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HERE IS WHY…
When did “If I can get lawyers to cover my butt, manipulate the system,
and get away with it, then its right!” become the new normal?
Whatever happened to being an American first? Not a Republican nor a
Democrat – not a black nor a white – not a brown – just an American! Our country
was built upon the backs of our solid middle class. Our country was guided and
led by responsible business leaders and politicians to whom, at one time, we
could look up to and admire.
And, of course, we now have COVID-19, which has changed our lives and
brought sickness, death, and financial hardship primarily to the have-nots and the
elderly. The service industry is devastated. Many jobs, mall retailers, and small
businesses have been destroyed and careers are at stake. The lives of the small
business owners who have lost everything from COVID-19 will never be the same
again.
America has spent more than ten trillion dollars trying to salvage the
economy from financial destruction, and once again a major amount of that
money has gone to large businesses. Yes, large businesses are necessary for our
economy; but they employ less than 50% of Americans. So, we have once again
failed the small businesses; the retailers in the malls, restaurants, bars, hospitality
operations; and those working in hotels who – in total – actually employ more
than 50% of our population’s workers.
COVID-19 has dramatically increased the gap between the haves and havenots, which has unfortunately been rising over the last forty years. Those with

wealth continue to become wealthier. Once the economy opens up and
foreclosures and evictions are permitted by law, the rich and the wealthy, as
usual, will once again have the opportunity to prey on the failed businesses and
purchase both homes and commercial real estate at the cost of those who got
hurt during COVID-19.
At the time of this writing, more than three million homeowners are behind
on their mortgage payments. Ten percent of all renters in our country are behind
on their rent payments.
Let’s focus on the billions of dollars we gave the airlines in 2008. Taxpayers'
money was given to the airline industry to keep it flying. The minute they got it,
they gave huge bonuses to shareholders and executives. What did they do in
return for the taxpayer, we Americans, who bailed them out?
They shafted us!
They hit us with huge baggage fees, seat selection fees, and priority
boarding fees! They started charging passengers for meals and sodas. If given the
chance, they would charge for using the restroom, too! They were ruthless.
Once again, the airlines are back asking the taxpayer for another handout.
And guess what? We don’t have a choice but to give them more of our money. At
some point, either when a vaccine is available or cure is found for COVID-19, we
will want to get back to our normal day-to-day lives where we fly for both
business and pleasure; humans can’t grow wings and fly.
Frankly, I am disappointed at both the Republicans and Democrats, each
playing the blame game over the economy and COVID-19. They have forgotten

that when you point a finger at someone else, you still have three other fingers
pointing right back at you. The working Americans, whether they are white, black,
brown, or here from Mars, are suffering.
If you and I walked into a 7-11 and walked out without paying the cashier
for a Coke, the cops would snatch us and lock us up, and we would have a felony
on our record.
However, when the U.S. Government gave away nearly a trillion dollars to
the same people who caused the Wall Street debacle in 2007/2008, who stole
from and manipulated we American citizens, they got away scot-free! Most of
them made out like bandits from and after the bailouts and are still very wealthy.
Why am I beginning what I believe to be a very positive book by telling you
all of this? I realized at a very early age, as a teenager, that the only thing you can
count on in life with absolute certainty is yourself.
The sole intent for writing this book is to provide you with the tools and life
skills to equip you with the ability to embrace change and live a life without “fear
of the unknown,” while developing “super-focusing skills” and gaining knowledge
by using the “power of asking” to overcome all of life’s challenges.
I am not writing this book to make money. In fact, 100% of any
profits/royalties will be donated to charity. The greatest happiness for me would
be for my readers to find this book helpful and make their life better!
And I repeat, 100% of the profits from this book will be donated to charity.

I have been deeply touched by all the knowledge I have received in this
journey of life, from thousands of people, using the power of asking to start
fourteen totally unrelated businesses on four continents. Almost all of them were
started with no money. I have been able to rise like a phoenix from the ashes
more than a dozen times after I was screwed by totally unexpected events,
ranging from governments, both central (federal) and local; natural disasters;
someone very close to me; the 2007-2008 Wall Street debacle, when the U.S.
Government gave nearly a trillion dollars back to the thieves who caused the
debacle in the first place; to the court system where I won a federal judgment in
the Supreme Court, and then lost the same case to a jury of my peers after a
federal judge mishandled the case by withholding the U.S. Supreme Court ruling
from the jury, and I had no money left to appeal.
In my life journey, when I was still in my late twenties, I decided that I
would never patent my ideas or inventions, but to pass the knowledge on to
anybody who asked me and even spread the innovations and inventions through
the media and press for the betterment of humanity.
This also allowed my brain to reinvent itself and free itself of any fear of
people copying me because I was never concerned about my ideas or inventions
being replicated. Today, we call this way of thinking and sharing “Pass it forward.”
My suggestion to you is very simple. By doing the above and using the tool
of passing it forward, you can live your life without fear. You will be truly happy
and be able to surpass most of the speed bumps in your journey of life, and you
can still be wealthy. You will probably not become a billionaire. This is one path.

The second path that you may choose, although it is not my philosophy, is
to patent your ideas and inventions and possibly become very wealthy or even a
billionaire. If you choose this path, you need to ensure that you are not constantly
living in fear of someone copying or replicating you. If it’s a great invention, more
than likely somebody is going to make a variation without breaking your patent
and compete with you in the marketplace.
Keep your mind space free of fear of the unknown and keep looking for
opportunities in your life’s journey. There are not many people in the world who
have been able to do both paths simultaneously. Steve Jobs is possibly the best
example.
I do not know if I am rich or wealthy. But I do know that I have been blessed
with a great wealth of knowledge in my journey of life. I could sit on my butt and
chill, but that is not me. I would be a failure to myself if I did that. So, here we go!
I promised myself that I would write this book and share this knowledge
without any expectations. That was a soul promise I had made to myself.
Thank you for allowing me to do so!
I have amassed knowledge that is very deep and very wide due to the
challenges and hardships that I have been through.
The purpose of writing this book is to help all who have received a bad card
in life, are undergoing extreme hardships, or who want more of themselves. Life
can throw us curve balls that appear insurmountable. These challenges show up
in careers or professions and personal life. Those who are facing extreme
circumstances only see the gloom and doom and have little hope. We have all

been there, some more than others, and for me more times than I would have
ever preferred.
In my journey of life, I have faced totally unexpected challenges, often
wondering from where the next dollar would come for my family and the
associates who depend on me.
This instilled in me the desire and fire to want to overcome hardship,
continuously obtain knowledge, and be successful. It is with great discipline and
practice that I have been able to overcome extraordinary challenges and
obstacles and establish fourteen businesses on four continents, all in completely
diverse fields – steel, chemicals, project management, logistics, imports and
exports, pharmaceuticals, candy, cookies, fruit snacks, real estate development,
hotels, restaurants and bars, furniture manufacturing for hotels, and mattress
manufacturing. In the process, I also invented over a dozen products or services.
Even with all the fields of business in which I was involved, by no length of the
imagination am I a genius. I can barely cut-and-paste using a computer.
I have been able to do this by asking questions without fear, listening more,
and talking less. For this, I thank God for giving me two ears and only one mouth!
I’m hoping to share my life experiences and the techniques that I have
learned as a student of life to help you overcome your own challenges. I have
been inspired by some extraordinary people whom I have heard speak, met,
asked questions of, and learned from, who come from all over the world; I have
received a vast wealth of knowledge from these individuals by using the power of
asking.

What follows is true. Some may appear to be bragging, and that is for a
purpose; all names and tradenames have been changed to respect the hundreds
of people who empowered me with knowledge in this journey.
This knowledge that came from questioning and asking has allowed me to
rise from the ashes and come back to life over a dozen times. My humble
suggestion to all those who believe they have learned all they need to know
about a subject: may I remind you that arrogance rhymes so much with
ignorance. Please be humble and continue to be a student of life.
At one point in my life, my personal financial worth was around sixty-five
million dollars, with no debt. However, after mistakenly trusting a person close to
me, I nearly lost everything, including my family’s home.
After a decade of hard work, discipline, and dedication, and falling back on
the vast knowledge acquired during my life journey, I was able to turn things
around and come out smelling like a rose once again.
I have received several awards, including an honorary doctorate for my
work in India, where I invented the first over-the-counter contraceptive for
women; lifetime achievement awards from numerous schools and universities;
and a lifetime achievement award on Capitol Hill, among many others. One award
that stands out distinctively in my mind was an honor given with the most
appropriate title: “Against All Odds.” The reason for this award was due to the
number of times I was financially, emotionally, or mentally nearly destroyed.
These were, in fact, the exact words of the presenter.

Although these awards were appreciated and I accepted them with a
humble heart, they are minute in comparison to the sheer joy my body and soul
feel when I am able to touch a person’s life during their moment of darkness and
show them light. Through my journey of knowledge-seeking, I have found no
greater joy than sharing knowledge and wisdom with others.
Stemming from my desire to share knowledge and wisdom with others, I
chose to become a mentor when I was in my mid-twenties as a fundamental part
of my main purpose in life. In order to reach as many people as possible, I created
a free online webinar where people could find disciplines to grow, save, or create
their own dreams. This webinar was not for monetary profit – it was and still is
online for free – but rather an opportunity for me as I had a deep desire to share
knowledge and give others what I have been so blessed to receive. A million
people, including college students, have taken this webinar for free and it has
even been used in business schools as a tool. I have mentored people from all
walks of life, from recovering addicts, trauma survivors, retirees, and students, to
successful businessmen and businesswomen.
One of my mentees grew his business to become a successful billionaire; he
continues to keep in touch with me. After growing his business and desiring to
show gratitude for the mentorship I had given him, he hosted a very elaborate
party where he invited many of my friends and family from all over the world and
publicly acknowledged me as his mentor.
The party acknowledgment by my billionaire friend was an honor and a
generous gesture. I appreciated the same with humbleness and folded hands. I
have always had audience members lining up after a webinar or a public speaking

event, and they hug me and tell me I have changed their lives and showed them
the light. They tell me stories of how I have saved them from bankruptcies,
helped them understand how to deal with their children better, saved people
from losing their homes, and saved their businesses. Every time this would
happen, even though I am not an incredibly emotional man, my eyes would water
out of happiness because it is these people who have touched my soul and have
brought me true joy in life.
I recently mentored a 22-year-old boy for eighteen months, where my
passion found a true purpose. This young man’s life was in shambles. He had not
had a relationship with his birth mother for twelve years because when he was a
younger boy, his father divorced the boy’s mother and remarried. After about a
year, the stepmother kicked the boy out of the home. With no roof over his head,
he moved in with a friend. His father then took his own life a few months later. I
persisted with the boy weekly and monthly, a few hours at a time, connecting
with him, a tremendous amount of one-on-one counseling and constant
reassurance.
During the 18 months, the mentee told me to give up on him. Several times
his hope and foresight wavered. He felt like a hopeless case, but I reminded him
that he was a very special creation of God who was unstoppable; he was someone
who could never be destroyed. I reminded him to think about what he had gone
through, and I pointed out that if he was still standing tall, he could bounce back
from oblivion. I informed him that I would never give up on him, and I encouraged
him to never give up on himself.

He is currently finishing a course on cyber security and recently said to me
that he has never been happier in his life. Mentoring this 22-year-old child-man
reminded me of my life’s purpose. Changing another human’s life for the better
made me feel that one of my life’s missions had been completed. It was after this
mentorship that I promised myself, as I had on earlier occasions, that I would
finish writing this book and continue to share my knowledge with humanity and
put it out there.
As you are reading this book, you will see many words italicized. They are
that way for a reason, to catch your attention. When it does, see if this helps you
in your current situation. The words are:
Ask
Connect
Simple Thinking
Focus
Innovation
Change
Fear of the Unknown
Imagination
Faith in Yourself
Pragmatic

Practical
Execution
Confrontation
Last, but not least, I promise you that reading this book will help you open
doors and show you a path I have unlocked with you, for you! It is now for you to
walk that path and walk through that door to a beautiful, happy, and successful
future. It is up to you and you alone, and I believe you can do it! Otherwise, you
wouldn’t have picked up this book in the first place. Come on, let’s read! The
universe is waiting for you to be successful and happy!

CHAPTER ONE
“I am Seventeen Going on Eighteen. The Steel Mill”
At the young age of seventeen, I was returning home from boarding school
after being there for eight years, dreaming of becoming a chemical engineer,
astronomer, writer, or a race-car driver.
Upon arriving home, I felt as if I were standing on the edge of a cliff, staring
into the oblivion, desperate, scared, and afraid. My father’s company had been
closed by the unions for over two years, and he never told me they were on
strike. My father did not inform me that the banks were foreclosing and had
already foreclosed on most of the factories, and that bankruptcy filing may be the
only option.
To add to this despair, my father, the rock and iron man of our family, was
unexpectedly admitted to the hospital a month later for major surgery, leaving
our family in turmoil. With a mother and five-year-old baby sister at home, I knew
it was my responsibility to help my family in trouble.
This was my baptism by fire! I was so terrified and frightened that I lost a
large patch of hair on the back of my scalp from the trauma, for which I received
treatment.
My dad owned a total of seven factories, and six of them were in a cluster.
These six had just under one-thousand employees. There was a large steel
mill amongst the cluster of six. The seventh factory was a mini steel mill.

This separated seventh mini steel mill, with just over one hundred
employees, and approximately ninety miles away, was the factory I decided to
target to save. Low-hanging fruit, I thought. Thinking simply, I said, “Why don’t I
go and speak with the union members at this factory and see if I can save it? That
may keep food on the table for our family.”
So, there I went. I took my mother’s eyebrow pencil to fill in the fresh
peach fuzz on my upper lip and bought a pack of cigarettes to smoke, without
inhaling, hoping to look much older. I decided to drive out to the isolated seventh
factory while my father was still being nursed at home, as the doctors informed
us that he still had two months of at-home nursing before he would be able to
leave the house with a full recovery.
When my family heard of my plan to visit the factory, they were fearful for
me and my life. As if my own fear wasn’t enough, this scared me even more. But
being young, stupid, and desperate, I set out to see if I could meet with the union
leaders and all the employees there to convince them to get back to work. I am
sure I must have looked like a cartoon character when I met with the union
leaders and workers after requesting for them to meet with me, with my fake
moustache and a cigarette in my mouth.
I took my father’s old car and drove 90 miles to the gate of the mini steel
mill. At the gate, I met the only worker who had a key to the factory gate, Manny.
He was twenty years older than me, had a very big heart, and had some special
needs. I was assured by Manny that my life would not be in jeopardy, and that he
would ensure my safety. Manny let me into the office of the mini steel mill.

I asked him, “Why did they go on strike?” He said the union members
thought that because my dad owned seven factories, they figured he was rich and
had money stacked away in bank accounts. I asked Manny, “Do you believe that
to be true?” He answered no because his salary check had been late the last
twenty months since the strike. This was in India, and, at that time, India was a
very left-leaning country and all courts sided with the labor unions. I then said to
Manny, “If my father is running late on paying you, and you are the only one who
has keys to this factory, why wouldn’t he pay you on time if he had money, right?”
He said he understood where I was coming from.
My father was a great soul and was the most honest man I knew. He never
lied or bent the truth; facts were facts. He was very low profile and would not
inflate the facts to make himself look better. When building the factories, he had
put all the money that he had earned back into the business, not even bothering
to secure his family’s future with savings or purchasing a home.
At the time, we were living in a one-bedroom rented apartment with my
parents and baby sister. I slept in the living room on the sofa bed.
Manny, the caretaker of the factory, said he would help me organize a
meeting with the factory workers’ union. I told him that I would not leave until I
met with them. Saving the factory was my sole purpose in life. Focus.
I said to Manny, “What do we really need to restart the factory. Give me
five needs that will make that happen.” He said, “We need electricity, fuel, raw
steel, the union to agree to come back to work, and money to pay the salaries and
wages monthly” (they were paid monthly in India at that time).

I told Manny that I wanted to arrange a meeting with donuts and coffee for
all of them to make them feel appreciated, and I wanted to show them I was
grateful for them to attend this meeting.
The next morning, I was informed that 15 members of the union and ten of
the senior employees were willing to meet with us. Manny informed me that
many of these men had moved five years prior to work at this factory in hopes to
better their lives, and, although they had been happy with the 75% pay they had
received for doing nothing for a year, that had stopped three months ago. They
felt useless and were tired of sitting at home, and their wives were trying hard to
boot them out of the house.
Guys, I don’t know how much you know about steel mill workers from
thirty-five years ago when, at least in India, steel mills were not automated. Most
of the mills were manually operated. These workers looked like gladiators. Each
worker was required to lift a hot piece of steel weighing between 80-100 pounds
with tongs, over and over, all the while manually stuffing the same between large
rollers rotating at high speeds in the mill. Manny said that all these guys really
want is to work, go home, eat an entire chicken, and finish half a bottle of whisky
every day; that is their life and culture. And here I was thinking of meeting them
that afternoon, so help me God.
I decided to make some telephone calls before the meeting.
I made phone calls to three vendors of raw steel who I had occasionally
seen when I was home from boarding school during Christmas holiday each year. I
called all three of them and I said, “Hi, this is Dave, do you remember me?” They
were sweet and kind to me and I asked them how they were doing. I also asked

them about their families. They followed by asking me how my father was
healing. I informed them of his recovery and two of the three vendors said they
had called and visited to see how he was doing. I then proceeded to ask them if
they would kindly supply me with steel on a thirty-day credit bases. They initially
declined stating that my father’s factories had been closed for almost two years.
How could I expect them to give me more raw material on credit? I said, “You
have known me for a long time, since I was a child. You have known my father
and you know that if he had the money to pay you, he would. But he does not
have the money.”
I pleaded, “Please give me a chance, ten truckloads of raw material, and I
promise to pay you in thirty days.” They said, “Do you have the money?” The
answer was no, but I told them to trust me. I told them my idea was very simple:
two of the three agreed to meet me when I was back in town with a plan.
I then called the steel merchants that bought the steel rods for the
construction industry. Again, I asked them how their families were, and we
exchanged information about my father’s improving health. I then asked them
that if I were able to give them the finished steel of the same quality that my
father had provided, would they pay me upon the goods arriving at their
warehouse? They said they typically didn’t do that, but if I gave them a 2%
discount on the invoice, they could pay me in seven days. I said, “Deal!”
So here I was, armed with information that I could potentially purchase the
raw material for the steel mill with a 30-day line of credit, if I was able to convince
the vendors to supply raw material, which appeared to be a strong maybe, and

the purchaser was willing to pay in seven days, then I could pull this off. Very
simple thinking.
If I could produce the product and have it shipped in seven days, then get
paid in seven days, that would leave me fourteen days to pay the raw-material
supplier.
I called Manny after that and I told him that we could start the factory in
seven days; we could potentially break the strike.
In the afternoon, as planned, I went to the factory, parked dad’s old car on
the factory premises, and waited for the 25 men, including the union leaders, to
arrive. I sat in the back room of the factory, a man-child with my mother’s
eyebrow pencil filling in the space where hair would later grow on my upper lip,
waiting as the men congregated. I asked Manny to have the workers and union
members gather upon their arrival in hopes that a group of 25 men, all of whom
were at least fifteen to forty years older than me, who may have children at
home, were unlikely to murder me, whereas one of two of them, on their own,
may have highly considered it.
After the men congregated within the factory, as Manny organized,
Manny came to the back room to retrieve me. I asked him if the coffee and
donuts were ready, and they were. I walked in with a lit cigarette in my hand. I
put the cigarette on an ashtray and folded my hands and greeted them. I think
this amused them. They all greeted me as I entered the room and one of them
immediately questioned where my father was as they saw his car parked in the
factory parking lot.

I told them that about my father’s hospitalization, surgery, and recovery at
home. I told them that he would have loved to have come and met with them,
but he was strictly prohibited by the doctors. I told them that he will have a full
recovery within two months, and he would love to meet with them. Then, I
personally thanked each of them for coming to meet with me. I was grateful for
their kind gesture, and I truly appreciated it.
I then told them that we had organized coffee and donuts, and I asked
them how they liked their coffee. Ten of the men declined the offer of coffee, but
the other fifteen accepted. I made each of their coffees, even though many said
they could make their own, and they accepted this gesture with gratitude along
with the donuts I personally offered each one of them. Care; connect!
After the exchange of coffee and updating them on my father. I asked them
how they were doing and how their families and children were doing. The general
reply was that they had no money coming to them for 3 months. There was no
work, leaving them bored and uneasy as they were unaware of their future or
careers. They were waiting to hear what offer was on the table for them to
consider.
I remembered one of the gentlemen asked me about my father’s car in the
parking lot. I asked the group of men how long they remembered my father
owning and driving that car. The collective response was that my father had that
car for a very long time. I then asked them: if you owned so many factories, like
my father, would you be driving the same car for over 10 years or a newer flashier
car? The response was that these men were unaware of my father’s finances,
they understood my point, but wanted to know how this affected them.

I looked around at the men, found the face of the oldest man in the group,
and I remembered him coming to our home when I was a child. I asked him, “Do
you remember coming to my father’s home where I live?” He said, “Yes. I do. That
was a couple of years ago, and I started working for your father over 20 years ago,
and I helped him move furniture into his apartment years ago.” I asked him if he
remembered the apartment. He said that he remembered it being a onebedroom apartment. After that, there was stunned silence in the room.
After allowing half of a minute to pass, I asked the men if any of them cared
for my father. Did they like him? Did they trust him? Did they think he was a good
man? A lot of them responded by saying that my father was a good man, they
really liked him. One of the oldest employees, the one who had visited our home,
said that he trusted him because my father had helped him when his wife had a
medical emergency; my father transported his wife to the hospital in that same
car that I drove to the factory that day. I immediately responded with, “Then why
did you go on strike? Why did you stop working? Why has this factory been closed
for nearly two years? We have a financial disaster on our hands.” I then added,
“The chances of the other six factories ever opening again are slim to none."
I said my father has no money nor does the company. My father does not
even own his own house.
I only have one solution. The banks are refusing to lend us money to open
the factory. If you guys agree to come back to work, I have arranged meetings
with two vendors who would supply us with the raw steel required for processing
on 30-day terms. I have contacted our finished steel construction rod buyers
willing to pay us in seven days if we give them a 2% discount from the invoice.

