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INTRODUCTION

&' When Bobby McFerrin first sang his classic song, “Don’t
Worry, Be Happy,” I felt as if he were singing my thoughts
to the world. I've spent most of my professional career studying, learning,
teaching, lecturing, and writing about happiness and related topics. I've
always known that, despite resistance and objections from the more serious
segment of society, people have an innate capaciry for happiness. And when
we are happy, we not only enjoy our lives more than when we are not, but
we are far more competent, productive; and creative. Without the internal
distractions of anger, depression, frustration, and especially worry, our re-
lationships Aourish, stress is diminished, new doors are opened, and our
lives run smoothly.

About five years ago I began to realize thar the same essential idea
applies to success and money. I had been a reasonably successful business-
man in several of my own ventures, yet there seemed to be a small but
important missing link that was keeping me from realizing my professional
and financial goals. There was a part of me that had always been a lirtle
unnecessarily cautious, a part of me that worried too much.

1 bcg:m to look carefully at the people I respected and admired, people
who had “made it” in their given fields. T looked at writers, athletes, busi-
nessmen and -women, entertainers, speakers, therapists, entrepreneurs, cor-
porate executives, and other professionals. And whar I learned amazed me!
While there were certainly all types of people—women, men, conservative,
liberal, left-brained, right-brained, street smare, Harvard educated, and so
on—who had made it really big, there was a thread of consistency that ran
through virtually everyone: They didn’t worry abour money! Interestingly
enough, the lack of worry preceded the success, and was not a by-product
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of it. An inner, unshakable confidence permeared their entire existence.
They were creative problem solvers, great negotiators, and clever creators.
They had an ability to see the big picture, they knew the formulas for
success. And the best part of it all was that, in almost all cases, it appeared
that the nonworriers, the successful people I was studying, truly loved their
lives and the way they spent their time. They had fun!

1 began to apply some of the teachings | had been working with in
the field of happiness and self-esteem to my own business life. My life
changed, almost instantly. Whereas before 1 had been quite frightened to
speak publicly, I began to love it. The less T worried about the outcome,
the better 1 became at speaking. This translated into more speaking en-
gagements, more book sales, and far more clients for my business. It was
as if all of a sudden my time was in greater demand.

1 found thar the same relationship between less fear and more success
existed in my personal investments. As T worried less, I began to expand
my knowledge about different kinds of investments and options. Never
once did I (or will I) jump into an investment blindly, as some might
assume a person would do if he didn’t worry; instead, I simply opened my
mind to new possibilities. Instead of approaching my financial life with
fear, I was beginning to approach it with wisdom. I took more appropriate
risks and asked better questions. While my profits grew, I was also learning
how to cut my losses—again without too much worry.

So much in my life began to change, especially the way I related to
pcop!c. Failure didn’t concern me as much, criticism was handled in stride,
rejection seemed like information to guide me in 2 new direction instead
of something to immobilize me, hurdles seemed less like obstacles and more
like opportunities, and everything, all of it, seemed like more fun. I had
more energy, worked a lot smarter, surrounded myself with grear people
and terrific reachers, and watched my creativiry and confidence soar. I tried
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things I never would have dreamed of attempting. Not everything turned
to gold, but some of it did. And that which didn’, always turned ourt to
be a great learning experience.

More than all of this, however, the area of life that changed the most
was my ability to make money. And miraculously, I was also learning how
to help others better. I had always wanted to be of service, and to a certain
extent I had been. Yet up to that point I had felr that I could and wanted
to do more. Bur again, fear was getting in the way. As I applied the strar-
egies of worry reduction to my business life, an interesting thing began to
happen. I no longer allowed fear to dictate how much I felr I could give.
I gave away more, and it always came back to me. So I'd give more. And
more would come back. Whether | was giving money, time, ideas, energy,
or simply my love, it always came back to help me, too.

In The Seven Spiritual Laws af Success, Deepak Chopra discusses this
“law of giving.” He describes giving and receiving as two sides of the same
coin. The more you give, the more you get back. He’s right! Bur you don’t
give because you want something. You give because giving is its own re-
ward. It's fun. As you learn to worry less, you'll also learn to trust your
heart as much or more than your head. While you will be doing better in
different aspects of your life, you'll also be doing more for other people.
You'll be far less preoccupied with success; yet ironically, you'll become
more successful, much more. You'll trust that everything will be okay. And
it will.

Mother Teresa reminds us, “We cannot do great things on this earth,
We can only do small things with great love.” 1 have certainly found this
1o be true. However, 1 have also discovered, as have thousands of others,
that as we worry less we are more willing to do those small things with
grear love. Rather than postponing the giving of our time, energy, ideas,
or money, we learn to give freely, from the heart. I've had clients who, for
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years, wanted to do important volunteer work but were too frightened to
do so. They usually felt thar they “couldn’t afford” the time off from work.
They were too frightened thar they mighe lose their job or fall behind. Fear
always created some “good” reason that prevented them from reaching
out. Yer, invariably, when they banished their fear and took the step, every-
thing worked out for the best. The actions of their heart led to greater
personal fulfillment, the helping of others, new friends, even new personal
contacts or ideas that turned their own financial lives around. When the
circle of fear is broken, we are alf the beneficiaries.

If you've read any of my other books, you know that I believe strongly
in the potential of people. I believe that we are resilient creatures; that we
have the capacity for great joy, compassion, and wisdom; that we don’t
have to “sweat the small stuff.” I'm delighted to add to this list my absolute
certzinty of the correlation berween less worry and more success. As you
reduce and eventually remove the worry and fear from your life, you will
begin to see new options, ways ofduing things, and ways of relating to life
that were invisible before. You'll have more fun and be able to help more
people. You will live the life of your dreams.

If you've read Marsha Sinetar's Do Whar You Love, the Money will
Follow, Stephen Covey’s The Seven Habits aning{r Eﬁm‘w Ptap[e, Wayne
Dyer's Real Magic, Jack Canfield and Mark Victor Hansen’s The Aladdin
Factor, or practically any of the other recent wonderful books on success,
you'll find in them elements of the “less worry is berter” ideal. In thisbook
Twill focus specifically on this topic, because I believe it is one of the most
imporant factors of success. And [ think that after reading this book, you'll
agree. Until you eliminate worry and fear, it is very difficult to implement
any strategy for success.

I will share with you specific strategies to banish worry from your life
forever. Whether you want the confidence to pursue a new career or dream;
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the emotional freedom ro ask others for help; the ability to handle criticism
or rejection with case; the confidence to take a risk, speak 1o a group, ask
for a raise; do more for your favorite charity; invest in a business; or cre-
atively marker a service or product, this book will help you.

I cannot adequately pur into words how wonderful life can be when
worry is diminished. For me, abandoning worry has opened a world of
possibilities for both my inner and outer worlds. Life without worry has
opened new doors and created freedom that, until a few years ago, I never
thought were possible. So, “don’t worry”—I know this can happen for
you, teo.






1.
REMEMBER THAT THE JOURNEY OF A THOUSAND
MILES BEGINS WITH A SINGLE STEP

‘% I can vividly remember the first sentence I ever wrote in my
very first book! It seems like a long time ago. Yet had I not
written that first sentence, I wouldn’t have finished thar first book, or the
second, and so on. And so it goes. Every journey, however long it may be,
begins with a single step. But you must take that first step. Once you do,
each step takes you closer and closer to your goal.

Sometimes, when you consider taking on a new venture—whether it’s
raising a child, writing a book, starting a new business, beginning a savings
plan, or anything else—the task can scem overwhelming. It’s as though
you'll never be able to arrive at your final destination, as if the first step
isn't going to help. When you look too far out toward the horizon, it can
seem too difficult. You might even wonder where to begin,

The trick to success sounds very simplistic, because it é very simple:
Just begin. Take a single step, followed by another, and then another.
Don't look teo far out into the future, and don’t look too far back eicher.
Stay centered in the present moment as best you can. If you follow this
simple plan, you'll be amazed ar what you can accomplish over time.

When I graduated from my Ph.D. program, my dear friend Marvin
gave me, as a gift, the complete works of Carl Jung. That's twenty-six long
volumes of material. In volume one was a note from Marvin worth sharing
here. He wrote: “Becoming educated doesn’t happen overnight! Education
is a lifelong process thar happens in short intervals. If you were to read
only eight pages a day, for the next seven years, you would be one of the
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world’s most knowledgeable experts on the work of Carl Jung, and you
would get through every page!” Despite not being a huge fan of Jung, I
have always appreciated my friend’s message.

The same, of course, is true with all ventures. A wealthy friend of
mine, worth many millions of dollars, remembers opening his first savings
account with his wife over forty years ago with $10. They both laugh when
they say, “It’s amazing whar a little time will do.” Had they not decided
to start somewhere, their incredible success would never have manifested
iself,

Over and over again | hear people telling me about the book they are
going to write, the savings account they are about 1o open, the business
they are going to star, or the charity they are planning to help. Bug, in
many instances, these plans and dreams keep gerting pur off untl “the
conditions are right.” One of the most powerful messages I can share with
you, one that I'm absolutely certain of, is this: In almost all cases, the
conditions you are waiting for will mor be significantly different next week
or next year. Don't worry thar the conditions have to be perfect. The truth
is, you are still going to have to take thar first step! If you take it now,
instead of later, you'll be many steps closer to your dreams by this time
next year, Congrarulations, you've just taken the first step in the comple-
tion of this book!



2
GIVE. GIVE, GIVE

@ Many of us have heard the expression “Giving is its own re-
ward.” And while this is certainly true, and more than reason
enough to give, there's another aspect of giving that many fail to recognize.
Giving is an energy thart not only helps others but creates even more for
the person who is doing the giving. This is a natural law thart is true
regardless of whether the person who is giving wants or even realizes what
is occurring.

Money is “circulation.” It needs to flow. When you are frightened,
selfish, or when you hoard everything for yourself, you literally stop the
circulation. You create “clogged pipes,” making it difficult to keep money
flowing back in your direction. Any success you have is despire your lack
of giving, not because of it. The way to get the flow going again is to start
giving. Be generous. Pay others well, tip your waitress that extra dollar.
Support several charities. Give back. Warch what happens! Things will
start popping up out of nowhere.

The same dynamic is true if you want to fill your life with love or
anything else worthwhile. Giving and receiving are two sides of the same
coin. If you want more love, or fun, or respect, of success, or anything
else, the way to get it is simple: give it away. Don’t worry about a thing.
The universe knows what it’s doing. Everything you give away will return,
with interest!






3.
LEARN THE MAGIC OF NONATTACHMENT

@ Without realizing it, many of us confuse nonattachment with
not caring. In actuality, the two are completely different. Not
caring suggests apathy: “I couldn't care less. It doesn't matter to me.”
Nonattachment, on the other hand, means: “T'll do everything possible,
I'll put the odds in my favor, I'll work hard and concentrate. I'll do my
best to succeed. Bus, if I don’t, that's okay, too.”

Being artached to an outcome, holding on, takes an enormous amount
of energy, not only during an effort but often after an effort is complete,
after you've failed, or been let down, or were dealt a bad hand.

Being nonartached, however, creates emotional freedom. It means
holding on tghdy bur letting go lightly. It suggests trying hard, really
caring, bur at the same time being completely willing to let go of the
outcome,

Anachment creates fear that gets in your way: What if [ lose? What
if the deal doesn't go through? What if I'm rejected? What if, what if,
what if. .. Your belief that everything must work our exactly as you
want it to with no glitches creates enormous pressure. Everything rides on
your success.

Nonarttachment, on the other hand, works like magic. It allows you
to have fun in your efforss, to enjoy the process. It helps you succeed at
whatever you are doing by giving you the confidence you need. It takes
the pressure off. You win regardless of the outcome. The act of nor wor-
rying helps you focus and stay on purpose. It helps you stay out of your
own way. You know in your heart that, even if things don't work out the



way you hope they will, everything will be all right. You'll be okay. You'll
learn from the experience. You'll do better next time. This attitude of
acceptance helps you move on to the next step in your path. Rather than
being lost or immobilized in disappointment or regret, you simply move
on—with confidence and joy.



4,
EXPERIENCE RELAXED PASSION

@ Most people would agree thar having passion for one’s work
is a helpful, if not necessary, ingredient for success. Many of
these same people, however, confuse useful passion with hyper or frenetic
behavior.

Passion takes different forms. It can be the feeling of being driven to
success, of rolling up your sleeves, or working long, hard hours. This “hy-
per” passion can be very exciting, even addicting, The problem with it,
though, is that it drains your energy and can be very exhausting. It’s gen-
erated from external sources, from tight deadlines and big deals. Because
of the external nature of this type of passion, a tint of fear always goes
along with it: “I love this as long as everything works our well.” This type
of passion also lends itself to boredom, The only time you're having fun
is when there’s something on the line, when something exciting is hap-
pening. The rest of the time can seem like a letdown, You spend your time
waiting and looking for more excitement.

Anather, calmer type of passion is what I like to call relaxed passion.
This is a contained, “time-release” rype of feeling that permeates everything
you do. It brings joy and grear success to virtually anything. Rather than
being frenetic, this feeling is more like exhilaration and enthusi It'sa
much calmer version of excitement. It can be described as excitement with-
out the worry: “1 love this simply because I'm absorbed in what I'm doing,”

The way to bring forth this type of passion is to learn to keep your
attention fully in the present moment. Try to do only one thing at any
given moment and give that “one thing” your full and complere atrention.
If you're on the phone, stay focused, be “with” the person to whom you
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are speaking. Don’t let your mind drift; be there, Ifyour mind does wander,
gently bring it back to the present moment.

Almost anything we do—preparing a report, speaking ro a group,
solving a problem, generating an idea, doing a difficult task, and so forth—
is a potential source of relaxed passion. And it comes not from exciting,
external ventures bur from our own attention, our own thinking. Too
many of us live in moments past or moments yet to be. When our mind
is not right here, in this moment, we suck the joy out of an experience.
You can bring passion back into your life and your business dealings by
simply being more oriented in the present moment. Your focus and insight
will be greaty enhanced, as will your ideas and creacivity.



5.
GET MILEAGE OUT OF REFLECTION

The ability to honestly and quietly reflect on one’s life is one

of the most powerful tools for personal growth. Reflection
means to bring to life the truth of what's really going on. It's similar to
meditation in that you are allowing the truth of the moment, withour bias
or personal agenda, to surface.

Reflection allows you to see your own contribution to a problem, the
ways you might improve, and the blind spots in your thinking. It helps
you eliminate any tendency you might have to blame others for your mis-
takes, make excuses that don't serve you, and break free of old habits.

My wife, Kris, an accomplished businesswoman, incorporates the

power of reflection into her daily life. She sits quietly and allows her own
wisdom to offer her advice and suggestions on ways she might improve
herself and/or her performance. In this way, rather than repearing mistakes,
as so many of us do, she makes graceful adjustments that guide her toward
success,
To incorporate reflection into your business life, all you need is the
desire to do so. You must have a sincere willingness to be honest with
yourself and the abiliry to turn off your internal chatter for a few minutes
each day. As you begin to sit quietly, you will notice insights rising to the
surface of your mind. Take quier note of each insight, and store each in
your memory. Very soon you'll be on your way to new heights and ad-
ventures.






6.
PAY YOURSELF FIRST

_@_ On the surface, this is one of the least original ideas in this
book. The idea of paying yourself first—before anyone else—is
a concept that is often talked about. Most financial professionals realize
that it’s virtually impossible to accumulare grear wealth without this rype
of discipline and wisdom. The idea is that, if you wait until everyone else
is paid before you pay yourself, you'll never get around ro it. There won't
be anything left. Despite its importance, however, a very small percentage
of people actually implement this strategy. The major reason: worry.

If you are worried about having enough, you never will! Fear will
prevent you from taking the obvious steps that are needed to create abun-
dance. Thus, one of the first and most important steps you need to take
is to nip your worry in the bud.

From this moment on, make a commitment to yourself that you will
ignore all thoughts of worry and pay yourself first—before amyone else.
Every day, or week, or month—whatever is appropriate for you—write
yourself a check. Invest in yourself. Trust in yourself. You will have enough
for everything else.

You'll be surprised, bur somehow, regardless of your income, there
will always be enough left to pay your bills. You'll make invisible, wise
adjustments in your spending habits. You'll make new choices. And in a
very short amouint of time, you'll get into the habit of always paying your-
self first, saving or investing something for you. You'll watch your savings
and net worth grow. As this happens, you'll see how destructive worry can
be and how unnecessary it was all along. This will create even more con-
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fidence, which will translate into more discipline, creativity, and new ideas.
You will find yourself in a new mind-set, creating wealth.

1t’s critical to realize that you won’t stop worrying simply because your
income rises. There are plenty of people with enormous incomes who
worry all the time. The trick is to trust, without any doubt whatsoever,
that the magic works in the other direction. You need to stop worrying,
first, and then you'll do what it takes to create the abundance you deserve.
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7.
ACCEPT THE FACT THAT YOU CAN MAKE EXCUSES,
YOU CAN MAKE MONEY, BUT YOU CAN'T DO BOTH

@ My wife, Kris, is a super businesswoman and a terrific moti-
vator in her home-based business. She works with a company
where about 5 percent of the people make about 95 percent of the money.
She is one of the 5 percent.

One of the most popular phrases throughout the business has also
turned out to be one of the most helpful in moving people toward that 5
percent. Thar phrase is: You can make excuses, you can make money, bur
you can't do both. To be honest, when I first heard it, I felt it was a licle
harsh. Upon closer examination, however, I realized thar it wasn't harsh ar
all. In fact, it's an excellent prescription for less worry, and a helpful ol
for success and abundance.

If you think abour ir; “excuses” are often nothing more than an ex-
pression of fear: “I'm frightened thar I don’t have time,” or “I'm afraid o
step out of my comfort zone,” or “I'm afraid of what people will think,”
or “I'm afraid I can’t do it,” or “I don’t think it’s in my narure.” When
you remove the fear behind these excuses (when you stop worrying), you
create the space and confidence to move forward.

Successful people with full lives must face the same frustrations, hur-
dles, and fears as everyone else. The difference is in the way they handle
their fear. Rather than feeling defeated or immobilized by their fears and
wotries, successful people conquer them. As Susan Jeffers suggests by the
title of her book, they Feel the Fear and Do It Anyway! After all, courage
is best described as being afraid and “doing it anyway.”

19



A person who is in the habit of making excuses keeps himself from
his grearsst potential. When an excuse enters the mind of this type of
person, he artaches himself to the thoughr, takes it very seriously, thinks
about why the excuse is valid, and then uses it as ammunition against
himself. It all happens very quickly, usually withour the person being aware
of it. This is a self-defeating habir that can be broken with a sligh shift in
one’s thinking.

Virtually every successful person I know admits to being confronted,
often, with his or her own internal excuses, such as, I'm rired, I'll do it
later, or I'm scared, or I don’t want to do this. What these people are able
to do, however, is to think of their fears and excuses as nothing more than
frightening or lazy thoughts that can be overlooked, dismissed, or at least
not taken so seriously. Thus, rather than becoming overwhelmed by neg-
ative internal dialogue, they are able to stay focused on what they are doing
and what they are attempting to accomplish.
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8.
DON'T DEAL WITH PROBLEMS, TRANSCEND THEM

@_thn 1 suggest thar clients nor work on problems, they often
appear irritated, as if I'm telling them not to bathe or brush
their teeth! This is because most people assume that the only way to solve
problems is to work on, or struggle, with them. I have found, however,
that focusing on problems is one of the key ways of keeping them alive—as
well as preventing you from moving past them. Focusing on problems is
also a key ingredient keeping people stuck in worry.

I can assure you that there is a way to get from where you are to where
you want to be withour focusing on problems. It's a natural, virtually ef-
fortless, yet far more effective alternarive to the usual “roll up your sleeves
and solve this problem™ manner of dealing with issues.

Recently [ knelt down to clean up some glass and a piece got stuck in
my knee. I ended up at the urgent care center getring ten stitches. We all
know that the worst thing I could possibly do to the healing process would
be to poke or pick at my scab. A wiser method is to treat the wound gently,
creating the best possible healing environment. Miraculously, the wound
will heal all by itself.

Most problems can and should be dealt with in a similar manner. The
thoughts we have around our various issues—business and otherwise—
create and trigger emotional reactions. What usually happens is thar we
spend our time and energy dealing with these reactions instead of the actual
issue. Simply pur, when we are frightened, angry, or impatient, we lose
our bearings and get in our own way. Instead of bringing our the best in
ourselves and others, we bring out negarivity and squeeze out creativity.

Deep down, we all know that for every problem there is a solution.
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Many times, the solution is obvious to a dispassionate observer, which is
the primary reason corporations as well as entrepreneurs hire outside con-
sultants, Often, the reason we cannor see these obvious solutions is that
we are trapped in our emotional reactions and habitual ways of secing life.

The alternative to dealing head on with problems is to clear your mind
instead of filling it with painful, confusing details. Quiet down, reflect, and
listen. Allow your wisdom, thar softer part of your thinking, to surface.
More often than not, seemingly out of nowhere, you will have an insight,
an answer to your problem. You may be shocked or even struggle with
how easy this process is to implement. Nevertheless, the less you worry
abour your problems, the easier they will be to solve!
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9.
LEARN ABOUT MOODS AND MONEY

% Moods are one of those unavoidable, mysterious parts of life
thar must be deale with by everyone. Our understanding of
moods greatly affects not only our wisdom and perspective but our overall
level of satisfaction as well. Generally speaking, when our mood is high,
our spirits are up. When our mood is low, our spirits are down. Moods
are like the weather, constantly changing.

The implications of moods as they relate to money are significant.
When we are low, we think of our dissatisfactions more than when we feel
good. We worry! We compare ourselves to others and convince ourselves
that others are doing better than we are. We focus on our belief that making
money is hard work. Perhaps we believe that thete isn’t enough money or
opportunity to go around, or that people are selfish and out for themselves,

The fascinating thing about moods is that, to a large degree, we only
believe these negative, fearful, and self-defeating thoughts when our mood
is low. When our mood is high, we think very differently. We don’t worry
as much. Rather than believing that others are doing better than we are,
or even spending energy comparing ourselves to them, we realize that we
are all on differenc paths, doing the best we can. Instead of complaining
that making money is hard work, we get a kick our of the entire process
and see new ways to create abundance for ourselves and others. Rather
than secing limitations in the supply of money, we know that there is
plenty to go around. Finally, instead of secing people as selfish and out for
themselves, we realize chat most people are very generous and giving. And
those who aren’t have simply lost touch with their heart.

So what do you do? The trick is to be grateful when your mood is
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high and graceful when it is low. Try to keep in mind the effect your mood
is having on the way you are thinking and feeling. Your understanding of
moods allows you to keep your perspective and not take so seriously the
thoughts you are having when you are low. Rather than believing in your
negative and fearful perceptions, you can dismiss them as being mood-
related.

The same dynamic applies to your creativity and your ability to create
abundance. When you are in a low mood, don’t make important business
(or life) decisions. Don’t force it. Your thinking and wisdom are not as
sound as they will be in a higher state of mind.

Resist the tempration to worry about your moods: Moods are always
changing, and yours could change at any moment. Simply realizing thac
you are stuck in a mood usually raises your spirits. Again, don't worry! As
your mood rises, your capacity to create will unfold.
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10.
CONSIDER THE POSSIBILITY THAT IF IT SOUNDS
TOO GOOD TO BE TRUE. IT MIGHT NOT BE

%‘ The old adage “If it sounds too guud to be true, it probably
is” isn’t always correct. In fact, the suspicion, cynicism, and
doubt that are inherent in this belief can and does keep people from taking
advantage of excellent opportunities.

Cynicism contradicts abundance. Cynics, critics, and doubters are
clouded by their own destructive, self-defeating filters that say things like
“That can't work,” “That's impossible,” or “It’s too good to be true.”
These people are big-time worriers. They're concerned with what other
people think, and they are stuck in doing things “the right way,” the same
way everyone else does them. These people have closed minds thar are
fixated on the status quo.

1 was lucky enough to hear about a grear stock from a good friend of
mine. He rold me and four others what he knew abour it. Unfortunarely
for my other friends, they were true cynics. “Sure,” they all said in a
sarcastic tone, “I'll bet it’s a great deal.” They instantly dismissed the sug-
gestion. I've learned, however, 1o keep an open mind. And while I would
probably decide to buy less than one stock in every hundred that I hear
about, I'm always willing to take a look. It took me less than an hour to
do a little research on the stock, and I decided to buy some shares. Lo and
behold, the stock doubled in less than a month. Lucky? Of course. But
had I not been open-minded, I wouldn’t have been in a position to be
lucky!

If you think something is too good to be true, you'll be very hesitant
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to take a careful look at it, and you'll dismiss it as being superficial or too
risky. What happens, however, if you're wrong? You'll miss out. Often
there are great deals and wonderful opportuniries thar come your way. But
to take advantage of them, you must be open, willing to take a look, learn
something new, try something different. Obviously, this doesn’t mean you
jump into risky venrures or avoid careful consideration, but it does mean
that sometimes, you have to do something a little differendy to do a lirtle
berter, to have a lirtle more.

Being 2 nonworrier doesn't guarantee success, but it sure makes it
easier to spot great opportunities when they come your way. You'll be far
more open to taking a look, to considering new options, new ways of doing
things, marketing products or services, or taking an uncharacteristic risk.
By becoming a less cynical, more open-minded nonworrier, you'll bring
far more joy into your work and open the door to far more abundance in
your business and career.
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11.
HIRE UP

‘@_ If you want to talk about a strategy that is 100 percent related
to less worry, this is it. The concept of hiring up is critical ro
your success. Essentially, hiring up means you hire and work with people
that are more qualified than you. That's right, ferzer than you.

It won't come as a surprise to very many of you thar the factor that
prevents people from subscribing ro this philosophy is fear. The fear that
“I can be replaced” or “someone might be better than me.”

Do you ever wonder why so many businesses operate as if no one
knows what they're doing? Sometimes the answer is that no one really does
know what they’re doing. Take a typical small business that is based on
fear. Picture the who is responsible for hiring the people she works
with. If she’s fnghtcncd of being replaced or overshadowed, she’s likely to
hire people who aren’t quite as bright or competent as she is. In all like-
lihood, she won’t even be aware of her hidden agenda to keep the business
down, but that's precisely what she'll do. She was hired not so much for
her expertise in running the business bur for her efforts in building a suc-
cessful business. But what she’s doing is surrounding herself with people
even less qualified than herself because she believes she'll look better. Busi-
nesses based on fear are doomed to failure.

People who are self-employed often fall into the same trap. “I can do
this myself better than anyone else” is really a foolish statement based on
fear. It's ridiculous to spend your time doing things that others can do
beteer, because your time is better spent doing the things that you're really
good at. The truth is, none of us are experts at everything, bur most of us
are good at something. A simple example would be that if you can consis-
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tently earn $50 an hour doing whatever it is you do, then it makes more
sense for you to keep doing it and to hire someone to do the time-
consuming job of keeping your books and records. That way you don't
waste valuable income-earning time—and you'll probably be better organ-
ized than if you'd done ir yourself.

A very successful friend once joked that he couldn't afford “the lux-
ury” of driving from San Francisco to the Pacific Northwest, despite the
fact thar airline fares were high at the time. He would much rather pay
the airline to do what they do best—ger him where he needs to be
quickly—than spend twelve or more hours in the car missing out on untold
opportunities for success and building his business.

As you let go of worry and “hire up,” some magical things begin to
happen. You begin to get out of your own way and allow success to unfold.
One of the turning points in my career was when I realized tha, although
1 believe I'm an excellent writer, I'm not always such a great editor. As |
let go of the fear that an editor could change my essential message, 1 began
to experiment with working with various editors. I started to “hire up.”
Guess whar? They didn'’t change my message, they improved it. And to
top it off, a good editor could clean up my writing in a fraction of the
time that [ spent struggling with it, giving me far more time to do whar [
do best.

As you let go of fear, you will find that you will be rewarded for your
willingness to reach our. Rather than losing your job, you'll be praised for
contributing to the success of your business. The cruth is, if you can become
one of the few people who operates not out of fear but out of a sincere
willingness to do what’s in the best interest of your business, you’ll become
an indispensable part of that company's success. And if for some strange
and unlikely reason your good faith efforts are not appreciated and re-
warded, you will know beyond any doubt that you aren't working in the

28



best possible environment. Don’t worry. When you're thinking in “hire
up” terms, another, better opportunity is just around the corner.

A good definition of an entrepreneur is someone who can achieve
predetermined goals through the efforts of himself and others. Why not
raise the standards of those results by hiring up? The quality of your work
will improve, and your profits will explode.
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12.
DON'T WORRY ABOUT THE MARKET—INVEST IN IT

‘@_ 1 believe that one of the closest things to a worry-free, wealth-
building strategy is to invest, long term, in the stock marker,
preferably through your company 401K or, if you're self-employed, your
SEP. Why? Because historically, to profit from this simple, well-known
strategy, it doesn't matter in the short term if the market is going up or
down. You win either way. There is absolutely nothing to worry about.

