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精彩内容

1999年《福布斯》杂志选出美国268位个人资产净值超过10亿美元的大富豪。这些进入20世纪富豪名人堂的亿万富翁，为何能累积如此惊人的世界级财富？原来，他们除了有着相同的致富元素：渴望+灵感+汗水，还多了9个独一无二的炼金招术，与12条成功座右铭，才能一一击败竞争对手，实现追求巨额财富这项最重要的人生目标。站在这群金光闪闪，超级富豪榜单的巨人肩上，想想这些成功累积了富可敌国的致富秘诀，不但值得跟进效法，若能学会几招，必然更有机会提前达成个人的退休计划。


重要概念

《福布斯》400富豪（Forbes 400）

自1982年起，《福布斯》杂志每年度会举办全美富豪400大排行评比。全球经济快速发展，让这些美国富豪愈来愈富有。400大富豪总财产已超过1兆美金，进入排行的基本的门槛也提高至13亿美金。20多年以来，只有50位富豪持续在榜上，不但新人辈出，而且多是白手起家的男性创业者。新富豪有半数的人从事与私募基金与避险基金相关的工作，例如德州太平洋集团（Texas Pacific Group）的大卫·邦德曼（David Bonderman）和詹姆斯·考特（James Coulter）、黑石集团（Blackstone）的彼得·彼得森（Peter Peterson）和汤尼·詹姆斯（Tony James），还有凯雷投资集团（Carlyle Group）的3位创办人。

2007年的前10大富豪都是熟悉的面孔，微软创办人比尔·盖茨以590亿美元夺魁，第2名是身价520亿美元的投资大师华伦·巴菲特。最风光的是曾试图收购克赖斯勒汽车公司的赌场大亨柯克·柯寇瑞安（Kirk Kerkorian），凭借135%投资报酬率，财产在一年间增加了90亿美元，也是他第一次挤进前10大亿万富豪之列。Google的两位创办人布尔（Sergey Brin）和佩奇（Larry Page）各以185亿的身价双双挤进前10大的行列。这两位年轻富豪自2004年首次上榜以来，身价已累计增长3倍。绝大多数的富豪不能持续待在400大，是因为财富增长的速度不断地被新人超越。根据摩根大通集团（JP Morgan）统计显示，能维持在400大的富豪其资产报酬率必须保持在每年平均12%的水平。投资没有一定赚钱的道理，但是专家发现富豪多是玩牌高手，且生活作息有规律，婚姻生活美满。有志成为富豪的人，应向他们的人生观及生活态度看齐。

富豪慈善家（Philanthropic Billionaire）

2006年9月，巴菲特将他的林肯座车，在网站eBay上面以7万3200美元卖出，以资助格罗斯公司（Girls Inc.）的慈善活动。除了巴菲特名列当年度慈善捐款名单榜首，还有21名美国富豪捐款在1亿美元之上，创下了新记录。近年来在巴菲特、盖茨等高知名度富豪带动下，美国出现富豪捐款行善的热潮。美国《商业周刊》统计5年来美国富豪的慈善捐款，发现最慷慨的是“股神”巴菲特，捐款多达406亿5000万美元，连续两年蝉联慈善捐款排行榜首。名列第2的是微软计算机创办人盖茨夫妇，2003年来捐了35亿1900万美元。第3名则是事业横跨能源、银行与房地产的乔治·凯瑟，共捐22亿7100万美元，他致力消弭美国俄克拉荷马州的贫穷现象。第4名爱心富豪是投资大师索罗斯，5年来捐款21亿900万美元，但历来捐款累计超过64亿美元。第5名的是全球最大计算机芯片制造商英特尔的共同创办人摩尔夫妇，5年内捐20亿6700万美元，所有捐款则逾74亿元。

巴菲特表示：“物质生活原本就不是我所追求的。因此，在我和妻子离开人世时，我会将这些支票全部捐献出来，作为慈善之用。”巴菲特节俭出名，捐款却十分大方，这辈子已慈善捐款达407亿8000万美元。他在好友盖茨夫妇的慈善基金会上捐出时值超过350亿美元的股票，还立遗嘱要把名下所有股票获利捐助慈善事业。巴菲特主要赞助医药保健、教育与人道救助活动，也曾捐款给国际原子能总署协助防止核子武器扩散。除了巴菲特，盖茨夫妇也是捐款超过百亿美元的富豪，总计已捐出281亿4400万美元。盖茨夫妇决定生前要捐出95%财产，名下的慈善基金会主要协助各国改善医药卫生、发展与教育。巴菲特表示，不愿意让大量财富代代相传。他说：“我想留给子女的，是足以让他们能够一展抱负，而不是多到让他们觉得自己一无是处的财富。”巴菲特认为在个人财富的累积上，社会才是真正的幕后功臣。“你能够获得的好处都是取之于社会，而你也必须回报的。”



五分钟摘要





英文



《福布斯》杂志在1999年选出美国268位亿万富豪，每位富豪的个人资产净值都在10亿美元以上。

这些大富豪究竟跟凡夫俗子有何不同，能够累积如此惊人的巨额财富？

简单来说，亿万富豪赖以起步的基本要素和所有成功人士都一样，那就是：渴望、灵感和汗水。

此外，亿万富豪还在前述基础之上，添加几项独门诀窍：


	全心耕耘高成长产业，以提高自己成功的机会。

	想出独特办法做到差异化，使自己卓越出众。

	承担更高风险，让自己有机会换取更大的利益。

	运用出奇制胜的经营策略。

	想出更理想的方式来执行别人的构想。

	把握当下，随时准备好大放异彩，不会枯等出头的那一天。



简言之，眺望未来最好的方法，就是站在过去巨人的肩膀上。如果上述策略能够帮前人成功累积世界级的财富，那当然值得我们跟进仿效。


“不论你是否胸怀大志要成为亿万富豪，只要应用本书提出的炼金绝招与座右铭，就更有机会达成个人的财富目标。光是在内心渴望致富并不困难，从乐透风靡的程度就可以看出，有成千上万的人想获得巨额财富，可是全世界的亿万富豪就只有区区数百位。这表示，决心成为超级亿万富豪，绝对不是件简单的事。真正立志要成为亿万富豪，就意味着必须全心投入这个目标，也就是说必须竭尽心力追求财富，其他目标一概退居其后。”

——弗里德森





MAIN IDEA





中文



In 1999, Forbes listed 268 individuals in the United States alone who had personal net worths of $1 billion or more.

What did these people do differently from everyone else to achieve such impressive, world-class accumulation of wealth?

In short, billionaires start with the same basic elements every successful person uses: aspiration + inspiration + perspiration.

To that foundation, billionaires then added some unique touches:


	They improved their chances of success by focusing their efforts in high-growth industries.

	They came up with unique ways to differentiate themselves—to stand out from the crowd.

	They undertook bigger risks, thereby positioning themselves to realize proportionally larger gains as well.

	They applied unorthodox business strategies.

	They came up with better ways to execute other people's ideas.

	They seized the moment and made today their time to shine, rather than waiting for some future payday.



Simply put, the best way to see ahead into the future is to stand on the shoulders of the giants of the past. If these strategies have worked for the established world-class accumulators of wealth, then they are worthy of emulation in the future.


"Regardless of whether you set your target as high as a billion dollars, you will improve your chances for achieving your personal wealth objectives if you employ these strategies and principles. Merely desiring riches is easy. The popularity of lotteries proves that millions of people want to be extremely wealthy. Only a few hundred in all the world are billionaires, however. This shows that making up your mind to be super rich is an altogether different matter. Genuinely resolving to become a billionaire means committing yourself wholeheartedly to the goal. It means subordinating all other goals to an all-consuming quest for wealth."

—Martin Fridson





第1部　亿万富豪9大炼金绝招　
英文



炼金绝招1　承担不凡、巨大的事业风险

绝招奥义

亿万富豪的风险承受度各不相同，承担高风险也不是累积惊人财富的必要条件。不过无独有偶的是，所有亿万富豪都敢在职涯发展的某个阶段，担下别人不敢承担的风险。富豪敢承担这些风险，往往都是奠基于他们对事业的熟稔，一旦成功，就能让资产净值登上另一波高峰。

个案举例


	苹果计算机与微软在1989年3月为了计算机软件大举兴讼，正值此多事之秋，史蒂夫·鲍尔默（当时为微软的业务主管，日后成为微软首席执行官）买进了市值4600万美元的微软股票。不到3年，因为法院的判决有利于微软，这些股票市值已超过3亿5000万美元。

	沃尔玛创办人山姆·沃尔顿经营极为保守，从来不举债。可是，当条形码和卫星通讯等技术问世的时候，沃尔顿却敢于为此举债，而且是早在这些技术证实可以应用在量贩店之前，就已经开始采用。运用这些新技术可说是相当精明的投资，使沃尔玛得以大大领先竞争对手。

	美国石油大王亨特靠着投资石油产业致富，他在1921年押了50美元的创业资金，然后连本带利继续押注，在1925年累积到了60万美元。接下来，亨特以5万美元现金、4万5000美元本票，外加未来量产之后的130万美元保证分红等条件，希望从石油探勘业者手上买下一口看似枯竭的油井。该业者接受了这些条件，而亨特也成功把这口枯井变成产量丰富的超级油井，最后为自己赚进超过1亿美元的获利。

	美国传媒大亨约翰·克鲁格在1984年融资12亿美元，收购“大都会媒体集团”，而且为了符合政府法令规定，甚至必须发行高收益的垃圾债券来募得部分资金。由于广播事业的资产价值在2年内节节升高，克鲁格不但清偿债务，还赚进了16亿美元净利。从1984年到1986年，克鲁格投下25年来的所有积蓄，在自己看多的股市上孤注一掷，就这样成为亿万富豪。




