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Dedication

This book is dedicated to all those courageous men and women who have ever dared to step out of
the dominant culture of resignation and mediocrity and endeavor to create the life of their dreams. I
honor and salute you!



Epigraph

Life is like a combination lock; your job is to find the right numbers, in the right order, so you can

have anything you want.
BRIAN TRACY

If we did all the things we are capable of doing, we would literally astound ourselves.
THOMAS A. EDISON
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Introduction

If a man for whatever reason has the opportunity to lead an extraordinary life, he has no right to
keep it to himself.

JACQUES-YVES COUSTEAU
Legendary underwater explorer and filmmaker
If a man writes a book, let him set down only what he knows.

I have guesses enough of my own.

JOHANN WOLFGANG VON GOETHE
German poet, novelist, playwright, and philosopher

This 1s not a book of good ideas. This is a book of timeless principles used by successful men and
women throughout history. I have studied these success principles for over 30 years and have applied
them to my own life. The phenomenal level of success that I now enjoy is the result of applying these
principles day in and day out since I began to learn them in 1968.

My success includes being the author and editor of over 60 best-selling books with over 80 million
copies in print in 39 languages around the world, holding a Guinness Book world record for having
seven books on the May 24, 1998, New York Times bestseller list, earning a multimillion-dollar net
income every year for over the past 10 years, living in a beautiful California estate, appearing on
every major talk show in America (from Oprah to Good Morning America), having a weekly
newspaper column read by millions every week, commanding speaking fees of $25,000 a talk,
speaking to Fortune 500 companies all over the world, being the recipient of numerous professional
and civic awards, having an outrageous relationship with my amazing wife and wonderful children,
and having achieved a steady state of wellness, balance, happiness, and inner peace.

I get to socialize with CEOs of Fortune 500 companies; movie, television, and recording stars;
celebrated authors; and the world’s finest spiritual teachers and leaders. I have spoken to the
members of Congress, professional athletes, corporate managers, and sales superstars in all of the
best resorts and retreat centers of the world—from the Four Seasons Resort in Nevis in the British
West Indies to the finest hotels in Acapulco and Cancun. I get to ski in Idaho, California, and Utah, go
rafting in Colorado, and hike in the mountains of California and Washington. And I get to vacation in
the world’s best resorts in Hawaii, Australia, Thailand, Morocco, France, and Italy. All in all, life is
a real kick!

And like most of you reading this book, my life started out in a very average way. I grew up in
Wheeling, West Virginia, where my dad worked in a florist’s shop, where he made $8,000 a year. My
mother was an alcoholic and my father was a workaholic. I worked during the summers to make ends
meet (as a lifeguard at a pool and at the same florist’s shop as my father). I went to college on a
scholarship and held a job serving breakfast in one of the dorms to pay for books, clothes, and dates.
Nobody handed me anything on a silver platter. During my last year of graduate school, I had a part-
time teaching job that paid me $120 every 2 weeks. My rent was $79 a month, so that left $161 to
cover all my other expenses. Toward the end of the month, I ate what became known as my 21-cent



dinners—a 10-cent can of tomato paste, garlic salt, and water over an 11-cent bag of spaghetti
noodles. I know what it is like to be scraping by on the bottom rungs of the economic ladder.

After graduate school, I started my career as a high school history teacher in an all-black school on
the south side of Chicago. And then I met my mentor, W. Clement Stone. Stone was a self-made
multimillionaire who hired me to work in his foundation, where he trained me in the fundamental
success principles that I still operate from today. My job was to teach these same principles to others.
Over the years, I have gone on from my time with Stone to interview hundreds of successful people—
Olympic and professional athletes, celebrated entertainers, best-selling authors, business leaders,
political leaders, successful entrepreneurs, and top salespeople. I have read literally thousands of
books (I average one every 2 days), attended hundreds of seminars, and listened to thousands of hours
of audio programs to uncover the universal principles for creating success and happiness. I then
applied those principles to my own life. The ones that worked I have taught in my speeches, seminars,
and workshops to well over 1 million people in all 50 U.S. states...and in 20 countries around the
world.

These principles and techniques have not only worked for me but they have also helped hundreds
of thousands of my students achieve breakthrough success in their careers, greater wealth in their
finances, greater aliveness and joy in their relationships, and greater happiness and fulfillment in their
lives. My students have started successful businesses, become self-made millionaires, achieved
athletic stardom, received lucrative recording contracts, starred in movie and television roles, won
political offices, had huge impact in their communities, written best-selling books, been named
teacher of the year in their school districts, broken all the sales records in their companies, written
award-winning screenplays, become presidents of their corporations, been recognized for their
outstanding philanthropic contributions, created highly successful relationships, and raised unusually
happy and successful children.

The Principles Always Work If
You Work the Principles

All of these same results are also possible for you. I know for a fact that you, too, can attain
unimagined levels of success. Why? Because the principles and techniques always work—all you
have to do is put them to work for you.

A few years ago, | was on a television show in Dallas, Texas. I had made the claim that if people
would use the principles I was teaching, they could double their income and double their time off in
less than 2 years. The woman interviewing me was highly skeptical. I told her that if she used the
principles and techniques for 2 years and she didn’t double her income and double her time off, I
would come back on her show and write her a check for $1,000. If they did work, she had to ask me
back and tell her viewers the principles had worked. A short 9 months later, I ran into her at the
National Speakers Association convention in Orlando, Florida. She told me that not only had she
already doubled her income but she had also moved to a bigger station with a substantial pay
increase, had started a public speaking career, and had already finished and sold a book—all in just 9
months!

The fact is that anyone can consistently produce these kinds of results on a regular basis. All you



have to do is decide what it is you want, believe you deserve it, and practice the success principles in
this book.

The fundamentals are the same for all people and all professions—even if you’re currently
unemployed. It doesn’t matter if your goals are to be the top salesperson in your company, become a
leading architect, get all A’s in school, lose weight, buy your dream home, or become a world-class
professional athlete, a rock star, an award-winning journalist, a multimillionaire, or a successful
entrepreneur—the principles and strategies are the same. And if you learn them, assimilate them, and
apply them with discipline every day, they will transform your life beyond your wildest dreams.

“You Can’t Hire Someone Else to
Do Your Push-ups for You”

As motivational philosopher Jim Rohn has so aptly put it, “You can’t hire someone else to do your
push-ups for you.” You must do them yourself if you are to get any value out of them. Whether it is
exercising, stretching, meditating, reading, studying, learning a new language, creating a mastermind
group, setting measurable goals, visualizing success, repeating affirmations, or practicing a new skill,
you are going to have to do it. No one else can do these things for you. I will give you the road map,
but you will have to drive the car. I will teach you the principles, but you will have to apply them. If
you choose to put in the effort, I promise you the rewards will be well worth it.

How This Book is Structured

To help you quickly learn these powerful principles, I have organized this book into six sections.
Section I, “The Fundamentals of Success,” contains 25 chapters that are the absolute basics you must
do to get from where you are to where you want to be. You’ll start by exploring the absolute necessity
of taking 100% responsibility for your life and your results. From there, you’ll learn how to clarify
your life purpose, your vision, and what you truly want. Next we’ll look at how to create an
unshakable belief in yourself and your dreams. Then I’ll help you turn your vision into a set of
concrete goals and an action plan for achieving them. I’'ll even teach you how to harness the
incredible power of affirmations and visualization—one of the success secrets of all Olympic
athletes, top entrepreneurs, world leaders, and others.

The next few chapters have to do with taking those necessary but sometimes scary action steps that
are required to make your dreams come true. You’ll learn to ask for what you want, reject rejection,
solicit and respond to feedback, and persevere in the face of what can sometimes seem like
insurmountable obstacles.

Section II, “Transform Yourself for Success,” addresses the important inner work you’ll need to do
—work that will help you remove any mental and emotional blocks you may have to success. It’s not
enough to know what to do. There are many books that will tell you that. You also need to understand
the importance of and the methodology for removing self-defeating beliefs, fears, and habits that are
holding you back. Like driving your car with the emergency brake on, these blocks can significantly
slow your progress. You must learn how to release the brakes, or you will always experience life as
a struggle and fall short of your intended goals. What will you learn in Section II? You’ll learn how to



surround yourself with successful people and how to acknowledge the positive past and release the
negative past, face what isn’t working in your life, embrace change, and make a commitment to
lifelong learning. We’ll look at how to clean up any physical and emotional messes you have created
and complete all the “incompletes” in your life robbing you of valuable energy that could be better
used in the achievement of your goals. I’'ll also teach you how to transform your inner critic into an
inner coach and develop valuable success habits that will change your life forever.

Section III, “Build Your Success Team,” reveals how and why to build different kinds of support
teams so you can spend your time focusing exclusively on your core genius. You’ll also learn how to
redefine time, find a personal coach, and access your own inner wisdom—an untapped but ultrarich
resource for most people.

In Section IV, “Create Successful Relationships,” I’ll teach you a number of principles, as well as
some very practical techniques, for building and maintaining successful relationships. In this day of
strategic alliances and power networks, it’s literally impossible to build large-scale, long-lasting
success without world-class relationship skills.

Finally, because so many people equate success with money, and because money is vital to our
survival and the quality of our life, Section V is entitled “Success and Money.” I’ll teach you how to
develop a more positive money consciousness, how to ensure that you have plenty of money to live
the lifestyle you want, both now and after you retire, and the importance of tithing and service in
guaranteeing your financial success.

Section VI, “Success Starts Now,” consists of two short chapters on the importance of getting
started now and empowering others in the process. Reading these chapters will jump-start you in
creating the life you’ve always dreamed of but up until now may not have fully known how to create.

How to Read This Book

Believe nothing. No matter where you read it, or who said it, even if I have said it, unless it agrees
with your own reason and your own common sense.
BUDDHA

Everyone learns differently, and you probably know how you learn best. And though there are many
ways that you can read this book, I’d like to make a few suggestions that may be helpful.

You may want to read this book through once just to get a feel for the total process before you start
the work of creating the life you truly want, The principles are presented in an order that builds one
upon the other. They are like the numbers in a combination lock—you need all the numbers, and you
need them in the right order. It doesn’t matter what color, race, gender, or age you are. If you know
the combination, the lock has to open for you.

As you are reading, I strongly encourage you to underline and highlight everything that feels
important to you. Make notes in the margin about the things you’ll put into action. Then review those
notes and highlighted sections again and again. Repetition is the key to real learning, Every time you
reread portions of this book, you’ll literally “re-mind” yourself of what you need to do to get from
where you are to where you want to be. As you’ll discover, it takes repetitive exposure to a new idea



before it becomes a natural part of your way of thinking and being.

You may also discover that you’re already familiar with some of the principles here. That’s great!
But ask yourself, Am I currently practicing them? If not, make a commitment to put them into action
—now!

Remember, the principles only work if you work the principles.

The second time you read through this book, you’ll want to read one chapter at a time, then take
whatever time necessary to put it into practice. If you’re already doing some of these things, keep
doing them. If not, start now.

Like many of my past students and clients, you, too, may find yourself resisting taking some of the
suggested action steps. But my experience has shown that the ones you most resist are the ones you
need to most embrace. Remember, reading this book is not the same as doing the work, any more than
reading a book on weight loss is the same as actually eating fewer calories and exercising more.

You might find it useful to connect with one or two other people who would like to join you as
accountability partners and ensure that each of you actually implements what you learn. True learning
only occurs when you assimilate and apply the new information—when there is a change in your
behavior.

A Warning

Of course, any change requires sustained effort to overcome years’ worth of internal and external
resistance. Initially you may find yourself getting very excited about all this new information. You
may feel a newfound sense of hope and enthusiasm for the new vision of your life as it can be. This is
good. But be forewarned that you may also begin to experience other feelings as well. You may feel
frustration at not knowing about all of this earlier, anger at your parents and teachers for not teaching
you these important concepts at home and at school, or anger at yourself for having already learned
many of these things and not having acted on them.

Just take a deep breath and realize that this is all part of the process of your journey. Everything in
the past has actually been perfect. Everything in your past has led you to this transformative moment
in time. Everyone—including you—has always done the best they could with what they knew at the
time. Now you are about to know more. Celebrate your new awareness! It is about to set you free.

You may also find that there will be times when you wonder, Why isnt all of this working faster?
Why haven 't I already achieved my goal? Why aren't I rich already? Why don't I have the man or
woman of my dreams by now? When am I going to achieve my ideal weight? Success takes time,
effort, perseverance, and patience. If you apply all of the principles and techniques covered in this
book you will achieve your goals. You will realize your dreams. But it won’t happen overnight.

It’s natural in the achievement of any goal to come upon obstacles, to feel temporarily stuck on a
plateau. This is normal. Anyone who has ever played a musical instrument, participated in a sport, or
practiced a martial art knows that you hit plateaus where it seems as if you are making no progress
whatsoever. That’s when the uninitiated often quit, give up, drop out, or take up another instrument or
sport. But the wise have discovered if they just keep practicing their instrument, sport, or martial art
(or, in your case, the success principles in this book), eventually they make what feels like a sudden
leap to a higher level of proficiency. Be patient. Hang in there. Don’t give up. You wi/l break through.
The principles always work.



Okay, let’s get started.

It’s time to start living the life you’ve imagined.

HENRY JAMES
American-born author of 20 novels, 112 stories, and 12 plays



PART ONE

The
Fundamentals
of
Success

Learn the fundamentals of the game and stick to them.
Band-Aid remedies never last.
JACK NICKLAUS

Legendary professional golfer



Principle

1

Take 100%
Responsibility for
Your Life

You must take personal responsibility. You cannot change the circumstances, the seasons, or the
wind, but you can change yourself.

JIM ROHN
America’s foremost business philosopher

One of the most pervasive myths in the American culture today is that we are entitled to a great life—
that somehow, somewhere, someone (certainly not us) is responsible for filling our lives with
continual happiness, exciting career options, nurturing family time, and blissful personal relationships
simply because we exist.

But the real truth—and the one lesson this whole book is based on—is that there is only one person
responsible for the quality of the life you live.

That person is you.

If you want to be successful, you have to take 100% responsibility for everything that you
experience in your life. This includes the level of your achievements, the results you produce, the
quality of your relationships, the state of your health and physical fitness, your income, your debts,
your feelings—everything!

This 1s not easy.

In fact, most of us have been conditioned to blame something outside of ourselves for the parts of
our life we don’t like. We blame our parents, our bosses, our friends, the media, our coworkers, our
clients, our spouse, the weather, the economy, our astrological chart, our lack of money—anyone or
anything we can pin the blame on. We never want to look at where the real problem is—ourselves.

There 1s a wonderful story told about a man who is out walking one night and comes upon another
man down on his knees looking for something under a streetlamp. The passerby inquires as to what
the other man is looking for. He answers that he is looking for his lost key. The passerby offers to
help and gets down on his knees and helps him search for the key. After an hour of fruitless searching,
he says, “We’ve looked everywhere for it and we haven’t found it. Are you sure that you lost it
here?”

The other man replies, “No, I lost it in my house, but there is more light out here under the
streetlamp.”

It 1s time to stop looking outside yourself for the answers to why you haven’t created the life and
results you want, for it is you who creates the quality of the life you lead and the results you produce.

You—no one else!

To achieve major success in life—to achieve those things that are most important to you—you must



assume 100% responsibility for your life. Nothing less will do.

One Hundred Percent Responsibility
for Everything

As I mentioned in the introduction, back in 1969—only 1 year out of graduate school—I had the good
fortune to work for W. Clement Stone. He was a self-made multimillionaire worth $600 million at the
time—and that was long before all the dot-com millionaires came along in the *90s. Stone was also
America’s premier success guru. He was the publisher of Success Magazine, author of The Success
System That Never Fails, and coauthor with Napoleon Hill of Success Through a Positive Mental
Attitude.

When [ was completing my first week’s orientation, Mr. Stone asked me if I took 100%
responsibility for my life.

“I think so,” I responded.

“This 1s a yes or no question, young man. You either do or you don’t.”

“Well, I guess I’'m not sure.”

“Have you ever blamed anyone for any circumstance in your life? Have you ever complained about
anything?”’

“Uh...yeah...I guess I have.”

“Don’t guess. Think.”

“Yes, I have.”

“Okay, then. That means you don’t take one hundred percent responsibility for your life. Taking one
hundred percent responsibility means you acknowledge that you create everything that happens to you.
It means you understand that you are the cause of all of your experience. If you want to be really
successful, and I know you do, then you will have to give up blaming and complaining and take total
responsibility for your life—that means all your results, both your successes and your failures. That
is the prerequisite for creating a life of success. It is only by acknowledging that you have created
everything up until now that you can take charge of creating the future you want.

“You see, Jack, if you realize that you have created your current conditions, then you can uncreate
them and re-create them at will. Do you understand that?”

“Yes, sir, 1 do.”

“Are you willing to take one hundred percent responsibility for your life?”

“Yes, sir,  am!”

And I did.

You Have to Give up All Your Excuses

Ninety-nine percent of all failures come from people who have a habit of making excuses.

GEORGE WASHINGTON CARVER
Chemist who discovered over 325 uses for the peanut

If you want to create the life of your dreams, then you are going to have to take 100% responsibility
for your life as well. That means giving up all your excuses, all your victim stories, all the reasons



why you can’t and why you haven’t up until now, and all your blaming of outside circumstances. You
have to give them all up forever.

You have to take the position that you have always had the power to make it different, to get it right,
to produce the desired result. For whatever reason—ignorance, lack of awareness, fear, needing to be
right, the need to feel safe—you chose not to exercise that power. Who knows why? It doesn’t matter.
The past is the past. All that matters now is that from this point forward you choose—that’s right, 1t’s
a choice—you choose to act as if (that’s all that’s required—to act as i1f) you are 100% responsible
for everything that does or doesn’t happen to you.

If something doesn’t turn out as planned, you will ask yourself, “How did I create that? What was I
thinking? What were my beliefs? What did I say or not say? What did I do or not do to create that
result? How did I get the other person to act that way? What do I need to do differently next time to
get the result I want?”

A few years after I met Mr. Stone, Dr. Robert Resnick, a psychotherapist in Los Angeles, taught me
a very simple but very important formula that made this idea of 100% responsibility even clearer to
me. The formula is:

E+R=0
(Event + Response = Outcome)

The basic 1dea is that every outcome you experience in life (whether it is success or failure, wealth or
poverty, health or illness, intimacy or estrangement, joy or frustration) is the result of how you have
responded to an earlier event or events in your life.

If you don’t like the outcomes you are currently getting, there are two basic choices you can make.

1. You can blame the event (E) for your lack of results (O). In other words, you can blame the
economy, the weather, the lack of money, your lack of education, racism, gender bias, the current
administration in Washington, your wife or husband, your boss’s attitude, the lack of support, the
political climate, the system or lack of systems, and so on. If you’re a golfer, you’ve probably
even blamed your clubs and the course you played on. No doubt all these factors do exist, but if
they were the deciding factor, nobody would ever succeed.

Jackie Robinson would never have played major league baseball, Sidney Poitier and Denzel
Washington would have never become movie stars, Dianne Feinstein and Barbara Boxer would
never have become U.S. senators, Erin Brockovich would never have uncovered PG&E'’s
contamination of the water in Hinkley, California, Bill Gates would never have founded
Microsoft, and Steve Jobs would never have started Apple Computers. For every reason why it’s
not possible, there are hundreds of people who have faced the same circumstances and succeeded.

Lots of people overcome these so-called limiting factors, so it can’t be the limiting factors that
limit you. It is not the external conditions and circumstances that stop you—it is you! We stop
ourselves! We think limiting thoughts and engage in self-defeating behaviors. We defend our self-
destructive habits (such as drinking and smoking) with indefensible logic. We ignore useful
feedback, fail to continuously educate ourselves and learn new skills, waste time on the trivial
aspects of our lives, engage in idle gossip, eat unhealthy food, fail to exercise, spend more money
than we make, fail to invest in our future, avoid necessary conflict, fail to tell the truth, don’t ask



for what we want—and then wonder why our lives don’t work. But this, by the way, is what most
people do. They place the blame for everything that isn’t the way they want it on outside events
and circumstances. They have an excuse for everything.

2. You can instead simply change your responses (R) to the events (E)—the way things are—
until you get the outcomes (O) you want. You can change your thinking, change your
communication, change the pictures you hold in your head (your images of yourself and the world)
—and you can change your behavior—the things you do. That is all you really have any control
over anyway. Unfortunately, most of us are so run by our habits that we never change our
behavior. We get stuck in our conditioned responses—to our spouses and our children, to our
colleagues at work, to our customers and our clients, to our students, and to the world at large. We
are a bundle of conditioned reflexes that operate outside of our control. You have to regain control
of your thoughts, your images, your dreams and daydreams, and your behavior. Everything you
think, say, and do needs to become intentional and aligned with your purpose, your values, and
your goals.

If You Don’t Like Your Outcomes, Change Your Responses

Let’s look at some examples of how this works.

Do you remember the Northridge earthquake in 1994? Well, I do! I lived through it in Los Angeles.
Two days later, I watched as CNN interviewed people commuting to work. The earthquake had
damaged one of the main freeways leading into the city. Traffic was at a standstill, and what was
normally a 1-hour drive had become a 2- or 3-hour drive.

The CNN reporter knocked on the window of one of the cars stuck in traffic and asked the driver
how he was doing.

He responded angrily, “I hate California. First there were fires, then floods, and now an
earthquake! No matter what time I leave in the morning, I’m going to be late for work. I can’t believe
it!”

Then the reporter knocked on the window of the car behind him and asked the second driver the
same question. This driver was all smiles. He replied, “It’s no problem. I left my house at five Am. |
don’t think under the circumstances my boss can ask for more than that. I have lots of music cassettes
and my Spanish-language tapes with me. I’ve got my cell phone. I have coffee in a thermos, my lunch
—1I even brought a book to read. So I’'m fine.”
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“What do we make where I work? Mostly we make excuses.”

Now, if the earthquake or the traffic were really the deciding variables, then everyone should have
been angry. But everyone wasn’t. It was their individual response to the traffic that gave them their
particular outcome. It was thinking negative thoughts or thinking positive thoughts, leaving the house
prepared or leaving the house unprepared that made the difference. It was all a matter of attitude and
behavior that created their completely different experiences.

I’ve Heard There’s Going to Be a Recession; I’ve Decided Not to
Participate

A friend of mine owns a Lexus dealership in Southern California. When the Gulf War broke out,
people stopped coming in to buy Lexuses (or Lexi, for any fellow Harvard graduates and Latin
students out there). They knew that if they didn’t change their response (R) to the event (E) of nobody
coming into the showroom, they were going to slowly go out of business. Their normal response (R)
would have been to continue placing ads in the newspaper and on the radio, then wait for people to
come into the dealership. But that wasn’t working. The outcome (O) they were getting was a steady
decrease in sales. So they tried a number of new things. The one that worked was driving a fleet of
new cars out to where the rich people were—the country clubs, marinas, polo grounds, parties in
Beverly Hills and Westlake Village—and then inviting them to take a spin in a new Lexus.

Now think about this...have you ever test-driven a new car and then got back into your old car?
Remember that feeling of dissatisfaction you felt as you compared your old car to the new car you had
just driven? Your old car was fine up until then. But suddenly you knew there was something better—
and you wanted it. The same thing happened with these folks. After test-driving the new car, a high



percentage of the people bought or leased a new Lexus.

The dealership had changed their response (R) to an unexpected event (E)—the war—until they got
the outcome (O) they wanted...increased sales. They actually ended up selling more cars per week
than before the war broke out.

Everything You Experience Today is the Result of Choices You
Have Made in the Past

Everything you experience in life—both internally and externally—is the result of how you have
responded to a previous event.

Event: You are given a $400 bonus.

Response: You spend it on a night on the town.
Outcome: You are broke.

Event: You are given a $400 bonus.

Response: You invest it in your mutual fund.
Outcome: You have an increased net worth.

You only have control over three things in your life—the thoughts you think, the images you
visualize, and the actions you take (your behavior). How you use these three things determines
everything you experience. If you don’t like what you are producing and experiencing, you have to
change your responses. Change your negative thoughts to positive ones. Change what you daydream
about. Change your habits. Change what you read. Change your friends. Change how you talk.

If You Keep on Doing What You’ve Always Done, You’ll Keep on
Getting What You’ve Always Got

Twelve-step programs such as Alcoholics Anonymous define insanity as ‘“continuing the same
behavior and expecting a different result.” It ain’t gonna happen! If you are an alcoholic and you keep
on drinking, your life is not going to get any better. Likewise, if you continue your current behaviors,
your life is not going to get any better either.

The day you change your responses is the day your life will begin to get better! If what you are
currently doing would produce the “more” and “better” that you are seeking in life, the more and
better would have already shown up! If you want something different, you are going to have to do
something different!

You Have to Give up Blaming

All blame is a waste of time. No matter how much fault you find with another, and regardless of
how much you blame him, it will not change you.
WAYNE DYER
Coauthor of You didn’t follow through on your threat How to Get What You Really, Really, Really,



Really Want

You will never become successful as long as you continue to blame someone or something else for
your lack of success. If you are going to be a winner, you have to acknowledge the truth—it is you
who took the actions, thought the thoughts, created the feelings, and made the choices that got you to
where you now are. It was you!

You are the one who ate the junk food.

You are the one who didn’t say no!

You are the one who took the job.

You are the one who stayed in the job.

You are the one who chose to believe them.
You are the one who ignored your intuition.
You are the one who abandoned your dream.
You are the one who bought it.

You are the one who didn’t take care of it.
You are the one who decided you had to do it alone.
You are the one who trusted him.

You are the one who said yes to the dogs.

In short, you thought the thoughts, you created the feelings, you made the choice, you said the
words, and that’s why you are where you are now.

You Have to Give up Complaining

The man who complains about the way the ball bounces is likely the one who dropped it.
LOU HOLTZ
The only coach in NCAA history to lead six different college teams to postseason bowl games, and
winner of a national championship and “coach of the year” honors

Let’s take a moment to really look at complaining. In order to complain about something or someone,
you have to believe that something better exists. You have to have a reference point of something you
prefer that you are not willing to take responsibility for creating. Let’s look at that more closely.

If you didn’t believe there was something better possible—more money, a bigger house, a more
fulfilling job, more fun, a more loving spouse—you couldn’t complain. So you have this image of
something better and you know you would prefer it, but you are unwilling to take the risks that would
be required to create it.

Think about this...people only complain about things they can do something about. We don’t
complain about the things we have no power over. Have you ever heard anyone complain about
gravity? No, never. Have you ever seen an elderly person all bent over with age walking down the
street complaining about gravity? Of course not.

But why not? If it weren’t for gravity, people wouldn’t fall down the stairs, planes wouldn’t fall
out of the sky, and we wouldn’t break any dishes. But nobody complains about it. And the reason is
because gravity just exists. There is nothing anyone can do about gravity, so we just accept it. We



know that complaining will not change it, so we don’t complain about it. In fact, because it just is, we
use gravity to our advantage. We build aqueducts down mountainsides to carry water to us, and we
use drains to take away our waste.

Even more interesting is that we choose to play with gravity, to have fun with it. Almost every
sport we play uses gravity. We ski, sky-dive, high-jump, throw the discus and the javelin, and play
basketball, baseball, and golf—all of which require gravity.

The circumstances you complain about are, by their very nature, situations you can change—but you
have chosen not to. You can get a better job, find a more loving partner, make more money, live in a
nicer house, live in a better neighborhood, and eat healthier food. But all of these things would
require you to change.

If you refer to the list found earlier in this chapter, you could

Learn to cook healthier food.

Say no in the face of peer pressure.
Quit and find a better job.

Take the time to conduct due diligence.
Trust your own gut feelings.

Go back to school to pursue your dream.
Take better care of your possessions.
Reach out for help.

Ask others to assist you.

Take a self-development class.

Sell or give away the dogs.

But why don’t you simply do those things? It’s because they involve risks. You run the risk of being
unemployed, left alone, or ridiculed and judged by others. You run the risk of failure, confrontation,
or being wrong. You run the risk of your mother, your neighbors, or your spouse disapproving of you.
Making a change might take effort, money, and time. It might be uncomfortable, difficult, or confusing.
And so, to avoid risking any of those uncomfortable feelings and experiences, you stay put and
complain about it.

