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			INTRODUCTION

			IT IS ONE OF HUMANITY’S ENDURING MYSTERIES why some individuals rise from unpromising origins to great heights, when so many others, facing similar obstacles and with seemingly similar capabilities, don’t rise at all.

			This book is about that age-old question. We wrote it hoping that readers might come away with a better understanding of the world we live in—a world in which certain individuals and groups do strikingly better than others in terms of wealth, position, and other conventional measures of success.

			The paradoxical premise of this book is that successful people tend to feel simultaneously inadequate and superior. Certain groups tend to make their members feel this way more than others; groups that do so are disproportionately successful. This unlikely combination of qualities is part of a potent cultural package that generates drive: a need to prove oneself that makes people systematically sacrifice present gratification in pursuit of future attainment. Groups that instill this kind of drive in their members have a special advantage in America, because contemporary American culture teaches a contrary message—a message of self-acceptance and living in the moment.

			

			—

			THIS BOOK BRINGS together two very different bodies of work and expertise. One of the two authors has written for almost twenty years about successful ethnic minorities all over the world, from Southeast Asia to Africa to the former Soviet Union. The other has written extensively on how the desire to live in the present has come increasingly to dominate modern Western culture, especially in America, undermining the country’s ability to live for the future. America was not always this way; in fact, as we’ll discuss, the United States was born a Triple Package country.

			

			—

			THAT CERTAIN GROUPS DO much better in America than others—as measured by income, occupational status, test scores, and so on—is difficult to talk about. In large part this is because the topic feels racially charged. The irony is that the facts actually debunk racial stereotypes. There are black and Hispanic subgroups in the United States far outperforming many white and Asian subgroups. Moreover, there’s a demonstrable arc to group success—in immigrant groups, it typically dissipates by the third generation—puncturing the notion of innate group differences and undermining the whole concept of “model minorities.”

			This book offers a new way to look at success—its hidden spurs, its inner dynamics, its costs. These costs can be high, even crippling. But when properly understood and harnessed, the package of three cultural traits described in this book becomes a source of empowerment unconfined by any particular definition of success. As we’ll show, the Triple Package can be a ladder to accomplishment of any kind, including that which is measured not by gain to oneself, but by service to others.

			Ultimately, the Triple Package is accessible to anyone. It’s a set of values and beliefs, habits and practices, that individuals from any background can make a part of their lives or their children’s lives, enabling them to pursue success as they define it.

		

	
		
			CHAPTER 1

			THE TRIPLE PACKAGE

			A SEEMINGLY UN-AMERICAN FACT about America today is that certain groups starkly outperform others. Some of America’s most successful groups won’t surprise you; others might.

			What do the current or recent CFOs or CEOs of American Express, Black & Decker, Citigroup, Dell, Fisher-Price, Deloitte, JetBlue, Marriott International, Sears, Roebuck, Huntsman, Skullcandy, Sam’s Club, and Madison Square Garden have in common? They are all members of the Church of Jesus Christ of Latter-day Saints. In 1980, it was hard to find a Mormon on Wall Street. Today, Mormons are dominant players in America’s corporate boardrooms, investment firms, and business schools.

			Mormons aren’t the only ones to rise out of nowhere. The death of upward mobility in America has been widely reported in recent years. If you’re an American born after 1960, we’re told, how well you do is heavily dependent on how well your parents did. Overall this may be true, but the American Dream—including the old-fashioned rags-to-riches version—is very much alive for certain groups, particularly immigrants.*

			After 1959, hundreds of thousands of Cubans fled to Miami, most arriving destitute. Initially facing hostility—NO DOGS, NO CUBANS signs on rental buildings were common—they crammed into small apartments and became dishwashers, janitors, and tomato pickers. These Cuban exiles, together with their children, helped transform sleepy Miami into one of America’s most vibrant business centers. By 1990, the percentage of U.S.-born Cuban Americans with household incomes over $50,000 was double that of Anglo-Americans. Although less than 4 percent of the U.S. Hispanic population, Cuban Americans in 2002 accounted for five of the top ten wealthiest Hispanics in the United States, and today are two and a half times more likely than Hispanic Americans overall to be making over $200,000 a year.

			In 2004, two Harvard professors created an uproar when they pointed out that a majority of Harvard’s black students—possibly up to two-thirds—were immigrants or their children (as opposed to blacks whose families had been in America for many generations). Immigrants from many West Indian and African countries—such as Jamaica, Haiti, Ghana, Ethiopia, and Liberia—are climbing America’s higher education ladder, but the most prominent are Nigerians. A mere 0.7 percent of the U.S. black population, Nigerian Americans, most of them raised by hardworking, often struggling immigrant parents, account for at least ten times that percentage of black students at America’s most elite universities and professional schools. Predictably, this academic success has translated into economic success. Nigerian Americans are already markedly overrepresented at Wall Street investment banks and blue-chip law firms.

			Of course, who’s “successful” in America depends on how you define success. For some, the most successful life may be the one spent doing the most good. For others, it could be the life most devoted to God. For Socrates, wealth and prizes were but the false semblances of success; life had to be examined to be worth living. But for reasons that could fill the pages of an entire library—or be sterilely reduced to the laws of supply and demand—goodness, religiosity, and self-awareness are not what modern economies reward. Oliver Wendell Holmes Sr. referred to success “in its vulgar sense” as “the gaining of money and position” (and then went on to give advice about how to attain it). Later we’ll turn to the costs and narrowness of such success, but the stubborn question remains: Why do some groups rise in this “vulgar sense” while others don’t? And why do some groups simply outperform the rest?

			Indian Americans have the highest income of any Census-tracked ethnic group, almost twice the national average. Chinese, Iranian, and Lebanese Americans are not far behind. Asians are now so overrepresented at Ivy League schools that they’re being called the “new Jews,” and many believe that tacit quotas are being applied against them. It’s important to emphasize that even the children of poor and poorly educated East Asian immigrants—Chinese seamstresses, Korean grocers, Vietnamese refugees—are outperforming the children of better-off, better-educated white parents.

			Meanwhile, the actual Jews continue to rack up Nobel Prizes, Pulitzer Prizes, Tony Awards, and hedge-fund billions at a rate wildly disproportionate to their numbers. In a nationwide study of young to middle-age adults, median American household net worth in 2004 was found to be $99,500; among Jewish respondents, it was $443,000. In 2009, although just 1.7 percent of the adult population, Jews accounted for twenty of Forbes’s top fifty richest Americans and over a third of the top four hundred.

			Groups can also fall precipitously in their fortunes. In the early 1900s, when Max Weber wrote his classic The Protestant Ethic and the Spirit of Capitalism, Protestants still dominated the American economy. Today, American Protestants are below average in wealth, and being raised in an Evangelical or fundamentalist Protestant family is correlated with downward economic mobility.