I said, “Raw material will take two days to get to us, and we will need two days to
ship it back for sale. This leaves us seven days from the time of arrival of raw
steel of to process it into finished construction-quality steel rods. This leaves little
or no room for error. We must ship on day seven. Manny has just informed me
that we have one month of fuel in our storage tanks that we can use. If you say
yes to me now, we will be able to start producing within one or two weeks and
restart this factory.”
Then, I asked them, “Will you please help me do this for the sake of
yourselves, your families, and for me and my family?"
They asked Manny and I to leave the room, and I was told that the oldest
among the group, who know my father well, would come and get me. I asked if
they would like any more coffee and offered donuts. They said they were good,
and they would come and get us when they were finished discussing. So, Manny
and I went into the back room and we waited.
In the back room, Manny looked at me and smiled. My mind was racing. I
looked up silently at the ceiling of the room and asked Manny if there was a back
door where I could get out for some fresh air. He showed me out and I looked up
toward the sky and asked for help. I returned to the back room after 15 minutes.
We continued to wait. It had been over half an hour at this point. As I looked at
the clock one more time, I heard a knock at the door. It was the older gentleman
inviting Manny and myself back into the discussion room.
The leader of the group came to me and said, “We are going to open the
factory, all of us are coming back to work, and we promise you that we will work
extremely hard to help you as much as we can. We guarantee to push finished

goods out the morning of day seven. Do your best. That is all we can ask. Please
try to convince the vendor and let Manny know as soon as you have spoken to
him. Today is Tuesday, and we want to start working coming Monday.”
I said, “Thank you, but I still have one small concern. I have no idea how to
address it: What if the striking workers from the other six cluster factories come
here in opposition and want to have a struggle?” One of them smiled at me and
said, “Young man, if they come here, we will tell them to mind their own business
and that we have decided to do what we want. We have given you our word, and
we will do what we have said we will do.”
Then, one of the strongest and meanest looking of the bunch added, “Don't
worry! If they argue too much, the furnace is set at 2,400 degrees Fahrenheit, and
we can throw them in there. That will take care of them. Permanently!”
When I heard that, my heart nearly stopped beating, as I thought to myself,
“You better not screw this up.”
I was absolutely elated at their response and hugged each of them while
thanking them with folded hands.
After the men left, I asked Manny if we could have dinner and relax
together over a drink. He said, “Absolutely! Let’s do that!” Over dinner, I thanked
Manny profusely and said, “Without you, this would have never happened.”
I had been daydreaming about being able to do something like this for over
a week; now, reality was setting in at it was time to execute. I immediately called
the two vendors who had previously told me that they would consider allowing
me to buy raw steel from them and I arranged a meeting with them for the next

day, Wednesday. My next call was to let my dad and mom know that I would be
back home Wednesday morning and that the factory was going to start working
on the following Monday, God willing. They both thought I had lost my mind,
especially as I was still a man-child, but they humored me anyway.
Even though I met each vendor company independently, I am sharing what
was fundamentally mentioned in the conversations. The next day, I met with both
vendor suppliers for the raw steel. I greeted them with folded hands and asked
them how they were doing and how their wives and children were doing. They
informed me that they were all doing fine, and once again pleasantries were
exchanged about my family, especially my father's recovery. One of them jokingly
asked if my sister was still sucking her thumb and mentioned how cute she was
last time he saw her.
I then said to them, "I have great news to share with you! You will be able
to start supplying us again with the raw steel material that we need for our mini
steel mill." Curiosity struck them both, and they asked, “Isn’t that factory also on
strike?” To their surprise, I said, “With your blessing, and based upon the
conversation I had with you yesterday, the workers and union have agreed that if
I can get hold of the raw material to restart the factory, they will end the strike
and start manufacturing at the highest capacity they possibly could.”
They said, “Congratulations, but we never agreed to supply you; we offered
to meet with you and talk about it.” I said, “Yes.” They asked how you are going to
pay us? I informed them of the same thing I had told the union workers. To
reassure them, I encouraged them to ask the merchants who offered to pay me
within seven days at a 2% discount for the finished product. I told them I would

be able to process the raw material they supplied me within seven days. I would
have two days for the raw material to be delivered to the mill, two days for the
finished product to be delivered to the buyer, and I would have an entire 10 days
left to write them a check. These ten days would also allow me to cover any
unforeseen circumstances.
Their next question was what about the money that the company owed
them from the past. I assured them saying, “I will write you an extra check for 5%
for every truck load that you supply me to pay off the previous unpaid balance.
This way you will get paid over a period of six months to a year depending
on how much you supply.”
After a little back and forth, and one of them asked for ten minutes to think
about it, they both agreed to give me ten trucks each on credit and said that if I
didn’t pay them on time to never come back to show my face again and they
reminded me that they all knew where I lived. With folded hands, I thanked them
for being there for me, believing in me, and I promised that I would not let them
down. I then requested from the vendors of the raw material, to please dispatch
the trucks so that they would arrive at the factory on Monday, four days later.
They agreed.
I think one of the vendors called the steel distributors who I had mentioned
as the buyer of the finished goods to confirm my new 2% discount payment
terms. When you are honest in your dealings, you do not have to remember what
you said.

I then called Manny and told him to expect me back at the factory on
Saturday and immediately to inform all the factory workers to come back to work
Monday as 20 trucks of raw steel were going to be delivered. I also asked Manny
to thank each of them on my behalf for breaking the strike and being willing to
come back to work.
I went back home and once again relayed the facts to my mother and
father, explaining that raw material was on its way to be delivered Monday. My
dad asked me, “Son, are you sure you can handle this?” I looked at my family –
my father, still recovering from his major surgery; my mother, a homemaker her
entire life; and my sister, five-years old, innocent, and giddy to see me home from
my trip. I replied, “Yes. Of course, Dad.” I tried hard to keep my distance from Dad
because if he were to smell the cigarette smoke, he would have kicked my butt.
The same evening, I went to the library and I found books of how steel rods
are made from raw steel. The librarian warned me that the book I was asking for
would be very technical and she questioned if I wanted the book. I said yes and
she proceeded to give me two books. I spent the next three days of my life
reading the two books cover to cover, underlining things I found important,
reading and re-reading, knowing fully well that I would have to buy the books as I
was destroying them with my underlining and marking. But I said to myself, “So
be it. I need these books more than the library does.”
I had done a lot of asking, connecting with people, and thinking simply. I
wondered if I could pull this off. I said to myself, “What the heck? I’ll give it my
best shot! We have reached rock bottom. We can only go up from here.”

On Monday, the factory started. It took the workers almost five days to
restart the factory, as most of the equipment needed to be serviced. Right out of
the gate, I had lost five out of the ten days in my timeline to pay for the raw
material.
After cleaning up the equipment, production started running rather
smoothly. After staying at the factory for ten days, Manny assured me that the
finished product would be shipped on time, and I assured him we would get paid
on time from our buyer and that I would then pay out the raw material supplier
and the wages on time so that the cycle could be continuously repeated.
Everything worked out as planned, and the factory restarted. This would
continue for the next three months. At the end of each month, I would have a
quick look at the financial statements to see where we stood, and I realized that
right from month one, we not only were breaking even, but also showed a very
small profit. “This is remarkable!” my dad said when I told him. This was true for
each of the three months. So, I went back home one day.
My father was, at this time, getting ready to start going to his local office,
as he was told he had to wait another two months before he could embark on a
hundred-mile drive to the factory that I was able to reopen.
He started attending his local office and explored solutions to save the
other six factories.
I knew that my father would be at the factory that I had turned around in a
few months, so I asked my father, “Why is the mini steel mill that I am looking
after not making a good profit?”

He said, “Son, I have not been very involved in that factory for a while as I
was very busy with the other six, but I will look into it.”
Not having a satisfactory answer, on my next visit to the factory I started
asking Manny and the accountant as to why we were not making a good profit. I
had read and knew that mini steel mills were supposed to be very profitable, a
cash cow. I said, “Okay. Let's try and figure out what is going on.” I soon found out
that we were not producing enough steel, even at full capacity, per accepted
norms.
I immediately made calls to three mini steel mills, and I asked the managers
how much steel they made in one shift. Their answers varied from 25-35
thousand pounds, as these were also manual steel mills. That night, I started
reading the books I had checked out from the library. There again, I found a
passing reference about what the capacity of a mini steel should be, but that was
for a semi-automatic mill and much higher. I came back to my hometown and
started asking people in the steel trade what they knew about production
capacity and it was all very similar to the other companies I had called earlier. I
quickly realized that our production was 30% of what it should be for a mini steel
mill. This was not good.
I went to the chief of production and questioned why our production was
so low. He informed that he had been telling my father that we needed a much
larger electrical motor to increase the production capacity. I reported this back to
my dad. I told him that we needed to buy a larger motor. He said, “Okay, son, I'll
look into it, but you need to start thinking about going back to school, as the
university is starting soon.”

I decided, however, that I would continue to ask people what motor should
we get. I continued asking people in the trade. I then decided to find out the
names of the electric motor manufactures, contact them, and ask them to send
me catalogs with the pricing. I wanted to get a larger motor and execute my
dream of saving the mini steel mill.
After receiving the catalogs, I put all the information together and
presented it to my father, saying, “Dad, this is what we need to do.” I asked him
to focus on purchasing the correct electric motor that would increase production
five times over and save our mill.” He smiled at me like a father does to his child,
and said, “Thank you very much.”
My mind was in turmoil. I did not want to go back to school and further my
education; I wanted to help my father succeed in turning around the mini steel
mill. And perhaps even more, save the cluster of six. My mother, father,
godmother, and my mother’s sister told me point blank that not returning to
school was not an option and I needed to go to university and finish my
education. I applied and got into the two universities to which I applied. I selected
the university that was closest to my home, and I enrolled in classes. I started
attending college.
While attending college, when I found an interesting lecture, I would
become the listener. I became oblivious to my surroundings and so focused on
listening that it allowed me to grasp things very quickly. This enabled me to skip a
lot of classes, leaving time for me to run back to my father’s mill to see if I could
be of any help. I would go to the steel yards either to check on raw material
being shipped to the mini steel mill or to try and get raw material from different

vendors. I thought that if production increased with the new electric motor that
my dad would purchase, we would need more vendors. I would often take a
couple of my friends with me, who were either not interested in attending classes
or had finished classes sooner, to the steel yards, and they thought it was cool to
hang out with me there because they were intrigued by what I was doing. One of
those schoolmates became my best friend, with whom I started sharing my
thoughts and ideas. I often told him that he should become a businessman. This
continued for about eight or nine months. However, I was no longer in charge,
but instead I was taking orders from my father.
When I was home from college, my dad would avoid a lot of questions
when I would ask him about the business, and he would change topics and ask me
about school and what career I was going to select. There was not much open
dialogue. I would constantly encourage my mother to speak to my father about
purchasing the new electric motor. This went on for a year. During that time, I
would hear rumblings about courts and the six factories in a cluster that were still
closed. This continued for eight months. One day, I heard that dad had found a
hard money lender to help. After all my pushing, he decided he was purchasing a
new electric motor. A month later, my father asked me to visit the factory and
witness the new electric motor and the affiliated equipment.
I went there with high hopes and waited there for two days to see how the
mill was producing. The electric motor acquired by my father was only 50% more
than the existing electric motor capacity. What we needed was something that
with 300% more capacity, which I had proven to him. I had told him this for

months; however, as my father was in charge, he was responsible for the final
decision of the purchase and that was that.
I was heartbroken. I had realized that day that the sun had set on the future
of that mini steel mill and that would be the end of my family’s factories. I was
once again standing on a cliff looking into the abyss, broke, but not broken,
because now I had a feeling in my heart that if I could do this nothing could stop
me. I knew that with each sunset, there would come sunrise.
I shared this information with two of my close friends with a stoic face.
They responded by hugging me and asked me to let out my emotions.
Obligingly, I said, “All right, guys. Let's go have a beer, and after we finish the allwe-can-drink evening, we will bury the past. You can’t drive a car while looking in
the rearview mirror; the rearview mirror is only to be used to make sure you're
not going to be hit from the back.”
That was our beer night. After about four beers, I said to them, “You know
guys, I had become that mini steel mill. It was my oxygen. My food. My being. My
blood-flow. It was my focus. I learned so much information about how to run a
steel mill from both a practical and theoretical standpoint that I could never have
learned in school, after reading over a thousand pages on that subject and visiting
countless factories during those six months. I gained knowledge that was deep
and wide. No one can ever take that knowledge away from me!”
Knowledge is acquired through asking, observing, reading, listening, and
focusing; but to succeed in executing your dreams and your vision, you need to
start with connecting to people!

CHAPTER TWO
“Connecting With and Understanding Others”
Ever since the beginning, when Homo sapiens started walking the earth, we
have tried to connect other with people. The caveman used grunts and sign
language with his fellow beings to hunt for food, look for water, and obtain land.
He or she would try and connect with other Homo sapiens in hopes to make
friends with them to collaborate and or cohabitate, so they could increase their
numbers.
An increase in numbers meant greater strength, to hunt, gather food, have
safety from attackers, obtain and secure more land.
Good connectors would negotiate and try and join larger groups to increase
their territory and to expand their influence in an area.
This would enable them to have greater chance of survival. By connecting
with each other, they would quite often attack and decimate other groups that
were smaller and weaker than their attacker due to lack of connection with that
group that was unable to form a group as large as the attacker. This is sad, but
true. It was not necessarily the strongest caveman who had the greatest chance
of survival and greatest chance at increasing the size of the cave camp, but rather
the caveman who was best at connecting with others who had the greatest
chance of success.
Even in today’s world, Instagram, Facebook, Twitter, WhatsApp, YouTube,
Snap Chat, WeChat, and Tik Tok are all being used by humanity in hopes to
connect to one another; that’s it!

Today, the ones who have been able to connect in these social media
platforms have become power centers and have profited from the connection.
One can argue for the next thousand pages whether or not this is increasing our
knowledge base or if it is just a craze and is the new nicotine; but, at the end of
the day, the ones who can connect best are considered more successful.
To connect, you need to care not only for yourself, but it is equally
important that you care for the person with whom you wish to connect. The
person with whom you need to connect must first like you, which could mean
they simply like your smile, appropriate attire, or the way you carry yourself. For
that, we must always radiate a positive demeanor – a demeanor of confidence
and happiness, even if you haven't had the best day.
The individual will admire you if you have the following qualities: honesty
and integrity or a “can-do” or “I will figure it out” attitude.
If they admire you, the chances of them trusting you are high. If they trust
you, they will 100% connect with you!
To connect with people, always start with a smile. Walk upright when you
are entering a room, smile, be pleasant, and be genuine. Connect with your eyes
with the other person, while looking into their eyes; and then, equally as
important, tilt your head down just a little. This small action of tilting your head
downward shows humility, humbleness, and appreciation of the other person.
To connect with people, like I said before, you need genuinely to care about
the person with whom you are connecting as well as their families and their
personal well-being. Asking about themselves and their family is a great start to

connecting with people. When people feel that you genuinely care for them and
that you are an authentic person, they will connect with you. When you connect
with people, they are highly likely to associate with you, do favors for you, give
you knowledge, information, business, a raise, a promotion; the possibilities are
limitless with this connection. I experienced this personally when I had the honor
of meeting Mr. J.W. Marriot, Jr., the Chairman of the Board of Marriot
International. The first thing he did was ask me about the well-being of family and
myself. Several years later, I had the honor of meeting his son, Mr. David Marriot,
who also asked me first about my family and myself before we began any
business discussions.
Mother Teresa positively impacted the lives of millions with her love for
humanity. She was the recipient of the Noble Peace Prize in 1979 and was
recognized by the Catholic church as a saint on September 4, 2016.
Mother Teresa once said that for people to connect with you, they need to
trust you. They will only trust you if your love for them is genuine and
unconditional. If they truly believe you have their best interest in your heart, and
your motives are not selfish, then they will go out of their way for you and do
anything you ask. You can really connect with people by caring about them.
Not only did I learn how to connect with people from Mother Teresa, but I
also learned how to change people successfully for the greater good.
One might question how you can connect when you're not in the best
situation financially or emotionally. There are a lot of small things you can do that
require zero money. You can research the person or group with which you are

hoping to connect by finding out their interests. Perhaps they favor a specific
football, basketball, volleyball, or baseball team. You can research that team and
share some of the recent success of the team with them, the handbag, shoes or
fragrance they are wearing or maybe you notice a fashion statement about the
person with whom you are hoping to connect, and you connect over the latest
trends.
In our society today, it is so simple to learn about people’s interests and
hobbies by using social media and internet searches. Use this to your advantage
to connect, without using it to manipulate people. Find whatever subject you feel
would best help connect you with the person of interest. This also applies to when
you are meeting a group as well, to connect with them.
Let's say you are meeting, for the first time, a group of people in a
corporation with whom you don’t work. You could research the corporation and
research what the corporation stands for and share with this group some of the
values that you have in common.
I have read the book The Godfather several times, not focusing on the
mafia racketeering, but as a book that helped me understand people and life. It
taught me the importance of unity in a family and within an organization. One of
the most famous phrases from that book is, “Make him an offer he can't refuse.”
Later, the book explains how to look for weaknesses. For me, these are tools that
humanity can use to connect and understand, without manipulating people.
Let me give you an example. I wanted to help my family, like I mentioned in
the previous chapter; to me, this is the importance of family unity. I also
genuinely cared about my family. I was able to connect with the union workers

and all the vendors because I genuinely cared for their well-being. Just as I felt
sorry for my family being in financial distress, I also felt sorry for the union
workers and the company’s vendors who had not been paid. They liked me
because they thought I was genuine, and I was. I am unsure if they liked me
because they admired my courage, the donuts and coffee, or if my drawn-in
mustache simply humored them, but either way, they liked me.
The reason this connection succeeded with the union workers is because
they liked me, and at least wanted to trust me. However, it was the fact that I was
offering them something they could not refuse that drew them in. I was giving
them their damn jobs and livelihood back!
In return, they agreed to restart the factory and break the strike for me.
The connection I established with the vendors led to them liking me, and
perhaps even trusting me. They, too, had a selfish motive: I was giving them 5%
of the past-due balances, plus the buyers for my finished product were paying me
immediately so the vendors were sure that they would be receiving the money on
time for all new orders – new, good, secure business.
I also made them an offer that they could not refuse. In return, they gave
me the raw material I needed to start the factory.
Understanding Others
Understanding others is crucial to mankind. Since the beginning of
humanity, most misunderstandings, wars, animosities, relationship dissolutions,
fights, and turmoil are caused due to a lack of understanding among the people
who are involved in the situations.

Perhaps I am naive to think that more than half of the problems in the
world would disappear if people took the time to examine six simple words for
five to ten minutes each and apply those words to their specific situation. These
words are:

At this point in my life, I was back in college, and I suddenly found that I had
become extremely popular. I finished my education and got a Bachelor’s degree
in Science. I soon realized that the friends who I hung out with in my previous
years of college had told their friends who had told their friends I had broken a
union strike at the steel mill and blah blah blah.
This popularity led to me becoming a student leader, and my ability to
connect with people allowed me to bring together two traditionally rival groups in
the school: the urban group and the rural group. They each made up about fifty
percent of the student population. To some extent, they represented the haves

and have-nots, the urban group being the haves, leaving the rural group as the
have-not.
It was easy for me to understand the rural group, the have-nots. I related to
them because of my recent steel-mill experience. I understood what they said,
why they said it, where they said it, how they said it, and I could understand their
thought process. I understood they stemmed from financial distraught and most
of their thoughts were based around that one fact.
Being a student leader offered me an opportunity to enter the highly
corrupt political world of India for monetary gain at that time. That was not my
choice, even though I was desperate.
I have a great respect for all religious beliefs, but by using these six
questions, I have been able to obtain explanations for some of these customs, at
least for myself. For example, in Judaism and in Muslim religions, believers are
forbidden to eat pork. These are ancient religious beliefs, like in most religions.
Let us examine the life of a pig living thousands of years ago. These were wild pigs
that roamed the streets where open sewage was often their food. They slept in or
around open sewage as septic tanks were not yet invented. The pigs were eating
and living in extremely unhygienic conditions. If not properly cleaned and
slaughtered, the consumption of pig meat would lead to disease and death. My
thoughts are that the religious leaders therefore must have proclaimed that it
was against their religion to eat the pigs.
Who said this? The religious leaders. What did they say? Do not eat pig.
Why did they say it? Because they wanted you to live longer! When did they say
it?

Thousands of years ago. Where did they say it? Ancient lands. How did they
say it? They proclaimed that eating pigs was against the religion in an effort to
gain compliance. This is simple.
Now let's go to the believers of Hinduism. The Hindu faith prohibits you
from eating cow meat. In one of Hinduism's holiest books, there is talk about a
part of the country in India being extremely rich in the availability of milk and
honey. This was also the wealthiest part of India. At that time, India had
approximately 58% of the total wealth of the world. All the other countries
combined had 42% of the wealth. Imagine the wealth of all Europe, Canada, and
the USA in today’s world concentrated in one country: India. Although money was
prevalent in this part of the world, honey and milk were scarce. In hopes to
resolve this, Hinduism leaders had an aha moment. They said, “Cows are holy!
Hindus cannot eat cows. Period.” By proclaiming that cows were holy and saving
them from the slaughter, this increased milk production. Problem solved. Got
milk?
Now folks, if you can easily, by using those six words, understand such
deeply rooted religious beliefs, do you think you can figure out why your
boyfriend isn't calling you back or why your boss fired you?
Using these six words, think about each problem you have in your life
where you want answers or where you have problems in communication. Dwell
on these words for five to ten minutes each when making decisions or resolving
issues with others. From this designated time, you will find a solution or find the
reasons to say, “I got it!”

CHAPTER THREE
“Twenty Dollars to Fifty-Four Million. Thinking Simply”
So here I was with no MBA in my future due to lack of funds, while my
father had lost all his businesses and had taken up a midlevel managerial job so
he could feed his family. Even his old car was no longer reliable. My mother tried
pushing me into chemical engineering, saying that she would arrange for the
money to be sent with help from my grandmother. But my heart was simply not
in it. I told my mom that I would boil peanuts and sell them on a street or become
a cab driver; but more than anything, I wanted to be free and chart my own
destiny.
After a few weeks of contemplation, I thought that since I had a degree in
chemistry, maybe I could get into the chemical business and buy and sell
chemicals; this was a very simple thought.
I asked my family for twenty dollars to purchase an office briefcase in hopes
to look like a salesman.
After getting the briefcase, I went to a chemical dealer and asked, “If I sell
your chemicals, will you pay me a commission?”
He said, “Sure. I have nothing to lose. You're not asking me a job, right?”
I informed him that I was not looking for a job, and I asked him to give me a
list of his chemicals with my commission built into the prices. He said, “We can
offer 30 days’ credit if the companies we are selling to have a good credit
history.”

Armed with these lists and using public transportation, I would try and
meet with at least eight or nine companies a day. In the first month, I made a sale
of six thousand dollars to a chemical manufacturer. When I got the order, the
customer told me he wanted the delivery within three days. I asked him if it was
typical to expect delivery in three days. He said, “No, typically we get delivery in
two-and-a-half to three weeks.” He added that the regular manufacturer that
supplied him directly had let him down, hence, he urgently needed the material,
or he would have to switch his factory to produce some other chemicals that had
not been planned to be produced for another two weeks. He said to me, “You
have been coming to me every day for the last two weeks. If you want a bloody
order, I can give you this order if you can deliver in three days.”
I called the distributor who had the chemicals in stock, and he said the
order was not large enough for him to dedicate a truck, which meant that he
would consolidate the delivery with his other customers. I asked him, “Could you
get a smaller truck” he said yes, but that would cost him more. He gave me the
amount for the extra shipping with a small, dedicated truck; the total was around
ten percent more than the original price he had quoted me.
I immediately called the gentleman who said he needed the goods in three
days, and I told him that the price would be twenty percent higher, which
included my ten percent commission, because I would have to send a dedicated
truck to service his small order. He said “sure” as his order was a very small
component of all the chemicals he used in his process. He added, “Your
component allows me to produce over $200,000 worth of product, so I can pay

you $1,200 more. In the big picture that is nothing. My company has no problem
with that.” Of course, I did not say a word to him about my commission.
I encouraged him to place the order, and the order was delivered on time. I
now had my first customer and made my normal 10% commission. The customer
was pleased with me. I was focused. And by thinking simply, with my first
commission, I had money to survive.
The same day, I called the supplier and asked how much time it took
typically to supply his chemicals to the manufacturers. The company that was
going to pay me a sales commission was not a manufacturer, but a large
distributer of chemicals. He said his lead time was normally three weeks to supply
goods.
Later in the evening, I started thinking. I wondered how many chemical
manufacturers there were in a 200-mile radius. I found out easily, using the
power of asking, that there were over 1,000 manufacturers within two hundred
miles, including those that were small, medium, and large.
I said to myself, “If I can somehow deliver product within three days to the
largest top-notch manufacturer – within that two-hundred-mile radius – that
needs product urgently due to some delay from its regular manufacturing
supplies, not only would I get the order, but I could probably get a premium
price.”
In the next three days, I met with or spoke to the 50 largest distributors of
chemicals within a 200-mile radius and asked them what the process would be for
me to be able to buy chemicals from them. I then called the trucking company

and my manufacturer’s warehouse as well and asked how and why they needed
three weeks to fulfill an order. Here is what I leaned.
1. Place the order after agreeing on a price.
2. Wait for about five days before I would receive a piece of paper to send a
truck to pick up goods from the warehouse.
3. Call the warehouse to make sure it had received the same copy in the
mail and ask when I could come to the warehouse.
4. Get an appointment first with the trucking company to make sure that it
has a truck and then call the warehouse again to make an appointment for the
truck.
5. The trucking companies could have a truck in a day or two, but the load
would need to be picked up and delivered to my manufacture customer the same
day, so I would need to make sure to have an appointment for picking up the
goods and delivering the same day.
After gathering all this information over three days, my head was spinning,
just like yours probably is after reading it. This appeared to be a complex situation
requiring three weeks for normal turnaround for executing orders.
Time for a beer I thought.
The next day, upon awaking, I began to think simply.