Once you commit to the “don’t worry” artitude, you'll chuckle as you
notice how many people worry, every day, unnecessarily, over which di-
rection the marker is moving, “Whar a relief, the market is having a good
day” and “Oh no, the marker is down” are frequent comments, but in
reality, they have virtually no relevance if you are investing for the long
term.
What is there to worry about? By implementing the “pay yourself first”
strategy, by investing a predetermined percentage, such as 10 percent of
your income to yourself (into high-quality, no-load murual funds), you
virtually guarantee thar, over time, you'll amass a small forrune. You simply
put the money in, month after month, and leave it there.

If the market is going up, your investment is worth more money.
Congratulations, you win. But if the market is going dewn, your next
investment will afford you the luxury of purchasing more shares of stock
at a lower price. Congrarulations, you win again!

To top off this worry-free, wealth-building strategy, you can get the
federal and state governments to pitch in a third, or even more, of your
total investment. By using a company retirement plan or self-employed
SEP, you can deduct your contribution from your taxable income up o a
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certain maximum limit, saving you thousands of dollars and reducing the
out-of-pocket costs of your investment. Your rax adviser, or even a knowl-
edgeable friend, can probably show you how simple it is to accumulate
wealth using this strategy and how to maximize the government’s contri-
burien toward your financial goals. The point here, however, is to show
you thac “don’t worry™ is not simply a cliché. There are many worry-free,
practical approaches to building your fortune; this is simply one of the
best. As always, your external success begins with your attirude toward life.
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13.
BECOME LESS REACTIVE AND MORE RESPONSIVE

% In business and in life, we have essentially two psychological
modes that we are in most of the time: reactive and responsive.
The reactive mode is the one that feels stressful. In ir, we feel pressured
and are quick to judge. We lose perspective and take things personally.
We're annoyed, bothered, and frustrated.

Needless to say, our judgment and decision-making capacity is severely
impaired when we are in a reactive state of mind. We make quick decisions
that we often regret. We annoy other people and tend to bring out the
worst in them. When an opportunity knocks, we are usually too over-
whelmed or frustrated to see it. If we do see it, we're ustz:.ll].r overly critical
and negative.

The responsive mode, on the other hand, is our most relaxed state of
mind. Being responsive suggests that we have our bearings. We sce the
bigger picture and take things less personally. Rather than being rigid and
stubborn, we are flexible and calm. In the responsive mode, we are at our
best. We bring out the best in others and solve problems gracefully. When
an opportunity comes our way, our mind is open. We are receptive to
abundance.

Once you are aware of these two drastically different modes of being,
you will begin to notice which one you are in. You'll also notice the pre-
dicrabilicy of your behavior and feelings when you are in each mode. You'll
cbserve yourself being irrational and negative in your reactive mode and
calm and wise in your responsive state of mind.

Simply becoming aware of the different dynamics of your mind will
open the door to tremendous changes in your life. You'll begin to norice
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when you fall into a reactive state of mind. You'll feel your own impatience,
When this happens, simply say to yourself, “Whoops, there I go again” or
something to this effect. Any type of simple acknowledgment will do the
trick. You'll discover, as you notice and acknowledge your own reactivity,
coupled with your understanding thar, in all cases, it pays to be more
responsive, you'll quickly come out of a reactive mode and fall into a more
responsive state of mind.

A responsive state of mind is fertile ground for success. When your
mind is clear and relaxed, you pave an open channel for abundance and
joy. There is a direct and clear relationship between how much time you
spend in a responsive state of mind and your own level of success. The
more you are able to stay out of reactivity, the more opportunities will
present themselves, Beginning right now, use the power of responsiveness
[0 Create your Own SUccess.

34



14.
WORK ON "KNOWING" INSTEAD OF “BELIEVING”

@ When you believe something, it's usually due to the fact that
someone told you so—your parents, an instructor, a friend, a
colleague, a partner, boss, or employee. You were influenced, often in a
positive way, by what you were told. Consequently, your belief system was
formed, altered, or solidified in some measurable way. For zxmnp!c, your
parents may have attempted to convince you that holding a corporate job
was more important, held more status, and had a more secure future than
being a gardener. If you believed them, you would have factored this con-
cept into your career decisions and the directions you followed. Every one
of us has beliefs and there is certainly nothing wrong with this.

Knowing, on the other hand, is intrinsic in nature. When you know
something, you feel it. You are certain. You may not always be able o
explain or articulate why you feel the way you do, but something within
you—wisdom, common sense, guidance, whatever—is providing you with
needed answers and guiding you in a direction, as long as you listen.

For example, 1 always knew that I would be a teacher of some kind.
1 knew thar my calling or role as an adulr was to be sharing what I knew
10 be true through writing and speaking. This is difficult 1o explain because
1 believed I was an inadequate writer and was terribly frightened to speak
in public. In fact, I nearly Alunked high school English and had acrually
fainted while attempring 1o speak in front of a group! Perhaps the only
thing I did right was listen to my inner voice—the source of knowing, It
hept insisting that, despite appearances to the contrary, somehow I was
going to teach. It took many years, but, as is always the case, knowing is
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more powerful than believing, Evenrually I was guided in the direction I
now call my career—writing, speaking, and reaching.

All of us have things that we know to be true about ourselves—dreams
that we have, gifts we wish to share, unique talenits we want to pursue. But
all oo often we bury these things we know with our own belicfs, and
ultimately they become our limirations. Our beliefs convince us of things
like: I can’t do it, or It's for someone else, or It’s not in my nature. Or
they provide us with convenient excuses: [ don’t have time, or I never get
any breaks, or My life isn’t set up right.

The good news is that, the moment you decide that what you know
is more important than what you have been taught to belfeve, you will have
shifted gears in your quest for abundance. Success comes from within, not
from without. It begins by listening to your inner calling and wisdom.
What do you truly value and enjoy? What is your heart trying to tell you?
Is there something that you have an inner need to pursue? These are the
types of questions that will pur you on your path toward greatness. Once
on that path, you will discover your own unique way to make the path an
enormous success and a great deal of fun. I've seen people turn hobbies
into fortunes, change careers completely, start side busi or magically
transform their existing career by changing their artitude. Over and over
again, 1 have seen people rurn dreams into realities through a simple shife
in perspective. How this process unfolds is up to you. The path will be
clear when you listen to your own inner voice.
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15.
REMIND YOURSELF THAT YOUR LIFE BEGINS NOW

‘@' One of the most severely limiting beliefs that many of us have
is that the person we were yesterday is the person we have to
be today. This belief keeps us tied to our past mistakes, habits, and limi-
tations. We somehow buy into the notion that history truly does repeat
itself, that if we weren't successful yesterday, we certainly can't be successful
today or tomorrow.

If you can see how ridiculous and self-defeating this belief is, you can
make an instant shift toward success and fulfillment. All of us have unlim-
ited potential and a clean slate in this moment—now. What prevents us
from tapping into this potential is our own mental ties to the past. Letting
go of your past is like taking a set of heavy chains from around your neck.
It frees you to pursue your dreams and rise to your greatest potential.

I heard a wonderful story about the power of living in the present
moment. It involves imagining that you are on 2 boat in the middle of the
ocean. You are standing at the helm, heading due east, as you ask yourself’
three important questions: First, what is the wake? You turn back and
observe the water behind the boat that is left behind. The wake is that
water. It forms a shape behind the boat until it disappears into nothingness.
Second, you ask yourself the question, Can the wake drive the boat? You
quickly answer, “Of course not. That's preposterous.” The wake has no
power, Finally, you ask yourself, What then powers the boar? You think
for a moment and come to the obvious conclusion. All of the power of
the boat comes from the present-moment energy of the engine. Thar’s it.
There is nothing else.

The analogy to your own life is clear. Your present-moment energy is
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all you need. It's incredibly powerful and resourceful. The problem is,
many of us don't use our present-moment energy to its fullest because we
are constantly trying to use our “wake,"” that which is behind us, our past,
to move us forward. But like the wake in the ocean, our past has no power.
It is nothingness.

Our past has no power other than the power we give it. One of the
most dynamic and significant changes you can make in your life is to make
the commitment to drop all negative references to your past, to begin living
now. Operate as if all the power in your life begins and ends in this mo-
ment. The positive energy you create may shock you. New doors and
opportunities will open. As your past habits creep into your consciousness,
simply acknowledge them and ler them go. This is not a complicated
process, and you can begin doing so immediately. Your past was imporeant
because it was needed to get you into the present. Your life, now, is a series
of present moments to be experienced, one after another, Focus on what
you can do today, right now in this moment, and you will have already
begun to create the abundance thar is your birthright.
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16.
SURROUND YOURSELF WITH EXPERTS

_@' Charles Givens, author of the phenomenally successful book
Wealth Without Risk, has said, “If you want to learn about
money, learn from someone who has a lot of it.” So, many people surround
themselves with “successful” people, “experts” on making money, and
people who have a lot more money than they do. Yer they are intimidated
by them, frightened that people who are more successful won't be willing
to spend time or share their ideas with us. Nothing could be farther from
the truth. The reality is, accomplished people love it when someone takes
an interest in their success; they love to share their wisdom, good ideas, or
business secrets. It makes them feel wanted and needed.

Two of my favorite people in the world each have a great deal of
money. One is entirely self-made, the other comes from inherited wealth.
Both are exceptionally willing to sit down and share ideas with me, or
practically anyone else who asks them. The interesting thing, however, is
that they both claim that very few people have the courage to ask to pick
their brains for ideas. Whar a waste! I probably know, personally, over a
hundred super-successful people, and 1 can't think of a single one whose
door isn’t almost always open for others. I've worked on projects with
some very famous, successful people through some of my other books.
When people ask me, “How in the world did you convince them to par-
ticipate?,” they are often shocked ar the simplicity of my answer. I respond
honestly by saying, “I just asked them.” You'll be amazed ar the number
of people who are more than willing to help, whether it’s the owner of a
successful grocery store, a top-producing insurance salesperson, a well-
known author, a physician, a lawyer, or an excellent teacher. Most want
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and are willing to offer advice. In fact, asking someone you admire and
respect for their feedback and ideas is the greatest compliment you can
offer them.

Not all, but most highly successful people (in any field) are available
to help others, Usually, it's the people fighting to climb to the rop who
are the most frightened, insecure, or unwilling to offer guidance. If you do
ask for help or advice and are turned down, you can bet that the next
person you ask will be more than willing. If you want great advice and you
want to avoid big mistakes, seck help. Surround yourself with winners.
Don’t get advice from Uncle Charley unless he, himself, is a successful
person. Go straight ro the top.
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17.
BE AWARE OF WHAT YOU DON'T KNOW AND
WHAT YOU'RE NOT GOOD AT

@ My father used to tell me as he read my poorly written essays
in school, “Richard, it's not important that you're not a great
speller. It's really important, however, that you know that you're not a
good speller. That way, when in doub, you can use the dictionary.” Boy,
was he right! I have gotten more mileage out of this tiny piece of wisdom
than perhaps any other.

My dad was absolutely correct, but nat just abour spelling, The same
idea applies to virtually everything. In my work, for example, it’s not critical
that I'm an expert editor as long as I know my own weaknesses and lim-
itations. I can hire someone to fill in where I'm weak. Similarly, I'm not
a great coordinator for purting together all the details of a public lecrure.
No problem. I can hire someone who is. It's always smarter to do this and,
in the long run, it's almost always less expensive and more profitable. The
only time there would be a problem is if I didn’t know thar I wasn’t good
at something or if I was unwilling to admir ir.

Chances are you're probably really good ar cerrain things and really
bad ar others. So whar? Why should you frustrate yourself and waste your
time doing those things you struggle with? This doesn't mean you can’t
learn new skills or improve existing ones. It merely suggests that you spend
the bulk of your time doing wharever it is you do best as well as that which
is most important to your success. It's easy to get bogged down and de-
feated doing tasks you don’t enjoy and aren’t very good at. Certainly, many
if not most of these tasks need to get done, but not necessarily by you.
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What if you could spend an extra two or three hours a day focusing on
that which you truly love and are genuinely good ar? What would happen
to your productivity, creativity, and bottom line? You'll never know for
sure until you try, but I can agsure you that, for me and for so many others
1 know, this simple idea has been an extremely profitable insight.
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18.
BECOME AWARE OF THE PASSION FACTOR

As Marsha Sinetar’s incredible best-seller reminds us, Do What

You Love, the Money Will Follow. Pethaps the reason this book
is 50 popular is that it reminds us of something we intuitively already know:
When we are passionare about what we do, success will follow!

Passion for life and for our work is a critical element of success and
abundance. Passion is a virtually unstoppable, attitudinal force thar gen-
erates energy, creativity, and productivity. When you love what you do,
it’s difficult not to succeed. Your enthusiasm is obvious to everyone around
you and contagious.

Part of the process of creating passion in your work is choosing work
that you truly love. Doing so requires conscious choice, which often takes
a great deal of courage. It can be frightening to change career directions
or to try something new, irrespective of how much we may “want to.”
After all, most of us were indoctrinated into believing thar walking a certain
safe path was the way to achieve securiy.

Fear is a powerful, highly destructive force that prevents many of us
from pursuing our dreams. However, if you take a careful look at most
successful people, more often than not, they have faced very similar fears
and conquered them. A client of mine once said, “I finally asked myself
the question, Whose life is this anyway? and when I couldn’t answer the
question, I knew I had to make a change.”

1 have a story of my own that reinforces this strategy. Many years ago
I'was taking the safe route. Shortly after college, I began work for an M.B.A.
(master's degree in business). The problem was, 1 couldn’t stand it. 1
dreaded every class and knew I wasn't on my path, following my own
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dreams, Although it was extremely frightening to me, I decided to walk
out and never return. I was determined to follow my bliss instead of my
predetermined career path. It was one of the best, most important decisions
of my life.

It's important to ask yourself: How safe is it really, spending your time
doing something you don't enjoy? How well can you perform a task you
dread? How creative and original is your thinking? How easy is it to go
the extra mile and/or to do what’s necessary to achieve greatness? The
answers to each of these questions are clear: Without passion, your odds
of success are minimal. You will either struggle in your career or burn out
completely. Bur the opposite is just as truc when passion for your work
fills your heart. When you follow your heart, when you discover what is
truly nourishing to your soul, an abundant, joyful life is just around the

corner.
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1%
EXPERIMENT WITH THE ONE-HOUR SOLUTION

_@_ Today, more than ever before, there are vast numbers of fi-
nancial opportunities available to those who want one, and
who are open-minded to doing something a little different. There are nu-
merous part-time, home-based businesses thar are rurning ordinary people
into millionaires. Many of these businesses are fun, easy, and require no
more than a few hours a week. In addition, many of these businesses require
very little initial cash to get into and no prior experience.

So what's the carch? Well, there is one, and you have probably already
guessed it. As is so often the case, fear and worry are the greatest dream
snatchers. The excuses | hear from people range from “I'm afraid I don’t
have the time " to “I'm afraid [ can't do it” to “I'm afraid of whart people
will think.” Fear is the single most self-defeating emotion in our lives.

What would happen if you decided to follow the advice of this book’s
title, Don't Worry, Make Monzy? As an experiment, | suggest the following
strategy. [ predict that if you banish worry from your consciousness and
choose a credible, financially solid, ethical home-based or multilevel mar-
k:r.i.ng business, you can become financially independent in as little as one
hour a day. You don’t have to quit your job, change careers, or take on a
great deal of risk. Spend some time investigating what's out there. Ask
around. Be willing to do something a licde different. Keep an open mind.
Don’t worry!

The only catch is that you must actually spend a full, noninterrupted
hour, each and every day, doing what is the critical inch of that business.
You must spend the hour without fear! You must not worry about the
outcome, about what others are thinking about you, about your past fail-
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ures, abour the fact that you don’t have very much time, or about the fact
that what you are doing isn’t in your nature, or anything else. If the most
important part of the business is making phone calls, then you must spend
the better part of your hour making those calls. You don’t have to spend
one minute longer than your agreed-upon hour, but for this experiment
to be given a chance, you must give it an honest hour. I predict that if you
pick a business that you love, and you faithfully spend your hour doing
the key parts of the business (not simply busy work), thar within two years
you will be well on your way to complete financial independence.

The first and most important step is to eliminate worry from your life.
If you choose to experiment with this strategy, I wish you the best of luck.
1 know you can be as successful as your imagination will allow.
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20.
BE PREPARED TO WALK AWAY FROM A
NEGOTIATION—YOU CAN USUALLY GO BACK

_@_ Many people get less out of a negotiation than is otherwise
possible because of fear—fear that if they don’t accept the
terms of the deal, as is, they sabotage the deal completely. While it’s possible
this could occur, it's far more likely thar you will sabotage your success—
both immediate and long term—if you are unwilling to walk away from
a negoriation. If you believe in your product or service, in whatever it is
that you bring to the table (your time, your expertise, etc.), you're virtually
always better off if you're willing to walk away, to consider the option of
starting over or bringing your business elsswhere. This doesn’t mean that
you do walk away; only that you're comfortable doing so. You're nor at-
tached, one way or the other.

This don’t-worry attitude is applicable in most business situations.
Let’s consider one of the simplest examples, purchasing a home. Suppose
you find a house that you truly love, and the asking price is $100,000.
You believe, however, that to make this purchase wisely, you should pay
no more than $90,000. The current owner seems stubborn. The problem
is, you really love the house and don't want to jeopardize the deal.

Being “attached” to an outcome can cost you a great deal of money.
If you feel it's in your best interest to pay no more than $90,000 for this
house, the wisest financial and emotional decision you could make would
be to offer the $90,000, be willing to walk away, and not worry about it!
The simple act of not worrying about the cutcome will, more often than
not, come back to help you because the truth of the matter is, most people
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are worriers! And it is very likely that the person you are negotiating with
is one of them. Although there are rare exceptions, the recipient of your
offer will almost never slam the door on the deal ac this poine. He will,
however, be forced into making a very important, quick decision—most
likely a decision that 4e is worried about. He can, of course, turn you
down, but if he's a worrier, he might not. After all, he's turning away a
sure thing in exchange for an unknown future, something thar worriers
can't stand. He may come back with a counteroffer, but if he knows you're
not a worrier, that you're perfectdy willing to walk away, the counteroffer
is likely ro be much lower than if he senses your fear. This is pretry simple
stuff. Bu the cruth is, the reality of making money and wise decisions isn’t
very complicated. However, not many people understand the importance
of a don't-worry artirude. If you do, you're one step ahead of the game.

A friend of mine is the shrewdest negoriator I have ever seen. He once
walked into a car dealership and made an incredibly low-ball offer on a
brand-new luxury car. This is exactly what he said: “Good afternoon, sir.
1 have a certified check in my hands in the amount of $35,250 for which
I'd like to buy this particular automobile. 1 know you're going to have to
ask your boss, so the offer is good for nine whole minutes—but not one
second longer. [ will not pay one penny more for the car, but the check is
yours if you want to part with this car.” As the visibly nervous salesperson
started to respond, my friend calmly looked at his watch and said, “You
have eight and one half minutes left before I walk out the door.”

He gor the car!

Obviously, few of us would have the nerve (or the means) or perhaps
even the desire to do this. Yet the example does demonstrate the power of
the willingness to walk away. Clearly, my friend’s offer had to be in the
ballpark for what the car was truly worth. The dealership cerrainly wasn’t
going to give the car away. But my friend had factored that into his straregy.
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He did some research into the dealer’s acrual cost, and knew that if they
took the deal, they would still make a tiny profit. Bur he also knew that
his price would, in all likelihood, be lower than anyone else had paid for
the same car. Since he wanted that particular car bur wasn't artached o it,
he couldn't lose cither way. He knew thar, in most cases; a salesman would
have to spend a great deal of time with a potential customer before any
sale would rake place. In this instance, his total time involvement, other
than the actual paperwork, was less than nine minures. It just might be
worth it o the dealership to make a quick, small profir rather than wait
days, weeks, even months for a larger one. The key was his absolute will-
ingness to walk away with no regrets whatsoever. You can implement this
strategy with the utmost respect for the people with whom you are nego-
tiating. There’s no need to appear aggressive or obnoxious. All you need
is a don’t-worry artitude. Experiment with this strategy and, [ believe, you
will be well rewarded.
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21
BE WILLING TO CHANGE

‘@_ In his wonderful book Swecess Is No Aecident, Dr. Lair Ribeiro
makes a statement that rings true to my ears and has been
proven repeatedly throughout history. He says, “If you go on doing what
you've always done, you'll go on getting what you've always got.” What a
powerful message! Sometimes, in order to create positive things in your
life, you need to make some changes in the way you do things. The world
isn't going to suddenly reward you by changing its conditions. Instead, you
must alter the way you approach certain challeng;

1 have met numerous people who are virtually unwilling to change,
even when their current efforts aren't working. People are frightened of
change. Sometimes they even argue for their limitations by saying things
like: “T've always been thar way™ or “I'm just not that kind of person” or
“I've always done it differently.” If something ésn r working for you, how-
ever, statements like these aren't relevant or helpful. It's critical to remem-
ber that if you go on doing what you've always done, you will go on getting
what you've always got!

Maybe you're not the type of person who believes in asking friends
and family for favors. And you might even be proud of this fact. Sxill, there
are times when asking for help might be just what you need to succeed. If
you're stubborn and insist “I can’t do that,” you may be missing out on
a wonderful opportunity. There are countless other examples of where an
unwillingness to try something new, or an unwillingness to do something
differendy, will interfere with your chances for success. Take an inventory
of your own stubbornness: Are there areas in your life where you do things
a certain way simply because that's the way you've always done them?
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Without doubt, “Keep an open mind” is an overused phrase. Yet
relatively few of us actually do keep an open mind. Instead, we are stuck
in old, worn-out ways. If you drop your fear, and have the courage to be
willing to change, my guess is that you won't have to go on much longer
gerting what you've always had.



22,
SPEND THE BULK OF YOUR TIME ON THE
“CRITICAL INCH" OF YOUR BUSINESS OR PROJECT

@ Often, the greatest mistake people make in cheir quest for suc-
cess is that they focus on the wrong parts of their business.
Too much time and energy are spent doing things that, while perhaps
necessary, aren't the critical, absolurely imporeant aspects of the business
or project. I've seen people frustrated, claiming they “didn't have time” 10
make the necessary calls, speak to the decision maker, write the offer, ask
for the deal, engage in critical due diligence, write the chaprer, make the
promotional or marketing effort, or whatever else might be the essenrial
task—bur somehow they did manage to find the rime to clean their desk,
make a few social calls, organize their computer disks, plan their weekend,
review some files, set up a meeting, and do countless other tasks that have
limited relevance to performance and success.

Perhaps, at a given moment, solving a particular problem is the “crit-
ical inch™ of your business; maybe it's generating additional cash flow,
diffusing an interpersonal issue with a colleague, finishing a report, writing
a speech, or addressing a technical issue. Part of the solution is asking the
relevant question: What's truly most important? More often than not, the
answer is quite different from the answer ro another question: What seems
to be the next logical or convenient thing to do? Frequently, we'll jump
from one activity to another without any real thought as to the true rele-
vance of our actions. We'll respond to a mini-crisis, phone call, or some-
thing that's been sitting on the desk before taking on the one activity that
truly makes a difference.
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Abour twice a week I work our ar a local athletic club. The same
principle seems to apply to working out and getting in shape. It’s inter-
esting to warch the different ways people “work out.” There is one group
of people—I'd like to think I'm one of them—who roll up their sleeves
and get to work: They go from machine to machine, exercise to exercise,
until they have completed their workout. In thirty minutes or less, they
can be in the shower and out the door. Generally, these people are in pretty
good shape. They did what they intended to do.

There's another group of people, however, who never quite ger to it.
They socialize a great deal, take fifteen or twenty minutes to get changed,
and walk around the gym looking at the equipment. Somertimes they'll
read the paper or take a steam bath. Recently, I overheard a phone con-
versation berween one of these men and his wife or girlfriend. He said 1o
her, with a serious look on his face, “Honey, I just don’t get it. I come
down here to the club virally every day, bur never seem to lose any
weight.” Now, I've seen this man ar the club on many occasions, bur I've
yet to see him actually work our. He's convinced himself that by being
there every day, he’s doing something worthwhile; yer he's missing the boat
entirely. He never seems to do the critical inch—the exercise!

If we're not careful, it's easy to fall into the same basic trap with our
business and moneymaking efforts. We may look busy, and do quite a few
things during the course of a day, but we might not be focusing on the
one or two things thar really make a difference. Some of the most successful
people | know work only a few hours a day—but boy, do they understand
the concepr of the critical inch. When you do what's truly necessary and
important, the rest seems to fall into place. Take a moment, each day, o
reevaluate your priorities. Make sure you spend your time doing that which
is going to create success and abundance in your life.
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23.
EXPRESS YOUR GRATITUDE TOWARD OTHERS

%’ When it comes right down to it, there are very few sure things
in life. Once in 2 while, however, we come across an idea that
is an absolute, always, no matter what, truism. This is one of them, and a
good one to remember: As long as our expression of gratitude is genuine, other
people love it and remember it. This not only makes them feel good, but it also
encourages them to help us again and to encourage others to do the same. The
people we remember to thank, in person, with a thoughtful note or gesture,
or 2 phone call, are infinitely more likely to help us again than those we
take for granted and/or neglect to thank. It's so obvious, yet so few people
really understand how this works.

People are inherenty good. Most people love helping others, reaching
out, lending a hand, offering assistance. For the most part, people love to
be remembered or thought of as the person who gave someone else their
big break, or some other form of important, loving guidance. The other
side of the coin, however, is that people love to be acknowledged, admired,
and thanked. People love to be thanked, not out of any selfish need but
simply because it feels good to be acknowledged. And when we are sincerely
acknowledged, the acknowledgment acts as a reinforcement that we have
done the right thing. Thus, we want to do it again. Because people love
to reach out to help others—if we thank them for their kindness—ir ac-
tually nudges them to encourage others to help us, too. Life becomes in-
finitely easier when we remember to thank others for their acts of kindness.

Many wonderful people have stepped forward to help me in my career
and in my life. Whether I have asked for help or received it without request,
I always try to remember to express my gratitude. Although I never thank
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people in order get something in return, I have found that thanking people
from the heart guarantees that more help is just around the corner. None
of us wants to be taken for granted. We all love to be thanked!

The next time you do something really nice or helpful for someone
and they thank you, take note of how it makes you feel. While it’s true
there are many instances where you would help again withour any thanks
(those of us who have children know this), I'll bet you'll find yourself even
more willing to help someone who expresses their gratitude, which is, of
course, also one of the keys to a joyful life. By engaging in constant grat-
itude, you'll be guaranteeing success, abundance, and happiness,
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24,
LEAVE A GREAT IMPRESSION
(NOT JUST A GOOD ONE)

@_ 1 guess you could say thar this strategy is the opposite of the
“don’t burn any bridges” concept. The fecling others have for

you can be a critical element of success. In all cases, when people have a
nice feeling toward you, it sets you apart and gives you an ethical, well-
deserved advantage in all you do. This doesn’t mean you should pretend
to be someone you're not, only that you recognize that your presence,
behavior, integrity, and kindness will leave a lasting imprint in the minds
of those you are with.

I ence heard an audiotape from Ken Blanchard called “Raving Fans.”
In it, he described the importance of setting yourself apart by creating
customers who don't simply like your product or service but actually “rave”
about it—and you. This strategy is the interpersonal version of creating
raving fans, When people think of you, you want them to genuinely want
to do business, spend time with, help you. You want your customers,
clients, coworkers, colleagues, even competitors, to think and speak highly
of you to others.

The way to do this is very simple: Make living your life with absolute
integrity and kindness your first priority. Put others first, whenever pos-
sible. Be genuinely interested in the lives of ocher people. Be very present
moment oriented with others. Look them in the eye and really focus on
what they're saying, Care about them as individuals, Ask abour their fam-
ilies, Listen, listen, listen. Finally, make your actions match your good
intentions, Stand out from the crowd. Be the one to thank your customers
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and the people with whom you work. Send a card or thoughtful note, even
Howers if it's appropriate. Make people remember you in a positive light.

If you implement this strategy with your own unique touches and if
you are genuine in your thoughts and actions, you will create, over time,
a stellar, “one in a million” repuration with virrually everyone you come
in contact with. People will be beating down your door for the opportunity
to work with or even to spend time with you. What's more, your life will
be filled with more joy and loving kindness than you ever thought possible.
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25.
MAINTAIN WEALTH CONSCIOUSNESS

% Developing wealth consciousness is whar this book is all abour.
Wealth consciousness suggests a complete absence of money
worries; an awareness that there is always plenty of money to go around.
People who live with true abundance never worry abour having enough—
they know that creating wealth and affluence is a function of their own
mind-set. Worry keeps us from feeling free and joyful. We are never truly
free until we break the chains of fear. But once we do, our lives will never
be the same. A life without worry is a life of abundance, a life well lived.

That which we focus our artention on expands. If we spend our mental
energy worrying, it’s difficult if not impossible to create grear abundance.
Our fear gets in the way of our crearivity and traps us in the status quo.
In other words, our fear “interferes” with our means of creation. On the
other hand, if we are free of worries, if we maintain wealth consciousness,
money will Aow to us in inexhaustible ways, We will literally create ways
to keep money flowing in our direction. Our antennas will be on the
lookout for new and exciting opportunities, and our minds will be open
to embrace them.

