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80% 
GartnerGartner

$100,000,000,000.00
X 80%X   80%
X     1%
X 30%X   30%

=   $240,000,000.00
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Why?
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How do you 
make more 
money in a 
corporate 
job?
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Move to a different 
industry

What do 
you have to 
do to getdo to get 
promoted?
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