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Be aware of undertaking too much at the start. 
Be content with quite a little. Allow for accidents. 
Allow for human nature, especially your own 

-Arnold Bennet. 

KNOWLEDGE VERSUS SUCCESS IN BUSINESS AGAINST 

GUT AND PROBABILITY IN RANDOMNESS THOUGHT 

 If one puts an infinite number of monkeys in front of (strongly built) typewriters, 

and, lets them clap away, there is a certainty that one of them would come out with an exact 

version of the Iliad. Upon examination, this may be less interesting a concept than it 

appears at first: Such probability is ridiculously low. But found that hero among monkeys, 

would any reader invest his life’s savings on abet that the monkey would write the Odyssey 

next? 

 In this thought experiment, it is the second step that interesting. How much can past 

performance (here the typing of the Iliad) be relevant in forecasting future performance? 

The same applies to any decision based on past performance, merely relying on the 

attributes of the past time series. Think about the monkey showing up at your door with his 

impressive past performance. Hey, he wrote the Iliad.

  The major problem with inference in general is that those whose profession is to 

derive conclusions from data often fall into the trap faster and more confidently than others. 

The more data we have, the more likely we are to drown in it. For common wisdom among 

people with a budding knowledge of probability laws is to base their decision making on 

the following principle: It is unlikely for someone to perform considerably well in a 

consistent fashion without his doing something right. Track records therefore become 

prominent. They call on the rule of the likelihood of such a successful run and tell 

themselves that if someone performed better than the rest in the past then there is a great 

chance of his performing better that the crowd in the future-and a very great one at that. 

But, as usual, beware the middlebrow: A small knowledge of probability can lead to worst 

results than no knowledge at all. 

EFFORT IN BUSINESS 

 If  you are in business or are contemplating a start-up, this is where to start: Produce

a great product. If you what you are marketing – or the service you are providing – isn’t 

high-quality, you can’t succeed. Sounds simple, huh? Well, it’s not; it requires a rare 

combination of innovative ideas, good people, abundant financing-and hard work. 

 All great start with a clever idea. Is yours good enough? Original enough? Would 

you buy the product you have in mind? Be honest-would you really? 

 All right, may be idea is great. Now you need the most important ingredient of all – 

cash. Without proper financing, you can have the greatest idea in the world, but still get 
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nowhere. Money in the bank is what you’ll need to hire good people: Talented employees 

are always expensive, but they are worth every cent. 

 Once you are on your way, there’s a typical start-up Catch-22 you should do your 

best to avoid. You may find yourself saying ,”I will begin by getting an average to product 

out there, earn a few quick bucks, and then get to work on that really great product.” Yeah, 

and Donald Trump is going to start paying his bills on time. If your first product isn’t great, 

chances are slim that you will ever get started on that second one. Never bank on 

tomorrow’s product to pull you out of today’s mistakes. 

 If your company is barely surviving on mediocrity, don’t prolong the inevitable. As 

hard and frightening as it is to do, shoot your business like a gimpy racehorse. Never 

borrow money to keep a fledging operation live. Piecemeal funding led to shoestring 

product budgets, which in turn made it impossible for the company to produce A-level titles 

that could compete in the industry. Instead, then products with quality levels C+/B usually 

sold just enough copies to keep our doors open. 

The fear uncertainty of failure motivated me to crawl forward. I know that I should 

have walked away; I would have been better off closing the operation down and joining a 

large, well financed, solidly established company in the industry. If I’d gotten in the ground 

floor of a company like Electronics Arts (and I had that opportunity), I could have retired 

by the time I was thirty. Instead I clung to the dream of owning my own business – but 

inadequate funding and inexperience made that an impossible dream.  Don’t’ make the 

same mistake! 

You must take the time to assure the quality of your product.

Quality assurance is a hot topic in today’s business world. Many companies in my 

industry are releasing products before they are finished. Why? If the company is public, a 

late product release might spell collapse for its stock price. If it’s privately held, being late 

with a big-money product lunch could mean a serious cash-flow crisis. 

 But the shot-term benefit of selling a lousy, unfinished product pales in comparison 

to the long-term damage that comes from disappointing or deceiving your customers. 

Before you consider launching a substandard product, ignore the gun at your head and 

weigh the consequences honestly. How badly will the public react? I assure you, worse than 

you can imagine. And they won’t forget. Quality service must be a cornerstone of your 

business! 

 Even minor bugs can ruin a gaming experience, but with all of the variables 

involved, it’s next to impossible to ship a perfectly clean game. That’s just the nature of 

software.

