






From 

More Money 
Than God

 

By 

Sebastian Mallaby 

When Soros returned to New York 

in September 1992, he called Robert 

Johnson, a currency expert who was in 

the process of moving from Bankers 

Trust to Soros Fund Management. Soros 

was convinced the lira was going down, 

but now he was looking beyond that.

“What do you think about sterling?” 

Soros asked. 

“I think I better come see 

you,” Johnson answered. He did not 

want to keep talking on the phone  

because Bankers Trust recorded its 

traders’ conversations. 

Johnson took a cab to the  

run-down offices at 888 Seventh Avenue 

that housed Soros and his investment 

chief, Stan Druckenmiller. There was 

duct tape on the carpet. Johnson, Soros, 

and Druckenmiller sat around a small 

conference table. 

Soros asked Johnson to describe the 

risks in betting against sterling.

“Well, sterling is liquid, so you can 

always exit losing positions,” Johnson 

responded. “The most you could lose is 

half a percent or so.” 

“What could you gain on the 

trade?” Druckenmiller asked.

“If this thing busts out, you’d 

probably make fifteen or twenty percent,” 

Johnson answered. 

“How likely is that to happen?” 

Druckenmiller pressed. 

“On a three-month time  

frame,” Johnson responded, “about 

ninety percent.”

By now Druckenmiller and Soros 

were looking at each other. They could 

hardly stay sitting in their chairs. 

“How much would you do in 

your own fund?” Soros asked, referring 

to a portfolio that Johnson ran for  

Bankers Trust. 

Johnson indicated that he would 

leverage himself up to take advantage 

of this trade. He might do three to five 

times capital. 

“Oh my god,” Druckenmiller said 

quickly. His eyes had widened and his 

huge frame was taut. You could almost 

hear the big inhale that a basketball 

player takes before he springs for  

the basket. 

“Well, they only have twenty-

two billion pounds’ worth of reserves,” 

Johnson continued, a sum equivalent 

to some $44 billion. Soros and 

Druckenmiller could sell sterling only so 

long as someone was willing to buy it. 

“Maybe we can get fifteen of that,” 

Druckenmiller said. He was suggesting 

that he might multiply his existing 

sterling bet fully ten times over.

“How long do you think they can 

hold out?” Soros asked. 

Not more than a few months, 

Johnson estimated. Given a choice 

between an even deeper recession  

and devaluing the pound, the  

government would choose devaluation. 

The British might let sterling go sooner 

than anyone expected. 

Johnson left the meeting with a 

sense of premonition. He could feel the 

coiled energy of the two men. When the 

right moment came, they would destroy 

the British currency. 
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From 

American Dreams 

By 

H. W. Brands

Americans’ dreams in 1945 

had been collectively ambitious but 

individually modest; those of 2009 were 

collectively modest but individually 

ambitious. Collectively, the country 

in 2009 seemed troubled on several 

fronts, and its dreams were curtailed 

commensurately. The nation that had 

put sixteen million soldiers in the field 

during World War II now had difficulty 

finding a few hundred thousand to 

garrison in Iraq and Afghanistan. The 

economic dynamo that had dictated to 

the global economy at Bretton Woods 

now labored under a debt that left the 

dollar at the mercy of central bankers in 

China and Japan. Proud industrial cities 

such as Pittsburgh, Detroit, and Buffalo, 

whose factories had rescued democracy 

during the war, rebuilt Europe afterward, 

and made the middle-class dreams of fifty 

million families possible, had become 

pale shadows of their former selves. 

The political system that had designed 

a Great Society, one to make America 

the envy of the world, agonized over 

guaranteeing medical care that much of 

the rest of the world had long taken for 

granted. Bretton Woods, the Marshall 

Plan, the Great Society—those were 

dreams of another age; the nation in 

2009 could aspire to nothing so grand.

And yet Americans individually 

often dreamed more ambitiously than 

at any time in the country’s past. The 

personal standard of living of the baby 

boomers made the lifestyle of their 

grandparents seem quaint, and if the 

current recession had trimmed some 

of the extravagance, no one expected a 

general rollback to the standard of 1945. 