1. The goods need to be delivered on day three, so it should be easy to get
the appointment from the buyer’s warehouse at the factory, since goods were
needed urgently, to prevent disruption of their factory’s schedules.
2. What if I went or sent someone to sellers’ offices to pick up the paper to
receive the chemicals?
3. Once we had the paper, we could go directly from his office to his
warehouse with the warehouse copy and arrange to have the trucking company
pick up the goods the very next day.
4. In the meanwhile, I would arrange the appointment with the buyer to
deliver product on day three.
I thought this just might work.
I had just received $600 from my first commission check when I started
asking around for a loan for my business. I got an offer at 24% interest per year
for $10,000 upon the condition that money would only be lent out if the purchase
order was from a top-notch company.
My total capital at this time was $600, consisting of my commission check
and my office briefcase of $20 and hoped that if I got an order from a top-notch
company, I could get money to pay at 24% interest per year.
A few days later, I embarked on meeting with only the top-notch
manufacturers. I met with five manufacturers a day and asked them what
chemicals they needed urgently. I informed them that I could deliver the same in

three days with my slogan, “We deliver on time!” With simple thinking, you can
do so something spectacular.
The idea worked. By the end of the month, I hired my first employee. I
found that I could easily net a profit of 20% of each sale I got. By the third month,
a small private bank agreed to lend me up to $150,000 again only for sales to topnotch customers like BASF and Hoffman La Roche, who were even bigger than the
banks, at 18% interest per year.
By the end of year one, I was earning over $10,000 a month.
By the end of the second year, I had a dozen associates, and I was earning
$300,000 a year. I would pay four months of an associate’s salary as a bonus
each year after the second year and paid for the complete healthcare of all my
associates. I genuinely cared about those around me who helped me succeed in
life. You should, too!
While I was making tons of money in my second year of business, I bought
two flashy cars, even though I could only drive one at a time, as well as flashy
clothes, jewelry, and fancy box club seats with Kristal champagne flowing.
One day, when a very large order was received, I found that I needed more
cash to execute the order than I had, and I had to borrow money again at a 24%
interest per year.
This got me thinking: Why on earth had I spent over $150,000 on
superfluous stuff?

The trap of acceptance and the “Look at all the things I can buy!” syndrome
had gotten the best of me. After going through hell and back financially, I was
really trying to tell the world “Please accept me as an equal. I am worthy of
acceptance!”
So, guys, when you have achieved some financial success, please do not
buy those fancy wheels, designer handbags, diamond earrings, tennis bracelets,
body enhancements, and beauty products.
Life is like swimming in the ocean; there will be waves, and in hopes to
prevent yourself from going under, any excess money must be saved and invested
for a rainy day. As a rule, at least 25% of what you earn must be saved, so start
saving as soon as you can. Do not count on Social Security or your spouse’s
income; the only one on whom you can count in life is yourself.
Business was booming. I invested all of profits from the business back into
the business except for the 25% I would move each year into a separate
investment account for my security.
We must learn from other people’s mistakes! My father invested all his
earnings back into his steel mill businesses; I would not make that same mistake.
At the end of year two, both our buyers and suppliers adored us. The latter for
the volume of business we gave them and the former for our “deliver on time”
business model that allowed these manufacturers to continue without
interruption. Ninety percent of all the deliveries were now shortened to next day
as we had a dozen trucks every day ready for the same.

All of my customers and my buyers loved me and started trusting me,
having faith in me because of the fact that I was there for them whenever they
needed goods to be supplied to prevent their company from changing their
production plans. So, over time, we became more than mere business associates;
we became friends, but still had to maintain a professional relationship - church
and state.
One day, I overheard that my biggest and best customer was looking to
import almost $3.6 million worth of chemical machinery for manufacturing
chemicals. He was getting bids for this order. I asked him, “Why don’t you give me
this business. I guarantee I will sell it to you for $100,000 less and you know about
my timeliness so you could install your machinery and start producing even
faster.” The equipment was being imported from Germany. He asked, “Are you
sure you can do this?” I answered him saying, “Absolutely! Just give me a couple
of days, and I will have this $100,000 lower price quote prepared and delivered
for you to place the order with my company.”
At that time, I had no idea how I was going to even pull this off. However, I
always thought, if “I aimed for the stars, I could land on the moon.” I immediately
called several Customs Brokers and asked them to find out the percentage rates
of import duty on the equipment, as I had already found out the price from
Germany for buying the equipment by making a quick phone call. Once I knew
that, I would know what my cost for this machinery would be to quote a final
price.

After a day of investigation, they came back to me and said that they were
unable to find the category in which this machinery would fit, as the rate for every
category is different.
I had hit a brick wall. There was a lot of money at stake, and I needed a
solution quickly.
I asked my most experienced buyer of chemicals, who was a veteran in the
industry, out for drinks and dinner. I needed his wisdom and experience; he was
30 years older than me.
He said, “Kiddo, see me after office hours. Meet me in my office at 5:30.”
The next day, I went to his office, and he had spread out on the table the
information I had given him the previous evening. He began to show me how to
look for different categories, and after two hours of relentlessly searching, we
reached our “eureka” moment! We knew exactly what category the machinery
fell into and what the import rate would be. Then, we added the numbers in
round figures, and realized the margin of profit would be almost $1.25 million on
the $3.6million order.
The next day, I accepted the order. That same week I flew to Germany
putting a rush on the order for it to be shipped within two weeks. I delivered the
entire order to my buyer in one month. The competition had quoted the buyer 90
days. This was my entry into a brand-new area of business, i.e., supplying
chemical equipment to all my chemical buyers who wanted their product
“Delivered on Time.”

I also went back to the experienced buyer who guided me and gave him a
check for $50,000 as a consulting fee for guiding me and being a mentor. I
thanked him with folded hands for sharing his knowledge. His jaw dropped; he
was not expecting this! He finally accepted the check after a lot of persuasion, as
he was not expecting any money for the help he had provided.
Remember to appreciate those who help you in life, even in small ways. A
thank you note is enough to a mentor.
In a few years, this business, in terms of volume and profitability, was
running parallel with my chemical supply business and I started spending three
months a year traveling between Europe and Asia for the same. At this time, I had
MBAs and a CPA now working for me. Perhaps not getting my MBA was the best
thing that ever happened in my life.
During the second year of my chemical business, I had taken it upon myself
to start mentoring people who came into my life, some much younger than me,
others similar in age to mine, and even some much older than me. I would always
tell them to think simply, question everything, use the power of asking, and tell
them to be focused … and you can do anything!
We are constantly making advances in learning, whether it's in the sciences
such as engineering, information technology, computers, medicine, or in the arts.
These advances are improving our lives and are making the world a more
comfortable place to live, leaving more time for leisure and time for ourselves.
We all love that.

This is great; however, with progress, our lives have become more
complicated and we unknowingly have stopped “thinking simply.” When we
encounter a problem in our personal or professional life, we want to hand our
problem over to an expert.
In the last chapter, we saw how simple thinking led us to understand there
was a genuine “need” for a three-day turnaround for manufacturers to avoid
disruption of their schedules in production. We then used simple thinking and
took a deep dive to analyze and understand the problem to be a super-long,
drawn-out process that appears to us to be unnecessarily complicated.
With simple thinking, we came up with a solution that enabled us to solve
the problem and start a business with only 20 dollars – almost no money to begin
– which continued to make money hand over fist.
In the previous chapter, we talked about connecting with people and here
again we used our “simple thinking” and “connecting with people” techniques to
build businesses and to also improve the efficiency of workers for hundreds of
chemical manufactures. In turn, these manufacturers could now employ more
people, generate more profit, and increase prosperity in the areas where they
operated, which was good for our society as well.
One day Jack, an associate with a Master’s in computer technology, our IT
guy, walked into my office saying, “I have had it with this computer! It's dead!” I
responded saying, “It is less than two years old. Have you tried everything?"

With a smile on his face, he reminded me of his education and background
with computers and pointed out that I could barely even cut and paste on a
computer.
I said, “Let me get some coffee, and I will be back in a minute.”
While sipping my coffee, I noticed the smell of cleaning products in the air;
it was a Monday, and the office was routinely cleaned each weekend, including
vacuuming, and shampooing the carpets – both requiring electricity.
I returned to my computer-geek associate, Jack, and said, “Have you
checked to see if the cleaning crew accidently disconnected the plug from the
outlet?”
The request for a new computer never came back. LOL.
Look around you. A lot of your problems can be overcome with simple
thinking. In no way am I belittling education, but with knowledge and education
and applying simple thinking, you can overcome a lot of your obstacles.
While my business was booming, I got married and my wife and I had our
first child. Shortly after our baby girl was born, my wife insisted that I start having
a shower with a raincoat – I had to wear a condom. I hated it! Really, really hated
it!
Business was booming and life was a peach! I was traveling all over the
world, flying first class three months out of the year. I still owned the company
solely, and my company was on cruise control. It could operate without my

leadership for a month and still make boatloads of money. I always socked away
25% of the profits.
Community admiration had grown exponentially. Business associates and
banks really admired and idolized the way I conducted myself. Many of them
began to ask if I would consider selling shares in my company and expand into
other businesses areas.
By the sixth year of business, the company was grossing about 54 million.
I was, however, very concerned about the grave problem in India at that
time: the rapidly expanding population, especially in rural areas. India’s
population was 750 million with a land mass just a third of the USA. At the same
time, the United States' population was 250 million. Rural India’s only nonmedically supervised option for contraceptives was a condom. Birth control pills
and IUDs both required a doctor, who, in most cases were a hundred miles away.
I felt sorry for these young girls and women as they were the ones getting
pregnant. Although condoms were available, most men hated using them and
women did not desire their use. You could designate me at the captain of this
condom-hating team.
Having been a have-not who had risen from the ashes, at heart I was and
always had been a very socially conscious businessperson. Mentoring was also a
very important part of my life then as then as it is now.
So here we go, Doctor of Simple Thinking! I had to create a solution!

CHAPTER FOUR
“Invent Now and Live Without Fear of the Unknown”
The population continued to grow in India. Thinking simply, I said to myself,
“If a woman is the one getting pregnant, why can we not find a contraceptive
product for her that is sold over the counter?” This could reach the rural villages
of India and be sold in the same way as candy and cigarettes. This contraceptive
could be sold in convenience stores, kiosks, mom-and-pop stores, farm shops,
grocery stores, and drug stores.
The government in India at that point was doing tremendous advertising on
billboards, TV, and news media warning the masses that unless India controlled
its population, it would never become a developed country and the country
would continue to be impoverished.
Being a socially conscious businessperson – young, brave, fearless, and
stupid – I decided to start researching if this were possible and if it could be done.
I started by first asking my pharmaceutical and chemical manufacturers if
they were aware of the existence of such a product. The answer that I received
was they were not aware of such a product.
I was still focused on my existing business and continued to travel all over
the world. On my next trip to Europe, I went to a drug store in London. Here I
found an over-the-counter spermicidal product that had approximately 85%
efficiency in killing sperm and preventing pregnancy. During that same trip, I
visited Germany where I found another over-the-counter product that could be

used by a woman. When inserted, this product formed a shampoo-like foaming
barrier that prevented the sperm from moving and fertilizing the egg.
I came back to India armed with boxes of both products. By now, you have
probably started thinking like me. You got it, right?
What if I could create a product with both the spermicidal effect, killing the
sperm upon contact, and in the same formulation also add the foam to
immobilize the sperm? The effectiveness would be much higher! Also, this would
be an over-the-counter product that could be taken into the most rural parts of
India where there was not a doctor within a hundred-mile radius.
I received a lukewarm response from business associates, friends, bankers,
and even my own family members. They responded saying, “You have a very
lucrative business going. Why would you diversify into the unknown when even
the government has not been able to make an over the counter, woman’s
contraceptive product?”
When I was repeatedly told that I should stick to what I was good at, every
ion within my being boiled with a desire to create a solution, a product that would
work and could be sold over the counter to all women in India. A great sense of
service to the nation also overwhelmed me.
When I was 19, I had been “touched.” I attended a lecture, a discourse by
JK, the keynote speaker at the United Nations in New York in 1985, who spoke
about world peace and unity.

The discourse I attended was “How to Lead a Life without ’Fear of the
Unknown.’” I was only 19 then, and I remember him speaking for nearly two
hours on this subject. While he spoke, the hair on my body stood on end.
Although he was speaking to an audience of over 50,000 at a park
surrounded by loudspeakers, I became oblivious to my surroundings and felt that
he was speaking directly to me and me only.
He said, “Give me the definition of the word unknown. It is something that
is not known, right? So how can you be afraid of something that is not known?
How can you fear something that is not known? Why would you fear
something that is not known?”
Why be in fear that you are going to get fired for something that happened
a week ago when you are working and focusing on your job? Why fear this when
it is unknown?
Why be fearful?
Why be fearful of failure while you are studying for an upcoming exam? It
is unknown.
Why be fearful when you are learning to drive a car, worrying whether or
not you are going to have an accident? It is unknown.
Why be fearful if your spouse is going to lie to you or cheat on you? It is
unknown.
When you apply to colleges for admission, why live in fear of your
acceptance? It is unknown.

Why live in fear, after you have chosen your career path, if you will be
financially successful in it? Again, it is unknown.
Why live in fear of disapproval from your family about the person you are
dating? If you are fearful, when you bring your date to meet your parents, you
and your date will not be yourselves and most likely will not leave the best
impression on your parents. Your parents’ approval is unknown. Do not live in
fear of the unknown.
Why live in fear when traveling and flying in an aircraft? You will have
turbulence from time to time, ranging from mild, to moderate, to severe.
However, the chances of your aircraft crash landing are very remote, so
again do not live in fear of the unknown and enjoy the flight! Look out the window
at the sky, mountain tops, and blue oceans, and take it all in. Do not let fear of the
unknown ruin your flight.
Why live in fear of your peers making fun of you while at work or in school?
If you live without fear of the unknown and think simply, and focus as suggested
throughout this book, it is only a question of time before your boss becomes your
subordinate and the person making fun of you in school will be reunited with you
at a college reunion, looking up to you for advice.
When the farmer is sowing his seed, his only focus should be on planting
the seed on the farm. When he is planting the seed on the farm, if he begins to
worry whether or not he will have enough rain for his seedlings to grow, living in
fear of the unknown, he will never focus on being the best planter and seeding his
farm. If he worries about the future weather, he will do a poor job planting and he

will never have a good harvest. He will be a financial failure. Again, the reason for
his demise will be that he was living in fear of the unknown instead of focusing on
the now, i.e., just focus on planting the seed.
Why live with any fear of the unknown when the very definition of the word
is not known?
When you are NOT living in fear of the unknown, your brain expands
exponentially, allowing you to dream, imagine, invent, innovate, focus, and
accomplish things that are beyond your own wildest comprehension.
Living in fear of the unknown constantly stops us from truly leading a
natural and normal life that you were meant to live. It inhibits our growth and
potential and does not allow us ever to become the best that we can be.
From my own personal experience, I can tell you that I have lived without
fear of the unknown from the age of 19. This has allowed my brain and mindspace to be completely devoted to the “now.” It has allowed me to focus and do
things that I look back upon and wonder, “Did I really do this?”
I want to make it clear that I am talking about the fear of the unknown. This
does not mean that, by any length of the imagination, that I want you to put your
hand into a gas grill when the flame is lit to see if your hand will get burned. That
would be stupid. We know that when we touch a lit grill our hand will get burned.
After being touched by this discourse at the age of 19, I always led a life
without fear of the unknown. So, now, I decided that I would continue my search
for a solution.

It took me six months to figure out how to combine a spermicide that
would kill the sperm upon contact, be safe and nontoxic in the body for the
woman, and also incorporate a foam barrier within the product that would
immobilize the sperm. I decided to call this product “Now” because it was the
need of the hour and it could be used as needed when needed.
In the next six months, I decided to start the process to order all the
equipment needed to manufacture “Now” in India, develop the packaging,
locate land, and construct a building to house all the equipment, while
simultaneously approaching one of the leading banks in India to help me to sell
stock in this new company.
The bank asked me to make a formal presentation that would include
selling shares/stock in my company, any additional loans that I would need for
long term to pay for the equipment, a marketing plan to sell the product, and, of
course, receive any government approval necessary.
I got a small batch of “Now” made overseas in England with the formula I
had dreamed up and put together. They did so with a minor tweak. I asked the
National Association of OBGYNs in India to perform clinical trials and bless the
product. I did the same with the government of India. I also applied to the U.S.
Food and Drug Administration, sent it samples, and was informed that based
upon the active ingredients, I could market the product as an over-the-counter
contraceptive option in the USA, as well.
Approvals from the government of India and the positive results of the
clinical trials done by the National Association in India of OBGYNs all came
through over next four months.

Armed with all this information, I made a full-blown presentation to India’s
second largest bank at that time, CB. I was pleasantly surprised to see that CB had
asked 1st Bank of 50 States to attend the presentation.
At the end of the presentation, I was informed that CB, along with 1st Bank
of 50 States, would underwrite my entire offering of stock in my company, and
they assured me the sale of my stock would be a grand success. This was great
news! They immediately gave me a line of credit for the purchase for all the
equipment that would be necessary to create the product “Now” along with
financing to purchase a factory building.
All the naysayers who thought this was mission impossible suddenly
became believers and wanted a piece of the pie – they wanted preferential
treatment when it came to purchasing stock in my company. They asked me to
“meet the press” and do a dog-and-pony show all over the country.
So here I was with no background in public speaking and very young, and I
began speaking at press conferences, road shows, traveling all over the country
explaining my vision and equally as important, explaining my product.
At the very first conference, I wore a suit and necktie, and within the first
few minutes I felt that I could connect better and be myself if I could remove my
tie, take off my jacket, be me and share my vision and dream of taking “Now” to
the masses in India.
I asked the most senior member of the press if it was OK. He said, “Fine
with me, young man.” This allowed me to be myself and connect with the press.

The press conferences were spectacularly successful! I appeared on the
front page of every major newspaper published in India at least three to four
times over the next three months. “Now” had ignited the press and media, they
felt it would be an important tool to control the population, especially in the
urban areas where there was a higher degree of education and affordability.
When stock in my new company was finally offered for sale, there were not
enough shares to go around. For those who wanted to purchase my stock, they
had to be allotted shares by a lottery system. For each unit of 50 shares, there
were approximately 60 people who applied for the stock. So, one of 60 who had
applied for the stock received a share in my company. The stock opened at a
premium price of 350% when it was finally available for free sale on the stock
exchange. I became the youngest entrepreneur to ever take a company public in
India when the stock was finally listed for sale.
That record stood for nearly 15 years after I left India, but that's a story for
another day.
With wealth and success comes power – and never let it go to your head. I
continued to be myself, doing a lot of mentoring and public speaking, and never
forgetting the purpose of why I started this business.
One of my associates made clippings of all the news articles appearing in
the newspapers and magazines from all over India; a third of them had
photographs of me. Over the course of the next year, we would collect clippings,
accumulating to a pile that was nearly two feet high! I never really paid a lot of
attention to them, but they would later help me get further in life.

I learned from a cousin who said, “It’s OK to know who you are, but you
don’t need to show who you are.”
My company started selling “Now” all over India.
At this time, I started corresponding with the top politicians in India to get
my product into the government program, as I felt that this product could really
help the population control, which was a continuing problem.
I received a letter from the Prime Minister of India (the equivalent of the
President in the USA), the late Mr. Rajiv Gandhi, commending me for my
wonderful work and assuring me that my company would enjoy the support of
the Indian government. I was elated!
At that time, the government of India had a massive program distributing
billions of condoms to the Indian population free of charge – it was desperate to
decrease the rapidly growing population, especially in rural India.
I then started meeting on a regular basis with the ministers and officials of
the health ministry in India, who initially were very courteous because of the
interest exhibited from the Prime Minister’s office.
After four months, I found out that I had not even received a simple letter
of intent for purchasing “Now” from the government of India. I also found out
that I was prohibited from advertising on television. I had no access to radio
advertising as even that was controlled by the Indian government. I soon found
out that the whole program run by the government was thoroughly corrupt and
its sole purpose was to buy billions of condoms, get a cut on the purchases, and

since the condoms were not really popular, they were sent to government centers
throughout India and were routinely trashed.
The free media that loved me would often bring this up and question why
the government was not doing anything differently. In the free market, the
product was selling well with minimal advertising support because free publicity
from the press and word of mouth were our biggest assets.
One of the local OBGYN associations honored me with an honorary
Doctorate for my work in family planning. To this day, I have never put it on my
resume because by no length of the imagination do I have the knowledge of a
practicing doctor.
I finally wrote a letter addressed to both the health ministry in India and
the Prime Minister of India, specifically saying that if they really wanted to control
the population in India, they should add my product into the government
program of free distribution, or at a subsidized price, as the rural population
needed it. Not only were they already giving away billions of condoms, but free
IUDs were also being inserted with medical supervision, again free of charge. I
said, “Please level the playing field. Give the woman an over-the-counter option,
as she is the one getting pregnant.”
Within a month of writing this letter, I was notified that the custom duty on
my primary packaging would be 8,200% more. This would increase my production
cost so dramatically that I would need to increase my selling price drastically,
making it an elitist product for the urban woman.

I got an appointment through a dear friend with the president of the party
in power and told him about my dilemma. Since I had gone through a very close
friend who was also a dear friend of his, the president welcomed me, heard me
out, and promised me that he would do the best he could to resolve my situation.
My friend who was with me in this meeting asked the president point
blank, “Can you please tell us the way it really is, so he doesn't have to waste any
more of his time?”
The president answered saying, “You didn't hear this from me, but politics
is our business. We are all in this to make money. No one really cares a crap about
the people or family planning in India. Why don't you just stick to your chemical
business where you're making money hand-over-fist and forget all your dreams of
contraception for the masses in India? The system is very corrupt. It could take
you 10 years to grease all the pipes before any orders come to you through the
government pipeline.”
This was not my intent for “Now.” I invented this product to help the
masses in India, not to just make a lot of money. I was already doing that in my
chemical companies.
After reflecting for a week, I announced to my family that I was going to sell
my stock in my public company and leave India forever, disgusted with the
corruption and total lack of loyalty and pride.
My family was appalled and shocked. They thought I had lost my mind!
The next morning, I called the Australian Counsel General in India, who was
a fan of mine and knew me on first-name terms, and I told him of my intent to

leave India I expressed my concern for my family’s welfare, especially now that
my father had retired and depended on me. To add, my mother was a
homemaker and was not capable of taking care of herself financially. My wife and
very young children were also dependent on me. To top all of this, there was
foreign exchange control in India, making it difficult to move my money out of
India. Also, since I was extremely well known in the nation, any drastic move I
made would receive publicity, and the government of India was certainly not a fan
of mine at this point because the press was very critical of the government not
taking the product for the nation’s program. The Counsel General asked me to
come to meet with him and he stamped my passport, along with those of all
family members, with a permanent visa to live as a resident in Australia.
Two months later, with the help of my Godfather, I sold my stock to a
division of an international company, recouping my entire investment. I then
arranged through services to move assets, what I could, out of India in a fashion
that would water down my money by about 85%. I would retrieve 15% of the
money that I had safely out of India to start a new life.
I refused to live with fear of the unknown. I told my parents to stay behind
in India until I decided where I would live. With my wife, I left India for good, only
to occasionally return and visit as a tourist.

