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From the President

For those of you not familiar with us and may have received this as a ‘forward’ from the original recipient, The PARAGON
Perspective is sponsored by PARAGON Development.

First and foremost, we wish to thank our readers for your continued patronage.

Besides our wishes for success, we want to use this newsletter to do the following:

e Share information we have learned that we consider important concerning best practices, trends, successes and
failures, conferences, and other elements that will enable all of you to grow your organizations with maximum top
and bottom line results.

e Share information about select client initiatives that may be of interest based on technologies, markets, or business
needs that you believe could fit within the scope of those client's interests.

e Share personal observations and even humorous items given to us by others.
All issues of The Paragon Perspective are archived on our website, so you may easily pass along past issues to colleagues.

This month’s editorial, "Lessons from D-Day", written by Greg Bustin, is a contribution forwarded to us from a client in
Houston. We see lessons that correspond to situations we face in business today. Thank you, Donna, for sending this.

Jack T. Peregrim
Pres., PARAGON Development
Peregrim@ParagonDevelopment.com

Paragon Update

Q2 is strong. New services we offer supporting M&A are being received at levels beyond projection and expectation
especially on the sell side. We have a healthy number of new projects with new clients which we are very grateful to see.

Last year we tested a new process that has proven to be very successful and valuable. We have been involved in technology
and new product startups beyond our traditional client base bringing individual experience in addition to access to outside
experts. We are ready to offer an initial discussion to anyone interested and we appreciate referrals.

Conferences

No Conference announcements have been sent for us to post which will be held within the next 2 months. We are glad to
post any relevant announcements for our readers
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Technology Transfer/Capabilities

This section is open for clients, friends, and other newsletter recipients to spotlight technologies they have available for
licensing, acquisition, development, or could be available to use. Please send a description of your technology to be posted in
this section for future newsletters. Inquiries can either be sent directly to those who have posted information, or, we could
forward any/all inquiries to you. This section highlights non-client project technologies.

This newsletter has a distribution of over six thousand individuals who are in executive positions who either oversee or
practice new business development, so the audience has the potential to generate legitimate interest. We do reserve the
right to withhold posting any technology closely related to ones in which we have a client conflict.

The following items were submitted in the past month:
e Aclient is looking for any new additive or technology that improves the properties of rubber

If interested, contact Jack Peregrim: peregrim@paragondevelopment.com (203 )288-4154
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Quotes of the Month

“There is no better test of a man's ultimate chivalry and integrity than how he behaves when he is wrong.” G. K. Chesterton

“The test of a man's or woman's breeding is how they behave in a quarrel. Anyone can behave well when things are going
smoothly." George Bernard Shaw

“Failure is the condiment that gives success its flavor.” Truman Capote

"A man's life is interesting primarily when he has failed — | well know. For it's a sign that he tried to surpass himself.” Georges
Clemenceau

"A man is like a fraction whose numerator is what he is and whose denominator is what he thinks of himself. The larger the
denominator, the smaller the fraction.” Leo Tolstoy

"l insist on a lot of time being spent, almost every day, to just sit and think. That is very uncommon in American business. |
read and think. So | do more reading and thinking, and make less impulsive decisions that most people in business.” Warren
Buffett

“Neither a wise man nor a brave man lies down on the tracks of history to wait for the train of the future to run over him.”
Dwight D Eisenhower
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Interesting Words

Pullulate:  (PUHL-yuh-layt) Verb
1. Tosprout or breed.
2. Toswarm or teem.
3. Toincrease rapidly.

Plethora: (PLETH-uhr-uh) Noun
An abundance or excess.

Doryphore: (DOR-uh-for) Noun
A pedantic or persistent critic.

Myriad: (MIR-ee-ehd) Noun & Adjective
Noun: A large number.
Adjective: Large in number, variations, segments, etc.
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“ Leadership Lessons From D-Day”

By Greg Bustin, June 6, 2017

Winds howled and rain strafed the Supreme Headquarters Allied Expeditionary Force command post just north of
Portsmouth in Hampshire, England.

The worst weather in 20 years was wreaking havoc with months of planning, the lives of hundreds of thousands of military
personnel, the world’s destiny, and the nerves of commanders on both sides of the English Channel.

Just weeks earlier, Field Marshall Erwin Rommel, commanding more than 500,000 German troops from the La Roche-Guyon
castle in France, wrote his wife, “Here the tension is growing from day to day...”

About the same time, Gen. Dwight D. Eisenhower wrote his son, “No other war in history has so definitely lined up the forces
of arbitrary oppression and dictatorship against those of human rights and individual liberty.”

The stakes were astronomical. World War II’s outcome hung in the balance.

Eisenhower led nearly three million Allied troops. Now on 5 June 1944, inside Southwick House, in a meeting called for 9:30
p.m., ke faced the free world’s biggest decision. Only he could make the decision.

To go or not to go.

He postponed the Allied invasion the day before due to bad weather.
Now he had to decide again.

To go or not to go.

So much was uncertain. How could lke be sure his decision would be the right one?

“Plans are Useless”

That the Allied invasion of Europe was imminent was no secret to the Germans.

The secret was when and where.

Invasion planning began in May 1943, months before Eisenhower was named Supreme Commander.