For particular groups of individuals, 

the dreaming had never been more 

realistically hopeful. The presence of a 

black man in the White House, who 

placed a Latina woman on the Supreme 

Court, signaled to children of color 

across the land that their dreams weren’t 

limited by the institutionalized prejudice 

of previous generations. Young women, 

many who had no idea who Betty 

Friedan was, dreamed of careers their 

grandmothers couldn’t have imagined. 

Gay people lived more openly than their 

counterparts of previous generations. 

Immigrants dreamed the same dreams 

that immigrants always have—of 

opportunity in America for themselves 

and their children—but they did so in 

far greater numbers than in the 1940s 

and 1950s.

No charter of American history 

explicitly enshrined the right to dream, 

but it was encoded in the country’s DNA 

from the beginning. Jefferson’s triad 

implied it: the right to life suggested 

the right to dream of a better life; liberty 

allowed Americans to choose their own 

dreams, not those imposed by others; 

and the pursuit of happiness—what was 

that besides the right to dream and to 

chase one’s dreams?
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From 

Losing My Cool 

By  

Thomas Chatterton 
Williams

 

I had just gotten my permit and 

was whipping down the street toward 

home one hot summer afternoon. The 

windows were down and Tupac’s “Picture 

Me Rolling” pumped from the speakers. 

Out of the corner of my eye, I peeped 

a shirtless Antwan beating a hasty path 

down the side of the road, his black 

doo-rag like a pirate flag in the wind, 

his tattoos glistening beneath beads of 

sweat. As I pulled over to the shoulder, 

honking, he jogged up to the car and 

hopped in.  

“Nigga, that’s good timing!”  

he panted.  

“What the hell are you doing on 

the side of the road without a shirt?”  

I teased.

“This white bitch I’m tossing up 

was supposed to give me some sneaker 

paper, but she ain’t have my money, and 

we got into it,” he explained. “Then her 

pops pulled up and I had to dip up out 

that winnnndooooow, nigg-uuuhhhhh! 

I barely got my shoes on.” Ant had this 

hilarious way of speaking in undulating 

tones, drawing out certain syllables in 

the words he chose to stress. We both 

started cracking up.  

In some far-off region of my mind 

I knew the way that Ant treated girls 

was wrong, but it didn’t strike me as 

particularly bizarre. All of my friends 

who could do it, me included, got 

money out of bitches and professed to 

look down on them in the process. We 

called this “running game.” I sported 

a fifteen-hundred-dollar gold chain on 

top of five-hundred-dollar hand-knit 

Coogi sweaters from Australia, which 

my girlfriend, Stacey, bought for me  

in cash.  

My relationship with Stacey was 

in many ways the fulcrum upon which 

I balanced my sense of self. A year 

younger than me, she was the epitome of 

the black girl I had long hoped to attract. 

Winning her attentions authenticated 

my blackness and justified my swagger. 

Stacey was sassy and flip, flashy like 

a pinky ring. She modeled when she 

could, appeared in black magazines like 

Hype Hair and local fashion shows and 

beauty pageants. I was by no means the 

only one who coveted Stacey and this, for 

me, only magnified her allure. I treated 

the clothes and jewelry she bought for 

me like trophies, advertisements for  

my prowess.  

They were also body armor, defense 

against the lingering gossip. People 

always talked about the way Stacey got 

her money, what drug dealers she ran 

around with on the side. Girls run game, 

too. I couldn’t let myself think about that. 

The point here was not whether or not 

you had a solid relationship. The point 

was whether you were getting over—

whether you were getting something out 

of the exchange. You certainly didn’t care 

about the girl.  
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From 

Four Fish

By 

Paul Greenberg

And so, twenty-five years after my 

last subscription to Field and Stream 

expired, I was giddy with excitement 

when I received an invitation from 

an Alaskan salmon trader named Jac 

Gadwill to come visit him at an Eskimo 

encampment near the mouth of Alaska’s 

Yukon River during the height of the 

king salmon run. “Do be prepared for 

a bit of ‘culture shock’ here,” Jac wrote. 