As I stated before, complaining means you have a reference point for something better that you
would prefer but that you are unwilling to take the risk of creating. Either accept that you are making
the choice to stay where you are, take responsibility for your choice, and stop complaining...or...take
the risk of creating your life exactly the way you want it.

If you want to get from where you are to where you want to be, of course you 're going to have to
take that risk.

So make the decision to stop complaining, to stop spending time with complainers, and get on with
creating the life of your dreams.

You’re Complaining to the Wrong Person

Have you ever noticed that people almost always complain to the wrong people—to people who
can’t do anything about their complaint? They go to work and complain about their spouse; then they
come home and complain to their spouse about the people at work. Why? Because it’s easier; it’s less



risky. It takes courage to tell your spouse that you are not happy with the way things are at home. It
takes courage to ask for a behavioral change. It also takes courage to ask your boss to plan better so
that you don’t end up working every weekend. But only your boss can do anything about that. Your
spouse can’t.

Learn to replace complaining with making requests and taking action that will achieve your desired
outcomes. That is what successful people do. That is what works. If you find yourself in a situation
you don’t like, either work to make it better or leave. Do something to change it or get the heck out.
Agree to work on the relationship or get a divorce. Work to improve working conditions or find a
new job. Either way, you will get a change. As the old adage says, “Don’t just sit there (and
complain), do something.” And remember, it’s up to you to make the change, to do something
different. The world doesn’t owe you anything. You have to create it.

You Either Create or Allow Everything that Happens to You

To be powerful, you need to take the position that you create or allow everything that happens to you.
By create, 1 mean that you directly cause something to happen by your actions or inactions. If you
walk up to a man in a bar who is bigger than you, has obviously been drinking for a long time, and say
to him, ““You are really ugly and stupid,” and he jumps off the bar stool, hits you in the jaw, and you
end up in the hospital—you created that. That’s an easy-to-understand example.

Here’s one that may be harder to swallow: You work late every night. You come home tired and
burned out. You eat dinner in a coma and then sit down in front of the television to watch a basketball
game. You’re too tired and stressed out to do anything else—Ilike go for a walk or play with the kids.
This goes on for years. Your wife asks you to talk to her. You say, “Later!” Three years later, you
come home to an empty house and a note that she has left you and taken the kids. You created that one,
too!

Other times, we simply allow things to happen to us by our inaction and our unwillingness to do
what is necessary to create or maintain what we want:

* You didn’t follow through on your threat to take away privileges if the kids didn’t clean up after
themselves, and now the house looks like a war zone.

* You didn’t demand he join you in counseling or leave the first time he hit you, so now you’re still
getting hit.

* You didn’t attend any sales and motivational seminars because you were too busy, and now the
new kid just won the top sales award.

* You didn’t take the time to take the dogs to obedience training, and now they’re out of control.

* You didn’t take time to maintain your car, and now you’re sitting by the side of the road with your
car broken down.

* You didn’t go back to school, and now you are being passed over for a promotion.

Realize that you are not the victim here. You stood passively by and let it happen. You didn’t say
anything, make a demand, make a request, say no, try something new, or leave.



Yellow Alerts

Be aware that nothing ever just “happens” to you. Just like the “yellow alerts” in the old Star Trek
television series, you almost always receive advance warnings—in the form of telltale signs,
comments from others, gut instinct, or intuition—that alert you to the impending danger and give you
time to prevent the unwanted outcome.

You are getting yellow alerts all the time. There are external yellow alerts:

He keeps coming home later and later with alcohol on his breath.
The client’s first check bounced.

He screamed at his secretary.

His mother warned you.

Your friends told you.

And there are internal yellow alerts:

That feeling in your stomach

That inkling you had

That fleeting thought that just maybe...

That intuition

That fear that emerged

That dream that woke you up in the middle of the night

We have a whole language that informs us:

Clues, inklings, suspicions

The handwriting on the wall

I had a feeling that...

I could see it coming for a mile.
My gut feeling told me.

These alerts give you time to change your response (R) in the E + R = O equation. However, too
many people ignore the yellow alerts because paying attention to them would require them to do
something that is uncomfortable. It is uncomfortable to confront your spouse about the cigarettes in the
ashtray that have lipstick on them. It is uncomfortable to speak up in a staff meeting when you are the
only one who feels that the proposed plan won’t work. It is uncomfortable to tell someone you don’t
trust them.

So you pretend not to see and not to know because it is easier, more convenient and less
uncomfortable, avoids confrontation, keeps the peace, and protects you from having to take risks.

Life Becomes Much Easier

Successful people, on the other hand, face facts squarely. They do the uncomfortable and take steps to
create their desired outcomes. Successful people don’t wait for disasters to occur and then blame
something or someone else for their problems.



Once you begin to respond quickly and decisively to signals and events as they occur, life becomes
much easier. You start seeing improved outcomes both internally and externally. Old internal self-talk
such as “I feel like a victim; I feel used; nothing ever seems to work out for me” is replaced with “I
feel great; I am in control; I can make things happen.”

External outcomes such as “Nobody ever comes to our store; we missed our quarterly goals;
people are complaining that our new product doesn’t work™ are transformed into “We have more
money in the bank; I lead the division in sales; our product is flying off the shelves.”

It’s Simple

The bottom line is that you are the one who is creating your life the way it is. The life you currently
live 1s the result of all of your past thoughts and actions. You are in charge of your current thoughts
and your present feelings. You are in charge of what you say and what you do. You are also in charge
of what goes into your mind—the books and magazines you read, the movies and television shows
you watch, and the people you hang out with. Every action is under your control. To be more
successful, all you have to do is act in ways that produce more of what you want.

That’s it. It’s that simple!

Simple isn’t Necessarily Easy

Though this principle is simple, it is not necessarily easy to implement. It requires concentrated
awareness, dedicated discipline, and a willingness to experiment and take risks. You have to be
willing to pay attention to what you are doing and to the results you are producing. You have to ask
yourself, your family, your friends, your colleagues, your managers, your teachers, your coaches, and
your clients for feedback. “Is what I’'m doing working? Could I be doing it better? Is there something
more I should be doing that [ am not? Is there something I am doing that I should stop doing? How do
you see me limiting myself?”’

Don’t be afraid to ask. Most people are afraid to ask for feedback about how they are doing
because they are afraid of what they are going to hear. There is nothing to be afraid of. The truth is the
truth. You are better off knowing the truth than not knowing it. And once you know, you can do
something about it. You cannot improve your life, your relationships, your game, or your performance
without feedback.

Slow down and pay attention. Life will always give you feedback about the effects of your
behavior if you will just pay attention. If your golf ball is always slicing to the right, if you’re not
making sales, if you’re getting C’s in all your college courses, if your children are mad at you, if your
body is tired and weak, if your house is a mess, or if you’re not happy—this is all feedback. It is
telling you that something is wrong. This is the time to start paying attention to what is happening.

Ask yourself: How am I creating or allowing this to happen? What am I doing that’s working
that I need to be doing more of? (Should I do more practicing, meditating, delegating, trusting,
listening, asking questions, keeping my eye on the ball, advertising, saying “I love you,’
controlling my carbohydrate intake?)

What am I doing that’s not working? What do I need to be doing less of? (Am I talking too much,
watching too much television, spending too much money, eating too much sugar, drinking too
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much, being late too often, gossiping, putting other people down?)

What am [ not doing that I need to try on to see if it works? (Do I need to listen more, exercise,
get more sleep, drink more water, ask for help, do more marketing, read, plan, communicate,
delegate, follow through, hire a coach, volunteer, or be more appreciative?)

This book is full of proven success principles and techniques you can immediately put into practice
in your life. You will have to suspend judgment, take a leap of faith, act as if they are true, and try
them out. Only then will you have firsthand experience about their effectiveness for your life. You
won’t know 1f they work unless you give them a try. And here’s the rub—mno one else can do this for
you. Only you can do it.

But the formula i1s simple—do more of what is working, do less of what isn’t, and try on new
behaviors to see if they produce better results.

Pay Attention...Your Results Don’t Lie

The easiest, fastest, and best way to find out what is or isn’t working is to pay attention to the results
you are currently producing. You are either rich or you are not. You either command respect or you
don’t. You are either golfing par or you are not. You are either maintaining your ideal body weight or
you are not. You are either happy or you are not. You either have what you want or you don’t. It’s that
simple. Results don’t lie!

You have to give up the excuses and justifications and come to terms with the results you are
producing. If you are under quota or overweight, all the great reasons in the world won’t change that.
The only thing that will change your results is to change your behavior. Prospect more, get some sales
training, change your sales presentation, change your diet, consume fewer calories, and exercise more
frequently—these are things that will make a difference. But you have to first be willing to look at the
results you are producing. The only starting point that works is reality.

So start paying attention to what is so. Look around at your life and the people in it. Are you and
they happy? Is there balance, beauty, comfort, and ease? Do your systems work? Are you getting what
you want? Is your net worth increasing? Are your grades satisfactory? Are you healthy, fit, and pain
free? Are you getting better in all areas of your life? If not, then something needs to happen, and only
you can make it happen.

Don’t kid yourself. Be ruthlessly honest with yourself. Take your own inventory.



Principle

2

Be Clear Why
You’re Here

Learn to get in touch with the silence within yourself and know that everything in life has a
purpose.

ELISABETH KUBLER-ROSS, M.D.
Psychiatrist and author of the classic On Death and Dying

I believe each of us 1s born with a life purpose. Identifying, acknowledging, and honoring this
purpose is perhaps the most important action successful people take. They take the time to understand
what they’re here to do—and then they pursue that with passion and enthusiasm.

What Were You Put on this Earth to Do?

I discovered long ago what I was put on this earth to do. I determined my true purpose in life, my
“right livelihood.” I discovered how to inject passion and determination into every activity I
undertake. And I learned how purpose can bring an aspect of fun and fulfillment to virtually
everything I do.

Now I’d like to help uncover the same secret for you.

You see, without a purpose in life, it’s easy to get sidetracked on your life’s journey. It’s easy to
wander and drift, accomplishing little.

But with a purpose, everything in life seems to fall into place. To be “on purpose” means you’re
doing what you love to do, doing what you’re good at and accomplishing what’s important to you.
When you truly are on purpose, the people, resources, and opportunities you need naturally gravitate
toward you. The world benefits, too, because when you act in alignment with your true life purpose,
all of your actions automatically serve others.

Some Personal Life Purpose Statements

My life purpose is to inspire and empower people to live their highest vision in a context of love
and joy. I inspire people to live their highest vision (see Principle 3, “Decide What You Want”) by
collecting and disseminating inspiring stories through the Chicken Soup for the Soul® series and in
my inspirational keynote speeches. I empower people to live their dreams by writing practical self-
help books like this one, The Power of Focus, and The Aladdin Factor; designing courses for high
school students; and conducting seminars and workshops for adults that teach powerful tools for
creating one’s ideal life.

Here are the life purpose statements of some of my friends. It is important to note that they have all



become self-made millionaires through the fulfillment of their life purpose.

« To inspire and empower people to achieve their destiny!
« To uplift humanity’s consciousness through business?
* To humbly serve the Lord by being a loving, playful, powerful, and passionate example of the
absolute joy that is available to us the moment we rejoice in God’s gifts and sincerely love and
serve all of his creations?

« To leave the world a better place than I found it, for horses and for people, too*
» To create and inspire one million millionaires who each give $1 million to their church or
charity’

* To educate and inspire people to live their highest self based in courage, purpose, and joy, versus
fear, need, and obligation6

Decide upon your major definite purpose in life and then organize all your activities around it.
BRIAN TRACY
One of America’s leading authorities on the development of human potential and personal
effectiveness

Once you know what your life purpose is, you can organize all of your activities around it. Everything
you do should be an expression of your purpose. If an activity doesn’t fit that formula, you wouldn’t
work on it. Period.

What’s the “Why” Behind Everything You Do?

Without purpose as the compass to guide you, your goals and action plans may not ultimately fulfill
you. You don’t want to get to the top of the ladder only to find out you had it leaning up against the
wrong wall.

When Julie Laipply was a child, she was a very big fan of animals. As a result, all she ever heard
growing up was “Julie, you should be a vet. You’re going to be a great vet. That’s what you should
do.” So when she got to Ohio State University, she took biology, anatomy, and chemistry, and started
studying to be a vet. A Rotary Ambassadorial Scholarship allowed her to spend her senior year
studying abroad in Manchester, England. Away from the family and faculty pressures back home, she
found herself one dreary day sitting at her desk, surrounded by biology books and staring out the
window, when it suddenly hit her: You know what? I’'m totally miserable. Why am I so miserable?
What am I doing? I don’t want to be a vet!

Julie then asked herself, What is a job I would love so much that 1’d do it for free but that I could
actually get paid for? It’s not being a vet. That's not the right job. Then she thought back over all
the things she’d done in her life and what had made her the most happy. And then it hit her—it was all
of the youth leadership conferences that she had volunteered at, and the communications and
leadership courses she had taken as elective courses back at Ohio State. How could I have been so
ignorant? Here I am at my fourth year at school and just finally realizing I’'m on the wrong path
and not doing the right thing. But its been here in front of me the whole time. I just never took the
time to acknowledge it until now.



Buoyed by her new insight, Julie spent the rest of her year in England taking courses in
communications and media performance. When she returned to Ohio State, she was eventually able to
convince the administration to let her create her own program in “leadership studies,” and while it
took her 2 years longer to finally graduate, she went on to become a senior management consultant in
leadership training and development for the Pentagon. She also won the Miss Virginia USA contest,
which allowed her to spend much of 2002 speaking to kids all across Virginia, and more recently she
has created the Role Models and Mentors for Youth Foundation, which teaches kids how to be better
role models for one another. By the way, Julie is only 26 years old—a testament to the power that
clarity of purpose can create in your life.

The good news is that you don’t have to go all the way to England for a year abroad to get away
from the daily pressures of your life long enough to create the space to discover what you are really
here to do. You can simply take the time to complete two simple exercises that will help you clarify
your purpose.

Your Inner Guidance System is Your Joy

It is the soul’s duty to be loyal to its own desires. It must abandon itself to its master passion.

DAME REBECCA WEST
Best-selling author

You were born with an inner guidance system that tells you when you are on or off purpose by the
amount of joy you are experiencing. The things that bring you the greatest joy are in alignment with
your purpose. To begin to home in on your purpose, make a list of the times you have felt most joyful
and alive. What are the common elements of these experiences? Can you figure out a way to make a
living doing these things?

Pat Williams is the senior vice-president of the Orlando Magic basketball team. He has also
written 36 books and is a professional speaker. When I asked him what he felt the greatest secret to
success was, he replied, “Figure out what you love to do as young as you can, and then organize your
life around figuring out how to make a living at it.” For young Pat, it was sports—more specifically,
baseball. When his father took him to his first baseball game in Philadelphia, he fell in love with the
game. He learned to read by reading the sports section of the New York Times. He knew he wanted to
grow up and have a career in sports. He devoted almost every waking moment to it. He collected
baseball cards, played sports, and wrote a sports column for the school newspaper.

Pat went on to have a career in the front office of the Philadelphia Phillies baseball team, then with
the Philadelphia 76ers basketball team. When the NBA considered granting an expansion team
franchise to Orlando, Pat was there to lead the fight. Now in his sixties, Pat has enjoyed 40-plus years
doing what he loves, and he has enjoyed every minute of it. Once you are clear about what brings you
the greatest joy, you will have a major insight into your purpose.

This second exercise 1s a simple but powerful way to create a compelling statement of your life
purpose to guide and direct your behavior. Take time now to complete the following exercise.

THE LIFE PURPOSE EXERCISE’



1. List two of your unique personal qualities, such as enthusiasm and creativity.

2. List one or two ways you enjoy expressing those qualities when interacting with others,
such as fo support and to inspire.

3. Assume the world is perfect right now. What does this world look like? How 1is
everyone interacting with everyone else? What does it feel like? Write your answer as a
statement, in the present tense, describing the ultimate condition, the perfect world as you
see it and feel it. Remember, a perfect world is a fun place to be.

EXAMPLE: Everyone is freely expressing their own unique talents. Everyone is working in
harmony.

Everyone is expressing love.

4. Combine the three prior subdivisions of this paragraph into a single statement.

EXAMPLE: My purpose is to use my creativity and enthusiasm to support and inspire others
to freely express their talents in a harmonious and loving way.

Staying on Purpose

Once you have determined and written down your life purpose, read it every day, preferably in the
morning. If you are artistic or strongly visual by nature, you may want to draw or paint a symbol or
picture that represents your life purpose and then hang it somewhere (on the refrigerator, opposite
your desk, near your bed) where you will see it every day. This will keep you focused on your
purpose.

As you move forward in the next few chapters to define your vision and your goals, make sure they
are aligned with and serve to fulfill your purpose.

Another approach to clarifying your purpose is to set aside some time for quiet reflection—time for
a period of meditation. (See Principle 47, “Inquire Within”). After you become relaxed and enter into
a state of deep self-love and peacefulness, ask yourself, What is my purpose for living? or What is
my unique role in the universe? Allow the answer to simply come to you. Let it be as expansive as
you can imagine. The words that come need not be flowery or poetic; what is important is how
inspired the words make you feel.



Principle

3
Decide What You Want

The indispensable first step to getting the things you want out of life is this: decide what you want.

BEN STEIN
Actor and author

Once you have decided why you are here, you have to decide what you want to do, be, and have.
What do you want to accomplish? What do you want to experience? And what possessions do you
want to acquire? In the journey from where you are to where you want to be, you have to decide
where you want to be. In other words, what does success look like to you?

One of the main reasons why most people don’t get what they want is they haven’t decided what
they want. They haven’t defined their desires in clear and compelling detail.

Early Childhood Programming Often Gets in the Way of What
You Want

Inside of every one of us is that tiny seed of the “you” that you were meant to become. Unfortunately,
you may have buried this seed in response to your parents, teachers, coaches, and other adult role
models as you were growing up.

You started out as a baby knowing exactly what you wanted. You knew when you were hungry.
You spit out the foods you didn’t like and avidly devoured the ones you did. You had no trouble
expressing your needs and wants. You simply cried loudly—with no inhibitions or holding back—
until you got what you wanted. You had everything inside of you that you needed to get fed, changed,
held, and rocked. As you got older, you crawled around and moved toward whatever held the most
interest for you. You were clear about what you wanted, and you headed straight toward it with no
fear.

So what happened?
Somewhere along the way, someone said...

Don’t touch that!
Stay away from there.
Keep your hands off that.
Eat everything on your plate whether you like it or not!
You don’t really feel that way.
You don’t really want that.
You should be ashamed of yourself.



Stop crying. Don’t be such a baby.
As you got older, you heard. ..

You can’t have everything you want simply because you want it.
Money doesn’t grow on trees.
Can’t you think of anybody but yoursel{?!
Stop being so selfish!
Stop doing what you are doing and come do what I want you to do!

Don’t Live Someone Else’s Dreams

After many years of these kinds of sanctions, most of us eventually lost touch with the needs of our
bodies and the desires of our hearts and somehow got stuck trying to figure out what other people
wanted us to do. We learned how to act and how to be to get their approval. As a result, we now do a
lot of things we don’t want to do but that please a lot of other people:

* We go to medical school because that is what Dad wanted for us.

» We get married to please our mother.

» We get a “real job” instead of pursuing our dream career in the arts.

» We go straight into graduate school instead of taking a year off and backpacking through Europe.

In the name of being sensible, we end up becoming numb to our own desires. It’s no wonder that
when we ask many teenagers what they want to do or be, they honestly answer, “I don’t know.” There
are too many layers of “should’s,” “ought to’s,” and “you’d better’s” piled on top of and suffocating
what they really want.

So how do you reclaim yourself and your true desires? How do you get back to what you really
want with no fear, shame, or inhibition? How do you reconnect with your real passion?

You start on the smallest level by honoring your preferences in every situation—no matter how
large or small. Don’t think of them as petty. They might be inconsequential to someone else, but they
are not to you.

Stop Settling for Less than You Want

If you are going to reown your power and get what you really want out of life, you will have to stop
saying, “I don’t know; I don’t care; it doesn’t matter to me”—or the current favorite of teenagers,
“Whatever.” When you are confronted with a choice, no matter how small or insignificant, act as if
you have a preference. Ask yourself, If I did know, what would it be? If I did care, which would 1
prefer? If it did matter, what would I rather do?

Not being clear about what you want and making other people’s needs and desires more important
than your own is simply a habit. You can break it by practicing the opposite habit.



The Yellow Notebook

Many years ago, I took a workshop with self-esteem and motivational expert Chérie Carter-Scott,
author of If Life Is a Game, These Are the Rules. As the 24 of us entered the training room on the first
morning, we were directed to take a seat in one of the chairs facing the front of the room. There was a
spiral-bound notebook on every chair. Some were blue, some were yellow, some were red. The one
on my chair was yellow. I remember thinking, 7 hate yellow. I wish I had a blue one.

Then Chérie said something that changed my life forever: “If you don’t like the color of the
notebook you have, trade with someone else and get the one you want. You deserve to have
everything in your life exactly the way you want it.”

Wow, what a radical concept! For 20-some years, I had not operated from that premise. I had
settled, thinking I couldn’t have everything [ wanted.

So I turned to the person to my right and said, “Would you mind trading your blue notebook for my
yellow one?”

She responded, “Not at all. I prefer yellow. I like the brightness of the color. It fits my mood.” I
now had my blue notebook. Not a huge success in the greater scheme of things, but it was the
beginning of reclaiming my birthright to acknowledge my preferences and get exactly what I want. Up
until then, I would have discounted my preference as petty and not worth acting on. I would have
continued to numb out my awareness of what I wanted. That day was a turning point for me—the
beginning of allowing myself to know and act on my wants and desires in a much more powerful way.

Make an “I Want” List

One of the easiest ways to begin clarifying what you truly want is to make a list of 30 things you want
to do, 30 things you want to have, and 30 things you want to be before you die. This is a great way to
get the ball rolling.

Another powerful technique to unearth your wants is to ask a friend to help you make an “I Want”
list. Have your friend continually ask, “What do you want? What do you want?” for 10 to 15 minutes,
and jot down your answers. You’ll find the first wants aren’t all that profound. In fact, most people
usually hear themselves saying, “I want a Mercedes. | want a big house on the ocean.” And so on.
However, by the end of the 15-minute exercise, the real you begins to speak: “I want people to love
me. I want to express myself. I want to make a difference. I want to feel powerful”...wants that are
true expressions of your core values.

Is Worrying About Making a Living Stopping You?

What often stops people from expressing their true desire is they don’t think they can make a living
doing what they love to do.

“What I love to do is hang out and talk with people,” you might say.

Well, Oprah Winfrey makes a living hanging out talking with people. And my friend Diane Brause,
who is an international tour guide, makes a living hanging out talking with people in some of the most
exciting and exotic locations in the world.

Tiger Woods loves to play golf. Ellen DeGeneres loves to make people laugh. My sister loves to



design jewelry and hang out with teenagers. Donald Trump loves to make deals and build buildings. I
love to read and share what I have learned with others in books, speeches, and workshops. It’s
possible to make a living doing what you love.

Make a list of 20 things you love to do, and then think of ways you can make a living doing some of
those things. If you love sports, you could play sports, be a sportswriter or photographer, or work in
sports management as an agent or in the front office of a professional team. You could be a coach, a
manager, or a scout. You could be a broadcaster, a camera operator, or a team publicist. There are
myriad ways to make money in any field that you love.

For now just decide what you would like to do, and in the following chapters I’'ll show you how to
be successful and make money at it.

Clarify Your Vision of Your Ideal Life

The theme of this book is how to get from where you are to where you want to be. To accomplish this,
you have to know two things—where you are and where you want to get to. Your vision is a detailed
description of where you want to get to. It describes in detail what your destination looks like and
feels like. To create a balanced and successful life, your vision needs to include the following seven
areas: work and career, finances, recreation and free time, health and fitness, relationships, personal
goals, and contribution to the larger community.

At this stage in the journey, it is not necessary to know exactly how you are going to get there. All
that 1s important 1s that you figure out where there is. If you get clear on the what, the how will be
taken care of.

Your Inner Global Positioning System

The process of getting from where you are to where you want to be is like using the navigational
system with GPS (Global Positioning System) technology in a newer-model car. For the system to
work, it simply needs to know where you are and where you want to go. The navigation system
figures out where you are by the use of an onboard computer that receives signals from three satellites
and calculates your exact position. When you type in your destination, the navigational system plots a
perfect course for you. All you have to do is follow the instructions.

Success in life works the same way. All you have to do is decide where you want to go by
clarifying your vision, lock in the destination through goal-setting, affirmations, and visualization, and
start moving in the right direction. Your inner GPS will keep unfolding your route as you continue to
move forward. In other words, once you clarify and stay focused on your vision (and I’ll be teaching
lots of ways to do that), the exact steps will keep appearing along the way. Once you are clear about
what you want and keep your mind constantly focused on it, the how will keep showing up—
sometimes just when you need it and not a moment earlier.
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“I’m wealthy beyond my wildest dreams! Unfortunately, my dreams were never very wild.”

High Achievers Have Bigger Visions

The greater danger for most of us is not that our aim is too high and we miss it, but that it is too
low and we reach it.

MICHELANGELO

I want to encourage you not to limit your vision in any way. Let it be as big as it is. When I
interviewed Dave Liniger, the CEO of RE/MAX, the country’s largest real estate company, he told
me, “Always dream big dreams. Big dreams attract big people.” General Wesley Clark recently told
me, “It doesn’t take any more energy to create a big dream than it does to create a little one.” My
experience 1s that one of the few differences between the superachievers and the rest of the world is
that the superachievers simply dream bigger. John F. Kennedy dreamed of putting a man on the moon.
Martin Luther King Jr. dreamed of a country free of prejudice and injustice. Bill Gates dreams of a
world in which every home has a computer that is connected to the Internet. Buckminster Fuller
dreamed of a world where everybody had access to electrical power.

These high achievers see the world from a whole different perspective—as a place where amazing
things can happen, where billions of lives can be improved, where new technology can change the
way we live, and where the world’s resources can be leveraged for the greatest possible mutual gain.
They believe anything is possible, and they believe they have an integral part in creating it.

When Mark Victor Hansen and 1 first published Chicken Soup for the Soul®, what we call our
“2020 vision” was also a big one—to sell 1 billion Chicken Soup books and to raise $500 million
for charity through tithing a portion of all of our profits by the year 2020. We were and are very clear
about what we want to accomplish.

If you limit your choices only to what seems possible or reasonable, you disconnect yourself from
what you truly want, and all that is left is a compromise.

ROBERT FRITZ



Author of The Path of Least Resistance

Don’t Let Anyone Talk You Out of Your Vision

There are people who will try to talk you out of your vision. They will tell you that you are crazy and
that it can’t be done. There will be those who will laugh at you and try to bring you down to their
level. My friend Monty Roberts, the author of The Man Who Listens to Horses, calls these people
dream-stealers. Don’t listen to them.

When Monty was in high school, his teacher gave the class the assignment to write about what they
wanted to do when they grew up. Monty wrote that he wanted to own his own 200-acre ranch and
raise Thoroughbred racehorses. His teacher gave him an F and explained that the grade reflected that
he deemed his dream unrealistic. No boy who was living in a camper on the back of a pickup truck
would ever be able to amass enough money to buy a ranch, purchase breeding stock, and pay the
necessary salaries for ranch hands. When he offered Monty the chance of rewriting his paper for a
higher grade, Monty told him, “You keep the F; I’m keeping my dream.”

Today Monty’s 154-acre Flag Is Up Farms in Solvang, California, raises Thoroughbred racehorses
and trains hundreds of horse trainers in a more humane way to “join up” with and train horses.®

The Vision Exercise

Create your future from your future, not your past.

WERNER ERHARD
Founder of EST training and the Landmark Forum

The following exercise is designed to help you clarify your vision. Although you could do this as a
strictly mental exercise by just thinking about the answers and then writing them down, I want to
encourage you to go deeper than that. If you do, you’ll get deeper answers that serve you better.