			

			—

			THIS BOOK IS ABOUT the rise and fall of groups. Its thesis is that when three distinct forces come together in a group’s culture, they propel that group to disproportionate success. Unfortunately, there’s a darker side to the story as well. The same forces that boost success also carry deep pathologies, and this book is about those pathologies too.

			It turns out that for all their diversity, America’s overachieving groups are linked together by three cultural commonalities, each one of which violates a core tenet of modern American thinking. For lack of a less terrible name, we’ll call these three cultural forces, taken together, the Triple Package. Its elements are:

			1. A SUPERIORITY COMPLEX. This element of the Triple Package is the easiest to define: a deeply internalized belief in your group’s specialness, exceptionality, or superiority. This belief can derive from widely varying sources. It can be religious, as in the case of Mormons. It can be rooted in a story about the magnificence of your people’s history and civilization, as in the case of Chinese or Persians. It can be based on identity-defining social distinctions that most Americans have never even heard of, such as descending from the “priestly” Brahman caste, in the case of some Indian Americans, or belonging to the famously entrepreneurial Igbo people, in the case of many Nigerian immigrants. Or it could be a mix. At their first Passover Seders, Jewish children hear that Jews are the “chosen” people; later they will be taught that Jews are a moral people, a people of law and intellect, a people of survivors.

			A crucial point about the Superiority Complex is that it is antithetical to mainstream liberal thinking, which teaches us to refrain from judging any individual or any life to be better than another. Everyone is equal to everyone else. And if individual superiority judgments are frowned on, group superiority judgments are anathema. Group superiority is the stuff of racism, colonialism, imperialism, Nazism. Yet every one of America’s extremely successful groups fosters a belief in its own superiority.

			2. INSECURITY. As we will use the term, insecurity is a species of discontent—an anxious uncertainty about your worth or place in society, a feeling or worry that you or what you’ve done or what you have is in some fundamental way not good enough. Insecurity can take many different forms: a sense of being looked down on; a perception of peril; feelings of inadequacy; a fear of losing what one has. Everyone is probably insecure in one way or another, but some groups are more prone to it than others. To be an immigrant is almost by definition to be insecure—an experience of deep economic and social anxiety, not knowing whether you can earn a living or give your children a decent life.

			That insecurity should be a critical lever of success is another anathema, flouting the entire orthodoxy of contemporary popular and therapeutic psychology. Feelings of inadequacy are a diagnostically recognized symptom of personality disorder. If you’re insecure—if you feel that in some fundamental way you’re not good enough—then you lack self-esteem, and if you lack self-esteem, you aren’t on your way to a successful life. On the contrary, you should probably be in therapy. And the greatest anathema of all would be parents working to instill insecurity in their children. Yet insecurity runs deep in every one of America’s most successful groups, and these groups not only suffer from insecurity; they tend, consciously or unconsciously, to promote it.

			Note that there’s a deep tension between insecurity and a superiority complex. It’s odd to think of people being simultaneously insecure but also convinced of their divine election or superiority. Yet this tense, unstable combination, as we’ll discuss shortly, is precisely what gives the Triple Package its potency.

			3. IMPULSE CONTROL. As we’ll use the term, impulse control refers to the ability to resist temptation, especially the temptation to give up in the face of hardship or quit instead of persevering at a difficult task. No society could exist without impulse control; as Freud speculated, civilization may begin with the suppression of primal sexual and aggressive instincts. Nevertheless, against the background of a relatively permissive America, some groups decidedly place greater emphasis on impulse control than others.

			Impulse control, too, runs powerfully against the grain of contemporary culture. The term “impulse control” conjures up all kinds of negative connotations: “control freaks,” people who are “too controlled” or “too controlling,” people who can’t be “impulsive” and enjoy life. People who control their impulses don’t live in the present, and living in the present is an imperative of modernity. Learning to live in the here and now is the lesson of countless books and feel-good movies, the key to overcoming inhibition and repression. Impulse control is for adults, not for the young, and modern culture is above all a youth culture.

			As we increasingly disrespect old age and try to erase its very marks from our faces, we correspondingly romanticize childhood, imagining it as a time of what ought to be unfettered happiness, and we grow ever more fearful of spoiling that happiness through excessive restraints, demands, hardships, or discipline. By contrast, every one of America’s most successful groups takes a very different view of childhood and of impulse control in general, inculcating habits of discipline from an early age—or at least they did so when they were on the rise.

			Because all three elements of the Triple Package run so counter to modern American culture, it makes sense that America’s successful groups are all outsiders in one way or another. It also makes sense that so many immigrant communities are pockets of exceptional upward mobility in an increasingly stratified American economy. Paradoxically, in modern America, a group has an edge if it doesn’t buy into—or hasn’t yet bought into—mainstream, post-1960s, liberal American principles.

			

			—

			WHY IS THE TRIPLE PACKAGE so powerful an engine of group success? It begins with drive, generated by the unlikely convergence of the first two Triple Package forces.

			You might think that a superiority complex and insecurity would be mutually exclusive, that it would be hard for these two qualities to coexist in a single individual. And that’s exactly the point: it is an odd and unstable combination. But this fusion of superiority and insecurity lies at the heart of every Triple Package culture, and together they tend to produce a goading chip on the shoulder, a need to prove oneself or be recognized.

			Jews have had a chip of just this kind for basically all of recorded history—or at least since Hadrian, after crushing the Bar Kokhba revolt, barred Jews from entering Jerusalem and erected a large marble pig outside the city gates. In America, the millions of poor Eastern European Jews who arrived in the early twentieth century, viewed as filthy and degenerate not only by Gentiles but also by America’s German Jews as well, seemed, as one author puts it, “almost to wear a collective chip on the shoulder.” The same could be said of the next generation: men like Alfred Kazin, Norman Mailer, Delmore Schwartz, Saul Bellow, Clement Greenberg, Norman Podhoretz, and so many of the New York intellectuals who grew up excluded from anti-Semitic bastions of education and culture but went on to become famous writers and critics.

			This chip on the shoulder, this “I’ll show them” mentality, is a Triple Package specialty, the volatile product of a superiority complex colliding with a society in which that superiority is not acknowledged. It’s remarkable how common this dynamic is among immigrant groups: a minority, armed with enormous ethnocentric pride, suddenly finds itself disrespected and spurned in the United States. The result can border on resentment—and resentment, as Nietzsche taught, is one of the world’s great motivators.

			A particularly intense variant involves status collapse. Typically, immigrants to the United States are moving up the economic ladder, achieving a better standard of living. In some cases, however, they experience the opposite: a steep fall in status, wealth, or prestige—an especially bitter experience when their new society is wholly unaware of the respect they formerly commanded. Several of America’s most successful immigrant groups have suffered this additional sting. As we’ll discuss later, the Cuban Exiles offer a vivid example, and so too Iranian Americans.