Chapter Five
“Embracing Change and The Rich Gypsy”
I left India with my wife and took a flight to London. I had established a very
small company there a few years before and felt that it would be a good place to
think about what I needed to do with my life. At this point, I was forced to
liquidate all my assets, including my incredibly successful chemical company. But
thanks to always saving twenty-five percent of my profits, I was more than
comfortable.
I had money to buy a decent three-bedroom house in a middle-class
neighborhood anywhere in the world and enough more to start a small business
there, too. Remember, eighty-five percent of my wealth was decimated by India,
and I was only working with the remaining fifteen percent of what I had earned.
I said to my wife, “Hey, honey, life is good. I started my life with twenty
dollars living in my father’s one bedroom rented apartment. We are blessed.”
In the first week of our arrival, early October, fall was settling onto London.
I rented a car and a furnished apartment. One of the first things my wife and I
needed to do was purchase clothing for fall, which could be cold and damp in the
evenings. We soon found out that living in five-star luxurious hotels as a
businessperson or as a tourist while ordering room service and being waited upon
hand and foot was completely different from living in a country full time that is
not your country of birth.
Things that we took for granted were now different. I had to obtain and
carry my international driver's license everywhere, purchase visitor’s health

insurance, purchase renter’s insurance, and, of course, learn to understand the
humor and tradition of the Londoners. Even the food that my wife and I were
accustomed to eating in India was quite different in comparison to the food we
could cook in London. My food eating habits were very international; however,
my wife longed for and craved her Indian food. This caused distress to her.
We also left our children behind in India with my parents so their schooling
would not be interrupted. We decided to keep them there until my wife and I
decided where we wanted to settle down.
We missed our family and friends and lacked both a support system and
social life. Life in London was lonely.
In the hope of finding business opportunities, I subscribed to a newspaper
and watched the news. One day, I saw an ad in the classified section that caught
my eye. A large company, British Steel, was unloading a lot of its low-mileage, late
model ultra-luxury cars. I quickly looked up the prices for which those cars should
sell. With this knowledge in hand, I called the British Steel company and asked for
the person who oversaw the selling of those cars.
He offered to meet with me, and I said to him, “You have nine cars for sale.
Selling them is going to take up a lot of your time.” He acknowledged that I was
correct and added that his real job as fleet manager was to ensure that the other
three hundred cars and commercial trucks owned by British Steel were serviced,
maintained, and available for the needs of the company.
I said to him, “I have sold my last business in India, and quite honestly, I am
looking to make a small profit so that I can provide for my family until I start a

new business so that I don't eat into my capital.” My honest and plain talk got him
to connect with me. He asked, “What do you have in mind?”
I told him that I was willing to purchase all nine cars for three hundred
thousand dollars against his asking price of four hundred thousand. We finally
settled on a price of three hundred and ten thousand subject to inspection, he
agreed, and, over the next two months, I sold the nine cars making a profit of
eighty-three thousand dollars, which was enough to cover my expenses for the
year for my family.
During this time, I was still seeking business opportunities. One opportunity
that intrigued me was a poultry plant in Northern England. I decided to take my
wife along with me, and we visited this major chicken processing plant. We
witnessed thousands of chickens being slaughtered, cleaned, and packed. We
quickly realized this was this was not for us. I did not eat chicken for a week.
Right from childhood, I was always a big fan of chocolate. I always
wondered if I could be in the chocolate business. One day, when I went to the
grocery store, I brought a variety of chocolates and I noticed that almost all the
chocolates were either manufactured by Nestle, Cadbury, Mars, Hershey, or
Lindt. I soon learned that these were gigantic companies, and the capital needed
to start a chocolate manufacturing plant was no longer in the realm of reality for
the new me. I could have pulled that off if I was back in India.
What I did notice, though, was that there were many small companies in
the non-chocolate candy category. I kept that in the back of my mind.

I had always loved Switzerland for both its people and its natural beauty. I
told to my wife, “Let’s go and settle down in Switzerland.” So off we went to
Switzerland and rented an apartment in Zurich for a month. We rented a car and
began to explore what living in Switzerland would look like.
January in Switzerland was very, very cold. There was snow and sleet, and
nearly no sun. In both India and in England, the steering wheel is on the righthand side of the car. In Switzerland, the steering wheel is on the left-hand side of
the car, like in the United States. Not a big deal for me, but it took some getting
used to. The primary language in Zurich, Switzerland, is German with a typical
Swiss accent. Neither my wife nor I spoke German, though I knew and understood
about one hundred words thanks to my business travels. All the grocery store
labels were in German. This made it very difficult to purchase groceries and daily
essentials like shampoo, conditioner, or laundry detergent.
Despite the cold weather and the language barrier, I was happy in
Switzerland. I could speak fifteen broken sentences in German, which was enough
to get by, or enough to get myself into trouble.
I called the head of the canton, the local government in Switzerland for the
Zurich area, and I asked to meet with him to explore the possibility of settling
down in Switzerland. After meeting with him for an hour, he informed me that
based upon my background, financial status, and entrepreneurial capabilities, I
would be welcomed by the canton to live there.
I had shown and used two inches of the press clippings from India to
establish my credibility and silently thanked my old associate in India for keeping
those press clippings.

Over dinner that night, my wife told me that I had lost my mind. She could
not imagine herself living in Switzerland for the rest of her life for a single second
as it was just too cold for her. I asked her to share a bottle of wine with me, told
her that we could buy her heavier overcoats, and she would be happy. She gave
me the look!
To me, change is living. Change is the only proof of life. Change is to be
expected. Change is to be embraced.
Mother Teresa, winner of the Noble Peace prize and an anointed Saint by
the Vatican, spoke about change at a conference with attendees including Bill
Clinton, Margaret Thatcher, Jack Welch, the late President Bush, Bill Gates, Steve
Jobs, and hundreds of dignitaries from all over the world, including business
leaders. The conference had been organized by the movers and shakers of the
world, and she was one of the speakers.
Standing at four foot eleven inches, Mothers Teresa had to use a stool to
reach the podium so that the attendees could see her.
There were many speeches given during this conference; after the
conference, she was voted to be the most prolific speaker amongst the many
eminent speakers, and her speech was by far the shortest in length. She said if
you want people to change, they need to trust you. They will trust you if you truly
love them, care about them, and have their best interest in your heart. If they
trust you, they will change for you, if you are genuine in your love and care for
them.

I think of change very simply. When you are born, you are a baby, and you
use diapers. Eventually the diapers disappear. As a baby grows, it begins to crawl,
and eventually walks as a toddler. After learning to walk, the child learns to run.
As a baby, you drink breast milk or formula and as you grow, you begin to eat
solid foods. When you age and are old, you are unable to run as fast as you could
when you were a teenager.
This is all change. Do you fight it? No.
Embracing change is fundamentally necessary for us to live a happy life.
When you leave your home to go off to college, most of us do not return
home to live with our parents. We want to have the freedom to grow and be
ourselves. We want to create our own life, independent of our parents. Of course,
we love our parents, but we must grow and accept this change. We must
embrace change.
When our parents tell us to become financially independent for the first
time, our initial reaction is just to ask them for the money. However, we must
embrace this change and find a way to earn our money for our own growth and
freedom. It is also imperative that we grow so that we don't become a burden to
our parents when they are older.
When we lose our jobs, career, business, or professions, we should not
despair. We should embrace that change for what it is and find ways to make
things better for ourselves. Like I said in the previous chapter, if you are not living
in fear of the unknown, then your mind-space will be completely open and will

work at its maximum capacity, allowing you to find the solution that is best for
you. Embrace that change.
Don, the founder of one the largest food companies in the world, once told
me that a man came up to him at the airport and said, “Hello, sir. Do you
remember me? You fired me twenty years ago.”
Don said that he thought for a minute that the man was going to get mad at
him, but instead, the man thanked him profusely and informed him that his
getting fired was the best thing that ever happened to him because he was a lazy
bum and was not doing a good job in the company. He said that he deserved to
get fired.
He added that getting fired made him change, because he realized that he
was lazy, was not being a good provider for his children, and was wasting his time
drinking more than he should, etc. He said that after getting fired, he became a
hardworking man and was now the owner of a gourmet bakery and, twenty years
later, he was now a millionaire! He told Don that if it were not for him, he would
never have become successful nor would he have been able to provide for himself
and his family.
To really change your life and to embrace change, it's imperative first to
realize, understand, and fully accept the situation that you are in at that point in
your life. Believe me, it is very hard to do that; but unless you do so, you will not
be able to embrace change and change your life for the better.
Let me give you my reality. Before leaving for London when I lived in India:

1. Whenever I was flying out of India, I was escorted by a concierge for VIPs
who would walk me through customs and immigration without having to wait in
line. They would seat me in First Class and tell me to have a wonderful day before
asking the flight attendants to take good care of me. When I came back to India
from overseas, I was met at the gate by a concierge who would escort me through
customs and immigrations – no lines, super short inspections, and no drama. I had
earned their trust.
2. When I went to meet the Counsel General of Australia in India, there was
a message at the security gate informing them of my car’s license plate number,
and the executive assistant took me straight to the Counsel General’s office when
I got out of my car. I had permanent visa stamps stamped on all my family’s
passports while having coffee with the Counsel General, all in under thirty
minutes. Again, no lines, no interviews, no waiting.
3. If I needed a couple million for business, all I had to do was call the bank
and let them know I needed the money. They would literally create a line of credit
within twenty-four hours.
4. When I would attend the most coveted restaurants and country clubs, I
would not even have a bill presented to me to sign at the end of the night. The
restaurant or club would send the bill to my office, and it would be taken care of
by my staff. They knew I was good to pay the bill and my presence in their
establishment brought additional positive publicity, even though they probably
didn't need it.
I was not a singer, an actor, or celebrity, but I was a young maverick
celebrity in business in my own right.

Upon leaving India, I was an absolute nobody. I had no connections and no
inside contacts. I would need to build my life and social circle again. I was starting
from scratch.
Realizing this reality was the only way to embrace change, move forward,
and open new doors to happiness. Luckily, for me, having started as a have not, I
never allowed myself to become attached to superfluous luxuries that are
enjoyable; and, therefore, I have never missed them when they are no longer
available to me.
The next stop for my wife and I was Singapore. Before I get into that, I want
to stress the importance of change and how a single mom can embrace change.
We continually hear about the plight of single moms. My heart truly goes
out to them as they have an incredibly tough job with great responsibility, and the
reasons for them being a single mom can range from having an abusive exhusband, incompatibility, unfaithfulness, or even something as sad as the
untimely passing away of the child’s father. Since the female is the one who
becomes pregnant, bears the child, and is the primary provider of love, support,
and care, she feels it is her responsibility to raise the child to the best of her
ability. Most times, the trauma that she has gone through does not allow her to
accept the new reality of her life.
Man is polygamous by nature because he is not the one who carries the
child during pregnancy. In most cases, all the promises and expectations will
become compromised over time in a divorce. The expectation of the single
mother is that the father will share the responsibility. This is simply not true. By
no length of the imagination am I saying that there will not be men who share a

fifty-fifty responsibility, but they are a grave minority. In most cases, at the
beginning, the father shares the responsibility, but this will depreciate over time.
In our country, the USA, personal freedom and personal choice is our way
of life. In most cases, after the divorce, single moms begin to date as they feel
that they are now free to do so, whether it is in months or years. This is the
fundamental problem.
The only person who has the right to lay with a single mom on her mattress
is the one who must first mentally, financially, and emotionally accept her
children as his own and promise to look after them. This includes attending their
school events and ball games and paying for their education and weddings. Fiftyone percent or more of the responsibility should be that of the man lying on her
mattress, if he is a real man. Then, and only then, does he have the right to lie on
that mattress with that single mom.
This is the harsh reality that a traumatized single mother needs to accept
and embrace. Otherwise, she will continue to have boys and men who enjoy
dating her and sleeping in her bed, but she will never be able to find a true-life
partner who can assist her in parenting, and she will play both the mother and
father role for the rest of her life as she raises her child. I do not profess to be a
philosopher or a saint; but what I have said is the absolute truth, and very hard to
digest. It is necessary for this single mother to accept this harsh reality and
embrace the truth so that she can make the change and take a true positive turn
in her life and be successful and happy.
I get it, ladies. You have desires and needs, too, and you want to express
your freedom. Hang out with your girls, get a baby-sitter, have some drinks, and

go to a Chip and Dale show! Get a V ---- O-R and enjoy yourself, but do not let men
continue to use you for sex.
The other reason that you shouldn't allow men to use you for sex is
because most females, except the 5% who don't, get emotionally attached even
when they are having casual sex; they began to have feelings for the man.
Research has shown that fifty percent of men think of other woman while
having sex with their wife, girlfriend, or lover. Don’t let your attachment and
feelings that arise while you are having sex as a single mom distract you from
focusing on the change that you need to embrace to be a good provider and
caretaker for your children. Choose well based on the information now known to
you.
After leaving Switzerland, my wife and I flew to Singapore and repeated the
process of renting a car, renting an apartment, and started exploring what living
in Singapore would be like. A quick trip to the immigration authorities was a
positive result just like in London and in Switzerland and they said that they
needed more men like me in their country. They asked if I would manufacture the
“Now” contraceptive that I had invented in India and export it to China, Japan,
and other parts of Asia.
I loved Singapore – it was fun, clean, and the people were friendly. It was
one of my favorite vacation destinations, and I had visited there before making a
few friends along the way. When I called my friends and told them I was in
Singapore and may be settling down there, they were ecstatic!

Within two weeks, I realized that Singapore's government was run by a
single party. Even though it was and still is one of the safest places to live in the
world, criticism of the government was not at all welcome and could, in fact, lead
to some very serious consequences. Singapore is a lovely place to visit, but I felt
that I was living in a bubble, and so my wife and I left Singapore and headed to
Sydney, Australia.
In Sydney, we bought a car and rented a furnished apartment for three
months. During these three months, I began to look at businesses to purchase or
start. Soon, I bought two waterfront apartments. One of them was a threebedroom for me to live, and the other needed renovations. I intended to update
and sell the second apartment for profit. I called my parents to come to Australia
with my children so that the kids could start school. They came quickly, and we
enrolled our children in school. The investment condo sold for a forty thousanddollar profit, which allowed me to live off the new money and not dip into my
savings.
In Australia, I started the company A-Z Candy Company, with my retired
dad, to trade machinery for chemical plants and candy. My father and mother,
though both retired, were made officers in the company to help their spirits and
give them purpose.
At this point in time, I came across candy that looked and tasted fruity. I
thought it was very cute and began to show it to other people in Australia, who
also found the candy to be cute. It was manufactured by a very large factory in
Europe.

Inspired, I flew to Europe and bought the distribution and the license to
manufacture the same for Australia and/or the United States. The European
company was worth nearly six hundred-million-dollars and was part of a gigantic
U.S. food company.
Over the next six months, we continued to live in Australia. My parents
wanted to live between India and Australia as they missed their family and
friends.
I soon realized that as much as I loved living in Australia, with the
population only being fifteen and a half million, the market that I would be selling
to would be limited. I needed a bigger audience to set up manufacturing.
In the past, on my many trips to America, I had enjoyed my time, but I
never considered moving here as it was so far from my country of birth, India, and
there were no direct flights at that time. It was a two-day ordeal with an eighthour layover in Europe or Asia.
I finally sent one of my Australian associates to the United States to scope
out the market to see if we could manufacture the candy with the license I had
bought. Within a month, he returned and reported that we had good prospects
and said we should start manufacturing in the USA.
I asked my father to take over and maintain the company in Australia that
was basically on cruise control at this point. He said yes, allowing my family and
me to come to the United States. I sold the company to my parents for an
insignificant amount rather than closing the company and flew to the USA.

Once in the United States, we purchased a couple of cars and rented a
home. We also rented a warehouse and hired a sales manager.
Again, I was forced to embrace change and accept a completely different
way of life than I was used to.
In India, cows were holy. Remember me mentioning that? Here, in America,
it is our food. Even with my many travels through Europe and Asia, I had never
seen a drive-through bank and I found them amusing. Upon my first drive-through
banking visit, I made a joke to the teller and asked her if I could add fries to my
order, but she did not laugh or find it amusing. Looking back, I think I offended
her position, even though that was not my intent. Also, I never received the fries.
There were other changes that I had to continue to embrace. My parents
were now living very far away from me, and my interaction with them decreased.
I had one cousin, twenty-five years my senior, who was more like an aunt, who
lived in the United States and had been here for over twenty years. While I am
adaptable to change, it does not come as easy for my wife. Besides raising the
children and being a soccer mom, she also helped for a couple hours a day
working in our candy company, all the while missing her family.
We had not given a formal brand name to the candy that I was going to
manufacture and distribute in the USA.
I thought about it for a while and realized I did not have a large advertising
budget. The candy was fruit shaped.
After thinking about it for a week, I came up with the name “Mini Fruits.”

I had embraced change, and I fully understood that I had absolutely no
knowledge or contacts in the candy business and I didn’t know how candy was
bought and sold. I also realized that no bank or private lender would initially
support me, and that I would need to prove myself to receive support.
I knew that I could read, write, and speak English very well, but by no
length of the imagination did I have an American accent. So, what!
I knew how to connect, think simply, and live without fear of the unknown,
and I knew how to embrace change.
Then it hit me! Oh my God, I thought to myself. All these practices that I
followed allowed me continually to innovate.
Heck, yes! I would use my imagination, as I always did, to innovate and
disrupt the candy business in the United States and make a name for myself.

CHAPTER SIX
“Imagination and Celebration.”
Finally, I was in the land of the free and the home of the brave! I was in the
land of the opportunity, where mavericks could survive, prosper, and thrive.
How often have we heard that if you can imagine something for yourself,
you can do it, and achieve your dream?
To dream and imagine, we need to live without fear of the unknown; this
eliminates the thought of failure.
To dream and imagine, we need to think simply. If we complicate our
thinking, it often prevents us from losing sight of the goal that we are trying to
achieve. To allow us to dream and imagine how to achieve our goals, we must ask
people for information and knowledge to validate what we find on an internet
search engine.
To allow us to dream, imagine and get our desired result; remember that
we must connect with people, be humble, and become a seeker of knowledge.
When we meet them, we need to connect with them.
To allow us to dream and achieve what appears to be impossible to most
people, we must embrace change that allows our minds to think of the impossible
achievements of which we are capable. Our minds must be totally open to think
the impossible to make it possible.
In the last few pages, we have outlined a process to allow your brain to
expand and be free to imagine and dream of things that most of us feel are not

possible but are now possible for us by utilizing the outlined techniques. Try to
follow it, and you will realize the difference for yourself.
To allow us to dream and imagine, we must read a lot. Reading allows our
brain to imagine things, explore the depths of the unknown, and come up with
new ideas, inventions, solutions, and processes that work.
Imagination allows us to explore and think of the “what if.”
Books can inspire and ignite your imagination.
Books are paths that lead upward.
Books are friends, come let us read.

Chapter Seven
“Imagination and The Candy Man”
So here we were with the license to manufacture “Mini Fruits,” as we called
them. We decided to import the Mini Fruits from Europe until we started
producing them in the United States. The European company loved that extra
revenue and extra profit.
We started buying them in thirty-pound boxes and repackaging them here.
We hired a sales manager, warehouse manager, an accountant, and a secretary.
My job would be to supervise them, I thought. Goods arrived, were pouched into
retail bags, and the sales managers started giving presentations through brokers.
He told me that this is the way business is done here. My sales manager,
Gary had been a sales manager for a very large candy company that was acquired,
and he had been let go. He had been in the candy business for over twelve years
before he joined us.
Three months passed and sales were very slow. I was sitting on over one
hundred thousand dollars in inventory. His sales in three months were less than
twenty thousand dollars.
The way Gary had set up sales was through candy and food brokers. They
represent several dozen candies and snack food manufactures and typically make
a five percent commission of what they sell. Gary explained that this was an
indirect way to hire a sales team with no cost to us.

I said, “Gary we have sent out samples, and since we have launched the
program through brokers, we have no significant buyers in the last three months.
With product being produced in anticipation of your forecasts and predictions and
we have no sales.” I added, “our sales don’t even cover the salaries of our
associates in the office.”
He responded by setting up an appointment with our broker in Los Angeles
with a grocery retail chain buyer with five hundred stores.
With a lot of positive energy and anticipation, we went with the broker to
the lobby of the retail grocery chain. Here, to my surprise, our broker had seven
other candy and snack company managers greet our broker, Jack. Apparently, we
were all going to meet the buyer through the broker, taking turns. I looked at my
Sales Manager, Gary, surprised and he assured me that this was quite normal. We
were sixth on the list to present at the buyers' room. After nearly forty-five
minutes, we were asked in to see Jim, the buyer.
Jim, the candy and snack buyer, greeted us cordially, and after he and Gary
exchanged pleasantries and talked about golf, the presentation began. Gary
presented the bag of candy with our pricing and other shipping details. Jim
thanked him for the product and said that he would get back to us if there was
any interest, looking at his watch. We were in the buyer's office for all of ten
minutes, at most.
Walking out, even though I was very disappointed, I did not show it.
Later in the office, when speaking to Gary, I told him that I was very
disappointed, and he asked why.

I explained to him, “Gary, we did not connect with the buyer; we did not
open the bag of ‘Mini Fruits’ to show him how cute and nice they looked. Each
Mini Fruit tasted like its shape. Banana fruit-shaped candies tasted like banana;
strawberry fruit-shaped candies tasted like strawberry; grape shaped fruit candies
tasted like grape; orange shaped fruit candies tasted like orange! The buyer did
not have a chance to use his imagination. The bag was never opened. He did not
taste the candy, make suggestions, or anything!"
Gary retorted saying that each company has under ten minutes, and that
we were lucky that the broker took us in for the appointment. Most times, he will
present up to twenty items in an hour, without the company representation being
present.
None of what happened during that appointment appealed to me; none of
the principles on how to succeed in life as I had experienced it, including what we
have talked about this book so far, were used in the appointment or presentation.
I decided to do something about it.
I started visiting every major retail store in California. One of them was
called Price Club, which later became “Costco.”
I started calling the central offices of all retailers asking the candy buyer for
the chain for an appointment. Gary did not like that at all and warned me that we
needed brokers and that the latter would get pissed off if I continued to call the
retail chains directly. “That’s not how you do business here in the U.S,” I was told.

I finally got an appointment with Price Club in San Diego with a woman
named Lisa.
Lisa was warm and welcoming. She asked me about my company, and I was
honest with her. I told her that we were a new company with a unique product
that was shaped like mini fruits. I opened the bag of candy, and I gave her a
different bag to open so she could sample the candy.
She tried all five flavors, and she enjoyed each of them. She asked who else
was carrying this product. I informed her that she would be the first major retailer
to showcase and sell the product. I added that her customers would have the first
opportunity to see and taste this product.
We connected. She trusted me, and she could see that I believed in the
product and the future of my company.
She said she needed a large bag and promised to place an order for eight
truck loads before the end of the week for her spring and summer program.
Apparently, we gravitate away from chocolates in the summer months. She told
me that she would ship a pallet to each of their clubs, nationwide. They were a
powerhouse!
She then asked me what other candy products we sold. I asked her to
mentor me and to teach me. I asked her if all candy companies made a wide
range of products.
She said, “Yes. Your product is a novelty candy. We may only carry it once a
year. Most candy companies have a wide range of products.”

I thanked her profusely and said that we would try and add products to our
candy company and that we hoped to start manufacturing locally in a year and a
half.
Before leaving, I asked Lisa, “Do you prefer candy and food brokers to call
you?” She said, "We want the best price. We are all over the country. We don’t
require service by a typical broker, so we don’t see the need for one, but that is
your choice." I thanked her for sharing information.
Returning to the office, we had a quick meeting to share the news. Gary
was dumbfounded, but quiet. The team discussed shipping and logistics in
anticipation of the order. The order came through on Thursday. That order singlehandedly saved our company and opened the door for my family’s future. I called
my parents to share the good news.
They were pleased for me and seemed a little sad on the telephone. I could
not understand.
My grandma, who I was very close to, had passed away.
I was in shock. I was sad and heartbroken. I thought why I could not be
there to meet and see her. Then, I felt that on her way to heaven, she had blessed
me, saved me, and opened the door for my journey in life.
After a week, Gary and I went out for lunch during our normal workday. He
thought he was getting fired.