Start by putting on some relaxing music and sitting quietly in a comfortable environment where you
won’t be disturbed. Then, close your eyes and ask your subconscious mind to give you images of
what your ideal life would look like if you could have it exactly the way you want it, in each of the
following categories:

1. First, focus on the financial area of your life. What is your annual income? What does your cash
flow look like? How much money do you have in savings and investments? What is your total net
worth?

Next...what does your home look like? Where is it located? Does it have a view? What kind of
yard and landscaping does it have? Is there a pool or a stable for horses? What color are the
walls? What does the furniture look like? Are there paintings hanging in the rooms? What do they
look like? Walk through your perfect house, filling in all of the details.

At this point, don’t worry about how you’ll get that house. Don’t sabotage yourself by saying, “I
can’t live in Malibu because I don’t make enough money.” Once you give your mind’s eye the
picture, your mind will solve the “not enough money” challenge.

Next, visualize what kind of car you are driving and any other important possessions your



finances have provided.

2. Next, visualize your ideal job or career. Where are you working? What are you doing? With
whom are you working? What kind of clients or customers do you have? What is your
compensation like? Is it your own business?

3. Then, focus on your free time, your recreation time. What are you doing with your family and
friends in the free time you’ve created for yourself? What hobbies are you pursuing? What kinds
of vacations do you take? What do you do for fun?

4. Next, what 1s your ideal vision of your body and your physical health? Are you free of all
disease? How long do you live to? Are you open, relaxed, in an ecstatic state of bliss all day
long? Are you full of vitality? Are you flexible as well as strong? Do you exercise, eat good food,
and drink lots of water?

5. Then move on to your ideal vision of your relationships with your family and friends. What is
your relationship with your family like? Who are your friends? What is the quality of your
relationships with your friends? What do those friendships feel like? Are they loving, supportive,
empowering? What kinds of things do you do together?

6. What about the personal arena of your life? Do you see yourself going back to school, getting
training, attending workshops, seeking therapy for a past hurt, or growing spiritually? Do you
meditate or go on spiritual retreats with your church? Do you want to learn to play an instrument
or write your autobiography? Do you want to run a marathon or take an art class? Do you want to
travel to other countries?

7. Finally, focus on the community you live in, the community you’ve chosen. What does it look
like when it is operating perfectly? What kinds of community activities take place there? What
about your charitable work? What do you do to help others and make a difference? How often do
you participate in these activities? Who are you helping?

You can write down your answers as you go, or you can do the whole exercise first and then
open your eyes and write them down. In either case, make sure you capture everything in writing as
soon as you complete the exercise.

Every day, review the vision you have written down. This will keep your conscious and
subconscious minds focused on your vision, and as you apply the other principles and tools in the
book, you will begin to manifest all the different aspects of your vision.

Share Your Vision for Maximum Impact

When you’ve finished writing down your vision, share your vision with a good friend whom you can
trust to be positive and supportive. You might be afraid that your friend will think your vision is too
outlandish, impossible to achieve, too idealistic, unrealistic, or materialistic. Almost all people have
these thoughts when they think about sharing their vision. But the truth is, most people, deep down in
their hearts, want the very same things you want. Everyone wants financial abundance, a comfortable
home, meaningful work they enjoy, good health, time to do the things they love, nurturing relationships
with their family and friends, and an opportunity to make a difference in the world. But too few of us
readily admit it.



You’ll find that when you share your vision, some people will want to help you make it happen.
Others will introduce you to friends and resources that can help you. You’ll also find that each time
that you share your vision, it becomes clearer and feels more real and attainable. And most

importantly, every time you share your vision, you strengthen your own subconscious belief that you
can achieve it.
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Believe It’s Possible

The number one problem that keeps people from winning in the United States today is lack of
belief in themselves.

ARTHUR L. WILLIAMS
Founder of A.L. Williams Insurance Company, which was sold to Primerica for $90 million in 1989

Napoleon Hill once said, “Whatever the mind can conceive and believe, it can achieve.” In fact, the
mind is such a powerful instrument, it can deliver to you literally everything you want. But you have
to believe that what you want is possible.

You Get What You Expect

Scientists used to believe that humans responded to information flowing into the brain from the
outside world. But today, they’re learning instead that we respond to what the brain, on the basis of
previous experience, expects to happen next.

Doctors in Texas, for example—studying the effect of arthroscopic knee surgery—assigned patients
with sore, worn-out knees to one of three surgical procedures: scraping out the knee joint, washing
out the joint, or doing nothing.

During the “nothing” operation, doctors anesthetized the patient, made three incisions in the knee as
if to insert their surgical instruments, and then pretended to operate. Two years after surgery, patients
who underwent the pretend surgery reported the same amount of relief from pain and swelling as
those who had received the actual treatments. The brain expected the “surgery” to improve the knee,
and it did.

Why does the brain work this way? Neuropsychologists who study expectancy theory say it’s
because we spend our whole lives becoming conditioned. Through a lifetime’s worth of events, our
brain actually learns what to expect next—whether it eventually happens that way or not. And
because our brain expects something will happen a certain way, we often achieve exactly what we
anticipate.

This 1s why it’s so important to hold positive expectations in your mind. When you replace your
old negative expectations with more positive ones—when you begin to believe that what you want is
possible—your brain will actually take over the job of accomplishing that possibility for you. Better
than that, your brain will actually expect to achieve that outcome.’

“You Gotta Believe”

You can be anything you want to be, if only you believe with sufficient conviction and act in



accordance with your faith; for whatever the mind can conceive and believe, the mind can achieve.

NAPOLEON HILL
Best-selling author of Think and Grow Rich

When Philadelphia Phillies pitcher Tug McGraw—father of legendary country singer Tim McGraw
—struck out batter Willie Wilson to earn the Phillies the 1980 World Series title, Sports Illustrated
captured an immortal image of elation on the pitcher’s mound—an image few people knew was
played out exactly as McGraw had planned it.

When I had the opportunity to meet Tug one afternoon in New York, I asked him about his
experience on the mound that day.

“It was as if I’d been there a thousand times before,” he said. “When I was growing up, I would
pitch to my father in the backyard. We would always get to where it was the bottom of the ninth in the
World Series with two outs and three men on base. I would always bear down and strike them out.”
Because Tug had conditioned his brain day after day in the backyard, the day eventually arrived
where he was living that dream for real.

McGraw’s reputation as a positive thinker had begun 7 years earlier during the New York Mets’
1973 National League championship season, when Tug coined the phrase “You gotta believe” during
one of the team’s meetings. That Mets team, in last place in the division in August, went on to win the
National League pennant and reach game 7 of the World Series, where they finally succumbed to the
Oakland A’s.

Another example of his always optimistic “you gotta believe” attitude was the time, while he was a
spokesman for the Little League, that he said, “Kids should practice autographing baseballs. This is a
skill that’s often overlooked in Little League.” And then he smiled his infectious smile.

Believe in Yourself and Go for It

Sooner or later, those who win are those who think they can.

RICHARD BACH
Best-selling author of Jonathan Livingston Seagull

Tim Ferriss believed in himself. In fact, he believed so strongly in his abilities that he won the
national San Shou kickboxing title just 6 weeks after being introduced to the sport.

As a prior all-American and judo team captain at Princeton, Tim had always dreamed of winning a
national title. He had worked hard. He was good at his sport. But repeated injuries over multiple
seasons had continually denied him his dream.

So when a friend called one day to invite Tim to watch him in the national Chinese kickboxing
championships 6 weeks away, Tim instantly decided to join him at the competition.

Because he had never been in any kind of striking competition before, he called USA Boxing and
asked where the best trainers could be found. He traveled to a tough neighborhood in Trenton, New
Jersey, to learn from boxing coaches who had trained gold medalists. And after 4 grueling hours a day
in the ring, he put in more time conditioning in the weight room. To make up for his lack of time in the
sport, Tim’s trainers focused on exploiting his strengths instead of making up for his weaknesses.

Tim didn’t want to merely compete. He wanted to win.

When the competition day at last arrived, Tim defeated three highly acclaimed opponents before



making it to the finals. As he anticipated what he would have to do to win in the final match, he
closed his eyes and visualized defeating his opponent in the very first round.

Later, Tim told me that most people fail not because they lack the skills or aptitude to reach their
goal but because they simply don’t believe they can reach it. Tim believed. And won.

It Helps to Have Someone Else Believe in You First

When 20-year-old Ruben Gonzalez showed up at the U.S. Olympic Training Center in Lake Placid,
New York, he had in his pocket the business card of a Houston businessman who believed in his
Olympic dream. Ruben was there to learn the sport of luge, a sport that 9 of 10 aspirants give up after
the first season. Almost everyone breaks more than one bone before mastering this 90-mile-per-hour
race against time in an enclosed mile-long downhill track of concrete and ice. But Ruben had a
dream, passion, a commitment not to quit, and the support of his friend, Craig, back in Houston.

When Ruben got back to his room after the first day of training, he called up Craig.

“Craig this is nuts! My side hurts. I think I broke my foot. That’s it. I am going back to soccer!”

Craig interrupted him. “Ruben, get in front of a mirror!”

“What?”

“I said, ‘Get in front of a mirror!” ”

Ruben got up, stretched the phone cord, and stood in front of a full-length mirror.

“Now repeat after me: No matter how bad it is, and how bad it gets, I’'m going to make it!”

Ruben felt like an idiot staring at himself in the mirror, so in the most wimpy, wishy-washy way
possible, he said, “No matter how bad it is, and how bad it gets, I’m going to make it!”

“C’mon! Say it right. You’re Mr. Olympic Man! That’s all you ever talk about! Are you going to do
it or not?”

Ruben started getting serious. “No matter how bad it is, and how bad it gets, I’m going to make it!”

“Again!”

“No matter how bad it is, and how bad it gets, I’'m going to make it!”

And again and again and again.

About the fifth time Ruben said it, he thought, Hey, this feels kind of good. I’'m standing a little bit
straighter. By the tenth time he said it, he jumped up in the air and shouted, “I don’t care what
happens. I’m going to make it. I can break both legs. Bones heal. I’ll come back and I will make it. I
will be an Olympian!”

It’s amazing what happens to your self-confidence when you get eyeball to eyeball with yourself
and you forcefully tell yourself what you’re going to do. Whatever your dream is, look at yourself in
the mirror and declare that you are indeed going to achieve it—no matter what the price.

Ruben Gonzales made that declaration, and it changed his life. He went on to compete in three
separate winter games in the luge—Calgary in 1988, Albertville in 1992, and Salt Lake City in 2002.
And he’s currently training for the 2006 Torino Winter Olympics, where he will be 43 years old,
competing against athletes half his age.
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Believe in Yourself

You weren’t an accident. You weren’t mass produced.

You aren’t an assembly-line product. You were deliberately planned, specifically gifted, and
lovingly positioned on the Earth by the Master Craftsman.

MAX LUCADO
Best-selling author

If you are going to be successful in creating the life of your dreams, you have to believe that you are
capable of making it happen. You have to believe you have the right stuff, that you are able to pull it
off. You have to believe in yourself. Whether you call it self-esteem, self-confidence, or self-
assurance, it is a deep-seated belief that you have what it takes—the abilities, inner resources,
talents, and skills to create your desired results.

Believing in Yourself is an Attitude

Believing in yourself is a choice. It is an attitude you develop over time. Although it helps if you had
positive and supportive parents, the fact is that most of us had run-of-the-mill parents who
inadvertently passed on to us the same limiting beliefs and negative conditioning they grew up with.

But remember, the past is the past. There is no payoff for blaming them for your current level of
self-confidence. It’s now your responsibility to take charge of your own self-concept and your
beliefs. You must choose to believe that you can do anything you set your mind to—anything at all—
because, in fact, you can. It might help you to know that the latest brain research now indicates that
with enough positive self-talk and positive visualization combined with the proper training, coaching,
and practice, anyone can learn to do almost anything.

Of the hundreds of supersuccessful people I have interviewed for this and other books, almost
every one of them told me, “I was not the most gifted or talented person in my field, but I chose to
believe anything was possible. I studied, practiced, and worked harder than the others, and that’s how
I got to where I am.” If a 20-year-old Texan can take up the luge and become an Olympic athlete, a
college dropout can become a billionaire, and a dyslexic student who failed three grades can become
a best-selling author and television producer, then you, too, can accomplish anything if you will
simply believe it is possible.

If you assume in favor of yourself and act as if it is possible, then you will do the things that are
necessary to bring about the result. If you believe it is impossible, you will not do what is necessary,
and you will not produce the result. It becomes a self-fulfilling prophecy.



The Choice of What to Believe is up to You

Stephen J. Cannell failed first, fourth, and tenth grades. He couldn’t read and comprehend like other
kids in his class could. He would spend 5 hours with his mother studying for a test and then fail it.
When he asked his friend who got an A how long he had studied for the test, he replied, “I didn’t.”
Stephen concluded that he just wasn’t intelligent.

“But I simply decided, as an act of will, to put it out of my mind,” he told me. “I simply refused to
think about it. Instead I focused my energies on what [ was good at, and that was football. If it hadn’t
been for football, which I excelled at, I don’t know what would have happened to me. I got my self-
esteem from playing sports.”

Putting all his energy into football, he earned interscholastic honors as a running back. From
football, he learned that if he applied himself, he could achieve excellence.

Later he was able to transfer that belief in himself to his career, which oddly enough turned out to
be writing scripts for television. Eventually he formed his own production studio, where he created,
produced, and wrote over 350 scripts for 38 different shows, including The A-Team, The Rockford
Files, Baretta, 21 Jump Street, The Commish, Renegade, and Silk Stalkings. At the height of his
studio career, he had over 2,000 people on his payroll. And if that isn’t enough, after he sold his
studio he went on to write 11 best-selling novels.

Stephen is a prime example of the fact that it is not what life hands you but how you respond to it,
mentally and physically, that matters most.

I am looking for a lot of men who have an infinite capacity to not know what can’t be done.
HENRY FORD

You Have to Give up “I Can’t”

The phrase 1 can’t is the most powerful force of negation in the human psyche.
PAUL R. SCHEELE
Chairman, Learning Strategies Corporation

If you are going to be successful, you need to give up the phrase “I can’t” and all of its cousins, such
as “I wish I were able to.” The words / cant actually disempower you. They actually make you
weaker when you say them. In my seminars, I use a technique called kinesiology to test people’s
muscle strength as they say different phrases. I have them put their left arm out to their side, and I push
down on it with my left hand to see what their normal strength is. Then I have them pick something
they think they can’t do, such as I can 't play the piano, and say it out loud. I then push down on their
arm again. It is always weaker. Then I have them say, “I can do it,” and their arm is stronger.

Your brain is designed to solve any problem and reach any goal that you give it. The words you
think and say actually affect your body. We see that in toddlers. When you were a toddler, there was
no stopping you. You thought you could climb up on anything. No barrier was too big for you to
attempt to overcome. But little by little, your sense of invincibility is conditioned out of you by the
emotional and physical abuse that you receive from your family, friends, and teachers, until you no
longer believe you can.



You must take responsibility for removing / can't from your vocabulary. In the ’80s, I attended a
Tony Robbins seminar in which we learned to walk on burning coals. When we began, we were all
afraid that we would not be able to do it—that we would burn the soles of our feet. As part of the
seminar, Tony had us write down every other I can't that we had—I cant find the perfect job, I
can't be a millionaire, I can't find the perfect mate —and then we threw them onto the burning coals
and watched them go up in flames. Two hours later, 350 of us walked on the burning coals without
anybody getting burned. That night we all learned that just like the belief that we couldn’t walk on
burning coals without getting burned was a lie, every other limiting belief about our abilities was also
a lie.

Don’t Waste Your Life Believing You Can’t

In 1977, in Tallahassee, Florida, Laura Shultz, who was 63 at the time, picked up the back end of a
Buick to get it off her grandson’s arm. Before that time, she had never lifted anything heavier than a
50-pound bag of pet food.

Dr. Charles Garfield, author of Peak Performance and Peak Performers, interviewed her after
reading about her in the National Enquirer. When he got to her home, she kept resisting any attempts
to talk about what she called “the event.” She kept asking Charlie to eat breakfast and call her
Granny, which he did.

Finally he got her to talk about “the event.” She said she didn’t like to think about it because it
challenged her beliefs about what she could and couldn’t do, about what was possible. She said, “If
was able to do this when I didn’t think I could, what does that say about the rest of my life? Have I
wasted 1t?”

Charlie convinced her that her life was not yet over and that she could still do whatever she wanted
to do. He asked her what she wanted to do, what her passion was. She said she had always loved
rocks. She had wanted to study geology, but her parents hadn’t had enough money to send both her and
her brother to college, so her brother had won out.

At 63, with a little coaching from Charlie, she decided to go back to school to study geology. She
eventually got her degree and went on to teach at a local community college.

Don’t wait until you are 63 to decide that you can do anything you want. Don’t waste years of your
life. Decide that you are capable of doing anything you want and start working toward it now.

It’s All About Attitude

When baseball great Ty Cobb was 70, a reporter asked him, “What do you think you’d hit if you were
playing these days?”

Cobb, who had a lifetime batting average of .367, said, “About .290, maybe .300.”

The reporter replied, “That’s because of the travel, the night games, the artificial turf, and all the
new pitches like the slider, right?”

“No,” said Cobb, “it’s because I am seventy.”

Now that’s believing in yourself!



Don’t Assume You Need a College Degree

Here’s another statistic showing that belief in yourself 1s more important than knowledge, training, or
schooling: 20% of America’s millionaires never set foot in college, and 21 of the 222 Americans
listed as billionaires in 2003 never got their college diplomas; 2 never even finished high school! So
although education and a commitment to lifelong learning are essential to success, a formal degree
isn’t a requirement. This is true even in the high-tech world of the Internet. Larry Ellison, CEO of
Oracle, dropped out of the University of Illinois and at the time of this writing was worth $18 billion.
And Bill Gates dropped out of Harvard and later founded Microsoft. Today he is considered one of
the richest men in the world, with a net worth of over $46 billion.

Even Vice President Dick Cheney dropped out of college. When you realize that the vice president,
the richest man in America, and many $20 million-a—movie actors, as well as many of our greatest
musicians and athletes, are all college dropouts, you see that you can start from anywhere and create a
successful life for yourself.!”

What Others Think About You is None of Your Business

You have to believe in yourself when no one else does.

That’s what makes you a winner.

VENUS WILLIAMS
Olympic gold medalist and professional tennis champion

If having others believing in you and your dream was a requirement for success, most of us would
never accomplish anything. You need to base your decisions about what you want to do on your goals
and desires—not the goals, desires, opinions, and judgments of your parents, friends, spouse,
children, and coworkers. Quit worrying what other people think about you and follow your heart.

I like Dr. Daniel Amen’s 18/40/60 Rule: When you’re 18, you worry about what everybody is
thinking of you; when you’re 40, you don’t give a darn what anybody thinks of you; when you’re 60,
you realize nobody’s been thinking about you at all.

Surprise, surprise! Most of the time, nobody’s thinking about you at all! They are too busy worrying
about their own lives, and if they are thinking about you at all, they are wondering what you are
thinking about them. People think about themselves, not you. Think about it—all the time you are
wasting worrying about what other people think about your ideas, your goals, your clothes, your hair,
and your home could all be better spent on thinking about and doing the things that will achieve your
goals.
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Become an Inverse Paranoid

I've always been the opposite of a paranoid.

[ operate as if everyone is part of a plot to enhance my well-being.

STAN DALE
Founder of the Human Awareness Institute and author of Fantasies Can Set You Free

My earliest mentor, W. Clement Stone, was once described as an inverse paranoid. Instead of
believing the world was plotting to do him harm, he chose to believe the world was plotting to do
him good. Instead of seeing every difficult or challenging event as a negative, he saw it for what it
could be—something that was meant to enrich him, empower him, or advance his causes.

What an incredibly positive belief!

Imagine how much easier it would be to succeed in life if you were constantly expecting the world
to support you and bring you opportunity.

Successful people do just that.

In fact, there is growing research that the vibrations of positive expectation that successful people
give off actually attract to them the very experiences they believe they are going to get.

Suddenly, obstacles and negatives are seen not as just another example of “Gee, the world hates
me,” but as opportunities to grow and change and succeed. If your car suddenly breaks down on the
side of the road, instead of imagining a serial rapist pulling over to take advantage of you, think of the
possibility that the guy who stops to help you will be the man you fall in love with and marry. If your
company downsizes you out of a job, suddenly the chances are good that you’ll find your dream job
with more opportunity at much better pay. If you develop cancer, the possibility exists that in the
process of reorganizing your life to effect a cure, you’ll create a more healthy balance in your life and
rediscover what’s important to you.

Think about it.

Was there a time in your life when something terrible happened that later became a blessing in
disguise?

Every negative event contains within it the seed of an equal or greater benefit.

NAPOLEON HILL
Author of the success classic Think and Grow Rich

The big blessing for me came in the 1970s when they closed the Job Corps Center in Clinton, lowa,
where I worked as a curriculum development specialist pioneering radical new learning systems for
teaching underachieving students. I had unlimited support from the administration, I was working with
an exciting team of bright young people who shared the same vision of making a difference, and I
really enjoyed my work.



Then, out of the blue, the government decided to relocate the center. It meant I would lose my job
for at least 6 months. At first I was upset at the decision, but while attending a workshop at the W.
Clement & Jesse V. Stone Foundation in Chicago, I shared my predicament with the leader, who
happened to be the vice president of the foundation. As a result, he offered me a job. “We’d love to
have someone like you who has experience with inner-city black and Hispanic kids. Come work for
us.” They gave me more money, an unlimited budget, the ability to attend any workshop, training, or
convention that I wanted—and I was now working directly with W. Clement Stone, who had
introduced me to these success principles to begin with.

And yet, when they first announced the relocation of the Job Corps Center and my being laid off, I
was angry, scared, and despondent. I thought it was the end of the world. I thought it was a bad thing.
Instead, it turned out to be the major turning point of my life. In less than 3 months, my life had gone
from good to great. For 2 years, I worked with some of the most amazing people I have ever met
before I left to enter a doctoral program in psychological education at the University of
Massachusetts.

Now, when anything “bad” happens, I remember that everything that ever happens to me has within
it the seed of something better. I look for the upside rather than the downside. I ask myself, “Where’s
the greater benefit in this event?”

I’m sure that you, too, can think back to several times in your life when you thought what had
happened was the end of the world—you flunked a class, lost your job, got divorced, experienced the
death of a friend or a business failure, had a catastrophic injury or illness, your house burned down—
and later you realized it was a blessing in disguise. The trick 1s to realize that whatever you are going
through now 1s going to turn out better in the future as well. So look for the lemonade in the lemons.
The more you begin to look for the good, the sooner and more often you will find it. And if you take
the attitude that it is coming, the less upset and discouraged you’ll get while you’re waiting for it.

How Do I Use This Experience to My Advantage?

When life hands you a lemon, squeeze it and make lemonade.

W. CLEMENT STONE
Self-made multimillionaire and former publisher of Success Magazine

Captain Jerry Coffee was a pilot who was shot down during the Vietnam War. He spent 7 years as a
prisoner of war in some of the most hellish conditions known to humankind. He was beaten, became
malnourished, and was kept in solitary confinement for years. But if you ask him how he feels about
that experience, he would tell you that it was the most powerful transformational experience of his
life. As he entered his cell for the first time, he realized he would be spending a lot of time alone. He
asked himself, How can I use this experience to my advantage? He told me that he decided to see it
as an opportunity rather than as a tragedy—an opportunity to get to know both himself and God—the
only two beings he’d be spending time with—better.

Captain Coffee spent many hours each day reviewing every interaction he had ever had with
anyone in his life. Slowly he began to see the patterns of what had worked and what hadn’t worked in
his life. Over time, he slowly psychoanalyzed himself. Eventually he came to totally know himself at
the deepest levels. He fully accepted every aspect of his being, developed a profound sense of



compassion for himself and all of humanity, and came to fully understand his true nature. As a result,
he is one of the most wise, humble, and peaceful men I have ever met. He literally radiates love and
spirituality. Though he admits that he would never want to have to do it again, he also says that he
would not trade his experience as a prisoner of war for anything, for it has made him who he is today
—a deeply spiritual and happy family man, a successful author, and one of the most moving
inspirational speakers you could ever hope to hear.

Look for the Opportunity in Everything

What if you, too, were to greet every interaction in your life with the question “What’s the potential
opportunity that this is?”” The supersuccessful approach every experience as an opportunity. They
enter every conversation with the idea that something good will come from it. And they know that
what they seek and expect, they will find.

If you take the approach that “good” is not an accident—that everyone and everything that shows up
in your life is there for a reason—and that the universe is moving you toward your ultimate destiny for
learning, growth, and achievement, you’ll begin to see every event—no matter how difficult or
challenging—as a chance for enrichment and advancement in your life.

Make a small sign or poster with the words What s the opportunity that this is? and put it on your
desk or above your computer, so you will be constantly reminded to look for the good in every event.

You might also want to start each day by repeating the phrase, “I believe the world is plotting to do
me good today. I can’t wait to see what it is.” And then look for the opportunities and the miracles.

He Saw the Opportunity

Mark Victor Hansen, my partner and coauthor on all of the Chicken Soup for the Soul® books, sees
every encounter as an opportunity. He teaches everyone to say, “I’d like to be your partner on that. I
can see many ways to expand your idea, reach more people, sell more, and make more money.”
That’s how he became my partner on the Chicken Soup books. We were having breakfast one day,
and he asked me, “What are you up to? What are you excited about?” I told him that I had decided to
take all of the motivational and inspirational stories that I had been using in my talks and put them into
a book without all of the other prescriptions for living that most self-help books contained. It would
just be a book of stories that people could use in any way they wanted. After I described the book to
him, he said, “I want to be your partner on this book. I want to help you write it.”

I replied, “Mark, the book is already half written. Why would I let you be my partner at this stage
of the project?”

“Well,” he replied, “a lot of the stories you tell, you learned from me. I have a lot more you have
never heard, I know I can get great stories from lots of other motivational speakers, and I can help you
market the book to people and places you’ve probably never even thought of.”

As we continued to talk, I realized Mark would be a great asset to the project. He is the
consummate salesperson, and his dynamic energy and tireless promotional style would be a huge
plus. So we struck a deal. That one conversation has been worth tens of millions in book royalties
and licensing income to Mark.

You see, when you approach every encounter as an opportunity, you treat it like an opportunity.



Mark saw my book project—as he sees every project he encounters—as an opportunity, and he
approached the conversation from that perspective. The result has been a wonderful and profitable
12-year business relationship for both of us.

God Must Have Something Better in Store for Me

In 1987, along with 412 other people, I applied to the state government to be part of the 30-member
California State Task Force to Promote Self-Esteem and Personal and Social Responsibility.
Fortunately, I was selected; however, my longtime friend Peggy Bassett, the popular minister of a
2,000-member church, was not. I was surprised because I thought she would have been a perfect
member. When I asked her how she felt about not being selected, she answered with a phrase that has
stuck with me. I have since used it many times in my own life. She smiled and said, “Jack, I feel fine
about it. It just means that God has something better in store for me.” She knew in her heart of hearts
that she was always being led to the right experiences for her. Her positive expectancy and her
certainty that all was in divine order were an inspiration to everyone who knew her. That’s why her
church had grown so large. It was one of the core principles of her success.
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Unleash the Power
of Goal-Setting

If you want to be happy, set a goal that commands your thoughts, liberates your energy, and
inspires your hopes.

ANDREW CARNEGIE
The richest man in America in the early 1900s

Once you know your life purpose, determine your vision, and clarify what your true needs and desires
are, you have to convert them into specific, measurable goals and objectives and then act on them
with the certainty that you will achieve them.

Experts on the science of success know the brain is a goal-seeking organism. Whatever goal you
give to your subconscious mind, it will work night and day to achieve.

How Much, by When?

