&b LAk K F $#&z}-




AP RE I 3T

= i B #H

£ % RAM
Sim £vY

RAH  FoA9
FEA B T

74t Tk K % AR 4t

20004 8 §  P%



(BOEER 009 5

[(REEN] A BMEAEZRFEEH EAEC. QB HOEE R AR,
HELR ARBAURTHAER PERENOL S XAEBSHFEMEEHT A
REEILREALET A RAR.ZEAR FE-SERAR . ANAERL L
BB BB AR SR - SR ARERARE. KA R MR EE
EINEREHFKFE.

EEER&EE (CIP ¥

BRAR - FZ/HAMESR. THAES% . —FE. G
Tk K2 H pdt . 2000. 8

(KB SRR
ISBN 7 ~ 5612~ 1255 -0

Tilp

ILE... 1.0&..O %... I. #iBEESTEY

V.H319. 4

fERREE$1E CIP BEEF (2000)% 29072 &

*

© 2000 Pk T v A% H WAt B R R AT
(HB4N :710072 B RWMAETGE 127 5 HBiE. 8493844)
EZSHKELEZ
P& B ER] T ENdE
FrA 850 ZEH X1 168 X 1/32 ENK.7.75 F¥. 188 FF
20004 8 AW 1R 2000 4 8 A% 1 IKED R
E1¥.1—5 000 A EH: 10.00 T

W KA AR A 45 WA B R - A R TR AT RS



BIECRF TIEHFE KA KEAETERAE P ZRA BRI
Sa T RERE, URBREREEN. AR FxE, ’HE]
ETMHERERDGEN ABRLHE MR AEBRER IR
EREMH  AELABHRTERN THRIEX—RBE, A7 KiEH
REE— R RERAORE,

FENBRAUTEENRA.

L. REFS. B RERE, BF MRSk,

2. IEE A IR B % B RRE R .

3. EETLEEMAFT MR EESAE. B BENRE .5
KR EREBIANXRTNEIEG.

4 BRAEIREHBEREBREM, XAUERRE BEY
B AT HEEE MEEX AR MR E R M M BFE
ERHRREMUER ERXERHRE THIE WAL
ER, 2%,

F GBI A BN EA R EFRE R EHEC B RRE.
HELR BREF BENHEHULTHFIE LBRENM
S XUEBFFHTENREET TN BEILEFBALIRES
0 ARAR,EE ARt — S @A F AT E 3 E A
B B BT S 0 F AR A0 R SR BE L i — B R AR WARE LT K
L& R IE S B, REFEFE K.

% X
200054 B



10.

11.

. Are You an Entrepreneur?

RE& SR ERG?

. Get Your Best Deal

nder 7E 3K 3 A

H— R LB

BRI T B

B G IR

How to Live Like a Millionaire?
WmEAS BRI ETES?

Make Use of Your Anger

Fo 5 F AR B IR 4

Unleash Your Creativity seseressecece

EHEacCHelsEh

. What’s Your Emotional 1Q?

HHERERE LR

HOW to Make Amends? “8seessarsen it sestes tesesBtos sntarse0s ten

anfar xb B o< 2

It’s Never too Late for Success sresressetsscarcsactnacssrncesas

B YRR N

ontents

. Some Sacrifices Are “the Right Thing to Do”
. Break Those Bad Habits ------------------------------------------

. Avoid Misunderstanding ««+sssssssesessressscnsssssrssnsinssnine

- 11

19

28

36

43

+ 51

- 09

- 66

73

83



12.

13.

14.

15.

16.

17.

18.

19.

20.

21.

22.

23.

24.

25.

26.

How to Be an Office Star
mE R A I SENHE

The Global Brain Drain sseseressctereciaecene

2R AA SR
Global Addiction
3§ —— e BR[E] &

Your Name is Your Destiny  etseseeeccressscens

TR B 2 P BE DL E IR B0 i 38
What’s Your Best Time of Day?
o] B5F B 4R — 3R P RO R (B 1] ¢

Freud and Dreams eeees essees sosarsses sssassostonssssarnnessarss

FEHEFRERESBHRIE

Do Dreams Save Lives?
BEEM A S

Killer Sharks Saved My Life
EAMBENT REW
Learning in the USA
EXEE¥

Why Lawyers Lie?
R AT PR ?

Ten Ways to [Lose Ten Pounds
AR AR A9 10 R &
Titanic

FHE RS

Does Sleep Help You Study?
RS %

Interview Preparation

H R 89 A

Four Minutes That Get You Hired
o I o

------------------------

+ 90

- 97

- 104

111

- 119

128

135

141

147

- 154

+» 163

- 172

- 178

- 185



27.

28.

29.

30.