			Superiority and insecurity can combine to produce drive in a quite different but equally goading way: by generating a fierce, sometimes tormenting need to prove oneself not to “the world,” but within one’s own family.

			In many Chinese, Korean, and South Asian immigrant families, parents impose exorbitantly high academic expectations on their children (“Why only a 99?”). Implicit in these expectations are both a deep assumption of superiority (we know you can do better than everyone else) and a needling suggestion of present inadequacy (but you haven’t done remotely well enough yet). Comparisons to cousin X, who just graduated as valedictorian, or so-and-so’s daughter, who just got into Harvard, are common—and this is true in both lower- and higher-income families.

			To further pile on, East Asian immigrant parents often convey to their children that their “failing”—for example, by getting a B+—would be a disgrace for the whole family. “In Chinese families,” one Taiwanese American mother explained in a recent study, “the child’s personal academic achievement is the value and honor of the whole family. . . . If you do good, you bring honor to the family and [do] not lose face. A lot of value is placed on the child to do well for the family. It starts from kindergarten.”

			The East Asian case may be the most conspicuous, but the phenomenon of extravagant parental expectations, with the same double-message of superiority and inadequacy, is common to many immigrant communities. Sixty years ago, Alfred Kazin wrote, “It was not for myself alone that I was expected to shine, but for [my parents]—to redeem the constant anxiety of their existence.” In Kazin’s Jewish immigrant neighborhood, “If there were Bs” on a child’s tests or papers, “the whole house went into mourning.” This dynamic recurs in various forms in almost every Triple Package culture, creating enormous pressure to succeed. The result can be anxiety and misery, but also drive and jaw-dropping accomplishment.

			

			—

			BEFORE GOING ON, because we use terms like “East Asian parents,” we need to say a word about cultural generalizations and stereotypes. Throughout this book, we will never make a statement about any group’s economic performance or predominant cultural attitudes unless it is backed up by solid evidence, whether empirical, historical, or sociological (see the endnotes for sources). But when there are differences between groups, we will come out and say so. It’s just a statistical fact, for example, that Mormon teenagers are less likely to drink or have premarital sex than other American teenagers. Of course there will be exceptions, but if the existence of exceptions blinded us to—or censored us from talking about—group differences, we wouldn’t be able to understand the world we live in.

			Group generalizations turn into invidious stereotypes when they’re false, hateful, or assumed to be true of every group member. No group and no culture is monolithic. Even a high-earning, “successful” group like Indian Americans includes more than two hundred thousand people in poverty. Moreover, within every culture there are competing subcultures, and there are always individuals who reject the cultural values they’re raised with. But that doesn’t make culture less real or powerful. “Let me summarize my feelings toward Asian values,” writes author-provocateur Wesley Yang. “Fuck filial piety. Fuck grade-grubbing. Fuck Ivy League mania. Fuck deference to authority. Fuck humility and hard work. Fuck harmonious relations. Fuck sacrificing for the future.” Whether a person chooses to embrace or run screaming from his cultural background, it’s still there, formative and significant.

			

			—

			RETURNING NOW TO how the Triple Package works: superiority and insecurity combine to produce drive (or so this book will try to show), but it takes more than drive to succeed. In fact the metaphor of “drive” is misleading to the extent that it conjures up a car-and-open-highway image, where the only thing a successful person needs is a full tank of gas and a foot on the pedal. To invoke a different set of metaphors, life can also be a battle—against the slings and arrows of outrageous fortune, against a system that keeps slapping you down, against the almost irresistible urge to give up.

			Nearly everyone confronts obstacles, adversity, and disappointment at some point in life. Drive is offense, but success requires more than offense. One of the greatest chess players in history reportedly said of another grand master, “[H]e will never become World Champion since he doesn’t have the patience to endure worse positions for hours.” The Triple Package not only instills drive. It also delivers on defense—with toughness, resilience, the ability to endure, the capacity to absorb a blow and pick yourself up off the ground afterward.

			In part the superiority complex itself has this effect, providing a kind of psychological armor of special importance to minorities who repeatedly face hostility and prejudice. Fending off majority ethnocentrism with their own ethnocentrism is a common strategy among successful minorities. Benjamin Disraeli used it against British anti-Semitism. “Yes, I am a Jew,” he famously replied to a slur in the House of Commons, “and when the ancestors of the right honorable gentleman were brutal savages in an unknown island, mine were priests in the temple of Solomon.”

			Much more powerful, however, is an interaction between superiority and impulse control—a belief in achieving superiority through impulse control—that can generate a self-fulfilling cycle of greater and greater endurance. A superiority complex built up around impulse control can be very potent. A person with such a complex eagerly demonstrates and exercises his self-control to achieve some difficult goal; the more sacrifice or hardship he can endure, the more superior he feels and the better able to accomplish still more demanding acts of self-restraint in the future, making him feel even more superior. The result is a capacity to endure hardship—a kind of heightened resilience, stamina, or grit.

			This dynamic is another Triple Package specialty. America’s successful immigrant communities nearly always build impulse control into their superiority complex. They tend to believe (probably because it’s true) that they can endure more adversity and work more hours than average Americans are willing to. They see this capacity as a virtue, incorporate it as a point of pride into their self-definition, and then try—frequently with great effectiveness—to inculcate this virtue in their children.

			But this phenomenon is not unique to immigrants. Mormons, too, weave into their superiority complex their discipline, abstemiousness, and the hardships they endure on mission (a usually two-year proselytizing stint in an assigned location anywhere from Cleveland to Tonga). Notice that impulse control is again understood here as a virtue—moral, spiritual, and characterological. It’s admirable and righteous in itself. When on mission, Mormons must give up dating, movies, magazines, and popular music. They are permitted e-mail once a week, but only from public facilities (not their homes), and can call home only on Christmas and Mother’s Day. While other American eighteen-year-olds are enjoying the binge-drinking culture widespread on college campuses, Mormons are working six days a week, ten to fourteen hours a day, dressed in white shirt and tie or neat skirt, knocking on doors, repeatedly being rejected and often ridiculed.

			In itself, the capacity to endure hardship has nothing to do with economic gain or conventional success. In principle it can lead to hair shirts or Kafkaesque hunger artists. But when the ability to endure hardship is harnessed to a driving ambition—when grit meets chip—the result is a deferred gratification machine.