To make sure a goal unleashes the power of your subconscious mind, it must meet two criteria. It must
be stated in a way that you and anybody else could measure it. I will lose 10 pounds is not as
powerful as I will weigh 135 pounds by 5 pm on June 30. The second is clearer, because anybody
can show up at 5 o’clock on June 30 and look at the reading on your scale. It will either be 135
pounds or less or not. Notice that the two criteria are how much (some measurable quantity such as
pages, pounds, dollars, square feet, or points) and by when (a specific time and date).

Be as specific as possible with all aspects of your goals—include the make, model, color, year,
and features...the size, weight, shape, and form...and any other details. Remember, vague goals
produce vague results.

A Goal Versus a Good Idea

When there are no criteria for measurement, it is simply something you want, a wish, a preference, a
good idea. To engage your subconscious mind, a goal or objective has to be measurable. Here are a
few examples to give you more clarity:

GOOD IDEA GOAL OR OBJECTIVE

I would like to own a nice home on 1 will own a 4,000-square-foot house on Pacific Coast Highway in Malibu, California, by



the ocean. noon, April 30, 2007.
I want to lose weight. I will weigh 185 pounds by 5 PM, January 1, 2006.

I will acknowledge a minimum of six employees for their contribution to the department by

I 1 . .
need to treat my employees better 5 pM this Friday.

Write It Out in Detail

One of the best ways to get clarity and specificity on your goals is to write them out in detail—as if
you were writing specifications for a work order. Think of it as a request to God or to the universal
mind. Include every possible detail.

If there 1s a certain house you want to own, write down its specifics in vivid colorful detail—the
location, landscaping, furniture, artwork, sound system, and floor plan. If a picture of the house is
available, get a copy of it. If it’s an ideal fantasy, take the time to close your eyes and fill in all of the
details. Then provide a date by which you expect to own it.

When you write it all down, your subconscious mind will know what to work on. It will know
which opportunities to hone in on to help you reach your goal.

You Need Goals that Stretch You

When you create your goals, be sure to write down some big ones that will stretch you. It pays to have
goals that will require you to grow to achieve them. It’s a good thing to have some goals that make
you a little uncomfortable. Why? Because the ultimate goal, in addition to achieving your material
goals, 1s to become a master at life. And to do this, you will need to learn new skills, expand your
vision of what’s possible, build new relationships, and learn to overcome your fears, considerations,
and roadblocks.

Create a Breakthrough Goal

In addition to turning every aspect of your vision into a measurable goal, and all the quarterly and
weekly and daily goals that you routinely set, I also encourage you to set what I call a breakthrough
goal that would represent a quantum leap for you and your career. Most goals represent incremental
improvements in our life. They are like plays that gain you 4 yards in the game of football. But what if
you could come out on the first play of the game and throw a 50-yard pass? That would be a quantum
leap in your progress. Just as there are plays in football that move you far up the field in one move,
there are plays in life that will do the same thing. They include things such as losing 60 pounds,
writing a book, publishing an article, getting on Oprah, winning a gold medal at the Olympics,
creating a killer Web site, getting your master’s or doctoral degree, getting licensed, opening your



own spa, getting elected president of your union or professional association, or hosting your own
radio show. The achievement of that one goal would change everything.

Wouldn’t that be a goal worth pursuing with passion? Wouldn’t that be something to focus on a
little each day until you achieved it?

If you were an independent sales professional and knew you could get a better territory, a
substantial bonus commission, and maybe even a promotion once you landed a certain number of
customers, wouldn’t you work day and night to achieve that goal?

If you were a stay-at-home mom whose entire lifestyle and finances would change if you earned an
extra $1,000 a month through participating in a network marketing company, wouldn’t you pursue
every possible opportunity until you achieved that goal?

That’s what I mean by a breakthrough goal. Something that changes your life, brings you new
opportunities, gets you in front of the right people, and takes every activity, relationship, or group
you’re involved in to a higher level.

What would a breakthrough goal be for you? My youngest brother, Taylor, is a special-education
teacher in Florida. He just completed a 5-year process to get his school administrator’s credential,
which over time will ultimately mean almost an additional $25,000 a year in income for him. That’s a
major leap that will significantly increase his salary and his level of influence in the school system!

Writing a best-selling book was a breakthrough goal for me and Mark Victor Hansen. Chicken
Soup for the Soul® took us from being known in a couple of narrow fields to being recognized
internationally. It created greater demand for our audio programs, speeches, and seminars. The
additional income it produced allowed us to improve our lifestyle, secure our retirement, hire more
staff, take on more projects, and have a larger impact in the world.

Reread Your Goals Three Times a Day

Once you’ve written down all your goals, both large and small, the next step on your journey to
success 1is to activate the creative powers of your subconscious mind by reviewing your list two or
three times every day. Take time to read your list of goals. Read the list (out loud with passion and
enthusiasm if you are in an appropriate place) one goal at a time. Close your eyes and picture each
goal as if it were already accomplished. Take a few more seconds to feel what you would feel if you
had already accomplished each goal.

Following this daily discipline of success will activate the power of your desire. It increases what
psychologists refer to as “structural tension” in your brain. Your brain wants to close the gap between
your current reality and the vision of your goal. By constantly repeating and visualizing your goal as
already achieved, you will be increasing this structural tension. This will increase your motivation,
stimulate your creativity, and heighten your awareness of resources that can help you achieve your
goal.

Make sure to review your goals at least twice a day—in the morning upon awakening, and again at
night before going to bed. I write each of mine on a 3” x 5" index card. I keep the pack of cards next
to my bed and then I go through the cards one at a time in the morning and again at night. When I
travel, I take them with me.

Put a list of your goals in your daily planner or your calendar system. You can also create a pop-up
or screen saver on your computer that lists your goals. The objective is to constantly keep your goals



in front of you.

When Olympic decathlon gold medalist Bruce Jenner asked a roomful of Olympic hopefuls if they
had a list of written goals, everyone raised their hands. When he asked how many of them had that list
with them right that moment, only one person raised their hand. That person was Dan O’Brien. And it
was Dan O’Brien who went on to win the gold medal in the decathlon at the 1996 Olympics in
Atlanta. Don’t underestimate the power of setting goals and constantly reviewing them.

Create a Goals Book

Another powerful way to speed up the achievement of your goals is to create a Goals Book. Buy a
three-ring binder, a scrapbook or an 8'2” x 11" journal. Then create a separate page for each of your
goals. Write the goal at the top of the page and then illustrate it with pictures, words, and phrases that
you cut out of magazines, catalogues, and travel brochures that depict your goal as already achieved.
As new goals and desires emerge, simply add them to your list and your Goals Book. Review the
pages of your Goals Book every day.

Carry Your Most Important Goal in Your Wallet

When 1 first started working for W. Clement Stone, he taught me to write my most important goal on
the back of my business card and carry it in my wallet at all times. Every time I would open my
wallet, I would be reminded of my most important goal.

When I met Mark Victor Hansen, I discovered that he, too, used the same technique. After finishing
the first Chicken Soup for the Soul® book, we wrote “I am so happy selling 1.5 million copies of
Chicken Soup for the Soul® by December 30, 1994.” We then signed each other’s cards and carried
them in our wallets. I still have mine in a frame behind my desk.

Though our publisher laughed and told us we were crazy, we went on to sell 1.3 million copies of
the book by our target date. Some might say, “Well, you missed your goal by 200,000 copies.”
Perhaps, but not by much...and that book went on to sell well over 8 million copies in over 30
languages around the world. Believe me...I can live with that kind of “failure.”

One Goal is Not Enough

If you are bored with life, if you don’t get up every morning with a burning desire to do things—
you don’t have enough goals.
LOU HOLTZ
The only coach in NCAA history to ever lead six different college teams to postseason bowl games,
and a man who also won a national championship and “coach of the year” honors

Lou Holtz, the legendary football coach of Notre Dame, is also a legendary goal-setter. His belief in
goal-setting comes from a lesson he learned in 1966 when he was only 28 years old and had just been
hired as an assistant coach at the University of South Carolina. His wife, Beth, was 8 months pregnant
with their third child and Lou had spent every dollar he had on a down payment on a house. One
month later, the head coach who had hired Lou resigned, and Lou found himself without a job.



In an attempt to lift his spirits, his wife gave him a book—7The Magic of Thinking Big, by David
Schwartz. The book said that you should write down all the goals you want to achieve in your life.
Lou sat down at the dining-room table, turned his imagination loose, and before he knew it, he had
listed 107 goals he wanted to achieve before he died. These goals covered every area of his life and
included having dinner at the White House, appearing on the Tonight Show with Johnny Carson,
meeting the pope, coaching at Notre Dame, leading his team to a national championship, and shooting
a hole in one in golf. So far Lou has achieved 81 of those goals, including shooting a hole in one—not
once, but twice!

Take the time to make a list of 101 goals you want to achieve in your life. Write them in vivid
detail, noting where, when, how much, which model, what size, and so on. Put them on 3" x 5" cards,
on a goals page, or in a Goals Book. Every time you achieve one of your goals, check it off and write
victory next to it. I made a list of 101 major goals that [ wanted to achieve before I died, and I have
already achieved 58 of them in only 14 years, including traveling to Africa, flying in a glider, learning
to ski, attending the summer Olympic games, and writing a children’s book.

Bruce Lee’s Letter

Bruce Lee, arguably the greatest martial artist to have ever lived, also understood the power of
declaring a goal. If you ever get a chance to visit Planet Hollywood in New York City, look for the
letter hanging on the wall that Bruce Lee wrote to himself. It is dated January 9, 1970, and it is
stamped “Secret.” Bruce wrote, “By 1980 I will be the best known Oriental movie star in the United
States and will have secured $10 million dollars.... And in return I will give the very best acting I
could possibly give every single time I am in front of the camera and I will live in peace and
harmony.”

Bruce made three films, and then in 1973 filmed Enter the Dragon, which was released that same
year after his untimely death at age 33. The movie was a huge success and achieved worldwide fame
for Bruce Lee.

Write Yourself a Check

Around 1990, when Jim Carrey was a struggling young Canadian comic trying to make his way in Los
Angeles, he drove his old Toyota up to Mulholland Drive. While sitting there looking at the city
below and dreaming of his future, he wrote himself a check for $10 million, dated it Thanksgiving
1995, added the notation “for acting services rendered,” and carried it in his wallet from that day
forth. The rest, as they say, is history. Carrey’s optimism and tenacity eventually paid off, and by
1995, after the huge box office success of Ace Ventura: Pet Detective, The Mask, and Dumb &
Dumber, his asking price had risen to $20 million per picture. When Carrey’s father died in 1994, he
placed the $10 million check into his father’s coffin as a tribute to the man who had both started and
nurtured his dreams of being a star.

Considerations, Fears, and Roadblocks



It’s important to understand that as soon as you set a goal, three things are going to emerge that stop
most people—but not you. If you know that these three things are part of the process, then you can
treat them as what they are—just things to handle—rather than letting them stop you.

These three obstacles to success are considerations, fears, and roadblocks.

Think about it. As soon as you say you want to double your income next year, within moments
considerations such as I’ll have to work twice as hard or I won't have time for my family or My
wife s going to kill me begin to emerge. You might have thoughts such as My territory is maxed out
—I can't see how I could possibly get the buyers on my current route to buy any more product
from me. If you say you’re going to run a marathon, you might hear a voice in your head say, You
could get hurt, or You’'ll have to get up two hours earlier every day. It might even suggest that
you’re too old to start running. These thoughts are called considerations. They are all the reasons
why you shouldn’t attempt the goal—all the reasons why it is impossible.

But surfacing these considerations is a good thing. They are how you have been subconsciously
stopping yourself all along. Now that you have brought them into conscious awareness, you can deal
with them, confront them, and move past them.

Fears, on the other hand, are feelings. You may experience a fear of rejection, a fear of failure, or a
fear of making a fool of yourself. You might be afraid of getting physically or emotionally hurt. You
might be afraid that you will lose all the money you have already saved. These fears are not unusual.
They are just part of the process.

Finally, you’ll become aware of roadblocks. These are purely external circumstances—well
beyond just thoughts and feelings in your head. A roadblock may be that nobody wants to join you on
your project. A roadblock might be that you don’t have all the money you need to move forward.
Perhaps you need other investors. Roadblocks might be that your state or national government has
rules or laws that prohibit what you want to do. Maybe you need to petition the government to change
the rules.

Stu Lichtman, a business turnaround expert, took over a well-known shoe company in Maine that
was 1n such bad shape financially, it was virtually doomed to go out of business. The business owed
millions of dollars to creditors and was short the $2 million needed to pay them. As part of the
proposed turnaround, Stu negotiated the sale of an unused plant near the Canadian border that would
bring the company $600,000. But the state of Maine had a lien on the plant that would have taken all
of the proceeds. So Stu went to the governor of Maine to inform him of the company’s dilemma. “We
can either go bankrupt,” he said, “in which case nearly one thousand Maine residents will soon be out
of work and on the unemployment rolls, costing the government millions of dollars.” Or the company
and the government could together pursue Stu’s plan of keeping the company alive, helping to keep the
state’s economy going, keeping nearly 1,000 people employed, and turning the company around in
preparation for a takeover by another company. But the only way to achieve that goal was to
overcome—you guessed it—the roadblock of the state’s lien on the plant. Instead of letting that lien
stop him, Stu decided to talk to the person who could remove the roadblock. In the end, the governor
decided to cancel the lien.

Of course, you may not encounter roadblocks that require you to approach a governor—but then
again, depending on how large your goal is, you very well might!

Roadblocks are simply obstacles that the world throws at you—it rains when you’re trying to put
on an outdoor concert, your wife doesn’t want to move to Kentucky, you don’t have the financial



backing you need, and so on. Roadblocks are simply real-world circumstances that you need to deal
with in order to move forward. They simply exist out there and always will.

Unfortunately, when these considerations, fears, and roadblocks come up, most people see them as
a stop sign. They say, “Now that I’m thinking that, feeling this, and finding out about that, I think I
won’t pursue this goal after all.” But I’'m telling you not to see considerations, fears, and roadblocks
as stop signs but rather as a normal part of the process that will always appear. When you remodel
your kitchen, you resign yourself to a little dust and disturbance as part of the price you will have to
pay. You simply learn to deal with it. The same is true of considerations, fears, and roadblocks. You
just learn to deal with them.

In fact, they’re supposed to appear. If they don’t, it means you haven’t set a goal that’s big enough
to stretch you and grow you. It means there’s no real potential for self-development.

I always welcome considerations, fears, and roadblocks when they appear, because many times
they are the very things that have been holding me back in life. Once I can see these subconscious
thoughts, feelings, and obstacles, once I am aware of them, I can face them, process them, and deal
with them. When I do, I become better prepared for the next venture I want to undertake.

Mastery is the Goal

You want to set a goal that is big enough that in the process of achieving it you become someone
worth becoming.

JIM ROHN
Self-made millionaire, success coach, and philosopher

Of course, the ultimate benefit of overcoming these considerations, fears, and roadblocks is not the
material rewards that you enjoy but the personal development that you achieve in the process. Money,
cars, houses, boats, attractive spouses, power, and fame can all be taken away—sometimes in the
blink of an eye. But what can never be taken away is who you have become in the process of
achieving your goal.

To achieve a big goal, you are going to have to become a bigger person. You are going to have to
develop new skills, new attitudes, and new capabilities. You are going to have to stretch yourself,
and in so doing, you will be stretched forever.

On October 20, 1991, a devastating fire roared through the scenic hills above Oakland and
Berkeley, California, igniting one building every 11 seconds for over 10 hours, completely destroying
2,800 homes and apartments. A friend of mine who is also an author lost everything he owned,
including his entire library, files full of research, and a nearly complete manuscript of a book he was
writing. Though he was certainly devastated for a short period of time, he soon realized that although
everything he owned was indeed lost in the fire, who he had become inside—everything he had
learned and all the skills and self-confidence he had developed writing and promoting his books—
was all still inside of him and could never be burned up in a fire.

You can lose the material things, but you can never lose your mastery—what you learn and who
you become in the process of achieving your goals.

I believe that part of what we’re on Earth to do is become masters of many skills. Christ was a
master who turned water into wine, who healed people, who walked on water, and who calmed



storms. He said that you and I, too, could do all these things and more. We definitely have that
potential.

Even today, in a town square in Germany, stands a statue of Christ, its hands blown off during the
intensive bombing of World War II. Though the townspeople could have restored the statue decades
ago, they learned this more important lesson, instead placing a plaque underneath that reads “Christ
hath no hands but yours.” God needs our hands to complete His tasks on Earth. But to become masters

and do this great work, we all have to be willing to go through the considerations, fears, and
roadblocks.

DO IT NOW!

Take the time now before you go on to the next chapter to make a list of goals you want to
accomplish. Make sure you have measurable (how much, by when) goals for every aspect of your
vision. Then decide on a breakthrough goal, write it on the back of a business card, and put it in your
wallet. And then create a list of 101 goals you want to achieve before you die. Being clear about your
purpose, vision, and goals will put you in the top 3% of the world’s achievers. To move into the top
1% of achievers, all you have to do is write down some specific action steps that will help you
accomplish your goals on your daily to-do list. Then make sure to take those actions.

Think of it this way. If you are clear where you are going (goals) and you take several steps in that
direction every day, you eventually have to get there. If I head north out of Santa Barbara and take
five steps a day, eventually I have to end up in San Francisco. So decide what you want, write it
down, review it constantly, and each day do something that moves you toward those goals.



Principle

8
Chunk It Down

The secret of getting ahead is getting started. The secret of getting started is breaking your
complex, overwhelming tasks into small manageable tasks, and then starting on the first one.

MARK TWAIN
Celebrated American author and humorist

Sometimes our biggest life goals seem so overwhelming. We rarely see them as a series of small,
achievable tasks, but in reality, breaking down a large goal into smaller tasks—and accomplishing
them one at a time—is exactly how any big goal gets achieved. So after you have decided what you
really want and set measurable goals with specific deadlines, the next step is to determine all of the
individual action steps you will need to take to accomplish your goal.

How to Chunk It Down

There are several ways to figure out the action steps you will need to take to accomplish any goal.
One is to consult with people who have already done what you want to do and ask what steps they
took. From their experience, they can give you all of the necessary steps as well as advice on what
pitfalls to avoid. Another way is to purchase a book or manual that outlines the process. Yet another
way is to start from the end and look backward. You simply close your eyes and imagine that it is
now the future and you have already achieved your goal. Then just look back and see what you had to
do to get to where you now are. What was the last thing you did? And then the thing before that, and
then the thing before that, until you arrive at the first action you had to start with.

Remember that it is okay not to know how to do something. It’s okay to ask for guidance and advice
from those who do know. Sometimes you can get it free, and sometimes you have to pay for it. Get
used to asking, “Can you tell me how to go about...?” and “What would I have to do to...?” and
“How did you...?” Keep researching and asking until you can create a realistic action plan that will
get you from where you are to where you want to go.

What will you need to do? How much money will you need to save or raise? What new skills will
you need to learn? What resources will you need to mobilize? Who will you need to enroll in your
vision? Who will you need to ask for assistance? What new disciplines or habits will you need to
build into your life?

A valuable technique for creating an action plan for your goals is called mind mapping.

Use Mind Mapping

Mind mapping is a simple but powerful process for creating a detailed to-do list for achieving your



goal. It lets you determine what information you’ll need to gather, who you’ll need to talk to, what
small steps you’ll need to take, how much money you’ll need to earn or raise, which deadlines you’ll
need to meet, and so on—for each and every goal.

When I began creating my first educational audio-cassette album—a breakthrough goal that led to
extraordinary gains for me and my business—I used mind mapping to help me “chunk down” that very
large goal into all the individual tasks I would need to complete to produce a finished album.'!

The original mind map I created for my audio album is on page 64. To mind-map your own goals,
follow these steps as illustrated in the example:

1. Center circle: In the center circle, jot down the name of your stated goal—in this case, Create
an Audio Educational Program.
2. Outside circles: Next, divide the goal into the major categories of tasks you’ll need to
accomplish to achieve the greater goal—in this case, Title, Studio, Topics, Audience, and so on.
3. Spokes: Then, draw spokes radiating outward from each minicircle and label each one (such as
Write Copy, Color Picture for Back Cover, and Arrange Lunch.) On a separate line connected to
the minicircle, write every single step you’ll need to take. Break down each one of the more
detailed task spokes with action items to help you create your master to-do list.
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Next, Make a Daily to-do List

Once you’ve completed a mind map for your goal, convert all of the to-do items into daily action
items by listing each one on your daily to-do lists and committing to a completion date for each one.
Then schedule them in the appropriate order into your calendar and do whatever it takes to stay on
schedule.

Do First Things First

The goal is to stay on schedule and complete the most important item first. In his excellent book, Eat
That Frog! 21 Great Ways to Stop Procrastinating and Get More Done in Less Time , Brian Tracy
reveals not just how to conquer procrastination but also how to prioritize and complete all of your
action items.

In his unique system, Brian advises goal-setters to identify the one to five things you must
accomplish on any given day, and then pick the one you absolutely must do first. This becomes your



biggest and ugliest frog. He then suggests you accomplish that task first—in essence, eat that frog first
—and, by so doing, make the rest of your day much, much easier. It’s a great strategy. But
unfortunately, most of us leave the biggest and ugliest frog for last, hoping it will go away or
somehow become easier. It never does. However, when you accomplish your toughest task early in
the day, it sets the tone for the rest of your day. It creates momentum and builds your confidence, both
of which move you farther and faster toward your goal.

Plan Your Day the Night Before

One of the most powerful tools high achievers use for chunking things down, gaining control over
their life, and increasing their productivity is to plan their next day the night before. There are two
major reasons why this is such a powerful strategy for success:

1. If you plan your day the night before—making a to-do list and spending a few minutes

visualizing exactly how you want the day to go—your subconscious mind will work on these tasks
all night long. It will think of creative ways to solve any problem, overcome any obstacle, and
achieve your desired outcomes. And if we can believe some of the newer theories of quantum
physics, it will also send out waves of energy that will attract the people and resources to you that
you need to help accomplish your goals.!?
2. By creating your to-do list the night before, you can start your day running. You know exactly
what you’re going to do and in what order, and you’ve already pulled together any materials you
need. If you have five telephone calls to make, you would have them written down in the order you
plan to make them, with the phone numbers next to the person’s name and all the support materials
at hand. By midmorning, you would be way ahead of most people, who waste the first half hour of
the day clearing their desk, making lists, finding necessary paperwork—in short, just getting
ready to work.

Use the Achievers Focusing System

A valuable tool that will really keep you focused on achieving all of your goals in the seven areas we
explained in your vision (see pages 32-33) is the Achievers Focusing System developed by Les
Hewitt of the Achievers Coaching Program. It is a form you can use to plan and hold yourself
accountable for 13 weeks of goals and action steps. You can download a copy of the form and
instructions on how to use it for free at www.thesuccessprinciples.com.
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Success Leaves Clues

Success leaves clues.

ANTHONY ROBBINS
Author of Unlimited Power

One of the great things about living in today’s world of abundance and opportunity is that almost
everything you want to do has already been done by someone else. It doesn’t matter whether it’s
losing weight, running a marathon, starting a business, becoming financially independent, triumphing
over breast cancer, or hosting the perfect dinner party—someone has already done it and left clues in
the form of books, manuals, audio and video programs, university classes, online courses, seminars,
and workshops.

Who’s Already Done What You Want to Do?

If you want to retire a millionaire, for instance, there are hundreds of books, ranging from The
Automatic Millionaire to The One Minute Millionaire, and workshops ranging from Harv Eker’s
“Millionaire Mind” to Marshall Thurber and D.C. Cordova’s “Money and You.” 13 There are
resources on how to make millions investing in real estate, investing in stocks, starting your own
business, becoming a supersalesperson, and even marketing on the Internet.

If you want to have a better relationship with your spouse, you can read John Gray’s Men Are from
Mars, Women Are from Venus ; attend a couples workshop; or take Gay and Kathlyn Hendricks’
online course “The Conscious Relationship.”

For virtually everything you want to do, there are books and courses on how to do it. Better yet,
just a phone call away are people who’ve already successfully done what you want to do and who
are available as teachers, facilitators, mentors, advisors, coaches, and consultants.

When you take advantage of this information, you’ll discover that life is simply a connect-the-dots
game, and all the dots have already been identified and organized by somebody else. All you have to
do is follow the blueprint, use the system, or work the program that they provide.

Why People Don’t Seek Out Clues

When I was preparing to go on a morning news show in Dallas, I asked the station’s makeup artist
what her long-term goals were. She said she’d always thought about opening her own beauty salon, so
I asked her what she was doing to make that happen.

“Nothing,” she said, “because I don’t know how to go about it.”

I suggested she offer to take a salon owner to lunch and ask how she had opened her own salon.



“You can do that?” the makeup artist exclaimed.

You most certainly can. In fact, you have most probably thought about approaching an expert for
advice but rejected the idea with thoughts such as Why would someone take the time to tell me what
they did? Why would they teach me and create their own competition? Banish those thoughts. You
will find that most people love to talk about how they built their business or accomplished their
goals.

But unfortunately, like the makeup artist in Dallas, most of us don’t take advantage of all the
resources available to us. There are several reasons why we don’t:

* It never occurs to us. We don’t see others using these resources, so we don’t do it either. Our
parents didn’t do it. Our friends aren’t doing it. Nobody where we work is doing it.

* It’s inconvenient. We’d have to go to the bookstore, library, or local college. We’d have to drive
across town to a meeting. We’d have to take time away from television, family, or friends.

» Asking others for advice or information puts us up against our fear of rejection. We are afraid to
take the risk.

 Connecting the dots in a new way would mean change, and change—even when it is in our best
interest—is uncomfortable. Who wants to be uncomfortable?

 Connecting the dots means hard work, and frankly, most people don’t want to work that hard.

Seek Out Clues

Here are three ways you can begin to seek out clues:

1. Seek out a teacher, coach, mentor; a manual, book, or audio program; or an Internet resource to
help you achieve one of your major goals.

2. Seek out someone who has already done what you want to do, and ask the person if you can
interview him or her for a half hour on how you should best proceed.

3. Ask someone if you can shadow them for a day and watch them work. Or offer to be a volunteer,
assistant, or intern for someone you think you can learn from.
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Release the Brakes

Everything you want is just outside your comfort zone.

ROBERT ALLEN
Coauthor, The One Minute Millionaire

Have you ever been driving your car and suddenly realized you had left the emergency brake on? Did
you push down harder on the gas to overcome the drag of the brake? No, of course not. You simply
released the brake...and with no extra effort you started to go faster.

Most people drive through life with their psychological emergency brake on. They hold on to
negative images about themselves or suffer the effects of powerful experiences they haven’t yet
released. They stay in a comfort zone entirely of their own making. They maintain inaccurate beliefs
about reality or harbor guilt and self-doubt. And when they try to achieve their goals, these negative
images and preprogrammed comfort zones always cancel out their good intentions—no matter how
hard they try.

Successful people, on the other hand, have discovered that instead of using increased willpower as
the engine to power their success, it’s simply easier to “release the brakes” by letting go of and
replacing their limiting beliefs and changing their self-images.

Get Out of Your Comfort Zone

Think of your comfort zone as a prison you live in—a largely self-created prison. It consists of the
collection of can'ts, musts, must nots, and other unfounded beliefs formed from all the negative
thoughts and decisions you have accumulated and reinforced during your lifetime.

Perhaps you’ve even been trained to limit yourself.

Don’t Be as Dumb as an Elephant

A baby elephant is trained at birth to be confined to a very small space. Its trainer will tie its leg with
a rope to a wooden post planted deep in the ground. This confines the baby elephant to an area
determined by the length of the rope—the elephant’s comfort zone. Though the baby elephant will
initially try to break the rope, the rope is too strong, and so the baby elephant learns that it can’t break
the rope. It learns that it has to stay in the area defined by the length of the rope.

When the elephant grows up into a 5-ton colossus that could easily break the same rope, it doesn’t
even try because it learned as a baby that it couldn’t break the rope. In this way, the largest elephant
can be confined by the puniest little rope.

Perhaps this also describes you—still trapped in a comfort zone by something as puny and weak as



the small rope and stake that controls the elephant, except your rope is made up of the limiting beliefs
and images that you received and took on when you were young. If this describes you, the good news
is that you can change your comfort zone. How? There are three different ways:

1. You can use affirmations and positive self-talk to affirm already having what you want, doing
what you want, and being the way you want.