The most important point about wealth consciousness can be summed
up with the adage, “Don’t put the cart before the horse.” Make no mistake
about it: Wealth consciousness comes first! You will not suddenly develop
wealth consciousness if and when you become “wealthy.” It’s the other
way around. You develop wealth consciousness by eliminating worry, by
trusting in the universe and in your own inner resources, Once you secure
your wealth consciousness, true abundance is just around the corner.
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26.
WAIT FOR INSPIRATION

_@ Ironically, it's often the case thar the best use of our time is to
do absolutely nothing—ro not act, to simply wait for an an-
swer. But in our speeded up, frentic culture, most of us panic if we aren’t
actively doing something, even if that “something” isn't wise, pmductivc,
or useful. Most of us are so busy, or at least looking busy, that we can’t
see or hear our own wisdom.

Built into our psyche is a wealth of wisdom. We all have innate com-
mon sense at our disposal that can provide us with solutions; inspiration,
and guidance. The problem is, we must quiet down enough to hear it. We
must wait for inspiration.

To access our innate health takes some humility and gerting used to.
‘We must be willing to admir that “we don’t know what to do” at a given
moment. We must learn to be a lirde patient; it's worth the wait. The
simple act of admitring that you don’t know an answer, ar present, activates
your inner wisdom and guidance. By simply being willing to wait for
inspiration, you virtually guarantee that it will come—in most cases, rather
quickly. Not always, but sometimes, your mind needs a few minutes, oc-
casionally longer, to cultivate the most appropriate answer, The answers
you receive, however, will surprise and delight you. Your thinking and
instincts will rise to a new level.
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27.
USE THE POWER OF REFLECTION

Reflection is one of the most underused yet powerful tools for

success. [t is a passive way to pinpoint solutions and strategies
with the least amount of effort or wasted energy. It's the opposite of “trying
oo hard,” of forcing an answer. Reflection is more a matter of allowing
an answer to unfold right before your eyes, often with littde or no effort
on your part.

One of the benefits of reflection is that it enables us to get our egos
out of the way. In a quiet state of mind we are able to see things clearly,
including our own contributions to problems, new ways of doing things,
and the ways we get in our own way. Reflection allows us to sense our self-
imposed limitations and some of the blind spots in our thinking,

Reflection is simply a matter of getring out of your own way. It's about
quicting down your mind so that answers can arise within the quietness,
Often, when we're looking for an answer, we “turn up the volume” of our
thinking. This might be called acrive problem solving. We think, think,
think—and then we think some more. We get personally involved in the
process. We take the credit for finding solutions and the blame when we
cannot. For the most part, when we are actively thinking, we're thinking
about that which we already know, that with which we are familiar. We
try to solve a problem at the samie level of understanding that initially
created it. And often we go around in circles.

People who regularly use reflection, on the other hand, understand
that we are connected to, and a part of, a deeper intelligence. This quiet
source of wisdom is available to all of us in unlimited doses because it is
always present, The only facter preventing us from hearing or being con-
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nected to this wisdom is the noise or chatter of our own thinking. When
we turn the “volume” of our thinking down, we can begin to sense this
deeper intelligence. This is reflection.

Recently 1 was engaped in an interpersonal conflict with someone [
was working with. In my mind, 1 was blaming him for virtually all of our
problems. The more I thought about it, the more convinced I was that che
problem was him. It got so bad that I considered breaking up the part-
nership, which, to that point, had been very successful. My wife, Kris,
suggested [ stop thinking about it entirely and postpone making any de-
cisions. She suggested instead that I take a drive and spend some time in
quiet reflection. I took her advice. As I quieted down, it bécame cledr to
me that a great deal of our problems were actually coming from me. I
could see how 1 was contributing to our poor communication and un-
realistic expectations.

You may be shocked at how easily most problems can be solved when
you simply step out of the way by quieting down. You may also be pleas-
antly surprised at the ease with which new and creative ideas will flow into
your life. Although your mind will be quiet, it won't be turned off. Instead,
you will be using a new part of your mind—a softer, wiser part—that
understands the path of least resistance and the source of new answers.
Suecess is often a function of doing something exceptionally well or more
creatively than it has been done before. Reflection is a powerful vehicle to
bring this about.



28.
LAUGH AT YOUR MISTAKES
(AND YOU WON'T REPEAT THEM)

@ Have you ever noticed thar the more seriously you take your
mistakes, the more you make them? And the more seriously
you take your problems, the more you create them? This is because your
behavior follows your attention just as surely as baby puppics follow their
mother. Wherever the bulk of your energy lies, your behavior is sure to
follow. When your mind is full of confusing or conflicting details, mistakes,
and problems, your artention is riveted in a negative direction. Thus, when
you make a big deal out of something you have done wrong, when you
take yourself too seriously, you are actually setting the stage to repeat the
mistake.

Mental energy is a very powerful and potentially useful wool. However,
energy cuts both ways. If your energy is directed exclusively toward prob-
lems and concerns, that is what you will see and what you will tend to
create. If your energy is abundant, however, your mind will be in a more
creative mode—searching for solutions, secing oppoertunities, building on
strengths. Your mind will be open to suggestions to new and better ways
of doing things. You will have a winning awitude.

In terms of expending energy, it is far more powerful to be in favor
of something positive than to be against something negative—for peace
instead of against violence, for excellence instead of apmst mediocrity.

A decision to make light of your mistakes, to remain lighthearred,
doesn’t mean you don’t care or that you're not concerned with making an
error. It simply means that you refuse to compound a problem by making
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a bigger deal out of something than is absolutely necessary. It means thar
you understand the value of keeping your perspective and sense of humer
even in the face of adversity.

In every mistake there is the potential for growth. Inherent in every
problem there is a solution. When you take the process too seriously,
however, you interfere with your ability to see answers, The next time you
make a mistake, instead of dealing with it in your usual way, chuckle at
yourself instead. You will be surprised ar how quickly and easily you are
able to resolve the issue.
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29.
TAKE YOUR LUNCH

% Although you or the person you live with might worry about
the effort or time it takes to prepare a lunch, there are some

potentially valuable benefits in doing so. Consider this: Suggest to one or
more of your friends at work thar you would like to do an experiment for
a couple of days. The experiment would be thar you each bring your lunch
and, depending on weather and other factors, plan to go to a nearby park,
lake, hilltop, or some other interesting setting to eat it.

The idea is to then combine the lunch group with an investment club
where you exchange ideas and investment options. Depending on the struc-
wure of the group, members can take turns bringing special food items,
Not only can this be a grear deal of fun and a lot healthier than cating ar
a restaurant, but enormously profitable as well. For example, if you stayed
on the job for thirty years and substituted a $2 lunch for a $7.50 lunch ar
a local restaurant, the $5.50-per-day savings deposited in an investment
club earning 8 percent over thirty years would amount to around
$100,000. And those of us who eat at restaurants frequently know these
numbers are extremely conservative,

Even if your investment club met only two or three times per week,
the door would be open for some new, “worry-free” ways to create wealth.
One of the goals in creating your “club” is to create the discipline and
mind-set for regular investing. Once you are thinking in terms of investing
instead of spending, you can duplicate this process in other areas. A small
bonus from your employer, for example, can be spent on consumer items,
or it can be invested in your new account to make it grow. The same is
true with a tax refund, a surprise gift from a relative, even accumulated
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pocket change. Anytime you come across a little extra money you may find
yourself investing in your future. Over time, your earnings can be extraor-
dinary,

Once you have established this type of wealth-building mind-set, the
benefits will continue to grow. You will find yourself making different types
of financial decisions that pay off in really big ways. You may decide to
buy term insurance instead of whole life and, unlike so many others, you
will actually invest the difference! You may choose a more affordable au-
tomobile and, rather than feeling deprived, actually feel excited that you
get to invest the difference in yourself. You'll discover that investing in this
manner is a great deal of fun. Rather than worrying about your future,
you'll be making joyful choices to secure a worry-free life. Who would
believe thar bringing your lunch to work could be such a profitable thing
to do?
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30.
ASK FOR WHAT YOU WANT

%]a&: Canfield and Mark Victor Hansen, authors of Chicken
Soup for the Soul, call this simple strategy “The Aladdin Fac-
tor.” It's astonishing what you can accomplish by simply asking for what
you want—help, a raise, forgiveness, an idea, another chance, a break, or
whatever. And nor only can you get what you want by asking for it, but
often the person you are asking will thank you for taking the initiative.

If it’s so obviously helpful and important to ask for what we want,
why do so few of us do it? Once again, the answer is fear. We worry about
the outcome. We're afraid of rejection or a negative response. We might
be worried about offending someone or being perceived of as weak, or of
taking advantage of our relationship. We may feel we don’t deserve help.
For a multitude of reasons, we allow past negative experiences and/or our
own made-up fears to taint our present opportunities.

Several years ago 1 had the realization that one of my own greatest
assets was my willingness to help others. Hundreds of times, I've returned
calls to complete strangers, or written a response to one of their questions.
With friends and family, my willingness to help is even greater. Whenever
possible, within reason, I'm there to help. I realized that helping others,
offering assistance, doing favors, feeling needed and wanted is a deep and
important human need. It feels wonderful 1o be needed.

This being the case, I realized that, for the most pare, other people feel
the same way. Despite our fears and concerns to the conrrary, it’s actually
quite arrogant and self-righteous to assume that others aren’t as willing 1o
help. I'm not the only nice guy around. What in the world was I thinking?
The key in asking for something, large or small, is to be sincere in your
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belief that, deep down, others want to help you. You must approach your
request by assuming that the person you are asking is just like you—he or
she has an inner longing to be of help.

This simple insight about the goodwill of others dramatically speeded
up my path to success—as it will yours. It meant that I no longer had to
do everything myself. I didn’t have to develop all my ideas and projects on
my own. There were plenty of others more than willing to pitch in and
offer their expertise, assistance, and advice. Today, when I ask someone to
sit down with me and share an idea, it often sparks ideas that help them
as well. What goes around comes around. Those who are willing to help
others are always paid back in one way or another. Obviously, this isn't a
prescription to run out and take advantage of people. To think in these
terms would be to miss the whole point of this strategy. Your own good
judgment will prevent you from doing this. Once you remove the fear of
asking for help, your wisdom and common sense will instruct you when
and how to ask.

Rather than being afraid o ask for help, remember this: When you
ask someone to help you, you are actually doing them a wremendous favor
by giving them an opportunity to feel needed. Beginning today, rub your
magic lamp and experiment with “The Aladdin Factor.”
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31
SHORT CIRCUIT YOUR REACTION SPIRALS

{@ It's a rare person who can avoid the trap of reaction spirals.
This is the insidious tendency to overreact to something—and
then compound the problem by overanalyzing it. Here is a typical example:
Someone criticizes some aspect of your work. You overreact to the criticism
and become defensive. As if thar weren't bad enough, you spend the next
half hour analyzing the critical comments, convincing yourself they are
incorrect. A whirlwind of thoughts pass through your mind. You focus on
them. The more you do, the worse you feel, and the more tired you be-
come.

The question is, how effective are you when you're feeling over-
whelmed, defensive, and stubborn? The truth is, in a negative state of mind,
we expend unnecessary energy, make very poor decisions, and lose our
creativity and sense of joy. Wouldn't it be wonderful if you could nip these
reaction spirals in the bud?

You can! The trick is to see them coming and to commig, in advance,
to “short circuiting” cthem, With every negative reaction comes a negative
feeling—a feeling of irritation, annoyance, or impatience. We often use
these feelings to justify further negativity. For example, we say to ourselves
something like, “1 have a right to be angry.” Now that we're focused on
our anger, we think about other instances that make us angry, and so on.
This fuels our negative feelings and creates a negative spiral.

If, instead of compounding our negarive feelings, we used them asa
signal to alert us to potential trouble, we would be in a much better position
to stop the cycle before it got out of hand. The other day, for example, I
was waiting for an important phone call. I waited and waited. In my mind,
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I was certain that the person I was waiting for had agreed to call me ara
certain time on a specific phone line. I had canceled other plans to make
time for her. Her understanding, however, was that I was to call her.
Because I was on the other line while waiting for her call, I didn’t phone
her cither. Finally, she called. And when she did, she was extremely angry
at me. Instandy, I became defensive and angry. “How dare she?” I thought
to myself. [ was enraged. What saved me was my ability to use my negative
feelings as an protective alarm! Like a flashing light, I was reminded to
calm down, which allowed me to see our mutual innocence. One of us
had made a mistake. Big deal. Moments after I became angry, a lirtle voice
inside my head said, “Relax. Don’t turn this into a big deal.” Within a
few moments, I regained my perspective and simply apologized. Honestly,
I have no way of knowing who was at fault. And who cares? The point is,
had I continued in my reaction spiral I would have clearly jeopardized my
working relationship with this person. As it turned out, our lirtle misun-
derstanding was a nonissue. We both were able to ger past it in a marter
of seconds. No wasted energy, no heated debate, no unnecessary discussion,
no defensive or passive-aggressive behavior.

Many portential problems can be averred with this simple strategy. All
you really need is the wisdom to understand thar negative reactions aren’t
in your best interest, and the humility and willingness to back off and start
over. Abundance is a joyful path. Occasionally, however, we lose our way.
Don'’t waste your precious encrgy compounding an already negative situ-
ation. You'll be amazed how much smoother your life will become and
how easily you can get back on track when you short circuit your reaction
spirals,



32.
ELIMINATE YOUR MOST SELF-DEFEATING BELIEF

% All of us have beliefs that get in our way. And for many of us,
there is one in particular—some nagging, habitual tenet that
we have come to accept as “just the way things are.” For me, it was my
belief that “T don’t have enough time.” Day after day, for most of my
adule life, T would remind myself of this limiting concept. Sometimes 1
would tell myself this many times in a single day.

What possible value could there be in telling yourself this—or any—
self-created negative belief? Consider the subtle messages that go along
with this idea. After all, if I believe that “I don’t have enough time,” 1
must also believe that “I'll never get something done on time,” “T'll be
under constant prmure," “There’s no time to lose,” as well as other related,
limiting ideas that directly interfere with my success and quality of life.
Does this belief help me get things done? Of course not! Does it bring me
joy? No. Any effect this belief has is strictly negarive.

What's your most self-defeating belief? Is it that you believe you aren't
good enough, or lucky enough? Maybe you believe you don't deserve suc-
cess, or that other people control your destiny. Perhaps you believe that
people are out to get you, or that you are a victim of circumstance. What-
ever it is, it's not worth keeping and it's cerrainly not worth defending!
But each time you remind yourself—by telling yourself—of your limiting
belief, you are reinforcing an idea thar direcdy interferes with your own
success. It puts a wall between where you are and where you want to be,
Each time you say to yourself, “I never get any breaks,” or “I can’t help
it, I've a.lways been that way,” or whatever negative message you are send-
ing, it’s as if you are saying to yourself, "1 don’t want to succeed.”
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Each time I slip into my old habit of telling myself that 1 don’t have
enough time, I keep in mind the damage I am inflicting on myself. I remind
myself that there is zero value in this, or any, self-defeating belief. I suggest
you do the same thing. You may be surprised, even shocked, at how often
you repeat self-defeating statements to yourself and/or to others. The good
news is that you'll be pleasantly surprised ar how easily you can rid yourself
of their negative effects. Simply refuse to continue. Make a commitment
to yourself to stop reinforcing this—and all—negative beliefs by discussing
them, or even thinking about them. As familiar negativity comes ro mind,
gently dismiss it as you would flies ar a picnic. Don't give it your valuable
attention. Save your energy for positive ideas and action. Once you get
your most self-defeating ideas out of the way, you'll discover that abun-
dance and joy will be right around the corner.
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33.
KEEP IN MIND THAT CIRCUMSTANCES DON'T
MAKE A PERSON, THEY REVEAL HIM

‘% It's extremely rare to find a successful person who whines,
complains, and frets about her circumstances. This is despite
the facr that she may have overcome grear obstacles to achieve her level of
success. On the other hand, it’s extremely common for struggling individ-
uals to continually blame their circumstances for their lack of joy and
abundance. The real question is: What came first—the attitude or the
success? The answer, in virually all cases, is that the winning, positive
attitude came first, followed by a lifetime of abundance.

Your circumstances are what they are; they were what they were, If
you are forry-five years old and were a middle child, you're still going to
be a middle child when you're ninety-five. If you're black or white; a
woman or a man; or if you were abused, taken advantage of, or bankrupt—
these facts cannor change. If your parents couldn’t afford to send you o
college or if you had to work your way through school, shovel snow in
your driveway, or walk ten miles to school—these are all chings in your
past. It's time to ger over them and move on.

You'll find thar life will be a lot easier and much more fun when you
make the decision to drop your complaining, All it does is make you feel
sorry for yourself—sad, angry, victimized, suspicious, and/or self-righteous.
When you argue for your limitations, your thoughts and words merely get
in your way and greatly interfere with your ability to create. With com-
plaining out of the way, you'll create the space for an explosion of creativity
and brilliance. You'll be able to be more focused and oriented to the present
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moment. Instead of focusing on problems, you'll begin to see solutions,
Instead of maintaining an “1 can’t” attitude, you'll quickly develop a more
positive vision for yourself.

All it takes is a simple decision; the decision to stop yourself from
falling into the complaining habit. At first it may be difficult—even
funny—to observe how often you complain. Habits can be hard to break.
But in this case, it's well worth the effort. As an excuse or complaint comes
to mind, gently shoo it away like you would flies ara picnic. Don't worry
about it too much. You'll quickly ger used to the nicer feelings that come
from a life without complaints, as well as the success that comes with your
new winning attitude!
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34.
FORM A WINNING PARTNERSHIP

As you probably already know, the wrong partnership—pro-

fessional or personal—can be far worse than no partnership.
And a winning partnership can be worth its weight in gold. Sometimes,
however, fear can keep us from secking out good partners and forming
winning partnerships. Many people worry that they will have to share the
profits, decision-making authoriry, and/or prestige that come with a project
or business. A fearful artitude, of course, won't allow us to do this. As
always, it's a good idea to overcome this fear so that you will know whether
forming a winning partnership is in your best interest.

There are a few important points to consider when deciding if a part-
nership is right for you. If the members of a partnership do essentially the
same thing, it's almost inevitable thar one will be harder working and have
more commitment than the other. Often, that parmer begins to resent
pulling the other partner along. Likewise, the partner being pulled resents
the other partner’s pushing, It’s generally nor a winning partnership. For
example, two trial attorneys go into a legal partnership. At the end of the
year, one or the other might wonder what benefit he received from the
pa.tmership. After all, each is fully capable of doing the other's job. But, if
a trial artorney and a corporate attorney go into partnership, usually each
one, at the end of the year says, “Thank Ged for my partner—I don't
know what I would de without him.”

Ideally, each partner brings to the rable different skills and ateributes.
One might be excellent at details and planning, the other in promotion
and public speaking. Or one might be excellent in sales, the other in mar-
keting. A good partnership is like a good marriage—it has to be formed
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carefully. If you can create the right combination of skills, work ethic, and
vision you can create a winning team.

Here's a classic example of a winning partnership. Alan and George
each had poor financial years the past few years. Alan is a superb real estate
deal maker and has an artistic flair. Although he could negotiate to purchase
building lots and negotiare to sell, he did not have any serious product or
any true expertise in building custom homes. George is a superior trades-
man and building contractor, but he had been working only about half-
time. He didn’t have the foresight to locate great building sites or the
courage to be a rough negotiator. They formed a partnership. Right from
the start, their partnership was a match made in heaven, In their very first
year of working together, they each had their most successful year ever, It’s
true that they had to split their profits, but their combination of skills
guadrupled their ability to produce. The key is that the partnership does
something that neither could do by themselves. Now, George is busy full-
time building custom homes, the thing he does best. Alan is busy negoti-
ating to purchase lots for future building, working on design, subcontract-
ing, and negotiating material pricing. Although it sounds unbelievable, the
partnership is able to complete a beautiful custom home, start to finish, in
a matter of a few months. This is a winning partnership.

You may be the most talented person on earth, but until you hook up
with a good partner, you may never truly unleash that talent. Rather than
spending your energy trying to do everything, you and your new partner
can each focus on whar she or he does best.
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35.
LET GO OF FEARFUL THOUGHTS

‘@_ If you gathered up all the fearful thoughts thar exist in the
mind of the average person, looked at them objectively, and
tried ro decide just how much good they provided thart person, you would
see that not some buc all fearful thoughts are useless. They do no good.
Zero. They interfere with dreams, hopes, desires, and progress.

Fearful thoughts take many different forms. Sometimes they sound
reasonable: “I'm just being careful, so I'm taking my time.” Other times
they are tied to your past: “T've tried that before and it didn't work.”
Occasionally, fears are cleverly disguised as being realistic: “Most people
fail, so T want to be absolutely sure before I get started.” I could fill page
after page with other examples. Yet when you take a close, honest look at
every fearful thoughr, there are threads of similarity. All of them are ex-
planations or rationalizations for why something shouldn't or can’t work.
They are usually justifications for quitting, or for not getting started. To
me, fearful thoughts are like a leash on an energetic dog. They hold you
back, not some bur all of the time.

A critic, especially a fearful one, will look ar this advice and say it's
unrealistic, simplistic, and/or foolish. The problem with overcoming these
objections is that, on the surface, they sound reasonable. Let me assure you
that I'm not suggesting you ignore the facts and rake unnecessary and/or
foolish risks. Nor am I suggesting that you should attempt things you are
totally unqualified for. For example, if your dream is to play basketball in
the NBA and you're forty-five years old, overweight, and five feet six inches
wall, forget it. You're not going to make it!

What I'm talking about here are the fears that clearly and directly
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interfere with your dreams—the fear of rejection, the fear of failure;
thoughts like “Whar will everyone think of me? I might look foolish,” or
“I don’t think I can do it, I don’t have the time, or the experience, or the
confidence, or the budger.” These common, ongoing fearful thoughts are
the dream snatchers of our own making,

For example, 1 know a person who was working as an independent
salesperson. Her goal was to double her income. Her “rational” fear played
itself our like this: “I can’t call people on the weekends because I mighr
offend them or take away from their family time.” The truth, of course,
was that she was frightened to make the calls. So, for years and years, she
didn’t make the calls and she always fell far short of her goals. Then one
day she decided to simply drop her fear and pick up the phone. Because
more of her clients were home and tended to be more relaxed on the
weekends, she discovered that it was the best possible time to call. Once
she dropped her fear, it was easy. Her income didn't double, it eripled.

At the risk of being overly simplistic, let me suggest you try something
that can change your life. Make a commirment thar, for the next month,
you will practice dropping and/or ignoring any negative and fearful
thoughe that enters your mind. As fears come to your mind, gently but
firmly ler them go. As they return (which they will), let them go again. It’s
easier than you think. It just takes courage and a little practice. Do chis
again and again until they disappear completely. You'll discover that life is
so much easier and more fun without the interference of fearful thoughts.
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36.
THINK BIG!

_@_ The implications of thinking big are widespread and impres-
sive. Thinking big is a magic door opener thar broadens your
perspective and allows you to see new opportunities. Thinking big makes
life easier and a lot more fun. It also makes large profits more probable.

I've been repeatedly reminded by successful businesspeople in virtually
every field that thinking big is one of the keys to success. Let’s consider a
few examples. Successful insurance salespersons insist that it takes the iden-
tical amount of time to speak to someone about a million-dollar policy as
it does a one-thousand-dollar policy. In the real estate field, the concept
of leverage applies whether you're considering a single-family home or a
huge apartment building. This doesn't mean that you can’t make money
in single-family homes, or that your rate of rerurn will necessarily be higher
with more expensive properties. It merely suggests thar the bigger your
vision, the larger your potential for success. If you're trying to sell homes
for a living, as an agent, it takes the same amount of energy to ask a wealthy
person for their listing as it does a low-end homeowner. You can think
small, or you can think big.

In any field where public speaking is in order, this concept is critical.
It takes an hour to speak to a single person and the same sixty minures to
speak to a crowd of one thousand or more. The size of your crowd will be
affected by the size of your vision. The concept of thinking big also applies
to whom you choose to talk to. Are you frightened to go to the top? If so,
you're missing out. It's very often the case that the people highest up the
ladder are actually the easiest to speak to—and the most willing to help.
T've had the owners of car dealerships actually sit in the car and give mea
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test drive at the same dealership where the salesperson on the floor wouldn’t
give me the time of day. Bur in order to make that happen, I had to ask.
In the corporate world, the boss is often more than willing o sit down
with you, even when middle-level managers treat you with disrespect. It's
a strange dynamic, but it’s often true.

As usual, the primary reason many people think too small is fear.
Thoughts like, “I can’t speak to a room full of people,” “T can’t risk taking
on a larger project,” and “1 couldn’t ask the boss to have lunch with me”
fill the mind and are taken too seriously. When fearful thoughts enter the
mind, try to banish them. You can do ir—once you believe you can. The
fear you are experiencing is almost always self-created and usually unnec-

I have a friend who spent most of his adult life insisting he couldn’t
write a book. This was very puzzling to me, because not only was he an
excellent writer, but he also felt quite comfortable writing articles and
chapters! One day I asked him to consider the idea that a book is nothing
more than a series of interesting chapters put into sequence, As obvious as
this was to me, he had never thought of it in those terms. Instead, he had
always focused on his stubborn belief that writing a book was too big a
project. This simple shift in his thinking made all the difference. Two years
larer, he finished his first book.

Take a look at your own vision for abundance. Is your vision too
small? Could you be thinking in larger terms? In most cases, the answer is
yes! There may be ways that you can reach more people with the same
amount of effort. Regardless of the business you are in, the first step is to
eliminate any fear or worry that is getting in your way. As your worrisome
thoughts gradually disappear and become less appealing, new ideas and
insights will begin to emerge.

An acquaintance of mine operates a coffechouse. For years she did
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everything herself. She didn't hire a staff because she was concerned thar
she couldn't afford to expand. The problem was, because she had to do
everything herself, her service was rather slow. It hadn’t occurred to her
that she was losing a great deal of business because of her growing repu-
tation for being slow. She knew that something was wrong, and that people
waiting for their morning coffee didn’t want to stand in long lines. One
day she asked herself, “If I wasn’t fearful, what would I do?” The answer
was obvious: “I'd hire a few kids to speed up my service.” To her absolute
delight, this was the answer to her dreams. Her lines speeded up and her
profits soared. As is usually the case, there was really nothing ro fear—it
was all in her mind. Don’t worry, make money!
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37.
MAKE DECISIONS WITH THE ADVANTAGE OF
LONG-TERM INFORMATION INSTEAD OF THE
DISADVANTAGE OF SHORT-TERM INFORMATION

% Oh, how tempring it can be to reverse this bit of wisdom and
act on impulse. For example, if you looked only at 1996 when
the Dow Jones average grew at a 26 percent rate, based on that short-term
bit of information, you might be tempted to sell everything you own and
invest in nothing other than the stock market! If so, you could always have
the experience of a major downward correction over the short term. Or,
if you looked at the rates of return that investors were enjoying in the
California residential real estate market in the mid-1980s, you may have
been tempted to do the same with single-family homes. If you did so,
however, and stayed in the game too long, you would have been brought
back to earth—perhaps even made homeless—by the end of the decade!
You can see that acting on impulse—or on short-term information alone—
can be a big mistake.

Instead, make the bulk of your decisions with the advantage of long-
term information instead of the disadvantage of shore-term information.
This wiser way of approaching your decisions gives you a far more realistic
outlook. It also takes most of the worry our of investing and business deci-
sions. For example, if you take any twenty-year period of rime (excluding
the disaster of the 1930s), such as the last twenty years, the rare of return in
the market was somewhere in the neighborhood of 10 to 15 percent, de-
pending on what particular index or group of stocks you selected. You can
be fairly certain that, within reason, this trend will continue.
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38.
KNOW WHEN TO BET, WHEN TO HOLD,
AND WHEN TO FOLD

@ Many people fail to recognize just how important timing really
is. Not just the type of timing we usually think of—catching
the stock market or a real estate cycle ar precisely the right time—but
rather the ongoing inner caleulations of knowing when to bet, when o
stay put, and when to fold or give something up entirely.

Often, the worst (or at least the most unnecessary) thing you can do
in a moneymaking venture is to take a significant risk ar the wrong time.
Or, on the other end of the risk-taking spectrum, to be overly conservative
when it’s absolutely appropriate to expand, when the wind seems to be at
your back, when a ceruain degree of risk is in order,

There are times when the best possible course of action is to do nothing
other than hold on, do essentially nothing, be patient. Other times, of
course, it's important or ar least appropriate to expand, to grow, to move
forward. Occasionally, you’re in the “zone”; everything you touch, every
decision you make, seems to turns to gold or take you in a positive direc-
tion. Other times we can save ourselves a fortune, or a great deal of energy,
by simply being willing to take a loss now, to fold, rather than lose every-
thing later.