			Superiority plus insecurity is a formula for drive. Superiority plus impulse control is a formula for hardship endurance. When the Triple Package brings all three elements together in a group’s culture, members of that group become disproportionately willing and able to do or accept whatever it takes today in order to make it tomorrow.*

			

			—

			BUT THIS SUCCESS COMES AT A PRICE. Each of the components of the Triple Package has its own distinctive pathologies. Deeply insecure people are often neurotic. Impulse denial can undercut the ability to experience beauty, tranquillity, and spontaneous joy. Belief in the superiority of one’s own group is the most dangerous of all, capable of promoting arrogance, prejudice, and worse. Some of history’s greatest evils—slavery, apartheid, genocide—were predicated on one group’s claim of superiority over others.

			But even when it functions relatively benignly as an engine of success, the Triple Package can still be pathological—because of the way it defines success.

			Triple Package cultures tend to focus on material, conventional, prestige-oriented success. This is a function of the insecurity that drives them. The “chip on the shoulder,” the need to show the world or prove yourself, the simple fear that, as a newcomer who doesn’t even speak the language, you may not be able to put food on the table—all these characteristic Triple Package anxieties tend to make people put a premium on income, merit badges, and other forms of external validation.

			But material success obviously cannot be equated with a well-lived or successful life. James Truslow Adams, the historian who popularized the term “American Dream,” wrote that everyone should have two educations, one to “teach us how to make a living, and the other how to live.” Triple Package success, with its emphasis on external measures of achievement, does not provide the latter education. On the contrary, being raised in a high-achieving culture can be a source of oppression and rage for those who don’t or choose not to achieve. Deferring gratification can lead to a nothing-is-ever-good-enough mentality, requiring years of therapy to not fix. Hence the joke that making partner in a Wall Street law firm is like winning a pie-eating contest where the prize is—more pie.

			At its worst, the Triple Package can misshape lives and break psyches. Children made to believe they are failures or worthless if they don’t win every prize may realize in their twenties that they’ve spent their lives striving for things they never even wanted.

			

			—

			MUCH OF THIS BOOK is about America’s most successful groups—their cultural commonalities, their generational trajectory, their pathologies. But we’ll also look in detail at some of America’s poorer groups. As we’ll explain, confirming the basic thesis of this book, these groups lack the Triple Package, but—and this point is so important it needs to be highlighted in advance—the absence of the Triple Package was not the original cause of their poverty. In almost every case, America’s persistently low-income groups became poor because of systematic exploitation, discrimination, denial of opportunity, and institutional or macroeconomic factors having nothing to do with their culture.

			Moreover, in some cases, a group’s lack of the Triple Package was America’s doing. Centuries of slavery and denigration can make it difficult, if not impossible, for a group to have a deeply internalized sense of superiority. At the same time, if members of certain groups learn not to trust the system, if they come to believe that discipline and hard work won’t really be rewarded—if they don’t think that people like them can make it—they will have little reason to engage in impulse control, sacrificing present satisfactions for economic success down the road. Thus the same conditions that cause poverty can also grind the Triple Package out of a culture.

			But once that happens, the situation worsens. America’s poorest groups may not have fallen into poverty because they lacked the Triple Package, but now that they do lack it, their problems are intensified and harder to overcome. In these circumstances, it takes much more—more grit, more drive, perhaps a more exceptional individual—to break out.

			

			—

			GROUPS THAT DO ACHIEVE Triple Package success in the United States become enmeshed in a process of creative destruction that will change them irrevocably. America’s own cultural antibodies invariably attack these groups, encouraging their members to break free from their cultures’ traditional constraints.

			In one possible outcome of this process, the group does so well it simply disappears—as the once-extremely successful American Huguenot community has all but disappeared. A group’s demise can be celebrated as a triumph of the American melting pot, or mourned as the loss of a heritage and identity, but the bottom line is the same: a successful group, precisely because of its success, assimilates, intermarries, and Americanizes away. Lebanese Americans (who, along with other Arab Americans, have extremely high out-marriage rates) may be a twentieth-century example of this phenomenon.

			Another possible outcome is decline. Triple Package success is intrinsically hard to sustain. Success softens; it erodes insecurity. Meanwhile, modern principles of equality tend to undercut group superiority complexes. And with its freedom-loving, get-it-now culture, America undercuts impulse control too. WASP economic dominance in the United States declined under the weight of all these pressures.

			Many American Jews today fear the Huguenot outcome—disappearance through assimilation and intermarriage. Perhaps they should be more concerned about the WASP outcome, in which success is followed by decline. As Ellis Island and the Lower East Side recede into the past, and with a strong presence from Washington to Wall Street to Hollywood, Jews may feel less insecure in the United States today than they have been in any country in a thousand years. Moreover, as we’ll discuss later, Jewish culture today appears to be much less oriented around impulse control than it used to be. If so, and if the thesis of this book is correct, continuing Jewish success should not be taken for granted. In fact, mounting evidence today indicates a precipitous drop in performance among younger Jews across numerous academic activities in which American Jews were once dominant.

			But Triple Package groups are not condemned to either disappearance or decline. Another possibility is more tantalizing and volatile. As the children of Triple Package groups grow into adults in America, they learn to question what their family’s culture has taught them about who they are and how they should live. They begin to internalize American attitudes without, however, being fully Americanized. Instead they are likely to feel like outsiders both within their own culture and in the larger society.

			Straddling this cultural edge may make people feel that they don’t belong anywhere, that they have no cultural home. But it can also be a source of prodigious vitality and creativity. It can lead people to break free from their group’s cultural constraints—rejecting would-be limits on their personality, their sexuality, their careers—while retaining the core traits of the Triple Package. Thus, Triple Package groups can reinvent themselves across generations, and individuals can achieve forms of success, grand or simple, their parents never dreamed of.

			

			—

			THROUGHOUT THIS BOOK we’ll be referring to Triple Package cultures and Triple Package groups, but to avoid any misunderstanding, we want to emphasize two important points.

			First, a Triple Package culture will not produce the qualities we’ve described—a sense of superiority, a chip on the shoulder, a capacity to endure hardship, and so on—in all its members. It doesn’t have to in order to produce group success; it just has to do better than average. In 1941, baseball great Ted Williams got a hit only 4 times out of every 10 at-bats, but because the average Major Leaguer gets a hit about 2.6 times out of 10, Williams achieved a Hall of Fame feat that hasn’t been equaled since. Similarly, a culture that produced four high achievers out of ten would attain wildly disproportionate success if the surrounding average was, say, one out of twenty.

			Second, and conversely, an individual can possess every one of the Triple Package qualities without being raised in a Triple Package culture. Steve Jobs had a legendarily high opinion of his own powers; long before he was famous, a former girlfriend believed he had narcissistic personality disorder. His self-control and meticulous attention to detail were equally famous. At the same time, according to one of his closest friends, “Steve always had a kind of chip on his shoulder. At some deep level, there was an insecurity that Steve had to go out and prove himself. I think being an orphan drove Steve in ways that most of us can never understand.”