2. You can create powerful and compelling new internal images of having, doing, and being what
you want.

3. You can simply change your behavior.

All three of these approaches will shift you out of your old comfort zone.

Stop Re-creating the Same Experience Over and Over!

An important concept that successful people understand is that you are never stuck. You just keep re-
creating the same experience over and over by thinking the same thoughts, maintaining the same
beliefs, speaking the same words, and doing the same things.

Too often, we get stuck in an endless loop of reinforcing behavior, which keeps us stuck in a
constant downward spiral. Our limiting thoughts create images in our mind, and those images govern
our behavior, which in turn reinforces that limiting thought. Imagine thinking that you are going to
forget your lines when you have to give a presentation at work. The thought stimulates a picture of you
forgetting a key point. The image creates an experience of fear. The fear clouds your clear thinking,
which makes you forget one of your key points, which reinforces your self-talk that you can’t speak in
front of groups. See, I knew I would forget what I was supposed to say. I can’t speak in front of
groups.

"Sag, | knew | couldn't speak I can’t speak in front of groups.”

in front of a group.” My Self-Talk

What | say to myself
which stimulates about my performance which forms and
reinforces

The Self-Talk

1 My Self-image
How | behawve I";l]d]ﬂhh LUDP My subconscious
or parform picture of mysalf

which determines

As long as you keep complaining about your present circumstances, your mind will focus on it. By
continually talking about, thinking about, and writing about the way things are, you are continually
reinforcing those very same neural pathways in your brain that got you to where you are today. And
you are continually sending out the same vibrations that will keep attracting the same people and
circumstances that you have already created.

To change this cycle, you must focus instead on thinking, talking, and writing about the reality you
want to create. You must flood your unconscious with thoughts and images of this new reality.



The significant problems we face cannot be solved by the same level of thinking that created them.

ALBERT EINSTEIN
Winner, Nobel Prize for Physics

What’s Your Financial Temperature?

Your comfort zone works the same way the thermostat in your home works. When the temperature in
the room approaches the edge of the thermal range you have set, the thermostat sends an electrical
signal to the furnace or the air conditioner to turn it on or off. As the temperature in the room begins to
change, the electrical signals continue to respond to the changes and keep the temperature within the
desired range.

Similarly, you have an internal psychological thermostat that regulates your level of performance in
the world. Instead of electrical signals, your internal performance regulator uses discomfort signals to
keep you within your comfort zone. As your behavior or performance begins to approach the edge of
that zone, you begin to feel uncomfortable. If what you are experiencing is outside the self-image you
unconsciously hold, your body will send signals of mental tension and physical discomfort to your
system. To avoid the discomfort, you unconsciously pull yourself back into your comfort zone.

My stepfather, who was a regional sales manager for NCR, noticed that each of his salespeople
had a self-image of themselves as a salesperson. They were a $2,000 a month salesperson or a
$3,000 a month salesperson.

If a salesperson’s self-image was that he earned $3,000 a month in commissions, then whenever he
earned that much in commissions in the first week of the month, he would slack off for the rest of the
month.

On the other hand, if it were near the end of the month and he had only earned $1,500 in
commissions, he would put in 16-hour days, work weekends, create new sales proposals, and do
everything possible to get to the $3,000 level for that month.

No matter what the circumstance, a person with a $36,000 self-image would always produce a
$36,000 income. To do anything else would make them uncomfortable.

I remember one year my stepfather was out selling cash registers on New Year’s Eve. He was out
well past midnight with the intention of selling two more cash registers so that he would qualify for
the annual trip to Hawaii awarded to all salesmen who hit their yearly quota. He had earned the trip
for several years running, and his self-image would not allow him to lose out that year. He sold those
machines and made the trip. It would have been outside of his comfort zone to do anything less.

Imagine the same scenario in relation to your savings account. Some people are comfortable as
long as they have $2,000 in their savings account. Others are uncomfortable if they have any less than
8 months’ income—Iet’s say $32,000—salted away. Still others are comfortable with no savings and
credit card debt of $25,000.

If the person needing $32,000 in savings to feel comfortable is hit with an unexpected medical
expense of $16,000, he will curtail his spending, work overtime, have a garage sale—whatever it
takes to get his savings back up to $32,000. Likewise, if he suddenly inherits money, he is likely to
spend enough of it to stay in that $32,000 savings comfort zone.

No doubt you have heard that most lottery winners lose, spend, squander, or give away all of their
newfound money within a few years of winning it. In fact, 80% of lottery winners in the United States



file bankruptcy within 5 years! The reason is because they failed to develop a millionaire mind-set.
As a result, they subconsciously re-create the reality that matches their previous mind-set. They feel
uncomfortable with so much money, so they find some way to get back to their old familiar comfort
zone.

We have a similar comfort zone for the kinds of restaurants we eat in, the hotels we stay in, the kind
of car we drive, the houses we live in, the clothes we wear, the vacations we take, and the type of
people we associate with.

If you have ever walked down Fifth Avenue in New York or Rodeo Drive in Beverly Hills, you
have probably experienced walking into a store and immediately feeling as if you didn’t belong there.
The store was just too upscale for you. You felt out of place. That’s your comfort zone in operation.

Change Your Behavior

When I first moved to Los Angeles in 1981, my new boss took me shopping for clothes at a very
upscale men’s shop in Westwood. The most I had previously ever paid for a dress shirt was $35 at
Nordstrom. The cheapest shirt in this store was $95! I was stunned and broke out in a cold sweat.
While my boss purchased many things that day, I bought one Italian designer shirt for $95. I was so
far out of my comfort zone, I could hardly breathe. The next week, I wore the shirt and was amazed by
how much better it fit, how much better it felt, and how much better I looked wearing it. After a
couple more weeks of wearing it once a week, I really fell in love with it. Within a month, I bought
another one. Within a year, shirts like that were all 1 wore. Slowly my comfort zone had changed
because I’d gotten used to something better even though it cost more.

When I was on the faculty of the Million Dollar Forum and Income Builders International—two
organizations dedicated to teaching people how to become millionaires—all of the trainings were
held at the Ritz-Carlton Hotel in Laguna Beach, California, the Hilton Hotel on the big island of
Hawaii, and other high-end luxury resort hotels. The reason was to get the participants used to being
treated in a first-class way. It was part of stretching their comfort zones—changing the image of who
they thought they were. Every training concluded with a black-tie dinner dance. For many of the
participants, it was the first time they had ever attended a black-tie affair—another comfort zone
stretch.

Change Your Self-Talk with Affirmations

I've always believed in magic. When [ wasn’t doing anything in this town, 1°d go up every night,
sit on Mulholland Drive, look out at the city, stretch out my arms, and say, “Everybody wants to
work with me. I'm a really good actor. I have all kinds of great movie offers.” 1'd just repeat these
things over and over, literally convincing myself that I had a couple of movies lined up. I'd drive
down that hill, ready to take the world on, going, “Movie offers are out there for me, I just don’t
hear them yet.” It was like total affirmations, antidotes to the stuff that stems from my family
background.'

JIM CARREY
Actor



One way to stretch your comfort zone is to bombard your subconscious mind with new thoughts and
images—of a big bank account, a trim and healthy body, exciting work, interesting friends,
memorable vacations—of all your goals as already complete. The technique you use to do this is
called affirmations. An affirmation is a statement that describes a goal in its already completed state,
such as “I am enjoying watching the sunset from the lanai of my beautiful beachfront condo on the
Ka’anapali coast of Maui” or “I am celebrating feeling light and alive at my perfect body weight of
one thirty-five.”

The Nine Guidelines for Creating Effective Affirmations

To be effective, your affirmations should be constructed using the following nine guidelines:

1. Start with the words I am. The words I am are the two most powerful words in the language.
The subconscious takes any sentence that starts with the words / am and interprets it as a
command—a directive to make it happen.

2. Use the present tense. Describe what you want as though you already have it, as though it is
already accomplished.

Wrong: I am going to get a new red Porsche 911 Carrera.
Right: I am enjoying driving my new red Porsche 911 Carrera.

3. State it in the positive. Affirm what you want, not what you don’t want. State your
affirmations in the positive. The unconscious does not hear the word no. This means that the
statement “Don’t slam the door” is heard as “Slam the door.” The unconscious thinks in pictures,
and the words “Don’t slam the door” evoke a picture of slamming the door. The phrase “I am no
longer afraid of flying” evokes an image of being afraid of flying, while the phrase “I am enjoying
the thrill of flying” evokes an image of enjoyment.

Wrong: 1 amno longer afraid of flying.
Right: 1 am enjoying the thrill of flying.

4. Keep it brief. Think of your affirmation as an advertising jingle. Act as if each word costs
$1,000. It needs to be short enough and memorable enough to be easily remembered.

5. Make it specific. Vague affirmations produce vague results.

Wrong: 1 am driving my new red car.
Right: 1 am driving my new red Porsche 911 Carrera.

6. Include an action word ending with -ing. The active verb adds power to the effect by evoking
an image of doing it right now.

Wrong: 1 express myself openly and honestly.



Right: 1 am confidently expressing myself openly and honestly.

7. Include at least one dynamic emotion or feeling word. Include the emotional state you would
be feeling if you had already achieved the goal. Some commonly used words are enjoying,
joyfully, happily, celebrating, proudly, calmly, peacefully, delighted, enthusiastic, lovingly,
secure, serenely, and triumphant.

Wrong: I am maintaining my perfect body weight of 178 pounds.
Right: I am feeling agile and great at 178!

Note that the last one has the ring of an advertising jingle. The subconscious loves rhythm and
rhymes. That’s why we are able to more easily remember things such as “Sticks and stones will
break my bones, but names will never hurt me” and “/ before e except after ¢, and when sounded
like a as in neighbor and weigh.”

8. Make affirmations for yourself, not others. When you are constructing your affirmations, make
them describe your behavior, not the behavior of others.

Wrong: 1 am watching Johnny clean up his room.
Right: 1 am effectively communicating my needs and desires to Johnny.

9. Add or something better. When you are affirming getting a specific situation (job, opportunity,
vacation), material object (house, car, boat), or relationship (husband, wife, child), always add
the words “or something (someone) better.” Sometimes our criteria for what we want come from
our ego or from our limited experience. Sometimes there is someone or something better that is
available for us, so let your affirmations include this phrase when it is appropriate.

Example: 1 am enjoying living in my beautiful beachfront villa on the Ka’anapali coast of Maui or
somewhere better.

A Simple Way to Create Affirmations

1. Visualize what you would like to create. See things just as you would like them to be. Place
yourself inside the picture and see things through your eyes. If you want a car, see the world from
inside the car as you are driving it.

2. Hear the sounds you would be hearing if you had already achieved your vision.

3. Feel the feeling you want to feel when you have created what you want.

4. Describe what you are experiencing in a brief statement, including what you are feeling.

5. If necessary, edit your affirmation to make it meet all of the above guidelines.

How to Use Affirmations and Visualization

1. Review your affirmations one to three times a day. The best times are first thing in the morning,



in the middle of the day to refocus yourself, and around bedtime.

2. If appropriate, read each affirmation out loud.

3. Close your eyes and visualize yourself as the affirmation describes. See it as if you were looking
out at the scene from inside of yourself. In other words, don’t see yourself standing out there in the
scene; see the scene as if you were actually living it.

4. Hear any sounds you might hear when you successfully achieve what your affirmation describes
—the sound of the surf, the roar of the crowd, the playing of the national anthem. Include other
important people in your life congratulating you and telling you how pleased they are with your
success.

5. Feel the feelings that you will feel when you achieve that success. The stronger the feelings, the
more powerful the process. (If you have difficulty creating the feelings, you can affirm “I am
enjoying easily creating powerful feelings in my effective work with affirmations.”)

6. Say your affirmation again, and then repeat this process with the next affirmation.

Other Ways to Use Affirmations

1. Post 3" x 5" cards with your affirmations around your home.

2. Hang pictures of the things you want around your house or your room. You can put a picture of
yourself in the picture.

3. Repeat your affirmations during “wasted time” such as waiting in line, exercising, and driving.
You can repeat them silently or out loud.

4. Record your affirmations and listen to them while you work, drive, or fall asleep. You can use
endless loop tapes, an MP3 player, or an iPod.

5. Have one of your parents record a tape of encouraging things you would like to have heard from
them or words of encouragement and permission you would currently like to hear.

6. Repeat your affirmations in the first person (“I am...”), second person (“You are...”), and third
person (“He/she is...”).

7. Put your affirmations on your screen saver on your computer, so you’ll see them every time you
use your computer.

Affirmations Work

I first learned about the power of affirmations when W. Clement Stone challenged me to set a goal so
far beyond my current circumstances it would literally astound me if I achieved it. Though I thought
Stone’s challenge had merit, I didn’t really apply it to my life in a serious way until several years
later when I decided to make the jump from earning $25,000 a year to making $100,000 or more.

The first thing I did was to craft an affirmation after one I’d seen by Florence Scovell Shinn. My

affirmation was

God 1s my infinite supply and large sums of money come to me quickly and easily under the grace
of God for the highest good of all concerned. I am happily and easily earning, saving, and investing
$100,000 a year.



Next, I created a huge replica of a $100,000 bill, which I affixed to the ceiling above my bed. On
awakening, I would see the bill, close my eyes, repeat my affirmation, and visualize what [ would be
enjoying if I were living a $100,000-a-year lifestyle. I envisioned the house I would live in, the
furnishings and artwork I would own, the car I would drive, and the vacations I would take. I also
created the feelings I would experience once I had already attained that lifestyle.

Soon I awoke one morning with my first $100,000 idea. It occurred to me that if I could sell
400,000 copies of my book, 100 Ways to Enhance Self-Concept in the Classroom, on which I
received a 25¢-per-copy royalty, I would earn a $100,000 income. I added to my morning
visualizations the image of my book flying off bookstore shelves and my publisher writing me a
$100,000 check. Not long after, a freelance journalist approached me and wrote an article about my
work for the National Enquirer. As a result, thousands of additional copies of my book were sold
that month.

Almost daily, more and more money-making ideas flowed into my mind. For instance, I took out
small ads and sold the book on my own—making $3.00 per copy instead of just 25¢. I started a mail-
order catalog of other books on self-esteem and made even more money from these same buyers. The
University of Massachusetts saw my catalog and invited me to sell books at a weekend conference,
helping me generate more than $2,000 in 2 days—and introducing me to another strategy for making
$100,000 a year.

At the same time I was visualizing greater book sales, I also got the idea to generate more income
from my workshops and seminars. When I asked a friend who did similar work how I could charge
higher fees, he revealed he was already charging more than double what I was being paid! With his
encouragement, I instantly tripled my rates and discovered the schools that were hiring me to speak
had budgets even higher than that.

My affirmation was paying off big time. But if I hadn’t set the goal to make $100,000 and been
diligent about affirming and visualizing it, I never would have raised my speaking fees, started a
mail-order bookstore, attended a major conference, or been interviewed for a major publication.

As a result, my income that year skyrocketed from $25,000 to over $92,000!

Of course, I missed my $100,000 goal by $8,000, but I can assure you I wasn’t depressed about it.
On the contrary, [ was ecstatic. I had almost quadrupled my income in less than 1 year, using the
power of visualization and affirmations coupled with the willingness to act when I had an “inspired
idea.”

After our $92,000 year, my wife asked me, “If affirmations worked for $100,000, do you think they
would also work for $1 million?”” Using affirmations and visualization, we went on to achieve that
goal as well and have continued to make $1 million or more every year since.
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See What You Want,
Get What You See

Imagination is everything. It is the preview of life’s coming attractions.

ALBERT EINSTEIN
Winner, Nobel Prize for Physics

Visualization—or the act of creating compelling and vivid pictures in your mind—may be the most
underutilized success tool you possess because it greatly accelerates the achievement of any success
in three powerful ways.

1. Visualization activates the creative powers of your subconscious mind.
2. Visualization focuses your brain by programming its reticular activating system (RAS) to
notice available resources that were always there but were previously unnoticed.
3. Visualization magnetizes and attracts to you the people, resources, and opportunities you need to
achieve your goal.

When you perform any task in real life, researchers have found, your brain uses the same
identical processes it would use if you were only vividly visualizing that activity. In other words,
your brain sees no difference whatsoever between visualizing something and actually doing it.

This principle also applies to learning anything new. Harvard University researchers found that
students who visualized in advance performed tasks with nearly 100% accuracy, whereas students
who didn’t visualize achieved only 55% accuracy.

Visualization simply makes the brain achieve more. And though none of us were ever taught this in
school, sports psychologists and peak performance experts have been popularizing the power of
visualization since the 1980s. Almost all Olympic and professional athletes now employ the power of
visualization.

Jack Nicklaus, the legendary golfer with more than 100 tournament victories and over $5.7 million
in winnings, once said, “I never hit a shot, not even in practice, without having a very sharp, in-focus
picture of it in my head. It’s like a color movie. First I ‘see’ where I want it to finish, nice and white
and sitting high on the bright green grass. Then the scene quickly changes, and I ‘see’ the ball going
there: its path, trajectory, and shape, even its behavior on landing. Then there’s sort of a fade-out, and
the next scene shows me making the kind of swing that will turn the previous images into reality.”

How Visualization Works to Enhance Performance

When you visualize your goals as already complete each and every day, it creates a conflict in your



subconscious mind between what you are visualizing and what you currently have. Your subconscious
mind tries to resolve that conflict by turning your current reality into the new, more exciting vision.

This conflict, when intensified over time through constant visualization, actually causes three things
to happen:

1. It programs your brain’s RAS to start letting into your awareness anything that will help you
achieve your goals.

2. It activates your subconscious mind to create solutions for getting the goals you want. You’ll
start waking up in the morning with new ideas. You’ll find yourself having ideas in the shower,
while you are taking long walks, and while you are driving to work.
3. It creates new levels of motivation. You’ll start to notice you are unexpectedly doing things that
take you to your goal. All of a sudden, you are raising your hand in class, volunteering to take on
new assignments at work, speaking out at staff meetings, asking more directly for what you want,
saving money for the things that you want, paying down a credit card debt, or taking more risks in
your personal life.

Let’s take a closer look at how the RAS works. At any one time, there are about 8 million bits of
information streaming into your brain—most of which you cannot attend to, nor do you need to. So
your brain’s RAS filters most of them out, letting into your awareness only those signals that can help
you survive and achieve your most important goals.

So how does your RAS know what to let in and what to filter out? It lets in anything that will help
you achieve the goals you have set and constantly visualize and affirm. It also lets in anything that
matches your beliefs and images about yourself, others, and the world.

The RAS is a powerful tool, but it can only look for ways to achieve the exact pictures you give it.
Your creative subconscious doesn’t think in words—it can only think in pictures. So how does this
help your effort to become successful and achieve the life of your dreams?

When you give your brain specific, colorful, and vividly compelling pictures to manifest—it will
seek out and capture all the information necessary to bring that picture into reality for you. If you give
your mind a $10,000 problem, it will come up with a $10,000 solution. If you give your mind a $1
million problem, it will come up with a $1 million solution.

If you give it pictures of a beautiful home, an adoring spouse, an exciting career, and exotic
vacations, it will go to work on achieving those. By contrast, if you are constantly feeding it negative,
fearful, and anxious pictures—guess what?—it will achieve those, too.

The Process for Visualizing Your Future

The process of visualizing for success is really quite simple. All you have to do is close your eyes
and see your goals as already complete.

If one of your objectives is to own a nice house on the lake, then close your eyes and see yourself
walking through the exact house you would like to own. Fill in all of the details. What does the
exterior look like? How is it landscaped? What kind of view does it have? What do the living room,
kitchen, master bedroom, dining room, family room, and den look like? How is it furnished? Go from
room to room and fill in all of the details.



Make the images as clear and bright as possible. This goes for any goal you make—whether it’s in
the area of work, play, family, personal finances, relationships, or philanthropy. Write down each of
your goals and objectives, then review them, affirm them, and visualize them every day.

Then, each morning when you awake and each night before you go to bed, read through the list of
goals out loud, pausing after each one to close your eyes and re-create the visual image of that
completed goal in your mind. Continue through the list until you have visualized each goal as
complete and fulfilled. The whole process will take between 10 and 15 minutes, depending on how
many goals you have. If you meditate, do your visualization right after you finish meditating. The
deepened state you have achieved in meditation will heighten the impact of your visualizations.

Adding Sounds and Feelings to the Pictures

To multiply the effect many times over, add sound, smells, tastes, and feelings to your pictures. What
sounds would you be hearing, what smells would you be smelling, what tastes would you be tasting,
and—most importantly—what emotions and bodily sensations would you be feeling if you had
already achieved your goal?

If you were imagining your dream house on the beach, you might add in the sound of the surt
lapping at the shore outside your home, the sound of your kids playing on the sand, and the sound of
your spouse’s voice thanking you for being such a good provider.

Then add in the feelings of pride of ownership, satisfaction at having achieved your goal, and the
feeling of the sun on your face as you sit on your deck looking out over the ocean at a beautiful sunset.

Fuel Your Images with Emotion

By far, these emotions are what propel your vision forward. Researchers know that when
accompanied by intense emotions, an image or scene can stay locked in the memory forever.

I’m sure you remember exactly where you were when John F. Kennedy was assassinated in 1963
or when the World Trade Center collapsed on September 11, 2001. Your brain remembers it all in
great detail because not only did your brain filter information you needed for survival under these
tense moments but also the images themselves were created with intense emotion. These intense
emotions actually stimulate the growth of additional spiny protuberances on the dendrites of brain
neurons, which ultimately creates more neural connections, thus locking in the memory much more
solidly. You can bring this same emotional intensity to your own visualizations by adding inspiring
music, real-life smells, deeply felt passion, even loudly shouting your affirmations with exaggerated
enthusiasm. The more passion, excitement, and energy you can muster, the more powerful will be the
ultimate result.

Visualization Works

Olympic gold medalist Peter Vidmar describes his use of visualization in his successful pursuit of the
gold:

To keep us focused on our Olympic goal, we began ending our workouts by visualizing our dream.



We visualized ourselves actually competing in the Olympics and achieving our dream by
practicing what we thought would be the ultimate gymnastics scenario.

I’d say, “Okay, Tim, let’s imagine it’s the men’s gymnastics team finals of the Olympic Games.
The United States team 1s on its last event of the night, which just happens to be the high bar. The last
two guys up for the United States are Tim Daggett and Peter Vidmar. Our team is neck and neck with
the People’s Republic of China, the reigning world champions, and we have to perform our routines
perfectly to win the Olympic team gold medal.”

At that point we’d each be thinking, Yeah, right. We’re never going to be neck and neck with
those guys. They were number one at the Budapest world championships, while our team didn 't
even win a medal. It’s never going to happen.

But what if it did happen? How would we feel?

We’d close our eyes and, in this empty gym at the end of a long day, we’d visualize an Olympic
arena with 13,000 people in the seats and another 200 million watching live on television. Then we’d
practice our routines. First, I’d be the announcer. I’d cup my hands around my mouth and say, “Next
up, from the United States of America, Tim Daggett.” Then Tim would go through his routine as if it
were the real thing.

Then Tim would go over to the corner of the gym, cup his hands around his mouth, and, in his
best announcer voice, say, “Next up, from the United States of America, Peter Vidmar.”

Then it was my turn. In my mind, I had one chance to perfectly perform my routine in order for
our team to win the gold medal. If I didn’t, we’d lose.

Tim would shout out, “Green light,” and I’d look at the superior judge, who was usually our
coach Mako. I’d raise my hand, and he’d raise his right back. Then I’d turn, face the bar, grab hold,
and begin my routine.

Well, a funny thing happened on July 31, 1984.

It was the Olympic Games, men’s gymnastics team finals in Pauley Pavilion on the UCLA
campus. The 13,000 seats were all filled, and a television audience in excess of 200 million around
the world tuned in. The United States team was on its last event of the night, the high bar. The last two
guys up for the United States just happened to be Tim Daggett and Peter Vidmar. And just as we
visualized, our team was neck and neck with the People’s Republic of China. We had to perform our
high bar routines perfectly to win the gold medal.

I looked at Coach Mako, my coach for the past 12 years. As focused as ever, he simply said,
“Okay, Peter, let’s go. You know what to do. You’ve done it a thousand times, just like every day
back in the gym. Let’s just do it one more time, and let’s go home. You’re prepared.”

He was right. I had planned for this moment and visualized it hundreds of times. I was prepared



to perform my routine. Rather than seeing myself actually standing in the Olympic arena with 13,000
people in the stands and 200 million watching on television, in my mind I pictured myself back in the
UCLA gym at the end of the day with two people left in the gym.

When the announcer said, “From the United States of America, Peter Vidmar,” I imagined it was
my buddy Tim Daggett saying it. When the green light came on, indicating it was time for the routine, I
imagined that it wasn’t really a green light but that it was Tim shouting, “Green light!” And when I
raised my hand toward the superior judge from East Germany, in my mind I was signaling my coach,
just like T had signaled him every day at the end of hundreds of workouts. In the gym, I always
visualized I was at the Olympic finals. At the Olympic finals, I visualized I was back in the gym.

I turned, faced the bar, jumped up, and grabbed on. I began the same routine I had visualized and
practiced day after day in the gym. I was in memory mode, going yet again where I’d already gone
hundreds of times. I quickly made it past the risky double-release move that had harpooned my
chances at the world championships. I moved smoothly through the rest of my routine and landed a
solid dismount, where I anxiously waited for my score from the judges.

With a deep voice the announcement came through the speaker, “The score for Peter Vidmar is
9.95.” “Yes!” I shouted. “I did 1t!” The crowd cheered loudly as my teammates and I celebrated our
victory.

Thirty minutes later, we were standing on the Olympic medal platform in the Olympic arena with
13,000 people in the stands and over 200 million watching on television, while the gold medals were
officially draped around our necks. Tim, me, and our teammates stood proudly wearing our gold
medals as the national anthem played and the American flag was raised to the top of the arena. It was
a moment we visualized and practiced hundreds of times in the gym. Only this time, it was for real.

What If I Don’t See Anything When I Visualize?

Some people are what psychologists refer to as eidetic visualizers. When they close their eyes, they
see everything in bright, clear, three-dimensional Technicolor images. Most of us, however, are
noneidetic visualizers. That means you don’t really see an image as much as you just think it. This is
perfectly okay. It still works just as well. Do the visualization exercise of imagining your goals as
already complete twice a day, every day, and you will still get the same benefit as those people who
claim to actually see the image.

Use Printed Pictures to Help You

If you have trouble seeing your goals, use pictures, images, and symbols you collect to keep your
conscious and subconscious mind focused on your goals. For example, if one of your goals is to own
a new Lexus LS-430, you can take your camera down to your local Lexus dealer and ask a
salesperson to take a picture of you sitting behind the wheel.

If your goal 1s to visit Paris, find a poster of the Eiffel Tower—then cut out a picture of you and



place it at the base of the Eiffel Tower as if it were a photograph taken of you in Paris. Several years
ago | did this with a picture of the Sydney Opera House, and within a year | was in Sydney, Australia,
standing in front of it.

If your goal is to be a millionaire, you might want to write yourself a check for $1,000,000 or
create a bank statement that shows your bank account or your stock portfolio with a $1,000,000
balance.

Mark Victor Hansen and I created a mock-up of the New York Times Best-Seller List with the
original Chicken Soup for the Soul® in the number-one spot. Within 15 months, that dream became a
reality. Four years later, we made a Guinness world record for having seven books on the New York
Times Best-Seller List at the same time.

Once you have created these images, you can place them—one to a page—in a three-ring binder
that you review every day. Or you could make a dream board or treasure map—a collage of all these
images on a bulletin board, wall, or a refrigerator door—somewhere where you will see them every
day.

When NASA was working on putting a man on the moon, they had a huge picture of the moon
covering the entire wall, from floor to ceiling, of their main construction area. Everyone was clear on
the goal, and they reached that goal 2 years ahead of schedule!