“运气是我人生的最大要素，我知道许多创业者不愿意提起，觉得会自贬身价，但运气影响很大。我认为，评量风险的能力至关重要，我从不贸然投入自己看不到结果的事情，因为你只是在风险上再加风险。”

——克鲁格

“虽然赛跑未必总是速度快者胜出，战斗也未必总是强者获胜，不过要下注还是押在快者和强者吧。”

——戴蒙·鲁尼恩（编注：美国幽默作家）



炼金绝招2　用完全不同的创新方式经营事业

绝招奥义

在事业上创新的意思往往是指，把杰出构想执行得比竞争对手更彻底，而不是自己发想原创的构想。亿万富豪会彻底落实构想，让任何人都望尘莫及，因此往往能颠覆现况，这通常也招致既得利益者的批评，他们只想维持现状。

个案举例


	罗斯·裴洛在1962年辞去IBM的工作，向太太借了1000美元创办“电资系统”公司（简称EDS）。靠着降低经常支出、提供员工优渥奖励措施和减少官僚层级，裴洛很快就把EDS打造成相当成功的计算机服务商。（有趣的是，裴洛之前曾向IBM提议要拓展计算机服务部门，却遭到公司回绝，才因而挂冠求去自行创业。）结果，EDS刚好赶上了计算机服务的需求起飞。举例来说，美国联邦政府在1965年实施老人健保，当时EDS已经在帮德州政府处理医疗（费用）申报作业，因此该公司业务很快就扩张到全美各地。裴洛成功建立起自动自发的组织，内部成员会主动为公司争取更多生意。EDS的股票在1968年上市，当时裴洛所拥有的EDS股票市值超过15亿美元。后来，他将自己的控股权以25亿5000万美元卖给通用汽车公司，并且开设了新公司“裴洛系统”。裴洛系统在1999年进行股票首次公开发行，当时裴洛持有的新公司股份市值超过21亿美元。

	沃尔顿在1962年创办了第一家沃尔玛百货，到了1991年，沃尔玛已经成为全美最大零售商，营业额高达326亿美元。沃尔顿坚守工作伦理、谨慎承担经营风险，并且热切渴望击败竞争对手，而借此建立起的核心架构也使他得以创业成功。沃尔顿从不讳言，自己花比别人更多时闲来观察竞争对手的据点，而且只要在其他地方看到最理想的营运实务，都会加以采纳。沃尔顿就是这样不断努力，设法把构想落实得比别人更彻底，并且在自己的每一项作为之中，大量注入个人特色与美式经营风格。




“对我来说，晋升鹰级童军那天，比发现自己成为亿万富豪那天更加重要。”

——裴洛

“我所做的每一件事几乎都是从别人身上学来的。”

——沃尔顿

“沃尔顿的职涯经历清楚告诉我们，光是渴望致富，动机还不够强。要从财富的累积找到内心的满足，而不是光以拥有财富为满足，才更容易成功。”

——弗里德森

“老鹰不会成群结队，必须一只、一只地找。”

——裴洛



炼金绝招3　主导市场，并善用主导地位

绝招奥义

占有并保持市场主导地位，是一项比较容易想象得到的炼金绝招，只不过这往往会招致主管机关的注意。明智的富豪在商品定价上会追求稳定获利，而不会贪图暴利，这样才能避免有新的对手进入市场。

个案举例


	由约翰·洛克菲勒创办的标准石油公司，就被视为是这项绝招的最佳范例。洛克菲勒靠着铁路运输费用的回扣，购并所有竞争对手，创建了美国最大的炼油公司。接下来，洛克菲勒逐步扩张公司版图，进一步购得策略资产和其他企业，结果导致政府采取反托拉斯行动，使集团被迫分割。然而当洛克菲勒于1937年去世时，总共捐出超过13亿美元给慈善机构，而资产净值仍然超过17亿美元。

	在计算机时代，微软被视为是受惠于市场主导地位的最佳范例。创办于1975年的微软一直都是计算机软件研发商，在1981年获得IBM的青睐，为即将问世的个人计算机研发操作系统，从此事业一飞冲天。微软的软件是以5万美元向原本的研发者购得，在上市的第1年就创造了1600万美元的营业额，而且年营业额在10年内就超过2亿美元。微软很晚才进入应用软件市场，直到1984年窗口产品问世之后，才积极跨入这个领域。借着“窗口”的热卖，微软在1990年成为第1家年营收超过10亿美元的软件商。在接下来的几年之内，微软持续保持惊人成长，所凭借的就是下列几项经营策略：

	以韧性和创意追求胜利，不怕得罪竞争对手。

	立志成功，也就是要比所有人都更努力。

	善用自己交上的好运，不去在意这些好运是否应得。微软从不会自傲到不善用机遇和竞争对手犯的错误。

	随时准备试探界线、挑战极限，适度运用边缘策略。




“如果我们不这么毫不留情，就可以创造出更有创意的软件？我们宁可击垮竞争对手，也不愿意把市场做大？这些显然都是一派胡言！是谁把这个市场做大的？就是我们。即使面临IBM那样规模比我们大10倍的公司，我们还是活过来了。”

——盖茨

“我认为自己的责任就是要赚钱，要赚更多、更多钱，并且秉持自己的良知运用这些钱财造福人类。”

——洛克菲勒



炼金绝招4　产业整并，并做得比别人更好

绝招奥义

整并多家小型企业，组成更符成本效益的大公司，是可行的致富绝招。擅长成交和规划的亿万富豪，都能运用这个绝招来获致卓越成就。

个案举例


	金融巨子JP摩根是整并许多小企业的幕后推手，经过他改造的企业包括美国电话电报公司（AT & T）、奇异电气、国际收割机公司、美国钢铁公司、西部联合公司以及西屋电器。

	韦恩·赫赞加之所以能成为亿万富豪，是因为整并了废弃物回收、录像带出租、汽车租售、旅馆、流动厕所、草坪保养、瓶装水、虫害防治、广告招牌和机械零件等产业。由赫赞加所创建的亿万美元企业包括废弃物处理公司、百事达和共和产业家具公司，而他创建这些企业所运用的炼金绝招包括：
	精明的财务操作——运用会计学的“购买法”等技巧，确保被整并公司的商誉，在会计上的处理对公司有利。

	强化经理人的动机，鼓励他们用自己的资金购买公司股票。

	购并和公司的营运有密切关联的企业。

	持续努力建立人脉。

	勤奋工作。

	谈判技巧高超，愿意不厌其烦反复交涉，不谈到有利条件绝不罢休。

	强烈渴望胜出，愿意竭尽心力。

	能够察觉对方在金钱之外，还希望获得哪些益处。








“金钱只是评量表现优劣的工具。”

——赫赞加

“我们所秉持的经营哲学就是，我们并不比竞争对手聪明。想要加倍成功，就得付出加倍的努力，而且我们有一群努力的员工，不惜牺牲也要看到公司成长。”

——赫赞加

“促成交易就好比追女生，就是要努力到对方点头。不断给交易对手压力，在要害上重重一击，就可以置对手于死地。”

——赫赞加

“赫赞加总是把胡萝卜挂在眼前很远的地方，而且从来不是真正想获得。这就是赫赞加的个性，永不满足。”

——废弃物处理公司共同创办人 迪恩·巴特洛克



炼金绝招5　逢低买进，积极运用资产

绝招奥义

大家都晓得，成功的关键就是要逢低买进、逢高卖出。可是只有少数人知道，亿万富豪不会空等逢高卖出的机会从天而降，而是会主动营造必要条件，让资产能够高价售出。

个案举例


	石油巨子保罗·盖帝眼光独具，善于发掘物美价廉的标的。他聘请家教来培养他的艺术修养，让自己逐渐成为成功的艺术收藏家。同样地，在美国经济大萧条时期，盖帝买进许多房地产，价钱只有当初造价的一小部分。他在石油产业也大有斩获，通常他会买进别人忽略的土地，把这些土地变成摇钱树。也因为他能够谈到有利的条件，在沙特阿拉伯建立石油产业的过程中便扮演着重要角色。

	华尔街巨子劳伦斯·帝许能够致富，是因为他找到了别人看不见的价值。帝许买下不赚钱的电影院“洛兹戏院”，接着收购纽约的饭店并加以改头换面，锁定顶级顾客。帝许在20世纪80年代再次靠着逆势操作获利丰硕，在石油探勘产业景气低迷时买下海上钻油平台，等到市场回温，这笔投资带来了丰沛的现金流。帝许还在1986年当上哥伦比亚广播公司首席执行官，当时该公司市值低迷，于是他大肆缩减开支。等到哥伦比亚广播公司在1995年转手给西屋电器，帝许又大赚一笔。

	华伦·巴菲特是全球公认的股神，他的投资策略说来很简单，却难以仿效：
	尽量取得所投资公司的控股权，和该公司管理团队合作提升获利能力。

	买下保险公司等拥有丰沛现金流的企业，这类企业可以带来投资资金、节税效果和财务杠杆。

	指派卓越经理人进入各企业负责大局，全力达成最高的投资报酬率。

	有些企业拥有特许经营权，取得这少数几家卓越企业的一小部分股权，并长期持有。

	谈到小额投资人无法获得的有利条件。

	有些标的在其他分析师看来不屑一顾，或是看坏未来绩效，要从这些标的中找到价值。








“我自认可以预估其10年、15年或20年后表现的企业，才是我所寻找的企业。就以投资箭牌口香糖来说，我不认为这回事会因为因特网而改变大家怎么嚼口香糖。”

——巴菲特

“你的生活质量不会在赚到第1个百万美元之后有所改变，我可不要被我的财富支配。”