 But I’ve worked for two different companies that ripped off their customers by 

releasing computer games before they were completed. In both instances, it wasn’t just that 

there were a few  bugs to be worked out in a final round of tests. These companies released 

products that were missing entire segments from their original designs.  One firm had to 

meet quarterly numbers to avoid a downgrade in its stock; the other had a public offering in 

the woks. The CEO of this business decided to release a product that was – and I’m not 

kidding – 90 percent incomplete just to get the initial sell-in numbers on the books. 



Haery Sihombing 

3

 In both cases, the reputations of these companies took a public beating. Industry 

magazines dubbed them publishers of unfinished vaporware (software that is promised but 

never actually competed), making them laughingstocks, and irate customers posted raging 

messages on bulletin boards and chat rooms all over the net. 

 Of course, this was the world software, where expectations are often underfulfilled, 

and somehow these companies managed to survive. But it’s not always that easy.  Imagine 

buying a car that went belly-up in a week. Many of today’s emerging industries are doing 

the equivalent, but the public won’t up with poor performance forever. 

 If you want to succeed in business, have the guts to treat your customer fairly. Give   

them a product that’s worthy of its price tag. Don’t let your company be one of the losers 

that can’t see beyond the fine print of the Wall Street Journal. 

Have respect for your customers.

Go to trade shows and soak up opinions, criticism, and comments. Set up surveys to 

learn what people want and expect. Read e-mail and respond to your audience. And spend a 

day I your customer service department. Not only will you learn a lot about your products, 

but you’ll come to appreciate what hard job a good customer support representative has. 

It’s not easy to listen to complaints all day. If you don’t believe me, take some of those 

complaint calls yourself. You will be amazed at what you learn. 

Welcome customer feedback 

I my experience, the customer isn’t always right – just 90 percent of the time. And 

the truth is, anyone who has contributed a dime to your company’s bottom line deserves 

your respect. Now, I’m not condoning the abuse that’s often heaped upon customer support 

reps. There’s a certain percentage of idiots out there who get their rocks off by belittling 

people over the phone, and every so often one of them get under your skin. Calm down, 

watch your tongue, and realize that most people aren’t idiot. They just want to be heard. 

 I can’t tell you how many times I’ve listened to customer support representatives 

make fun of people who are calling for help. This used to be a common occurrence in my 

business. The head of customer service department would rank the biggest idiots of the 

month on a bulletin board in his office. One of the winners thought that a CD-ROM  was a 

hard disk, because it was literally a hard disk. Another winner was the person who, after 

being instructed to  insert a CD-ROM into his computer, claimed not to know where the 

drive was. “ It’ll slide out when you press the little button,” the support rep informed him. 

“The tray is flat so you can lay the disk on its.” 

 “You mean the cup holder?” the caller asked. 

 It’s impossible not to snicker at that story. Hell, I laughed out loud. But I should 

never have allowed anyone in the company to think for a moment that we didn’t need that 

poor guy on the other end of the phone. At the time I let my customer support manager’s 

attitude slide, mainly because I was worried about issues I considered far more important 

than a few employees having a laugh or two at the customer’s expense. But in retrospect, I 

should have never tolerated that attitude. It set a bad precedent, and promoted the idea that 

the people in the company mattered more than the customer. I didn’t recognize or respect 

one of he basic fundamentals of business: without customers, even the obnoxious and 

stupid ones, there is no business!
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Make money, then art 

 A creative executive for one of the world’s top interactive entertainment companies 

I meet for once told me, “We’re here to make art.” He actually showed disdain for products 

that were delivered on time and under budget. Needless to say, after his division 

hemorrhaged money for nearly eighteen months, this executive – whom I call Lenny 

DaVinci – was fired along with the rest of the top tier management staff, and replaced with 

serious bean counters. The last thing Lenny told me before being escorted out of the 

building was, “It’s for the best. How could I work for a company that only cares about 

making profit?” 

 I wish Lenny well on whatever planet he now inhabits. Here on earth, businesses 

must make a profit. That’s the whole point of the game. 

I believe the greatest achievement of  any entrepreneurial venture is the creation of 

jobs. Employing human beings is the noblest thing a company does. But without profits, no 

new jobs are created. In fact, existing jobs are cut-and it’s jokers like Lenny who are often 

to blame. 

