non- -committal, inexpensive, seff—produced study or -
3 professronal feasrbriity review (money prowdmg) of that targeted
~ market and percewed objective. - .
. Fourth: Détermine if it your goal makes economlc fea5|bi!rty and

N __ vvorkrno sense to you your group, and/or your Frm Fmally determlne | ;



| whether to actually pursue this ob]ectlve and to what degree of- energy _
. or commitment to make but only after a thorough investlgatlon based
on empirical facts are completed.  ~ ,
Fifth: Shoot small bullets before you 5/7001“ t/?e big roc/ret :
3 Don't over commit yourself or your corporate assets until you are 60%
- sure your new idea can fly. That 60% is a-high benchmark. Just think.
. how much time and money you know people have spent on:

. uninvestigated ‘Larks’ that never could have matenal:zed under the best - S

of crrcumstances

e AH of the steps above are nothrng but an extensron oF measured pursurt
- employing a pragmatic paranoia mentloned earher to be your. protectwe defense '
, shleld agamst over-extendung yourself |n terms of tlme and money -

As a snde note Ive !earned from read!ng related professronal studres that L |

o when selectlng new opportunltles or makmg ongoing decisions, companies tend
~ to-embark Upon and accept three different degrees of nsk in, thEII' respectwe '
- vettrng processes These were the f‘ nal results ' _ :

Rrsk Level Taken - | Most Successful ‘- .. Less uccessfuf

- bv Companies: _f e Comoanie R Comgame o
 LowRisksTaken:  S6% - - 229% '_ |
Medium Risks Taken: - . . % - 0 35%

H|gh Risks Taken -j SR 2?2% R f'f-_‘-_ _ 43% '

Note that two and one haif der:|5|ons out of every one were low rrsk and

favonng the rmost successful company Alsp, note that they were’ overaH also’ the c

" k_fr_'most successful companles Just the fhp W|th h|gh risk or medlum risk: takers

' NOt shown here but relevan i, the percentage of high. nsk decrsnons S
T]-made that would have involved a potentially devastating result. The most

successful companies only commiitted to these ‘make or break’ decus;ons 10% of BT

.the trme whrle Iess successful commrtted 36% of the time..

i Persaﬂal and Car orate Behawor. § _'

So what tactlcs work and what don
Here 5 my view:.

. Demonstrate
~Your dlsplay of hyper—wgdance and constant worry (See Page 4 & 6)

~ Anticipate possible or perceived situational changes that could create : _
- irreversible dangers to you. Also, your having a better _understandlﬂ.g and



. mtwtnonal perspectlve garnered by generatlng alternatlve preparataon
. plannlng pr0grams A B, & C etc. (See Page 4), . '
) ‘ verses: . :
' Arrogance and/or |gnorance (by a lack of due dlllgence) ora letharglc
. attitude in responding to: potentlal or existing material changes or threats-
that could unexpectedly upend your currant strategy or program R

Demonstrate

-Flexrb:llty in- adJustlng your speed of dec:smn maklng to ﬁt the 5|tuat|on o
e “Go slow when you can and fast when you must” . '-
- . verses: |
' Decudlng too slowly or.too fast dependlng on the srtuatlon In other words

o | your. per5|stent fallure to adJust timmg strategy or tactlcs in real tlme

Demonstrate

. Maklng fact based (emplrlcal) dec:slons that are rellant upon d drsclpllnecl
thought protocol xrrespectlve of how fast the dec15|on must to be made .

. (See Page 3). ,
" ' verses

-Maklng lmpulswe ‘off the cuff’ decisions or. your’ total lack of Se|f-dISClp|ll’le'.:. S

to follow thraugh ona strateglc purpose or wrth a key contact once the
. deusron to go has been made ' o \

‘ Lo - , Demonstrate L
_Focusrng on execut:on once a final decision is made -
50 as to meet pre determlned tlme lme demands WIthout compromlsmg

tactrcs

. SR verses: : | |
_' Dllutlng the quallty of executory actions for the sake of speed to get the T

-+ task done or aiternatively, your negllgent failure to incréase the speed of
- pace to capture an opportumty or advantage as lt presents |tse|f SR

i :Def' nmg Moments

A corollary to success ls preemptlvely learnrng about an upcomlng -

| S|tuatlon or event and knowing when to recognrze them as. deﬁmng momehts_ S _

whlle in the process of attamlng your goal

These are unigue moments that may serve to lnconvemently drsrupt your e

' 'already preconcelved plans but othervwse can offer a unique opportunity to .
change priority, intensity or process requiring: you to rearrange your ex1stmg _
- agenda.to attain a higher degree of success. These are moments that you will-
‘certamly face, and your recognition of these events wrll serve to determme the



. -rewards of persona! and fi nancra[ success are yours to Ios

overall qualrty (good verses exce!lent) of your ultlmate performance or othenmse '
lead to the collapse of your entire ObJECtIVe ' ' : -

Prepare in advance for these deﬁning moments by pre-thlnkmg "What /f?”'- L

. Recognrze early these ‘what ifs’ s0.when they.do appear you can deliver a well
- defined response-and hopefully prescrent action in short order. As stated at the
. onset, (See Page 3): be prepared so you can. be on the balls of your feet for - -
~anything that can come at you. It's-all about what you do to prepare before the -
©_ storm hits or sunrises, not after. It's too late then SO please be alert to recognrze- ‘
- that unlque moment When and if It comes Lo T

C Conclus:an.

If we tried to. react or change course’ to every smgle tlme a modn" catlon |n -

o 'pubhc perceptron rumors djour, hearsay or.ephemeral economic changes come - - k.
- about, you'll qu:ckly find yourself and your busrness mcapacrtated You could N
.neverkeepup SR RS R

B In summary, _keep your focusl:ke a. Iaser quest|on __1 materlal changes. S
SRS 1} your surroundings with an empmcal and pragmatic view, forcnng you to justify. .

. your currant processes: If you see a necessrty to change course, verify. if it truly

- ,jwarrants a genuine modification or if it is just a false-positive. Again view a plan..- *

- “change from 30 000 feet (as a macro overvsew), re-conﬂrmmg and then amend

e 'accordmgly

Be con5|stent in your planmng approach by belng drsapllned focused and

paran0|d as you go on. Understand when implementing a change that you: know - o
~.. . and feel comfortable as to'what will work, why it will work, when vou should
S hang course or otherW|se Iearnmg when not to do 50: - R

The above wrltlng is, as 1 prevrously noted a culminatlon of my readmgs

* behavioral'studies, personal discussions with CFO's, CEQ's and their Stffs and-of -
- course, ‘based upon my own cognitive: accumutation of personal and busrness o
- 'experlences over my many years ln the ﬂnanaal mdustry o

Take what is: sald here to heart and If you' have the _W|l| and dr|ve the

. .:.10_