——帝许



炼金绝招6　明智谈判交易条件，善用各种获利机会

绝招奥义

精明的成交高手能够敏锐察觉每一笔交易中的所有获利机会，并且为自己谈到无论如何都能获利的条件。亿万富豪之所以能成功，就是因为能比坐在谈判桌另一方的对手，更善于掌握商业交易中所有复杂问题、可能状况和后续效应。

个案举例


	赌场大亨柯克·科寇瑞安的起步，是在第二次世界大战尾声买卖过剩的战机，他也早在拉斯维加斯发达之前，就开始投资赌城。精准的眼光和早别人一步谈成有利条件的谈判技巧，让他的事业一路亨通。科寇瑞安后来参与多件企业购并案，而且常常能将持股用高价卖回给原来的管理团队，让自己赚得大笔获利。他也非常懂得未雨绸缪，如果在必要时没有合适的退场策略，就绝不投入这笔交易。科寇瑞安在20世纪90年代十分活跃，不仅投资休闲事业，也在投资克赖斯勒赚进丰硕获利后而广受瞩目（他所投资的14亿美元股份，后来市值成长到超过50亿美元）。

	传奇投资家卡尔·伊坎非常擅长交涉复杂的商业交易，他经常在谈判中开始闲扯不相干的话题，企图趁对手分心之际多占一些便宜。另一个他惯用的技巧是，重回谈判桌修改先前已经谈定的条件。伊坎也相当善于在谈判一开始先提出近乎羞辱的低价，纯粹为了试探对方的反应。在整个职涯之中，伊坎经常甘冒极大的财务风险，把自己推向异常险峻的状态，然后再为自己开出一条活路。他在谈判时的不屈不挠，是他建立亿万财富的基础。

	投资大亨菲尔·安舒兹在1988年买下南太平洋铁路，然后规划与联合太平洋铁路公司合并，在10年之内摇身变为全美最大的铁路公司。由于在谈判交易条件上非常精明，再加上能够分析哪些市场的重要性会成长，安舒兹得以将资产净值从1993年的19亿美元，攀升到1997年的62亿美元。安舒兹非常懂得找出方法运用资产，他的创意手法连其他分析师想都想不到。




“我过去曾把目标定在10万美元，后来觉得如果可以赚到100万美元，就可以安枕无忧，现在工作的目的已经不是为了钱。”

——科寇瑞安

“狠狠下一大把赌注，并且觉得自己享有胜算，是一件很过瘾的事。”

——伊坎

“策略时机和景气循环让我学到许多经验。把自己逼入困境非常重要，这样能让人懂得怎么跳脱框架来思考。”

——安舒兹



炼金绝招7　比竞争对手更善于管理组织和激励员工

绝招奥义

亿万富豪在组织管理上，往往最重视下列几项关键工作：


	规划反应灵活的组织架构。

	延揽才干杰出的经理人负责处理日常营运。

	让经理人分享经营成果，借以激励经理人。

	让高阶主管获得相当程度的授权。

	吸引勇于挑战决策的人才。

	对即将来临的难题保持密切注意。

	集中心力控制成本。

	在适当时机增添趣味。

	真心关怀组织成员。



总之，亿万富豪通常也是成功的经理人，所建立的组织风格会符合个人特性。

个案举例


	维珍集团创办人理查德·布兰森最为人乐道之处，就是他违反了所有经营企业的传统观念，除了赚钱之外。自15岁创办杂志社以来，他已经将维珍集团打造成令人瞩目的集团企业，旗下涵盖了超过200种产业。布兰森甚至还在日前成立了“维珍银河航空”，要在未来推出太空旅游服务。布兰森也非常善于以单人“冒险资本家”的形象吸引镁光灯，有时从事令人咋舌的活动，有时则是打破纪录。然而除了种种玩世不恭的举动之外，布兰森成功让许多经理人成了百万富豪，而他个人的资产净值高达19亿美元。基本上，布兰森在企业经营上以独特方式结合了下列3项重要特质：
	不循传统、效率奇佳的管理风格。

	胆大厚颜又不屈不挠的谈判技巧。

	好竞争的心以及求胜的渴望。





	比尔·盖茨以在微软建立“对抗式”管理风格著称，他认为这是最理想的激励方法，可以让员工格外卖力。微软的经理人都以快速点出愚蠢构想闻名，而员工在面临对自己成果的严厉批评时，如果能保持坚强，则会赢得公司上下的尊重。这种管理风格也和微软的人才招募制度相符，微软征人的对象必须要聪明、进取并渴望成功。微软之所以能比史上所有企业创造出最多百万富豪员工，这大概是一项重要的原因。




“回想起1970年，我当时难以决定要把公司命名为‘维珍’还是‘椎间盘突出’唱片公司。我猜自己挑选维珍（处女）的原因，最主要是因为这名字反映了在商场上以及其他方面的初体验，而且也带着清新和些许不道德的意味。”

——布兰森

“我们会把员工批评得体无完肤，要求他们解决极端艰难的技术问题，丢给他们1张纸、1支笔，叫他们解决问题。我们或许会因此流失了一些员工，不过只要延揽进来的人才，都可以在压力下解决极端困难的问题。”

——前微软高阶主管 史考特·马奎格



炼金绝招8　经营政商关系，培养政治影响力

绝招奥义

亿万富豪都是现实主义者，他们很清楚，想要成功累积财富，政治人物的影响甚巨。因此，为了让情势对自己有利，亿万富豪常常会采取下列做法。

个案举例


	营造弱势形象。虽然亿万富豪显然比一般人更不容易做到这一点，可是他们常常会把自己的需求，包装成重大问题的解决方案，还说会对成千上万人造成深远影响。

	培养跟政府的关系和友谊。虽然政治献金受到法令严格规范并且必须公开揭露，但是如果所赞助的活动是特定民意代表所重视的，标准自然就比较宽松，这已经逐渐变成和政治人物打交道的标准作业流程。

	设计出复杂的利益流向，让政治人物可以支持。在政治上，形象代表一切。设计出复杂的利益流向，各项费用就会变得不那么清楚，也就淡化了对手的注意力。亿万富豪都很懂得巧妙包装自己提供的利益。



毕竟，政治影响力是追求获利的有效工具。


“每个人都希望我能为他们带来压倒性优势。”

——前美国内政部副部长 柯戴尔·穆尔



炼金绝招9　智取劳工团体，和工会较劲

绝招奥义

虽然的确没有人因为打败工会而成为亿万富豪，不过历史上有好几位亿万富豪都曾投入大量的时间和心力，让工会势力无法进入他们拥有或控制的公司里，也是不争的事实。

个案举例

基本上，劳雇关系几乎直接影响每一家企业的获利能力。亿万富豪同样会采取实际做法来处理这个经营面向，也会尽量营造出对自己比较有利的局势。每位富豪或用不同的战术达成目的，但目标却相当一致。

劳工团体在新经济时代的影响力，很可能比过去工业时代来得小。至于那些工会影响力仍旧相当大的产业，亿万富豪依然会努力跟工会领袖协商，达成能够提升公司价值的条件，并且为了公司最大利益积极协商。不论劳资争议是否会消失在历史洪流之中，或是在未来以新的形式再次出现，亿万富豪还是会找出对自己最有利的条件和情势。



Section 1　The 9 Fundamental Wealth Building Strategies of the Billionaires　
中文



Billionaire Strategies 1　Take Extraordinary, Monumental Business Risks

Strategy

Billionaires vary in their tolerance for risk, and being a high risk taker isn't a necessity for amassing impressive amounts of wealth. Yet, almost without exception, all billionaires take risks at some point in their business careers that others hesitate to take. Most often, these risks are taken on the basis of intimate knowledge of the business, and when they work out, have the effect of launching net worth into a higher orbit.

Examples


	When Apple and Microsoft went to court over computer software in March 1989, Steve Ballmer (then the sales manager of Microsoft) purchased $46 million of Microsoft stock. Within three years, those shares had a market value exceeding $350 million as the court ruled in Microsoft's favor.

	Sam Walton was highly conservative, always avoiding debt. He did, however, go into debt when bar-coding and satellite communications became available—long before they were proven to be viable ideas for general merchandising. The adoption of this new technology turned out to be an astute investment that saw Wal-Mart leap ahead of its competitors.

	H. L. Hunt parlayed a $50 start-up capital stake in 1921 into a $600,000 pool of capital in 1925 by investing in the oil business. He then offered to buy an apparently dry oil well from a wildcat driller for $50000 in cash, $45000 in promissory notes and a guarantee of $1.3 million should the well go into production in the future. The owner accepted the offer, and Hunt later managed to turn that well into a huge oil producer which ultimately generated more than $100 million in profits for him.

	John Kluge took Metromedia private in a $1.2 billion leveraged buyout in 1984. He even had to refinance part of the transaction in order to comply with government regulations, using high yield "junk bonds." As the prices of broadcasting assets surged over the next two years, Kluge not only managed to pay off the debt, but also netted a profit of $1.6 billion. Kluge risked everything he had created over the preceding 25 years on the direction the stock market would move from 1984 to 1986. And in doing so, became a billionaire.




"The greatest factor in my life—and I know entrepreneurial people don't want to express it, they think it diminishes them—but luck plays a large part. I think the ability to gauge risks is crucial. I never ordinarily take on things that I can't see some end to, where you pile risks on risks."

—John Kluge

"The race isn't always to the swift, nor the battle to the strong, but that's the way to bet."

—Damon Runyon



Billionaire Strategies 2　Innovate—Do Business in Fundamentally Different Ways

Strategy

Most often, business innovation means to execute a good idea better than the competitors rather than having an original idea. Billionaires often upset the status by doing something better than anyone else can manage—which usually attracts loads of criticism from those with vested interests who liked things just the way they were.