 I know for the fact that one of the biggest names in computer game design is 

actually an overrated no-talent who screwed over his fellow employees because he started 

to believe the media stories portraying him as a brilliant digital artiste. He’s the Yoda of the 

biz, the (so called) designer of one of the best-selling of his ideas from old board games 

ever. Truth be know, he ripped off most of his ideas from old board games. He was even 

sued by the creator of one of these notable games, but the case was settled quickly. Yoda 

also relied heavily on smarter, younger, and more talented people who were thrilled by his 

very presence –and willing to let him take credit. 

 After Yoda topped the charts with his megahit, his eagerly anticipated follow-up 

went into production. But halfway through development, Yoda lost his inspiration and gave 

up-right about the time that hundreds of thousands of orders were being placed for the 

game. Without an existing idea to lift, Yoda was lost, and because ‘his creative heart just 

wasn’t in it,” the company lost millions and several dozen employees were let go. While 

the innocent victims marched to the unemployment office, Yoda maintain his exorbitant 

salary- and began scanning the globe for another obscure idea to steal. 

 One of the biggest flaws of people like Lenny and Yoda is that they have no clue 

what is possible and what is impossible in relation to their projects. Don’t lost track of the 

real world. I appreciate creative work as much as anyone, but creative brainstorming 

without a budget or a concrete design is a waste of time. 

 A few yeas a go, I spent a few days brainstorming with a group that was the so-

called “creative heart and soul” of one of the true entertainment powerhouses. I was excited 

to sit in, at long last, on one of the high-energy sessions I’d heard about for years. What I 

ended up attending was an unfocused free-for-all, in which a room full of carnival barkers 

spewed out all sorts of fantastic notions, every one of them completely impossible in the 

context of the project we were discussing. It became a sad kind of pissing match, in which 

each new person, anxious to outdo the last impossible dreamer, shouted out an even more 
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grandiose notion. It was like sitting in a room with a bunch of peacocks, all trying to spread 

their feathers at once. 

 For two days I watched these peacocks strut. At first I was frustrated; then I just let 

myself laugh at the frivolity of it all. Whenever I tried to rein in the discussion by pointing 

out that the ideas being proposed wouldn’t be technologically possible for at least a 

hundred years, they all just looked at me as if I was a party proper. 

 For me, it was a complete waste of time. For the company, it was a waste of time 

and money. I guess I shouldn’t complain; the catered lunches were spectacular. Those 

buffets probably cost more than some of my early product budgets. Hollywood can be a 

great place to eat. But imagine the poor sucker upstairs who had to pay for all that verbal 

masturbation-with nary a plausible idea to show for it. 

Make sure you can deliver what you promise.  

Don’t oversell yourself, or build hype for products that you can’t deliver.  Made this 

mistake often, especially early in y career, and learned my lesson fast. In 1994, by putting 

on a smoke-mirrors corporate pitch that would have made Houdini proud, I was able to 

convince the biggest publisher in the entertainment software industry to publish my 

company’s product-which were mediocre at best. I flew out to visit the publisher instead of 

having then fly in to visit my fledging operation. I stayed in an expensive hotel in San 

Francisco to bolster the illusion that I was solidly financed. I bought dinner and dinks. I 

talked up my investors, and boasted about the cutting-edge “artificial intelligence” (the 

hottest buzzword that year) that made our product light-years ahead of the competition’s. I 

said whatever I had to, true or untrue, to land that deal. 

 It worked, but less than a year the deal was signed, the contract with the publisher 

was terminated. There  was no way I could ever deliver what I’d promised, and it didn’t 

take long for my publisher to figure that out. 

 This kind of overselling happens in every industry, but it especially seems to 

flourish in emerging industries that have not matured-industries like my job. Just a few 

years a go, the company I was working for was approached by a completely maniacal game 

designer who claimed in his twenty-one-page query letter that he was a ‘genius’ and that he 

had created “the computer game by which all other games in history would be judged.” His 

game, as described, sounded slightly less ambitious than God’s creation of the universe. It 

was (and still remains) the most outrageous letter I’ve ever read in my career. 

 Yet this rambling gaming manifesto was not enough to scare away the CEO of our 

company. Unbelievably, despite a slew of voices advising him against it (mine included), 

the CEO actually bought into this megalomaniac’s delusion and signed a contract to publish 

his digital opus. 

 After two years, in which the entire melodramatic soap opera played out in the 

press, this loose cannon of a game designer fell flat on his face and was swallowed alive by 

his self-created hype. By then I was long gone, but the company was raked through the 

coals for releasing an unfinished product, and the designer became the laughingstock of the 

industry. His name is still bandied about as a synonym for vaporware. 