It's amazing how often problems can be overcome and new oppor-
tunities can be realized by simply quieting down “the inner chartter” of our
analytical thinking so that we'll know whar action (if any) to take. This
quieting of the mind allows us to get out of our own way so that we can
know how to pur the odds in our favor.
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Wisdom is knowing when to do what. It's about being flexible and
being willing to change, to flow. And while this may sound obvious, many
people make the wrong choices simply because their mind is too busy.
Thus, they fall into bad habits and are unwilling o consider new ways of
thinking—"T've always done it that way” or “I can’t close down this office,
we've been here for two generations.”

My suggestion here is to simply quier down enough to consider the
facts. Sometimes, a nonrerurned phone call can cost you a career, a big
deal, or a grear deal of money. Other times, it's absolutely appropriate to
avoid returning a phone call—it can acrually be a good idea. The trick is
to act from a place of wisdom rather than simply reacting out of habit.
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39.
CHANGE WHAT YOU CAN,
ACCEPT THE THINGS YOU CAN'T

@' This strategy is adopted from the serenity prayer thac says, in
its entirety: “Lord, grant me the strength to change the things

I can, the serenity to accept the things I cannort, and the wisdom to know
the difference.” What an incredibly powerful message! Can you imagine
how smoothly your life would run if you could implement this strategy
most of the time?

In every business there are things we musr deal with. There are things
we can change, that we have some power to control. There are other things
thar are absolutely beyond our control. Yet how often do we spend our
time and energy doing absolutely nothing about the things we do have
some control over, while whining and complaining about those things we
can't do anything abour? Often, because we have our priorities twisted in
the wrong direction; we end up chasing our tails and wasting time. Once
we change gears, purt these factors into proper perspective, and focus only
on those things that we have some capaciry to contral, it’s easy to get back
on track.

A friend of mine recently retired from an extremely successful career
in the real estate syndication business. He insists that many of his com-
petitors failed, in part, because of their lack of acceprance of the “way
things really are.” Instead of focusing on what they could and should have
been doing, many people spent their time complaining about bureaucracy
and trying to get around the rules and regulations. In his words, “Dealing
with bureaucracy isa partof the business. The Securitiesand Exchange Com-
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mission and other government agencies are just part of the game. If you
moan, bitch, and complain, you're sunk!” Similarly, builders must deal
with permits, government agencies, and environmental and safety factors.
Farmers must deal with weather conditions and other factors beyond their
control. Corporate people must deal with ridiculous memos, interminable
meetings, and bad bosses. Inevitably, the most successful people in any
field are those who dance with the “whar is” part of business instead of
struggling against it. Those who fail are often the ones who struggle against
the inevimable.

It’s tempting to focus on aspects of life that are beyond our control.
How often do you hear people complaining abour taxes? While no one
(myself included) /ikes to pay taxes, and certainly no one should pay any
more than he or she is legally required to pay, there is a grear deal of
wisdom in spending your rime creating abundance rather than complaining
abour taxes.

Go ahead and lobby for lower taxes if you must. Voice your opinion
if you choose to do so. But once you have done what you can do, let go
of it. Know when to quit. Expend your energy doing what you can do—
focus on creation, creativity, positive ideas, and solutions. Come up with
a new idea—a useful product or service, or a new or improved way of
doing something, Improve your existing business, formulate a new rela-
tonship, make a phone call you've been avoiding. Stop complaining about
taxes; focus, instead, on making so much money thar taxes will seem ir-
relevant! Do something positive, something you have control over. Once
you start thinking in these terms, you'll be amazed at how easy and enjoy-
able it is to creare the abundance you desire and deserve.
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40.
DEVELOP RELATIONSHIPS WITH PEOPLE BEFORE
YOU NEED SOMETHING FROM THEM

_@_ So many of us wait until we desperately need something from
someone before we take the rime to get o know them. In
truth, this is probably the absolute worst time to do so. If you need some-
thing from someone and they know it, they may be on guard, even defen-
sive, trying to determine if you are sincere. The truth is, people are so
much more pleasant when you don't need anything from them.

How many people have taken the time to actually sic down, or have
coffee with, the manager ar their bank (before ever needing a loan)? As a
percentage, virtually no one does this. Yet how much easier it is to work
with people when they already know and trust you, when you know the
names of their spouse and children, when they know that you care about
their happiness and that you are a sincere, trusting person.

I make it a point to get to know as many people as possible in my
own community. I'm friendly with the banker, the owners of the restau-
rants and coffee shops, the local mechanic, the pharmacist, the florist, and
so many others. The result is thar, if | need a loan, my banker knows my
face and my name. He trusts me. If [ wanted one, he'd probably give me
a loan over the phone! If one of my children is sick, the local pharmacist
will gladly take the tme to discuss the issue with me. He's genuinely
concerned about my family as I am about his. If I want to send someone
flowers, I can call the florist and say, “Can you make this order extra
special?” In every case, she'll go out of her way to please me because she
knows I care abour her. If I have friends in town and want a grear seat at
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the restaurant, my waiter friend ar the diner is more than willing to save
me a great table.

This has nothing to do with taking advantage of people. It's just the
way life works. People love to help those they know and trust. Each of
these people, and so many others, know that I'll do (and have done) special
things for them as well. In fact, I wouldn’t think twice about it.

Although people will do so, no one reallywants to get to know you—to
be the recipient of your kindness—only during those occasions when you
need something from them. It can seem disingenuous, as if you're only
being nice because you want something. Of course, it's better that you're
friendly now than never, but how much nicer it is if the peaple you need
already know that you're a nice, genuine person. Why not show people
how wonderful you are, right now?

Obviously, there are some instances when you will need to meet some-
one under less than optimal circumstances—and you will need something
from them. For example, if your car breaks down, you probably won't
know the tow-truck driver. In these instances, make the best of it and leave
a grear impression. But whenever possible, try to meet and enjoy people
before you need them. You'll be shocked ar how helpful they can be.
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41.
BE AWARE OF YOUR UNIQUE “STACKING ORDER"

@ The idea of a stacking order was introduced to me by a suc-
cessful computer consuleant. Whar a gift it has turned out to
be! Essentially, the concept exists to help you clarify, in your own mind,
how much work, or how many projects you are comfortable working on
at any given time.

Over and over again, I've seen incredibly competent people failing
simply because they—or their employer—haven't taken this concept into
serious consideration.

Everyone is different, We each have differenc screngths and weaknesses.
But, beyond this, we have very unique remperaments regarding an oprimal
pace to work, how much we can handle, how much is “on our plate,” or
how many projects we can manage, at any given time.

An area where many people can relate to this concept is in their per-
sonal reading habits. Some people love to read one book at a time. They
enjoy each page, and won't even think of picking up another until they
are completely finished. Other people are just the opposite. They love to
have five or six books going at once. They will read a chapter or two in
one book, put it down, and perhaps not pick it up again for several weeks.
If you forced people to ignore their reading preference (their stacking or-
der), you would take them out of their narural thythm and ruin their
experience of reading. Their comprehension would decrease and their en-
joyment level would diminish.

Our work life is very similar, although most people never even consider
it to be a factor. Instead, most of us operate as if everyone should work at
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the same pace and as if we should, or have to, work at someone else’s level
of activity.

My own preferred “stacking order” is three to four projects at once.
This means that I'm most comfortable working on a book, perhaps pro-
moting another one, writing an article, and giving a few lectures a month.
If I'm only working on one project, it’s simply not enough to keep me
engaged. [ lose focus, I get a lirdle bored and imparient, and the project
doesn’t turn out as well as | would like. I love to work a few hours on one
project, then shift gears altogether. This may not be the right way o do
it, but it's my way. Many people think I'm nuts, I've heard so many people
say over the years, “How can you produce so many projects?”’ The reason
it scems nuts to someone else is thar their stacking order is different. If I
attempred to do it their way, /d go nurs!

Other people love to work on only one project at a time. They focus
beautifully on whartever they are working on until they are completely
finished. Then, and only then, will they pick up something else. If these
people have too many things going at once, they fall apart and look in-
competent. It's a shame, because a vast majoricy of these people are far
from incompetent. In fact, in many instances, if these folks were to do
nothing other than shift the number of things they focused on at onee
(i.e., thinking of one or two things or problems or projects, instead of ten)
they would begin to look like a genius.

Obviously, there are times when you simply can’t work at your pre-
ferred pace. You may prefer to work on one project ar a time, bu be forced
by circumstance to work on six or seven. Yet even in these cases, under-
standing your stacking order can be enormously helpful. You can organize
your work in such a way that you can maximize your potential. You can
create artificial “time zones” for each of them. For example, you can work
on one project for thirty minutes without thinking about anything else
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whatsoever. Then, after a five-minute break, begin work on project number
two. Rather than jumping back and forth, stay focused on one thingata
ume.

1 hope you'll seriously consider your own stacking order. If you do,
you'll discover a pace thar's just right for your own temperament. This will
make the creation of abundance a much richer experience in every sense
of the word.
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42.
DON'T PANIC!

‘@ Just as Chicken Little was dead wrong when she said the sky

was falling, it's important to keep your perspective even when
it feels like she was right. Remember, when something is &.l]ing. it rarely
keeps falling. There are cycles in life.

An excellent example of where huge profits have been realized has been
the California real estate market. In my lifetime, the cycle has gone way
up and way down many times. Yet the one consistency in the fluctuations

" has been the tendency for many people to freak out and panic when times
are bad, to assume the downturn is going to last forever, that t}lingﬁ can
only get worse. In retrospect, we can see that, often, the best time to get
in is when everyone else is panicking,

In business, people panic about practically everything—missed dead-
lines, orders not received, comments by others, fear of mistakes, negarive
trends. You name it and someone has panicked about it. Yet I've never
seen even a single instance where the panic acrually helped to solve the
problem. Instead, panic is neutral ar best and greatly interferes at worst.
Panic tends to bring out the worst in everyone. It makes others (and you)
feel tense and fearful. It increases the likelihood of mistakes, missed op-
portunities, and miscommunication.

Nothing interferes with the creation of success and abundance like
panic. When you make the commitment to stop panicking, you'll notice
some incredible things happening. First, you'll notice thar a vast majority
of what you are most worried about will never happen, or it won’t be as
bad as you first thought. It was Benjamin Franklin who said, “Some terrible
things happened in my lifetime—a few of which actually happened.” By

97



avoiding the panic, you won’t waste time, anxiety, and energy uying to
solve what probably doesn’t need solving. Second, when you learn o keep
your bearings, your wisdom will come forth. In the absence of worry,
answers will emerge. Instead of a head full of concerns, you'll create a head
full of solutions. Finally, when you stay calm, you really do bring out the
best in others. Many people react to the feelings of others. If you can
maintain your bearings, chances are the people you work with will, to.

Life is far too short to worry it away. To bring forth your grearest
potential, eliminate panic altogether from your thinking. This will put you
on a path toward abundance.
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43.
CREATE FROM THE INSIDE OUT

@ You can work long and hard, be crearive, clever, talented, in-
sightful, even lucky—but if you fail to understand the impor-
tance of your own thoughts in the process of creation, it will all be for
naught,

The single most important factor of success, abundance, and the cre-
ation of prosperity comes from within yourself—your thoughts. As James
Allen reminds us in Ar @ Man Thinketh, “A particular train of thought
petsisted in, be it good or bad, cannor fail to produce its results on the
character and circumstances. A man cannot directly choose his circum-
stances, but he can choose his thoughts, and so indirectly, yet surely, shape
his circumstances.”

If you could look into the minds of successful men and women you
would discover a wealth of positive energy—thoughts of success and abun-
dance, and a complete lack of doubt. In order to create external prosperity,
you must first create thoughts of prosperity. You must see yourself as suc-
cessful, play out your dreams and ambitions in your mind—successfully.

It’s tempting to convince yourself that you would become more pos-
itive and that your thoughts would become purer and more success-
oriented affer a measure of success. However, this is clearly purting the care
before the horse. The quickest, surest way to riches is from the inside out.
Thoughts have tremendous power. Use your imagination to create your
dreams, and great changes will quickly follow suit. Once again, James Allen:
“Let a man radically alter his thoughts, and he will be astonished at the
rapid transformation it will effect in the marerial conditions of his life.”

I've known many successful people in many different fields. Although

9



they have vastly different talents, temperaments, skills, work ethics, and
backgrounds, they all have one thing in common. This golden thread of
consistency is that each of them sees him or herself as successful. They
never question this fact; they can’t understand why anyone would question
their own level of greatness. It’s hard for them to understand why everyone
isn't successful because, to them, the formula is quite simple: Success orig-
inates in the mind and translates into the material world. It doesn’t work
the other way around, as so many seem to believe. Successful people know
thar the one aspect of life thar they do have control over is their own
thinking. All of us have this same advantage, so let's all start there!
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44.
BANISH YOUR DOUBT

@ In your dreams you are able to do some remarkable things—
be two places at once, shift scenes and environments, walk
through walls, become rich and famous, overcome great obstacles, get along
with your parents, become the CEO, create great abundance, write a best-
seller, speak to a million people, to name just a few. And through it all,
you never, ever doubt your abilities. In fact, can you imagine how ridic-
ulous it would be to question your abilities while dreaming? Can you
imagine saying, “Wait a minute, I can’t do that?” And in your dreams,
how often do you fail? Rarely. But if you do, it’s always for a specific
purpose—to learn something, to test your strength, to overcome great
odds, to take you to the next level of growth. Because you don’t doubt
yourself, all things are possible.

Yer in our waking state, most of us spend a grear deal of energy every
day of our lives, doubting our abilities—to our great detriment, We doubt
ourselves at practically every rurn; we doubr our abilities to write well,
speak to a group, come up with a new idea or solution, overcome an
obstacle, create a berter mousetsap, marker a product or service, or nego-
tiate with a difficult person. We question our self-worth, how much we
deserve to be paid, or how valuable or ralented we are to an organization
or as an entrepreneur. We doubt our ability to overcome rejection, start
over, or confront a challenge.

A surefire strategy for success is to banish doubt from your life—all
of it. This doesn’t mean you should start doing foolish things or making
childish decisions. Tt means you should start trusting in yourself, creating
an inner knowing, an awareness that you have everything it takes to be an
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absolute winner, to make your dreams come true. The only truc obstacle
lies within the doubt itself—and all doubst lies within your own thoughts.

For years | convinced myself that I couldn’t speak in front of groups.
I believed this self-imposed limitation with all my heart. I even had concrete
evidence that my belief was true; as I mentioned earlier, twice I fainted
while trying to speak. Then one day a friend and mentor put me on the
spot in front of a large group. Before it was my turn to speak, he turned
to me and said, “Richard, the idea that you aren't capable of speaking to
a group is absolutely preposterous. Dismiss this crazy notion from your
mind and everything will be fine. Get over it, now!” I remember his words
as if they were said this morning. He was right. Speaking became effortless
the moment | banished the doubt from my mind.

You can do the same thing. It’s silly to hold on to any doubt in your
life. It does no good. All doubt is a waste of energy and interferes with
your natural ability to create the abundance and wealth that is your birth-
right. Whatever doubts are lingering in your mind, let them go. It's far
easier than you think, and will produce great rewards.

102



45.
KNOW THE SECRET OF SILENCE

@ There is a tendency in business (and in life) to want to actively
engage ourselves in the process of creation. We want to know
the answers, We want to figure out what to do next. We want to think
our way to success. However, in many instances—I believe in most in-
stances—the best answers come not from programmed, memory-based
thinking but from the silence within, In fact, I've watched many people
(and I've done it, to00) think their way out of success by overanalyzing a
situation.

Have you ever noticed that when you are quiet and still, calm and
silent, you know exactly what to do? Being silent doesn’t shut down your
mind, it only activates a deeper type of intelligence. No one knows for sure
where this deeper intelligence comes from, or what it’s called, but all wise
cultures are certain that it exists. When we are silent, it's as if we tap into
a universal source of wisdom. It's as though our thinking comes to us
rather than us having to actively pursue our thoughts. It's as if we get the
benefit of “universal thought” instead of having to rely on our own limited
thinking,

Learning to trust in silence is simple because, when you do, the results
are so spectacular. Once you get the hang of it your life will become far
easier and less stressful. Success will sneak up on you. The next time you
need an answer that is nor readily available, rather than racking your brain
over it, try an experiment. Instead of actively thinking abour the issue, let
it go. The fact that you know the nature of the problem or question is all
the information you need. Allow the question to sertle, like silt in warer.
When you do this, something magical begins to happen within your con-
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sciousness, Something beyond you, a dimension of thought over which
you have no control, flips on. And like the back burner of a stove, the
question or problem begins to bubble. In time—it may be a few minutes,
hours, or days depending on the issue—an answer will pop into your head.
There will be no struggle and no effort. It will just happen. You may be
surprised, but you'll cerainly be delighted ar the wisdom that comes
through. Be careful, however, to not take yourself too seriously. The wis-
dom you experience comes not from you but from the silence. I guess I'm
letting the secret out of the bag!
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46.
SOCK AWAY TWO YEARS OF LIVING EXPENSES

% On the surface, it might seem that the suggestion to scrimp
and save, to put money aside for an entire year or two, could
be contrary to the message of this book—rto not worry. After all, isn't
saving for a rainy day based on worry and fear? It all depends on how you
look ar it.

Several years ago I heard a super-successful financial guru explain that
the single most important thing he ever did for himself, prior to becoming
rich, was to set aside two years of living expenses. Although it required
enormous sacrifice, discipline, hard work, and patience—and although it
took a full five years to save this much money—it paid enormous divi-
dends, especially psychologically. Essentially, whar it did was ro give him
enormous peace of mind, the freedom he needed to take risks thar would
be difficult, if not impossible, without this financial cushion, Very simply,
socking away a few years of living expenses allowed him to avoid worry,
to pursue dreams and interesting opportunities,

I heard a story of a man who was offered a job at a promising and
exciting start-up computer company back in the early seventics. Because
he had implémented a strategy of having plenty of financial reserve, he was
able to accept the job—without fear—which included a relatively small
initial salary but a ton of stock, and stack options, in the company. He
had no worries whartsoever, If the venture worked out, terrific. If it didn’t,
it was at least a valuable experience. The man, however, was not the first
person chosen for this job. Someone else was the first choice. This man
had virtually no savings, He was extremely bright and ralented, and making
an excellent salary. But, like so many people, he was living paycheck to
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paycheck. He had a big mortgage and both he and his wife drove very
expensive cars, they enjoyed fine restaurants, and their four children at-
tended private schools, They spent most of whar they made. Although the
job offer sounded like the best opportunity of his liferime, he decided to
decline—too risky! He was too worried. Looking back, he says, “I1fI'd had
enough discipline to save in my early years, it would have been a no-brainer.
I would most certainly have taken the job.”

To make a long story short: The man who took the risk amassed a
huge forrune in less than a decade. His psychological ability to take the
risk turned him into a multimillionaire. The other man, who also wanted
the job bur was too worried, still lives paycheck to paycheck well into his
sixries. His abundance was severely limited by his sense of worry.

The moral of the story is obvious. Unless you are extremely lucky,
creating abundance usually involves at least some risk taking. However, if
you are absolutely, completely dependent on a secure, regular salary, if you
are fearful thar you are a paycheck away from homelessness, you are prob-
ably going to dismiss many opportunities thar come your way.

It's well worth the tradeoff—fewer vacations; a less expensive car,
home; and clothing; fewer evenings out on the town; as well as many other
luxuries, even necessities—for that two years of income in the bank. It's
amazing how more creative you can be—appropriately aggressive, and will-
ing to experiment with new and/or unusual opporrunities—when your
very livelihood isn't dependent on your day-to-day efforts. So, starting
roday, begin your “rainy day” fund. A few years from now you'll be able
to spend it—or give it away. In fact, you'll be able to do just abouranything
you want to do.
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47.
GIVE UP YOUR FEAR OF DISAPPROVAL

‘@ How many people choose careers and career directions based
on what other people—parents, relatives, professors, friends—
think they should do. “You should be a docror, lawyer, pilot, musician™
can be a very powerful message, especially when it's repeated often and
associated with status, prestige, social approval, and other psychological
accolades.

Here's one simple example of someone I know: Stephen was informed
at a very young age that he was going to make his parents proud by be-
coming a lawyer. He grew up knowing thar this was the only way to please
Mom and Dad. All the relatives expected this would be his chosen path:
The family spoke of the “up-and-coming lawyer” often throughout the
years. Two members of the family were lawyers. Both had become very
successful, and everyone in the family looked up ro them.

In time, Stephen did, in fact, become a lawyer. The problem was, he
not only derested the field of law bur was also frustrated by his surprising
difficuley in making any significant money. Aspects of law that some of his
friends and colleagues found intriguing and exciting he found boring and
difficult. He struggled for years before he thought he was going to go crazy.

Through a short stint of gentle counseling, Stephen discovered that
his fear of disappointing his parents had forced him into a career thar gave
him no satisfaction whatsoever. His counselor convinced him that the fear
of disapproval can interfere with our greatest chance of success.

After his counseling sessions enlightened him as to the source of this
fear, he visited 2 career counselor and discovered through a series of tests
thar his aptitude for law was among the lowest 4 percent of all lawyers that
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had been tested. No wonder he was failing in his career! He was barely
qualified. The tests showed that he was far more suited to such fields as
marketing and promation. He decided to take a chance and change direc-
tions. He not only loved his new field, but he Alourished as well. Many of
his marketing ideas were real winners and he quickly became a “hot com-
modity.” His financial life quickly turned around to the point where, today,
he is quite wealthy and, more important, very happy.

The message of this strategy is enormously important: Our best chance
of success is obtained through the elimination of fear. This includes the
fear of disapproval from others. Examine the reasons why you entered your
chosen field. Was it out of joy and genuine interes?® This is where abun-
dance can be found. Or was there an element of pleasing Mom and Dad,
or someone else? Did you do it for the attention you thought you were
going to ger? If the answer to these questions is “yes,” it might be time to
investigate something new. If necessary, talk to a psychologist or a career
counselor who might be able to shed some light on the subject, or offer
some helpful guidance, Whatever it takes, it's well worth the effort. If you
change direction and do something because you truly love ix, instead of
because you think it's the “right thing to do,” your path roward success
might be closer than you ever dreamed possible.
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48.
KEEP A LIST OF BARGAIN SHOPPING PLACES
IN YOUR PURSE OR WALLET

@ I'm the last person I would have ever expected to implement,
much less write abour, this strategy. However, the savings po-
tential is so huge, it would almost be a crime not to mention it. This idea
'\ is really simple; all it takes to ger started is a pencil and a small pad of

Everybody seems to have the same problem when they go out to shop
for consumer goods or to a restaurant. You are positive that in the past
year or so, you have seen or heard abour a great restaurant that you want
to try, or a factory store thar seemed just right for your next Christmas or
birthday shopping trip, or some other place thar offered a great deal on
something you might be interested in acquiring. Months go by, and vir-
tually no one is able to remember that special, bargain place. This seems
to be particularly true in large metropolitan areas. Since you can’t remem-
ber and don't have easy access to the places you've heard about, you end
up spending far more than you would have otherwise had to.

The solution is simple and extremely practical, Simply keep an orga-
nized, updated list of places you hear about in your purse or wallet. You
may hear of these places from friends or neighbors, or by listening to the
radio. You can also save thousands of dollars each year if you call your
reference librarian to locate the best shoppers” guide. The reference librar-
ian's salary is paid out of your tax dollars and she is there to help you. The
shoppers’ guide represents thousands of hours of research. The authors of
these guides dedicate a good portion of their lives to searching out the best
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values in your area, and it's yours for the asking. The bargains that you
find result from limited selection, sometimes missing sizes, and close-out
items thar cannot be returned, bulk buying, discontinued merchandise,
stores going our of business for one reason or another, as well as a variery
of other factors.

A friend of mine recendy shared with me a success story thar came
abour because of this idea. For abour a year he had been keeping a list of
bargain stores that he had heard about. His wedding anniversary was com-
ing up and he decided to get a special gift for his wife. She had really been
wanting a new bracelet. So he took a quick look over his list and noticed
thar he had jorted down the name of a large jeweler thar was going out of
business, He made a call and discovered that the store would be closing
for good in less than a week. He made the thirty-minute drive and found
an absolutely beauriful bracelet ac a fraction of the original cost. His savings:
75 percent! Had he not had this “bargain list” ar his disposal, he would
have spent far more than was really necessary.

This strategy also comes in handy if you find yourself buying lots of
birthday presents for children or wedding gifts for newlyweds. It really pays
off and I highly recommend you give it a try.
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49.
DON'T RELY ON TOO MUCH DATA

@ It's often the case that when people ger worried or frightened,
they focus too much on data in an effort ro alleviate their
anxiety—to make themselves feel better. The assumption is, “1f can figure
everything out, everything will be okay.” So worried stockbrokers will stare
at their computer screens, gathering data instead of making calls and selling
stock. Managers in organizations will study reports and financials bue will
avoid taking actions that will make things work smoother and smarter.
And salespeaple who are afraid to go out and make sales calls, or who are
fearful of rejection in one way or another, will spend countless hours read-
ing sales literature or sending our direct-mail pieces, bur they won't go out
and take risks, make the calls, or ask for the sale. All this “data gathering”
may satisfy their curiosity and buy some time, but it will do little in a
positive sense to affect the bottom line.

Of course; it's simple to justify our actions, decisions, and the way we
actually spend our time, especially when we're frightened. We can always
rationalize thar what were doing is necessary and important—the more
information we have at our disposal, the berter. Right? Sometimes this is
true, but not always.

There's a point where excessive information can interfere with going
out and actually making money. Too much data can convince us that we're
oo busy to do what it takes to really succeed; it can convince us that our
actions are too risky, too premature. And, of course, sometimes we'll be
rigﬂlt. However, this is the exception rather than the rule. More often than
not, too much data can fill our heads with wortisome, fearful thoughts
that keep us berween where we are and where we want to be. A favorite

m



quote of mine suggests that “If we had to overcome every possible objection
before we got started, then nothing—absolutely nothing—would ever get
accomplished.” I have found that excessive data gathering, too much mull-
ing over the same sct of facts, is very often the major factor that encourages
us to overcome every possible objection before we get started, before we
go out and do whar it takes.

The next time you find yourself filling your head with facts and stewing
over dara, take a step back. See if what you're doing is really going to help
you out, make things betcer—or are you simply postponing the steps that
will actually bring about abundance? Be completely honest with yourself.
Perhaps, instead of studying facts, you should pick up the phone and make
a call. It's very possible you have all the data you need and the simple
decision to stop worrying is the most important thing you could be doing,
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50.
FIND A MENTOR

__{%It’s simple, common sense thar if someone wanted to be a
journeyman plumber, he or she would be wise to find someone
who either has retired or is about to retire from the plumbing field to act
as a source of guidance, advice, and inspiration. It's helpful to have some-
one you can share an occasional cup of coffee with, kick around ideas—
someone you can to turn to, ask questions of, seek guidance from, philos-
ophize.

I've never seen or even heard of someone moving backward as a result
of finding a mentor. Yer when I ask around, very few people, as an averall
percentage, admit to having one.

1 have had several mentors in my life who have helped me enormously
in many aspects of life—business, money making, investments, marketing,
public speaking, even physical fitness. Both the mentor and the student
get a great deal out of the relationship, it's an ideal tradeoff. The advantages
to the student are obvious: confidence, camaraderie, ideas—a road map to
follow. For the mentor, there's the joy of helping, feeling appreciared and
needed, the fun of teaching, the privilege of reviewing what he or she did
right over the years, the idca of passing the torch. It's a blessing ro know
that your ideas are being used by someone else.

Ofen you can find a mentor through your own networking circle—
an older friend, someone with whom you have built a relationship over
the years, someonc you respect and enjoy spending time with. Typically,
a mentor is someone who enjoys sharing his or her ideas. It isn't necessary
that you formalize your relationship by calling this person a “mentor,”
only that you have a mutual understanding that you are willing to sit down
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together or at least talk on the phone, on a somewhar regular basis—once
a month, once every other month, whatever. Make it clear that your in-
tention is to learn all you can. These days, it's easier than ever to find a
mentor. While nothing takes the place of personal contacts—networking
with people who love you and/or care about your success—there are, if
need be, mentoring agencies that will help march mentors with students,
Don't let anything stand in the way ofﬁnding an excellent, caring mentor,
You will avoid many unnecessary mistakes and reap the rewards for years
to come. Often, the best way to pay back your mentor is to promise him
or her that, once you are in a position to do so, you'll do the same for
someone else.
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3
DELIGHT IN THE SUCCESS OF OTHERS

@_ Let’s be honest here. Have you ever found yourself secretly
wishing someone else would fail? I don't mean you wish them
any serious bad luck, only that they don't become even more successful
than you? Sometimes it's hard to wish others well, particularly those you
know well—friends, colleagues, neighbors, family members. It's hard 1o
| see a colleague get the promotion you worked so hard for. It’s difficult ro
see your kid sister on television, or your neighbor able to purchase a new
car. We're human; we get jealous. I've had clients who were even a litle
jealous of their own spouse’s success.