Examples


	Ross Perot resigned from IBM and formed Electronic Data Systems (EDS) in 1962 with $1,000 he borrowed from his wife. He rapidly built EDS into a successful computer services business on the strength of low overheads, creating huge incentives for employees and minimal bureaucracy. (Interestingly, Ross Perot had actually approached IBM with the idea of expanding their computer services division first, and had been turned down, so he decided to make a go of the business himself). As it turned out, EDS was in the right place just as the demand for computer services took off. For example, when the federal government introduced Medicare in 1965, EDS was already processing medical claims for the Texas state government, and EDS was able to quickly expand throughout the country. Perot excelled at building an organization full of self-starters who used their own initiative to generate more business for the company. By the time EDS went public in 1968, Ross Perot's EDS stock was worth more than $1.5 billion. He would later sell his controlling interest in EDS to General Motors for $2.55 billion and start a new company, Perot Systems. By the time of its 1999 IPO, Perot's stake in his new company was worth more than $2.1 billion.

	Sam Walton started his first Wal-Mart in 1962, and by 1991 was the largest U. S. retailer with $32.6 billion in sales. He succeeded in building his business around the central framework of a strong work ethic, prudent risk taking and an overwhelming desire to beat the competition. Walton always freely admitted he probably spent more time in his competitor's stores than anyone else, and he adopted the best business practices he saw elsewhere. Sam Walton just managed to consistently find ways to do it better than anyone else. He also injected a lot of personality, and adherence to the American way of doing business, into everything he did.




"The day I made Eagle Scout was more important to me than the day I discovered I was a billionaire."

—Ross Perot

"Most everything I've done I've copied from someone else."

—Sam Walton

"Sam Walton's career strongly suggests that a mere desire to amass wealth is not a sufficiently strong enough motivation. Success is more likely to accrue to people who find intrinsic satisfaction in the accumulation of wealth, as opposed to the possession of wealth."

—Martin Fridson

"Eagles don't flock. You have to find them one at a time."

—Ross Perot



Billionaire Strategies 3　Dominate Your Market—and Use that Dominance Wisely

Strategy

Achieving and sustaining a position of market dominance is one of the more obvious Billionaire strategies, although it often attracts the attention of regulators. Smart wealth builders price their goods at a level that generates healthy rather than sensational profits so as to avoid new market entrants.

Examples


	Standard Oil Company, created by John D. Rockefeller, is considered the textbook example of this type of strategy. He used secret discounts on railroad shipping costs to acquire all his competitors and build America's largest refining company. Rockefeller then gradually expanded his company's reach, adding still further strategic assets and other companies. This, in turn, attracted antitrust action, which ultimately led to the breakup of the business. However, by the time of his death in 1937, John Rockefeller had given away more than $1.3 billion to charity but still had a net worth exceeding $1.7 billion.

	In the computer era, Microsoft is considered to be the prime example of the benefits of market dominance. Founded in 1975, Microsoft has always been a computer software development company. The business really took off when it landed the contract to develop the operating system software for the upcoming IBM PC in 1981. Microsoft's software—which it had purchased from the original developer for $50000—generated $16 million in sales the first year it was released, and within 10 years was generating over $200 million annually. The company was slow to move into the applications software market, and it wasn't really until the release of the Windows product line in 1984 that Microsoft moved aggressively into this field. On the strength of Windows, Microsoft became the first software company to exceed $1 billion in annual revenue in 1990. In subsequent years, Microsoft has continued to grow spectacularly, on the strength of business strategies like:
	Being perfectly prepared to make enemies by playing to win with tenacity and ingenuity.

	Being dedicated to success—which in practical terms means working harder than everyone else.

	Making the most of any good fortune that comes along, whether it is truly deserved or not. Microsoft has never been too proud to take advantage of lucky breaks and the mistakes of competitors.

	Being prepared to test boundaries, to push the envelope and engage in a little bit of brinkmanship.








"If we weren't so ruthless, we'd be making more creative software? We'd rather kill a competitor than grow the market? Those are clear lies. Who grew this market? We did. We survived companies like IBM, ten times our size, taking us on."

—Bill Gates

"I believe it is my duty to make money and still more money and to use the money I make for the good of my fellow man according to the dictates of my conscience."

—John D. Rockefeller Sr.



Billionaire Strategies 4　Consolidate an Industry—Better than Anyone Else Can

Strategy

Consolidating a large number of small business enterprises into a large company with better cost efficiencies is a viable strategy for creating wealth. Billionaires who are exceptional deal makers and good organizers have used this strategy with great success.

Examples


	J. Pierpont Morgan was the mastermind behind the consolidation of a number of small businesses, which ultimately became American Telephone&Telegraph, General Electric, International Harvester, United States Steel Corporation, Western Union and Westinghouse Electric Corporation.

	Wayne Huizenga has become a billionaire by undertaking consolidations in the waste hauling, videotape rental, automobile sales and rental, hotels, portable toilets, lawn care, bottled water, pest control, billboards and machine parts industries. The billion dollar companies he has built include Waste Management Technologies, Blockbuster Video and Republic Industries. The strategies employed in building these companies have included:
	Astute financial savvy—using techniques like the "purchase method" of accounting to ensure the consolidated business treats the goodwill paid advantageously from an accounting perspective.

	Having highly motivated managers—by encouraging them to buy stock in the company with their own money.

	Owning business enterprises that are closely involved in the operation of the consolidating company.

	Networking assiduously.

	Hard work.

	Rigorous negotiation skills and a willingness to renegotiate repeatedly until favorable terms can be worked out.

	An intense desire to win, combined with a willingness to do whatever it takes.

	An ability to find out what the other party wants out of a deal, beyond money.








"Money is how you keep score. "

—Wayne Huizenga

"We operate under the philosophy that we're no smarter than our competitor. To accomplish twice as much, you have to work twice as hard, and we have a lot of hardworking people who don't mind making a sacrifice to see the company grow."

—Wayne Huizenga

"A deal is like chasing a girl. You work at it until she says yes. You keep putting the pressure on them. Hit'em right between the eyes. You kill'em."

—Wayne Huizenga

"Wayne always keeps the carrot far enough out in front of him and he never really wants to catch it. That's his personality. He's never satisfied."

—Dean Buttrock, Waste Management



Billionaire Strategies 5　Buy low—and then Be Proactive in Harnessing Those Assets

Strategy

Everyone knows the key to success is to buy low and sell high. Lesser known is the fact that Billionaires don't leave the sell high side of the equation to chance. They get actively involved in creating the conditions necessary for a high sale price to be realized.

Examples


	J. Paul Getty had a highly refined ability to find bargains. He hired tutors to teach him about art, and then proceeded to become a successful art collector. Equally, during the Great Depression, he purchased many properties for a fraction of their construction costs. And he excelled in the oil industry, often purchasing tracts of land others had passed over and turning them into impressive performers. He also played a large part in the establishment of the Saudi Arabian oil industry because he negotiated favorable terms.

	Laurence Tisch made his fortune by finding value where others saw none. He took an unprofitable movie house, Loew's Theaters, and started acquiring New York hotels, which he then renovated lavishly and arranged for high profile guests. Again, in the 1980s, Tisch prospered by going against conventional wisdom and buying offshore oil drilling rigs during a severe downturn in the exploration industry. When the market rebounded, those investments generated huge cash flows. Tisch also became chief executive officer of CBS in 1986 when its value was low and led an enthusiastic cost-cutting exercise. He did well when CBS was sold to Westinghouse Electric in 1995.

	Warren Buffet is generally considered to be the world's most successful investor. His entire investment strategy is simple to describe yet difficult to emulate:
	Wherever possible, acquire a controlling interest in the companies invested in, and then work with management to improve profitability.

	Acquire a strong cash flow business—like an insurance company—to provide funds for investment, tax benefits and financial leverage.

	Put extraordinary managers in charge of each business, focused on attaining the highest possible return on investment rate.

	Hold stock in a small number of superior companies that have unique business franchises for long periods.

	Negotiate terms that would not be available to smaller investors.

	Find value where other commentators only see problems and potential poor results.








"I look for businesses in which I think I can predict what they're going to look like in ten or fifteen or twenty years. Take Wrigley's chewing gum. I don't think the Internet is going to change how people are going to chew gum. "

—Warren Buffet

"Your standard of living doesn't change after the first million. I don't want to become possessed by my possessions. "

—Laurence Tisch



Billionaire Strategies 6　Make Astute Deals that Exploit All Available Profit Sources

Strategy

Smart deal makers are keenly aware of all the profit sources inherent in every transaction, and negotiate terms that position themselves to profit regardless of how everything works out. Billionaires succeed because they master all the complexities, inferences and flow-on effects of business transactions better than the people on the other side of the negotiating table.

Examples


	Kirk Kerkorian started out buying and selling surplus military airplanes at the end of World War II. He was also an early investor in Las Vegas, well before it became established. The ability to spot and negotiate a good deal before anyone else does has continued to serve him well. Kerkorian later became involved in a number of corporate acquisitions, often being able to profit handsomely by selling a stake in a company back to its own management for huge profits. He is also the master of contingency planning—and never enters into any transaction without several exit strategies being available for use as required. Kerkorian was very active in the 1990s, with investments in the leisure industries field and a highly public and ultimately profitable investment in Chrysler (where his $1.4 billion investment grew to more than $5 billion in market value).