I said, “Gary, if we could get an order for eight trucks, imagine if we could
approach all the large retailers for orders and where that could take us!” When I
told him this, I put great emphasis on the “we,” as we were a team.
He said, “You have no idea what you are talking about. It can't be done. The
retailers are spread out all over the country. We need brokers. Our job is to
support the brokers.”
Gary was neither willing to imagine nor was he open to new ideas. He was
not willing to connect or embrace change. He was afraid of the unknown.
The next day, Larry, my future proposed factory manager and present
warehouse manager, had lunch with me. I shared the same thoughts with him
about approaching major national retailers directly. His initial reaction was to ask
Gary. He said that he knew how to make candy and run a warehouse, but he had
very limited knowledge of sales and marketing. Larry knew a lot more about my
background, and I asked him why we couldn’t be different than the other
companies and embrace change, connect directly with our buyers. I wanted us to
think simply! If the buyer liked our product, they would buy it!
We then talked about Lisa, who had told us that we needed to add more
candy lines both for our present distribution and for the future manufacturing.
Larry wholeheartedly agreed with her thoughts and said that we absolutely
needed to add more lines to stay in business successfully. We ended lunch with
Larry telling me that he would think about our conversation and get back to me in
the next day.

The next day, Larry came in and said, “Boss, I know where you are coming
from.”
The same day we had a quick meeting on how we should go about getting
more sales. Gary said to let him focus on building the company and not shoot for
the lucky homeruns. He suggested that if I wanted to try for luckier homeruns,
that I should do that on my own. It was his idea even though that’s the direction it
was felt that the company should adopt. Since it was Gary’s idea, he bought into it
and continued to be a team player.
The lesson we learn from this is even though you may have a brilliant idea,
if you want your team to buy into it, let them think it was their idea in the first
place. Then they will all work with you as a team.
My next question that I asked Gary was if he had a list of the top retailers in
the U.S. He said that there could be a book in the library with this information. I
also asked Larry, and he said that he had a book with such a list, with names of
buyers, addresses of retailers, and telephone numbers. There were several books;
each book ranged from three hundred and fifty to five hundred dollars. By asking
Larry, who was not in sales but in the industry, we got the information needed. I
also asked them if there were any trade shows for the industry. I was told that
there were several, but they were very expensive.
We bought one of the books and I called the candy association to find out
what the price would be to attend an exhibit. The price for a 10 x 10 booth for
two and half days was almost seven thousand dollars! That was the smallest
space and being a new company, we would get the last choice of booths. I took it.

The trade show was two months later. We started sending samples with
introductory letters to the top fifty retailers. I would then follow up with a
telephone call.
After almost forty-five days of calling with no response, calling each buyer
three times a day, I began to wonder whether Gary’s way of relying on brokers
was the right way after all.
Then, I went back to my roots of thinking simply. Most of the buyers at that
time would have secretaries and assistants who would screen calls. Normally it
was a female. The buyers, whether male or female, were executives making five
times more money. The executives would come in at least fifteen minutes earlier
and leave fifteen minutes later or more depending on their dedication to these
jobs and careers. They may even stay longer if necessary.
We, as a country, normally play by the rules. We do not call people before 9
am nor do we call after 5 pm.
Do you want to know a secret? Do you promise to share? Ah-ah-ah
The above is a classic example of both simple thinking and using your
imagination.
Who do you think would call the buyer after or before hours? Perhaps a
spouse, a close friend, family, or someone who they were dating?
What frame of mind do you think they have when they receive that phone
call outside of normal hours? They were relaxed and in a good mood, making it
easier to connect and care.

That’s what I did! For nine out of ten calls, I was successful in not only
reaching the buyers, but getting appointments with them. Perhaps they just
wanted to meet this maverick and see what was so new and exciting that he was
wanting to pitch to them, who had the audacity to reach them outside normal
work hours. Ten percent did not appreciate the call, but I didn’t care.
We did our first trade show. We had one of the worst booths in the show. I
tried to read the badge of each person walking by greeting them by their first
name, hoping to stop buyers as they would wonder who was calling out their
name. This was an unusual tactic trying to make a connection.
A tall gentleman with white hair walked by. I greeted him, yet it was five
minutes after closing for the show. I continued my pitch, connecting and
presenting the product as I had done with Lisa, the buyer from Price Co.
He said, “I’m Roy. We have over five thousand stores, and I like your
product.”
I requested a business card from him, and he said that he had run out, but
was gracious enough to write down his name and telephone number on the back
of my card. He was the head candy buyer for Kmart.
I called him a week later and made an appointment with him in Troy,
Michigan. At that time, Kmart was bigger than Walmart, a prize catch. He placed
an order for almost twelve truck loads. This was my second customer.

On returning to the office, we again shared the good news and asked Larry,
our prospective factory manager, to focus on both shipping and buying the
manufacturing equipment.
By year two, we were building the company and added two more product
lines from the European company into our distribution, called “Juicee Taste.” The
European company was large and controlled the design of the bag of candy,
which was very subtle but sold okay.
My focus was on family and the company, as now I was traveling three days
a week and would spend two days in the office. I devoted weekends to my
children, who were slowly but surely adjusting to the new school environment.
By year three, we were growing quite nicely, but not anywhere near the
way companies in India had grown; however, I enjoyed the American way of life.
It was me.
Almost ninety percent of the equipment for the candy factory, including
packaging machines, were purchased.
One day, toward the end of year three, business was doing well, and we
received a letter from the European company that both my license and
distributing agreement was being terminated without any cause or notice. The
European company was owned by a very large U.S. corporation and had been sold
to another U.S. giant corporation.
I called Europe and was informed that they were sorry, and it was not their
decision, but rather was a decision made by corporate lawyers and executives at

the highest level. They wished me and my family luck, but said their hands were
tied.
I shared the news in the office. Gary quit immediately saying that he
needed to look for a job. Larry did not. It was Friday.
The wife and I shared the news with my parents and some local friends in
the U.S. who sympathized.
I was once again on the top of a cliff staring into the abyss.
On Monday morning, Larry and my team sat down, and I said to them,
“Why has God given us two eyes?” I received a blank stare.
Think of this. One eye has been given to me to see and to think of what I
can do “today” to improve myself and the quality of life for me in the immediate
future. The second eye is what can I do to grow exponentially to be a better
person, more productive, and more successful in this future.
Always use the afore mentioned process as one of your super tools for selfimprovement.
I said to the team, “We will liquidate and sell our existing stock of
product.” That would be what I would use with my first eye. The second eye I
would use to build an innovation range of candies with product and packaging
never seen before.
“We can do anything!” I said. That became our company slogan. We are
A-Z Candy Company. We can do anything. Supreme confidence.

No fear of the unknown.
We know how to connect.
We know how to ask.
We know how to think simply.
We know how to use our imagination.
We will innovate and reinvent ourselves, rising like a phoenix from the
ashes!

Chapter Eight
“Change and The Juice Candy Man”
So, once again, I was free to write my own book of rules and work by
those rules, not those dictated by a giant corporation. I was free to imagine and
innovate without fear of the unknown.
All non-chocolate candy typically has a fruit flavor, yet no company at that
time had ever placed delicious-looking pictures of fruit on the packaging, making
the consumer want to eat the bag itself.
I said to Larry, “We first eat candy with our eyes. It is quite often an impulse
buy.”
Larry agreed.
I suggested that we find a printer for our packaging that could replicate
stunning fruit pictures on the front of our bags, catching consumers' attention.
Larry said that would require special printing involving producing of tens of
millions of bags in the United States and added that it may be very expensive.
The same day, I researched names of local plastic manufacturers and called
thirty of them, asking, “Can you print five hundred thousand bags with
spectacular vibrant fruit graphics on them?”
A Japanese company with a branch in the USA, “Beautiful Japan Printing
Company,” said it could do what I was asking, and met me the next day. When I
met with the representatives, they explained that they could do that at the same
price as U.S. manufacturers with just five hundred thousand bags. They also

informed me that U.S. manufacturers used four cylinders for printing, and they
used eight. They also said they could reproduce photographic quality, and all they
needed was a beautiful picture, trade name, and design.
The same evening, I spoke with my wife, who was more computer savvy,
and we bought a Mac computer with Photoshop. My wife said, “I will learn
PhotoShop in a few weeks.”
I then asked a few local friends where I could find the best-looking fruit in
the country. They said that Newport Beach and New York had some of the best
exotic produce markets. Newport Beach was only thirty miles away from where
we lived, so we went there with a local photographer.
The reason I am telling you all of this is to explain how simple thinking helps
us.
The produce market blew our minds. We spent over $200 dollars on fruits.
The next day, I laid them out, sprayed them with oil and water for extra shine at
the photographer’s suggestion, and laid out our three bag styles. The
photographer said that he would provide the negatives to the Japanese company
on our behalf in two days. The photographs were truly surreal. They were next
level, just like the fruits we had purchased.
My packaging idea had crystalized.
The same week, we called five manufacturers of hard candy with a soft
center, and I said, “Can you make me a hard candy with such a soft center that
the flavor bursts in my mouth, and can you add the same type of fruit juice, in the
making of the candy, as the flavor of the candy?”

Two of them said, “Maybe. We can let you know in a week.” Three of them
said, “No.”
A week later, the two “maybes” became two “yeses.” They informed us
that the percentage of fruit juice in the center would be about twenty-five
percent, making the entire piece of candy about ten percent fruit juice. I said that
was fine.
In the meantime, after playing with trade names, we decided to call the
candy “Juicy Choice,” and we applied for a trademark, not a patent.
Larry was intrigued. He said get a patent on the process and ideas and you
will make a lot of money. I declined and added that I would prefer people copy
the idea in hopes to make candy a little better for all of us who enjoy candy!
On applying for a trademark, we did an online search and found that
Sunmark, a division of Nestle, owned a trademark they had not used in ten years,
similar to our name, for chewing gum.
I asked an attorney what I should do. He said that it would cost me
between eighty to one-hundred thousand dollars to get a resolution and eight
months to a year to resolve.
Next, I called the president of Sunmark and asked, “Do you mind if I call my
candy Juicy Choice?” I explained that we were a new candy company and that was
the name of our candy. He said he didn’t think it would be a problem. He added
that he needed to check with his legal guy and to get back to him in a week.

A week later, I called him, and he said Sunmark had no objections to me
using the name “Juicy Choice,” and he had already sent a letter in the mail.
This didn’t cost me eighty thousand dollars. This didn’t cost me one
hundred thousand dollars. This didn’t take eight months. This took the power of
asking.

Have you asked?
In three months, we were ready with “Juicy Choice” packaging and product
that screamed “Made with Real Fruit Juice” across the front of the bag. We were
the first sugar candy confectionery company to put nutritional labeling on bags,
before it became mandatory. We also included the words “Fat Free” in a vibrant
starburst design, catching the purchasers' eye.
Thinking simply, sugar confectionery that is not a chocolate is fruit
flavored. Why not make it with fruit juice or real fruit? When you crush fruit, you
get juice. If you boil juice, it becomes concentrated into pulp, becoming thick, and
it eventually becomes powder.
We connected with the president of Sunmark and were able to register our
trademark without any expenses, except the federal registration fees.
We accepted the change in circumstances, and without fear of the
unknown, we focused on moving forward.
Again, by asking thirty plastic printing companies, we found one willing to
help us start the process to bring about change and to innovate.

We asked hard candy manufacturers to make a candy with a soft jelly-like
center, with fruit juice. In the past, they had only used artificial fruit flavors.
We used one eye to move forward to progress. One may ask what I was
doing besides the above for the last three months.
God had given us the second eye, so we used it to make all efforts to sell
existing old stock of “Juicee Taste” and “Mini Fruits” at a fifty percent discount,
which got us seventy-five thousand dollars to restart the business.
The family and I would go to Taco Bell, as a new one had just opened near
our home. It looked immaculate. The four of us would have a grand lunch that
included unlimited free refills of Pepsi for twelve dollars. Chuck E. Cheese was
another treat the children enjoyed. We shopped at Kmart and Target, no mall
stores for us.
Over three hundred thousand dollars was tied up in equipment for
manufacturing, but no place to make it. Banks refused to lend us money as we
didn’t have a three-year track record yet and a license for manufacturing the
“Mini Fruits” was in courts.
I asked the two manufacturers of the hard candy with the juice centers to
send me twenty pounds of samples.
We had seventy-five thousand dollars in liquid cash to restart the candy
business with “Juicy Choice.” This was almost mission impossible. The money we
had was just enough for three truckloads of goods in bulk, equal to eight
truckloads of finished product. I would also need to pay two of my team members

and put food on the table for three months for my family. I could start shipping
my new dream design and brand new “Juicy Choice” with a fruit center.
To succeed in life, we must have faith in ourselves. You need to believe in
yourself. This is extremely important if you have received an unexpected curve
ball in life. When we receive a speed bump or are faced with a catastrophic event,
we must have faith in ourselves and live without fear of the unknown.
To succeed in life, we need to be persistent. How often have we heard
successful people say life is 1% genius and 99% persistence?
Faith and persistence are the foundation to succeed and for anything we try
to accomplish in our life. Whether it is at work, in our job, or in our relationship,
faith and persistence are essential. These two factors, faith and persistence, are
very important even when making career changes for what we believe in,
whether it is cultivating an idea that we want to grow into a business, or even
when helping a family member. Use these two essential tools.
So here we go. I got twenty pounds of the three new samples of “Juicy
Choice” candies and received fifty bags of “Juicy Choice” retail plastic bags, all
handmade. The packaging material and the three trucks of bulk candy would be
ready to ship in three months.
I told Larry to start looking with me for a buyer for the $300,000 in
machinery we had in stock with my first eye. Using my second eye, I focused on
getting the business back to life with the new line of “Juicy Choice.” Larry said he
would cut his pay in half and come in for half a day and possibly retire in a few
months, doing some consulting from home.

I then sent some of the handmade bags to Sam's Club, Kmart, and Target,
and asked them for an appointment. I got an appointment at Kmart for the
following week and Sam's Club agreed to meet with me in two months.
I went to Kmart. The buyer was stunned at the graphics on the bag. When
the appointment started, he asked his assistant and his boss to come in and meet
with me. All three buyers were very impressed with the packaging. They had
never seen such stunning pictures of fruits on a bag. I then opened the three
candy bags and held a piece of candy between my thumbs and fingers and
pressed the center. My hands got really messed up with the fruit pulp that gushed
out. The buyers were super impressed.
They placed an order for sixteen trucks with the agreement that I would put
the same graphics on the display header so they could hang the four-feet-wide
header display over the candy. They ordered over 200 bags per store for a total of
almost a million bags. All I had shown them was a handmade prototype of the
exact bag the factory would produce; the graphics were perfect and so was the
candy.
Faith and persistence are what I wish to focus on in the above story. We
also used simple thinking, the power of asking, imagination, and simple
innovation – thinking out of the box – to get up after being almost knocked out for
the count.
Upon reaching the office the next day, I realized that in spite of my super
high margins of profit, I would still need to find an additional $100,000
immediately to fund the Kmart order. Larry and my wife were both in despair that

we simply did not have the money to fund this order. I encouraged them to have
faith and to believe!
I called the two manufacturers of the candy with an offer to place
additional orders with them, adding that we would also need 90 days in credit.
They said they could not do that. I asked them to charge me 3% extra as interest.
They asked me what guarantee they could have that I would pay them. I
explained the order was for Kmart and the credit was extended. At that time,
Kmart was larger than Walmart.
We designed the special box with the multicolored header and shipped the
order to Kmart. The packing and product were unique, the product shipped in
time, and our profit on that single order was over $150,000.
Sam's Club order was even bigger. It wanted a five-pound bag, and we used
the same tactic again and made over $200,000 profit on that single order. We
achieved some breathing room.
Remember one of the lessons we talked about earlier in this book: the
world in which we now live is 49% substance and 51% presentation. The candy
had 10% fruit juice; sure, it was better than anything else out there in the market
with the way the fruit juice burst into your mouth when you bit into it, but it was
also 51% presentation. The packaging nearly sold itself, true; but, after all, it was a
piece of candy. Yes, it had extraordinary flavor, but still, it was just a piece of
sugar candy!
I started using the power of asking to call different states and counties to
see who would be receptive to relocating a candy company that wanted to start

packaging and manufacturing candy in their state and county. I soon found out
that some of the states with rural areas were offering good financial incentives,
loans, and small relocation grants.
One of the largest food companies in the U.S., a Fortune 500 company,
had a 110,000 square-foot building for sale in a rural part of Maryland, resting on
twelve acres. This super profitable company had been trying to sell this property
for seven years. It originally listed the property for five million dollars, and then
lowered the price to two million dollars. After the two-million-dollar price for the
property was still not bringing in buyers, the company then dropped the price to
one million dollars and encouraged offers through its realtors.
I flew to Maryland and met with the county that was offering an incentive
package tied to the acquisition of the building of nearly 650 thousand dollars in
loans. I walked the building, and it needed work. About 25,000 square foot of the
building was okay. The remainder needed repair.
The development manager, Wes, was a very likeable person. He walked
with the help of a device fitted to one of his legs. The day he gave me a tour of
the building, it snowed, and the temperature dropped to the low teens. The
building tour had taken all day. The roads were treacherous. Wes said that it
would be very hard to get me back to the hotel. He called his wife and asked her
to prepare for a guest for dinner and for the night. I was very touched by his
humanity and kind gesture.
From this simple act of humanity, I was convinced that Wes would have my
back and would work with my company to help with the financing package and
more.

I offered $140,000 dollars to buy the building that was originally listed for
five million dollars. I informed the broker that this company was spending over
$250,000 a year on this empty monstrosity. I added that it had written off this
building. I pleaded with the agent for them to take my offer. He said he was very
unhappy with my offer, but he was legally required to present it to this giant
Fortune 500 company.
He came back two days later and said that although they were insulted by
the offer, they had accepted it!
Later, I found out that it had the building on its books for one dollar.

Use the power of asking!
Do not be afraid to ask and use logic. It was an empty building that had not
sold for seven years. The owner was losing $250,000 a year. They just wanted to
get rid of it!
So the family, the company, and I moved to the Eastern shore of Maryland.
The factory was in a real rural area. The folks were simple and nice. Living in rural
Maryland was a total culture shock compared to living in mega cities where we
had previously lived, including London, Mumbai, Sydney, and Los Angeles County.
The factory was in such a rural area that the nearest gas station was fifteen miles
away, and all paper supplies and office equipment had to be ordered online.
There was no fine dining. No Applebee's or Chilis. There was not even a Walmart
until several years later.
We decided to live 48 miles away from the plant in a town that actually had
two grocery stores, a Kmart, and even the great American Mall! Yeah!

We moved to our new home in the beginning of winter and the family got
its first taste of shoveling snow and temperatures falling to the low teens. We
learned the importance of layering and soon found out that even a four-wheeldrive Jeep can move sideways if you don’t know how to drive on snow!
Again, the above is to illustrate how we must embrace change to be able to
move forward and be happy in life.
A good way to embrace change is to refrain from reminiscing about the
past. The very word “past” means it is over; it's done. To move forward, do not
drive your vehicle of life with your eyes fixated on the rearview mirror. You will
not have a good result if you do that. You must look ahead.
We set up our packing operation for candy in the new factory, as the
packaging machines are common for most candy or snack food packing.
Business was doing fairly well, we were servicing all our debt, and making a
good living finally. I thought at this time that we needed to expand into other
areas of candy, especially gummys. At this time, most of the gummys were made
in Europe. There were ten other manufacturers in the U.S. I called one of them,
which was based out of Chicago, and asked to meet with the owner.
David, the owner of this candy company, had previously been importing
gummys from Europe and selling them in bulk, mainly in the produce section. He
had built a beautiful manufacturing plant in Chicago. I met him, along with
Anthony, his head candy maker and plant manager. I asked David and Anthony,
“Can you make me gummys in different shapes and sizes with real fruit juice?”
Anthony and David looked at each other and said, “I don’t know.”

To that, my response was, “Now there are three people in the room who
don’t know if you can make gummys with real fruit juice.” David said how much
can you buy, and I said ten truckloads a month, thinking I could sell at least three
truckloads to existing customers if we were lucky.
Remember, “We aim for the stars to land on the moon.”
Anthony said to call him in a couple weeks, and, sure enough, I called him
in a couple of weeks, and he said he could add about 15% fruit juice concentrate
to make the gummys I wanted, but they may have to increase the starch a little
bit and decrease the gelatin. “What do you want me to do?” he asked.
I told him to make me 70 lbs. of samples and I would see him in two weeks
in Chicago. He said, “You got it!”
The next day I told my new plant manager in the office, along with my wife,
that we would be introducing six new gummy candies made with real fruit juice,
with the most stunning graphics ever put on a candy bag.
My wife, who was by now used to my outlandish statements, grimaced and
the plant manager was just speechless. He asked if I was serious, and I said yes!
My wife said that we would need to buy a six-color printer for the office
and move my Mac to the new office, and she said she would do it. The plant
manager said he would buy a new hand packing machine and we would see how
it goes. I told them we would have the candy here in three weeks at the most.
I went to Chicago and met with David and Anthony, who had the candy
samples in the conference room. David said that he was very pleasantly surprised

at the outcome of the samples he made for me. He said that the starch bloomed
the fruit flavors very dramatically. These gummys now have a real awesome fruit
taste, he said, and added that they would dissolve in your mouth about ten
percent faster as there was less gelatin.
I nodded wisely, though I had no idea what he was talking about!!
All I heard is that they dissolve ten percent faster, so more candy
consumption, more sales, the flavors were awesome, and that they had
approximately fifteen percent fruit juice in their composition. Yeah!
He had ten fruit flavors for me, I liked and selected seven of them.
We then signed an agreement on the same day that my formula was
proprietary, the recipe was written into the agreement, and I was buying ten
trucks a month of packaged gummys. He would not make or sell my product to
anybody else. David also said that bagged gummys was a very tough and small
market. I took 30 lbs. of samples home with me and was promised 100 lbs. would
be sent in a month.
I went home very satisfied and started thinking how in the world would we,
as a candy company, compete with all these giant established candy companies
with their own manufacturing in place. For a few days, I was dumbfounded. Then
it hit me. I knew how to “innovate” and get the best-looking graphics on a bag of
candy that buyers raved about. I knew how to get the best tasting gummy into
the candy bag.

My thoughts were that this was a bag of gummy candy, made with real fruit
juices, the first of its kind. How could I convey this in a fashion that would also be
appealing, simple to understand what the candy was, and yet fun?
We called it “Juicee & Fruitee.” Yeah Baby!
That’s a good start, but we were still going up against the big boys, the
established eight-hundred-pound gorillas. They would spend tens of millions of
dollars on launching a single bag of candy with inventory to back it up. They had
market research and an army of salespeople and brokers who could take the
product to buyers.
We knew we could have the best fruit graphics on the bag with our film
suppliers, Beautiful Japan Printing Company.
I called my box manufacturers, and with him thinking simply he put
together a four-way display pallet that could hold up to 864 bags of gummys in a
single display. This would end up being the most colorful display seen in the candy
world at that time. The beauty was by giving the actual corrugated shelf a slight
tilt, when you grabbed a bag of candy the next bag would kind of take its place, so
the display would not look empty. All that was happening was the next bag was
sliding forward due to gravity.
I did not invent gravity!
The above was another invention that was based on simple thinking, using
your imagination; by asking the box manufacturer for his input, we had executed
our dream of putting together a four-way display with stunning fruit graphics
gravity feed – a first.