While it can be seductive, or at least habitual, to secretly desire to keep
others ar your level, it's absolutely, positively not in your best interest. The
way to rise to the top is to wish everyone well, to hope with all your heart
that everyone can expand to their greatest potential, to wish that the people
you know, and those whom you don’t know, can all realize their dreams
and achieve greatness.

It’s critical to know that there is plenty of success to go around. In
fact, as people achieve their goals, the pie gets even bigger for the rest of
us. We don’t want to see one another at our lowest common denominaror,
but at our highest commeon vision. We can 4/l succeed and each time
someone does—anyone—it helps the rest of us.

When you wish someone well, it creates a momentum within you, an
inner environment of success. It reminds your spirit of your loving and
deserving narure. It creates the atmosphere within you to help you succeed
and creare abundance. When you delight in the success of others, it's as if
you are sprinkling the seeds for a garden of success,
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As you wish others well, notice how good it feels. When your wishes
are sincere, they will serve as a reminder thar giving and receiving are two
sides of the same coin, Truly, it feels as good to see someone else succeed
as it does to succeed yourself. Start delighring in the success of others and
watch your own level of greatness soar!
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52.
ASKYOURSELF,
WHERE IS THIS DECISION LIKELY TO LEAD?

@_ Many of us follow certain paths simply because they present
themselves. Often, however, these paths lead you in directions
or take you to places you really don’t want to be. You can save yourself
' enormous amounts of time and energy by asking the simple, straightfor-
ward question, Where is this decision likely to lead? And then, pay close
arention 1o your answer.

There is a story about “the trip to Abilene,” and it goes something
like this: There were four friends sitting on a porch in a small town in
Texas. It was a really hot day, well over a hundred degrees. Someone
mentioned that there was a good restaurant over in Abilene, some two
hundred miles away. The road wasn't paved and the car had no air-
conditioning. Without knewing why, the four friends somehow ended up
in the boiling hot car, headed toward Abilene. It was miserable. The ride
was bumpy and extremely hot. All four friends were frustrated and angry.

When they finally arrived in Abilene some five hours later, one of the
friends, in a frustrated tone, asked, “Why are we here anyway?” One of
the others replied, rather confidendly, “I thought you wanted to come.” “I
didn’t want to come here, I thoughrt you did,” was the response.

To make a potentially long story short, no one had the slightest interest
in being in Abilene. Each person thought someone else really wanted to
be there. No one thought to ask, Where is this decision likely to lead? No
one asked, Why are we really going?

How many family get-togethers or business meetings are like this?
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Aren't there times when no one really wants to be there but everyone came
because each assumed thar everyone else wanted to?

Sometimes in business we take our own “trips to Abilene.” For ex-
ample, sometimes therapists or consultants, when opening a private prac-
tice, will decide to work on weekends and charge half of whar everyone
else charges. This way, they believe, they will build up their practice faster
and easier. This assumprtion is far from true. If you ask the question, Where
is this decision likely ro lead?, you'll get some pretty scary, yet predictable
answers. In this instance, you'll begin to fill up your business with people
who can only see you on weckends. Your clients will get used to it, and
most of your referrals will be people who expect to see you on weekends—
probably during the time your spouse is off work or the time of your
favorite football game. You'll be stuck! As far as the reduced fee goes, again,
you're setting yourself up to fail. If you undercharge for your service, your
clients will tell all their friends how wonderful and fair you are because
you are so incredibly inexpensive! Pretty soon you'll have a full practice—
and you'll be going broke! I had a client who couldn’t resist the tempration
to take on new territory for the product he was selling. What he didn’t
consider, however, was that if he succeeded (which he did), the quality of
his life would suffer (which it did). As he made his decision to expand, he
ignored the fact that he would be spending an additional twenty hours a
week driving in his car. In retrospect, he believes that he would have been
far better off focusing on his existing territory and building his business
within a reasonable geographic area. Again, the issue would have been easily
avoided had he asked himself the million-dollar question.

It’s always a good idea to ask yourself, Where is this decision likely o
lead? When you do, you can avoid many hassles and mistakes that are
otherwise inevitable. By asking this simple question, you can keep your
energy directed in areas that will serve you and others well.
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53.
REMEMBER THE GOLDEN RULE

_% Do you remember the golden rule that most of us were taught

as younggsters? It goes like this: Do unro others as you would
have them do unto you. What are some other ways of saying this magical
formula? Let's see, What goes around, comes around. As you treat others,
so shall you be treated. If you don't have something nice to say, don't say
| anything at all. There are many variations of this, and it's one of the first
lessons we try to teach our children.

This must be one of the simplest, most easily implementable formulas
for the creation of abundance. Simply put, all you have to do to ensure
that you will be treated fairly, respectfully, and with kindness—and to
ensure that others will reach out to help you and praise you—is to do these
things yourself!

Become a thoughtful person. Offer assistance. Be nice. Reach out to
others. Become even more generous. Say “Thank you.” These, and hun-
dreds of other similar little gestures, are the ways you can reach our and
tell the world you care.

Giving and receiving are two sides of the same coin. They are different
manifestations of the same universal energy. Ultimately, what you offer to
the world is exactly what you get back. So, if your goal is to create a joyful
life filled with abundance, the most important thing you can do is help
others do the same. This is one area of life you can control. You can control
how generous you are. You do have the capacity to offer praise and help,
to be of service, and to be kind to others.
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Don't make the mistake of becoming upset or frustrated if your acts
of kindness don't come back immediately. The universe has its own set of
rules and its own sense of timing. Be patient and loving. If you are com-
mitted to the Golden Rule, it’s only a matter of time before your life will
be filled with everything you desire.
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| 54,
DON'T BE FRIGHTENED TO ASK FOR REFERRALS

‘ ‘@' In virwally any type of business thar you're trying to expand,

referrals are the key. Whether you're trying to build a private
practice, grow a business, even build up your nonprofit fund-raising efforts,
it's essential ro ask for help. It's critical to get others involved, o get people
talking about you in a positive way, spreading the word.

Many business experts agree that the single greatest source of failure
can be traced to the fear of asking for referrals—asking for business, asking
for help, or asking for the sale. I would agree. Generally speaking, people
are frightened to ask for help. They would rather stay small but safe than
take a risk and grow. The truth, however, as we know, is that staying
frightened is not safe ar all. Ultimately, fear will be the downfall of most
businesses. Again, to make money, it’s critical that you don't worry.

Here’s a simple example of how simply asking for referrals would be
of tremendous help. My family and I are regular patrons of a local restau-
rant, We are probably among its most consistent and loyal customers. We
praise the owner and the chef on a regular basis. We let them know how
much we appreciate their skill and hard work. And we keep coming back.
While the food is fantastic and the people are wonderful, the restaurant
isn’t doing as well as it could be. lts location is questionable in terms of
?isibility, and they engage in absolutely no marketing.

Here's the interesting part. While we have proven that we are on their
side, while we have demonstrated again and again that we want them to
succeed, the owner has never, ever asked for our help. He has never asked
us to bring in other friends, pass our menus, or even tell others about his
fine restaurant.
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Can you imagine what would happen to his business if he would
simply ask us, and his other loyal customers—people he knows quite
well—to help him? My guess is that he would have a waiting list every
night of the week; people would be crowding outside the door for a chance
to get in! He could, for example, say to me: “Richard, I know you really
love this restaurant. The next few times you come in, would you consider
bringing in some friends so that more people can try us out? If you do, I'll
only charge you half price (or he could offer a bortle of wine on the house,
or a free meal, or a coupon for a reduced-price meal next time, or some-
thing else altogether).

There are many people (I'm one of them) who delight in the success of
others, and would therefore almost be embarrassed not to be of help once
asked. You might be thinking, “If you really wanted to bring friends into the
restaurant, wouldn't you do so anyway?"” Not necessarily. People go to res-
raurants for different reasons. One of ours is simply to relax, to be sponta-
neous. When I'm thinking about a restaurant, I'm usually thinking about my
own needs and preferences and those of my family. However, I also love to be
of service to someane else if I'm asked, especially if I really like the person.

It doesn't take much effort for me to call a friend or two and ask them
to join us. I've probably been looking for an excuse to get together with
them anyway. Here's the perfect opportunity. I get to see a good friend
and help out the owner of the restaurant. By simply using referrals as a
source of new business, this owner (and millions like him) could double,
even triple his existing clientele in a very short period of tme.

This principle applies to virrually any kind of business you are at-
tempring to expand. Not all, bur most people really want to help. Go
ahead and ask. You'll be amazed at how quickly your business will grow!
(P.S. I'm going ro give the restaurant owner a copy of this book!)
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55.
KNOW THAT THE IDEA “OPPORTUNITY ONLY
KNOCKS ONCE" IS A BIG MYTH

It’s hard to imagine a belief that is based more on fear than

this one. Yer this idea is so common to our collective con-
sciousness that it has rurned into a cliché. People actually believe they are
being wise by accepting this silly limitarion. Yer when they do, it's as if
they're saying to themselves and to the world, “My creative days are over.
I'm a complete package. My life has been lived out.” Nonsense!

When someone says “Opportunity only knocks once,” what in the
world are they thinking? Opportunity exists virtually everywhere you look.
There are thousands of new business opportunities being created as we
speak. There are millions more that need to be improved upon, thus an
unlimited supply of additional opportunities. There are wonderful jobs
being created each day—new partnerships being formed, new projects be-
ing started, new products and technologies being invented. There are books
that need to be written, children that need to be taught, houses that need
to be cleaned and others that need to be built. There are people, in fact
entire cultures, who need help—so many people can benefit from and need
our unique creativity. We all have gifts and walents to offer. We live in a
world of unlimited potential, a world of creative genius. All that is required
to succeed is to know, not just hope, that there is plenty to go around.

If you buy into the belief thar opportunity only knocks once, you may
jump on board roo quickly when something that looks like an opportunity
presents itself, You may take a job that you don't really like, or move to a
location that doesn't suit your temperament. Instead of picking and choos-
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ing wisely, from a place of wisdom, joy, and common sense, you may end
up reacting impulsively. On the other hand, because fear clouds your vi-
sion, you may miss out on wonderful opportunities when they come your
way. Your fear may convince you to wait for something else because this
one is too risky, or too scary, or beyond you, or whatever. Fear squeezes
out opportunity from both ends.

When you let go of the fear thar there isn’t enough to go around,
opportunities will fall into your lap. The absence of fear will clarify your
goals and help you see beyond the risks. Knowing that opportunity isn'ra
onee-in-a-lifetime event gives you the confidence to explore your options
and to keep your mind open to new opportunities. Your eyes will see new
ways of doing things; they will see opportunities, even in past failures,
You'll realize that your chances have been there all along; you simply
haven't seen them.

Let go of your fear. The universe has an infinite supply of opportunity.
There is plenty to go around. You may be surprised to see that something
is coming your way right now.
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56.
LOOK FOR EXPENDITURES THAT MIGHT BE MADE
COOPERATIVELY INSTEAD OF INDIVIDUALLY

_@A client of mine shared with me the very clever way that he
financed his new business. He lived on a private road with only
seven houses. He loved his home, bur taking care of it had become quite
a financial burden. Living in the country, it seemed thar there was always
something else to purchase—a lawn mower, a ladder, a used pickup truck,
or a chain saw. Of course, everything he boughr also had to be maintained,
insured, and serviced. Although he couldn't afford it, he also felt he could
really use a rractor. How was he ever going to afford to start that business?

Then, inspiration struck. Hmmm! He wondered if his neighbors felt
the same way he did about the cost of living in the country. As it turned
out, they did. To make a long story short, they had a community meeting
and decided that, whenever possible, they would purchase one item for the
entire street instead of seven tharwould be sitring in their garages a majority
of the time. They developed a formula thar included selling many of their
existing things and using the money to repurchase collective items. They
would share one pickup truck instead of seven, one chain saw, and one
branch shredder.

Obviously, not everything could be bought collectively or agreed
upon, and there were plenty of details and a few hassles to work out re-
garding storage, maintenance, scheduling, decision making, ownership,
and liability. But so what? The almost unbelievable savings were well worth
it. In their case, the street ended up with a eruck, a tractor, and virtually
everything else one would need to run an effective and efficient firm. They
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found it was infinitely easier to maintain one item collectively than it was
seven items all by themselves. Over time, the cost per family was reduced
to around 25 percent of what it had been. This simple idea ended up
saving each family thousands of dollars per year. My client was casily able
to open his business without financial worry. Another family on the street
was able to start a college fund, and yet another was able to take a trip to
Hawaii. But this was just the beginning of the benefits. The financial
benefits of this type of “cooperative purchasing” last for years and years
because each year you avoid wasting your money, it gives you more oper-
ating capital to create the abundance you desire. The environment also
benefits by having far less waste and drain of resources.

Needless to say, most people don't live on a seven-home private drive.
But the general concept is the same regardless of where you live. Whenever
possible, try to purchase items collectively instead of individually. Often,
the most thought about items in a discussion such as this one are big-ticket
items—a second home, a boat, or membership in a club. Yet smaller, less
expensive items can also be considered. If you are the same size as a sister
or a friend, why not consider combining some of your clothing expenses?
How often do you wear that $100 sweater anyway? Many people save over
$1,000 per year simply by buying a few things rogether! Are you thinking
of going out and buying camping gear? Realistically, how often are you
going to use it? Once a year if you're lucky. The rest of the time it will sit
in the garage or the artic, along with your skis, bicycles, and other sporting
gear. Wouldn't it be wise to gather a few friends together and share this
expense? This way you can get the best possible equipment at a tiny fraction
of the cost. And you'll never, ever know the difference.

Or you can combine a shopping trip and make your purchases in larger
quantity, usually resulting in significant savings. For people who live within
ciry limits, it pays to have one automobile shared among two or even three
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friends. I have two friends who really wanted to join a wine club. The
problem was, neither of them drank enough wine to warrant joining. A
perfect solution was for them to join together. Even really small purchases
can be made jointly. Do any of your friends subscribe to the same maga-
zines as you do? Whar abour the newspaper? What do you do with these
things after you read them? Wouldn't it be easy to share some of these
things and combine the expenses with neighbors and/or friends? Chances
are, if you look carefully ar what your needs actually are, you can save a
small fortune by combining a few of your purchases with others, This will
free up some needed capital, greatly reduce your waste, as well as your
financial worry. Plus, owning something with someone else can be a lot of
fun, Try it, I'll bet you'll like ic!
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57.
SHOP CAREFULLY WITH
YOUR VACATION DOLLARS

@ Although this isn’t really a book on clever ways to save money,
1 couldn’t resist this one. Sometimes, saving money, especially
a great deal of money, is one of the easiest ways to keep your net worth
moving in the right direction. One of the greatest ways to ensure a worry-
free vacation is to know thar you are getting not only all the fun but also
the best possible vacation value, Thar way you can relax and not worry
abour the cost.

Many people know that one of the casiest ways to spend a big chunk
of their potential retirement savings is to call a name hotel in some exotic
spot such as Honolulu. You can save about two-thirds of that expense,
however, if you are willing to spend the tiny amount of effore it takes to
rent a vacation condominium, possibly only a few blocks away from the
other facility. You can, of course, pay top rent for that condo by dealing
with a local agency, or save approximately half or more by taking a one-
month subscription to the Honolulu newspaper. That puts you in touch
with individuals who want to rent their own condominium or home.

If you are in a position to own a second home and feel you must have
one, consider this idea. A friend of mine wanted to own a condominium
in Maui. He knew that, statistically, virtually everyone who owns a vacation
home reports that the two happiest days in owning them are the day they
bought it and the day they sold ir. The simple truth is, vacation homes are
rarely used and tie up money that could be put 1o work elsewhere.

Still, this friend couldn’t resist, so here’s what he did. He knew that
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he would spend between two and four weeks a year there, at most. So he
formed a cooperative group of ten owners plus himself. Each of the ten
owners purchased one-tenth of the condominium and obtained the use of
it for one month, each year. For taking the risk, and for his work and
effort in putting the group together, he obrained two months of usage.
Each tenancy-in-common owner can ecither use the property for that
month, assign it to friends, or rent it to strangers, This is called a private
tme share and costs each owner about one-third or one-fourth of what
they would pay in a public time share. In addition, each owner gets to use
the property for a full month instead of the ordinary one to two weeks. In
this instance, the property has more than doubled in value, and my friend
and his associates are happy campers. Shopping wisely with your vacation
dollars virtually ensures that you will spend less of your precious time
worrying about the costs.
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58.
DECIDE CAREFULLY BETWEEN A FIXED
AND VARIABLE INTEREST RATE
ON YOUR HOME MORTGAGE

‘@_ This particular financial decision is a classic example of one
that is virrually always made with a sense of worry. But wor-
rying abour this decision has the potential to cost you tens of thousands
of unnecessary dollars. Just think whar could happen if all thar money was
working for you instead of against you.

From time to time, there is 2 considerable difference berween the cost
of a variable-rate home mortgage and the cost of a fixed-rate mortgage. It
is cerrainly okay to pay a little money to reduce anxiery, but it's not at all
necessary to pay too much.

Obviously, no one has the benefit of a crystal ball. If you select a fixed
rate and inflation and interest rates stay low in the future, you will certainly
regrer it. However, if you select a variable rate and we have renewed infla-
tion and high interest rates, you will also regret it.

Many people assume, out of pure and simple fear, however, thac high
inflation and high interest rates will be back—they are inevirable. Thus,
worriers believe, going with a fixed-rate mortgage is always a wise thing o
do. But is that fear realistic, or is it simply misguided worry?

Although this subject is probably best discussed in a textbook on eco-
nomics, | believe it's also a fascinating example of how worry can interfere
with the creation of abundance. Instead of relaxing and appreciating the
fact thar, as a country, we have learned from our past mistakes, thus taking
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advantage of extremely low variable rates, many of us remain in an un-
realistic state of fear, We believe thar we are “being safe.”

Here are a few facts, Before 1979, the U.S. Federal Reserve Bank
pursued a policy of “targeting interest rates” instead of rargeting money
supply growth. Most economists believe that inflation is a result of a money
supply that outgrows the production of the economy. In simple terms, you
have o much money chasing roo few products. This is what happened
in the decade of the seventies. The Federal Reserve had a kind of arrogance
thart allowed them ro believe thar they could rarger the appropriate interest
rate to keep inflation in check. Whar a disaster! Since then, however, the
Federal Reserve, operating a little like a reformed drunk, has pursued a
stable money growth policy. And because of this major change, many
economists believe that hyperinflation is a ching of the past, and thar fears
should be buried for good. Who knows for sure? Bur this is what the experts
believe.

Mortgage broker friends have told me thar the typical homeowner
who selects a fixed-rate loan says something like, “I'm worried. I can’t take
the chance; interest rates may go up and I'll lose money.” It's actually a
wiser and more accurate statement to say that the homeowner takes a
chance of gain or loss regardless of his or her decision. If a person derives
all of his income from a fixed-payment pension plan, it might make sense
for him to select a fixed-rate mortgage payment. However, the over-
whelming majority of homeowners do not have fixed incomes. If inflation
should return, most homeowners will receive an adjustment of wages, social
security, profits, company bonuses, and interest on savings.

Most economists now believe thar depressions are essentially obsolete
because, as a society, we know more about how business cycles work, and
we certainly know better what not to do. Since the Great Depression we
have had several recessions, and some have been more painful than others.
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However, nothing has even approached the severity of the Great Depres-
sion, and probably only a classic doomsayer still believes thar there is any
possibility of a recurrence of such an event.,

Thus, I believe thar the decision to select a fixed-rate loan over a
variable-rate loan is based mainly on worry, and may turn out to be the
incorrect decision most of the time, Although there are no guarantees, if
one makes a decision based on actual information instead of on fear, he
or she will probably make a wiser decision.
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59.
BUY LARGE DEDUCTIBLE INSURANCE

@_ Very few people would question the value of cermin types of
insurance. The level of your chosen deductible, however, is
essential in a clear-headed financial plan. Generally speaking, you should
always select the highest possible deductible thar your insurer allows—and
invest the difference in yourself. The less you worry, the more you save!

From a cermain perspective (and be assured I'm not arguing against
insurance), a// insurance is based on fear. You have an asset—your car,
home, business, earning capacity, even your health—and you are afraid
thar, ar some point, something is going to happen to thar asset; you will
die or get sick, your car will be stolen or damaged, or your home or business
will burn to the ground. Insurance is provided to protect you against these
and other fears, Of course, some worries are more likely to occur than
others, For example, while everyone eventually dies, not everyone will get
into a car accident. Or most people will probably need medical artention
at some point, but only a tiny percentage will ever be sued. Your job, asa
consumer, is to carefully select which worries you most want to protect
yourself against.

Since a vast majority of the things you fear the most will never actually
happen, it works to your advantage to select the highest possible deductible
on all insurance plans—therefore paying the lowest possible premiums.
Then, be absolutely sure to invest the difference.

Just the other day I was listening to a radio talk show. The guest was
a retired expert on “‘consumer product insurance.” He was discussing the
pros and cons of “extended warranties” on vehicles, electronics, and other
products. His conclusion was that there were no real “pros™ and that, to
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some degree, the entire industry was a “con.” He said that less than 25
percent of the premiums paid were ever actually used. His conclusion was
that, statistically, the consumer was far better off sticking the extended
warranty premium into a rainy day account where it is likely never to be
used. If, for some unlikely reason, you do suffer a loss, you'll still have the
money available to make the necessary repairs, If nor, you can use the
moncy as a down payment the next time you purchase the item in question.

The math on this type of decision is fairly obvious. Why, then, do
most people select a very low deductible and pay outrageous prices on their
insurance? Fear is the answer.

When you distinguish berween reasonable financial concerns and de-
cisions based solely on fear, you can frec up a great deal of financial as well
as emorional power. The trick is to be courageous enough to admit that
your fear is not working to your advantage and to be truthful about where
your decision is coming from. Remember, fear keeps you focused on lirde
details and unlikely events, It's far wiser to assume the best—know that
most of the time your fears will not manifest,
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60.
WHISTLE WHILE YOU WORK

@ It’s amazing what happens when you act as if you love what
you do. The positive energy helps not only you bur everyone
around you. It's contagious. A positive attitude brings forch creativiry and
aliveness in your work. It creates a rhythm of harmony and joy. It keeps
you curious, interested, and focused on your work.

One of my favorite “Peanuts” cartoon strips was one where Charlie
Brown was hanging his head low. He was depressed. While his head was
down and his shoulders were slumped over, he was explaining to Linus
that if you want to be depressed, it's really important o look depressed;
that your negarive posture actually helps you remain low. He went on to
correctly explain that if you were to lift your head up and smile, it would
take you out of your depression and make you feel better!

The idea of whistling while you work is identical, only it's on the
opposite end of the attitudinal spectrum, When you appreciate the privilege
of doing whatever you are doing, it makes it virwally impossible to feel
down. Instead of complaining, you'll notice all the things you love about
your work and your life. When your attitude is positive, your perspective
is heightened. You will focus less on the irritations and annoyances of your
work and more on the aspects that are delightful and nurturing. Your
curiosity will encourage you to see new options and new ways of doing
things. It will keep your thinking fresh and spontaneous, alive and inter-
esting. The people around you will be affected, too. They will be more
likely to offer you genuine, positive feedback. They will actually listen to
what you have to say and they will appreciate you more than ever before.
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So much of what you've always wanted will emerge—and it all begins with
a smile.

Starting today, see if you can incorporate a “whistle while you work”
artitude into your daily routine. You'll notice an immediate shifc from
grumpy and serious to lighthearted and joyful. The creation of abundance
is a joyful process. Lighten up and have some fun!
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61.
ENCOURAGE CREATIVITY IN OTHERS
AND HAVE FAITH IN THEM

‘@ You'd be amazed at what people can (and will) do if you not
only give them a chance but also believe in their potential. It's
important to know that everyone has unique gifts and talents. It's your job
to assist in bringing those gifts and talents out into the world. In other
words, rather than sicting back and waiting for people ro be perfect—and
being frustrated when they are not—take some responsibility in the process
by creating an ideal psychological working environment.

There’s an old motto in business: Give someone a reputation to live
up to and watch them shine. It's really true. Most people, given the right
environment, are hard-working, talented, creative, and productive. They
want to please others just as you and 1 want to. Unfortunarely, however,
most people are hardly ever exposed to an ideal working environment.

What happens to someone when she is insecure, resentful, or fright-
ened? Very simply, she loses most of her motivation to please you as well

as most of her other positive work-related qualities. Consider the following

example: You have an assistant. Every day when he walks in the door, you
remind him how incompetent he is. You point out his weaknesses and
flaws. You belittle him in front of other people. Then you walk our the
door. The question is, How does your assistant feel? It's hard to know for
sure, because people react differently to the same set of facts. Bur it's a
good bet that he's either frightened, insecure, resentful of you, or, most
likely, all of the above. His job performance is going to be suspect. If you
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are disappointed in Aim, you are missing the point! In my book, you haven't
done your job.

Wouldn't you increase your odds of securing a dedicated, hard-
working assistant if you treated him with enormous, genuine respect?
Wouldn't your assistant be more likely to work hard and keep your best
interests in mind if you were to treat him with kindness, reminding him
frequently how much you appreciate him, pointing out to him when he
does something right? Ideally, we want everyone to feel good abour them-
selves. We want others to believe in themselves, to feel confident and secure;
to feel as if they are talented, competent, and creative. This way, everyone
wins,

When you encourage creativity in others and have faith in them, it’s
analogous to creating the ideal conditions for a garden. You are “planting
the seeds” for an environment where success is most likely to occur. When
you plant a garden, you want to have the right type of soil, moisture, and
sunshine. When you build people up—instead of pushing them down—
you create the psychological equivalent. The same principle applies whether
you are hiring a housckeeper, an attorney, an accountant, a publicist, or
anyone else. It also applies to your children, your spouse, your friends, and
your neighbors. It always works: When you belicve in someone and when
that person knows that you believe in her, magical things can happen.
From this point on, see if you can expect great things from people. Do
your part by creating the ideal working condicions. Be kind, patient, and
supportive. Then, sit back and watch what happens.
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62.
DON'T GIVE AWAY YOUR POWER

_@_A major mistake made by many is to give away one’s power
to perceived experts. We do it all the time—to our doctors,
financial planners, insurance salesmen. The assumprion is: This person is
an expert; I'd berter listen o her. And, of course, sometimes this assump-
tion is true and you should listen. But be careful to reserve the ultimare
decision making for yourself. Always remember, if you re going to make
money, you must take charge. Abundance and joy come from within you,
not from other people.

As usual, the reason we so readily give our power away to others is
fear. We worry that if we don't listen to an “expert,” then we will surely
be making a big mistake. Once you eliminate this fear, you'll realize that
the creation of abundance is easier than you thought possible. When you
make decisions from a place of wisdom rather than from a place of fear—
and when you hold on to your own power—your decisions are usually
good ones. They take you in directions that lead you toward your dreams
and goals. It’s a good idea to surround yourself with experts and to un-
derstand where your knowledge and experience is limited. However, the
power should remain with you.

Suppose your insurance salesperson insists that what you really need isa
million dollars of “whole life” coverage. But you plead with him thar*Doing
so will take most of my extra income and won't leave anything left for the in-
vestments I'd like ro make.” You go on to explain, “If I bought term insur-
ance instead of whole life, I would have the same coverageara tiny fraction of
the cost.” Your insurance salesperson, however, is grounded in fear and is
trained to convince you to see life from his perspective. He believes he is giv-
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ing you unbiased advice and is working in your best interest. “You'll regret
it,” he insists, actempting to reinforce any fear you may already be experienc-
ing. What now? He is, after all, an “expert.”

Whether you are dealing with a pushy insurance salesperson, a timid
financial planner, an incompetent physician or attorney, or anyone zlse,
the most relevant and imporrant question to ask yourself is, Who is in
charge here? The answer is you! Obviously, you want to take into consid-
eration the advice you are gertting, especially if you're paying for it. How-
ever, always remember that you are the boss. The ultimate decision is yours.
Trust in your own instincts and wisdom, and not in the words and fears
of experts. If you have a strong sense that your own instincts are the way
to go, follow them. Trust yourself.

I went to a doctor once because I was feeling agitated a great deal of the
time. The doctor immediately assumed that what I needed was antianxiety
medicine. [ felt this was utter nonsense! [ insisted that it must be something
else. “Listen here young man,” he said in an arrogant tone, “I've seen thisa
thousand times.” His obvious belief was “I know what’s best for you! I'm
the docror. You're just the patient.” I refused to accept his advice. I knew it
must be something else. So I went to a more holistically inclined physician.
After about two minutes of asking me questions about my lifestyle, he
started to laugh. “Richard, " he said in a respectful and gentle tone, “you’re
drinking about ten times the amount of coffee you should be. Cur way back
on your caffeine consumption and give me a call in abour rwo weeks.”