			Possibly Jobs was born with these Triple Package traits, or perhaps, as his friend speculated, being an orphan played a role. In any given family, no matter what the background, an especially strong parent or even grandparent can instill children with a sense of exceptionality, high expectations, and discipline, creating a kind of miniature Triple Package culture inside the home. Individuals can also develop these qualities on their own. Being raised in a Triple Package culture doesn’t guarantee you anything unique or inaccessible to others; it simply increases your odds.

			

			—

			EVERY ONE OF THE PREMISES underlying the theory of the Triple Package is supported by a well-substantiated and relatively uncontroversial body of empirical evidence. Later chapters will elaborate, but we’ll briefly summarize here.

			The capacity of group superiority complexes to enhance success is borne out by repeatedly confirmed findings of stereotype threat and stereotype boost, both in laboratory experiments and field work. Basically, belonging to a group you believe is superior at something—whether academic work or sports—psychologically primes you to perform better at that activity. Moreover, sociologists specializing in immigrant communities have found that certain groups turn a sense of cultural pride and distinctive heritage into an “ethnic armor” directly contributing to higher levels of educational achievement.

			That insecurity can spur accomplishment is corroborated by a recent groundswell of studies showing that a personal feeling of not being good enough—or not having done well enough—is associated with better outcomes. This conclusion is also supported by two of the leading twentieth-century studies of individuals who have risen to eminence, including one conducted by Howard Gardner, most famous for his theory of multiple intelligences. Both studies found that insecurity, particularly stemming from childhood, figured prominently as a surprisingly common driver of success. Gardner quotes Winston Churchill:

			the twinge of adversity, the spur of slights and taunts in early years are needed to evoke that ruthless fixity of purpose and tenacious mother-wit without which great actions are seldom accomplished.

			Lastly, an entire subfield of experimental psychology today is devoted to phenomena variously called “effortful control,” “self-regulation,” “time discounting,” “ego strength,” or (more appealingly) “willpower” and “grit.” These concepts are all connected to impulse control, as we’re using the term: the capacity to resist temptation, especially the temptation to give up in the face of hardship. The results of these studies—beginning with the well-known “marshmallow test”—are conclusive and bracing. Kids with more impulse control go on to get better grades; spend less time in prison; have fewer teenage pregnancies; get better jobs; and have higher incomes. In several studies, willpower and grit proved to be better predictors of grades and future success than did IQ or SAT scores.

			

			—

			BEFORE CLOSING THIS CHAPTER, we need to say a word about something we didn’t include in the Triple Package: education. It’s often said that Jewish and Asian Americans do well in the United States because they come from “education cultures.” Given that the Triple Package is essentially a cultural explanation of group success, why isn’t education one of its core elements?

			Because, to begin with, there are some flat-out exceptions to the rule that successful groups emphasize learning. The immensely successful but highly insular Syrian Jewish enclave in Brooklyn does not stress education or intellectualism; indeed, higher education at prestigious universities is often disfavored. Instead this community prioritizes business, tradition, “taking over the family company,” and keeping younger generations within the fold. Because of its insularity, most people probably have never even heard of America’s Syrian Jewish community, but it’s been thriving for generations, economically as well as culturally, and elite education has decidedly not been part of its formula.

			Of course it’s true that most successful groups in America do emphasize education. They also tend to save and work hard. The question is why. The worst move to make at this point—the kind of move that gives cultural theories a bad name—is to take these behaviors, turn them into adjectives, impute them to culture, and offer them up as “explanations.” Why do the Chinese save at such higher-than-average rates? Because they come from a “thrifty” culture. It’s the same with education. Why do parents from so many successful groups harp on education? Because they hail from an “education culture.”

			In fact, many of America’s rising groups, although they stress academics today, do not have longstanding “education cultures.” For example, although early Mormon pioneers founded many schools and colleges in the American West, an important current of Mormon culture for much of the twentieth century remained relatively closed to intellectual and scientific inquiry, emphasizing “the authority of scripture over human reason.” In 1967, future Church president Spencer Kimball urged the faculty of Brigham Young University to remember that Mormons are “men of God first and men of letters second, and men of science third . . . men of rectitude rather than academic competence.”

			Even when we consider cultures supposedly steeped in centuries-old scholarly traditions, the conclusion that they focus on education today because of those traditions can be much too facile. Jews, for example, are sometimes said to have the quintessential “learning culture.” Yet many of the Ellis Island Jewish immigrants were barely schooled, having lived most of their lives in shtetls or ghettos in extreme poverty. Perhaps these unintellectual butchers and tailors transmitted to their children the great Jewish “learning tradition” through synagogues, Passover rituals, or the respect they accorded rabbis. Or perhaps not.

			Nathan Glazer says that his immigrant parents and many of their generation knew nothing of Jewish learning. The influential social psychologist Stanley Schachter made a similar point:

			I went to Yale much against my father’s wishes. He couldn’t have cared less about higher education and wanted me to go to a one-year laundry college (no kidding) out in the Midwest and join him then in the family business. I never have understood what this intellectually driven Jewish immigrant business is all about. It wasn’t true of my family, and I know very few families for which it was true.

			Indeed, the Jewish subgroup arguably most dedicated to and organized around the old tradition of Talmudic study is the ultra-Orthodox Satmar community of Kiryas Joel, in Orange County, New York, which is one of the poorest groups in the entire nation.

			What is it about certain groups that makes their members, however poor or “uncultured,” seize on education as a route to upward mobility? It’s simply not illuminating to say that these groups come from “hardworking cultures” or “education cultures.” That’s one step away from saying that successful groups are successful because they do what it takes to be successful—and two steps from saying that unsuccessful groups are unsuccessful because they come from “indolent cultures” and don’t do what it takes to be successful.

			In short, education—like hard work—is not an independent, but a dependent variable. It’s not the explanatory factor; it’s a behavior to be explained. Successful groups in America emphasize education for their children because it’s the surest ladder to success. The challenge is to delve deeper and discover the cultural roots of this behavior—to identify the fundamental cultural forces that underlie it.

			

			—

			FOR ALL ITS VAST DIVERSITY, America has an overarching culture of its own—a very strong one. That’s why we hear so much about America’s worldwide “cultural hegemony” or how “globalization is Americanization.” Which raises the question of whether American culture is a Triple Package culture.

			Certainly it used to be. In fact, America was for a long time the quintessential Triple Package nation, convinced of its exceptional destiny, infused with a work ethic inherited from the Puritans, seized with a notorious chip on the collective shoulder vis-à-vis aristocratic Europe, and instilling a brand-new kind of insecurity in its citizens—a sense that every man must prove himself through material success, that a man who doesn’t succeed economically is a failure. Tocqueville observed all this when he described Americans’ “longing to rise.”