“Wonderful, loving people, but this is 

the USA’s own third world country. The 

most remote, ignored area of the United 

States, with the highest unemployment 

and poverty levels. Fortunately it also 

has the finest salmon by far in the world. 

This is why the Yup’iks (meaning is ‘Real 

People’) settled here over 10,000 years 

ago. We just yesterday shipped kings 

from here to some of New York’s finer 

restaurants, direct to them, via FedEx.”  

Two weeks later, after swooping 

over the mountains that separate 

southern Alaska from its wilder northern 

part and then cruising in low over the 

Yukon River floodplain, I stepped out 

of a tiny propeller plane and entered 

the corrugated-metal shed that serves 

as the airport in Emmonak, Alaska. 

Someone whose description could fairly 

be summarized as “a great bear of a man” 

stood squinting at me.  

“You Paul?” Jac Gadwill asked, his 

voice rough with the grit of ten thousand 

packs of cigarettes.

“Yeah.”

“Got here okay, did you?”

“Yep.”

He took a pause, stared down at 

the ground for a moment, and then 

looked up and appraised me with his 

head cocked at an angle. “Boy, you look 

good here, Paul,” he said finally. “You 

should stay.”

We went out to an industrial-

size pickup truck loaded down with 

fishing gear flown in from Anchorage 

and headed down the gray ooze of 

a road that led into town. Soon we 

arrived at a bunkhouse and an adjoining  

office building. 

The Kwikpak Fishing Company is 

something both very new and extremely 

old in the ten-thousand-year interaction 

of man and salmon. What makes it old 

is its basic principle—native people in 

small boats fishing for wild salmon. What 

makes it new is the same principle—

native people in small boats fishing for 

wild salmon.

“Why don’t you go take a look 

around town,” Jac told me as he headed 

up the ad hoc staircase to his office. 

“I’m gonna go call Fish and Game and 

see if we can’t get us an opening. I’ll 

try the sugar and honey approach. If 

that doesn’t work I’ll get my Lithuanian 

blood up.”
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From 

The Sugar King  
of Havana

By 

John Paul Rathbone

On October 11, 1960, Ernesto 

“Che” Guevara summoned Cuba’s 

richest man, the sugar magnate Julio 

Lobo, to his office at the Cuban Central 

Bank in Havana. It would be a midnight 

meeting—odd but not entirely unusual 

during those chaotic times. The Cuban 

revolution was barely eighteen months 

old, an inexperienced government 

was remaking the island, and anyway 

Guevara often worked through the 

night, if not to keep up with events, 

then as an example of his iron will 

and revolutionary discipline. Stories 

abounded of foreign dignitaries who 

turned up at the Central Bank for a 

meeting at three o’clock in the afternoon 

only to be told that their appointment 

was at three in the morning.

Lobo hastily called his lawyer and 

consigliere, Enrique Leon. “Che wants to 

see me” is all he said. Leon arrived shortly 

after at Lobo’s neoclassical mansion in 

Vedado, a residential area across the city 

from the Central Bank. The two men 

conferred briefly in the hallway and then 

left in Lobo’s car, driving east through 

the night. 

Lobo sat behind the wheel of the 

humming black Chrysler, his lawyer 

by his side, the car headlights picking 

out a few faces on Havana’s dark street 

corners. Curiously, in letters written 

a few months earlier, Lobo had often 

depicted himself driving a machine, as 

he was at that very moment. Sometimes 

it was a vast ship, Lobo the captain 

on the bridge, confidently guiding his 

empire through the rough waters of 

revolution. Yet just as often the machine 

was a more modest contraption. “I often 

feel like a man on a bicycle: if I stop, 

I will fall. . . . I am quite incorrigible 

and in a way irrepressible,” he wrote 

in another. There is a sly humor to 

these words, even a quiet, self-confident 

gloss, which suggests that when Lobo 

drove to meet Comandante Guevara 

that evening he was resolute, hopeful, 

perhaps apprehensive, but certainly not 

scared. Fearful was not Lobo’s style. 