Vision Boards and Goal Books Made their Dreams Come True

In 1995 John Assaraf created a vision board and put it up on the wall in his home office. Whenever he
saw a materialistic thing he wanted or a trip he wanted to take, he’d get a photo of it and glue it to the
board. Then he’d see himself already enjoying the object of his desire.

In May 2000, having just moved into his new home in Southern California a few weeks earlier, he
was sitting in his office at 7:30 AM when his 5-year-old son Keenan came in and sat on a couple of
boxes that had been in storage 4 years. Keenan asked his father what was in the boxes. When John
told him his vision boards were in the boxes, Keenan replied, “Your vision whats?”

John opened one of the boxes to show Keenan a vision board. John smiled as he looked at the first
board and saw pictures of a Mercedes sports car, a watch, and some other items, all of which he had
acquired by then.

But as he pulled out the second board, he began to cry. On that board was a picture of the house he
had just bought and was living in! Not a house /ike it but the house! The 7,000-square-foot house that
sits on 6 acres of spectacular views, with a 3,000-square-foot guest house and office complex, a
tennis court, and 320 orange trees—that very home was a home he had seen in a picture that he had
cut out of Dream Homes magazine 4 years earlier!

Caryl Kristensen and Marilyn Kentz—better known as “The Mommies” because they make their
living joking about kids, family life, and the stresses of motherhood—know the power of creating
goal pictures to make their dreams come true. They started their friendship as well as their careers in
the small farm town of Petaluma, California, where they were neighbors. Once they decided to
become performers and create shows, they made a Goals Book, in which they listed all the things they
wanted to achieve, and then illustrated them with pictures. Without exception, everything they put in
the book came true!

Their achievements include The Mommies, an NBC sitcom that aired between 1993 and 1995, the



Caryl & Marilyn Show, a talk show that aired on ABC between 1996 and 1997, Showtime and
Lifetime cable specials, and their highly successful book, 7he Mother Load.

Because Caryl and Marilyn are both illustrators, drawing their goals seemed the easiest way to go
about it, but you don’t have to have drawing skills to make your own Goals Book. They worded their
goals in the present tense, added feeling phrases such as “I’m feeling content and grateful,” “I feel
relaxed and joyful,” and “Living in this wonderful house is so much fun,” and they always finished oft
their page with this phrase: “This or something better is manifesting itself for the good of all
concerned.”

And this or something better always happened.

Start Now

Set aside time each and every day to visualize every one of your goals as already complete. This is
one of the most vital things you can do to make your dreams come true. Some psychologists are now
claiming that one hour of visualization is worth 7 hours of physical effort. That’s a tall claim, but it
makes an important point—yvisualization is one of the strongest tools in your success toolbox. Make
sure you use it.

You don’t need to visualize your future achievements for a whole hour. Just 10 to 15 minutes is
plenty. Azim Jamal, a prominent speaker in Canada, recommends what he calls “the Hour of
Power”—20 minutes of visualization and meditation, 20 minutes of exercise, and 20 minutes of
reading inspirational or informational books. Imagine what would happen to your life if you did this
every day.
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Act as If

Believe and act as if it were impossible to fail.

CHARLES F. KETTERING
Inventor with over 140 patents and honorary doctorates from nearly 30 universities

One of the great strategies for success is to act as if you are already where you want to be. This
means thinking like, talking like, dressing like, acting like, and feeling like the person who has
already achieved your goal. Acting as if sends powerful commands to your subconscious mind to find
creative ways to achieve your goals. It programs the reticular activating system (RAS) in your brain
to start noticing anything that will help you succeed, and it sends strong messages to the universe that
this end goal is something you really want.

Start Acting as If

The first time I noticed this phenomenon was at my local bank. There were several tellers working
there, and I noticed that one in particular always wore a suit and tie. Unlike the other two male tellers
who just wore a shirt and a tie, this young man looked like an executive.

A year later, I noticed he had been promoted to his own desk where he was taking loan
applications. Two years later, he was a loan officer, and later he became the branch manager. I asked
him about this one day, and he replied that he always knew he would be a branch manager, so he
studied how the manager dressed and started dressing that way. He studied how the manager treated
people and started interacting with people the same way. He started acting as if he were a branch
manager long before he ever became one.

To fly as fast as thought, to be anywhere there is, you must first begin by knowing that you have
already arrived.

RICHARD BACH
Author of Jonathan Livingston Seagull

Becoming an International Consultant

In the late *70s, I met a seminar leader who had just returned from Australia. I decided that I, too,
wanted to travel and speak around the globe. I asked myself what I would need to become an
international consultant. I called the passport office and asked them to send me an application. I
purchased a clock that showed all the international time zones. I had business cards printed with the
words international consultant on them. Finally, I decided that Australia would be the first place |
would like to go, so I went to a travel agency and got a huge travel poster featuring the Sydney Opera



House, Ayers Rock, and a kangaroo-crossing sign. Every morning while I ate my breakfast, I looked
at that poster on my refrigerator and imagined being in Australia.

Less than a year later, I was invited to conduct seminars in Sydney and Brisbane. As soon as |
started acting as if [ were an international consultant, the universe responded by treating me like one
—the powerful Law of Attraction at work.

The Law of Attraction simply states that like attracts like. The more you create the vibration—the
mental and emotional states—of already having something, the faster you attract it to you. This is an
immutable law of the universe and critical to accelerating your rate of success.

Acting as If in the PGA

Fred Couples and Jim Nantz were two kids who loved golf and had very large dreams. Fred’s goal
was to someday win the Masters Tournament, and Jim’s was to someday work for CBS Sports as an
announcer. When Fred and Jim were suitemates at the University of Houston in the late ’70s, they
used to playact the scene where the winner of the Masters is escorted into Butler Cabin to receive his
green jacket and be interviewed by the CBS announcer. Fourteen years later, the scene they had
rehearsed many times in Taub Hall at the University of Houston played out in reality as the whole
world was watching. Fred Couples won the Masters and was taken by tournament officials into
Butler Cabin, where he was interviewed by none other than CBS Sports announcer Jim Nantz. After
the cameras stopped rolling, the two embraced each other with tears in their eyes. They always knew
it was going to be the Masters that Fred won, and that Jim would be there to cover it for CBS—the
amazing power of acting as if with unwavering certainty.

The Millionaire Cocktail Party

In many of my seminars we do an exercise called the Millionaire Cocktail Party. Everyone stands up
and socializes with the other participants as if they were all at an actual cocktail party. However, they
must act as if they have already achieved all of their financial goals in life. They act as if they already
have everything they want in life—their dream house, their vacation home, their dream car, their
dream career—as well as if they have achieved any personal, professional, or philanthropic goals
that are important to them.

Everyone suddenly becomes more animated, alive, enthusiastic, and outgoing. People who seemed
shy a few minutes earlier reach out and assertively introduce themselves to others. The energy and
volume level of the room soars. People excitedly tell each other about their achievements, invite each
other to their vacation homes in Hawaii and the Bahamas, and discuss their recent safaris in Africa
and their philanthropic missions to Third World countries.

After about 5 minutes, I stop the exercise and ask people to share how they are feeling. People
report feeling excited, passionate, positive, supportive, generous, happy, self-confident, and content.

I then ask them to look at the fact that their inner feelings—both emotional and physiological—
were different, even though in reality their outer circumstances were still the same. They had not
actually become millionaires in the real world, but they had begun to feel like millionaires simply by
acting as if they were.



Be, Do, and Have Everything You Want...Starting Now

You can begin right now to act as if you have already achieved any goal you desire, and that outer
experience of acting as if will create the inner experience—the millionaire mind-set, as it were—that
will take you to the actual manifestation of that experience.

Once you choose what it is you want to be, do, or have, all you have to do is start acting as if you
already are being, doing, or having it. How would you act if you already were a straight-A student,
top salesperson, highly paid consultant, rich entrepreneur, world-class athlete, best-selling author,
internationally acclaimed artist, sought-after speaker, or celebrated actor or musician? How would
you think, talk, act, carry yourself, dress, treat other people, handle money, eat, live, travel, and so
forth?

Once you have a clear picture of that, start being it—now!

Successful people exude self-confidence, ask for what they want, and say what they don’t want.
They think anything is possible, take risks, and celebrate their successes. They save a portion of their
income and share a portion with others. You can do all of those things now before you ever become
rich and successful. These things don’t cost money, just intention. And as soon as you start acting as
if, you will start drawing to you the very people and things that will help you achieve it in real life.

Remember, the proper order of things is to start now and be who you want to be, then do the
actions that go along with being that person, and soon you will find that you easily ave everything
you want in life—health, wealth, and fulfilling relationships.

The Party that Could Change Your Life

In 1986 I attended a party given by Diana von Welanetz and the Inside Edge that deeply impacted the
lives of all of us who attended. It was a “come as you will be in 1991 party” held on the Queen Mary
in Long Beach, California. Those of us who attended were to envision where we would like to be in
1991—>5 years into the future. After we had created our ideal vision, we were to then stretch our
imaginations even further, to make our vision even bigger still.

When we attended the party, we were to act as if it really were 1991 and our vision had already
come true. We were to dress the part, talk the part, and bring any props that demonstrated that our
dream had already come true—books written, awards earned, and large paychecks received. We
were to spend the evening bragging about our accomplishments, celebrating our successes and the
successes of others, talking about how happy and fulfilled we were, and discussing what we were
going to do next. We were to stay in character the entire night.

When we arrived, we were met by 20 men and women who had been hired to play the part of
adoring fans and paparazzi. Cameras flashed and fans screamed our names, asking for autographs.

[ went as a best-selling author with several reviews of my number-one New York Times best seller
to show people. A man who came as a multimillionaire dressed as a beach bum—his vision of
retirement—spent the evening handing out real lottery tickets to everyone at the party. A woman
brought a mock edition of 7ime magazine with her face on the cover for winning an international
award for making advances in the peace movement.

A man who wanted to retire and spend his life as a sculptor showed up in a leather sculptor’s
apron with a hammer and chisel and safety goggles and pictures of sculptures he had made. Another



gentleman who wanted to become a successful stock trader spent the entire evening answering his cell
phone, talking animatedly and then commanding, “Buy five thousand shares” or “Sell ten thousand
shares.” He had actually hired someone to call him every 15 minutes during the party just to carry off
his “act as if”!

A movie producer arrived dressed in a tuxedo, having envisioned winning an award for his first
coproduction with the Russians. His wife, who was just embarking on a writing career and had yet to
sell a book, arrived carrying mock-ups of three books she had written. In the spirit of everyone
supporting everyone else’s dream, people told her that they had seen her on Oprah, Sally Jesse
Raphael, and the Today show. Others congratulated her for making the best-seller lists and for
winning a Pulitzer prize. And so it went all evening long. (Many of you now know this author, Susan
Jeffers, who did go on from that transformational evening to publish 17 successful books, including
the internationally acclaimed best-selling classic Feel the Fear and Do It Anyway®.)

And as you know if you’ve read this far, the same thing happened to me. I went on to write,
compile, and edit over 80 books, including 11 number-one New York Times best sellers. That party,
where we maintained our future personas for over 4 hours, flooded our subconscious minds with
powerful images of already having achieved our aspirations. These vivid experiences, infused with
the positive emotions generated by the events of the evening, strengthened the positive neural
pathways in our brains that in some cases forged, and in other cases deepened, our new self-images
of being supersuccessful.

But most importantly, it worked. All those who attended that party have gone on to realize the
dreams they acted out that night and much, much more.

Make the commitment to throw a “come as you will be” party for your closest circle of friends,
your company, your business associates, your graduating class, or your mastermind group. Why not
build it into your annual convention or sales meeting? Think of the creative energy, awareness, and
support it will release.

You can use the following invitation:

COME AS YOU WILL BE...IN 2010!

Join us for a celebration that will stretch your imagination and catapult you into your own
future.

When:

Where:

Given by:

RSVP to:




Arrive as who you will be 5 years from now. Dress in your very best. Speak only in the
present tense the entire evening, as if it were already 2010, all your goals have been
achieved, and all your dreams have already come true.

You will be videotaped as you arrive. Bring props to show everyone what you have achieved
in the years between, such as best-selling books you’ve written, magazine covers you’ve been
on, awards you’ve won, and photographs or scrapbooks of your achievements. Throughout
the evening, you will have the opportunity to applaud others in their achievements and to
receive congratulations.

And the Party Continues

A few years after the party in Long Beach, I appeared on the Caryl & Marilyn Show on ABC and
shared my experience on the Queen Mary. They immediately recognized the power of the idea and
decided to throw a similar party for all of their crew and friends. Here is what Marilyn wrote about it
6 years later in her book Not Your Mother’s Midlife:

I giggle whenever I think about our Five-Year Party. Caryl and I went all out with fake paparazzi,
Entertainment Tonight interviews, and a red-carpet entrance. I had sent telegrams to the party
house from famous people congratulating everyone on their accomplishments. Caryl and I carried
around copies of our new Mommy Book. I’d made mock books with a cover using this crazy
picture of us wearing plastic flamingos on our heads—the only photo I could drum up that
afternoon. At that time we didn’t even have an outline, let alone a book deal.

Two years later HarperCollins released our book The Mother Load, and by pure coincidence,
out of all the head shots we submitted for the jacket, the photograph they decided to use was the same
one | used on the “fake” book jacket. The book did very well—went through three hardcover
printings and eventually also sold as a paperback....

Six years ago my daughter was ten and in elementary school. Because I was afraid she’d be a
horrid, naughty, sassy teenager within the next five years, I hired a young fifteen-year-old to play my
darling, loving, “good yet normal” teenage daughter. I provided her with a script. She burst into the
house and kissed my cheek, exclaiming how great it was that we had this special relationship where
we talked about everything and hardly ever fought. She said she couldn’t stay long because she was
on her way to a party with her designated driver and, while she was quite a healthy, normal teenager,
I really had nothing to worry about because she never got carried away with drinking alcohol or
smoking pot. I also had to throw this in: She explained that she was going to see Denzel Washington’s
son at the party. The whole bit got lots of laughs.

Fast-forward six years. First of all, my daughter and I have that special relationship I dreamed
about. I don’t know why, but we do talk about everything. (Okay, I’'m not dumb...certain things are
saved for best friends and siblings.) We rarely ever fight, she’s a wise and moderate teenager, and
she actually goes to parties with Denzel’s son. It’s true! When I’d made up that little scenario I’d had



no idea if Denzel lived here in Los Angeles or in New York: I didn’t even know if he had kids. What
are the chances that my daughter would end up in the same high school as his son? What a crazy Five-
Year Party!!>

The purpose of the “come as you will be party” is to create an emotionally charged experience of
what it will be like when you have made it—when you have achieved your dreams. When you spend
an evening living out the lifestyle you want and deserve, you lay down powerful blueprints in your
subconscious mind that will later support you in perceiving opportunities, creating powerful
solutions, attracting the right people, and taking the necessary actions to achieve your dreams and
goals.

Be clear that one party like this is not enough by itself to change your entire future. You will still
have to do other things to make it happen. However, it 1s one more piece in an overall system of
powerful “acting as if” strategies that will support you in the creation of your desired future.
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TAKE ACTION

Things may come to those who wait,but only the things left by those who hustle.

ABRAHAM LINCOLN
Sixteenth president of the United States
What we think or what we know or what we believe is,in the end, of little consequence.The only
consequence is what we do.

JOHN RUSKIN
English author, art critic, and social commentator

The world doesn’t pay you for what you know; it pays you for what you do. There’s an enduring
axiom of success that says, “The universe rewards action.” Yet as simple and as true as this principle
1s, 1t’s surprising how many people get bogged down in analyzing, planning, and organizing when
what they really need to do is take action.

When you take action, you trigger all kinds of things that will inevitably carry you to success. You
let those around you know that you are serious in your intention. People wake up and start paying
attention. People with similar goals become aligned with you. You begin to learn things from your
experience that cannot be learned from listening to others or from reading books. You begin to get
feedback about how to do it better, more efficiently, and more quickly. Things that once seemed
confusing begin to become clear. Things that once appeared difficult begin to be easier. You begin to
attract others who will support and encourage you. All manner of good things begin to flow in your
direction once you begin to take action.

TALK IS CHEAP!

Over the years of teaching and coaching people in my company and in my seminars, I have found that
the one thing that seems to separate winners from losers more than anything else i1s that winners take
action. They simply get up and do what has to be done. Once they have developed a plan, they start.
They get into motion. Even if they don’t start perfectly, they learn from their mistakes, make the
necessary corrections, and keep taking action, all the time building momentum, until they finally
produce the result they set out to produce...or something even better than they conceived of when they
started.

To be successful, you have to do what successful people do, and successful people are highly
action-oriented. I have already covered how to create a vision, set goals, break them down into small
steps, anticipate obstacles and plan how to deal with them, visualize and affirm your success, and
believe in yourself and your dreams. Now it’s time to take action. Enroll in the course, get the
necessary training, call the travel agent, start writing that book, start saving for the down payment on



your home, join the health club, sign up for those piano lessons, or write that proposal.

NOTHING HAPPENS UNTIL YOU TAKE ACTION

If your ship doesn’t come in, swim out to meet it.

JONATHAN WINTERS
Grammy Award—winning comedian, actor, writer, and artist

To demonstrate the power of taking action in my seminars, I hold up a $100 bill and ask, “Who wants
this $100 bill?” Invariably, most of the people in the audience will raise their hands. Some will wave
their hands vigorously back and forth; some will even shout out “I want it” or “I’ll take it” or “Give it
to me.” But I just stand there calmly holding out the bill until they get it. Eventually, someone jumps
out of her seat, rushes to the front of the room, and takes the bill from my hand.

After the person sits down—mnow $100 richer for her efforts—I ask the audience, “What did this
person do that no one else in the room did? She got off her butt and took action. She did what was
necessary to get the money. And that is exactly what you must do if you want to succeed in life. You
must take action, and, in most cases, the sooner the better.” I then ask, “How many of you thought
about getting up and just coming and taking the money but stopped yourselves?”

I then ask them to remember what they told themselves that stopped them from getting up.

The usual answers are

“I didn’t want to look like I wanted or needed it that badly.”

“I wasn’t sure if you would really give it to me.”

“I was too far back in the room.”

“Other people need it more than I do.”

“I didn’t want to look greedy.”

“I was afraid I might be doing something wrong and then people would judge me or laugh at me.”
“I was waiting for further instructions.”

I then point out that whatever things they said to stop themselves are the same things that they say to
stop themselves in the rest of their lives.

One of the universal truths in life is “How you do anything is how you do everything.” If you are
cautious here, you are probably cautious everywhere. If you hold yourself back for fear of looking
foolish here, you probably hold yourself back for fear of looking foolish elsewhere. You have to
identify those patterns and break through them. It’s time to stop holding yourself back and just go for
the gold.

RUBEN GONZALEZ GOES FOR OLYMPIC GOLD

Ever since third grade, Ruben Gonzalez had wanted to be an Olympic athlete. He respected the
Olympians because they were an example of what he believed in—they are willing to commit to a
goal, risk adversity in the pursuit of it, and fail and keep trying until they succeed.

But it was not until he was in college and saw Scott Hamilton compete in the 1984 Sarajevo Games
that he actually made the decision to train for the Olympics. Ruben said to himself, If that little guy



can do it, I can do it too! I'm going to be in the next Olympics! Its a done deal. I just have to find
a sport.

After doing a little research on Olympic sports, Ruben decided he needed to pick a sport that
would build on his strengths. He knew that he was a good athlete but not a great athlete. His strength
was perseverance. He never quit anything, In fact, he had earned the nickname Bulldog in high school.
He figured he had to find a sport so tough, a sport with so many broken bones, that there would be lots
of quitters. That way maybe he could rise to the top on the attrition rate! He finally settled on the luge.

Next he wrote Sports Illustrated (this was before the Internet) and asked, “Where do you go to
learn how to luge?” They wrote back, “Lake Placid, New York. That’s where they had the Olympics
in 1936 and 1980. That’s where the track is.” Ruben picked up the phone and called Lake Placid.

“I’m an athlete in Houston and I want to learn how to luge so I can be in the Olympics in four years.
Will you help me?”

The guy who answered the phone asked, “How old are you?”

“Twenty-one years old.”

“Twenty-one? You're way too old. You’re ten years too late. We start them when they’re ten years
old. Forget it.”

But Ruben couldn’t forget it, and he started to tell the man his life story to buy some time until he
thought of something. Along the way he happened to say that he was born in Argentina.

All of a sudden, the man on the other end of the phone got excited. “Argentina? Why didn’t you say
so? If you’ll go for Argentina, we’ll help you.” It turns out the sport of luge was in danger of being
dropped from the Olympics because there weren’t enough countries competing on the international
level. “If you’ll go for Argentina and somehow we can get you into the top fifty ranked lugers in the
world in four years, which is what you’ll need to make it into the Olympics, it would add one more
country to the sport of luge, and that would make it a stronger sport. If you make it, you’d be helping
the U.S. team.” Then he added, “Before you come all the way to Lake Placid, you have to know two
things. Number one: if you want to do it at your age and you want to do it in only four years, it will be
brutal. Nine out of every ten guys quit. Number two: expect to break some bones.”

Ruben thought, Great! This works right into my plan. I'm not a quitter. The harder it is, the
easier it is for me.

A few days later Ruben Gonzalez was walking down Main Street in Lake Placid looking for the
U.S. Olympic Training Center. A day later, he was in a beginner’s class with 14 other aspiring
Olympians. The first day was miserable, and he even thought of quitting, but with the help of a friend
he recommitted to his Olympic dream and, though all 14 of the other aspirants eventually quit before
the end of the first season, Ruben finished the summer training.

Four grueling years later, Ruben Gonzalez realized his dream when he walked into the opening
ceremonies of the 1988 Calgary Winter Olympics. He returned again in Albertville in 1992 and Salt
Lake City for the 2000 Winter Games. Ruben Gonzalez, because he took immediate and persistent
action on his dream, will always be a “three-time Olympian.”

SUCCESSFUL PEOPLE HAVE A BIAS FOR ACTION

Most successful people I know have a low tolerance for excessive planning and talking about it. They
are antsy to get going. They want to get started. They want the games to begin. A good example of this



is my friend Bob Kriegel’s son Otis. When Otis came home for the summer with his new girlfriend
after his freshman year in college, they both began looking for jobs. While Otis just picked up the
phone and started calling around to see who might need someone, his girlfriend spent the first week
writing and rewriting her résumé. By the end of the second day, Otis had landed a job. His girlfriend
was still rewriting her résumé. Otis just got into action. He figured if someone asked for a résumé,
he’d deal with it then.

Planning has its place, but it must be kept in perspective. Some people spend their whole lives
waiting for the perfect time to do something. There’s rarely a “perfect” time to do anything. What is
important is to just get started. Get into the game. Get on the playing field. Once you do, you will start
to get feedback that will help you make the corrections you need to make to be successful. Once you
are in action, you will start learning at a much more rapid rate.

READY, FIRE, AIM!

'39

Most people are familiar with the phrase “Ready, aim, fire!” The problem is that too many people
spend their whole life aiming and never firing. They are always getting ready, getting it perfect. The
quickest way to hit a target is to fire, see where the bullet landed, and then adjust your aim
accordingly. If the hit was 2 inches above the target, lower your aim a little. Fire again. See where it
is now. Keep firing and keep readjusting. Soon you are hitting the bull’s-eye. The same is true for
anything.

When we started marketing the first Chicken Soup for the Soul® book, it occurred to me that it
would be a good idea to give away free excerpts from the book to small and local newspapers in
exchange for them printing a box at the end of the story telling people that the story was excerpted
from Chicken Soup for the Soul®, which was available at their local bookstore or by calling our 800
number. I had never done this before, so [ wasn’t sure if there was a correct way to submit a story to a
newspaper or magazine, so I just sent off a story from the book entitled “Remember, You Are Raising
Children, Not Flowers!” that I had written about my neighbor and his son, along with a cover letter to
the editor of L.A. Parent magazine. The letter read:

September 13, 1993

Jack Bierman
L.A. Parent

Dear Jack,

I would like to submit this article for publication in L.4. Parent. 1 have enclosed a brief
bio. [ would like you to print the little blurb I included on my new book Chicken Soup for the
Soul® with my article. If you would like a copy of the book, I would be more than happy to
send one to you!

Thank you for your time.

Sincerely,
Jack Canfield



Encl: article “Remember, You Are Raising Children, Not Flowers!”

A few weeks later, I received the following letter back:

Dear Jack:

I was annoyed by your fax. How dare you tell me to include “the little blurb on your
book.” How could you assume I’d be interested in this little bit of unsolicited word
processing. Then I read the article. Needless to say, I’ll run your little blurb and then some!

I was moved by this exercise and am sure it will touch the hearts of our 200,000 plus
readers from here to San Diego.

Has 1t ever appeared anywhere in my demographic? If so, where? I look forward to
working with you on raising children, not flowers.

Best regards,
Jack Bierman, Editor in Chief

I had not known how to submit a proper query letter to an editor. There was an accepted format that
I was unaware of. But I took action anyway. In a subsequent phone call, Jack Bierman generously
taught me the correct way to submit an article to a magazine. He gave me feedback on how to do it
better next time. Now I was in the game and I was learning from my experience. Ready, fire, aim!

Within a month I had submitted that same article to over 50 local and regional parenting magazines
all across the United States. Thirty-five of them published it, introducing Chicken Soup for the Soul®
to over 6 million parents.

QUIT WAITING

It’s time to quit waiting for

Perfection

Inspiration

Permission

Reassurance

Someone to change

The right person to come along
The kids to leave home

A more favorable horoscope
The new administration to take over
An absence of risk

Someone to discover you

A clear set of instructions
More self-confidence

The pain to go away



Get on with it already!

SATISFACTION COMES FROM ENOUGH ACTION

Have you ever noticed that the last six letters in the word satisfaction are a-c-t-i-o-n? In Latin, the
word satis means “enough.” What the ancient Romans understood clearly was that enough action
ultimately produces satisfaction.

Do It Now!

My mentor, W. Clement Stone, used to hand out lapel pins that said “Do it now.” When you have an
inspired impulse to take action, do it now. Ray Kroc, the founder of McDonald’s, said, “There are
three keys to success: 1. Being at the right place at the right time. 2. Knowing you are there. 3. Taking
action.”

On March 24, 1975, Chuck Wepner, a relatively unknown 30-to-1 underdog, did what no one
thought he could do—he went 15 rounds with the world heavyweight champion Muhammad Ali. In the
ninth round, he reached Ali’s chin with a right hand, knocking the champion to the ground—shocking
both Ali and the fans watching the fight. Wepner was only seconds away from being the world’s
heavyweight champion. However, Ali went on to win the 15-round bout and retain his title.

Over a thousand miles away, a struggling actor named Sylvester Stallone watched the fight on a
newly purchased television set. Though Stallone had contemplated the idea of writing a screenplay
about a down-and-out fighter getting a title shot before he saw the Ali~Wepner fight, he didn’t think it
was plausible. But after seeing Wepner, whom most people didn’t know, fighting the most well-
known fighter of all time, all he thought was Get me a pencil. He began to write that night, and 3 days
later, he had completed the script for Rocky, which went on to win three Oscars, including one for
best picture, thus launching Stallone’s multimillion-dollar movie career.

GIVE ME A BREAK!

A story 1s told of a man who goes to church and prays, “God, I need a break. I need to win the state
lottery. I’m counting on you, God.” Having not won the lottery, the man returns to church a week later
and once again prays, “God, about that state lottery...I’ve been kind to my wife. I’ve given up
drinking. I’ve been really good. Give me a break. Let me win the lottery.”

A week later, still no richer, he returns to pray once again. “God, I don’t seem to be getting through
to you on this state lottery thing. I’ve been using positive self-talk, saying affirmations, and visualizing
the money. Give me a break, God. Let me win the lottery.”

Suddenly the heavens open up, white light and heavenly music flood into the church, and a deep
voice says, “My son, give me a break! Buy a lottery ticket!”

FAIL FORWARD

No man ever became great or good except through many and great mistakes.