			But as we’ll discuss at length later in this book, America has changed, especially in the past fifty years. Success undermines the Triple Package—a phenomenon visible in groups and nations alike. American prosperity and power had their predictable effects, eroding the insecurity and self-restraint that led to them. In fact, in the last half of the twentieth century, American culture declared war on both insecurity and impulse control, replacing them with an ever-increasing hunger for self-esteem and immediate gratification. By 2000, all that was left of America’s Triple Package was its superiority complex—which, by itself, is a recipe not for success, but for swagger and self-satisfaction. In today’s America, embracing yourself as you are—feeling secure about yourself—is supposed to be the key to a successful life. People who don’t live in the present are missing out on happiness and life itself. Whatever kernels of truth may underlie these propositions, the irony is this: America still rewards people who don’t buy into them with wealth, prestige, and power.

			In other words, there is a disconnect today between the story Americans tell themselves about how to think and how to live—and the reality of what the American economy rewards. Triple Package groups are taking advantage of that disconnect.

		

	
		
			CHAPTER 2

			WHO’S SUCCESSFUL IN AMERICA?

			IN THIS CHAPTER WE’LL be taking a look at the most successful groups in America today as measured by income, academic accomplishment, corporate leadership, professional attainment, and other conventional metrics. But first we should clarify the kind of groups we’re looking at.

			There are infinite ways to slice up the U.S. population. Countless economic mobility studies break down American wealth by race—typically white, black, Asian, and Hispanic. A recent countertrend focuses on class and class rigidity instead, dividing the population into quintiles, rich and poor, 99 percent and 1 percent. But gigantic umbrella terms like “race” and “class” obscure as much as they reveal.

			The reality, uncomfortable as it may be to talk about, is that some religious, ethnic, and national-origin groups are starkly more successful than others. Without looking squarely at such groups, it’s impossible to understand economic mobility in America and what the levers of success in this country really are.

			A distinctive feature of many—but by no means all—religious, ethnic, and national-origin groups is that they are “cultural groups”: their members tend to be raised with, identify themselves by, and pass down certain culturally specific values and beliefs, habits and practices.* Needless to say, religion, ethnicity, and national origin are cultural starting points, not end points. Cultural subdivisions within these categories—for example, fundamentalist versus non-fundamentalist, first-generation immigrant versus third-generation—can have dramatic effects on group success, and we’ll be highlighting these finer distinctions throughout.

			

			—

			IF THERE’S ONE GROUP in the U.S. today that’s hitting it out of the park with conventional success, it’s Mormons.

			Just fifty years ago, Mormons were often regarded as a fringe group; many Americans had barely heard of the Church of Jesus Christ of Latter-day Saints. (The term “Mormon” is not part of the official Church name and comes from the Book of Mormon, a new work of scripture that the church’s founder, Joseph Smith, said he translated from golden plates received from an angel.) Concentrated in Utah and neighboring states, Mormons were a largely isolated and insulated community, resisting many developments in modern America. As late as 1978, the LDS Church expressly discriminated against blacks, refusing to ordain them into the priesthood. In 1980, Mormons were still a rarity on Wall Street and in Washington.

			Three decades later, it’s hard not to notice the Mormons’ explosive success. Overwhelmingly, Mormon success has been of the most mainstream, conventional, apple-pie variety. You don’t find a lot of Mormons breaking the mold or dropping out of college to form their own high-tech start-ups. (Omniture cofounder Josh James is a notable exception.) What you mostly find is corporate, financial, and political success, which makes perfect sense given the nature of the Mormon chip on the shoulder. Long regarded as a polygamous, almost crackpot sect, Mormons seem determined to prove they’re more American than other Americans—with a particular penchant for presidential runs.

			Whereas Protestants make up about 51 percent of the U.S. population, America’s 5 to 6 million Mormons represent just 1.7 percent. Yet a stunning number have risen to the top of America’s corporate and political spheres.

			Most famous of course is Mitt Romney, who, before serving as governor of Massachusetts for four years, was CEO of Bain Capital (and now has an estimated net worth of $230 million). Jon Huntsman Jr., former U.S. Ambassador to China and for a while Romney’s rival for the 2012 Republican nomination, is also Mormon, as is majority leader of the U.S. Senate, Harry Reid. Other leading Mormon politicians include Senator Orrin Hatch (who lost his bid for the 2000 Republican nomination to George W. Bush), Congressman Morris Udall (who lost his bid for the 1976 Democratic nomination to Jimmy Carter), and Mitt’s father, former Michigan governor George Romney (who lost his bid for the 1968 Republican nomination to Richard Nixon).

			In the business world, prominent Mormons include David Neeleman, founder and former CEO of JetBlue; J. W. Marriott, chairman and son of the founders of Marriott International; Thomas Grimm, CEO of Sam’s Club; Dave Checketts, the former CEO of Madison Square Garden and former president of the New York Knicks who now heads up the sports and entertainment firm SCP Worldwide; Kevin Rollins, the former CEO of Dell; Gary Crittenden, the former CFO of Citigroup, American Express, and Sears, Roebuck; Gary Baughman, former CEO of Fisher-Price; Kim Clark, former dean of Harvard Business School; Alison Davis-Blake, the first female dean of the University of Michigan’s Ross School of Business; Stephen Covey, author of The Seven Habits of Highly Effective People, which has sold more than 25 million copies; and Clayton Christensen, author of The Innovator’s Dilemma (which Intel CEO Andy Grove said was the most important book he’d read in ten years), who was recently the subject of a New Yorker profile titled “When Giants Fail: What Business Has Learned from Clayton Christensen.”

			And that’s just the tip of the iceberg. Mormons have risen to the top of American Motors, Lufthansa, Deloitte, Kodak, Black & Decker, SkyWest Airlines, Lord & Taylor, Skullcandy, and PricewaterhouseCoopers. Jon Huntsman Sr. became a billionaire on the Forbes 400 list after founding one of America’s most successful chemical companies. Alan Ashton cofounded WordPerfect Corporation, making him in the 1990s one of the four hundred richest people in America. Edwin Catmull, raised in a traditional Mormon Salt Lake City family, became a pioneer of three-dimensional computer animation in the 1980s; today he’s the president of Walt Disney Animation Studios and its subsidiary, the twenty-six-time Academy Award–winning Pixar Studios.

			Mormons have achieved fame outside the corporate world as well. They are reportedly overrepresented in the CIA and foreign service (apparently because of their missionary-trained language skills and clean habits), and “out of nowhere,” Brigham Young University’s video animation program has become a main line into the country’s major animation and special effects studios. Stephenie Meyer, author of the blockbuster Twilight novels, is Mormon, as is talk-radio host Glenn Beck, Napoleon Dynamite star Jon Heder, and all-time Jeopardy! record-holder Ken Jennings (seventy-four consecutive wins).