Short and stern faced, Lobo was 

then the most important force in the 

world sugar market. He was known as 

an authoritarian empire builder who 

handled about half the six million tons 

of sugar that Cuba produced annually. 

He controlled fourteen sugar mills in 

Cuba, owned tens of thousands of acres 

of land, and had trading offices in New 

York, London, Madrid, and Manila. He 

had a personal fortune estimated at as 

much as $200 million, worth some $1.5 

billion in today’s money. A speculator 

and financier of genius, one business 

competitor observed with grudging 

awe: “Lobo doesn’t sense a trend, he  

smells it.”
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800-526-0275 between 8:30 a.m. and 4:40 p.m. EST, 
Monday through Friday (12:25 p.m. EST closed on 
Fridays, June–August) and have your account number 
and ISBNs ready. You may also fax your order to 800-
227-9604 or mail it to: 
	Penguin Group (USA) Inc. 
	Attention: Order Processing  
	405 Murray Hill Parkway  
	East Rutherford, NJ 07073-2136

All prices and publication dates are subject to change 
without notice.
Penguin Group (USA) Inc. offers to sell on our  
published terms, and these terms may not be changed, 
modified, or amended by contrary, different, or  
additional terms contained in a customer’s purchase 
order or other purchase confirmation or advice.

Electronic Orders
Penguin Group (USA) Inc. is a member of PUBNET.  
Our SAN for regular orders is 282-5074. Our SAN 
for Instant Response is 852-5455. Titles from Penguin 
Group (USA) Inc. imprints may be combined on a 
single purchase order; however, normal minimums 
apply based on published terms.

cuStomer service

CustomerService@us.penguingroup.com
For customer service please call 800-631-8571 between 
8:30 a.m. and 4:40 p.m. EST, Monday through Friday 
(12:25 p.m. EST closed on Fridays, June–August), fax 
to 201-256-0000, or mail to:
	Penguin Group (USA) Inc. 
	Attention: Customer Service 
	405 Murray Hill Parkway 
	East Rutherford, NJ 07073-2136
E-mail: customer.service@us.penguingroup.com

Copies of Invoices and Credit Memos are  
available via OASIS, a free online order  
and shipment information service.
To sign up or register go to  
http://oasis.penguingroup.com

Shipping instructions or vendor guides can be e-mailed 
to vendor.guides@us.penguingroup.com  
or faxed to 201-256-0009.

Individuals
Individual consumers can place orders by calling 
800-788-6262 or faxing to 201-256-0017. Please 
have your Visa, MasterCard, or American Express 
ready. You will be charged the list price plus a ship-
ping and handling fee and any applicable sales tax.

Special Markets
For ordering information fax to 212-366-2679  
or call:
	Special Sales 212-366-2612 
	Mail Order Catalogs 212-366-2751

Canadian Sales and Editorial
	Penguin Books Canada
	90 Eglinton Ave., Suite 700
	Toronto, Ontario M4P 2Y3
Canada
	Tel: 416-925-2249
	Fax: 416-925-0068
	Toll free: 800-810-3104

Canadian Orders, Customer Service,  
and Returns
	Penguin Books Canada
	195 Harry Walker Parkway North
	Newmarket, Ontario L3Y 7B3
Canada
	Tel: 800-399-6858
	Fax: 800-363-2665

International Sales
	Penguin Group (USA) Inc. 
	Attn: International Sales
	345 Hudson Street
	New York, NY 10014 
	Tel: 212-366-2000
	Fax: 212-414-3354

International Orders and Customer Service
	Penguin Group (USA) Inc.
	Order Processing/Exports
	405 Murray Hill Parkway
	East Rutherford, NJ 07073-2136
	Fax: 201-256-0009

Returns Policy
Books published by Penguin Group (USA) Inc. may be 
returned for credit if they were ordered from Penguin 
Group (USA) Inc. on a returnable basis, are in salable 
condition, and are returned at the customer’s expense no 
sooner than 90 days after the publication date and no 
later than 180 days after they are declared out of print. 
For more details on credits for returns, contact your sales 
representative or Inside Sales at 800-847-5515. Credits 
may be used for future purchases only.

