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CAREER 
DEVELOPMENT 

I ’ve been very lucky. I’ve been able to advise 
and work with hundreds of very successful 
individuals. I’ve been able to see the good 

and the bad, the effective and the not so effective.  
There’s a theme I see that spans people that are very 
successful—let’s call them the Fast Risers.  

STaRT WiTh The WhO
Here’s the first thing I’ve noticed. Fast Risers have 
a natural intuition about others’ talent. They see 
great talent from a mile away and are attracted  
to it.  

I first realized this concept when working with a 
very successful salesperson.  He was very good at 
spending time developing relationships with those 
he should know instead of those he did know.  

There’s a big difference between the two.  Nearly 
all of us are creatures of habit.  We tend to spend 
time with and invest in those who we already know.  
We do this instead of taking a risk and approaching 
those we should get to know—those who we have 
the most potential to help or those who have the 
most potential to help us.

This is where the word Protemoi comes in.  It’s a 
Greek word that means “first among equals.”  The 
salesperson in the previous example had a written 
list of his Protemoi People—the people that he 
thought could add the most value in his life.  He 
knew some of these people well, but many of them 
he didn’t.  His focus wasn’t on who he knew the 
best, but who he would like to know the best in a 
year or so.

Having this list of Protemoi People allowed him 
to better allocate his time.  You can do the same 
thing—writing down your Protemoi People list is 
the first step to spending time with the right people.  

If you like investments, there’s an analogy here 
with asset allocation.  You likely know that most of 
the success in investing doesn’t correlate with pick-
ing stocks perfectly.  That’s a less important issue 
than asset allocation—deciding how much to invest 
in stocks in the first place.  

This fits with our example.  Defining your Protemoi 
People is like proper asset allocation.  It helps you 
determine where you’d like to spend your time.  
And, like good asset allocation, you need to review 
your Protemoi People and “rebalance them” from 
time to time based on new information.

Then fiGuRe OuT The hOW
The second thing I noticed is about Fast Risers’ 
investment in their Protemoi People. Fast Risers 
tend to invest in their Protemoi People akin to anoth-
er investment technique: Dollar Cost Averaging.   
An investor uses Dollar Cost Averaging when he 
invests the same amount, month over month, over 
his entire investment career.  Dollar Cost Averaging 
is so successful because it doesn’t try to ‘time the 
market’ or get fancy—it just keeps investing similar 
amounts through the ups and downs of the mar-
ket. Over time, it’s been proven to generate very 
successful investment results. The success isn’t 
because of bursts of energy, but because of boring, 
never-ending consistency.

The analogy works for people.  Good relationships 
develop over time and are largely helped when one 
person invests time and energy into another.  Time 
and energy are the catalysts to deep relationships.  
True friends invest in each other whether they’re at 
the top of their game or in a rut. Early friendships 
are struck when one person goes ‘out on a limb’ to 
help the other and makes an investment in them.  
The first person finds a way to help the second.  

anD PuLL iT TOGeTheR
Here’s where it comes together: Fast Risers are 
largely successful because they determine who to 
invest in (instead of simply investing in ‘historical 
friends’) and they proactively figure out how to help 
these people over and over (instead of waiting for 
‘chance’ to bring them together).  

It’s really that simple, but hard to execute in the 
hectic nature of everyday life.  From what I’ve seen, 
simply writing down your Protemoi People and put-
ting a few simple reminders in your calendar are all 
it takes to get started.  You can use the reminders to 
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… it’s their proactive 
targeting of talented 

people and  
innovative  

investments in these 
relationships that 

drives them forward 
so quickly.  

How Are Your Protemoi …

use to generate meaningful returns for years to 
come.  l

Mo Bunnell is managing partner of Bunnell Idea 
Group (BIG).  BIG specializes in two things: strat-
egy and sales effectiveness. They have a particular 
passion for strategy and selling in professional 
service firms.  You can contact Mo at mo.bunnell@
bunnellideagroup.com.

ask yourself “how can I invest in my most impor-
tant people this week?”

Of course, Fast Risers have to produce great work.  
Yes, they have to be good at what they do.  But 
from what I’ve seen, it’s their proactive targeting of 
talented people and innovative investments in these 
relationships that drives them forward so quickly.  
This is their secret investing method that you can 

Learn more at  
www.soa.org  
and click on Event Calendar.

ConfLiCt &  
Change 

ManageMent 
SeMinar

An Advanced Program  
Tailored for Actuaries in  

All Stages of the Profession

This seminar is being jointly sponsored by the Society of Actuaries’ 
Management & Personal Development, Financial Reporting and 
Product Development Sections, and held adjacent to the 2009 Life 
Spring Meeting. 

Many of us resist change when it isn’t our idea. how do you cope? 
how do you lead others? 

Immediately following the Life Spring Meeting, join Dr. Liz Berney, 
facilitator, consultant, and teacher of the accelerated MBa program 
at George Washington University. Dr. Berney will discuss key tactics 
and strategies for managing conflict utilizing the harvard negotiation 
Program tenets.

This extended seminar format will provide an interactive and advanced 
educational experience in successfully managing actuarial conflict in 
your organization.




