worse the contract the more IMPORTANT
money is”. For the majority of operators (and
there are obvious exceptions) once the basic
financial needs are covered the non-financial
factors become critical. This employment
phenomena is evident in virtually all society. It’s
linked to “you get what you pay for” or “there’s no
such thing as the PERFECT job”.

Once the basic necessities are met (and the
term basic can vary considerably) the remainder
of the decision tends to focus on quality of life
issues: home time, physical requirements,
comfort/stress, personnel issues etc.

Some times quality of life issues may even
trump basic necessities, but not very often. Some
operators can arrange their basic necessities to
such a low threshold they can enjoy quality of life

issues and still remain solvent (usually with the

They sacrifice all for that extra $1000 of revenue.
They may have a strong bank account but at an
expense many are not willing to pay. Finances are
one of the poorest indicators of success (but that’s
another story).

If the majority of your quality of life deal
breakers are honored and your basic necessities
are met (along with a reasonable return) count
yourself blessed, hunker down, stay out of trouble
and ignore the color of the grass across the fence.

A successful operator MUST factor in all
industry risks and personal sacrifices into their
business model. If the company requires you to
risk or sacrifice too much...walk away! When
enough operators vote with their feet the industry
will have to take notice.
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