The actual display was all yellow and white with stunning multicolor fruit
graphics on all four sides. You could not see any brown box. Another simple
innovation idea.
Cost of display - $50. About $.05 per bag.
When we received 100 lbs. of our “Juicee & Fruitee,” we put them into
four- and five-ounce bags, took pictures of our new four-way display pallet, sent it
to eight of the top retailers in the country, and followed up with telephone calls. I
got appointments with seven of the eight retailers for the following month,
almost 2 appointments a week. All of the seven who gave me appointments
complimented me on the bag design, the eating quality of the candy, and the
four-way display pallet. The presentations were made, and we were told that we
would know of potential orders in a month.
Around this time, Larry, my ex-plant manager and quasi friend, called and
asked me how I was doing. I quickly updated him on the progress and my new
“Juicee & Fruitee” invention, the four-way display pallet invention, etc. He said
that he was so glad of my progress but told me that it would be very hard to get
distribution for a bag of gummys, as at that time most gummys were sold in the
bulk section or sold to generic, not brand re-baggers. I told him we would send
him pictures of the display and samples of the bagged candy overnight.
He called me the next day all excited like never before and said he had
never tasted a better gummy in his life, adding that he had been in the candy and
snack business for over 30 years. He suggested, almost insisted, that I call some
law firms to get patents for the formula and also get process patents. It was at his
insistence that we called three law firms who told me I must do that, and I could

collect a royalty for life on both the “fruit juice” in the gummy as well as the fourway pallet display. I thought about it for a week and finally decided not to do it, it
just wasn’t me.
I thought of my philosophy “Pass it On.”
I did not invent “gravity,” nor did I invent fruit or “fruit juice.”
We decided to apply for a trademark to protect our brands and chose not
to patent anything. To me, it is more important to live a life free of fear and allow
our brain to expand and be capable of thinking, imagining, and doing things
beyond our own wildest imagination.
Remember, if you create a service or idea that is unique and your
customers perceive it to be unique, you will bring them joy or improve the quality
of life. You will have a following for your service or product and in the process;
you will receive abundant money as a reward.
Remember, all we are doing is thinking simply, asking if fruit juices can be
added to gummy candy. Why? Because they are fruit flavored.
This is how anyone can, by thinking simply, innovate themselves. Below are
a few examples of everyday people I have come across.
Let me give you an example of how a male bartender, average looking guy,
was able to differentiate himself. He was a bartender at Charlotte-Douglas
International Airport at one of the bars. I remember him to this day.
I went up to him at the bar and asked if he had tonic water. He was very busy.
He said yes we do, and asked me how my day was going. He also asked me whether

Charlotte was my final destination or was I connecting. I told him that I was
connecting on a flight, but that my flight was delayed by two hours. He expressed
his sympathy and asked what I would like to drink and eat. He made a connection
with me.
I said that I wanted a half a shot of gin with ice to half the level of a tall
glass, topped all the way with tonic water and a slice of lemon in it, not lime.
I am a student of life, and waited for my drink to come out wrong, as the
above request has almost always been done wrong, ninety-five times out of one
hundred.
The drink was brought out and it was “perfect.” I complimented him and
said my request was simple, but you nailed my drink request. He said, “I am a
teacher, but I bartend as a second job to pay bills.” He impressed me, and I asked
him how much he made as a bartender. He said he made about $120,000 a year
bartending, working 20 hours a week. He said he listened very carefully to my
request for my gin and tonic, was very focused when he made my drink and
remembered every word I said. He told me that he has never had a drink sent
back in a year. My food request also came out perfect.
The point we need to understand here is that this bartender had innovated
himself to the level of a “super bartender.” He listened with total attention, his
drinks and food service were outstanding and so were his tips. I tipped him 30%.
All of his customers, including me, would ask for him when passing through or
landing in Charlotte. He “innovated” his service to another level. It is that simple.
The last I heard, he was Senior Vice President of a restaurant chain and part
owner.

Let me give you another example of a simple innovator. She was a flight
attendant with U.S Airways. When we were walking into the aircraft, she warmly
greeted every passenger with a smile, complimenting every passenger she could.
After taking my seat, I noticed that she consistently came and asked every
passenger what she could bring them to make them more comfortable. This went
on for almost three hours. She had paid more attention to all the passengers and
provided more service than all the other flight attendants on the flight put
together.
I finally went to the front of the aircraft and greeted her, thanking her
profusely for the extraordinary service she was providing and asked her, “How do
you do what you are doing?”
She was an innovator. She said, “When I board every flight, I think that
every passenger in the plane is a guest that I have invited into my home and I
want them to have the best experience that I can provide as my guest in my
home.”
My jaw dropped when I heard that and I could not help blurting out, “U.S.
Airways should make you head of training for all flight attendants at U.S. Airways.
You are an inspiration, and you could change the culture of service of the airline.”
I remember meeting her twice after that on flights and later learned that along
with me, several hundreds or thousands of flyers had recommended her to U.S.
Airways management, she was now in a senior management position, probably
earning $500k a year, at a leading airline.
Think how simply she had changed her life, innovating, and changing the
accepted norm!

Let’s take another example of an innovation that went from being a simple
“want” to a “perceived need.” In Europe, South America, India, and most of Asia,
they don’t have as many malls as we do in the United States.
The founder of Starbucks, when travelling to Europe, realized that
Europeans loved hanging out in street side cafes, whether inside or outside, to
meet people or just be around other humans outside of their homes. Thinking
simply and innovating, he created “Starbucks,” a place to hang out and enjoy hot
or cold beverages like coffee, tea, etc., with snacks. Now, Starbucks is no longer a
“want,” it’s a “perceived need.” By simply adding more stores and more products
in the stores, it has become one of the world’s mega retail outlets that we all love
and admire.
The example that is dearest to my heart is the innovation of a person who
did not have a high school education and was a shoeshine man. He had a little box
in a large office complex. Every time I visited the complex after a long flight and
before a business appointment in the complex, I would get my shoes shined by
him. To the routine polish that he would use, he always added a very little color,
the color of the shoe, to the polish. To me, he gave the shoes a shine like no other
I had ever seen!
There was always at least two or three people ahead of me, patiently
waiting for a shine. I finally asked him one day how much money he made a year.
He smiled and said, “Enough for my family.” Fifteen years ago, he made $80K
shining shoes. He said, “People appreciate me with big tips, and I am blessed.”
The reason for that was the little color he added to the shine to give you
the best shine ever. That was his innovation.

Later in this book we will come across other examples.
Out of the blue on Monday morning, I got a call from my attorneys that our
lawsuit was up for hearing next week, after almost four years in court with
depositions and what not. I was happy that justice would prevail. About a year
before, the U.S. Supreme Court had ruled in our favor.
We requested a jury trial, thinking that we would win, as even the U.S.
Supreme Court had ruled in our favor.
We went for the trial a week later. In what is known as a closing argument,
the attorney for the giant U.S company, described my wife and I as legal
immigrants out to make a fast buck against these American pie giants whose
founders were known all over the United States for their charities. These founders
had passed away a hundred years ago, and they themselves were immigrants like
all of us, except Native Americans. The companies did not have the same values
as their founders did, in my opinion.
The jury ruled against us. We got no money and were sitting on four
hundred thousand dollars’ worth of candy machinery, with incomplete knowledge
on how to produce the specific “Mini Fruits” candy and the machinery pledged to
the county for working capital to launch the “Juicee & Fruitee” candy line.
We had been offered enough money to settle but thought this was a fight
against wrongdoing and had refused to settle.
There is a lesson from above, “Nobody wins in court except the lawyers.”
Always settle if, God forbid, you find yourself in a legal situation. I had wasted

four years in court and about thirty percent of my time on this lawsuit in the last
four years. So unproductive.
Remember, in most cases a large company can outspend and crush you in
court; we had no money to even appeal the decision!
We were finished, I thought, for a day.
My wife and I both cried that night. Our kids were still little, my parents
were retired, old, and were not in any position to help.
The next day, on our drive back home, we saw many churches and temples,
and both of us questioned God and wondered of His existence. We reached
home and spent the weekend very sad and wondering what to do with our lives.
The news shattered my parents, too.
Sunday night we went out for dinner with the kids. When I looked at their
innocent faces, it gave me strength. I thought to myself, we are spending more on
this dinner than I had when I started my commercial life. I had started with
twenty dollars.
On the drive back home from the restaurant, all of a sudden, an old song by
Paula Cole started playing on the radio. The words were, “Where have all the
cowboys gone? Where is my John Wayne?” I said to my wife, “Hey, honey, I will
be your John Wayne for you and the family. I got this.”
In the next month, the phone started ringing and we received huge orders
from the presentations made before I had gone for the lawsuit.
We got orders for 4,000 pallets total! That is 165 truckloads!

The universe and God had finally blessed us!
I started thinking that this is why we lost the lawsuit, so that there would
be fire in our belly once again.
In two months, we produced and delivered our gummys to all seven
retailers. We lit candles and prayed that our gummys would sell.
Within two weeks of delivering the 4,000 four-way display pallet orders, we
got a call from five of the retailers ordering another two thousand pallets, telling
us that “Juicee & Fruitee” was flying off the shelves and customers were coming
back specifically asking for them.
Two of the retail chain buyers actually told us that no other gummy candy
had ever sold like this in their stores ever before. We happily fulfilled the orders.
We were finally on a roll!
Over the next two years, we tweaked our gummy flavors and our sales
continued to skyrocket. We started offering full health benefits, subsidized lunch,
and performance bonuses at Christmas time to all our associates.
Remember what we learned from Mother Teresa, when you genuinely care
about people, they will trust you, believe in you, and will work in implementing
your vision and your goal.
We now wanted to get shelf space with our existing and other retailers and
soon found out that it was very expensive to do that. We started ploughing back
over fifty percent of our profits into paying retailers to get shelf space. This was
in spite of our candy having a very strong demand with consumers at store level.

We were not a legacy company, an old company with deep pockets, nor did
we have any major capital backing us. Our competition also started offering the
retailers more money to keep their positions on the shelf and keep us out. I knew
that this would leave to stagnation or the eventual downfall of my company,
We had to change, evolve; but how?
All of a sudden, out of the blue, we got a letter from the Chicago company
that was making our gummy candy to our proprietary recipe, stating that it was
being acquired by a firm that had bought five other candy companies and it would
stop supplying us in a month.
I flew to Chicago and, after a lot of persuasion, the company agreed to
supply us for three months and then cut us off.
I came home very disturbed and said to my wife, “If we can’t find a new
manufacturer to make our gummy candy to our recipe, we may once again face
oblivion, staring down from a cliff one more time.”
This was traumatizing. To set up our own plant would take almost two
years, and we would need twenty-five million dollars to build it. We had neither
the time nor the money.
The next week, we placed a huge order for the next three months from our
Chicago candymaker that would, in reality, cover us for six months. We had to
hope and pray that we could sell what we bought, pay for what we bought, and
find someone else to make our candy, with our flavors and recipe, all within the
next six months. It had previously taken us almost a year to standardize our
recipe. We bought an additional three months to find alternative producers.

The lesson from above is whether you are in a job or trying to do business.
When you have a catastrophic event, buy time, if you can, to the maximum
extent. You can connect, persuade, request – do whatever it takes to ethically buy
time to get back on your feet.
In case your boss or immediate supervisor is unhappy with you, don’t walk
out. Be humble; this will help you find a new career or job. In “I just lost it,” the
only thing I hear is “you lost.” Stay calm, be humble, don’t argue. If you believe
you were not at fault, explain your position the following day with humbleness.
Should your boss be arrogant and not a good listener, find another job and then
resign.
The following week we checked trade magazines, the library, and called
three gummy manufacturers; one of them was in Europe and two were in the
United States. The manufacturer that was in Europe had just opened a new
gummy plant and was hungry for business. The two manufactures in the United
States said that they did not want to make gummys for me as they considered us
to be competition, even though we were still a baby company.
I flew to Europe the next week and was very impressed at the cleanliness
and quality control of the plant. They were a part of a huge company. I gave them
my samples and recipes and requested them to copy my recipes and then sign an
agreement that my recipe would be used only for my gummys. They said yes, they
would.
In reality, it took them almost five months to copy the exact flavors.

Our company had now stagnated at this time, as we could not grow due to
the lack of additional candies, and we were waiting for the European company to
start manufacturing for us.
After five months, the European company started production of our “Juicee
& Fruitee” candies.
A big relief!!
The lesson here is that, in life, sometimes you have to be patient, whether
it’s a career change or a new idea.
Around this time, I started asking retailers, who we always addressed as
our marketing partners, about seasonal candy. They told us that seasonal
business was even bigger than the usual business of the candy that was on the
shelf every day. They said that to do seasonal candy you would need to have huge
inventories of different candies, not just gummys, with different designs for
Valentine’s Day, Easter, Spring, Summer, Halloween, and Christmas. The
investment would be huge and only the big boys do that business, I was told, and
it’s not for you.

Chapter Nine
“Think out of the Box”
When people in your life – friends, family, people you work with at your job
– tell you something can’t be done, it usually means that either they have not
figured out how to do it or that they don’t see it as a need for themselves or even
a want.
The above is very abstract, but how often have you heard the phrase, “Why
did I not think of that?” when you see a successful product or service?
The simple answer is that our mind space is filled with so much that is going
on in our daily routine life that we never allow the gift we have, our “evolved
brain,” to really reach its full potential.
Some of you may have seen the movie, Lucy. Perhaps guys would think it’s
a “chick flick” and write it off. Of course, it’s Sci-Fi, but, in reality, the fact is we
never utilize more than fifteen percent of our brain on the task in front of us, as
we are never 100% focused on what we are doing in the moment.
Did you know that?
This is what I found works for me when coming up with ideas that are out
of the box. When I find the need for a product or service that would help all of
humanity, I write it on a piece of paper. I normally then keep it with me until the
next morning.

The following day, when I wake up, I will grab a cup of coffee or tea and go
into a room with nobody around me. Then, blocking my mind to any interruption
and turning my phone off, I start thinking very simply and with complete focus.
When you “become the idea” that you have out of the box, you will find
that you will quickly figure out things.
1. Is there a need for your idea?
2. Is there a want for your idea?
3. Is the product or service going to add to the quality of life for people?
4. Do you have the knowledge to execute completion of your idea from
start to finish?
5. Can you find people who can help you with the idea if you lack the
knowledge?
6. Most important – Is your idea a practical idea that is within the realm of
reality?
Be practical and pragmatic. You and I would both love to have a flying car
to save on our commute to and from work or when going on vacation, but it’s not
in the realm of reality for you or I to implement that idea!
When you are alone with no distraction, you will start utilizing your brain to
the extent you humanly and possibly can. Slowly but surely, you will find a path to
success for your “out of the box” idea.
Do this first thing in the morning before you start your routine day.
For me to succeed, I needed to think out of the box. For nearly all my life, I
have practiced what I mentioned above.

I did exactly that. For over a week before the idea came to me, and after an
additional week of thinking in the morning, with total focus and leading a routine
life the rest of the day, I figured out how to execute a big idea, “Thinking out of
the box.”
Hans, who used to work for the European candy company, asked me if I
knew what the most expensive aircraft in the world was, as he had a fascination
for our U.S. Air Force. I said, “Tell me.” He said that most people say and think it’s
the four-engine Boeing 747 or the Airbus 380 with four engines.
“It’s not,” he said.
It is the Stealth aircraft, the one that you cannot “see” when it is in action.
It is more expensive than any commercial aircraft ever built!
I thought, “What if we can become a stealth candy company, the one that
you don’t see until it is in action and making huge sales?”
The next day, I asked my wife and top managers for a meeting and shared
the idea of becoming a stealth candy company. They thought I had finally cracked
under pressure. Then, I unveiled a slogan for the company.
“We can do anything. The impossible we do immediately, miracles just take
a little longer.”
They all laughed and finally they said, “How?”
“Simple,” I said. “We have been doing it without realizing it.” There were
still blank stares in the room.

Then, with a bow for drama, I said, “We will be the world’s first conceptselling candy company. We will do mockups and prototypes of every candy, add
fruit juice to every style of candy, whether its hard candy, gummys, gum balls,
lollipops with a bubblegum center, sour gummys, jellybeans, or powdered tablet
candy. We will make just 100 lbs. of each candy style with fruit juice, design all the
bags in-house with the same attention-grabbing fruit graphics on the bags and
present them to all our customers. When we get orders, we will produce and
deliver just in time for everyday and for the seasonal Holiday candies.
No inventory, no overhead, no risks.
In the business world, they call this a business disruption.
In reality, it’s a simple idea. “Thinking out of the box.”
We made our first presentation to the retailers for Valentine’s Day. Using
simple thinking, we made two mockup bags, concepts. One, a large bag of “Juicee
& Fruitee” in red and pink, fun graphics with little to-and-from individual bags of
gummy shaped hearts in strawberry and cherry flavors in the large bag. We did an
additional bag of “Juicee & Fruitee” little lollipops individually wrapped, with
some fruit juices in them and with similar graphics. Both bags, of course,
prominently said that the product was made with fruit juice and was fat free.
With the prototype bags only, we received orders for almost one and a half
million dollars. We placed the orders, received the product in time, shipped, and
made a profit of almost four hundred and fifty thousand dollars with those
orders.

The thinking out of the box worked! We became a “concept-selling
company” - one that made great candy, by the way!
One of the buyers started calling us the Juice Candy Guys!
Business with the gigantic European company flourished. Within the year, it
became our number one supplier, and we became its number one U.S. customer.
In a year, we had paid off all the county loans, and all the credit card loans
another six months later.
My family and I were millionaires once again!
Around this time, we realized that the factory in rural Maryland was very
remote for our operations. We decided that we would keep the factory in
Maryland as a packing plant and warehouse operations but needed to move to
expand and grow.
The European company was thrilled with us, and by now I had established a
one-on-one relationship with the President and minority owner of the candy and
snack division of this gigantic company.
One day over dinner, I expressed to him that we were growing so fast I
needed to build a manufacturing plant for ourselves and maybe think of raising
capital from the stock market in the U.S. He smiled and said, “We have over fifty
manufacturing plants. Come to Europe. I would like you to meet with the owners
and founders of my company.”

A month later, the meeting took place with the President, who, after
exchanging pleasantries, said “You are looking to start a candy factory for such a
wide variety of candies. This will take a lot of time, work and money.”
“The money is in the brand,” he said. With a smile, he said “How much do
you pay us for your normal bag of gummys?”
I was silent.
The president of their candy division was present in the meeting and said
twenty-seven cents. He asked what our average selling price was, and I told him it
was between sixty-five and sixty-nine cents. He said, “We make your product with
fruit juice, sugar, corn starch, gelatin, pay for all ingredients, the bag, the labor,
and all other packing, and deliver it to you for twenty-seven cents and you sell it
for forty cents more per bag with very little overhead. You have built a business
with extraordinary profits. Leave the manufacturing to us. Let’s be 50/50
partners!”
The negotiations started and lasted almost nine months. Our company, just
like a baby, grew dramatically during the nine months of negotiations. We finally
sold fifty percent of the company stock with me being President for life, with an
extra vote in case of a dispute.
During this long, drawn-out negotiation, I learned a lesson that I would like
to share as a tool, whether you are employed or trying to start a business.
When you are negotiating, never say “no” to an offer. Explain what you
want and ask for whatever you want. Never walk away with a hard “no” from
your end. This is what you need to do: keep trying to get the best offer you can.

Let the other party negotiating say “no” if they wish; you should say, “Let’s meet
and talk later” if you are not getting what you think is fair.
This helps make you make a more intelligent decision, with time on your
side. Should you say a hard “no” to your supervisor, boss, or even a potential
business deal, it leaves a bad taste in the mouth of the other person that you said
“No!” You showed your flexibility and yet asked for what you thought was fair. I
hope that you can use this tool and it will help you!
Using the above tactic, we got five times more than the original offer,
which was now fair, as the company’s growth was exploding.
Let me share another legal experience here. I asked a local lawyer in rural
Maryland to help me with my contract. When he heard with whom I was entering
into partnership, his eyes lit up. He wanted five hundred thousand dollars and
said it would take six months to negotiate. I told him that I had done all the
negotiations and he could write what our terms were into the contract for fifteen
thousand dollars, which I told him was what an “imaginary” lawyer in D.C said he
would charge. I also told him that a competing lawyer would have the contract
ready in two weeks. He agreed to do it for twenty thousand dollars.
Remember, lawyers can only write your intent and desire, whether for your
job, business, will, or divorce, in a legal format. Be clear on what you want when
you hire a lawyer, don’t waste his time or yours. He is not your friend or
psychologist. He is simply a lawyer.

The contract was written. We became partners and decided to move the
company and our office to Florida, keeping our rural Maryland factory as a
packing warehouse and distribution center.
By now, my parents were quite old, and my father was in very poor health.
We decided they would move and stay with us in Florida, where we could take
care of him.
Family members also wanted to move to Florida, so I asked them to wait
until my family and business had moved. They chose not to listen and landed a
day before even I reached Florida with my family. I had to swallow my displeasure
as, after all, I did love this family member. Life would go on; we would all be
happy. How wrong was I.
We acquired a three-story office in Florida for our now-expanding business
and had purchased a nice 2,700-square-foot, fully renovated home directly on the
beach.
When you don’t need money, banks love to lend you money. With no debt
on the company, we took a mortgage for buying the office building and bought
our little beach house without any debt.
My father’s health was deteriorating fast, and the minute I would get
home, I would spend as much time as I could taking care of him.
Once again: a new city, new state, no friends, or even acquaintances. We
embraced the change. Even though we had offered a very rich relocation
package, only three members of our office team from Maryland moved with us to
sunny Florida.

Yeah! Lower taxes and no more shoveling snow!
The company grew exponentially, doubling in size in the first year. Our
profitability was exceptional and instead of distributing the profits, my partners
and I decided to plough back a majority of the profits into buying more shelf
space with retailers.
My European partners decided that they would send Hans, one of their
most trusted managers, to move to Florida to ensure that the partnership
flourished and for them to understand the U.S retail culture.
After settling in Florida, our overseas partners soon started sending some
of their top team leaders to see how we were growing the company so
dramatically, how we operated – they would come from different divisions of
their giant company’s candy, snacks, and cookie divisions, each of which was one
of the market leaders in Europe.
We decide to hire three new National Sales Managers, as we called them,
to call on and sell to our country’s top retail accounts. Their salaries were around
$150,000 each, plus huge bonuses and all benefits, a big step up in investment.
We could afford to do that as we were very profitable with our unique business
model. One was an ex-Hershey Vice President, one from a 50-year-old established
candy company who wanted to move to Florida for warmer weather, and the
third, with over 25 years’ experience, was from a very old established candy
company.
Danny, with the best credentials, would work remotely from his home in
the Midwest, to cover the Midwest and the East Coast.

Six months after hiring them, we found that their sales were really lagging
and yet we had grown as a company almost 100% in the last six months in sales.
Our National Sales Managers were very frustrated. They definitely each had
more knowledge of the candy business in the U.S. then Hans and I put together.
We suggested that they come in for one-on-one brainstorming and we
reserved a week for each of them.
I asked each of them to send me all the presentations they had made to
retailers with a very low success rate. When Hans and I reviewed them, we
immediately identified the problem.

Chapter Ten
“Think out of the Box and Focus”
Hans looked at me and said, “Man, it’s so obvious that their traditional
industry, knowledge, way, and style of working for old established companies is
hurting them.”
I said “Yes. They have not been willing to embrace change and do not
understand who we are as a company or what we do.”
The point here is simple. If you have been working in a service industry or
manufacturing for a long time, you have that experience; but when you join a new
organization or company, it is extremely important to understand what it is doing
and how it THINKS, not just what it does.
Is it trying to differentiate itself? Is it an innovator?
How can you integrate into the real culture of the company, as a team
member, team leader, boss, human resources, accountant, whatever the position
may be?
Danny, our Midwest-based National Sales Manager, flew in as planned and
Hans joined him for breakfast. After breakfast, Hans brought Danny into my
office. After pleasantries were exchanged, I said to Danny, “Let’s learn from each
other. There is so much that Hans and I don’t know about the U.S. candy market
that you can teach both of us. In turn, we will share our company’s way of
thinking and doing business. Danny, you are now a most important part of our
company. We have great expectations from you.”