It rurned out he was absolurely right. Bur more important than his
good advice was the fact that I listened to my own instincts, Had [ simply
gone along with the first doctor’s advice, | may have been on antianxiety
medicine for the rest of my life, while drinking fifreen 1o twenty cups of
coffee per day! My advice to you is this: Don’t give away your power.
You'll be amazed at the power of your own wisdom.
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63.
CHARGE WHAT YOU ARE WORTH

@' An acquaintance of mine is one of the best professionals in her
field. Virtually everyone she works with seems to agree. Why
then does she charge berween 30 and 40 percent less than her less expe-
rienced, less skilled competitors? Her problem, of course, is fear. She is
unrealistically worried that, if she charges more, she will lose her clientele
and her repuration as a fair businessperson. She believes, as many others
do, thar the primary reason she is so successful is because of her “reason-
able” rates; Nonsense! The reason she is so successful in keeping a full
clientele is because she’s good at what she does. The truth is, she could
probably double her fee and keep the vast majority of her clients. There’s
an old saying thar applies not only to the sales of products bur to the
underpricing of services as well: If you're losing a penny per transaction,
you can’t make it up in volume.

Undercharging for professional services creares some serious, often un-
realized problems. Perhaps the most serious of these is thar undercharging
keeps your schedule falsely overbooked, thus prohibiting you from having
the time and energy to engage in other activities that may work to your
greatest advantage—activiries thar could help create the abundance you
desire.

Let’s do some simple math. My friend, for example, works on average
with six clients a day, six days a week. When you include set up, driving,
scheduling, insurance, billing, and other factors, each client takes almost
two hours of her time. Realistically, she needs all of her income to make
ends meet. Her goal, about which she has been procrastinating for many
years, is to go back to school. But, she complains, “I have no time.” My
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argument is that she has it backwards! She doesn't have time not to go back
to school. This is her dream. Abundance, of course, comes from following
your dreams.

Let's assume, for argument's sake, that she doubled her fee from (sym-
bolically) $50 to $100. And let’s assume that raising her fee did, in fact,
push some of her clients away. To illustrate the poin, let's assume a worst-
case scenario and that a full 50 percent of her clients left her practice! Look
at what would happen: First, she would be making exactly the same amount
of money in exactly half the time! Instantly, with one worry-free decision,
she would have created the time to pursue her dream of going back o
school! But wait, it gets even better. The clients thar did stay with her
would be the ones who were able to afford her higher fees. Thus, the people
that they referred to her business would in all likelihood also be able to
afford her services. She would be setting in motion an entirely new way of
perceiving her work; a perception thar would allow her to enjoy her work
without worry or resentment, continue to provide a valuable service to her
clients, and allow her the freedom and joy to pursue her dreams.

I am not advocating lofty pricing practices or greed. Neither am I
suggesting that it's always appropriate and/or necessary to raise your prices.
I have found, however, that because of fear and worry, many people un-
derprice their services and/or products. Unforrunarely, this can set you up
for failure by creating unnecessary demands on your time and energy—
making you look and feel very busy but with very litdle of chis energy going
toward the crearion of abundance. My suggestion is ro charge what you
are truly worth. This realistic yet confident pricing strategy keeps you free
from resentment and pointed toward your dreams.
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64.
LISTEN, REALLY LISTEN

@ Looking back on my life, I'm a little embarrassed to admic that
I have been a poor listener. And while I'm a better listener
today than T was five years ago, I still have a long way to go. As I look (and
listen) to those around me, however, [ feel like | have a lot of company.

People love to be listened to. So much so, in fact, that they will pay
therapists enormous fees to listen to their stories and complaints, Consum-
ers love to be listened to as well. They will happily pay top dollar for those
people who are smart enough to understand thar this is what they want—
and what they demand. Unfortunately, only a tiny percentage of business
persons do understand, or are willing to implement, this important notion,

Whart does your customer or client really want? Do you know? Are
you guessing? Have you asked? If you have asked, are you giving her what
she wants? Or are you giving her what you think she wants or needs? The
difference in how you answer these questions may well be the difference
berween success and failure.

An interesting and cye-opening exercise is this: Pretend that you area
therapist. Listen very carefully to what your customer is saying. Ask probing
questions like, What do you really want? and Whar would make you even
happier with this product or service? Be genuine and listen like you've
never listened before, Listen from your heart. Make it absolutely clear to
your customer that the only thing that matters to you is thar she is happy
and that she is getting exactly what she wants and expects.

If you are running a small restaurant, for example, ask your customers
if they would be willing to sit down with you for five minutes. Tell them
you want to find out whar would make their dining experience a little nicer
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than it already is. Ask them whar they like about your restaurant, what
they don't like, why they come in, and so forth. Listen carefully and re-
spectfully.

When you listen in this manner, you may be shocked at the positive
response. When people feel that they are listened to, they also feel appre-
ciated and valued. Feeling listened to is such a rare experience thar when
someone does feel listened to, they tend to tell others about it. When your
listening ear is genuine, you'll create raving fans and customers who will
love you and will want to do business with you. Listening is like a magic
formula that turns ordinary people into loyal, happy customers. One final
tip: If you're married and/or have children, the same principle applies. If
you want a closer relationship with your spouse or kids, the best place to
start is by becoming a berrer listener!

146



65.
CULTIVATE HUMOR AND LEARN TO SMILE

@AIEYDLI as amazed as | am at all the sourpusses out there in
the “real world"? A lot of people have lost their perspective
and take life so dreadfully seriously. Everything is a really big deal. On the
other hand, once in a while you run into someone who is simply a delight.
A person who has cultivated a sense of humor and hasn’t forgotten how
to smile.

This is undoubredly one of the simplest suggestions in this entire book.
Yet very few understand just how important it really is. So often, the
difference berween one business and another is negligible. In an external
sense, it's almost impossible to tell the difference. The groceries and prices
ar one store are about the same as the one next door. The food at restaurant
A is similar to thar in restaurant B. The shoes in one establishment are the
same ones you find in the store down the block. One example after another
points to the simple truth that, in reality, products and services, on the
surface and as a whole, Jook the same.

If I'm completely honest, I'd have to say that my buying decisions—
the restaurants where I tend to eat, the places I purchase my clothes, the
coffee shops I frequent, the stores I shop at—are virtually all made from
the perspective of which employees are the friendliest, have the most gen-
uine smiles and the nicest personalities. The coffee shops I go to are the
ones that have the nicest people pouring the coffee. After all, the coffee
tastes the same, it costs the same, the cups are the same, the atmosphere
and locations are similar, bur there is an enormous difference between
waking up to a smiling, happy person, and, to use my seven-year-old
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daughrer’s words, waking up to “A serious little man.” (This is what she
calls me when [ get too uptight!)

There is a small, family-owned grocery store in our town that is a
beneficiary of this philosophy. The owner is one of the nicest men I've
ever met, My kids actually ask if we can go to his store, and often we do.
There is nothing in his store that we can’t get elsewhere—and probably
less expensively—but we really prefer to visit him, He has a beautiful smile
and both my daughters, as well as myself, deeply appreciate it. Over the
years he has earned thousands of dollars of our business simply by having
a genuine smile, There is no amount of advertising or anything else he
could have done to earn our business. His marketing strategy is effective
and free! Believe it or not, the same is true, 1o some degree, when we
choose a docror, accountant, housekeeper, or other professional. Obvi-
ously, we want and need competent people to work for us. However, all
things being equal (and they often are), whar people want is someone who
is nice to be around. I've actually avoided certain doctors, especially pe-
diatricians, when they act like “serious littde men.” I simply don’t want my
kids to be around thar kind of energy unless I have no other options, Why
not choose someone who is competent and happy?

The benefits of a sense of humor and a nice smile to you extend far
beyond greater profits, You'll also have the privilege of feeling better your-
self and making others happy as well. I believe that smiling actually gives
you more energy, and perhaps even better health. So lighten up and smile.
Your payback will be immediate and significant.
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66.
START A BUYERS CLUB

‘@ This strategy is a fun one—plus, you'll save a lot of time and
a great deal of money.

There are many discount bulk-buying warehouses in the country, and
indeed throughout the entire world. They have practically everything you
and your family could possibly need in the way of bulk-item groceries,
' houschold goods, items for your car, gifts, jewelry, other assorted things,
and, to a lesser extent, even books.

They have the unbelievable advantage of buying from their suppliers
in enormous bulk. They buy everything from watches and television sets
to ice cream and canned soup, in quantities you would not believe. You,
as a consumer, can take advantage of their enormous discounts by pur-
chasing in large quantities yourself.

So, what's the drawback? The only one I can think of is that most of
us don't really need and/or don't want to fill our homes with so many
items at once. In other words, while we may need paper towels, we may
not have the space, or want to put out the money up front (even though
it's far cheaper in the long run), to buy forty rolls of paper towels at once.
Enter: The Buying Club.

By serting up your own buying club you'll get the best of all possible
worlds. Gather together three or more friends (you can even go as high as
eight people—more if you drive a bus), and create your own buying club.
The way the club worlks is remarkably simple. And if it’s done correctly,
you can save thousands of dollars each year on your shopping bill. You'll
also spend far less time at the grocery store, thus leaving you more time
for other, more important things.
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For our purposes here, let’s assume you create a club with just four
members. Each month, one member acts as the buyer, The other members
submit their shopping lists a day or two before the shopping day and send
or give them to the buyer, Some clubs also turn into an excuse for a social
gathering, In these cases, the members might get together once a month
for lunch the day hefore the shopping trip (at the buyer’s home, for ex-
ample), and create their shopping lists, exchange money and so forth, in
addition to having a good time, On the day of the trip, the buyer goes out
and gets everything on everyone’s list, Again, because most items are pur-
chased in such huge quantities, the overall price is far less than it would
be if all the members went out and shopped for themselves.

It’s a near perfect system. In our example here, you would only be
required to go shopping three times each year—a small price to pay for all
the money you'll save. I encourage you to explore this idea. It's really easy
to implement, and it will save you lots of money. Who knows, maybe with
all the money you save, you'll go out and start a new business or invest in
something thar will take off like a rocket.
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67.
BUILD UP A LARGE "TRUST FUND"

% 1 don’t know about you, but I grew up believing that only very
wealthy (usually spoiled) people had the privilege and security
of a “rrust fund.” Not true! Each individual—every one of us—has the
kind of trust fund that really marters: the trust of other people. The only
question is, How large is it? Many people, not knowing how important a
trust fund is to their own success, are practically bankrupt in this critical
account. Yer others, intuitively aware of its importance, are rich in this
category beyond their wildest dreams. Sooner or later, a large trust fund
will pay enormous dividends toward your creation of abundance. There is
a direct correlation between the size of your trust fund and the desire and
willingness of others to work with and help you.

The way to build a large trust fund is simple and straighcforward. It
involves being accountable for your actions, however large or small, doing
what you say you are going to do, delivering on your promises, being on
time, and so forth. Anything and everything you do that reinforces your
own trustworthiness is like money in the bank. Accountability is derived
in both small and large doses. For example, if you tell someone you are
going to call them ar three o'clock, or pick them up at the airport, and
you do so on time, as you say you are going to do, you earn small credits
roward your trust fund. Likewise, if you tell someone that you’ll send them
a copy of a book you've been discussing, and you actually do it, you earn
credibilicy with that person. If you 4ot do exactly what you say you're
going to do, while any individual action or inaction may not seem like a
very big deal, it decreases your credibilicy and reduces the size of your trust
fund. I know people, for example, who will make small promises about

151



things they are going to do pracrically every time I speak to them. While
these are nice, decent people with good intentions, and while nothing
they're promising is all that important, they usually don't deliver what they
say they are going to deliver. The sad result of this nonaccountability is
that [ have learned to expect them to renege. In other words, while I may
really like them as people, I don’t necessarily rrust them, nor do | take
them very seriously. In all likelihood, other people don't either.

Obviously, no one is perfect. We all make mistakes, renege on com-
mitments, show up late, and occasionally forger appointments. I have
learned, however, thar it's far easier and wiser to avoid making commit-
ments I can't keep than it is to make promises, howeversmall, that may
eventually reduce the size of my trust fund.

Starting today, speak and behave with your trust fund in mind. Before
you say you are going to do something that someone else is going to depend
on, check in with yourself. Ask yourself, Will I be able to keep this com-
mitment? Remember, the size of your trust fund depends on it.
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68.
SELL THE SIZZLE, NOT THE STEAK

‘% In any business, it’s critical to know what you're actually
selling. Very often it's not what it appears to be. If you're
selling a house, for example, you're obviously not selling wood, brick,
or concrete. Instead, you're tapping into a person’s dream—his or her
perception of how they are going to feel and live once they get into the
home.

A good friend of mine was the first to teach me this valuable lesson.
He used to own a beautiful apartment complex in a lovely California town.
Once, while I was in town, he gave me a rtour of the property. It was
complete with tennis courts, two beauriful swimming pools, a workout
room, and a picnic area. “Wow,” was my reaction. “T'll bet everyone loves
to use all this grear stuff.” “Actually, Richard, you may be shocked to know
that virtually no one uses the facilities. I wish they would, but the reality
is, they don’t,” was his response. It turned out thar less than 10 percent
of the residents had ever used any of the facilities! And less than 5 percent
used them regularly. This came as quite a shock to me as | was always a
person who would fall into that 5 percent.

My friend went on to explain that, despite the fact that almost no one
uses the facilities, virtually everyone, before they move in, thinks they are
going to. In fact, it's one of the primary reasons they choose an apartment
complex, and one of the only reasons they are willing to pay top dollar for
it. The “steak,” in this example, is the apartment complex. The “sizzle” is
the fancy surroundings and facilities—the sizzle is whar's doing the selling,
not the steak. So the best way to sell a potential resident on the property
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was for my friend to be sure to show everyone the complete facilities.
Invariably, this would get his potential customers dreaming of how they
were going to finally take time to relax, learn to play tennis, swim in the
pool, enjoy barbecues with friends, and so forth.

The analogy of selling the sizzle instead of the steak can be ex-
tended to many other types of businesses. I have to admir that, often,
I've made my decision on which hotel to sty at based solely on the
fact that they have an indoor pool and reom service. Rarely, however,
do 1 actually take advantage of these luxuries. The same is true with
restaurants. Once in a while my wife and 1 will choose a restaurant be-
cause they have an incredible dessert menu—we dream of that deca-
dent piece of chocolate cake—but, except for an extremely rare
occasion, we will usually pass on dessert. We either feel oo full after
the meal or worry about the weight we are going to gain should we
choose to eat it. The point is, we enter the restaurant not because of
any rational thinking but because we, like most people, are influenced
by our thoughts and dreams.

Think of the millions of exercise gadgets that are sold each year.
Surveys show that everyone absolutely believes that they are going to
become disciplined and use the equipment on a regular basis. New cus-
tomers dream of fat stomachs and muscular arms. However, statistics
show us that 90 percent of consumers stop using the equipment within
ten days of purchasing it—and virtually all the rest quit after a month
or two. Only a tiny percentage of people continue to use the equip-
ment. The companies making these products know that the best way to
sell these machines is to effectively tap into the dreams of the con-
sumer. So they pur photographs of beauriful, muscular woman and
firm, physically fir handsome men on the boxes. The “sizzle” is the
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possibility that you and 1 mighe look like those people in the photo-
graph.

It's important to know that people love to dream. So if you want
o sell something, be sure you know what the dreams are. Factor this
knowledge into whatever it is you are selling—product or service—and
you'll be amazed at how much more effective you will become.
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69.
GO AHEAD AND DO IT

_@l have discovered an amazing secret that works remarkably
well, The secret can be summed up in a single sentence that
is also the ritle of Susan Jeffers’ wonderful book: Feel the Fear and Do It
Anyway! T've found that, remarkably, virtually every time I'm really fright-
ened to do something I need to do, and I go ahead and do it anyway, that
it almost always turns out okay. It passes. In other words, somehow, despite
my worry, [ do get through it. I always come out the other end. I always
survive. What's more, it's almost never as difficult as I make it out o be.
In fact, it's usually far casier.

It's very helpful to remind yourself thar, despite your fears, here you
are. Somehow you have managed ro survive it all. In chis sense, all your
worries have been a mirage—a waste of time, irrelevant.

Think of all the times you've lost sleep over something you had to do.
Perhaps you were anticipating a job interview or peer review. Maybe you
had 2 difficult job to do—you had to fire someone or give him bad news.
You fretted and worried, sometimes for days, even weeks, But in spite of
all the worry, you managed to get through it. In the past, whether you lost
your job, felt humiliated, faced a difficulr challenge, or whatever else, here
you are. You survived. This doesn’t mean you haven’t had difficult chings
to do—we all do—but it does mean that the worry we experience is noth-
ing more than a mental irritant. When we set it aside, we can get on with
our lives, including our many challenges.

In my career I've felt frightened many times. I've had to speak in front
of large audiences and in front of cameras, despite being a very shy person.
I've had 1o create interesting articles and books, after practically Alunking
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high school English. I've faced deadlines that I felt were unreasonable, even
impossible to meet. And yes, I worried abour it all. Yet when I look back,
I realize that, despite the mental anguish I put myself through, I always
did get through the situation, one way or another, whatever it may have
been. Usually, I'm able to rise to the occasion, and I'll bet you are, too.
There's a lesson here for all of us: We're stronger than our fears and
more competent than our worries, The next time you find yourself wor-
rying, step back for a moment and reflect on past worries. Doesn't it seem
all too familiar? Is it possible that you're merely repeating a mental exercise?
Do you think the worry is going to help? Aren’t you going to do whatever
you're worried about anyway? Whar's the point of the worry? I think these
are really important questions. And I believe thart if you take the time to
reflect on them, you'll agree thar if you “feel the fear and do it anyway,”
all will be well. And once you get the hang of it, the worries begin to go

away.
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70.
BE WILLING TO TAKE ADVICE

Generally speaking, people don’t take advice, even good advice.

This is true even when the advice is frec and when it's offered
with love. Think abour yourself, How often do you really, honestly mke
someone else’s advice? How often do you say to yourself, or out loud,
“That’s a great idea. That's a much better way of doing it than the way I
have been doing it.” This type of humility is almost unheard of in our
culture, yer think about the wisdom here. In order to grow, we need o
see things differencly, We don't want to do the same things over and over
if they're not working well. Instead, we want to open our eyes to new and
improved ways of doing things. But how can we see things differently if
we refuse to take to heart the suggestions from others? It seems so obvious.

Sometimes, the reason we don't take advice is pure stubbornness. We
want to do things our own way—even if it’s not working! Other times,
we avoid advice out of fear. We might be frightened thar we're going to
look bad in the eyes of someone else, or that we're going to seem incom-
petent. Or we mighe be fearful thar the advice we get isn’t going to help—
that if we can’t figure it our, then no one else can either. Sometimes we've
received bad advice or too much advice, and we vow to not repeat that
same mistake.

My suggestion in this area is simple and straightforward: Take the
advice, Life is so much simpler when you involve the strengths and expertise
of others. After all, if you absolutely knew what to do to make your life
better or more successful, you'd be doing it already. But if you're struggling
in any aspect of your life (and we all do), you need advice.

I'm certain that one of the primary reasons I've had some degree of
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success in my life is my absolute willingness to seek out, listen to, and often
take advice, This makes life 5o easy that, occasionally, it doesn’t seem fair,
I love to get advice, especially from competent people. T believe chat if
someone has worked hard, achieved some measure of success, and is willing
to help, I'd be a fool not to listen! Plus, as you probably already know,
almost everyone loves to give advice. By listening to someone and acrually
taking their advice, you not only ger good results but you also get to
contribute to the joy of another person.

Unfortunarely, many people miss out on one of the surest shorreurs
to success: taking advice. So often, when a person struggles, he or she is
very close to a major breakthrough. They are literally “an inch away” from
achieving their goals and dreams. If they would just open their cyes to a
blind spor, see something they are doing in a slighdy different or new way,
their success would be phenomenal and certain. I have friends and family
members who fall into this category. I believe they are incredibly talented
people, on the verge of possible greatness, or on the verge of improving
their life in a meaningful way. Yet this one tiny flaw—the unwillingness
to listen to anyone else and the absolute unwillingness o rake advice—
consistently gets in their way. Don't lec this minor obstacle get in your
way. The advice is out there. People want to help you. Allow yourself to
receive help and the qualicy of your life will soar.
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7L
ASKYOURSELF. WHAT HAVE | CONTRIBUTED
TO THIS PROBLEM?

‘% Many people rarely, if ever, ask this critical question. Instead,
they auromatically assume that any problem they are having
must be someone else’s fault. I there is a disagreement or argument, it's
the other person’s fault. If something went wrong, someone else made a
mistake. If there's a glitch in the schedule, “someone else must have
dropped the ball.” Tt simply never oceurs to many people that something
is their fault. O, at the very least, that they may be partly responsible.

On the surface, it might scem nice to believe that you're never to
blame. The problem, however, with this “never blame me™ philosophy is
that you'll rarely be able to pinpoint the one aspect of problem solving
that is truly solvable: your own contribution. Once you eliminate the fear
associated with admitting that you are, at times, responsible for the parts
of your life that aren’t working—minor annoyances and larger problems—
you open a whole new door of possibilities.

Once you're willing to accepr respensibility for the problems in your
life, you will see obvious solutions that take very minor adjustments to
change. Sometimes there’s a fine line between doing something really well
and doing something really badly. Often, the solution is to simply change
something you are doing,

It's really not all thar helpful to contemplate the faults and coneribu-
tions to problems of others, Rarely can you do anything about other people
and the way they handle things. It's simple, however (unless you're too
frightened), to make changes in your own responses. I try, whenever I can,
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to see where I'm contributing, If, for example, I'm frustrated with the way
a business relationship is progressing, I take a look at the way I'm treating
that person. I ask myself questions like, Am 1 being too pushy or de-
manding? Am [ assuming that he or she really understands what I'm asking
when they may not? Am 1 being unclear or unfair? These types of questions
are helpful for two reasons. First, I'm almost afways able to see some con-
tribution on my end. Second, when 1 do, I can usually make a simple
adjustment that can actually help the situation.

Just last week, for example, [ was frustrated with someone [ was work-
ing with over the phone. She was working for me, but nothing seemed o
be happening. I was impatient and kept pushing her to perform. Then it
occurred to me that she might be angry at me for pushing oo hard. I
realized that T was terribly overcommitted myself and was, without know-
ing it, expecting her to operate at my crazy pace. When I called to sincerely
apologize, I could sense her relaxation over the phone. I backed off and,
as I did, her performance began to improve. Had 1 continued to blame
her for a problem I was clearly contributing to, she would have remained
resentful and, in all likelihood, would have continued to perform well
beneath her capacity. We both would have ended up losers in the deal.

Obviously, I'm not suggesting that everything is your fault, or that
you should spend an exorbitant amount of time and energy thinking about
your faults and drawbacks. To do so would be a different type of negative
habit. It’s critical, however, that you're honest about your contribution to
your problems. Don’t bury your head in the sand. If you truly want o
excel in your life, you must be willing to look in the mirror and, with
humility and honesty, reflect on your contributions to what's not going
right in your life. That way, you can do something abour it.
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72.
CONSIDER THAT WISDOM MAY BE
EVEN MORE IMPORTANT THAN 1Q_

% All things being equal, intelligence is a wonderful quality to
possess. However, if you had to choose between the two, I'd say
that wisdom is even more important than intelligence in your quest for joy
and abundance. There are many highly intelligenc people who fail to use
their intelligence ro best advantage. There are also many extremely intelli-
gent people who live very unhappy lives. Sadly, in many cases, it seems that
you can fit the wisdom of 2 highly intelligent person into a tiny thimble.

While you could rank order people in terms of their IQ, the number
you assigned to a person would say nothing about their degree of success
or happiness. Despite this fact, however, as a society, we continue to revere
intelligence, yet barely even stop to consider wisdom ar all,

Unlike intelligence, wisdom is a quality thar you cannot accurately
measure. It's invisible. It includes aspects of life such as perspective, sponta-
neity, creativity, and social skills. Wisdom is your sense of knowing, an in-
tuitive feeling. William James, often thought of as the “father of modern
psychology,” said, “Wisdom is secing something in a nonhabitual man-
ner.” It’s seeing an old problem in a new, fresh light. As you discover and
begin to trust your wisdom, you'll free yourself from your fixed and habit-
ual patterns of thinking and problem solving, and will more easily be able ro
navigate yourself toward joy and prosperity. In a nutshell, wisdom is the
ability to “see” an answer without having to “think” of an answer, It exists
outside the confines of your thinking mind. Often, wisdom is seeing the
obvious. And unlike the thinking mind, wisdom contains no worry.

One of my favorite stories that demonstrates wisdom is about a giant
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truck that gets stuck under an overpass. The truck was too tall for the avail-
able clearance. The police called out the best, brightest, and most expensive
engineers in the city to try to figure out what to do. They broughr along
their computers, clip boards, and slide rules. They discussed the issue
amongst themselves. They racked their brains for hours. They simply
couldn’t figure out how to remove the truck without damaging the freeway
above, It all seemed so complicated. Then a small boy, about seven years
old, walked up to the men and tugged on one of their pants legs. “Excuse
me, sir,” the little boy said in a respectful tone. “Why don't you just let the
air out of the tires?” Out of the mouths of babes the problem was solved.

The people who have made the most money, or who have been the most
successful in their careers, are certainly not always the most intelligent or the
most highly educated. There are plenty of Harvard graduares who haveavery
difficule time making any significant money, despite their incredible educa-
tion. Usually, the people who make the most money and who have the most
fun doing so are highly creative, highly motivated, have great intuition, solid
gut reactions and instincts, and/or the ability to see opportunities. These
qualities, and others, stem not so much from intelligence but from wisdom.
This is #ot an argument against formal education, or against standard intel-
ligence. Yetit's critical ro be aware that you don’t need to use any lack of for-
mal education as ammunition against yourself. Education is important and
hielpful. But don’t let anyone convince you that if you aren't formally edu-
cated, you are doomed to failure—because you're not.

The best way to access your wisdom is simply to know that it exists and
to trust in it. Keep your mind as clear as possible, know thata deeper, more
intelligent type of thinking—your wisdom—is available. When you feel that
your thinking is too frenetic, overactive, or that you are trying too hard, ex-
perimentwith backing off. Youwill find thata softer focus and less effort, not
more, will usually result in a better use of the mind. Relax and succeed.
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73
ELIMINATE THE WORDS “I'M NOT A SALESPERSON"
FROM YOUR VOCABULARY

_@' Yes, you are! If you have something—anything—to offer
someone else, then you are, ac least partially, a salesperson. If
you ever even attempt to get another person to purchase, try, or even look
at what you're offering, then you are a salesperson. And thar’s okay. The
point here is that selling is an important part of the web of life. It’s okay
to sell. It doesn’t make you a bad person.

Many people have a self-destructive attitude toward selling, treating it
like a four-letter word, thus creating a wall between themselves and their
own success. Rather than accepting the fact that we all have something to
sell—our time, energy, ideas, preducts, vision, dreams, or services—they
choose to deny the fact thar they have anything to do with selling. T have
seen this silly belief interfere with virtually every type of business venture,
from nerwork marketing to personal service businesses, to running a bak-
ery. Whenever you set yourself up as a person who is against selling, you
create a difficule environment to succeed.

The bigger the deal you make our of it, the more you interfere, en-
ergetically, with your own success, Keep in mind that your energy follows
your attention, If your artention is busy being a nonsalesperson, all that
will happen is that you will become ineffective ar selling—even though
you are selling. Thus, any attempr to convince yourself that you aren’t
selling anything is counterproductive and unwise.
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74.
CONSIDER THAT BUSYNESS GETS IN YOUR WAY

@ Tom Hanks, one of the best actors of our time, was being
interviewed on television when he responded to a question by
saying, “More isn't always berter.” He was attempting to get across the
message that busyness gets in your way, that too many things going on at
once, too many projects or details to attend to, can be a distraction that
keeps us from being our best; when your head is too full, there’s little room
left for freshness and crearivity. He is absolutely right!

Many of us are so busy that we lose sight of which end is up. We rush
around, looking and feeling very busy, bu, in actuality, we are gerting very
lirtle of substance done. Our creativiry and wisdom are lost in our busyness.
We lose sight of what's truly relevant and most important. New ideas are
hard to come by.

Often, in business decisions, a single moment of thoughtful reflection
is all that is needed to make the best possible choice. However, if you are
o busy, scrambling around, frantic, you'll often miss that precious, all-
important moment. You'll see all the chaos, but you won't see the obvious
solutions. For example, I met a real estate buyer who purchases properties
thar others had attempted, but failed, to renovate and resell at a profit. He
told me that, in most cases, the failure was the result of acting too impul-
sively with a very busy mind. *You see,” said this successful businessman,
as he pointed to a project he was working on, “all this property really
needed was a cosmetic tune up. The people who owned it before me went
broke erying to make it perfect. There were indeced a lot of problems with
the property, but they weren't nearly as serious as they believed them to

167



be. They were rushing around so frantically that they lost sight of the
obvious.”

Somewhere along the line, most of us got the message thar looking,
acting, and being really busy is a virtue. Cerainly there are times when we
truly are busy and can’t do much about it. Ironically, however, when we
stop worrying so much abour gerting everything done; when we stop look-
ing and telling others how busy we are, we are berter able to determine
what's most important. We calm down and see what really needs ro be
done.