	Carl Icahn excels at negotiating complex business transactions. Frequently, he will start rambling on unrelated topics in the middle of a negotiation in a bid to win more concessions while the other party is distracted. Another often used technique of his is to return to the negotiating table with revisions on deals that have already been agreed to. Icahn is also a master of making an insultingly lowball opening offer, just to see what the reaction of the other party is. Throughout his career, Icahn has frequently taken huge personal financial risks, and put himself into exceptionally tight situations and then negotiated his way out again. His tenacity at negotiating has been the whole foundation of a billion-dollar fortune.

	Phil Anschutz brought the Southern Pacific Railroad in 1988 and then set about putting together a merger with Union Pacific to create the largest railroad in the United States less than 10 years later. By virtue of being an astute deal maker, combined with the ability to analyze which markets are likely to grow in importance, Anschutz managed to raise his net worth from $1.9 billion in 1993 to $6.2 billion in 1997. Anschutz excels at finding ways to use assets creatively that have not occurred to other analysts.




"There was a time when I was aiming at $100000. Then I thought I'd have it made if I got a million dollars. Now it isn't the money."

—Kirk Kerkorian

"It's exciting when you're playing for high stakes and you feel you have an edge."

—Carl Icahn

"I am a student of strategic timing and cycles. It's important to have your back to the wall. It teaches you how to think outside the box."

—Phil Anschutz



Billionaire Strategies 7　Outmanage Competitors in Organization and Motivation

Strategy

Billionaires tend to focus their organizational attention on these key tasks better than others:


	Developing responsive organizational structures.

	Recruiting high caliber managers to handle day-to-day details.

	Motivating managers by giving them a piece of the action.

	Delegating meaningful amounts of authority to executives.

	Attracting people who are prepared to challenge decisions.

	Staying close enough to be aware of upcoming problems.

	Constantly focusing on controlling costs effectively.

	Adding a sense of fun when appropriate.

	Being genuinely concerned for people in the organization.



In total, Billionaires tend to have an organizational style that matches their personality while being effective managers.

Examples


	Richard Branson is famous for violating every conceivable convention of business except making money. Starting with a magazine publishing business as a 15-year-old, he has built the Virgin Group into an impressive conglomerate, encompassing over 200 different businesses. Branson has even recently formed Virgin Galactic Airways to provide spaceflights to tourists in the future. Branson also excels at attracting publicity as a one-person "adventure capitalist"—by either doing outrageous things or attempting to break records. In amongst all the fun, however, Branson has succeeded in making a large number of his managers millionaires while his own net worth tops $1.9 billion. In essence, Branson is a rather unique combination of three key business traits:
	An effective, if unconventional, management style.

	A bold and tenacious negotiating technique.

	An intense competitive streak and desire to win.





	Bill Gates is widely known for establishing a confrontational management style within Microsoft, which he considers to be the best way to motivate people to exceptional effort. All of Microsoft's managers are widely reputed to be quick to point out stupid ideas, while those employees that show resilience in the face of cutting critiques of their work gain respect within the company. That management style also neatly complements Microsoft's recruitment program, which openly seeks out new employees who are smart, aggressive and driven to succeed. It also may account for part of the reason Microsoft has produced more millionaire employees than any company in history.




"Back in 1970, I couldn't decide whether to call the company Virgin or Slipped Disc Records. I guess I chose Virgin because it reflected an inexperience in business—among other things—and also a freshness and a slight outrageousness."

—Richard Branson

"We would rip people to pieces. We would ask them to solve very difficult technical questions, hand them a piece of paper and pen and say solve this problem. We probably lost some people, but the people we did hire were good at solving very difficult problems under pressure."

—Scott McGregor, Microsoft executive



Billionaire Strategies 8　Work the System—Invest in Achieving Political Influence

Strategy

Billionaires are realists. They acknowledge that politicians can have a strong influence on the success or failure of their attempts to accumulate wealth. Therefore, to tilt the playing field to their own advantage, Billionaires have frequently.

Examples


	Created an underdog image for themselves. Although this is clearly more difficult for some people to achieve than others, Billionaires tend to package their requests as the solution to a problem that will affect significant numbers of people in far-reaching ways.

	Cultivated government contacts and friendships. While political fundraising may be tightly regulated and disclosed, less rigorous standards apply to contributions to activities that elected representatives hold dear. This has increasingly become standard operating procedure for making friends in government.

	Devised complex benefits politicians can support. In politics, perceptions are everything. By devising complex benefits, the costs become less clear, diluting the attention of opponents. Billionaires manage to package their benefits packages cleverly.



In the final analysis, political influence is a valid means by which profits can be pursued.


"No one ever asked me for anything more than an unfair advantage."

—J. Cordell Moore, Assistant Secretary of the Interior



Billionaire Strategies 9　Outfox Organized Labor—Resist the Unions

Strategy

While it is true that nobody has ever become a Billionaire by defeating labor unions, it's equally true that a number of history's Billionaires have devoted significant amounts of their time and energy to keeping unions out of the companies they own or control.

Examples

In essence, labor relations have a direct impact on the profitability of almost every business enterprise. Again, Billionaires take a realistic approach to this aspect of business, and seek to create conditions that are tilted more in their favor than against them. The tactics by which they achieve that varies, but the objective remains consistent.

More than likely, organized labor will be less of an influence in the New Economy than it was in the industrial era. For those industries that are still heavily unionized, Billionaires will still endeavor to negotiate with union leaders to create arrangements that enhance the value of the company. They will still be proactively involved. Whether the labor disputes of the past fade into history or get recycled in new formats in the future, Billionaires will still seek out the best possible terms and conditions.



第2部　亿万富豪12条致富座右铭　
英文



座右铭1　追求新构想创造财富的力量

个案举例


	早在科学家还没设计出油品生产流程，把原油变成可用产品之前，洛克菲勒就勇于买下新油田并铺设输油管。等到生产流程终于设计出来后，洛克菲勒已经整装待发得以快速投入这块市场。

	盖茨当年耗资5万美元买下操作系统，其实是赌上了公司的前途。如果IBM的个人计算机业务没有起飞，这项投资恐怕会让微软破产。

	盖帝聘请家教来培养艺术修养，并趁着价格便宜的时候累积了大量收藏品。等到艺术品市场翻红，他卖掉收藏品大赚一笔。盖帝也和沙特阿拉伯政府协商取得石油探勘权，当时大多数探勘业者并不看好，然而这些油田后来变成全球石油蕴藏量最大的地区之一。

	布兰森总是不断寻找新构想，维珍集团旗下许多新事业的诞生，都是经由员工提出事业概念和实行方式。

	安舒兹在卖掉南太平洋铁路的控股权，赚进超过14亿的丰硕获利之后，仍保留光纤事业的持股，他之前就已经沿着铁轨铺设光纤。等到这家“奎斯特国际通讯”光纤公司上市时，安舒兹手上的85%持股市值高达35亿美元。



座右铭2　时时谨记，规矩是可以打破的

个案举例


	科寇瑞安当初为了要当上飞行教练，利诱洛杉矶教育主管单位的员工帮他伪造文件，证明他有高中学历。科寇瑞安就靠这样创立了包机航空公司，这家航空公司正是他日后成功建立财富的根基。

	布兰森在建立事业帝国的初期，曾数次挑战公权力。其中有个出名的事件是，他因为逃漏出口税遭到逮捕还被拘留了一晚，后来还得靠父母抵押房子来支付高达8万5000美元的罚款。

	伊坎最让人津津乐道的习惯，就是喜欢针对已经敲定的条件重启谈判。他通常会把先前的协议当成另一回合谈判的起点，迫使对方一再让步，使对方在精疲力竭和挫折感交相影响下，干脆弃械投降。

	大部分投资人都会避免参与经营自己投资的公司，巴菲特却反其道而行。他会先投资一家公司（可能的话甚至干脆买下来），然后和该公司管理团队密切合作，提升公司的价值。结果自1969年起，巴菲特投资的公司，每年市值都以29.5%的比率成长。



座右铭3　模仿比创新更有赚头

个案举例


	微软并没有自行开发磁盘操作系统，而是向另一家公司购买。如果要创造营收，尽快推出产品比原创性更来得重要。

	沃尔顿模仿竞争对手的功夫可说是出神入化，他会先观察竞争对手的做法，然后找到更理想的方法来做同一件事，就这样大剌剌地获取最佳构想。

	裴洛把EDS的成功模式复制在他新成立的“裴洛系统”上，甚至说动一群EDS员工跳槽，跟他到新公司发展。

	赫赞加整并零散型产业的绝招，是直接从投资界巨擘银行家摩根身上学来的。

	洛克菲勒在19世纪60年代后期谈成其他运油业者得不到的回扣，这项绝招就是观察其他产业的类似做法而来。每当主管机关想要推倒他的优势，他总是有办法早一步防备。



座右铭4　持续积极追求成长

个案举例


	亨特能够在石油产业立足，靠的是提出大胆的交易条件，其他经营稳健的厂商都认为这些条件风险太高。万一结果不理想，亨特就可能会破产，幸好结果极为理想，为日后的成长打下基础。

	克鲁格在1984年融资收购大都会媒体集团，财务风险非常高。虽然他为了这笔交易贷款高达12亿美元，不过他把这家公司变成摇钱树。

	当初IBM没能看出，裴洛提出的计算机服务业务是有成长潜力的产业，因此裴洛毅然求去，自行创业。

	沃尔顿在1970年到1980年之间，将沃尔玛的总店数从32家扩张到276家，到了1990年，沃尔顿已经开设了1525家店，年营业额达258亿美元。沃尔顿常常搭乘私人专机四处物色开店地点，看上了就降落，找到业主，然后当场谈定条件买下来。

	科寇瑞安靠航空业起家，然后又投资房地产开发和电影工业，最后买下克赖斯勒汽车的14亿美元股权，这些股票的价值后来暴涨到50亿美元。大多数分析师都无法从他的操作方法中找出逻辑，不过科寇瑞安的箴言就是“做愈多生意愈好”。