 Illusions can only carry you so far. Sooner or latter, you have to deliver.
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SUCCESS IN LIFE 

Can we judge the success of people by their raw performance and their personal 

wealth? Sometimes-but not always. We see how, at any point in time, a large section of 

businessmen with outstanding track records will be no better than randomly thrown darts. 

More curiously, and owing to a peculiar bias, cases will abound of the least-skilled 

businessmen being the richest. However, they will fail to make an allowance for the role of 

luck in their performance. 

 Lucky fools do not bear the slightest suspicion that they may be lucky fools-by 

definition, they do not know that they belong to such a category. They will act as if they 

deserved the money. Their strings of successes will inject them with so much serotonin (or 

some similar substance) that they will even fool themselves about their ability to 

outperform markets (our hormonal system does not know whether our successes depend on 

randomness). One can notice it in their posture; a profitable trader will walk upright, 

dominant style-and will tend to talk more than a losing trader. Scientist found out that 

serotonin, a neurotransmitter, seems to command a large share of our human behavior. It 

sets a positive feedback, the virtuous circle, but, owing to an external kick from 

randomness, can start a reverse motion and cause a vicious cycle. It has been shown that 

monkeys injected with serotonin will rise in the pecking order, which in turn cases an 

increase of the serotonin level in their blood-until the virtuous cycle breaks and start a 

vicious one (during the vicious cycle failure will cause one to slide in the pecking order, 

causing a behavior that will bring about further performance (regardless of whether it is 

caused deterministically or by the agency of Lady Fortuna) induces a rise of serotonin in 

the subject, itself causing an increase of what is commonly called “leadership’ ability. One 

is ‘on a roll’. Some imperceptible changes deportment, like an ability to express oneself 

with serenity and confidence, make the subject look credible-as if he truly deserves the 

shekels. Randomness will be ruled out as a possible factor in the performance, until it rears 

its head once again and delivers the kick that will induce the downward spiral. 

 A word on the display of emotions. Almost no one can conceal his emotions. 

Behavioral scientists believe that one of the main reasons why people become leaders is not 

from what skills they seem to posses, but rather form what extremely superficial impression 

they make on others through hardly perceptible physical signals-what we call today 

“charisma,” for example. The biology of the phenomenon is now well studied under the 

subject heading ‘social emotions.’ Meanwhile some historian will “explain” the success in 

terms of, perhaps, tactical skills, the right education, or some other theoretical reason seen 

in hindsight. In addition, there seems to be curious evidence of a link between leadership 

and a form of psychopathology (the sociopath) that encourages the non-blinking, self-

confident, insensitive person to ally followers. 

 People have often had the bad taste of asking me in social setting if my day in 

trading was profitable. If my father were there, he would usually stop them by saying 

“never ask a man if he is from Batak: If he were, he would have let you know such an 

important fact- and if he were not, you could hurt his feelings.” Likewise, never ask a trader 

if he is profitable; you can easily see it in his gesture and gait. People in the profession can 

easily tell if traders are making or losing money; head traders are quick at identifying an 

employee who is faring poorly. Their face will seldom reveal much, as people consciously 
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attempt to gain control of their facial expressions. But the way they walk, the way they hold 

the telephone, and the hesitation in their behavior will not fail to reveal their true 

disposition. On the morning after ‘Willy’-my colleague in the same department had been 

fired, he certainly lost much of his serotonin-unless it was another substance that 

researchers will discover in another decade. One cab in nearby of  Plaza Senayan- Jakarta 

explained to me that he could tell if traders he picked up near the Bursa Efek Jakarta, a 

future exchange, were doing well. “They get all puffed up,” he said. I found it interesting 

(and mysterious) that he could detect it so rapidly. I later got some plausible explanation 

from evolutionary psychology, which claims that such physical manifestations of one’s 

performance in life, just like an animal’s dominant condition, an be used for signaling: It 

makes the winners seem easily visible, which is efficient in mate selection 

LIFE ISN’T FAIR

Are there rules for success? Perhaps a few basic fundamentals, but certainly no 

rules. Hard work isn’t enough.  Neither is talent. Is it luck? Fate? Who knows? But there 

are a lot of untalented obnoxious, piss-poor human beings making too much money and 

wielding too much power in today’s corporate culture. 

It’s clear to me that sometimes bad people win and nice people lose. This problem 

has been around since the really brave and skilled hunters had to give the best hunks of 

woolly mammoth meat to the lazy generally stupid, but powerful apeman in charge back at 

the cave. A million years from now, it’ll be the same story. Injustice is just part of human 

nature. The fact that there’s so much unfairness in the workplace really used to get to me. 