A critical aspect of success is to schedule time in your day when ab-
solutely nothing is going on. Even if you can only spare a few extra minutes
a day, you need to have “down time.” Rather than overlapping your meet-
ings and appointments, and running them together, see if you can allow a
litle extra time. Creare some space. Stop worrying that you won't get
everything done. What you'll find is that when you have a litde more space
for yourself and a little less hurry, many of your best ideas will begin o
surface. This has certainly proven to be the case for me. Most of my best
ideas come not when I'm overwhelmed in my busyness, but during the
moments berween the busyness when I have a few quier moments to myself
and my wisdom has a chance to surface. Starting today, see if you can
become a litdle less “busy.” You'll be surprised at what occurs to you.
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75.
THINKABOUT PURPLE SNOWFLAKES

‘% T'll bet you read that sentence twice. OF course, that’s the whole
idea—to get your attention. I've found that many people are
a little timid, even frightened, to stand out, 1o do things a litde differently.
They worry about what people are going to think, or what they are going
1o say, or that their efforts will be perceived as foolish, or that they won't
really work. In marketing, however, the whole idea is to get someone, or
a group of péople, to take a look at what you're selling, asking for, or
offering.

The notion of purple snowflakes is 2 metaphor for standing out in the
crowd. In our world of incredible competition and sheer volume, it's more
important than ever to stand apart. You certainly don’t want to fade into
the background. As long as the product or service you are marketing is at
least as good as everyone else’s, standing out—aoffering purple snowflakes—
will often make the difference.

When I really want someone to open the mail I'm sending them, for
example, I send it via Federal Express or some other overnight delivery
service. Obviously, this is a much more expensive route, but think abour
the tradeoff for a moment. Suppose you're sending a request o a famous
and/or super-busy person who receives dozens of requests each day. If you,
like virtually everyone else, simply send your request in a regular business
envelope, the chances are excellent that it will be days, perhaps even weeks,
before the person even opens your letter. Yet very few people, irrespective
of how famous or busy they are, can resist opening an overnight delivery
package. Now that they have opened your mail, there's a chance they will
respond favorably. In this case, your “purple snowflake” was the Federal
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Express package itself. I can assure you that if your request is granted, you'll
be sold on the idea of purple snowflakes,

A friend of mine, in my eyes a marketing genius, wanted to get an ex-
professional football player to invest in his business. The business was solid
and an excellent opportunity. The problem was that this particular ex-
athlete, known in part for the wealth he had been able o amass, was
approached by all sorts of credible entreprencurs on a daily basis. It was
fairly common knowledge thac he had essentially stopped reading the re-
quest letters,

My friend, adepr at creating purple snowflakes, wanted to overcome
this obstacle because he knew that if he could just get the athlete to read
his reports, that he would seriously consider the investment opportunity.
So here’s whar he did: He taped his request to an actual NFL football and
sent it to the man. Needless to say, the former football star recognized the
shape of the package, was curious, and opened it immediately. Within a
few days my friend received a personal call—not from a secretary, from
the athlete himselfF—congratulating him on his incredible creativity. The
athlete asked my friend to dinner, telling him that, as long as the numbers
checked our, and everything was cthical, as it seemed to be, he would be
honored to do business with someone who was so clever.

Obviously, not every purple snowflake is going to be so well received.
But instead of giving up, and without becoming obnoxious about it, see
if you can create another purple snowflake. Drop your fears about how
your snowflakes will be received, As they say in Hollywood, any awtention
is better than no attention,
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76.
STAY OUT OF REVERSE

@ Reverse, in a psychological sense, works the same as the reverse
gear in your car—it takes you backward. And, like your car,
if you want to change direction and begin moving forward, you must shift
gears completely. It's impossible to move forward in reverse gear.

The way reverse sounds in day-to-day living is this: “Can you believe
what happened yesterday? Those guys were jerks. Every time I work on
something, it gers messed up. Thar’s the sixth time this week our deliveries
were delayed. I'm still mad at what she said to me.” There are an unlimited
number of possible examples. Anytime you are fixated, immobilized, ab-
sorbed in, or even overly concerned with something that is over—whether
it happened this morning or ten years ago—constitutes reverse gear. |
challenge you to take an honest look at how often you (and probably most
people you know), are focused in reverse. You may be shocked.

The way you can tell if you are in reverse gear is simple. It will feel
heavy and serious. You won't be moving forward; you might even be mov-
ing backward. You'll be stagnant, stuck in emotional quicksand. You'll be
making references to the past, to yesterday, last week, last year, or to your
childhood. You'll be complaining about things, people, circumstances,
events, rules, problems, and concerns that are, for the most part, over and
done with. Being in reverse saps the joy out of whatever you are doing,
It’s boring, unforgiving, and counterproductive.

The reason people find it so difficult to get out of reverse gear is that
they can so easily justify being there. In other words, they argue for their
“right” to be in reverse by saying things like, “But he did sabotage the
deal,” or “She did criticize me in public.” People will use the fact that
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events actually took place as evidence to support their anger and frustration.
What they usually fail to see, however, is that right now, in this moment,
the event they are frustrated about is over. The only factor keeping it alive
is their memory, their own thinking.

Obviously, it's important to learn from our past, from our mistakes.
T can assure you, however, that being in reverse gear will not help you do
50. To learn from our past experiences, it’s helpful to gently reflect on the
way we have done things. Reverse gear isn't gentle. In fact, it’s harsh.

The way out of reverse is to notice how it feels to be in reverse, If you
can observe yourself—your mind, your thoughts, your attention—focused
on past events, or past frustrations, you can gently bring your attention
back to the present. Training your mind to stay out of reverse can be a
little like training a puppy to stay at your side. The puppy will stay for a
minute, then dart away. Your mind is like that, too. It can stay focused
for a minute or two, then dart backward to an annoyance from this morn-
ing or a frustration from yesterday, The most effective way to train your
puppy is to gently lead him back to your side. The same approach works
with your mind as well. As you notice your thoughts d.ri&ing backward,
remind yourself that the past is over and done with. Then, gently and
casily, guide yourself back to the here and now. All it takes is a litde patience
and some practice. Pretty soon, your tendency to be in reverse gear will be
a part of your past.
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77.
LET GO OF THE FEAR THAT IF YOU'RE RELAXED
OR HAPPY, YOU'RE GOING TO FAIL

t@rl was recently interviewed on 2 radio station located in Cin-
cinnati, Ohio. We were discussing my assertion that “sweating
the small stuff” interferes not only with your sense of well-being but with
your productivity as well. The two people—a man and a woman—con-
ducting the interview were exceptionally confrontational and suspicious. I
could sense a complete lack of joy and a very serious nature. Life, to them,
was clearly an emergency. The gentleman, in particular, was convinced that
if a person was to follow my “program,” as he put it, they would surely
become apathetic, if not homeless! “If you're not uptight,” he insisted,
“you'll lose your drive.”

Sadly, many people believe tha if you aren’t uptight and serious, you
are doomed to failure. In my entire lifetime, I've never been more con-
vinced that something is nort true. Let me give you an analogy:

Think back to last year's Thanksgiving dinner. Remember how you
felu after earing all that food. If you're anything like most Americans who
are privileged enough to enjoy a feast such as this, you were stuffed. And
along with feeling stuffed, you felt tired. Am I righe? When you eat too
much, the energy that is usually directed toward normal body functions—
hm]ing. cell division, metabolism, and all sorts of other good stuff—must
go toward digestion. This makes you feel sleepy and lethargic. You lose
motivation and energy.

There is an emotional equivalent. You can extend this same metaphor
to your tendency to be overly serious and immobilized over lirtle things.
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‘When you are angry, bothered, and annoyed, virtually all the mental and
emotional energy thar could otherwise be used for creativity, spontaneity,
and menital ambition is taken away. When you focus on things that irritate
you, like the gentleman who was interviewing me, it interferes with the
process of creation. It keeps you down, stuck, focused not on the wonder
and mystery of life and its many possibilities but on what's lacking, what's
wrong, and all that makes you mad and frustrated.

To argue for, to even suggest that, going with the flow is the same as
burying your head in the sand is, quite frankly, foolish. It's wrong. In fact,
I've found the opposite is almost always true. As you lighten up, relax, and
unwind, you open the doors of creativity and joy that were previously
hidden. You discover new i and new possibilities. So, starting today,
remind yourself that it's okay to relax—in fact, it's more than okay, it's
downright important.
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78.
BE AWARE OF POSITIVE BURNOUT

Burnout is a major topic of conversation in the business world.

We discuss it, dread it, and have theories about why it exists.
Estimates are that seven out of ten of us feel burned out at any given time,
and virrually everyone will experience burnour at some point in their career.
The most common reaction to burnout, however, is our fear surrounding
it. We worry and wonder, When will it happen to me?

But have you ever stepped back far enough to see the positive side of
burnour? Often, burnout is a signal that something new, exciting, and
profitable is just around the corner! After all, why would you make major
changes in your life in the absence of these types of feelings? You probably
wouldn't. If you always felt great about your career and current direction,
you may spend the rest of your life doing the very same thing.

There was a time in my life when I thoughe I was going to make it as
a professional tennis player. Yet after many years of aches and pains, as
well as some noticeable shortcomings in my game, I began to feel burned
out. Had it not been for these feelings, I surely would have continued on
the same path, which included a great deal of struggle, frustration, and
lictle chance of major success. If not for my burnout, I would have been
missing out on 2 great education and a personally fulfilling carcer, As I
look back on my life, I can see that virtually every positive fork in the road
was preceded by a certain degree of burnout. And in retrospect, it was all
positive burnout.

The point here is thar it’s not ar all necessary to freak out or worry
when you feel burned out. Instead, try to keep things in perspective. Re-
member that negative feelings can be deceptive. Often they are positive
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signals disguised as negative feelings. As you worry less, two things will
happen. First, you'll discover that most burnout is nothing more than a
bad mood taken too seriously. If you don’t worry too much abour ir, it
will probably go away and you'll regain your enthusiasm for your work
within a shore period of time. Second, the less you worry about burnout,
the less energy you give it, the clearer you will be about any needed changes
in your life. In other words, you'll know whar 1o do.

Worry gets in the way of your wisdom and common sense. As you let
go of fear, as you investigate your feelings of burnour, you may discover
thar your feelings are trying to tell you something, point you in a new
direction, redirect your energy—or something else that is pesisive in narure.
As you learn to trust your inner resources by letting go of fear, you'll
discover that your wisdom will tell you exactly what you need to be doing
at any given point in your life. Try putting a positive slant on your feclings
of burnout and watch them fade away.
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79,
DIVE IN

‘@_ If you're going to do something important, the best time to
start is right now. Not later, tomorrow, next week, next month,
or next year. Right now. The best strategy is 1o “dive in." 1 know there’s
always an important reason to put off doing today what you are planning
or hoping to do tomorrow. In fact, there are usually many good reasons
to wait. Despite these good reasons, however, I urge you ro ger started
now. The pure and simple fact is thar the individuals who start zow, who
dive in, have a far better track record and enjoy much greater degrees of
success than those who wait. They also tend to be more engaged in their
lives and have a lot more fun.

Abour a year ago I attended a business meeting with my wife, Kris.
There was a woman at the meeting who seemed ro be bright, well educated,
and talented. The purpose of the meeting was to help people get started
in an exciting new business. This particular woman decided to wait. De-
spite being “certain” (her word) that she wanted to get involved, she
wanted to “think abour it” for a while, She wanted the time to be right.

A few months later, we attended a different meeting where my wife
was one of the speakers, Who did we see? The same woman. We urged
her ro get started. “Not quite yet” was her response. She was “really com-
mitted” to the program burt didn't want to “dive in” (again, her words).
Well, the story continues and gets even worse. As of this writing, the
woman still hasn't gotten started.

The good news is that several of the people who did get started at that
first meeting are well on their way to building very successful businesses.
They knew thar the key was simply to get started and not to put it off.
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These people, the ones who did get started, have the same obstacles, if not
more, than the woman who hesitated. They have children to take care
of, jobs to go to, responsibilities, bills, houses to keep clean, lawns to mow,
trips to take, school plays and other family-oriented things to attend ro,
relatives to visit, new babies on the way, and everything else imaginable.
The secret to success is to understand that, despite all of these responsi-
bilities, the best time to begin is now.

You don’t have to do everything in one day to succeed, but you do
have to get started. Just getting off the ground, getting started, is, for most
people, the most difficult part. Once you do, the rest will usually fall into
place. If you are interested in, or considering, a new venture, as long as it's
something that you are truly commitred to, my advice is simple: dive in.
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80.
JUST ONCE, TRY SOMETHING DIFFERENT

‘@' Many of us do the same things, day after day, for most of our
adult lives. We have the same habits, go to the same places,
hold the same opinions, get upset over the same things, think the same
thoughts, meet with the same people, do things in the same way, And for
the most part, we get the same results. How boring!

It took years for me to understand the obvious: If I keep doing the
same things, making the same mistakes, and having the same expectations,
I'm probably going to keep getting the same results as well as the same
frustrations, | finally realized that if [ wanted something different, some-
thing more, | was going to have to try something different. I did, and it
worked. And I've seen it work over and over again for virtually everyone
who is willing to try. Most people are stuck right where they are, The
reason they’re stuck, however, isn't usually due ro circumstances, incom-
petence, or lack of opportunity, but a simple unwillingness to change, to
try new things.

I'm not necessarily talking about trying a different job or career (al-
though that might be a good idea, t0). Instead, I'm referring here to
smaller, inner changes that you can make on a day-to-day, moment-to-
moment basis—changes in your attitude, reactions, and expectations. I'm
ralking abour being willing to meet new people at new places, take new
risks, and face old fears. Perhaps you can, for once, listen to someone else’s
opinion or read a periodical that you usually disagree with. Over and over
again | hear people saying things like “I've always done things that way”
or “That’s just the type of person I am.” These things are said as if they
are carved in stone, as if there is something other than their own thinking
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and arritude that is holding them in place. There isn't. It's amazing what
you can learn by simply opening your mind and trying new things.

Starting today, tell yourself that you are going to do something, how-
ever small, a little differently. Perhaps you can be more friendly to the
people you work with. Maybe it’s never occurred to you to invite your
boss to lunch. Perhaps you've never stayed late or arrived early at the office.
Maybe it’s not too late to overcome your fear of asking others to help you,
or for their advice. Whoever you are, whatever you do, there is always
something you can do a little differendy. Experiment with newness. You
may find that you love the tiny changes you make and that you can open
exciting new doors by making relatively small adjustments. Just once, try
something different. If you're okay with the changes, which I suspect you
will be, you might want to try some other changes as well.
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81.
HELP SOMEONE ELSE SUCCEED

@ It’s been said that the absolute best way to learn something is
to try to teach it. I've found that not only is this assumption
true, but that the learning curve I experience when I teach is often astound-
ing, I have, for example, agreed to give a lecture to an entire student body
of more than 3,500 people on a topic I was familiar with but was by no
means an expert on. I knew, however, that by agreeing to teach others, I
would force myself to “own” the material. Teaching others helps us pin-
point our knowledge and the way we express it. It also helps us to raise
our standards of excellence by encouraging us to think in creative, articulate
ways. Most of us want to practice in our own lives what we teach. So, if
we teach someone how to be more successful, we will invariably help our-
selves in the process.

There are probably many people in your life you are in a position to
help. Perhaps you're an expert or very experienced in your field. Maybe
there is someone who could use some feedback, advice, or encouragement.
Could you possibly meet a younger, less experienced person for lunch or
coffee? Is there someonc in your immediate family or circle of friends who
is struggling? If you look around, I'll bet you can find someone who would
really appreciate your help.

I'm not suggesting that you overwhelm someane with your presence,
or with your ideas. You don’t have to change a person’s life or get overly
involved. Sometimes, all a person needs is a little jump start. A friend, for
example, might need some help with a personal issue—quirting smoking
or drinking. You can help them succeed in this goal by being a source of
support or a good listener, Or you may have some clever marketing ideas

181



for a friend starting or struggling in his or her small business. Your ideas
could make the difference between that person quitting or helping them
turn the corner. You can help them succeed.

My only word of caution is to be sure to get permission before offering
your help. Be gentle and patient. Not everyone wants or is ready for help.
And that’s okay. Don't take it personally. Everyone is at a different place
in their life.

As you help others succeed, even in very small ways, it helps you
redefine and reflect on your own goals, assumptions, and ways of doing
things. If you suggest to someone else, for example, that they think of
education as a lifelong process, it might remind you that yox haven’t taken
a class in years. I'm often amazed at how my advice applies to my own life
and my own success. Just the other day, someone asked me for advice.
Upon reflection, I suggested thar he desperarely needed a break or else he
might burn out. That evening, I realized that I had been working way too
hard and that 7 needed ro slow down! I think you'll find that one of the

shorteuts to success is to help others succeed.
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82.
PERSEVERE

@ When I was just getting started in business, my facher said
something to me that, at first, sounded a lirtde superficial. After
being around for a while, however, I realized that he was right. He told
me that part of being successful was just hanging in there and sticking with
it. He said that many people quit too early, get impatient, fail to defer any
gratification, and move around too much.

1 had the advanrage of loving what I was doing. So, in my early years,
1 didn’t move around too much. I did defer plenty of gratification, I wasn’t
very impatient and I certainly didn't quit roo early. And you know, my
dad was absolutely right. After a while, people start to know who you are
and whar you do. You develop a reputation. And if people like you and
you're competent, they begin to think of you as someone to do business
with,

If you start a business but fail to stick around very long, you might
not give your customers enough time to help you out. You won't have
adequare time to develop your skills, learn the ropes, or develop a healthy
reputation. If you get impatient and move around too much, or keep
changing careers because you get bored or itchy for success, you may be
quitting too early. You may not be giving your efforts enough time to show
results. You may never quite get off the ground. Bur “getting off the
ground” is often the most difficult part of the process, especially in entre-
preneurial efforts. Often, when someone is very successful and it appears,
on the surface, thar they perform without efforr, what you fail to see are
the hundreds or even thousands of “presuccess” hours that created that
sense of ease.
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My wife, Kris, works in a networking business that serves as an excel-
lent example. She knows that virtually anyone can be successful in her
business, but that most people fail to give it a fair try. If they have one or
two disappointments early on (which most do), they allow their fear or
impatience to enter into the equation and they’re on to something else, In
a nutshell, they quic wo early. They lack perseverance. Instead of saying,
“This is going to take some time and work and I'm going to do what it
takes,” they believe that there is something out there thac is going to be
much easier, There isn't. Sometimes people will say to Kris, “You make it
look so easy.”” What they don't realize is thar it took a great deal of work
10 get to that point. Any new venture that is destined for success is going
10 take work and perseverance. If it didn’t, your success wouldn't be as
rewarding.

I've found that there is a delicate balance between being willing to
stick something out and a willingness to make changes. You need the
wisdom to know when to quit and when to stay right where you are. So,
if you feel like quitting, don’t do so impulsively. Instead, check in with
your wisdom. If you're quirting oo early, remind yourself to persevere.
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83.
CONSIDER THE WISDOM OF OPTIMISM

@' There are essentially two types of people: optimists and pes-

simists. The question is, Which is wiser? Pessimists, of course,
will tell you that they are being “realists.” They insist that life is hard,
things often don't work out, and it’s not a good idea to set )ruum]fup for
disappointment. Pessimists believe that if you expect things to go wrong,
you won't be let down when they do.

It should come as no surprise to you that pessimists experience far
more disappointments than optimists. The reason is simple: They are look-
ing for failure. They want verification thar they are correct in their negarive
assumptions. They use negative experiences as ammunition and proof
against the wisdom of optimism. They believe that optimists are burying
their heads in the sand and thar they simply don't understand the realities
of life.

Oprimists, however, understand that no one has a crystal ball and that
no one can accurately predict the future. Along these lines, they know that
although pessimists feel confident that things won't work our, they are
only guessing and assuming that this is true. Optimists believe that, because
no one really knows what's going to happen, it’s far wiser and makes for
a more pleasant and joyful experience of life if one is optimistic, if one
assumes the best.

One of the most basic laws of success is that your energy follows your
artention. This is true for every person on earth, optimists and pessimists
alike, and whether you like it or nor. If your energy is primarily negative;
if you are looking for Aaws, problems, and verification thar life is essentially
bad, that’s where the bulk of your energy will lie. Your ability to manifest
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abundance will be severely limited because your energy will be directed,
focused, and grounded in negativity and limitation. We creare what we see
and whart we expect to see. If we enter into a situation with negative ex-
pectations, we will tend to create negarive results,

Here's a simple, everyday example: ['ve been hired on numerous oc-
casions to intervene in an argument. Invariably, the person who has hired
me tells me all the negative qualities of the other person—he’s stubborn,
unwilling to listen, defensive, and obnoxious. He expects that our conver-
sation will be heated and difficult. The person who has hired me enters
the situation as an absolute pessimist, in every sense of the word. If you
ask him, however, if he's being pessimistic, he would probably laugh at
you. He feels he's simply being realistic.

1, on the other hand, enter the situation as an optimist. I've seen many
situations like this and know withour any doubt whatsoever that most
people want to get along with others, and most people are capable of
change. [ enter into the situation looking for incremental improvement,
areas of agreement, and common ground. I expect miracles.

The question is, Who has a better chance of success? Obviously, I do.
The truth is that you not only findwhat you are looking for, you're creasing
it as well. When you're looking for answers and expect to find them, you
usually do. Does this mean you'll always succeed? Absolutely not. But
unlike the pessimist who will say, “See, what did I tell you? People are
difficult and stubborn,” the optimist will simply chalk it up as another
learning experience. When [ experience a failure in an interaction such as
this one, I simply assume that it will be all that much easier next time
because of all I have learned. There is a great deal of wisdom and joy in
optimism. Give it a try.
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84.
HOLD ON TIGHTLY, LET GO LIGHTLY

@ This is one of my very favorite sayings. “Hold on tighdy, ler
go lightly” is a morto thar encourages you to obtain the op-
timal balance between productivity and inner peace. “Hold on” suggests
that you want to work hard, stick with things, give it your best shot,
persevere, pursue your goals and never give up. The “let go lighdy” side,
however, suggests that you shouldn't hold on too long, and thar when it
is time to give in, give up, or let go, that you do so gracefully. Hold on
tightly, let go lightly covers two very important aspects of success: the
achievement of goals and the joy of happiness.

An excellent example of holding on tightly and letting go lightly exists
in parenting. When we raise our children, most of us want to hold on
tightly when they're young, We work very hard to protect them, to expose
them to varied experiences. We defend their safery and their honor. We
do all we can to steer them in the best possible direction. But then there
comes a time when you need 1o “let go,” when you need to set them free,
to step aside and allow them to live their own lives. Letting go has nothing
to do with ceasing to love our children. In fact, letting go is one of the
ultimate expressions of a parent’s love.

In business, and in all forms of competition, the same principleapplies.
It's appropriate and often necessary to do all we can to put the odds in
our favor. Sometimes we need to negotiate hard, work in our best interest,
expend effort like our life depends on it. We do everything we can to
succeed. Bue then there comes a time when the season changes. Change is
inevitable. Perhaps we have won—or lost—the game. Maybe we've played
the game too long, Perhaps the industry has outgrown us, or we have
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outgrown our previous interests. This is when it’s time to let go. If we do
it gracefully, with perspective, we will remain peaceful and grow from our
experience. Like opening a tighe fist, we will feel free and energized. When
the time does come to say good-bye, or to make a change, try doing so
with grace. This will keep you pointed in the direction of your dreams.
Instead of looking back, it will keep you focused on your next great ad-

venture.
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8s.
BE WILLING TO APOLOGIZE

_@' Whenever you are in business—or when you are taking risks,
making things happen, interacting with others, or in the public
eye—you are bound 1o make mistakes. At rimes you are going to use bad
judgment, say something wrong, offend someone, criticize unnecessarily,
be roo demanding, or act selfishly. The question isn’t whether you will
make these mistakes—we all do. The question is, Can you admit to them?
If s0, the question becomes, Can you apologize?

Many people never apologize. They are either too self-conscious, self-
righteous, stubborn, or arrogant to do so. The unwillingness to apologize
is not just sad, it is a serious mistake as well. Almost everyone expects
others to make mistakes. And with a humble and sincere apology, almost
everyone is willing to forgive. However, if you are a person who is either
unable or unwilling to apologize, you will be branded a difficult person to
work with. And over time, people will avoid you, speak behind your back,
and do nothing to help you.

The ability to apologize, to admit mistakes, is a beautiful human qual-
ity that brings people closer together and helps us succeed. By simply
acknowledging our humanness and saying “I'm sorry” when appropriate,
we bond with others and increase their trust in us.

On a live television talk show once I was discussing one of my books
about happiness. I was in a terrible mood and was dealing with some pretry
serious stuff myself. There was a guest on the show who was asking for
my advice. Normally, this is where I'm at my best. I love talk shows and
1 love helping others when I can. I can't remember what I said on that
particular day, but whatever it was, it offended him and hurt his feelings.
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The producer contacted me with a rather nasty letter telling me that as far
as she was concerned, 1 wasn’t welcome on her show again! In years past,
I think T would have become defensive, and offered an explanation in an
attempt to make her a part of the problem. Instead, I simply offered my
most sincere apology. I told her thar I was wrong and that she was righ.
[ really meant what 1 said. I even offered to call the guest | had offended
if she could get me his number.

A few weeks went by and I received another letter from the producer.
This time, however, the letter was quite different, She said that in over ten
years as a producer, she had never received such a sincere and nondefensive
apology. She asked if I would come back as a guest again real soon. By
apologizing, I had corrected my mistake.

Obvicusly, you must never apologize as a tool of manipulation, to try
to get a response like this or to get something out of it. I tell you this story
to remind you of how forgiving people can be when you admit you're
wrong. When you apologize from your heart, you keep most of your ex-
isting doors open. Occasionally, you may even open doors that had pre-
viously been closed.
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86.
LIGHTEN UP

% The only drawback to being a teacher of happiness is that,
particularly in your own family, you have to do a good job at
walking your talk! Otherwise you get ribbed and kidded, particularly by
your children. When I get too uptight, for example, my youngest daughrer,
Kenna, reminds me frequently, “Daddy, don't sweat the small scuff.”

It's really important for all of us to remember to lighten up, not to
take life so incredibly seriously. When we do, we lose our perspective and
sense of humor. We get caughr up in all the problems, and hassles, and
forger the joy of it all. In addition, when we get wo serious, our attitude
clouds our vision. Instead of being focused in the moment, and therefore
at our personal best, our mind spins forward to furure worries and back-
ward to past regrets. It's important to take a few moments throughout the
day to take a step back and see if you have your priorities in perspective.
Are you taking your job or current project 1o seriously? Are you making
a really big deal our of everything? Is it worth ruining your day over? Even
when things are going wrong or when you're having a bad day, you don't
have to turn it into ““front-page news.” You don’t have to compound your
misfortune by raising your blood pressure and bearing your head against
the wall.

I'm a firm believer that life doesn't have to be one giant emergency. [
don't think you have to chase success, but you do need to slow down
enough to let it catch up ro you. Without question, abundance is there for
the taking. There’s enough to go around. When you're uptight, however,
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you forger this. You start to believe that the only way to succeed is to work
extra hard, to roll up your sleeves and grind out another day. This isn’t
the case at all. One of the easiest and most enjoyable paths ro success is to

lighten up.
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87.
REMEMBER THAT EVERYTHING IS USED
THE DAY AFTER YOU BUY IT

@Thm’s something special about buying a brand-new irem.
Whether it's a new car, a special piece of clothing, a new lawn
mower, or any other consumer good, it’s always nice to purchase it new.
Unfortunately, however, there's often a huge price to pay. That price is
what's called opportunity cost. Simply pur, this is whart you could have
done with the money instead.

Everything is “used” the day after you buy it—and therefore less val-
uzble. In the auto industry, they say a new car is no longer “new” the
moment you drive off the lot. Have you ever bought something new and
decided you didn't really want or need it and then ry to sell it? If you're
lucky, you'll get fifty cents on the dollar. I once boughrt a piece of exercise
equipment for almost $1,000. I tried for weeks to sell it and was only able
to get $300! I had only used it once. The truth is, you can usually buy a
reasonable facsimile of an item—a car or anything else—and pay 30 to 50
percent less for it if you're willing to buy it used. And while it’s not always
critical to do so, and perhaps not as initially satisfying, there arc a few ideas
worth considering,

Consider a brand-new car. Let's assume you can purchase a new car
for about $20,000. The moment you drive it off the lor, it loses a great
deal of its so-called value, probably 10 to 15 percent, and continues to
decline each month you own it. In addition, you'll probably be concerned
about your hefty monthly payments, which will last for around five years,
possibly even longer. That's sixty months of payments for something that
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is guaranteed to lose significant value each and every month. In addition
to the payments you'll worry about damaging, scratching, and cleaning
your new beauty, and there's always the possibility of theft. Then, there's
insurance, registration, and maintenance to think about. In the end, there’s
a lot of money tied up in your new car. And perhaps a lot of unnecessary
worry.