	在微软草创初期，盖茨相当满意销售计算机操作系统和程序语言软件的营收模式。当他了解到企业应用软件的可观商机，就让微软积极投入这个领域。该公司早期的产品称不上成功，可是仍长期积极扩充产品线。时至今日，微软已然摇身变为全球最大软件商，这样的成就所招致的批评恐怕还大过赞美。



座右铭5　保留手上的股权

个案举例


	EDS在1968年上市，当时裴洛仍持有81%的股权，其余股权则是由他挖角来的工程师持有。不到10年光景，EDS就从新创企业成长为市值超过20亿美元的大企业。

	在沃尔玛成立40年后，沃尔顿仍拥有公司39%的股权，在1987年的市值大约85亿美元。

	微软在1986年上市，当时盖茨拥有公司53%的股权，创办人之一的保罗·艾伦拥有31%，史蒂夫·鲍尔默有8%，只有5%的股权卖给创投。

	只要布兰森为维珍集团开创新事业，就一定会让经理人获得新事业的可观持股。这么一来，可以让经理人对公司感到满意而且士气高昂，并全心全意让公司成功，也使布兰森不至于因为手上200余家公司的日常营运忙得不可开交。



座右铭6　苦干是追求财富应付的代价

个案举例


	赫赞加开始创办废弃物处理公司时，每天必须从凌晨2点开始清运废弃物，一直到中午才结束。接着他会回家洗个澡，换上仅有的一套西装，开始招揽新的生意。在1962年创业时只有1部垃圾车和20位顾客，短短6年之内，赫赞加拥有的垃圾车就超过40部。到了后来创办百事达时，他所谓轻松的工作量，是改在每天清晨6点半到达当日要巡察的据点，而不是过去他习惯的4点半。

	洛克菲勒全心投入日常公务，即使是婚礼当天的早上和下午也照常工作。

	在微软草创时期，员工会比赛看看谁可以在公司加班最久。有没有洗澡或个人卫生好不好根本无关紧要，能写出好程序才重要。

	在1985年接手美国环球航空公司的谈判过程中，伊坎会把谈判会议订在晚上9点，可是拖到11点才现身，他会先回家，小睡片刻、洗个澡，到达会议现场时精神焕发，而对方因为已经和他的律师过招了好几小时，开始显露疲态。这时伊坎会逼使对方做出其他让步，慢慢击溃对方。

	巴菲特还在念书的时候，安排了包括500余户的送报路线图，甚至还曾同时派送在当地相互竞争的两大报，这样就算任何订户改订另一份报纸，他还是能保有这些顾客。

	亨特的职涯是从16岁开始，那时他当牛仔。之后他曾试着改当伐木工，再来当过铁路工人。直到继承了一笔5000美元的遗产之后，才改行种棉花。



座右铭7　聪明运用财务杠杆

个案举例


	克鲁格借贷了12亿美元才能融资收购大都会传媒集团，这是史上规模和风险最大的购并案之一。假如资产价格成长速度不够快，不足以支付融资利息，克鲁格就会破产。幸好这个市场成长快速，不仅让他清偿贷款，还赚进16亿美元。

	到了1970年，沃尔顿个人借贷超过200万美元，用以挹注沃尔玛的扩张，不过这些借款在沃尔玛上市时都还清了。日后，沃尔玛积极投资条形码和卫星通讯等新技术，而这些科技在当时还不知道好不好用。

	为了支应废弃物处理公司成长所需资金，赫赞加还提供个人担保书。全都派上用场之后，他说服了父母、岳父还有叔叔和阿姨跟进，连最初2位把公司卖给他的企业主也被他说服，接受先过户、后付款。



座右铭8　一定要留后路

个案举例


	只要科寇瑞安买进一架二手飞机，他都会先试着转手套利，如果不行，再想办法纳入包机的机队之中。假如从财务上来看不可行，那他就会行使采购合约中的条款，用双方先前同意的价格把飞机卖回给制造商。科寇瑞安会先留好几条退路，让自己在谈判时可以更为灵活。

	环球航空向伊坎借贷的2亿美元在1995年到期，但是该公司因为早已破产，没有现金可以偿还，于是伊坎接受对方用打折的价格提供机票来偿债。当他再把这些机票销售出去，不仅拿回了借出的款项，也让该公司做了更多生意。

	安舒兹在1968年买下第一口大型油井，当时他背负相当重的贷款。屋漏偏逢连夜雨，油井惨遭祝融。安舒兹立刻承担下另一家探勘业者的所有债务，以换取全部股权。接着他找上环球影业，那时环球准备拍摄由约翰·韦恩担纲的《浴火龙虎凤》。安舒兹同意让环球影业以10万美元的费用，拍摄那座火势熊熊的油井实景，然后他用这笔钱聘请雷德·亚戴尔帮自己灭火，那部电影就是依据亚戴尔本人的真实故事改编而成。后来这座起火的油井变成安舒兹的摇钱树。

	帝许在为自己的第一项大型事业进行谈判，也就是争取有300间客房的Laurel-in-the-Pines饭店的经营权时，他先提出的条件是租赁而不是购并。这样即使经营情况不如预期，也已经备妥退场策略。最后，退场策略显然派不上用场，因为这家饭店生意相当兴隆，而帝许也用租赁期间赚得的获利购并这家饭店。



座右铭9　多犯点错，但每次都要记取教训

个案举例


	裴洛曾有机会入主微软，当时盖茨才刚开始创立微软，但是裴洛不满意盖茨开的价格，因而错失良机，没能坐拥史上最有价值企业的其中一家。

	沃尔顿管理公司和创业的起点，是从一家小店开始，他当初认为自己有能力买下这家店，结果被老板炒鱿鱼。

	盖帝在沙特阿拉伯的5口枯油井上投资了超过3000万美元，就在他几乎要放弃之际，终于在最后一口井成功开采到石油。

	巴菲特也有过几次不成功的投资经验，其中损失最严重的是1989年投资全美航空。另一次失败是投资原为纺织厂的波克夏·哈萨威。这项业务最后完全关闭，波克夏哈萨威转型成投资控股公司。

	帝许投资名为“权益资金”的公司让他大赔了800余万美元，最后这家公司还因为涉及会计诈欺，遭证券主管机关勒令停业。



座右铭10　保持俭朴

个案举例


	沃尔顿相当知名的作为是，他用来接送客人到公司总部的车子，如果不是那部仪表板破损的老车，就是那载满猎犬的小货卡。

	裴洛即使贵为通用汽车董事，仍然喜欢开着他自己那部7年车龄的奥斯莫比，而不要司机帮他开车。事实上，他还是用原先那部6年的雪佛兰来换这部奥斯莫比。

	盖帝很知名的事件是，他在自己家里装设公用电话，供来访的客人使用。另外还有一次，有位朋友出价1750万美元要买他手上一家饭店，盖帝坚持，拍电报通知律师拟定买卖契约的电报费，要由他朋友负担。此外，他还坚持要加上一项条款，说明倘若90天内有人出更好的价钱，他就没有义务履行合约，不必把饭店卖给他朋友。最后，确实有人提出更好的条件。

	帝许当上哥伦比亚广播公司首席执行官时，被公司大厅警卫的数量吓一大跳。他也立即禁止公司使用礼车、租打字机和邮递服务。

	巴菲特虽然是美国最富有的富豪之一，但是他的办公室朴实内敛，住宅也只能称得上舒适而简单。



座右铭11　享受追求的过程，不要一心只看到财富

个案举例


	裴洛虽然创办了EDS电资系统，可是并不就此感到满足，所以他又继续创办了裴洛系统，并且打造成极为成功的企业。

	赫赞加创办了3家市值数十亿美元的企业，包括废弃物处理公司、百事达和共和产业家具公司。

	安舒兹买下铁路公司，又成功创办了通讯公司。

	亨特在高龄85岁时住院，即使得坐轮椅出门，还是持续每星期上班6天。

	科寇瑞安在历次洽谈收购案的经历中，曾有三度险些濒临财务危机。事实上，早在20世纪70年代初期，他就面临了超过4亿美元的财务损失，而在他81岁时，才刚放弃融资收购克赖斯勒汽车，同时也在交涉另一项高额交易，还忙着迎接第3个孩子的诞生。



座右铭12　练出厚脸皮

个案举例


	有许多网站都把盖茨形容为人类最可怕的威胁。

	裴洛在1992年和1996年出马角逐美国总统宝座，虽然以败选收场，但他的表现还是被誉为史上最抢眼的独立候选人。

	布兰森整个职涯都是处在别人不看好的情况，他打破目前各种传统经营观念，唯一保留的是，做生意就是要赚钱。

	伊坎深入参与好几件恶意购并，大众媒体对他的报道更是偏颇，暗指他太过贪婪。对此，伊坎的响应则是，如果他真的想在华尔街交到朋友，那他会买条狗。

	巴菲特买下报社时，编辑部员工用罢工来威胁，要求巴菲特同意分红。巴菲特回答，罢工影响不了获利，要是他们不回到工作岗位，他就把报社收起来。

	以前的媒体经常形容洛克菲勒是嗜血的生意人，只要被他染指的公司，血就会被他吸干。结果，洛克菲勒曾接到好几次死亡威胁。





Section 2　The 12 Key Business Principles Billionaires Have Used　
中文



Key Principle 1　Pursue the Wealth Creating Power of New Ideas

Examples


	John D. Rockefeller Sr. was prepared to buy new oil fields and build pipelines long before scientists had devised the processes by which that crude oil could be turned into a usable product. Then, when that process was finally available, he was ready to get to market quickly.