The above statement made him comfortable. I asked Danny, “What is our
company?” He said that we are a candy company that has been making waves in
the candy business with its very successful growth and profitability. He continued
to give details of the virtues of our product range “Made with Fruit Juice,” “Fat
Free,” great “Fruit Graphics” on the bags. Blah, Blah, Blah.
I said, “Danny, you need to unlearn the traditional thinking of how you sold
candy for the traditional gigantic old candy company of which you were Vice
President.” I got a blank stare from him.
I said, “You need to think like us. We sell concepts and prototypes, which
just happen to be unique candy items.”
“We are a concept-selling company. Think out of the box and just focus on
that.”
He said to give him a few minutes. He went to our little break room and had
some coffee. He came back in five minutes and said with a beaming smile, “I am
eager to learn. Show me how.” He had opened his mind to think differently.
This is very important for all the readers to understand.
Step 1. Willing to change.
Step 2. Change your thinking.
Step 3. Be completely focused on what you are doing.
I said to Danny, “Come with us to the most important room in our office.”
We walked to the other end of our office building to the largest room in the
office. Here he saw two large 10-ft.-wide, eight-color printers, three large Apple

computers, and two people just doing bag designs of our concepts. He also saw
two hand sealers to make mockups or prototypes of our candy bags. In the middle
of the room were twenty bags in different shapes, sizes, and designs for Easter. I
said, “This is the soul of our company. These designers make it all happen.” Some
of these products were still being prepared for launch.
Danny’s face lit up. He was beaming. He said, “My God. If I can have those
samples made for my presentation with pricing, I could get large orders.” Hans
said, “You got it!” Hans and I both agreed that with him being very capable and
experienced, we expected him to be very successful.
By now it was lunch time and we invited him to lunch with Robert, our
logistics manager who had recently joined the team and had moved to Florida
from the Midwest. We took him to our local restaurant, which was known for its
fresh, just-caught fish from the ocean. Danny loved it but could not stop talking
about the beautiful bag designs and the prototypes he had seen. His enthusiasm
rubbed off on us.
Once we reached the office, I said, “Let’s go to another important room in
the office.”
Danny followed me and I opened the door to a dark room, which was
empty with no lights on in it. Danny walked into the room and I closed the door.
He was wondering what was going on.
I switched on the light and the room was filled with light. When the light
was switched off, the room became dark. I again switched on the light.

“Danny, when the switch is on, the sole focus of this thing we call a light
bulb is to give us light. When the switch is off, the light bulb goes off.”
“The light bulb or switch does not think of the past or who is using it or why. It
just focuses on the job at hand – off, on. Get my flow!”
“The light bulb and/or switch do nothing else. They have a singular
purpose. Come on. Come off. That is the level of focus at which you need to be
when making presentations with buyers. Don’t think of your flight back home, the
weather, what your family might be doing, whether the buyer is going to like or
dislike the presentation, or whether you are going to get the order. Just focus on
the presentation.”
This is the level of focus you need to have when you are working, to be the
best that you can be in your professional life. This also applies when you are
studying for your exams to get the best grades that you can.
This focus is important when you are cooking, to prepare the best food you
can.
This focus is important when you are with your family, be only with them at
that time.
When you are dating, focus only on your date. Don’t check your phone for
texts, WhatsApp, Snaps, Twitter, etc. Should your date do that, your relationship
will never be the best it can be.
When you are with your friends, just focus on being the best friend that you
can be.

Professional athletes who are super successful are taught the importance
of focus so that they can be the best that they can be.
Let’s go back to the example of the farmer that we talk about in Chapter 4,
when we discuss fear of the unknown. When he is sowing his seed, he needs to
become the seed that he is planting. He cannot be thinking of whether there will
be enough rain for the seeds to grow, or whether his harvest will receive a good
price. Should he not focus on seeding, his farm, and becoming the seed, he will
never get the best outcome from his farm. Plain and simple!
With 100% focus, you can be the best you can be at what you are doing.
Over the next year, Danny became very successful and sold millions of
dollars of candy to various national chains.
Remember in Chapter 8, our bartender, the flight attendant and the older
shoeshine man, all who had innovated themselves to be unique and were very
financially successful?
Besides being innovators, they were all super focused on the task at hand to
greatly excel in their professional performance. This is what got them noticed by
their peers or customers and brought them monetary and professional success
that changed their lives!
You need to do exactly that – be super focused on the task at hand to
achieve excellence in what you do, to succeed in life beyond your wildest dreams!

Chapter Eleven
“Execution of Your Idea or Vision”
The greatest wealth on the planet, I have heard from a wise man, is in the
graveyard.
What? Seriously?
All the ideas, visions, inventions, and new processes that were once
thought of and maybe even talked about, yet never saw the light of day because
they were never executed, are still buried in the ground.
The graveyard holds the greatest wealth.
Think about this: A great idea, invention, even a positive thought or good
resolution about self-care, when not executed, is that beautiful dream that you
never wanted to end but when you wake up in the morning it is gone forever!
I had this great idea and vision about building a unique concept-selling
candy company producing every style of candy there was to be made … with fruit
juices and fantastic fruits or seasonal graphics on the bag. Now, it needed to be
executed.
We called a meeting of our key managers and I said that we are going to
build an entire range of all these different candies that we discussed in the past
and do so in the next six months. There was stunned silence in the room, but
instead of disbelief, I saw most of the team members pick up their pens and begin
writing on their note pads.

Hans commented, “We have just hard candies and gummys in our portfolio
offering right now, and we want to add almost eight other candy styles in the next
six months?”
Yes!!
I said, let’s think simply. We will standardize just nine fruit flavors and then
use them across all our old and new candy products. Let’s find out which are the
top nine fruits sold in the U.S. We did and decided to use only those flavors. Six
were everyday flavors including strawberry, apple, peach, etc., and the remainder
were less standard flavors, like mango and pineapple. Thinking simply.
I asked the team to look for the top three manufactures of those candies in
the U.S. and overseas and to have the list ready in a week.
We met the next week, and the team prepared a list of the top nine flavors
and the names of all the manufacturers of the different candies that we proposed
to add. They had even made initial contact with most of the manufacturers
expressing our desire to do business with them.
Once again, most of them that were willing to do business with us were
European, Central American, and South American manufactures. The local U.S.
manufactures viewed us as competition to their business and showed no interest
in doing business with us.
Hans and I visited, after more correspondence, with almost all the
manufactures in the following two weeks.

In all the meetings, we first expressed our humble desire to have them as
our “manufacturing partners,’’ a term we coined. We also told them of our
specific need of adding fruit juice to every candy style that matched the color of
the candy.
For example, an orange-colored jellybean must be made with some
percentage of orange juice concentrate, both for the inside jelly center and the
outside coating.
We would also ensure we stayed a few nights each year near the site of
every factory and plant to connect with the owners and managers. We treated
them the way that we would like to be treated. In some cases, we offered
monetary assistance, to be repaid gradually over our purchases, to enable them
to upgrade some equipment. When they realized that we genuinely cared about
them and their well-being, they all said that they would go out of their way to
support us.
They agreed to sign a document stating that they would manufacture our
recipe for us only. We showed them our Juicee & Fruitee bag line, and they were
awestruck!
Most of them were so intrigued by our idea of adding fruit juice to the
different varieties of candies that they requested if they could use the same idea
in their country for their own brands.
We said, “Of course. Yes!!! As long as you don’t sell a product with our
recipe to anyone else in North America and make your brand with fruit juice for

your country only. We encourage you to do that, to grow your brands in your
country.”
Sharing our ideas and innovation with the manufacturers of adding fruit juices
to candy and adding fruit graphics on the candy bags and allowing them to produce
similar candy and bags with their brands in their country only opened the door for
them to grow exponentially. Our relationship with them was mutually beneficial and
symbiotic.
Our motto: Pass it on!!
Remember, simple thinking, connecting, genuinely caring, teaching others
how to innovate, and thinking out of the box won them all over and helped us in our
journey of establishing a relationship that would last for a decade.
Back home, our design team got busy with designing all new styles of candy
bags for all the seasons.
Here is what I would like to point out. That when we have a “simple idea” and
“innovation,” we must use “focus” to execute it. All of us can do that.
Please ensure you execute all your ideas without fear of the unknown,
thinking out of the box, embracing change, thinking simply, and then when you are
successful, please pass it on!
Let your ideas, thoughts, and spoken words not end up in the graveyard!

Chapter Twelve
“Teamwork. Superman and Supergirl were a Comic Book Invention.”
To build an effective team or to be part of an effective team, we need the
following:
1. Admiration for the leader of the team and for members of your team. It
needs to be mutual. Should you be a team member, you need to admire your
team leader, as well as all the members of your team.
2. Trust and faith in the capabilities of the team, especially the leader. In
life, we often start as team members. Unless you learn and are a good team
member, you can never be a good team leader.
3. Set goals for the team that challenge them to perform at the maximum
capacity of which they are capable. This is important.
4. Above all, if the leader of the team inspires you, or you as the leader of
the team is inspiring your team to believe in a common vision, then each team
member makes it their vision.
When the team buys into the ideas and vision, the perception of the team
members shifts, and they begin to believe the idea is partially theirs.
At that point, the team members and their leader will put in the effort to
succeed because it is no longer a “job.”
When the team becomes a believer, it’s a profession for them and no
longer a job. They are no longer doing it as a job, they are doing it because they

want to and will wake up in the morning wishing to get to work to implement the
idea or vision.
At our candy company, there was such a strong sense of belief in what we
were doing that the company started growing very rapidly.
We went from a start-up company having a 10’x10’ (100 square ft.) booth
at trade shows to within a decade having a 40’x40’ booth, almost 1600 square ft.
The size of a small house!
We took really good care of our team, with massive bonuses, complete
medical insurance, great vacation time off, medical time off, and a “welfare fund,”
all unique to our company. We also offered a 100% match on 401K.
The “welfare fund” enabled every employee to get a 100% reimbursement
or even an advance to cover all co-pays of medical insurance!
This “welfare fund” made them feel that they were part of our extended
family.
When we went to the candy shows, our designers would also attend to
assist and meet our customers, who are always called “marketing partners,” a
term we also coined.
One day, when we were launching our “Juicee & Fruitee Jellybeans,” made
with real fruit juice, Robert, our logistics manager, walked into the office and said,
“What do you think will be the percentage of freight cost to sales price for our
first orders for jellybeans?”

With prototype bags and mockups, we had sold over a million pounds of
jellybeans to our customers. This was just in the first year of being in the jellybean
business. Insane.
Without even thinking about it, I said to Robert, “Our average cost is about
3% of sales, so it should be about the same.”
Three months before the jellybeans were scheduled for delivery, our
controller and accounting manager called and asked for an emergency meeting.
Upon meeting them, they informed me that the freight and transportation cost of
the jellybeans was almost 18%, leaving us with a very low margin compared to
our normal business. I was in shock.
It hit me. The jellybean bags weighed twice as much as our gummy bags, so
only thirty-five percent of the quantity of jellybean bags would fit on a truck.
Then I remembered that the estimate for transportation was given by me
to Robert to figure out cost price. Realizing that I had made a big mistake, I
decided to share that information with my team, calling a quick manager meeting
that afternoon.
At the meeting, with my head down and one hand up in the air like a
kindergarten child, I said, “Team, I have let you down by making a big mistake in
calculating the transportation cost of jellybeans to our customers in the U.S. from
Europe. We will barely make a worthwhile profit on the addition of this new line
of product.” I promised them that I would be more diligent in the future and
asked for their “forgiveness” for the mistake that would hurt our company,
adding that we would fix the price for next Easter’s sales.

After about thirty seconds of silence, Hans spoke up. He said, “Chief, you go
home, take a chill pill and relax. Let Robert and I, with all the team members,
work on this until the end of the week.”
By the end of the week, Hans and Robert came into my office and said,
“Cheer up Chief. We have talked to all the people, the candy manufacturers, the
ocean freight company, the local trucking company, and the plastic film
manufacturer. All of them gave us discounts on a one-time basis that will lower
the percentage of transportation to a selling price from 18% to 10%. We asked all
our loyal manufacturing partners to give us a break, which they did.” A savings of
almost 8%! Additionally, that would allow us to make not a great profit that we
were used to, but some decent profit.
The lesson from here is that:
1. The “team” wanted to do this because they believed in the company
and went to bat for the company when the mistake was mine and mine
alone.
2. When you humbly tell people in your team that you have made a
mistake instead of covering it up or lying, they will go to bat for you to
help you fix things.
Let me give you a totally different example. Robert came to my office one
day and said that we needed to buy one more big warehouse in Texas and that
we are renting too many warehouses.

I said okay, go buy it. He said what do you mean? I said, “Robert, you said
that you wanted us to buy a warehouse, right? Go find it and buy it.” He said,
“Okay, let me find one.”
Sure enough, he found a large warehouse in Texas, which he visited and
said that they wanted three million dollars for it.
I asked him if he was happy with it and he said yes. After negotiation, the
price was settled at two million two hundred thousand dollars, at which point
Robert said that he was arranging two airline tickets – one for him and one for
me.
I asked Robert why two tickets and he said so you can see the warehouse to
make sure you like it, it’s your money. I said jokingly, “Robert, are you making any
money on the side? Why do I need to see an empty shell of a warehouse? I trust
you.” He said, “You know I would never do that to you!” I said, “I know that, and I
trust you implicitly.
I told him I did not need to see the warehouse and to just buy one airline
ticket and go.
He bought the warehouse for two million two hundred thousand dollars of
the company money, and I insisted that he speak at the inauguration of the
warehouse, when the local Mayor did the ribbon cutting. I have never seen the
warehouse to this day.
This kind of teamwork allowed me to take ten days off every quarter and
the company would be operating on cruise control.

Build a team. You are not Superman or Supergirl. But you can be a simple
thinker who embraces change, innovates, focuses, and builds a team that allows
you to do what others believe is impossible.
Go for it! You can do it, too!

Chapter Thirteen
“My Father, My Hero – Choose your own life & career path.”
My Father was one of the most decent, helpful, and honest people who
ever touched my life. He was brutally honest and straightforward, and, as said
earlier, he lost everything to the unions whose demands were so ridiculous that
they bankrupted him.
He worked in his later life for a friend of his, who owned several textile
machinery manufacturing companies, before retiring, and actually saved his
friend’s factories by negotiating and reasoning with the unions.
I always told my Dad that I learned so much from his life and he would
always question what I learned from him.
I said honesty, integrity, and how to avoid the mistakes he made in his
business, like putting all his money into the business. I also learned never to fight
with the staff, your team, unions, etc., and to reason and compromise with them.
Most importantly, I said, “Dad, you allowed me to spread my wings and
fly.”
When my Dad had lost everything to the unions, he insisted for almost
three months that I get into agriculture and farming and go to an agricultural
college for my education. I had told him several times that I had no interest in or
aptitude for farming.
One day he took me to the president of the agricultural university in India,
whom he knew extremely well. After the standard cordial greetings were

exchanged, Dad expressed his desire for me to be an agriculturist. The President
offered to enroll me in the college and said, with a smile, that I could go to him for
peer guidance from time to time.
As we started the drive home, I told my Dad one more time that I admired
farmers, who were the food bowl of the nation, but I personally had no interest in
farming. Being a strong-willed Dad, he kept insisting that this would be my best
choice.
Finally, out of desperation, I said,
“Dad, you don’t own me!”
I have regretted those words for the rest of my life.
After this, he never voluntarily, at any time, gave me career or business
advice. I would often tell him what I was doing with my career and profession and
ask him what he thought. He would answer me with advice, but would always end
by saying, “Son, you will figure it out.”
“Words are weapons, be careful in their usage.”
Take advice from all who you meet and ask for advice, but you alone should
be the decision maker of your life’s path and career.
Stress had taken a toll on my Dad’s health. When we moved to Florida,
after about six months, we decided to build a new home on the beach and
demolish the old house we had purchased when we moved from Maryland. The
new home would be large enough not just for my nuclear family but have a
special area that would be designed to meet his needs in our home.

The home took over two and a half years to build, and I got very frustrated
with my builder at his inefficiency and lack of enthusiasm.
We decided that we would develop real estate as an additional business
enterprise because our candy company, as mentioned earlier, was on cruise
control.
Our first real estate venture was to build a beach front condo building. As
usual, I asked my architect to execute my vision, saying let’s make it unique, let
the elevator doors open in their condo home, no corridors, let the balcony be like
those of a single-family home, ensure every room has the best beach views
possible and we must have parking for at least two cars plus common guest
parking. Let’s also provide a fitness center and an area for them to entertain
guests.
Let’s give our customers in these condos a feel of almost a single-family
home with privacy and independence and without them having to worry about
mowing their lawn, security, or insurance.
The condos sold out quickly and made very good profits on our investment.
In the meantime, my Father’s health was really deteriorating, and we had
to get a nurse to help my Mom, wife, and I to look after him.
It pained me to see him in pain.
In the meantime . . .

Chapter Fourteen
“Accolades, Awards… Be Humble”
Using the tools outlined in this book, you can definitely change your
thinking and make progress in your journey of life.
The meaning of progress for each of us will be different. For some of us, it
may be a promotion in our profession. For others, it may mean getting into
college, or for some it may be just getting better grades.
A great ball player once said that he knew he wanted to be a professional
ball player when he was in middle school. He decided that he would train and first
make it in his school team. Then he focused on getting onto the college team at
the school he attended. Finally, he made his home as a professional ball player.
See what he did? He took baby steps: school team, college team, then a
professional team. He focused, embraced change, and chose his career path
without fear of the unknown; see how simply he thought.
As a student of science, you may never become as famous as Einstein, or an
artist as famous as Van Gogh, or an actor as famous as Sir Sean Connery, but you
can certainly be the…
“Best you can be!”
By using the tools outlined in this book to change your thinking and then
executing your plan, you can do whatever you choose to do in life.

Using the tools that I learned from my life’s journey led me to be the
recipient of many awards from different chambers of commerce, colleges, and
even one lifetime achievement award from Capitol Hill.
The one from Capitol Hill was very interesting. I received a letter and a call
from some organization and thinking it was a scam or somebody seeking a large
political donation. I completely ignored it. I was at one of our candy shows when I
received a call from a friend informing me that the Indian consulate was very
upset with me. What? What have I done? He said that they are trying to give you
an award on Capitol Hill and you have not given them the courtesy of confirming
your acceptance.
I was at a candy trade show in Atlanta, making a presentation, when I
received the call. Now the buyer to who I was making the presentation was
intrigued and she told me that this award is just not for you, it is for our industry,
too, as well as an honor for your country of birth. You need to go now! I told her
that I had two more days of appointments.
Hans told me that he would take care of all the appointments. Unknown to
me, Hans also quietly walked out of the room and made a call to our most
important customer and buyer. He was in the room in the next ten minutes,
chiding me for not going. He said, “You know you can get an appointment with us
anytime. We have never denied you an appointment. You need to go now.”
Wearing a linen jacket, I rushed to the airport. I checked the weather in
Washington, DC, and was told they were having snowstorms! Atlanta was a balmy
eighty-five degrees.

Upon landing at Washington National Airport, I was wondering if I was
going to die before I reached Capitol Hill, as the lines to get any kind of
transportation were very long. Ultimately, I found my way to the room holding
the awards ceremony, where several other recipients were also present and
received the award.
I was the sole recipient in attendance without a spouse.
I still get grief from my wife for not taking it seriously and taking her with
me.
My public-speaking engagements went from being a panel speaker to being
a keynote speaker, as most panel speakers, who were wise and accomplished,
mostly stayed in their space or industry they knew. Whereas, I had done
everything from steel to chemicals, project management, international business,
buying and selling cars, contraceptives, candy, and real estate to blah, blah, blah.
Eight of ten questions from the audience would be directed to me for
answers. At this point, I stopped being a panel speaker and decided to only accept
keynote speaking engagements, out of respect to other very accomplished
speakers on the panels.
I have never, ever charged a penny for knowledge.
After all, knowledge is like milk. If you don’t use it in time, it will get spoiled,
just as knowledge becomes outdated. Get my flow!
Whenever I received an award, I would always remind myself that what
they were really honoring was what had been achieved as a result of all the

knowledge I had received from the people who had touched my life and the
various teams that had supported my ideas and thinking.
In every enterprise I have used,
“The Power of Asking” to gain information and knowledge.
In my mind, I was just an instrument or extension of them!
I never forgot from where I came and tried my level best to be humble.
Remember, as a child or adult when you received praise, there would
always be a friend, acquaintance, associate at work, or family member who was
envious of you? That, unfortunately, is the reality of life.
Our candy company was facing explosive growth and my European partners
would invite me to quarterly meetings overseas. These meeting would be
attended by the Presidents of their various divisions. Each of the divisions were
doing almost six hundred million to a billion dollars of business.
Initially, for the first three meetings, I would sit as far away from my
partner and primary stockholder of this gigantic company and let Hans make our
company’s progress and presentation on the quarterly results.
Our results were of a concept-selling company with explosive growth and
profits and would receive a lot of accolades and recognition.
The fourth time, which was around nine months after I had entered into
partnership with this gigantic company, the President and quasi-owner said, “You
are the only partner we have. Please come and sit next to me and express your

opinions during these meetings on how my other divisions can emulate your
growth.”
I thought it was a great honor and humbly accepted his suggestion.
Pass it on, I thought.
Over the next four years, my suggestions at these meetings were very well
received as I would think simply, I would give innovative suggestions, and even
outline a path to execute and show them how they could copy or emulate what
our company in the U.S. was doing.
At one meeting, I said we will start using our “concept-selling company” to
sell cookies and snack chips in the U.S.
We were very successful and sold millions of dollars’ worth of product in
the first few months, all manufactured by this European company. Of course, we
would change the packing and brand identity to Americanize them before selling.
The President of the European company and his family thought very highly
of me and often told their top managers that I had the unique ability to create
“New Wealth” through simple innovations.
This was very gratifying for me.
The little kid in me finally got me. Being a car guy, I bought my first Ferrari,
a red convertible, of course; and with radar detectors, of course. I love the way
the exhaust sounded. I would drive it to work once a week; it made me feel like a
little boy again!

Robert, our logistics manager, was a Cobra guy. He would drive his Cobra to
work every day. He admired my Ferrari. I offered to exchange it for a week with
his Cobra many times.
I would say it’s only a car. I love it, but I am not attached to it.
Live life without attachment to things – cars, houses, purses, jewelry – they
are objects. Enjoy them for you have earned them, but don’t be emotionally
attached to them.
My large home on the beach was beautiful. It had a three-story wall of glass
facing the ocean. It had been primarily built so I could take care of my nuclear
family and parents, especially my Father. I did not honestly need such a big house
for my nuclear family.
We often entertained our overseas guests, friends, and extended family
members in our home.
Perhaps this is a mistake I made. Be careful of whom you let into your
home and heart. When you are successful financially, having practiced the
methods outlined in this book, you should trust all you meet to learn from them,
but they don’t have to become your friends or family.
Be extra nice to the people who exhibit envy and the lower form of envy –
jealousy.
It’s hard but try hard to do that.
However, never allow them to get close to you, your inner circle of friends,
and your nuclear family.

Chapter Fifteen
“The Ocean is Beautiful, Like Life – It has Waves.”
Business was flourishing. We were now a concept-selling company that
owned a significant pipeline of access to our country’s top retail chains. We had
gone from candy, snacks, and cookies to adding pound cakes for Christmasseason sales.
One day Hans came into my office and told me that our European partner
would no longer be able to supply us with cookies, chips, or cakes, as it was not
able to meet the demands of customers in its own country. I thought this was
strange as I had seen the huge manufacturing plants and their capabilities.
The communication was also quite sudden. That part of our business was
only 15% of our sales and was not as profitable, so I said to Hans and our team,
“Let’s focus on our candy business and see if we can add more candy lines and
grow our gummy business more.”
We were projecting to double our gummy candy business that year and
Hans had given our projections to our overseas company. About a month later,
Hans again came into my office with Robert, saying that we were not going to be
getting our projected gummy candy requirement. The European manufacturer
and partner had informed us that it had launched some additional gummy lines in
its own country and hence would not be able to supply our gummy candy
requirement.
I called the President of the candy division, asking him, “What’s going on??”
and repeated what Hans had told me. I said, “A product launch takes at least

three to six months or more in your county. If you knew this, why did you not tell
me earlier?”
I added, “You are not only damaging me, you are damaging yourself as you
make a profit in not only selling gummys to our company, but you are also a
partner in our company.”
I had said all this in a very pleasant tone.
Never raise your voice, that is an exhibition of weakness, helplessness.
Raise your level of reasoning.
After the telephone call, I called Hans, Robert, and some key managers for
a quick five-minute conversation in our conference room.
Remember what we said earlier in the book as to why God gave us two
eyes?
I said, “Team, Hans should focus on finding us new suppliers for candy,
Robert on logistics, and the remainder of the team to keep creating and selling
whatever new candy lines we can add.”
The lesson again.
So, one eye, guys, what can I do today to keep food on the table: sell candy.
The other eye tries to get new manufacturers of candy so we can keep
growing: the future.