W4y 52 ER

Marketing Your Abilities; Guides for the Job Seeker

HHAD: REER
Activate Your Life

ibE SR TE

More Important than Life

RER—HBTEMKES

Get to Grips with Golf -----

FIRKBREE

Key to the Exercises

PR R LT T T R PR TR T P ST

cessreererre

- 225

231

- 239



Are You an Entrepreneur”?
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hen I was eight, the streetcar named Desire ran only

four blocks from my home in New Orleans. But the

sound of eager Desire racing through the night did not

inspire me—as it did Tennessee Williams'-—to spin* a passionate

tale. Instead, it invited the entrepreneurial muse * to whisper the
suggestions that guided me to the path I'm still traveling.

That summer 1 noticed that people getting off the streetcar

at the end of the day looked as if they would pass out?if they had

to go another step without a cool drink. 1 didn’t realize it then,
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but I had responded to the first precept® of an entrepreneur: 1
had recognized a need.

My grandiather staked * me to five dollars to buy 109 bottles
of Coke®. But before I could take my first step into the world of
high finance, I bad to set a price for my goods. With naive®
boldness, 1 settled on a markup* of 100 percent!

Business was brisk the first day and got better as the week
progressed. You would have thought I was a pint-size John D.
Rockefeller®. My grandfather was of that opinion. So you can
imagine his shock when, having sold my entire stock, I had only
four dollars to-show for my efforts.

Few of my customers could afford to pay ten cents for a bot-
tle of soda. Many couldn’t even afford the nickel I needed to
break even®. It was so hot that I couldn’t bear to let anyone go
away empty-handed, so I trampled my bottom line® by giving
away my merchandise. My first business was a financial failure,
but it sure built up a lot of good will.

Entrepreneurs can be found everywhere—from fellows with
outdoor lunch wagons to people within the corporate main-
stream”. Their common bond is that they are risk takers, will-
ing to roll the dice with their money’ or put their reputations on
the line® in support of an idea or a project. They’re following
their own visions, and have decided to make the sacrifices neces-
sary to achieve success.

In 1968, after 18 years at Lever Brothers and Playtex, I left
my job. I had long thought of doing something on my own, but
it was talking with friends and attending a seminar on en-
trepreneurship that gave me the push I needed. 1 bought into® the

« 2.



Benrus Corporation. Then in 1979 1 acquired the Rerﬁington
Company.

Thirty-five years of experience has given me a good idea of
the entrepreneur’s profile”. To find out if you have the right
stuff, ask yoursell:

1. Do 1 have enough self-confidence?

You must believe in yourself. In a corporation, you want
the people working under you to follow your lead'; you want
your superiors to respect your judgment. If you’re running your
own business, you‘ want investors to place their money and trust
behind you. You want your clients to catch your enthusiasm and
to believe in your product or service. How can you inspire them
if you don’t believe in yourself?

If you lack self-confidence, find some. Lack of confidence
isn’t a disease, it's a symptom. Self-perceived negatives can rob
you of a healthy ego”.

Every six months, to deal with mine, T do a personal bal-
ance sheet!'. T make a list of my pluses and my minuses. !* For
example, 1 was once a procrastinator *. Confronting this in black
and white'® helped me to overcome it. I started making it a point
to tackle distasteful jobs first. In a short time, procrastination
disappeared from my list of minuses.

Facing my negatives, I developed a more positive sense of
mysell. There is nothing on my list I can’t overcome if 1 make
the effort. Try a balance sheet of your own.

2. Do 1 have confidence in my venture? I’ve been asked,
“When you make an investment, are you backing the idea or the
peaple behind it?” Both. No entrepreneur is a miracle worker.

e 3



You can labor 16 hours a day, seven days a week, but if your
product is lousy, you've wasted your time.

A friend of mine is a terrific shoe salesman. When manage-
ment of the business changed, the quality of the stock dropped
off. A customer complained that the expensive shoe she was
about to buy was too snug. He offered to stretch it. “I gripped
the shoe and pulled,” he told me. “It tore in half. What had
been a finely crafted shoe was now a piece of junk. 1 told the cus-
tomer the truth, then I resigned.”

The lesson is simple: You can’t sell anything you wouldn’t
buy.

3. Am I willing to make sacrifices? Body builders have a
saying, “No pain, no gain. ” It should be the credo* of every en-
trepreneur. Forget the clock. Nine-to-five!* doesn’t exist.

Saturday became part of my regular work schedule as a
young salesman. And when a snowstorm hit my region, it was
an opportunity, not an obstacle. The idea that my rivals would
be hiding from the elements gave me the impetus® to push my
product. It’s amazing how receptive " a buyer could be when the
snow was waist-deep and I was the only friendly face he’d seen
all day.

