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An Internet multimillionaire at 26, Bo Peabody went on to co-found six
companies in six different fields which are thriving today. When asked the
question, “Were you lucky or were you smart?” Peabody replies that he was
“smart enough to realize that he was getting lucky.” In Lucky or Smart?
Secrets to an Entrepreneurial Life (Random House, 2005), he passes along
some advice relevant to all entrepreneurs.

1) Entrepreneurs are B-students; managers are A-students. B-student
entrepreneurs need A-student managers so that the entrepreneurs can
concentrate on developing the concept and creating a market for their
product or service.

2) Great is the enemy of good. Start-ups can always be improved on. As
long as yours is fundamentally innovative, morally compelling, and
philosophically positive, simple survival will ensure success and attract
talented employees. Get your idea going now and let perfection follow.

3) Start-ups attract sociopaths. Normal people will join normal compa-
nies. Entrepreneurs need to hire passionate, driven specialists who
are attracted by the moral compulsion and innovativeness of a new
enterprise.

4) Practice blind faith. New businesses are fragile. When one experiences
setbacks, the entrepreneur must believe and convince others that it is
worth saving.

5) Learn to love the word “no.” People don’t like to hear, or say, no.
Remember that the sayer is more vulnerable in that moment, though.
Instead of accepting rejection, start selling your business concept anew.

6) Prepare to be powerless. You need investors and customers much more
than they initially need you. An investor doesn’t return calls? Keep trying.
A potential customer offers a strange excuse for canceling a meeting? Set
up another one and get busy on something else in the meantime.

7) The best defense is a gracious offense. It’s a small world, and social
graces matter. Never offend anyone personally no matter how tough
negotiations get. Even if the outcome is unfavorable to you, leave the
table knowing that the other side likes you.

8) Know what you don’t know. Then remedy that situation. Don’t be afraid
to admit that you need help figuring something out, which is far better
than misleading your investors, employees, or clients.

A bit of both
(Lucky or smart?)

............................................... by Michael Manson

fied through outsourcing and immigration. An interesting employment scenario is
portrayed in the book The 2010 Meltdown by Edwin Gordon. As the baby-boom
generation retires in large numbers in 2010, Gordon predicts widespread unem-
ployment while businesses go begging for qualified workers. He describes the
American workforce as three tiered: 25% who are educated and have the necessary
skills, 25% who lose their jobs to technology and cannot or will not retool, and
50% whom he calls “techno-peasants” who have little chance for success without
targeted educational programs. 

Greenspan is a strong advocate of free markets and competition. He points to the
improvements in the world economy and in people’s lives around the globe since
the widespread adoption of competitive free markets. He calculates that since the
autumn of 2001, global gross domestic product per capita has grown more than
8%. Greenspan’s optimism coupled with his personal integrity and his belief that
free markets are humanity’s best bet for a better life help take the sting out of the

disappointment and despair many Americans face today as free markets and global
competition diminish the American dream. The bridge over troubled waters which
Greenspan provided with his strength of vision is now the shared responsibility of
the government, corporate America, and the new Federal Reserve Board Chairman
Bernanke.

Michael Manson had a long and close association with the APO when he was
the Assistant Director of the East-West Center’s Institute of Economic
Development and Politics in Honolulu. He helped to initiate a number of collabo-
ration programs between the APO and the East-West Center. Manson also
served in the Asian Development Bank, and was Director of Communications
with the State of Hawaii’s Department of Business, Economic Development and
Tourism. He is presently an educator.
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