WILLIAM E. GLADSTONE
Former prime minister of Great Britain

Many people fail to take action because they’re afraid to fail. Successful people, on the other hand,
realize that failure is an important part of the learning process. They know that failure is just a way
we learn by trial and error. Not only do we need to stop being so afraid of failure but we also need to
be willing to fail—even eager to fail. I call this kind of instructive failure “failing forward.” Simply
get started, make mistakes, listen to the feedback, correct, and keep moving forward toward the goal.
Every experience will yield up more useful information that you can apply the next time.

This principle is perhaps demonstrated most compellingly in the area of start-up businesses. For
instance, venture capitalists know that most businesses fail. But in the venture capital industry, a new
statistic 1s emerging. If the founding entrepreneur 1s 55 years or older, the business has a 73% better
chance of survival. These older entrepreneurs have already learned from their mistakes. They’re
simply a better risk because through a lifetime of learning from their failures, they have developed a
knowledge base, a skill set, and a self-confidence that better enables them to move through the
obstacles to success.

You can never learn less; you can only learn more. The reason I know so much is because I have
made so many mistakes.
BUCKMINSTER FULLER
Mathematician and philosopher who never graduated from college but received 46 honorary
doctorates

One of my favorite stories is about a famous research scientist who had made several very important
medical breakthroughs. He was being interviewed by a newspaper reporter, who asked him why he
thought he was able to achieve so much more than the average person. In other words, what set him so
far apart from others?

He responded that it all came from a lesson his mother had taught him when he was 2 years old.
He’d been trying to take a bottle of milk out of the refrigerator, when he lost his grip and spilled the
entire contents on the kitchen floor. His mother, instead of scolding him, said, “What a wonderful
mess you’ve made! I’ve rarely seen such a huge puddle of milk. Well, the damage 1s already done.
Would you like to get down and play in the milk before we clean it up?”

Indeed, he did. And, after a few minutes, his mother continued, “You know, whenever you make a
mess like this, eventually you have to clean it up. So, how would you like to do that? We could use a
towel, sponge, or mop. Which do you prefer?”

After they were finished cleaning up the milk, she said, “What we have here is a failed experiment
in how to carry a big bottle of milk with two tiny hands. Let’s go out in the backyard, fill the bottle
with water, and see if you can discover a way to carry it without dropping it.” And they did.

What a wonderful lesson!

The scientist then remarked that it was at that moment that he knew he didn’t have to be afraid to
make mistakes. Instead, he learned that mistakes are just opportunities for learning something
new—which, after all, is what scientific experiments are all about.

That bottle of spilled milk led to a lifetime of learning experiences—experiences that were the
building blocks of a lifetime of world-renowned successes and medical breakthroughs!
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JUST LEAN INTO IT

You can’t cross a sea by merely staring into the water.

RABINDRANATH TAGORE
1913 Nobel laureate for literature

Oftentimes, success happens when you just lean into it—when you make yourself open to
opportunities and are willing to do what it takes to pursue it further—without a contract, without a
promise of success, without any expectation whatsoever. You just start. You lean into it. You see
what it feels like. And you find out if you want to keep going—instead of sitting on the sidelines
deliberating, reflecting, and contemplating.

Leaning into It Creates Momentum

One of the most extraordinary benefits of just leaning into it is that you begin creating momentum—
that unseen energy force that brings more opportunity, more resources, and more people who can help
you into your life at seemingly just the right time for you to benefit the most from them.

Many of the best-known acting careers, entrepreneurial pursuits, philanthropic projects, and other
“overnight successes” happened because someone responded favorably to the question “Have you
ever considered...?” or “Could I convince you to...?” or “Would you be willing to take a look at...?”
They leaned into it.

Be Willing to Start Without Seeing the Whole Path

Take the first step in faith. You don’t have to see the whole staircase.

Just take the first step.

MARTIN LUTHER KING JR.
Legendary civil rights leader

Of course, just leaning into a project or opportunity also means you must be willing to start without
necessarily seeing the entire pathway from the beginning. You must be willing to lean into it and see
how it unfolds.

Often we have a dream and because we can’t see how we’re going to achieve it, we are afraid to
start, afraid to commit ourselves because the path is unclear and the outcome is uncertain. But leaning
into it requires that you be willing to explore—to enter unknown waters, trusting that a port will
appear.

Simply start, then keep taking what feel like logical next steps, and the journey will ultimately take



you to where you want to go—or even someplace better.

Sometimes, You Don’t Even Have to Have a Clear Dream

From as early as she could remember, Jana Stanfield wanted to be a singer. She didn’t know where
her dream would eventually lead her, but she knew she had to find out. She leaned into it and took
some singing lessons—then eventually got a job singing weekends at the local country club. She
leaned into it a little more, and at 26 years old, she packed her bags for Nashville, Tennessee, to
pursue her dream of becoming a songwriter and recording artist.

Three long years she lived and worked in Nashville, seeing hundreds of more brilliant, talented,
and deserving performers than there were record deals to be had. Jana began to see the music industry
as a room full of slot machines that paid out just enough to keep you playing. A producer loves your
work, an artist considers your song for her next album, and maybe a record company tells you you’re
great—but rarely do the slot machines pay off with the big jackpot, the coveted recording contract.

After several years of working at a record promotion company to learn the business “from the
inside out,” Jana had to face facts: There were no guarantees—she could play the slots forever and
grow old in Nashville.

Finally, she admitted to herself that continuing to try to get a record deal was like pounding her
head against a wall. She didn’t realize at the time that often when you lean into it, roadblocks are put
in your path to force you onto a different path—a path that may be truer to your real purpose.

For every failure, there’s an alternative course of action. You just have to find it. When you come
to a roadblock, take a detour.

MARY KAY ASH
Founder of Mary Kay Cosmetics

Looking for Her Underlying Motivation

Jana had learned what many achievers have: that even when you can’t move forward, you can turn
right or you can turn left, but you have to keep moving. She discovered through some personal
development courses that sometimes, in the rush to fulfill our dreams, we get caught up in what we
think is the only form that will satisfy that dream—in Jana’s case, a recording contract.

But as Jana would soon learn, there are many ways to accomplish your goal if you know what
you’re really pursuing. Because underneath her desire to land a record deal was a deeper motivating
need, the real motivation for her dream—to use her music to uplift, inspire, and offer hope to people.

I want to combine music, comedy, storytelling, and motivation with what I’'m here for, she wrote
in her journal. I am an artist and my art is unfolding before me. The roadblock that blocked my
path has been lifted.

Emboldened by this new insight, Jana began to play anywhere people would let her. “Where two or
more are gathered, I will bring my guitar” became her motto. She played in living rooms, driveways,
schools, churches, anywhere she could.



“I’m Not Lost, I’'m Just Exploring”

But Jana was still at a loss to figure out how to combine her talents in a way that would be helpful to
people and pay her a modest income. There was no one out there already doing what she wanted to
do—combining music, comedy, storytelling, and motivation. There was no career path already laid
out to follow, no footsteps to walk in. She was charting new territory. She didn’t know where she
was going or what form it would ultimately take, but she kept leaning into it.

Keep Leaning and the Path Will Appear

Jana began to work odd jobs—always leaning into it—trying to figure out how to turn her passion for
her art and her desire to help people into something she could make a living from. /'m willing to use
my gifts to make this world a better place, she wrote in her journal. [ don 't know exactly how to use
my gifts to do this, but I have let God know that I am ready.

Again she leaned into it. Jana called churches, saying, “If you would let me come and sing two
songs in your service, it will give you a chance to get to know me and how I might be helpful. Then in
a few months, maybe you’d like to have me come back and do a concert in the afternoon.”

The Turning Point

After just two or three songs, church members would approach her and ask if she had her songs on
tape. There was one song, “If I Had Only Known,” that people requested more than any other. They’d
say, “I noticed a lot of people crying when you played that song. I’ve had a loss that’s so painful that I
can’t cry here at church because I don’t know 1f I can put myself back together once I start. Would you
make me a copy of this song so I can have it when I’'m alone and really feel the feelings you’re
bringing to me?”’

Jana spent a lot of time making cassettes and mailing them to people, but all the while, her friends
kept telling her to make an album. “You’ve got all these demos of songs you recorded when you were
trying to get a record deal,” they said. “Just take your demos and make an album.”

Jana thought, Oh, I couldn’t do that. It wouldn't be a real album with a real record company. It
wouldn 't really count. It would just show what a failure I've been. But her friends kept after her,
and eventually Jana leaned into it one more time.

She paid an engineer $100 to put together 10 of her songs, which she playfully referred to as “a
compilation of my top 10 most rejected songs.” She made the covers at Kinko’s, and reproduced 100
cassettes, which she now laughingly recalls she thought would be ““a lifetime supply.” As she traveled
from living room to living room and tiny church to tiny church, she set out her cassettes on a card
table and sold them after her performance.

Then came the turning point.

“My husband went with me to a church in Memphis,” Jana recalls. “They didn’t feel comfortable
having a card table with my cassettes inside the church, so they put my card table out on their new
parking lot. It had just been repaved—and in 95-degree weather, the asphalt was hot and black and
gooey. After the parking lot finally emptied, we got in the car and turned on the air-conditioning and
began counting what we’d earned.”



To Jana’s amazement, she had sold $300 worth of cassettes—3$50 more than she earned all week
working a freelance TV job she had taken to help make ends meet. Holding that $300 in her hand
made Jana realize, for the first time, that she could support herself doing what she loved to do.

Today, Jana’s company Keynote Concerts'® produces more than 50 motivational concerts a year for
groups all over the world. She started her own recording company, Relatively Famous Records,
which produced eight of Jana’s CDs and has sold over 100,000 copies. Jana’s songs have been
recorded by Reba McEntire, Andy Williams, Suzy Bogguss, John Schneider, and Megon McDonough.
She’s opened for Kenny Loggins and toured with author Melody Beatty. Her “heavy mental” music
has been featured on Oprah, 20/20, Entertainment Tonight, and radio stations coast to coast, as well
as in the movie 8 Seconds.

Jana Stanfield achieved her dream of becoming a songwriter and recording star—all because she
leaned into it and trusted the path that appeared. You, too, can get from where you are to where you
want to be if you’ll just trust that if you lean into it, the path will appear. Sometimes i1t will be like
driving through the fog, where you can only see the road 10 yards ahead of you. But if you keep
moving forward, more of the road will be revealed, and eventually, you will arrive at the goal.

Pick an area of your life—career, financial, relationship, health and fitness, recreation, hobby, or
contribution—that you would like to explore and just lean into it.
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Experience Your Fear and Take Action Anyway

We come this way but once. We can either tiptoe through life and hope that we get to death without
being too badly bruised or we can live a full, complete life achieving our goals and realizing our
wildest dreams.

BOB PROCTOR
Self-made millionaire, radio and TV personality, and success trainer

As you move forward on your journey from where you are to where you want to be, you are going to
have to confront your fears. Fear is natural. Whenever you start a new project, take on a new venture,
or put yourself out there, there is usually fear. Unfortunately, most people let fear stop them from
taking the necessary steps to achieve their dreams. Successful people, on the other hand, feel the fear
along with the rest of us but don’t let it keep them from doing anything they want to do—or have to
do. They understand that fear is something to be acknowledged, experienced, and taken along for the

ride. They have learned, as author Susan Jeffers suggests, “to feel the fear and do it anyway.”®"

Why Are We So Feartul?

Millions of years ago, fear was our body’s way of signaling us that we were out of our comfort zone.
It alerted us to possible danger, and gave us the burst of adrenaline we needed to run away.
Unfortunately, though this response was useful in the days when saber-toothed tigers were chasing us,
today most of our threats are not all that life-threatening.

Today, fear is more of a signal that we must stay alert and cautious. We can feel fear, but we can
still move forward anyway. Think of your fear as a 2-year-old child who doesn’t want to go grocery
shopping with you. You wouldn’t let a 2-year-old’s mentality run your life. Because you must buy
groceries, you’ll just have to take the 2-year-old along with you. Fear is no different. In other words,
acknowledge that fear exists but don’t let it keep you from doing important tasks.

You Have to Be Willing to Feel the Fear

Some people will do anything to avoid the uncomfortable feeling of fear. If you are one of those
people, you run an even bigger risk of never getting what you want in life. Most of the good stuft
requires taking a risk. And the nature of a risk is that it doesn’t always work out. People do lose their
investments, people do forget their lines, people do fall off mountains, people do die in accidents. But
as the old adage so wisely tells us, “Nothing ventured, nothing gained.”

When I interviewed Jeff Arch, who wrote the screenplay for the movie Sleepless in Seattle, he told
me:



I am about to launch the biggest gamble of my life—writing and directing a two-million-dollar
comedy, when I have never directed before, and using my own money plus raising other money to
fund it—and I really need to succeed at this. Really, it’s an all-or-nothing situation. And the thing
that ’'m experiencing right now, which I think is really important and that a lot of people who write
about success leave out, is you’ve got to be willing to be terrified. Because I am terrified about
what ’'m about to do. But it’s not immobilizing. It’s a good terrified; it’s a terrified that keeps you
on your toes.

I know I have to do this because I had a very clear vision, and I am willing to stand alone
without agreement from the industry, which I learned you have to do from when I was pitching
Sleepless in Seattle. Believe me, when you start pitching an idea about a love story where the lead
characters don’t meet, you are alone. Everybody told me, “You’re out of your freaking mind.” And
one thing I discovered is when everyone says you’re out of your mind, you just might be on to
something. So, I had these reference points from my past experience. I was alone back then. And I
was right. I’ve learned you have to believe in your dream. Because even if everyone is telling you
you’re wrong, that still might not mean anything—you just might be right.

You reach a point where you say, “This 1s it. I'm throwing everything into this. And it’s got to
succeed.” It’s like the Spanish conquistador Hernando Cortez in 1519. To prevent any thought of
retreating from his mission, after he landed in Mexico, he burned all of his ships. Well, I’ve rented
new ships just for the sake of burning them. I took out loans on ships that weren’t even mine. I’'m
throwing money, credibility—every single thing there is—into my new project. And it’s either going
to be a home run or a strikeout—not a single or a double.

I know there’s a terror in doing this, but there’s also this confidence. It isn’t going to kill me. It
might make me broke, it might leave me in debt, it might make me lose credibility, and it might make
the journey back a whole lot harder. But unlike Cortez, I’'m not in a business where they kill you if
you goof up. I think one of the secrets to my success is that ’'m willing to be terrified, and I think a lot
of people are not willing to be scared to death. And that’s why they don’t achieve the big dream.

Fantasized Experiences Appearing Real

Another important aspect to remember about fear is that, as humans, we’ve also evolved to the stage
where almost all of our fears are now self-created. We frighten ourselves by fantasizing negative
outcomes to any activity we might pursue or experience. Luckily, because we are the ones doing the
fantasizing, we are also the ones who can stop the fear and bring ourselves into a state of clarity and
peace by facing the actual facts, rather than giving in to our imaginations. We can choose to be
sensible. Psychologists like to say that fear means

Fantasized
Experiences
Appearing
Real



To help you better understand how we actually bring unfounded fear into our lives, make a list of
the things you are afraid to do. This is not a list of things you are afraid of, such as being afraid of
spiders, but things you’re afraid to do, such as being afraid to pick up a spider. For example, I am
afraid to

» Ask my boss for a raise

* Ask Sally out for a date

* Go skydiving

* Leave my kids home alone with a sitter

* Leave this job that | hate

 Take 2 weeks away from the office

» Ask my friends to look at my new business opportunity
* Delegate any part of my job to others

» Now go back and restate each fear using the following format:
[ want to , and I scare myself by imagining

The key words are I scare myself by imagining. All fear is self-created by imagining some
negative outcome in the future. Using some of the same fears listed above, the new format would look
like this:

« [ want to ask my boss for a raise, and I scare myself by imagining he would say no and be angry
with me for asking.

[ want to ask Sally out for a date, and I scare myself by imagining that she would say no and I
would feel embarrassed.

* [ want to go skydiving, and I scare myself by imagining that my parachute wouldn’t open and I
would be killed.

* | want to leave my kids home with a sitter, and I scare myself by imagining that something terrible
would happen to them.

[ want to leave this job I hate to pursue my dream, and I scare myself by imagining I would go
bankrupt and lose my house.

* [ want to ask my friends to look at my new business opportunity, and I scare myself by imagining
they will think I am only interested in making money off of them.

Can you see that you are the one creating the fear?

How to Get Rid of Fear

I have lived a long life and had many troubles, most of which never happened.

MARK TWAIN
Celebrated American author and humorist

One way to actually disappear your fear is to ask yourself what you’re imagining that is scary to you,
and then replace that image with its positive opposite.



When I was flying to Orlando recently to give a talk, I noticed the woman next to me was gripping
the arms of her seat so tightly her knuckles were turning white. I introduced myself, told her I was a
trainer, and said I couldn’t help but notice her hands. I asked her, “Are you afraid?”

“Yes.”

“Would you be willing to close your eyes and tell me what thoughts or images you are experiencing
in your head?”

After she closed her eyes, she replied, “I just keep imagining the plane not getting off the runway
and crashing.”

“I see. Tell me, what are you headed to Orlando for?”

“I’'m going there to spend four days with my grandchildren at Disney World.”

“Great. What’s your favorite ride at Disney World?”

“It’s a Small World.”

“Wonderful. Can you imagine being at Disney World in one of the gondolas with your
grandchildren in the It’s a Small World attraction?”

“Yes.”

“Can you see the smiles and the looks of wonder on your grandchildren’s faces as they watch all
the little puppets and figures from the different countries bobbing up and down and spinning around?”

“Uh-huh.”

At that point I started to sing, “It’s a small world after all; it’s a small world after all...”

Her face relaxed, her breathing deepened, and her hands released their grip on the arms of the seat.

In her mind, she was already at Disney World. She had replaced the catastrophic picture of the
plane crashing with a positive image of her desired outcome, and instantly her fear disappeared.!”

You can use this same technique to disappear any fear that you might ever experience.

Replace the Physical Sensations Fear Brings

Another technique that works for relieving fear is to focus on the physical sensations you’re currently
feeling—sensations you’re probably just identifying as fear. Next, focus on those feelings you would
like to be experiencing instead—courage, self-confidence, calm, joy.

Fix these two different impressions firmly in your mind’s eye, then slowly shuttle back and forth
between the two, spending about 15 seconds in each one. After a minute or two, the fear will
dissipate and you will find yourself in a neutral, centered place.

Remember When You Triumphed in the Face of Fear

Did you ever learn to dive off a diving board? If so, you probably remember the first time you walked
to the edge of the board and looked down. The water looked a lot deeper than it really was. And
considering the height of the board and the height of your eyes above the board, it probably looked
like a very long way down.

You were scared. But did you look at your mom or dad or the diving instructor and say, “You
know, I’'m just too afraid to do this right now. I think I’'ll go do some therapy on this, and if I can get
rid of my fear, I’ll come back and try again...”?



No! You didn’t say that.

You felt the fear, somehow mustered up courage from somewhere, and jumped into the water. You
felt the fear and did it anyway.

When you surfaced, you probably swam like crazy to the side of the pool and took a few well-
earned deep breaths. Somewhere, there was a little rush of adrenaline, the thrill of having survived a
risk, plus the thrill of jumping through the air into the water. After a minute, you probably did it again,
and then again and again—enough to where it got to be really fun. Pretty soon, all of the fear was gone
and you were doing cannonballs to splash your friends and maybe even learning how to do a backflip.

If you can remember that experience or the first time you drove a car or the first time you kissed
someone on a date, you’ve got the model for everything that happens in life. New experiences will
always feel a little scary. They’re supposed to. That’s the way it works. But every time you face a
fear and do it anyway, you build up that much more confidence in your abilities.

Scale Down the Risk

Anthony Robbins says, “If you can’t, you must, and if you must, you can.” I agree. It is those very
things that we are most afraid to do that provide the greatest liberation and growth for us.

If a fear is so big that it paralyzes you, scale down the amount of risk. Take on smaller challenges
and work your way up. If you’re starting your first job in sales, call on prospects or customers you
think will be the easiest to sell to first. If you’re asking for money for your business, practice on those
lending sources whom you wouldn’t want to get a loan from anyway. If you’re anxious about taking on
new responsibilities at work, start by asking to do parts of a project you're interested in. If you're
learning a new sport, start at lower levels of skill. Master those skills you need to learn, move
through your fears, and then take on bigger challenges.

When Your Fear is Really a Phobia

Some fears are so strong that they can actually immobilize you. If you have a full-blown phobia, such
as fear of flying or fear of being in an elevator, it can seriously inhibit your ability to be successful.
Fortunately there is a simple solution for most phobias. The Five-Minute Phobia Cure, developed by
Dr. Roger Callahan, is easy to learn and can be self-administered as well as facilitated by a
professional.

I learned about this magical technique from Dr. Callahan’s book and video and have used it
successfully in my seminars for more than 15 years. The process uses a simple but precise pattern of
tapping on various points of the body while you simultaneously imagine the object or experience that
stimulates your phobic reaction. It acts in much the same way as a virus in a computer program by
permanently interrupting the “program” or sequence of events that occur in the brain between the
initial sighting of the thing you are afraid of (such as seeing a snake or stepping into an airplane) and
the physical response (such as sweating, shaking, shallow breathing, or weak knees) you experience.

When I was leading a seminar for real estate agents, a woman revealed that she had a phobia about
walking up stairs. In fact, she had experienced it that very morning, when in response to her request
for directions to the seminar, the bellman had pointed to a huge staircase leading to the grand
ballroom. Fortunately, there was also an elevator, so she made it to the seminar. If there hadn’t been,



she would have turned around and driven home. She admitted that she had never been on the second
floor of any home she had ever sold. She would pretend she had already been up there, tell the
prospective buyers what they would find on the second floor, on the basis of her reading of the listing
sheet, and then let them explore it on their own.

I did the Five-Minute Phobia Cure with her and then took all 100 people out to the same hotel
stairway that had petrified her earlier in the day. With no hesitation, heavy breathing, or drama, she

walked up and down the stairs twice. It is that simple.'8

Take a Leap!
Come to the edge, He said.
They said: We are afraid.
Come to the edge, He said.

They came. He pushed them,

And they flew...

GUILLAUME APOLLINAIRE
Avant-garde French poet

All the successful people I know have been willing to take a chance—a leap of faith—even though
they were afraid. Sometimes they were terrified, but they knew if they didn’t act, the opportunity
would pass them by. They trusted their intuition and they simply went for it.

Progress always involves risk;you can’t steal second base and keep your foot on first.
FREDERICK WILCOX

Mike Kelley lives in paradise and owns several companies under the umbrella of Beach Activities of
Maui. With only a year of college under his belt (he never did return to get his degree), Mike left Las
Vegas at age 19 for the islands of Hawaii and ended up selling suntan lotion by the pool at a hotel in
Maui. From these humble beginnings, Mike went on to create a company with 175 employees and
over $5 million in annual revenues that provides recreational experiences (catamaran and scuba
diving excursions) for tourists and concierge services and business centers for many of the island’s
hotels.

Mike credits much of his success to always being willing to take a leap when needed. When Beach
Activities of Maui was attempting to expand its business, there was an important hotel whose
business he wanted, but a competitor had held the contract for over 15 years. To maintain a
competitive edge, Mike always reads the trade journals and keeps an ear open to what is happening in
his business. One day he read that this hotel was changing general managers, and the new general
manager who would be coming in lived in Copper Mountain, Colorado. This got Mike to thinking:
Because it is so hard to get through all of the gatekeepers to secure a meeting with a general manager,
maybe he should try to contact him before he actually moved to Hawaii. Mike wrestled with what
would be the best way to contact him. Should he write a letter? Should he call him on the phone? As



he pondered these options, his friend Doug suggested, “Why don’t you just hop on a plane and go see
him?”

Always one to take action and take it now, Mike quickly put together a pro forma and a proposal
and hopped on a plane the next night. After flying all night, he arrived in Colorado, rented a car and
drove the 2 hours out to Copper Mountain, and showed up unannounced at the new general manager’s
office. He explained who he was, congratulated him on his new promotion, told him that he looked
forward to having him in Maui, and asked for a few moments to tell him about his company and what
it could do for his hotel.

Mike didn’t get the contract during that first meeting, but the fact that a young kid was so confident
in himself and his services that he would take a leap of faith to jump on a plane and fly all the way to
Denver and drive out into the middle of Colorado on the off chance that he would be able to get
together with him left such a huge impression on the general manager that when he did finally get to
Hawaii, Mike secured the contract, which, over the ensuing 15 years, has been worth hundreds of
thousands of dollars to Mike’s bottom line.

Taking a Leap Can Transform Your Life

Authority is 20% given and 80% taken...so take it!

PETER UEBERROTH
Organizer of the 1984 Summer Olympics and commissioner of Major League Baseball, 1984—1988

Multimillionaire Dr. John Demartini is a resounding success by anyone’s standards. He’s married to
a beautiful and brilliant woman—Athena Starwoman, the world-famous astrologer who consults and
writes for 24 well-known magazines, including Vogue. Together, they own several homes in
Australia. And they spend over 60 days a year together circumnavigating the globe in their $3 million
luxury apartment onboard the $550 million ocean liner World of ResidenSea—a residence they
purchased after selling their Trump Tower apartment in New York City.

The author of 54 training programs and 13 books, John spends the year traveling the world
speaking and conducting his courses on financial success and life mastery.

But John didn’t start out rich and successful. At age 7, he was found to have a learning disability
and was told that he would never read, write, or communicate normally. At 14, he dropped out of
school, left his Texas home, and headed for the California coast. By 17, he had ended up in Hawaii,
surfing the waves of Oahu’s famed North Shore, where he almost died from strychnine poisoning. His
road to recovery led him to Dr. Paul Bragg, a 93-year-old man who changed John’s life by giving him
one simple affirmation to repeat: “I am a genius and I apply my wisdom.”

Inspired by Dr. Bragg, John went to college, earned his bachelor’s degree from the University of
Houston and later his doctoral degree from the Texas College of Chiropractic.

When he opened his first chiropractic office in Houston, John started with just 970 square feet of
space. Within 9 months, he’d more than doubled that and was offering free classes on healthy living.
When attendance grew, John was ready to expand again. It was then he took a leap that changed his
career forever.

“It was Monday,” John said. “The shoe store next door had vacated over the weekend.” What a
perfect lecture hall, John thought as he quickly phoned the leasing company.



When no one called him back, John concluded they weren’t going to rent the space soon, so he took
a leap.

“I called a locksmith to come out and open up the place,” John said. “I thought the worst thing they
would do was charge me rent.”

He quickly transformed the space into a lecture hall and within days was holding free talks there on
a nightly basis. Because the space was located right next to a movie theater, he added a loudspeaker
so moviegoers could hear his lectures as they walked to their cars. Hundreds began attending classes
and eventually became patients.

John’s practice grew rapidly. Yet nearly 6 months went by before the property manager came to
investigate.

“You’ve got a lot of courage,” the manager said. “You remind me of me.” In fact, he was so
impressed with John’s daring, he even gave John 6 months’ free rent! “Anybody that has the courage
to do what you did deserves it,” he told him. The manager later invited John down to his office,
where he offered him a quarter of a million dollars a year to come work for him. John turned it down
because he had other plans, but it was a huge validation of his courage to act.

Taking a leap helped John build a thriving practice, which he later sold to begin consulting full
time with other chiropractors.

“Taking that leap opened up a doorway for me,” John said. “If I’d held back...if I had been
cautious...I wouldn’t have made the breakthrough that gave me the life I live today.”

Oh, What the Heck—Just Go for It!

Do you want to be safe and good, or do you want to take a chance and be great?
JIMMY JOHNSON
Coach who led the Dallas Cowboys football team to two consecutive Super Bowl championships in
1992 and 1993

When Richard Paul Evans wrote his first book, The Christmas Box, it was simply a gift of love to his
two young daughters. Later, he made photocopies for family and friends, and word spread quickly
about this heartwarming tale. Spurred on by this positive reaction, Rick sought a publisher for the
book. When there were no takers, Rick decided to publish it himself.

To promote the book, he took a booth at a regional American Booksellers Association conference,
where, among other activities, celebrity authors were signing books at one end of the exhibit hall.
Rick noticed these celebrity authors were the only ones getting attention from the press. He also
noticed that when the next group of celebrities arrived for their scheduled time, one author had failed
to arrive.