Ike liked to quote an old Army maxim: Plans are worthless, but planning is everything, recognizing nothing is “going to happen
the way you are planning it.”
Yet he pointed out, “This operation is planned as a victory, and that’s the way it’s going to be. We’re throwing everything we
have into it; and we’re going to make it a success.”
“Everything we have” meant the Allied preparation was unprecedented with more men, more ships, more planes, more
equipment and materiel than had ever been assembled for a single assault. Thousands of questions had been asked,
answered and scrutinized. By June 1944, the colossal preparation included:

e 1,108 Allied camps in England

e 163 new airbases built in England

e 11,590 aircraft

e Nearly 1,000 trains built with 20,000 tankers

e 6,939 seagoing vessels

Tonight, the decision to launch ships and mobilize planes sending thousands of men to France rested solely on Eisenhower’s
shoulders, and one report said Ike appeared to be “bowed down with worry...as though each of the four stars on either
shoulder weighed a ton.”

Despite meticulous planning examining every possible situation, the world’s biggest invasion came down to one thing that
could not be planned: the weather.

How thoroughly do we prepare to remove as much guesswork as possible from our decision-making?

Trusting Others
The weather tormented Eisenhower.

Paratroopers needed moonlight. The army needed calm tides to land its men and inwardly blowing winds to clear smoke
from shelling. Everyone wanted long daylight hours, plus another three days of clear weather after D-Day to expedite arrivals
of men and supplies.
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Just three months of 1944 met these requirements. On May 17, lke decided only three days in June — the 5th, 6th and 7th —
were suitable, and the previous night he called off the invasion scheduled for June 5. He had two days left.

Another postponement risked discovery by the Germans, enabling them to answer “when” — now! — and “where” —
Normandy, not the Pas de Calais as Hitler and others thought.

At exactly 9:30 p.m., chief meteorologist Group Captain James Martin Stagg opened the briefing. He and his team had no
satellites, no weather radar, no computer modeling to rely on — but they were good and lke trusted them. They were asked
to predict the timing, track, strength and distance of storms. Stagg announced “some rapid and unexpected developments”
that added up to a break in the weather.

lke polled his commanders. It was still a huge gamble, yet all said, “Go.”

“It was now up to lke,” writes Cornelius Ryan in The Longest Day. “The moment had come when only he could make the
decision.” One general noted “the isolation and loneliness” of lke as “he sat, hands clasped before him, looking down at the
table.” Some said two minutes passed, others as many as five.

Then Eisenhower looked up and said slowly, “l am quite positive we must give the order. | don’t like it, but there it is.”

The four cornerstones of trust are shared values, clarity of purpose, skills mastery, and proven performance. Where in your
organization are these cornerstones the shakiest?

A Tale of Two Leaders

In the early hours of 6 June 1944 — 73 years ago today — Eisenhower watched as the first of 882 planes carrying 13,000 men
took off for France. Tears filled his eyes.

Meanwhile, German leaders were fighting two wars: One with the Allies; the other with Hitler’s erratic decision-making.
Hitler and most German officers believed the Allies would not attack in weather this bad. They were wrong.

Hitler had ordered a military exercise in Rennes, a two-hour drive from Normandy’s beaches, so there were no senior officers
on the front.

The Luftwaffe had only 183 fighter planes in France, and 124 were transferred from the coast the day before the invasion.
And 16,242 seasoned Panzer troops were on alert 25 miles southeast of Caen, but could be mobilized only by Hitler’s
personal order.

Hitler retired for the night as the first Allied paratroopers were dropping into France, fast asleep when the invasion began.
Hitler’s aide Admiral Karl Jesko von Puttkamer, found initial reports “extremely vague” and “feared that if | woke him at this
time he might start one of his endless nervous scenes which often led to the wildest decisions.”

It was the beginning of the end of Hitler’s Third Reich.

How is my behavior as a leader preventing me from getting the best information, the honest input, and the wisest counsel
from those | count on most?

lke and the Allies won their Great Crusade. What tough decisions must you make to win yours?

PS:

We want to remind our readers that this section of the newsletter is open to anyone with a development topic or an
approach they would like to share or even just comments or criticisms of a past topic. We had primarily written editorials on
topics based on our experience and perspective but we are grateful for the increase in items that have been sent to us over
the past couple of months---Keep them coming!

Also, many of you - consultants, company managers, and academics - have very solid and profound contributions that could
be presented in future newsletters as a guest contributor. We ask that your submission be from 300 to 800 words. Let us
know and we will gladly distribute your topic to the thousands of people on our distribution list. We agree that the copyright
and ownership be kept by the contributor and that our only right is to reproduce it in conjunction with this newsletter.

Return to #Top

We hope you learned something from this and/or stimulated an action that leads to new opportunities for you and your
organizations and that you will let others who might find this newsletter useful know about our publication. Previous issues
of our newsletters can be found at http://www.paragondevelopment.com/perspective.html. If you would rather not receive
the newsletter please respond to this email and include the word REMOVE in the subject line or in the message. To subscribe
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to our newsletter, please send an email to contact@paragondevelopment.com and include the word SUBSCRIBE in the
subject line or message. We will never sell your email address to others.

We encourage you to visit our website at http://www.paragondevelopment.com to find out more about PARAGON
Development, who we are and how we assist our clients.

Your friends at:

PARAGON Development
http://www.paragondevelopment.com
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