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INfact

Proportion of Americans with a
minimum of $1 million in liquid
assets who say they do not
feel rich: 4 out of 10

Percentage increase since 2004
in the estimated median house-
hold net worth of members of
Congress: 17

Median income in NY-14, the
country’s wealthiest congressional
district (East Side of Manhattan):
$60,099

In NY-16, the country’s poorest
(the Bronx): $17,995

Geographical distance between
the two, in yards: 1,320

Change in the sales of homes
priced over $1 million from Febru-
ary 2010 to February 2011: +4%

For homes priced between
$100,000 and $250,000: -8%

mllllon

Amount of money the
average millionaire said
they would need in order
to feel wealthy

Sources: Fidelity Investments, Center for
Rasponsive Politics, American Human
Development Project, Harpers. National
Association of Realtors
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Entrepreneurs: Born Not Bred

One of the earliest signs of Tom Harri-
son’s instinct for innovation came
when his first grade teacher punished
him because of the way he piled up
blocks. “She used to yank on my ear
because | didn't want to do it the way
the rest of the kids did,” recounts Har-
rison, CEO of Omnicom Group's Diver-
sified Agency Services. “I wanted to
make my own configuration.” Harrison
persisted and so did his teacher—so
much so that blood was coming from
the five-year-old’s ear when he got on
the school bus that afternoon.

Beyond an indictment of teaching
practices in Maryland's Blue Ridge
Mountains during the 1950s, Harrison
views the incident as evidence that
entrepreneurs tend to have certain
identifiable, genetic traits. It's a theory
he explored in depth in his book,
Instinct—Tapping Your Entrepreneurial
DNA to Achieve Your Business Goals,

pursue a vision and to sell others on
the value of your idea. “it's like a 10-
piece puzzle, where you've got seven
pieces and the only way to fill the other
holes Is gut instinct,” says Harrison.
“Either you have it or you don't.”
Harrison, it seems, has it. Since
joining Omnicom—aone of the world’s

“It’s like a 10-piece puzzle where you've
got seven pieces and the only way to fill
the other holes is gut instinct.”

which begins with a “DNA for success”
test readers can use to assess their
genetic entrepreneurial potential.

“| think you're bom with that
facility,” asserts Harrison, who was a
molecular biologist before leaving sci-
ence to found ad agency Harrison &
Star Business Group, which was later
sold to Omnicom. “It's about being able
to see around comers—to spot things
in the marketplace where we compete
that other people either don't see or
don't see as early as we do, and to
believe in what we see.”

The Human Genome Project, he
explains, has led to the discovery that
genes influence not only physical traits
but also day-to-day behavior. For
example, genes can create a predispo-
sition for being able to instinctively
pounce on opportunity, to relentlessly

largest ad agencies—in 1992, he's
replicated his success making Harrison
& Star the fastest growing ad agency in
the heaithcare industry. Under his
watch the DAS division quadrupled in
size to $5 billion in revenue to become
the largest unit within Omnicom,
accounting for aimost 60 percent of
total revenues.

Of course, a genetic foundation for
entrepreneurship doesn’t mean that
kind of triumph is inevitable—nor does
the lack of one predetermine faiture,
says Harrison. The good news is that
once you know your strengths, there are
ways to make the most of them~—and
compensate for any shortcomings, he
explains. “If you don't have it, it doesn't
mean you won't ever be successful, it
means you have to do things to com-
pensate for not being as instinctual.”