Your option, of course, is to purchase a used vehicle. Remember, every-
thing is “used” the day after you buy it anyway. Nothing stays new very
long. In addition to not worrying so much about theft and damage, your
down payment, monthly payments, sales tax, insurance and registration
costs will be far less with a used vehicle. If you are somewhar disciplined,
and would like a worry-free investment, you could invest your savings
(which would be simple to determine) in an appreciating asset. This way,
with zero effort, you could save hundreds of dollars every month, guar-
anteed. Over your adulr lifetime, this single decision made repeatedly,
could help fund your retirement needs. I urge you ro calculare the exact
numbers or, if you don't know how, talk to someone who does. Your
opportunity cost will surprise, perhaps even shock you!

I've met many people who have very lide money at retirement. Yet
some of these same people did manage to drive fairly nice cars, usually new
ones, over the years. I wonder what would have happened if, instead of
driving new cars and purchasing other new things, they would have in-
vested their money more wisely.
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88.
KEEP IN MIND THAT CHEAPER IS NOT
ALWAYS BETTER

The other side of the coin, however (from strategy #87), is

that cheaper is not always berter. Sometimes purchasing a used
item (despite the potential advantages) is not worth the added time thar’s
invalved and the additional aggravation. The most obvious example might
be the decision to purchase a “fixer-upper” house that is far cheaper than
a newer one down the street. It mighe seem great thar you're saving 30
percent (or more) on the initial cost. But unless you are qualified to fix
things yourself and really love doing so, the cheaper home might drive you
crazy. Older houses can, and often do, fall apart. And the repairs involved
can be a real pain (and very expensive in the long run). Did you guess that
I've made this mistake myself?

The same principle also applies to far more ordinary purchases. For
example, it might be nice to save some money by purchasing a used com-
puter instead of that brand-new one you like. However, if you can't use it
very often because it's in the repair shop, you might regrer the savings
instead of appreciate them. Then there’s the time involved in getting to
and from the repair shop. Do you really want to spend your time attending
to your used purchases?

It is not always simple to compute the actual cost of something. For
example, at first blush, it seems like a $100 automobile tire that will last
for 50,000 miles is exactly the same cost as a $50 ire that will last for just
25,000 miles. However, the devil is in the details. Consider, for example,
the out-of-packet cost of interest, of providing the additional $50 in tire
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investment for the length of time that you drive on the tire. Before you
rush out and buy one $50 tire and replace it with anather $50 tire, you
have some other considerations. What is the value of your time in going
in for one additional tire change? Then there are safety considerations. The
point is, cheaper might be better, but then again, it might not be. Consider
these decisions carefully,

Perhaps the best way to analyze the cheaper versus more expensive
decision is to be completely honest about what you will do with the savings
if you choose the cheaper version. Are you going to spend the savings? Are
you really going to invest them? These decisions are more important than
they appear on the surface. Over time, you can amass a fortune by making
the best decision, most of the time.
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89.
DON'T BE AFRAID TO TAKE BABY STEPS

t@ Often, people worry abour taking baby steps. They worry that
the steps they are king aren’t big enough or significant
enough. Or they worry thar others will laugh at them, or see them as weak.
Many people are so frightened to take baby steps thar they end up doing
nothing ar all.

If success were easy, we'd all be successful. Bur while the strategies
(like the ones in this book) thar can take you roward success are simple,
they aren't always easy. These strategies are only a road map; you must
walk the path yourself.

I've had many people ask me the best way ro write a book. My answer
is almost always the same: just start writing, Don't wait. Even if you can
only write a single paragraph, even a sentence, it’s far better than nothing.
There is a common misconception that if you wait to begin, someday you'll
wake up with tremendous inspiration and take a giant step. I can assure
you that this is possible, and it can happen to you. However, you greatly
increase the likelihood of taking “giant steps” if you begin with baby steps.
Both of my children started taking "baby steps” ar around one year of age.
Today, I can hardly keep up with them. Every process, be it personal or
professional, begins with baby steps.

My wife and I decided a number of years ago to run a marathon
together (yes, I'm proud of this). Our training began with twenty minutes
of jogging per day—baby steps. It would have been crazy for us to wait to
swart our training program until we were able to run an hour. We never
would have been able o do it; we needed our baby steps to succeed.

‘We've all heard people say, “I don’t have enough money to start a
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savings plan. [ can only afford to pur $20 a week into my savings, or even
$20 per month.” My answer is: Great! Get started. Commit to putting 5
percent of your earnings into your savings. Take a baby step. Then, as you
make more money, you'll be in the habit of saving. Your baby steps will
have trained you how to do it. Chances are, if you avoid the baby-steps
stage, you'll never take the bigger steps.

To become successful, it's critical to focus on what you can do, not
on what you can't do. Baby steps are the vehicle, an essential part of the
journey toward abundance. Maybe you'd like to start a business bur feel
you don’t have the time to do everything that's required. No problem.
Take some baby steps. Do something. Make that first phone call to City
Hall about the license, or go to the library and pick up one book on some
aspect of the business so that you can do some research. Or meet with one
person a week—a mentor, perhaps—1to get some ideas. Before you know
it, those baby steps will become big steps.
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90.
REMIND YOURSELF THAT YOUR LIFE ISN'T YOUR
ENEMY, BUT YOUR THINKING CAN BE

@_ At times, it can seem like life is our enemy, as if things never
quite pan out the way we would like them to, as if there's a
secret conspiracy against us. However, it's critical to remember thar, in
reality, life im' our enemy. There is no conspiracy. Life is just life. It is
what it is. The factor that can make life seem like our enemy, however, is
our thinking. Nothing more, nothing less. Life wants you to succeed just
as much as it does the next person.

As obvious as this insight may seem, the implications are enormous.
The truth is, life isn't going to accommodate any of us by giving us fewer
demands, less traffic, people who are easier to get along with, or a smoother
path toward success. If we want a different experience of life, a more peace-
ful outlook, we are the ones who must change.

If you're angry, you're the one having angry thoughts. If you're
stressed, you're the one having stressful thoughts. If you're feeling sorry for
yourself, again, you're the one having thoughts of self-pity. The good news,
of course, is that while you can't alver life very often to suit your needs,
you do have 2 fair measure of control over your own thinking. You can
change the way you think, and you can change your reactions to life. It's
entirely up to you. You can go on hating the many inconvenient aspects
of life or you can relax and commir to changing your reactions to them.

It’s very helpful to remind yourself (daily) chat your life isn’t your
enemy, While you're at it, remind yourseif of the tremendous power of
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your own thinking, that your world is shaped by those thoughts you choose
to focus on the most. You have the power to change your reactions, ex-
pectations, and outlook. You have the power to become anything you want
to become. But to do so, you must realize that life is not your enemy; it's
your friend.
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91
JUSTDOIT

_@' About ten years ago I was at a professional tennis tournament.
It was a time when John McEnroe was at his peak and was
seeded number one in the world. 1 was able, through friends, to be present
at a series of players” interviews and it has always stuck with me.

The first interview was a player who lost in the first round of action.
He was ranked pretty far down the ladder. When asked questions abour
his performance, he answered them articulately. He was quite precise about
why he did certain things and why he made certain decisions.

The next interview was with John McEnroe, His answer to the ques-
ton, How do you do it?, surprised me. He replied, “I don't really think
about it, J just do #+.” The really interesting part of the evening was that
McEnroe’s comments were not unique. In every instance, the /ess talented
players accurately explained their form and strategy. The better the player,
the less able they were to describe how they did what they do so well. In
one way or another, the top players all said the same thing: We just do it.
It didn’t seem to come from arrogance or from a lack of intelligence, but
from the perspective that too much thought about Aew you are going to
do something interferes with actually going out and doing it. The top
players in the world all shared the belief thar the best way to do something
is to just go our and do ir.

As I reflect on top performers in other fields (and I understand that
there are certainly exceptions), I do understand the wisdom in McEnroe's
words. It's not that you don’t want to be articulate, or thar being able to
describe your success or how you do something is bad, but there is some-
thing very powerful about just going out and getting started. One of the
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key benefits is that you can avoid much of the fear that others, who think
everything through, experience.

Public speakers who plan out their speeches often experience stage
fright. Those who simply trust in cheir abilities often do so with very licde
fear. This lack of fear is experienced by the audience as confidence. These
speeches are usually well received. Salespersons who plan exacdy what
they're going to say can experience a great deal of fear because they're
frightened they may forget their pitch. Also, the customer on the other
end feels the “stiffness” of the planned presentation. It's stale and boring.
On the other hand, salespeople who are spontaneous, who speak from the
heart, who don’t think oo much about what they are going to say, can
captivate their customers with their p ori ion. They are
usually che top salespeople in their Eelds.

The next time you're about to begin something—new or familiar—
avoid the temptation (within reason) of figuring out how you're going to
do it. Especially important is to avoid telling others how you're going to
go about it; you should trust that something within you, some form of
intelligence, will kick in. You'll be surprised, if not amazed, at the results
of this experiment. Sometimes it’s hard to admit it, but just doing some-
thing is often quite a bit more effective than planning it out.
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92.
RESIST THE TEMPTATION TO CONTINUALLY RAISE
YOUR STANDARD OF LIVING

@ Philosophically, there are two very different ways to become
rich: (1) make more money, and (2) have fewer wants. In
reality, there is 2 middle ground. T have found that the easiest way to assure
an abundanc life is to go ahead and make more money—and have a blast
doing so—bur avoid believing that, along with every pay increase, you
must also raise your standard of living. To do so can be a foolish mistake.

Many people make more money than they ever dreamed possible, yet
are more financially stressed than ever before. How can this be? Simple:
‘What a vast majority of people do as they earn more money is to continue
to spend as much if not more than they make. They buy a bigger home
and a nicer car. They go on more expensive vacations, wear more expensive
clothing, and eat at finer restaurants, They spend, spend, spend. Some go
into foolish investments or silly tax shelters thar don’t hold up. Before you
insist that you would never do this, I urge you to consider that you probably
will—unless you consciously make a vow not to.

Making money is often easier than keeping it. The more you make,
the more things you see that you want. The problem with marerial desire
is that, unless you are extremely cautious, it is insatiable. Remember, more
isn't necessarily better.

If you raise your standard of living to match your current income, it
forces you to keep producing at the same level, whether you want to or
not. And you may not want to. Never feeling as if you have “enough”
causes several obvious problems. First, if you run into difficult times (which
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most people do ar some point in their lives), pulling yourself out of a rut
can be very difficult if you're spending everything you earn. If, however,
you keep your spending and your desires in check, running into bad times
will not cause an emergency. You'll simply make adjustments. The other
major problem is that raising your standard of living, always wanting more,
more, more, tends to keep you on the treadmill being busier and busier.
The mare things you have, the more things you have to take care of, insure,
look after, protect, and worry about! Pretty soon, your life is filled with
“stuff” and unnecessary demands on your time. You become “a servant
to your servants,”

This doesn’t mean that you shouldn’t have nice things or that you
don't deserve them. But keep in mind that you also deserve a peaceful and
happy life, and that material things den't necessarily make you happy!
Happiness comes from within, by the way you relate to what you have,
not from your actual possessions,

If you can manage to keep your desires in check, to live at or beneath
your means, you'll discover a different type of abundance—peace. You'll
be able to stay calm and relaxed. To me, this is among the greatest gifts in

a lifetime.
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93.
START A CAR POOL

.@_ Not everybody can make a car pool work, but a lot of people
who can make it work simply do not make the effort, or are
not fully aware of the hidden advanrages. The first step is to ger some
information. Many communities have public agencies that match up po-
tential car poolers. If an agency is not convenient, you can do it yourself.

Put a notice on the bulletin board where you work, including the ime
you arrive and leave and approximately where you live or where you'd like
to be picked up. Or pur a notice on the bulletin board where you live and
include the area where you work.

The savings are overwhelming. Conservatively, it costs around thirty
cents per mile to drive a car. This figure is the result of combining fixed
expenses (those you incur whether you drive the car or not, such as interest
on your car loan, age depreciation on the car, license fees, etc.) with variable
expenses (those you incur when you actually drive, which include gas, oil,
tires, mileage depreciation, bridge tolls, parking, and auto repairs).

For purposes of illustration, 1 will assume that your variable expense
is about twenty cents per mile, although it might be somewhat higher
depending on factors like the number of miles per gallon, whether you get
free parking ar work, the mileage depreciation, and so on.

Of course, some people drive a few blocks to work and others might
drive fifcy miles. For purposes of illustrarion, let's assume you drive only
twenty miles per day, round-trip. If your mileage differs, just take the miles
you actually drive and make an approximate adjustment.

Twenty miles round-trip cost about $4 per trip in variable expenses,
or about $80 per month, or $960 per year. Because we're just estimating,
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let’s round this to $1,000 per year (again, your number may well be quite
2 bit higher) driving from home to work as a solo driver. If you were o
car pool with three other drivers, you would save $750 per year, and that
savings is after raxes because the expense of driving from home to work is
not deductible for income tax purposes.

In this simple example, if you invested that $750 in savings for thirty
years and carned a reasonable rate of return on your investment, you would
have saved a small fortune by the time you retire. If the numbers are larger,
your savings will be larger, too

There are additional significant benefits to be aware of in addition to
the cost savings. Many large metropolitan areas have car pool lanes that
can save drivers who share their cars up to Aalfthe time it takes to get to
work. Think of the real value of your time. In some cases, you can save
up to an hour a day off your round-trip commute time—that's 5 hours
per week, or 250 hours per year! Can you imagine whar you could do with
thar extra time? You could start your own home-based business, spend
more time with your children, or keep it all to yourself. Finally, there are
environmental factors o be aware of as well. When you share a ride o
work, you consume far less gas and oil, which results in cleaner air. When
you consider all the factors, | think you'll agree, this option is certainly
worth looking into.
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94.
HAVE A PLAN

@ It’s quite difficult to get somewhere if you don’t know where
you're headed. Yet a huge percentage of us have no plan. We
don'’t really know where we're going or how we're going to get there, It's
easy to look and feel extremely busy when we don’t have a plan, but in
reality we're just spinning our wheels, putting out fires, or chasing our tails.

The other day 1 asked a gentleman who was working for a corporation
in San Francisco, “Where would you like to be and whar would you like
to have accomplished a year from now?"' His answer was somewhar typical.
He said in a flustered tone, “I can’t think thar far ahead. I guess I'd just
like to get through this mess.” His “mess,” of course, was his “in basket,”
his list of things to do. Unfortunately, getting through your daily task list
doesn’t necessarily lead you anywhere. In fact, it often leads you in circles.
The very nature of an in-basker is thar it's supposed to be full; items that
are taken care of are constantly being replaced with new ones.

A plan is like a road map. It tells you where you are and points you
in a direction. It helps you strategize about how you are going to get from
point A to point B. For example, if your goal is to increase your produc-
tivity or sales volume by 50 percent, your plan would be a daily reminder
of the steps necessary to achieve thar goal, Part of your plan, for instance,
might be to make phone calls to five new potential customers daily, rather
than simply returning the phone calls thar come your way. Or part of your
plan might be to take three new courses to increase your knowledge base
before the end of the year. Withour this predetermined plan, it is probable
that you wouldn't find the time to take any courses. Like the gentleman I
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spoke to from San Francisco, you'd be too busy putting out daily fires,
You'd keep thinking, “T'll get to it later.” But somehow you never will.

When you have a predetermined plan, something magical happens:
Your plan helps you to draw out your inner strength, creativity, and dis-
cipline. In some mysterious way, you are usually able to stick to your plan,
once you have one in place. A few years ago, I suggested 1o a single mom
who was struggling with her finances that she needed a financial plan, She
hadn’t been able to save a dime for her eventual retirement. She said she
had been waiting for the right time to start saving, but there never seemed
to be anything left over ar the end of the month. The plan she came up
with took her about five minutes to create, but was among the most sig-
nificant five minutes of her life, She decided that if she didn’t start saving
now, she may never begin. So she commitred to pay herself first. She said
that her “plan” was to save 10 percent of every dollar she earned and pur
it toward her retirement. I bumped into her a while ago and asked her
how it was going. She reported that she was well on her way roward fi-
nancial freedom. Her plan had, in her words, saved her life. She insisted
that, once she had a plan in place, following it was easy.

With 2 plan in mind, the sky’s the limit. As long as you can visualize
a way to implement your plan, your dreams—however big—can become
a reality. Your plan may be to become a multimillionaire, to run a mara-
thon, to spend an extra day each week with your children, or to open an
ice-cream shop. Tt doesn’t matter what your plan is, but it does mateer that
you have one. Make a plan today.
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9s.
DON'T GET LOST IN YOUR PLAN

‘@_ On the other end of the spectrum from nos having a plan is
someone who gets Jost in their plan. This, 100, is easy to do.
It's easy to become focused, even obsessed with your plan or your goals.
You can become so engrossed in your plan that you forger to enjoy the
process. One of my favorite quotes says, “Life is what's happening while
we're busy making other plans.” Whart a powerful message!

Many people get lost in their dreams of becoming successful. So much
s0 thar they sacrifice their relationships with family members, friends, even
themselves. They are focused on the end result, not on the steps along the
way: The steps, however, are where you find the joy.

There are several reasons why people become obsessed with their plans
and future goals. Perhaps most important is that people worry too much
about their success and the direction of their lives. Keep in mind that
worrying interferes with your ability to create abundance; it gets in the way
and clouds your vision. Becoming successful is not difficult. In fact, cre-
ating success is virtually inevitable when you get out of your own way. And
as we have been discussing throughour this book, worry and lack of faith
are your greatest obstacles. When you take worry out of the picture, your
plan will have a chance to unfold.

Keep in touch with your sense of knowing, that inner awareness that
any goal or dream you have, as long as you know what it is, is within your
grasp. An imporrant aspect of a successful life is achieving a balance be-
tween these two seemingly different messages (having a plan, but not get-
ting lost in ir). My advice is for you to know exactly where you'd like to
go and exactly how you plan to get there. But at the same time, let go of
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your goal and enjoy the ride. Each step of your journey is an important
part of your unique curriculum. Each hurdle you face and problem you
overcome is part of your divine plan. So don't get lost in your plan. If you
do, you'll not only interfere with the very goals you'd like to achieve but
you'll also miss out on all the fun.
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96.
STOP COMMISERATING

‘@ Commiserating is a socially accepted form of complaining, Yet
in reality it’s exactly the same thing. We all do it, only to
different degrees, People commiserate for several reasons. First, it's a habic.
Everyone else is doing it, too. Next, many people feel they are getting
somewhere or getting some benefit when they do it. Finally, some people
think “getting things off their chest” or allowing others to do so is a positive
action. They associate the familiarity of commiseration with a feeling of
relief.

Unfortunately, commiseration is a bad habit and it detracts from your
success and from the success of others. Our actions follow our energy,
which includes our thinking and our conversations. Negative conversa-
tions, complaining and commiserating are expressions of negativity.

The next time you're at a social gathering listen carefully to all the
commiseration in the room. Listen to the ways people share their misery
and wallow in their problems. Feel the energy of it all. Then, when you
get home, sit quietly for a few minutes and consider what just happened.
Try to tally up, in your mind, all the commiserating and all the complaints.
Now ask yourself: How much good does it all do? How far does it go
toward solving problems, creating opportunity, expressing joy, and bring-
ing forth creativity? The answer is none, zero, zip. It does no good. But
it’s actually far worse than that. The amount of energy the average person
spends in commiseration is awesome! Listen to the conversations around
you—at work, over lunch, at home. It's everywhere and it's a rare person
who chooses not to participate. However, the one person in twenty who
makes this decision has a tremendous advantage over everyone else.
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Consider the amount of mental and emotional energy expended in
commiseration. It's a lot, This is energy that could be spent in creative
ideas or quiet reflection. This is energy that might be used to solve a
problem, implement an idea, or market a product, This energy is the source
of your abundance. It's yours, and it's free. When you make the decision
10 stop commiserating, you free up this energy—instantly. New thoughts
begin to emerge; new, exciting ideas rise to the surface,

Make no mistake about it: Breaking this habit is difficult, It takes time,
but it's worth it. The only way to quit is to notice yourself in the midst of
commiseration or when you're about to commiserate. Gently remind your-
self thar, while it's tempting to join the others, you've gor better things to
do and dreams to pursue, As you avoid the rendency to commiserate, your
rewards will be swift and certain,
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97
WORKATIT

@ You probably haven't found anything in this book too difficult
to understand. Perhaps, for the most part, you have had the
feeling of “Oh, I already know that.” So one of my concluding thoughts
as we near the end of this book is something you may not already know.

Perhaps the most difficult insight about how to save money, create
abundance, have a wonderful life, and accumulate wealth is tha, although
it'’s fun and simple, you do have to work on it. These dreams, although
within the grasp of anyone, do not necessarily come naturally.

‘We can break tasks into two basic categories: There are those rasks we
know we have to study and learn, and then there are those we believe just
come naturally. To build a suspension bridge obviously reguires a lot of
specific learning, and ro breathe comies naturally from birth, Now, here's
the question: Does abundance come naturally like eating and breathing,
or is it a task that must be learned and worked? 1 think it's a little of both.

Let's take an analogous issue. Does parenting come naturally or is it
something that must be learned and worked? Often a parent produces a
rebellious, angry child—a child that cannot maintain relationships, survive
in school, keep a job, and so on. There are very few parents, however, who
would admit they did a bad job of parenting, and I'm almost sure that
there is no parent who sits up late at night planning how to be a bad
parent. I believe that every parent would be sincere in a statement that he
or she was a good parent, even if their child is sirting out a sentence in a
juvenile detention facility. Certainly, the economic and industrial situarion
is:a contributor in the difficulties we face as parents, but another big con-
tributor is that many parents just don’t know how to parent! So, if parents
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can be misled about their ability to parent, is it possible that parents can
be equally misled abour their ability to save money, make dreams come
true, and accumulate wealth?

I believe that the pursuit of an abundant life includes a lirtle of both.
It's 2 natural process, but it does take some work. The best and most
empowering ideas are simple, but they require implementation. I believe
am empowering you when I tell you that it's your choice. If you fail to
save money and accumulate wealth, you can blame others and the world.
Or you can gain some insight about your own contribution. Once you
have insight about your part in the process, you can open the door and
have the opportunity to do something about ir. This is a powerful and
important door to open. You have the power to create the life of your
dreams. Go ahcad and make it happen!
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98.
CREATE YOUR OWN LUCK

‘@ Some people seem to ger all the luck. Upon closer examination,
however, you'd be shocked at the amount of “luck” that is
self-created. The truch is, while luck is a factor of success from time to
time, “lucky people” share some very consistent characreristics.

Lucky people are constantly putting themselves in the position to be
lucky. In other words, they step up to the plate, they participate, they tell
others that they are willing to accept help. I was "lucky” in a finance course
I took at Pepperdine University many years ago. My friends couldn't be-
lieve that the professor gave me an A for the course when it seemed like I
probably deserved 2 B at best. What they didn’t know was that I visited
the professor and solicited his help every single day that he had office hours.
The professor knew, with no doubt whatsoever, that I was trying hard and
thar I knew the material, Was I lucky? Sure I was, but had I not demon-
strated a2 burning desire to learn, [ wouldn't have been nearly so lucky. The
professor wouldn’t have even known me, much less cared if I succeeded.
As it was, however, my professor really liked me. He wanted me to succeed.
In fact, it was almost as important to him as it was to me. He knew [ was
sincere, not only in my efforts to learn bur also in my fondness for him as
a person and in my respect for him as an instructor. Obviously, I was in
a position to be lucky.

Since that time, I've been lucky hundreds of times. I've been really
lucky, for example, to get on certain radio and television shows around the
country to promate my work. But while others complain about their lack
of promotion and/or wait for the phone to ring, I'm busy sending books,
press kits, and show ideas to producers all over the country, sometimes
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several times a day for months and months at a time. Am I lucky? You bet
Tam! But I create a grear deal of that luck myself by letting people know
I'm ready and willing to be lucky.

I have an acquaintance who just got his “big break” in the corporate
world. “He’s so lucky,” everyone said. And they're absolutely righe: He
was lucky. But was it blind luck or did the fact that he arrived at the office
before most people had gotten out of bed, or thar he remembered his boss’s
birthday (and his children’s), or that he was willing to apologize when he
was wrong, shared the credit when he deserved all of ir, said “thank you”
when something nice came his way, and persevered long after others gave
up have something to do with it? I think both are true. He was lucky, but
hie also put himself in the position to be lucky. Creating your own luck is
sort of like planting a garden in an ideal environment. You'll be “luckier”
with your plants if you provide the best soil, water, sunshine, and growing
conditions. If you don't do these things, you might still get lucky and have
a bumper crop, but the odds are far less likely.

The strategies in this book are designed to put you in a position to
become lucky. As you look back and reread the various sections, you'll
notice that most of the strategies are designed to give you an edge, improve
your artitude, help make you a kinder or less reactive person, sharpen your
wisdom, or deepen your perspective. The truth is, you never really know
where your lucky breaks are going to come from. Lucky people know this,
so they always act as if luck is just around the corner. Perhaps the person
you choose to smile ar or help, instead of frown at and ignore, is in a
position to help you—or will be some day. You never know. As you take
the advice in this book o heart, you'll notice that luck will begin to come
your way. Then others will be calling you lucky.
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99.
DON'T FORGET TO HAVE FUN

@' Obviously, this hasn't been a book on how to improve the rate
of return in your investment portfolio. It's not an investment
strategy book, or 2 book on finance or economics. It's a book on how to
create abundance, how to manifest your dreams. I believe that the advice
in this book can help you much more than any book on finance or eco-
nomics. T wrote this book not only to help you make your dreams come
true, but also to help you maximize enjoyment, the quality of your life,
and the potential for fun. I want you to succeed, and 1 know you can. But
just as important, I want you to have fun. And the more fun you have—
when mixed with wisdom, creativity, and a lictle hard work—the more
you are going to succeed.

‘When you look back on your life, perhaps on your deathbed or toward
the end, it’s very likely that you won ' be asking yourself how much money
you made or how many possessions you managed to collect. Nor will you
see the purpose of life as being the collection of achievements or even the
fulfillment of your goals. What you will sce, I believe, is thar the purpose
of life was to have been kind and loving, to grow and to give back to others.
You will have plenty of regrets if you forget to have fun, and probably
none if you do not.

Realizing your dreams—whatever they are—can be a blast. It’s cer-
uainly enjoyable to feel financially secure, but even more so to use your
mind, attitude, charm, wisdom, and genuine kindness to create great abun-
dance in all aspects of your life.

As you reflect on the strategies in this book, accept them into your life
in the spirit in which they are offered—lighthearted, helpful, and fun. The
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more fun you have, the more you are likely to succeed. Don't listen to the
so-called experts who tell you thar creating wealth is a serious venture.
Sure, it’s hard work, bur that’s a different matter entirely. This is your life.
You have the right to enjoy it. So be successful and creare grear abundance,
but don’t forget to have fun!
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100.
DON'T SWEAT THE SMALL STUEF!

% Probably the hardest part of writing this book was the decision
about how to bring it to an end. Whether you have read my
earlier book Don't Sweat the Small Stuff or not, I couldn’t resist bringing
the subject to your attention. This is because, to me, the decision to not
sweat the small stuff lies at the heart of a high-quality life. It helps you to
keep your perspective and to maintain a lighthearted nature and a positive
outlook on life.

Life is so full. There are so many things to deal with on a day-to-day,
moment-to-moment basis, and so many demands on our time. Often,
however, because we allow ourselves to et all worked up about things that
really aren’t that big a deal, we lose not only our effectiveness bur our
enjoyment of life as well. If you can learn to be one of the few people who
refuses to sweat the small stuff, you will have created an enormous edge
for yourself in your life. Rather than expending energy being bothered,
annoyed, and frustrated, you'll use that energy for creativity, problem solv-
ing, and the creation of abundance.

Sometimes we forget that the way we relate to our problems has a lot
to do with how quickly and effectively we solve them, We forget that when
we see life as a great big emergency, when we are uptight, frustrated, and
stressed, that our vision is clouded and our wisdom suffers, We end up
making more mistakes, wasting energy, and making poor decisions.

When you don't sweat the small stuff, your life won’t be perfect, but
your chances for success will be greatly enhanced and the quality of your
life will soar. Instead of being distracted by the daily annoyances and ir-
ritations that each of us must face, you'll be able to keep your bearings and
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your perspective. You'll realize that, from a larger point of view, you'rea
very lucky person and that to sweat the small stuffis to forget to be grateful
for this precious gift of life. 1 hope this book has been and will be helpful
to you in the creation of your dreams. I wish you the very best of every-
thing,

Treasure yourself.

Ifyou'd like to share with me the simple ways in which you create
abundance and joy in your own life, please write me—and include
a self-addressed stamped envelope—at P.O. Box 1196, Orinda,
CA 94563. Thank you.
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Full of interesting and unique ideas for the overworked
business person, Don’t Worry, Make Money shows readers
how to live a life that's more wealthy, productive, and care-
free by refusing to let worry get you down
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In Don't Warry, Make Money, Richard Carlson shows us how to:

o Learn about the relationship between moods and money

» Be aware of what yeu don't know, and whal you're not geod af

» Experiment with the one hour selution

+ Spend the bull of your time on the “critical inch” of your business
' = Avoid relying on foo much dala

o Be aware of your unigue “slacking order”

» Avoid giving away your power

and much more!
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