Address for Returns
	Penguin Group (USA) Inc. 
	Returns Dept. 
	One Grosset Drive 
	Kirkwood, NY 13795-1042

Co-op Advertising Policy
For co-op advertising on adult titles, direct  
requests to your Penguin Group (USA) Inc. adult 
sales representative or to:
	Penguin Group (USA) Inc. 
	Attn: Sales Department 
	375 Hudson Street 
	New York, NY 10014 

Penguin Group Express
• Guaranteed next-day shipping
• Our most popular frontlist and backlist titles!
• For retail and wholesale accounts only
• Call toll free (800) 527-9703 or fax to  

201-256-0010 or e-mail to PGI Order Department 
at orders@us.penguingroup.com

• Advise the customer service representative that you 
are placing an EXPRESS ORDER.

• Orders received by 1:00 p.m. EST will be shipped by 
the next business day provided books are  
available and your account is in good credit  
standing.

• Minimums per order: 
Retail (all warehouses): 25 units 
RDC (all warehouses): 300 units 
Wholesale:  
Lebanon—for DK product—50 units 
Pittston and Kirkwood—for PGI  
product—96 units

• We will accept backorders for 5 days. If stock comes 
in within this 5-day period, order will release  
immediately as an express order.

• Penguin Express orders cannot be combined with 
other orders.

Delayed Billing Program
• �Offer open to all retail and wholesale accounts in 

good credit standing.
• �Orders can be placed anytime between  

January 4, 2010 and March 26, 2010.
• �Invoice due May 14, 2010.
• �One order only. Excludes NYP titles and those on the 

New York Times bestseller list.
• �Contact your sales representative or our Inside Sales 

Department for qualifying minimums.
• �Penguin Group (USA) Inc. will ship on any date 

specified with above guidelines.
• �All orders are subject to the final approval of the 

Penguin Group (USA) Credit Department.

Key to Territory Codes
sap	 definitions
code

A00	 US, dependencies, Philippines
B00	 No rights anywhere
C00	 US, dep., Phil., Canada
D00	 Public Domain in the US
D05	 Public Domain throughout the world excluding  

European Union
DW	 Public Domain throughout the world
E00	 US, dep., Phil., Canada, Open Market
F00	 US, dep., Phil., Open Market excluding European 

Union
F25	 US, dep., Phil., No Canada, More Restricted Open 

Market without Europe
G00	 US, dep., Phil., Canada, Open Market excluding 

European Union
G12	 US, dep., Phil., Canada, More Restricted Open 

Market without European Union
K00	 US, dep., Phil., S. America, Trinidad, Tobago
L00	 US, dep., Phil., Open Market, No Israel
M00	 US only
N00	 US, dep., Phil., Open Market 
N43	 US, dep., Phil., No Canada, More Restricted Open 

Market with European Union
N44	 US, dep., Phil., No Canada, Open Market with 

European Union, No India
Q00	 US and Canada only
P00	 US, dep., Phil., nonexclusive Canada,  

Open Market 
S00	 US, dep., No Phil.
T00	 US, dep., Phil., nonexclusive Canada
U00	 World except Japan
V00	 World except Australia and New Zealand
W00	 World
100	 U.S., dep., Phil., Canada, Australia,  

New Zealand, Open Market 
200	 World except Canada
300	 World except South Africa
500	 US, dep., Phil., nonexclusive Canada,  

Aus, NZ, Open Market 
600	 World except UK
700	 World except India
900	 World except Israel

notes 	 Rights/Territory codes apply to  
English-language distribution of  
finished copies of the ISBN only.