If you're opening your own business, you’'ll lose the security
of a paycheck and the company benefits you take for granted.
And there will be other changes in your life-style. You might not
get home for dinner; relaxing weekends may be few and far be-
tween'®. I’ve even seen entrepreneurs whose marriages fell apart
because they forgot about their spouses. That’s one sacrifice I
don’t recommend |
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4. Do I recognize opportunity? This is key. Get used to ex-
amining all angles of a proposition. Ask, “How can this work
for me?”

I learned this the hard way. When I was with Playtex I met
an inventor who showed me two pieces of nylon fabric and
demonstrated how they adhered without hooks, zippers or
snaps. All T could think about was the lack of applicability for
our brassiere” business.

That product was Velcro®. And not a day goes by when I
don’t see it used somewhere.

5. Am I decisive? You’d better be. As an entrepreneur,
you’re on your own. And you're on your own. And you’re going
to encounter situations where time isn’t on your side. At Lever
Brothers we were launching a new product, an improved wrinkle
cream. We planned a major promotion in Ohio stores, with a fa-
mous makeup man flying in {rom New York to apply the gook*.
But he suddenly became ill and couldn’t come.

What do I do now? I thought. So I spent the next 24 hours
in a crash course in makeup'’, using a secretary as a guinea pig*®.
Poor woman. 1 practiced until her face was raw.

My moment of truth came with my first customer, the wife
of a store president. 1 applied the product and she left without
comment. Two days later she came back. Her husband had liked
the results so much that she wanted more. Developing a quick,
positive response to adversity * had saved an important promotion
campaign.

6. Am I willing to lead by example? You can’t ask your
troops to give their all if your idea of a rough day is two hours in
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the office and six on the golf course. I never ask an employee to
do something I’'m not willing to do, and T work even harder than
they do.

By now you should have some idea if you have what it takes
to be an entrepreneur. So I’ll mention some of the rewards for
your sacrifices. You’ll find satisfaction in creating something out
of nothing. You'll gain a positive sense of self. And of course,
there are financial rewards.

But it’s not easy. Nothing worthwhile is. If David! had

slain a dwarf instead of a giant, who would have remembered?
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Exercises

. Answer the following questions.

What inspired the author to do his first business in his
life?

When the author had sold his entire stock, what made his
grandfather so shocked?

How many years of experience as an entrepreneur does
the author have?

Of the six requirements that the author recommends,
which is the one that you lack?

Why do you think the author mentions the allusion (J
#) of “David” at the end of the article?

. Choose the best answer.

From the context, what does the word “brisk” in the first
sentence of paragraph 4 mean

A. smooth B. dull

C. thriving D. slack

Which of the following is not the traits that entrepreneurs
often have?

A. They are willing to take risks.

B. They are ready to invest in whatever might be



C.

D.

profitable.

They will have no regard for their reputation in order
to realize their ideals.

They tend to do anythirg that is bad for their

reputation.

. Which of the following is true of the author?

A.

B.

After he acquired the Remington Company, he
bought into the Benrus Corporation.
After talking with some friends and also taking part in
a seminar on entrepreneurship, he had the desire of
opening a business of his own.
After 18 years at Lever Brothers and Playtex, he quit
his job. Right after this he acquired the Remington
Company.
After acquiring the Remington Company, he benefited
a lot from talking with friends and attending a semi-

nar on entrepreneurship.

. According to the author, which of the following is true of

self-confidence?

A. If you lack self-confidence, you should find some peo-

B.

D.

ple around you who do have it.
f you draw a balance sheet of your positives and nega-
tives, you’ll find it hard to overcome some of your

negatives.

. If you don’t believe in yourself, you can’t expect oth-

ers to have belief in you.
If you lack self-confidence, you’ll be robbed of a

humorous ego.
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5. As to making sacrifices, which of the following is true of

an entrepreneur?

A.

B.

D.

In addition to the work hours from nine to five, he
should throw himself into his business.

He works so hard during the weekdays that he de-
serves a full relaxation at the weekends.

He should take it for granted that he has a paycheck
and other compﬁny benefits just like all the
employees.

It’s worthwhile if he ignores his spouse and causes his

marriage to fall apart.

6. Which of the following is not true of the author?

A.

B.

D.

He thinks it important for an entrepreneur to recog-
nize an opportunity of business.

He used to think the product of nylon fabric offered by
the inventor was useless for his own business.

He refused to cooperate with the inventor because he
didn’t trust the qualities of his product.

He can see the product once offered to him is used ev-

erywhere every day.

7. Which of the following is not the reward for an

entrepreneur’s sacrifices?

A. He’ll be satisfied with the fact that he has created

something out of nothing.

B. He’ll take a positive attitude of himself.

C. He'll get financial gains.

D. He’ll learn that nothing worthwhile is easy to get.
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