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HBS Resources is a coaching and consulting firm that helps individuals and companies find their lighthouse. The lighthouse de-
fines your intentions – what are we trying to accomplish?  What is the overarching goal that drives our actions?  If I can assist you, 
please call me at 407-701-6650. 
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I once read about a circus performer who was 
routinely shot out of a cannon as part of the show. 
The time came to train his replacement - a young 
girl. The performer knew the youngster would 
fly higher and farther, making the act even more 
exciting. As he trained with her at short distances, 
the girl progressed steadily. Finally, the day came to 
try the longest shot ever.

“Don’t reach for the net; let the net come to you. 
Relax. Fly through the air and let your momentum 
propel you. If you panic and reach for the net, your 
body will tighten up and cause you to fall short of 
the net. Now, slide inside the cannon and relax as you 
wait for the boom. And remember - don’t reach out!”

Many of my conversations these days seem to 
relate to the coming BOOM - the end of the 
prosperity cycle we’ve enjoyed as we’ve recovered 
from the Great Recession. We know it is coming; 
we have been through cycles before. Nonetheless, 
I often hear a note of panic. Given that we’ve just 
survived the worst economic downtown ever, it’s 
understandable that fear could creep in. A moment’s 
perspective, though, might keep you more relaxed 
when the boom occurs.

If you have survived the Great Recession, you are 
battle-tested tough. Your operation is likely right-
sized and your fixed costs are under control. You 

have created many business relationships over the 
past five years with other survivors. Your teammates 
are in the right seats. This is a moment to have 
poise - not to extrapolate past experiences into a 
quagmire of fear and indecision. Win the day, and 
let tomorrow take care of itself.

If you are going to think about the future, step back 
far enough to see the whole cycle. Where do you 
want to be positioned as the cycle bottoms out 
and returns upward?  What strategies should your 
customers be thinking about now, in this part of the 
cycle?  How are you engaging them, collaboratively, 
in this visioning process?

It’s possible that the boom is close at hand. If so, will 
you tense and restrict your flight - or will you relax 
and let the net come to you?

DON’T REACH OUT.  BOOM.
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