	At the time Bill Gates purchased the operating system software for an outlay of $50000, it was a "bet the company" gamble. If the IBM PC had not taken off, the investment would possibly have bankrupted Microsoft.

	J. Paul Getty hired tutors to teach him about art and built up a vast collection while the prices were low. When the art market turned, he sold off his collection for huge profits. He also negotiated a deal to acquire the oil drilling rights from the Saudi Arabian government at a time most drillers thought the idea was unworkable. This later turned out to be one of the largest reserves of oil in the world.

	Richard Branson is constantly on the lookout for new ideas. Many of Virgin Group's new business ventures are launched after current employees have suggested the business concept and how it should be delivered.

	After selling off his ownership stake in Southern Pacific Railroad for a healthy profit of more than $1.4 billion, Phil Anschutz retained his interest in a fiber-optics business that he had constructed alongside the railroad tracks. When that company went public as Qwest Communications International, Anschutz's 85-percent stake was worth $3.5 billion.



Key Principle 2　Always Remember Rules Can Be Broken

Examples


	To get started as a flight instructor, Kirk Kerkorian induced an employee of the Los Angeles school system to fake a letter indicating he had completed high school. From there, Kerkorian managed to start his own charter airline, the foundation of his wealth building success.

	Richard Branson had several brushes with authorities in the early days of his business empire building. In one celebrated incident, he was even arrested and detained overnight for the nonpayment of export taxes. He later had to pay a fine of $85000—which his parents provided by mortgaging their house.

	Carl Icahn was famous for reopening negotiations on done deals. Often, he would take a previous agreement simply as the starting point for a fresh round of negotiations, extracting one concession after another from the other party until the other party gave in through sheer exhaustion and frustration.

	Most investors avoid getting involved in the companies they invest in. Warren Buffet takes the opposite approach. He invests in a company (even purchasing it outright if possible) and then works closely with the management to add value. As a result, since 1969, the value of Warren Buffet's investments have grown at the rate of 29.5 percent a year.



Key Principle 3　Copying Is Far More Profitable than Innovating

Examples


	Microsoft didn't develop the original version of its disk operating system software—it purchased it from another company. Getting to the market quickly outweighs originality when it comes to generating revenues.

	Sam Walton raised copying his competitors almost to an art form. He unashamedly got his best ideas by observing what his competitors were doing and then finding better ways to do the same thing.

	Ross Perot copied the success of EDS with his new company, Perot Systems. He even went so far as to persuade a number of EDS staff to leave and join him in his new venture.

	Wayne Huizenga's strategy of consolidating fragmented industries was copied directly from one of the all-time leaders in this field—the banker J. Pierpont Morgan.

	John D. Rockefeller's strategy of negotiating secret discounts not available to other oil shippers in the late 1860s was the result of his observing others do similar things in other industries. And when the regulators attempted to negate that advantage, he always managed to stay one step ahead of them.



Key Principle 4　Pursue Growth Aggressively and Constantly

Examples


	H. L. Hunt got started in the oil industry by making offers more established operators thought too risky. If they had failed, he would have been financially devastated, but they turned out exceptionally well—laying the foundation for future growth.

	John Kluge's 1984 buyout of Metromedia was highly leveraged. He ended up borrowing $1.2 billion to make the transaction, but he turned it into a huge success.

	Ross Perot left and formed his own company when IBM failed to see the merit in his idea of computer services as a growth business.

	Between 1970 and 1980, Sam Walton expanded Wal-Mart from 32 to 276 stores. By 1990, he had opened 1525 stores with $25.8 billion in annual sales. Walton would often scout out a location for a new store from his airplane, land, find the owner and strike a deal to buy the property on the spot.

	Kirk Kerkorian started in the airline business, went into investing in property development and the motion picture industry, and ended up building a $1.4 billion stake in Chrysler, which later grew in value to more than $5 billion. Most commentators could see no logic to his method, but Kerkorian's mantra was to make more and more deals.

	In the early days of Microsoft, Bill Gates was content to generate revenues from selling operating systems and computer language software. When he realized how large an industry applications software was becoming, he moved Microsoft aggressively into that field. The company's early products were less than stellar success stories, but over time, the company aggressively grew its product line. Today, Microsoft is the world's largest software company—an accomplishment that seems to attract more critics than admirers.



Key Principle 5　Hold on to Your Equity Stake

Examples


	At the time EDS went public in 1968, Ross Perot still owned 81 percent of the company. The balance went to engineers whom Perot had persuaded to join the company. In less than a decade, EDS grew from a start-up to a company with a market valuation of more than $2 billion.

	Forty years after the establishment of Wal-Mart, Sam Walton still owned 39 percent of the stock in the company—worth around $8. 5 billion in 1987.

	When Microsoft went public in 1986, Bill Gates owned 53 percent of the company, Paul Allen 31 percent and Steve Ballmer 8 percent. Only 5 percent of the company had been sold to venture capitalists.

	Whenever Richard Branson starts a new business for the Virgin Group, he always makes certain the managers get a meaningful stake in the new business enterprise. That way, they become happy and highly motivated employees—focused on making the business a success. It also allows Branson to avoid getting caught up in the day-t-day operational details of the more than 200 companies he owns.



Key Principle 6　Hard Work Is the Price of Entry into the Game

Examples


	When Wayne Huizenga first started building Waste Management, he would haul waste himself from 2 a.m. until noon. Then he would go home, shower, put on his only suit and start looking for new business. Starting with a single garbage truck and 20 customers in 1962, within six years he had more than 40 garbage trucks. Even in later years when he was building Blockbuster Entertainment, his idea of a light workload was to arrive at a store he was visiting at 6: 30 a.m. instead of his more customary 4:30 a.m.

	John D. Rockefeller Sr. was so committed to his regular routine that he worked on the morning and afternoon of his wedding.

	In the early days of Microsoft, they used to have competitions to see who could stay at the office for the longest time. Baths and personal hygiene were not high priorities. Writing good code was.

	During the 1985 takeover battle for Trans World Airlines, Carl Icahn used to turn up for 9 p. m. negotiating sessions at 11 p.m. having gone home, taken a nap and showered. He would arrive fresh while the other side would already be starting to tire after talking to his lawyers for a solid couple of hours. Icahn would then try to push for fresh concessions from the other side, gradually wearing them out.

	While still at school, Warren Buffet built up a paper route of more than 500 houses. He even went so far as to offer the main two competing newspapers in his town—so that if any of his customers changed from one newspaper to another, he could still retain them as customers.

	H. L. Hunt began his working career at age 16 as a cowboy. He then tried his hand at being a lumberjack. He followed that by working on a railroad gang. It wasn't until he received a $5,000 inheritance that he became a cotton farmer.



Key Principle 7　Use Financial Leverage Intelligently

Examples


	John Kluge borrowed $1.2 billion to complete a leveraged buyout of Metromedia—one of the largest and riskiest transactions ever attempted. If the prices of his assets had not risen sufficiently fast for him to make the interest payments, he would have been bankrupted. Fortunately, the market grew quickly—allowing him to pay off all the debt and realize a $1.6 billion profit.

	By 1970, Sam Walton had personally borrowed more than $2 million to fund Wal-Mart's expansion. That money was repaid when Wal-Mart went public. Later, Wal-Mart itself spent aggressively on new technology like bar coding and satellite communications before it was clear how these applications would work out.

	To fund the growth of Waste Management, Wayne Huizenga provided personal guarantees. When those were fully utilized, he persuaded his parents, father-in-law and aunts and uncles to do likewise. He also persuaded the sellers in his first two acquisitions to take back paper.



Key Principle 8　Always Keep a Back Door Open

Examples


	Whenever Kirk Kerkorian bought a used aircraft, he would first try to sell it at a profit. If that failed, he would look at using the plane as part of his charter fleet. If that didn't seem financially viable, he could then exercise a clause in the original purchase agreement to sell the airplane back to the manufacturer at an agreed-upon price. By maintaining several different options, he had more flexibility in his negotiations.

	When a $200 million loan became payable by Trans World Airlines to Carl Icahn in 1995, the company lacked the cash to pay it, since it had gone bankrupt. Icahn accepted payment in airline tickets, issued to him at a discount. By selling those tickets to third parties, Icahn got his money and the airline got more business.

	When Phil Anschutz bought his first major oil well in 1968, he borrowed heavily. Then disaster struck—a fire broke out in his well. Anschutz immediately brought another driller's interests simply by assuming all his liabilities. He then contacted Universal Studios, who were just filming the movie Hellfighters, starring John Wayne. In exchange for a fee of $100000, Anschutz agreed to let the film company get some real-life footage of his burning well. He then used that money to pay Red Adair, the firefighter on whose life the film was based, to put out the fire for him. The well later proved to be a huge money earner for Anschutz.

	When Laurence Tisch was negotiating his first major business enterprise—management of a 300-room hotel called Laurel-in-the Pines—he negotiated a lease rather than an outright purchase. That way, if things didn't work out as planned, there was a ready exit strategy. In the end, this didn't prove to be necessary, as the hotel was highly successful and Tisch later acquired it using the profits earned by the operating lease.



Key Principle 9　Make Loads of Mistakes—but Learn from Each and Every One

Examples


	Ross Perot had the opportunity to buy Microsoft when Bill Gates was just starting to build it up. He wouldn't agree to pay the price Gates set—and missed out on the opportunity to own one of the most valuable companies in history.

	Sam Walton started his career managing and building the business at a store he thought he was going to be able to buy—only to have the owner fire him.

	J. Paul Getty invested more than $30 million in drilling five dry oil wells in Saudi Arabia and was almost at the point of giving up before his last well succeeded.