			To be sure, a list of superstars, however impressive, doesn’t by itself prove disproportionate success, and it’s worth noting that Mormons are not (yet) overrepresented among CEOs of Fortune 500 companies. But here’s one way to look at the startling rise of Mormons from relative obscurity into America’s business elite. The Fortune 500 list has been published since 1955. Before 1970, there appear to have been no Mormon senior executives in any Fortune 500 company. Since 1990, there have been fourteen, including twelve CEOs, one president, and one CFO.

			Here’s another data point. In February 2012, Goldman Sachs announced the addition of 300 more employees to the 1,300 already working in the firm’s third largest metropolitan center of operations (after New York/New Jersey and London). Where is this 1,600-employee location? In Salt Lake City, Utah. By reputation, the University of Pennsylvania’s Wharton business school is one of the nation’s best and most prestigious. In 2010, Wharton placed thirty-one of its graduates with Goldman—exactly the same number as did Brigham Young University’s less well-known Marriott School of Management.

			Getting a statistical fix on Mormon income and wealth is notoriously difficult. The country’s leading researcher on the correlation of faith and money in the United States, Lisa Keister, says that the sample sizes studied so far are too small to support definitive conclusions (although judging by available information, she surmises that Mormon wealth is probably higher than average). Survey data paint a picture of Mormons as solidly middle-class. They are somewhat more likely to make $50,000–$100,000 than Americans generally (38 percent of Mormons versus 30 percent of the general population), somewhat less likely to make under $30,000 (26 percent versus 31 percent), and no more likely to make over $100,000 (in fact slightly less: 16 percent versus 18 percent). 

			But these numbers are hard to interpret. First, they represent household income, and Mormon women are encouraged to be full-time mothers; the percentage of Mormon women who describe themselves as housewives is double that of non-Mormons. While this gives LDS men some advantages (Mormon journalist Jeff Benedict calls the “stay-at-home” wives of nine famous Mormon CEOs the “secret” to their success), it also means that LDS men have to earn considerably more than non-Mormon men in order to keep on a par with or above overall American household income.

			More important, these figures lump all Mormons together, which can be highly misleading. Mormonism is spreading rapidly around the world; one fourth of America’s Mormons are converts. While some of these converts are famous—Mr. Beck being an example—most are relatively poor, which brings down overall Mormon income. Non-convert Mormons are significantly more likely to make at least $50,000 a year than Americans overall (58 percent as compared with a national figure of 45 percent).

			Not all Mormon households, of course, are sending their young men to Goldman Sachs. Small fundamentalist Mormon communities still exist, which tend to be insular, polygamous, and relatively poor. (These groups are excommunicated from, and not considered Mormon by, the official LDS Church.) In Colorado City, Arizona, the “prophet” Rulon Jeffs remained the leader of one of these groups into his nineties; as of 2003, “Uncle Rulon” had married some seventy-five women and fathered at least sixty-five children. Although they view the United States as a satanic force, the fundamentalist residents of Colorado City are happy to accept welfare, and a third are on food stamps. But from a cultural point of view, fundamentalist Mormons are radically different from the vast majority of present-day Mormons, and as we’ll discuss later, their economic backwardness confirms the efficacy of the Triple Package (which fundamentalist Mormons lack).

			The real testament to Mormons’ extraordinary capacity to earn and amass wealth, however, is the LDS Church itself. The church keeps its finances a closely guarded secret, both from the outside world and from its members; the actual numbers are known only to the Apostles, the church’s highest leadership council, made up of twelve men (women are excluded). It’s clear, however, that church assets are vast and spread all over America—a huge conglomerate of for-profit and nonprofit enterprises.

			The amount of American land owned by the Mormon church is larger than the state of Delaware. According to a former president of the Mormon Social Science Association, the church owns ten times more Florida real estate than the Walt Disney company, including “a $1 billion for-profit cattle and citrus ranch”—the largest non-government subsidized cattle operation in the United States. The LDS Church is one of America’s largest producers of nuts and one of its largest potato growers. Beneficial Life is a church-owned insurance company, with assets of $1.6 billion. Church holdings also include at least twenty-five radio stations, commercial real estate, shopping centers, and a theme park in Hawaii containing replica Polynesian villages, which, with a million annual visitors, is one of that state’s leading tourist attractions. Brigham Young University’s endowment alone is reportedly worth nearly $1 billion.

			The entire Church of England, with its grand history, had assets of about $6.9 billion as of 2008. In 2002, counting all the money raised by all the parishes in the United States, the total annual revenue of the U.S. Catholic Church, with its 75 million members, was estimated at $7.5 billion. By comparison, the LDS Church, with less than a tenth of the membership, is believed to have owned $25–$30 billion in assets as of 1997—and this is said to be a “very conservative” estimate—with present revenues of $5–$6 billion a year. As one study puts it, “Per capita, no other religion comes close to such figures.”

			

			—

			THE GOIZUETA BUSINESS SCHOOL is part of Emory University in Atlanta, Georgia. You’ll find the Goizueta name in a lot of places in Atlanta—the Atlanta Ballet, the Atlanta History Center, Georgia Tech—because Roberto Goizueta was chairman and CEO of Coca-Cola from 1981 until his death in 1997 and one of Atlanta’s leading philanthropists. Goizueta, who in 1960 defected from Cuba with his family and little more than forty dollars in his pocket, was the most successful CEO in Coca-Cola’s history, launching Diet Coke, globalizing the Coca-Cola brand, quadrupling its profits, and taking its market capitalization from $4 billion to $180 billion, an increase of 4,400 percent.

			Between 1959 and 1973, hundreds of thousands of anti-Castro Cubans—the “Cuban Exiles”—fled to the United States, most of them settling in Miami.* As mentioned earlier, theirs was a classic case of Triple Package status collapse. In Cuba, most of the Exiles had been middle and upper class, including many judges, professionals, engineers, academics, and white-collar employees of large corporations. Some came from families with summer homes and art collections, at the pinnacle of a highly stratified society. To the humiliating sting of becoming menial workers, looked down on and discriminated against as a racial or ethnic underclass, was added the resentment they felt against Castro, who had not only defeated them, but taken everything they had. Their “disgrace,” as one Cuban historian writes, “became the psychological impetus that fueled their efforts to prevail in the economic arena.”

			And they did prevail. In the 1950s, Miami was still largely a resort and retiree town, servicing winter visitors and refugees from the cold Northeast. Today, the greater Miami area is home to more than 1,100 multinational corporations. The city is a global economic hub with the eleventh-highest gross metropolitan product in the country and a thriving business life in which Cuban Americans play a central role.