I’ll be honest, it still sometimes does. But take it from me-don’t try to figure out why or 

wait around for justice to be served, or you’ll drive yourself mad. 

Don’t cry foul. Business, like life, is anything but fair. If it were fair, most of the 

bosses I’ve worked for would be asking me if I wanted to Supersize my Value Meal. 

Several less-than-stellar people who have worked with me and are 

multimillionaires, at least on paper. There’s really no rhyme or reason why some of them 

hit the jackpot and others didn’t. Most of them were in the right place at the right time.  

One of these people was a computer programmer from Batak with he called-on Russian 

name’s Igor (Tigor). Igor desperately wanted to flee his job in Jakarta and relocate his 

family to either Britain or the United States. He designed some addictive and challenging 

arcade games, along the lines of the megahit Tetris. Igor hoped that his puzzle games were 

his ticket out of Indonesia. He couldn’t find a publisher in Europe, so he employed the 

services of an agent who was my friend. She showed me the games, and I loved them. Igor 

got a visa and come to America to complete his work; it was his first trip to the States. He 

was hoping to see the Statue of Liberty, but New York my small suburban town wasn’t.  

The company put Igor up in a modest hotel, but you would have thought that the company 

had booked him a suite at the Ritz. After dinner the first night, I asked him what he wanted 

to do next, maybe a drink or a movie. No. Igor wanted to visit the local supermarket. When 

he walked into Giant Eagle, he had a look on his face as if he were gazing at the Sistine 

Chapel. For over an hour, he walked every aisle and studied the price tags; he nearly wet 

himself with joy because you could buy veal, chicken, beef, and ‘pork’ at the same time. 

Even though there’s no “B1” or “Erwe” like in Jakarta as what his favorite foods! 
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Igor stayed for more than a month. He was a decent, funny man and a hard worker. 

Unfortunately, his games didn’t sell well. He did, however, earn just enough in royalties to 

take up residence in London, where his agent dug up some additional contract work for him 

so that he could start saving to pay his family’s relocation. Less than two years later, Igor 

hit the jackpot. He ended up licensing a few of his puzzle games to Microsoft, who wanted 

to include them in something they were calling “Windows”. A year after that, he was 

converting classic arcade games like Pac-Man and Asteroids to the PC for Microsoft’s 

Windows Arcade Pack, and getting paid royalties for every unit shipped! 

Igor became a multimillionaire while I was still clipping coupons from the same 

Giant Eagle where we walked the aisles together. The last I heard, he was living the good 

life in London. 

The year that stress nearly got the best of me was 2000. Here’s a quick recap: In 

November, my fiancée left me and get marry with someone my competitor for managerial 

candidate in my office. One month later-December, my mom passed away. In March, my 

company sent me off-site to work on a project for a month. In August, my boss started 

sticking it to me in an attempt to get me to quit so that that the company didn’t have to pay 

out my contract. From August until year contract expired, I stayed in a work environment I 

hated. Then, the top the year of years off, after my mom died then I said farewell to my 

family and friends. 

Was it fair that my life got turned upside down? I hope not, or else I must have been 

dentist in my past life. I made the mistake of expecting that justice would be served and the 

people who screwed me would get their comeuppance. But it never really happened. I 

asked, ” Why, me?” about a million times, but when no definitive answers came from the 

clouds or from my own inner voice, life rolled on. Things got better. I fact, things were 

soon better than ever. There’s a Chinese proverb that says, “Every character must be 

chewed to get to its juice.” Well, I got chewed good and hard that year, but I survived. If I 

can make it through a year like that, I now know I can make it through anything. Maybe it 

takes being pushed to the brink to find out who you really are. 

There are ties when work just plain sucks. There are days when I’d rather be sick 

than at work. There are times when I feel so trapped that I see bars on my office door and 

windows; work feels like a hopeless prison of measured time. But then there are days when 

I actually find my job thrilling. 

The longer you hang in there, the better your odds are for success. Business is a 

marathon, not a sprint. Don’t give up. Work always has its seasons and waves. In spring, 

you might be o the blacklist, but by Christmas, you could be the savior, the golden child of 

the office. 

On Ronald Reagan’s final morning as president, he rose early and went to Oval 

Office. Alone at his desk, Reagan penned a personal note to his successor, George Bush, on 

his little pad of paper with letterhead that read: DON”T LET THE TURKEYS GET YOU 

DOWN. Regan began the note by saying: 
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Dear George, 

You’ll have moments when you want to use this particular stationary.  