With his fear being crowded out by his courage and commitment to his dream, Rick decided to take
a leap. He picked up two boxes of books, walked toward the empty chair, sat down, and began to
sign.

Seeing him at the table, a woman from the show approached him to ask him to leave. Undaunted,
Evans looked up and before she could speak said, “Sorry I’m late.” The stunned woman just looked at
him and asked, “Can I get you something to drink?”” The next year, Evans was the premier author at
the show as his book climbed to number 1 on the New York Times Best-Seller List. Since then, The



Christmas Box has sold more than 8 million copies in 18 languages and has been made into an Emmy
Award—winning CBS television movie. The book, which had been previously rejected by several
major publishing houses, was eventually purchased by Simon & Schuster for a record $4.2 million.

Living at risk is jumping off the cliff and building your wings on the way down.
RAY BRADBURY
Author of more than 500 literary works

Be Willing to Put It All on the Line for Your Dream

Only those who dare to fail greatly can ever achieve greatly.

ROBERT F. KENNEDY
Former attorney general and U.S. senator

In January of 1981, real estate investor Robert Allen took a challenge—putting it all on the line—that
would make or break his new career as an author and seminar leader. He was looking for ways to
promote his new book Nothing Down: How to Buy Real Estate with Little or No Money Down.
Frustrated with the ad his publisher’s public relations department had created, Bob found himselt
spouting off the top of his head what he felt needed to be said in the ad. ““We need to demonstrate that
someone can buy property with nothing down.”

His publisher responded, “What do you mean?”

Bob said, “I don’t know. You could take me to a city, take away my wallet and give me a hundred
bucks, and I’d buy a property.”

“How long would it take you?”

“I don’t know, maybe a week, maybe three or four days—seventy-two hours.”

“Can you do that?”

Bob found himself looking at the abyss, realizing he’d never done that before and not knowing for
sure if he could do it now. His head was saying no and his heart was saying yes.

Bob went with his heart and said, “Yeah, I probably can do that.”

“Well, if you can do that, that’s the title of the ad we’re going to run: ‘So then he said he’d take
away my wallet, give me a hundred-dollar bill, and send me out to buy a piece of real estate using
none of my own money.’ ”’

Bob said, “Okay, let it rip,” and they ran the ad, which was very successful. Within a few months
after being released, the book was number one on the 7ime magazine best seller list and it ended up
being on the New York Times Best-Seller List for 46 weeks.

Later that year Bob got a call from a reporter at the Los Angeles Times who said, “We don’t think
you can do what you say you can do.”

Bob replied, “Well, I’d be glad to be challenged,” and then quipped, “How about a date sometime
in 2050?” But the Times was serious—serious about taking Bob down. The reporter said, “I am going
to take you down. We don’t like your ad. We think you’re a fraud, and you’re going down.” Scared,
but determined he had to take the challenge, Bob set it up for 4 weeks later.

On January 12, 1981, the reporter from the 7imes met him at the Marriott Hotel just east of Los
Angeles International Airport. Bob hadn’t slept much the night before. In fact, he hadn’t slept much for
the entire month before. He lay awake at night wondering if he could really pull it off in such a short



time. Taking the challenge had felt like the right thing to do, but he still didn’t know 1f he could do 1it.

Together they boarded a plane and flew to San Francisco, and Bob hit the ground running. He
immediately went to a real estate office and started writing no-money-down offers, and they promptly
escorted them out of the office, which Bob recalls “was not a good way to start.”

Bob started thinking, Uh-oh, I'm in deep trouble now. I’'m going to lose it all. It's gone. I’'m not
going to be able to pull this off. What was I thinking? Was he scared? “Oh yeah, I was terrified.”
But he just made call after call after call and finally, toward the end of the first day, he started running
into some success and found a property that somebody was willing to sell him. By the next morning,
he had a signed offer.

So it had been just a little over 24 hours and he had bought his first property. Then Bob said,
“We’re not done yet. You gave me 72 hours. I’ve scheduled my life for this for the next 3 days. Let’s
see how many we can do.” At this point, the reporter became his cheerleader. After all, the reporter
had already lost the challenge, and the bigger he lost, the better the story.

Before, he was saying, “I’m going to take you down.” Now it was, “Hey, Bob, go for it, boy. If
you’re going to beat me, beat me bad.” And Bob did. He bought seven properties worth $700,000 in
57 hours and gave the reporter $20 back out of the $100 he had started with.

The subsequent article, which was syndicated by the Los Angeles Times and picked up by dozens
of newspapers across the country, launched Bob’s career. He had risked it all, and he had won big
time! His book Nothing Down went on to sell over a million copies and became the eleventh best-
selling hardcover book of the 1980s.!”

The Challenge

If you want to achieve a high goal, you're going to have to take some chances.
ALBERTO SALAZAR
Winner of three consecutive New York City Marathons in 1980, 1981, and 1982, and now a
spokesperson for Nike

Robert Allen’s life seems to have been built on leaping into the void to prove that his methods can
and do work—for everyone, no matter their status—to produce wealth and abundance in their lives.
Even after his stunning success of buying seven houses in 72 hours with no money down in San
Francisco, the press still hounded him with, “Well, sure, you can do it, but the average person
couldn’t do i1t.” Bob’s message was that anybody could buy property with no money down, but the
press kept countering with “Well, you’re not just anybody.”

Bob told me, “I became so infuriated with the press that I said, ‘You can send me to any
unemployment line’—and I remember stuff just coming out of my mouth, not knowing where it was
coming from—°‘let me select someone who’s broke, out of work, and discouraged, and in two days
time I’ll teach him the secrets of wealth. And in ninety days he’ll be back on his feet with five
thousand dollars cash in the bank, and he’ll never set foot in an unemployment line again.”

Bob went to St. Louis, asked the ex-mayor to oversee the project, went to the unemployment office,
and handed out 1,200 flyers offering to teach people how to become financially independent.
Expecting the room to be filled to the rafiers, he had the room set up for 300 chairs, but only 50
people showed up—and half those people left at the first break as soon as they heard how much work



was going to be involved. After an extensive interview process, only three couples remained. He
worked with those three couples. Though all of them did deals in the first 90 days, technically only
one of them made the $5,000 cash in the 3-month period. All of them did more deals that year and
changed their lives in a variety of different ways. The couple that made the $5,000 cash in the first 90
days also went on to make over $100,000 in the next 12 months. Once again, by taking a huge risk, by
leaping into the void, Bob had proved his point and finally made the press back off.

He went on to write a book about the experience called The Challenge.”® While it was his least
successful book, selling only 65,000 copies, it became his most profitable because it was the first
book he ever put his name, address, and phone numbers in. Over 4,000 of the people who read that
book called Bob’s office and eventually paid $5,000 to attend Bob’s ongoing training program.
That’s $20 million—not bad for being willing to pay the price of putting his butt on the line one more
time.

The secret to my success is that I bit off more than I could chew and chewed as fast as I could.

PAUL HOGAN
Actor who portrayed Crocodile Dundee

High Intention...Low Attachment

If you want to remain calm and peaceful as you go through life, you have to have high intention and
low attachment. You do everything you can to create your desired outcomes, and then you let it go.
Sometimes you don’t get the intended result by the date that you want. That is life. You just keep
moving in the direction of your goal until you get there. Sometimes the universe has other plans, and
often they are better than the ones you had in mind. That is why I recommend adding the phrase “this
or something better” to the end of your affirmations.

When [ was vacationing with my family on a cruise in Tahiti two summers ago, my son Christopher
and my stepson Travis, both 12 at the time, and I set out on a guided bicycle tour around the island of
Bora-Bora with some other members from our cruise ship. My intention for the day was a bonding
experience with my two sons. The wind was blowing really hard that day and the trip was a difficult
one. At one point, Stevie Eller, who was struggling along with her 11-year-old grandson, took a nasty
fall and badly cut her leg. Because there were only a few others in the back of the pack with us, we
stayed behind to help her. There were no homes or stores and virtually no traffic on the far side of the
island, meaning that there was no way to call for help, so after attempting some crude first aid, we
decided to all push on together. Bored with the slow pace, my boys took off ahead, and I spent the
next several hours pedaling and walking next to my new friend until we eventually reached a hotel
where she called for a taxi and I rejoined my sons, who had stopped for a swim, for the rest of the
trip around the island. That night Stevie and her husband, Karl, asked us to join their family for
dinner.

It turned out that they were on the nominating committee for the 2004 International Achievement
Summit sponsored by the Academy of Achievement, whose mission was to “inspire youth with new
dreams of achievement in a world of boundless opportunity” by bringing together over 200 university
and graduate student delegates from around the world to interact with contemporary leaders who have
achieved the difficult or impossible in service to their fellow humans. After our time together, they



decided to nominate me to become a member of the academy and receive their Golden Plate Award,
joining previous recipients such as former president Bill Clinton, Placido Domingo, George Lucas,
New York mayor Rudolph Giuliani, U.S. senator John McCain, former prime minister of Israel
Shimon Peres, and Archbishop Desmond Tutu. Because my nomination was accepted, I was able to
attend the annual 4-day event with some of the brightest young future leaders and some of the most
interesting and accomplished people in the world in 2004 and will be able to attend every year for
the rest of my life—and I can even bring my sons to a future meeting!

Had I been totally attached to my original outcome of a day with my two sons and left Stevie to the
care of others, I would have missed an even bigger opportunity that spontaneously came my way. I
have learned over the years that whenever one door seemingly closes, another door opens. You just
have to keep positive, stay aware, and look to see what it is. Instead of getting upset when things
don’t unfold as you anticipated, always ask yourself the question “What’s the possibility that this is?”
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Be Willing to
Pay the Price

If people knew how hard I had to work to gain my mastery, it wouldn’t seem wonderful at all.

MICHELANGELO
Renaissance sculptor and painter who spent 4 years lying on his back painting the ceiling of the
Sistine Chapel

Behind every great achievement is a story of education, training, practice, discipline, and sacrifice.
You have to be willing to pay the price.

Maybe that price is pursuing one single activity while putting everything else in your life on hold.
Maybe it’s investing all of your own personal wealth or savings. Maybe it’s the willingness to walk
away from the safety of your current situation.

But though many things are typically required to reach a successful outcome, the willingness to do
what’s required adds that extra dimension to the mix that helps you persevere in the face of
overwhelming challenges, setbacks, pain, and even personal injury.

Pain is Only Temporary...the Benefits Last Forever

[ remember back to the 1976 Summer Olympic Games, when the men’s gymnastic competition
captured the attention of the world. With the roar of the crowd in the background, Japan’s Shun
Fujimoto landed a perfect triple-somersault twist dismount from the rings to clinch the gold medal in
team gymnastics. With his face contorted in pain and his teammates holding their breath, Fujimoto
followed a near-flawless routine by achieving a stunning and perfect landing—on a broken right
knee. It was an extraordinary display of courage and commitment.

Interviewed later about the win, Fujimoto revealed that even though he had injured his knee during
the earlier floor exercise, it became apparent as the competition continued that the team gold medal
would be decided by the rings apparatus—his strongest event. “The pain shot through me like a
knife,” he said. “It brought tears to my eyes. But now I have a gold medal and the pain is gone.”

What was it that gave Fujimoto his extraordinary courage in the face of excruciating pain and the
very real risk of serious injury? It was a willingness to pay the price—and probably a long history of
paying the price, every day, on the road to simply winning a spot to compete in the Olympics.

Practice, Practice, Practice!

When I played with Michael Jordan on the Olympic team, there was a huge gap between his ability
and the ability of the other great players on that team. But what impressed me was that he was



always the first one on the floor and the last one to leave.

STEVE ALFORD
Olympic gold medalist, NBA player, and head basketball coach at the University of lowa

Before Bill Bradley became a U.S. senator from New Jersey, he was an amazing basketball player.
He was an all-American at Princeton University, won an Olympic gold medal in 1964, played in the
NBA Championships with the New York Knicks, and was inducted into the Basketball Hall of Fame.
How did he do so well at his sport? Well, for one thing, when he was in high school, he practiced for
4 hours a day every day.

In his 1996 memoir Time Present, Time Past, Bradley offers the following account of his self-
imposed basketball-training regimen: “I stayed behind to practice after my teammates had left. My
practice routine was to end by making 15 baskets in a row from each of five spots on the floor.” If he
missed a shot, he would start over from the beginning. He continued this practice all through his
college and professional career.

He developed this strong commitment to practice when he attended summer basketball camps
sponsored by the St. Louis Hawks’ “Easy” Ed Macauley, where he learned the importance of
practicing: “When you’re not practicing, someone somewhere is. And when the two of you meet,
given roughly equal ability, he will win.” Bill took that advice to heart. The hours of hard work paid
off. Bill Bradley scored over 3,000 points in 4 years of high school basketball.

Olympic Athletes Pay the Price

I learned that the only way you are going to get anywhere in life is to work hard at it. Whether
you'’re a musician, a writer, an athlete, or a businessman, there is no getting around it.

If you do, you’ll win—if you don’t, you won't.
BRUCE JENNER
Olympic gold medalist in the decathlon

According to John Troup, writing in USA Today, “The average Olympian trains four hours a day at
least 310 days a year for six years before succeeding. Getting better begins with working out every
day. By 7:00 AM most athletes have done more than many people do all day.... Given equal talent, the
better-trained athlete can generally outperform the one who did not give a serious effort, and is
usually more confident at the starting block. The four years before an Olympics, Greg Louganis
probably practiced each of his dives 3000 times. Kim Zmeskal has probably done every flip in her
gymnastics routine at least 20,000 times, and Janet Evans has completed more than 240,000 laps.
Training works, but it isn’t easy or simple. Swimmers train an average of 10 miles a day, at speeds of
5 mph in the pool. That might not sound fast, but their heart rates average 160 the entire time. Try
running up a flight of stairs, then check your heart rate. Then imagine having to do that for four hours!
Marathon runners average 160 miles a week at 10 mph.”?!

Although most of you reading this will never become Olympic athletes, nor do you want to, you can
become world class in whatever you do by putting in the disciplined effort to excel at your chosen
trade, craft, or profession. To win at whatever game you choose to play, you need to be willing to pay
the price.



It’s not the will to win that matters—everyone has that.

1t’s the will to prepare to win that matters.
PAUL “BEAR” BRYANT
College football’s winningest coach, with 323 victories, including 6 national championships and 13
Southeastern Conference titles

Ten Times Perfectly

If I miss a day of practice, I know it. If I miss two days, my manager knows it. If I miss three days,
my audience knows it.
ANDRE PREVIN
Pianist, conductor, and composer

Today Tom Boyer is a productivity consultant who works with major corporations such as Siemens,
Motorola, Polaroid, and Weyerhaeuser. But in his teens and early twenties, Tom was a dedicated
clarinet player. Because he was willing to pay the price of 2 hours of practice every day—even
during family vacations—he consistently won every state competition in Ohio. One year his
unsuspecting high school orchestra conductor put the overture to “Semiramide” by Rossini on the
state competition program because he thought that no one else would have a clarinet player that could
play the clarinet solo at Tom’s level. What he didn’t know is that though it’s only about a 20- to 30-
second solo, it is unbelievably hard on every imaginable level—perhaps the hardest clarinet solo
ever written.

When Tom walked into his next lesson with Robert Marcellus, the principal clarinet in the
Cleveland Orchestra at the time, he looked at him and said, “How do I have a chance of getting this?”

Marcellus looked at him and said, “Something that hard...if you can play it ten times in a row
without a mistake in the practice room, you have a chance of getting it out on stage.” And then he
said, “Play it.” When Tom played it through correctly, he held up one finger and said, “One. Play it
again.” Then he held up two fingers. “Two. Play it again.” Then he held up three fingers. “Play it
again.” And then Tom missed.

Marcellus put his forefinger and thumb together, forming a zero. “Start over. Play it again.... One.
Play it again.... Two. Play it again.” And on it went for 45 minutes before Tom managed to get
through a 30-second solo 10 times without making a mistake. And all his teacher was doing was
holding out fingers—one, two, three.... When Tom got to 10 times in a row without a mistake, his
teacher looked at him with a little smile on his face and said, “Now tell me what you learned.” Then,
and only then, did he show Tom a couple of things to make playing the piece a little bit easier.

Tom went on to play the solo perfectly in the competition, and later, after 6 years in the Cleveland
Institute of Music, Tom landed a spot in the Cleveland Orchestra for 2 years.

Legendary violinist Isaac Stern was once confronted by a middle-aged woman after a concert. She
gushed, “Oh, I'd give my life to play like you!”

“Lady,” said Stern acidly, “that I did!”



Determined to Be an Artist at Any Cost

It was the 1970s and Wyland was the classic starving artist who threw everything into his dream. He
painted and he hustled. He would set up art shows at his local high school and sell original paintings
for just $35, knowing that the only way he could develop as an artist was to sell his paintings for
whatever he could get to earn enough money to buy the necessary supplies he needed to create more.

Then one day, in what was to become a defining moment for the young artist, Wyland’s mother told
him, “Art really isn’t a job; it’s a hobby. Now go out and get a real job.” The next day she dropped
him off at the Detroit Unemployment Bureau. But to Wyland’s dismay, he was fired from three
different jobs three days in a row. He couldn’t keep his mind on the boring factory work—he wanted
to be creative and paint. A week later, he built a studio in the basement and worked day and night
creating a portfolio that eventually won him a full scholarship to art school in Detroit.

Wyland painted every moment he could, and he managed to sell some paintings, but for years he
just managed to scrape by. But because he was determined that art was the only thing he wanted to do,
he continued to work and hone his craft.

One day, Wyland realized he had to go where other artists flourished and where new ideas were
born. His destination was the well-known art colony of Laguna Beach, California, and with his dream
fully alive, he moved into a cramped, tiny studio where he both worked and lived for several more
years. Eventually, he was invited to participate in the annual art festival, where he learned to talk
about his work and interact with collectors. Soon after, galleries in Hawaii discovered him but often
sold his paintings without ever paying him, claiming their overhead was high. Out of the frustration of
finally selling high-priced paintings only to have the money disappear, Wyland realized he had to
own his own galleries. In his own galleries, he could control every aspect of selling his art—from
how it was framed and hung to how it was sold and who it was sold by. Today, 26 years after
opening his first gallery in Laguna Beach, he creates as many as 1,000 works of art a year (some of
which sell for $200,000 apiece), creates artistic collaborations with the folks at Disney, owns four
homes in Hawaii, California, and Florida, and lives the life he always dreamed of.

Perhaps you, like Wyland, want to turn your hobby into your career. You can become hugely
successful doing what you love if you are willing to pay the price. “In the beginning, you’ve got to
kind of suffer,” Wyland says, “giving in to everybody else. But there’s nothing better than eventually
achieving success on your own terms.”

Whatever It Takes

In 1987 a young John Assaraf moved from Toronto, Ontario, to Indianapolis, Indiana, to become
partners in a fledgling RE/MAX real estate franchising operation. John was definitely willing to pay
the price.

When his friends were in a bar having a drink, John was working on achieving his dream of
convincing existing real estate offices to join the RE/MAX system. John approached a minimum of
five real estate agents every day for 5 years.

At first people laughed John right out of their offices. Why would they give up a part of their
existing income or their reputation to join a new franchise that had already failed twice? But John
was passionate about his dream. In his zeal, he even tried to enroll the number-one real estate office



in Indiana at the time. They thought he was nuts. But John persisted, and only 5 years later, he and his
associates surpassed the $1 billion sales mark and took the lead. Today RE/MAX of Indiana’s 1,500
sales associates generate over $4 billion a year in sales and earn over $100 million a year in
commissions.

Today John earns a very comfortable residual income from his company in Indiana, and lives in
Southern California, where he has more than ample time to play with his two sons, pursue other
business interests, write books, and teach others his “success cloning” formula for success.

Putting in the Time

Part of paying the price is the willingness to do whatever it takes to get the job done. It comes from a
declaration that you are going to get it done no matter what it takes, no matter how long it takes, no
matter what comes up. It’s a done deal. You are responsible for the results you intend. No excuses—
just a world-class performance or an outstanding result that can be counted on. Consider this:

» Michael Crichton is the Emmy and Peabody Award—winning creator of the television series ER.
His books have sold over 100 million copies in 30 languages, and 12 have been made into films,
7 of which he directed. His books and films include Jurassic Park, The Andromeda Strain,
Congo, Coma, Twister, and Westworld. He is the only person to have had, at the same time, the
number-one book, the number-one movie, and the number-one television show in the United
States. With all of his natural talent, Michael still says, “Books aren’t written—they’re
rewritten.... It is one of the hardest things to accept, especially after the seventh rewrite hasn’t
quite done it.”

» Ernest Hemingway rewrote A Farewell to Arms—39 times. This dedication to excellence would
later lead him to win the Pulitzer and Nobel prizes for literature.

* M. Scott Peck only received a $5,000 advance for The Road Less Traveled; however, he was
willing to pay the price to fulfill his dream. During the first year after it was published, he
participated in 1,000 radio interviews to advertise and promote his book. He continued to do a
minimum of one interview a day for the next 12 years, keeping the book on the New York Times
Best-Seller List for over 540 weeks (a record) and selling more than 10 million copies in over 20

languages.

Talent is cheaper than table salt. What separates the talented individual from the successful one is
a lot of hard work.

STEPHEN KING
Best-selling author with over 40 books in print, many of which have been made into movies

It’s About Building Momentum

When a NASA rocket takes off from Cape Canaveral, it uses up a large portion of its total fuel just to
overcome the gravitational pull of the Earth. Once it has achieved that, it can virtually coast through
space for the rest of its journey. Likewise, an amateur athlete often puts in full training days with
Spartan self-discipline for years. But after winning a gold medal or a world championship, offers for



endorsements, spokesperson contracts, speaking engagements, retail merchandise deals, and other
entrepreneurial opportunities often come pouring in, allowing them to slow down a bit and take
advantage of the momentum they created earlier in their career.

Likewise, in any business or profession, once you have paid the price to establish yourself as an
expert, a person of integrity who delivers high-quality results on time, you get to reap the benefits of
that for the rest of your life. When I started speaking, no one had ever heard of me. As I delivered
more and more speeches and seminars that delivered what the client wanted, my reputation grew. I
had a file full of glowing testimonial letters and a track record of credibility that was built up over
many years of giving free and low-fee talks until I had honed my craft. The same was true for writing
books. It took many years to get good at it.

If you are involved in network marketing, you have to put in countless hours in the beginning, not
getting paid what you are worth. You may work for months with no real income, but eventually the
multiplier effect of your growing downline takes effect, and eventually you are making more money
than you ever imagined possible.

Creating momentum is an important part of the success process. In fact, successful people know that
if you are willing to pay the price in the beginning, you can reap the benefits for the rest of your life.

Going Through the Awkward Stage

Business consultant Marshall Thurber has said, “Anything worth doing well is worth doing badly in
the beginning.” Remember when you first learned to drive a car, to ride a bicycle, to play an
instrument, or to play a sport? You understood in advance that you were going to be very awkward at
first. You assumed that awkwardness was just part of what was required to learn that new skill that
you wanted.

Well, not surprisingly, this initial awkwardness applies to anything you undertake, so you have to
be willing to go through that awkward stage in order to become proficient. Children give themselves
permission to do this. But sadly, by the time we’re adults, we are so often afraid of making a mistake
that we don’t let ourselves be awkward, so we don’t learn the way children do. We’re so afraid of
doing it wrong.

I didn’t learn to ski until I was in my forties, and in the beginning, I was definitely not good at it.
Over time, with lessons, 1 got better. I didn’t start playing the piano until I was 58, and it took me a
long time to become proficient.

Even the first time I kissed a girl, it was awkward. But to gain a new skill or get better at anything
you want to do, you have to be willing to keep on going in the face of looking foolish and feeling
stupid for a time.

Find Out the Price You Have to Pay

Of course, if you don’t know what the price is, you can’t choose to pay it. Sometimes the first step is
to investigate the steps that will be required to achieve your desired goal.

For example, many people—perhaps you—say they want to own a yacht. But have you ever
researched how much money you would have to earn to buy one...or how much it costs to harbor the
yacht in your local marina...or how much the monthly maintenance, fuel, insurance, and license cost?



You may need to research what costs others have had to pay to achieve dreams similar to yours. You
might want to make a list of several people who have already done what you want to do and
interview them about what sacrifices they had to make along the way.

You may discover that some costs are more than you want to pay. You may not want to risk your
health, your relationships, or your entire life savings for a certain goal. You have to weigh all of the
factors. That dream job may not be worth your marriage, your kids, or a lack of balance in your life.
Only you can decide what 1s right for you and what price you are willing to pay. It may be that what

you want doesn’t serve you in the long run. But if it does, find out what you need to do, and then set
about doing it.
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Ask! Ask! Ask!

You've got to ask. Asking is, in my opinion, the world’s most powerful and neglected secret to
success and happiness.

PERCY ROSS
Self-made multimillionaire and philanthropist

History is filled with examples of incredible riches and astounding benefits people have received
simply by asking for them. Yet surprisingly, asking—one of the most powerful success principles of
all—is still a challenge that holds most people back. If you are not afraid to ask anybody for anything,
then skip over this chapter. But if you are like most people, you may be holding yourself back by not
asking for the information, assistance, support, money, and time that you need to fulfill your vision
and make your dreams come true.

Why People are Afraid to Ask

Why are people so afraid to ask? They are afraid of many things such as looking needy, looking
foolish, and looking stupid. But mostly they’re afraid of experiencing rejection. They are afraid of
hearing the word no.

The sad thing is that they’re actually rejecting themselves in advance. They’re saying no to
themselves before anyone else even has a chance to.

When I was a graduate student at the school of education at the University of Chicago, I
participated in a self-development group with 20 other people. During one of the exercises, one of the
men asked one of the women if she found him attractive. I was both shocked by the boldness of the
question and embarrassed for the asker—fearing what he might get as a response. As it turned out, she
said that she did. Emboldened by his success, I then asked her if she found me attractive. After this
little exercise in “bold asking,” several of the women told us that they found it unbelievable how
scared men were when it came to asking women for a date. She said, ““You reject yourself before you
even give us a chance to. Take the risk. We might say yes.”

Don’t assume that you are going to get a no. Take the risk to ask for whatever you need and want. If
they say no, you are no worse off than when you started. If they say yes, you are a lot better off. Just
by being willing to ask, you can get a raise, a donation, a room with an ocean view, a discount, a free
sample, a date, a better assignment, the order, a more convenient delivery date, an extension, time off,
or help with the housework.

How to Ask for What You Want



There’s a specific science to asking for and getting what you want or need in life, and Mark Victor
Hansen and I have written a whole book about it. And though I recommend you learn more by reading
our book The Aladdin Factor, here are some quick tips to get you started:

1. Ask as if you expect to get it. Ask with a positive expectation. Ask from the place that you
have already been given it. It’s a done deal. Ask as if you expect to get a yes.

2. Assume you can. Don’t start with the assumption that you can’t get it. If you are going to assume,
assume you can get an upgrade. Assume you can get a table by the window. Assume that you can
return it without a sales slip. Assume that you can get a scholarship, that you can get a raise, that
you can get tickets at this late date. Don’t ever assume against yourself.

3. Ask someone who can give it to you. Qualify the person. “Who would I have to speak to to
get...” “Who is authorized to make a decision about...” “What would have to happen for me to
get...”

4. Be clear and specific. In my seminars, | often ask, “Who wants more money?” I pick someone
who raises a hand, and I give that person a dollar. I say, “You now have more money. Are you
satisfied?”

The person usually says, “No, [ want more than that.”

So I give the person a couple of quarters, and ask, “Is that enough for you?”

“No, I want more than that.”

“Well, just how much do you want? We could play this game of ‘more’ for days and never get to
what you want.”

The person usually gives me a specific number, and then I point out how important it is to be
specific. Vague requests produce vague results. Your requests need to be specific. When it comes
to money, you need to ask for a specific amount.

2% ¢¢

Don’tsay: [ want a raise.
Do say: [want a raise of $500 a month.

When it comes to when you want something done, don’t say “soon” or ‘“whenever it’s