Again, remember in your career, school classes, or career path, there will
always be challenges, issues, etc. Embrace change, live without fear of the
unknown, think simply and move on with life.
One day as I was just settling down in the office, our receptionist said that a
person from our European partner was here with an attorney. I called Hans to
bring them into my office.
After the standard cordial greetings, the attorney said, “I am a divorce
lawyer. In a divorce, there is no right or wrong. Your partner and management
team does not like you and we are here to break the partnership. Call it a
divorce.”
You could have heard a pin drop in my office. I said, “Can you repeat that? I
can’t believe what you said. The owners of the company respect and admire me;
this is not possible.” They were adamant and added that the owners did not agree
with what their top managers had decided to do, but the President and quasiowner had agreed not to accept my call until the so-called “divorce” was settled.
Of course, in business this means some money exchanging hands and the
partnership is broken.
In the ocean, if you see a huge wave coming at you, don’t try to fight it,
navigate it. It was our company’s principal supplier; if it cut off supplies, then our
company would be worthless.
This book is not about me. In life, there are times when you may feel that
what’s happening is not right, but don’t try to fight with an 800-pound gorilla. If
you lack the means to fight back, you will be finished and get hurt.

A wise man told me only to fight a battle or war if you have a chance of
success. Our armed forces go to war for a cause, to protect our country; what I
had going on was a business, not a war.
I had to accept an offer that, in my mind, was very unreasonable in terms of
what I thought would be fair monetarily, but it was better than nothing, as
without candy supplies you cannot be a candy company.
I sold out.
Go into a room, close your eyes and figure out what you can control or
change.
1. A wave in the ocean? No
2. Your spouse, boyfriend, or girlfriend thinking or action? No
3. Your parents or siblings’ actions or thinking? No
4. Your children? No. You can love and educate them but not control
them.
5. Can you change the way your best friend behaves and thinks? No
The only thing we can control is ourselves. Nothing else.
There will be times in your life when you feel you are being wronged or
treated unfairly or unjustly; never lose your cool, never fight with established
gigantic companies if you are a Lone Ranger.
Be practical & pragmatic; get what you can, put on your dancing shoes,
smile, and dance away.

CHAPTER 16
“Your Teeth Can Bite Your Tongue and Cheeks – Occasionally.
Don’t Pull Your Teeth Out.”
While still in the candy business, I had invested most of my money in real
estate. It had been very profitable.
When walking out of the office, my executive assistant, Melanie, cried on
my shoulder and said she would miss me. She had filled a box with photographs,
awards, etc., for me to take home with me.
I told her that I did not need them and requested that she put them in the
trash or recycling bin. She said, “I am going to keep them at my house and call you
in a couple of months when you are not upset or angry.”
I told Melanie that I was neither upset nor angry, just sad. This is my past.
It’s done. Over.
They were finally put in a recycling bin by Melanie as I truly had no need for
them. I wanted to move on in life, that was my past!
We must be present in the “now,” with one eye, and looking forward to the
future with the other eye.
One of the reasons I had invested in real estate, besides profit for myself,
was to help a person close to me.
I had given a minority stake in two of my three real estate companies to
this person, in spite of a repeated history of needing monetary assistance that I
had provided without any expectations or returns.

This was my mistake. Period.
The result was disastrous. My equity, being less than 50%, allowed other
investors to take over two of my three companies, completely changing the
direction and vision for the companies. They put both companies out of business
in less than two years. It wiped me out financially.
To save what was left, I had to mortgage my home, against my wife’s
wishes.
Take responsibility for your actions and mistakes. This and only this will
help you drive your car of life forward. Look at the rear-view mirror of life so that
you don’t repeat the same mistakes in your journey.
As I said in the introduction, the sole purpose of this book is to provide
tools to people who have received a bad card in life or those not born into
privilege, to change their thinking, so that they can succeed in life, overcome
unforeseen obstacles in life, and always be able to raise a mug of beer or glass of
wine and say to friends and family: “Life is good!”
The lessons we have to learn from the above are many.
1. Learn from other people’s mistakes.
2. Don’t repeat the same mistakes. I repeated my mistakes. For example, I
should have never sold 50% stock in my candy company. I should have
sold 49%, leaving 51% with me. In the case of the candy company, it was
probably a moot point as my partners controlled all my gummy
manufacturing.

3. We don’t pull our teeth if they occasionally happen to bite our tongue or
cheeks. In the same way, humans will make errors, quite often
unknowingly. Occasionally they may even do a one-time action that
appears hostile or against you on the surface. Do not judge an
occasional action to reach a conclusion on a person’s integrity,
dedication, or loyalty.
“Look at the total behavior pattern of the person from time to time.”
“Look for trends in that pattern.”
That will enable you to reach the right conclusion on how to engage with
the person or company.
In the case of my candy company, cutting off my supplies of different items
we sold was definitely a trend, a behavior pattern that should have been
concerning to me. The exact same applies to what happened with two of my real
estate companies with the person close to me.
Even in relationships:
1. When you are dating, look for the behavior pattern or trend to figure
out whether the person is “truly into you” or not, or just leading you on
to have a nice time.
2. In a marriage, stress, financial or otherwise, can lead to one of you
making a genuine mistake. Don’t let that one mistake ruin your marriage
and compromise your children, if any.
3. There is scene in a James Bond movie in which Bond says, “First time its
happenstance, second time coincidence, third time its enemy action.”

Hahaha. We won’t go as far as calling it enemy action. We will just call it
a behavior trend and pattern about which we need to observe, accept,
and make a prudent judgement.
Never let anybody so close to your nuclear family that they can influence
the thinking of your nuclear family. You need a village to raise a child; that is true.
But you need to consider that as a safety net or support system only.
In the meantime, I was running my third real estate company, which was an
iconic beachfront project in which I had invested most of my remaining money
and the money from the mortgage of my home. This was an old, existing
beachfront hotel that needed to be demolished so I could build 100 condos there.
I had a huge loan on it though, as both my other real estate companies had been
wiped out. I would have never dreamt of this happening. It was a total shock.
I had to sell all my toys, including three cars, two of which were Ferraris.
But though they were fun to have, I had no attachment to them. I cancelled all
the subscriptions to car magazines.
I did this so I could focus with simple thinking on what I needed to do to
become financially stable again, without the distraction of car magazines around
me.
When you have to be frugal, cancel all the subscriptions or opt out of
emails that you receive to solicit you to buy things that really make you lose your
focus on how to get back on your feet.

Unsubscribe from all emails from stores you admire, where you shop,
fashion brands you admire, even promotions from restaurants that at this point in
life you cannot afford to visit.
Get rid of all of your “want weakness” that are not a “need.”
Should there be any point in your life that you can’t afford some of the
things that you fancy, don’t look at those things! Let’s take it one step further. Do
not go shopping with a friend who can afford the things that you like because that
will only lower your spirits.
You are a special creation. You are capable and able to do the impossible.
Miracles just take a little longer. Stay on the path of simple thinking and don’t live
in fear; focus and move forward.

Chapter Seventeen
“Perseverance and Faith in Yourself.”
The loss of my candy company and two real estate companies felt to me
like an earthquake and a fire had affected my life. We had all moved on; my
children were in college and they were told to focus on their education.
Educate yourself and empower yourself with knowledge, stay on the
straight and narrow, and learn all you can because
“Nobody can ever take your education and knowledge away from you.”
My remaining real estate project was moving in a positive direction. I had a
potential lender that would loan my company the money, provided we presold 60
of the 100 condos we were proposing to build, with advance deposits. That is
known as Preconstruction Sales.
As usual, believing that we needed to be different, the building design was
very unique. It had the least common walls for any condo building in a 200-mile
radius. The amenities proposed to be offered were world class. We even had a
small gourmet restaurant programmed that would be available to the owners
only, for dine in or catering. Each condo owner would have parking for two cars,
plus ample guest parking.
Independent leading realtors soon sold 50 of the proposed condos, with
deposits in escrow, in a year. We hosted a small party and served champagne to
the fifty buyers and informed them that the next 10 condos should be sold very
soon and that we would start construction in a few months.

I would get up in the morning and reassure my wife that there would be no
more trauma for her and the family.
Sales of the condos in the next month were very slow, with just one sold in
the whole month. This was not a good sign.
In the next two months, the news from Wall Street kept getting gloomier.
Then, out of the blue, we had the Wall Street, insurance, and banking collapse of
2008.
The bank that had loaned us money on the property went belly up. The
bank that bought the defunct bank also went bankrupt four months later, and our
loan ended up with a lender that had received one of the largest bailouts from
the Federal Government to prevent it from going bankrupt. I had done business
with this bank in my past life and I thought that this would be a plus for me.
The economy, as we all know, got slaughtered and presales of the condos
came to a standstill. We still needed nine more sales to get a loan to build the
new building. However, the lender that had promised to loan the money to build
the condos had also gone belly up; it was a different bank then the one that was
holding the mortgage on the old existing hotel.
To add to the problem, guests coming to the existing beachfront hotel went
down by almost 30%, making it very hard to make the mortgage payments and
pay salaries every month to the sixty-plus associates at the hotel.
Our country went through the biggest financial crisis since the Great
Depression. Over the next 2-5 years, from 2008-2013, the Federal Government
had to bail out banks, insurance companies, airlines, and the big three car

companies in Detroit. One hundred and seventy thousand businesses were wiped
out and closed their doors. Permanently.
The demolishing of the hotel had to be postponed. All of a sudden, at the
same time, out of the blue the city government where I owned my hotel decided
to change the zoning of my property.
The city suddenly decided that too many condos were being built on the
beach and canceled the permission my company had to build a hundred condos.
The value of my hotel property, my last potential comeback, was now
worth 25% of what we had paid for it.
I called the bank that was holding the mortgage on the property, requesting
them to have patience to allow me to fix the old hotel, to refurbish it so that at
least the value of the old hotel could be increased dramatically to cover their
mortgage. I asked the bank to please co-operate with me; I have a long history
with your bank. I said help me get over this crisis.
The banks answer was a resounding “No! Make your monthly payment or
we will take away your property and your home!”
I asked the bank again, “Why do you wish to lose 10 million dollars? Give
me time, we want to pay your loan. Even the Federal Government gave you guys
almost a hundred-billion-dollar loan. We are not asking for anything free, not
asking for loan forgiveness, just more time.”
Finally, after litigation, we reached a settlement that would give me five
years to turn things around at an interest rate of 8%, plus around one million

dollars in extra fees. Understand that the interest rate at that time was 3 to 3.5%.
I was paying over 10% in interest if fees were added to the interest.
The lesson we must learn from the above is never think, in your wildest
dreams, that a bank is going to stand by you in times of crisis in your life. They are
not your friend. The bank’s sole purpose of existence, like any business, is to
make the most profit they can make. Period.
The only time banks wanted to lend money is when they are absolutely
sure that they will be repaid by you or through the security they have. Home,
business, car, on whatever they hold a mortgage; if you default, they will take
away the security you have mortgaged: your car, home, or business. You might
have heard the word “Relationship Banking.”
The only relationship the banks have is with your money! Not you!
The governments are also sometimes unpredictable, whereas most time
they are predictable. Occasionally they will do things that will catch you unaware.
Be very careful when you do business with them or otherwise deal with them.
Read every word. Never get mad at a government or fight with them. Find
somebody who has a good relationship with the relative government department
to help you. They are called “Lobbyists.” It’s simply a person who understands
how they think and operate and helps you for a fee. Most time your local State
Representative, Senator, or Congressman will help you if you write to them.
You don’t have to know them. Simply write a letter to them explaining your
genuine position or hardship, if any. They will often help you. This will cost you
nothing. Remember the phase “The pen is mightier than the sword.” In my case

this was true. Writing a letter to my local representatives and congressman
helped me a lot.
So here we are, as part of the agreement with the bank, I had two hundred
thousand dollars to refurbish the hotel completely so that its value would go up
sufficiently to cover the bank loan.
Here I was, candy company gone, two real estate companies gone, and the
only real estate company I had was no longer zoned to build condos. My
investment was not only wiped out, but we owed the bank ten million dollars
more than the property’s worth and I was no longer 17 going on 18.
The lesson here, again, is do not depend on a bank to come to your rescue
or depend on the Government; the only person who can help you is … You.
By persevering and having faith, I was able to buy 5 years of time to turn
things around. Six other property owners who were building condos within a onemile radius went belly up.
When you are facing a very grim future, be patient, persevere, and keep
the faith. Remember all we have learned in this book so far: simple thinking,
asking people for help, reinventing ourselves, never living in fear of the unknown,
and focusing on moving forward. Keep one eye in the now and one eye in the
future.
I started wondering why the guys running Wall Street, the banks,
governments, people you trust, and business partners all behave irrationally
sometimes.

Then it hit me.
God, after creating the Universe, must have been really stressed during the
dinosaur era. Death and bloodshed were the order of the day. So, he created
monkeys for stress relief. He must have been bored after a while, watching the
monkeys as their pranks and tricks became more predictable. So, one day, God
waved his magic wand and created humans: totally unpredictable and irrational.
He has been laughing ever since!

Chapter Eighteen
“Hope and Opportunities.”
When traveling in Brazil, I met a young girl, probably in her early twenties,
who was a tour guide. Her English was OK, but she made up for her lack of fluency
in English with a smile that would fill a room and her enthusiasm. After a few days
of using her services, I asked, “Tell me about yourself.”
She said, “I was born in a ghetto and often had to survive on one meal a
day.” She had no money to finish high school but got an opportunity when she
was in her teens to become a carnival dancer.
A dance school, which was run by a charity, gave her the only opportunity
she got in her life. She grabbed it and, eventually, with hard work and dedication,
became a dancer in the “Rio Carnival.” She grabbed the one opportunity life gave
her.
Her story was an inspiration to me.
To all the readers who have access to this book, your situation may be
challenging, very hard, or perhaps even appear hopeless. But think of a child born
to a single mom in a ghetto in Brazil. Life gave her one opportunity and she
grabbed it; you, too, need to look for the opportunity. Look for it, it’s there, it will
come. Maybe the opportunity is to get two jobs and work six days a week.
Never give up hope. That’s the last thing that goes. If we still have a breath
left in us, we have hope.

Getting back to the old hotel on the beach, I called all the team members
and said, “We will create our own brand, “A Boutique Hotel.” Let’s start by calling
it “Surreal Views,” a direct beachfront resort. Let me figure out what we can do to
renovate the hotel, one floor at a time. Give me two weeks to get back to you.
I immediately called over 30 hotel renovation suppliers, only to find that
each company mostly supplied only a single category. For example, the bedroom
furniture company did not supply lamps or curtains. They were all buying from
China or Vietnam.
The total renovation cost would be over $1.5 million, not $200,000.
The curtain supplier, being local, came the next day and quoted $100,000
for just the curtains and said it would take him four months to get them from
China. The total budget would be $1.5 million.
We had $200.000. Not $1.5 million.
I saw an opportunity. Get my drift?
Immediately, I checked a website, Alibaba.com, and sent out over one
hundred emails soliciting manufactures directly for products to renovate the
hotel. The price was 15 to 20% of the price quoted to me by thirty different
suppliers.
One week later, I was in China, connecting as usual, first on a human level,
asking them about their families, their hopes and aspirations. In one week, I had
pricing for all my needs, including cabana-style chairs with cushions for the beach.

What did we do here? We first “connected” with the manufactures, all of
which were family-owned businesses. I had two meals with each of them to get to
know them better.
I learned from each factory how they made things. Very often we were
“thinking out of the box.” I made them “simple” suggestions, like for the outdoor
furniture. I said, please use stainless steel hardware. They said that the price
would go up by $2 per piece. I accepted that, saying that it won’t rust and will last
longer.
The mattress factory made many different types of mattresses. One style
was your typical coil spring mattress, one style was a memory foam mattress, and
another style was a pure latex mattress, the latter being an all-natural, “ecofriendly” product.
Thinking simply, I had an innovative idea. I asked, “Can you make me a
hybrid mattress with 2 ½” of latex, followed by the standard recycled support
foam and recycled steel coil spring mattress that is eco-friendly?” They said that
they had never made one but would make one the next day for me to try. The
next day I tried the mattress; it was at another level. The mattress was very
comfortable, and latex, being bed-bug resistant, was a major plus for our hotel.
Back home, I did not have enough money in our bank account for the
mortgage payments on my house. The salary I had from the hotel was insufficient
to cover my home mortgage. I had lost the candy business, and all the other real
estate businesses had gone belly up as explained earlier, and the zoning of the
existing hotel for building condos had gone away permanently, completely
compromising my investment in it.

I had, however, never given up hope. That goes with your last breath. I also
saw an opportunity there. I jumped in with both feet and grabbed it.
I said to the mattress manufacturer, “You make this mattress only for me
and I will sell 5,000 mattresses in a year for you.” He was taken aback. After an
hour, he gave me his best price of $210 per mattress.
The next day I requested all the factory owners to meet for dinner, with me
as their host. To these manufacturers I said we are now all going to be a team,
please become my “manufacturing partners,” a phrase I coined.
All goods from China come in what is known as a container, a 40 or 50 ft.
steel box. I said, “I want all of you to consolidate all your goods in China, each
container must contain furniture, lamps, artwork, chairs, mattresses, curtains,
etc., in all the containers you ship.” All the factories were with a hundred-mile
radius, so they all agreed.
We signed purchase orders and the goods arrived at the hotel in less than
two months. We were able to completely renovate the hotel to a 5-star standard
for $200,000. The normal quote I had received, remember, was $1.5 million.
Using simple thinking, I saw that all the different suppliers in the U.S.
imported from China, but not one of them was supplying all the products. The
lamp supplier supplied all the lamps and lighting fixtures, adding almost 35 to 40%
transportation cost shipping within the U.S. The furniture supplier was in the
Midwest and had similar transportation costs. To add to the above, they all
warehoused the product; that added tremendously to their cost structure.

We renovated the hotel and our new “Eco-Friendly Beachfront Hotel” got
rave reviews and our revenue went up by almost 60% over the next three years.
The bank was happy but did not allow me to increase my salary. The value of the
property was up by 120%, covering at least the mortgage amount on the
properties.
In the meantime ...
Tell me reader, what do you think should happen next when you are
reading this book? Using all the tools you have received reading this book…
Do you think you know what will happen next?
If you get the answer, you may finish reading the book whenever you wish;
you are set in your journey of life. Just keep reading, never stop learning, and
keep listening – you are set. You may not need to finish this book.
Should you not have figured it out, there is no rush. Go back and read the
headings of each chapter and go into a room by yourself for an hour to think.

FOCUS.

For inspiration and guidance, I have gone to the book The Godfather, books
by Dale Carnegie, the book on Karma the Gita, books by J. Krish, etc., many times
to remind me of how to think and reinforce my mind when facing obstacles or a
crisis. Do the same with books that inspire and help you.
This book is less than a drop in the ocean of knowledge; do use it when you
think reading it again will help you.
Let’s continue, for all of us who were wondering what would happen next
in this book. When in China, after addressing all the hotel suppliers as
“manufacturing partners,” I had said,
“We will make my hotel a showcase to sell hotel furniture to other hotels.
Please ensure the highest quality for my order.”
Upon returning back home to the U.S., I immediately started an
independent business to sell hotel renovation products consisting of furniture,
lighting fixtures, artwork, beach furniture, outdoor furniture, the new “EcoFriendly Hybrid Latex and Coil Spring Mattress”– the whole enchilada – to other
hotels.
The only cost to start the business was a $400 website. The first order was
$850,000, with a 50% advance and 50% when the goods shipped from China. The
net profit from the first order was $475,000.
The profit from this simple order helped me stay afloat, pay my home
mortgage, pay for my children’s college, and eventually for my daughter’s and
son’s weddings.

In the process, I had saved the hotel from bankruptcy in spite of the zoning
for condos being taken away.
What we learn from this is very simple. Like the girl from Brazil, who had
never given up hope, when she saw the only opportunity she had, she seized it,
focused on it, and changed her life. In the same fashion, I started my life’s journey
turnaround and grabbed the opportunity when I saw the inefficiency in the hotel
supply/renovation business.
The mattress I invented and never patented won an award for “Invention of
the Year,” somebody eventually copied it. I don’t know whether he or she
patented it. However, I sold over 5,000 mattresses and made good money on it.
Never give up hope, look for opportunities in life; they will all be different in
each person’s life.
“We are all snowflakes, different and yet all snowflakes are only made of
water.”
Your opportunity will be different. Just look for it.

Chapter Nineteen
“Have you Asked? The Power of Asking.”
About a year later, we heard that the city, state, and county wanted to see
more hotels built and would encourage new hotels to be built to increase
tourism. This would, in turn, increase revenue collection for the city, state, and
county.
Understanding never to argue, antagonize, or fight a government body, I
"asked” my local government consultant and attorney to see what they could do
for my old existing hotel on the beach, where we had lost the zoning for building
condos.
I realized, while “thinking simply,” that there could potentially be a rush to
get this new proposed zoning.
Staying “focused,” I worked with the attorney and our government
consultant to put together a package with all that the city and county would
require to receive the new zoning.
The plan was executed quickly, without fear of the unknown. What’s the
worst that could happen? The city or county would say no?
We submitted our proposal to the city and county and were one of the first
to receive approval to build a new, approximately 220-room hotel on the beach.
That meant that we could build almost twice the number of rooms on the same
land that we owned, after demolishing the old existing hotel.

We decided to build a unique new beachfront hotel that would become a
destination for both locals and tourists visiting Florida.
I called the existing bank, which held the loan on the old hotel property,
with an update. It was happy with the new zoning we had received, as it
enhanced or almost doubled the value of the property.
“Innovation” and “thinking out of the box” was a way of life for me. The
design team, along with me, put together a spectacular proposal to build this
hotel.
Using the “power of asking” with the help of my team, I approached all the
leading hotel companies and asked for their top-tier luxury brand for my
proposed hotel.
Again, using the “power of asking,” we negotiated with the top six hotel
companies in the U.S. and Europe, with worldwide operations, and finally settled
on one of the top luxury brands.
This “Top Luxury Hotel Brand” would enhance the value of the property
even further! I had finally risen once again from the ashes like a phoenix, by
“Using the Power of Asking.”
Now that a “Top Luxury Hotel Brand” approval had been obtained for the
property, I decided to finally seek offers for the stock I owned in the company.
There was a bidding war! I sold my stock to a wealthy gentleman, who was
worthy of my trust and was a philanthropist, not to the highest bidder.

Around the same time, I received several offers for consulting from
companies of all sizes that needed my guidance. I decided that I would do so and
continue to share my knowledge.
This finally allowed me to complete a promise that I had made to myself, to
write a book to provide tools that would enable the have nots or those not born
into privilege to change their lives.
This is that book!

Epilogue
All my life and throughout this book, we have found that when we need
something done or when we need information or knowledge

We ask!
I call this the

“Power of Asking!”
Throughout my life’s journeys, I have used this power of asking to achieve
everything from breaking strikes in the steel mill, to inventing India’s first
women’s contraceptive, to adding fruit juice to all kinds of confectionaries, the
four-way gravity feed display, the hybrid latex foam and spring coil mattress, and
on and on and on …
Total strangers, acquaintances, colleagues, and people from all walks of life
have helped me to prosper and thrive. They have helped me bounce back, rising
from the ashes nearly a dozen times when life threw me an unexpected curve
ball.
When you are asking for information, knowledge or guidance, there are a
few important points that you need to follow:
1. The first point is you need to ask, with total humbleness.

Become a seeker

2. When you are asking, you also need to be doing so with total sincerity
and “singleness of purpose.”
3. You should know exactly what knowledge or information you seek and
not be all over the place when you are seeking knowledge or want
something done.
4. The ask can be multifold, but it still needs to be very focused and
simplified so the person who is able to do what is being requested
completely understands what you seek.
5. When asking, irrespective of the age, race, color, or gender of the
person you are asking, you need to put that person on a pedestal. That
person imparting their knowledge or doing something for you is, at this
point of time, your teacher, mentor, guru, and benefactor all rolled into
one. The number of times I have said,
“Can you please help me or teach me?” are countless!!
I have personally found that the ultimate tribute to a human’s achievement
is when another person acknowledges that they seek his or her help or advice.
People have for me and they will for you do extraordinary favors when you
ask in the above fashion, using the “Power of Asking” as outlined above.

Ask and you shall receive!
I hope this book helps you. Refer to it as needed and

Enjoy the journey of life!