Well, go for it. 

I AM NO SO INTELLIGENT

The epiphany I had in my career in randomness came when I understood that I was 

not intelligent enough, nor strong enough, to even try to fight my emotions. Besides, I 

believe that I need my emotions to formulate my ideas and get the energy to execute them. 

I am just intelligent enough to understand that I have a predisposition to be fooled 

by randomness-and to accept the fact that I am rather emotional. I am dominated by my 

emotions-but as an aesthete, I am happy about the fact.  I am just like everyone whom in 

the character thought of their life sunk in the success Not only that, but I may be even 

worse than them because there may be a negative correlation between beliefs and 

behaviors. The difference between me and those I ridicule is that I try to be aware of it. No 

matter how long I study and try to understand probability, my emotions will respond to a 

different set of calculations, those that my unintelligent genes want me to handle. If my 

brain can tell the difference between noise and signal, my heart cannot. 

Such unintelligent behavior does not cover probability and randomness. I do not 

think I am reasonable enough to avoid getting angry when a discourteous driver blows his 

horn at me for being one nanosecond late after a traffic light turns green. I am fully aware 

that such anger is self-destructive and offers no benefit, and that if I were to develop anger 

for every idiot around me doing something of the sort, I would be long dead. These small 

daily emotions are not rational. But we need them to function properly. We are designed to 

respond to hostility with hostility. I have enough enemies to add some spice to my life, but 

I sometimes wish I had a few more (I rarely go to the movies and need entertainment, 

except if the movie star is Meg Ryan as my favorite artist).  Life would be unbearably bland 

if had no enemies on whom to waste efforts and energy. 

The good news is that there are tricks. One such trick is to avoid eye contact 

through the rearview mirror) with other persons in such traffic encounters. Why? Because 

when you gaze into someone’s eyes, a different part of your brain, the more emotional one, 

is activated an engaged as the result of the interaction (=dari mata turun ke hati).  I try to 

imagine that the other person is a Martian, rather than a human being. It woks sometimes-

but it works best when the person presents the appearance of being from a different species. 

How? I am an avid road cyclist. Recently, as I was riding along with other cyclists, slowing 

down traffic in a rural area, a small woman in a giant sports utility vehicle opened her 

window and heaped curses at us. Not only did it not upset me, but did not even interrupt my 

thoughts to pay attention. When I am on my motorcycle, people in large trucks become a 

variety of dangerous animals, capable of threatening me but incapable of making me angry. 

I have, like anyone with strong opinions, a collection of critics among industrial 

academics and quality issues, annoyed by my attacks on their misuse of probability and 

unhappy about my branding them as pseudoscientists. I am incapable of taming my 

emotions when reading their comments. The best I can do is just not read them. Likewise 
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with journalists. Not reading their discussions of markets spares me plenty of emotional 

expenditure.  

I do not deny that if someone performed better than the crowd in the past, there is a 

presumption of his ability to do better in the future. But the presumption might be weak, 

very weak, to the point on two factors: the randomness content of his profession and the 

number of monkeys in operation. 

The initial sample size matters greatly: If there are five monkeys in the game, I 

would be rather impressed with the Iliad writer, to the point of suspecting hi to be a 

reincarnation of the ancient poet. If there are billion to the power on billion monkeys I 

would be les impressed-as a matter of fact I would be surprised if one of them did not get 

some well-known (but unspecified) piece of work, just by luck (perhaps Casanova’s 

Memoirs of My Life). One monkey would even be expected to provide us with former vice 

president US (Al Gore’s Earth in the Balance), perhaps stripped of he platitudes. 

This problem enters the business world more viciously than other walks of life, 

owing to the high dependence on randomness. The greater the number of businessmen, the 

greater the likelihood of one of them performing in a stellar manner just by luck. I have 

rarely seen anyone count the monkey. In same vein, few count the investors in the market 

in order to calculate, instead of the probability of success, the conditional probability of 

successful runs given the number of investor in operation over a given market history. 

******* 

See the Richard Farson about : 

IS EVERYTHING WE KNOW ABOUT SUCCESS WRONG?

Paradoxes in Success

In our relentless pursuit for the keys to success, we continue to adopt new trends, strategies, philosophies, and 
motivational phrases. But if we are to truly succeed, we must learn to think beyond the conventional wisdom — 
to understand how paradox and absurdity inevitably play a part in our every action in our quest for greater 
achievement.