			Some Cuban Exiles had a head start when they arrived in America. Alfonso Fanjul, a sugar magnate whose lands were confiscated in 1959, had enough money to restart his business on 4,000 acres he bought in Florida; today the Fanjul Corporation (still controlled by the Fanjul family) is the world’s largest sugar producer, with Domino Sugar among its many holdings. Unlike the Fanjuls, the Bacardis (along with a number of other elite businessmen in Cuba) had jubilantly supported the Revolution, even throwing Castro an extravagant welcome luncheon at one of their breweries near Havana—which Castro did not attend. But within a year Castro seized all of the Bacardis’ Cuban assets. Before leaving, the family destroyed their prize possession—a unique yeast culture used in the fermentation of rum—getting just enough of it out of Cuba to continue their rum dynasty in Puerto Rico and Mexico.

			Most of the Exiles, however, came to the United States the way Roberto Goizueta did: with practically nothing. As of 1961, émigrés leaving Cuba were prohibited from taking more than five dollars and were required to relinquish the rest of their property to the state. Like Goizueta, some worked their way up to dizzying heights in the business world. Gedalio Grinberg fled to Miami in 1960; in 1983 he bought the Movado watch company, and today his family members remain the controlling shareholders (and his son the CEO) of the Movado Group, with its $500 million in annual net sales. Carlos Gutierrez arrived in Miami at the age of six with his family, knowing no English; he would become CEO of Kellogg and was the United States secretary of commerce from 2005 to 2009. In 1962, Ralph de la Vega, the ten-year-old son of a wholesale grocer in Cuba, arrived in Miami with no family, no English, and no money; in his memoir, Obstacles Welcome, he writes of living on U.S. government-supplied “Spam-like meat” that came in containers “the size of paint cans,” and cleaning bathrooms to put himself through college. In 2008, de la Vega became CEO of AT&T Mobility, with 65,000 employees and annual wireless revenues of more than $50 billion.

			It’s often pointed out that the Exiles, poor as they were when they arrived in Miami, had been relatively privileged in Cuba. Some had attended the finest Havana private schools; some knew English; some had vacationed in the United States. But it’s simply not true that these immigrants stepped off a plane right into America’s middle and professional classes. Most were not only penniless when they arrived, but “had no idea . . . where to take their families, much less where to find a job.” For the overwhelming majority, the story of their success was one of arduous toil, swallowed pride, and sacrifice for their children. Former executives parked cars; judges washed dishes; doctors delivered newspapers. Women who had never held jobs before worked as seamstresses, hotel maids, or shrimp sorters at warehouses by the Miami River—work so painful they called it la Siberia. As one émigré put it, “I was determined that my children would be middle class even if I had to have two jobs—which I did for fourteen years.”

			These descriptions may sound like overly uplifting American immigrant success stories, but as Cuba expert Susan Eckstein puts it, “Cubans more than most Latin American immigrants have lived the American dream.” By 1997, a list of the eighty wealthiest Hispanic American multimillionaires contained thirty-two Cubans, even though Cuban Americans constituted only about 5 percent of the U.S. Hispanic population. As of 2004, over 30 percent of U.S.-born Cuban Americans held managerial and professional positions, as compared with 18 percent of Hispanics as a whole. According to a 2002 analysis, over 90 percent of Cuban American students between the ages of eighteen and twenty-four were enrolled full-time in college, reportedly the highest rate of any ethnic group in the country. Only forty years after the Exiles had arrived in the United States, the total revenue of Cuban American businesses exceeded that of the entire island of Cuba.

			About a third of Miami’s population, Cuban Americans also dominate Miami politics. Both the mayor of Miami-Dade County (one of the most powerful positions in the state) and the mayor of the city of Miami are Cuban American, the latest in a series of Cuban Americans to have held those offices. Nationally, all three Latinos elected in 2012 to the U.S. Senate—Ted Cruz, Marco Rubio, and Robert Menendez—were Cuban American. Cuban actors and entertainers are household names, including Andy García (whose family moved to Miami after the failed Bay of Pigs Invasion and built a million-dollar perfume company), Cameron Diaz, Eva Mendes, and Gloria Estefan.

			In trying to quantify Cuban American success, it’s important to distinguish the Exiles from later waves of Cuban immigrants who began arriving in 1980. These more recent immigrants came from much poorer backgrounds, including the 125,000 Marielitos and tens of thousands of balseros, or rafters, who floated across ninety miles of water on makeshift vessels. The Cuban Exile community is mostly white, whereas a substantial fraction of the Marielitos and post-1990 New Cubans were black or of mixed race.

			The Cuban American “economic miracle” has been primarily a phenomenon of the Exiles and their children. Cuba’s pre-Castro social stratifications have been replicated in the United States. The Marielitos and New Cubans frequently received a cold shoulder from the Exiles. They are not prominent in business and are largely absent from Miami’s power elite.

			Thus the Cuban American story is a complex one. Statistically, the New Cubans have fared no better—indeed on some dimensions worse—than other Hispanics. Only 13 percent of the Marielitos have college degrees—about the same percentage as other Hispanics. Some 70 to 80 percent of New Cubans speak English “less than very well.” Their poverty rates (about 15 percent of adults under the age of sixty-five; almost 40 percent over the age of sixty-five) are roughly double that of the Exiles, and their overall median income is below that of other Hispanics.

			By contrast, the Exiles have distanced themselves from America’s other Hispanic groups in both their self-identification and their bank accounts. Not only did the Exile community far outperform other Hispanic groups in the U.S.; by 1990, nearly 37 percent of the Exiles’ U.S.-born children earned more than $50,000 a year, whereas only 18 percent of Anglo-Americans did.

			The majority of the nonwhite Marielitos chose to resettle outside Miami. Many live in New York City and Los Angeles, joining the large populations of other Hispanics in those cities. By contrast, the Exiles live in a world of upward mobility, thriving business success, exclusive Miami private clubs, outsize political influence, and rising representation on Ivy League campuses—a group that can justifiably boast of having joined America’s elite.

			

			—

			THE DISPROPORTIONATE SUCCESS OF certain West Indian and African immigrant groups, as compared with non-immigrant American blacks, has been the subject of intense debate for some time. Although immigrants make up only 8 percent of America’s black population,* their overrepresentation at America’s best universities and on Wall Street is well-known. Hard numbers, however, are surprisingly hard to come by.

			Ivy League universities, for example, every year announce the “African American” percentage of their incoming class, but they will not disclose how many of these students are from immigrant families or provide national-origin information about them. Investment banks are in general extremely secretive about who works for them. They don’t make public any information about the racial composition of their employees. As
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