	Warren Buffet has had a number of unsuccessful investments, the largest being a 1989 investment in USAir. Another was Berkshire Hathaway's original business, which was textile milling. The business was ultimately shut down, and Berkshire Hathaway was converted into an investment holding company instead.

	Laurence Tisch lost more than $8 million investing in a company called Equity Funding, which was later closed down by securities regulators for accounting fraud.



Key Principle 10　Be Frugal

Examples


	Sam Walton was famous for picking up visitors to his corporate headquarters in "an old car with cuts on the dashboard" or his pickup truck, complete with bird-hunting dogs.

	Even though he was a director of General Motors, Ross Perot preferred to drive his own seven-year-old Oldsmobile rather than be chauffeured around. In fact, he had even traded in his six-year-old Chevrolet to buy the Oldsmobile.

	J. Paul Getty was famous for installing a pay phone in his house for his guests to use. Another time, when a friend made him an offer to purchase a hotel he owned for $17.5 million, Getty insisted his friend should pay for the cable that was sent to Getty's lawyer to draw up terms for the purchase. In addition, Getty also insisted on adding a clause that stated if any better offers came forward in the next 90 days, he would be released from his obligation to sell to his friend. In the end, a better bid did emerge.

	When Laurence Tisch became CEO of CBS Broadcasting, he was appalled at the number of uniformed security guards in the foyer of their building. He also promptly banned the use of limousines, rented typewriters and messenger services by the company.

	Warren Buffet works from an unpretentious office and lives in a comfortable but modest house, despite being one of the wealthiest individuals in America.



Key Principle 11　Enjoy the Pursuit, not just the Destination

Examples


	Not content with having created Electronic Data Systems from scratch, Ross Perot started Perot Systems and built it into a hugely successful company.

	Wayne Huizenga created three billion dollar companies—Waste Management, Blockbuster Entertainment and Republic Industries.

	Phil Anschutz took a railroad company and created a very successful communications company.

	When hospitalized at age 85, H. L. Hunt still continued to go to his office six days a week—even if he had to go by wheelchair.

	When negotiating an acquisition, Kirk Kerkorian came close to being financially wiped out on three separate occasions. In fact, in the early 1970s, he suffered financial losses exceeding $400 million. Yet, at age 81, after abandoning a leveraged buyout of Chrysler, he was still in the middle of negotiating huge deals, as well as becoming a father for the third time.



Key Principle 12　Develop a Thick Skin

Examples


	Bill Gates has numerous websites dedicated to portraying him as mankind's greatest threat.

	Ross Perot ran for election as President of the United States in 1992 and 1996. He was unsuccessful, although he did make one of history's strongest showings by an independent candidate.

	Richard Branson has spent his entire career having people tell him he's doing things the wrong way. He breaks every business convention that exists—except the notion that you're in business to make money.

	Carl Icahn was closely involved in a number of hostile takeovers. The popular press invariably portrayed him in an unfavorable light, suggesting he was too greedy. Icahn responded by saying that if he really wanted a friend on Wall Street, he'd get a dog.

	When Warren Buffet acquired a newspaper, the editorial staff threatened to strike unless he would agree to share profits with them. Buffet replied that nothing they did could affect profits, and they should return to work or he would shut the newspaper down.

	John Rockefeller Sr. was often portrayed by the media of his day as a predatory businessman who sucked the life blood out of any business he was involved in. As a result, he received a number of death threats.




名人博客

聪明怪客——Don MacAskill（SmugMug）

【来头：名牌背后的推手】

网络相簿网站SmugMug（好笑脸）首席执行官唐·麦克艾斯奇尔（Don MacAskill）的博客刊头下，有这么一句副标：Thought stream from SmugMug's CEO＆Chief Geek。一个博客记录一位老板的思维历程不稀奇，稀奇的是这位老板自称Geek——同时具备计算机玩家与怪杰双重字义，很适合他特立独行的风格，以及首页右上角的诡异自拍照。

当然，仅仅搞怪耍宝成不了事，这位怪客老板和自己老爸共同创业前，曾经狠狠地写过好些大系统，比方Hotmail、eBay、还有后来被Barnes and Noble买下的Fatbrain（创办者正是他老爸Chris MacAskill）等主机系统，都有他曾经参与设计的身影。也就是说，手艺精纯不在话下，对于网络行为更是极度熟稔，无论服务性的如Hotmail，或者商务性的如eBay，皆不难从后台分析看出消费者的需求缺口在哪里。

【生意：缺口之所在，利润之所在】

其实，唐创业之初是要做网络电玩的，后来因故大转弯，改以网络相簿为主，并于2002年11月正式开张营业，名为SmugMug, logo就是一张开心的笑脸，一如人们拍照时做鬼脸的样貌。

创意很甜、笑意很美，然而生意未必好做。之后，2004年7月被Google收购的Picasa、2005年3月被Yahoo收购的Flickr，皆以大资本、大手笔，如搭乘喷射机般后发先至，透过免费模式、清爽版型、简易操作，快速地吸收大量使用者。相形之下，SmugMug显得有点慢，慢到有点像散步似的。

“Most Internet companies dream of selling to bigger ones, and getting rich. We don't.”（大多数的网络公司希望卖给大公司，想变得更有钱，但我们不这样做。）

唐在SmugMug官方网站首页劈头就来这句，陈述坚持理念之余，多少揶揄了同业。要不是先前做过知名系统背后推手，这样的言论怕要被当成不知天高地厚而已。来看看他做了哪些怪事：


	别家主打免费，他却一定要收钱，从普级到专业还分三级收。

	别家有容量限制，他没有，主打容量无上限。

	别家走固定设计版型，他开发版主自行设计功能接口。

	别家会放广告赚点收入，他不放。

	别家走低解析以防被盗用，他走高解析以方便用户随处下载皆可打印照片。



同时，正因为小，因此没有门户之见，开发出透过竞争品牌Picasa上传，也可以用GPS（全球卫星定位系统）以Google Maps整合所传照片。他说：“你不会去剪报上的分类广告来贴在家里相簿上，为什么那些大牌子的网络相簿要这么做？”“他们不让你在远方家乡的妈妈下载高解析照片在家轻松打印，为什么？”聪明地利用实体世界的感受，一次次与竞争品牌区隔，一寸寸打下江山。如今，在许多think big的网络相簿业者环伺下，以think different见长的SmugMug仍能交出35万名付费会员、拥有超过2亿张照片存量的成绩单，着实不易。

【点子，来自从问题中获利】

做生意做到“具竞争性的区隔”这事听来简单，实际上需要许多练习，特别是来自生活上的观察，这点在唐的博客上不时可见，比方2005年7月19日What Would You Do: Grocery Stores，讲到有条消息说超市的推车把手上有极多细菌，超过标准值10倍，如果你是业者该怎么处理。他想到可以：


	放大问题：张贴海报，告诉客人要多加注意。

	解决问题：在推车处集中旁边，免费提供干洗手喷液。

	从问题中获利：在结账处张贴这条消息，同时告诉客人，现在本店刚好有卖干洗手喷液。



很简单又实用的练习，不是吗？日本趋势专家大前研一也提过这套方法，无时无刻从生活中寻找问题，设身处地想想可以怎么解决，以每天1题来算，3年下来足可练习超过1000题，离华新丽华老董事长焦廷标所说“见景生意”境界，也就愈来愈近了。

【想赢，就认真试用竞争品牌的商品】

商场如战场，竞争自然无所不在，何况是讲求速度与创新的网络。唐的博客固然多以自家动态、活动为大宗，但对竞争品牌如Picasa、Flickr皆有非常深入剖析，他不断试用、比较彼此差异，甚至会大方地称赞对方。从这里多少能看出他衍生服务范围的点子来源：从小品牌角度主动“被整合”进大品牌服务，让客户既享有小品牌独特感受，又不失使用大品牌的便利性。来看看这两篇：

2006年6月14日Welcome, Google——他赞赏Picasa干净利落的设计，没有广告干扰，检视、操作都好上手，几乎挑不出毛病，只是好奇怎么在提供容量上小气了点，1年付25美元仅能得6GB，不如再加15美元到SmugMug，可得无限制容量。兜了一圈，还是从竞品弱点突破。

2006年8月31日Flickr doesn't suck——许多人喜欢攻击大牌子，认为缺点一堆，这个不够那个不好。唐却认为Flickr还是有诸多优点，只是任何一个品牌都不可能面面俱到，所以只要抓住市场缺口，打好自己的仗就行。他说的这段原文颇值得经营者细读：“If Flickr is stealing your customers or your press, it's your own fault. Victory is there for the taking-but I think the first thing to do is to acknowledge that your competition doesn't suck. Once you realize they're talented and aggressive, you can fight them on their own turf.”这篇文章引来了Flickr共同创办人Stewart Butterfield响应，他说别人看热闹之际，在（网络）大牌子底下的工作者往往得费极大工程才能搞定系统负荷，之后才谈得上创新与服务，以致使得Flickr进化幅度不如先前等等；另一方面，他个人也不断推荐在Flickr得不到想要服务的网友可到SmugMug来。内容、语气不像竞争对手，反而更接近朋友对话。工作背景的界线，在博客上变得模糊了。

【卖相簿的人，相簿贴了什么？】

企业老板博客最容易被人怀疑的，就是“这一定是别人代写的”。这点在唐的博客从笔调可以轻易看出，不至于做假，倒是自己卖相簿，文章里却字多图少，稍稍显得可惜了。幸好，近期2007年11月20日Meet Audrey-our littlest SmugMug终于呼应了他们主打的理念“Devoted to priceless photos.”里面有唐、太太、双胞胎儿子和新生小女儿的照片，内容很简单，气氛很温馨，镜头中的唐，十足好爸爸模样，一点也不怪。

【本期撰稿　胡文】
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